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By Don Cummings 

An event looms six months in your 
future. Can you guess what it is? Yes, 
Groundhog Day. But that’s not it. (We 
aren’t THAT certain of the date yet)! 

Despite the date uncertainty, the odds are near 
100 percent that one of the planet’s most visible 
sporting events will be coming to a city near 
you--in February of 2011. That’s right, the Super 
Bowl is coming to Indianapolis. And with it and 
all its fanfare come tens of thousands of visitors. 
Many will be staying in hotels in your county. 
Some, as 
tag-a-long 
family 
members 
who will 
never see the inside of 
Lucas Oil Stadium, will 
be looking for things 
to do.  Those attending 
the game have not yet 
made plans for the 
night they will arrive, 
nor for the day after the 
game. So ask yourself, 
“What am I going 
to do to leverage this 
business opportunity?”

Distant but future 
visitors are already 
Googling Indianapolis 
to find out what 
there is to do in the 
surrounding area. 
They are looking at 
their hotels’ websites.

Can you partner 
with local hotels for 
increased visibility? 
Do you have a 
website? Do you have a Facebook page? Can 
you partner with other local business owners 
to create new and exciting products?

Once you’ve decided what your business 
can offer these visitors, craft a marketing 
message around it to entice them to at least 
have a look. Partner with the local hotels to put 
your tri-fold flyers in their lobby. Ask if they 
have a links page on their local website where 
your business’ web address could be listed.  

Can your restaurant partner with others 
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Six months and counting!  
What’s your plan?

and provide shuttles from hotels to the various 
partners? Can you partner with them to create 
a progressive dining experience of sorts? Or a 
3-meal plan? Can you partner with businesses 
unlike yours to create unique offerings such as 
a themed tour? Can you have a tented event 
that offers more space, more visibility and a new 
experience? Can your business brings its goods, 
or services, closer to the visitors?  Can you 
collaborate with like-businesses in New Orleans 
(site of Super Bowl 2013) to promote your 
business to their Super Bowl-bound residents 

this year in exchange 
for your doing likewise 
here next year?

If you are fortunate 
enough to be doing 
business in a county 
with a Convention 
and Visitors Bureau 
then contact them to 
participate in what they 
are already organizing. 
And if you don’t 
have a CVB, there is 
nothing to stop you 
from taking things 
into your own hands 
to organize the local 
business community. 
Local chambers of 
commerce already have 
an eye on February, 
so contact them to 
find out what might 

already be going on.
Now ask yourself this. “Why am I not doing 

many of these things as a matter of routine?” 
There are always visitors in local hotels.

Don Cummings has worked for over 30 years for 
one of Johnson County’s largest employers in a 
variety of management positions. He has been a 
local leader in several areas of civic development. 
Don is also a graduate of Leadership Johnson 
County and a Co-founder of JourneyJohnson-
County.com.

Despite the date uncertainty, the odds are near 100% 
that one of the planet’s most visible sporting events will 
be coming to a city near you--in February of 2011. 
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Yes,we want your letters

Readers of the Johnson County Business Leader are 
encouraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is timely, 
focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact numbers. 
All letters are subject to editing for brevity, clarity 
and grammar. Please direct correspondence to info@
businessleader.bz.

In business and in life, emotions rule
Perhaps it’s the crowd I hang with, but I see more young 

people getting tattoos and piercings. They use skin as a canvas 
to express themselves. They adorn themselves with trippy 
trappings dangling from unusual places. Without sounding 
judgmental, I don’t get it. Why would someone engrave a four-
color representation of a python-shaped dragon 
on a motorcycle bursting through a garden 
of purple fire on their chest, arm or back?

I’ve tried to understand, but with no success. 
Does it shade my view of someone? Honestly, 
I have to say yes, even though I know it’s not 
fair to judge a book by its nipple piercings. 

How many times have you scratched your 
head at the actions of another? Don’t you 
wonder how they came to their decision? My 
head bleeds with amazement from all the 
scratching. Believe it or not, I’m a bit of a pop 
psychologist and this is costing you plenty, so 
you should listen up: Emotions are ruling your 
life and there is nothing you can do about it.

Not totally true, but dramatic, nonetheless.
Social scientists have just begun figuring 

out what makes us tick. Most fascinating is 
the evolving realization that emotion and subconscious play a 
much larger role in our actions than anyone thought before. 

When I write emotions, I’m not talking about the irrational, 
youthful part of ourselves. It’s difficult to explain because 
we don’t have the proper language, but I’m talking about the 
undercurrent of ourselves, the subconscious, the deep well of 
our understanding of the world. David Brooks, in his new book, 
The Social Animal, writes about this new neuroscience that 
proves that our conscience decisions are influenced greatly by our 
emotions. What’s more, values we place on objects are determined 
by our emotions. Which is better? Our emotions tell us.

This is not new to any salesperson. They know that a 
prospect buys on emotion. Once you have them emotionally, 
you reinforce their decision with feel-good facts.

Imagine walking through life carrying a heavy wooden 
frame in front of your face. This frame is decorated with 

your emotions. It is the gold-leaf inlays of 
disappointment, the embossed successes, the 
beveled edges of your preconceived notions, the 
moldings of your environment since your birth. 
It’s getting to be a pretty heavy frame, isn’t it?

Now, put the frame down. How many of 
you think you put down all those emotions as 
well? We all deal with an increasing number 
of biases. Some would call it a worldview.

How do we live in a world of increasing 
selfishness, crazy decisions, and out-of-control 
circumstances: By focusing on the only thing that 
matters: relationships. This is becoming more 
apparent in this post-recessionary age. Think about 
social media and your engagement with your 
customers. The customer experience is becoming 
crucial. If they don’t have a good experience, 
they get on social media and tell all their friends 

which according to Facebook averages about 130 people. On the 
other hand, to get them to tweet about a fantastic experience is 
hard to do. Survival depends on how good the customer feels.

What we’re discovering through our efforts to understand this 
trip through humanity is that emotion is far more influential 
than any of us would like to admit. What really matters in 
people’s lives today is how they relate to one another.

Years ago I heard this phrase and it stuck with me. “When 
all else fails; Kindness will prevail.” Follow this advice and 
the riches you seek will unfold in wondrous ways.

Creative thank you means 
everything to stressed 

employees
In companies across the country, lay-offs and budget 

cuts have resulted in skeleton crews working to do a lot 
more with a lot less. In many of these businesses, stressed 
but grateful company managers wish for a way to reward 
incredible employees. But shoestring budgets leave little to 
no room for bonuses. 

  Here is a list of budget-friendly ways from hr.com, to 
show appreciation to those who help your business weather 
today’s economic storms: 
• Flex those hours. If there’s one free reward that rises   
 above the rest, it’s a flexible work schedule.  Flex time as a   
 company perk offers the most gain with the least pain.
• Send a handwritten note.  Personal notes from top brass   
 mean a great deal to employees. For example,    
 AdvancedMD CEO Jim Pack handwrites thank-  
 you notes to employees on a $2 bill. 
• Reward effort as well as success. Even if ideas sometimes  
 fail, you want employees to keep producing them, said   
 Alan Weiss, president of the Summit Consulting Group   
 Inc. “When I consulted with the CEO of Calgon, we   
 created an annual award for ‘the best idea that didn’t work’  
 and presented a loving cup at the annual awards   
 dinner. This stimulated innovation and positive behavior,   
 not ‘winning.’”
• Give them a free pass.  Offer a certain number of free   
 days off to employees to use as they see fit.
• Dole out cream and sugar. During busiest times,   
 executives at the Cigna Group push coffee carts at the   
 office, serving drinks to colleagues. As they serve,   
 executives coach and encourage colleagues and hear about  
 real consumer issues.
• Blow out the candles. Cisco Systems Inc.’s CEO John   
 Chambers hosts a monthly hour-long birthday breakfast   
 for employees with a birthday that month. Employees feel  
 recognized, and he gains loyal employees who share their   
 ideas.
• Walk it as you talk it. Leave the desk chair and enjoy   
 a nice day. Those daily walks with employees turn onto   
 traveling staff meetings.

