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1. Plan everything and always add extra 
time and money to the budget for the 
unexpected.

2. Organization is key to achieving strategic 
objectives.

3. Put people first, everything else following.

Personal: Ran cross-country for four years 
at Carmel High School and an editor on the 
yearbook staff. Has four younger siblings (“We’re 
all blonde and have our names start with the 
letter C”) named Caroline, Carter, Cameron, 
Claudia. Family dog is an English Labrador 
named Alfred (Hitchcock). Scheduled to be 
married on Feb. 25, 2017.

First venture: Started a lemonade stand to 
raise money for orphans in Africa, whose 
parents had AIDS.

Favorite way to relax: “I really enjoy music so I 
play guitar and piano. I love basketball, whether it’s 
IU basketball or I’ll watch any team play. I’m a big 
Chicago Bulls fan.”

Favorite musician: “Josh Garrels is probably my 
favorite musician of all time.”

Favorite class: “A class using analytics and 
marketing data to gain better insights. I’m a 
member of club for sports analytics and marketing. 
That class was very applicable to my life.”

Hitchcock’s tips for success

Get to know Hitchcock

CHS graduate Hitchcock transforms love of apparel, Indiana into business 
By Mark Ambrogi

Connor Hitchcock has combined two of his 
loves together to form a company.

Hitchcock, who is studying marketing at In-
diana University’s Kelley School of Busi-

ness, started Hoosier Proud, an 
online clothing store, in August 

2014.
“I’ve always enjoyed ap-

parel and tied with that is 
really appreciating home 
and where you are,” said 
Hitchcock, who graduated 

from Carmel High School in 2013. 
“I always bounced around a lot as kid, moving 

around the Midwest, finally settling in Indiana. 
For 10 years we lived in Carmel. I didn’t have a 
great sense of home until my final years of high 
school. So I took the subject of home with that 
love for apparel along with the skills I was learn-
ing in business.”

Hitchcock has a business partner, Austin Hols-
inger, who owns 20 percent of business (hoosier-
pride.com). Holsinger, who helps with strategy and 
funding, is Hitchcock’s fiancée Christa Breaugh’s 
cousin. Holsinger had started a Great Lakes Proud 
online story featuring stickers in 2011.

mer and now offered eight state versions of the 
T-shirts. 

“It’s a for-profit business but every T-shirt we 
sell with a pocket we take $1 and give to the state’s 
Habitat for Humanity,” Hitchcock said.

Hitchcock and Breaugh design the shirts for 
both business.

“We try to be weird and quirky,” Hitchcock said.
Hitchcock must take care of shipping orders.
“It’s a one-man show, it hasn’t grown enough 

where I can hire any employees,” Hitchcock said. 
“I’m literally shipping out of my apartment in 
Bloomington.”

Hitchcock met his fiancée at a SpringHill camp 
they worked together in Michigan. Breaugh, from 
a suburb of Detroit, attends Miami (Ohio) Univer-
sity and has her own photography business.

Hitchcock is on schedule to graduate a semester 
early in December.

“I will be taking two online general educa-
tion classes that last semester so I’m done with 
my business classes in Bloomington,” Hitchcock 
said. “So I can see where Hoosier Proud and State 
Pocket Tees can go if I essentially give it my full 
time.”

The summer Hitchcock will intern with Target 
as a business analyst in Minneapolis.

“I’m exploring all these options,” Hitchcock 
said.

“I bounce ideas off of him but I’m the day-to-
day face of the company to all these retailers,” 
Hitchcock said.

Hitchcock said the business really began to pick 
up in February 2015.

“We began to be picked up by a bunch of re-
tailers and our online presence began to grow,” he 
said. “Now we’re in 25-plus retailers around the 
state.”

Hot-selling items are the Abe Lincoln and In-
diana pocket T-shirts. His side brand, State Pock-
et Tees (statepocketees.com), started last sum-

Hitchcock with one of 
his designs. (Photo by 
Theresa Skutt)

“I’ve always enjoyed 
apparel and tied 
with that is really 

appreciating home.”
-Connor Hitchcock
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We used to say that outside of downtown Indianap-
olis, Carmel was the most robust place to do business 
in Indiana. We’re not so sure that’s accurate anymore. 
With more than 100 corporate 
headquarters in our fair city, it very 
well could be the best in the state. 
When you cobble together external 
factors, such as median pay, home 
values, quality of education, infra-
structure, effective public safety and 
amenities (not the least of which are 
numerous cultural and gastronom-
ic outlets), we’re stating here with-
out fear of contradiction that Car-
mel is tops. No doubt. Much of 
the successes in the business sec-
tor are owed to Mayor Jim Brain-
ard’s vision. Whether you agree with his policies and 
methods is not germane to this discussion, for it is, 
largely, his blueprint that fosters the foundation upon 
which businesses succeed. It’s indisputable. As busi-
ness owners now in our 10th year, we’re confident that 
we wouldn’t be faring as well as we are – and have all 
along, thankfully – were it not for what our city offers 
besides a place to hang a shingle. All the external ele-
ments seem to support one another, and that makes for 
an energized, progressive business environment. The 
other thing about the enterprise atmosphere is that 
the entrepreneurial spirit soars, whether in a tower on 
the Meridian Corridor or in what was intended to be 

a dining room in a one-bedroom apartment. People 
are making bank, as they say, and they may well have, 
anyway, but without the package that Carmel repre-

sents we believe it would be signif-
icantly more difficult to succeed. 
Consider downtown Indy for a mo-
ment. First, you have to drive there; 
then, you need to find a place to 
park, and more often than not, pay 
for it; there are crowded sidewalks; 
there are some unsavory charac-
ters; and we’re sure you could name 
other attributes. Our view: It’s just 
too much effort. Net-net: Hats are 
off here to Brainard and his team of 
planners and city councilors, among 
others, that in the last 20 years have 

created a phenomenal business climate. We believe it’s 
only going to get better from here. What is your take? 
Tell us at info@youarecurrent.com.

• • •
There are enterprises in our midst that are really 

moving the needle for themselves and for their cus-
tomers. They very well could be below the radar, so 
to speak. Do you know of any such businesses about 
which you and your fellow readers would like to know 
more? We’re ready to pursue those sorts of business 
profiles in these pages. Just let us know, and we’ll get 
to work on it. Write our editorial director, Sophie Pap-
pas, at sophie@youarecurrent.com.

Brian Kelly & Steve Greenberg
From the Backshop

editorial@youarecurrent.com
Pedcor Companies is pleased to announce that Surroundings by 

Natureworks+ has moved into a studio space on the second floor 
of the Indiana Design Center. Surroundings by Natureworks+ is 
known for its creation of unique, custom outdoor and indoor living 
spaces for homes across central Indiana and joins a vibrant commu-
nity of design industry businesses located at the IDC.  

Surroundings by Natureworks+ has operated in Carmel and been 
creating luxurious landscapes, patios, pergolas, sunrooms and in-
terior renovation for nearly twenty years.  “Our clients have come 
to know and expect luxury from us, which is why the Indiana De-
sign Center is such a great fit for our business.  I value the syner-
gies and depth of resources the building has to offer both our clients 
and business,” said Randy Sorrell, Surroundings by Natureworks+ 
founder and president.  

Surroundings by Natureworks+ joins more than 30 design indus-
try businesses located at the IDC. 

“We are very strategic about the mix of businesses represented 
at the Indiana Design Center and Surroundings by Natureworks+ 
is the perfect fit for the IDC given its solid reputation in the mar-
ketplace and the luxury outdoor living niche it fulfills,” said Melis-
sa Averitt, senior vice president for sales and marketing at Pedcor 
Companies.  Additional lease negotiations are underway for 2016 
and an updated directory can be found at indianadesigncenter.com.

“Don’t wait for the perfect 
moment to be successful. Take 

this moment and make it perfect.”
- Zoey Sayward

quote of the month

diSpatcheS

Surroundings by 
Natureworks+ moves to 

the Indiana Design Center

Improve email responses – One 
of the most significant factors in 
determining response rates to 
emails is how positive or nega-
tive the words in the message 
are. Emails that were slightly to 
moderately positive OR slightly 
to moderately negative elicited 
between 5-15 percent more re-
sponses than emails that were 
completely neutral. Too much of 
either, however, hurts response 
rates. So keep it balanced. 
Source: Boomerang

Top money management cities 
– WalletHub recently named the 
best and worst cities for personal 
money management. To iden-
tify where Americans are best at 
handling their personal finances, 
WalletHub compared 2,570 cit-
ies based on eight key metrics 
including credit score, late pay-
ments, and debt-to-income ra-
tios, among other factors. Carmel 
ranked among the top five per-
cent of cities analyzed. Source: 
WalletHub.com
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Empirical evidence indicates that what gets mea-
sured, gets managed. Once key performance indica-

tors are revealed, behavior ad-
justs accordingly. While this is 
the purpose of a KPI, intended 
and unintended consequences 
both exist. 

Our studies have identified 
two divergent approaches to 
monitoring a KPI. The primary 
use is to track current realities 
of critical business functions. 
These tend to be exactly what 
leadership needs to create re-
al-time decision-making that 
keeps an organization on track 

with targeted outcomes. Again, while this yields an 
observational advantage to ensure goal achievement, a 
KPI can be equally be employed to foster opportunity.

A frequently overlook function of a KPI is to go be-
yond its use to prevent disruption or loss by explor-
ing the interconnectedness of the KPI to opportunity. 
The best example is a Net Brand Performance Score. 
The NBPS is a very popular indicator of how an or-
ganization is fulfilling its promised value proposition 
by protecting the customer experience. The equation 
is simple. With a scale of 0-10, where the higher the 
number provided the more willing a customer is to 
recommend your brand to others, you take the com-
posite of the top two ratings (Promoters) and subtract 
all those who rated you 0-6 (Detractors). An organi-
zation with a net score of 60+ is cultivating customer 
loyalty. A net score of 80+ is exceptional.  

