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Paul Caldwell’s early days on the job meant working out of his car,  
but he’s since built RE/MAX Select into a real estate force.

In the DrIver’s seat
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CONSTRUCTION AND ENERGY TRAINING PROGRAMS

HEAT PUMPS AND GEOTHERMAL BASICS

GREEN TECHNOLOGY: WIND & PHOTOVOLTAIC BASICS

BUILDING AUTOMATION SYSTEMS: HVAC

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

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

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

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

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

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

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

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

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

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

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

DATES: Wednesdays, March 2 – 23 and April 6 – 27
TIME: 6 – 10 p.m.
COST: $599
LOCATION: Ivy Tech Community College – Technology Center
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FROM THE PUBLISHERFrom the Publisher

At the recent State of the City Address  
given by Mayor Henderson of Greenwood,  
we heard how safe and secure and happy 
Greenwood citizens were in 2010. What we 
did not hear, despite Henderson’s statement 
that naysayers would be  
“bulldozed over” was what the 
proposed projects are for the 
city and what the timelines 
would be for them to be  
accomplished.

For the Greenwood and 
Johnson County business 
communities to buy in and 
support Mayor Henderson’s 
proposed ideas for Green-
wood, he needs to speak with 
vision and be more forthcom-
ing with at least some idea of 
what the projects are that  
he wants to pursue in 2011.  
Saying “we’re moving  
forward” and “Be ready to be 
called into the game” does  
not provide any clue as to what the game is.

In an age where voters are skeptical of every 
increase in government spending, it is more 
important than ever to specifically address the 
scope of every project and the costs involved. 
I applaud his financing plans involving debt 
restructuring, retirement of existing bonds and 
future bonds to be able to pay for most of his 
projects without raising taxes. However, I don’t 
know what we are buying.

The Greenwood City Council has had a 
habit of saying no to any and every proposal 
that has come along that would include any 

increase in spending. At some point in time no 
improvements in infrastructure or amenities at 
all will lead to a decline in economic growth 
and in improvement in quality of life for the 
community. Saying no to everything is not 

necessarily the correct stance, 
even now, as some of the im-
provements are needed to at-
tract new business and devel-
opment in Greenwood. 

From a vague reference 
that he was ready to “put the 
heart back into downtown,” it 
appears that revitalization of 
downtown is still on the table, 
as it has been for the last de-
cade or more. A mention of 
an aquatics center and state-
ment saying young families 
want more amenities in the 
community and aren’t willing 
to wait any longer may infer 
that a new water park is being 
considered. 

Unless Mayor Henderson would like every 
business person and citizen to take their time 
and his by calling for more information, he 
should clearly have stated plans and ideas he 
wants to implement during his State of the 
City address. I know I would like to have at 
least a slight hint of what the game is going 
to be before I get called to get off the sidelines 
and into the game.

Roger Huntzinger is publisher of the Johnson County 
Business Leader and The Southside Times. Contact him 
at rhuntzin@ss-times.com or 317-788-6055.

Roger Huntzinger

What’s the plan?

    Years of Commitment         to Your Success

     

          
Celebrating

Contact the Somerset Tax Team to discuss your
business and see your tax situation in a whole new way:

Roy Rice, CPA | Jay Feller, CPA
Kevin O’Connell, CPA, JD | Susan Bradford, CPA

866.919.4678 | SomersetCPAs.com
e-mail: info@SomersetCPAs.com

Comprehensive business and �nancial
services to meet your needs:

-Tax Planning and Preparation
-Transactional Consulting
-Succession Planning
-Estates and Trusts
-Business Consulting
-State and Local Tax
-Employee Bene�t Plan Consulting 
  and Compliance
-Representation Before Tax Authorities

- Visit us online to learn about our free seminars:
      Somerset Practical MBA program,
      Financial Skills for Kids, Teens and Young Adults
      and much more.

of our clients’ business and
personal goals in mind.

complete picture
Developing creative ideas with a

Somerset CPAs Tax Team

Cutting through the complexities of the tax code.

© 2010 Somerset CPAs

- Check out our Successful Tax Strategies blog:
      Tax.SomersetBlogs.com.

Presented by 
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EdITORIaL/OPInIOnEditorial/Opinion

Why such an anomaly?
 While other libraries in Central Indiana are cutting 

hours and staff and reducing programming, the Johnson 
County Public Library announced results of a survey 
indicating there is, initially, voter support for the con-
struction of a new library facility in Franklin. Forty-seven 
percent of the respondents said they would agree to 
pay slightly higher taxes for the project. Library officials 
wasted no time putting in place a firm to involve the 
community and scope out sites, determine cost, loca-
tion and design. If the cost of the project exceeds $12 
million, the community will have to approve the project 
by referendum. While we are supporters of libraries and 
their services to the community, we wonder how the 
timing is so right for the Johnson County Public Library 
when others are struggling to keep their doors open.

 

 Broaden your reach
 As the economy is improving and picking up some 

steam, now is a good time to broaden your reach. We 
think expanding business networking into nearby coun-
ties just makes good sense. An opportunity to meet 
potential new clients and to become aware of opportuni-
ties in Hendricks County is coming up on April 26 at the 
5th Annual Excelerate Hendricks County! Along with a 
multitude of Hendricks County businesses and people, 
Randy Bernard, CEO of IndyCar, will be the  
keynote speaker. For once you will truly get a free  
lunch and maybe open up the doors to new business 
possibilities that exist in Central Indiana. Participants 
may register at hendrickscollegenetwork.org. For more 
information, see the announcement in this issue.

Vicki Walker, of New Zealand, was fired for sending con-
frontational e-mails to co-workers. It seems that she used ALL 
CAPS to communicate, but some of her co-workers complained 
that she was yelling at them. Her employer fired her for being 
awful in e-mails. She sued and won more 
than $11,500 for wrongful termination be-
cause her company did not have an e-mail 
style guide. 

As a public service, I have composed an 
electronic mail style guideline for you to tack 
to your bulletin board or include in the next 
company-wide memo.

