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Businesses can take advantage of the 2012 Super Bowl 

GAME 
DAY



March 20112 Photo by Kevin Kane

By Margaret Sutherlin
Carmel Business Leader

Fans might be skeptical whether the Super Bowl will actually 
happen next year, but the Hamilton County Visitors and  
Convention Bureau and the Indianapolis Super Bowl Host 
Committee are going to be ready lockout or not, and Carmel’s 
business community getting ready for the big event.

For many of the big events held in downtown Indianapolis, 
Hamilton County doesn’t often see the spill over effect from  
visitors like it once did.   But an event like the Super Bowl is 
large enough that the estimated $350 and $450 million pumped 
into the local economy for hosting the game, are certainly 
expected to reach well outside Marion County.  

Karen Radcliff, a Deputy Director of the HCVCB and also a 
member of the Indianapolis Super Bowl Host Committee, just 
returned from Dallas with plenty of insight into how to make 
the event a success for surrounding communities.  She is charged 
with helping to identify ways surrounding communities can  
capitalize on and coordinate with the Super Bowl committee.

“I was really wearing two hats in Dallas, one representing 
Hamilton County and the other the host committee,” said  
Radcliff. “From attending Dallas’s event, I really was able to 
understand the extent and scope of the event, especially having 
never been to a Super Bowl before.  It’s not just a game ticket 
and $1000 ticketed parties with celebrities, but an extensive 
event that reaches a lot of people.”

Working in the communities 
For any major event, outlying communities are an impor-

tant resource for guests and the host city, not just to provide 
additional hotel rooms, dining and shopping, but because visi-
tors will be coming for a complete experience, including seeing 

surrounding attractions and events, and also 
because those surrounding communities will 
host part of the experience locals can take part 
in.

One of the major challenges facing Hamil-
ton County, or any Indianapolis surrounding 
community, was the issue of transportation, 
and not just for visitors, but Carmel residents 
too.  Radcliff and Mo Merhoff, President of 
the Carmel Chamber of Commerce said they 
are definitely looking into options to get peo-
ple to and from downtown Indianapolis. 

Close relationships between city leaders, 
area Chamber of Commerce and the host 
committee are already established to help 
communicate with businesses during and 
before the Super Bowl. 

“This isn’t just a chance for people to bring 
in money, but the chance to showcase Carmel 
and Hamilton County for businesses and economic develop-
ment,” said Merhoff. “We’re thinking of a variety of ways to get 
people in to showcase our city, whether that is a reception or 
something else.”

One of the key components of the whole economic develop-
ment issue is also making sure businesses are prepared for the 
anticipated 150,000 additional visitors to the area.  Merhoff, 
along with other public officials, will work closely with other 
area chamber of commerce, the HCVCB and the official host 
committee to make sure businesses can capitalize on the game. 

Restaurants with extended hours, trying to coordinate events 
locally to align with the Super Bowl are important also.  Gallery 
walks in the Arts and Design District, making sure businesses 
know to expect heavier than usual traffic, and helping to  

support and fill the hotels in the area will be 
very important revenue build-

ers for Carmel busi-
nesses.  

“I would 
hate 

for Carmel or Hamilton 
County to think of this 
as an Indianapolis event, 
because this is going to 
affect all  
of us,” said Merhoff.

Potential Lockout 
and the Impact Now

Contract and agreements 
are still being debated 
between players and own-
ers, and the lockout poten-
tial is certainly a fear for 
some fans.  Even so, the 
host committee expects the 
game, which has never been 
canceled for a lockout, to go on 
as planned.  

But even the potential for a lockout is not without impact.  
Not knowing if the current date for the game is the exact 

one, makes it difficult to provide accurate resources 
to business owners, and also plan events that 

will appeal to visitors, such as the gallery 
walks, according to Merhoff.  Need-

ing a set date, time and logistics 
straightened out are neces-

sary for the success of the 
event in Carmel and for 

Hamilton County to 
reap the benefits.

Businesses can take advantage of the 2012 Super Bowl 

GAME DAY

Karen Radcliff, Hamilton County Convention and Visitors Bureau

Stay in Touch

With an additional 150,000 visitors anticipated, businesses should stay in touch with their local chambers 

and business community to see what special events and showcases might be planned, and how they can 

take advantage of the increase in traffic.  Visit www.carmelchamber.com for Chamber information and visit 

http://www.indianapolissuperbowl.com/ for official host committee information.

Mo Merhoff, Chamber of Commerce
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At the end of the football season I always 
get a little sad.  My jersey goes back into my 
closet for another few months, and my Sunday 
afternoons are pretty empty and boring.  

This year as I hung up my football jersey, I 
knew that next season, lockout 
or no lockout, was going to be a 
great opportunity for Indianap-
olis.  Yes 2012 sort of appears to 
be the tainted Super Bowl year, 
but this is also an opportunity 
for the community to show that 
we’re going to be prepared and 
ready to highlight what makes 
the Crossroads of America so 
special.  

The Carmel Chamber of 
Commerce is starting their 
planning process on the right 
track, with a mindset that rec-
ognizes that this event is not 
just about making money, but 
making lasting relationships 
with businesses, and showcasing to visitors 
(fans and businesses alike) Carmel is the place 
to be.  Highlighting what makes our business 
community vibrant and interesting is key to 

using the Super Bowl for lasting economic  
development, and not just a quick boost  
from the millions that will be spent the weeks 
leading up to the game.

Businesses should be prepared to be flexible 
and take advantage of the 
tools that will be available to 
them in the coming months, 
and also be active to work 
with leadership to showcase 
what we already know is 
true, Carmel is a great place 
to live and work.  I think 
that this is a moment for 
Carmel to really step up and 
host events and highlight 
our strengths so when visi-
tors from across the country 
leave us, they’re able to take 
back with them a really posi-
tive perspective and interest 
in the potential and growth 
in the area. 

Margaret Sutherlin is the managing editor of the Carmel 
Business Leader. Contact her at margaret@currentincar-
mel.com.

FROM THE BACKSHOPFrom the Backshop
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Super Bowl good to build 
business relationships

Margaret 
Sutherlin

Propeller 
Heads

Be undeniably good. No marketing  
effort or social media buzzword  

can be a substitute for that.
--Anthony Volodkin

Founder of The Hype Machine 

QUOTE OF THE MONTH
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Tacking small biz ills:
Are you willing to do it?

It is our position that small businesses, especially, 
constantly are confronted with problems. They stem 
from, among other things, the entrepreneurial spirit in all 
of us that propels us in multiple directions at once. 

