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1. Don’t be afraid to go into something you are not 
familiar with. I know how to bake, but did not know 
anything about the business-side of baking. I am 
learning as I go along!

2. From my background in sales, I learned not to be 
afraid of rejection, and to be persistent and positive. 

3. If your friends keep telling you that something you 
do is good, and to make a business out of it — do it!

Dilger’s tips for Success
By Mark Ambrogi

For years, Heidi Dilger was known for bringing just the 
right thing to any gathering, her banana bread.

“I would bring it as hostess gifts,” Dilger said. “Friends were 
requesting it, saying their kids were asking. So I say sure and 
drop it off. I was just doing it for fun. I like making people 
happy and it did.”

Over the years, Dilger kept getting pushed by her friends, 
in particular, Leslie Altavailla. Finally, Altavailla had a friend, 
who was a graphic designer, create a logo and made some la-
bels saying Heidi Ho’s.

“Over the years we joked about it and talked about names 
light-heartedly,” Dilger said.

In November, the Carmel resident began selling her ba-
nana bread through her website. In addition, she began de-
livering approximately 40 mini loaves of banana bread to Joe’s 
Butcher Shop in Carmel on Thursdays.

“I don’t want to get too overwhelmed,” Dilger said. “I’m 
trying to take it slowly. It’s just me (baking). This happened 
by accident.”

Dilger said when her friends first made her do it, she 
thought she’d send an email out to friends about holiday or 
teacher gifts.

“I just got more requests and I just kind of ran with it,” 
she said.

Dilger said her husband, Ken, former Indianapolis Colts 
tight end, has encouraged her to go for it.

“Ken wants me to go big and maybe he can retire,” said Dil-

ger, with a laugh.
Ken, who played seven seasons with the Colts and three 

with Tampa Bay before retiring in 2004, said he’ll leave the 
expansion up to his wife.

“Does she want to get bigger? I don’t know,” said Ken, who 
is now a mortgage vendor. “It’s a lot of work and lot of time 
on her part. It will be up to her to decide.”

Dilger said she doesn’t want to be so busy she misses her 
children’s activities. Zach, 13, is seventh grade at Creekside 
Middle School and Jessica, 16, is a sophomore at Carmel 
High School.

“It’s a passion for her,” Ken said. “Right now it’s a part-time 
job for her and she loves it.”

It’s profitable, too.
Joe Lazzara, owner of Joe’s Butcher Ship, said traditionally 

his store has not been able to sell many sweets or desserts, 

but that has changed.
“With her name and the quality of the product, we’ve sold 

it quite well,’ Lazzara said. “They’re delicious and that’s what 
matters. When there is any kind of social media buzz about 
it, we sell 60 to 90 in a week. She is dedicated to making them 
work. She’s been great in being a super vendor. Having the 
Dilger name helps because she can get social media response 
from the Colts. When she’s been on a local (TV) station 
showing how she makes them, the sales double and triple.”

Dilger bakes more if needed for Joe’s, but that’s only been 
a few times. She bakes out of the kitchen in Recess, a restau-
rant in south Broad Ripple. Recess uses Dilger’s banana bread 
in various desserts.

Dilger, who started making banana bread as a teenager, 
said she tweaked the recipe to make it her own.

“There’s something about it that people really liked,” she 
said.

Dilger, who met Ken at the University of Illinois, worked in 
commercial market sales for AT&T in Chicago and Indianap-
olis before devoting time to raising her two children.

“The best thing is working and doing my own thing again, 
it’s been awhile,” she said. “I think it’s good lesson for my kids 
that I’ve turned something I love to do into a business.”

Jessica helps puts ribbons and stickers on the banana bread.
“I pay her so it’s a win-win,” Dilger said.
For larger orders or business gifting, Dilger takes orders 

through her email, heidihos@aol.com. Dilger also has a Face-
book page under Heidi Ho’s Baked Goods.

Friends encourage Heidi Dilger to turn pastime into job

A basket of the Heidi Ho banana bread, baked by 
Carmel woman Heidi Dilger. (Photos by Theresa Skutt)

(Left and above) Dilger bakes a batch of bread inside her commercial kitchen.
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Somewhere deep in the “way-back,” one 
of us read this quote: “Wish a wish, dream 
a dream, but follow through.” It roosted in 
the memory bank. Then 
recently, syndicated col-
umnist Geoffrey James, 
whose work we follow, 
offered this: “Daydream 
more rather than less. 
The idea that daydream-
ing and working are mu-
tually exclusive belongs 
back in the 20th centu-
ry. It’s when you let your 
thoughts wander that 
you’re more likely to have 
the insights that will make 
you … unique and more competitive.” We 
found that to be an interesting take. Day-
dreaming is, indeed practiced here. It has led 
to content changes, varying sales initiatives 
and business expansion. It’s more than just 
thought, though. It means visualizing some-
thing (anything) and make that practice to 
actually become the fulcrum that gets every-
thing spinning into action. Christina Frank, 
a contributor to WebMD, wonders why day-
dreamers get a bad rap. “Call someone a day-
dreamer and you may as well just call (him 
or her) a flake, a space cadet, or a slacker,” 
she writes.

Why are folks quick to criticize the day-
dreamer?  “Daydreaming is looked upon neg-
atively because it represents ‘non-doing’ in a 

society that emphasizes 
productivity,” says John 
McGrail, a clinical hypno-
therapist in Los Angeles. 
“We are under constant 
pressure to do, achieve, 
produce, succeed.” Yes, we 
are; this is serious busi-
ness, after all, but we’ve 
found a ton of good can 
come from the practice of 
daydreaming. That means 
it actually has increased 
yield for us. Experts will 

tell you that daydreaming will help you re-
lax, manage conflict, maintain relationships 
and provide a roadmap to a goal. We’ve also 
known it to heighten productivity, cement 
beliefs and values, amp up creativity and en-
joy attainment. It all leads, in most cases, to 
the end game in a business sense, and that is 
to serve customers to the point where their 
take is increased, knowing ours will follow in 
kind. Do you daydream about business initia-
tives? If you do and wish to share successes 
that emanated from that mental “wandering,” 
please write us at info@youarecurrent.com.

Brian Kelly & Steve Greenberg
From the Backshop

By Adam Aasen
Several restaurants are looking at Carm-

el as the right city to open another location 
of established eateries.

Many chains — local, national and in-
ternational — are opening new locations 
in Carmel soon. For some, like Mimi Blue 
Meatballs, it’s only their second location. 

OEC Japanese Express, located at 
14580 River Rd., will join two other recent-
ly opened Asian restaurants in Carmel. 
OMONI Fresh Korean Fast Grill opened at 
13710 N. Meridian St. and Kizuki Ramen 
& Izakaya opened at 2450 E. 146th St. OEC 
Japanese Express is chain out of Louisville, 
Ky., that sells fast-food Japanese food, in-
cluding sushi. OMONI is not a chain but 
Kizuki is, with locations in four states in 
addition to Japan and Taiwan.

Juice Bar Carmel is opening at 1420 W. 
Main St. this summer. It’s a location of a 
Nashville, Tenn. brand that sells all-natural 
smoothies, juices, wraps and salads. Juice 
Bar has locations in more than 15 states.

Bar Louie is set to open at The Olivia, a 
Keystone-owned mixed use development 
on Old Meridian. Bar Louie has more than 
100 locations nationwide.

Mimi Blue Meatballs will open in the 
space formerly occupied by Crust Pizze-
ria at 12505 Old Meridian St. Mimi Blue 
Meatball, owned by Michael Kosene, has 
another location at 870 Massachusetts Ave. 
The restaurant serves a variety of turkey, 
beef and vegetarian meatballs with differ-
ent sauces. Kosene’s father and uncle own 
Kosene & Kosene Residential, a real estate 
development company that owns the build-
ing. This is only the second location for 
the local restaurant. Crust is moving not 
too far away. The pizzeria is relocating to 
the space formerly occupied by Michelle’s 
Family Restaurant at 840 W. Main St. Crust 
is not a chain and only has one location.

