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Kristina Michael of 
Believe Midwifery assists 
patient Stacey Taylor 
during a check-up. (Photo 
by James Feichtner)

Moms have a say in planning childbirth at Believe Midwifery Services /P10

Alternative 
for 

delivery



2   May 2015 • businessleader.bz Carmel Business LeaderNews / Commentary

My son, following a visit with his financial adviser, 
declared that he was finished having children! Why, I 

asked? Response: because “the 
cost to educate them is beyond 
my ability.” 

He quoted the adviser’s fore-
cast that the cost of a college ed-
ucation will exceed $350K with-
in the next 20 years and that a 
post-graduate degree will likely 
cost an additional $200K. If this 
forecast is correct, then the U.S. 
is doomed as the educated will 
stop procreating as the demand 
for educated workers is escalat-
ing. 

Fortunately, the future cost of higher education fore-
cast is absolutely wrong.

Just like the hyperbolic forecast that retiring Baby 
Boomers will leave an unreplaceable knowledge gap, and 
the decline in birth rates will bankrupt Social Security 
or that the shortage of doctors will be worse than being 
underinsured.  Emerging market demands have and will 
continue to be satisfied with reciprocating innovation.  

When you seek information, where do you go? I am 
thinking the Internet, where you can get input on any 
topic in minutes. When you seek routine health care, 
who are you likely to visit, and I’m thinking a nurse prac-
titioner. Why has our “broken Social Security system” 
fallen out of favor in political discourse? I am think-
ing that immigration reform will put more than 20 mil-
lion taxpayers on the rolls long before the peak of Baby 
Boomer retirement.

The truth is that higher education cost will actually 
decline going forward, not increase.  

How is this so? I’m thinking online e-learning educa-
tion platforms as we are nearing a tipping point in these 
types of consumer experiences. 

As we reach an acceptable unemployment rate, the 
number of college-bound students is falling. The result: 
competition among higher education learning centers 
is rising. 

Recent enrollment numbers reveal a growing demand 
for an online education; even among on-campus stu-
dents. Universities are responding with the interactive 
software that provides engaging curriculum taught by 
engaging professors.  So, as the employability of a colle-
gian bearing little experience and a promissory note for 
$20K is being challenged, let’s start talking about obtain-
ing a high quality, low cost, online degree while working.  
What a novel thought! Live long and prosper.

Jim Ittenbach is the CEO of Strategic Marketing and Research, Inc., of 
Carmel. Write him at info@youarecurrent.com

How dare you  
deny me one  

more grandchild!

Jim Ittenbach

This I believe: the past can help you become a better lead-
er. History—a partial construction of the total past—is a vi-
tal resource that can improve every leader, yourself included. 
Ignore history and the past, and you waste a resource. You 
lose an opportunity.

My guess is that you want to make the most of 
every opportunity you can.

So, I’d like to introduce you to history as a re-
source for your leadership. Specifically, let’s take 
a different look at the late 1930s. My hope is that 
you’ll find a key takeaway for one specific aspect 
of your leadership. That aspect is visioning. Look-
ing ahead. Trying to see the future and preparing 
your followers for what’s coming.

The late 1930s featured two different futures. 
See which of them best describes the way you see 
the future as a leader.

The first is the World’s Fair of 1939 in New York 
City. The theme of the World’s Fair was “Dawn of a New Day.” 
True to its label, this was the first such fair to focus entirely 
on the future. More than 44 million visitors toured exhibi-
tions that included “The World of Tomorrow“ sponsored by 
General Motors. The exhibit predicted a future where motor 
traffic would move by radio frequencies, a population shift 
from cities to villages that specialized in farming single crops, 
the reduction or disappearance of personal possessions, and 
a mandated two months‘ vacation for every adult worker.

That was one way of perceiving the future in 1939. From a 
leadership perspective, it was “the future as prophecy.”

A second way of the future began in the mind of one per-
son.   He was General George C. Marshall, newly named 
Army Chief of Staff by President Franklin D. Roosevelt. With 

his appointment, Marshall bore the brunt of responsibility 
for organizing the US Army for a potential war. At the time 
of his promotion to Chief of Staff, nations were waging wars 
separately in Europe and Asia.

Marshall envisioned a future where American 
soldiers would experience a very different form 
of war than had been known before. He was hon-
est with himself and with others—we are unpre-
pared for such a fight. As a result, Marshall be-
gan to formulate the revolutionizing of American 
military training.

He started laying the groundwork for what 
would become an unprecedented scale of war-
training. Known as the Louisiana and Carolina 
Maneuvers, it would involve hundreds of thou-
sands of new soldiers, operate over thousands of 
square miles, use extended phases of days and 
weeks, and incorporate dynamic design chang-

es. Marshall demanded the new—new methods, new equip-
ment, new strategies, new parameters. Ultimately, Marshall 
would replace 75% of his top tier of commanders after this 
training was over.

This second way of looking ahead could be termed “the fu-
ture as preparation.”

Be honest with yourself. Think back to the last time that 
you as a leader stood in front of your followers and, as a 
group, grappled with the future. Was it “future as prophecy” 
or “future as preparation?”

For me, I don’t take two-month vacations or work in a farm 
village raising a single crop. Also for me, I do understand the 
outcome of World War II and its impact on us today. I’ll go 
out on a limb and say that George Marshall got it right.

How the past can make you a better leader

Dan Miller

Bolander Ianni Joins Shepherd Insurance

From left to right: Bill Bolander, Ken Brooks, Brian Harter, Gary Pence. (Submitted photo)

editorial@youarecurrent.com
Bolander Ianni Insurance joined 

Shepherd Insurance on April 1, ac-
cording to Bill Bolander, CIC. One 
of nine locations, the Greenfield of-
fice will be known as Pence Brooks 
Bolander & Shepherd Insurance. 

“We›re excited to have Bolan-
der Ianni Insurance join us in 
our  Greenfield office,” said Brian 
Harter,  Greenfield Operations Di-
rector. “Bill Bolander and his team 
bring both valuable experience and 
great reputation within the indus-
try. This will provide many oppor-
tunities for our future and the future 
of Bill’s clients.” 

Bill Bolander is a long-time Han-
cock County resident with over 40 
years of insurance experience. In 
addition to his insurance duties, he 
has served on the Hancock County 
Council for the past 25 years and is 
council president.
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According to Gartner, 89 percent of marketers 
expect to compete primarily on the basis of cus-
tomer experience by 2016. To be successful, they 

must have the right tools, 
processes, and strategies in 
place.

You can’t fix what you 
don’t know!

In order to compete on 
customer experience, it is 
imperative to collect and 
analyze data about your 
customers. What do your 
customer want? What’s 
working for them? What 
isn’t? 

How can you get that in-
formation? The seemingly easiest method to col-
lect data is the ubiquitous survey. Unfortunately, 
we are overwhelmed with surveys. Every time we 
use our credit card, or get a printed receipt, out 
comes another survey request. 

More damage than good
Surveys can be fraught with issues. A frustrating 

or time-consuming survey can have a profoundly 
negative effect, actually irritating a satisfied cus-
tomer or exacerbating an already unhappy expe-
rience. 
•	 Who responds? Do those willing to respond 

skew results? I won’t answer one unless I am 
really upset, or ecstatic about my experience. 

•	 How are the questions worded? Confusing 
questions, or questions that seem to lead to a 
desired response irritate me.

•	 How long is it? I will quit mid-stream if you 
promised a 5-minute survey, but it is taking 
more time than that to answer thoughtfully.

Don’t promise me a reward or entry to win 
something if I have to submit to a marketing cam-
paign. It makes me feel like you didn’t care about 
my opinion as much as my email address.

Marketers love to get as much information as 
possible, but management should consider the fol-
lowing when collecting data:

1. Keep surveys VERY short and simple. I rec-
ommend one question about your experience 
with a yes/no, good/bad, 1-5 response, fol-
lowed by an optional open comment section.

2. Train your touch point employees to ask, lis-
ten and report about ALL customer feed-
back. Good or bad, you need to hear it all.

3. Be your own secret shopper. Check your 
feedback channels as if you were a customer. 
You might be surprised!

George Klein is the CEO/Founder of Peoplocity, a customer feed-
back platform. Contact him at George@peoplocity.com.

The survey says… ‘We 
hate your survey!’