Obviously, the best way to improve your score is 
to eliminate detractors. Examining the reasons “why” 
scores are low allows organization to stop service 
failures, mitigate negative commentary and acceler-
ate their NBPS. Perfect! The impact is often a bump 
in market share, improving gross sales and lower cus-
tomer churn. 

Yet, the best way to improve profitability is to ex-
amine what’s different between customers who rated 
you on top versus those who rated you in the mid-
dle (Passives). Creating service strategies that migrate 
Passive customer relationships to Promoter customer 
relationships can have a double impact. First, it im-
proves loyalty; which improves share of wallet. When 
a customer stays longer and spends more, your or-
ganization is creating an improved share of profit. 
The combination of these metrics creates a 4 - 6 per-
cent competitive price advantage and a 4-6 percent 
increase in net profits. Focusing upon middle tiered 
customer relationships is often the most rewarding. 
Live long and prosper.

Jim Ittenbach is the Senior Partner at SMARI.LLC. He can be reached 
at jittenbach@smari.com

Stay with me on this.
A new phase begins in your leadership. It’s 

announced to the group at large that you’ve 
been chosen to lead a particular project or ini-
tiative. It’s a big deal that, 
by itself, is a new chapter 
in your leadership. Your 
followers recognize it as 
such.

You realize that some-
where ahead in time – 
perhaps a day, a week 
– you will formally take 
up the duties involved 
in this new chapter. So, 
you expect and under-
stand that the beginning 
(the announcement) and 
the start (of the actual work) are two different 
points in time. 

Say hello to George Washington in 1775.
On June 15 the Second Continental Congress 

at Philadelphia announces that Washington is 
unanimous choice as “general and command-
er-in-chief” of all military forces surrounding 
British-held Boston. Eighteen days later, on July 
3, Washington and others arrrive outside Bos-
ton and conducts his first review of the roughly 
15,000 armed colonists there.

But during these 18 days is a cataclysmic 
event. These American forces kill or wound 
nearly 1000 British soldiers at the Battle of Bun-
ker Hill. Washington found out while traveling 
through New York City. 

Everything changed. In a single day, the 
struggle exploded from violent tension into a 
full-fledged war. Bloodshed wasn’t accidental, 
it was purposeful. The chances of a settlement 
and negotiation were all but obliterated by Bun-
ker Hill. 

As a leader, Washington had nothing to do 
with the event but everything to do with the 
event’s repercussions. There was greater urgen-
cy to train the raw units outside Boston. Strate-
gy had to be developed with the knowledge that 
severe combat had upped the stakes to a dan-
gerous level. The nature of the challenge ahead 
took a sharp turn toward an unknown direction.

That’s how it often is. A gap exists between 
beginning and starting. An event intervenes 
that you as the leader didn’t expect, hadn’t 
signed on for. And yet, everyone will look to you 
for how to go forward. 

Remember George Washington. 

Email Dan Miller with your thoughts at dan@historicalso-
lutions.com.

Views / Dispatches

dan miller

Pick your KPI  
carefully

Five minutes  
in 18 days

Why online ratings don’t 
tell the whole story

We’ve all read online hotel reviews prior to planning a trip. Those re-
views are important to us as well as to hotel management. But beware! 
If you look at the numeric rating but don’t spend 
time reading reviews, you may not be getting a 
true picture. 

A study by researchers at Cornell University’s 
Center for Hospitality Research recently pub-
lished a study, “What Guests Really Think of 
Your Hotel: Text Analytics of Online Customer 
Reviews,” analyzing text from 5,830 TripAdvisor 
reviews for 57 different hotels.

Business travelers were found to write the 
most online reviews and couples wrote the sec-
ond most online reviews. 

The study found that negative comments car-
ry a lot more weight in a guest’s rating than posi-
tive comments do. So averaging the positive and negative scores doesn’t 
provide a true picture of a guest’s opinion. The written review is much 
more valuable in understanding the guest’s true feelings about their stay. 

The study also found that guests value different things at upper tier 
hotels than they do at lower tier hotels. The guest experience strongly 
dominated reviews written about high-tier hotels while amenities and 
location come up more frequently for middle tier hotels. Value and the 
mechanics of a stay, such as check-in, were most commonly mentioned 
in lower-tier hotels. 

Can we extrapolate these findings to other businesses? Perhaps we 
can. It certainly makes sense that high-end retail customers are inter-
ested in the experience and relationship more than customers at lower-
priced stores. And the intensity of a negative review may far outweigh 
the value of a typical positive review across most business segments.

Surveys provide one level of feedback. The questions are designed by 
the business about what the business wants to know. They direct cus-
tomers down the path that most interests them. The data from this re-
port suggests that a one-size-fits-all survey will not be effective in cap-
turing the essence of guest feedback. 

Comments from customers express their true feelings about a busi-
ness’ products and services. While there may be challenges associated 
with organizing and interpreting consumer-driven feedback, these com-
ments may be much more valuable in understanding and improving the 
customer experience.

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

Jim ittenbach
George

Klein

BuSineSS diSpatcheS

Tucker associates honored – 
Several F.C. Tucker Company 
sales associates from Carmel 
were honored last month at the 
firm’s annual awards banquet in 
Indianapolis. Named to the Indi-
anapolis Top Ten were Freeman 
Group and Team Schuster. Plati-
num Club teams included Brooks 
Team, Freeman Group and Team 
Schuster. Nancee Dowler re-
ceived the Rising Star award.

Auto repair costs – Repair-
Pal.com recently conducted a 
study to determine the average 
cost of common auto repairs in 
each state. They looked at water 
pump, alternator and brake pad 
replacement costs on three pop-
ular car models in a range of zip 
codes across each state. Indiana 
ranked in the top 20 for most af-
fordable car repairs. The most ex-
pensive state for repairs – Alaska.
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18TH ANNUAL
BLACK-TIE GALA
18TH ANNUAL
BLACK-TIE GALA

May 14, 2016
Renaissance Indianapolis

North Hotel – Carmel
Cocktail hour begins at 5:30

Entertainment provided
by Charlie’s Pocket

Live and Silent Auction
 

CALL ANNETTE PRESTON
FOR MORE INFORMATION

AT 765-485-8112

WITHAM HEALTH SERVICES FOUNDATION

horizonbank.com
888-873-2640

EXCEPTIONAL SERVICE • SENSIBLE ADVICE®

At Horizon, we understand you need a 

business loan that can grow and flex along 

with your needs. With great rates and 

personalized service from people who 

put your business first, a Horizon business 

loan can help take your business further.

Talk to your local 
Business Advisor today!

Loan Decisions Next  
Business Day - Guaranteed*

IMAGINE
a business loan

Member FDIC *Applies to Loan Requests of $250,000 or less. See an Advisor for details.

that grows with you.

The most egregious court ever

Jack
Klemeyer

You may not now be aware that there is a 
court here in our nation that is the most un-
balanced, unfair and 
egregious to those 
who come before it. 
The court I am talk-
ing about may be oth-
er places in the world, 
too, for that matter, 
but I do not have per-
sonal experience in 
that arena. There has 
not been this kind of 
injustice known since 
the inhumane treat-
ment of human be-
ings in Eastern Europe and Asia during 
World War II.

This court is prolific too … it surrounds us! 
By now, you are probably wondering if this 

a political rant, or perhaps I have lost my nut 
by writing about such a travesty. I will let you 
decide that as you read on.

Have you ever been in a situation when 
a friend, colleague or, worse yet, spouse or 
family member creates the belief that you 
have done something grievously wrong? The 
court is convened, the prosecutor presents a 
water-tight case, the judge and jury find the 
defendant guilty, judgment is passed, and the 

sentence is given all in the person’s head? I 
am sure they did not even check in with you, 
the defendant, on the facts of the case. Oh 
no, in this court, you are guilty until (maybe) 
proven innocent.

It is in times like these that it is important 
to remember the advice from Don Miguel 
Ruiz, author of “The Four Agreements.”

1. Be impeccable with your word. Speak 
the truth and forego gossip. 

2. Don’t take things personally. Doing so 
is the highest form of arrogance. 

3. Don’t make assumptions (You know 
what that makes of both you and me), 
and 

4. Always do your best.
You cannot control the thoughts or actions 

of others, but you have complete control over 
your own thoughts and actions. Be calm. Take 
your heart full of curiosity and have a conver-
sation with that person. Remember, you are in 
charge of only your own thoughts and actions. 
Apply Ruiz’s advice from “The Four Agree-
ments” and carry on.

Jack Klemeyer brings more than 30 years’ experi-
ence to his coaching clients and mastermind groups 
through Grow Your Business Coaching. He is best 
known for innovative thinking and creative solutions 
that make a real difference in business growth. Con-
tact Jack at 755-6963 or at Jack@GYBCoaching.com.

Wroblewski

By Anna Skinner
Ed Wroblewski drew his business idea 

from a common inconvenience. 
Wait4U Services places ‘waiters’ in the 

homes of those who need to leave 
while waiting on a service, such 
as a plumber, electrician or fur-
niture delivery. 

“I developed a concept of this 
business to help people go on 
with their lives and not have to 
deal with the inconvenience of 
taking time off of work when 
they have a service delivered,” the 
Westfield resident said. 

Yet Wroblewski realized there 
was another plus he could incor-
porate into his business.  

“The bonus was I realized I could hire vet-
erans and people with disabilities as a pref-
erence because they didn’t necessarily need 
to do anything, they don’t have to lift or push 
or carry something … it’s not a physically de-
manding job,” he said. “It’s just a matter of 
being able to be trustworthy and being able 
to let people come in and do the service and 

leave and lock it up.” 
To determine trustworthiness, Wroblews-

ki conducts background checks, personal 
interviews, drug screens and also runs off a 

simple idea. 
“The test is if I would feel com-

fortable with any of them in my 
own home, then I would feel 
comfortable sending them into 
your home,” he said. 

