
July 2012 | Issue 0061 www.businessleader.bz

Carmel’s Alan Johnson has made a 25-year career  
in music from his seat behind a sound board / P2

Where Carmel Business Comes First

Photo by Jordan Fischer



July 20122

Carmel’s Alan Johnson has made a 25-year career 
in music from his seat behind a sound board

By Jordan Fischer
Carmel Business Leader

Five chords on a mandolin are about the extent 
of Alan Johnson’s instrumental talent.

And, he says, “even those I don’t play very 
well.”

In front of a sound board, though, Johnson’s 
talent is apparent. The Carmel resident and owner 
of Static Shack Studios has made a 25-year career 
of recording, mixing and producing music, with 
collaborators ranging from former Bad Com-
pany singer Paul Rodgers to John Fogerty, of 
Creedence Clearwater Revival fame. And, since 
1990, Johnson has produced or recorded every 
jingle and musical number, and many of the skits, 
for the internationally broadcasted Bob & Tom 
Radio Show.

Johnson sat down with the Carmel Busi-
ness Leader to talk about his time in the music 
industry and how he built his business from the 
ground up.
The building your studio sits in now was for-
merly the home of the now-defunct TRC Stu-
dios; appropriate enough since you got your 
start in the industry as an intern for TRC. 
Take us through that trip from intern to run-
ning the show.

Johnson: “When I went to school there was 
no such thing as an audio recording major. At the 
time, there were three schools in the whole coun-
try that had audio production programs. I went 
to Ball State and took classes at Full Sail in the 
summer, but then I got offered an internship. So 
I left and moved to Indianapolis and lived with 
my girlfriend and her mom to take the gig with 
TRC Studios.

“You just start working. You take sessions that 
nobody else wants to do. You get some clients and 
hopefully it becomes a career. In the 80s, it was 
jingles. It was jingles during the day and bands at 
night.” 
Jingles aren’t what they were, but you still 
do some for Bob & Tom and other projects. 
How do you look at them versus, say, having 
a session with a band in the studio?

Johnson: “It’s just different. When you’re 
young, the jingle thing – while it could be a pain 
in the butt – was incredible training. Indianapolis 
had a very healthy jingle scene at that time … one 

of the healthiest in the country. Musicians would 
run from one studio to another. You’d have a per-
cussion section at 9 a.m. and horns at 10:30 a.m., 
and you’d have to do it with three guys in suits 
staring over your shoulder the whole time.”
You’ve worked with some pretty recogniz-
able names – not the least of them being 
John Fogerty. That had to be an experience.

Johnson: “It was a blast. To be able to hang 
with one of the founding members of the rock ‘n 
roll hall of fame was astounding.”
And you’ve worked with Paul Rodgers, too, 
who’s been hailed as one of the greatest 
rock singers of all time. Does it make you 
nervous, working with big acts like that?

Johnson: “I have a story about him. So, I think, 
it’s Paul Rodgers: I’m going to hang the best 
microphone I have for him. He comes in and we 
cut a few tracks and he said, ‘It sounds great, but 
can we use a 57 (microphone)?’ That’s what they 
cut all the Bad Company records on. 

The thing was, he didn’t walk in and just 
demand a 57. He was willing to experiment and 
see how things sounded. So that was a great les-
son for me. It’s not about how expensive the 
equipment is, it’s about the right equipment for 
the artist.”
Any other lessons you’ve gleaned from 25 
years in the business?

Johnson: “It’s really about getting people what 
they want. People come in, and they pay me and 
they want my opinion, but I typically ask more 
questions than I do give answers.

“You know how it is with any artistic endeavor. 
One day you think you’ve got it down, and the 
next you’re convinced you know nothing. You just 
put in your 10,000 hours and hopefully one day 
you figure out what you’re doing. Hopefully one 
day I will.”