Greetings fellow employees,
It may seem old style, but there is still 

plenty of business being conducted by elec-
tronic mail. Quaintly known as e-mail, this 
version of communication can reflect on IN-
SERT YOUR COMPANY NAME (known 
as “the Company”) and affect our image. 
Therefore, the company will ask our employ-
ees (known as “Underlings”) to follow these 
simple and actionable guidelines.

1.  Be short – Don’t go on about your day 
or your dog. E-mails are to be concise and should never include 
any explanations. That’s what  
personal cell phones are for.

2.  Discourage further e-mails – Don’t go back and forth with 
inane e-mails that never conclude. More than three replies re-
quire a staff meeting without pizza.

3.  This ain’t texting or instant messaging - E-mail is a proper 
form of communication and must include spelled out forms of 
the language. Never abbreviate or use slang in a business  
e-mail. It also requires using spell check and punctuation. Save 

the shortened form for your Morse Code-encrypted messages.
4. Avoid emoticons – I don’t know what “J” means. I interpret 

(:-)> as Brooke Shields and I don’t know why you are e-mailing 
me about Brooke Shields. If you’re happy or sad, just tell me. 

Don’t ever write something sarcastic until we get 
paid.

5. DON’T USE ALL CAPS – Ever. Period. Try 
a different color or font to gain the attention you 
want. Yellow letters simulate a whisper and you 
know how people listen when you whisper, right?

6. Use “Reply All” only if it applies to “all” – If it 
doesn’t affect the person you are sending it to, then 
don’t send it. Unless it is funny or embarrassing, 
then please send it with a picture.

7. Set a standard close – Copy and paste from 
someone you admire who works for this company. 
This is the part of the letter that includes your name, 
title, phone numbers, address, Facebook address, 
Twitter handle, blog address and aliases you use on 
various chat formats. Use a simple “thank you” and 
avoid terms such as “Catch you on the flip side!”

8.  Do not forward chain letters – Chain  
requests are horrible. They make me sad and work 

already makes me sad. I don’t need you  
piling on the sad.

By following these e-mail guidelines, we shall have a pleasant, 
more communicative workplace.  
Finally, copy this to five people whom you love. (I better get  
this back!)

Gus Pearcy is a contributing columnist to the Hendricks County Business 
Leader. He may be reached at (317) 403-6485 or pearcy.gus@sbcglobal.net. 
Gus blogs frequently at guspearcycommunications.wordpress.com.

DON’T SHOUT AT ME!

Gus Pearcy
Columnist
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You have to put in many, many, many  
tiny efforts that nobody sees or appreciates 

before you achieve anything worthwhile. 

- Brian Tracy, motivational  
speaker and personal coach.

QUOTE OF THE MOnTH
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By Mike Beas
Johnson County Business Leader

When opening RE/MAX Select Realtors in February 1991, 
Caldwell’s initial days on the job were spent mere inches from  
his car’s odometer with paperwork riding shotgun and the glove 
compartment considered a next-door neighbor.

“It was me. Just me. The first couple of months I worked out of 
my car. I spent a lot of time in that car and was comfortable in it,” 
laughs Caldwell, 62, in reference to his 1989 silver Sedan DeVille. 
“When I would meet someone for business, I would say, ‘Let’s meet 
at XYZ Restaurant.’ ”

While those days might be a shrinking dot in the rear-view  
mirror of Caldwell’s life, they continue to be germane simply be-
cause of the never cry ‘Uncle’ attitude he carried in growing RE/
MAX Select into the real estate force it is today.

With 118 agents and a staff of 10 utilizing 12,000 square feet  
of office space, RE/MAX Select long ago graduated from “Little 
Engine That Could” status thanks not only to Caldwell’s keen  
foresight, but his passion.

“It was very hard those first three years because it was constant 
building and working seven days a week,” says Caldwell. “But I love 
what I do and everything about this. When I was little, my father 
said, ‘You must own real estate’ and that always stuck with me.”

As have memories of Caldwell’s first purchase, a tiny four-room 
residence located in his hometown of Muncie. All of 23 at the 
time having just completed a five-year stint in the Navy, Caldwell 
was jobless and taking in $53 a week of unemployment. Justifiably, 
would-be lenders kept turning him down until one finally nodded 
affirmative.

“Getting that one, the pride of ownership feels good. I could do 
whatever I wanted to do with that property and I liked that feeling,” 
remembers Caldwell, who twice has been named 
RE/MAX of Indiana’s Broker/Owner of the Year 
and in 2007 was the company’s International Bro-
ker/Owner of the Year. “But it was many years later, 
probably the early-1980s, before I started purchasing 
more real estate.”

Caldwell’s exhaustive real estate career includes a 
stint as an agent for FC Tucker, one as Sales Man-
ager for Carpenter and, most recently, as Branch 
Manager for AHM Graves Realtors in Indianapolis. 
This has allowed Caldwell to view the business from 
every conceivable angle, which, in turn, gave him the 
self-assurance needed to go out on his own.

Hitting closer to home, literally, was that 
Caldwell’s wife, Mary, founded Greenwood-based 
Caldwell Travel in 1989, a business that continues to 
flourish today. The couple has been married 40 years, 
which qualifies Mary as the foremost authority on 
why her husband remains successful after all these 
years.

“It’s because he’s honest. Paul is really a fair man, 
and I always laugh because I say if there’s ever a dispute for a dollar, 
he’ll always give it to the other person,” says Mary. “Paul comes from 
a very big family and was in the Navy, so there has to be a certain 
integrity. He likes to take care of his agents and staff.”

“We have a lot of really good agents and a really good staff,” adds 
Caldwell. “It’s more like a family. When we do our special events we 
make sure spouses are always included.”

This is standard line of thinking on Paul Caldwell’s watch. A 
watch that isn’t running low on battery power anytime soon.

