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Shepherd Insurance remains strong through generations of family ownership
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Shepherd, Kelly Shepherd 
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Shepherd Insurance remains strong through generations of family ownership
By Darla Kinney Scoles
Carmel Business Leader

When Dave Shepherd founded Shepherd Insurance and Finan-
cial Services in 1977, he did indeed have in his mind the thought 
that the company would be a family business spanning genera-
tions. After all, it was his father, Bill, who advised him to go into 
the insurance field and made it financially possible for him to do 
so. Perhaps following generations would see the value in what he 
created as well.

“That was the hope, and we tried to build a strong and broad 
foundation that would hold up through the years and create an 
interest in the business,” Shepherd said. 

His business plan pulled in several family members along the way, 
as well as 90 other employees – each carefully chosen and placed 
where they fit best within the operation, which is now entering its 
35th year. An independent insurance agency, Shepherd Insurance 
also represents more than 50 carriers and will soon double its office 
space with a move from its current location to one near where Shep-
herd originally set up shop in the garage of a real estate office.

Shepherd attributes much of that growth to his five keys to suc-
cess (listed with this article). His daughter and business partner, 
Kelly Shepherd Kakone, added that “organic growth, technology 
and forward thinking” have been just as important with the ever-
changing business world and economic climate. 

Kakone, along with brother Quinn Shepherd, cousin Dena 
Shepherd Page, grandfather Bill Shepherd, and step-sister Colie 
Strack make up the business’ family framework, though Kakone 
insists no one was pressured to join the ranks.

“I felt honored to be aboard,” said Kakone, who came into the 
family business 18 years ago after first pursuing other endeavors. “I 
was attracted to the idea of growing the company and giving it my 
all. I wanted to help this business be the best it could be.”

In spite of such enthusiasm, however, having several rela-
tives involved in the running of such a large company can have 

its drawbacks, she said. Kakone said that letting personal family 
issues interfere with the business is one internal challenge faced 
by family-run companies of all types. Shepherd sees an external 
challenge in assuring other employees that the family members are 
really working just as hard as everyone else. Both agree that mak-
ing sure each employee – relative or not – is in the right position 
to succeed, is vital.

“Interest is also key to maintaining a family operation through 
more than one or two generations,” Shepherd said. “Many such 
companies fail because, ultimately, there is a limited interest in the 
actual business. You have several children and not all are going to 
be interested in what you do. They might like the income, but not 
the actual business itself enough to sustain it.” 

Quinn Shepherd is part of the younger generation preparing to 
continue the family’s business legacy.

“You have to be casting a vision for the future,” Shepherd said. 
“When you see second generations fail is when they don’t have a 
visionary. I grew up in this business. It’s in my blood.”

Several pivotal decisions along the way have added to the vitality 
of Shepherd Insurance, with family members weighing in and ulti-
mately agreeing, even if the move is a tough one for them personally. 

One such decision involved building a facility on Carmel Drive to 
create more of a “presence” in the community. The company also has 

locations in Columbus, Evansville, Greenfield and Seymour. Anoth-
er was to join Marsh Berry, an insurance management consultant 
group that advises the top 150 insurance agencies in the country. 
They also purchased five other agencies during a 10-year period.

These strategic actions, each involving its own risks, helped 
make the company both better and stronger in spite of financial 
swings and changing business trends, according to Bill Shepherd.

“The business started because we took a risk,” he said.
And, that risk has paid off for the company.
“Part of succeeding is taking calculated risks,” said Jeff Weder, 

who has been with the company for 28 years. “You can’t be afraid 
of failure, and have to be willing to reinvest in your company – 
especially your employees – in order to succeed. You also have to 
have your clients’ best interest at heart.”

Through the years, those practices have helped the company, 
now serving 15,000 clients nationwide, to develop market niches 
in truck dealerships, restaurants, law firms, municipalities and 
schools in spite of a business world that has changed drastically 
since 1977. 

“We have made mistakes along the way, certainly,” Kakone said. 
“But we have learned from them.”

“It’s been a fun ride,” Weder said, “I feel we aren’t even halfway 
to where we want the company to be. I’m looking forward to the 
next three decades.”

•	 Establishing	great	client	relationships
•	 Maintaining	a	strong	work	ethic
•	 Hiring	(and	maintaining)	bright,	top-notch	people
•	 Choosing	tremendous	companies	to	represent
•	 Having	a	team	approach	internally	to	the	way	we	do	

business

1200	W.	Carmel	Dr.
Phone: 846-5554

Hours: Mon.	–	Fri.	8	a.m.	–	4:30	p.m.
Web: www.shepherdins.com

five keys to success

shepherd insurance & 
financial services

From left: Quinn Shepherd, Dave Shepherd, Kelly Shepherd Kakone, Bill Shepherd and Jeff Weder. 
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Practical resolutions for 
your small business

It	is	inevitable	for	every	entrepreneur	as	their	business	
grows	to	find	themselves	
being	pressured	by	more	
“experienced”	peers	to	
define	their	mission	state-
ment	or	vision.	This	is	a	
kind	of	twisted	initiation	
ritual	among	corporate	
leaders	to	force	you	to	
take	all	your	ambition	
and	instinct,	which	has	
guided	you	so	far,	and	
boil	it	down	to	a	couple	of	
over-simplified	impotent	
sentences.	So	as	we	
head	into	the	new	year,	
many	of	you	may	be	fac-
ing	more	pressure	than	
usual	to	participate	in	this	
yearly	tradition	of	creating	
ambiguous	unrelatable	
corporate	declarations.	My	gift	to	you	is	a	little	push	back.
We	relate	to	this	excruciating	process	at	Fat	Atom	as	

we	recently	attempted	to	bow	to	pressure	to	create	such	
a	vision	for	our	own	company.	After	hours	of	sweating	and	
toiling	over	a	hot	white	board,	we	had	nothing	we	felt	good	
about.	In	fact,	we	ended	up	with	more	verbage	than	when	
we	started.	Finally	we	realized	that	we	were	all	just	trying	
too	hard.	
Before	I	give	it	away,	let	me	tell	you	that	some	of	the	

most	anxious	and	unhappy	people	I	have	worked	with	are	
those	who	try	to	make	their	work	the	all-encompassing	ven-
ue	for	their	hopes	and	dreams	...	including	my	past	self.	As	
much	as	it	may	pain	me	to	say,	or	all	you	youthful	idealists	
to	hear,	the	business	world	doesn’t	need	you	to	constantly	
produce	masterpieces	or	pinnacles	of	human	achieve-
ment.	What	the	business	world	needs	is	consistant,	com-
petent,	affordable	and	timely	services	and	products.	
Words	like	“consistant”	and	“affordable”	seldom	inspire	

