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Local writer adapts his style 
to take advantage of Carmel’s 
creative environment

Karl Niemiec teaching his children’s filmmaking course “Behind 
the Camera” at the Monon Community Center in Carmel.
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By Christian Sorrell • christian@youarecurrent.com

Now raising a family and running a business in Carmel, Karl 
Niemiec has had an adventurous life, one that has seen him hitch-
hike across most of the United States and spend more than 30 

years in Hollywood.
Niemiec owns and operates LapTopPublishing.

com in Carmel. The business and its correspond-
ing website, www.laptoppublishing.com, act as a central location 
for all of Niemiec’s creative and educational offerings.

As a fiction author, screenplay writer, filmmaker, educator and 
more, Niemiec has created a business that encapsulates all of his 
creative outlets while allowing him to provide a healthy living for 
himself and his family in a field typically associated with “starving 
artist.”

“Right now, I’m working on four books in different levels of 
drafts, editing and reformatting using three different copy editors. 
I also copy edit projects for others as they come in.  I have five 
more books waiting reformatting from screenplays to books or 
stage plays,” Niemiec said. “I don’t find it difficult to juggle mul-
tiple writing and teaching projects. It’s all designed to be part of 
the bigger picture: support my family with my creative efforts by 
building a marketing platform that brands me and my work.”

That marketing platform has a foundation in Niemiec’s past, 
traveling across the nation and spending three decades working 
and writing in Hollywood.

“I wanted to lead a life that I could write about later,” said Ni-
emiec, describing the reasoning behind his hitchhike across the 
nation and his varied career paths.

The majority of Niemiec’s most colorful tales from his days as a 

hitchhiker can now be found in his fictional “Jozeph Picasso Alien 
Trilogy.” With the events repurposed for fictional characters and a 
similar setting, Niemiec is able to tell some of his most interesting 
stories without worrying about any real-life consequences of tell-
ing the tale.

Efficiency and re-use are something that Niemiec has come to 
embrace in his business. He has written instructional books and 
created courses on how to create a screenplay or stageplay from 
a book and vice versa.

Beyond authoring his own books, Niemiec has created and 
teaches an array of writing courses for both adults, through IU-
PUI, and children, through places like Carmel’s Monon Community 
Center. His “Write to be Published” course educates students in all 
facets of writing and self-publication today. This overall approach 
is common throughout Niemiec’s instructional work. He does not 
like leaving any obstacles in his way.

“I look at teaching as another form of 
social media. It gets my name out there. 
It gives me something to blog about. I 
meet new people. It may be old school, but 
it works. Plus, I enjoy teaching creative 
courses immensely,” Niemiec said.

Niemiec creates courses that he wishes 
he could have taken in the past and that 
his children would enjoy taking.

“Teaching is part of my overall writing 
process that includes learning how to 
adapt my teaching style to the existing 
creative environment. I want to find a 
way to enhance, not compete with what’s 
already going on here. There’s a lot of tal-
ented people here in Indiana to learn from. 
As an evolving artist, that excites me,” 
Niemiec said. 

While many think of writers as typically 
living in New York or California, Niemiec 
says that he has found Indiana and Carmel 
specifically to be a great place for his cre-
ative work.

“I really enjoy the positive can-do atti-
tude from those we’ve met here in Indiana. 
Moving my family to Carmel and Indiana in 
general has been a great creative move. 
Where else can you and your son make 
a short film about garbage trucks, give it 
to the mayor to use in his efforts to get 
a citywide trash and recycling program 
passed and then get an award for it?” Ni-
emiec asked. “I see a great future for being 
creative in Indiana. And I want my kids to 
be part of it.”

In the coming months, Niemiec will be 
continuing to teach a number of writing 
and filmmaking courses at IUPUI and the 
Monon Community Center. He also is proof-
ing the final entry in his fiction trilogy, 
“Alien Mobster.”

For more information on Niemiec and 
LapTopPublishing.com, visit www.laptop-
publishing.com. 

Meet Karl NieMieC
Hometown: Jonesville, Mich.
residence: Carmel
age: “50s going on 30”
education: University of Detroit - commu-
nication studies, UCLA Extension - writing 
and film courses, hundreds of hours of 
private acting and writing courses
Past work experience: Publishing Director 
at LapTopPublishing.com, 30 years of work in and around 
show business, member of AFTRA-SAG since 1978
Family: Wife, Erin, and four children, 11, 6, 5 and 2 years old
Hobbies: Family activities, helping good causes, reading non-
fiction and mysteries, reading newspapers, theater, study-
ing film noir, biographies, documentaries, coaching baseball 
and football, inventing games, volunteering, bike riding, nature 
walks, cooking, growing fruit and staying young

Karl’S 5 tipS For SuCCeSS
optimism and enthusiasm: Think positive and choose work 
you like.  
planning: Know what’s important each day, set your priori-
ties accordingly.   
Determination: Have the courage to stand alone when tak-
ing the big risks in life. 
Vision: Think big, dream big and keep success in your mind.   
perseverance: Try and try again until the goal is achieved. 
Never give up. 

Niemiec

Cover Story

Niemiec coaching three position Football, a sport he created that allows players to play 
all positions and learn all the fundamentals of american football. (Submitted photos)

Niemiec’s “Behind the Camera” course teaching children how to 
speak and act on camera as well as how to film and edit their own 
videos.

Niemiec on Harambee radio on WtlC discussing his Young authors 
Course.
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Does your business deserve to grow?

The grass always seems greener on the other side as a 
small business. Choosing a path for your business can feel 
like picking a checkout aisle at the grocery store. No matter 
which one you pick, the other one moves faster. But now 
you’re stuck, you’re invested, if you move aisles, you’ll start 
again at the back. Do you stay in your aisle, or try another? 

It seems like you just can’t win.
It seems like you are always 

struggling, trying to make ends 
meet, while everyone else is suc-
ceeding and making a fortune. 
This can really get you down, but 
worse, it can keep you distracted. 
Thinking the grass is greener is not 
only often an illusion, it is a harmful 
mindset to keep you from making 
good decisions.

