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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.

I attended the first Indiana Governor’s Con-
ference for Women on November 5 
along with over 1,000 women lead-
ers from our great State.  This con-
ference sparked provocative con-
versation for women in the world of 
business, entrepreneurship and in-
novation.  To start, Governor Mike 
Pence and First Lady Karen Pence 
urged more women to get involved 
in leadership, business and politics. 
They challenged attendees to step 
up, innovate and advance their lead-
ership seizing 
the guidance 
and ideas to be 
shared from 
an impres-
sive speaker 
list that was 
headlined by 
Martha Stew-
art. Thank 
you Governor 
Pence for pro-
moting wom-
en in leadership for the State of Indiana!

I met Jim Citrin, leader of Spencer Stuart’s 
North American CEO Practice.  Jim’s firm has 

placed many women on corporate boards. He 
confirmed that statistics represent women 
on boards positively impact key performance 

indicators.  His panel discussion 
traversed candid responses from 
five nationally prominent business 
women on their road to success.  
My takeaway from this session was 
clear. Three things must happen if 
we want more women on corpo-
rate boards.  First, women have to 
step up and ask to be considered for 
board positions. Second, there must 
be a pipeline within organizations 
for women leaders to obtain skills, 
experience and knowledge. Third, 

the board’s 
l e a d e r s h i p 
must view its 
board through 
a new lens.  If 
what they see 
is a bunch of 
folks who look 
the same and 
have the same 
mindset, then 
the leader-

ship needs to view this as NOT OK and di-
versity should be a priority.  This isn’t an easy 
shift and there will be unrest and uncertainty.  

However, studies show the challenge to diver-
sify company boards is vital to their relevance 
in the future. 

The break out session on venture capital 
firms and crowd funding was very interest-
ing.  I learned that women entrepreneurs re-
ceive only 4 percent of the funding available 
through venture and crowd funding firms.  So 
how do you get in to the 4 percent club?  It 
is not just who you know, but what relation-
ships you are building to create access to those 
funds according to a landmark study from the 
Clayman Institute at Stanford University.  Af-
ter learning the ten most important things 
you must do to raise money for your business, 
I left feeling a new sense of optimism as I tra-

verse growth and consider acquisitions for my 
own company.

168 Hours: Succeeding at Work and Life, 
24/7 by Laura Vanderkam is a final takeaway 
I want to share with you. A great read for 
folks who feel like they are the hamster on the 
wheel running all day, but never feeling like 
you arrived anywhere.  Or perhaps you get a 
great sense of satisfaction by juggling sever-
al projects at one time, but after a long day’s 
work, you feel drained with nothing accom-
plished.  Vanderkam suggested, “You will be 
surprised if you take my challenge and map 
out where you spend your time in any given 
week.  168 hours is a long time!”  Wow, was 
she right!  I have only tracked my time for five 
days and I am flabbergasted by the number of 
hours I spend in categories that are not my 
core competencies or that I am not passionate 
about.   Success at work and in life is a choice.  
Choose wisely what you do with every hour 
of your time! 

I am looking forward to the conference in 
2014 already.  I invite you to learn more about 
the Indiana Governor’s Conference for Wom-
en @ www.indianagovernorsconference.com 
and sign up to receive updates for next year’s 
conference.  

YOUR BUSINESS

Conference: How to be successful women leaders 

“This conference sparked 
provocative conversation for 

women in the world of business, 
entrepreneurship and innovation.” 

BUSINESS GROWTH

“Raising prices is a serious issue, and  
because of potential negative impact, 

something not to be taken lightly.”

Recently, I met with a client 
to review his quarterly financial 
statements and to talk about the 
performance of his business.  This 
small but growing company has 
been consistently profitable for 
the roughly three-year period I’ve 
been working with the owner, but 
it seemed to be slipping to the low 
end of the range of profitability in 
terms of industry averages.  We 
discussed the general ways of im-
proving profits – increasing rev-
enues, cutting cost of goods sold, 
reducing administra-
tive overhead.  

When I asked him 
about the last time 
he had increased his 
prices, he thought for 
a moment and said 
“about five years ago.”  
I asked him how his 
material costs and 
operating expenses had changed during that 

time period.  Most had increased, of course, 
and some of the materials he used had in-
creased quite significantly.  

I recommended a 15 percent 
across-the-board price increase to 
take place in early 2014.  I could 
see deep concern on his face.  He 
was afraid of losing customers.  
But I assured him that he was in 
a good position to raise his prices, 
and, after we talked about it for a 
while, he agreed to a 10 percent 
price hike.

Raising prices is a serious issue, 
and because of potential negative 
impact, something not to be tak-
en lightly.  There are some effec-

tive ways of lessening or even eliminating the 
impact altogether, though, especially if you’re 

dealing with a relatively big jump in 
prices, as my client was.  

Here are some strategies 
to consider if you’re prepar-
ing for a big price increase in 
your business:

• Be open and explain 
your reasons – Tell your 
customers why you’re raising 
prices, and do so in a straight-
forward, honest manner. Don’t 
apologize.  Most customers will un-
derstand the increase, if your costs have 
risen significantly, and especially if you’ve 
tried to absorb cost increases to avoid a price 
hike.

• Take advantage of your quality and lead-
ership position – Publicize the awards you’ve 
won for your quality work and your reputa-
tion in the market (as my client has done).  Re-
mind your customers that they’re doing busi-
ness with the best.

• Increase the value of your offering – In-
crease the size of your product or offer a “free-
bie” with each sale.  Give your customer more 
in order to lessen the blow of a price increase.

• Give customers plenty of warning – Let 
customers know of your price increase well 

in advance of the actual hike.  Offer them 
the opportunity to buy now at the low-

er price and even to “stock up,” if 
desired.

• Consider making reg-
ular price adjustments – 

Instead of waiting five 
years or more and then 
making a large price 
increase, consider ad-

justing prices in smaller 
increments on a periodic 

(yearly) basis. 
• Review discount policies – You 

may be able to avoid problems with 
your largest customers by granting them at-
tractive volume discounts that are not attain-
able by smaller accounts.  So, as long as they 
buy in sufficient quantities (cumulative or sin-
gle-order), a price hike will not sting them as 
much.  To avoid charges of price discrimina-
tion, be careful to offer the same quantity dis-
counts to all buyers, even though only some 
may be able to take advantage of them.

GROWING SMALL BUSINESS

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

Kevin Jones
Guest Columnist

Raise prices with confidence
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With Christmas just weeks away, I’m already 
thankful for a gift I received back in 
September: Membership into Lead-
ership Johnson County’s Class of 
2014.

I knew going into it that it would be 
a wonderful experience – and three 
months after that initial September 
two-day meeting, I realize how fortu-
nate I am to be a part of this program.

While I enjoy the leadership les-
sons that are a major part of this pro-
gram, it’s the camaraderie that has 
been made with my fellow classmates 
that has been most fruitful to 
say the least. Such is the case 
with seven ladies with whom I 
am participating in a class proj-
ect with. We (Tammy Dorman, 
Carol Naragon, Paula Meyers, 
Dawn Truster, Cathy VanBree, 
Mandy Williams, and Brooke 
Worland) call ourselves Hav-
en’s Angles. Our class project, 
which participation is man-
datory, was created to help Greenwood-based 
Haven Sanctuary for Women, a nonprofit orga-

nization that helps young, single and homeless 
mothers in Johnson County. 

