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I was pleased to learn that 
Kent DeKoninck was recent-
ly selected to become the su-
perintendent of Greenwood 
Community School Corpo-
ration, beginning July 1. He 
takes over for David Edds, 
who has led the school dis-
trict for years. I learned of 
DeKoninck’s new job during 
a board meeting of the Hen-
dricks College Network. 

DeKoninck told me that 
he wants to connect with 
the business community. 
DeKoninck stated in an email 
to me: “There are many key 
players that impact the qual-
ity of a school 
system. One of 
those key play-
ers is the local 
business com-
munity. It is 
important for 
the school and 
business com-
munity to work 
together for 

a number of reasons. First, 
strong schools attract busi-
nesses to a community. Sec-
ond, business growth and de-
velopment entice people to 
relocate to the community. 
Third, an expansive business 
tax base allows for a more sta-
ble financial foundation for a 
school district. Fourth, busi-
nesses and school districts 
help educate students togeth-
er by providing educational 
opportunities both inside and 
outside the traditional school 
walls.  Finally, it is vital for 
schools to provide a compre-
hensive and quality education 

for students so 
that they can 
become em-
ployed by lo-
cal businesses 
and chose to 
remain in the 
community as 
adults to raise 
their families.” 
So look for him 

to attend chamber functions. DeKoninck is 
the former principal of Perry Meridian Mid-
dle School, so he has Southside roots – he 
has also worked at Carmel Clay schools and 
Westfield Washington Schools  – and he was 
considered a rising star at Avon Community 
Schools, taking on the associate superinten-
dent role last year. Greenwood has a good 
man leading the district. Kudos to the school 
board for making a wise decision.

Hubler and Tilson at Excelerate  
Hendricks County, May 9

The 7th annual Exclerate Hendricks Coun-
ty, presented by Indiana University Health 
West Hospital will feature Southside flavor. 
Howard Hubler will be the luncheon’s keynote 
speaker. His topic: Optimizing your business 
in the new normal-2013 and beyond. In addi-
tion, Brent Tilson will discuss the Affordable 
Health Care Act after lunch during a breakout 
session. Excelerate Hendricks County will be 
10 a.m. – 2 p.m., at Serendipity at Metropo-
lis, Plainfield. There will be great opportunity 
to connect with businesses and, with the ex-
ception of lunch, it is free.  For more informa-
tion, go to www.excleratehc.com or contact 
Kim Hurst at khurst@businessleader.bz or call 
(317) 507-9087.

Cover Party May 21 at 
The Southside Times

Don’t forget to attend the May Cover Par-
ty, Tuesday, May, 21, 5:30 - 7:30 p.m. at The 
Southside Times, 7670 US 31 S, Indianapo-
lis, IN.  Covers honored will be: March, Jaime, 
Lisa and Kelson Carter; April, Mandy McGov-
ern, Pinnochio’s Original Italian Ice Cream; 
and Ron Eppel, Chicago’s Pizza. RSVP by May 
20 to coverparty@businessleader.bz. Hope to 
see you there. 

Congrats to new G-wood  
Chamber board member 

I am honored to be one of four new mem-
bers of the board of the Greater Greenwood 
Chamber of Commerce. Congratulations to 
my new fellow board members: Teresa Brown 
Clements, Skyline Property Group; David 
Payne, Winchester Place; and Greg Simons, 
Simons Bitzer. I look forward to Cathy Rich-
ards’ – Lee & Associates – leadership as board 
president as well as working with Christian 
Maslowski and the wonderful team he has as-
sembled. The GGCC is a great connector of 
business and I am thrilled to be a part of it. 

New G-wood superintendent wants to get to know  
Southside business community

Rick Myers is publisher of the Southside Business Leader. 
E-mail: rick@businessleader.bz.

After a much extended win-
ter, spring has arrived and ac-
tivity is blooming in Johnson 
County’s real estate market. 
Franklin welcomes Big Lots to 
its largest retail vacancy next to 
Tractor Supply. Big Lots’ plan 
is to remodel 30,833 square 
feet by the end of the year. The 
discount retailer will add jobs 
and attract shoppers to the 
Franklin area. A downtown 
building that once was home to 
carriage shop, a car dealership 
and print shop will be renovat-
ed into a retail space, including 
a martini bar and apartments. 
The building at 
97 E. Monroe 
Street is be-
ing purchased 
by Indreno 
Development 
and is part of 
the Franklin 
Development 
C o r p o r at i o n 
funding proj-
ect.

Heartland Machine and Engineering plans 

a 20,000 square foot expan-
sion at its Graham Road loca-
tion. The addition will allow it 
to become a distribution site 
for manufacturing equipment. 
New jobs will be created and 
additional tax revenues will 
foster growth in Franklin.

Endress & Hauser is add-
ing 15,000 square feet of office 
space to its building at 2330 
Endress Place. New construc-
tion activity is a breath of fresh 
air for our community.

Bake My Day has leased 
1,800 square feet at 8909 
St. Peter Street across from 

G r e e n w o o d 
Park Mall. 
G r e e n w o o d 
Vision Devel-
opment Cen-
ter has leased 
1,150 square 
feet at Library 
Park and State 
Road 135. The 
Tree of Life 

Book Store, a Christian based entity, will be 
missed my local Greenwood residents.

Local real estate owner Maurice Harbert of 
Realty World has moved his real estate com-
pany to a new location on Main Street. The 
former Greenwood municipal pool located 
west of Market Plaza will be replaced with a 
splash pad, trails, a sledding hill and wheel-
chair-accessible playground equipment. The 
five-acre parcel will draw kids and families 
and bring new life to the Old Town area.

Spring brings signs of hope as we all look 
for new growth as Johnson County remains an 
ideal place for people to work, play and raise 
families. It’s a great place to call home.

Commercial growth springs ahead

Brenda Richards is a commercial real estate at 
Carpenter 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

BUSINESSBrief

Simple steps to start  
your own business

SCORE (For the Life of Your Business) presents 
a free introductory business workshop exclu-
sive to potential start-up business owners. The 
workshop is designed to enable participants 
to determine
•	 myths and pitfalls of self employment
•	 success factors
•	 business details/requirements 

/regulations
•	 business plan and marketing  

plan strategies
•	 funding sources and requirements 
•	 how to make a decision to “go” or “no go”?

The workshop will kick off at 9:30 a.m. until 
noon on Saturday, April 27 at the Tilson HR 
Conference Center located at 1530 American 
Way, Greenwood. For more information, visit 
www.indianapolis.score.org.   

Tilson HR, the Greater Greenwood Chamber 
of Commerce and SCORE announce…

Advertise Today,
Call 300-8782

“Spring brings signs of hope as we  
all look for new growth as Johnson 
County remains an ideal place for 

people to work, play and raise families. 
It’s a great place to call home.”

“Greenwood has a good man  
leading the district. Kudos  

to the school board for making  
a wise decision.”

Feeling overwhelmed? The war for top talent  
is real, even with high unemployment.

707 South Madison Ave., Suite Q 
Greenwood, IN 46143

(317) 888-5700

expressindysouth.com

find The sharpesT needle

in The sTack.

Are you having financial nightmares?

We can help.
Running a successful business these days is harder than 
ever.  If you’re like most business owners, driving sales 
has become your full-time job.  The only problem is that 
it is not your only job.  You also need good accounting!

Simons Bitzer & Associates was founded over 17 years ago to provide 
expert financial help to companies that need assistance but simply 
cannot afford a full-time Controller.

