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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.

Of course you do! All successful business 
owners know that competition is 
fierce.  Customers are bombarded 
with an infinite amount of informa-
tion from all directions. To secure 
the next big account, one must fig-
ure out a way to “POP!” out of the 
crowd. Be seen, get noticed and 
most importantly, be heard. 

Sam Horn, an international au-
thor, speaker and communication 
strategist, has helped business own-
ers around the world who dream 
big, deliver big, by using proven 
techniques that will have your au-
dience hanging on your every word.  
You can bank on it!  Sam has helped entre-
preneurs source over $5.5 billion in funding 
through Springboard Enterprises, and she 
made a stop in Indiana this past month as 
keynote speaker for the NAWBO Indianapo-
lis Visionary Awards.

Her pioneering book, POP!, has been en-
dorsed by Seth Godin, Ken Blanchard and 
Mark Sanborn. Marketing guru Jeffrey Gi-

tomer calls it, “a rocket ship to your success.”  
I agree.  Having experienced these techniques 
first hand during a retreat hosted by Sam in 
Washington, D.C. last year, it changed the 

way I run my business.  By follow-
ing  Sam’s innovative step-by-step 
system for creating first-of-their-
kind titles, taglines, pitches, brand 
messages, positioning and market-
ing copy,  your products and servic-
es will get noticed, remembered and 
bought!

Sam’s incredible ability to trans-
form a business idea into a powerful 
strategic message that delivers big 
results is mind blowing.  She mes-
merizes her clients by her brilliant 
talent–articulating complex ideas 

into simple easy-to-digest messages that win 
contracts, close deals and position you as an 
expert. POP! is a must read for 2014.  Interest-
ed in attending one of Sam’s always sold out 
retreats?  Check out her Web site for more in-
formation: www.intrigueagency.com

YOUR BUSINESS

Need to stand out  
in the crowd?

“…business owners might be well served by establishing some  
management objectives at the beginning of the year, committing  

to extending and challenging themselves, toward the ultimate goal  
of ‘getting into shape’ entrepreneurially.”

Another new year… another set of New 
Year’s resolutions. Sure, many of us focus on 
the usual personal commitments, starting an 
exercise program and losing a few 
pounds, toward the ultimate goal 
of “getting into shape” personally.  
However, business owners might 
be well served by establishing 
some management objectives at 
the beginning of the year, commit-
ting to extending and challenging 
themselves, toward the ultimate 
goal of “getting into shape” entre-
preneurially. Here are a few ideas:

• Do some planning.  Oh, a writ-
ten business plan would be great, 

but if you don’t have that much motivation, at 
least establish a budget and some basic sales, 
expense and profit goals to help guide you 
through a productive new year.  Those who 
plan simply increase their odds of success.

• Connect with your custom-
ers.  Find out what they really like 
and don’t like about your product 
or service. Think about companies 
that you do business with where 
you “feel the love,” and add some of 
their strategies.  Strive to develop a 
few new ways to demonstrate your 
appreciation for your customer’s 
business.

  • Stretch yourself. Spend some 
time reviewing your strengths and 
weaknesses as a business owner/

manager, then focus on your needs and take 
action. Want to better understand Quick-
Books? How about enhancing your selling 
skills? Find seminars/webinars/workshops 
that address those needs and expands your 
knowledge base.

• Delegate some work. Time management 
is a nearly universal problem, and it is often 
related to a manager’s unwillingness to let go.  
Prioritize your activities and commit to let-
ting other team members or outside contrac-
tors complete less important tasks. Focus on 
what you do best… those high impact activ-
ities that will provide the greatest return on 
your time investment.

• Remember what’s important. The de-
mands of business are great, and the hours 
can be long, but time for your family and for 

yourself needs to 
be a priority as 
well.  Be proactive 
in planning activi-
ties throughout 
the year that take 
you away from 
work, in order to 
spend time with 

those people and things that you truly love. 
 Getting into shape is not easy and doesn’t 

happen overnight. It’s all about taking baby 
steps, making small commitments and mi-
nor incremental changes to your management 
style and direction, that can lead to huge ben-
efits for you and your business in 2014.  

‘Getting into shape,’ entrepreneurially speaking
GROWING SMALL BUSINESS

Larry White is a business advisor with the Central Indiana 
Small Business Development Center (SBDC). He can be 
reached by e-mail at lwhite79@ivytech.edu or by phone at 
(317) 921- 4859.

Larry White
Guest Columnist

BUSINESS DEVELOPMENT
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I wanted to focus this month’s piece on mov-
ing forward and all of the promise 
that a new year brings to us. Then I 
realized I’d rather focus on an indi-
vidual who I’ve come to know as a 
real champion at what she does.

As a board member of the Green-
wood Chamber of Commerce, but 
more importantly a member, I want 
to say a big thank-you to Tricia Bow-
en, events and operations manag-
er for the Greenwood Chamber of 
Commerce. 

 Tricia will be mother to her third 
child at the end of February, and af-
ter much thought, she decided not to return to 
the chamber after the baby arrives. As someone 
who holds an advance degree in youth devel-
opment, I’ve read much on the subject of early 
childhood development, and I understand how 
important that initial bond is between mother 
and a child; I respect her decision tremendously. 

 The chamber does such a fantastic job of put-
ting on events for its membership – Tricia’s sig-
nature has been on those events over the past 

two years. I’ve come to know that she expects 
the best – whether it was a small event or large 
event, it was treated with professionalism and 
the best interest of chamber membership. 

 “We enjoy having Tricia on our 
staff team and will miss her tremen-
dously,” Christian Maslowski, execu-
tive director of the chamber, wrote in 
an e-mail to board members recently. 
“She has made such a positive impact 
on our programs since arriving not 
quite two years ago.”

I couldn’t agree more.
Tricia’s last full day will be Friday, 

Jan. 10; however, fortunately, she will 
work remotely on a limited part-time 
basis until Feb. 7 to help with wrap-up 
work for the Taste of the Southside, 

which is scheduled for Sunday, Feb. 23 at Val-
le Vista Golf & Conference Center, 755 E. Main 
St., Greenwood (visit www.greenwoodchamber.
com for more info). 

Get in to the chamber office before the 10th 
and let her know how much you’ve appreciated 
her work over the past couple of years.

We’ll miss Tricia  
but understand

that motherhood has called
FROM the PUBLISHER

VIEWS

Beech Grove welcomes 
bakery delivery hub

Beech Grove Mayor Dennis Buckley recently 
welcomed the arrival of a Klosterman 
Bakery delivery hub to the city. Klosterman 
is one of the largest family-owned bakeries 
in the Midwest. The facility, located in an 
industrial park at the corner of Elm wood and 
Churchman Avenues, is expected to employ 
40-50 workers. The company is moving the 
distribution operation to Beech Grove from 
the Eastside of Indianapolis. “Relocating this 
facility to Beech Grove sends a strong message 
that our city is moving in the right direction as 
a place where employers want to do business,” 
Buckley said. “We welcome Klosterman with 
open arms, and we hope more companies will 
follow once they see the amenities we have 
to offer.” This marks the third major company 
to re-locate in our industrial park this year. 
Recently Lamping Huser Heating and Cooling, 
Wash-Pro, and Industrial Paint Coating have 
opened up shop in our beloved city. Buckley 
said local development has picked up as the 
city has made much-needed improvements 

to its infrastructure and business district. 
Since January 2012, Beech Grove has invested 
almost $1 million in paving and sewer projects. 
By the end of 2014, the city will have invested 
more than $1 million in roads, excluding 
Main Street with an overall infrastructure 
improvement investment of approximately 
$1.5 million.

BUSINESS BRIEF

Food • Fun • Networking

May 20
5:30-7:30pmSimons Bitzer, 8350 S  Emerson Ave #100, Indianapolis

November 18
5:30-7:30pm

Mystery Venue

2014 COVER PARTY PLANNER

February 18
5:30-7:30pm
Mystery Venue

RSVP to coverparty@businessleader.bz 
or by calling (317) 918-0334.

Save the dates!

