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From left, The Greater Greenwood Chamber of Commerce’s 
Membership Services Coordinator Julie Spate, President/CEO Christian 

Maslowski and Membership Development Manager Hannah Orme.



Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals 
representing small and large organizations, nonprofit and for-profit groups, government officials, volunteers and anyone 
interested in improving individual leadership skills, learning more about Johnson County and making connections. With 
over 500 graduates of the program, LJC continues to make a positive impact on our community. Come be a part of the next 
great class of leaders! 

“By remaining dedicated to the growth of 
our community through partnering with 
local programs such as Leadership John-
son County, our employees and business 
- as a whole - remain active in the com-
munities in which we live and work. We 
do all of this from the core belief that we 
must let others share in our success if we 
want to be successful – not just today, 
but also tomorrow and the day after. By 
investing in the growth of our employees 
and their personal success - through of-
fering them opportunities such as Lead-
ership Johnson County - we can do our 
part in developing better informed and 
engaged employees and citizens that 
are dedicated to giving back to the com-
munity in order to truly make a differ-
ence – not just for the Endress+Hauser 
community and their families, but for our 
surrounding communities and for future 
generations to come.”

Brandyn Ferguson, VP of HR
Endress+Hauser 

Left to Right: Kathleen Spindler, Don Cummings, Brandyn Ferguson,  
Amanda Parkhurst, John Siminski, Scott Richardson and Dawn Truster.



businessleader.bz • April 2014   3Southside Business Leader

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

Rick Myers
Founder/Publisher

Cathy Richards, the Greenwood Chamber 
of Commerce’s board chair, will be 
stepping down officially in April, 
and I want to personally thank her 
for a job well done. 

 I just finished my first year as a 
member of the board of directors 
and it has been a fantastic experi-
ence. Richard’s leadership made it 
all the more fulfilling for me, and I 
am sure for others as well. She con-
sistently ran great meetings and 
was as well prepared and organized 
as one can expect. 

I am sure those who held Rich-
ard’s position did equally good jobs as well – 
only thing is, I didn’t have the opportunity to 
work with them or get to know them. Rich-
ards, who works for Lee & Associates, a com-
mercial real estate services group, says her 
work with the chamber has been a rich expe-
rience.

“This experience has truly been a bless-
ing for me,” Richards says. “I’ve met so many 
people through this (experience) ... It’s been 
amazing. It went by so quickly.” 

On April 17, 10:30 a.m. – 12:30 p.m., Jon-

athan Byrd’s Cafeteria, 100 Byrd Way, the 
Greenwood Chamber will hold its Annual 
Chamber Celebration: 60th Diamond Anni-
versary (go to greenwoodchamber.com for 

more information). There, Richards 
will officially call it a term and Gayle 
Sweitzer, Community Health Net-
work, will take over and no doubt 
will do an equally great job.

  I am just happy that my rookie 
year on the board of  directors of the 
Greenwood Chamber of Commerce 
was under the tutelage of Richards. 

………
Do you know of any businesses  - 

chamber members and non-cham-
ber members that deserve recogni-

tion? During this celebration, the chamber 
will also award its annual chamber awards for 
business achievement at this event. The Salute 
Award recognizes a member business that has 
demonstrated business success. The Pride & 
Progress Award recognizes new construction 
or existing property renovation design. Com-
panies may be nominated by others or may 
nominate themselves. Deadline is April 4. Go 
to greenwoodchamber.com.

FROM the PUBLISHER

VIEWS

Leading chamber board was  
rich experience for Richards

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

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

????

Saint Mary-of-the-Woods
C o l l e g e

Aspire Higher. Advance Your Career.
MASTER OF LEADERSHIP 

DEVELOPMENT
1 Year-Hybrid, 

Online Program

Choose the best MLD track for 
your career.
 •   Financial Leadership
 •   Individualized Path
 •   Not-for-Profit Leadership
 •   Organizational Leadership

“I wanted to be a better leader for the guys I work with daily. When you go into 
it and you get done your confidence is overwhelming, you don’t feel like there is 
any challenge out there that you’re not willing to take, it’s almost like, hey what’s 
next, someone give me something, give me a challenge.” 

Scot Kellett, 2013 MLD Graduate
Midwest Delivery Operations Supervisor, Duke Energy

Start in August! Apply Today.
800-499-0373 • www.smwc.edu/indy-mld
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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

Greenwood’s  
water park plans

The City Council of Green-
wood met Monday, Mar. 17, to 
confer about plans to construct a 
water park in Freedom Park that 
would open to the public some-
time in 2015. The project, which 
is expected to cost approximate-
ly $10 million, is also expected to 
suffer a $200,000 annual operat-
ing loss, which has Greenwood 
City Council members worried.

However, Mayor Mark Myers 
believes there are a number of 
ways to make up for the costs. In-
stead of allowing the city to reach 
into taxpayer pockets, why not 
allow local businesses the oppor-
tunity to help cover the expens-
es? 

This is an opportunity for lo-
cal businesses to invest in their 
community. The proposed water 
park features fun outdoor activi-
ties and amenities for the public 
to utilize — not to mention the 
lazy river and water slides to help 
people stay cool in Indiana’s no-
toriously hot and humid sum-
mers. This is one of those rare 
opportunities where a commu-
nity can come together in order 
to achieve a common goal for the 
benefit of the city.

This kind of added infrastruc-
ture adds a unique element and 
attraction to the Southside. It 
will help keep citizens happy, 
students active over summer va-
cation, and has potential to at-
tract new businesses, jobs and 
prospective homebuyers.

Ban the Bossy! That’s the latest tirade against 
perfectly good words that will get you arrested 
by the PC Police. It follows all the other words 
that someone has decided we can’t 
say because they’re used in a mean 
way. If we keep banning words, there 
won’t be enough language to commu-
nicate.

Where were you people when I 
was being teased?

Kids would chant: Gussy Wussy 
was a bear; Gussy Wussy had no hair! 
It drove me to grow out my burr hair-
cut and led me to a life of pleasure 
and anarchy. Woe is me.

Bossy is a perfectly good word. It 
means oppressive 
or domineering. 
We all know peo-
ple like that. Gen-
der aside, there 
are bossy peo-
ple in the world. 
Stopping use of 
the word will not 
change the root 

snide-ism that is the real problem. (Snide-ism is 
a new word that I made up.)

Snide-ism is what we should rally to eradicate. 
Not the word, but the intent. But then again, 
shouldn’t we be helping our sons and daughters 

to deal with these lowly feelings? Nah, 
let’s just inconvenience everyone else 
in the world.

In my diary, I mean, my journal, 
I have a list of other words that we 
could campaign against. They start 
with wussy and end with dumbass. 
Get it? End? Swine.

Which, by the way, is a terrible in-
sult. Pigs deserve better. Let’s ban all 
terms used for pork. They are de-
rogatory unless you are speaking to 
an actual pig. Let’s declare a Prohi-
bition on the “P” word! It will be the 

perfect compan-
ion marketing 
piece to the book 
I’m writing – Pig 
Out. It’s about 
smorgasboarding 
across the Mid-
west and confus-
es another con-

cept for the word “surfing.”
Let’s say we are successful in Ban the Bossy. It 

will be only a matter of time before we are sub-
stituting a synonym that trips trippingly on the 
tongue. “Hey, you! Stop being so … so … super-
visory!”

