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Property owners David Zimmer and his mother, Jane 
Zimmer, continue their goal of making Madison 

Avenue in Greenwood a beautiful place to visit. Page 5

Zimmer’s
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*$50 membership savings account required. Rate subject to change & effective 5/1/14. 60-month term. Current IMCU loans exempt. Subject to credit approval.  

Southside Branch
5047 Madison Ave

788-4693

Stop 11 Branch
5940 E Stop 11

887-0686
Greenwood Branch

1115 N Madison Ave
881-3877

Center Grove Branch
1604 S SR 135

859-8034

...With Great Rates

Auto Loan Rates As Low As

2011-2014 models

1.9%
APR*
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Pre-employment

 Drug & Alcohol Testing 

 Physicals and Immunizations 

  DOT/CDL Exams 

  Vision/Hearing Screenings 

 
On-the-Job 

 Injury Prevention                           

 Injury Treatment/Worker’s Comp 

 Independent Medical Evaluations 

 Job Specific Ergonomic Evaluations 

 
Return to Work 

 Physical and Occupational 
 Therapy & Rehabilitation         

 Fitness for Duty Testing 

 
Wellness Programs

 
On-Site Mobile Health Coach

© 2014 IU Health  6.14  IUHMH 14184

IU Health Occupational Health  |  789 E Morgan Street  |  Martinsville, IN 46151

THE STRENGTH IT TAKES

Trust in our strength and 
make your business stronger.
Indiana University Health now offers area employers convenient and easily 

accessible Occupational Health services. Conveniently located off of Highway 37, 

our facility is a short drive from Indianapolis’ south side. We work with employers 

of all types and of all sizes to develop cost-efficient and effective work-related 

medical care: From pre-employment physicals to injury care to back to-work 

solutions. Quality care is located less than 20 minutes from where your

employees work and live. Call us today to learn how we can help you make a 

difference in the lives of your employees – and the health of your organization.

Contact 765.349.6777 to schedule a consultation.
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I’d like to welcome newly appointed Greater 
Beech Grove Chamber of Commerce 
Executive Director Laura Barnard to the 

Southside business community. 
I had an opportunity 

to chat with Laura a few 
weeks ago, and I found 
her to be very engaged 
and, of course, full of 
enthusiasm. I think GB-
GCC members will find 
her a joy to work with.  

A strong chamber of 
commerce is important 
to Beech Grove. Running 
a chamber is not an easy 
job. Members have their 
own perceptions of what 
the chamber should be to them. In Laura’s case, 
this is a part-time gig, so she will also need to 
lean on her board to help out as well; the board, 
too, seems to be very active and engaged. 

If you are not a member of the chamber, I 
would urge you to join. The GBGCC also has 
a new office located at 3841 S. Emerson Ave. 
If you have any questions about the GBGCC 
I‘m sure Laura would be more than happy to 
answer them. Email her at info@beechgrove-
chamber.org or call (317) 759-2873.

……………
Simons Bitzer & Associates, in partnership 

with the Southside Business Leader and Home 
Bank will host its first-ever 2014 Southside 
Business Symposium, Thursday, Aug. 28, 7:15 
a.m. – noon, at Indiana Wesleyan University’s 
Greenwood Campus, 1500 Windhorst Way. 
Business Leader columnist Howard Hubler will 
be the Symposium’s keynote speaker.   Business 
owners and executives from small to medi-
um-size businesses will not want to miss this 
learning opportunity. Local successful business 
owners will share words of wisdom of what to 
do and what not to do to grow their business. 
In addition, the following vendors will be avail-
able for your assistance: Lee & Associates Cor-
porate Real Estate & Leasing, Office 360 – Full 
Office Supplier, Appletree Staffing & Imagina-
tion Station Toy Store.

For more information, contact Lisa Rollings, 
Director of Business Development and Mar-
keting for Simons Bitzer & Associates. (317) 
782-3070 or via email at lrollings@simonsbitz-
er.com.

……………
 I hope you can join us Aug. 19, 5:30-7:30 

p.m. at Indiana Members Credit Union, 1115 
Madison Ave., Greenwood, for our August 
Cover Party, sponsored by IMCU. 

Please RSVP by Sept. 19 to coverparty@
businessleader.bz. 

Welcoming Barnard 
to BG Chamber

FROM the PUBLISHER

TomWoodLexus.com

Tom Wood Lexus is the only dealership in central 

Indiana that combines the quality of Lexus with 

the reliability of the area’s most trusted name in 

automotive. We take pride in providing you a

world-class ownership experience from the 

purchase of your new or pre-owned Lexus, to all 

of your service and financing needs. Get the car 

you want, the way you want—at Tom Wood Lexus.

4160 E. 96th Street   |  317.580.6888

Hours of Operation:

Sales:
Mon, Thurs: 9 am - 8 pm
Tues - Wed, Fri: 9 am - 6 pm
Sat: 10 am - 6 pm

Service:
Mon, Thurs: 7:30 am - 8 pm
Tues - Wed, Fri: 7:30 am - 6 pm
Sat: 8 am - 6 pm

Ask about our concierge service

An Ownership Experience 
Like No Other

n NEW BOOK ON SALES 
In the 10 years since moving from Swe-
den to New York City, with no experi-
ence in real estate and no contacts, 
Fredrik Eklund has transformed himself 
into the best seller in the most compet-
itive real estate market on the planet. 
In The Sell, Eklund leverages his years 
of experience to create the go-to man-
ual for self-promotion and sales.  At the 
core of the book are chapters tied to 
Eklund’s 10-step program for “selling 
anything to everyone,” sharing his se-
crets on everything from personal au-
thenticity and looking your very best 
to crafting the perfect sales pitch, ne-
gotiating with savvy, and closing deals 
promptly and efficiently . . . lest they 
slip away. The Sell imparts helpful wis-
dom and tips on wooing new custom-
ers, getting them to like and trust you, 
and persuading them that whatever it 
is you’re offering them is precisely what 
they want and need most. He aims to 
help you get a razor-sharp focus on 
selling: selling yourself - or your brand 
- no matter what your background is. 

- amazon.com

n iPAD2 STILL TOP TECH GADGET 
True Apple devotees might write off 
the iPad 2 as last year’s news, but don’t 
be fooled. This is still the tablet to get 
for slimness and size. It’s actually thin-
ner than the new iPad, but the screen is 
still plenty bright and clear. And, start-
ing at $399, the iPad 2 is a hundred 
bucks cheaper than Apple’s latest mod-
el. That’s actually a great value consid-
ering it gives businesses just about ev-
erything they would want in a tablet. 
The iPad 2 is small enough to easily 
slide into a briefcase or a large purse 
without weighing you down, but pow-
erful enough to handle critical busi-
ness tasks. It’s great for writing e-mails 
and reports, perusing documents or 
even basic videoconferencing. It also 
makes a flashy sales presentation tool. 

- entrepreneur.com

n GO PAPERLESS! 
The cost of paper, ink, mailing sup-
plies and postage may seem minimal 
at times, but it can add up to a large 
business expense. Going paperless by 
not printing unless absolutely neces-
sary, transitioning to a digital invoice 
and bill-payment system, and filing all 
important paperwork on your comput-
er instead of a file cabinet can help you 
reduce some of the most common re-
curring business costs. 

- sbinformation.com

BUSINESS DISPATCHES 
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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

Each of us must face trying times in our 
lives. It’s an essential part of the human 
experience. It’s the yin to a happiness 

yang. Just because I tout philosophies 
of happiness doesn’t mean that I 
think we should skip the rain.

Far from it.
Recently, I have become friends 

with a young woman from Las Ve-
gas. She moved here a few months 
ago and recently remarked about 
the constant changing weather pat-
terns. That rarely happens in Las 
Vegas. The weather is such a con-
stant, it becomes a non-factor. In 
Indiana, weather folk 
get to work harder. Peo-
ple pay attention to the 
weather. It’s a common 
denominator to our 
daily lives. I often won-
der what people expect 
when they say they want 
to move to California because of the weather. 
Eventually, everyone is oblivious to the weath-

er. In southern California, no one appreciates 
a beautiful day. But you do, right?

Same goes with tough times. Those born 
lucky don’t understand what a gift they have 
been given. Taking things for granted is a nat-

ural part of the human experience. 
Constants fade from conscience 
thought and are truly appreciated 
until they are taken from us.

This is why I have started a Jour-
nal of Appreciation. It reminds me 
of what I have to be thankful for 
and how lucky I am. The journey 
of thanks can be a rewarding one. 
People who have it bad can still find 
things to be thankful for.

Then I suggest that you smile.
Smiling is an amazing transfor-

mative act. It can turn 
your day around. It can 
help you see the good 
despite the bad. “Fake 
it ‘til you make it” has 
always had a negative 
connotation to me, but 
I’ve changed my mind 

on it. Being fake is a necessary act to survive 
in society. Putting on a fake smile can some-

times trick your mood center in the brain. You 
might actually find yourself enjoying the day.

Author, educator and speaker, Shawn 
Achor, says that we have our values backwards 
when it comes to happiness and success. Typ-
ically, we say that we will be happy once we 
achieve our goals: getting a better job, driving 
a better car, moving to a bigger house, etc. The 
truth is we need to become happy first. Our 
brains work much better with a happiness 
charge of dopamine than working to be hap-
py. Achor, who gives a most excellent TEDx 
Bloomington talk on TED.com, promotes 
training our brain to be happy by examining 
what we are grateful for, gratitude journaling, 
exercise, meditation, and performing random 
acts of kindness. 

