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We have used this space at 
this time in the past to focus 
on the future. 

I always enjoy January be-
cause most everyone I meet 
has an energy, a vigor that is 
intoxicating. Yes, with a new 
year comes much promise, as 
it should. For all that didn’t get 
accomplished in 2012, 2013 is 
the time to make those goals 
become realty.  A new begin-
ning, right? I hope so.

What are your goals for 
2013?  Do you have goals? If 
you don’t, please see to it that 
you do. Goals are essential 
to any type of suc-
cess. If you look at 
the most successful 
sports teams, their 
success begins with 
goals – some simple, 
some lofty. Same in 
the business world.  
This, of course, is no secret.

A successful business is successful because 
its sales team has goals and as a result the team 
is more productive; those businesses that don’t 
are in a state of chaos and are barely productive. 

Of course leadership comes 
into play here because goals 
won’t be a part of the program 
if there is a lack of leadership 
– either you or your organiza-
tion or your product suffers.  

In less space than usual, I 
am rehashing the simple, fun-
damental practice of estab-
lishing goals in your life – not 
only professionally, but per-
sonally, too. I do this because 
it can never, ever be rehashed 
enough. This is a time that we 
think of doing better – it’s a 
clean slate, a renewal of sorts 
and you must take advantage 

of it because you 
don’t want to be 
thinking about what 
you should have/
could have done a 
year from now. I 
guarantee you.

Here’s to a goals-
induced, productive 2013.  One that you look 
back on with a sense of pride that propels you 
to new heights in 2014. 

Success in 2013  
begins with goals

RSVP to coverparty@businessleader.bz
by Friday, Feb. 15

We hope you can join us for Johnson 
County Business Leader’s February Cover 

Party sponsored by First Merchants 
Bank. Come for food, fun

and networking. Connect with your 
community’s business leaders, enjoy appetizers, 

and win prizes in this fast- growing, 
business-to-business networking event, as 

we honor cover recent cover profiles.

February 19, 2013
5:30-7:30p.m.

Johnson County 
Community Foundation
398 South Main Street 

Franklin, IN

And you’re invited…

COVER PART Y
“A successful business is successful because its 

sales team has goals and as a result the team is 
more productive; those businesses that don’t are 

in a state of chaos and are barely productive.” 

317.539.2024 • 800.531.6752
www.raystrash.com

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

GREAT SERVICE 
SMART PRICING

CALL RAY’S TODAY.
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ness Leader. He may be reached at (317) 403-6485 or pearcy.gus@
sbcglobal.net. Gus blogs frequently at guspearcycommunications.
wordpress.com.

Yes, we want your letters
Readers of the Hendricks 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.
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 By Nicole Davis
Starting out, Greg Simons had many aspirations and goals in life. In 

his nearly 18 years of owning Simons Bitzer & Associates in Indianap-
olis, he says he has been able to meet 
those goals, accomplishing things he 
never imagined. Still putting forth an 
effort to continuously better himself 
and his company, Simons says that 
owning the CPA firm has not always 
been easy, but he finds pride in main-
taining a successful business while 
helping other entrepreneurs and giv-
ing back to his community.

 “When I first started it was a very 
nice change of pace and feeling of in-
dependence,” Simons says. “I was very 
pleased with all the support with the 
contacts in the business community. 
As I was growing, I saw some of the 
difficulties you can have when grow-
ing a business. By year three or four, 
I myself had a sense of feeling out of 
control. All of us as business owners 
need help in growing out business and 
becoming a successful organization.”

Simons, who worked for two For-
tune 500 companies out of college, 
says he always had a drive to be an en-
trepreneur. When he started Simons 
Bitzer & Associations, he was working 
in his home office. He has grown into a 
commercial office on S. Emerson Ave. 
in Indianapolis near Johnson County. 
With a staff of 16, he says he has been 
able to provide more service options 
for his clients.

 “The hardest challenge is maintain-
ing a work-life balance,” Simons says. 
“I am a workaholic by nature. As soon 
as you have one thing occurring, you 
have constant change. There is always 
the need to put in the extra time to 
make things better. The last couple 
years, through good delegation and organization, I find time to make 
it to every one my daughter’s (sporting) events. Probably 5 years ago, 
I never thought I could find the time for these kinds of things.”

Simons says he has learned a lot from organizations 
such as RAN ONE, which teaches accountants 
and advisors world-wide how to grow a 
successful business and help their 
clients grow. His current fo-
cus is on managing 

client relationships, resolving common business issues and working 
with the firm’s tax specialists. He says as long as he has hard-working, 
qualified employees, the company will continue to grow.

Simons says he feels his company 
should share its continued success, 
and makes an effort to contribute to 
the community on a monthly basis – 
packing food for Kids Against Hunger, 
hosting Goodwill Drives, sponsoring 
children and families during Christ-
mas times and also granting an annual 
accounting scholarship for an account-
ing student at Indiana School of Busi-
ness, Indiana University Purdue Uni-
versity Indianapolis.

“I think a lot of people are not sure 
if they want to be involved in the com-
munity because they aren’t sure what 
they want to be involved in, how they 
can make a difference” Simons says. 
“But I think you need to think about 
what you’re passionate about and you 
can go with that. You need to make the 
commitment that you will allocate so 
much time to your community.”

Named the 2011 Outstanding CPA 
in Public Practice by the Indiana CPA 
Society, Simons says he almost didn’t 
even tell anyone about it because he’s 
not in the business to win recogni-
tion. It’s all about helping not only his 
community but also his customers. Si-
mons, an active member of the Greater 
Greenwood Chamber of Commerce, 
says helping other businesses with 
their financial matters so that they can 
focus on other important items to be 
successful is what keeps him going. 

“There is never a better feeling than 
when you help someone solve a prob-
lem,” Simons says. “It is the smaller 
businesses that are the backbone of 
our country. So it’s important to help 

them to be successful and keep our coun-
try going. I make sure I do a lot of read-

ing to get good ideas for not only me 
but my customers. We want to 

continue to be a firm that busi-
nesses see as a resource to 

help them solve their ev-
eryday problems.”

Best advice: Be sure you’re 
focusing your business on 
things you are most passionate 
about, things you’re good at 
doing and things you’re most 
profitable with.

Worst advice: Businesses that 
decide they don’t want to hire 
anyone and do it themselves. 
They are keeping themselves 
from going.

Best business decision: When 
I decided to get into RAN ONE 
and learn about consulting. It’s 
caused us to take a different 
approach in how we think 
about our customers and 
issues.

In 5 years: I want to continue 
to offer quality services to our 
customers. I only want to grow 
the firm and expand our reach 

if I am able to hire and retain 
the best possible talent. That 
could mean significant growth 
in the next five years or the firm 
could be the same size as it is 
now.

Secret to success: Staying 
focused on what we do best 
rather than trying to spread 
ourselves too thin. We do not 
have the expertise to take on 

every accounting challenge. 
When situations such as this 
arise, we find the best resource 
available and introduce our 
customers to them.

How Greg did it…Simons Bitzer &  
Associates, PC
8350 S. Emerson Ave.,  

Suite 100
Indianapolis, IN 46237

(317) 782-3070
simonsbitzer.com

Reasons someone would want 
to do business with you…

n Many of our accountants 
have over 20 years of experience 
working for private companies as 
well as public accounting firms.

n Our accountants have 
experience with a variety of 
accounting software programs 
allowing us to jump right in when 
you need us.

n Our customers have the 
flexibility of working with us on 
an as-needed basis. We will work 
with you weekly, monthly or even 
quarterly depending on the 
situation.

n We take a consultative 
approach to each of our 
engagements. We are truly 
passionate about our customers’ 
success and work diligently 
to look at their business in its 
entirety.

n We care about the community 
in which we serve. We frequently 
coordinate and participate in 
community outreach projects. 
We offer complimentary 
educational seminars 
throughout the year and support 
our local business chambers.

