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I had the pleasure recent-
ly to attend “Summer Carni-
val: A Celebration for Susie’s 
Place,” which turned out to be 
a successful fundraising event 
for Susie’s Place, the Avon-
based child advocacy group 
that now operates in Bloom-
ington as well.

Just before everything got 
underway for the evening, I 
was standing off to the side 
looking at my phone, when I 
was approached – as I looked 
up a hand was there to greet 
me; a voice spoke: ”Hello, I’m 
Tom Crean.”

From that moment on, 
Crean worked the room with as much ener-
gy as he displays with his constant back-and-
forth in front of the bench during an IU game 
– and his activity reconfirmed something 
to me; in fact, I’ve dubbed it “Creaning” the 
room. Are you Creaning the room when you 
network?

Are you moving from one person to the 
next with your hand out and a smile? This 
make perfect sense but often it is not done.  I 
should not have expected any less from Cre-
an. The skinny on him is that he is a tireless 

recruiter; the way he worked 
the event was evident that he 
is – Hey, he’s in sales and he 
understands it very well. 

 Crean performed a live 
auction like I’ve never seen 
performed, which brought 
in a tremendous amount of 
money alone – due in large 
part to all of the IU sports 
items he was able to secure. 
One item in particular, a 
framed picture of Victor Ola-
dipo’s missed dunk against 
Michigan on an ESPN Col-
lege GameDay game, brought 
in over $4,000 – he was also 
able to sell a duplicate; do 

the math. The whole way home the individ-
ual I was with kept reminding me that Ola-
dipo’s back was to the camera and he missed 
the dunk!  Wow!

Crean saw an opportunity to meet as many 
people as he could because he wanted this 
fundraiser to be as successful as it possibly 
could be, and he was taking personal respon-
sibility for its success.  I see people all the time 
attending chamber meetings, etc, and they 
look as if they really don’t want to be there – 
you should always be “Creaning” the room.  

The event raised $78,848.81 for Susie’s Place 
- a good portion of that, I suspect was due to 
Crean being Crean. 

Most of you know there’s a college that I 
faithfully root for – but I have to tell you, I left 
Bloomington with a tremendous amount of 
respect for Crean – and I’ll certainly wish him 
all the best in the years to come. He knows 
that success begins with a smile, with a con-
nection – start “Creaning” the room if you are 
not doing so already.   

…………

Don’t forget to attend the Greenwood 
Chamber of Commerce’s 25th annual Golf 
Classic, Thursday, July 18 at Hickory Stick 
Golf Club, 4422 Hickory Stick Blvd., Green-
wood. Foursomes are available for $500 and 
singles for $125. This is a great event that 
you will not want to miss. If you can’t play, 
the chamber is still looking for sponsors. For 
more information, contact

Tricia Bowen, Events & Operations Manag-
er, at (317) 888-4856 or Tricia@Greenwood-
Chamber.com with any questions.

Are you ‘Creaning’ the room? Well, you should be

Rick Myers is publisher of the Southside Business Leader. 
E-mail: rick@businessleader.bz

 MOVE AHEAD!
A one-of-a-kind MBA program only in Hendricks County
•	 Among	the	five	percent	nationally	accredited	by	the	AACSB
•	 Balance	your	family,	work,	and	school	time
•	 Two-year	program	offered	in	Plainfield:	10-week	classes	one	
night	a	week,	three	times	a	year

•	 Affordable

Open Houses in your area:
June	24	 6:00	p.m.	 Metropolis,	Plainfield
June	26	 5:00	p.m.	 101	W.	Ohio,	Indianapolis
July	2	 6:00	p.m.	 Avon	(call	812-237-2002	for	location)
July	8	 6:00	p.m.	 Chamber	of	Commerce,	Greenwood
July	10	 6:00	p.m.	 Legacy	Fund	Building,	Carmel
July	16	 6:00	p.m.	 Metropolis,	Plainfield

R.S.V.P.	to	ISU-MBA@mail.indstate.edu	or	call	812-237-2002.

For	further	information,	visit	indstate.edu/promba.

BUSINESSBrief
Community leaders launch 

Aspire Johnson County
The Johnson County Development Corpora-
tion, the Johnson County Community Foun-
dation and a group of community stakehold-
ers have launched Aspire Johnson County to 
address issues such as fostering collaboration 
between local government entities, bringing 
in diverse businesses, attracting and retaining 
professional talent, promoting the county as 
a desirable community, and developing eco-
nomic opportunities along key transporta-
tion corridors. Brent Tilson, president and CEO 
of Tilson HR in Greenwood, and Larry Hey-
don, president and CEO of Johnson Memo-
rial Health in Franklin, are co-chairing Aspire 
Johnson County. The Johnson County Com-
munity Foundation awarded the Johnson 
County Development Corporation a $5,333 
grant to hire a consultant and organize the 
process. Participants in the initial meeting 
included leaders from private businesses, lo-
cal government, higher education, non-prof-
its and financial institutions. Consultant Lee 
Lewellen helped identify opportunities for As-
pire Johnson County. He interviewed county 
leaders and presented common themes heard 
during the research.
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Gus Pearcy is a contributing columnist to the Southside Business Leader. He may 
be reached at (317) 403-6485 or pearcy.gus@sbcglobal.net. Gus blogs frequently at 
guspearcycommunications.wordpress.com.

EDITORIAL/OPINIONEditorial/Opinion

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

July. A hot, humid time to enjoy the southside. What 
can you do to support locally owned businesses this 
month? Sometimes it’s difficult to make that decision to 
go to smaller, lesser-known place of business. With pop-
ular, nationally recognized chains, we feel like we know 
what to expect. We don’t always know what to expect 
with that mom and pop diner. 

The southside offers a myriad of locally owned busi-
nesses that offer services and goods that are just as good, 
if not better, than those ever popular chains. This month, 
be bold and check out our Indiana-grown businesses. 
The southside is home to many restaurants, ice cream 
joints, business services and shopping areas owned by 
Hoosiers. What will you try first?  

Trust is key when looking 
for repeat business

In a perfect world, everyone would smile and hap-
pily greet one another. People would all get along; un-
der-handed tricks and bad sportsmanship wouldn’t ex-
ist.  Here’s the problem: we are human. As humans, we 
make mistakes and every day is not roses. We don’t al-
ways greet people with a smile and a handshake.   

What, though, does this have to do with the small 
business owner and products or services offered to the 
consumer?  The answer: everything.  

When a potential client or customer calls or walks into 
a business for the first time, he wants to see that perfect, 
ideal world. As businesses boom and customer bases in-
creases, it is important to remember what made your 
business successful.

A consumer first wants and needs trust. Can a cus-
tomer feel confident and trustful with you? With your 
product? With your pedagogy? Trust is imperative and 
a foundation of most (if not all) business relationships. 
While a smile and handshake won’t seal a deal anymore, 
the duo should certainly be a part of it—no matter how 
big or small a deal may be.

Building trust does not have to be difficult. For many 
consumers, that simple aforementioned smile and hand-
shake will take care of some it. But what next? The next 
steps can be just as simple. Follow up. Remember a cli-
ent’s name. Send him a hand-written note of apprecia-
tion for his business. Make him feel valued and impor-
tant. 

Trust is more than sending a customer off with a busi-
ness card and seeking referrals. What are you doing to 
stand out and build consumer trust? 

Somehow I’ve been hardwired as a cynic. It’s 
not an enviable position. I seem to be suspect 
of many things which can make life less magi-
cal. I tested this by surveying people on this hy-
pothetical: You see a 30-something overweight 
man riding a bike around town. You know he 
drives but for the last six months you have nev-
er seen him behind the wheel. He has ridden 
his bike in all kinds of weather and through the 
dead of winter. Why?

My informal survey overwhelmingly came to 
the conclusion that the man was probably com-
mitted to fitness and losing the excess pounds. 
I, on the other hand, couldn’t help but think that 
he had his license revoked for his second DUI 
for a year.

Why did I have a negative response?
A few weeks ago, I was picking up my life-

saving prescriptions when the 
pharmacy tech commented 
that I’m so nice in person. Not 
at all like the mean guy in the 
column who bears my photo.

These two random incidents 
over 50 years have convinced 
me that I’m a cynic. It has also 
made me wonder why. Lately, I 
have had to change my view of 
sane people as rational actors. 
My assumption was that people thought about their actions and 
did what was best for themselves, the general populous and the 
world at large. But I kept seeing stupidity in my fellow man. I 
was at a loss to explain things like disco, drooping jeans on ur-
ban youth, tramp stamps, and Bob Saget’s career. There had to 
be something else at work. Upon further study, I learned of the 

power of our subconscious. How it dictates 
more of our actions than our reason which still 
didn’t explain Saget’s career, but helped in other 
areas.

For myself, I grew up in a very peevish age. 
First there was Vietnam, then Watergate, then 
David Letterman. Vietnam was contentious 
and probably irrational, Watergate broke all 
faith in government as being a champion of its 
citizens, and Letterman was the funniest sar-
castic man in the world. All his humor in the 
early days was derisive and I loved it.

So-called friends would make jokes at my ex-
pense. Soon, I was doing the same in the name 
of humor. It wasn’t directly mean. I became so 
comfortable in my cynical skin that I was un-
aware of what I was doing to others. Truth be 
told, I never saw myself as a mean guy. I’ve 

changed my actions to accu-
rately portray my image of my-
self. It’s making me happier.

I smile more these days. It 
actually helps me think more 
positively and not always look-
ing for the gotcha putdown. I’m 
constantly editing my thoughts 
before I speak to cut down on 
comments that are more nega-
tive than humorous.

With any luck, I can spend the last half of my life in a posi-
tive mood. Happy. I’m still baffled by Bob Saget, but I won’t tell 
him now.

Gus Pearcy
Columnist

Changing a cynic’s life

QUOTE OF 
THE MONTH

Hire character.
Train skill.

~ Peter Schutz,
 former CEO of Porsche

“I became so comfortable  
in my cynical skin that I was  

unaware of what I was  
doing to others.”
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By Nicole Davis
Taking a horse out riding through the Four 

Willows Farm property in Greenwood is the 
highlight of Jennifer Abel’s day. Training rid-
ers with their horses seven days a week at the 
family-owned business, Abel says that pure 
love for horses is what keeps her coming to 
work each day. Through the last 10 years, the 
business has expanded beyond the family’s 
dreams. With all the hard work that has led to 
their success, Abel says they are exactly where 
they want to be.

“In my perspective it’s a real blessing to 
own horses,” Abel says. “Not everybody can 
own one. So it’s very special to me to be able 
to share that with someone else. We wanted 
to create a family-owned business that other 
families could come and enjoy these horses.”

Abel says while she was growing up the fam-
ily all rode together. While in school at Wil-
liam Woods University, she rode and showed 
the horses. When the family moved to Green-
wood in 2001, they built their barn from the 
ground, up. In 2002 they opened with lessons 
at Four Willows Farm, a family-owned busi-
ness by Tony and Linda Boxdorfer and Abel, 
who is also head trainer.