Meditation may seem like an odd choice, 
but it makes sense given our hectic schedules 
and our constant barrage of technical minu-
tiae. It actually can help the brain with focus 
issues.

Try these suggestions and see if you aren’t 
happier in a month. 

Gus Pearcy
COLUMNIST

Into each life a little rain must fall
HUMOR

It is when we stop 
doing our best work 
that our enthusiasm  

for the job wanes. 
We must motivate 
ourselves to do our 

very best, and by our 
example lead others to 
do their best as well.

~ S. Truett Cathy, owner  
of Chick-fil-A

The Federal Unemployment Tax Act 
tax rate normally is 0.6 percent of wag-
es paid up to a limit of $7,000 per work-
er, or $42 per employee per year. 

However, employers in as many as 
13 states and the U.S. Virgin Islands – 
yes, including Indiana - may pay an in-
creased FUTA tax rate in January 2015. 
It’s based on FUTA taxable wages paid 
in the affected jurisdictions during 
2014.

For-profit employers pay federal and 
state unemployment insurance taxes on 
wages paid. The FUTA tax rate is nomi-
nally 6 percent, but includes a credit of 
5.4 percent for payment of state UI tax-
es, making the effective FUTA tax rate 
0.6 percent.

However, when state UI funds are 
depleted, states draw from a designat-
ed federal loan account, and if such 
loans are not repaid within two years, 
part of the 5.4 percent FUTA tax cred-
it is reduced, thereby increasing the 
effective FUTA tax rate in affected 
states.  When this “credit reduction” 
applies, the FUTA tax typically increas-
es by 0.3 percent, or $21 per employee, 
payable in January of the following cal-
endar year with Internal Revenue Ser-
vice Form 940. This credit is further 
reduced annually by 0.3 percent until 
loans are repaid.

In addition, because many of the ju-
risdictions affected will have had out-
standing FUTA debt for five years, they 
may be subject to a special benefit-cost 
ratio add-on tax in 2014, which could 
increase the FUTA tax by more than 
the typical 0.3 percent per year.  The 
BCR add-on is less predictable but 
more substantial; for example, Indiana’s 
effective FUTA rate is expected to in-
crease from 1.8 percent to 2.1 percent 
due to credit reduction alone in 2014.  
If deemed to be in effect, the BCR add-
on tax would add another 1.2 percent, 
for a total of 3.3 percent. The combina-
tion of credit reduction and BCR could 
result in a five-fold increase over the 
normal FUTA tax rate. 

For additional information, go to 
http://www.irs.gov/Businesses/Small-
Businesses-&-Self-Employed/FUTA-
Credit-Reduction?cid=elq_sales_en-
ablement  

Unprecedented 
FUTA increases 

may apply for ‘14

“The journey of thanks  
can be a rewarding one.”
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By Nicole Davis
Drivers driving along Madison Avenue 

in Greenwood will often see David Zimmer 
outside, manning a produce stand in the late 
summer and early fall, shoveling snow in the 
winter, putting up Christmas decorations, or 
planting and tending to 
the 1,000 red begonias 
that highlight the street 
(and that’s not even all 
of the flowers). As an 
on-site landlord, David 
says he wants to continue 
to bring nice landscap-
ing to the area so others 
might feel inspired to do 
likewise, causing a ripple 
effect that will only im-
prove the Greenwood 
area.

“David does most of 
the landscaping,” says his 
mother, Jane Zimmer, 
who turned 90 on July 
12. “I tell him sometimes, 
you are the gardener, the 
landlord, financial advi-
sor and the caretaker. I’m 
bragging because he does 
all of that. I’m very proud 
of him. He’s so good with 
people. He’s so kind and 
willing to help.”

Jane and her husband, 
Bill, now deceased, be-
gan to purchase the prop-
erties in 1966. Jane, who 
was born in White River 
Township and attended 
Center Grove Schools, later attending Indiana 
University, says Bill purchased their house just 
behind Madison Avenue in 1956. Jane says the 
piece of property which now houses La Trat-
toria was wearing down, and if she wanted to 
remain in the area, she knew they had to pur-
chase it, which they did in 1966. She opened 
a preschool, Ms. Jane’s School, teaching for 
about three years. She says not everyone was 
happy about having the school in the area, as 
it was primarily residential, but she had the 
backing of her student’s parents. In 1976, Jane 
and Bill purchased the property which is now 
The Flower Market and continued to buy a 
connecting piece of land each decade, form-
ing The Village Shoppes. She says Bill and 
their sons worked on the houses, to improve 

them. 
 “It was a challenge just to do it,” Jane says. 

“We enjoyed doing it. We’d loved seeing the 
improvement on the property. I lived here all 
my life in Center Grove area and Greenwood. 
My grandmother and grandfather lived down 
on Main Street. I like Greenwood and I want 
to see it kept nice.”

Through the years, Jane and David say 

they’ve seen Madison Avenue in Greenwood 
change tremendously, transitioning into a pri-
marily commercial strip. Jane says she can re-
member a time when she would go riding her 
bicycle down Madison Avenue and no one 
would be out. Now, the road is highly-traf-
ficked.

 “I think it’s changed for the better,” Jane 
says. “We have improved every piece of the 
property, all of us have, that at one time was 
getting run down. Everything’s almost turned 
into business here, and we want to keep Madi-
son Avenue nice.”

David says he has helped his parents with 
the upkeep of the properties almost since day 
one. He used to run a tuxedo shop in David 
Williams Men’s Clothing Store in the build-

ing where The Flower Market is now. Now, his 
concentration is on creating an environment 
which his tenants can enjoy. Those tenants in-
clude Community Hearing Health, The Flow-
er Market, Locks Salon and Spa, PC Parame-
dix LLC, Rumours Beauty Salon, Sassafras Tea 
Room and Teal Canary art studio.

“It’s enjoyable to be able to carry on mom 
and dad’s tradition,” David says. “I try to bring 

some joy to the people, which is what it’s all 
about. In this area, we’re experiencing posi-
tive across the street; new people have moved 
in and really improved the buildings they’ve 
occupied because they’re the owners, they’ve 
invested in it, such as Mike Watkins and Vino 
Villa. It’s been a positive, upbeat atmosphere.”

David and Jane are members of the Greater 
Greenwood Chamber of Commerce, continu-
ing to stay active in the community because 
although they’ve seen many changes in the 
area, they say there is still more that can be 
done.

“Over a period of years, Madison Avenue 
has improved and I don’t think it’s through 
yet,” Jane says.

Best advice: Be patient when rental space 
becomes available. Be selective in the 
tenant mix in the area. The ideal tenant will 
have past experience being in business.

Worst advice: Someone who wants to 
operate on a limited basis, as far as time. 
You always have people who think they’ll 
open their doors and people will come in.

Best business decision: Buying the first 
building and expanding in 1966 when 
there was little business on Madison 
Avenue, especially in this area.

In 5 years: We’d like to see more businesses 
established on Madison Avenue and 
expand off of it.

Secret to success: Having the right mix 
and good tenants that provide services 
and being an asset to Madison Avenue 
and Greenwood.

How did David do it?

Reasons to do business with the  
The Village Shoppes:
You can dine at either the Tea Room 
or an Italian restaurant, visit the 
salons, take art lessons, have your 
hearing tested, buy flowers or just see 
the beautiful flowers, our landmark 
begonias on Madison Avenue.

The List

Property owners David Zimmer and his mother, Jane Zimmer, continue  
their goal of making Madison Avenue in Greenwood a beautiful place to visit

FEATURE

COVER STORY

David Zimmer sells fresh produce to Amanda Sheets.  

Photo by Rick Myers

The Village Shoppes
Community Hearing Health

The Flower Market
La Trattoria

Locks Salon and Spa
PC Paramedix LLC

Rumours Beauty Salon
Sassafras Tea Room 

Teal Canary Art Studio

Zimmer’s Shoppes

“We have improved every 
piece of the property, all of 

us have, that at one time was 
getting run down. Everything’s 

almost turned into business 
here, and we want to keep 

Madison Avenue nice.”
~ Jane Zimmer



6   August 2014 • businessleader.bz Southside Business Leader

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

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

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

Dog days of summer

The sultry days of summer are drawing to 
an end but commercial real estate has 
just begun stabilizing its way back into 

the market. Farmers markets pack 
Greenwood and Franklin parking lots 
as Johnson County residents flock 
to purchase fresh grown produce. 
Fresh Thyme Produce is packing the 
isles with health conscious trends. 
EARTHFARE has opened its doors 
at 2110 E. County Line Road and 
US 31 North. The foods contain 
no antibiotics or synthetic growth 
hormones, artificial Trans Fats, or 
artificial preservations.

The Imagination Station, a Frank-
lin Toy store is moving back to Jef-
ferson Street at the corner of West Court 
and Jefferson Streets. Anna’s Style Boutique 
and Eclection will share the new space at the 
new location. Franklin continues to draw new 
business downtown as part of its econom-
ic development drive to draw shoppers back 
downtown.

Franklin is moving forward with Old Post 
Brewpub, a business that wants to convert the 
old city call into an eatery and brewery.

