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

Thank you!
Thank you to our sponsors, committee 
members, alumni and attendees who 
made the Leadership Johnson County 
Wine Tasting our most successful event 
ever! We celebrated with a wine and 
cuisine Tour of Italy and a wonderful night 
was had by all. We could not continue 
to live out our mission of cultivating 
and developing informed and involved 
citizens without the generous support of 
donors in our community. 

n  Title 
Old National Bank

n  Logistics 
NSK & NSK Precision America

n  Event 
Edward Jones – Kurt Schletzer 
F.A. Wilhelm Construction 
Midwest Communications 
Monarch Beverage 
Patriot Tactical 
The Phoenix Group 
Tilson 
Vectren

n  Travel 
Mark Myers for Mayor

n  Matching Scholarship  
Hilliard Lyons

n  Wine Tasting 
John & Mary Price

n  Wine Pull 
Vino Villa

n  Dinner 
Bose McKinney & Evans LLP 
Franklin Animal Clinic 
Jarvis Enterprises 
Johnson Memorial Health 
Indiana American Water 
MainSource Bank

n  Decor 
Indiana Wedding Consultants

n  Cash 
Bloomfield State Bank

Wine Tasting “Tour of Italy” Sponsors:

Kurt Schletzer 
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Rick Myers is publisher of the Southside Business Leader. 
Email: rick@businessleader.bz

OPINION

Rick Myers
FOUNDER/PUBLISHER

We’ve been gearing up for the Business 
Leader’s 9th annual Excelerate 
Hendricks County, May 7, 3-7 p.m, 

at the Palms, Plainfield.
We welcome all Southside professionals to 

attend. I have enjoyed being part of this event 
since its inception in 
April of 2006. Here is a 
little background: Excel-
erate Hendricks County 
is a partnership between 
the Business Leader, 
Hendricks College Net-
work, Hendricks County 
Economic Development 
Partnership, Indiana 
Small Business Develop-
ment Corporation and 
our county’s four cham-
bers of commerce – 
Avon, Brownsburg, Danville and Plainfield. 

The mission of Excelerate Hendricks Coun-
ty is to celebrate small business and entre-
prenuerisim in the county.  For those who are 
thinking about starting their own business, 
there will be many resources available in the 
way of vendors as well as educational sessions; 
one of which is the keynote speakers’ ses-
sion which will feature Sun King Brewing co-
founders Clay Robison and Omar Robinson. 

This year, Hendricks Regional Health is the 
presenting sponsor and is contributing in a big 
way. 

I encourage you to visit HRH’s “Pathway 
to a Healthy Business.” Representatives from 
Hendricks Regional Health will provide help-
ful tools and resources on employer health 
topics including sleep disorders, occupational 
medicine and healthy nutrition.

Prevention is at the forefront of health care 
these days and HRH and many of its health 
partners will be on display to give you impor-
tant information. HRH is also working on a 
panel discussion, which, at press time, was not 
yet solidified. 

As business owners, we know that our 
greatest resource is our employees. Their 
health should be of paramount importance. 
This really makes sense because it adds to our 
bottom line. Healthy means wealthy.

Admission is free. And I hope you can join 
us. It doesn’t matter if you are an established 
business, small, medium or large – or someone 
who is interested in starting a business. There 
will be plenty for all. Visit exceleratehc.com for 
updates. If you have an interest in vendor op-
portunities, cost for booth space is $125. For 
more information, contact Sherry Moodie at 
(317) 525-1258 or email her at info@exceler-
atehc.com.

Excelerate your 
business and life

From the Publisher›FINANCE DISPATCHES
n Nine unexpectedly  
low-paying careers
1.  Marriage and Family Therapists  

- median income: $48,160
2. Firefighters - median income: $45,600
3.  Mental Health Counselors  

- median income: $40,580
4.  Reporters, Correspondents  

- median income: $35,600
5.  EMTs and Paramedics  

- median income: $31,270
6.  Radio and TV Announcers  

- median income: $29,020
7.  Preschool Teachers  

- mean income: $27,570
8. Legislators - median income: $20,620
9.  Recreational Protective Service  

Workers - median income: $19,040
– Forbes.com

n Ways to save money at the supermar-
ket According to the U.S. Department of 
Agriculture, an American family of four 
will—on average—spend approximate-
ly $1,300 on food consumed at home 
per month. Additionally, families may be 
spending more than necessary due to a 
few consumer habits. For example, stock-
ing up on your household staple items 
while they’re on sale can save you from 
paying full price at the register. Some-
times, however store marketing tactics 
may mislead consumers by making sale 
items appear to have the best deal—be 
wary of half-gallon milk sales, for example, 
especially when the price of two exceeds 
that of a one-gallon jug. Another way to 
avoid this is to check the cost per unit on 
similar products and being open to alter-

natives. And finally, after checking 
out, give the receipt a cur-

sory glance to en-
sure that you re-
ceived the sale 

price for each 
item purchased; ev-

eryone makes mistakes from time to time. 
– Kiplinger.com

n Bad news gasoline credit cards Ac-
cording to a recent report from Credit-
Cards.com, gas station-branded credit 
cards have higher interest rates, fewer re-
wards and the nature of fluctuating gas 
prices means the value of the cards will 
fluctuate, too. Generally speaking, gas 
cards offer 10-cent discounts per one gal-
lon of gas. At the national average (as of 
March 2015) of $2.44, that’s only a total 
savings of 4 percent when there are oth-
er credit cards available to consumers that 
offer 5 percent cash back on purchases of 
gasoline. And as gas prices rises, gas card 
savings decline. Additionally, gas cards 
may impose minimum spending require-
ments, purchase restrictions among other 
stipulations. – CNN Money

THANK YOU TO OUR SPONSORS OF  
THE MARCH 12, 2015 EVENT 

 •  INDIANAPOLIS COLTS COMPLEX •

P.O. Box 17342  |  Indianapolis, Indiana 46217 
info@indyscbp.com  |  www.indyscbp.com

Lori Borgman
Author

Danny O’Malia
Indy’s Trusted Servant

Catholic Person
of the Year
Dan Elsener
Pres. Marian University

THANK YOU TO OUR SPEAKERS

Be Inspired, Be Motivated, Be Challenged,
Be A Difference, Be A Sponsor
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Gus Pearcy is a contributing columnist to the Southside 
Business Leader. He may be reached at (317) 403-6485 
or pearcy.gus@sbcglobal.net. Gus blogs frequently at 
guspearcycommunications.wordpress.com.
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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.

Our View› Quote of the Month›

OPINION

Teams. Everything is done in teams. 
Teamwork is now a side curriculum 
at nearly every educational 

institution. No one works alone. It’s a 
team or nothing. You either learn to 
contribute to a team or you can’t work 
anywhere in corporate America. 
How does stuff get done? Teams. 
Groups. Partners. It’s not just your 
workplace, it is everywhere. From 
your nonprofit to the administration 
of your daughter’s soccer league. 
There is no “I” in team. Like no “I”deas, 
no “I”nnovation and no “I”nspiration.

So it could come as no surprise 
that team dynamics or effective 
teamwork has been 
analyzed by a team 
of scientists. Here is 
what their team can 
tell you about your 
team.

First, this may 
seem counterintui-
tive, but teams of ge-
niuses can have just 
as bad outcomes as 
teams of orangutans. 

(Please accept my apologies, orangutans of 
the world.) In other words, smarties com-

bined do not necessarily raise the 
intelligence level of a team. Smart-
er teams make better decisions, but 
genius-loading a team doesn’t make 
the team smarter as a whole. The 
same holds true for group satisfac-
tion, group cohesion, or group mo-
tivation. None of these raised the 
collective intelligence of a team. So, 
if you can’t overload the team with 
geniuses, what is the best makeup of 
a team? 

Women.
Studies have shown that teams 

with more women did 
better on simulated 
tasks than teams with 
more men. Grab a tis-
sue, gentlemen, be-
cause the reasons are 
enough to make you 
weep. Women have an 
ability to intuit emo-
tional states better 
than men, generally. 
They score higher on 

tests where one must determine an emotion 
in another with only the eyes showing. I took 
the Reading the Mind in the Eyes and I didn’t 
do very well. Women, in hip language, “feel” 
the other members.

The effect is that the group individuals par-
ticipate more. Constructive criticism is a reg-
ular part of the process. Groups with high so-
cial sensitivity also listen to other members. 
There is a more even participation, rather than 
a male blowhard with no sensitivity. However, 
cognitive diversity (i.e. different personalities 
and different approaches to problem solving) 
is ultimately good for group intelligence. But 
participation from all group members and a 
sensitivity to soft sell the criticism seem to 
create the best teams. 

Although sensitive males are out there, the 
easiest way to achieve this is to include some 
women. You can’t have a team of all women 
either. It’s more important to have the diver-
sity, if you want your team to make better de-
cisions.

Gus Pearcy
COLUMNIST

The ‘W’ in teams may surprise you
Humor›

The joys
of spring cleaning
One can never truly be sure if it’s 

spring in Indiana. Even though the 
calendar says so, Mother Nature often 
has different plans.