This cuts directly into my own catchphrase. 
I’ve been using “That’s boss.” It is a term of en-
dearment for something that is superior to oth-
er things like it. Since “bossy” has been banned, 
I’ve tried to find a new term. “That’s rad!” is too 
shorthandish. I suppose we will all be making up 
words to avoid saying something in appropriate. 
What do you think of “That’s quilt!” or “That’s 
objective permanence!”

I can count on one hand the times I have ac-
tually used bossy – all of them during my first 
marriage. I have found most people aren’t bossy 
unless they need to be, like, because they are a 
boss. Let’s ban people who try to belittle other 
people by using words like bossy. That would be 
an accomplishment and far more productive.

Gus Pearcy
Columnist

Bossy goes the way of words we can’t print
HUMOR

“I can count on one hand the times  
I have actually used bossy – all of them 
during my first marriage. I have found 

most people aren’t bossy unless  
they need to be.”

In Toon with Southside Business by Julie 
Bickel

“A winner is someone 
who recognizes his  
God-given talents,  
works his tail off to 

develop them into skills, 
and uses these skills to 
accomplish his goals.”

~Larry Bird, president of 
basketball operations for the 

Indiana Pacers

Reach the best 
markets in metro 

Indianapolis.
To advertise, 
call 300-8782
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By Nicole Davis
As membership to the Greater Greenwood 

Chamber of Commerce reaches more than 
650 businesses, it has come a long way in 60 
years since 12 businessmen came together to 
form an organization that could help grow 
successful businesses in a booming economic 
area. Current president and CEO, Christian 
Maslowski, says with a diverse selection of 
businesses and business lead-
ers, the dynamics may look a lot 
different than when the cham-
ber was first formed, but that 
dedication to the city’s business 
climate remains the same.

“You’re talking about going 
from a humble beginning and 
all volunteer-led grass roots 
initiative to form a chamber in 
1954,” Maslowski says. “Now 
60 years later we have a profes-
sional staff of four, a dedicated 
board of directors, a highly ac-
tive team of chamber ambas-
sadors that are also volunteers 
helping to connect members to 
one another and membership is 
now more than 670.”

Maslowski says the 50s were 
a prosperous time for the coun-
try and Greenwood was no dif-
ferent. Industry was booming 
and retail was growing. The newly-formed 
chamber was run by volunteers until 1976, 
when it could hire a full-time director, Ginger 
Van Valer, wife of one of the chamber’s found-
ers. As the chamber continued to grow, so did 
surrounding areas of White River Township 
in the unincorporated Greenwood and Perry 
Township in Indianapolis. In 1985, the Green-
wood chamber reorganized, merged with the 
White River Business Alliance and changed 
its name to the Greater Greenwood Chamber 
of Commerce. That name allowed the organi-
zation to extend beyond its municipal bound-
aries. The chamber continued to prosper.

 “The late 90s and 2000s were very good to 
Greenwood and the Greenwood Chamber,” 
Maslowski says. “In the eight years before 
I came to the chamber we almost doubled 
our membership, which reflects a couple de-
cades of real growth in the community; when 
our business community grew, our neighbor-
hoods grew. So the chamber is really a driver 
of and a reflection of a healthy economy.”

Maslowski grew up in South Bend, moving 
to the Greenwood area for another employer. 
With a Master of Business Administration de-
gree, Maslowski says he had always been in-
terested in business strategy, seeing how the 
big picture of the puzzle comes together. Em-

ployed in higher education and adult enroll-
ment, he became a member of the Greater 
Greenwood Chamber of Commerce. When 
he began to feel like he needed a change, he 
says the chamber seemed like a perfect fit. 

“I had a deep appreciation for business and 
business leaders,” Maslowski says. “I knew of 
and respected the work the chamber did.”

He was hired to serve as executive director 
of the chamber in August 2007, taking over 
for Gail Richards. His initial goals were to do 
more for small business owners, advocate for 
them. Then the financial crisis hit and area 
businesses closed one after another. He says 
they had to quickly refocus how to continue 
to keep members and obtain new members.

“I bet there are a lot of business owners that 
have survived the last five years and wondered 
how did we do that?” Maslowski says, “You 

don’t think about the risk. You just manage it 
and move forward. When I look back on the 
last few years, I think ‘how did I sleep?’ Not 
only did we survive, but we came out stronger 
on the other end. It’s just been amazing.”

Maslowski says learning how each indus-
try changes, from restaurants to hospitals, is 
what makes his job gratifying. As a chamber, 
he says they have had to do the same - adapt 
and grow. Now seven years since he started, 
he says revenue has grown by 32 percent. The 
chamber had a large decrease in membership, 

but it’s back to where it was be-
fore the economic downturn. 
With the economy picking back 
up, Maslowski says they are 
working to focus on those ad-
vocacy issues that were a part 
of his initial goals when he be-
came executive director. 

“In the last five to 10 years 
the business community is re-
ally coming to expect more of 
our local chambers,” Maslows-
ki says. “They look to our local 
chambers for advocacy leader-
ship, for these issues to be dis-
cussed. That’s a path they see 
us taking and we need to pro-
vide stronger leadership in that 
area. So the last four years we 
have been working with our lo-
cal legislators on issues.”

Personally, Maslowski says 
his own life has changed in the 

last seven years. With his wife and a two-year-
old daughter at home, he says the best advice 
he has been given was from a board member; 
sometimes it’s ok to produce work that’s good. 

“It’s remembering that sometimes my good 
is really good or perfect for others,” Maslowski 
says. “You can’t spend that much time tweak-
ing to make things perfect.”

As the chamber reaches its 60th anniver-
sary, it will celebrate on April 17, 10:30 a.m. 
– 12:30 p.m. at Jonathan Byrd’s Cafeteria in 
Greenwood. Cost is $33 for members or $38 
for non-members at the door. Advanced tick-
ets and discounts are available until April 15. 
To learn more, visit greenwoodchamber.com.

Best advice: If you don’t measure it, 
you can’t impact its change. So for a 
chamber, we measure membership 
sales, sponsorship sales, engagement 
in programs. If you’re not measuring 
how you’re doing, you don’t know how 
you’re doing.

Worst advice: A lot of folks who’ve 
done sales have been trained in the 
show-up or throw-up program. You talk 
about how the company was founded, 
how great the company is, how it’s 
good for you. What I’ve realized is that 
it’s not all about me. What I think is ben-
eficial, may not be. You need to listen 
more.

Best business decision: Our cham-
ber partner packages. We weren’t do-
ing this in the chamber world. We had 
members that were “frequent fliers” 
who were always engaged and talk-
ing to us. So we created one package 
where the customer could write one 
check to incorporate all the things they 
do during the year.

Secret to success: You have to sur-
round yourself with good people but 
also be able to discern whose advice 
to take. You have to be able to make 
tough decisions, even when it’s not 
popular but you know it’s best. It takes 
an ornate amount of time and energy. 
I’m just a hard worker and have always 
had a good work ethic, so I don’t feel 
there is a secret. You just do what you 
have to do.

In 5 years: I expect our membership to 
have grown. I see a more vibrant Green-
wood. I see an even stronger leader-
ship role that we play in advocacy.

How did Christian 
Maslowski do it?