“Starting the word of mouth business, it 
takes time,” Tony said. “Then being short 
staffed, we couldn’t go to a show and have 
someone here to teach. It took about 5 years 
for us to find people to be here.”

The farm began with one horse, Lucy, an 
American Saddlebred. There are now 15 hors-
es located in the barn. In 2010, Abel says she 
gave 16 lessons in one week. The farm now 
averages 100 lessons a week, with 50 regular 
riders.

 “Everyone needs lessons, forever,” Abel 
says. “You have to be humbled by it and say 
you don’t know everything. Every horse is dif-
ferent; they move different, act different, their 
anatomy is different.”

For adults, Abel says riding lessons can be 
great exercise as well as a good stress reliever. 

They have begun to host Ladies Nights with 
the next of that series on Oct. 5, 6 p.m. The 
event costs $65 for a night of dinner, craft-
ing, riding and more. New to the calendar 
this year, Adult Equine Education Classes will 
be held to teach about horse care. This is the 
first education-only class that Abel says they 
have developed, with the first topic based on 
Equine anatomy, parts of the hoof and the 
benefits of grooming. The class is aimed at 
both those who own horses and anyone in-
terested in learning about the animals. It will 
take place July 2, 11, 25 and Aug. 1, 8 and 15 
and will cost $15 per class.

From its beginning, Four Willows Farm 
hosted youth camps during school breaks to 
educate children on horse care and give riding 
lessons. The camps which used to have four 
children in attendance now contain more than 
35. Each year the farm is a host to Girl Scouts 
in their quest to earn their badges. The scouts 
named the activities at the farm as their favor-
ite last year. In 2012, the family began to host 

free community 
events for Easter 
and Halloween. 
Tony says many 
people perceive 
the farm as being 
a private-property 
and are hesitant 
to drive up to the 
barn, so having 
these events has 
allowed those in 
the area to explore 
the farm and all it 
has to offer.

“I had a par-
ent come in and 

say it’s just a happy place for children,” Tony 
said. “We do just really love what we do. This 
wouldn’t work if we didn’t.”

Children make the business run, Abel says. 
For children with problems in discipline and 
self-control, she says learning to ride is a per-
fect activity. Learning to handle a 1,000 pound 
animal really helps them feel in control and 
they receive a lot of praise and gratification. 
Educating and training youth is the largest 
part of their operation. For riders 12 and up 
who are in their lesson program, they can be 
in a Helper Program. The helpers learn safety 
and the correct way to prepare horses for les-
sons, cool the horses off and work their way 
through the Helper Program levels. While 
completing each level, the helper earns credits 
towards the cost of their lessons, youth meet-
ing fees and show fees.

With all of the fun involved in running the 
business, Abel says it’s not always easy. Main-
taining the finances while taking care of the 
horses and equipment can be a struggle at 
times.

 “I always thought horse people are a differ-
ent breed of people, hardworking,” Abel says. 
“The work never stops. The horses can’t take 
care of themselves.”

Goals have changed as the business has ex-
panded, but Abel says the job is still one of 
her greatest passions. Giving as many lessons 
as she believes the staff can handle, Abel says 
they are at the point where they are focusing 
on maintaining their current level.

 “I would like to have more owners with 
show horses who want to go to shows,” Abel 
says. “That comes later. We have to build up 
to that. We are happy with what we have now.”

Four Willows Farm
1213 N. Franklin Rd.

Greenwood, IN 46143
(317) 862-4691

fourwillowsfarm.com

Best advice: We tell people to take 
lessons and learn how to do everything 
correctly and safely.

Worst advice: There is a lot of dishonesty 
in the horse selling business because it is 
difficult to make a profit. What may sound 
like a great deal is probably not.

Best business decision: To diversify what 
we’re doing between all the activities. 
We want to present ourselves at multiple 
entry points so people can get a chance 
to see us.

In 5 years: I want to be doing the same 
thing we are now, with a few more people 
showing horses.

Secret to success: First, the kids. Honesty; 
I found the more I relax and be myself, 
let people know who we are, the more 
customers like it. Customers want to know 
you. We listen and we’re here for them. 
They feel like we’re a friend as well as a 
teacher.

How did Jennifer do it?

From left, Tony and Linda Boxdorfer with their daughter Jennifer Abel at Four Willows Farm.

Photo by Nicole Davis

Reasons someone would want to 
do business with you…

n  Reasonable pricing with special 
lesson packages.

n  Our lessons are taught by 
experienced instructors. Two of 
our instructors are pursuing their 
degrees in the equine field.

n  We have really quality horses, well 
taken care of horses.

n  Family-owned and operated 
business.

The List Jennifer Abel shares her passion with 
the community in the family-owned 

business, Four Willows FarmGalloping ahead

Four Willows Farm

Submitted Photo
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Running a successful business these days is harder than ever. If you’re like most business owners, driving sales has become 
your full-time job. The only problem is that it is not your only job. You also need good accounting! 

Simons Bitzer & Associates was founded over 17 years ago to provide expert  
financial help to companies that need assistance but simply cannot  
afford a full-time Controller.

Call Simons Bitzer today to schedule your 
complimentary consultation.

You can receive the expertise of a 
Controller on an as-needed basis.  
We assist our customers with:

• Cash flow projections
• Revenue analysis
• Reconciliation of accounts
• Budget preparation
• Accounting system efficiency
• Financial report preparation

Are you having financial nightmares?

We can help.

Howard Hubler

Howard Hubler can be reached at hhubler@statoyota.com

Winners and losers: Who is really making the decisions?
Just when the businessperson 

thought that it was safe to go 
back in the water, the govern-
ment sharks made it a high risk, 
again. How was it that Jimmy 
Buffett said it? “Fins to the left, 
fins to the right, and you’re the 
only bait in town!” Five years 
ago, when the federal govern-
ment felt the moral obligation 
to tell economically weakened 
auto dealers that they were too 
sick to make it through the re-
cession, and summarily shut 
down some 1,000-plus dealers, 
selecting winners and losers, 
we realized that the impossible 
was now possible. 

Mack McClarty was the chief of staff for the 
Clinton administration for a period of time, as 
well as a FOB (friend of Bill) since kindergar-
ten. Once he left the White House, he went 
back to his old job in the transportation indus-
try. McClarty then started a small auto group. 
When several hundred Chrysler dealerships 
were closed for good by the Car Czar, Steven 
Rattner, and his group, McClarty’s handfuls of 
Chrysler dealerships were spared. I won’t pull 
off the scabs of an old wound of an old story, 
but I just personally “wrote the issue off” to an-
gry dealers who were shut down and were now 

just resentful; then I connected 
dots that were not there.

So, which dots did I connect, 
you ask? The scoop in the indus-
try was that the selected closed 
businesses were the ones that 
were not politically connected. 
If you helped the Clinton or the 
Obama administrations with a 
cash donation or volunteered 
time, your dismissal could be 
overturned. Could this possi-
bly be true? Well, now the sto-
ry surfaces again along with the 
IRS debacle. Although I felt that 
it was a “fair ball” call to close 
several dealerships down at the 
time, I have to wonder; surely I 

was not that naïve. Oh, the Car Czar? Surely 
he was chosen because his political positions 
were above reproach, surely he was considered 
politically neutral. Rattner is married to Mau-
reen White, the former national finance chair-
woman of the Democratic National Party. Go 
figure!

Catherine Englebrecht and her husband 
own and operate a manufacturing business. 
Catherine wanted to help start up and volun-
teer her time to a nonprofit called True to the 
Vote, no doubt a small government group. She 
was charged with setting up the 501c3 status 

for her new organization. Perhaps you have 
seen stories about her. In the short time from 
her filing until a few months ago, she was au-
dited by the IRS. Later, OSHA and the FBI 
piled on for good measure. She has since sued 
the IRS, probably for some level of harass-
ment. The real question: How much will it cost 
her to defend her family company in the inter-
im, even if the government does not charge a 
cent? I can tell you the bill will probably go into 
the tens of thousands of dollars.

Now, do I feel that this is all Democrats 
picking on Republicans? No way. Running 
amok happens anytime someone is given a po-
sition of power with no real consequences if 
he is caught. The Bible tells us not to walk, but 
to “run” from sin. When the government is in 
a position that it can pick winners and losers, 
smart politicians should “run” from this op-
portunity as well! I read Steven Rattner’s book. 
As a car guy, I was interested in his story as 
Car Czar. If it was in the book, I missed it, but 
as careful as he was to delve into the circum-
stances in which he participated, he came off 
as pure as the driven snow. But the fact that 
his wife was the past fundraiser of the Demo-
cratic Party should have made Rattner say that 
he could not take the job! 

In Rattner’s book, he told of the times that 
the “problems were too vast” to properly deal 
with. Last week, the President’s former chief 

advisor, David Axelrod, made a Freudian slip. 
He said that the reason the President could not 
put his arms around all of the problems that he 
was facing was because government was just 
too big.  As soon as he said it, he wished he 
had not. 

Are you aware that young kids right out of 
college with no real-world experiences write 
a lot of Washington’s policies? Yes, they car-
ry the water in many, if not most, policy writ-
ing initiatives. These kids with no real training 
from real-world people with experience are 
writing much of the policy that runs your busi-
ness. At the current trend, you will be getting 
more of their policy in 2014. Just the health-
care regulations alone stack up to about 5 feet! 
Unless people come along to unwind it, this is 
just the start of a new era of government regu-
lations. 

Please remember, there are people in your 
organization who you would not promote be-
cause you feel that they don’t know enough 
about the business. On this you can set your 
watch: This kid you would not promote, he 
knows five times more about your industry 
than the kid who is writing the regulations that 
will manage your business in 2014 and beyond. 
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“Where you  
are a person, not 

just a file.”

Kathy Davis, Esq.
Legal Consultant

Real Estate
Small Business

P.O. Box 34077 
Indianapolis, IN 46234
(317)721-5290
Kathy@kjdlegal.com

www.kjdlegal.com

Find us on 
Facebook & Twitter

By Nicole Davis
As life-long Center Grove resident, Rick Kovacs walks into 

the recording studio located in the back office of his Ace Hard-
ware retail store, he has no idea what he will be discussing that 
day. The show, Two Fat Guys Hardware Show, is generated 
around two buddies having a conversation about everything 
from grilling to gardening and home repairs. 

Kovacs and his partner, Smokey, began the show five years 
ago with the opening of their Ace Hardware in Greenwood as 
a way to advertise. Though his main job is operating a real es-
tate business with his family, Kovacs says the hardware store 
and radio show are a hobby that he truly enjoys. A hobby that’s 
paying off – as Kovacs says the radio show will soon be nation-
ally syndicated.

“It looks like the show is taking off,” Kovacs says. “It’s hard 
to believe that somebody actually likes the show. It’s surreal. 
I never dreamt I’d be on the radio. It was definitely not in the 
plans.”

Kovacs grew up in the Center Grove area, graduating from 
Center Grove High School. He says his family moved to Geist 
for a brief period, but it just didn’t feel like home. He came 
right back to Center Grove, where he says the people are 
friendly and the location is nice. He married his wife, Kim, who 
is also a Center Grove graduate. His children will both attend 
the high school this year.