The business launched Jan. 1 
and services Hamilton, Boone 
and Marion Cos. Wroblewski 
said that his company and all of 
his waiters are insured, so if one 
waiter were to get injured inside a 

home or were to break something, the home-
owner is not liable.

He currently has 20 waiters hired, in-
cluding veterans from the Air Force and the 
Army, as well as Marion Co. retired sheriff. 

“The thing I’m really excited about is the 
ability to hire veterans and people with dis-
abilities,” Wroblewski said.

To learn more or to schedule for a waiter, 
visit wait4uservices.com.

Wait4U Services to aid Hamilton Co. 
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By Mark Ambrogi
Attorney Patricia Polis McCrory recently developed the wish 

to have her own business.
McCrory is the owner of Mediation 

Roundtable, which operates out of the 
Carmel and downtown Indianapolis of-
fices of Harrison & Moberly.

McCrory, an Indianapolis resident, 
was with Harrison & Moberly from Jan-
uary 1985 to December 2005, serving as 
a managing partner from 1993 to 1995. 
Then she went to work with Locke Reyn-
olds, which was acquired by Frost Brown 
Todd LLC in 2009, for 10 years before re-
turning to Harrison & Moberly in October.

“I came back as counsel and brought clients I was representing 
back with me,” McCrory said. “I decided I wanted to do some-
thing else so I also formed a limited liability company.”

McCrory started out with the Marion Co. mediation program 
about 20 years ago. She decided last year she wanted to start her 
own company. She had noticed there were only a couple of me-
diation companies in Indianapolis.

“For longevity purposes I decided I wanted to start a third or 
fourth one,” McCrory said. “I thought it would be easier to medi-
ate both cases in Indiana and cases elsewhere if it was a company 
format so that was the motivating factor.

“Right now I’m the sole mediator with it but at some point in 
the future there may be others we would add to it. It’s a women-
owned business so hopefully have some traction with securing 
representation and mediations because we are a women-owned 
business with government entities that like using women-owned 
businesses. We will mediate civil disputes not domestic or di-
vorces, but any kind of civil or commercial dispute.”

McCrory can share mediations with Harrison & Moberly de-
pending on what expertise is needed.

“If I had something that looks like Harrison & Moberly would 
be better able to do, I discuss with bringing them in on that me-
diation,” McCrory said. “My background is I’ve done environ-
mental law and I’ve worked with insurance agencies a lot. So my 
experience has been in environmental litigation and also director 
and officer liability with insolvent companies. I’ve also worked 
with patent infringement and represented banks in various dis-
putes. I’ve also represented insurance companies with coverage 
area.”

McCrory said she can mediate any complex or commercial 
litigation.

“My experience has been in those areas so I think I can recog-
nize the issues, and hopefully I can help structure a resolution 
that is a win-win for all parties,” she said.

McCrory, a Roncalli High School and University of Indianap-
olis graduate, graduated from Indiana University’s McKinney 
School of Law. She was admitted to the Indiana Bar in 1980. Mc-
Crory is on the board for the University of Indianapolis.

McCrory has been recognized in Best Lawyers (2009-2016) 
in areas of commercial litigation; litigation — banking and fi-
nance; mass tort litigation; class actions — defendants. She also 
was recognized by Indiana Super Lawyers in business litigation 
(2004-2016).

McCrory starts 
Mediation Roundtable

McCrory

Talk to me: The art of conversation

Jon quick

Think back to the days before e-mail, Kindles, iPads, so-
cial media, Skype, web sites and smart phones. How did 
we ever get along? 

We wrote letters, we read real books, we ac-
tually talked to one another.

Before I am excused as being behind the 
times, “new media” makes our lives easier in 
many ways. I teach clients daily to increase 
their marketing exposure and save money by 
using it. 

But there are times where, “enough is 
enough.”

Let’s take the art of conversation.
I also saw this recently. It was from life 

coach Jack Bennett, Ph.D. “Giving someone 
our full, undivided attention is fundamental 
to our business and interpersonal relationships. Really lis-
tening to someone, making eye contact and hearing them, 
makes them feel appreciated, and creates a positive feel-
ing for them about you.”

So put away the electronic gadgets and talk to me! 
Before transitioning into my own company, I was a 

manager in the media for many years. Annually, the own-
er of one company I worked for would do an “employee 
survey.” No holds barred. No fear of retribution. Say what 
you will about the company and the management. Anon-
ymously.

I remember one comment. “They never talk to us any-
more. It’s always an email, a corporate newsletter, another 
memo or another dreaded staff meeting.” 

The comment woke me up; I was guilty of it. In fact, a 
co-worker and I once joked when we realized how often 

we were emailing each other, even though our 
offices were right across the hall from one an-
other. How absurd when you think about it. 
It’s like passing a note back and forth. 

Speaking of notes. Another highly respect-
ed attorney friend was given a recommen-
dation by a man in a prominent political of-
fice. He said, “I need to send him an email to 
thank him.” I said, “No, send him a real let-
ter or a card. Break down and spend 46 cents 
on a stamp. “ There’s still nothing like getting 
something nice – in the mail. He agreed.

Think of your own experiences and how 
good it makes you feel when your manager ac-

tually takes time to physically come over to compliment 
you. Or just to visit. No phone call. No email. No memo. 
That’s a great manager. And don’t tell me you don’t have 
time.

Oh and, by the way, if you do have to write a memo to 
your entire staff, for whatever reason, do not address it to 
“TEAM.” Or say “MY TEAM.” Sorry. Corporatese sucks. 
But that’s another column.

Please. Set an example. Get up and walk. Then talk. 
Then go back to your office and check your email. 

Jon Quick is President of the Carmel-based marketing and public rela-
tions firm, Q Public Relations & Marketing. You can reach him at Jon@
QPRmarketing.com. He is a former 25+ year manager at both CBS and 
Emmis Communications.

Building future workforce – OneZone presents Work-
force 2020, Building a Strategic Workforce for the Future, 
from 11:30 a.m. to 1 p.m. on April 19 at Ritz Charles. The 
nature of employment and the composition of the labor 
pool are undergoing a transformation. Edward Cone, 
Deputy Director in the Thought Leadership group at Ox-
ford Economics, will share research results that serve as a 
call to action for all businesses. Reservations are due by 
April 15. Visit www.OneZoneCommerce.com. 

Young professionals event – Discover Indy is an annual 
event for young professionals to get plugged into India-
napolis through a social, yet focused evening. Attend-
ees will meet other young professionals who are new to 
the metro area to learn more about our city and ways to 
get involved. This event will be held from 5:30 to 8 p.m. 
on April 7 at Kiwanis International, 3536 Woodview Tr., 
Indianapolis. For more information, visit www.Indianap-
olisJCI.org.

Avoid this tax scam – This year the IRS is using outside 
debt collectors to help collect delinquent taxes. That may 
lead to an increase in scammers who are pretending to be 
from the IRS but who really are trying to steal from you. 
Legitimate IRS contractors are not authorized to take pay-
ments directly. They must tell you to make payments to 
the IRS. If anyone calls trying to collect directly, it’s prob-

ably a scam. Source: BottomLinePersonal.com

New malware danger – A new type of computer mal-
ware called typosquatting is emerging. This scam aims 
to install malware when users mistakenly type “.om” in-
stead of “.com” in popular URLs. For example, if someone 
types amazon.om, they could be taken to a lookalike 
website where the user is requested to install an update. 
Malware is installed and the computer is infected. To 
protect yourself, double-check the URL before installing 
any updates. Source: Consumerist.com

Anytime Fitness reopens – Anytime Fitness in Westfield 
is hosting a grand re-opening from 10 a.m. to 4 p.m. 
April 16. Anytime Fitness is at 3249 E. SR 32. 

Real estate investors meeting – Central Indiana Real 
Estate Investment Association is the largest non-profit 
real estate investors group in Central Indiana. Through 
its monthly Main Meetings it provides education and 
networking for real estate investors. The next Main 
Meeting will be held on April 7 at Broadmoor Country 
Club, 2155 Kessler Blvd. W. Doors open at 5:30 and the 
meeting begins at 6:45. Cost is $20 for nonmembers. 
Members are free. Pre-register at www.cireia.org. Go to 
the Calendar of Events, click on the link for the meeting 
and sign up to attend.

BuSineSS diSpatcheS
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By Mark Ambrogi
Now you can attend a farmers market 

without ever leaving home on a 
Saturday morning.

At least that’s how Farmers-
Market.com Co-founder and CEO 
Nick Carter describes his busi-
ness, which launched Jan. 1.

“For the consumers, it is an on-
line farmers market experience,” 
he said. “You can find local ven-
dors just like you would at a farm-
ers market. Most of our vendors 
are traditional farmer market 
vendors as well. You can find their products, 
place an order, pay online and then pick up 
once a week in a local pick-up spot.”

Carter said the first pick-up spot was in the 
Fishers/Geist area at Moody’s Butcher Shop, 
10106 Brooks School Rd., Fishers.

“We started in (Fishers/Geist) so we could 
work out the kinks,” Carter said. “We plan to 
have 50 (pick-up spots) across the state by 
the end of the year. There are people’s homes 
or businesses that can host it.”

Other area pick-up spots currently set are 

in Zionsville at Moody’s Market and Butch-
er Shop, 20 E. Cedar St., and  in Carmel at 

Chocolate for the Spirit, 301 E. 
Carmel Dr.

There also are pick-up spots in 
Plainfield and Kokomo.

Carter, an Indianapolis resi-
dent who grew up on a family 
farm near Kokomo, co-found-
ed the service with Board Chair-
man Chris Baggott, a Greenfield 
resident who co-founded Exact-
Target. Carter and Baggott both 
have ties to the software industry.

Carter said what is unique for the farmers 
is FarmersMarket.com is creating a network 
of markets hosts.

