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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. 

BIZ BRIEF
Heartland Crossing Pediatrics 

gains new physician
 
Bradey T. Kleman, MD, recently joined Franciscan Physician 

Network Heartland Crossing Pediatrics, located at1001 Had-
ley Road, Suite LL 1001, Mooresville. Dr. Kleman most recent-
ly worked as a pediatrician in Columbus, Ind., and prior to that 
practiced pediatrics in Terre Haute. He received his undergradu-
ate degree in biology from the University of Akron and earned his 
medical degree from Wright State University-Boonshoft School 
of Medicine. He completed a pediatrics residency and post-doctoral training at 
West Virginia University School of Medicine. To schedule an appointment with 
Dr. Kleman, call (317) 834-3502.

 

BIZ BRIEF

Express Employment  
adds team member

Express Employment Professionals, located at 707 S. Madi-
son Ave., Greenwood, has named Brent Fox its new employ-
ment specialist for administrative staffing. As an employment 
specialist for the administrative staffing team, Fox will build 
and maintain a group of associates for a variety of administra-
tive positions such as administrative assistants, customer ser-
vices, human resources, and inside sales. For more informa-
tion, contact Express Employment at (317) 888-5700 or ExpressIndySouth.
com.
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FROM THE PUBLISHER

Rick Myers
FOUNDER/PUBLISHER

Last month I wrote about the 
“sales experience” and I asked 
for best practices. This from 

Mark Cleary, president of 
Mark’s Vacuum and Janitorial 

Supplies, Greenwood:
Rick, I just read your article on 

providing a sales experience (and) 
it really hit home.

We have for years, trained our 
employees to train our customers. 
This is how we stand out and why 
we have had a loyal following for 
over 25 years. 

When we approach our customers we try 
to ask the right questions to determine their 
level of experience and from that point we ei-
ther ask their opinion if they are a profession-
al or begin to teach them if they have relative-

ly little knowledge. Our goal is to 
provide them with the knowledge 
to use our products and get the best 
result possible.

People can go anywhere and buy 
their cleaning supplies and ma-
chines, they can not go anywhere 
and be treated with respect, dignity 
and professionalism. That is what 
we provide.

The key word here is “knowl-
edge.” Looks like Mark and his 
team are truly a consultative sales 
force, which is ultimately what buy-

ers are looking for. No surprise he has been 
in business for over 25 years. Congrats, Mark.

Training customers has paid
 off for this business

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

• 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:

SBL COVER PARTY - SAVE THE DATE
TUESDAY, NOVEMBER 10 
4:30-6:30PM • VENUE TBD

Christie, Barnard and Faulkner  
honored at August Cover Party 

The Southside Business Leader held its August Cover Party on Aug. 27 at the Main Street 
Palazzo, 626 Main St., Beech Grove. Honored were June cover, Derrick Christy, (Christy 
Enterprises), July Cover Laura Barnard (Beech Grove Chamber of Commerce) and Randy 
Faulkner (Randy Faulkner & Associates) The location of the Nov. 10 Cover Party, 4:30-6:30 
p.m. will be announced at a later date. For more information contact, coverparty@business-
leader.bz or call (317) 918-0334.

Laura Barnard and Rick Myers. Photo by Nicole Davis

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
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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.

Dear optimist,  
pessimist, and realist – while 
you guys were busy arguing 

about the glass of wine, I drank 
it! Sincerely, the opportunist!

~ Lori Greiner, American inventor  
and investor

You know that high-pitched 
screech that can sometimes 
come from a sound system? 

You quickly jerk to cover your 
ears because of the intensity 
and unpleasantness of what is 
commonly called feedback.

Feedback is also what we call 
criticism of our performance at 
work or even in our personal lives. 
It can be an ear-wrenching task to 
listen to someone spout off about 
our performance. It makes you 
want to cover your ears and run 
for the nearest ice cream shop.

We blame the messenger. If the recipient 
isn't liking the feedback it must be the fault 
of the manager giving it. Did you ever think 
we just don't know how to take criticism? No 
matter how artful critiques are offered; they 
only work if the receiver is ready to listen.

A book titled Thanks for the Feedback by 
Sheila Heen and Douglas Stone tackles the 
issue of feedback from a new perspective.

Early in my writing career, I had a horrible 
time with feedback. This was a smash on my 
identity in a field where I wasn't comfortable. 

As my skills grew, I became more 
accepting of feedback. My mind-
set was one of learning. If feedback 
threatens our self-perception, it 
generates feelings of anguish and 
we become defensive sometimes. 

That's the thing: We want to 
learn to be better, but we have to 
be ready to listen and mull over 
the advice. Our human blind spot 
is ourselves. We can't see how we 
come across to others. Our mind is 
constantly aware of our intentions 
whether or not we telegraph those 

to others is the key to great communication.
How often have you received feedback 

just to blow it off because you don't respect 
the giver? 

Another feedback problem is truth. What 
if you don't believe the feedback? A manager 
gives you feedback about your sales presen-
tation and tells you to be more aggressive? 
You think you're already pretty aggressive. 
Do you ask questions about specific behav-
iors, or are you offended by the notion and 
blow it off. 

Learning to give feedback is helpful, but 

we should also work on how to hear it with-
out inserting our fingers in our ears.

One way to change our perception of feed-
back is to ask for a simple suggestion to im-
prove. Don't wait for the large dossier during 
review time. Simply ask. It can go both ways. 
It can be a request from a boss or a subor-
dinate. Feedback is a constant process and 
most people can easily think of one or two 
things to make you better. 

This tactic works in two ways. It will 
change the perception that you are not open 
to feedback (because you were dumb enough 
to ask) and that you really want to improve 
changing future feedback from a compas-
sionate giver.

Criticism is tough to take most times. But 
it gives us all an opportunity to improve our-
selves which, in turn, makes us better and 
more readily accepted.

Gus Pearcy
COLUMNIST

Feedback: From pain to… well, not so painful

Now is the time  
to talk with

 state elected 
officials

We still have a few months – Jan. 
11 to be exact –  before the 120th 
General Assembly  gathers to work 
on behalf of the people of Indiana. 
We use the word work, but often 
times we wonder if there is any-
thing happening in Indianapolis 
that resembles work. Many times 
what we witness through the me-
dia is partisan bickering. While 
we have very competent men and 
women who serve our communi-
ties, that doesn’t always mean we 
get the outcomes we hope for. For 
sure, elected officials will tell you 
that they never hear from their 
constituency unless something 
goes awry. Now is the time to be 
thinking about how you’d like your 
elected officials to shape the future 
of Indiana. Now is the time to not 
sit by the wayside and take action. 
Yes, with about three months left 
lawmakers will begin to do their 
work. We encourage you to reach 
out to your legislators, both rep-
resentatives and senators. You can 
find your area’s legislators at iga.
in.gov. Let them know what is on 
your mind. You may be surprised 
because they may thank you for it.
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Indy Teledata
5144 Madison Ave., Ste 12

Indianapolis, IN 46227
(317) 727-0760

Indyteledata.com

Worst Advice: From a former colleague 
that started his own business:  "Just get 40 
clients, don't sell any hardware or software, 
and don't have any employees.”

Best business decision: To start my 
business on the Southside, to continue to 
pursue small businesses. Everyone tells me 
I should look for bigger clients. I tell people 
I like what we do, who we do it for and how 
we do it. It’s not perfect, but at the end of 
the day, I like what we do, how we do it  
and what we do it for.

Secret to success: You have to have the 
right people working for you. To figure out 
who are the long-term customers  
who are the best to serve. 

In 5 years... We’ll have six full-time 
employees and I will have begun a 
transition to see who’s going to run the 
company 10 years from now.

How Steve did it?

By Nicole Davis
Steve Battiato turned his passion for fos-

tering business growth on the Southside into 
his own small business, Indy Teledata, four 
years ago. After all, small business is where 
the jobs get created. He has continued to 
demonstrate that belief by not only pursu-
ing and serving local businesses in their IT 
(Information Technology) needs, but also 
through his own community service.

“I started the business to help small busi-
ness,” Battiato says. “We didn’t go after the 
hospitals and the banks. I wanted to help the 
people that didn’t have an IT staff and were 
looking for an affordable IT service. So our 
focus is more on the size of company and not 
a vertical or a product.”

