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Talbott Sumners of Polleo Systems in Carmel said he didn’t want to move his business from City Center. (Submitted photo)

Carmel Chamber events

Ribbon cutting – The public is 
welcome to attend a ribbon cut-
ting ceremony for Bickford of 
Carmel Assisted Living & Mem-
ory Care at the site of the for-
mer Northern Beach Park, 5829 
116th St. in Carmel. This free 
event is at 10 a.m. June 19. It will 
include a cupola raising ceremo-
ny and model open house. For 
more information call 813-3232.

Annual golf classic – This year’s day of fun, sun and golf will be conducted 
from 11:30 a.m. to 7 p.m. at Woodland Country Club, 100 Woodland Lane in 
Carmel. All player packages include 18 holes of golf, driving range and putting 
practice, a buffet lunch served outdoors, a buffet dinner, drinks on course, on-
course games and a player gift. There will also be first, second and third place, 
and longest-drive prizes. The lunch buffet is at 11:30 a.m., a dinner buffet at 5:30 
p.m. and a raffle after dinner. All sponsorships and player packages are offered 
on a first-come, first-served basis and confirmed with payment, which can vary 
widely. Woodland Country Club is a soft-spike course and players are expect-
ed to wear collared shirts. Proceeds from the Golf Classic support the Carmel 
Chamber. For more information call 846-1049.

Young professionals networking 
– This month’s Arrows Young Profes-
sionals after-hours networking event 
will be at 5 p.m. June 12. It’s free for 
other young professionals under 40 
and will feature complimentary ap-
petizers and a cash bar. This month’s 
meet-up spot will be at the Penn Cir-
cle Apartments, 12415 Pennsylvania 
St. in Carmel. For more information 
call 846-1049.

June luncheon – Speak-
er to be determined. This 
event is $20 for members 
who prepay and $25 for 
guests and walk-ins. The 
luncheon is from 11:30 
a.m. to 1:30 p.m. June 11 
at The Bridgewater Club, 
3535 E.161st St. in West-
field. For more informa-
tion call 846-1049. 

Tech company invests in Carmel’s future
By Chris Bavender

With an expanding business and workforce, 
not to mention a lease that was up for renew-
al, cloud computing services provider Polleo 
Systems of Carmel knew it was time to look 
for a new space.  

But Polleo Systems’ founder and president 
Talbott Sumners also knew he didn’t want to 
move the organization from its current home 
in Carmel’s City Center.

“We’ve been there for two and a half years, 
and at first we thought it was more geared to-
ward retail and didn’t have a lot of office space. 
But from a business and cultural perspective 
it’s been one of the best decisions we’ve made,” 
Sumners said “We like the area and enjoy it 
and all of our team members enjoy going to 
work there. Our office is set up so that you 
don’t feel like you are walking into the tradi-
tional cubicle office space and going to the dai-
ly grind. We try to keep it fun and a kind of 
spontaneous atmosphere.”

That includes a corn hole set employees 
can get out and a chess board in the office for 
spontaneous games.

“We are all very competitive type people so 
that plays into the culture a bit,” the 38-year-
old said. “So, we came to the conclusion that 
there is nothing like the City Center, and it has 
been a great fit for us.”

With the decision made, the company set 
about to create its new home, which itmoved 
into in early May.

“We made a commitment through a deal 
with (the Indiana Economic Development 
Corp.) that we are going to invest $2.5 mil-
lion over the course of several years into the 
company from the infrastructure with addi-
tional office space,” Sumners said. “We did a 
renovation on the new space because it was 
just a shell. It had been an old winter market 
so it had concrete floors and nothing else. So 
we worked with (landlord) Pedcor to create a 
space that really worked and demonstrated 
our company culture and what type of place 
we are to work for.”

Another part of the deal with the IEDC was 
to add jobs – with a total work force of 30 by 
the end of 2016. The company currently has 11 
employees and two open positions.

“I don’t see why we couldn’t get close to that 

– as long as we continue to find talent within 
the Indianapolis area. The technology employ-
ment rate is basically full employment so it is 
tough to find the talent we are looking for but 
we continue to work at it,” he said. “As a small 
company we have to make sure that we make 
the right hires. We don’t have the opportunity 
to make a mistake and bring someone in that 
does not fit within the team or does not have 
the correct skill set. One thing that we have 
found is we are able to support more clients 
per employee than we thought but that has al-
lowed us to grow from a customer perspective 
a bit better.”

Clients include agencies such as the non-
profit Little Red Door.

“They had a scenario where they were using 
a bunch of legacy equipment and up against 
a hardware refresh cycle and needed to go 
back and see what they could do from a tech 

perspective. So, we came in as a service so-
lution and provided them new desktops that 
they access from their old equipment. So they 
get access to new software and faster operat-
ing  speeds and get to continue to utilize or to 
get value out of the existing stuff they already 
had an investment in,” Sumners said. “By do-
ing that they get a couple of additional ben-
efits and did not have to go up against a large 
capital purchase. But then with the winter we 
had and all the craziness with snow days the 
city shutting down and stuff like that, they 
could continue to operate and serve constitu-
ents from an operating perspective from their 
homes because they can access our platform 
from virtually anywhere.”

As part of its growth, Polleo Systems also has 
a refreshed marketing infrastructure to “better 
illustrate its cloud computing services,” as well 
as a redesigned website. It will also expand in 

the next year to Dayton, Ohio, and Orlando by 
putting equipment in specific data centers. 

Where does Sumners see the company in 
the next five to 10 years?

“That’s a good question. In the tech arena 
that’s a really long time, but I would say in three 
years we hope to continue on the same trajec-
tory we are on – we about doubled our cloud 
services business last year so we hope to contin-
ue on that same path,” he said. “We have a long 
term deal with Pedcor but maybe in three years 
we will have outgrown our new space and look 
for additional space in the City Center.”

But, for now, Sumners said his focus is on 
the team Polleo Systems is building.

“The people that we bring in really contrib-
ute to the success that we have. Without our 
team members our clients don’t get the ser-
vice they need and are not as happy as they 
would be.” 
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Businesses must be 
involved in a community to 
benefit from social media
Social media has entered our culture with the same 

subtlety, clarity and temperance as an alien race sudden-
ly landing in New York and asking 
if they could open a new restau-
rant chain. 

Social media “gurus” haven’t 
helped as their desire for cashing in 
on the confusion has lead to over-
hyped talk about “everything chang-
ing.” Understanding the core func-
tion of social media will allow you to 
understand where this is all going. 
Technology facilitates behavior

Technology doesn’t change peo-
ple’s behavior. And technology is 
not changing us, it can’t. 

Anytime there is an explosive cultural shift, like when 
MySpace and Facebook first came out, it is only because 
there was a need or desire waiting for it. The inspiration 
for Facebook came from “just wanting to share photos 
with friends from college.” If that desire was not already 
there, Facebook would not have taken off.

Media is the father of social media
The two biggest reasons we love social media, from a 

consumer level, are the ability to share media and to con-
nect with people that share our interests. 

What the post office, cell phones and email could not 
do was allow us to congregate in “pools of common in-
terest” where we can share ideas collaboratively. All other 
forms of communication have been one-on-one, but so-
cial media allows us to communicate on a group-level and 
share ideas with all kinds of media.

Diversity is the mother of social media
“It is impolite to talk about religion or politics.” 
That is a common expression from my grandparents’ 

generation. Humanity lives in terror of each other, and as 
such, we have been inhibited from exploring ideas. The 
anonymity of the Internet, and its ubiquitous access, has 
allowed all of to find out we are “not the only ones.” 

No matter what your niche, your ideas, your opinions 
or your fetish you can find people online who will say, 
“Me too!” As such, we all have become bolder and more 
comfortable discussing “sensitive” topics on a larger scale. 

Social media is fueled by demand, not business
It is commonly accepted wisdom that where there is 

demand, there is money to be made. Or so we thought. 
The fact that there is demand for social media has led 

many investors to rally behind social media platforms at-
tracting users. The problem is that we haven’t actually fig-
ured where the demand and the product meet.  

Social media is about being social
So the bottom line here is that the only constant with 

social media is that it is facilitating our current needs and 
demand. Part of the problem with networks like Twitter is 
that while many people are genuinely using them, many 
people are also trying to exploit them artificially. 

To whatever degree your business is actually person-
able, social and involved in a community (local, global or 
niche) then your business will benefit from social media. 

Everything else is smoke and mirrors.

