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Leadership Johnson County (LJC) provides personal and professional development to a diverse group of individuals 
representing small and large organizations, nonprofit and for-profit groups, government officials, volunteers and anyone 
interested in improving individual leadership skills, learning more about Johnson County and making connections. With 
over 500 graduates of the program, LJC continues to make a positive impact on our community. Come be a part of the next 
great class of leaders! 

Thank you!
Thank you to our sponsors, committee 
members, alumni and attendees who 
made the Leadership Johnson County 
Wine Tasting our most successful event 
ever! We celebrated our tenth anniver-
sary of the event with a wine and cuisine 
tour “Around the World.”  LJC is commit-
ted to developing and cultivating lead-
ers in our community, and this is possible 
through the generous support of donors 
in our community.

n  Title 
Old National Bank

n  Cuisine 
Cibus

n  10th Anniversary  
NSK & NSK Precision America

n  Event 
F.A. Wilhelm Construction 
Monarch Beverage 
Patriot Tactical 
The Phoenix Group 
Tilson 
Vectren

n  Travel 
Jarvis Enterprises,  
Mike & Sandy Jarvis

n  Matching Scholarship  
Hilliard Lyons

n  Wine  
John & Mary Price

n  Wine Pull  
Vino Villa

n  Dinner 
Franklin Animal Clinic 
Bose McKinney & Evans LLP 
Johnson Memorial Health 
MainSource Bank 
Midwest Communications

n  Cash 
Bloomfield State Bank 
Dr. Charles McCormick III.

Wine Tasting Tour “Around the World” Sponsors:
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For most people who know me, May is 
an exciting time of year. As a 
life-long westsider, what goes 

on at 16th and Georgetown Rd. is 
of particular interest; for the last 
several years, another event has 
taken on special meaning: Excelerate 
Hendricks County.

The 8th Annual Excelerate Hen-
dricks County will be May 8 at The 
Palms, 2353 Perry Rd., Plainfield. It 
is a combined effort between the 
Hendricks County Business Lead-
er, Hendricks County Economic 
Development Partnership, Hen-
dricks College Network, Indiana Small Busi-
ness Development Corporation and all four 
of the county’s chamber of commerces: Avon, 
Brownsburg, Dan-
ville and Plainfield.

The idea behind 
EHC is to celebrate 
small and medium-
size business – well 
actually business, 
period. Excelerate is 
a great opportuni-
ty for southsiders to 
make business con-
tacts in Hendricks 
County and the 
westside. We made 
the change to hold 
the event in May 
just a few years ago. 
This year’s edition 
of EHC, we think, 
will be the best yet. Unlike EHC before, which 
traditionally began in the morning and ended 
in the early afternoon, this year’s edition will 
begin at 3 p.m.  and feature two educational 
break out sessions: Beth Cisco, Cisco Consult-
ing Group will discuss Strategic Marketing for 
Small Business; Robby Slaughter, AccelaWork 
Business Improvement will talk about Time 
Management: Working Smarter, Not Harder.  
You will benefit tremendously by sitting in on 
each session.

Of course vendors will be on hand – and 
you will be able to visit booths at 4 p.m.

Then there is the Small Business Panel 
which will be from 4-4:45 p.m. It will be mod-
erated by HCEDP Chief Cinda Kelley-Hutch-
ings. The panel will consist of  Jeremy El-
dridge, CFO, Grandview Pharmacy; Jennifer 
McPeak, Danville Chiropractic; Kris Rogers, 
First Light Home Care; and  Monte Speich-
er, Cutters Brewing Company. A panel full of 
success that will indeed provide a great deal 
of insight on how they have made their busi-
nesses successful.

The day will wind down as the keynote and 
small business awards and reception will take 
place from 5:30 - 7 p.m. Our keynote this year 
is Joe Wilson, CEO of Bio-Response Solu-

tions, Danville. He has an amazing 
story to tell. There will be great op-
portunity to connect with business-
es and, best of all it’s free, given the 
cash bar that will open at 5:30 p.m. I 
hope to see you there.

For more information, go to www.
exceleratehc.com or contact Cathy 
Myers at cathy@businessleader.bz 
or call (317) 918-0334.

Don’t forget to attend the May Cover Party, 
presented by Indiana Members Credit Union 

and Simons Bitzer 
& Associates, Tues-
day, May 20, 5:30-
7:30 p.m., at Simons 
Bitzer & Associates, 
8350 S Emerson Ave 
#100, Indianapolis.

Covers honored 
will be: March cover, 
Joe and Cindy Rene, 
Long’s Bakery; April 
cover, Christian 
Maslowski, CEO and 
president, Green-
wood Chamber of 
Commerce; and May 
cover, Omar Robin-
son, president and 
owner, Sun King 

Brewing. RSVP by May 12 to coverparty@
businessleader.bz. Hope to see you there. 

FROM the PUBLISHER

VIEWS

Southsiders have every  reason to  
attend Excelerate Hendricks County 

“For most people who know 
me, May is an exciting time of 
year. As a life-long Westsider, 

what goes on at 16th and 
Georgetown Rd. is of particular 

interest; for the last several 
years, another event has taken 
on special meaning: Excelerate 

Hendricks County.”

www.SimonsBitzer.com

Missing a Crucial Piece  

We help you develop your budget and put it 
to use in your business.

We help you establish and track key 
performance indicators so you don’t get lost 
in the numbers.

We help you ensure accurate financial 
statements so you can make good business 
decisions.

We help you project your cash needs so you 
know before a crisis that you need cash.

for Your Business?

Call today for a free consultation.
(317) 782-3070

It’s time to work more 
‘On’ your business, not ‘In’ your business. 

n Windows XP support discontinued
After its twelfth birthday, Microsoft has 
finally decided to discontinue providing 
service and support updates for the XP 
operating system. Due to the surprising 
amount of computers still using Windows 
XP (ATMs, retail companies, and various 
other outlets), Microsoft is temporarily of-
fering costly additional support, though 
remaining users will have to upgrade to 
either Windows Vista, 7 or 8 if they don’t 
wish to be susceptible to malicious soft-
ware and/or hackers. – CNN Money

BUSINESS DISPATCH

Cover Party May 20  
at Simons Bitzer  

& Associates
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Yes, we want your letters: 

Readers of the Southside Business Leader are en-
couraged to send letters to the editor as often as 
they wish. The stipulations are that the letter is time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

VIEWS

ULTA, Inc., the United States’ 
biggest beauty retailer announced 
alongside Lt. Governor Sue Ellsper-
mann the company’s plans to locate a 
cosmetic fulfillment and distribution 
center in Greenwood in Southport 
Business Park. The company, which 
is headquartered in Bolingbrook, Ill., 
could create up to 537 new jobs by 
2018, according to their statement. 
The facility will cost ULTA $51.6 
million for the 670,000 square-foot 
leased facility, and is expected to be-
gin shipments as early as summer of 
2015.

Not only will ULTA’s first location 
in Indiana boost Greenwood’s lo-
cal economy by adding new jobs and 
revenue, but Mayor Mark Myers also 
believes this will be a good “anchor 
for development” along the Graham 
Road corridor. According to the Indi-
ana Economic Development Corpo-
ration’s (IEDC) press release, Mayor 
Myers said, “The city of Greenwood 
is a good fit for ULTA because we are 
both known for providing ‘affordable 
indulgence.’”

The IEDC report also cites Mary 
Dillon, chief executive officer of 
ULTA, who is also pleased to be join-
ing Greenwood: “The community 
will be a great fit for us as we build 
an operation that furthers our ability 
to meet the needs of our guests and 
provide a terrific experience. We are 
thrilled to be a part of Greenwood’s 
economic growth and look forward 
to being an active member of the 
business community.”

We are in agreement with Mayor 
Myers that perhaps this is precisely 
the kind of development Greenwood 
needs in order to boost the local 
economy and job market. Develop-
ments like this and the $22 million 
indoor GoodSports Enterprises ho-
tel and sports complex are proof that 
the Southside (and its businesses) 
are alive and kicking. More jobs and 
more revenue opportunities create 
hubs of economic buzz that benefits 
citizens and businesses alike.

Here’s to more good news for the 
future of Southside businesses!

Creation  
of new jobs  

becomes reality

When I first heard about the 1 percent 
during the sit-in at New York City 
park, I was sure they were talking 

about people who barely tip 1 percent 
for services. People who have money 
like to keep money. This is why 
large donations get lots of publicity. 
Charity can be a vanity project.

Tipping seems to be everywhere 
these days. It’s not just serving staff 
that comes to expect a little extra on 
top of the bill. You can’t tip over with-
out hitting a tip jar. Everyone wants 
in on the free cash. Starbucks has 
even added digital tipping to its new 
app. After paying for your $5 latte, 
the app nags you 
to tip your baris-
ta (“Barista” is 
an Italian word 
meaning coffee 
pourer).