“All the products are linked, and inven-
tories are linked,” Carter said. “If an order 
is placed for a Carmel pick-up, it diminish-
es inventories in all the markets. Especially 
with produce, a lot of our products are in-
ventory limited.”

As of now, Carter said the site offers 80 
products from 22 different vendors. Carter 
said orders have been increasing each week.

Tutoring, nanny service opens

Farmers market now online

By Mark Ambrogi
College Nannies + College Tutors has ar-

rived in Carmel.
This is the first franchise in In-

diana with its office at 1 E. Carm-
el Dr., Suite 120, The owner, Sue 
Cornish, is from Columbus, Ohio, 
and owns seven offices.

The company offers nannies 
and tutors as well as babysitters. 
The office opened on Feb. 1 with 
a grand opening set for April 25.

Drew Calvert, a Carmel resi-
dent, handles the tutoring side.

“Primarily our focus is from seventh grade 
to 12th grade students,” Calvert said. “We 
give them homework help and subject focus, 
ACT and SAT test prep.”

Calvert said primarily the tutors are col-
lege-aged, but not exclusively.

“If we have somebody, who is 40 years old 
working on a doctorate that knows the ma-
terial, it’s perfectly good,” Calvert said. “But 
it’s mostly college-aged kids, people that are 
ensconced in the whole world at the moment 
and know their stuff,” Calvert said. “We also 
do things with study skills. The important 
thing is this is customized one-on-one tutor-
ing. This is not group-setting where we put 
five students in a room with one tutor. It’s 

customized for each student based on what 
obstacles they are trying to get through.”

Calvert said the offices looks 
for the best match.

“Often it’s not the subject mat-
ter but the student might not be 
able to connect with the teach-
er on that level,” he said. “I find 
someone they can connect with 
not just on a education level and 
personal level.”

Calvert said the office runs 
frequent free practice ACT and 
SAT tests.

The nanny portion is made up of college 
students that provide various nannying or 
baby-sitting services. Calvert said everyone 
goes through a background check and are 
certified for CPR and first aid.

“We do have some granny nannies, who 
might be retired or don’t have kids at home 
anymore or who just love children,” Calvert 
said. “We find wonderful people to fill these 
roles.”

Calvert said the babysitters’ profiles are on 
the website.

“It’s almost like Uber for babysitters,” Cal-
vert said.

For more, visit collegenanniesandtutors.
com/carmelin.

Calvert

Carter

1051 3rd Ave SW | Carmel, IN 46032 | P 317.844.6629 | F 317.844.6636
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Q and A with a doula

Name: Adina Nelson
Title: Birth Doula

Business: Fireweed Doula Services

By Lana Bandy
What is a birth doula? A birth doula is someone who 

comes alongside the family and offers educational, emotional 
and physical support during the pregnancy and the birth. 
For most moms, they don’t necessarily 
know who their doctor is going to be – 
they get whoever is on call. They don’t 
know their nurses ahead of time. But 
the doula is someone they’ve connected 
with ahead of time, someone they meet 
with ahead of time. She’s someone who 
knows what they want, helps them with 
questions and makes sure they get good 
information so they can make good 
decisions for themselves. My job is not 
to save people from their care providers 
or to save them from their decisions. 
It’s to support them in what they’ve 
chosen and to be that person who holds 
their hand through the process and 
makes it more positive. 

How did you get started? I’ve been 
doing it for almost three years. I did 
the training five years ago, but then I 
had another baby between the training 
and when I started taking clients. The 
doula training itself is through DONA 
International. They have training all 
over the world. They were one of the earliest doula training 
organizations. The training itself was not real long, about a 
three-day workshop. We had to read a lot ahead of time and 
then get certified afterwards. There’s a whole certification 
process that happens after that. I finished that about a year 
and a half ago. A lot of doulas choose not to certify, but I 
felt like that was an important piece of the puzzle. It says 
that this is what I do and that I agree with the organization’s 
practices. 

What is the process for a woman who wants to have a 
birth doula? It depends on the client. I have a few different 
packages I offer my clients. I usually meet one to three times 
ahead of time. I always do a free consultation to meet and 
they can decide if they want to work with me. I try to time 
my prenatal visits so the last one is around 36 weeks unless 
they think the baby might come before that (and then we do 
it sooner). The prenatal meeting is one to two hours. We talk 
about birth plans and practice labor positions. In between, 
we talk on the phone, email and text. When they go into 
labor, they let me know and things start to happen. 

When they want me to come, I meet them in their home 
or their place of birth and I stay with them. I also do a 
little bit of postpartum care. Once you go home from the 
hospital or your mom goes home or whoever you have to 
help you goes back to work, you’re on your own. Especially 
for a first-time mom, it can be very overwhelming. I go into 
their homes and 
actually provide 
hands-on support, 
helping them with 
whatever they 
need, meal prep, 

light cleaning, hold the baby so mama can take a shower, that 
type of thing.

What do you think are the benefits of your service? 
Studies show that mothers who have a doula are less likely 

to have C-sections and they’re less 
likely to need other pain management. 
They have a more emotionally positive 
outlook for their babies. What is most 
important and what I try to emphasize 
with my clients is that they want to be 
able to look back on the birth of their 
child – something they’ll remember 
forever – without regret and remember 
the day they became that baby’s parent. 
They want to be able to look back 
on that and own their choices. Even 
if it didn’t happen exactly how they 
wanted or as planned (because birth is 
somewhat unpredictable), they want to 
be able to look back without regret. 

How do clients find you? I have 
a website. There is also a site called 
doulamatch.net that I have an account 
on, and there are client testimonials 
there as well. I also work with local 
chiropractors in the area and will be 
reaching out to the OB community in 
Hamilton Co. in the next year as well. A 

lot of it is word of mouth.
Why did you decide to get involved in this type of 

work? I’ve found that there are three kinds of people who 
become doulas. There are people who are older and find 
out about this and are like, “Wow, I wish we had this when 
I had my kids.” Then there are people who had amazing 
births, and they want everyone to have that. And then there 
are people who – and this is the category I fall into – had 
a terrible birth and found out everything that they should 
have known beforehand, afterward. And that’s what led me 
to become a doula. There’s a certain amount of information 
you need before you even know that there are questions you 
should ask, and I just didn’t have the information. So my 
second birth was much better. Things didn’t go how I had 
planned, but it was a healing experience. In many ways, I was 
very thankful I didn’t start this work until the second birth 
because it made me a much better doula.

What do you like best about your job? I love watching 
families happen. There’s this humanity that happens during 
birth that is incredible. It brings out the best in people. I 
really enjoy watching people interact. Every couple has 
a different dynamic. I work with some families where 
mom won’t let dad near anything because she’s afraid he’ll 
pass out. And then there are others that are just really 
comfortable with everything. I enjoy the people-watching 
aspect of it. After that baby is born, it’s always a joyous time. 
It’s a privilege every time I’m at a birth.

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

Adina Nelson with a baby wrap, which is used 
to help turn a posterior baby. (Photo by Lana 
Bandy)

By Mark Ambrogi
Darren Lee Cupp is adding some more lines to his 

resume.
Cupp, who owns Darren’s Ballroom in Carm-

el, appeared in 
an independent 
movie “Dracula 
Now,” appeared 
on Fox Life’s 
“Dance Dreams” 
and worked on 
developing his 
own reality show 
“Ballroom Revo-
lution” in 2015. 

Now Cupp is 
launching his 
own jewelry line, 
The Ballroom 
Bracelet Collec-
tion, in conjunc-
tion with David Joseff Designs, a jewelry designer 
from Indianapolis.

Bracelets are designed after ballroom dances, Tan-
go, Bolero, Samba, Cha Cha and Waltz.

“They are leather-wrapped bracelets so they are 
unisex, anyone can wear them,” said Cupp, who lives 
in Indianapolis. “They can be worn separately or when 
they are all put together they make one bracelet. You 
can layer them.”

The bracelets will be available online and at Cupp’s 
studio, along with other dance studios. The website 
information will be available on Cupp’s Facebook 
page. Cupp said prices haven’t been set yet, but it will 
definitely be under $50.

Cupp signed with Warren McRae to produce his 
first music single and album.

McRae has played bass for Tina Turner, Patti La-
Belle and Nona Hendryx. Cupp’s publicist connected 
Cupp with McRae.

“I’ve recorded music before but I’ve always record-
ed cover songs,” Cupp said. “This will be first original 
CD I’ve done with my own stuff. There will be four 
songs that are originally released. The first single will 
be released in early spring.”

The first single is named “Turn Table.”
“It’s cool to be able to work with (McRae) and get 

his creative input,” Cupp said. “The music gets sent 
to me. I make changes and suggestions, and it gets 
re-worked again. It’s an exciting process. If you have 
to classify it would be pop but with some rock influ-
ences as well.”

To preorder the single or merchandise, visit fundly.
com/all-access-pass-1.

“It gives people a behind-the-scenes look into the 
creation,”Cupp said.

Cupp launches 
bracelet line, album

A cover photo for Darren Lee Cupp’s new 
album. Cupp has expanded his business 
beyond ballroom dancing, to a jewelry 
line and music. (Submitted photo)
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Ritz Charles to serve  
as caterer for City Hardware 

By Mark Ambrogi
To Casey Lazzara, the name City Hard-

ware has a certain urban chic flair.
Lazzara, events sales associate for Carm-

el’s Ritz Charles, said her company has ex-
clusive catering rights to City Hardware. The 
downtown Indianapolis events space, 136 N. 
Delaware St., is owned by the National Retail 
Hardware Association. The large space is in 
the main level of their building.

“We picked the name because it is in the 
city and we’re actually in the National Re-
tail Hardware Association building,” Laz-
zara said. “We’re trying to get that name out 
there.”

Ritz Charles put in a proposal and was 
named the exclusive caterer for the space. 
Lazzara said the space will accommodate 120 
people for some events, like a cocktail party.

Lazzara, 31, works in the off-premise ca-
tering department for Ritz Charles. Ritz 
Charles is one of two caters used at the 
downtown Indianapolis Central Library and 
Indianapolis Artsgarden.

