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With Thanksgiving just weeks away, I turn my 
thoughts to those people/entities that 
help make my professional life all the 
more fulfilling – I have been blessed 
over the years to do what I always 
dreamed of doing – Little did I know 
in that J101 class as freshman in col-
lege would my career take me where 
it has – but I couldn’t be happier. The 
best part of my job is having the op-
portunity to meet and work with a va-
riety of good people. 

So, here’s a few special thanks: 
…to all the chambers of commerce 

I belong to: Avon, Brownsburg, Dan-
ville, Greenwood, Plain-
field and Westside (Indy). I 
have met many good peo-
ple through these organi-
zations and I look forward 
to meeting even more in the future. 

…to Jill Bode and Deb Walton: two indi-
viduals who in the past few years have helped 
me connect on the Southside in ways I never 
thought were possible. Enough said. 

…to all of the people who help produce our 
products: Andrew Angle, Nicole Davis, Eric El-

lis, Carey Germana, Kim Hurst, Steve Laughlin, 
Lola Materna, Katie Mosley, Gus Pearcy, Brian 
Ruckle, Elaine Whitesides, Ryan Woodall and all 
the contributing columnists. These are people 

who share our vision and are willing 
to go the extra mile to make it all hap-
pen. Thank you all so much!

…to all of my new friends in Lead-
ership Johnson County as well as all 
of my existing friends in Leadership 
Hendricks County. These are two 
wonderful organizations that I cannot 
say enough about. You have to belong 
to understand. For those of you who 
live or work in Hendricks County, you 
still have time to apply for the 2014 
Class. Go to www.leadershiphen-

drickscounty.org for more 
information. Deadline is 
Dec. 1. 

…to my wife, Cathy, and 
my children; their support 
can’t be understated. My 

kids, I am sure, don’t know what to make of the 
crazy hours, but they will some day. 

…to the Southside Catholic Business Profes-
sionals. I’ve been in this group for a short while, 
but I can already tell there are some big hearts 
within it. Yes, it’s a networking group but one 
with a  “higher purpose.” I am happy to be a part 

A few of my Thanksgiving blessings
FROM the PUBLISHER

VIEWS

of the SCBP.
And finally, thank you to all of our advertisers 

and readers. Thank you for your backing. As you 
have come to know, it’s not about simply putting 
out a product on a weekly or monthly basis; it’s 
about putting out the best possible product. As 
we approach 2014, we are making plans on how 
we make our products even more relevant.

Have a happy Thanksgiving. Scarves.net wins inaugural 
award from Masters of 

Business Online
Greenwood-based online retailer Scarves.
net  recently won Masters of Business Online’s 
(MBO) inaugural Best Integrated Campaign 
award for “Knots for Hope,” a cause-related 
marketing effort aimed at inspiring inner 
strength and beauty among cancer patients. 
Knots for Hope co-founders Bethany Smith 
and Beth Smedinghoff accepted the award 
on Wednesday, Oct. 9, at the 2013 MBO 
Conference in Indianapolis. Knots for Hope 
launched in March as an online resource 
for cancer patients. The site includes head-
scarf tying tutorials and videos, motivational 
interviews with bloggers and community 
leaders, suggested educational resources 
and personal stories from Scarves.net team 
members who’ve been affected by cancer.

BUSINESS BRIEFS

Franciscan Alliance will  
eliminate 925 FT positions

The state’s second-largest hospital system, 
Franciscan Alliance, announced at the end 
of October that it is eliminating 925 full-time 
positions through a mix of layoffs, reduced 
hours, retirements and attrition. The Misha-
waka-based Catholic organization, which op-
erates three hospitals in the Indianapolis area, 
said it is trying to cut expenses by as much as 
$500 million, or 20 percent. Most other hos-
pitals around Indiana are doing the same. To 
reach that goal, Franciscan will also cut ben-

efits for its remaining 19,000 employees. Fran-
ciscan will freeze managers’ salaries next year, 
institute higher employee contributions for 
health insurance, eliminate its match of em-
ployee retirement savings, and place its more 
recent hires on a defined contribution retire-
ment plan, rather than the hospital’s tradi-
tional pension. Of the 925 positions cut, 275 
will come through layoffs. Most of those em-
ployees, including 83 in the Indianapolis-area, 
were both notified and dismissed.

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.

“The best part of my job is having the 
opportunity to meet and work with a 

variety of good people.”
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For the past three or four months, I’ve no-
ticed a small banner in my column that de-
clares this to be HUMOR. First, I’d like to 
thank the staff and publisher for their 
assumption that my material will be 
funny. Second, I’d like to apologize to 
readers for the false advertising.

The billing seems to set up disap-
pointment. Everyone has an expec-
tation of what is funny and what is 
not. “The Simpsons” is funny. “Full 
House” is not. Red is a color. White is 
not. Gnocchi di semolino alla roma-
na is Italian food. SpaghettiOs is not.

No matter what label you slap on 
it, you likely have a high expecta-
tion of something that 
dares to be called hu-
mor, right?

This is the trap of 
expectations. Expec-
tations are assump-
tions that are either 
met or not. If they are met as expected: big 
whoop-de-doo. When our assumptions are 
not met, we actually have a drop in dopamine 
which can lead to sadness or anger or my ex-

wife.
If one constantly has too high of expecta-

tions, then disappointment becomes a regular 
response to life. Our marketing culture seems 
to live in this space. When expectations are not 
met, we heap them on a mental pile of all the 

other things that have left us unsat-
isfied. We index another failure and 
then wonder why we aren’t happy.

Managing expectations can help 
us with our dopamine levels. Our 
brains are like Goldilocks. Too much 
threat is too hard and too much re-
ward is too soft. We like things to be 
just right. That’s optimum for the 
demands of our jobs and businesses. 
Too much either way and we can be-
gin to make bad decisions.

I think medical doctors are mas-
ters of managing ex-
pectations. If you 
have a fatal disease, 
they always seem to 
have a short-sided 
prediction about the 

amount of time you have left. Six months is 
a standard response which typically coincides 
with the typical payment plan for their servic-
es. When you live past that, you are usually too 

happy to realize that you are poor. By the time 
you realize you are now eligible for free health-
care because you are poor; you are dead.

If you are expected to do a good report or 
make a customer happy, remember that they 
will likely remember the last thing you did 
for them. Think of it as ending a speech with 
a pithy insight or a funny joke that ties every-
thing up in a neat bow. That’s what folks will 
remember. Let the middle suck.

The Road of Broken Dreams is also made 
smoother if you try to find guaranteed happy 
upcoming events. You have a vacation coming 
in 16 months? Focus on it and the time you will 
get to spend with friends and family and magic 
fingers in the motel bed.

For me, getting to see my children is always 
a bright spot, albeit brief. 

Hopefully, you lowered your expectations 
for this column and were pleasantly surprised 
when I actually wrote something amusing. For 
my sake, think of it as a fluke and don’t expect 
it again.

Gus Pearcy
Columnist

Wonderful life… if you don’t expect it to be
HUMOR

Yes, we want your letters: 

Readers of the Southside Business Leader are en-
couraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

VIEWS

“If one constantly has too high of 
expectations, then disappointment 
becomes a regular response to life.”

“Your most 
unhappy  

customers are  
your greatest  

source of  
learning.”

~ Bill Gates

Celebrate the  
heroes who 
give us all 

that we have
Each November we set aside 

time to honor our veterans and 
active duty military for their ser-
vice to our country. For many 
people living in America, this 
day is celebrated with such per-
functory thought and consider-
ation. It’s almost as if it the day is 
celebrated because it “has” to be.  

The heartbreaking reality of 
Veterans Day is that men and 
women sacrifice time, emotions, 
family, and in extreme cases 
their lives to give us all freedom. 
Freedom that allows us to work 
where we want, go to school 
where want, protest as we want, 
and disrespect what we want. 
Our country is full of people cry-
ing about injustice and unfair-
ness. We must step away from 
this distorted line of thought and 
be thankful for the freedoms we 
have … freedom that comes with 
sacrifice. We wouldn’t be able to 
have the freedoms we have with-
out the dedication of the brave 
men and women of our military, 
both past and present.

