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By Kevin Kane

City Councilman Kevin “Wood” Rider 
remembers an Arts & Design District that 
differs drastically from the one in which his 
business sits today.

Woody’s Library Restaurant celebrated its 
13th anniversary last month, and Rider said 
this section of Carmel’s Main Street has gone 
through many changes in that time.

“When I started, it wasn’t the arts district,” 
he said. “It was called Gilligan’s Island, because 
there was nothing here. The maturing has been 
beneficial to business.”

Joe Lazzera has been around for much of 
that maturation process, too. Joe’s Butcher Shop 
and Fish Market has been in business in the 
district for more than five years, and he said his 
shop’s quality products and great service helped 
keep the business successful during years when 
activity in the district was much less than what 
it is today.

“The first year we were here, the street was 
shut down for a year,” Lazzera said. “The city has 
done a lot to promote the district, and I think it’s 

been helpful.”
Though a number of galleries, restaurants 

and other businesses now join Woody’s and 
the butcher shop in the arts district, it still has 
not reached its full potential as envisioned by 
city leaders and business owners. A number 
of residential, retail and office spaces are 
unoccupied, including ones in Keystone 
Construction Corp.’s newly opened Sophia 
Square development. 

Yet because of new developments such as 
Keystone’s, The Center for the Performing Arts 
and others, many with a vested interest in the 
district believe it’s now primed for significant 
growth.

“I think we really have turned the corner and 
it’s only going to get better,” said Mayor Jim 
Brainard. 

He added that he believes rapid growth is 
beginning right now, citing the 200,000-square-
foot Indiana Design Center that is “nearly 95 
percent leased in the middle of a recession” as a 
primary example. 

“We have a lot of tax revenue coming from 
that area that didn’t used to be there,” Brainard 
said. “I foresee a day when people come from 
cities from all over Indiana and other states for 
weekends and short trips. They’re doing that 
now.” 

That’s good news to longtime district business 
owners like Lazzera, who have weathered the 
storms of the district’s earlier years and still sit in 
some of the area’s prime locations.

“Do I intend to stay here? Yes. We’re happy to 
be here; we’ve established a business,” Lazzera 
said. “We’ve survived the initial growing pains, 
so now we’re invested and we’ll succeed even 
more so.” 

Lazzera’s shop now sits across the street from 
Sophia Square, which Keystone Corp. President 
and CEO Ersal Ozdemir said will be a boon to 
the district.

“The district is already the densest area in 
Carmel and Hamilton County,” he said. “There 
are great restaurants and galleries. Sophia 
Square will add another component by bringing 

additional density of residential and retail, which 
will even help to promote and make it more 
successful.”

In addition to the more than 30 residents 
Sophia Square has already brought to the 
district, it also features two restaurants already 
open to the public, with more to come this 
summer. 

The prospect of more restaurants in the area, 
Rider said, will further help the other businesses 
in the district, especially art galleries.

As for his own business, he said he’s already 
reaping the benefits of his investment in the 
district. Last year, he said, was his best ever, and 
he said the opening of the nearby Palladium can 
be credited with a 30 percent increase in sales 
since January. In addition to the arts center and 
other developments around Carmel, the growth 
of the district has played a role in his business’ 
success, too.

“Instead of us being a destination location, it’s 
now us and the district, which is an advantage,” 
he said.

Local business owners have invested in the Arts  
& Design District with grand visions for its future

On the 
ground floor

Submitted Photos



June 20113

“If you hire only those people you understand, the company 
will never get people better than you are. Always remember 

that you often find outstanding people among those you don’t 
particularly like.”

– Soichiro Honda, Japanese engineer and industrialist

QUOTE OF THE MONTH

INTRODUCING 
TOM WOOD LEXUS 

VIP

tomwoodlexus.comtomwoodlexus.com

LIAISON.
Annette Wright

VIP Liaison

317-339-9826
annette_wright@tomwood.com

4610 East 96th St.
Located On The Indy Auto Mile

At 96th & Keystone

317-580-6888

Hamilton County businessman 
launches bid for governor

By Jordan Fischer

Hamilton County businessman Jim Wallace 
announced Tuesday his official candidacy for the 
Republican gubernatorial nomination.

Wallace is the founder of Indianapolis-based 
TWG Capital Inc., which provides capital and 
financial solutions for the insurance industry, and 
served as a member of the Hamilton County 
Council from 2002-2004.

In a letter to Republican Party officials, 
Wallace stated that his experience in business 
and executive leadership set him apart from 
other candidates.

“Understanding the challenges and 
requirements is not enough,” Wallace wrote. 
“Possessing the track record of successful 
business and executive leadership is fundamental 
to delivering on the promise for Indiana 
citizens.”

Wallace graduated from the U.S. Military 
Academy at West Point in 1983, afterward 
serving as a combat helicopter pilot at Fort 
Hood, Texas. During his service in the armed 
forces he was a recipient of the Meritorious 
Service Medal.