Quote oF tHe montH

The fact is - everyone is in sales. 
Whatever area you work in, you do 
have clients and you do need to sell. 

- Jay Abraham, founder and CEO of marketing company, 
Abraham Group.
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their homes, the company is also dedicated to 
community service.  

Last year, a portion of service call profits was 
donated to a local food pantry. And when a 
Greenwood home was recently built by Habitat 
for Humanity, all materials and labor for the 
installation of heating and cooling was donated 
by Johnson Heating & Cooling.

“Our whole team went over and worked on 
the house on many Saturdays,” Griesemer said 
with a smile. 

HOW RON DID IT
Best advice: Don’t let the fear of doing 
the hard things stop you from doing 
them.

Worst advice: Why are you paying for 
all that employee training? What if you 
spend all that money and they leave?

In five years…. I will continue to 
develop our company and learn new 
ways to increase customer service.

Secret to your success… We have 
a great team. Everything we’ve 
succeeded at is because of our team. 

Best business decision: To get 
personal business coaching. I know I 
can’t do it all on my own.

List of five favorite books:

The New Gold Standard by Joseph 
Michelli

Leadership by John Maxwell

Church magazines and books

John Adams by David McClullough

Washington’s Crossing by David 
Hackett Fisher

By Sherri Coner 

When employees crowd into the conference 
room each week at Johnson Heating & 
Cooling, company owner Ron Griesemer 
happily greets them with a clear objective.

“Those Monday meetings are to celebrate 
successes from the past week,” Griesemer said. 
“We always try to do more than customers 
expect.  So I enjoy hearing about follow-up calls 
with our customers.”

Griesemer notes that many loyal customers 
of this company, founded in 1968 by the late 
Noah Johnson, are now senior citizens.  So 
when technicians make service calls, they are 
quick to do what is often unexpected these 
days.  Bringing customer trash cans from the 
street or maybe changing light bulbs while 
servicing a furnace or air conditioner are simple 

but appreciated ways for Johnson Heating & 
Cooling staff to reach out with extra care.

These small but thoughtful favors for both 
longtime and new customers leave a lasting 
impression. Add the fact that continuous 
training is required for carefully chosen and 
trustworthy technicians and Griesemer views 
these as superior reasons for company success. 

“The economy focused us,” he said. “We got 
back to basics and we see that a 
basic strength for us is our great 
customer service.”   

 His father and past company 
owner, Clifford Griesemer of 
Greenwood, often reiterated the 
importance of getting to know 
the customers. Without trusting 
relationships in the community, 
Clifford Griesemer said, a 
business isn’t likely to flourish.

He understands completely 
what his father was trying to 
explain.

His father’s advice about 
customer service and longevity 
in the business was simple yet 
profound and still rings true 
today. 

“My dad always said, ‘We want 
a customer for life, not just one 
time.’”       

In the mid 1980s, when 
Clifford Griesemer bought the 
company from his longtime 
friend, Noah Johnson, Ron 
Griesemer, instantly became a 
gopher.

“I was always going for parts. 
It was always back and forth to 
the truck, ‘Go get this. It’s in the 
bin behind the driver’s seat.’” 

Understanding Dad’s Advice
Customer service keeps referrals coming

Along the way, Ron Griesemer grew past 
being the designated gopher for his dad. He 
developed new skills and worked for the 
company during summer breaks in high school 
and college.  

Six years ago, when Clifford Griesemer 
announced his retirement, the company gopher 
moved into the ownership role. He bought the 
business from his dad. 

“I’ve got these 16 lives and their families that I 
am responsible for,” he said of the staff. “It really 
does weigh on me, but in a positive way.” 

 Through the years, Johnson Heating & 
Cooling has built a lasting reputation on being 
highly professional, trustworthy and kind, stable 
and consistent.  For example, the company is still 
located in the exact spot where Noah Johnson 
opened it more than 40 years ago.  Several 
technicians have been with the company for 
more than a decade.

“We have consistent growth,” Griesemer 
said. “We haven’t grown by leaps and bounds. 
We have instead been slow and steady in our 
growth.” 

Another point of pride is that 90 percent 
of new customers are referred by previous 
customers. 

“We have great customers,” Griesemer said 
with a smile. “They are all good, quality, down-
to-earth Greenwood area folks.”

Before sunrise, Griesemer’s day is officially 
kicked off with an exercise regiment. He’s 
usually in the office, talking to employees over 
coffee before 8 a.m. Most evenings, office doors 
lock by 6 pm.

A history buff, Griesemer plans short trips 
to historical landmarks with his wife Lisa, who 
also works in the company, and their only child, 
11-year-old Caroline. 

Along with providing customers with highly 
trained technicians that can be trusted in 

Johnson Heating, cooling & 
plumbing

245 N. Meridian St.
Greenwood IN 46142

(317) 881-7736
www.johnsoncomfort.com 
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With an emphasis on professionalism and customer service, the team at John-
son Heating & Cooling provides its personal best during every service call.
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Only highly trained professionals from Johnson 
Heating & Cooling tackle jobs like this one at the 
Historic Artcraft Theatre in Franklin.
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Geese Wranglers

Kathy Petrere
(317) 709-2362

geesewranglersllc.com 

By Nicole Palmer

     Other people saw a noisy, messy nuisance 
nine years ago when noticing flocks of Canadian 
Geese waddling around retention ponds. 

   But Southsider, Kathy Petreré, saw 
flocks of business opportunities.  

    With no natural predators in heavily 
populated business parks and residential 
settings, increasing goose populations pose 
growing problems. Petreré saw the need 
to relocate geese from business parks to 
state wildlife parks, and so she launched 
a business, Geese Wranglers LLC. 

     Working primarily for businesses and 
corporations, she is paid per goose. Last year, 
Petreré rounded up more than 500 geese.  
Though she works throughout the year, early 
spring is the busiest time. It’s important to 
capture the unwanted visitors once their wings 
have molted, which makes them temporarily 

unable to fly. Relocating the geese before 
nesting and moving baby geese before they 
learn to fly are also important factors. 

     Where geese learn to fly is usually the 
location they return to and most geese in 
suburban areas do not migrate, she said.

   “I’m a hard worker which is why I 
love working for myself,” Petreré said. “I 
don’t mind working 80 hour weeks and 
I always make my clients happy.”

Chasing geese as income

   Life couldn’t be more exciting for Darrell 
Day and his wife Tanya Day.  They are 
newlyweds and new business owners, too. 

   As the owners of Home Video Studio, 
near the Main Street and U.S. Hwy. 31 
intersection in Greenwood, they are in 
the business of preserving memories.

  Sometimes parents of athletes bring 
in video clips of several games, asking 
that it all be merged into one DVD 
enroute for college coaches to see.