A colleague sent us an image he found on the Internet. It 
was a rectangle with white type on a black background, but it 
was as powerful as anything sales-related we’ve seen recently. 
“Hope is not a marketing plan.” That’s po-
tent. On the surface, we were compelled to 
ask: What more need be said? Well, plenty. 
The way some among American enterpris-
es market themselves is deplorable. Don’t be 
among those numbers. To wit: We received 
an e-mail last week that began with (we swear 
we are not making this up): “Hi. I was surfing 
the Internet and I found your e-mail address, 
and I wanted to let you know … ” DELETE! 
Nice to know we’re the objects of Internet 
trolls. That e-mail dripped of hope: Hope 
that we would read it, hope that we would 
discuss it, hope that we would respond, hope 
that we would engage in dialogue and, ultimately, hope that we 
could be closed. We’re sure the sender is a perfectly nice per-
son and is only trying to scratch out a living. But all he or she 
did was scratch the surface, and in a tremendously off-putting 
way, at that. Think about it: “I was surfing the Internet.” Really? 
That’s as powerful an introduction as the writer could muster? 
How about: “What would you say if I told you I could boost your 

monthly sales 15 percent for an incremental investment of $100 
a month? That’s something you’d be interested in learning more 
about, right?” Well, of course it is. A hundred bucks a month 

for a 15-percent jump in sales? Allow us to 
keep reading. That would have led to at least 
a phone call – and maybe even a meeting  - 
if the phone call went well. And there could 
have been a sale consummated, with the e-
mail writer earning a fee for his or her ser-
vice, and us looking at up to 15 percent addi-
tional revenue each month. Alas, that never 
was possible because the writer was clinging 
to something with hope. The point is, they 
should have hooked their readers in an im-
pactful and meaningful way. Too often we see 
and experience what we call beat-around-the-
bushes marketing. With all the free time we 

and you don’t have in our business lives, if someone is going to 
engage us in something that could be important to moving our 
enterprises forward, it had best be worthwhile – at least on the 
surface – and fast moving. If it’s not, it’s hope, plain and simple, 
and there is no room for that in growing revenue. As the old saw 
goes, “Hope in one hand and spit in the other. What do you have? 
Spit. Nothing more.”

Brian Kelly & Steve Greenberg
From the Backshop

George
Klein
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By Adam Aasen
Flix Brewhouse, a new movie the-

ater with a full restaurant and brew-
ery, opened on April 30 in time to show 
the new comic book blockbuster “The 
Avengers: Age of Ultron.”

While the theater anticipates a slow 
opening with only three of its eight 
screens available for the first few weeks, 
spokesman Greg Johnson said it was im-
portant to be open for the start of sum-
mer movie season.

 “We fully expected to see Avengers 2 
to do the most revenue in 2015,” he said. 
“This is pretty much the tent pole for the 
summer. The new Star Wars movie will 
also be huge, but that’s in December.”

Tickets are already available on pre-
sale through their website www.flix-
brewhouse.com. Right now, all three 
screens will be dedicated to Avengers 2, 
but other movies will be available very 
soon.

“We don’t want to go pedal to the 
metal,” Johnson said. “We want to make 
sure our guests get the best experiences, 
so we’ll open with three screens at first.”

Johnson said Flix Brewhouse is also 
working on showing the highly antic-
ipated boxing match between Floyd 
Mayweather and Manny Pacquiao as a 
special theater event. 

Flix Brewhouse held a job fair and 
hired roughly 100 team members but 
more applications are still being accept-
ed. Johnson said there will be a “dry-
run” event where staff members will 
be trained and interested customers 
can show up for free food, drinks, and 
a movie to help the staff train. He said 
details will be posted on the Facebook 
page for Flix Brewhouse Carmel.

This will be the company’s third loca-
tion nationwide and first in Indiana. The 
theater was built at Merchants Square, 
behind the Marsh and near where Petco 
used to be. They claim to be the only first 
run movie theatre in the world to incor-
porate a fully functioning microbrew-
ery. There’s no minimum and you don’t 
have to buy food to watch a movie at 
the theater. Seats are assigned when you 
buy a ticket. Movies will play through-
out the day and not just at meal times. 

Flix brewery 
now open

It was a year ago at this time that I intro-
duced my first gratuitous newspaper column. 
It happened to be the announce-
ment of the new Greg Hubler 
Chevrolet in Mooresville Indi-
ana. Well, this is my second annu-
al gratuitous newspaper column. 
It’s announcing the brand-new 
Christi Hubler Chevrolet in 
Crawfordsville Indiana. At 27 
Christi is probably the youngest 
dealer in the nation according 
to Chevrolet. She is starting the 
store on her own, she is not in-
heriting a mature store from her 
father.

Now, I have to make this a legitimate 
small businessman advice article or will it be 
thrown in the trash bin of overly gratuitous 
garbage. So here is the legitimate tie-in. Af-
ter year, I reported the Greg’s dealership has 
been doing very well, profitable every month. 
Why? Principally because he held on to the 
basic elements of, “keeping the custom-

er happy, plus people, processes and prod-
ucts”. A year later, he has remained true to his 

roots. Daughter Christi is equally 
insatiable on her desire to adhere 
to the fundamentals of running a 
small business.

Today, I learned a bit of infor-
mation I find rather humorous. 
Well run businesses have a daily 
operating control document that 
tells “where you are” at any given 
time in the month on your profit/
loss picture. Typically this docu-
ment would have the critical sales 
and expense numbers posted on 
a daily basis with a “rate of trav-

el” net profit affixed to it so that it any time 
of the month, you know if your company is 
profitable or not profitable. It is the critical 
tool or dashboard that aware managers uti-
lize.

I have come to find out that the daily oper-
ating control document, or DOC Greg uses 
to “guide his plane”, will be the same instru-

ment cluster that my daughter will be using 
the fly her plane. What is the significance of 
this? It is the fact that Greg will be judging 
his company with the identical set of ma-
trix that Christi will be using for operating 
her business. This means that of all the crit-
ical statistics that a dealership creates on a 
daily basis, they will be judging one another 
on an identical set of matrices. As a dad, I’m 
thrilled at the thought that this will invite all 
kinds of bickering, jealousy and competition 
between two highly competitive kids. Who 
is going to win the battle? The customer, the 
manufacture and the employees, that’s who 
is going to win.

As a proud dad here is all I have to say, it’s 
all about the basics, satisfying the customer 
and people, process and product. Game on, 
may the best man, err person win. Howard@ 
hubler.com

Howard Hubler is an automotive executive and a contrib-
uting columnist for the Carmel Business Leader. You may 
write him at howard@hubler.com.

Howard Hubler
Advice

After one year, history repeats itself

Punch Burger coming to Carmel
By Adam Aasen

Another burger restaurant is expanding 
into Carmel.

Punch Burger, currently in downtown In-
dianapolis at 137 E. Ohio St. since 2012, will 
open another location in Carmel. The new 
2,700-square-foot space will be located on 
Old Meridian in a space that used to house 
When Eddie Met Salad. A July opening is ex-
pected.

“We’ve been doing really well in the down-
town location and I like the demographics 
there in Carmel,” said Punch Burger General 
Manager Matt McGraw. “I think a lot of our 
customers are younger professionals and that 
area seems to be attracting those customers.”

Punch Burger specializes in sandwiches 
topped with creative ingredients primarily 
from locally sourced farmers. They join an 
influx of gourmet burger restaurants in Car-
mel’s downtown. The Pint Room is just down 
the street in the Arts District and even closer 
will be Bru Burger, which also opens on Old 
Meridian this summer.

McGraw said they will be different those 
other restaurants because they are primar-
ily meant for sit-down dining. Punch Burg-
er should offer that gourmet experience but 
with a very casual atmosphere and a quick 
lunchtime order.

 “We kind of get you in and out,” he said. 
“You can enjoy a fast but delicious meal on 

your lunch break.”
McGraw said the location is ideal consid-

ering the new development coming on Old 
Meridian in the next year. Main Street lead-
ing to Old Meridian is getting a facelift to 
coincide with the transformation of U.S. 31. 
There’s an $80 million mixed use develop-
ment from Edward Rose called The District, 
a women’s health center from St.Vincent 

Hospitals and a mixed-used development 
called Olivia on Main. Not too far, a $130 
million redevelopment of Midtown is also in 
the works.

Hours should be from 11 a.m. to 9 p.m. 
most days with later hours until 10 p.m. 
Thursday through Saturday. An outdoor pa-
tio will be available.