Fellow classmate Naragon is the founder of 
HSW. HSW helps women create a much more 

productive life, and they are allowed 
to live in the HSW home for up to 
two years during this transitioning 
process. So how does Haven’s Angels 
help? Well, HSW was recently gifted 
the use of a home, 198 N. Emerson 
Ave., Greenwood, for five years. The 
home is in need of many repairs so it 
can be ready to receive families soon; 
Haven’s Angles will help through 
communications support and physi-
cal labor to make the home a reality.

Our first workday will be Saturday, 

Dec. 14, 9 a.m. – 1 p.m., and we will be clean-
ing and painting the homes. On Feb. 8, 2014 we 

are coordinating a “Pack the Panty Food Drive” 
from 1- 5 p.m. and on April 26, 2014 from 9 a.m. 
– 1 p.m., our workday will consist of landscap-
ing and deck work. For additional information 
about HSW go to www.havenwomensministry.
org. 

You don’t have to be a member of Haven’s An-
gels to help out – join us on the 14th if you can. 

Check out 
Goerner online

Carolyn Goerner of Greenwood, and a Pro-
fessor of Management at Indiana University-
Bloomington’s Kelley School of Business since 
2000, is writing a weekly column on manage-

ment. The column is posted every Monday 
(www.businessleader.bz), and it’s well worth the 

time to read it. Goerner has worked in human 
resources and consulting. She holds graduate 
degrees from both IU and The Ohio State Uni-
versity.  She wrote in an introductory column: 
“I’ve taught undergraduate, graduate, and work-
ing professional students in a variety of class-
room contexts.  I’ve consulted with companies 
on matters ranging from developing managerial 
bench strength to enhancing negotiation skills.  
My passion for this work comes from my deep 
belief that good management makes a difference 
in the performance of companies and the lives 
of employees.

I have amazing colleagues across the globe 
who have done exceptional research to deter-
mine the practices and principles that make for 
effective supervision.  While their work is inter-
esting and informative, it doesn’t often get trans-
lated from “research journal-ese” into practical 
tips for working managers.  My goal with this 
column is to transfer academic knowledge into 
practical strategies for you …”

Well, that’s all for this month. Here’s wising 
you the best this holiday season.

LJC and Haven’s Angels has been early Christmas for me 
FROM the PUBLISHER

VIEWS

“I knew going into it that it would be a wonderful experience  
– and three months after that initial September two-day meeting,  

I realize how fortunate I am to be a part of this program.”

Have you ever wondered where the 
money generated by the Hoosier 
Lottery ends up? I’m pleased to tell 
you that most of it goes right into the 
communities our lottery was created to 
serve, including yours.

Since 1989, we’ve been supporting 
good causes throughout Indiana, and 
making life a little bit better for the 
people who call this great state home. 
The fact is, whether you play the lottery 
or not, you still win.

Sarah M. Taylor  
Executive Director of the Hoosier Lottery

Must be 18 or older to play. Please play responsibly. Gambling Addiction Referral Line: 1-800-994-8448. All financial figures based on Fiscal Year 2012. Allocations and methodology independently reviewed by Koehler Partners.

Lottery players help support local firefighters, police 
officers and teachers pensions across the state.

The Build Indiana Fund is used to reduce vehicle excise taxes and help fund parks, roads 
and other local infrastructure projects that improve the lives of our fellow Hoosiers.

In 2012, the Lottery made an economic impact of $696,429,733 statewide.

$30,000,000 STATEWIDE

$30,000,000 STATEWIDE

$147,589,985 STATEWIDE 
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Holiday cheer fills the air. Seasonal greetings 
pack my mailbox. Merry Christmas and a Hap-
py New Year are written on almost all 
of them, inside glittered covers, fam-
ily photos, or in special letters depict-
ing a year’s worth of, “Tommy got (or 
lost) his tooth today.” Hidden in each 
greeting is a special wish that seems 
to be a universal sentiment this time 
of year: Peace on Earth.

Peace on Earth: What does that 
mean? Does it pertain to tornadoes 
and volcanoes? Does it pertain to hu-
man conflict? Who has really thought 
about Peace on Earth and how that 
would affect everything?

We all know people 
for whom DRAMA is 
the spice of life. They 
can’t seem to live with-
out a certain orange-
level crisis every day. 
They frump and frown 
and woe is me looking 
for conflict. They want to tell people exactly how 
they should live and how the world would be a 

better place if only there wasn’t conflict in their 
life. I don’t buy it.

Can you imagine how boring drama would 
be without conflict? Yet we constantly pray for 
peace during this time of year. Interestingly 

enough, we then beat our brains out 
trying to find the perfect gift for our 
loved ones or colleagues. Peace? I’ll 
LOL on that one.

Deadlines, stress and year-end 
inventories, are all things that we 
dread, but necessary. We wouldn’t or 
couldn’t enjoy a day off like Christmas 
if we didn’t have the stress of the 15 
weeks leading up to the big peaceful 
holiday.

Look hard at your own life. Do 
you beg for peace and then complain 

about the mistaken restaurant order? Do you 
ask for goodwill toward men but can’t get off the 

dang phone long enough to engage one of them? 
It seems like the more opportunity we see in a 
shrinking world, the more insulated we become. 
We reject Peace on Earth and Goodwill to Men

When is the last time that you volunteered to 
make life a little smoother for someone else?

Sending out cards once a year to wish for eter-
nal peace seems like a futile effort. Get off your 
holiday duff and go out to help make the season 
brighter. Take to heart your Christmas wish and 
avoid family squabbles during these gatherings.

Smile.
It may not change the world, but imagine the 

good we could do if everyone adopted an action 
strategy for the holidays instead of just wishing 
for Peace on Earth.

Have a happy holiday season and gain a valu-
able insight from whatever source you respect. 
Take to heart the messages of this season and 
spread kindness and love during this wonder-
ful month. You don’t really want Peace on Earth. 
You want to help others.

Peace out!

Gus Pearcy
Columnist

Is peace overrated?
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

“Deadlines, stress, year-end inventories, are 
all things that we dread, but necessary.”

“A successful man 
is one who can lay 
a firm foundation 

with the bricks 
others have  

thrown at him.”  

~ David Brinkley, 
American newscaster

BG Chamber is 
ending year with 
great momentum
Recent news out of the Beech Grove 

Chamber of Commerce is positive for its 
membership and the community. 

To begin with, the chamber will move to 
a new location: 3841 S. Emerson Ave. The 
move became official Dec. 3.  This will be 
the same location as Huntington Bank and 
The Hornet Enrichment Academy.  This is 
a fantastic opportunity for the chamber to 
continue to nurture its partnership with 
Beech Grove City Schools.

Moreover, the chamber announced the 
results of the board of director elections 
held recently at its annual dinner and the 
2014-2016 board of directors are Ed Aide, 
Jim Coffman, Tom Keeley and Amy Mas-
terson – individuals by all indications who 
have the chamber’s best intentions at heart 
and will continue to help foster its growth.