employees,	but	they	do	inspire	pocketbooks.	So	what	is	
a	business	leader	to	do?	Should	you	tell	the	truth	and	
provide	your	workforce	with	a	bland	vision	about	creating	
“consistancy”	or	lie	to	them	with	a	broad	reaching	vision	
that	everyone	knows	is	tripe?	I	propose	a	third	option.
We	have	decided	that	the	best	thing	we	can	do	as	lead-

ers	is	provide	our	employees	a	great	place	to	work,	provide	
for	a	good	living	and	give	them	all	the	flexibility	they	need	
to	pursue	their	dreams	and	masterpieces	in	their	own	per-
sonal	lives.	Leaving	work	with	a	little	extra	energy,	instead	
of	being	wiped	out,	means	you	can	invest	in	projects	that	
are	otherwise	impossible	in	the	pragmatic	world	of	com-
merce.	In	other	words,	we	want	you	to	put	your	heart	into	
your	work,	but	put	your	soul	elsewhere.	
But	what	about	having	a	vision	that	helps	you	direct	your	

business	decisions?	Well,	I	think	that	making	sure	your	
business	doesn’t	kill	you	or	your	employees	is	a	pretty	
good	guide	for	making	decisions.	I	am	serious	here:	If	you	
are	constantly	having	to	work	an	eighty	hour	week	to	stay	
afloat	then	you	need	to	rethink	your	way	of	doing	things.	
We	have	to	deal	with	crunch	time	every	now	and	then,	but	
it	should	always	be	a	temporary	thing.	If	you	can’t	make	a	
profit	in	a	forty	hour	week,	then	you	have	some	real	evalu-
ation	to	do.	
For	this	New	Year’s	resolution,	instead	of	creating	

high-level	esoteric	goals	for	your	business,	why	not	focus	
instead	on	more	practical	ones	like	improving	the	lives	of	
those	who	are	spending	their	lives	helping	you	reach	your	
business	goals.	I	can	think	of	few	greater	achievements	
than	a	business	leader	hearing	an	employee	say,	“I	am	so	
glad	I	work	here.”	If	you	need	a	little	selfish	motivation,	just	
realize	that	if	an	employee	says	that	then	they	are	likely	to	
be	VERY	productive.

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

editorial/opinionEditorial/Opinion

As both individuals and businesses make resolutions and set 
goals for this new year, the importance of great customer service 
should not be forgotten by the latter. 

We have recently been reminded about the importance of leav-
ing customers with a good impression and the positive impact 
this can have.

For example, one of us recently purchased tickets to an upcom-
ing Indiana Pacers game through Carmel ticket exchange com-
pany Fanfare Tickets. When it came time to pick up these tickets, 
however, it was learned that the seller did not actually possess 
them, meaning the tickets ordered and paid for could not be had. 
This situation had all the makings of a let-down and a frustrating 
experience for the customer, but the company went the extra mile 
to right the wrong. 

Per its policy, Fanfare offered to provide better tickets – one 
level closer to the action – and cover the costs of the upgrade and 
the price to mail the new tickets. This wasn’t done in response to 
angry comments or a request for a refund from a disgruntled cus-
tomer, though. Something went wrong, and despite the fact that 
the company was not at fault and the matter was beyond its con-
trol, it immediately stepped up to rectify the situation.

Consequently, a customer who may have otherwise never 
returned is now singing the company’s praises and likely to use its 
services again. 

It’s a product of good fortune, or perhaps good karma, that 
Fanfare’s efforts to do right by its customer made a good impres-
sion on someone with a guaranteed column space, but that’s also 
our point. 

Is it going to be typical for you to sell to someone from the 
staff of a local news publication, with this person in turn writing 
about his or her experience with your company? Probably not, but 
you should never underestimate who your customers know and 

how much their retelling of their experiences can help or hurt 
your business.

Customers who feel they were wronged are eager to share their 
horror stories with friends, family and anyone else who will listen 
in hopes sparing others the same frustrations – and to spite the 
company that caused the headache. But customers can be just as 
vocal about a company that does whatever is necessary to satisfy 
its clients. 

It’s good to set goals and resolve to improve your business, but 
when making such decisions the importance of great customer 
service cannot be overlooked. Going above and beyond to make 
sure your customers are satisfied should make achieving this year’s 
goals a simpler task.

The importance of making it right

kevin kane & Jordan fischer
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your local independent insurance agent
shepherdins.com

(317)846-5554(

run your business

we’ll handle
the insurance

© 2011 Somerset CPAs

Visit us online to learn about our people, services, seminars and 
much more:  www.SomersetCPAs.com 

Somerset CPAs is an accounting and consulting �rm—passionate 
about the success of our clients, employees, community and 
profession.  Work with our team of innovative professionals:

Industry Teams
- Architecture/Engineering
- Construction
- Dealerships
- Dental
- Entrepreneurial
- Health Care
- Manufacturing & Distribution
- Not-for-Pro�t
- Real Estate

Service Teams
- Assurance
- Business Advisory
- Employee Bene�ts
- Information Solutions
- Litigation, Valuation & Forensic
- Small Business Services
- Tax
- Wealth Management

Somerset CPAs, P.C.
3925 River Crossing Parkway • Indianapolis, IN 46240

317.472.2200 • 800.469.7206
info@SomersetCPAs.com

    Years of Commitment         to Your Success

+

Innovative strategies.  Bottom-line results.

Chamber names Renaissance 
business of the year

Carmel Business Leader
Renaissance Indianapolis North Hotel was 

honored with the Applause award at the Car-
mel Chamber’s December luncheon as the 2011 
business of the year. The Applause award is 
presented to a business based on its success in 
growth and stability, commitment to quality, cre-
ative and unique solutions to challenges, entre-
preneurial spirit and overall contribution to the 
community. Other awards were also presented, 
including ones for Lifetime Achievement and 
Most Valuable Volunteer.

The Renaissance has exceeded budget expec-
tations, achieving 114 percent of its market 
share, and given back to the community through 
annual donations to more than 16 non-profit 
organizations.