Poynter Sheet Metal, a company that makes 
and installs ventilation ductwork, is moving 
its operation from Bloomington. The compa-
ny plans to employ 70 workers and hire 25 ad-
ditional people to their operation.

Morgan Insurance has joined Home Bank at 
Olive Branch Parke. Edward Jones has opened 
a new office near the corner of State Road 135 
and Stones Crossing Road. Heldeberge Agen-
cy has lease retails space at 8892 S. Madison 
Avenue. Manchester Auto Repair has located 
on Smith Valley Road near Sugar Grove Shop-
pes replacing long time Dale Bronson’s Volk-
swagen repair. The heart of the small business 
is finally seeing a light at the end of the tunnel. 
Our support to these small business owners is 
detrimental to their success and is the heart of 
our country.

Joe VanValer would love to know local folks 
were enjoying lunch and dinner at his former 
law office located on the corner of Main Street 

and Madison Avenue. The 4,500-square-foot 
Revery will feature a 14-seat bar, a great place 
honoring his legacy.  Here’s to Joe and the re-
vitalization of downtown Greenwood! 

Endress + Hauser continues to thrive in 
its Greenwood location. A new 
80,000-square-foot customer center 
will showcase products for clients 
and trains both workers and stu-
dents on how to use them. The $16 
million facility offers a gym, a dining 
area and a process training center.

Franklin Memorial Hospital is 
planning a $7 million overhaul to its 
main entrance and cafeteria. A he-
lipad will be moved west providing 
new parking spaces. The building 
known as 1101 will be demolished 
and provide an area for a retention 

pond and walking path.
The dog days of summer may be moving 

too quick as school schedules change pat-
terns, vacations are over and another year at 
the Johnson Country Fair is history. Change 
is all around us. Let us embrace a community 
of forward thinkers, businesses big and small 
and be grateful for the lazy days of summer. 

Do  you want to 
reach the best 

markets in metro 
Indianapolis?
To advertise, 
call 300-8782
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“Intellectual growth  
should commence at birth  
and cease only at death.”

~ Albert Einstein

Back to school not just for kids
By Eric Ellis

Though we’re rapidly approaching that time 
of year where children and teens alike get back 
into the swing of their educational routines, 
this is also primetime for adults seeking high-
er education.

With the job market landscape bounc-
ing back in full bloom, competition is getting 
fiercer by the minute. Since more people are 
in the workforce now than ever before, it can 
be a challenge distinguishing yourself from 
other candidates in your field. Many higher-
level or managerial positions require some 

kind of additional training or higher educa-
tion, so beefing up your credentials is a great 
way to make you stand out against the crowd. 
Not to mention the invaluable experience to 
be gained!

Whether you want to take a few night class-
es here and there, enroll in an online program 
to finish your degree, or get that master’s 
you’ve always been dreaming of, there are nu-
merous opportunities out there for adult edu-
cation.

Opportunities at UIndy

For SBL by UIndy
Returning to school is a big decision for 

adults. Time is already at a premium when 
juggling work, family and household commit-
ments. But considering lifetime earning po-
tential, professional legacy and increased com-
petition, adults can't afford not to complete a 
degree. The U.S .Census Bureau reports that a 
person with a college degree will earn $1 mil-
lion more in a lifetime than someone with only 
a high school diploma. 

UIndy’s School for Adult Learning helps stu-
dents succeed by meeting their needs for con-
venience, flexibility and affordability. We offer 
innovative programs in traditional, accelerated 
and online formats. Classes in the accelerated 
program, meet just one night per week for five 
weeks on campus, minutes from downtown In-
dianapolis. 

UIndy also offers economical ways to reduce 
completion time and overall cost through pri-
or learning assessment and college credit by 
examination. Students may receive up to 30 
credit hours for what they have learned from 
life and work experiences. In addition, students 
can take many local and national tests for col-
lege credit, exemption or placement.

The School for Adult Learning is proud to 

announce two new majors in high-demand ca-
reer fields, Emergency and Disaster Manage-
ment and Digital Media Management. 

Emergency and Disaster Management is a 
field of study and research that focuses on plan-
ning and directing disaster/emergency response 
or crisis management activities. This major will 
introduce students to the all-hazards approach, 
emergency management and disaster manage-
ment phases, risk assessment, prevention and 
management, counter-terrorism, consequence 
management, mitigation and recovery. Students 
may earn a bachelor’s degree, an associate’s de-
gree or a professional certificate.

The Bachelor of Science degree in Digital 
Media Management spans a broad spectrum of 
interdisciplinary topics including social media 
networks and apps, content management, his-
tory, social CRM, social listening, reputation 
management, marketing, online interperson-
al communication, digital journalism, metrics 
and analytics, and even copyright law and legal 
issues. The coursework takes a comprehensive 
approach to this burgeoning field to give stu-
dents a well-rounded foundation of knowledge 
in many aspects of digital media.

With a wide variety of career aspirations, 
adult learners at UIndy are given the confi-
dence to overcome personal challenges and 
manageable opportunities to excel in life and 
at work.

FEATURE
More options for you.

Schoo l  for  Adul t  Learning

Learn about our  
degree programs,  
including the new  
majors in Digital  
Media Management 
and Emergency  
Disaster Management. 
sal.uindy.edu/sst  
(317) 759-5532
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Trained and Prepared...  When Seconds Count!

CNA Training

Heartsaver®

CPR/AED + First Aid

resqtraining.com � 317.786.7260 � info@resqtraining.com � 6845 S. Madison Ave Indianapol is, IN 46227
RESQ Health & Safety Training
Like Us!

@RESQtraining
Follow Us!

BLS ACLS PALS

Being prepared when it counts

For SBL by RESQ
RESQ Health & Safety Training is a profes-

sional medical training organization based in 
Indiana. Our focus is primarily upon Ameri-
can Heart Association curricula, Indiana State 
Department of Health programs (e.g. CNA 
training), and OSHA standards. We provide 
training throughout Indiana including, India-
napolis, Fort Wayne, Noblesville, Fishers and 
Greenwood. 

We are an official American Heart Associ-
ation training site. We provide the necessary 
training to obtain certification in Heartsaver® 
CPR/AED, First-Aid, Basic Life Support for 
Healthcare Providers (BLS), Advanced Car-
diovascular Life Support (ACLS), and Pedi-
atric Advanced Life Support (PALS). RESQ 
offers CPR training online which has been 
proven to be the most convenient option for 
many in need of CPR training.

Teachers, day care providers, industrial 
workers, nurses, doctors, or EMS personnel 
may be some occupations that come to mind 
when thinking of individuals in need of CPR. 
Though those working with individuals un-
der their care or in high risk injurious envi-

ronments are thought of more likely to need 
to know CPR, anyone can be faced with an 
emergent situation which requires the knowl-
edge of CPR. RESQ has trained everyone 
from manufactures such as Amazon.com, Inc. 
to the ever imperative stay-at-home moms. 
Remember that CPR saves lives!   

In addition to the wide variety of AHA cer-
tification courses, we also offer Indiana State 
Department of Health programs. Of interest 
to many aspiring nurses is our Certified Nurse 
Aide (CNA) Training Program. The CNA pro-
gram is designed to prepare students to suc-
cessfully complete the Indiana State Certifi-
cation Exam for CNAs and for employment 
in hospital, nursing facilities and long-term 
care settings. Students will be taught how the 
nurse aide is an ever-increasingly valuable ca-
reer based on ethical health care principles 
that respect the client. 

RESQ has real-world experience utilizing 
the skills and concepts taught in our courses. 
In short, we do not limit ourselves to our cre-
dentials. From our location, to your location, 
and even via the internet, we pride ourselves 
in our ability to meet your training needs. Vis-
it resqtraining.com or call 877-CPR-2709 to 
learn more about how to be trained and pre-
pared when seconds count!

Process checklist

By Eric Ellis
Depending on the type of program you’re 

looking for, there are several hoops through 
which to jump when applying. It’s crucial to 
make a list of what’s important for you in a 
program. Here’s a checklist that will give you 
some guidance on how to go about the pro-
cess. Be advised that every 
application process is dif-
ferent and some programs 
or schools may require ad-
ditional documentation or 
other forms as needed.

• Start with a list of 
schools or programs you 
might be interested in. 
Learn as much about the 
various pros and cons of 
each as you can, and also 
what their application re-
quirements may be. You 
can learn about them by 
visiting their websites, 
calling the program di-
rectors, and speaking 
with current students and 
graduates. Particularly for 
graduate programs, it’s a 
good idea to cast a broad 
net and narrow your 
choices by eliminating 
those that fall outside your 
criteria.

• Prepare in advance 
for programs that require 
certain test scores on the 
application. Examples of 
these include (but are not 
limited to) the GRE and 
LSAT. Tests can be ex-
pensive, time-consum-
ing, and difficult to pre-
pare for. Make sure you 
take care of these require-
ments months in advance 
to avoid headaches down 
the road.

• Once you’ve narrowed 
your list and you have a 
solid grasp on the pro-
grams you’re applying for, 
prepare all the needed documents for your 
application (transcripts, letters of recommen-
dation, your résumé, cover letter, etc.). If it 
helps, make your own personal checklist of 
items to ensure nothing gets left out; if apply-
ing to multiple programs or schools, it’s easy 
to get confused or disorganized and misplace 
materials.