It is about time that we, Amer-
ican civilians, fight for what we 
believe in. Our military doesn’t 
protest, doesn’t refuse to work, 
doesn’t “shutdown” due to dif-
ferences. No matter what your 
religious beliefs (even if they are 
anti-military), personal beliefs, 
cultural beliefs, you must put 
them aside on November 11. We 
would not have the opportuni-
ties we do if it were not for the 
military of the United States of 
America. Sit back and think of all 
that you are given and the things 
you wouldn’t have if it were not 
for those millions of unselfish, 
brave men and women. 
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By Nicole Davis
When Greg and Michelle Burge opened 

Beech Grove Firearms in May 2008, it was a 
small shop with three em-
ployees off of Main Street, 
Beech Grove. Through the 
last five years, what Mi-
chelle used to jokingly call 
the gun boutique has grown 
to a much larger facility at 
3020 S. Emerson Ave., and is 
home to Indiana’s largest in-
door shooting range.

“Sometimes I can’t be-
lieve it,” Michelle says. “It’s 
a huge compliment when 
people walk up to me, see 
my shirt and say ‘I love what 
you’ve done; it’s really im-
proved the look of the com-
munity.’” 

The business started as a 
hobby for Greg. When Mi-
chelle discussed returning 
to work when their young-
est child was set to be in first 
grade the following year, he 
suggested that they open 
a gun store. She said she 
would be happy to, with just 
a couple of stipulations; that 
they have a clean shop and 
a nonsmoking environment. 
Since the shop opened, Mi-
chelle said she’s been hands-
on, learning as much as she 
can about guns, ammuni-
tion and other weaponry. 
She is in the shop, usually 50 
hours a week, working with 
purchasing, sales, receiving 
and everywhere else she is 
needed.

“I’m a very hands-on type 
of person,” Michelle says. 
“When I’m faced with some-
thing I jump in and learn as 
much as I can. Nothing is 
more aggravating than when 
you go somewhere and you 
ask something and the per-
son who should know, 
doesn’t. I like to make sure 
that a customer leaves with 
an answer.”

As business increased, there was a need to 
expand. The current facility opened Oct. 15, 
2012. The indoor shooting range opened Dec. 
15, 2012. Beech Grove Firearms now has 12 
employees, with Greg’s parents also working 
in the shop. Michelle says the 12,500 square 

foot range has been their largest investment, 
with 20 lanes at a 25 yard distance. The major-
ity of the money spent on constructing it went 
into having clean air quality. The building is 
zoned so that it can have further expansion, 
though Michelle says they are now concen-

trating on perfecting the business.
Supply and demand has been the largest 

challenge since the store opened. Most re-
cently, after the Sandy Hook tragedy, an as-
sault weapon ban scare led to more demand 

than most places had supply. 
 “It was scary at times,” Michelle says. 

“There were times we couldn’t get any prod-
uct at all. Luckily we made a wise investment. 
Last July we made a big ammo purchase and 
that’s what got us through the beginning of 

the year when no one could 
get ammo. Because unfortu-
nately if you don’t have any 
ammo no one will come and 
shoot at your range.”

Beech Grove Firearms 
also offers educational class-
es for those in the commu-
nity to learn to use firearms 
and how to use them for 
personal protection. They 
offer the NRA basic pistol 
course and NRA personal 
protection course at $150. 
Michelle says they will also 
begin hosting a Well-Armed 
Woman group, meeting one 
Sunday of the month, for all 
ages and experience levels. 
They will meet for one hour 
and shoot at the range for 
another hour.

“I feel that a gun is like 
a car, lawn mower, tractor; 
you need to educate yourself 
and your child about it,” Mi-
chelle says. “…I think every-
body should be educated.”

In January, Michelle says 
they will partner with the 
Marion County Police De-
partment and the Special 
Olympics to host a competi-
tive shoot fundraiser. The 
store is involved with fund-
ing and sponsoring many 
community initiatives. Mi-
chelle collects pop tabs for 
Riley Children’s Hospital. 
She has also chosen to spon-
sor many students in lo-
cal schools, such as a kid in 
the Franklin Central High 
School show choir, Beech 
Grove choir and for Roncal-
li’s performing arts.

“The neatest thing about 
this is all of the people I have 
met over the years,” Mi-
chelle says. “I normally work 
back in my office Tuesday 
through Friday but on Sat-

urday, I make it a point to work out the front, 
meet people and get to know what the public 
is wanting. To stay successful you need to stay 
connected to your customers.”

Beech Grove Firearms
3020 S. Emerson Ave.

Beech Grove, IN 46107
(317) 791-2725
Bgfrange.com

Best advice: Most of what I have 
learned over the years is through 
observation.  I’ve noticed the people 
who are successful work endlessly and 
are extremely dedicated.  

Worst advice: The ones who are not 
successful are the ones who think 
things will run on their own and they 
leave the work to others and don’t have 
any checks and balances in place to 
gauge successful progress.

Best business decision: To not to take 
on investors. 

In 5 years: Look into expanding and to 
continue to provide the best customer 
service in the field.

Secret to success:  In order to succeed 
you need to be involved in every 
aspect of the business.  If you decide to 
delegate, make sure the work is getting 
done to your satisfaction. 

How did the Burge’s do it?

Reasons someone would want to do 
business with you…

n  We’re extremely friendly and offer 
great customer service

n  We have a knowledgeable staff

n  We’re family friendly

The List Beech Grove Firearms reaches one 
year in new facility, now focusing on 

perfecting its operations

Michelle and Greg Burge stand with their German shepherd, Danger.  
The Burges began Beech Grove Firearms in 2008.

Photo by Nicole Davis
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“It was scary at times.  
There were times we couldn’t 
get any product at all. Luckily 
we made a wise investment. 

Last July we made a big ammo 
purchase and that’s what  

got us through the beginning  
of the year when no one 

could get ammo. Because 
unfortunately if you don’t have 

any ammo no one will come 
and shoot at your range.”

~ Michelle Burge



Food • Fun • Networking
Join us for the Southside Business Leader’s 
November Cover Party, sponsored by First Mer-
chants Bank. Enjoy a glass of wine and hors 
d’oeuvreves, and mix with colleagues and your 
peers from the Southside during this fun and casual 
after-hours business affair as we honor: September 
cover, Paul Jacquin, Vino Villa; October cover, John  
Ausbrooks, Access Mobility, Inc; and November 
cover, Michelle Burge, Beech Grove Firearms.

Tuesday
November 19, 2013

5:30-7:30 p.m.

Tilson
1530 American Way, Ste 200

Greenwood, IN 46143
 

RSVP coverparty@businessleader.bz 
or call/text (317) 918-0334 

by November 18th

Also, introducing

A group project of Leadership Johnson County’s 2014 Class.
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There is an interesting listening exercise I use 
in many of the live trainings I conduct. I tell each 
audience member that he is the bus driver in the 
short story I will share. That is a criti-
cal element of the exercise because at 
the end of a very fact-filled and dis-
tracting story I ask … “What color are 
the bus driver’s eyes?” 

The color of your eyes, mine or 
anyone’s can only be determined by 
one of two ways: either you look in 
some type of reflecting device like a 
photo or a mirror, or someone other 
than you, tells you. Those are the only 
ways you can know what color your 
own eyes are for sure.

As we rapidly near the end of the 
year we need to employ both of these ways to 
see and apply them to our business. We need to 
listen to what our clients and prospects are and 
have been saying and also seek a trusted source 
to give us some input on how we are doing.

All throughout the year, you should be lis-
tening to your prospects and clients. But, have 
no remorse if you have not, you still have time. 
Use a survey or develop a set of questions to ask 
on a regular basis to get an idea. Your questions 
might center on your services or your service, 
your team or your fulfillment process. As busi-
ness owners, we all need to know what our cus-

tomers are saying about us. 
If you have not already, set up some Google 

Alerts: one each for your name, your company 
name, your industry, your products or any other 
critical element of your business. With Google 
Alerts, anytime the things you set the alert for 

are mentioned, you will be notified 
by e-mail. There are tools that you 
can apply to social media to let you 
know real time what people are saying 
about those things as well. To set one 
up, search online for “Google Alert” 
to find out exactly how. It is easy and 
will be a benefit for you and your busi-
ness. 