 Greg Simons grows Simons Bitzer while making it his mission 
to give back to community and other entrepreneurs

EdITORIaL/OPInIOnEditorial/Opinion

QUOTE OF THE MONTH

Philanthropic Tendencies

The List

You didn’t ask, but I  
will tell you anyway 

One of my New Year’s Resolutions is to give 
more unsolicited advice. It’s part of my journey 
in life, the stage right before I start ranting to 
children to get off my front lawn. This advice is 
golden and you are getting it free. If it ends up 
working, you all owe me $50.

How to be happy – It’s amazing that there 
are so many books about this subject. It’s not 
that complex. I can sum it up in just a few sen-
tences. Spend more time with friends. I didn’t 
say business associates, I said friends. They 
should be people you enjoy. This includes fam-
ily. Rearrange your life to do this and you will 
have an excellent 2013.

Stop taking things so personally – This is 
what I like to call The-ABC-Afterschool-Spe-
cial Effect. One of the repercussions of our self-
esteem, get your own Facebook, reality show 
culture is everyone feels slighted for the littlest things. We are 
more argumentative; more insular; and dagnabbit, so full of 
ourselves that we forget that our greatest resource is collabo-
rations with others. Yes, you are as unique as a snowflake, but 
it takes billions and billions of snowflakes to make a snowball. 
Keep calm and Carry On because the other guy is just as self-
absorbed as you.

You are a creature of habit – Most things you do in life are 
habits that you learned. Breaking them is not easy, but if you 
understand that every habit has a trigger that induces your be-
havior and a reward that makes it worth doing, then you can 
dissect your bad habits and try to find a better alternative. It’s 
too late for me. Save yourself. 

Set worthy and attainable goals – So 
many people think lounging on a beach drink-
ing a piña colada on a Hawaiian beach is the 
best life, but it isn’t. Setting goals is a key to 
mental health and distracts you from nega-
tive synapses of your mind. Many people fol-
low the SMART goals. SMART is an acronym 
for Specific, Measurable, Attainable, Relevant, 
and Timely. Set a reasonable goal that stretches 
you with an enforceable deadline and you will 
be happier striving. 

Be happy with what you have – On the ob-
verse side of the goal is the ability to be happy 
with what you have. Psychologists have deter-
mined that once you meet basic needs, more 
money doesn’t increase happiness. In a strange 
study, people left paralyzed in an accident and 
lottery winners were found to have the same 

level of happiness a year after the life-changing events. Think 
about what you already have and be grateful.

Work at developing more relationships with your family and 
friends and have something to shoot for. These are the basics 
for a happy life. 

Of course, you could just wake up tomorrow and be glad you 
are alive and living in the greatest country ever. Deciding to be 
happier is tough for the perpetual crabby. They should make a 
point to read my columns every month and send me the $50.

Looking ahead
From Super Storm Sandy to the Super Jump 

from space to the election to the fiscal cliff, we 
have just completed a tumultuous year. But 2012 is 
now history and it’s time to look to the year ahead.

Many may feel that 2013 is the year we begin 
to get a taste of the huge $%^# sandwich that is 
Obamacare. We can understand that sentiment.  
With Obamacare and a second Obama adminis-
tration, the law of unintended economic conse-
quences and continuing hostility to profit, capi-
talism and the American Way will likely continue.  
But the heart and soul of America is small busi-
ness and your never-say-die attitude. We encour-
age you this year that whatever Washington may 
throw your way, be it higher taxes, higher regula-
tion, with even less accountability, you embrace it 
and do what American small businesses do: adapt, 
overcome, and succeed. We wish for you a Happy 
and prosperous new year.

20132013
It takes 20 years  

to build a reputation  
and five minutes to ruin it.  

If you think about that,  
you’ll do things differently.

~  Warren Buffett 

Greg Simons
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Mike Heffner
Columnist

Mike Heffner is the owner of the Greenwood 
Express Employment Professionals franchise.  
Contact Mike at mike.heffner@expresspros.com or 
visit www.expressindysouth.com.

PERSOnnEL MaTTERSPersonnel Matters

This time of year we start 
talking about championships.  
We have the Super Bowl and 
the BCS Championship coming 
up, as well as many other bowl 
games. This is also the time of 
year that you and your team 
start looking back at what you 
have accomplished in the past 
year and start putting together 
your goals for the next year.  This 
usually brings up the question: 
What are you going to need to 
do in order for you to hit your 
goals?  

One of the things you need to 
make sure you put into your play 
book for this next year – Think 
Team Chemistry! Now don’t get me wrong, 
you still need talented people who can do the 
work, but over the long haul, you need a group 
of people who all get along and work together 
through the hardships that come with running 
a business. You need to think of this group like 
they are a family. I get paid to find top talent, 
but most of the time when the customer is re-
ally happy is when the person we help them find 
blends in well and compliments their current 
team culture.

A key for find-
ing team chemistry 
is creating a culture 
and finding people 
who fit that cul-
ture.  If you look at 
any great team, no 
matter the sport, 
the key isn’t having 
the best players, but 
the right players. It’s 
not much different 
in business. Great 
leaders figure out 
which players get 
along well with oth-
ers and which ones 
create drama. You 
can teach skills but rarely can you teach some of 
the imbedded cultural traits.

So how do you figure out how to build this 
chemistry with your current team?  You have 
to find ways to allow people to let their guard 
down. This starts to allow trust and genuine 
communication. One way is to consider get-
ting them out together and on to “neutral turf.” 
Take them out for a team building exercise. We 
have done picnics, bowling, drinks or dinner 
out somewhere fun. You can learn a lot about 
a group by the simple things.  Look to see who 
hangs out together, who sits with whom and just 
watch who smiles and laughs and enjoys being 
around one another. This gives you a basis on 

where to start. The tough part 
is to get the groups to cross 
those lines, but that is where 
the chemistry starts.

In almost every group there 
is one person who fits in as part 
of various groups. Usually this 
is a very positive person who 
puts others first. This person 
almost naturally starts to blend 
the groups and finds ways to 
help them work together. This 
starts to mix up the genera-
tional gaps as well as the cul-
tural and personality clicks.  
The other type of person who 
generally helps with chemistry 
is the person who leads by ex-

ample.  This is the person who is willing to come 
in early, stay late, and have an infectious work 
ethic. These two types of people almost always 
exist and when you get people together, it allows 
them to do their magic.

I attribute much of the success in our office to 
good chemistry.  I not only have good players on 
my team, but the best thing we have is a genuine 
unity around our common purpose of “Help-
ing People Succeed” and finding people jobs. 

It’s amazing how just 
having that one com-
mon goal can give a 
team something to 
rally around every 
day. The team al-
most monitors itself 
now. If we end up 
with someone who 
is a “cancer” on the 
team, it’s normally a 
short time before the 
team has helped that 
person realize they 
no longer fit in our 
system.  

So, here are three 
pieces of advice on 
how to find this 

chemistry:
• Get people out of the office to see how they 

authentically connect with each other.  
• Find a few people who are givers, not takers, 

and watch their infectious enthusiasm perme-
ate throughout your organization.

• Remember it’s not always about getting the 
BEST players, but rather the RIGHT players.

Best of luck to you as you try to find the win-
ning combination and put together another 
winning season!

The right chemistry is key 
to winning the game

“If you look at any great team,  
no matter the sport, the key isn’t having 

the best players, but the right players. 
It’s not much different in business. 

Great leaders figure out which players 
get along well with others and which 

ones create drama. You can teach skills 
but rarely can you teach some of the 

imbedded cultural traits.”

To Advertise in the next 
issue of the Business Leader, 
call (317) 451-4088 today! 

2012
Model Year Closeout

2012 LEXUS 
ES SEDANS

PRICED FROM

$36,900
2012 LEXUS 
IS SEDANS

PRICED FROM

$34,900

2012 LEXUS 
CT200h hybrIDS

PRICED FROM

$29,900

Price plus tax, tag, title, doc and dealer fees. Dealer retains all rebates and incentives. All offers on select models with approved credit.
Offers end 12/31/12.