 Meanwhile at The Bridges, there’s 
plenty of new tenants in the works. Two 
chains are coming. McDonald’s opened 
last month and Potbelly Sandwich Shop 
announces they will join the area as well. 
There are more than 400 locations for Pot-
belly Sandwich nationwide.

Several restaurant 
chains opening  

in Carmel

BuSineSS Roundup
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As a business owner, you are probably ask-
ing yourself this question. If you aren’t, you 

should be! Research has 
found that 80 percent of 
businesses believe they 
are providing superior 
customer service, while 
only 8 percent of their 
customers agree. That is 
a significant disconnect!

I think this discon-
nect can be a result of 
the lack of understand-
ing of the customer jour-
ney, the total sum of ex-
periences that customers 

go through when interacting with your company.
There are many factors that continuously im-

pact customer expectations with any business. 
One critical factor is customer age demographics. 
Millennials, Gen Y and Gen Z are growing age 
cohorts and will become the dominant groups by 
2020. These younger generations have very dif-
ferent expectations than the Baby Boomers who 
have dominated. Take the recent announcement 
by executives at AMC Theater. They announced 
that they are considering allowing people to use 
their cell phones during movies as a way to ap-
peal to younger movie goers.

A second significant factor impacting cus-
tomer expectations is technology, which is giv-
ing customers more control over their experience 
than ever before. Large businesses like Apple and 
Amazon are driving consumer expectations. Who 
doesn’t like Amazon Prime’s fast, free shipping? 

Businesses cannot compete on just the prod-
ucts or services they deliver. They must think 
about the entire customer experience from be-
ginning to end. When doing this, many think in 
terms of touch points when they have specific 
interactions with customers. While these are im-
portant interactions, focusing on those interac-
tions alone ignores the overall customer journey. 

Customers can have good interactions at spe-
cific touch points but have an overall lower lev-
el of satisfaction with their experience. A movie 
goer may have a good experience buying a ticket 
and getting refreshments and they may like the 
movie they came to watch. But, if they can’t use 
their cell phone while at the move, they may be 
less satisfied with the overall experience.

Businesses must understand the entire custom-
er journey from beginning to end to truly provide 
a superior customer experience. 

George Klein is the CEO/Founder of Peoplocity, a customer 
feedback platform. Contact him at George@peoplocity.com.

A parent and child can take the same event and 
adopt two totally different approaches. So it was 
with Abraham Lincoln, the child, and Thomas Lin-
coln, the parent.

The event in question was 
a tough run of hard luck. 

Prior to 1816, Thomas 
was a successful landowner 
and local leader in northern 
Kentucky. He owned several 
hundred acres, worked them 
effectively and possessed 
quite a few livestock (hogs 
and cattle). Thomas won the 
respect of most of his neigh-
bors and associates. They 
placed him on local juries as 
a man of his word. They also 
trusted him to serve as a volunteer enforcing local 
laws, an action common to the American frontier.

By nearly any measure, Thomas was a success-
ful person. 

But in 1815-1816, Thomas fell on hard times. He 
became embroiled in boundary disputes with fellow 
property-owners. He lost. His wife died. He slipped 
into near-bankruptcy and surrendered much of his 
land holdings. Struggling to reverse his fortunes, 
Lincoln moved his surviving family across the Ohio 
River to southern Indiana. He remarried and blend-
ed his family with that of his new wife. 

But he never quite seemed the same again. He 
attempted to make various business deals, none of 
which amounted to much. He responded to each 
setback with slightly more bitterness, more resent-
ment. He directed a growing hostility toward the 
son who never quite measured up to Dad’s needs or 
expectations. That son was Abraham.

Abraham would encounter his own share of fail-
ures. He failed in many of his romantic relation-
ships. He failed in several attempts to win local and 
state political office. He failed to maintain a viable 
store. By his own definition, he failed to identify for 
many years the singular unique contribution to his 
surrounding community which, he insisted to him-
self and others, he believed he was destined to make.

Abraham, however, didn’t emulate Thomas in 
how he dealt with bad times. Perhaps most impor-
tantly, Abraham never adopted the slowly unfold-
ing pessimism and negativism of Thomas. The child 
wasn’t the parent.

Is there a trait of yours – as either a mother or 
father – that you hope your child doesn’t embrace? 
And how will that help your son or daughter be-
come a better leader than you?

Email Dan Miller with your thoughts at dan@historicalsolutions.
com.

Views / Dispatches

dan Miller

Cell phones  
in a theater? 

Traits you don’t 
want to pass on

Consumers want 
concierges, not marketers

Consumers are interacting with brands in more ways than ever before, 
with the explosive use of mobile devices, apps, customer portals and per-
sonalized communication channels. For marketing, the ability to manage 
and support a customer’s purchase decision jour-
ney is certainly daunting. To do so, one must un-
learn historically successful tactics and become a 
subservient enabler. 

Understanding the customer journey is adopting 
a supportive, buyer-centric role. Truly understand-
ing the customer’s pathway to engagement and pur-
chase, as well as demonstrating your understanding 
and well-aligned offering, is a must to survive. 

Yet, few are getting it right! According to an IBM 
study, only 1 in 5 consumers feels the average re-
tailer understands them as an individual or pro-
vides them with relevant selling information. The 
essential truth in marketing is that, if you do not 
engage, connect and emotionally energize a consumer during the pur-
chase process, you’re not capturing their loyalty, you are just facilitating 
transactions. 

The result of most marketing today is a mismatch between the mar-
keter’s approach to selling and a consumer’s approach to buying. Many 
marketers continue to focus on promoting features, benefits and “what’s 
unique” about an offering. Yet, consumers’ want a personalized and en-
gaging experience that is emotionally fulfilling and personally rewarding. 

As such, marketers must unlearn how to push products and begin acting 
like a personalized concierge. Just image what your promotional messag-
ing and value proposition would look and feel like if you fully understood 
the targeted audience’s core thoughts, feelings and desired outcomes. Fo-
cusing on customer’s experiences, emotions and desires will allow you to 
better emulate a brand that understands its audience. Want an example? 
Think Coke. Just pay attention to one of their recent advertisements and 
you will understand what comes out of developing a Customer Journey 
Map as well as the benefits of empowering your customers to achieve an 
awesome experience (by using your product or service). 

This new approach begins by asking those you wish to become your cus-
tomers these questions along their path toward buying. How are they feel-
ing? What they are thinking? What are their expectations? What are they 
desiring? And finally, what does success look and feel like? 

Taking the time to get answers to these types of questions will put you 
into the buyer’s experience, allowing an ability to harbor high levels of 
empathy while developing your next go-to-market campaign. Live long 
and prosper!

Jim Ittenbach is the Senior Partner at SMARI.LLC. He can be reached at jittenbach@smari.com

Jim ittenbach

George
Klein

diSpatcheS

Top insurance producer – Jeremy 
Sims of Shepherd Insurance has 
been named as one of Insurance 
Business America (IBA) Magazine’s 
Top Producers for 2016. IBA received 
an overwhelming number of 
nominations. To be eligible for 
inclusion, nominees had to meet 
certain criteria including a book of 
business exceeding $750,000 in 2015.