Finally, the board of directors voted Ka-
ryl Davis to serve as the chamber’s inter-
im executive director.  Davis serves on the 
board of directors and she brings  a tre-
mendous amount experience to the cham-
ber, having non-profit development and 
granting writing background. She replaces 
Lisa Battiato who resigned a few months 
ago. Good call, board of directors.

There’s nothing like ending the year 
with great momentum and that is what the 
Beech Grove Chamber of Commerce is 
doing. With the re-opening of Main Street 
several months ago, and a chamber that 
is looking to serve its membership as ef-
fectively as it can, Beech Grove businesses 
have every reason to be thankful. 

 Reaching your best 
through respect

On the field, Peyton Manning and Tom 
Brady relentlessly attack one another.  
Each time they play each other, it is a nail 
biter. They are two experts in the same line 
of business; however, each one has a dif-
ferent strategy for success.

It is our position that respect and ad-
miration for others can go a long way. The 
Southside is full of many small businesses; 
each of which is successful but with differ-
ent strategies.

What are you doing to ensure success 
in your business? What is it about your 
business that other industry experts can 
admire and respect about the way you 
have built your business? Push each other. 
Show the rest of our great state what the 
Southside is all about.
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By Nicole Davis
Graduation from Center Grove High 

School was a busy time for Paige Truelove; 
staying on top of her schoolwork while work-
ing at 339 S. State Rd. 135, painting and plan-
ning for her first business, Truly Lovely Cup-
cakes. The shop opened July 26 and nearly five 
months later, Truelove says the hard work and 
decision not to attend college has been well 
worth it.

 “I was going to go to college for business, 
but the shop opened up and we decided to go 
for it,” Truelove says. “Obviously it’s a risky 
move, to go right out of high school and open 
a shop, spend a lot of money and not go to col-
lege. It’s working out good so far.” 

Truelove began baking in her home in 2010 
after her grandmother, Mary Holman, passed 
away. She says her grandma would cook and 
bake everything from scratch, inspiring True-
love to start baking and creating her own reci-
pes, as Holman didn’t have any cupcake reci-
pes. Truelove says her first successful cupcake 
flavor was snicker doodle, which she says has 
become the store’s number one seller. 

Truelove says she had no intentions to sell 
the cupcakes when she began baking at age 
16, but after sharing the treats with a family 
friend, he asked to order some. Soon, mem-
bers of her church began placing orders. She 
says when her mother saw the open space off 
State Rd. 135 and showed Truelove, she be-
gan planning to open the shop right after high 
school. Along with the support from family 
and friends, she says her father Jeff Truelove 
has taught her a lot, giving her business advice 
and helping her find good product at a good 
price.

“The biggest thing I’ve learned is customer 
service is the key,” Truelove says. “Obviously 
you can’t please everybody but you keep go-
ing.”

Truly Lovely Cupcakes has 51 flavors – six 
in the case every day, plus daily and season-
al flavors. To honor her grandmother, she has 

two cupcakes that donate 10 percent of its 
proceeds to colon cancer and to brain can-
cer. For Christmas, she will bake some of her 
grandmother’s recipes to sell, like lemon bars 
and fudge. She also sells coffee, with latte reci-
pes developed with the help of her cousin.

 “I like being in charge of things,” Truelove 
says. “I know if I mess up, it’s on me. It’s a big 
part of my life, for sure. I get here at 7 a.m. to 
bake everything fresh before we open, stay till 
about 3 and then come back and close. Being 
here every day, it’s different. This counts for 
something.”

Truelove says one of her favorite things is 
seeing repeat customers, which shows that 
they like the product. As she concentrates 
on growing her new business, spreading the 
word of Truly Lovely Cupcakes, Truelove says 
she feels like she is surrounded by family and 
friends in her hometown store.

Truly Lovely Cupcakes
399 S. State Rd. 135

Greenwood, IN 46143
(317) 889-1476

Trulylovelycupcakes.com

Best advice: To have perseverance; 
obviously you will go through some 
hard times.

Worst advice: People told me I should 
close on Sundays; we do really well on 
Sundays.

Best business decision: To actually 
open a shop. I was just doing this out 
of my home. It was a gamble, but it’s 
worked out well so far.

In 5 years… I do think it would be cool 
to open another shop. I’d like to be in a 
bigger city and expand.

Secret to success: Having a good 
product and just being friendly. You 
have to be good to your customers and 
make a connection with them.

How did Paige do it?

Reasons someone would want to do 
business with you…

n  Everything is baked fresh  
every morning.

n  I specialize in customized cupcakes, 
for special events.

n  It’s a fun, cute environment.
n  The coffee here is top notch.

The List

Center Grove graduate Paige Truelove says the 
risky move of opening Truly Lovely Cupcakes 

right out of high school is paying off

Paige Truelove

Photos by Nicole Davis
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Fresh out of 
the oven

“The biggest thing I’ve 
learned is customer 

service is the key.
Obviously you can’t 

please everybody but 
you keep going.”

~ Paige Truelove

Truly Lovely Cupcakes



6   December 2013 • businessleader.bz Southside Business Leader

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

I was talking with a friend the other day and 
asked her if she had started her Christmas 
shopping yet. “No, not yet,” she re-
plied. I then asked her what her fa-
vorite area mall was and her answer 
really surprised me:  “Oh, I hardly 
ever go to a mall anymore.”  

Way back in earlier Binkley times 
(1988), my wife and I moved to the 
west side of Indy from our respec-
tive small towns in northeastern In-
diana. We first lived in an apartment 
on the west side of Indy, then rented 
a house in Whitestown for a couple 
years while we saved up enough for 
a down payment. In 1991, we 
bought our first home in Avon 
on 150 South, right next door to 
a big cornfield that would later 
become Avon High School. 1994 
blessed us with a second child 
on the way, so we found a bigger 
home just east of Danville and 
have lived there ever since.    

Why the stroll down Binkley 

memory lane? Because way back in 1988, 
you could always find a visionary or two who 
knew someday a shopping mall would be built 
in Hendricks County. Twenty odd years later, 
dear reader, and I am pleased to say that those 

visionaries were absolutely correct. 
And not just one shopping mall was 
built, but THREE! 

(Here’s where Willis says, “What 
you talkin’ ‘bout Bink?”)

Yup. Three malls. We can all eas-
ily recognize Metropolis in Plain-
field as one of the three but what 
about the other two? One sits at 
715 Airtech Parkway in Plainfield 
and another at 4255 Anson Blvd. in 
Whitestown. (Okay, I’ll grant you 
that that one sits in Boone County 

but just across the county line.)
So now you’re thinking that I 

must have gotten in the eggnog 
early! Because you know that 
there are no malls filled with 
dozens of stores located at either 
of those locations. But you’re 
wrong. There are shopping malls 
sitting at both of those locations 

filled with millions of products from thou-
sands of stores.  

At each of those addresses sits an Amazon.
com Fulfillment Center. Welcome to the new 
world of retail. 