Businesses act like old-fashioned 
aristocrats at a social party. No 
matter how bad off they are, they 

are going to dress up and pretend to be successful. This 
creates a false impression that everyone is doing well but 
you. Ironically, you probably go to great lengths to look suc-
cessful yourself, why not assume everyone else is doing 
the same.

Kids gladly show their parents the A+ paper, but hide the 
D- quiz. So do businesses behave with advertising, media 
and talking to journalists. They show off the clients they 
have, not the ones they lost. They show off the things they 
do well, not the mistakes. The only mistakes you know 
about 100 percent of the time are your own.

Before you think a competitor or peer is doing great, you 
need to stop and realize that no one gets a free pass, and 
no one gets lucky (for long). Sure, some people work very 
hard and get “a break.” Some people are good at fooling 
others into giving them money, for a time. If you look at 
business in a moment, it seems full of inequity and unfair 
advantages, but over time it tends to even out well. 

The grass may look greener, but it’s plastic. Or, it looks 
green now, but it’s from artificial soil and will shrivel up later. 
Maybe it looks green, but it’s just a picture hiding a desert 
land behind it. The truth of the matter is that businesses 
which succeed, really succeed, usually deserve it. The rest fall 
away. It’s no harder for you than it is for anyone else.

The good news here is that business isn’t about luck. If 
you can take an unbiased look, and take it upon yourself 
to learn and grow to be a better business owner, you will 
have as much chance as anyone else at succeeding. If you 
feel sorry for yourself, feel like you just don’t have any luck, 
feel helpless, and worst of all, feel no responsibility for im-
proving your circumstances, you won’t ever find out what 
you are really missing. 

So go mow your lawn. Trim your cart down to “twelve 
items or less” if you are really in such a hurry. If your busi-
ness doesn’t grow, ask yourself “does it deserve to?”

Chris Hoyt
Growth

During the last several months, I have found myself talking 
about Apple, specifically Apple stores, with a number of different 
people. While I tend to be a PC guy myself, I have not been able 
to help but give credit to Apple where credit is due, especially 
from a business perspective. There is a reason it was 
widely reported in 2011 that Apple had more cash on 
hand than the U.S. government. While a large part of 
the company’s success can surely be credited to the 
simple and efficient design of its products, the Apple 
store is surely another aspect.

Nearly anyone with a Mac computer, an iPad or an 
iPhone has been into an Apple store in recent years. 
You undoubtedly noticed the entirely different setup, 
the massive number of sales and customer service 
representatives on hand, the lack of traditional regis-
ters and the unique layout of the store itself. I have 
yet to hear a single instance of poor customer service. 
In fact, many people make a point to speak out about 
the quality of their service after they visit an Apple store, some-
thing that undoubtedly helps the company’s overall brand.

Late last year, research firm RetailSails compared more than 
200 chains in 15 different retail genres. In this study, the firm 
found Apple to have the highest amount of sales per square foot. 
While Vera Bradley and Tiffany & Co. made the list with $1,186 per 
sq. foot and $3,017 per square foot respectively, Apple topped the 
list with a massive $6,050 in sales per square foot of retail space, 
more than doubling any of chain participating in the study.

There are two parts to this massive success. One is that Apple 
stores sell some of the most in-demand products in recent mem-

ory. Although many of the company’s products are sold elsewhere 
and in more traditional retailers, Apple has always rewarded brand 
loyalty through their software design, something that pushes 
customers to the official store whenever possible. The second 

part of that success and the retail stores’ efficiency 
in moneymaking comes from the fact that Apple has 
designed its retail stores specifically around its prod-
ucts and the company.

When you make products capable of being a cash 
register that fits in your pocket (the iPhone), maybe 
it’s time to do away with the traditional aisles, lines 
and registers of many big box retailers. Customers 
aren’t excited by stock. They are excited by seeing an 
interesting and new piece of technology displayed in 
its best possible light, something that the Apple store 
excels at. Keep the shelves and boxes in the back and 
make your entire store a showroom. The showroom 
not only lets you show off your products in the best 

way possible, it lets you fit more customers and sales people into 
the store.

This month, Apple’s retail empire will turn 12. The company 
ended is 2012 fiscal year with 390 stores and plans to open more 
than 30 more this year. The success of the corporate-owned, spe-
cifically tailored model shows no sign of stopping. Going forward, I 
expect we see more stores take up the mantle of a retail approach 
tailored specifically to the products and less on traditional setups. 
Learn from Apple’s success and the growing failure of more tra-
ditional technology retailers like Best Buy. One is resonating with 
consumers, and the other is not.

Christian Sorrell
Editor’s View

learn from apple’s success
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It has often been said that the workplace has 
enough unavoidable challenges that come from 
the outside, and for corporate peace and good 
customer satisfaction, a good business has to 
manage the manageables. I recently 
had an experience that was so horri-
ble, I must cite it as one of the worst 
customer handling situations that I 
have personally encountered.

Recently, I was a customer on 
Spirit Airlines during the hectic 
spring break period in Florida. The 
ticketing area was so full, the lines 
at the security gate stretched from 
the security gate area, through the 
ticketing area and literally out of one 
of the front doors of the airport. I 
travel frequently and without lug-
gage. This particular day, I had only a carry on. As 
I waited some 15 or 20 minutes in one of the lon-
gest security lines that I have ever encountered, 
I got almost to the electronic scanning area 
when an employee stopped me and asked for 
identification and permission to see my ticket.

This was a first-time experience for me, but 
I complied. The lady suggested that my bag 
was subject to a $50 fee and the ticket did not 
show that I paid it. She told me that she could 
tell that it was not an official carry on. In fact, 
it was bought by my wife, Janet, and I specifi-
cally for that use. The brand calls it a “carry on.” 
Likewise, it had been with me and my wife on 

numerous trips in the overhead as a carry on, 
never rejected. In any event, after 20 minutes in 
line and starting to run late for my flight, I said it 
was not about the $50, but the inconvenience. 