1 Mile East Of Keystone On 96th St.
4610 East 96th St.

Located On The Indy Auto Mile At 96th & Keystone

317-580-6888
www.TomWoodLexus.com
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TWLX264973 • FC • 5.1x11 • RAMZ

FrEE Pickup And Delivery For All Scheduled Maintenance
Loaner cars provided for all scheduled maintenance

164 East Jefferson Street In the heart of downtown Franklin & Johnson County

Almost there and still growing KORN Country 100.3 here to serve

MOnEY MaTTERSMoney Matters

Jeff Binkley
Columnist

Jeff Binkley is the Founder and Managing Director  
of Binkley Wealth Management Group. He can 
be reached at Jeff@thebinkleygroup.com or  
(317) 697-1618.

January finds us filled with 
hope for the year ahead and 
fond memories (sometimes) of 
the year just ended.  New Year’s 
Day provides us with the annual 
opportunity to make promises 
to ourselves, our friends, our 
loved ones that this year we will 
do better.  We’ll lose 20 pounds, 
we’ll quit smoking, and we’ll 
exercise regularly. Our physi-
cal health is very important and 
is something we have a great 
deal of control over. Our finan-
cial health is the same. As your 
physical condition is largely up 
to you, so is the state of your fi-
nancial condition.

Every year, many of 
us, me included, tell our-
selves that this is the year 
we get in better shape. 
We then head to the gym 
or the Y and begin a vig-
orous workout regimen. 
We hit the treadmill, the 
weight machines and the 
running track. We do this 
for a week, maybe two, 
then life intercedes and 
we miss a workout,  then two, then we’re back 
to going only once or twice a month. We fall out 
of our routine, or we made our initial routine so 
demanding that we can’t help but fail at it. 

Pursuing financial health isn’t that much dif-

ferent. We tell ourselves that 
this year we’re gonna get se-
rious about saving for retire-
ment.  So we open an IRA and 
we say we’re going to put $500 
a month into it. (Actually, the 
new IRA contribution limit for 
2013 has been raised to $5,500 
so $458 a month will max it 
out.)  We start out writing a big 
fat monthly check to ourselves 
(our IRA) then quickly find the 
Christmas bills coming due, the 
Starbucks gift card we got from 
Aunt Sue runs out, and we just 
have to have that new super 
widget that everyone is get-

ting… and we skip our 
monthly IRA contribu-
tion.  Then another, and 
another, and soon we 
quit making any at all.  

Health and fitness 
experts, whom I am 
definitely not one, sug-
gest we make lifestyle 
changes in modest steps 
rather than in one fell 
swoop. Commit only to 
a regular exercise pro-

gram that your schedule allows you to keep. 
Build a foundation, then as you see the improve-
ments in your stamina, your ability to handle 
stress, and in the mirror, you can then add ad-
ditional sessions to your regimen.

Saving for retirement should be handled the 
same way, gradually modifying your savings 
percentages as your cash flow and good finan-
cial decision-making ability improves. Start 
with your 401(k). Have you maxed out your 
contribution level yet? If not, do so but maybe 
gradually. If you don’t have a 401(k), have you 
established an IRA?  Do so, and right away. You 
need not have thousands of dollars to put into it.  
Many firms allow you to open an account with  
just a small amount of money and committing 
to a regular monthly contribution.  

Whether we’re talking about your physical 
health or financial, the resolutions you make 
should be ones that you can keep for life, far af-
ter any New Year’s resolution has lost its luster.  

A resolution you should keep 

“Our physical health  
is very important and is 

something we have a great deal 
of control over. Our financial 

health is the same. As your 
physical condition is largely up 

to you, so is the state of your 
financial condition.”

BUSInESS BRIEFBusiness Brief

First Merchants Bank 
announced Christine 
Alfery will serve as the 
Banking Center Man-
ager at First Merchants’ 
Emerson Avenue bank-
ing center. 

Alfery currently 
serves on the Greater 
Greenwood Chamber 
of Commerce’s Board 
of Directors and holds additional leadership po-
sitions in other Greenwood-based organizations.

First Merchants Bank hires 
banking center manager

Greenwood Meadows is adding private suites 
to its Moving Forward wing. The senior health-
care community is located at 1200 N. State Road 
135 in Greenwood and operated by American 
Senior Communities.

Greenwood Meadows 
renovations nearing 

completion
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Attend an informational  
MBA  
OPEN HOUSE 
i n  P l a i n f i e l d ,  I n d i a n a

Find out more about our unique 
program one of these evenings:

Thursday, January 17, 5-7 p.m.
Tuesday, January 22, 5-7 p.m.
Wednesday, January 30, 5-7 p.m.
Monday, February 4, 5-7 p.m.
Thursday, February 21, 6-8 p.m.

Located at the 
Metropolis Meeting Room
Metropolis Mall  
2499 Futura Parkway 
Plainfield, IN 46168

A Different MBA Program, 
Designed for Working Professionals.

Learn More at Our OPEN HOUSE
At the open house you’ll find out how this internationally 
accredited program is designed to be the best solution for 
working professionals:

Class sessions are just once a week in 10-week terms 
at our convenient Plainfield location for a total of 60 class 
sessions over two years. 

A cohort style of learning allows you to interact with 
professional peers throughout the two-year program.

An affordable flat fee covers all tuition, books, and fees.

1

2

3

The Professional MBA 
from Indiana State University
Taught in our Plainfield location, the Scott College of 
Business Professional MBA has two distinct advantages:

•  The dynamics of in-class, face-to-face discussion 
    one night a week
•  Real-world projects and practice via online learning

indstate.edu/business/proMBA          888-920-3459
Scott College of Business

12-ISU Scott-03843 PrintAd_10.375x6.361_v3.indd   1 12/18/12   1:42 PM

Howard Hubler
“The Car Guy”

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

 Fixing the fiscal cliff
 Tell  me, by now aren’t you sick and 

tired of hearing about the “fiscal cliff”? 
The interesting thing is that it is sup-
posed to be such a horrible idea, but 
when I read about it, it didn’t sound 
half irresponsible to me. What it sug-
gests is that If we can’t live within a 
responsible budget, Congress would 
have to implement  these huge revenue 
cuts. It also means that 90% of Ameri-
cans would pay taxes, as opposed to 
the current 50%. Now, you may call me 
odd, but that sounds fair to me.

What the President demands is 
that we take everyone making over 
$250,000 a year and take their tax rate 
up about 4%. It also has other elements 
of tax increases as well, but this is the 
simple answer to his demands. The revenue that this 
increase would generate would run the federal gov-
ernment for just a matter of several days. It would 
not significantly bring our government budget close 
to a balance, as many people think. It appears to me 
that the President is simply trying to “spank” a selec-
tive group of taxpayers for no real intended purpose, 
perhaps because he knows they did not vote for him. 
Meanwhile, the budget continues to spiral. 

The Republicans indicated some steps could be 
made to lessen our budgetary demands. For exam-
ple, social security benefits, which are now paid at 
65, could go up to 67 years of age. In 1935 when FDR 
started Medicare, 65 was the average age of life expec-
tancy. Today, the expected life expectancy is some-
where on the other side of 75. Many people today are 
working in the marketplace at age 70: they are healthy 

and want to, and they need more funds 
as they are living longer. Contrary 
to some pundits, this two-year delay 
would save billions of dollars over a 
five-year span. 

By the same token, Medicare bene-
fits could be delayed until age 67. Many 
of those recipients are gainfully em-
ployed and have insurance where they 
work. The good news about Medicare 
is it should be solvent into year 2024, 
when it’s reserves will be depleted. 
With Obamacare, many argue this 
fact. Either way, a two-year delay with 
this as well would save billions over a 
five-year period and add to the life of 
its solvency.