The first – and most important – element with which 
there may be problems is finances. We’ve all been 
through challenging times. The bills do not cease arriv-
ing, and your income might not be quite that to which 
you are accustomed. So, it becomes incumbent upon 
you to innovate so you CAN pay the bills and do it on 
time. 

Consider, if you are a retailer, a sale that really 
means something. No one is going to barge across your 
threshold for a 10-percent-off deal; do something radical, 
especially with loss leaders, and make it a buy-one/get-
one deal. That constitutes a REAL deal. We encourage 
you to negotiate prices with your vendors as you never 
have before. If you have been loyal to a particular vendor 
– and we’re certain you have been -  that vendor should 
recognize it and “chip in” a bit to help you and retain 
you. Drive a hard bargain – as hard as you can. You prob-
ably also deal with employee turnover at a rate probably 
double that of larger businesses. 

You can stem the “emergency” associated with a 
departure by keeping a file of ready and willing (and able) 
job candidates. Update that file by asking at least twice 
a year for candidate submissions. Customer irritation is 
another source of small-business stress. We understand 
you don’t walk into your business and announce, “Let’s 
see how we can screw this up.” Mistakes happen. In 
order to retain the customers and keep them happy (Job 
1 in our book), immediately admit the mistake and apolo-
gize. YOU are the brand of your business. Take owner-
ship of errors and make certain your solution makes the 
customer really feel valued. Or, if you don’t want to do 
that, close up shop. Keeping the ship righted is not as 
difficult as it seems.

Are you really being 
honest with yourself?

It is our position that most small-business owners 
aren’t as honest with themselves as they should be. 
They do everything they can in order to just make it 
through the day, and then they go home and collapse on 
the sofa. They’re drained, shot, exhausted, spent. The 
next day, the process repeats itself. 

Vince Lombardi, the late Hall of Fame coach of the 
Green Bay Packers, once said the definition of insanity is 
doing the same thing repeatedly and expecting different 
results. It simply will not happen. 

So we ask: Are you being honest with yourself insofar 
as your business is concerned? Have you evaluated 
every nook and cranny, looking for opportunities to inject 
change and efficiencies to effect peace of mind and a 
better business model? Are you happy being “spent” 
at the end of the day? We didn’t think so. It’s time to 
change. 

Our friends at Lushin & Associates believe that every 
time you say, “That’s just how things are,” you build 
an artificial barrier that keeps you from what needs to 
happen, and that’s change. You need to ram through 
that barrier and modify whatever it is holding you back. 
Is your attitude ready to be shifted? As Lushin says, “A 
shift from “It’s just the way I am” to “Everything changes 
… and so can I” will make all the difference in the world. 
And when you get home from work, you’ll be energized 
beyond belief and will be looking forward to – instead of 
dreading – going into work the next day.

EdiTORiAl/OPiNiONEditorial/Opinion

Yes,we want your letters
Readers of the Carmel 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.

No leader is alone. Individual effort as a leader, important as it 
is, happens within a web of other work, other contributions. It’s 
true for you. A dramatic event in Indianapolis’s history makes the 
point. 

April 4, 1968, a Thursday night, and news was 
spreading of the murder of Martin Luther King, 
Jr. in Memphis, Tennessee. Within hours, 39 of 
the 40 most populous American cities had riots. 
In Indianapolis, at 18th Street and College Ave-
nue, Robert Kennedy told a thousand people or 
so about the tragedy. Indianapolis was that one 
city without major rioting that night. History 
tells us Kennedy was the key to peace.

Reality was different. Absolutely true, Ken-
nedy’s words were persuasive, even vital. They 
gained more power, however, when combined 
with efforts of other leaders.

In reality, Kennedy didn’t tell the entire crowd 
of King’s death. Some already knew because 
they carried the latest popular communications 
technology—transistor radios—and heard the 
news on radio broadcasts.

In reality, those broadcasts were as important as Kennedy’s 
speech. These broadcasts were the decision made by a quiet, intel-
lectual, and highly respected local leader, Dr. Frank Lloyd of 
Methodist Hospital, a close Kennedy ally. Dr. Lloyd co-owned 
WTLC radio station; he insisted the station transmit every 
national news report on King as soon as they received it. Dr. 
Lloyd thought it would calm listeners.

In reality, a good acquaintance of Dr. Lloyd’s, Mayor Richard 
Lugar, had stationed police security at locations throughout the 
neighborhood where Kennedy spoke. The boyish looking mayor 
believed well-placed police would help people feel safer.

In reality, a peer of Lugar’s, city councilman Paul Cantwell, had 
helped organize Kennedy’s appearance at the scene and had been 
one of the first witnesses of the speech—if not the first—who 

immediately sensed the historic nature of Ken-
nedy’s remarks and the occasion itself. Cantwell 
saw Kennedy carrying a sheet of paper after the 
speech and assumed it contained the text of his 
remarks. Cantwell tried to grab the sheet from 
Kennedy but failed.

In reality, Cantwell was responsible for bring-
ing Charles “Snooky” Hendricks to the speech, 
having hired Hendricks to clean the area before 
Kennedy arrived. Hendricks was tough, street-
wise, and operated on both sides of the law. 
His influence ran deep in the neighborhood. 
Following the speech, Hendricks and thirteen 
other black activists met with Kennedy at the 
Marott Hotel where Kennedy was staying. After 
a grueling exchange between the angry young 
men and the wealthy Massachusetts Democrat, 
Hendricks agreed to deter violence in the streets 

that night. 
And in reality, during the night shift of Community Hospital, 

23-year old Carol Olson, a nurse and first-time supervisor, talked 
with staff and listened to their frustration, bitterness, and grief at 
the news of King’s death. They appreciated her genuine support 
and went back to work. Like informal leaders all over Indianapo-
lis, Olson’s interaction with her staff steadied a city. 

These stories and hundreds more were critical that night. You 
don’t have to be in the limelight to contribute as a leader. 

Dr. Dan Miller uses history to strengthen individual and organizational leader-
ship. Learn more about Dan at his Web site, www.historicalsolutions.com or 
e-mail him at dan@historicalsolutions.com.

dan Miller

High on the Shoulders
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“What is your business doing to be “green”/what 
have you done to be environmentally conscious?”

Meridian Music 
Craig Gigax, President

“We are in the process of converting our halogen light bulbs to more energy efficient floodlights 
in our showroom.  It will save us a tremendous amount of money on energy and it’ll also be easier to 
cool the showroom during the summer months.  We’ve also historically been a recycler of cardboard 
containers that come to our door with instruments in them.”