August 19
5:30-7:30pm
Indiana Members Credit Union

1115 N Madison Ave., Greenwood

????

????

Giving back to  
your community

There are two things that most retirees have 
in abundance: time and experience. That’s the 
perfect match for giving back to their commu-
nities and, in the process, keeping their lives 
active and fulfilling. For many people, finding 
ways to volunteer is as simple as giving time 
through a religious organization or other lo-
cal group to which they already belong. These 
days, the Internet also makes it easy to match 
specific interests and skills with groups that 
need a hand outside existing social circles. 
Visit websites likewww.nationalservice.gov/
programs/senior-corps or www.volunteer-
match.org to find ideas of what’s available. - 
Wall Street Journal

BUSINESS DISPATCH
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Victorian portraits rarely show a smiling sub-
ject. I used to think that was because they were 
miserable living in the 19th Century. 
Turns out they saw smiling as too in-
formal. Plus, an exposure took up to 3 
minutes and no one smiles that long.

Smiles are harder to come by these 
days. No one is happy with gas prices, 
healthcare or the weather. Yet, your 
world may change just by consciously 
smiling every chance you get.

Think about your daily routine. 
Unless you’re a doctor informing a 
patient of certain death, there are like-
ly not many situations when a smile 
would be inappropriate.

Think about 
the people in your 
life that you gravi-
tate toward. Don’t 
you enjoy being 
with people who 
smile more than 
the Doppelgän-
gers from an era 
before indoor plumbing?

Smiles are inviting. Smiles are contagious like 
yawns. Smiles are a brief relief from the natural 
resting faces of most people. Pay attention to the 
lack of smiles around you. It’s interesting to real-
ize how rarely we smile. 

We rise before the sun, dress, comb 
our hairs, apply makeup, just to go 
out looking dour? Commit to a smile 
and watch the tide turn positive. 

Last year, I started paying atten-
tion to my smile. Whenever I be-
came aware of it, I would offer a clas-
sic Duchenne smile (one with mouth 
turned up and wrinkles and creases in 
the corner of your eyes). I can’t say I 
lost 30 pounds or became more pro-
ductive, but I feel marginally better 
and my outlook improves. My warm 

attitude fools oth-
ers into thinking 
I am happy to be 
with them or to 
help them. Now 
that’s a trick!

On a sensory 
level, smiling beats 
the heck out of a 
frown or even a 

grimace (not the purple one). Cognitive Behav-
ioral Therapy or CBT is sort of like conditioning 
your mind. Researchers theorize that stress can 
make negative comments or criticisms loom 
large. In reality, there isn’t any more disapprov-
al out there; we’re just a bit more attuned to it. 
Now get this: We can orient ourselves to a sup-
portive environment by training our brain to 
find the smiles.

There’s even an iPhone app for this called 
Psych Me Up! It offers a very simple array of 
frowning, even angry faces. The object is to 
tap on the one person smiling. This trains your 
brain much like a quarterback trains by study-
ing different types of defenses and finding the 
open man.

I want to be the positive target that makes 
someone’s day happier. 

That’s why I’m calling 2014: The Year of the 
Smile.

Join me in changing our world. Let’s count 
our blessings and forget the winter weather. If 
you’re smiling next time I see you, I know you 
will have seen this article. At least that’s what I 
will think.

Gus Pearcy
Columnist

The year of the smile
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

“Smiles are harder to come by these days.  
No one is happy with gas prices, healthcare or 
the weather. Yet, your world may change just 
by consciously smiling every chance you get.”

It’s good to have 
money and the  

things money can 
buy, but it’s good  

too, to check once  
in a while to make 

sure that you haven’t 
lost the things that 
money can’t buy.

~ George Horace Lorimer, 
editor of The Saturday 

Evening Post from 1899-1936

In 2014, I’m 
going back to  
the beginning 

Have you lost some of your lus-
ter for your life? For your busi-
ness?

In the movie The Rookie 
(based on a true story), Jim Mor-
ris (played by Dennis Quaid) lost 
his luster for playing baseball, his 
childhood dream. A high school 
science teacher and baseball 
coach takes on a bet with some 
of his lackluster players and is ul-
timately coerced into trying out 
for the major leagues. Surpris-
ingly to everyone, he makes it to 
the minor leagues (and eventual-
ly the majors). 

When Morris’s dream appears 
to be over (mostly by his choice), 
he has a moment of reflection 
while sitting in a bar on one of 
his numerous lonely road trips. 
While there, he sees some clips of 
himself in interviews and the lis-
ten to the words he spoke to re-
porters. He next goes to watch a 
little league baseball game under 
the lights.  Through this series 
of events, not lasting more than 
two to three minutes, Morris falls 
back in love with the game.

How did he do this? He went 
back to the beginning. He went 
back to the time when he first re-
alized his dream and true love, as 
a young little leaguer, to become 
a major league pitcher. By going 
back to the beginning, you re-
discover your true passion, your 
true love.

It’s a new year, a time to redis-
cover your dreams, ambitions 
and hopes. Losing luster and get-
ting bogged down with the rou-
tine and mundane takes its toll 
on us as humans. Take the time 
to go back to the beginning of the 
things where you found so much 
joy and life. 

Make 2014 a year of falling 
back in love with your passions. 
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By Nicole Davis
When Alissa Thompson begins to feel ex-

hausted, she says she just thinks of the peo-
ple she gets to see every day, the ideas she’ll 
hear or the support she will receive from the 
antique dealers, staff and customers at South-
port Antique Mall (SAM). When her parents, 
Jim and Jane Haganman, started SAM in 1994, 
Alissa says her dad’s only rule was that they 
have a good time. Twenty years later, she says 
she feels lucky to run a retail establishment 
with such great employees, customers and 
unique products, still finding happiness inside 
the store every day.

“There are many dealers and staff that have 
been here so long, that I feel like I grew up 
with them,” Alissa says. “I was 18 when I start-
ed here. We have really great staff, who is ded-
icated. They come and they stay. Many people 
have been here more than 10 years so they feel 
like family, which sure makes work easy.”

When her parents first opened SAM, Alissa 
went to college and worked part-time during 
breaks. She says she explored other career av-
enues, but always had something to do with 
the store, knowing this was where her future 
would lead. Through the years, the shop has 
expanded to entail more than 36,000 square 
feet of space, filled by approximately 200 ven-
dors.

 “We opened during the heyday of antiqu-
ing,” Alissa says. “When we started, the first 
four or five years it was remarkable the busi-
ness we saw. Everything has its phases. Sort of 
the excitement of antiquing wore off, so from 
then on it’s been kind of difficult to stay rel-
evant in the world. I have a great marketing 
team. Once we adopted the ideas of reusing, 
repurposing, recycling, keeping things out of 
the landfills and reducing your carbon foot-
print, it’s really helped us to stay afloat and 
keep people interested.”

When Jim passed away in 2008, Alissa took 
on a more of a leadership role. In 2013, Jane 
stepped down and passed the day-to-day op-
erations on to Alissa.

“Our biggest challenge is staying relevant,” 
Alissa says. “Our biggest challenge is reaching 
our market. Coming through that economic 
crisis we had, small businesses were closing. 
Our biggest challenge was getting through 
that and getting to the other side. It was not 
easy but we did it.”

To overcome the challenge of staying rele-
vant and keeping their name out there, Alissa 
says her marketing team has launched a new 
logo and advertising campaign. They are get-
ting more involved with social media, which 
she says has gone well.

“Business is pretty good, it’s pretty consis-
tent,” Alissa says. “What more can you ask for? 

We’re still trying to reach more, get more out 
there and get our name out there. That’s never 
going to stop.”

Alissa says Web sites such as eBay and Pin-
terest have helped business, opening people’s 
eyes to the items that are out there, and what 
they can do with it. Though long before the 
popularity of Pinterest, Alissa says they had 
a loyal customer base who spread positive 
word-of-mouth recommendations, always 
shopping with SAM first.

