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By Darla Kinney Scoles
Carmel Business Leader

A bargain shopper herself, Amanda 
Newman welcomed the opportunity 
to use her modest savings to open a 
clothing consignment shop in part-
nership with her sister, Kim Smith, in 
2002. Both women loved purchasing 
resale items to save money, and with 
Newman’s retail background – and 
entrepreneurial enthusiasm – the pair 
set out to make money in resale.

Carmel Consignment opened for business with a shoestring 
budget, but not only survived those first few tricky new-business 
years, it thrived. 

Newman attributes the store’s success to the owners’ positive 
mindset and policy of building relationships with their customers.

“I believe in doing unto others as you would have them do 
unto you,” said Newman of her personal and business philosophy. 
“Treating others this way builds customer loyalty and word-of-
mouth growth.” 

Growth has indeed been the result, as Carmel Consignment is 
now one of four resale stores owned by Newman – each catering 
to a different clientele, but with the same customer satisfaction in 
mind. Change has been a part of Newman’s owner-experience as 
well, with the biggest being a change in partnership. 

In 2008, as the original clothing-and-accessory consignment 
shop expanded into the adjacent retail space to accommodate 
home furnishings and decor, Newmans’s husband, Jeff, became her 
business partner. The pair invested a bit more as the store’s expan-
sion occurred and now own not only Carmel Consignment, but 

also Amanda’s City Chic Consign-
ment, Designer Men’s Room and The 
District Exchange. 

Jeff, an entrepreneur himself, came 
onboard with a similar mindset toward 
the work. 

“Work hard, do things to the best 
of your ability, be fair and do the right 
thing,” Jeff said, offering his motto 
and advice to other would-be business 
owners. “Do your research, have a plan, 

ask questions, and if at all possible, work in the industry before you 
commit to the start-up.”

Even now, Newman said she takes business ownership one 
day at a time and never stops learning. She recently tried a new 
approach at the teen store, The District Exchange, adding events 
on the lawn and charity fundraisers. 

“We hope to make that store a place for outreach, community 
support and just to hang out,” she said.

For the past several years Amanda’s City Chic Consignment has 
also partnered with local builders to sell model-home furnishings 
and accessories at charity bazaars – a way of giving back to local 
worthy causes.

Those who benefit from such sales have seen an increase in 
need, as Jeff and Amanda have seen an increase in business, so the 
outreach was natural for the Newmans. As the country’s economy 
took a dip, more and more families turned to consignment shops 
as a way to stretch their budgets, a boon the Newmans could not 
have foreseen nine years ago when starting up. 

But while the state of the nation was an uncontrollable factor 
that has helped their progress, plenty other ingredients were in 

their hands alone. 
“With four stores, you have to be organized,” Jeff said. “You also 

need to treat your customers and your co-workers fair; be consis-
tent and surround yourself with good people.”

Newman said the use of print advertising, Internet marketing 
and social media to draw new customers, and keep in touch with 
regulars, has resulted in a customer base that is very supportive and 
loyal. They also belong to the National Association of Resale and 
Thrift Stores – giving them a pool of resources along with a net-
work of fellow consignment/resale store owners from whom they 
can learn.

“Consignment is a great way to be able to change things in your 
home or closet by recycling,” Newman said. “Shoppers find quality, 
current merchandise and affordable prices – and an inventory that 
changes daily. It saves money and other resources too. It’s a win-
win situation.”

And for the Newmans, it means a winning business venture as well.

The consignment empire
Carmel Consignment – 13686 North Meridian Street, 
www.carmelconsignment.com

Amanda’s City Chic Consignment – 522 S. Range 
Line Road, www.amandascitychicconsignment.com

Designer Men’s Room – 720 E. 65th Street, www.
designermensroom.com

The District Exchange – 210 E. Main Street, www.
thedistrictexchange.com

Amanda’s five keys  
to success

1. Hard work and dedication
2. Willingness to change and adapt 
3. Perseverance and determination
4. Good employees
5. Location

Amanda Newman has created  
a consignment empire in Carmel
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Small-business optimism hits 
a low, needn’t stay there