What’s this got to do with successful in-
vesting? Dear Reader, you’ve seen what hap-
pened to Circuit City and Barnes & Noble. 
And what is continuing to happen in an accel-
erating fashion to Best Buy. Now, the grand-
daddy of video rental firms Blockbuster Video 
has just announced the closure of ALL of its 
brick and mortar stores. And Blockbuster had 
a great opportunity to buy Netflix a few years 
back … and PASSED! So if you still have brick 
and mortar retailers in your portfolio, I’d ad-
vise you to take a long hard look at their busi-
ness models and their willingness to embrace 
new ideas, technology and new avenues of 
revenue. If they’re failing to face brutal cur-
rent realities and stodgily clinging to a busi-
ness model that worked great in the past, then 
maybe when it comes to your portfolio, their 
position in it should be in the past as well.  

BUSINESS FINANCE

New age of retail

Howard Hubler
Columnist

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

Every day someone in America does not 
meet the minimum standard wherever he 
works and the boss calls him into his office and 
says, hopefully with empathy, “You’re 
fired.” Yep, The Donald says this with 
a big hoot on TV and everyone tunes 
in, sadistically watching their worst 
fears coming over some other poor 
slob. But let’s look at this reasonably, 
in the real world: the company is 
stronger for this, and eventually, the 
employee, who was probably mis-
cast, is stronger for this as well. 

I have spent most of my life in very 
brutal selling environments. Most 
people would be very uncomfortable 
in these situations. I have 
counseled many people 
who simply could not 
sleep at night for the 
turmoil in their head. 

I remember once 
when watching an ear-
ly morning TV show, 
the president of GE, Jack 
Welch, was on and he had just 
written a book. On the show, he was a fan of a 
unique idea, one of his own. By definition, he 
said that 10 percent of the least productive peo-

ple in any organization, staff or management, 
should be slated for replacement every year. In 
so doing, the company becomes stronger, and 
the underproductive employee has a chance to 
start over in another venture without slogging 
it out for another year or two, knowing full well 

that he is an underachiever in this 
particular industry.

Great chat, so what is the point? 
The federal government has had 
nothing to do with productivity. 
They have not, prior to now, messed 
with your productivity in business, 
like say, they were one of your ven-
dors. That is to the extent that they 
suppressed it in all of the classic ways 
that they have, but that is anoth-
er column unto itself. Now they are 
one of your major health care ven-

dors. I have changed health 
care provider vendors 
over the years as I have 
seen fit. Some have of-
fered poor price, oth-

ers offered poor service. 
Makes no difference now; 

I will never change this one 
as long as I am in business. 

If the service is so poor that my employees who 
look to this plan for coverage complain, under-
stand that nobody gets fired! I can’t change the 

vendor. There is a total lack of accountability! 
Recall the health care boss just made a half a 
billion dollar software error and neither she 
nor her boss said anything about her job secu-
rity. That message starts from the top and rolls 
down to the bottom rung, nobody gets fired 
here, and there is no real accountability.

The entire newly initiated healthcare system 
is like a sadistic joke. Just remember the wise 
words of George Harrison, “Watch out now, 
take care, beware of greedy leaders that take 
you where you should not go… beware of dark-
ness.”

PEER TO PEER

Trumped by the healthcare system?
Long-time critical care 

physician presented with 
Healing Hands Award

Gerald L. Braverman, MD has been a member 
of Indiana Internal Medicine Consultants 
for 35 years, where he directs the intensive 
care unit. Braverman is board-certified in 
internal medicine and 
critical care and has 
been affiliated with 
Franciscan St. Francis 
since 1978. Braverman 
is the latest recipient of 
the quarterly Healing 
Hands Award. With his 
colleagues, friends and 
wife, Elaine, looking on, 
he was presented with 
the award on Oct. 31 at a special reception 
hosted at the south side hospital. Braverman 
received his undergraduate degree at 
Dickinson College in Pennsylvania and earned 
his medical degree from the Jefferson Medical 
College in Philadelphia. He completed an 
internship at Conemaugh Valley Memorial 
Hospital in Pennsylvania and later served as 
chief resident in the Department of Medicine 
at the Indiana University School of Medicine. 

Gerald L. Braverman, 
MD

BUSINESS BRIEF

Brick and mortar retailers must  
embrace new business models

BUSINESS TALK
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Amazed is a word that is not strong enough 
to describe the feelings I get when I witness 
the tragic things that happen when there’s a 
void in leadership.

Whether you are an owner, a su-
pervisor or on a board of directors, 
by all means exercise your leader-
ship abilities. If you are among those 
who are challenged with those abili-
ties, then take a class.

Let’s look at the characteristics of 
an ideal leader: 

A good listener, enthusiasm, pas-
sion, shows appreciation, a vision-
ary, role model, trusting, integrity, 
organized, knowledgeable, credibili-
ty, persuasive, charisma, team build-
ing, clarity of purpose, problem solver, atti-
tude of service, leads by example, patience, 
willing to act without complete knowledge, 
understands followers, consistent, empowers 
other people, and adapts to change.

When I ask my clients what the characteris-
tics of a good leader are, their answers include 
the same items. From all this comes some use-
ful insights.

1) Notice what the list contains. All of these 
characteristics relate to the human side of 
leadership. That’s interesting because many 
people minimize this side of leadership with 
terms like “soft” or “touchy-feely.” Actually, 
applying these characteristics requires more 
strength than not. 

2) Notice what the list excludes. Absent 
from this listing are characteristics such as 
stern, mean, serious, short tempered, vindic-

tive, tough, angry, harsh, punitive, controlling, 
violent, or ruthless. And that’s interesting be-
cause many popular representations of lead-
ership emphasize at least one of these “hard” 
characteristics. In fact, these characteristics 
are the refuge of those who lack the strength 

(or the skills) to apply the human 
side of leadership.

3) How about you? How would 
you rate yourself as a leader com-
pared to the list of positive char-
acteristics? If you were to survey 
the people who report to you, how 
would they describe your leader-
ship? Would they list characteris-
tics from the “soft” list or from the 
“hard” list? Could you become more 
effective by improving upon any of 
the “soft” characteristics? And how 
about the other leaders in your or-

ganization? Do they truly maximize human 
potential?

People want leaders who treat them with 
genuine compassion, courtesy and respect. 
They want leaders who help them become 
more successful. They want leaders who in-
spire them with a vision for a better world and 
show them how to go there. They want leaders 
who shoot straight. They don’t want leaders 
who avoid the possible confrontation; avoid 
giving the feedback; avoid doing the some-
times tough things that need to be done. 

I challenge you to make 2014 your year to 
grow your leadership skills and set a goal to be 
a better leader. 

Where’s the leadership in that?

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
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Wound care expert joins 
new Franciscan Physician 

Network practice
 
Monica L. Joyner, MD, 
has been appointed 
medical director 
for Wound Care 
Specialists, a practice 
recently established by 
Franciscan Physician 
Network. She has been 
affiliated with the 
Franciscan St. Francis 
Health Wound Care Institute as physician of 
hyperbaric medicine since 2008. Hyperbaric 
oxygen therapy is a medical approach using 
a pressure chamber to enhance and speed 
the healing of wounds and other conditions. 
Led by Central Indiana Region President Isaac 
J. Myers II, MD, Franciscan Physician Network 
is a multidisciplinary group of physicians 
throughout central Indiana. 