Now, tell me if these two ideas don’t 
sound at least reasonable on their face? Well so you 
know the answer, the Democrats don’t like them. 
Their answer is that if we just tax all those small busi-
nesses making $200,000 to  $300,000 a year more 
money, many Democrats feel everything will be fine. 
The answer is that the revenue that it generates is not 
even a token of what is needed; it’s not even a round-
ing error; it generates nothing significant. 

So much for reason. Anyway, as we go through 
January 2013, all over radio and TV, unless this thing 
is settled, you’ll be hearing two things in the media: 
First, happy holidays and second, the fiscal cliff. Yes, 
so much for reason. I hope you had a good 2012. 2013 
is here, fasten your seatbelts, make it a good year!

BUSInESS TaLKBusiness Talk

Bonnie Shehan, CEO and founder of 
AlzSafe, has been selected as one of 102 
nationwide businesses – two in every 
state and one in Washington, DC – to 
benefit from the 2012 SCORE and Sam’s 
Club Holiday Cheer Program.  As a se-

lected beneficiary, Bonnie will attend a 
concentrated SCORE education event in 
Dallas, Texas. She will receive a $1,000 
Sam’s Club gift card to purchase equip-
ment and supplies for her business.

Greater Greenwood Chamber 
member wins national  
entrepreneurial award

Front row from left, Stan Bunting, Greenwood Sam’s Club manager; Bonnie Shehan, 
award winner; Tammie Hendrix, Greenwood Sam’s Club assistant manager, and 
John Post, Johnson County SCORE chapter president.  Back row, Christian Maslows-
ki, Greater Greenwood Chamber executive director; and Andrew Gilliland, Sam’s 
Club regional marketing director.
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Once again the time is here to begin gathering 
your information in anticipation of that much 
anticipated “tax appointment”. No doubt your 
accountant is ready to prepare and help you � le 
your returns, but are you?  

 Every year, there is always something that you 
forget, and don’t you know it, you’ll once again 
realize this when your preparer asks that magi-
cal question, “by the way, did you remember to 
bring this or that”? Or “did you do this or that 
this year”?

 Well let’s talk about what some of “this or 
that” might be:

 1. Be sure you have received all of your in-
formation from third parties. Remember, if you 
have investment/brokerage accounts, those 1099 
reports don’t have to be to you until Feb. 15.

 2. When is comes to non-cash charitable con-
tributions such as clothing, household 
goods or furniture, it is your responsi-
bility to assign a value to those donated 
items. � e Salvation Army has a pric-
ing list available on its website for some 
of these items. Some high dollar dona-
tions require an appraisal as well, so be 
aware of this. Also, don’t forget mileage 
that you incurred on your vehicle for charitable purposes as there 
is a deduction for this.

3. If you bought or sold real estate (including your home), col-
lectibles, or investments be sure you provide documents related 
to its purchase. � e purchase date and original cost (and im-
provements for real estate) will help o� set the selling price when 
computing gain or loss.

4. If you are able to deduct medical expenses be sure to look at 
this carefully because deductions such as medical mileage, travel 
and lodging out of town, and medical equipment are often over-
looked.

5. Expenses related to a job search 
in your current career, and those un-
reimbursed expenses for work can 
add up quickly, so don’t forget these 
two items.

6. If you have a business or rental 
activity that is reported on your re-
turn, be sure to keep your receipts, 
add up and categorize your expens-
es, and be able to document the busi-
ness purpose connected to meal  and 
entertainment costs. � is will save 
your accountant time and probably 
lower the fee, but also will be your 
best defense in case of a tax audit.

 7. � e last area of deduction re-
lates to business use of your personal 
vehicle. Logging business miles is re-

quired. In fact, you should 
track both business and 
personal mileage as both 
amounts are required to be 
reported on your return. If 
you used more than one 
vehicle, you need to track 
the mileage per vehicle. 

Keep in mind you can always deduct the actual expenses for a 
vehicle so keep track of your fuel, maintenance, insurance, li-
cense plates, operating expenses, lease payments or loan interest. 
You’ll also need to know the vehicle cost and date placed into use 
for business. You may be able to use the Standard Mileage Rate, 
which is 55.5 cents for 2012 (56.5 for 2013); however, for larger 
vehicles, using this rate can result in a deduction lower than the 
true cost of operations.

 8. Finally, when it comes to income, you are required to report 
ALL income received....not just that which is reported by a third 
party or on a 1099-MISC form. If you are audited and unreported  

income is discovered, this can lead to a wide spread investigation 
by the IRS which will be both costly and time consuming.

One thing to always remember is that nothing on this year’s 
return should be the “same as last year.” Every year is di� erent.

If you are like my clients and receive a tax organizer or check-
list from your preparer, don’t ignore it. You might not feel like � ll-
ing it out, but the questions may help to jog your memory about a 
deductible expense. It also provides a nice format into which you 
can organize all those forms and reports you receive.

It’s tax time and your accountant is ready....but are you?

Robert Bering, CPA, PFS, owns Bering CPA Firm, Indianapolis. Contact him 
at (317) 244-3355 or rbering@beringcpa.com.
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Bob Bering
CPA, PFS

“Every year, there is always something that 
you forget, and don’t you know it, you’ll 

once again realize this when your preparer 
asks that magical question…”

With a multitude of negotiations taking place 
in Washington to avert a “fiscal cliff”, one certain-
ty for 2013 is that there will be a tax increase on 
investment income and wages for those income 
earners above a certain threshold. The income 
thresholds are $250,000 for married taxpayers fil-
ing jointly, $125,000 for married taxpayers filing 
separately, and $200,000 for other filers. There-
fore, it will be imperative to engage in planning 
to keep income below these levels. Some tax-
payers and employers delayed in preparing for 
the new tax increases, waiting to see if the U.S. 
Supreme Court would uphold the 2010 health 
care legislation and/or if the GOP would win the 
White House.  However, with the Supreme Court 
upholding the legislation and President Obama’s 
re-election, it appears these tax increases will re-
main in place.

Taxpayers whose income will be 
above the amounts mentioned should 
become familiar with how the new 
tax increases will take effect. Luckily, 
the IRS recently released guidance on 
the matter (I apologize in advance for 
the technical language to follow, but 
it does get quite complex)  Starting in 
2013, a 3.8% Net Investment Income 
Tax (NIIT) will be imposed on the 
lesser of “net investment income” or the excess adjusted gross income 
(AGI) over the threshold amount. At the heart of this tax is the definition 
of net investment income.  According to the rules and guidance, it con-
sists of gross income from interest, dividends, annuities, royalties, rents, 
passive activity income, and gains on disposition of passive property less 
deductions allocable to the gross income or gain. Net investment income 
does not include self-employment income or distributions from a quali-

fied plan. Please note that the 3.8% tax also applies to trusts and 
estates.  

Also effective in 2013 is the 0.9% Additional Medicare Tax on 
an employee’s share of Medicare tax on wages and compensation, 
as well as on self-employment income, that in total exceeds the 
threshold amounts mentioned above. For this tax, instead of us-
ing AGI, the income thresholds only include wages, compensa-
tion, and self-employment income. In addition, there is no “em-
ployer match” for the Additional Medicare Tax. An employer is 
required to collect Additional Medicare Tax with respect to wages 
earned only to the extent an employer pays wages to employee 
in excess of $200,000.  Employees who expect to pay Additional 
Medicare tax but earn $200,000 or less from one employer may 
not request withholding of the Additional Medicare Tax from that 
employer but can instead ask for additional income tax withhold-
ing. Those that did not request additional withholding, and the 
self-employed, may need to make estimated tax payments. Finally, 

individuals will report Additional Medicare Tax and pay 
any shortfall on their Form 1040.

With proper planning it may be possible to keep in-
come levels below the threshold that triggers the addi-
tional tax. One such year-end planning technique may 
involve accelerating income that is otherwise subject to 
one or both of the new taxes. If AGI cannot be lowered 
below the trigger levels, additional investment strategies 
and planning can be utilized to keep investment income 
at a minimum. While 2013 indeed ushers in a level of 

uncertainty in many respects, there are definitive actions you can take to 
minimize your tax bite from the government. Your CPA or other advisor 
can assist with these tax saving strategies.

