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As many of you know by 
now in November we moved 
our offices from Beech Grove 
to 7670 US 31 S. By all ac-
counts it’s been a great move. 
It’s been a great move be-
cause of its central location, 
which has afforded me the 
opportunity to meet more of 
those people who make busi-
ness happen on the South-
side. 

Something I’ve learned 
since my immersion here is 
that from a business stand-
point  – whether it’s Franklin 
or Perry townships or John-
son County, everyone is con-
sidered a Southsider. I realize that may change 
for a brief time on the high school football 
field or basketball court, but I truly think – 
and I’ve lived in Indy my entire life – that is 
great and a big reason why doing business on 
the Southside is so rewarding.  It would be 
very easy to have a parochial attitude about 
doing business. 

In short, I’ve appreciated getting to know 
the many business owners here and I hope to 
meet even more of you. If you have any ideas 
for stories, or suggestions on how to make the 
JCBL a better publication, or, if you want to 

simply talk about business, 
please email me at rick@
businessleader.bz or call me 
at (317) 300-8782. I look for-
ward to hearing from you.  

My first Taste of SS was a 
flavorful experience

I had a great time at my 
first Taste of the Southside, 
which was presented by 
Community Heath Network 
on Feb. 24 at Valle Vista Golf 
Club and Conference Center. 
As you know this event is put 
on by the Greater Greenwood 
Chamber of Commerce and 

The Southside Times, the Business Leader’s 
sister publication, was one of the proud spon-
sors. Special thanks to the more than 40 food 
and beverage exhibitors who made the Taste 
of the Southside so successful. Congratula-
tions to Chamber Executive Director Chris-
tian Maslowski and his staff – in particular 
Tricia Bowen, the chamber’s events & opera-
tions manager – for a job well done.

 Move has helped create 
rewarding business relationships 

BUSInESS BRIEFBusiness Brief

Discover Downtown Franklin  
hosts first cash mob event  

for secret downtown business
Discover Downtown Franklin will host its 

first Cash Mob event on Saturday, March 23. 
A Cash Mob is an event where a group of pa-
trons gather at a locally-owned business to 
make purchases. The chosen business is kept 
secret until the event date. Participants are ex-
pected to bring at least $20 in cash to the court-
house lawn, 5 E. Jefferson St., at 10 a.m. At that 

time, the secret location will be revealed and 
the “mob” will then storm the location ready to 
spend some cash. 

This event is sponsored by Mutual Savings 
Bank. For more information, visit Discover-
DowntownFranklin.com or contact Megan 
Hart at (317) 346-1258.

Physician establishes new practice  
with McFarland Internal Medicine

Patricia Lewis Wisler, MD, PhD, has joined 
Franciscan Physician Network McFarland In-
ternal Medicine, located at 7825 McFarland 
Ln., Suite B.

Wisler received an undergraduate degree in 
chemistry from Saint Mary of the Woods Col-
lege, where she was an honors student. She 
completed graduate work in medical biochem-
istry at the University of Minnesota and later 
received a doctorate at the University of Cincin-

nati College of Medicine. She earned her medi-
cal degree at the Indiana University School of 
Medicine, where she also completed an internal 
medicine residency.

Widely published in professional and re-
search journals, Wisler has served on the Saint 
Mary of the Woods College Board of Trustees 
and on community and parish boards.

McFarland Internal Medicine is an internal 
medicine practice serving adult patients.

Advertise monthly, call today!
(317) 300-8782

SCEnES FROM An EVEnTScenes from an Event

Photos by Nicole Davis

Receiving a Taste of the Southside
With 40 vendors handing out food and bev-

erage samples at the 21st annual Taste of the 
Southside in Greenwood on Feb. 24, the two-
floor event at Valle Vista Golf & Conference 
Center was filled with attendants. A fundraiser 
for the Greenwood Chamber of Commerce, 
guests were able to sample more than 100 items.

Tracy Curd hands out Red Velvet cake and Key Lime pies for A Piece of Cake, Inc.

(Right) Carol Craig of Fort Wayne and Chris 
Henderson of Greenwood say they enjoyed 
their sample from Bravo’s Italian Kitchen at the 
Taste of the Southside.

Mandy McGovern of Pinocchio’s Original Italian Ice Cream hands out two different 
samples at Taste of the Southside.

Diana and Chris Brown of Perry Township laugh with the owner of Krispy Krunchy 
Chicken, Amy Frey and helper, John Davis as they receive their chicken and biscuit 
sample.

Mallow Run Winery staff pours samples of their Bargersville-grown wine during the 
premiere Southside event.
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wordpress.com.
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By Nicole Davis
It was time for a new beginning. With more than 30 years of experi-

ence in the plumbing and service industry, Jamie and Lisa Carter say 
the future is bright for Carter’s My Plumber. With intentions to grow 
a successful, reputable, family-owned business they can pass down to 
their son Kelson, the Cart-
ers have taken their knowl-
edge of operating a large, 
national service and applied 
it to the small Greenwood-
based business they opened 
in 2010.

 “Our son graduated 
high school and wanted to 
follow in his grandfather’s 
footsteps so that was a pri-
mary role in our wanting 
to reopen,” Jamie says. “We 
felt like there was a need 
for a quality family-owned 
service company in the 
area again. So we’re back, 
instilling on the same 
principals we grew our 
business on.”

Jamie, whose father 
owned a small plumb-
ing business, became a 
licensed Master Plumb-
er and Contractor out 
of high school. In 1985, 
he and his father incor-
porated Carter Plumb-
ing Inc. Lisa joined in 
’88.  Jamie and Lisa say 
their initial goal was to 
be the largest provider 
in Indiana, while offer-
ing professional, skilled 
service. They began in 
new construction of 
homes and businesses, 
which after time didn’t 
prove to have enough 
of a profit margin. Debt grew and they had to sell personal assets to 
stay afloat. With hard work, business grew stronger. In 2003 Jamie and 
Lisa converted to a franchise with Ben Franklin Plumbing and One 
Hour Heating & Air Conditioning. They maintained 60 employees and 
over 35 trucks. After substantial growth, they were able to sell at the 
top of their game.

“We want to do an excellent job for every customer,” Lisa says. 
“Things have changed. Our playing field has changed. There is so much 
competition and technology is ever-evolving.” 

Learning from the stresses that operating a large business can en-
tail, Jamie says their goal has changed; they want to maintain a reputa-
ble name while providing that same quality service and focusing even 
more on giving back to the community.

 “It’s been a very humbling experience,” Jamie says. “It’s like the old 
saying, ‘you can’t see the forest for the trees.’ Well, the trees have been 

removed. The easy part is running the business. The most difficult is 
patience – because we were so big it takes patience trying to hold back.  
Being the largest isn’t the most important to us now. It’s more about 
reputation. Your name is more important than money.”

Kelson, who is finishing up his four-year training, will soon be a third 
generation plumber. He says through this business, his parents have 

shown to him how much they care about his 
future and says that 
he will do the best he 
can to carry on the 
Carter legacy. 

“It takes hard work, 
too; you have to want 
it, you can’t just get 
it,” Kelson says. “My 
dad and my grandpa 
have taught me about 
everything I know. I 
know a bit about every 
trade, whether that’s 
plumbing or heating 
and cooling. It’s impor-
tant to know everything 
because as a plumb-
er when you go into a 
house you are messing 
with everything on each 
job. You are never just 
doing plumbing.”