Address: 5763 Park Plaza Court, 
Indianapolis

Phone: 317-577-7771
E-mail: alan@alanjohnsonrecording.com

Web: www.alanjohnsonrecording.com

Static Shack StudioS
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When I turned five years old, my parents 
threw a surprise party for me.

It was the first surprise party they had ever 
thrown for me. Twenty years 
later, it remains the last surprise 
party they have ever thrown for 
me.

To say I didn’t like surprises 
when I was young would be 
a bit of an understatement – 
something to the level of call-
ing a tsunami a light drizzle. I 
spent the remainder of that day 
locked in my room, upset at 
having been suddenly thrown 
in the middle of the spotlight. 
I was shy, too, which certainly 
compounded things. At any 
rate, my family had a great time 
once they gave up on trying to 
pry me out of my kid-cave and 
now they bring it up every other 
holiday or so and we all have a 
good laugh. I rarely end up hiding in my room 
anymore.

The Carmel Business Leader is 
turning five this month. That’s a big 
number for us, as it puts us one year 
past the average life expectancy of 
a small business. The latter half 
of these past five years have 
been rough ones for small 
business owners, even in 
Carmel, where some days it 
seems like finding an entre-
preneur is as easy as walking 
down the street. Last month 

I interviewed Cathy Langlois, who is the execu-
tive director of the Entrepreneurship Advance-
ment Center, and she said Hoosiers just have 

an “entrepreneurial spirit.” 
We think she’s right, and we 
appreciate those of you who’ve 
embraced it and given us some-
thing to write about for the past 
five years.

As part of our five-year-anni-
versary edition, we’ve included 
some special pages on event 
planning – not in an ironic jab 
at my own fiveth birthday fiasco 
(at least I don’t think so…). In 
your personal life, surprises can 
be fun, if you let them. In the 
professional world, however, 
surprises aren’t always going to 
have the “fun” label affixed to 
them. Planning, of course, is the 
prescription to fix those woes. 
And event planning is espe-

cially important, as those are the occasions when 
you’re inviting other professionals in to 

take a look at your company, whether it’s 
a fundraiser, awards banquet or sim-
ply a networking luncheon. 

We’ve enjoyed our last five years 
writing about Carmel, and we hope 

to keep doing it for another five. As 
always, dear reader, thanks for let-
ting us do so.

Jordan Fischer is the managing editor of 
the Carmel Business Leader. To reach 
Jordan write him at jordan@youarecur-

rent.com

The website ClientsFromHell.net is dedi-
cated to sharing stories of unreasonable and 
outright asinine clients. I used to visit this 
website for therapy. Now, 
looking back, I realize I 
don’t have any clients like 
that anymore. I gave some 
thought as to how I got away 
from “clients from hell” and 
I would like to share them 
with my brothers and sisters 
in capitalism.

Make sure the client 
accepts responsibility. If 
a client is hoping to see an 
idea in their head enter into 
reality, they need to accept 
responsibility for communi-
cating it. You need to make 
sure you do everything you 
can to guide them, but at 
some point they need to 
meet you. Do they under-
stand you aren’t telepathic? Do they expect 
it right on the first try? Have they taken any 
steps to show examples of what they want 
or don’t want? If they say “you’re the expert,” 
look out, they will become the expert very 
quickly once they see the product.

Good people make good clients. Is your 
client on his/her fifth spouse, in the middle 
of a lawsuit or do they blame lots of people 
for his/her problems? Then they are going to 
be a terrible client. If you like someone and 
respect them as a person then you are prob-
ably going to work well with them. If you feel 
like you need to shower after a meeting, walk 
away. 
Smart people have money, or know when 
they don’t. If your client is struggling with 
money (they usually drop hints), then don’t 
do a “pity” contract. They won’t pay you. They 
will also be impossible to work with. Smart 
competent people know how much they can 
afford, and usually have money anyway.

