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Greenwood  
Rotary Club

Rick Myers                     (317) 300-8782

The Greenwood Club
Rotary Club members represent a broad cross-section of 

businesses and professional leaders of our community. The 
club is one of about 32,000 Clubs in more than 200 countries’ 
and territories in the world that make up Rotary Internation-
al, the world’s largest service club organization. The members 
of these Rotary Clubs form a global network of more than 
1.2 million businesses and professional men and women who 
volunteer their time and talents to serve their communities 
and the world. 

Club Meetings
Club meetings are held in conjunction with lunch every 

Monday at noon in the conference facilities of Jonathon 
Byrd’s Banquet Center in Greenwood. Meetings offer an op-
portunity to visit with other members, learn about Rotary 
projects and hear from speakers on a variety of topics, from 
politics to humanitarian issues.

Partner

225 S. Emerson Ave., Ste. 181 | Greenwood, Indiana 46143

(317) 881-7575 
vanvalerlaw.com

Michael R. St. Pierre, CFSP
CEO/Chairman of the Board

Bus: (317) 632-9431
mrs@wilsonstpierre.com
www.wilsonstpierre.com

family owned & operated since 1897

Evelyn ‘Ebbie’ 
Crawford CLU

586 South State Rd 135 Ste A
Greenwood, IN 46142-1439

Bus: (317) 888-0101
Cell: (317) 727-7353

ebbie@myagentebbie.net

Rob Bailey, Agent
48 N. Emerson Avenue
Greenwood, IN 46143

Bus: 317-882-1299
www.robbaileyagency.com

CONTACT ME TODAY.Meeting Time: Monday at 12:00pm

Meeting Place:
Jonathan Byrd’s Cafeteria

100 Byrd Way • Greenwood, IN

Come Join Us!

For more information, contact  
membership representatives: 

Chris Rosser (317) 412-5114 
chris.rosser@edwardjones.com 

or 
Jerry Sparks (317) 626-9002 

jerrysparks8352@comcast.net

The Rotary Club of Greenwood  
was organized in 1965. 

Turvey joins Central  
Indiana Dermatology

 
Diane N. Turvy, MD, has established a 

practice with Franciscan Physician Network 
Central Indiana Dermatology. She joins Bar-
bara R. Sturm, MD, at their office located at 
5255 E. Stop 11 Rd., Suite 310. Turvy com-
pleted her training in dermatology at the 
Indiana University School of Medicine. To 
make an appointment with Dr. Turvy, call 
(317) 528-7098.

Diane Turvey, MD

BIZ BRIEF

Caregivers Connections announced that it has re-
ceived the 501c3 tax deductible not for profit desig-
nation from the IRS. The organization will continue 
to search for a gently used motor home with a slide 
out or a used transit bus for its CCI Mobile Caregiver 
Support Unit. They will remodel the unit, with the in-
clusion of two private rooms to assist with support 

and paperwork, relaxation stations, computers, and a 
lending library. This unit can help us achieve our mis-
sion to take support, education and relaxation to our 
caregivers throughout Marion and Johnson counties. 
They are also looking for gently-used inspirational 
and disease specific books for the lending library and 
relaxing CDs for our relaxation stations. 

BIZ BRIEF

Southside based Caregiver Connections  
earns 501c3 designation
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FROM THE PUBLISHER

Rick Myers
FOUNDER/PUBLISHER

My business partner and I at-
tended a newspaper conference in 
Chicago a few weeks ago. We typi-
cally don’t participate in the con-
ference scene. Not that we don’t 
value them. We do. But it’s like 
anything else when you’re run-
ning your own business – it comes 
down to time; something we never 
seem to have much of. 

We were happy we took the trip, 
despite the two-hour-plus detour 
off of 65 north near Lafayette.  

Of considerable interest to us 
was the idea that people don’t want to be 
sold anymore. They can buy something any-
time from any one. What they are looking 
for is an experience. Think about that. You 

sell a product or service that you 
know to be good. It’s something 
that can enhance someone’s life or 
their business, but the experience 
– your interaction with the client, 
your way of doing business – may 
mean more to them.  

Very interesting take on selling 
and we were happy we found the 
time to attend.

What  does your business do 
to give your customers a great 
sales experience?  Let me know by 
emailing me at rick@businesslead-

er.bz. I’d like to periodically publish some of 
your best practices. 

It is now all about the
sales experience

Rick Myers is publisher of the Southside Business Leader. 
Email: rick@businessleader.bz

3925 River Crossing Pkwy, Suite 300   |   Indianapolis, IN 46240   |   317.472.2200   |   info@somersetcpas.com

BUILDING  RELATIONSHIPS,
DELIVERING  RESULTS.

somersetcpas.com

a client-focused, nationally-recognized accounting and advisory firm

• Front Office
• Customer Service
• Administrative Assistant
• Accounting
• And more!

(317) 888-5700
707 South Madison Ave.  
Greenwood, IN 46143

ExpressIndySouth.com

In today’s competitive marketplace, successful companies are growing and innovating 
by hiring top talent. 

At Express, we help our clients quickly find top local talent allowing them to stay 
focused on other things.  Hiring is difficult and you need a resource that is looking for 
specialized talent everyday on your behalf.  We can help in the following areas:

301 Main Street 
Beech Grove $13 a sq.ft. 

1,096 sq.ft. of prime retail/office space with large 
reception, conference room, and private office.

520 N. Madison
Greenwood $11 a sq.ft. 

2,180 sq.ft. of prime retail/office space can be divided.

7624 S. Meridian St  
Indianapolis $12 a sq.ft. 
1,260 sq.ft. of prime retail/office space.

5411 Madison Ave, Indianapolis 
$147,500 sale or $1,800 month 

2,910 sq.ft. of office space in freestanding building and 
2,542 sq.ft. of warehouse/garage space. Can be divided.

Tralee Properties
(317) 883-3333

www.IndyRealEstate.com

Daniel T. Moriarty
Dan@IndyRealEstate.com

“Independently Owned & Operated”

SBL COVER PARTY - SAVE THE DATE
TUESDAY, NOVEMBER 10 
4:30-6:30PM • VENUE TBD
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Gus Pearcy is a contributing columnist to the Southside 
Business Leader. He may be reached at (317) 403-6485 
or pearcy.gus@sbcglobal.net. Gus blogs frequently at 
guspearcycommunications.wordpress.com.

Editor's Note›

OPINION

Humor›

Quote of the Month›

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

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

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

Content Editor Nicole Davis
Copy Editor Katie Mosley

Design/Production Carey Germana

www.businessleader.bz
Copyright 2015© 

Times-Leader Publications, LLC 
All rights reserved.

Yes, we want your letters: 

Readers of the Southside Business Leader are 
encouraged to send letters to the editor as often 
as they wish. The stipulations are that the letter 
is timely, focused (not more than 200 words) 
and verifiable. Please make sure to provide 
your complete name and daytime and evening 
telephone contact numbers. All letters are subject 
to editing for brevity, clarity and grammar. Please 
direct correspondence to info@businessleader.bz.

The Southside Business Leader is published by 
Times-Leader publications, LLC. Content published 
alongside this icon is sponsored by one of our 
valued advertisers. Sponsored content is produced 
or commissioned by advertisers working in tandem 
with Times-Leader’s sales representatives. Sponsored 

content may not reflect the views of The Southside Business Leader 
publisher, editorial staff or graphic design team. The Southside 
Business Leader is devoted to clearly differentiating between 
sponsored content and editorial content. Potential advertisers 
interested in sponsored contact should call (317) 300-8782 or 
email sponsored@businessleader.bz.

Service is renewing.  
When we serve,  
our work itself  
will sustain us

~ Rachel Naomi Remen, founder  
and director at Institute  

for the Study of Health and Illness  
at Commonweal

Here's a small suggestion: 
Next time you are using 
a table saw, please text a 

friend. If the amount of distraction 
causes you to lose a finger, mankind 
will rest easier knowing that you 
will never be equipped to do it while 
driving your car. 

Full disclosure. I have read a text 
or two while on the phone. I have 
stopped trying to do that when 
I found myself swerving into the 
other lane. I'm just not good at it. 
Neither are you.

Why? Because we've been whitewashed 
into thinking that we can multitask. That 
catchphrase that came up in the 90s is abso-
lutely the stupidest thing ever to hit the want 
ads.

Why? Because it's impossible. Social sci-
ence almost unanimously agrees that multi-
tasking is a myth. In fact, do not hire people 
who say they are good at multitasking be-
cause they (Stanford University tests show) 
have an enormous range of deficits.

Why? Because self-proclaimed multitask-
ers are actually the most distracted things on 
the planet. They actually have a harder time 

focusing on getting one task done 
because they are thrown off task by 
every little thing that pops up in-
cluding Twitter tweets, Facebook 
notifications, emails and bears. As 
an employer, you want the employ-
ee who is focused enough to ignore 
the bears. Of course, this does in-
crease turnover rates because good 
employees are easily mauled, but in 
the long run, it's more productive 
to hire a bear exterminator than 
employees who will run at the first 
snort.