2013 tax increases on investment  
income and wages

Steve Levy is a Tax Manager at Donovan CPAs and Advisors.  He can be reached 
at slevy@cpadonovan.com or (317) 745-6411.
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Steve Levy
Tax Manager

“…with the Supreme Court  
upholding the legislation  

and President Obama’s  
re-election, it appears these tax  
increases will remain in place.”

Bering CPA Firm
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FINANCE
Dispatches

Go abroad for bonds 
The average yield for emerging-
market bond funds is 5.4 percent, 
more than triple the current yield on 
a 10-year treasury note. Sound risky? 
Many emerging-market economies 
are in better shape than the U.S. and 
Europe. -www.cnnmoney.com

Get a pro’s help 
Participants in 401(k) plans who 
receive some form of guidance earn 
annual returns an average of three 
percentage points higher than those 
who don’t, according to Aon Hewitt 
and Financial Engines. You may even 
be able to get it for free; an increasing 
number of companies offer it as a 
benefit. -www.cnnmoney.com

Indianapolis lands on 
CNNMoney list
Indianapolis ranked third for most 
affordable city to live in, according to 
CNNMoney. The Circle City’s variety of 
business platforms and percentage of 
“affordable” homes placed it high on 
the list. The entry for Indy also notes 
that in years past the city “led the 
affordability index” for the list. 
– money.cnn.com
 

Midwestern representation 
Cincinnati, Ohio made a list of cities that foster success for startups. The city has various 
programs that help nurture startup businesses, including a not-for-profit venture capital 
provider and an accelerator called The Brandery. – money.cnn.com 

The smell of consumerism 
A recent study has shown that shoppers will dole out 20 percent 
more cash when a simple smell – such as the experiment’s plane 
orange scent – occupies the air of a store, as opposed to a complex 
smell. – smallbusiness.foxbusiness.com 

Big deal
 VistaJet, a corporate jet company and manufacturer Bombardier Inc. 
recently made a deal for 142 jets valued at $7.8 billion.  
– buzz.money.cnn.com 
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Compiled by Nicole Davis

 Honesty, fairness and 
kindness secures success 

Jane Thacker talks about her focus at 
Greenwood’s Main Street Auto Tech

 Jane Thacker says she enjoys listening to cus-
tomers, sharing stories about their vehicles and 
life. With 25 years of vehicle service experience, 
it’s why she decided to open her own NAPA 
Auto Care Center, Main Street Auto Tech in 
Greenwood.

“I would get upset 
when customers are 
unhappy,” Thacker 
says. “I worked very 
hard to make them 
happy. I like to be 
hands-on with the 
customer.”

Thacker says she 
believes in treating 
everyone like family, 
from customers to employees. She currently has 
one mechanic, Andy Mott, at the shop which 
opened on Nov. 1. She says 
she has worked with Mott 
for approximately 12 years 
since he was attending 
Central 9 Career Center in 
Greenwood. She says she 
believes she is doing very 
well so far for a new busi-
ness starting from scratch.

“The simple things like 
giving a card, birthday 

cake, company picnic,” Thacker says. “You need 
to show employees they are appreciated.”

Why did you open the business?
I worked 15 years with Beck Toyota and have 

25 years total of vehicle service experience. I 
was with NAPA before. I like that they have a 

nation-wide warranty 
and have good parts.

What did you do 
to prepare for open-
ing your business?

I’d already been 
in the business, but 
I found that there’s 
a lot of red tape you 
have to go through. 
You have to have an 

oil separator so oil doesn’t go into the city sew-
ers, air quality ventilation control … There was 

a lot of planning.
Who is your ideal cus-

tomer/client?
I like customers who call 

and tell the truth about 
what really happened to 
their cars. It’s easier to di-
agnose if you know all of 
the symptoms up front.

Photo by Nicole Davis

Jane Thacker

“I like to treat people like they’re 
family. A family atmosphere  
is more relaxed, no pressure. 

I believe in treating everyone like 
family – employees and customers.” 

~Jane Thacker

How do you plan to be successful?
By being honest and upfront. I don’t price 

gauge, and I don’t make up things that need to 
be done on cars and I take the time to listen.

What would we be surprised to learn about 
you or your company?

I like to treat people like they’re family. A 
family atmosphere is more relaxed, no pressure. 

I believe in treating everyone like family – em-
ployees and customers. Also, most repair shops 
like mine it takes 2-3 weeks to get the car in and 
it’s in the shop for 10 days. I get them in im-
mediately because a car repair is important and 
who wants to be without a car for 2-3 weeks? 
That’s just part of customer service – no wait.

OPEn FOR BUSInESSOpen for Business

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

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

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

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

THE PERSOnaL TOUCHThe Personal Touch

GROWInG SMaLL BUSInESSGrowing Small Business

Just 47 percent of Indiana’s 
small businesses have a Web site, 
reported a recent study of Hoo-
sier companies with fewer than 
250 employees.

No big deal, you say? “My 
company doesn’t do business on-
line! Our customers don’t need 
to order from us that way, and 
I have no interest in whether 
someone living in Botswana can 
find me on Google. So I’m per-
fectly happy to be in that 53 per-
cent group. I don’t need to waste 
money on a Web site.”

Ah, but you’re mistaken. Your 
customers may not conduct busi-
ness with you online, but they do 
expect to see you there. Consider that one of the 
most important roles Web sites play these days 
is to establish and prove a company’s legitimacy 
when you’re not around to do it. If a prospective 
customer can’t find you online, odds are good that 
he or she will doubt that your organization is le-
gitimate or really wants his or her business. 

And if they can’t find you, they’ll look at the re-
sults that showed up in the search engine and do 
business with one of them instead. There’s a name 
for all those other results. We call them your com-
petitors.

Today, a company’s online presence is the key 
to saying, “We’re real, and we want your business!” 
When you choose not to have that online pres-

ence, you cut yourself off from 
a large group of prospects. No 
matter what group you’re target-
ing, the number of online users 
continues to grow at a faster pace 
than any other marketing chan-
nel in history. 

Prospects aren’t the only 
group you miss when you choose 
not to be online. You might be 
surprised at how often your 
current customers check to see 
if you have a Web site. Why? 
They need some small piece of 
information – whether you’re 
open on Saturday morn-
ings, whether you stock 
part #A624B-white, or a 

quick question about a service. 
 When they can’t find that an-

swer from your Web site because you 
don’t have one, they’ll find it some-
where else, and odds are good that 
“somewhere else” will be a competi-
tor’s site. 

The Web has made us even more 
of a society that’s focused on instant 
gratification. We get frustrated when 
search engines don’t produce the perfect 
answer right away, or when a company’s Web 
site doesn’t tell us exactly what we want to know 
at this moment. It’s changed the way most of us 
handle daily business tasks. 

It’s true in most industries. Retailers without an 
online presence are losing market share to web-
based competitors. Banks that lack strong online 
systems are losing customers to out-of-town in-
stitutions that have invested in sophisticated web-
banking interfaces. Cities and towns fail to gain 
new employers because another municipality had 
better information on its Web site. 

If your business doesn’t have an online pres-
ence, you need to get one. Now. It doesn’t need to 
be elaborate, it doesn’t need to be expensive – but 
if you’re not online today, you stand a much better 
chance of being out of business tomorrow.

Scott Flood can be contracted at sflood@sfwriting.
com or 317-839-1739, or visit his blog at: sfwriting.
com/blog/.

The real purpose of a Web site

Scott Flood
Columnist

It’s a good time of the year 
to “take stock” and look back 
at how your small business has 
performed during the previous 
twelve months.   And it’s a good 
time to look forward and make 
plans for the coming year.  Goal 
setting – defining business ob-
jectives for a future time period 
– is a critical step in the plan-
ning process.  