The Chamber’s newest award, the Harold 
Kaiser Award for Lifetime Achieve-
ment, was presented for the first 
time to recognize an individual 
who has made a lifetime commit-
ment to business in the Carmel 
community. This year, the Cham-
ber honored Harold Kaiser, the 

award’s namesake and one of the founders of the 
Carmel Chamber, for his devotion and enthu-
siasm for business, volunteer work, the city and 
the Chamber. 

The Chamber’s Most Valuable Volunteer 
award, established to celebrate and recognize 
outstanding volunteer contributions by an indi-
vidual who also works full time, was presented to 
Beth Smietana, communications manager at the 
Carmel Clay Public Library.

The Look award for renovation was presented 
to PFM Automotive Group for its newly opened 
PFM Car & Truck Care Center at 116th Street 
and Guilford Road. The Look award for new 
construction was presented to Pedcor Compa-
nies for its Carmel City Center project.

For its support of environmental education 
and funding of environmental projects, 

Carmel Green Teen Micro-Grant 
Program was presented the Car-

mel Green award. The innovative 
youth-directed program awards 
small grants and provides techni-
cal guidance to young people for 

youth-led environmental projects in 
Carmel. 

Workers forfeiting $34.3 billion	–	The	average	American	worker	earned	14	vacation	days	
last	year	but	only	used	12	of	them,	according	to	a	survey	by	Expedia.	That’s	about	the	same	
number	of	days	they	left	on	the	table	last	year.	Altogether,	Americans	are	giving	up	226	
million	unused	vacation	days	in	2011.	Considering	that,	according	to	the	Bureau	of	Labor	
Statistics,	the	average	full-time	worker	earns	$39,416	a	year	--	that’s	$34.3	billion	worth	of	
time.	The	biggest	reasons	for	not	vacationing:	lack	of	planning	and	workers’	fears	that	being	
out	of	the	office	will	make	them	“next	on	the	list,”	according	to	the	survey.

-Money

new products too quickly?	–	In	a	new	survey,	nearly	
half	of	consumers	(48	percent)	“feel	high-tech	manu-
facturers	bring	new	products	to	market	faster	than	
people	need	them.”	In a	new	study	from	Underwriters	
Laboratories,	89	percent	of	manufacturers	say	they	
are	“at	or	ahead	of	the	curve”	when	it	comes	to	inno-
vation.		But	two-thirds	of	those	surveyed	also	“feel	man-
ufacturers	do	not	conduct	thorough	testing	before	launching	new	products.”	
In	other	words,	consumers	aren’t	anti-innovation.	Instead,	they’re	against	unnecessary	and	
poorly	thought-out	innovation.

-www.moneyland.time.com
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317.539.2024 • 800.531.6752
www.raystrash.com

“Is your company’s New Year’s resolution to go green? Call Ray’s 
and find out about all of its exciting recycling programs. Whether 
you need a small container for office recycling, or large-scale 
equipment to handle excess packing materials, and things in 
between, Ray’s has you covered. Ray’s Trash is the only call you 
need to make for your recycling and waste removal needs. We 
offer consultants to review your needs and design a competitively 
priced custom program for you. Call us today to schedule a review 
of your property’s disposal plan.”

GREAT SERVICE 
SMART PRICING

CALL RAY’S TODAY.

     317.855.8476    axiomhrs.com

ARE YOU ATTRACTING THE 
RIGHT TALENT? MAYBE YOU 
NEED BETTER BENEFITS.
Check out the options with
Axiom Human Resource Solutions.

creative edgeCreative Edge

Have you noticed lately that you’ve been 
feeling a little sluggish, less energetic – less 
satisfied with your work – even though you’ve 
been staying on top of everything coming 
your way? You seem to be well-aware of just 
about everything going on in the known world 
(including your industry), yet 
unmotivated to do anything 
specific about it.

 It’s very likely you are like 
millions of other profession-
als who suffer from a rela-
tively new disease known as 
“information obesity” (a term 
I just made up). Simply, we are 
becoming fat with information 
in the form of news, gossip, 
articles, videos, and 140-char-
acter bytes from zillions of 
sources.

Early studies (I have con-
ducted by asking colleagues 
and clients) are revealing that 
there seems to be in inverse 
relationship between the 
amount of information we are 
consuming and the level of energy we have for 
our own work and lives.

The good news is that you can self-diagnose 
to see if you have or are susceptible to the con-
dition:

How many of the following do you access 
each day (count all access, not just your own): 
televisions, radios, Web browsers, smartphones, 
iPads or tablet PCs, magazines, newspapers, 
blogs, RSS readers, facebook, Twitter, GPS 
systems, postal mailboxes, iPods, e-mail boxes, 
friends, family, colleagues, etc. If you counted 
more than five, you might be vulnerable.

Now, how much of this media you consume 
is repetitive, frivolous or unrelated to your life 
and goals?

Imagine that each day you were given hand-
fuls of potato chips 20 different times by vari-
ous sources in your car, you were fed candy 30 
times from sources on your desk, and every 
time you traveled somewhere new during the 
day, you were presented with a new plate of 
food and asked to eat. On most days, this could 
be what it’s like with information to your brain.

Is information bad? Of course not. Is some 

information not worth hearing at all? Of 
course. Do you need to hear from 40 differ-
ent sources today that someone in Phoenix did 
something halfway interesting and created a 
YouTube video about it? 

 So … if you want to escape this disease, 
you’re going to have to take 
it upon yourself to establish a 
more healthy environment:

 1. Conduct an info audit: 
How much time do you spend 
taking in information that is 
unimportant or redundant? 
(You might be surprised). How 
many sources of news and info 
do you access regularly?

2. Consider if your identity 
is tied to “being in the know” 
or being THE news source 
to your colleagues, friends or 
family. Sometimes that’s how 
you make your living. Usually, 
it’s not.

3. Figure out how much 
fasting or filtering is appropri-
ate to free you from overload 

– how many sources could you live without. 
Newspaper, CNN, Drudge, radio, RSS, etc. –
pick one to eliminate. Repeat as necessary.

4. Best advice: Put yourself on an information 
fast. Over the next 30 days, turn off as many 
sources of general news you can, including TV, 
radio and the web. Pay attention to only those 
sources of information critical to your business. 
See if you feel starved … or surprisingly ener-
getic. Adjust your next month accordingly.

How will you spend your time and attention, 
now that it’s not occupied with all this infor-
mation? What will get your adrenaline going? 
Those are very good questions – and related 
to this one: What activities and pursuits have 
the most meaning to you? How could you be 
spending your time creating a business and a 
life that you were meant to lead?