“So this is good because we’ve never had 
a place downtown we’re exclusive with,” 
said Lazarra, whose father Chuck owns Ritz 
Charles. 

“We’re going to a lot of corporate events dur-
ing the day such as business meetings,” Lazzara 
said. “We’re also going to focus on rehearsal 
dinners because it’s just a cool little industrial 
space and modern so it’s relative to today. Peo-
ple my age like that kind of atmosphere. We can 
maybe have a business after-hours (function) or 
something like that as well.”

Holiday parties are another possibility. La-
zzara held a grand open house for business 
professionals, and event planners Feb. 17.

Lazzara, a 2006 Ball State graduate with a 
degree in fashion design and merchandising, 
will be with Ritz Charles full time 10 years in 
May. Ritz Charles celebrated its 30th anni-
versary in 2015.

City Hardware is ready for immediate 
rental. For more on renting the space, call 
846-9158 (ext. 12) or email caseylazzara@
ritzcharles.com

Hamilton Co. ranks No. 1 in 
SmartAsset report on cost of living

editorial@youarecurrent.com
A new study from New York 

financial technology company 
SmartAsset shows where peo-
ple can get the most out of 
their money thanks to a favor-
able cost of living. The study 
compares median income and 
cost of living data nationwide 
to find the counties where 
people hold the most purchas-
ing power.

Rank County, State Cost of 
Living

Median 
Income

Purchasing 
Power Index

1 Hamilton, Ind. $44,929 $84,635 90.68
2 Hendricks, Ind. $39,184 $68,342 83.96
3 Boone, Ind. $38,741 $67,416 83.77
4 Hancock, Ind. $38,812 $65,517 81.26
5 Porter, Ind. $37,239 $62,818 81.20
6 Warrick, Ind. $37,953 $62,747 79.58
7 Johnson, Ind. $37,559 $60,644 77.72
8 Dearborn, Ind. $36,058 $58,000 77.43
9 Posey, Ind. $37,807 $59,969 76.35

10 Warren, Ind. $36,241 $56,642 75.23
(Submitted graph cour-

tesy of SmartAsset)

Casey 
Lazzara 
inside the 
downtown 
space. 
(Submitted 
photo)
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Go Green!
Ray’s Your Roof…
Rays Trash Service diverts post consumer 

asphalt shingles from landfills and incinerators to be recycled back into 
road materials. Removal of the shingles at your worksite is the first step. 

Ray’s can haul the material, or you can deliver it to one of our four convenient 
locations. The material is quality tested and then ground to be incorporated into 
hot asphalt mix.

Be Green • 100% of Materials Reused • More Cost Effective than Landfill 
Disposal • Helps Save our Natural Resources • Quality Testing on Every Load

TELL YOUR ROOFER YOU WANT  
TO RECYCLE WITH RAY’S! 

Call (317) 539-2024 • (800) 531-6752
www.RaysTrash.com
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By Mark Ambrogi
When the Fishers and Carmel Chamber 

of Commerce groups merged into OneZone 
in February 2015, the new organization set 
four major goals.

Dan LaReau, who served as OneZone 
chair in 2015, said 
all four were accom-
plished during the 10 
months remaining in 
2015.

The first goal was 
to keep 80 percent of 
its Fishers and Car-
mel chamber mem-
bers. 

“We ended 2015 
with an overall re-
tention rate of 83 percent,” said LaReau at 
the OneZone luncheon March 9 at One East 
Event Centre in Carmel. “Retention was 
higher than expected. We were a little con-
cerned but have no major issues between 
Carmel and Fishers. Everyone is looking 
forward to the combination going forward.

The second goal was to attract new mem-
bers and OneZone achieve that by adding 
100 new members. The OneZone is the 
fourth largest chamber in Indiana with more 
than 1,300 members.

“The growth is something we had hoped 
for but it is beyond expectations,” said LaR-
eau, executive director of operations & in-
formation at St.Vincent Carmel and lives in 
Noblesville.

The third goal was to grow member en-
gagement.

“In 10 months, our luncheon attendance 

has averaged over 300,” LaReau said. “We set 
a record with the Carmel Mayor’s State of 
the City address with 620 people showed up 
at the Ritz Charles.”

LaReau said the two golf events and two 
Business Expo events had record participa-

tion.
The fourth goal 

was to have a stron-
ger voice.

“Our board, our 
members and our 
respective commu-
nities, all agree that 
together. we can be 
a louder, more effec-
tive voice for busi-
ness-friendly legisla-

tion at both the local and state level,” LaReau 
said. 

Jo Biggers, chair of the board and vice 
president of finance of MISO Energy in Car-
mel, said increased networking has been a 
positive feature of the merger. Biggers said 
members are constantly commenting on the 
new people they’ve met.

“We’re most surprised by people that 
have reached out to us to join without us 
doing a proactive step first,” she said.

Biggers said there is one major goal for 
2016.

“We want to move that advocacy forward 
by using our stronger voice,” she said.

Business News / Dispatches

Local start-up creates
high-tech trashcans

OneZone meets its initial goals

From left Terrill Krigger, Grant Jenkins, and Scott 
Fankhauser. (Submitted photo)

LaReau Biggers

A rendering  
of the high-tech can. 

(Submitted image)

By Adam Aasen
One Carmel entrepreneur thinks that 

trash cans can do more than just store gar-
bage. 

His company, eCeptacle, has developed a 
product called the PowerBin that can com-
pact trash, send e-mails or texts when the 
cans or full, provide Wi-Fi to nearby Inter-
net users and even display messages on LED 
screens.

“We call it the world’s smartest trash can,” 
said Grant Jenkins, who founded the com-
pany in 2014.

Jenkins, 38, came up with the idea while 
working in the banking industry and walk-
ing through downtown Indianapolis. He 
thought more could be done to improve the 
city’s trash services and he began to recruit 
partners. Engineers at Rose Hulman Ven-
tures helped him design the five-foot tall 
model that uses energy from putting trash 
into the can to actually power the trash 
compaction.

Jenkins’ business partners include Ter-
rill Krigger, 40, owner, Scott Fankhauser, 36, 
CEO, Jonathan Polak, 45, owner/head of le-
gal, and Lou Jenkins, 75, owner.

The LED screens are a big part of the 
PowerBin’s appeal. Clients such as univer-
sities, cities, corporate campuses or sports 
stadiums can utilize the screens to display 
important messages such as upcoming 
events or public safety announcements. The 
screens would display advertising as a form 
of revenue for eCeptacle and then the bins 
would be leased to clients at a reduced cost. 
If advertising revenue would be sufficient, 

cans could be essentially given away to cli-
ents. Leasing a PowerBin could cost around 
$2,000 a year.

The bins have a public safety applica-
tion and can detect the sound of gunshots 
and begin filming at once. It’s possible that 
someone could pull up an app called Dig-
italMace on their smartphone and use the 
PowerBins to send a panic alert, similar to 
the “blue light” poles found on college cam-
puses. 

The PowerBin was honored as a top ten 
digital product, alongside Panasonic and 
Corning, at the Consumer Electronics Show 
2016.

“We were really excited about that,” Jen-
kins said. “We’ve been busier than we’ve 
ever been because of our success at that 
event.”

Currently, the first paying customer is 
Lilly & Co. but Jenkins said several other 
clients are interesting. Conversations have 
been had with Downtown Inc., the city of 
Evansville, the Indiana Pacers, and Fishers 
Parks and Recreation Department.

“Coming out of CES, we’ve had recent 
conversations with universities such as 
Oklahoma University to the city of Beverly 
Hills,” he said. “We receive calls from Dubai, 
Ecuador, and Canada even inquiring about 
our product.”

Jenkins said the goal is to deploy our first 
batch of cans early summer and have about 
2,000 cans out by the end of 2017.

Jenkins believes the product can positive-
ly affect the community by, “enhancing so-
cial, environmental and economic sustain-
ability.”

He said the compaction and notification 
options are beneficial to the environment by 
reducing the need to have 30-ton trucks that 
cost $100 an hour to operate to blindly to 
check on capacity levels of cans.

•	 Keep 80 percent of chamber members
•	Attract 100 new members
•	Grow member engagement
•	Have a stronger voice

onezone 2015 GoalS

BuSineSS diSpatcheS

New partners named – The law firm of Boje, 
Benner, Becker, Markovich & Hixson, LLP is 
proud to announce that Laurie D. Johnson 
and Alicia M. Adcock have become partners 
in the firm effective Feb. 1. Also, after 36 years 
of dedicated service, James (Jim) Pickering re-
tired from the practice of law.

David Weekley celebrates 40 years – To 
commemorate five years of home building 
in Indianapolis and 40 years of home-build-
ing nationwide, David Weekley Homes is 
thanking its customers with an offer tradi-
tionally reserved for team members – em-
ployee pricing on David Weekley homes. 
From now through April 17, homebuyers 
will receive a seven percent discount, not 
to exceed $35,000, when they purchase a 
new home. For more information, call 800-
748-6219 or visit a sales office.

Lemonade Day registration – Lemonade 
Day Greater Indianapolis has opened its regis-
tration for Lemonade Day, to be held on May 
21. This is a fun and easy way to teach kids the 
basics of entrepreneurship and finance. When 
children participate in the program, they learn 
everything from customer service and supply 
management to marketing and how to calcu-
late a profit. Visit www.Indianapolis.lemon-
adeday.org to get involved. 