Wallace is also a graduate of the Harvard 
Business School, and served as the director of 
management services under former Indianapolis 
Mayor Stephen Goldsmith, and as liaison to 
the Service, Efficiency, and Limited Taxation 
Committee chaired by Gov. Mitch Daniels.

“Indiana needs a veteran of commerce, and 
an ambassador of the business community,” said 
Wallace in an official campaign video released 
last Tuesday, “someone who can work side by 
side with corporate leaders to bring investment, 
jobs and new industry to the state.”

“It’s now time to build on the firm foundation 
that Gov. Daniels has set, and raise the standard 
for Indiana to obtain economic security for all 
Hoosiers,” Wallace said. “It is with great honor, 
therefore, that today I formally announce my 
candidacy for the governor of Indiana.”

More information about Jim Wallace’s 
candidacy can be found online at http://www.
wallaceforgovernor.com, or through his official 
Facebook group, Families for Wallace

CHAMBER OF COMMERCEChamber of Commerce

1: Carmel Chamber Arrows Young  
 Professionals: Summer Concert  
 at the Gazebo
  7:30 p.m.
  Gazebo at Carmel Civic Square,  
  Carmel
  Free. Meet at the Arrows signs.  
  For information, visit  
  www.carmelchamber.com or call  
  846-1049.
 
8: Carmel Chamber Monthly Luncheon
  12 to 1:30 p.m.
  The Mansion at Oak Hill
  5801 E. 116th St., Carmel
  $17 for members who pre-pay;  
  $25/guest and walk-in  

Carmel Chamber of Commerce:  
June events

  (as space allows). Reservations  
  required. Reserve online at  
  www.carmelchamber.com or call  
  846-1049. Reservation deadline is  
  noon on June 6.
 
28: Carmel Chamber Golf Classic
  11 a.m. to 7 p.m.
  Woodland Country Club
  100 Woodland Lane, Carmel
  Play as foursome or individual,  
  become a sponsor, learn at Golf 
  101. Reserve online at  
  www.carmelchamber.com or call  
  846-1049.
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By Jordan Fischer

It’s hard to predict where a 
neighborhood is going to be in five years.

Nevertheless, that’s what we asked 
commercial residents of the Arts & 
Design District to do this month for our 
cover story. Across the board, business 
owners had high hopes for the district 
they’ve chosen to make their living in.

Unsurprisingly, food came up a lot 
in our discussions. The Palladium has 
been drawing some big crowds with an 
appetite for more than just music, and 
with the district only a short drive away, 
restaurants have seen 
the benefits – among 
them Woody’s Library 
Restaurant, owned by 
Kevin “Woody” Rider. 
Woody’s is celebrating 
its 13th anniversary 
in the renovated 
Andrew Carnegie Library on Main St., and over those 
years Rider has been in a position to see the district grow 
from a lonely “Gilligan’s Island” to what it is today.

“We’re kidding ourselves if we don’t understand that the 
district is food driven, and the arts are a good match for dining,” 
Rider said. “I think you’re going to see, it will become a dining 

destination. Because someone won’t buy 
art every day, but they eat every day.”

His prediction may already be coming 
true. Bub’s Burgers and Ice Cream recently 
earned a visit from Adam Richman, host of 
the Travel Channel’s “Man vs. Food,” who 
attempted to out-eat previous champions 
of Bub’s burger challenge. Richman 
managed to get a few bites into his third 
one-pound burger – failing to defeat the 
gastronomic behemoths enshrined on the 
wall after downing three burgers and the 
accompanying fries. What he succeeded in, 

however, was drawing 
even more attention 
to the restaurant, 
and the district.

With or without 
burgers, Arts & Design 
District residents have 

taken a chance on the promise of what the neighborhood could 
become. In time, they hope, their foresight will pay off. 
 
 
Jordan Fischer and Kevin Kane are the managing editors 
of the Carmel Business Leader. Contact them at jordan@
youarecurrent.com or kevin@youarecurrent.com.

Arts & Design district a gamble worth taking

EdiTORiAl/OpiNiONEditorial/Opinion

Make it your business
to make words count

Dr. Stephen R. Covey recently posted this comment to 
his Twitter and Facebook accounts: “Assume that everything 
you say about people will be heard by them. How might this 
principle of trust affect your words, tone and relationships?” 
Covey, you might know, is an internationally respected 
leadership authority, teacher, writer, organizational consultant 
and co-founder and vice chairman of Franklin Covey Co. He 
is the author of the international best-selling book, The 7 
Habits of Highly Effective People, which Chief Executive 
magazine has called the most influential business book of 
the last 100 years. The book has sold nearly 20 million copies, 
and after 20 years still holds a place on most best-seller lists. 
So when he asks a question such as the aforementioned, we 
sit up and pay attention. It is our opinion that words are 
more powerful than anything, and there is a wealth of power 
in his interrogative. We practice what he preaches. When we 
talk to co-workers, board members, customers and “everyone 
else,” we make our words count. As for the principle of trust, 
we always tell the truth; that way, we never have to remember 
what we said. To us, truth equals trust and vice versa.