Reasons to do business with the 
Greater Greenwood Chamber of 
Commerce…

n  To make connections: The 
chamber is not just a collection of 
local businesses. These are really 
the movers and shakers. It’s an 
opportunity for businesses to meet 
their colleagues, potential vendors 
and other people in this game. 
We’re a community.

n  To market: to establish or 
strengthen their brand.

n  To support and influence change: 
we work to advocate with our local 
legislators.

n  To save: We have discount programs 
on office supplies and more. It’s just 
smart for your bottom line.

The List The Greater Greenwood Chamber of Commerce 
celebrates its 60th anniversary with Christian 

Maslowski and his team at the helm.

FEATURE

COVER STORY

Maslowski’s 
Mission

Above, the Greater Greenwood Chamber of Commerce was started in 1954.  
Bottom, left: Ginger Van Valer became the first executive director in 1976.  

Bottom, right: Christian Maslowski is the current CEO/president who took over in 2007.

Greater Greenwood  
Chamber of Commerce

65 Airport Pkwy., Suite 140
Greenwood, IN 46143

(317) 888-4856
Greenwoodchamber.com

2014 Annual Chamber 
Celebration: 60th Diamond 

Anniversary
April 17, 10:30 a.m. – 12:30 p.m.

Jonathan Byrd’s Cafeteria
100 Byrd Way, Greenwood

(317) 888-4856

Submitted Photo

Submitted Photo

Photo by Nicole Davis
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BUSINESS BRIEF

Healthcare professionals 
recognized by  

patients and peers
Two registered nurses at Franciscan St. Fran-
cis Health have been recognized by patients 
and peers for going above-and-beyond the 
call in caregiving. Registered nurses Brenda 
Copas and Christa Hagist have been named 
the February 2014 recipients of the hospital’s 
DAISY Awards. Copas works in the Bone Mar-
row Transplant Unit, while Hagist works in the 
Adult Intensive Care Unit at the Indianapolis 
campus. Copas was nominated for her special 
kindness toward a patient who was going to 
spend his 59th wedding anniversary in the 
hospital.  With a cake, a song and many oth-
er special touches, Copas was able to create a 
special moment for the patient and his wife.  
Hagist also was nominated by a coworker for 
an extraordinary act of service.  She helped 
an ill patient provide a Christmas smile for 
his wife. Too sick to get out of bed and leave 
the hospital and with the gift shop closed, the 
husband had no Christmas card for his wife. 
Hagist created a card for her patient to give to 
his spouse. 

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

Several months ago, I went with my son and 
grandson to a pre-kindergarten program. There 
was a poem posted on the wall that most dads 
have probably seen at one time or the 
other. This poem tugs at the heart 
of any dad. However, for the dad in 
a family business with a passion to 
serve in his business sector, the poem 
is especially poignant; it has a lifelong 
repercussion for the next generation 
who may grow up to do what dad 
does. I have three kids: Greg, Russ 
and Christi. They are all, by their own 
decisions, in the automobile busi-
ness. They are all so passionate about 
it that sometimes dinner can be a 
bit boisterous to be polite about it. 
So this poem really hits home 
with me. The poem has 
a few lines that go like 
this. 

“Walk a little slower 
Daddy, said the child 
so small, I am follow-
ing in your footsteps and 
I don’t want to fall. Some-
times your footsteps are too 

fast, they are hard to see, so walk a little slower 
Daddy, for you are leading me. Sometime when 
I am grown up, you are what I want to be, and 
then maybe I will have a child who will want to 
follow me.”

This is a great time of celebration 
in the Hubler family. We are open-
ing a new dealership. Well, for a fam-
ily that has over the years opened over 
15 auto locations, eight collision cen-
ters and a variety of other auto relat-
ed activity, what is the cause for cel-
ebration? Well, my son Greg and his 
wife Heidi mark the fourth generation 
Hubler who will put their name on a 
building and open doors for business. 
When you think of how many reces-
sions, wars, extinct brands, hostile 
government actions and the like that 

have plagued the auto indus-
try, and to survive into the 

fourth generation, this is 
indeed an accomplish-
ment that most small 
business families never 
see. 
They have purchased 

Gary Pedigo Chevrolet in 
the Mooresville/Decatur 
area, just south of the I67 

exit on the city’s Southside. Yes, the basics that 
we talk about in this column from time to time 
and making the customer satisfied and the ba-
sics of a sound business were all baked into Greg 
for as long as he can remember. From a degree at 
IU, to our national auto dealer’s academy train-
ing, and so forth, has been bathed into him as to 
how to run a successful auto dealership. Now it’s 
show time. 

In 1957, my dad brought Mom and three 
boys up from Florida to work in Uncle Jim’s new 
car dealership. We lived on the Westside at the 
Gateway Motel for several months. This was the 
perfect example of “sometimes for opportunity, 
you have to go backwards for a while to go for-
wards.” No, this formula does not work in this 
era of instant fame and glory. However, unfor-
tunately, this is still the reality check of life. The 
winter in this tiny hotel room with three ba-
bies was, according to my dad, the most miser-
able six months of his life, not counting the war. 
However, it changed his fortunes beyond his 
wildest dreams. Eventually, he bought my uncle 
out when he retired. Subsequently, my brothers, 
Brad and John, and I bought my father out when 
he retired. Now, we all have kids in the business. 
I am following in your footsteps Daddy, and I 
don’t want to fall... 

Howard Hubler
Columnist

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

PEER TO PEER

Following the family footsteps

BUSINESS TALK
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Many of my good friends are small business 
people. One of my passions is to make a study 
of what makes them successful and what pitfalls 
they need to avoid. After many years 
and many conversations, this is what 
I have learned so far. It seems the pit-
falls of the unsuccessful are the very 
things that make their counterparts 
successful. Here are the top five ways 
to find success in your small business:

1. Know yourself. Do a S-W-O-T 
analysis. What are your Strengths, 
your Weaknesses, the Opportunities 
and the Threats? Examine and under-
stand each. In every strength there is a 
weakness and in every weakness there 
is a strength (e.g. you are small so lack 
financial clout, the advantage is by necessity 
you will be more creative). The better you know 
yourself the more successful you will be. Know-
ing yourself allows you not only know your areas 
of opportunity, but you also know what areas to 
avoid. One of my favorite assessments is Fasci-
nate based on Sally Hogshead best selling book 
by the same title.

2. Set goals. This sounds almost too simple 
but many people and businesses do not set goals. 
Goals can keep you focused on where you want 
to go and how you need to get there. Set specific 
measurable goals with timelines and track prog-
ress towards them. Set goals in areas that you 
know you can win (if you did the SWOT in 1, 
you will know those areas).

3. Grow within profitability. Many times, I see 
companies that set the goals, but they grow their 

expenses in anticipation of sales only to find the 
sales do not materialize at the level they thought. 
I’ve fallen for this too many times myself. Sell 
first then add overheads.

4. Sell more to your existing customers. Look 
at what they buy from other sources 
that you might be able to sell them. 
You already have the relationship 
with your customers. You are already 
spending the time to service them so 
your incremental cost is quite low. 
For example, if you supply them with 
toner cartridges, it is easy to sell them 
some printers or other hardware or 
software. An existing customer is the 
easiest customer to sell.

5. Sell to more customers. You ob-
viously have something worth buy-
ing or you would have no customers. 

What other customers might benefit from what 
you provide? Then market and sell to that audi-
ence – email, mail, fax, advertise, call, visit, etc. 
Ask your existing customers for referrals. Sell in 
a larger geographic area. Take the knowledge 
and systems you have to broader areas. Warn-
ing on this – the grass is not always greener. Re-
member, it costs more to sell in markets further 
away. You can lose your advantage.