When I offered to pay her the $50, 
she instructed me to go back to the 
ticket gate and start the entire pro-
cess over. I was beyond myself with 
disbelief! She had me put my bag in 
one of those template devices, and 
my bag was literally one-inch too 
wide. I have not checked this since 
the debacle, but I wonder if they 
purchased their overhead baggage 
templates intentionally one-inch too 
small as a ruse to collect $50 from 
hapless travelers.

In today’s world, ticket kiosks are 
all over the airport. This was the device that I 
went back to pay my $50. As a customer han-
dling specialist, the first question was, why in 
the name of good customer handling, wouldn’t 
they put a kiosk right next to this warden so 
that once cited for punishment, customers could 
just be stripped of the $50 right there without 
having to be extremely inconvenienced? A half-
hour later when I got back in line to where I 
could just see this woman’s station come into 
view, I had the opportunity to watch her perform 
her craft for the five or so minutes that it took to 
get up to her station. In that time, she sent two 
passengers back to the ticket counter. 

Now, one thing that you can rest assured 
about, warden is still at her station ruining the 
days of several unsuspecting customers that 
deserve better. Spirit seemed to have a nice 
aircraft and the cabin people all seemed descent, 
but I was actually wet with sweat from the hus-
tling to make my flight. None of this mattered. 
They had blown it with me. I was intentionally 
put beyond what was deemed reasonable, and 
as I sat on the plane hyperventilating, they were 
still intentionally ruining the flying experience for 
others.

This is truly unconscionable in today’s com-
petitive market place. I end this story at the 
beginning of the story. Spirit Air needs to man-
age the manageable. Their ticketing and security 
area was absolute mayhem. If this mayhem is 
unavoidable this time of year, why would they 
insert this cancerous woman with a vile attitude 
within 15 feet of the finish line? Why not give 
her a kiosk to handle customer payment on the 
spot? If the president of Spirit Air was on that 
show where the boss was subject to customer 
handling, he would deplore it. 

Enough said, I am over it. Just manage your 
manageables and don’t be like Spirit Air and 
go out of your way to do dumb things to good 
customers.

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

Howard Hubler
Advice

Don’t do dumb things to good customers
By robert annis • rob@youarecurrent.com

A Hamilton County company is relocating to 
Carmel soon and doubling its workforce. 

Mainstreet Property Group, LLC, will move 
its headquarters to Clay Terrace by the end of 
this month and add 25 new jobs by 2015. The 
developer of senior housing and care facilities 

will begin hiring development 
and management positions later 
this year. 

Company Chairman Zeke Turner stated in a 
news release Mainstreet will continue to own 
its current Cicero facility, but will invest nearly $1 
million in its new 7,120-square-foot headquarters 
on the second floor of Clay Terrace.

“We are pleased that Mainstreet Property 
has chosen to relocate their offices in Carmel at 
Clay Terrace,” Mayor Jim Brainard stated in the 
release. “This is exactly the type of opportunity 
that provides a good match for our professional 
workforce. The city realizes a long term gain 
through economic development and job growth 
when a company decides to invest in our city.” 

Mainstreet Property, which was recently men-
tioned in Inc. Magazine’s annual list of 500/5000 
Fastest Growing Private Companies, joins Bald-
win & Lyons, GEICO, NextGear Capital, Polleo Sys-
tems and Allegient as new business arrivals to 
Carmel. According to the release, the companies 
will create more than 1,570 jobs and invest nearly 
$64 million in their Carmel operations.

25 more jobs coming
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What do you do at Wickliff? We’re primarily 
problem solvers, meaning that a lot of the people 
we work with need help. We are the highest-
profile auction house in Indiana. We have a large 

database of 
buyers. We sell 
items literally all 

over the world. We do online live Internet bidding 
and there are only a couple of us in the state 
who do that. 

What are your responsibilities? The day 
of the auction is the easiest part. That’s when 
I’m calling bids, and I can do that in my sleep. 
Angie, my wife, is the manager on the day of an 
auction, and we have clerks, cashiers and ring 
personnel helping. On other days, I meet with 
clients, do logistics management (seeing what 
comes in and goes out of the building) and inven-
tory of auction items. 

How did you get started in the business? 
My dad is an auctioneer in southern Indiana, doing 
farm and yard auctions. I got started because of 
my dad. I was between jobs after college and my 
dad said, ‘If you go to auc-
tion school, I’ll pay for it. If 
you like it, we’ll do some 
business together.’ So I 
went to Kansas City for 
two weeks and learned 
how to be an auctioneer. I say that tongue-in-
cheek because you really learn on the job.

What are the most expensive or unusual 
items you’ve seen? The most expensive item I’ve 
sold is a T.C. Steele painting. It was my first auction 
as senior auctioneer in 2004. It brought $155,000, 
and I was nervous. The most unique was an item 
I sold when I was working with my father. It was 
at an antique funeral home auction. I sold a baby 
casket. They bought it to bury their dog.

Name: Darin Lawson
title: President and Senior Auctioneer

Business: Wickliff Auctioneers

auctioning is always changing

Darin lawson conducts an auction at Wickliff 
auctioneers. (Submitted photo)

What changes have you seen in the auction 
business throughout the years? We started 
doing live Internet broadcasts in 2002, which was 
pretty cutting-edge. It was a drastic change. It al-
lowed us to have a better feel for market response 

to items before the day of 
the auction. It helps us be 
better communicators with 
our sellers. 

What do you like 
best about your job? 

It’s something different all the time. It’s a con-
tinual learning process. I see things every day 
that I haven’t seen before. 

What do you like least about it? We don’t 
get to take vacations!

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.

Member FDIC

Indianapolis North O�ce | 317-706-9079
100 W 96th Street | Indianapolis, IN

Clint Pletcher
Commercial

Regional Manager
317-706-9061

Ryan Hart
Assistant Vice President

317-706-9065

Tim Schlichte
VP, Commercial O�cer

317-706-9062

Brad Grabow
VP, Commercial O�cer
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Kirk Reis
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Meet Our Team (from left)

Celebrating the growth and development 
of Indiana Businesses—that’s what we’ve 

been about for the past 140 years.