Bottom line: You’re taking in too much. It’s 
keeping you from being creative and produc-
tive. Get yourself on a diet for the New Year. 
You will NOT starve.

Tom	Plake	is	the	president	of	Creative	Edge,	Inc.,	which	
specializes	 in	 coaching	 leaders	 and	 their	 employees.	
Plake	can	be	reached	online	at	tom@tomplake.com.

tom plake

A New Year’s diet to 
regain your creative edge

Carmel Business Leader
The Fishers-based Entrepreneurship 

Advancement Center (EAC) has just been 
awarded $73,500 to establish a small business 
revolving loan fund. 

The purpose of the Hamilton County Small 
Enterprise Loan Fund (SELF) is to provide 
financial assistance through low-interest loans 
to qualified businesses located in rural areas of 
Hamilton County. 

To be eligible, the business must be located 
in areas of Hamilton County designated eligible 
by the federal government, have fewer than 50 
employees and less than 1 million in gross annu-
al revenue.

SELF can be utilized by loan recipients for 
fixed assets, working capital and cash flow in the 
areas of manufacturing, commercial, retail, agri-
cultural, service or tourism.  

The Small Business Development Center 
(SBDC) provides free and confidential business 
assistance and anyone interested in a SELF loan 
must be a client of the SBDC.

The SELF loans will result in positive eco-
nomic impact on the county through job cre-
ation, job retention and growth of small busi-
nesses in Hamilton County.

The EAC will administer the program. After a 
review process, loans will be awarded by a board 
of directors established specifically for SELF.

This grant was made possible in partnership 
with the Hamilton County Convention and 
Visitors Bureau and the Hamilton County Alli-
ance. Out of more than 20 applications, only 12 
in Indiana were funded this year.

For more information, or to find out if your 
business is in an eligible area, visit http://goen-
trepreneurs.org.

EAC now offering small business loans
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you get paid to do that?You Get Paid To Do That?

By Lana Bandy
Carmel Business Leader

How did you get started as a tattoo artist? My brother 
tattooed and he apprenticed me. I had some art background before 
I apprenticed at his shop, learning machine building, needle mak-
ing and drawing concepts and techniques for two years. I have an 
associate’s degree in tattoos – everything from the business end to 
production. 

What other art background do you have? It’s mostly fine 
art techniques that you learn about. I took six art classes in high 
school, from jewelry making to pottery to sketching and painting. 
At Herron, I was in graphic art for a year. 

How is tattooing different from other forms of art? There 
is this particular type of art, tattooing, and then there is everything 
else. Certain things work and certain things don’t because it is skin 
and you can’t change it. You need structure. You can put a canvas 
behind glass and protect it. You can’t do that with the human body. 
You can always touch up or rework tattoos, but once it’s on your 
body, you want it to age well and hold up over time. There’s a lot of 
pressure on you, but this style of tattooing, traditional Americana, 
is proven and it holds up. Traditional tattooing has bold lines, a 
decent amount of black, bright colors and boldness. It’s a style. It’s 
as different from painting as sculpting is.

Do clients typically have an exact design in mind or do 
they give you free rein? If they’re smart, they do give the artist 
free rein. For a lot of people, that’s the hardest part, relinquish-
ing control of the design. The subject comes from the person, but 
the expressive style and design should come from the artist. It’s a 
respect thing. You pick an artist because you like their style. You 
might say “I want a skull and a heart,” then let the artist express it 
because you are a fan of their artwork.

Does it hurt? You don’t get used to it. Anyone who says it 
doesn’t hurt doesn’t have many tattoos. But it’s not that bad. Get-
ting a tattoo is as much of a reward as wearing it. People boast: “It 
hurt so much.” But I don’t know anything that lasts forever that 
doesn’t hurt.

What do you like best about your job? I like the perma-
nence factor. There’s no other way to do artwork that lasts forever. 
People get to see it every day. There is artwork in galleries all over 

the world and 99 percent of it is on a wall and very few people see 
it. The permanent meaning of tattooing is very attractive to me. It’s 
also nice that I don’t have to put on a suit and tie and go to a desk 
job every day. But I have given up a lot in life for tattooing. True 
artists are married to their tattoos – it’s not easy. It’s not easy to do 
pieces of artwork on people. You are creating something permanent 
on a moving, talking person. The average tattoo takes two hours. 
You develop a bond with the people; you talk to them and are kind 
of a psychiatrist. You may be representing a loved one, the birth of 
a baby, some sort of love. It ends up being more than a tattoo.

What advice would you give people who want a tattoo? 

Don’t do it yourself ! I have a certificate from the state saying that 
I took blood-borne pathogens courses. You need an understanding 
of how blood-borne pathogens are passed. You need to know ster-
ilization techniques for equipment. You can’t learn these things at 
your house. The old fear of getting tattoos should still be in place. 
Educate yourself before you do anything – just like you wouldn’t go 
to a doctor and get a procedure you don’t know anything about.

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	Busi-
ness	Leader.

salesSales

By Kevin Kane
Carmel Business Leader

Owners of property, including business, 
in designated historical districts soon will 
be required to seek approval from a com-
mission before making certain changes to 
their properties.

The City Council last month approved 
an ordinance authorizing historic preser-
vation and the creation of a seven-person 
historic preservation commission. The 
ordinance, which passed with a 6-1 vote, 
was proposed to “maintain established 
neighborhoods in danger of having their 
distinctiveness destroyed,” among other 
stated purposes.

The members of the commission will 
be appointed by the mayor, serve three-
year terms and oversee exterior changes to 
properties within areas or neighborhoods 
designated to be historical. 

“If I am a property owner within one 
of the designated areas … and I so choose 
to make changes to my property, I need to 
secure what’s called a certificate of appro-
priateness from the commission first,” 
Indiana Landmarks Vice President Mark 
Dollase said while presenting the ordi-
nance to the council Dec. 5.

Violating the ordinance could lead 
to fines of as little as $10 or as much as 
$2,500 for a first offense.

Councilman Ron Carter was the only 
dissenting vote, and he called the ordi-
nance one of the most monumental to 

come before the council during his years 
in office.

Carter said he did not believe that most 
residents – including proponents of the 
ordinance – fully understood the impact it 
could potentially have. For example, Cart-
er said, had this ordinance been proposed 
and approved years ago, some recent 
developments in the city would not have 
occurred and relatively minor, yet benefi-
cial, changes may not have been permit-
ted, such as the addition of outdoor steps 
or a deck at Woody’s Library Restaurant.