Punch Burger is coming to Old Meridian. (Submitted photo)
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By Alec Johnson
A local healthcare provider will be open-

ing up a second location.
Expedite Health Care, which has a prima-

ry location at W 84th St, will be 
opening a second location at 3855 
E 96th St. It is part of a growing 
nationwide trend of primary care 
clinics, those that offer direct ser-
vices to their patients through a 
monthly fee without government 
or insurance company reimburse-
ment. 

CEO Brose McVey says the 
new facility is about comfort, pri-
vacy and convenience. It will include three 
exam rooms, plus two consult rooms for 
coaching, consultation and appointments 
with a licensed clinical social worker. There 
is no waiting room in the primary care suite, 
and consultations are scheduled to a mini-
mum of 20 minutes, with a goal of minimal 
to no wait time. Expedite’s new location will 
also dispense a significant list of generic pre-
scription medications and an extensive list of 
lab services. 

“The whole idea here is to create a very 
soft, very comfortable residential type of fla-
vor to it,” McVey said.

The space also has technology in mind, 
with flat screen TV’s in the consultation 
rooms showing data, X-rays, and patient 
teleconferences.  There are also electronic 

devices to keep track of medical 
records. 

Two areas that McVey empha-
sizes patients will save money on 
at his facility are on X-rays and lab 
tests, with single view chest X-rays 
being around $50, for example. 
It’s less than the average of these 
tests as determined by newchoice-
health.com, which totals $114 in 
the Indianapolis area when com-

paring 48 providers. Most of the most popu-
lar lab tests are either covered in the annual 
screening with the monthly fee, or from $10 
to $20. Expedite can also recommend ortho-
pedic and specialty services as well.

“We just feel very strongly that if we can 
take the sting out of that for people and make 
that a very predictable budget line item, 
they’re going to save a lot,” McVey said. 

Expedite is going to be hosting open hous-
es the first week of May in advance of the 
new facility opening. Readers can find de-
tails of these openings and RSVP for them at 
http://expeditehealthcare.com. 

Expedite Health Care  
to open new location

By Gus Pearcy
The 17th Annual Witham Health Servic-

es Foundation Gala is May 16 at the Renais-
sance Indianapolis North Hotel in Carmel. 
The black-tie affair features a dinner, a silent 
auction, a live auction and a cocktail hour.

“We have a doctor who used to be here, his 
name is Dr. Watt,” Annette Preston, manag-
er of the foundation. “He moved to, I believe 
it is North or South Carolina and he comes 
back here every year and does our music.”

Last year, the gala attracted 325 patrons. 
Starting in 1999, the gala, the foundation’s 
largest fundraiser has earned more than 
$550,000 in donations.

The foundation, founded in 1983, sup-
ports the hospital in Lebanon and the Boone 
County health system, Preston said. The 
foundation provides money for training and 
equipment to further the goals of the system. 

Last year, some of our donations went to 
our extended care unit,” Preston said. “In the 
past, we’ve helped purchase a new MRI, our 
new hyperbaric oxygen chamber. We also do 
education loans for people in the community 

More than 300 expected at Witham gala

and our employees.”
Like many other nonprofits, the Witham 

Health Services Foundation has a golf out-
ing annually, but it also raises funds with a 
polo match each year at the Hickory Hall 
Polo Club in Whitestown, as well as the gala.

Of course, there are business sponsorships 
available from a table sponsor for $1,200 up 
to a Diamond Sponsor for $10,000 or more.

For more information, contact Preston 
at Witham Health Services Foundation by 
phone at (765) 485-8112 or visit www.with-
am.org.

McVey

Last year’s gala had 325 guests. (Submitted photo)
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Falk brings woodworking 
to Carmel gallery

By Sam Elliott
Furniture maker and woodcarver Peter Falk is the latest Indiana Ar-

tisan to bring his work to Carmel on a permanent basis.
Falk, who works out of Falk Wood Studio outside Lafayette near Cut-

ler, has accepted an invitation to join Art Splash Gallery. The gallery, 
located at 111 W. Main St., Suite 40, in Carmel’s Arts and Design Dis-
trict, will regularly feature selections of Falk’s work among its exhibits.

“I’ll be having on display a chair and a couple different end tables as 
well as some smaller everyday-use items and some carving and mar-
quetry I have in the form of boxes,” Falk said.

The April edition of the Arts and Design District’s Second Satur-
day Gallery Walk was Falk’s first event as a member of the Art Splash 
family. It was a previous installment of the event that led to him join-
ing the gallery.

“It was just about a month ago at the last Gallery Walk there was a 
vacant space in the district and they asked me to be a part of the Gal-
lery Walk even though I wasn’t a member or had my own gallery there,” 
Falk said. “That was my first opportunity to be part of the district’s 
events and that opened the door to being there at Art Splash.”

The work Falk’s bringing to the gallery has been crafted from wood 
that began its life as trees from the region.

“I’ve been trying to use more local or native wood wherever possible 
and I’m developing relationships with sawyers or people that have saw 
mills to cut logs into lumber,” he said.

A recent commission — for two end tables and a coffee table made 
of cherry and sycamore — aided Falk’s efforts.

“That ended up leading to us getting our own saw mill and I was able 
to find the trees,” he said. “That was within the past year and I’m excited 
about moving towards milling more of my own wood so I can have the 
ability to cut it the certain ways to best reveal the grain. The grain in 
the wood really is kind of my paint strokes, so to speak.”

Falk’s in-progress projects — and potential future additions to Car-
mel’s Art Splash Gallery — include a newly designed barstool chair for 
high kitchen counters.

“That’s in the works,” he said, “ and I’m also thinking about a picnic 
table and bench.”

By Mark Ambrogi
For Claudio Bertolini, it was time for a career 

change.
The Italy native, who always 

wanted to own his own business, 
spent 31 years with Esaote North 
America (formerly known in the 
U.S. as Biosound and later Roche 
Diagnostic), distributing medical 
equipment. 

When the Carmel resident 
learned about Arcadia Adjusted 
Louvered roofs from a former 
colleague who running distribu-
tion in the Southeast, he was sold 
on the concept. 

Bertolini, 57, and his wife 
Anna became co-owners of Ar-
cadia Midwest last fall. The roofs 
are powered coated, extruded aluminum with stain-
less steel components and can be operated by a re-
mote control.

“You have shelter when there is rain and you have 
shade when there is too much sun,” Bertolini said.

Bertolini said he learned Arcadia was seeking to es-
tablish distribution in the midwest.

“I had experience in establishing distribution, in a 
different market with medical equipment,” Bertolini 
said.

Bertolini moved from Italy to Indianapolis in 1998 
for two years. They came back to Indianapolis for one 
year in 2001 before returning to Italy They returned in 
2006 and lived in Fishers for a year and when they de-
cided to stay in the U.S., they settled in Carmel.

The couple has sons, Chris and Alex, and daugh-
ter Thea, a Towne Meadow Elementary School fifth-
grader.

Chris played tennis at Depauw University and is 
graduating this spring. Chris captured the state dou-
bles title with Patrick O’Neill as a Carmel High School 
senior. Alex, who will graduate from North Central 
High School this spring, will play tennis for Depauw 
in 2015-16. He played on two state championship ten-
nis teams at North Central.

Anna, from Great Britain, moved to Italy when she 
was 20 and met her future husband.

They are enjoying working to-
gether in the business. The instal-
lation of the roofs is mostly sea-
sonal from March to November. 

“We are very busy now,” Berto-
lini said. “We are happy with the 
feedback we are getting.”

The item is more expensive 
than a pergola, Bertolini said.

“But it’s way less expensive 
than building a sun room,” he 
said.

Bertolini said the roof ’s cost is 
about $60 per square foot. 

“The average for the ones we 
are selling is between $14,000 
and $19,000 for the average resi-

dential size,” Bertolini said. 
Anna said some customers choose to cover half of a 

patio to save cost.
“We can always add another half later, it’s almost 

like Lego (pieces),” Anna said. “We try to work with 
people’s budgets.”

The product is attractive for restaurants with out-
door seating. 

“It’s almost like a no-brainer (for restaurants),” Anna 
said.

Betrolini has installed the Arcadia roof at Rick’s 
Cafe Boatyard in Indianapolis. Peace Water Winery, 
37 Main St. in Carmel, has plans to have the roof in-
stalled in an outdoor area in May.

“On half they are going to use a regular pergola and 
half they are going to use our system,” Bertolini said.

Bertolini is currently selling in Indiana and Louis-
ville area, but might eventually expand sales into Illi-
nois and Ohio.