Prevail
Loretta Moore-Sutherland, Executive Director

“We have bins for cardboard, paper, and other- plastic, tin, aluminum and glass. Our newspapers 
go to a vet’s office and our aluminum cans go to a young lady who sells the scrap as a way to put her 
through college.  We really try to carpool to meetings, conferences, etc. when we can.  This not only 
saves gas but saves the agency mileage reimbursement.  Copy paper is used on both sides.  I do so 
many drafts of documents, especially grants, that using both sides of copy paper makes good sense.”

SoHo Café and Gallery
Jess Lawhead, Co-Owner

“We buy our coffee from small independent roasters that share our passion of being ecologically 
minded.  We donate our spent coffee grounds to local gardeners, gardening clubs, and nurseries.   
Coffee grounds make excellent additives to gardens by themselves, or as additional organic matter  
for composting.  We plan to expand our efforts in the future by picking up grounds from other local 
businesses.  Our paper goods are all produced from recycled materials.”

Money Matters
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YOU gET PAid TO dO THAT?You Get Paid To Do That?

What do you do at the Monon  
Center? I work with people one on one, often 
when they’re stuck in a situation, like hav-
ing tried unsuccessfully to lose weight. It’s not 
all necessarily about exercise. We’ll talk about 
times in their life when they’ve had to face a 
challenge and they’ve succeeded. For instance, 
getting though college with good grades or 
completing a tough project at work. We recall 
times where a challenge seemed insurmount-
able so they know they can do it, whether it is 
losing weight or quitting smoking. Instead of 
telling them what to do, we elicit memories and 
the client says, ‘Yeah, I guess I have the courage, 
willpower and self-confidence to do it.’

How did you get started as a  
trainer? As a child up until I was in the 
middle of law school, I never exercised or 
watched what I ate. I was the fast food queen. 
I smoked three packs of cigarettes a day during 
law school. During that time, my Dad had a 
serious heart attack and the doctor said every-
one in my family should have their cholesterol 
tested. Mine was horrible. I was predisposed 
and not making good lifestyle choices. I had 
to do something, so I decided to run the Mini 
Marathon. I started running a quarter mile a 
day and I just stuck with it and had a goal – and 
I never picked up a cigarette again. Running 
the Mini took two hours and 20 minutes, but 
I crossed the finish line and had tears of joy. I 
was hooked. This was when I was in law school, 
working and taking classes. (I did defense liti-
gation for 10 years in Carmel.) After starting 
to work out more, I saw I was more self-aware 
about my body, my health was better and I was 
more energetic and self-confident in all aspects 
of my life. I thought that if exercise can do this 

for me, it can do it for anyone and I started 
training my family and friends. I enjoyed it so 
much that I wanted to be a personal trainer and 
became ACSME certified; then I started doing 
it full-time. I don’t make as much money, but I 
have a much better quality of life.

Who are your clients? I have a wide 
range of clients, from 20-somethings to 
80-year-olds. I have a husband and wife who are 
both in their 80s that I’ve been working with 
for about a year. They were in some pain and 
the wife was a breast cancer survivor. They had 
problems with balance, strength and stamina. 
That’s especially a problem in the winter  
weather, because if you don’t have balance in the 

snow and ice, you go down. We’ve been working 
on a Bosu ball for balance, walking straight lines 
with obstacles in the way and doing functional 
training. They’ve both made huge progress; such 
improvement with the strength and stamina 
that it’s wonderful to see.

What tips do you have for someone 
who wants to get started working out?

What I recommend is doing something you 
like. I don’t tell clients to run if they hate run-
ning. If they like the elliptical, great, I’ll set up 
a program for them using that.  I love having 
people use free weights. One side of our body 
is usually stronger than the other and if you use 
a machine, the strong side takes over. A lot of 
people, especially women, are intimidated by 
free weights. If you don’t know what to do with 
them, it’s helpful to hire a trainer. They can work 
with you a few times, set up your program and 
make sure your form is correct.

What should someone look for in a 
personal trainer? Ask about their certifica-
tion and how long they’ve been a trainer. If you 
have a certain reason for going, ask their experi-
ence with it. For instance, if you’re a breast can-

cer survivor and have lost some muscle tone, see 
if they’ve worked with breast cancer survivors 
before. If you want to run the Mini Marathon, 
ask if they’ve trained anyone for it. Ask their 
philosophy in things, like free weights instead of 
machines.

What do you like best about your job? 
The fact that I have a chance to make a posi-
tive impact on people’s lives – to change their 
health. Hopefully they’ll pay that forward. Our 
health care system is in shambles. People are 
on so many medications, need so many medical 
tests, etc., when really it is so simple. Eat sensi-
bly, watch your portion control and exercise, and 
maybe you won’t get diabetes or won’t need a 
knee replacement. It’s as simple as that, but it’s 
also as hard as that. It requires willpower and 
taking a first step.

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.

Sharon Mcgoff works with Elliot 
Princell at the Monon Center.
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Hardwood Flooring
• Sanding • Re�nishing • Installation

Serving Indianapolis
and Surrounding Areas
Call for Free Estimate!

Sean Shuck
Owner

Hardwood Floor Artist

Insured • 30 Years Experience

Personal training at the Monon Community Center
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Tom Wood

March Events

3:  Arrows Young Professionals Networking 
After Hours 5 to 7 p.m., Brockway Public 
House, Carmel, Free for YPs under 40

9:  Monthly Luncheon: Purdue Profes-
sor Speaks on Football Concussion 
Research, 12 to 1:30 p.m., Ritz Charles, 
Carmel, $17/members, $25/non- 
members. Reservations required by  
noon on Monday, March 7.

10:  Network Breakfast with Noblesville  
& Westfield Chambers, 7:30 to 9 a.m., 
Mansion at Oak Hill, Carmel,  
$10/members; $20/non-member

14:  Legislative Breakfast – Monday  
Morning Preview, 7:30 to 9 a.m.,  
Mansion at Oak Hill. This event is  
hosted by the Hamilton County Business 
Issues Committee, which represents  
all  six Hamilton County Chambers -  
Carmel, Fishers, Hamilton North,  
Noblesville, Sheridan, Westfield. $15/
member, $20/non-member. Reservations 
are required and can be made online 
through the Fishers Chamber or by calling 
317.578.0700.

24:  Joint Business After Hours with Westfield 
Chamber, 5 to 7 p.m., Kelties Restaurant,  
Westfield, Free for members

Chamber members and non-members are 
invited. Reservations are required and can be 
made online at carmelchamber.com or by calling 
846.1049.

