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Legacy Travel Club seeks to return aviation to its glory days
By Mark Johnson

Carmel Resident Chris Allen understands 
the stuff of which dreams are made. He also 
understands the importance of the preserva-
tion of those dreams. Perhaps, then, it is not 
surprising that he chose to name his soon-to-
be-opened business Legacy.

“Legacy,” he said, during a sit-down conver-
sation. “It’s what we leave behind that defines 
us. My dad was a private pilot. The first air-
craft will be named Bruce, after him!”

That aircraft will be part of the Legacy Trav-
el Club, an airline company that Allen hopes 
to turn into a major player in the airline in-
dustry. 

“I worked for ATA for 14 years,” he said. 
“When they closed, it left a void. I wanted to 
fill that void. It is very much a grass-roots sto-
ry, starting from the ground up. It’s what ATA 
did in 1973. They pre-sold memberships in 
their club. That is what we are doing, pre-sell-
ing membership in a private travel club.”

As a veteran of the airline business, Allen is 
well aware of the recent decline of the airline 
industry. 

“What you had was an over-saturation of 
the market in the late 80s and early 90s,” he 
said. “Now, you have a lot of airlines merging 
and only three or four major carriers.

Aviation used to be the glamorous side of 

born. Legacy is a way that I keep my dad alive 
for my son. The happiest day of my life was 
when I saw my dad as a pilot for the first time. 
It’s about all the memories that we can make.”

Allen, a native of Madison, also was keen to 
have a business with the local community as 
a focus. 

“That was the main goal, to set deep roots in 
the community, with a community-based or-
ganization, because everybody wins,” he said. 
“It is important to not just be in the communi-
ty, but to be out in the community. That makes 
it a win-win, for us as well as the community 
and for Indiana. We just feel good about help-
ing people.”

Allen’s advice for those looking to start a 
business? He had only this to say: “Be respon-
sible and make it happen!”

Allen does not yet have an opening date for 
his business, but for more information about 
becoming a part of Legacy, visit www.legacy-
travelclub.com.

the airline business. Now, aviation is at the 
lowest of lows for investors.”

Yet, Allen was determined to fulfill his 
dream. 

“In creating this, it has been a long, long 
road,” he said. “It’s taken over two years, be-
cause aviation requires a lot. You have to learn 
the ropes, find out the nuts and bolts of the 
airline business. You have to learn Business 
101. You have to understand the importance 

of networking, the benefit of knowing and 
talking to people and the importance of mak-
ing connections.”

So, what motivated Allen to persevere in 
the pursuit of that dream? 

“Well,” he said, “I’m very big on family. My 
best job is being a dad. A person has to have 
a true passion for parenthood. In 2008, my 
dad passed, three days later ATA closed, and 
six months later my son (Samuel, now 5) was 

Chris Allen and his father, Bruce.
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Insight driven or 
market sourced?

Perhaps you are familiar with the term often thrown 
around by business strategists and consultants called “mar-
ket driven.” It describes the principle of giving your custom-

ers what they want instead of expect-
ing them to buy what you want them 
to. Of course, in that comparison be-
ing a “market driven” business is cer-
tainly better than being a “delusion-
al” business. However, there are two 
strategies which have proven to work 
even better.

Insight driven
“If I had asked people what they want-
ed, they would have said faster horses.” 

- Henry Ford
The problem with being “market 

driven” is that the market doesn’t real-
ly know what it wants or really needs. When businesses think 
it terms of what people want, they tend to serve the lowest 
common denominator and do nothing to help humanity 
progress. The most successful businesses give people what 
they never knew they wanted, but now can’t live without.

The entrepreneurs that achieve this are very few, and you 
probably are well aware of them. Steve Jobs, Henry Ford, 
Thomas Crapper and whoever made Wonder Bread. Up until 
they introduced their products to market, we never knew we 
needed them, we didn’t ask for them, and now we can’t live 
without them. 

So how do you get insight into your market? Well, you have 
it or you don’t. If you don’t, best be honest with yourself now. 
If you think you are going to be the next Steve Jobs without 
a keen understanding of your customers to the point where 
you can anticipate their needs, then you need to find another 
strategy. Insight can’t be bought (but it can be invested in).

Market sourced
If you lack insight, this is your best bet. Thomas Edison was 

probably the first to try this approach. Google has been the 
biggest champion of this strategy as of late. Market sourced is 
kind of like throwing spaghetti against the wall, but the wall 
is your market and the spaghetti is your market’s own ideas. 

Google has launched and killed more projects than you 
can shake a stick at. Remember Google Wave, Google Note-
book, Google Reader, or Google Hygiene? (OK, I made up 
that last one.) Google says “yes” quickly and “no” decisively. 
Google makes it easy for the early adopters and engaged seg-
ment of its market to help develop projects through commu-
nity leadership.

Market sourced means you develop a responsive cycle of 
listening, testing and responding to your market. Launch 
less-than-perfect products to an organized and engaged seg-
ment of your market, see whether it takes off, listen to feed-
back, adjust as needed. Products are not so much invented as 
they are discovered.

You could just be competent
Of course all these strategies are options businesses take 

when they are finding demand wane or are looking to grow 
into new markets. When in doubt, you could just do some-
thing “in demand” better than everyone else.

