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Change 
Happens  

SAVE THE DATES:  
Sept. 4, Oct. 2, Nov. 6 

8:00 a.m.—5:00 p.m. 

Bonnie Pribush and Dr. Rick Ruegg will demonstrate the process of change.  

 You will:   

 Examine the impact of change 

 Understand responses to change 

 Develop your strategy for balancing change 

Contact Bonnie Pribush at 
bpribush@franklincollege.edu 

 

FOR MORE INFORMATION 

As you might expect in a 
class on CHANGE, 

material is subject to 
change. 

Personal, Organizational, Corporate… 

You can adapt and lead change! 

Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals 
representing small and large organizations, nonprofit and for-profit groups, government officials, volunteers and 
anyone interested in improving individual leadership skills, learning more about Johnson County and making 
connections. With over 575 graduates of the program, LJC continues to make a positive impact on our community. 
Come be a part of the next great class of leaders! 
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I’ve not written much about 
service clubs in this space – 
primarily because I have not 

experienced membership to one on 
the Southside.

That was until about a year ago, 
when I was asked to visit the Ro-
tary Club of Greenwood. Prior to 
that, the last time I was asked to 
visit a Rotary Club was back in 
the early 1990s when I worked for 
late Carmel Mayor Ted Johnson. 
He was a proud Carmel Rotarian 
and wanted me to join the club. I 
joined him for one of the lunches, but as a 
young guy – when it was time to consider 
membership – I simply told him, “I am not 
Rotary material.”

I’m not quite sure what I meant by that as 
I look back. It was most certainly a flippant 
response. 

But, hey, many years later I’m Rotary ma-
terial and I couldn’t be happier than to be a 
part of the Greenwood club. It is full of great 
men and women who are truly great busi-

ness and community leaders. 
Most recently I traded my red 

badge for a blue badge – very 
meaningful. A sign that I’m a full-
fledged Rotarian. I’m so enam-
ored with the club that I'm chair-
ing a committee to put on the 
club's 50th anniversary celebra-
tion March 4. This is an honor be-
cause I know over the course of 
those years there have been many 
great people who have been a part 
of this club – and who have done 
many great things under its ban-

ner for Greenwood as well as the Greater 
Southside. 

In an era where service club membership 
is declining, I’d ask younger people to realize 
that, indeed, that they are “Rotary material.”  
Find out for yourself. 

 We meet every Monday at noon at Jona-
than Byrd’s. Please join us. If you have ques-
tions, call me at (317) 300-8782.   

Looking for young leaders  
willing to serve

Rick Myers is publisher of the Southside Business Leader. 
Email: rick@businessleader.bz

BMV hires Mendez – The Indiana Bureau of Motor Vehicles has announced that Manuel 
(Manny) Mendez has been hired as Director of Program Management. Mendez comes to the 
BMV from the City of Indianapolis where he most recently served as Mayor Greg Ballard’s 
Director of the Department of Code Enforcement. 

Network After Work –Network After Work will meet from 6 to 9 p.m. Aug. 20 at Bartini, 39 W. 
Jackson Pl., Indianapolis. Admission starts at $20 and includes: one free cocktail, appetizers, 
name tags color coded by industry, and a relaxing atmosphere for networking. For discounted 
admission, RSVP online at www.networkafterwork.com.

FINANCE DISPATCH

3925 River Crossing Pkwy, Suite 300   |   Indianapolis, IN 46240   |   317.472.2200   |   info@somersetcpas.com

BUILDING  RELATIONSHIPS,
DELIVERING  RESULTS.

somersetcpas.com

a client-focused, nationally-recognized accounting and advisory firm

• Front Office
• Customer Service
• Administrative Assistant
• Accounting
• And more!

(317) 888-5700
707 South Madison Ave.  
Greenwood, IN 46143

ExpressIndySouth.com

In today’s competitive marketplace, successful companies are growing and innovating 
by hiring top talent. 

At Express, we help our clients quickly find top local talent allowing them to stay 
focused on other things.  Hiring is difficult and you need a resource that is looking for 
specialized talent everyday on your behalf.  We can help in the following areas:

Businesses all over Indiana will hon-
or cancer survivors and celebrating more 
birthdays by displaying paper cupcakes in 
their lobbies, at their counters and in their 
entry ways. These paper cupcakes will be 
available for a donation of any amount to 
the American Cancer Society Relay For 
Life. The Cupcake promotion will run 
from August 3-23 and funds will be di-
rected back to the Relay For Life events 
in Perry Township, Franklin Township 
and Beech Grove! The American Cancer 
Society Relay For Life movement is the 
world's largest fundraising event, fight-

ing every cancer in every community. Re-
lay events celebrate survivors, remember 
loved ones lost, and take action against 
the disease. Teams and individuals camp 
out at a school, park, or fairground and 
take turns walking or running around a 
track or path. Each team has at least one 
participant on the track at all times and 
participates in fundraising in the months 
leading up to the event. If your business is 
interested in participating in the Cupcake 
promotion or if you'd like to find a local 
Cupcake sale near you, call Felisha Clark 
at (317) 344.7804

BIZ BRIEF
Business honor cancer survivors
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Gus Pearcy is a contributing columnist to the Southside 
Business Leader. He may be reached at (317) 403-6485 
or pearcy.gus@sbcglobal.net. Gus blogs frequently at 
guspearcycommunications.wordpress.com.
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Humor›

Quote of the Month›
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Yes, we want your letters: 

Readers of the Southside Business Leader are 
encouraged to send letters to the editor as often 
as they wish. The stipulations are that the letter 
is timely, focused (not more than 200 words) 
and verifiable. Please make sure to provide 
your complete name and daytime and evening 
telephone contact numbers. All letters are subject 
to editing for brevity, clarity and grammar. Please 
direct correspondence to info@businessleader.bz.

The Southside Business Leader is published by 
Times-Leader publications, LLC. Content published 
alongside this icon is sponsored by one of our 
valued advertisers. Sponsored content is produced 
or commissioned by advertisers working in tandem 
with Times-Leader’s sales representatives. Sponsored 

content may not reflect the views of The Southside Business Leader 
publisher, editorial staff or graphic design team. The Southside 
Business Leader is devoted to clearly differentiating between 
sponsored content and editorial content. Potential advertisers 
interested in sponsored contact should call (317) 300-8782 or 
email sponsored@businessleader.bz.

It’s better to hang out  
with people better than you.  

Pick out associates whose  
behavior is better than yours and 

you’ll drift in that direction.
~ Warren Buffet, 

American businessman

Years ago, a mentor of mine 
pointed out the cultural shift 
in our thinking. Not that 

long ago, you could pick up a pack of 
cigarettes easily, but you had to ask 
the pharmacist for condoms. Today, 
there are dozens of varieties of 
condoms so blatantly displayed that 
I herd my children away from that 
aisle. Yet cigarettes are impossible to 
find. 

In the past, judgmental glares 
from blue hairs re-
quired discreetly whis-
pering for condoms in 
a crowded drug store. 
Now, you don't want 
anyone to know you 
smoke cigarettes for 
fear of an hour-long 
diatribe on the health 
complications.

Of course, I'm not lobbying for cigarettes. 
It's the change that is of interest.

For the last 20 years, marketing has been 
switching to digital. In 1995, email market-
ing was starting to become all the rage. Peo-
ple would marvel and show their friends that 

they received an email from AT&T. 
The dearth of direct mail has cre-

ated a renaissance of sorts for the 
old school marketing method. Con-
sumers will actually spend more 
time with a mail piece to avoid 
clearing out their email inbox. The 
United States Postal Service might 
just survive a few more years if sav-
vy marketers heed this trend. 

Personally, I look forward to get-
ting something with my name on 
it. Even a bill wrapped in the ever-

lovin' crap addressed 
to "resident" or "To 
Our Friends At…," 
gets my attention bet-
ter than the 35 emails 
I get from a website I 
bought something off 
of in 2003.

Chotchkies are also 
great marketing bling. Try emblazoning your 
business logo on a cable holder or a pen that 
doubles as a touchscreen stylus. The trick is 
to get something that people will actually use. 
It's more cost effective to spend $1 on a spe-
cial item than 25 cents on a schlocky chotch-
ky.

By the way, jingles never go out of style. 
The simpler the better. Who doesn't remem-
ber "444-44-44?"  Sign spinning garners lots 
of attention or else we wouldn't see it so of-
ten. In the suburbs it can be a hazard. Save it 
for your downtown city business. Oh, and get 
a real sign spinner, don't just dress someone 
up as Chewbacca and send them out holding 
a sign. Professional sign spinners command a 
slightly higher wage, but it is worth it. 

The trick is to be where others are not. I 
suspect it might even be cool to take out a 
full-page ad in a phone book in the future. (If 
the cost can be negotiated down.)  

What about cable TV advertising or local 
avails on Hulu or similar streaming services.

When it comes to marketing, you must 
always consider where your customers are. 
Think it through. I recently saw a billboard 
advertising a business that sat beneath it. 
What good is that?

Spend carefully but don't be cheap and 
then track your progress. Demand evidence 
from your marketing consultants.

Gus Pearcy
COLUMNIST

Get out of line with your marketing

"The trick is to be where others  
are not. I suspect it might even be 
cool to take out a full-page ad in  

a phone book in the future."

Are you  
disconnecting 

while on vacation?
Certainly, you take vacation. We 

do, too. Everyone wishes it could be 
for a longer stretch, no doubt, but 
the reality is we’re all entrepreneurs 
or managers of enterprises and we 
have two (or more) families for which 
to care. There’s our nuclear family at 
home that depends on us to “bring 
home the bacon,” and there’s at least 
one workplace group that relies on us 
to run this business in smart and effi-
cient ways that enables it to be associ-
ated with us and provide for its own 
collection of families. There’s some 
pressure in there, one might agree. 
When we shove off for vacation – and 
perhaps it’s the same with you – a 
couple things happen that some say 
shouldn’t: We don’t fully disconnect 
and we find ourselves in the latter 
portion of time away thinking about 
what we need to or want to do upon 
returning to the office. E-mail doesn’t 
take a vacation, and there are custom-
ers and work associates to serve. In 
recent years, we have become more 
adept that working through e-mail at 
certain “off” hours. One of our col-
leagues gave us “The 6:30 and 4:30 
Rule.” He said if we check e-mail early 
in the morning and late in the day, we 
could stay connected enough yet still 
be able to enjoy time away. (This even 
works on the Riviera Maya.) Still, the 
way we roll is not really about fully 
disconnecting, recharging, re-ener-
gizing or completely resting. How 
about you? Are you able to effortlessly 
lose yourself in vacation? Please share 
your secret with us at info@business-
leader.bz. 
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Randy Faulkner  
& Associates, Inc.