The National Federation of Independent Business 
recently reported some startling news that we believe 
applies to our city, 
and on a broad 
base at that. NFIB 
says confidence in 
the economy among 
small-business own-
ers “tumbled in August, 
as NFIB’s monthly Small-
Business Optimism Index dropped 
a whopping 1.8 points, settling at a 
disturbingly low 88.1.” The organization 
says its index has been in decline for 
six months. “Unlike previous months, 
August’s decline comes in the immediate 
aftermath of the debt-ceiling debate, suggesting 
a small-business ‘vote of no confidence’ in the agree-
ment reached in Washington.” NFIB sees the results of 
its survey as “very telling,” and we find Carmel busi-
ness owners – at least those with whom we’ve talked, 
and we’ve talked with many – to be in the group whose 
optimism is flagging. It seems as though every time 
President Barack Obama makes an economy-related 
speech, markets sag – and sometimes considerably. It is 
our opinion, though, that small-business owners need to 
find a way around – or through – all the negativity. Do you 
innovate? Do you trim what has become unnecessary fat 
from your budget in order to create a lean operation? Do 
you revise your business plan to account for the current 
economic climate? If you do, we believe you will find far 
more reason for optimism than pessimism. If you do not, 
perhaps it’s time for you to dig deep and make important 
decisions. The president’s message is badly confused, 
just as confused as small business is about long-term 
commitments, like hiring employees, according to NFIB. 
Sales remain the largest problem for small firms - a full 
quarter identifying “poor sales” as their top business 
problem. Expectations for future sales are also in decline. 
NFIB says small-business owners appear to have lost 
confidence in the economy and the government’s ability to 
assist the recovery. That well may be the case, but isn’t it 
at least partially up to all of us to make a difference wher-
ever we can? We believe it is, and with the fourth quarter 
of the year it’s time for all of us to “blow it out” and start 
2012 on an upswing. 

Speaking of optimism, here’s a 
salute to a real entrepreneur

Magdalena Hoyos-Segovia, a Carmel artist and 
owner of a building and art gallery in Old Town 
Shoppes on East Main Street, has bought 
another three-story edifice immediately 
to the east. For the first two stories 
of that building, she carefully has 
designed and managed the build-out of 
one of the city’s newest restaurants, 
Sonata, which specializes in 
tapas and libations. With 
an art theme, naturally, 
it’s a cozy-yet-vibrant 
atmosphere with cre-
ative dishes. More 
than that, though, 
it’s a magnet enter-
prise for caffeine-starved folks; Sonata doubles as a cof-
fee bar, of sorts, in the morning, making it one of the few 
places in the Arts & Design district that serves up java. 
While optimism may be flagging elsewhere, we commend 
this entrepreneur for plowing forward with the determina-
tion such a venture requires. We wish her business – as 
we do all others in our midst – nothing but the best.

ediToriAl/opinionEditorial/Opinion

We’re seeing mixed feelings coming out of September’s “Small 
Business Optimism Index,” published regularly by the National 
Federation of Independent Business.

While the report shows a drop in small business confidence in 
the future of the economy to 88.1 percent, it also shows a two-
point increase in reported capital outlays over the past six months, 
and a one-point increase in planned capital outlays over the next 
three to six months.

We especially like to see those latter two numbers increasing. 
Small business is the engine to our economy, and the one thing 
all sides can agree upon is that prospective entrepreneurs need 
access to capital to get that engine going. Increases in capital out-
lays show that access beginning to increase again as banks begin 
approving more small business loans.

Speaking of banks – not everyone’s favorite subject over the last 
several years – we applaud a recent decision by KeyBank to open 
up $5 billion in capital to small business owners over the next 
three years. 

One of the bank’s executives said she’s seen “cautious optimism” 
among small business owners. We’re glad to hear it. Being a small 
business publication, new businesses entering the market means 
more readers, and more stories, for us.

We also think cautious optimism is just what banks should be 
looking for in loan applicants. KeyBank reports its new lending 
program will come hand-in-hand with in-person financial review, 
workshops, and new “business intensive” branches. While we don’t 
think there should be too many obstacles between an entrepre-

neur and starting his or her dream business, in light of the market 
crash, which was caused in large part by approval of unqualified 
loan applications, we are glad to see some additional scrutiny, and 
particularly support, be offered to entrepreneurs prior to their 
grand opening. 

That being said, we’re looking forward to capital flowing back 
into small business. We recently moved into a new office across the 
street, and we’d love to see our old space filled with new neighbors. 
As long as we get an invite to the housewarming, of course.

Capital flowing back into the market? We approve

Jordan Fischer & Kevin Kane
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Extend your brand and advertising 
message to more than 4,000 Carmel 
businesses by U.S. Mail every month. 
For pennies on the dollar! (You may
thank us later.)