Learn more about Chris “The Brain” at christhebrain.com

Chris “The Brain”
Growth

Think about it. Your customers can’t possibly be correct 
100 percent of the time, can they? No, they cannot. Yet, the 
“sheep” in the American marketplace are fond of bleating, 
“The customer always is right.” We beg to 
differ, because there are a variety of times 
when the customer actually is – gasp! – 
shall we say, not correct.

We’ve thought this for some time, but 
mostly internalized it here. Then along 
comes a really terrific column by Inc 
magazine contributing columnist Geof-
frey James, who points out much of 
what we’ve discussed amongst ourselves. 
(James is becoming one of our favorites. 
You may follow him at www.inc.com.)

Should your customers be entitled to 
free consulting? Some of them believe 
they should be. We never would write a detailed marketing 
plan for a customer on the chance that he or she would do 
business with us. They ask, though, and we politely decline. 
In short, there’s no free ride in this carnival world, as singer/
songwriter Jimmy Buffett croons.

Have you ever had a customer demand unethical behav-
ior? We have yet to encounter that, but James says corrup-
tion is becoming a huge problem. “While bribery and kick-
backs are the price of doing business in some parts of the 
world, it’s always a mistake to do business with companies 

that are unethical because eventually they will do something 
unethical to you.”

Are you subjected to unreasonable customer demands? We 
get a few here and there, but, again, polite-
ly declining and getting across the “why” 
is what works for us. James points out that 
an unreasonable customer demand might 
signal a troubled enterprise, one that pos-
sibly could go out of business.

Have you encountered an abusive cus-
tomer? We could name a few, but the sit-
uation always was defused by a calm and 
smiling parting of the ways from our side. 
It’s kind of like the proverbial last laugh. 
Says James, “If a customer is acting in a 
childish and unprofessional manner, that 
customer is in the wrong.”

Finally, the customer that reneges on an oral or written 
promise (the former constitutes an agreement, by the way) 
is just plain and simply wrong. We’ve had it done to us, and 
that’s what legal experts are for. Still, 99.9 percent or more 
of our customers are honorable. The truth is, the first time it 
happens with a customer, we file away that flare and remem-
ber to not consider doing business with that person ever 
again – unless we get payment up front.

It’s not a pleasant subject, but we all should keep our eyes 
wide open with respect to it.

Is the customer ALWAYS correct?

Brian Kelly & Steve Greenberg
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Doughnut shop lessons – When Glenn Sparks, Ph.D., 
was a child, his father gave up his job as an aeronautical 
engineer and relocated his family to open a doughnut 
shop and create a “family” business. While that vision 
wasn’t quite realized, the 20-year history of running a 
doughnut shop proved unforgettable.  Now a profes-
sor at Purdue University’s Brian Lamb School of Com-
munication, Sparks will talk about his family’s venture 
into the world of a franchise doughnut shop as chron-
icled in his book, “Rolling in Dough: Lessons I Learned 
in a Doughnut Shop.” Sparks will be available for a book 
signing after the program, and books will be available 
for purchase during this Sept. 11 luncheon from noon 
to 1:30 p.m. at the Monon Community Center, 1235 
Central Park Dr. East. The cost is $20 for members who 
prepay and $25 for guests. Prepaid reservations are 
strongly encouraged by Sept. 9. Space cannot be guar-
anteed for walk-ins. Reservations may be made online 
at www.carmelchamber.com or by calling the chamber 
at 846-1049.

The Carmel Rotary Club has the following events 
planned for September. All of the events are at noon 
at the Oak Hill Mansion, 5801 E. 116th St., unless oth-
erwise indicated For more information, contact Rotary 
President Ray Kramp at 809-0068.

Sept. 6 – Dr. Steve Dillon, director of student ser-
vices at Carmel Clay Schools, will talk about Carmel 
High School’s safety plan.
Sept. 13 – Lee Buckingham, Hamilton County pros-
ecutor, will speak.
Sept. 20 – Golf outing at Brookshire Golf Club (no 
speaker). 
Sept. 27 – C.J. Coolidge, professional speaker, will 
discuss the 2014 roll out of health care reform.

CARMEL ChAMBER  
of CoMMERCE 

ChARiTABLE BuSinESS

CARMEL  
RoTARy CLuB 

After hours – Flanner and Buchanan Funeral Center, 
Hamilton Memorial Park, 4180 Westfield Road, West-
field, will host the All County Business After Hours 
event Sept. 25 from 4:30 to 6:30 p.m. This event will 
give members the chance to network with other mem-
bers from the Fishers, Noblesville and Westfield cham-
bers to maximize networking opportunities. Food, 
beer and wine will be served all while listening to the 
sounds of The Burke/Lancton Group, a jazz ensemble. 
Reservations may be online at www.carmelchamber.
com or by calling 846-1049.

Ribbon cuttings – Members are encouraged to attend 
a ribbon-cutting ceremony at new member Turning 
Point Dental Implant Center, 85555 N. River Rd., India-
napolis, on Sept. 12 from noon to 1 p.m., and at new 
member Little Eyes Inc., 726 Adams St., Carmel, at 4 
p.m. Sept. 23.