Dumb people are very smart at using 
smart people. The human mind is always 
good at surviving, even if it isn’t good at any-
thing else. Dumb or useless people get really 

good at using other people. If you are a smart, 
talented individual, look out! Lots of people 
are going to try to lead you along to make 

their lives better at your cost. 
Respect your needs, draw 
boundaries and beware of 
ambiguous promises.

Good people know their 
limits. Bad/dumb people 
think they can do everything; 
good/competent people 
know their limits. 

A good client will pro-
vide feedback and input 
as far as their expertise 
goes, a bad client will tell 
you how to do your job. 
Interestingly, a bad client will 
dictate everything and blame 
you when it fails. A good cli-
ent will let you lead, and still 
understand it is hard to get it 
right the first time.

Good people are busy and get stuff 
done, bad people have lots of time 
and get nothing done. A good client will 
respond to you quickly, and then leave you 
alone between deliverables. A bad client 
will hassle you non-stop about their own 
concerns, question everything and then not 
respond to things you need from them. Good 
people don’t have time to micromanage, bad 
people are bored and LOVE to micromanage 
to feel important.

Turning down bad people means you 
are free to get more good people as cli-
ents. You will stop living in “client hell” as 
soon as you realize there are plenty of good 
people in this world. Every bad client you 
take means you have just closed the door on 
finding a good one. Your time is your most 
precious resource; don’t waste it on bad peo-
ple. You don’t “need” the bad client, if you are 
struggling for money or work, a bad client 
will make it worse, not better.

Chris “The Brain” Hoyt is the chief operating officer of 
Fat Atom Internet Marketing in Carmel. To contact him, 
e-mail  chris@fatatom.com  or visit  www.christhebrain.
com.

chris hoyt
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CHAMBER OF COMMERCE

4420 East 146th Street Carmel, IN 46033
(Just West of Gray Road)

317-733-8655 | www.StorAmerica146th.com

• 24 Hour Move In Kiosk
• Heated/ Cooled Units
• Wine Cellar With Generator Back-Up
• Drive-Up Units
• Covered RV Parking

StorAmerica
Self Storage & Wine Cellar

StorAmerica
Self Storage & Wine Cellar

StorAmerica
Self Storage & Wine Cellar

StorAmerica
Self Storage & Wine Cellar

• Boat & Trailer Storage
• Complimentary Customer Business Center
• 21 Property Cameras
• Electronically Controlled Access Gate
• Month to Month Lease Term

NOW
 OPEN

charitaBle BuSineSSCharitable Business

By Matthew Williams 
editorial@youarecurrent.com

A Carmel marketing firm is getting ready to 
perform CPR in order to boost public aware-
ness of a local non-profit organization.

Fat Atom Marketing, located in the Carmel 
Arts and Design District, recently announced a 
partnership with Tatum’s Bags of Fun, an orga-
nization that gives children with cancer a rea-
son to smile. Fat Atom will provide the charity 
with free marketing services for a year as part 
of its CPR program.

CPR, which stands for Community Philan-
thropic Resource, is Fat Atom’s way of giving 
back to a local non-profit organization through 
their marketing campaigns while increasing 
awareness of its cause. 

“The CPR program was created as a way for 
Fat Atom employees to be a part of the com-
munity while also flexing their creative mus-
cles,” said Jen Fox, team leader of Team Fusion 
at Fat Atom and CPR.

Tatum’s Bags of Fun is the second recipient 
of CPR. Last year’s winner was the Emily Yott 
Foundation, which received more than $30,000 
worth of marketing help. CPR by Fat Atom 
improved their website, updated their logos 
and created brochures. 

Tatum’s Bags of Fun was founded in 2008. 
Tatum’s is a non-profit organization that dis-

tributes backpacks filled with toys, games, and 
other activities to every child diagnosed with 
cancer in Indiana. Each backpack is filled with 
more than $250 worth of gifts.

The organization focuses the majority of its 
time fundraising and securing sponsorships for 
its two annual events, The Bull Run and The 
White Party. The organization is named after 
Tatum Parker, an 11-year-old two-time cancer 
survivor who lives in Indianapolis. Just recently, 
the charity gave away its 1,000th backpack to 
a patient at Riley Hospital for Children at IU 
Health.