Faulkner Restoration, Inc.
435 E. Main St., Suite 135

Greenwood, IN 46143
(317) 859-1074

Faulknerrestoration.com

Best advice: On our chalk board, our daughter 
wrote, ‘The only time success appears before 
work is in the dictionary.’

Worst advice: We’ve been blessed  
with direction.

Best business decision: Marrying Julie  
and being with God.

In 5 years... What project will it be in five 
years? It’ll be another project, another 
challenge.

Secret success: Outside of doing what’s right 
and putting God first, the Golden Rule that I 
go by is do unto others as you’d have them do 
unto you.

How Randy did it?

By Nicole Davis
When Randy Faulkner purchased the Polk 

Place property in Greenwood, there was talk 
of the building needing to be torn down. Six 
years later, it’s 100 percent remodeled, 100 
percent leased and he’s on to his next big 
projects: the renovation of Jonathan Byrd’s 
Cafeteria facility in Greenwood and the for-
mer Gerdt Furniture building in Southport.

“I always say Randy can take the ugly 
corner that no one wants and make every-
one say ‘wow,’” says Julie Faulkner, Randy’s 
wife and co-owner of the business. “He has 
a vision that no one else has, and somehow 
makes it happen. Everyone asks, ‘why didn’t 
I think of that?’”

Randy, who was born in Dallas, moved to 
the Indianapolis’ Southside since the ear-
ly 80s, where he attended school in Perry 
Township. He’s been in the insurance resto-
ration business since 1994, when he started 
Faulkner Restoration, Inc. Julie, originally 
from New Castle, went to college in Mis-
sissippi then moved back to Indiana where 
she met Randy. When Randy’s job required 

them to temporar-
ily relocate to Flor-
ida after a Hurri-
cane Andrew, Julie 
jumped in to help 
with the day-to-day 
operations, which is 
still her main role.

While looking 
into retirement in-
vestments, Randy 
says they decided 
to “start dabbling 
in residential real 
estate,” which has 
grown in to a multi-
million dollar busi-
ness. They are best 
known for the re-
development of 
Polk Place building 
on Main Street in 
Greenwood which 
was built in the ear-
ly 1900s as a Mid-
west cannery and 
dairy. It now houses 

a mixture of office and retail businesses. The 
Faulkners purchased the building in 2008, in 
the middle of the economic recession. Ran-
dy says they’ve seen an abundance of growth 
since then. 

“I love how they take the old buildings, re-
lift them and bring new life into them, mix-
ing the old with the new,” says Josh Thackery, 
owner of North Star. “It was a cool old build-
ing that they brought back to life. It was run 

down and they took a leap of 
faith and rebuilt it.”

Thackery was the first ten-
ant at the redeveloped Polk 
Place. He toured the prop-
erty when his unit was only 
halfway done. Construction 
was going on throughout the 
building but he says he could 
see what Randy was envi-
sioning, and the property has 
been a perfect fit for his busi-
ness. It’s those types of rela-
tionships which Randy says 
has made them successful.

“We have a very close and 
good relationship with our 
tenants,” Randy says. “There’s 
a lot of good people left in 
this world. If you try to take 
care of people the way you 
want to be treated, you will 
be successful. Truly, most of 
our tenants are friends now.”

Faulkner & Associates 
purchased the Jonathan 
Byrd’s Cafeteria building at 
the end of 2014. They are re-
designing the exterior and 
adding office and retail into 
the 40,000 square-foot build-
ing with the cafeteria and 
banquet center. They plan to 
rename the multi-use com-
plex to the Byrd’s Center. 
Randy said they have asked 
the city of Greenwood to put 
a roundabout in front of Jonathan Byrd’s and 
Bob Evans to help with the traffic flow, and 
he looks forward to future improvement of 
that intersection.

“Jonathan Byrd’s, when we purchased it, 
we were able to keep the family in Green-
wood and the restaurant up and running,” 
Randy says. “A lot of people don’t realize 
they have a new brand of restaurant that 
they’re redeveloping there and have kept the 
banquet facilities going... It’s a good location. 
I think we can get that corner revamped and 
some new energy through there.”

Randy Faulkner & Associates closed on 
the Gerdt Furniture building, 2115 E. South-
port Rd., Southport on June 12. As their 
business continued to grow, their need for 
a larger space for their headquarters in-
creased. They immediately relocated into a 
space on the Eastside of the building. They 
started the redevelopment by working on 
the landscaping, reducing the appearance 
as an abandoned building. They have begun 
taking down the track lighting and partition 
walls so that people can see how large the 

building is: 63,000 square feet.
Randy says they’ve received some great 

support from city officials, and they are in 
talks about how to acquire additional park-
ing for the building to accommodate poten-
tial businesses that would lease the space.

“An unbelievable amount of people have 
expressed interest,” Randy said. “We’ve had 
people that do a lot of commercial store fix-
tures, beauty salons, bakeries, and event 
venue people. You kind of have a little bit of 
a vision but you wait and see how it all starts 
to pan out. I’d love to have a mix of retail and 
office space, some unique businesses.”

Randy says they expect to have their first 
tenants in the Gerdt building by Oct. 1. 

Other ongoing projects include the re-
development of Vista Professional and the 
Kyle Building, both in Greenwood. Randy 
says he looks forward to doing the best he 
can with each day, walking through doors as 
they open.

“I believe I have favor with the Lord,” Ran-
dy says. “He helps all of our projects out... 
You lay low, do what you’re supposed to do 
and people will say good things about you.”

•	Work has been my hobby. I’m starting to 
see if I can pick up a new hobby and  
that’s deep sea fishing.

•	We enjoy being with our kids and 
grandkids; we have three daughters,  
four grandchildren.

Getting to 
know Randy…

COVER STORY

Randy Faulkner with Michael Means, operations manager.

Randy and Julie Faulkner transform  
rundown properties into desirable real estate  

through Randy Faulkner & Associates. 
What are they working on now?

Photos by Nicole Davis

Faulkner’s fix 

Julie and Randy Faulkner.
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Southside Businesses… 
Do you have news to report? Please direct 

correspondence to: info@businessleader.bz.

Jim Ittenbach is owner of SMARI, a research company, and 
he offers insights based in his years conducting research.

This is not a battle of one population 
segment pitted against the other, but 
a battle for economic and political 

attention. According to the US Bureau of 
Labor Statistics, Millennials (age 
15 to 33) now outnumber Boomers 
(age 53 to 70). Unfortunately for 
Boomers, their group is declining 
across many economic indicators, 
while Millennials are emerging 
as an inventive, prosperous 
and influencing segment of our 
economy.

Boomers have captured the at-
tention of marketers and politi-
cians for decades. Their demand 
for schools, homes, furnishings, 
debt and political attention forti-
fied our capitalistic society for over 50 years. 
No more! Boomer major consumption be-
haviors are all but a fading memory. Go-
ing forward, the economic sectors that will 
focus attention to the Boomers are health 
care, hospitality, home care, and 
death care. 

Conversely, Millennials 
are at the cusp of their high-
est level of consumption and 
contribution to capi-
talism. As the Millen-
nial consumerism ma-
tures, which of these 
two groups do you 
think will capture the 
attention of employers, 
marketers, bankers, en-
tertainers, politicians, 
etc.? 

Millennials are an 
ethnically diverse group 
with fairly liberal view-
points who are reluctant 
to commit to ownership, 
debt, organized religion or 
traditional marriage. They 
are educated, highly con-
nected, well versed, mo-
bile and purposefully 
driven to balance work 
and life in pursuit of 
health as their desired 
wealth. 

Employers and employees 
alike, please pay close attention 
to the demand dynamics that this genera-
tion will have upon our society if you want 
to remain relevant. Let’s not fool ourselves, 
these dispositions are game changers. More 
autos and homes will be leased than owned. 

Employment must remain interesting to 
gain commitment. Entertainment must be 
on-demand and commerce must be digital 
to sell. Nontraditional marriages will be em-

braced and the word race will not 
imply any ethnic connotations. 
The list will be exhaustive.

So will homes, cars, or furniture 
be financed? Will traditional re-
tail, print, or broadcast advertis-
ing survive? Will anyone occupy a 
permanent office, personally vis-
it a physician or see a movie in a 
theater? Are we entering into eco-
nomic and market uncertainty? 
Absolutely!

The outstanding wild card, 
which may temper the societal 
impact of Millennials, is the his-

torical shift in priorities associated with 
parenthood. However, if the daunting com-
mitment posed by having school-aged chil-
dren doesn’t overshadow their generation’s 
aspirations, the game is afoot! Live long and 
prosper. 

Times are a changin’: 
Millennials vs. Boomers

BIZ RESEARCH

Jim Ittenbach
COLUMNIST

$19.95 Oil Change 
All makes and models. No appointment necessary

450 East Northfield Dr
Brownsburg, IN 46112

(855) 516-1423

billestesford.com/about-us/reviews

Please take a moment
to share your dealership 

experience!

Andrew Angle is the owner of NetGain Associates, Inc. He 
can be reached at (317)534-2382.

Within the past month, a certain 
website I work with got hacked. I’m 
sure it wasn’t one of those Chinese 

government conspiracies you hear about on 
the news. Tens of thousands of 
websites get hacked every day. Yours 
could be among them and you may 
not know it for quite some time.

For most sites I deal with, I pre-
fer to use Wordpress. It’s an excel-
lent platform boasting millions of 
implementations by scores of de-
velopers. Tons of handy plugins 
are freely available to enhance 
what the websites can do. As great 
as that is, very few of those plugins 
are created by big companies 
equipped with securi-
ty and testing depart-
ments. Most plugins 
are made by lone pro-
grammers who got an 
idea and started writ-
ing code. Within a few 
days or weeks they re-
leased and promoted a 
neat product that uses 
its customers’ websites 
as Guinea pigs. The se-
curity in many of these plugins is like Swiss 
cheese. Even wildly popular and seemingly 
bulletproof plugins are vulnerable to even-
tual exploits.

