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The Haven Sanctuary for Women is a non-profit organization that helps young, single and homeless mothers in 
Johnson County. Haven serves our community by providing a means for women to transform their lives so they 
may thrive in the future. Haven allows women to live in a Haven Sanctuary home for up to two years during this 
transitional process. Haven was recently gifted the use of a home, 198 N. Emerson Ave., Greenwood, for five years. 
This home needs help in numerous ways to make it a viable temporary home for those in need and to provide 
appropriate services to its residents. Through communications support and physical labor, Haven’s Angels will help 
prepare the Haven Sanctuary for Women home to receive families in need. 

www.havenwomensministry.org
Additional information can be found at:

198 N. Emerson Ave., Greenwood
Across from Sam’s Club

behind the Greenwood Wesleyan Church

Sanctuary for Women
James 1:27

Sanctuary for Women
James 1:27

GRAND OPENING!
PACK THE PANTRY EVENT

February 8, 2014, 1pm-5pm 
Grand Opening – Ribbon Cutting, 2pm

OPEN HOUSE: Come see the facility & take a tour!

HELP US PACK THE PANTRY 
Please bring non-perishable items or paper products!



businessleader.bz • February 2014   3Southside Business Leader

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

Rick Myers
Founder/Publisher

A month into the new year, how many of you 
have hired a vendor only to wish you 
hadn’t? Worse yet, how many of you 
have entered into a long-term agree-
ment only to wish you hadn’t?

Small businesses in particular are 
always looking to outsource many 
of the tasks that make up their busi-
ness on a daily basis. Hiring these 
folks is supposed to ease minds, but 
many times the hiring can turn into 
a nightmare and inflict more stress 
than needed. The vendor didn’t live 
up to expectations. You were sold in 
that initial interview because it just 
seemed right and also, another contributing 
factor is that you just want to hire someone to 
do that job you don’t have time to do. 

Worse yet, this vendor was referred to you.
I am not against referrals – There are many 

referrals that I have taken that have worked out 
fine and the business relationships have lasted 
for years. But just because you were referred 
to a vendor by a friend or someone you trust 
doesn’t make it a safe bet.

Did you ever think that because they are be-
ing referred to you there just might be a con-
flict? I understand that if there is an immedi-
ate need – equipment that needs to be repaired 
– you may not have time to vet someone, but 
vetting a new vendor or contractual person is 
extremely important. Make a few phone calls. 
Doing business with someone always comes 
with risk and that’s all the more reason that 

investigating what they are all about is para-
mount to the success of your business.

Taste of the  
Southside is Feb. 23
The Greenwood Chamber of Com-

merce’s Taste of the Southside will 
be Sunday, Feb. 23, 4:30 – 7 p.m., at 
Valle Vista Golf & Conference Cen-
ter, 755 E. Main St. Tickets are $40  - 
you will have an opportunity to enjoy 
more food and beverage than you can 
imagine. For more information, con-
tact the chamber at (317) 888-4856 or 
visit www.greenwoodchamber.com.

Cover Party 
is Feb. 18

The Business Leader’s first Cover Party of the 
year, co-sponsored by Beazer Homes and The 
Scott College of Business – Indiana State Pro 
MBA, will be Tuesday, Feb. 18, 5:30-7:30 p.m. 
at 1324 Tuscany Drive, Greenwood,(Tuscany 
Villages) 46143. Honorees will be Paige True-
love, Truly Lovely Cupcakes; Alissa Thompson, 
Southport Antique Mall; and Cheryl Domi, 
Sassafras Tea Room. RSVP by Feb. 18 to cov-
erparty@businessleader.bz or call (317) 300-
8782. 

FROM the PUBLISHER

VIEWS

Vetting referrals – you bet

Food • Fun • Networking

Join us for the Southside Business Leader’s February Cover 
Party, sponsored by Indiana State University’s Pro MBA and 
Beazer Homes. Enjoy wine and hors d’oeuvreves, and mix 
with colleagues and your peers from the Southside during 
this fun and casual after-hours business affair as we honor: 
December cover, Paige Truelove, Truly Lovely Cupcakes; 
January cover, Alissa Thompson, Southport Antique Mall; 
and February cover, Cheryl Domi, Sassafras Tea Room.

Tuesday, February 18, 2014
5:30-7:30 p.m.

1324 Tuscany Drive 
Greenwood IN 46143

TUSCANY VILLAGE
On Honey Creek Road at West Curry Road
RSVP coverparty@businessleader.bz 

or call/text (317) 918-0334

Scott College of Business

COVER PARTY

presented by

The RoomPlace Donates Furniture to Greenwood  
Fire Station to Celebrate Greenwood Expansion

The RoomPlace celebrated its recommitment to Greenwood with a ribbon cutting at its new 
location in Greenwood Place, followed by a donation to the Greenwood Fire Department. 
Hosted by The RoomPlace CEO Paul Adams, Greenwood Fire Chief James Sipes joined 
Greenwood Mayor Mark W. Myer, The RoomPlace Greenwood Manager Robert Moore and The 
RoomPlace Owner Bruce Berman to cut the ribbon of the new, expanded showroom at 7609 
Shelby St. in Indianapolis on Jan. 17. Chief Sipes then led the community as the first shopper 
at the new showroom, located across the parking lot from the temporary location at the front 
of the shopping center. He picked out new furniture for the fire station that The RoomPlace will 
donate and deliver. The new Greenwood Place store is 34,000 square feet, featuring a mattress 
gallery and clearance outlet in addition to the store’s main showroom. It is The RoomPlace’s 
biggest Indianapolis-area store.

The RoomPlace Vice President of 
Sales Bob Weidner, Greenwood 
Mayor Mark W. Myer, The 
RoomPlace Owner Bruce 
Berman, Greenwood Fire Chief 
James Sipes and The RoomPlace 
CEO Paul Adams.

BUSINESS
LOCAL

BUSINESS BRIEF



4   February 2014 • businessleader.bz Southside Business Leader

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

Times-Leader Publications, LLC
7670 US 31 S • Indianapolis, IN 46227

Phone: (317) 300-8782
Email: info@businessleader.bz

Founder & Publisher Richard K. “Rick” Myers
Contributing Writer Gus Pearcy

Content Editor Nicole Davis
Copy Editor Katie Mosley

Design/Production Carey Germana

www.businessleader.bz

Copyright 2014 © 
Times-Leader Publications, LLC 

All rights reserved.

Storms bring out the best in people. Last 
month’s frozen tsunami, followed by bitter 
temps, was a feast for those of us who 
like to study human behavior.

Marketers are always looking for 
triggers that engage people to buy. 
One of the most effective buying cues 
is the phrase: Winter Storm Warning. 
Prior to any predicted storm there is a 
mad rush for bread and milk. To my 
knowledge, no one has ever perished 
because of a lack of perishables.

“It was horrible,” I imagine vic-
tims stranded without a decent loaf 
of sliced bread. “There was no toast.”

When the winter storm hit, it 
dumped more snow in 
one day than Central 
Indiana had seen in 
over a century. Over-
turned or stuck snow 
plows were as useless as Braille on a drive-up 
ATM. The frigid air that followed rendered all 
snow-melting chemicals impotent. 

Out of this chaos was a contingent of rough-
necks who viewed these warnings and closings 

and emergency declarations as poppycock. To 
them, this was a dusting followed by a little chill. 
The majority of us overreacted.

These daredevils snort fire and stand with 
one foot on a nearby chair or footstool striking 

a macho pose worthy of a Marlboro 
advertisement.

They grumble about the sissies 
who can’t navigate between the ditch-
es. Then order food they can’t make 
at home because they were so busy 
being judgmental that they never 
learned how to cook.

On the other end of the teeter tot-
ter are the ferociously meek fraidy 
cats who don’t want anyone on the 
roads. They can’t trust themselves to 
make it to their destination so no one 

should be allowed to 
travel.

The fretters fret-
ted over people who 
got stuck and the first 

responders who had to rescue them. They ap-
plauded the extra week of school vacation, while 
others wondered aloud why waivers are offered 
if Indiana mandates 180 days of class. Isn’t this 
exactly the situation imagined when the man-

date was approved?
What followed the snow were temperatures 

so cold, that only the bravest of the stupid went 
outdoors. For nearly 24 hours, a polar vortex 
(which is a great name for a strip club) sunk us 
into wind chills nearing 40 below zero. Hippies 
were out blowing bubbles that would shatter in a 
few seconds. Daredevils were boiling water and 
tossing it out the front door to see how quickly it 
would turn into snow. The answer is not as fast 
as it can scald your arm and blister your eyes.

In the middle was the small business owner 
who suffered when customers stayed away in 
droves. Lease agreements don’t usually offer an 
“Act of God” waiver. Employees still like to be 
paid. By the third day of the storm, businesses 
were desperate to see anyone and totally willing 
to take a credit card for a .50 cent purchase.