   Other times a family might request for an 
elderly member of the family to simply take 
a seat in the studio to talk about surviving 
the Great Depression or serving in World 
War II.  Still other times, the couple sets a 
telling story of beautiful photos to music 
for weddings, anniversaries or funerals.

   These people loving music lovers cherish 
the opportunity to help customers tell whatever 
their story might be.  And the constant stream 
of business gives him comfort in knowing he 
and Tanya opened a recession-proof venture, 

Darrell Day said. 
What prepared you 

for this venture?  I 
had a lot of experience 
as a Home Video 
Studio employee for 
eight years.  I’m the 
only employee ever to 
open my own store. 

What are the trends 
in your business? This 
is a very trend driven 
business. Fifty years 
ago, it was film. Then 
BETA came along and 

then VHS tapes. Now we’re getting video 
off of phones. It’s very technology driven. 

How do you differ from competitors?  
We have nothing cookie cutter. Every 
project is customized. We are very 
cutting edge with what we do.

Do you have a mentor?  Yes, every owner of 
a franchise has a mentor, and mine is a great guy.

How do you plan to combat current 
economic conditions?  This is the kind of 
thing people want to spend money on because 
it’s very important to them and their families.     

Home Video Studio

darrell@homevideostudio.com
190 S. U.S. 31 Ste. E
Greenwood, IN 46142

(888) 430-0239
http://homevideostudio5.reachlocal.com
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Kathy Petrere shows off what a 
“typical day at the office” is like in 
her profession.

coacH’s cornerCoach’s Corner

Jack Klemeyer

Jack Klemeyer is the founder and head performance 
coach of GYB Coaching (www.gybcoaching.com). 
Contact him at Jack@GYBCoaching.com.

Improved self-promotion leads to sales
There are some definite 

myths around sales success 
that I’ve heard and I’m sure 
you have heard them too. 

Myth #1: The hardest 
working and most deserving 
get paid the most in sales. 

Myth #2: Good work 
speaks for itself. 

Myth #3: If you stay loyal 
and keep your mouth shut, the 
boss will take care of you. 

Those myths have all been 
“busted” as they say on the 
popular TV show. They have 
been busted with the principle called recognition 
and reward. This principle says that your good 
work has to be made visible before it can be 
recognized by others. Additionally, it must 
be recognized before it can be rewarded. 

Here’s how to accomplish just that. It seems 
easy; the person who initiates the most contacts 
with prospective buyers on a consistent basis 
is the person who will have the most sales. 
That seems pretty straight forward but if you’re 
afflicted with one of the facets of Sales Call 
Reluctance, it just can’t and doesn’t happen.

There’s another name for “initiating contacts 
with prospective buyers.” It’s called self-
promotion. Self-promotion is the secret sauce 
of success that all highly paid success gurus 
know about and practice themselves. So if you 
follow one of the so-called success gurus, don’t 
just listen to what they say, notice what they 

do. Usually, the most successful 
are also the most visible. 

Based on research, what 
makes natural self-promoters 
successful can be boiled down 
to just three critical behaviors: 

1. They position 
themselves. The top sales 
producers put themselves 
close to those who can 
reward them financially. In 
other words, they position 
themselves around prospective 
buyers. Top producers find 
ways to get noticed.

2. They develop a style. 
Simply being noticed isn’t enough. Find 
something about yourself, something distinctive 
and more memorable, about what you and how 
you do it that will help people remember you. 

3. They build in repetition. Never 
miss an opportunity to stand out, and 
do it consistently, day after day.

Here’s the good news: Nearly everyone is 
either already capable of doing, can learn to do 
or can learn to do the things better that make up 
effective self-promotion. But, for some, there is 
a reason why otherwise talented, capable people 
don’t earn what they’re worth. It’s called Sales 
Call Reluctance, which I will share next month.
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SBA Express programs  
offer financing options

By Kevin Jones

When most people talk about Small Business 
Administration (SBA) financing, they’re usually 
referring to the agency’s 7(a) loan guarantee 
program. The 7(a) program is 
the SBA’s most-used non-
disaster financial assistance 
program for a number of 
reasons. The program’s 
eligibility requirements are 
broad, it offers flexibility in 
structuring loans and loan 
proceeds can be used for a 
variety of purposes. 

Three special versions of 
the 7(a) program offer small 
business owners alternatives 
for obtaining financing. These 
three programs – SBAExpress, 
Patriot Express and Export 
Express – don’t get a lot of 
publicity, but are definitely 
worth a closer look.

SBAExpress

The SBAExpress program authorizes certain 
experienced SBA lenders to streamline the 
guaranteed loan approval process by using their 
own forms and procedures to process loans. 
In exchange for the increased flexibility, the 
SBA provides a 50 percent guarantee, instead 
of the 75 to 85 percent guarantee typically 
provided on 7(a) loans. Through 9/27/2011, the 
maximum amount for an SBAExpress loan is $1 
million. After that date the maximum returns 
to $350,000. For smaller loans (those under 
$25,000), no collateral is required. In virtually 
all other aspects, the SBAExpress loan is the 
same as any basic 7(a) loan. SBAExpress offers 
borrowers accelerated turnaround time with the 
goal of getting your financing approved faster 
than a typical 7(a) guaranteed loan. 

Patriot Express

The Patriot Express loan program is targeted 
to veterans and members of the U.S. military 
community who want to start or grow a small 
business. In the four years since the program 
started, the Patriot Express initiative has 

provided more than $633 million in SBA-
guaranteed loans to 7,650 veterans nationwide  
to start or expand their small businesses. 

Veterans, current spouses and spouses 
widowed by a veteran who died 
during service or a service-
connected disability are eligible. 

Patriot Express loans may 
be used for a wide variety of 
purposes, including start-up, 
equipment purchase, business-
occupied real estate acquisition, 
inventory, and working capital 
infusion, among other purposes. 

The maximum amount for 
Patriot Express loans is $500,000. 
Loans of $150,000 or less qualify 
for an 85 percent guarantee 
(SBA’s highest rate). Loans of 
between $150,000 and $500,000 
have a 75 percent guarantee from 
SBA. Lenders are required to 
take all available collateral for 

loans of more 
than $350,000. 
Interest rates 
on Patriot 
Express loans are 
generally in the 

range of prime (currently 3.25 percent) plus 2.25 
to 4.75 percent.

Export Express

 A third “Express” program offers flexibility 
and ease of use to small business exporters. 
Export Express loans may take the form of a 
term loan or line of credit and may be used 
for just about any purpose that will enhance 
a company’s export development. Any small 
business that has been in business for 12 months, 
and can demonstrate that loan proceeds will 
support export development, is eligible for 
Export Express.

Only approved lenders may process Express 
loans. For a list of SBAExpress and Patriot 
Express lenders in your area, please contact the 
SBA Indiana District office in Indianapolis at 
(317) 226-7272.

Kevin Jones is a Business Advisor with the Central 
Indiana Small Business Development Center in 
Indianapolis. He may be reached at (317) 916-
7529 or at kjones@isbdc.org.

Kevin Jones

The program’s eligibility requirements are broad, 
it offers flexibility in structuring loans and loan 
proceeds can be used for a variety of purposes.
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Grady Howard has recently joined Cindy Wilkins Insurance agency. A 
1986 graduate of Martinsville High School, Howard attended IUPUI and 
has been in the banking industry for 23 years. For the last five years, he 
served as assistant vice President for Fifth Third Bank and managed the 
Fifth

Third banking office at 801 W Smith Valley Rd, in Greenwood before 
becoming an insurance agent.