Kovacs’ main job is in commercial real estate, a maintenance 
and development family business that his father started. They 
own seven properties in Indiana, Ohio and Florida. He also 
owns a real estate brokerage company, where he is a repre-
sentative for Ace Hardware stores in Indiana and Ohio. He 

opened the Greenwood location at 2101 In-
dependence Dr. as a showcase for anyone in-
terested in buying into the franchise. Kovacs is 
the managing owner.

“Greenwood is a great area, a growing area,” 
Kovacs says. “We have a lot of people stopping 
by and asking for us, a good part from the Cen-
ter Grove area. People know us from the ra-
dio show. Even at the bar, people recognize my 
voice. Sitting at Louis, I had a guy say I know 
you from somewhere – then he realized it was 
the radio.”

When searching for advertising, they real-
ized buying a radio ad was a bit too expensive. 
When it was suggested that he and Smokey 
purchase an hour time slot and tape a show, 
he decided to give it a try. Jokingly, Rick says 
he asked, “What will we call it, Two Fat Guys 
Hardware Show?” The name stuck. They pro-
duce the show from their store.

“We would not have a business without the 
radio show,” Kovacs says. “It’s a fun way to tell people about 
hardware, grilling and drinking. I’ve built my own homes and 
shopping centers. Getting across to people that hardware stuff, 
from electrical to plumbing, just trying to inform people about 
these things is just fun. We can talk about our real-life experi-
ence from hardware.”

Kovacs says Smokey writes a script for each show, but 
doesn’t tell him the topic. That way, they are just two buddies 
talking and joking with each other.

 “I just show up,” Kovacs says. “Smokey does most of the 
writing, the bad jokes. We make fun of each other on the air. 
It’s boring if you just talk about how to change a wax ring on a 
toilet; people will just tune it out.” 

With enough sponsors to support the show, Kovacs says he 
is excited to see it continue to grow. With Real Estate still be-
ing his main passion, Kovacs says he’s fortunate to be able to 
operate all of his work interests from his Ace Hardware office. 
While enjoying life in an area he loves, Kovacs says he hopes to 
continue having this much fun while he works. 

Rick on the radio    Center Grove’s Rick Kovacs hosts Two Fat Guys Hardware Show to 
promote his business and prove that home improvement is not boring.

Rick Kovacs at his Ace Hardware store

Photo by Nicole Davis

FEATURE STORYFeature Story

Getting to know Rick Kovacs

•	 My parents both escaped from Hungary in 1956 so I speak Hungarian. My 
dad came here with nothing, not two dimes to rub together. He built the 
real estate business, and we’ve expanded to where we are today.

•	 I like to travel. I’ve been to every state in the U.S. and Europe, mostly when I 
was growing up.

•	 I coached my kids in all kinds of different sports – baseball, football, etc.

•	 My favorite topic on the radio show is the grilling segment. It’s fun to try a 
lot of recipes. It’s a hobby of mine and a lot of other people enjoy it, too. It’s 
the number one hit on our Web site.

Two Fat Guys Hardware Show

Indiana radio times:
Northern, Central  

and Southern Indiana
Saturday 1– 2 p.m. on 950 AM 
and 95.9 FM – WXLW-WFDM

Northern, Central  
and Southern Indiana

Sunday 12– 1 p.m. on 950 AM 
and 95.9 FM – WXLW-WFDM

twofatguysradio.com

“We have a lot of people 
stopping by and asking for us, a 
good part from the Center Grove 

area. People know us from the 
radio show. Even at the bar, 
people recognize my voice.”

~ Rick Kovacs
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You can improve sales ef-
fectiveness and therefore 
have higher revenue gains by 
setting proper goals and in-
centives. When your compa-
ny reaches a certain point, the 
owner/founder role changes. 
You need to add sales staff 
and employees and you now 
become a sales manager and 
leader. History has shown 
that owners who navigate this 
change will have the most 
successful long-term compa-
nies.

One important thing to 
consider when hiring or 
working with a great sales-
person is what type of sales is typical in your 
company-highly transactional sales with a 
lower price range, or is your product or ser-
vice geared towards a higher price value lon-
ger term sale? Both types are great, but they 
require quite different approaches to maxi-
mize the effectiveness of your high achiever 
salesperson. Let’s look at the two types and 
some strategies you can employ to motivate 
your sales team.

The Highly Transactional Low Price Sale
• Set stretch goals for performance. 

They can be high but achiev-
able.

• Put systems in place to 
monitor goal attainment 
progress frequently (mini-
mum monthly).

• Communicate perfor-
mance metrics to sales force 
in a friendly but competitive 
way.

• Tie rewards to goal per-
formance and have frequent 
celebrations of goal attain-
ment.

• Send them to motivation-
al events, which can pay big 
dividends.

• Commission or 
pay for performance will work well here.

The Major Sale
• Set realistic goals that are attainable, ide-

ally with input from your sales person. 
High Achievers like goals they have a good 
chance of attaining. Set them too high and 
you will demotivate your team.

• Provide frequent feedback and recognition 
as the sales person moves his targets along 
the sales path. You may recognize the sales 
person for getting the opportunity for an 
in person meeting with a key prospect.

• Coach the sales person to see the links be-
tween his activities and results 

• Offer opportunities for the sales person 
to gain further insight into how improved 
sales strategies can impact successful 
growth

• A good compensation plan is essential to 
attract and keep talent. Straight commis-
sion is not very effective here as the sales 
cycle is too long .Bonus rewards based on 
goal attainment is a better system.

Remember: No compensation system or 
motivational guru can equal the impact of 
a good sales manager or leader. Many times 
I hear business owners complain that they 
hired high achievers only to have found that 
they can be ineffective and will leave if not 
motivated properly. As the chief sales guru for 
your company, you need invest your time and 
recognition for your sales force to thrive and 
revenues to grow.

It is good to understand both strategies 
even if your business is highly transactional, 
because even to be most successful you may 
want to move to some type of contract rela-
tionship requiring a major sale. For instance, 
in the highly transactional business of sup-
plying office products, most companies have 
gone to getting a contract for services that 
are exclusive and multi-year. Looking ahead, 

your company may have opportunities to do 
this as well. For more information on this top-
ic or how to do business smarter contact me 
at mchestovich@isbdc.org, office phone 317-
445-2668 or visit our Web site at www.isbdc.org.

Set proper goals… Motivate your sales team for success

Marti Chestovich is a business advisor with the SBDC in central 
Indiana. She counsels small business owners in a variety of 
topics like strategic planning, marketing and financing to 
help them get their start-ups launched or assisting existing 
businesses to thrive.

Marti Chestovich
Guest Columnist

Big Earl’s CATERING

• Banquet Specialist
• Weddings
• Graduations

• Reunions
• Anniversaries
• Meetings

Earl Stamatkin, Owner
Cell: (317) 938-0450

Email: stamatkin38@yahoo.com

We Cook Hot ... Right on the SPOT!

One Click Ventures (OCV) recently launched a 
new company-wide initiative to double its 1 
percent charitable donations pledge in 2013. 
“One Click, One Community” was designed by 
the OCV team to give 2 percent of the compa-
ny’s profits back to the community in the form 
of cash, time and products. OCV co-founders 
Randy and Angie Stocklin believe One Click, 
One Community encompasses not only OCV’s 
local community, but also the company’s na-
tional and worldwide communities as well. As 
part of the program, and with the guidance of 
OCV’s Culture Team, the Stocklins expect team 
members will contribute at least 400 volun-
teer hours in 2013.

OCV launches new initiative 
to double charitable giving

BUSINESSBrief



businessleader.bz • July 2013   9Southside Business Leader THE PERSONAL TOUCHThe Personal Touch

Feeling overwhelmed? The war for top talent  
is real, even with high unemployment.

707 South Madison Ave., Suite Q 
Greenwood, IN 46143

(317) 888-5700

expressindysouth.com

find The sharpesT needle

in The sTack.

Find us online for our newsletters and blog:
www.SomersetCPAs.com

Somerset CPAs is an accounting and consulting �rm that is passionate about 
the success of our clients, employees, community and profession. Our teams of 
industry specialists will work with you to help you achieve and surpass your 
�nancial goals.

- Architecture/Engineering
- Agribusiness
- Construction
- Dealerships
- Dental

- Entrepreneurial
- Enterprise Valuations
- Health Care
- Manufacturing & Distribution
- Real Estate

3925 River Crossing Parkway, Third Floor  |  Indianapolis, IN 46240  |  317.472.2200  |  info@somersetcpas.com

Selected #1 
“Best Places of Work” 

by the 
Indiana Chamber 

of Commerce

+ Passionate
about your

Success

Entrepreneurs are brave 
people who know how much 
courage it takes to walk away 
from someone’s payroll and 
create or grow a business. De-
spite their courage, many en-
trepreneurs become timid 
when it comes to marketing 
their companies.

Maybe they’re afraid their 
small workspaces don’t match 
the grandeur of the Class A 
towers across town. Or maybe 
they think their big firm coun-
terparts are chuckling at their 
efforts. There’s a different ex-
planation every time, but the 
result is the same. They down-
play what they’re doing at the very time that 
they need to project confidence.

When we aspire to something, we’re setting 
a target for ourselves. We want to look thinner, 
so we tell ourselves we’ll eat less and exercise 
more. We want to sound smarter at work, so 
we take classes or read publications about busi-
ness. As we move toward our aspirations, we 
gradually become the people we hope to be.

The same holds true for a business. As you 
develop your marketing materials, you don’t 
have to present yourself exactly as you are to-
day. Without being dishonest, you need to 

present yourself as you want 
your customers to see you. 

Entrepreneurs become 
afraid of presenting their busi-
nesses aspirationally because 
they worry that it isn’t authen-
tic. If they make a reference 
to their staff, they’re afraid 
a prospect will discover that 
the staff is really their 12-year-
old daughter. They worry that 
someone will reveal that their 
executive suite is a converted 
walk-in closet.

Yet bigger companies don’t 
hesitate to take an aspiration-
al approach. They position 
themselves as industry lead-

ers or the company offering the highest-quali-
ty products. Would you eat at a restaurant that 
admitted, “Yeah, our food is okay, but it’s not 
really as good as that place down the street”? 
Maybe that sounds ridiculous, but it’s how far 
too many startups and small companies pres-
ent themselves. 

Of course, you have to be reasonable. You 
may dream that your startup may one day 
dominate the Fortune 500, but you probably 
don’t want your current Web site to suggest 
that you’re already there. So as you choose your 
aspirational messages, think in terms of steps. 

Today, your message may be that you’re a local 
leader in repairing veeblefetzers. A year from 
now, you may be comfortable calling yourself a 
regional leader. And five years from now, your 
aspiration may be a national reputation.
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/.