“I can’t imagine not being involved in real estate,” he says. “There 
have been a lot of good times and a lot of hard times, but we’re still 
standing. I don’t plan on going anywhere.”

The silver Cadillac got him where he needs to be.

Paul Caldwell’s early days on the job meant 
working out of his car, but he’s since built 
RE/MAX Select into a real estate force. 

HOW PAUL DID IT
Best Advice You Ever Received: My father always 
said, “Dance with the one that brought you.” He meant 
you should stay with what works. Try new things, make 
adjustments, but don’t forget how you got to where  
you are.

Best Business Decision You Ever Made: The best 
decision I made was when I decided to sell real estate 
back in the mid 1980s. I always wanted to do it and 
would not have done so without my wife’s support and 
encouragement. 
 

 
Worst Advice You Ever Received: That’s hard to say. 
If I received any bad advice, it probably came from me. 
I have given myself a lot of bad advice over the years, 
but, fortunately, on occasion I listened to others.

In Five Years I Want ... to continue being a part of 
growing my RE/MAX Select family. I love what I do and 
I love the people I work with. I am the lucky one.

My secret to success: Honesty and consideration of 
others. It’s simple. I believe you treat others as you 
want to be treated, fairly and honestly. 

In the DrIver’s seat
RE/MAX SELECT

48 N Emerson Avenue, Suite 300
Greenwood, IN 46143

Phone: (317) 881-3700 (office);  
(317) 807-1501 (cell)
Fax: (317) 889-3404

E-mail: pcaldwel@mibor.net
Web: pcaldwell.remax-indiana.com 

Welsh author Ken Follett, whose ability to write 
riveting historical novels and thrillers has given 
him fans worldwide, has at least one Indiana-
based devotee. Paul Caldwell’s favorite reads 
vary in framework, yet two of Follett’s creations 
find a place among his five all-time top books. 
Here is Caldwell’s list:
 

The Pillars of the Earth - Ken Follett•	
For Whom the Bell Tolls - Ernest Hemingway•	
Mayflower - Nathaniel Philbrick•	
A Place Called Freedom - Ken Follett•	
Water for Elephants - Sara Gruen•	

Paul Caldwell



Age: 53

Occupation: Owner and president of a green business

Company: Home Enhanced Consignment Furniture & 
Décor, Inc., 1140 N. S.R. 135, Ste. N, Greenwood

Phone: (317) 300-0694

Web: hefurniture.com

Family: My family includes my husband, Mark and our 
two dogs, Toby and Muffin. 

Hobbies: I enjoy knitting, crochet, reading and continuing 
my education.

Describe your business and value proposition: 
Home Enhanced is a great way for consignors to 
make money on their gently owned furniture and 
décor items. It is a safe, effective way to recycle and 
remove items that are no longer needed in their 
homes. Home Enhanced also is a wonderful place 
for customers to find one of a kind, furniture and 
décor to feather their nests. It is still possible to have 
a lovely, unique home without breaking the family 
budget.

What prompted you to go into 
business for yourself ? I have 
always wanted to own a business, 
and wanted to fill a need in the 
community. When I opened 
in 2008, there were no other 
furniture consignment 
shops in the Greenwood 
area. 

What is the most challenging aspect of your 
business? We take consignments seven days a week, so it 
is always a fun opportunity to rearrange and add new items 
for our customers. We are always on the lookout for quality 
items and help customers find the right outlet for their 
cherished possessions.

How do you measure success? Success is when a new 
customer arrives and tells us that a friend referred them to 
the shop. That is the highest form of flattery for us.

Who is your JC Business Role Model and why? 
My role model is Vena Holden; she has been in the 
consignment business a long time. She is always ready to 
help and give advice. I love that she is willing to share her 

wisdom with others.

What did you want to do professionally 
when you were 21? I wanted to be a 
paralegal.

What are your ‘words to live by’? When 
life gives you lemons, make lemonade!

Age: Mid 50’s 

Occupation: Owner and General Manager 

Company: Access Mobility, Inc., 5240 Elmwood  
Avenue. Indianapolis, IN 46203 

Phone: (317) 784-2255 

Web: AccessYourLife.com 

Family: I have one sweet wife, six great children, four 
grandchildren, two cool dogs and a batch of awesome 
employees.

Hobbies: I enjoy boating and traveling. 

Describe your business and value proposition: 
I recognized early in my career that we can 
touch folks’ lives in a wonderful way. Their 
independence and mobility are deeply 
important and when we do a good job it 
changes their life. So we try very hard to listen 
and join in the vision they have to overcome 
their mobility and accessibility challenges. Our 
products and services are reasonably priced but 
the way in which we care and our passion for 
satisfaction is free. 

What prompted you to go into 
business for yourself ? I had 
the desire to start a business 
in 1980 machining tiny 
items under a microscope. 
Unexpectedly I was invited 
to join the family mobility 
business and when the 
owner passed away we 
took over the business 
which has evolved into 

what is now Access Mobility. Funny how things work out; 
my experience in manufacturing has helped guide us in 
many ways even though now we primarily evaluate mobility 
and accessibility situations, sell and install products. 

What is the most challenging aspect of your business? 
Having a vision of what is happening with the economy and 
planning for the future. 

How do you measure success? There are many important 
ways that we have to measure business success. We have 
to keep an eye on income and expenses. We have to pay 
our bills on time. We have to treat employees right and 
retain them. But the most important measuring stick I 

have ever seen is when an elderly grandmother offers us 
homemade cookies after we have done work for her. 

That is when I know we are doing it right. 

Who is your JC Business Role Model and 
why? There are two businesses I admire: the 
CPA firm of Sherman and Armbruster, as well 
as Williams Barrett and Wilkowski, Attorneys. 
Both companies are great role models that 
have always inspired me with their high 
integrity.

 What did you want to do 
professionally when you were 21? I 

wanted to be either a professional 
drag racer or own a micro-

machining company. 

What are your ‘words 
to live by’? Look to our 
maker for guidance each 
day and treat folks like 
you would like to be 
treated. 

