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Where Carmel Business Comes First

New management brings welcome changes to long-time Carmel  
shopping center as owners succeed at piecing together a retail puzzle / P8

Homegrown solution
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Entrepreneurs groups seeds local students’ ambition
By Chris Bavender

Like many of his Purdue classmates, Ben 
Littrell enjoyed his spring break outside in the 
sun. However, his week wasn’t spent on the 
beach, but rather canvassing neighborhoods 
marketing a home-painting business for the 
Young Entrepreneurs Across America pro-
gram.

The program is designed to teach students 
how to run a small business. And Littrell, a 
sophomore, is a branch manager for the Car-
mel, Westfield and Noblesville area.

“As branch managers we oversee 10 to 15 
painters who do the actual manual labor,” the 
Westfield High School graduate said. “They 
provide training and now I have been spend-
ing weekends doing marketing - going door 
to door with flyers and putting up signs - and 
then weekends are spent doing free estimates.”

Littrell – who is majoring in sales manage-
ment – said he’s learning far more about run-
ning a business through this internship than 
he has in class.

“This really builds us and shows us what the 
business realm is really like,” he said. “Books 
can only go so far.”

It’s something Mike Roberts, a vice presi-
dent at Young Entrepreneurs, knows first 

hand. He interned with 
the organization when 
he was as senior at In-
diana University. After 
graduation, he joined 
the company to oversee 
interns throughout the 
state, as well as Illinois.

“The company pro-
vides college students 
with an unparalleled 

experience of becoming a hands-on business 
owner. Interns have complete freedom to 
make business decisions but have unlimited 
guidance and resources to ensure that they are 
making the most successful choices,” Roberts 
said. “Interns have complete autonomy with 
literally zero financial risk.”

That’s because of the way Young Entrepre-
neurs is structured, in which the company pays 
the liability, workers compensation insurance, 
etc. for the student businesses.

“If they lose money or go bankrupt, we as-
sume the bad debt,” Roberts said. “They get 
their feet wet learning to do this and it doesn’t 
cost them anything. We pay for all the mar-
keting materials and they get the model to im-
plement the program without having to worry 
about losing anything. It’s a unique structure.”

“They are taking a high risk with us,” Littrell 
said. “If I were to quit today they would lose 
the money.”

Money that Young Entrepreneurs has put 
into the hundreds of flyers and signs Littrell 
uses.

“Ben goes through tons of flyers – he drops 
about 3,000 a week – and about 10 to 15 lawn 
signs, hangers, etc. We pay for all of those,” 
Roberts said. “We don’t do stuff like billboards 

but there really isn’t a cap. Some will cost us $10,000 to $15,000 
when all is said and done – some will cost us $5,000 to $7,000 – it 
just depends on the student.”

The students get to keep profits, Roberts said. Last year, the aver-
age intern made about $8,000 running a $50,000 business.

Littrell wrote his own business plan, does the estimates and will 
collect payment and then do payroll for his employees.

“From here my goal is to continue doing this another year and 
then hope that it helps me get internships in other industries,” Lit-
trell said.

But, for now, it’s door-to-door marketing for his painting busi-
ness.

“We get mixed reaction. It really depends on the homeowner,” 
Littrell said. “Some of them, when you come to the door, wheth-
er they are interested or not they are happy to talk to us because 
they know we are trying to learn. Others can be rude because they 
have a negative connotation of someone coming to their door. I 
have had people brush me off or even a few that have yelled at me.”

But, Littrell takes it all in stride, knowing it’s just part of doing 
business.

Roberts

- Ben Littrell, Purdue student getting real world 
entrepreneurial experience this summer in Carmel

Ben Littrell, a Purdue sophomore, will manage and 
market his own business in Carmel this summer 

in a profit-sharing arrangement with Young 
Entrepreneurs Across America. (Submitted photo)
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Time to break out of our 
institutional mindset

I recently had the privilege of attending the Indianapolis 
Business Journal technology power breakfast. 

The event as a whole was an interesting snapshot of the 
state of Indianapolis business culture. 
Which, I am sad to say, is for the most 
part self-congratulatory. Not that I 
don’t think Indianapolis doesn’t have 
a lot going for it, because it does. But 
there are a few glaring issues we need 
to address to keep good talent here for 
the future.

Can Indiana be the next Silicon  
Valley? Why would we want to?
This question came up several times 

in a few different contexts, “How can 
Indiana be the next Silicon Valley?” 

Are we so behind the curve that no 
one here realizes that Silicon Valley isn’t even Silicon Valley? 
Even the most casual of Google searches will show that Sili-
con Valley has it’s own range of problems, bubbles and cul-
tural issues. 

But this question reveals the nature of our deepest culture 
problem: institutional thinking. We don’t want to be creative 
here, we just want to know the “right” answers.

Moving target: In search of a standard
The progress of technology and social change has been 

ever-resisted and greatly resented here. Indiana doesn’t like 
change, we like standards. 

The information age presents a true dilemma to leaders in 
this city: How do we maintain our place of institutional pres-
tige and social status while simultaneously reaping the ben-
efits of innovation and youthful creativity? 

You see, the worst part about the information age, is that so 
much of the innovation and progress is coming from people’s 
garages, college dropouts and other non-suit wearing delin-
quents. It’s just so… embarrassing.

Acts of desperation
Constantly referencing phenomena like Silicon Valley is In-

diana’s way of trying to create an institution where there is 
none. “Ok, we acknowledge an exception to the rule, but now 
that is going to be the rule.” 

We are so desperate for precedent, best practices and stan-
dards that we are starting to create them out of fairy tales. The 
truth is that our institutions don’t really know how to equip 
our youth for the future. 

Until we admit it, we aren’t going to figure it out.
Signs of hope - allowing for failure

I don’t want to be all negative, so let me call attention to the 
highlight of the event. John Wechsler, of Launch Fishers and 
Formstack, delightfully pointed out that Indiana is just now 
starting to become more tolerant of failure. 

“There was a time in Indiana, where if you failed, you just 
had to pack your bags and leave.” 

The intolerance of failure is part of institutional thinking, if 
you made a mistake then you must not have all the right an-
swers. Of course, no one has all the right answers, but mak-
ing a mistake publically means you can’t pretend to anymore. 

So thanks John, for calling this out and for your own part to 
help make Indiana friendly to innovation and entrepreneur-
ship. Now if we could just have a “Launch Fishers” mindset 
with education, we might get somewhere.

Learn more about Chris “The Brain” at christhebrain.com

Chris “The Brain”
Growth

You know it. They know it. You might believe there is 
nothing you can do about it. You’re as incorrect as they are.

We’re talking about that point when you realize your 
competitor is lying about its products, services or pricing. 
It’s all done in an at-
tempt to advance, or at 
least maintain, market 
share. Not very nice, 
is it? 

No, it isn’t, and yet it 
happens every day.

Now, we’re not sug-
gesting you tell your 
customer that Brand 
X is a pack of liars, or 
that you go forth and 
tell bigger, “badder,” 
broader lies, or even 
confront your competitor. There’s an easier way to get past 
this.

We believe that by being forthright with your customer at 
the outset of the relationship, you will have set the table for 
the stronger possibility for success, because there will be no 
surprises from your side of the table. We say “possibility,” be-
cause we all know that nothing really happens – for the most 

part - at the end of the day unless a 
deal is consummated.