Aspirational doesn’t mean dishonest 

Scott Flood
Columnist

Pamela A. Phillips, PsyD, recently joined Outpa-
tient Behavioral Health Services located at 610 
E. Southport Road, Suite 100, Indianapolis at 
Franciscan St. Francis Health. She most recently 
completed a post-doctoral fellowship in clini-
cal neuropsychology at the Indiana University 
School of Medicine. Phillips previously was af-
filiated with the Emory Center for Rehabilita-
tion Medicine and the VA healthcare system. 
Phillips received her undergraduate degree 
in psychology at Mercer University in Macon, 
Ga., and earned a master’s degree in clinical 
psychology at the Argosy University/Georgia 
School of Professional Psychology, where she 
later received her doctorate in clinical psychol-
ogy with a neuropsychology concentration.

Phillips joins Behavioral 
Health Services

BUSINESSBrief

DISPATCH
Captains of industry 

Forbes compiled its list of most innovative 
companies around the world, and six of the 
top 10 are located in the U.S. Who is No. 1 out 
of the gate? Salesforce.com, which deals in 
cloud computing. 

–www.forbes.com

Use the money 
One Forbes contributor, Brendan Erne, has a 
list of “Deadly Investor Sins.” On the list is just 
sitting on cash – which throws off the chances 
of “long-term return potential.” 

– www.forbes.com

Leaving Jersey
With the number of jobs in the national spotlight 
and other economic woes, people are shifting 
around the states. According to a study from 
United Van Lines, the state of New Jersey had 
the most tracked move-outs of the 50 states. 

– www.forbes.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.” 

– www.money.cnn.com 
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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 (317) 697-1618.

Market watch: Weathering the storm
As of this writing, two mar-

ket topics are gaining atten-
tion in the broader press. Is 
a summer rally in the works 
or will the highly anticipated 
market correction finally hap-
pen? A prudent investor who 
would be successful should 
already be off the sidelines 
and involved in this market 
in case this bull market con-
tinues into the later months 
of the year. A prudent inves-
tor should also be choosy in 
what he holds in his portfo-
lio to better weather a correc-
tion should it occur. Here are 
a couple ideas to consider:

In the difficult summer of 
2010, the broader market, as represented by 
the S&P 500, was down close to 16 percent be-
fore rallying later that year. Interesting to note 
is the fact that dividend-paying companies 
represented by the mid-caps in the iShares 
Dow Jones Select Dividend Index Fund (DVY) 
and the large caps in the SPDR S&P Dividend 
ETF (SDY) provided a cushion of roughly 4 
percent on the downside and better perfor-
mance (+2 percent) as the market recovered.  
(All percentages are approximate and provid-
ed by Big Charts.com) 

This observation held true 
in other instances of market 
turbulence, including August 
2011 through October of that 
same year with the dividend 
payers providing a 5 percent 
cushion on the downside and 
roughly 5 percent better per-
formance through the rally.

Again, in May of 2012 
through June (4 percent cush-
ion, +2 percent in the rally) 
and again during the market 
troubles between October 
and December 2012 (4 per-
cent cushion, +2 percent in 
the rally)

So, why do dividend com-
panies fare better in market 

downturns? Several reasons:
1. Cash. Shareholders like seeing those divi-

dend payments come into their brokerage and 
IRA accounts. Your stock might go down a 
few bucks, but you also know that you’ll con-
tinue to receive a “cash bonus” for holding it. 
Then, in times of trouble, you’ll consider sell-
ing something else first.

2. Efficient and effective management. 
Companies don’t like to ever reduce a divi-
dend. If management knows it has a dividend 
to keep, it tends to spend money wisely. It puts 

off the remodel of the executive office until 
revenues improve.

3. Their earnings are “real.” When dividends 
are paid regularly, shareholders know that the 
revenues and earnings reported by the com-
pany are genuine, hard dollars in the coffers – 
and not just creative accounting.

If an investor can cushion their downside 
should a correction occur and maintain at-
tractive total return should the market con-
tinue to perform – then that is a strategy that 
should appeal to an investor who would be 
successful.

My brief study showed that, at least for the 
periods I studied, the SDY and DVY appeared 
to be the better choices for this particular 
strategy. Do some research of your own and 
see if repositioning some of your fixed income 
and/or growth only investments into steady, 
dividend paying investments makes sense for 
your portfolio.

Other dividend ETFs to consider research-
ing include: Vanguard Dividend Appreciation 
(VIG), iShares High Dividend Equity Fund 
(HDV), Vanguard High Dividend Yield In-
dex Fund (VYM), WisdomTree Dividend Top 
100 Fund (DTN), and First Trust Morningstar 
Dividend Leaders (FDL).

PLEASE NOTE:  The author and many of 
his clients hold DVY and VIG in their portfo-
lios.  They are a part of the author’s core port-

folio strategy and have been held by him and 
many of his clients for years.

IMPORTANT DISCLOSURES: The opin-
ions and or strategies voiced are for general 
information only and are not intended to pro-
vide specific advice or recommendations for 
any individual. Any performance referenced is 
historical and is no guarantee of future results. 
Any indices mentioned are unmanaged and 
cannot be invested into directly.

Andy Bowen joins First 
Merchants Bank team

First Merchants Bank re-
cently announced the 
addition of Andy Bowen 
to its retail team. Bow-
en is the new banking 
center manager for the 
Summerfield banking 
center, located at 18 
Providence Dr., Green-
wood. Bowen serves 
as an ambassador with 
the Greater Greenwood 
Chamber of Commerce. He is also a children’s 
ministry volunteer with Mount Pleasant Chris-
tian Church in Greenwood. Currently, he lives 
in Whiteland with his wife, Tricia, and children 
Nicholas and Samantha. 

Andy Bowen

Weichert, Realtors® - Tralee 
properties’ Dave Davis 

earns CRS® designation

Realtor® Dave Davis, a 
member of the sales 
team at WEICHERT, RE-
ALTORS® - Tralee Proper-
ties in Greenwood, has 
been awarded the Certi-
fied Residential Special-
ist (CRS®) designation by 
the Council of Residen-
tial Specialists.  Weichert 
Realtors is located at 500 
U.S. 31, Greenwood.

Dave Davis

BUSINESSBriefs

CALL USTODAY For a quote on your next printing job. 
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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.

Being a leader can seem by many as a glamorous 
position. Those who are in a leadership position know 
that it’s a lot less about glamour, and a lot more about 
hard work. One of the things leaders tend to neglect 
as they juggle multiple major projects is to take the 
time to slow down and hire right. Hiring easily gets 
bumped to the bottom of the list. It should lead the 
list.  Nothing gets done well without your greatest as-
set, your people.  Here are a few things that might help 
you move hiring up on the list and help your company 
hire top talent.

1. Check your attitude at the door, please.
Do the people who work for you like working there?  

When you’re running to the next meeting, closing that 
big deal, or handling the latest crisis, what kind of at-
titude are you projecting to your employees? Actions 
may speak louder than words, but attitude trumps 
them both. Amanda Gore, a performance expert says, 
“The spirit in which we do anything determines the outcome, whether 
positive or negative.”  I have always said the organization will reflect the 
leader.  Your team will follow your attitude around hiring.

2. Its about the culture – no really, it is.
Company culture has become a popular term as of late and here 

is why: The 2012 Deloitte Culture in the Workplace study found that 
“94% of executives and 88% of employees believe a distinct workplace 
culture is important to business success.” In addition, the study also 
uncovered that there was a “correlation between employers who say 
their organization has a clearly articulated culture and those that say 
they are ‘happy at work’ and feel ‘valued by the company.’”  Research 

shows that company culture has a strong impact on 
employee passion, and that, in turn, impacts hiring.

3. Slow down and take the time.
Hiring right is the goal of every leader. After all, a 

bad hire can cost a company thousands of dollars.  Ac-
cording to a 2012 CareerBuilder survey of those in 
hiring positions, more than 41% said a bad hire costs 
them $25,000 or more.  What I see the most are lead-
ers in a hurry to hire without doing their homework.  
Things change quickly.  Here is a short list of checklist 
items when hiring:

• Review job descriptions – don’t assume they are 
up to date.

• Review the performance measures – can the per-
son you hire meet them?

• Training – can we hire an up and coming candi-
date and train them?

• WIIFM – what’s in it for me or in this case, the 
candidate?

• Meet with hiring manager – what needs to change? 
• Meet with potential co-workers to gain input – this helps morale too!
• What culture are you representing in the interview – does it match 

reality?
At the end of the day, hiring right is a direct link back to you as a 

leader. How you handle the hiring reflects on your entire organization. 
A great attitude, strong company culture and a great hire for perfor-
mance process goes a long way to continued success.  

The leader sets the tone for hiring right
PERSONNEL MATTERSPersonnel Matters

Father/son family doctors 
form new Franciscan 

Physician Network practice
Robert J. Robinson, MD, 
and Rod Eric Robinson, 
MD, have joined Indy 
Southside Family Medi-
cine, a new practice es-
tablished by Franciscan 
Physician Network. The 
father-and-son prac-
tice  is located at 4018 
E. Southport Rd.; they 
are board-certified in 
family medicine and 
are accepting patients 
of all ages. Robert Rob-
inson, who has been in 
private practice on the 
Indianapolis’ south side 
since 1986, received 
his undergraduate de-
gree in chemistry from 
Bob Jones University 
in South Carolina. He 
earned his medical degree at the Indiana Uni-
versity School of Medicine and completed a 
family medicine residency at the University of 
Colorado. Rod Robinson most previously was 
a physician with the Robert J. Robinson Medi-
cal Corp. and before that was an associate of 
Emergency Physicians of Indianapolis. He re-
ceived his undergraduate degree in chemistry 
from Wheaton College in Illinois and earned 
his medical degree at the IU School of Medi-
cine. He completed a family medicine residen-
cy at Florida Hospital in Orlando.  

BUSINESSBriefs

Erin Smith
Guest Columnist

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

Every great business owner looks for a way to differ-
entiate, carve out a niche market and/or reinvent his 
business to stay ahead of the curve.  There are endless 
possibilities, yet great business owners don’t get hung 
up in weighing these possibilities for too long.  They 
research, listen to their intuition and then plunge head 
first into the abyss of the next strategic business op-
portunity.  What are you doing to stand out?  Is your 
business still relevant in your market?  Is your current 
network stagnant or is it the catalyst to push your busi-
ness to new heights?

I have owned and operated my business for over 12 
years. Six years ago, I found my business at a cross-
roads.  I needed to differentiate – standout and quite 
frankly, I needed to be hanging out with a new crowd 
that was going to “up” my business game.  I pondered 
the questions above and decided to seek WBE (Wom-
en Business Enterprise) certification through the State 
of Indiana and City of Indianapolis. There were two compelling rea-
sons that I went through this arduous process.  First, I believed it was 
a great business development tool and secondly, I kept meeting re-
ally sharp women business owners through an organization, NAW-
BO (National Association of Women Business Owners), and many of 
them were WBE certified. So, I told myself, “If you want to be a better 
business owner, then hang around those that are smarter, more experi-
enced and making more money than you!” After a nine month process 

I was delighted to receive my certification as a WBE.
The road to certification brought new relationships 

to my business, allowed my company to participate in 
the Super Bowl Emerging Business Program and is a 
benefit to my current customers who need to meet 
WBE spend requirements for city and state contracts.  
All that being said, not once have I ever suggested that 
a prospective customer invest in a relationship with 
my company because of its WBE certification.  NO 
– My customers know that I strive to deliver quali-
ty product with an exceptional customer experience 
regardless of any certification.  That is just an added 
value!