Call Simons Bitzer today to schedule your 
complimentary consultation.

You can receive the expertise of a Controller on an as-needed basis.  

We assist our customers with:

• Budget preparation

• Accounting system efficiency

• Financial report preparation

• Cash flow projections

• Revenue analysis

• Reconciliation of accounts

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
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When last we met, I numbered the similari-
ties between President Obama and myself - my 
brother from another mother. How we both 
don’t invest much thought in food or clothing. 
We leaders focus on more important decisions 
such as thermonuclear conflict and pickup or 
delivery. Some call it ego depletion. Some call it 
decision fatigue.

The idea that we have a limited amount of 
brain power and that if we waste it all on the 
possibilities of our morning latte, we will make 
poor decisions because we spent all the good 
stuff. Here are a few strategies to help avoid de-
cision fatigue. Decide which one is best for you.

Satisficing - Don’t mull over every last bottle 
of shampoo in the hair care aisle at CVS. De-
cide what your shampoo has to have and buy 
the first miracle for oily hair on the shelf. Let’s 
put it another way: Imagine that you are sewing the perfect shirt 
for the King of Siam. It’s a very important job and there is one 
perfect needle to finish the stitching. The only problem is it rests 
in a pile of 30,000 needles. When you pull out the first workable 
needle, you’ll likely give up the search and go with it. The buzz 
word for this is “satisficing.” If it satisfies the requirements and it 
will suffice, then go with it.

Remember mom - Remember when mom used to make you 
lay your clothes out each night before school? She was doing it 
to save her wits and you not miss the bus. But you can do it to re-
duce decisions. Carry this fabulous idea a bit farther and prepare 

for meetings the night before so you are ready 
and can sleep on it.

Watch the clock - Set a time limit on your 
decisions and go with the best choice when the 
buzzer goes off.

Slim it and limit the features - One of the 
most pressing problems in our life today is the 
overabundance of choices. This is really caus-
ing paralysis by analysis where you can’t decide 
because you keep mulling over all these choic-
es. If you limit the choices you will come to a 
decision faster and probably be just as happy 
because you still have time to watch “Walking 
Dead.”

Gamble on indecision - I’m a firm believer 
in procrastination if you can afford it. If you are 
struggling to make a decision on household fur-
niture, studies show that it might be beneficial 

to go away for a few days and come back to the decision and 
let your gut instincts guide you. Apparently, emotions make a 
significant contribution to our decisions. They push us to one 
side or the other in a sneaky, subconscious way. Or sometimes, 
things just solve themselves.

My mantra lately has been, “Don’t spend $20 on a $5 decision.” 
It reminds me that I don’t make enough money, so I shouldn’t 
sweat the small stuff. Live long and decision free, my friend.

Gus Pearcy
Columnist

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

Paralysis by analysis or extinct by instinct?

EdITORIAL/OPINIONEditorial/Opinion
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By Nicole Davis
Ron Epple says it’s always excit-

ing for him to open a new location 
of Chicago’s Pizza and see it suc-
ceed – and it’s been on a success 
streak for a few years now. With 
a new store opening every other 
year, the franchise currently has 
more than 14 Indiana locations.

“I grow as opportunity presents,” 
says Epple, a 36-year Homecroft 
resident. “Something that’s be-
coming more of a factor is the ini-
tiatives of the newer generation. 
I’m always looking for their input. 
As the next generation of partners 
come into their prime, I take their 
say, let them grow and gradually 
they take leadership of the busi-
ness.”

Epple got into the pizza indus-
try at a young age himself, taking a 
second job at Noble Romans while 
in college at Indiana University. 
After graduation he went into their 
management training.

“I’d always had a desire to do 
something on my own,” Epple says. 
“I was 26 years old and decided to 
take a plunge.”

Epple started Chicago’s Pizza 
with a partner, Bob McDonald in 
September of 1979. McDonald 
concentrated on franchising the 
business while Epple says he fo-
cused on owning and operating 
the stores. Nearly 34 years later, 
Epple is still at it, only his role has 
changed to be more administra-
tive.

“It was a struggle for quite a few 
years,” Epple says. “It takes a while 
to find a competitive niche. I think we found 
that. If you look at the landscape of the piz-
za market, most are take-out businesses. We 
don’t deliver. We feature dine-in and carry-
out. It’s still that old fashioned pizzeria. It’s 
given us an edge there.”

Epple says he stays competitive with stick-
ing to tradition of dine-in and making the 

dough fresh in-house. But most important are 
his relationships – with customers, partners 
and employees. He personally owns seven of 
the locations, with an eighth coming to Co-
lumbus. With each location, he has a partner 
which gets 10 percent ownership of the store. 
He has eight partners, all varying in age.

“I think the thing most significant in my life 
is halfway through I found my faith in God,” 

Epple says. “That was a key mo-
ment. It’s when I learned the im-
portance of people. I came from a 
background that there was lots of 
turnover. You think that’s the way 
it has to be. But you learn how to 
change that. If you keep stability 
at the top, you keep stability down 
to your customers. Turnover really 
disrupts that. It’s been rewarding 
in that it’s helped other people and 
built relationships that last, which 
doesn’t happen very often, espe-
cially in this business.”

Epple says one key to his success 
was constantly keeping the busi-
ness in the right perspective. With 
a lot of fierce competition in the 
industry, he says one of the pitfalls 
of entrepreneurship is that you 
are subject to your own decisions. 
Self-analyzing all aspects of a busi-
ness is vital to staying competitive 
and maintaining success.

 “When you do all your own 
thinking, there’s a danger,” Epple 
says. “You have to look at what 
the competition is doing, critical-
ly thinking of yourself. If you don’t 
account for your weaknesses, for 
yourself, then your business will 
suffer. You have to recognize your 
weaknesses and deal with them ac-
cordingly.”

After all these years, Epple says 
his own love for pizza has not stag-
nated. Still enjoying his own prod-
uct as a meal a few times a week, 
Epple says he has no plans to stray 
away from Chicago’s Pizza. His 
three sons have also gone into the 
business, operating their own Chi-

cago’s Pizza franchise.
“Once I got into this, I liked a lot of things 

about the restaurant business,” Epple says. 
“It’s very people-driven so technology didn’t 
come in and sweep over the landscape. We 
have good people and a good product… I 
don’t think about retirement, so long as I have 
something to contribute.”

Ron Epple, founder of Chicago’s Pizza, focuses on growing 
his business with people and partnerships.

Chicago’s Pizza
Southside locations

1280 US 31 N.
Greenwood

(317) 865-6200

5920 E. Stop 11 Rd.
Indianapolis, IN 46227

(317) 881-1515

Best advice: Always be certain 
the quality of your service and/
or product is maintained at a high 
level. Don’t let growth erode your 
standards.

Worst Advice: If you want it done 
right you have to do it yourself. That 
one will surely stunt your growth.

Best Business decision: Bringing 
other faithful/qualified employees 
into the ownership of the business.

In 5 years… I want to see continued 
steady growth with much of it being 
led by the next generation of leaders 
in the business.

Secret to success: Always define 
your co-workers by their gifts and 
talents and don’t obsess over “the 
things they need to improve on.”  
The Lord has put good in us all; let 
that become their identity.   

How did Ron do it?