“They have everything; anything you want, 
they’ve got it,” says Jackie Moster, who has 
shopped and ran a booth at SAM for 12 years, 
making a trip from Columbus weekly. “I enjoy 
everything that’s in the booths. Everyone is so 
nice. The people are so friendly.” 

As Alissa looks at what the future has in 
store for SAM, she says she is excited to focus 
more on community involvement. In 2013, for 

example, they hosted a trick-or-treating night 
which not only gave the shop some nice expo-
sure, but brought the community together – 
more than 1,000 people attended.

In recognition of the antique mall’s 20th 
anniversary, Alissa says they will host spe-
cial celebrations all year long – from special 
sales and events to dealer appreciation. For 
the first time this year, they will participate 
in the antique weekend at the Indianapolis 
Home Show at the Indiana State Fairgrounds 
on Jan. 24, 25 and 26. Additional events will be 
posted at southportantiquemall.net or on the 
Facebook page.

 “You don’t know where the time’s gone,” 
Alissa says. “I’ve seen so much happen here - 
so much growth, loss and good. We’ve really 
built a community here amongst ourselves, 
which is very cool and something to be thank-
ful for.” 

Southport Antique Mall
2028 E. Southport Rd.
Indianapolis, IN 46227

(317) 786-8246
Southportantiquemall.net

Best Advice: Be great to your 
customers and dealers. With small 
business, I’ve always said our customer 
service is all we’ve got - the word of 
mouth and letting people know how 
much we care for them.

Worst Advice: Getting too many 
opinions. I’ve learned through the 
years we need a solid base of those 
around you...

Best business decision: Hiring the 
people that I’ve hired. Being thoughtful 
and listening to my gut on the people 
I’ve brought in here.

In 5 years... I want to have what we 
have and more. We’re getting ready to 
make this turn. We are going to work 
harder to give back to the community. 
We have always done little things, but 
we want to take more of a stance in 
the community and give back. In five 
years, I would like to be a staple in the 
community and be able to give more 
than we do now.

Secret to success: The camaraderie 
of the people here, the community 
that we’ve created. There are days I 
look around and think, “Why are these 
people here?” There just is something 
about this place and the people here.

How did Alissa do it?

Reasons someone would want to do 
business with you…

n  We have everything you can 
imagine. We have something for 
every person. This is the first place I 
shop. It’s my favorite store.

n  We have amazing staff that will 
help you. If we don’t have what we 
need, these people are professional 
shoppers – we will find it.

n  We are so unique. It’s not a box 
store. You will never see the same 
thing twice. It’s not just shopping; 
it’s an experience.

n  It’s clean and enormous. You only 
see four windows up front, but 
we’ve got 30,000 square feet in here.

The List Alissa Thompson celebrates 20 years  
with family, friends and collectables  

at Southport Antique Mall

Alissa Thompson stands on the showroom floor at the Southport Antique Mall.

Photo by Nicole Davis
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Out with 
the old
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I write this article during a time of “If you 
like your plan you get to keep your plan. If you 
like your price, it will not go up”. Yes, even pres-
idential loyalists are trying to defend 
the President on this one, but it gets 
harder to do so each day. So how 
does a little, fat businessman from 
Indianapolis fair in this argument? 
To answer that, let me first turn to a 
news cycle. 

I was watching TV when a fam-
ily came on with a Blue Cross Blue 
Shield policy. The family felt secure 
that their plan was going to be a plan 
they could keep and that the price 
would remain the same, 
if not go down with 
Obamacare. Well, 
they went through 
their letter on TV 
that they had re-
ceived from Blue 
Cross the previous 
day; they found both 
of those items of con-
cern were to prove to be un-
true! In fact, the plan was going to go away and 
be replaced by another plan. Price on the new 

Obama plan – $2500 higher for this family of 
four!

I watched this news clip with passive inter-
est, knowing that it would not actually affect 
me because I was older, and I just insure myself. 

Well, was I in for a surprise. The very 
next day, I received the very same let-
ter that the family on TV received. 
And my policy? It went up $68 a 
month! In addition, it stated that 
within the next several months, my 
policy would be replaced with a new 
policy. Was my deductible going to 
go down? Could I see my same doc-
tors at the same price? These ques-
tions still remain up the air. 

No, I have never had any person-
al investment in anything direct-

ly related to Barack 
Obama, until now. I 
have seen the clips 
a hundred times 
over: “You get to 
keep your policy, 

the price will not go 
up, and you get to see 
your doctors.” One of 

my heroes, Mike Hucka-
bee, said on TV Sunday night, that not a word 
of that is true! Those are strong comments 
coming from an evangelical pastor turned poli-

tician. However, I can attest first hand that he 
is right. I won’t keep my policy, the price will 
go up, and I guarantee you the other variables 
will not be in my favor either. Anybody want to 
take a bet on it?

Let’s break this down to the small business-
man. Let’s assume this young family is typi-
cal, and its price went up $2500 a year. A lot 
of people who we try to sell goods and services 
to in this country don’t even save but $2500 a 
year. So if that be the case, a choice must be 
made: Do I ensure my family, pay a fine, or re-
duce my savings to little nothing? Many of the 
things that we as businesspeople sell come 
from the funds people have collected as discre-
tionary income. Things like a new car, an addi-
tion to home, investment items like new furni-
ture, they all often come from these dollars that 
most people try and save. No, in many families 
across America these dollars will not be avail-
able to save or spend anymore.

I’ll close on a political note. This doesn’t hurt 
the poor people as they won’t pay a thing any-
way. It seldom hurts the wealthy people who 
are paying for the lion share of this as they can 
afford it, or so argument goes. So you squeeze 
the middle class!  And Obama talks about the 
shrinking middle class. He just doesn’t get it; 
he is one major cause as to why it is shrinking!

It happens every time there’s a pull back or 
downturn in the market. The financial press 
yet again (using Monday morning 
quarterbacking) anoints the “vision-
ary investment guru” who predict-
ed the correction in his newsletter 
or CNBC interview or Wall Street 
Journal article and saved his clients 
countless thousands of dollars. Well 
let me tell you, Dear Reader, if your 
investment guy tells you he can pre-
dict when the next correction will 
occur, my advice is to RUN. Take 
your money and RUN from him.  
Even if you graciously assume that 
his advice is sincerely based on 
good intentions and wanting to 
save you financial pain, the level 
of vanity and hubris displayed by 
him in saying he can predict the 
market is a very dangerous thing 
when it comes to managing oth-
er people’s money. He himself 
may be blinded to his own for-

tune telling inadequacies by his hubris.  
Here’s a little bit of truth: With hundreds 

of thousands of investment gurus out there, 
whether  they’re in the local branch of your 
national retail investment store chain, or one 

of the many talking heads on the 
financial news channels… one of 
them is gonna get lucky and pick 
the exact date the correction be-
gins and how far the market will fall. 
Funny though, that guru won’t be 
identified until well after the correc-
tion has happened — see Monday 
morning quarterbacking referenced 
above. 

So Bink, if you think any opin-
ion about when this bull market will 
correct itself is bull$#%&, why are 

you even writing this article? Be-
cause I want to try and give value 
to you who exchange a commod-
ity to read this. That commodity 
is the most valuable in the world.   
Your time.  

Let me state plainly: I have no 
idea when the next correction 

will take place. Nor whether it will be a cor-
recting dip of 5 percent, 7 percent or more 
than reverse to achieve new highs or whether 
it will be the start of a prolonged bear market 
with a true downturn of 10 percent, 20 per-
cent or more. I do suggest that the investor 
who would be successful should think about 
these truths…

From the start of this bull run in March of 
2009 through September of 2013, there have 
been 11 corrections of 5 percent or greater, 
with another 4 percent correction in Octo-
ber 2013. These continuing corrections re-
mind us that this continues to be one of the 
most “nervous” stock market recoveries since 
WWII. And while the corrections have been 
decreasing in percentage depth, they appear 
to be happening more frequently. 

At 4.75 years, this bull market is already 
one of the longest since the Great Depression.  
Since 1932, the average bull market duration 
(for the S&P 500) is 3.8 years. So in compari-
son, this one is getting a little long in the tooth.