Battiato grew up on the Southside of Indi-
anapolis near Sacred Heart Catholic Church. 
He started working in the IT industry at 17 
years old, part time with Blue Cross Blue 
Shield. He’s since worked for various compa-
nies, big companies such as Cisco System to 
smaller private companies and integrators. 
In February 2011, he lost his job and opened 
Indy Teledata in April 2011.

“We would like to help businesses maxi-
mize their IT investment,” Battiato says. “It’s 
probably easier to explain to people that we 
help you get from your keyboard to the in-
ternet and handset to the phone compa-
ny. We will design and pull cable, purchase 
phone systems, computers and the things 
that connect into those. As we begin to help 
clients, we realize a lot of them needed help 
with email and websites. We’ve launched 18 
web sites for clients, even though we’re not 
web site designers.”

Battiato says his goal when he first start-
ed the business was to grow to have five or 
six employees with 100 clients. He says they 
are still working toward that, having gotten 
“a little distraction, but a good distraction.” 
Indy Teledata was asked to write a strategic 
plan for Roncalli High School and then to 
stay on to help with the school’s IT needs.  

“It’s been a lot of fun helping them over 
the last three years,” he says. “It took us a lit-
tle bit away from trying to get to more and 
more small businesses. But (Roncalli has) 
been a pretty big part of my life. I graduat-
ed from Roncalli, my kids graduated from 

Roncalli ... I served on the board, the theater 
committee ... It’s a great place to be.”

Battiato says his business goals are now 
to bring the fourth full-time employee on by 
January 2016 and add to the small business 
client base. He says they’ve had a lot of suc-
cess in bringing in college interns, and they 
work with the University of Indianapolis to 
find students interested in IT. Battiato says 
they plan to hire an intern who recently fin-
ished the internship and is graduating from 
UIndy.

Battiato has remained active in the com-
munity outside of his business involve-
ments. He is approaching his 40th year of 
scouting. He has been involved with the 

Cub/Boy Scouts since he was 10 years old. 
He says it was important to him as a youth, 
so he continued on as an adult and current-
ly serves as Cubmaster for Pack 265 at Our 
Lady of Greenwood. He says while he’s been 
involved in many different youth organiza-
tions, the one he’s most passionate about is 
the Catholic Youth Organization, where he 
was also a participant, a coach, volunteer, of-
ficial and more.

Battiato also dedicates time toward net-
working and strengthening business rela-
tionships in the community. He is a mem-
ber and past president of Southside Catholic 
Business Professionals and says he’s enjoyed 
seeing that group grow. 

“We’ve been pretty effective at our mis-
sion, which is to tell people we’re Catho-
lic, do a little business networking and give 
money to our Catholic schools,” he says. “We 
give a little over $25,000 a year to our Catho-
lic schools.”

Battiato, through Indy Teledata, is a mem-
ber of the Greater Southside Business Al-
liance. A group of members through the 
Greater Southside Community Alliance, a 
501c3 “charitable arm of GSBA” were brain-
storming ideas on how to make the South-
side better. One of those ideas was to form a 
co-working space which would allow small, 
start-up and home-based businesses the fa-
cility and resources necessary for growth. 
Battiato says that he took an interest in the 
idea, especially on the technology side of 
things. 

“I look back and think if I had a resource 
like this four years ago when I first started I 
would have been farther along than I am to-
day,” Battiato says. “I’m hoping that this will 
help folks.”

A committee formed the Southside Busi-
ness Initiative and began looking for ways to 
make the co-working space a reality. Battiato 
serves on the advisory chair for the SBI com-
mittee. SBI celebrated its launch at the end 
of July. It will officially open at 6825 Madison 
Ave., Indianapolis, the beginning of October. 
For more information, visit indysbi.org. For 
more information on Indy Teledata, visit in-
dyteledata.com.

•	 I happen to be a pretty big Lego fan.

•	 I’m the last of nine children.

•	 My wife, Lisa and I have been married 
27 years in October. We have three 
children, Alex, Danny and Laura. All of 
them will probably end up in the IT field.

•	 Favorite vacation spot:  
We’re big Disney fans.

•	 Favorite TV show: Andy Griffith. I also 
love to watch Shark Tank, where people 
come in and pitch business ideas.

Getting to 
know Steve…

COVER STORY

Steve Battiato serves small Southside businesses in their technology needs through Indy Teledata 

Steve Battiato speaks to local business owners and 
stakeholders at the launch of the Southside Business 
Initiative.

"I started the business to help small business. We didn’t go after the hospitals and the banks.  
I wanted to help the people that didn’t have an IT staff and were looking for an affordable IT service.  

So our focus is more on the size of company and not a vertical or a product." ~ Steve Battiato

Photo by Nicole Davis

ARE YOU HAVING TECHNICAL DIFFICULTIES

Steve Battiato
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Andrew Angle is the owner of NetGain Associates, Inc. He can 
be reached at (317)534-2382.

Change is nothing new. If you intend 
to sell products online, these are the 
trends to know:

Econ 101 rule of "Perfect 
Competition" fuels price wars

Products that are easily put on-
line with others without little need 
for physical inspection will be 
shopped and compared to let the 
lowest price win the sale. If you are 
not an ebay.com or Amazon.com 
geared for hyper-efficient distri-
bution to beat competitor's prices, 
you should look into other prod-
uct options.

Big data drives highly 
personalized marketing

To some degree, the big data bots know 
who you are, where you live, how much 
money you make, what you buy, where you 
work, and may predict what else you are like-
ly to buy -- even better than YOU do. Buy 
a diamond wedding ring today and see your 
Facebook stream include sponsored posts 
for anniversary bands 11 months from now.

Global buying
I often say, "On the Internet, geography is 

irrelevant." This is becoming truer than ever. 
Transactions are going international. Many 
of the products you find on eBay are being 
bought and shipped directly from overseas.

Video-marketing explodes
E-commerce has passed the point where 

any product page that does not include a 
video seems painfully incomplete. 
Compared to plain text, video pro-
duction typically requires signifi-
cantly more effort from the con-
tent creator, but video done well 
is substantially more effective at 
landing the sale.

Beyond infomercials
You will see more "sociomer-

cials" adding credibility to the 
pitch. Reviews are expected. Show-
ing that lots of people purchased 
the product and that they speak 
positively about their satisfaction 

from that purchase demonstrates that the 
customers' confidence is deserved. As the 
customer base becomes more tech connect-
ed, e-tailers will have more leeway to set up 
favorable video conversations with their fa-
vorite customers for next to nothing, inun-
dating the product with positivity.

Not going away, Amazon.com is here to 
stay. Selling through Amazon.com might 
be easier than you think. E-tailers should 
review their sales options and crunch the 
numbers to decide whether selling through 
Amazon.com might prove to be more profit-
able than pushing your other options.

Online selling
BIZ WEB

Andrew Angle
COLUMNIST

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

As we approach another 
election year, personal angst 
intensifies as I witness our 

right to free speech adulterated by 
political advertising. The beauty of 
free speech and advertising integrity 
alike are frequently tarnished 
when politicians, media influence 
and savvy marketers collaborate 
with intent to engage consumers 
with manipulative advertising and 
negative messaging. 

All things considered, the merg-
ing of spin specialist, marketing research-
ers, and government ambition is concerning 
if not scary. Current political advertising, 

backed by unrestricted Super PAC 
donations, is undermining democ-
racy and denigrating marketers.

Unfortunately, today’s politicos 
have become masters in manag-
ing and manipulating the emo-
tional triggers of voters. Their al-
most limitless budgets allow spin 
specialist to research the depths of 
human emotions on all pivotal is-
sues. Armed with these insights, 
messengers can manipulate, mask 
or create emotional triggers capa-
ble of solidifying dispositions, ele-

vating fears or accentuating polarizing opin-
ions. Until recently, the general public had 
little defense – short of hibernation or en-

during a self-imposed media 
blackout. 

Fortunately, smartphones 
may have become our source 
for truth. Handheld devices 
are taking on the role of an 
objective observer by record-
ing actual behavior and un-
guarded commentary. With 
the proliferation of handheld 
devices with cameras and re-
corders, actual behavior and 

Let not the truth be sold!

Jim Ittenbach
COLUMNIST

unguarded words can be presented for self-
interpretation. Thus the voters will be able 
to formulate their own opinion derived from 
unfettered reality. 