Big O Tires to open here 
– Big O Tires, one of North 
America’s largest retail tire 
and automotive service 
franchisors have opened 
two new stores in Indiana – 
one in Noblesville and one 
in Carmel. Both locations 
operated as Joe’s Auto 
Service, Inc.
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18TH ANNUAL
BLACK-TIE GALA

18TH ANNUAL
BLACK-TIE GALA

May 14, 2016
Renaissance Indianapolis

North Hotel – Carmel
Cocktail hour begins at 5:30

Entertainment provided
by Charlie’s Pocket

Live and Silent Auction
 

CALL ANNETTE PRESTON
FOR MORE INFORMATION

AT 765-485-8112

WITHAM HEALTH SERVICES FOUNDATION

horizonbank.com
888-873-2640

EXCEPTIONAL SERVICE • SENSIBLE ADVICE®

At Horizon, we understand you need a 

business loan that can grow and flex along 

with your needs. With great rates and 

personalized service from people who 

put your business first, a Horizon business 

loan can help take your business further.

Talk to your local 
Business Advisor today!

Loan Decisions Next  
Business Day - Guaranteed*

IMAGINE
a business loan

Member FDIC *Applies to Loan Requests of $250,000 or less. See an Advisor for details.

that grows with you.

Three simple behaviors 
to boost your biz

Jack
Klemeyer

Yes, there really are three simple behaviors 
you can begin to employ today to boost your 
business. The best part is that 
they do not cost you anything and 
are immediately implementable. 

Here they are:
1. Include your team in your 

business 
2. Hold your team account-

able
3. Give feedback to your team
Now you have to admit they 

are simple. But you have proba-
bly already recognized that they 
are not that easy. Many times the 
boss enjoys holding the team ac-
countable but without the other two behav-
iors, the accountability does little good. 

Part of holding your team accountable for 
results is also providing a clear expectation 
of what you’re after, the resources and room 
to achieve the goals. Trying to make a silk 
purse out of a sow’s ear does not work for you 
and it won’t work for them either. And mi-
cro-managing their every move stymies their 
own creativity and diminishes trust. Besides, 
you hired them for a reason – let them show 
you what they can do. It might just exceed 
your expectations with achievement you nev-
er even considered. That’s the power of mul-
tiple heads working together and holding ev-
eryone accountable for their part.

Let me give you a couple more helpful tips on 
how to employ these three. First, the reason why 
you should and what happens when you do.

Including your team in your business 
gives them a better idea how their behavior 

impacts the whole. By including 
them in your business they be-
come engaged. Including them 
translates into them feeling their 
position is more than just a job 
and a desk. Inform them how the 
business works, show them the 
things that matter, more specifi-
cally what causes profit and what 
detracts from the bottom line. 

Giving them feedback makes 
a huge assumption that you have 
informed them of what you ex-
pect. By first giving clear and spe-

cific expectations followed up with specific 
and relevant feedback you will be reward-
ed by performance. Giving the right kind of 
feedback to your team will develop your em-
ployees.

1. Include your team in your business for 
dynamic engagement.

1. Hold your team accountable to get 
buy-in.

1. Give your team feedback to develop 
them.

Go ahead and employ these three. You’ll 
be glad you did!

Jack Klemeyer brings more than 30 years’ experi-
ence to his coaching clients and mastermind groups 
through Grow Your Business Coaching. He is best 
known for innovative thinking and creative solutions 
that make a real difference in business growth. Con-
tact Jack at 755-6963 or at Jack@GYBCoaching.com.

diSpatcheS

Rural development grants – The USDA 
is offering $5.8 million in grants to help 
start, expand or improve cooperative 
businesses in rural areas. The Rural 
Cooperative Development Grant Program 
provides funding to non-profit cooperative 
development centers and institutions of 
higher learning. Grants may be awarded 
for up to $200,000 and matching funds are 
required equal to 25 percent of the total 
project cost. For more information, visit 
www.rd.usda.gov.

Business expansion – Matchbook Creative, 
a strategic branding and advertising 
firm, will expand its Indianapolis-based 
headquarters, more than doubling its office 
space. The firm also plans to add 20 new 

jobs by 2019. The company is currently 
hiring account management, designers, 
public relations and web positions as well as 
summer interns. Interested applicants can 
apply online at MatchbookCreative.com.

New board officers – The Hamilton Co. 
Economic Development Corporation is 
pleased to announce the election of four 
new officers to lead the board of directors. 
The new Chairman is Tom Dickey, Managing 
Director–Real Estate at Hageman Group. 
Sue Finkam, a Carmel City Councilor, will 
serve as vice chairman. Corby Thompson, 
President at Boomerang Development, LLC, 
will serve as treasurer. And Mark LaBarr, 
District Manager at Duke Energy, will serve 
as secretary.
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By Mark Ambrogi
In the wake of heating and air conditioning company Carrier’s 

announcement of the impending move of Indianapolis manufac-
turing jobs to Mexico, Carmel-based Williams Comfort 
Air decided to do its part.

Jacob Huck, president of Williams Comfort Air, 
reached out to Central Indiana Heating Ventilation Air 
Conditioning and plumbing dealing about joining togeth-
er and pledging job opportunities to displaced employees.

A total of 1,400 employees are expected to lose their 
jobs with their three-year transition to a Mexico plant, 
starting in 2017.

“We were concerned about the 1,400 families being affected 
by this and we felt that was being lost in all the media coverage,” 
Williams Comfort Air marketing manager Suzi Nichols said. “We 
thought we give some direction to the Carrier employees about 
what type of position will available to them when their jobs begin 
to phase out. We know in our industry we are always looking for 
skilled, qualified trained people.” 

Williams Comfort Air is calling the effort The Next Chapter.
“What we are doing is helping provide opportunities as these 

people plan the next chapter of their careers and lives,” Huck said. 
“I know that if I were in their shoes, it would be helpful to know 

that there are companies in the area that are willing to employee 
me if I get the required training.”

Huck is hoping other companies will support The Next Chap-
ter mission.

“We hope that other businesses will answer our chal-
lenge to ask two questions: Does my industry or profes-
sion have a difficult time finding qualified team mem-
bers? Will my company’s growth plan provide possible 
job opportunities for these families?” Huck said. “If the 
answer to either of these is yes, then there is opportunity 
for those who want to be trained in those areas, and we 
need to communicate that.”

Williams Comfort Air’s initial outreach with a letter to other 
companies was underwhelming.

“I am disappointed that there were only a few responses to our 
first letter to the other HVAC and plumbing dealers in our area,” 
Huck said. “We plan to reach out again, and we hope that more 
will contact us. We also hope that the word about The Next Chap-
ter spreads, and we have other businesses and industries become 
involved.”

For more information, contact  TheNextChapter@William-
sComfortAir.com. 

By Mark Ambrogi
Stephen Davidson is a firm believer in doing 

his share to give back to the community.
Davidson is owner of Renewal by Andersen 

in Carmel, which is an affiliate of the national 
business based in Minnesota. Davidson has the 
territory rights to Indiana, Michigan and west-
ern Ohio.

The Carmel resident said his business had do-
nated windows to different causes and different 
homes in the past. This year they stepped it up 
with a large donation to Habitat for Humanity.

 “We’ve donated a window here and there but 
nothing like this,” Davidson said. “At the end of 
the year we ordered some extra products and 
donated to Habitat for Humanity. Had we sold 
the products, it would over $50,000 worth of 
windows and doors. In the past, if we had some-
thing that was ordered in error, we would donate 
one or two here or there. In this instance, we 
made one large group for them.”

The recent donation of windows and doors 
went to Habitat ReStore. The windows will not 
be in Habitat homes but are used to support 
Habitat’s mission through the ReStore. Dona-
tions of quality household items to the ReStore 
from corporations and individual help build 
multiple homes in Greater Indianapolis each 
year.

“By donating a truck full of windows to the 
Habitat ReStore, Renewal by Andersen of Indi-
ana supports our mission of partnering with lo-
cal families in need of affordable housing and 
provides our ReStore with quality materials 
available to the community,” said Jim Morris, 
president and CEO of Greater Indianapolis Hab-
itat for Humanity. “Because all proceeds from 
the ReStore benefit Habitat’s mission, corporate 
donations like the generous gift from Renewal 
by Andersen of Indiana make a significant im-
pact on our ability to serve more future home-
owners.”