Director appointed  
to head hospital’s  

outreach services program
Susan Waschevski has been appointed 
director of PACE (Program of All-Inclusive 
Care for the Elderly) at Franciscan St. Francis 
Health. She most recently was deputy director 
of home and community based services with 
the State of Indiana Division of Aging. Prior to 
that, Susan was a program manager for CICOA 
Aging & In-Home Solutions. In her role as 
PACE director, she oversees a comprehensive 
medical and social services program provided 
to participating members in their home. PACE 
is supported by an interdisciplinary team of 
physicians, nurses, physical and occupational 
therapists, other health professionals and 
transportation providers.

BUSINESS BRIEFS

Inquire about advertising with the
Business Leader by calling 300-8782 

or email: info@businessleader.bz
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Through our business networking, someone at Hearts and Hands  
knew we wanted to give back and that we do service projects  

so they called us and asked if we’d be willing to donate some of our time. 
~ Steve Battiato

“

“
FOCUS

Photos 
by Rick Myers

Judd Lawrie removes nails.
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By Nicole Davis
Combining business networking with their 

Catholic faith to participate in charitable works 
across the community, Southside Catholic 
Business Professionals aim to enhance the pro-
fessional growth of its members while fund-
raising for local parochial education. Recent-
ly, a group of SCBP members gathered to help 
Hearts and Hands, an organization which buys 
and restores homes around St. Anthony’s Par-
ish on the Indianapolis Westside to rebuild the 

neighborhood.
“Through our business networking, some-

one at Hearts and Hands knew we wanted to 
give back and that we do service projects so 
they called us and asked if we’d be willing to 
donate some of our time,” says Steve Battiato, 
owner of Indy Teledata and member of SCBP. 
“We picked a date and we went. (Hearts in 
Hands) shares in that same mission that we 
have – at the end of the day trying to help some 

folks that need just a little more help.”
SCBP members volunteered more than 40 

hours during the Hearts and Hands project, 
mostly doing demolition work on the inside of 
a home and some work on the outside. Other 
business, such as Total Restoration, sent em-
ployees to offer professional help in the project.

For more information on SCBP, visit Indy-
scbp.com.

FOCUS

Hearts and hands 
R.J. Schoettle

Southside Catholic Business Professionals use faith and 
business networking for community philanthropy

(Top) Home being restored; (Bottom, left) Julie Molloy; (Bottom, right) Randy Ezell.

Steve Battiato 
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There are those who call me paranoid, but I 
get regular reminders that I have good reason 
to be. Marketers are often to blame 
for those reminders, especially when 
they relate to privacy.

Let me explain by sharing an ex-
ample. I purchase office supplies on-
line through one of the major chains. 
And in the days that follow each or-
der, strange things start to happen 
when I visit other sites. I start to 
see ads for the very items I just pur-
chased. 

Now, that’s badly flawed market-
ing on two fronts. The first is obvious. 
If I just purchased a 
model 354266 black 
tape dispenser, one 
would assume that 
I’m not a good pros-
pect for another one. 
I use a lot of tape, but 
not enough to justify 
owning a dispenser 
for each hand. It’s like 
a server suggesting an entrée as he removes 
your just-finished dinner from the table.

But the second flaw is more troubling. We all 

know that online merchants track a lot of data 
about us when we make a purchase. At a ratio-
nal level, I know that all of that is done through 
cookies and other lines of code stored in the 
dark corners of our web browsers. They’re in-

animate tools that really don’t know 
what we’re thinking. 

However, at an emotional level, 
when I see a product that I just pur-
chased pop up as a suggestion, I’m 
neither intrigued nor motivated. I’m 
spooked! 

Sadly, the sheer amount of easily 
accessed data, the power of today’s 
technology, and the cost-effective-
ness of online marketing seems to 
have dramatically increased the vol-
ume of half-baked approaches. 

I believe that another contributing factor is 
the ease of using online marketing tools. Hav-
ing access to those tools doesn’t mean you have 

the experience and judgment to use them ef-
fectively or wisely. Maybe software licenses 
should require an operator’s exam.

We both know that you have access to a lot 
of data about your customers. However, should 
you choose to use it, do so intelligently and 
with respect for the customer’s perception of 
privacy.

That sense of privacy may only be an illusion, 
but it’s an important illusion to your custom-
ers. They want to feel confident that you’re not 
going to do something stupid or careless with 
the information they’ve entrusted to you. It’s 
entirely up to you to make sure you don’t give 
them a reason to be less than confident.

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/.

Maintaining the illusion of privacy 

Scott Flood
Columnist

THE PERSONAL TOUCH

BUSINESS TIPS

“That sense of privacy may only be an illusion, but it’s an 
important illusion to your customers. They want to feel 

confident that you’re not going to do something stupid or 
careless with the information they’ve entrusted to you.”

BUSINESS BRIEFS

Franciscan St. Francis 
Health nurses awarded  

Registered nurses Scott Hayse and LeAnn Lain 
have been named the September 2013 recipi-
ents of the hospital’s DAISY Awards by Francis-
can St. Francis Health. The DAISY Award for Ex-
traordinary Nurses is a national program that 
honors the compassionate care and clinical 
excellence. Hayse, a nurse on the Endoscopy 
unit at the hospital’s Indianapolis campus, was 
nominated for the huge impact he made on 
a patient. Lain, a nurse on the endoscopy/re-
covery unit, was caring for a patient in a chal-
lenging situation. For more information, visit 
daisyfoundation.org.

Buck awarded COVD 
Fellow status 

The International Examination and Certifica-
tion Board (IECB) of the College of Optome-
trists in Vision Development (COVD) has cer-
tified Dr. Erin Buck of Greenwood as a Fellow 
of the College (FCOVD) at the association’s an-
nual meeting held in October in Orlando, Fla. 
Dr. Buck was one of 14 optometrists awarded 
Fellow status by the IECB in 2013. All Fellows 
are Board certified in vision development and 
therapy and offer functional and preventative 
vision care services to their patients.

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.
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Mike Heffner
Columnist

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

If your business is like mine, the last few 
months of the year are always hectic. Along 
with the holidays, wrapping up year-end proj-
ects and planning for the new year 
ahead, it’s a time when many leaders 
also throw in employee reviews. The 
process of evaluating employees on 
their performance and development 
can feel stressful and ineffective to 
managers and employees alike, but 
it doesn’t have to. 

Having in-depth conversations 
about how employees are doing in 
their roles, what they’re doing right, 
areas they can improve upon, and 
goals for the next year can be very 
rewarding for everyone involved. It 
just comes down to how you approach it. Ide-
ally, this type of conversation shouldn’t 
be limited to one day out of 365. Ken 
Blanchard, author of Leading 
at a Higher Level says, “Effec-
tive performance reviews are 
not an annual event, but an on-
going process that takes place 
throughout the performance 
period.”  But, whether you 
meet for regular one on 
ones to review employee 
performance throughout the 
year or make it an annual focus, there are 
some specific ways that allow this to be a posi-
tive experience. 

Clarify the Objective
Communicate why you’re meeting. This 

time is for the employee and manager to part-
ner for performance and allow the employee to 
have a clear understanding of what is expected 
of them, set goals and establish a communica-
tion process that allows the employee to have 
more job satisfaction. It should not be a time to 
discuss compensation.  Having clear objectives 
for the meeting will also enable you and the 
employee to properly prepare, as well as help 
the employee enter the conversation with the 
right expectations.