He added that the ordinance could cre-
ate too much “red tape” and consequently 
discourage property owners from making 
beneficial improvements to their structures.

However, Carter’s fellow councilors 
contested that recent amendments to the 
ordinance would not allow such problems 
to surface. The amended version creates 
an adequate system of checks and bal-
ances, some councilors said, with the City 
Council overseeing the actions and deci-
sions of the commission.

Councilman Kevin Rider said he was 
in support of the ordinance for the ben-
efits it offers, yet added that his feelings 
will change if it is used for reasons outside 
of its intended use, such as preventing 
property owners from making changes to 
increase energy efficiency.

“If it starts venturing into these other 
areas, I’m going to spend the next four 
years trying to kill it,” Rider said.

Commission will oversee changes 
made to Carmel properties

Jon haas works on a tattoo at carmel tattoo ink.

Name:	Jon	Haas
Title:	Tattoo	Artist

Imagine that you have a sharp pain in your right 
side. You go to the doctor, sit on the examining table, 
and wince in pain. Picture yourself looking the doc-
tor in the eye and saying, “Doctor, I 
have liver cancer. Please remove my 
liver.” Now imagine that doctor tak-
ing your word for it and removing 
your liver, only to learn a few days 
later that you died from a ruptured 
appendix. This is the danger of self-
diagnosis. Without an expert profes-
sionally examining you, instead of 
your own self-diagnosis and the doc-
tor taking your word for it, you risk 
fixing the wrong problem!

Now shift to the growth of your 
business. It doesn’t matter if you are 
coming off a great year or a bad one. 
At this point, you are most likely 
trying to figure out how to grow 
the volume or profits of your busi-
ness. The reality is that if you really 
knew what you should be doing, you 
would already be doing it. Typically, we don’t hold out 
on ourselves. If you knew what was working or not 
working – and why – then you would purposefully be 
doing more or less of the same.

Most business owners can answer questions about 
what they do and how they do it. But when asked 
why, they can’t answer that question as readily. The 
simple reality is that often we don’t know the “why,” 
so we find ways to fix what we perceive as the wrong 
problem. Then we are shocked when we don’t get the 
results we were looking for.

When we chase our own solutions (self-diagnose), 
we typically do things like buy sales training, hire 
recruiters to find better salespeople, change compen-

sation plans to “motivate” our people, 
and shift marketing and sales strate-
gies. When one idea doesn’t work, 
we try another and another. Then 
we are shocked when nothing works 
and we begin to think that NOTH-
ING can be done. The situation feels 
hopeless. We are chasing problems 
and coming up with perceived cures 
rather than figuring out what the 
real disease is and identifying the 
best treatment plan. If you look at 
how much you have invested in time, 
money and lost opportunity, those 
costs get big pretty fast.

This is where a real sales force 
development expert should be able 
to help you. Real experts figure out 
what’s working or not working for 
you and your business – and why –

before they’re able to tell you what the cure is.
Maybe this is the year that you stop self-diagnos-

ing your sales problems. This is the year when you 
finally decide to deal with the sharp pain in your side, 
the fact that “my company is not growing at the rate 
it should be,” and you let the “expert” diagnose what 
the real problems are and allow that expert to pre-
scribe the right solutions to get you back on track.

Karen	Wilczewski	 is	 the	 founder	of	Top	Dog	Communications.	
Karen	can	be	reached	at	karen@topdogcom.com

The danger of self-diagnosis

karen Wilczewski
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make it more personal.

12955 Old Meridian St, Suite 103
Carmel, IN 46032

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

317.844.6629 P | 317.844.6636 F

On January 24th, 2012 

AlphaGraphics is hosting an 

event at La Mie Emilie in 

Downtown Carmel.  Join us for 

fabulous hors d'oeuvres, drinks, 

and music provided by the 

talented Heather Ramsey.

We will be hosting a silent auction at the event to 
benefit Team MammAGraphics.  So far prizes include 
a 10-person tasting at Artisano's Oils and Spices 
in Indy, a Sweet-of-the-Month membership from The 
Sweet Shoppe in Carmel, gifts from local artisans, a 
custom Luna Guitar, and a Team MammAGraphics 
t-shirt signed by Good Morning America anchor and 
breast cancer survivor Robin Roberts!

Bon Appetit!

www.lamieemilie.com
www.musicbyheather.com

WWW.TINYURL.COM/MAMMAGRAPHICSWWW.TINYURL.COM/MAMMAGRAPHICS

This holiday season I spent a lot of time 
with my two young daughters. As past of their 
continuing specialized training in the art of 
procrastination, we went shopping for gifts 
and groceries on Christmas Eve. In the car 
on the way to our first stop I 
explained my one rule for the 
day. My explanation took the 
form of a quick story. It was 
a story about an orange fish 
that swam out into the ocean, 
well past the drop off, even 
though his father told him not 
to. Nemo was scooped up by 
a scuba diver and ended up in 
a dentist’s fish tank in Syd-
ney. His dad had to travel the 
ocean to find Nemo. The main 
takeaway for my two little 
fishes, and my only rule of the 
day, “Listen to your father and 
do exactly as he says!” 

While the story of “Finding 
Nemo” is a much longer exam-
ple, I did manage to skinny it 
up to the main point of, “Lis-
ten to your father or bad things could happen.” 
I like stories and I like quotes for the same rea-
son. A simple quote can speak volumes about 
a point. Quotes are mini-stories. Stories are 
how we share experiences and how we learn. A 
compelling story doesn’t have to be long; it just 
has to spark an emotion. Sometimes that story 

can be as simple as a quote. 
As a new year is here again, I’m sharing four 

of my favorite quotes. They are micro stories 
that have a bigger message, a message that 
might just fit your new year. 

“You’ll be judged more by 
what you succeed at than what 
you attempt.” No one remem-
bers how many times you 
failed; they just remember suc-
cess so you should try more! 

“This is America, who is 
stopping you?” We live in the 
land of opportunity. No one is 
stopping you from being what 
you want to be. 

“When you come face-to-
face with destiny, do you want 
to be the bear? Or do you 
want to be holding a shotgun?” 
Remember, there’s always 
something bigger than you. 

“The cemeteries of the 
world are full of indispensable 
men.” Don’t think too much 
of yourself, everything can and 

will continue without you. 
Welcome 2012, I’m glad you’re here and glad 

I’m here too!