Just as you focus on goals, focus on these 
strategies to grow your business this year. When 
you do that, you save yourself from diluting your 
efforts by spreading you energy across many 
tasks. And you also set yourself up for greater 
success.

5 Ways to grow 
your small business

Jack Klemeyer
Columnist

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

COACH’S CORNER

BUSINESS PERFORMANCE

4610 E. 96th St.    |    1-888-204-3445
TomWoodLexus.com

Ask us about our South side concierge service.

All new. All available now.

ThE 2014
LExuS
LinE up.

Sales Hours: Mon, Thu 9-8 • Tue-Wed, Fri 9-6 • Sat 10-6  
Service Hours: Mon, Thu 7:30-8 • Tues-Wed, Fri 7:30-6  • Sat  8-6

TWLX376304.indd   1 3/5/14   10:45 AM
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We decided to make this a more transparent  
leasing experience. Anyone can walk in here  

and know what they are getting into.
~ Brandon Whittington

“Above, Brandon Whittington, leading director, stands in front of ZZone 31 which opened March 3. Photos to right: the all-inclusive facility features a modern and fresh decor.

“
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By Nicole Davis
ZZone 31 Commercial Office Suites aims 

to make it easy for entrepreneurs to run their 
business, says leasing director Brandon Whit-
tington. By offering an all-inclusive, modern fa-
cility that opened south of I-465 on U.S. 31 on 
March 3, Whittington says they make it simple 
to get businesses started and focus on growth.

Whittington was working at the Villages at 
Bent Tree Apartments in Indianapolis when 
it was purchased in 2007 by The Ardizzone 
Group. The company also purchased Brook-
wood Apartments and Brookwood Office 
Suites on the Southside. They fixed up the 
apartment complex first and turned their focus 
on the office suites. Whittington began work-
ing on the remodeling project last April. This 
is the company’s first commercial endeavor, 
investing $4.2 million into the remodeling and 
start-up.

“When we took over apartment manage-
ment we found there were a lot of hoops to 
jump through, a lot of things were bureaucrat-
ic,” Whittington says. “We decided to make this 
a more transparent leasing experience. Anyone 
can walk in here and know what they are get-
ting into.”

The cost of leasing an office suite includes 
utilities, high-speed internet, 24-hour security 
surveillance, independent climate control and 
on-site parking. Accommodations also include 

conference rooms seating groups of more than 
20 people, on-site vending, pay per use of USPS 
postage machine and copy machine. Whitting-
ton says the interior of the common areas was 
designed to be modern and upbeat, while each 
office can be decorated to meet each entrepre-
neur’s needs.

“We wanted our stuff to be fresh and nice 
and for people coming to visit our clients to 
have a good impression of the business,” Whit-
tington says. “The interior of their office is up 
to them.”

The building houses 63 office suites. ZZone 
31 will have a grand opening celebration in 
June. For more information, visit ZZONE31.
com.

ZZONE
31

New Southside Indianapolis commercial  
office suites to offer all-inclusive,  

simple leasing options

Photos by 
Nicole Davis

ZZONE 31 
Commercial 
Office Suites

5251 S. East St.
Indianapolis, IN 46227

(317) 260-0860
ZZONE31.com



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

Midwest Language Services, LLC 
3209 W. Smith Valley Rd., Suite #211
Greenwood, IN 46142
Phone: (317) 884-3122
Fax: (317) 888-5901   
midwestlanguageservices.com

Tilson 
1530 American Way, Suite 200
Greenwood, Indiana 46143
(317) 885-3838
tilsonhr.com



businessleader.bz • April 2014   11Southside Business Leader

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.

Target customers change as your business 
grows. The ideal customer of the past now 
costs you too much time for the resources 
at hand. In order to become more profitable, 
you decide to create a new market-
ing strategy to focus on your “new” 
ideal customer. Great idea!  But, ex-
actly how do you do this?  

This is precisely the question I was 
faced with as I charted a new strate-
gic marketing plan. The consultant 
my company retained suggested we 
create buyer personas to make up 
imaginary customers to map out our 
plan. Hmmm….WHAT? You want 
me to sit around and think up who 
my ideal customer is and then pre-
tend I am them 
and then imagine 
how they would 
make decisions 
and what prod-
uct they would 
like to buy and why. Seriously? Do you know 
how silly this sounds? I have an immense 
amount of respect for my consultant (hence 
why I hired him), so I decided to really try and 
wrap my brain around this concept and give 
this mental model a whirl.

I began to really think about the “perfect” 
customer for my company, a tall order, but 
not impossible.  What did he look like?  How 
old is he? What is his name? What did he 
love to buy and why? Why did he like work-
ing with my company? Were they male or fe-
male?  What kind of personality did he have? 
How does he like to shop for products and 
services? Is he a savvy web shopper or does 
he prefer to place orders via phone? After an-

swering all these questions, I gave my newly 
created persona the name of Manufacturer 
Mike, my perfect customer. He loves to buy 
multiple products from my company every 
month.  He doesn’t have a lot of time to spend 
on decisions, so he leans on me for my exper-
tise and wants to know my company has his 

back when he is in a pinch and he is 
willing to pay for that security and 
doesn’t price shop ALL the time. 
He has a good sense of humor and 
is committed to his company’s mis-
sion. Before I knew it, I was walking 
in Manufacturer Mike’s shoes. His 
persona is a tool that helps bridge 
the gap between a my customer’s 
experience and expectation on one 
hand, and the unconscious assump-
tions of my companies on the other. 

Personas help you think, feel and 
behave like your 
audience (target 
customer), and 
improve your 
ability to com-

municate effectively and efficiently.
So today, try it.  Create your perfect cus-

tomer persona to test that new marketing 
strategy you are thinking about.  Step into his 
shoes and see if he really wants to buy what 
you are selling.  What you find just might sur-
prise you! You may have the perfect product 
or your persona may say, “back to the draw-
ing board.”

If you need a little help to get started, e-mail 
me and I will send you a link to a great work-
sheet. 

YOUR BUSINESS

Who is your ideal 
customer persona?

“The ideal customer of the past now costs you too 
much time for the resources at hand.”

Off the hanger

Beth Ripani says she fell in love with con-
signment clothing when she began working in 
consignment stores in high school. She saw she 
could get so much more for her money. After 
working at different stores for approximately 
10 years, she decided to start her own. Ripani 
opened off the hanger men’s, women’s and Jr’s 
consignment in June 2011.

“As word keeps getting out, it keeps get-
ting bigger,” Ripani says. “People come in for 
the first time and say ‘wow, I already like it.’ It’s 
just different. I carry a lot of brands. Here, if we 
think we can sell it, we’ll take it.”

As business continues to grow, Ripani says 
she hopes to one day expand the current 5,000 
square foot store. Off the hanger is open Mon-
day through Saturday, 10 a.m. – 8 p.m. and 
Sunday, 12 p.m. – 5 p.m. For more information, 
visit offthehanger.net.

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

A customer once suggested that we extend 
our hours to be open on Sunday. Since then we 
operate and have a loyal following of Sunday 
shoppers that regularly make Sunday one of the 
most successful days of our week.

How have things 
changed since you  
started your business?