John Ausbrooks

Brooke Magdzinski

Scott Seach

Business Success Stories

Ruth Bosch

KeyBank is Member FDIC. ©2010 KeyCorp.

branching out to  
meet your needs

We’re branching out in your community to offer you 

products, services and straightforward advice to help  

you with the things that matter most.

 Drive-thru ATMs

 Online bill pay and mobile banking

 Speak with our experienced Relationship Managers  

and Financial Advisors who can help you make 

better financial decisions and are committed to your 

personal and business success

Get started today at our  
new locations:  
 

 
 

Beech Grove Branch
4645 South Emerson Avenue
in Indianapolis

 
 

Binford Branch
5868 East 71st Street
in Indianapolis

 
 

Hamilton Town Center Branch
13279 Harrell Parkway
in Noblesville

 
 

Meridian Midtown Branch
930 North Meridian Street
in Indianapolis

 
 

Zionsville Branch
1610 W. Oak Street
in Zionsville

 
 

Avon Village Branch
9192 East US 36
in Avon 

 
 

in

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

 Indianapolis

 
 

Clearwater Creek Branch
4729 East 82nd Street
in Indianapolis

Brownsburg Branch
757 N Green Street
in Brownsburg

Linwood Square Branch
4404 E. 10th Street
in Indianapolis
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Age: 30

Occupation: Boutique owner

Company: Lottie Dottie Boutique, 789 U.S. 31 N., Ste. E., 
Greenwood

Phone: (317) 888-8242

Web: Facebook under Lottie Dottie Boutique

Family: I have been married for 4 ½ years to Chris and we 
have a 17-month-old daughter, Taylor. We are also expecting 
another child this coming August.

Hobbies: I am really big into animal rescue.  
I currently have a mother dog and 11 bull 
mastiff/boxer mix puppies at home, which 
makes 38 dogs I have fostered.

Describe your business and value 
proposition: We sell women’s apparel, 
gifts, accessories for women and baby 
items. Most come Los Angeles, New 
York and Chicago. We replenish our 
shelves weekly, offering quality yet 
affordable goods that mostly range from  
$20 - $60. The store is always new. 
Customers don’t have to wear what 
everyone else is wearing. That’s half 
the fun of boutique shopping. 

What prompted you to 
go into business for 
yourself ? I graduated 
with a degree in applied 
health science and while 
I worked at a hospital, 
I also worked at a 

boutique part time. Eventually the owner promoted me to 
manager and let me do some buying. I love the buying. After 
working for her, I figured I could do it myself, so I opened a 
shop in Bloomington. But I wanted something in my own 
community where we didn’t have anything like this, so I 
opened Lottie Dottie Boutique here.

What is the most challenging aspect of your business? 
The most challenging aspect is the amount of pressure I put 
on myself to make sure I have what people want. 

How do you measure success? Obviously there’s always 
the question of profitability. The other way I measure success 

is if I am moving merchandise and people are liking what 
I bring in. I think when the customers are happy, it’s a 

success.

Who is your JC business role model and why? 
I admire Heather Briggamen, who owns the Body 
Sanctuary Pilates Studio here in Greenwood. She’s 
very passionate about fitness and helping people 
feel good. She went out there to open the Studio 
despite people telling her it wouldn’t work and 
she’s found success. She has helped promote my 

business. In fact, she was my walking billboard 
when I started. She inspires me.

What did you want to do 
professionally when you were 21? I 

wanted to be a counselor. So now I 
have gone the route of retail therapy 
instead.

What are your ‘words to live by’? 
Live the life you love, love the life 
you live. This doesn’t feel like work 
to me. I love it.

Age: 37

Occupation: (Primary) Owner / Operator of Beech Grove 
Bowl,  (Secondary) Trainer / Tech Support for BEST, LLC. 
-- Bowling Electronics Services & Technologies (install and 
support P.O.S. systems for bowling centers all over the U.S.)

Company: All Night Bowling, Inc., dba Beech Grove 
Bowl, 95 N. 2nd Ave., Beech Grove

Phone: (317) 784-3743

Web: bgbowl.com

Family: My family includes my wife, Amy Seach and 
daughter, Josie Seach. 

Hobbies: I enjoy traveling, bowling and sports.

Describe your business and value proposition: 
Beech Grove Bowl, built in 1948, is Central 
Indiana’s longest running bowling center. We are 
Central Indiana’s only 24-hour family entertainment 
location. We provide quality entertainment and 
food 24 hours a day, 365 days a year for everyone. 
Bowling is great family fun open to people of all ages 
and physical abilities at a great value. Through our 
Bowlers’ Appreciation Club and our Facebook 
page we offer bowlers exclusive discounts and 
special offers. It’s my job to make sure the 
center lives up to bowlers’ expectations. 
The extensive remodeling we’ve 
undergone (and continue to 
implement) is just a sign of my 
commitment to do that. 

What prompted you 
to go into business for 
yourself ? I’ve worked at 

Beech Grove Bowl since 1995. When the previous owner 
was ready to retire, I saw the opportunity to put my ideas to 
work for the customers. It has been a whirlwind of activity, 
but it’s all coming together nicely.

What is the most challenging aspect of your business? 
It’s a challenge to keep in touch with bowlers and meet 
their needs. We use the Internet and Facebook to reach our 
customers and keep them informed of upcoming events and 
specials. 

How do you measure success? Our biggest measures of 
success are the comments and compliments we receive from 
our customers.  

Who is your JC Business Role Model and why? I 
learned from Ron Hammersley, the previous owner 

of Beech Grove Bowl, to never be afraid to try new 
things. When he decided to keep the business open 
24 hours, I wasn’t sure it would work, but it has 
become the backbone of our business model. He 
was never afraid to try new programs... some have 
worked, some haven’t. But, the business  
had grown because of it.

 What did you want to do professionally 
when you were 21? At age 21, I was studying 

accounting. I wasn’t sure what I wanted 
to do, but I figured that accounting 

would give me the background 
I needed to operate a range of 

businesses.  