If you are a minority-owned, veteran-owned or 
woman-owned business and would like more informa-
tion about certification, please visit the following Web 
sites for more information:

State of Indiana Certification: http://www.in.gov/
idoa/2489.htm

City of Indianapolis Certification: http://www.indy.gov/eGov/City/
DMWBD/MBE-WBE-VBE/Pages/Certification.aspx

If you are a woman-owned business owner and would like more infor-
mation on NAWBO, please visit: www.nawboindy.org

Being a stand out in your business
SMALL BUSINESS SPOTLIGHTSmall Business Spotlight

Robert J. Robinson, MD

Rod Eric Robinson, MD

DISPATCHES
Homeowner’s  

policies at work 
If you have the misfortune of having a 
meteorite crash through the ceiling during 
the middle of the night or while you’re at 
work, you won’t have much to worry about 
if you have a homeowner’s policy. That type 
of policy covers objects that fall from the 
sky, including the smelly kind that fall from 
airplanes. 

– www.money.cnn.com

Counterfeits from Costco 
People like to buy in bulk, but the wholesaler 
Costco is in a whole lot of hot water. Tiffany & 
CO. is going after the company, lawsuit and all. 
Tiffany is going after the big box company for 
trademark infringement and counterfeiting, 
to name two of the charges. At least one store 
allegedly advertised the sale of “Tiffany” rings. 

– www.money.cnn.com 
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Ricky Nehrig works on a cross.

I feel that with these prayer cross corkboards, a prayer does  
not get pushed to the back. It is a visual constant reminder.  

And if it’s answered, you can put it on there how it got answered.
~ Ricky Nehrig

“

“

Ricky and Karen Nehrig
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By Nicole Davis
When Ricky and Karen Nehrig met in Sep-

tember, 2012 they had an instant connection 
which they both credited to their faith, bring-
ing them together after years of praying to find 
a partner in life. While making crafts to sell to 
supplement some of their income while un-
employed, Karen says she had expressed her 
frustration with the prayer book she kept and 
her struggle to keep it organized. Ricky broke 
out his tools and made a large cross out of 
corkboard that the couple placed at the end of 
their hallway. Thus, their business KNR Mis-
sions based from their home in Perry Town-
ship, was created. They make framed cork-
board crosses of different sizes to sell, which 
they deliver locally and will ship.

 “I feel that with these prayer cross cork-
boards, a prayer does 
not get pushed to the 
back,” Ricky says. “It is a 
visual constant remind-
er. And if it’s answered, 
you can put it on there 
how it got answered.”

Targeting individu-
als, churches, nursing 
homes and other plac-
es with people of faith, 
Karen says she has been 
meeting as many peo-
ple in the community 
as she can to market 
the product. She says 
with so many uses for 
the crosses, they are 
the perfect fit for indi-
vidual’s uses and gifts 
for baptisms, weddings, 
birthdays and more.

Karen, who used to 
own a cleaning com-
pany, says marketing 
a physical product has 
been a different expe-
rience, for which she is 
enjoying and still learn-
ing.

“I’m finding that put-
ting a product out is not 
any easier, it’s just dif-
ferent than it was with 
a service,” Karen says. ”I 

think I will like it better.”
Officially opening June 1, Karen and Ricky 

have sold approximately 20 crosses in the first 
month. As word is spreading, Karen says she 
feels business will start to pick up soon, but 
she’s leaving that to her faith.

 “There is no better way to honor him than 
taking your concerns to Him,” Karen says. 
“Our faith is being tested, too. We’re leaving it 
in God’s hands. If this is something he wants 
us to do, it will take off.” 

For more information, visit prayercross-
corkboards.com.

SBL Photos by 
Rick Myers

Take it to  
the cross

Ricky and Karen Nehrig begin KNR Missions honor their 
faith in their Perry Township cross-making business

Ricky and Karen Nehrig

This prayer request cross in the Nehrig’s hallway inspired them to create 
corkboard prayer crosses for others to use. 
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Kake Kreations

Compiled by Nicole Davis

Eric Sternaman and Kim Hightower say 
their story is the fairy tale of small-business 
start-up. When they opened the doors to their 
first shop, Kim’s Kake Kreations & Bakery, on 
Madison Avenue in Perry Township, they had 
paid $4,000 out of pocket for all expenses. In 
the last 3 ½ years, they expanded four times, 
relocating across the street to a larger shop in 
January 2013, with no loans taken out.

“It’s been a huge leap,” Hightower says. 
“We’re so proud of it because we’ve worked so 
hard for something so small.”

In the beginning, they intended on only 
baking custom cakes. But Hightower says 
Sternaman began reading cookbooks and 
“thus, so blossomed the dough end of it.” 
With custom cakes still being their number 
one seller, cupcakes come in at number two. 
They also offer a choice of 
lunches, pastries and oth-
er desserts. Along with all 
of the products they sell, 
Hightower says they give 
back to the community as 
much as they can. She says 
the old adage is true, that 
you have to spend money 
to make money. By offer-

ing samples and donating cupcakes at events, 
she says she can not only help the community, 
but get the product out for people to experi-
ence what the shop has to offer. As business 
had picked up, Hightower says they now aver-
age 16 to 20 employees in the shop, with cake 
orders booked months in advance.

Reflecting on the January relocation, High-
tower says she had always admired the build-
ing space, but never dreamed it was an option. 
When she received an offered on the location, 
she says they jumped it.

“That’s what we’ve done and we’ve not looked 
back,” she says. “It’s been great for business.”

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

Pay attention to customer service and stick 
with a quality product, which has been our 

motto since day one.

How have things changed 
since you started?

We’ve built on three 
things; quality of product, 
customer service and giv-
ing back to the communi-
ty. No matter what you do, 
you get back from it what 

you give to it. We started with a store 
standing 14 feet wide. In 3 ½ years, we 
expanded four times. 

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

 We still battle it. It’s lack of personal 
time, for us and our families. To do what 
we have to do someday to retire, we have 
to give up a lot. We’re both motorcycle 
enthusiasts. We’ve sacrificed not being 
able to make it out to many charity rides. 
I don’t think you ever overcome that, you 
just learn to accept it.

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

TV has made it glamorous. People 
don’t realize the work that’s involved. 
We live at the bakery and visit home. To 
grow a successful business in this genre, 
it requires a lot of personal attention.

What is the hottest new trend in your 
industry?

It’s pretty much custom cakes – that’s 
been our biggest thing.

Eric Sternaman and Kim Hightower stand in front 
of their bakery case at Kim’s Kake Kreations and 
Bakery.

Photo by Nicole Davis

Kim Hightower and Eric Sternaman grow the Kims  
Kake Kreations & Bakery with pride and perserverance

BUSINESSBriefs

First Merchants Charitable Foundation, Inc. awards 
grants to Johnson County charities

First Merchants Charitable Foundation, Inc. re-
cently awarded its annual grants to local char-
itable organizations in Johnson County and 
five other counties across Indiana. The founda-
tion awarded the grants for Johnson County 
totaling $18,250 at a presentation at the First 
Merchants Greenwood SR 135 Banking Cen-
ter on Wednesday, June 12 at 9 a.m. Grants 

were awarded to the Johnson Memorial Hos-
pital Foundation, Johnson County Community 
Foundation, Leadership Johnson County, The 
Refuge, Baxter YMCA, and the City of Green-
wood’s Freedom Park.

From left: Rob Taggert, City of Greenwood mayor’s office; Danielle Tippett, The Baxter YMCA; Tandy Shuck, 
Leadership Johnson County; Jerry Engle, First Merchants Charitable Foundation; Gail Richards, Johnson County 
Community Foundation;  Thom Hord, The Refuge; Larry Heydon, Johnson Memorial Hospital Foundation; Pat 
Sherman, First Merchants Charitable Foundation.

COACH’S CORNERCoach’s Corner

There are five simple words 
that combined should nev-
er be used in the business or 
sales world. What five words 
could be so powerful? To be 
honest with you … those are 
the words. 

Think about it, when you 
say the phrase “to be hon-
est with you …” it is implied 
that at some time you have 
not been honest with your 
audience, but finally, you are 
coming clean and bearing the 
truth of truths to them. That 
is the reason why those five 
little words should never be 
used in that combination. To 
be honest… that is three of the five words, but 
it has the same effect: creating doubt in the 
listener’s mind.

Honestly … reduces the number of words 
to one but also implies the same questions of 
honesty as the other more wordy phrases. I 
have heard sales people addressing a key pros-
pect and stating any one of the three only to be 
unsuccessful in the attempt to make the sale.

I have seen executives addressing a crowd 
of employees and consistently using one of the 
phrases addressed in this article to the same 
tragic effect. The executives cannot for the life 
of themselves figure out why they face chal-

lenges with their teams trust-
ing them. Now that I have 
called it to your attention and 
you have time to think about 
it, you have probably heard 
the phrase and seen the same 
tragic results. 

The question then be-
comes, “If that is what not 
to say, what am I to say?” I 
once had a boss who used the 
phrase, “I have to tell you …” 
but he was from Wisconsin so 
it was “I gotta tell ya …” That 
phrase worked to eliminate 
the seed of doubt placed by 
those using the phrase, “to be 
honest … ”

The reality is that you do not need a phrase 
to open a dialogue at all. Simply start the con-
versation where you need to and leave the 
preamble out completely. Your communica-
tion results will be much better. After all, the 
quality of your communication can be judged 
by the results you are getting. If what you are 
doing is not working, change it, do something 
else. Notice the results and enjoy the success 
that comes from better communication.

5 Words to never use in business

Jack Klemeyer
Columnist

Jack Klemeyer is the founder and head performance coach 
of GYB Coaching (www.gybcoaching.com). Contact him at: 
Jack@GYBCoaching.com.
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Diamond Restoration Inc.
Siding/Gutters
Licensed/Bonded/Insured

Larry D. Mahurin
Sales Manager

Call today! (317) 786-1868
www.diamondrestorationroofing.com

“Thank you for  
all you do!”

5555 Elmwood Ave, Suite E
Indianapolis, IN 46203 • (317) 780-6000

We Support Our Troops!

“When the 
government fears 
the people, there 
is liberty. When 

the people fear the 
government, there 

is tyranny!” 
-Thomas Jefferson

“Thank You for 
Your Service!”

TOLAND LAW OFFICE 
Shane A. Toland, Attorney at Law, MBA

7748 Madison Ave., Suite C • Indianapolis, IN 46227
Office: (317) 921-0094 • www.shanetoland.com

6011 E. Hanna Ave., Suite G • Indianapolis, IN 46203
Toll free: 1-877-750-0501 • All4uconstruction.com

“Thanks to all who protect 
our freedoms!”

“Freedom is not free! 
We support our veterans.”