• If you’re applying to programs that offer fi-
nancial assistance or assistantships, they gen-
erally have an earlier deadline to which they 

strictly adhere. In order to be considered for 
funding, your application and all the require-
ments must be met by their deadline date. 
Submit your materials to the designated ad-
dress (or click “submit” if it’s a digital applica-
tion) and wait to hear back in a few weeks or 
months. You should receive timely confirma-
tion that your application has been received.

If you have not heard back within a reason-

able amount of time, follow-up with the insti-
tutions and check on the status of your appli-
cation. Remember that courteousness goes a 
long way in these kinds of situations so send 
thank-you notes to people who helped you 
along the way (especially those who wrote 
your letters of recommendation) and begin 
preparing for the next chapter of your life.

FEATURE FEATURE
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Find a higher learning 
at Trine University

For SBL by Trine University
Trine University is a private non-profit in-

stitution founded in 1884 and accredited by 
the High Learning Commission (HLC) ncahlc.
org/. In 2011 Trine relocated its Indianapo-
lis Regional Education Center to 7508 Beech-
wood Centre Rd. in Avon, Ind. just off Rock-
ville Road. 

Trine University is consistently recognized 
by US News & World Report and the Prince-
ton Review as one of the best universities in the 
Midwest. Trine has significantly surpassed the 
national average as over 97 percent of all grad-
uates find employment within their chosen 
field or are approved to attend graduate school 
within six months of graduation.

Students attending Trine’s Indianapolis Re-
gional Campus in Avon can choose between 
10 bachelor degrees and two master degrees. 
In late 2013, the Master of Science in Leader-
ship degree program was named in honor of 
Lou Holtz, legendary college football coach, 
and member of Trine’s Board of Trustees. This 
program has 10 concentrations now including 
business administration.

The town of Avon provides, up to six credit 
hours at no cost per semester to residents who 
are enrolled at Trine and maintain a 2.75 GPA. 
For information visit the web site at trine.edu, 
click on adult students and look under afford-
ability.  This can be a savings of up to $6,400 
annually. Trine will also transfer up to 89 credit 
hours without expiration toward a bachelor de-
gree.  Several tuition discounts exist including 
a $100.00/credit hour for Ivy Tech grads with a 
3.0 GPA or better and a $100.00/credit hour for 
Chamber of Commerce members enrolled in 
the master degree programs. Applications are 
free and available online see trine.edu. Credit 
transfers and tuition assistance is military and 
veteran friendly.

Fall registration session is now open. Classes 
begin every eight weeks and the fall semester 
begins on Sept. 2.  For more information call 
(317) 775-8410 or e-mail avon@trine.edu

•	 HLC	accredited	/	private	university
•	 Multiple	bachelor	and	master	degree	programs	available
•	 Transfer	up	to	89	credit	hours
•	 Eight	week	accelerated	classes
•	 Convenient	evening,	online	or	blended	class	options
•	 Tuition	discounts	/	scholarships	available

School of Professional Studies
Indianapolis Regional Education Center

7508 Beechwood Centre Road • Avon, IN 46123
317.775.8410 • trine.edu

Registering Now – Fall Classes begin September 2

FEATURE

ADULT EDUCATION

Food • Fun • Networking
Join us for the Southside Business Leader’s 
August Cover Party, sponsored by Indiana 
Members Credit Union. 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: June cover, Paul and Kathy Brakke, 
Indianapolis Senior Living at Emerson House; 
July cover, CEO Felson Bowman, Solar Sources, 
Inc.; and August cover, David and Jane Zimmer, 
owners of The Village Shoppes.

Tuesday, August 19, 2014
 5:30-7:30 p.m.

Indiana Members Credit Union
1115 N Madison Ave., Greenwood

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

COVER 
PARTY

presented by
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CGI, located on 135 in Greenwood, has developed  
several programs both at home and abroad to help in this effort  

to end human trafficking and to help empower the poor.

“

“

Photos by Aimee Shatto

Left: Former founder of CGI, Chris Alexander, stands and explains to Greenwood native, Ms Sally, about the girls who once 
lived down this road, but are now working as part of the Imprint Project. This particular area of Cambodia is known as the 
Ally in Phnom Phen. 

Middle: Cambodian woman, Tavi, stands and smiles as another group of Americans from the Greenwood Indiana area 
come and visit the workshop that was inspired by her. Tavi still works with the women and girls in the workshop on a daily 
basis, now able to afford medicine and to be able to take care of her family. 

Right: Head of CGI Kids, Greenwood local, Jamie Roscoe sits on the ground at an Enzo et Tina, an orphanage in Phnom 
Phen, Cambodia and plays with the children. With the help of her daughter, and CGI Kids, a new playground was provided 
for the children in the orphanage. 
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By Aimee Shatto
“Make more than a fashion statement,” 

is the phrase that’s printed on the stylish 
T-shirts that hang inside the door of local 
non-profit Center for Global Impact, CGI. 
The mission of the business is to help bring 
positive changes to the countries that are 
in need. Their main focus right now is to 
help end human trafficking, and more spe-
cifically sex slavery. 

CGI, located on 135 in Greenwood, has 
developed several programs both at home 
and abroad to help in this effort to end hu-
man trafficking and to help empower the 
poor. 

The first project is called ByTavi, “When 

byTavi began in 2008, it was simply a pro-
gram meant to empower the poor, with 
the concept of “fair trade” a significant 
by-product. Empowering the poor means 
providing people with options to provide 
for their families in a healthy way, giving 
them basic skills and resources they need 
to have a consistent income.”  According to 
the organizations website.

The program began with an idea by for-
mer founder Chris Alexander. The idea 
was that we could make a difference one 
person at a time. He began by introduc-
ing a woman in Phnom Phen to sewing. 
She sewed for money to pay for medicine 
and to help her children. The items that she 

created were then sent back to the United 
States and sold. 

The program has grown and branched 
off into another program for younger girls 
who are at risk. “The Imprint Project is 
an intensive 12-month life skills program 
that focuses on spiritual formation, gen-
eral education, and vocational seamstress 
training.  Using a unique 1:1 mentorship 
approach, The Imprint Project is designed 
to empower young women by investing 
heavily in each student and their families.  
Housing, healthcare, education, and crisis 
management are all a part of a holistic ap-
proach to build trust and create stability 
within these families.”

Center for Global Impact also focuses 
on making a difference at home. CGI Kids 
helps teach kids in the local community 
about what children in third world coun-
tries go through. They volunteer together 
and help raise money to support the CGI 
Kids in Cambodia. 

CGI hosts a golf outing, as well as a Gala 
each year to help raise funds to support the 
non-profit and the girls themselves that are 
living in Cambodia. They started out as a 
small group of people who wanted to make 
a difference; they are now becoming a well-
known organization helping to change the 
world right from our backyards. 

Change the world 
from your backyard

Greenwood-based Center for Global Impact aims to end 
human trafficking by developing several nonprofit programsRight: Head of CGI Kids, Greenwood local, Jamie Roscoe sits on the ground at an Enzo et Tina, an orphanage in Phnom 

Phen, Cambodia and plays with the children. With the help of her daughter, and CGI Kids, a new playground was provided 
for the children in the orphanage. 
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BUSINESS TIPS

You’ve spent years building your 
company’s reputation and invested 
huge sums of money trying 

to stand out in the marketplace. 
Unfortunately, all that may fall apart 
when one of your employees opens 
his or her mouth. 

Your employees probably aren’t 
deliberately trying to sabotage your 
efforts; they just don’t realize what 
their poor choice of words actually 
says to a customer. Do you or your 
employees say stupid things like 
these?

“This checking account costs 
$500 to start.” No, it doesn’t. After I 
open the account, the $500 I’ve deposited still 

belongs to me. 
“Uh, I’m not sure what happened here.” 

You’ve just told me you’re either incompetent 
or haven’t been properly trained. Instead, po-

litely ask me to wait a moment while 
you check with your supervisor.

“Sorry, but you’re wrong.” I don’t 
believe that the customer is al-
ways right, but something like “I’m 
not entirely sure that’s correct, and 
here’s why” is more friendly and re-
spectful.

“What you need is over there.” 
Compare that to: “Let me show you 
where that is” or “I’ll get that for you 
and be right back.”

“I don’t know.” That suggests ig-
norance and incompetence. “Let me 

find out for you” is much more positive and 
encouraging.

“They don’t offer that.” Unless I’m mistaken, 
you’re on the payroll, so it should be “we” and 
not “they.”

“Your business is very important to us, so 
please keep holding.” No, if my business were 
important to you, A) you wouldn’t have to tell 
me, and B) you wouldn’t keep me on hold. 

“Oh, so you don’t care about saving mon-
ey?” If I ever face homicide charges, it’s like-
ly that this question will have prompted the 
crime. 

“Would you like our senior discount?” I 
may be an AARP member, but I hope it isn’t 
that obvious to complete strangers.

“What do you need?” A few million dollars, 
a Learjet, and a case of single-barrel bourbon 
would be a nice start … oh, you’re referring to 
what your company offers. Maybe your ques-
tion should be more specific, investigative, 
and suggest a genuine interest in my needs.

“Awesome!” If you’re a 16-year-old, that’s 
probably an acceptable answer. If you’re old 
enough to have a 16-year-old, probably not. 