Spring cleaning, on the other hand, 
is not so fickle – especially this year. 
Finally, the demolition of the old Cav-
alier’s Resort & Conference Center at 
Thompson Road and U.S. 31 is com-
plete and a new Storage Express facil-
ity will take its place.

Additionally, locally-owned busi-
nesses are springing up left and right 
from Fountain Square clear down to 
south of Greenwood. From restau-
rants like Wildwood Market on 1015 
Virginia Ave., to Between the Bun 
down at 102 S. Madison Ave, busi-
nesses are going up and with that 
comes the pleasant, refreshing feeling 
you get after a good clean.

If there are areas of the Southside 
you think could use some shelves 
dusted (or torn down and replaced 
as was the case of the old Cavalier’s 
Resort), what are they? Share your 
thoughts with us by emailing info@

businessleader.bz. We want to know 
what you’d like to see improved.

In the meantime, let’s hope the 
weather stays nice and conducive to 
all our local businesses; the old April 
showers and May flowers adage ap-
plies to entrepreneurs as well as gar-
deners.

Now if only we could get money to 
grow on trees.

You alone are 
responsible for what 
you do, don’t do, or 
how you respond to 
what’s done to you.

Darren Hardy, publisher  
of Success magazine 

“If there are areas of 
the Southside you think 
could use some shelves 

dusted (or torn down 
and replaced as was the 
case of the old Cavalier’s 
Resort), what are they? 

Share your thoughts 
with us by emailing 

info@businessleader.bz.”

“No one works alone.  
It’s a team or nothing.  

You either learn to contribute 
to a team or you can’t  

work anywhere in  
corporate America.”



businessleader.bz • April 2015   5Southside Business Leader COVER STORY

Metro Printed Products
1001 Commerce Pkwy. S. Dr.

Greenwood, IN 46143
(317) 885-0077

Metroprintedproducts.com

Best advice: Always be humble, always 
be respectful, and always work harder 
than anyone else and  you will be fine.

Worst advice: Narrow your focus to 
market a niche.

Best business decision: Leaving a large 
company and teaming up with Tim Burk 
who has been a great business partner 
for 15 years before he retired two years 
ago.

Secret to success: Understand what 
your strengths and weaknesses are and 
surround yourself with good people. 
We would not be where we are today 
without the people who work with me.

In five years... I want to see the number 
of lives that Marlo and I can have an 
impact on. Acts 20:35; in all things I 
have shown you that by working hard in 
which was we must help the weak and 
remember the words of the Lord Jesus, 
how he himself said, “It is more blessed to 
give than to receive.”

How Tracy did it?

Getting to know Tracy…
I enjoy watching sports, riding bicycles, 
golfing and spending time with my family. 
I am a huge Duke basketball fan.

By Nicole Davis
“If you’re confident about what you do and work hard, you can 

sell anything,” Tracy Webb says of his outlook when he joined 
Metro Printed Products in 1998. Knowing his talents were in sell-
ing and promotion, he says he makes sure to have employees with 
the knowledge it takes to operate other areas of the business.

“Our sales have doubled in the last two years,” Tracy says. “The 
reason we’ve been successful is we have our own strengths. With 
me not having to run the inside of the company, it helps me go out 
with our sales people, promote our company and has gotten me to 
be out in the community a lot more. That’s where I thrive. They’re 
good at what we do here internally...”

Before coming to Metro Printed Products, Tracy worked for 
a large company selling carbon paper. He would travel across 11 
states and was gone most of the week. He says he and his wife, 
Marlo, were starting to have children and he wanted a career 
which would allow him to be closer to home in Whiteland where 
he could be involved in their activities. Tim Burk, who started 
Metro Printed Products in 1989, was operating a one-man shop 
in Old Town Greenwood. 

“Tim was looking into a sales person,” Tracy says. “That’s what 
I had been doing was sales. We became partners almost imme-
diately and grew the company to what it is today. Tim and I were 
opposites – him being more conservative and me being more pro-
gressive so it was a good partnership.”

When Tracy first got into the business with Tim, they were 
printing business forms, letterhead and envelopes – the basics of 
printing. He says customers began asking if they could do promo-
tional products, apparel or packaging. He says they realized they 
had all of the resources to provide those products, so why not have 
their customers order everything from one place? As more and 
more people were purchasing things online, he says they came up 
with the idea of building custom web stores, free for their clients, 
giving them the availability to log-in 24/7 and order anything they 
need.

 “The world has become so fast-paced; we wanted to make it 
easier for our customers,” Tracy says. “That’s where we’ve evolved 
today.”

Tracy and 
Marlo bought 
out Burk when 
he retired in 
April 2013. 
They moved to their 
current location at 1001 
Commerce Pkwy. S. 
Dr., Greenwood, at the 
same time. This allowed 
them to go from three 
warehouses to two, 
and have a quiet place 
to work that was close 
to all of their employ-
ees’ homes. Through 
the years, the company 
has grown to have eight 
full-time and two part-
time employees. They 
look to add three more 
sales people in 2016.

 “We’re very choosy on who we have work for us,” Tracy says. “We try to 
create a family atmosphere here at Metro Printed Products. Being a small 
company you want to make sure you hire good people that have good 
character. That’s definitely what we have. We’ll look for those same people 
down the road as we continue to grow.”

Metro Printed Products is a member of both the Greater Greenwood 
and Shelbyville Chambers of Commerce. Tracy says they try to be active 
members of the community, often sponsoring events like golf outings or 
working with the Simon Youth Foundation. They recently began a partner-
ship with Little Angel Gowns, littleangelgowns.org, which takes donations 
of wedding and prom dresses and turns them into burial outfits for infants 
who have passed away.

 “I love my company,” Tracy says. “I love looking back to seeing where 
it began and where it is right now. The more business we grow, the more I 
can have an impact on other people’s lives, not only the people that work 
with me but also being able to partner with other organizations and being 
able to do things for other people out there in the community.”

The original building.

“We try to create a family 
atmosphere here at Metro 
Printed Products. Being a 
small company you want 

to make sure you hire 
good people that have 
good character. That’s 

definitely what we have. 
We’ll look for those same 
people down the road as 

we continue to grow.”
~ Tracy Webb

Tracy and Marlo Webb use their strengths to grow and 
evolve Metro Printed Products in Greenwood

‘Webb’ turfing

Tracy and Marlo Webb

Submitted Photo

Photo by Nicole Davis
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Jim Ittenbach is owner of SMARI, a research company, and he 
offers insights based in his years conducting research.

Jim Ittenbach
COLUMNIST

One should know that every Google 
search, debit card swipe and online 
purchase is being tracked by marketers. 

If not, wake up and smell your cookies. 
Collectively, three in four “global” consumers 
conduct research on products online, 
and 92 percent of companies gain 
customers from online engagements. 
In fact, 52 percent of companies 
find customers via Facebook and 42 
percent via LinkedIn.

Today, data scientists (formerly 
data geeks) use digital behavior data 
to understand what is of interest to 
consumers so that marketers can 
convert these insights into sales op-
portunities. The intent is to create 
online customer interactions dem-
onstrating an understanding that 
the marketer knows that you want unique and 
personalized outcomes. 

Is it working for you? Is this an opportunity 
or intrusion?  Regardless of your personal dis-
position, more and more organizations will be 
empowering big data analytics to drive mar-
keting and sales activity.  84 percent of big 
companies track consumer data and in 2015 
25 percent of all advertising will take place on 
the Internet. 

Truthfully, today’s marketers are both in-
trusive and insightful. As a consumer, you 
must learn how to separate smart market-

ers from annoying ones. Smart marketers are 
providing online customer engagements that 
seem to know what you want at a time that 
you want it.  As such, their offers are timely 
and relevant. These marketers will engage you 

with interactive programs that can 
entice, persuade and facilitate great 
deals on desired products or servic-
es; at the convenience of anywhere. 

Ideally, you will learn how to con-
nect with smart marketers as well as 
how to negotiate with them. Restau-
rants offer a free drink, appetizer or 
coupon codes when you use Four-
square, Yelp or Facebook. Shop on-
line? Hesitate before you checkout. 
A full shopping cart in limbo will 
generate a discount offering.  Con-
versely, annoying marketers will 

send you daily emails with a hope that you will 
buy. Tag these inept marketers as spam.  

Rest assured, the more you use electronic 
connections to acquire knowledge, products 
or services, the more you will be targeted by 
marketers. Let’s learn how to be smart our-
selves and only align with smart marketers as 
this form of intrusion will benefit all. Live long 
and prosper.

Intrusion or insight
BIZ RESEARCH› BIZ BRIEFS

OCC Appoints Dan Moore to MSAAC
The Office of the Comptroller of the Currency (OCC) recently ap-
pointed new members to its Mutual Savings Association Advisory 
Committee (MSAAC). Dan Moore, president and chief executive of-
ficer of Home Bank SB, was named as one of those new members. He 
joins the committee of ten bankers from around the United States. 
The MSAAC’s responsibilities include assessing the condition of mu-
tual savings associations, regulatory changes or other steps the OCC 
could take to ensure the health and vitality of mutual savings asso-
ciations, and other issues of concern to these depository institutions. 
Moore has worked in the banking industry for over 40 years, joining 
Home Bank in 1978.  

