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In light of success, owner looks to sell  
Zacky’s Hot Dogs & BBQ to build a church / P8
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A day with the dogsA day with the dogs

about canine cloud nine

WHAT: A cage-free grooming salon, self-
wash and gourmet dog super food store.
WHERE: 110 W. Main St., #120, Carmel
PHONE: 999.5444
FACEBOOK: Canine Cloud Nine
HOURS (by appointment): Monday, 10 a.m. 
to 7 p.m.; Tuesday, 7 a.m. to 7 p.m.; Wednes-
day, 10 a.m. to 7 p.m.; Thursday, 7 a.m. to 7 
p.m.; Friday, 7 a.m. to 7 p.m.; Saturday, 11 
a.m. to 7 p.m.; and Sunday, noon to 4 p.m. 
OWNER: Sean Litke, 28, Westfield.
FOUNDED (YEAR): 2012.
EMPLOYEES: 8 to 10.
CUSTOMERS: 2,000-plus

CUSTOMERS (GOAL FOR 2015): 50 percent 
increase.
PLANS FOR EXPANSION: “We just doubled 
the size of our salon in September. Though 
once our lease is up here we’ll likely find a 
bigger space,” Litke said.
TIP FOR SUCCESS: “Work harder, you can al-
ways improve.”
QUOTE: “Study the unusually successful 
people you know, and you will find them im-
bued with enthusiasm for their work which 
is contagious. Not only are they themselves 
excited about what they are doing, but they 
also get you excited.” - Paul W. Ivey

Mary Manning (right) finishes grooming Remi 
(middle) at Canine Cloud Nine, a cage-free 
grooming salon that also offers a self-wash and 
gourmet doggie treats. (Photos by Heidi Schmidt)

Canine Cloud Nine offers wardrobe choices for canine 
companions from makers such as Loveable Dog, 
Freedogs, and Dogdug.

Canine Cloud Nine makes its own gourmet dog super foods. Brand name Cosmos offers USDA grade natural 
chicken in the jerky. These are branded Dublin Dogs leashes and collars.
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There is no disputing social media has attempted to effect a 
significant re-set in how businesses acquire and retain custom-
ers. Inc.com states, “While most small business owners know 
that it’s important to utilize various social 
channels, many do not know how to tailor 
their strategy to the specific medium in or-
der to maximize customer reach.” It’s an in-
teresting statement, and we submit there is 
no perfect answer. Our experience tells us 
that. We utilize Facebook and Twitter. Our 
care and feeding of those delivery mecha-
nisms are constant – scheduled, even – but 
it’s an inexact science. We find it difficult 
to quantify that being on the platforms has 
resulted in one dime of additional revenue. 
We do serve our readers with Facebook 
and Twitter, and we get a number of “likes” 
and “retweets,” but that’s for readers. We also “share,” “like” and 
retweet our customers’ messages, and we do it enthusiastically, 
because that is part of how we add value. It’s also a way to en-
sure loyalty. None of this is to infer that other businesses can’t 
acquire customers and revenue; such happens every day. Net-
net: The aforementioned referenced statement might not be as 
universally applied as the author might believe.

The point is, if it works for you, do it, and if it doesn’t, 
don’t force it.

• • •
Let’s say you have what we call a signature customer. And 

let’s say that customer’s payments make up at least half of 
your annual revenue. Does that make you 
more of an independent contractor than 
a business owner? If you believe the folks 
at Investopedia, you are an independent 
contractor. We find this viewpoint to be 
flawed. There are scores of successful 
small businesses in our midst that have a 
dominant customer and many lesser-in-
vested customers; it’s still a business, isn’t 
it? If diversifying the client base is vital to 
growing a business but difficult because 
some clients don’t pay on time, as Investo-
pedia suggests, we suggest a closer look at 
the aging report and quick, polite action 

to take care of the situation. The advice put forth is don’t be 
a contractor. News flash: We fully understand we are some-
thing of a contractor, because we are a vendor to many. And 
that’s just fine. We couldn’t care less about terminology here. 
It’s how we work on behalf of our customer that has made all 
the difference in the growth of our company, and the same 
can (should?) be said for yours. If you deliver on your cus-
tomers’ objectives, payment for service should not become 
an issue. Enjoy your company’s success!

What does social media mean to your business?

brian Kelly & Steve Greenberg
From the Backshop

Views
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Nick Saban, football coach of Alabama University, earns $7 
million because he has a system.

It’s all about the process, Saban believes.
If you don’t follow the process, you don’t get to play for 

Coach Saban.
Similarly, legendary UCLA basketball coach and Hoosier 

John Wooden  believed so much in his 
culture that when Bill Walton told the 
coach during his championship senior 
year that he wasn’t getting a haircut 
according to team rules, Wooden said, 
“We’re going to miss you.”

Of course, leadership isn’t always 
so drastic, plus there must be gen-
tler ways of getting employee buy in, 
right?

Not my circus
There are clues that should indicate 

whether you have employee buy in or 
not. Should you hear the phrase, “Not 

my circus,” around the office or in company-wide memos, 
you have a problem. Should employees avert their eyes in 
your presence or give you a German salute from behind, you 
might have a problem with your culture. This means that the 
employees are not onboard with company processes. They 
are not accepting responsibility for the outcomes. They are 
divorcing themselves from total commitment. They are not 
engaged.

Disengaged employees usually don’t contribute to the over-
all mission. You can’t always fire them on the spot. This fear 
tactic adds to increased healthcare costs in the form of visits 
to psychiatrists. The last thing you need is a martyr highlight-
ing your indifference to employees. Even if you didn’t directly 
hire them, you likely hired someone who did and you need to 
show that you have confidence in everyone in your company.

Any space between employee and executive visions may be 
disastrous to success. So here are a few suggestions for get-
ting all to ride the same train of excitement, enthusiasm, and 
love the process.

Remind all personnel that what they do matters. Be care-
ful to relate it to your customers or a higher purpose than 
enriching your bank account. Give them the old “win one for 
the Gipper” battlecry or something similar and not so cli-
chéd. A higher purpose is always a motivating strategy.

Whenever possible, lead from among. Be accessible and 
open to your staff and employees. Get in there and under-
stand their issues. Play undercover boss but leave the fake 
mustache at home. Be sure to embody your vision and not 
preach from on high. Lead by example, for crying out loud.

Finally, make sure they own the fleas. Give them the pow-
er to do what is necessary to achieve the overarching goal of 
your organization. Should they see a need or have an idea to 
fix a problem, encourage them to act. Give your employees as 
much autonomy as you can and you will see a big difference 
in attitude and motivation.

Gus Pearcy is a contributing columnist to the Carmel Business Leader. He may 
be reached at (317) 403-6485 or pearcy.gus@sbcglobal.net. Gus blogs frequent-
ly at guspearcycommunications.wordpress.com.

Not my circus; 
not my fleas

Gus Pearcy
Columnist
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If you are a businessperson I don’t need to convince you 
that any new legislation on your business usually means 
more limits on your liberty and a percent or two off your 
gross profit.  Did you know that in the last few years, with 
the congressional “freeze”, congress has been limited to pass-
ing less than a couple of hundred bills a year? And yes, many 
of those bills are to name a new bridge or post office. No 
joke! That means outside of Obamacare, the impact of legis-

lation on the average American busi-
ness has been relatively negligible. 

Now, why do I say “relatively” 
here? Because if your business guild 
tells you of some new legislation that 
you need to be advised of, it prob-
ably came from some bureaucrat in 
the executive branch with implied 
powers to legislate your business. 
This implied power comes from the 
President himself and is allowed un-
der the constitution. Any additional 
can be viewed as bureaucratic “over 
reach”; we call this government med-
dling, Obama style.