Scholarship applications – OneZone – the 
result of the merger of the Carmel and Fish-
ers Chambers of Commerce – is now ac-
cepting applications from graduating high 
school seniors for the Nancy Blondin Schol-
arship. Students must submit their applica-
tion by May 1. Details about the scholar-
ship and the application are available at 
www.OneZoneCommerce.com.
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Mimi Blue Meatballs  
plans for Carmel location

Smoothie King likely to open in ‘hot spot’ in Carmel  

Puccini’s celebrates 25 years

Outside the new location. (Photo by Mark Ambrogi)

Sgrol

“Nobody ever succeeds 100 percent of the time. 
We try our best to have our people that interact 
with our customers and impart on them that we 
just want to make people happy. If we fail, we 
do whatever we need to make people happy, do 
whatever it takes to make it right.”

don main’S advice for  
a SucceSSful reStaurant: 

By Mark Ambrogi
Chris Sgrol hopes to be bringing a Smoothie King to Carmel soon.
Sgrol did not want to reveal his location yet but is in negotiations with a spot 

near downtown Carmel area.
“It’s in a populated area and it a hot spot we think,” said Sgrol, who hopes the 

deal will be completed soon. “It’s perfect for this franchise.”
Sgrol’s Smoothie King opened at 8270 E. 96th St. in Fishers on Oct. 21. 
“We’ve done really well and each month is doing better,” Sgrol said. “I couldn’t 

be happier. Like all things it takes time to recover, but now we are making a 

profit which is good.”
The Fishers store has about 15 employees.
Sgrol made a deal to open up three Smoothie King franchises in Hamilton Co. 

or northern tip of Marion County.
“From the time of opening my first store, I have two more years before open-

ing two more,” he said.
Nothing has been determined, but Sgrol said he would love to get a store near 

86th Street and Michigan Road in Indianapolis.
“There used to be one there that did very well,” Sgrol said.

By Mark Ambrogi
Mimi Blue Meatballs will soon 

be bringing its unique menu to 
Carmel.

Mimi Blue Meatballs started 
in Indianapolis at 870 Massachu-
setts Ave. in January 2015. The 
hope always was to open a second 
restaurant, Michael Kosene said.

“But it was a big ‘if ’ the first 
one went well,” said Kosene, one 
of the owners. “We thought with 
our entrepreneurial spirit that it 
would be embraced and we have. 
Our whole goals has been very 
simple, we’re trying to deliver a 
fresh product. All our meatballs, 
all our sauces and our sides are 
made fresh every day.”

Kosene said they are planning 
to open in the first two weeks of 
April at 12505 Old Meridian St., 
the former site of Crust Pizzeria 
Napoletana.

Kosene is the operating part-
ner along with co-owners, his fa-
ther Gerry and his uncle David 
Kosene.

Kosene, a 32-year-old India-

napolis resident, expects to have 
35 to 40 employees, including the 
managers. The seating capacity is 
estimated to be 90 to 95.

The restaurant name is a trib-
ute to Mildred “Mimi” Kosene, 
mother of Gerry and David, who 
died at age 91 in 2011. Her maid-
en name was Bluestein.

“We try to maintain a level of 
service with our staff that is ex-
ceptional,” Kosene said. “We set 
a very high standard for the ex-
perience we want our customers 
to have. Our price point is afford-
able. We try to offer upscale food, 
atmosphere and service for af-
fordable prices.”

Mimi Blue Meatball was the 
Kosenes’ first venture into the 
restaurant business.

Kosene & Kosene Residential, 
a real estate development compa-
ny, was started by Gerry and Da-
vid Kosene and Michael has been 
with the business a little more 
than 10 years.

For more, visit mimibluemeat-
balls.com.

By Anna Skinner
Don Main wasn’t expecting to expand and celebrate 

25 years of business when he and his brother Tom and 
partner Brooks Powers launched the first Puccini’s at 
86th and Ditch in Indianapolis, March 13, 1991. 

Yet 25 years and 11 Puccini’s locations later, Main is 
happily surprised. 

“First of all, it’s one of those things you just don’t 
expect to end up where you are after all these years,” 
the founder and president said. “When you first start, 
you’re starting something for real basic reasons. We all 
found ourselves at a crossroads in 1990 and whatever 
we had been doing was not panning out.”

Main said that when Puccini’s began, pizza and pas-
ta restaurants had not oversaturated the area, and all 
the founders enjoyed that type of food. 

“We just did it differently and we have expanded our 
menu as the years have gone by to be more inclusive. 
Back then, it wasn’t a very cluttered pizza/pasta land-
scape, and it’s food we all loved,” Main said.  “I’ve raised 
my family on Puccini’s and there were times in the first 
10 or 15 years where we averaged eating there at least 
four times a week.”

Main said that at times, he probably ate at Puccini’s 
10 to 12 times a week and still doesn’t get sick of it. 

Many ask him how he succeeded in such a hard 
business, and Main said it wasn’t that difficult.

“When we started, it was so basic. Like, ‘Let’s do 
some recipes that are things we enjoy eating our-
selves.’” he said. “We made things we liked to eat, and 
that was how we handled our menu and products and 
then we priced them at a reasonable markup to stay in 
business and make a living. It sounds basic, and it is. 
Simple is good.”  

When his brother and Powers began speaking of es-
tablishing a second Puccini’s, Main was surprised.

“I was super happy just to have one successful store,” 
he laughed. “It was really an incremental step by step. 
I didn’t think we would be here at this point. It’s defi-
nitely satisfying, that people have liked what we did 
so much, that’s been fabulous. We were desperate, 
we needed to do something and make some money, I 
thought I was starting a job not a career.”

Because there are 11 Puccini’s spread out across In-
diana and Kentucky, Main said he didn’t do anything 
special to celebrate the 25th anniversary on March 13.

“We didn’t even have a grand opening for our first 
store,” he said. “I was surprised that being simple like 
that brought so much real success for us, people would 
talk about what a difficult industry is and it is statis-
tically.” 

The Carmel Puccini’s is at 13674 N. Meridian St. 
For more, visit http://www.puccinissmilingteeth.

com/. 

The first Puccini’s opened at 1508 W. 86th Street in 1991. No 
grand opening was held. (Submitted photos)

Brooks Powers, left, and Don Main eat at one of the 11 Puccini’s.
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To be part of the 80 percent, incorporate my sugges-
tions for the next three weeks into your networking efforts. 
To begin, lessen your fear and gain confidence first by re-

searching and planning in prepara-
tion to an event. 

Research. Get to know the ven-
ue and layout, who will be attending 
and speaking, what the dress code 
is, etc. 

Plan your attire. For conversa-
tion starters, accessorize. Women 
can wear a pin, scarf or profession-
al yet stylish shoes. For men, wear a 
professional yet stylish tie or pocket 
square. 

Determine and write down 
goals. Is your goal to meet three 

new people or to better understand the purpose of the or-
ganization? For some, using a note card helps to have notes, 
such as names of people, photo of those you’d like to meet, 
their interests, a thought you had after reading one of your 
target’s recent blog posts, along with names of people you 
think your target contact would enjoy meeting.

Eat prior. It prevents you from overindulging and your 
stomach making its own introduction. 

Invest in a business card case. It allows you to orga-
nize both your business cards and those you receive. Many 
professionals have more than one business card. For exam-
ple, I have one from Marian University and one for my own 
business. 

Think of conversation starters. To lessen nerves, re-
view current sporting events and records or upcoming lo-
cal events. A safe option is to ask “what brings you to this 
event?” Make the conversation about the person to whom 
you are speaking.

Finesse your elevator pitch. Master what makes you 
special, including metrics, in 20 seconds or less. Practice 
with a trusted friend or colleague or in your car on your way 
to work and during errands.

Update social media accounts. Ensure only positive 
items are highlighted, post up-to-date pictures and career 
news, etc. Always think to yourself “would my grandmother 
be proud of…?” 

By doing advanced research and planning, you will gain 
the self-confidence needed to mingle with anyone at any 
occasion; you are on your way to being a part of the 80 per-
cent!

Companies are looking for persons who can network ef-
fectively and adapt to a variety of social and business situ-
ations. Do you need a speaker on “Mastering Your Mingle-
Ability: How to Improve Your Networking Skills!” For more 
information, email Beverly at info@beverlyrandolph.com, 
call 317-430-5696, and/or visit www.beverlyrandolph.com. 

Beverly Randolph, MA, is the Founder & Director of The Protocol School of 
Indianapolis and a certified Business Etiquette, Children’s Etiquette and In-
ternational Protocol Consultant. Beverly lives in Carmel and is an Adjunct 
Instructor at Marian University teaching business-related courses. 

Finding a job  
through networking

Kiss Kiss Bang Bang hair salon to serve beer and wine

Carmel resident follows 
dream to open Endeavor

By Adam Aasen
Kiss Kiss Bang Bang, located at 110 W. Main Street, al-

ready stands out compared to other hair salons in Carmel. 
The tattooed stylists are more “punk rock” than “pageant 
queen” in their appearance. One of the owners is a musi-
cian/manager who has worked with bands such as Korn, 
Linkin Park, Rage Against the Machine and Sublime.

But now Kiss Kiss Bang Bang is looking for another way 
to stand out in its field. The salon has applied for a beer/
wine license and will begin serving those alcoholic bever-
ages free of charge to guests.

“It just makes our customers feel special and makes the 
entire visit an experience,” said co-owner and stylist Tanya 
Foster.

Foster said if you travel to Los Angeles, it’s common to 
have a glass of champagne while shopping or getting your 
hair cut or styled. In California, a license isn’t required but 
in Indiana a business can’t serve alcohol without a license, 
even if they give away the product.

Like many other salons, Foster said her business was giv-
ing wine to customers not knowing that it wasn’t allowed. 
The staff never got in trouble, but she wanted to be “by the 
book” so the business applied for the license. Foster said 

they will never charge for drinks but they do monitor con-
sumption.

It’s all about of making the customers feel comfortable, 
Foster said. She said her staff knows how to cut and style 
hair, but first and foremost they know how to take care of 
people.

“We’re a group of misfits, tattooed, totally out there peo-
ple that learned to be incredibly professional and treat peo-
ple well so anybody whether it’s a hair dresser or a client 
when they walk through this door they feel like they fit in 
here,” she said.