This isn’t about having an in-
demand product or service and 
selling it for less than the other 
guy - or telling a lie. That’s easy. 
The more formidable task is un-
derstanding customer expecta-
tions, setting proper expectations for 
the customer, and then understanding 
and acting on them and not wavering on what you’ve told 
your customer. 

See? 
If everyone understands the “rules of the road,” there ab-

solutely is zero reason to lie.
As for your competitor, whose nose grows like Pinocchio, 

you know it all will catch up and be a costly occurrence.
Don’t be “that company.” Don’t give in to anything less than 

the truth. If your enterprise has the relevant features, advan-
tages and benefits a particular buyer is seeking, there’s no need 
to do, or even think about, anything that’s not above board. It’s 
much easier to leave that to your fibbing competitor.

Just do what you do, and do it for the right reasons on a 
full-time basis.

It all comes down to honor, doesn’t it?

Telling the truth is a long-term investment

Brian Kelly & Steve Greenberg
From the Backshop
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Piano whisperer in tune with his work
Brian Hostetler works on a piano at Piano Solutions. (Staff photo)

By Lana Bandy
What do you do at Piano Solutions? Everybody wears 

a lot of hats here. I run the service part of the business. We 
think of ourselves as a service compa-
ny that happens to sell a lot of pianos. 
We carry about 15 brands of new pianos 
and anything in very good used condi-
tion. They are “certified used” because 
they have gone through our service. Only 
about 30 percent pass our inspection. Anything that has to 
do with pianos, we do it – moving, tuning, repairing, selling, 
helping with music. That’s why we named the company what 
we did. It is our goal to say “yes” to customers when they call. 
We work very hard at that.

When did you get started working with pianos? I start-
ed in 1976. My dad took me to a music store when I was 11. 
I started playing the guitar and later, the piano. When I was 
16, I wanted to be around instruments and I started working 
with Wilking Music Company in Indianapolis. I worked in 
the warehouse, showroom floor, anything that needed to be 
done. I just loved being around instruments. I enjoyed how 
they worked, what they did. It was a lot of fun.

Do you still play today? Yes, I still continue to play guitar 
and piano. It’s for my own entertainment. People ask me to 
keep it for my own entertainment!

Why is piano service important? It’s very similar to a 
house. Houses have a very long life, but need to be main-
tained. With pianos, the better they are maintained, the bet-
ter they play. So it’s important to making the music sound 
better. Some pianos require full remanufacturing, but it 
would have to be a significant piano to merit that. Like a 
fine old home will merit a reconstruction, but with some old 
houses, you don’t put money into it. If a piano just needs ba-
sic service and tuning, we come to your home and service the 
piano there. It’s recommended that pianos get tuned twice a 
year, or they’ll go out of tune because of seasonal changes – 

the humidity and dryness affect them. 
What are some of the most unique or historic instru-

ments you have seen? We conserve historic instruments, 
some more than 200 years old. We deal 
with conserving original finishes and 
mechanisms. We have done some work 
for the Feinstein Foundation on some 
significant pieces, such as Johnny Mer-
cer’s and Rich Whiting’s original pianos. 

They’re conserved so they’re working well and can be used 
and appreciated. We also did the Columbia Club’s Hoagy 
Carmichael pianos. They were conserved, as people were very 
interested in those staying original. We also had an 1811 John 
Broadwood out of London. That was a fairly historic piece 
from a prominent builder. It was the same maker that built 
pianos for Beethoven.

What are the most expensive pianos you have? Some 
of the new instruments can be valuable; some of the concert 
grands. We have one of Yamaha’s flagship models – there are 
only 12 in the United States available for use. It’s a limited 
production piano, around $180,000. At the same time, we 
have beginner’s pianos starting at $588 for a traditional piano.

What other options are available? We sell a lot of digi-
tal pianos, synthesizers and keyboards as well, both new and 
used. (Digital pianos) account for nearly half the pianos sold 
today. They are pianos with no strings. All of the sounds are 
sampled from a grand piano – every note of a grand piano 
is captured and reproduced digitally. Through the keys, you 
get the grand piano tone on a small compact size instrument. 
There’s a true piano touch, no tuning and you can play with 
headphones. It’s important progress because it allows lots of 
people to practice whenever they want and at an affordable 
price. 

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

Name: Brian Hostetler
Title: Co-owner

Business: Piano Solutions

Carmel ChamBer evenTS

Carmel roTary CluB

The Carmel Rotary Club has the following events planned 
for April. All of the events are at 12:15 p.m. at the Oak Hill 
Mansion, 5801 E. 116th St. unless otherwise indicated. 
The buffet opens at 11:30 a.m. Meal cost is $12. Meeting 
only cost is $2. For more information contact Rotary Presi-
dent Ray Kramp at 809-0068 or visit www.carmelrotary.
com.

April 4 – Ersal Ozdemir will discuss central Indiana’s 
new professional soccer team, Indy Eleven
April 11 – Valerie Keinsley will discuss her experience 
working in southern Uganda, traveling with a team of 
photographers and visual artists to document orphan 
and adoption stories. 
April 18 – Chris Denari, the voice of the Indiana Pacers, 
will lead an inspirational discussion.
April 25 – Bill Stanczykiewicz of the Indiana Youth In-
stitute will discuss “What All Kids Need Most.”

Arrows YP After Hours Networking with the Fishers 
chamber - Under 40? Join us for after work socializing and 
networking while maximizing your networking as we part-
ner with the young professionals at the Fishers Chamber of 
Commerce for an after-hours event at Fastimes Indoor Kart-
ing. Meet up and socialize or take a turn around the race 
track (ask for the special discount rate just for our groups). 
This free event is from 4:30 to 6:30 p.m. April 17 at Fastimes 
Indoor Karting, 3455 Harper Rd. at 96th Street and Keystone 
Avenue. It will feature complimentary pizza to snack on and 
a cash bar. For more information, call 846-1049.

April legislative breakfast – The conclusion of the Leg-
islative Breakfast Series is presented by the Hamilton 
County Business Issues Committee, which includes rep-
resentatives from the six Hamilton County Chambers 
and advocates on issues of importance to local business-
es and the community. Legislative breakfasts are held to 
provide information on current legislative issues and to 
offer an opportunity to meet local elected legislators. In 
addition, a Fall Forum is held to address a specific topic 
of interest. The cost is $15 for chamber members and res-
ervations are required. The event is from 7:30 to 9 a.m. 
March 18 at The Mansion at Oak Hill, 5801 E.116th St. in 
Carmel. For more information call 846-1049. 

All-County Luncheon: Will the Future Like You? - Join 
us for our third annual collaborative luncheon present-
ed by the six Hamilton County Chambers – Carmel, Fish-
ers, Hamilton North, Noblesville, Sheridan and Westfield. 
Keynote speaker Patricia Martin, author of RenGen and 
Tipping the Culture, will give a presentation titled, “Will 
the Future Like You?” It casts the American consumer in 
a new light and sets the stage for marketing in the new 
economy and what it means for your business. Martin has 
been featured in the Chicago Tribune, New York Times, 
NPR, Wall Street Report, Harvard Business Review and Ad-
vertising Age. She is CEO of LitLamp Communications, a 
Senior Research Fellow at the Institute of Cultural Affairs 
International and a frequent contributor to Advertising 
Age and The Huffington Post. The cost is $20 for mem-
bers who prepay and $25 for guests, but reservations 
are required by noon April 21. Doors open at 11 a.m. and 
the lunch and presentation begin at noon April 23 at Ritz 
Charles,12156 North Meridian St. in Carmel. For more in-
formation call 846-1049. 
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Protect 
what
matters
most

317.846.5554  |  shepherdins.com  

Shepherd 
can help you 
make the right 
decisions for 
your life.