Ron Epple

Photo by Nicole Davis
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The The Indianapolis 500 
is more than a party

Ah, May. Race month. What a great month to be a 
Hoosier. The Indianapolis 500 is a tradition for many 
of us. It’s a time of nostalgia and the all-important, 
unofficial start of summer. Names like Andretti, Foyt, 
Penske and Ganassi send chills of excitement through 
our bodies. That two and half mile oval represents an 
excitement unlike any other for many Hoosiers. If you 
ever doubt the enthusiasm that both Hoosiers and 
visitors to our great state have for the 500, watch the 
OneAmerica 500 Festival Mini Marathon this year. 
Scores of people stop and kiss those iconic bricks as 
they make their way through the seventh mile of 13.1 
mile race. It’s a piece of history.

The Indy 500 means so much more than nostalgia 
to Central Indiana, though. People from all over the 
world step foot on our turf. They come into our shops, 
restaurants and venues. What kind of image are we 
putting out there? Are we showing our Hoosier hos-
pitality? People from all walks of life come visit and 
spend millions of dollars. They come ready to contrib-
ute to our economy.  

May is a great time to open our businesses and lives 
to new (and potential returning) visitors.  With all the 
hustle and bustle of spring and the beginning of sum-
mer, take time to remember our guests. Our guests, 
who will hopefully return to our great state as well 
as guests who will inevitably tell their friends about 
us, are important. Let them know it. Show that Hoo-
sier hospitality this month.  Slow down and enjoy the 
greatness that surrounds Central Indiana this month 
and remember that it’s more than a party for many. It’s 
a time to showcase our greatness.

An improved Business Leader
designed just for you

 
You’re noticing something different about the Business Leader, 
aren’t you? You found the paper on which the news and ads 
are printed to be a little brighter, right? You also noticed that 
the pages are “stitched” by two staples on the fold, meaning no 
more loose sheets, correct? You also detected that the paper 
is ever-so-slightly shorter and narrower, we’re guessing. It all 
is owed to a decision we made to move our printing efforts to 
a new location. Cox Media Group of Franklin, Ohio, effective 
with this edition, handles the printing, inserting and packaging 
tasks for all Times-Leader Publications’ products. We’re excited 
about the change, because we believe it will provide a better 
reading experience. We’re still printing on paper that contains 
post-consumer content, and we’re still using low-rub, soy-
based ink, which we believe to be important. Our art director, 
Carey Germana, has made subtle changes to the appearance of 
the news report, including new typefaces, story identifiers and 
different ways to package the news. By virtue of moving ads 
to the “outside” edges of the paper, she has created something 
of a news well, which will accommodate a changing news 
presentation. We hope you enjoy the improvements, and we 
invite your comments at info@businessleader.bz.

Reasons someone would want to 
do business with you:

n Good Food
n Good Service
n Clean Facility
n Local Ownership
n Community Participation

The List
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Howard Hubler

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

Finding the ‘wow’ in the every day
Today, we make TV shows 

that dominate their time slots 
by just making a “wow” factor 
out of the otherwise mundane. 
Who would have ever thought 
that if you took a diner, a drive-
in, or worse yet, a dive, throw 
in a great dish and feature the 
recipe with on TV that mil-
lions would watch? Who would 
have thought that anyone could 
make something as miserable 
as a pawn shop the new “place 
to be seen”? You can make just 
about any vocation into a suc-
cessful TV series by adding in a 
“wow” factor.

I experienced this first hand. 
In my career, I have put on some 40 or so sem-
inars for new car owners. Once a month, 40 
or so folks would show up to see 
how to make their car 
work properly. Over the 
years, I learned how to 
make them fun and in-
teresting. I tried to cre-
ate my version of “wow.” 
Specifically, I tried to ap- peal to 
the woman. Yes, all wanted to watch one of 
the women change a tire, not the male ser-
vice manager as he just coached. The women 

all wanted to pull and reinsert 
a dip stick and remove and re-
place the oil cap. For say half 
of the women, this was a first-
time experience for them. They 
were amazed as to how easy 
this was. The key was that they 
had to do it themselves, not 
just watch some man do it. No 
one had ever asked them to do 
this before. Once you do it, all 
of the mystery is gone and you 
have a feeling of accomplish-
ment.

Much to my wife’s frustra-
tion, I am not a chef. To rem-
edy my short fall, she enrolled 
me in a cooking class. The 

owner shows up on his day off, Monday, to 
teach class. His class-
room is his chef ’s table. 
Yes, he has a “chef ’s ta-
ble” at the restaurant. 
This is a holdover from 
the old, independent 
restaurants of yester-

day. Today, most Hoosiers don’t even 
know what a chef ’s table is – the place where 
the chef could take special care of clients at 
the same time he was running the kitchen. 
Here, a special client got the attention that he 

deserved. The point of this anecdote is that at 
the class, I was “wowed.” 

Here is the bottom line … If you managed 
average on your best day, and no matter how 
mundane your product or service was but you 
extracted the last drop of “wow” out of your 
business in front of your clients, you are going 
to be ahead of the game all of the time. You 
are going to have a back log of business in any 
recession because, all things being equal, the 
client has a unique emotional bond to you and 
your product. 

BUSINESS TALKBusiness Talk

BUSINESSBrief

New vice president  
selected to lead  

Franciscan Alliance ACO    

Jennifer A. Westfall has been appointed re-
gional vice president for Franciscan Alliance 
Accountable Care Organization (ACO). West-
fall has played a role in developing the hos-
pital system’s ACO strategy and was instru-
mental in forging an ACO contract – the first 
in Indiana and one among only 32 health sys-
tems nationally. In her new role, Westfall is 
responsible for oversight and direction of all 
ACO activities, including new partnerships 
with outside health-care partners to develop 
new shared savings opportunities. The goal 
of the ACO is to develop Franciscan Alliance 
into a care management organization with 
the ability to manage the health of a popu-
lation of people with higher quality and pa-
tient satisfaction at a reduced cost. Westfall 
is a resident of Indianapolis and graduate of 
Ball State University. She is alsoa member of 
Executive Women in Healthcare, has served 
on a number of healthcare related boards and 
currently serves as chair for the Cooperative 
Managed Care Services Board of Directors, 
and has extensive background in the health 
care industry.

Jennifer A. Westfall

BUSINESSBrief
IMCU CEO Ron Collier 

named to Credit Union 
House Hall of Leaders

Indiana Members Credit Union (IMCU) recent-
ly announced that Ron Collier, CEO for IMCU, 
has been inducted into the 2013 Credit Union 
House Hall of Leaders. Collier was among 
3 Indiana credit union leaders and 22 indi-
viduals nationwide honored by Credit Union 
House LLC for 
their significant 
contributions to 
the credit union 
business. Col-
lier’s induction 
was made dur-
ing the Credit 
Union Nation-
al Association’s 
Governmental 
Affairs Confer-
ence in Wash-
ington, D.C. Col-
lier’s name will 
be permanently displayed at Credit Union 
House, townhome on Capitol Hill that sym-
bolizes the strength and permanence of the 
credit union movement. “I am truly honored 
to be inducted into the Hall of Leaders,” said 
Collier. “Being actively involved in the credit 
union movement is something I am passion-
ate about.  ‘People Helping People’ is a phi-
losophy that I feel is a natural fit with credit 
unions as a whole due to the true nature of 
our business.  I would like to thank the Cred-
it Union House for this induction.” Collier and 
his wife Debbie have three grown children, 
Ashley, Katie and Daniel and are the grand-
parents of twin boys.  They currently reside in 
New Palestine.