Have you considered
co-branding as a 

booster?
So, how is business going for you? It is our opinion 

that businesses with flat revenue lines should consider co-
branding exercises to boost the chance of cash coming in 
the front door. If merged brands can make that happen, 
we urge you to try it. If Macy’s can do it with American 
Express, why can’t you do so with a company not in your 
category? You can. We co-brand whenever it makes sense to 
do so, whether it is with a banking institution, a health-care 
corporation or a shopping area, among others. Start thinking 
about what makes sense for you. With which business can 
you form a synergy to boost one another’s brands? Could a 
cleaning company and a vacuum-repair service join forces to 
enhance respective revenues? We believe that to be possible. 
The key to the initiative, we believe, rests in knowing how 
your existing and future customers would benefit from a co-
branding opportunity. Which non-category businesses have 
messages that appeal to your customers and with which it 
makes sense for you to align? Far stranger initiatives have 
driven revenue gains

The Palladium worth
its weight to local biz
It is our opinion that The Palladium at The Center for 

the Performing Arts is spurring a revitalized Arts & Design 
District. We look at the district’s “Version 2” elsewhere in 
this issue, but we wish to point out that the showplace is 
one of the key factors driving customers through the doors 
of adjacent businesses. There is such a buzz over our region’s 
finest performing arts venue that it can’t help but assist 
neighboring enterprises. This so-called injection effect is 
real, and it is needed. We’re seeing restaurants in the area 
absolutely jammed before and after shows. As business 
owners that dine out on occasion, we often now wait in line 
where we once did not have to even worry about it. That’s 
fine with us. The Palladium, as we’ve written before, is a 
fine investment not only in the cultural enrichment of the 
city and the region, but also and perhaps especially for the 
businesses in its vicinity.
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“I think you’re going to see, it will become a 
dining destination. Because someone won’t buy 
art every day, but they eat every day.”

Jordan Fischer and Kevin Kane
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The Chambers of Commerce in Hamilton County have partnered with ADVANTAGE 
Health Solutions, Inc.SM (ADVANTAGE) to offer a unique group health insurance 
product to our members.

As a business member of a Hamilton County Chamber of Commerce, you are
eligible to participate in the group health insurance offered through ADVANTAGE 
as long as you have at least two or more employees. The group health insurance is 
offered exclusively through ADVANTAGE at a discounted rate. 

• Unique medical insurance product 
• Multiple health benefit plans 
• Pharmacy and benefit riders available 
• Wellness programs 
• Preventive care 
• Proprietary network of quality
   healthcare providers

HEALTH
INSURANCE
CONCERNS?
The Chambers of
Commerce in Hamilton 
County have the
solution for you!

“ Not only did we
save a lot of money,
but the benefits
were richer than
what we had...” 

For additional information, please contact your 
Hamilton County Chamber of Commerce, your
insurance agent or Steve James at ADVANTAGE 
at sjames@advantageplan.com or (317) 573-2835.

• Noblesville 317.773.0086
• Hamilton North 317.984.4079

• Carmel 317.846.1049
• Fishers 317.578.0700

Hamilton County Chambers

• Sheridan 317.758.1311
• Westfield 317.804.3030

— Kristen Huff, CSI Signs

Snapperz offers active family fun

By Jordan Fischer

Even in an economic recession, Justin Snow’s 
entrepreneurial success shows there’s still room 
for good, clean family fun.

Snow is the owner of Snapperz Family Fun 
and Sports, a family fun and sports center 
opening a new location where Bounce Town 
previously stood in Carmel’s Clay Terrace. Snow 
is also the long snapper for the Indianapolis 
Colts, which provided the business with its 
name.

“Our goal is for families to come in and be 
active with their children,” Snow said. “There’s 
a lot of kids playing video games, and we want 
them in here running around.”

The Carmel Snapperz location will fill its 
34,000 sq. ft. with a soft play area, inflatables, 
laser tag, bumper cars and rock climbing. All 
of the attractions are disinfected twice weekly, 
Snow added, saying that he knew cleanliness was 

as important to his patrons as to him.
“Our most important thing is to make 

families happy,” Snow said. “I want to come in 
here and be first class.”

The new location will be the third for Snow, 
who opened his initial Snapperz in the Fishers 
area, and a second in Lafayette.

Snow is entering his 12th season playing 
professional football. He said a lack of active 
options for his own children during the winter 
months spurred him to take the leap into 
entrepreneurship.