Although an abil-
ity to record human 
behavior in a clan-
destine manner is an 
unexpected conse-
quence of this inno-
vation, it is one that 
deserves apprecia-
tion and deployment. 
Since the U.S. is now 
at a tipping point in 
usage, with over 60 
percent of consumers owning smartphones, 
it is highly unlikely that our politicians can 
avoid these types of disclosures. Yet, spin 
masters will respond in kind – so we still 
need to remain vigilant by noting the source 
of any viral videos. 

There is also no doubt in my mind that the 
combination of political campaign money 
and marketing expertise will deliver manip-

ulated messaging dur-
ing this election peri-
od. Let’s hope that we 
will not become a vic-
tim of their malicious 
intent. Let truth be 
discerned through ev-
idence-based obser-
vation and objective 
listening. Observing 
candidates offstage 
and listening to words 
spoken outside script-

ed media’s spin is definitely warranted. Live 
long and prosper!

BIZ RESEARCH

Your LOCAL
BUSINESS LENDER

When you need a business loan, open new opportunities 
by turning to Horizon – your hometown bank. 

Talk To Your Local 
Business Lender Today!

horizonbank.comMember FDIC

Steve Bechman Rob HendersonDavid Bedwell

Bargersville
507 Three Notch Ln
(317) 738-7317
Franklin
420 N Morton St
(317) 738-3915
Greenwood
942 S US 31
(317) 885-7371
151 Marlin Dr
(317) 881-3915
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OPEN FOR BUSINESS

Judy, Scott and Devon 
Veerkamp have 
continuously been working 

on new ideas and new types 
of doughnuts to keep Regal 
Donuts & Bakery a fun place 
for customers to visit. From 
the Maple Bacon doughnut 
that they sell on Saturdays 
to the variety that is offered 
throughout the week, Judy 
says there is something for 
everyone.

“The size of our yeast 
doughnuts is huge,” Judy 
says. “We were trying to find 
something that would be a 
little different and that’s what 
we came up with. We don’t 
sell them day-old. They are 
very fresh ... I think people 
will really enjoy the product. Come in and 
try them.”

Judy and Scott Veerkamp married 26 years 
ago and have three children. They opened a 
Re/Max franchise in 2000 on Main Street 
in Beech Grove. They branched out and the 
business is now Scott Veerkamp Real Es-
tate. When they decided to return to Beech 
Grove, they used their existing property to 
open Regal Donuts & Bakery. Their son, 
Devon, is also an owner of the shop, which 
opened on July 22, and their other two chil-
dren help on the weekends. 

Judy says the shop has been well received 
so far, and people seem to be happy that 
there is a bakery back on Main Street.

“We appreciate all of our customers, all 
of our repeat customers we’ve had so far,” 
Judy says. “They’ve been great and we look 
forward to having them back. It is up to our 
customers to keep us here.”

Why did you open this business?
We’ve owned the real estate, this building, 

since 2000. We did our real estate business 
here several years ago and then moved away. 
We decided to move back into the business 
with the real estate company. We started re-
modeling the building and the area we’re in 
now we turned into a little coffee shop for 
the customers. Just in talking, my husband 
said we should do a donut shop. We started 
checking into it. We knew it was something 
unique to Beech Grove and [that] we were 
the only ones.

What did you do to prepare  
for opening your business?

We started doing a lot of research. We’ve 
never had a bakery, never done this be-
fore. We’ve always been entrepreneurial. 
We’ve been involved in many other compa-
nies, that haven’t really been retail. It wasn’t 
something new as far as a business; it was 
just new as far as a bakery goes. We did some 
research and went for it.

Who is your ideal customer/client?
Somebody who enjoys doughnuts. We 

want return customers who are happy about 
getting a good product.

How do you plan to be successful?
Our goal is to have a nice atmosphere, a 

fun atmosphere for people to come to. It’s ex-
citing to go get a doughnut. People come in 
a doughnut shop and they want [to] come in, 
be happy, get a good product and go home. 
A good product will make us successful. 

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

We have no prior experience with this 
type of business. Most people who open a 
doughnut shop have done it at some point 
in time. This was just an idea of something 
we’d like to see, we researched it and made 
it happen.

Regal Donuts & Bakery
624 Main St.

Beech Grove, IN 46107
(317) 762-4233

Facebook.com/RegalDonuts

Veerkamp family opens Regal Donuts  
& Bakery on Beech Grove's Main Street

Compiled by Nicole Davis

Baking big

Devon Veerkamp and Judy Veerkamp.

Photo by Nicole Davis

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

A couple of years ago, I took my 
daughter to get a student loan for her 
postgraduate work. We walked in 

and asked for a draw against some 
kind of a loan whereby she may use 
all of it or some of it depending on 
her financial needs. Within five 
minutes, we were given a $36,000 
commitment for a one-time check. 
End of story. 

As a dad I said, "How about a 
draw against the $36k?" The lady 
said my daughter must take the 
check for all of the money. There 
was no option for a lower amount. 
My daughter had never managed 
or seen this much money before. 
What kind of business would loan a 21-year-
old person, with no credit background, this 
much cash? We didn’t even want this much 
money in the first place.  

We all know if money is in our account, 
then there is a propensity to spend it. When 
I was in college, the big social question of 
the day was, "Are we going to go to the lat-
est concert or not?" Today, it's not, "Are we 
going to go to the concert?" but, "Are we go-

ing to the concert twice?" All of my college-
aged children went to most concerts twice. I 
just thought they were spoiled and overin-

dulged, but all of their friends went 
twice as well. Many of them were 
going to college on student loans. 
When I asked them about it, they 
just chuckled.

Bringing it home to the real 
world: The federal government 
mismanages everything that they 
touch. Today, I read another article 
telling us how the world will come 
to a screeching halt due to massive 
student loan paybacks. Recent-
ly, Barack Obama said the federal 
government is going to start rating 
colleges and universities from best 

to worst. There are half of a dozen magazines 
in the marketplace that do the same. Why 
does the federal government feel the need 
to rate a multibillion dollar business when 
it can't even provide a student loan recipient 
with similar guidelines ($500 limits) used for 
obtaining credit cards? As Forest Gump put 
it, "Stupid is as stupid does."

Howard Hubler
COLUMNIST

The 'loan' wolf
PEER TO PEER
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Fresh paint, fresh start

Miss B’s
8855 Southeastern Ave.
Indianapolis, IN 46239

facebook.com/MissBsLLC
(317) 695-0175

Center: Benita Hornberger

All other photos: Miss B’s has everything from redone furniture, 
plaques, lamps and other household items.

Photos by Nicole Davis
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Fresh paint, fresh start

By Nicole Davis
Give Benita Hornberger a piece of old furniture, a sander and paint brush and she’s con-

tent. 
Her love for refurbishing old pieces of household items spans back to when she first mar-

ried her husband, Dean. As high school sweethearts, they married right after high school. 
They had four kids, and now have 10 grandchildren. Benita would go to garage sales to find 
furniture that she could redo for her children. Her children have taken most of those pieces 
with them. 

When the building at 8855 Southeastern Ave. in Wanamaker opened for rent, Dean 
asked Benita if she would like to open a shop of her own. Benita began renting in January 
and took some time to create inventory for a store. She opened Miss B’s in May.

“My main goal, I want people to see that you can take something and give it life,” Benita 
says. “It’ll last another 25 years in somebody’s home, instead of throwing it in the dump.”

Benita says before she even opened a store, people would come to her and ask her to look 
at their own items to see what could be done to them. She says that business has gone better 
than expected and she almost can’t keep enough inventory in the store.

“A lot of people tell me my prices are too low,” she says. “I’ve found a happy medium. 
They’re not too high, not too low. Things go out the door. I’ve had all kinds of things on the 
walls. It’s all gone now. I’m just now starting to get enough furniture so I can work on the 
small things. I love little things. I love making lamps, plaques, keys anything old. I hate to 
see anyone throw an old quilt away. I know people that buy that stuff will take care of it.”

Benita finds most of the pieces she’s redone at estate sales and garage sales. She says 
Dean, who works as a master carpenter, helps her on the weekends. She says she would love 
for them to get to the point that the shop could be a full-time job for them both.

“I want people to say, ‘have you been to Miss B’s down in Wanamaker?’” She says, “I want 
to be a destination place. Every week it changes. Things are different. Things leave so fast 
and I get new things in here. I want people to say ‘I have to go in here this week to see what 
she has.’”

