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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! 

Congratulations to the Class of 2014 on your  
Graduation from Leadership Johnson County 

Thank You to our  
Closing Retreat 

Sponsors…
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For the past nine months, I have been 
involved in an incredible 
journey with over 30 of my 

peers through Leadership Johnson 
County.

LJC, a nine-month program, is 
a nonpolitical, nonprofit organiza-
tion designed to groom 21st centu-
ry leaders. 

The LJC program just celebrat-
ed its 20th year, after a study con-
ducted by Duke Energy, formerly 
Cinergy/PSI, showed that Johnson 
County residents were concerned 
about future leader-
ship. Duke Energy 
and Franklin College 
officials met and cre-
ated the community 
leadership program 
to bring together 
a cross-section of 
county residents; in 
1995, LJC became a 
reality with 23 stu-
dents.

Our last class day, 
May 14 – later that 
night we graduated 
– was in many re-
spects a retrospective of the previous eight 
class meetings. 

Near the end of the day, we were asked 
to write notes to our fellow classmates. The 
notes were then placed in small brown bags 
with our names on it – reminded me of Valen-
tine’s Day as a 3rd grader.

My goal was to pour over them as soon as 
I got home from our graduation ceremony, 
which was held on the Franklin College cam-
pus; however, while driving on 465 I hit a pot-
hole, blew a tire and  … well…

Finally, I got around to reading them. I was 
reminded that people see in us what we don’t 
see in ourselves. That’s what I took from all of 

the notes I received. One classmate wrote: 
“Your vision for what is possible – what 

can be – is exciting, and you communicate it 
in ways that excite. I think you will also be a 

part of a changing landscape, for you 
seem to have such a strong grasp on 
what can make the status quo better.”

Another wrote: “You put people 
at ease when you get involved,” and 
another wrote: “You’re not afraid 
to apologize … you’re incredibly 
knowledgeable … and have a quite 
confidence …”

 All very kind words, and I am 
humbled by them, but I truly believe 
I have a long way to go before I feel 

totally comfortable 
with any leadership 
skills I may posses. 
It starts with doing 
a better job of listen-
ing and a better job 
of delegating work – 
and I am committed 
to that.

I want to thank 
Bonnie Pribush (a 
founding member of 
LJC who was hon-
ored with the Di-
ane Black Servant 
Leader Award), Tan-
dy Schuck, and Kate 

Taylor – all of LJC – for making this a fantas-
tic experience. They worked tirelessly to make 
us all leaders and delivered what needed to be 
delivered on a given class day – and always 
with a smile.

It’s too late to apply for the 2015 class, which 
will begin in September, but think about 2016 
– it’s never too late to develop leadership 
skills. For more information visit www.leader-
shipjohnsoncounty.org or call (317) 738-8264.

FROM the PUBLISHER

VIEWS

Leading the way with LJC

“For the past nine months, 
I have been involved in 
an incredible journey 

with over 30 of my peers 
through Leadership 

Johnson County.”

TomWoodLexus.com

Tom Wood Lexus is the only one dealership in 

central Indiana that combines the quality of Lexus

with the reliability of the area’s most trusted name 

in automotive. We take pride in providing you a

world-class ownership experience from the 

purchase of your new or pre-owned Lexus, to all of

your service and financing needs. Get the car you 

want, the way you want—at Tom Wood Lexus.

4160 E. 96th Street   |   1.888.204.3445

Hours of Operation:

Sales:
Mon, Thurs: 9 am - 8 pm
Tues - Wed, Fri: 9 am - 6 pm
Sat: 10 am - 6 pm

Service:
Mon, Thurs: 7:30 am - 8 pm
Tues - Wed, Fri: 7:30 am - 6 pm
Sat: 8 am - 6 pm

Ask about our South side concierge service

Indy’s Exclusive
Home for Lexus

Kids Against Hunger adds new director
Kids Against Hunger-Greenwood announced the addition of Charles F. Miller as director – lo-
gistics and supply chain. Miller will be responsible for all aspects of procuring materials to cre-
ate completed meals and distributing those meals both locally and internationally. Miller has 
travelled extensively internationally, especially in 3rd world countries. After seeing the needs of 
hungry people around the globe, he knew he had to help. The mission of Kids Against Hunger, a 
humanitarian food-aid organization, is to significantly reduce the number of hungry children in 
the USA and to feed starving children throughout the world. Kids Against Hunger-Greenwood 
concentrates on packaging a highly nutritious, vitamin-fortified soy-rice casserole by volun-
teers at numerous locations in Indiana and beyond. Most of the meals produced locally are dis-
tributed in Central America and locally in the Indianapolis area. 

BUSINESS BRIEF
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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

I’ve never been asked to give a commencement 
speech, thankfully. The task seems pretty 
daunting: advising grads on the future and 

their responsibility to it, themselves, 
and the community. Wow. How do 
you give advice on something you’re 
relatively poor at?

Without invitation or cattle 
prodding, here are five suggestions 
for graduates.

No YOLO: The popular battle 
cry of the oblivious is You Only 
Live Once. No stats prove this, 
but I imagine it ranks right behind 
“Watch This!” in last words spoken.

Life seems short on a deathbed, 
but if you spent the whole of it wait-
ing for a Windows CSR, you’d probably gut 
yourself with a letter opener.

Another way of looking at your life is like 
the chapters in a book. Beginnings and end-
ings are natural occurrences. These chapters 
can make your life seem a bit more like an in-
sufferable sitcom with an annoying neighbor.

The trick is to live your life in harmony with 

yourself in future chapters. Foresee the ben-
efits of exercise and saving for retirement of 
your future self. Predict the darkness that can 
await you if you text and drive.

Be Kind: Over the 300 best commencement 
speeches compiled by National Pub-
lic Radio, this is a theme which I 
concur. Kindness is underrated, but 
it is by far the most important tool 
you can develop. When all else fails, 
kindness will prevail.

Be Meta: We live in interesting 
times. Our understanding of the 
“why” things work is getting bet-
ter all the time. Understanding the 
mechanisms behind certain ac-
tions or decisions is metacognition 
or thinking about thinking. It’s ab-
straction to distraction. At some 

point in time, you are going to be meta about 
something. Might as well be everything. It will 
deepen your understanding and give you in-
sights that can be transferred to other con-
cepts and give you an edge when it comes to 
creativity and innovation. Keep it to yourself, 
though. No one else will care.

Pay Attention: Be present is an old Zen 
mantra, but it makes sense. You can’t learn 

anything if you don’t focus. Your have lim-
ited foci, so choose your targets wisely. If 
you’re driving, please keep your attention on 
the present. Same goes for studying, reading, 
playing with your children, attention is every-
thing. You probably don’t believe me, but you 
will see.

Be a creature of habit: The largest disser-
vice of your diploma is the fact that you will 
think you know it all. You don’t. I don’t. No 
one does. Economics is predicated on ratio-
nal action by rational actors. It’s a shame they 
don’t exist. For all our higher functions, we 
are probably the most irrational creatures on 
Earth. 

The best defense against this innate stupid-
ity is to remember that we are creatures of 
habit. Develop good ones like exercise or kiss-
ing your mother. There will be a day when you 
are glad you did this. Trust me.

Of course, no one asked me and that’s OK. 
It’s just my opinion. 

Gus Pearcy
COLUMNIST

Forget the rest, here is the best
HUMOR

In Toon with Southside Business by Julie 
Bickel

Business 
opportunities are 
like buses, there’s 

always another 
one coming.
~ Richard Branson,  

founder Virgin Group

As the summer months revi-
talize our communities and busi-
nesses, it’s especially poignant to 
understand how the two interact. 
Sure, there’s supply and demand, 
providing excellent customer 
service and all that jazz – but a 
major factor small businesses 
sometimes overlook is branding.

There are various ways to 
brand your business, but what 
does that actually mean?

It’s something of an identity 
comprised of a variety of factors 
including your company’s logo, 
colors, typography, spokespeo-
ple, etc. But it’s also how your 
company treats its employees 
and interacts with the commu-
nity.

The coming summer months 
provide countless opportuni-
ties for fundraising and chari-
ty events that will both get your 
name out there and offer ways to 
interact with the people in your 
community and potential clients. 
Think pancake breakfasts, golf 
outings, car washes, and other 
activities that haven’t been done 
before!

As younger generations be-
come more acclimated and in-
tegrated into the workforce and 
consumer markets, more com-
panies are experiencing a desire 
for transparency, philanthropy 
and activism – and why shouldn’t 
a business be interested in such 
things?

Events or activities such as 
these pose little cost to the busi-
nesses themselves in the long 
run. Think of it as an investment; 
this kind of exposure (rivaled 
only by the exposure a business 
gets in stellar, well-run busi-
ness-to-business and community 
newspapers) is key to growth as 
a company and as an active con-
tributor in communities like the 
Southside.

Go forth and brand! 

Making the best 
of branding
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By Nicole Davis
Paul and Kathy Brakke have been told that 

sitting in Emerson House feels like they are in 
a home in the country. Located right on Em-
erson Avenue near the Thompson Road in-
tersection in Franklin Township, the senior 
living facility is nowhere near a ru-
ral area. Through its design and ar-
chitecture, the inside of the home is 
free of the sounds of traffic from the 
busy road. The large, open rooms are 
decorated to give a cozy feeling with 
plentiful windows supplying a view 
of the trees and nature outside.

“It’s a different atmosphere,” Kathy 
says. “We try to provide a different 
residential community than what 
was currently available.”

Through her career in planning 
programs for senior citizen organiza-
tions, Kathy noticed there were some 
people that simply didn’t fit into a 
traditional senior home setting. Paul 
spent his career working primar-
ily for nonprofits with an interest in 
starting and growing small business-
es. The couple was looking for some-
thing to do through their retirement 
and decided to combine their talents. They 
formed Indianapolis Senior Living and built 
Emerson House in Franklin Township, open-
ing in 2010 on Memorial Day.

 “The Lord has really given us the yearnings 
of our heart as we’ve been faithful, as we’ve 
been willing to commit to spending time pro-
viding a home for other people,” Kathy said. 
“Paul and I both probably felt really unpre-
pared to do something like this but we were 
willing to venture ahead. It seems like every 
time we feel we should have been stopped, 
God opened the door. We had wonderful mir-
acles.”