Learn more about Chris “The Brain” at christhebrain.com

Chris “the brain”
Growth

Random thoughts while continuing to plan to move the nee-
dle for summer sales season:

There’s an app for that? Yes, there is. Most anything in 
today’s digitally overrun world can have some type of down-
loadable application. A vendor partner is 
working on one for one of our publications, 
because, strategically, we believe it’s the 
right thing to do for our readership and ad-
vertisers. So, you might, wonder: Why are 
we not creating one for each of our prod-
ucts? Answer: There is no need to force a 
fit. If it makes sense, we’ll do it. We suggest 
you use that line of thought, as well, because 
there’s also no reason to force dollars down 
the drain for something that is in desperate 
search of an “application.”

Sales training: Last month we told you 
we were about to embark on the initia-
tive, and we did so. It was a long day well spent, serving as the 
launch pad for a culture change on the sales side of our opera-
tion. The key for all of us is to practice what we preach. It’s no 
different in your business. It’s all about follow through.  And 
we aim to do just that.

On a positive note: One of our favorite business scribes, 
Geoff James of Inc.com, recently discussed injecting positiv-
ity into your day. The end game: Make the cash register ring. 

It’s easier to do when you go through each day with an over-
riding expectation, assume others mean well, avoid (if possi-
ble) depressing conversations, are able to let go of your results 
(remember, the best sale you’ve ever made is the next one), 

improve the quality of your life, be gracious 
and focus on the future.

Agile leadership: Guided by an agile phi-
losophy, Rob Locascio has led his company, 
LivePerson, from start-up to global tech en-
terprise through the cycles of the dot-com 
era. Among the many things he has done 
that have resulted in growth, “short-term cy-
cles, long-term growth” is most impressive 
to us, and it may well be to you, too. He says 
long-term goals are best achieved through 
continuous, short-term cycles. Long-term 
goals help focus you on your unique value 
proposition despite distracting trends and 

competition. Evaluate and status-check progress periodically 
and make necessary changes to your strategy, your organiza-
tional structure and even your culture.

At the end of the day, we’ll all doing what we do to serve our 
customers the best way we know how and to make more money 
than we did in the last reporting period. We’d like to know what 
works for you, so please share that at info@youarecurrent.com. 
Have a profitable customer-centric summer sales season.

Things we can do to move the needle

brian Kelly & steve Greenberg
From the Backshop
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By Chris Bavender
You may not know her face, but the name 

Allison Melangton resonates when there’s talk 
of the 2012 Super Bowl. 

As president and CEO of the 
2012 Super Bowl Host Committee 
she helped put Indianapolis on the 
world map. Now, less than a month 
after she helped present the city’s 
bid for the 2018 Super Bowl (which 
was lost to Minneapolis), Melang-
ton will be the featured speaker at 
the Hamilton County Leadership 
Academy luncheon June 13 at the 
Woodland Country Club. 

Her main focus will be to discuss ways to 
foster community leadership through sports 
opportunities.

President of the Indiana Sports Corp. since 
2012, Melangton said the group approaches 
sporting events in a different manner.

“Some look at sporting events as just a sin-
gle event, like a baseball event – and think the 
only way to engage is to buy a ticket and sit 
down and watch,” she said. “At Sports Corp. we 
look at those opportunities of hosting sport-
ing events as ways to develop new civic lead-
ers and promote civic engagement among resi-
dents. We see it as people all working together 
to make our community stronger.”

And that, Melangton said, exposes city lead-
ers to each other if they don’t typically work 
together.

“That is important in central Indiana, and it 
what we need to keep doing,” she said.

One way that can be achieved – building a 
convention center – is something Carmel city 
leaders are discussing, and something Melang-
ton said is a great decision.

“Convention business is big business. There 
are lots and lots of owners of conventions 
who are that looking for great places for their 
events,” Melangton said. “If Hamilton County 
wanted to have an event – say  volleyball – that 
isn’t necessarily nationally-televised but drives 

hotels and brings people in who might come 
back for vacation – that is a great way to ex-
pose the community.”

When it comes to fostering a 
united business community, Me-
langton said getting more young 
professionals involved is crucial.

“They will stay and continue to 
elevate in civic responsibility as a 
volunteer and take on more lead-
ership roles and get to know other 
leaders in the community. I think 
one thing Indianapolis does a great 
job of is fostering future leadership 

to carry forward vision and goals,” she said. 
“Hamilton County does that well, too. Things 
like the Leadership Academy are a great way 
expose business associates to similar lines of 
work or other lines and foster things they have 
in common. None of these cities work without 
people volunteering to be leaders – everyone’s 
stronger if working together instead of work-
ing in their own silos.”  

Melangton’s experience in leadership posi-
tions has also taught her one other important 
lesson when it comes to leadership – to look at 
obstacles as challenges rather than impediments.

“I think I am a person who strongly believes 
in collaboration, and if I do have a challenge 
and I am having a hard time figuring out the 

next best steps I reach out to a couple folks 
and get some input,” she said. “I think a lot of 
great decision-making and results can come 
from collaboration and if you are not an expert 
in the area you are working on, then reach out 
to those who are to get their opinions.”

The Hamilton County Leadership Acade-
my is a leadership program that identifies and 
prepares informed leaders for the communi-
ty. Applications for the 2014-15 class - which 
begins in September – are currently being ac-
cepted. Applications are due June 30. 

For more information visit www.hcla.net, 
email Jill Doyle at jdoyle@hcla.net or call 379-
1879. 

Super Bowl guru Melangton 
to speak before Hamilton 

County Leadership Academy

Mellangton

Carmel Financial fights 
hunger through food drives
By Bill Dragon

Carmel Financial, 101 E . Carmel Dr., has 
been providing consumer financing for most 
of its 47-year history on everything from in-
home water treatment systems to above-
ground swimming pools, spas, tanning beds 
and heating and air conditioning units.  

And while its business success has been 
built on extending financing to thousands 
of customers throughout the United States, 
Carmel Financial maintains a long-standing 
commitment to giving back to the commu-
nity through its food drives.  

Tracey Sheehan, president and CEO of 
Carmel Financial, fondly remembers how it 
all started.  

“Twenty two years ago, an employee ap-
proached my father and asked about collecting 
cans for at-risk families around the holidays,” 
she said. “‘My father’s response was ‘Absolutely. 
You find the right place for us and I’ll support 
it 110 percent.’  Since then, we’ve developed a 
very close relationship working with Good Sa-
maritan Network of Hamilton County and its 
executive director, Nancy Chance.”

Carmel Financial will support and exe-
cute any idea from an employee on ways to 
raise funds or food items for Good Samari-
tan Network.  As a result, employees have 
been able to donate hundreds of thousands 
of non-perishable food items through the 
years to this agency. 

Employees are always thinking of ways to 
raise funds for Good Samaritan Network. 

“Some have done luncheons at local res-
taurants. They get the owner to donate 
some food item,” Sheehan said. “For exam-
ple, somebody might want to raise money by 
doing a luncheon. They will call various lo-
cal restaurants, explain that the purpose is 
to raise funds for Good Samaritan Network, 
and ask if the restaurant can donate a food 
item as an entrée. One restaurant might do-
nate barbeque, another might donate chick-
en and side dishes, and another might pro-
vide rolls and bread. We then have this 
massive luncheon here. We charge maybe 
$4.50 for lunch for any employee that wants 
to eat. We collect that money and give it to 
Good Samaritan Network.”

But Carmel Financial’s fundraising doesn’t 
stop there.  

“We do walkathons, donating all the money 
earned to Good Samaritan Network. And we 
are entering our tenth year of doing an annual 
golf outing where all the proceeds are given to 
Good Samaritan Network,” Sheehan said. 

That golf outing this year is scheduled to 
be June 10 at Fox Prairie Golf Course in No-
blesville. Registration and sponsorships are 
still available. For more information visit 
http://events.constantcontact.com/regis-
ter/event?llr=4qtawadab&oeidk=a07e8jazi
5s72c01c0e

Sheehan said, “We are a small cog in the 
wheel, but love every minute of doing all we 
can to assist individuals and families in need.”

Carmel Financial President and CEO Tracey Sheehan said her company devotes a lot of time trying to support 
the Good Samaritan Network of Hamilton County. (Submitted photo)

Leadership / Charitable Business

“(Young professionals) will stay and 
continue to elevate in civic responsibility 

as a volunteer and take on more 
leadership roles and get to know other 

leaders in the community.”
- Allison Melangton, President and CEO  

of the 2012 Super Bowl Host Committee



businessleader.bz • June 2014   5Carmel Business Leader

The Schrage family  has built a banking legacy not merely through business but 
through their philanthropy extending throughout a number of Indiana communities. 
As Indiana’s largest private, family-owned bank, we stand firmly behind our “Not For 

Sale” commitment, pledging to our associates, clients, and the communities we serve 
that we will continue to preserve independent hometown banking in Indiana.

A Four Generation Schrage-Family Owned Bank Since 1895.