255-A S. State Rd. 135, Greenwood, IN 46142
next to “Penn Station Subs”  (317) 888-VACS 8227

T h e

VAC U U M
C E N T E R
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“Thank you for YOUR service”

3150 South Madison Ave., Indpls, IN 46227
(317) 787-0989 • www.meineke.com

FACES OF FREEDOMFaces of Freedom

Chaplain helps soldiers 
find solace In Bosnia 

and Afghanistan conflicts
For SBL by Steve Milbourn, VFW Post #5864

Rick Ebb began his military career in 1977 after gradu-
ating from high school in Waupun, Wisconsin. During his 
Basic Training stint he volunteered to become a paratroop-
er and spent the next four years in the 82nd Airborne Di-
vision.

Although never being deployed during that part of his 
military service, Rick’s unit was alerted twice; once to put 
down an uprising in Zaire in 1978 and again in 1979 when 
the U.S. Embassy was over-taken over in Iran. Following 
his tour with the 82nd, Rick enrolled in college in Wiscon-
sin. He attended the Wisconsin Military Academy’s Officer 
Candidate School and was commissioned a 2nd Lieutenant 
in 1983. Ebb spent the next 14 years as an Armor officer in 
the United States Army Reserves in Wisconsin. 

In 1999 he graduated from seminary and joined the Indi-
ana Army National Guard as a Chaplain. In 2004 Chaplain 
Ebb deployed with the Indiana National Guard to Bosnia 
as a part of the Stabilization Forces. Following that deploy-
ment he was sent immediately to Afghanistan where he 
provided ministry to forward bases returning to the United 
States in July of 2005.

In 2006 he again returned to Afghanistan as the Base 

Chaplain at Bagram Airfield as the major staging base in 
the country. Upon return from overseas duty Chaplain 
Ebb became the Installation Chaplain for Camp Atterbury, 
south of Indianapolis, supervising the religious support for 
thousands of Guard and Reserve soldiers heading to Iraq 
or Afghanistan.

Rick joined Greenwood VFW Post 5864 in 2008. Ever 
since he was a small child he had always wanted to be a 
member of a veterans’ organization. Seeing veterans hand-
ing out ‘Buddy Poppies’ in front of stores on Memori-
al and Veterans Day always had a strong impact on him. 
His grandfather served in World War I as an aerial pho-
tographer and later became a Post Commander of his local 
American Legion Post.  Becoming a member of the Veter-
ans of Foreign Wars has been an honor to Rick as he sees 
himself following in the footsteps of his grandfather, father, 
uncles, and cousins.

Pictured Right: (Top) Col. Rick Ebb awaits patiently for the ok 
for his Hummer to proceed after other soldiers check the area 
for Taliban and Afghan insurgents. (Bottom) Col. Rick Ebb holds a  
young child near the Refugee Camp
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“Congratulations to 
our Marine  
Kelsey Hines”
 Love 
Family

MIKE’S Barber Shop At Southpointe Commons
5135 S. Emerson Ave. Suite I, Indpls, IN • 710-1932

Tues, Wed, Thurs: 8:30-6 / Appts. Tues & Weds.

“Thank you to my father 
and my father-in-law for 
defending our freedom!”

5135 S. Emerson Ave., Indianapolis, IN 
(317) 787-2789 • Now Open Sundays 11am-3pm

“Thank you to all who have served 
to protect our freedoms.”

Call toll free: 1-888-652-9663
jacksonsystems.com

“We support our troops!”
510 E. Southport Road, Indpls, IN • (317) 782-8080

“We are blessed by your service!”

5140 Commerce Circle, Indpls, IN 46237
(317) 888-1400

“Thank you for your service!”
4022 E. Southport Rd, Indpls, IN 46237

Ph: (317) 885-5099, etx. 42 • www.CRESINDY.com

Complete Real Estate 
Solutions, LLC

Real Estate Sales/ 
Property Management/Consulting

SA
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SIGNATURE HEROES H

FACES OF FREEDOMFaces of Freedom

Former WW-II prisoner of war remembers capture by Germans
For SBL by Steve Milbourn, VFW 
Post #5864

Purple Heart recipient, Ewing 
Franklin Napier was drafted into 
the U.S. Army just three days shy 
of his 21st birthday, on Sept. 19, 
1943. From fighting in the Battle 
of the Bulge to being captured as 
a Prisoner of War (POW), noth-
ing could have prepared the Ken-
tucky native, who had moved to 
Indianapolis in 1941, for the ex-
periences he would have during 
the second world war.

Napier spent 15 months in the 
United States training for com-
bat duty overseas, learning to fire 
an automatic rifle, survival tech-
niques and hand-to-hand com-
bat as well as other infantry techniques. Napier was an Expert 
Marksman. He served with the 179th Infantry Regiment which 
was attached to the 45th Infantry Division. His division be-
gan the war in Italy and moved westward by ship to the shores 
of Normandy in Southern France where he landed on July 15, 
1944. He fought in the Battle of the Bulge and on the hills and 
in valleys throughout France. Little did PFC Napier know that 
138 days later he would become a POW and be placed in a 
German POW camp near the German-Czechoslovakian bor-
der. The camp, Stalag 4b Muhlberg Sachsen 51-13 was home to 
over 8,400 soldiers and civilians through the years.

Although he was released on May 30, 1945, his six months 

of grueling captivity, slave-labor 
work and starvation took him 
from 179 pounds to a mere 119 
pounds. Napier says, “From the 
prison camp we walked 6 miles 
to and from our work area every 
day. Our job was to clear train 
tracks of snow so the Germans 
could resupply their troops in the 
European Theatre of operation. 
The railroad tracks were at the 
bottom of a mountain and strong 
winds and snows would pile the 
snow up as high as six to eight 
feet over night and we would be 
moving snow from the same area 
day after day.” He said the Amer-
ican soldiers weren’t equipped 
with the proper clothing to han-

dle the extreme cold and harsh winters. Breakfast consisted of 
a piece of bread, there was no lunch and supper was a bowl of 
soup after returning to the POW camp. They worked 10 to 12 
hours daily. 

“One night we were all hauled off to large barns and locked 
inside and told not to open the doors nor leave the area,” Napi-
er says. “At the break of day on May 30, 1945 I went to the barn 
door and slowly pushed it open, and a few people in the area 
said the war was over.” The prisoners marched night and day 
to get to Prague, Czechoslovakia. They were then transported 
by U.S. Air Force C-119’s to France where they were taken to a 

hospital and checked out. A ship took the soldiers to Norfolk, 
Va. and Napier was sent home on a 75-day furlough. He was 
given a 15-day extension and then reported to Ft. Benjamin 
Harrison in Indianapolis to complete his time in the military.

He is also the recipient of the Combat Infantry Badge, 
American Theater Ribbon, European Theatre of Operations 
Ribbon with one bronze star, Good Conduct Medal and the 
World War Victory Medal.

Napier worked at General Motors and Allison in Indianapo-
lis prior to his retirement. His wife Dean and he were proud 
parents of a son, Jeffery; and two daughters. The daughters, 
Linda Napier Wilson and Sharon Napier Riggles survive. At 90 
years of age he enjoys going out to eat and an occasional trip to 
a home he owns in Scottsville, Ky.

He is a member of Greenwood VFW Post 5864 and the Dis-
abled American Veterans.Napier stands next to the medals and ribbons he received for his 

service in the U.S. Army during World War II.

Driver Education
(317) 534-0016

3015 Meridian Meadows
Greenwood, IN 46142

The Adult Course for Teens!

drivingacademy.com
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TAKE IT TO BEN!
OR

TAKE IT TO BEN!

Beck Automotive

Beck Service Center

“The dealership 
alternative for 

quality and 
professionalism!”Ben Stallings Ben Briggeman

6025 Madison Ave.
Indianapolis, IN 46227 

(317) 787-5345 3070 N. Morton Street
Franklin, IN 46131 • (317) 736-8800

YourCustomersNeed it Now.
YouCanDeliver.

BusinessChallenge

3.95%

Hurry! Offer Expires
July 31, 2013

GET *

Franklin
420N.Morton
(317) 738-3915

GreenwoodWest
151Marlin Drive
(317) 881-3915

GreenwoodSouth
800US 31South
(317) 885-7371

Bargersville
507 ThreeNotch Ln.

(317) 422-1370

GreenwoodEast
2433 E.Main St.
(317) 859-6330

Meeting deadlines is critical to creating and maintaining customer loyalty.
At Heartland Community Bank, our experienced advisors will customize a
business loan that can provide the funds you need to meet deadlines and
deliver on time...all the time. Trust Heartland Community Bank with
your financial needs. We deliver sound financial solutions to help your
business thrive.

Contact aHeartland
CommunityBank
Advisor Today!
hcb-in.com

*3.95% per annum is for fixed-rate term business loans (lines of credit excluded). This rate requires the loan payment to be automatically drafted from a
Heartland Community Bank deposit account, otherwise rate is 4.20%. Offer available through July 31, 2013. Rate good for new money not current loans
with Heartland Community Bank. Maximum loan term 3 years and maximum loan amount is $250,000.

FACES OF FREEDOMFaces of Freedom

Another day in Vietnam
As an infantryman in the bush, the dai-

ly grind consisted of cleaning your weapon, 
making sure you had ammo and 
the other items needed to make it 
through the day as well as search 
and destroy missions. Showers and 
baths were all but non-existent and 
especially in the jungles of South 
Vietnam.

Sgt. Gail K. (G.K.) Puckett’s time 
in Vietnam was with Company C, 
3rd Battalion, 506th Parachute In-
fantry, 101st Airborne Division. He 
served in 1969 and 1970. In April 
1970 his company was assigned 
to the Crow’s Foot Mountain area 
which had been held by the Viet 
Cong (VC) for years before the U.S. 
intervened.

Puckett who was from Fairfield, 
Ill. was sent to Ft. Leonard Wood for 
basic Training and on to Ft. Lewis 
Washington for his infantry train-
ing. After arriving in Vietnam his 
battalion continued finding small 
caches of weapons, ammunition 
and even recent graves of North Vietnamese 
regulars. Incoming mortar rounds were reg-
ular each evening causing harassment rather 
than killing many soldiers.  

After being in the field for two weeks, Puck-

ett’s platoon persuaded his platoon leader, 
a lieutenant, to take a bath in a stream near 

the base of a mountain. Each squad 
from the platoon took turns bathing 
while the others waited patiently on 
guard for enemy soldiers. Puckett’s 
squad went last in the rotation. As 
his squad was taking a bath, a U.S. 
Air Force jet flew over their posi-
tion. The jet came back around and 
made a second pass over their po-
sition.

As they were getting out of the 
water to gather their clothes and 
equipment the jet flew over for the 
third time. “This time (the jet) was 
moving faster and lower”, Puckett 
said. “On this run he dropped na-
palm and it exploded on impact, 
dropping flames all around us” he 
stated. The trees at the stream’s edge 
blocked much of the flames. No one 
was burned, however one soldier 
cut his foot on a rock as they were 
all running away from the napalm.

The incident ended when the 
young lieutenant got on the radio and tried to 
call off the jet. The jet did make two additional 
passes over the area. Puckett remarked, “Just 
another day in Vietnam”.