489-4444
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101 tips to control  
your investments

Editor’s note: This article is the first in a 
series about investing in the stock market. 
The opinions presented here are purely 
those of the author, and should not be con-
strued as formal financial advice from either 
Current or its staff.

don’t let one bad expe-
rience make you fear the 
market. To help insulate you 
from inevitable losses, remem-
ber not to put your money in 
a few stocks. Try to maintain 
a portfolio of at least 10 hold-
ings, and never plan to buy 
and hold a single stock.

learn as much as you 
can about how your 
stock broker thinks. 
Remember, you are the per-
son putting up the money and 
taking the risk. You have no 
friends in the stock market… 
you walk alone.

remember: The stock 
market is influenced 
equally by fact and opin-
ion.

do not put your money in options. 
Options aren’t investing, they’re gambling, and 
you never get a chance to deal.

Know what you want from the mar-
ket. There are only three good reasons to 
invest in the stock market: to increase your 
cash flow; for tax write-off purposes; to grow 
your equity in the free enterprise system.

look at the stock mar-
ket as your business. 
Should you expect to receive 
money from your business 
every day? Of course. Then 
why do we want to buy and 
hold stocks for 10, 20, even 30 
years in a so-called retirement 
account? Will your retirement 
account pay you enough to live 
on the rest of your life past 60?

Your life depends upon 
cash flow now. Your cash 
flow from the market depends 
upon two things: your ability 
to understand your taxes and 
the power in tax strategies, and 
the growth of your equities.

Today, the objective is 
to get a little richer every 
day.

Bob Montgomery is an occassional contributor to Cur-
rent Publishing. You may contact him at info@currentin-
carmel.com

inVeSTinGInvesting

Bob Montgomery

You GeT pAid To do ThAT?You Get Paid To Do That?

By Lana Bandy
Carmel Business Leader

What does Engledow Group do? We do 
interior plant leasing, working with interior 
designers or commercial clients to decide what 
plants are best for their office space. We also 
do holiday decorating, commercial landscaping 
and design and rental of plants and props for 
clients who are having parties. 

What is your job? I manage the interior 
plant leasing. I talk to clients, do some sales 
consulting, order all the plants and containers 
and oversee the production. Every day is dif-
ferent.

How many customers do you have? We 
have 600 to 650, primarily around Indianapolis. 

Why do businesses hire you to take 
care of their plants? Businesses have other 
things to do besides take care of plants. We do 
it efficiently and we provide a guarantee. 

Why should businesses have plants? 
There’s research that shows people are more 
productive, have less absences and are more 
creative when there are plants in the office 
environment. Overall, they like their jobs more. 

How many different types of plants do 
you have? We have all different sizes, from 
tabletop 6-inch pots to 40-foot-tall trees. There 
are over 150 varieties from which to choose 
based on need and design intent.

What are some of the unique things 
your company does? We try to focus on cre-
ative horticulture applications – from parties 
to landscape design, inside and outside. We do 
all the races at IMS. We’ll be working on the 
Super Bowl. Plants are a big focus of the props. 
We’ve done ice sculptures and fireworks, too. 

When is your busy season? For interior, it 
is the holiday season. We do a lot of company 

holiday decorations – live poinsettias, artificial 
wreaths, garlands, fresh evergreens. Lots of 
lighting, 25-foot tall Christmas trees – often 
for malls and hospitals. For the exterior busi-
ness, it’s early spring when they’re planting 
flowers for everyone. 

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

Name: Lael George
Title: Interior enterprise executive

Business: Engledow Group
Time at Engledow: 32 years

lael George works 
on a Christmas tree 
at engledow.
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Nothing blows the potential to have a great 
meeting like the following five things.  Meet-
ings, meetings, meetings, so much time, so much 
potential, so often wasted.  
Avoid these top five spoilers 
and enjoy better get-togethers 
with happier attendees.  

Start late.  “Hey, sorry 
I’m late, let me just grab some 
coffee and hit the restroom 
and I’ll be right there.”  That’s 
nice, show up a few minutes 
late and then take your time 
getting started.  Everyone 
loves it when people impose 
their own life on you.  If you 
want to start your meeting at 
9:15, set it for 9:15.  

Be unprepared.  No 
forethought or advance prepa-
ration is the rain on your 
meeting day.  Whether you 
were invited to the meeting or 
originated it, you should always be prepared.  
Nothing looks more amateur than showing up 
to a meeting with nothing but a pen and paper 
eager to learn.  Be prepared and lead the way to 
better outcomes.  

interrupt.  After all, everyone showed up 
to hear you talk.  Just keep blurting out any-
thing that runs through the scrolling LED 
in your head and you’ll look like a star.  It’s 
expected to have ideas, but consider listening 
more than you talk.  