Williams Comfort Air hopes Next Chapter will aid displaced workers

Carmel business 
supports Habitat for 
Humanity’s ReStore

Huck

Be prepared to fail 

Jon Quick

The statistics are all over the map. Suffice it to say those that it 
is true that the majority of small businesses crash within the first 
18 months. 

Let me boil it down to the major reasons I have seen start-ups 
fail. 

They shouldn’t have started a business in the first 
place. It’s one thing to have a great idea. It’s anoth-
er thing to not have the ability to execute it proper-
ly. Many times they don’t even have a great idea; one 
that differentiates the new venture from all of the other 
competitors in their category. Pick up a reference like 
Alex Osterwalder’s “Value Proposition Canvas.” Find 
out the art of putting together a business model and 
how to determine if people really think your business 
idea is as good as you think they are. 

They start the business and hide. So often they think 
they know all the answers and they don’t take time to 
listen to their customers. Great business people talk to 
their customers all the time. 

They can’t afford to lose money. If they earn money right away, 
they’re lucky and just maybe they did it right. Often it takes sev-
eral years to make profit. Have the capital to sustain yourself. It’s 
sometimes tough, but it’s reality. 

Lack of great customer service. It’ll kill ya every time. 
“But I cannot afford marketing.” Costs too much. I tell clients all 

the time “great marketing should make you money, not cost your 
money.” These people are ill-advised. Sure, traditional TV, large 
scale print and billboards can be horrendously expensive. Instead, 
determine your target customer area and find less expensive ways 
to advertise within that region. Then do more and more as your 
profits gain. Re-invest a good percentage of it and keep building. 

The Current family of newspapers, of which this publication 
is a part of, is an excellent way to target customer in many of our 

northern suburbs, and it is much more affordable. But be con-
sistent in your advertising and, most of all, have a message that 
stands out. “Outsmart. Not Outspend” is another favorite of mine. 
That means have a GREAT ad that stands out amongst all the rest. 

Truth is, some of the best marketing these days 
costs zero. Nothing. Nada. You do have to invest in 
a great web site. Doesn’t have to be a really expensive 
one. Just be sure it looks great. Like an ad, not a lot 
of never-ending copy; just big words, thoughts, ideas, 
colorful graphics. 

Then conquer social media. Learn it. Take the time 
to use it consistently. Get it down before you start get-
ting busy with the business. Imagine as a business 
owner if someone told you even a dozen years ago that 
the day is coming soon when you will be able to adver-
tise your business for free, every day, world-wide. That 
day is here with social media. Then there is grass-roots 
media. Get out there at festivities and events to show 

your stuff. Give people free coupons to try you out. Get some 
friends together and brainstorm ideas. Get out of your cave. You 
might have to work 80 hours a week at the start. 

If your core competency is baking blue-ribbon winning pies 
and you open a pie shop, concentrate on that. Be prepared to out-
source some of the other stuff that you need. Like marketing help. 
There’s even a lawyer in Carmel known worldwide that special-
izes in small businesses and franchises. Let him worry about the 
legalities. Don’t try to be a lawyer. Then, again, he doesn’t know 
how to bake pies. 

Jon Quick is President of the Carmel-based marketing and public relations firm, Q 
Public Relations & Marketing. You can reach him at Jon@QPRmarketing.com. He is 
a former 25+ year manager at both CBS and Emmis Communications.

Kyle Morrison of Renewal by Anderson in Carmel unloads 
a delivery for a ReStore project. (Submitted photo)
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By Mark Ambrogi
David Klain is a custom homebuilder and 

developer by trade. So before he opened his 
first restaurant, he made sure to do 
his research. 

Klain, who lives in Carmel’s Vil-
lage of West Clay and owns DB 
Klain Construction, surveyed his 
neighbors before opening Zing 
Cafe, 12710 Meeting House Rd., in 
August.

“We bought this building, and we 
were committed to putting in a service-re-
lated business, not just another office space, 
but something that would serve the commu-
nity,” said Klain, a 1990 Carmel High School 
graduate. “We also did it to prove that done 
properly things can succeed out here (in 
West Clay). We’re proving that.”

Klain said the restaurant has surpassed 
projections at the start. The restaurant, which 
serves lunch and dinner, is open from 7 a.m. 
to 4:30 p.m. Monday through Friday and 8 
a.m. to 2 p.m. Saturday and Sunday.

“Seventy-six percent (of the survey re-
sponders) said that a sandwich and coffee 
shop was the next place they want,” Klain 
said.

When Klain didn’t find a restaurant to 
come in with the right vision, he decided to 
do it himself.

“We created a broad menu base 
that was priced appropriately,” Klain 
said. “You might go to other break-
fast and lunch places where it’s a $12 
omelette. We wanted to be a place 
where people can come multiple 
days a week with their families and 
their kids and not feel like they are 
breaking the bank every time they go 

out to eat.”
Klain said they have brought in an unbe-

lievable management staff to help. Among 
the part-time employees are his sons, Brady, 
a CHS senior, and Mason, a freshman.

There is seating for 28, online ordering for 
to-go items and outside seating for approxi-
mately 26.

“It’s an active community,” Klain said. “Ev-
eryone is out walking their dogs. We’ve got 
a bunch of regular groups, like a knitting 
group, that come in each week.”

Klain said he knew businesses can be suc-
cessful in West Clay because his wife, Sherri, 
has owned Basket Pizzazz, a gift basket/can-
dy store in West Clay, for six years.

News

Zing Cafe offers broad options

1051 3rd Ave SW | Carmel, IN 46032
P 317.844.6629 | F 317.844.6636
www.us605.alphagraphics.com
us605@alphagraphics.com

visit us on the web

Get on the right track with custom 
vehicle graphics from AG Signs.

You want your brand to leave a lasting impression.  
Your brand has value, and vehicle graphics & signage 
are a great way to gain a lot of exposure without 
having to race through your budget!  

Give us a call or stop by to learn how we 
can help you increase your reach!

with vehicle graphics and signage

SPEED

You Don’t Want A Geek.
Hire An Actual IT Professional.

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

Computer Troubleshooters is the leading IT solutions provider for small 
business because we combine state of the art technology monitoring 
and problem prevention with knowledgeable IT professionals that 
provide the tools you need to �ourish in a fast paced market.

317-867-0900
www.CTcarmel.com

Ranked #1 Technology Solutions
Franchise by Franchise

Business Review

We provide:
• Data backup and recovery
• 24/7 hardware and software monitoring and maintenance
• Protection against Spyware, Viruses, and Spam
• Technology for business planning
• Business Phone systems and maintenance
• PC & Mac Hardware & Software repair, upgrades, and sales

316 S Rangeline Rd, Suite C, Carmel, IN 46032
317-867-0900 • www.ctcarmel.com

Monday - Friday 9AM-6PM

Fast Response Time 

Data Backups & Recovery Plan 

Ability to Plan Scalable IT Solutions 

That Boost Your Advantages In the 

Marketplace 

Computer Troubleshooters doesn’t 

just offer outstanding services with 

mission-critical technologies. We’re 

a valuable partner in planning the 

future of your business.

If You Have Any Doubt About Your Current IT Partner’s Ability to Deliver On 
These Critical Factors, It’s Time To Call Computer Troubleshooters

!

!

!