Emerson House is a one-level custom built 
home with 12 private bedrooms – each with 
a bathroom and two windows facing differ-
ent directions. Kathy and Paul provide three 
meals per day, organized activities, house-
keeping services, transportation and paid 
utilities. Kathy and Paul reside in the home, 
giving them the ability to provide personal 

attention to residents. Kathy says by creat-
ing this home-like atmosphere where people 
interact with each other in such a close way, 
they are ensuring that their residents are nev-
er lonely.

 “One of the things I have learned is the 
people who are healthy at 100 have some 
things going with it; they are eating well and 
getting exercise but one of the most important 

things is they are getting personal interaction,” 
Paul says.

Building Emerson House under this con-
cept was a challenge for Paul and Kathy, but 
they say they received many blessings along 
the way that confirmed they were making the 
right decision. The first step was financing. 
Wanting to prove that this business model 
could be replicated successfully, Paul says he 
wanted to fund the building with a traditional 
business loan but with it being a brand new 
idea and not having owned a business before, 
it took time to find a bank that would approve 
them.

Since it’s opened, Emerson House has 
served 20 people. Paul and Kathy are currently 
looking for three to six more residents. They 
say since they’ve opened, their biggest chal-
lenge is gaining awareness that they’re there, 
how they are different and the benefits of re-
siding in a community-like home.

“Most successful businesses will say their 
best marketing it word of mouth,” Kathy says. 
“That will be true for us. But since we’re so 
small, it takes some time to spread that word 
of mouth. It’s all about timing; finding the 
right people at the right time when they are 
making decisions about where they are going 
to live.”

Kathy says Emerson House is good for fam-
ilies that would love to have their par-
ents live with them but can’t. They do 
not provide any physical or mental 
health services, for insurance rea-
sons, but residents can hire home 
health services. Paul and Kathy mon-
itor the organizations that come in 
to ensure they are receiving quality 
care.

 “We think this is the best place 
for seniors in town at the best price,” 
Paul says. “It’s the most beneficial 
physically and mentally for them.”

Initially, Paul and Kathy say many 
people worried about the couple, 
who have been married for almost 
39 years, being too confined in the 
home and not able to do things they 
enjoy, but they say it’s proven to be a 
healthy environment for all involved. 
Kathy says they inform residents be-
fore they come in that there may be 

times she and Paul won’t be there, when they 
need to run out for errands. When they go on 
vacation, they do make sure someone is there 
24/7.

“My personality wasn’t just trying to find a 
job to make a paycheck,” Kathy says. “This is 
one way we are directly involved in people’s 
lives. It’s never boring. We haven’t made any 
money yet, but we’re never bored, we have a 
roof over our head, we have food on the table 
and we have meaningful days. It’s been a joy 
for Paul and I to work together.”

They say they do hope to grow enough that 
they can hire some more help and get to trav-
el more to visit with their three children and 
their grandchildren.

 “It’s been a blessing,” Paul says.” The whole 
thing has worked quite well. We’ve been 
blessed in having residents that understand 
this is community living. It’s been fulfilling to 
see the progress along the whole journey.”

Best advice: Don’t be afraid to look for 
experts for things you need done. We’ve 
benefited so much from the architects, 
the contractors, who had expertise in their 
field.

Worst Advice: There were so many people 
that thought we were nuts when we ini-
tially gave them this idea. I think most of 
those people have come around. Now af-
ter it’s built, and they understand what we 
are doing, they have since appreciation for 
what we’ve done. They see this does serve 
the needs of people very well.

Best business decision: Hiring good peo-
ple who delivered quality. We were fortu-
nate to find people that believed in us and 
believed in our concept. They went the ex-
tra mile for us.

In 5 years: We would like to be a financial 
success. We’d like to have a distinguished 
home that is consistently full.

Secret to success: Having a business that’s 
needed. As our population continues to 
age, people have limited resources. This is 
a really good option for a living communi-
ty that provides good services and friends. 
This is an environment where nobody is by 
themselves, nobody gets lonely.

How did Paul  
and Kathy do it?

Reasons to do business  
with Indianapolis Senior Living…
n  It’s a small community with 

personal, individualized attention.

n  We provide a different atmosphere 
that is also very cost effective.

n  We sign a one year lease, but it can 
be broken with a 30 day notice.

n  We’re really good for families that 
would love to have their parents live 
with them but can’t for whatever 
reason. We are helping provide an 
extended family opportunity.

The List Paul and Kathy Brakke create a family-home 
setting with Indianapolis Senior Living  
at Emerson House in Franklin Township

FEATURE

COVER STORY

Enjoying life 
on Emerson

Paul and Kathy Brakke

Photo by Nicole Davis

Indianapolis Senior Living
5510 S. Emerson Ave. 

Indianapolis, IN 46237
(317) 412-1247

indianapolisseniorliving.net

*$50 membership savings account required. Rate subject to change & effective 5/1/14. 60-month term. Current IMCU loans exempt. Subject to credit approval.  

Southside Branch
5047 Madison Ave

788-4693

Stop 11 Branch
5940 E Stop 11

887-0686
Greenwood Branch

1115 N Madison Ave
881-3877

Center Grove Branch
1604 S SR 135

859-8034

...With Great Rates

Auto Loan Rates As Low As

2011-2014 models

1.9%
APR*

Why Go Anywhere Else?
imcu.org
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Aspen Trace,  3154 South SR 135, Greenwood. 
an all-new senior living community and the 
most recent addition to the family of commu-
nities from Bloomington-based CarDon and 
Associates will open June 8. The new commu-
nity offers a wide range of specialized health 
services and living arrangements for up to 
150 residents. Private suites are available for 
short-term rehabilitation, long-term care, and 
memory care, while spacious one and two-
bedroom apartment homes are designed for 
assisted living. CarDon’s family-first approach 
to senior living and healthcare inspired the 
design of unique neighborhoods within As-
pen Trace. Neighborhoods are convenient-
ly arranged to create an intimate feeling of 
home that fosters friendships and encourag-
es family visits, while offering easy access to a 
host of onsite amenities for the enjoyment of 
residents and their guests. These include res-
taurant-style dining, living rooms, community 
center, theater, library, activity center, beauty 
salon/barber, multiple outdoor courtyards, 
and WiFi throughout. Aspen Trace is designed 
for comfort, whether for residential living 
with customized health services or for short-
term rehabilitation. A state-of-the-art, fully 
equipped therapy gym and home transition 
center are the primary settings for a full range 
of inpatient and outpatient rehabilitative ther-

apies, as well as for helping individuals pre-
pare for a successful, safe returnto the home 
environment. “When community spaces are 
comfortable and welcoming, family mem-
bers visit more often and interact with loved 
ones,” said Dr. Stephen Moore, president and 
chief executive officer of CarDon and Associ-
ates. “Doing all that we can to encourage fam-
ily interaction is integral to how CarDon com-
munities foster the well-being of residents in 
physically, spiritually, and emotionally healthy 
environments.” The opportunity to locate As-
pen Trace where it would be convenient for 
seniors and their families living in Greenwood, 
Bargersville, Center Grove, and surrounding 
areas was enhanced by the support of these 
growing communities. “We greatly appreci-
ate the support we received and Aspen Trace 
wouldn’t be here without it,” said Dr. Moore. 
“Because we are committed to building quali-
ty communities and providing quality care, we 
invest in neighborhoods where people want 
and value our commitment.” Reservations are 
being accepted for all accommodations and 
services: assisted living, rehabilitation, long-
term care, and memory care. Visitors are wel-
come at open house celebrations on June 8 
for the public and June 10 for professionals. 
Private consultations can be scheduled at the 
onsite information center by calling (317) 535-
3344. For more information, visit aspentrace.
us or cardon.us.      

Aspen Trace to open June 8 in Greenwood

BUSINESS LOCAL

Prestige Lawn Solutions

CALL TODAY! (317) 524-9100
www.prestigelawnsolutions.com

Emergency - 24 Hour Service
Tree Removal
Lot Clearing
Gutter Cleaning
Dirt Work

Erosion Control
Fall Clean-up
Rip Rap
Fence Install and Repair

$50 Off 
Tree Removal

The solution to all your outdoor needs

FINANCE DISPATCHES

n NFL veterans warn against rookie spending
After the conclusion of the 2014 NFL draft (and some sizeable multi-million dollar signing 
bonuses), NFL players are warning young bucks to be smart with their money. According 
to analysis by Sports Illustrated, only two years after the conclusion of their athletic careers, 
a staggering 78 percent of NFL players are bankrupt or in serious financial trouble. – CNN 
Money
 
n Vermont to increase minimum wage
Though Gov. Peter Shumlin has not yet signed the bill which will increase – in stages – Ver-
mont’s minimum wage to $10.50 by 2018, his office confirmed that he is expected to. Along-
side Vermont, 27 other states have minimum wage rates that currently exceed the federal 
minimum despite Obama’s call to raise the minimum wage earlier this year. – CNN Money
 
n Job openings down in March
Across the board, U.S. job openings fell somewhat in March after having made momentous 
gains in Feb. Hiring also decreased slightly—74,000 fewer new jobs were filled than in Feb, 
though the hiring rate remained unchanged at 3.4 percent. According to the Labor Depart-
ment survey, there are currently 135,000 more job openings in the U.S. than there were in 
2013. Experts and analysts have varying opinions on how to interpret the data, though some 
still cite the declining unemployment rate as improvement. – Fortune
 
n 9 percent of Americans forego paper money
According to a survey conducted by Princeton Survey Research Associates International also 
found that 79 percent of Americans carried less than $50 in paper currency. Also that 49 per-
cent carry $20 or less each day. Greg McBride, Bankrate.com’s chief financial analyst stated: 
“The vast majority of Americans carry $50 or less on a daily basis, which seems to indicate 
that it’s more out of necessity than a desire to pay with cash.” – CNBC
                                
n Generating income in retirement
A big challenge of retirement is generating enough funds to amount to a livable incomes. 
Even if you have substantial assets—they are not limitless. Determining first the amount of 
annual income you need and decide the best source(s) from which to get it. It may come 
from a pension, an inheritance, Social Security, a part-time job, or other investments and sav-
ings. Then setting up a “systematic withdrawal plan” will ensure funds are not depleted all at 
once. – CNBC
 
n Millennials hurting real estate recovery
Though the Millennial generation isn’t going out of its way to harm the real estate market—
many young renters still plan to own someday—it’s just that economic “realities” and “life 
decisions” are getting in the way. Other contributing factors are: lack of savings, less-than-
perfect credit and astounding amounts of student-loan debt. These factors may also be con-
tributing to marriage and starting families, which would reduce the need for buying a home. 
– MarketWatch
 
n Ways to transcend simple resume mentality
The number of college graduates is steadily increasing, which means the economy is going 
to have to accommodate them after their academic careers. According to the U.S. Bureau of 
Labor Statistics, since 2004, nearly 71 percent more college graduates are working at mini-
mum wage jobs. The more alluring resumes will allow graduates to stand out and represent 
them as a person (as well as their professional goals)—the better chances are that rewarding 
work will be found. – TheStreet
 
n How much does a $20k loan really cost?
On a $20,000, 60-month car loan, borrows with low credit scores wind up paying almost 
$5,000 more than borrowers with a high score, according to the Consumer Federation of 
America. According to a survey conducted by the same firm, Millennials understand the fac-
tors for determining credit scores. Reviewing credit scores for free online is great unless you 
know what to look for and how it affects you. – Credit.com

n Copycat threatens million-dollar startup
W&P Design’s Mason jar cocktail shaker arrived at $1 million in sales only one year after hit-
ting the shelves. Only a virtually identical version called the “Original Mason 16-ounce Cock-
tail Shaker” was being sold at Bed, Bath and Beyond at nearly $10 cheaper. Though the pat-
ent is still pending, the knock-off will continue to be sold. This situation is common for small 
businesses and entrepreneurs; be aware and take the appropriate steps to protect your 
ideas. – CNN Money