Ron Collier

businessleader.bz

OSHA class to be offered
The Greenwood Chamber of Commerce, 65 
Airport Parkway, Suite 140, Greenwood, will 
host a 10-hour OSHA class. The class will be 
held on May 7 from 8:00 a.m. - 4:30 p.m. and 
May 8 from 8:00 -11:30 a.m. The cost is $100 
per person.  Contact Tracy McIntosh at 888-
620-7233 or e-mail tracy@ussafetydepot.com 
to reserve your spot. 

BUSINESSBrief

Advertise Today,
Call 300-8782

Celebration of 
SMALL BUSINESS

For more information, please contact… Kim Hurst (317) 507-9087 • khurst@businessleader.bz

www.exceleratehc.com

proudly presents the 7th Annual 

In celebration of Small Business Month, IU West Hospital proudly presents the 
7th Annual Excelerate Hendricks County, Thursday, May 9, 10 a.m. - 2 p.m., at 
Serendipity at Metropolis, 2499 Futura Park Way, Suite 205, Plainfield. The event is 
free. Network and visit the many B2B vendors on site. In addition, the Hendricks 
County Economic Development Partnership will present its annual “Hendricks 
County Economic Development Business of the Year Awards” during the luncheon 
– Howard Hubler will be the luncheon’s keynote speaker.  Lunch is $10, payable to 
Serendipity. In addition, a panel discussion on women-owned businesses will take 
place at 10:30 a.m., and at 1 p.m., Brent Tilson of Tilson will discuss the Affordable 
Care Act and its impact on businesses.

“Optimizing your business 
in the new normal  

- 2013 and beyond” 

Howard Hubler
A founding member  

of the Hubler Auto Group and 
Hubler Express Collision 

FREE BLOOD  
PRESSURE SCREENINGS 
beginning at 10 a.m., 
provided by IU Health 
West, as well as free 

health & wellness 
materials for your 

business!
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“We know we need a social 
media presence, but we’re 
worried that people will post 
bad things about us.” That 
simple sentence distills near-
ly all of the comments I’ve 
heard from companies and 
organizations that are hesi-
tant to make the move into 
the fastest-growing corner of 
marketing.

It appears that their great-
est fear is the potential for 
negative comments. You al-
ready deal with complaints; 
you just don’t want those 
complaints posted where ev-
eryone else can see them.

Nobody likes to have negative information 
presented publicly. But companies typically 
fear that the negative information will some-
how be contagious. People who currently like 
you may change their minds when they read 
something that somebody else has said. 

You can put that out of your mind for two 
reasons. First, most social media channels 
provide some kind of means to block com-
ments that are especially negative or poten-
tially damaging. Second, how you respond to 
public complaints speaks volumes to the oth-

ers who see your social me-
dia efforts. Respond promptly 
and rationally, and your com-
ments may do more than can-
cel out the negative posts. 
They’ll enhance your stand-
ing. Successful social media 
is about engaging that audi-
ence in a two-way conversa-
tion. That audience senses 
when you’re being open and 
honest, and it will respond ac-
cordingly.

Perhaps the poster had a 
negative experience with your 
company. A friendly apol-
ogy coupled with a request 
to contact you directly tells 

others that you want to resolve problems. It’s 
like the restaurant manager who calms an an-
gry diner, setting a good example for all the 
other patrons. Suppose someone posts un-
true information about your company. Again, 
responding quickly and rationally reminds 
others that you’re doing the right things as 
it corrects the misinformation. Allowing the 
complainer’s comment to stay on your site 
projects confidence and integrity.

Often, the most powerful responses to 
negative comments will come from a source 

you might not expect: other customers. As 
an electric power cooperative scrambled to 
respond to dozens of storm-related outages, 
its efforts weren’t fast enough to satisfy one 
frustrated customer, who posted a blistering 
message on their Facebook page. Before the 
co-op’s staff could respond, several other cus-
tomers jumped online. One pointed out that 
damage was extensive and urged the com-
plainer to be patient. Another mentioned the 
responsiveness of the crews. 

So instead of being afraid to open yourself 
up to potentially negative comments, devel-
op the confidence to start conversations and 
stimulate responses. Will you get burned now 
and then? Sure, but the same thing already 
happens, and you don’t let it stop you. Retail-
ers don’t lock the doors because some shop-
pers are thieves. Restaurateurs don’t respond 
to unfriendly reviews by shutting down. And 
we’ve all survived at least one horrible job in-
terview, but we didn’t stop looking for work.

 Use these new channels to talk with stake-
holders just like you would in person. Once 
you get past the fear, I suspect that you’ll find 
those conversations beneficial … and maybe 
even enjoyable.

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

Overcoming your fear of social media

Scott Flood
Columnist

CALL USTODAY For a quote on your next printing job. 

GROWING SMALL BUSINESSGrowing Small Business

Most small business owners would like to 
see their businesses grow, but they aren’t sure 
of the best way to achieve growth. When I’m 
helping an owner with a strategic plan, I often 
turn to a simple tool that was first developed 
by Igor Ansoff over 50 years ago. The tool is a 
classic 2 X 2 matrix that can be used to give 
structure to brainstorming sessions and to 
help define and evaluate potential growth op-
portunities.

The matrix defines four basic growth strate-
gies stemming from different combinations of 
a company’s products (existing and new) and 
its markets (existing and new). The four strat-
egies are:

• Market penetration – selling more of ex-
isting products to current markets

• Market development – selling current 
products to new markets 

• Product development – 
selling new products in exist-
ing markets

• Diversification – selling 
new products to new custom-
ers

Using a brainstorming pro-
cess, I ask the participants to 
generate ideas within each 
category, starting with Market 
Penetration (“What might the business do in terms of mar-

ket penetration?”). As in any brainstorming 
exercise, the goal is to generate lots of ideas, 
and not to pass judgment or evaluate until the 
idea generation stage is over. Then each poten-
tial strategy or opportunity can be assessed in 
terms of feasibility and 
potential payoff for the 
company.

Market penetration 
is usually considered 
the safest and easiest 
way to go, if the mar-
ket is expanding, by 
leveraging existing re-
sources and market 
knowledge. But, as the 
market matures and becomes more saturated, 
a market penetration strategy becomes more 

difficult and the business may have to pursue an alternate 
strategy.

A market development 
strategy may be a smart way to 
go for a business that has sig-
nificant strengths in its prod-
ucts rather than with a specific 
geographic market or market 
segment. But market devel-
opment is generally thought 
to be more risky than market 

penetration because the business will be pursuing market seg-

ments or geographic markets that are new and unfamiliar.  
Product development strategies typically work best when the 

business has strong relationships with existing customers and/
or good understanding of a specific geographic market area. 
The business can use its core competencies to introduce a new 

product to customers 
it knows well. But, as 
with market devel-
opment strategies, 
product development 
is usually considered 
more risky than mar-
ket penetration.

Diversification is 
the riskiest of the four 
strategies, but a diver-

sification opportunity may be attractive if the risk is offset by 
a high potential reward. Diversification requires careful study 
before jumping in with both feet, so it may take more time and 
financial resources than other strategies.  But diversification 
may also be a good way for a business to establish itself in a 
different, but appealing, industry and strengthen its position 
for the long run.   

This brief introduction only scratches the surface of a huge 
topic. For more information and ideas on how to use the 
growth strategies matrix in your business, please contact the 
Central Indiana Small Business Development Center.

Matrix is helpful tool for strategic planning

“As in any brainstorming exercise, the 
goal is to generate lots of ideas, and not 
to pass judgment or evaluate until the 

idea generation stage is over.”