The number of custom-
ers and consigners we now 
have is higher than it’s ever 
been. It allows us to be 
much more selective with 
the type and quality of the 
clothing that we carry. We 

currently have over 60,000 items in our inven-
tory.

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

We wanted to be flexible for our consign-
ers by allowing them to drop off their items 
whenever they’d like instead of by appoint-
ment only. Early on there were times we were 
overwhelmed by the amount that was com-
ing in and it was beginning to hurt the service 
we could provide to our other customers. We 
had to compromise to control the balance of 
what we can process with the other services we 
want to provide. We now take in items Mon-
day through Thursday and can process roughly 
1,000 items per week.

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

The first three years of a new business can be 
pretty tough and I tried to take on everything 
myself including payroll and taxes. I quickly 
learned that this was a lot to handle. Since then 
I have contracted a payroll company to manage 
our finances so that I can focus on the business 
operations. It has made a world of difference.

What is the hottest new trend  
in your industry?

The new trends involve advertising and mar-
keting through social me-
dia. Over the past year we 
began advertising through 
Facebook, Twitter, Insta-
gram, and a text message 
marketing program. We 
are reaching more cus-
tomers than ever before.

Beth Ripani

Photo by Nicole Davis

Listening to customers’ advice has helped Beth 
Ripani grow her Southside consignment shop

NOW THAT WE’VE BEEN OPEN

Compiled by Nicole Davis

Reach the best markets in metro Indianapolis.
To advertise, call 300-8782
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We always knew, and that’s why we are here. 
CNNMoney ranked Johnson County number 
one out of eight counties as “Where the Mid-
dle Class Does Best.” Factors such as 
jobs, schools, proximity to  India-
napolis, quality of retail such as gro-
cery stores, malls, medical services 
and religious organizations  provid-
ed Johnson County with high marks 
for quality living.

Residential home sales housing in 
Johnson County has increased near-
ly 25.6 percent with an average sale 
price of $155,002. The most popu-
lar areas for growth border Marion 
County, due to driving distances for 
commuters to downtown and the 
northside. 

Congratulations to Ella’s Frozen Yogurt & 
More, which will celebrate their third anniver-
sary this month by opening a second location. 
The new Ella’s is located at 8028 S. Emerson 
Ave. The store is known for not only its great 

yogurt, but also for its contribution to com-
munity events. 

MedExpress is now open at 339 South State 
Rd. 135 at the corner of Library Park Boule-
vard in White River Township.  It was per-

fect timing for treating a long winter 
of sore throats, coughs and fevers.  
Center Grove Old School Num-
ber 6 located at the southwest cor-
ner of Smokey Row Road and State 
Road 135 is now only a memory as 
the state highway makes room for 
a much needed stoplight. The old 
brick school was sold by Old School 
Pediatrics and has now relocated to 
the Yeager building on Smith Valley 
Road.

Dollar General is open for busi-
ness with a new retail facade at 

the corner of State Road 135 and Meridian 
Meadows Lane. The former Meridian Interior 
building has been leveled providing a line of 
site for the store.

South Grove Landings at the corner of 
Whiteland Road and S. State Road 135 was 
recently auctioned for $1,670,000.  The retail 

center is 75 percent occupied and was sold to 
Venture Real Estate Investments.  

BP Canada Energy Marketing renewed its 
lease at 373 Meridian Parke Lane.  Bargers-
ville welcomes McSwain’s Smokehouse locat-
ed on State Road 135 behind Chicago’s Pizza.

Greenwood Park Mall continues to grow 
and draw new tenants. Visionworks, Tucano 
Brazilian Grill, Charley’s Philly Steaks and 
Charming Charlie offer more selections for 
shoppers.  Just as CNNMoney stated, Johnson 
County is a great place to live.

Where the middle class does best

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

Companies often complain that their custom-
ers and prospects just don’t seem to understand 
what they offer or what differentiates 
them from the competition. They 
blame those customers and prospects 
for a lack of knowledge or intelligence 
– but they should blame that person 
in the mirror.  

Take a sign that frequently pops up 
at auto-repair shops, promoting spe-
cials on something called LOF. It’s ac-
tually auto technician shorthand for 
“lube, oil and filter” – what most of us 
call an oil change. If the average driv-
er doesn’t realize that an LOF is an oil 
change, how likely is he or she going 
to take advantage 
of the special? 

Bankers are 
notorious for us-
ing similar short-
hand. I over-
heard a teller 
explain to a cus-
tomer that some-
thing had been debited from his DDA. That cus-
tomer wouldn’t have looked so confused had 
she instead said, “We took the money from your 

checking account.” That’s what the rest of us say.
An ice cream shop’s sign read “DT until 10.” 

It took a while for me to realize that the shop’s 
manager was saying that the drive thru stayed 
open late. To many, “DT” is a reference to de-

lirium tremens, a symptom of severe 
alcoholism, rather than a quick way to 
get a strawberry sundae.

Perhaps no industry is more prone 
to using language its customers don’t 
understand than healthcare. If a nurse 
told you that you needed to be “NPO” 
the night before a test, would you 
know that meant you couldn’t have 
any food or water? When the doctor 
tells you that the results of that test are 
“negative,” should you break into tears 
or start to dance? Terms like those 

baffle those of us outside of medicine.
Whether you’re in construction or clothing, 

insurance or food service, your industry has a 

language of its own. Trying to use it with the out-
side world just doesn’t work. When a custom-
er fails to understand that language, it doesn’t 
mean he or she is ignorant. It means you’re not 
explaining it in a way that’s understandable. In 
other words, if your customers or prospects fail 
to understand you, the blame doesn’t rest with 
them. You’re at fault.

No matter what industry, no matter which 
corner of the global marketplace, if you want to 
communicate effectively with prospects, cus-
tomers, or any other stakeholders, you need to 
speak in their language. 

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/.

Why don’t customers understand you?

Scott Flood
Columnist

THE PERSONAL TOUCH

“When a customer fails to understand that 
language, it doesn’t mean he or she is ignorant.  

It means you’re not explaining it in a way  
that’s understandable.”

BUSINESS TIPS

Fransican St. Francis  
doctor named top of list 

Orthopedics This Week magazine recently 
named Michael Berend, MD, one of the “Top 
22 North American Knee 
Surgeons.” Berend is a 
surgeon with Francis-
can Physician Network 
Joint Replacement Sur-
geons Franciscan St. Fran-
cis-Mooresville located 
at 1201 Hadley Rd. in 
Mooresville. The maga-
zine called the listed sur-
geons “the most impressive knee surgeons in 
the country” and noted that “This information 
was obtained via a telephone survey of thought 
leaders in the field. The information in quotes is 
what we heard about these surgeons.”

BUSINESS BRIEF

BUSINESS DISPATCH

Marvin Blade gets  
promotion at Duke Energy

Duke Energy has named Marvin Blade vice 
president of community relations and eco-
nomic development for Indiana. He replaces 
Bart Beal, who is retiring. Blade has more than 
25 years of experience with Duke Energy in cus-
tomer service, account 
management, economic 
development and com-
munity relations. He 
most recently was a gov-
ernment and commu-
nity relations manager 
for the company’s Ohio/
Kentucky business unit. 
Blade began his career in 
Indiana and grew up in Terre Haute. He started 
working with the company in 1988 in residen-
tial sales. He eventually became a district man-
ager, serving as a community liaison for the 
company. He currently lives in Cincinnati, Ohio, 
but will be making a move to Indiana.