Chamber welcomes  
new members

Advanced Interventional Pain Center•	
American Laser Centers•	
Bell Techlogix•	
The Bonwell Tanner Group•	
Cohen Garelick & Glazier•	
College Park Church•	
Create Business Bliss•	
ELEVEN11STUDIO•	
Enfront.com•	
Interface Security•	
Kurr Aesthetics & Medical Sp•	
Midwest Academy•	
Publishing Resources Group, Inc.•	
SoHo Cafe & Gallery•	
Solis Somen’s Health Breast  •	
Imaging Specialists
Tangent Resource LLC•	

37 E. Main St., Suite 300
Carmel, IN

317.846.1049
www.carmelchamber.com

chamberinfo@carmelchamber.com

Use the Business Directory at carmelcham-
ber.com to find a local company for all your 
business and consumer needs.

SoHo Cafe & Gallery Opens in Mohawk Place
SoHo Cafe & Gallery opened in January at 620 S. Rangeline Rd. in Carmel’s Mohawk 

Place. The new eatery and gallery celebrates local art and features New York’s Dallis Coffee, 
Metropolis Tea and treats from local bakers.

Cutting the ribbon on this new Carmel business were (l. to r.) Janelle Morrison, Who’s Who 
in Carmel Magazine; Ron Carter, Carmel City Council; Jess Lawhead, Owner, Soho Cafe 
& Gallery; Vivian Lawhead, Owner, Soho Cafe & Gallery; Mo Merhoff, President, Carmel 
Chamber; Erick Seidensticker, Carmel City Council; and Michael Kile, Alphagraphics.  

Contact the Carmel Chamber at 846.1049 or chamberinfo@carmelchamber.com for details 
on a ribbon cutting for your new business. 
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THE EMELIE BUILDING ■ 334 NORTH SENATE AVENUE ■  INDIANAPOLIS, IN 46204-2964  

[317] 464-1100 ■  KATZKORIN.COM

ENVISIONING OPPORTUNITIES FOR OUR CLIENTS AND OUR COMMUNITY
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Our attorneys provide a wide array of legal services to businesses  
and individuals including employment law and litigation. 

Call Kris Kazmierczak for more information about Katz & Korin, PC.

INTRODUCING 
TOM WOOD LEXUS 

VIP
4610 East 96th St.

Located On The Indy Auto Mile
At 96th & Keystone

317-580-6888
tomwoodlexus.comtomwoodlexus.com

LIAISONS.
Annette Wright

VIP Liaison

317-339-9826
annette_wright@tomwood.com

Shelly Ellis
VIP Liaison

317-339-9252
shelly_ellis@tomwood.com

CHAMBER OF COMMERCEChamber of Commerce
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Age:  35

Occupation:  Owner/General Manager/Fitness 
Consultant

Company:  Carmel Total Fitness

Address:  820 City Center Drive, Carmel

Phone:  317-580-8111

Website:  www.carmeltotalfitness.com

Describe your business and value proposition: Carmel 
Total Fitness is the only premier fitness facility in Carmel 
that is locally owned and operated. We are committed 
to providing the best available equipment, staff, 
customer service, group fitness classes, personal 
trainers, and facilities in central Indiana.  We 
hope to foster an environment where people of 
all fitness levels feel comfortable and welcome.  
We have built a place our members look forward 
to visiting to improve health and to reach 
individual fitness goals. We have over 20,000 
square feet of training area including 5,000 
square feet of new state of the art free weights 
and resistance equipment.  We have some of 
the most talented trainers and instructors 
in the area and we provide over 40 fitness 
classes per week that are included in our 
membership. We believe our facility 
provides the best professionals, 
environment, and equipment 
Hamilton County has to offer at 
the best value in the area.

What prompted you to go 
into business for yourself ?  
I’ve always had a passion for 
fitness, and I wanted to 

build a place that focused solely on the needs of the client 
and customer, rather than trying to fit as many people in a 
facility as possible.  I’ve worked for other businesses in the 
past, and I appreciate the experiences. I was able to learn 
what kind of employer I wanted to be, and what kind of 
facility I wanted to run. I knew I could do it better.

What’s the most challenging aspect of your business?  
Balancing individual customer needs with what is best for 
the overall membership and business.  Our membership 
offers suggestions and ideas every day. As much as I 
would like to add unlimited classes, programs, and new 
equipment, we have to balance financial resources, overall 

membership, personal trainer, and employee 
needs. I have learned that there is no way to 
please anyone if I try to please everyone. 

What was your last corporate job? I’ve 
never had a corporate job.  I have been 
personal training since I graduated from Ball 
State University with a degree in exercise 
science and wellness.

How do you (or will you) measure 
success? I measure success with three goals in 
mind. I want to provide a facility that is clean, 

safe, and comfortable for membership 
of any fitness level. I hope to foster an 

environment where employees and 
personal trainers look forward to 

coming to work every day. And, I 
want the business to be financially 
successful.

What are your “words to live 
by”?  It’s not the fight you fight. 

It’s the fight you fight, if you don’t 
fight.

Age: 51 

Occupation: Financial Planner / Investment Advisor

Company: Prospero Financial Planning, LLC

Address: 23 S. 8th Street, Noblesville , IN 46060

Phone: (317) 774-5136

Website: www.prosperofp.com

Describe your business and value 
proposition: Fee-Only Financial Planning 
with over 25 years experience. A Certified 
Financial Planner (CFP) which holds  me 
to a high standard of practice.  Independent 
Registered Investment Advisory 
firm (RIA).

What prompted you to go into business for yourself ?  
I wanted to help people with all their finances.

What’s the most challenging aspect of your 
business?  Staying up on current trends and 

regulations.

What was your last corporate job?  I 
never had one.

How do you (or will you) measure 
success? My clients achieving their 
goals.

What are your “words to live by”?  
“You should have balance between 

Family, Spirituality, and Work”.

Charles T. Shearman

Feras Mash

Lydia Stauder and Su Moore

Business Success Stories

Scott Visser

KeyBank is Member FDIC. ©2010 KeyCorp.

branching out to  
meet your needs

We’re branching out in your community to offer you 

products, services and straightforward advice to help  

you with the things that matter most.