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

Big Earl’s CATERING

• Banquet Specialist
• Weddings
• Graduations

• Reunions
• Anniversaries
• Meetings

Earl Stamatkin, Owner
Cell: (317) 938-0450

Email: stamatkin38@yahoo.com

We Cook Hot ... Right on the SPOT!
Specializing in Group Employee  

Benefits for Over 20 Years

Lori S. Howe
Plainfield, In 46168
Office: (317) 745-7341
Email: Lori@LSHowe.com | www.LSHowe.com

• Health Savings Accounts

• Short Term Medical Coverage  

• COBRA Consultations

•  “Affordable Care Act” 

Consultations

We strive to get  
your business  

the best rate possible…  
call us today!

In addition, we offer the following:

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

Third Floor
Indianapolis, IN 46240

317.472.2200
info@somersetcpas.com

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

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

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

bottom-line results.
Innovative strategies,

- Entrepreneurial
- Health Care
- Manufacturing & Distribution
- Enterprise Valuations
- Real Estate
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Mike Heffner
Columnist

Mike Heffner is the owner of the Greenwood Ex-
press Employment Professionals franchise. Con-
tact Mike at mike.heffner@expresspros.com or visit 
www.expressindysouth.com.

Recently the Greenwood 
Chamber Board Directors 
went through a process of 
recasting its mission, vision 
and values. Participating in 
that process had me thinking 
back to when we did the same 
thing for my own company a 
few years ago. I brought the 
entire team together and we 
put some meaningful thought 
around who we were, who we 
wanted to be and what made 
us special as a group of peo-
ple. That process really has 
shaped our culture. Not much 
has changed with what that 
group of people came up with.   
I am personally proud that most of the people 
that were part of that team are still with us to-
day. They are the foundation for what has be-
come a strong culture. They demand that the 
culture is upheld. I see it on a daily basis as we 
make decisions. Even those who have had to 

move on have stayed in touch 
with us and visit from time to 
time. We like to say that they 
are a part of our Express fam-
ily, so to speak.  

A company’s culture is de-
fined by its’ values, practices 
and personalities. I have the 
opportunity in my business 
to visit and speak with many 
small business owners and 
leaders. In our discussions 
about employment, retention 
and engagement, most say 
that much of their success is 
derived from the culture that 
has been established. In the 
exact contrast to that, those 

who are struggling often talk about a toxic 
culture or potentially a particular person that 
has upset the apple cart and the culture has 
been or is currently in danger.

Company culture permeates through all as-
pects of your internal business. New employ-

ees see this as soon as they start. It’s a vibe.  
It’s how you are seen externally by your cus-
tomers and how others view your business as 
a whole. It also determines the type of talent 
that you will attract. This culture is more pow-
erful than your brand and, in many cases, be-
comes your brand. It’s how you are viewed in 
the community.  

This brings me to my final point. Are you 
investing in your culture? Do you protect it?  
Do you spend time talking about it? Culture 
affects innovation, retention and productivity. 
Is your culture allowing you to attract top tal-
ent?

I challenge you with investing in your cul-
ture. It’s worth the time and could be the best 
return on investment you have in front of you 
today.  

Your company culture could be the difference 
between success and failure

PERSONNEL MATTERSPersonnel Matters

Franklin College business 
students rank top 4  

percent on Major Field Test
The business department’s senior class at 
Franklin College ranked in the top four per-
cent of 585 colleges on the Major Field Test, 
with three students earning exceptional 
scores individually. Of the 708 students across 
the country who took the test this year, Frank-
lin College’s Brooks Bemis placed in the top 7 
percent. Avery Brown and Jeff Murr placed in 
the top 8 percent. As a requirement for their 
degree, senior business majors at Franklin 
College have taken the Major Field Test since 
1992. The test is set up to evaluate mastery 
of concepts, gauge academic achievement 
and assess the outcomes of the business pro-
gram. The test requires not only knowledge 
of facts, but also interpretation and analysis 
of information. The department has a long 
streak of performances that place in the top 
10 percent in the nation each year. The seniors 
who completed the Major Field Test are as fol-
lows: Brooks Bemis, son of Mr. and Mrs. Todd 
Bemis of Bargersville; Avery Brown, daughter 
of Mr. and Mrs. Phillip Brow of Greenfield; Co-
lin Brown, son of Mr. and Mrs. Andrew Brown 
of Tangier; Heather Pasek, daughter of Mr. 
and Mrs. Brad Pasek of Villa Hills, Ken; Jeffrey 
Murr II, son of Mr. and Mrs. Jeffrey Murr Sr. of 
Franklin; Ellen Sichting, daughter of Mr. and 
Mrs. Daniel Sichting of Bloomfield; Ryan Sul-
livan, son of Mr. and Mrs. Jeffrey Sullivan of 
Indianapolis (46236); Martin Chastain, son of 
Mr. and Mrs. Gary Chastain of Campbellsburg; 
Steve Figgens, son of Mr. and Mrs. Carl Figgens 
of Oswego, Ill; and Alicia Williamson, daughter 
Ms. Sandra Williamson of Sunman.

BUSINESSBrief

To Advertise
in the next issue 
of the monthly 

publication of the
Business Leader, 

call (317) 300-8782 
and schedule 
your ad today! 

COACH’S CORNERCoach’s Corner

There is an interesting di-
chotomy in business that 
makes you both successful 
and keeps you from being suc-
cessful and that is the act of 
making assumptions. 

We all modify our world in 
order for it to make sense by 
doing three basic things: we 
generalize, we delete and we 
distort things so we can com-
prehend, explain and survive. 
From that comes the phrase 
made famous by the late Ste-
phen R. Covey, “The map is 
not the territory.” This phrase 
was not a Covey original. It 
was originally 
coined in the 
1930s by Pol-
ish-American 
scientist and 
ph i lo s opher, 
Alfred Korzyb-
ski.

In a positive 
sense, we learn 
how a key goes 
in a lock one time and then we know how to 

do that simple task evermore. 
Those generalizations work for 
us in all types of ways: in our 
sales process, the way we meet 
people, the way we navigate 
socially at chamber meetings 
or other business functions. 

Another useful way to use 
assumptions is to, as my friend 
and author Shelle Rose Char-
vet says, “guess and test.” That 
is the appropriate way (strate-
gy) to employ the assumption 
or the generalization. The test 
component is critical. If you 
assume something, make sure 
in some way besides the guess 

that you are 
correct. Other-
wise, the strat-
egy changes 
from a positive 
to a negative.

K o r z y b -
ski came up 
with the catchy 
phrase noted 
above when he 

noticed that some people confuse their reality 

with reality itself.  That is the dangerous strat-
egy of using assumptions or generalizations in 
business (in life for that matter) when we as-
sume something and then react to it as if it 
where real without testing it. I have seen many 
talented people use this most ineffective strat-
egy to their demise. You hear it when someone 
says, “He is not interested in buying…” or per-
haps you have heard someone say, “If they want 
it, they will ask me for it without me having to 
sell it…” 

Using assumptions and generalizations can 
be powerful tools, if used properly. To do so, 
you must remember two things. First, making 
assumptions (without testing them) is making 
an ass out of u (you) and me. Second, jump-
ing to conclusions and reacting as if your belief 
is reality has caused wars, deaths, bigotry and 
discrimination. Those two reasons are why it 
can be a very, very, very dangerous thing.

Be aware of this and be wise in your use of 
assumptions to find success.