Don't take my word for it. Try this tiny 
test I found on the Psychology Today blog: 
Take a piece of paper and write, "I am a great 
multitasker." Underneath it write numbers 
1-20. Have someone else time you. Then do 
the same thing again. This time have anoth-
er time you while you write one letter of the 
same phrase and then one of the 20 numbers 
underneath it. Switching back and forth will 
disrupt your train of thought as you try to re-
member where you were on each line. Your 
time will increase. Add eating a doughnut to 
the task and not only will your time expand 
but so will your waist.

Why? Each time you switch, your brain has 

to catchup with new or partially completed 
task. Maybe it's only a millisecond or two, but 
catching up is still a requirement. Now try to 
do the task again, except get someone to text 
you really important updates on the Chicago 
Cubs. Can't resist looking, can you?

So how does multitasking really work? My 
theory is habit. If you did the same two-line 
task every day for a month, I predict your 
times would get better. 

Why? Because you will get better at the 
new arrangement of "I" then "1" so on and so 
forth. Your brain is creating a new pattern that 
you can lull into the automatic part of said 
brain. Ever drive home while you’re think-
ing over the day’s water-cooler gossip? Before 
you know it, your home. Your brain does that 
route without even thinking about it.

So stop looking for employees who you 
think can multi-task. Find employees who 
can switch their tasking quickly. Your busi-
ness will be far more productive, unless there 
are distracting doughnuts or hungry bears.

Gus Pearcy
COLUMNIST

Multitask or die: Why you're already dead

Happy 9th  
birthday to the 

Business Leader
Your are reading the 109th edi-

tion of the Southside Business 
Leader, which means the publica-
tion is celebrating its 9th anniver-
sary. 

The Business Leader’s team and 
parent company Times-Leader 
Publications couldn’t be happier. 
We remember the launch party 
nine years ago at Dye’s Walk and all 
of the excitement around the publi-
cation.  My how time flies.

When we launched the Busi-
ness Leader – which debuted as the 
Johnson County Business Leader 
- we did so with the idea that we 
would tell business stories in the 
community that might not ever get 
a headline. We believe we have de-
livered each month and then some.  
From small retail owners to medi-
um size business owners and lead-
ers of not-for-profits, we’ve enjoyed 
sharing their stories with you.

We’d like to take this time to 
thank all of the advertisers who 
have appeared on our pages.  And 
equally important are those who 
read the publication each month. 
That would be you! We’re always 
floored to hear the great comments 
about the Business Leader from 
our loyal readers - and while it’s 
not about us, we do look forward 
to creating those stories that cause 
you to say great job!
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Adrian Orchards
500 W. Epler Ave.

Indianapolis, IN 46217
(317) 784-0550

Adrianorchards.com

Best advice: Something my folks always 
did, was at the end of the season, take a 
break. You have to recharge your batteries. 
Get away for a short time and refocus, not 
be so ground down by the daily routine. 
I try to take a break every year. It doesn’t 
always work out. 

Worst advice: As a general rule, if I have a 
gut instinct on something and someone 
talks me into going a different direction, 
odds are, their idea won’t pan out. That’s 
because I’ve been in the business so long. 

Best business decision: In hindsight, 
downsizing when we did. It wasn’t my idea, 
but there is no way I could manage a farm 
two times as big as I have now. 

Secret to success: Doing whatever you 
have to do to get the job done, as best as 
you can, within reason. At the same time, 
it has to be efficient enough that it doesn’t 
cost too much to get to that point.

In 5 years… Hopefully I’m on a beach some 
place. I’d like to be retired at age 70, but I 
expect I’ll still be here. It won’t happen that 
fast. If the opportunity would be right, I’d 
take advantage of it. 

How George did it?

By Nicole Davis
Adrian Orchards has pro-

vided apples and local produce 
in Perry Township for 90 years. 
Third generation owner, George 
J. Adrian, says the milestone is 
something he can be proud of 
– as it’s certainly taken a lot of 
hard work to get there.

“To be a farmer you have to 
enjoy it,” he says. “It’s a lot of 
work and not a lot of money... 
You grow up on a farm and it’s in 
your blood. It’s what you know 
how to do.”

Adrian Orchards was start-
ed as a hobby by George and 
Edith Adrian in 1925. The build-
ing that currently serves as the 
country store used to be their 
garage and workshop. In the 
‘40s, George J.’s dad, George, 
came back from his military ser-
vice and took over management 
of the business with his wife, 
Carolyn. 

George J. is the oldest of six 
children and he says they all had 
jobs on the farm growing up. 
He and a couple of his siblings 
went into the business together 
in 1988. Their parents left Per-
ry Township for Mississippi to 
start a peach tree farm and sup-
ply the fruit to Adrian Orchards, 
until demand in Mississippi 
grew too large. Carolyn passed 
away in 2002 and the peach farm 
later closed. In 2005, Adrian Or-
chards sold 40 acres of the Perry 
Township farm. They have an-
other farm in Waverly, Ind., where most of 
the produce is grown.

In 2008, George J. became sole owner of 
Adrian Orchards. He and his wife, Monika, 
run the business together, working night 
and day to ensure that they have the highest 
quality produce possible.

“Everything revolves around the farm, the 
work that needs to be done,” George says. “It 
never ends. It’s year-round. We’re trying to 
market the crop this time of year and come 
winter we have to prune the trees. This time 

of year, it’s 100 hours a week. You’re work-
ing outside all of the time. You’re beat by the 
heat or the rain. That’s the challenge. If it was 
easy, everyone would do it.”

The biggest challenge behind operating a 
farm, George says, is the weather. In 2012, 
the spring frost caused them to lose 90 per-
cent of their blooms on the apple trees. The 
summer drought created a shortage of other 
produce. This year, he says the weather has 
helped produce a reasonable apple crop, 
with minimal frost damage. In June there 
was 12 inches of rain and July had 14 inches, 

so that did cause some flooding 
problems. He says that his father 
used to joke that he was a pro-
fessional gambler, because it’s 
such a high risk when business 
depends on the weather.

“You’ll never find a farm-
er who’s ever happy about the 
weather,” George says. “It’s never 
just right.”

What has made the business 
successful through the last 90 
years, George says, is that extra 
touch they can provide that the 
ever-growing number of large 
grocery stores can’t. For several 
generations, people have grown 
up stopping at Adrian Orchards. 

“It’s kind of like your own 
family,” George says. “If people 
are just friendly here, we say 
hello or remember your name, 
that’s a connection that will 
keep them coming back. You 
have a personal attachment. We 
can give you information about 
the produce. People realize it is  
locally grown, that’s an impor-
tant thing nowadays. Instead of 
driving by with a grocery cart, 
you can get a little information 
about the varieties of peaches, 
corn and what’s freshest.”

Busy season for the business 
is October, but they begin har-
vesting their apples in July and 
don’t stop until the first of No-
vember. They begin making 
their own cider in the fall. Oct. 3 
and 4, Adrian Orchards will host 
its annual Harvest Fest, from 11 

a.m. – 6 p.m. on Saturday and noon to 5 p.m. 
on Sunday. They will offer expanded activi-
ties for children, food, live music and more. 
As they recognize their 90th season, George 
says they will continue to provide the same 
quality produce and friendly customer ser-
vice like it’s been done since 1925.

“I enjoy growing things that people appre-
ciate, the fruits of my labor basically, that’s 
the most gratifying,” George says.

•	 Favorite apple: “At this point, is the 
Jonagold. They are the best right off the 
tree but they have a short shelf life.”

•	 “I just eat, sleep and work. There’s not 
much of a social life in this business.”

•	 “I like to catch a little sports late night, 
whatever is current: basketball or 
football.”

•	 George was named the fastest apple 
picker in the Guinness World Record 
book for picking 365 ½ bushels of 
apples in eight hours on Sept. 23, 1980. 
He still holds this record.

Getting to 
know George…

COVER STORY

George J. and Monika Adrian celebrate Adrian Orchards’ 90th season of providing  
locally-grown produce to the Perry Township and surrounding communities

Core Values

George J. Adrian

“To be a farmer you have to enjoy it. It’s a lot of work and not a lot of money...  
You grow up on a farm and it’s in your blood. It’s what you know how to do.” 

~ George J. Adrian

Photo by Nicole Davis
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Andrew Angle is the owner of NetGain Associates, Inc. He 
can be reached at (317)534-2382.

Local businesses fortunate enough to 
land at the very top of the local section 
of search results get tons of 

valuable leads.
I know of a local dentist who 

landed at the top of the local search 
results pages on the term "In-
dianapolis dentist". Lucky them! 
Without spending a penny on ad-
vertising they got around $3,000 
worth of new patient leads every 
week from the top spot. How did 
they get that spot? They had a lot 
of customer reviews posted on a 
third party site.

When the phones stopped ring-
ing, they got worried. After weeks 
went by, I was called to the task of figuring 
out what happened. They disappeared from 
the top spot. They weren’t even on the first 
page of local results anymore. Why? To bol-
ster its own new property known as Google 
Plus, which offers a customer reviews fea-
ture, Google decided that the only reviews 
that should count toward boosting visibility 
should be the ones posted on Google+, rath-
er than Yelp, Angie's List, or the many others 
that Google didn’t own.