Sgt. Gail K. 
Puckett, then

Sgt. Gail K. 
Puckett, now



Specializing in Group Employee  
Benefits for Over 20 Years

Lori S. Howe
Plainfield, In 46168
Office: (317) 745-7341
Email: Lori@LSHowe.com | www.LSHowe.com

• Health Savings Accounts

• Short Term Medical Coverage  

• COBRA Consultations

•  “Affordable Care Act” 

Consultations

We strive to get  
your business  

the best rate possible…  
call us today!

In addition, we offer the following:
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Yummy at Yumz

Compiled by 
Nicole Davis

A flavor to return for – that’s what encouraged Donna and 
Greg Laker to buy into the Yumz Gourmet Frozen Yogurt fran-
chise. Opening Indiana’s first location of this shop on May 22 
in Franklin Township, the couple says this area was the perfect 
spot, with plenty of anchor stores around them and large resi-
dential areas with many families.

“It’s been great, dealing with the people that come it here 
and hearing their responses,” Donna says. “Our biggest thing 
is our taste and our quality. Somebody has said ‘you have that 
Wow factor.’”

A dental hygienist for 30 years, Donna says she needed to 
change careers and began looking for a business to run as her 
own. After deciding on frozen yogurt and visiting Yumz cor-
porate stores in Chicago, Donna and Greg say they feels the 
company had a quality they could stand by.

Why did you open this business?
I have been a practicing dental hygienist for 30 years. Physi-

cal issues related to my profession would not allow me to con-
tinue practicing, so I began researching other career options. 
The frozen yogurt market is growing rapidly and does not 
show any signs of slowing down. My husband and I looked at 
other frozen yogurt chains and realized Yumz was better than 
anything else that you can find in Indiana. We wanted to bring 
this amazing experience to the good people of Indiana.

What did you do to prepare for opening your business? 
We found a great location and designed a store that offers an 

amazing experience for our guests. We’ve 
spent a lot of time preparing the store to 
open. A big part of that was our corporate 
training with the founders of Yumz Gour-
met Frozen Yogurt. Our training helped 
us see the vision of how different a frozen 
yogurt store can be. We interviewed, hired 
and trained great employees to work in the 
store and we believe we found the cream of 
the crop. They will help create a culture at 

our store that people will enjoy coming to over and over 
again.

Who is your ideal customer/client?
Yumz Gourmet Frozen Yogurt appeals to everyone: 

young or old. Because Yumz has such a wide variety of 
frozen yogurt choices—including regular (which tastes 
like ice cream), tart (for the frozen yogurt purist), no add-
ed sugar (for the extra health conscious) and sorbet (for 
those who are lactose intolerant)—Yumz appeals to a va-
riety of tastes, palates and preferences. Everyone can find 
something they enjoy at Yumz Gourmet Frozen Yogurt.

How do you plan to be successful?
Yumz Gourmet Frozen Yogurt offers customers a bet-

ter choice, with the best tasting frozen yogurt in town. 
We reward loyal customers and we are a fun place to 
hang out. We give back to the community and support 
local charities and groups that promote a strong future 
for out children.

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

Yumz is one of the fastest growing frozen yogurt fran-
chises in the Midwest. They started franchising about 
one year ago and already have 10 stores open and com-
mitments for 40 more stores. My husband and I, along 
with our three children, are excited to be a part of this 

rapidly growing company. We have a 
vision for our future, and the future of 
our children, in which Yumz plays a 
significant role.

Donna and Greg Laker opened the first Yumz Gourmet Frozen Yo-
gurt franchise in Indiana in Franklin Township on May 22.

Photo by Nicole Davis

Donna and Greg Laker open Indiana’s  
first Yumz Frozen Yogurt franchise

COMMERCIALLY SPEAKINGCommercially Speaking

The housing market in cen-
tral Indiana is surpassing ex-
pectations as the rising de-
mand of homes on the market 
exceeds the current supply. For 
the first time since the onset of 
the recession, home values are 
on the rise. According to the 
Builder’s Association of Great-
er Indianapolis, (BAGI) hous-
ing starts are up 33 percent 
over last year at this time. Pro-
duction builders are beating 
the streets looking for poten-
tial development land. Custom 
builders continue to struggle as 
low inventories of developed 
lots are available. 

The most attractive commercial real estate 
property type for new investment during 2013 

is in the senior housing market. 
As the demographics shift to 
baby boomers is downsizing, 
the demand for empty nester 
communities increases. Assist-
ed living communities are pop-
ping up around Johnson Coun-
ty, attracting a lifestyle to active 
adults. CarDon & Associates, 
a Bloomington-based senior 
housing provider, has broken 
ground for a new development 
known as Aspen Trace. Forty-
six acres just south of March 
grocery on State Road 135 and 
Stones Crossing Road will offer 
assisted living, rehabilitation, 

long-term care and dementia care services. Be 
nice to your children, for they will be choosing 
our nursing home!

Retail leasing continues to rebound as new 
retailers are attracted to areas such as Center 
Grove, where development came to a screech-
ing halt six years ago. State Road 135 reflects 
the demand for neighborhood services close 
to the highly dense populated areas of north-
west Johnson County. Wal-Mart is complet-
ing road design work at the Smith Valley Road 
and State Road 135 area where congested traf-
fic currently prevents safe travel. One thou-
sand cars are expected to come and go into 
the Wal-Mart on a daily basis.

Stones Crossing welcomes Cherry Berry 
Yogurt in the retail center north of McDon-
ald’s. New office users in the market are Car-
ing for Women, who recently opened a new 
house at 107 N. State Road 135. Marion Fi-
nancial Partner’s, Inc. has located at Oldfield 
Commons. The Colon & Rectal Care, Inc. 
have moved to the Southpointe Office Park. 

MANG THA Real Estate has opened a 
new office in Winchester Place on Madison 
Avenue. Gandolfo’s New York Deli recently 
opened on the NW corner of US 31 and Smith 
Valley Road. Its menu offers the Rockefeller 
Ruben, Nathan’s Famous Hot Dogs, a variety 
of soups and salads.

Under the Sun Community Center, a 
Whiteland coffeehouse turned communi-
ty center, continues to grow. The Christian-
based outreach is located at 250 N. US. 31. 
These are exciting times for our community 
as new growth provides convenient services 
close to home. 

Time to make a move

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

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

TomWoodLexus.com

The All-New 2014 Lexus

IS SERIES

Now AvAILAbLE AT

ComE IN foR A TEST DRIvE ToDAy!

I N T R o D U C I N G

TWLX314274.indd   1 6/21/13   3:09 PM

Dwolla • allows businesses to accept money 
transfers directly from customers’ bank 
accounts at a flat processing rate of $0.25 
per transaction. Payments under $10 are 
processed for free. Downside: it isn’t that 
popular. Your business will still need a way to 
accept plastic.

LevelUp • does utilize customers’ credit cards, 
but it doesn’t require a lot of complicated fees 
to do so. And businesses that participate in 
the company’s Interchange Zero program can 
accept credit cards with the LevelUp App for 
free. That’s right: free credit card transactions.

Bitcoin Wallets • a digital currency, can be 
purchased with real money. Bitcoin wallets 
are never linked to credit cards, only cash, so 
merchants avoid high credit card processing 
fees. Downside: merchants do have to pay 
something to accept Bitcoin in both physical 
and virtual stores. The popular Bitcoin wallet 
BitPay charges a transaction rate of 0.99 
percent of total sale. 

Google Wallet 2.0 • Google has finally figured 
out a way to make its mobile wallet popular 
with consumers. The company recently 
announced that Gmail users will soon be 
able to use Google Wallet to send money 
via email. The wallet’s new email capabilities 
might help it gain a larger following. Google 
Wallet lets customers pay directly from their 
bank accounts, meaning fewer credit card 
processing fees for your business. 

Merchant Customer Exchange (MCX) • will 
link customers’ smartphones directly with 
their bank accounts, allowing MCX merchants 
to accept non-cash payments without paying 
credit card processing fees. Downside: to get 
on the list of retailers accepting MCX, you 
need to have a national presence, making this 
mobile payment solution a no-go for most 
small and medium-sized businesses. 

smallbusiness.foxbusiness.com/finance-accounting

DISPATCHES

5 cheap mobile payment apps

A great opportunity to join Main Street.  Over 2000 Sq. Ft. now available with parking front & rear.  This site is Zoned C-4 and 
has great traffic, both foot & vehicular.  Come be a part of an active Beech Grove Community. Long-term owner-occupant has 
outgrown the space leaving you the opportunity to grow as well. Listing price: $125,000.

Call Dave Davis at Weichert Realtors – Tralee Properties   883-3333

Commercial Space Available

Price Reduced!



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.

“Leadership Johnson County has given me many opportunities 
that include, a greater knowledge of our county, an engaging 
networking system that continues to grow, a motivation to be 
involved in my community, and a feeling of pride to be part of such 
an interactive and respected program.”

Suzanne Miller
Class of 2000

Johnson County Unified Probation

What Leadership Johnson County 
has meant to me?
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July Chamber 
of Commerce Meetings
Chamber Events

9 – Franklin Township 
Chamber of Commerce 
(July 2013 meeting); 
Tuesday, July 9, 11:30 a.m. 
at Wheatley’s in Wanamaker, 
8902 Southeastern Ave., 
Indianapolis. For more 
information, contact Dee 
A Young, president, at 
ftccmember@aol.com.

10 – Greater Greenwood 
Chamber of Commerce 
(Gandolfo’s Greenwood 
New York Deli Ribbon 
Cutting); Wednesday, July 
10, 10 – 11 a.m. at 670 
U.S. 31 S., Greenwood. For 
more information, call the 
chamber at (317) 888-
4856.

18 – Greater Greenwood 
Chamber of Commerce 
(2013 Chamber Golf 
Classic); Thursday, July 
18 at Hickory Stick Golf 
Club, 4422 Hickory Stick 
Blvd., Greenwood. For 
more information, call the 
chamber at (317) 888-
4856.