What are your ‘words 
to live by’? Listen to 
others. Some of the best 
ideas come from the least 
expected sources.
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Jeanne Tomlin’s mother planted a seed in 
the 1960s when she became a Realtor for 
a whole three days; not very long, but long 
enough to impress one of her eight chil-
dren. Twenty-five years and several reces-
sions later, when she speaks, you just get 
the feeling Tomlin is an unflappable Realtor. 

Hometown: I grew up in Chapel Hill, N. C., 
but have been an adopted Hoosier since 
the early 1980s and in Greenwood for the 
last 18 years.

Family: I am number three of eight children 
from a large Irish Catholic family. 

Hobbies: Scuba diving and snow skiing are 
my addictions. I also try to read a book ev-
ery couple weeks.

What do you like most about your job? 
I love meeting and helping people make 
sound decisions.

Which national or international business 
figure do you most identify with? I admire 
Steve Jobs because he brought computers 
to the masses. 
 

Who is your Johnson County role model 
and why? Without hesitation I can say for-
mer Johnson County Sheriff J.D. Richards. 
His honesty and integrity have left footsteps 
for me to follow. 

What motivates you? I am motivated by my 
firm belief that I am here to serve God and 
others with my best service.

What is your business motto? My late 
husband, Bill Tomlin, and I heard it and 
borrowed it ever since. That is, “Show up, 
tell the truth and don’t be attached to the 
results.”

What do you drive? I drive a Chevrolet Ta-
hoe, the better to show houses. 

What is your favorite vacation destination? 
Without a doubt, it’s Key West.

What is your favorite thing to do to un-
wind? I usually lift weights, jog and swim.

Are you involved in any volunteer activi-
ties? If so, what are they? Yes, until recent-
ly I volunteered at the USO at Camp Atter-
bury. I also teach a children’s bible study, 
am a volunteer Internet radio broadcaster 
and was, for three years, secretary to the 
NFL Players Assoc. now the NFL Alumni.

OF THE MOnTHQuestion

Mainstyle Flooring
5505 S. Meridian

Indianapolis, IN 46217
Phone: (317) 782-1213

Fax: (317) 782-8237
Web: Mainstyleflooring.com

Mainstyle Flooring believes that hard work, 
passion, initiative, integrity, focus, commitment, 
perseverance and knowledgeable, enthusiastic 
team members selling top quality products  
with the mindset of always exceeding the  
expectations of our customers are the core 
components that play a part in our business. 
Luck? Not for Mainstyle Flooring …  
Mainstyle Flooring chooses words like  
excellence, passion, faith and finishing strong.

How does luck play a 
part in your business?

JC PROFILEJC Profile

S
ub

m
itt

ed
 p

ho
to

Jeanne Tomlin
Tomlin Realtors, LLC

(317) 216-5991
tomlinrealtors.com

I am cautiously optimistic about how this year 
has started. The recession has taken a toll on the 
workforce. Survey results confirm that many 
have felt increased pressure 
over the past year. According 
to the American Psychological 
Association (APA): Job stress 
is estimated to cost U.S. busi-
nesses $300 billion a year in 
absenteeism, diminished pro-
ductivity, employee turnover, 
and direct medical, legal and 
insurance fees.

With that being said, I 
thought I would share five 
ways to help reduce daily stres-
sors. We can’t really totally rid 
ourselves of stress, but we can 
choose how to react to issues 
that cause tension. Here are 
some suggested strategies for a 
week of less stress:

Monday: Write yourself a roadmap: Take a 
proactive approach to the week by prioritizing 
your main tasks. Divide each task into manage-
able steps. Post your checklist in a visible place 
and check off each item as it’s completed. An 
organized approach will help you to feel more 
oriented and know that you’re making positive 
strides.

Tuesday: Step up your exercise regimen:  
Try attending a fitness class a few times each 
week or hitting the pavement for a brisk walk  
or jog. Exercise doesn’t just keep you in shape 
and reduce your risk of preventable illness; it  
also releases stress-fighting endorphins that can 
boost your mood. 

Wednesday: Take a break from technology: 
Society is more connected than ever, and it’s easy 
to feel bombarded. Give yourself permission to 

turn off your TV, mobile devices or 
computer for an evening. A little 
break goes a long way. 

Thursday: Invest time in 
friends and family: Dedicate one 
night weekly to spend with people 
who energize you. Surrounding 
yourself with a support system 
gives you a chance to talk with 
others about stressful issues and to 
relax in good company.

Friday: Do something you en-
joy: Engaging in activities or hob-
bies you find fulfilling can make 
a difference. Whether it’s visiting 
a local coffeehouse, crafting or 
woodworking, taking a break from 
work and being in a different envi-
ronment can improve your outlook. 

These are all things I know I need to do. 
Encourage your employees and co-workers to 
find ways to curb tension at your workplace. By 
resolving to reduce stress, workloads will seem 
more manageable and you’ll feel better about 
your professional opportunities. If we approach 
every week with a fresh outlook, we’ll see our 
productivity soar.

Mike Heffner is the owner of Greenwood Express  

Employment Professionals franchise. You can contact 

Mike by e-mail at mike.heffner@expresspros.com.

Five ways to de-stress your work week

Mike HeffnerPeople, adventure and learning drive Tomlin

Tammy and Kris Goff  

PERSOnnEL MaTTERSPersonnel Matters
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COMMERCIaLLY SPEaKInGCommercially Speaking
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Commercial real estate is a cyclical business; 
it will rise and fall naturally in accordance with 
the historical patterns. The typical shift from one 
cycle to the next occurs at the end and beginning 
of a decade. The real estate cycle is transforming 
once again. As a result of over-
building and an abundance of 
capital, both businesses and con-
sumers will move forward with 
new game plans. The guidelines 
on what one “can’t do” and 
“won’t do again” have become 
loud and clear throughout the 
community.