Young professionals – The Arrows Young Profession-
als will meet Sept. 12 from 5 to 7 p.m. at Ocean Prime, 
8555 N. River Road, Indianapolis. This event is free for 
professionals under 40 years old and will include com-
plimentary appetizers and a cash bar. Reservations are 
requested and can be made online at www.carmel-
chamber.com or by calling 846-1049. 

Giving back emphasizes purpose

Mary and Joel Hall have a whole laundry list of organizations they help 
support through their business, Sign-A-Rama. (Photo by Chris Bavender)

By Chris Bavender
When it comes to giving back, Sign-A-Rama Carmel seems to 

run the gamut - from Special Olympics to children’s hospitals – 
the company does its best to lend a helping hand.

“We are involved with several community organizations and 
support them with signage, donations, and employee involve-
ment,” said Joel Hall, co-owner of Sign-A-Rama with his wife, 
Mary.

The Carmel business opened in March 2000 and has six em-
ployees. While the local store is the only one the Halls own, it’s 
part of a nationwide franchise with more than 500 locations.

The larger sponsorships the company has done this year in-
clude the Shriners Children’s Hospitals (Joel is a member, past 
club president, and current board member), Rotary Internation-
al (Joel is a past club president, and current chairman of the as-
sistant governors), USO of Indiana (Mary is on the board of di-
rectors), the Indianapolis Air Show – 2012 was their 16th year of 
donating signage, Central Indiana Young Marines, and Special 
Olympics of Indiana.  

One of the biggest events for the Special Olympics is the Fed-
Ex plane pull.

“We support them in all of their events, but the plane pull is 
the largest - and our favorite.  As a sponsor we donate all of the 
signage for the event and also put together a plane pull team and 
encourage other vendors and clients to get involved,” Joel said. 
“Each plane pull team of 20 people is responsible for a minimum 
of $1,200.  For raising the money each team pulls a Fed Ex Boeing 
757 (160,000 or more pound plane) a distance of 12 feet for time. 
This year the event had more than 90 teams and raised more 
than $181,000 for Indiana Special Olympics and our team pulled 
in a record time for us!”

Joel said participating in such events is a great way for Sign-A-
Rama “to emphasize purpose in what we do.”

“It’s the people that make what we do fun and there is noth-
ing better than getting high fives from more than 1,000 Special 

Olympic athletes.”
Next up for Sign-A-Rama Carmel - the Special Olympics Polar 

Plunge this winter. For more information, call 575-1805.

Charitable Business / Calendars

Workers prepare a FedEx Boeing 757 for the plane pull. (Submitted photo)
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316 S Range Line Rd, Downtown Carmel
Hours 9-6 M-F and 10-3 Sat. Call anytime.

317-867-0900
www.CTCarmel.com

Need I/T
support?

Call on us at any time
for services including:

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

PROFESSIONAL QUALITY I/T
SERVICES AT COMPETITIVE RATES!

Help is just around the corner

Businesses around the world depend on

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

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

computer out the window.

317-867-0900
MENTION THIS AD

FOR A FREE I\T AUDIT
FOR YOUR BUSINESS

info@ctcarmel.com • www.CTCarmel.com

Member FDIC

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

www.lakecitybank.com

Working for the growth and development of 
Indiana Businesses—

—that’s what we’ve been about for the past 
140 years.

You get paid to do what?

By Lana Bandy
What is Goldfish Swim School?

Goldfish is the coolest thing in youth swim 
education and safety. We teach children 4 
months to 12 years of age. Our philosophy be-
hind swim instruction is perpetual swim les-
sons. We teach once a week year round, not 
just seasonal. There’s no off season. We stress, 
first and foremost, safety. The curriculum is 
devised of safety skills 
and properly learning 
the strokes to be a com-
petent swimmer. Our lo-
cation is a tropical, Ca-
ribbean theme and is 
geared toward fun for the whole family.
What do you do here?

I run the whole show. I am actively involved 
in every facet. I get in the water and evaluate 
how our teachers are doing, meeting kids and 
families. I want to know the landscape of the 
parents’ experiences and make sure our staff 
gives the best possible service they can.
Why did you get started doing this?

I’ve been a swimmer my whole life. I was a 
competitive swimmer and competitive water 
polo player and an ocean lifeguard in Califor-
nia – on the beaches of O.C. (Orange County). 
We moved to the Midwest in December for a 
different way of life, a more affordable way of 
life. I just stumbled upon Goldfish. I wanted to 
do something entrepreneurial. I was in busi-
ness and advertising, and this allowed me to 
redefine my career. It was a way to incorporate 
all these experiences under one roof – and I 
get to wear shorts to work.
How do you teach such young children to 
swim?

Parents get in the water with infants and 
the children are just getting used to the water. 
They practice different skills in a rudimenta-

Wearing shorts to work
Tom Anderson and Kayla Eads at Goldfish Swim School. (Photo by Lana Bandy)

ry fashion that will (become) swimming lat-
er. They kick with their feet and move away 
from the steps to the parents. We teach them 
that if they fall into the water, not to go toward 
the wall you see first, which is across from 
them, but to turn around. We teach them to 
do the crab walk along the wall and make it 
fun and safe. We teach them how to be self-
reliant. Infants and toddlers learn how to roll 

over on their backs to 
get a breath. We want to 
get them confident with 
the water and being on 
their backs. Later they 
become side breathers 

when they do freestyle. Intermediates do a 
version of freestyle or windmill strokes. We 
start at a very young age and make it instruc-
tional. Pretty soon kids are very good swim-
mers, which makes everyone happy. The par-
ents don’t have to worry so much at the lake. 
What else might people like to know about 
Goldfish?