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

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

BUSINESS LOCAL

Random Andrews and Joey Raney

Photo by Nicole Davis

The great vape escape

Compiled by Nicole Davis

By Nicole Davis
Greenwood resident Joey Raney had 

smoked for 15 years. Perry Township resident 
Random Andrews has smoked since his senior 
year of high school. Both of them had tried 
just about everything to quit – from nicotine 
gum to the patch. Raney found e-cigarettes 
and switched over, but knew this method to 
quit smoking wasn’t going to work if he didn’t 
find something better. Raney and Andrews 
said they were both able to stop smoking ciga-
rettes after finding vaping – using a battery-
powered device which produces vapor to re-
semble smoke.

“We felt so confident that we invested and 
created a business to let smokers, who can’t 
quit a more successful chance,” Andrews said. 

September, 2013, they began making their 
own flavors of e-juice to use in their e-ciga-
rettes, starting with apple pie. They began sell-
ing online while planning to open a store on 
the Southside. They opened Sir Vapes-A-lot 
at 1995 E. Stop 11 Rd., Indianapolis in April. 
Here, Andrews answers questions about the 
starting up the business:

Why did you open this business?
I know too many smokers and I was a smok-

er myself. I feel personally a 
lot better since switching to 
vaping than I did smoking. I 
wanted others to experience 
that lifestyle.

What did you do to prepare for opening 
your business?

We started by e-commerce only so we didn’t 
have hardly any overhead. While we were run-
ning the e-commerce we fine-tuned each fla-
vor. At the same time, we were meeting with 
Score every week, and with the Greenwood 
Chamber of Commerce. They all geared us in 
the right direction of getting small business 
loans and building a brick and mortar.

Who is your ideal customer/client?
Someone that’s tired of smoking on their 

own will. They come in here weary. We ex-
plain to them and show them how simple it 
can be, give them guidance and tell them of 
our own personal journey. Just someone ready 
to make a change.

How do you plan to be successful?
Before we ever did anything, we created a 

very extensive business plan, with scenarios 
of how we can appeal to the market. Unfortu-
nately at the time the e-cigarette became satu-
rated, especially with the Greenwood market. 
We’ve cut out the middle man and made the 
e-juice ourselves.

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

Most people would be surprised we have a 
border class 1,000 certified 
clean room that we prepare 
the e-juice from. We have 
it to be the most sanitary 
and clean environment for 
the safety of our customers 
without any restrictions.

OPEN FOR BUSINESS

Random Andrews and Joey Raney open Sir Vapes-A-lot  
in Perry Township to provide a smoking alternative

NEW HIRES

Cody Thompson joined the One Click Ventures  team 
as art director on April 8. Thompson manages OCV’s 
creative team and all creative work that impacts 
brand strategies for its stores, SunglassWarehouse.
com, including website, logo, e-mail and print de-
sign. In addition, Thompson is currently oversee-
ing creative strategies and design implementation 
for an online eyewear store OCV will open later this 
year. Gabby VanAlstine will serve as a human re-
sources professional as the director of talent and 
culture. As OCV’s human resources leader, VanAls-
tine creates employee relations programs and recruiting campaigns to draw top-tier talent to 
the team. She also oversees implementation of OCV’s benefits plans, team member reviews and 
on-boarding processes for new hires. 

Cody Thompson and Gabby VanAlstine  
join One Click Ventures

Gabby VanAlstineCody Thompson

Marty Brown returns to Indiana as VP of OCV
One Click Ventures, located at 1300 Windhorst Way in Greenwood, recently 
hired Indianapolis native Marty Brown as its vice president of marketing. 
Brown joins OCV, reporting directly to CEO Randy Stocklin as a member 
of the senior leadership team.   In his new role, Brown is responsible for 
development and execution of the company’s marketing strategy – 
including branding, customer experience, public relations and customer 
acquisition and retention initiatives. Prior to OCV, Brown worked in New 
York as the general manager of social platforms at Lolly Wolly Doodle 
– a children’s clothing retailer. Brown holds an MBA in marketing and 
entrepreneurial management from The Wharton School of the University 
of Pennsylvania and a bachelor’s degree in English from Wabash College. 

Marty Brown



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 

Join us! GreenwoodChamber.com 

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

Photos Courtesy Donna Rice Photography

Salute Award - Medium Business: Alderson 
Commercial Group. Represented by CEO Tony Alderson.

Member of the Year: Andy Bowen, Franklin Banking 
Center Manager, First Merchants Bank

Ambassador of the Year: Carole Beasley, Owner, 
Dream Destinations Travel.

Salute Award - Small Business: Geek in Pink
Represented by owner Regina Miller.

Pride and Progress Award - New Construction: 
Community Health Network and Johnson Memorial 

Health. Stones Crossing Health Pavilion was a joint project of 
CHN and JMH. Johnson Memorial Health, represented by  

Steve Wohlford and Community Health Network,  
represented by Andrea Brown.

Pride and Progress Award - Renovation: Vino Villa
Represented by owner Paul Jacquin.

From left, Robert Brody, CEO Central Indiana Region President, Franciscan St. Francis Health and Diamond Anniversary Sponsor; 
Gayle Sweitzer, Greater Greenwood Chamber of Commerce Board Chair and Community Health Network; Christian Maslowski, CEO/
president, Greater Greenwood Chamber of Commerce stands with each of the following winners:



The Greater Greenwood Chamber of Commerce 
honored six outstanding business people and com-

panies at its Annual Chamber Celebration held April 17 
at Jonathan Byrd’s. The Chamber presents the awards 
annually to acknowledge outstanding business achieve-
ment, remarkable construction, and extraordinary Cham-
ber engagement: Ambassador of the Year: Carole 
Beasley, Owner, Dream Destinations Travel; Member of 
the Year: Andy Bowen, Franklin Banking Center Man-
ager, First Merchants Bank; Pride and Progress Award 
- New Construction: Community Health Network and 
Johnson Memorial Health; Pride and Progress Award 
- Renovation: Vino Villa; Salute Award - Small Busi-
ness: Geek in Pink and Salute Award - Medium Busi-
ness: Alderson Commercial Group.

“This year’s award winners prove that a positive at-
titude and confident vision are the foundation to busi-
ness success. They chose their destiny. We are grateful 
for the way they have improved our business community 
by creating jobs and helping to build a stronger sense of 
place in Greenwood,” said Christian Maslowski, Greater 
Greenwood Chamber of Commerce President and CEO.

n Ambassador of the Year
Ambassadors are volunteers who proactively coach 

members on how to navigate their membership services 
and help make introductions to other business leaders. 
The Ambassador of the Year Award is given to the out-
standing Ambassador based on the volunteer’s merit and 
involvement throughout the previous calendar year.

The 2014 Ambassador of the Year is Carole Beasley, 
travel agent and Owner of Dream Destinations Travel, LLC 
a full service travel agency.

Beasley, a Butler graduate, is dedicated to turning her 
client’s vacation dreams into reality. Her expertise comes 
from years of experience and a commitment to profes-
sional training that has earned her multiple accredita-
tions. Beasley is designated as a Jamaica, Mexico, Can-
cun, and Florida specialist and she holds a special needs 
accreditation, among others.

Beasley joined the Greater Greenwood Chamber more 
than four years ago and is already a great example of a 
fully-engaged Chamber member. Her planning and hospi-
tality talents influence her role as a Chamber Ambassador 
where she effectively builds relationships to help fellow 
Chamber members maximize their membership benefits.

The Ambassador of the Year award winner is deter-
mined by a vote among peers. Other volunteers noted 
Beasley is a strong coach who greets you with a warm 
smile and is always eager to roll up her sleeves and help, 
no matter what the task.

n Chamber Member of the Year
The Chamber Member of the Year Award recognizes 

an engaged, passionate and committed business person 
who goes above and beyond to activate his/her compa-
ny’s membership and to promote the Chamber.

The Greater Greenwood Chamber board of directors 
named Andy Bowen, Franklin Banking Center Manager 
for First Merchants Bank, its 2014 Member of the Year.

Bowen, an active Chamber member since 2008, has 
fifteen years banking experience. His volunteer service 
to the Chamber is extensive including five years on the 
Ambassador Committee where he coaches new members 
on their member benefits and makes helpful introduc-
tions. Bowen’s committee work benefits the Chamber’s 
Golf Outing and Taste of the Southside, and in 2011 he 

also volunteered for the Chamber’s Super Bowl Green-
wood Super Celebration Committee.

Bowen’s dedication is also seen in what he does behind 
the scenes – staying after a Chamber event to tear down 
or arriving early to ensure a smooth start for other mem-
bers. Bowen is a clearly a “doer” dedicated to helping his 
customers and fellow Chamber members. He lives out the 
Chamber’s value of “shared success” by striving to use 
fellow Chamber Members’ services whenever possible.