One perk of operating 
a smaller business, Lisa 
says, is they now have a 
little more time to give 
back to the community. 
They have visited Haiti to 
work on pluming and do-
nated supplies even after 
their return home. They 
have helped to renovate 
bathrooms to be handicap 
accessible for those who 
need it. Their church has 
remained a central part of 
their lives.

“It’s about giving back, 
personally investing our own time into this kind of stuff,” Lisa says. 
“We’re doing that now. We’re just genuine. We really care about peo-
ple. And that goes with being small – you can give that to your people.” 

Having won numerous awards for their customer service, including 
Highest Customer Satisfaction Award by Contractors 2000 and Con-
sumer Choice Award Recipient for business excellence, the Carters say 
their service shows. Maintaining that philosophy of having a clean-cut, 
personable, knowledgably and caring plumber is what is going to make 
them successful – again.

“We hope that the business can survive,” Jamie says. “We hope it 
continues to be a family business and continue through another family 
generation. We’re hoping that because we have the knowledge from 
past failures and successes, we can that pass down to our son.”

Best advice: As the owner 
of a company, work on your 
business not in it. Make your 
plan and work your plan.

Worst advice: Take 
opinions with a grain of 
salt; One local banker 
told Jamie he would 
never make it when he 
was young and starting 

out, while another banker 
believed in his plan and 
gave him a loan.

Best business decision: 
Pricing ourselves properly 
to get out of debt, and 
surrounding ourselves with 
good people.

In 5 years: Continued 
growth, and a plan to 
transition the business 
to our son. Our goal is to 
spend more time giving 
back to our industry and 
the community through 
volunteer work and 
missions.

Secret to success: Passion, 
vision, planning, and being 
highly organized – work 
the plan! We love to work 
together, and we sincerely 
appreciate our customers 
and our people who work 
with us. We keep God at 
the center of our day, every 
day.

How Jamie and Lisa did it…

Carter’s My Plumber
886 North State Road 135, 

Suite A
Greenwood, IN 46142

(317) 859-9999

Reason someone 
would want to do 
business with you…

n We’re a family-owned business

n  People that already had a 
prior relationship with us trust 
us.

n  Customers get immediate 
attention.

n  Being local, people can just 
walk right in and talk with us.

n  Customers know what type of 
person will show up at their 
door – licensed, certified, 
skilled and professional

n  We give back to the 
community.

Jamie and Lisa Carter are turning Carter’s My Plumber into a 
successful business they can pass down to another generation. 

More than pipe dreams

The List

“The most difficult is 
patience – because we were 

so big it takes patience 
trying to hold back. Being 
the largest isn’t the most 
important to us now. It’s 

more about reputation. Your 
name is more important 

than money.” 
~Jamie Carter

People have described me in many ways. One 
that I enjoy is creative. I like to think that I am 
creative—that I conceive of unique thoughts that 
prior had never occurred to the human race. It’s 
upsetting to find out that this isn’t the case.

Few thoughts are one of a kind. The Internet is 
proving that. Most ideas are a rehash, if only in 
part, of a previous idea, but it doesn’t mean that 
they are not good ideas.

As pointed out in Jonah Lehrer’s latest book 
Imagine, creativity is usually the melding of two 
disciplines or concepts into a new idea. Multiple 
ingredients brew and simmer in the recesses of 
your mind. Suddenly, in a flash, you focus on the 
perfect idea even though you could have come 
up with it much sooner.

Atul Gawande, a surgeon and journalist, took 
the idea of a pilot’s checklist and suggested that 
it might be a useful tool in reducing medical errors. It seemed so 
simple that it was immediately adopted by several medical orga-
nizations.

In college, I dreamed up an idea for the Terre Haute radio sta-
tion where I was working at the time. MTV had been around 
for about two years and having access to BillBoard magazine, I 
pitched an idea for a local country music video show to promote 
the radio station and start my career transition from radio to 
television where the money is. Video 99 was a success, but short 
lived. Nevertheless, I was proud of the product and even prouder 
of the idea. 

Creativity is a key ingredient for entrepreneurs. New business 
ideas or niches are usually adapted from existing ideas or busi-
ness models, so it would seem to be beneficial to keep abreast of 
trends and disciplines.

In my own life, I have been attempting to di-
rect my own 401k through equities. I am such a 
novice in these matters, but I’m learning in my 
own way. First, I get a historical perspective that 
includes a basic understanding of the terminol-
ogy and where it originated. Then I read several 
Internet blogs and watch CNBC to hopefully 
pick up some nuances of market trading. (I don’t 
watch Bloomberg TV unless I’m drinking pop 
from a 2-liter bottle.) Finally, I have joined an in-
vestment club to practice what I have learned. 
(P.S. I’m still very poor.) 

When I’m in a waiting room, I pick up maga-
zines I almost never read to get some new ideas. 
Now I subscribe to an iPad app that allows me to 
browse several magazines a month.

There’s no better idea generator than work. 
If you are deep inside a project, you automati-

cally are generating ideas to complete it. But, at times, Lehrer 
says it is best to leave the work and relax or change your focus. 
That’s when the flashes are most likely. Strangely enough, many 
of my best ideas come to me in the shower, which Lehrer has con-
firmed. (I know: Too Much Information.)

My favorite idea generator is beer. That’s the relaxation tech-
nique at its finest.

The other trick is knowing when to stop thinking and to start 
working on an idea. I call that a deadline.

Gus Pearcy
Columnist

Creativity and new ideas
Little secrets to success

QUOTE OF THE MONTH

Everyone wants 
to win, but not everyone 

is willing to prepare to win.  
~ Bobby Knight

EdITORIAL/OPInIOnEditorial/Opinion

 An all zipped
 up USPS

There are some things we just don’t get. Take, 
for instance, the U.S. Postal Service. In the wake 
of last year’s $15.9 billion loss came the news 
of the USPS forgoing Saturday delivery (except 
for packages and P.O. boxes). Smart move; it 
just makes good business sense. Then came last 
month’s report that the USPS is getting into the 
... wait for it ... apparel business next year in an 
effort to improve its take. Men first, then a line 
for women. Yes, nothing says economic repair 
like the launch of a new “cutting-edge function-
al fashion” line. That’s what Steven Mills, the 
USPS’s licensing manager, termed it in a state-
ment last week. Yes, the USPS has a license man-
ager. We shuddered at it all. Repeatedly. 

Wouldn’t successfully negotiating even the 
most minor union concessions make just a wee 
bit more sense? After all, it wouldn’t necessitate 
renting a showroom in the Garment District in 
New York City, which is what the USPS is go-
ing to do, and we’re not exactly talking bargain- 
basement commercial real estate there. The folks 
at Northface, Eddie Bauer and Nike probably 
laughed their coattails off with news of this de-
velopment. So, on the heels of increasing post-
age – yet again – in January, we now not only 
have the opportunity to pay more for stamps, but 
also soon to buy clothing that is said to accom-
modate an iPod. Huh. Isaac Crawford, CEO of 
Wahconah Group, Inc., which is going to man-
ufacture the goods, told ABC News that we all 
should expect an “image-conscious, first- class, 
high-end line.” Wow. Maybe it’s time for a new 
USPS motto: “Neither snow, nor rain, nor heat, 
nor gloom of night, stays these couriers from the 
swift completion of their appointed rounds ... 
and moving garments like never before.”