Dan Moore

Express Employment adds team member
Express Employment Professionals office located 707 S. Madison Av-
enue Greenwood recently named Tracey Ostrowski as its new ac-
counting and finance recruiter on its staffing team. In this position, 
Ostrowski will act as liaison between her clients and the candidates 
they are looking to hire. Prior to joining the Express team, Ostrowski 
worked at Angie’s List, where she sold advertisements for its maga-
zine.  For more information, contact the office at 317-888-5700 or vis-
it ExpressIndySouth.com.

Tracey Ostrowski

BUSINESS LEADER  •  CARMEL |  HENDRICKS COUNT Y |  SOUTHSIDE
ICON  •  CENTER GROVE |  HENDRICKS COUNT Y

THE SOUTHSIDE TIMES  •  BEECH GROVE,  CENTER GROVE,  GREENWOOD,  
SOUTHPORT & FRANKLIN/PERRY TOWNSHIPS

Products of Times-
Leader Publications

CENTER GROVE

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

Reach out.

Southside Businesses… do you have news to report?
Please direct correspondence to info@businessleader.bz.
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The Southside Catholic Business Profession-
als held its 8th annual Inspirational Insights, 
March 12, at the Indianapolis Colts Complex, 
7001 W. 56th St.  Featured speakers were Lori 
Borgman and Danny O’Malia. In addition, 
Daniel J. Elsener, president of Marian Universi-
ty, was honored as Catholic Person of the Year. 
“It was another very ‘Inspiring’ and success-
ful Inspirational Insights,” noted Ben Brown, 
SCBP president. “Many thanks to our speak-
ers… as well as our title sponsors, Franciscan 
St. Francis Health and Marian University.” In-
spirational Insights helps raise money for local 
Catholic education. The SCBP is making plans 
for 2016. For more information on sponsorship 
opportunities or attending the event, contact 
info@indyscbp.com.

An ‘inspiring’ Inspirational Insights

Joe Dubord, Emily Dubord and Lauren Ezell

BIZ LOCAL

Kris Kirschner, Pat Schubach and Todd Wagner Chris Earnhart and Rick Nover

Robert Saling and Gary Halter Gina Fleming, Gus Rojas and Mary Ann Rojas Danny O’Malia, Lori Borgman and Ben Brown

Steve James and Brenda Kelley Msgr. Joseph Schaedel Tim Thurston, Dave Gervasio and Randy Wagner

Dennis Buckley and Steve Battiato Kathy Nover and Alaina Sullivan Lynn Shonk and Sheryl Babb

Dave Durrett and Linda Rowland

Melanie Carr, Jeen Endris and Renee Stroud

Ben Brown, Phil Carson and Daniel Elsener

Photos Courtesy of Mike Sullivan



8   April 2015 • businessleader.bz Southside Business Leader

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/.

THE PERSONAL TOUCH

Scott Flood
COLUMNIST

I earn my living doing something that many 
people regard as sheer torture: knitting 
words into sentences and paragraphs. 

Unfortunately for those people, 
nearly every job or business endeavor 
demands a certain amount of that 
torture. However, there’s a simple 
trick that can make your writing 
easier and more effective: start 
somewhere in the middle.

I hear it all the time from people 
who have to write any kind of con-
tent. “I just don’t know how to be-
gin” is a common plaint. “I hate star-
ing at that empty screen and that 
#%#^$% blinking cursor” lament 
others. “I know ex-
actly what I want 
to say, but I can’t 
get started” some 
moan.

Written materi-
als do tend to be 
arranged in a lin-
ear fashion. There’s 
a beginning, mid-
dle, and an ending. 

In school, most of us were taught to write in 
just that order. However, there are no rules 
demanding that you develop it in that order. 

When I recommend that you start 
writing the middle, I’m suggesting 
you begin with the main points that 
you want to convey. You don’t have 
to make them fancy or even gram-
matical – all you need to do to get 
started is get them on screen or pa-
per.

Suppose you’re writing an article 
about income taxes, and you want 
your reader to come away with the 
importance of planning, keeping 
good records, and filing tax forms 

on time. You then enter these sentences, with 
blank space between them: “Planning is a crit-
ical component of any tax strategy,” “Keeping 
and organizing the right records will save time 
and trouble,” and “Create a calendar that lists 
upcoming deadlines.”

Now jot down rough statements that ei-
ther add detail to those sentences or explain 
why they’re important. Again, you don’t have 
to be fancy or grammatical. You’re just try-
ing to organize your thoughts. Next, combine 
those thoughts into paragraphs. You’ll be sur-
prised at how easily the transitions and other 
surrounding words will begin to flow. You’re 
doing exactly what your brain does naturally: 
capturing and rearranging random bits of in-
formation. And, once the middle is finished, 
you’ll find that it’s easier to craft a compelling 
introduction and a logical conclusion. 

The same technique will work in a propos-
al, an email, a report, a blog post, or any kind 
of written communication. Once you practice 
this technique, you may even stop thinking of 
writing as torture.

To write better, start in the middle 

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

Erin Smith
COLUMNIST

YOUR BUSINESS

Do you know your company’s core 
values? Can your employees articulate 
them simply? These were the questions 

asked in a seminar I attended this 
past week hosted by Tilson and 
facilitated by Gazelles, a prominent 
coaching company founded by Verne 
Harnish. Business owners and top 
leaders of companies here in the 
Greater Indianapolis region were in 
attendance. We all seemed to struggle 
with one or both of these questions.  

The seminar focused on critical 
decisions that growth companies 
need to get right in these four ar-
eas: People, Strategy, Execution and 
Cash - in order to maximize reve-
nue, profit and time. I was most intrigued by 
the conversation around core values. My busi-
ness partner and I had no trouble articulating 
our business’ core values straight out of our 
business plan: 

• Balancing professionalism,  
passion, and profitability

• Balancing consistency and flexibility
• Valuing positive energy and  

servant leadership
However, when asked if our employees 

could articulate these simply… well that was 
another matter. So, we decided to go back 

Powerful  
solutions  
for powerful 
businesses.

Businesses depend 
on Duke Energy for 
our reliable service, 
competitive rates, and 
technical support to help 
manage their energy use. 

Our award-winning site 
selection services are 
also available to help our 
business customers gain 
a competitive edge – and 
have a positive impact on 
our communities. “Written materials do tend to be arranged in a 

linear fashion. There’s a beginning, middle, and 
an ending. In school, most of us were taught to 

write in just that order. However, there are no rules 
demanding that you develop it in that order.” 

to the office and implement an exercise that 
was suggested: Engage staff by asking what 
they think the company’s core values are. As 
a group, decide on three to five values that are 
actionable and considered the heartbeat of 
your organization. Together, make a commit-
ment to one another to live out these values. 
Some ideas to incorporate core values into ev-
eryday activities included displaying them in a 
prominent place, having a laminated business 

card made for all employees to carry to re-
mind them of their commitment and review-
ing core values at every staff meeting. Great 
ideas!

Independently, we asked all staff to turn in 
a simple sheet answering the following ques-
tions:

1. List five core values 
2. What is our primary goal for 2015?
3. What should our primary  

goal be for 2015?
We were relieved that staff included val-

ues from our business plan… a hopeful sign 
that we had been communicating effectively. 
However, surprisingly (in a good way) our em-
ployees resonated with many other values. We 
have our work cut out for us. Next, we must 
whittle down the core value list and decide 
together which ones will guide our company 
into the future.  

Core values are a company’s foundation. 
They explain “why” companies do what they 
do. Engaging the right employees and focus-
ing on core values is a necessary step in scal-
ing your business. 

Scaling up
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A ‘paws’itive
response

Since Beech Grove residents Mike Gam-
bert and Kimberly Keers purchased Pick Me! 
Pets, formerly named Beech Grove Pets, in 
October, they say people are always telling 
them how lucky they are to own a pet store – 
to be around animals all day long.

“What’s been fun for me is we’re learning 
something new in here every day,” Keers says. 
“The animals all have different personalities – 
every fish, every mouse.”

Owning the store has been a lot of work 
at the same time. Keers works full-time as a 
mail carrier on the Southside of Indianapolis 
and is a mother of two. Gambert works for a 
construction company hauling heavy equip-
ment. Both owners come to the shop straight 
from work and are there every day until 9 or 
10 p.m. Since they’ve taken ownership, they 
concentrated on remodeling the store. They 
installed a grooming room, painted, created 
the front window display and are redoing the 
fish tanks. They are planning on a ribbon cut-
ting with the Beech Grove Chamber of Com-
merce in the spring.

“A goal is to expand, have a bigger variety in 
all areas,” Keers says. “We’re putting in a selec-
tion of bait in the spring. We always welcome 
the customer suggestions. If we don’t have it, 
we can certainly find it.”