We cater to children with special needs. We 
have children with autism, PDD (pervasive 
development disorder) and various other spe-
cial needs and we can accommodate almost 
anything. We’re looking forward to helping 
those kids. 
What do you like best about your job?

Seeing the smiles on the little kids’ faces. 
They will line up at the door two or three min-
utes before class time and they are so excit-
ed to swim. A kid may come in on Day 1 and 
be scared of the water, but then on Day 3 be 
so attentive and focused and have a grin on 
their face. And the parents are equally excited 
because they have as much fear as the child 
does. After a few weeks, everyone is relaxed 
and having fun.

Name: Tom Anderson
Title: General Manager

Business: Goldfish Swim School
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12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

Color quality you can count on.
Digital and Offset Printing from AlphaGraphics

visit us on the web

your

“blue”isn’t     
just any

brand identity
(it’s this blue)

When it comes to your marketing strategy, color is a key factor in brand 
recognition and customer response. Since color is such an important part of our 
industry, we focus on getting it right. With calibration tools and the Pantone 
Matching System, we put a heavy emphasis on making sure we stay consistent 
with your brand colors. And with our high-quality digital and offset presses, 
you can be sure that your marketing pieces will have the high-impact edge you 
need to make a splash in anyone's mailbox!

You’ve worked hard to achieve what 
you have. Take the time to protect it.

Check out the free report available at 
strategicexit.biz or call 317-721-5290 
today for an appointment.

Kathy Davis, Esq.
Legal Consultant

Real Estate
Small Business

P.O. Box 34077 
Indianapolis, IN 46234

www.kjdlegal.com

Find us on 
Facebook & Twitter

Risky Business? / Workshops

By Chris Bavender
When it comes to taking risks, Danny Cor-

saro plunges in with both feet. Just ask his 
wife, Judy.

“He has always been a risk taker in business, 
starting when he built up his father’s compa-
ny,” Judy said. “He is able to visualize some-
thing and address how to make it happen and 
then go in and do just that.”

That’s just what the couple did when they 
opened Ballare Ballroom last spring in Car-
mel.

“To be honest, there 
wasn’t a lot of real offi-
cial number crunching 
but more of an inspi-
ration,” she said. “And 
my part was to just 
say, ‘Oh OK, I will be 
there to support you.’ I 
am learning some neat 
things and enjoying this - I am a people per-
son.”

Despite past business successes – including 
Circle City Produce – Judy said some did ex-
press concern that a dance studio could be a 
moneymaker.

“That or it’s going to be so much work, are 
you sure you’re ready for this,” she said. “But 
we do own the property outright so we went 
into very little debt over this. Danny felt this 
money would grow better in a piece of prop-
erty in Carmel vs. the stock market so – while 
it is a big investment – it’s a pretty safe one. 
And, we can do other things with it – lease it 
out, sell it if we want. We’ve put money into 
the building to make it look really nice.”

Ballare Ballroom offers everything from 
group to private les-
sons. Every Friday 
night, for just $10, you 
can take a free group 
lesson and then enjoy 
a two-hour dance party 
after. The couple hopes 
to build the private stu-
dent clientele during 
the coming months to 

keep the studio growing.
The one thing they don’t have – regrets.
“We are happy – things have been consis-

tent,” Judy said. ‘We are really proud of it and 
it’s doing well and knowing Danny it’s going to 
do even better.”

Risky steps to success?

Ballare Ballroom
111 Medical Dr.

698-8535
BallareBallroom.com

Email: info@ballareballroom.com
Facebook: fb.com/BallareBallroom 

Twitter: @ballareballroom

The fall calendar for United Way of Cen-
tral Indiana’s Nonprofit Training Center has 
been announced. The Training Center helps 
nonprofit organizations in Central Indiana in-
crease their capacity to govern and effective-
ly manage themselves by providing practical, 
affordable training and technical assistance 
through workshops and other experiences.

The Future of Fundraising – Multichannel 
Fundraising, Oct. 10, 9 a.m. to noon, will be 
taught by Derrick Feldmann, CEO, Achieve 
and co-author of “Cause for Change: The Why 
and How of Nonprofit Millennial Engage-
ment.” This session will explain the elements 
of multichannel campaigns and how to cre-
ate approaches and messages to which donors 

will respond. The cost is $25 for United Way 
agencies and $30 for others. 

Outcomes Made Easy! Oct. 22, 9 to 11 a.m. 
The hands-on class will teach participants 
how to demonstrate that their organization is 
changing the lives of those they serve. Taught 
by Kim Donahue, director of UWCI’s Non-
profit Training Center, the session costs $20 
for United Way agencies and $25 for others.

 The sessions are all at United Way’s 3901 
N. Meridian St. headquarters in Indianapo-
lis. Registration and prepayment are required. 
For more information, visit www.uwci.org/ntc 
or contact Kim Donahue at 921-1212 or Kim.
Donahue@uwci.org.