Pride and Progress Award
The Pride and Progress Award celebrates a business 

that made outstanding design efforts in the construction 
of a new business or renovation of an existing property 
because they have positively contributed to their business 
success and improved the community’s overall appear-
ance.

n Pride & Progress - New Construction
This year’s Pride & Progress Award for new construction 

is presented to Community Health Network and Johnson 
Memorial Health for their Stone’s Crossing Health Pavil-
ion. This amazing facility exemplifies what can happen 
when there’s a shared commitment to improving access 
to quality health care in our community.

The Pavilion is a three-story medical office building 
where all members of the family can receive care. It is 
home to primary and specialty care physicians, a lab with 
walk-in services, behavioral health services and advanced 
medical imaging services including general x-ray, CT 
scan, MRI, mammography, breast MRI, and bone density. 
In the past many patients would find it necessary to have 
these procedures done in multiple locations.

The Pavilion also offers a state-of-the-art physical ther-
apy suite serving the needs of pediatric patients, student 
athletes, adults, and orthopedic patients. Services include 
physical therapy, occupational therapy, speech therapy, 
aquatic therapy and rehab services.

n Pride & Progress – Renovation
This year’s Pride & Progress Award winner for renova-

tion was presented to Vino Villa. Originally built in 1904 
by Ralph & Grace Polk, the building housed numerous 
businesses over the years and now, as Vino Villa, it’s 
making a significant impact on the revitalization of an old 
Greenwood retail district.

New owners Paul and Laura Jacquin restored the 110 
year old home into Vino Villa, a unique hospitality des-
tination which opened in 2011. Committed to retaining 
the period appropriate environment, they repaired wood-
work, deteriorating walls and ceilings, and restored the 
home’s original wood flooring. The third floor called for 
a total remodel converting the original two bedroom ser-
vant’s quarters into a private bar and party area.

The Jacquin’s commitment to quality carries over to 
their menu where they use only the freshest ingredients 
in their food preparation. In addition, they continuously 
search for great values in the wine market and they are 
dedicated to ongoing staff education. They give back to 
the community by providing in-kind contributions to virtu-
ally every school system in the greater Greenwood area, 
as well as many churches and charitable organizations.

This couple demonstrates that DIY can deliver a great 
return. Their revenue growth from year end 2012 to year 
end 2013 was 36%, and this year’s comparable first quar-
ter sales are already up 26%. This growth allowed the 
Jacquin’s to grow staff from three full time and two part 

time employees in 2011 to four full time and 24 part time 
by yearend 2013.

Salute Awards
The Chamber’s Salute Award recognizes a Chamber 

member business that has demonstrated success in one 
or more of the following areas: growth and stability; 
commitment to quality; creative/unique solutions to chal-
lenges; and entrepreneurial spirit. There are three Sa-
lute Award categories based on business size: small (1-9 
employees), medium (10-49 employees) and large (50+ 
employees). (Note: This year awards were presented in 
only the small and medium categories.)

n Salute for Small Business
The 2014 Salute Award in the small business category 

was presented to Geek in Pink Computer Repair.
Owner Regina Miller founded the company in 2005 and 

now operates three locations in the Indy area including 
two in Johnson County. Miller’s company goals include im-
proving the quality of life for her employees and providing 
great customer service for her clients through affordable 
and timely service.

Geek in Pink encourages educational endeavors in both 
private and public schools, and recycling programs to 
remain environmentally conscious. Civic engagement in-
cludes active involvement with the Lion’s Club, Leadership 
Johnson County, the Kiwanis Club and more.

Despite road construction that hampered business at 
their newest Johnson County location, the company’s 
strategic marketing efforts have yielded 25% growth over 
the last three years, resulting in expanding its payrolls by 
nearly 20%.

n Salute for a Medium Business
This year’s Salute Award winner for a medium-sized 

business was presented to Alderson Commercial Group.
Owner Tony Alderson founded the company in 2007 to 

provide first-class commercial construction and develop-
ment services for clients within the central Indiana area. 
He realized that the greatest opportunity for future busi-
ness is to take care of the clients they have today and this 
core belief has lead to their overall growth, and steady 
demand from on-going and new clients.

In six years they have grown from two employees to 21 
and annual sales have increased from one half million dol-
lars to more than 22 million in 2013. They have achieved 
annual growth of more than 25% annually because they 
stick to the basic building blocks of any successful com-
pany: commitment to quality; commitment to clients and 
their construction goals; provide great communication; 
and always strive to exceed in their expectations.

The Alderson Commercial Group gives back to the 
community by volunteering for Habitat for Humanity of 
Johnson County, Johnson County Special Olympics, Com-
munity Health Network Foundation, Johnson Memorial 
Hospital Foundation, Kids Against Hunger Million Meals 
pack and more. 
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Our inventory changes daily around here. It’s fun  
to have new product come in here all the time, 

especially with toys. We can never have 
enough toys to resell.  ~ Donna Reintjes

“

“

Top, left: Panoramic shot of Growing Spurts. Top, right: Donna Reintjes at 
the store. Bottom, left: a rack of children’s clothing. Bottom, middle: hair 
bows in various colors and patterns. Bottom, right: A play area for kids, 
built by Reintjes’ husband, in the store. 
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By Nicole Davis
Donna Reintjes opened her first small business, 

Growing Spurts Kids Clothes & More, in Greenwood 
in 2007, after her son started kindergarten. Time flew 
and before she knew it, she had been in her shop for five 
years, working seven days a week. It was time for an-
other change. In January, Growing Spurts moved into its 
current location at 1001 Indiana 135, Greenwood, tran-
sitioning from a 1,600 square foot store to 3,200 square 
feet.

“We watched it grow every year and we knew we 
needed a bigger store,” Reintjes says. “The used chil-
dren’s industry is very popular. You 
save a lot of money. There are oth-
er resale shops on the Southside, 
but everybody has different things. 
Our inventory changes daily around 
here. It’s fun to have new prod-
uct come in here all the time, espe-
cially with toys. We can never have 
enough toys to resell.”

Growing Spurts sells both new and used children’s 
merchandise, taking name brand items with no stains 
or holes. Reintjes says she’s added many items, such as 
new car seats and diaper bags. She began selling cloth 
diapers three years ago after having many customers 
request them, and says it’s been a growing trend ever 
since. Because many people don’t know about cloth dia-
pers and the advances those have made over the years, 
she says she began hosting classes to teach about the 
benefits and how to care for them.

Reintjes says the move has been beneficial to the store, 
not only adding space so they can have more merchan-

dise without crowding, but because 
she’s getting many new customers 
who hadn’t seen the store before.

After seven years, I think what 
we’re doing is right,” Reintjes says. 
“We have a really good, loyal cus-
tomer base. I never knew back in 
2007 we’d be here, but hopefully 
we’ll be here many more years.”

GROWTH
SPURTS

Greenwood resale shop celebrates 
seven years in kids clothing  

(and more)  business

Photos by 
Nicole Davis

Top, left: Panoramic shot of Growing Spurts. Top, right: Donna Reintjes at 
the store. Bottom, left: a rack of children’s clothing. Bottom, middle: hair 
bows in various colors and patterns. Bottom, right: A play area for kids, 
built by Reintjes’ husband, in the store. 

Growing Spurts Kids  
Clothes & More

1001 Indiana 135
Greenwood, IN 46142

(317) 882-4769
Growingspurts.com
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Greenwood is riding high with the news of 
GoodSports and ULTA Beauty’s plans to 
locate in our community. GoodSports, 

of Sarasota, Fla., announced it would 
spend $22 million to build an 85,000 
square-foot field house and 124-room 
hotel on the land located at Graham 
and County Line roads. The 100 acre 
parcel will provide indoor athletic 
events, drawing athletics from miles 
away.

ULTA Beauty, of Bolingbrook, 
Ill., will open a 670,000 square -foot 
distribution center at Southpointe 
Business Park, near Main Street and 
Graham Road. The cosmetic retail-
er plans to invest $51.6 million and 
employ about 530 full-time employees.

The east side of Greenwood’s landscape 
is greening up after a long six-year recovery 
from a recession that has left a huge impact on 
our economy. The news of these major players 
locating in Johnson County will draw restau-
rants, retailers and other associated business-
es. The community will be blessed for years to 

come.
The I-65 interchange at Worthville Road has 

been delayed another year while state highway 
official continue negotiations with landown-
ers. However, construction of a four-lane road 

is moving ahead with anticipation 
of the much-needed ramp. The in-
terchange will relieve the congested 
County Line and Main Street roads 
drawing commuters farther south 
west to the denser populated areas 
of White River Township.

Jonathon Byrd’s Cafeteria an-
nounced an exciting major change 
in its business. The Byrds opened 
their cafeteria in 1988 and have 
served millions of meals from the 60 
foot cafeteria line. But as the world 
evolves, owner Ginny Byrd an-

nounced their focus on catering will meet the 
needs of a demanding market seeking event 
planning. The current take-out area will be-
come a more intimate dine-in for guest seek-
ing to continue the urge for Jonathan Byrd’s 
traditional fried chicken.

Another longtime family business, 
Dannemiller True Value Hardware will locate 

near South Grove Landings Shoppes near 
State Road 135 and Whiteland Road. The new 
store will be about 4.5 miles south of the pre-
vious location which was purchased by Aldi 
Foods.

The Flying Cupcake will soon land at the 
Greendale Centre located at 745 US 31 North 
in Greenwood. Off the Hanger Consignment 
Shop has leased 4,961 square-feet at South-
port Centre. Joining them at the same location 
is Little Chen Asian Grocery at 7300 US 31. 

County Line Emporium Flea Market offers 
something for everyone at 1285 N. State Road 
135. Foot Spa has relocated to the O’Malia’s 
Center at County Line Road and State Road 
135. The business was once located in the 
freestanding business in front of the new Dol-
lar General, where Meridian Interiors was lo-
cated for many years. 

Residential and commercial growths are 
on the leading edge of a successful real estate 
recovery. It is exciting to see our community 
grow and thrive.  It is also a great place to call 
home.

New developments spur economy

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

You probably wouldn’t walk into a board 
meeting wearing cut-offs and a grimy 
T-shirt. Nor would you sport your 

Sunday best while trying to dig up a 
stump. So why would your company 
develop and place advertising that 
completely ignores its surroundings? 