It is also time to review how you are 
doing in regard to the goals you set 
for the year. Compare what you said 
you would do to what you have actu-
ally done. You might need to ask your 

accountant or other trusted advisor. That is, if 
you started the year with a goal, a plan or some 
kind of road map. If you did not, then start now. 
Make fall the time of year to take stock, give 
thanks and then reset your focus for next year.

Plan, execute, notice and adjust your activities 
to move you towards your goal. That’s the simple 
formula for success!

Let’s say you are the bus driver

Jack Klemeyer
Columnist

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

COACH’S CORNER

BUSINESS PERFORMANCE

4610 East 96th Street • 1-888-204-3445
TomWoodLexus.com

CHANGE
LANES

AND SEE THE ALL-NEW 
2014 LEXUS MODELS.

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
- Agribusiness
- Construction
- Dealerships
- Dental

- Entrepreneurial
- Enterprise Valuations
- Health Care
- Manufacturing & Distribution
- Real Estate

3925 River Crossing Parkway, Third Floor  |  Indianapolis, IN 46240  |  317.472.2200  |  info@somersetcpas.com

Selected #1 
“Best Places of Work” 

by the 
Indiana Chamber 

of Commerce

+ Passionate
about your

Success

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



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!
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The phrase “elephant in the room” refers to 
a difficult topic about which everyone is pain-
fully aware, but that is so uncomfort-
able that nobody is willing to men-
tion it. It’s like the flask Aunt Sadie 
carries in her purse – everyone has 
seen it, but nobody will ever admit it.

Companies and organizations are 
often vexed by their own elephants. 
Maybe it’s a bothersome deficiency 
in a product. Perhaps it’s a significant 
technology advantage that a compet-
itor has. Maybe it’s a past mistake or 
a scandal in the management team 
that left a stain on the organization’s 
image. 

Far too many or-
ganizations handle 
those situations the 
same way the fam-
ily deals with Aunt 
Sadie’s flask full of 
“sweet tea.” They act 
as though it’s invis-
ible. Pretending that 
the elephant is nowhere in sight won’t make 
him go away. In fact, this particular species of 
pachyderm feeds on avoidance and now has a 

nutritious treat that helps him grow even faster. 
It’s called social media. But companies still turn 
away and whistle nervously, hoping that the el-
ephant will have vanished when they look back.

The most effective way to make those vexing 
elephants shrink beyond recognition 
is to admit that you (and everyone 
else) can see them, explain exactly 
what you’re doing to eliminate them, 
and then move on.

Candor is the best elephant-killer 
around. Once you admit to the ele-
phant’s presence, those who would 
speak against your company lose a 
very powerful weapon. It’s hard to 
call someone to task when they’ve al-
ready done it themselves. 

Next, explain exactly what you’re going to 
do to get rid of him. If your customers know 
that Model XP1’s reliability has been less than 

stellar, admit it and tell them what you’re going 
to do. “It’s no secret that model XP1 has fallen 
short of our standards. Our engineering team 
has listened carefully to our customers’ con-
cerns and addressed them in Model XP2.”

The third part of the elephant-killing advice 
is also critical. Many elephants are kept alive by 
internal paranoia rather than external memo-
ries. If your team continues to fret about some-
thing nobody else remembers, you’re the only 
ones who are keeping that elephant alive.

Be bold and speak the plain truth, make be-
lievable promises, and then walk right past the 
elephant. Once you own up to his presence and 
look him in the eyes, he’ll stop getting in your 
way.

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/.

Don’t bother trying to hide elephants

Scott Flood
Columnist

THE PERSONAL TOUCH

BUSINESS TIPS

BUSINESS BRIEFS

“The most effective way to make those vexing elephants  
shrink beyond recognition is to admit that you (and  

everyone else) can see them, explain exactly what you’re  
doing to eliminate them, and then move on.”

Inquire about 
advertising with the
Business Leader by 

calling 300-8782 
or email: 

info@businessleader.bz

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.

MONEY MATTERS

Knock it off!
Flimsy excuses people give for not saving for retirement

Look, in these pages I try to be consider-
ate and respectful of other’s opin-
ions, beliefs and their politics.  And 
I will continue to try and do so. But 
to be honest, absolutely politically 
incorrect and maybe sound down-
right insensitive … I’m sick and tired 
of hearing the same flimsy excuses 
about why people aren’t saving for 
retirement. Excuses satisfy only 
those who make them and some of 
these below are doozies in my book!

1. “I just don’t have  
enough money.” 

Really? You’re gonna go there? 
How about putting down the Mo-
cha Cap-a-chino Grande thingy 
($6.50), return the brand new 
phone you prematurely upgraded 
to last month ($499) and instead of 
the BMW $599 a month lease pay-
ment , you go out and get a pretty good cup of 
Joe at McDonald’s, a free phone, and a used 

Volkswagen.  (By the way, it’s also German 
made.)  And then write a check to yourself for 
your future comforts (like PB&J) for when the 
paycheck stops coming. 

2. “I’ll save for retirement later; 
there’s plenty of time.”  

Heads up, Genius!  No. There’s 
not. The longer you wait to begin 
saving the harder it becomes to 
meet your nest egg goals.  People 
just don’t realize that the vast major-
ity of an investment portfolio comes 
not from the actual money saved 
for retirement, i.e. what you put in, 
but rather from the interest, divi-
dends and capital gains earned from 

the money put in years ago com-
pounding upon itself.  Got a calcu-
lator handy? Try this:  $10,000 in 
year one and assume a conserva-
tive 6 percent growth rate.  Ready?  
1.06 x 10000 then press “=”, after 
thirty presses (years) that $10k is 
$57,434.  Not bad.  But wait.  Press 

“=” just ten more times…   $102,857. That’s the 
power of compounding and time and starting 

early.   And imagine what your portfolio could 
be if you also added $10,000 of new money 
each year.  Sorry, I lent my TI Business cal-
culator to my 8th grader so I can’t figure that 
one out for you.  But I assure you, it’s a really 
nice number. 

3. “Investing is just too complicated.”  
Nope, ain’t gonna accept that one. You fig-

ured out that $500 phone didn’t you?  Let me 
tell you a secret your stockbrokers and mu-
tual fund salesmen don’t want you to know… 
This stuff really ain’t THAT complicated.  Not 
everyone needs the services of a financial ad-
viser. You can do much of it yourself with a 
Schwab or Scottrade or Vanguard account.   
With that said, if you don’t have the time, ten-
dency, or tenacity to create and stick to your 
own plan, sitting down with a financial pro-
fessional could be one of the best things you 
ever do.  Just make sure his interests are yours. 

If you’re one of the many who are still mak-
ing excuses, knock it off!  And take control of 
your own financial future. 

Franciscan St. Francis 
Health appoints director  

of environmental services

Melvin L. Garrett was recently appointed di-
rector of environmental services for Fran-
ciscan St. Francis Health. Garrett has been a 
manager in that department for five years. 
He succeeds Margaret Ferry, who recently an-
nounced her retirement after 26 years of ser-
vice. Before coming to Franciscan St. Francis, 
Garrett was manager of environmental ser-
vices at Ball Memorial Hospital in Muncie and 
held similar roles with other industries in Cen-
tral Indiana. Board-certified in hazard control 
management, Garrett has led and participat-
ed in various hospital-related environmental 
services training programs. A member of the 
International Executive Housekeeping Asso-
ciation, Garrett is a veteran of the Indiana Na-
tional Guard.BUSINESS FINANCE

Miller receives Women in 
Leadership Scholarship

Leadership Johnson County recently an-
nounced Regina Miller, owner of Geek in Pink 
located at 25 N. Main St., Franklin, as the re-
cipient of the 2013-2014 Women in Leader-
ship Scholarship. The scholarship, developed 
to help fund leadership opportunities for 
women business owners, pays a substantial 
portion of the Leadership Johnson County 
tuition. The award is given each year through 
the Johnson County Community Foundation. 
Geek in Pink was established in 1995 and of-
fers computer repair services with a focus on 
affordable and timely service. Offices are lo-
cated in Greenwood and Fishers as well as the 
newest location in downtown Franklin. 
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“If it weren’t for the Southside connections I would be doing what I am.  
These weren’t selling much until the last month. It’s just keeping  

me motivated, on track and gives me ideas on how to sell the stuff.  
So that’s been a huge help to me.” 