 Drive-thru ATMs

 Online bill pay and mobile banking

 Speak with our experienced Relationship Managers  

and Financial Advisors who can help you make 

better financial decisions and are committed to your 

personal and business success

Get started today at our  
new locations:  
 

 
 

Beech Grove Branch
4645 South Emerson Avenue
in Indianapolis

 
 

Binford Branch
5868 East 71st Street
in Indianapolis

 
 

Hamilton Town Center Branch
13279 Harrell Parkway
in Noblesville

 
 

Meridian Midtown Branch
930 North Meridian Street
in Indianapolis

 
 

Zionsville Branch
1610 W. Oak Street
in Zionsville

 
 

Avon Village Branch
9192 East US 36
in Avon 

 
 

in

46th & Lafayette Road Branch
West 46th Street and Lafayette Road

 Indianapolis

 
 

Clearwater Creek Branch
4729 East 82nd Street
in Indianapolis

Brownsburg Branch
757 N Green Street
in Brownsburg

Linwood Square Branch
4404 E. 10th Street
in Indianapolis
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Age: 41

Occupation: President & Owner

Company: Adigitek LLC DBA Computer Troubleshooters 
of Carmel

Address: 316 S. Range Line Road Suite C Carmel, 

Phone: (317) 867-0900

Website: www.ctcarmel.com

Describe your business and value proposition: We are 
a computer services franchise serving small and midsize 
businesses, residential and SOHO customers.  We are part of 
a worldwide franchise offering various levels of services from 
hardware/software troubleshooting: to wired & wireless 
networking, IT upgrades, data protection and recovery, 
Cloud computing, and general IT consulting.  

We offer proactive solutions to our customers 
through managed services that keep client 
systems up and running with minimal downtime.  
Our business customers see a great value in 
having a small business like our franchise, who 
understands their issues, service their local IT 
needs through a global network of over 1,500 
other experienced technicians and franchise 
owners.  Our customers pay the small 
business price but get a worldwide 
support system and solutions that 
work well and are in the forefront 
of IT.  Thus our motto is: local 
service, global strength.

What prompted you to go 
into business for yourself ? 
I’ve been running my own 
business since I was only a few 
years out of college.  I started 
my first software company in 

the Silicon Valley and have enjoyed helping customers attain 
their business goals. With my MBA and graduate computer 
degree, I have the rare mix of a smart-technology-solution-
provider and a businessman with marketing, operations, and 
overall great business experience.

What’s the most challenging aspect of your business? 
Keeping my business on budget and close to my yearly 
business plan (which seems to be an always evolving 
creature) is a challenge.  Managing day-to-day operations 
while growing the business through marketing and business 
relationships is sometimes tricky, as you want to make sure 
you maintain the highest quality of service you’ve set out for 
your operation.

What was your last corporate job? I was a senior 
consultant for Compaq Computer Corporation before it 

was bought out by HP in 1997.  In 2001 I started my 
own import/export company that worked on 

multi-million dollar projects with the federal 
government overseas.

How do you (or will you) measure success? 
It’s not always about the first million dollars or 
first big office or center: it’s about being called a 

true professional that knows what customers need 
and has a method to bring the successful solutions 

to them.  When someone would mention 
my name or my franchise they would 

immediately say: “Oh yes, Computer 
Troubleshooters! You can’t go 
wrong doing business with them!”, 
that for me is a great measure for 
success!

What are your “words to 
live by”?  To be successful, you 
don’t have to do extraordinary 
things. Just do ordinary things 
extraordinarily well!

Age:  N/A

Occupation:  Realtors

Company:  Prudential Indiana Realty Group – The 
Priority One Team

Address:  3501 Westfield Road, Noblesville, IN  46062 

Phone:  317-432-3304

Website:   www.thepriorityoneteam.com

Describe your business and value proposition:   We are 
comprehensive real estate “consultants” who are extremely 
knowledgeable in every aspect of residential real estate.  Our 
sole purpose is to provide clients with accurate and quality 
information that maximizes the value of the transactions for 
the sellers and buyers we represent.

What prompted you to go into 
business for yourself ?  After 
several years of combined business 
experience with major corporations 
in marketing, education, and 
management, we both pursued 
second careers in real estate.  
We met during a real 
estate transaction and 
discovered our passions 
were helping people 
and the real estate 
business. It just 
made sense to 
combine our 18 
years of successful 

real estate experience and the decision to form The Priority 
One Team was made.   We enhanced our expertise by 
becoming certified as Professional Home Stagers (ASP) 
and as Seniors Real Estate Consultants (SRES).  We are 
dedicated to provide personalized service to our clients at 
the highest level.

What’s the most challenging aspect of your business?  
The economy has de-valued homes and caused reduction in 
the job force.  Higher credit scores required by lenders make 
it more challenging to secure mortgages by potential buyers, 
which in turn affects sellers in selling their homes. 

What was your last corporate job?  Lydia was a program 
manager with IBM. Su was a faculty member at Indiana 
University and director of Inner City Health Clinics.

How do you (or will you) measure 
success?  We measure our success 

by the testimonials, referrals, and 
“repeat business” received from 
our clients.  What better proof 
of satisfaction can you receive.  
We value our clients and strive 
to meet the goals they set for us.  
Goals met = Satisfied Clients.

What are your “words to 
live by”?  Your goals 

are our #1 priority!
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Located on Main Street in the Carmel Arts 
and Design District, Carmel Tattoo Ink feels 
more like a rock and roll hair salon than a tat-
too parlor.  Michelle French, who co-owns the 
shop with her husband Michael, says the idea 
was to create an inviting and unintimidating 
tattoo shop.  “The people that are coming in 
here are the people that were always too afraid 
to go into other tattoo shops,” French said.  
She says the biggest difficulty associated with 
starting the business was finding space a tattoo 
parlor would be allowed to occupy.  “It took 
us four or five months to find a place to rent,” 
French said.  
Despite mixed reviews from some community 
members about the presence of a tattoo parlor 
in the Arts and Design District, French says 
her shop is an apt addition to the area.  “This 
is the oldest form of art.  It was the one thing 
that was missing down here.” French said.  She 
says the shop is doing mostly custom work.  
“Let someone design something that’s an 
original piece.” French said.  
The artists employed by the shop underwent 
an extensive interview process before they were 
hired.  “We went to great lengths to get highly 
qualified artists.  It took me forever to find 
them,” French said.  Appointments are avail-
able, and walk-ins are welcome.  Free tempo-
rary tattoos are offered to kids.  
In the actual shop itself, the décor features local 
artists.  Joseph Gubocki’s work will consistently 
be featured while the other artists’ work will 
rotate in and out.  All of the art on display is 
for sale.  The shop is open Monday through 

Thursday from noon until 9 p.m., Friday  
and Saturday from noon until 10 p.m. and 
Sunday from noon until 5 p.m.  For more 
information, call (317) 571-8282 or visit  
www.carmeltattoo.com.