316 S Range Line Rd, Downtown Carmel
Hours 9-6 M-F and 10-3 Sat. Call anytime.

317-867-0900
www.CTCarmel.com

One of
     those days?

Call on us at any time
for services including:

Hardware Troubleshooting
Software Troubleshooting
Internet/Email Setup and Assistance
Networking & Servers
Application Setup and Support
Regular Computer Maintenance
Backup & Disaster Recovery
Virus Protection & Removal
Internet Security Troubleshooting
Remote Access & Diagnostics
Service Plans

PROFESSIONAL QUALITY I/T
SERVICES AT COMPETITIVE RATES!

Help is just around
  the corner.

Businesses around the world depend on

Computer Troubleshooters.
We’re the “computer experts”...

the people to call when your computer breaks down, when 
your machine or software needs to be upgraded, when 
viruses attack or even when you’re about to throw your 

computer out the window.

317-867-0900

You Get Paid To Do That?

•	 Goldfish Swim School ribbon cutting - Join the 
chamber for a ribbon cutting of new Chamber 
member Goldfish Swim School, 271 Merchants 
Square Dr., on May 3 at 3 p.m. Both members and 
non-members are invited to attend.

•	 May luncheon - When Glenn Sparks was a child, 
his father gave up his job as an aeronautical 
engineer and relocated his family in order to 
open a doughnut shop and create a “family” 
business. While that vision wasn’t quite real-
ized, the 20-year history of running a doughnut 
shop proved unforgettable. Now a professor at 
Purdue University’s School of Communications, 
Glenn Sparks, Ph.D., will talk about his family’s 
venture into the world of a franchise doughnut 
shop as chronicled in his book, “Rolling in Dough: 
Lessons I Learned in a Doughnut Shop.” This 
month’s luncheon will be held at The Fountains, 
502 E. Carmel Dr., on May 8 from noon to 1:30 
p.m. and is $20 for members who prepay, $25 for 
guests and walk-ins. Pre-paid reservations are 
required by noon on May 6.

•	 May all-county Network Breakfast - Power net-
work your way to new business contacts at this 
breakfast event with the Carmel, Fishers, Ham-
ilton North, Noblesville, Sheridan and Westfield 
Chambers. Come prepared with a two-minute 
elevator speech, and bring your business cards 

and brochures to distribute as you rotate from 
table to table at The Mansion at Oak Hill, 5801 
E. 116 St., on May 9 from 7:30 to 9 a.m. Reserva-
tions and pre-payment are required by Tuesday, 
May 7. The event is $10 for members and $20 for 
non-members.

•	 May New Member orientation - Join the cham-
ber at this orientation session for new mem-
bers. Not a new member? Come for a refresher. 
Learn firsthand what the Chamber is all about 
and how best to utilize the many opportunities 
the Chamber has to offer. Reservations are re-
quired. Space is limited. Light refreshments will 
be served. The event will be held at Holiday Inn 
Indianapolis North, 251 E. Pennsylvania Pkwy. on 
May 16 from 8 to 9 a.m. 

•	 Carmel City Center Business after Hours - 
Join the chamber on the patio at Hubbard & 
Cravens, 703 Veteran’s Way, as Carmel City 
Center hosts Chamber members for networking 
and fun. Mingle while enjoying appetizers and 
drinks, then take a tour of Carmel City Center 
and visit other Chamber member businesses on 
May 16 from 5 to 6:30 p.m. Reservations are re-
quested. This event is free for members and $10 
for non-members.

For more information on all of these events and 
more, visit www.carmelchamber.com or call 846-1049.

Carmel Chamber events – May
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“I cheat when I coach Little League.”
“Winning is everything.”
“ My Lexis costs more than you will ever make 

in a year.”
“The history of this place means 

nothing.”
Actual comments by a new boss. 

Fortunately, it was my boss. Yes, 
fortunately.

A media group where I once 
worked was sold to a major compa-
ny. They were headquartered in the 
east, with little feel for the Midwest 
and our unique way of life. 

The new boss (they always bring in 
their own) came fully equipped with a 
know-it-all, condescending attitude. 

Immediately, Randy (name changed) called 
all managers together. We were a talented and 
well-accomplished group. He wanted everyone to 
know who was in charge by trying to diffuse our 
creativity and positive energy. It backfired.

We had witnessed bad management at its worst 
– an insecure man who wanted complete control. 

Looking back, it was fortunate. I learned first-
hand the destruction that a negative person can 
cause, if you let him. So, don’t give him the plea-
sure. Escape before the poison person poisons 
you.  The bad guys eventually get fired, but it 
may take a while.   

We all eventually left for better things. We 
were replaced by puppets.

It was sad to watch the ensuing demise. The 
audience revolted. A newspaper wrote an edito-
rial against him. Corporate finally got smart and 
fired him.

I will not let anyone walk through my mind 
with their dirty feet. 

~Mahatma Gandhi
Don’t sacrifice life’s joys for a job. Believe in 

yourself and persist.
A new and better adventure will come along. 
Become a possibilitarian. No matter how dark 

things seem to be or actually are, 
raise your sights and see possibili-
ties - always see them, for they’re 
always there.  

~Norman Vincent Peale
Stay away from negative people. 

They are those who try and break 
your spirit by saying things like, 
“We’ve always done it this way.”  
“You’d better get it right.”  “Produce 
or else.” And “Yes, but ...”  Then they 
give you every reason it can’t be 
done. 

A great manager also doesn’t hide.
Look at the great ones. They are visible. The 

late Joe O’Malia; creating new levels of customer 
service. Jimmy, the owner at Kona and Daddy 
Jack’s; he’ll wait on your table and clear the 
dishes. Even Disney executives occasionally take 
a lower-level job to learn what their team mem-
bers experience.

If you’re a manager, get out of that office. 
Don’t praise via an e-mail. Get up and give them 
a pat on the back. You’ll make their day. If you 
need to criticize, start with a positive, then show 
them how a few changes can make them a star.