Forgetting the above overreach, do you realize that you 
have operated your business for the better part of four years 
without any new federal legislation telling you how to run 
your business and the world has not come to an end? The 
point is, if going forward, we had to live only with the laws 
currently on the books and no more, and the only new ones 
would be state regs, those you could possibly impact, the 
world would still be a pretty good place. Your business would 
run just fine in a safe environment. You still may want your 
kids to join you in the business. 

As a conservative, this is a lesson for everyone, liberal and 
conservative alike. Note, all regulation cost percents off gross 
profit margins. “Don’t let good be the enemy of great”, as Bill 
Clinton likes to say. Yes, you can suggest to your congress-
man a needed piece of legislation, generally for restraining 
someone else’s trade in your back yard, but it comes at a cost; 
more hostile legislation in the long run than friendly legisla-
tion. I am older than you, trust me on this one! 

As I close, consider this. We are about to embark upon 
a new Republican-dominated congress. I believe that these 
adults will get things done, much in a bipartisan way. Just re-
member from recent history, less legislation is better legis-
lation. Folks, understand the mission statement here, these 
congressional people get their meaningful purpose from cre-
ating legislation. When they come to visit you at your office 
with their tin cup, they always tell you of legislation they plan 
to put on the book that impacts your business. Many times 
in the past they have told me this and I have tried not to act 
stupid and I say, “Great, we need that”, just to be polite. No 
more for me. Now I say we have made it this far with out this 
bill, don’t feel you need to limit more American liberty just 
to get my vote. If he or she truly understands the free mar-
ket, they will appreciate your comments. Train these guys, 
less is best. 

Howard Hubler is an automotive executive and a contributing columnist for 
the Carmel Business Leader. You may write him at howard@hubler.com.

No Congressional 
bills are good 

Congressional bills

Howard Hubler
Advice

more develoPment

By Adam Aasen
A prominent storefront at the corner of Range Line Road 

and Main Street has a new tenant.
California Closets, a store specializing in crafting home 

storage solutions, will open in Spring 2015 in space formerly 
occupied by Carmel Couture, according to Pedcor, the owner 
of the property.

Charlie Meyer, president of California Closets of Indianapo-
lis, said his company was attracted to this location in the Car-
mel Arts & Design District because of its close proximity to 
other like-minded businesses. The Indiana Design Center is 
just down the street and there are more than 30 home design 
related businesses nearby, which should make for easy shop-
ping for would-be redecorators.

Most people would assume that Carmel residents all have 
giant closets with lots of storage space, but Meyer said that 
new condos and empty nester homes mean that some Carmel 
residents might need help to maximizing their space and or-
ganize their lives.

“California Closets is a perfect fit for Carmel, a city that 
continues to attract new residents to a variety of diverse hous-
ing opportunities that extend beyond traditional four-bed-

room homes,” Carmel Mayor Jim Brainard said in a statement. 
“Carmel’s growing City Center and Midtown developments, 
where mixed-use and higher density developments are under 
construction, provides many opportunities for a company that 
helps consumers think creatively about their space.”

California Closets plans for spring opening 
An example of a California Closet. (Submitted photo)

•	 In other business news, it appears there might be a 
new tenant for the former Borders bookstore at 116th 
Street and Keystone Parkway. Mercy Road Church has 
expressed interest in remodeling the long-vacant 
building to support a growing church membership. 
Borders closed its 400 bookstores nationwide leaving 
this 2.5-acre space available for years. 

•	 There’s also lots of action going on at Clay Terrace 
outdoor mall. Paradise Bakery & Café closed in late 
December, but another bakery/restaurant is expected 
to open in Clay Terrace in 2015. Three other stores are 
closing: Aeropostale, Delia’s and The Children’s Place.

Michael E. Schrage, President and CEO of Centier Bank, an-
nounced the addition of three new business leaders who have 
joined Centier’s growing network of financial professionals 
serving the Carmel and Greater Indianapolis area communities.

Andrea Moore has joined Centier Bank as Branch Man-
ager of the Carmel Banking Center.  She is a former retail 
store manager and previously served as an account executive, 
specializing in mortgage lending. A resident of Indianapolis, 
Moore is a member of the Business Networking International 
at the Ripple Effect Chapter.  She has served on its leadership 
team, membership committee, and as visitor host.  She resides 
in Indianapolis with her husband, Scott, and son.

John Reed has joined Centier Bank as Senior Credit Ana-
lyst.  Reed joins Centier’s growing commercial lending team 
to support the analysis of financial statements and preparation 
of credit write-ups.  He was previously employed for 15 years 
as a credit department manager.  Reed is a graduate of Indiana 
University, a member of Carmel United Methodist Church, 
and is Treasurer of Westfield Shamrocks Rugby Club.  He re-
sides in Westfield with his wife, Barbara, and children.

Navi Singh has joined Centier Bank as Assistant Vice Presi-

dent and Mortgage Market Manager.  As a member of Centi-
er’s growing Mortgage Lending division, he oversees mortgage 
lending operations for the Carmel and Lafayette banking cen-
ters.  Singh previously worked as a lending manager in Cen-
tral Indiana for the past five years. He is an MBA graduate of 
Indiana University of Pennsylvania. Singh is an active resident 
of the Carmel community where he resides with his wife and 
two children.  He is a member of Indiana Mortgage Bankers 
Association and Metropolitan Indianapolis Board of Realtors, 
and is a volunteer for Habitat for Humanity.

Centier Bank welcomes new Carmel team leaders

Moore Reed Singh
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When it comes to making business deci-
sions, who are your go-to advisors? You know, 
the trusted people who listen to your ideas and 
strategies, ask good questions, play 
devil’s advocate when necessary 
and offer additional suggestions. 

It turns out, most business own-
ers tend to go it alone when it 
comes to major decisions for their 
company. Their reasons vary. Some 
have a bad experience following 
advice, so they no longer trust any-
one but themselves. Others feel 
their issue and circumstances are 
completely unique, and no one else 
would understand.  

Throughout more than 20 years 
in banking, I’ve seen the many advantages that 
solid advisors can provide. Here are just a cou-
ple examples of successes…

The right team for the job
One of my newest clients recently made 

a life-changing decision to purchase a small 
business and step out of Corporate America 
after 20 years. I noticed in working with him, 
that he had a natural ability and willingness to 
rely both on his own careful analysis, as well 
as on the expertise of others, to help him make 
decisions. 

In this case, the right fit had nothing to do 
with his industry background. In fact, he knew 
very little about the industry in which his new 
business operates. But he had the ability to as-
semble a team of advisors — from a consul-
tant specializing in business acquisition to a 
transition specialist who would help with the 
employees — even though the previous own-
er promised to stay on board for the first year. 

At the closing table, I personally witnessed 
my client’s skill at building consensus among 
people — which allowed the deal to be com-
pleted, despite a last-minute snafu. And in 
a recent meeting with him and the former 
owner, I could see both of their excitement 
at discovering new opportunities to grow the 
business well beyond its current level of per-
formance.

Preparing for the Unforeseen
One of my long-time clients hit the jack-

pot several years ago, getting into a business 

where he became a critical link between the 
manufacturer and the end user in his indus-
try. During an initial period of heavy growth 

and profitability, we met regularly 
to discuss things — which allowed 
me to make suggestions from a fi-
nancing perspective, to support 
that tremendous growth rate.  

I learned that this particular 
business owner likes to have plen-
ty of “trap doors” available to fall 
through in reaction to industry 
conditions. So he continually looks 
ahead 2-3 years, in order to posi-
tion the company to either take 
advantage of opportunities or re-
spond to threats. 