When you hire a web designer, don’t as-
sume that they know anything about web-
site security. Arm yourself with knowledge 
of best practices in making sure your website 

less vulnerable and reducing the odds of los-
ing important data.

Just as one of the costs of having a person-
al computer is running antivirus software, 

assume that preparing for website 
hacks are a cost of doing business. 
Here are some suggestions:

• Host your site somewhere that 
promotes having tighter securi-
ty measures in place. For Word-
press, one that has impressed me is 
WPEngine.com. They even disal-
low several common plugins with 
known vulnerabilities.

• If allowed by the host, use se-
curity software plugins. Don’t just 
install them. Use them!

• Don’t install just any plugin. 
Read reviews and do a 
Google search for com-
ments related to secu-
rity.

• Make backups and 
download backups. 
Keep backups of back-
ups.

The hack that I had to 
deal with cost me a lot 
of “top priority” time. 

The site was recovered, but it was a pain that 
may have been avoided by not activating un-
necessary plugins. Another lesson learned.

Go to http://www.BusinessLeader.bz/tech 
for best practices checklists that could make 
a difference in your business.

My website was hacked!
BIZ WEB

"…it was a pain that  
may have been avoided 

by not activating 
unnecessary plugins."

Andrew Angle
COLUMNIST
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PEER TO PEEROPEN FOR BUSINESS

Bill Jimerson got into the hobby 
of brewing beer at home 11 years 
ago. He says like many others, the 
do-it-yourself aspect was entic-
ing, allowing him to get intricate-
ly involved in the process of home 
brewing and, ultimately, enjoy the 
finished product.

“Everything is so mass produced 
these days and efficiency is so high 
on the list of importance,” Jimer-
son says. “Home brewing kind of 
brings you away from that for a 
minute. It’s the aspect of bringing 
it all back to ‘I made this, I know 
what went into it,’ and the flavor is 
much better than a mass-produced 
beverage.”

His experience in the hobby and 
having worked the last five years 
for a home brewing store led to 
his desire to open his own business selling 
supplies needed to brew beer at home. Final 
Gravity Homebrew Supply opened at 3131 
E. Thompson Rd., Indianapolis, on July 1. He 
will celebrate its grand opening on Aug. 15 
during normal Saturday store hours, 10 a.m. 
– 6 p.m. 

Jimerson says he’s pleased with the sup-
port he’s received from the community so 
far, and he plans to collaborate with local 
breweries and home brewing clubs to con-
tinue to improve and add to what his store 
has to offer.

“I look forward to bringing more people 
into the hobby on the Southside,” Jimerson 
says. “I’ve developed a lot 
of relationships and met a 
lot of friends so far. It’s su-
per supportive so far. I’m 
pleased that everyone is 
happy.” 

Why did you open this 
business?

I found home brewing about 11 years ago 
and completely fell in love with the hobby. 
It was probably the first thing in my adult 
life that I became passionate about and cou-
pled with the fact that I had always wanted 
to own my own business. It seemed like the 
logical next step.

What did you do to prepare for opening 
your business?

I spent the last five years managing anoth-
er home brew store, which was invaluable 
leading to this. Other than that, it was typi-
cal business opening stuff like market analy-
sis, industry number and so forth. Plus, 11 

years of home brewing is good preparation.

Who is your ideal customer/client?
The ideal customer would be someone 

who enjoys that do-it-yourself concept. A 
lot of people into home brewing cross over 
into gardening, camping, other higher qual-
ity parts of life like good food, wine drinkers. 
People who have a little bit of free time at 
least because it does take time.

How do you plan to be successful?
Setting yourself apart, making sure what 

you do is good enough to bring people in. 
I’ve already started working with some of the 
local home brew clubs. There are about 10 

home brew clubs in Cen-
tral Indiana, along with 
working with local brew-
eries. I do a podcast on the 
side. The whole focus of 
that podcast is gathering 
news, events and anything 
of interest to local brewer-
ies and sending that out. 

Through that I’ve developed some relation-
ships with local breweries and I will work 
with them to develop some beer recipes that 
will be for sale here. Classes will be a big part 
of that as well: brewing classes and cheese-
making classes.

What would we be surprised to learn 
about you or your company?

The biggest surprise is even though I’m a 
big craft beer guy, if it’s around and the situ-
ation is right, I still enjoy good Miller High 
Life. 

Final Gravity 
Homebrew Supply

3131 E. Thompson Rd.
Indianapolis, IN 
(317) 231-5248

finalgravityhs.com

Final Gravity Homebrew Supply in Perry Township sells 
supplies to brew craft beer and learn about the hobby

Compiled by Nicole Davis

Stepping into self-sufficiency

Bill Jimerson

Photo by Nicole Davis

Howard Hubler can be reached at howard@hubler.com.

From time-to-time I write of my dinning 
escapades. When I eat, I generally sample 
non-franchise eateries if any are available. 

The interesting thing about this is 
that a person has an hour or so to test 
out the “bill of faire,” the service, and 
the overall ambience of a restaurant 
all while eating a meal. Today, with 
all of the TV shows and the like 
featuring eating establishments 
that we watch for recreation, 
most all Americans have become 
amateur foodies. Eating in a small 
family owned place is like sipping 
a new bottle of wine. We come to 
relax with friends, but we are now 
smelling, whiffing, and savoring 
everything from the wait staff to the restrooms 
and everything in between. This much I can say 
with amateur authority, these diners and dives 
and are divided into two classes; “these guys get 
it,” and, “these guys don’t get it.” Wonder why?

I have often prescribed to the theory that 
we must all be students of our vocational 
craft. The interesting thing about “rehab-
bing” houses or running a diner is that you 
just have to turn on the TV and there, in an 
enjoyable format, is your continuing educa-

tion. Do you ever wonder, should you vis-
it these local eateries as I do, does the staff 
and ownership of this joint ever watch those 

shows? 
How about the food prep? I 

will pay a couple of bucks more 
for breakfast items stacked on top 
of one another served in a skillet. 
Why? Presentation. Crinkly cut 
fries light blond in color on a light 
green melamine plate served with 
a dirty squirt bottle of Heinz finest 
has a value of 75-cents to me. Put 
thin dark fries with the skin still on 
them in a paper cup with pictures 
of whole potatoes on it, or in silver 
basket with a paper liner, and the 
price goes to $1.99! 

Extra time in presentation and food prep 
may drive food cost up, but I suggest it would 
only be marginally. As a business owner, 
though, consider this: the repeat business 
will more than offset the cost. We don’t want 
one-time visitors. We want repeat business! 
Take the extra time consider what it might 
take to have that return customer versus the 
one-and-done customer.  A little extra can go 
a long way.

Howard Hubler
COLUMNIST

Not so fine dining
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Erin Smith is co-owner of Spotlight Strategies a print, 
apparel, promo and sign company located in Franklin, Ind.  
She may be reached at erin@spotlight-strategies.com.

Powerful  
solutions  
for powerful 
businesses.

Businesses depend 
on Duke Energy for 
our reliable service, 
competitive rates, and 
technical support to help 
manage their energy use. 

Our award-winning site 
selection services are 
also available to help our 
business customers gain 
a competitive edge – and 
have a positive impact on 
our communities.

YOUR BUSINESS

Erin Smith
COLUMNIST

Whether you are an employee or 
employer, you give and receive 
feedback every day.  

Sometimes you request it and other 
times it comes unsolicited. The 
question becomes: Is the feedback 
you are giving/receiving useful?  

Aflac’s first woman and African-
American president, Teresa White, 
transformed the way her compa-
ny embraces feedback. In a July 7, 
Fast Company article authored by 
Gwen Moran, Teresa’s leadership 
showcased six lessons imperative 
to useful feedback.   

Creating opportunities
 When you know your annual review is 

coming, you are expecting feedback.  
What if you expected feedback 
when you needed it, not just at the 
usual review? Teresa found that 
many employees at Aflac wanted 
feedback. Honest feedback 
on how to advance their ca-
reers. By providing one on 
one coaching opportuni-
ties she was able to iden-
tify job related and soft 
skills that needed to be 
addressed to help em-
ployees move up.

Wishy-Washy Feedback
It is bad for everyone. Have you ever left 

a discussion and felt like you didn’t have a 
clear direction? As an employer, 
have you had a tough discussion 
with an employee and been con-
flicted about how to address an 
issue, so you were ambiguous in 
your dialogue? When giving feed-
back we must be clear and honest 
in our assessment. No sugarcoat-
ing, but be respectful.

Be Specific
When someone says, “Great 

job!” What does that mean? In-
stead, define why the job was great, 
like this: “Your ability to handle all 
those objections and close the sale 
while making our prospect feel so 
special was incredible. You are 

ready for the next step up 
in our leadership.”  Now 

you know where you 
stand and why. “Great 
job” has a whole new 
meaning.

Trust
When folks know 

you have their best 
interests at heart, 

negative feedback can 

be less threatening. Think about it. If your 
most trusted mentor gave you feedback that 
was hard to hear, you would probably wel-
come it because you know they want you to 
learn, hone your skills and succeed.

Be able to take what you dish out
At some point you will receive feedback 

that is less than flattering. Your team needs 
to know you will not hold a grudge and have 
a good attitude when you learn of disagree-
ments.

No One Knows Everything
No one! You must be able to surrender 

to the fact that you don’t know everything. 
This can be a real hurdle for those who har-
bor pride and believe that if they want the 
job done right, they should do it themselves.  
Surrounding yourself with others that com-
pliment your skill set will elevate the whole 
team.

By embracing these six lessons, Teresa 
helped hundreds of Aflac employees pur-
sue career advancement. Success can come 
more quickly when useful feedback is given 
and received. Try living out these lessons. 
Not only will you help others be more suc-
cessful, but it might just “up your game,” too.

Steps for foulproof feedback

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

I once worked for an advertising agency 
at which every logo design and brochure 
had to pass a painstaking critical 

analysis. One of the partners would 
bring it home and show it to his wife.

It didn’t take long for new em-
ployees to learn which colors, for-
mats, and typefaces Mrs. Partner 
preferred. Not surprisingly, we 
produced a lot of work using those 
colors, formats, and typefaces. She 
had no background in marketing 
or design, but her opinion out-
ranked everyone in the agency, in-
cluding her husband.