It seems that the most suc-
cessful small business owners 
and entrepreneurs are also the 
best goal-setters and planners. 
Goal setting is how smart busi-
ness owners transform lofty 
ambitions into concrete results.  
On the surface, goal setting 
may seem easy to do.  But 
like many things in life, it’s 
a skill that takes time and 
practice to master. 

Here are some tips to 
help you improve your 
goal-setting skills. 

Set long-term goals first 
– Small businesses often set goals within a cou-
ple of time frames:  long-term (also referred 
to as “horizon” goals) and near-term.  Gener-
ally, long-term means greater than one year and 
near-term means less than one year.  Long-term 
goals focus on business achievements within 
the firm’s planning horizon.  Because of the lon-

ger time frame, these goals tend 
to be broader and often are not 
as detailed as near-term goals.  
Long-term goals should be de-
veloped before near-term goals, 
with near-term goals crafted so 
that accomplishing them will 
move the business closer to its 
horizon goals.

Follow the SMART guide-
lines –Chances are you’ve heard 
of the SMART approach to goal 
setting.  The SMART guidelines 
are as popular as they are be-
cause of their practicality and 
simplicity:

• Specific – Goals should be 
written in precise, well-defined 

terms, rather than use am-
biguous wording.

•  Measurable –
Write goals so you can 
measure your progress in 
numeric or “yes/no” terms.

• Achievable – Goals 
should be challenging, but 
not impossible to reach.

• Realistic – Well-written goals are not “pie in 
the sky,” but are grounded in reality.

• Timely – Goals should specify a target date 
or time period for their completion.

Set a manageable number of goals – If a few 
goals are good, then more must be better, right?  
Not necessarily!  Some people get carried away 

with the process and end up with an unwieldy 
number of goals. If you have too many goals, 
you may end up spending too much time just 
monitoring your progress.  Having too many 
goals can be distracting and you risk not accom-
plishing much of anything.  Having a few well-
conceived goals will allow you to focus your at-
tention on what’s most important.

Put your goals in writing – Don’t set and 
keep goals in your head, get them down on pa-
per.  There’s something about recording goals 
and putting them in writing that makes them 
more formal and meaningful.  Once they’re in 
writing, it’s easier to share them with others (if 
necessary) and it’s less likely that you’ll “forget” 
them.

Revisit goals regularly – Don’t set your goals 
in January and then wait until December to see 
how well you’re doing.  Revisit your goals peri-
odically – monthly or, at least, quarterly – and 
monitor your progress.  Doing so allows you to 
make mid-course adjustments, if needed.  Or 
you may find that you have to revise a goal for 
any number of good reasons.   

Management theorist Laurence J. Peter (de-
veloper of the Peter Principle) is quoted as say-
ing, “If you don’t know where you’re going, you’ll 
probably end up somewhere else.”  Good goal 
setting will help you and your business end up 
where you want to be instead of somewhere else.

Goals: Tips for small business owners

Kevin Jones
Guest Columnist

Kevin W. Jones is a business advisor with the Central 
Indiana Small Business Development Center.  He can 
be reached at 317-916-7529 or kjones@isbdc.org

FINANCE Dispatches
Big bucks 
Six-figure salaries aren’t just for high-ranking 
bankers. Wayne Hoffman, a magician, makes 
$135,000 annually performing at various 
functions and shows. Other unlikely six-
figure salaries? Tree-clearing, pet-sitting, 
selling recycled ink cartridges and credit 
repair. –money.cnn.com

Entry level 
Using data from PayScale.com, CNN Money 
found that Princeton University graduates 
earn the biggest salaries in the United States. 
Graduates see a $58,300 starting salary and a 
$137,000 mid-career salary. Only 49 percent 
find their jobs to be meaningful. 
–money.cnn.com  

The very top 
Ever wonder who the highest paid male and 
female are in this economy? Apple’s CEO Tim 
Cook earned the most in 2011 with a total 
compensation of $377,996,537. The highest 
paid female was Oracle, Inc.’s President and 
CEO Safra A. Catz with at total compensation 
of $51,696,742. –money.cnn.com 

Stagnating growth 
According to survey of 37 investment 
strategists and money managers, the S&P 
500 will end 2012 at 1,440, or up 15 percent. 
That means it won’t move from where it sat 
at the beginning of the fourth quarter. 
–money.cnn.com 

Box office bash 
Action flick “Taken 2,” starring Liam Neeson, 
raked in $50 million on opening night. 
The violent vehicle doubled the original’s 
opening weekend. “Hotel Transylvania” came 
in second during its second weekend with 
$26.3 million. –forbes.com 

Know your limit 
Overwhelmed by the 10,000-plus mutual 
funds you have to choose from? You can 
create a diversified portfolio with as few 
as four funds, says investment adviser Rick 
Ferri. His core four, for a 60 percent stock / 
40 percent bond mix is 40 percent high-
grade corporate / government bond index, 
36 percent U.S. total stock market index, 18 
percent international stock and six percent 
REIT fund. –money.cnn.com

Cut down 
4.4: that’s the average number of credit 
cards, per person, in the U.S. Research has 
shown that it’s best to put all but one card on 
ice, leaving the others for emergencies only. 
–money.cnn.com

Merge and purge 
Some 50 percent of Americans have at least 
one retirement plan from an old employer 
hanging around. Roll your accounts over 
into a single IRA, or even into your current 
employer’s 401(k). That way, you’ll be able to 
track progress more easily, see which funds 
are failing you, assess your mix, rebalance the 
whole package and cut your fees.
–money.cnn.com

Practice patience 
Millionaires tend to live in their homes for 
a very long time, hold their stocks for long 
periods and even stay married longer. The 
reward of sticking with it: You don’t lose money 
to transaction costs and you ride out market 
slumps, so in the end all of your investments 
typically pay off. –money.cnn.com

Embrace your abode 
The ratio of the price the average millionaire 
paid for his first home, compared to his 
annual income is 1.49 – and, there are three 
times more millionaires living in houses 
under $300,000 than are living in houses 
worth $1 million or more. Smart approach; 
historically, stocks have handily beaten the 
returns on real estate and lately, prices on 
smaller homes have held up better than 
larger ones. –money.cnn.com
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 Johnson County’s commercial 
and residential pipeline appears 
to see a healthy amount of new 
construction in 2013. Develop-
ers may be back to work as de-
mand for new housing contin-
ues. When residential thrives, 
commercial rides on its shirt-
tails.  Landowners and investors 
who were able to sustain the eco-
nomic downfall will finally see 
their vision turn into value. 

Bickford Assisted Living 
Community began construction 
on the southwest corner of State 
Road 135 and Stella Drive. The 
Bickford Companies has com-
munities throughout the Midwest.  His Place, a 
new ice cream and coffee shop, opened in a strip 
center at State Road 37 and Fairview Road. The 
coffee shop offers blended coffee drinks, tea, 
fresh pastries and baked goods to complement 
its menu. Free Wi-Fi is available, as well as a play 
area for children and a drive-thru window for 
busy commuters. Weekend entertainment will 
be provided by local Christian musicians.

The Center for Orthopedic Surgery and 
Sports Medicine leased 6,722 square feet at 
1675 Smith Valley Rd. If you are looking for a 

great gift idea or an after-Christ-
mas meltdown for yourself, a 
trip to Healing Hands Massage 
is the answer. The company is lo-
cated in the Yeager building on 
Smith Valley Road west of State 
Road 135.  Nappa Auto Store 
opened at White River Land-
ings Strip Center at Main Street 
and State Road 135.  White River 
Township is seeing a flurry of 
activity with the new Heartland 
Bank and Kroger gas station 
beginning construction. A new 
round-a-bout opened at White-
land Road and State Road 144 
easing traffic through the north-

west edge of the county.
The Greenwood Center, located on Madison 

Avenue and Smith Valley, welcomed new ten-
ants, Kwick Kash, Nail’n Spa and AA Karate. 
The old Marsh grocery still sits vacant awaiting 
its destiny. Marsh opened its doors in 1977 with 
what was then a “state-of-the-art” store. 