Businesses are 
capitalizing on 
this tipping craze 
as a supplemen-

tal income. They don’t pay workers enough, so 
they let them beg for tips. Restaurants have been 
getting away with murder for years by only pay-
ing the wait staff $2.01 an hour. Everyone knows 
they get crappy wages and usually tips well. But 

should you tip your hairstylist? Your 
taxi driver? Your ticket taker at the 
movies?

To be clear, I am talking about the 
gratuity customers give for receiv-
ing excellent service. I’m not talking 
about cow tipping or Tippi Hedren 
or even tips to the stock market. I’m 
not advocating the delinquent tipping 
over of mini cars, either. I’m talking 
about nice customers who want nice 
services from nice people who have 
deliberately chosen a poorer way of 
life. Perhaps the “FU” face tattoo was 

a poor decision.
Have you been 

to a huge dining 
party where the 
18 percent gratu-
ity is automati-
cally added to 
your bill? This is 
a bone of conten-

tion for many diners. Tipping is supposed to be a 
voluntary act. I choose my tip percentage based 
on the service received. But the 18 percent gra-
tuity is so aggravating to some that they have 
sued restaurants. (P.S. There’s a sign you have 
too much money.)

Do you start at 15 percent and add to that for 
superior service, or do you completely disregard 
a tip if the service was subpar? Sometimes it is 
amazing that servers have an upbeat attitude. I 
mean, have you seen what we pay them?

Back to Starbucks, I have noticed that there 
has been a rash of “paying it forward” acts of 
kindness. In order to generate good karma, pa-
trons will purchase the drinks of the person be-
hind them. This is usually done without any tip 
for the staff that makes and serves the drink. 
This puzzles me. To be clear, the person behind 
you does not need you to buy their drink. Good 
karma comes from helping people in need. 
Imagine the value of a dollar to someone who is 
broke to the value of the same dollar to someone 
who has a $100,000. It’s called getting more bang 
for your buck.

Gus Pearcy
COLUMNIST

The tipping point of tipping
HUMOR

“Imagine the value of a dollar to someone 
who is broke to the value of the same 

dollar to someone who has a $100,000. It’s 
called getting more bang for your buck.”

In Toon with Southside Business by Julie 
Bickel

“It is the leader’s job to 
enforce the values and 
behaviors that make up  
the company culture.  

A healthy company culture 
is a set of norms and 

behaviors that support  
high performance  
and the company’s  
ultimate success.”

~Robert Sher, Founder  
CEO to CEO, Inc.
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By Nicole Davis
Sun King Brewing continues to add more 

tanks and equipment and still sells all of the 
cold craft beer it can make. In its five years of 
business, the Indianapolis brewery has experi-
enced growth that has far exceeded the own-
ers’ original goals when starting the company, 
says Omar Robinson, owner and Greenwood 
resident.

Robinson says when his son, Clay, ap-
proached him with the business plan in 2008, 
“I got the impression that it was an exciting 
and growing industry, so at age 70 I came out 
of retirement to handle the business and con-
struction part... Clay’s business plan called for 
us to do 5,000 barrels in our 5th year. That 
wasn’t a very good plan because we did 5,000 
in the first year.”

Robinson had been a serial entrepreneur 
throughout his life, in businesses such as food, 
machine shop, laser robotics and multiple sale 
ventures. He spent 6 years in retirement with 
his wife, traveling and living out of their motor 
home. He says it was time to start something 
new, and went into the brewery business. 
They purchased a used brew system from 
the East Coast, dismantled it and installed it 
themselves. The first beer came off the line 
July 2009.

“I’ve learned that the beer business is the 
most fun business I’ve ever been in,” Robin-
son says. “The craft business is made of small 
entrepreneurial companies. All of us help new 
guys with business plans. It’s a very congenial 
group - the most laid-back business I’ve ever 
been to. It’s that long-haired, bearded hippie 
type image. If you talk to most of our people, 
they’d say it’s a fun place to work.”

Business continued to expand rapidly from 
that first year. Robinson says they had in mind 
that if they could produce 10,000 barrels of 
the craft beer in their 10th year, they would 
be doing great. That happened in the second 
year. Last year the brewery produced 21,000 
barrels and projects 28,000 by the end of 2014.

“It was a combination of timing, 
great quality of beer, location of 
our plant, our quality of people/
employees and a healthy major of 
luck,” Robinson says.

In less than five years, Sun King 
Brewing has expanded to nearly 50 
full-time employees and 70 part-
time employees. They partner with 
more than 200 501c3 organizations 
to give back to the community, with 
one full-time staff member handling 
the non-profit details. Robinson says 
they are under a constant state of 
construction, which he says he enjoys 
“ramrodding.” Although, to continue 

to grow as they have required some initiative 
outside the brewery.

 “The biggest challenge we’ve faced is the 
state legislative laws in the state 
of Indiana,” Robinson says. “The 
legislature has been very kind and 
helpful to us. In most cases, they 
have helped change the laws. They 
allowed us to sell out of the brew-
ery on Sundays. Most recently they 
allowed us to have alcohol at the 
state fair (wine and beer).”

Last July, Governor Mike Pence 
signed into the legislature a law that 
allows wineries and breweries to have 
distilleries. Sun King Brewing is cur-
rently in the middle of the application 
process with the federal government. 

Robinson says they hope to be distill-

ing artisan beverages, craft-style spirits creat-
ed with their own beer, by the end of the year. 
There are other initiatives he says they would 
like that didn’t go through this year, such as 
getting permission to sell at farmers markets.

 “The future, Sun King will grow,” Robinson 
says. “How much, that depends on the legis-
lature. We’ll definitely stay in this neighbor-
hood. We have a bright future in the spirits 
business. I think that will be a new, exciting 
area of growth for us. I think the future for any 
craft brewery or distillery is very bright and 
there’s a lot of room for growth. If we triple 
the beer business of last year, we will have less 
than 1.2 percent of the beer sold in Indiana. 
Our possibility for growth is huge. We haven’t 
even scratched the market.”

Best advice: Quality is our most impor-
tant goal.

Worst advice: Something less than the 
best in quality and service is OK.

Best Business Decision: Joining my 
son, Clay, and his three partners in 
starting Sun King Brewing.

In 5 years: Our goal is to be looked 
upon not only “Indianapolis’ beer” but 
as “Indiana’s beer.” We hope that legis-
lation will evolve to accommodate Sun 
King continuing to sell its beer only in 
Indiana.

Secret to success: A quality product, 
timing, location, luck, great partners 
and employees as well as the Beer 
Gods shining upon us and supportive 
families.

How did Omar do it?

Reasons to do business  
with Sun King

n  Sun King’s motto of Fresh, Local, 
Beer means that you are enjoying 
some of the freshest, best beer 
available in Indiana.

n  Sun King’s beers have won over 20 
national and international medals 
to date.

n  Sun King is an independently 
owned small business that has 
created over 100 jobs in the past 
five years.

n  Sun King is actively involved in the 
community and our Community 
Partner Program works with over 
200 community organizations and 
charities.

n  When you drink local beer, the 
profits from your purchase stay in 
your community and help Indiana 
continue to grow and become an 
even better place to live, work and 
play.

The List

Greenwood’s Omar Robinson leaves  
retirement to help found Indianapolis brewery 

reaching its fifth year of rapid growth. 

FEATURE

COVER STORY

Fun in the 
Sun King

Omar Robinson in the storage area of Sun King Brewing.

Photo by Rick Myers

Sun King Brewing
135 N. College Ave.

Indianapolis, IN 46202
(317) 602-3702

Sunkingbrewing.com
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Owner Libby Neu and manager Russell Black.

BUSINESS LOCAL

Photo by Nicole Davis

A Neu way to scrapbook

Compiled by Nicole Davis

By Nicole Davis
Libby Neu says she has put a lot of her-

self into Neu Scrapbooking, and she hopes 
it shows in the décor, the store’s atmosphere 
and the service that customers will find in the 
business which opened March 22.

 “I wanted it to be a place that feels like 
home, that ladies can come, scrapbook and we 
can get to know them on a personal level,” Neu 
says. “I am very pleased. Financially, I didn’t 
think it would go as well as it has so far.”

Neu and Neu Scrapbooking manager Rus-
sell Black previously worked together at Ar-
chiver’s Scrapbooking Store which closed its 
Southside Indianapolis location in February. 
Neu took over the space and refurbished it. 
She says figuring out what and how much to 
purchase has been the biggest challenge so far 
to running her own store but she’s hoping that 
by talking to her customers, she will provide 
exactly what they want to see. 

 “There are great customers out there that 
have come out and supported us which has 
told us a couple of things; 
that they are very happy to 
have a scrapbooking store 
and they are very supportive 
of her,” Black says.

Why did you open this 
business?