Why did you purchase this business?
“We weren’t looking for a business. The 

previous owner said the business was for sale. 
I went home and told Kim about it. The more 
we talked, the more Kim was interested in it, 
the animal lover that she is. We just thought 
it would be a good experience more than any-
thing.” - Gambert

What did you do to prepare for opening 
your business?

“We set it up with the previous owner to 
where he stayed on board with us for two 
months. He was here every day for at least an 
hour helping us with opening the store, clos-
ing, purchasing the products, what good av-
enues we might take. He was an absent owner. 
He said if we were active 
owners, we could thrive in 
the business. We learned 
from him and did a lot of 
research.” - Gambert

Who is your ideal 
customer/client?

“Our ideal customer, it’s 
really a wide variety. Par-
ents with kids would be 
our number one. We have 
so many grown people that 
are into reptiles, fish. There’s a wide variety of 
people that come to see the kittens.” 

- Gambert

How do you plan to be successful?
“Staying hands-on, offering a service to find 

what the customer is looking for whether it’s 
products or pets.” - Gambert

“We want to make the customer happy, so 
they keep coming back.” 

- Keers

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

“People would be sur-
prised at how much work 
and ordering and cleaning 
we do.” - Gambert

Mike Gambert and Kimberly Keers add their own 
personal touch to Beech Grove’s Pick Me! Pets

Pick Me! Pets
4850 S. Emerson Ave.
Indianapolis, IN 46203

(317) 784-6222

Photo by Nicole Davis

Mike Gambert and Kimberly Keers

We want to make the  
customer happy,  

so they keep coming back.   
~ Kimberly Keers
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Uebelhor Golf
7611 S. Meridian St.

Indianapolis, IN 46227
(317) 881-4109 • ubiegolf.com
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Bob Uebelhor continues to learn about golf technology to give 
customers the best golf swing possible at Uebelhor Golf

By Nicole Davis
Buy a new golf club and realize you can’t play well with it? Take it to Uebelhor. Bob 

Uebelhor has custom fit and repaired golf clubs since the ‘70s, starting Uebelhor Golf 
after he got out of the Army in 1968.

“I think the reason I’m in the business is I love golf and I always wanted to build 
things and create things,” Uebelhor said. “I love learning more about the technology. 
Being 71 years old in May, I’m still learning about the technology. I like fitting people 
with golf clubs and helping them play better, and figuring out what equipment really 
works.”

When Uebelhor first started, he got his barber’s license as a back-up since he had 
cut hair while in the Army. He started with basic club repairs and fitting, back when 
the clubs were persimmon woods. 

“In the 70s, if you ever wanted to get in the golf business like me, to do custom fit-
ting or repairing, how would you get knowledge?” Uebelhor said. “That’s the big ques-
tion. I tried to go around to other club guys in the city, but none of them would tell 
me anything...  I jumped in my van and I started traveling around Indiana, Kentucky, 

Tennessee, Pennsylvania, Florida and every time I’d get on the road I’d stop into a shop 
that did golf clubs and try to learn from them... Today, they have club makers’ organi-
zations that you can join and get a plethora of knowledge.”

He got into the golf business full-time in 1980, when metal golf clubs came along. 
He was named International Club Maker of the Year by two different organizations in 
2000 and 2003. He is now considered a Master of Golf Club Technology by the Asso-
ciation of Golf Club Fitting Professionals.

Business begins to pick up for Uebelhor in April and continues through September. 
He says he’s always wanted to learn more about the technology behind the game, and 
continues to search for knowledge about the industry. He makes his own putters on 
a CNC machine at the business. He uses a Flight Scope machine, using Doppler Ra-
dar to measure the statistics on a golf swing and show what improvements need to be 
made by the player or to the club.

 “Anything you want done to a golf club, I can do it,” Uebelhor said. “I love the busi-
ness. The longer I’ve been in business, the less I play golf. I really like doing this. I enjoy 
when people come in and tell me how well they hit.”

Photos by Nicole Davis

Driving for data

Far left, top: Bob Uebelhor offers putting lessons at Uebelhor Golf.  

Far left, bottom: A comparison of the persimmon wood clubs Bob 
Uebelhor used to repair and the metal drivers that exist today.

Left: Bob Uebelhor says learning the ever-changing technology behind 
creating the perfect golf club has is his inspiration in his business.

Above: Uebelhor tests the flexibility of a club.

Right: Uebelhor makes putters from a CNC machine in his Perry 
Township business.
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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 have always wanted to be a great cook. 
Great chefs rarely follow a recipe; they just 
know the right things that can be combined 
together to make for a great meal. They usu-
ally learn from trial and error, by listening to 
other great cooks and reading up 
on great recipes. Leadership isn’t 
much different. Much of what I have 
learned has been through the same 
examples as above. The similarities 
of great chefs and great leaders con-
tinue on. There are all types of great 
chefs that make all types of great 
food. With leadership – there are 
lots of traits that make leaders great. 
Consider some of the greats—Mar-
tin Luther King, Winston Churchill, 
John F. Kennedy, Margaret Thatch-
er and Ronald Reagan. They were 
all very different people from diverse back-
grounds, yet they were able to inspire others 
and their messages have stood the test of the 
time for one reason—their ability to commu-
nicate. That’s the secret sauce.

Every leader should strive to be a good 
communicator, and practicing communicat-
ing and learning from your mistakes will help 
you reach that goal. I have found that there are 
three secrets that will help you become a great 
communicator:

Secret #1: It’s Not About You.
Really, this isn’t just a secret of communi-

cating but a secret of life in general. It took me 
a while to figure this out. I have found that 
when you’re communicating, you have to 
always be conscious of the fact that 
it’s not about you! It’s about 
your people. Do they under-
stand, relate to, connect with 
or react to what you’re say-
ing? Does the message meet 
their needs and expectations? 
This isn’t the easiest sauce to make. 
It takes practice and diligence.

Secret #2: Hello?  
Are You Listening? 

Being a great communicator isn’t about tal-
ented speech writing, amazing articulation or 
spreading information and ideas. At its core, 
communication is about listening. Every time 
you communicate it is in response to some-
thing, whether a direct question, a situation or 
a need. And your response will mean nothing 
if you haven’t truly listened. I have found the 
best way to communicate is one on one. This 
ensures the other person knows you are lis-
tening and know that it’s an intentional direct 
conversation.  

Secret #3: It’s not about  
the facts? 

People, especially employees, want to know 
more than just the facts of a situation. They 
desire to understand the why and the how. 

Why is this happening? How are we 
going to accomplish this goal? Why 
did you make that decision? How 
will this impact me? If you’ve truly 
listened, you’ll know exactly what 
questions your employees are ask-
ing and how to answer. This doesn’t 
mean you should neglect the facts; 
you just have to make it a priority 
to leave the person or team with the 
key take-aways they needed.

The secret sauce isn’t really so se-
cret. Ultimately, you will not suc-

ceed professionally, or personally, if you lack 
the ability to communicate. As a leader who 
has been tasked with inspiring your team, as-
sisting your customers and building a suc-
cessful company, your effectiveness rests on 
your willingness and commitment to become 
a great communicator. Now, 
go out and cook and 
enjoy a great meal!

Leadership: The secret sauce is…

Mike Heffner
COLUMNIST

Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Carolyn Goerner
COLUMNIST

Your employees are already trying to 
juggle their work responsibilities with 
their family obligations and the time-

consuming business of life. Should 
you encourage them to add another 
commitment to their schedule in 
the form of volunteering in their 
community? A recent study says yes.

Dr. Jessica Rodel at the Univer-
sity of Georgia surveyed volunteers 
and their co-workers to determine 
what kinds of effects volunteering 
had on job performance. She found 
that volunteering did not appear to 
hurt work performance, but instead 
enhanced it. Respondents reported 
(and their co-workers confirmed) 
that working in the community added a sense 
of “meaning” to volunteers’ lives, and this feel-
ing of well-being made them more effective at 
work. Employees who volunteered did their 
work more correctly and with a better attitude 
than those who did not.

Other studies have noted professional ben-
efits from volunteering, include strengthening 
skills and making personal contacts that can 
help individuals in their professional work. 
This is particularly true when employees use 
skills they hone at work to help others in the 
community – when an accountant helps an 
agency prepare financial statements, for ex-
ample.

So, I can safely recommend that, if a good 
performer asks you to support their commu-
nity service endeavors, you can say, “Yes” with 

little fear that that individual’s job 
performance will suffer. And rath-
er than seeing a job applicant’s re-
cord of community involvement as 
evidence that they will be distract-
ed from their work, realize that per-
son’s volunteer activities likely re-
flect the skills and commitment of 
a strong employee who will seek 
meaning in both their community 
and work life.

Finally, if your employees have to 
complete a lot of routine work that 
provides little intrinsic motivation, 

consider providing opportunities for them to 
volunteer. The meaning they find in commu-
nity service may help them maintain the posi-
tive attitude and motivation that can compen-
sate for this deficit in their work experiences.