Benita Hornberger intends to turn Miss B’s  
into a Wanamaker destination place
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Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Your company puts significant effort 
into recruiting and hiring the best 
employees you can find. But for too 

many organizations, the effort stops 
there. Organizational research 
confirms that most of the time, the 
task of making employees most 
productive in their new roles begins 
once they are hired and continues 
for at least the first 90 days of their 
employment. What happens during 
this important time can set the tone 
for an employee’s overall perception 
of his job and his employer.

Certainly some of the responsi-
bility for settling comfortably and 
productively into a new 
position is on the em-
ployee. He needs to ask 
questions and seek in-
formation to learn about 
his job responsibilities, 
the company culture, and 
standards for good per-
formance. 

A comprehensive study 
of new employee social-
ization suggests the following for companies 
looking to make the best impression on their 
newcomers:

First, don’t focus only on the supervisor. 
While the new employee’s interactions with 
his new boss are important, they are far from 
the only information that forms an overall 
first impression of the company. In fact, the 
study found that the quality of interaction 
with both co-workers and supervisors con-
tribute relatively equally to employees’ per-
ceptions of the company.

Next, provide support for about 90 days. 
While new workers may understand the me-
chanics of their jobs earlier than that, learn-

ing about the company’s culture and their 
place in it can take a little longer. Since “fit” 
in the organization is often as important to 

performance as technical skill, 
spending a little more time en-
suring that employees understand 
workplace norms is a valuable ef-
fort.

Lastly, continue to hire well. You 
still want to identify and hire the 
best possible employees and focus 
in particular on those who appear 
enthusiastic and positive about the 
job. The best newcomer socializa-
tion happens when the employee 
is proactive about seeking infor-
mation while the company pro-

vides a supportive situ-
ation in which they can 
thrive.

A new employee’s first 
weeks at work are likely 
to affect their long-term 
job performance. Super-
visors need to take a pro-
active role during this 
time, both in working 
with the employee indi-
vidually and facilitating 

positive interactions with his/her new col-
leagues. This needs to be a focus for the first 
90 days of employment – beyond the typical 
two to three weeks when someone is consid-
ered “new.”

……………………………………………
Kammeyer-Mueller, J., Wanberg, C., 

Rubenstein, A., & Song, Z. (2013). Support, 
undermining, and newcomer socialization: 
Fitting in during the first 90 days. Academy 

of Management Journal, 56, 1104-1124.

Water cooler moments:  
New employee socialization 

BIZ MANAGEMENT

Carolyn Goerner
COLUMNIST

BIZ BRIEF

As it is with all small businesses, Access Mobility requires that everyone 
is able to do multiple tasks. In our accounting department you would be 
hard pressed to find someone with the multi-tasking skills like our Jessica 
Cade. She is the backbone of the area and keeps it working like a clock. It 
requires her to be aware of deadlines and due dates (taxes and credit cards, 
etc.) and be skilled at business relationships and communication (think 
vendors, staff, our CPA & Controller). She must always be on target with 
her accounting skills, report generation, cash drawer management and 
bank reconciliation. She is also our go to person when we have meetings, 
Christmas, birthday parties, and other events. She does all this and more 
as she balances her work and personal life. Jessica handles it with grace and 
professionalism and is truly appreciated for all that she does.

4855 Emerson Ave., Indianapolis, IN 46203
(317) 784-2255 • www.AccessYourLife.com

(317) 664-5136
License # 14-013398-1.  Indiana State Department of Health personal services agency license.

As President and sole owner of ComForcare - South Indy, Beth Bigham’s personal goal is to do one 
thing well:  direct her team of quality caregivers to assist persons in their homes with activities  
of daily living (ADL’s), and instrumental activities of daily living  (IADL’s). ComForcare Home Care  
provides one-on-one care to adults in the privacy and convenience of their homes. Beth’s  
educational background started as a Perry Township student, graduating from Perry Meridian 
High School.  She pursued a business degree, earning an MBA from Western Governors University 
(MBA).  She achieved this after she helped her own parents through their illnesses, which included  
home care, assisted-living, skilled care, and hospice care.  Remembering what great times she 
had with her own grandparents, knowing she had the solid business experience and the ability 
to relate to all people, Beth set out to establish ComForCare Home Care as a premiere home care 
company in her backyard of south-side of Indianapolis. “I simply just want to make my parents 
proud,” she said. For every wonderful caregiver that walks through her door and for every client 
that calls, she is feeling them telling her that her parents are indeed very proud.

Licensed, Bonded, Insured
Can Accept Medicaid Waiver & Medicaid PA

SOUTHSIDE WOMEN BUSINESS LEADERS

Promotion for Kim Henderson  
of Mutual Savings Bank

Mutual Savings Bank recently promoted Kim Henderson to the posi-
tion of marketing officer, announced President and CEO Robert D. Heu-
chan. Henderson, previously marketing coordinator, will also continue 
to serve as the bank’s Human Resources Specialist. Heuchan says, “In 
her new role, she is responsible for planning and overseeing all of Mu-
tual’s advertising and marketing efforts.” Henderson can be reached at 
the main office on Franklin at 80 E. Jefferson St. or by phone at (317) 
736-7151
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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.

To the people around you, a small 
change in your behavior or appearance 
might look like nothing. They notice 

it and then move on. But to you, 
that change, however, slight, can 
signal much more. The small change 
can hold volumes of meaning and 
embody an entirely new outlook for 
you as a leader. 

George Marshall, one of the 
most important American military 
leaders of the 20th century, shows 
us this lesson.

In early April 1918, George 
Marshall stood on the docks of 
New York City and watched as 
hundreds of men — newly en-
listed to the American 
army — walked onto 
a ship bound for Eng-
land. They were among 
the first contingent 
of American soldiers 
heading out to Europe 
to fight in the World 
War (which we now 
call World War I). The 
war had been raging for 
more than three years 
with millions dead or 
wounded. 

Marshall stared at 
these men and, turn-
ing to a higher-ranking 
officer standing next to 
him, observed that they 
seemed "solemn." The 
officer next to Marshall 
nodded, shrugged, and 
replied, "Of course they 
are. We are watching 
the harvest of death."

A short time lat-
er, Marshall joined 
the movement of 
men across the At-
lantic. He rose to 
a position of great 
responsibility on 
the staff of Gen-
eral John J. Persh-
ing, commander of 
American forces in 
Europe. He worked on major plans and or-
ganization among the American and Allied 
forces fighting in France, Belgium, Germa-
ny, and elsewhere. Marshall also saw war 
at close range. Death, disease, starvation, 
hopelessness, and more, Marshall came to 

know the reality of war that had swallowed 
up those men he had watched back in the 
spring of 1918. He was now one of them.

By 1920, Marshall returned 
home to the United States. And 
if you had been standing on the 
docks of New York City watching 
George Marshall disembark from 
the troop ship that brought him 
back to the US, you would have 
seen something different about 
him.

Marshall had a facial tic — his 
face twitched every so slightly on 
one side. 

Truly, to the untrained eye of 
an unknowing witness, a small 

change.
That small change 

embodied a world of 
experiences for George 
Marshall. That small 
change represented 
memories that would 
never leave him. They 
would inform every-
thing he would do in 
his leadership from 
that year forward—the 
planning, the organi-
zation, the strategy, 
the understanding of 
what it meant to con-
nect high-level goals to 
the ground-level people 
who would fight, suffer, 
and bleed. 

Not all memories are 
equal. Not all are alike. 
Only some will carry 
such weight that they 
change who and what 
and why you are. The 

people around you 
may see the small-
est sign of such a 
memory. But they 
will feel its impact 
on you in your lead-
ership. The quiet 
tic known solely to 
you and your loved 
ones, will testify to 
the change.   

The mark of time:  
George Marshall and you

BIZ HISTORY

Dan Miller
COLUMNIST

General George C. Marshall, official military 
photo, 1946. Public domain image.

"…The people around you may  
see the smallest sign of such a 

memory. But they will feel its impact 
on you in your leadership."

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/.