Carmel Tattoo ink        
43 West Main Street
Carmel, IN  46032

Phone: (317) 571-TAT2

Carmel Tattoo Ink

Somerset’s Tax Team provides comprehensive business and
�nancial services to meet your needs, including:

-State & Local Tax
-Employee Bene�t Plan
  Consulting & Compliance
-Representation Before Tax
  Authorities

© 2011 Somerset CPAs

Somerset CPAs Tax Team

Cutting through the complexities of the tax code.

Kevin O’Connell, CPA, JD
SomersetCPAs.com

866.919.4678
e-mail: info@SomersetCPAs.com

can help you understand this tax law and
Somerset CPAs

put money back to work for you.

the tax deductions for capital investments...
Bush Tax Cuts

In 2010, Congress extended the 

and increased

-Tax Planning & Preparation
-Transactional Consulting
-Succession Planning
-Estates & Trusts
-Business Consulting

By Jenn Kampmeier

For those parents whom have a child that loves 
to throw things then you can relate to Carolyn 
Carter, mom of three and inventor of Clingy 
CordTM.  
“In 2007 after realizing that my first born, 
then a toddler, loved to throw anything she 
could get her hands on. I created a product 
that would secure the items to her stroller and 
highchair.” states Carter.  
She was constantly concerned with the germs 
on the floor in which her toddlers’ toys would 
land. Out of this concern became one of the 
hottest and most sought after products, Clingy 
Cord TM.   The Clingy Cord takes all the fun 
out of throwing because it is fully adjustable 
to secure a variety of objects like sippy cups, 
bottles, toys, pacifiers and more, to the stroller, 
high chair, car seat etc.  So, when the child 
throws the item it stays attached and never 
hits the dirty floor.  This eliminates the need to 
retrieve those items over again; you no longer 
have to worry about losing their belongings 
or cleaning them while you are out with your 
children.  We are all concerned about germs 
and when our children throw their items that 
they put into their mouth without clean-
ing them we are exposing them to harmful 
bacteria.  
Being a stay-at-home-mom of three and a 
business owner does create its’ own challenges.  
Carter decided from the start that she would 

grow her business organically, without taking 
on debt to do it, as least until she could prove 
that it is a financially viable concept.  
“As a mom-entrepreneur there are many op-
portunities that I am presented with – PR, 
advertising, expos, TV and print ads, and 
making the right risk/reward decisions on 
these opportunities can be very daunting to 
a small businessperson.” states Carter.  Most 
recently Carter will launch their first television 
commercial for the Clingy Cord, scheduled to 
begin airing nationwide on Comcast channels 
in February 2011.
 Carter has learned that being a mompreneur is 
hard work which equals late nights of working 
after her children are in bed.  She also lives by 
the motto: “Never be afraid to ask for help.”
Carter is currently working on her latest inven-
tion Lunch Box Scribbles. Scribbles are reus-
able chalkboards in fun foam shapes and are 
the perfect way to remind your children that 
you are thinking of them throughout the day.
You can find her products on her website at 
www.CaitiMacCreations.com and you can 
connect with her on Facebook: CaitiMac Cre-
ations and Lunch Box Scribbles.

Jenn Kampmeier is a successful serial entrepreneur and 
single mom to a very vibrant five year old.  She can be 
reached at jennkampmeier@hotmail.com.

Everyday problems become an 
opportunity for innovation

NONPROFiT OF NOTENonprofit of Note
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Ivy Tech

CONSTRUCTION AND ENERGY TRAINING PROGRAMS

HEAT PUMPS AND GEOTHERMAL BASICS

GREEN TECHNOLOGY: WIND & PHOTOVOLTAIC BASICS

BUILDING AUTOMATION SYSTEMS: HVAC

Ivy Tech Community College is Indiana’s leading provider of workforce training programs, offering nearly 20,000 certi�cations and one million hours 
of training annually.
 
Ivy Tech prepares workers for jobs in Indiana’s highest-priority �elds, including Construction & Energy, ensuring that Indiana’s economy will stay strong 
long into the future.

Heat Pumps and Geothermal basics cover the fundamental concepts behind the use of heat pumps and geothermal technology to heat 
and cool buildings. It is designed as an introductory course for HVAC technicians and sales specialists who want to learn the basics 
behind the alternative, energy saving HVAC technique. The course is considered part of the green technology initiative and is important 
for contractors wanting to stay abreast of current technology and federally supported initiatives.

Learning objectives for the course include:
 • Heat pump and geothermal theory and practice
 • Federal guidelines and green initiatives related to heat pump and 
  geothermal systems
 • Thermostats and sizing of units
 • Wiring of units in relationship to electrical back up, natural gas 
  back up and fossil fuel kits
 • Freon types – R22 and R410a

Wind & Photovoltaic Basics is an introductory course focusing on using wind and solar energy for power sources. The course provides an 
overview of the fundamentals behind wind and photovoltaic systems, including the different types of units, control types, functions and 
applications. Special emphasis is given to code requirements, installation practices and equipment performance and ratings. The course 
is considered part of the green technology initiative and is important for contractors wanting to stay abreast of current technology and 
federally supported initiatives.

Learning objectives for the course include:
 • Basic knowledge and understanding of wind systems
 • Basic knowledge and understanding of photovoltaic systems
 • Useful information about Federal guidelines, expectations 
  and funding

Building Automation Systems: HVAC is an introductory course designed to give building contractors, maintenance personnel and 
technicians who are new to the industry a framework for understanding controls systems feeding multiple air handler units (zones). The 
course is focused on digital control systems, primarily from the �eld controller up to and including �eld devices.  

Learning objectives for the course include:
 • Discussion on how Direct Digital Controls (DDC) have 
  revolutionized the HVAC industry
 • Basic control terminology and components; fundamentals of 
  control theory and application
 • The advantages of using DDC controls
 • Basic understanding of electric, electronic and direct digital controls 
  and controlled devices used in HVAC and refrigeration systems
 • Description of three levels of system complexity: standalone, 
  networked and integrated

TO REGISTER FOR ANY OF THESE CLASSES, VISIT IVYTECH.EDU/ACTNOW, OR FOR MORE 

INFORMATION, CALL 317-921-4539 OR EMAIL TRAINING@LISTS.IVYTECH.EDU. 