…………………………………………………
Rodell, J. B. (2013). Finding meaning through 
volunteering: Why do employees volunteer and 
what does it mean for their jobs? Academy of 
Management Journal, 56, 1274-1294.

Effects of employee  
community involvement

BIZ MANAGEMENT

PERSONNEL MATTERS

“Every leader should 
strive to be a good 

communicator, 
and practicing 

communicating and 
learning from your 

mistakes will help you 
reach that goal.”
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Two years  
of tattoos

With new innovation in technology and 
style, Maria Cadaver says more artists are get-
ting into the tattoo industry. Having always 
been an artist, painting and even turning her 
family’s basement into an art studio at a young 
age, Cadaver was once told ‘there’s a reason 
artists are starving.’ No one buys paintings. So 
she turned her focus onto entrepreneurship. 
She opened Celestial Bodies Tattoo, Piercing 
& Art Gallery in Beech Grove on April 29, 
2013.

“I have a few rules for this shop,” Cadaver 
says. “Anyone that comes in to work – number 
one, we treat everyone with respect. So many 
shops are scary. The industry has a bad stigma 
to it. I wanted a tattoo shop that was safe, fun 
and clean and respectful. It’s how we talk to 
people that makes a difference.”

Celestial Bodies is a member of the Beech 
Grove Chamber of Commerce. In its nearly 
two years of business, Cadaver says she’s tried 
to give back to the community whenever pos-
sible and interact with neighboring business-
es.

“We are constantly learning here, even me.” 
Cadaver says. “I feel really proud of where I 
am.”

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

Personally, the way I think about art and 
tattooing, is the moment you’re done learn-
ing is the moment you need to stop. I’ve really 
based the way we run the shop on that axiom. 
I don’t believe you’re ever done. You’re con-
stantly in the process of trying to innovate.

How have things changed since  
you started your business?

April 29 is our two-year anniversary. The 
more we’re here, the more people come in. 
We had a rough start. We had some opposi-
tion from the neighborhood. What’s really 
changed and it happened pretty quickly, is 
the neighborhood’s acceptance, support and 
love... This neighborhood has been surpris-
ingly supportive. I’m happy to be a part of the 
Beech Grove community.

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

Getting the place. This is my first shop. The 
first location we lost due to zoning restrictions 
in the Irvington area... Amy Masterson is the 
owner of this building. When I came here, she 
really worked with me, wrote some provisions 
to the lease that if we lost the zoning, I could 
get out of the contract... I spoke with (Mayor) 
Dennis Buckley to talk about who I was. Hav-
ing them in my corner really helped. Amy got 
up and talked (at the zoning meeting) for me 
and I think that helped sway the vote. It was a 
huge uphill battle. It took me two years to get 
a shop open.

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

So much. Get your zoning before you paint. 
I’m still learning. Have standards. A good tat-
too artist is one that will tell you no because 
they have your best interest in mind. I’ve had 
people come in and ask for some stuff that 
from a technical standpoint, won’t work. I’ve 
started to be more aggressive in the way I say 
no. I care about what it looks like and I don’t 
want you to have a piece of artwork that will 
look bad in two years.

 What is the hottest new trend  
in your industry?

Pinterest and Instagram. It’s a trend but it’s 
a problem at the same time. The biggest prob-
lem is people are getting stuff off the internet 
and they want it. When you take something 
off the internet, it’s not unique. We’re a cus-
tom shop. We do not reuse anyone’s art. If I 
design something for you, I will not reuse it. 
People should get a tattoo because it means 
something to them.

Maria Cadaver uses her love of art to start Celestial Bodies 
Tattoo, Piercing & Art Gallery in Beech Grove

NOW THAT WE’VE BEEN OPEN

Celestial Bodies
702 Main St.

Beech Grove, IN 46107
(317) 786-5061

facebook.com/CelestialBodies

Photo by Nicole Davis

Maria Cadaver

So many shops are scary.  
The industry has a bad stigma to it.  

I wanted a tattoo shop that was safe,  
fun and clean and respectful.  

It’s how we talk to people  
that makes a difference.  

~ Maria Cadaver
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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

PEER TO PEER

› BIZ BRIEF

Readers to this column will recall that this 
author has little faith in the efficiency of 
the federal government as to aiding the 

cause for business, big or small. To 
quote a favorite old dead president, 
“Government is not the solution, it is 
the problem.” I live life with a series of 
truisms; my friends humorously call 
them “Howardisms”. Never one for 
much self-promotion, let’s look at one 
of my truisms here: state government 
is two times more efficient than 
federal government; that just makes it 
the lesser of two evils for the business 
man. 

It is more efficient as it is 1/50 the 
size of the federal bureaucracy. Ad-
ditionally, elected people are more account-
able at the local level as they can all be reached 
in person or voted out of office. 

I hate to make a rap at the state-level gov-
ernment, but recall, they are not necessarily 
rational; they are just better than the feder-
al government. Enter the matter of the mys-
terious disappearing shower. I am currently 
planning an auto dealership building with my 
daughter Christi. In the upstairs owner’s office 
of the building, a shower was planned. This is 
for all the reasons that an enterprising busi-

ness owner understands. This shower goes 
against the regulations at the planning board. 
To allow this shower, we must have an identi-

cal or better one downstairs for gen-
eral public use. Now, when is the last 
time you went into a dealership for 
service and had an insatiable desire 
to take a shower? You get the pic-
ture; nix the upstairs shower.

I recall in one of my international 
public speaking tours, I was speak-
ing at the Indianapolis City Market 
with former Indianapolis Mayor Bill 
Hudnut. We were celebrating the 
new law, American with Disabili-
ties Act (ADA). Yes, I was one of 
six local businessmen to support it. 

Those who were against it felt that once the 
law was ensconced into the public law morass, 
it would lose its innocence and just cause mis-
chief. Oh, the innocence of youth, I am older 
now, and now paying for the error of my ways. 

We are also creating a lounge for our me-
chanics in this building. They have never had 
one before and are excited. The limited space 
is given over to an ADA-sanctioned oversized 
restroom suitable for a wheelchair. This uses 
up valuable space in the lounge. No matter 
that a wheelchair cannot make it up the stairs 

in the first place. (I hope some bureaucrat 
does not read this column and impose a lift on 
me!) Americans with disabilities have made 
huge strides over the years since the ADA was 
passed, but being an auto mechanic, working 
under cars, changing tires and working hang-
ing over engine compartments are not among 
them. Again, no matter… and no matter that if 
an unusually talented person in a wheelchair 
did master the craft, that there is a wheelchair 
compliant rest room on the main level with 
obviously easier access; this injects too much 
reason into the discussion. 

This is (as my liberal friends tell me) the 
government at work for me. I do not know if 
they are serious or not, but they say this with a 
convincingly straight face. Go figure.

“No matter that a wheelchair 
cannot make it up the  
stairs in the first place.  

(I hope some bureaucrat does 
not read this column and  

impose a lift on me!)”

Howard Hubler
COLUMNIST

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

Matter of the disappearing shower
Sizemore’s Brent Corey 

awarded CPIA
Brent Corey, presi-
dent of Sizemore 
Insurance Agency 
located at 859 Riv-
erside Dr., Green-
wood, was recently 
awarded the desig-
nation of Certified 
Professional Insur-
ance Agent (CPIA), 
a professional des-
ignation conferred by the American In-
surance Marketing and Sales Society (the 
AIMS Society). Corey completed three 
Insurance Success Seminars. The CPIA 
designation stands for professionalism, 
commitment to sales training and re-
sults, and technical knowledge. The des-
ignation does require a bi-annual con-
tinuing education update. He can be 
reached at (317) 888-9100.

Brent Corey
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Dan Miller is founder and president of Historical Solutions LLC 
- Ideas and Inspiration Through History.

Dan Miller
COLUMNIST

Barrier. Obstacle. An imperfection that 
holds you back. It’s with you every day. 
And you have to decide what to do with 

it.
If you’re this person, the issue of 

leadership may be the furthest thing 
from your mind. You’re simply try-
ing to get through the day.

I’d like to share the story of a 
leader who dealt with this reality. If 
you’re interested in the Civil War, 
you’ll know the name. If you don’t 
have the interest, stay with me. The 
story is intriguing.

Joshua Lawrence Chamberlain 
was a famous Union Army 
officer in the Civil War. 
Looking back, we cred-
it him with amazing 
instinctive decisions, 
such as at the Bat-
tle of Gettysburg in 
1863 when he and a 
handful of soldiers 
held off a power-
ful attack by Con-
federate forces. 
His dramatic ser-
vice on that day 
is told in the his-
torical novel “Killer 
Angels” and depicted 
in the movie “Gettys-
burg.” The actor Jeff Dan-
iels played Chamberlain in a 
stirring perfomance.

But war isn’t what 
I want you to know 
about Chamberlain. 
There’s something else. 
It’s the barrier.

From early child-
hood, Chamberlain 
suffered from a speech 
impediment. Particular 
letters were impossible 
for him to pronounce, 
their sounds difficult 
for him to make. It was 
a problem everyone 
noticed.