The beginning of a new real 
estate cycle will be driven by 
the impact of new technologies, 
driven by corporate and con-
sumer behaviors playing with 
new game rules.

Production builders are taking 
advantage of distressed subdivi-
sion lots left behind by develop-
ers who lost their battle with the 
recession. Ryland Homes is successfully building 
in Cobblestone, located on the corner of Stones 
Crossing Road and Honey Creek. Ryan Homes 
has purchased CP Morgan’s inventory in several 
areas throughout northern Johnson County and 
Indianapolis. Centex Homes, Beazer, Arbor and 
Dress Homes continue to cover central Indiana’s 
unsold developed lot inventory. Calvert Farms, 
located in White River Township, has been  
purchased by an investor group and is being 
managed by Duke Homes. 

These national building companies will  
enjoy tremendous growth during this next real 

estate cycle. For now, cash is king and real  
estate opportunities will be created by the  
trouble of others.

The Metropolitan Board of Realtors reports 
an increased sales price for central Indiana of 

$155,144. Consumers continue 
to capitalize on low interest 
rates. Though rates begin to tick 
upward, consumer confidence 
improves.

Bargersville lost local  
restaurant “Somewhere in  
Bargersville” but Center Grove 
Café has emerged offering  
local pub goers another place  
to gather. Wilgro Shopping 
Center located on U.S. 31 in 
Greenwood added Mexican & 
Cuban Grocery to their retail 
strip. The grocery also offers 
great hot and ready carry-out 
food at great prices. The old  
Atlanta Bread located on S.R. 
135 in Allyne Parke is being 

remodeled and will soon announce a new eatery.
Looking forward we begin to see a modest 

increase in home building and commercial sales 
in Johnson County. Though many issues remain 
in 2011, the economic recovery continues to gain 
traction.

Brenda Richards, CSP, CGP. MIRM is a commercial associate 
broker at Carpenter Commercial Realtors located at 8901 
S. Meridian Street. She can be reached at (317) 887-6222 
or brichards@callcarpenter.com.

Johnson County in transition

OPEn 4 BUSInESSOpen 4 Business

Corey Larson wants to build a better burger 
place for adults and children alike in Central 
Indiana. His flagship location has just opened, 
but he has his eye on growing the new concept 
built on quality, health food choices and a fun 
environment.
What prepared you for opening the 
business? I was inspired by the growth of 
the burger industry and my own drive to create 
an outstanding restaurant that appeals to a 
large array of people.  
What are the trends in your industries? 
Our business is in an industry that is thriving.
We are able to supply something at a relatively 
low cost, but still give customers the opportu-
nity to enjoy time with their families and enjoy 
great quality food.  
How do you differ from your  
competitors? We were able to create a place 
that has a large beer selection, but one that also 
appeals to children. We offer great burgers, 
healthy food options and a place to relax while 
their kids are able to play in our kids’ playroom.
Do you have a mentor? Not at this time. 
What is your goal going forward? My 
goal is to continue to grow by creating a brand 
and a name that people relate to high quality 
food and service.  From this, I want to open 
a few restaurants in the Indianapolis area and 
then begin the franchising process. We will not 
compromise values just to grow. 

Corey Larson

Teresa Smith
637 South State Road 135, Suite G

Greenwood, IN  46142
317.460.8828

Roger Huntzinger
Publisher
Southside Times
Johnson County Business Leader

Business Leader Publications
Hendricks County
Johnson County
Carmel
317.787.3291
rhuntzin@ss-times.com

Greenwood  
Rotary Club

Meeting Time: Monday at 12:00 PM  
Meeting Place:  Jonathan Byrd’s Cafeteria 

Teddy’s ready for families

Teddy’s Burger Joint        
2222 W. Southport Rd., Ste. A, 

Indianapolis, IN 46217
Phone: (210) 563-0166
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Euphoria Salon  
opens in Franklin

Franklin Chamber of Commerce assisted  
with a Grand Opening and Ribbon Cutting  
celebration on Jan. 8 at Euphoria Salon located 
on 425 E. Jefferson St., Franklin. 

Hospitals Announce Plans for 
Closer Clinical Collaboration

Johnson Memorial Hospital and Commu-
nity Health Network, based in Indianapolis, 
announced they have agreed to create a closer 
clinical collaboration agreement that will estab-
lish a new business relationship between JMH 
and Community, which includes five Central 
Indiana hospitals.  As clinical partners, JMH and 
Community will develop a shared set of goals 
and strategies, with the goal of increasing access 
to healthcare for residents of Johnson County 
and increasing the level of specialized care avail-
able at the JMH campus and at other locations 
in Johnson County that will be jointly developed 
in the future.

Walker joins Johnson County 
Development Corporation

Johnson County 
Development Cor-
poration announced 
Nicole (Nikki) Walk-
er has recently joined 
the Economic Devel-
opment Team. Walker 
will serve as the Of-
fice and Communi-
cations Coordinator.  
Walker holds a BS in 
Marketing from the 
Kelley School of Business at Indiana University. 
She is currently a member of the 2011 Local 
Organizing Committee for the Big Ten Men’s 
and Women’s Basketball Tournaments. Walker 
can be reached at (317) 736-4300.

Central Indiana SBDC 
Training Seminars 

As part of their Training Seminar Schedule, 
the Central Indiana Small Business Develop-
ment Center will be offering training sessions at 
the Greater Greenwood Chamber of Commerce.   
The schedule for these seminars is as follows: 

Tuesday, March 1, 9 a.m. - 4 p.m. 
Topic:  Small Business Tax Workshop 
Cost: $60 
Wednesday, March 16, 1 - 4 p.m. 
Topic:  Business Feasibility and  

 Basic Start-Up Steps 
Cost: $30 
Location: 65 Airport Pkwy., Ste. 140,  

Greenwood.  Registration for the seminars  
can be made at isbdc.ecenterdirect.com.  
(Register in the “Training Events” section),  
or call (317) 233-7232.  

Do you �nd yourself:

Indy’s Southside Human Resource Center

Let Express 

Help You

With Your 

Admin Search!