My final thought on this matter is that when 
you start hearing those talking heads and in-
vestment gurus squawking  have we “banished 

bear markets forever?” or something to that 
effect… run. 

That, my friends, is when we know hubris 
has truly run amok and we, in turn, should 
run our investments to the sidelines.

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

BUSINESS FINANCE

The truth Washington and Wall Street are hiding

Howard Hubler
Columnist

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

PEER TO PEER

It all went wrong, terribly wrong

Bank deposits safer • Federal banking 
regulators have passed the Volcker Rule 
to limit risk-taking by banks with federally 
insured deposits. Named for former Federal 
Reserve chairman Paul Volcker, the rule 
restricts banks with federally insured deposits 
from engaging in risky investment activities 
undertaken for their own benefit, a practice 
known as proprietary trading, as well as from 
taking ownership stakes in hedge funds and 
private equity funds. Banks can still engage 
in proprietary trading of U.S. government, 
state and municipal bonds, as well as those 
of government-backed entities like housing 
finance firms Fannie Mae and Freddie Mac. 
They also can trade in foreign bonds under 
more limited circumstances. - CNN Money
 
Still in debt after foreclosure • A tax break 
for struggling mortgage borrowers ends Jan. 
1 and that could mean big tax bills. If family 
is behind on their mortgage, a bank could cut 
them a deal, maybe reducing the loan principal 
or forgiving the mortgage balance after a 
“short sale” in which the seller owes more than 
the final price. And under traditional IRS rules, 
the amount of that debt forgiveness would be 
taxable income. That temporarily changed in 
2007 when Congress passed the Mortgage 
Foreclosure Debt Forgiveness Act. That law 
is set to expire at year’s end. A return of the 
tax could affect many of the nearly 10 million 
Americans who owe more on their loans 
than their homes are worth, according to the 
National Association of Realtors. - CNN Money

Warren Buffett’s 10 favorite stocks • Source 
Wall St. Cheat Sheet 10) Goldman Sachs. Year-
to-date performance: 28 percent growth. 9) 
DIRECTV. Year-to-date performance: 28 per-
cent growth. 8) U.S. Bancorp. Year-to-date per-
formance: percent growth. 7) Exxon Mobil. 
Year-to-date performance: percent growth. 
6) Walmart. Year-to-date performance: 16 
percent growth. 5) Procter & Gamble. Year-
to-date performance: 24 percent growth. 4) 
American Express. Year-to-date performance: 
42 percent growth. 3) International Business 
Machines. Year-to-date performance: -5 per-
cent growth. 2) Coca-Cola. Year-to-date per-
formance: 11 percent growth. 1) Wells Fargo. 
Year-to-date performance: 26 percent growth. 
- USA TODAY

DISPATCHES

BUSINESS TALK
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How many times have you, when following 
up with a prospect, sent them an e-mail? If that 
is the only way you are following up with pros-
pects and current clients, then I have 
news for you: You are not following 
up!

One of the biggest pet peeves I 
have when working with clients who 
want more sales, need more sales and 
sometimes are desperate for sales tell 
me, “I sent them an e-mail,” when I 
have asked if they have followed up 
with their prospects.

The real way, the best way and as 
far as I am concerned, the only true 
way to follow up is to pick up your 
phone and call them or drop by and 
check in on them. Anything else and you are 
only fooling yourself and probably losing more 
sales than you realize.

At a recent event in Chicago, I heard Dan 
Kennedy talk about online and offline marketing 
and the results or lack of results with each. Dan 
said that “even customers who tell you they want 
only digital (that means e-mail) correspondence, 
follow-up, etc. are in fact, not satisfied with the 
only digital approach.” He cited an investment 
firm that was averaging a 34 percent annual re-

newal rate on one of its subscription programs 
with printed renewal notices. After “listening” to 
clients who requested to go to digital only corre-
spondence, the annual renewal rate dropped to 
a meager 12 percent in only two years.

Let’s look at real dollars for the same scenar-
io. That investment firm was mak-
ing $720 per client annually when it 
used a print renewal form, but when 
it switched to the digital, i.e. e-mail, 
the average annual income per person 
dropped to only (meager again) $190 
per client. This after 70 percent of the 
firm’s clients were “eager for digital 
only.”

The tragedy is that many who say “I 
sent them and e-mail” believe that it 
is an effective way to follow-up, cor-
respond or communicate. Albeit only 
one example, the example is strong 

enough to encourage us all to at least do a test, 
or worst case, pay attention to our results.

Next time, pick up the phone or send them 
something in the mail. Do not, in any case, just 
rely on e-mail to be your follow-up mechanism. 

I sent them an e-mail

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

A lot has changed in the last few years. And we’re 
all wondering how many more hits we can take. 
It always looks bad when you’re down, but rest 
assured we will get back up. We should know, 
in the last three years Express Employment 
Professionals has helped over 1 million people 
find jobs. Because where others see adversity, 
we see opportunity… and we are on a mission… 
for one million more.

(317) 888-5700   707 S. Madison Ave., Greenwood, IN 46143
ExpressIndySouth.com

TWLX359438.indd   1 12/19/13   5:28 PM
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This doesn’t feel like work to me.  
When I was at home, I would go into the garage  

and I’d be there till midnight. It’s fun to me  
and I enjoy doing it.  ~ Dionna Harrell

“

“
FOCUS

Photos 
by Nicole Davis

Dionna Harrell says she has always loved funky furniture. She opened Radioactive Interiors in November.
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By Nicole Davis
Dionna Harrell says the best marketing in her 

new business Radioactive Interiors has been 
setting her refinished furniture pieces outside 
of her shop at 320 U.S. Hwy. 31, Greenwood. 
The bright colors attract the eye of passer-byers 
on the busy road, hopefully bringing them into 
the store out of curiosity, Harrell says.

“I like unique pieces,” Harrell says. “I love 
color. You just can’t find those pieces in the 
store. And I like stuff that’s older. It’s not made 
like that anymore. They’re solid.”

Dionna Harrell opened Radioactive Interiors 

at the end of November. She intended the shop 
to be an extension of her hobby, refinishing old 
furniture to give a fresh, new appearance. Most 
of the furniture is from the 1920s – 1970s. She 
says she’s been interested in repurposing the 
items for years, reupholstering her first chair 
more than three years ago.

“It’s an outlet for me,” Harrell says. “This 
doesn’t feel like work to me. When I was at 
home, I would go into the garage and I’d be 
there till midnight. It’s fun to me and I enjoy 
doing it.”

The day that she signed her lease, she learned 

she was part of a medical cutback. Now focus-
ing on Radioactive Interiors full-time, Harrell 
says business has gone well so far. She says she 
plans to be successful by having unique pieces 
that will draw people into her store. She says 
she loves bright, funky colors, and will custom-
ize a piece with any color she can get a paint 
swatch to.

“I’m thinking a majority of my income is go-
ing to be customizing furniture for people,” 
Harrell says. “You can use a piece that’s been in 
your family and redefine it.”

One goal she says she had in mind when she 

opened the store was giving back to others in 
need. She says she had followed the story of 
Lane Goodwin, a 13 year-old from Kentucky 
who passed away in 2012 from Alveolar Rhab-
domyosarcoma, childhood cancer. Harrell says 
his story touched her heart, so she will donate 
10 percent of her profits to the organization in 
his name, Thumbs Up for Lane Goodwin. For 
more information, visit thumbsupforlane.org. 
For more information on Radioactive Interiors, 
visit facebook.com/Radioactive.interiors75 or 
call (317) 599-2872. 

FOCUS

Fabulous and 
funky furniture

Restored cabinet/drawers.

Greenwood’s Dionna Harrell refinishes antique 
furniture in her new business Radioactive Interiors

Restored table.

Unfinished furniture. 



10   January 2014 • businessleader.bz Southside Business Leader

Outdoor billboards provide an excellent op-
portunity to connect with people on the go. Re-
membering seven simple realties of 
outdoor advertising can make your 
outdoor boards far more effective so 
that your investment in them pro-
vides a higher return.