You’re probably chuckling at the 
idea of an advertising executive 
basing decisions on his wife’s personal likes. 
But are you guilty of a similar approach with 
your own company’s materials and projects?

When you have to make a decision about 
a logo design, copy for an ad, or the graphic 
approach to your new website, do you show 
it to several people around the office or in 

your circle of colleagues “to get their opin-
ions?” 

If so, I have three questions: 
First, is that small sample repre-
sentative of your target audience? 
Second, are the factors that moti-
vate them the same ones that ap-
peal to your customers? And final-
ly, is that group’s consensus what 
drives your decisions?

Everyone has an opinion, but 
that doesn’t mean that all of those 
opinions are of equal value or de-
serve the same amount of weight 
when considering a decision. And 
if the people expressing those 
opinions have little understanding 

of the motivations driving your target audi-
ence’s decisions, their opinions border on 
worthless.

If your attorney or CPA counseled a par-
ticular action, you would be likely to follow 
her advice. She knows more about the mat-
ter and its ramifications than you would ever 

want to know, so you’re very willing to defer. 
Well, the professional graphic designers, 

writers, web wizards, and others who de-
velop your marketing materials have corre-
sponding levels of knowledge in their own 
chosen fields. If they tell you a particular 
approach will be the most effective, they’re 
basing that opinion on their experience and 
expertise — just as your attorney or accoun-
tant would do. Would you ask your co-work-
er or third cousin to second-guess your CPA 
on a tax matter? Then why would you let his 
taste in color override a designer’s profes-
sional recommendation?

By all means, ask for opinions when mak-
ing critical decisions. But just be sure that 
the opinions you request are those that re-
ally matter. 

All opinions are not created equal

Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling (317) 839-1739, or visit his blog at: 
sfwriting.com/blog/.
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Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Dan Miller is founder and president of Historical Solutions 
LLC - Ideas and Inspiration Through History. Dan uses history 
to help people strengthen their leadership. His website 
is historicalsolutions.com.

Organizations use work groups for 
a variety of reasons: to coordinate 
complex tasks, to centralize 

information from all parts of the 
organization, and to complete 
special projects, for example. One 
of the hoped-for advantages of 
teams, particularly those whose 
members come from different 
groups within the organization, is 
that they will pool their knowledge 
and information to come up with 
creative ideas that can result in 
new products or services for the 
company. Sometimes this happens. 
Other times, the only result we 
get from work groups are endless 
meetings that seem to rehash the same 
information again and again.

One recent study investigated teams in a 
financial service organization. These groups 
were charged with developing new proce-
dures and products to enhance the organi-
zation’s customer service. Specifically, they 
looked to see which teams actually devel-
oped new service ideas that were judged to 
be of high quality and adhered to time and 
budget constraints.

They found that two kinds of team in-
teractions were both necessary for success. 
First, teams needed to engage in formal 
meetings where they organized their efforts 
and shared information. But team members 
also needed time to have informal conversa-
tions, or spontaneous talks with one another 

that the researchers called “cross-functional 
communication.” They found that each kind 
of interaction contributed something differ-

ent to the teams’ process. Formal 
meetings were necessary to share 
knowledge among team mem-
bers, but too many formal interac-
tions actually thwarted the team’s 
creativity. Informal conversations 
were very useful for the genera-
tion of new ideas, but those ideas 
weren’t able to come to fruition 
without the discipline of bringing 
the team together formally.

So if your organization uses 
teams, particularly to gener-
ate new ideas about products 
or services, be sure to allow for 

two kinds of interaction. Formal meetings 
are necessary, but focusing only on them 
thwarts the creativity of the team. Give your 
people a chance to interact with each oth-
er informally too – then you have a better 
chance of enhancing the practical creativity 
of your work groups.

………………………………………………
Boerner, S., Schaffner, M., & Gebert, D. 
(2012). The complementarity of team meet-
ings and cross-functional communication: 
Empirical evidence from new services devel-
opment teams. Journal of Leadership & Or-
ganizational Studies, 19, 256-266.

Communicating as a team
BIZ MANAGEMENT

Carolyn Goerner
COLUMNIST

Harry Truman is one of the most 
compelling American Presidents 
of the twentieth century. He was 

intelligent, a quick study, enjoyed 
people, and sported a genuinely 
optimistic attitude in even the worst 
of times. But for today, I'd like to 
take you into an often overlooked 
aspect of his leadership. He used a 
Kitchen Cabinet.

In political arenas, especially in 
executive offices like a presidency 
or a governorship, the term "kitch-
en cabinet" has a specific mean-
ing. It refers to a small number of 
people who privately offer advice, 
ideas, and input to a leader. The 
leader, in turn, finds value in these interac-
tions and on a frequent basis reaches out to 
the group for further counsel. The distin-
guishing points of the relationship between 
a leader and his or her Kitchen Cabinet is in-
formality, privacy, and discretion. 

The leadership expe-
rience of Truman offers 
you one model of a Kitch-
en Cabinet.

Harry Truman devel-
oped a Kitchen Cabinet 
after becoming President 
in 1945. Faced with the 
challenge of drawing his 
own identity at the White 
House in the shadow of 
his deceased predecessor 
Franklin Roosevelt, Tru-
man sought the honest 
input of people he could 
trust. He found that he 
needed a Kitchen Cabi-
net.

He selected its mem-
bers from two sources. 
One was the land — he 
turned to a fellow Mis-
sourian, Charlie Ross, to 
be his press secretary. Ross's long years of 
national political reporting and his steady 
Midwestern habits endeared him to Tru-
man. 

Truman added another Missouri native, 
the young attorney Clark Clifford, to his 
small group of informal advisors. Clifford 
helped write important speeches and con-
ducted behind-the-scenes meetings in such 
foreign policy crises as the decision to send 
foreign aid to Greece and Turkey and the 
recognition of Israel as a nation-state.

Truman also accepted the help of his 

appointments secretary, Matthew Con-
nolly. Though Connolly was a Bostonian 
and lacked the Missouri connection, Tru-

man trusted him because he had 
known him during his years as one 
of Missouri's US Senators (before 
becoming Roosevelt's vice presi-
dent). Connolly was an attorney to 
a Senate committee and Truman 
had been active as the leader of a 
Senate committee.

Finally, Truman picked a fourth 
member for his Kitchen Cabinet, 
John Steelman, a college econom-
ics professor from Alabama and 
an expert in organized labor. Like 
Clifford, Steelman provided Tru-
man with reliable advise in a crisis, 

in his case, a national coal strike. Truman's 
Kitchen Cabinet was a group forged in the 
fire of issues and events, of major crises and 
daily pressures. 

Sometimes meeting with them as a group 
and sometimes individually, Truman used 

the Kitchen Cabinet to 
get direct information 
about public opinion be-
yond Washington DC 
and New York City. He 
knew they would do only 
what he wanted done and 
that they didn't depend 
solely on official channels 
to complete key tasks. 

Thanks in no small 
part to his Kitchen Cabi-
net, Truman pulled him-
self out of the shadow of 
Franklin Roosevelt. In 
assembling this group of 
his own making, Truman 
gained confidence that 
they offered advice for his 
own best interests and 
not those of another po-
litical leader. They were 
his, beholden neither to 

his predecessor nor to his predecessor's al-
lies. So far as anyone would tell him the un-
varnished truth in a deeply political environ-
ment, the Kitchen Cabinet did their genuine 
best on Truman's behalf.

Need input from the outside? A clear-
eyed appraisal? Open feedback? Be a Harry 
Truman and build your Kitchen Cabinet. 

The Kitchen Cabinet:  
Leadership tool of Harry Truman

BIZ HISTORY

Dan Miller
COLUMNIST

Harry S. Truman was the 33rd President of 
the United States. Public Domain Image

COMMUNICATION
INTERACTION
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The Flower Market
199 N. Madison Ave.

Greenwood, IN 46142
(317) 887-2777

Above: From left, Jackie Poe, Peggy Riggles and Julie Self-Allen. Remaining Photos: The Flower Market sells everything from fresh floral bouquets to gift-ware.

Photos by Nicole Davis

"I don’t want to see these types of stores disappear.  
It’s part of the American dream. To have your own place, open up the 

front door, create things and have people enjoy them." ~ Jackie Poe
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Stop and smell 
the flowers

By Nicole Davis
Having spent more than 20 years as a florist, Jack-

ie Poe said there is something special about working 
for a mom-and-pop type of business like The Flower 
Shop in Greenwood: the comradery of people who 
work together, the creativity put into making a fresh 
bouquet and the added value they can give to each 
customer.

“It’s working with people who are going through 
changes in life, whether it’s the new baby flowers, the 
brides who are getting married or the sympathy and 
funeral,” Poe says. “To me the most significant event 
that can happen to someone is the loss of a family 
member. I hold that very dear to myself and try to 
make those moments as soft and beautiful as I can 
for the families.”

Poe started working as a florist in 1984, under The 
Flower Market’s founder, Paul Taylor. She opened 
her own floral shop in Whiteland for two years be-
fore closing the business to work for Whiteland High 
School. She temporarily relocated to Wisconsin, and 
came back to work for The Flower Market in 2004 
under owner, Rosemary Cunningham. Poe has run 
the shop for three and a half years now.

She says she enjoys the people that work for her in 

the shop. The strong team dynamic allows for them 
to communicate well about what needs to be done 
and what they do well.

“I love to problem solve so any time anyone wants 
something special and unique, it’s fun to come up 
with a plan and figure out if we can work out the me-
chanics of what they want made,” Poe says.

Poe says business is going well this year and she’s 
seen an increase in orders for weddings. Fresh flow-
ers are her best seller. On the giftware side of the 
business, Poe says she doesn’t purchase from gift-
ware companies any longer. Instead, she’s looking in 
different places to get more “shabby sheek” or gen-
tly-used giftware because those are the items not of-
fered in larger stores. She says she looks forward to 
continuing to offer quality products with good cus-
tomer service to maintain that old-fashioned, home-
grown floral shop atmosphere. 

 “I want longevity” Poe says. “I want this to be 
a place that can be open for many years to come. 
I don’t want to see these types of stores disappear. 
It’s part of the American dream. To have your own 
place, open up the front door, create things and have 
people enjoy them.”