Also beware of the very simple yet deadly 
word “but.” When your employees utter “but,” 
customers immediately assume that whatev-
er is going to follow won’t brighten their day. 
And they’re usually right.

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/.

Stupid stuff employees say to customers  

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“Your employees probably aren’t deliberately trying  
to sabotage your efforts; they just don’t realize what their poor 

choice of words actually says to a customer. Do you or your 
employees say stupid things like these… Also beware of the very 
simple yet deadly word “but.” When your employees utter “but,” 

customers immediately assume that whatever is going to follow 
won’t brighten their day. And they’re usually right.”

PERFORMANCE

I have found that staying motivated for the 
long haul is both challenging and necessary. 
As we deal with the fast pace and 

ups and downs of life and business, we 
all need skills and attributes to help 
us stay positive and on course. We 
come to learn that growing a business 
is a process that requires patience, 
flexibility, trust, and the ability to deal 
with uncertainty, among other things.

Entrepreneurship is no longer 
something someone is just “born 
to do;” instead, it is something we 
learn. Through practice and pa-
tience, we have the ability to change 
what is not working and enhance 
what is working so that we can successfully 
grow our business.

Here are seven ways to stay motivated for 
the long haul:

1. Make/Renew your Commitment. Being 
committed to one’s business venture is es-
sential to staying motivated for the long haul. 

When we make a commitment to ourselves 
and our business, we are able to move beyond 
fears, doubts and insecurities that in the past 
may have held us back. When we are most 

challenged is when we need to be 
committed the most.

2. Be Agile/Flexible. Being agile 
and flexible feeds our personal and 
professional growth just like Coach 
Popovich of the World Champion 
San Antonio Spurs always looks to 
tweak and keep his team perform-
ing at a high level … despite be-
ing the longest tenured coach in 
any of America’s four major sports 
leagues.

3. Develop a support network. A 
support network includes friends, 

colleagues and family who celebrate our suc-
cesses and help us through our challenging 
times. Equally important to calling a support 
person to celebrate a success is calling to ask 
for help or express a difficulty. 

4. Stay Balanced. When we are balanced 
within ourselves by getting enough rest, hav-

ing healthy eating habits and taking take our 
spiritual needs, we are better able to cope 
with challenges. 

5. Be Realistic. Being realistic means that 
we know and expect ups and downs while 
growing and operating our business. It is in-
evitable. 

6. Choose a positive attitude. Having a pos-
itive attitude is a choice we can make at any 
moment of any day. A positive outlook and at-
titude is a necessity in staying motivated for 
the long haul.

7. Stay Present. When we stay present to 
our business and to ourselves, we stay out of 
fear and worry. We “stay in the day” in our 
minds by not projecting our fears into the fu-
ture or worrying about something that may 
or may not happen. Sometimes it helps to re-
mind ourselves that all is okay for today. 

Staying motivated for the long haul is a 
one-day-at-a-time journey. Enjoy the ride!

Seven tips to stay motivated for the long haul 

Jack Klemeyer
COLUMNIST

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

COACH’S CORNER
n BECOME MORE PERSISTENT 
Master the art of habits. The key to de-
veloping persistence is to make it a hab-

it. Get started doing something 
for less than 60 seconds ev-

ery day. Gradually, it will turn 
into a habit and ultimately 
changing your behavior and 

brain. Also, develop percent-
age thinking (the law of aver-
ages). Say you want to get 10 
customers for your business to 

be profitable. If you focus on 10 
meetings to get 10 customers, if the first 
one that falls through that will mean you 
have failed. Go big and accept a lesser 
percentage. Don’t focus on succeeding or 
get sidetracked by your failures; find your 
percentage rate first. - fastcompany.com

n FIVE TRAITS OF EFFECTIVE 
ENTREPRENEURS
1. Commitment; 2. Stress management
3. Sales, marketing and networking 
abilities; 4. Money smarts; 5. Faith in your 
eventual success. – Yahoo Finance

n THREE WORDS CUSTOMERS  
LOVE TO HEAR
Maybe not “I love you,” but there are cer-
tain words, if used effectively, will yield 
dividends for your business. “Free!” is the 
first, and perhaps most obvious. The sec-
ond is “instantly.” Like “free,” it 
grabs attention and there’s 
nothing quite like instant grati-
fication if a business can back 
it up. “New,” is the third and final 
classic go-to, but it holds power due to its 
appeal to novelty. – Entrepreneur.com

n NAMING YOUR START-UP
1. Stick to two-syllables 
2.  Smartly combine words so  

that it’s easy to remember
3. Domain name doesn’t matter

– Entrepreneur.com 

n HOW TO TAKE ON AMAZON
Though Amazon may be large and ag-
gressive as far as sales go with potential 
to put small, local businesses out to dry, 
there are certain things small businesses 
can do that Amazon cannot. Firstly, build 
a community or brand around your busi-
ness. Local involvement goes a long way. 
Secondly, get a customer-relationship-
management (CRM) system. You can also 
be more convenient to your local market 

– even though Amazon is 
online 24/7, you may be 

able to provide servic-
es Amazon cannot like 
opening early and clos-
ing late. 

– Entrepreneur.com 

BUSINESS DISPATCHES 



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! 

Leadership Johnson 
County (LJC) is proud to 
count among our alumni, 
many distinguished 
lawyers within our 
community. The LJC 
program provides 
participants with an 
in-depth knowledge of 
Johnson County, as well 
as extensive training 
in personal leadership 
development and an 
opportunity to network 
with leaders within our 
community. LJC is a 
perfect next step for those 
looking to become more 
engaged within Johnson 
County. 

From left, bottom row: Bridget McDaniel, Joyce Nies and Shelli Anderson.
Top row: Dustin Huddleston, Matt Cree and Eric Prime.
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Jim and Laura Wright.

Submitted Photo

Achieve your ideal weight

Compiled by Nicole Davis

Jim Wright struggled with his own weight 
for years. Regularly practicing martial arts, 
he says he was in shape. It took learning how 
to eat in a way that promotes and maintains 
weight loss to lose his 35 pounds and keeping 
it off. As a pastor, he says he had always had a 
passion to help people. He and his wife, Lau-
ra, who is a personal trainer, decided to begin 
freelance coaching the weight loss program 
two years ago. They opened Achieve Weight 
Loss in the Center Grove area in January.

 “When you have people come up to you 
and say you give me my life back, that blows 
your mind away,” Jim says. “We could see peo-
ple getting helped and we felt we could do 
this. We came to a crossroads nine months 
ago and decided to open a business location. 
The freelance teaching was fun and we still do 
that. But people want a home base. We want 
to be a different type of weight loss company. 
We try to create a family atmosphere, we don’t 
try to get you to buy something and run you 
out the door.”

Jim says the program is about teaching how 
food can work for their clients, not against 
them. He says they try to create a fun atmo-
sphere, demonstrating how nutrition can be 
fun. They hold classes and record them so 
their clients can refer back to the lessons.

“We allow you to have junk days,” Jim says. 
“But as people start living this lifestyle, we see 
people cutting back on 
things. People just start 
naturally improving what 
they eat when they start 
learning.”

Aiming to grow the 
business and be a staple in 
the Greenwood commu-
nity, Jim says he’d like to 

train more coaches and mentors once they’ve 
established a large enough client base.

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

 I educate people about eating real food. My 
biggest advice is you can enjoy a life with sus-
tainable weight loss. We don’t teach a diet. We 
teach a lifestyle.

How have things changed since  
you started your business?

We started teaching what we teach today 
over two years ago. What I see changing is 
society is getting heavier. People want a real 
solution to the problem. They are tired of 
the gimmicks. We’ve had a lot of people lose 
weight and keep it off. People are looking for 
healthier solutions.

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

On the weight loss side, the biggest struggle 
I find is people who want a quick fix. We want 
to solve that by providing the education and 
empowerment they need at a low cost.

What do you wish 
someone had told 
you before you start-
ed your business?

It was going to be 
a very long road, ex-
tremely long hours. It 
wears on you some-
times. I wish someone 
told me it’s important 
to build networks. My 
background is in min-
istry. I thought peo-
ple would be open to 
a pastor, teaching in 
churches. So I wish I’d 
have known how hard 

it would be to get your foot in the door. The 
first year is just basically a game of survival, 
especially because we want to keep prices low.

What is the hottest new trend 
in your industry?

People are looking more and more for a real 
life solution. The biggest trend is towards or-
ganic, gluten-free. There is also a balanced ap-

proach to what people are 
eating. You can enjoy an 
ice cream or Dairy Queen 
once in a while. People are 
seeing there are balanced 
ways to eat.