He uses good market data combined with 
input from a handful of trusted advisors. In 
doing so, he has enjoyed sustained, long-term 
success.

Key roles to cover
So, who should you look for in a team of ad-

visors? 
Based on my experience, I believe there’s a 

core group any business owner should have in 
place. These include a CPA, an attorney, and 
a banker. 

All three of these should be people who will:
1. take the time to really know your 

business,
2. ask tough questions to get you thinking 

and 
3. offer sensible solutions based on your 

situation.
Anyone who falls short of these qualifica-

tions is not a true advisor. 
Additionally, keep in mind that peer groups 

can be a great sounding board. Other business 
owners likely have faced the same or similar 
challenges and can offer suggestions based 
upon that experience. Plus, they will challenge 
you more than most others will.  

There will always be new opportunities, 
challenges, and potential rewards in business. 
But remember: You don’t have to go it alone!

Jeff Magginnis is an advisor at Horizon Bank in Carmel. You 
may contact him at JMagginnis@horizonbank.com

Commentary

Tickets: 317.843.3800 actorstheatreo�ndiana.org
January 30 - February 15, 2015

PRESENTS

Title Sponsor

The ‘Absurdly Enjoyable’ Comedy That Won 2 Tony® Awards and 
2 Drama Desk Award Makes Its Way To The Studio Theater!

HITCHCOCK MEETS HILARIOUS!

Revolutionizing the Real Estate Industry.
bhhsINrealty.com

Jeff magginnis

Whom do you trust?

Based on my experience, I 
believe there’s a core group any 
business owner should have in 
place. These include a CPA, an 

attorney, and a banker. 
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No matter how many ways you try to com-
municate with your employees, chances are they 
still get much of their information from the in-

ternal rumor mill known 
as the office “grapevine.” 
Research confirms that 
this informal sharing of 
data is often remark-
ably accurate, although 
stories do get distort-
ed for dramatic effect. 
This week’s study looked 
at employees’ use and 
perception of the office 
grapevine and found 
that, while nearly all 
workers used it, very few 

preferred to get important company informa-
tion there. The bottom line is that your employ-
ees turn to the grapevine for information when 
they have few other options.

Still, the grapevine does have some posi-
tive effects for most organizations. First, much 
grapevine communication happens along infor-
mal channels, so information is being shared 
amongst people from different areas in your 
company. There are many benefits to open 
communication channels across organization-
al boundaries. Second, your workers need so-
cial interaction at work. It relieves anxiety, and 
this can be important in times of uncertainty. 
At the most basic level, the grapevine facilitates 
the human drive for social bonds, a natural and 
healthy impulse.

On the other hand, information flowing on 
the grapevine can be distorted. This could in-
crease rather than squelch employee anxiety. 
Additionally, research demonstrates that em-
ployees react negatively toward their companies 
when information is revealed via the grapevine 
more quickly and accurately than the organiza-
tion provides it.

Your best practice is not to squash the grape-
vine, but use it. Listen to what is being said, for 
the topics can shed clues on areas where em-
ployees are nervous or unsure. Correct large 
errors and lies when you can, of course. But 
understand that employees will often express 
concerns to one another that they will not or 
cannot say to managers, so the themes discussed 
there are important sources of feedback.

Managers can also view the grapevine as a 
barometer of, or even a challenge to their own 
communication effectiveness. Strive to provide 
clear, direct, and correct information to em-
ployees before they have to hear it “through the 
grapevine.”

Whitworth, B., & Riccomini, B. (2005). Management commu-
nication: Unlocking higher employee performance. Commu-
nication World (March-April), 18-21.

Management 
for the masses 5 

carolyn  
Goerner

Heard it through the grapevine

Will Baker, owner of Balance Yoga and Fitness.

Athletic clothing store, yoga studio open in Arts District
Inside Iviva, a story that combines fashion and fitness. (Photos by Adam Aasen)

By Adam Aasen
Two like-minded businesses have opened at each floor of the for-

mer Shiraz wine bar space in the Carmel Arts & Design District.
Iviva, a girls’ athletic clothing store, opened at the end of last year 

and Balance Yoga and Fitness opened this month on the second 
floor.

Iviva is a company owned by Lululemon, one of the popular 
brands that combines fitness, fashion and function. The store at 404 
W. Main St. sells active wear for girls ages 4 to 14.

“We love being close to the Monon and all of the activity on Main 
Street,” store manager Erica Peregine said. “It gives it that boutique 
feel compared to other areas.”

Peregrine said the clothes are meant to be durable and comfort-
able when you exercise, but also look fashionable enough that you 
don’t mind wearing them all the time.

“I’d say about half are athletes and half are girls who want some-
thing to look cute at school,” she said.

Just above Iviva, owners Will Baker and Heather T. Leo have 
opened their yoga stu-
dio, which is a second 
location of the HTL 
Yoga studio at Clay 
Terrace. 

It’s one of the more 
unique spaces to practice yoga. Walking in, the atmosphere looks 
like someone’s living room with a small kitchen located in the cor-
ner. When the space was used for Shiraz, this second floor was re-
served for private parties and events. The wine bar’s owner lived on 
the third floor, hence the homey feel.

“It’s a nice central location,” he said. “It’s a beautiful place with 
great wood floors and natural lighting. We have it set up as an envi-
ronment where it can be a community.”

Baker and Leo have extensively redecorated the space but have 
made use of the existing fireplace – combined with sunlight from 

the large windows – to create a great way to practice hot yoga, which 
is a form of yoga where warm temperatures loosen the muscles and 
help participants sweat out toxins.

One of the specialties for Balance by HTL is the indo-board bal-
ance classes. This is where participants utilize a balance board that 
looks like a see-saw to help strengthen joints and build strength and 
balance.

On the Web
Iviva – www.ivivva.com

Balance by HTL – www.altfitindy.com
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Insuring all of
your company’s
moving parts.
• Employee benefits
• Life & health insurance
• Medical malpractice
• Business insurance
• Workers compensation
• Professional liability

Andy Warren

awarren@shepherdins.com

317.846.5554  |  shepherdins.com 

COMING SOON

317.844.6629 P | 317.844.6636 F 
www.us605.alphagraphics.com
us605@alphagraphics.com

visit us on the web

is on themove
Over the last eight years, we've been working hard to become your print &
marketing communications partner.  We have always been committed to providing 
you the best service and quality possible.  That is why we are excited to announce 
that we have outgrown our current space and will be moving to a new building at 
the end of February!  With this we will be able to add the equipment and finishing 
areas we have needed to expand our range of services. 

OUR NEW HOME: 1051 3rd Avenue SW, Carmel, IN 46032
On 3rd Avenue just South of Gradle Drive in the Kirby Park North buildings.