Kelson Carter
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Mike Heffner
Columnist

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

PERSOnnEL MATTERSPersonnel Matters

The key to having employees 
who can say yes to this ques-
tion is to recruit and hire em-
ployees who have the capabil-
ity of loving it.   I recently read 
a book by Marshall Goldsmith 
and he calls this – Mojo.   Ev-
eryone wants a job they love.  I 
have not met a person yet who 
has said, “I want to spend 40+ 
hours of doing work I hate” or 
“I just want to feel mediocre 
about my career.” Unfortunate-
ly, many find it difficult to find 
a job that fulfills who they are 
and allows them to be passion-
ate about what they do.  A sur-
vey of American workers by 
Ipsos, a global market research company, found 
that only 55% of U.S. employees say they love 
their jobs. 

Marshall says that Mojo is “the moment 
when we do something that’s purposeful, pow-
erful, and positive.”  I see so many, though, that 
have either lost their Mojo or have never found 
it.  If that unhappy employee is a manager or 
an executive, the negative implications could be 
far reaching. But, it’s not all bad news! If you no 
longer love your work, there are several steps 
you can take to help turn your relationship with 
your job or your employees around so you find 
your Mojo.

Step Back 
Every situation can look differently, depend-

ing on your perspective. Take a step back for a 
minute and consider how you’re looking at your 
job. Is it just a job, or is it a career, with the goal 
of advancement? Do you see your job as a call-
ing, where you focus on the sense of fulfillment 
the work gives you?  Marshall says, “Mojo is that 
positive spirit toward what you are doing now 
that starts from inside and radiates to the out-
side.”   My advice is to try and remember why 
you took the job in the first place and look for 
where you can make the biggest impact.  Not 
every day is going to be glorious, but you have 
a choice in making each day as best as it can be.  

Be a Learner
Boredom with your normal, 

day-to-day tasks can quickly 
drain your passion for work.  
Every job has a rut you can eas-
ily fall into.  So make it a goal to 
always be learning something 
new. Watch a webinar, read a 
book or attend a conference. 
This is also a great precedent to 
set for your entire department 
or company. The most success-
ful leaders are those who never 
stop learning and stay at the 
forefront of their industry.

Connect with People
Personal connections are key 

to maintaining your job satisfaction and ensur-
ing you actually look forward to going into work 
each day. In a Fox Business article, Jeanette 
Mulvey recommends making friends with the 
people you work with. If you’re a supervisor, it 
can be tricky to maintain the balance of friend-
ship and leadership with your employees. But, 
you should at least learn what’s going on in their 
lives and about their goals. This will empower 
you to help them achieve their dreams, which 
will fulfill you as a leader.  When you can be the 
catalyst for helping your employees experience 
both happiness and meaning, they will probably 
find their Mojo and love their job.

By changing your outlook about work and 
rekindling that passion you once had for your 
job, you can love the job you already have. The 
good news is that not only will you be happier at 
work, but you’ll also discover many other ben-
efits to loving your job.  Curt Rosengren, career 
advice columnist from US News, points out that 
when you love your work you will have more 
energy, feel more confident, be more persistent 
and find more enjoyment in your life outside of 
work.  Happiness is contagious, so be careful, 
you just might spread your new found Mojo to 
the rest of your team.

Do your 
employees  

love their job?

IntroducingThe 
All-New 2013 Lexus

LS 460 
F SPORT 

When passion runs this deep, the only choice is to follow where it leads.  
Inspired by the world-renowned Lexus LFA supercar, the all-new LS 

F SPORT is engineered to drive your hunger for exhilarating performance 
even further with F SPORT’S exclusive features.

REINVENTING THE VEHICLES THAT INVENTED IT 
ALL-TOM WOOD LEXUS SOUTH SIDE ADVANTAGE

4610 East 96th Street     |     317-580-6888     |     888-204-3445 

TomWoodLexus.com

Exclusive for all areas south of Indianapolis

Pick up for scheduled maintenance including service loaner car at no cost
 complimentary to your door test drive with product specialist

Free Concierge

twlx282166_5.1x13_fc_2/15_alma

TWLX282166.indd   1 2/19/13   2:48 PM

Advertise monthly, call today!
(317) 300-8782

“By changing your 
outlook about work 
and rekindling that 

passion you once had 
for your job, you 

can love the job you 
already have.”
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A NEW FEDERAL RULE HITS THE 
BOOKS ROUGHLY EVERY TWO 
HOURS, 365 DAYS A YEAR.

Express has the tools and  
knowledge to help you keep  
up with constantly changing  
federal and state  
employment regulations. 

Call or go online today  
and see how.

(317) 888-5700 expressindysouth.com

MOnEY MATTERSMoney Matters

Jeff Binkley
Columnist

Jeff Binkley is the Founder and Managing Director  
of Binkley Wealth Management Group. He can 
be reached at Jeff@thebinkleygroup.com or call  
(317) 697-1618.

Ready for the madness of March?
How about this elite group of eight

March is my favorite month.  
Why?  For three reasons really.  

First, March is the month of 
my birth, and contrary to what 
others may feel, I think getting 
older is a wonderful thing. As I 
age, I believe I’m getting wiser, 
more patient and better look-
ing. (Okay, maybe not better 
looking. But I’ve never really 
resented any of those gray hairs 
now showing up regularly. )  

Second, I love St. Patrick’s 
Day. Not because I’m a fan of 
green beer (I’m not). But be-
cause if you’re an over-sized, 
red-headed, wannabe lepre-
chaun with what some people 
call a charming Irish tenor voice... then St. Pad-
dy’s is one of the best days of the year.  

Third and most importantly, I love March 
because of the Madness that descends on bas-
ketball courts all across the country. From high 
school sectionals all the way to the college 
championships. I love what the games repre-
sent.

The madness of March, like capitalism itself, 
allows for the best to rise and be recognized. 
Through hard work and preparation, diligent 
effort, tremendous will, heart and sometimes a 
little luck, excellence rises and is rewarded. The 
madness of March is one of the few remaining 

examples of pure competitive 
American spirit. No politics. 
No spin. Pure will, effort and 
accomplishment. I love it.

With that competitive Amer-
ican spirit in mind, there is a 
way to sort through the statis-
tics and spin on countless thou-
sands of publicly traded com-
panies to find a few successful 
long-term competitors with 
some very impressive records.   
The method I’m speaking of is 
to look at the dividend and dis-
tribution history of a company.

Dividends, in a nutshell, are 
the way companies share some 
of the profits of their activities 

with their shareholders. Every quarter, they 
send a check to the shareholder or his IRA. 
Some companies also have the wonderful habit 
of increasing the amount of those checks every 
year. But only a very few have the absolute dis-
tinction of increasing the amount EACH YEAR 
FOR THE LAST 50 YEARS.

Now these companies are in no way sexy. 
They rarely make the “Hot Stocks” lists. They 
are often called stodgy, old-fashioned, or even, 
heaven forbid, boring. But they pay their share-
holders. And they have paid them in increas-
ing amounts for 50 or more years. That to me 
is VERY SEXY.  

A word of caution. Just because they have 
paid increasing dividends for 50 or more years 
DOES NOT MEAN that you can’t lose mon-
ey on them. For example: if the company pays 
you a $1 annual dividend but its price per share 
dropped $10 that same year, you still have a $9 
paper loss on that investment for that year. 
So buyer, be aware. But if you are an 
investor that likes to generate income 
from your investments along with the 
potential for that income to increase 
each year, these companies may de-
serve a discussion with an advisor 
about how they may fit in your in-
vestment portfolio.