“It’s my passion. I love do-

ing scrapbooks, but it’s more than scrapbooks. 
We both worked at Archiver’s. We knew there 
was demand in the area. There were still peo-
ple that wanted a scrapbooking store.”  – Neu

What did you do to prepare for opening 
your business?

“She started collecting names of people that 
wanted a scrapbooking store and response 
was overwhelming. We had over 600 names 
of people.”  – Black

Who is your ideal customer/client?
“Someone who’s interested in the new tech-

niques and products of scrapbooking.” – Neu

How do you plan to be successful?
“By bringing in all of the new products. Of-

fering classes, keeping up with the new trends. 
We try to offer what you can’t get at big box 
stores. There are so many brands you can’t 
keep them all. With the classes, we’re trying 
to get local instructors to come in and offer 
unique classes.” – Black

What would we be surprised to learn 
about you or your com-
pany?

“We knew each other 
from Archiver’s. One thing 
that surprised me was how 
much she was connected to 
her family. Her family is tru-
ly a part of this business.” 

– Black

OPEN FOR BUSINESS

Libby Neu opens scrapbooking store finding  
a high demand in Franklin Township

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
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Surely you have seen the old Norman 
Rockwellesque cartoon of a couple 
of young boys trying to steal a peak 

through the knothole in the wooden 
fence that surrounds the ballpark of 
their favorite team or player to watch 
the baseball game. 

Those boys know only what they 
see through the knothole. If the knot-
hole happens to give a great view … 
that is what they see. If, on the other 
hand, the knothole reveals only a par-
tial glimpse of the field or players, then 
the boys know the game in that way.

I think you would agree the view 
from the fence behind home plate 
would be much different from the 
view from the third base line or worse yet, the 
view into the back of the bleachers or of the con-
cession stand. Depending on the size of the hole, 
the distance of the hole from the ground and 
what obstacles are in front of the hole, the view 
changes as does the perspective gained by the 
boys in our story.

This little anecdote is a great metaphor for our 
business and, for that matter, for our life. This 
concept is not new. Alfred Korzybski coined a 
phrase that sums up this story way back in 1933. 
Korzybski is recorded as the author of the dic-

tum “the map is not the territory.”
It is important that we look, met-

aphorically, through different holes 
to see and make sense of our world. 
The view and understanding gleaned 
from different holes gives us new per-
spectives. A great way to grow and 
develop is to always be trying to look 
through different holes to broaden 
our perspective.

From time to time it is good to see 
things though other’s eyes and learn 
their perspective, it allows us to have 
better understanding and empathy 

which in turn gives us more flexibility. When we 
are flexible, we are more resourceful, and when 
we are more resourceful, we perform better. 
And that is the goal.

It all depends on which hole 
you look through

Jack Klemeyer
COLUMNIST

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

COACH’S CORNER

BUSINESS PERFORMANCE

4610 E. 96th St.    |    1-888-204-3445
TomWoodLexus.com

Ask us about our South side concierge service.

All new. All available now.

ThE 2014
LExuS
LinE up.

Sales Hours: Mon, Thu 9-8 • Tue-Wed, Fri 9-6 • Sat 10-6  
Service Hours: Mon, Thu 7:30-8 • Tues-Wed, Fri 7:30-6  • Sat  8-6

TWLX376304.indd   1 3/5/14   10:45 AM

A lot has changed in the last few years. And we’re 
all wondering how many more hits we can take. 
It always looks bad when you’re down, but rest 
assured we will get back up. We should know, 
in the last three years Express Employment 
Professionals has helped over 1 million people 
find jobs. Because where others see adversity, 
we see opportunity… and we are on a mission… 
for one million more.

(317) 888-5700   707 S. Madison Ave., Greenwood, IN 46143
ExpressIndySouth.com



www.exceleratehc.com

SAVE the DATE!

2353 East Perry Road
Plainfield, IN

Banquet and
Conference Center

Celebration of 
SMALL BUSINESS

May 8, 2014
3pm to 7pm



Excelerate Hendricks County • May 8, 2014
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“There’s a real value in buying locally grown  
organic vegetable plants. If you are going to grow  

something that you eat the root or leaf of,  
it’s especially important to be organic.” 

~ Cate Doane

“

“ Photos by 
Nicole Davis
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By Nicole Davis
Cate Doane plants as much as possible on 

her half acre in Center Grove. Purchasing the 
property, which she calls Cate’s Cottage, at 
5189 W. Smith Valley Rd, Greenwood, in 2002, 
she now operates an organic garden out of it 
full-time. 

“We are shifting our focus from Farmer’s 
markets to providing the Center Grove area 
with the best varieties of vegetables - first as 
transplants then as the freshest possible pro-
duce,” Doane says.

Doane has gardened since college and owns 
two additional acres elsewhere. Cate’s Cot-
tage initially offered fresh floral bouquets and 
expanded to include a variety of vegetables as 
well, growing almost anything that is possible 
in Indiana, except corn. She says her “claim to 
fame” has become heirloom tomatoes, her fa-
vorite being Black Krim. 

“There’s a real value in buying locally grown 
organic vegetable plants,” Doane says. “If you 
are going to grow something that you eat the 
root or leaf of, it’s especially important to be 
organic.”

Doane says she uses systems which aren’t 
necessarily common. There are no heaters for 
the greenhouses. She takes advantages of solar 
heat by leaving out 2-liter bottles filled with tea. 

The tea gathers heat throughout the day, re-
leasing it at night to keep the plants warm. She 
uses trellis systems whenever possible to grow 
plants such as cucumbers and green beans ver-
tically, making the best use of the space avail-
able. Last year, Doane says she decided to add 
chickens, which are good for the soil and con-
trolling unwanted bugs. She also sells the eggs.

Though she regularly attends farmer’s mar-
kets to sell her produce and flowers, includ-
ing Greenwood’s farmer’s market, she says last 
year she decided to begin selling directly out of 
her front yard. By the end of the summer, she 
was seeing a loyal following. She began teach-
ing ‘The Best Ever Garden Class’ at Strange 
Brew Coffeehouse this spring, wanting to share 
the techniques she has learned and developed, 
and says she was surprised to have experienced 
gardeners come to learn.

“I’d like to dramatically grow the front yard 
business,” Doane says. “This area is becoming 
more of a community. I’d like to become some-
thing that’s a little more unique to this area.” 

Cate’s Cottage opened May 1 with operating 
hours during the weekday from 4-7 p.m. and 
on Saturdays in May, 10-2 p.m. For more infor-
mation, e-mail Doane at Catescottage@gmail.
com. 

Cate’s Cottage
Cate Doane focuses on expanding  

sales of her organic garden in Center Grove

Far left, Cate Doane transplants tomato 
plants into a larger container; left/top, 
Doane feeds the chickens; left/bottom, 
new sprouts in the garden; right/top, 
signage at Cate’s Cottage.
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Trafalgar is a busy place these days. 
Once known as the place on the way 
to Brown County or home to the 

lakes, new businesses are finding 
opportunities in a great small town.  
Coffee Cup Quilting is located at 7 
Trafalgar Square. The shop caters 
to quilters of all kinds, with quilting 
classes, work session and a display 
of beautiful fabrics.

WildRose Health Network, Inc. 
has opened its corporate head-
quarters at 14 Trafalgar Square. 
The facility is a nonprofit organi-
zation with six facilities in other 
small town such as Edinburg, Hope, 
Franklin and two locations in India-
napolis.

The building once known as the Hazelett 
Building has a savvy, new look thanks to the 
Bemis Group of Franklin.

Radio Shack has announced it will relo-
cate next to the Mattress Firm in the new re-
tail center at 791 S. St. Rd. 135, just south of 

Smith Valley Road. As many national Radio 
Shack stores close, the Greenwood location 
will offer an updated image as they attempt to 
compete with online retailers.

A new fitness center opened in Greenwood 
last month. U-Fit LLC, opened its 
doors at 300 Parkway West on the 
east side of Greenwood. The gym 
offers personal and group train-
ing plus boot camp fitness classes. 
Achieve Weight Loss opened in the 
Sugar Grove Shoppes. The company 
educates and empowers people to 
lose weight by teaching them about 
nutrition and how to enjoy common 
foods to achieve weight loss.

Underwater Unlimited has 
moved to 4981 W. Smith Valley 
Road, Greenwood. The company of-

fers pool maintenance and pool and hot tub 
chemicals.  

Fresh Thyme Farmers Market, a na-
tional grocery food chain, plans to open a 
30,000-square foot store  this summer at 8750 
U.S. 31 South. The store promotes itself as be-
ing a full-service grocery but with a wide se-

lection of organic vegetables.
Indy Family Produce, a subsidiary of Indy 

Family Farms, will open its first fresh produce 
market on State Road 37, just north of Smith 
Valley Road.  Over one hundred different 
fresh vegetables will be available both whole-
sale and retail.