Walter Schrage, JrWalter Schrage, Jr

Henry Schrage

Mike Schrage

Walter Schrage, Sr

Centier?Who

574-0436 ext. 3903  |  CENTIER.COMMember FDIC



6   June 2014 • businessleader.bz Carmel Business LeaderNow Open

Melange Fashion opened with runway-ready show

From left, Melange Fashion owners Carmen Shew, Brenda Long and Margi Beaver wanted their store to have broad appeal. (Submitted photo)

Staff report
As a new addition to the Carmel fashion 

scene, Mélange Fashion is bucking the high-
end boutique trend by catering to women of 
all shapes, sizes and budgets in their new retail 
space south of the Arts & Design District at 20 
Executive Drive.

In the spirit of the independent fashion stores 
on Mass Ave. and in Indianapolis’s Irvington 
neighborhood, Mélange - which means “a mix 
of things” in French - will carry an eclectic as-
sortment of clothes for women, men, tweens, 
infants and toddlers. It also will sell jewelry, ac-
cessories, home décor and furnishings while 
specializing in personalized service.

Longtime friends and business partners 
Margi Beaver, Brenda Long and Carmen Shew 
conceived the store out of a passion for wom-
en-run businesses, a shared love of fashion and 
an appreciation for art.

Personal shopping, private parties, special 
orders, private prom showings, online shop-
ping, gift wrap service and shipping are also 
offered at Mélange.

Paintings by local artists will adorn store 
walls and will also be available for purchase. 
According to Long, local designers are en-
couraged to bring in their wares as part of the 
store’s mission to sell local and give back to 
the community.

The proceeds from artwork sales will go to-
wards community charities relating to breast 
cancer and to the Humane Society for Ham-
ilton County.

“When I walk into a store, I want them to 
make me feel good about myself, and you don’t 
see that, you really don’t,” Beaver said. “We want-
ed to bring something to Carmel that would 
make people feel good about themselves.”

Mélange Fashion is open from 10 a.m. to 7 
p.m. Tuesday through Friday and from 10 a.m. 
to 6 p.m. Saturday. A grand opening celebra-
tion conducted on May 23 featured a fashion 
show, special discounts and refreshments.

Interior Design Therapy recently opened at 
the Indiana Design Center, and it marks a re-
turn for the center’s first tenant, Angie Jakad 
Fischer.

Interior Design Therapy is a unique and 

fresh perspective on hiring an interior design-
er said Fischer.

“Interior Design Therapy is an immediate 
attainable and affordable solution for those 
people who need the advice and resources of 
a professional, but they don’t necessarily want 
to hire a designer for a long period of time or 
for their entire project,” she said.

In a 60-minute one-on-one consultation 
with Fischer, she will address clients’ design di-
lemmas and provide direction, solutions and 
answers. Clients leave a “therapy session” with 
a plan she calls a prescription on how to solve 
problems and move forward with a project.

For families on the go, trying to enjoy a 
quick dinner between kids’ sporting events 
usually means limited options. Coalition Pizza 
wants to change that with its new location on 

116th Street south of IU Health North. While 
pizza is billed as the main menu item, Coali-
tion also offers made-to-order salads, sand-
wiches and pasta. And people can order at the 
counter but won’t have to stand in line to wait 
for their food. And a high-heat wood stone 
oven means pizza will be delivered to your ta-
ble in less than five minutes.

Bagger Dave’s Burger Tavern opened its 
doors at 2740 E. 146th Street with a grand 
opening celebration on May 11. Founded in 
2008, Bagger Dave’s is a concept of Diversified 
Restaurant Holdings and is based in South-
field, Mich. There are currently six in Indiana, 
with a another store planned for Fishers in the 
near future. The restaurant’s focus is on fresh, 
never frozen, meats. That includes burgers, 
prime rib and ground turkey. 

The Voice Clinic of Indiana recently opened 
in Carmel and offers medical, surgical and 
therapeutic treatment for vocal issues. After 
eight years with the IU hospital system, Dr. 
Stacey Halum decided there was no time like 
the present to open her own practice.

“When I came here eight years ago I was the 
first ENT doctor in the state who had done a 
laryngology fellowship – which specializes in 
voice disorders,” Halum said. “It’s a new spe-
cialty that has not been around long. I was at 
a stage in my life where I really wanted to pro-
vide a comprehensive clinic for patients. We 
have a neurologist come in once a week, a 
speech language pathologist five days a week, 
etc. We pretty much offer everything in one 
setting. It’s the way I was trained as a fellow, 
and I wanted to set that up for my patients.” 

Carmel rotary ClubbrIeFs

The Carmel Rotary Club has the following events planned 
for June. All of the events are at 12:15 p.m. at the Oak Hill 
Mansion, 5801 E. 116th St. unless otherwise indicated. The 
buffet opens at 11:30 a.m. Meal cost is $12. Meeting only 
cost is $2. For more information contact Rotary President 
Ray Kramp at 809-0068 or visit www.carmelrotary.com.

June 6 – There will be no meeting. Instead there will 
be the annual golf outing at Brookshire Golf Course.
June 13 - Flag Day
June 20 - Debbie Knox and Andy Murphy will lead a 
discussion.
June 27 - Kathy Cookerly will talk about the Indianap-
olis Zoo and its new orangutan exhibit.

New ownership of Jack & Jill – 
Carmel City Center is excited to 
announce new ownership of the 
children’s boutique, Jack & Jill Chil-
dren’s Shoppe. The store will re-
main open at Carmel City Center 
and has new hours of 10 a.m. to 
6 p.m. Monday through Saturday. 
Jack & Jill Children’s Shoppe will 
continue to carry a broad range of 
children’s apparel as well as acces-
sories. The shop is located at 727 
Hanover Place on the interior of 
Carmel City Center.

Hamilton County Alliance name 
change – Hamilton County Alliance has 
announced a name change to better 
reflect its new focus on attracting cor-
porate investments and jobs with a new 
marketing strategy titled Invest! Ham-
ilton County Indiana. The Alliance will 
return to the original name of Hamilton 
County Economic Development Cor-
poration and will redirect 80 percent of 
its effort on sales and marketing to in-
crease awareness of the county’s busi-
ness climate among corporate decision 
makers and site consultants.

Hamilton County Economic Devel-
opment Corp. elects new officers 
– The Hamilton County Economic 
Development Corp. is pleased to an-
nounce the election of three new of-
ficers to the board of directors. The 
new chairman is Bruce Kettler, direc-
tor of public relations at Beck’s Hy-
brids. Tom Dickey, director of com-
munity development with the Town 
of Fishers will serve as vice chairman. 
Ray Vallillo regional vice president 
and GM at Expedient Data Centers 
will serve as Secretary. 
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Help us pick the best 
accountant in Carmel!
Just fill out the form below and 
mail it to the Carmel Business 
Leader offices before June 20. 
Note: Only original forms (No 
photocopies) will be accepted.

Mail to:
Carmel Business Leader
c/o Accountant survey
30 S. Range Line Rd.
Carmel, IN 46032

1) What type of CPA firm do you use (circle the description)?:
Large international Large national Large regional 
Medium-sized regional Small  regional Small Local
Sole proprietor Do not use an external CPA firm
(Please write their name)___________________________________________

2) For how many years have you used this firm?______________________

3) Do you currently use different firms for different services?  Yes or No?
If yes, please explain:______________________________________________
4) On a scale from 1 to 7 in which 1 represents an excellent experience and 
seven represents a very poor experience, how would you rate your experi-
ence with this firm? _____________________________________________

5) What industry are you in and how many employees do you have? _____
_______________________________________________________________

6) What is the primary reason you choose to hire an accounting firm?
_______________________________________________________________

7) What is the primary reason you choose to use your current firm?
_______________________________________________________________

9) What would be the reason most likely to cause you to consider switching 
to another firm?_________________________________________________
_______________________________________________________________
_______________________________________________________________

8) What was your greatest consideration when selecting them to handle 
your business (price, speed, guarantee, personal relationship, rapport, 
timely responses, clear explanations, ethical judgements, expertise in a 
certain area, other)? Please rank (with 1 representing the most important 
reason) the following factors that led you to select your current firm.
1______________________________________________________________
2______________________________________________________________
3______________________________________________________________
4______________________________________________________________
5______________________________________________________________

10) What service would you most like to see your firm offer to enhance their 
service?________________________________________________________

11) Have you ever been subject to IRS audits or penalties during the time 
you have used your current accounting firm? Yes or No?
If yes, what was the outcome of the IRS audit? (No change, balance due, 
refund…)_______________________________________________________

12) On a scale from 1 to 7 in which 1 represents an excellent experience 
and seven represents a very poor experience, how would you evaluate the 
return on your investment from using their services? Why?_____________
_______________________________________________________________

316 S Range Line Rd, Downtown Carmel
Hours 9-6 M-F and 10-3 Sat. Call anytime.

317-867-0900
www.CTCarmel.com

Need I/T
support?