1. Choose the right place. 
Location is one of the most impor-

tant factors affecting how well a board 
will perform. It also has a tremendous 
effect on what you’ll pay every month. 
For example, if you’re a local business 
that serves only local customers, you 
probably don’t need to pay the premi-
um price for a board on the interstate.  

2. Stick to one message. 
Even at a speed of 40 miles per hour, a car 

passes by a standard-sized billboard very quick-
ly, and your board will be within the driver’s 
range of vision for just 10 seconds. But he or she 
will spend most of those ten seconds watching 
the road and other drivers instead of reading, so 
make sure your message is very simple and very 
communicative. 

3. Keep it short. 
A rule of thumb is that you should have no 

more than seven words on your outdoor board. 
Short, simple messages succeed. Have ten or 
more words? That’s probably way too many.

4. Make words big. 
Choose typefaces (fonts) that are 

easy to read, too. Outdoor boards are 
not the place for lettering with intri-
cate designs or nonstandard charac-
ters. A reader shouldn’t have to strain 
to get your message.

 
5. Design it simply. 

The color of the type and back-
ground should have a strong contrast. 
Combinations such as black type on a 
white or yellow background are much 

easier to see than combinations such as orange 
type on yellow. If the board doesn’t have lights, 
you may want to use some type of reflective ma-
terial for the lettering.

 
6. Avoid TMI. 

Too many advertisers cram too much infor-
mation on their boards. Use images to sell in-
stead of words. A big photo of a gooey cheese-
burger will connect with a hungry driver far 
better than a phrase like “Tasty Cheeseburgers.” 

 

7. Start with the end in mind. 
What one thing do you want the driver to do 

or remember? Do you think drivers will pay at-
tention to and make note of your address, phone, 
Web site, and product line as they weave in and 

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/.

Making outdoor billboards more effective

Scott Flood
Columnist

THE PERSONAL TOUCH

BUSINESS TIPS

To the editor,
I am a homegrown Hoosier businessman.  The state of Indiana has 

granted me the privilege, and the responsibility, of selling alcohol.  My 
company, Big Red Liquors, is dedicated to the principal of selling al-
cohol, a controlled substance, legally and responsibly. We take that re-
sponsibility very seriously because we know that when alcohol is sold 
illegally or irresponsibly, individuals, families, businesses and commu-
nities can be devastated.

There are significant challenges facing Hoosiers every day.  Too 
many Hoosiers are struggling to find work; crime and violence scar our 
cities and towns.  But instead of asking Indiana’s legislators to focus on 
those issues, today there is a renewed push by multi-national retailers 
to redefine Indiana’s alcohol laws.  Large retailers are asking the legisla-
ture to allow them to sell alcohol on Sundays. They are suing the state 
for the privilege of selling refrigerated beer.  They are convinced that 
more access to alcohol is appropriate public policy.

They are wrong.
There is no denying the fact that increasing access to alcohol increas-

es the chances that alcohol will be abused. Forty years of studies dem-
onstrate that even a moderate increase in the availability of and access 
to alcohol lead to increased consumption and abuse. Today Indiana 
law allows alcohol to be sold from 7a.m. to 3a.m. six days a week.  That 
means Hoosiers can go into a store and buy alcohol 72% of the time 
during a seven-day week.  To those who insist that we must sell on Sun-
days, I ask – how much access is enough.

Alcohol is ever present in the media and in society.  Children and 
adults alike are exposed to alcohol and alcohol advertisements every 

time we watch television, attend a professional sporting event or enjoy 
a concert. This constant exposure makes it too easy to forget that al-
cohol is a drug and that when it is abused there is a heavy price to pay.

The package liquor store industry has played a critical role in the 
well-being of our great state since the repeal of prohibition 80 years 
ago. Following the repeal, legislators worked to create a system for dis-
tribution that promoted safety and welfare while providing Hoosiers 
the opportunity to legally and responsibly purchase alcohol.  In 1935, 
package liquor stores were created by the legislature for that very pur-
pose.  We have worked hard to uphold the trust that has been placed in 
us and we will continue to do so.

Regardless of whether the question is selling alcohol on Sundays or 
expanding the privilege of selling cold beer to the corner gas station, 
Big Red Liquors does not support efforts to increase access to alco-
hol.  In fact, we believe Indiana legislators should consider reducing 
the hours that alcohol is available for retail sale.  We are asking legisla-
tors to increase funding for Indiana’s Excise Police so our state has the 
resources necessary to ensure alcohol is sold legally and responsibly.

Indiana’s alcohol policies have never been and should never be pred-
icated on convenience.  Alcohol is a controlled substance. It is a legal 
drug.  As a package liquor store owner, I am proud of my industry’s ef-
forts to provide exceptional customer choice while controlling access 
to alcohol. We have served Indiana well, and we will fight to continue 
to do so.

 
Mark McAlister

Chairman, Big Red Liquors, 46227

How much access is enough?

READERS’ WRITES BUSINESS BRIEF

out of semi-truck traffic at 70 m.p.h.? Pare your 
messages down to the minimum. 

“Remembering seven simple  
realties of outdoor advertising can 

make your outdoor boards far more 
effective so that your investment in 

them provides a higher return.”

Free career seminar  
aimed at downsized 
healthcare workers

In the wake of major layoffs by local hospital 
systems, the University of Indianapolis will 
host a free seminar to help displaced nurses 
and healthcare professionals gain traction 
in the job market. “Reinventing Yourself: 
A Personal Transformation for Healthcare 
Workers” is scheduled Jan. 11, 8:30 to 11:30 
a.m. in UIndy Hall A of the university’s 
Schwitzer Student Center, 1400 E. Hanna 
Ave. The event, which includes a continental 
breakfast, is sponsored by UIndy’s School for 
Adult Learning, School of Nursing and College 
of Health Sciences. Career consultant John 
Vice, longtime human resources manager for 
Eli Lilly & Co., will present a program showing 
job seekers how to assess their priorities and 
leverage their strengths to identify new career 
paths. Registration for the seminar is required 
at bit.ly/jan112014.
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Mike Heffner is the owner of the Greenwood Express Employment Professionals franchise. Contact Mike at mike.heffner@
expresspros.com or visit www.expressindysouth.com.

I am one of the weird ones. I actually enjoy 
setting annual business goals. I find it adven-
turous and challenging. For some, the year-
ly grind of establishing goals is up 
there with sticking a needle in your 
eye. I like a quote from the famous 
pioneer Daniel Boone. He likens set-
ting a goal to establishing a destina-
tion, “Having an exciting destina-
tion is like setting a needle in your 
compass. From then on, the com-
pass knows only one point ... And, 
it will faithfully guide you there 
through the darkest nights and fierc-
est storms.”

This time of year is when most 
people are looking at or considering 
some type of goal for the next year. Goals 
help do exactly what Boone describes 
– faithfully guide you. One of the big-
gest mistakes I see made by so 
many is that they don’t take 
the process seriously enough 
or spend enough time looking 
at the various components. In 
this case, the goal becomes 
so far-fetched that the goal 
doesn’t act as a compass. 
It becomes unrealistic and 
acts as a barrier to growth. As 
a leader, you have to find a way to cre-
ate goals that blend the visionary facet with 
the functional aspect, and 
there are three key ways 
you can accomplish that.

Look Beyond the Goal
A well-crafted, well-

thought out goal is a won-
derful thing, but if you 
leave it at that, you’re go-
ing to fail. A Forbes article 
from earlier this year ex-
plained it like this, “The 
value of the goal is not the 
goal itself, but the determi-
nation of the action steps 
most likely to lead to achieving the goal.” You 
must establish an action plan for each of your 
goals, and that plan has to incorporate every 
department and employee in your business. 

This means that you need to go beyond just 
posting the company goals in the break room 
and announcing them at the end-of-the-year 
party. You need to break them down so that 
each division, each department within those 
divisions, and each and every employee in 

those departments have a specific and measur-
able part to play in achieving the goals. It will 
require some additional work, as well as coop-
eration and collaboration among the leaders, 
but this is the only way to convert your dream 
into reality.