Grand openinGsRibbon Cutting CeremoniesBiZ BrieFsBiz Briefs

Devin Anderson, Carmel, a 1986 alumnus of Franklin College, was elected 
to the board of trustees effective July 1. He is president of Indiana-based 
E&A Industries and president and CEO of Colorado-based Udi’s Gluten-
free Foods.

Under Anderson’s leadership, the company grew from a regional operation 
with 10 employees and $6 million in revenue to a global platform business 
with 120 employees and $48 million in revenue.  Prior to joining E&A 
Industries in 1997, Anderson served in a number of political and government 
leadership positions. Anderson is a member of the Young Presidents’ 
Organization, a professional association for business executives 49 and under. 
His civic involvement includes advocating children’s legal interests in the 

court system. In his spare time, he enjoys tennis. Anderson and his wife, Shelby, are the parents of 
four children.
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Greater Greenwood Chamber of Commerce Ribbon Cutting Ceremonies included:

Community Physicians of Indiana welcomes new 
physicians at County Line Medical Pavilion

Pediatricians, Katie Kasyjanski, M.D., and Leslie Parent, M.D., recently joined County Line 
Medical Pavilion, a Community Physicians of Indiana office,  located at 333 E. County Line Road, 
Ste. B, in Greenwood.

Members of the Greater Greenwood Chamber of Commerce staff gathered with 
representatives of Greenwood Meadows, the Southside’s newest senior-minded 
facility. Built by American Senior Communities, the facility is located at 1200 N. 
S.R. 135 in Greenwood.

Home Video Studio owner, Darrell Day, enjoys the support of friends and cowork-
ers during the official grand opening of his franchise venture, located at 191 U.S. 
31 in Greenwood. 

Katie Kasyjanski, M.D. Leslie Parent, M.D.

Devin Anderson

Grady Howard

 Anderson named to Franklin College 
Board of Trustees

Howard joins Cindy Wilkins 
Insurance Agency



By Brenda Richards

The appetite for retail growth is on the 
rise. A positive shift in the commercial real 
estate market provides increasing confidence 
in its recovery. The 
improving job market 
and the relatively low 
interest rates are two 
key factors bolstering 
banks and investors to increase their 
commercial rest estate portfolios.

White River Township will see aggressive 
retail activity along State Road 135 as anxious 
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Retail making headway in Johnson County

drivers anticipate the completion of the new 
road. Auto Zone is remodeling the former 
Blockbuster Video building at a prime location. 
Kroger has purchased the MainSource Bank 

and plans call for a Kroger Gas Station 
extending to the SW corner of State Road 135 
and Fairview. MainSource will move about 
one mile north to The Pointe in a vacated Old 

National Bank and Hungry 
Howie’s Pizza retail space.

Country Nutrition Store, 
now located on Smith Valley 
Road, just west of State Road 
135 has purchased space at 
Olive Branch Parke. The 
neighborhood shopping 
center welcomes Olive 
Branch Parke Veterinary 
Clinic. Dr. Anndrea Kapke 
Hatcher will provide 
medical and surgical care. 
The facility will also board 
dogs, cats and exotic pets.

Zen Hair Studio & 
Spa and Louise’s Bar & 
Neighborhood Restaurant at 
Stones Crossing 
Retail Center 
anxiously await 
The Dollar Tree 
who will lease 

the entire 9,100 square foot space. 
Dollar Tree Stores are excellent 
neighbors who create foot traffic 

for other retail users.
The US 31 corridor 

is facing new changes. 
Kirkland’s Home 
Décor is moving 

from the Greenwood Park Mall 
into the small strip center in 
front of Toys “R” US. This is 
directly north of the new Jack’n 

the Box planned for the hard corner.
The strip center south of County Line is being 

renovated after another Blockbuster closing. 
Baskin Robbins Ice Cream, Fast Signs and Yats 
will welcome Chicago Pizza to their line-up. 

Small towns such as Trafalgar and Edinburgh 
are seeing an influx of demand for neighborhood 
services. Lakes such as Sweetwater, Cordry, 
Princess and Lamb Lake draw summer crowds 
that McDonald’s can’t keep up with. The 
activity at Camp Atterbury has changed the 
dynamics of the area with both residents and 
soldiers seeking retail neighborhood services.

Success for business in Johnson County 
spells success for residents and government. We 
must stand firm in our commitment to bring 
new businesses and jobs to our community. 
The concept of private ownership, both homes 

and small business, is still 
the backbone of America. 
This sounds very noble when 
times are good but feels like 
a big burden to have on our 
shoulder during difficult times. 
As we work our way through 
these obstacles, remember it’s 
the unity that enables us all 
to help carry the burden. 

Brenda Richards, CSP, CGP, MIRM 
is an associate broker with Car-
penter Commercial Realtors, lo-
cated at 8901 S. Meridian Street, 
Indianapolis. She can be reached 
at brichards@callcarpenter.com.

A basic primer: Annuities 101

By Jason Alderman

 Nervous investors have faced many challenges 
over the last few years searching for safe havens. 
That’s one reason many turn to annuities to 
ensure a steady stream of retirement income. But 
with so many types of annuities offered – and 
complex rules, fees and restrictions – it’s not 
uncommon for investors to buy products not 
ideally suited to their needs. 

Here’s a brief primer on how annuities work:
Annuities are insurance products that pay 

out income. Typically, you make a lump-sum or 
series of payments to the seller. In return, they 
agree to pay you periodically for a definite period 
(say 20 years) or an indefinite period (until 

death) in one of two ways: 

•	 Immediate	annuities	begin	paying		
 benefits the year you deposit your  
 money.

•	 With	deferred	annuities,	your	account		
 grows on a tax-deferred basis until you  
 begin receiving payments at a later  
 date.

There are three basic types of annuities: 

•	 Fixed	annuity.	You’re	paid	an		 	
 agreed-to rate of interest while your  
 account is growing and receive periodic  
 payments of a specified amount. 

•		Indexed	annuity.	The	seller	
provides an investment return based 
on changes in a particular index (such 
as the  
S&P 500). 

•		Variable	annuity.	You	invest		
your account among a variety of 
options (typically mutual funds) 
and your rate of return and payment 
amounts will depend on their 
performance. 

Many people purchase annuities 
because they grow tax deferred – 
that is, your contributions are not 
taxed, but any earnings they generate 
are taxed at your regular income 
tax rate. Annuities have no annual 
contribution limit, but you’ll pay 
a 10 percent federal tax penalty 
withdrawals before age 59 ½. 

One big tax disadvantage is 
that, whereas earnings from money 

invested in stocks, bonds or mutual funds 
is taxed as capital gains, annuities are taxed 
at regular income tax rates, which can be 
significantly higher. 

Annuities can be very expensive compared to 
other types of investments. Before signing any 
agreement investigate: 

•	 Sales	commissions,	which	initially	 
 can run as high as 10 percent, plus  
 ongoing commissions in subsequent  
 years.

•	 Depending	on	what	type	you	buy,			
 you could be charged an additional  

 2 percent or more per year in various  
 account management fees.

•	 Most	deferred	annuities	charge	an	early		
 withdrawal penalty called a surrender  
 charge, which usually starts at 7 or 8  
 percent and gradually declines to zero.  
 However, they can also be much higher,  
 so read your contract carefully.

A few additional precautions: 

•	 Consider	consulting	a	fee-only		 	
 financial advisor versus one who earns  
 commissions recommended products.