~ Doug Collins

“

“
FOCUS

Photos by 
Nicole Davis

Doug Collins works making leather products mostly from his home, but on nice days will spend time creating the pieces at a park enjoying the weather.
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By Nicole Davis
Doug Collins began leather crafting five 

years ago when he needed armor for his me-
dieval reenactment fighting. As the hobby 
evolved, Collin began creating everything from 
leather armor, wrist bands, drums, checkbook 
covers to roses.

“I love working with leather,” says Collins, 
Indianapolis resident. “To me it’s relaxing, un-
til you come up to a problem and get frustrat-
ed. Sitting here tooling the leather is a relaxing 
process.”

Working at a job which Collins says wasn’t 

very fulfilling; he knew he’d rather make leath-
er. He started his business, Celtic Leather-
works, small by making business cards and 
handing them out at during his reenactment 
guild’s demonstrations. He has learned how 
to make a large assortment of items through 
leather crafting classes throughout Indianapo-
lis and the Southside. Everything from the cut-
ting to the décor is all done by hand.

Collins began networking this summer, join-
ing the Power Circle Network which meets at 
Jockamos Pizza in Greenwood. Since he be-

gan networking, his items have been placed in 
Funkyard coffee shop in Fountain Square, and 
he will have leather dog collars in Olive Branch 
Parke Veterinary Clinic.

“If it weren’t for the Southside connections I 
would be doing what I am,” Collins says. “These 
weren’t selling much until the last month. It’s 
just keeping me motivated, on track and gives 
me ideas on how to sell the stuff. So that’s been 
a huge help to me.”

As business begins to pick up, Collins says he 
would like to eventually begin going to Renais-

sance Fairs to sell his products. He also enjoys 
sharing his knowledge, teaching others how to 
create pieces of art with leather.

 “A lot of people think of leather crafting and 
think crafty items,” Collins says. “It’s really an 
art form. I’ve seen pictures done out of leather 
that would blow your mind away. Almost any-
thing can be made out of leather.”

For more information, visit Facebook.com/
celticleatherworks, celticleatherworks.etsy.
com or e-mail celtic_leatherworks@yahoo.
com.

FOCUS

TOOLING
AROUND

(Above and top, right) Leather crafting products.

Doug Collins credits Southside 
networking to the growth of his  

new business, Celtic Leatherworks

Tools of the trade.



The presses have been steadily 

running for the past 85 years!

The year 2013 marks a milestone for The Southside Times as it celebrates its 85th anniversary. To celebrate, we 
are changing the format of the newspaper that will feature a product that is easier to hold and easier to read. 

We look forward to sharing your milestone 85-year related stories, not only stories about The Southside Times 
but also the people that make up The Southside Times - you, our readers. If you have a contribution, please 
email us at 85@ss-times.com. 

We’d love to hear from you!



businessleader.bz • November 2013   13Southside Business Leader

Mike Heffner
Columnist

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

It wasn’t that long ago we were in what 
seemed like one of the most challenging times 
in recent history, the Great Recession. That 
time forced all of us to adjust to new 
business road blocks. It forced com-
panies to adapt and innovate and do 
more with less in order to be suc-
cessful or in most cases, just survive. 
As we look towards 2014, things are 
not near as bad as just a few years 
ago, but we are still seeing many of 
the same challenges. They are just in 
different form and to different de-
grees. The biggest thing I am hear-
ing from local businesses is there is a 
shortage of talent and the talent they 
see isn’t matching up with their cur-
rent needs. What I don’t see is many companies 
taking action on how to solve the problem.  

This is disturbing to me since the world of 
recruiting top talent is changing quickly, yet I 
am not seeing companies adapt and innovate 
to the changes like they did back in 2009. Al-
most every week, I see an article that states 
that near 80 percent of employees would con-
sider leaving their current job if presented with 
other opportunities. On the flip side, I also see 
companies still stuck in unrealistic job descrip-
tions, very high expectations for unreasonably 
low pay and high demand for top talent. Daily, I 
am hearing from companies that are struggling 
to fill positions and in the same breath tell me 
how they are struggling to grow. My concern 
is that I am not seeing many companies will-
ing to adapt new practices of recruiting, train-
ing new skills, taking time to develop leaders 
or finding ways to engage existing employees. 
I am also concerned that our legislative lead-
ers like to talk about the creation of jobs, yet we 
have governmental policies that hinder growth 
and make hiring more difficult and more costly. 
I see companies starving for good people and 
struggling to hire yet not willing to find solu-

tions on how to adapt and change to become 
the employer of choice to draw the talent. As 
we come up on Halloween, the term that comes 
to mind is - frightening.  

The companies that are thriving are finding 
ways to overcome these challenges. They are 

innovative and progressive. They are 
moving quickly and making technol-
ogy upgrades necessary to stay com-
petitive.  They have adopted a new 
attitude and are finding ways to com-
pete by engaging their workforce. 
They are looking at ways to lower 
turnover with training and creative 
retention techniques. They have ad-
opted new hiring practices and are 
recruiting using the new tools avail-
able today. Many have implement-
ed new incentive plans and are us-
ing employee surveys to stay in tune 

with the changing needs of all the generations 
in their workplace.  These companies are grow-
ing and profitable.

I say all this to make this point: With the 
economy constantly changing, we all need to 
be looking for ways to adapt and stay competi-
tive with our workforce. Companies that are 
staying relevant see the importance of inno-
vation. But more to the point, companies un-
derstand true innovative value is found in their 
employees. Jac Fitzenz, author of ROI of Hu-
man Capital explained it by saying “… people 
are the only element with inherent power to 
generate value…all other variables offer noth-
ing but inert potential.” The revolving door epi-
demic of turnover leaves employees out of the 
loop and unable to lead your business to new 
heights. Your company has an unlimited po-
tential for success, but the connection between 
potential and actualization is found in your top 
talent. Don’t be frightened; take action today. 

Frightening times?
PERSONNEL MATTERS

EMPLOYEES



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:
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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

BUSINESS TALK

Howard Hubler
Columnist

Howard Hubler can be reached at howard@hubler.com.

Last month, I wrote about my new favorite 
topic, the Mr. Fixit guys on cable TV. Yes, we 
are defaulting on our national debt and Syr-
ia is playing games with poison gasses, and 
me? I am enthralled with “Mr. Fix this Bar” 
or some other idiotic show dedi-
cated to turning bad merchants into 
good ones. One of the hats that I 
wear is that of a professional busi-
ness consultant. I can just hear me 
now screaming to some small busi-
ness owner and his staff at the top of 
my lungs that all in the company are 
just coasting along for a paycheck, 
and no one is really committed to 
customer handling but the high 
school intern. His only reason to be 
there is to get out of study hall and 
get a recommendation on his high 
school transcript record. Then on Friday, I ask 
this guy for a paycheck. Only on TV.

Once you watch the show, at the end there 
is a follow-up on the bar or restaurant or 
whatever you just watched as to how it is do-
ing some several months later. Well, the show 
tells you that you can go online and get a fol-
low-up to the follow-up. I did just that. It be-

came quite evident that you can group all of 
the owners and their businesses in the “Yes, I 
get it!” or the “No, I don’t have a clue” group. 
Let’s talk about the latter folks. Here is where 
we can all learn from the mistakes of others. 
After doing things right for a while, by train-
ing employees to be better at dealing with 
customers, and food handling processes, old 

habits just creep back into the busi-
nesses. 