Take Time to Prepare
While it may not seem like a top priority, 

preparing for your employee’s review shouldn’t 
be a last-minute after thought. If you handle 

your reviews throughout the year, don’t just 
set the meeting and hope for the best – put 
some thought into it and make sure you have 
protected time without interruptions.  If the 
time is annual, set aside time to review the em-
ployee’s previous evaluations, list of completed 

projects, and any feedback you’ve re-
ceived about that employee from co-
workers, management or customers.  
If possible, it’s best to have actual ex-
amples of exemplary work or poten-
tial places for improvements.   

Make It a Dialogue
The most effective evaluation 

meetings are those that involve two-
way communication, with both the 
manager and employee sharing and 
listening. One way to initiate a healthy 
dialogue is to ask employees to pre-
pare for the conversation as well. This 

prompts them to consider their per-
formance and think back over 
the past weeks or year. This al-

lows them to feel a part of 
the conversation and they 
will usually share more 

when you meet with them. 
Blanchard recommends asking 

employees to consider specific 
questions and what they feel they 
may need from you to be efficient 

or more effective in achieving their 
goals. It’s also important to allow them to 

participate in the goal setting and the measur-
able outcomes for their position. This creates 
more engagement and allows the employee to 
feel a part of the process and become commit-
ted to the outcome.

Much of what I have learned about evaluat-
ing employees has come from Ken Blanchard’s 
teachings. I highly recommend reading his 
book referenced earlier and Partnering for Per-
formance with your employees. My philosophy 
is that your employees should never wonder 
where they stand and if they are doing a good 
job. They should know what the score is every 
day and be able to communicate on a regular 
basis with their leader what they need from 
them to help them be successful.  

Time for employee 
reviews already?

PERSONNEL MATTERS

EMPLOYEES

Turn the dreaded review into a positive 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

Ray’s Holiday 
Recycling Tips:
• Bundle and breakdown cardboard boxes
•  Recycle catalogs and magazines at local drop off sites or in your curb-

side recycling program
•  Research Christmas tree recycling programs in your community to find 

out where you can drop them off
• Use newspaper and old gift bags for wrapping presents

DECEMBER
23

NORMAL PICKUP

DECEMBER
30

NORMAL PICKUP

DECEMBER
24

NORMAL PICKUP

DECEMBER
31

NORMAL PICKUP

DECEMBER
25

NO PICKUP

JANUARY
1

NO PICKUP

DECEMBER
26

1 DAY DELAY

JANUARY
2

1 DAY DELAY

DECEMBER
27

1 DAY DELAY

JANUARY
3

1 DAY DELAY

DECEMBER
28

1 DAY DELAY

JANUARY
4

1 DAY DELAY



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.

“LJC was an opportunity for me to become involved in the Johnson County 
community and to learn more about Johnson County and its needs.  LJC helped 
me acquire the skills and knowledge to become a leader through service to the 
community, while making many wonderful friends in the process.”

Bridget McDaniel, Attorney 
Williams Barrett & Wilkowski, LLP

Class of 2013

What Leadership Johnson County 
has meant to me?
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Putting the you in yoga

Increased flexibility, health and overall men-
tal wellbeing – the numerous benefits of yoga 
have grown more studied and popular in the 
fitness world today, say co-owners Kimberly 
Williams and Lori Davis of Studio You Yoga in 
Greenwood. Seeing more yoga studios open 
throughout the state, they say they noticed a 
need for it on the Southside.

“All of us had that little bit inside of us; we 
had a dream we could do this one day,” Wil-
liams says. “We’ve had fantastic feedback. Ev-
eryone coming in is saying ‘we are so glad yoga 
is here. We’re so glad you opened.” 

Studio You Yoga opened early November. 
Williams and Davis said the emphasis on the 
word “you” throughout their studio is impor-
tant to them – as the practice is about the indi-
vidual. Wanting to bring more yoga to South-
siders, they say they aim to reach out to assisted 
living and nursing homes, to go and teach yoga 
to those who might not be able to make it into 
the studio. 

“It’s the little things; you see those changes 
and it’s cool to watch,” says instructor, Terrie 
Purdy. “I think it’s the best job, watching people 
immersed in the practice. Sometimes it’s over-
whelming because you want to be their cheer-
leader. Yoga is powerful...”

Why did you open this business?
“The main reason for putting this in Green-

wood is to bring more yoga to the Southside. 
Yoga studios have been popping up all over but 
not the Southside. The community can come 
and absorb the benefits of yoga like we have.” 
- Davis

“We wanted to create a different space – 
something no one has seen. We’ve gotten a re-
ally good response from people that come in.” 
- Williams

What did you do to prepare for opening 
your business?

“We painted, stained boards, found all of 
the decorations down to the sink and sconces. 
Every little bit of this was put together by the 
three of us and our friends. It was months and 
months of planning.” - Davis

“We went to a lot of different studios to see 
what we needed, to see what the community 
needed. You really have to get a good feel for 
the type of people in the community you serve.” 
- Williams

Who is your ideal customer/client?
“What we’re noticing with our studio is we 

are attracting beginners or those who are fairly 
new to the practice. We offer classes that are 
more of a challenge, but it’s pretty neat because 
we are bringing new people to yoga.” - Purdy

“We really believe Yoga is for everyone. It 
doesn’t matter the gender, age. They are teach-
ing the benefits of it in schools now.” - Williams

How do you plan to be successful?
“Serving the community and their needs. If 

we see a need in the community, we can sched-
ule for that.” - Davis

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

“There are three different generations of life 
coming to serve for the same purpose. That’s 
what makes us work so well. I always thought 
I would own a studio, but I never thought it 
would be this early in life.” - Davis

“We built this on our own. All three of our 
husbands are incredibly supportive of us. We 
want to grow this on our own, intelligently.” – 
Williams.

From left, Lori Davis, Terrie Purdy and Kimberly Williams.

Photo by Nicole Davis

Owners of Greenwood’s Studio You Yoga aim  
to bring its practice to the entire community

OPEN FOR BUSINESS

BUSINESS LOCAL

From left, Lamoura Munse, vice president public relations, IMCU, Ashley Perry, community relations intern, IMCU, 
Mandy Emery, assistant vice president community relations, IMCU, Frank Gulley, chairman, Indiana Credit Union 
League, Jennifer Newby, director of business development, IMCU, Shallon Vandervort, business development 
coordinator, IMCU, and Nikki Thompson, public relations specialist, IMCU.  

BUSINESS BRIEF

Compiled by Nicole Davis

IMCU receives Dora 
Maxwell Social 

Responsibility Award
Indiana Members Credit Union (IMCU) tied for 
First Place for the 2013 Dora Maxwell Social 
Responsibility Community Service Award for 
credit unions in the state of Indiana.  The Dora 
Maxwell Social Responsibility Recognition 
Award Program, sponsored by the Indiana 
Credit Union League (ICUL) and the Credit 
Union National Association (CUNA), honors 
credit unions for their involvement and 
achievements in community projects and 
activities. IMCU tied for first place in the 
$1 billion + assets category, for the state 
of Indiana which was presented at the 
Indiana Credit Union League’s 79th Annual 
Convention Chairman’s Awards Banquet on 
Sept. 27, at the JW Marriott in Indianapolis. For 
more information, visit imcu.org.   