Above: From left, Jackie Poe, Peggy Riggles and Julie Self-Allen. Remaining Photos: The Flower Market sells everything from fresh floral bouquets to gift-ware.

Photos by Nicole Davis

Jackie Poe looks to maintain the longevity of The 
Flower Market in Greenwood as an old-fashioned, 

homegrown flower and giftware shop

"I don’t want to see these types of stores disappear.  
It’s part of the American dream. To have your own place, open up the 

front door, create things and have people enjoy them." ~ Jackie Poe
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Trained and Prepared...  When Seconds Count!

CNA Training

Heartsaver®

CPR/AED + First Aid

resqtraining.com � 317.786.7260 � info@resqtraining.com � 6845 S. Madison Ave Indianapol is, IN 46227
RESQ Health & Safety Training
Like Us!

@RESQtraining
Follow Us!

BLS ACLS PALS

It’s back-to-school time. 
For you!

Schoo l  for  Adul t  Learning

The School for Adult Learning  
at the University of Indianapolis  

is now admitting students  
for its fall term. 

Earn a respected degree in less time 
than you think—attending class  

just one night per week.  
Financial aid is available. Ask about 

credit for life accomplishments.

Call, email, or visit online to  
learn more about the adult  

education programs.

sal.uindy.edu/times
sal@uindy.edu
(317) 788-3442

Submitted by UIndy
Returning to school is a big 

decision for adults. Time is al-
ready at a premium when jug-
gling work, family and house-

hold commitments. But considering lifetime 
earning potential, professional legacy and 
increased competition, adults can't afford 
not to complete a degree. The U.S. Census 
Bureau reports that a person with a college 
degree will earn $1 million more in a life-
time than someone with only a high school 
diploma. 

UIndy's School for Adult Learning of-
fers provides a high level of individualized 
attention and support to help adult learn-
ers succeed in completing their college de-
gree. Convenience, flexibility and afford-
ability, help many adult learners succeed in 
completing their degree and managing their 
many roles. We offer innovative programs in 
traditional, accelerated and online formats. 
Classes in the accelerated program meet just 
one night per week for five weeks on cam-
pus, minutes from downtown Indianapolis. 

UIndy also offers economical ways to 
reduce completion time and overall cost 
through prior learning assessment and col-

lege credit by examination. Students may 
receive up to 30 credit hours for what they 
have learned from life and work experienc-
es. In addition, students can take many local 
and national tests for college credit, exemp-
tion or placement.

The School for Adult Learning is proud 
to offer the following accelerated degrees: 
Bachelor of Liberal Studies, Bachelor of Sci-
ence in Organizational Leadership, Bachelor 
of Science in Emergency and Disaster Man-
agement, Bachelor of Science in Digital Me-
dia Management and Bachelor of Science in 
Health Care Consumer Advocacy.

Adult learners at UIndy are given the con-
fidence to overcome personal challenges and 
to excel in life and at work. As a result, more 
than 800 adults have already graduated from 
the UIndy School for Adult Learning. Many 
of these graduates have advanced in their ca-
reers, changed careers or industries, started 
their own businesses or have attended grad-
uate school.  

To learn more about earning a degree at 
the UIndy School for Adult Learning, please 
visit sal.uindy.edu/times or call 317-788-
3393 to speak to an advisor. 

Return to school with UIndy
Submitted by RESQ

RESQ Health & Safety Train-
ing is a professional medical 
training organization based in 
Indiana. Our focus is primar-

ily upon American Heart Association cur-
ricula, Indiana State Department of Health 
programs (e.g. CNA training), and OSHA 
standards. We provide training throughout 
Indiana including, Indianapolis, Fort Wayne, 
Noblesville, Fishers and Greenwood. 

We are an official American Heart Associ-
ation training site. We provide the necessary 
training to obtain certification in Heartsaver® 
CPR/AED, First-Aid, Basic Life Support for 
Healthcare Providers (BLS), Advanced Car-
diovascular Life Support (ACLS), and Pedi-
atric Advanced Life Support (PALS). RESQ 
offers CPR training online which has been 
proven to be the most convenient option for 
many in need of CPR training.

Teachers, day care providers, industrial 
workers, nurses, doctors, or EMS person-
nel may be some occupations that come to 
mind when thinking of individuals in need 
of CPR. Though those working with indi-
viduals under their care or in high risk injuri-
ous environments are thought of more likely 

to need to know CPR, anyone can be faced 
with an emergent situation which requires 
the knowledge of CPR. RESQ has trained ev-
eryone from manufactures such as Amazon.
com, Inc. to the ever imperative stay-at-home 
moms. Remember that CPR saves lives!   

In addition to the wide variety of AHA 
certification courses, we also offer Indiana 
State Department of Health programs. Of 
interest to many aspiring nurses is our Cer-
tified Nurse Aide (CNA) Training Program. 
The CNA program is designed to prepare 
students to successfully complete the Indi-
ana State Certification Exam for CNAs and 
for employment in hospital, nursing facilities 
and long-term care settings. Students will be 
taught how the nurse aide is an ever-increas-
ingly valuable career based on ethical health 
care principles that respect the client. 

RESQ has real-world experience utilizing 
the skills and concepts taught in our courses. 
In short, we do not limit ourselves to our cre-
dentials. From our location, to your location, 
and even via the internet, we pride ourselves 
in our ability to meet your training needs. 
Visit resqtraining.com or call 877-CPR-2709 
to learn more about how to be trained and 
prepared when seconds count! 

Get trained by RESQ
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Are you ready to start your story? 

INDIANAPOLIS

Multiple Indy locations convenient 
to you and your schedule:

• Speedway
• Greenwood 
• Lawrence

• Fishers 
• Carmel 
• Anderson

MBA Master of Business 
Administration

A premier program designed for the working professional

www.anderson.edu/mba

mba@anderson.edu • (888) MBA-GRAD

NOW ACCEPTING APPLICATIONS FOR FALL
Contact us today for more information.

The professional MBA program is a traditional MBA program designed for the working 
individual. Classes meet in the evening and one night each week. Most students complete 
the program in less than 23 months. The entire program is offered in several locations in 
Indianapolis metro area.

Submitted by Anderson University
The Anderson University 

MBA program has recently ex-
panded its availability into the 
Center Grove and Speedway 

communities.  Individuals are now able to 
earn the Anderson MBA degree by taking 
classes at convenient locations in the south 
and west metropolitan region of Indianapo-
lis. 

Since 1992, the Anderson University pro-
gram has been recognized as Central Indi-
ana’s quality MBA program for working pro-
fessionals.  Respected for its relevance and 
rigor, the MBA offering through Anderson 
University is one of a select group of MBA 
programs in the United States to earn full ac-
creditation through the Accreditation Coun-
cil for Business Schools and Programs.

Students enrolled in the Anderson MBA 
program are able to complete the entire pro-
gram by taking evening classes at one of sev-
eral off-campus locations.  The convenience 
associated with the scheduling format is fur-
ther complimented by the fact that students 
have the unusual benefit of learning from the 
same highly qualified, full-time faculty that 
teach on the main campus of Anderson Uni-

versity. 
Education and experience diversity are 

integral parts of the Anderson experience.  
Students enrolled in the program bring a 
wide variety of undergraduate backgrounds, 
including many non-business degrees.  Fur-
thermore, students are employed in a wide 
range of industries, from business to minis-
try, medicine, law, engineering, sports, con-
struction, and pharmacy.  These differences 
greatly expand an individual’s ability to in-
terpret the world and collaborate with an 
improved level of insight.

Most students are able to complete the 
Anderson MBA program in as little as 22 
months, taking classes primarily one night 
a week.  Fall semester classes are scheduled 
to begin in late August and individuals still 
have time to apply and begin the program 
this fall.  For more information or to sched-
ule a private appointment, call 1-888-MBA-
GRAD or email agsenrollment@anderson.
edu.  Visit us online at anderson.edu/mba.

Expansion brings new MBA  
option to the region

ADULT EDUCATION Special Section

FEATURE
By Michael Arnould

An online MBA program can provide busi-
ness professionals an alternative path to high-
er education in order to forward their career. 
Online education offers beneficial conve-
nience and lower costs that may be prevent-
ing an individual from education in a tradi-
tional program. However, the overwhelming 
amount of options available can make it dif-
ficult to choose the program that fits you. In 
choosing, there are a few core factors that can 
help to narrow this search and prevent wast-
ing money on scams. 

• Accreditation: The first thing to look for 
in any program is its accreditation from a 
respected business organization. The most 
prevalent organizations are the Association 
to Advance Collegiate Schools of Business, 
Accreditation Council for Business Schools 
& Programs and International Assembly for 
Collegiate Business Education. 

These organizations define the legitimacy 
of the program, and it is important that the 
accrediting agency itself is legitimate. Many 
scam programs will show that they are ac-
credited, but they will be accredited by false 

agencies not recognized by the Council on 
Higher Education Accreditation or the U.S. 
Department of Education.  

• Faculty: A good program will have in-
structors that actively teach rather than act 
only as course managers with simple admin-
istrative duties. The same qualifications that 
apply to on-campus instructors are involved 
in online programs, but online instructors 
have the added challenge of engaging and 
motivating through technology. Research the 
faculty and their professional backgrounds to 
gain insight into the level of program you are 
considering.

• Curriculum: Though online programs 
can allow you to do coursework on a more 
personalized schedule, the curriculum should 
be consistent to on-campus counterparts. 
Online programs are not easier, but rather a 
more self-sufficient process. Beware of pro-
grams that offer degrees for “life-experience” 
alone.

• Ranking: Lastly, there are various web-
sites that compile online college rankings. 
These rankings are designed to show how ac-
ademic institutions stack up against each oth-
er; however, you should not use ranking alone 
to determine what program is right for you. 

Differentiate between  
online MBA programs

Advertise in our next
special section:

Call: (317) 300-8782
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Submitted by Gayle Brooks, 
Continuing Education Coordinator 
at Central Nine Career Center

The decision to further your 
education is an admirable and 

life-changing decision.  Whether you resolve 
to work on your skills as a new speaker of 
English, earn your high school equivalency 
diploma, or add vocational training and ad-
ditional job skills to your resume, Central 
Nine Career Center Adult Education Divi-
sion has classes to help you accomplish your 
educational goals.