It amazes me that companies will 
invest a small fortune in developing 
advertising and marketing materi-
als, and then drop them into an en-
vironment where they create con-
flict or behave inappropriately. 

While waiting for a medical ap-
pointment, I spotted a great exam-
ple on the back cover of the large-
print edition of Reader’s Digest 

magazine. A national company purchased the 
pricey back cover space to promote its medical 
alarm. Given the demographics of the maga-
zine – especially in its large-print version, de-
signed for older readers and others with visu-
al challenges – it’s a brilliant media buy that’s 

well worth the extra money.
So why did the advertiser pack 

hundreds of words of copy using 
10-point sans serif type, several lev-
els of headlines and subheadings, a 
couple of separate pitches set off to 
the side, and a distracting photo of a 
endorser from a cancelled cable TV 
show? If your audience’s eyes are so 
bad that they’ve chosen to read a 
magazine with giant-size type, why 
run an ad that will either give them a 
headache or be completely illegible 
to them?

Far too often, the creation of an ad or other 
communications tactic is completely divorced 
from the decision about how and where it will 
run. The “how” and the “where” become sepa-
rate factors.

No wonder so many ads and other market-
ing messages simply seem to be awkward or 
out of place. You’ll scroll through a humor-
ous website, and up will pop a banner ad that’s 
deadly serious – or vice versa. Or you’ll spot 
an outdoor billboard in an ironic location – 
a restaurant pitch towering over a roadside 
sewage treatment plant, for example.

Investing in an approach that’s designed for 
the environment and audience will result in an 
ad that’s more likely to connect with the read-
er and get the desired results.

You choose your wardrobe based on the 
setting and situation, so that you’re always as-
sured of making the right impression. Your 
company’s marketing efforts deserve at least 
as much consideration. Consideration of me-
dia and environment should be every bit as in-
tegral to the approach as the cleverness of the 
headline and the beauty of the design. 

  
Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling 317-839-1739, or visit his blog at: sfwriting.
com/blog/.

Reflect your environment  
to market more effectively

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“It amazes me that companies will invest a small fortune 
in developing advertising and marketing materials, and 
then drop them into an environment where they create 

conflict or behave inappropriately. ”

BUSINESS TIPS

PERFORMANCE

Recently, I have talked to clients who have 
gotten a solid “No” to their proposal. The 
problem is… the 

“No” came from them and 
not from the prospect.

After this “No” hits 
them, they completely 
stop, as if waiting for a 
crawling 100-car freight 
train to pass. I see this 
happen all too often and 
the folks who encoun-
ter this have a whole list 
of why they cannot do 
something; why it will not 
work. As Jim Rohn said 
of his mentor telling him, “… the only problem 
with their list is they aren’t on it.”

Begin to notice your thinking. Notice how 
many times you tell yourself “No” either with 
that little voice inside your head (the one that is 
saying right now, “I don’t have a voice inside my 
head!” That is the voice I’m talking about) or out 
loud as you discuss your strategies and how they 
will not work with your coach or coffee klatch 
friends.

Here is a three-step process to help you get 
past that “No.” These steps, called the Three R’s, 
come from my friend Dr. Julie Bell of Dallas, 
Texas. 

Step 1: Recognize your thinking. 
Step 2: Refocus on how the idea might work, 

or have that little voice say, “Let’s let them tell us 
‘no!’” This is changing your thinking or changing 
the way you think about the situation.

Step 3: Create routines (new habits) to help 
you move from telling yourself “No” to seeing if 
the prospect actually says “No” or if he will say 
“Yes” and amaze you. 

When clients have done this simple little step, 
it has transformed their results to new and bet-
ter results. If you want better results, I suggest 
you give it a try, too.

Here are two great book resources for you 
to help.  The first is Go For No by Richard Fen-
ton and Andrea Waltz and the second is Perfor-
mance Intelligence by Dr. Julie Bell.

Remember there are only three things that 
hold us all back.…limiting beliefs, low standards 
and an ineffective strategy.

It’s how you think about the situation that 
makes all the difference. 

Where did 
that ‘No’  

come from?

Jack Klemeyer
COLUMNIST

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

COACH’S CORNER
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I have come to enjoy nearby 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 vast menu, 
open its doors with no advertising, 
and there’s a 25-minute wait on a 
Sunday morning? If this isn’t the 
embodiment of the American dream, 
I don’t know what is. I mentioned a 
couple things up above, but beyond 
those, why do these things seem to do 
so well?

I always hang my hat on the basics. 
Yes, the immigrants fixed the place up 
to look nice, but when it was new for the previ-
ous owner, I’m sure the restaurant looked nicer, 
and it was brand new to boot. The 
previous owner probably had 
the benefit of a multimillion 
dollar franchise behind him 
and a million-dollar designed 
theme. They probably had 
a scientific kitchen design the 
perfect menu, and a major multi-

million-dollar ad campaign. But somehow, after 
a couple of years, the restaurant just didn’t con-
nect with the customer. Something was missing, 
something that the multimillion dollar company 
perhaps just did not train. What could it possi-
bly be?

Last week, I was in Buckhead, a 
suburb of Atlanta. There is a restau-
rant there called the White House, 
a play on the president’s home. But 
it’s actually a strip-mall restaurant. 
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 im-
migrant owner sold the White House 

restaurant years ago. However, the buyer went 
broke and the Greek owner then bought it back 
for a second time. Today they enjoy a full house 

every day as I was experiencing. 
Their bill of fare is eggs for 
breakfast, burgers for lunch, 
and closed every afternoon 
at two; how hard can that be? 

What was his ingredient for 
success? What are the ingredi-
ents for success for all the same 

Howard Hubler
COLUMNIST

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

PEER TO PEER

Lessons from a Greek restaurant owner
BUSINESS TALK

types of restaurants in our community as well?
It’s all the people business. Your business, my 

business, it’s all the people business. Yes, the res-
taurant owner 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 
bacon and eggs, it’s a familiar face. 

Anyway, for my two cents, that’s the secret 
of the sauce. It’s a people business. Get to know 
your customers, get to know what makes them 
tick, know their likes and dislikes as it relates to 
your product. If you can do this, and make them 
believe you care, your business will surely thrive.

BUSINESS BRIEF

Summit Realty Group, a Midwest commercial real estate firm headquartered in Indianapolis, 
recently announced the addition of four team members. Hitesh Patel will be joining the team 
as a project manager. Also on board for Summit are Jimmy Cohoat, industrial advisor; George 
Thomas, office advisory; and Christa Calderone, client services.

Cushman & Wakefield/Summit  
add team members

Jimmy CohoatHitesh Patel Christa CalderoneGeorge Thomas

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
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By Eric Ellis
Popular west- and northwest-side business, 

Moody’s Butcher Shop opened a new location 
May 22 at 862 S.R. 135, Suite A, Greenwood, 
next door to McNamara Florist.

“We are pleased to announce this new lo-
cation,” president and founder Adam Moody 
said. “And we sincerely welcome the challenge 
of learning the community.”

Moody said that when deciding where to 
open up his next location, he studied the buy-
ing habits of surrounding communities as well 
as how well the restaurants were faring. He 
found that there were more people in Center 
Grove buying groceries and cooking at home 
as opposed to going out.

“So we’re excited to get the name out down 
here and put together a great, knowledgeable 
staff as well,” Moody said.

Moody’s Butcher Shop is known best for 

their holiday specials and variety of meat op-
tions: custom cuts, whole beef tenderloins, 
large family breakfasts, different types of ba-
con, Smoking Goose products and more. 
Around the holiday season, Moody’s offers 
thanksgiving turkeys, hams and other feasts 
for Christmas festivities as well. 

Not only is Moody’s open to the public, but 
they also sell meat products to locally owned 
restaurants. If you’ve eaten a burger at Scotty’s 
Brewhouse or Thr3e Wise Men Brewing Co., 
it was probably meat from Moody’s. 

According to their company website, the 
shop “is your local source for all-natural 
meats, eggs, and dairy products. We source 
sustainably-grown products from local fami-
ly farms around Indiana, process meats at our 
own facility in Ladoga, Ind., and bring these 
high-quality local products to you at our lo-
cal butcher...”

For more information, visit moodymeats.
com or call (317) 888-8150.

Moody’s comes 
to Center Grove

FEATURE

BUSINESS LOCAL

ENTREPRENEURSHIP DISPATCHES

n “No excuse” for Subway CEO
After CNN Money published an investigative report on Subway’s fast food chain incurs the 
most wage and hour violations—CEO Fred DeLuca said that “there’s no excuse” for workers 
being paid improperly. Over the past decade, Subway saw more than 17,000 Fair Labor Stan-
dards Act violations. “The vast majority of our owners are doing the right thing, but some are 
not,” DeLuca stated in an interview with CNBC. “I would say this: We, as a company, realize 
that some of our owners have not done the right thing.” – CNN Money
 
n Maintaining values in business
Successful entrepreneurs are able to meld passions with business ventures effectively. De-
nise Wilson, founder and CEO of Desert Jet—an aircraft charter management and mainte-
nance company. For Wilson, it’s not about the amount of profits, but rather, the quality of life. 
“I really want to enjoy walking down the halls of my company and looking at my employees 
and seeing that everyone is enjoying being there and having a good time,” Wilson told Fox 
Business. “I want to see my clients be happy and really that’s what it’s about.” – Fox Business
 
n 5 reasons entrepreneurs should learn code
1. Speak the language – learning to code is like learning a new language, but you will abso-
lutely benefit from being more informed, especially when dealing with technical clients or 
customers. 2. Talent evaluation – you will better understand the talents or potential talents 
of your employees and colleagues. 3. Product development – know exactly how to program 
your company’s app, game, or device presence. 4. Get your hands dirty – save money and 
hassle by doing the coding yourself. 5. Critical thinking – coding is a logical, algorithmic lan-
guage, and learning it will help improve critical thinking. – Entrepreneur 

n Jacksonville, Fla. hidden gem?
For startup companies, Jacksonville may be the place to be, according to the city’s Office of 
Economic Development. The city hopes to renege its “stogy old Southern city” reputation for 
one that entices emerging startups for businesses—similar to Silicon Valley and New York 
City. But because of Jacksonville’s status as the largest city in the continental U.S. (by area), 
the city is attempting to revitalize the downtown area and hopes that entrepreneurs will be 
able to work together to grow small businesses and the local economy. – CNN Money

Food • Fun • Networking
2014 COVER PARTY PLANNER

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

Save the date!