•	 Because	401(k)	plans	and	IRAs	are	already		
 tax-deferred and have lower fees, it may  
 not make sense to roll over those balances  
 into an annuity.

•	 Before	moving	an	existing	annuity		
 into a new account, analyze surrender  
 charges, sales commissions   
 and other fees you’ll be charged.

•	 Many	annuities	end	upon	your	death,		
 so if you want your heirs to continue  
 receiving your benefit, investigate joint  
 and survivor or term-certain annuities. 

•	 Check	the	insurer’s	credit	rating		 	
 with credit bureaus like A.M. Best,  
 Standard & Poor’s and Moody’s. 

To learn more about annuities, visit investor 
websites for the Securities and Exchange 
Commission (www.investor.gov) and the 
Financial Industry Regulation Authority (www.
finra.org/Investors/index.htm).

A positive shift in the commercial real estate market 
provides increasing confidence in its recovery.
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Reinventing careers leads  
to happy ending

By Sherri Coner

  When their broadcasting careers came to a 
sudden halt in 2001, Ann Craig-Cinnamon and 
her husband John Cinnamon, faced a mid-life 
career change.

   It was time to venture past everything they 
had both known for more than 30 years as radio 
personalities. 

   It was time to find a new passion.
  They bought a mortgage company. But soon 

discovered that wasn’t what they loved. So they 
sold it.  

    A short jaunt as the owners of a dry 
cleaning business and later, an e-commerce 
business led them to study their next move more 
closely. 

  “They always say, ‘Do what you love.’ And 
travel is my major passion, other than him,” Ann 
said with a smile as she nudged her husband.

  They quickly realized the best fit for a 
new business venture was to purchase a travel 
franchise, Cruise One, Ann Craig-Cinnamon 
said.

    Treasured childhood memories of visiting 
most of the United States in a family camper 
gave Ann a love for travel.   When she and John 
tied the knot 16 years ago, they began to wander 
the world as a couple. 

   Today, the couple’s Greenwood home is 
decorated with memories they have gathered 
from around the world - carpet from Beijing, 
China, artwork from Australia and Cambodia, 
an entire wall filled with John’s photography 
of their moments in the Sahara Desert, Kenya, 
Venice, the Egyptian pyramids- just to name a 
few.   

  “We have traveled so extensively that we can 
bring a lot of information to clients,” John said.  
“Last year we literally flew around the world, 14 
airports in 14 days.” 

  Next February they will don parkas and head 
to Antarctica.  Maybe it’s cold there but it’s also 
breathtakingly beautiful, with rare opportunities 
to watch penguin and seal scoot across the icy 
shore in their natural habitat. 

Though the name of the business might lead 
travel lovers to assume Cruise One is limited to 
cruises, that’s not true, Ann said with a smile.  
She and John can offer great deals for those 
interested in booking cruises. But they can also 
schedule all types of trips.

  And because they have had the personal, 
globe-hopping experiences in 65 countries 
and six continents, the Cinnamons confidently 
schedule trips with a personal touch.  What once 
seemed to be the end of the world- losing three 
decades of a career they never saw themselves 
leaving- has opened doors for entirely new 
business opportunities.

Their favorite adventures so far:

Italy - unbelievable history, art, scenery, 
food, shopping and the Amalfi coast is the 
most beautiful coastline in the world.

Easter Island - The most remote inhabited 
island in the world with the mysterious moai 
statues as a backdrop.  

Egypt - Home to the only remaining 
7 Wonders of the Ancient World (the 
Pyramids), Egypt has history and 
monuments dating back more than 4000 
years. 

Sydney, Australia - With the Opera House 
on one side and the Sydney Bridge on the 
other, Sydney has one of the most beautiful 
harbors in the world.   

Northern California - From Carmel north to 
Napa Valley and San Francisco.

CruiseOne Greenwood

Ann & John Cinnamon
Phone: (317) 535-5763

 E-mail: acinnamon@cruiseone.com
Web: www.thedestinationstation.com
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Ann & John Cinnamon visit Egypt and the last remaining 
7 Wonders of the Ancient World, The Pyramids.
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mike Heffner

The Greater Greenwood Chamber of Commerce has partnered with
ADVANTAGE Health Solutions, Inc.SM (ADVANTAGE) to offer a unique
group health insurance product to our members.

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

• Unique medical insurance product 
• Multiple health benefit plans 
• Pharmacy and benefit riders available 

HEALTH
INSURANCE
CONCERNS?
The Greater Greenwood 
Chamber of Commerce
has the solution for you!

For additional information, please contact The Greater Greenwood 
Chamber of Commerce at (317) 888-4856, your insurance agent 
or Steve James at ADVANTAGE at sjames@advantageplan.com or 
(317) 573-2835.

• Wellness programs 
• Preventive care 
• Proprietary network of quality
   healthcare providers
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St. Francis Healthcare Foundation  
golf outing rakes in green

St. Francis Health appoints new 
quality manager of emergency services

Indiana Dental Association honors 
members for outstanding service

The 2011 St. Francis Healthcare Foundation golf outing raised more than $117,000 to support 
health and healing programs for hospital patients and their families. Proceeds from this annual event, 
which was held at Eagle Creek Golf Club, are used to help fulfill the mission of Franciscan St. Francis 
Health of care for the underserved, care for the dying, spiritual care and professional development.

Leah Scalf, R.N., has been appointed quality manager of emergency services at Franciscan St. 
Francis Health’s hospitals in Indianapolis, Beech Grove and Mooresville. She will serve as advisor 
to medical staff, service lines and other areas. Scalf has been affiliated with St. Francis Health since 
1987 in a variety of roles and is certified in nursing administration through the American Nurses 
Credentialing Center.

Dr, Heather Maupin was recently honored by the Indiana Dental Association. She was awarded the 
Rising Star Award for five years of leadership skills in her practice. Dr. David Wolf was honored with 
the Charles W. Gish Community Service Award. He provides dental care at orphanages and villages 
in Haiti, as well as Wheeler Mission. Both dentists practice general dentistry on the South side.

5 Tips for your next tough 
employee eonversation

As a business owner or 
manager in your organization, 
you’re responsible for leading 
employees in their careers 
and making sure they do their 
jobs efficiently. But eventually 
you’re bound to come across 
an employee who struggles to 
measure up to your company’s 
culture or standard of work.

Most leaders don’t enjoy 
those tough conversations with 
employees who underperform 
or have difficulties getting 
along with co-workers.  As a 
business leader, it’s crucial to 
meet these types of problems 
head on. Failure to discuss 
issues with employees will only make problems 
worse. To help you make difficult conversations 
with employees easier and productive, here are 
five ways I personally suggest to get you started:

Don’t wait to address the issue. Once you 
notice a problem with a particular employee, 
don’t sit back and hope things work out. Deal 
with the issue immediately. Waiting to address 
an issue only intensifies the problem and sends 
mixed messages to your entire team on what 
will and will not be tolerated in the office. 

Listen to both sides of the story. When you 
initiate the conversation, make sure you give 
the employee an opportunity to explain the 
situation.  You need to understand both sides of 
the story before you accuse an employee of an 
issue or blame it all on one person. By giving 
the employee an opportunity to explain his 
or her actions, you gain trust and the person 
feels like they have at least been heard.  

Bring the parties together.  One of the 
mistakes I see leaders make is that they try to 

solve all problems on their own.  
This only creates a revolving 
door of never ending reactionary 
issues.  Leaders need to teach their 
employees how to address and 
solve the day-to-day disagreements 
on their own.  This requires both 
parties in the room.  In most 
cases, disagreements are caused 
by the leader’s lack of direction or 
clarity on how to do a task and 
this can be easily talked out.  