I really enjoy doing.
“Football’s not going to last forever,” Snow 

said. “I wanted to do something 
Snow said he is shooting for an official 

opening in the first half of June. For more 
information about Snapperz Family Fun and 
Sports, visit www.snapperzfun.com.

The Carmel Chamber celebrated the opening 
of Kilpatrick Traditions Custom Cabinetry 
& Woodwork with a ribbon cutting last 
month. The new addition to Carmel’s Arts & 
Design District is a family-owned business 
specializing in solid wood custom cabinetry 
built by Amish and Mennonite craftsmen. 
Details about the business can be found at www.
kilpatricktraditions.com.

Kilpatrick cuts 
ribbon on new 

Carmel business
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FINALLY, 
a simple way to help the 
earth and your business

Sustainable business practices that make sense.
As socially conscious business professionals, aren’t we all looking for ways 
to limit our impact on the environment, while still meeting our customer’s 
needs?

Because AlphaGraphics is the only company in our industry to 
adopt FSC certification system-wide, partnering with us means 
that your marketing communications comply with the highest 
sustainability standards in the market - every time.  So you 
receive the timely, quality products you’ve come to expect, 
and the peace of mind doesn’t cost a dime.

12955 Old Meridian Street, Suite 103
Carmel, Indiana 46032
P 317.844.6629 
F 317.844.6636
us605@alphagraphics.com
us605.alphagraphics.com

Computer Troubleshooters is the leading IT Solution Provider that can monitor and proactively
repair all your hardware, software, networking, and connectivity issues.  As part of a worldwide 
Franchise organization, we are readily available to handle all your I/T needs in a professional 
and cost effective manner.

Ranked #1 Technology Solutions
Franchise by Franchise

Business Review

www.CTcarmel.com

316 S. Rangeline Rd., Carmel

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

Some of the Services We provide:

• Data backup and recovery • 24/7 hardware and software monitoring and 
maintenance • Protection against Spyware, Viruses, and Spam • Technology 

for business planning • Hardware & software repair and pgrades

Carmel attorney Bill Winingham has 
helped persons harmed by others during his 
entire 30-year legal career. Whether assisting 
crime victims as an assistant U.S. attorney and 
state court prosecutor or representing those 
seriously injured due to negligence or dangerous 
products, he has always been on the side of 
those who have suffered 
from others’ misconduct. 

In recognition of 
Winingham’s many 
contributions to the legal 
field and the community, 
he was recently named 
“Distinguished Barrister,” 
a prestigious award given 
yearly by one of the 
leading publications for 
attorneys in the state, 
The Indiana Lawyer. 

Winingham has been 
a partner at the law 
firm of Wilson Kehoe 
Winingham LLC for 
25 years. His practice 
focuses on automobile 
and truck accidents, 
fires and explosions, 
dangerous products, wrongful death and bad 
faith claims against insurance companies.

Winingham recently became a member 
of the Indiana Judicial Nominating 
Commission ( JNC) and the Indiana 
Commission on Judicial Qualifications. 
He was elected by attorneys in the Second 
District of the Indiana Court of Appeals. 
His new post became effective January 1.

Further, Winingham has served for many 
years on the Indiana State Board of Law 
Examiners as an interviewer conducting moral 
fitness and character interviews of prospective 
members of the Bar. He also was recently 
selected to serve on the board of directors of 
the Indianapolis Bar Foundation. Winingham’s 

background also includes 
service on two panels to 
evaluate reappointment 
or replacement of U.S. 
magistrate judges, and 
he has served on the 
executive committee 
of the Indianapolis 
Bar Association 
Litigation Section.

His other recognitions 
include the Indiana Trial 
Lawyers Association’s 
2002 Indiana Trial 
Lawyer of the Year 
award, being recognized 
in the publication Best 
Lawyers in America for 
eight consecutive years 
and being named the 
2010 Indiana Product 

Liability Lawyer of the Year. Winingham has 
also been honored to be listed in the Top 50 
of Indiana Super Lawyers magazine for the 
last eight years and in 2011 was selected, along 
with his partner Bruce Kehoe, as a top 10 
Indiana Super Lawyer in that publication. 

Bill and his wife Maureen reside in 
Carmel. They have four children. 

Carmel lawyer wins prestigious awardInternational company chooses Carmel 
for first U.S. storefront

International insurance company Mapfre 
Insurance, an American Commerce Insurance 
Company recently opened a storefront insurance 
branch in Carmel.

That branch, at 12453 N. Meridian Street, is 
the company’s first in the United States.

Maprfre’s history began in Spain in 1933 and 
began expanding internationally in 1984. The 

company now has a presence in 
more than 40 countries.

Specializing in home and auto 
insurance policies, Mapfre’s new 
storefront location is a major 
first step for the company as it 
grows in the U.S. market. 

Senior Vice President and 
Regional Manager Jeffrey 
Alexander said that the move to

Carmel is not just a good 
market for their business but a 
growing and developing city. 