What’s next? With Google receiving 

around 4 billion searches per day, it has clout 
to play hard-ball in local advertising mar-

kets. Local search results include 
seven free listings. Phone numbers 
appear beside the link so that users 
can search, find, dial, and buy. In 
Google’s beta tests, all of the top lo-
cal search results on the first page 
are paid ads. And, phone numbers 
and web addresses are hidden until 
the user clicks. Search “San Fran-
cisco plumbers” and what you get 
is a list of plumbers who all have 
to pay Google to be included in the 
list. What’s more, you have to click 
to see contact information. The 
biggest change here is that users fill 

out a lead generation form that tells Google 
who you are and the service you need, then 
Google sends the lead to the selected plumb-
ers. For the plumbers it’s no pay, no play. If 
you have a service-based business, Google 
may be your new middle-man rep.

Go to http://BusinessLeader.bz/tech for 
more digital marketing news.

Another game changer is 
coming from Google, and 

Google plays to win

BIZ WEB

Andrew Angle
COLUMNIST

BIZ BRIEF

Jim Ittenbach is owner of SMARI, a research company, and 
he offers insights based in his years conducting research.

Balancing price and value is a perpetual 
battle for marketers – but now emphasis 
is totally upon price and place. While 

all consumers seek great deals, it can often 
become a hollow victory for a brand. 
It seems like consumers are willing 
to forgo attentive service or lasting 
quality in pursuit of the absolute 
lowest possible price. Self-serve 
everything, eat in your car fast food, 
online shopping, and discounted gas 
all arrives stripped of any engaging 
value beyond product functionality 
and accessibility. 

Research clearly indicates that, 
without an emotional engagement 
that triggers intrinsic consumer 
value, a product for cash exchange 
engenders little brand 
connection – and 
definitely little loy-
alty. Yet, manufac-
tures have abandoned 
safeguarding brand 
loyalty as they drive 
consumerism toward 
a willingness to inter-
change bands at each purchase. 

Customers are self-navigating in the dis-
covery, purchasing, processing, servicing, 
and construction of products. Of course, 
this ownership of the selling and purchas-
ing process does trigger an intrinsic sense 
of pride (the customer has snagged the best 
price for himself ). However, this self-direct-
ed victory completely undermines the influ-
ence of brand – it’s all about delivering an 
on-demand deal that meets an immediate 
need. 

The self-directed selling tactic has shifted 
the power of a brand from the producers to 

the distributors – thus Amazon has more 
brand clout than the product’s manufactur-
er, Etsy has more brand loyalty than the art-
ist, and Pinterest has more brand value than 

the idea’s originator.  Retailers like 
Office Max, HH Gregg and Hall-
mark are becoming obsolete try-
ing to compete with free shipping, 
overnight delivery, and promo-
tional codes that are conveniently 
delivered to mobile devices. Even 
supermarkets are feeling pressure 
from online shopping with next 
day delivery.  As such, retailers are 
clamoring to employ, not battle, 
consumer-navigated purchasing 
channels. How many times have 
you shopped in a store and then 
purchased the product cheaper 

online?
So can a brand 

compete and re-
tain clout balanc-
ing price/accessibil-
ity? While innovative 
functionality does 
win, it is often short 
lived (Apple). Brands 
like Hoover and Bis-

sell lost market leadership to lower priced 
Sharp’s innovation. Conversely, Dyson ob-
tained brand loyalty delivering an innova-
tion that triggers pride at three times their 
price. Brand loyalty is achievable, but only 
by understanding the emotions driving con-
sumer’s usage! A winning combination will 
engage, enlighten, empower, and energize 
emotional attributes when consumers con-
nect with your brand. Live long and prosper.  

Losing your brand  
to lower prices

BIZ RESEARCH

Jim Ittenbach
COLUMNIST

"While all consumers  
seek great deals, it can  
often become a hollow  

victory for a brand."

Terry Lee 
dealerships  

ranked highly by 
Automotive News

For the third year, Terry Lee Honda in 
Avon has ranked in the Top 100 car dealer-
ships to work for out of 17,000 in the Unit-
ed States, according to Automotive News. 
Dealership owner Terry Lee attributed his 
Automotive News Awards to the family-like 
culture he strives to portray. Lee started off 
at Tom Wood before opening up a Chevro-
let dealership in Cincinnati. In a market of 
32 stores, Lee’s store made it to number one 
before he sold it in 2008 and began work on 
Terry Lee Honda in Avon. Terry Lee
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OPEN FOR BUSINESS

Father and son, Mike and 
Christopher McManus, have 
teamed up to open MAS 
GrafX in Beech Grove, pro-
viding printed t-shirts for any 
occasion. 

Since the shop opened in 
June, they say that the Beech 
Grove community has sup-
ported them well and they’ve 
already received large orders 
from Beautify Beech Grove, 
the high school band, local 
businesses such as Regal Do-
nuts and three political cam-
paigns.

“I enjoy when I can deliv-
er the shirts to the customer 
and see how much they like 
them,” Mike says. “I enjoy the 
creative part of the screen 
printing, the design work.”

Mike started the business 
two years ago out of his home 
in Greenfield. Mike decided it 
was time to open a shop, and 
chose the Beech Grove area 
so that Christopher could 
get involved. MAS stands for 
McManus and Son. Chris-
topher, 15, is a sophomore at Beech Grove 
High School.

“I get to learn a lot about basic produc-
tions, supply and demand and economics,” 
Christopher says. “It’s like the things I’ve 
learned in school but with a real life lesson. 
It’s also fun when you walk around Main 
Street and see people wearing a shirt that we 
made; there’s a sense of pride in that.” 

The shop is primarily open in the eve-
nings, and Mike jokes that he should have 
named the business “Second Shift Shirts.” 
They are located at 307 Main St., with the 
entrance facing 3rd Ave. They decided to 
run the shop with an open atmosphere, one 
big room with all of their equipment that 
the customers can see when they come in. 
Mike and Christopher say they look forward 
to growing the business in the Beech Grove 
community, and getting to spend more time 
with each other in the process.

Why did you open this business?
It’s something new. My son and I had 

played card games. That got us into creat-
ing custom game mats, which evolved into 
printing t-shirts. 

What did you do to prepare for opening 
your business?

I took a leap of faith, realistically. I said it’s 
time to open a shop and decided to open it 
in Beech Grove. 

Who is your ideal customer/client?
Everybody. If you want three shirts for a 

golf outing or 300 shirts for a summer camp, 
you’ll be treated the same and I’ll do either 
one.

How do you plan to be successful?
Good products, good service and giving 

back to the community. That’s our philoso-
phy.

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

People would be surprised about our pric-
es. We’re very competitive. We have a really 
good price structure and enjoy what we do.

MAS GrafX
302 Main St.

Beech Grove, 46107
(317) 467-5014
mas-grafx.com

Mike and Christopher McManus provide screen-printed 
products at MAS GrafX in Beech Grove

Compiled by Nicole Davis

Pride in printing   

Christopher and Mike McManus

Photo by Nicole Davis
Howard Hubler can be reached at howard@hubler.com.

Leave it to Democrats to come up with 
some new green concept. Once every 30 
or 40 years, a Republican comes up with 

a clever green concept, too. In our 
case, Mayor Ballard came up with 
a brilliant idea to park plug-in cars 
bumper-to-bumper down the road 
and allow people to auto share. The 
biggest problem seems to be that if 
you find one that has had a child in 
it, you might find yourself sitting on 
a french fry. Outside of that, it seems 
like a fairly good idea. The biggest 
problem now though, is that the 
Democrats did not think of it first.

When you think of a Democrat 
and a green project, what third 
thought comes to your mind in a millisec-
ond? You have got it: a tax credit to make it 
"viable." Well, nobody has ever had to think 
what would happen if a Republican thought 
of a green deal first. He has the same concept, 
just no tax credit. Logic would suggest that 
the Democrats would jump up and down that 

the project needed tax credits to make a good 
deal better. I was at the fair last night, and I 
bought my grandkids a $1 wind mill, but it 

only cost a dime because it came 
with a $.90 tax credit. You know 
the drill.

So, this is an intelligence test. 
The Republican mayor came up 
with the idea of the green car first. 
So, what do the Democrats want 
to do? Tax it! You got the answer 
right. It's amazing how predictable 
some political things can be. And 
to think, there are two politicians 
who could be considered certifi-
ably nuts – that out of control bil-
lionaire Trump and our nation’s 
only socialist congressman Ber-

nie. They are soaring at the top of the charts 
because they are not your normal politician. 
Yes, nuts they may be, but they are not your 
normal politician. It is amazing to see how far 
some people reach in the political arena for 
the new normal.

Howard Hubler
COLUMNIST

Electric car woes  
and the new normal

PEER TO PEER
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The Sewing Lady
502 N. Meridian St.

Greenwood, IN 46143
(317) 413-2807

thesewinglady.org

Main photo: Casey enjoys creating bridal veils and 
flower girl dresses. “I could sit and make the veils 
and the dresses all day long,” she says. “It’s creative. 
There’s no end in sight.” Fabrics/Dresses: Casey 
doesn’t waste any materials in her shop. Scrap pieces 
are saved for future projects. The Sewing Lady has a 
wide collection of fabrics, laces and materials. Group 
photo: from left, Gloria Pitman, Jennifer Burton (one 
of Casey’s daughters) and Diana Casey.