Amazon.com stock takes a hit 
The company says it is hiring more than 2,500 
full-time workers at its order fulfillment centers 
around the United States, but none at its five 
Indiana distribution centers. Still, the news did 
not prevent UBS from slapping Amazon.com 
stock with a downgrade. Analysts at the bank 
said they were “negatively surprised” by the re-
sults of a proprietary survey that showed Am-
azon customers may be put off by a potential 
price hike for Amazon Prime. UBS lowered its 
rating to “neutral” from “buy”, while cutting its 
12 month price target to $375 from $450. It’s 
stock, traded on the Nasdaq, fell by nearly 4 
percent last week. Amazon.com began charg-
ing Indiana customers 7 percent sales tax on 
purchases last month. 

- The Associated Press
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Phil Shupe

BUSINESS LOCAL

Photo by Nicole Davis

Growing more  
than landscapes    

Compiled by Nicole Davis

By Nicole Davis
Phil Shupe says ever since he opened 

Shupe’s Lawn Care Co.’s office in July, he’s be-
ginning to feel a stronger connection to his 
Beech Grove community. He and his father, 
Don Shupe, have operated the business for 
seven years, but decided to open an office and 
transform their focus from primarily fore-
closed properties to the individual client. 

“We are small enough to give our cus-
tomers a one-on-one relationship, but large 
enough to handle a large volume of custom-
ers,” Phil says.

Phil and Don worked from home for a long 
time, growing the business to include its cur-
rent six employees and four subcontractors. 
Phil says the decision to concentrate more on 
the residential side is paying off, as their new 
office is getting a good amount of traffic. He 
says as Shupe Lawn Care’s presence becomes 
more well-known to the area, he hopes to con-
tinue growing the family-operated business.

“It gives you a great sense of pride that some-
thing you started from scratch has turned out 
like this,” Phil says. “It gives 
me a sense of pride that 
what I started from scratch 
can support so many fami-
lies. We’re looking to grow 
and expand just as much in 
the next five years as we did 
in the last.”

Why did you open this business?
My dad and I have been in business for 

seven years. The reason we opened this loca-
tion in July is I was born and raised in Beech 
Grove. I wanted to get more of a presence here 
in the town, on Main Street. It’s a pride thing 
for me. It was a great location with great ex-
posure.

What did you do to prepare for opening 
your business?

Our business before, we did a lot of work on 
foreclosed homes. We put in about six years of 
hard work, with odds and ends jobs.

Who is your ideal customer/client?
Somebody looking for a great service at a 

valuable price.

How do you plan to be successful?
A lot of hard work. We are spending a lot of 

money on advertising. We are doing what we 
can to give back to the community. I’m a spon-
sor of the athletics program at Beech Grove 
High School, am sponsoring a team for the 
Beech Grove Little League, we will do some 
work here on Main Street.

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

That we’ve been open 
awhile. People are surprised 
that we’ve done this for sev-
en years and just moved into 
this location.

OPEN FOR BUSINESS

Phil Shupe aims to make Shupe’s Lawn Care  
Co. a staple in the Beech Grove community

The Refresh Leadership 
Live Simulcast is your 
opportunity to come 
together with members of 
our business community 
to learn more about 
the principles of great 
leadership.  

Where: Indiana Historical Society 
When: 9 a.m. - 12:30 p.m.

John Mackey

The Game  
of Life

Stop Global 
Whining!

Dick Vitale Christine Cashen

Conscious 
Leadership

Co-founder and co-CEO of 
Whole Foods Market

Legendary sportscaster and 
former professional and 
college basketball coach

Professional speaker and 
expert on handling conflict 
and stress

Join Us for an Inspirational Leadership Event.

REGISTRATION REQUIRED, VISIT REFRESHLEADERSHIP.COM/LIVE#refreshleadership 

Wednesday, April 16, 2014

ExpressIndySouth.com
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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.

When someone visits your office, would they 
hear laughter? Can anyone make fun of the boss 
in front of the boss? Are your meetings hard to 
get started because laughter fills the 
room as your team is all together? 
If you said yes to any of these ques-
tions, then that’s a really great thing. 
As I was doing some preparation for 
an upcoming presentation, I found a 
great piece of information. Research 
indicates that workplace laughter 
has its benefits. Chris Robert, a pro-
fessor at the University of Missouri-
Columbia, published his findings 
about workplace humor in the Re-
search in Personnel and Human Re-
sources Management journal. In the 
article, Robert explained that “the link between 
humor and positive emotions seems strong, 
which is intuitive, and there’s also a strong cor-
relation between positive emotions and work-
place performance.” 

I have always been a fan of laughter. I think 
it’s important that we have fun at work. The 
“work hard, play hard” saying has always reso-
nated with me. We should enjoy our work and 
enjoy who we work with. Working hard doesn’t 
mean that you can’t laugh, right? I encourage it 
in our office. I agree with the research. I think 
humor, laughter and having fun bring out the 
best in people and increases positive workplace 
performance.  

Look for it in your top talent
With all that said, I think humor is some-

thing that you need to look for 
in potential employees. Granted 
it may depend on the position 
you’re attempting to fill. But, if 
you’re looking to add an intelligent 
or creative person to your team, 
you may also want to take notice 
of his humorous side. According to 
Robert, the ability to be humorous 
is “associated with intelligence 
and creativity, two things 
highly valued in workplac-
es.” The reason for that is be-
cause of what humor is. “We 
find jokes or comments fun-
ny because they are linking 
two things together — per-
haps through a punch line 
— that you wouldn’t nor-
mally link together,” Robert 
explains. “That’s what creativity 
is, too: Putting things togeth-
er in a unique way.” For those 

in high-stress jobs or leadership roles, laugh-
ter and banter with co-workers can be a great 
relief. At the same time, having an enjoyable 
work environment can appeal to top talent. 
The Wall Street Journal published that “mixing 
laughter and fun into a company culture can at-

tract skilled workers.” 

Use it to cut down on turnover
Embracing humor within your 

company can also help to reduce your 
employee turnover. Business Week 
reported “Joking around on the job 
can actually have a positive effect on 
productivity and employee retention.” 
The Wall Street Journal highlighted a 
Pennsylvania State University study 
which found that “a good laugh ac-
tivates the same regions of the brain 
that light up over a fat bonus check.” 

And that makes sense if you think about it. As 
Robert says, “If you have positive emotions 
about your job, you’re less likely to quit.”  

Don’t take yourself too seriously
Obviously, creating a workplace that em-

ployees enjoy is going to improve the work en-
vironment. I have felt that as a leader there is 
one specific type of humor that can improve 
your reputation among your team.  “One trait 
that consistently ranks highly among the most 
admired leaders is they’re confident enough 
to poke fun at themselves,” reported Forbes. 
“Smart leaders have long recognized the best 
punchline – themselves.” The Leadership & 
Organization Development Journal found that 
“executives and managers who use self-depre-
cating humor appear more approachable and 

human to subordinates.”  The 
old saying applies – if you can’t 
laugh at yourself, who can you 
laugh at?