Next time you see a poison person, smile and 
tell them what a beautiful day it is. Then walk 
away. It will bother them all day. 

Got a bad boss story? Send it to me. I’ll publish 
a collection of them in a future column. Anony-
mously, of course.  

Jon Quick is President of the Carmel-based marketing and pub-
lic relations firm, Absolutemax!    You can reach him at jon@
absolutemaxpr.com. He is a former 25+ year executive manager 
at both CBS and Emmis Communications. 

Simplify your business document needs 
with custom forms designed by AlphaGraphics.

do your 
  business forms
ever feel like a
   puzzle with 
  too many pieces?

www.us605.alphagraphics.com
12955 Old Meridian St | Suite 103 | Carmel, IN 46032 | 317.844.6629

They say the devil is in the details, and when it comes to putting togther complex forms...well lets just say it’s 
easy to see where the expression comes from.  Whether you need internal forms for documentation and 
organization, or you’re looking for a new form for your customers, we have the resources to help you get all 
the information you need without sacri�cing readability. We can even help with custom numbering, security 
papers, and specialty �nishing.  

people are nicer in personDon’t sacrifice joys for a job

David Cain
Face to Face

Jon Quick
Negativity

Veteran economic development leader Tim 
Monger has assumed the role of president and 
chief executive officer of the Hamilton 

County Alliance.
Monger most 

recently was a 
senior vice president for Cassidy Turley 
Location Advisory & Incentives Practice 
and an executive director for the Indiana 
Dept. of Commerce. He has more than 
25 years experience in senior executive 
level positions in the areas of regional, state and 
community economic development.

“Tim’s experience on both the public and 
private side makes him the ideal choice to take 
on coordination and leadership of economic de-
velopment activities in Indiana’s fastest growing 
county,” HCA Chairman Bill Petranoff said. “The 
county, its communities and the private sector 
are looking to Tim to help take us in a dynamic 
new direction.”

Monger’s hiring comes after more than six 
months of transitional planning and re-visioning 

by the organization’s executive committee, which 
consists of public and private sector members 

from throughout the county. 
“I look forward to working with the 

Alliance board of directors alongside the 
elected officials, economic development 
professionals and the private sector to 
continue the extraordinary growth and 
development of Hamilton County. The 
engine for the development in Hamilton 
County is the eight great communities 

led by elected officials and staffs committed to 
economic development,” Monger said.

The Hamilton County Alliance is an Economic 
Development Partnership of Business and Gov-
ernment including Fishers, Carmel, Noblesville, 
Westfield, Sheridan, Arcadia, Atlanta, Cicero and 
Hamilton County. The Alliance acts to enhance 
the county’s economic health and quality of 
life through business attraction and expansion, 
resulting in high quality jobs, capital investment 
and a strong tax base throughout Hamilton 
County.

Monger to lead alliance

Monger

Up the Ladder

I’m a terrible flyer and it seems to get worse 
every year, every flight. I clinch the seat in front 
of me and brace myself with the seatbelt as 
tight as I can pull it. When the plane touches 
the ground, I feel a 
sweet release and my 
entire body uncoils. Ev-
ery flight is the same. 
As soon as the wheels 
leave the ground, any 
calmness turns to 
clamminess. 

I have a strategy 
for flying, really for all 
emotions, that often 
works. The underly-
ing concept is you are 
emotional when you 
aren’t being rational, so you have to be more 
rational. Emotions don’t involve thinking; they 
are feelings. When you think, you can gener-
ally dismantle feelings. When I get mad, I ask 
myself tough questions that make me think. 
When I’m sad, I pose hard questions to find the 
source. As I move from only feeling to thinking, 
I find greater calmness in my rational thoughts. 

That’s my strategy for flying: get thinking 
and curb the emotions. I disrupt a three-seat 
radius until I find thoughtful conversation. 

I met a fellow on a recent flight. He runs a 
website for a news group. We started talking 
about how some people comment on news ar-

ticles with crushing force, being mean and tak-
ing shots. It’s not everyone of course, but there 
are a lot of people that do. Is it the anonymity 
that drives it or is there really a bunch of mean 
people out there that mask it when you meet 
them in person?  

We settled on this; people are nicer to one 
another in person. There’s increased account-
ability and, after all, it’s harder to dislike people 
when you are face to face with them. It’s an 
easy thing to forget in business too, things go 
better when you meet with people face to face. 
I guess it’s all full circle as that’s what put me 
on the plane to begin with. 

David Cain works at Magnitude, a sales and marketing agen-
cy. Contact David at David.Cain@MarketMagnitude.com.
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An SBA loan could be the first chapter
in your success story.
Your business may be small, but your goals are big. An SBA loan from KeyBank can help you with financing for
a new location, new equipment, more inventory, or maybe even an acquisition. KeyBank is an SBA Preferred Lender,
and we’re committed to lending $5 billion to community businesses like yours by September 2014.
That’s a lot of local success stories. Let’s start writing yours.

 

KeyBank is proud to be named the 2012 SBA top Large Bank 7(a) Lender nationally  
and also the Top Dollar Volume Lender for the state of Indiana. 

Contact Karl Zachmann, Vice President, Indiana SBA Sales Manager at 317-464-8024 or visit key.com/sba.

All credit products are subject to credit approval. Banking products and services are offered by KeyBank N.A. Member FDIC and Equal Housing Lender.
Key.com is a federally registered service mark of KeyCorp. ©2012 KeyCorp. ADL5884

What makes a good leader? It is someone who can change things for the bet-
ter, communicate well and be a good listener.

I served as a firefighter for 34 years, the last 11 as chief, and I truly enjoyed 
it. As I moved up the ranks and became more involved 
with my job, I realized that if you enjoy what you are 
doing and are willing to work hard for what you believe, 
you can accomplish anything.