Risky Business?

By Bill Dragon 
One of Carmel’s best-known tailoring busi-

nesses is Carmel Tailoring. In Carmel’s City 
Center, owner Kay Zaidi has served the cloth-
ing needs of men and women of Carmel and 
Indianapolis since 1992.  

She currently employs four other tailors 
and is looking for new markets as her busi-
ness grows.

With an undergraduate degree in arts and 
design, Zaidi offers full-service alterations and 
suits for men and women with personalized 
service.

Whether it’s an alteration or a new suit, 
Carmel Tailoring focuses on pleasing the most 
discriminating customer. Suits and shirts for 
men and women can be tailored from either 
ready-made or custom (bespoke) selections.  

With custom suits, customers can choose 
from thousands of fabrics from Italy, France or 
England. Approximately 40 key measurements 
and three or four fittings are taken to insure 
the suit will fit like it was made for the buyer.

“We have in-house service (on custom 
suits), so we don’t send any work out,” Zaidi 
said. 

The suits are normally ready in 4 to 6 weeks. 
“My goal is always to make the customer 

happy,” Zaidi said.   
Like any good business owner, Zaidi is al-

ways looking for new marketing opportunities. 
And she recently began offering her custom-
tailoring services to local equestrians. 

A rider’s dressage outfit, which includes a 
saddle suit, vest, shirt and tie, can be expen-
sive, and riders demand a custom fit.  

Moving into this niche market resulted from 
a friendship with local trainer Kelly Wendling. 

“She used to send all her riders to me for 

Local tailor explores new 
niche in equestrian market

suit alterations, so that’s how I became famil-
iar with the sport,” Zaidi said.

She would make the shirt, or vest, or tie for 
them.  Now, she is starting to make the suits. 

“I just sponsored a local equestrian,” she 
said.  

Riders said they like the fact that Kay offers 
complete in-house service on alterations and 
custom-made accessory pieces. 

“If something doesn’t fit just right, they 
know they can bring it here and we can tailor 
it so it fits like a glove,” Zaidi said.

She also plans to market her services to 
equestrians at future riding events, and de-
spite the limits of the niche she hopes it will 
be good for business. 

“There’s not a lot of competition,” Zaidi said. 
“Riding suits are generally all custom-tailored. 
And, there’s no one else offering the services 
of in-house equestrian custom- tailored suit-
ing in town.” 

City Center’s Carmel Tailoring is expanding its servics to include clothing for equestrian vents said owner Kay 
Zaidi. (Staff photo)

Kay Zaidi
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By Chris Bavender
When it comes to doing business and building customer loy-

alty, home builder John McKenzie said it comes down to one 
thing: Ask questions and listen – truly listen – to a client’s an-

swers.
For 21 years, McKenzie and his twin 

brother, Jim, have been building custom 
homes in the Indianapolis area.  

The motto at McKenzie Collections is, 
“We don’t just build custom homes. We 
create custom lifestyles.”

“You really are trying to find out more 
about that person and why they want to 
build a new home. What are their needs? 
What is their life like? And what are they 

trying to achieve with this new place?” McKenzie said. “You 
also want to know what isn’t working where they are living right 
now - what might have changed in their life that means it isn’t 
the right place for them anymore.”

“Someone told me once that if you find yourself with a customer 
and you are doing most of the talking then you haven’t done a good 
job,” he said. “You really need to ask a lot of questions and listen 
and take notes so you can put the pieces together.”

One such client, Indiana Court of Appeals Judge Ezra Fried-
lander, has had McKenzie build not one, but four custom 
homes over the years.

“My wife and I have, because of a variety of circumstances, in 
the past 15 years, built four homes with Homes by John McK-
enzie. We know this is probably out of the norm for most, but 
it has worked really well for us,” Friedlander said. “It’s worked 
because of John McKenzie and his company and the fine quality 
building service and post building follow-up and most impor-
tantly ultimately standing by its’ product if needed.”

McKenzie said each home for Friedlander and his wife has 
been a little different and centered around changes in their 
lives, but always centered around the judge’s art collection and 
sports memorabilia.

“We built a good relationship from day one on the first 
house,” McKenzie said. “I consider him to be a friend of mine 

Loyalty

Listen to customers and they’ll reward you with repeat business

up The ladder

Home builder John McKenzie gives customers what they want, and they give him repeat business. (Submitted photos)

McKenzie

as well as a customer. We always worked through any issues in 
a way that was pleasing to him and I know that he has contin-
ued to work with us because he trusts us.”

Trust, McKenzie said, is what he builds with each client 
through one basic premise – never forgetting that it’s the cli-
ent’s home.

“I try to never forget this is their house and I am not going to 
try to put them in a box and tell them they have to live in a floor 
plan that I think is best but not one that is really best for their 
life and what they want,” he said. “Sometimes I think, as a build-
er, you can get to where you think you know all the answers or 

the right things to have in a home. And, those are good things 
to share with them as they are going through the process. But 
at the end of day it’s their home and their money they are in-
vesting and they will be ones living there, so you want them to 
have it the way they want it because ultimately that will make 
them the happiest.”

Something Friedlander is quick to second.
“This has led to peace of mind in a time of a sometimes 

stressful environment,” he said. “Believe it or not, if we ever 
had to build again we would immediately choose Homes by 
McKenzie.” 

The Barrington hires lifestyles director – The Bar-
rington of Carmel, the new life care 
senior living community in Hamilton 
County, has named Maryellen Keen 
lifestyles director. Keen brings more 
than 12 years of experience in the 
senior living industry. Previously, she 
developed and directed academic 
and social programming for retired 
professional seniors in Bloomington. 

She also planned and organized group outings for 
the residents and coordinated and trained volunteers. 
Now she is anxious to do the same for the residents of 
The Barrington.

Athar joins St.Vincent Medical Group – Shahid 
Athar, MD, FACP, FACE, board cer-
tified endocrinology, has joined 
St.Vincent Medical Group in Carmel. 
He specializes in diagnosing and 
treating endocrine disorders includ-
ing diabetes, adrenal, thyroid and 
pituitary disorders, osteoporosis, 
weight management, low testoster-
one and lipid disorders. His office is 

located at 12400 N. Meridian St., Suite 100. For more 
information visit www.stvincent/medicalgroup.

Hamilton National Title names new executive – Ham-
ilton National Title, LLC, a provider of national residential 
and commercial title insurance and escrow services, has 
announced Jerry Torr as its new vice president of busi-
ness development and member of the firm’s manage-
ment committee. In addition to his 30 years of experi-
ence in the insurance industry, Torr has served in the 
Indiana House of Representatives since 1996 as the elect-
ed representative of House District 39.