Recognize Your Limitations
In case you haven’t realized it yet, 

the phrase “you can achieve any-
thing” isn’t completely true. Every-
one, and every company, has limita-
tions. A wise leader will recognize 
this fact, assess both strengths and 
weaknesses, and then make educated 
and achievable goals. 

Unachieved goals don’t mean a 
missing checkmark at the end of the 
year. When you set goals that have no 
possibility of being met you do two 

things; first, you discourage and dis-
engage everyone in your orga-
nization; second, you put your 

business at risk by wast-
ing valuable time and re-
sources. The combination 

of those two consequences is 
enough to cripple, and even de-

stroy, the best of companies.

Break It Down
Now that each area and individual in 

the company has their own unique action 
plans, you’ll need to break it down even more. 

Set your goals incremen-
tally, with short-term plans 
that take steps toward the 
larger things you want to 
complete.  Pinpoint exact-
ly which tasks are essen-
tial to achieving the goals, 
and then narrow it down 
to what needs to be accom-
plished in the year, each 
quarter, each month, each 
week, and each day. This is 
what helps make your goals 
realistic and timely.

I have found that setting goals is one of the 
keys to success.  Your team will want to know 
how to succeed and know the score along the 
journey. No one likes to play a game where 
there isn’t going to be a winner and no one 
keeps score.  Setting goals takes effort.  The 
outcome, however, is well worth it. At the very 
least, you’ll find yourself with more motivated 
and engaged employees, and, at the very best, 
you’ll achieve your dreams and enjoy all the re-
wards that come with them.

Setting goals  
Daniel Boone style

PERSONNEL MATTERS

Mike Heffner
Columnist

“Having an exciting  
destination is like setting  

a needle in your compass.  
From then on, the compass 

knows only one point… 
And, it will faithfully guide  

you there through the darkest 
nights and fiercest storms.”

~ Daniel Boone

BUSINESS BRIEF

Davenport appointed new 
manager with Franciscan 

St. Francis Health
Jennifer Davenport has been appointed man-
ager for Central Scheduling at Franciscan St. 
Francis Health. She most previously served as 
manager of the Physician Office Navigator pro-
gram, where she supervised the operations of 
12 Navigator sites within Franciscan Physician 
Network. Davenport, an Indianapolis resident, 
studied journalism at Ball State University and 
earned her certification in phlebotomy at Med 
Tech College in Greenwood.

Where do you pay the bill? • Applebee’s is 
making life easier for its customers by installing 
tablet computers on tables in all of its locations. 
The restaurant chain is adding 100,000 tablets 
around the country in its 1,860 restaurants. The 
devices will help customers customize their or-
ders and pay the check, and even let them play 
video games while they’re waiting. However, the 
chain is not planning on replacing any of its staff 
for tablets - it is simply creating a digital front 
for consumers to have a more enjoyable experi-
ence. - Businessweek

317.539.2024 • 800.531.6752
www.raystrash.com

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

GREAT SERVICE 
SMART PRICING

CALL RAY’S TODAY.

DISPATCH

Express Employment Professionals has re-
cently named Amy Mullins as its front of-
fice coordinator in the 
Greenwood office, lo-
cated at 707 S. Madison 
Ave.  Mullins is Express’ 
director of first impres-
sions; she is respon-
sible for maintaining a 
friendly, warm and wel-
coming environment as 
well as performing reg-
ular administrative du-
ties.  Express Indy South 
has been in business for eight years. Mullins 
was born and raised in the Greenwood area.  
She then moved to Pensacola, Florida where 
she obtained her degree in Graphic Design.  
She currently resides in Greenwood with her 
husband and three boys, one of which is just 
three months old.

BUSINESS BRIEF

Employment Professionals 
hires Amy Mullins

BUSINESS 
LOCAL

Amy Mullins
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“We want to be the 
number one real estate 
company in Indianapo-
lis, Beech Grove, and 
other areas and we want 
to fulfill people’s real 
estate needs client by 
client. We have hired 
a new team of realtors 
and so that we can suc-
cessfully take care of new business and reach 
those goals.”

Kathy Arsenault, owner of  
Arsenault Group Realty, 

Beech Grove

Q: What are your 
New Year’s business 

resolutions?

FACE to 
FACE

“2014 Franklin Township 
Chamber resolution: 
launch new & effective 
fund raiser(s)…”

Randy Faunce, 
president, Franklin 

Township Chamber of 
Commerce

“My resolution is to do a 
better job at helping oth-
ers to reach their goals.”

Jerry Knoop, Franklin 
Township director, 

Indianapolis region, 
Accelerent

BUSINESS LOCAL

We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
on your next delivery!

Direct Delivery isn’t the new delivery company on the block. We’ve 
been around for decades, delivering materials of all sizes on time and 
on budget. Let’s face it, when you need something delivered, you just 
want to make the call with confidence that your shipment is as good as 
delivered. Well, you’re at the right place.

Direct Delivery is the answer for your shipping needs. In fact, you’ll 
find that we are a reliable and responsible company that is always will-
ing to work with you regardless of your needs. Not only do we take our 
business serious, we take our role in the business community serious 
as well. Welcome to our site, feel free to browse it or if you just need a 
delivery contact us and make it a Direct Delivery.

“We have used Direct Delivery for a number of years and have developed a 
strong relationship with them. Like us, they are locally owned and though 
we know there are other companies we could use, we know that the owner, 
Greg Mertz is always a phone call away, and we take great comfort in 
that...” - RJ Pile, Indianapolis

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221

“We have been open two 
months and I’d like to 
customize our store here 
to the community and 
better stock my shelves 
with the community’s 
specific needs. Also, I 
want to forge new and 
lasting relationships in 
Franklin Township, Wa-
namaker and Indianapolis. To be an asset to 
the community is what we are trying to de-
velop. I want to take it to the next level.”

Jasen Moore, owner of 
Moore Corner Store, Wanamaker 

“Business resolutions for 
2014 will be provide the 
best quality service to 
my clients, take care of 
those clients that I have, 
and continue to grow my 
business here in Wana-
maker.”

Aaron Freeman, attorney with  
Voyles Zahn & Paul, Wanamaker

“I would like to inspire 
our customers to per-
sonalize their shopping 
experience by custom-
izing their furniture pur-
chases at an economical 
price.”

Suzanne Sherman, 
Perry Township, 

Martin Fine Furniture, 

“We’d like to strive to cut 
down costs so we can 
pass that along to our 
customers.”

Nathan Tupper, 
Beech Grove, Anexix

“My New Year’s reso-
lution is to find a new 
suitable and affordable 
location for the grow-
ing membership of The 
Social.”

Bob Goodrum, 
executive director 

of The Social of 
Greenwood

Happy New Year 2014
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A community treat

Robert and LaShon Wagner have always 
been a part of the Southside community and 
knew they wanted to be an even bigger part. 
By opening the second location of Ella’s Frozen 
Yogurt & More at 8028 S. Emerson Avenue on 
Dec. 6, they are doing just that.

“Once we started looking at it, I really liked 
the location,” Robert says. “We’re on the line to 
support Perry Township and Franklin Town-
ship. There have been a lot of frustrations along 
the way but seeing the transformation, doors 
being torn down, colors being added, for me 
it’s been the process that’s been great.” 

Robert says when his family would visit the 
Ella’s location on S. State Rd. 135 in Green-
wood, they would see the family atmosphere, 
everyone having a good time and the service 
the owners and founders, Greg and Lorrie 
Gray, have done for their community. The cou-
ple says they intend to work with the schools, 
churches and organizations in the area to give 
back and offer a space everyone can feel wel-
come in. Robert and LaShon are residents of 
Perry Township, but have lived in Beech Grove 
and Franklin Township. 

“We’re looking forward to meeting people 
in the community, supporting the schools with 
the dining and donating,” LaShon says. “We’re 
looking forward to having our first parties in 
the party room.”

Here, Robert tells more about opening the 
second location of Ella’s 
Frozen Yogurt & More:

Why did you open this 
business?