Scott Flood
COLUMNIST

One of the most common mistakes made 
by marketers is trying to cram too much 
information into their communications 

materials. 
Their mistake re-

minds me of my high 
school job as a dish-
washer for a chain 
steakhouse. On my 
first day, the manag-
er shoved a three-inch 
three-ring binder in 
my face and told me 
to read it. It was the 
chain’s employee op-
erations manual. Dish-
washing took up about 
four pages. The rest 
contained excruciating detail about every 
imaginable facet of running the restaurant. 
After a few minutes, I went to the office to 
return the manual so I could get to work.

The manager asked, “You read all of that al-
ready?” When I explained that it was mostly 
about things that weren’t my responsibility, 
such as preparing cherry tomatoes for the sal-
ad bar, he snapped, “You might need to prep 
cherry tomatoes someday!” So I spent an en-
tire shift reading the overwhelming manual.

The manager thought like far too many 
marketers. They reason that “we should tell 
everyone everything now, so they’ll remem-
ber it when it becomes important to them.” 
That’s a bad idea for two reasons. First, peo-
ple simply don’t retain that much. Second, it 
presumes that what you have to say is rele-
vant and extremely important to your audi-
ence. Odds are that it’s neither.

A far more effective approach is to break 
the information into small chunks, and feed 
it to your audience as they need to know it. 
Make sure the additional information is ac-
cessible, so they can get to it if the need aris-
es. And don’t be afraid to repeat key messag-
es again and again. You may be aware of the 
repetition, but they probably won’t notice it.

The information you have to convey is im-
portant. But it’s just as important that you 
recognize the audience’s capacity to amass, 
process, and retain that information. If you 
keep churning out more detail when the audi-
ence has already been saturated, it’s like trying 
to pour additional gallons of water into a one-
gallon pail. Your effort is wasted and nobody 
will benefit from what you’ve spilled.

For the record, not once was I asked to 
prep cherry tomatoes.

What are you 
feeding them?
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Mike Heffner is the owner of the Greenwood Express Em-
ployment Professionals franchise. Contact Mike at mike.hef-
fner@expresspros.com or visit www.expressindysouth.com.

Mike Heffner
COLUMNIST

This time of year means one thing. Lots 
of football! So I started thinking. If there 
was a Super Bowl for workplace team 

performance, would my team be in it to win 
it — or would we miss the playoffs? 
While individual achievement is 
important, teamwork is critical to a 
company’s success. If you know me 
well, I use lots of sports language 
in my leadership. So I did some 
research on what other coaches and 
players found as reasons for success 
on the field. I think you will agree 
most are applicable to what each of 
us does every day.

Maximize your team’s potential:
One of my favor-

ite coaches, Tony 
Dungy credits this 
seven-point formula 
for his team’s suc-
cess: Engage, Edu-
cate, Equip, Encour-
age, Empower, Energize, Elevate. “Those are 
the methods for maximizing the potential of 
any individual, team, organization or institu-
tion for ultimate success and significance,” 
Dungy said.

Recognize individuals who  
commit to team goals:

One of the best leaders I have read about 
is the legendary Vince Lombardi. I have used 
many of his quotes over time. He felt that 
the power of teamwork went far beyond the 
football field. “Individual commitment to 
a group effort—that is what makes a team 
work, a company work, a society work, a civ-
ilization work,” Lombardi said.  

Show your own commitment  
to your team:

Peyton Manning knows how to lead a 
team. He believes you have to be there for 

your team. “Being there every 
week for my teammates is really 
important to me,” Manning said. 
“It's about accountability.” 

Don’t let negative people sour 
the team:

I had the opportunity to meet 
Terry Bradshaw and spend a few 
minutes with him. He is a neat guy. 
He believes that attitude plays an 
important role in team success. 
“Bad attitudes will ruin your team,” 
he said. “Concentrate on the fac-

tors you have control 
over: persistence, 
self-discipline, confi-
dence. Far more fail-
ures are due to lack 
of will than lack of 
ability.”

Let established team members  
be role models for success:

Merlin Olsen, a former defensive tackle 
with the Los Angeles Rams placed a high 
value on both experience and commitment. 
“The winning team has a dedication. It will 
have a core of veteran players who set the 
standards,” Olsen said. “They will not accept 
defeat.” A team that does not accept defeat 
will keep pushing forward and overcome ob-
stacles that might defeat a less committed 
group.

Finally, remember the  
power of hard work:

Walter Payton knows what it takes to work 
hard and be a winner. “A winner is some-
body who has given his best effort, who has 
tried the hardest they possibly can, who has 
utilized every ounce of energy and strength 
within them to accomplish something. It 
doesn't mean that they accomplished it or 
failed, it means that they've given it their best.”

Strong Teams Hire Better:
In the NFL, the team that finishes last gets 

the first draft pick. But that’s not the case in 
the workplace. Creating a Super Bowl qual-
ity team fuels company success, and is more 
likely to attract the strongest job candidates 
your company needs to succeed.

Team players: Are you  
in it to win it?

PERSONNEL MATTERS

"If there was a Super Bowl for  
workplace team performance, would  

my team be in it to win it…"

BIZ BRIEF

Home Bank makes new hires
Dan Moore, president and CEO of Home Bank SB, recently announced several 

new hires  Hannah Klare has joined Home Bank as its public relations and market-
ing coordinator. She is responsible for the execution and development of market-
ing and public relation plans, media relations, in-house design and implementation 
of communication pieces and brand development. Klare has spent recent years in 
the association management industry working in communication, marketing and 
membership management until joining Home Bank SB in July.

Klare is a former resident of Wabash where she attended North-
field High School, graduating in 2010. She continued her education 
at the University of Indianapolis where she earned her bachelor’s 
degree in Communication with an emphasis in Public Relations and 
Marketing minor in 2014.  Klare is a member of the Public Relations 
Society of America and currently serves on marketing committees 
for the Indiana Society of Association Executives and the Morgan 
County Community Foundation. Klare currently resides in Green-
wood. 

Scott Hines has joined Home Bank as a commercial loan officer. 
Hines has been in the banking industry since 1987, with most of 
these years spent as a former bank examiner and commercial banker 
for the last 20 years.

Hines has lived in White River Township since 1970, was a 1982 
graduate of Center Grove High School, and further continued his 
education at Indiana University and Indiana State University.  He 
has previously held positions on the Center Grove Bantam Foot-
ball League and the Center Grove Athletic Booster Club. Hines is 
also a 1997 graduate of the Johnson County Leadership Academy 
(JCLA) and current President of the Greenwood Board of Aviation 
Commissioners. Hines resides in Greenwood with his wife Letha 
and their two daughters Lauren and Sam.

Wade Phelps is the manager of Small Business Administration 
Lending. Phelps has been in SBA lending since 1987 and in the banking industry 
for over 30 years. 

Phelps is a graduate of Ball State University, Graduate School of Banking at the 
University of Wisconsin at Madison, National Commercial Lending School at the 
University of Oklahoma, Indiana Bankers Commercial Lending School through 
the University of Indianapolis, Leadership Academy of Madison County, and most 
recently, the Academy for Community Leadership through the Muncie-Delaware 
Chamber of Commerce. He resides in Greenwood. For more infroamtion, contact 
(765) 558-3851.

Hannah Klare

Scott Hines

Wade Phelps

SHOP FOR SALE!
Owner Retiring
INDY’S OLDEST USED  

BOOK SHOP FOR SALE! 

$30,000 
Turnkey Operation near

Garfield Park. Call Jim

731-5290

2015 Greater
2015 Greater
2015 Greater

Greenwood
Greenwood

Community Guide
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Business & Industry

Shopping & Dining
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Golf & Recreation
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Transportation
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2015 Looks to be Big 

Year for Greenwood 

Growth
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Place Your Ad!

CENTER GROVE

CONNECTING                SOUTHSIDE. My
For more information, 
contact: Katy Cavaleri

kcavaleri@myicon.info • (317) 313-5033

2016 GGCC Community Guide
A total of 6,000 copies will be distributed to Chamber members, local 
families, visitors, new residents, new businesses, as well as from the 
Chamber office, Greenwood City Center, Greenwood Airport, local 
hotels and businesses. Moreover, it will be seen by more than 40,000 
Chamber website visitors. Publishes November 13, 2015.
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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

Storm Chiropractic 
Clinic has offered wellness 
solutions to Greenwood 
and neighboring commu-
nities for two years this 
October. Owner, chiro-
practic physician and acu-
puncturist, Kevin Storm 
operates the business 
with the help of his wife 
Marie, mother Carol and 
other staff. Since opening, 
business has grown faster 
than they ever planned it 
would.