Call on us at any time
for services including:

Hardware Troubleshooting
Software Troubleshooting
Internet/Email Setup and Assistance
Networking & Servers
Application Setup and Support
Regular Computer Maintenance
Backup & Disaster Recovery
Virus Protection & Removal
Internet Security Troubleshooting
Remote Access & Diagnostics
Service Plans & General Consulting

PROFESSIONAL QUALITY I/T
SERVICES AT COMPETITIVE RATES!

Help is just around the corner.

Businesses around the world depend on

Computer Troubleshooters.
We’re the “computer experts”...

the people to call when your computer breaks down, when 
your machine or software needs to be upgraded, when 
viruses attack or even when you’re about to throw your 

computer out the window.

317-867-0900
Computer Troubleshooters
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Touchscreen display case entrepreneur Jeb Gaither thinks he’s 
found a defense system for retailers against online competitors

By Bill Dragon
Carmel resident Jeb Gaither of Embedded Software Solu-

tions admits he’s an entrepreneur at heart. 
“I had my first company when I was 14 years old. It was a 

business where I bought a bunch of ammunition after World 
War ll from a testing lab and sold it to gun collectors who need-
ed ammunition for their big elephant guns to shoot big game.” 

He went on to work for some large corporations such as Du-
Pont. But eventually he started a company that made robotic 
equipment in 1980 for the aerospace industry and Caterpillar 
Tractor. 

His robot put the anti-reflecting coating on the stealth fight-
er (before anyone knew such a plane existed). The robots were 
also used in welding applications in the power utility industry.  
When that company ended in the economic downturn in 2008, 
he began looking for the next opportunity. And Gaither admits 
he’s done a lot of crazy stuff and had fun along the way.

Defense against the internet
Gaither is currently working on development of a 

new innovative display and sales tool that allows re-
tailers to dramatically increase store volume without 
increasing their cost for additional shelf or storage 
space. It’s called the EzTouchRetail Touch Screen 
Display Case. 

Meant to be located in an accessible, visible lo-
cation within the store, EzTouchRetail and its soft-
ware make it easy for retailers to display extended 
product information in multiple ways - in-
cluding written descriptions, images, slide 
shows and video.

Think of an Amazon.com product 
screen display but with the addition of 
video and slide shows of the product. 

Gaither said that EzTouchRetail helps 
brick and mortar retailers compete 
against their internet-based competi-
tors by offering an enhanced shopping 
experience. 

Gaither is marketing the EzTouchRe-
tail to smaller, specialty retail shops like 
jewelry, toys, art and antique stores. 

“Small retailers are really good at sell-
ing their expertise. Customers will pay 
a premium because they know they are 
getting the right thing,” he said. “True, 
you can buy jewelry online from Hong 
Kong. But, when you really want some-
thing special, you go to a local specialty 
shop.”

specialty retail shops are iDeal 
Specialty shops all have a common problem. They only have 

so much display space and so much cash to tie up in inventory. 
Gaither looked at this challenge as an opportunity. 
“(I wanted to) look at ways to use technology so that a small 

shop can put all kinds of stuff on a screen that they don’t have 
room for in the store,” he said.

That way the actual product could be sitting in the backroom 
or sitting in a warehouse in another location. 

A prototype of the EzTouchRetail Touch Screen Display is  
in use at Planet Vintage Girl, a mid-century modern antiques 
dealer doing business from its booth at Old Town Antique Mall 
in downtown Carmel. 

Of the complete product lines that are available for viewing 
on the display, about 80 percent are inventoried locally. An-
other 20 percent are in England, where there is a second Planet 

Vintage Girl. 
The store in England also has an EzTouchRetail Touch 
Screen Display unit, showing the same complete prod-

uct line. 
“This enables a small business with limited floor 

space to increase its volume. There’s very small cost 
per floor space and relatively inexpensive investment 
for the display unit,” Gaither said. “It works best in 

small stores where the owner/operator can be on-
hand to answer questions and make sugges-

tions on a unique product to the customer 
via the EzTouchRetail Touch Screen Dis-
play.”

Gaither cited an example of a good 
application from his recent travels. 

“I went to an art gallery in Geor-
gia recently. One of the customers in 
the gallery asked the owner if he had 
another painting from a particular 
artist. The customer liked the artist 
and wanted to see what else might 
be available,” he said. “The owner 
was digging through boxes, looking 

for another painting that this artist 
had done. It took forever. With a Touch 

Screen Display Case, the retailer could 
have put everything that artist ever paint-
ed on display virtually. She could have in-
cluded a video of the artist talking about 
why he chose the colors he used, why he 
paints the way he does, and how he picks 
his subjects.”

there is an app available to loaD inventory  
into the touch screen Display case

EzTouchRetail can enhance customers’ buying experience as 
compared to the typical online buying process, Gaither said. 

“Most of us are familiar with buying something online 
through Amazon. Using his Touch Screen Display Case is more 
one-on-one. The inventory and related information the cus-
tomer reviews is customized for the store by the owner,” he 
said. 

And, the process of loading the EzTouchRetail with the prod-
uct inventory is simple. An app is provided that can load prod-
uct pictures, video and text easily. 

If needed, Gaither has an order fulfillment company in India-
napolis that can take pictures of your products for businesses. 

“We try to make it simple for store owners,” he said. “You 
don’t have to be a computer expert.”

Gaither said the EzTouchRetail Touch Screen Display Case 
also tracks customer’s viewing and buying habits. As you might 
expect, there is an app available to run these reports. 

“You can then use those analytics to adjust inventory or 
change pricing. If you see a lot of customers are viewing a par-
ticular product, but not buying, you may decide to adjust the 
price.” 

Or, if few people search for a product, the store owner knows 
not to buy much inventory of that item. 

Gaither’s target customers are young retail owners that are 
an “early adapter” of technology.

Retail space is expensive and shelf space is always limited. 
Shoppers with smart phones are starting to shop and scan 
product in stores and then go online to do comparative shop-
ping. Gaither said you can’t scan inventory being displayed in 
the Touch Screen Display Case. 

“It’s all about customer experience. And I feel the younger 
generations are going to find shopping this way convenient and 
practical,” he said.

Pricing on the EzTouchRetail Touch Screen Display Case is  
set at $9,500. That includes all the training and support and 
apps needed. 

The main unit consists of the touch screen with template 
software that is easily customized to a store’s unique product 
categories. It can also be fitted with a printer that issues a sales 
ticket to be brought to the cashier, or a credit card sales swiper 
for immediate transaction. A USB port is also available to add 
a separate keyboard if desired.

For more information call 523-4458 or send an email to 
info@ess-digital-signage.com.
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12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

visit us on the web

When you read a cookbook, you trust the chef to give you the right instructions to 
help you create the perfect dish. So who can you trust to help spice up your next 
marketing campaign? At AlphaGraphics Carmel, we know putting that all together 
can be intimidating. That’s why we have all the ingredients in one place to make your 
campaigns work.  Design, Print, Direct Mail and Signage - a recipe for success!

Add some �avor to your business marketing with print 
and signage solutions from AlphaGraphics Carmel.

your 
Fire up
marketing
strategy

You Get Paid To Do That?

Acting entrepreneur knew she wanted to work with kids

Rachael Weyers leads a class at Let’s Pretend Players. (Submitted photo)

By Lana Bandy
What do you do in your acting classes with Let’s Pretend 

Players? We work on building life skills and self-esteem. It’s 
about letting kids have creative outlets and following their in-
stincts for being creative. They’re free to explore what comes 
to their head - it’s funny and entertaining. 

How are you different from other theater groups? We’re 
organized differently. The theaters are much more perfor-
mance-based. Kids take classes and audition for the plays they 
have. They’re more structured as getting theatrical training. 
For those kids, the goal is to audition for the theatre. The ma-
jority of my students may never have that aspiration, but they 
enjoy performing for each other and the creative growth. 

How did you get started? I personally studied acting all 
my life. I was doing some theatre in Oregon and I found a 
company that did after-school enrichment classes in the Port-
land school district. I fell in love with it. I loved working with 
kids, and with my love of acting, it was the perfect fusion of 
the things I loved. I moved here and was looking for some-
thing for my daughter. What I found didn’t fit, so I started my 
own company. 