The most dangerous thing  
to do in business

Jack Klemeyer
Columnist

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

“We all modify our world in order  
for it to make sense by doing three  

basic things: we generalize, we delete 
and we distort things so we can 

comprehend, explain and survive.” 

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.

“Leadership Johnson County not only inspired me to learn more 
about the community I live in, but to also explore the needs of my 
community as well.  The experience helped me understand the 
importance of being a good “servant leader” and steward of my 
community.  LJC also helped me recognize how my personality 
and leadership skills interact with others when collaborating on a 
project.  Not only did I get the opportunity to meet and talk with 
local government officials, media personalities, and leaders from all 
walks of life, I also gained some great friends in the process!”

Lisa Jones 
Class of 2013 

Mutual Savings Bank

What Leadership Johnson County 
has meant to me?
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Baking away

Compiled by Nicole Davis

Growing up, Laura Harte says she would 
enjoy baking treats with her grandmother. 
When her grandma passed away, she wanted 
to carry on that legacy and opened her first 
bakery in Martinsville.

“I wanted that same home feeling, for my 
kids to grow up with that feeling,” Harte says.

In the first six months, she says it was voted 
number 1 bakery in the local newspaper. It got 
so busy that she knew she needed a partner. 
Relocating the business, Bake My Day Bakery, 
to near Greenwood, Harte says she found Kar-
en Galin and knew she was the perfect person 
to go into business with. 

They opened the Southside location in 
April. With a large space, Harte says she hopes 
to hold family nights and parties at the bakery. 
Sticking with family and faith she says is the 
most important aspect of their business. They 
say Harte’s four children 
and Galin’s two will often 
be in the shop, helping out.

 “All the cupcakes and 
things we have are from 
old recipes that you would 
find at your grandma’s 
house,” Harte says. “Ev-
erything we bake is from 
scratch and no store 
bought icings. We bake 

everything in house. We use real fruit and as 
many other local businesses as we can. Be-
cause we do this from scratch, it’s better for 
you, better for our kids.”

Why did you open this business?
Galin: I’ve always wanted to bake and we 

followed the path God led us to.
Harte: I felt it was something I wanted to 

do for my grandma since she had passed on. 
Owning a business is hard and complicated so 
I met Karen, we work great together as a team, 
and felt this is where we should be.

What did you do to prepare to open 
your business?

Galin: We baked a lot.
Harte: I’ve worked at different bakeries in 

Missouri, where I’m from. We got so busy we 
had to open a business in Martinsville instead 

of from our house. We’ve 
learned a lot. Preparing 
the most would be prac-
tice, practice, practice.

Who is your ideal  
customer or client?

Harte: Families. Being 
moms we love to see the 
kids come in. They get so 
excited when they look at 
the cakes, pressing their 

faces against the glass; they have a hard time 
choosing.

How do you plan  
to be successful? 

Harte: Our product pretty much speaks for 
itself. As long as we stay consistent and con-
tinue to put out a good product. We always 
take input from our customers and want to 
keep them involved. We like to be personable. 
This is a place you can be comfortable no mat-
ter who you are. We have something for pretty 

much everyone, whether you are a little kid or 
retired adult. I’d like to be a hangout spot for 
teenagers.

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

Harte: We were on Food Network Cupcake 
Wars that aired last October. It’s a woman-
owned business and veteran-owned business. 
We always try to keep something patriotic 
somewhere.

Karen Galin and Laura Harte

Photo by Nicole Davis

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.

Hope and optimism during unpredictable times
Some days are just not as 

good as others. This morning 
I’m sitting here at my kitchen 
table thinking about what this 
column should say to all of 
you. Just yesterday, really only 
a few hours ago, a terrible 
moment of terror occurred 
in Boston and our percep-
tion of safety in America was 
challenged again. This morn-
ing we have very little hard 
data to draw upon but we 
have many, too many, images 
of pain and fear and suffer-
ing and loss pummeling our 
hearts and minds.  An 8-year-
old boy waiting to see his dad-
dy cross the finish line was murdered.   Stories 
of severed limbs abound.  Video of sobbing 
and screaming are repeated on the airwaves.  

And yet hope and optimism remain.
Something that struck me and remains in 

my mind were the images and video of those 
awe-inspiring heroes in the Boston Police and 
Fire Departments in their bright yellow vests 
running TOWARDS the smoke and fear and 
loudest screams. Pause a moment and say a 

prayer with me for the fami-
lies of the injured and mur-
dered whose lives were tragi-
cally impacted. And also pray 
with me please to thank the 
Lord for giving us those brave 
men and woman who run to-
ward the danger.

Okay. So what about the 
markets? Yesterday (April 15) 
started pretty weak, then af-
ter word of the Boston events 
came out in the last hour of 
the trading day, the market 
dramatically sold off. There 
are a few hours yet this morn-
ing before the market opens, 
but I will be interested to see 

how the market responds this morning. Will 
the selloff continue? Will a rally occur? We’ll 
see. You’re lucky. By the time you read this, 
you’ll know how the market responded. And 
you’ll know a lot more about what happened 
in Boston, who did it, and why. This morning, 
we know very little.  

But there is something I do know about 
markets. No one can control them. The ac-
tions of hundreds of millions of individuals 

cannot be predicted nor can these individuals 
be counted upon to do what they have done in 
the past. Once an investor recognizes this and 
embraces this Truth, they can arguably 
be more successful than an in-
vestor who doesn’t.  We 
can’t control the markets 
nor events (like the one in 
Boston) that impact them. Some-

where in these 
pages is an article 
by Jack Klemeyer. I’m 
looking forward to reading 
it. The day after the Boston events, 
Jack sent out an email reminding us of some 
great words of wisdom from a noted philos-
opher, “Life is like a box of chocolates. You 
never know what you’re gonna get.”  (Forrest 
Gump)  Very true this morning. 

No, we aren’t in control of events or mar-
kets.  But we are in control of three things.  We 
control the education level we have about our 
investments.  We control our emotions and 

how we respond to events. And we control 
our expenses.  If we pay less for our invest-
ments, then regardless of events or whether 
the market goes up or down, we make out bet-
ter than those paying higher expenses. 

“And that’s all I have to say about that.” (Yep, 
you guessed it:  Forrest Gump)

MONEY MATTERSMoney Matters

Laura Harte and Karen Galin bake cupcakes and cookies  
from recipes just like Grandma’s

4610 East 96th Street     |     317-580-6888     |     888-204-3445 

TomWoodLexus.com

On select models with approved credit. 18 month leases. $1175 due at signing. $0 security deposit, plus tax, tag and 
fees. 10K miles per year, $0.25 per mile thereafter. Offer ends 5/31/13.

PER 
MO.

$369
LEASE FOR

The All-New 2013 Lexus

IS 250 
AWD 

TWLX299627.indd   1 4/23/13   10:20 AM

Photos courtesy of 
Donna Rice Photography

Greater Greenwood Chamber of Commerce 
unveils new logo, announces 2013 Award 

Winners during annual celebration
The Greater Greenwood Chamber of Com-

merce honored six outstanding business people 
and companies at its April 16 Annual Chamber 
Celebration. The Chamber presents the awards 
in order to recognize outstanding business 
achievement, remarkable construction, and 
extraordinary Chamber engagement..Garnet 
Vaughan of The Marketing Department was 
awarded Member of the Year.  Randy Faulkner 
and Associates received a Pride and Progress 
Award.  Pilsung ATA Martial Arts, Simons 
Bitzer & Associates, and Endress+Hauser each 
earned a Salute Award and Mike Kensill of Lee 
& Associates Real Estate Services was named 
Ambassador of the Year.  In addition, it also 
unveiled its new logo.