“We are excited this is our 
first location in the U.S.,” he 
said. “We hope to provide a high 
level of service for our customers 
and become a part of the Carmel 
community.”

Focused on tailored and 
an exceptionally high level 
of customer service, Mapfre 
Insurance has international 
experience and a wide range of 
experiences to best find policies 
for clients.

Mapfire Insurance
12453 N. Meridian Street

Carmel, 46032
Phone: 844-5900

Brand manager: Susan Wheeler
www.mapfre.com
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How Edison invented  
good salespeople

By Brian Kavicky

I’m always amazed at how things that appear 
to be completely unrelated when presented in 
a similar context actually have commonalities. 
One example is how the hard disk drive in my 
computer runs on the same technology that’s 
in our spine. Another is sugar. When we think 
about sugar, we know it produces energy, but it’s 
amazing how it’s also the basis for the ethanol 
that fuels cars at the Indy 500.

In a similar vein, I’m surprised at how 
two completely unrelated things that were 
incongruent, when put in a different context, fit 
together. Who would have thought that Thomas 
Edison had many thoughts about what makes 
a good salesperson. Most of us know him as an 
inventor.

Over Edison’s lifetime, 1847-1931, he lived in 
interesting times in American and world history. 
During his era, he was successful. However, 
unlike others who were unappreciated until they 
were long gone, Edison enjoyed the fruits of 
his success while he was alive. He was simply 
an inventor. Edison’s inventing the light bulb 
for home use, the telegraph, the phonograph, 
motion pictures, and the alkaline battery, were 
seemingly minor feats to him. His greatest and 
most frequently used invention was the electrical 
distribution system that fuels the power industry 
and provides the light I use to see what I’m 
typing right now.

What was most remarkable to me, though, 
was the fact that Edison sold nearly all of his 
company stock to pursue improving the iron ore 
industry. He failed at this endeavor in nearly 
every way possible and almost bankrupted 
himself. The only way that he recaptured his 
financial wealth was by returning to his roots. 
By improving his phonograph design and 
creating motion pictures, he earned back nearly 
every dollar he lost. It turns out that failure 
was normal for Edison. We don’t pay enough 
attention to that fact.

One of the greatest barriers to success in any 
kind of selling, or anything for that matter, is 
knowing that challenge and failure are a normal 
part of becoming successful. Even with knowing 
this, most people run from failure. On a day-to-
day basis, they fear failure. It is perceived as the 
worst thing that can happen.

Our fear of failure shows up in how we sell. 
We aggressively pursue a “yes” to the point 
where, unless we feel a “yes” is coming, we run 
from all signs of “no.” We won’t begin to tackle 
difficult tasks unless we know what the outcome 
will be—and it better be good. We want life 
to be predictable, so we prepare and prepare so 
we don’t fail. We forget about all the times we 
fell off our bike when we learned to ride it. We 
forget those first steps as a child (mostly because 
we can’t remember them anyway), and how we 
fell flat on our face. We don’t view failure as a 
series of learning experiences. We see it as a 
negative experience, not a positive one.

We also determine that the price of 
something is too high. We’re unwilling to pay 
that high price for success. We look at the costs 
of achieving success as monumental, because 
we weigh those costs against the probability 
that all will work out, instead of accepting that 
the price we pay is only a price. In any business, 
look around and see who are the most successful 
people. All of them paid a price for their success. 
Even knowing that price, many of us still won’t 
pay it. The price could simply be things like 
making cold calls or working a little later into 
the night. It could be taking a little time away 
from our family due to traveling. It’s usually 
simpler that that though. Much simpler. We 

won’t even chance making mistakes for the sake 
of the learning experience we could gain from 
those mistakes.

Instead, we blame. We think, “I need to go 
back to school and learn more.” “I don’t have 
enough experience under my belt yet.” We claim 
that we’re not prepared, so we over prepare. We 
decide to let others stretch our rubber bands 
instead of doing it ourselves. We go back to 
school and earn certifications that others ask 
us to get, which result in little real success. We 
won’t pursue prospective customers who are 
the bigger challenge for us, or even step a little 
outside our comfort zone. We won’t stand firm. 
We only meet with decision makers because 
we have to. We’re worried they’ll detect our 
weakness and discover that we’re really a fraud 
masquerading as a successful salesperson.

And then we resign ourselves to the current 
state of affairs—that there is nothing left for us 
to gain. We accept external factors as real and 
allow those factors to affect our natural ability to 
achieve. We view the world as half empty, not as 
a world full of opportunity.

Now we have failed, and there is nothing we 
can learn from it.

Edison knew better.
Edison gave us nuggets of wisdom on how 

to build the perfect salesperson. Our problem 
is that we just weren’t listening, because his 
message wasn’t in context.