Hoosiers practice practicality and common 
sense ... usually. But dump a foot of snow on us 
and we are like chicken little with our heads cut 
off (Mixed metaphors are my specialty!).

Good thing it only happens once every 35 
years.

Gus Pearcy
Columnist

Observations on Snowmageddon 2014
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

“Your work is going to 
fill a large part of your 
life, and the only way 
to be truly satisfied 
is to do what you 

believe is great work. 
And the only way to 
do great work is to 
love what you do.” 

~ Steve Jobs, Apple Inc.  
co-founder, chairman  

and CEO

Selling or 
repurposing 
abandoned 

Indiana homes
A hot topic that’s on the minds 

of local law makers this year is, 
you guessed it, housing. India-
napolis and its Southside has been 
plagued with numerous aban-
doned properties since the recent 
global recession. Foreclosed, bro-
ken-down homes that rarely sell 
to genuine persons looking to buy 
a new house.

These abandoned homes “at-
tract vandalism, criminal activity 
and other public safety threats to 
a community,” said Sen. Jim Mer-
rit, R-Indianapolis in a recent ar-
ticle in Hoosier Banker. “They also 
reduce property values and de-
ter families and small businesses 
from moving into the area.”

Indiana legislators and lawmak-
ers are eager to solve the aban-
doned housing issue in 2014. 
Small steps were taken towards 
the end of 2013. Programs spon-
sored by the Indiana Housing 
and Community Development 
Authority and other state servic-
es hope to alleviate some of the 
problems caused by the aban-
doned properties by allowing 
funding to promote re-sale and/
or repurposing.

Once the spaces are made use-
able again, housing Hoosier fami-
lies or providing avenues for new 
development, our communities 
will see a decrease in crime and a 
boost in our local economy. Issues 
like these can hang over a com-
munity’s head, but there are solu-
tions and the process of overcom-
ing starts with business leaders in 
our community.

“Storms bring out the best in people.” 
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By Nicole Davis
The world is so fast-paced. Cheryl Domi 

aims to slow it down a little for her customers 
at Sassafras Tea Room by creating an atmo-
sphere where people can come in, the world 
is shut-out, and they can relax, have fun and 
make new memories.

“The goals were to grow, to create a unique 
environment, a special place for them to come 
to feel like they’ve been somewhere without 
going out of town,” Domi says.

While Domi says she never planned on 
opening a restaurant, it is a “godsend.” With 
a background in interior design, and after 
12 years of running a window draping busi-
ness from her home, Domi decided to help a 
friend open some restaurants. She ended up 
purchasing the location at 299 N. Madison 
Ave., Greenwood, from her friend. Her fam-
ily stepped in to help, including her daughter 
Rachel, son Alex, step-son, parents and boy-
friend. She currently has six employees in the 
family-run business. Sassafras Tea room is en-
tering its fifth year in operation.

“Personally, I feel like this has made me 
a better person – with the people contact,” 
Domi says. “We have the regulars coming 
back and that’s what makes it worthwhile; the 
friends that I’ve made along the road.”

Sassafras Tea Room serves specialty teas 
and home-style southern cooking during 
lunch hour and for special events in the eve-
nings. Still utilizing her interior design skills, 
Domi decorated the entire home-like restau-
rant herself, including the upstairs.

“I’m always picking up different dishes and 
teacups,” Domi says. “We have great custom-
ers that just show up at my doorstep with 
stuff, so I have dishes that belong to my cus-
tomers and their relatives. I don’t like every-
thing matchy-matchy. We do have fancy china 
we use on special events. I like it all to be dif-
ferent.” 

Domi says everyone is welcome, and ev-
eryone seems to enjoy themselves, from 
young to old. She says the children 
have been a growing focus, as 
she’s seen little girls and 
boys coming in wear-
ing their finest clothing 
to enjoy some tea out of 
the china cups. She says 
one little girl, age 5, has 
had three birthday parties 
at Sassafras Tea Room, even 
though her parents have given 
her other options. To offer a differ-
ent experience, Domi says she can teach the 
children how to properly behave while eating. 
She says they are thinking about beginning 
craft parties for them.

“We are reaching a younger audience,” 
Domi says. “They’re enjoying it and coming, 
asking mom and grandma to bring them. Es-

pecially when you get the kids, they get 
to come in and learn proper place 

settings. They come in their lit-
tle dress-up clothes. They 

feel special. They want to 
come back. I think every-
one in life wants to feel 
special.”
Last year, Sassafras Tea 

Room began catering wed-
dings. Domi says they have done 

a lot of baby and bridal showers, and 
says she hopes to do more of those types 

of special events as the business continues to 
grow, largely through word of mouth. She also 
offers special events of her own, through the 
holidays, including a Mother’s Day tea or tea 

with Mrs. Claus for Christmas.
“It’s neat because each day is different,” 

Domi says. “You can’t predict it. You have to 
be very flexible. I like that challenge. I couldn’t 
do a job where I sit still and everything is the 
same all the time. I’m a creative person. That’s 
why paperwork is challenging for me.”

Domi says she is proud of the fact that they 
opened at a tough time in the economy and 
dug-in to their Greenwood location. Busi-
ness has grown more and more each year, and 
she says she hopes to see that continue. With 
plans to consistently make the business bet-
ter, by expanding the kitchen or catering more 
events, Domi says it’s still all about creating 
a nice atmosphere where every person feels 
special when they leave.

“We’re just going to keep doing what we’re 
doing; make the customer happy and wanting 
to come back,” Domi says.

Sassafras Tea Room
299 N. Madison Ave.

Greenwood, IN 46142
Lunch hours:  

Monday-Saturday, 11 a.m. – 3 p.m.
(317) 888-8449

Sassafrastearoom.com

Best advice: To take time and treat 
people special. We care about our cus-
tomers. They want that special touch.

Worst advice: You hear silly (sugges-
tions) all the time, but you forget about 
them.

Best business decision: The staff and 
having quality products and atmo-
sphere.

In 5 years... I’m hoping we can grow 
and do more events. We just want to 
grow and do more. We just picked up 
weddings last year and I would like to 
do more of that.

Secret to success: I think for here, it’s 
having the compassion, atmosphere 
and that’s why I’m here. That’s why we 
are different. It’s about the people that 
come in here. They make me want to 
come back. We become friends.

How did Cheryl do it?

Reasons someone would want to do 
business with you…

n  We’re family-owned, local.

n  We’re unique in what we offer. 
We specialize with parties, special 
events or for one or two people. 
We try to emphasize that it’s like 
going somewhere special. We try 
to bring family values back, make 
everyone feel special, refreshed and 
rejuvenated.

n  It’s a different menu. We offer 
specialty teas. The food is fresh, 
most of it is healthy and all of it is 
made here.

The List
Cheryl Domi makes every customer 

feel special and comfortable at 
Greenwood’s Sassafras Tea Room

Cheryl Domi stands in the dining area of the Sassafras Tea Room.

Photo by Nicole Davis

FEATURE

COVER STORY

Tea with a 
little Zing

“Domi says she is proud of 
the fact that they opened 

at a tough time in the 
economy and dug-in to their 

Greenwood location.”
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Many of the articles that you read today in the 
world of business pertain to Obamacare as this 
is the major issue with many small businesses 
this year. Interestingly enough, a lot has been 
said about the poor web sign up attempts; how-
ever, this is just a distraction from the real issue: 
the price and quality of the product. 

A couple of years ago, I signed up 
with a web dinner reservations prod-
uct called Open Table (you  may also 
have it on your phone.) Though it 
ended up being a great app on my cell 
phone, using Open Table in the be-
ginning was a problem for me and my 
phone. 

Let’s play a kid game for a moment 
and “Pretend.” Let’s pretend that it 
took me over an hour to sign up for 
dinner reservations for the week-
end; normally, a phone call or 
an E-mail can accomplish 
the same feat in a min-
ute or two. I would have 
been highly annoyed at 
the process. However, once 
I was at the fabulous restau-
rant dining with my wife and 
friends, all reservation making 
frustrations would have been forgotten. 

Now, let’s run the tape back a week. Let’s pre-
tend that I made the reservation but Open Ta-

ble had only one restaurant, their own. Let’s say 
that I felt like taking a dare and trying it. Once 
there, for some reason, they were under staffed 
and it took forever to get my food. The indi-
vidual touch that you would have expected in 
a nicer restaurant was completely absent. The 
waiter later apologized; he said that he only had 
six minutes to dedicate to each table! Well, our 

small dinner party would be under-
whelmed indeed. The waiter indicat-
ed that the bus boy would be taking 
over and telling us about the specials, 
wine and the like. He said the bus boy 
could answer simple questions, but 
please, “Don’t make them too difficult, 
he has not been trained in the art of 
finer dining.”