Popeye’s Chicken lovers will be excited to 
hear of its new location at Meridian Parke 
Shopping Center, 270 N. St. Rd. 135, Green-
wood. The Louisiana franchise draws custom-
ers from miles away to buy its crunchy, spiced 
chicken.   

Residential real estate has seen a 25.6 per-
cent increase in sells over 2012 according to 
the Metropolitan Board of Realtors. The aver-
age home sold was priced at $155,002. White 
River Township continues to drive the biggest 
demand for homes over $200,000.  

The tsunami of real estate is finally shift-
ing as new businesses see Johnson County as 
a great place to capitalize on a successful and 
profitable location.

Capitalizing on new opportunities

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

COMMERCIALLY SPEAKING

REAL ESTATE

If your kids were starving, and you had a 
fishing pole, would you try your luck in 
some mysterious pond, or would you cast 

into the lake that has always produced 
a bucket full of big ones? The most 
practical, most effective marketing 
strategy is to focus your limited re-
sources on fishing where you know 
the fish can be found and where you 
know how to catch them.

I’m not saying that it’s a bad idea 
to take risks or explore new markets, 
but your best potential for marketing 
success is probably a whole lot closer 
than you realize. 

For most businesses, the best pros-

pects are a group they neglect when it comes to 
marketing. It’s their current customers. They al-
ready know who you are, and presumably, they 
like you well enough to do business with you. 
When you target current (or past) customers, 

you don’t have to introduce and ex-
plain yourself and struggle to get 
them to try you out.

It can cost six times as much to sell 
to someone new than to someone 
who already does business with you. 
So each brand new customer who 
strolls through your door costs you 
six times what it takes to bring a cur-
rent customer back again.

That’s why it makes sense to focus a 
healthy portion of your marketing ac-
tivities on retaining existing custom-

ers and bringing former customers back into the 
fold.

Why do your customers stop returning? You 
might guess that they had a bad experience. Or 
maybe they’re just fickle and disloyal. 

From what I’ve seen, the biggest cause of lost 
business is benign neglect. Basically, companies 
just stop paying attention to their customers. 
They don’t mean to ignore them, but they be-
come so focused on attracting new customers 
that the old ones no longer seem to be impor-
tant. That’s when one of your competitors at-
tracts their attention. 

The key to preventing benign neglect is to do 
something – anything! – to maintain and en-
hance your relationship with your existing cus-
tomers. No matter what method you use, be 
sure you thank your customers for doing busi-
ness with you and give them some kind of re-
ward for doing so. 

Most companies don’t think about current 
customers until they use up most of their mon-
ey on experiments. Next time, start your fishing 
trip where you know you’ll find hungry fish.  

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

For marketing success,  
fish where the fish are

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“The most practical, most effective marketing 
strategy is to focus your limited resources on 

fishing where you know the fish can be found and 
where you know how to catch them.”

BUSINESS TIPS

READER’S WRITES

Changes at Jonathan 
Byrd’s Cafeteria

Since opening the doors to Jonathan Byrd’s 
Cafeteria in 1988, we’ve been here nearly ev-
ery day, serving up great food to our wonder-
ful customers, for whom we are so very grate-
ful. We’ve had more than 5,000,000 people 
take a trip down our cafeteria line, and with 
everything that we do in and from this build-
ing, we estimate that we’ve served more than 
13,000,000 meals. The Jonathan Byrd’s that 
we have here today sprang from the heart and 
mind of my late husband, Jonathan Byrd. 

As we all know, Jonathan’s vision was large. 
That vision included a 90 foot serving line, with 
more than 200 items available every day in a 
400 seat dining room. That vision was offer-
ing a wide range of signature items, immedi-
ately available to every customer that walked 
through the door. We’ve faithfully executed 
that vision for nearly 26 years. It’s been incred-
ibly rewarding, but it has not been easy. 

However, times change. Tastes have changed. 
Demographics have changed. The way that 
people buy their food has changed. The world 
has changed. Foodservice has evolved, and we 
can’t fight it. We have to adapt and evolve with 
it if we want to survive and if we want Jonathan 
Byrd’s to be more than a pleasant memory and 
a place that people used to go to eat. Because of 
that, the vision that I shared and built with my 
husband, and that has served our family and so 
many families so very well, has itself evolved. 
My vision is a smaller Jonathan Byrd’s that is 
more intimate and personal. My vision is a Jon-
athan Byrd’s that can adapt and improvise.

Thankfully, because of Jonathan’s grandiose 
vision, we have something like that right here 
in this building, and I’m going to focus on it 
and make it the first step in a multi-step re-en-
visioning of Jonathan Byrd’s. 

So it is with a bit of sadness, tinged with an-
ticipation, that I announce that on April 30th, 
the cafeteria line at Jonathan Byrd’s will serve 
its final customer, and the Jonathan Byrd’s 
brand will change forever. As a first step in the 
new era of Jonathan Byrd’s, the space that has 
long been known as JB’s will become the new 
Jonathan Byrd’s, as we continue the Byrd fami-
ly’s more than 60 year tradition of serving qual-
ity food to the people of central Indiana. As we 
transition to that new era of Byrd family food-
service, it must be said that our popular and 
signature items will always be available for sure, 
but that era now includes being experimental, 
offering more specialty items, and challenging 
ourselves to be better than we’ve ever been. 
We’re going to continue being the place where 
food triggers happy memories and a feeling of 
home.  We want to continue to be all things to 
all people, but we want to do it in a way that 
is more efficient, more personal, and more in 
tune with changes in tastes and times. We are 

Continued on next page.
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We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
on your next delivery!

Direct Delivery isn’t the new delivery company on the block. We’ve 
been around for decades, delivering materials of all sizes on time and 
on budget. Let’s face it, when you need something delivered, you just 
want to make the call with confidence that your shipment is as good as 
delivered. Well, you’re at the right place.

Direct Delivery is the answer for your shipping needs. In fact, you’ll 
find that we are a reliable and responsible company that is always will-
ing to work with you regardless of your needs. Not only do we take our 
business serious, we take our role in the business community serious 
as well. Welcome to our site, feel free to browse it or if you just need a 
delivery contact us and make it a Direct Delivery.

“We have used Direct Delivery for a number of years and have developed a 
strong relationship with them. Like us, they are locally owned and though 
we know there are other companies we could use, we know that the owner, 
Greg Mertz is always a phone call away, and we take great comfort in 
that...” - RJ Pile, Indianapolis

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221

Well, President Obama did it again. 
In the name of malfeasance and 
misinformation, he signed yet an-

other executive decree. This time, he 
signed a document that said if you 
ever do work with the federal govern-
ment, you have to disclose your pay 
grades for everyone in your organiza-
tion, as well as no regulations in your 
business banning employees compar-
ing their various income pay levels. 
One thing  is sacrosanct in most busi-
nesses: people do not talk about their 
pay. I, for one, have given people quite 
large raises for merit. At the same 
time that I awarded the raise, I said 
if this raise is ever made 
public by you, I will 
take the raise back. 
Believe me, when 
the employee gets 
a handsome raise, 
he understands the 
art of confidential-
ity. 

Enter your presi-
dent. I believe some of 
his staffers literally sat 

around in a small room trying to play gotcha 
with Republican businessmen and women, not 
caring the least bit about the fallout that might 
result. The new executive order says that now 
you can compare your pay with anyone in the 

business who is willing to share his 
pay rate with you, and now there’s 
nothing the company can do to stop 
it. Now, if you demand confidentiality 
of pay plans with your employees, you 
will be breaking the law! 

So what was the president’s reason-
ing? He did it all in the name of equal 
pay for women. What he failed to ac-
knowledge is that in 1963, the equal 
pay for women act was passed, and 
it has stood the test of time. Now, 
when Republican congressman and 

senators state their out-
rage for this kind of trick 

and deceit in presi-
dential executive 
order, the presi-
dent can suggest 
we are only mad 
because we don’t 

care about women 
and equal pay. As we 

enter the next election 
cycle, he knows that 

more women than ever are taking to the ballot 
box. He wants to create a phony-baloney theory 
that Republicans hate women. So what he does 
is drum up some program that causes nothing 
but havoc in America’s small businesses that are 
doing business with the government. It is done 
with intent and malice. This is one more way the 
federal government is abusing an intrusion into 
our businesses. 

Interestingly, every worker has some pro-
tection under the law for worker abuse, but 
the least protected person out there is a white 
male. The president is also aware that while tra-
ditionally the white male has dominated college 
graduate ranks, now there are more women en-
tering college than men. This means the next 
generation of college graduates has more quali-
fied women going into the job market than men. 
Therefore, any residual pay disparity is quickly 
fading. Have no illusions, the president is fully 
apprised of this. 

Recall, in the last election cycle, the president 
found a half a dozen ways that “Republicans hate 
women.” Well, all is fair in love and war. I don’t 
fault him; he probably just outsmarted the Re-
publican hand. This is your federal tax dollar at 
work for you.