Randy Faulkner and Associates with the “Pride and 
Progress Award” for their renovation work to Polk 
Place at 435 East Main St., Greenwood.  Presenting 
the award to   Faulkner (center) are Cathy Richards, 
Chamber Board President, and Bob Brody, CEO of 
Franciscan St. Francis Health.

Pilsung ATA Martial Arts with a 2013 “Salute Award” 
for business success.  Presenting the award to business 
owner Rose Myers (center) are Cathy Richards, 
chamber board president, and Bob Brody, CEO of 
Franciscan St. Francis Health.

Greg Simons (center) and marketing director Raegan 
Potter (center) are Cathy Richards, chamber board 
president, and Bob Brody, CEO of Franciscan St. Francis 
Health.

Garnet Vaughan, the Marketing Department with 
the 2013 “Chamber Member of the Year Award.” 
Presenting the award to Garnet (center) are Cathy 
Richards, Chamber board president, and Bob Brody, 
CEO of Franciscan St. Francis Health.

Mike Kensill, Lee & Associates with the 2013 
“Ambassador of the Year Award.” Presenting the award 
to Mike (center) are Cathy Richards, chamber board 
president, and Bob Brody, CEO of Franciscan St. Francis 
Health.
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May Chamber of 
Commerce Meetings
Chamber Events

8 – Greater Greenwood 
Chamber of Commerce (His 
Place Ribbon Cutting); May 
8, 4-5 p.m., 337 Western 
Blvd., Suite D, Greenwood. 
For more information, call 
the chamber at (317) 
888-4856.

14 – Greater Greenwood 
Chamber of Commerce 
(Veros Partners Ribbon 
Cutting); May 14, 10:30-
11:30 a.m., 5935 S. 
Emerson Ave., Suite 300, 
Indianapolis, IN 46237. 
For more information, call 
the chamber at (317) 
888-4856.

16 – Greater Greenwood 
Chamber of Commerce 
(Business After Hours); May 
16, 5-7 p.m. , Lighthouse 
Flight Support, 502 Reed 
Ct., Greenwood. For more 
information, call the 
chamber at (317) 888-
4856.

Greenwood Chamber of 
Commerce New Members

Bake My Day Bakery, LLC
Laura Harte
8908 Saint Peter St.
Indianapolis, IN 46227
(317) 296-0514

Basile Law Office, LLC
Raymond Basile
11 Public Square
Shelbyville, IN 46176
(317) 825-0531

Builders Assoc. of Greater 
Indianapolis
Steve Lains
P.O. Box 44670
Indianapolis, IN 46244
(317) 236-6330

Code Samurai
Kristen Boyce
374 N. Greenbriar Dr.
Greenwood, IN 46142
(317) 874-8509

Ensign CPA Group
Todd Ensign
972 Emerson Pkwy., Suite F
Greenwood, IN 46143
(317) 885-2620

Essence of Time
Faye M. Robison
1178 N. Main St.
Franklin, IN 46131
(317) 999-8134

Fischer Homes
Sean Sullivan
1185 Clearwell Dr.
Greenwood, IN 46143
(317) 348-2500

Hays & Sons  
Complete Restoration
Carly Colgan
757 E. Murray St.
Indianapolis, IN 46227
(317) 788-0911

His Place, LLC
Kyle Adamson
337 Western Blvd.
Greenwood, IN 46142
(317) 300-1307

Hollywood Hair Salon
Angie Snapp
50 S. Madison Ave.
Greenwood, IN 46142
(317) 534-0063

Pat Enochs
Pat Enochs
1902 S. Talkington Rd.
Columbus, IN 47203
(305) 586-6483

Schlegel Greenhouse
Paul Schlegel
705 Sprague Rd.
Indianapolis, IN 46217
(317) 784-6038

Sign-A-Rama
Mike Linginfelter Suyeyasu
4911 S. Emerson Ave.
Indianapolis, IN 46203
(317) 802-7086

Yokohama Japanese 
Restaurant
Scott Bennett
67 N. Madison Ave.
Greenwood, IN 46142
(317) 859-1888

Franklin Township 
Chamber of Commerce 
New Members 

Community Member 
Leah Butler

Community Member
Gurleen Singh
 

Buck Creek Farm
Kyle Lomax

Allen Electrical
Nora Stuck

Harvester Financial  
Credit Union
Tim Higginbotham

Sales Leads
Newly Incorporated 
through April 12, 2013

Andry’s Landscape 
Company
Greg Andry, Zach Brummett
624 Lawndale Dr.
Greenwood, IN 46142

Bill & Randy Barber Shop
Bill Crowder
2773 S. Pennsylvania St.
Indianapolis, IN 46225

Franklin Showcase 
Baseball, Billy Ross
1224 E. Jefferson St.
Franklin, IN 46131

Freeman Painting
Tina Freeman
1008 Rita Dr.
Greenwood, IN 46143

Fresh Beginnings 
Community Church Inc.
Bruce Bendinger
1876 Northwood Plaza #134
Franklin, IN 46131

H D Orton & Associates
Hector David Orton
190 Maple Lane
Franklin, IN 46131

In Motion Physical Therapy 
& Wellness
Cynthia A. Myers
4373 Silver Springs Dr.
Greenwood, IN 46142

Meredith Construction
Raymonds S. Meredith
1475 Old Thicket Ct.
Greenwood, IN 46143

Midwest Dental Tech
Greg Patton, Sheri Derringer
4981 N. 500 W.
Bargersville, IN 46106

Prepper Chicks
Lori Caraballo
5241 W. Smith Valley Rd.
Greenwood, IN 46142

Shur Shaft Custom 
Traditional Archery
Bradley J. Brandum
7114 Travis Rd.
Greenwood, IN 46143

South Indy Music Together
Heather Rhoda
514 Harmony Dr.
Greenwood, IN 46143

Taylor Quarter Horses
Mary Ann Taylor
5395 S. 325 E.
Franklin, IN 46131

Todds Insurance
Thomas C. Todd
317 N. Peterman Rd.
Greenwood, IN 46142

Willard Enterprise
Brock R. Willard 
Amanda D. Petro
5918 Coppock Dr.
Indianapolis, IN 46221

SBA Guaranteed Loans
Boone County

11th Street  
Development, LLC
7378 N. 550 East
Lebanon, IN 46052
$30,000. The Huntington 
National Bank 
 
Rendezvous for  
the Dogs, Inc.
10617 Zionsville Rd.
Zionsville, IN 46077
$25,000. The Huntington 
National Bank 

WoodSpa Zionsville, LLC
4400 Weston Pointe Dr. 
South, Zionsville, IN 46077
$25,000. The Huntington 
National Bank 

Hamilton County

Blue House Bridal, LLC
31 S. Range Line Road
Carmel, IN 46032
$10,000. The Huntington 
National Bank 

Deaton’s  
Waterfront Services
22528 Praire Baptist Road
Noblesville, IN 46060
$75,000. The Huntington 
National Bank 

Direct Enterprises, Inc.
16545 Southpark Dr.
Westfield, IN 46074
$806,000. Premier Capital 
Corporation

ELK Building  
Enterprises, LLC
2570 Congress St.
Carmel, IN 46032
$25,000. The Huntington 
National Bank 