How many students do you have? It’s a small business. I 
started with five kids, which was perfect over the summer. I 
have 10 currently. It’s my goal to have more classes and dif-
ferent age groups. It takes awhile with a start-up business, 
but I’m thrilled with the business I’ve had over just one year. 
The kids are ages five to eleven. We hold classes in Carmel 
at Sho’time Dance studios and most of the students are from 
Carmel, but some are from Noblesville. 

Why do you think this is a good activity for kids? This 
fulfills a need for them. I feel like almost everybody should 
take acting classes. It builds your confidence. I get a lot of kids 

who are apprehensive and shy, especially in the first class. But 
after a few classes, they’re comfortable and they come out of 
their shells. Though we’re not a performance-based class, we 
encourage kids at the end of the sessions to do a performance 
for the parents because they like to show off what they did 
and learned. Even the shyest students enjoy it. One of my stu-
dents told her mother that she’s much more confident in class 
because of my acting class. I’ve had quite a lot of nice feed-
back from families. 

What do you think they like about it? They love the free-

dom they get to express themselves. Kids rarely get to do that 
anymore. It’s the opportunity to be kids and imagine things 
and explore ideas that come to mind. It’s sometimes crazy, 
but it’s cool because you never know what they’ll come up 
with. I always let them know that there are no wrong answers 
- whatever you think is right on. 

What do you work on in class? We work on what an ac-
tor would do. We focus on listening. Or how your body can 
change to create a character. Next might be vocal - being ar-
ticulate and changing your voice to suit the mood of the char-
acter. We do this through games and activities that help facili-
tate different avenues for an actor, but the kids don’t realize 
they’re learning from it. 

How long do the classes last? Each session is six weeks, 
with one-hour classes. Over the summer, I’ll do two-hour 
classes, because it seems like there’s never enough time. 

What do you like best about your job? I love watching 
the growth of kids and seeing them becoming more confi-
dent. I have some who come in already confident. But the 
most change is in the kids who come in shy and unsure. It 
never ceases to amaze me - they always come around.

Why is that? Part of it is the way I run the classes. Every-
body supports one another. They are all nurturing, caring 
kids. The repeat students respect the new students and are 
great, showing them the ropes and by kindness. There’s no 
pressure. It’s fun, laid back and totally adorable. Kids are easy-
going and fun; they don’t have as many hang-ups as adults. 

Do you or someone you know have an interesting job? Or is there an occupa-
tion you would like to know a little more about? Send your story ideas to lcban-
dym@yahoo.com and we might feature you in an upcoming issue of The Carmel 
Business Leader.

Somerset CPAs is an accounting and consulting firm that 
is passionate about the success of our clients, employees, 
community and profession. 

To learn more about how we work with you to help you 
achieve and surpass your financial goals, visit us online 
at www.SomersetCPAs.com, or contact one of our tax 
professionals with expertise in industries such as:

BOTTOM LINE RESULTS.
INNOVATIVE STRATEGIES

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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Hollingsworth and Zivitz named the 
‘Best Place to Work in Indiana’ again

Kena Hollingsworth and Christina Zivitz are the partners behind Hollingsworth and Zivitz. (Submitted photo)

By Chris Bavender
For the third year in a row, a Carmel law firm has been named 

“Best place to work” by the Indiana Chamber of Commerce. 
Hollingsworth & Zivitz is a full-service family law firm com-

mitted to offering a compassionate and resolution-focused ap-
proach to all divorce and family law issues.

The top companies in the state are determined through em-
ployer reports and comprehensive employee surveys. Winners 
were selected from two categories: small to medium-sized 
companies of between 15 and 249 U.S. employees, and large-
sized companies consisting of 250 or more employees nation-
wide. Out-of-state parent companies were eligible to partici-
pate if at least 15 full-time employees are in Indiana. The Best 
Companies Group, which handled the selection process, over-
sees similar programs in 21 other states. 

Kena Hollingsworth and Christina Zivitz founded the com-
pany 10 years ago. 

“People ask us all the time, what’s your secret to having so 
much fun,” Hollingsworth said. “We try to seek people out (as 
employees) that are like-minded and appreciate the value of a 
work-life balance.” 

The casual and low-stress environment promoted is some-
what unique for a law firm - particularly one whose primary fo-
cus is on the serious issues associated with divorce.

Hollingsworth talked about the differences in the work envi-
ronment at a typical law firm and her firm. 

“(At most firms) the culture is very serious and business-
related. It’s a somewhat conservative and reserved workplace,” 
she said. “That’s not how it is here. We don’t micro-manage. 

People here are singing and telling jokes.”
And, they enjoy finding ways to have fun in the office. 
“We always dress up for Halloween. This year, someone sug-

gested doing something fun for Thanksgiving,” Hollingsworth 
said. “We drew names for someone to dress as a turkey.”

Hollingsworth said her firm handles the difficult cases of di-
vorce in a unique way. While the subject is a real “downer” in 
the minds of most people, her firm approaches it from a dif-
ferent angle. 

“Chrisy (Zivitz) and I are both children of divorce. Our mis-
sion in starting this firm was to help people get through a bad 
time,” she said. “We focus on helping them get to the next best 
stage of their lives. We want to be a positive influence in mov-
ing them from that dark place and into a better place. We have 
the mindset of being encouraging, inspiring and empowering.”

And that sense of encouragement starts the moment a po-
tential client walks through the door.

“From the moment someone walks through our door, it is 
our job to make them feel comfortable, at ease and that they 
made the right decision,” Hollingsworth said. 

That plays an integral role in making her firm Indiana’s “best 
place to work.” 

“Our people feel empowered - from the receptionist to each 
lawyer - to do their part in getting people to the next best place 
in their life,” she said.

“Hollingsworth & Zivitz epitomizes first-rate employers be-
cause they understand that making employees feel valued goes 
hand-in-hand with the success of the business,” said Indiana 
Chamber President Kevin Brinegar.

General Shale wins award – General Shale, a provider of 
brick for high-quality commercial and residential projects 
throughout the nation, has received the Supplier of the 
Year award from Ryland Homes – Indianapolis Division. 
The award was recently presented to the sales team from 
General Shale’s retail location in Carmel. This is the second 
consecutive year General Shale has received the award 
from Ryland Homes. 

brIeFs

Entrepreneurial Woman Award – DWA Healthcare Com-
munications Group, along with DWA subsidiaries Avant 
Healthcare and CME Enterprise, is proud to announce that 
CEO Deborah Wood is the recipient of the 2014 Starkey 
Entrepreneurial Woman Award. Wood began her company 
in 1994 operating out of a spare room in her home. Twenty 
years later, the company employs more than 185 workers. 

Restaurant owner Hoover to speak – The Indiana chap-
ter of the American Marketing Association will hold its 
June luncheon from 11:30 a.m. to 1 p.m. June 10 at The 
Marrott, 2625 N. Meridian St. Multi-brand restaurant own-
er Martha Hoover will discuss her path to success in this 
90-minute presentation. Neighborhood restaurants run by 
Hoover include Café Patachou, Petite Chou, Napolese and 
her recent non-profit venture, Public Greens. Register on-
line at www.indyama.com. 

Horizon Bancorp highly ranked – Horizon Bancorp has 
once again been listed as one of the Top 200 Community 
Banks in the Country by American Banker magazine. This is 
the sixth consecutive year Horizon Bank has received this 
recognition. This ranking includes publicly traded banks 
and thrifts with less than $2 billion in assets. 

Scheetz recognized for Easter Seals – Century 21 Real 
Estate, the franchisor of the world’s largest residential real 
estate franchise sales organization, recognized Century 21 
Scheetz for its efforts generating donations and aware-
ness for Easter Seals. In 2013, the company raised $45,720 
for Easter Seals through local fundraisers and events. Since 
1979, the Century 21 System has donated more than $108 
million to Easter Seals. 

Realty, insurance companies unite - F.C. Tucker Com-
pany and Shepherd Insurance have signed an exclusive 
marketing agreement. By joining forces, F.C. Tucker will be 
able to provide its home-buying clients with concierge-
level service for their home and liability insurance needs. 
Shepherd will be its exclusive insurance partner and ex-
tend F.C. Tucker’s Home Services network of leading ser-
vice and product providers. The partnership will be called 
Tucker Shepherd Insurance. “I’ve known the good people 
at Shepherd Insurance for many years, so it was an easy 
decision to offer their services to our customers,” said Jim 
Litten, president and CEO of F.C. Tucker. “This relationship 
allows Tucker to solidify one-stop shopping for our cli-
ents.” Shepherd found F.C. Tucker’s service ethic key to its 
choice in aligning with Indiana’s leading independent real 
estate company. “Tucker has always stood out for its client 
service and ability to connect its customers with the best 
service providers,” said David Shepherd, owner and CEO of 
Shepherd Insurance. “This is a perfect fit for us.” 
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Integrity, quality of work keys to long-term 
success for local painting, drywall company

Risky Business?