United Way workshops

Judy and Daniel Corsaro outside their Ballare Ballroom. (Photo by Chris Bavender)
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Howard Hubler can be reached at howard@hubler.com.

Free pearls from your peers
Well, sports fans, we had yet another Busi-

ness Leader action-packed, fun-filled ac-
countability seminar last month. Yes, the 
summer action continues. For all those who 
may not follow this column, there is a small 
band of businessmen and women who have 
come together for “truth, jus-
tice and the American Way.” You 
may ask, what would that be? It is 
“the eternal chase for best prac-
tices, peer counseling and quality 
of worklife.” As the Japanese busi-
nessmen would say, we are search-
ing for “Kaizan,” or constant im-
provement of our business. This is 
a quest – it has no end, the desire 
to improve our customer experi-
ence  and the work/life experience 
is a journey, not a destination as 
the common cliché would suggest.

Here are just a couple of pearls that came 
out of the meeting that are teachable mo-
ments for all of us. 

The first situation involves a man who sold 
a product that is often delivered in the area to 
the home. This man created an effective mod-
el that did not deliver his product, it was only 
available for in-store pickup. Years ago when 
the company first was started, the risk associ-
ated with delivering the product discouraged 
this person from doing so. As the years passed, 
the risk of delivering this and other products 
only worsened in the 
marketplace, making 
this person satisfied 
with his decision all 
the more.

Interestingly, the 
risk has gotten so bad 
that some compa-
nies have popped up 
in the area, offering 
to deliver anyone’s 
product in a third-
party transaction. 
For example, you as a 
consumer may have 
had an item dropped 
off to your home or 
place of business and 
you simply assumed that the delivery service 
was owned by your product provider. Not 
necessarily so. In fact, that provider may have 
hired an outside service to deliver his product, 
and the delivery service may have even had 
the logo of the product provider on his vehi-
cle. However, in the event of an auto accident, 
the product provider is held harmless. The de-
livery services assumes all the transportation 
risk in exchange for a fee.

Well, this whole idea of a third-party de-
livery service was just an exciting thought 
for this businessman in the seminar. He has 
always thought that his core business could 
expand some 20 percnet plus with delivery, 
but that the additional profits would be off-
set by the additional headaches of the deliv-

ery process. Now he is studying the concept 
of charging a fee to offset the delivery expense, 
and putting the liability of the delivery off to a 
third-party professional. This would be a win-
win-win for the businessman, the customer 
and the delivery service.

The second pearl involves a 
businesswoman who has a con-
tracting company in the building 
trades. After four years of horri-
ble times in the industry, she now 
is experiencing great growth. Her 
biggest problem is that her em-
ployees are sometimes not de-
pendable and she experiences too 
much turnover. Sometimes pride 
in workmanship is evasive, as em-
ployees look at their job as tran-
sitional in nature rather than as a 
career. Upon cross-examination, 

some of the participant asked her what she 
paid an hour. She was to find others in the 
room had employees that were less skilled but 
were paid quite a bit more. Perhaps the con-
tractor was scared her business might regress 
and that she would be left with a higher ex-
pense structure in payroll that she could not 
afford if she  paid the higher amount.

She began to realize that if she could afford 
the additional payroll expense and give  addi-
tional income to the employees in a meaningful 
fashion, for example, as a quality control bonus 

or annual review with 
the raise to follow, a 
lot of her problems 
would be solved. She 
was also surprised to 
learn that the hour-
ly wage amount that 
was locked in your 
brain as a fair wage 
was a dated amount, 
that very few skilled 
positions were being 
hired for that low of 
a starting wage. Per-
haps she was her own 
worst enemy. She left 
the meeting suggest-
ing that she would 

tell her partner of the revelation. With a better 
and more-caring, long-term employee, she felt 
that she could afford the additional payroll  as 
sometimes   inferior employees can cost you 
money instead of making money. 

In closing, these two concepts, as simple as 
they are to successfully put into place, could 
be powerful tools to drive net profits into lo-
cal businesses. They require no fixed cost, no 
contracts, no expensive consultants and no 
new equipment investments. Interestingly, 
the ideas were right under their noses. This is 
what we mean by “the power of the peer.”

Howard Hubler is a partner with Hubler Express Collision/
NAPA, and the owner of St. Augustine (Fla.) Toyota. He 
can be reached at howard@hubler.com.

BUSINESS TALK

Interestingly, the risk 
has gotten so bad 

that some companies 
have popped up in the 
area, offering to deliver 
anyone’s product in a 

third-party transaction.

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. Our teams of 
industry specialists will work with you to help you achieve and surpass your 
�nancial goals.

- Architecture/Engineering
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- Dealerships
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- Manufacturing & Distribution
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3925 River Crossing Parkway, Third Floor  |  Indianapolis, IN 46240  |  317.472.2200  |  info@somersetcpas.com
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With 2,637 sales in June in Central Indiana, 
overall year-to-date home sales are up 19.9 
percent compared to this time last year, ac-
cording to statistics compiled by F.C. Tucker 
Co. 