David	Cain	works	at	MediaSauce,	a	full-service	market-
ing	agency	and	online	storytellers.	Contact	David	at	Da-
vid.Cain@mediasauce.com	

The power of a good quote

david cain

on successOn Success

Every year, the Economist magazine provides 
its detailed outlook for growth trends across 
the globe. It recently released its forecasts for 
2012, and while there aren’t 
too many surprises (namely, 
emerging economies will con-
tinue to outgrow developed 
ones), a few areas stand out for 
their growth potential.

Overall, it projects total 
global GDP (all goods and 
services produced within a 
country’s borders) growth of 
3.2 percent, which would rep-
resent a modest decline from 
the 3.8 percent projected for 
all of 2011. Close to home, 
it projects modest 1.4 per-
cent GDP growth in North 
America, made up of 1.3 per-
cent growth here in the U.S., 
2 percent in Canada, and 3.1 
percent in Mexico. The U.S. 
economy will remain the largest in the world, 
with GDP of $15.6 trillion, or close to $50,000 
per individual.

Europe will remain on shaky ground and 
is the only region in the world projected to 
see negative growth for 2012. Current projec-
tions are for it to see a GDP contraction of 0.2 
percent, with developed Western Europe the 
laggard at negative 0.6 percent. Fears abound 
that a more severe contraction in Europe could 
push the entire global economy into recession 
seeing as Europe is the largest economic area 
in the world.

Asia will again lead the way, and is projected 

to grow 6.5 percent in 2012. China will remain 
in the top 10 of the fastest-growing countries 
(No. 7), with projected growth of 8.2 percent 

and total projected GDP of 
$8.1 trillion. India won’t be 
too far behind, with projected 
growth of 7.8 percent. Latin 
America is expected to grow 
decently at 3.5 percent, which 
is also the projected growth of 
Brazil, the largest GDP con-
tributor.

Returning to the top 10, 
Macau, which is closely linked 
to China, should grow 15 
percent as new casinos keep it 
the biggest gambling location 
in the world. Mongolia won’t 
be far behind at 14.8 percent 
while the war-torn countries 
of Libya and Iraq will likely be 
the other two countries that 
grow in the double digits next 

year.
Of course, there will always be surprises – 

very few market experts predicted that 2008 
would result in a global credit crisis or that 
Europe would prove so difficult in 2011. Over-
all though, the world economy overall should 
continue to push forward and bring an ever-
increasing number of individuals to a higher 
standard of living.     

Ryan	C.	Fuhrmann,	CFA,	is	a	financial	writer	and	invest-
ment	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.

doughDough

ryan c. fuhrmann

Global growth predictions for 2012
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January events

9:	Legislative breakfast	
The	Legislative	Breakfast	series	will	
kick	off	with	a	legislative	preview	
by	Kevin	Brinegar	of	the	Indiana	
Chamber from	7:30	to	9	a.m.	at	The	
Mansion	at	Oak	Hill,	5801	East	116th	
St.	Cost	is	$15	for	members	of	any	
chamber	in	Hamilton	County	and	$20	
for	non-members.	Reservations	are	
required	and	can	be	made	through	the	
Fishers	Chamber	online	or	by	calling	
578-0700.

11: Monthly Chamber luncheon	
After	nearly	three	years	of	study,	the	
Central	Indiana	Transit	Task	Force	

announced	in	December	its	local	
funding	plan	for	mass	transit	in	Marion	
and	Hamilton	Counties.	The	next	step	
is	to	obtain	approval	in	the	upcoming	
session	of	the	Indiana	General	
Assembly	for	a	ballot	referendum	
next	November,	which	would	bring	
the	matter	to	voters	in	both	counties.	
Ron	Gifford,	executive	director	of	the	
Central	Indiana	Transit	Task	Force,	
will	speak	at	the	Chamber’s	January	
luncheon	and	explain	details	of	the	
funding	and	transit	plans	which	will	
expand	bus	service	in	Marion	County,	
launch	an	express	bus	service	between	
Marion	and	Hamilton	Counties	and	
operate	a	rail	line	between	Union	
Station	and	Noblesville	over	the	next	
decade.	The	luncheon	is	from	12	to	
1:30	p.m.	at	The	Mansion	at	Oak	
Hill,	5801	East	116th	St.		Tickets	are	
$18	for	members	who	prepay,	$25	
for	guests	and	walk-ins,	regardless	of	
membership.	For	more	information,	visit	
www.carmelchamber.com.

19:	Taste of the Chamber 2012	
This	year’s	Taste	of	the	Chamber	will	
be	held	from	4:30	to	7	p.m.	at	the	Ritz	
Charles,	12156	North	Meridian	St.	For	
tickets	or	more	information,	visit	www.
carmelchamber.com	or	call	846-1049.

4610 E. 96th St  •  Indianapolis (888) 774-7738  |  www.tomwoodlexus.com

2005 ES330
30K MILES!.................................$19,995
12124A1

2010 GS350 AWD
6K MILES!...................................$44,995
P6539

2010 HS250H
HYBRID!......................................$29,995
LDR558

2005 LS430
45K MILES!.................................$29,995
1278B

2007 SC430
LUX PLUS!..................................$37,995
P6584

2010 LS460 AWD
16K MILES!.................................$65,888
P6287

2010 LS460 AWD
LOADED!....................................$63,888
12102A

2008 GS350
AWD NAVIGATION!.................$33,995
P6574

2007 ES350
NOW............................................$23,988
1248A

2007 ES350
NOW............................................$24,988
C1370A

2008 ES350s
IN STOCK STARTING AT.........$27,777

2009 ES350s 5
AVAILABLE AS LOW AS..........$30,688

2010 ES350s 4
CERTIFIED FROM.......................$32,988

2011 GX460s 3
IN STOCK STARTING AT............$55,995

2008 RX400H
NOW...............................................$31,988
1296A

2010 RX450H 
17K MILES!...................................$48,995
1249A

2010 RX450H
NOW...............................................$45,988
LDR545

2008 LS460s 4
AVAILABLE STARTING AT.........$44,888

2008 IS250 AWD
W/NAV...........................................$29,995
P6539

2009 IS250 AWD
LOADED!.......................................$29,995
1295A

2010 IS250 AWD
NOW...............................................$33,988
LDR546

2008 RX350s 5
IN STOCK FROM.........................$29,995

2009 RX350s 7
AVAILABLE STARTING AT.........$33,888

2010 RX350s 12
IN STOCK
AND PRICED FROM...................$36,888

Exhibitors at the Carmel Chamber’s annual 
Taste of the Chamber business expo will have 
the opportunity to put their businesses on dis-
play and their information in the hands of hun-
dreds of potential customers in just one night. 