*The following companies 
have raised their dividends and 
or distributions each of the last 
50 years or more and are rated 
3 stars or higher by Standard & 
Poor’s: Diebold, Dover Corporation, 
Genuine Parts Company, Proctor & Gamble, 
Emerson Electric, 3M Company, Integrys En-
ergy Group and Vectren Corporation (Vectren 
does not have a star rating from Standard & 
Poor’s)**.

A brief word about costs. If you’ve been a 
regular reader of my column you probably have 
noticed my passion around reducing invest-
ment costs to increase total investment return.  
The same goes with these dividend paying in-
vestments.  If you have to pay 2%, 3% or even 5% 

to purchase one or more of these, then it may 
be a year or longer before your dividends begin 
paying YOU rather than just covering your cost 
of purchase. Remember: Lower costs lead to 
better total return. Be aware of the costs you’re 
paying for and within your investments.     

Do a little homework to see what 
this means to your total return?  
Look up a couple of the expense 
ratios in investments you hold then 

use Vanguard’s  “Costs Matter” cal-
culator (https://personal.vanguard.

com/us/insights/investingtruths/
investing-truth-about-cost) to 
show you how much those ex-
penses will cost you over time.

 If you need some help with 
that homework, just call me.

**(Please note: This list is for in-
formational purposes only. These 

companies may or may not be ap-
propriate for your investment portfolio.  Before 
making any investment you should seek counsel 
from a qualified advisor whom you trust. All in-
vestments have risk including loss of principal. 
Past performance does not guarantee future re-
sults.)

Howard Hubler Howard Hubler is a partner with Hubler Express Collision/NAPA, and 
the owners of St. Augustine Toyota. He can be reached at hhubler@
statoyota.com

Higher taxes and the devalued dollar
Well, all of the excitement of the second Obama 

inauguration is over and it is back to “normal.” So, 
what does this mean to the small Johnson County 
business person? Well, it means four more years 
of the federal government printing money and 
devaluating the Hoosier pocket book. In fact, I 
read an article the other day which indicated that 
from his first inauguration address until now, your 
dollar bill has been devalued 20% as it relates to 
world currency. Despite the TARPs and other ac-
ronyms of last term, your local bank possibly does 
not want to finance your new business. It probably 
does not want to refinance your beautiful build-
ing to get some much needed “cash out” to bet-
ter operate your business either. Your raw materi-
als purchased on the international market are all 
much more expensive due to the weak dollar, and 
the domestic market is not aggressive enough to 
pay a higher price for your higher cost of 
goods. You tell your partners that you do 
not know how long you can operate with 
these small margins, but for the next few 
years, there is probably more of the same. 

You may be selling or manufacturing 
goods almost at the level you did before 
the stock market “crash” but with a much 
smaller staff; no, you are not going to hire 
more staff, even if it may have an oppor-
tunity cost! You are a leaner and meaner 
company now and this is where you are 
going to stay. You have attended an all-day Obama care seminar 
and it raised more questions than it answered. They showed you 
that there were new costs hidden under every crack and crevice, 
and many of them have nothing to do with healthcare; they were 
put in the “act” as a “gig” to get you financially because they “can.” 

The insurance carrier that you have, that he told 
you that you can keep, the specialist at the semi-
nar tells you that you can’t! The only real “defense 
ball” that you can play now is to do a hiring freeze. 
The new reporting obligations, you found out, 
were unbelievable, and most of the reporting has 
nothing to do again with healthcare, just collect-
ing more revenue from your business! What were 
the famous remarks, “If you want to find out what 
is in it, you need to pass it”? Guess what, now you 
are finding out.

So, moving on, the President finally got his tax 
increase. This was to be the masterpiece legislative 
bill that he touted for two elections. Remember, 
those over $225,000 of annual income will have 
a tax increase because a group of nonpaying “tax 
payers” defined this as fair. Pass this and the jobs 
will flow like honey and the economy will rev up 

like an Indy car in May, and the banks will 
be as though they were a loose woman on 
the prowl. Yes, much of this tax will fall on 
the very people who we want to shower 
those jobs on to rest of us, but, no mat-
ter said Obama. Somehow if I tax them, 
they will miraculously want to hire more 
people! Well, the Republicans decimated 
this bill according to the democrats. In-
stead of the beak point being at $225K, it 
was made at $500K.

  Now, let’s look at the reality of this 
“landmark” piece of legislation. Here is where seasoned journal-
ists go into the “it’s like” mode. It’s like a family with all of its cred-
it cards maxed out at $25K and they have not paid the mortgage 
on the house in six months and they spend darn near two times 
of what they make. Then Dad comes with an austere movement 

to balance the home budget; we are going to eliminate our once a 
week outing to T.G.I. Friday’s restaurant for a family dinner. Yes, 
we will continue to spend twice what we make but let’s try this 
Friday’s thing first. We can buy frozen “loaded potatoes” at the 
store and pretend that we are at Friday’s dinning out on its loaded 
potatoes. Then, after a couple of months, we will see if we need to 
make any more changes.

Now, as a writer, I am just a business man who works cheap at 
writing, I mean real cheap! No, I am not a consultant. I just click 
through the talk networks at night, from Fox to MSNBC driving 
my wife nuts, but sports fans, this is how I call the game for the 
next four years…

So, now I am an “economical” specialist. I hope I am wrong! 
How do you see it?

BUSInESS TALKBusiness Talk

“I read an article the other day 
which indicated that from his first 
inauguration address until now, 

your dollar bill has been devalued 
20% as it relates to world currency.”

Financial aid 
Parents and grandparents of would-be college students take 
note:  When two of the financial aid formulas are used to 
compute how much dough to shell out to the student, assets, 
like stock, in the name of the student cause big penalties. 
– forbes.com
  

Entry level
Using data from PayScale.com, CNN Money found that Princeton University graduates 
earn the biggest salaries in the United States. Graduates see a $58,300 starting salary 
and a $137,000 mid-career salary. Only 49 percent find their jobs to be meaningful.  
–money.cnn.com 
 

The very top
Ever wonder who the highest paid male and female are in this economy? Apple’s CEO 
Tim Cook earned the most in 2011 with a total compensation of $377,996,537. The 
highest paid female was Oracle, Inc.’s President and CEO Safra A. Catz with at total 
compensation of $51,696,742.  –money.cnn.com 

Stagnating growth 
According to survey of 37 investment strategists 

and money managers, the S&P 500 will end 2012 
at 1,440, or up 15 percent. That means it won’t 

move from where it sat at the beginning of the 
fourth quarter.  –money.cnn.com 

Box office bash
Action flick “Taken 2,” starring Liam Neeson, raked in $50 

million on opening night. The violent vehicle doubled the 
original’s opening weekend. “Hotel Transylvania” came in second 

during its second weekend with $26.3 million. – forbes.com 

FINANCEDispatches

Make your business 
presence known!