On a monthly basis, 
June 2013 home sales 
rose 9.7 percent over 
June 2012, an increase 
of 233 homes sold in 
the nine counties that 
F.C. Tucker tracks. All 
nine counties reported 
increased sales com-
pared to June 2012. 
For 26 straight months, 
existing home sales 
have shown month-to-
month improvement.

“The first half of the year has finished strong,” 
said Jim Litten, president of F.C. Tucker Co. 
“Increases in home sales and home prices, and 
decreases in inventory are positive signs that 
the Central Indiana real estate recovery con-
tinues to move in a positive direction.” 

In June, Morgan County saw the largest in-
crease in pended home sales which spiked 65 
percent, raising the number of pended home 
sales to 99 from 60 in June 2012. Shelby and 
Hancock counties also experienced increases 
of 26.8 percent and 20.4 percent, respectively, 
over June 2012.

Available homes for sale in the nine-county 
region dropped 16.3 percent in June 2013 with 
11,702 homes on the market, 2,272 fewer than 
in June 2012. Nine Central Indiana counties 
experienced varying inventory declines with 
Hamilton County experiencing the greatest 
decrease in inventory at 25.4 percent.

Overall, year-to-date sales prices for the 
nine-county Central Indiana area increased by 
5.1 percent. Tucker’s data indicates that eight 
counties experienced slightly higher home 
sales prices than in June 2012. Year-to-date, 
Hancock County led the way with a 7.8 per-
cent increase in home sales prices, while Mar-
ion, Madison, Hamilton, Johnson, Hendricks, 
Boone and Shelby also saw an uptick in pric-
es. Only Morgan County experienced a slight 
decline, down 1 percent. The average year-to-
date sales price for a home in the nine-county 
area was $161,068.

Of the home sales in the region last month, 
one was priced more than $2,000,000; six 
were priced $1,000,000 to $1,999,999; 66 
were priced $500,000 to $999,999; 247 were 
priced $300,000 to $499,999; 412 were priced 
$200,000 to $299,999; 1,127 were priced 
$100,000 to $199,999 and 778 were priced at 
$99,999 or less.

Jim Litten is the president of F.C. Tucker Co. Comment on 
this article by e-mailing to editorial@youarecurrent.com.

Jim Litten
Real Estate

Home sales 
continue to improve The Hamilton County Leadership Academy, established in 1991 

to educate and inspire leadership to create a positive impact in area 
communities, has selected a new class of participants. The follow-
ing will graduate from the program in June 2014.
•	 Dena Aleksa, screening center coordinator, Community 

Health Network
•	 Cindy Benedict, Vision Noblesville manager, City of Nobles-

ville
•	 Nicole Bickett, chief administrative officer, Mainstreet
•	 Ryan Clark, associate planner, City of Westfield;
•	 Andrea Davis, north editor, Indianapolis Business Journal
•	 Mike Dawson, co-founder, Cloudapt, LLC
•	 Catherine Dixon, manager of grants and stewardship, Booth 

Tarkington Civic Theatre
•	 Tom Dooley, vice president – market leader, First Merchants 

Bank
•	 Danyele Easterhaus, executive director, Student Impact of 

Westfield
•	 Tammy Elmore, director of marketing and volunteer services, 

Meals on Wheels of Hamilton County
•	 Susan Ferguson, executive director, Prevail, Inc.
•	 Veronica Ford, project director – Indiana Access to Recovery, 

Fairbanks Hospital
•	 Rob Garrett, AVP – banking center manager, Ameriana Bank
•	 David Haboush, assistant fire chief, City of Carmel
•	 Patrick Kelley, vice president, Insects Limited, Inc.
•	 Courtney Knies, director of programs, Greenleaf Center for 

Servant Leadership
•	 Andrew Litke, senior project executive, Messer Construction 

Co.
•	 Amy Matthews, associate attorney, Church, Church, Hittle & 

Antrim
•	 Rita McCloskey Payne, program manager, St. Vincent Seton 

Cove Spirituality Center
•	 Jason Morehouse, production manager, Beck’s Superior Hy-

brids
•	 Mark Morrell, attorney, Krieg DeVault
•	 Chris Owens, executive director, Indiana Park & Recreation 

Association
•	 Nancy Ramsey, community relations/enrollment specialist, 

Falls School of Business, Anderson University
•	 Paul Roberts, president, Always Best Care
•	 Jason Rowley, project manager, RW Armstrong 
•	 Cierria Schmalzried, AVP – branch manager, BMO Harris 

Bank
•	 Lisa Sheets, office manager, Carmel Swim Club
•	 Todd Thurston, business elite sales manager, Hare Chevrolet
•	 Jill Troha, volunteer engagement coordinator, United Way of 

Central Indiana – Hamilton County
•	 Leslie Webb, co-founder and president, Carmel Green Initia-

tive
•	 Jim Wolf, investment advisor, ELFCU Wealth Manager
A new curriculum dean also will serve the 2013-14 class. Terry 

Anker, president of The Legacy Fund and chairman of The Anker 
Consulting Group, will be the dean. Anker is an alumnus of the 
Stanley K. Lacy Leadership Development Program, a similar pro-
gram to HCLA. The dean is a volunteer position, appointed by the 
board of directors, who directs the curriculum and facilitates the 
learning sessions for the Hamilton County Leadership Academy.