“I think the patients are 
getting very good results, 
so naturally when people 
feel better, they tell oth-
er people about it,” Ma-
rie says. “We have a good 
group of patients.”

Kevin and Marie, Cen-
ter Grove area residents, 
have been married for 
seven years, both gradu-
ating from Purdue University – Kevin ma-
joring in public health and Marie in nursing. 
Kevin then attended and graduated from 
Logan College of Chiropractic in St. Louis, 
Mo. Both having grown up near the South-
side, they chose to open the business close to 
home in October 2013.

“We felt Greenwood is a great communi-
ty,” Marie says. “It’s really growing with a lot 
of improvements, changes and a lot of peo-
ple that can be helped as well.”

Through the past two years, Marie says 
they’ve received great support from Green-
wood and the surrounding community. 
They were recently awarded a Five Star 
Award from Integrity Management for Dis-
tinguished Quality Service. Marie says that 
they are searching for an associate doctor to 
join the practice, which would lead to fur-
ther growth and the ability to service more 
people in the community. 

“It’s definitely exceeded any expectations 
we’ve had,” Marie says. “You always have a 

business plan when you 
start out. We’ve blown 
through our five-year 
goals. For only being 
around two years, even in 
our first year we were hit-
ting some of those goals… 
We’re super thrilled where 
we’re at with plans for the 
future.”

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

Dr. Storm said one of 
his professors said never 
take your foot off the gas. 
Once you start coasting, 
that’s the second you stop 
growing.

How have things 
changed since you 
started your business?

When you start, you’re 
pretty small. It was just 

the two of us and his mom. As we’ve grown, 
we had to hire help so hiring staff, training 
staff, and managing them, that’s a whole as-
pect that’s been a big change since we first 
opened our doors.

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

In the original opening of the practice, 
getting a business loan. We went to every 
bank it seemed like and were getting no’s left 

and right. He shared with me that he won-
dered if this is something we should be do-
ing. But, I personally always believed that it 
was. I was going to do it no matter what. So, 
the biggest challenge was just getting it off 
the ground and running.

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

We knew it would be hard. Everyone told 
us that. I don’t think anyone could have said 
something else. You don’t really understand 
what it means until you go for it yourself. It 
is sometimes hard to find that work/life bal-
ance.

What is the hottest new trend in your 
industry?

Wellness. People are more educated now 
and into preventative and alternative care. 
That’s something they want to try first be-
fore jumping into a more aggressive form 
of treatment. Our patients just want to get 
more out of life, move better, think better 
and feel their best.

Questions answered by Marie Storm.

Storm Chiropractic
622 N. Madison Ave., Suite #9

Greenwood, IN 46142
 (317) 885-8520

stormchiroclinic.com

Storm Chiropractic in Greenwood celebrates 
 two years of growth in October

Compiled by Nicole Davis

In health and wellness  

Kevin and Marie Storm.

Photo by Nicole Davis

Jeff Binkley
COLUMNIST

The Fed just admitted its job got a lot 
harder. They may not be 
up to the task of finding a 

way out of this economic morass. 
With Fed Chief Yellen’s remarks 
on Sep. 17, it became ever clearer 
that the Fed’s primary mission is 
shifting from fighting inflation to 
fighting systemic risks in the global 
economy.  And the Fed may be out 
of ammunition and ideas.

Central banks historically have 
used a powerful primary tool to 
encourage or temper an economy. 
That is the capability to raise or 
lower a target interest rate. Back 
in 2008, the US Fed drove the target interest 
rate to near zero. With a recent announce-
ment that the Fed decided to keep the target 
rate unchanged, it became clear that they, 

the Fed, the “smartest money people in the 
world” don’t know what to do.

   When a ripple in the 
Chinese market, albeit some 
would argue not a ripple but a 
precursor to tsunami, can alter 
the minds of US central bankers, 
change Fed policy and timing for 
a rate hike, the writing on the wall 
became clear. The Fed is admitting 
that the global economic situation 
has become more influential (inva-
sive anyone?) to the setting of do-
mestic financial policy. 

Ms. Yellen, at her news confer-
ence, repeatedly mentioned global 

events that had affected our economy, our 
inflation, and our opportunities for domestic 
economic growth. Now, the latest economic 
projections from Fed policymakers see their 
desired target inflation rate of 2 percent not 

happening until 2018. This implies that they 
may keep interest rates very low for years to 
come. I woke to read headlines like “Are zero 
interest rates the new normal?”   

The Fed is finished. Not in the sense that 
they can no longer set target rates that have 
consequence or create quantitative eas-
ing programs (i.e. creating cash) to spur the 
economy, but rather that those tools of eco-
nomic policy have been so overused and 
abused that they have less and less ability to 
move the economy. Like an addict who must 
take higher and higher dosages to achieve 
the same high, zero interest rates and QE 
programs no longer have the efficacy they 
had when they were new and relatively un-
tried.  

So what can be done to get us out of 
these doldrums? It’s time for new “medi-
cine.” Medicine like aggressive legislation 
de-regulating and creating much more eco-

nomically friendly tax policy. A start would 
be to lower corporate tax rates, provide in-
vestment tax-credits to tried and true in-
dustries rather than special interest, pie in 
the sky “alternative energy” companies that 
take our hard-earned tax dollars then go 
bankrupt.  We also need to find a way to get 
some of that overseas cash back inside our 
borders and filtering through our economy. 
Those trillions of dollars, earned overseas by 
US corporations and held overseas due to 
lower corporate taxes abroad could instead 
be brought back to the US, held in US banks 
and then lent out to US companies and en-
trepreneurs. Only with aggressive treatment 
can this patient recover. The doctors at the 
Fed are no longer up to the task. The cow-
boys in Congress need to saddle up. 

The Fed is finished
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CHAMBER MEETINGS 
AND EVENTS

6 – Greater Greenwood 
Chamber of Commerce 
(Johnson Heating 
Cooling & Plumbing 
and Kellie Plumbing 
Relocation Ribbon 
Cutting); Oct. 6, 3 – 6 
p.m., 555 Industrial 
Dr., Franklin. For more 
information, call  
(317) 714-0936.

8 – Greater Beech 
Grove Chamber of 
Commerce (Monthly 
Breakfast Meeting); 
Oct. 8, 7:30-9 a.m., 
Hornet Park Community 
Center, 5245 Hornet 
Ave., Beech Grove. 
Topic is how small 
business owners can 
earn and use credit 
card rewards. For 
more information, visit 
beechgrovechamber.
org.

8 - Greater Greenwood 
Chamber of Commerce 
(October Membership 
101); Oct. 8, 8:30-
10 a.m., Greater 
Greenwood Chamber 
of Commerce, 65 
Airport Pkwy., Suite 140, 
Greenwood. For more 
information, call  
(317) 888-4856.

13 - Greater 
Greenwood Chamber 
of Commerce (IU 
Health Urgent Care 
Grand Opening Ribbon 
Cutting); Oct. 13, 
10 – 11 a.m., 996 S. 
State Rd. 135, Suite P, 
Greenwood. For more 
information, call (225) 
239-7176.

13 – Franklin Township 
Chamber of Commerce 
(Monthly Member 
Meeting Luncheon); 
Oct. 13, 11:30 a.m. – 1 
p.m., Wheatley’s in 
Wanamaker, 8902 
Southeastern Ave., 
Indianapolis. Topic 
is Year End Biz Tax 
Planning or Identity 
Theft Protection. For 
more information, visit 
franklintwpchamber.org.

29 - Greater 
Greenwood Chamber of 
Commerce (Chamber 
Night Live!); Oct. 29, 4 – 
7 p.m. , PRIMO Banquet 
& Conference Center, 
2615 E. National Ave., 
Indianapolis. For more 
information, call (317) 
888-4856.

29 – Greater Beech 
Grove Chamber of 
Commerce (Annual 
Dinner: Roaring 1920s 

Party); Oct. 29, 5:30 – 9 
p.m., Primo Banquet 
Hall & Conference 
Center, 2615 E. National 
Ave., Indianapolis. For 
more information, visit 
beechgrovehcamber.
org.