Now, we can pretend that the din-
ner came out and the food and the 
service were just lousy. Well, we could 
at least say that we savored the fel-

lowship of the evening. As we 
were making the best of a bad 

situation, the waiter gave us 
the last one minute of his 
allotted six minutes and 
presented us with the bill. 

It wasn’t just higher than 
we had expected, it was three 
times the normal bill! All the 

pleasantries of the evening were over and all 
of us were left in a huff vowing never to return. 
The next morning, my neighbor (with whom I 
had dinner the night before) called me and was 

spastic. I thought that he was still angry from the 
previous night and needing to vent, but he ex-
claimed (almost in shock) that I had to read the 
morning paper.

Apparently, a new law was enacted in our 
community according to the newspaper. The 
city had bought up all of the restaurants. They 
had divided the neighborhoods into districts 
and we were all assigned to eat at designated 
restaurants. Well, you guessed it; our area was 
assigned to El Crummy Casa, the restaurant that 
we had eaten at last night. Yes, I was discouraged 
to hear this but I told my neighbor we would no 
longer eat out, problem solved.  

Here is the rub; he told me we were all to be 
assessed the amount of one nice ridiculously 
overpriced dinner per weekend per household 
member. We would pay the dinner assessment 
whether we ate there or not. This was designed 
in order to streamline the process of restaurant 
efficiency. 

I thought that they were reasonably efficient 
the way they were before! Yep, the town council 
disagreed with me; they were going to “infect” 
me with their better idea. 

What if I don’t want to eat out? My wife 
doesn’t like high-end dining anyway as it takes 
too much “getting ready time” according to her. 
What if we just went to the bar side of El Crum-
my Casa and just ate bar food? Well, we would 
have to pay for a six course meal! 

“This is crazy!” I shouted to anyone who 
would listen to me in my kitchen at 8 a.m. in the 
morning. “If I wanted to join a high-end, down-

town dinning club, I would have joined one!”
Now, I am forced to join one. No one even 

asked me if I wanted to join. Also, my neighbor 
gets in for free, and I have to pay for part of his 
share!

To take this “pretend” story to the logical end-
ing, let’s pretend that all of the neighbors took 
this new assessment and protested it to the state 
Supreme Court. The Court sided for the town 
council as this assessment was something that 
the court said the council was legally allowed to 
do. Let’s say that my friend’s debit card bounced 
the original dinner bill before the assessment 
kicked in as the bill was over his card limit. The 
amount could not be satisfied so the restaurant 
took the past due bill to the IRS, the new “po-
lice” for the assessment. The IRS then put a lien 
on my neighbor’s home when could not pay. 
This damaged his credit and now he is on un-
employment because he lost his business; his 
small business needed his credit to survive. He 
is now just coming up on 99 weeks of unemploy-
ment. His benefits are probably not going to be 
renewed. The good news is that he now quali-
fies for a government “hand out” for the restau-
rant assessment as he has no income. Now he 
can eat at the restaurant for free. Now, I have to 
pay more because as a tax payer, I have to cover 
his amount and the amount of others who can-
not pay. This time, two years from now, we are 
going to find out if this is just a stupid game of 
“Pretend”, or the reality of the land. Stay tuned ... 
This could be real “heart burn.”

Is it just me or has the marketing for annui-
ties exploded? 

I can fully understand and relate 
to investors seeking products with 
guarantees and ways to protect their 
portfolios. But one product I always 
suggest people be extra cautious 
about is an annuity.  

I hold an Indiana insurance li-
cense and I can sell annuities, I just 
choose not to. Because of my lack of 
sales experience with them, I must 
disclose that I am not an annu-
ity specialist, nor do I play one on 
TV or radio.  I do know that annui-
ties have been around for years and 
years, and billions upon billions of dollars in 
annuities have been sold. I just don’t like them 
for my clients.  

Life insurance companies and their sales 
forces have been selling people the guaran-
teed lifetime income provided by annuity con-
tracts for a long time. The first annuity prod-

ucts were relatively easy to understand and 
paid a fixed rate of interest.  Then once annui-
tized (i.e. turned over to the insurance com-
pany) they paid a guaranteed lifetime income 
to the beneficiary.  Variable annuities began 

showing up in the late 1980s. They 
had the potential for higher returns 
from stock and bond 
mutual fund subac-
counts inside of them. 
After variable annui-
ties came indexed an-
nuities, which were 
sold as a way of offer-
ing a potentially safer 
method of market par-
ticipation for people. 

I just don’t like them.  Here’s why: 
They’re expensive.  They typically lock up 

your money for extended periods of time (the 
“surrender period”). They can be very compli-
cated, especially indexed annuities.  And the 
guarantees they offer can come with signifi-
cant constraints on how you get to manage 
YOUR OWN MONEY.

Do any research and you’ll discover that an-
nuities are some of the most expensive types 
of investments available in the market today.  
They often contain an incredible number of 
fees, internal expenses and other costs that 
can substantially reduce the amount of in-
come and principal within the contract. These 

high expense ratios have drawn 
widespread criticism from many 
industry professionals and 
watchdogs over the years.  How 
advisors should best recommend 
them to clients appropriately 
and wisely is still a major focus of 
debate in the financial industry.

When I discuss investments 
with people, I like it when they’re 

simple.  McDonald’s sells hamburgers.  They 
take their profits from the money people give 
them for their hamburgers and put some of 
it back into better hamburgers and building 
more stores, and they also give some of that 
profit to their shareholders in the form of divi-
dends. Pretty straight forward.   

Contrast that simplicity with the “participa-

tion rates,” “spread/margin/asset fee,” “interest 
rate caps,” “surrender charges,” “mortality ex-
pense,” etc…, etc…, etc… that an indexed an-
nuity could have and I think I’m gonna go buy 
some McDonald’s and cash those dividend 
checks every quarter. 

Some of my colleagues in the investment 
community think I’m too hard on annuities 
(and by association, those who sell them.)  But 
I believe it’s the job of a good financial advisor 
to be hard on the financial products we have 
available.   In the world of personal investing, 
no product has been more excoriated than an-
nuities.  Yet, why do they survive?  Wise inves-
tors certainly aren’t pounding down doors to 
buy them.  The reason is simple.  They pay a 
big juicy commission to those who sell them. 
The investment adage I first heard over twenty 
years ago remains true today:

“Annuities aren’t bought, they’re sold.”

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

Not bought, sold

Howard Hubler
Columnist

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

PEER TO PEER

Obamacare web sign-ups: Do you have heartburn?
BUSINESS TALK
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Have you ever been the victim of a theft? Have 
you ever seen your material either written or in 
graphic form on someone’s website, 
Facebook page, printed collateral or 
elsewhere?

I have and it makes me madder 
than a nest of hornets after some 
yahoo stirred the nest with a stick. 
There is so much information out 
there on the web and more is added 
every minute of every day. As a mat-
ter of fact, some facts I gathered from 
www.domo.com are astonishing. On 
its site there is a very interesting info-
graphic showing the amount of data 
generated on the In-
ternet, every minute. 
YouTube users up-
load 48 hours of video, 
Facebook users share 
684,478 pieces of content, Instagram users share 
3,600 new photos, and Tumblr sees 27,778 new 
posts published. And that is every minute – not 
every day.

Back to our theft, most do not think of it as 
theft. Many think because it is out there, it can 
be used. Perhaps you or someone you know 
needed a picture for a brochure, website, or blog 
and did a search and then looked at the imag-

es delivered by the search. Innocently, a graph-
ic element was borrowed from the World Wide 
Web. 

What’s the harm, right? There is big harm! It 
could cost you several thousand dol-
lars. I have a friend who paid someone 
to create a website several years ago. 
The person creating the site went to 
the Internet and searched for a graph-
ic element he needed, clipped it and 
inserted it in my friend’s website. Five 
years later, my friend got a letter from 
an attorney with a bill for $5,000 for 
the use of the graphic element. 

That is the financial side, but there 
is a much bigger issue at hand: the is-
sue of ethics and reputation. It is con-

sidered theft to take 
someone’s photo-
graph, image or writ-
ten copy. That is what 
copyrights are all 
about. 

Be smart, when you need a website built, hire 
a professional. If you need a graphic element, 
buy it. If you want creative copy, write it or hire 
someone to write it for you. It really does not 
cost that much and the returns of doing the right 
thing are long lasting.

Pay for what you want

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

“That is what copyrights are all about.” 



Where to go, what to do, how to beat those winter blues? Come experience fabulous wines and 
delicious cuisine as we take our guests to various countries “Around the World,” exploring food and wine 
pairings through a four-course dinner. Join leaders and community members for a fun and exciting 
evening benefiting Leadership Johnson County. Over the past 20 years, Leadership Johnson County 
has graduated over 500 community leaders through our program. Please consider helping sustain this 
important community leadership program by attending our marque event!