Registration is now open for the event that 
will take place at the Ritz Charles from 4:30 to 7 
p.m. on Jan. 19. The Taste of the Chamber busi-
ness expo continues to grow each year. In Janu-
ary 2011, Taste of the Chamber drew 650 guests, 
an increase of 8 percent over the previous year, 
despite a snowstorm on the night of the event. 
The total number of exhibitors maxed out at a 
record of 97, which was an increase of 11 percent 
over 2010.

Exhibitor space for the 2011 event sold out 
two weeks prior to the event, which left several 
businesses on the waiting list and unable to par-
ticipate. Additionally, sponsorships of the event 
grew from 26 in 2010 to 30 in 2011.

In 2012, the Chamber will offer 100 exhibitor 
booths, which will make it the largest business 
expo in its 11-year history. Exhibitors will be 
able to put their businesses on display, and most 

will hold prize drawings at their booths in order 
to build their prospect and potential customer 
lists. As the Carmel Chamber’s largest event of 
the year, it’s an opportunity for businesses to 
connect with the public.  

All types of businesses can participate in the 
event; exhibitors usually include service and 
health care providers, legal professionals, enter-
tainment venues, food providers and more. To 
date, more than 20 restaurants, caterers and other 
food service providers have signed on to offer 
menu tastings to guests, including Sullivan’s 
Steakhouse, Kelties Restaurant, Ruth’s Chris 
Steak House – Northside, Cooking Greek, A 
Cut Above Catering, Ritz Charles, Mansion at 
Oak Hill, Jet’s Pizza, Hilton Garden Inn, Simply 
Sweet Shoppe and more. Hamilton Beverage 
Fine Wines & Spirits will offer wine and beer 
tastings.  

Exhibitor booths start at $150 and sponsor-
ships start at $250. Space is still available and 
registration can be done online at www.carmel-
chamber.com or by calling the Chamber at 846-
1049.

Chamber seeking participants 
for 2012 Taste of the Chamber

Extend your brand and advertising 
message to more than 4,000 Carmel 
businesses by U.S. Mail every month. 
For pennies on the dollar! (You may
thank us later.)

489-4444



January 20129

dispatchesDispatches

to sell More, ansWer these Questions	
–	The	biggest	problem	small	businesses	have	is	
selling,	says	Howard	Stevenson,	a	serial	entrepre-
neur,	professor	emeritus	of	entrepreneurship	at	
Harvard	Business	School,	and	the	author	or	editor	
of	11	books	on	entrepreneurship.	He	says	to	hon-
estly	answer	these	questions	to	get	on	the	road	to	
increased	sales	(and	you’ll	know	what	to	do	to	correct	
unsatisfactory	answers):
•	Why	is	your	product	or	
service	important	to	your	
customers?

•	 Is	your	company	well-
managed?

•	How	does	your	company	
make	a	difference	in	the	
lives	of	your	customers?

•	 Is	the	experience	of	doing	business	with	you	
enjoyable?

- www.businessweek.com

If You Have Any Doubt About 
Your Current IT Partner’s Ability 

To Deliver On These Critical Factors, 
It’s Time To Call Computer Troubleshooters

World’s largest IT network for small business. 
Over 1,200 professional computer technicians.

Fast Response Time

Data Backups & Recovery Plan

Ability to Plan Scalable IT Solutions 
That Boost Your Advantages 
In the Marketplace

Computer Troubleshooters doesn’t 
just offer outstanding services with 
mission-critical technologies. 
We’re a valuable partner in planning 
the future of your business.

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

customers only. 
party fees. Limit one per business, new business 
labor charges only, does not include parts or 3rd 
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Take $100 off your first service call with Computer 
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feedBack helps Move the needle	-	Delivering	feedback	is	one	
of	business	life’s	most	underrated	art	forms.	When	you	give	effec-
tive	feedback,	you’re	offering	either	comfort	(to	good	performers)	or	
showing	the	path	to	improvement	(for	not-so-good	ones).	When	
you	fail	to	deliver	straightforward	feedback	or	deliver	it	too	infre-
quently,	you	institutionalize	inadequacy.	If	you	acknowledge	good	
performance	as	often	as	possible,	the	occasional	constructive	feed-
back	you	offer	will	go	down	easier	and	will	more	likely	be	acted	on.	
The	truth	is,	your	employees	(and	suppliers)	are	hungry	for	feedback.	You	
can’t	give	enough.	And	if	you	serve	it	right,	you	will	inspire	better	performance	and	a	taste	
for	even	more.

- www.inc.com

Books to help you get there	–	Here	is	an	alphabetical	listing	
of	hot	new	business	books	in	which	the	experts	guide	you	to	where	
you	want	to	be:
•	Become a Franchise Owner!	(By	Joel	Libava):	The	author	is	
known	for	his	very	frank	opinions	on	franchise	best	practices.	
The	book	cuts	the	bull	and	helps	would-be	franchisees	spot	the	
problems	as	well	as	the	opportunities.	A	must	for	anyone	con-
templating	a	franchise	purchase.

•	Business at the Speed of Now	(By	John	Bernard):	The	founder	of	
consulting	firm	Mass	Ingenuity	discusses	how	to	empower	your	
people	to	deal	with	customers’	rising	expectations	in	the	always-
on	era.	

•	Enchantment (By	Guy	Kawasaki):	It’s	all	about	how	to	influence	customers	in	an	ethi-
cal	way.	A	key	read,	especially	if	you	want	to	win	in	online	sales.

•	EntreLeadership (By	Dave	Ramsey):	The	famed	money-management	guru	takes	on	
leadership,	boiling	down	his	20	years	of	experience	and	tells	you	how	to	lead	your	
team	to	glory.

•	Uncertainty	(By	Jonathan	Fields):	.	His	exploration	of	how	successful	leaders	move	
forward	despite	their	fears	is	fascinating	-	and	inspiring.

- www.entrepreneur.com

protect against data loss	-	Like	taxes	and	regulations,	technology	can	prove	to	be	a	
real	nightmare	for	small	businesses.	In	fact,	a	recent	study	by	online	backup	provider	Carbo-
nite	found	that	48	percent	of	American	small	businesses	with	between	two	and	20	employ-
ees	experienced	data	loss	this	year,	up	from	42	percent	in	2010.	Causes	may	range	from	
hardware	glitches	and	software	failures	to	theft	and	computer	viruses	but	the	results	are	
always	the	same:	lost	revenue,	unrecoverable	data,	disgruntled	customers,	and	a	costly	clean-
up.	Unless	you	really	know	what	you’re	doing,	ask	for	help.	Most	of	the	data	losses	occur	
because	of	ignorance.	Don’t	let	that	be	you,	your	company	and,	ultimately,	your	customers.