Over time, I was able to better understand the issues 
my staff dealt with on a daily basis. One such issue is 
change. A majority of people dislike change unless it 
benefits them in some way. The thought of change is a 
shock to the system – it’s the fear of the unknown. As 
a leader, you need to understand the effects it will have 
on your staff and business when it happens. Change 
can affect the morale of both your staff and the clients/
customers you serve. You do not want unhappy employ-
ees representing your company in a negative way.

It’s important to communicate with your staff throughout times of change 
so that they know what you are trying to accomplish. When I first became a 
firefighter, we had two fire stations and 15 full-time employees, but when I was 
chief, the department had grown to six fire stations and 150 firefighters. Without 
a strong staff who had good communication skills and who were able to keep 
up with the constant change, the situation could have become a nightmare.

Lastly, a good leader is a good listener. Oh, what I have learned throughout 
the years by keeping my mouth shut and listening to what my employees were 
telling me! Many times, all I had to do was listen, and the next thing I knew, they 
had taken care of their own problems. Allowing your employees to be involved 
in problem solving gives them a sense of ownership. As leaders, it is important 
that we allow our employees to do their jobs and not micromanage them.

leadership requires 
communication

Doug Callahan
HCLA Leadership

By Christian Sorrell • christian@youarecurrent.com

In February, GEICO announced that it would bring more 
than 1,000 jobs to Carmel when it opened a new Indianap-

olis office at 101 W. 103rd St. in Carmel. 
Since then, Gary McKenzie, Indianapolis 
office director for GEICO, has been 

heading up operations in the new space.
“I’ve got a small team of GEICO associates here 

currently, and we are doing on-site appointments 
here now,” McKenzie said. “We have about 50 ap-
pointments scheduled each day and more sched-
uled throughout the rest of the month.”

With more than 50 scheduled interviews a day across 
the team, McKenzie and GEICO have seen a massive influx 
of local workers hoping to secure a position in insurance 
sales.

“The response to GEICO has just been incredible. I’ve 
been very, very humbled by the applicants in Indiana that 
are looking to join the team,” McKenzie said. “Our applica-
tions are coming in strong, and they have been coming in 
strong since our press conference. One of the reasons we 
came here is because we didn’t want to be limited by the 
number of qualified candidates, and we saw that central 
Indiana was a place that would allow us to grow without 
limitation.”

McKenzie started working for GEICO in San Diego 10 
years ago and has been with the company in a number 
of positions across the country including West Virginia, 
Washington, D.C., and New York. During the past month, 
he has developed an extremely good view of the central 
Indiana workforce.

“I’ve been impressed. They all demonstrate a great work 
ethic and a desire to work their way up within a company. 
They also have a great educational background and that, 
to me, is a bonus because we do prefer people who are 

always trying to learn more and put themselves 
in a position to which they can be competitive. 
I think Indiana has done a great job preparing 
people for the workforce,” McKenzie said.

GEICO’s first class of 58 new hires will begin 
training later this month with additional training 
sessions in May and June already being filled.

“I had started with the idea that the first class 
would be 36 people, but with the number of 

qualified applicants we’ve received, I didn’t want to turn 
anyone away,” McKenzie said.

GEICO will continue to expand and grow its new office 
throughout the next several years. All told, GEICO plans to 
bring more than 1,200 new jobs to Carmel by 2016.

The company’s massive growth in just a few short 
weeks has kept McKenzie busy, but excited.

“It’s going to be fun to watch it grow. It really is,” McK-
enzie said.

GeiCo overflowing with applicants

NoW HiriNG
GEICO is already scheduling interviews for the next 
few months but doesn’t plan to be fully staffed until 
2016. The Indianapolis office is actively seeking appli-
cants during the next several months. To apply, visit 
www.careers.geico.com/careers/, select Office Loca-
tions and then select the new Indianapolis office.

McKenzie

Jobs
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Southern-style restaurant opens

aNotHer BroKeN eGG CaFé
What: A southern-style breakfast, brunch 
and lunch spot. The restaurant’s menu in-
cludes dishes like sweet potato pancakes, 
the Southern Crabstack, biscuit beignets 
and Baked Brie Delight.
When: Another Broken Egg Café is now 
open. Hours are 7 a.m. to 2 p.m.
Where: 9435 N. Meridian St., Indianapolis
More info: Visit www.anotherbrokenegg.
com or call 818-1700.

tHe oliVe Mill
What: A purveyor of small batch and ar-
tisanal extra virgin olive oil and balsamic 
vinegars from around the world. Addition-
ally, the Olive Mill carries gourmet spices, 
gifts, gift baskets and recipes. Tasting is 
encouraging.
When: Monday through Saturday, 10 a.m. 
to 6 p.m., Sundays, noon to 5 p.m.
Where: The Olive Mill, 10 S. Range Line Rd.
More info: Visit www.olivemillgeneva.com 
or call 574-9200.

From left, Cseresznyes and Sapp, two of another 
Broken egg’s four owners.

By Christian Sorrell 
christian@youarecurrent.com

Another Broken Egg Café, a new southern-style 
breakfast and lunch restaurant, is now open at 

96th and Meridian streets along 
Carmel’s southern border.

In mid-April, the restaurant 
kicked off with two days of family and friends 
meals for members of the community.

“I’m amazed at how our staff has been doing,” 
said Susan Sapp, one of Another Broken Egg 
Café’s four owners and a Fishers resident.

“Feedback has been really great so far. We have 
been getting a lot of comments not only on the food 
but on the décor as well,” said Peggy Cseresznyes, 
another of the restaurant’s four owners.

Another Broken Egg Café is a full service, sit-
down breakfast and lunch location featuring a 
full bar, something that Cseresznyes pointed out 
as being unique among restaurants of this type.

With larger, order-at-the-counter restaurants 
like Paradise Bakery & Café nearby, Another 
Broken Egg Café’s owners hope to attract those 
looking to eat breakfast and lunch in the area at 
a full-service restaurant. The menu also differs 
from others by providing choices like biscuit 
beignets, shrimp and grits, Bananas Foster-style 
French toast and more.