Photos by Nicole Davis
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Sew much business 

By Nicole Davis
Diana Casey started sewing as a young child, sit-

ting at her grandmother’s feet and piecing togeth-
er scraps of material, taking them apart and putting 
them back together. After 47 years of experience, 
Casey’s passion for sewing continues to show as 
items needing altered and repaired consistently 
come into her Greenwood business, The Sewing 
Lady.

“I love the challenge of regular alterations,” Casey 
says. “I think that’s from my childhood with the puz-
zles, taking a part the fabric and tearing it apart. I 
love creating.” 

Casey graduated from St. Agnes High School in 
Indianapolis, which is no longer in operation. She 
married and had two daughters. Not having finan-
cial help, she turned her living room into a sewing 
shop, where people would come to her house in the 
late 70s and early 80s. One day, she saw a bridal store 
and says that she thought, “I can do that.”

“I continued to grow, Casey says. “I opened a little 
consignment store in ’81 or ’82. In the 80s and 90s, 
I had five bridal stores. I was crazy... I woke up one 
day and said why am I still doing all of this? I got rid 
of the stores and went to work for my competitors, 
to see how it was done on their side.”

Casey worked in marketing and as a sales rep-
resentative for a few companies before deciding to 
leave. She operated The Sewing Lady in Fountain 

Square for a while, until the building was sold. The 
business moved to Greenwood in March, which is 
where Casey resides.

“Here I am again,” Casey says. “I love what I do. 
We have a very successful business. We do a good 
job. I give a fair price. We’re a happy store. The key is 
you just do what you’re supposed to do. It’s so sim-
ple. Give the customer what they want and at a fair 
price. Everything else falls in line.”

Casey says that business is thriving partially be-
cause people don’t learn to sew anymore. She gets 
asked to do everything from fixing a shirt button to 
altering prom and bridal dresses. They altered ap-
proximately 200 prom dresses last season. 

“On the bridal side, I love when the bride comes 
in and the dress doesn’t fit at all,” Casey says. “I love 
when I altar that. She comes in for another fitting 
and it’s become her dress. The bride is so happy, the 
mother is so happy.”

Casey says that she looks forward to becoming 
more active in the community. She is a member of 
the Greenwood Chamber of Commerce. She says 
that a long-term goal is to be able to visit retirement 
homes and do small repairs as a way to give back to 
the community. The Sewing Lady will begin offering 
sewing classes in December with small class sizes to 
teach people to use their machine. For more infor-
mation, visit thesewinglady.org.

The Sewing Lady relocates to Greenwood  
where owner, Diana Casey, continues to focus on 

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

Powerful  
solutions  
for powerful 
businesses.

Businesses depend 
on Duke Energy for 
our reliable service, 
competitive rates, and 
technical support to help 
manage their energy use. 

Our award-winning site 
selection services are 
also available to help our 
business customers gain 
a competitive edge – and 
have a positive impact on 
our communities.

THE PERSONAL TOUCH

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/.

YOUR BUSINESS

Erin Smith
COLUMNIST

The word confidence is defined as, “a 
feeling or belief you can do something 
well or succeed at something”, according 

to Merriam-Webster Dictionary.  This is an 
inward state of mind or being and 
manifests in outward behavior…or 
perhaps attitude.   

Katty Kay and Claire Shipman, 
coauthors of T”he Confidence 
Code: The Science and Art of Self-
Assurance—What Women Should 
Know,” say confidence isn’t just an 
attitude: "We spent a long time try-
ing to define confidence because we 
felt that it would be easier to grow 
it if we really knew what is was," 
they write in their book. "In the end 
we came to this conclusion: Con-
fidence is life’s enabler — it is the 
quality that turns thoughts into action."

Although Kay and Shipman’s book speaks 
directly to women, their six habits transcend 
the sexes. Confidence takes practice. Calcu-
lated risk-taking and a change in the way you 
think are required. 
1. Push Yourself Outside  
your Comfort Zone

Nothing builds confidence like taking ac-
tion, especially when the action involves risk 
and failure, say Kay and Shipman. Confident 
people start small and continue to take action 
until they become more comfortable with the 
risk.

"Nerves are normal—everyone has them," 

write Kay and Shipman. "The difference be-
tween a confident person and an unconfident 
person is simply that the confident person acts 
on their ambitions and desires and doesn’t let 

fear of failure stop them."
2. View Failure as Information

Confident people are not im-
mune to failure; instead of letting it 
stop them, they view it as an infor-
mation-gathering session.

"It’s a notch in their belt and 
proof that they’ve started moving 
in the direction they want to go," 
says Sincero. "Confident people 
thank the experience for the lesson, 
and then they course-correct."

It’s not the strongest species that 
survives, it’s the one that’s most 
adapt able. 

3. Watch Self-Talk
Sincero says confident people don’t speak 

badly about themselves. Instead, they ques-
tion their self-doubts.  

Kay and Shipman call that getting rid of 
NATS (negative automatic thoughts): "Wom-
en are particularly prone to NATS. We think 
we make one tiny mistake and we dwell on it 
for hours and hours … and it kills our confi-
dence," they write.
4. Take Responsibility

Instead of feeling like a victim of their cir-
cumstances, confident people take ownership 
of their situation and do something about it, 
says Sincero.

"They don’t blame their parents or others, 

they take responsibility and change the things 
that are getting in the way of their goals," she 
says.
5. Seek Out Inspiration and Advice

Sincero says confident people read books, 
take classes, practice meditation, and find 
coaches and mentors who have done the 
things they want to do.

"If you’re confident then you don’t feel 
weird about showing your vulnerability and 
opening yourself up to learning from some-
body else," she says. "Insecure people stay 
where they are because they’re afraid of ad-
mitting their weaknesses."
6. Use Power Positions

Sitting up straight gives you a short-term 
confidence boost, say Kay and Shipman. The 
coauthors suggest keeping your abs in and 
chin up, which they call "astonishingly simple 
yet woefully infrequent."

I agree with Kay and Shipmen’s statement, 
“Confidence is life’s enabler—it is the quality 
that turns thoughts into action.”  Confidence 
expert and author, Jen Sincero is referenced 
in the passage above and I love this quote 
of hers, “Most answers reveal themselves 
through doing, not thinking.”  So, if you think 
of a good idea, act on it.  Increase your con-
fidence and start doing.  Let your confidence 
be your enabler.

Let confidence be your enabler

Scott Flood
COLUMNIST

You’re just not pleased with the way 
things are going. Sales seem to be 
down, despite that new 

marketing campaign you launched 
three months ago. And frankly, 
you’re tired of it. So toss it aside and 
come up with something new. 

Bad idea. Company leaders who 
change their marketing approach-
es only slightly less often than they 
change their underwear are usual-
ly wasting time and money. If your 
company needs a new market-
ing approach every few months, 
something is fundamentally wrong 
– and the problem isn’t in your 
marketing.

Marketing and advertising efforts often 
become the proverbial tail that’s expected 
to wag the dog. Companies invest buckets 
of money in marketing and advertising as 
though they were some kind of magic potion 

crafted to solve a whole flock of issues. 
Fact is, the most effective marketing ap-

proaches are consistent, long-
term efforts that are built upon 
a company’s strategic plan. So, if 
you’re not changing your strategy 
every few months, you probably 
shouldn’t be changing your mar-
keting that often.

Should you adjust and adapt 
your efforts to reflect what’s hap-
pening in your marketplace, or to 
seize unanticipated opportunities? 
Absolutely. But that’s not the same 
as throwing everything out and 
starting from scratch every time 
you feel frustrated and disappoint-

ed. In fact, if your feelings are what’s driv-
ing your marketing efforts, that may be the 
root of your problems. Business strategies 
should be based upon rational and dispas-
sionate analyses, not upon your emotions at 
any given moment.

Think of the large companies you admire. 
What do they stand for? Can you describe 
them in a short phrase? I could name a doz-
en companies, and the images that pop up in 
your mind would be identical to what pops 
up in mine. That’s because those companies 
know who they are, and they have the confi-
dence in that knowledge to stay focused over 
the long term. They’re not shifting gears ev-
ery three months or jumping every time a 
competitor provides some kind of perceived 
threat.

If you’re not 100 percent sure of who 
your company is and what your market-
place wants, you probably shouldn’t spend 
so much on trying to create connections 
between the two. You may actually succeed 
from time to time, but it will be more of a 
lucky accident than the result of brilliant 
strategy. 

Time for a new marketing approach? 
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Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Dan Miller is founder and president of Historical Solutions 
LLC - Ideas and Inspiration Through History. Dan uses history 
to help people strengthen their leadership. His website 
is historicalsolutions.com.

We know that a company’s first line 
supervisors are important. For 
many employees, their boss is 

their conduit to the organization: 
how the supervisor communicates, 
interacts, and treats people forms 
the basis for how employees feel 
the company as a whole operates. 
Managers can also be directly 
responsible for employees’ decisions 
to stay in or leave their jobs. There 
is much truth to the old adage that 
“People don’t leave companies … 
they leave bosses.”

The question, then, is how su-
pervisors can best motivate their 
employees, particularly in times of 
change. One recent study looked at how su-
pervisors were most effective in persuading 
customer service representatives to adopt a 
new technology tool. Specifically, they 
examined which supervisors’ be-
haviors were most likely to result 
in their team of employees hav-
ing a positive attitude toward 
the new technology and using it 
readily.