World’s largest IT network for small business – 
over 1,200 professional computer technicians

www.CTcarmel.com
!"#$%&#$'(''

Offer Expires 

Business Review
Franchise by Franchise 

Ranked #1 Technology Solutions 

100 OFF$

customers only. 
party fees. Limit one per business, new business 
labor charges only, does not include parts or 3rd 
Troubleshooters, just for trying us out!  Applies to 
Take $100 off your first service call with Computer 

!"#$"%&!"#$!%&#%

Free I/T Audit for your Business
Contact us now for no cost 
evaluation of your I/T systems. We 
will provide you with an 
assessment and recommendations 
to improve your I/T infrastructure.
Up to 1 hour.

SCAN FOR
SPECIAL OFFER!

Carmel group to re-examine sign ordinance rules
By Mark Ambrogi

A United States Supreme Court decision 
has Carmel and other communities re-eval-
uating their sign ordinances.

In June 2015, the Supreme Court 
struck down a town sign ordinance by 
Gilbert, Ariz., after a challenge by a 
small church. The ordinance restrict-
ed the sign to six square feet and said 
it could only be displayed for up to 
12 hours before services were held. 
However, political  signs  were per-
mitted anytime before the election and could 
measure up to 32 square feet.

At the request of the City of Carmel ap-
proximately five years ago, Mo Merhoff said 
the Carmel Chamber of Commerce put to-
gether a sign  ordinance  team that worked 
with the department of community servic-
es on a project to redo the Carmel sign ordi-
nance totally.

“We got some things we wanted and we 
lost on some things we wanted and I think 
the city would say the same,” Merhoff said. 

Merhoff is now president of OneZone, 
after the Carmel and Fishers Chambers of 
Commerce merged last year.

Merhoff said she got a call about a month 
ago from Mike Hollibaugh from Carmel’s 

Department of Community Services asking 
if they would be interested in reconvening 
the group after the Supreme Court decision.

Three of the four members, in-
cluding Merhoff, of the  signcom-
mittee will return. One member of 
the original group no longer owns a 
business in Carmel. 

The returning members are David 
Fineberg, of The Fineberg Group, and 
Barbara Eden, from Barbara Eden 
Freelance Design. The new mem-

ber is Michael Kile, owner of AlphaGraph-
ics, who has knowledge of the sign business. 

“We are waiting for an initial meeting with 
the city to decide where we go from here,” 
Merhoff said. There looks like there will need 
to be some areas we need to review. It goes 
without saying that communities through-
out the country are doing this, it’s certainly 
not specific to Carmel or to Indiana. It’s ev-
erybody that is saying ‘OK, what do we need 
to do.’”

Merhoff said the Supreme Court decision 
was a surprise to many. The U.S. Conference 
of Mayors, the National League of Cities and 
the International Municipal Lawyers were 
among the groups supporting Gilbert.

Merhoff

Klain
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By Mark Ambrogi
Van Andrews knows the statistic well, there are 10,000 

Baby Boomers turning 65 every day through 2020.
At 64, Andrews will be one of them in July. So he decid-

ed to switch gears from his career in the 
high tech industry to health care.

So the Carmel resident decided to 
buy an existing Right at Home franchise 
and has owned it for the past two-plus 
months. Andrews said it is in growing 
mode right now and plans to add em-
ployees,

“I got in this for a couple reasons, 
one my mother died of cancer,” said An-

drews, whose business is 450 E. 96th St., Suite 500. “We 
used hospice and they were wonderful. The demographics 
are good for what is going to happen in the future. We’re 
all living longer and we’re getting older quicker because 
of the Boomers.”

Andrews said he chose Right at Home because it has 
been in business for 20 years. There are more than 500 
franchises in seven countries.

“So I have a ton of experience behind me in a large 
company,” Andrews said. 

Andrews owns the rights to north side of Indianapo-
lis, along with Hamilton Co. and Boone Co. among other 
areas. The other rights are owned by John Kindred, who 
owns the southern part of Indianapolis.

“John and I work closely to make sure that the Right at 
Home brand is being built in this area,” Andrews said. 
“We provide companion and homemaking, and safety su-
pervision and transportation. A lot of people don’t offer 
transportation and we do. All of our caregivers are vetted 
very carefully. Besides a drug test, the state requires to do 
a background check. I go a step further and do it through-
out the U.S. They have to take a competency test.”

Right at Home caregivers also do light housekeeping, 
laundry, physical assistance such as dressing, hygiene and 
medication management. The business serves many cli-
ents with Alzheimer’s and dementia. 

Andrews said he is doing everything he can to get en-
trenched in the community and give back.

Andrews had previously been in the high tech industry 
his entire career, running divisions for Toshiba and Gate-
way. He was CEO for U.S. Robotics in Chicago. Andrews, 
who grew up in South Bend and attended Indiana State, 
and his wife spent the previous 20 years living in Newport 
Beach, Calif., before moving to Carmel.

“About a year-and-a-half ago, we decided to come back 
and we couldn’t be happier,” Andrews said. “People say are 
you nuts moving back to this weather. I always missed the 
seasons when I was out there. Quite frankly, I missed the 
people. The people here are grounded and smart. They’re 
hard-working and they do what they say they’ll do.”

Carmel resident 
is new owner 

of Right at Home

Andrews

By Anna Skinner 
When Mark Spencer moved his Legacy Window and Door 

business to Carmel from Westfield, he continuously watched 
cars drive by his new business on Range Line Road without 
slowing or stopping. Whenever Spencer drove past a prop-
erty in Carmel on Smokey Row Road, he saw a man working 
to paint the fence out front. Each day, a piece of the fence 
was completed. 

“What I found reassuring about it was a little more of 
that fence was done each day,” he said. “In our crazy, rushed 
world, the painter never seemed to be rushed. When I got 
back, I thought how could I illustrate that?”

So spurred the idea of Andi and Ollie who arrived in Au-
gust, young sibling mannequins that worked on different 
projects in front of the Legacy Window and Door property, 
XXXX. Spencer changes their positions and activities each 
day. 

“We really expect Andi and Ollie to boost our Facebook 
account,” Spencer said. “It’s boosted the business, we have 

people that have said they had no idea there was a window 
and door company on Range Line. It’s a non-crass, non-com-
mercial way to communicate with all the neighbors and also 
fit in with the arts and design.” 

Spencer sets the Little People, as the city has learned to 
call them, up every morning. Some days they are doing ac-
tivities such as gardening and holding lightbulbs and other 
days they are set up to play sports. Spencer said their favor-
ite sport was croquet.

“People seem to really like it when they’re doing some-
thing simple. It’s fun and it makes you smile,” Spencer said. 
“It just gets us closer to the community. I joke that these are 
our best employees, they’ve never complained.” 

Spencer purchases old antique toys to use as props for 
Andi and Ollie. The sibling mannequins will also be in the 
Carmel Fourth of July parade. 

“It turned out to be a good marketing strategy for our 
company,” Spencer said. 

Window company gets  
creative with advertising 

(Above) Andi and Ollie work outside. (Left) Andi and Ollie hold hands as they paint a 
memorial for the Paris bombings. (Submitted photos) 

Customer service award – David 
Sidery, an American Family Insurance 
agent in Westfield has been 
recognized for providing outstanding 
customer service under the American 
Star Excellence in Customer Experience 
Certification program.

CICF leaders elected – Central Indiana 
Community Foundation announced 
new 2016 leadership at the March 

board meeting. Cindy Simon Skjodt 
succeeds Charlie Sutphin as board 
chair and will lead the board alongside 
three new officers: Greg Hahn, vice 
-chair; Kathy Davis, treasurer; Aasif 
Bade, secretary.

Real estate investors meeting – 
Central Indiana Real Estate Investment 
Association is the largest non-profit 
real estate investors group in Central 

Indiana. Through its monthly Main 
Meetings it provides education and 
networking for real estate investors. The 
next Main Meeting will be held on April 
7 at Broadmoor Country Club, 2155 
Kessler Blvd. W. Doors open at 5:30 and 
the meeting begins at 6:45. Cost is $20 
for nonmembers. Members are free. 
Pre-register at www.cireia.org. Go to the 
Calendar of Events, click on the link for 
the meeting and sign up to attend.