Like anything, humor should 
be used in moderation and be 
done tastefully.  Every office cul-

ture is a bit different but when an 
expectation is set that a busi-

ness or department isn’t fun 
to be a part of, productiv-
ity, turnover, and recruiting 
will all be impacted. If jok-
ing around a little isn’t part 
of your culture today, loosen 
up a bit and try adding in a 
little laughter.  It could help 
your business and your em-

ployees’ performance. You 
might even enjoy work a little 

more yourself!

Workplace humor  
can help my business?
PERSONNEL MATTERS

Mike Heffner
Columnist

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
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APRIL CHAMBER 
MEETINGS

3 – Greater Greenwood 
Chamber of Commerce 
(Warner Eyecare Grand 
Opening Ribbon Cutting); 
April 3, 12 – 1 p.m., 1642 
Olive Branch Parke Lane, 
Suite 100, Greenwood.  
For more information, call 
(317) 888-4856.

8 – Franklin Township 
Chamber of Commerce 
(April Meeting); April 8, 
11:30 a.m. at Wheatleys, 
8902 Southeastern 
Ave., Indianapolis. For 
more information, e-mail 
franklintwpchamber@ 
mac.com.

10 – Beech Grove 
Chamber of Commerce 
(April Networking Lunch; 
Marketing 101: Building a 
Marketing Plan); April 10, 
11:30 – 1 p.m., Hornet 
Park Community Center. 
Guest Speaker is Dora Lutz. 
Cost is $10 members, $15 
non-members and first-time 
guest, free. RSVP by April 8. 
For more information, visit 
beechgrovechamber.org.

17 – Greater Greenwood 
Chamber of Commerce 
(2014 Annual Chamber 
Celebration: 60th Diamond 
Anniversary); April 17, 10:30 
a.m. – 12:30 p.m., Jonathan 
Byrd’s Cafeteria, 100 Byrd 
Way, Greenwood.  
For more information,  
call (317) 888-4856.

17 – Beech Grove Chamber 
of Commerce (Networking 
Night); April 17, 5-7 p.m., 
Napoli Villa, 758 Main 
St., Beech Grove. For 
more information, visit 
beechgrovechamber.org.

29 – Greater Greenwood 
Chamber of Commerce 
(April Membership 101); 
April 29, 9 – 10:30 a.m., 
Greater Greenwood 
Chamber of Commerce, 65 

Airport Pkwy., Suite 140, 
Greenwood.  
For more information,  
call (317) 888-4856.

SALES LEADS
Newly Incorporated
businesses through 
March 10, 2014

All Over Media  
Central Indiana
Mark Chester
6 Watson Ct.
Trafalgar, IN 46181

Best Tanning Lotion
Dane Laster
933 Beech Dr.
Greenwood, IN 46142

Blue Sky
Kirampreet K Sran
2575 Traditions Ct.
Franklin, IN 46131

Cox Tree Service
Stephen Cox
1903 S. 100 E.
Franklin, IN 46131

Darin Ness DBA
Neatness Lawncare
Darin Ness
502 S. Holland St.
Edinburgh, IN 46124

Hair We Go LLC
Angela Flajs
50 Clear Spring Lane
Trafalgar, IN 46181

K and K Stables
Mike Weaver
2414 E 252 
Franklin, IN 46131

Nichols Excavating
Andrew Nichols
6881 N. 575 E.
Franklin, IN 46131

Norwex-Debby Taphorn
Debby Taphorn
4364 Messersmith Dr.
Greenwood, IN 46142

R&R Garage
Benjamin Vinard
991 Bluff Lane
Greenwood, IN 46143

Skin Coat
Christopher Skinner
5330 Old Smith Valley Rd.
Greenwood, IN 46143

Small Town Pizza  
& Sub Co.
Eric E Eisenmenger
11 Declaration Dr., Ste. S
Greenwood, IN 46143

Greater Greenwood 
Chamber of Commerce 
NEW MEMBERS

Bethany Village
3518 S. Shelby St.
Indianapolis, IN 46227
(317) 783-4042

Holy Smoke Hog Roast 
Co. LLC
550 E. Jefferson St.
Franklin, IN 46131
(317) 371-3861

Spitzer Racing Enterprises
6135 W. 440 N.
Greenfield, IN 46140
(317) 894-9533

CMG Family  
Wellness Center
198 E. Jefferson St.
Franklin, IN 46131
(317) 739-0900

Johnson County  
Property Investors
4653 E. 400 S.
Franklin, IN 46131
(317) 847-7879

Pampered Chef 
Independent Consultant
6740 Marble Arch Way
Indianapolis, IN 46259
(317) 450-4612

Vistage International
2452 Baywood Court
Greenwood, IN 46143
(317) 886-8543

Anderson University
1303 E. 5th St.
Anderson, IN 46102
(765) 641-4269

US Army Recruiting, Indy 
South Center
1102 E. Stop 11 Rd.
Indianapolis, IN 46227
(317) 888-3410

Colonial Life
201 W. 103rd St.
Indianapolis, IN 46290
(317) 919-7720

BCH Direct Services
P.O. Box 514
Greenwood, IN 46142
(317) 300-0701

Healthcoachurs
2159 Willow Ct.
Greenwood, IN 46143
(317) 979-4411

Beech Grove Meadows
2002 Albany St.
Beech Grove, IN 46107
(317) 783-2911

SBA GUARANTEED LOANS

Boone County

Brush Turf Care, LLC
7802 E. 300 S.
Zionsville, IN 46077
$25,000. The Huntington 
National Bank 

Hamilton County

Advance Filter, LLC
15335 Endeavor Dr.
Noblesville, IN 46060
$50,000. The Huntington 
National Bank

Americare Ambulance 
Service of Indiana 
8001 196TH St.
Noblesville, IN 46062
$100,000. Regions Bank

Bay Restaurants, LLC
13901 Town  
Center Blvd., Ste 9
Noblesville, IN 46060
$50,000. Chase Bank

Fisher Marketing, Inc.
14045 Adios Pass
Carmel, IN 46032
$319,000.Wells Fargo Bank

Hubz, LLC
5700 E. 116TH St.
Carmel, IN 46033
$150,000. First Merch Bank

Imagine and Discover, Inc.
104th Street & Olio Road
Fishers, IN 46038
$1,219,000. $400,000
Indiana Statewide  
Cert. Dev. Corp. 

Indy Home & Garage, LLC
9856 North by  
Northwest Blvd.
Fishers, IN 46037
$25,000. The Huntington 
National Bank

Nexxt Spine, LLC
14425 Bergen Blvd., #B
Noblesville, IN 46060
$2,365,000. The Huntington 
National Bank

Saving Face Esthetics 
Studio LLC
2316 E. 116th St., Ste 7
Carmel, IN 46032
$20,200. $10,100. The 
Huntington National Bank

Hendricks County

Just Jump, LLC
851 S. Columbia Road, 
#112. Plainfield, IN 46168
$1,170,000. KeyBank

Orange Kanon, Inc.
9233 E. U.S. Hwy. 36
Avon, IN 46123
$350,000. Ridgestone Bank

Pittsboro Veterinary  
Clinic, PC
17 E. Main St.
Pittsboro, IN 46167
$270,000
Live Oak Banking Co. 