English Language Learner Classes (ELL) 
are an excellent way for individuals whose 
first language is not English to increase their 
English speaking, listening, reading, and 
writing skills. Our classes are ideal for all 
skill levels, and each student’s unique needs 
are addressed to make the most of their 
time in the classroom. To be enrolled in ELL 
classes, students must attend a two-day ori-
entation.  

Adult Basic Education Classes (ABE) of-
fer adults the opportunity to review, learn, 
and/or improve basic academic skills such as 
reading, writing, and mathematics. Instruc-

tion is tailored to meet the individual needs 
of the students, and is intended to prepare 
students to take the High School Equivalen-
cy Assessment (HSEA, formerly the GED) 
in five different testing areas: mathematics, 
writing, reading, science, and social studies. 

Continuing Education courses are ide-
al for individuals looking to make a career 
change or advance in their current field. The 
successful completion of a Continuing Edu-
cation Course can result in students earning 
a state or nationally-recognized certification 
in their career of choice, including EMT, 
Firefighting, Certified Nurses’ Assistant, 
Welding, and Dental Radiology. New for 
Fall are Culinary Arts classes including The 
Creative Home Cook and The Fundamental 
Chef: Essential Cooking Techniques, Knife 
Skills and Garnishes, as well as a ServSafe 
Food Manager Certification.

Take the first step toward your educa-
tional goals!  For more information on ELL 
and ABE Orientations and Continuing Ed-
ucation classes offered by Central Nine or 
to request a course catalog, call our office 
(888-4401 x222). View it online at centraln-
ineadulted.org.

It’s a great time to further your 
education or learn a new skill

AROUND TOWN

Greenwood’s Raker  
makes Dean's List  

Lindsey Raker, of Greenwood, has been 
named to the McKendree University Dean's 
List for the spring 2015 semester for earning 
a grade point average of 3.60 or higher.

Brady Graduates from  
Ohio Wesleyan University

Alexandra Brady, of Greenwood, gradu-
ated May 10 from Ohio Wesleyan Univer-
sity. Brady earned a Bachelor of Arts degree. 
Ohio Wesleyan's Class of 2015 included 350 
spring, summer, and fall graduates, with 62 
cum laude, 20 magna cum laude, and 20 
summa cum laude honorees.

ADULT EDUCATION Special Section

Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

Jack Klemeyer
COLUMNIST

COACH’S CORNER

Sometimes being a small 
business owner is like being 
bitten by a million fleas. 

There are so many people and tasks 
pulling at you that you might just, 
well, feel like Sisyphus, pushing 
that boulder up the mountain. 

It’s on those days that you have 
to have a very clear, compelling 
reason to keep going. If you do 
not, you might just roll over and 
tuck your forehead under the 
blankets and stay there. Knowing 
your “why” does many things:

• It defines success.
• It creates decision-making criteria.
• It aligns resources.
• It motivates.
• It clarifies focus.
• It expands options.
In other words, it gives you the impetus 

and the structure for your business. Know-
ing “why” goes for your business and every-
thing you do to run your business. It sounds 
like common sense, but as the joke weaving 
its way through Facebook says, “Common 
sense ain’t all that common.”

Not to say you do not have common sense, 
but sometimes concepts like knowing “why” 
just sound so simple and obvious that we do 
not take the time to clearly define it and use 
it. The problem is that when we do not take 
the time and state the supposed obvious in-

tention, people’s interpretations 
can differ. Your obvious purpose 
may not be the same as the person 
across the table. In addition, we can 
get caught up in the form of what 
we are creating and let our connec-
tion with the real and primary in-
tention slip. 

For example, every meeting, task, 
and piece of marketing you under-
take should have a clearly defined 
“why.” If there is not a purpose set 
forth in the beginning, how do you 
know if you have achieved success 
or met the need? That marketing 

brochure might be beautiful, but does it ful-
fill the need and purpose of creating it?

Scrutiny at the top level enhances and gal-
vanizes the interactions and focus. It makes 
everything more purposeful and that can 
save time, aggravation and a lot of misdi-
rected floundering. Stay on task, get the plan 
made and get the job done. 

As David Allen said in Getting Things 
Done, “People love to win. If you’re not to-
tally clear about the purpose of what you’re 
doing, you have no chance of winning.”

If you want to win in your business, get 
clear about your “why.” 

Know your 'why'  
an increase success

Local students named to 
Univ. of Dayton dean's list

The University of Dayton has released its 
dean's list for the Spring 2015. The following 
undergraduate students are being honored 
for achieving a minimum 3.5 GPA for the se-
mester: Chloe Hollinden, of Greenwood, in 
the School of Education & Health Sciences; 
Dillon Moher, of Greenwood, in the School 
of Engineering; and Austin O'Gara, of India-
napolis, in the School of Engineering. 

Southside Businesses… 
do you have news to 
report? Please direct 
correspondence to:

 info@businessleader.bz.



Food • Fun • Networking

2015 COVER PARTY

RSVP to coverparty@businessleader.bz 
or by calling (317) 918-0334.

Thurs., Aug. 27th
4:30-6:30 p.m.

Main Street Palazzo
626 Main Street
Beech Grove, IN

46107 (Corner of Main and 7th)
Scott Veerkamp Real Estate

Join us for the Southside Business Leader’s 
August Cover Party. Enjoy wine and 
hors d’oeuvres and mix with colleagues 
and your peers from throughout the 
Southside during this fun and casual after-
hours business affair as we honor: June 
cover, Derrick Christy, Christy Ventures; 
July cover, Laura Barnard, Greater Beech 
Grove Chamber of Commerce; and August 
cover, Randy and Julie Faulkner, Randy  
Faulkner & Associates.
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Mike Heffner is the owner of the Greenwood Express 
Employment Professionals franchise. Contact Mike at mike.
heffner@expresspros.com or visit www.expressindysouth.
com.

Mike Heffner
COLUMNIST

PERSONNEL MATTERS

As talent has become scarce, companies 
are changing their strategies 
on how they hire. The advice 

I have been sharing lately is the old 
adage – hire for talent, train for skill. 
The strongest characteristic that I 
see needed today is hiring people 
who can handle and solve problems. 
As companies evolve and grow, 
there’s no question that problems 
will arise – it’s a natural part of the 
business process. If these problems 
are not quickly addressed, they can 
multiply, fester and possibly have 
a negative impact on a company’s 
bottom line and competitive edge.

Problem solving is a skill that is rarely 
taught in school but is an aspect that suc-
cessful business leaders can teach to new 

employees. The key is to have a strong cul-
ture that allows workers to iden-
tify and feel empowered to solve 
the problems that arise. It’s im-
portant that businesses have lead-
ers who understand that they can’t 
solve every problem for their staff, 
but that it’s their duty to help them 
learn to solve their own problems. 
True leaders don’t leave others out 
to dry when obstacles arise; in-
stead, they use these situations to 
provide the tools they need for fu-
ture occurrences, looking to build 
competence and overall confi-
dence. 

I did some research and found an article 
on Forbes that identified the top 10 skills 
employers are looking for in 2015 gradu-
ates. It wasn’t surprising that the nation-

al study found the top skills employers are 
looking for in new hires are people who can 
thrive in a team environment and decisively 
solve problems.  As a business leader, I am 
more concerned with my employees’ abili-
ties to think critically, communicate clearly 
and solve complex problems than I am about 
their undergraduate major. 

When interviewing applicants now, I find 
candidates with strong problem solving 
skills in short supply. The best way to con-
front this, specifically in today’s Millennials, 
is to encourage hard work in and out of the 
classroom and stress the importance of In-
ternships and work experience. As a parent, 
I’ve also learned that I need to be an example 
of leadership and hard work for my children. 
If you are looking to teach these skills or are 
interviewing for these skills, here are the 4 
things to look for in a good candidate.

Can the applicant
• Identify problems?
• Propose solutions?
• Evaluate options?
• Implement solutions?

Ask applicants to provide situations or 
projects they were involved with that were 
successful, and then follow up with ques-
tions about the four areas above. Look for 
specific examples of how they overcame ob-
stacles and found solutions.  The best hires 
are the ones that can articulate to you the 
successful outcomes and describe how they 
navigated the difficulties presented.  

Hire for talent and train for skill

NOW THAT WE’VE BEEN OPEN

One particular question 
helped Carole Beasley deter-
mine a change in her career 
path when she was searching 
for a new job: What do you like 
to do when you’re not working? 

The answer: she was always 
planning the next vacation, 
from looking up airfare to see-
ing what there was to do a cer-
tain destinations. She started 
Dream Destinations Travel in 
2011, specializing in romance 
and family travel.

“We’re growing, which is ex-
citing,” Beasley says. 

Beasley now has six indepen-
dent contractors that work for 
her home-based company in 
the Center Grove area. She says 
through the last four years, she 
has enjoyed her role as a trav-
el professional and helping her 
clients make their “vacation 
dreams a reality.”

“Everyone is excited about 
going on vacation,” Beasley 
says. “It’s easy to get excited 
with them. I love developing 
relationships with my clients. 
Even though I may have nev-
er met them face to face, I feel like I know 
them. That just makes it fun. You’re never 
talking to a stranger. You are always talking 
to a friend.”

Aside from her personalized service, she 
says smaller companies can save money for 

travelers and take the headache out of vaca-
tioning by solving problems, often before the 
clients  even realize they have them.

"People work hard to save money for a va-
cation and that’s something very special for 
them, whether it’s a honeymoon, an anniver-
sary or ‘I need to stick my toes in the sand,’” 

Beasley says. “I love to help people get a great 
vacation with a good value and make sure it’s 
one that they’re going to be happy with.”

What is the most valuable piece  
of advice you've been given?

Realize that you don’t have to know ev-
erything. You can specialize and be famil-
iar with what you specialize in but you don’t 
have to know everything. Another thing is 
realizing what may be a good vacation for 
Client A may not be a good vacation for Cli-
ent B. Because of that you have to really de-
velop the relationship to recommend the 
best vacation for that instance.

How have things changed since  
you started your business?

The travel industry changes every day. 
Property changes management, they change 
management. Cruise lines bring in more 
ships every year, with different amenities. 
It constantly is changing. The crooks of the 
travel industry haven’t changed a lot.

Tell us about your biggest challenge  
and how you overcame it.