Howard Hubler
COLUMNIST

Howard Hubler can be reached at howard@hubler.com.

PEER TO PEER

Privacy of pay patronized by president

BUSINESS TALK
going to keep building on our brand as we con-
tinue our role as the Official Catering Com-
pany of the Indianapolis Colts and keep right 
on growing our successful catering business. 
We’re going to continue to be here for you just 
as you have been here for us, and we ask those 
that we have served for so many years to keep 
on trusting us with your business, as we make 
ourselves better for you and your families.

In the coming days and weeks, we’ll be an-
nouncing some very exciting things that will al-
low us to build on our past while adapting for 
the present and embracing the future. We want 
our customers to rest assured that you will still 
be able to walk right in, step to the counter, 
point to the food you love, and have it served 
to you quickly in a comfortable and casual en-
vironment.  You’ll still be able to dine with us, 
take your food with you, and continue to access 
all of your Jonathan Byrd’s favorites through 
our drive-thru. To go along with that though, 
we also plan on making some bigger and more 
exciting changes. As I said, this is just the first 
step, and we’re excited about where the steps 
that follow are going to take us. Thank you for 
coming to us for more than a quarter century. 
We’re looking forward to the next twenty-five 
years. 

To keep up with the latest from Jonathan 
Byrd’s, check us out online at www.jonathan-
byrds.com, like us on Facebook at www.face-
book.com/jonathanbyrds, and follow us on 
Twitter @JonathanByrds.  

Ginny Byrd, Greenwood



Food • Fun • Networking

Join us for the Southside Business Leader’s May 
Cover Party, sponsored by Indiana Members 
Credit Union and Simons Bitzer & Associates. 
Enjoy wine and hors d’oeuvres, and mix with 
colleagues and your peers from throughout 
the Southside during this fun and casual after-
hours business affair as we honor: March 
cover, Joe and Cindy Rene, Long’s Bakery; April 
cover, Christian Maslowski, CEO and president, 
Greenwood Chamber of Commerce; and May 
cover, Omar Robinson, president and owner, 
Sun King Brewing.

Tuesday, May 20, 2014
 5:30-7:30 p.m.

Simons Bitzer & Associates
8350 S Emerson Ave #100, Indianapolis

RSVP by May 19 to coverparty@businessleader.
bz or call/text (317) 918-0334 

COVER PARTY

presented by
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BUSINESS PERFORMANCE

Erin Smith
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.

As I continued to hone our marketing 
plan for 2014, I came across a great 
article in Forbes.com that is a must 

share: Inside the Millennial Mind: The Do’s & 
Don’ts of Marketing to this Powerful 
Generation, by Patrick Spenner. I 
must admit that marketing tactics of 
the past (the ones I know how to do 
and am comfortable with) are not 
necessarily working on the decision 
makers of today.  The millennial 
generation, primarily defined as 19-36 
year olds, is driving decision making 
in marketing departments across 
the globe.  The very departments 
that ten years ago preferred face to 
face connections, held loyalty of 
vendors high 
and believed that 
technology was 
going to enhance, 
not completely 
change, the way 
they worked have 
made an abrupt 
change.  Business 
owners and leaders must take note, in quick 
order, before we are considered dinosaurs with 
an aversion to the inevitable … CHANGE!

A few facts to consider:
• Millennials are the largest generation by 

population size (76.6 million) – Beating out 
the Baby Boomers!

• Millennials take the most “selfie” pictures 
than any other generation – Go figure.

• Millennials are not taking the same ap-
proach to adulthood as previous generations 
– Work hard, get married, buy a home, have 

children, live happily ever after, in that order I 
might add, is not in their DNA.

So, what does all this mean to you?  Well, 
if you want to reach and engage this market 
and conduct business, you are going to have 
to change and adapt – a paradigm shift, if you 
will, in your thinking.  Here are three ways to 

help you shift and connect, straight 
from the article:

“First, understand and speak to 
the values that drive them – hap-
piness, passion, diversity, sharing 
and discovery. Second, understand 
their realistic lifestyles and expe-
riences and find ways to amplify 
their reality. And, finally, make sure 
they feel informed and involved, 
not just marketed to. By following 
these three strategies, brands will 
find more opportunities available 

to them to gain 
this generation’s 
affinity.”

Sounds logi-
cal, but when 
you genuinely 
try this it may 
feel awkward.  
Keep trying.  

The current college intern on my staff is spur-
ring my own paradigm shift.  His ideas force 
me to think differently and have had positive 
impact.  The millennial generation is extreme-
ly bright and innovative, just as we have wis-
dom and experience to share.  Perhaps collid-
ing with this generation will be just what our 
economy needs to bring about a robust recov-
ery. 

YOUR BUSINESS

Marketing to millennials 
and beyond

“The millennial generation is extremely bright  
and innovative, just as we have wisdom and 

experience to share.  Perhaps colliding with this 
generation will be just what our economy needs  

to bring about a robust recovery.”

Helping habits of health

At age 50, Ursula McGarvey thought she 
should just accept the weight she had tried 
to lose for years, trying many fad diets. A 
friend convinced her otherwise, advising that 
she should go see a health coach. During that 
time, November 2011, McGarvey left her 
Greenwood home to stay in Florida during the 
winter. When she returned to her White Riv-
er Township home in January 2012, she says 
everyone was surprised that she looked like a 
whole other person. It was then she decided 
to begin taking on clients of her own, forming 
Healthcoachurs.

“I lost weight with the health coach and I 
decided to pay it forward,” McGarvey says. 
“People have found that people who work 
with a health coach are more successful. 
They’ve seen that coaches are more successful 
at keeping their own weight off... I really didn’t 
expect it to take off so fast. It really is a referral 
business, so when people experience success, 
they want their family to have it.”

McGarvey says she wasn’t working at the 
time and figured she didn’t have anything to 
lose. She says it’s wonderful to have the capa-
bility to work part-time from her home. She 
has clients spread all over geographically, 
though she says about 2/3 of them are local. 
She holds a monthly open house to share suc-
cess stories with clients and potential clients.

McGarvey says the program has three steps: 
the food, the habits of health and a health 
coach who interlinks the two. She encourages 
clients to eat a five-in-one 
plan – five of the meals 
she recommends and one 
of their own. The pro-
gram encourages gradual 
changes, allowing people 
to form those habits that 
will help them maintain 

the weight loss. 
“I really just hope to help people,” McGar-

vey says. “Obesity, it’s a burden like any oth-
er addiction or disease. I think a lot of people 
have given up on themselves. What I hope is 
just to help one person at a time.”

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

Never give up. It’s never too late to start – 
whether getting to your goal weight, to start 
a business or whatever you are dreaming of.

How have things changed since you start-
ed your business?

I work, which I didn’t before. I have learned 
that healthy food does not have to be gross. 
I would never have thought that healthy food 
could be so delicious.

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

My biggest challenge is that I was pretty 
computer illiterate starting out. I have over-
come it by asking lots of questions and figur-
ing it out.

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

One of the things I’ve changed is I used to 
make client calls every day of the week. I’ve 
learned that I can work a schedule that fits me 
and my family life. I can work in a way to suit 
everyone’s schedules.

What is the hottest new trend in your in-
dustry?

People are realizing 
more and more that it’s 
healthier to eat six small 
meals a day and we need 
to get back to more whole-
some food and stay clear 
of the processed stuff.

NOW THAT WE’VE BEEN OPEN

Compiled by Nicole Davis

Reach the best markets in metro Indianapolis.
To advertise, call 300-8782

Greenwood’s Ursula McGarvey decides to coach 
others after finding success in her weight loss journey

Left, Ursula McGarvey holds her fresh-made Italian beef casserole, just one healthy recipe she’s learned to make 
since her own, personal weight loss. Photo by Nicole Davis. Right, a “before” picture of Ursula McGarvey. 
Submitted Photo.
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A new long-term study identifies the 
most dangerous threat 
to investor performance:  

the investors themselves. DAL-
BAR, out of Boston, just released 
its 20th Quantitative Analysis of In-
vestor Behavior. It again shows that 
investors don’t do nearly as well 
as the investments they purchase. 
Even as the availability of inves-
tor education resources has risen 
dramatically with the proliferation 
of the internet and investment in-
formation, investors simply refuse 
to learn from their mistakes. The 
DALBAR study shows that average investors 
are continuing their behavior of buying high 
and selling low. 