Chamberlain worked 
ferociously to defeat 
it. He read aloud to himself—over and over 
again—to pound down the problem. Month 
after month, year after year, Chamberlain 
chipped away at the impediment. When he 
entered Bowdoin College in Maine, Cham-
berlain focused his studies on religion and 
theology. Preaching and lecturing were at the 
root of his academic work and the future in 

front of him. All despite his ongoing problems 
with speech.

Chamberlain went on to become a profes-
sor of — wait for it — rhetoric, or 
the study a and mastery of speaking 
and oral logic. He became a popular 
college instructor at Bowdoin. And 
again, all of it set against his difficul-
ties with speech. Amazing.

But we’re not done yet. There’s a 
bigger point to make.

When Chamberlain volunteered 
for service in the Union Army in 
1862, he started as a regimental of-
ficer and, over time, rose to the rank 
of general. 

Astoundingly, much of Cham-
berlain’s leadership in the military re-

volved around his ability to 
speak effectively. In crucial 

situations, in the minutes 
before battle, for ex-

ample, he depended 
on communicat-
ing to his men in 
speeches and also 
improvised re-
marks.

His words were 
stirring, eloquent, 

graceful, and per-
haps most impor-

tant, understandable to 
soldiers from all walks of 

life. The man who couldn’t 
speak well became the 
leader who communi-
cated beautifully.

So there you are. 
An obstacle and barri-
er overcome. The very 
stuff of overcoming 
built the foundation for 
the leader. The actual 
thing that frustrated 
him became the basis 
for achievement in life-
changing moments.

As a leader, you’re 
often told to “play to 
your strength.” Joshua 
Lawrence Chamber-
lain adds an important 

depth to that advice. A strength can grow out 
of a weakness. Done well, the transformative 
element will be a powerful part of who you 
become.

Owning your weakness  
and turn into a strength

BIZ HISTORY

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

There are several books on failing forward 
and the importance of failure in learning, 
but from take it from me… when you’re 

not accustomed to failing… it stings. 
It is important to take stock 

though when setbacks happen and 
review the setback as objectively as 
possible.

Dr. Paul Stoltz of Peak Learn-
ing has a great book on adversity 
and learning how to respond when 
things don’t go like you thought they 
should have gone. He and his team 
have created a process and even an 
assessment that helps all of us go 
through adversity. Dr. Stoltz pro-
poses, “The stronger your AQ, the more ef-
fectively you will respond to adversity, and the 
less life’s events will take a toll on your energy, 
performance, health, and outlook.” 

At the heart of one’s Adversity Quotient are 
four C.O.R.E. dimensions. Here is an explana-
tion of those four dimensions…

Control
…the extent to which someone perceives 

they can influence whatever happens next.

Ownership
…the likelihood that someone will actually 

do anything to improve the situation, regard-
less of their formal responsibilities.

Reach
…the extent to which someone perceives an 

adversity will “reach into” and affect other as-
pects of the situation or beyond.

Endurance
…the length of time the individual perceives 

the situation/adversity will last, or endure.

According to Stoltz and the folks at Peak 
Learning each of the four dimensions deter-

mines a specific area of your life.
Control determines your resil-

ience, health, and tenacity. How you 
bounce back from the event.

Ownership determines account-
ability, responsibility, action, and 
engagement. Do you step up and 
take responsibility for your actions 
that caused the setback?

Reach determines burden, stress, 
energy, and effort; it tends to have 
cumulative effect. Does the event 
bleed over into other areas of your 

life or can you keep it compartmentalized? 
Endurance determines hope, optimism, and 

willingness to persevere. How deeply does the 
setback set you back?

Whatever situation you have experienced, 
think about how you reacted to the setback, 
adversity or failure … walk through each of 
the four C.O.R.E. dimensions. For example, if 
you see the event (your setback or failure) as 
reaching over into other areas of your life you 
could stand to improve your Adversity Quo-
tient in the Reach area. Realize that it was in 
the one area where the setback occurred and 
keep it there.

Everyone experiences setbacks and failures. 
It is how we deal with them that makes the dif-
ference in how much of an impact they make 
on us – and our business. 

Jack Klemeyer
COLUMNIST

Learn from your mistakes
COACH’S CORNER

C
O
R
E

CONTROL

OWNERSHIP

REACH

ENDURANCE

“So there you are. An 
obstacle and barrier 

overcome. The very stuff 
of overcoming built the 

foundation for the leader. 
The actual thing that 

frustrated him became the 
basis for achievement in  
life-changing moments.”
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Join Us for an Inspirational Leadership Event

Back for its sixth year, the Refresh Leadership Live Simulcast brings a distinguished lineup of 
inspirational speakers directly to you. Each specifically chosen for their proven expertise and 
extraordinary accomplishments, this year’s speakers will share their insight on how to lead your 
business, inspire your team, and live an influential life.

Indiana Historical Society 
9 AM - 12:30 PM 
Registration and Hot Breakfast at 7:45 A.M. 
(317) 888-5700

THE FUNNY THING ABOUT 
LEADERSHIP

Featuring DAN AYKROYD

REGISTER TODAY AT  
REFRESHLEADERSHIP.COM/LIVE ExpressIndySouth.com

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.

Every morning, before my cup of green tea 
with a teaspoon of My Hunny’s Honey 
(great stuff out of Danville; Google it), 

I peruse the articles in Google Finance, Yahoo 
Finance, WSJ.com, and RealClearMarkets.com. 
What I’ve been seeing more and more 
interest in is the “everybody-knows-
it’s coming” Fed rate hike. And the 
market has responded with increased 
volatility, with a lot of that volatility to 
the downside. 

So why is the market so worried 
about an interest rate increase? It’s 
all about the money. Or more rel-
evantly, it’s all about the dividend 
rate. What you talkin’ bout, Bink? 

At press time (March 2015) the 
dividend rate for the S&P 500 is 1.90 
percent (www.standardandpoors.com) and 
the yield on the 10-year Treasury bond sits 
at 2.24 percent (www.treasury.gov). Like it or 
not, true or not, Treasury bonds are generally 
perceived as less volatile than stocks. There-
fore, when the “stable” Treasury bond is pay-
ing more than the “less stable” stock market, 
some money moves from the stock market 
to Treasuries. As interest rates rise, the lure 
of the perceived price stability of bonds part-
nered with a more attractive interest rate be-
comes stronger and stronger. Money is not 

static. It ebbs and flows from one type of in-
vestment to another in pursuit of stability and 
return.   

2015 so far has been an interesting year to 
be a student of the market. Yield on the 10-

year fell as low as 1.68 percent the 
last week of January. But now sits 
at the year to date yield high of 2.24 
percent. That represents a 33 per-
cent increase in the yield rate in just 
over a month. The market, as mea-
sured by the S&P500, has had a year 
to date return (as of press time) of 
1 percent (not counting dividends).  
This is complicated, but if the “fear 
the Fed” mentality continues, and 
the announcements from Ms. Yel-
len and the minutes from the Feder-

al Open Market Committee (FOMC) remain 
enigmatic and volatile themselves, bond pric-
es and interest rates will remain volatile. And 
in turn, the flow of money from bonds to the 
stock market and back will ebb and flow. The 
investor who would be successful needs to 
prepare himself – mentally, emotionally, and 
financially – for that increased volatility in 
both markets: stock and bond. My suggestion 
would be that if you’re considering participat-
ing in the ebb and flow yourself with your own 
investments, stay short to ultra-short in the 

maturities of your bonds (but be aware of pre-
mium prices and larger broker markups for 
short stuff) and re-evaluate your strategy on 
your stock portfolio. Are your holdings tru-
ly long-term holdings or were they trades? If 
long-term, recommit yourself to holding them 
long term regardless of what happens. If they 
were trades and they’ve given you some nice 
paper profits, have a conversation with your 
advisor or yourself about a strategy to 
start to lock in at least some of those 
profits. Maybe even some option 
strategy hedges? 

But what do I know? I’ve 
been at this for 22 years now 
and still only know a little about 
this stuff. But I do know it’s your 
money.  Save it. Grow it. Protect 
it. And when it’s time, enjoy it.

Jeff Binkley
COLUMNIST

Why is the market so worried about an interest rate increase?
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Chamber Meetings  
and Events

9 – Beech Grove 
Chamber of Commerce 
(Monthly Meeting); April 
9, 11:30 a.m. – 1 p.m. 
For more information, visit 
beechgrovechamber.com or 
call (317) 759-2873.

14 – Franklin Township 
Chamber of Commerce 
(Monthly Meeting) April 14. 
For more information, call 
(317) 328-6100.

16 – Greater Greenwood 
Chamber of Commerce 
(2015 Annual Chamber 
Celebration); April 16, 11:30 
a.m. – 1:30 p.m., Jonathan 
Byrd’s Banquet Hall, 100 
Byrd Way, Greenwood. Call 
(317) 888-4856 for more 
information.