Go freestyle.  Agenda-free meetings with 

no real thought to what you want to accomplish 
are great spoilers.  Just get in a room, start with 
small talk and see where it goes.  Want to kick-

start your effectiveness?  Go 
into every meeting and start 
with a list of what the group 
will accomplish in that meet-
ing and how much time you all 
agree to commit.  Go around 
the room and ask, “What do 
you want to accomplish to 
make this meeting a great 
use of your time?”  Everyone 
agrees and everyone is working 
toward the same goals.  

run over.  Well, you 
started late, why not run over 
on time too?  It just makes 
good sense.  Want to be sure 
you run over?  Invite too many 
people.  And, using every bit 
of time allotted even if you 
finish early is just as annoying.  

It’s okay to get things done faster.
Business requires meetings.  For that matter, 

all aspects of life require discussions of some sort, 
so why not work to make all that time more pro-
ductive and effective?  If you do, you’ll eventually 
eliminate meetings.  If you are always prepared 
and know everyone’s goals for the encounter, 
you’ll find some of the meetings just go away.  

David Cain works at MediaSauce, a full-service market-
ing agency and online storytellers.  Contact David at Da-
vid.Cain@mediasauce.com 

SHEPHERD
I NSURANCE & F INANCIAL

S E R V I C E S

YOUR local independent insurance agent
shepherdins.com

(317)846-5554

run your business
we’ll handle

the insurance

Five ways to spoil a meeting
douGhDough

david Cain
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Human  Resou r ce  So l u t i ons

317.587.1019
axiomhrs.com

ARE YOU STRESSED 
OUT BY YOUR BUSINESS?

Outsource the stress of your 
employee management to Axiom HRS.

HR Administration • Employee Benefi ts • Risk Management 
Payroll Administration • Time & Labor Management

Register today at www.raystrash.com
for your chance to be part of the Trash for Cash promotion at an 
Indianapolis Colts gamin in the new Lucas Oil Stadium. The lucky 
winner will recieve four front row tickets, a Peyton Manning jersey, 

and a chance to win $750 in cash!

Commercial Waste and Recycling Hauling – Residential Waste and Recycling Hauling – 
Industrial Waste and Recycling Hauling – Construction – Roll-off Services – Demolition – 

Land Clearing – Document Destruction – Concrete Crushing – Mulch 
Buyers of: Scrap Metal, Office Paper, Plastics, and Cardboard 

Clayton,IN 46118 
Phone:317.539.2024  |  Fax:317.539.7022 

www.raystrash.comTour by Dec. 1st. to get your First Month FREE & a FREE LUNCH

317-587-0124
www.PerfectSmallOffice.com

Live Your Dream!

COMMENTARY
By Brian Kavicky

One reality of life is that we make it overly 
complex. Our lives and businesses get messed up 
because we don’t follow some of the simple rules 
and guidelines that we learned in kindergarten. It is 
no different with selling. You could go to any book-
store and buy 20 books on improving your sales 
and growing your business. You get a short-term fix 
and then it all fades away. Is it that the books and 
the training are wrong? Or is it something else?

It is the same with diet and exercise. There are 
probably more books, videotapes, Internet sites, 
and other resources on those subjects than any 
other. The information and the resources for hav-
ing better health are freely available to all. There 
is no special access granted to nutritionists and 
trainers. So, why are they so much more effective 
at getting results?

Imagine walking into your first training ses-
sion. You tell your trainer what your issues are 
and what you want to improve. At that point 
would you tell the trainer what exercises you 
were going to do and what your diet will be? 
Too many times when we enlist someone’s help 
we dictate what can and can’t be done instead of 

relying on the professional.
Just hiring someone is not the answer, either. 

You must have the desire, commitment, respon-
sibility, and positive outlook to make the plan 
work. If I pay my trainer $200 per month to help 
keep me fit but never show up, my results will fall 
short. You must commit to spending not only the 
money, but also the time and other resources.No 
trainer of any kind can solve a commitment issue.

Trainers are not effective because they are 
experts in knowledge. They’re effective because 
they are experts in the application of knowledge. 
They know how to interpret, use, and custom-
ize information so it becomes effective for those 
with whom they work.

Whether you are trying to improve your 
health or the health of your sales, you need to 
change your thinking. Stop trying to do it your-
self. Stop holding those who can help you at 
arm’s length. Stop blaming your failed attempts 
on the wrong things. Hire someone who repre-
sents what you want to see in yourself and your 
people and do what they say.

Brian Kavicky is an executive coach at Lushin and Associ-
ates, Inc. You may reach him at editorial@youarecurrent.com

Business diets don’t work by themselves

By Courtney Stiehl
Carmel Business Leader

In late July, George and Jeff ’s Crepes and 
Creamery opened in Carmel where Ritter’s Fro-
zen Custard once stood. Local residents George 
Wild and Jeff Ginther said their plans for adding 
features such as miniature golf help diversify it 
from “just another ice cream shop.”