NOW THAT WE’VE BEEN OPEN

Jim and Laura Wright take a balanced approach 
for weight loss in their Greenwood business
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Whenever Charles Krauthamer comes 
on TV, I always tell my wife that he is 
the smartest man on television. Well, 

maybe it is just a personal preference. Typically, 
those people who think like I do, I 
always credit for being very smart. Go 
figure. A year or two ago, I would do 
some public speaking; I would also 
meet with small businesses and talk 
on the current state of the economy. 
One thing that we would often visit 
or speak on, a topic as we all knew, 
is what the extended unemployment 
benefit cost the small business 
person. Why is this of concern? For 
two reasons: the first is that when 
people get comfortable with receiving 
the unemployment benefit in the first 
place, which generally happens in the first week, 
they are less inclined to seek new employment 
opportunities. Many of us hire people in the 
thirty to forty thousand dollars a year income 
range. The folks in this pay range seem to be the 
ones who are most satisfied just to live off the 
benefit. This means if you are on full benefits, the 
offer of say, a $35,000 a year job no longer seem 
attractive. You can make more than that sitting 
at home! We have all surely experienced putting 

a one column “job wanted” ad in the paper, and 
no one really qualified shows up, maybe less than 
eight to 10 folks even show for an interview. This 
was in an 8 percent unemployment job market! 
Out of frustration, you run the same add next 
week in two columns for almost double the cost, 

which gets a few more stragglers than 
last week. Week three, out of shear 
desperation, you put Monster.com 
and other e recruiters into the mix. 
Additionally, in week three you go 
three columns and color; now, you 
get a whopping 15 candidates and 
you hire your best candidate of the 
three week ad campaign. Remember 
the old days when a one column ad 
over the weekend would attract 15-20 
qualified people, and that was before 
Monster.com piling on in addition to 
the paper! 

So what is the other way that we as small busi-
ness people “pay” for extended coverage bene-
fits? People who don’t know any different think 
that the unemployment benefit money is “free 
money” that falls from the government coffers 
like rain. If they did not give this cash to you, it 
would just go to some third world country any-
way. No! This money is paid for by small business 
people like you and me. We pay a percent of our 
payroll into an unemployment fund. When un-
employment extended benefit weeks get great-

Howard Hubler
COLUMNIST

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

PEER TO PEER

The untold story of the drop in unemployment 
BUSINESS TALK

er in number, our percentage withholding fac-
tor just goes up to compensate, which deducts 
even more cash from our own payroll. We have 
to then pay more to cover the extended weeks! 
Should the state unemployment fund run dry, 
the government steps in to assist as a last resort.

So, back to Mr. Krauthamer. In a recent ar-
ticle, he was quoting the President for bragging 
of a drop in the unemployment rate. Obama 
thought that he did this all by himself. No! The 
extended unemployment benefits finally ran 
out several months ago. When the Republican 
house blocked renewing them, the President an-

nounced that this would cause the end of the Re-
public as we know it. Well, what really happened 
is without extended benefits, a greater percent-
age of these people who were “gaming the sys-
tem” under the extended benefits program, not 
really looking for work, were now seeking a job. 
Yes, they finally got a job! Perhaps it was not the 
job they were seeking, but they were finally off 
the “public dole” that we paid for! Huh? Remem-
ber Clinton’s “welfare to work-fare” program, 
seems like the same thing happened then, too.

BUSINESS BRIEF

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

Hospitalist establishes practice with IN Heart Physicians
Louis F. Landman, MD, has joined Franciscan Physician Network Indiana Heart Physicians (IHP). 
He is the first to be part of the newly established Cardiovascular Hospitalist 
Program, which teams Landman with back-up interventional cardiologists 
to admit and consult on patients overnight. Hospitalists specialize in 
the care of patients in the hospital. IHP created the program to make its 
cardiologists more available to Franciscan St. Francis Heart Center patients 
during day time hours. This approach improves continuity of care for 
patients who have been admitted overnight. A resident of Indianapolis, 
Landman received his undergraduate degree at Indiana University 
and earned his medical degree from St. George’s University School of 
Medicine, Grenada, West Indies. He completed residency training at St. 
Vincent Health.

Louis F. Landman, MD
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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.

Sales people come in all shapes and 
sizes. Have you ever met the dreaded, 
stereotypical, car salesperson; the over-

zealous “all smiles” never-had-a-
bad-day salesperson; or the over 
the top “I am awesome” salesperson 
who believes he/she is all-knowing 
of every subject in your industry 
and therefore, buying from them 
can only benefit you? Regardless of 
your experience, we can all testify 
there are talented salespeople and 
unfortunately, salespeople that make 
you run for the nearest exit!

What makes a salesperson 
GREAT?  Do they have special Jedi 
training that ma-
nipulates their 
prospects into 
buying? Do they 
spend a lot of 
money buying 
elaborative gifts?  
Do they have a 
super-secret way 
of messaging 
their target mar-
ket? NO! Great 
salespeople focus 
on connecting 
with their cus-
tomers instead 
of selling to their 
customers. Here 
are three ways to 
amplify your con-
nection with cus-
tomers and pad 
your profits:

1. Know who you 
are talking to. Do your 
homework. Know the 
history of the busi-
ness and the name of 
the front office folks. 
Genuinely inquire 
about the top issues 
facing the business. 
These small steps will 
make you stand out in 
the sea of salespeople 
that just want to get 
the sale.

2. Demonstrate how 
you can be their so-
lution. This step may 

seem obvious at first glance. However, many 
salespeople get caught in presenting products 
and services without fully understanding the 
emotion behind the problem. Formulate your 
solution that speaks to the underlying issue 

that is causing their “pain” or creat-
ing their “need” as well as provide 
the right product/service.

3. Create meaningful and sus-
taining conversation. This goes way 
beyond building rapport. Give cus-
tomers a compelling reason to stay 
connected to you outside of the 
product/service you provide. Sup-
ply cutting edge industry news to 
keep your customer in-the-know.  
Suggest upcoming events that fea-
ture their target market. Be inquisi-

tive and learn 
about your cus-
tomer’s mission 
and vision. En-
gaging in dia-
logue past “How 
is the weather?” 
will position you 
as a valued re-
source, not just 
the “salesperson.” 

Practice all 
three of the above 
suggestions faith-
fully and you will 
see results. Your 
existing custom-
ers will buy more 
and your pros-
pects will con-
vert to custom-
ers more quickly. 
“What is the 
catch?” you ask.  

Be genuine with your 
connections.  Human 
beings are quite per-
ceptive and can sense 
when they are being 
manipulated, sold to, 
etc. Being authentic 
comes from the heart 
requiring the risky 
proposition of being 
vulnerable at times. 
What are you willing 
to risk to be a great 
salesperson?

YOUR BUSINESS

Don’t sell: ConnectBrewing up success

Since opening MashCraft Brewing on N. 
State Rd. 135 in Greenwood on June 6, An-
drew Castner and John Lee say their favorite 
part of the operation has been the positive re-
sponse from the neighborhood. Castner says 
people have come in, telling them how happy 
they are to have the brew-
ery in their part of Green-
wood, filling a void.

“We are a complete-
ly unique stop for peo-
ple that live here locally,” 
Castner says. “We’ve seen 
that in the look in people’s 
eyes when they walk in. 
They are unsure of what 
they are walking into. We 
will meet them halfway, to 
greet them.”

Lee says the brewery 
will have three set styles of 
craft beer available, with 
new additions changing 
on a weekly basis. They 
have no plans to bottle and 
distribute. They say they 
created the business in an 
effort to create an atmosphere where people 
can come in, sit down, spend time together 
and, of course, sip on some quality beer.

“We’re a neighborhood tap brewery dedi-
cated to great beer,” Lee says. “The future of 
the business is really just to make sure we take 
care of our neighborhood, take care of the 
people. We’d prefer to have a good place to 
talk, enjoy having good conversation.”

Why did you open this business?
“I’ve been in brewing now for eight years. In 

that time, it was a hope that I could make the 
beer I want to make. Fortunately, John came 
around at that time and we could make it hap-
pen.” – Castner

“I’m a banker so on a daily basis I see entre-
preneurs starting businesses and it intrigued 
me. I just couldn’t do something on my own, 
doing the daily operations.” – Lee

What did you do to pre-
pare for opening your 
business?

 “I spent years learning 
the craft at Oaken Bar-
rel. I was able to learn the 
basics of brewing and get 
into some more specifics 
toward the end. In 2010, 

I was named head brewer at RAM restaurant 
and brewery downtown so I got into it at a 
whole different level.” – Castner

“My day job matches well with the financial 
side of business. I know how to set up a busi-
ness. It is our expertise to the business, so the 
preparation was to take what we knew to set 
this up.” – Lee

Who is your ideal customer/client?
 “Anybody that enjoys great beer.” – Lee
“After a little while of looking downtown, 

John said why don’t we come to the Southside. 
That is our focus. We are a local brewery so 
our idea is to serve locally.” – Castner

How do you plan to be successful?
“Great beer. We want this to be a place we 

enjoy, to sit down and be with friends. At the 
same time, we want to be responsible; that’s 
why we close at 8 p.m.” – Lee

“Great service. We were lucky in the fact 
that we opened a great business on the front 
side of things. People walk in, we say hi ... and 
hopefully get something in a glass that they 
like.” – Castner

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

“We’re not looking to bottle and distribute 
right away. There are a lot 
of things we need to do 
here before we go out on 
the market.”  - Lee

OPEN FOR BUSINESS

Compiled by Nicole Davis

Southsiders Andrew Castner and John Lee open 
MashCraft Brewing to offer a unique Greenwood stop

From left, John Lee and Andrew Castner.

Photo by Nicole Davis

BUSINESS LOCAL

“Be genuine with your 
connections. Human beings 

are quite perceptive and 
can sense when they are 

being manipulated, sold to, 
etc. Being authentic comes 

from the heart requiring the 
risky proposition of being 

vulnerable at times.”
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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.