3 Great Markets 
1 Low Price

Advertise next month by calling 
today! (317) 300-8782

Prius primed 
Consumer Reports has rated the Toyota Prius as the “best value” in comparison to all other 
vehicles in the 2013 model year. Consumer Reports took ownership costs and performance 
tests into consideration. –money.cnn.com 

Stepping up 
Marilyn Hewson, an employee of defense company Lockheed Martin for almost 30 years, was 
recently promoted to president and CEO after the last slated CEO put in his resignation after 
“an inappropriate relationship with a subordinate” came to light. –money.cnn.com 

Holding power 
Forbes compiled its list of most powerful people in the world. Who are the youngest ones 
pulling the strings? Among them are Mark Zuckerberg, Kim Jong-un and Google cofounders 
Larry Page and Sergey Brin. – forbes.com 

Earning for college grads 
The average salary grew in 2012 for college grads. An average salary is at $44,455 for the 
class of 2012 graduates, a 3.4 percent improvement according to a survey from the National 
Association of Colleges and Employers. –money.cnn.com 

Top-earning majors 
According to a survey from the National Association of Colleges and Employers, graduates 
coming out of school with an engineering degree find themselves earning a salary of 
$61,913 on the average. Graduates who earned a degree in computer science earn the 
average salary of $59,221. –money.cnn.com 

Big bills, less spending 
People are more willing to shell out dough if the bills in their wallets or pursues are in smaller 
denominations. Some studies have shown that if consumers have smaller bills, there is a 
better chance they’ll spend “more freely.” –money.cnn.com 

To Advertise in the 
next issue of the 

Business Leader, call 
(317) 300-8782 today! 
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BUSInESS BRIEFBusiness Brief

Spring
Clean up?

• Crushed Concrete Available
• Large Roll-Off Containers Available
• Landclearing
• Scrap Metal Recycling
• Secure Documentation Destruction

TRASH SERVICE
317.539.2024 • 800.531.6752

www.raystrash.com
Mention this ad and enjoy a complimentary waste analysis valued at $75. 
Call Ray’s Today: 317-539-2024. Commercial & Industrial Customers Only!

To Advertise in the next 
issue of the Business Leader, 
call (317) 300-8782 today! 

164 East Jefferson Street In the heart of downtown Franklin & Johnson County

Almost there and still growing KORN Country 100.3 here to serve

GROWInG SMALL BUSInESSGrowing Small Business

I will often ask clients how 
they will be different from 
their competition. What will 
make you stand out from oth-
er businesses that offer similar 
products and services? Their 
kneejerk reaction is often “I will 
be priced less than my competi-
tion,” but a low price strategy by 
itself is generally not a sustain-
able competitive advantage that 
is profitable.

I will often encourage them 
to think about their interactions 
as a consumer, and consider 
some “best practices” of compa-
nies that they do business with.  
What impresses you 
as you buy goods and 
services in the mar-
ketplace? From my 
own personal experi-
ence, here are some 
observations that I 
often make to my 
clients to stimulate 
their thinking:

Enhance Your Product (Inexpensively)
While visiting Crawfordsville years ago, I 

stopped by a small “mom and pop” ice cream 

store.  I ordered a soft serve ice 
cream cone, and it was served 
with a cherry on top.  “I didn’t 
order this with a cherry,” I said.  
“Yes, this is just the way we do it 
around here” was the reply.  You 
know, they didn’t have to do 
that.  It was a “little thing,” but 
it was their small way of mak-
ing themselves slightly different 
from the major ice cream chain 
competitor down the street.

Connect with Your 
Customers (Initially)

My wife and I visited a new 
steak house in Indianapolis 

when it first opened, 
and when we entered, 
we were asked by the 
greeter if this was our 
first visit.  After being 
served a fine meal, the 
store manager then 
personally brought us 
our check and said, 
“It’s my understand-

ing that this is your first visit—we appreciate 
your being with us this evening.”  You know, he 
didn’t have to do that.  It was a “little thing,” but 
his taking those 30 seconds to talk with us made 

a big closing impression and significantly en-
hanced our overall dining experience. 

Touch Base with Your Customers 
(Periodically)

I used to live in South Bend and had some 
auto repairs completed by a local muffler shop.  
A few days later, I received a phone call from 
the owner, “I just want to thank you for stop-
ping by and seeing us last week—any problems 
with your car?”  You know, he didn’t have to do 
that.  It was a “little thing,” and I can tell you that 
I continued to receive similar calls after many 
subsequent service visits, either from the own-
er or the store manager—I can assure you that 
they would still be servicing my vehicles if I now 
didn’t live a hundred or so miles away.

I would encourage you to think about posi-
tive experiences that you have had in being a 
customer, and then try to creatively incorpo-
rate some of those practices into your own op-
eration.  By perhaps adding some “little things” 
that don’t cost much money, you can go a long 
way toward differentiating your business in the 
minds of your customers, and thereby helping 
you achieve your long-term growth goals.

Business differentiation  
through ‘little things’

Larry White
Guest Columnist

Larry White is a business advisor with the Central Indi-
ana Small Business Development Center (SBDC). He 
can be reached by e-mail at lwhite79@ivytech.edu 
or by phone at (317) 921- 4859.

“…think about positive experiences 
that you have had in being a 

customer, and then try to creatively 
incorporate some of those practices 

into your own operation.”

THE PERSOnAL TOUCHThe Personal Touch

Case studies are one of the 
most effective marketing tools. 
They’re versatile, too, serving 
purposes ranging from blurbs 
on Web sites and in social me-
dia, to trade magazine and en-
ewsletter articles. 

A case study spells out what 
your company did (or how 
someone used your product or 
service), how it worked, why 
you or they did it that way, and 
the results that proved its value. 
Following the seven steps out-
lined here will help you create 
more powerful case studies.

1. Choose carefully. Just be-
cause you’re proud of 
something doesn’t mean 
it will make a compel-
ling case study. You have 
to look at potential case 
studies through your in-
tended audience’s eyes. 
Will the situation be 
meaningful to them? 
Will it impress them? 
Can they use the infor-
mation to improve their 
own products and processes?

2. Tell a story. Humans are conditioned to en-
joy stories. One reason stories work so well is 

that they’re relatable, allowing 
us to project what someone else 
experienced upon our own sit-
uation. Tell me how your cus-
tomer used your veeblefetzer 
to process three times as many 
radishes in an hour, and it’s easy 
for me to visualize what it could 
do for my bottom line. We also 
enjoy reading about the chal-
lenges other people and com-
panies have overcome, because 
it sharpens our ability to do the 
same.

3. Don’t forget facts. So much 
of today’s marketing is built 
around puffery, posturing and 

empty promises. That’s 
why a well-written case 
study that shares facts 
will differentiate you. 
While you don’t want 
to overload the reader’s 
brain with nonstop sta-
tistics, including some 
quantifiable informa-
tion will make your case 
study much more believ-
able. But make sure the 

facts you choose to present will be meaningful 
to your audience. 

4. Ask permission. As proud as companies 

are of the work they’ve done, they frequently 
become skittish when it comes to publicizing it. 
A common fear is that the customers will be of-
fended. But most companies are complimented 
about being profiled in case studies because it 
makes them feel that their working relationship 
is being appreciated. Plus, if your customer is 
well-known or well-regarded, his reputation 
will enhance yours.

5. Keep it simple. When developing a case 
study, resist the temptation to go into tremen-
dous depth. You don’t have to share every de-
tail. Instead, focus on what’s most meaningful 
and memorable, and keep the tone friendly and 
conversational.

6. Make them habitual. Case studies shouldn’t 
be something you do only when you think of 
them. By establishing an ongoing program (with 
enforced due dates), you’ll get your staff into the 
habit of thinking about and developing them.

7. Get professional help. What keeps case 
studies from being completed? In most cases, 
it’s simply a lack of time. That’s why it may make 
sense to outsource the entire process to a pub-
lic relations firm or a professional writer who 
understands how to create effective case studies 
and who will be better able to frame case studies 
around what matters to your audience.