At some point in time in 
everyone’s life, you think 
about the opportunity to 
open your own business. 
I worked for AT&T for 15 

years. They closed my store and offered me a 
package to leave the company. We knew Greg 
and Lorrie through our church. When every-
thing came about the end of 2012 and the op-
portunity opened up again, we decided it was 
the right thing to do. We have three kids at 
home and we want it to be something we could 
all do, we can all be a part of.

What did you do to prepare for opening 
your business?

Lots and lots of prayers and then lots more. 
We had a lot of learning, research, spent a lot 
of time with Greg, the other owner, picking his 
mind. I’m a big research guy so I would get on 
Google and look up information. 

Who is your ideal customer/client?
Families. We are family friendly. We want to 

support the churches, schools, organizations. 
We really want it to be when the community 
comes in here, we want them to feel something 
different – that we care about them, support 
them.

How do you plan to be successful?
We are looking to reach out to schools, hos-

pitals, churches and do events with them. High 
quality customer service. In my 15 years of re-
tail, there are two things I saw you need to be 
successful; have a quality product they want 
and that they walk out of the door thinking 
wow, they really took care of me.

What would we be sur-
prised to learn about 
you or your company?

We are locally owned 
and operated. We home-
school our three children. 
We’ve done this all on our 
own.

Robert and LaShon Wagner.

Photo by Nicole Davis

Robert and LaShon Wagner open 
second location of Ella’s Frozen 

Yogurt & More in Perry Township

OPEN FOR BUSINESS
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SAME BEANS....MORE JARS
The industry experts at Somerset CPAs have examined the  
Affordable Care Act and have discovered
new tax exempt jars to help you keep your beans.
 
Contact a tax professional at Somerset CPAs, or visit us 
online at www.SomersetCPAs.com to learn more.

Jay 
Feller
Tax Principal 

Kevin 
O’Connell
Tax Principal 
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A healing touch

Compiled by Nicole Davis

When Judith Villegas moved back to Indi-
ana, her home state, in 2006, she says she was 
the only certified person to practice Healing 
Touch in the state. Working as the director of 
Saint Francis Hospital Pain Clinic and Spine 
Center, Villegas began holding classes so that 
others could learn the integrative medical the-
ory. Three years ago, she decided she want-
ed her own practice, her own location, and 
opened Healing Touch 
of Indiana LLC at 1250 
E. County Line Rd., 
Suite 5, Indianapolis.

“I’ve seen some mi-
raculous things,” Ville-
gas says. “I was part of 
St. Francis, where we 
had doctor’s orders to 
reach out to amputees. 
Pain medication can-
not reach a nonphysical body part. For those 
in such intense pain that they have not rested 
a week or more, Healing Touch has been able 
to allow rest and sleep within 30 minutes of 
seeing the patient.”

Healing Touch is a therapy using a variety 
of hands-on or hands-off techniques to bal-
ance and realign the body, enhancing physical, 

emotional and spiritual wellbeing. Villegas 
discovered the practice while working as an 
airline worker in North Carolina, and took a 
class to learn more. She says Healing Touch is 
now offered in most of the hospitals in Central 
Indiana, with outreach programs in the com-
munity. She says she has mentored more than 
25 people to become certified and teach Heal-
ing Touch throughout the state, and hopes to 
continue spreading her knowledge by holding 
ongoing classes.

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

Just do the work. 
Janet Mentgen, our 
founder, often said, 
“The proof is in doing 
the work.”

How have things 
changed since you  
started your business?

I started my business in the St. Francis Hos-
pital Pain Clinic and Spine Center for about 
four years and decided I would very much like 
my own office. My clientele remains – those 
who have major to minor injuries and surger-
ies to those who are looking for more vitality 

and a more productive life.

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

My biggest challenge is that Healing Touch 
is sometimes misunderstood. It is a nursing 
therapy used in hospitals, taught in medical 
universities. So my biggest challenge is mak-
ing people aware of what Healing Touch is.

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

All my clients share an energetic con-
nection with me that stays close in a way of 
friendship that I hold dear so when they be-
come ill or are facing surgery, I usually try to 
clear my calendar to be there. Sometimes, this 
becomes difficult.

What is the hottest new trend 
in your industry?

I believe more people are asking for a deep-
er connection to themselves and life. When 
they come for a healing touch session, there is 
an hour of peaceful awareness and balancing 
of the mental, emotional, spiritual and physi-
cal.

NOW THAT WE’VE BEEN OPEN

Greenwood’s Judith Villegas spreads her knowledge  
of healing medical practice throughout Indiana

Judith Villegas

BUSINESS LOCAL
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The 2013 year in review has brought posi-
tive steady growth in the commercial real 
estate market in Johnson County and Perry 
Township. New construction of re-
tail, office and industrial building 
has brought new businesses for the 
first time in five years.

Dollar General Store is planning 
to build a 9,100 square foot building 
at State Road 135 and Three Notch 
Lane starting next month. Bargers-
ville welcomes the much needed 
discount store and welcomes new 
growth to the town. Statistics show 
Bargersville is growing in per capita 
income attracting new businesses to 
the area.

White River Township is seeing a healthy 
sign of commercial activity along State Road 
135. The former Heartland Bank site at Li-
brary Park is being converted to a Med Ex-
press and My Otho Indy . Bickford of Green-
wood celebrated its grand opening at 3021 

Stella Dr. and State Road 135. The Senior As-
sisted Living facility features 58 apartments 
drawing empty nesters to the area.

Studio You Yoga has opened its new busi-
ness at 862 South State Rd. 135.  Another 

One’s Treasure, located at County 
Line and S. Meridian Street, is a fun 
and inexpensive way to redecorate. 
The store features items for every 
man’s dream of a “man cave.”  Tom-
my Jerky’s also opened in the same 
center.

 Dr. Kevin Storm recently opened 
Storm Chiropractic Clinic at 622 N. 
Madison Ave.  Van Vale Law Firm is 
sporting a new “drive-thru” window 
due to an automobile accident at the 
corner of Main Street and Madison 
Avenue! 

Med Ex has leased 2,750 square feet of of-
fice space at 5644 S. Meridian St.  Blackstone 
Apartments located at 611 N. Meridian St. is 
under new ownership. Streetlinks, an apprais-
al management company, will leave the build-
ing at 7551 Shelby St. and head downtown to 

Market Street.
The Room Place located next to Chunky 

Cheese is now occupied by Fresh Thyme Nat-
ural Foods. This is a welcome and much need-
ed store as consumers gear toward healthy 
lifestyles. The Room Place headed north to the 
former Shoe Carnival location north of Stop 
11 on US 31.

Emerson Avenue continues to draw new 
restaurants such as Bagger Dave’s, a sports bar 
featuring burgers and beer. The northeast cor-
ner of County Line Road and Emerson is a hot 
spot for a new McDonald’s, Cheddar’s Restau-
rant, gas station and two new hotels. 

Home prices continue to rise at a snail’s 
pace but are headed in the right direction. In 
2013, a sense of urgency, along with low in-
terest rates, drove buyers to take advantage 
of still affordable homes. As the market con-
tinues to correct itself, pent-up demand from 
young buyers drives new home sales. Job re-
covery continues to lag behind other regions 
but new opportunities continue to draw new 
business.

As we welcome in the new year, we look 

at the obstacles we have overcome. The fu-
ture commercial and residential growth of the 
commercial and residential industry is prom-
ising. Here’s to a happy and healthy New Year!

A time of opportunity

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

Brenda 
Richards

COMMERCIALLY SPEAKING

REAL ESTATE
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Chamber Meetings

14 – Franklin Township 
Chamber of Commerce 
(January Luncheon); 
Jan. 14, 11:30 a.m., 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. Cost $12 lunch 
and meeting, $5 meeting 
only. For more information, 
contact ftccmember@aol.com.