Date Business Address Description

1/19 Sprint 14550 Clay Terrace Blvd. Theft

1/19 Meijer 1424 W. Carmel Dr. Theft

1/18 Shell 808 W. Main St. Theft

1/17 Kohl’s 9895 N. Michigan Rd. Theft

1/16 Kohl’s 9895 N. Michigan Rd. Theft

1/15 Kohls 9895 N. Michigan Rd. Theft

1/15 Enterprise Holdings 9797 N. Michigan Rd. Theft of Motor Vehicle

1/14 JD Byrider 12802 Hamilton Crossing Blvd. Theft

1/14 Bartlett Tree Experts 4810 Northwestern Dr. Theft

1/14 Green’s Truck and Auto 4810 Northwestern Dr. Theft

1/12 YMCA 150 W. 96th St. Theft

1/12 Kohl’s 9895 N. Michigan Rd. Theft

1/8 MicroSoft Store 3605 Brumley Way Fraud/Deception

1/7 KFC / Taco Bell 10575 N. Michigan Rd. Theft

1/7 Runyon Equipment Rental 410 W. Carmel Dr. Theft

1/5 Gradex Inc 10101 N. Meridian St. Criminal Mischief

12/26 CVS 13640 N. Meridian St. Counterfeiting

12/26 Crooked Stick Golf Course 1964 Burning Tree Ln. Criminal Mischief

12/25 CVS 13090 Pettigru Dr. Counterfeiting

12/24 Mercedes Benz 3774 Bauer Dr. W. Criminal Mischief

12/23 Pearson Ford 10650 N. Michigan Rd. Theft of Motor Vehicle

12/22 Earth Resource Excavating Avedon Way /Mannings Pass Theft

12/20 Meijer 1424 W. Carmel Dr. Theft

buSineSS crime watcH

Paris Salon is now under new ownership and celebrating its grand re-opening at 104 East Carmel Drive, just 
east of Range Line Road. It is under new ownership thanks to Becky Gilbert, a 15-year-veteran who took over 
the longtime Carmel business recently. “We are so excited to be able to continue offering excellent serves to our 
clients and the many walk-ins who take advantage of our convenient location and hours,” said Gilbert. The Paris 
Salon team includes: Bottom row (left to right) Marilyn Woodard, Penny Pennella, Laura McKinney, Becky Gilbert, 
Wendy Query-Garcia, Barb Clouser. Top row Lauren Rennaker, Paul Robinson, Cheri Marrs and Gloria Litke. Not 
pictured: Cathy Parido and Heidi Stevens. (Submitted photo)

Paris Salon has new ownership
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By Adam Aasen
It was just another day at work. 
Eleven weeks prior, Zachary Darring had just opened his 

own business, Zacky’s Hot Dogs, on Range Line Road. For 
30 years, Darring was a pastor at a church, he comes from 
middle class background. He poured all of his savings into 
his small restaurant that he built with help from his wife and 
six children.

And that morning he saw his hard work go up in flames.
“The flames were just tremendous,” Darring said. “I’m sit-

ting on my bed watching this and it’s very disheartening. It 
was on every channel.”

On Nov. 11, 2010, at least five different fire departments all 
participated to put out a roaring blaze at the nearby Dunkin 
Donuts. The fire spread and although it didn’t burn Zacky’s, 
the smoke damage required that the building had to be demol-
ished. Less than two months after opening and it was rubble.

But Darring used the insurance money to rebuild and re-
open.

 “My mental makeup is this: If I start something, I’m going 

to finish it,” he said. “I wasn’t going to let the fire stop me. I got 
this thing started and I was going to see it through.”

Almost five years later, Zacky’s is thriving. Lines form at 
lunch and tables are scarce. Just recently, they had long glow-
ing segment on Channel 13 news and were listed national-
ly as one of the “Top 40 Fantastic Franks” according to Ur-
banspoon.com.

Yet, Darring is walking away from the success. The 61-year-
old pastor said his religious calling is pulling on him, convinc-
ing him that it’s time to sell his business to construct a new 
building for his church.

“The business is just flourishing,” he said. “We’re not sell-
ing it because we’re on hard times. I just don’t have the time 
to keep up anymore because I’ve got to do other things. I have 
to be true to my calling as a minister.”

Darring preaches at Jesus is Lord Church, near 63rd Street 
and Michigan Road in Indianapolis. Despite being exhausted 
from serving customers all week, his children all sing or play 
instruments behind him every Sunday. Darring even works 
some of his restaurant background into his sermons, using his 

14-hour, slow-cooked brisket as an example of why it’s impor-
tant to have patience.

His dream is to construct an 80,000-square-foot facility for 
his congregation, complete with office space, classrooms and 
a family life center. It’s a big dream, but he already has pur-
chased 5 acres near his current building. He’s eager to build, 
but the restaurant takes a lot of his time and the money from 
the sale of the restaurant will help fund his next venture. He 
said Zacky’s has a quarter-million dollars in revenue annually 
but could see much more with longer hours.

But it’s tough to end this journey. Darring’s faith has come 
in handy as he faced several obstacles during his years in busi-
ness: Construction on Range Line Road, new restaurants as 
competition, fierce ice storms and of course, learning one’s 
identity.

Darring has tinkered with the menu and the hours. Lunch 
business has been better than dinner. After the second year, 
Darring added barbeque cuisine to the menu after testing it 
out at the Carmel Farmers Market. In 2015, he knows his busi-
ness strengths and, just as importantly, he knows his clientele. 

He can’t walk through the dining room without stopping and 
talk to nearly every customer that walks in.

Darring hopes to sell the business between now and Sep-
tember, but it’s not just about money. Like Willy Wonka look-
ing for an heir to his chocolate factory, Darring said it’s impor-
tant to find someone he trusts to run the business that bears 
his name. It’s his legacy.

“I must find someone who will take care of my people,” he 
said. “I consider these customers as part of my family.”

He said this business is a turnkey operation meaning the 
new owner will have all the equipment he or she needs, the 
menu/recipes, the supplier contacts and, most importantly, 
the clientele.

“Whoever I turn this over to will get a goldmine,” he said. 
“If I had more time, I’d franchise the business.”

Of course, some of the appeal of Zacky’s is Darring 
schmoozing and he said he’ll make his appearances.

“I’ll be coming up here still,” he said. “I’ll still be working the 
crowd. The new owner will definitely have the benefit of that.”

Zack, Amelia, Toni, Helena, 
Tiffany, Angel, Joshua, Monica Darren DelDuco, Zack, Bill Lilegdon

In light of success, owner 
looks to sell Zacky’s Hot Dogs 

& BBQ to build a church 
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Zachary Darring’s 
5 Tips for Restaurant Success

1. You need a passion and determination to see it 
through.

2. You need quality customer service and high 
standards for consistent food quality.

3. Treat everybody with love and kindness no 
matter what background they come from.

4. Stay ahead of your business. Don’t let it get over 
your head. Know where your profits and your 
losses are.

5. Stay humble, no matter how well your business is 
doing.

He can’t walk through the dining room without stopping and 
talk to nearly every customer that walks in.

Darring hopes to sell the business between now and Sep-
tember, but it’s not just about money. Like Willy Wonka look-
ing for an heir to his chocolate factory, Darring said it’s impor-
tant to find someone he trusts to run the business that bears 
his name. It’s his legacy.

“I must find someone who will take care of my people,” he 
said. “I consider these customers as part of my family.”

He said this business is a turnkey operation meaning the 
new owner will have all the equipment he or she needs, the 
menu/recipes, the supplier contacts and, most importantly, 
the clientele.

“Whoever I turn this over to will get a goldmine,” he said. 
“If I had more time, I’d franchise the business.”

Of course, some of the appeal of Zacky’s is Darring 
schmoozing and he said he’ll make his appearances.

“I’ll be coming up here still,” he said. “I’ll still be working the 
crowd. The new owner will definitely have the benefit of that.”

Darren DelDuco, Zack, Bill Lilegdon

In light of success, owner 
looks to sell Zacky’s Hot Dogs 

& BBQ to build a church 

Zacky’s Dog & BBQ
Carmel Walk Plaza

1315 S. Rangeline Rd.
(317) 848-5088
zackysbbq.com
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During my 25+ years as an executive in the me-
dia business, I hired a lot of people.   Today, I do a 
lot of consulting and marketing of media and many 
other types of businesses.  Often times they ask me 
advice on how to find good people.