“I’m a great believer in step by step,” Bertolini said. 
“We want to establish ourselves here for commercial 
and residential. You can destroy a business if you are 
thinking too big.”

Anna said the product can sell itself but the chal-
lenge is getting people to learn about it.

Peter Falk at work. (Submitted photo)

Carmel residents sell unique patio roofs

Anna and Claudio Bertolini. 

A view of one of Claudio 
Bertolini’s roofs. 
(Submitted photos)
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Citizens State Bank celebrated its new full-
service branch in Carmel last month with an 
official ribbon-cutting ceremony conducted by 
Mayor James Brainard.  Nearly 100 communi-
ty guests including OneZone chamber mem-
bers joined the bank owners, board members, 
and employees for a tour of the facility, refresh-
ments, giveaways, and door prizes.

Located at 902 S. Range Line Rd., the 
branch has featured in-house loan officers, 
teller service, a drive-up window, a 24-hour 
drive-up ATM, and night depository since 
January 2015.  “Demand for our services is 

strong, experienced staff are in place, and our 
style of community banking has already been 
well received in Hamilton County,” said Dan 
Maddox, Chief Operating Officer. 

A fourth-generation, family-owned busi-
ness, Citizens State Bank continues to bring 
its trademark  hometown banking  feel  to 
Carmel and surrounding area  customers.  

“We are excited to be in the community 
to offer personalized service and assist in all 
forms of lending for individuals and busi-
nesses,” said Jerry Daniken, Carmel Branch 
Manager.

Mayor Jim Brainard cuts the ribbon at Citizens Bank. (Submitted photo)

Citizens State Bank celebrates new 
Carmel branch with grand opening 

4CDC swaps real estate to allow 
for Silver in the City new space

By Adam Aasen
Silver in the City, a locally owned gift shop 

with a location on Massachusetts Avenue, 
will expand into a new space that formerly 
housed Eye on Art Gallery on Main Street.

Described as an, “unconventional little gift 
store that sold jewelry, housewares, and any-
thing else that tickled our fancy,” Silver in the 
City started selling its goods in Carmel as a 
part of Mass on Main in the Carmel Arts & 
Design District.

Eye on Art Gallery’s space – across the 
street from Mass on Main – became available 
when gallery owner Jerry Points had to close 
his business due to health problems. Points 
has been fighting shingles and his wife has 
been diagnosed with Parkinson’s.

The Carmel City Center Community De-
velopment Corporation, commonly known 
as the 4CDC, leaded the property for Eye on 
Art and felt it was appropriate to let Points 
out of his agreement.

The 4CDC, a nonprofit, has a master lease 
on four Arts District properties owned by 
developer Barrett & Stokely. Ron Carter, 

president of the 4CDC and member of the 
Carmel City Council, said this allows the 
4CDC to save money on rent and provide a 
subsidy to art galleries who want to occupy 
these spaces.

Carter said Silver in the City expressed in-
terest in the space, but because it’s a mer-
chant and not a gallery, the nonprofit organi-
zation couldn’t offer them a subsidy on their 
rent. As a result, the 4CDC will swap prop-
erties with Barrett & Stokely, which owns the 
building. The 4CDC will get the space that 
formerly housed Barrett Eye Care and Silver 
in the City will lease the Eye on Art space di-
rectly from Barrett & Stokely.
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Up-and-coming business brings technology expertise to Carmel
By Anna Skinner 

An emerging technology expertise business has taken 
flight in Carmel, bringing jobs as well as IT knowledge and 
proficiency to clients.

CleanSlate Technology Group, located in the Village of 
West Clay, aims to provide consulting services to clients with 
software needs.  

“We developed a centralized delivery model solution cen-
ter here in Carmel,” Chris Konow, director of CleanSlate’s 
consulting practice, said.  “We focus on helping clients with 
architecture, application development, data integration, and 
quality insurance solutions.  We provide a team of consul-
tants for design, development testing, and manage the ser-
vices for the clients that we work with.” 

The centralized delivery model allows the consulting teams 
to provide highly efficient IT assistance that brings them up 
to speed with new client projects and technologies.  

“It allows us to provide a full service team to clients in cost 
effective ways,” Konow said.  

CleanSlate began last year, and are increasing their work-
force at a rapid rate.  Konow says that they believe they are 
an attractive place to work for the young and bright people 
looking for jobs in central Indiana. 

“We are all very passionate about creating a thriving work-
force so people are excited to come to work and be part of some-
thing in developing good solutions for our clients and embrace 
new technology in exciting projects for clients,” Konow said.  
“Ultimately, we are trying to grow our business, but trying to do 

it in a way that makes our clients excited about working with us 
and our employees excited about being here and being a part of 
something as special as our consulting practice.”

CleanSlate assists clients with all software development, 
such as utilizing sales systems, developing custom systems 
for time tracking or reporting, modernizing platforms, and 

even creating mobile applications.  They can also develop so-
lutions through a variety of Cloud providers, such as Ama-
zon and Google.  

Contact Konow at chris.konow@cleanslatetg.com or at 
414-6251 to learn more or visit their website at www.cleans-
latetg.com. 

Folks at The Foolery talk quality, sales of vinyl records
By Mark Ambrogi

Vinyl records began their decline in the 
late 1980s with arrival of the compact disc. By 
1991, the 33 1/3 vinyl records had left the main-
stream.

Bob Williams, who co-owns The Foolery, 25 
W. Main St., Carmel with his wife Julie, is one 
of those who are taking advantage of the come-
back of phonograph records.

“The sound quality off of vinyl is better than 
what you have off digital,” Williams said. “A lot 
of the younger kids have heard nothing but dig-
ital so when they hear the music off vinyl for the 
first time, it’s like an epiphany of how good it is.”

Williams, 45, said many younger bands, such 
as the Black Keys and Jack White, are produc-
ing their music on vinyl.

“They realize the sound quality is better and 
they want their fans to hear it in the best pos-
sible light, too,” Williams said. “There is an in-
expensive record player from Crosley, which 
costs $75 to $100 and they’re selling them ev-
erywhere. More and more people are getting 
these turntables because they are inexpensive. 
People that used to have records and got rid of 
them are coming back into it again and they 
love it. It’s the convergence of the older crowd 
and younger crowd coming together that you 

don’t see often.”
Williams said there also are some higher end 

record players, which run from $500 to $1,000.
The Foolery strictly sells vintage vinyl. Wil-

liams said customers buy the records not only 
as collectors’ items but to play them. Williams 
has large collections of musicians’ albums such 
as Beatles, Eagles, Rolling Stones, Jimi Hendrix 
and Pink Floyd.

The record’s condition determines how much 
Williams can sell the same album.

“At first I thought (vinyl’s comeback) is some-
thing that is going to come and go but because 
there is some substance on why people are 
going to it, it’s not going to go away any time 
soon,” Williams said. “As a collectible, it’s gain-
ing steam as well.”

Williams said the vinyl records were the last 
item they added to the mix when he and wife 
opened the collectibles store in April 2014. 

“We had no clue how it was going to work 
and it’s just blown up,” Williams said. “Now it’s 
half our business. It’s a challenge to get the old-
er stuff. That’s the hardest thing for us in the vi-
nyl, keeping it fresh by getting new collections.”

The store also features comic books, Poke-
mon cards, Magic the Gathering products and 
Star War collectibles.Bob Williams, owner of The Foolery in Carmel.  (File photo)

From left: Chelsea Parker, Artie Sluka, Chris Konow, Mike Cronin, Micah Conrad, Anna Pullman, Jason Westfall. Michael O’Keefe is not pictured. 
(Submitted photo)
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Date Business Address Description

4/17 Kohls 9895 N. Michigan Rd. Theft

4/16 Kohls 9895  N. Michigan Rd. Theft

4/15 Chase Bank 13515 Clifty Falls Dr. Fraud/Deception

4/15 Indiana Farmers 10 W. 106th St. Theft

4/15 Beaty Construction W. 106th St.  /Illinois St. Theft

4/15 Gradex W. 106th St.  /Illinois St. Theft

4/14 Thrifty Rental 582 S. Rangeline Rd. Theft of Motor Vehicle

4/13 Target 10401 N. Michigan Rd. Theft

BuSIneSS crIMe watcH

You Don’t Want A Geek.
Hire An Actual IT Professional.
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Computer Troubleshooters doesn’t 
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mission-critical technologies. We’re 
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over 1,200 professional computer technicians
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Offer Expires 

Business Review
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Ranked #1 Technology Solutions 

100 OFF$

customers only. 
party fees. Limit one per business, new business 
labor charges only, does not include parts or 3rd 
Troubleshooters, just for trying us out!  Applies to 
Take $100 off your first service call with Computer 
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We provide:
• Data backup and recovery
• 24/7 hardware and software monitoring and maintenance
• Protection against Spyware, Viruses, and Spam
• Technology for business planning
• Business Phone systems and maintenance
• PC & Mac Hardware & Software repair, upgrades, and sales

316 S Rangeline Rd, Suite C, Carmel, IN 46032
317-867-0900 • www.ctcarmel.com

Monday - Friday 9AM-6PM
Saturday 10AM-1PM • Sunday CLOSED

Free I/T Audit for your Business
Contact us now for no cost 
evaluation of your I/T systems. We 
will provide you with an 
assessment and recommendations 
to improve your I/T infrastructure.
Up to 1 hour.