GREATER GREENWOOD 
CHAMBER OF 
COMMERCE NEW 
MEMBERS

Best Price Flooring
7638 S. Meridian St.
Indianapolis, IN 46217
(317) 882-2378

Greenwood Montessori 
Children’s House
622 N. Madison Ave. E
Greenwood, IN 46142
(317) 289-1962

Honey Creek Tackle
2380 N. State Rd. 135
Bargersville, IN 46106
(317) 422-0102

IU Health Urgent Care
996 S. State Rd. 135
Greenwood, IN 46143
(317) 893-3888

Kumfer Family Dental
521 E. County Line Rd., 
Suite A, Greenwood, IN 
46143. (317) 887-0700

Olivet Nazarene Univ.
7302 Woodland Dr.
Indianapolis, IN 46278
(877) 965-4838

Piece Mobile 
Medicine, PC
941 E. 86th St., Ste. 109
Indianapolis, IN 46240
(317) 288-9385

Primo Banquet & 
Conference Center
2615 E. National Ave.
Indianapolis, IN 46227
(317) 888-4140

Restore Old Town 
Greenwood Inc.
370 N. Valley Lane
Greenwood, IN 46142
(317) 889-3252

uPaint Pottery Studio
3113 W. Smith Valley 
Rd., Suite D
Greenwood, IN 46142
(317) 893-5700

Zaxby’s
1274 N. Emerson Ave.
Greenwood, IN 46143
(317) 284-1992

Newly Incorporated

#1 Good Dog
Leslie J Louden
8744 S. Bergman Dr.
Nineveh, IN 46164

Bowowwelcomes 
you.com
JA Tankersley
6615 W. State Rd. 44
Morgantown, IN 46160

Cash For Junk Cars R 
Us Towing Services
Gary Jennings
301 Noble St.
Greenwood, IN 46142

Counseling 356
Lisa Franklin
743 Burr Oak Dr.
Greenwood, IN 46143

Dirt Cheap 
Landscaping
Joseph D. Perdue
310 W. County Line Rd. 
Apt. #2
Edinburgh, IN 46124

GI Joes, Joe Vidal
4178 Sycamore Court
Franklin, IN 46131

Indiana Pavement 
Mande
Stephanie A Stanley
66 Mystic Springs Dr.
Greenwood, IN 46143

Indy Dreams, Craig Bell
487 Waterbury St. Apt. D
Greenwood, IN 46142

Julies Johns
Julie J Rodgers
23 W. 700 N.
Whiteland, IN 46184

Lenario Promise 
Transport, Lenario 
Greer
1653 Pine Tree Way W.
Greenwood, IN 46143

Meeting Your Needs 
Cleaning & More
Julie Erwin
1682 Southwood St.
Greenwood, IN 46143
Sarah Graham Fit
Sarah Graham
4233 Hickory  
Ridge Blvd.
Greenwood, IN 46143

South Central OB/GYN
Janice K Fitzharris
265 Monticello Dr.
Greenwood, IN 46142

SBA GUARANTEED 
LOANS

Hamilton County

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

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

Daymon and 
Associates, LLC
3249 State Road
Westfield, IN 46074
$263,000
Wells Fargo Bank [SD]

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

Freedom  
Chiropractic Corp.
11876 Olio Rd., Ste. 
500
Fishers, IN 46038
$400,000
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
$40,300. $50,000
The Huntington National 
Bank [OH]

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 Rd.
Carmel, IN 46032
$1,325,000
Ridgestone Bank [WI]

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

Kinsey's Floor 
Covering, Inc.
16222 Allisonville Rd.
Noblesville, IN 46060
$50,000. $466,000
The Huntington  
National Bank [OH]

Kirkbooher  
Enterprise, LLC
112 Shadowlawn Dr. 
Fishers, IN 46038
$100,000
Chase Bank [DE]

LiveLight Clinic, LLC
14297 Bergen Blvd., 
Ste. 100. Noblesville, IN 
46060. $85,000
Mainsource Bank 

Montgomery  
Aviation, Inc.
11329 E. State Rd. 32
Zionsville, IN 46077
$1,000,000
Ridgestone Bank [WI]

Outlook  
Properties, LLC
842 Spruce Dr.
Carmel, IN 46032
$1,282,000
Keybank [OH]

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

RK Oil Corp.
952 Maple Ave.
Noblesville, IN 46060
$409,000 
Celtic Bank [UT]

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

Thai Sushi House, LLC
8603 E. 116th St.
Fishers, IN 46038
$50,000. The 
Huntington National 
Bank [OH]

Waterstreet 
Consulting, LLC
350 Coventry Way
Noblesville, IN 46062
$150,000
Ridgestone Bank [WI]

Hancock County

Fall Creek Veterinary 
Medical Center
9667 Geist Crossing Dr.
Mc Cordsville, IN 46055
$681,000
Premier Captial Corp.

G.T. Services, Inc.
6314 W. Broadway
Mc Cordsville, IN 46055
$100,400. The 
Huntington National 
Bank [OH]

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

Hendricks County

Dean's Rent All  
Real Estate, LLC
13 Railroad St.
Brownsburg, IN 46112
$867,500. First Bank 
Finanacial [WI]

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

MCC Equipment and 
Service Center
2707 E. Main St., Lot 3
Plainfield, IN 46168
$537,000
Premier Captial Corp.

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

Aqua Fun Pools, LLC
3100 Meridian Parke Dr.
Greenwood, IN 46142
$50,000. The 
Huntington National 
Bank [OH]

Austin Carpet 
Cleaning, Inc.
1745 Alder Rd.
Franklin, IN 46131
$50,000. The 
Huntington National 
Bank [OH]

Avtar Trucking, Inc.
5502 Glen Canyon Dr. 
Indianapolis, IN 46237
$158,900. The 
Huntington National 
Bank [OH]

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

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

Tiffany's Cheer and 
Dance Studio, Inc.
505 Pushville Rd.
Greenwood, IN 46143
$650,000. The 
Huntington National 
Bank [OH]

Upaint Pottery  
Studio II, LLC
3113 W. Smith Valley 
Rd., Ste. D
Greenwood, IN 46142
$115,000
PNC Bank [DE]

Zingas Exciting 
Windows, Inc.
374 Southwind Ln. 
Greenwood, IN 46142
$150,000
Chase Bank [DE]

Marion County

Aerodyn  
Engineering, Inc.
1919 S. Girls School Rd.
Indianapolis, IN 46241
$680,000
Indiana Statewide CDC

AJ's  
Transmissions, LLC
4026 Senour Rd.
Indianapolis, IN 46239
$274,200
PNC Bank [DE]

Benchmark Property 
Services, Inc. 
7807 W. Morris St.
Indianapolis, IN 46231
$31,600. 33,000
The Huntington National 
Bank [OH]

Big Dog Property, LLC
7418 S. Madison Ave.
Indianapolis, IN 46227
$567,900
Mainsource Bank 

Bullseye Event  
Group, LLC
6201 Winthrop Ave., 
Ste. 8
Indianapolis, IN 46220
$100,000
The Huntington National 
Bank [OH]

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

Eagle Creek Aviation 
Services, Inc. and 
Affiliates
4101 Dandy Tr.
Indianapolis, IN 46254
$1,050,000
Ridgestone Bank [WI]

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

Fall Creek Montessori 
Academy, LLC
7770 E. 88th St.
Indianapolis, IN 46256
$250,000
Premier Captial Corp.

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

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 Business Bank 

Hotel Tango  
Whiskey, LLC
702 Virginia Ave.
Indianapolis, IN 46203
$100,000
Indiana Business Bank

Indianapolis 
Signworks
5349 W. 86th St.
Indianapolis, IN 46268
$250,000. Flagship 
Enterprise Center

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

Just On Time  
Transport, Ltd.
5612 Edgewood  
Trace Blvd. 
Indianapolis, IN 46239
$25,500. $144,000
The Huntington National 
Bank [OH]

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 Business Bank

Med-Bill Corp.
8646 Castle Park Dr.
Indianapolis, IN 46256
$100,000. $700,000
Bank United [FL]

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

N&S Market, Inc.
3901 Farnsworth St. 
Indianapolis, IN 46241
$243,000
Wilshire Bank [CA]

New Century  
Sales, Inc.
5684 W. 74th St.
Indianapolis, IN 46278
$150,000
The Farmers Bank 
Frankfort

The Nice Law Firm, 
LLP
1311 W. 96th St.,  
Ste. 200
Indianapolis, IN 46260
$150,000
Celtic Bank [UT]

Richardson 
Mechanical  
Services, Inc.
1722 E. Riverside Dr.
Indianapolis, IN 46202
$75,000. The 
Huntington National 
Bank [OH]

Rock World, Inc. 
8750 Corporation Dr. 
Indianapolis, IN 46250
$50,300. The 
Huntington National 
Bank [OH]

Rods Quality  
Concrete, Inc.
10232 Greenbrook Ct.
Indianapolis, IN 46229
$50,000
Keybank [OH]

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

Soros Clinical 
Solutions, LLC
5635 W. 96th St.
Indianapolis, IN 46278
$325,000. $901,800
BMO Harris Bank [IL]

Speedway Indoor 
Karting, LLC
1067 Main St.
Speedway, IN 46224
$1,614,000
Premier Captial Corp.