The 10-month program begins with a two-day retreat in late 
August and is followed by monthly educational sessions held in 
sites throughout the county. The sessions are designed to increase 
awareness of the existing institutions and leaders in the county and 
develop personal leadership skills. A graduation ceremony is in 
June. Upon graduation, the program participants will be prepared 
for greater levels of involvement in the community. Alumni often 
are called upon to serve on boards of county organizations and vol-
unteer their time for community development efforts.

For more information, contact Jill Doyle at 379-1879 or visit the 
HCLA website at www.hcla.net.

HCLA selects new class and dean

In the business world, few words inspire more passion, visions of ob-
scene wealth and utter confusion as “entrepreneur.” Everybody thinks 
they should be one, we all can name some notable ones 
who became billionaires and there is even a magazine 
that’s devoted to them. It’s a shame we can’t agree on what 
they are. 

The American Heritage dictionary describes entrepre-
neur as, “A person who organizes, operates, and assumes 
the risk for a business venture.” Sounds simple. Then why 
is it that a group of business graduate students I was ad-
dressing came to a radically different definition? When 
I asked them to build a consensus as to how they would 
describe an entrepreneur to a sixth grader they stated, 
“Someone who comes up with a great idea that is mar-
ketable.”

Are you kidding me? My daddy once told me, “Being 
able to fly like Superman is a great idea… but until you 
figure out how to actually do it, it’s a worthless thought.” So con-
trary to popular opinion, successful entrepreneurs – and I include 
the Gates’ and Zuckerberg’s of the world – don’t sit around all day 
dreaming grandiose thoughts until they have a great revelation, and 
then huff and puff until those ideas magically become gold mines. 

Also, the urban business legend that entrepreneurs can’t be older 
than 25, can only work in technology and need to make millions in 

the first year to be considered successful, is a load of hooey. Real-
ity is that older people are starting more businesses than people in 

their teens and twenties and are more likely to be suc-
cessful; and, although media hype is heavily focused on 
the technology sector, most new businesses in the Unit-
ed States aren’t tech-related; and, companies with stay-
ing power usually aren’t overnight successes but rather 
steadily build their capabilities, brand and market share.

So what is an entrepreneur?
Simple. It’s someone who creates a new business. 

Whether it’s a brand new mom and pop startup or a new 
product or service within a Dow company, an entrepre-
neur recognizes a need or predicts a new market oppor-
tunity, and takes advantage of it.

But here’s the real key: To be a successful entrepre-
neur you need the skill set to plan, organize, execute and 
manage your new business. If you don’t have the skills 

then pair up with someone who does. Otherwise, no matter how 
hard you flap your arms, you’ll never get off the ground. 

Sharon Robbins is the President of Carey Road Marketing, which provides strate-
gic plans, marketing and general business health support to companies from start-up 
to maturity. Based in Carmel, they may be reached at 580-9700, via e-mail at srobbins@
careyroad.com or through their website at careyroad.com.

Last week I couldn’t even  
spell ontrayprenewer…

Sharon Robbins
Marketing

Real Estate / Marketing



businessleader.bz • September 2013   9Carmel Business Leader

Financial Center played its 15th annual charity golf outing on June 18 benefitting the St. Vincent 
de Paul Food Pantry on East 30th Street in Indianapolis. The credit union presented the food 
pantry with a check for $10,000 this recently as a result of the event. Financial Center shifted its 
primary annual giving efforts to St. Vincent de Paul in 2008 amidst the economic recession and 
high unemployment rates, recognizing the immediate impact the food pantry has on members 
of the Indianapolis community. During the past six years, Financial Center has donated more 
than $46,000 to St. Vincent’s food pantry. In addition to monetary contributions, Financial 
Center employees also donate volunteer hours to the pantry, which serves more than 3,100 
households each week. Pictured from left are Kevin Ryan, Financial Center chief executive 
officer; Clarence Hirsch, SVdP client choice pantry co-manager; Carol Kinser, Financial Center 
communications/marketing manager; Patrick Jerrell, SVdP Indianapolis council president and 
Annette Roy, Financial Center vice president of membership development. (Submitted photo)

Food pantry support

Philanthropy
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Impact Networking, LLC  
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•  Heavy and coated stock
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Coming Jan. 21 in Current,
the debut of Tables,

a dining guide for
Hamilton and Boone counties

… and beyond.

For advertising information, please
e-mail tables@youarecurrent.com

or call 489.4444.