“It’s a gesture to remind kids they’re still 
kids,” said Jayson Parker, CEO of Tatum’s Bags 
of Fun and Tatum’s father. He was inspired to 
take action after his daughter received a similar 
bag during her first cancer fight.

In order to be eligible for CPR, an organiza-
tion must be tax exempt, focused on serving 
Indiana and community-based. 

“Tatum’s is a good fit for what we do,” says 
Fox. “Their needs fit our strengths. They need 
website improvement and help with marketing 
and volunteer recruitment. In the time we have, 
we can do a lot of good. Tatum’s Bags of Fun is 
a charity Fat Atom is passionate about.”

The CPR campaign will through April 2012. 
For more information, visit tatums.bagsoffun.
org/.

Fat Atom offers non-profit CPR

Carmel Lions Charity Golf Outing – This year’s Carmel Lions Charity Golf Outing will be held July 
23 at Prairie View Golf Club in Carmel.  The cost for the event is $125 per person, or $450 per 
team. Registration begins at 11:30 a.m. for the 12:30 p.m. tee-off. All proceeds will benefit 
Lions’ Charities. For more information, or to pre-register, visit  www.carmellions.org or call 
317-250-1370.
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World’s largest IT network for small business. 
Over 1,200 professional computer technicians.

317-867-0900
www.CTcarmel.com
Ranked #1 Technology Solutions

Franchise by Franchise
Business Review

selection of PCs, Macs, laptops, 
and accessories. We also offer 
Servers, Networking, and Parts. 
Visit us in downtown Carmel at 
316 S Rangeline Rd., or call us 
anytime and see what we can do 
to help you thrive.

Offer Expires 

100 OFF$

customers only. 
party fees. Limit one per business, new business 
labor charges only, does not include parts or 3rd 
Troubleshooters, just for trying us out!  Applies to 
Take $100 off your first service call with Computer 

Offer expires
Dec. 31, 2012

Find Out Why Price Is The 3rd Thing You 
Should Be Worried About When Looking 

For An IT Guy For Your Network

At Computer Troubleshooters
we pride ourselves on our fast
response times.

service have helped us grow to 
be the best Technical Support 
and Business Solutions IT 
Provider – PERIOD.

Truly Knowledgeable Techs

A Support Team
(Not Just One Guy)

The Price
(By The Way, We Average

17% Less Than The Geek Guys)

Our Service Center has a large 

Our know-how and outstanding

info@ctcarmel.com 

The Wealth Management Division 
offers a full range of services designed 
to enhance the wealth and well-being 
of our clients.

 t Trusts and Estates  
 t Retirement Plan Services  
 t Diamond Capital Management  

We are ready to respond with the 
highest level of personal service, 
privacy, and attention to detail.

In the ever-changing world of financial 
services, our Wealth Management 
Division is a constant.

w e a lth  

m a nagem ent 

serv ice

261-9790

©2012 The National Bank of Indianapolis     www.nbofi.com      Not FDIC Insured     No Bank Guarantee     May Lose Funds
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My youngest daughter at only 4 years old 
has developed quite an imagination. At least 
that’s what most people would say. I’d say she’s 
confident. She makes deci-
sions and offers opinions with-
out hesitation. She reviews a 
picture in a book, ignores the 
text beneath and tells a story 
of exactly what she believes 
the characters are doing. She 
always has a decision, a direc-
tion and an opinion of what 
everyone should do or not do. 
And, at only 4 years old, I can 
see her starting to lead the 
entire family. She’s reminding 
me how important confidence 
can be, how persuasive it can 
be and how intoxicating it is.  

I should have learned all 
this from dating. I remem-
ber being young and picking 
up my date. The first couple 
of dates I always had a plan of what we were 
doing. After you get comfortable, it began the 
dance of “What do you want to do?” answered 
with “I don’t care, what do you want to do?” 
and the decisions lumbered along.  