Facebook.com/expressindysouth    Twitter.com/ExpressIndyS

(317) 888-5700
707 S. Madison Ave., Ste Q.

Greenwood, IN 46143
www.expressindysouth.com

Check Out Our New Site!

www.expressindysouth.com

INTRODUCING 
TOM WOOD LEXUS 

VIP
4610 East 96th St.

Located On The Indy Auto Mile
At 96th & Keystone

317-580-6888
tomwoodlexus.comtomwoodlexus.com

LIAISONS.
Annette Wright

VIP Liaison

317-339-9826
annette_wright@tomwood.com

Shelly Ellis
VIP Liaison

317-339-9252
shelly_ellis@tomwood.com

Brodhacker earns certification
Chad Brodhacker, 

realtor with Carpenter 
Realtors Greenwood 
office, has earned the 
National Association of 
Realtors (NAR) Short 
Sales and Foreclosure 
certification. Brodhack-
er has also attained the 
National Association of 
Realtors (NAR) Green 
Designation. Brod-
hacker was trained in understanding what makes 
a property green and how to help clients evaluate 
the benefits of green building features including 
discussing financial grants and incentives available 
to homeowners. Brodhacker may be reached at 
the Carpenter Realtors® Greenwood office  
located at 295 W. Smith Valley Rd. by calling 
(317) 881-8100. 

Deb Walton named NAWBO 
2010 Member of the Year

Deb Walton of Indy 
City Gift Baskets has 
been named the 2010 
Member of the Year for 
NAWBO, the National 
Association of Women 
Business Owners. She 
can be reached at (317) 
782-4438. 

Community Health Network 
in top 100 Integrated  
health care networks  

Community Health Network once again ranks 
among the top 100 most integrated health care 
networks (IHN) in the nation, according to SDI, 
which announced the SDI 2011 Top 100 IHNs 
in its 14th annual report. Community, the only 
Indianapolis hospital system (and one of only 2 in 
Indiana) to make the top 100, ranks 20th accord-
ing to the report, considered the nation’s premier 
rating system of integrated health care networks. 
Health care networks are evaluated on perfor-
mance and degree of integration. For a complete 
list of the top 100 networks, visit the IHN  
information page at sdihealth.com. 

Comfort Inn opens
The Comfort Inn located at 3514 S Keystone 

Avenue is now open.  The Comfort Inn brand is 
franchised by Choice Hotels International, Inc. 
Formerly a Holiday Inn Express, the hotel under-
went an extensive renovation, including complete 
renovation of the rooms, lobby, and breakfast 
area.  An elevator has been added. The property is 
owned and operated by Janeen M. Sprague, Presi-
dent of Sprague Hotel Developers of Columbus.  
For additional information, contact the hotel at 
(317) 788-3100 or Sprague Company Hotel  
Developers at (812) 379-2173. 

IMCU celebrates 55 years
Indiana Members Credit Union (IMCU)  

celebrated its 55th birthday Feb. 18. IMCU was 
founded in 1956 as the Indiana University Medi-
cal Center Federal Credit Union on the campus 
of IUPUI. By May 1997, the name changed and 
now has 24 branches in Central Indiana.
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PLannER/OF nOTEPlanner/Of Note

Johnson County 
Chamber Meetings

8 – Greenwood Chamber of 
Commerce (Trendsetter Luncheon); 
Tuesday, March 8, 11:30 a.m. – 1 
p.m. at Dye’s Walk Country Club 
located on S.R. 135 just south 
of Smith Valley Rd. This month’s 
luncheon will focus on the new 
Affinity Programs and benefits 
that have recently been launched. 
For more information, call the 
chamber at (317) 888-4856.

10 – Franklin Chamber of Commerce 
(March Chamber Luncheon); 
Thursday, March 10, 12 p.m. at 
Hillview Country Club, 1800 E. King 
St. For more information, call the 
chamber at (317) 736-6334.

17 – Greenwood Chamber of 
Commerce (Business After Hours); 
Thursday, March 17, 5 – 7 p.m. at 
America’s Incredible Pizza Company, 
8707 Hardegan St, Indianapolis. 
For more information, call the 
chamber at (317) 888-4856.

Greater Greenwood 
Chamber of Commerce 
New Members

Bounce Spot
707 S. Madison Ave. Ste. I
Greenwood, IN 46143
(317) 883-3742

The Ezell Group, Inc.
918 Fry Rd.
Greenwood, IN 46142
(317) 882-5198

Great Opportunities, LLC/
Indy Pole Dancers
324 W. Main St. Ste. 201
Greenwood, IN 46143
(317) 439-4945

Manor Care Indy South
8549 S. Madison Ave.
Indianapolis, IN 46227
(317) 881-9164

Franklin Chamber of 
Commerce New Members  
No New Members

Sales Leads

Bella Arte Studio
Michelle Cashion
2631 Water Way Dr.
Greenwood, IN 46143
BRG Realty Partners
Builders Resource Group LLC
Wendy L. McClellan
3985 S. Morgantown Rd.
Greenwood, IN 46143
Don’s Auto Sales of Franklin
Steven D. Boyer
2150 N. Morton St.
Franklin, IN 46131
Hart’s Handmade Naturals
Katherine A. Hart
1354 Westridge Ct.
Greenwood, IN 46142
Jewelrygirl Originals
Judith Hartman
560 A Paradise Way W.
Greenwood, IN 46143
Samuel Kariuki DBA 
Levites Auto Transport
Samuel Kariuki
Lucy Maina
879 Old Plank Rd.
Franklin, IN 46131