The biggest challenge for a home-based 
agent is your suppliers sometimes don’t 
know you’re there. You don’t have a brick 
and mortar building. So trying to get the at-
tention of suppliers can be a challenge. You 
have to go that extra step and be a little bit 
persistent with them, to get their ear. I have 
four or five suppliers that do a great job of 
maintaining a relationship with the home-
based agent.

What do you wish someone had told you 
before you started your business?

My husband is self-employed so I knew 
what it was like to be self-employed. What 
I probably didn’t realize is how much extra 
time goes into all the facets that go into the 
business that don’t involve selling travel. If 
your printer breaks, you’re the IT person. 
If you want to pursue an email campaign, 
you’re the marketing person. You wear a lot 
of hats.

What is the hottest new  
trend in your industry?

River cruising in Europe is huge right 
now. Cuba is on the cusp of becoming huge 
with the government relaxing travel require-
ments. Experiential travel is big, especially 
with the millennial generation right now. 
They want to do something that no one else 
has done before or maybe that no one else 
has done in that way before. They want more 
adventure things than some of the more 
mainstream travelers

Dream Destinations Travel, LLC
1529 Beck Ridge Circle
Greenwood, IN 46143

(317) 987-2835 (9-TRAVEL)
travelcarole@att.net

travelcarole.com

Carole Beasley aims to make her clients’ vacation  
dreams a reality through Dream Destinations Travel, LLC

Compiled by Nicole Davis

Where dreams come true

Carole Beasley

Photo by Nicole Davis
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Jeff Binkley is the Founder and Managing Director of Binkley 
Wealth Management Group. He can be reached at Jeff@
thebinkleygroup.com or (317) 697-1618.

Greenwood  
Rotary Club

Rick Myers                     (317) 300-8782

The Greenwood Club
Rotary Club members represent a broad cross-section of 

businesses and professional leaders of our community. The 
club is one of about 32,000 Clubs in more than 200 countries’ 
and territories in the world that make up Rotary Internation-
al, the world’s largest service club organization. The members 
of these Rotary Clubs form a global network of more than 
1.2 million businesses and professional men and women who 
volunteer their time and talents to serve their communities 
and the world. 

Club Meetings
Club meetings are held in conjunction with lunch every 

Monday at noon in the conference facilities of Jonathon 
Byrd’s Banquet Center in Greenwood. Meetings offer an op-
portunity to visit with other members, learn about Rotary 
projects and hear from speakers on a variety of topics, from 
politics to humanitarian issues.

Jeff Binkley
COLUMNIST

Most people like to complain about 
the weather.  It’s either 
too hot or too cold. Too 

wet or too dry.  This summer has 
been no exception.  When I ask 
you about the weather this summer, 
what’s the first thing that comes to 
mind?  Rain!

Funny thing, however, is that 
we’ve had an extended “drought” 
when it comes to major hurri-
canes hitting the continental US.  
The last category 3 hurricane to 
strike the US was Wilma, making 
landfall in North Carolina back in 
2005. Hurricane Sandy got a lot of 
press in 2012, but she was only a category 
1.  At 117 months, this is the longest major 

hurricane drought on record. What do the 
experts attribute this long drought 
to? NASA points to dumb luck. 
(“The frequency and duration of 
U.S. hurricane droughts”  Timothy 
Hall and Kelly Hereid  NASA God-
dard Institute for Space Studies, 
New York, New York, USA,) 

There’s been somewhat of a 
“drought” in the investment world 
as well. By drought, I mean an ex-
tended period since a correction of 
10 percent or more has occurred. 
It’s been over three years since the 
last 10 percent drop in the market.  
Could we be shaping up for some 

kind of “storm” in the markets before this 
hurricane season ends in November?  

Let’s consider some potential red flags:
1) The Fed continues to signal a rate hike 

is coming, and likely in September. When in-
terest rates rise, expect volatility in both the 
bond and equity markets.

2) Earnings reports are starting to show 
some fatigue in the ability of companies to 
meet or exceed analysts’ estimates. Revenues 
reported by many companies have shown 
flat to declining numbers for the first two 
quarters of 2015. If that trend continues in 
the third quarter, and those reports begin to 
come out in late September and early Octo-
ber, equity markets could become troubled. 

3) There remains significant potential for 
oil prices to repeat last year’s downward 
slide due to global economies continuing to 
lose steam … especially in China. 

4) Concerns about the strengthening US 
dollar continue to grow.

As I write this, (mid-July) the financial 
troubles of Greece, and to a lesser extent 
China, have sucked up most of the financial 
news oxygen so far this summer.  As those 
situations resolve, or blow up spectacularly, 
the investor who would be successful should 
also keep a watchful eye out for these other 
storm warning flags as we head deeper into 
the summer and early fall. My advice? Don 
your rain gear and gird your portfolios ac-
cordingly.   

Is a perfect market storm brewing?

Partner

225 S. Emerson Ave., Ste. 181 | Greenwood, Indiana 46143

(317) 881-7575 
vanvalerlaw.com

Michael R. St. Pierre, CFSP
CEO/Chairman of the Board

Bus: (317) 632-9431
mrs@wilsonstpierre.com
www.wilsonstpierre.com

family owned & operated since 1897

Evelyn ‘Ebbie’ 
Crawford CLU

586 South State Rd 135 Ste A
Greenwood, IN 46142-1439

Bus: (317) 888-0101
Cell: (317) 727-7353

ebbie@myagentebbie.net

Rob Bailey, Agent
48 N. Emerson Avenue
Greenwood, IN 46143

Bus: 317-882-1299
www.robbaileyagency.com

CONTACT ME TODAY.Meeting Time: Monday at 12:00pm

Meeting Place:
Jonathan Byrd’s Cafeteria

100 Byrd Way • Greenwood, IN

Come Join Us!

For more information, contact  
membership representatives: 

Chris Rosser (317) 412-5114 
chris.rosser@edwardjones.com 

or 
Jerry Sparks (317) 626-9002 

jerrysparks8352@comcast.net

The Rotary Club of Greenwood  
was organized in 1965. 
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Chamber of Commerce 
Meetings and Events

9 - Greater Beech Grove 
Chamber of Commerce 
(Music on Main); Aug. 9, 
3 – 8 p.m., Main Street, 
6th to 8th Avenues, 
Beech Grove. For 
more information visit 
beechgrovechamber.org.

11 – Franklin Township 
Chamber of Commerce 
(Monthly Member 
Meeting); Aug. 11, 11:30 
– 1 p.m., Franklin Road 
Branch library, 5550 S. 
Franklin Rd., Indianapolis. 
For more information, visit 
franklintwpchamber.org.

13 – Greater Beech Grove 
Chamber of Commerce 
(Monthly Meeting); Aug. 
13, 11:30 a.m. – 1 p.m., 
Hornet Park Community 
Center. Congressman 
Andre Carson will speak. 
For more information, visit 
beechgrovechamber.org.

20 - Greater Greenwood 
Chamber of Commerce 
(Prime Time Party); 
Aug. 20, 4 – 6 p.m., 
Greenwood Airport 
Hangar, 897 Airport Pkwy. 
For more information, call 
(317) 888-4856.

25 - Greater Greenwood 
Chamber of Commerce 
(First Merchants Bank 
Opening Ribbon Cutting); 
Aug. 25, 11 a.m. – 12 

p.m., 901 S. State Rd. 135, 
Greenwood. For more 
information, call (317) 
882-4790.

26 - Greater Greenwood 
Chamber of Commerce 
(August Membership 
101); Aug. 26, 8:30 
– 10 a.m., Greater 
Greenwood Chamber of 
Commerce, 65 Airport 
Pkwy., Suite 140. For more 
information, call (317) 
888-4856.

Newly Incorporated 
Businesses

Carter Services
Andy Carter
7511 Combs Rd.
Indianapolis, IN 46237

Ceramic Tile Installation
James Loper
410 N Valley Lane
Greenwood, IN 46142

CSales
Craig Terhune
1229 Country Club Rd.
Indianapolis, IN 46234

Dragons Gold
Keith Whisman
1500 Trevor Court
Greenwood, IN 46143

Fractal Youniverse 
Productions
David Harry
479 E. State Rd. 144
Franklin, IN 46131

Ocwen Loan  
Servicing, LLC
ARLP Trust
P.O. Box 165028
Columbus, IN 43272

Savor Food Delivery
Brandon Hardcastle
1695 E. Jefferson St.
Franklin, IN 46131

The Sewing Lady
Diana Casey
58 Virgil Dr.
Greenwood, IN 46142

Tom’s Massage and 
Body Works
Tom Youngman
6196 Eveluyn Ave.
Franklin, IN 46131

Wang Chau
Ming Tian Zhang
209 S. State Rd. 135
Greenwood, IN 46142

Greater Greenwood 
Chamber of Commerce 
New Members

Allegra Printing
1429 Sadlier Circle W. Dr.
Indianapolis, IN 46239
(317) 351-9477

Cornett Roofing Systems
1442 Amy Lane
Franklin, IN 46131
(317) 738-0005

Country Charm Village
7212 U.S. Highway  
31 South
Indianapolis, IN 46227
(317) 889-9822

Metronet
111 Commerce Dr.
Franklin, IN 46131
(317) 360-9011

The Sewing Lady
502 N. Meridian St.
Greenwood, IN 46142
(317) 413-2807

SBA Guaranteed Loans 

Boone County

IGH Steel  
Fabrication, Inc.
1001 Ransdell Road
Lebanon, IN 46052
$80,000. The Farmers 
Bank, Frankfort

Reproductive 
Specialty Group
2590 N. 500 E.
Lebanon, IN 46052
$50,000. The Farmers 
Bank, Frankfort

Hamilton County

Grand Park Fieldhouse
E. 186th St.
Westfield, IN 46074
$3,085,000
Indiana Statewide CDC

Off the Wall Sports, Inc.
1423 Chase Ct.
Carmel, IN 46032
$3,923,000
The Huntington National 
Bank [OH]

Touchstone  
Enterprises, LLC
924 Elmwood Circle
Noblesville, IN 46062
$172,000
Flagship Enterprise Center 

Wild Sales, LLC
17401 Tiller Ct., Ste. A
Westfield, IN 46074
$4,000,000
Ridgestone Bank [WI]

Hancock County

Don Rigo, Inc. 
1336 N. State St.
Greenfield, IN 46140
$196,700
The Huntington National 
Bank [OH]

Let’s Paint 4 Fun, Inc.
876 S. State St. 
Greenfield, IN 46140
$50,000
Chase Bank [DE]