DATES: Tuesdays, March 1 – 29 and April 5 – 26
TIME: 6 – 10 p.m.
COST: $399
LOCATION: Ivy Tech Community College – Technology Center

DATES: Mondays, April 4 – 25
TIME: 6 – 10 p.m.
COST: $299
LOCATION: Ivy Tech Community College – Technology Center

DATES: Wednesdays, March 2 – 23 and April 6 – 27
TIME: 6 – 10 p.m.
COST: $599
LOCATION: Ivy Tech Community College – Technology Center
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By Paul Lushin, Lushin & Associates

With 2011 well underway, how are those New 
Year’s Resolutions working out for you? You 
know: the same resolutions that advertisers and 
marketers seem to think you need to have?

What if this year, instead of naming off ran-
dom goals and objectives out of habit, you decid-
ed to do one simple thing that would revitalize 
your life and resurrect your dreams? Wouldn’t 
that be amazing? I’m talking about the simple 
act of finding and reconnecting with something 
you most likely lost long ago: your vision.

The ability to have vision - to see and think 
about things or ideas in your future - is an abil-
ity that sets us apart from animals. Dogs and 
squirrels don’t sit around worrying about Spring 
Break plans or long-term career goals. They’re 
focused on the next meal and surviving the day. 

But as humans, we get to do so much more. 
We are born with the unique ability to imagine, 
to create and dream. In fact, if you want to see 
true visionaries at work, just have a conversation 
with a child. As a father of five sons, I’ve person-
ally witnessed an amazing array of unlimited and 
wildly colorful visions from a youthful perspec-
tive. I’ve watched and listened over the years as 
my children shared all kinds of wonderful aspira-
tions: 

“I want to be an astronaut, Dad!” 
I’ve also watched each of my children go 

through the too-common transition that comes 
with maturity and age. Those dreaded “buts” start 
working their way into the conversation, slowly 
eroding the original visions that were once so 
ambitious and daring:

“I want to be an astronaut … but … I don’t 
know if my grades are good enough.” 

The childlike vision that we are all born with 
- the same one that knows no boundaries - often 
gets watered down, giving way to adulthood and 
the mental “buts” that come along with it. What 
if, for the New Year, we all decided to reconnect 
with our childlike vision, the one that knows no 
limitations, no borders, no buts? Imagine what 
that would be like! Imagine the possibilities!

For 2011, instead of your standard list of reso-
lutions, take some time to reconnect with your 
visions of your youth. Write down those ambi-
tions or wishes that you want to make real. They 
might include things like jumping out of an air-
plane or building a dream home. Whatever they 
are, get them down on paper.

Then, and here’s the important part, share 
them with a friend. As you verbalize your visions, 
you’ll feel and hear the excitement in your own 
voice. You’ll awaken and enliven that unfiltered 
child inside, and open up a world of possibilities 
for your future. Who knows what might be in 
store for the New Year, and even better, aren’t you 
ready to find out?

New Year’s resolutions?  
No buts about it

The childlike vision that we are all born with - the 
same one that knows no boundaries - often gets 

watered down, giving way to adulthood and the 
mental “buts” that come along with it. 

The Michael Feinstein Founda-
tion is only a few years old, but 
seeks to preserve a long, vast wealth 
of American culture and history.  
Finally settled in its new home at 
the Palladium at the Center for 
the Performing Arts, the Feinstein 
Foundation has space to preserve 
artifacts and memorabilia, set up 
exhibits, and accommodate educa-
tional programs and students.

The Foundation specifically looks 
to preserve America’s musical heri-
tage from roughly the 1920s-1960s 
when American composers such 
as George and Ira Gershwin, Irving Berlin and 
Frank Loesser created some of the standard and 
classic songs that defined the era.  Broadway, jazz 
and music of Tin Pan Alley were all an integral 
a part of the Great American Songbook, which 
itself is a very fluid in the music it encompasses.

In the new space, executive director Doris 
Anne Sadler hopes to be able to host more edu-
cational programs, not just for elementary stu-
dents, but graduate students studying the music 
of the Songbook and also for adults, many of 
whom don’t know what the Songbook is.  The 
Foundation also hosts a vocal competition and in 
depth workshop for high school performers.  The 

outreach of the program is very significant to 
spread the music and word of the Foundation to 
families and friends of the national program.

The extensive archive housed at the Palladium 
features rare sheet music and recordings, arti-
facts and a variety of memorabilia from the era.  
Much of the collection has been collected by 
Michael Feinstein, a Grammy nominated singer 
and musical historian, but donations are com-
ing in on a more consistent basis now that the 
Foundation has a home and place to keep all the 
material.

To learn more about the Michael Feinstein 
Foundation visit www.michaelfeinsteinfounda-
tion.org.

Nonprofit of Note: The Michael Feinstein 
Foundation for the Preservation of the 

Great American Songbook

Visitors look at exhibits at the new Michael 
Feinstein Foundation on opening weekend.
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Average business downtime due to 

losses, opportunity losses, and
stress & frustration.
Our 24/7/365 monitoring and
recovery Services are automatic, 
take almost no time and effort 
on your part, and cost pennies 
a day; But most importantly, 
it can save your business from
shutting down

Call Computer Troubleshooters 
for an Affordable Data Backup
and Recovery Plan That You 
Can Rely On.

Don’t Leave Your Backup
Plan To Just Anybody

Every Business MUST

and Recovery Plan

Ranked #1 Technology Solutions
Franchise by Franchise

Business Review

Computer Troubleshooters just for trying us out. 
Applies to labor changes only. Does not include
parts or 3rd party fees limit one per business 
new business customers only

Can your Business “Survive” A Hard Drive
or Backup Catastrophe?

Why would you even Risk it?

317-867-0900
www.CTcarmel.com

316 S. Rangeline Rd., Carmel

World’s Largest IT network for small business –
over 1,200 professional computer technicians

Greener business practices at printer – AlphaGraphics of Carmel recently received a Chain of  
Custody (COC) certification from the Forest Stewardship Council (FSC) showing that the company 
has quality systems in place to track FSC materials during the printing process.  FSC materials  
certify paper comes from sources that employ legal and responsible wood harvesting and processing 
methods.

Job hunting? Start a Web site - Starting a Web site can showcase your skills and talents in a  
thorough and interesting way, and it’ll add to your professionalism and give you credibility. Plus,  
it’s not as costly or as time-consuming as you might think. Domain names can be registered on sites 
like GoDaddy.com for around $10, and Web hosting can cost as little as $3 per month. If you’re not 
particularly tech savvy, Wordpress.com has tons of template options and also provides great technical 
support for novices.       -www.msn.com

 

 IRS releases new mileage rates - The Internal Revenue Service has issued the 2011 optional  
standard mileage rates used to calculate the deductible costs of operating an automobile for business, 
charitable, medical or moving purposes. The standard mileage rates are now 51 cents per mile for 
business miles driven; 19 cents per mile driven for medical or moving purposes; and 14 cents per  
mile driven in service of charitable organizations. 