Leadership Johnson County

Saturday, March 15th, 2014
6:00 p.m. Reception, 7:00 p.m. Dinner

Indiana National Guard Armory

Celebrate the Wines and Cuisine from 
“Around the World”

 
Four-course dinner catered by CIBUS

Silent & Live Auctions 

Sponsorship opportunities available

For more information, contact Tandy Shuck at tshuck@franklincollege.edu                

Wine Tasting

Presented By:

Costs for attending are: 
• $90 per person
• $170 per couple
• $950 per table of 10
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BUSINESS PERFORMANCE

Erin Smith
Guest Columnist

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

I am an avid reader of Forbes, Bloomberg 
and Entrepreneur magazines. In my reading, I 
found an underlying theme about technology 
trends in business for 2014. 

Understanding current marketing 
strategy is important for small busi-
ness owners. There is no time like 
the present to dive in and be on the 
cutting edge of those trends.  I don’t 
know about you, but everywhere I 
turn, in my business and at home, 
I am bombarded with TECHNOL-
OGY.  

Whether it is social media, con-
tent management, website main-
tenance, remote-controlled home 
sounds systems, alarm systems 
monitored from your iPhone or that 
dang Candy Crush app, technology contin-
ues to be at the forefront of life.  We have a 
choice.  We can sink or swim in the techno-
logical abyss.  I choose to swim. Knowledge is 
my life vest until I get technology figured out!  

First, consider taking a time-out from so-
cial media.  Think about how your business 
can benefit from social media and then be 
sure you can measure this.  A mentor once 
told me, “Sometimes you have to slow down 
to speed up.”  Take a break from tagging, liking 
and sharing.  Think about which social media 
outlets really bring profitability to your com-
pany.  If you aren’t sure, find someone smarter 
than you in this area and hire them to help.  I 
did and the expertise I tapped into is top notch 

and sure to guide my company to higher rev-
enues.  

Second, realize that traditional forms of 
marketing, like printed brochures and print 
advertisements, can’t be treated as separate 
silos from technology to create an excellent 
marketing strategy.  Digital marketing is weav-

ing its way through everything.  We 
must embrace a new way of think-
ing. Build technology into your 
business plan and brand.  Having a 
strong marketing strategy infused 
with technology is not only smart 
for 2014, but savvy!  

Third, realize that your budget for 
2014 and beyond must give serious 
consideration to technology invest-
ment.  Three years ago, when my 
company topped one million in rev-
enues, it was time for a new website 
and I just couldn’t swallow $20K … 

seriously? At the time, this didn’t seem like an 
investment, it felt more like a shame! Today, 
this kind of investment is built in my budget 
because it is a necessity to compete in the mar-
ketplace I have chosen.  A website alone isn’t 
a winning strategy, but a piece of the techno-
logical upgrade that all businesses should be 
embracing to stay relevant in today’s climate.  

I am not sure I will ever get to a point where 
I take that life jacket off, but I do know I will 
never quit swimming.  My business depends 
on it.

YOUR BUSINESS

Technology overload

GROWING SMALL BUSINESS

Mary Popovich is the Small Business Advisor/Marketing 
Coordinator, Northeast ISBDC.

BUSINESS DEVELOPMENT

PR provides a positive 
return on your investment

One of the biggest misconceptions we en-
counter when working with small business 
owners is that you have to spend a ton of 
money on advertising to win customers and 
increase sales. However, there are 
a lot of other effective ways to 
promote your company or orga-
nization without spending much 
(if any) money, and most of them 
involve one aspect or another of 
a tool called public relations, also 
known as PR.

What is PR? Public relations is a 
set of tools used to promote your 
company, and/or to enhance or im-
prove the image or brand of your 
company, that minimizes or elim-
inates the exchange of money for 
self-promotion. Public relations may involve a 
press release or press conference, a newsletter 
or a simple thank-you note, a ribbon-cutting 
ceremony or grand opening event, a speech 
before a civic organization, or the sponsor-
ship of a community activity or event. Here 
are some insights on these various PR tools:

Press Releases – I am a firm believer in 
the power of a press release, also known as 
a news release or media release. If you have 
basic writing skills and a few media contacts, 
you can produce and distribute a press release 
about your business at no cost. A press release 
can be used to promote anything newsworthy 
about your company – including the opening 
of the business, the introduction of new prod-
ucts and services, the expansion to a new loca-
tion, the hiring of new employees, 
community sponsorships or spe-
cial events, or any milestones of 
the business or significant accom-
plishments of its leaders. You can 
go online and find a good press 
release template, or work with 
your local Small Business Devel-
opment Center, to create a press 
release that will get your business 
noticed.  Experience has proven 
that as long as an announcement 
promotes something “newswor-
thy” about your company, it works 
– our ISBDC clients have received 
a lot of free publicity as a result of 
press releases. 

Corporate Sponsorships – Cor-
porate sponsorships enhance your 
public image because they pro-
mote your company as a public steward and 
a great supporter of the community. You can 
use corporate sponsorships to leverage media 

coverage and your business may also receive 
recognition on event literature and advertis-
ing pieces promoting the event. Sponsorships 
may or may not involve the exchange of dol-
lars; often companies can trade their product, 
service or expertise for in-kind sponsorships 
that have the same impact as paid sponsor-

ships.
Community Service – Commu-

nity service has a similar effect as 
corporate sponsorships, but it typ-
ically involves the investment of 
more time than money or donated 
products. By becoming involved in 
a community service organization 
such as Rotary or Kiwanis, or in-
teracting as a volunteer with not-
for-profit groups like Big Brothers 
Big Sisters, Junior Achievement or 
the Cancer Society, you are once 

again enhancing your image as a public stew-
ard, which improves your credibility with 
potential customers and looks good on your 
company literature or resume.

Speaking Engagements and Guest Col-
umns – Build your reputation as an authority 
in your area of expertise by securing speaking 
engagements in front of civic organizations 
and writing guest columns for local newspa-
pers and magazines. Contact club presidents 
and local editors to see how you can become 
a guest speaker or a guest columnist. Once 
again, here’s a great tool to build credibility 
for your company at no cost. (Be cautious of 
any publication that requires you to pay a fee 
or buy advertising in exchange for your article 
being published).

Newsletters  and E-Blasts – Newsletters 
can be used as a public relations tool to “toot 
your own horn” and promote sales, but they 

should also include some value for your read-
ers – such as helpful tips related to your area 

of expertise, or mentions or links 
to upcoming events or online ar-
ticles that would be of interest to 
your customers. People look for-
ward to receiving newsletters and 
e-blasts when they provide valu-
able information. But if you con-
sistently send out newsletters 
and e-blasts that are mainly sales 
pitches, don’t be surprised if you 
get some “opt-outs” or disinterest-
ed readers.

Phone Calls, Impromptu Visits 
and E-Mails – An old-fashioned 
phone call, impromptu visit or 
unscheduled e-mail are powerful 
ways to keep in touch with your 
existing clientele and make them 
feel special. Occasionally these 
contacts may result in an on-the-
spot sale, but they should mainly 

be used to cultivate a good working relation-
ship and keep you in the top of their minds so 
when they are ready to buy the types of prod-

ucts or services you offer, you’ll be the one 
they call.

Social Media – In recent years, social me-
dia has become the most-talked-about busi-
ness PR tool, but it’s important to do it right 
or not do it at all. Use Facebook or other social 
media to create a positive public image of your 
company by providing tips, helpful informa-
tion or inspirational quotes, as well as mak-
ing light talk of community happenings and 
promoting your business’s new products, ser-
vices, events and staff.  Remember that “less 
is more,” so it’s better to make your posts oc-
casional and powerful than daily and dull. Be 
sure to refrain from turning your Facebook 
page strictly into a sales tool because people 
will tune you out or “hide” your posts. And, by 
all means, stay away from controversial top-
ics; as my mother once advised, avoid talking 
about sex, religion and politics in a social set-
ting – and that applies to social media, too…
especially when using them as a PR tool for 
your business.

Mary Popovich
Guest Columnist
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It gives a sense of satisfaction when you see a kid smile.  
Customer service is a big thing. We’re not selling a product;  

we’re selling an experience. We’re selling fun.
~ Michael Hilton, owner of That Fun Place

“

“

Photos 
by Nicole Davis

Michael Hilton stands in second location of That Fun Place, which opened Nov. 20, 2013.

That Fun Place
707 S. Madison Ave., Suite I

Greenwood, IN 46143
(317) 883-3738

Thatfunplace.com
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By Nicole Davis
Michael Hilton has sold fun for the last eight 

years, and in November he brought it to Green-
wood. Opening the second location of That 
Fun Place, Hilton decorated the family enter-
tainment center with colorful themes, includ-
ing pirates and treasure, a black light miniature 
golf, zombie pirate laser tag and an arcade with 
a variety of games.

“It gives a sense of satisfaction when you see 
a kid smile,” Hilton says. “Customer service is 
a big thing. We’re not selling a product; we’re 
selling an experience. We’re selling fun.”