“I have not failed, I have found 10,000 ways 
that won’t work,” was how Edison described 
inventing the light bulb. He embraced failure 
and so should we. Choose to get failure out of 
the way. Fail on a bold scale. Learn from your 
failures, because you’re only building the perfect 
light bulb. Use failure as your education tool. Act 
with intention and understand that failure may 
be the outcome. See failure as good.

“I find my greatest pleasure, and so my reward, 
in the work that precedes what the world calls 
success,” Edison said. Understand that failure has 
to come before success. There is a price to pay, so 
pay it. Get it out of the way, then move on. Build 
a sales strategy, have a prospecting plan. Work 
your plan and tweak it as you encounter failures. 
Every day that you tweak your plan, you’re 
moving one step closer to succeeding.

“Opportunity is missed by most people, 
because it is dressed in overalls and looks like 
work.” Understand that the obstacles you face 
are not as big as your think they are. Just start 
working at them. Set goals. Set them high. 
When you are half way up the mountain, the 
mountain doesn’t look so unsurmountable 
anymore. Embrace the work you’ll face. Pay the 
price. Don’t walk away, but don’t just dip your 
toes in either. Dive into the pool. Your body 
will adjust to the water’s temperature. Selling 
isn’t easy. That’s why there are so many bad 
salespeople. Work at it every day.

“Many of life’s failures are people who don’t 
realize how close they were to success when 
they gave up.” I hear so many good business 
owners over think whether or not they CAN be 
successful. Yet, I view them as being on the verge 
of doing huge things with their business. Most 
of us will stop calling prospects after four or five 
attempts. Most of the time, it only takes eight to 
get a conversation. We walk away after being so 
close to having that conversation. Pursue things 
in life as if they are meant to be. Understand 
that each failure pays compound interest towards 
your future success. Keep working your plan 
regardless of how it can feel at times. It will pay 
off..

        continued on page 8 ...
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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.
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By Ryan C. Fuhrmann, CFA

Just over a year ago, the 
Patient Protection and 
Affordable Care Act measure 
became law in an attempt 
to rein in what has been a 
significant and steady rise 
in healthcare spending in 
the U.S. over the past three 
decades that has far exceeded 
the overall inflation rate. But 
by a number of measures, the 
cost of going to college has 
increased at a higher rate than 
both inflation and healthcare.

A 2009 report by the Atlantic 
Monthly Group detailed that 
education costs increased at a 
faster rate than healthcare in 27 of the 30 years 
it studied. A more recent study by the National 
Inflation Association (NIA) estimated that 
the inflation rate has increased just over 107% 
since 1986 while college tuition increased nearly 
467% over the same period. Today, the average 
annual cost of attending an undergraduate 
program is $20,000. There is a big difference 
between public institutions that cost around 
$15,000 annually and private colleges that can 
charge closer to $30,000 for a year of school.    

The NIA went so far as to release a 
documentary entitled College Conspiracy that 
“exposes the facts and truth about America’s 
college education system,” including a view that 
college consists of “studying useless information” 
that can leaves students in certain degrees ill-

prepared and too indebted when 
entering the working world. 
Despite the NIA’s more cynical 
stance that “colleges are deceiving 
prospective students”, its study 
does highlight that education 
costs have increased significantly 
and if they continue to increase 
at their current pace, higher 
education will soon be out of 
reach for many aspiring students.

Just like with the beleaguered 
healthcare system, there may not 
be much individual parents or 
students can do to change the 
course of education inflation 
overall, but there are a number 
of strategies they can employ to 

control costs. These include taking Advanced 
Placement (AP) tests in high school that when 
passed can be used for college credit. Studying 
abroad is another option, as one study detailed a 
number of colleges in England that offered great 
education values. Attending an in-state public 
college can also keep costs low, as can seeking 
out financial aid at a private university. And 
finally, saving via tax-advantaged 529 college 
saving plans can help stretch educational dollars 
farther. 
 
 
Ryan C. Fuhrmann, CFA, is a financial writer and 
investment manager based in Carmel. He has no 
positions in any company mentioned above. Feel 
free to contact him at ryan@fuhrmanncapital.com 
or visit his website at www.RationalAnalyst.com.

Are Rising Education  
Costs a Conspiracy?

Ryan Furhman

david Cain

By David Cain

I find myself in a lot of 
meetings. And, lately I’ve been 
noticing some things people 
say that are subtle but never 
fail to raise my eyebrows with 
confusion. Not to overstate it, but 
I’d say these are my top five picks 
for how to sound ridiculous in a 
business meeting. 

“If we had more time, we 
would have….” Ah, the blame 
game. The clock caused this. If 
only we had endless time to work 
on your stuff. In case you don’t 
speak sloth, I’ll translate for you. 
This little phrase means, “We are 
lazy or just don’t care and here’s 
what you get; we realize it’s not that great.” 

“This is very similar to what you have now, 
but….” The last thing anyone wants to hear is 
that you are selling him or her what they already 
have. This gem translates to, “Stick with us, we’ll 
help you spend money needlessly.” 