By Adam Aasen
Joe’s Butcher Shop is now offering more 

ways for customers to get their meat.
The locally owned merchant is now offer-

ing a delivery service for homes bounded by 
96th Street, 146th Street, Michigan Road and 
River Road to start. Customers can call 846-
8877 and place their orders by 2 p.m. before a 
delivery day. Delivery times will be 11 a.m. to 
6 p.m. on Tuesday, Thursday, Friday and Sat-
urday to start. Cost should be $7.50 to start.

Owner Joe Lazzara said he hopes delivery 
will be convenient for customers who are un-
able to drive to the shop. Call-ahead curb-
side delivery has already been an option for 
some time.

“Service has always been our hallmark and 
this is just another way to extend our service 
platform out to the public and lack of con-
venience has been always been not to visit 
and we wanted to remove that barrier for our 
customers,” he said.

The delivery van has been upgraded with 
refrigeration, shelving and tracking soft-
ware. Customers are asked to leave a cooler 
on their front step if they aren’t home, but if 
they forget to leave one, then Joe’s will leave 
a disposable cooler with ice packs for a small 
charge to keep the delivery fresh while it sits 
on your porch.

As soon as he announced the delivery ser-
vice, Lazzara was bombarded with responses 
from eager customers who wanted to place 
orders outside of the delivery boundaries. He 
said they will explore expanding the service 
over time if they can keep the delivery price 
reasonable. But his biggest concern is to do 
it right.

“It doesn’t mean we won’t expand that over 
time,” he said. “We wanted to make sure we 
could deliver one hundred percent of our 

Joe’s Butcher Shop 
starts delivering

commitment to our customers. We hope as 
we grow and the service catches on, we’ll be 
able to serve everyone.”

In the future, there might be a smartphone 
app where customers can place their orders 
easily. Lazzara said the problem that they al-
ways run into is that they are a custom-cut 
butcher shop so orders can be more compli-
cated than just asking for ten steaks. Custom-
ers can request specific cuts, specific packag-
ing, etc. So the app they’re developing might 
need to include all of the custom modifiers.

“At least with a restaurant, they can or-
der off a menu,” he said. “My possibilities are 
endless. I can sell a steak a hundred differ-
ent ways.”

Joe Lazzara, owner of Joe’s Butcher Shop. 
(Submitted photo)
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By James Feichtner
Pregnancy is one of the miracles of life that many women 

are privileged to experience. But while it is a natural process, 
there are many questions and concerns that expecting fami-
lies encounter along the way. With so many options in pre-
paring for childbirth, it can be difficult to find the right help. 
Luckily there are midwifery services that provide aid for fu-
ture mothers and their families, and one such service has just 
opened up here in Carmel.

Offering a wide variety of services and care for women, Be-
lieve Midwifery Services has just opened its newest office on 
South Range Line Road and is hoping to provide Carmel and 
surrounding communities with premium midwifery services, 
among other things.

Certified Nurse-Midwives Dr. Penny Lane and Kristina Mi-
chael are the two women in charge of the new clinic and are 
excited to bring their over 20 years of nursing experience to 
Carmel.

The clinic originally began when Lane decided that she 
could offer a more personal experience of childbirth for ex-
pecting mothers compared to traditional hospitals.

“I started learning more about midwifery and I wanted to 
be an advocate for women,” Lane said. “Homebirth, I felt, the-
oretically made perfect sense especially if I could offer the 
same care as a remote facility, for example community hospi-
tals. I had worked with homebirth providers that were avail-
able at the time. There were no legal midwives practicing at 
the home setting at the time and I thought, you know, we 
could do this better. We could take the best of both worlds 
and really do this better and so that’s what we’ve done.”

Lane felt that while traditional hospitals are great and 
much needed in our communities, some women were feel-
ing left out of the decision making process of childbirth.

“I think there’s a lot to be offered in the medical communi-
ty but I think some clients feel a little railroaded and that they 
don’t get to be a partner in their decision making,” Lane said.

One of the main functions of the clinic is providing preg-
nant women with help in homebirths, with water births be-
ing a popular option.

“We do all homebirths, we don’t do births in the clinic,” Mi-
chael said. “We do a lot of water births. I think a lot of mom’s 
like them. The water is great. I did read a study that water 
birth can be as effective for pain as an epidural. The spas that 
we have for our clients to rent are actually pretty tall and 
about six feet around so when a mom gets in their they can 
actually float, so our moms love those.

Michael explained that while they are present to help with 
the birth process, they try to let nature take its course and 
only get involved when needed, as in an emergency situation.

“We tend to be pretty hands off in the birth process be-
cause it’s natural,” Michael said. “A lot of the times we’ll have 
the moms or the dads catch the baby. We really don’t inter-
vene unless we need to and I think that’s the beauty of nurse 
midwifery. We are trained to deal with emergencies and we 
know how to be very, very safe with what we do but we also 
respect the natural birth process.”

Lane stressed that with their nursing background, their 
staff is well equipped to deal with anything that gets thrown 
their way, taking as many as three of their staff to a home-
birth.

“If we had a clinical emergency, which you can absolutely 
have in a maternity setting, then we have that nursing back-
ground to be able to handle that,” Lane said. “We do have that 
clinical background. We can place IVs and give medications. 
So complete full resuscitations could occur in the home set-
ting. And there are emergencies that happen in the home 

that don’t require [hospital] transfers because there’s noth-
ing more the hospital would do. A hemorrhage, for example; 
we can carry all the medications for that. Equipment travels. 
We are highly trained and skilled and we can take that equip-
ment into the home.”

But Believe doesn’t just focus on pregnant women. They 
aid in helping with infertility, offer educational courses on 
birth and infant care and even act as a primary care center for 
women, with a nutritionist and health coach on staff as well.

The clinic tries to keep it’s approach to a personable and 
natural approach with its patients, administering medicine 
only when absolutely necessary.

“Our approach is very holistic,” Michael said. “I think that’s 
one of the things that make our practice unique. I think a lot 
of people go to the doctor and they say, ‘Okay this is what 
you have, this is how you’re going to fix it, here is a medica-
tion.’ Sometimes it’s absolutely appropriate and what we do 
is try to look at the whole person, so we look at the psycho-
social end of things.”

Spawning from their holistic approach, Believe also fea-
tures a boutique offering a wide variety of healthy, natural al-
ternatives to traditional medicine.

“We were finding that we were recommending a lot of 
products to clients like supplements, herbal things, essential 
oils, things like that are harder to find so Lane just decided 
let’s just do something with this,” Michael said. “The bou-
tique we have is really unique. We carry things like supple-
ments vitamins and herbs, but we also carry a lot of natural, 
sustainable products. We do cloth diapers, we have women’s 
hygiene supplies.”

Believe Midwifery Services is now accepting patients. 
To learn more about the clinic, visit http://believemid-
wiferyservices.com/ or stop by their location at 1117 

Range Line Rd on Monday, Wednesday and Friday.

The interior of Believe Midwifery Services. (Photos by James Feichtner)

From left, patient Stacey Taylor with Dr. Penny Lane and Kristina Michael of Believe Midwifery. (Photos by James Feichtner)

Moms have a say in planning  
childbirth at Believe Midwifery Services
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What do you do at St.Vincent Sports 
Performance? I work with a lot of teams, 
talking at schools about nutrition. My role 
includes everything from individual con-
sultations to group presentations and small 
group-focused meetings to sweat and elec-
trolyte testing with endurance athletes. I also 
work with food service personnel and per-
sonal chefs, designing menus. I also do body 
composition assessments with our Body Pod. 
I do a lot of social media, blog writing, writ-
ing articles and creating videos. I write for 
social media for USA Track & Field and do 
video blogs for USA Gymnastics. 