My best advice is how you look at a resumé.  I 
always start from the bot-
tom up. I like to see appli-
cants that have served their 
communities, volunteered, 
and participated in a lot of 
extracurricular activities. 
While grade-point averages 
are somewhat important, I 
would rather hire someone 
that has a lot of the afore-
mentioned experience and 
has less than a four point 
average, than someone who 
gets the straight A’s and they 

have done nothing in the real world to expand their 
horizons and help humanity. To me, the giving back 
part of a resumé is huge extra credit.

In my marketing agency, we create advertising 
and images — using both traditional media and 
the exciting newer platforms of distribution.  Then 
there’s also a public relations aspect of a client plan.

One thing I stress a lot. It’s very much related to 
the above. I tell the business owners that one of the 
best forms of marketing they can do is to volunteer 
for community causes.  I  encourage them to ask 
their employees to get involved, and to get involved 
as a company, as well.  Maybe find a signature event 
that your company becomes known for; something 
you do and build on year after year. It’s great team-
building.  It’s also a way to get your brand out there, 
while doing something that can give you and your 
team an experience of accomplishment and pride 
unlike any other.

I’ve been a longtime board member of both 
Crime Stoppers of Central Indiana and the Salva-
tion Army.  Both of these groups have opportuni-
ties for involvement. To me, one of the most joyous 
things to do at Christmas time is to ring a bell at one 
of the red kettles.

With Crime Stoppers, the non-profit organiza-
tion where you get rewards for reporting crimes 
anonymously, we have fundraisers several times 
every year. One of which is called Shred-It.  For a 
small fee, you can avoid identity theft by seeing your 
materials shredded before your very eyes.  We al-
ways have a shredding location right here in Carm-
el, now at the high school. Many of you are familiar 
with it.  Kudos to Chief Green (an active member 
of our board) and the Carmel Police Department 
for their able assistance. Our next event is in April 
and we can always use volunteers.  For more infor-
mation, check our website at http://crimetips.org.

Jon Quick is president of the Carmel-based marketing and public re-
lations firm, Q Public Relations and Marketing. You may reach him 
at Jon@QPRMarketing.com.

Look from the 
bottom up

Jon Quick Vitality Bowls bring healthy treats to Main Street
Vitality bowls are one treat diners can enjoy. (Submitted photo)

Fanboys! closes shop, owner says he’s ‘not a failure’

Matthew Hastings was the owner of Fanboys! (File photo)

By Adam Aasen
Fanboys! comic shop, located at 620 S. Range Line Rd. in the 

Monon Square shopping center, closed its doors this month. The 
store opened in April, around the same time that The Foolery, an-
other comic shop on Main Street, opened its doors. 

The Foolery remains open and utilizes eBay and vinyl record 
sales to boost its revenue. Fanboys! owner Matthew Hastings post-
ed on his blog that he was proud of his store but happy to move on.

“People are shocked when I tell them that I don’t really care that 
the shop closed,” he wrote. “Was I sad? Yes.  Did I want it to stay 
open? Of course. Am I devastated that it closed? No. A lot of good 
things happened in that shop. Community was created. But that 
community doesn’t end just because the shop closed. And neither 
does my life. I am a better man for having tried to be a comic shop 
owner. I am not a failure.”

By Adam Aasen
There are plenty of places to get a smoothie in Carmel, but none 

of those places use the same ingredients as Vitality Bowls.
At some of those places, a fruit smoothie is not much more than 

a glorified milkshake loaded with sugar.
The health-conscious eatery will open on Feb. 7 in the location 

previously occupied by Huddles Frozen Yogurt in the Carmel Arts 
& Design District. 

Vitality Bowls will offer low fat bowls and smoothies, along with 
a selection of fresh juices, soups, salads and paninis. The selec-
tions will focus on local, organic ingredients and will feature “su-
perfoods” such as Açaí berry, spirulina, bee pollen, chia seeds, goji 
berries, cacao nibs and more.

Steve Roberts, regional director for the new store, said they are 
excited about the Carmel location. 

“It’s a very health conscious area,” he said. “Being right here on 
the Monon with all of the physical activity and everything going 
on, we just felt it was a perfect spot. It’s something you see every 
day in California and we think Carmel will be very receptive and 
quick to catch on.”

Roberts described the items as natural and “extremely filling” 
because they don’t use any fillers, such as yogurt, powders, sugar 
or ice. Diners can fuel up with an Oatmeal Bowl before a long run 
or rebuild their muscles with a Warrior Bowl with peanut butter 
for protein and recovery.

“Everybody wants to eat healthy, but this food tastes great,” he 

said. “Even the meat-and-potatoes crowd will love this food.”
Roberts said there will be two more Central Indiana locations 

likely opening in 2015. The Carmel location is also hiring. Inter-
ested employees can e-mail carmel@vitalitybowls.com.
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3925 River Crossing Pkwy, Suite 300  |  Indianapolis, IN 46240  |  317.472.2200 / 800.469.7206  |  somersetcpas.com

Somerset CPAs and Advisors provides more than just traditional CPA services.  We offer a 
broad range of capabilities and services that address the diverse needs of each of our clients.  
With years of experience, formal training, industry-specific knowledge and dedication, we 
are able to provide personalized solutions for you based on a solid understanding of your 
business and the issues unique to your industry.

Somerset’s expertise covers a variety of industries, including:

Any firm can give you an opinion.
We will give you a partner.

AN INDEPENDENT MEMBER OF

ALLIANCE USA

find us on...

Visit us online at somersetcpas.com to learn more about our people and how we can help  
you achieve and surpass your financial goals.

entrepreneurial
health care
manufacturing & distribution
not-for-profit
real estate

agribusiness
architecture & engineering
construction
dealerships
dental

Replace Your
Current IT Guy
For Less Money,

Twice The Expertise,
and NONE of

The Headaches.

World’s largest IT network for small business.
Over 1,200 professional computer technicians.

Less Cost, Less Hassle,
Less Downtime…

Isn’t That What
You Really Want?

At Computer Troubleshooters we offer wide range of 
business I/T Services, equipment Sales, and expert 
consulting. We partner with you to make sure I/T works 
for you and not the other way around!
Our Service Center has a large selection of PCs, macs, 
laptops, and accessories. We also offer Servers, 
networking, and parts. Visit us in downtown Carmel at 
316 S Rangeline Rd, Suite C or call us anytime.

317-867-0900
www.CTcarmel.com
Ranked #1 Technology Solutions

Franchise by Franchise
Business Review

Computer Troubleshooters

• $100 OFF
        FIRST TIME SERVICE

• FREE I/T AUDIT
Offer expires
April 30, 2015

316 S Rangeline Rd, Suite C
Carmel, IN 46032

317-867-0900

Business news / Commentary

By Adam Aasen
Earlier this month, Petco announced that it 

was pulling all of its Chinese-made dog and 
cat treats off shelves after it was discovered 
that the foreign products might have led to 
the deaths of thousands of dogs nationwide.

And while customers of Carmel’s newly re-
located Petco are applauding this move, many 
local shops have been ahead of the curve in 
this situation.

John Mikesell, owner of Izzy’s Dog Bakery 
at 816 W. Main St., said he got rid of his Chi-
nese treats more than three years ago. Mike-
sell points out that a lot of brands say “USA” 
on the front but on the back it’ll say that the 
product was manufactured in China and pack-
aged in the United States.

While he has some outside products on his 
shelves, the biggest sellers at Mikesell’s store 
are his homemade goodies. The scent of these 
treats baking can be smelled throughout the 
shop as you walk in.