As we go out with the old and in with the new, 
we have to ponder how changes creep upon us. 
We often resist the new as we are comfortable 
with what we know.  Cutting edge technologies 
and social networking demand we move with 

the trends to compete in our jobs. Social media 
has forced us to redefine how we communicate. 

Now is a great time to reflect on where we 
have been and where we are headed.

To quote REALTOR Resource, “The key-
stroke may have replaced the handshake. But 
building relationships is still the key to success.” 
The good people of Johnson County have prov-
en that to be a fact.

Much needed recovery fuels demand 

Brenda Richards is a commercial real estate at Car-
penter Realtor. She is interested in new business 
and real estate in Johnson County. Brenda can be 
reached at Brenda.richards@comcast.net.

Brenda 
Richards

COMMERCIaLLY SPEaKInGCommercially Speaking

Michael Lenahan  |  1275 U.S. Highway 31 N., Greenwood  |  317.566.6151  |  mlenahan@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success 
in business. At First Merchants, our Business Bankers provide 
solutions that meet your unique needs, while providing the service 
you expect from a community bank.

We know your business and your life are not separate issues.  Work 
with a team that knows both the professional and personal side of 
running a business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Michael Joyce

Michael Lenahan

To Advertise in the next issue of the Business Leader, call (317) 451-4088 today! 

BUSInESS BRIEFBusiness Brief

Van Valer Heating, Cooling, Plumbing and 
Electrical, located at 500 US Hwy 31 South in 
Greenwood, hired Rob Rogers and Karl Heisserer.

Local Van Valer venture 
adding more jobs despite 

economic conditions

Rob Rogers

Karl Heisserer

PLannER OF nOTEPlanner of Note
January Chamber of Commerce 
Meetings

10 – Franklin Chamber of 
Commerce (January Chamber 
Luncheon); Thursday, Jan. 10,  
12-1 p.m., Franklin College 
Napolitan Student Center, Branigan 
Room. For more information, 
contact (317) 736-6334.

11 – Greater Greenwood Chamber 
of Commerce (Legislation Matters 
Luncheon); Friday, Jan. 11, 11:30 
a.m. – 1:30 p.m., Valle Vista Golf & 
Conference Center, 755 E. Main St., 
Greenwood. For more information, 
contact the chamber at (317) 
888-4856.

17 – Greater Greenwood Chamber 
of Commerce (Business After 
Hours); Thursday, Jan. 17, 5-7 p.m., 
Hubler Automotive Group, 8220 
US 31 S., Indianapolis. For more 
information, contact the chamber at 
(317) 888-4856.

23 – Greater Greenwood Chamber 
of Commerce (On the RISE Young 
Professional Event); Wednesday, 
Jan. 23, 5:30-7:30 p.m., location 
to be announced. For more 
information, contact the chamber at 
(317) 888-4856 or visit greenwood-
chamber.com. 

Greater Greenwood Chamber of 
Commerce New Members

The Alzheimer’s  
Home Safety Network
Bonnie Shehan
8778 S. Edinburgh Rd.
Edinburgh, IN 46124
(812) 526-5646

Bickford Assisted Living  
Memory Care
Ann Dashiell, 3021 Stella Dr.
Greenwood, IN 46142
(317) 695-9634

Geek Brigade, Inc.
Jon Wright
520 N. State Rd. 135, Suite E
Greenwood, IN 46142
(317) 622-8602

The Kiehl Law Firm, LLC
Daniel Kiehl, P.O. Box 1038
Greenwood, IN 46142
(812) 870-2902

Naykin Boutique LLC
DeNay Glithero
199 N. Madison Ave., Shop #1
Greenwood, IN 46142
(317) 881-4959

NTsupply.com
Todd Anthony
2011 Southtech Dr., Suite 100
Greenwood, IN 46143
(317) 536-7445

Sassafras
Cheryl Domi, 229 N. Madison Ave.
Greenwood, IN 46142
(317) 888-8449

Southside Lock Service, LLC
Paul Ingram, Jr., 416 N. 12th Ave.
Beech Grove, IN 46107
(317) 748-3284

Wessler Engineering, Inc.
Tyler G. Graves, 6219 S. East St.
Indianapolis, IN 46227
(317) 788-4551

Franklin Chamber of Commerce 
New Members

Alsip Law Office, P.C.
150 N. Main St.
Franklin, IN 46131
(317) 918-7289

Horton’s Mechanical/HVAC, Inc.
483 S. Windmill Trail
Greenwood, IN 46142
(317) 300-0332

Main Street Consulting Company
675 N. Main St.
Franklin, IN 46131
(317) 459-4765

Personal Benefits Service, LLC
14074 Trade Center Dr., Suite 135
Fishers, IN 46038
(317) 774-9170

Wesley’s Pallets & Heat Treat 
Service, Inc., 6181 S. 550 E.
Franklin, IN 46131
(812) 526-0377

Sales Leads Johnson County 
Newly Incorporated through 
November 10, 2012

Bodyflash
Fred Akerman, 8336 S. Indian Ridge 
Dr., Trafalgar, IN 46181

Central Indiana Tile
John W. Ramey
1523 Stone Hedge Ct., Apt. D
Greenwood, IN 46142

DHB Golf
The Legends Golf Club and PGA 
Promotions, Ted Bishop
P.O. Box 531, Franklin, IN 46131

Earth Creations
Nicholas R. Stansbury
2493 Grand Fir Dr.
Greenwood, IN 46143

G&C Fabricating
Darren Kyle Patch
1112 Sunkiss Ct.
Franklin, IN 46131

Kenneth Edward Farson DBA
Bee Lux Exteriors
Kenneth E. Farson
507 Three Notch Ln.
Bargersville, IN 46106

Livitalize
Amy Papst
1015 Mission Hills Dr., Apt. B
Greenwood, IN 46143

M&B Flooring
Melissa Smith, Brian Cameron
1093 Orchard Ln.
Franklin, IN 46131

New Life Financial
Irvin Wayne Brewer
400 Legacy Blvd.
Greenwood, IN 46143

Paddlefish Paint Company
Gary N. Harrison
100 Patterson St.
Franklin, IN 46131

PB’s Cooler Service
Paul L. Bowman
1267 N. Emerson Ave.
Greenwood, IN 46143

Pro Styles Salon and Spa
Stephanie Inskeep
2040 Saint Charles Way
Whiteland, IN 46184

Slevin Consulting
Erin Slevin
1103 S. 600 E.
Franklin, IN 46131

Verizon Wireless
Bell Atlantic Mobile Systems LLC
2001 Market St., 5th floor
Philadelphia, PA 19103

Wagner Enterprises
Alisa Wagner
760 Lindenwood Dr.
Greenwood, IN 46142

SBA Guaranteed Loans

Boone County

JL Food Mart, Inc. 
105 Main St. 
Jamestown, IN 46147. $341,000
First Colorado National Bank 

JL Food Mart, Inc. 
8025 W. S.R. 32 
Thorntown, IN 4607. $367,000 
First Colorado National Bank

Kim N. Marshall  
dba KM & Kompa 
5311 N. 350 W. 
Thorntown, IN 46071.$50,000
The Huntington National Bank

Hamilton County

Bennett & Associates, Inc. 
9001 E. 133rd Place 
Fishers, IN 46038. $699,000
First Internet Bank of Indiana 

D & W Holdings, LLC 
18131 Kinsey Ave. 
Westfield, IN 46074
$1,700,000. Indiana Business Bank

Financial Education  
Services, LLC 
11478 Lantern Road 
Fishers, IN 46038. $150,000
Indiana Business Bank

Greenimage Landscape  
& Design 
3833 Boine Circle 
Carmel, IN 46033.$25,000
The Huntington National Bank