Nine years ago, Foster, 48, founded the first location of 
Kiss Kiss Bang Bang in Fishers along with musician Mike 
“Cheez” Brown and business guru Megan Crahan. Anoth-
er location opened at 96th Street and Meridian Street but 
when that lease was up they decided to move up to Carmel 
about a year ago this May. In April 2015, a location in Ful-
lerton, Calif. was opened with a business partnership with 
Ajay Popoff, lead singer of the band Lit. Another location is 
likely for Westfield in the next year.

“It’s overflow,” Foster said. “We are starting to outgrow 
each location. Although we will probably open a location 
in Fountain Square.”

By Mark Ambrogi
Carmel resident Melissa Butrum’s 

dream has been to open her own cloth-
ing store.

“I’ve always had a passion for 
fashion,” said the 33-year-old 
Butrum, who grew up in Terre 
Haute. “If you ever asked me 
what I was going to do grow-
ing up, I would say I wanted to 
own my own store.”

Then Butrum got a shove 
telling her not to wait.

“My best friend, who I had 
been friends with since sixth 
grade, was diagnosed with breast can-
cer,” Butrum said. “She had a good fight 
and actually beat it at one point. She was 
in remission for nine months, but it came 
back.” 

Her friend, Sarah Norton, died at age 31 
September 2014 in Terre Haute. Watching 
her courageous struggle, Butrum came to 
a realization.

“Life is too short, you have to follow 
your dream,” she said. “If you don’t, you’re 
never going to know.”

Butrum will open a women’s clothing 
boutique called Endeavor in The Nash at 
Carmel City Center. The grand opening 
for Endeavor, 846 S. Range Line Rd., is 

planned for April 23.
“We’ll probably do a soft opening 

(on  April 21  or 22) to make sure we’re 
ready to go,” Butrum said. 
“We’re not going to have any 
certain brands because it’s go-
ing to be more of a price point 
from $20 to under $100. We’re 
going to stay with the latest 
trends on what is new in the 
market. We’ll have some hand-
books, bracelets, necklaces and 
rings. We’ll have some shoes, 
scarves. We’ll have a curvy girl 
section.”

Butrum, who has a 2-year-old son, said 
her husband, Jason, has been very sup-
portive in her desire to have her own busi-
ness.

As of now, Butrum said the store will 
be closed  on Sunday  and  Monday. The 
hours will be  11 a.m. to 6 p.m.  Tues-
day  and  Wednesday  and  11 a.m. to 7 
p.m. Thursday through Sunday. 

Butrum, an Indiana State graduate in 
merchandising, has been in the apparel 
business for 11 years and is sales repre-
sentative for a men’s clothing line. She will 
continue in that job but will be in the store 
when not traveling for her job. Butrum will 
likely start with two employees.

Beverly  
randolph

Butrum

BuSineSS 
diSpatcheS

Morty’s is moving – 
Morty’s Comedy Joint is 
relocating to 82nd Street 
and Dean Road in Clear-
water and will be taking 
over the building that 
used to be Don Pablos.

New manager – Chris 
Dykes, a long-time India-
napolis real estate profes-
sional, has been named 
manager of Carpenter Re-
altors’ Carmel office.

Stock pick – Bottom Line 
Personal has selected 
MetLife (MET) as its stock 
pick of the week. MetLife 
is currently designated as 
a SIFI—systemically im-
portant financial institu-
tion, or in plainer terms, 
“too big to fail”—which 
forces it to hold more cap-
ital and limits its flexibil-
ity. Its plans to resolve the 
issue offer an opportunity 
for significant profits, giv-
en its financial strength.
Source: BottomLinePerson-
al.com



businessleader.bz • April 2016   13Carmel Business Leader News / Views

Blue Horseshoe to build  
headquarters in Carmel, bring jobs

By Anna Skinner
After beginning in James Cowell’s base-

ment four years ago, AppleCrossing Inc. 
has finally ad-
vanced to a busi-
ness space that is 
all its own. 

“It started out in 
my basement just 
buying and sell-
ing used iPhones. I 
quickly realized we 
would need to add 
to that to become 
successful and 

grow,” Cowell said. “I never thought we’d 
need office space. It outgrew my house in 
year two, and we moved into office in Car-
mel and have been there over two years.” 

The business will now be at 108 E Car-
mel Dr. in a 1,200-square-foot space. 

In 2015, AppleCrossing Inc. began ca-
tering to education and has become estab-
lished in 33 schools across the state. 

“We are break-fix company,” Cowell 
said. “When students break the technol-
ogy, they turn it in to the technology de-
partment and they contact us.”

In addition to fixing hardware issues or 
breaks in Apple products, AppleCrossing 
Inc. also sells used and refurbished Apple 
products. 

The company has also begun to reach 
out to education foundations around the 
state through the AppleCrossing Cares 
program. Hamilton Southeastern and No-
blesville Schools have joined the initiative. 

“The AppleCrossing Cares initiative 
offered to schools is we offer a discount 
geared toward students and families,” 
Cowell said. 

$10 will be taken off a purchase or a fix 
for the student or family member, and Ap-
pleCrossing will then cut a check for $10 
back to that specific school’s education 
foundation.  

The store will open in April and be open 
9 a.m. to 6 p.m. Monday-Friday and 10 
a.m. to 5 p.m. on Saturday. Walk-ins are 
accepted, although appointments are pre-
ferred. 

From 4 to 7 p.m. on April 9, an open 
house will be held at the new business. 
Snacks and beverages will be provided. 

AppleCrossing 
to open office in 

Carmel 

Cowell

A little known Social Security claiming strategy is going away af-
ter April 30th of this year.  With the Bipartisan Budget Act of 2015, 
the strategy known as “file and suspend” will no longer 
be available to the American public.  

What is File and Suspend?
Under the current law, a filer who is at or past full re-

tirement age can file for individual benefits and imme-
diately suspend receiving them.  This allowed a spouse 
or dependent to collect a “spousal” benefit off their re-
cord, in addition to getting an 8% simple interest growth 
to their benefits until the age of 70.

The new law will allow anyone 66 or older to take ad-
vantage of this strategy through April 30. They can still 
file and suspend their benefits, which allows an eligible 
spouse or dependent to collect a benefit off their record 
under the old rules.  That being said, anyone who is at, 
or will be reaching full retirement age before April 30, 2016, should 

seriously evaluate whether or not to file and suspend their benefits 
before it is too late.

After April 30, the “File and Suspend” strategy will 
no longer be in affect.  In a nut shell, for a spouse or de-
pendent to collect a benefit, the original filer will have to 
file for their own benefit and be required to collect the 
benefit and forgo the 8% simple interest growth under 
the delayed retirement credits provision.  If an individ-
ual files and suspends their benefits, all spousal and de-
pendent benefits will be immediately suspended as well.

One important caveat is if you’ve filed and suspended 
your benefits already, you will be grandfathered in and 
your strategy will continue to carry on before the new 
law is put in place.  

The time to act is now - so contact your advisor soon 
to see if it is worth your while to file and suspend your 

own benefits before April 30.

Joel harris

‘File and Suspend’ strategy going away

From left, Jim Shellinger with the State of Indiana, Kevin Paul, co-founder of 
Blue Horseshoe Solutions, Chris Cason, president of Blue Horseshoe Solutions, 
and Carmel Mayor Jim Brainard. (Photo by Anna Skinner) 

By Anna Skinner
On March 10, representatives from Blue Horseshoe Solutions, 

the state of Indiana and the city of Carmel held a joint press con-
ference detailing that Blue Horseshoe Solutions will be expanding 
its business headquarters in Carmel. 

The supply chain logistics company will invest $3.5 million to 
construct the 11,000-square-foot building on the U.S. 31 corridor 
at 11590 N Meridian St. Construction is expected to be complete 
in early 2017. It will bring up to 70 jobs at an average of $83,000 sal-
ary to Carmel by 2020. 

“For us to acquire talent and the best resources keeping those 
employees is what’s important to us and where location really 
comes into play,” said Chris Cason, president of Blue Horseshoe 
Solutions. “We chose Carmel because of the business environment 
and it was a place we would want to life and our employees want to 
live. That’s how we needed to be competitive with talent and bring-
ing in the best people.” 

Blue Horseshoe Solutions has four other offices worldwide, Co-
lumbus, Ohio, Charlotte, N.C., Denver, Colo., and Amsterdam, The 
Netherlands and has grown to just under 200 employees. 

“We’ve come to a place where we needed to look for a new head-
quarters which brought us back to this location,” Cason said. 

The new building will be three stories tall and Blue Horseshoe 
Solutions will occupy the top floor and half of the second floor.

“It’s important to point out this is another investment along the 
U.S. 31 corridor,” Carmel Mayor Jim Brainard said. “Carmel is suc-
ceeding and our businesses are exceeding and we are really happy 
(Blue Horseshoe Solutions) is making that investment here. Today’s 
news is an affirmation that Carmel offers a diverse location and we 
are excited about what’s happening in Carmel, we are building a 
place that can compete with any city in the world.” 

Blue Horseshoe Solutions was started 15 years ago and has 
grown to the five offices around the nation and the one in Am-
sterdam. 

Jim Schellinger of the State of Indiana Economic Development 
Dept. attended the press conference and spoke about how he be-
lieved Carmel and Brainard were the most visionary he’d seen. 

“We are very proud to be a part of what is going on here to-
day,” he said. “The State of Indiana has been very good for busi-
ness growth.”

Blue Horseshoe was recognized as an Indiana Company to 
Watch by the Indiana Small Business Development Center in 2010 
and was named one of Indiana’s Best Places to Work by the Indiana 
Chamber of Commerce, among other awards. 

“Indiana’s business climate and skilled workforce are encourag-
ing significant growth in the tech industry, and I’m proud that Blue 
Horseshoe is continuing that trend by choosing to expand its head-
quarters in the Hoosier State,” Gov. Mike Pence stated in a press re-
lease. “Last year, the state’s economic development projects with-
in the tech industry increased by 156 percent, with 59 companies 
committing to create 4,622 high-wage jobs in the coming years. To-
day’s news is yet another step forward as we work to ensure quality 
employment for all Hoosiers.”