Longtime friends and ice cream enthusiasts, 
they said their families would bike around Car-
mel each summer to sample every ice cream shop 
in the city, and thus have gotten to know their 
craft. Ginther said it was when he would jog past 
the abandoned Ritter’s that it occurred to him to 
open an ice cream shop there again.

“That outdoorsy feel (of the shop)... that’s 
what we loved about it,” said Ginther. “Finally I 
felt like maybe that’s us that needed to (re)open 
it.”

Wild, a portfolio manager, and Ginther, an 
orthopedic surgeon, began to fix up the over-
grown space with the help of their families.

“It’s a much better location now than it was 
before because of the Hagan-Burke trail that 
runs alongside it,” said Wild of taking over the 
old Ritter’s.

They said they decided to specialize in not 
only ice cream but also crepes to set it apart from 
other Carmel offerings. They used a crepe stand 
in Colorado they love for their inspiration. In 
addition, they sell shaved ice, coffee and other 
beverages. 

The shop also offers dog biscuits, colorful side-
walk chalk and cornhole to make it a fun gather-
ing spot for Carmel residents.

“Grandmothers will come in with their grand-
children and Bible studies meet here,” said Gin-
ther. “We really enjoy that (community) aspect 
and when friends show up.”

They say future plans for the shop will further 
enhance the space. Within the next two years, 
they plan to build a miniature golf course in the 
back and would like to donate the land on the 
south side of the shop to the City of Carmel to 
be used as a dog park. 

They also will begin making and using their 
own ice cream.

“We want this to be a place in town that peo-
ple enjoy,” said Ginther. “It’s sort of a community 
watering hole,” his wife, Libby Ginther, added.

New creamery transcends ice cream
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12955 Old Meridian St, Suite 103
Carmel, IN 46032

www.us605.alphagraphics.com
us605@alphagraphics.com

317.844.6629 P | 317.844.6636 F

bright ideas for your business
The best business marketing campaigns happen 
when you’re not just relying on one channel to 
spread your message.  The more chances you have 
to interact with a customer, the more effective 
your message will be.

That’s why AlphaGraphics is evolving to provide 
you with a wider range of products and services 
to help you make the most of your marketing 
budget.

In last month’s column, I advocated that you 
wake up and pay attention, shift your beliefs, 
drop the weight and pursue greater meaning in 
your work as fundamental ways to quit strug-
gling so much in your life and 
work.  The list continues with 
four more strategic areas:

Sustain yourself: If you’re 
like most professionals, you are 
your most important asset, yet 
how well do you take care of 
your best investment? If you 
are central to your business and 
your family, then your health 
and vitality—including your 
attitude, your energy, your physi-
cal and mental health are all key 
to results that happen around 
you. Invest in yourself first as a 
strategy to ensure results over 
the long term. Work out, eat 
well and plug in to activities that 
sustain you mentally and spiri-
tually. 

Shape your environment: You are surrounded 
by people, places and things that you chose to 
have in your life. And they, in turn, are continu-
ally shaping who you are. Some people are able 
to transcend their environment, but most are 
ongoing products of it. What or who in your 
environment is shaping you for the better…or 
the worse? Simply identify what you want more 
and less of in your life, and then identify the 
people, the activities, etc. consistent with what 

you want. Then change out your environment.
Create wealth and add value: Business is 

about creating wealth and value for owners, 
employees and customers. Do you have a strat-

egy for wealth creation using 
your business model? Here’s a 
hint: The two ideas are usually 
linked. Figure out a way to add 
value to people’s lives and you 
will likely generate wealth for 
yourself. Continually look for 
ways to add value to the lives of 
your customers that the market-
place doesn’t already. They will 
make you wealthy for it.

Fill your pipeline: To avoid 
the struggle of too much valley 
and not enough peak in their 
workflow, successful profes-
sionals know you have to keep 
your pipeline of prospects and 
possibilities full. Instead of wor-
rying today and going hungry 
tomorrow, do the necessary work 

of making sure you have a full pipeline that can 
feed you in the future. Network, meet, show up 
in social media in order to attract people; then 
engage them in a relationships that can lead to 
them buying from you, when they’re ready. Your 
goal: keeping connected to lots of people who 
are your perfect customer.

Tom Plake is the president of Creative Edge, Inc., which 
specializes in coaching leaders and their employees. Plake 
can be reached online at tom@tomplake.com.