By Bill Dragon
S&M Painting and Drywall Company is a family-owned 

business that has been in operation for more than 65 years. 
It was founded by Gilbert Swinney in 1946 as Swinney 
Painting Company. 

In 1959, Swinney’s son-in-law 
Mike Mangold joined the compa-
ny. Drywall services were added 
and the business grew.  

Originally located at 71st Street 
and Keystone Avenue in Indianap-
olis, the business moved to Carm-
el in 1980. Current owners Mike 
Mangold and his wife, Beverly 
Mangold, continue to operate the 
business from their Industrial Drive 
location.

But construction and painting 
are tough businesses to be in be-
cause there are low barriers to entry, leaving the Mangolds 
open to competition.

The reason they have been able to survive and prosper 
is because they found their niche - working with custom 
homebuilders. 

“We’ve built relationships through the years with the 
builders, some of them now second and third generation 
builders,” Mike Mangold said. 

They also work with home remodelers and restoration 
companies.

But maintaining a simple business model is how Mike 
Mangold operates S&M, and it has ensured his continued 
success in this very competitive industry.  

“Since we began in 1959, we’ve strived to build and main-
tain excellent working relation-
ships with our customers and ven-
dors,” he said. “And we continue to 
believe the best way to build last-
ing relationships is to treat cus-
tomers as we like to be treated.”

Mike Mangold said his company 
is committed to a high level of ser-
vice appreciated by his customers. 

“We will be forthright and re-
turn all calls in a timely manner,” 
he said. “And, we are well-known 
for doing what we promise or 
more than we promise.” 

Surviving as a business so long 
in a construction-related industry has not been easy. But the 
current economy is good and the home-building industry 
is on the upswing. The challenge now lies in finding skilled 
employees because there’s a shortage of skilled painters and 
drywall hangers.

“We’ve tried initiating some apprentice programs for 
these trades, but it’s not been very successful.  Learning 
these skills is basically done on-the-job,” Mike Mangold 
said. “Most of the contractors in the drywall trade are sub-
contractors now.”

busIness CrIme watCh

Date Business Address Description

 April 22 Kohl’s 9895 N. Michigan Rd. Theft

 April 25 Meijer 1424 W. Carmel Dr. Theft

 April 25 Best Buy 10025 N. Michigan Rd. Theft

 April 27 Bright House 
Networks

12487 Heatherstone 
Place Theft

 April 30 Allegient 201 W. 103rd St. Fraud/
deception

 April 30 Meijer 1424 W. Carmel Dr. Theft

 May 1 Gradex 12600 N. Meridian St. Theft

 May 2 Kohl’s 9895 N. Michigan Rd. Theft

 May 5 Marsh 
Suermarket 2140 E. 116th St. Theft

 May 6 Hittle 
Landscaping

Hazel Dell Parkway/
Ivy Hill Drive Theft

 May 8 Enterprise 
Leasing 9799 Enterprise Dr.

Theft of 
a motor 
vehicle

 May 9 Prime 
Communications 10485 N. Michigan Rd. Theft

 May 10 Target 10401 N. Michigan Rd. Theft

 May 11 Target 10401 N. Michigan Rd. Theft

 May 11 Target 10401 N. Michigan Rd. Theft

 May 13 Target 10401 N. Michigan Rd. Theft

 May 18 Vine Health Care 3451 W. 126th St. Theft

Beverly and Mike Mangold own and operate S&M 
Painting and Drywall Company. (Submitted photo)
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Allstate volunteerism awards – Two lo-
cal Allstate agency owners received the 
Allstate Agency Hands in the Community 
Award for their commitment to helping 
others and community service. The Allstate 
Foundation awarded $1,000 grants to each 
nonprofit where these agents volunteer. 
The agents include Patrick Terry, for Little 
League Baseball in Indianapolis and Ranjit 
Puthran, for Carmel Clay Library Founda-
tion, Indianapolis Neighborhood Housing 
Partnership and Mibor Foundation.

Entrepreneur of the Year finalist named 
– Carmel based KAR Auction Services, a 
provider of used vehicle auction services, 
announced that KAR CEO Jim Hallett has 
been selected as a finalist for the EY En-
trepreneur Of The Year 2014 Award in the 
Midwest. The program recognizes entre-
preneurs who demonstrate success in such 
areas as innovation, financial performance 
and personal commitment to their busi-
nesses and communities. Award winners in 
several national categories, as well as the 
EY Entrepreneur Of The Year National Over-
all Award winner, will be announced at the 
annual awards gala in Palm Springs, Calif., 
in November. 

New physician joins group – Riverview 
Health is pleased to announce that board 
certified family medicine physician, Val-
erie Beard, MD, has joined Riverview Medi-
cal Group. Beard serves patients at New 
Hope Family Medicine in Carmel and she 
specializes in the diagnosis and treatment 
of acute and chronic illnesses, women’s 
health services, pediatrics and adolescent 
health, among others. To schedule an ap-
pointment with Beard, call 770-2850.

Alumni association chooses Carmel law-
yer - David Williams Russell of Carmel has 
been elected to the board of directors of 
the Dartmouth Lawyers Association. Rus-
sell is Chairman of the Business Services 
Group at Harrison & Moberly and is also a 
business and transactions lawyer whose 
practice includes domestic and interna-
tional representation of manufacturing, 
technology, medical device and Internet-
based companies. Russell has also been in-
cluded in the 2014 edition of Who’s Who in 
American Law. 

New leadership - Jay Patel is the new fran-
chise owner of Signarama in Carmel. The 
sign-making business at 514 W. Carmel 
Dr. specializes in vinyl signs, vehicle de-
cals and trade show displays. It can even 
help people obtain the permits from the 
city for the signs if that is something that’s 
needed. For more information visit www.
signarama.com/in-carmel.

Ruoff Home Mortgage opens office – 
Residential mortgage lender Ruoff Home 
Mortgage announced the opening of a Car-
mel office, which will employ six new loan 
officers. Greg Evans, vice president of strate-
gic growth and recruiting, will serve as the 
branch manager and will oversee opera-
tions for the 11711 N. Meridian St. office. Ev-
ans started with the company in March. 

Stephan named Chairperson – Gov. Mike 
Pence named Car-
mel resident Carol 
Stephan as chair-
person of the Indi-
ana Utility Regula-
tory Commission. 
Stephan becomes 
the first female chair 
of the commission. 
She replaces former 
Chairman Jim Atter-
holt, who recently stepped down to serve 
as chief of staff in the Office of the Gover-
nor. Stephan most recently served as assis-
tant general counsel for the IURC and has 
extensive experience in state government.

Stephan

Carmel resident joins new law firm – Car-
mel resident Daniel 
Long has joined the 
law firm of Quarles 
& Brady, which re-
cently announced 
that it will open an 
Indianapolis office. 
Long specializes in 
defending manufac-
turers, premises own-
ers and contractors in 
complex multiparty toxic exposure person-
al injury and wrongful death litigation. The 
firm will have nine offices and 500 attor-
neys nationwide. The firm is also expanding 
its health care, financial, intellectual prop-
erty and product liability practices.

Long

DSV names new partners – Drewry Sim-
mons Vornehm an-
nounced the pro-
motion of three 
attorneys to partner 
with the firm: Andrew 
Mallon, Scott Fisher, 
and Christopher Dre-
wry. DSV has 20 attor-
neys, and three office 
locations in Indianap-
olis, Carmel and Mer-
rillville. Through its multiple service groups, 
DSV assists clients in the areas of business, 
government, labor, litigation, real estate, 
and personal legal services.

Drewry Fisher

Mallon

Chaucie’s Place director honored – Each 
year the Indiana Co-
alition Against Sexu-
al Assault recogniz-
es one Outstanding 
Advocate of the Year. 
This year, the organi-
zation named Toby 
Stark, Chaucie’s Place 
executive director, 
as the Outstand-
ing Advocate of the 
Year. Since joining Chaucie’s Place in 2010, 
Stark has led the organization’s strategic 
transformation into a nonprofit focused on 
child sexual abuse and youth suicide pre-
vention programming.

Stark

Hardin is top loan originator – Residen-
tial mortgage lender 
Ruoff Home Mort-
gage announced 
that Mark Hardin was 
the top loan origi-
nator for their In-
dianapolis office for 
April based on the 
number of closed 
loans. Hardin joined 
Ruoff Home Mort-
gage in November and has been in the 
mortgage lending industry for 13 years. He 
earned the top Indianapolis area loan orig-
inator spot in his first full month with the 
company in December, as well as in Febru-
ary this year.