Quality Coring, Inc. 
7914 S. S.R. 267
Plainfield, IN 46168
$25,000. The Huntington 
National Bank

Johnson County

Dugman Enterprises, LLC
4256 W. 525 S.
Trafalgar, IN 46181
$45,000. $30,000
First Merchants 
Bank

GJ Group, Inc.
146 Balmoral Way, 
Apt. 15D
Greenwood, IN 
46143. $60,300 
The Huntington 
National Bank

Indiana Concierge 
Medicine, Inc.
1711 S. S.R. 135
Greenwood, IN 

46143
$25,000. $35,000
BMO Harris Bank

Premier Outdoor  
Power Equipment
301 Westview Dr.
Franklin, IN 46131
$616,000. $75,000
The  Huntington  
National Bank

Marion County

3 C’S Transportation, LLC
6219 Tennessee Walk
Indianapolis, IN 46278
$30,000. The Huntington 
National Bank

Americare Ambulance 
Service of Indiana
4180 Elmhurst Dr.
Indianapolis, IN 46226
$982,000. Regions Bank

BLP Investments, LLC
8341 Codesa Way
Indianapolis, IN 46278
$30,000. The Huntington 
National Bank

Chatham Home 
Interiors, Inc.
517 E. Walnut St.
Indianapolis, IN 46202
$150,000. Chase Bank

Circle City Outdoor  
Living, LLC
2318 E. 45th St.
Indianapolis, IN 46205
$300,000. Chase Bank

Downtown Car Care 
Center, Inc.
725 N. Capitol Ave.
Indianapolis, IN 46204

$400,000. Horizon Bank

Dumpster Dawgs, LLC
4333 W. 71st St.
Indianapolis, IN 46268
$150,000. Lake City Bank

Elmer Street Holdings, LLC
719 Virginia Ave., Ste. 10
Indianapolis, IN 46203
$230,000. PNC Bank

FBCCPAG, LLC
342 Massachusetts Ave.
Indianapolis, IN 46204
$257,300. $30,000
Mainsource Bank

Fire Systems Services, Inc.
1424 Sadler Circle East Dr.
Indianapolis, IN 46239
$250,000. $180,000
First Federal Sav. Bank 
(Huntington)

Headquake, LLC
916 E. Westfield Blvd.
Indianapolis, IN 46220
$125,000.IN Busienss Bank

Home Instead Senior Care
5455 Harrison Park Lane
Indianapolis, IN 46216
$436,000
Premier Capital Corporation 

IAIRE, LLC
6805 Hillsdale Ct.
Indianapolis, IN 46250
$100,000. Lake City Bank

Literaze, Inc.
5356 W. 79th St.
Indianapolis, IN 46268
$550,000. Hendricks County  
Bank & Trust Co. 

LK Development, LLC
3585 Commerical Dr.
Indianapolis, IN 46222
$2,365,000
CornerstoneBank

Moeller Printing Co., Inc
4401 E. New York St.
Indianapolis, IN 46201
$578,700. $50,000
Stockyards Bank & Trust Co.

PSG Logistics, LLC
8230 Allison Ave.
Indianapolis, IN 46268
$150,000. PNC Bank

The O Studio  
Landscapes, LLC
712 Woodruff Pl. East Dr.
Indianapolis, IN 46201
$12,500. The Huntington 
National Bank

Simple Electric, LLC
6329 Teak Ct.
Indianapolis, IN 46217
$75,000. First Merch Bank

The Smoking Goose. LLC
407 N. Dorman St.
Indianapolis, IN 46205
$100,000. The Huntington 
National Bank

T&M Deli. LLC
10425 Memorial Knoll Dr.
Indianapolis, IN 46234
$64,400. $10,000
The Huntington National 
Bank

Timberwolf  
Trading Post, LLC
2116 N. Delaware St. 
Indianapolis, IN 46202. 
$26,000. 1st Source Bank

Unified Solutions, 
LLC 2821 
Sunnyfield Ct.
Indianapolis, IN 
46228. $40,000. 
The Huntington 
National Bank

WDG Construction 
and Development
5520 Kopetsky Dr., 
Ste. A
Indianapolis, IN 
46217
$750,000. 
$350,000
KeyBank

PLANNER OF NOTE

BUSINESS FINANCE

“... A team would be better off if 
the players spent all their time on 
fundamentals and forgot about 
the complicated system of offensive 
play which is consuming most of the 
practice time. Basketball is a game 
in which it is impossible not to make 
mistakes. The idea is to make as few 
as possible.”  - Branch McCracken

It always amazes me how some 
things that you think are totally un-
related, yet when looked at from 
just a slightly different perspective, 
become almost mirror-like. Take 

Coach McCracken’s statement above. When 
I first read it, I had to look again at the cover 
of the book I was reading just to make sure I 

hadn’t picked up yet another invest-
ment book by mistake.   

Nope. This one is about basketball. 
Yet, I couldn’t shake loose the idea 
that what Coach said applies cleanly 
and clearly to my philosophies about 
investment management as well. Let 
me rephrase Coach’s words just a lit-
tle bit:

“…[an investor] would be better 
off if [they] spent all their time on 
fundamentals and forgot about the 
complicated systems of [Wall Street 
and CNBC and trying to predict 

markets] which is consuming most of [their 
research] time. [Investing] is a game in which 
it is impossible not to make mistakes. The idea 
is to make as few as possible.”

So what “fundamentals” should the investor 
focus on? Here are a few suggestions:

Buy quality. Quality management, quality 
earnings, quality dividend payout history.

Watch out for the tax man. Use every tax 
advantage Uncle Obama or Uncle Pence al-
lows us.  Don’t yet have your 401k contri-
bution maxed out?  Why not? Don’t have a 
ROTH IRA?  Why the heck not? Aren’t taking 
advantage of the Indiana Tax Credit for 529 
college savings account and instead still writ-
ing checks directly to the university? As Hom-
er would say, “D’oh!”  

And what about the most basic investing 
fundamental of all? 

Let me tell you an investing secret. Al-
though all these help, real wealth doesn’t 
come from trading, or great stock picking or 
even maximizing tax advantages. Real wealth 
comes from adhering to the simplest of all in-
vestment fundamentals:  Pay yourself first.

Every month, we all have that stack of bills 
sitting on our desks. I encourage you to add 
one more to the very top and make sure it gets 
paid FIRST rather than last. Pay that first bill 
each month to yourself.  

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

Focusing on fundamentals



indstate.edu/proMBA

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

•	Among	the	five	percent	nationally	accredited	by	the	AACSB
•	Balance	your	family,	work,	and	school	time
•	Two-year	program:	10-week	classes	one	night	a	week,	three	times	a	year
•	Affordable

We’re for opportunity. For self-discovery.

And for you.

Open	houses	in	your	area:

April	15,	5:00	p.m.,	Metropolis	Mall	Event	Center,	2499	Futura	Park	Way,	Plainfield
April	21,	5:00	p.m.,	Greater	Greenwood	Chamber	of	Commerce,	65	Airport	Parkway,	Suite	140,	Greenwood
April	24,	5:00	p.m.,	Comfort	Suites,	500	West	Northfield	Drive,	Brownsburg
April	30,	5:00	p.m.,	Metropolis	Mall	Event	Center,	2499	Futura	Park	Way,	Plainfield
May	6,	6:00	p.m.,	Greater	Greenwood	Chamber	of	Commerce,	65	Airport	Parkway,	Suite	140,	Greenwood
May	12,	6:00	p.m.,	Metropolis	Mall	Event	Center,	2499	Futura Park Way, Plainfield

RSVP	to:	ISU-MBA@indstate.edu	or	call	(317)	662-0004.