Monon Center names new director – Kurtis 
Baumgartner was recently named the Monon Com-
munity Center director for Carmel Clay Parks & Recre-
ation. Baumgartner is a certified parks and recreation 
professional and a 12-year veteran of the parks profes-
sion, working for Hamilton County Parks & Recreation 
as resource development manager, and the City of 
Goshen, Ind., Parks & Recreation as recreation director. 
In addition, Eric Mehl was promoted from aquatics su-
pervisor to assistant director for Baumgartner. 

Keen Athar

Torr

Foundation names new officers and members – 
Central Indiana Community Foundation announced 
new members and officers for CICF’s Board of Direc-
tors and its affiliates, The Indianapolis Foundation 
and Legacy Fund of Hamilton County. New officers in-
clude: Charles Sutphin, Board Chair of Central Indiana 
Community Foundation; Milton Thompson, Board 
Chair of The Indianapolis Foundation Board of Direc-
tors; and Corby Thompson, Board Chair for Legacy 
Fund of Hamilton County. New board members in-
clude: Kathy Davis, Michael Simmons, Myrta Pulliam, 
Elaine Bedel, Frank Esposito, Jr. and Brian Myers.

Chaucie’s Place’s new hire – Chaucie’s Place, a child advocacy organiza-
tion in Hamilton County that focuses on child sexual abuse and youth sui-
cide prevention, has hired Sarah Copeland as a part-time prevention and 
education coordinator. Copeland will work with Lisa Ridder in delivering 
the nonprofit organization’s Smart Steps: A Body Safety Program for Chil-
dren© to elementary school children in Central Indiana. 

KAR Auction Services announces new hires – Carmel based KAR Auc-
tion Services, a provider of used vehicle auction services, announced the 
hiring of Stacy Mill as director of information risk and Carolyn Bogan as di-
rector of support services. KAR Auction Services CEO Jim Hallett made the 
announcement. “Stacy and Carolyn are nationally recognized industry vet-
erans with decades of diverse IT experience in their respective fields of in-
formation security, and technical development and support,” Hallett said. 



businessleader.bz • April 2014   7Carmel Business Leader Challenges / Marketing

316 S Range Line Rd, Downtown Carmel
Hours 9-6 M-F and 10-3 Sat. Call anytime.

317-867-0900
www.CTCarmel.com

Need I/T
support?

Call on us at any time
for services including:

Hardware Troubleshooting
Software Troubleshooting
Internet/Email Setup and Assistance
Networking & Servers
Application Setup and Support
Regular Computer Maintenance
Backup & Disaster Recovery
Virus Protection & Removal
Internet Security Troubleshooting
Remote Access & Diagnostics
Service Plans & General Consulting

PROFESSIONAL QUALITY I/T
SERVICES AT COMPETITIVE RATES!

Help is just around the corner.

Businesses around the world depend on

Computer Troubleshooters.
We’re the “computer experts”...

the people to call when your computer breaks down, when 
your machine or software needs to be upgraded, when 
viruses attack or even when you’re about to throw your 

computer out the window.

317-867-0900
Computer Troubleshooters

By Bill Dragon
Instant Imprints, on Executive Drive just 

east of Range Line Road, offers custom T-shirt 
printing, embroidery, signs, banners, docu-
ment services and more. 

Owner Todd Anderson opened his fran-
chised store in July 2013. Prior to venturing 
into the printing business, Anderson worked 
for Aspen Dental for nine years. When his po-
sition was eliminated, he decided it was time 
to start his own business. 

“I looked for a concept (franchise) that I 
would be comfortable being involved with 
hands-on. I didn’t want to buy a franchise 
where I would be hiring staff to run the opera-
tion and I was the ‘silent owner,’” he said. 

An additional attraction was the fact that this 
was the only Instant Imprints location in Indiana.

Like any new business, Anderson faces the 
challenges associated with getting new cus-
tomers to walk through the front door that 
first time. Right now, he is advertising in local 
print media and using Google ad words. 

“I think the challenges are getting people 
to know who we are and what we do here. I 

Loyal customer base is  
Instant Imprints’ key to success 

want to find a way to generate more foot traf-
fic,” he said.

He said he believes that once a customer 
comes to his shop, he or she will be impressed 
with all the services he can offer. 

“They can see quickly that this is a one-
stop source for just about anything a business 
would want a logo printed on,” Anderson said.

Indeed, it’s the complete line of printing ser-
vices that make Instant Imprints attractive to 
business owners. 

“There are a lot of people in town that sell 
the products that I sell, but there are very few 
that do them all like I do,” Anderson said. “I 
want to be a partner to other business own-
ers to help them become more visible. I want 
to be interested in who they are and what 
they’re doing to reach out to their custom-
ers. I want to brainstorm with them on ways 
to get their brand out to their target audience.” 
In addition to growing his business at this lo-
cation, Anderson has a long-term goal of be-
coming an area manager for Instant Imprints 
and setting up additional franchises in Indiana.

For more information call 564-4615.

Brief

Instant Imprints Owner Todd Anderson said his business offers a multitude of services in one location. (Staff photo)

Broaching the subject of email marketing 
with clients tends to evoke skepticism. The 
initial reaction is that email is dead, assuming 
that no customers want more in their inboxes. 

However, when I ask them to 
look deeper into their own inbox-
es, they tend to find at least one 
enewsletter that they happily re-
ceive and interact with. 

The reason email marketing 
has such a bad reputation is poor 
business practices. It used to be 
that companies just added any-
one to their email lists and bom-
barded unsuspecting people with 
irrelevant emails. 

The CAN-SPAM Act, passed in 
2003, set best practices and im-
posed stiff penalties for organizations that 
did not follow them. 

But why would you want to spam the peo-
ple you are interested in doing business any-
way? 

The key to effective email marketing is an 
opt-in only list, where interested parties will-
ingly subscribe to your enewsletter them-
selves. It makes sense that talking to people 
who want to listen would be more effective 
than to those who do not.

Building your email list should be included 
in any goals for your digital marketing efforts. 
Offer many easy opportunities to opt-in by 
placing sign up links in every digital commu-

nication. An encouraging sentence with a link 
within your one-to-one emails, sign-up apps 
within your social media profiles and forms 
on your website are all good ideas. Also con-

sider creating incentives to sign-
up like exclusive access to infor-
mation or savings. 

Once you have a list, it is your 
job to reward your subscribers 
with engaging content.    

Remember, just like social me-
dia, enewsletters are a digital mar-
keting tool. The goal of digital 
marketing is to bring your target 
market to your website - your real 
estate on the web. 

Fill your enewsletter with rea-
sons to visit your website through 

teasers and links to good information. Sub-
scribers who click through then see the ro-
bust conversion strategies you have in place. 

Think of enewsletters as placing a promo-
tional print ad encouraging visitors to your 
brick and mortar location. The click through 
is the visit. Once they arrive, it is time to sell.

In some ways the skeptics are right. Email 
marketing targeting uninterested people is 
dead. However, it should have never been 
alive in the first place. 

Jennifer Riley Simone is the principal at Fresh Figs Mar-
keting, a small business multi-channel marketing firm in 
Carmel. Visit www.freshfigsmarketing.com for more in-
formation.