22 – Greater Greenwood 
Chamber of Commerce 
(Methodist Sports Medicine 
Grand Opening Ribbon 
Cutting); April 22, 4:30-5:30 
p.m., Methodist Sports 
Medicine, 1401 W. County 
Line Rd., Greenwood. Call 
(317) 888-4856 for more 
information.

29 – Greater Greenwood 
Chamber of Commerce 
(April Membership 101); 
April 29, 8:30-10 a.m., 
Greater Greenwood 
Chamber of Commerce, 65 
Airport Pkwy., Suite 140. Call 
(317) 888-4856 for more 
information.

Greater Greenwood 
Chamber New Businesses

Campano Family Dentistry
3001 Meridian Meadows Rd.
Greenwood, IN 46142
(317) 865-3733

Evergreen Lawn Care, Inc.
P.O. Box 1427
Greenwood, IN 46142
(317) 535-0300

Greg Hicks State Farm
1777 W. Stones Crossing Rd.
Greenwood, IN 46143
(317) 245-6700

Horizon Planning Group
9000 Keystone Crossing, 
Suite 300
Indianapolis, IN 46240
(317) 571-2365

Live Light Clinic
8350 S. Emerson Ave.,  
Suite 140
Indianapolis, IN 46237
(317) 344-0930

McCammons Irish Market
620 Treybourne Dr.
Greenwood, IN 46142
(317) 885-8707

Paychex, Inc.
9405 Delegates Row
Indianapolis, IN 46240
(317) 815-3900

Slyfox Creative
585 Sayre Court
Greenwood, IN 46143
(317) 215-2780

The Skillman Corporation
3834 S. Emerson Ave.
Indianapolis, IN 46203
(317) 788-5110

Think Solutions
5153 Commerce Square Dr.
Indianapolis, IN 46237
(317) 885-7901

Town of Bargersville
24 Main St.
Bargersville, IN 46106
(317) 422-5115

Z-Imports Sales  
& Service Inc.
602 East Hanna Ave.
Indianapolis, IN 46227
(317) 791-8001

Newly Incorporated 

BB Automotive
Nicholas Bolin
1751 Younce St.
Franklin, IN 46131

Diva Nails
Bao Nguyen
918 N. Morton St.
Franklin, In 46131

Econo Lodge
Kailash Varka
134 Parkview Dr.
Danville, IN 46122

Harmon Billing  
Services LLC
Jeffery L. Harman
2775 N. 700 E.
Franklin, IN 46131

Hoosier Cupboard Candy 
and Snacks
Kim Smith
670 Jefferson St.
Franklin, IN 46131

Indiana Astros Baseball
Lesley Jeffries
5 Greenbriar Court
New Whiteland, IN 46184

JP Construction
Janna Phillips
29 E. Broadway St.
Greenwood, IN 46143

Kellie Plumbing
Barnes & Thornburg LLP
11 S. Meridian St.
Indianapolis, IN 46204

Kelsay Grain Farm GP
Merrill Kelsay
6484 N. Rd. 250 E.
Whiteland, IN 46184

Livingston Realty
Teresa J. Livingston
2009 Old State Rd. 37
Greenwood, IN 46143

Malc Training Institute
John Grounds
6786 S. 100 E.
Trafalgar, IN 46181

New Life Fitness, LLC
Debra Welch
136 Hilltop Farms Blvd.
New Whiteland, IN 46184

Oak Creek Remodeling
Josiah D Ring
5300 Hartshire W. Dr. Apt. 10
Bargersville, IN 46106

Sleep Inn
Kailash Varka
134 Parkview Dr.
Danville, IN 46122

Sleep-N-Time Motel
Bradley Browning
2540 S. US 31
Franklin, IN 46131

Small Town Salvage
Jeff Gindling
3944 Test Rd.
Richmond, IN 47374

Trinity Heating  
and Cooling
Troy McVey
3043 Harvest Grove Lane
Bargersville, IN 46106

Whistle Stop
Martricia Brown
3132 F Clary Crossing
Greenwood, IN 46143

Whiteland Orchard
Glenn Haveman
151 Marlin Dr.
Greenwood, IN 46142

SBA LOANS

Boone County

North Enterprise, LLC
450 N. Enterprise
Lebanon, IN 46052
$630,000
Ridgestone Bank

Quest Logic  
Investments, LLC
340 S. 1st St. 
Zionsville, IN 46077
$137,000
Newtek Small Business 
Finance, Inc.

Hamilton County

Comprehensive 
Retirement Solutions 
11595 N.Meridian St.
Carmel, IN 46032
$607,200
Live Oak Banking Co.

Chrysalis Manufacturing 
Solutions, LLC
11711 N. Meridan St.
Carmel, IN 46032
$100,000
Lake City Bank 

ELH Appraisal, LLC
9949 Boysenberry Dr.
Fishers, IN 46038
$30,000
KeyBank

Fluid Roofing, LLC
134 W. Carmel Dr.
Carmel, IN  46032
$150,000
Indiana Business Bank

LAXMI FIS, Inc.
9790 North By Northeast 
Blvd.
Fishers, IN 46037
$2,660,000
NOA Bank (GA)

Mercato, P.C.
15 E. Main St., Ste. 200
Carmel, IN 46032
$100,000
The Huntington National 
Bank

Ohm Krish, Inc.
13303 Ashwood Dr. 
Fishers, IN 46038
$50,000
The Huntington National 
Bank

TECHNIPHI, INC.
484 E. Carmel Dr., Ste. 335
Carmel, IN 46032 
$35,000
Chase Bank

Torpedo Enterprises, LLC
17143 Mercantile Blvd.
Noblesville, IN 46060
$410,000
Ridgestone Bank

Hancock County

ADR Partners, LLC dba 
Banc-serv Partners
777 E. Main St.
Westfield, IN 46074
$150,000
Community First Bank of 
Indiana

Management and 
Consulting Services, Inc.
7550 N. Fortville Pike
Greenfield, IN 46140
$240,000
$50,000
KeyBank

Hendricks County

Grandview Pharmacy
474 Southpoint Circle
Brownsburg, IN 46112
$1,259,000
Indiana Statewide CDC

Heath Dental, LLC
204 N. Maple St.
Pittsboro, IN 46167
$547,000
United Midwest Savings 
Bank

NAZIA A, LLC
10584 E. U.S. Hwy. 36
Avon, IN 46123
$260,000
Ridgestone Bank

Johnson County

U First Transportation, LLC
2946 Welcome Way
Greenwood, IN 46143
$23,600
The Huntington  
National Bank

Wayne J. Fledderman dba 
Patios & More
3121 Sable Ridge Pl. 
Greenwood, IN 46142
$25,000
The Huntington National 
Bank

Theta Floats, LLC
2797 N. Morton St.
Franklin, IN 46131
$50,000
Horizon Bank

Marion County

723 Development Co., LLC
723 S. Capitol Ave.
Indianapolis, IN 46225
$270,000
Ridgestone Bank

AARVEE Associates, LLC
9541 Valparaiso Ct.
Indianapolis, IN 46268
$25,000. The Huntington  
National Bank

David J. Bax, D.C., Inc.
3945 Eagle Creek Pkwy. 
Indianapolis, IN 46254
$75,000. $75,000
The Huntington  
National Bank

Castleton Ultrasound 
Imaging, LLC
8202 Clearvista Pkwy.,  
Ste. 3B 
Indianapolis, IN 46256
$25,000
The Huntington  
National Bank

Circle City Lighting, Inc.
8237 Indy Lane
Indianapolis, IN 46214
$565,000
Celtic Bank

DFS Management, LLC
6801 Lake Plaza Dr.,  
Ste. A112
Indianapolis, IN 46220
$50,000
The Huntington  
National Bank

Express Restorations, LLC
830 W. Banta Road
Indianapolis, IN 46217
$100,000
First Merchants Bank

Hoverstream, LLC
1761 N. Sherman Dr., Ste.I
Indianapolis, IN 46218
$30,000
The Huntington  
National Bank

Jyle Development Co., LLC
2364 Production Dr.
Indianapolis, IN 46241
$285,000
Ridgestone Bank

McGilvery’s Speedway, LLC
3009 N. High School Road
Speedway, IN 46224
$50,000
The Huntington  
National Bank

MC Investments, Inc.
10843 E. C.R. 300 N.
Indianapolis, IN 46234
$50,000
The Huntington  
National Bank

Nora Veterinary  
Hospital, Inc.
1308 E. 91st St.
Indianapolis, IN 46240
$215,000
Live Oak Banking Co.