Kindred Nursing Centers 
Limited Partnership
Kindred Transitional Care and 
Rehabilitation Center – Greenwood
377 Westbridge Blvd.
Greenwood, IN 46142
MAS Properties
Mark Syberg
929 Briarwood Dr. 
Greenwood, IN 46142
Nay Nay Bows
Denay Glithero
2175 Longleaf Dr.
Greenwood, IN 46143
Nease Enterprises DBA Office Pride
Randy Neace
170 N. Jackson St.
Franklin, IN 46131
O’Brien Fiat
O’Brien Auto, Inc.
700 U.S. 31 N.
Greenwood, IN 46142
Trammel Air, Inc.
Engineering and Automation 
Services, Inc.
5954 Tioga Ct.
Bargersville, IN 46106
Trisler Hardwood Flooring
David Trisler
72 E. Maple Dr.
Franklin, IN 46131

SBA Guaranteed Loans

Boone County
Drury Family Funeral Services
2400 N. Lebanon St.
Lebanon, IN 46052
$452,000
Indiana Statewide Cert. 
Dev. Corporation
IGH Steel Fabrication, Inc.
1334 W. Main St.
Lebanon, IN 46052
$100,000
Farmers Bank Frankfort
NewRiverz, Inc.
640 white Oak Ct.
Zionsville, IN 46077
$20,000
The Huntington National Bank

Hamilton County
Automatic Pool Covers, Inc.
Custom Commerce Park
Westfield, IN 46074
$1,494,000
Indiana Statewide Cert. 
Dev. Corporation
CrownMark Mortgage, Inc.
8980 Technology Dr.
Fishers, IN 46038
$182,000
Indiana Statewide Cert. 
Dev. Corporation
Eagleson Landscape Company, Inc.
4316 Idlewild Lane
Carmel, IN 46033
$20,000
National Bank of Indianapolis
Elite Equipment Company, LLC
13648 Stone Haven Dr.
Carmel, IN 46033
$170,000
First Merchants Bank, N.A.
Fifty Below Zero, LLC
11760 Olio Rd., Ste. 500
Fishers, IN 46037
$10,000
$11,000
The Huntington National Bank
Schutte Services, LLC
14925 Maggie Ct.
Westfield, IN 46074
$10,000
The Huntington National Bank
 
 

Hancock County
Aspen Self Storage, LLC
8023 N. C.R. 600 W.
McCordsville, IN 46055
$2,002,500
Busey Bank

Hendricks County
Aaron’s Lock Service, LLC
2152 N. C.R. 800 E.
Avon, IN 46123
$5,000
The Huntington National Bank
Hunt and Sons Memorials, LLC
2655 E. Main St.
Danville, IN 46122
$65,000
Indiana Statewide Cert. 
Dev. Corporation
PIP Printing
77 Park Place Blvd.
Avon, IN 46123
$50,000
National Bank of Indianapolis

Marion County
Bandy’s East Washington
8102 E. Washington St. 
Indianapolis, IN 46219
$25,000
The Huntington National Bank
Developertown, LLC
5255 Winthrop Ave.
Indianapolis, IN 46220
$283,000
Premier Capital Corporation
Hahn Systems, LLC
5762 W. 74th St.
Indianapolis, IN 46278
$3,000,000
Bank of Indiana, N.A. 
Hanna’s Wrecker Service, Inc.
3501 W. Kelly St.
Indianapolis, IN 46241
$250,000
Premier Capital Corporation
IN Yoga, LLC
970 Fort Wayne Ave., Ste. C
Indianapolis, IN 46202
$50,000
National Bank of Indianapolis
JW Salon, LLC
6120 N. College Ave.
Indianapolis, IN 46220
$50,000
Community 1st Bank - Indiana
Mktg. Promotion, LLC
7936 Inishmore Way
Indianapolis, IN 46214
$75,000
Chase Bank, N.A.
Preferred Community Services, Inc.
5656 W. 74th St.
Indianapolis, IN 46278
$150,000
National Bank of Indianapolis 
Premiere Rehab, LLC
9505 E. 59th St., Ste. B1
Indianapolis, IN 46216
$25,000National Bank of 
Indianapolis 
X-Tol, LLC
7915 S. Emerson Ave.
Indianapolis, IN 46237
$25,000
The Huntington National Bank

Morgan County
Morgan County Insurance Agency
Lot #2A, Jones Crossing
Martinsville, IN 46151
$532,000
Premier National Corporation

Lenore Terek celebrates 5 year anniversary 
Lenore Terek recently celebrated her 5th year anniversary at the Indiana Eye Clinic. Lenore  

received her BS degree in business with a concentration in marketing from IU. She previously worked 
in marketing, advertising and sales with SerVaas Laboratories Inc. Lenore has served on several  
local committees including the Greenwood Chamber of Commerce Board of Directors, and she is  
a current Volunteer Diplomat for the Greater Greenwood Chamber of Commerce. She is responsible 
for internal and external marketing and community events for IEC. 

Former St. Francis Health medical chief honored for service
Alan Gillespie, M.D., former chief medical officer and vice president for Franciscan St. Francis 
Health, is the recipient of the hospital’s Distinguished Service Award. Gillespie retired as the chief 
medical officer last July but has remained on staff as Medical Director of Special Projects. Joining  
the St. Francis medical staff in 1982, he practiced with Southside OB/GYN for 23 years before  
taking on the position of St. Francis CMO in 2005. He has chaired nearly every medical staff 
committee at the hospital.



FIRST MERCHANTS BANK

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

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

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

Talene Shuck, Emerson Banking Center Manager  |  Kerri Faulkner, Summerfield Crossing Banking Center Manager  |  Jennifer Wilson, Franklin Banking Center Manager   
Carolynn Hobson, Greenwood Park Mall Banking Center Manager   |  Sally Wells, Retail Market Leader   |  Bill Boyd, Business Development Officer  
Brad Canary, Greenwood SR 135 Banking Center Manager  |  Christy Seng, Trafalgar Banking Center Manager

1.800.747.6986    
www.firstmerchants.com

Getting The
Most From Your Bank.

Greenwood Park Mall  
317.884.1045

Franklin  
317.346.7474

State Road 135  
317.882.4790

Summerfield  
317.883.3559

Trafalgar  
317.878.4111

Emerson
317.881.1414
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