Kirby Baird 
1940 Nantucket Dr. 
Cicero, IN 46034. $10,000
KeyBank

Lancaster Management Services
28801 S.R.  19, Suite 7 
Atlanta, IN 46031. $300,000
First Farmers Bank & Trust

Library Coffee, LLC 
55 Fourth Ave. SE 
Carmel, IN 46032. $55,000
First Financial Bank (OH) 

Travis May  
dba Travis May Cons 
861 West Ridge N. Dr. 
Noblesville, IN 46062. $50,000
The Huntington National Bank 

Hancock County

FBNP, Inc. 
40 W. Main St. 
New Palestine, IN 46163 
$50,000
The Huntington National Bank 

Hendricks County

Creatherm, LLC 
1650 Northfield Dr. 
Brownsburg, IN 46112. $45,000
Fifth Third Bank

Dawson Family Dentistry, P.C. 
1669 E. Main St. 
Danville, IN 46122. $60,000
Chase Bank

Kamrex, Inc. 
7367 Business Center Dr. 
Avon, IN 46123. $219,000
Premier Capital Corporation

Neil A. Davis 
401 E. Main St. 
Brownsburg, IN 46112. $73,000
Premier Capital Corporation

Nysewander, Geans  
& Stucky, LLC 
1917 Crown Plaza Blvd. 
Plainfield, IN 46168 
$30,000. First National Bank
 

R & M Electric, Inc. 
917 Tyne Circle 
Danville, IN 46122. $125,000
Forum Credit Union

The Tyros, LLC 
3891 Woods Bay Lane 
Plainfield, IN 46168. $10,000
KeyBank

Young & Kenady, Inc. 
108 E. College Ave. 
Brownsburg, IN 46112 
$150,000. $1,800,000. KeyBank 

Johnson County

5 Star Car Sales, Inc. 
330 U.S. Hwy. 31 S. 
Greenwood, IN 46142 
$151,500. First Merchants Bank

Aditi 3 Italian Fast Food, LLC 
5432 Ashby Court 
Greenwood, IN 46143. $482,000
Mainsource Bank

Collins and Cope 
Financial, LLC 
965 Emerson Parkway, Suite I 
Greenwood, IN 46143. $50,000
Home Bank 

Greenwood Springs 
Dental, LLC 
1273 Emerson Ave.,  
Suites A and B 
Greenwood, IN 46143. $459,000
First Colorado National Bank

JHC Financial Services, Inc.  
313 Western Blvd., Suite C 
Greenwood, IN 46142. $16,000
The Huntington National Bank 
 
Longardner Investments, Inc. 
3147 W. Smith Valley Road 
Greenwood, IN 46142. $330,000
The Huntington National Bank
 

Midwest Electric Co., Inc. 
685 Tracy Rd.
Whiteland, IN 46184. $350,000
First Merchants Bank

Midwest Lawn, Inc. 
3055 RJ Pkwy. 
Franklin, IN 46131. $80,000
Mainsource Bank

Rapid Prototyping & 
Engineering 
3340 W. Presidential Way 
Edinburgh, IN 46124. $94,000
Mainsource Bank 

Shawn Transportation, Inc. 
2953 Sentiment Dr. 
Greenwood, IN 46143 
$60,900
The Huntington National Bank 

Marion County

American Gas & Food, Inc. 
7930 E. 38th St. 
Indianapolis, IN 46266. $56,200
First Colorado National Bank 

Bradley Moreau dba Home 
Education 
5116 Brookstone Court 
Indianapolis, IN 46268. $10,000
The Huntington National Bank 

Buzzle, Inc. 
1129 Union St. 
Indianapolis, IN 46224. $50,000
$135,000. KeyBank

Communications 
Infrastructure 
6367 Airway Dr., Suite B 
Indianapolis, IN 46241. $700,000
First Merchants Bank

Geist Orthodontics, P.C. 
8140 Oaklandon Rd.
Indianapolis, IN 46236. $300,000
Premier Capital Corporation

J.D.V. Construction, Inc. 
8206 U.S. Hwy. 36, PMB Box 
Indianapolis, IN 46214. $35,800
The Huntington National Bank

MCE Investments, Inc. 
5320 E. 25th St. 
Indianapolis, IN 46218. $319,000
Premier Capital Corporation

PJay Seven, Inc. 
Hima, LLC  
2935 N. Mitthoeffer Rd. 
Indianapolis, IN 46229. $580,000
First Colorado National Bank 

S.G.T. Trans, Inc. 
4819 Potato Creek 
Indianapolis, IN 46239 
$27,300
The Huntington National Bank 

Terzaghi Limited 
3962 N. Vinewood Ave. 
Indianapolis, IN 46254 
$45,000
The Huntington National Bank 

Morgan County

Greendell Farms, Inc. 
749 W. S.R. 42 
Mooresville, IN 46158 
$1,950,000
First Financial Bank (OH) 

Shelby County

Shiv Development, LLC 
2542-2558 E. S.R. 44 
Shelbyville, IN 46176 
$1,888,000
Mainsource Bank 

expressindysouth.com

(317) 888-5700
707 South Madison Ave. Suite Q 
Greenwood, IN 46143

Are You Having Regulatory  

Nightmares?
Express has the tools  
and knowledge to help  
you keep up with  
constantly changing  
federal and state  
regulations. 

To see how Express can  
provide you with the  
solutions your business  
needs call or go online today.

A new federal rule hits the 
books roughly every two 
hours, 365 days a year.



What is Leadership Johnson County?
Leadership Johnson County (LJC) is a non-profit, non-political educational program that develops citizens’ personal leadership skills 
and enhances their knowledge of county issues. LJC believes strong leadership skills increase productivity in our community and 
businesses, creating stronger, better citizens. Participants vary in gender, age, occupation, education and represent all Johnson 
County communities. LJC has graduated more than 500 diverse community leaders since 1995.

Contact Tandy Shuck
 at tshuck@franklincollege.edu 

or at (317) 738-8264 
for additional information 

or to request an application  
for the LJC Class of 2013-2014.

Applications are due March 20, 2013

n  PARTICIPANTS WILL…
•	 Discuss	and	practice	leadership	theory,	team	building,	collaborative	problem	solving
•	 Myers-Briggs	Type	Indicator	Workshop
•	 Historical	driving	tour	of	Johnson	County
•	 Tour	local	farms,	businesses,	industries,	goverment	and	historical	landmarks
•	 Program	days	dedicated	to	a	better	understanding	of	local	argriculture,	infrastructure,	media,	quality	of	life,		

service	organizations,	economic	development	and	government
•	 Network	and	meet	people	throughout	Johnson	County

n  PARTICIPATION REQUIREMENTS…
•	 Ten	days	(8:00	a.m.—5:00	p.m.)	of	leadership	programming	on	the	second		

Wednesday	of	each	month	October	-	May
•	 The	program	begins	with	a	Friday/Saturday	retreat	in	early	September	(not	an	overnight)
•	 Regular	attendance	is	expected	
•	 Involvement	in	a	community	service	project—completed	outside	of	the	program	days
•	 Tuition	is	$1000	and	scholarships	are	available	for	up	to	$600

n  LJC PARTICIPANTS WILL GAIN…
•	 More	information	about	the	community	in	general	and	preparation	to	become	more	engaged	in	the	county
•	 Greater	reach	and	influence	in	the	community	with	increased	network	of	LJC	graduates
•	 An	increase	in	your	business’s	awareness	of	the	community	in	which	you	operate
•	 Assistance	in	spreading	information	about	you	and	your	business	to	other	leaders	in	the	community
•	 Better	understanding	of	Johnson	County’s	community	networks
•	 Improved	problem	solving	skills
•	 Better	understanding	of	group	dynamics
•	 Enhanced	self-awareness
•	 More	skill	at	engaging	stakeholders
•	 Opportunities	to	improve	creativity
•	 Increased	project	management	skills
•	 More	links	to	community	leaders