Sales Leads
Newly incorporated 
businesses through 
December 10, 2013

Bad Habit Recovery 
Services
Kenny Brown
1177 Sunkiss Ct.
Franklin, IN 46131

CNC Lawn Care
Carmella Bell, Charlie Bell
974 Stonegate Rd.
Greenwood, IN 46142

Dirty Deeds  
Property Solutions
Edward Pugh
381 Shadow Rd.
Greenwood, IN 46142

Dolphin Fine Art Papers
Harry C. Funk
4901 Kingsley Dr.
Indianapolis, IN 46205

Hoity Toity Executive 
Restrooms
Trenton Duhamell,  
Christina Duhamell
6379 N. 25 W.
Whiteland, IN 46164

A Horse Called Alpha
Bryan Gnau
892 Sagittarius Ave.
Franklin, IN 46131

JV Products
Jeffrey R Vorick
1201 Carson Way, Suite 321
Greenwood, IN 46143

Kennedy Buildings and 
Grounds DBA
Office Pride
John F. Kennedy, Charleen R. 
Kennedy
2654 S. Old U.S. Hwy. 31
Franklin, IN 46131

Low Bob’s  
Discount Tobacco
Yogesh Parikh, Sonal Parikh
7660 Killarney Dr.
Indianapolis, IN 46217

Paid Weekly Revolution
Scott Miller
973 Thornwood Dr.
Greenwood, IN 46143

RTM Properties
Matt Taylor, Ruby Taylor
1221 Winfield Ct.
Greenwood, IN 46143

Ryhythm and Reins 
Theropy Services
Jill Norris
349 E. King St.
Franklin, IN 46131

Steve’s Pilot Car Service
John S. Hardy
6705 Springer Ave.
Indianapolis, IN 46218

Still Waters  
Counseling Services
Gayle T. Ogden
832 Pine Lake Dr.
Greenwood, IN 46143

Franklin Township 
Chamber of Commerce 
New Members

Lawrie CPA Group
Judd Lawrie

Handy Hoosier LLC
Kathy Squire
Dennis Walters Real Estate 
Group Inc.
Dennis Walters

Greater Greenwood 
Chamber of Commerce 
New Members

U-FIT LLC
300 Commerce Pkwy. West 
Dr., Greenwood, IN 46143
(317) 886-8133

Warner Eyecare
1642 Olive Branch Parke 
Lane, Suite 1000
Greenwood, IN 46143
(317) 883-0071

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

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

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

Ella’s Frozen  
Yogurt & More
8028 S. Emerson Ave.
Indianapolis, IN 46227
(317) 801-0055

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

Gandolph Financial 
Services
781 Old Eagle Way
Greenwood, IN 46143
(317) 887-9734

Bagger Dave’s 
5221 Noggle Way
Indianapolis, IN 46237

Approved Mortgage
107 N. State Rd. 135, Suite 
301, Greenwood, IN 46142
(317) 882-2255

OnGuard  
Security Solutions
112 Shadowlawn Dr.
Fishers, IN 46308
(317) 431-0512

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

Boone County

J & J Petro, Inc.
101 E. South St. 
Lebanon, IN 46052
$739,500
Star Financial Bank

Hamilton County

Better Beginnings 
Preschool, LLC
10445 Commerce Dr. 
Carmel, IN 46033
$100,000. The Huntington 
National Bank

Bluebridge Digital, LLC
7 Launch Way
Fishers, IN 46037
$ 83,000. The Huntington 
National Bank

Carmel Solutions, LLC
987 Keystone Way
Carmel, IN 46032

$350,000
First Merchants Bank

Culver’s of Fishers
Olio Road and S.R. 238
Fishers, IN 46038
$973,000
Premier Capital Corporation

Foster Results, Inc.
2222 E. 161st St.
Westfield, IN 46074
$85,000 
Ameriana Bank

Happlily Ever After 
Flowers, LLC
611 E. 116th St.
Carmel, IN 46033
$5,000. The Huntington 
National Bank

J-J.A.D.E Enterprise, LLC
1 S. Rangeline, Ste. 31
Carmel, IN 46032
$150,000
Star Financial Bank

Primrose at West Carmel
3746 W. 98th St.
Carmel, IN 46032
$1,040,000. Indiana 
Statewide Cert. Dev. Corp. 

Wolfies Waterfront  
Grill, Inc.
20999 Hague Road 
Noblesville, IN 46060
$125,000
First Merchants Bank

Hancock County

Deryl Hunt
4013 E. 300 North
Greenfield, IN 46140
$150,000
Mainsource Bank

Gilliland Investments, LLC
2420 E. Mill Stream Dr.
Greenfield, IN 46140
$320,000
Bloomfield State Bank

J & M Sportings  
Goods Ltd.
3523 W. U.S. 40
Greenfield, IN 46140
$72,000
Fifth Third Bank

Mount Comfort 
Development, LLC
5935 W. 225 North
Greenfield, IN 46140
$3,530,000. The Huntington 
National Bank

Hendricks County

Blood Hound, Inc.
750 Patrick Pl.
Brownsburg, IN 46112
$442,000
Premier Capital Corporation

Green Lea, LLC
1412 S. Rangeline Road
Carmel, IN 46032
$90,000. The Huntington 
National Bank

Indy Wiring Services, LLC
1322 Fall Ridge Dr.
Brownsburg, IN 46112
$12,100. Chase Bank

James A. Miller, LLC
2062 Woodstream Dr.
Avon, IN 46123
$17,000
Chase Bank

Dr. Jason A Warner
459 S. S.R. 267
Avon, IN 46123
$30,000
Chase Bank

Johnson County

Dhillon, Inc. 
2935 Welcome Way
Greenwood, IN 46143
$44,300. The Huntington 
National Bank

Peach Brands, Inc.
1872 Fountain Circle
Greenwood, IN 46143
$391,000
The Bankcorp Bank

Marion County

Downtown Doggie
925 E. Vermont St.
Indianapolis, IN 46202
$298,000
Premier Capital Corporation

G.L.S., Inc.
3512 S. Harding St.
Indianapolis, IN 46217
$10,000. The Huntington 
National Bank

Leslie Coatings, Inc.
1101 E. 30th St.
Indianapolis, IN 46205
$291,400. PNC Bank

Material Handling 
Solutions, LLC
72 S. Post Road
Indianapolis, IN 46219
$556,600
Chase Bank

McCullough 
Archaeological Service
410 N. Arsenal Dr.
Indianapolis, IN 46201
$25,000
Fifth Third Bank

Nora Urgent Care, LLC
860 E. 86th St.
Indianapolis, IN 46240
$655,000. Stearns Bank

ORA Enterprises, Inc.
6841 Bluestem Ct.
Indianapolis, IN 46237
$140,000
Horizon Bank

Planet Fitness
3479 Kentucky Ave.
Indianapolis, IN 46221
$488,000
Premier Capital Corporation

Pure Beverage Company
1835 Stout Field W., Dr. 
#101
Indianapolis, IN 46241
$1,200,000
KeyBank

‘Safecare’ Home 
Development Chapter
5935 E. 27th St.
Indianapolis, IN 46218
$92,000
Premier Capital Corporation

Joseph A Thomas dba 
Thomas Out
10908 E. McGregor Road
Indianapolis, IN 46259
$8,000. The Huntington 
National Bank

Tractor Zone, LLC
7050 Guion Road
Indianapolis, IN 46268
$150,000. $50,000
The Huntington National 
Bank

Underwood Tax and 
Accounting Services
2445 Shelby St.
Indianapolis, IN 46203
$210,000
Ridgestone Bank

WebStream  
Productions, Inc.
5200 E. 64th St., Ste. 100
Indianapolis, IN 46220
$1,500,000
First Merchants Bank

Whirlwind Excursions, LLC
5201 W. Raymond St.
Indianapolis, IN 46241
$25,300. The Huntington 
National Bank

PLANNER OF NOTE
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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.

“LJC has been a wonderful experience. Not only have I learned a tremendous 
amount about leadership, it is helped me to connect with the Johnson County 
community.”

Rick Myers , President/Publisher
The Southside Times, Business Leader, Center Grove ICON

Class of 2014

What Leadership Johnson County 
has meant to me?