Mikesell often jokes that the baked goods 
are healthy for dogs, but humans 
could eat them as well. He was se-
rious when he said he had one 
of the apple-cinnamon 
muffins with his 
coffee in the 
morning.

“ T h e r e 
isn’t anything 
in here that 
I make that 
I wouldn’t eat 
myself,” he said.

Just down 
the street, Sean 
Litke has built 
his business, 
Canine Cloud 
Nine, on the idea of selling healthy treats. He 
started the store in 2012 as a place where peo-
ple could get their dog groomed and buy some 
of the nutritious chicken jerky, which Litke 
makes himself.

Recently, Litke hasn’t spent as much of his 
time in the store at 110 W. Main St. because 
treat production has gone through the roof. 
He sold 3,500 pounds of jerky in 2014, com-
pared to 500 pounds in 2013.

Healthy, 
locally-
made chicken jerky 
is an alternative to 
Chinese-made treats. 

Local pet shops react to 
Chinese dog food scare

John Mikesell, owner of Izzy’s Dog Bakery, with his pup. 
(Submitted photos)

Litke sells his dog treats under his compa-
ny Cosmo’s Superior Foods and he’s expanded 

into the “private label” business, 
which is where major brands 

will buy products from local 
companies to sell under 

their brand’s name. 
He estimates that 

his products are 
in 300 to 400 
stores. One of 
his private la-

bel products 
is ranked 
17th on Am-

azon’s dog treat 
category, he said.
Litke said it’s important 

to know where your pet’s food 
is coming from. He knows it could be easy 

to buy the cheapest brand of dog food/treats, 
but it’s not the best decision.

“Diet influences everything,” he said. “If you 
give a kid a bunch of Mountain Dew before 
bed, you’d see the outcome. If you have a dog 
that has aggression problems, that’s just go-
ing to be amplified by the garbage food you 
gave them.”

“There isn’t anything in 
here that I make that  
I wouldn’t eat myself.”

- John Mikesell
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■ HOT TECH STOCKS 
InvestorPlace recommends the following four 
tech stocks for investors looking for a high 
dividend yield: CA Technologies (CA), a soft-
ware development company; Seagate (STX), a 
long-standing pioneer in the tech field; Garmin 
(GRMN), a producer of navigation and fitness 
tools; and Lexmark (LXK), a provider of distribu-
tion and printing technology. Source: www.In-
vestorPlace.com.

■ AIRFARE TIPS FOR 2015
Although airfares are not expected to rise sig-
nificantly in 2015, they are still at the highest 
level in several years. Here are some ways to cut 
your costs when flying. Find competitive des-
tinations. Some cities like Dallas, Boston, and 
Denver tend to have lower rates. Be flexible on 
travel dates. Midweek fares are usually lower. 
Finally, avoid flying during peak seasons. Janu-
ary and February usually have low season fares 
available. Source: USA Today.

■ TOP TAX SCAMS 
The IRS has published its list of top dozen tax 
scams to watch out for this year. Here are some 
of them. Misuse of trusts – scammers will try to 
get taxpayers to set up illegal trusts to avoid 
paying taxes. Don’t take the advice of a strang-
er offering to set up a trust. Contact an attorney 
or trained tax professional. Bogus charitable or-
ganizations – during times of disaster, people 
become very generous with their giving. Scam-
mers will set up fake organizations to collect 
“donations” that are never used to help anyone. 
Tax preparer fraud – be careful about who you 
select to prepare your taxes. Make sure they are 
a legitimate entity with a tax ID number from 
the IRS. Source: www.Bankrate.com.

■ COFFING TO JOIN HCED 
In a move that continues to solidify the strate-
gic partnership between economic develop-
ment and tourism, the Hamilton County Eco-
nomic Development Corporation is pleased 
to announce a new staff member, Brad Coff-
ing. Stepping into the role of Research Man-
ager, Coffing will create a data center for both 
business and visitor attraction. Coffing joins the 
team after working for the Indiana Utility Reg-
ulatory Commission, where he researched and 
analyzed electric utility cases regarding rate 
changes, certificates of need and integrated re-
source planning.

■ TOP STOCKS FOR 2015 
InvestorPlace has released its list of top stock 
picks for 2015. They include: ABM Industries, Inc. 
(ABM); Noble Corp. plc (NE); Yahoo! Inc. (YHOO); 
iShares U.S. Oil Equipment & Services ETF (IEZ); 
Google Inc. (GOOG); Ambarella Inc (AMBA); 
Prospect Capital Corporation (PSEC); Pizza Inn 
Holdings (PZZI); Apple Inc. (AAPL); Old Domin-
ion Freight Line (ODFL). Source: www.Investor-
Place.com.

Dispatches›

Blaming is easy. Solving problems is tougher. What the NFL needs 
right now is a double dose of ethics, and I know exactly how to solve 
the problem … and I’m willing to do it for free.

Please understand this is a very big thing. This is more than an 
issue of unfair football inflation or unfair competitive 
advantage or making the punishment fit the crime. The 
NFL is the largest sports league in the world, as mea-
sured by revenue. In our culture, we demand that our 
leaders and sports role models be held to a high stan-
dard. This is a case of getting integrity wrong, and it must 
be addressed.

Some have said that this is a minor event and that it 
will blow over. I say that it is an erosion of one of the 
most crucial parts of our society, and is clearly a pat-
tern of behavior by the New England Patriot’s leadership. 

How did we get in this mess? How do we get out of it? 
For the NFL to be sustainable it must be perceived as fair 
and with a level playing field. Integrity and ethics are fun-
damental, in society in general and business, in particular. Working 
in Insurance, I have a special sensitivity to the importance of integ-
rity to all of our lives.

I can prove it. Here is a quick test: Think about your goals and 
objectives. What is your highest aspiration? Wealth, fame, knowl-
edge, popularity or integrity? If you choose ANYTHING but integ-
rity, then your ethics will be subject to sacrifice in situations where 

a choice must be made, and such situations will inevitably occur.
Ethics becomes part of any brand, for better or for worse. Golf is 

famous for high ethics, with players self-policing their game play. 
Formula 1 racing has questions about the ethics and integrity of the 

sport, and there has been a significant drop in viewer-
ship. I think there is a connection. 

This can all be fixed with some adult education. As 
children, we learned ethics from authority figures in our 
lives: parents, grandparents and trusted advisors. For 
NFL owners, who better than the experts who train busi-
ness? For any NFL team or group of teams that respond 
to this, I will provide a day of high quality ethics training 
in the Gregory & Appel learning center. For the Patriots, 
I will even come to you.

The result will be an organizational culture based on al-
ways doing the right thing, even if nobody is looking. The 
NFL currently is engaged in an intense training and PR 
effort on domestic violence, and it needs to do the same 

with ethics. After all, the New England Patriots will leave a legacy of 
accomplishments and asterisks. This could help fix the asterisks.

Karl J. Ahlrichs, SPHR, is a senior consultant at Gregory & Appel Insurance and lives in 
Carmel. He is a national speaker and author, and is a “Thought Leader” on human capi-
tal and risk management issues. You may write him at kahlrichs@gmail.com.

Ethics and football deflation – a free offer

Karl ahlrichs

Tina Jesson, owner of Tina’s Traditional English Kitchen, was inducted into the Carmel Chamber of Commerce and her new business was highlighted with a city 
ribbon cutting. The tearoom is at 30 North Range Line Rd. in Carmel. (Submitted photo)

Snapshot: Tina’s Teas
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Are you looking in the rearview mirror?