Tom plake

Struggle less so you 
can be more (Part 2)
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october events

12: Monthly Chamber luncheon 
Mayor Jim Brainard will deliver his 
15th State of the City Address since 
becoming mayor in 1996. Chamber 
members and non-members are 
welcome to attend. Corporate tables 
of eight with preferred seating & 
name recognition on the table are 
available. 12 to 1:30 p.m., Monon 
Community Center. $17 for members 
who prepay. $20 for members with 
reservations who pay at the door. $25 
for guests and walk-ins, regardless of 
membership. Prepaid reservations are 
needed by noon on Sept. 12.

13: Ribbon cutting – Axiom Human 
Resource Solutions 
Join the Axiom Human Resource 
Solutions as it launches its 
business into the Hamilton County 
Community. The festivities will begin at 
4 p.m. with a ribbon-cutting ceremony 
followed by food, refreshments, music 
and open networking. The event will 
last until 8 p.m.

november events

13: Joint networking breakfast 
“Speed date” your way to new 
business contacts at this network 
breakfast event with the Westfield 
and Noblesville Chambers at 
Mudsocks Grill, 14741 Hazel Dell 
Parkway, Noblesville. Come prepared 
with a one-minute elevator speech, 
and bring your business cards and 
brochures to distribute as you rotate 
from table to table. Make new personal 
contacts from all the chambers and 
leave with contact information for all 
participants.  
Pre-payment is required to confirm your 
reservation. Cost $10 for members, 
$20 for non-members. Learn more at 
carmelchamber.com.

9: Monthly Chamber luncheon 
Event description: TBA. Luncheon 
will be held from 12 to 1:30 p.m. at 
the Bridgewater Club, 3535 E. 161st 
Street, Carmel.  

4610 E. 96th St  •  Indianapolis (888) 774-7738  |  www.tomwoodlexus.com

SPECIAL BUYS

2009 IS250
AWD RED & READY!................$32,995

     P6365

2008 GS350
AWD Just 32k Miles!...............$35,995

    L6493      
2008 LS460
25k Miles.................................$46,995

      P6497

 

2008 LS460 
Loaded....................................$46,988

P6514

     

  2010 LS460
AWD.........................................$61,988

11856A

     2008 LS460
46k Miles.................................$45,995

P6506

            
2010 LS460 L
AWD........................................$69,995

P6507

 

2008 ES350
LIKE NEW!.................................$30,995    P6500

 

 
  NAV   
2008 ES350

.........................................$30,995
P6504

2009 IS350
HARD TO FIND!........................$31,988    L6458A

2011 LS460 
WOW........................................$66,995

11891A      
2009 GX470
WOW!.......................................$45,995

11962A      
2008 GS350
LIKE NEW!.................................$34,995

P6501

2010 RX350
19k Miles.................................$42,995

 

      P6515

2010 RX350
23k Miles.................................$42,995

     

      P6505

2008 ES350
38k Miles.................................$29,995

 

2009 IS250
AWD.........................................$31,988

P6365

 

 

 

        
2007 INFINITI G35
FRESH TRADE!.......................$24,995

 

 

2008 TOYOTA TUNDRA
LIMITED!................................$31,988

2008 MERCEDES C300
SPORT.......................................$30,688
                                       

2008 Chrysler 300 C
Hemi!....................................$23,988

P6471

11867A

2006 TOYOTA SEQUOIA LIMITED
VALUE PRICE!...........................$18,988

2006 TOYOTA HIGHLANDER
LIMITED......................................$21,988

2010 Buick Lacrosse CXS
21K Miles!.................................$29,988

2008 BMW 335I
AWESOME!................................$29,988

2008 VOLVO S80
AWD!.........................................$28,688

2009 Hyundai Sante Fe
Limited .....................................$24,988

 2007 TOYOTA RAV 4 
LIMITED!...............................$23,995

        
 

2009 ACURA TSX 
26k MILES!............................$25,988

       

 

2009 NISSAN MAXIMA
NAV!.....................................$29,988

 

 

 
       2011 Cadillac DTS

Like New................................39,988

If You Have Any Doubt About 
Your Current IT Partner’s Ability 

To Deliver On These Critical Factors, 
It’s Time To Call Computer Troubleshooters

World’s largest IT network for small business. 
Over 1,200 professional computer technicians.

Fast Response Time

Data Backups & Recovery Plan

Ability to Plan Scalable IT Solutions 
That Boost Your Advantages 
In the Marketplace

Computer Troubleshooters doesn’t 
just offer outstanding services with 
mission-critical technologies. 
We’re a valuable partner in planning 
the future of your business.