Ask questions.  More often 
than not, the situation at hand isn’t 
the real problem.  The problem 
often lurks in the lack of details 
or direction.  Asking questions to 
find out the real problem allows 

you to look for ways to communicate better 
or bring clarity to what needs to be done. 

Stay positive.  When you address an issue 
with an employee, avoid going head on into 
the negative conversation.  Let them know that 
they are valued and your job is to assist them 
with their success.  You don’t want to avoid 
dealing with the issue, but when you sound 
aggravated or move right into the “heat” of 
the issue, people tend to become defensive. 

Having conversations regarding an employee’s 
negative performance, attitude, or other 
workplace issues can be tough. Constructive 
conflict resolution can lead to fruitful outcomes 
that produce a more trusting team, held 
accountable to results. Build a culture that 
learns how to deal with conflict and you have 
the framework for a high performing team.  

This article is written by Mike Heffner, owner of 
Greenwood Express Employment Professionals 
franchise.  Contact Mike at mike.heffner@express-
pros.com or visit www.expressindysouth.com. 

Better ways to support your local 
sheriff, schools and charities

By Scott Flood

Through their very existence, local businesses 
support their communities. They provide jobs 
and make purchases that inject money into the 
area’s economy, and they pay taxes that fund 
local government services. But when business 
owners and managers talk about community 
support, they’re referring to the requests from 
the high school band for donations for new 
uniforms, the Girl Scouts who want to sell 
cookies on the doorstep, the Little League 
teams that are after sponsorships and the 
community theaters that need program ads. 

Complicating this problem are some 
“fundraising” companies that are strong on 
sales techniques but weak on integrity. Usually, 
only a tiny percentage of the money actually 
finds its way to the group whose name is 
being used. Even legitimate fundraising 
companies typically take a healthy share, so 
your donation may actually shrink to half that 
by the time it ends up in the groups’ coffers. 

A better way to support community groups 
is to take time to talk with the officials 
who run them. Ask about specific needs 
and how you can help. Nearly every group 
has a wish list, whether that’s a printed 
document or ideas in the director’s head.

Asking, “We were thinking of giving 
you $100 this year. What do you need that 
costs that much?” shows the group that 
you have more interest than simply saying, 
“Here’s fifty bucks. Go away for another 
year.” It lets you build a relationship with 
the group’s leadership, and gives you the 
confidence that your money is working more 
effectively for the group and accomplishing 

more. (Any organization that won’t take the 
time to talk doesn’t deserve your money.)

Another way to deal with the requests is to 
see if the organizations need any non-monetary 
support. For example, an organization I work 
with has a need for food at meetings, and 
some local restaurants provide that in-kind 
support rather than cash. The advantage of 
this approach is that the value received is far 
greater than the actual cost. If the organization 
had to purchase the meals at retail prices, 
it would first need to raise enough cash to 
be able to afford them. And rather than dip 
into its cash flow, the restaurant can use on-
hand inventory to make its contribution. 

The biggest challenge for many businesses is 
determining which organizations to support, 
because any business that tries to fund every 
request will find itself out of business. I 
counseled one client to establish an employee 
committee to determine which groups would 
receive funding. After reviewing a list of past 
contributions, the committee grouped them 
into categories. They voted on which categories 
to support for the next two years, when a 
new committee would repeat the process.

Whether or not you go to the lengths 
of forming committees, the key to making 
community support more effective and less of 
an annoyance is to approach it through some 
kind of organized plan. That way, you can parcel 
your dollars out in ways that have more impact 
than simply letting every opportunity nickel-
dime you into frustration and bankruptcy.

Contact Scott Flood at sflood@sfwriting.com or  

(317) 839-1739, or visit his blog at sfwriting.com/blog.
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planner/oF notePlanner/Of Note
11 – Noon, August Chamber 
Luncheon at Hillview Country 
Club, 1800 E. King Street.
Please make luncheon 
reservations by Tuesday, 
Aug. 9 at 736-6334, or visit 
franklincoc@franklincoc.org.  
You may also reserve your 
spot by visiting the Members 
Only section of the Chamber 
website. Cost is $15.00 per 
person payable at the door. 
Speaker information TBA.

13 – Tap Your Toes, 
Thank a Soldier During 
Our Habitat Concert
6 pm, at Johnson County 
Park Amphitheatre

    Support Johnson County 
Habitat for Humanity’s 
Edinburgh Build by attending a 
benefit concert featuring Henle 
and the Loops. Pre-sale tickets 
are $10 and $12 at the gate, 
$5 for ages 7-12. Children 
under age seven get in free. 
Tickets may be purchased 
at the following locations: 
Local Edinburgh Merchants, 
First Merchants Banks, 
Heartland Community Banks, 
Old National Banks, and the 
Habitat Office. In addition, 
Habitat is partnering with 
Camp Atterbury.  So please 
thank a soldier for serving 
our country by purchasing 
concert tickets for soldiers. 
Don’t they deserve to rock out 
for free? Let’s rally to thank 
our soldiers while helping a 
family realize their dream of 
owning a home. Directions:
jcpark.org/hhp/map.html

18 – 4:30 to 6:30 pm, 
Business After Hours, 
at the Johnson County 
Community Foundation, 398 
S. Main Street in Franklin.

New Members of the 
Greater Greenwood 
Chamber of Commerce

ActionCOACH
Roger Engelau
6521 E. Rolling  
Valley Ct.
Mooresville, IN 46158
(317) 834-0502
Fax (317) 203-0840

Cannoli Queen
Dan Snow
1279 N. Emerson Ave.
Greenwood, IN 46143
(317) 882-1908

Chilcote & Kibbe, PC
James L. Hillery
7119 U.S. 31 S.
Indianapolis, IN 46227
(317) 888-2669
Fax (317) 888-2469

CruiseOne Greenwood
Ann Craig-Cinnamon
2280 Woodsway Dr.
Greenwood, IN 46143
(317) 535-5763
Fax (317) 535-5763

Franciscan St. Francis 
Health Heart Center
8111 S. Emerson Ave.
Indianapolis, IN 46237
(317) 865-5000

Franciscan St. Francis 
Health Imaging Services
Scott Roberts
8111 S. Emerson Ave.
Indianapolis, IN 46237
(317) 851-3677

GreatDeals
Steve Mougeotte
6521 S. S.R. 67
Pendleton, IN 46064
(317) 459-6517
Fax (866) 662-4119

Key Financial Measures, LLC
Firoozeh Hunt
704 South S.R. 135
Ste. D #207
Greenwood, IN 46143
(317) 370-8944
Fax (317) 888-3262

mobiNotify
Steve Mougeotte
1605 Bowman Dr.
Greenfield, IN 46140
(317) 459-6517

Fax (866) 662-4119

NetGain Associates
Andrew Angle
112 E. Maple Dr.
Franklin, IN 46131
(317) 534-2382

Patriot Heating & 
Air Conditioning
Rob Moran
1876 Northwood Plaza Dr.
Franklin, IN 46131
(317) 889-4360

Prestige Printing and 
Media Solutions
Sarah Storm
1824 25th St.
Columbus, IN 47201
(812) 372-2500 
(866) 477-2500
Fax (812) 372-2793

RE/MAX Select - DAVID 
BRENTON’S TEAM
David Brenton
48 N. Emerson Ave., Ste. 600
Greenwood, IN 46143
(317) 882-7210