Who are your clients? My role chang-
es throughout the year. It truly depends on 
what sport is in season. In January and Feb-
ruary, we do a lot of NFL prep work. In the 
spring, it’s Indy car and some work with off-
season NFL veterans. We also do basketball, 
and I work with the Pacers, especially in the 
spring. In the summer, there are a lot of high 
school and college track kids and a lot of 
adult triathletes and runners. In the fall, it’s 
more football, including high school football. 

How did you get started as a dietician? 
Right out of school, I started working with 
Carmichael Training Systems as an endur-
ance coach. I did this, and some nutrition 
work, for a while 
then worked for a 
hospital in Louisi-
ana in the clinical 
setting as a dieti-
cian. When I moved 
to Carmel, I met with the director here be-
cause I thought a facility of this caliber should 
have a sport nutritionist. He gave me a chance 
and I started an LLC and contracted out for a 
year before I was hired full time.

What are your general thoughts on nu-
trition? My overall philosophy is food first 
and whole foods first, trying to minimize sup-
plement use and processed foods. You don’t 
get performance increases through those 
things. Diet is 80 to 90 percent of it. I encour-
age whole food intake, healthy cooking and 
getting back to our ancestors or what our 
great-great-grandparents ate -- real food. We 
should eat fruits, vegetables, lean proteins, 
nuts and whole grains, not granola bars, ce-
reals, cookies, junk food and processed stuff. 
Energy levels, sleep, recovery, muscle sore-
ness, immune system and disease states (like 
cholesterol and diabetes) are all controlled by 
diet and nutrition. I educate people on the 
link between food and performance.

Do even the elite athletes you work with 
have diet issues? Yes, people have so much 
room for improvement. The No. 1 thing I 

Dietician talk

fight for with my athletes is great fruit and 
vegetable intake. I never see an athlete and 
say ‘wow, you are eating enough fruits and 
vegetables.’ It’s convenience. We like conve-
nient things. And it boils down to the fact 
that a cookie tastes better than squash. Also, 

we’re not cooking at 
home as much and 
it’s hard to get veg-
etables when you 
eat out. It’s conve-
nience and plan-

ning. We don’t plan our day around food, but 
it should at least be a thought. When you’re 
heading out, you can think ‘I may need a 
snack and what will dinner look like?’ It’s of-
ten just whatever we find, and fruits and vege-
tables need cut up and peeled -- it takes time.

What do you like best about your job? 
I like the variety. I work with so many ath-
letes, from IndyCar drivers to mainstream 
athletes to figure skaters to mountaineers to 
synchronized swimmers. I didn’t even know 
IndyCar drivers were athletes coming into 
this, but now they’re some of my favorites. I 
also like and appreciate the multidisciplinary 
approach we have here, of athletic training, 
sports psychology, sports medicine, sports 
nutrition. We treat the athlete with a holis-
tic approach that they wouldn’t get in private 
practice.

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

Lindsay Langford examines the nutritional content 
of a food product at St.Vincent Sports Performance.

Name: Lindsay Langford
Title: Sports Dietician

Business: St.Vincent Sports Performance
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The United States Holocaust Memorial Museum 
announced that the Samerian Foundation of India-
napolis has committed a $20 million endowment 
gift to advance the Museum’s genocide prevention 
mission. The gift by Foundation founders Cynthia 
Simon-Skjodt and Paul Skjodt ensures that the 
Museum can build its leadership of the field and 
help make genocide prevention a global priority. 
The Museum’s Center for the Prevention of Geno-
cide has been renamed The Simon-Skjodt Center 
for the Prevention of Genocide.

“Seventy years after the Holocaust, the excep-
tional generosity of the Simon-Skjodt family po-
sitions the Museum to fulfill Founding Chair-
man Elie Wiesel’s vision for a living memorial that 
would address what he called ‘the most perplexing 
and urgent issue’ of preventing future genocides,” 
said Museum director Sara Bloomfield. “It remains 
a bold aspiration and tragically more relevant than 
ever. With this gift the Museum ensures its contin-
ued capacity to tackle this most intractable prob-
lem.”

News

By Adam Aasen
Carmel Porchfest, the outdoor music festival that 

uses neighbors’ front porches as stages for bands, 
has landed a title sponsor for its second year. Hun-
tington Bank, which has been increasing its presence 

in Carmel, has signed on as a 
major sponsor.

The event will be held 
on Sept. 13 with times to 
be announced. During the 
event, musicians, singers 
and bands from a variety of 
musical genres set up on the 
front porches of homes in 
the neighborhood just north 
of Main Street in the Carmel 
Arts & Design District. 

It ended up being a mix between a music festi-
val and a neighborhood block party, as attendees lei-
surely strolled from house to house to not only ad-
mire the architecture of the unique neighborhood, 
but also to enjoy free live music. Families brought 
coolers and lawn chairs and attendance was around 
3,500 in 2014. The event was organized by City 
Councilor Sue Finkam, who is aiming for 5,000 at-
tendees in 2015.

“We’re so happy to have Huntington Bank as a ti-
tle sponsor this year,” Finkam said. “They are con-
tinuing to grow their presence in Carmel and have a 
commitment to the area and they’re a great partner. 
We hope this year’s Porchfest will continue to show-
case what’s great about Carmel.”

Huntington Bank just opened two new locations 
nearby where they event will be held. There’s a new 
branch at the Sophia Square building that features 
24/7 lobby access. A larger, full-scale location was 
also opened at Old Meridian.

“We’re continuing to make an investment in Car-
mel,” Mike Newbold, regional president for Hunting-
ton Bank in Indiana, said. “We’ve opened our two 
new branches and we have a couple others in the 
process and as part of our investment in Carmel, we 
wanted to be part of the area because we love this 
walkable district. We actually got the idea when we 
talked to some city councilors at our ribbon cutting 
and it seemed to make sense because of the inter-
est around the event and it helps get our name out 
there as well.”

Newbold said they’ve entered into a multi-year ar-
rangement with their name being listed as “present-
ed by” on event materials.

“We hope our support will help to continue to 
grow the event,” he said. “I think it has some great 
momentum coming off of last year’s event and we 
think it’s a great way for us to engage with the com-
munity.”

Porchfest planned 
for Sept. 13

Pete the Planner ‘teaches money’

Finkham

Simon-Skjodt

By Mark Ambrogi
Peter Dunn is the first to admit his vocation is a bit unusual.
“I have a weird job. I teach money,” the Carmel resident said. 

“I sold my financial practice a few years ago and travel around 
the country and teach people financial skills.”

Dunn, better known as Pete the Planner, addressed how fi-
nancial stress affects productivity at the All-Hamilton County 
Chamber session on April 21 at Ritz Charles in Carmel. Dunn, 
who writes a column for The Indianapolis Star and hosts a ra-
dio show on WIBC (93.1-FM), said he gave 262 presentations 
across the nation last year.

Dunn, 37, said financial worries can affect job performance.
“It’s the concept of physically presence but mentally absent, 

some of you might feel that way hearing my voice. I’m used 
to it,” Dunn said. “We know people say if I work really hard at 
work I’m going to get myself out of this (financial) jam. Seems 
reasonable. Doesn’t work that way because what you are say-
ing it is I might not be very resourceful but I’m definitely going 
to add more resources.”

Dunn pointed out he was addressing problems created by 
behavior not circumstance.

“Circumstance you can’t control, behavior yeah, you can 
control it,” he said. “If someone loses their job and is unem-
ployed for 18 months because they are in a very specific indus-
try, it’s kind of circumstance. If someone buys too much house, 
that’s behavior not circumstance.”

Warning signs that co-workers might be experiencing fi-
nancial stress are sudden moodiness, unrealistic lifestyle and 
poor performance.

“We kind of all know what our co-workers are making,” 
Dunn said. “So when they pull up in fancy car or whatever, a 
lot of times we’ll say ‘Good for them. They got it together.’ No, 
the (heck) they do. They don’t have it together. They have no 
idea what they are doing.”

Dunn said too many people are too overly concerned about 
credit scores.

“The credit bureaus are not a consumer protection agency,” 
Dunn said. “They are not part of the government. They are 
for-profit companies. … We are not the customers of the cred-
it bureaus. We are the products. Our information is sold to 
other companies who want to market to us. Then we are sold 
data protection from people we don’t want to get to our issue.”