Date Business Address Description

6/3 Casi Management Sioux Trl. /Kickapoo Trl. Theft

6/4 Ean Holdings LLC 10005 N. Michigan Rd. Theft

6/5 Alchemist Rose Salon 600 E. Carmel Dr. Criminal Mischief

6/5 Yeager Properties 600 E. Carmel Dr. Criminal Mischief

6/5 Burger King 9853 N. Michigan Rd. Burglary

6/7 One.One.six 748 Walkabout Cir. N. Burglary

6/10 Grand Industrial 301 E. Carmel Dr. Burglary

6/10 Best Buy Carmel 10025 N. Michigan Rd. Theft

6/10 Carmel Foot & Ankle Center 277 E. Carmel Dr. Burglary

6/10 Brown & Co. LLC 277 E. Carmel Dr. Burglary

6/11 Shapiros 919 S. Range Line Rd. Criminal Mischief

6/14 5/3 Bank 11590 N. Meridian St. Criminal Mischief

6/16 Financial Strategy Archit 90 Executive Dr. Burglary

6/16 Lighthouse Readiness Grou 90 Executive Dr. Burglary

6/17 AAA Hail Dent Repair 10101 N. Meridian St. Theft

6/19 Deloitte and Touche 10574 Workout Way Theft

6/19 Target 10401 N. Michigan Rd. Fraud/Deception

6/19 Midwest Academy 1420 Chase Ct. Theft

6/20 Bitwise Solutions 11495 Pennsylvania St. Theft

6/20 Pearson Ford 10650 N. Michigan Rd. Theft of Motor Vehicle

6/20 Area Wide Electric Inc 1420 Chase Ct. Burglary

6/23 Camp Bow Wow 489 Gradle Dr. Burglary

6/28 Lecesse Construction 1400 S. Guilford Rd. Theft

6/27 Meijer 1424 W. Carmel Dr. Theft

7/23 Target 10401 N. Michigan Rd. Theft

7/23 Dunkin Donuts 1305 S. Range Line Rd. Burglary

7/24 Lake City Bank 100 W. 96th St. Fraud/Deception

7/26 Goodwill 1122 Keystone Way Theft

7/29 Ed Martin Acura 3800 E. 96th St. Theft of Motor Vehicle

7/29 Kurr Aesthetics Med & Spa 222 W. Main St. Forgery

7/29 AT&T 10485 N. Michigan Rd. Burglary

7/29 Lunar Construction Woodfield Blvd. N. / 
Randolph Crescent Dr. Theft

8/1 Carmel Clay Schools 14250 Clay Terrace Blvd. Theft

8/1 Carmel Welding 550 S. Range Line Rd. Fraud/Deception

8/1 Ski Line Property Group 9855 N. Michigan Rd. Theft

8/1 Ackerman Landscaping 3682 Dolan Way Theft

8/1 Target 10401 N. Michigan Rd. Theft

8/13 Yats 12545 Old Meridian St. Burglary

8/16 Old National Bank 14179 Clay Terrace Blvd. Theft

8/18 One One Six Apartments 752 Walkabout Cr. N. Criminal Mischief

8/18 JC Hart Co 752 Walkabout Cr. N. Burglary

Business Crime Watch

Carmel resident named IU Trustee – Indiana University’s Board of Trustees has elected Carmel 
resident and Indianapolis attorney MaryEllen Kiley Bishop to serve as the board’s vice chair. 
Bishop is a partner at the law firm of Cohen Garelick & Glazier. Bishop has been a member of the 
Board of Trustees since 2010. She was re-elected to her second three-year term to the board this 
summer. The Board of Trustees is Indiana University’s governing board, its legal owner, and final 
authority. Bishop received her bachelor of science degree in business from Indiana University’s 
Kelley School of Business and her Juris Doctorate from Indiana University Robert H. McKinney 
School of Law.

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

Hamilton County Business Contacts

SAVE
THIS AD
AND GET

YOUR
BONUS!

 FULL-BODY FITNESS
Personal Training

 www.fb�tness.com

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

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

SAVE
THIS AD
AND GET

YOUR
BONUS!

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

Family owned - Carmel/West�eld based
2011 & 2012 Angie’s List Super Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

Most rooms $150 to $185
for two coats and patching

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

317.454.8060
We are a Debt Relief Agency. We help people file for relief under the Bankruptcy Code.

(317)846-5554
shepherdins.com

www.ductz.com   317.773.9831

Duct Cleaning & Dryer Vent Cleaning

DUCTZ of Noblesville/Carmel

Mention this 

ad & get 10% 

off any service 

www.TopShineWindowCleaning.com

Commercial/Residential • Gutter Cleaning
Fully Insured • Free Estimates

Save 15% o� (O�er expires 9-30-13)

Indy Gun Safety
Armed with knowledge!

Learn to shoot a handgun!
Beginner thru advanced pistol, CCW

& instructor training courses.
Firearm sales & transfers

Yes, there’s a Gun Shop in Fishers!
www.IndyGunSafety.com

13287 Britton Park Rd., Fishers, IN  (317)345-3263

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

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

Remodeling
Carmel and Zionsville

since 1992

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

“JEFF” OF ALL TRADES
• PLUMBING
• ELECTRICAL
• TILING, CARPENTRY
   & MORE!

317-797-8181
www.jeffofalltrades.net - Insured & Bonded

HANDYMAN
SERVICES, LLC.

TURN YOUR
‘TO DO’ LIST

INTO A
‘TO DONE’ LIST

FREE
ESTIMATES $35 OFF

Any job of $250 or more
“JEFF” OF ALL TRADES

317-797-8181
Coupon must be presented at time of estimate.
Not valid with other offers or prior purchases.

Offer expires 9/30/13.

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED



Jeff Johnson
jjohnson@shepherdins.com

Your right choice for
business insurance

The right attitude
The right solutions

The right agent

SHEPHERD
I NSURANCE & F INANCIAL

S E R V I C E S

317.846.5554  |  shepherdins.com

Your local independent insurance agent