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

West Fort  
Whiskey Co. 
8557 Zionsville Rd.
Indianapolis, IN 46268
$13,000
Chase Bank [DE]

Morgan County

The UPS Store
480 N. Town Center Rd. 
Mooresville, IN 46158
$169,000 
Premier Captial Corp.

Shelby County

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

Vic Nasby  
Fabricating, Inc.
4894 E. Blue Ridge Rd.
Shelbyville, IN 46176
$150,000
Mainsource Bank 

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.org

WELCOME NEW MEMBERS

Beech Grove Bowl, Scott Seach 
95 N. 2nd Ave. 

Beech Grove, IN 46107 
(317) 784-3743

LaQuinta Inn & Suites 
Whitney Young 
5120 Victory Dr. 

Indianapolis, IN 46203 
(317) 783-7751

Lowes Home Improvement 
Rob Archer 

4444 S. Emerson Ave. 
Beech Grove, IN 46203 

(317) 405-0221

Rustic Root 
Tammy Hanna 

222 Main St.
Beech Grove, IN 46107

(317) 591-9497

Vinny’s Barber Shop and  
Shaving Parlor 

Vicente Besberenn 
312 Main St., Beech Grove, IN 46107 

(317) 786-0091

beechgrovechamber.org

EVENTS CALENDAR

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

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

•	 Nov. 12: Monthly Meeting, 11:30 a.m.  
- 1 p.m., Hornet Park Community Center

MEMBER SPOTLIGHT • THIS MONTH’S SPONSOR

ComForCare Home Care
1. What does your business 
provide? We are a non-medi-
cal home care company assist-
ing adults by providing a qual-
ity care plan to ensure they stay 
safely in their home for as long 
as possible.

2. What makes your business 
unique? We are a very custom-
er-service focused business. We 
take a front-loaded, high-touch 
process to care. Front-loaded 
- we won’t just hire ‘anybody’. 
Caregivers go through a 10-step 
hiring process, with contin-
ued educational opportunities. 
High-touch - we’re available 
24/7, and are very accessible. 
We start care with nursing as-
sessments, do introductions for new caregiv-
ers, at a client’s home, and focus on a team-
centered approach to care. This includes 
involving our community partners.   

3. What are the greatest obstacles and/or 
challenges your business has faced or is 
facing? How were they overcome? One of 
the greatest obstacles come from people who 
don’t trust caregivers to be in their home. 
They aren’t family - they’re strangers. We un-
derstand how this can be difficult. However, we explain to clients 
that we screen our caregivers thoroughly - federal, state, local 
background checks, and sex-offender registry. The caregivers are 

licensed, bonded and insured. 
We explain to the families what 
they should be expecting from 
caregivers, and encourage com-
munication to the office, so that 
helps them feel more confident 
to pick us as their provider.

4. What is the business’s big-
gest accomplishment been in 
the past year? Finding the right 
team and getting them trained.  
We can really trade off and help 
each other out, so we can get 
more done, serve more people. 
And their attitude is outstand-
ing.  I’m so proud of my team - 
both office and caregivers.

5. Where do you see the fu-
ture of the business? I see us expanding our 
services in the areas of skilled-care - which 
means getting my HHA license, and demen-
tia-training.   ComForCare has a number of 
presentations to help the public to better un-
derstand people with dementia.  

6. Why do you belong to the Greater Beech 
Grove Chamber of Commerce? From Am-
trak retirees to long-time south-side resi-
dents, Beech Grove has a number of seniors 

who live here.  It is important to have a strong, diverse marketplace 
so our seniors have local places to shop.

ComForCare Home Care
5915 S. Emerson Ave #600 

Indianapolis, IN 46237
www.comforcare.com/indiana 

/south-indianapolis
(317) 664-5136

southindy@comforcare.com
Facebook: 

ComForcareHomeCareSouthIndy
Years in business: Two

Bust out the zoot suits and flapper dresses because 
the Greater Beech Grove Chamber of Commerce is 
hosting a Roaring 20s-themed party and it will be an 
event to remember. The speakeasy-type party runs 
5:30-9 p.m., Thurs., Oct. 29 at Primo Banquet Hall and 
is sponsored by Teachers Credit Union. 

Costumes are highly encouraged at this fun-filled, 
evening where co-workers, executives, friends and 
significant others are welcome to network, mingle and 
simply enjoy an entertaining evening. Mock casino 
games, a 20s dance demo, selfie photo station, cos-
tume contest, wine grab and silent auction will keep 
the energy running high all night. Attendees can also 

enjoy signature cocktails courtesy of The Emporium 
BG. 

Everyone is welcome to attend this signature, 
Chamber event. Registration is $25/person or $275/
table, which includes eight people, extra casino chips 
and logo/name recognition. All registrations must be 
completed on the Chamber’s website, www.beech-
grovechamber.org.

For more information, or available sponsorships, 
contact the Chamber, info@beechgrovechamber.org 
or 317-800-8499.

Chamber Hosting Roaring 20s-Themed Party
CHAMBER EVENT

ComForCare Home Care Ribbon Cutting



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

Leadership Johnson County 
Franklin College 

LeadershipJohnsonCounty.org
101 Branigin Boulevard 
Franklin, Indiana 46131
 Phone: 317.738.8264

Your Partner For Success 
ENJOY BOWLING WITH FAMILY ,  FR IENDS AND L JC  ALUMNI!  
ADMISS ION INCLUDES:    ►  2  GAMES OF  BOWLING 

► SHOE RENTAL

► 2 DRINKS  (BEER,  WATER,  SODA)
 

Get Bowled Over! 

SOUTHERN BOWL 
SUNDAY, NOVEMBER 1, 2015 
1010 US 31 S, GREENWOOD 

REGISTRATION @ 1:00 pm 
BOWLING STARTS @ 1:30 pm 

I would like to: 
□ Sponsor Lane & Enter Team   Company Name: 

□ Sponsor Lane Only   Company Name: 

□ Enter Team Only

Contact Person: Phone:

E-Mail:

Team Name: 

Bowler Name Adult/Child

#1 - 

#2 - 

#3 - 

#4 - 

For more info, please call Event Chair, Mark Richards, at (317) 319-6280 

To reserve your spot(s), please register by October 27, 2015.  Complete / mail this form and a check: 
Lane Sponsor—$125 Team—$60 Lane Sponsor AND Team—$175 

Payable to Leadership Johnson County, 101 Branigin Boulevard, Franklin, Indiana  46131 

GET BOWLED OVER!
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► 2 DRINKS  (BEER,  WATER,  SODA)
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SOUTHERN BOWL 
SUNDAY, NOVEMBER 1, 2015 
1010 US 31 S, GREENWOOD 

REGISTRATION @ 1:00 pm 
BOWLING STARTS @ 1:30 pm 

I would like to: 
□ Sponsor Lane & Enter Team   Company Name: 

□ Sponsor Lane Only   Company Name: 

□ Enter Team Only

Contact Person: Phone:

E-Mail:

Team Name: 

Bowler Name Adult/Child

#1 - 

#2 - 

#3 - 

#4 - 

For more info, please call Event Chair, Mark Richards, at (317) 319-6280 

To reserve your spot(s), please register by October 27, 2015.  Complete / mail this form and a check: 
Lane Sponsor—$125 Team—$60 Lane Sponsor AND Team—$175 

Payable to Leadership Johnson County, 101 Branigin Boulevard, Franklin, Indiana  46131 

GET 
BOWLED

OVER!

TITLE SPONSOR