Dunn said a more important measure than credit score is 
net worth, taking assets and subtracting out debt. Dunn said 
net worth can be increasing by paying any debt, saving money 

and putting money in your 401K.
“That’s what we should talk about not credit scores,” Dunn 

said.
Dunn said budgeting is about awareness, communication 

and accountability.
“We all look at our balances more frequently (because of 

online access),” Dunn said. “So we are more likely to spend 
money. It’s the concept of balance spending.”

Budgeting will not help if you don’t examine how you fared 
each month.

“The whole stinking point of budgeting is to see how you 
did the previous month,” Dunn said. “That’s the whole point. 
What do we do, we don’t look. If you don’t know how much 
you made over what you spent, you will balance spend it in the 
next 10 days or month.”

Simon-Skjodt donates $20 million

 Peter Dunn spoke recently at a OneZone meeting. (Submitted photo)
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Investing involves taking risk. This is 
something that isn’t new to anyone that’s 
been investing for even a very short period 
of time. Truthfully, if you were to define our 
role as advisors to our clients, 
all of retirement and financial 
planning is simply the transfer 
of risk and the opportunity cost 
of making decisions. 

The type of risk that you take 
and impact that risk has on 
one’s retirement plan can have 
a profound impact on the suc-
cess and longevity of one’s re-
tirement portfolio. Convention-
al wisdom has us think that, as 
we get closer to retirement, we 
must gradually but consistently 
move our portfolio to be more conserva-
tive, thereby taking on less investment risk 
and (hopefully) minimizing investment 
losses or volatility in our portfolios.

The opportunity cost of this decision, 
though, is the possibility of lower returns 
throughout retirement. When you couple 
this reduced return with the assumption 
of withdrawals, inflation, and taxes, it be-
comes a higher probability that the per-
ceived “safety” of seeking a lower risk/low-

er return portfolio actually increased the 
risk in another area of our lives, and that 
is the risk that you outlive your money and 
end up having to make significant changes 

to your lifestyle later in your re-
tirement.

This is an area that we discuss 
with clients and position it as a 
client’s retirement risk capacity. 
Phrased another way, the ques-
tion looks like this: What is the 
amount of risk that you as an 
investor are comfortable taking 
and your portfolio has the ca-
pacity of absorbing so that you 
decrease your chances of out-
living your money but also re-
ducing your portfolio’s suscep-

tibility to market volatility and corrections? 
The “sweet spot” is finding that right bal-
ance of risk and return with a client’s long 
term need to keep up with withdrawals, in-
flation, and taxes so as to give them the best 
probability (as best we can predict) a cli-
ent will not run out of money in retirement. 

Adam Cmejla, CMFC is President of Integrated Plan-
ning & Wealth Management. He can be reached at 853-
6777 or adam@integratedpwm.com.

Managing risk in your retirement plan

adam
cmejla

2015

HENDRICKS COUNTY

Celebration of 
SMALL BUSINESS

For more information, call: 317.300.8782 or visit online at: exceleratehc.com

2353 East Perry Road
Plainfield, IN

Banquet and
Conference Center

Keynote Speakers:
Clay Robinson and Omar Robinson with

Presented by

Clay Robinson

Hendricks Regional Health: 
Pathway to a Healthy Business

Visit Hendricks Regional Health’s “Path-
way to a Healthy Business” to learn how 
you can foster a healthy business environ-
ment. Representatives from Hendricks 
Regional Health will provide helpful tools 
and resources on employer health topics 
including sleep disorders, occupational 
medicine and healthy nutrition.

May 7, 2015
3-7pm

[FREE to Attend]
DON’T 

MISS IT!

Omar Robinson

Rotary unites to fight hunger
By James Feichtner

The battle for hunger is a world wide epi-
demic facing communities all over the globe, 
including those in our own backyard. While 
many organizations exit to fight 

Hoosier hunger and food insecurity, they 
are often separate entities with similar goals. 
For Rotary Club District 6560 and other Rota-
ry Clubs across central Indiana, there is a call 
to unite in their cause and ideas to help ener-
gize the fight against Hoosier food insecurity 
and to minimize hunger on a local level.

Coming to the Indiana State Fairgrounds 
May 1 and 2, Rotary Club Dis. 6560 will pres-
ent BetterTogether, a campaign to advocate 
unification and awareness among local com-
munity organizations and businesses that 
have similar goals to help the hunger epi-
demic in central Indiana.

“The overall goal of the BetterTogether ini-
tiative is to elevate the awareness about food 
and hunger in central Indiana, but also en-
courage others to join with the people who 
are already working within the area, includ-
ing Rotary already joined with all kinds of 
organizations working within the area to al-
leviate hunger and food insecurity,” Phil An-
derson, Rotary district strategic initiatives 

chairman, said.
Aside from raising awareness, the two-day 

event is striving to act as a collaborative ap-
proach in fostering ideas and ways that can 
help minimize hunger and food insecurity in 
our surrounding communities for years to 
come.

Day one will kick off the event with A Con-
ference on Fighting Hunger.

“Friday (May 1) is going to be more of talk-
ing about how can we reach a point of hun-
ger-free communities, and that’s really pos-
sible, it’s just a matter of all the hands coming 
together,” Rotary District Governor Thomas 
Branum said. “We hope that we can inspire 
people with ideas. We hope that we can en-
courage people that are already out there 
doing good work and network with others. 
You’ve heard the phrase that rising tides rais-
es all boats. That if we work together we can 
serve the people we can find that we will be 
in much better shape than we have been.”

Both Rotarian community leaders from 
across Indiana, as well as non-Rotarian local 
and national civic leaders who share the ob-
jective of ending hunger are expected attend. 

For more information on the event or to 
register, visit www.rotarybettertogether.org.

23rd-annual Stamp Out Hunger 
Food Drive is approaching

Cans of food will be collected by U.S. Postal Service 
workers beginning May 9. (Submitted photo)

By Alec Johnson
The second Saturday in May is an impor-

tant one for the National Association of Let-
ter Carriers, and this year is no different.

On May 9, letter carriers will stop in com-
munities around the nation, including the In-
dianapolis area, to collect food for the 23rd 
annual Stamp Out Hunger Food Drive. Resi-
dents will receive cards and possibly bags an-
nouncing the drive on Tuesday or Wednes-
day. Then, on pickup day, they can choose to 
leave food out by their mailbox well before 
their normal pickup time. Carmel and West-
field’s food donations will go to Open Doors 
in Westfield.

NALC Branch 888 President Ronnie 
Roush says the food drive is one of the NA-
LC’s biggest charity efforts. Their goal this 
year is 100,000 lbs. for the branch’s area, 
which covers Carmel, Noblesville, Fishers, 
Westfield, Zionsville, Danville, Sheridan, 
Lebanon and Fortville. 

“We try to make a lot of contributions to 
the community because the community has 
opened to us, we want to give back as much 
as we can,” Roush said. 

Last year, almost 73 million pounds of 
food were collected nationwide, totaling over 
1.3 billion pounds nationwide since the na-
tional drive began in 1992. Branch 888 col-
lected almost 95,000 lbs. last year.

To put in perspective how large the food 
drive is, Roush said there are around 180,000 
city carriers, and around 100,000 rural carri-
ers around the nation. According to Roush, 
there’s close to 280,000 carriers in every 
community in every neighborhood in every 
state picking up food.
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Get your card in front of more than 119,439 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

 FIRM. TONE. TIGHTEN.

Full-Body Fitness, Cindy Sams
(317 )250-4848
See Packages: www.fb�tness.com

APRIL OFFER:
Your FREE health/body biofeedback scan

LOSE WEIGHT NOW...
AND KEEP IT OFF!

CALL
TODAY!