While the chain has more than 20 locations 
throughout the South, the Indianapolis location 
is the first in the Midwest.

For more information on Another Broken Egg 
Café, visit www.anotherbrokenegg.com. 

Biscuit Beignets (Photo by Zach Ross)

olive oil and balsamic vinegar is stored in traditional italian fustis from which it can be sampled and 
later bottled. (photo by Christian Sorrell)

artisanal olive oil store opens
By Christian Sorrell 

christian@youarecurrent.com

The Olive Mill, a small batch and artisanal olive 
oil and balsamic vinegar store, is now open for 
business at the intersection of Main Street and 

Range Line Road in Carmel’s 
Arts & Design District.

With successful locations in 
Geneva, Ill., and Saugatuck, Mich., The Olive Mill is 
bringing its internationally sourced, gourmet oils 
and vinegars to Carmel. The store focuses on cus-
tomer sampling and a passion for both olive oil and 
balsamic vinegar. The store will feature a changing 
slate of more than 20 vinegars and 24 olive oils. 

Beyond the business’s two primary compo-
nents, The Olive Mill also sells gift baskets, reci-
pes, gourmet spices and more.

The store’s general manager, Stephen Han-
nah, recently relocated to Indianapolis to take 
over operations of the new location. During the 
past several years, he has worked for Olive Mill 
owners Debbie and Ed O’Connell at both the 
Saugatuck and Geneva locations.

Hannah sources the store’s oil and vinegars 
from a wide array of both farmers and importers 
including some in Italy, Spain, Tunisia, Greece 
and California.

“If you can create great wine, you can create 
great olive oil,” Hannah said. “The first time in, 
many people may know very little about the use 
of our oils. When compared to standard cooking 
oil or vinegar, it’s a different product for a differ-
ent use.”

Oils and vinegars range in price from $14 to 
$19.50 per bottle bottle depending on the type 
and flavor. Customers receive a 15-percent dis-
count on 750 ml bottles as well as a 10-percent 
discount for bringing in formerly purchased 
bottles for refill.

Now Open

Now Open
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SOMERSET CPAS, P.C.
3925 River Crossing Parkway, 

Third Floor
Indianapolis, IN 46240

317.472.2200
info@somersetcpas.com

Find us online for our newsletters and blog!
www.SomersetCPAs.com

Somerset CPAs is an accounting and consulting �rm that is passionate 
about the success of our clients, employees, community and 
profession. Work with our teams of innovative professionals in the 
following industries:

- Architecture/Engineering
- Agribusiness
- Construction
- Dealerships
- Dental

bottom-line results.
Innovative strategies,

- Entrepreneurial
- Health Care
- Manufacturing & Distribution
- Enterprise Valuations
- Real Estate

Date Business address Description
3/27 Best Buy 9855 N. Michigan Rd. Theft
3/27 Best Buy 9855 N. Michigan Rd. Theft
3/28 Regus 450 E. 96th St. Theft
3/29 Raulie Construction 3224 Homestretch Dr. Theft
3/29 Target 10401 N. Michigan Rd. Theft
4/1 Forum Credit Union 2259 E. 116th St. Robbery
4/3 Helen Wells Agency 12721 Meeting House Rd. Burglary
4/3 Helen Wells Agency 12721 Meeting House Rd. Burglary
4/3 Cassidy Turley 2381 Pointe Pky. Burglary
4/3 Cassidy Turley 2381 Pointe Pky. Burglary
4/4 ProCare Landscaping 9801 Commerce Dr. Theft
4/4 Pearson Automotive 10650 N. Michigan Rd. Theft of Motor Vehicle
4/5 The Nat’l Bank of Indpls 10590 N. Michigan Rd. Fraud/Deception
4/9 Megachip Technologies 969 Keystone Way Burglary
4/10 Kirby Real Estate Office 298 W. Carmel Dr. Fraud/Deception
4/11 Circle K 1230 S. Rangeline Rd. Theft
4/12 Sepro Coporation 11550 N. Meridian St. Fraud/Deception
4/12 Extended Stay America 9750 Lakeshore Dr. E. Theft
4/12 Circle K 1230 S. Rangeline Rd. Theft
4/13 Halo Salon 12955 Old Meridian St. Burglary
4/13 Kroger 1217 S. Rangeline Rd. Theft
4/15 Concrete Industries 5001 E. 106th St. Theft
4/15 Marsh Supermarket 2140 E. 106th St. Theft

Business Crime Watch – april

MaCKeNzie riVer pizza Co.
What: Restaurant and bar specializing in 
pizza but also offering pasta, burgers and 
a full bar.
When: Sunday through Thursday, 11 a.m. to 
9 p.m.; Friday and Saturday, 11 a.m. to 10 p.m.
Where: 11596 Westfield Blvd., Carmel
More info: Visit www.mackenzieriverpizza.
com or call 564-4211.

Ribbon Cutting

MacKenzie River Pizza Co. is now open at its 
new Carmel location at 11596 Westfield Blvd. The 

location is co-operated 
by brothers Jon and Mike 
Shuel, members of the 

business’s founding family. While known for 
its popular locations throughout Montana, the 
Shuels decided to open a location in Carmel, 
their former hometown, after the success of 
their Castleton location, the first MacKenzie River 
Pizza Co. in the state.

From left, Mayor Jim Brainard and MacKenzie river managing partners Mike and Jon Shuel. (Photo by 
Christian Sorrell)

pizza place now open
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unique indoor swim school opens 

atHletiCo
Where: 912 S. Range Line Rd., Suite 160
Contact: 815-9288, AKnepp@athletico.com 
or visit www.athletico.com/
Hours: Monday through Thursday: 7 a.m. to 
6:30 p.m.; Friday, 7 a.m.- to noon; Saturday, 
as needed 
Services: Physical therapy, occupational/
hand therapy, work rehabilitation, sports 
medicine and athletic training, women’s 
health therapy, vestibular rehabilitation, 
head injury and concussion management, 
pediatric physical therapy, massage therapy, 
specialized Services, outreach services, 
specialty techniques, Athletico fitness, 
transportation service

By Colleen peregrin 
editorial@youarecurrent.com

Goldfish Swim School, a unique facility direct-
ed at teaching children from ages 4 months to 

12 years to swim, is set to open 
early this month.