One Italian restaurant made 
its own pasta 25 years ago when 
“Mom” ran the show. Once she re-
tired, box pasta crept into the Italian 
restaurant. Today, there are more 
dining choices and new highways 
making driving to a different part 
of town to sample the local bill of 
fare easier than in Mom’s day. You 
have to be on the top of your game 
to “turn your tables” three times on 
the week end, and one time through 

the week. It is a fine line between a line at the 
front door and an empty restaurant. The show 
host showed the restaurateur how to monitor 
the 55-gallon garbage can. If more food went 
into the can than into doggie bags, you have a 
problem. Yep, this was the case in the Italian 
joint. We can read the online comments from 
the guests, the good and bad. Things like, “The 

pasta used to taste like rubber, then it tasted 
good, and now it tastes like rubber again. Me 
and my family are off to the Olive Garden, 
enough of this place.” You have to ask yourself, 
“This owner almost went out of business, did 
he learn anything on the journey?” The show 
hosts reorganization of the business, along 
with a new menu and fancy ways to make 
the customer happy were the only things that 
averted a closed restaurant. It almost became 
the Mount Fuji Japanese Steak House! 

Now, you have to ask yourself why? I could 
cite several other examples of regression back 
into the “old way” of doing business besides 
boxed pasta. Yes, this is after the old way run-
ning a business almost put the guy and his 
family into the poor house. I have come to one 
conclusion. Besides just dumb luck, which 
trumps smart management any day, there 
are truly these people who relentlessly try to 
make their business better daily. How does 
the Lexus commercial say it, “The relentless 
pursuit of perfection”?  Then there are other 
people who should be working for wages and 
let others dare to be great. These people are 
as they say, “uncoachable.” They have been in 
the restaurant business for say 20 years, but it 
has been one year of experience 20 times over. 
If you come on a national TV show, and the 
host makes you look like a buffoon, exposes 

roaches everywhere, tastes your food and in 
front of you and the kitchen staff tells the na-
tional audience that the food taste like mush, 
and you don’t crawl under the stainless steel 
table, I begin to wonder if there is any hope for 
you. Then to go back to the old ways, well you 
were “dead on arrival.”

You know the final paragraph drill, how 
does this story relate to you? In the interest 
of space in the paper, and the desire not to kill 
another tree, this all makes me think of the 
paper weight that was on my desk for sever-
al years. The quote on it was attributed to a 
person who got under my skin, but he made 
a billion dollars, Ted Turner. The weight read, 
“Lead, follow, or get out of the way!” Those are 
our rolls in the world of business. What roll 
do you play? 

PEER TO PEER

Follower, leader or trailblazer… determine your own future
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Stepping into the Firehouse

Compiled by Nicole Davis

In the restaurant business for his entire career, lifelong 
Southside Indianapolis resident Ken Cain says he decided 
three years ago that he would either finish his career where 
he was or do what he always wanted to do. Knowing he would 
regret not following his dreams, Ken and his wife Patty took 
the steps into owning their own piece of the Firehouse Subs 
franchise.

“We have some connections on the Southside, which is 
why we wanted to be in Greenwood,” Cain says. “We’ve been 
in sight selections for two years, plus. We ended up with the 
best site so far, with the mall and everything around it.”

The Firehouse Subs at 884 US 31 N., Greenwood, opened 
Oct. 22 and Cain says they have been very pleased so far.

“We’ve satisfied every customer,” Cain said. “We’ve had 
many people let us know they are glad we are finally in 
Greenwood.”

The store is the 12th in the Indianapolis Metropolitan area 
and Firehouse Subs 684th store. The restaurant is decorated 
with items such as helmets and fire suits given to it by the 
Greenwood Fire Department (GFD). A mural is painted near 
the entrance featuring the Greenwood Park Mall and the 
GFD. 

Why did you open this business?
It’s been my career-long passion in 

the food service of dealing with people. 
This (franchise) is a concept I fell in love 
with, not only with the food, but with giv-
ing back to the community through their 
public safety foundation.

What did you do to prepare for opening your business?
I gained 40 years of experience in the food service business 

and attracted some great people to work with me, who I have 
worked with in the past.

Who is your ideal customer/client?
Anyone. Our biggest opportunity is to get people in the 

first time. We are so confident in the quality of our food and 
our unique steaming method of heating the meat and cheese 
that we know people will enjoy our subs. We are so confident 
that our slogan is “Our way beats their way. If you don’t agree, 
it’s free.” 

How do you plan to be successful?
The key to success in any business is at least meet customer 

satisfaction. Our goal is to exceed customer satisfaction.

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

We’re lifelong Southside residents. I’m a career long food 
service professional. My wife is a youth minster of our church, 
St. Barnabas Catholic Church. My wife and I would love to 
get to know even more people in the Greenwood community. 

Ken and Patty Cain

Photo by Nicole Davis

Lifelong Southsiders Ken and Patty Cain open 
Greenwood’s first Firehouse Subs restaurant

OPEN FOR BUSINESS

BUSINESS LOCAL

BUSINESS LEADER  •  CARMEL |  HENDRICKS COUNT Y |  SOUTHSIDE
ICON  •  CENTER GROVE |  HENDRICKS COUNT Y

THE SOUTHSIDE TIMES  •  BEECH GROVE,  CENTER GROVE,  GREENWOOD, SOUTHPORT & FRANKLIN/PERRY TOWNSHIPS

Products of 
Times-Leader 
Publications

CENTER GROVE

Reach the best markets  
in metro Indianapolis.

To advertise, call 300-8782
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You probably already know that the Indi-
ana Small Business Development Center (ISB-
DC) does a fantastic job helping new 
start-ups turn great ideas into grow-
ing Hoosier businesses.  In 2012, we 
helped our clients start 242 new busi-
nesses.  But what you might not real-
ize is that the ISBDC is an incredible 
resource for second-stage and mature 
companies to reach their full poten-
tial.  In fact, 165 companies already in 
operation utilized ISBDC’s strategic 
planning process last year, which are 
more than three companies per week 
that the ISBDC helped make the shift 
to the next phase in their develop-
ment. 

The bottom line is 
that the ISBDC has 
become a hugely ef-
fective organization 
at growing Indiana 
businesses, regardless 
of their development 
stage, precisely because of their ever-growing 
network of satisfied clients they’ve worked with 
over the past 28 years.  That network of analysts, 
investors, consultants, and most importantly, 

successful Indiana businesses are all part of the 
ISBDC family of constituents, all working to-
gether to cultivate not just their own specific in-
terests, but the overall health and vitality of the 
Hoosier economy.

In June 2013, the State of Indiana 
established the Office of Small Busi-
ness and Entrepreneurship (OSBE) to 
align efforts in supporting small busi-
ness.  The ISBDC now falls under the 
OSBE support giving it greater expo-
sure and resources; and further com-
mitting the state’s commitment to 
small business. 

The ISBDC’s business advisors are 
trained and equipped with some of 
the most sophisticated business re-
sources available. Partnerships de-
veloped with service providers allow 

ISBDC small busi-
ness clients  access to 
the same information 
large corporations use 
when making strate-
gic business decisions.  
From a business capi-

tal standpoint, the ISBDC was able to assist cli-
ents obtain over $69 million in financing last 
year.

If you haven’t benefitted directly from ISBDC 

services or recommended them to a colleague, 
you should. Their efforts have helped to make 
Indiana one of the most sought after states for 
business by constantly infusing new ideas and 
new business relationships into our economy.   
It’s a classic example of Hoosiers working to-
gether to leverage individual successes into 
shared opportunity, and yet another reason In-
diana is a state that works for business.

We feel it is time for you to get to know us. 
Whether you’re considered a start-up, second-
stage, or mature company, we will provide ex-
pert guidance and a comprehensive network of 
resources to help you start stronger, grow faster, 
or work smarter.

Getting to know the ISBDC
GROWING SMALL BUSINESS

“ISBDC is an incredible resource 
for second-stage and mature 

companies to reach their  
full potential.”

Doug Boehme
Guest Columnist

Doug Boehme is a business advisor with the Central Indiana 
Small Business Development Center. He can be reached at 317-
402-1802 or dboehme@isbdc.org.

Start stronger.
Grow faster.

Work smarter.

Home Bank names 
McWilliams as Johnson 

County Market president
Dan Moore, President and CEO of Home Bank 
SB, recently announced that Trent McWilliams 
has been named as Johnson County Market 
president.  McWilliams has been in the 
banking industry for almost 40 years, most 
recently serving as a regional manager 
for Home Bank and previously serving 
as the senior vice president of business 
development at Heartland Community Bank 
in Johnson County.  He has been active 
in several community groups including 
Rotary International, Leadership Johnson 
County, and United Way of Johnson County.  
McWilliams was also involved with the Franklin 
Chamber of Commerce, being named that 
organization’s “Man of the Year” in 1999.  He 
is a graduate of Indiana State University. On 
August 9, Home Bank officially broke ground 
on its new Greenwood Banking Center to be 
located at the intersection of State Road 135 
and Olive Branch Road.  Opening for the office 
is projected for the first quarter of 2014.