August 19
5:30-7:30pm

Indiana Members Credit Union
1115 N Madison Ave., Greenwood
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BUSINESS PERFORMANCE

Erin Smith
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.

In the daily grind of running a business, 
getting caught up in the minutiae of political 
issues can be daunting. Actually, it can make 

you down right depressed. Rules and regulations 
are made to bring order. Or, you 
could argue that those same rules 
and regulations interfere with free 
commerce. We continue the debate.  
How much oversight is too much? 
Will we ever really experience a free 
market? All these questions need to 
be vetted. Will you take them on or 
are you waiting for the government to 
solve them?

I believe that solving issues at the 
local level is productive and empow-
ering. My trip to Washington, D.C., 
last week was a real awakening to 
the gravity of the political process our forefa-
thers created and getting involved at any level 
(local, county, state or federal) is our duty if 
we want to impact change.

So often we see and hear all the negatives. 
Sheer lunacy can erupt right on CNN. Have 
you ever been watching and think to your-
self, “What wackos?  They are all crooked. 
No wonder our country is ________ (you fill 
in the blank)!”  Well, there is a different side 
to politics. The system we so often curse was 
established to be slow moving and full of de-
bate … on purpose. That is where our influ-
ence comes in.  We must exercise it to effect 
change.

Upon graduation from the Richard G. 
Lugar Excellence in Public Service Series in 
Washington, D.C., I took away many lessons 
and wanted to share my top three: 

Lesson 1 – Our voice is powerful. We must 
speak up and communicate in order to have 
a seat at the table. Call your legislator and let 
them know what is going on. Your business is 
counting on you to stay informed and up to 
date on matters that impact everything from 
healthcare to sign ordinances. 

Lesson 2 – Debate is necessary. 
Say what you believe and be will-
ing to defend your position. The 
art of compromise is a part of liv-
ing. Although this concept seems 
to get lost in the myriad of power 
hungry politics, debate is the life-
blood of our country. If it makes 
you uncomfortable … practice. No 
one can voice your concerns better 
than you!

Lesson 3 – Influence (the posi-
tive kind) is earned. There are many that speak 
from a bully pulpit in our local community 
and in Washington. These folks wield pow-
er in a way that is destructive and give them 
a false sense of importance. Decide today to 
use your influence to make your community 
a better place to live, work and raise families.

Make time to get involved in your local, 
city, state or federal government.  Your influ-
ence may just be the change our community 
needs.

YOUR BUSINESS

Politics and business:  
Flex your influence!

Trust and treatment

In 2000, Terry Shaw went back to school to 
learn massage therapy. Having a business de-
gree, she had ran a business in the past run-
ning a secretarial service and says she got re-
ally bored. She says she felt like she was led to 
it. She started practicing in her sister’s nail sa-
lon. A couple of years ago she got li-
censed to do aesthetics, too. In Oc-
tober 2012, she decided to open her 
own salon, 4Ever Beautiful You, at 
7210 S. Madison Ave., Indianapolis.

“This is my calling,” Shaw says. 
“This is what I’m supposed to be 
doing; helping people, filling their 
needs. Most of my clients come to 
me for therapeutic reasons. That 
gives me joy, knowing a client will 
come in here and they’re miserable 
but after an hour, an hour and a half, 
they leave here with joy.”

Shaw, a Southport resident, says 
she believes she has a prime loca-
tion, being visible off Madison Av-
enue with great parking in her own 
community.

“I want 4Ever Beautiful You to be 
the place to come on the Southside 
for any of their skincare needs, ther-
apeutic needs,” Shaw says.

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

Once you have a passion, it’s not 
really work. One of the reasons 
I’m successful at what I do is I care 
about my clients’ needs. You’re building a re-
lationship one person at a time. The best piece 
of advice is to build that trust. Once you have 
that trust, you have a customer for life.

How have things changed since  
you started your business?

The direction of my business has changed. 
When I first started, I brought aesthetics into 
my massage therapy business as an add-on 
service. When I actually started treating peo-
ple, it’s evolved. People come to me because 
they need me – for massages, bad skin and 
health reasons. I wanted to open a spa, do 
massage therapy but now that I’ve been open 
a year, I see that they’re coming to me with a 
need.

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

When anyone starts a 
business, the biggest chal-
lenge is how am I going to 
get clients and how will I 
keep my doors open? I got 

the mindset from the beginning that I need to 
build strong relationships one at a time. Once 
I have my clients, the business is referral. I 
knew it was going to take time. When I’m in 
the room with my clients, it’s all about them, 
their needs and how I can serve those needs. 
If you truly have a passion, people pick up on 
that.

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

This is not my first business. I’ve been an 
entrepreneur since the early 90s. What I know 
now that I didn’t know then is the support 
system that is out there for new business. I’m 
very involved in Rainmakers and in more this 
summer. So many people get into business 
and they have no idea where to start. You need 
to get into a networking group. It’s crucial to 
starting a small business.

What is the hottest new trend in  
your industry?

My facial work. There is a new treatment 
called dermal planning, a noninvasive treat-
ment. I’m certified in that. The other is in-

version therapy. The in-
version therapy I offer, I 
tag it as the natural way 
to stretch. I hope to real-
ly promote my inversion 
therapy. It’s great to do 
before you get a massage. 
I’m hoping I start a new 
trend with that.

NOW THAT WE’VE BEEN OPEN

Compiled by Nicole Davis

Southport’s Terry Shaw offers massage therapy and 
skincare with 4Ever Beautiful You in Perry Township

Terry Shaw, owner of 4Ever Beautiful You

Expansion abounds for Express 
Employment Professionals 

Express Employment Professionals and the Specialized Recruiting Group, whose franchise 
owner is Greenwood’s Mike Heffner,  are opening a new location in Columbus, Ind. The new 
Columbus location will work alongside the current Indy South location in Greenwood to service 
seven counties in the south central Indiana area. It is slated scheduled to open in early this 
month. According to Heffner, there was a high demand from customers asking for his team 
to open an office that services Columbus and the surrounding community. “We’re very excited 
about serving businesses in Columbus, Edinburgh, Seymour, Greensburg, Shelbyville and the 
surrounding areas with our full line of employment services,” Heffner said. The Columbus Express 
office, located just west of I-65 and State Road 46 at 3515 Two Mile House Road, will make the 
total number of Express offices in Indiana rise to 16. Currently, the Greenwood office employs 16 
full-time staff members and the Columbus office will open with three.

BUSINESS BRIEF

Photo by Nicole Davis
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It’s called revenue sharing in Wall Street 
jargon, but what it means is that 
many of the mutual funds sold by 

a broker may have paid that broker’s 
firm for access … to you. It’s not illegal. 
It’s been practiced for years, and most 
likely, if your firm does it, they sent 
you some type of notice that disclosed 
it to you.  Here is paraphrased wording 
from a recent disclosure a questioning 
client gave me from their other firm:

“(FIRM) receives payments 
known as revenue sharing from cer-
tain mutual fund companies....  Vir-
tually all of (FIRM)’s transactions 
relating to mutual funds, 529 plans and insur-
ance products involve product partners that 
pay revenue sharing to (FIRM). We want you 
to understand that (FIRM)’s receipt of revenue 
sharing payments creates a potential conflict of 
interest in the form of an additional financial 
incentive and financial benefit to the firm, its fi-
nancial advisors and equity owners in connec-
tion with the sale of products from these prod-
uct partners.” 

This revenue sharing can ultimately end up 

as a BIG number on a firm’s bottom line. The 
above firm, for example, states in its disclo-
sure that approximately 27 percent of its net 

income comes from revenue sharing 
payments. A full quarter of the profit 
comes from outside firms paying for 
access to that firm’s customers. 

So what’s the big deal?  Why is this 
important?  These are all good fund 
companies aren’t they?

Maybe. But who do you trust to tell 
you that?  Your broker of course.  And 
who is telling your broker what great 
funds they are?  The funds themselves.  
From the same disclosure form:

“Most, but not all, of the product 
partners that pay revenue sharing 

to (FIRM) have been designated as preferred 
product partners … (FIRM) grants preferred 
product partners greater access to certain in-
formation about its business practices. In ad-
dition, these product partners have frequent 
interactions with our financial advisors to pro-
vide training, marketing support and educa-
tional presentations.”

I’m all for financial advisors to get as much 
training, marketing support and educational 
presentations as they can. However, this prac-

tice, to repeat the words of the disclosure, “cre-
ates a potential conflict of interest in the form 
of an additional financial incentive and finan-
cial benefit to the firm …” and has potential 
consequences for investors. Revenue sharing 
could lead to advisors limiting client choic-
es to larger funds, which often aren’t as nim-
ble as smaller funds or as successful at beating 
the market. It could also lead to brokers rec-
ommending higher-cost funds. Those revenue 
sharing fees paid to selling firms likely aren’t 
absorbed by the fund company. If they don’t 
pay them, who does? 

FULL DISCLOSURE:  As a fee-only ad-
visor with a significant chip on his shoulder 
about many of the methods of Wall Street, I 
will unambiguously state that I am not unbi-
ased enough to fairly determine whether rev-
enue sharing is good or bad practice.  As an 
investment professional however; that focuses 
on earning his fee, in part, by helping investors 
identify ways to lower their total cost of invest-
ing, educating and empowering them to make 
up their own minds about revenue sharing is 
undeniably good practice.       

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

Mutual fund company and you: 
Paying to play

BUSINESS BRIEFS

Charles Scott joins 
Sizemore Agency

Sizemore Insurance 
Agency, located at 859 
Riverside Dr. Ste. B in 
Greenwood, recently an-
nounced the addition of 
Charles Scott as an inde-
pendent licensed agent. 
Scott can be reached at 
(317) 888-9100 or by e-
mail: charles@sizemore-
insurance.com. 

Charles Scott

First Merchants  
announces new hire

 
First Merchants Bank re-
cently announced the 
addition of Whitney 
Carson. Carson is a re-
lationship manager in 
commercial banking, 
specializing in agricul-
ture in First Merchants’ 
Central Region. Her 
home office will be the 
Shelbyville office locat-
ed at 29 E. Washington St. Carson will be serv-
ing Shelby and Johnson counties.

Whitney Carson

Southside Business Contacts
Get your card in front of more than 15,000 households on the Southside.