I recently decided to expand and add a new 
location. This was a big decision for me, my 
family and my team.  I was almost as scared 

to do this as I was when I made 
the decision to open the business 
to start with. When I started my 
business, I knew that I wanted to 
make an impact. I was like most 
entrepreneurs; I was passionate and 
on fire for my new venture. I wanted 
to impact the community and leave 
a legacy. I think most entrepreneurs 
are designed that way. That doesn’t 
make it any less scary. I know in both 
cases I was scared to death of being 
bold and stepping out. You don’t have 
to start a new business or open a new 
office to do something that matters. You may 
be contemplating a new career path, a business 
idea, a ministry plan or just about anything else.  
My point is – being bold can be scary.   

In most cases, your bold move is something 
big and might even seem impossible. I know 
when I was thinking about starting my busi-
ness, it was hard to grasp. It didn’t feel possible 
and had me way outside my comfort zone. In 
most cases, what we fear the most is the risk. 
We tend to shy away from risk because we like 
the comfortable environment that we’re used 
to. I had a good job and made a good income. 
All was well?

I recently read an article by Kent Ingle, 
president of Southeastern University, on this 
very topic. He says there are three things that 
can help us with our bold ideas.

First, identify the fear. We all know that 
famous quote by Franklin D. Roosevelt that 
says, “The only thing we need to fear is fear 
itself.” Ingle says that fear is a “paralyzing ele-
ment in our world.” Fear can make things ap-
pear worse than they really are. His advice is 
to take a step back and identify what you’re 

scared of and then you can start the path of 
identifying how you navigate through it. Of-
ten times the thing we fear isn’t the idea, rath-
er it’s the unknown. Fear will lose its power 
when it is brought to light. I have found this to 
be the case with most difficult situations, es-

pecially conflict. Just talking about it 
out loud usually brings clarity. I also 
like to write out things. Do whatever 
works for you.

Second, know what healthy risk is.  
Ingle says, “Once you neutralize fear, 
you can identify the risk with our 
big idea.” I have never seen anyone 
do anything that made a difference 
or mattered without taking some 
risk. It’s almost impossible to be bold 
without taking risk. Not all risk is 
healthy though, but you can learn to 
distinguish what healthy risks looks 

like. I have always tried to be realistic when I 
look to move forward, weighing out the pros 
and cons. I think it’s smart to be realistic. We 
have all heard the rule of thumb - if it’s too 
good to be true, then it probably is. Don’t try 
to convince yourself if the research you have 
done tells you the risk you are looking to take 
isn’t healthy.  

Third, make a plan. Both steps one and two 
are precursors to making a plan. Since you 
have identified the fear and have started the 
research, you can identify if the risk is healthy.  
The risk itself is no longer as intimidating as 
you start down the path of creating a possi-
ble plan. Ingle says, “This is the most intense 
phase because your plan will be the road map 
to the end goal.” He says the key is to make 
your plan realistic, logical, measurable and 
achievable.  If you keep these things in mind 
as you think through your big idea, you start 
to see some clarity around what makes sense 
and what doesn’t. 

I hope as you look to be bold, you conquer 
your fear and you reach your goal.  

Don’t be afraid  
to be bold!

PERSONNEL MATTERS

Mike Heffner
COLUMNIST

Somerset CPAs is an accounting and consulting firm that 
is passionate about the success of our clients, employees, 
community and profession. 

To learn more about how we work with you to help you 
achieve and surpass your financial goals, visit us online 
at www.SomersetCPAs.com, or contact one of our tax 
professionals with expertise in industries such as:

BOTTOM LINE RESULTS.
INNOVATIVE STRATEGIES

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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It’s August, and for many that means back to 
school. Having three kids of my 
own (one college graduate, one 

entering her sophomore year at Ball 
State, and the youngest starting high 
school at Danville), I’ve had close 
personal experience, as well as the 
satisfaction of helping many, many 
others, prepare financially for their 
own college financing challenges. My 
experience has led me to believe that 
there are three main ideas for parents 
to understand about finding at least 
some level of success in financially 
preparing for the college cost 
burden. 

First, open an Indiana 529 
plan right now. Really, right 
now. Go to www.collegechoice-
plan.com, take the next 10 min-
utes and get the account opened 
with as little as a $25 contribu-
tion. You’ll potentially qualify 
for Indiana Income Tax credits 
of up to $1,000. And you’ll begin 
moving in a positive direction in 
planning for those oh so large college bills just 

over the horizon.
Second, encourage your young 

person to get good grades and 
take as much dual-credit 
courses their school of-
fers.  Colleges compete 
for good students just like 
they compete for good ath-
letes. And the amount of 
academic or merit-based 
scholarship dollars far, far, 
far exceeds the athletic 
scholarship dollars avail-
able.  In 2013, there was 
over $11 billion of mer-
it-based dollars available 
from colleges… $11 bil-

lion (imagine a pinky 
to my lip and my best 
Dr. Evil’s voice). 

Taking dual cred-
it courses in high 
school can also im-
pact how much you ultimately 
have to pay for college. Taking 
college courses in high school is 
a lot more economical than tak-
ing them in college. 

And third, be aware of college costs and 

their actual Return on Investment (ROI). Peo-
ple spend hours and hours researching the 
costs and value received before they purchase 
so many things: a car, a home, a cell phone, a 
blender.  Yet when it comes to a college educa-
tion, one of the most expensive purchases (next 
to a home) any of us will ever make, we listen to 

the college visit dog and pony show, 
take a 45-minute tour, get a free din-
ing hall experience, then fork out 
tens of thousands of dollars if not 
more over the next four years and we 
never ask to see the fine print. Col-
leges and universities have return 
on investment numbers now avail-
able to potential “investors.” Spend 
some time finding out the costs and 
return on investment the colleges 
and universities your young person 
is looking at to help you make a wise 
decision on where to spend those 
hard-saved college dollars.  Go to 
www.payscale.com/college-educa-
tion-value to see over 1,500 colleges 
and university ROI rankings. 

Bottom line: Open a 529 account 
NOW. Be prepared to pay more 
than you thought you’d have to and 
to qualify for less aid than you need. 
Research costs vs. results for the 

colleges and universities you like and above all:  
take dual-credit and other rigorous high school 
courses and get good grades! 

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

Take early steps to plan for college 

Southside Business Contacts

To advertise, call today!
(317) 300-8782

YOUR BUSINESS

CARD COULD

BE HERE!

Kridan 
Business 

Equipment

Since 1972
Contact… 

Gregg Furr
gfurr@kridan.net
824 E. Troy Ave.
Indianapolis, IN 46203

www.kridan.net

Office: (317) 783-3217
Cell: (317) 677-4864
Fax: (317) 787-3999

Our brands…Contact Diana Cowan
Account Representative
824 East Troy Avenue
Indianapolis, IN 46203
dcowan@hartmansupply.net
ph: (317) 783-2041
fax: (317) 787-3999
toll free: (877) 574-3266

hartmansupply.net
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August Chamber Events

7 - Greater Greenwood 
Chamber of Commerce 
(Legislation Matters 
Reception); Aug. 7, 5-7 p.m.; 
Greenwood City Center, 300 
S. Madison Ave. For more 
information, call (317) 
888-4856.

12 - Greater Greenwood 
Chamber of Commerce 
(Edward Jones Grand 
Opening Ribbon Cutting); 
Aug. 12, 2-3 p.m.; 5036 W. 
Stones Crossing Rd., Suite 
B., Greenwood. For more 
information, call (317) 
888-4856.

12 - Franklin Township 
Chamber of Commerce 
(August 2014 Meeting); Aug. 
12, 11:30 a.m.; location 
to be announced. Visit 
ftchamber.com for more 
information.

14 - Greater Beech Grove 
Chamber of Commerce 
(August Networking 
Lunch); Aug. 14, 11:30 
a.m. – 1 p.m.; Hornet Park 
Community Center, 5245 
Hornet Ave., Beech Grove. 
Cost for pre-registered 
members is $10, $15 
at the door and $15 
for non-members. For 
more information, visit 
beechgrovechamber.org.

19 - Greater Greenwood 
Chamber of Commerce (Van 
Valer Law Firm Relocation 
Ribbon Cutting); Aug. 19, 4-5 
p.m.; 225 S. Emerson Ave., 
Suite 181, Greenwood. For 
more information, call  
(317) 888-4856.

21- Greater Greenwood 
Chamber of Commerce 
(August Business After Hours 
– Wealthpoint Advisors); 
Aug. 21; 5-7 p.m. For more 
information, call (317) 
888-4856.

26 - Greater Greenwood 
Chamber of Commerce 
(Home Bank Grand Opening 
Ribbon Cutting); Aug. 26, 
8:30-9:30 a.m.; 1472 S. 
State Rd. 135, Greenwood. 
For more information, call 
(317) 888-4856.

27 - Greater Greenwood 
Chamber of Commerce 
(Membership 101); Aug. 
27, 9 – 10:30 a.m.; 65 
Airport Pkwy., Suite 140, 
Greenwood. For more 
information, call  
(317) 888-4856.