Food drive success – Pillowtalk owner, Rachel Davidson, featured on the cover of the Carmel  
Business Leader in December said she collected enough canned goods to feed 1,000 families.   
The final total of all collected goods was 2,300 items in 45 cases and 82 stuffed grocery bags.   
All donations were given to Gleaners Food Bank.

Carmel selected for franchise market – Chicago-based Potbelly Sandwich Shop has selected  
Carmel as its next franchise market.  Carmel was selected for its growing and stable economy, and  
its community, hometown spirit.  Those looking to become a potential franchisee with Potbelly  
Sandwich Shops should visit www.potbelly.com and review the “Franchising” tab.

Interest isn’t deductible, but… - Personal interest, such as credit card interest, is not deductible. 
There is an exception: If you use your credit card for business, pay interest on business purchases  
and can document what those purchases are, then that interest is allowable. Otherwise, sorry --  
no deduction. www.moneycentral.msn.com

Dispatches
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Some of you, by nature, are maximize: you 
endeavor to get the most out of everything and 
you enjoy the accomplishment.  And some of 
you are not maximizers.  

Regardless of where you fall 
naturally, now is a great time 
to consider areas where you 
take advantage of how much 
resource you already have.

 Instead of working to build 
something from scratch, cold 
calling your way into the win-
ners circle in sales, or looking 
for something new to bring 
energy to your work, consider 
mining the following potential 
gold mines laying right at your 
feet.

 1 – Technology you already 
own or use.  What software, 
hardware, gadgets, etc. do you 
already own that you are either 
letting sit, or are hardly using?  
Get your  
technology to do more of your work.

 2 – Relationships you already have estab-
lished.  Is it easier to get more business, help or 
ideas from a stranger or from a friend?  So, how 
could you invest more in those relationships you 
already have?  

 3 – Organizations where you are already 
known or a member.  You pay your dues and 
occasionally go to the meetings…would you like 
to make your membership pay off?  How could 
you participate in a different way or start to use 
the services they already advertise.  Hint: revisit 
those organizations sites to see what features 
they are selling to potential members—then use 
them.

 4 – Places where you will be already travel-
ing.  Take a look at the travel on your calendar 
for the next year and ask: What else could I be 

doing while I’m in Denver, Sin-
gapore, Tampa, etc.  What other 
colleagues, customers, competi-
tors or potential clients could 
you be calling on?

 5 – Things you’ve already 
created.  What processes, 
products or projects have been 
started or even finished, but are 
not yet in use?  Scour your busi-
ness for work that has already 
been done, that just needs to be 
scheduled or implemented.

 6 – People you have already 
hired.  This sounds a little odd, 
but I’m suggesting you remem-
ber the potential you were 
thinking of when you first hired 
that person.  Have a simple, 
specific conversation with your 

people:  How could we make better use of your 
talents and skills?

 7 – Stuff you’ve already learned.  There is so 
much  you already know about what choices to 
make and how to be successful.  You’ve prob-
ably even been learning from what you read and 
from your years of experience.  So the simple 
question is: what do you already know that you 
are not taking advantage of?  Fill in the blank: 
I know it would be good for my business if I 
_____________.  Now: godo it.

Tom Plake facilitates retreats, advises business leaders 
and coaches professionals to struggle less, so they can 
BE more.  He is the president of Creative Edge, Inc., and 
can be reached at tom@asktomplake.com. 

Tom
Plake

Maximize What You Already Have

When it comes to making statements about your  
marketing and what you do, consider finding  

the three things that are most relevant. 

I really like apples, tomatoes, and melons.  
When you read that sentence in your head, what 
do you remember?  Don’t look back, what were 
the three things mentioned?  Here’s a second 
quiz, quick, what two Brady 
girls come to mind when you 
remember the three daughters 
on the Brady Bunch?  

I remember Marsha and Cin-
dy first.  And that’s not because 
they were my favorites.  At that 
young age, I actually thought 
Jan was the cutest, but I seldom 
remember her name first.  It’s 
the power of three.  It’s easier 
for people to remember three 
things and, when presented 
with three, the first and the last 
are the most common to recall.  
Apples and melons, Marsha 
and Cindy each are easier to 
remember because they are the 
first and the last.  Jan and toma-
toes are a little harder to come to mind.  Not 
that the middle gets forgotten, it just has less of 
an impression than the first and last things said.  
That is, unless there is some way to remember.  

Consider the first example, the first and the 
last fruits were apples and melons.  What if you 
knew the list as the acronym ATM?  Could you 

recall the middle easier?  The brain likes  
mnemonic mechanisms to remember lists, even 
when that list is only three words long.  When  
it comes to making statements about your  

marketing and what you do, 
consider finding the three 
things that are most relevant.  
When you find the key three, 
put the most important in the 
coveted first and third positions.  

When it comes to making 
an impression, remember the 
power of three.  The Three  
Musketeers, the three Brady  
sisters, or the three wise men, 
there is a power in limiting your 
message.  And, remember too, 
no one knows who finished 
fourth.  

David Cain works at  
MediaSauce, a full-service  
marketing firm who believes 
online media is at the center 

of communications.  Contact David at David.
Cain@MediaSauce.com.  

David Cain is president of MediaSauce, a digital media 
and online marketing company in Carmel. David welcomes 
your questions or comments at David.Cain@MediaSauce.
com. 

david
Cain

Marsha, Marsha, Marsha



Getting The
Most From Your Bank.

FIRST MERCHANTS BANK

Carmel | Fishers | Noblesville | Westfield | 1.800.205.3464 | www.firstmerchants.com

To grow a business in Indiana, you need a financial partner.  At First 
Merchants Bank, our dedicated business banking specialists offer local, 
responsive, customized solutions to meet your needs. 

No matter what phase your business is in, we have experienced financial 
professionals that will work with you and your team to develop a sound 
financial strategy.

Your employees and community rely on you and your business, and you 
can rely on First Merchants, an Indiana bank serving Indiana customers 
since 1893.

Cindy White, Retail Market Leader  |  Jonathan Hunt, Fishers Banking Center Manager  |  Ryan Mooney, Carmel Banking Center Manager    
Tom Dooley, Westfield Banking Center Manager  |  Lindsay Sweet, Noblesville Banking Center Manager 

317.844.5675  317.913.9020 317.770.7570 317.867.5488
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