That Fun Place originated in Greenfield eight 
years ago. Hilton says he wanted to start his 

own business, and ran numerous ideas by his 
family. Miniature golf was the one they agreed 
on. Hilton says he wanted to try his luck in a 
larger market and debated between Green-
wood, Fishers or Noblesville and began search-
ing for a property two years ago. He saved up 
decorations and supplies for four years in prep-
aration for another facility. The location at 707 
S. Madison Ave., Greenwood, opened Nov. 20. 
It previously housed another entertainment 
business and Hilton says he was able to speak 
with the former owners and see the success 
that they had.

 “It’s clean – that’s the main thing,” Hilton 
says. “We keep it safe and as family-oriented as 

possible. It’s big enough you can have a good 
time, but small enough you can sit and see 
where your kid is going. We also have events 
the whole family can be involved – laser tag, 
golf and parents can go into the play area with 
their kids.”

That Fun Place offers birthday party pack-
ages and private rooms – and not just for chil-
dren. Hilton says business have even hosted 
team-building parties, doing team-building ac-
tivities with things such as laser tag competi-
tions. The dining area sells pizza that is made 
fresh, in-house.

“I know people aren’t coming here just to eat, 
but while they are here, we want them to or-

der a pizza and be surprised at the taste,” Hil-
ton says.

Trying to create an atmosphere, as opposed 
to a simple building with games, Hilton says 
has been one key to his success in Greenfield, 
and he hopes will be the key in Greenwood.

“I’d like to see this location grow to where we 
can expand it,” Hilton says. “I’m always want-
ing more and more. That’s the nature of this 
business. You have to continuously change it so 
people don’t get bored with it. I use my kids as 
a reference point and ask questions of the kids 
that come in... The kids, they come up with the 
funniest things. They’re totally honest – they 
like it or don’t.” 

That Fun Place
Ri Pugh and Jo Pugh spend time with their grandfather, Tom Brogan of Greenwood.

Michael Hilton offers family entertainment with a  fun-filled atmosphere  
in new Greenwood business

Blacklight tiger  and pirate on display in the miniature golf area of That Fun Place.

Michael Hilton stands in the arcade area of That Fun Place.



American Family Insurance  
Matthew R. Green Agency, LLC 
6010 S US Highway 31
Indianapolis, IN 46227
(317) 780-1000
mattgreenagency.com

Express Employment 
Professionals
707 S. Madison Ave.
Greenwood, IN 46143
(317) 888-5700
Mike.Heffner@expresspros.com
ExpressIndySouth.com

Indy City GiftBaskets
130 E. Epler Ave., Suite E
Indianapolis, IN 46227
(317) 782-GIFT (4438)
indycitygiftbaskets.com 

Simons Bitzer & Associates, PC
8350 South Emerson Avenue, Suite 100
Indianapolis, IN  46237
(317) 782-3070    
SimonsBitzer.com 

The year was 1954 and the community was growing. Greenwood’s economic engine, long-
associated with the city’s initial founding and increasing prosperity, was gaining power. This 
growth brought about a greater sense of local pride and progress. It also revealed the need 
for an entity to help guide and develop it. That fall, a group of local business leaders came 
together with the vision of “advancing the commercial, industrial, and civic interests of Green-
wood and its trade area.” The Greenwood Chamber of Commerce was born.

The Chamber and community have evolved along the way. The Chamber hired its first full-
time executive director, Ginger Van Valer, in 1976. And in 1985, the Chamber reorganized as 
the Greater Greenwood Chamber of Commerce to better reflect the expanding geography and 
interconnectedness of the “Greenwood” business community.

Today, new leaders have emerged to carefully steward the Chamber and perpetuate the 
vision set forth sixty years ago. Their commitment connects us with our past and gives us 
confidence in our future. Membership now stands as one of the largest in Central Indiana. The 
staff has grown to four dedicated fulltime professionals and the Greater Greenwood Chamber’s 
portfolio of services encompasses much more than monthly luncheons.

Save the date! 
Join us April 17 

for our Diamond Anniversary Celebration. Details soon.

Eight past Board Chairs join president & CEO Christian Maslowski (top right) for a photo at the 2011 Annual 
Chamber Celebration.  Front row left to right: Nancy Lewark, Susie Bixler, Joyce Nies, Jeff Goben, and Garnet 

Vaughan.  Back row left to right: Jeff Tillman, Brandyn Ferguson, and Paul St. Pierre.

Celebrating 60

CENTER GROVE

CONNECTING                SOUTHSIDE. My
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They lurk in the corners of most offices, per-
forming their normal jobs quietly and efficient-
ly to divert attention from their true 
identities. They are the Grammar Na-
zis.

When asked to review a proposal, 
a brochure, or a report, they sigh and 
agree to take on the task. And then, 
like Gestapo officers about to pounce 
on a suspect, they study the project 
with a peculiar mix of contempt and 
glee.

You’ll often find them serving in 
roles they believe are beneath their 
station in life. After all, it’s obvious 
they know more than their supposed 
superiors. She can’t use contractions 
in a proposal! And doesn’t he realize 
you can’t start a sentence with a con-
junction?

Professional editors and proofread-
ers aren’t Grammar Nazis. No, the 
Nazis in question are the self-styled 
experts who received perfect grades 
on every theme in their seventh grade 
English classes. In their minds, that makes them 
authorities and enforcers. 

Actually, they’re dangerous, both to the ma-

terials they review and their colleagues’ morale. 
Their passive-aggressive manner intimidates 
others, leading them to believe that they are in-
capable of writing. 

Most of all, they interfere with clear, effective 
communication. They operate un-
der the belief that all writing should 
be done in the formal, pedantic style 
that’s used only in the academic 
world.

The simple fact is that academic-
style copy is rarely the right choice 
outside of the classroom. A conver-
sational, more casual tone is far more 
communicative. Sometimes that 
means ending sentences with prepo-
sitions or sneaking a sentence frag-
ment into a paragraph. And there’s 

nothing wrong with that.
What really troubles me is the grammar Na-

zis’ penchant for being scathing in their criti-

cism. Most of their victims walk away with the 
belief that such criticism is deserved. It’s usually 
not.

Professional editors focus on ensuring that 
the words and sentences convey the meaning 
clearly, correctly, and effectively. If they spot 
an obvious mistake, they’ll point it out. If they 
think a sentence could be structured more clear-
ly, they’ll offer a suggestion. What they won’t do 
is degrade the writer.

If you find yourself and your hard work being 
second-guessed by a Grammar Nazi, don’t cow-
er in fear. Simply smile and thank them for the 
suggestions you’ll subsequently ignore. 

Instead of worrying about offending your or-
ganization’s grammar Nazi, write with confi-
dence and clarity. Focus on communicating with 
your audience instead of trying to win the ap-

proval of these bullies.
 

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/.

There’s no need to fear Grammar Nazis

Scott Flood
Columnist

THE PERSONAL TOUCH

BUSINESS TIPS
BUSINESS BRIEF

“…they interfere with clear, effective 
communication. They operate under  

the belief that all writing should be done  
in the formal, pedantic style that’s used  

only in the academic world.”

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

Mike Cagle leads  
south office of  

F.C. Tucker Company
The F.C. Tucker Company announced that for 
2013, Mike Cagle, a First Vice President with the 
company, received the Marketing Excellence 
Award for leading the 
company in listings sold 
for individual agents for 
the third consecutive 
year and finished in the 
company’s Top Ten for 
closed production for 
individual agents for the 
fourth consecutive year. 
In addition, Mike led the 
south office in production for the eighth time 
and earned the Realty Alliance Award for the 
21st consecutive year.

Reach the best markets  
in metro Indianapolis.

To advertise, call 300-8782
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Diana and Adam Kjerstad

BUSINESS LOCAL

Photo by Nicole Davis

Send your news
items to: info@

businessleader.bz

Lose, learn and maintain      

Compiled by Nicole Davis

Diana and Adam Kjerstad went through 
the Ideal Protein program three years ago. Di-
ana lost 40 lbs.; Adam lost 80 lbs. Afterwards, 
Diana went to work for the clinic. Seeing the 
success the program had in so many people’s 
lives, she decided to change career paths and 
open Ideal Health Weight Loss Center in 
Greenwood. The two were both senior pas-
tors as an Assembly of God church.

“In the clinic we lost weight in, we really 
saw people changing their lives,” Diana says. 
“We thought we could do this in a sort of 
health ministry, seeing people get healthy. We 
wanted to make sure people knew this was ob-
tainable.”

The company, Ideal Protein, has been 
around more than 30 years. It was only offered 
based on a doctor recommendation until ap-
proximately 10 years ago, when it opened to 
the public. Every clinic is still medically su-
pervised because the clients lose weight so 
quickly. Adam says part of their challenge at 
Ideal Health is just letting people know what 
exactly they do and how the program works. 
The program consists of four steps: phase one 
is the most restrict eating only foods listed in 
the program, phases two and three wean the 
clients off the Ideal Protein foods and phase 
four is about maintenance.