“Last night I decided to….” Start any phrase 
with “last night,” “this morning,” “earlier today,” 
or anything similar and it’s time to look up 
because you just dug yourself a hole. Translation 

Five ways to sound  
ridiculous in meetings

is, “I just started on your stuff ” 
or “You are about to be amazed 
by my minutes of effort.” No 
one likes to be your last-minute 
client. 

“Now this is the result of a 
ton of work….” This is the other 
extreme. It means, “Get prepared, 
here comes a big bill.” And, bill is 
not a big guy. It’s a big expense. 
Even if it took weeks, stop 
bragging about how slow you are 
– nobody likes a showoff. 

“You’ll understand more in 
a minute….” Hey, if you’ve got 
something that will make this 
easier to understand, show me 
that first. Lead with your best 

stuff and save the filler for somebody who cares. 
I hate it when people try to build it up. Just show 
me what I came to see. I’m looking for the main 
attraction, not the magic show.

Want to bewilder a room full of people? Try 
out any of the above. Remember, there are bonus 
points for combos. 
 
David Cain works at MediaSauce, a digital media 
and online marketing company in Carmel. Contact 
him via e-mail at david.cain@mediasauce.com.
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...continued from page 7 
 
“There is a better way to do it—find it,” was one 
of Edison’s mantras. There is a huge lesson in 
this for all of us. We need to understand that 
we don’t know what we don’t know. There is 
something out there that makes it easier. There 
is someone who knows more. Seek out those 
in the know and gather all that you can from 
them. They have made most of the mistakes 
already and can share their knowledge with you. 

Even though we want to blaze our own trail, the 
chances are pretty good that someone has already 
marked it for us.

Thomas Edison was an inventor. Inventing is 
about failing over and over again until you find 
success. Reinvent yourself. Pay the price. Mess 
up something today. You’ll be one step closer to 
where you really want to be…successful.

How Edison invented  
good salespeople
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lEAdERsHipLeadership

By Daniel T. Miller
A strong team member is the dream of every 

team leader. You want your team members 
motivated, capable, and strong. You tell everyone 
that these are the folks you’re looking for. What 
if your dream came true and you found exactly 
the sort of team member you always wanted. 
Wouldn’t that be great?

Let’s look at the spring of 1948 for one 
answer. Our focus will be on President Harry 
Truman and his closest team of advisors. 
Specifically, we’re looking at Truman and his 
Secretary of State, George C. Marshall. I think 
you’ll be amazed at this story of teams and 
leadership.

The issue at hand in 1948 was Israel. With 
the Holocaust and World War II barely over, 
the new United Nations had responsibility for 
the stretch of land that would be called Israel. 
No nation on earth had yet formally recognized 
Israel’s existence. 

In early 1948 US President Harry Truman 
was convinced that the United States should 
recognize Israel, to be the first nation in the 
world to acknowledge this new nation. In 
January he told his Cabinet, including Secretary 
of State George Marshall, that the US would 
recognize Israel in May, the ending of Israel’s 
territorial status with the new United Nations. 
Truman thought American recognition was the 
proper moral choice in light of the Holocaust. 
He also knew that Jewish voters in the US 
would likely support his presidential re-election 
in the fall.

Secretary of State Marshall opposed the 
decision. He thought the move would raise 

tensions with the Soviet Union, threaten 
American interests in the Middle East, 
and require a large American military force 
in the region. A highly decorated Army 
general, Marshall was one of the key planners 
of American operations in World War II. 
Marshall’s skill and experience as an officer and 
soldier were among the key reasons for Truman’s 
choice of him as Secretary of State. 

Throughout winter and spring 1948 Secretary 
of State Marshall allowed his subordinates to tell 
reporters of the State Department’s opposition 
to Truman’s decision. Marshall also rejected the 
president’s decision in private meetings. As late 
as the night before the end of Israel’s pre-nation 
status with the UN, Marshall had refused to 
drop his opposition to American recognition of 
Israel. 

Throughout the five months of tense 
exchanges, Truman maintained a calm, patient 
attitude toward Marshall. He allowed this 
extraordinarily talented team member to hold to 
his personal views. He also didn’t retaliate or lash 
out for his opposition. And true to his poker-
playing habits, he used all of the time available 
to him and judged the mettle of the man sitting 
across the table. 

On the day that Israel received word of formal 
American diplomatic recognition, Marshall 
quietly informed Truman that he wouldn’t 
publicly oppose the policy any more.

Sometimes, a leader can have his or her 
hands just as full in dealing with a talented and 
successful team member as with those who aren’t 
as gifted. Finding your Marshalls will produce 
its own set of issues.