It turns out that employ-
ees were most positively in-
fluenced by managers who 
showed – through both 
their actions and words – 
that they believed the new 
technology was beneficial. 
Bosses who believed they 
themselves could success-
fully use the tool, and who 
expressed the belief that 
the tool would make them 
more efficient, were more 
persuasive than those who 
merely told employees that 
the team had to use it. 

On the other hand, this study reinforced 

a commonly held stereotype about genera-
tional differences in the use of technology 
in the workplace. It turns out that age dif-

ferences between the manager 
and his/her employees mattered 
a great deal. When there was a 
large age gap between the two 
(for example, a young supervisor 
and an older work team), having 
a manager who strongly valued 
the adoption of new technology 
actually decreased the extent to 
which employees intended to use 
it. This was also the case whenev-
er a manager was judged generally 
non-charismatic or was not liked 
by subordinates. The researchers 
hypothesized that the more simi-

lar to them employees perceived their man-
ager to be, the more likely they were to be 
influenced by that manager’s motivation for 

a new task.
These results tell us that employees’ 

motivation to engage in new behav-
iors depends in part on their super-
visors’ motivation toward those 
behaviors. Managers should real-
ize that their motivation for a task 
“spills over” to affect their employ-
ees, particularly those close in age. 

And the more similar a manager 
is to the people he/she super-

vises, the stronger this “con-
tagion” effect will be.  

………………………………
Wieske, J., Kraus, F., Ala-

vi, S. H., & Kessler-Thones, 
T. (2011). How leaders’ mo-
tivation transfers to cus-
tomer service representa-
tives. Journal of Service 
Research, 14, 214-233.

Motivation spillover
BIZ MANAGEMENT

Carolyn Goerner
COLUMNIST

It was a Wednesday in 1862. July 9. 
Indianapolis. Benjamin Harrison took a 
walk. His life was never the same after that. 

He was twenty-eight years old.
He went to a meeting, to a shop, 

to work, to home, and then to an-
other meeting before returning 
home and going to sleep. The dis-
tance spanned a little more than 
a mile, the time lapsed was over 
eight hours.

During the course of his day, at 
nearly the outset in fact, Harrison 
raised his hand to volunteer to or-
ganize the 70th Indiana regiment 
in the Civil War. By the end of the 
day, he had let the city know of his 
decision — 21,000 people lived 
in what's called the Mile Square marked by 
East, West, North, and South streets today. 
Two people signed up for his unit. Roughly 
900 more to go.

This was the day that 
Major Change entered 
the life and leadership 
of Benjamin Harrison. 
Not minor or middling 
stuff, but Major Change, 
the kind of change that 
upends your outlook, 
smashes your routine, 
and puts your strengths 
and weaknesses under 
enormous stress. 

Note again the year 
and month. July 1862. 
For your history buffs, 
the math calculations 
should already be at 
work. For everyone else, 
permit me to make the 
point explicitly: Harri-
son waited for sixteen 
months before decid-
ing to enter the war. Al-
most a year-and-a-half 
passed after southern 
rebels fired on Fort Sumpter and launched 
what is generally viewed as the beginning of 
the Civil War in April 1861.

Why?
Well, Harrison then was like a lot of us 

now. He waited, thinking that the war would 
end, the war must end, and it would all be 
over. The American Union would stand and 
life would move on.

Today, we often talk about "processing 
change." You may have different words for 
it, but I think of processing change as essen-
tially the wheels that turn in your head and 

ultimately drive you to the decision of em-
bracing change. Harrison required sixteen 
months of processing.

There is a lesson there for you 
and other leaders in 2015. Harri-
son's wait revolved around his ac-
ceptance of the best thinking of 
the day, the conventional wisdom. 
Conventional wisdom was that the 
war would end quickly. 

Then, conventional wisdom 
adapted. Perhaps the war was lon-
ger than expected, but the trend 
was generally positive from a 
Union perspective. Victory might 
be just around the corner. This was 
the new prevailing view.

Both expressions of convention-
al wisdom were wrong. 

Benjamin Harrison's processing of Major 
Change involved his struggle with conven-

tional wisdom. To em-
brace the former he first 
had to do battle with the 
latter. For him, sixteen 
months needed to lapse. 
During that time he saw 
the scale of the war's 
battles increase ten-
fold. The national mood 
soured. The possibility 
grew that foreign gov-
ernments would recog-
nize the rebels as a sep-
arate nation. Harrison 
acted on that hot July 
day in downtown India-
napolis in 1862.

For you, instead of 
sixteen months, maybe 
you'll need only be six-
teen minutes, sixteen 
days, sixteen weeks. 
Whatever the case, 
you'll have to do what 
Harrison did: confront 
and overcome the pow-

er of conventional wisdom.
Contact me at (317) 407-3687 for more 

information about my "Walkshop" on Ben-
jamin Harrison and the processing of Major 
Change.  

A hike for leadership: A mile and a 
day of Benjamin Harrison’s life

BIZ HISTORY

Dan Miller
COLUMNIST

1896 Pach Brothers studio photograph of 
United States President Benjamin Harrison. 
(Public Domain)
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Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

Jack Klemeyer
COLUMNIST

COACH’S CORNER

This past month while working with the 
2015 class of Leadership Hendricks 
County using the book, “The Five 

Dysfunctions of a Team,” a question was asked, 
“What do you do when the leader 
is not leading?”

The more I work with compa-
nies of all sizes, I see challeng-
es cloaked in other names: sales 
problems, employee engagement, 
customer service challenges and 
the list goes on and on. It is hid-
den behind so many other labels, 
but the real challenge in these 
companies is that the leader is 
not leading.

The reasons for this can be 
one or more of so very many. 
Perhaps he does not know what to do, she 
does not know how to do what needs to be 
done, sometimes it is 
based in fear, fear of 
upsetting someone or 
creating change, and 
sometimes it is that 
the leaders are just 
plain worn out. They 
may have been in the 
role too long. 

Whatever the rea-
son it is a real prob-
lem. Previously, I 
wrote about the fact that nature abhors a 
vacuum. This is true and when a leadership 
space is empty, it will be filled by something. 
A quick look to the global challenges we all 
face these days shows that.  And you prob-
ably do not have to look far to see the same 
in your community or business.

The five dysfunctions of a team noted by 
Patrick Lenceoni in his book are: 1. Absence 

of trust, 2. Fear of conflict, 3. Lack of com-
mitment, 4. Avoidance of accountability, and 
5. Inattention to results. Any of these seem 
non-threatening in the beginning, and, I 

am sure every team starts with the 
most positive of intentions, but be-
fore long things spiral downward 
and out of control. 

The good news is there are five 
signs of a healthy team, which are 
the opposites of the dysfunctions. 
Every team should aspire to instill 
or create those qualities to operate 
at their best. I have been blessed 
to have been on some really great 
teams; some I found myself on by 
chance and, I am proud to say, a 
couple I created. 

Gary Everling, chief strategy offi-
cer at Hendricks Regional Hospital, shared 
that when he hears all good news and no 

negative or bad news, 
his radar goes off. 
Someone in the orga-
nization is not fessing 
up to what is really 
going on. Bad news is 
not a negative thing.

He is correct, bad 
news is not a negative 
thing. It is the oppor-
tunity for collabora-

tion, growth, change and potential improve-
ment. 

The question every business owner or 
professional needs to ask themselves is, 
“How soon would you want to know that 
something wasn’t working in some part of 
your business?” 

Star Trek isn’t the only place a 
cloaking device is present

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

Mike Heffner
COLUMNIST

The business world we are living in is 
changing at a pace that we have not 
seen before. Communication happens 

in the blink of an eye and decisions have to 
be made quicker than ever. There are lots of 
reasons: technology, social media, 
the economy and the internet are 
just a few. This has business leaders 
working and operating at a speed 
that in many cases is almost instant. 
It has created impatience, stress, and 
absence of wellness.  In some cases 
it even moves to impulsiveness or 
rage. This has formed a workplace 
that seems to demand working 
faster and harder. I recently read 
Marlene Chism’s book called “No-
Drama Leadership” and she feels 
that as business leaders, we 
are caught up in the myth of 
believing that is how it should 
be. She explains as leaders 
we may not see choices, but 
that there are actually endless 
choices. She says that our 
times call for “Enlightened Leadership.”

Recognize choices and how they promote 
empowerment – Every day we make choic-
es that either empower others or create fric-
tion. We must realize as leaders that we have 
to ask questions and learn the facts. Our role 
is to create engagement and alignment and 
empower others to follow our lead and take 
action without a “Mother, may I?” type of 
environment. This allows for our teams to 
move quicker but not necessarily work hard-
er.

Balance choice with responsibility – It is 
our responsibility as leaders to recognize the 
choices and know that we must help others 
do the same. We must become good listen-
ers looking to understand and listen for neg-
ativity and misalignment and find ways to 

promote morale and clarity. Misalignment 
wastes time and energy and thwarts engage-
ment which leads to productivity.