Email marketing is more powerful than you think

Jennifer  
riley-Simone

Carmel firm receives Mira nominations – 
Polleo Systems, a Carmel-based cloud com-
puting solutions provider, has been named 
a nominee for the 15th annual Mira Awards 
in the Tech Services category. Vice President 
Matt Goebel also has been named a nominee 
in the prestigious category of TechPoint Ris-
ing Star. Nominees were selected by indepen-
dent judges from a record-breaking number 
of applicants, TechPoint reports. Winners will 
be announced in May.

BUSINESS DEVELOPMENT 
MANAGER

Swan Software Solutions is expand-
ing its Indianapolis sales force and 

has an opening for a business 
development manager. If you are a 

sales professional with proven 
experience generating leads and 

building a sales pipeline,
contact Swan at 985.2622 or 

info@swansoftwaresolutions.com



By Bill Dragon

t
he former Mohawk Place shopping center on Range Line Road, north of City Center Drive, is a familiar landmark to 
long-time Carmel residents. 

Developed in 1970 by Harry Elliott, it was one of the first retail shopping areas in the downtown area. When Elliott 
died three years ago, his daughter, Vivian Lawhead, assumed ownership. 

Recently, the name of the center was changed to Monon Square. But the changes at the shopping plaza are more than just 
cosmetic.

Along with her son Jess Lawhead, a commercial real estate broker with Sperry Van Ness who acts as property manager, Viv-
ian Lawhead has been working to upgrade the property along with improving the occupancy rate. 

Homegrown solution
New management brings welcome changes to long-time Carmel shopping center as owners succeed at piecing together a retail puzzle

improvements are being made
Vivian Lawhead has seen a lot of changes to the Carmel retail 

landscape since the lease of that first space in 1970. 
“There were a few businesses along Range Line, like Carmel Weld-

ing. And, of course, downtown Carmel existed although it’s changed 
a lot,” Vivian Lawhead said.

And now her business rests in the shadow of Carmel’s City Center 
– a glistening beacon of new commercial activity. So assuming own-
ership of a 40-year-old shopping center presented some challenges. 

The age of the buildings required a strategic approach to how and 
where money should be spent to maintain and improve the facility. 

“We had to balance the maintenance dollars invested between 
what is visible versus not visible to attract new tenants,” Jess Law-
head said. “While you need to have the outside improved to attract 
new tenants, at the same time you need to improve other things not 
visible, such as plumbing, electrical, and roofing and HVAC.”

And those investments have resulted in improved occupancy rates 
at Monon Square. 

“When we took over three years ago, the occupancy rate was 
around 70 percent,” Jess Lawhead said. “We’re now running around 
90 percent.” 

Vivian Lawhead, left, and her son Jess Lawhead have quikly turned aound the 
fortunes of the Monon Square shopping plazza by attracting the right mix of 
local business at rents they can afford to pay. (Photos by Sara Crawford)

Union Brewing Company
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Key to success is tHe tenant mix
One key to this turn around was taking a close look at what 

the tenant mix needed to be.
“You want to establish synergy between tenants, where a 

customer visiting one tenant will then also take the time to 
shop another tenant in the center,” Jess Lawhead said. 

He cited an example being a customer visiting Soho Café 
for coffee while having tires changed at Clark Tire. 

“We’ve had some big changes in the mix in the last couple 
of years that have resulted in increased traffic, both off Range 
Line and off the Monon Trail,” Vivian Lawhead said. 

And the proximity to the Monon Trail has been a boon to 
new tenants like Union Brewery, which is adjacent to the trail, 
and Italian eatery Roma Ristorante. 

“It’s amazing how many people use the Monon. We opened 
(Soho Café) in December 2010, when there was lots of snow 
and ice,” Vivian Lawhead said. “We didn’t even have an access 
path yet from the Monon to our café. But people off the trail 
still trekked through the snow to get to the café.”

A bridge has since been built to connect the café to the trail. 
Also catering to the trail traffic, Union Brewing Company 

and Soho Café now offer outdoor seating.

small business is tHe focus
Being longtime residents of Carmel themselves, the Law-

heads’ mission is to support local business. “Most all of our 
businesses are small, startup businesses. All 40-plus tenants 
are local business owners,” Vivian Lawhead said. 

With that in mind, they have gained an advantage in the 
marketplace by offering leasing terms that support start-up 
businesses. 

“A lot of our tenants are first-time business owners. Be-
ing able to work with small ‘mom and pop type’ businesses 
requires a different focus,” Vivian Lawhead said. “We like to 
support the local, independent businesses the best we can.” 

But the future for this part of town is anything but small.
The city’s planned development of midtown between City 

Center and downtown along the Monon Trail will not affect 
the Monon Square in the short term. 

“Plans for a service road along the trail as part of the devel-
opment won’t bother us at all,” Vivian Lawhead said. “And, the 
Monon already is a benefit for us.” 

Having lived in Carmel for 50 years, she knows new devel-
opment is always to be expected. 

“We are agents of change. We welcome new businesses. We 
welcome new retail stores,” Jess Lawhead said. “Our job is to 
support the local, independent businesses the best we can.”

Vivian Lawhead, left, and her son Jess Lawhead have quikly turned aound the 
fortunes of the Monon Square shopping plazza by attracting the right mix of 
local business at rents they can afford to pay. (Photos by Sara Crawford)

Union Brewing Company Soho Café
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‘They will continue to give back as long as they can’

12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

visit us on the web

A well-tended customer list is an important part of your marketing tool kit, and one 
of the best ways to grow those lists is with direct mail.  AlphaGraphics Carmel can 
help you create the perfect direct mail campaign - from targeted, personalized 
mailings to Every Door Direct Mail, we have the mailing and list management tools 
you need to keep your message fresh...and still save you some green!

Cultivate your customer base with mailing services and
list management from AlphaGraphics Carmel.

grow
your customers,

grow your
business The industry experts at Somerset CPAs have examined the 

Affordable Care Act and have discovered that not all beans 
are taxed the same.

To learn more, visit us online at www.SomersetCPAs.com, or 
contact one of our tax professionals with expertise in industries 
such as:

MORE JARS.
SAME BEANS...

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

- Agriculture
- Construction
- Dealerships

- Dental
- Health care
- Manufacturing

- Retail 
- Real estate

Michael Kile owns the Alpha Graphics in Carmel and makes fundraising a serious focus of the business. (Staff photo)

By Bill Dragon
When it comes to doing business in Carmel, Michael Kile 

and his staff at Alpha Graphics know it all boils down to one 
thing – giving back. For five years, the company has organized 
fundraisers to fight hunger and cancer. 

“At our national level we had someone who was a socially-
minded person who thought it would be a good idea for all the 
franchises to do a campaign to fight hunger,” Kile said. “That got 
us rolling. My wife, Rhonda, is a social worker and has done a 
number of fundraisers so this was right up her alley. This really 
seemed to resonate with our crew so we jumped in.”

For three years Alpha Graphics championed the fight against 
hunger – raising non-perishable goods and money for Glean-
ers Food Bank. Their top year saw close to 7,000 pounds of 
food raised.

“We reached out to our clients and the community and peo-
ple we had interacted with in the business community,” Kile 
said. “We had about 40-50 businesses who put food receptacles 
in their offices. I think people saw it as being a positive way to 
help the community, and they felt happy to be a part of that.”