It happens all the time; people create indeci-

sion and generally defer things. So when you 
see people that know what they want and cre-
ate a path to it, it is intoxicating. They attract 

others, they become leaders 
and they find success.  

I thought about this during 
a client meeting, too. It seems 
in a service business each 
relationship is different and 
requires a unique and custom 
approach. However, having 
a basic system or process for 
that unique approach cre-
ates confidence – confidence 
from you and confidence in 
you for your customer. If you 
don’t have a basic process for 
your custom approach, you 
meander around with indeci-
sion and eventually their belief 
in your ability wanes. Con-
fidence, after all, isn’t about 
knowing all the answers; it’s 

knowing how to answer all the questions.          

David Cain works at Magnitude, a sales and marketing 
company in Carmel. Contact David at David.Cain@Mar-
ketMagnitude.com.

Four years of confidence

david cain

on SucceSSOn Success

McAlister’s opening new Carmel store, coming to Westfield – McAlister’s Deli is coming to a 
5,500-square-foot space along East 146th Street between Greyhound Pass and Carey Road 
in Westfield, in front of LA Fitness and Fresh Market. McAlister’s also plans to construct a 
new building with better visibility for its location at the southwest corner of 116th Street and 
Keystone Avenue in Carmel, in a shopping center with a vacant Borders.
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Event planning can be tricky, but good planning is the key to keeping things running smoothly

By Tricia Bowen
I have planned events for 10-10,000 attend-

ees. It is my passion, and I am often asked to 
share some tips and advice on event planning. 
Since businesses host many events during the 
summer, here are some good general rules. And 
to help explain how this can apply to your next 
event – I will tell you how each piece coincided 
with our recent chamber luncheon at Valle Vista 
Golf & Conference Center.

CHOOSInG A VEnuE:
•	Do a site-visit to each location you are 

considering.
•	Make sure the venue is an appropriate 

size for your event.
•	Make sure the venue meets your needs 

regarding audio visual and sound 
requirements, food and beverage 
options, and if the venue is outdoors – 
consider a weather contingency plan.

Prior to the luncheon I met with Valle Vista’s 
Corporate Event Consultant, Janice. We dis-
cussed room set-up and menu options. I also 
contacted an outside audio visual company to 
coordinate all of our AV and sound require-
ments.

FOOD SERVICE:
•	Does the venue allow outside caterers 

or do they have an in-house caterer you 
must use?

•	Do you want your attendees to be seat-
ed to eat, or to network while standing 
using cocktail tables?

•	Will you serve a pre-plated meal, buffet 
or passed hors d’oeuvres?

•	Make sure you discuss options for food 
allergies and vegetarian or gluten-free 
choices.

Valle Vista has an in-house caterer so I 
worked with Janice to determine the menu and 
we would selected a buffet-style meal. We also 
discussed how and when I would let them know 
of any special dietary needs.

LOGISTICS:
•	Determine how many tables, chairs, 

trash cans, etc. you will need.
•	Make sure you have extra supplies 

on hand to accommodate any walk-in 
attendees.

•	Who is responsible for set-up and tear-
down? If you are responsible, make 
sure you have volunteers on hand to 
assist.

•	Keep a production timeline. Know when 
volunteers, speakers and attendees will 
arrive, when the room and AV/sound will 
be set-up, when the meal will be served, 
etc.

•	Test all AV/sound and presentation set-
ups prior to the event starting.

I kept in close contact with Janice during 
the days leading up to the event, relaying our 
expected attendance numbers, any room set-up 
changes and the times when I, the AV company 
and attendees would arrive. I had to give a guar-
anteed number of attendees to Janice and I had 
to make sure that number accounted for any 
walk-in registrations we might have the day of 
the event. I typically add at least 15 to our count 
to include walk-ins. 