BUSINESS BRIEF

Erin Smith
Guest Columnist

Erin Smith is co-owner of Spotlight Strategies a print, apparel, 
promo and sign company located in Franklin, IN.  She may be 
reached at erin@spotlight-strategies.com.

Who wouldn’t like to look great, command 
respect and build great relationships? I recently 
had the privilege of introducing Star-
la West, president of Starla West In-
ternational, at a Greenwood Cham-
ber Women Leaders Luncheon. 
Starla assists business professionals 
gain the confidence that comes with 
(1) having an attractive and profes-
sional appearance, (2) strategically 
using behavior to command respect, 
and (3) being able to easily connect 
and build rapport with others in their 
professional environment. 

For some, these strategies for suc-
cess may come naturally, but for oth-
ers they pose a challenge and distraction in 
the quest for business and personal prosper-
ity. Starla posed the following question to the 
crowd, “What would happen if you were more 
confident?” and got an array of answers: “When 
I walk into a room people would say, I want 
to be more like her.  She is so sure of herself,” 
and “Women would genuinely be interested in 
what I am doing and men would be respectful 
of my accomplishments.”  Interestingly, most 

of the comments from 
the crowd were noth-
ing new or earth shat-
tering, yet you could 
hear a pin drop as all 

were intent-
ly listening 
for that mor-
sel of wis-
dom from 
the speaker 
to magically 
render them 
a bolstered 
sense of con-
fidence.

The word 
confidence is 
defined as “a 

feeling or belief you can do something well or 
succeed at something” according to Merriam-
Webster Dictionary.  This is an inward state of 
mind or being and yet we tend to look for out-
ward affirmation and acknowledgment.  This 
is a double-edged sword in our journey to be-
come leaders in a world that can be dishonest 
and unforgiving.  So, today we must make the 
personal decision to be confident and act ac-
cordingly, no matter the circumstances.  We 

also have an opportunity to initiate confidence 
in others by connecting with colleagues and 
communicating our appreciation for their im-
portant contributions.   

Confidence is a state of mind.  Trust that by 
demonstrating your abilities and sharing your 
talents success will be imminent.

Confidence: A state of mind
YOUR BUSINESS

BUSINESS PERFORMANCE

Franciscan St. Francis 
presents hip and knee 
replacement seminar

Franciscan St. Francis Health will present 
an arthritis and hip and knee replacement 
seminar Nov. 14, 6:30 p.m. at Jonathan 
Byrd’s, 100 Byrd Way, Greenwood. Light 
refreshments will be served, beginning at 6 
p.m. John Meding, M.D., will explain the latest 
procedures in joint replacement and arthritis 
treatments. He is a board-certified orthopedic 
surgeon specializing in adult reconstructive 
surgery and joint replacement. To register for 
this seminar, call Franciscan St. Francis toll-free 
at 1-877-888-1777.

Dale Barnard selected  
for Indiana State  
Museum exhibit

The Indiana State Museum has announced 
the 21 artists who have been selected to 
showcase their extraordinary designs this fall 
in the “Fearless Furniture” Exhibit”, a 30-piece 
invitational and juried show at the museum. 
The selected artists and their entries include 
Dale Barnard, a 1968 Franklin Central High 
School graduate. Dale is now the owner 
and master cabinetmaker of the Barnard 
Woodworking School in Paoli, Ind. His exhibit 
is a Tall Clock with G & G influence. Visit 
Dale’s website at the-cabinetmaker.com. For 
more information, visit indianamuseum.org/
exhibits/details/id/229.
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When we were kids, it was fun watching 
a Mexican jumping bean; living it is a differ-
ent story. Inflation is up 2 percent 
across the country, mortgage rates 
take a hike, and pending home pric-
es jump. The federal government 
shuts down and chasing gas pric-
es is a roller coaster ride. We’re all 
screaming but for the wrong rea-
sons! The baffling world of medical 
costs, crude oil prices and grasping 
new technology redefines our nor-
mal daily thought patterns. But just 
as those before us, we get up each 
morning with the idea of making the 
world we live in a better place. 

The town of Bargersville welcomes the Tax-
man Brewing Company. Local beer lovers will 
enjoy a taste of Belguim, a rich, dark, hearty 

brew. The longtime vacant Tri-State-Bolt 
building located on the corner of Harriman 
and Baldwin Street will be home to the Euro-
pean pub.

White River Township continues 
to draw new business with high traf-
fic counts and strong demographic 
pull. The Stacked Pickle, a new eat-
ery located at 172 Melody Avenue in 
the strip center across from Meijer, 
offers a great menu of wings, burg-
ers and beer. Another great place to 
gather and watch the game on the 
92” projector and 50” plasma TV’s 
throughout the restaurant.

Dollar General plans to open a 
new store in the retail center on 
State Road 135, south of County 

Line Road. The store will join Selective Sec-
ond Consignment Shop and Four Seasons 
Restaurant. If you are looking to treat your-
self to a little self-indulgence, visit the Foots-

pa located in the free-standing building of the 
shopping center. Full body massages are of-
fered at $20.00. A real bargain and a great gift 
certificate idea for the busy holidays.

Trading Interior Fine Furniture & Consign-
ment recently opened at 1000 US 31 South. 
The furniture store offers a mix of new, gently 
used furniture and home decor. Subway is giv-
ing a new look to an old building on S. Merid-
ian Street just north of Stop 11.

Comic Book University recently leased 4, 
800 square feet at Greenwood Place at 7623 
S. Shelby Street.  The old idea of actually read-
ing a paper comic book appears to be mak-
ing a comeback! Auto Tire Center has leased 
5,000 square feet of retail space at 5855 Madi-
son Avenue.  That Fun Place, formally Bounce 
Town, has opened in the Wilgro Shopping 
Center in Greenwood. 

Madison at the Mall, a long-time retail 
center that has seen high vacancy rates since 
Gold’s Gym left years ago is excited to have the 

vacated space filled by The Austisic School. 
The large facility allows for ample classrooms, 
play area and parking for the facility.

The still-recovering real estate market is 
shaping up for Johnson County and southern 
Marion County, bringing new opportunities  
to our growing area. It’s strength under pres-
sure as we continue to keep our finger on the 
pulse of the real estate industry. 

The market pulse

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

Cajun-style goodness

Compiled by Nicole Davis

As a developer for Krispy Krunchy Chicken, 
Bob Frey helped open more than 50 restau-
rants in the Chicago area. Wanting to expand 
to Indiana, the Greenwood resident thought 
to allow residents to know about the product, 
he would open a store in Greenwood. After 
realizing he needed to dedicate more of his 
time to working in the store, Bob quit his job 
as a developer.

KKC has more than 1,200 retail locations 
in 27 states. The menu features Cajun-style 
chicken fried in zero trans-fat oil. With most 
KKC restaurants in convenience stores and 
malls, Bob and his wife, Amy, were told a free 
standing location would not succeed. More 
than two years later, business at 1030 US 31 
S. is still holding steady. Bob and Amy say part 
of this is due to the flexibility of the franchise. 
So long as they serve the KKC menu, they can 
add other products within the store to help 
them bring in money needed to remain open.

“We haven’t seen a whole lot of ups and 
downs,” Amy says. “We’ve been consistent 
around the board… We have a quality prod-
uct. It’s fresh, not frozen. Our chicken is in-
jected with the marinades so the flavor isn’t 
just in the breading. It’s popular during sports 

season, holidays, family get-togethers, just all 
year-round.”

What is the most valuable piece of advice 
you’ve been given?

Go the extra mile to get customers to re-
turn. Work smarter, continue to learn your 
business and say up on the competition. Great 
employees really make the difference. We’ve 
just been so fortunate, so blessed to have such 
good people working for us. We’re just a close-
knit group, like family. That’s what makes it a 
pleasant experience for customers and brings 
them back.