“What sets us apart from other programs is 
our maintenance program,” Diana says. “I tell 
them, I will teach them how to eat your po-
tatoes and pizza without gaining weight. We 
focus on mindset, mind changing and lifestyle 
change. You see the yo-yo diet all the time of 
people losing 30-40 pounds and gaining it 
back. I help them understand habits, are you 
an emotional eater, stress eater?”

As the business grows, Diana says she 
hopes to obtain enough clients they can add 
more coaches. She is currently the only one.

“We’re not there yet, but we’re hoping we’ll 
be there soon,” Diana says.

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

Keep it client-centered instead of money-
centered. Our business isn’t about money; it’s 
about helping people.

How have things changed since  
you started your business?

We started with one client and we’re closing 
in on 30. The clinic has lost 700 pounds, about 
350 inches. If there are any changes, they were 
expected changes in that word of mouth has 
kicked in. When you have a happy customer, 
that word of mouth advertising is so key for a 
business like ours.

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

The biggest challenge is people have never 
heard of ideal protein. A lot of people want to 
compare us to Atkins, which we are nothing 
like. It’s the unknown still of what ideal pro-
tein is – we are the only clinic on the South-
side. The more clients that spread the word, 
the more we get results.

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

We knew what we were walking into. There 
hasn’t been any surprise here.

What is the hottest new trend in  
your industry?

I think the trend in the industry is we are 
getting more and more people that are health 
conscious. With healthcare changing, people 
are turning more health conscious and people 
are looking for programs that will help them 
be successful.

NOW THAT WE’VE BEEN OPEN

Diana and Adam Kjerstad help their clients lose weight 
and keep it off in Ideal Health Weight Loss Center

Larry E. Nunn & Associates’ playing 
field is serving middle-market and 
international organizations around the 
world. If you’ve outgrown your current 
advisors, or are feeling under served by 
the larger firms, consider Larry E. Nunn 
& Associates. We offer experienced, 
accessible service teams, world class 
engagement management and a focus 
on quality and efficiency.

Larry E. Nunn & Associates has 
over 35 years of experience serving 
middlemarket businesses. Through 
our membership in the BDO Seidman 
Alliance, our clients have access to the 
domestic and international resources of 
BDO Seidman, LLP, the U.S. member firm 
of BDO International - the fifth largest 
international accounting and consulting 
organization.
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BUSINESS 
EMPLOYEES

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

Have you fallen out of love with your job? It 
can be easy to do.  You are not unlike most of 
us who are overworked and under-vacationed.  
It’s easy to get burnt out. But, that 
doesn’t mean it’s over. Here are five 
things you can do to help rekindle 
the passion and fall in love with your 
job all over again.

1.) Reignite the Passion – Re-
member the excitement you felt 
when you first started your job? 
There was probably something spe-
cific you were passionate about that 
motivated you to give your best at 
work and kept you going. But, if 
you’ve lost that drive, it’s time to re-
focus and think back to the time you were eager 
to get up and go to work each day. Were you 
inspired by a new challenge, the type of work 
you did, your flexible work schedule, great co-
workers, or a steady income? 
Figuring out what excites 
you will help you become 
enthusiastic about your 
job again. Focus on finding 
something within your job 
to be thankful for. When you 
rediscover what drives you, 
you’ll find the passion again.

2.) Get On With It – Ev-
eryone faces a few hardships 
in their jobs, but you don’t 
have to relive them over and 
over again. Instead, focus 
on the positive aspects of 
your position. Refuse to get 
bogged down by negativity. 
If you’re having trouble jug-
gling your workload or working with members 
of your team, talk to your manager and ask for 
help. You can’t always change everything about 
your job, but take control of what you can. If it’s 
out of your hands, change the way you view the 
problem and start concentrating on the posi-
tive.

3.) Second Chance to Make a First Im-
pression – It’s hard to be in love with your job 
if you’re not praised for your work or feel un-
derutilized. If this is how you’re feeling, take 

this chance to impress your manager and co-
workers all over again. Start by showing your 
enthusiasm and eagerness for the job and giv-
ing every project or task your all. Others will 
take notice when you put forth your best effort 
again and will appreciate your work. When you 

show them you really want the job 
you already have, it can possibly open 
the door to a promotion or new re-
sponsibilities.  

4.) Let Go of the Heartbreak 
– Whether you’re upset for being 
passed over for a promotion or frus-
trated that your company was unable 
to provide you with a raise, it’s impor-
tant to let go of job heartbreak. You 
won’t benefit from sulking around the 
office, so forget about the past – after 
all, you can’t change it. Instead, ask 

to take on a new project or choose to look at 
things with a new mindset. Harness the power 
of inspiring yourself to work for what you want, 
and don’t waste time nursing a broken heart.

5.) Re-write the Story – 
You have the power to write 
your own job love story, so 
take the opportunity to start 
chapter 1 today. If you’re not 
in your dream job, use your 
free time to learn new skills, 
increase your knowledge, 
and better prepare yourself 
for the job you really want. 
Make sure you make the 
most out of your current op-
portunity because it can be 
the key to opening doors. 
Empower yourself to change 
the destiny of your career 
(no matter your job situa-

tion) and take responsibility for your career 
love story today.

As life and circumstances change, how you 
feel about your job may change, too. Just be-
cause you’ve lost that loving’ feeling, doesn’t 
have to mean it’s time to move on. You have 
control over your own emotions. You can rec-
reate the love you once found for your job.  If 
you loved it once, you can love it again – if you 
choose to put your heart back into it. 

Lost that loving feeling 
with your job?

PERSONNEL MATTERS

Mike Heffner
Columnist

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.
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The highlights and lowlights of 2013 indi-
cate the changing ways we do business. Com-
panies like Amazon have changed the way we 
shop. The record cold temperatures 
of January kept us out of the malls, 
but we got our retail therapy with 
online shopping! We have seen mul-
tiple big box users leave the mar-
ketplace. Linen & Things and Bor-
ders both closed their doors on the 
south side last year. Long time de-
partment stores such as JC Penny 
are struggling to keep pace with the 
competition. Many stores are facing 
layoffs or store closings as we move 
to a new chapter in retail shopping.

Starbucks continues to change 
with the times attracting customers to new 
tea stores, juice bars and cafes. It is predicted 
Starbucks will offer beer, wine and liquor as 
the market demands changes in its local gath-
ering places.

Naked Chopstix, a restaurants featuring 
Pam-Asian fare, a sushi bar and lounge, has 
opened in the Greenwood Park Mall. Icing, a 
spin-off of Claire’s, offers jewelry and acces-
sories. 

Growth Spurts, a children’s consignment 

store has move to 1001 N. State Road 135. 
Growth Spurts moved to a larger store after 
outgrowing its Shelby Street location. Radio-
active Interiors is open at 320 U.S. Highway 
31.  Owner Dionna Harrell refinishes old fur-

niture to a modern retro look. Har-
rell’s interest in “repurposing” old 
furniture with paint and reuphol-
stering started with a hobby and has 
turned into a business.  

White River Township Fire De-
partment is making plans to buy 
land located at 490 S. Morgantown 
Rd. to build a new fire station. The 
existing fire department will be part 
of the new I-69 interchange devel-
opment.

My Agent Real Estate Service-In-
dy Metro South has opened at 1637 

W. County Line Rd. in Greenwood.  Commer-
cial Team Construction, LLC, recently broke 
ground for a new tenant, and Hillcroft Ser-
vices, Inc. Hillcroft provides residential, em-
ployment and community support services 
to individuals with some form of disability. 
The new facility will be located at Commerce 
Drive and Arvin Road.

Housing prices are estimated to rise 12.5 
percent this year. The average prediction of 
rising prices is a mere 3 percent, not what 

we were hoping for. New homes will be the 
main driver of the housing industry in John-
son County and the south side of Indy. Con-
sumer confidence is optimistic as foreclosures 
are decreasing creating more demand for ex-
isting homes. 

Commercial real estate continues to move 
at a turtle’s pace.  Home Bank made an im-
pressive statement as its new White River 
Township ground continues under construc-
tion.   Dannemiller Hardware and Pizza King, 
long-time White River Township business 
will vacate by March 1 to make way for Aldi.

Despite less attractive interest rates, it ap-
pears 2014 is a year of gaining stability in the 
market.  After record breaking snow and cold 
temperatures, business owners, buyers and 
sellers continue to count the days until spring.

Changing the way we do business

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

The industry experts at Somerset CPAs have examined the 
Affordable Care Act and have discovered that not all beans 
are taxed the same.

To learn more, visit us online at www.SomersetCPAs.com, or 
contact one of our tax professionals with expertise in industries 
such as:

MORE JARS.
SAME BEANS...