The talented team member  New York Times “Corner office” columnist 
Adam Bryant has found that most CEOs were 
in leadership roles early on, but others weren’t 
until college or in their first jobs. He said there 
are some x-factors that leaders have – including 
a passion for bringing people together and 
getting them excited about a shared goal — but 
leadership also has to be learned. “The CEOs 
I interviewed were quite open about the fact 
that it took them many years before they felt 

comfortable as a leader, including finding that 
balance between being friendly with their 
employees, but not too friendly,” he wrote. 
“Learning how to lead is a process that never 
ends, and the ones who recognize that, I think, 
are better able to adapt to the rapid changes in 
the business world. The ones who say, ‘This is 
how I lead, this is my style, period,’ are much 
more likely to be short-timers.”

-www.bnet.com

Leadership: nature or nurture?

Monetize your social media efforts 

Trade, don’t buy 

Companies don’t always need to use social 
media as a sales tool or to acquire news 
customers, says Turner; they can use it as a 
customer retention tool. If someone likes 
or follows your business, it’s because they’re 
interested in hearing from you on some regular 
basis. It’s important that you have a routine 

Avidian Technologies Inc. of Redmond, 
Wash., has used barter networks to trade its 
software for goods or services, cutting its costs, 
Chief Executive James Wong told the Wall 
Street Journal. Most of the time, the company 
makes trades to get perks for employees that 
would otherwise have cost thousands of dollars. 
Recently, for instance, Avidian made a deal with 
the Seattle Symphony: In return for Avidian’s 

schedule for your blogs, tweets, and postings. 
Keeping your fans and followers up to date on 
what’s new and happening with your business or 
industry will keep them engaged with you and 
keep your brand top-of-mind.

-www.inc.com

customer-relationship-management software, 
the symphony provided four tickets for each 
of Avidian’s 35 employees. The company made 
a similar deal with a local restaurant, getting 
a Christmas party that otherwise would have 
cost $5,000. Be warned, though: Bartered goods 
and services are taxable and counted as regular 
income.

-www.wsj.com
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Ceramics Tile Repair and Installation • Blinds and Draperies
            Light fixture • Repair Roof Repair • Clean Gutters

   Hang Pictures & Wall Decorations • Install Ceiling Fan • and More
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yOU gET pAid TO dO THAT?You Get Paid To Do That?
Name: Kelly Williams
Title: Floral manager
Business: Marsh
Time at Marsh: 27 years

How did you get started in floral design?
When I was 20, I saw a sign that Marsh 

needed salad bar help. I came in, and they put 
me in floral, and I’ve been here ever since. I 
had a great teacher who taught me everything 
– bouquets, corsages, arrangements. Believe it 
or not, her name was Rose. I had no experience 
before that, and I learned as I went along.

What do you do as the floral manager?
Customer service is No. 1. That’s our whole 

job. Anything a customer wants, we do it. We 
fill our cooler with vases and different flower 
designs. We have a cooler with birthday and 
anniversary arrangements, dozens of roses and 
bud vases. We do custom orders and fill the 
cooler with arrangements in different price 
ranges – big, medium and little ones. We do 
bouquets and corsages, weddings, funerals, 
birthdays, anniversaries, get well and more. We 
also water lots of plants.

What are your top sellers?
Rose bouquets sell really well. We have a wide 

variety of bouquets. They probably sell the best. 
Valentine’s Day is our No. 1 business; Mother’s 
Day is No. 2. Prom is really close to our Easter 
sales. A lot of people here really like gerber 
daisies. They’re popular, they’re big, and there is 
a wide variety of colors. It’s amazing. We also 
sell a lot of pom pom daisies. They are everyday 
flowers and people like them.

 
What is your favorite flower?

The stargazer lily. It smells good, and they’re 
just pretty with the pink in the middle.

What is the most challenging aspect of 
your job?

Prom is the most challenging. There’s little 

time to do the corsages, and they’re very 
time consuming. We did more than 100 this 
year. And we’ve done large weddings, up to 
$4,000 weddings. We’ve made big $200-$300 
arrangements for weddings. We do table 
arrangements for receptions, altar arrangements 
and brides’ bouquets.

What do you like best about your job?
I like working with the plants the best. I like 

the different varieties. There are so many – at 
least 50 varieties. I like the houseplants. If you 
talk to them, it really helps.

What makes someone a good florist?
First you have to like plants and flowers and 

working with people. You have to be a hard 
worker, because it’s lots of work unloading our 
trucks. There’s a personal touch and creativity 
that goes into it. You have to know what colors 
go together and what flowers go together. For 
instance, some flowers are more elegant, like a 
lily or rose, and others are everyday flowers, like 
daisies, carnations and snapdragons. You can also 
add in a butterfly or bird or put a special flower 
in the arrangements. 

 
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.

Kelly Williams designs a corsage.
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To grow a business in today’s competitive marketplace, you need a financial 
partner who understands your needs and is committed to helping you succeed. 
You also need a partner who has all the financial products and services to 
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