317-867-0900
www.CTcarmel.com
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to understand 
your mission,  
we must  
understand  
your passion
Unlock a different approach to business banking. At KeyBank,  
we ask questions. We listen. We get to know you and your 
business. Then, we make everything work together, from 
managing cash and financing your future to safeguarding 
your business. We even address the financial needs of you 
and your employees. 

It’s an integrated approach to helping your business thrive.

Start a conversation. And unlock your possibilities.

go to key.com/business
call 877-KEY2BIZ

Credit products are subject to credit approval.  
©2011 KeyCorp. KeyBank is Member FDIC. ADL2662.02

2662.02 Relationship ad 7.75x10 p1.indd   1 6/22/11   11:28 AM

I want to take you into an unforgettable 
moment of leadership and communication. It 
points to some-
thing you must 
do in your 
communica-
tion as a leader. 
Here is the 
story:

The leader 
learned from 
a trusted and 
talented fol-
lower that the 
cause for which 
they had lived 
and bled was in 
danger of being 
upset, over-
turned, by their 
own colleagues. 
Only you, the 
follower told the leader, can convince them to 
stop the dangerous plan they had in mind. 

The leader agreed, and he and the trusted fol-
lower worked together on the speech and planned 
for the worst-case: if the speech fell flat. Thus, the 
leader would have in his pocket a letter from a 
follower which he would read to the group. 

The next morning, the leader entered the hall 

The glasses in your vest pocket
where the 50 disgruntled followers had gathered. 
As he spoke, the leader sensed the worst was 
happening. The group was sullen, unconvinced, 
and doubly committed to their dangerous plan 
of action. 

His mind fixed on the back-up plan and he 
reached into a pocket for the letter.

Holding the letter, the leader realized he had 
forgotten a vital detail. He couldn’t read the 
letter without his glasses, which he had never 
before worn in public. He had worn them only in 
private, with his family, and kept the glasses hid-
den in another pocket. 

His face turned blood red with embarrassment 
as he retrieved the glasses from his pocket. Slipping 
them on his face, he said, “Gentlemen, you must 
pardon me. I have grown old in the service of my 
country and now find that I am growing blind.”

These Continental Army officers—hardened 
men all—had never known General George Wash-
ington needed to wear glasses. Within a minute, 
many of the officers began to cry, weeping softly at 
the symbol of mutual sacrifice that spoke volumes 
more than any speech ever could. When deciding 
whether they would march on Congress and con-
duct a military takeover of the new government, 

every officer present voted “no” on March 15, 1783. 
The American Revolution survived.

The point is this—when you communicate as 
a leader, make sure you show your true, genuine, 
and authentic self, who you really are. Prepara-
tion is fine. Content is critical, and delivery is 
important. But blending your real self into your 
communication is what moves followers to do 
more than they think they can do.  

Daniel T. Miller is the founder and president of Historical 
Solutions LLC. Miller can be reached online at dan@his-
toricalsolutions.com.

dan Miller

KeyBank has appoint-
ed J. Michael Shockey, 
vice president and senior 
relationship manager for 
the Central Indiana Dis-
trict of KeyBank accord-
ing to Tom Schlehuber, 
senior vice president. 
In his new position, 
Shockey will be respon-
sible for relationship 
management and business development in the 
commercial Middle Market segment. Previously, 
Shockey was vice president at Huntington Bank 
in Indianapolis. He has also worked for Charter 
One Bank, National City Bank and Bank One 
in Indianapolis. 

Shockey holds a Bachelor of Science degree 
in business from Ball State University in Mun-
cie.  A native of Indianapolis, Shockey resides in 
Fishers with his family.

KeyBank appoints 
Shockey VP, senior 

relationship manager

Shockey
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Axiom opens in Carmel – Axiom Human 
Resource Solutions (axiomhrs.com), a 
complete human resource outsourcing 
firm, is officially open for business and will 
host a ribbon-cutting ceremony followed by 
a launch party with the Carmel Chamber 
of Commerce on Oct. 13 at 4 p.m. at its 
headquarters, 1528 E. Greyhound Pass. 
Axiom HRS offers small and medium-sized 
businesses customizable employee man-
agement services. 