Year four saw the company supporting another cause close 
to their hearts – Race for the Cure.

“My wife was a two year breast cancer survivor at the time 
and obviously that was top of mind with her having gone 
through it,” Kile said. “We wanted to have a bit of fun with it so 
every time we reached a goal we would do something to cel-
ebrate and mark that.”

The staff set a goal to raise $15,000. When they reached 
$5,000 everyone colored their hair pink. At $7,500 Rhonda got 
a pink ribbon tattoo.

“She is very afraid of needles so that was a big thing for her,” 

Kile said.
And, at $10,000, Rhonda and five members of the team 

shaved their heads. 
“I said if we reached the $15,000 I would shave my head – 

and we did – so I did,” he said.
This year the organization wants to focus on helping veter-

ans but hasn’t decided yet exactly what they will do for a fund-
raiser. The one thing they do know – no matter what cause they 
support – they will continue to give back as long as they can.

“It’s been pretty rewarding to see people get together and 
to see the enthusiasm they bring to it,” Kile said. “People have 
taken this to heart.” 
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Business ‘smart-ups’ can avoid early mistakes

Jon Quick

According to Bloomberg, 80 percent of new 
businesses will fail within the first 18 months. 

In a recent Forbes article, serial entrepre-
neur Eric T. Wagner lists five main reasons 
that businesses fail.

Not really in touch with 
customers 

Interpretation: They think they 
know it all. 

Before you put it out there, find 
out if there’s a real need. Ask for 
people. Then, once you start the 
business, continue to have dialogue 
with your customers. 

Be there. Greet them. Ask their 
candid thoughts. By all means pro-
vide exceptional customer service. 

I always tell clients that without 
great customer service, you will eventually fail. 
The word will quickly get around. 

No real differentiation 
Why is Starbucks so successful? You can 

find a great cup of coffee in a lot of places. You 
spend $4 at Starbucks when you can get a cup 
of coffee for $.99 at a gas station. It’s the Star-
bucks experience you are paying for. 

It’s the ol’ unique selling proposition we 
learned in Marketing 101.

Back to Wagner: “Grab a tool like Alex Os-
terwalder’s “Value Proposition Canvas.” Dig in. 
Figure out the true value you bring to the table 

which is unique and different than others in 
the marketplace.

Fail and you are in big trouble.
Failure to communicate value propositions 

in clear, concise and compelling 
fashion

Invest in some type of market-
ing to get your new business off 
the ground. It doesn’t have to cost 
a ton with so many new models of 
marketing platforms out there. 

Too many fail to advertise or 
their advertising just plain sucks.

Express your value proposition 
clearly, concisely and creatively so 
your advertising stands out among 
all the rest.

The Volkswagen ad is a classic.
Create a great experience, then word-of-

mouth advertising begins. There’s still hardly 
anything better than grassroots marketing. 

Build your clientele one customer at a time. 
There’s a reason politicians have success go-
ing door-to-door and why they shake hands 
and kiss babies and attend hundreds of chick-
en dinners.

Leadership breakdown at the top 
Never distance yourself from the staff or 

your customers. Harland Sanders visited every 
one of his KFC restaurants regularly. The Col-
onel was known to cut a manager down to size 

if the mashed potatoes weren’t exactly right. 
And don’t forget to set the example. I always 

like to watch Jimmy Thompson, owner of Daddy 
and Kona Jacks. He’s always there serving food or 
clearing the tables. It also helps him stay in touch 

with his customers. It’s also why many of his em-
ployees have been with him for decades.

Lack of a profitable business model 
“Have people sample your ‘secret sauce’ be-

fore putting it on the market, Wagner said. 
Try out your product or service on enough 

people. You’ll soon get a good feel for what 
they think.

Have a sound business model. Is there real-
ly enough of a reason for this business to work 
and be profitable?

Finally, make sure to have legal issues cov-
ered. A bad experience could sink you forever.

Learn from others. My friend, Carmel attor-
ney Josh Brown, a specialist in small business 
building, has a great website at www.indyfran-
chiselaw.com. 

Check out Franchise Euphoria. You’ll find 
dozens of Josh’s podcasts with business own-
ers and experts. 

The good news: All of these mistakes can be 
easily avoided if you remember what your par-
ents told you. Do your homework. Invest. Hire 
people to help you. That way you can have a 
successful business doing what you do best – 
keeping the Colonel pleased. 

Jon Quick is president of the Carmel-based marketing and 
public relations firm, Absolutemax! You can reach him at 
jon@absolutemaxpr.com. He is a former 25-plus year ex-
ecutive manager at both CBS and Emmis Communications.
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March a good month for new retail, restaurants

A new Cancer Resource Center opened at IU Health North Hospital. Jonathan Goble, President and CEO of IU 
Health North Hospital, and Linda Goad, President of the American Cancer Society Guild, cut the ribbon on March 
18. Learn more at iuhealth.org/northcancer. (Submitted photo)

Staff report
“Hino Oishi” translates to “delicious cui-

sine” from Japanese. It’s also a new sushi and 
hibachi restaurant that recently opened its 
doors in Carmel. 

Hino Oishi is in a strip mall in the south-
east corner of the intersection of 106th Street 
and Michigan Road, but you can’t see it from 
the road. It’s behind a Chase bank and next to 
a Goodwill store. 

It’s worth looking for, because it’s not just 
the cuisine that’s delicious; the surroundings 
are gorgeous, and the sushi and hibachi chefs 
are absolutely charming. It’s a fantastic addi-
tion to the Carmel dining scene. 

The menu features many of the standard op-
tions for sushi and hibachi, but stand-out items 
include: Chilean Sea Bass, cold water lobster 
tail, Asian short ribs, panko-crusted fried oys-
ters and USDA-choice steaks hand-cut daily. 

For dessert, try a house-made green tea 
macaroon or the yuzu-ginger crème brulée. 

While the 120-seat restaurant is owned by 
an out-of-state group, its general manager is 
Carmel resident J.D. Zou, who oversees a staff 
of 20. 

The chic and urban interior was created by 
a New York designer, and one of the four sushi 
chefs was brought in from New York as well. 

“We use only the finest, freshest fish avail-
able and the greatest quality ingredients,” Zou 
said. “And welcome children; we have a great 
kid’s menu. We also offer gluten-free tamari 
soy sauce.” 

The space features an intimate sushi bar 
which adjoins to the main bar, and the bar din-
ing area is lined with booths. The hibachi area 
is very large, with nine hibachi stations, each 
with nine to ten seats. 

There’s also a private dining room which can 

accommodate groups of up to 15. For more in-
formation visit www.hinooishi.com.

Phil Gordon, the owner of The Exercise 
Coach located in Sophia Square, thinks that 
20 minutes of specialized fitness twice a week 
change the workout world.

“We are the world’s most advanced fitness 
solution,” Gordon said. “We offer full work 
outs in as little as 20 minutes, and only two 
workouts per week by utilizing our patented 
and state-of-the-art bio-feedback protocols.”

According to Gordon, the methodology is 
known as “Right Intensity Training,” and it 
produces real results in record time.

Each person’s workout is very different but 

there is a common theme.
“You are done in 20 minutes, twice a week,” 

Gordon said “This program is designed for 
four types of people; for busy professionals, for 
people that don’t like to exercise, don’t have 
the time or are scared of injury.”