For more, visit bhsolutions.com.
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Get your card in front of more than 121,645 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

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

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

HANDYMAN
SERVICES, LLC.

TURN YOUR
‘TO DO’ LIST

INTO A
‘TO DONE’ LIST

FREE
ESTIMATES $35 OFF

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

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

Offer expires 4/30/16.

350

Celebrating 28 Years

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

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting.com
317.656.7045

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

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

Free Estimates &
Satisfaction Guaranteed

simpsonconstructionservices.com

• Kitchen/Bath Remodeling

• Custom Decks

• Finished Basements

• Ceramic Tile

• Wood Floors

• Doors & Windows

• Interior & Exterior Painting

• Drywall

• Plumbing & Electrical

• Roofing and Siding

• Room Additions

• Power Washing

• Decorative & Regular Concrete

• Handyman Services

Licensed, insured & bonded

Clean of  Hearts Cleaning Service
Collecting dust since 2005

Call now for $20 off
your first cleaning!

Free 
Estimates

Insured & Bonded317-430-7684

• Residential Cleaning
• Move Ins/Move Outs
• Quality Service
• Satisfaction Guaranteed

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

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

Commercial/Residential 
Gutter Cleaning • Pressure Washing

Fully Insured • Free Estimates

10% o� Gutter, Window Cleaning & Pressure Washing
(O�er expires 4-30-16)

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

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

Remodeling
Carmel and Zionsville

since 1992

www.ductznoblesville.com • 317.773.9831

HERE FOR YOU AND YOUR FAMILY
Protect Your Assets

For Your Children and Grandchildren

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

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

info@hoppenrathlaw.com • www.hoppenrathlaw.com

Law O�ce of                 Wesley N. Hoppenrath

Member of the Indiana
and Indianapolis
Bar Associations

• Power of Attorney
• Health Care
   Directives
• Living Wills

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business
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April 7	•	One	Page	Business	Plan	•	5-9	p.m.	•	John	H.	Boner	Center 
2236 E 10th St., Indianapolis

April 13	•	Forward:	Insights	from	the	C-Suite	•	11:30	a.m.-1	p.m.	•	The	Sky	Farm	at	Eskenazi	Health	•	720	Es-
kenazi Ave., Indianapolis

April 13	•	Young	Professionals	After	Hours	Networking	•	5-7	p.m.	•	Redemption	Alewerks	•	7035	E.	96th	S.,	
Ste. K, Indianapolis

April 14	•	How	to	do	business	with	Crane	•	5:30-	7	p.m.	•	John	H.	Boner	Center 
2236 E 10th St., Indianapolis

April 19	•	April	All-County	Luncheon	•	11:30	a.m.-1	p.m.	•	Ritz	Charles	•	12156	N.	Meridian	St.,	Carmel

April 19	•	Marketing	to	the	Federal	Government	•	4-6	p.m.	•	US	Small	Business	Administration 
8500 Keystone Crossing #400

April 22 •	April	Legislative	Breakfast	•	9:30-	11	a.m.	•	The	Bridgewater	Club	•	3535	E.	161st	St.,	Carmel

April 25	•	Ribbon	Cutting	at	College	Nannies	and	Tutors	•	11	a.m.-1:30	p.m.	•	College	Nannies	and	Tutors	•	
1 E. Carmel Dr., Ste. 120, Carmel

April 28	•	Business	after	hours	•	4:30-6:30	p.m.	•	Hilton	Garden	Inn		•	9785	North	by	Northeast	Blvd,	Fishers	

BuSineSS calendar april 2016

BuSineSS crime watch

For more, contact the Indiana Business Advisors at 558-9044 or marketing@indianabusnessadvisors.com

•	North Side Indianapolis Advertising and 
Marketing Franchise – Highly sought franchise 
in ideal territory. Established location with loyal 
client base. Asking price $195K. Rev. $480K. Cash 
flow $77K.

•	North Side Indianapolis Bar and Restaurant 
– Recently remodeled and upgraded. Known 
for extensive drink menu and food. Asking price 
$199K. Rev. $950K.

•	Suburban East Indianapolis Business Service 
Center – Also offers postal services. Strong brand 
recognition. Revenue up 13 percent in 2015. Price 
recently reduced. Asking price $199K. Rev. $282K. 
Cash flow $70K.

•	South Side Indianapolis Coin Laundry and 
Tanning Salon – Clean and bright salon. Located 
on highly traveled road. Asking price $248K. Rev. 
$237K.

•	 Indianapolis Contemporary Casual 
Restaurant – Near popular entertainment. Bar, 
dining, conversation areas and patio with live 
entertainment. Seats 125. Asking price $395K. Rev. 
$1.3M.

•	North Suburban Indianapolis Contemporary 
Marketing Company – Licensee of a national 
company. Provides digital marketing for small 
and mid-sized companies. Asking price $35K. Rev. 
$24K.

•	North Side Indianapolis Cosmopolitan 
Nightclub – Room for 239 patrons inside and on 
patio. Large dance floor and VIP area. Asking price 
$249K. Rev. $390K.

•	 Indianapolis Electronic Device Repair Business 
– Fast-growing franchise. Repairs cracked screens, 
common cell phone issues and all types of 
electronic devices. Asking price $90K. Rev. $238K. 

Cash flow $37K.
•	Hamilton County Ethnic Fast Food Restaurant – 

Seating for 50. Large beer menu. Catering services 
also offered. All reasonable offers considered. Rev. 
$20K/month.

•	Far North Side Indianapolis Ethnic Fine Dining 
Restaurant – Family owned and operated for 20+ 
years. Extensive wine list. Seating for 140. Asking 
price $275K. Rev. $575K.

•	 Indianapolis Footwear Manufacturer and 
Distributor – Markets to niche of outdoor sports 
enthusiasts. Driving growth through product 
innovations and sponsorships from 200+ pro, 
amateur, collegiate and high school teams. Asking 
price $100K. Rev. $249K. Cash flow $58K.

•	 Indianapolis Full Service Plumbing Co. – Full 
variety of services. In business 20+ years. Licensed 
plumbers and apprentices on staff. Strong, loyal 
customer base. Cash flow 195K. Rev. $470K. Cash 
flow $111K.

•	 Indianapolis HVAC and Plumbing Co. – Well 
established. Commercial and light industrial. 
Owner retiring. Asking price $550K. Rev. $1M. 
Cash flow $190K.

•	North Indianapolis Suburbs Breakfast and 
Lunch Restaurant – Seats 165. Located in upscale 
area with high volume. Asking price $325K. Rev. 
$681K.

•	Broad Ripple Bar – Prime location. Stage for live 
entertainment and karaoke. Food menu. Asking 
price $90K. Rev. $383K.

•	High Class Downtown Indianapolis Restaurant 
– Separate cigar and martini bar. Extensive wine 
menu. Seating for 220 plus private party area and 
outside season. Asking price $225K. Rev. $700K. 
Cash flow $130K.

Date Business Address Description

3/20 Bruder Remodeling 
and Con 10025 N. Michigan Rd. Fraud/

Deception

3/20 Penske Chevrolet 3210 E. 96th St. Criminal 
Mischief

3/19 Tom Wood Nissan 4150 E. 96th St. Theft of Motor 
Vehicle

3/17 Best Buy 10025 N. Michigan Rd.  Fraud/
Deception

3/16 Carmel City Court 1 Civic Sq. Fraud/
Deception

3/16 Carmel Financial 101 E. Carmel Dr. Fraud/
Deception

3/15 Target 10401 N. Michigan Rd.  Theft

3/15 Carmel High School 520 E. Main St. Theft

3/15 Target 10401 N. Michigan Rd.  Theft

3/13 Target 10401 N. Michigan Rd.  Theft

3/13 Kohl’s 9895 N. Michigan Rd.  Theft

3/11 Dairy Queen 9802 N. Michigan Rd.  Burglary

3/11 AMI Assoc 
Management 11750 Glenbrook Ct. Criminal 

Mischief

3/10 Fishers Imports 4630 E. 96th St. Theft of Motor 
Vehicle

3/10 Tom Wood Lexus 4610 E. 96th St. Theft

3/10 Rocky Mountain 
Landscape 4724 Northwestern Dr. Theft

3/10 Salsbery Bros 
Landscaping 4317 E. 146th St. Theft of Motor 

Vehicle

3/10 Rooney Line 
Construction 10290 N. Meridian St. Theft

3/9 Kohls 9895 N. Michigan Rd.  Theft

3/9 Kohls 9895 N. Michigan Rd.  Theft

3/8 First Financial Bank 751 W. City Center Dr. Fraud/
Deception

3/7 Jersey Mike’s 10725 N. Michigan Rd.  Theft

3/5 Kroger 1217 S. Rangeline Rd. Theft

3/4 Lew’s Plumbing 4790 E. 96th St. Fraud/
Deception

3/2 Kohl’s 9895 N. Michigan Rd.  Theft

3/2 Summertrace 12999 Pennsylvania St. Theft

3/2 US Automatic 
Sprinkler 12436 Breaklines St. Theft

3/1 Marsh 10679 N. Michigan Rd.  Theft

3/1 Crown Liquors 4000 W. 106th St. Theft

2/29 Crown Liquors 4000 W. 106th St. Theft

2/29 Crown Liquors 4000 W. 106th St. Theft

2/29 Kohls 9895 N. Michigan Rd. Theft

2/27 Victoria’s Secret 14390 Clay Terrace Blvd. Fraud/
Deception
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Insuring all of
your company’s
moving parts.
• Employee benefits
• Life & health insurance
• Medical malpractice
• Business insurance
• Workers compensation
• Professional liability

317.846.5554  |  shepherdins.com 
Michael Sweitzer msweitzer@shepherdins.com