Hardin

New partners elected – The partners of 
Campbell Kyle Prof-
fitt announced that 
Kevin G. Klausing 
and Russell B. Cate 
have been elected 
to partnership in the 
firm. Klausing is a 
certified family law 
specialist, as recog-
nized by the Fam-
ily Law Certification 
Board of the Indiana 
State Bar Associa-
tion. Cate handles 
agricultural law, au-
tomotive dealer law, 
business and civil 
litigation, criminal 
and firearms law, and 
unemployment com-
pensation appeals.

Cate

Klausing

Cooper joins St.Vincent – Jamie Cooper, 
a board certified ob-
stetrician and gyne-
cologist, has joined 
St.Vincent Medical 
Group. Her practice 
philosophy is deliver-
ing compassionate, 
comprehensive and 
exceptional quality 
health care for wom-
en of all ages. She 
will also deliver babies at St.Vincent Fish-
ers Hospital. Her office is located at 8535 
N. Clear View Dr., Suite 700, McCordsville. 
For more information call 415-6450 or visit 
www.stvincent/medicalgroup/.

Cooper

Guzman promoted to regional direc-
tor – Fifth Third Bank 
announced the pro-
motion of Natalie 
Guzman to Group 
affiliate market-
ing director for the 
North Region, which 
includes Indiana. 
Since 2010, Guzman 
has been senior vice 
president and mar-
keting director at the central Indiana affili-
ate based in Indianapolis. In her new role, 
Guzman will direct marketing and public 
relations activities for Fifth Third Bank for 
the Indiana, Michigan, Missouri and Chica-
go affiliates as well as portions of Ohio.

Guzman

Benson joins St.Vincent – Susan Benson, 
a board certified ob-
stetrician and gyne-
cologist, has joined 
St.Vincent Medical 
Group. Benson is ex-
perienced in all lev-
els of OB/GYN care, 
including minimally 
invasive procedures, 
high-risk obstet-
rics and menopaus-
al conditions. Her office is at 8535 N. Clear 
View Dr., Suite 700, McCordsville. For more 
information call 415-6450, or visit www.
stvincent/medicalgroup/

Benson

New chief nursing officer – St.Vincent In-
dianapolis Hospi-
tal announced that 
Mary Myers will 
serve as the new 
chief nursing officer 
of the faith-based in-
stitution. A seasoned 
healthcare executive 
with more than 15 
years of clinical lead-
ership experience, 
Myers earned her Master of Science in 
Nursing Administration from the University 
of Indianapolis and her Bachelor of Science 
in Nursing from Indiana University. 

Myers
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howard hubler
Advice

Today, I had the occasion to have breakfast as I do once ev-
ery month or so at a nearby restaurant. I have come to enjoy 
restaurants that are owned by immigrants; it seems like those 
from the Slavic states and Greece have a pretty firm hold on 
central Indiana. 

Isn’t it interesting how they can buy a restaurant 
that has failed once or twice, paint the entire place, 
put in new upholstery, put in a menu that’s four and 
five times broader than the previous small business 
person featured, open their doors with no advertis-
ing and there’s a 25-minute wait on a Sunday morn-
ing? 

Well, if this isn’t the embodiment of the American 
dream, I don’t know what is. I mentioned a couple 
things, but beyond those, why do these things seem 
to do so well?

I always hang my hat on the basics. Yes, the im-
migrants fixed the place up to look nice, but when it 
was new for the previous owner I’m sure the restaurant looked 
nicer, and it was brand new to boot. 

The previous owner probably had the benefit of a multimil-
lion franchise behind him and a million dollar-designed theme. 
They probably had a scientific kitchen design the perfect menu, 
and a major multimillion dollar ad campaign that rolled the en-
tire city out with one big advertising campaign on this grand 
new dining concept with five major locations. 

But somehow, after a couple of years, the restaurant just 
didn’t connect with the customer. Something was missing, 
something that the multimillion dollar company perhaps just 
did not train. What could it possibly be?

Last week, I was in Buckhead, a suburb of Atlanta. There is 
a restaurant there called the White House, a play on the presi-
dent’s home. But it’s actually a strip-mall restaurant. 

They painted their breakfast café’s outside façade white, 
hence the name. There’s nothing there that is overly compelling. 

Ironically in a city that is one of the most expensive retailing 
areas in our nation with more high-end restaurants than about 
any other place in this country, sits a joint that is as common 
as it can be. 

The waitress proudly told me that the Greek immigrant own-
er sold the White House restaurant years ago. However the buy-
er went broke and the Greek owner then bought it back for a 
second time. 

Today they enjoy a full house every day – just as I was expe-
riencing the day that I went there to eat. The bill of fare is eggs 

for breakfast, burgers for lunch and closed every afternoon at 
two. How hard can that be? 

And for this guy, it put all his kids through college. What was 
his ingredient for success? What are the ingredients for suc-

cess for all the same type restaurants in our com-
munity as well?

First, it’s all the people business. Your business, 
my business, it’s all the people business. Yes, he may 
hire aunts, uncles, nieces and nephews, but they’re 
all dependable. They all show up to work. And they 
worked there for years. 

And every day when you go there for your ba-
con and eggs, it’s a familiar face. Anybody that saw 
the movie “As Good as it Gets” with Jack Nicholson 
realizes that every day the man comes, he wants a 
familiar face, two eggs over easy, toast and coffee.

Keep it simple, stupid. 
Yes, some of these waitresses are nosy. They are 

often older than your mom with bleach-blonde hair, and they 
seem to prefer multicolored roots. They know all about you; 
what you do, if you’re married, if you have kids? Where do you 
go on the days that you don’t come there? Do you go some-
where else? 

They service you so well that you say, “Don’t come back that 
many times to fill my coffee, let me get it two-thirds empty be-
fore you come back.” 

In the old days, we called this being a neighbor. Today we call 
this superlative customer service. 

We could use a whole lot more of both of them. 
And native-born Americans need to recall, as our grandpar-

ents used to say, “We talked over the backyard fence, that’s how 
we got to know people”. 

Well there are no more backyard fences, but that shouldn’t 
stop us from talking. How many of you have lived in your neigh-
borhood for years and not known but three or four of your 
neighbors, if that many?

Anyway, for my two cents that’s the secret of the sauce. It’s a 
people business. Get to know your customer, get to know what 
makes them tick. You need to know their likes and dislikes as it 
relates to your product. 

Yes, know how they like their eggs, you should know what 
kind of car they like to drive and what kind of garden tractor 
brand they prefer. Are they about PCs or Macs? 

If you can do this and make them believe you care, your busi-
ness will surely thrive.

As the employment market continues improving, more 
Indiana teenagers should be able to find a job this sum-
mer.

According to the U.S. Bureau of Labor Statistics, 2.8 
million teens found formal sum-
mer employment last year, an in-
crease of 13 percent compared 
with 2012. 

The number of teens who want-
ed a summer job but were not 
able to find one declined by 17 
percent. In addition, this positive 
trend does not include the teen-
agers who created their own jobs 
via babysitting, mowing lawns, 
pet sitting and other do-it-your-
self employment.

According to Butler Universi-
ty economics professor Bill Rieber, this summer’s labor 
market is even stronger. 

“Indiana unemployment is down to 6.1 percent,” 
Rieber said. “Teenage employment should follow the 
overall trend in Indiana.”

Especially since the employment sectors that typically 
hire teens are expanding. For example, nearly half of the 
jobs held by teenagers last summer were in the categories 
of “leisure and hospitality” and “retail trade,” two of the 
fastest growing segments in this year’s economy.

This forecast is confirmed by a national survey of em-
ployers conducted by the online employment site, Snaga-
job.com. The survey found that 74 percent of employers 
anticipate hiring summer workers. The average summer 
wage in the Midwest is expected to be $10.43 per hour.

The survey revealed that 74 percent of employers hir-
ing summer help expect to have all of their positions 
filled by the end of May.

The Snagajob survey also discovered who employers 
want to hire. The top attributes sought by the hiring man-
ager: a positive attitude and a willingness to work.

A summer job prompts teens to develop financial man-
agement skills. Summer employment also provides teen-
agers with a line on the earliest draft of their resumes and 
new relationships with supervisors who can serve as ref-
erences for future job opportunities.

Importantly, summer employment helps teens develop 
the soft skills needed for long-term success in the work-
place, such as punctuality, dressing appropriately, serv-
ing customers properly and getting along with supervi-
sors and coworkers.

According to Chuck Goodrich, executive vice president 
of Gaylor Electric in Indianapolis, “Too many young peo-
ple do not have workplace skills, but that isn’t their fault. 
It’s our fault if we don’t take time to teach them those 
skills.”

High school sophomore Jaylen Reese sees that big 
picture while looking for a job this summer. “It’s a great 
preparation to help you start to learn how to provide for 
your own,” Reese said, “and help you set goals so you can 
become successful in life.”