Over the last 20 years, the S&P 500 has re-
turned an average of 9.22 percent annually, 
but the average investor portfolio has earned 
just 5.02 percent. The gap actually widened 
in 2013 as the market was booming. Accord-
ing to 2013 mutual fund inflow data, investors 
kept guessing wrong on when to invest … in 
a year when it was very hard to not do well in 

the markets.
Why can’t the average investor seem to get 

it right? Ever?
The reason seems to lie in unreal-

istic investor expectations. Investors 
typically set their expectations too 
high. They believe that the market 
average is the worst they should do. 
Another contributing factor is inves-
tor hubris. They think everyone else 
is average, not them. They are in-
vestment geniuses and are making 
optimal choices in investments and 
timing. But is that a realistic or even 
appropriate way to think? If your ex-
pectations and hubris are unrealistic 
or inappropriate, then when things 

don’t go as expected, your response is likely to 
be inappropriate as well.   

I have the heart of a teacher and have hoped 
that maybe a few words in the many, many ar-
ticles I have written in these pages over the last 
several years have educated or maybe even 
enlightened a few of you.  Alas, the DALBAR 
study says my words and those of many, many 
others apparently have not taken root. That is 
very worrisome to me. We are at a point in our 
society when the average person – more than 

ever before – holds his financial future in his 
own hands. Professionally managed and em-
ployer funded pensions have been going away 
for decades now. They have been replaced, if 
at all, by largely self-directed retirement-sav-
ings plans where the average investor is brief-
ly self-educating himself then pulling triggers 
and making investment decisions that will 
impact the quality of their future retirement 
years dramatically.  

So what’s an investor who would be suc-
cessful to do? 

The DALBAR report suggested four best 
practices to avoid money-losing behavior: Set 
expectations below market indexes; control 
exposure to risk; monitor risk tolerance and 
present forecasts in terms of probabilities. 

Don’t fall into the trap of the average inves-
tor who believes wealth comes from making 
aggressive investments and timing them right. 
Become the truly wealthy investor who main-
tains realistic expectations, understands and 
controls risk, and follows a patient aggressive 
savings plan over many years and many up 
and down markets.  

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.

MONEY MATTERS

Investor behavior chagrins 
professional advice

BUSINESS DISPATCH

Greenwood Business 
Symposium coming

Simons Bitzer & Associates with Southside Busi-
ness Leader and Home Bank will offer a Business 
Symposium on August 28th in Greenwood. Lo-
cal business men and women will speak about 
fresh ideas on running your business.  Topics 
will include marketing, sales, and basic business 
acumen. Profits from this event will go to sup-
port Goodwill Industries Nurse Family Partner-
ship. For more information, contact Lisa Rollings 
at lrollings@simonsbitzer.com or call (317) 782-
3070.  

Rhonda Deluise moving  
up in St. Francis

Rhonda Deluise, RN, has been appointed di-
rector of Quality and Support Services at 
Franciscan Visiting Nurse Service. She was a 
manager in that same area the last five years.
Before joining Franciscan VNS, Delouise was 
vice president of patient care services for 
Howard Regional Health System and held var-
ious nursing positions at other medical facili-
ties in Kokomo. Deluise received her associate 
and bachelor degrees in nursing from Indiana 
University.

Prestige
Lawn Solutions

CALL TODAY! (317) 524-9100
www.prestigelawnsolutions.com

Emergency - 24 Hour Service
Tree Removal
Lot Clearing
Gutter Cleaning
Dirt Work

Erosion Control
Fall Clean-up
Rip Rap
Fence Install and Repair

$50 Off 
Tree Removal

The solution to all your  
outdoor needs



American Family Insurance  
Matthew R. Green Agency, LLC 
6010 S US Highway 31
Indianapolis, IN 46227
(317) 780-1000
mattgreenagency.com

Express Employment 
Professionals
707 S. Madison Ave.
Greenwood, IN 46143
(317) 888-5700
Mike.Heffner@expresspros.com
ExpressIndySouth.com

Indy City GiftBaskets
130 E. Epler Ave., Suite E
Indianapolis, IN 46227
(317) 782-GIFT (4438)
indycitygiftbaskets.com 

Simons Bitzer & Associates, PC
8350 South Emerson Avenue, Suite 100
Indianapolis, IN  46237
(317) 782-3070    
SimonsBitzer.com 

The year was 1954 and the community was growing. Greenwood’s economic engine, long-
associated with the city’s initial founding and increasing prosperity, was gaining power. This 
growth brought about a greater sense of local pride and progress. It also revealed the need 
for an entity to help guide and develop it. That fall, a group of local business leaders came 
together with the vision of “advancing the commercial, industrial, and civic interests of Green-
wood and its trade area.” The Greenwood Chamber of Commerce was born.

The Chamber and community have evolved along the way. The Chamber hired its first full-
time executive director, Ginger Van Valer, in 1976. And in 1985, the Chamber reorganized as 
the Greater Greenwood Chamber of Commerce to better reflect the expanding geography and 
interconnectedness of the “Greenwood” business community.

Today, new leaders have emerged to carefully steward the Chamber and perpetuate the 
vision set forth sixty years ago. Their commitment connects us with our past and gives us 
confidence in our future. Membership now stands as one of the largest in Central Indiana. The 
staff has grown to four dedicated fulltime professionals and the Greater Greenwood Chamber’s 
portfolio of services encompasses much more than monthly luncheons.

Join us! 
GreenwoodChamber.com 

Eight past Board Chairs join president & CEO Christian Maslowski (top right) for a photo at the 2011 Annual 
Chamber Celebration.  Front row left to right: Nancy Lewark, Susie Bixler, Joyce Nies, Jeff Goben, and Garnet 

Vaughan.  Back row left to right: Jeff Tillman, Brandyn Ferguson, and Paul St. Pierre.

Celebrating 60

CENTER GROVE

CONNECTING                SOUTHSIDE. My

Midwest Language Services, LLC 
3209 W. Smith Valley Rd., Suite #211
Greenwood, IN 46142
Phone: (317) 884-3122
Fax: (317) 888-5901   
midwestlanguageservices.com

Tilson 
1530 American Way, Suite 200
Greenwood, Indiana 46143
(317) 885-3838
tilsonhr.com
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Mike Heffner is the owner of the Greenwood Express Employment Professionals franchise. Contact Mike at mike.heffner@
expresspros.com or visit www.expressindysouth.com.

Out of necessity over the last few 
years, the mentality of “do more 
with less” has become a way of life 

for most businesses. Even as things 
have improved in the last year, most 
businesses are still just trying to sur-
vive. With constantly changing gov-
ernment regulations, a jittery mar-
ket that bounces around on a whim 
and almost nothing being predict-
able, doing more with less seems 
like it’s going to be the norm.  As 
business owners, we can’t bury our 
heads as we see healthcare changes, 
wage increases, lack of skilled work-
ers, or a multitude of other things 
that change on a dime. When things 
get tough, I was taught to focus on what you 
can do and the things you already have. A say-
ing I use a lot is “play with the cards you have.” 
What can we do with the talent, tools and re-
sources in our lap? Those who know me know 
that I am a student of learning how to use your 
strengths. Another saying I like to use – “know 
your strengths and manage your weakness-
es.” Are you maximizing how you utilize your 
greatest asset – your employees?  

Know when to hold them
There is no perfect employee – everyone has 

his or her own unique strengths and weakness-
es. So which one should your business’ leader-
ship focus on? According to Gallup Business 
Journal, “building employees’ strengths is a far 
more effective approach to improving perfor-
mance than trying to improve weaknesses.” By 
shifting the focus onto what each employee 
does well and then assigning tasks and projects 
accordingly, a business can greatly increase its 
chances of success. In fact, Gallup revealed that 
“people who use their strengths every day are 
six times more likely to be engaged on the job.” 

Place your bet on the passion
Usually, employees strengths are connected 

to their passion. Tapping into those passions is 
the key to long term success. Specifically, Har-
vard Business Review recommends giving em-
ployees some freedom in choosing their projects 

and tasks. There are certainly limita-
tions to this, but the journal found that 
because employees will usually choose 
what they are interested in doing, 
they have a higher chance of success. 
Gallup’s 2013 State of the American 
Workplace Report echoed the same 
sentiment, saying that the most highly 
engaged, successful organizations “get 
the most from their employees by tap-
ping into their passion, potential, and 
discretionary efforts.” 

Know when to fold them
Understand, however, that maximizing your 

employee’s potential does not mean working 
him to death. Research from Gallup has shown 
that “those who use their strengths for 10 hours 
or more each day are more likely to say they 
have enough energy to get things done.” Inc. 
Magazine reported that there are short-term 
benefits for brief, infrequent bursts of over-
time. The article from Inc. went on to say that 
consistently clocking more than 40 hours per 
week results in unproductive, tired employees, 
and the increased hours worked is not equiva-
lent to an increase in production. More can ac-
tually mean less in this situation.

Employees are our single greatest asset. I 
often see where a change in leadership makes 
all the difference. This doesn’t mean the leader 
needs replaced; it just means a different view-
point may need to be utilized by the leader. Ev-
ery business owner wants to see his company 
succeed. In today’s business world, that means 
maximizing what you already have, by recog-
nizing and capitalizing on the strengths of your 
people, while providing them the opportunity 
to become leaders and be creative. I hope you 
win the game with the cards you were dealt.