Green Vista  
Landscaping, Inc.
23090 S.R. 37 North
Noblesville, IN 46060
$100,000. The Huntington 
National Bank 

Marquis Commercial 
Solutions
5905 Osage Dr.
Carmel, IN 46033
$150,000. Chase Bank

Plan B Marketing, Inc.
12 W. Main St.
Carmel, IN 46032
$65,000. $97,000
The Huntington National 
Bank 

R.S. Tatum, LLC
16250 Oak Road
Westfield, IN 46074
$40,000. The Huntington 
National Bank 

Hendricks County

L.S. Howe  
and Associates, Inc.
425 Turnberry Ct.
Avon, IN 46123. $20,000. 
The Huntington Nat’l Bank 

J.D.V. Construction, Inc.
6685 Royal Lane
Avon, IN 46123
$25,000. The Huntington 
National Bank 
Lalli, Inc.
24 Presidential Way
Brownsburg, IN 46112
$50,000. The Huntington 
National Bank 

Equipment and Process 
Management
7007 E. 650 N.
Needham, IN 46162
$25,000. $60,000
The Huntington National 
Bank 

K and D Real Deal, LLC
165 E. Jefferson St. 
Franklin, IN 46131
$160,200
MainSource Bank 

MacDonald and Dahm, LLC
1010 Galliten Ct. 
Greenwood, IN 46143
$127,000
Salin Bank and Trust Co. 

Peach Brands, Inc.
1872 Fountain Circle
Greenwood, IN 46143
$288,000. The Huntington 
National Bank 

Totally New You Hair  
and Nails, Inc.
520 N. S.R. 135, Ste. Q
Greenwood, IN 46142
$20,000. The Huntington 
National Bank 

Marion County

ABSI, Inc.
5555 Elmwood Ave., Suite F 
Indianapolis, IN 46203
$493,000. Wells Fargo Bank

ABSI Inc.
5555 Elmwood Ave., Suite F 
Indianapolis, IN 46203
$50,000. Wells Fargo Bank

A Gifted and Talented Child 
Development Academy
2626 Ruth Dr. and 5023 N. 
Shadeland, Indianapolis, IN 
46240. $341,000
Indiana Statewide  
Cert. Dev. Corp.

Axon Health  
Associates, LLC
10585 N. Meridian St.,  
Suite 2, Indianapolis, IN 
46290. $50,000
The Huntington National 
Bank 

Black Dog Holdings, LLC
5950 W. Raymond St.
Indianapolis, IN 46241
$535,000
CapitalSource Bank

BNC, LLC
8070 Chamberlain Dr.
Westfield, IN 46250
$100,000
First Merchants Bank 

Cheema Brothers, Inc.
4921 W. 71st St.
Indianapolis, IN 46268
$488,500
Indiana Business Bank

CMFD Corporation
5841 Thunderbird Road 
Indianapolis, IN 46236
$504,000
Indiana Business Bank

Fastrack Mechanical, LLC
5811 W. 73rd St.
Indianapolis, IN 46278
$100,000
The Huntington National 
Bank 

Five Star Oil, Inc.
4375 Kentucky Ave.
Indianapolis, IN 46221
$1,794,000. Celtic Bank 

Great Lakes Roofing 
Products
854 Meadowbrook Ct.
Indianapolis, IN 46240
$25,000
The Huntington National 
Bank 

The Hope Source, Inc.
7739 E. 88th St.
Indianapolis, IN 46256
$287,000. Indiana 
Statewide Cert. Dev. Corp.

Krav Maga Worldwide, LLC
7305 E. 96th St., Suite 100
Indianapolis, IN 46250
$245,900
PNC Bank

Masonry Outfitters, LLC
5258 Carrollton Ave.
Indianapolis, IN 46220
$25,000
Chase Bank

Nahal Foods, Inc.
5682 Crawfordsville Rd.
Indianapolis, IN 46224
$397,500
First Colorado National Bank
Nu Orbit Media, Inc.
3843-3845 N. Meridian St.
Indianapolis, IN 46208
$820,000
Wells Fargo Bank

Nu-Wave  
Manufactoring, LLC
1045 E. Vermont St.
Indianapolis, IN 46202
$100,000
State Bank of Lizton

Solid Surfaces  
of Indiana, LLC
221 S. Franklin Road, Suite 
750, Indianapolis, IN 46219
$100,000. The Huntington 
National Bank
 
Westside Gymnastics, Inc.
2478 N. Raceway Rd.
Indianapolis, IN 46234
$50,000. The Huntington 
National Bank 

Yasser Elkhatib  
dba Food Stop
3432 E. 10th St.
Indianapolis, IN 46201
$25,000
The Huntington National 
Bank 

Morgan County

Dorothy Maryan dba 
Dorothy Maryan
6786 E. Woodland Ct.
Mooresville, IN 46158
$10,000
The Huntington National 
Bank 

Ferrill-Fisher, Inc.
3301 Hancel Circle
Mooresville, IN 46158
$792,000
Premier Capital Corporation 

White River Gravel 
Company, Inc.
11261 N. Smokey Row Rd.
Mooresville, IN 46158
$350,000
Home Bank 

PLANNER OF NOTEPlanner of Note

Is your investment portfolio full of  
1980’s technology?   

 
Millions of individual investors are moving 

to Exchange Traded Funds (ETFs). 
 

Can your advisor even spell ETF?  
 

We can.   
   

 
 

 
 
 
 
 
 
 
 
 
 
 

 
www.thebinkleygroup.com 

 
Binkley Wealth Management Group, LLC is an Independent Registered Investment Advisor.  

6319 E US HWY 36  Suite 207 Avon, IN 46123   Phone:  317.697.1618 
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Comcast unveils first Indiana XFINITY center in Greenwood
Comcast held a ribbon-cutting and customer 
appreciation event on April 20 to announce the 
grand opening of its new XFINITY Customer 
Center in Greenwood. The XFINITY Customer 
Center is the first of its kind in Indiana, with a 3,272 
square-foot building located at 997 E. County 
Line Rd., across from the Greenwood Shopping 
Center. Comcast representatives, local officials, 
community leaders and guests celebrated the 
event, including: Greenwood Mayor Mark Myers; 
Christian Maslowski, Executive Director of the 
Greater Greenwood Chamber of Commerce; Rik 
Smits, former Indiana Pacer and NBA All Star; 
Gary Brackett, former Indianapolis Colt and 

Super Bowl winner; and members of the Greater 
Greenwood Chamber of Commerce. Featuring 
fully interactive touchscreen displays, the user-
friendly environment enables customers to learn 
about products and indulge in the complete 
XFINITY experience. In addition to a 3D viewing 
experience and seating areas, customers can use 
an iPad to try out Comcast’s new XFINITY Home 
security system, the XFINITY TV app and other 
popular apps. The Greenwood XFINITY Customer 
Center is open weekdays, Monday through 
Friday, from 10 a.m. to 6 p.m. and on Saturday 
from 10 a.m. to 1 p.m.

Photo courtesy of Karen Kay Marlett Photography
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Our New Location is Just

A HOP,
SKIP &

JUMP AWAY
Corner of State Road 135 & Main St.

Your Greenwood West branch has moved to a 
new, more convenient location! The new location 
offers better access, visibility and space to grow. 
And, promises the same friendly faces and family 
atmosphere you have come to know and expect 
from Heartland Community Bank.

www.hcb-in.com
(317) 881.3915

Open house May 6–11th     Refreshments     Special Offers