How have things changed since you start-
ed your business?

The economy. Must be on your game and 
always thinking of innovative marketing ideas 
to help grow our business.

Tell us about your biggest challenge and 
how you overcame it.

High volume in a KKC stand-alone carry-
out location with space limitations.

What do you wish someone had told you 
before you started your business?

Quit saying tomorrow! Tomorrow comes 
before you know it.

NOW THAT WE’VE BEEN OPEN

COMMERCIALLY SPEAKING

Bob and Amy Frey spend more than two years  
operating Krispy Krunchy Chicken in Greenwood

Bob and Amy Frey with employees Frank Burton and Nathan Floring. The Freys say their employees have become 
like family, offering a friendly atmosphere which helps bring in repeat customers.

REAL ESTATE
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Photo by Nicole Davis

What is the hottest new trend in your in-
dustry?

With the price of beef, lamb and port soar-
ing, consumers have increasingly looked to-
ward chicken as a viable meat entrée on mod-
erately-priced menus.
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November Chamber of 
Commerce Meetings
Chamber Events

5 – Greater Greenwood 
Chamber of Commerce 
(Storm Chiropractic Clinic 
Grand Opening Ribbon 
Cutting); Nov. 5, 12:30-1:30 
p.m.; Storm Chiropractic 
Clinic, 622 N. Madison 
Ave., Ste. 9, Greenwood. 
For more information, visit 
greenwoodchamber.com or 
call (317) 508-4463.

7 – Greater Greenwood 
Chamber of Commerce 
(Bickford of Greenwood 
Grand Opening Ribbon 
Cutting); Nov. 7, 3:30-4:30 
p.m.; Bickford Assisted 
Living and Memory Care, 
3021 Stella Dr., Greenwood. 
For more information, visit 
greenwoodchamber.com or 
call (317) 807-3077.

12 – Franklin Township 
Chamber of Commerce 
(November 2013 Meeting); 
Nov. 12, 11:30 a.m.; 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. Cost, $12 
lunch & meeting, $5 
meeting only. For more 
information, e-mail President 
Dee A. Young, ftccmember@
aol.com or call (317) 328-
6100.

14 – The City of Beech 
Grove (Main Street 
Project Ribbon Cutting 
Ceremony); Nov. 14, 1 
p.m.; intersection of Main 
Street and 8th Avenue. 
For more information, visit 
beechgrove.com.

21 – Greater Greenwood 
Chamber of Commerce 
(November Business After 
Hours); Nov. 21, 5-7 p.m.; 
Community Health Network, 
3000 SR 135, Greenwood. 
For more information, visit 
greenwoodchamber.com or 
call (317) 888-4856.

22 – Greater Greenwood 
Chamber of Commerce 
(Learn 2 Lead Seminar: 
A Social Plan – How to 
effectively integrate social 
media in your marketing); 
Nov. 22, 8:30 -11:30 a.m.; 
Franklin College, 101 
Branigin Blvd., Franklin. 
For more information, visit 
greenwoodchamber.com or 
call (317) 888-4856.

26 – Greater Greenwood 
Chamber of Commerce 
(November Membership 
101); Nov. 26, 9 a.m. 
– 10:30 a.m.; Greater 
Greenwood Chamber of 
Commerce, 65 Airport Pkwy., 
Suite 140, Greenwood. 
For more information, visit 
greenwoodchamber.com or 
call (317) 888-4856.

NEW MEMBERS

Franklin Township 
Chamber of Commerce 
New Members

Handy Hoosier LLC
Kathy Squire

Dennis Walters Real Estate 
Group Inc.
Dennis Walters

N2 Publishing
Jim McGowan

Greater Greenwood 
Chamber of Commerce 
New Members

Innovative Health Care 
Group, Inc.
1231 Tulip Dr.
Indianapolis, IN 46227
(317) 784-5722

The Caregivers 
Connections, Inc.
8878 S. Edinburgh Rd.
Edinburgh, IN 46124
(812) 526-5646

Action Pest Control
1127 Country Club Rd.
Indianapolis, IN 46234
(317) 209-1654

Christian PhoneBook.com 
and Christian Professional 
Chamber
435 E. Main St.
Greenwood, IN 46143
(317) 887-1618

Business  
Management Systems
7796 W. 300 S.
New Palestine, IN 46143
(317) 861-4626

Kelli Hinds Family 
Dentistry, P.C.
1480 W. Southport Rd.
Indianapolis, IN 46217
(317) 300-9124

Buffalo Wild Wings
1077 N. Emerson Ave.
Greenwood, IN 46143
(317) 859-2999

Skiles Electric & 
Mechanical
P.O. Box 24605
Indianapolis, IN 46224
(317) 247-8562

Grow Your Own Business 
Coaching, LLC
P.O. Box 496
Brownsburg, IN 46112
(317) 755-6963

SALES LEADS

Newly incorporated 
businesses through Oct. 
10, 2013

AJ’sCrochet & Crafts
June Hill
983 Apple Valley Rd.
Greenwood, IN 46142

B&G Sales
Gary Stear
1828 Woodhaven Ct.
Greenwood, IN 46143

Clements Remodeling
Brandon Clements
1731 Honey Ln Apt. 6
Greenwood, IN 46143

Cupcake Island
Layla Reed, Terriz Reed
685 Woodale Terrace #4
Greenwood, IN 46142

Home Sweet Home 
Cleaning
Angela Stone
775 Ramblin Rd.
Greenwood, IN 46142

John R Poe DBA
JP Improvements
John R Poe
8017 S Dyson Dr.
Nineveh, IN 46164

Kitchen Little
Jennifer Reinacker
3475 S. 200 E.
Franklin, IN 46131

The Lucky Willow 
Photography
Brooke Gross
1528 Franklin Place Ct.
Franklin, IN 46131

M&G Farms
Ronald Goeb, Beth Goeb, 
Hannah Goeb
5890 N. 500 E.
Franklin, IN 46131

Paula Kaye Ministries
Paula Kaye Frazier
1040 N. Meridian St.
Greenwood, IN 46131

Powerhouse  
Baseball Training
Chad Fowler, 977 N. 700 E.
Franklin, IN 46131

Off Campus Café
Bernadette Barnett
239 Southlane Rd.
New Whiteland, IN 46184

Reagans  
Specialty Coatings
Casandra Stater,  
Gregory D. Reagan
875 Dover Dr., Unit 101
Greenwood, IN 46142

Scheckles Trucking
Michael D. Sheckles,  
Suzette Sheckles
P.O. Box 444
Bargersville, IN 46106

T Shirt Express
Kelly J Thomas,  
Dennis P Thomas
165 E. Jefferson St.
Franklin, IN 46131

TNT Mobil RV Service
Todd Stogsdill
519 Harvest Meadow Way
New Whiteland, IN 46184

SBA GUARANTEED LOANS

Boone County

Sanders Pre-Cast  
Concrete Systems
6142 S. Indianapolis Rd.
Whitestown, IN 46075
$3,400,000 
Ridgestone Bank 

Xtreme Bird, Inc.
7229 Sunset Ct.
Zionsville, IN 46077
$451,000. First Colorado 
National Bank 

Hamilton County

A-To-Be-Formed 
Corporation 
10710 Geist Ridge Ct.
Fishers, IN 46040
$700,000
First Colorado National Bank

CLB Restaurants  
Holdings, LLC
710 S. Range Line Rd.
Carmel, IN 46032
$1,400,000
The Huntington National 
Bank

Cotton’s Auto Repair Clinic 
of Westfield, Inc.
17333 Westfield Park Rd.
Westfield, IN 46074
$ 575,000
Horizon Bank

Frozerry Northern  
Indiana, Inc.
Bridges Shopping Center, 
No. 11
Carmel, IN 46032
$244,000
First Colorado National Bank

Integrity Jada, LLC
5628 Merrit Circle
Noblesville, IN 46062
$29,000. The Huntington 
National Bank

Jazzy A Trucking, LLC
10643 Summerwood Lane
Fishers, IN 46038
$39,000
$46,000
The Huntington  
National Bank

Kadence Maintenance, LLC
10487 Blue Sky Dr.
Fishers, IN 46037
$15,000. KeyBank

Mark 4 Resale, Inc.
11670 Commercial Dr., 
Ste. 1
Fishers, IN 46038
$235,800
Ridgestone Bank

Pharmakon Long Term 
Care Pharmacy
14450 Getz Road 
Noblesville, IN 46060
$1,326,000
Indiana Statewide  
Cert. Dev. Corp.