Swartz Family Church 
& Chapel - Funeral 
Cremation Services
Scott Swartz
2020 S. S.R. 135, Ste. 105
Greenwood, IN 46143
(317) 881-0202
Fax (317) 530-5631

Jeff Tillman
(317) 422-9930

T-Mobile USA
Ms. Jessica Bryant
1251 U.S. 31 N.
Spc #P172
Greenwood, IN 46142
(317) 859-1263
Fax (317) 859-1570

Warrior’s Hope
Mr. Loren E. Minnix
430 N. Madison Ave.
Suite #2
Greenwood, IN 46142
(317) 883-9331

Bill & Jane Zimmer
1 Elm Tree Ct.
Greenwood, IN 46142
(317) 881-3002

New businesses in Johnson 
County

CDB Enterprises LLC
DBA Mattress Superstore
Charles & David Barnwell
5726 Brouse Ave.
Indianapolis, IN 46227

Designs by EtchArt Depar-
ment 
Hubert Moore
Juva Moore
372 S. State Rd.
Greenwood, IN 46142

Blue Scarab Jewelry
Amber Bryce
6670 Groundhog Dr.
Nineveh, IN 46164

Beals Home Improvement
David Beals, Jr.
838 Sandhill Crane Run
Greenwood, IN 46142

Honest Employee Anonymous 
Tips, Inc.
Brad Martin
P. O. Box 39721
Indianapolis, IN 46239

Internet Marketing of India-
napolis
Dane Laster
933 Beech Dr.
Greenwood, IN 46142

Sally’s Tea Cup Cozies
Cheryl A. Catt
1352 N. 125 W.
Franklin, IN 46131

Orchid Nails & Spa
Hai Pham
Tuyet Pham
7533 Southern Lakes Dr.
Indianapolis, IN 46237

Compass Rose Veterinary 
Services PC
Andrea Kapke
299 W Main St.
Greenwood, IN  46142

Olive Branch Parke Veterinary 
Clinic
Andrea Kapke
1480 Olive Branch Parke Ln., 
Suite 600
Greenwood, IN 46143

Renee Nicoles
Renee Kean
1205 E. Homettown Rd.
Morgantown, IN 46160

Imperfectly Polished
Jessica Hyde
Michael Hyde
4151 Diamond Row
Greenwood, IN 46143

Patriot Mowing Service
Timothy R. Morgan
1460 Wolff Court
Franklin, IN 46131

Cojacks Buck at a Time
Jack Johnson
793 Shoreview Drive
Franklin, IN 46131

Hungry Pets Food Bank
Vickie Smith
6154 S. 200 W.
Trafalgar, IN 46181

Detailed Cleaning Services
Dustin Cloud
6402 Badger Dr. 
Nineveh, IN 46164

Direct Engine Source
Eric Stanfield
448 Legacy Blvd.
Greenwood, IN 46143

Mowing & Going
Kirk C. Parramore
1493 Wolff Ct.
Franklin, IN 46131

The Body Shop Café
David L. Arndt
1741 Tolworth Rd.
Shelbyville, IN 46176

Luxury Nail
Erik Q. Duong
1093 Westminster Row #1031
Greenwood, IN 46142

Clear Image Janitorial
Greg D. Copp
1155 Barcelon Dr.
Greenwood, IN 46143

Wilkerson Electric
James D. Wilkerson
882 W. Ashbourne Ln.
Greenwood, IN 46142

T & M ProTouch Painting
David Dobbs
Mark Greschaw
1015 Trvasx Corner
Mooresville, IN 46158

Brothers Painting & Deck 
Restoration
Bonnie Stoute
1665 Honey Cr. Ln.
Greenwood, IN 46143

Random Thought Farm
Christopher M. McFall
525 N. Greenbriar Dr.
Greenwood, IN 46142

Kowitz Home Improvement
Bret Kowitz
3536 N. Centerline Rd.
Franklin, IN 46131

Thin Blue BBQ
Brian Herbert
Nicholas Saylor
1100 North Drive
Franklin, IN 46131

R & B Ranch
Beth Allman
6798 State Rd. 144
Greenwood, IN  46143

A Clean Sweep
Angela L. Moore
Gerald L. Moore
525 High School Dr.
Edinburgh, IN 46124

James Morris Removal 
Services
Diane Morris
James Morris
419 Parkway St.
Whiteland, IN 46184

SBA guaranteed loans

Boone County

CSI Signs
555 Park 32 West
Noblesville, IN 46062
$175,000
The Huntington National Bank

Michael A. Roth
722 W. Pearl St.
Lebanon, IN 46052-2454
$50,800
The Huntington National Bank

Special Occasions Catering, 
LLC
15298 Evanston Close
Noblesville, IN 46062
$159,000
Indiana Statewide Cert. Dev. 
Corporation

Summers Plumbing Heating 
15580 Herriman Blvd.
Noblesville, IN 46062
$422,000 Premier Capital 
Corporation

Tabs Technologies, LLC
2340 S. 950 E.
Zionsville, IN 46077
$160,000
Chase Bank, N.A.

Hamilton County

Bisque Investments, Inc.
19888 Princewood Dr.
Fishers, IN 46038
$225,000
The Huntington National Bank

Data Processing Services, 
Inc.
12363 St. Armands Circle
Carmel, IN 46033
$350,000 
First Financial Bank, N.A. (OH)

Golars, LLC
11805 N. Pennsylvania St.
Carmel, IN 46032
$362,200
$152,500
Chase Bank, N.A.

My Toy Garden, LLC
301 E. Carmel Dr.
Carmel, IN 46032
$90,000
$25,000
The Huntington National Bank

Sherry Keene 
11670 Commercial Dr.
Fishers, IN 46038
$666,000
First Capital Bank (First 
Colorado)

Tri-Gen, Inc. dba General Drill
12461 Reynolds Dr.
Fishers, IN 46038
$1,850,000
$350,000
KeyBank, N.A.

Yo Baby II, LLC
11675 Olio Rd.
Fishers, IN 46037
$175,000
The Huntington National Bank

Hancock County

Aviation Support, LLC
3879 N. Aviation Way
Greenfield, IN 46140
$1,350,000
Bank of Indiana, N.A.

Hendricks County

Blood Hound, Inc.
750 Patrick Pl., Ste. B
Brownsburg, IN 46112
$990,000
$200,000
KeyBank, N.A.

Mission Ready Consulting, 
Inc.
1481 Audobon Dr.
Brownsburg, IN 46112
$20,000
Chase Bank, N.A.

Johnson County

Compass Rose Veterinary 
Service
1480 Olive Branch Parke Lane
Greenwood, IN 46143
$317,400
Wells Fargo Bank, N.A.

Eoff Electrical Contractors, 
LLC
120 Crossroads Dr., Ste. A.
Whiteland, IN 46184
$50,000
The Huntington National Bank
VisonQuest Eyecare, P.C.
1160 N. S.R. 135

Greenwood, IN 46142
$567,000
Premier Capital Corporation

Marion County

Advisio, Inc.
9616 Day Dr.
Indianapolis, IN 46280
$63,000
Premier Capital Corporation

Apex Precision Technolo-
gies, LLC
8824 Union Mills Dr.
Camby, IN 46113
$740,000
First Merchants Bank, N.A.

Asphalt Solutions, Inc.
5857 Churchman Ave.
Indianapolis, IN 46203
$125,000
KeyBank, N.A.