Inquire about advertising 
with the Business Leader 

by calling 300-8782 
or email: 

info@businessleader.bz
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Guitars Plus

Compiled by 
Nicole Davis

John Johnson knew that when he retired he 
didn’t want to sit around all day, doing noth-
ing. Always having loved music and play-
ing with the instruments, Johnson says he 
planned on opening Guitars Plus in Beech 
Grove right after his retirement in January 
2013. The shop opened off Main Street in Feb-
ruary 2013, sharing the building with Accu-
rate PC Inc.

“I am the music store without the music 
store prices,” Johnson says. “That’s my niche. 
I have a low overhead so my prices are lower.”

Starting during the beginning stages of 
Beech Grove Main Street redevelopment, 
Johnson says sales have just begun to pick up 
as the road has opened. Guitars Plus is open 
Thursday through Saturday, 11 a.m. – 5 p.m. 
and Johnson says as the business grows, he 
would like to turn it into a full-time job, to 
open five days a week.

“I’m in heaven here,” Johnson says. “I can 
play any guitar I want. I’m a musician and I’m 
running a music store. How much better can 
it get?”

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

Keep your overhead low so you can keep 
your prices low.

How have things changed since  
you started your business?

They really haven’t changed. I started in 
February, exactly when Beech Grove started 
tearing Main Street up. They opened back up 
late August. The traffic has picked up since 
they opened the road.

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

I’m still trying to overcome it. Advertise-
ment is my big challenge, getting people to 
see that I’m here. 

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

I wish I knew that I should have waited to 
open because the city would tear the road up 
when they did.

What is the hottest new trend in  
your industry?

In my industry, we have beginner guitars 
of medium and high-end quality. The hottest 
thing in my business here at Guitars Plus is the 
lower-end range of guitars and equipment. 
When I get high-end stuff in here it goes really 
fast, but what keeps my business going is the 
lower-end, medium price range of guitars and 
accessories. The economy is affecting these 
higher-end guitars, which is why everyone is 
going to the lower end.

NOW THAT WE’VE BEEN OPEN

Beech Grove’s John Johnson runs a “music 
store without the music store prices”

John Johnson

BUSINESS LOCAL

Photo by Nicole Davis

BUSINESS LOCAL

Photos by 
Brian Ruckle

The Southside Business Leader held its No-
vember Cover Party at Tilson, 1530 Ameri-
can Way, Greenwood. Honored at the gath-
ering was September cover Paul Jacquin of 
Vino Villa, in Greenwood; John Ausbrooks of 
Access Mobility, in Franklin Township; and 
Michelle Burge of Beech Grove Firearms, in 
Beech Grove. During the meeting, a group 
from Leadership Johnson County’s 2014 class 
gave a presentation on its group project, Ha-
vens Angels – a home which members and 
volunteers are restoring to offer transitional 
housing for women. The 2014 Cover Party 
schedule will be released in January.

AROUND TOWN

Jacquin, 
Ausbrooks and 

Burge honored at 
November 

Cover Party

Dick Brutus and Paul JacquinLucy Bartley and Michelle Burge Mike Lenahan and John Ausbrooks

Pat King and Kate Taylor Rick Myers, Cathy VanBree, Mandy Williams, Tammy Doormon, Carol Nanagon,  
Dawn Truster, Brooke Worland and Paula Meysis.
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November Chamber of 
Commerce Meetings

5 – Greater Greenwood 
Chamber of Commerce 
(Chamber Holiday 
Celebration); Dec. 5, 4-6 
p.m.; Dye’s Walk Country 
Club, 2080 S. State Rd. 
135, Greenwood. For more 
information, call (317) 
888-4856.

10 – Franklin Township 
Chamber of Commerce 
(December 2013 Meeting); 
Dec. 10, 11:30 a.m.; 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. Cost, $12 
lunch and meeting, $5 
meeting only. For more 
information, contact Dee 
A. Young, president, at 
ftccmemeber@aol.com.

10 – Greater Greenwood 
Chamber of Commerce (Mt. 
Pleasant Christian Church 
Community Ministry Center 
Grand Opening); Dec. 10, 
12-1 p.m.; 381 N. Bluff 
Rd., Greenwood. For more 
information, call (317) 
294-8454.

12 – Beech Grove Chamber 
of Commerce (December 
2013 Meeting); Dec. 12,  
11:30 a.m. to 1:30  p.m. ; 
La Quinta Inn, 5120 Victory 
Drive, Beech Grove. Cost, 
$15; RSVP by Tuesday, 
Dec., 10 to GBGCoC@
beechgrove.com. For more 
information,call (317) 
803-9109. 

17 – Greater Greenwood 
Chamber of Commerce 
(December Membership 
101); Dec. 17, 9 – 10:30 
a.m.; Greater Greenwood 
Chamber of Commerce, 65 
Airport Pkwy., Suite 140. For 
more information, call (317) 
888-4856.

NEW MEMBERS

Franklin Township 
Chamber of Commerce 
New Members

Handy Hooisers, LLC
Kathy Squire

Dennis Walters Real Estate 
Group Inc., Dennis Walters

N2 Publishing 
Jim McGowan

Handy Hoosier LLC
Holmes Roofing 
Edwin Holmes

Greater Greenwood 
Chamber of Commerce 
New Members

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

Sobek Enterprises, Inc.
225 S. Emerson Ave., Ste. E
Greenwood, IN 46143
(317) 881-1580

Home Bank SB
1472 S. State Rd. 135
Greenwood, IN 46143
(765) 558-3818

Business Management 
Systems, 7796 W. 300 S.
New Palestine, IN 46163
(317) 861-4626

Honest Abe Auto Sales
3201 W. 16th St.
Indianapolis, IN 46222
(317) 638-1600

Gandolph Financial 
Services
781 Old Eagle Way
Greenwood, IN 46143
(317) 887-9434

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

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

Cindy Tollar LegalShield 
Independent Associate
1169 Crescent Dr.
Greenwood, IN 46143
(317) 426-6812

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

Choose Your Time 
Appliance Repair, Inc.
144 E. Elbert St.
Indianapolis, IN 46227
(317) 280-1000

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

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

Sales Leads
Newly incorporated 
businesses through 
November 10, 2013

B Schnepf Construction
Brian Schnepf
708 Howard Rd.
Greenwood, IN 46142

BN Kleen
William Newby
1550 Younce St.
Franklin, IN 46131

Dacapo Studio
Heather Trammell
5257 Potomac Lane
Greenwood, IN 46142

Dave Melton  
Family Singers
Dave, Krista, Nedra Melton
7432 E. 400 S.
Franklin, IN 46131