BuSineSS diSpatcheS
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CuroGens keeps growing
By Mark Ambrogi

CuroGens started in Jesper Kehlet’s kitch-
en in his Carmel home in 2012.

The company, which proved software need 
for solid inventory management and 
customer service solutions in the mo-
tor vehicle industry, was co-founded 
in 2012 by Kehlet (chief executive of-
ficer) and Sumanth Dama (chief tech-
nology officer). CuroGens grew to 11 
full-time employees in 2013 and an 
office was needed in Clay Terrace 
South by late that year. With 23 
employees, the company expanded that space 
in October 2014. The company works with 
Microsoft technology and has built its own 
solutions using Microsoft software, said Lisa 
Brown, CuroGens  media/communications 
director and Carmel resident.

Brown said the company recently an-
nounced it has opened offices in Spain and 
Canada.

“The growth is attributed a few differ-
ent things,” Kehlet said. “One is we have a 
very dedicated team. It sort of lies within 
our name because CuroGens means to help 
people (in Latin). Our people are committed 
to delivering an extremely high quality to our 
customers, which unfortunately we haven’t 
always seen with other companies.”

Kehlet said all the offices across Canada, 

Europe, India and U.S. operate as one unit.
“That gives us a quite unique ability to sup-

port our customers on all sorts of odd hours,” 
he said.

Kehlet said  CuroGens  can hand 
off support between offices so they 
can support customers continuously 
in all time zones.

CuroGens  is already on track to 
double its revenue from 2015 to 
2016, Kehlet said.

In Indiana, Brown said  Curo-
Gens  is working with some of the 

largest manufacturers in the RV business to 
implement mv360, an integrated customer 
service solution for companies that 
manufacture configured-to-order products 
managed by a Vehicle Identification Number 
(VIN) or Hull Identification Number (HIN).

Kehlet said one problem from the growth 
is CuroGens is outgrowing its Clay Terrace 
office space.

“We’re in competition with Mainstreet (in-
vestments) on who can lease the rest of the 
office space up there,” Kehlet said.

Kehlet said he might have to begin looking 
for offices elsewhere in Carmel.

“I want the Carmel office to grow to 40 
people by the end of this year but we can not 
hold them all in the offices up there,” Kehlet 
said.

3925 River Crossing Pkwy, Suite 300   |   Indianapolis, IN 46240   |   317.472.2200   |   info@somersetcpas.com

BUILDING  RELATIONSHIPS,
DELIVERING  RESULTS.

somersetcpas.com

Kehlet

KindRed openS in caRMel

Last month, the owners of the new shop Kindred, the boheme collection in Carmel hosted a grand opening 
at the 301 S. Range Line Rd. location in Carmel. For more, visit kindredbohemecollective.com. Employee 
Jenni-Rae Ventling, owner Christie Wright, Mayor Jim Brainard, and co-owner Caleb Wright at the new store 
Kindred. (Submitted photo by Brandon Ventling)
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By Mark Ambrogi
Alex Alexander has always had an inter-

est in fitness.
“Health, wellness and nutrition 

is my passion,” Alexander said. “So 
another business partner (in anoth-
er venture) thought he found some-
thing that was a perfect fit because I 
was a fitness dude.” 

Alexander, a Zionsville resident, 
agreed and has become a Workout 
Anytime franchise owner.

Workout Anytime, 5633 Pebble Village 
Lane, Noblesville, opened last month. Alex-
ander said the business is on the border of 
Noblesville, Westfield and Carmel and ex-
pects to serve all three communities.

Alexander currently an aircraft mechanic 
for a company at the Indianapolis Interna-
tional Airport.

Randy Trotter, vice president of develop-
ment, said the no-frills gym concept started 
in Atlanta in 1999.

“They decided to do a 24-hour club and 
the idea was to take the amenities out like 
juice bars and nurseries and other things 
they didn’t make any money on,” said Trot-
ter, who owns a franchise in South Caroli-
na. “It was such a hit. Then they decide to 

franchise in ’07. That’s when I came on and 
we started selling off company-owned clubs 

and developing the Atlanta market.”
Trotter said most franchise own-

ers open Workout Anytime as a side 
business. 

“It’s a way to diversify and have 
another income string as they’re 
getting ready for retirement,” Trot-
ter said.

The memberships are month-to-
month at $15 per month in Noblesville. The 
cost for a premium membership is $25 per 
month and includes unlimited tanning, Hy-
droMassage, guest privileges and personal 
trainer consulting.

The gym is open 24/7 with access 
keys. The staffed hours are listed on the 
site,  workoutanytime.com/locations/no-
blesville. There also is a Facebook page un-
der Workout Anytime Noblesville.

Alexander said the enrollment fee is be-
ing lowered from $118 to $1 until the end 
of the moth.

Alexander said he might add a second lo-
cation in the Indianapolis area in the future. 
Trotter said 63 of their owners have mul-
tiple Workout Anytime gyms. This is the 
third Workout Anytime in Indiana.

By Mark Ambrogi
Billie Lou Merriweather hadn’t origi-

nally planned to open up a second salon, 
but she said the oppor-
tunity was too good to 
pass up. 

M e r r i w e a t h -
er opened her second 
Eclectic Beauty Salon 
in Clay Terrace last 
month.

“We went in and 
took over a spot that was previously a 
salon,” Merriweather said. “We got it on 
Thursday and I was working behind my 
chair the following Tuesday. We kicked 
butt getting it done.”

Merriweather and her husband, John, 
and a handyman completely redecorat-
ed and painted. The Carmel resident 
opened Eclectic Beauty Salon approxi-
mately a year-and-a-half ago at 258 W. 
Main St., Carmel. Merriweather, 36, has 
done hair for 18 years now

“I just think there is a way a salon 
should be set up and how they should 
be look and feel,” said Merriweather, a 
Carmel High School graduate. “It was 
a lot of fun taking an existing salon and 
making it better.”

Merrriweater said she should have 
seven stylists at the Clay Terrace salon 
soon. She will work behind her chair 
doing hair at Clay Terrace, but will work 
oversee both salons.

“It’s similar in size, there is one more 
chair available at Clay Terrace,” Merri-
weather said. “We were full at the down-
town location so once we got the oppor-
tunity, it just made sense to do it.”

There are five stylists at the down-
town Carmel salon.

“It’s nice having two salons in Carm-
el because we do a lot of sponsorships 
through Carmel High School sports and 
Carmel Dads’ Club,” Merriweather said.

The salons offer hair cutting, color-
ing, extensions, eyebrow arching, make-
up, facial waxing and bridal services.

“My husband helps me out with the 
business side and the marketing and the 
website,” Merriweather said. “It allows 
me to be a stylist.”

For more, visit  eclecticbeautysalon.
com.

News

Carmel events 
venue gets new 

name, look 

Eclectic 
Beauty opens 
second salon 

Black  Iris  owners Vince and Kelly Early. (Submitted 
photo)

By Mark Ambrogi
Oak Hill Mansion has been transformed 

into Black Irish Estate.
The Carmel events venue not only has a 

new name but a new look. Black Iris Estate, 
5801 E. 116th St., was purchased by Thomas 
Caterers of Distinction early this year. Thom-
as Caterers is owned by Kelly Early. The busi-
ness was started by Kelly’s mother Susann 
and her stepfather Tim Thomas in 1983 af-
ter the couple’s upscale Indianapolis restau-
rant was destroyed by fire. So rather than re-
build the restaurant, they started a catering 
business.

Kelly’s husband Vince Early is the director 
of sales for Thomas Caterers.

Vince said the renovations, which started 
in January, for the venue are extensive.