Blue Moo Ice Cream, Inc.
2201 E. 62nd St. 
Indianapolis, IN 46220
$150,000
KeyBank, N.A.

Bowling Green Endodontics, 
Inc.
408 N. New Jersey St., Apt. F
Indianapolis, IN 46204
$270,000
Branch Bank & Trust co.

Cadence MTC, LLC
2535 Reavest Dr. N.
Indianapolis, IN 46203
$190,000
Chase Bank, N.A.

Cheatham & Moore Barber-
shop, Inc.
3828 N. Illinois St.
Indianapolis, IN 46208
$25,000
The Huntington National Bank

Commercial Trade Source, 
Inc.
6378 Green Leaves Rd.
Indianapolis, IN 46220
$200,000
M&I Marshall & Ilsley Bank

Conco Spray Solutions, LLC
3231 N. Arlington Ave.
Indianapolis, IN 46218

Advertise 
in the 

Business 
Leader  

call (317) 
837-5180

$300,000
Star Financial Bank

Cooprider Golf & Recreation, 
Inc.
5516 Arabian Run
Indianapolis, IN 46228
$2,400,000
First Financial Bank, N.A. (OH)

D&A Automotive Specialist, 
Inc.
150 N. Lynhurst Dr.
Indianapolis, IN 46224
$35,000
The Huntington National Bank

Hamilton Realty, LLC (EPC)
9150 E. 33rd St.
Indianapolis, IN 46235
$4,020,000
The Huntington National Bank

Indianapolis Custom Car-
pentry
7226 E. 87th St., Ste. D-1
Indianapolis, IN 46256
$350,000
M&I Marshall & Ilsley Bank

Indy Photo Booth, Inc.
5771 Park Plaza Ct.
Indianapolis, IN 46220
$50,000
Star Financial Bank

King David, LLC
15 N. Pennsylvania St.
Indianapolis, IN 46204
$60,700
The Huntington National Bank

Lawrence Culv. Ops., LLC
5525 N. Post Rd.
Indianapolis, IN 46216
$1,551,000
Stearns Bank, N.A.

The Magic Bulb Corporation
6229 Allisonville Rd.
Indianapolis, IN 46220
$11,900
The Huntington National Bank

Midwest Limousine Company, 
LLC
6648 Cross Key Dr.
Indianapolis, IN 46268
$19,000
KeyBank, N.A.
Mitchell & Associates, PC

9959 Crosspoint Blvd.
Indianapolis, IN 46256
$788,900
Wells Fargo Bank, N.A.

Nestle Inn
637 N. East St.
Indianapolis, IN 46202
$188,000
Premier Capital Corporation

Pro Soto, Inc.
7764 Cardinal Cove S.
Indianapolis, IN 46256
$25,000
Chase Bank, N.A.

Raceway Construction, LLC
892 N. Raceway Rd.
Indianapolis, IN 46234
$25,000
The Huntington National Bank

RTL Nails
7135 N. Michigan Rd.
Indianapolis, IN 46268
$12,900
The Huntington National Bank

SI Financial, LLC
6722 Shoals Way
Indianapolis, IN 46237
$10,000
Superior Financial Group, LLC

J.K. Smith, Inc.
1721 Country Club Rd.
Indianapolis, IN 46234
$25,000
The Huntington National Bank

Strand Analytical Laboratories
5770 Decatur Blvd., Ste. A
Indianapolis, IN 46241
$500,000
$490,000
M&I Marshall & Ilsley Bank

Surface Graham, LLC
3953 E. 82nd St.
Indianapolis, IN 46240
$78,000
$25,000
First Merchants Bank, N.A.

Tookee
5731 E. Washington St.
Indianapolis, IN 46219
$10,000
$4,200
The Huntington National Bank

TrackPack Coolers, LLC
4475 Sylvan Rd.
Indianapolis, IN 46228
$40,000
The Huntington National Bank

Universal Tool and Supply Co.
534 E. Michigan St.
Indianapolis, IN 
$50,000 
$46,600
The Huntington National Bank

Weingardt & Associates, Inc.
9265 Castlegate Dr.
Indianapolis, IN 46256
$200,000
$100,000
Star Financial Bank

Boost your car’s appeal - Besides 
providing evidence, an orderly folder 
packed with repair and maintenance 
records shows you really cared about 
your car and that’s what a potential 
owner wants to know. Also, get a vehicle 
history report from CarFax or Experian 
and present it with the car. These easy 
steps can make your car more appealing 
and improve your credibility as a seller.

-www.money.com

Disputing hurts your credit? - Even 
though you have the legal right to file credit 
disputes, that doesn’t mean you should – 
especially if you’re in the market for a loan 
and you know that a bank will be pulling 
your credit report in the next 30 to 60 days. 
That’s because when a dispute is initiated 
with a credit reporting agency, credit-scoring 
companies like FICO exclude that disputed 
account when they tabulate your FICO 
credit score. If the disputed item is, say, a 
credit card with a zero balance or even a 
low balance, having a disputed item in your 
credit report could hurt your credit score 
by changing your credit utilization rate.

-www.walletpop.com

Cautious approach - Some investors 
have been adopting a cautious approach. 
John Toohey, vice president of equity 
investments at USAA Investment 
Management, said he’s favoring stocks in 
so-called defensive sectors that are less 
sensitive to economic growth. Throughout 
the spring, health-care, consumer staples, 
telecommunications and utilities stocks 

were among the best performers. “These 
stocks are better positioned for this 
sort of slow-growth environment, and we 
would expect that to continue,” Toohey 
said. He added that many companies in 
these sectors are still attractively valued 
and have room to expand their profit 
margins by being more productive.

-www.wsj.com

Buy two homes? - Casey Weade, a vice 
president of Howard Bailey Financial and a 
certified financial planner, says young people 
in their 20s and 30s should not only buy a 
first home, but should also consider buying 
a second home. For young people who 
are otherwise debt-free and on top of their 
finances, he argues that a second home can 
serve as a forced savings vehicle, vacation 
spot and a retirement home down the road. 
Weade said he will soon do this himself.

-www.usnews.com

Help for Z-Coil customers - Former 
customers of the now-closed Carmel 
location of Z-Coil Pain Relief Footwear may 
opt to have their benefits honored at the 
Avon store or by special appointment in 
Hamilton County. Purchasers are allowed 
up to 200 custom adjustments on every 
shoe, free waterproofing every month, 
free cleanings every three months and 
free shoelaces. Greg and Stephanie 
Davis, owners of the store at 8401 E. 
U.S. 36, Suite B, welcome inquiries at 
272-9264 or indyshoes@yahoo.com.
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Talene Shuck, Emerson Banking Center Manager  |  Kerri Faulkner, Summerfield 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

Business Services.
Customized Solutions.

Emerson • 317.881.1414 | Franklin • 317.346.7474 | Greenwood Park Mall • 317.884.1045 

We know it’s tough running a business. Let us make it easier for you.  With 
our full lineup of business products and solutions, we have everthing you 
need to help make running your business a smooth process. Since 1893, 
we have been proudly serving families, businesses and our communities. 
You’ll find that our team of experienced financial professionals are 
talented advisors who are empowered to make decisions and deliver 
responsive, customized solutions that meet your needs. Convenience 
with a state-wide footprint and a banking center near you, we invite you 
to experience the First Merchants difference today.

1.800.205.3464 
www.firstmerchants.com

State Road 135 • 317.882.4790 | Summerfield • 317.883.3559 | Trafalgar • 317.878.4111 