Planner of Note
Newly Incorporated

Benchmark  
Machine Repair
Phil Grabbe
325 Highland Dr.
Greenwood, IN 46142

BVR Hair
Mark Hensley
190 S. 700 E.
Franklin, IN 46131

CC of Greenwood
Wendy Herper
8334 Haggard Dr.
Martinsville, IN 46151

Clearshine
Allan Woolbright
707 S. Pleasant St.
Edinburgh, IN 46124

Digital Logistics Marketing
Mark Hensley
190 S. 700 E.
Franklin, IN 46131

Edinburgh Core
Keith Hancock
5612 W. 700 N. 
Columbus, IN 47201

Greenwood Cheer
Katlyn King
6804 Ridge Crest Way, 
Apt. 3F
Indianapolis, IN 46237

My Hero Creations
Christina Olivas
162 Turning Leaf Dr.
Franklin, IN 46131

OCR Promotions
Steven Comstock
917 Harbon Dr.
Franklin, IN 46131

Replicas for Real
Vicki Wright
1675 Curry Rd.
Greenwood, IN 46143

Vow to Wow
Kesha Bates
858 Bough St.
Whiteland, IN 46184

Greenwood Chamber of 
Commerce New Members

Accelerated  
Physical Therapy
1273 N. Emerson Ave., Ste E
Greenwood, IN 46143
(317) 807-0770

Aspen Trace
3154 S. State Rd. 135
Greenwood, IN 46143
(317) 535-3344

Bailey & Wood  
Financial Group
740 Main St.
Whiteland, IN 46184
(855) 350-4663

DWC Roofing
500 Polk St.
Greenwood, IN 46143
(317) 882-3500

Earth Fare
2110 E. County Line Rd.
Indianapolis, IN 46227
(317) 881-7360

Honey Grove  
Concierge Medicine
1711 S. State Rd. 135, Ste. C
Greenwood, IN 46143
(317) 300-4994

Jack Laurie Group
7998 Georgetown Rd.
Indianapolis, IN 46268
(317) 704-1100

Michael Coop Agency, Inc
1455 E. Southport Rd., Ste. B
Indianapolis, IN 46227
(317) 786-8488

Power of Pixels Marketing 
4294 Country Lane
Greenwood, IN 46142
(317) 657-6784

Seniors Helping Seniors
6063 E. 600 N.
Shelbyville, IN 46176
(765) 763-0416

SBA GUARANTEED LOANS

Hamilton County

4 Box, LLC
2454 E. 146th St., Ste. 2454
Carmel, IN 46033
$30,000
Keybank

Carmel Operations, LLC
W. City Center Dr.
Carmel, IN 46032
$462,500
Old National Bank 

Crawler Parts, LLC
511 Herriman Ct.
Noblesville, IN 46060
$100,000
$35,000
First Merchants Bank 

Exceedion, LLC
12879 Rotterdam Road
Fishers, IN 46037
$25,000
Chase Bank

Jazzy A Trucking, LLC
10643 Summerwood Lane
Fishers, IN 46038
$50,500
The Huntington  
National Bank

New Tech Investments, LLC
9778 Summerlakes Dr.
Carmel, IN 46032
$100,000
Star Financial Bank 

Perkins Restaurant  
and Bakery
13316 Tegler Dr.
Noblesville, IN 46060
$1,245,000
Premier Capital Corporation

The Play School  
at Legacy, Inc.
14454 Community Dr.
Carmel, IN 46033
$2,435,000
Fifth Third Bank

Rally. Rock. Ride., Inc.
4218 Alverdo Lane
Carmel, IN 46033
$55,000
Chase Bank

Synapse Medical  
Group, LLC
12972 Chesney Dr.
Fishers, IN 46037
$150,000
Celtic Bank

UN Communications 
Group, Inc.
1429 Chase Ct. 
Carmel, IN 46032
$781,000
Indiana Statewide Cert. Dev. 
Corp. 

Hendricks County

FHL Center for  
Healing, LLC
7483 E U.S. Hwy. 36
Avon, IN 46123
$12,000
The Huntington  
National Bank

Hasco, Inc.
10898 E. U.S. Hwy. 36
Avon, IN 46123
$106,600
Chase Bank

Peak Health  
Chiropractic, P.C.
1995 E. Main St.
Danville, IN 46122
$650,000
Ridgestone Bank

Quartermaster  
Facility Supplies
4547 McCullah Dr.
Pittsboro, IN 46167
$50,000
The Huntington  
National Bank

Satnam Enterprises, LLC
1818 E. Main St.
Plainfield, IN 46168
$350,000
Keybank

Johnson County

A and I Trust In God 
Transport, Inc.
3168 Holt St.
Whiteland, IN 46184
$50,000
$21,000
The Huntington  
National Bank

Atlas Steel, LLC
3015 R J Pkwy., Ste. C
Franklin, IN 46131
$75,000
First Merchants Bank 

Fivezero Boutique  
Salon, LLC
50 Airport Pkwy., Space C
Greenwood, IN 46143
$50,000
Fifth Third Bank

Henrichs R and C, LLC
299 W. Main St.
Greenwood, IN 46142
$120,000
$25,000
The Huntington  
National Bank

Marion County

AJ Partnership, Inc.
6725 S. Franklin Road
Indianapolis, IN 46259
$1,440,000
First Colorado National Bank 

Awesome Retail Corp.
5354 W. 79th St.
Indianapolis, IN 46268
$50,000
$15,600 
The Huntington 
National Bank

Bark Farmers, Inc.
2460 N. Arlington Ave.
Indianapolis, IN 46218
$140,000
Indiana Business Bank

Jeffrey A. Benz
8402 Nottinghill Dr.
Indianapolis, IN 46234
$25,000
The Huntington 
National Bank

Don Culberson 
Agency, L.L.C.
8152 Zionsville Road
Indianapolis, IN 46268
$40,000. The Huntington 
National Bank

G and Z Car Wash, LLC
7310 Preamble Ct.
Indianapolis, IN 46259
$2,155,000
Suntrust Bank

Goldy Trucking, LLC
8317 Cabin Creek Dr., Apt. E
Indianapolis, IN 46237
$23,100
The Huntington 
National Bank

Helaine Draperies 
Etc., LLC
9352 Haverstick Road
Indianapolis, IN 46240
$24,000
$10,000
The Huntington 
National Bank

Hughes Realty, LLC
4115 Shleby St.
Indianapolis, IN 46227
$150,000
$100,000
The Huntington 
National Bank

Hull Medical Group, P.C.
7855 S. Emerson Ave.
Indianapolis, IN 46237
$100,000
Indiana Business Bank

Indy Arms Company, Inc.
2550 E. 55th St.
Indianapolis, IN 46220
$516,000. Premier Capital 
Corporation; $455,000
Ameriana Bank

Jeselskis Law Offices, LLC
120 E. Market St.
Indianapolis, IN 46204
$25,000
The Huntington 
National Bank

Kay Qsrs, Inc.
1404 Hillcot Lane
Indianapolis, IN 46230
$150,000
Celtic Bank

Kentucky Ave. Planet, LLC
3479 Kentucky Ave.
Indianapolis, IN 46221
$620,000
Wells Fargo Bank

Patio Furniture 
Restorations
7718 N. Michigan Road
Indianapolis, IN 46268
$203,100
Star Financial Bank 

Phan Club, LLC
148 E. Market St.
Indianapolis, IN 46202
$15,000
The Huntington 
National Bank

Indira Hatcher DBA 
Physiques H
3616 N. Sherman Dr.
Indianapolis, IN 46236
$60,000
$20,000
The Huntington 
National Bank

Rock World, Inc.
8750 Corporation Dr.
Indianapolis, IN 46250
$125,000
$25,000
The Huntington 
National Bank

Sage A Salon, LLC
7410 Madison Ave., Ste. A
Indianapolis, IN 46227
$25,000
The Huntington 
National Bank

Six Miles Investment, Inc.
5820 W. 56th St.
Indianapolis, IN 46254
$125,000
The Farmers Bank, Frankfort

Trinity Safety Group, LLC
8741 Founders Road
Indianapolis, IN 46268
$293,000
Wells Fargo Bank

Whitehead and 
Associates, LLC
6330 E. 75th St., Unit 122
Indianapolis, IN 46250
$100,000
The Huntington 
National Bank

Wilcox Environmental 
Engineering
5757 W. 74th St.
Indianapolis, IN 46278
$1,150,000
$500,000
Keybank

Wisdom Hair Design, LLC
4975 S. Emerson Ave.
Indianapolis, IN 46203
$28,000
$10,000
The Huntington 
National Bank

PLANNER OF NOTE
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2014 Business Symposium

Key Note Speaker 

Howard Hubler 
of Hubler Auto Group

Simons Bitzer & Associates, in partnership with Home 
Bank and the Southside Business Leader, will host its first-
ever 2014 Southside Business Symposium. Business owners 
and executives from small to medium businesses will not 
want to miss this dynamic learning opportunity. Local 
successful business owners will share words of wisdom of 
what to do and what not to do to grow your business.

When?
Thursday, August 28, 2014

7:15 a.m. – 12 p.m.

Where?
Indiana Wesleyan 

University-Greenwood
1500 Windhorst Way

Greenwood, IN 46143

Link to see more and register…
simonsbitzer.com/bussymposium

Dynamic Learning Opportunity

Speakers:
• Aaron Prickel, Lushin & Associates Inc.
• Jon Wright, Geek Brigade, Inc.
• Lorraine Ball, Roundpeg

Panel Speakers: 
• Carol Curran, Phoenix Data Corporation
• Erin Smith, Spotlight Strategies
• Greg Simons, Simons Bitzer & Associates
• Clay Robinson, Sun King Brewery