Have the eyes of discernment to create a 
new vision – As leaders, we have to promote 

social change in our businesses 
and the communities we serve. As 
a leader, you will need to provide 
transparency in a high speed and 
fast paced environment, looking to 
develop others and allowing them 
to share the mission and values 
of the organization. As others be-
come the brand and share the vi-
sion, the entity grows quickly and 
those a part of it are empowered.

Own the mastery of self and 
model excellence – As a leader, 
you are your brand and you are 

responsible for your leader-
ship growth and the busi-
ness results. You must mod-
el the mindset and actions 
that transform and promote 
your culture. Your role is to 
create alignment, awareness 
and build morale through 

strong communication.
I agree that great leaders help us to think 

a new way, help us believe in who we are and 
provide a vision for the journey. In some cas-
es they can totally change your direction. I 
know I have had some leaders in my life who 
influenced me in such a way that I changed 
course. I am grateful for these leaders and 
the impact they had on my life. They had to 
speak boldly and, at times, made me feel un-
comfortable, but in each case I knew they 
had my best interest at hand and were look-
ing to help me build the bridge to my future.

Are you a no-drama leader?
PERSONNEL MATTERS

BIZ BRIEF

“How soon would  
you want to know that 

something wasn’t  
working in some part  

of your business?” 

"Communication 
happens in the 

blink of an eye…"

Center Grove, Clark-Pleasant, and Greenwood school 
corporations, the three closest school systems to the 
Endress+Hauser Greenwood campus, each receive 
$10,000 to help fund STEM educational programs. On 
Aug. 3, representatives from Endress+Hauser presented 
checks to the respective superintendents and education 
foundations to award $30K to benefit STEM education 
and students passionate about Science, Technology, Engi-
neering and Math. To help inspire future engineers and to 
fill the various technical skills gaps, Endress+Hauser has 

launched a series of initiatives that support students in 
STEM studies and STEM-related careers such as: 

Annual Community Career+Education Forum (focused 
on 7-9th grade), Scholarships (Launching Scholars and 
Sustaining Scholars), Classroom grants to benefit schools 
within the Central Nine Career Center school districts. 

These grants were made possible through the 
Endress+Hauser Fund and partnership with the Johnson 
County Community Foundation, jccf.org. For more infor-
mation, visit us.endress.com/STEM-support.

From left, Brandyn Ferguson, Crystal Hunt, Dr. Rich Arkanoff, Carla 
Johnson and Matt Goodpaster.

Endress+Hauser donates $30,000 for STEM education to area schools
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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.

NOW THAT WE’VE BEEN OPEN

When Chris Schneider took 
over Madison Avenue Pub in 
October 2014, he says he knew 
it was time for a change. The pub 
got a new name, logo, brand-
ing, menu and he introduced in 
craft beer and a wider selection 
of liquor. Since then, he has got-
ten to know the Southside com-
munity better, and says he looks 
forward to continuously grow-
ing that relationship through 
the business that appeals to all 
types of people.

“It’s the people that are the 
most enjoyable part of owning 
this business,” Schneider says. 
“It’s interacting with differ-
ent customers, different types 
of people. One of the wonder-
ful things about owning bars 
and our goal is, to make their 
neighborhood gathering places. 
When it works, which is does 
down here and on the North-
side, you get to meet people, 
get to know people. That’s what 
makes it fun.”

Growing up, Schneider says 
that he watched how his par-
ents operated their restaurant, 
Something Different. He says it was the only 
restaurant in Indiana to be in the Fine Din-
ing Hall of Fame and to have five diamonds 
from AAA. He went on to study hospitality 
management at Purdue University and knew 
that he’d want to own a bar or restaurant one 

day. After a year and a half of searching, he 
bought the 86th Street Pub on the Northside 
of Indianapolis. Last year, he took over Mad-
ison Avenue Pub.

Schneider also has a consulting business 
and does accounting. He says it’s his well-
trained and knowledgeable staff that allows 

him the opportunity to spend 
time in those different areas. 
He still makes sure to be at the 
Southside pub a few days a week 
to make sure everything is run-
ning smoothly.  

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

Having owned a bar on the 
North Side for years, when I 
came down here, I started to do 
things identically. Over time, the 
most valuable advice has been 
learning how the Southside 
works. There are some different 
nuances of things. I’ve picked 
up little things about how the 
Southside works, and how to 
market to people in this market. 

How have things changed 
since you started your 
business?

Not many. We just did an 
hour change at the beginning of 
August because this area goes to 
bed earlier. We close at 1 a.m. 
through the week. On the week-
ends, it’s still open until 3 a.m. 

As far as the way we do things and our menu, 
that hasn’t changed much.

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

Overcoming the previous reputation. This 
bar has been here for years, since ’78. This 
location had become almost a little stale, so 
trying to breathe some new energy into it has 
been a challenge. It’s been a process to bring 
in a more diverse clientele. It’s been moving 
beyond the standard bar crowd. It’s creating 
and having the reputation where everyone in 
the community feels comfortable.

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

It takes a lot of time and there are a lot of 
things as the owner that you have to do your-
self. You can hire great employees, have a 
great staff and a business that runs itself but 
at the end of the day, you still have to check 
everything and be there because if you don’t 
put in the time and care, no one else will.

What is the hottest new trend  
in your industry?

Craft liquor. Craft beer is everywhere. On 
the Southside it’s still growing, but craft beer 
is available almost everywhere. The next big 
thing is going to be craft liquor.

Madison Avenue Pub
7350 Madison Ave.

Indianapolis, IN 46227
(317) 784-6909

MadisonAvePub.com

Chris Schneider aims to create an environment where 
everyone can feel welcome at Madison Avenue Pub

Compiled by Nicole Davis

Recrafting an old image

Chris Schneider

Photo by Nicole Davis

Jeff Binkley
COLUMNIST

Last month, this column posed the 
question, “Is a perfect market 
storm brewing?”  Since then, 

I haven’t seen too many things 
to assuage my fears. In fact, my 
apprehension level is rising. I’m 
writing these words the morning 
after the “China Surprise” in which 
China unexpectedly devalued its 
currency (Aug. 11).  It’s now about 
an hour before market open, the 
overseas markets, including the 
markets in the yuan and other 
currencies remain under extreme 
pressure. As of this moment, the 
yuan is down another 1.6 percent for a total 2 
day devaluation of around 4 percent. Futures 
on the Dow Jones Index indicate another triple 
digit drop at market open today.

Everyone is focused on The Fed and its in-
terest rate policy. Previously, there 
was mounting expectation that 
Yellen and her crew would begin 
a slow, controlled increase in the 
Fed funds rate, likely in Septem-
ber. Now, that prognostication 
has been blurred. Market players 
anticipating a September interest 
rate increase and took positions 
in preparation now have to adjust 
unexpectedly. And market players 
hate the unexpected. Thus, you see 
the recent almost daily triple digit 
swings in the Dow Jones Index.

In a strong dollar world with our 
trade deficit still increasing, a weaker yuan 
does not help US exports, nor consequently, 
does a weaker yuan help revenues and earn-
ings of US companies. Last month, one of 
my bullet points was:

“Earnings reports are starting to show 
some fatigue in the ability of companies to 
meet or exceed analysts’ estimates.  Rev-
enues reported by many companies have 
shown flat to declining numbers for the first 
two quarters of 2015. If that trend continues 
in the third quarter, and those reports begin 
to come out in late September and early Oc-
tober, equity markets could become trou-
bled.” 

The “China Surprise” will likely have ar-
rived too late to have much impact on 2015 
Q3 earnings for US companies, but Q4?  Q1 
2016?  May of 2015 brought a new record 
high on the Dow Jones Index of 18312. The 
last few days prior to this writing saw the 
Dow touch 17300. A thousand point drop. 
Percentagewise, that’s about 5 percent. Is 
this the start of a long overdue and healthy 
10 percent correction? Or is it indicative of 
something more sinister?  

Human beings are creatures of habit and 
routine. One of the benefits of the stock 
market is having so much historical data 
available. But that data is also a curse. Be-
cause we’re human, we see patterns and 
trend lines and take for granted that because 
it happened before, it will happen again in 
the same way. Newsflash announcement: No 
bull market, no bear market, no rally, no cor-
rection, no crash is like the last one. Only in 
hindsight and through forcing the data into 
neat and rationalized patterns do we come 
to the belief that this time looks like the last. 
Stock buybacks, rising interest rates, the 
China Surprise. Only after whatever is go-
ing to happen happens will we “understand” 
why.  Prepare, protect, and position your-
selves accordingly. 

The ‘China Surprise’ and the perfect storm rising
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September Chamber 
Meetings & Events

3 – Greater Greenwood 
Chamber of Commerce 
(Legislation Matters 
Luncheon featuring US 
Senator Joe Donnelly); 
Sept. 3; 11:30-1 p.m., 
Valle Vista Golf & 
Conference Center, 755 
E. Main St., Greenwood. 
For more information, 
call (317) 888-4856.

8 – Franklin Township 
Chamber of Commerce 
(Monthly Meeting 
Luncheon); Sept. 8; 
11:30 – 1 p.m., Franklin 
Township Community 
School Corporation, 
6141 S. Franklin 
Rd., Indianapolis. 
Superintendent Dr. 
Flora Reichanadter will 
provide updates on 
school system activities 
and changes. For 
more information, visit 
franklintwpchamber.org.