And Gordon added that this isn’t a “gym” 
setting. 

“Rarely will you see one other person, be-
cause we are a boutique style setting and usu-
ally by yourself with your trainer,” he said.

Hot Mama also opened this month at Clay 
Terrace Mall between Eddie Bauer and Kona 
Grill. The store offers post-baby body cloth-
ing in contemporary and trendy styles for all 

women and lifestyles. The boutique will carry a 
variety of jeans, pants, tops, dresses and acces-
sories from name brands including 7 For All 
Mankind, Ella Moss, Jolie, Joes Jeans, Karen 
Kane, Kensie, Splendid, Sweet Pea and many 
more according to Theo van Blyenburgh, Chief 
Creative Officer for Hot Mama. For more in-
formation visit www.shopmama.com.  

Jersey Mike’s Subs opened in a space next 
to The Egg and I restaurant in Meridian Point 
Shopping Center southwest of the interchange 
at 116th Street and Keystone Parkway. It kicked 
things off with a free sub give-away. And if 
good deeds don’t draw customers in, the Philly 
cheese steak subs will. “From a food stand-
point, it’s going to be the freshest food you can 
find,” said co-owner Greg Watson, noting the 
restaurant sells private label meats that can’t 
be bought anywhere else. The restaurant staff 
will bake fresh bread daily, roast their beef and 
slice all the meats, cheeses and vegetables in 
the store, right in front of customers’ eyes. For 
more information call 810-1645. 

Rogue Decor Company is the latest addi-
tion to the Indiana Design Center in Carmel’s 
Arts & Design District. The company’s retail 
showroom, which opened March 8, features 
the work of owner and designer Adam Graef, 
who specializes in custom, repurposed furni-
ture and lighting. For more information visit 
www.roguedecor.com

The Applied Behavior Center for Autism 
open at its new Carmel location March 19. U.S. 
Rep. Susan Brooks was the guest speaker at the 
grand opening. This new center features over 
11,000 square feet of space including an indoor 
therapeutic pool, indoor custom themed gym, 
cafeteria, arts and crafts room, and outdoor 
state of the art playground. For more informa-
tion visit www.appliedbehaviorcenter.org.

Several months ago I went with my son and grandson to a 
pre-kindergarden program. There they had a poem posted on 
the wall that most dads have probably seen at one time or the 
other. 

This poem tugs at the heart of any dad. However, 
for the dad in a family business, with a passion to 
serve in his business sector, the poem is especially 
poignant. 

It has a lifelong repercussion for the next genera-
tion that may grow up to do what dad does. 

I have three kids: Greg, Russ and Christi. They 
are all, by their decisions, in the automobile busi-
ness. They are all so passionate about it that some-
times dinner can be a bit boisterous. And that’s be-
ing polite about it. 

So this poem really hits home with me. The poem 
has a few lines that go like this:

Walk a little slower Daddy, said the child so small, 
I am following in your footsteps and I don’t want to fall.

Sometimes your footsteps are too fast, they are hard to see, so 
walk a little slower Daddy, for you are leading me.

Sometime when I am grown up, you are what I want to be, 

then maybe I will have a child who will want to follow me.
This is a great time of celebration in the Hubler family. We 

are opening a new dealership. 
Well, for a family that has through the years 

opened more than 15 auto locations and eight colli-
sion centers and a variety of other auto-related busi-
ness, what is the cause for celebration? 

Well, my son, Greg, and his wife, Heidi, mark the 
fourth generation Hubler that will put our name on 
a building and open their doors for business. 

When you think of how many recessions, wars, 
extinct brands, hostile government actions and the 
like that have plagued the auto industry, and to sur-
vive into the fourth generation, this is indeed an ac-
complishment that most small business families 
never see. 

They have purchased Gary Pedigo Chevrolet in 
the Mooresville Decatur area, just south of the Ind. 

67 exit on I-70 on Indianapolis’ south side. 
Yes, the basics that we talk about in this column from time to 

time, like “making the customer satisfied,” according to the song 
by Paul Simon, and the rest of the basics of a sound business 

were all baked into Greg for as long as he can remember. From 
a degree at Indiana University, to our National Auto Dealers 
Academy training, and so forth, it has been programmed into 
him as to how to run a successful auto dealership. 

Now it’s showtime. 
In 1957 my dad brought mom and three boys up from Flor-

ida to work in Uncle Jim’s new car dealership. We lived on the 
west side at the Gateway motel for several months. 

This was the perfect example of, “sometimes for opportunity, 
you have to go backward for a while to go forward.” 

No, this formula does not work in this era of “instant fame 
and glory.” However, unfortunately, this is still the reality check 
of life. 

The winter in this tiny hotel room with three babies was, ac-
cording to my dad, the most miserable six months of his life - 
not counting the war. However it changed his fortunes beyond 
his wildest dreams. 

Eventually, he bought out my uncle when he retired. Subse-
quently, my brothers Brad and John and I bought out my father  
when he retired. Now, we all have kids in the business. 

I am following in your footsteps Daddy, and I don’t want to 
fall.

Family businesses offer excellent teaching opportunites

howard hubler
Advice
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Saint Mary-of-the-Woods
C o l l e g e

Aspire Higher. Advance Your Career.
MASTER OF LEADERSHIP 

DEVELOPMENT
1 Year-Hybrid, 

Online Program

Choose the best MLD track for 
your career.
 •   Financial Leadership
 •   Individualized Path
 •   Not-for-Profit Leadership
 •   Organizational Leadership

“I wanted to be a better leader for the guys I work with daily. When you go into 
it and you get done your confidence is overwhelming, you don’t feel like there is 
any challenge out there that you’re not willing to take, it’s almost like, hey what’s 
next, someone give me something, give me a challenge.” 

Scot Kellett, 2013 MLD Graduate
Midwest Delivery Operations Supervisor, Duke Energy