Play with the cards you 
have and maximize results

PERSONNEL MATTERS

Mike Heffner
COLUMNIST

BUSINESS DISPATCHES

FINANCE

n Winter’s chill and economic activity
Could this winter’s irregular frigid temperatures chill local economic activity? Certain busi-
nesses like Natural-gas companies, auto repair/maintenance facilities and HVAC service 
providers may see an increase in revenue and customers. Other, less vital businesses are 
more likely to take a hit due to the snow-covered streets and icy conditions. Investors, how-
ever, are hopeful that the employment report for early 2014 will show improvement from 
December’s 74,000 new-job gain. – Yahoo Finance

n Identity fraud on the rise
According to a new report from Javelin Strategy & Research, identity frauds saw an increase 
to 13.1 million in 2013—up 500,000 from 2012. The biggest source of identity theft occurs 
during a data breach, wherein personal and financial information is accessed and either 
utilized or sold. In order to safeguard yourself from fraud, create strong passwords or pass-
phrases and change them regularly. Check your bank accounts and activity frequently, and 
shred personal documents that may contain sensitive information. – CNN Money

n Joint credit cards no more?
Joint credit cards may be on their way out as some reports claim Chase plans on discontinu-
ing the product. HSBC and Credit One also dropped their joint credit card services some 
time ago, leaving only a few other banks who offer joint credit cards. But instead of forcing 
couples to have two separate cards, spouses can now be named as an “authorized user” 
of an existing account. A Chase spokesperson cited the change as a move to simplify the 
bank’s products. – MSN Money

TECHNOLOGY

n Hazards in counterfeit devices
A new report from the Mobile Manufacturers Forum says counterfeit iPhones and other hi-
tech devices are often full of lead and other hazardous materials. In 2013, approximately 
148 million counterfeit units were sold, which could mean that nearly 8% of mobile devices 
sold in 2013 were illegitimate products containing varying amounts of lead, cadmium and 
mercury. Beware of cheaper-than-normal products from third-party sellers. – MSN Tech

n Interest in research into driverless cars
Major car companies (BMW to Toyota to Volvo) alongside Google have been increasing 
their research into “driverless” cars in recent years. Advocates claim the general public is still 
almost a decade away from access to driverless cars, but increased research and funding 
means automated vehicle technology is gaining traction. Benefits could include increased 
road capacity, fewer traffic accidents, reduced congestion, and more opportunities for 
handicapped drivers. – Yahoo Tech

SALES

n Marketing landscape: rapidly changing
As companies reemerge from the throes of winter, marketing agencies gear up for cam-
paigns and head back to traditional methods of advertising. Traditional methods, however, 
may be on the way out to make room for newer, more action-based promotions for com-
panies attempting to improve their marketing and branding. – Forbes Sales & Marketing

n Sales minus the sleaze
Sales sometimes receives a bad reputation, but there’s a big difference between slick-talk-
ing and simply asking for the sale. Well-crafted calls for action, more conversation than 
“pitch” and focusing on building a partnership with your potential customers are just a few 
ways you can brand yourself or your company as a genuine, wholesome establishment. – 
Entrepreneur.com

n Ford sales up in China
Large sales gains for Ford in China (thanks to the Ford Focus, the best-selling vehicle in 
China) encouraged Ford to invest $100 million in research and development facilities in 
Nanjing. From this investment, Ford plans to open two no assembly plants in 2014. – CNBC
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2 - Greater Greenwood 
Chamber of Commerce 
(Kids Against Hunger 
Greenwood Relocation 
Ribbon Cutting); May 2, 
11:30 a.m. – 1 p.m.; 5230 
Park Emerson Dr., Suite 
A, Indianapolis. For more 
information, call  
(317) 888-4856

6 – Greater Greenwood 
Chamber of Commerce 
(Women Leaders 
Luncheon); May 6, 11:30 
a.m. – 1 p.m.; Pipers 
Restaurant & Catering. For 
more information, call  
(317) 888-4856

8 – Beech Grove Chamber 
of Commerce (May 
Networking Lunch); May 
8, 11:30 – 1 p.m.; Beech 
Grove Public Library, 1101 
Main St., Beech Grove. 
For more information, visit 
beechgrovechamber.com

15 – Greater Greenwood 
Chamber of Commerce 
(May Business After Hours 
– Aqua Systems); May 15, 
5-7 p.m.; 905 N. State Rd. 
135, Greenwood. For more 
information, call  
(317) 888-4856

22 – Greater Greenwood 
Chamber of Commerce 
(Connections!); May 22, 
5-7:30 p.m.; Golden 
Corral, 160 S. Marlin Dr., 
Greenwood. For more 
information, call  
(317) 888-4856

29 – Greater Greenwood 
Chamber of Commerce 
(Legislation Matters 
Luncheon: US Senator); May 
29, 11:30-1 p.m.; Valle Vista 
Golf & Conference Center, 
755 E. Main St., Greenwood. 
For more information, call 
(317) 888-4856

NEWLY INCORPORATED

Beca
Megan Miyesa
1495 Egret Lane
Greenwood, IN 46143

Christ the King Lutheran of 
Mooresville
Zoy Beck
10523 Heartland Blvd.
Camby, IN 46113

Frey for Congress
Ralph M. Frey
P.O. Box 1434
Greenwood, IN 46142

Greenwood Discount 
Tobacco
Yogesh Parikh
713 Fry Rd.
Greenwood, IN 46142

Hotlox Hair Studio
April Perkins
10 Sara St.
Whiteland, IN 46184

Jay’s Heating and Cooling
Jay Fulmer
2836 S. Morgantown Rd.
Greenwood, IN 46143

Karma Vape
Dan Vanwinkle
225 N. Morton St.
Franklin, IN 46131

Paris Nails
Kimchi Thi Dao
1675 W. Smith Valley Rd.
Greenwood, IN 46142

Peking
Xingan Liu
126 E. Main St.
Edinburgh, IN 46124

Reginas Salon
Marian Regina Surenkamp
202 N. Madison Ave., Ste. 7
Greenwood, IN 46142

Robin Powell  
Cleaning Service
Robin Powell
997 Coventry Ct., Apt. 920
Greenwood, IN 46142

The Urban Poppy Shoppe
Anne Sutton
3745 Fountain View Dr.
Greenwood, IN 46143

Wright Express
Justus Wright DBA
Justus Wright
2808 Branfield Dr.
Franklin, IN 46131

NEW MEMBERS

Greater Greenwood 
Chamber of Commerce 

Johnson County Property 
Investors
4653 E. 400 S.
Franklin, IN 46131
(317) 847-7879

Vistage International
2452 Baywood Court
Greenwood, IN 46143
(317) 886-8543

Pampered Chef 
Independent Consultant
6740 Marble Arch Way
Indianapolis, IN 46259
(317) 450-4612

Healthcoachurs
2159 Willow Court
Greenwood, IN 46143
(317) 979-4411

Bethany Village
3518 S. Shelby St.
Indianapolis, IN 46227
(317) 783-4042

Mt. Auburn United 
Methodist Church
3100 W. Stones Crossing Rd.
Greenwood, IN 46143
(317) 535-8555

Anytime Fitness  
Center Grove
1642 Olive Branch Parke Dr.
Greenwood, IN 46143
(317) 893-2226

Beech Grove Meadows
2002 Albany St.
Beech Grove, IN 46107
(317) 783-2911

Spitzer Racing Enterprises
6135 W. 400 N.
Greenfield, IN 46140
(317) 894-9533

SBA GUARANTEED LOANS

Hamilton County

4 Box, LLC
2454 E. 146th St.
Carmel, IN 46032
$205,000
The Huntington National 
Bank

110 WMS, LLC
110 W. Main St.
Carmel, IN 46032
$250,000
The Huntington 
National Bank

Aurelio’s Pizza 
of Fishers, LLC
9763 E. 116th St.
Fishers, IN 46037
$981,000
Regional Development 
Company 

Carmel Medical  
Office Building
10601 N. Meridian St.
Indianapolis, IN  46290
$4,615,000
Regions Bank 

CBDM, Inc.
14655 Gray Road
Noblesville, IN 46062
$50,000
The Huntington  
National Bank

Michael V. Curley and 
Curley Brick and  
Masonry, LLC 
727 W. S.R. 32
Westfield, IN 46074
$1,444,400
$250,000
The Huntington  
National Bank

D and A Construction, Inc.
10330 Pleasant St., Ste. 400
Noblesville, IN 46060
$100,000
First Merchants Bank 

Fisher Marketing, Inc.
Adios Pass
Carmel, IN 46032
$319,000
Wells Fargo Bank

Giles Sports and 
Entertainment, LLC
River Road, Ste. G
Noblesville, IN 46062
$150,000
Salin Bank and Trust Co. 