“Everything you can touch is being re-
placed,” Vince said. “The entire building and 
its surroundings are getting a facelift.” 

The event space will be used to host pri-
vate events only, Vince said.

“Black Iris Estate will host everything from 
wedding ceremonies and receptions to cor-
porate and social events,” said Vince who 
lives in Indianapolis with his wife. “We in-
corporated the word Estate because we want-
ed the name to be synonymous with a grand 
venue that will have multiple event spaces for 
rental in the future.”

Thomas Caterers also owns two Indianap-
olis venues, D’Amore Events, 111 Monument 
Circle, and CANAL 337, 337 W. 11th St. The 
venue managers report to Vince. Thomas Ca-
tering also has the exclusive catering rights to 
Scottish Rite Cathedral in Indianapolis and 
co-exclusive rights to Indianapolis Central 
Library.

For more, visit blackirisestate.com or call 
317-843-9870.

Merriweather

Alexander

Workout Anytime now open

Old Towne B&B switches owners 

Joe and Kelly Quinn. (Submitted photo)

By Anna Skinner
Since she worked at the Old Towne Bed 

and Breakfast, 521 First Avenue NW, years 
ago, Kelly Quinn knew she wanted to own 
the yellow house and operate it as her own. 

Now, her dream comes true with her hus-
band, Joe, alongside her. 

The couple recently closed their Westfield 
business, Union Baking Co., to move to the 
bed and breakfast and as the previous own-
ers retired. 

“I loved the house, I loved the owners,” 
Kelly said. “I think it’s important to keep 
their legacy here.” 

The three bedrooms for guests – each 
with separate bathrooms – are named after 
the previous owners’ daughters. The Quinns 
plan on keeping those names on each of the 
doors. 

“We won’t be changing much,” Kelly said. 
The bed and breakfast has been closed as 

the Quinns move in, but reopened on April 1.
“Over the past year or so, this place has 

seen a big influx of aunts and uncles or 
grandparents of the people who travel with 
the teams (to Grand Park in Westfield) but 
don’t want to stay with the team at the ho-
tel,” Joe said. 

The couple is working on converting a 
separate building into a commercial kitch-
en to support the bed and breakfast and 
their catering business, JET Inflight Cater-
ing. Later, they plan on expanding on top of 
the new kitchen for additional living space. 

Kelly will still bake custom cakes and 
bakery orders for those who miss the Union 
Baking Co. Orders should still be sent to 
unionbakingco.com. The couple is a big sup-
porter of local produce and growing their 
own herbs and vegetable. 

It costs $168 per night to stay in the bed 
and breakfast. For more, visit carmelbandb.
com. 
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Ramen restaurant 
opens in Carmel

From left, Cindy Yeap, director of operations, and Samantha Yeap, 
owner. (Photo by Mark Ambrogi)

By Mark Ambrogi
Dr. Samantha Yeap and her husband are both food lovers.
“We travel all around the world just to eat,” said Yeap, 

whose husband is also a doctor. “We have really developed a 
passion for ramen. When I went to New York or Chicago, I 
had to eat ramen. I should have ramen here in Indianapolis.”

Ramen is a Japanese noodle soup dish.
So owner Yeap, an anesthesiologist, has recently opened 

Kizuki Ramen & Izakaya at 2450 E. 146th St., Carmel, in the 
Cool Creek Commons center. Kizuki is a chain that started 
originated in Japan and then started in Seattle in the U.S. 
The only other Kizuki outside the Pacific Northwest is in 
Chicago.

“I went to Seattle and decided on this because I really 
like the taste and the way the menu is presented,” Yeap said. 

Yeap researched other ramen franchise opportunities 
and determined Kizuki was her top choice.

Yeap, 35, and her husband are both from Malaysia. Yeap 
moved to Indianapolis in 2004 after medical school in Can-
ada to do her residency.

Yeap’s sister, Cindy Yeap, 31, has a master’s of business 
administration from University of Indianapolis and will 
serve as director of operations. Yeap and her sister both 
live in Zionsville. 

“Being a full-time doctor, the only way I can do it is I was 
able to collaborate with her,” Yeap said. “She did all the hir-
ing. Cindy went to Seattle for six weeks just following the 
manager and chef around, learning everything.”

Yeap said she chose the location because there is a lot of 
traffic around the center.

“This is by no means just an Asian business, but I defi-
nitely see Carmel has a huge Asian population who are go-
ing to very interested in eating ramen,” Yeap said. “In the 
future, we might open more (restaurants) if we do well.”

Cindy said the restaurant seats 84 and there are 25 em-
ployees.

“I have a lot of background in food,” Cindy said. “My 
bachelor’s degree is in food processing.”

Exploring new therapies

Name: Nina Goradia PT, RYT, SEP
Title: Physical Therapist, 

Registered Yoga Teacher, Somatic 
Experiencing Practitioner

Business Name: Only Imagine 
Counseling, Inc.

By Lana Bandy
What is “somatic experiencing?” Somatic experiencing 

is a naturalist, body-focused form of therapy aimed at 
relieving the symptoms of post-traumatic stress disorder 
and the chronic stress response 
that contributes to other mental 
and physical trauma-related health 
problems. This is achieved through 
facilitation of the client’s focus 
on tracking body sensations of 
stress and/or completing impulses 
and defenses that could not be 
completed during the traumatic 
experience. SE facilitates the building of resilience, 
tolerating and managing emotions and moving through life 
with more resource and ease. Most clients come weekly. 
For specific issues, usually four to six visits are sufficient. 
For long-standing or multiple issues, more sessions are 
needed to unravel old patterns and emotions.

How did you get interested in doing this sort of 
work? I’ve been practicing as an orthopedic physical 
therapist since 2002. I noticed there was always a segment 
of my client population that did not improve. Many of 
these patients had co-morbid conditions. I myself had 
been rear-ended on the highway twice in two years and 
was experiencing whiplash symptoms in my neck that 
I could not resolve with traditional physical therapy. By 
chance, I met a chiropractor at a health fair who employed 
a somatic experiencing practitioner. He told me that the 
body will tighten up in fear upon impact, causing lasting 
symptoms that are due to the fear more than the actual 
impact. This can be witnessed in how a sober person 
often sustains less injuries than an intoxicated person in 
car accidents. I saw her for a couple visits and noticed a 
substantial improvement in my symptoms as we released 
the emotional charge from the time of the accident.

What kind of education and/or background is 
needed? The somatic experiencing practitioner program 
is a three-year program given through the Somatic 
Experiencing Trauma Institute in Boulder, Colorado. It is 

available to people who are already 
health professionals. These include 
psychotherapists, social workers, 
physicians, nurses and therapists.

What are some of your success 
stories? Just this past month, I saw 
a woman in her 50s who had been 
dealing with abdominal pain daily for 
the last year and a half. She rated her 

pain at six out of 10 and had been seeing an internist and 
women’s health physical therapist who referred her to me. 
In just one session, her pain came down to a three out of 
10 and stayed down. By week three, the pain was down to 
1.5 out of 10. It’s amazing how so much of what we feel as 
pain is actually our resistance to pain or the idea of pain 
manifesting as muscle guarding or “bracing ourselves

What do you like best about your job? I have two 
favorite aspects of this work. The first is seeing how quickly 
it works. Often clients see an improvement within the first 
session. We tell the story of the issue, feel the emotions 
that come up, employ the SE techniques and then retell 
the story. The second time we talk about the issue, the 
emotional charge is almost always noticeably reduced. My 
second favorite aspect of this work is getting to teach and 
talk about the work that guides my own lifestyle. It feels 
synchronous with who I am and I am so grateful to have 
found it!