On-SITE:
•	Make sure registration/check-in is set-

up and ready to go before attendees 
begin arriving. 

•	Make sure registration volunteers know 
and understand the check-in process. 

•	Have clear directional signage for those 
who pre-registered and for those who 
need to register on-site.

•	Make sure you know who your on-site 
contacts are for room set-up questions, 
kitchen/catering questions and AV ques-
tions.

Even though Janice was my main contact and 
she met me on-site when I arrived, she was not 
my contact for questions regarding the meal. Jan-
ice introduced me to Diane who would be assist-
ing me with the lunch. I met with the AV com-
pany once they finished setting-up to do a run 
through of the sound, microphones and speakers. 
I also greeted our guest speaker upon arrival and 
walked him through the luncheon program to 
make sure he did not have any last minute needs 
for his presentation.

The luncheon was a success and I believe that 
was due to careful planning of each aspect of the 
event.

I have learned several things over the years 
regarding event planning. You need to:
•	Be organized
•	Multitask
•	Plan for the unexpected
•	Be flexible
•	Ask questions and not assume
•	Pay attention to details
•	Negotiate
•	Be open to new ideas
•	Have fun
Good luck to you on your next event – 

remember to have fun!

Tricia Bowen is the events & operations manager for the 
Greater Greenwood Chamber of Commerce. To reach Tricia, 
write her at Tricia@Greenwood-Chamber.com.

TWLX210009.indd   1 6/14/12   11:55 AM
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12955 Old Meridian St, Suite 103
Carmel, IN 46032

www.us605.alphagraphics.com
us605@alphagraphics.com

317.844.6629 P
317.844.6636 F

You want your communications to stand out from the 
crowd, but you don’t want to spend a fortune, right? 
That’s where AlphaGraphics comes in. Our digital 
printing services give your message the high-quality 
impact you’re looking for without the typical large 
print runs. Stop by for a FREE consultation. We’ll show 
you all the ways color printing can give your message a 
boost for less.

Fast Digital Color
with classic offset color

You get paid to do that?You Get Paid To Do That?

By Lana Bandy
Carmel Business Leader

What do you do at Orvis? I started in the 
fly shop, but now I sell all over the store – in 
the men’s department and I’ll help the women 
out. I spend more time in the fly shop, but it 
goes to sleep in October or November and 
doesn’t wake up until March. Right now is our 
busy time. On a typical day, especially Satur-
days, we may have our 101 class – an intro-
duction to fly fishing, which is a free class. I’ll 
be outside teaching casting, then come inside 
and work with people tying knots, general rig-
ging and stuff like that. Our 201 class is on the 
water where we will actually fish. 

How did you get started at Orvis? I 
started a business and it was making hickory 
wood dog feeders and dog beds. I got them in 
the Orvis catalog in 2003 and they ran in the 
catalog for two cycles. I started to know the 
people at Orvis through that. I said, ‘If you ever 
come to Indy, give me a call because I love to 
fly fish.’ In 2005, I got a call.

How long have you been a fly fisher-
man? I started when I was 10 years old and 
I’ve been a fly fisherman ever since.

What is it you like so much about fly 
fishing? Fly fishing is a different way of fish-
ing. It is very relaxed and there’s an art to your 
casting and presentation. It’s a pleasurable art. 

Besides the classes, what does Orvis 
do to promote fly fishing in the area? 
Orvis has trips all over the world. Just tell us 
where you want to go and we’ll arrange a trip 
through Orvis travel, international or domestic. 
If you want to go to Montana, to the famous 
Firehole Ranch, Orvis can arrange that. Every-
thing is five stars.

Where are some good local fishing 

spots? The White River, Sugar Creek, the 
Tippecanoe River in Monticello and the Big 
Blue stream in Southern Indiana. There’s a 
trout fishery in Brookville, which is two-and-
a-half miles below the Brookville Dam. They 
stock it with rainbow and brown trout. Small-
mouthed bass is the principal fish in Indiana. 