Scott Flood can be contracted via email at  
sflood@sfwriting.com or by calling 317-839-1739, or 
visit his blog at: sfwriting.com/blog/.

Case studies for your business
Seven steps for compelling case studies

Scott Flood
Columnist

“A case study spells out what your 
company did (or how someone 
used your product or service),  

how it worked, why you or they did 
it that way, and the results  

that proved its value.”

Franciscan Alliance 
selects new business 
and planning leader
Jay Brehm has been appointed senior vice 

president of strategic planning and business de-
velopment for Franciscan Alliance.

Brehm has been with the organization for 28 
years and currently hold the positions of execu-
tive vice president and CFO for Franciscan St. 
Francis Health operates hospitals in Indianapo-
lis, Mooresville and Carmel. 

Jay Brehm

Advertise monthly in 
the Johnson County 
Business Leader, call 

today! (317) 300-8782

BUSInESS BRIEFSBusiness Briefs

Physician establishes new practice  
with McFarland Gynecologic Specialists 

Thomas C. Wisler has joined Franciscan Phy-
sician Network McFarland Gynecologic Spe-
cialists.

 Wisler most previously was in private prac-
tice in the Indianapolis area and had been a 
physician partner with Beech Grove Obstetrics 
and Gynecology/Women’s Health Partnership. 
He has been affiliated with Franciscan St. Fran-
cis Health many years.

 Wisler received a bachelor of science in phar-
macy at the University of Florida and was a reg-
istered pharmacist when he began his studies 
in medical sciences at Florida State University. 

He later earned his medical degree at Creighton 
University School of Medicine. He completed 
residency training in obstetrics and gynecol-
ogy at the University of Cincinnati, v Cincinnati 
General Hospital.

 He served on active duty with the U.S. Navy 
and was a physician with the Naval Reserve 
Medical Corps, achieving the rank of lieutenant 
commander. 

 McFarland Gynecologic Specialists is locat-
ed at 7825 McFarland Ln., Suite B, Indianapolis. 
For more information, call 317-889-5456.

Indiana Members 
Credit Union 

promotes Faulkner
Indiana Members Credit Union (IMCU) re-

cently announced that Misty Faulkner has been 
promoted to Branch Manager at the Center 
Grove Branch located at 1604 South State Road 
135, Greenwood.

Faulkner has been with IMCU for 4 years 
and began in 2008 as a career associate.  She 
took on a role as a new accounts representative 
and loan officer at IMCU’s Southside Branch in 
2011 before being promoted to branch manag-
er.  Faulkner graduated from Rensselaer Central 
High School in 2001.  She attended the Univer-
sity of Indianapolis and graduated in 2006 with 
a Bachelor of Science in Business Management.  

Misty Faulkner
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Compiled by Nicole Davis

Dedicated to dance

A former Greenwood resident, when the op-
portunity to open a franchise location of the 
Arthur Murray Dance Center in Bloomington 
opened up, Barbara Leininger says she couldn’t 
pass that up. Now 19 years later, she says be-
ing able to open another location in Greenwood 
puts her back in an area she enjoys – even with 
the long commute.

“Greenwood has a lot of activity, a lot of en-
ergy without being right in a large city,” Leini-
nger says. “We are dedicated to helping people 
achieve their goals in a fun, easy manner.”

With the Greenwood location open since 
December, she says it’s been a slow start due to 
winter weather and the flu season. 

Leininger says she still loves to dance and 
teach the ballroom-styles of the Arthur Murray 
Dance Center. She encourages anyone interest-
ed in the dance to come out and give it a try.

“This is a wonderful 
thing for couples to do,” 
Leininger says. “Learning 
to dance is a great physical 
activity.”

Why did you open the 
business?

I had always loved danc-
ing. I’d been dancing since 
I was four. When I heard 
about the opportunity to 

open an Arthur Murray Dance Studio, I was 
excited to incorporate my love with dance with 
my career.

What did you do to prepare for opening 
your business?

Because I’m a franchise, there is a specific 
method for teaching people to dance. I’ve been 
doing this for 19 years. For Greenwood, I’ve 
been training people and looking for the right 
location.

Who is your ideal customer/client?
Anyone with the desire to learn how to 

dance. We work with kids and adults. Anyone 
that wants to have fun and learn to dance.

How do you plan to be successful?
By having a high level of expertise with my 

staff, having experience and a wonderful facil-
ity, people can learn how to dance comfortably.

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

I moved to Indiana in 
‘93 after Hurricane An-
drew hit, so a hurricane 
had brought me here to 
Greenwood.

OPEn FOR BUSInESSOpen for Business

To Advertise in the next issue of the Business Leader, 
call (317) 451-4088 today! 

Barbara Leininger at her Greenwood Arthur Murray Dance Center.

COACH’S CORnERCoach’s Corner

For the past few years, businesses have 
been hunkered down weathering a struggling 
economy and an unclear direction. 

The focus has been on KPIs … you know, 
Key Performance Indicators, downsizing, 
rightsizing and doing everything to do more 
with less, from less. The old “what have you 
done for me lately” adage became more and 
more the mantra of many small businesses, 
owners and entrepreneurs toward their em-
ployees and contractors. 

But there is one thing so important that, 
by itself, it can and will increase morale and 
productivity in almost any firm of any size. 
That one thing? Celebrate victories! Take just 
a minute and tell those who have done good 
work, “Good job!” and “Well done!”

Jeff taught me this lesson, 
although it was years after the 
fact that I began to understand 
the power of the lesson. Jeff 
was a personal computer sales 
rep who worked under my dic-
tatorship, er, I mean manage-
ment. 

While I was multitasking, 
that is to say, typing something 
into the computer and listening 
to Jeff tell me about the sale he had just made, I destroyed him! 
Completely took him down to a whimpering shadow. 

Jeff was going through the entire sale he had just made, 
and it was a grand sale. The only thing he missed was selling 

a box of printer paper. As he was telling me 
his success, I plainly, without looking, with-
out acknowledging his achievement, asked if 
he sold them a box of paper. The next thing I 
heard was Jeff, sniffling. No, he was crying. I 
had burst his bubble of excitement in doing 
a great job and of trying with all his might to 
impress me. 

I have to admit at the time I dismissed his 
emotional breakdown as weakness, but that 
was my great error. From what I have learned 
and experienced from being in Jeff’s shoes 
many times, I now know with all my being 
that when a good deed is done, it is time to 
celebrate! Take a minute and give a high five.  

Unfortunately, I see this one critical step 
missed all too often as I work with small busi-

nesses. So take from me what 
I had to learn at the school of 
hard knocks. Stop, take a min-
ute and celebrate the victories. 
Write a note of congratulations, 
send some flowers, make an 
announcement, do something, 
anything to show you noticed – 
and more importantly, that you 
appreciate the achievement!

The one thing you always need to remember

Jack Klemeyer
Columnist

Jack Klemeyer is the founder and head performance coach of 
GYB Coaching (www.gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

Barbara Leininger opens Greenwood 
Arthur Murray Dance Center

JCBL Photo by Nicole Davis

SCEnES FROM A COVER PARTYScenes from a Cover Party

The first Johnson County Business Leader Cover Party of 2013, sponsored by First Merchants 
Bank, was held at the Johnson County Community Foundation, 398 S. Main St., Greenwood on 
Feb. 19. A networking opportunity for many, the evening honored February cover Gail Richards, 
January Cover Greg Simons and December cover Nick McCally. 