- www.cnnmoney.com

top sMall Businesses
•	Questcor	Pharmaceuticals
•	American	Public	Education
•	 IEC	Electronics
•	Grand	Canyon	Education
•	SolarWinds
•	 IPG	Photonics
•	LSB	Industries
•	 Interactive	Intelligence
•	Allegiant	Travel	 	
•	KapStone	Paper	&	Pack-

aging
(These	companies	has	to	have	
been	publicly	traded	for	at	
least	a	year,	generate	annual	
revenue	between	$5	million	
and	$1	billion	and	boast	a	
stock	price	no	lower	than	$5	a	
share.)

- www.forbes.com
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Aside from their Web site and recently 
launched magazine, Ethan Sickels and 

Andrew Jones also are working on a number 
of books, including a fiction series and a 

how-to book on starting a small business.

other endeavors

Ethan Sickels and Andrew Jones give new meaning to ‘small business owners.’
By Kevin Kane
Carmel Business Leader

Child-run businesses are not uncommon, as few communities 
are without neighborhood lemonade stands or the occasional low-
budget carwash.

Clay Middle School sixth graders Ethan Sickels and Andrew 
Jones have run businesses just like these, but this 12-year-old duo 
often takes its entrepreneurial endeavors to the next level.

Even in running the standard kid businesses, these two are 
ahead of the curve. The carwash they operated this past sum-
mer, for example, offered punch cards and significant discounts to 
returning customers, which they said resulted in a lucrative two 
weeks during their summer break. 

Now, however, they’re spending up to an hour a day – after 
school and sports – on their next venture: publishing. But it’s what 
the two are publishing that makes their story even 
more unique.

Jones and Sickels own and operate EAst-
ocks.com, a site on which they post their 
personal stock tips and other financial arti-
cles. Though they write for adults, too, many 
of the articles are geared specifically toward 
other kids in hopes that they, too, will devel-
op an interest in investments.

Their own interests in the stock market 
were piqued only a matter of weeks ago, when 
after learning about stocks in school, their 
class conducted a life simulation in 
which students could invest or spend 
their pretend dollars any way they 
wished. Naturally, Sickels and 
Jones put theirs into stocks. 

“We’ve always had an interest 
in making money,” Sickels said.

Since then, they’ve continued 
researching companies on their 
own and are now attempting to 
turn this knowledge and passion 
into a profit. 

Using their site is free, but it 
only contains a portion of the 
articles they produce. The rest 
are published every six weeks 
in 15-page magazine printed 
on cardstock and bound by 
staples. The boys charge $2 
per issue or $12 for a year-
long subscription. Their sec-
ond issue was scheduled to 
be delivered yesterday – some 
by hand and others by mail.

But not every page is filled 
with editorial content. Their 

first issue included a full-page ad 
from Butler Hyundai, and asked 
how they landed such an account, 
Jones simply said “Connections.”

They later elaborated, sharing 
that Sickels has a pretty significant 
“in” with the company: his father, 
Scott Sickels, who is its general 
manager.

“Ethan came to me and pro-
posed (the ad),” Scott Sickels 
said. “And for a dollar a page, 
I thought it was a pretty good 
deal.”

In addition to selling more ads 
for both their publications and 
the Web site, the two also are 
working to increase their circu-

lation. But because their own 
busy schedules put time in 
short supply, they’ve recent-
ly added employees to give 
them a hand.

Recently hired were 
Sickels’ younger sister, Reil-

ly, and neighbor Grace 
Hackett, who also 

is a classmate of 
the two. They weren’t 

just handed jobs, though; Sickels said both were 
required to first apply for their respective positions 
before being brought in for individual interviews. 

“Heck yeah!” Sickels said when asked if he 
really made his younger sister interview to work 
with his company.

However, the new employees are more like co-owners. Yes, they 
are paid, but Sickels said the amount depends on the business’ 
recent numbers. 

“When we have a bad month, so do their checks,” he said.
That’s why these new employees are eager to sell new subscrip-

tions, even going door to door in the Sickels’ neighborhood. Aside 
from that, Scott Sickels said Jones and his son do the rest, includ-
ing generating and researching topics for their articles. He pro-
vided some initial capital for the two and still plays chauffer when 

needed, but the boys said they intend to 
pay back these startup costs and become 
financially self-sufficient in the very near 
future. As for long-term plans, they said 

they are working to increase their reader-
ship and make their online and print prod-

ucts look more professional.
When it comes to very distant, post-college 
plans, the two both said they foresee them-

selves as small-business owners, ideally in 
the same line of work they’re in now.

Contact them:
www.eastocks.com

ewsickels@eastocks.com
andrewmjones@eastocks.com

From left, Ethan Sickels and Andrew Jones



SCHNEIDER & COMPANY, INC.
Business Advisors, Tax Preparation & Planning, Tax Cases,
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Get your card in front of more than 93,000 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

FLU SHOTS

ANY LAB TEST NOW® provides thousands of standard lab tests

to consumers and  employers professionally, conveniently, 

and cost-effectively.

13636 N. Meridian St. • Carmel, IN 46032
P 317-574-9500 • www.anylabtestnow.com   
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• All mat classes $10
• By appointment only

14074 Trade Center Drive, Suite 212, Fishers, IN | 317.345.4669
Laura@PilatesBarr.com | www.ThePilatesBarr.com

Laura A. Barr
Certified Pilates Instructor, Owner

ThePilatesBarr
“Pilates with a Personalized Touch”

(317)846-5554
shepherdins.com15% off Gutter Cleaning
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Business Online Banking...
one size doesn’t fit all.
All businesses will benefit from the secure and convenient up-to-the-minute 
information provided by our Business Online Banking system. Every business 
client has FREE access to review account information, pay bills, download info 
into financial software like QuickBooks, and transfer funds between accounts.

Each level of service provides valuable features and capabilities that let you 
manage your accounts the way you want – anytime, anywhere. For pricing 
information, please contact your business banker or Business Customer 
Service at 1.866.833.0050.

Visit www.firstmerchants.com/onlinebanking/business to register for free today!

Banking. Insurance. Trust.
www.firstmerchants.com