Olympia Stone II, LTD.
870 Lennox Ct.
Indianapolis, IN 46268
$250,000
KeyBank

Probo Medical, Inc.
9855 Crosspoint Blvd.
Indianapolis, IN 46256
$305,900
Old National Bank

Production Drive Co., LLC
2334 Production Dr.
Indianapolis, IN 46241
$1,177,000
Ridgestone Bank

Roadmaster  
Automotive, Inc.
3361 Georgetown Road
Indianapolis, IN 46224
$40,000
The Huntington  
National Bank

Phillip A. Shepard 
3332 Voigt Dr.
Indianapolis, IN 46224
$43,600. The Huntington 
National Bank

SupplyKick, LLC
600 E. Ohio St.
Indianapolis, IN 46202
$150,000
STAR Financial Bank

Tappers Arcade Bar
1121 Prospect St.
Indianapolis, IN 46203
$100,000
Flagship Enterprise Center

Urban Development and 
Renovation, Inc. 
152 E. 22nd St., Ste. A
Indianapolis, IN 46202
$50,000
Chase Bank

Vontra Foods II, LLC
137 E. Ohio St. 
Indianapolis, IN 46204
$50,100
$50,000
The Huntington  
National Bank

Westmoreland 
Transportation, Inc. 
3231 N. Arlington Ave.,  
Ste. A 
Indianapolis, IN 46218
$45,000
The Huntington  
National Bank

Morgan County

Crew Flooring, LLC
8411 Windfall Lane, Unit 60
Camby, IN 46113
$50,000
Chase Bank

PLANNER OF NOTE

TECHNOLOGY DISPATCHES
n American attractions banning 
“selfie sticks” The shortlist is getting 
longer every day, but attractions and 
venues around the world are rapidly 
hopping on a banning “selfie sticks” 
bandwagon. To name just a handful 
right here in the States, go no further 
than: The Art Institute of Chicago, The 
Museum of Modern Art in New York, 
The Metropolitan Museum of Art in 
New York, The Detroit Institute of the 
Arts, The Seattle Art Museum, Cleve-
land Museum of Art, The Carnegie Mu-
seums of Pittsburgh, The Perot Muse-
um of Nature and Science in Dallas, etc. 
(The running list includes many more 
American locations as well as global at-
tractions as well). 

– Yahoo Tech

n E-cigarette vapors can penetrate 
paint “Vaping”—an increasingly pop-
ular alternative to smoking cigarettes 
or other tobacco products—appears 
to emit only a minute amount of water 
vapor. However, this “vapor” isn’t com-
prised of H2O molecules, but rather 
of tiny particles consisting of nicotine, 
artificial flavorings, preservatives, glyc-
erin/glycols and other chemicals, ac-
cording to a new study done by RTI In-
ternational. Since the particles do not 
evaporate in the lungs when inhaled, 
the aerosol particles can actually pene-
trate through paint on a wall. Exposure 
to such small particles may cause fur-
ther lung- and heart-related problems, 
according to Stanton Glantz, Ph.D. and 
professor of medicine at the University 
of California. Since e-cigarettes are still 
a relatively new product, not nearly as 
much testing has been done consider-
ing the amount of testing that’s gone 
into traditional tobacco products and 
cigarettes. As such, long term effects 
of “vaping” are still widely unknown 
and may cause health issues with pro-
longed use. – Yahoo Health



By Laura Barnard, MA, APR – Executive Director 
Greater Beech Grove Chamber of Commerce

Spring is a sign of change, with temperatures warming up and 
flowers blooming. This year, spring is also proving to be a time of 
change for the Greater Beech Grove Chamber of Commerce. By the 
end of May, the Chamber will need to relocate into a new office, and 
the board is currently seeking and reviewing all available options. 

Since the Chamber’s inception in 2007, office space has been do-
nated to the organization. This arrangement allows the Chamber 
to ensure membership dues and sponsorships are used to directly 
support the mission: to build a dynamic community in and around 
Beech Grove. This is accomplished through community events, pro-

fessional education sessions, and networking opportunities, as well 
as other member benefits. 

The Chamber is seeking a minimum of 250 square feet in office 
space, with some room for storage. At most, the Chamber would 
require 700 square feet to include an office, boardroom, storage 
and reception area. In return for donated office space, the Chamber 
board would be willing to review and negotiate membership and 
marketing exposure.

Currently the Chamber’s office is located at 3841 S. Emerson Ave. 
If a business or individual is interested in more information about 
the Chamber’s move or discussing available space options, con-
tact Laura Barnard, Executive Director, at (317) 759-2873 or info@
beechgrovechamber.org. 

Needed: Office Space for the Chamber

About the Greater  
Beech Grove Chamber  

of Commerce
Established in 2007, the Greater Beech Grove 
Chamber of Commerce partners with busi-
nesses to build a dynamic community that 
benefits the greater Beech Grove area.

President: Melody Stevens
Vice President: Jim Coffman

Secretary: Linda Melton
Treasurer: Liz Schoettle

ABOUT US

BEECH GROVE CHAMBER NEWS Greater Beech Grove Chamber of Commerce 
Mailing address: PO Box 702, Beech Grove, IN 46107  
Building Location: 3841 S. Emerson Ave. # B, Indianapolis, IN 46203
Office: (317) 759-2873  • Email: info@beechgrovechamber.org

WELCOME NEW MEMBERS

College Planning Services
John Baird

8130 S. Meridian St., Ste. 4D
Indianapolis, IN 46217

(317) 563-1391

My Agent
Scott Veerkamp

626 Main St., Beech Grove, IN 46107
(317) 979-4663

State Farm Insurance
Brian Seyfert

515 Main St., Beech Grove, IN 46107
(317) 783-7440

Pick Me! Pets
Kim Keers and Michael Gambert

4850 S. Emerson Ave.
Indianapolis, IN 46203

(317) 784-6222

Venture Beyond Catering & Events
Michael Violand

8028 S. Emerson Ave., Ste. R
Indianapolis, IN 46203

(317) 884-1940

beechgrovechamber.org

EVENTS CALENDAR

•  April 9: Monthly Meeting 
11:30 a.m. – 1 p.m., Hornet Park 
Community Center

•  May 14: Monthly Meeting 
11:30 a.m. – 1 p.m., Benedict Inn  
Retreat & Conference Center

•  June 11: Monthly Meeting 
11:30 a.m. – 1 p.m., Hornet Park 
Community Center

•  June 19: Golf Outing 
Sarah Shank Golf Course, 8 a.m.

• August 9: Music on Main St., 3-8 p.m.

CHAMBER NEWS

Members of the Greater Beech Grove Chamber of Commerce enjoy:

•	 Listing in the Chamber’s online directory 
•	 Free ribbon cuttings for new businesses, showrooms  

or recently renovated offices
•	 Free event listings in the Chamber’s newsletter and online
•	 Member-to-member discounts
•	 Inclusion in the Chamber’s new community calendar/ 

membership directory, 2,500 printed

Learn more about the Greater Beech Grove Chamber of Commerce at:
beechgrovechamber.org

MEMBER SPOTLIGHT

Delta Theta Tau 
1. What does your organization provide? We are a charitable 

and philanthropic organization providing assistance in Marion and 
Johnson Counties. Organizations we have assisted over the years in-
clude: Better Indy Babies, Canine Companions, Chef ’s Academy, El-
eanor Skillen School #34, Fletcher Place Community Center, Handi-
Capable Hands, Servant’s Heart, St. Thomas Clinic, Veterans of Valor, 
Johnson Senior Services and Beech Grove City 
Schools.

2. What makes your organization unique? 
We are the oldest non-academic sorority in the 
country. We consistently win awards on a na-
tional basis and in central Indiana in the areas of 
volunteer hours (total and per capita) and phi-
lanthropy dollars donated (total and per capita). 
Our 20 members have belonged for a combined 
total 496 years. We have one member with 60 
years, one with 42 and two with 40 years.

3. What are the greatest obstacles and/or 
challenges your organization has faced or is facing? How were 
they overcome? We must raise money to help the many organiza-
tions and charities we support. Currently our only fundraiser is “That 
Something Special” Arts and Crafts Fair held each year the Saturday 
after Thanksgiving. This year we’ll celebrate our 40th anniversary 
craft fair, with the event taking place at Beech Grove High School 9 
a.m.-3 p.m., Nov. 28. 

4. What is the organization’s biggest accomplishment been in 
the past year?  Our craft fair relocated from Southport to Beech 
Grove a couple of years ago and despite the change in locale, we con-
tinue to have a great following of both exhibitors and shoppers.

5. Where do you see the future of the organization?  We are con-
stantly assessing the assistance we provide to our 
current philanthropy projects along with their 
needs, and at the same time exploring other areas 
of need in our community. In addition, we would 
like to make our presence better known in the 
community surrounding Beech Grove through 
volunteer opportunities, publicity opportunities, 
etc.    

6. Why do you belong to the Greater Beech 
Grove Chamber of Commerce?  Since bring-
ing our craft fair to the Beech Grove community, 
we feel the need to become a part of this area to 
network, assess opportunities for expanding our 

volunteer efforts, increase the following for our craft fair and increase 
the amount of donations available for distribution to those in need in 
this location. We have been welcomed into the Beech Grove area and 
look forward to a long working relationship.

Delta Theta Tau Sorority
1001 #D Paradise Court 
Greenwood, IN 46143

Ph: (317) 440-0938
Email: susie1624@yahoo.com

Delta Theta Tau was founded in 1903.
Nu Tau Chapter began 1973 and is one  

of 91 chapters throughout the U.S.



 
 

 

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
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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.