Bill Stanczykiewicz is president & CEO of the Indiana Youth Institute.  He 
can be reached at iyi@iyi.org and @_billstan

bill  
stanczykiewicz

Hiring teens is more than 
a summer bet, it’s an 

investment in the future

Customer service isn’t a motto, 
it’s a way of life for entreprenuers

Author Corrine Sandler, CEO of Fresh Intelligence Research, 
who has worked with Fortune 500 companies for more than 
20 years, said true entrepreneurs share the following person-
ality traits:

Confidence: “Any natural entrepreneur is bursting with con-
fidence, both in him- or herself and in the conditions they con-
trol,”  Sandler said. “Entrepreneurs need risk to thrive, so be-
lieving in themselves and the people they’ve put in positions of 
responsibility is essential. There’s no room for doubt.”

Passion: It can’t be developed through leadership training, 
but everyone has the capacity for it. It’s the source of energy 
that feeds on one of our most powerful emotions and compels 
entrepreneurs forward with excitement and enthusiasm.

A fighter’s instinct:   The best fighters have studied their 
competition, identified their strengths and weaknesses and 

used that knowledge to develop a strategy to beat them. They’re 
determined to give it their all whether they’re winning or los-
ing. Of course, “the fight” doesn’t involve punches or artillery. 
In business, it involves constantly assessing the competitive 
market and taking proactive measures to ensure your business 
holds the advantage. 

Vision: Entrepreneurs are always thinking ahead – planning 
the future with imagination and wisdom. Having a vision means 
being able to manifest original ideas. Strategic coaches can help 
you define your vision, if that’s not your strength. 

Rebel:  Entrepreneurs are agents of change; they predict the 
future by creating it. “You can’t be content with maintaining the 
status quo, you must push the limits,” Sandler said. “Use intelli-
gence to quickly and accurately identify – and act on – market 
trends. Dare to be different.”

Author essential personality traits for successful entrepreneurs
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Get your card in front of more than 108,133 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

CALL
TODAY!

 FIRM. TONE. TIGHTEN.

Find Your Weight Loss
Package here:
www.fb�tness.com
GET FIT! STAY FIT, FOR LIFE!

Cindy Sams, FULL-BODY FITNESS
(317)250-4848

LOSE WEIGHT NOW...
AND KEEP IT OFF!

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

Indy Gun Safety
Armed with knowledge!

Learn to shoot a handgun!
Beginner thru advanced pistol, CCW

& instructor training courses.
Firearm sales & transfers

Yes, there’s a Gun Shop in Fishers!
www.IndyGunSafety.com

13287 Britton Park Rd., Fishers, IN  (317)345-3263

“JEFF” OF ALL TRADES
• PLUMBING
• ELECTRICAL
• TILING, CARPENTRY
   & MORE!

317-797-8181
www.jeffofalltrades.net - Insured & Bonded

HANDYMAN
SERVICES, LLC.

TURN YOUR
‘TO DO’ LIST

INTO A
‘TO DONE’ LIST

FREE
ESTIMATES $35 OFF

Any job of $250 or more
“JEFF” OF ALL TRADES

317-797-8181
Coupon must be presented at time of estimate.
Not valid with other offers or prior purchases.

Offer expires 6/30/14.

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

Family owned - Carmel/West�eld based
2010-2012 Angie’s List Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

$150 average per room,
2 coats & patching on walls

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business

“barefootable”

v Quality golf course fertilizers
v 30 years expertise
v Committed to your lawn
v Results guaranteed

Chuck Easton
317-408-0751

yardnut@gmail.com

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

317.454.8060
We are a Debt Relief Agency. We help people file for relief under the Bankruptcy Code.

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED
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Toys, Glassware,
China, Pottery, Coins,

Trade Books, Trains and
much more.

Specializing in Antique & Vintage Items
Onsite   -   Online/Proxibid   -   E-Bay Consignments

Sandy Flippin
PO Box 725
Plain�eld, IN 46168

Of�ce: (317) 495-8482
Fax: (317) 203-5506

Website: www.aclassactauction.com
E-mail: scamp45450@aol.com

(317) 645-8373 • www.TopShineWindowCleaning.com

• Commercial/Residential
• Gutter Cleaning

• Fully Insured • Free Estimates

15% OFF GUTTER
& WINDOW CLEANING

(O�er expires 6-30-14)

Fast & Affordable Firearms Training

www.indianajim.com•317-258-5545

MAID SERVICES
THAT WOW!

$20 OFF
NEW CUSTOMERS

OFFER GOOD UNTIL 5/31/14

VISIT MYMAIDINDY.COM
CALL 317.732.5071

TO BOOK NOW!

Chaudion “Full Service” Auctions
22690 S. R. 19 - Cicero, IN 46034 (South of Cicero)

ELITE ON-SITE AUCTION SERVICE
ESTATES • ANTIQUES • REAL ESTATE

Only 3% Fee on Real Estate
Check our website @ www.cwchaudion.com

(317) 984-9200 - Cell 409-6112
Hamilton County’s #1 Auction Team Since 1920

Chaudion 3rd Generation Since 1964

“OUR FAMILY WORKING FOR YOU”

CHAUDION “FULL TIME” AUCTIONEER

(317) 409-6112

www.ductznoblesville.com • 317.773.9831

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

Licensed • Bonded • Insured
Chip Train 317-258-2650 • chiptrain@msn.com

Remodeling
Carmel and Zionsville

since 1992

Commentary

Hoosier nonprofits need to be aware of IRS rules change
As the federal government is forced to reduce spending, 

community and faith-based organizations are increasingly fill-
ing the void. 

Many Hoosiers depend on the vital services provided by lo-
cal charities and other nonprofits, and we need to allow them 
to operate without Uncle Sam’s inter-
ference. Unfortunately, an Internal Rev-
enue Service policy is having the oppo-
site effect. 

Under current federal law, charities 
and other nonprofits automatically lose 
their tax-exempt status if they do not file 
annual information returns – regardless 
of how much income the organization 
receives – for three consecutive years.

Originally intended to clear defunct 
organizations from the government’s 
books, this automatic revocation is pun-
ishing successful tax-exempt organiza-
tions that are unaware of the requirement. Because the IRS 
does not adequately notify charities as this deadline approach-
es, many nonprofits discover the problem only after their 
names appear on a list of organizations that have already lost 
their status, after it is too late to act. Some never realize it at all.

Since 2010, 11,600 Hoosier charities and other nonprofit or-
ganizations have lost their tax-exempt status without adequate 
notification. Nationwide, more than 550,000 charities and oth-
er nonprofits have lost their tax-exempt status over the past 
four years. 

If an organization loses its status, it must file for tax-exempt 
status again and wait for the IRS to process its application, 
which can take many months. 
This process causes uncertainty 
for charities, their donors and the 
people they serve. For most non-
profits that rely on charitable giv-
ing, the tax-exempt status is the 
difference between a donor mak-
ing a contribution or going else-
where.

During the past few years, In-
diana-based organizations that 
had to fight to regain tax-exempt 
status have included:
•	 A charity that sends care 

packages to our troops and 
supports honor flights for 
World War II veterans

•	 A food pantry for low-in-
come families sponsored by 
a group of local churches

•	 A health services and edu-
cation facility for medically 
underserved Hoosiers

•	 A charity that provides aid to Haiti
•	 An animal welfare organization that rescues horses
•	 A group that provides fitness programs for children
According to the National Taxpayer Advocate, as of 2013, more 

than 50,000 organizations reapplied for exempt status after suf-
fering through the automatic revocation. To date, the IRS has 

processed and reinstated the tax-
exempt status of fewer than half. 
Only 472 Hoosier charities have 
been able to successfully navigate 
IRS procedures to restore their 
tax-exempt status.

To address this problem, I re-
cently introduced legislation that 
would require the IRS to notify 
nonprofits before their tax-ex-
empt status is automatically re-
voked. For too long, many or-
ganizations have needlessly lost 
their tax-exempt status and 
failed to learn about this prob-
lem until it is too late. 

My proposal is a common-
sense solution that will help 
many Indiana charities that are 
serving fellow Hoosiers and do 
not have time to deal with Wash-
ington bureaucracy. In this age 
of shrinking budgets, we need to 

do all we can to support these vital organizations.

U.S. Sen. Dan Coats is a Republican from Indiana. People can contact him 
through his website at www.coats.senate.gov

Dan Coats

If an organization  
loses its status, it must 

file for tax-exempt status 
again and wait for the IRS 
to process its application, 

which can take many 
months. This process 

causes uncertainty for 
charities, their donors and 

the people they serve.
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your life.