For more information, coverparty@businessleader.bz

JCCF hosts first JCBL Cover Party of 2013

JCBL Photos by Nicole Davis

Gail Richards is presented her framed cover story by Carolyn Hobson. Mandy Williams presents Greg Simons his framed cover story.

Nick McCally is presented his framed cover story by Sally Wells. Gail Richards laughs with guests at the Johnson County Community Foundation. 

Cindy Weddle, Dale Hughes, Beth Bell, Erin Smith, Sally Wells and Kim Mitten

“…there is one thing so important  
that, by itself, it can and will increase 

morale and productivity in almost  
any firm of any size.”
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The homebuilding sector 
proved a positive step in the re-
bound of the recession during 
2012. Four hundred and seventy 
single-family homes were built 
across Johnson County. New 
home construction increased 
15% according to the Builders 
Association of Greater India-
napolis. With low interest rates, 
1,866 existing homes were sold. 
The homes were on the market 
fewer days and list prices to sales 
prices declined. 

Commercial growth hangs 
on the shirt sleeve of residen-
tial as the economy continues 
to rebound. The repositioning of 
growth, along with how retailers, hospitals, and 
other sectors view the market, is an art of its 
own. The demographic changes in our commu-
nity are the proof that target marketing to the 
majority of the population is the bottom line. 

It will be no surprise to anyone that Wal-
greens will be building on the southeast corner 
of Whiteland Road and State Road 135. Plans 
for a new office for Mutual Building & Loan 

are underway located east of the 
proposed Walgreens. The word 
on whether or not IU Health will 
build on the southwest corner is 
a mystery yet to be solved.

Aspen Trace Assisted Living 
and Nursing Facility announced 
plans for its new home located 
on State Road 135 south of the 
new Johnson County and Com-
munity Healthcare building. The 
beautiful, three-story medical 
facility built by Alderson Com-
mercial is a source of pride to the 
community.  A new beauty salon, 
Hair Slingers, opened on Merid-
ian Parke Lane in the retail cen-
ter behind Kroger. Old School 

House Pediatrics moved to 373 Meridian Parke 
Lane from its “old school house” located on the 
corner of State Road 135 and Smokey Road. 
The former land mark brick school house will 
be demolished to make road improvements to 
the area.

New Outlook Counseling has moved into 
Library Park Office Suites. Quinn Company, 
LLC has purchased the 11,655 square foot of-

fice building at 374 Meridian Parke Lane. The 
company owns the autistic school, which was 
housed at the Realty World building in front 
of Menards. Maurice Harbert, owner of Realty 
World, is moving to 1298 W. Main St. to expand 
his residential and property management busi-
ness. Mortgage Express is moving to the Smith 
Valley Professional Park next to Chicago Title. 

Greenwood Park Mall is losing Stir Crazy, an 
Asian Restaurant. The underperforming store 
is one of two the parent company has closed 
in central Indiana. Just like people, businesses 
change, emerge, re-invent themselves and often 
move on.  We are grateful for a community that 
has a passion to enrich the lives of others.

Following the lead

Brenda Richards is a commercial real estate at Car-
penter Realtor. She is interested in new business 
and real estate in Johnson County. Brenda can be 
reached at Brenda.richards@comcast.net.

Brenda 
Richards

COMMERCIALLY SPEAKInGCommercially Speaking

Troy Galbraith  |  7648 E. U.S. Highway 36, Avon  |  317.272.0467  |  tgalbraith@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success 
in business. At First Merchants, our Business Bankers provide 
solutions that meet your unique needs, while providing the service 
you expect from a community bank.

We know your business and your life are not separate issues.  Work 
with a team that knows both the professional and personal side of 
running a business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Michael Joyce

Troy Galbraith

To Advertise in the next issue of the Business Leader, call (317) 300-8782 today! 

BUSInESS BRIEFBusiness Brief PLAnnER OF nOTEPlanner of Note
March Chamber of Commerce 
Meetings

8 - Greater Greenwood Chamber 
of Commerce (Legislation Matters 
Breakfast); Friday, March 8, 
7:30-9:30 a.m., Valle Vista Golf & 
Conference Center, 755 E. Main 
St. Call (317) 888-4856 for more 
information.

12 – Greater Greenwood Chamber 
of Commerce (March Business 
Matters Luncheon, Healthcare 
Reform & Your Business); Tuesday, 
March 12, 11:30 a.m. – 1 p.m., 
Johnathan Byrd’s Cafeteria, 100 
Byrd Way, Greenwood, IN 46143. 
For more information, call (317) 
888-4856.

14 – Franklin Chamber of 
Commerce (March Monthly 
Meeting); Thursday, March 14,  
12 – 1 p.m., Franklin College 
Napolitan Student Center. Cost 
is $15 per person. For more 
information visit franklincoc.org or 
call (317) 736-6334.

Greater Greenwood Chamber of 
Commerce - New Members

MainSource Bank
Kerri Faulkner
136 E. Harriman
Bargersville, IN 46106

Old National Bank
Tamara Branham
1510 W. Southport Rd.
Indianapolis, IN 46217
(317) 887-4358
 
92.3 WTTSfm
Sarah Storm
407 N. Fulton Street,Suite 92
Indianapolis, IN 46202
(317) 972-9887

Baymont Inn & Suites 
- Indy South
Jill Fields
4402 E. Creek View Dr.
Indianapolis, IN 46237
(317) 784-7006

Ogletree, Deakins, Nash,  
Smoak & Stewart, P.C.
Michelle Maslowski
111 Monument Circle, Suite 4600
Indianapolis, IN 46204
(317) 916-1300

Peoplelink Staffing
Tara Burns
8920 Saint Peter Street
Indianapolis, IN 46227
(317) 881-4198

PPG Porter Paints
Mike McMahon
996 S. State Rd. 135, Suite A
Greenwood, IN 46143
(317) 889-6398

R Italian Market
Dave Rogers
954 N. State Rd. 135, Suite B
Greenwood, IN 46142
(317) 859-1211
Southport Pet Hospital
Dr. Ronald Baumgart
6955 Madison Ave.
Indianapolis, IN 46227
(317) 786-1483

The Gillian Institute
Dr. Kimberly Short
5550 S. E. St.
Indianapolis, IN 46227
(317) 787-3260

Franklin Chamber of Commerce 
New Members

Benefit Resources, Inc.
111 E. Monroe St.
Franklin, IN 46131
(317) 494-6467

Cross Financial Services, LLC
460 N. Morton St., Suite 112
Franklin, IN 46131
(317) 560-4045

Indy SEO Firm
500 S. Polk St., Suite 6C
Greenwood, IN 46143
(317) 721-2736

Pridgeon & Clay
150 Arvin Rd.
Franklin, IN 46131
(317) 738-4885

Sales Leads
Newly Incorporated Business 
through Feb. 10, 2013

Aaron Riley Cheer Music
Aaron Riley
92 Balmoral Way, Apt. 4C
Greenwood, IN 46143

ATM Indy
Brittney Zoellner
5125 Gold Hill Ct.
Greenwood, IN 46143

Beijing Herbal Foot Massage
Hui Geng
2801 Fairview Pl., Ste. C
Greenwood, IN 46142

Commercial Office Suites S.
Jay Kothari, Dan Fruits
4450 Buckeye Lane #232
Beavercreek, OH 45440