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

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

4349 W 96th Indianapolis
130 S Main St Zionsville

www.rugsindy.com

Cash & Carry 
save 25%

When you bring 
your rugs to us! 334-1910

FREE
PICK UP & DELIVERY
EVERY DAY FOR EVERYONE

NEW CLIENTS
15% OFFRug Gallery

Flooring

Since 1981

PROFESIONAL RUG CLEANING

“Don’t overpay for your windows…we offer quality AND affordability!”
-Mathew Standish, owner

317.574.0409
www.ef�cientwindowsanddoors.com

Gary D. Simpson
Of�ce: 317-660-5494
Cell: 317-703-9575
Free Estimates &

Satisfaction Guaranteed

simpsonconstructionservices.com

• Kitchen/Bath Remodeling
• Custom Decks
• Finished Basements
• Ceramic Tile
• Wood Floors
• Doors & Windows
• Interior & Exterior Painting

• Drywall
• Plumbing & Electrical
• Roofing and Siding
• Household Repairs
• Power Washing
• Decorative & Regular Concrete
• Handyman Services

350

Small Local Business - Servicing Hamilton County
2010-2014 Angie’s List Service Award Winner
Fully Insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting.com
317.656.7045

$150-175 for most rooms
2 coats & patching on walls

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business

Kristin’s House Cleaning Service

Kristin Luprich
Owner

Servicing:
Carmel, Fishers, Noblesville,

West�eld and Zionsville.

kristinshousecleaning@gmail.com
317.414.2918

Insured & bonded

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

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

Commercial/Residential 
Gutter Cleaning • Pressure Washing

Fully Insured • Free Estimates

10% o� Gutter, Window Cleaning & Pressure Washing
(O�er expires 05-31-15)
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HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

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

Remodeling
Carmel and Zionsville

since 1992

$40 OFF
on Prom Tuxedo. Book now!

Modern Tux Styles and new colors
to match any prom dress.

317.847.4071
www.chromaticsstudio.com

1233 W. Oak Street, Zionsville, IN 46077

www.ductznoblesville.com • 317.773.9831

Marsha J. Moyer
Certi�ed Natural Health Practitioner
Holistic Health & Wellness Center
14074 Trade Center Dr.,  Suite 129
Fishers, IN 46038 • 317.289.1010

• MICROCURRENT BODY CONTOURING & FACIALS
• HCG (Rx) AND HOMEOPATHIC WEIGHT LOSS
• SOQI FAR INFRA-RED DETOX SPA

Natural Path to Health, LLC

Call today to

schedule an

appointment

for a free

15 min health

assessment

YOUR ESTATE - ANTIQUE SPECIALIST “SINCE 1964”
CASH BUYER OF ESTATES - COLLECTIONS - DOWNSIZING

22690 St. Rd. 19, Cicero, IN 46034 (Just South of Cicero)
“Elite on-site Auction Specialist”

ESTATES - ANTIQUES - GUNS - COLLECTIONS - COINS
ANTIQUE & MODERN FURNITURE - REAL ESTATE

FARM EQUIPMENT - DOWNSIZING
Our Website daily www.cwchaudion.com

Charles W. Chaudion, Certi�ed Auctioneer AU1001837
“OUR FAMILY WORKING FOR YOUR FAMILY SINCE 1920”

God Bless America • Veterans • Soldiers & families

AUCTION PHONE (317) 409-6112

CHAUDION “FULL SERVICE” AUCTIONS

HERE FOR YOU AND YOUR FAMILY
Protect Your Assets

For Your Children and Grandchildren

• Estate Planning & Reviews
• Wills
• Trusts
• Pet Trusts

3501 West�eld Rd, Suite 101 • West�eld IN
(317) 913-2828

info@hoppenrathlaw.com • www.hoppenrathlaw.com

Law O�ce of                 Wesley N. Hoppenrath

Member of the Indiana
and Indianapolis
Bar Associations

• Power of Attorney
• Health Care
   Directives
• Living Wills

indianajim.com • 317-258-5545
Improve your Firearm Skills!

Sani-Bright

$50OFF
ANY SERVICE

TRIP MINIMUM APPLIES
CAN NOT BE USED WITH ANY OTHER OFFER

317-334-1900
sanibrightcarpetcleaning.com

EMERGENCY 
WATER DAMAGE 
RESTORATION

24HOURS
365

MORE THAN CARPET CLEANING

 
7:30 a.m., May 
8 – Legislative 
Breakfast-- A sum-
mary with our 
legislators about 
items and issues 
that were im-
portant during 
this past winter’s 
legislative ses-
sion. Reserva-
tions are required 
and can be made 
online or by call-
ing 436.4653. All 
Chamber mem-
bers and non-
members are in-
vited to attend. 
Cost is $15/mem-
ber of any cham-
ber in Hamilton 
County; $20/non-
member. It will be 
at The Mansion of 
Oak Hill. 

7:30 a.m., May 12 – All county net-
work breakfast at Connor Prairie- 
Looking for a unique opportunity 
to multiply your networking pow-
er? Register for this fast-paced joint 
networking event and connect with 
members of six Hamilton County 
Chambers - Carmel, Fishers, Hamil-
ton North, Noblesville, Sheridan and 
Westfield.  There’s time for informal 
networking while you enjoy a deli-
cious hot breakfast buffet then, ro-
tating from table to table, you’ll have 
the chance to give a two-minute pre-
sentation about your business. Bring 
plenty of business cards and bro-
chures to distribute. All-county Cham-
ber events are presented through the 
collaborative efforts of the six Hamil-
ton County Chambers of Commerce 
to acknowledge common business 
goals and recognize the value of ex-
panded markets and networks across 
municipal lines. Reservations will be 
accepted until noon on Friday, May 8. 
To register call 436.4653.

9 a.m., May 15 – Ribbon 
cutting Weekends Only-
-Please join us for a Ribbon 
Cutting and Grand Open-
ing of our new member 
Weekends Only Furniture 
and Mattress on Friday, 
May 15 at 9 a.m. Weekends 
Only Furniture and Mat-
tress is at 8315 Center Run 
Dr. Indianapolis, 46250. 

Noon, May 19 – Young professionals 
lunch and learn-- Are you a young 
professional under 40? Join One-
Zone to hear Brian Geitner, Next-
Gear Capital CEO, speak on cour-
age in business. Check in starts at 
11:40 a.m. Lunch will begin at noon. 
Reservations are required by Mon-
day, May 18 at 2 p.m. and can be 
made online or by calling 846.1049. 
Register early – space is limited and 
may sell out prior to the deadline.

11:30 a.m., May 20 – May Lun-
cheon. This luncheon will begin at 
11:30 a.m. and end at 1 p.m. You 
may arrive to check in beginning at 
11 a.m. Pre-paid reservations are re-
quired by noon on Monday, May 18. 
Cost is $25 for members. *After the 
deadline of noon on Monday, May 
18 reservations will not be accept-
ed. It will be at Forum Credit Union - 
Fishers 11313 USA Parkway  Fishers, 
IN 46037. 

upcoMInG eventS wItH oneZone

4 p.m., May 14 – Rib-
bon cutting AlphaGraph-
ics-- Alphagraphics has 
moved!  Please join us 
for a Ribbon Cutting at 
their new location on 
May 14 at 4 p.m.   Alpha-
graphics will host an open 
house with giveaways.  
Catering provided by A 
Cut Above Catering. It is 
now at 1051 3rd Avenue 
SW in Carmel. 

10:30 a.m., May 20 – New member ori-
entation – Orientation will be in the Edu-
cation Room E103 at the Fishers Cred-
it Union. Please enter through the main 
FORUM Credit Union Headquarter doors. 
Join OneZone at this orientation session 
for new members. Not a new member? 
Join fthis meeting for a «refresher.» Learn 
firsthand what OneZone is all about and 
how best to utilize the many opportuni-
ties the OneZone has to offer.

11:30 a.m. June 10 – June luncheon—The 
luncheon will be at The Mansion at Oak 
Hill. This luncheon will begin at 11:30 a.m. 
and end at 1 p.m. You may arrive to check 
in beginning at 11 a.m. Pre-paid reserva-
tions are required. Cost is $25 for members.

4:30 p.m. May 28 – All County After Hours-- 
Network with members of OneZone and 
the Sheridan and Westfield chambers. Cele-
brate spring and enjoy delicious eats and an 
after-work drink. Reservations are request-
ed. Reserve online or call 846.1049. 
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#1
SBA

LENDER 1

PROUD TO BE THE #1 SBA LENDER IN INDIANA.
We’re the #1 SBA lender1 in Indiana because we take
business personally. We’re committed to lending to businesses
here because a stronger local economy makes this a better
place to live. That’s doing the right thing by all of us, since we
live here too. To �nd out how we can help your business, stop
by a branch, call 1-800-480-2265, or go to huntington.com.

1Huntington is the #1 SBA 7(a) lender in Indiana. Source: U.S. SBA from March 31, 2013 through September 30, 2014. Member FDIC.   ® and Huntington® 
are federally registered service marks of Huntington Bancshares Incorporated. Huntington.® Welcome.™ is a service mark of Huntington Bancshares
Incorporated. ©2015 Huntington Bancshares Incorporated. 122286 0912