George
Klien

Prime Car Wash now in West Carmel
Prime Car wash had its first location in Noblesville, and is now in West Carmel, on the border of West Carmel and 
Zionsville at Michigan Road. (Submitted photo)

By Brittany Fleetwood
Last month, Prime Car Wash welcomed 

the Zionsville and Carmel community with 
the grand opening of their second location 
on Michigan Road. With 967 free car washes 
in just one opening weekend, Prime has been 
successful in expanding their market. Compet-
ing with two hundred other car washes in the 
Indianapolis Area for only a month now, Prime 
offers something different than your tradition-
al car wash experience. With a full-service, de-
tailed wash customers experience both an in-
terior and exterior cleaning, as well as express 
detailing services. Customers can also enjoy 
amenities from the store’s Prime Café, which 
includes coffee, free Wi-Fi and the use of the 
store’s iPads while waiting.

Founded in 2012 by Robert Hatfield, Chris 
Galloway and Brent Oakley, Prime was built 
on the idea that their car wash could of-
fer more to the community. Both chiroprac-
tors, Hatfield and Halloway originally found-
ed ProWellness Chiropractic in Fishers, and 
Oakley, who was the original inspiration for 
their concept and Prime’s CEO, used to be a 
medical sales representative for Medtronic, a 
medical device company.

However, the three businessmen collabo-
rated and wanted a more complete experience 
from their car wash that was different, bet-
ter and faster. They created the “Flex Service 
Car Wash” concept, according to the compa-
ny’s website. Some car washes offer just inside 
cleaning while others offer just outside clean-
ing, but their car wash would by a hybrid of 
the two ideas and offer both. “We’re different. 
We pride ourselves on cleaning both the inside 
and out,” says Rob Johnson, the general man-
ager of Prime’s Carmel location. “We believe 
our customers deserve the best service.”

Prime offers exterior-only washes for $12. 
For both an interior and exterior cleaning, 
Prime charges $24. Other detailing services, 
including hand wax, hard surface cleaning, 
wheel bling, seat treatment, scuff removal, car-
pet shampoo, compounding and clay barring, 
cost around $30 each or by estimate. Prime 
also offers exclusive membership perks such 
as discount on details, free coffee and Wi-Fi, 
convenient member lanes and member days. 
Prime memberships are encouraged and fees 
can be found on their website.

“We’re excited to be in the Carmel area,” 
says Johnson. “We’re really trying to perfect.”

diSPatcHeS

IT’S ABOUT CONNECTION - Almost a third 
of Americans would rather give up sex for 
a year than part with their mobile phone 
for that long, according to a survey by The 
Boston Consulting Group. In other signs of 
Americans’ love affair with their mobile de-
vices, more than 55 percent said they would 
forgo dining out for 12 months rather than 
give up their phone, while 45 percent said 
they would put off going on vacation. More 
than three in 10 would stop seeing their 
friends in person, while 46 percent would 
be willing to 
give 
up a 
day 
off per 
week.

- Bloomberg.com

Would you drive to your next vacation des-
tination looking in your rearview mirror? Ri-
diculous question, right?

As a business owner, you make 
decisions that impact your cus-
tomers’ experience. What infor-
mation are you using to make 
those decisions? If you are getting 
feedback from your customers 
through surveys or other market 
research, you are running your 
business looking in the rear view 
mirror.

Improving the individual and 
aggregate customer experience 
has a huge impact on the top 
and bottom line. In order to deliver a great 
customer experience, you need to get time-
ly feedback that enables you to make quick 
adjustments that improve interactions with 
your customers. 

Listening to the voice of the consumer 
is much easier to do for web-based e-com-
merce, where a live chat button is just a click 
away. Feedback is in real-time and analytic 
tools can paint a very accurate picture of the 
customer journey.

But brick and mortar businesses have a 
tougher time getting good, timely feedback 
and unless the owners are present on site, 
they have a hard time gaining visibility into 
customer interactions. 

Many businesses rely on reports from sur-
veys and other market research techniques 

to aggregate and organize cus-
tomer feedback. Often, by the 
time business owners get the re-
ports they have lost customers 
and valuable time. This strategy 
is akin to trying to drive a car by 
looking in the rearview mirror. 

Those lost customers are ex-
pensive-most research indicates 
that it takes four to 10 new cus-
tomers to replace the value of one 
lost customer. 

In this mobile, real-time world, 
businesses must be able quickly 

capture and react to customer driven feed-
back, where customers care enough about 
their experience to reach out to you. Make 
it easy. Even minor issues are important. Re-
search has found that 70 percent of minor 
issues are never brought to the attention of 
management, but those issues are fives times 
more likely to drive your customers away. 

Make it easy for your customers to give 
you feedback and act on that feedback quick-
ly. You will enjoy the view looking through 
the front windshield.

George Klien is the founder of Peoplocity. Write him at 
info@youarecurrent.com

10 COMMANDMENTS FOR RETAIL - If you run 
a retail operation, here are 10 commandments 
you and your associates may wish to heed:

1. Thou shalt not believe anyone is “just 
looking.” 

2. Thou shalt never ignore the customer. 
3. Thou shalt aggressively, but politely, sell. 
4. Thou shalt never let the customer wait. 
5. Thou shalt treat all customers as if they 

came to spend money. 
6. Thou shalt greet every customer upon entry.
7. Management shall engage with every 

customer. 
8. Thou shalt provide the best solution, not 

just the lowest price. 
9. Thou shalt attempt a second sale. 

10. Thou shalt help customers extend be-
yond their budget. 

- entrepreneur.com
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Get your card in front of more than 108,133 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

CALL
TODAY!

 FIRM. TONE. TIGHTEN.

Find Your Weight Loss
Package here:
www.fb�tness.com
GET FIT! STAY FIT, FOR LIFE!

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

LOSE WEIGHT NOW...
AND KEEP IT OFF!

3C Plumbing Inc.

- water heaters -
- sump pumps -

- garbage disposals -
- bath & kitchen faucets -

- water softeners -

Cy Clayton
Cadwalader

cy@3CPlumbing.com
317.850.5114

16 years experience
Free home inspection

Guaranteed work/referrals
Lic. # PC1Q701074

REASONABLY PRICED. RESIDENTIAL PLUMBING REPAIRS.

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

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

HANDYMAN
SERVICES, LLC.

TURN YOUR
‘TO DO’ LIST

INTO A
‘TO DONE’ LIST

FREE
ESTIMATES $35 OFF

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

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

Offer expires 2/28/15.

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

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

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

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

Commercial/Residential 
Gutter Cleaning • Pressure Washing

Fully Insured • Free Estimates

15% OFF WINDOW & BLIND CLEANING
(O�er expires 2-28-15)

8

“Don’t overpay for your windows…we offer quality AND affordability!”
-Mathew Standish, owner

317.574.0409
www.ef�cientwindowsanddoors.com

Kristin’s House Cleaning Service

Kristin Luprich
Owner

Servicing:
Carmel, Fishers, Noblesville,

West�eld and Zionsville.

kristinshousecleaning@gmail.com
317.414.2918

Insured & bonded

40% OFF
SECOND
CLEANING

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

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

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED
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www.chromaticsstudio.com
317.847.4071
1233 W. Oak Street, Zionsville IN

Seniors • Children
Families • Wedding

Award winning photographer

BIG ‘D’ PAINTING
Quality & Dependability

Fast & Affordable Firearms Training

www.indianajim.com•317-258-5545

YOUR ESTATE - ANTIQUE SPECIALIST “SINCE 1964”
CASH BUYER OF ESTATES - COLLECTIONS - DOWNSIZING

22690 St. Rd. 19, Cicero, IN 46034 (Just South of Cicero)
“Elite on-site Auction Specialist”

ESTATES - ANTIQUES - GUNS - COLLECTIONS - COINS
ANTIQUE & MODERN FURNITURE - REAL ESTATE

FARM EQUIPMENT - DOWNSIZING
Our Website daily www.cwchaudion.com

Charles W. Chaudion, Certi�ed Auctioneer AU1001837
“OUR FAMILY WORKING FOR YOUR FAMILY SINCE 1920”

God Bless America • Veterans • Soldiers & families

AUCTION PHONE (317) 409-6112

CHAUDION “FULL SERVICE” AUCTIONS

Marsha J. Moyer
Certi�ed Natural Health Practitioner
Holistic Health & Wellness Center
14074 Trade Center Dr.,  Suite 129
Fishers, IN 46038 • 317.289.1010

• MICROCURRENT BODY CONTOURING & FACIALS
• HCG (Rx) AND HOMEOPATHIC WEIGHT LOSS
• SOQI FAR INFRA-RED DETOX SPA

Natural Path to Health, LLC

NATURA
L

PAIN-FR
EE

PATCH!