Diva Nails
Sally Hunyh, Quang H Pham
9986 Daniel Dr. Ste. E
Columbus, IN 47201

Done Right Home 
Solutions
Robert Busch
1502 Creekside Lane
Greenwood, IN 46142

FBN Group
Thomas J McCarthy
1285 W. Jefferson St.
Franklin, IN 46131

Indy Havoc
Phil Blazek, Mark McElroy
4875 Hurricane Rd.
Franklin, IN 46131

Jivy Catering
April Roland
2666 Woodfield Blvd.
Franklin, IN 46131

Kustom Touch
Kim Sparks
5700 Tembrooke Way
Bargersville, IN 46106

Mayfair Skin Care
Veronica Chounard, Thomas 
Chounard, 3299 Hurst St.
Whiteland, IN 46184

My Utility Rebates
Debby Taphorn, Greg 
Taphorn
4364 Messersmith Dr.
Greenwood, IN 46142

Rowe Construction
Keith Rowe
1116 Harvest Ridge Circle
Franklin, IN 46131

Vantage Cost
Cost Management 
Solutions Inc.
4250 W. Hunters Ridge Lane
Greenwood, IN 46143

Walter Daniels
Thomas J. McCarthy
1285 W. Jefferson St.
Franklin, IN 46131

Wildroot Salon
Rebecca C. Harmon
243 W. Jefferson St.
Franklin, IN 46131

SBA Guaranteed Loans
Hamilton County

AES Restaurant Group, LLC
4000 W. 106th St., Ste. 1
Carmel, IN 46032
$1,622,000
Ridgestone Bank

Buster and Audrey, LLC
905 Grace Dr.
Carmel, IN 46032
$15,000
Superior Financial Group

Events To Remember
5801 116th St.
Carmel, IN 46033 
$1,550,000
First Financial Bank (OH)

JLBA Properties, LLC
10445 Commerce Dr.
Carmel, IN 46032 
$2,170,000
The Huntington  
National Bank

Lucas Pizza, LLC
10048 Summerlakes Dr.
Carmel, IN 46032
$248,100
Community First Bank  
of Indiana

R and R Logistics, LLC
11128 Muirfield Trace
Fishers, IN 46037
$25,000. The Huntington 
National Bank

Hancock County

Auto Air and Heating, Inc.
14 S. Westside Dr.
New Palestine, IN 46163
$50,000. Fifth Third Bank

Best Aire Compressor 
Services
3963 N. Commercial Pkwy.
Greenfield, IN 46140
$187,000
Indiana Statewide  
Cert. Dev. Corp.

Hendricks County

DISC Enterprises, Inc.
8183 E. U.S. Hwy. 36
Avon, IN 46168
$5,000. $72,500
The Huntington  
National Bank

Main Street  
Self Storage, Inc.
442 E. Main St.
Brownsburg, IN 46112
$150,000
Indiana Business Bank

Webb Capital 
Management, LLC
1153 S. S.R. 267
Avon, IN 46123
$36,000. The Huntington 
National Bank

Marion County

CMAJ Ent. Inc.  
CBMC Acq. Image
5855 Kopetsky Dr., Ste. G 
Indianapolis, IN 46217
$1,250,000
First Merchants Bank 

Gideon VI, LLC
9718 Treyburn Green Way
Indianapolis, IN 46239
$45,000. The Huntington 
National Bank 

Hari Food and Sub, Inc.
5682 Crawfordsville Road
Indianapolis, IN 46224 
$198,000
BMO Harris Bank

Masonry Outfitters, LLC
5258 Carrollton Ave.
Indianapolis, IN 46220
$40,500
Chase Bank

John Naviaux  
Restoration, LLC
5345 Winthrop Ave., Ste, A
Indianapolis, IN 46220
$50,000. The Huntington 
National Bank

New Day Meadery, LLC
1102 Prospect St. 
Indianapolis, IN 46203
$30,000. The Huntington 
National Bank

Panaderia  
Las Americas Bakery
4407 N. Franklin Road
Indianapolis, IN 46226
$50,000. The Huntington 
National Bank 

Passwater’s Auto 
Specialists, Inc.
829 Broad Ripple Ave.
Indianapolis, IN 46220
$70,000. The Huntington 
National Bank 

R.J. Aluminum, LLC
365 S. Post Road
Indianapolis, IN 46219
$824,000
Premier Capital Corporation 

S and M Properties 
Indiana, LLC
3050 S. Arlington Ave.
Indianapolis, IN 46203
$1,210,000
Fifth Third Bank

Sun Petroleum, Inc.
3801 Lafayette Rd.
Indianapolis, IN 46254
$333,000. Indiana 
Statewide Cert. Dev. Corp.

TNT Power Wash, Inc.
1099 S.Kentucky Ave.
Indianapolis, IN 46221
$321,000 
Ohio Statewide Dev. Corp.

PLANNER OF NOTE

BUSINESS LOCAL

An article that I recently read, authored by 
Economist Morton Marcus regarding the geo-
graphical divide in Johnson County, reported 
household incomes based on Zip 
code locations, and clearly illustrat-
ed why the areas bordering Marion 
County average higher incomes. 
Amenities such as Greenwood Park 
Mall, restaurants and medical facili-
ties also attract new families to the 
Center Grove and Greenwood ar-
eas.

The far north east side of Green-
wood produced the highest medi-
an income. The once small town of 
Bargersville produced the second 
highest income and number of peo-
ple. Johnson County census adds that more 
than half of county residents commute to an-
other county, with the majority heading north 

where jobs pay about $15,000 more per year 
on average.

Areas of rapid growth draw retailers and 
other commercial properties. Builders and 
developers are struggling to find develop-

ment ground as home buyers take 
advantage of low interest rates and 
the return of equity in their existing 
homes.

……………
 
If you are looking for some great 

authentic Mexican cuisine, Holy 
Guacamole has located at the Shop-
pes at Buck Creek on Bluff Road just 
north of Southport Road. The res-
taurant offer at least 74 percent of 
the menu gluten free.

United Natural Food, Inc., has leased 
66,023 square feet of industrial space at 999 
Gerdt Court, Greenwood.  Meridian Title 
Corporation has leased 4,724 square feet of 

office space at 3850 Prioity Way South.
Traders Interiors Furniture & Consignment 

opened at 1000 US 31, South, Greenwood. 
Stop by and see what new treasure you might 
trade or purchase.

Marian Financial Partners, Inc., relocat-
ed its business to 698 Oldefield Commons 
Dr. Ideal Health Weight Loss Center opened 
at 1690 Stonegate Dr. and State Rd. 135 in 
Greenwood.

Franklin welcomes two new restaurants 
expected to open early 2014.  Moe’s South-
west Grill will offer Tex-Mex good and Ital-
ian favorite Fazoli’s will locate at 2141-2161 
N. Morton St. The eateries will share the same 
building as the Sunoco Food Mart. The build-
ing owner added 7,500 square feet to accom-
modate the new restaurants.

The Lord’s Cupboard Thrift shop will relo-
cate at the northeast corner of US 31 and Ban-
ta Street in Franklin with hopes of attracting 
shoppers to the new site.

Each area of Johnson County offers a 

unique feature drawing families and business. 
Franklin College is a great example of a quaint 
college town, while Trafalgar offers rolling 
ground, lakes and country living. Camp Atter-
bury draws thousands of soldiers a year and 
brings with it great history. The place we call 
home has something to offer to everyone.  

Demographics drives demand

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
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