10 – Greater Beech 
Grove Chamber of 
Commerce (September 
Monthly Meeting 
featuring Senator Andre 
Carson); Sept. 10; 
11:30 a.m. – 1 p.m., 
Hornet Park Community 
Center, 5245 Hornet 
Ave., Beech Grove.

17 – Greater 
Greenwood Chamber 
of Commerce (Main 
St. Self Storage Grand 
Opening Ribbon 
Cutting); Sept. 17, 11 
a.m. - – p.m., First 
Merchants Bank, 2537 
E. Main St., Greenwood. 
For more information, 
call (317) 883-6683.

24 – Greater 
Greenwood Chamber 
of Commerce (Women 
Leaders Symposium); 
Sept. 24; 8:30 a.m. – 
4:30 p.m., Johnson 
County Armory, 325 
Minute Man Way, 
Franklin. For more 
information, call  
(317) 888-4856.

30 – Greater 
Greenwood Chamber 
of Commerce 
(Connections!); 
Sept. 30; 7:30 - 9:30 
a.m., Stacked Pickle, 
172 Melody Ave., 
Greenwood. For more 
information, call (317) 
888-4856.

Newly Incorporated

AW Some Snowballs
Mark Collings
4131 William Ave.
Franklin, IN 46131
Brent Waltz for Congress
Brent Waltz
P.O. Box 7274
Greenwood, IN 46142

Bryan Farley Painting
Bryan Farley
1485 Osprey Way
Greenwood, IN 46143

Fuller Heating and Air
Travis Fuller
6765 E. 175 N.
Franklin, IN 46131

Gifts by Debbie
Deborah L. Lasiter
903 Falkirk Circle
Greenwood, IN 46143

JLINE Trucking
Jarnail Singh
372 S. State Rd. 135
Greenwood, IN 46142

Lone Star  
Machinery Co
George W. Watson Jr.
1254 Cottages Way
Greenwood, IN 46143

Performafresh
Craig Dukate
P.O. Box 29096
Glendale, CA 
912099096

Ultimate Oasis 
Properties Cousins 
Construction
John Bultman Jr.
785 Brookview Dr.
Greenwood, IN 46142

Greater Greenwood 
Chamber of 
Commerce New 
Members

Country Charm Village
7212 U.S. Highway 31 S.
Indianapolis, IN 46227
(317) 889-9822

Equity Pro Real Estate 
Services of My Agent
1637 W. County Line Rd.
Greenwood, IN 46142
(317) 886-0425

Metronet
111 Commerce Dr.
Franklin, IN 46131
(317) 360-9011

Franklin Township 
Chamber of 
Commerce New 
Members

Anytime Fitness 
Jesse Dale

Dance Connection 
Patty Schott 

Hornberger 
Restoration
Don Hornberger

Keller Willams Indy 
Metro South 
Debbie Halcomb

Miss B’s Home 
Furnishings 
Benita Hornberger

Royal Pin Leisure 
Centers 
Heather Brownell

Westport Homes 
Carol Link

SBA GUARANTEED 
LOANS
Boone County

Montgomer  
Aviation, Inc. 
11329 E. State Rd., 
Unit 32
Zionsville, IN 46077
$1,000,000
Ridgestone Bank (WI)
Quest Logic 
Investments, LLC
340 S. First St.
Zionsville, IN 46077
$1,167,500
Mainsource Bank

Franklin County

Bradley Phifer Dog 
Training, LLC
10551 N. 800 W.
Fairland, IN 46126
$136,000. Premier 
Capital Corporation

Hamilton County

Allstate Insurance
718 Adams St., Unit 102 
Carmel, IN 46032
$198,100
First Financial Bank 
(OH) 

Bash Boutique, LLC
149 W. Walnut
Westfield, IN 46074
$162,000
Crossroads Bank

CJB Holding Inc.
175 Harrowgate Dr.
Carmel, IN 46033
$400,000
Ridgestone Bank (WI)

Daymon &  
Associates, LLC
3249 State Road
Westfield, IN 46074
$263,000
Wells Fargo Bank (SD)

DSB32, Inc.
845 Westfield Road
Noblesville, IN 46062
$2,521,800. Security 
Federal Savings Bank

Fishers Pita, LLC
TBD, Fishers, IN 46038
$150,000
Salin Bank & Trust. Co. 

G MacInnis 
Construction 
354 N. 10th St.
Noblesville, IN 46060
$20,000. The 
Huntington National 
Bank (OH)

G. Michael Salon, LLC
16095 Prosperity Dr. 
Noblesville, IN 46060
$50,000. $40,300
The Huntington National 
Bank (OH)

Gainsharing, Inc.
7275 Oak Cove Lane
Noblesville, IN 46062
$30,000
Celtic Bank (UT)

Green Stone  
Holdings, LLC
4455 Conner St.
Noblesville, IN 46060
$207,300
PNC Bank (DE) 

Image Streaming 
Solutions, LLC
15418 Mission Hills Dr.
Carmel, IN 46033
$150,000
Old National Bank 

Indy Auto Man, LLC
969 N. Rangeline Road
Carmel, IN 46032
$1,325,000
Ridgestone Bank (WI)

Infex, Inc.
10488 Platinum Dr.
Noblesville, IN 46060
$50,000, Chase Bank (DE)

J & M Guzzi  
Ventures, LLC
902 E. 106th St.
Indianapolis, IN 46280
$784,000
Stearns Bank (MN)

Kinsey's Floor 
Covering, Inc.
16222 Allisonville Road
Noblesville, IN 46060
$466,000. $50,000
The Huntington National 
Bank (OH)

Mojab Corp.
9825 Gulfstream Ct.
Fishers, IN 46037
$262,500
Stearns Bank (MN)

Pinpoint Holdings, Inc.
8610 106th St., Ste. 
200
Fishers, IN 46037
$1,000,000. $500,000
First Financial Bank 
(OH) 

RK Oil Corporation
952 Maple Ave.
Noblesville, IN 46060
$409,000
Celtic Bank (UT)

Roof Masters nad 
Exteriors, LLC
12639 Justice Crossing
Fishers, IN 46037
$25,000. The 
Huntington National 
Bank (OH)

Sgroi Enterprises, LLC
8270 E. 96th St.
Fishers, IN 46037
$315,000
Ridgestone Bank (WI)

South of Chicago  
Pizza Noblesville
56 S. 9th St.
Noblesville, IN 46060
$25,000. The 
Huntington National 
Bank (OH)

Westwood Paper Co.
600 E. Carmel Dr.
Carmel, IN 46032
$50,000
Celtic Bank (UT)

Hancock County

Fall Creek Veterinary 
Medical Center
9667 Geist Crossing Dr.
McCordsville 46055
$681,000. Premier 
Capital Corporation

K-Medical, LLC
Harbor Bay Dr. 
Fortville, IN 46040
$350,000
First Home Bank (FL)

Rutledge  
Enterprises, Inc. 
1454 S. 150 W.
Greenfield, IN 46140
$210,000
Newtek Small Bus. 
Finance (NY)

Hendricks County

Danville Family 
Eyecare, LLC
95 N. Tennessee St.
Danville, IN 46122
$80,000
North Salem State Bank

Dean's Rent All Real 
Estate, LLC
13 Railroad St.
Brownsburg, IN 46112
$867,500
First Bank Financial (WI)

Fleece Performance 
Engineering, Inc.
468 Southpointe  
Circle, #100
Brownsburg, IN 46112
$137,000
North Salem State Bank 

HT Express, Inc.
8718 Redditch Dr.
Avon, IN 46123
$59,000. The 
Huntington National 
Bank (OH)

MCC Equipment & 
Service Center
2707 E. Main St., Lot 3
Plainfield, IN 46168
$537,000. Premier 
Capital Corporation

Nysewander, Geans  
& Stucky, LLC
Crown Plaza Blvd.
Plainfield, IN 46168
$351,000
First National Bank 

Upaint Pottery  
Studio II, LLC
1820 E. Main St.
Plainfield, IN 46168
$15,000
PNC Bank (DE) 

Johnson County

Dashmesh  
Trucking, LLC
2918 Hearthside Dr.
Greenwood, IN 46143
$100,400. The 
Huntington National 
Bank (OH)

Dream Design of 
Indiana, Inc. 
632 E. Main 
St. 
Greenwood, IN 46143
$13,500. The 
Huntington National 
Bank (OH)

J Line Trucking 
3215 Hurst St. 
Whiteland, IN 46184
$80,500. The 
Huntington National 
Bank (OH)

Jaggi A Petroleum, Inc.
2750 Charlestown Road
Whiteland, IN 46184
$709,000. Pacfic 
Premier Bank (CA)

Mangal  
Management, LLC
E. 56th St.
Indianapolis, IN 46143
$500,000
Fifth Third Bank (OH)

Peach Brands, Inc.
1872 Fountain Circle
Greenwood, IN 46143
$551,000. First Colorado 
National Bank (CO)

Tiffany's Cheer and 
Dance Studio, Inc.
505 Pushville Road
Greenwood, IN 46143
$650,000. The 
Huntington National 
Bank (OH)

Upaint Pottery  
Studio II, LLC
3113 W. Smith Valley 
Road, Ste. D
Greenwood, IN 46142
$115,000
PNC Bank (DE) 