Kridan 
Business 

Equipment

Since 1972
Contact… 

Gregg Furr
gfurr@kridan.net
824 E. Troy Ave.
Indianapolis, IN 46203

www.kridan.net

Office: (317) 783-3217
Cell: (317) 677-4864
Fax: (317) 787-3999

Our brands…Contact Diana Cowan
Account Representative
824 East Troy Avenue
Indianapolis, IN 46203
dcowan@hartmansupply.net
ph: (317) 783-2041
fax: (317) 787-3999
toll free: (877) 574-3266

hartmansupply.net


To advertise, call today!

(317) 300-8782

YOUR BUSINESS

CARD COULD

BE HERE!
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Photos by 
Aimee Shatto

The Southside Business Leader held its May Cov-
er Party, sponsored by Indiana Members Credit 
Union and Simons Bitzer,  May 20 at Simons Bitzer, 
8350 S. Emerson Ave. #100, Indianapolis. Honored 
were: March cover, Joe and Cindy Rene (Long’s 
Bakery); May cover, Christian Maslowski (Great-
er Greenwood Chamber of Commerce); and May 
cover, Omar Robinson (Sun King Brewing). The 

Business Leader’s next Cover Party will be Aug. 19, 
5:30 – 7:30 p.m. at Indiana Members Credit Union, 
1115 S. Madison Ave., Greenwood. RSVP by Aug. 
18 to Coverparty@ businessleader.bz or call (317) 
918-0334.

The Renes, Maslowski and Robinson honored at May Cover Party

Above photos: Guests enjoy hors d’oeuvres at the Cover Party being hosted by Indiana Member Credit Union  
and Simons Bitzer & Associates to honor small business owners. 

From left, Melissa Duke, Cindy Rene, Joe Rene and Lisa Rollings.

From left, Melissa Duke, Christian Maslowski and Lisa Rollings.

From left, Melissa Duke, Judi Robinson, Omar Robinson, and Lisa Rollings.

AROUND TOWN
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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.

Yup, it’s that time of year. Graduation time! 
According to the National Center for 
Education Statistics, nearly 3.4 million 

students will graduate high school 
this year and more than 1.8 million 
bachelor degrees will be earned. 
With that many recent graduates 
entering the workplace, we should all 
seek to understand what motivates 
this younger generation.  Obviously, 
every grad is different and brings a 
unique perspective to the workplace. 
But, there are commonalities 
within age groups that can help you 
understand, communicate with, 
and manage employees. This year 
it is especially important for you to 
know what to expect because the workforce is 
beginning to see the last of one generation 
and the beginning of another. 

Wrapping Up 
Generation Y

I am sure you are familiar 
with Gen Y, also known as 
Millennials (born between 
1980 and 1995).  In gen-
eral, the college grad-
uates of 2014 were 
born in 1992, placing 
them near the end of the Mil-
lennial Generation. According to Forbes, a sur-
vey of graduating college students revealed ex-
actly what employers can expect from the class 
of 2014. “Students graduating this year are on 
the hunt for companies and managers that will 
give them feedback, rewards, and the opportu-
nity to grow.” Millennials are known for being 
technology savvy, desiring a work-life balance, 
and don’t mind changing jobs often. This has 
been a demanding generation that has wanted 
to be treated with meritocracy and has had an 
appetite for responsibility.

I personally have had good luck hiring and 
managing Millennials. With that said, not ev-
eryone has had that same experience. My 
summary of this generation is that they have 
a general desire to find a company that offers 
challenging work, a sense of purpose and offers 
continual development.Purpose is a big deal 
with this generation.  They need to know that 
what they are doing matters.  

Introducing Generation Z
So – out with the old and in with the new? 

While there is still some debate on the name 
and year range of the newest generation on the 

job scene, the general consensus is that Gen 
Z’ers were born between 1995 and 2010. This 
year’s high school graduates were, on average, 
born in 1995, which makes them the first group 
of their generation that will enter the work-
force. Whether your business plans to hire any 

recent high school grads or not, this 
new generation of employees is on 
the horizon, and as employers, we 
have a lot to learn.

What I have seen is that Gen Z, 
or the “Re-Generation” will be con-
cerned with environmental issues, 
heightened sense of global responsi-
bility and fiscal conservatism. I have 
a daughter who is part of this genera-
tion.  It will be important as employers 
that we understand the characteris-
tics of this generation.  This genera-
tion is labeled “the most entrepre-

neurial generation we’ve ever seen,” by 
Entrepreneur. Re-Gens are 

considered even more 
ambitious than Mil-
lennials and more 
focused on working 

for themselves. Entrepreneur 
also named them “the most tech 

savvy, connected and self-educat-
ed group.” According to USA Today, this 

means they will also have extremely low toler-
ance to being “digitally cut off” and be quick 
to share their opinions and grievances online. 
It’s not hard to understand why.  This genera-
tion has been on the Internet since they were 
born. They are impatient, hyper stimulated and 
can multitask. They also get bored easily and 
demand change. There are positives though. I 
have also seen that the Gen Z’ers carry a realis-
tic outlook, inquisitive mindset and high global 
awareness. They also expect ethical behavior, 
no sense of pretense and complete honesty.  

Get Ready
If the current struggle of juggling the four 

generations in the workplace hasn’t been tough 
enough, this next group of soon-to-be workers 
will add yet another level of complexity. As the 
final wave of Millennials begins to make their 
debut into the workforce, there will be even 
more pressure to cater to their desires and mo-
tivations. Plus, a whole new generation, with its 
own needs, wants, strengths and weaknesses 
will begin arriving on the scene. And, while it 
does take time, effort and sometimes money to 
understand and incorporate each generation’s 
values into your business structure, it can pay 
off in the end as you reap the benefits of a di-
verse, motivated and engaged workforce. 

Looking to hire recent 
grads: Are you educated?

PERSONNEL MATTERS

Mike Heffner
COLUMNIST

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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2 – Greater Greenwood 
Chamber of Commerce 
(Popeyes Grand Opening 
Ribbon Cutting); June 2, 
9:30-10:30 a.m.; 270 N. 
State Rd. 135, Suite 1000. 
For more information, call 
(317) 807-3077.

10 - Greater Greenwood 
Chamber of Commerce 
(June Business Matters 
Luncheon – Healthcare 
Reform Update); Just 10; 
11:30 a.m. – 1 p.m., Dye’s 
Walk Country Club, 2080 S. 
State Rd. 135, Greenwood. 
For more information, call 
(317) 888-4856.

10 – Franklin Township 
Chamber of Commerce 
(June Meeting) June 10, 
11:30 a.m.; time to be 
announced. For more 
information, call (317) 
328-6100.

12 - Greater Greenwood 
Chamber of Commerce 
(Fresh Thyme Grand 
Opening Ribbon Cutting); 
June 12, 6:45 – 7:45 
a.m.; Fresh Thyme Farmers 
Market, 8750 US Hwy. 31, 
Indianapolis. For more 
information, call (317) 
888-4856.

12 – Greater Beech Grove 
Chamber of Commerce 
(Annual Golf Outing); 
June 12, 10:30 check-in, 
noon shotgun start, 755 
E. Main St., Greenwood. 
Title sponsor is Marsh 
Supermarkets. Cost is $70 
per person or $260 per 
Foursome. Register by June 
2. For more information, 
visit beechgrovechamber.
org.12 - Greater Greenwood 
Chamber of Commerce 
(ZZone 31 Commercial 
Office Suites Grand Opening 
Ribbon Cutting); June 12, 
4:30-5 p.m., 5251 S. East 
St., Indianapolis. For more 
information, call (317) 
888-4856.

17 - Greater Greenwood 
Chamber of Commerce 
(Moody’s Butcher Shop 
Grand Opening Ribbon 
Cutting); June 17, 11 a.m. 
– 12 p.m.; 862 S. State Rd. 
135, Suite A, Greenwood. For 
more information, call (317) 
888-4856.

19 - Greater Greenwood 
Chamber of Commerce 
(June Business After 
Hours – Indiana Members 
Credit Union); June 19, 
5-7 p.m.; 1115 N. Madison 
Ave., Greenwood. For more 
information, call (317) 
888-4856.

25 - Greater Greenwood 
Chamber of Commerce 
(June Membership 101); 
June 25, 9 – 10:30 a.m., 
Greater Greenwood 
Chamber of Commerce, 65 
Airport Pkwy.; Suite 140. For 
more information, call (317) 
888-4856.

NEWLY INCORPORATED 
BUSINESSES

Classical Conversations of 
Greenwood
Ashleigh Stegall
8629 Bishops Lane
Indianapolis, IN 46217

A Cleaner Route
Jessica Huey
4427 Driftwood Lane
Greenwood, IN 46143

Countryscapes 
Construction & Landscape
Archie Hardwick
1926 Crescent St.
Franklin, IN 46131

Easley Flooring
Arron Easley
703 Trafalgar Point, Apt. 21
Trafalgar, IN 46181

Empire Roofing
Jason Lucas
471 Spring Dr.
Greenwood, IN 46143

Gable Design
Scott Parker
897 E. Jefferson St.
Franklin, IN 46131

Greyt Glass & Graphics
Rebecca J. Maier
4625 Walker St.
Greenwood, IN 46143

Heather’s Home Baked
Heather Shaw-Burton
1456 Hamilton Dr.
Greenwood, IN 46143

Hill and Dale Park
David Monday Sr.
P.O. Box 17496
Indianapolis, IN 46217

Indian Springs Golf
Kelsey Overby
6709 S. 200 W. 
Trafalgar, IN 46191

Indiana Leak Detection
Johnson Heating and 
Cooling Inc.
225 S. Emerson Ave.,  
Suite 181
Greenwood, IN 46143

J&D Lawn Care
Jamie Chambers
2088 Meyer St.
Greenwood, IN 46143

Kingdom  
Enterprises LLC DBA
Jill A. Hall
7216 Madison Village Dr., 
Suite S-2
Indianapolis, IN 46227

Little Lamb Preschool  
and Childcare
Laura Heldman
1531 Michigan Rd.
Franklin, IN 46131