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

- Agriculture
- Construction
- Dealerships

- Dental
- Health care
- Manufacturing

- Retail 
- Real estate

BUSINESS BRIEF

Community Physician 
Network practice achieves  

recognition from NCQA
Community Physician Network Family Medi-
cine Care, located at 333 E. County Line Road, 
Suite B, Greenwood, has achieved Level 3 Pa-
tient-Centered Medical Home (PCMH) rec-
ognition from the National Committee for 
Quality Assurance (NCQA). The three-year rec-
ognition took effect in December, 2013. Dr. Es-
ther Adade, Dr. Mery Kendall and Dr. John Mill-
er, family medicine physicians at Community 
Physician Network, are linked to this recogni-
tion. To be eligible for recognition, providers 
must meet a number of standards, including 
enhanced access through expanded hours 
and online communication. The PCMH model 
actively engages patients in their own health, 
promoting shared decisions with the care 
team so they can be better informed and con-
tribute to treatment outcomes.

Madison Avenue  
is Economic  

Development Area
The Indianapolis council committee voted 
unanimous on designating Madison Avenue 
as an Economic Development Area at its Jan. 
13 meeting with a recommendation of the 
council passing the proposal at the Jan. 27 
County Council meeting.

BUSINESS BRIEF

Kim Beauchamp receives Spirit Award
The Indiana Eye Clinic presented the Carol Schlarb Spirit Award for 2013 to Kim Beauchamp.  
This award was established in 2011 to honor the memory of Carol Schlarb and her contributions 
as practice manager at the Indiana Eye Clinic. Kim Beauchamp was presented the Spirit Award 
at IEC’s Christmas Party last month. She is a Certified Ophthalmic Technician and Team Leader, 
and joined IEC 9 years ago. Kim assists with patient care at both the Greenwood and Plainfield 
offices. Past recipients of the Spirit Award include Tom Wasko and Karen Spencer. For more 
information visit indianaeyeclinic.com.  

BUSINESS 
LOCAL
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Well preserved

First time walking into Bill Winand’s business, Tommy’s 
Old Fashioned Jerky? No problem. Winand will explain ev-
ery flavor and let the customer sample each one. His friendly 
personality is what he says is a large key in making his busi-
ness successful. The other part:

“They had a big variety, which I would want if I opened a 
store,” Winand says. “They have so many different styles and 
kinds. I knew I could fill a store.”

Greenwood resident Winand opened the Perry Township 
business in August, and says he has seen a steady increase 
as the word spreads. Tommy’s Old Fashioned Jerky sells nu-
merous flavors of jerky, summer sausages and exotics. He 
says he’d estimate 70-80 percent of customers at this point 
are new, and 60 percent of those come from referrals. If busi-
ness continues the way it has, he says he would love to open 
a second store, in the future. For now, he says he will focus 
on growing his Perry Township store in his own community. 
He says he will begin offering discounts for his community, 
such as a regular discount for veterans, and monthly specials 
for professionals such as teachers, fire-
fighters and others that give back on a 
daily basis.

“It’s growing every day,” Winand says. 
“I’m seeing a steady incline. I know I 
haven’t had to put out much money this 
year. It’s sustaining itself.”

Why did you open this business?
I really like jerky. I was in between 

jobs. I didn’t know if I was going to retire; I was in the heat-
ing and air conditioning business, a union, and was laid off. I 
went into a jerky shop and really liked the product. I opened 
this up. There isn’t much competition here. I didn’t want to 
get into something that was highly competitive. Plus, every-
one likes jerky.

What did you do to prepare for opening your business?
I did a lot of research on jerky and learned a lot of neat 

things. I found what I was getting into was definitely a niche. 
This is 12 percent of the jerky market; the rest is owned by 
big brands sold in grocery stores.

Who is your ideal customer/client?
Anybody that likes jerky. It crosses all barriers – kids and 

adults, it doesn’t matter. It’s a wide diversity of people.

How do you plan to be successful?
Doing what I do best. I’m a people person. I love to talk 

to people and that’s 70 percent of this business – being nice 
to the customer and explaining what you have. Second, I am 

trying to be more experienced with the 
computer and marketing through it.

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

I was a sheet metal worker. How 
many of them open a jerky shop? I am a 
Southsider. It’s my community. I’ve been 
married to my wife, Sara, for 22 years. 
We’ve lived in Greenwood for 10 years.

Bill Winand

Photo by Nicole Davis

Greenwood’s Bill Winand opens  
Tommy’s Old Fashioned Jerky in Perry Township

OPEN FOR BUSINESS

BUSINESS LOCAL

Compiled by Nicole Davis

One of today’s hottest investments, peer-
to-peer lending, involves making loans to 
strangers over the Internet and counting 
on them to pay you back with interest. The 
concept may be a bit wacky, but the returns 

reported by sites specializing in this transaction 
are nothing to scoff at. What risks you face: For 
the average-risk loan on Lending Club, returns 
recently averaged 8 to 9 percent, with a default 
rate of 3.5 to 4 percent. By contrast, junk bonds, 
which had a similar default rate this year, were 
yielding 6 percent. - CNN Money

BUSINESS DISPATCH

Sachin A. Mehta, MD, has joined Franciscan 
Physician Network Rehabilitation Specialists. 
Board-certified in physical medicine and re-
habilitation, he most recently served as medi-
cal director of the brain injury, post-concus-
sive syndrome and rehabilitation programs at 
Marianjoy Medical Group, Wheaton, Ill. At Re-
habilitation Specialists, Dr. Mehta specializes 
in providing nonsurgical treatments for dis-

orders associated with 
disability with a focus on 
improving function and 
quality of life and de-
creasing pain. The prac-
tice is located at 8051 S. 
Emerson Ave., Suite 250, 
on the Franciscan St. 
Francis Health Indianap-
olis campus. For more in-
formation, call Dr. Mehta at (317) 528-8494 or 
visit FranciscanDocs.org.

Physician establishes new practice  
with Rehabilitation Specialists

BUSINESS BRIEF

The Rebecca McDonald Award was present-
ed to Carla Orr on December 12 at the IN-
APSE conference.  As director of Employment 
Services, Orr is the Job Links Team Leader for 
Adult & Child.  Involved in many state commit-
tees, both past and present, Orr brings works 
with clients with mental health issues.  She is 
currently seeking funding for Long Term sup-
ports in employment for people to get off 
benefits and out of poverty in order to achieve 
a lifestyle that approximates that of individu-
als without disabilities. Orr is currently on the 
advisory committee for the Director of the Bu-
reau of Rehabilitation Services, involved with 
NAMI(National Alliance for the Mentally Ill), on 
the Board of Directors and past vice president 
of the Central Region of APSE, and currently 
the Conference Committee Chair. Orr leads IN-
APSE trainings in her Region. From left, Kylee B. Hope and Carla (Boothe) Orr. 

BUSINESS BRIEF

Orr awarded Rebecca McDonald Award

You too can be a banker 



Celebration of 
SMALL 

BUSINESS

www.exceleratehc.com

SAVE the DATE!

May 8, 2014
4pm to 7pm

For more information, 
contact Cathy Myers (317) 918-0334 

or email her at: info@exceleratehc.com.

2353 East Perry Road

Banquet and
Conference Center
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February Chamber 
Meetings

4 – Greater Greenwood 
Chamber of Commerce 
(MedExpress UrgentCare 
Grand Opening Ribbon 
Cutting); Feb. 4, 1-2 p.m.; 
489 S. State Rd. 135, 
Suite E, Greenwood. For 
more information, call the 
chamber, (317) 888-4856.

6 – Greater Greenwood 
Chamber of Commerce 
(February Membership 
101); Feb. 6, 9 – 10:30 
a.m.; 65 Airport Pkwy., 
Suite 140, Greenwood. For 
more information, call the 
chamber, (317) 888-4856.

11 – Franklin Township 
Chamber of Commerce 
(2014 February Meeting); 
Feb. 11, 11:30 a.m.,; 
Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. Cost is $12 
lunch and meeting or $5 
meeting only. For more 
information, call (317) 328-
6100 or visit ftchamber.com.

11 – Greater Greenwood 
Chamber of Commerce 
(Business Matters Luncheon, 
Greenwood State of the 
City); Feb. 11, 11:30-1 
p.m.; Valle Vista Golf & 
Conference Center, 755 E. 
Main St., Greenwood. For 
more information, call the 
chamber, (317) 888-4856.

13 – Beech Grove Chamber 
of Commerce (February 
Networking Luncheon); Feb. 
13, 11:30 a.m. – 1 p.m.; 
Hornet Park Community 
Center. Cost for members 
is $10, non-member is 
$15. RSVP by Feb. 11 to 
GBGCoC@beechgrove.com.