Sandlin Law Group, PC
101 W. 161st St.
Westfield, IN 46074
$122,400
The Huntington  
National Bank

Simply Clean, Inc.
17009 Lakeville Crossing
Westfield, IN 46074
$45,000. PNC Bank

Sun Communications, Inc.
17728 Sun Park Dr.
Westfield, IN 46074
$675,000
$650,000
Indiana Business Bank

Village Dental, PC
13578 E. 131st St., Ste. 103
Fishers, IN 46037
$775,000
$418,000
First Colorado National Bank

Vitality Clinic, LLC
1200 Carmel Dr.
Carmel, IN 46032
$350,000
$500,000
Ridgestone Bank

Zaxby’s
9750 E. 131st St.
Fishers, IN 46038
$670,000
Indiana Statewide Cert. Dev. 
Corp.

Hendricks County

Ameri-Stor Brownsburg, LLC
1410 N. Green St.
Brownsburg, IN 46112
$1,080,000
Indiana Statewide Cert. Dev. 
Corp.

Avon Mobile Wash, LLC
7014 Peacock Lake Ct.
Plainfield, IN 46168
$11,500
The Huntington National 
Bank

Extreme Auto Sales & 
Service
2907 E. Main St.
Plainfield, IN 46168
$183,000
Premier Capital Corporation

Hazelgrove Farms, LLC
2551 E. Main St.
Plainfield, IN 46168
$125,000
Indiana Business Bank

Pick and Roll 1, LLC
7565 E. U.S. Hwy.36
Avon, IN 46123
$25,000
The Huntington National 
Bank

SSA Food Service, Inc.
7659 Amber Turn
Plainfield, IN 46168
$175,000
PNC Bank

Stirling Kids, LLC
2481 E. Main St.
Plainfield, IN 46168
$464,000
Premier Capital Corporation

Johnson County

Edinburgh, LLC
210 Main Cross St.
Edinburgh, IN 46124
$165,000
RIiver Valley Financial Bank 

Heartland Machine & 
Engineering
2860 Graham Road
Franklin, IN 46131
$339,000
Premier Capital Corporation

Smitty’s Automatic 
Transmission 
160 E. Main St.
Greenwood, IN 46143
$50,000. The Huntington 
National Bank

The Tylor Company, LLC
1642 Olive Branch Parke 
Lane South
Greenwood, IN 46143
$125,000
First National Bank  

Marion County

Jeffrey A Benz  
dba IPCD Engine
8402 Nottinghill Dr.
Indianapolis, IN 46234
$17,100
The Huntington  
National Bank

Bowers Envelope 
Company, Inc.
5331 N. Tacoma Ave.
Indianapolis, IN 46220
$924,400 
$60,000
Chase Bank

Campus Classics, Inc. and 
B & B Classics, Inc.
2240 Distributors Dr.
Indianapolis, IN 46241
$250,000
$175,000
Stockyards Bank & Trust Co.

Caplinger’s  
Fresh Catch, Inc.
5541 E. Washington St.
Indianapolis, IN 46219
$60,000
The Huntington  
National Bank

Central Stainless, Inc.
943 S. Meridian St.
Indianapolis, IN 46225
$100,000
Chase Bank

Cookie-Cutters, Inc.
212 W. 10th St., Ste. F-185
Indianapolis, IN 46202
$50,000
The Huntington  
National Bank

Copasco Massage, LLC 
7657 Woodside Dr.
Indianapolis, IN 46260
$600,000
First Colorado National Bank

Crimson Circle, LLC
55 Monument Circle, Ste. 5
Indianapolis, IN 46204
$349,800
The Huntington  
National Bank

CustomMed  
Apothecary, LLC
6005 W. 71st  St.
Indianapolis, IN 46278
$350,000
Live Oak Banking Co.

Direct Delivery Today, LLC
1633 Howard St.
Indianapolis, IN 46221
$200,000
Horizon Bank

Dman, Inc.
233 N. 16th Ave.
Beech Grove, IN 46107
$176,200
Chase Bank

Early Learning  
Academy, Inc.
5909 Technology Center Dr.
Indianapolis, IN 46278
$557,000
Premier Capital Corporation

Frozerry Northern  
Indiana, Inc.
8914 Nest Way
Indianapolis, IN 46241
$244,000
First Colorado National Bank

Grand Interiors, LLC
8741 Key Harbour Dr.
Indianapolis, IN 46236
$50,000
$554,500 
KeyBank

Greenfield  
Investments, LLC
225 Yorkshire Blvd.
Indianapolis, IN 46229
$334,800
BMO Harris Bank

Guardian Angels Daycare
3630 N. Irvington Ave.
Indianapolis, IN 46218
$10,000
Chase Bank

Hari Food & Sub, Inc.
5682 Crawfordsville Road
Indianapolis, IN 46224
$297,500
First Colorado National Bank

Horsepower Indy, LLC
4 Gasoline Alley, Ste. D
Indianapolis, IN 46222
$11,000
Chase Bank

IDS Blast Finishing
2725 Tobey Dr.
Indianapolis, IN 46219
$372,000
Premier Capital Corporation

Insights Consulting, Inc.
7830 Johnson Road
Indianapolis, IN 46250
$680,000
Premier Capital Corporation

JEP Restaurants, Inc.
8345 Pendleton Pike 
Indianapolis, IN 46226
$50,000. The Huntington 
National Bank

Midwest Auto 
Transport Corp.
10425 Memorial Knoll Dr.
Indianapolis, IN 46234
$65,000. The Huntington 
National Bank

MSU Investments, Inc. 
910 W. 10th St., Ste. 12
Indianapolis, IN 46202
$361,000. KeyBank

Penultimate
1726 Schuuyler
Indianapolis, IN 46038
$10,000. $30,000
The Huntington  
National Bank

Quality Entertainment, Inc.
9537 Eden Woods Ct.
Indianapolis, IN 46260
$243,900. The Huntington 
National Bank

Satyam Shivam, LLC
6231 W. Washington St.
Indianapolis, IN 46241
$1,165,000. The Huntington 
National Bank

To ‘A’ Tee, Inc.
7043 Girls School Ave.
Indianapolis, IN 46241
$50,000. The Huntington 
National Bank

Two Deep Brewing Co.
500 N. Capitol Ave.
Indianapolis, IN 46204
$477,300
STAR Financial Bank 

PLANNER OF NOTE

DISPATCHES

Looking for a credit boost? 
There are five easy ways to increase your credit 
score if need help securing a loan. First, try 
requesting a credit line increase from a credit 
card company. But only accept it if they offer 
the increase without a credit inquiry which 
would lower your score. Next, try lowering 
your liabilities. Paying off debt is the best 
way to do that because you lower your total 
balance owed, you lower the total amount of 
interest you pay and you improve your credit 
score at the same time. Another easy way to a 
higher credit score is to charge less. The credit 
report doesn’t care whether or not you carry 
a balance when it calculates your utilization. 
It takes your statement’s closing balance, 
even if you pay it in full that same period. By 
keeping your statement balances lower, you 
lower your credit utilization without much 
effort. Also, try consolidating credit cards. The 
goal of this move is to increase the average 
age of your revolving lines of credit without 
reducing your total credit limit, which will 
affect your utilization. Lastly, make sure to 
review your credit report periodically and 
dispute any negative mark that isn’t yours to 
get it removed. 

- Yahoo.com
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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 helped me, and those around me, to develop a 
much greater awareness and appreciation of community. LJC helps develop 
leadership potential through community involvement and the power of 
collaboration. During the program, I vastly increased both my personal and 
professional network and developed friendships that will last a lifetime. You see 
‘hands-on’ that through teamwork and community support, you can make a 
difference!”

Mr. Ronald A. Morris
Mob Opns Program Coordinator

Camp Atterbury
Class of 2011

What Leadership Johnson County 
has meant to me?