Greater Greenwood 
Chamber of Commerce 
New Members

Fifth Third Bank
Amanda Parks
106 N. State Rd. 135
Greenwood, IN 46142
(317) 881-8622

Auto Repair and Sales
David Richardson
3110-14 S. Madison Ave.
Indianapolis, IN 46227
(317) 784-9249

Bright Hope Dog Training 
& Daycare, LLC
Kelli Stropes
4158 N. State Rd. 135
Franklin, IN 46143
(317) 908-2063

Carpet Express Flooring, 
Inc., Alan Lee
1279 N. Emerson Ave., Ste. K
Greenwood, IN 46143
(317) 859-2400

Edward Jones Investments
Bryan Denbo
2020 S. State Rd. 135
Greenwood, IN 46143
(317) 535-5088

Golden Post Kennel
Vicki Palmore
4158 N. State Rd. 135
Franklin, IN 46131
(317) 422-8567

Greenwood Vision 
Development Center
Erin Buck
1701 Library Blvd., Ste. 1
Greenwood, IN 46142
(317) 300-1487

Indian Creek  
Christian Church
Kevin Hart
6430 S. Franklin Rd.
Indianapolis, IN 46259
(317) 862-6430

Planetary Brewing 
Company
Andrew Gloves
500 Polk St.
Greenwood, IN 46143
(317) 215-4951

Veterans of Foreign Wars 
Post 5864
Bob Muhlhauser
333 S. Washington St.
Greenwood, IN 46143
(317) 888-2488

Walker & Associates 
Insurance
Doug Walker
7364 E. Washington St.
Indianapolis, IN 46219
(317) 351-7149

Wright Choice Insurance 
Agency, Pam Wright
704 S. State Rd. 135,  
Ste. 135
Greenwood, IN 46143
(317) 881-5882

Franklin Township 
Chamber of Commerce 
New Members

The Southsider voice
Kelly Sawyers

Holmes Roofind
Edwin Holmes

Franklin Cove Apartments
Melissa Burns

Elwood Staffing
Debbie Owens

The UPS Store
Karen Wilson

Sales Leads Johnson 
County Newly Incorporated 
through June 10, 2013

Awww Snap Photo Booth
Jessica Zook,  
Randall Cole Zook
2182 Turning Leaf Dr.
Franklin, IN 46131

The Big Balboa Enterprises
Richard Dhondt
579 Pushville Rd.
Greenwood, IN 46143

Bram Specialized
Bradly Morris
660 E. Main St.
Greenwood, IN 46143

BW Lawnservice
Robert Wiley, Brenda Wiley
381 Sprinfield Circle
Greenwood, IN 46143

Car Doctor
Stephen Becher
8003 S. US 31
Edinburgh, IN 46124

Edinburgh Girls Volleyball
Bethany Cox
305 Lincoln St.
Edinburgh 46124

Eversole Home 
Improvements
Matthew Eversole
6450 E. S.R. 252 Apt. 1
Edinburgh, IN 46124

Fenton Enterprises
William L. Fenton
P.O. Box 29096
Glendale, CA 91209

Hoosier Homes
Jo Negangard
P.O. Box 605
Franklin, IN 46131

Innovative Hypnotherapy
Michael Six
3930 E. 31st St.
Indianapolis, IN 46218

Just Add Water Gardens 
(JAWG)
Josh List, Amber List
413 Plansantview Blvd.
Greenwood, IN 46142

Nearly Eden Body 
Essentials
Megan Maupin
3189 Clary Xing Apt. A
Greenwood, IN 46143

Power Circle Network
Mike Tollar, Cindy Tollar
1169 Crescent Dr.
Greenwood, IN 46143

Roncalli Football Parents 
Association
Cynthia Kiesel
965 Sleepy Hollow Ct.
Greenwood, IN 46142

Sandhu Transport
Gurmit Sandhu
525 Remington Pt. Unit 208
Greenwood, IN 46143

Shri Vigneshwar LLC DBA
Ovation Hospitality
Vipul Patel
1267 N. Emerson Ave.
Greenwood, IN 46143

SJ Holdings
Joseph Walterman, 
Samantha Walterman
4555 Brentridge Pkwy.
Greenwood, IN 46143

Squier Contracting
Ted Squier
P.O. Box 152
Bargersville, IN 46106

Stone Revival Historical 
Preservation
Brad Manzenberger
1461 Roberts Rd.
Franklin, IN 46131

Superior Remodeling
Joseph L. Young
351 Yandes St.
Franklin, IN 46131

The Tattered & Torn Shoppe
Jackie Genter
1043 Thornwood Dr.
Greenwood IN 46143

Walterman for Judge 
Campaign
Joseph Walterman, 
Samantha Walterman
4555 Brentridge Pkwy.
Greenwood, IN 46143

WCHS Dance Team 
INIOSITY
Beth Crousore, Tracy Kaiser
70 Centerbrook Dr.
Franklin, IN 46131

SBA Guaranteed Loans
Hamilton County

ADR Partners, LLC
777 E. Main St.
Westfield, IN 46074
$216,000
Community First Bank of 
Indiana

BHB Investment Holdings 
Carmel
271 Merchants Square Dr.
Carmel, IN 46032
$350,000
Level One Bank

Scott A. Cooper, Inc.
10439 Commerce Dr., 
Ste.140
Carmel, IN 46032
$185,000
$185,000
The Huntington National 
Bank 

CozyPants, Inc.
160 Medical Dr.
Carmel, IN 46032
$1,405,000
$50,000
Wells Fargo Bank

Frozerry, Inc.
2760 E. 146th St.
Carmel, IN 46033
$390,000
First Colorado National Bank 

Frozerry, Inc.
11675 Olio Road
Fishers, IN 46037
$180,000
First Colorado National Bank 

Frozerry, Inc.
14300 Mundy Dr.
Noblesville, IN 46060
$180,000
First Colorado National Bank

Hardin Trucking  
Company, LLC
10974 Eaton Ct.
Fishers, IN 46038
$31,000
Fifth Third Bank

Meridian Dental  
Center, LLC
11644 Horizon
Fishers, IN 46037
$185,000
The Huntington National 
Bank 

Stoesz and Stoesz, LLC
211 E. Main St.
Westfield, IN 46074
$25,000
The Huntington National 
Bank 

R.S. Tatum, LLC
16250 Oak Road
Westfield, IN 46074
$40,000
The Huntington National 
Bank 

Hancock County 

Dough-Nuts, Inc.
1522 N. State St.
Greenfield, IN 46140
$183,000
Greenfield Banking Co.

Kimmel Dentistry, Inc.
7397 N. 600 West, #400
McCordsville, IN 46055
$278,200
$40,000
Star Financial Bank

Hendricks County

Euphoria Salon and 
Dayspa, Inc.  
4905 E. Main St. 
Avon, IN 46123
$15,000
Superior Financial Group 

CE Hughes  
Enterprises, LLC
90 W. C.R. 600 South
Clayton, IN 46118
$415,000
First Financial Bank (OH)

James A. Miller, LLC
2062 Woodstream Dr.
Avon, IN 46123
$10,000
Chase Bank

Patriot Electric Co., LLC
9253 E. U.S. Hwy. 36
Avon, IN 46123
$16,600
$16,300
The Huntington National 
Bank 

Johnson County

MidState  
Manufacturing Corp.
3250 Graham Road
Franklin, IN 46131
$300,000
Mainsource Bank 

Warren Flooring Corp.
417 W. Main St.
Greenwood, IN 46142
$84,300 
$15,000
The Huntington National 
Bank 

WIT Properties, LLC
771 International Dr.
Franklin, IN 46131
$588,000
Fifth Third Bank

Marion County

828 Investments, LLC
1147 E. 58th St.
Indianapolis, IN 46220
$ 180,000. The Huntington 
National Bank 

A-1 Roofing Systems, Inc. 
7036 Bluffgrove Lane
Indianapolis, IN 46278
$28,400.  The Huntington 
National Bank 

The Atrium, Inc.
3143 E. Thompson Road
Indianapolis, IN 46227
$25,000
The Huntington National 
Bank 

Black Mountain Musical 
Enterprises
8060 Woodland Dr. 
Indianapolis, IN 46278
$300,000
Star Financial Bank

Brite Systems, Inc.
101 W. Ohio, Ste. 1010
Indianapolis, IN 46204
$170,000
Salin Bank & Trust Co.

Consigning Women Fine 
Furnishings
7216 N. Keystone Ave.
Indianapolis, IN 46240
$594,000
Indiana Statewide Cert. Dev.
Corp. 

Dog Tracks Resort, LLC
1845 Eisenhower Dr.
Speedway, IN 46224
$50,000
Chase Bank 

Eagle Petro 1, Inc.
3747 English Ave.
Indianapolis, IN 46203
$322,500
First Colorado National Bank

Egenolf Contracting  
and Rigging
2619 Bluff Road 
Indianapolis, IN 46225
$250,000
First Financial Bank (OH)

English Excavating  
and Plumbing
7402 Lake Road
Indianapolis, IN 46217
$100,000
The Huntington National 
Bank 

Fineberg-Olnick  
Company, Inc.
5235 Elmwood Ave. 
Indianapolis, IN 46203
$292,600
$30,000Wells Fargo Bank

Four S Group, LLC
10005 E. 42nd St.
Indianapolis, IN 46235
$950,000
Mainsource Bank

Hahn Systems, LLC 
5762 W. 74th St.
Indianapolis, IN 46278
$2,500,000
Ridgestone Bank

Helga Horvath dba 
Audubon Road Corner 
Store
202 S. Audubon Rd.
Indianapolis, IN 46219
$8,000
The Huntington National 
Bank 

Mid America 
Manufacturing Solutions
1216 Indy Pl. 
Indianapolis, IN 46214
$30,000
First Merchants Bank 

Nu Orbit Media, Inc.
3843-3845 N. Meridian St.
Indianapolis, IN 46208
$177,000
Wells Fargo Bank

Professional Management 
Enterprises
9152 Kent Ave., Bldg. 41, 
South
Indianapolis, IN 46216
$600,000
Fifth Third Bank

QuickLifts, LLC
1727 Country Club Road
Indianapolis, IN 46234
$530,000
Ridgestone Bank

Ruby Mill, Inc.
8520 Castleton Corner Dr.
Indianapolis, IN 46250
$ 240,000
Horizon Bank

Speedy Petroleum, Inc.
3060 W. 16th St.
Indianapolis, IN 46222
$218,000
Indiana Statewide  
Cert. Dev. Corp.

Yasser Elkhatib dba Food 
Stop
3432 E. 10th St.
Indianapolis, IN 46201
$25,000
The Huntington National 
Bank 

Morgan County

Ferrill-Fisher, Inc.
3301 Hancel Circle
Mooresville, IN 46158
$ 792,000
Premier Capital Corporation  

PLANNER OF NOTEPlanner of Note

DISPATCHES
Closing out in Cleveland 

Nabbing up foreclosed houses can mean 
saving big bucks in real estate. In Cleveland, 
bank-owned properties were sold super 
cheap in the fourth quarter. A 56 percent 
discount was about the average, with the 
average foreclosure costing $57,592.

– www.money.cnn.com 

Gates’ grand plan 
Billionaire Bill Gates sees the future of 
education as one that dumps copious 
amounts of cash into labs and group work, 
while less is spent on professors. Instead, 
leaders in various fields will teach students via 
the Internet. 

– www.money.cnn.com 

Advertise with the Southside Business Leader
Call: 317-300-8782 for more information.

Visit Us Online: businessleader.bz

Send news items to: info@businessleader.bz



READY TO BOOST YOUR BOTTOM LINE?  
To learn more about the benefits of selling Hoosier Lottery products,  
call your Lottery representative today at 1-800-955-6886, Option 7.

Must be 18 or older to play. Please play responsibly. Gambling Addiction Referral Line: 1-800-994-8448.

A dedicated Lottery Sales Representative who will visit regularly to  
provide sales and merchandising support

State-of-the-art equipment, small footprint, high-quality merchandising,  
technology and training, all provided at no cost

Extensive statewide advertising to drive traffic to your door

Incentive programs to earn additional profit beyond the 6% commission

We support you every step of the way, with:

Lottery retailers average more than 
$15,000 in Lottery profits each year.

“Selling the lottery 
has helped increase 
our customer base 
significantly.”

Phil's One Stop #2, 
Ft. Wayne
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