23 – Greater Greenwood 
Chamber of Commerce 
(2014 Taste of the 
Southside); Feb. 23, 4:30-7 
p.m.; Valle Vista Golf & 
Conference Center, 755 E. 
Main St., Greenwood. Cost 
is $40 general admission. 
Must be over 21. For 
more information, call the 
chamber, (317) 888-4856.

Greater Greenwood 
Chamber of Commerce 
New Members

American Red Cross
1600 West 3rd St.
Bloomington, IN 47404
(812) 331-1300

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

Achieve Weight Loss
4800 W. Smith Valley Rd., 
Suite F
Greenwood, IN 46142
(317) 989-8867

MedExpress Urgent Care
489 S. State Rd. 135, Suite E
Greenwood, IN 46142
(317) 889-0350

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

That Fun Place, LLC
707 S. Madison Ave.
Greenwood, IN 46143
(317) 888-3738

Newly Incorporated

CNG Solutions GRP
Excel Equipment, LLC
11 S. Meridian St.,  
Suite 1313
Indianapolis, IN 46209

Indiana Commerce Center
Manna Investments
100 W. Braodway, Suite 100
Glendale, CA 91209

Jesse Jamz  
Mobile Services
James Purvis
1004 Canary Creek Ct.
Franklin, IN 46131

Julians Salon
Melissa Marks, Ian Marks
859 Riverside Dr., Suite 8
Greenwood, IN 46142

Precision Automotive
Cary Allen
4981 Pebble Lane
Greenwood, IN 46142

The Property  
Brothers Realtors
Scott Baer, Larry Manning
11 Carnation Ct.
Trafalgar, IN 46142

Webdevindy
Jason M Wagner
Jesse L Jones
900 Ransgate Rd.
Greenwood, IN 46134

SBA Guaranteed Loans

Boone County

The Tyros, LLC
11589 Weeping Willow Dr.
Zionsville, IN 46077
$75,000. Bank of Geneva

Hamilton County

Chivas Corp.
797 S. 10TH St.
Noblesville, IN 46060
$11,700. The Huntington 
National Bank

Edgewater Tax Group
1 S. Range Line Road,  
Suite 20
Carmel, IN 46032
$77,500. KeyBank

Eye 4 Group, LLC
14841 Waldmer Lane
Noblesville, IN 46060
$80,800. $69,200
Star Financial Bank

Greenwood Springs 
Dental, LLC
12220 Poplar Bend Blvd.
Fishers, IN 46037
$25,000. Star Finc’l Bank

Information Systems 
Experts, Inc.
200 Medical Dr., Suite C1A
Carmel, IN 46032 
$350,000. Lake City Bank

J-J.A.D.E. Enterprise, LLC
1 S. Rangeline Road,  
Suite 310
Carmel, IN 46032
$300,000. The Huntington 
National Bank

Kwon, Yongil Co.
5100 Puffin Pl.
Carmel, IN 46032
$129,000. The Huntington 
National Bank

Lighthouse Behavioral 
Services
4530 Amesbury Pl.
Westfield, IN 46062
$50,000. Fifth Third Bank

Midwest Center  
for Sight, LLC
3985 W. 106th St.
Carmel, IN 46032
$634,000. Indiana 
Statewide Cert. Dev. Corp.

Midwest Eye  
Consultants, P.C.
535 N. Sheridan Road
Noblesville, IN 46060
$778,000. Indiana 
Statewide Cert. Dev.Corp.

Hendricks County

Hines Metal Services, Inc.
1706 Cardinal Lane
Brownsburg, IN 46112
$65,000. The Huntington 
National Bank
Johnson County

AppleTree Staffing, LLC
893 E. Main St.
Greenwood, IN 46143
$100,000
Mainsource Bank

Rapid Prototyping & 
Engineering
3340 W. Presidential Way
Edinburgh, IN 46124
$150,000. Mainsource Bank 

VIP Athletics, LLC
2110 Earlywood Dr.
Franklin, IN 46143
$61,000
Indiana Business Bank

Marion County

Aggress Revenue  
Mgmt. Solutions  
2416 DePauw Road 
Indianapolis, IN 46227 
$10,000. The Huntington 
National Bank

AMB Group, Inc.
2073 W. Raymond St.,  
Suite A, Indianapolis, IN 
46221. $25,000
Golden Pacific Bank 

Ambrose Property  
Group, LLC 
55 Monument Circle
Indianapolis, IN 46204 
$100,000. The Huntington 
National Bank

Barkefellers  
Northeast, LLC
9400 Corporation Dr.
Indianapolis, IN 46256
$1,481,000
Premier Capital Corporation

Big Red Liquors, Inc.
5439 S. East St.
Indianapolis, IN 46227
$916,000 
Premier Capital Corporation

Body.Harmony. 
Balance, LLC
1020 E. 86th St,. Suite 22
Indianapolis, IN 46240
$115,000
Indiana Business Bank

Devin B Coleman
329 W. Edgewood Ave.
Indianapolis, IN 46217
$170,000
Fifth Third Bank

Cut Rite, LLC
3304 E. 50th St.
Indianapolis, IN 46205
$20,000. Chase Bank

DMCB, Inc.
5301 N. Winthrop Ave.
Indianapolis, IN 46220
$720,600. Chase Bank

Eskew Law, LLC
1 N. Meridian St., Suite 600
Indianapolis, IN 46204
$28,000. The Huntington 
National Bank

Ezra’s Enlightened  
Café, LLC
6516 Ferguson St.
Indianapolis, IN 46220
$10,000
Superior Financial Group

Fastrack Mechanical, LLC
9135 Harrison Park Ct. 
Indianapolis, IN 46216
$63,900. $54,400
$11,300. The Huntington 
National Bank

Gardens of Growth, Inc.
7 acres of 4201 Millersville
Indianapolis, IN 46205
$228,000
Premier Capital Corporation

The Interconnect  
Group, Inc.
212 W. 10th St.,  
Suite C 440 
Indianapolis, IN 46202 
$94,300. Chase Bank

Mataji Krupa, Inc.
7015 Kentucky Ave.
Indianapolis, IN 46113
$95,000. $30,000
The Huntington National 
Bank

The Law Office of  
Jessica S. Lacy 
11901 E. Washington St.
Indianapolis, IN 46229 
$62,000 
Premier Capital Corporation

The Laundry  
Connection of Indiana
2653 Tobey Dr.
Indianapolis, IN 46219
$75,000
Indiana Business Bank

Masters Family  
Dentistry, LLC
5170 Commerce Circle
Indianapolis, IN 46237
$312,100. $25,000
Stock Yards Bank & Trust Co.

Masters Realty Group, LLC
5170 Commerce Circle
Indianapolis, IN 46237
$589,300
Stock Yards Bank & Trust Co.

Mercer, LLC
10995 Crawfordsville Road
Indianapolis, IN 46234
$201,700. Chase Bank

Niama Corp.
6125 E. 38th St.
Indianapolis, IN 46226
$331,000
Premier Capital Corporation

Northwind  
Pharmaceutical, LLC
9402 Uptown Dr., Suite 110
Indianapolis, IN 46256
$350,000
Ridgestone Bank

Nu-Tec Holding Corp.
5025 Emco Dr.
Indianapolis, IN 46220
$1,450,000. $750,000
KeyBank

Rowland Design, Inc.
702 N. Capitol Ave.
Indianapolis, IN 46202
$202,000. Chase Bank

SBTP, Inc.
7015 U.S. 31 South
Indianapolis, IN 46227
$673,000. The Huntington 
National Bank

Speedy Tax Service, LLC
7038 Tamarind Ct. 
Indianapolis, IN 46236
$500,000. Cert. USBank

TC Electric, Inc.
1422 S. Talbot St.
Indianapolis, IN 46225
$225,000. PNC Bank

TFWellness, Inc.
1222 N. Pennsylvania St.
Indianapolis, IN 46202
$402,200
Wells Fargo Bank 

ZEST! Exciting Food 
Creations
1134 E. 54th St., Suite H
Indianapolis, IN 46220
$55,000
Indiana Business Bank

Morgan County

Carlisle & Son  
Funeral Chapel
31,39 & 45 E. High St.
Mooresville, IN 46158
$2,315,000
Live Oak Banking Company

PLANNER OF NOTE

BUSINESS LOCAL

Reach 
the best 
markets  
in metro 

Indianapolis.
To advertise, 
call 300-8782

Send your news items to: info@businessleader.bz



indstate.edu

Indiana State offers you a one-of-a-kind MBA program in Plainfield 
for working professionals.

Only five percent of colleges and universities are nationally accredited by 
the AACSB. And we’re named a “Nation’s Best” program by the Princton 
Review. We’re among the elite.

We’re for balance in your family, work, and school time. One night a week 
for ten weeks, three times a year. You’ll see the goal and stay the course.

Contact us at 317-662-0004 or visit indstate.edu/ProMBA to find out 
about open houses and information sessions in your area.

THERE’S MORE TO BLUE.

We’re for opportunity. For self-discovery.

And for you.