Zingas Exciting 
Windows, Inc. 
374 Southwind Lane
Greenwood, IN 46142
$150,000
Chase Bank (DE)

Marion County

All Productions, LLC
5426 Petersburg Pkwy.
Indianapolis, IN 46254
$22,000. The 
Huntington National 
Bank (OH)

Arjun Trucking, Inc.
5433 Skipping Stone Dr.
Indianapolis, IN 46237
$144,800. The 
Huntington National 
Bank (OH)

Carbide Cutting Tools 
Abrasives, Inc.
1225 Brookville Way
Indianapolis, IN 46239
$528,000. The 
Huntington National 
Bank (OH)

Cargo Lines, LLC
1438 Danielle Dr.
Indianapolis, IN 46231
$48,800. The 
Huntington National 
Bank (OH)

C.O.R.E. Trucking  
World Wide, LLC
2346 S. Lynhurst Dr., 
B105 G
Indianapolis, IN 46241
$135,000. $15,000
The Huntington National 
Bank (OH)

Design & Build 
Electrical Contractors, 
LLC 
1250 Interchange Way
Indianapolis, IN 46239
$373,000. Premier 
Capital Corporation

Dhaba Indy, Inc. 
4228 Lafayete Rd.
Indianapolis, IN 46254
$50,000. The 
Huntington National 
Bank (OH)

Eagle Creek Aviation 
Services, Inc. 
4101 Dandy Trail
Indianapolis, IN 46254
$1,050,000
Ridgestone Bank (WI)

Entity TBD
4585 S. Harding St.
Indianapolis, IN 46217
$1,200,000
Celtic Bank (UT)

Fagura1, LLC
7202 E. 82nd St.
Indianapolis, IN 46256
$1,139,000
NOA Bank (GA)

Gauge Telematics, LLC
57 Gasoline Alley
Indianapolis, IN 46222
$475,000
Ridgestone Bank (WI)

GCR Security  
Experts, Inc.
6830 Acton Rd.
Indianapolis, IN 46259
$25,000. The 
Huntington National 
Bank (OH)

Hi Mom  
Enterprise, LLC
3605 Commercial Dr.
Indianapolis, IN 46222
$1,275,000. First 
Colorado National  
Bank (CO)

Hoosier Dental  
Techs, LLC
1303 Mornington Dr.
Indianapolis, IN 46239
$150,000
Celtic Bank (UT)

Hope Plumbing, LLC
2144 E. 52nd St.
Indianapolis, IN 46205
$54,000. Indiana 
Busines Bank

HPC Enterprises, Co.
7901 N. Michigan Road
Indianapolis, IN 46268
$1,540,000. First CO 
National Bank (CO)

JE Hauling, LLC
5827 Churchman Ave.
Indianapolis, IN 46203
$150,000
Mainsource Bank

Just Packaging, Inc.
3835 E. 21st St.
Indianapolis, IN 46218
$670,000.Business 
Development Corp.

Lick, LLC
Circle City Ind  
Complex 1125
Indianapolis, IN 46202
$150,000
Indiana Busines Bank

Maa Amba Krupa, Inc.
4405 Georgetown Rd.
Indianapolis, IN 46254
$682,000. $25,000
Wells Fargo Bank (SD)

Midland Electric 
Supply, LLC
5818 Massachusetts 
Ave. Indianapolis, IN 
46218. $1,017,500
Wells Fargo Bank (SD)

N and S Market, Inc.
3901 Farnsworth St.
Indianapolis, IN 46241
$243,000
Wilshire Bank (CA)

Signal Rock  
Properties, LLC
8215 W. Morris St.
Indianapolis, IN 46239
$377,000
First Bank Financial (WI)

St. Louis Group, LLC
8888 Keystone 
Crossing, #1300
Indianapolis, IN 46240
$1,750,000
Fifth Third Bank (OH)

Veridus Group, Inc.
6280 Shadeland Ave.
Indianapolis, IN 46220
$622,600
Wells Fargo Bank (SD)

West Fork Whiskey Co. 
8557 Zionsville Road
Indianapolis, IN 46268
$13,000. Chase Bank 
(DE)

West Indy Raquet Club
4458 Guion Road
Indianapolis, IN 46254
$1,068,000. 
$50,000 
The Huntington National 
Bank (OH)

Morgan County

Burpo-Insurance 
Agency, Inc.
2030 Burton Lane
Martinsville, IN 46151
$25,000
BMO Harris Bank (IL)

Express Steel, Inc.
Old S.R. 37
Indianapolis, IN 46151
$50,000
Fifth Third Bank (OH)

Shelby County

KNS, Inc.
20 W. Rampart Dr.
Shelbyville, IN 46176
$1,543,500
First Colorado National 
Bank (CO)

PLANNER OF NOTE



About the Greater Beech Grove  
Chamber of Commerce

Established in 2007, the Greater Beech 
Grove Chamber of Commerce partners with 
businesses to build a dynamic community 
that benefits the greater Beech Grove area.

President: Melody Stevens
Vice President: Jim Coffman

Secretary: Linda Melton
Treasurer: Liz Schoettle

ABOUT US

BEECH GROVE CHAMBER NEWS Greater Beech Grove Chamber of Commerce 
Mailing address: PO Box 702, Beech Grove, IN 46107  
Building Location: 409 Main St., Beech Grove, IN 46107
Office: (317) 800-8499  • Email: info@beechgrovechamber.orgbeechgrovechamber.org

EVENTS CALENDAR

•	 Sept. 10: Monthly Meeting, 11:30 a.m. – 
1 p.m., Hornet Park Community Center. 
Topic: How to avoid and fight identity 
fraud

•	 Oct. 8: Monthly Meeting, 7:30 – 9 a.m., 
Hornet Park Community Center. 

•	 Oct. 29: Annual Dinner, Primo Banquet 
Hall and Conference Center 

MEMBER SPOTLIGHT

Ball Park Pizza & Eatery II
1. What does your business provide? We 
provide our customers a quality food choice at 
a fair price. We have a large variety of products 
for them to choose from. They are available for 
dine-in, carry-out and for free delivery.

2. What makes your business unique? We 
are a mom and pop establishment. My wife, 
Kathy, and I are here every day. We have a 
large dining room created in the 50s diner 
theme. I do not think there is another 
place like us in close proximity.

3. What are the greatest obstacles and/
or challenges your business has faced 
or is facing? How were they overcome?  
The hardest thing for us is competing 
with the large chain establishments. We 
have a very limited advertising budget. To 
combat this we support the local scene. 
We give our money to sports teams and 
charities in Beech Grove. We work hard 
to please the customers we have and let 
their word of mouth be our advertising.

4. What is the business’s biggest accomplishment been in the past year? 
We have been very active in local promotions. We sponsored and funded a 
Halloween window painting contest. We co-sponsored a Christmas event 
and an Easter event for the community. We sponsored youth baseball and 

Ball Park Pizza & Eatery II
607 Main St. Beech Grove IN 46107

Hours: Monday through  
Saturday 4:30 until 10 pm.

ballparkpizza.com
Phone: (317) 789-0059

Email: pizzapapaw17@yahoo.com
Facebook – Ball Park Pizza

21 Years in business (13 in Beech Grove)Serving the 
Southside  
Since 1971

4855 S. Emerson Ave. #101
Indianapolis, IN 46203

(317) 784-2255 (main) • (800) 336-1147
www.accesstoday.com

The Greater Beech Grove Chamber of Commerce’s inaugural Music on Main concert 
allowed visitors to let their inner dancer loose. The tunes by Big Rosco and the Ham-
mers and the Woomblie Rock Orchestra kept the afternoon lively, despite periodic rain, 
and those who stayed the whole afternoon enjoyed listening to a wide range of songs 

from rock, country, R&B, 
Motown and current 
hits. The family-friendly 
afternoon drew more 
than 350 people to lis-
ten to the bands and 
visit more than 20 
vendors from in 
and around Beech 
Grove. 

Music on Main leaves crowd  
dancing in the street

This month’s sponsor:

CHAMBER EVENT

softball teams. We help out with many church 
and community appeals.

5. Where do you see the future of the 
business? We are all in for Beech Grove. We 
plan on being a part of the revival of Main 
Street and the growth of our community.

6. Why do you belong to the Greater Beech 
Grove Chamber of Commerce?  We 
are a member of the Chamber because 
we share the same ideals for Beech 
Grove. We believe the chamber has the 
best interest of local business and the 
community as their focus. We want to 
help us all make Beech Grove a better 
place to live and do business.                                     



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 575 graduates of the program, LJC continues to make a positive impact on our community. 
Please visit our website to see all available programming.

“There are a lot of aspects of being a leader 
that I really didn’t put much thought to before.  
LJC offered helpful insight and challenged me 
to look at things from perspectives I would not 
have thought to consider.  I had a great time 
learning about myself, connecting with new 
people, and developing relationships both on a 
personal and professional level.”

Gregory J. Ilko, P.E.
Vice President – Site Development
CrossRoad Engineers, P.C.

From one of our 2015 Graduates…

Leadership Johnson County • Franklin College • http://leadershipjohnsoncounty.org
101 Branigin Boulevard • Franklin, Indiana 46131 • Phone: 317.738.8264