Luxury Nails
Linh Dinh Tran
1251 U.S. 31 N.
Greenwood, IN 46142

Mom & Pops Web Design
Paul Rupe
799 Duane St.
Franklin, IN 46131

Rusty D. Wheeler DBA
Rusty D. Wheeler
6681 W. 425 S.
Morgantown, IN 46160

Sacher Solutions
Joseph Sacher
1867 Skyline Dr.
Greenwood, IN 46143

Tastefully Simple
Martha Beaver
1041 W. Jefferson St. Apt. 12
Franklin, IN 46131

Win Win Auto Sales
Lucas Hendricks
6435 E. St. Rd. 44
Franklin, IN 46131

NEW MEMBERS

Greater Greenwood 
Chamber

WEDO Charity Auctions
1207 Bull Run N. Dr.
Greenwood, IN 46143
(317) 437-3352

Bone Dry Roofing
4825 W. 79th St.
Indianapolis, IN 46268
(317) 873-6005

Fite Plumbing
410 S. Chestnut
Monrovia, IN 46157
(317) 996-6100

Olympus Realty Group LLC
601 Savannah Dr.
Greenwood, IN 46142
(317) 446-5853

Taft Stettinius  
& Hollister LLP
One Indiana Square
Indianapolis, IN 46204
(317) 713-3500

Mattress Firm
795 US 31 Suite A
Greenwood, IN 46142
(317) 889-3501

2355 Productions
600 Elbow Bend Blvd.
Greenwood, IN 46142
(317) 644-0507

Myers for Greenwood
3871 Southwind Terrace
Greenwood, IN 46142
(317) 713-3557

Supercuts
120 W. Smith Valley Rd.
Greenwood, IN 46142
(317) 893-4742

Popeyes Louisiana Kitchen
270 N. State Rd. 135
Greenwood, IN 46142
(317) 881-7530

Bleacher FanZ
640 S. Madison Ave., Suite A
Greenwood, IN 46142
(317) 523-8451

Morgan Insurance Group
386 Meridian Parke Lane, 
Suite C
Greenwood, IN 46142
(317) 889-1000

Simply Cakes by Laura
407 US Hwy. 31 N.
Greenwood, IN 46142
(317) 362-5463

DeWees Construction, Inc.
P.O. Box 691 
Bargersville, IN 46106
(317) 422-1654
Moody’s Butcher Shop
862 S. State Rd. 135, Suite A
Greenwood, IN 46142
(317) 888-8150

SBA GUARANTEED LOANS

Boone County

GCI Slingers, LLC
5005 W. 106th St.
Zionsville, IN 46077
$150,000
$553,700
The Huntington  
National Bank 

Indiana Medical  
Weight Loss, LLC
8760 Sandstone Pl.
Zionsville, IN 46077
$423,000
Mainsource Bank

Indy Restoration  
Service, LLC
410 W. Oak St., Ste. 7
Zionsville, IN 46077
$50,000
The Huntington  
National Bank

Jim Russell Plumbing 
Heating and Air 
Conditioning
70 E. Hawthorne St.
Zionsville, IN 46077
$13,000 
$85,000
The Huntington  
National Bank 

Hamilton County

Bradford Builders, Inc. 
749 N. State St.
Greenfield, IN 46140
$4,500
The Huntington  
National Bank 

Deaton’s Waterfront 
Services
215 S. Madison
Fortville, IN 46060
$75,000
KeyBank

Debo Properties, LLC
215 S. Madison
Fortville, IN 46040
$415,000
KeyBank

F and M Express, LLC
16842 Greensboro Dr.
Westfield, IN 46074
$144,700
The Huntington  
National Bank

Gemini General 
Contracting, LLC
121 S. Walnut St. 
Westfield, IN 46074
$250,000
First Merchants Bank 

H & R Construction 
Services, LLC
15222 Herriman Blvd.
Noblesville, IN 46060
$41,000
$25,000
The Huntington  
National Bank 

Hunter Transportation, Inc.
633 W. U.S. 40
Greenfield, IN 46140
$191,000
Indiana Statewide  
Cert. Dev. Corp.

JP Automation, Inc.
15223 Herriman Blvd., Ste. 4
Noblesville, IN 46060
$150,000
Chase Bank

Lifestyle Integrations, Inc.
120 N. Union St.
Westfield, IN 46074
$109,000
Premier Capital Corporation

Manweb Services, Inc.
11800 Exit Five Parkway 
Fishers, IN 46037
$1,500,000
Star Financial Bank

Olympus Salon, LLC
10177 Allisonville Road, 
Ste. 1
Fishers, IN 46038
$60,000
Star Financial Bank

TMS Partners, Inc.
10150  Lantern Road,  
Ste. 110 
Fishers, IN 46037
$175,000
Wells Fargo Bank

Walla, Inc. 
2620 Rolling Wood Circle
Westfield, IN 46074
$40,000
$40,000
The Huntington  
National Bank 

Hendricks County

Brownsburg Guidance & 
Counseling
1103 E. Main St.
Brownsburg, IN 46112
$150,000
The Farmers Bank, Frankfort

Jamie Harrell  
dba Jamie Harrell
205 E. Main St., Ste. C
Brownsburg, IN 46112
$10,000
The Huntington National 
Bank

Hopkins and Woods, Inc. 
673 N. Green St.
Brownsburg, IN 46112
$519,000
Wells Fargo Bank

Innovatemap, LLC
25 Darby La.
Brownsburg, IN 46112
$25,000
BMO Harris Bank

JKS Hotel Company
1634 Patriot Pl.
Plainfield, IN 46168
$2,532,500
First Colorado National Bank

Orion Construction, Inc.
400 N. Maple St.
Pittsboro, IN 46167
$182,800
Star Financial Bank

Richard Ping, Jr. Trucking
4366 Windsor Road
Brownsburg, IN 46112
$100,000
The Huntington  
National Bank

Johnson County 

A & I Trust In God Transport 
3168 Holt St.
Whiteland, IN 46184
$16,000 
$27,600
$29,800
The Huntington  
National Bank 

GJ Group, Inc.
146 Balmoral Way, Apt. 15D
Greenwood, IN 46143
$73,900
The Huntington National 
Bank

Nirmal Singh dba  
Nirmal Singh
2972 Seasons Dr.
Greenwood, IN 46143
$25,100
$60,800
The Huntington  
National Bank

Marion County

BD Managed Services, LLC
1 Virginia Ave., Ste. 302
Indianapolis, IN 46204
$350,000
Chase Bank

Beautini Salon &  
Nail Bar, LLC
11693 Falls Creek Road
Indianapolis, IN 46256
$20,000 
$59,300
The Huntington  
National Bank

Big Dawg Drywall, Inc.
5841 Thunderbird Road, 
Ste. C
Indianapolis, IN 46236
$20,000
The Huntington  
National Bank

Capitol City Glass, Inc
1424 S. East St.
Indianapolis, IN 46225
$52,000
The Huntington  
National Bank

Cheema Brothers, Inc.
4921 W. 71st St.
Indianapolis, IN 46268
$623,000
Umpqua Bank

Comfort Inn East
2295 N. Shadeland Ave.
Indianapolis, IN 46219
$1,274,000
Premier Capital Corporation

Dallas Reed Corp. 
8748 E. 33rd St.
Indianapolis, IN 46226
$150,000
Chase Bank

Eagle Insulation & 
Construction 
5874 Sylvan Dr.
Indianapolis, IN 46228
$50,000
The Huntington  
National Bank

Engineering  
Excellence, LLC 
9929 Delegates Row, 
Ste. 550
Indianapolis, IN 46240
$200,000
Lake City Bank 

Even Grow Lawn and 
Landscape 
2625 E. Pearl St. 
Indianapolis, IN 46201
$85,000
Premier Capital Corporation

FalAck Fitness, Inc.
1472 W. 86th St.
Indianapolis, IN 46260
$15,000
$28,200
The Huntington  
National Bank

Grewal’s Automotive Ltd.
5210 Commerce Circle
Indianapolis, IN 46237
$201,000
Premier Capital Corporation

Horsepower Indy, LLC
4 Gasoline Alley, Ste. D
Indianapolis, IN 46222
$11,000
$25,300
Chase Bank

Indy Go Gas & 
Convenience, LLC
9040 N. Meridian St.
Indianapolis, IN 46260
$349,600
Mainsource Bank

Indy House of Pilates, LLC
6960 Gary Road, Ste. G
Indianapolis, IN 46237
$25,000
The Huntington  
National Bank

Level Up  
Development, LLC
719 1/2 Massachusetts Ave. 
Indianapolis, IN 46204
$6,300
$30,000 
$50,000
The Huntington  
National Bank

MC Investments, Inc.
10843 E. C.R. 300 N.
Indianapolis, IN 46234
$75,000
$340,000
KeyBank

Midwest Auto  
Transport Corp.
10425 Memorial Knoll Dr.
Indianapolis, IN 46234
$24,600
The Huntington  
National Bank

P2L Rentals, LLC
802 N. Delaware St.
Indianapolis, IN 46204
$35,000
The Huntington  
National Bank

Peytonville  
Enterprises, LLC
Keystone Ave., Ste. 300
Indianapolis, IN 46220
$490,000
West End Bank

Profyle, LLC
2727 E. 86th St.
Indianapolis, IN 46240
$30,000
$45,000 
Chase Bank

RFS Group, LLC
3910 Industrial Blvd.
Indianapolis, IN 46254
$281,000
Indiana Statewide  
Cert. Dev. Corp.

S&B Construction  
Group, LLC
8640 E. 30th St.
Indianapolis, IN 46219
$296,400. Fifth Third Bank

Stalnaker Security 
Services, LLC
911 E. 86th St., Ste. 55
Indianapolis, IN 46240
$100,000
The Huntington  
National Bank

The Brent  
Sutton Agency, Inc.
6284 Rucker Road, Ste. Z
Indianapolis, IN 46220
$25,000. The Huntington 
National Bank

Think Fit, LLC
5351 E. Thompson Road,  
#108
Indianapolis, IN 46237
$200,000
The Huntington National 
Bank 

Morgan County

Ase, Inc.
6879 E. Watson Road
Mooresville, IN 46158
$100,000
The Huntington National 
Bank

Loving Hearts Pet Resort
11085 N. Cooney Road
Mooresville, IN 46158
$249,800
Wells Fargo Bank

PLANNER OF NOTE

BUSINESS LOCAL

Reach the best 
markets in metro 

Indianapolis.
To advertise, 
call 300-8782



indstate.edu

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

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

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

Contact us at 317-662-0004 or visit indstate.edu/ProMBA.

THERE’S MORE TO BLUE.

We’re for opportunity. For self-discovery.

And for you.