HERE FOR YOU AND YOUR FAMILY
Protect Your Assets

For Your Children and Grandchildren

• Estate Planning & Reviews
• Wills
• Trusts
• Pet Trusts

3501 West�eld Rd, Suite 101 • West�eld IN
(317) 913-2828

info@hoppenrathlaw.com • www.hoppenrathlaw.com

Law O�ce of                 Wesley N. Hoppenrath

Member of the Indiana
and Indianapolis
Bar Associations

• Power of Attorney
• Health Care
   Directives
• Living Wills

www.ductznoblesville.com • 317.773.9831

HANDYMAN SERVICES
CHIP TRAIN REMODELING

KITCHENS • BATHROOMS • BASEMENTS

Licensed • Bonded • Insured
Chip Train 317-258-2650 • chiptrain@msn.com

Remodeling
Carmel and Zionsville

since 1992

5541 MLK Blvd. (Behind Sell it Again Sam)
Anderson IN 46013
765-393-3476
AndersonAuctionGallery.US

Serving Your Local Area & Central Indiana.We Are a Full Service Auction Gallery.
Big or small, our place or yours, we would love to partner with you!

AUCTIONS:
MONDAY NIGHTS

@ 6PM

Climate Controlled Auction Gallery

• Estates
• Real Estate
• Personal Property

• Business Liquidation
• Household Furniture
• Land Auctions

• Farms
• Commercial Properties
• Firearms & Military
• Charity & Benefit Auctions

Carmel Chamber of Commerce

Customers for Life – 8 a.m. to 10 a.m., Feb. 3., The Trust-
Pointe 6626 E. 75th St., Indianapolis.  With a Customer for 
Life strategy you will experience: 1) Increased revenue per 
customer. 2) Lower overall selling expenses. 3) Increased re-
ferrals. In this session you will be shown how to use online 
and face-to-face tactics to transform casual clients into cus-
tomers for life. 

Arrows YP Lunch & Learn: Tips & Tricks for iPhones & 
iPads - Noon to 1:30 p.m., Feb. 4, 3645 E. 96th St. Are you a 
young professional under 40? Do you use an iPad or iPhone, 
but don’t know all that it can do? Then this workshop is for 
you. James Cowell, president of Apple Crossing, will share 
tips and tricks that will have you using your device more ef-
ficiently in no time. At the end of the workshop, you’ll leave 
with a “cheat sheet” of the apps, settings and how-to info 
from the session. Reservations are required by Feb. 3 at 2 
p.m. by calling 846.1049. 

Professional Business Referrals Breakfast - 7:45 a.m. to 
9:15 a.m., Feb. 4, The Egg and I (behind Forum Credit Union 
on the south side of 116th Street, west of Keystone Park-
way). This is a networking breakfast with individuals com-
mitted to supporting the growth of each others’ businesses. 

All-county Network Breakfast - 7:30 a.m. to 9 a.m., Feb. 
5, The Bridgewater Club. Looking for a unique opportunity 
to multiply your networking power?  Register for this fast-
paced joint networking event and connect with members 

of six Hamilton County chambers - Carmel, Fishers, Hamil-
ton North, Noblesville, Sheridan and Westfield. There’s time 
for informal networking while you enjoy a delicious hot 
breakfast buffet then, rotating from table to table, you’ll 
have the chance to give a two-minute presentation about 
your business. Bring plenty of business cards and brochures 
to distribute. All-county chamber events are presented 
through the collaborative efforts of the six Hamilton County 
chambers of commerce to acknowledge common business 
goals and recognize the value of expanded markets and 
networks across municipal lines. Reservations will be ac-
cepted until noon on Monday, February 2.

Monthly Chamber Luncheon – Noon to 1:30 p.m., Feb. 
11. Ritz Charles, 12156 N. Meridian St. 11:30 a.m. - 12 p.m. 
guests arrive to check in, visit display tables, network. 
Lunch and program begin promptly at noon. $20 for mem-
bers who prepay, $25 for guests and walk-ins, regardless of 
membership.  Pre-paid reservations are required by noon 
on Feb. 9. After the deadline reservations will not be accept-
ed. We cannot guarantee space for walk-ins once we con-
firm our reservation count with our host facility at that time. 
All pre-paid guests must arrive no later than 12:15 p.m. to 
guarantee seating unless arrangements for late arrival have 
been made with the chamber in advance.

Unlocking Social Security – 6 p.m. to 7:30 p.m., Feb. 12, 
Monon Community Center East. You’ve paid into the sys-

tem all your life, now what? In this workshop you will learn 
about little known facts that have a major impact on your 
benefits. Topics discussed include: Income thresholds, sur-
vivor benefits, delayed retirement credits, and file and sus-
pend strategies. For ages 18 and up. 

February Legislative Breakfast – 7:30 a.m. to 9 a.m., Feb. 
13, The Mansion at Oak Hill , 5801 E. 116th St. A discussion 
with legislators about items and issues that are important 
to the business community, and find out more about the 
legislative session. Reservations are required and can be 
made by calling 846.1049. All Chamber members and non-
members are invited to attend. $15/member of any cham-
ber in Hamilton County; $20/non-member. The Legislative 
Breakfast series is presented by the Hamilton County Busi-
ness Issues Committee, which includes representatives from 
the six Hamilton County Chambers and advocates on issues 
of importance to local businesses and the community.

Arrows YP After Hours Networking – 5 p.m. to 7 p.m., Feb. 
18, Matt the Miller’s Tavern, 11 West City Center Drive. Stop 
by for an after-work drink, complimentary appetizers and 
networking. Cash bar. Free for young professionals under 
40. Reservations are requested. Reserve: call 846.1049.

Ribbon Cutting FOR Mathnasium of Carmel – 4 p.m. to 5 
p.m., Feb. 19, 365 W. 116th St., Suite 130. Mayor Jim Brainard 
will cut the ribbon.

carmel cHamber eventS
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PROUD TO BE THE #1 SBA LENDER IN INDIANA.
We’re the #1 SBA lender1 in Indiana because we take
business personally. We’re committed to lending to businesses
here because a stronger local economy makes this a better
place to live. That’s doing the right thing by all of us, since we
live here too. To �nd out how we can help your business, stop
by a branch, call 1-800-480-2265, or go to huntington.com.

1Huntington is the #1 SBA 7(a) lender in Indiana. Source: U.S. SBA from March 31, 2013 through September 30, 2014. Member FDIC.   ® and Huntington® 
are federally registered service marks of Huntington Bancshares Incorporated. Huntington.® Welcome.™ is a service mark of Huntington Bancshares
Incorporated. ©2015 Huntington Bancshares Incorporated. 122286 0912