What is the biggest mistake beginners 
make? There’s a mystique about fly fishing 
that it is incredible complicated and incredibly 
hard. But these people are thinking too hard, 
overanalyzing the situation. It’s actually very 
simple and they make it complex. Casting is 
just going back and forth and back and forth. 
Once you get over the fear, you have it.

What do you like best about your job? 
The company is wonderful. It is family owned 
and there’s a relaxed atmosphere. It’s very pro-
fly fishing.

What do you like least? I can’t go fishing 
enough.

Do you or someone you know have an interesting job? 
Or is there an occupation you would like to know a little 
more about? Send your story ideas to lcbandym@yahoo.
com and we might feature you in an upcoming issue of 
The Carmel Business Leader.

dennis Wright works the fly 
fishing area at orvis.
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Mike Hurst  |  Meridian Plaza, Indianapolis  |  317.566.6121  |  mhurst@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Dave Clark  |  Meridian Plaza, Indianapolis  |  317.844.2143  |  dclark@firstmerchants.com

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success in 
business. At First Merchants, our Business Bankers provide solutions 
that meet your unique needs, while providing the service you expect 
from a community bank.

We know your business and your life are not separate issues.  Work with 
a team that knows both the professional and personal side of running a 
business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Mike Hurst, Regional President  |  Michael Joyce, Director of Small Business Banking  
Dave Clark, Private Advisory

“Bad things happen
to good people.”

If you've been injured in an accident or
arrested for DUI, you need a lawyer who is: 

1. Experienced
2. Tested
3. Tough
And willing to give you
his cell phone number!

698 Pro-Med Lane Suite 230 Carmel, IN | 317.634.IZZI (4994) | carlbrizzi.com

July events
2: Ribbon cutting – Edge guys. The Carmel 

Chamber of Commerce will host a ribbon 
cutting for new member Edge Guys on 
July 2 at 11:30 a.m. The business is 
located at 290 Gradle Drive. The mayor 
will be in attendance.

11: Monthly Chamber luncheon. The 
Chamber’s July luncheon will feature 
an informative speaker as members 
network and connect with other 
members. The luncheon is from 12 to 
1:30 p.m. at the Monon Community 
Center, 1235 Central Park Dr., Carmel. 
Tickets are $18 for members who 
prepay, $25 for guests and walk-ins, 
regardless of membership. For more 
information, visit www.carmelchamber.
com.

26: Arrows Young Professional Group event. 
The Carmel Chamber of Commerce 
Arrows Young Professional Group will 
host a night at Victory Field for members 
July 26 as the Indianapolis Indians play 
the Pawtucket Red Sox. Tickets are 
$8.50 online with the special promo 
code “arrow.” For more information, 
contact the Carmel Chamber at 317-846-
1049.

Community Health network breaks ground on new rehabilitation hospital – Community 
Health Network broke ground June 
7 on a $23-million, 63,000-square-
foot, state-of-the-art rehabilitation 
hospital on the campus of 
Community Hospital North. Located 
in the I-69 corridor, Community 
Rehabilitation Hospital will include 
a 28-bed brain injury wing and a 
16-bed stroke unit. Community 
Rehabilitation Hospital will replace 
the renowned Hook Rehabilitation 
unit at Community Hospital East, 
which outgrew existing facility space. Staff and services will move to the new location upon 
completion of the hospital construction project.