Ameriana names manager – Ameriana 
Bank announced last week that Toba Fuller 
has been named the company’s West Car-
mel Banking Center manager. In this posi-
tion, Fuller will lead the banking center’s 
growth initiatives in west Carmel and Zions-
ville and manage daily operations. She 
also will be responsible for getting the staff 
of the West Carmel Banking Center actively 
involved in community. Fuller joined Ameri-
ana as a personal banker in 2010. 

entrepreneurship myth? – You may have 
heard that anywhere from half to 90 per-
cent of small businesses fail in the first 
year, but that isn’t supported by research. 
When a small business employs at least 
one person besides the owner, 70 percent 
survive at least two years, half are still 
around five years later and a quarter stay 
in business 15 years or more, according 
to the Small Business Administration. And 
the “dropouts” aren’t necessarily failures.  
Annually, about 10 percent of employer 
businesses close for various reasons. 

-www.msn.com

AlphaGraphics expands services – 
AlphaGraphics of Carmel has expanded 
its offerings for marketing services. In 
addition to its primary services – printing, 
design, mailing – AlphaGraphics now offers 
a “full-solution” approach which includes 
PURLs, QR codes and website design. 
Learn more at www.alphagraphics.com.

Get a refund on airfare – A recent sur-
vey by MasterCard found that 71 percent 
of people hunting for airfares aren’t aware 
you can get back some of the cost differ-
ence if airfare drops after you book. The 
refund is in the form of a voucher that can 
be used for future flights. To get a refund, 
keep checking the price of your flights after 
your purchase and then pounce if you see 
that your trip is available for less. Fares 
change by the day and even by the hour, 
so you have to request a refund from the 
airline before the price goes up again. Call 
a customer service agent to request the 
refund.

-www.creditcards.com

indy hiring and payroll drops – Accord-
ing to SurePayroll’s Small Business Score-
card for August 2011 (its latest report), 
both hiring and paycheck levels were down 
slightly from the previous month, resulting 
in YTD decreases of 2.6 and 0.3 percent 
respectively. In the Indianapolis area, those 
figures dropped by 2.2 and 9.1 percent, 
respectively. 



Get your card in front of more than  
92,000 households in Hamilton County!  

Call Dennis O’Malia @ 370-0749 for details

Hamilton County
Business Contacts

FLU SHOTS

ANY LAB TEST NOW® provides thousands of standard lab tests

to consumers and  employers professionally, conveniently, 

and cost-effectively.

13636 N. Meridian St. • Carmel, IN 46032
P 317-574-9500 • www.anylabtestnow.com   
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SCHNEIDER & COMPANY, INC.
Business Advisors, Tax Preparation & Planning, Tax Cases,
Accounting, Estate Planning, Valuations, Onsite Assistance,
Buying, Selling or Starting a Business, QuickBooks Training

10321 N. Pennsylvania St., Indianapolis, IN 46280 317.844.1303
Fax: 317.844.1361 www.CPAttorney.com

E-mail: Laskowski@CPAttorney.com

James J. Schneider, J.D., CPA James C. Hoppel, J.D., MBA

Elizabeth A. Laskowski, CPA

SM

L. Siebert
632 Ironwood Drive
Carmel, IN 46033

(317) 846-4166
(317) 509-3943

bsiebert@indy.rr.com

(317)846-5554
shepherdins.com

Got Extra Stu�?
Drop it o�. We’ll sell it                     

You get a check.

The Easy Way  to Sell on eBay

ISoldit Fishers
8280 East 96th Street
Fishers, IN 46037
Phone: (317) 578-0800
In front of Fishers Walmart

Turning Your Stu� Into CASH!
Is Easier Than Rotating This Page

10
%

Bring in this ad to receive

Discount o� our rates
The Easy Way to Sell  

We Pay CASH! 
for  CDs, DVDs, Gift 
Cards & Video Games



Cindy White, Retail Market Leader  |  Jonathan Hunt, Fishers Banking Center Manager  |  Ryan Mooney, Carmel Banking Center Manager    
Tom Dooley, Westfield Banking Center Manager  |  Lindsay Sweet, Noblesville Banking Center Manager 

let us help
your business grow

Carmel • 317.844.5675 | Fishers • 317.913.9020 | Noblesville • 317.770.7570 | Westfield • 317.867.5488

To grow a business in today’s marketplace, you need a financial partner who 

understands your needs and is committed to helping you succeed. Since 1893, 

we’ve served the needs of Hoosier businesses with honesty and integrity. Strong, 

stable and committed to the community, First Merchants has everything you need 

to help make running your company a smooth process. We offer a full lineup of 

business products and solutions, and you’ll find that our team of experienced financial 

professionals are talented advisors who are empowered to make decisions and 

deliver responsive, customized solutions that meet your needs. Serving customers 

throughout Central Indiana with a convenient banking center located near you, we 

invite you to experience the First Merchants difference today.

1.800.205.3464
www.firstmerchants.com