Cross Lawncare
Johnny D. Cross
372 S. State Rd. 135
Greenwood, IN 46142

Greenwood Insurance
Bikram Jit Mahal
1073 Fairlane Ct.
Franklin, IN 46131

Hunter Repair Service LLC
Paul Hunter
3467 N. 625 E.
Franklin, IN 46131

Indy Girls Hoops League
Walter D. Raines
1185 Alder Rd.
Franklin, IN 46131

Mid Atlantic Pool Pros
Travis Brown, John Park
516 Charmwood Pkwy.
Beechwood, IN 46107

Quality Lawn Care
Rod Kupstas, Lori Kupstas
28 Grassy Dr.
New Whiteland, IN 46184

Regal International
Alan McCabe
862 Moate Circle
Greenwood, IN 46143

Rodarmels Construction & 
Excavating
Shirley J. Rodarmal, Rick J. 
Rodarmal Jr.
1080 W. Palomino Place
Bargersville, IN 46106

Royal Spoil Spa & Nails
Tim Tran
3100 Meridian Park Dr. Ste. L
Greenwood, IN 46142

Stillpoint Consultants
The Mediation Point
Parker Melencamp
622 N. Madison Ave.
Greenwood, IN 46142

Team Pfender Home Solutions
David L. Pfender
1238 Luce Creek Circle
Greenwood, IN 46142

Transitions
William Barger
4829 E. 250 S.
Franklin, IN 46131

The Village Shoppes
Martha Jane Zimmer
1 Elm Tree Ct.
Greenwood, IN 46142

SBA Guaranteed Loans
Boone County

Kenneth Longsworth dba J L Ent.
1720 W. State Rd.,  #47
Lebanon, IN 46052
$50,000
$ 6,000
The Huntington National Bank 

KMC Industries, LLC
11547 Indiana Hill Way
Zionsville, IN 46077
$70,000
$45,000
The Huntington National Bank 

Hamilton County

Charismo Fine Jewelry, LLC
110 W. Main St.,Suite 106
Carmel, IN 46032
$50,500
Chase Bank 

Chinmayi and Co., Inc.
13281 Carmichael Lane
Westfield, IN 46074
$73,000
$25,000
The Huntington National Bank 

Fulcrum Investments Company 
1000 3rd Ave. SW
Carmel, IN 46032
$250,000
KeyBank
Greenimage Landscape & Design
3833 Boine Circle
Carmel, IN 46033
$25,000
The Huntington National Bank 

Jazzy A Trucking, LLC
10643 Summerwood Lane
Fishers, IN 46038
$42,100
The Huntington National Bank 

Jeffrey A. Linderman, DDS, P.C
82 6TH St. SE
Carmel, IN 46032
$25,000
The Huntington National Bank 

Meyer Foods, Inc. 
557 Westfield Rd. 
Noblesville, IN 46060
$1,287,000
Stearns Bank 

Techknowledge Solutions, Inc.
2810 E. 116 St., Suite 1
Carmel, IN 46033
$305,000. $50,000
Stock Yards Bank & Trust Co. 

Hancock County

Heather A Lipe dba Amplify Des
10142 Oak Haven Dr.
McCordsville, IN 46055
$5,000
The Huntington National Bank 

Hendricks County

Precision Landscaping, LLC
562 Nelson Dr.
Brownsburg, IN 46112
$25,000
Chase Bank 

The Tyros, LLC
3891 Woods Bay Lane 
Plainfield, IN 46168
$75,000
Bank of Geneva 

Marion County

Mark W Applegate 
230 E. Ohio St., Ste. 100
Indianapolis, IN 46220
$20,000
The Huntington National Bank 

Lucas A. Ballard Home Repair, Inc. 
8207 Windcomb Blvd.
Indianapolis, IN 46240
$50,000
The Huntington National Bank 

Baptist Heating & Air, Inc.
3320 Newhart St.
Indianapolis, IN 46217
$36,000
The Huntington National Bank 

Kirk T. Barrick dba Westside Gl
409 Lansdowne Rd.
Indianapolis, IN 46234
$10,000
The Huntington National Bank 

English Excavating and Plumbing
7402 Lake Rd.
Indianapolis, IN 46217
$20,800
The Huntington National Bank 

HGMC Supply, Inc.
1720 Wales Ave.
Indianapolis, IN 46218
$350,000. $150,000
First Merchants Bank 

Manali, Inc.
4345 Southport Crossings Way
Indianapolis, IN 46237
$3,500,000
The Farmers Bank, Frankfort

On the Level Flooring, Inc. 
1280 W. Southport Rd.
Indianapolis, IN 46217
$50,000
The Huntington National Bank 

The Pittsley Investment Group
8425 Woodfield Crossing Blvd. 
Indianapolis, IN 46240
$25,000
The Huntington National Bank 

RQAW Corporation
10401 N. Meridian St.
Indianapolis, IN 46290
$350,000
Fifth Third Bank 

S and G Contracting, LLC
5201 W. Raymond St.
Indianapolis, IN 46241
$35,000
KeyBank

Schert Foodservice Equipment
8438 Brookville Rd.
Indianapolis, IN 46239
$75,000
KeyBank

Sentry Biopharma Services, Inc.
4605 Decatur Blvd.
Indianapolis, IN 46241 
$236,000
Premier Capital Corporation 

The SportZone
6601 Coffman Road
Indianapolis, IN 46268
$955,000
Premier Capital Corporation 

Veridus Group, Inc.
7440 N. Shadeland Ave., Suite 202
Indianapolis, IN 46250
$50,000
The Huntington National Bank 

Welcome Hotels of Indy, Inc. 
5601 Fortune Circle West 
Indianapolis, IN 46241
$1,560,000
Stearns Bank 

The Well Counseling and 
Consulting Group
4057 Vincennes Rd.
Indianapolis, IN 46268
$10,000
The Huntington National Bank 

Morgan County

Players Edge Sports, LLC
470 S. Indian St.
Mooresville, IN 46158
$30,000 
First Merchants Bank 

Make your business presence known!
Advertise next month by calling today! (317) 451-4088

3 Great Markets • 1 Low Price

Home sales and business developments on the rise

Mandy Williams joins 
First Merchants Bank 

First Merchants Bank recently announced 
addition of Amanda (Mandy) Williams to its 
retail team. Mandy is the new banking center 
manager for the Franklin banking center, locat-
ed at 2259 North Morton Street. 

Williams earned a BS in Finance from Ball 
State University and an MBA from Indiana Uni-
versity Purdue University Columbus. 

Mandy Williams



Leadership Johnson County (LJC) is a non-profit, non-political educational program that develops 
citizens’ personal leadership skills and enhances their knowledge of county issues. LJC believes strong 
leadership skills increase productivity in our community and businesses, creating stronger, better 
citizens. Participants vary in gender, age, occupation, education and represent all Johnson County 
communities. LJC has graduated more than 500 diverse community leaders since 1995.

"LJC allowed me to cultivate my leadership skills while also teaching 
me about the heritage and issues facing Johnson County. The series 
exposes a diversity of class members to a common goal of making 
our community a better place to work and live."

Brent G. Corey
LJC Class of 2008

Sizemore Insurance Agency
859 Riverside Dr. Ste. B
Greenwood, IN 46142
Office: (317) 888-9100

Cell: (317) 319-8897
brent@SizemoreInsurance.com

www.SizemoreInsurance.com 

What Leadership 
Johnson County 

has meant to me?