Carmel funeral center honored by veterans group – Flanner and Buchanan Funeral Centers, 
a funeral home and cemetery business with a branch in Carmel, was named Company of the 
Year by the Disabled Americans Department of Indiana. The organization helps build better 
lives for disabled veterans and their families.
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317.660.1026
WWW.FATATOM.COM

THE “B” STANDS FOR BRAINS. MAKE
SURE THE EVIL GENIUS IS ON YOUR SIDE

CHRIS B. HOYT
PRESIDENT & COO

SucceSSSuccess

I would like to talk about one of my favor-
ite topics: small, professional peer groups. I 
remember one of my first “big adventures” that 
I took once I joined up with my father in the 
Chevrolet business was a trip 
on a plane to my first “Dealer 
20” meeting. I really did not 
know what I was up to. Once I 
was situated in a nice hotel in 
some golf course community, 
the next morning we went to 
work. Well, for me, my father 
was “infallible;” the only dif-
ference between him and the 
Pope is he did not have to 
wear the robe. As I sat in this 
meeting, different dealers who 
were as big as us or bigger in 
sales were standing my Dad 
down on issues like I had never 
heard before. How could they 
take him head on over issues 
that were close to me and on 
issues from our store, having had never stepped 
foot in our dealership? Well, by the week’s end, 
I realized not only were their observations true, 
but I had even formed my own opinions on the 
“winners and the losers” in the room.

On the plane ride home, I shared my 
thoughts with my father. He shared something 
with me that I never have forgotten. He said, 
“Yes, there are winners and losers, but it goes 
more deeply that that. There are those that can 
‘walk the walk’ as well as ‘talk the talk,’ and 
there are those that can just ‘talk the talk:’ they 

make a lot of noise, but get little traction in 
the business world.” As I have attended small 
group meetings over the last 30 years, these 
two people invariably show up. Before the 

plane trip was over, my father 
made me an offer. “Did you 
enjoy the meetings? Would 
you like to come back with me 
quarterly?” I clamored, “Yes” 
before his verbal offer faded 
into the plane’s air-condition-
ing system. He said there is 
only one catch. The meetings 
averaged about $3,500 a quar-
ter. If I would just write up a 
“best practice” or idea derived 
from the meetings and put 
the idea into practice, such 
that I either saved or made 
the $3,500 challenge money, 
I would be invited back for 
another quarter! How could 
I lose? Yes, some challenges 

were harder that others, perhaps I missed the 
mark a time or two and Dad gave me a “Mul-
ligan.” In any event, here on this airplane seat, I 
embarked on a life time of “peer group, bench-
mark, best practice management” that is with 
me to this day! I learned that a great idea that 
cannot be put into effective practice is no idea 
at all.

Howard Hubler is a partner with Hubler Express Colli-
sion/NAPA, and the owners of St. Augustine Toyota. He 
can be reached at hhubler@statoyota.com.

The power of the peer group

howard hubler



Get your card in front of more than 93,000 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

13636 N Meridian, Carmel, IN 46032
317.574.9500

www.anylabtestcarmel.com

WE OFFER THOUSANDS
OF LAB TESTS!

WE OFFER THOUSANDS
OF LAB TESTS!

Affordable & Convenient • No Appointment Necessary
 No Insurance Necessary • No Doctor’s Order Required

(317)846-5554
shepherdins.com

L. Siebert
632 Ironwood Drive
Carmel, IN 46033

(317) 846-4166
(317) 509-3943

bsiebert@indy.rr.com

317.641.8600
1400 South Guilford Road, Suite 130B, Carmel, IN 46032

FREE TRIAL WEEK

GET IN SHAPE
FOR WOMEN

Save 15% off 1st Time Cleaning
(317) 645-8373

* Commercial / Residential Window Cleaning * Gutter Cleaning
* Fully Insured * Free Estimates

Welcome to you, that’s what we do!
www.mobiledetailofindy.com

BANKRUPTCY
In most cases, you may be able

to protect your home & car!
Get rid of most debts!

Free Consultation
Attorney F.A. Skimin | Indianapolis

317.454.8060
We are a Debt Relief Agency. We help people file for relief under the Bankruptcy Code.

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

FAMILY TRADITIONS HOME SERVICES, LLC
Generations of Quality Craftsmanship

Lo ca l l y  O w n e d  &  O p e ra te d

For Service Call...
Kirk (317) 504-3395            or          Mike (317) 374-1590

$$$ Save $$$ 
10%