Trace Construction 
Unlimited, LLC
10038 S. 750 W.
Fortville, IN 46040
$150,000
First Merchants Bank

Hendricks County

Changes Home 
Care, Inc.
10090 E. U.S. Hwy. 36,  
Ste. A, Avon, IN 46123
$200,000
Chase Bank [DE]

Franco Landscaping, Inc.
9330 Maloney Road
Brownsburg, IN 46112
$399,000. Premier 
Capital Corporation

Rhoades Beverage  
Co., Inc. 
770 Andico Road
Plainfield, IN 46168
$787,500. $150,000
First Merchants Bank

Sullivan's  
Commercial Tire, Inc.
721 Bramhall Ct.
Avon, IN 46213
$211,000
First Financial Bank [OH]

Johnson County

A & J Cargo, Inc. 
2944 Sentiment Ln. 
Greenwood, IN 46143
$22,200. The Huntington 
National Bank [OH]

Circle City Audio, Inc.
1566 Timber Ln.
Greenwood, IN 46142
$50,000 
Chase Bank [DE]

Dearing  
Transmission, Inc.
340 S. Madison Ave.
Greenwood, IN 46142
$150,000
Mainsource Bank

Meridian Veterinary 
Clinic & Hospital, LLC
648 Treybourne Dr.
Greenwood, IN 46142
$352,000. Premier 
Capital Corporation

Marion County

Cargo Lines, LLC
1438 Danielle Dr.
Indianapolis, IN 46231
$30,800. The Huntington 
National Bank [OH]

Dixie Metal  
Spinning Corp.
4730 Industrial Pkwy.
Indianapolis, IN 46226
$50,000. PNC Bank [DE]

Dubina  
Landscaping, LLC
620 E. 58th St.
Indianapolis, IN 46220
$15,000
Chase Bank [DE]

Embertank, LLC
5470 W. 84th St.
Indianapolis, IN 46268
$150,000
First Merchants Bank

GT Road Carriers Corp.
6510 Smithfield Dr. 
Indianapolis, IN 46237
$115,600. The Huntington 
National Bank [OH]

Hall and Hall Oil and 
Lube, LLC
103 E. Broadway
Shelbyville, IN 46176
$100,000
First Bank Richmond

James Cabral
5707 Chelsea Road
Indianapolis, IN 46254
$625,000
First Bank Financial [WI]

Just On Time Trans, Inc.
5829 Edgewood Trace 
Blvd., Indpls, IN 46239
$77,400. $30,300 
The Huntington National 
Bank [OH]

Lucky Dog  
Properties, LLC
3712 E. Raymond St., 
No.3728
Indpls, IN 46203
$332,500. Horizon Bank

MWCC, Inc.
7509 New Augusta Road
Indianapolis, IN 46268
$2,152,000
Ridgestone Bank [WI]

Nada Indianapolis, LLC
45  Maryland St.
Indianapolis, IN 46204
$2,200,000
First Financial Bank [OH]

Pure Beverage Co.
1840 Midwest Blvd.
Indianapolis, IN 46214
$870,000. Premier 
Capital Corporation

Westside  
Gynecology, Inc.
6920 Parkdale Pl.,  
Ste. 100, Indpls, IN 
46254
$40,000
Chase Bank [DE]

PLANNER OF NOTE

BIZ BRIEFS

Representatives with RE/MAX Select announced to-
day that Realtor Kelley O’Connor, celebrates her one year 
anniversary this July. O’Connor, who worked through 
more than 60 closings during her first year for the Linder/
Mcclurg Team, previously taught math and science for 
seven years in Perry Township, and was selected Teacher 
of the Year in 2014 for Southport 6th Grade Academy.

“I left teaching because I wanted to spend more time 
with my own children before they graduate high school 
and move onto other things,” O’Connor said, before add-

ing that prior to studying real estate, she felt uneducated 
as both a buyer/seller of her own personal home.  She 
wanted to bring her experience as a teacher to the real 
estate world and really educate her customers about the 
process and their options.   

 O’Connor is a licensed realtor and can help represent 
both buyers and sellers with new and existing homes. For 
more information, visit bjandkelley.com,  call (317) 882-
9997, or stop by her office at 48 N. Emerson Ave., Green-
wood.

O' Connor Celebrates First Anniversary with RE/MAX Select

Southside Business Initiative to open doors for entrepreneurship

Promoting entrepreneurship for and collaboration 
between Indianapolis’ Southside businesses while serv-
ing as the Southside’s economic development engine, the 
new Southside Business Initiative (SBI) publicly launched 
on July 29 with a celebration at the space site, 6825 Mad-
ison Ave. The celebration featured guest speakers, the 
opportunity to learn more about the SBI, and visit with 
Southside business, government, education and commu-
nity leaders.

 Scheduled to officially open Oct. 1, the space will of-

fer co-working office space for start-ups, home-based 
and small businesses, providing amenities and network-
ing opportunities in addition to regular programming 
designed to help members’ businesses grow. Member-
ships at $500 annually (or $50 monthly) will offer a range 
of services including access to a variety of workspaces, 
high-speed Internet, kitchenette, conference room and a 
range of programs and services. Sponsorship levels range 
from $2,500 to $10,000 with various levels of benefits. For 
more information, visit indysbi.org.

Southside Businesses… 
YOUR BUSINESS CARD

COULD GO HERE!

For more information about
advertising in the Southside 

Business Leader monthly, 
call: (317) 300-8782



About the Greater Beech Grove  
Chamber of Commerce

Established in 2007, the Greater Beech 
Grove Chamber of Commerce partners with 
businesses to build a dynamic community 
that benefits the greater Beech Grove area.

President: Melody Stevens
Vice President: Jim Coffman

Secretary: Linda Melton
Treasurer: Liz Schoettle

ABOUT US

BEECH GROVE CHAMBER NEWS Greater Beech Grove Chamber of Commerce 
Mailing address: PO Box 702, Beech Grove, IN 46107  
Building Location: 409 Main St., Beech Grove, IN 46107
Office: (317) 800-8499  • Email: info@beechgrovechamber.org

WELCOME NEW MEMBER

Brown’s Garage 
Mac Gilkerson • 3110 S. Emerson Ave.

Beech Grove, IN • (317) 783-0770

beechgrovechamber.org

EVENTS CALENDAR

•	 Aug. 9: Music on Main St., 3-8 p.m.

•	 Aug. 13: Monthly meeting, 11:30 a.m. – 
1 p.m., Hornet Park Community Center. 
Topic: Rep. Andre Carson will speak.

•	 Sept. 10: Monthly meeting, 11:30 a.m. – 
1 p.m., Hornet Park Community Center. 
Topic: How to avoid and fight identity 
fraud

MEMBER SPOTLIGHT

Emporium BG
1. What does your business provide? The Emporiums were es-

tablished to benefit all within the communities. If you like shop-
ping antique malls, flea markets, consignment shops or garage 
sales then you will want to visit an Emporium 
location near you. There is something for ev-
eryone! Consignments are welcomed too!

2. What makes your business unique? 
Each location offers numerous beautifully 
decorated booths that are filled with antiques, 
collectibles and many other items that draw 
interest. Shop where the antique dealers find 
their treasures. The knowledgeable and friend-
ly staff is always happy to assist, they greet you 
at the door and wish you well on the way 
out. There are snacks, drinks and areas 
to rest. An Emporium location is a place 
for the whole family, come visit today 
and have a fun-filled time. 

3. What are the greatest obstacles 
and/or challenges your business has 
faced or is facing? How were they 
overcome? We are a destination type of 
business and advertising is key. We have 
found that our local community papers, 
the Southsider Voice and The Southside Times, Yard Cards by 
Yard Signs and Facebook are great avenues. Our latest advertis-
ing scheme now includes a billboard west of Indianapolis, in hopes 
of capturing additional traffic of those travelling through the city. 

After about three months, we are convinced it was a great way to 
put the Emporium Flea Markets out there for all to notice. Our 
newest advertising technique is what we are calling the Empori-

um Bug Mobile….it is a 1999 Volkswagen Bee-
tle that has been adorned with the Emporium 
Logo, all our locations and website. We have 
gotten feedback from many saying, “We love 
the Bug!” 

4. What is the business’s biggest accom-
plishment been in the past year? Opening 
two new locations within a three month time-
frame.

5. Where do you see the future of 
the business? To continue growing so 
all communities can have an Emporium 
close to them to enjoy!

6. Why do you belong to the Great-
er Beech Grove Chamber of Com-
merce? We are a member of the local 
Chamber of Commerce’s in other com-
munities where we are located. We have 
found the Beech Grove Chamber to be 
the most connected! They truly care 

about their community and local business, whether small or large. 
The principles and values displayed by this Chamber truly show 
what the Chamber of Commerce should be all about. They deserve 
a Gold Star!

Emporium BG
3535 S. Emerson Ave.

Hours:  Mon-Thurs, 10 a.m. to 7 p.m. 
Fri & Sat,10 a.m. to 8 p.m. & Sun, 10 a.m. to 6 p.m.

emporiumfleamarkets.com • (317) 787-1865
sales@countylineemporium.com

Facebook: Emporium – Beech Grove
6 Years in Business

THE NEW CHAMBER COMMUNITY CALENDARS ARE STILL AVAILABLE! 
Feel free to pick one up at our office, 409 Main St., Beech Grove. The calendar includes events taking place in 
the community, meetings for many of our nonprofits, school happenings, Chamber activities and valuable 
coupons from our members. Artwork was created by talented artists in Beech Grove City Schools.



Gus and Maryann Rojas have over 50 years of combined experience 
working in high profile food and beverage service companies 
throughout the United States. Five Star Catering is now able to 
share their culinary expertise with the community.

2353 E. Perry Road, Plainfield, IN 46168
(317) 839-9990 | info@fivestarc.com | fivestarc.com/thepalms

The Palms is located 5 miles west of the 
Indianapolis International Airport.

We look forward to serving 
you and your guests!

•	Holiday Celebrations
•	Family Gatherings
•	Office Parties
•	Reunions

•	Graduations
•	Weddings
•	Seminars
•	Trade Shows

Please come and 
visit a venue 

that people are 
talking about. 

The Palms is one 
of the best in 
the state. You 

will have to see 
it to believe it!