Goldfish, 271 Merchants 
Square Dr., houses an indoor pool four-and-
a-half-feet deep that is perfect for teaching 
children to swim, and the pool, as well as the 
air, is heated to 90 degrees to avoid the chill 
factor that so often strikes dread in the hearts 
of young swimmers. 

“We have a curriculum that we don’t devi-
ate from. Our teachers go through 40 hours of 
training, and they have to follow our curriculum. 
So every child goes through the same 
curriculum until they pass through 
the level. Once they have graduated 
through the skill, they move on to the 
next,” said Jenny McCuiston, one of the 
founders of the Goldfish Swim School. 
“There are not a lot of facilities that do 
that. A lot of teachers are given leeway 
to teach their classes, and our teach-
ers are not given leeway, because kids 
need repetition. They aren’t going to remember 
without repetition.” 

The sign-up process is much like a gym mem-
bership. Participants can sign up for as long as 
they want. Therefore, the child is not rushed 
through lessons to try to get through the course 
in a certain amount of time but rather can grad-
uate through the skills as quickly or as slowly 
as they need. 

“Goldfish offers children and families a com-

pletely different swim class experience than 
traditional lessons given at country clubs and 

gyms,” general manager Tom Anderson 
said. “Our instruction is personalized, 
and our instructors work one-on-one 
with students to ensure their success 
in the pool.” 

The children won’t spend all winter 
forgetting what they learned. Since the 
facility is indoors, kids can continue to 
practice and learn year-round until they 

are competent swimmers. The Goldfish Swim 
School also provides family swim.

“Family swim is a big deal because we want 
them to come and have fun with it. We don’t 
want them to think it’s always just lesson-
oriented,” McCuiston said.

The Goldfish Swim School also is looking to 
employ young adults around the ages of 18 to 23 
to teach swim lessons.

For more information, visit www.goldfish-
swimschool.com or call 810-0790.

physical therapist ara Knepp in front athletico’s new location. (Photo by Liz Schrader)

Chicago-area therapy opens here
By liz Schrader 

editorial@youarecurrent.com

Carmel-based physical therapist Ara Knepp 
recently brought the Chicago-area physical therapy 
giant Athletico to the Hoosier State, opening the 

Carmel branch at 912 S. Range 
Line Road. 

Knepp, who worked for six 
years as a physical therapist and assistant facility 
manager at one of Athletico’s 72 Chicagoland loca-
tions, has experience in all facets of the field and 
specializes in sports medicine. As the only physi-
cian in the 35,000-square-foot Carmel branch, she 
wears many hats. 

“As we get more patients, I’ll look to hire on 
more employees,” she said. “Right now, I do it all. 
I’m the facility manager, I do marketing, HR and of 
course, I treat patients.” 

Knepp and her husband moved to Indiana two 
years ago to be closer to family. She worked at a 
few different physical therapy clinics in the area, 
but said she missed Athletico’s business model 
and mission. While she works under the Athletico 
name, she said it’s a challenge being the only 
branch in the area. 

“Compared to the clinics in Chicago, where 
everyone knows your name, it’s a lot easier to run 
a successful clinic with so many other clinics with 
the same name in your backyard. Down here, I’m 
the only one, so it’s a lot different to market the 
business and educate the public about your ser-

vices,” she said. 
As a former physical therapist for the profes-

sional soccer team, the Chicago Fire, Knepp said 
she considers herself an expert in treating runners 
and offers services catered toward the running 
population, such as video analysis. Other services 
include occupational hand therapy, work rehabilita-
tion, women’s health therapy, massage therapy 
and more. 

Knepp said what differentiates her clinic from 
others in the area is that it is in network with 
all major insurance companies and is open on 
Saturday. 

Now Open

Now Open

anderson
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$100
OFF

PACKAGE
#3

 FULL-BODY FITNESS
Personal Training

 www.fb�tness.com

Call Cindy Today for New Client Specials
(317)250-4848
10 years of making YOUR weight loss goals happen!

You WILL gain the knowledge
and SEE and FEEL the RESULTS. PACKAGE

It's time to do this.  It's your time.  Call Today.

Small Business Accounting &
Controller Services, LLC.

Fishers, IN

Financial Statements
Bookkeeping - AR/AP, etc.

Payroll & P/R Taxes
Financial Analysis

Accounting Correction
Budgets/Projections

Cash Flow Mgt/Analysis
Software Conversions

Other Services-Please Ask

Karen A. O’Donohue, Owner
25 Yrs Accounting/Controller Experience
Free Initial Consultation

(317) 402-7779
karen.odonohue@comcast.net
smallbizaccountingservices.com

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

Licensed • Bonded • Insured
Chip Train 317-258-2650 • chiptrain@msn.com

Remodeling
Carmel and Zionsville

since 1992

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

KELLEY GREEN
Lawn & Landscape

Frank Kelley, Owner

317-KG-LAWNS
5 4 5 - 2 9 6 7

frankkelley@kelleygreenlawn.com
www.KelleyGreenLawn.com

Family owned - Carmel/West�eld based
2010-2012 Angie’s List Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

$150 average per room,
2 coats & patching on walls

www.TopShineWindowCleaning.com

Commercial/Residential • Gutter Cleaning
Fully Insured • Free Estimates

Save 20% o� (o�er expires 4-30-13) 

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

John Rinne
7537 Timber Springs Dr.
Fisher, IN 46038

(317) 509-3943
jrinne@sbcglobal.net

Spring clean-up • Grass cutting • Mulch
Leaf removal • Free estimates

Fast & Affordable Firearms Training

www.indianajim.com•317-258-5545

Get your card in front of more than 105,700 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts



SHEPHERD
I NSURANCE & F INANCIAL

S E R V I C E S

 Protect the things that matter 

(317)846-5554 | shepherdins.com