Greenimage Landscape 
and Design
3833 Boine Circle
Carmel, IN 46033
$26,400
The Huntington  
National Bank

Hoosier Companies, LLC
720 N Rangeline Road
Carmel, IN 46032
$25,000
The Huntington 
National Bank

Jazzy A Trucking, LLC
10643 Summerwood Lane
Fishers, IN 46038
$42,200
The Huntington  
National Bank

Joe’s Auto Service, Inc.
57 Hickory Ridge Circle
Cicero, IN 46034
$1,400,000
Ridgestone Bank 

Kuper Spine and  
Joint Center
11254 Duncan Dr.
Fishers, IN 46038
$25,000
$50,000
Star Financial Bank

South of Chicago 
Pizza Fishers
13578 E. 131 St.
Fishers, IN 46037
$50,000
The Huntington  
National Bank

Texon II, Inc.
18 Forest Bay Lane
Cicero, IN 46034
$150,000
Horizon Bank 

Texon II, Inc.
15239 Herriman Blvd.
Noblesville, IN 46060
$181,000
Premier Capital Corporation

Hancock County

Design and  
Manufacturing Solution
2927 W. Redbud Circle
Greenfield, IN 46140
$50,000
Wayne Bank and Trust Co. 

Watkins Inspections, Inc.
5671 W, Woodview Terrace
McCordsville, IN 46055
$26,600
$5,000
The Huntington  
National Bank

Hendricks County

Integrity Rotational 
Molding, LLC
701 N, Carr Road
Plainfield, IN 46168
$250,000
First Merchants Bank

Richard Ping, Jr.
4366 Windsor Road
Brownsburg, IN 46112
$42,300
The Huntington  
National Bank

Plainfield Diner
405 and 411 W. Main St.
Plainfield, IN 46168
$208,000
Premier Capital Corporation

Plainfield Family 
Chiropractic
Hawthorne Dr., Ste. 400
Plainfield, IN 46168
$10,000
Superior Financial Group

Johnson County

Dashmesh Trucking, LLC
2918 Hearthside Dr.
Greenwood, IN 46143
$7,600
The Huntington  
National Bank

On the Level Flooring, Inc. 
171 Commerce Dr.
Franklin, IN 46131
$75,000.The Huntington 
National Bank

Rescue Duct, LLP
261 Leaning Tree Road
Greenwood, IN 46142
$25,000
Mainsource Bank

Surjit Transport
3205 Holt St.
Whiteland, IN 46184
$60,000
The Huntington National 
Bank

Taxman Brewing  
Company, LLC
13 S. Baldwin St.
Bargersville, IN 46106
$256,000
Premier Capital Corporation

Marion County

A.F. Fishers  
Associates, LLC
7305 E. 96th St.
Indianapolis, IN 46250
$25,000
The Huntington  
National Bank

Brothers Floor  
Covering, Inc.
1025 E. 54th St.
Indianapolis, IN 46220
$15,000
Chase Bank

Caplinger’s Fresh  
Catch, Inc.
7460 N. Shadeland Ave., 
Ste. 400
Indianapolis, IN 46250
$25,000
The Huntington  
National Bank

Ciege Property Group, LLC
5435 Emerson Way, Ste. 210
Indianapolis, IN 46226
$25,000
BMO Harris Bank

Anthony M. Cope,  
D.D.S., P.C.
9602 E. Washington St.
Indianapolis, IN 46229
$25,000 
BMO Harris Bank

E and E Construction 
Management
7055 Tower Ct. 
Indianapolis, IN 46214
$80,000
The Huntington National 
Bank

Eagle Land Title, LLC
3500 Depauw Blvd.
Indianapolis, IN 46268
$25,000
The Huntington 
National Bank

ECU Staffing  
Multi-Staffing Services
2346 Lynhurst Dr.
Indianapolis, IN 46241
$2,100,000
Ridgestone Bank

Exceed Insurance  
Agency, Inc.
4150 Lafayette Road, Ste. I
Indianapolis, IN 46254
$100,000
Bank of America

Flat 12 Bierwerks, LLC
414 N. Dorman St.
Indianapolis, IN 46202
$300,000
Mainsource Bank 

Bradley Moreau  
dba Home Education
5116 Brookstone Ct.
Indianapolis, IN 46268
$10,000
The Huntington National 
Bank

Indy Complete Fitness, LLC
922 N. Capitol Ave.
Indianapolis, IN 46204
$372,500
Wells Fargo Bank

Inline Painting, LLC
5335 N. Tacoma Ave., Ste. 22
Indianapolis, IN 46220
$100,000
The Huntington National 
Bank

Johnstone Family  
Practice, LLC
7855 S. Emerson Ave. 
Indianapolis, IN 46237
$150,000
Indiana Business Bank

KI Property  
Management, LLC
S Belmont Ave.
Indianapolis, IN 46217
$100,000
Citizens Bank 

L’Acquis Consulting 
Enterprise
9229 Delegates Row, Ste. 55
Indianapolis, IN 46240
$433,000
Lake City Bank 

Lawrence Investment 
Group, LLC
9920 Pendleton Pike, Ste. A
Indianapolis, IN 46236
$30,000
The Huntington National 
Bank

Loutsa, Inc.
7435 W. 10th St.
Indianapolis, IN 46214
$50,000
The Huntington  
National Bank

Marjac Ventures KC, LLC
2700 Market LLC 
10 West Market
Indianapolis, IN 46204
$850,000
First Federal Sav. Bank 
(Huntington)

Morris Project, Inc. 
7399 N. Shadeland Ave., 
Ste. 302
Indianapolis, IN 46250
$25,000 
$13,200
The Huntington  
National Bank

The O Studio  
Landscapes, LLC
712 Woodruff Place East Dr.
Indianapolis, IN 46201
$25,000
The Huntington  
National Bank

Protis Executive 
Innovations
50 E. 91st St., Ste. 200
Indianapolis, IN 46240
$150,000
First Merchants Bank

Results Plus, Inc.
9800 Westpoint Dr., Ste. 220
Indianapolis, IN 46256
$150,000
The Farmers Bank, Frankfort

S and B Construction 
Group, LLC
10049 E. Washington St.
Indianapolis, IN 46229
$219,600
Fifth Third Bank

SmallBox
6219 Guilford Ave.
Indianapolis, IN 46220
$310,000
Premier Capital Corporation

SC Petroleum, Inc.
2040 E. Washington St.
Indianapolis, IN 46201
$1,038,000
Celtic Bank

Jonathon Stretshberry
4005 S. Emerson Ave.
Beech Grove, IN 46107
$25,000
The Huntington  
National Bank

The Tailgate, LLC
8025 S. Emerson Ave.
Indianapolis, IN 46237
$85,100
The Huntington 
National Bank

Tier 1 Security, LLC
7804 Cole Wood Blvd.
Indianapolis, IN 46239
$25,000
The Huntington  
National Bank

Tiger Solutions 
International
777 Beachway Dr., Ste. 302
Indianapolis, IN 46224
$250,000
$50,000
Forum Credit Union

Tranasia, Inc. 
8505 Keystone Crossing
Indianapolis, IN 46240
$25,000. The Huntington 
National Bank

Tulip Tree Creamery, LLC
6330 Corporate Dr., Ste. D
Indianapolis, IN 46260
$125,000
Indiana Business Bank

United Wireless  
and More, Inc.
3822 N. Mitthoefer Road
Indianapolis, IN 46235
$50,000
The Huntington  
National Bank

Vice Electrical Corp. 
8615 Kruggle Ct.
Indianapolis, IN 46256
$50,000
The Huntington  
National Bank

Victory Improvement 
Profession 
1414 E. 10th St.
Indianapolis, IN 46201
$50,000
The Huntington National 
Bank

Zaxby’s
3622 Bethany Road
Indianapolis, IN 46268
$824,000
Capital Access Corp.

Shelby County

3 Towers  
Broadcasting Co., LLC
2356 N Morristown 
Road 
Shelbyville, IN 46176
$150,000
Indiana Business Bank 

PLANNER OF NOTE

BUSINESS LOCAL



indstate.edu/ProMBA

Indiana State offers a one-of-a-kind MBA program in Plainfield for working 
professionals.

Only five percent of colleges and universities are nationally accredited by the AACSB. 
And we’re named a “Nation’s Best” program by the Princton Review. We’re among the 
elite.

We’re for balance in your family, work, and school time. One night a week for ten weeks, 
three times a year. You’ll see the goal and stay the course.

Open houses in your area:

May 6, 6:00 p.m., Greater Greenwood Chamber of Commerce, 65 Airport Parkway, Suite 140, Greenwood
May 12, 6:00 p.m., Metropolis Mall Event Center, 2499 Futura Park Way, Plainfield

RSVP to: ISU-MBA@indstate.edu or call (317) 662-0004.

We’re for opportunity. For self-discovery.

And for you.