Start in August! Apply Today.
800-499-0373 • www.smwc.edu/indy-mld

Date Business Address Description

Feb. 17 Meijer 1424 W. Carmel Dr. Theft

Feb. 18 American Health 
Network 11725 Illinois St. Theft

Feb. 21 Target 10401 N. Michigan Rd. Theft

Feb. 21 Marsh Supermarket 2140 E. 116th St. Theft

Feb. 24 Old National Bank 14179 Clay Terrace Blvd. Forgery

Feb. 24 Carmel Clay Parks Grace Drive/Rohrer Road Criminal Mischief

Feb. 25 Meijer 1424 W. Carmel Dr. Fraud/Deception

Feb. 25 Stone Creek Dining 
Compan 4457 Weston Pointe Dr. Theft

Feb. 25 Ed Martin GMC 9896 N. Michigan Rd. Theft

Feb. 25 Target 10401 N. Michigan Rd. Theft

Feb. 25 Marsh 2140 E. 116th St. Theft

Mar. 4 Village of West Clay 
HOA 12545 Meeting House Rd. Criminal Mischief

Mar. 4 City of Carmel 1430 E. 96th St. Criminal Mischief

Mar. 5 Technicolor 101 W. 103rd St. Theft

Mar. 5 Meijer 1424 W. Carmel Dr. Fraud/Deception

Mar. 5 Meijer 1424 W. Carmel Dr. Theft

Mar. 9 Shiel Sexton W. 116th Street/Spring Mill Road Burglary

Mar. 9 Sullivan & Poore W. 116th Street/Spring Mill Road Burglary

Mar. 10 Marshalls 10025 N. Michigan Rd. Theft

Mar. 12 North Mechanical 
Services 501 Congressional Blvd. Theft

Mar. 13 Woody’s Library 
and Restaurant 40 E. Main St. Criminal Mischief

Mar. 14 Circle K 1230 S. Range Line Rd. Theft

Mar. 17 Kristoff and Hanson 
Family 1040 N. Range Line Rd. Theft

Mar. 19 Pro Care 9801 Commerce Dr. Theft

Mar. 19 Carmax 9750 Gray Rd. Theft

Mar. 19 Carmax 9750 Gray Rd. Counterfeiting

Mar. 19 Carmel Clay Parks & 
Recreation 901 N. Range Line Rd. Criminal Mischief

Mar. 19 Meijer 1424 W. Carmel Dr. Theft

Mar. 20 Hertz Rental 4100 E. 96th St. Theft

Mar. 20 Walgreens 1424 S. Range Line Rd. Theft

Mar. 21 Meijer 1424 W. Carmel Dr. Theft

Mar. 22 City Of Carmel N. Range Line Rd./8th St. NW Criminal Mischief

Mar. 22 Target 10401 N. Michigan Rd. Theft

BuSineSS Crime waTCh

BriefS

Carmel realty office honored – RE/MAX 
of Indiana honored RE/MAX Ability Plus of 
Carmel for its 2013 contributions to Chil-
dren’s Miracle Network Hospitals. The bro-
kerage contributed the third largest total 
donation of $15,802 (a portion of its 2013 
commissions and fundraiser dollars) to the 
local Children’s Miracle Network beneficia-
ry, Riley Hospital for Children. Broker/Own-
er Jimmy Dulin accepted the award on be-
half of RE/MAX Ability Plus in Carmel.

Indy Knocks Out Cancer - Jennifer Nelson Wil-
liams, President of Aaron-Ruben-Nelson Mor-
tuary, is nominated for the honor of Woman of 
the Year with the Leukemia & Lymphoma Soci-
ety. Every dollar that Williams raises for the so-
ciety counts as one vote towards her award. To 
reach her goal of $100,000, Williams is hosting 
a party “Rock Out To Knock Out Cancer,” from 7 
to 10 p.m. April 18 at ARN Mortuary on Michi-
gan Road. To purchase tickets or donate to her 
fund call 873-4776.
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Larry Green, owner of Case Design/Remodeling, has decided 
to put his money where his mouth is. Long a leader in the home 
remodeling business in Carmel, Greene plans to refurbish a new 
home for his business and breathe life into a vacant shopping pla-
za a stone’s throw from Range Line Road.

Case Design currently leases 5,000 square feet at 108 W. Car-
mel Dr. and the new location will be a mere block away at 99 E. 
Carmel Dr. and will open in June.

“The biggest thing was maintaining our visibility on Carmel 
Drive,” Greene said of the decision to purchase the plaza.

It’s a $1.7 million investment in the area and it will give Case 
Design the room it needs to expand to match the pace of its sales.

“We’ve really grown steadily ever year,” Greene said of the 
business he opened in 2003 which currently employs 42 people. 
“Long-term we’re looking at steady growth. The growth of the 
design staff has led to the need for more space.”

And one of the highlights of the renovated plaza will be con-
verting a former bank drive-thru to a glass-encased showroom. 
Case Design will occupy the former bank space and plans to ren-
ovate the former vault into a conference room – although with 
vault door lock disabled.

The renovation of the shopping center will also leave room for 
four new tenants to occupy space in the plaza. And Greene said 
he is looking for a mix of retail and office that the space ranging 
from 1,100 to 2,900 square feet that will rent in the range of $13 
to $17 per square foot.

Interested businesses can contact leasing agent Cindy Hoskin-
son at Lee & Associates at 218-1042.

“It’s a great location with good walk-ability – that’s what our 
staff is excited about,” Greene said of the plaza that will have 
more of a high-end feel once renovations are complete.

Just don’t expect another Indiana Design Center. Greene said 
he has no desire to compete.

Case Design/Remodeling 
to renovate Carmel  

Drive shopping center

The renovated shopping plaza will have a more high-end feel by summer, and even a city-mandated bike rack. (Submitted rendering)

The employee patio will double as a showcase for Case Design’s outdoor renovation abilities. (Submitted rendering) 

(Above) Case Design/Remodeling owner Larry Greene said he hasn’t come up with a name for 
the plaza that will open in June. (Staff photo) (Left) The renovated shopping plaza will have room 
for four more commercial tenants. (Submitted image)
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Get your card in front of more than 108,133 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

“barefootable”

v Quality golf course fertilizers
v 30 years expertise
v Committed to your lawn
v Results guaranteed

Chuck Easton
317-408-0751

yardnut@gmail.com

Servicing:
Carmel, Fishers, Noblesville,

Westfield and Zionsville.

Insured & bonded.

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business

Family owned - Carmel/West�eld based
2010-2012 Angie’s List Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

$150 average per room,
2 coats & patching on walls

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

• Commercial/Residential
• Gutter Cleaning

• Fully Insured • Free Estimates

20% OFF GUTTER
& WINDOW CLEANING

(O�er expires 4-30-14)

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

317.454.8060
We are a Debt Relief Agency. We help people file for relief under the Bankruptcy Code.

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS. CALL
TODAY!

Indy's #1 Weight Loss Specialist

Check out my website:
www.fb�tness.com

GET FIT! STAY FIT, FOR LIFE!

Cindy Sams, FULL-BODY FITNESS
(317)250-4848

Indy Gun Safety
Armed with knowledge!

Learn to shoot a handgun!
Beginner thru advanced pistol, CCW

& instructor training courses.
Firearm sales & transfers

Yes, there’s a Gun Shop in Fishers!
www.IndyGunSafety.com

13287 Britton Park Rd., Fishers, IN  (317)345-3263

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

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

HANDYMAN
SERVICES, LLC.

TURN YOUR
‘TO DO’ LIST

INTO A
‘TO DONE’ LIST

FREE
ESTIMATES $35 OFF

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

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

Offer expires 3/31/14.

• Car, Truck and Motorcycle Accidents
• Biking Accidents
• Slip and Falls on Residential
   and Commercial Premises
• Injuries from Explosions, Fires, Railing
  or Stair Collapse 
CALL 317-525-7754 OR 317-576-8620

HAVEL LAW OFFICE, PC
11650 Lantern Road, Ste.214, Fishers, IN 46038 | www.havel-law.com

Providing Personal Attention to your Personal Injury Claims

Linda Havel



Member FDIC

1-888-CENTIER  |  CENTIER.COM

Centier is Indiana’s largest private family-owned bank. Since 1895, the Schrage 

family has built a legacy of success, not merely through business, but through 

philanthropy that extends throughout the communities it serves. As a family-owned 

bank, Centier stands firmly behind its “Not For Sale” promise, pledging to the 

families, businesses, and communities of Indiana that it will continue to preserve 

independent, hometown banking in Indiana for generations to come.