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

Nia Goradia (right) meets with a somatic experiencing client. (Photo by Lana Bandy)
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Salon01 celebrates 20 years

F.C. Tucker to move Carmel offices to Midtown

Mayor Jim Brainard, Justin Moffett, and Tucker CEO 
Jim Litten. (Photo by Adam Aasen) 

Greg and Ann Beriault, of Carmel, opened Flooring 
Coverings International on April 18. “We’ll come to 
people’s homes and consult,” Ann said. (Submitted 
photo)

Carmel couple starts flooring business

By Anna Skinner
2nd You is in its seventh year of providing 

an extra set of hands to residents of Carm-
el and the north side. Previously, the 
business mainly focused on services 
such as organization, house cleaning 
and dog walking. But with a retail 
line of the clean and healthy prod-
ucts the business uses, owner Rachel 
Tabler believed it was about time to 
find a building to settle down in. 

“We felt like the whole health 
movement is coming this way with clean 
products without harmful chemicals in 
them and that’s what our products are made 
with, everything is from the ground and not 
created,” Tabler said. “That’s our whole ap-
proach to everything and we know so many 
people in Carmel are so busy so if we can be 
a help in fueling and taking a load of their 
hands, we want to.”

The newly opened storefront, which had 
its grand opening April 29, at 411 N. Range 
Line Rd., has a room for consultations re-

garding the services it offers and a 
room full of the products they sup-
port, such as Skinny Coconut Oil. 

“From the beginning all we were 
doing was cleaning and organizing, 
but I have such a talented staff that 
the we can offer so many things to 
help people be able to take care of 
themselves better and help us to 

take care of them as well,” Tabler said. “We 
are your second set of hands.” 

Other than the grand opening, the hours 
are Monday, Tuesday, Wednesday and Fri-
day 10 a.m. to 6 p.m. and Thursday and Sat-
urday 10 a.m. to 8 p.m. 

For more, visit The 2nd You Facebook 
page. 

An inside shot of the salon years ago. (Submitted 
photos)

By Mark Ambrogi
Micki and David Stirsman started 

out their salon with six employees in a 
1,400-square foot spot on 136th and Me-
ridian St. Nine months later, the couple ex-
panded to 2,800 square feet when the spot 
next door became available.

Twenty years later, Salon01 is in a 
15,000-square-foot space with nearly 50 
employees.

Salon01 celebrated its 20th anniversary 
April 16. The Intercoiffure salon and spa 
moved into its building at 200 City Center 
Dr. in September 2007. Intercoiffure salons 
are known as one of the most influential in 
the hair dressing industry.

“We’ve grown all different kinds of ways 
with the products we sell, the services we’re 
able to offer now, with the involvement with 
the community both with the Palladium and 
(Great) American Songbook (Academy) as 
well as the charities we help to support,” 
Micki said. “It’s been an interesting journey.”

Micki has been in the hair dressing busi-
ness for 35 years. David is an attorney and 
entrepreneur, primarily in real estate.

“I always was involved in training,” Micki 
said. “The training is what encouraged me to 
keep growing and multiplying, it wasn’t the 
ownership of the business.”

Salon01 quickly outgrew its space in the 
initial location.

“We were busting at the seams over there 
and they were waiting in line to pay us,” 
Micki said. 

While looking for an office call center, 

David instead found a salon in Fishers for 
sale so they opened a second salon.

“We asked people who lived east of Key-
stone to start going to that location,” Micki 
said. “It worked great for what we needed 
it for. But I really missed the unity and ca-
maraderie (of having one salon). So that’s 
when David started searching for a spot in 
the heart of Carmel where we wanted to be.”

David said there was another reason.
“As an appointment-based business be-

ing on Meridian Street while U.S. 31 im-
provements were going to happen,” David 
said. “That was the impetus to get off of that 
street. We actually started looking in 2003 
because they kept saying 31 improvements 
were imminent but it just took them a really 
long time to do it.”

Salon01 has an apprenticeship program 
where stylists are certified in the Salon01 
program as well as the state.

2nd You settles in Carmel

Tabler

By Mark Ambrogi
Ann and Greg Beriault were looking for 

the right franchise.
The Carmel couple found the right fit 

with  Flooring  Coverings Internation-
al opened April 18.

There will be a mobile show room in a van 
with more than 3,000 samples of all kinds 
of  flooring  from hardwood, tiles and car-
peting.

“We’ll come to people’s homes and con-
sult,” Ann said. “Neither one of us have 
any flooring background. My background is 
in advertising. I was a partner at Young and 
Laramore (advertising agency). I left in 2011 
and have been doing marketing consulting. 
My husband was a federal agent for the U.S. 
Postal Service. He retired from that six years 
ago and had since been working for CNO 
Financial Group.”

Greg left that position in late March and 
now both are full time in the business.

“I’m using my marketing and advertising 
skills and Greg is also a CPA so he’s using all 
his financial skills,” Ann said. “We’re a good 
team.”

The Beriaults hired a consultant to o 
share some of the best franchise opportu-
nities. 

“Floor Coverings International appealed 
to us because it had a great track record,” 
Ann said. “They’re owned by a company 
called FirstService Brands and have oth-
er franchises such California Closets and 
CertaPro Painters. We liked their model 
and we liked their experience with in-home 
sales. We like the idea of bringing joy to 
people. Flooring is a big deal and it’s a lot of 
money, being able to change up their home 
in an easy fashion where they don’t have to 
go from store to store.”

For more, carmel.floorcoveringsinterna-
tional.com

By Adam Aasen
F.C. Tucker Company, a real estate firm 

with more than 1,500 sales associates state-
wide in 40 offices, will relocate its Carmel 
offices to a building in the soon-to-be con-
structed Midtown development.

F.C. Tucker will lease 15,000 square feet 
in the ground floor of the same building 
as Allied Solution’s new $33 million head-
quarters, expected to be complete by Octo-
ber 2017.

Approximately 150 real estate associates 
work in the current Carmel location at 1119 
Keystone Way. This relocation will allow for 
a 30 percent increase in associates.

The Allied building is at the northern 
edge of the multi-building project led by 
Old Town Development between Carmel 
Arts & Design District and the Carmel City 
Center along the Monon Trail. The current 
plans call for at least eight buildings, in-
cluding two parking garages, which would 
be funded using tax increment financing. 
In total, the Midtown project is projected 
to bring more than 700 new workers to the 
area, according to Carmel Mayor Jim Brain-
ard.

“We embrace the live-work-play concept, 
where accessibility and connectivity matter 

to residents of a community,” said Jim Litten, 
CEO of F.C. Tucker Company. “We chose 
this location over other typical office spac-
es because it offers a vibrant sense of place 
and unique connection with the heart of the 
city. This is an exciting time for our compa-
ny, and we look forward to being part of the 
energy Midtown will bring to Carmel.”

Litten said F.C. Tucker began looking 
for a large office space about a year and a 
half ago and met with Justin Moffett of Old 
Town Development. Litten said the new 
space will accommodate all of Carmel’s cur-
rent branch operations, along with a new 
mortgage center.
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Bar Louie to open new location 

A rendering of The Olivia building. (Submitted)

SarahKate Chamness’ dog is 
a Golden retriever named Bea 
Arthur and acts as the mascot 
for Silver in the City. (Submitted 
photo)

Silver in the City celebrates anniversary

Hottest Kitchen Entrepreneur 
Challenge seeks contestants

By Mark Ambrogi
Silver  in  the  City  is throwing a party 

and it wants its Main Street neighbors to 
join in the fun.

The Carmel store, 111 W. 
Main St., is celebrating its 
one-year anniversary on May 
7.  The  celebration will be 
primarily from  5 to 9 p.m. 
The  store bills itself as pur-
veyors of jewelry, housewares 
and whatnot.

Silver in the City employ-
ees are sharing their Favor-
ite Things on Main on a map. 

Businesses participating so 
far in the Favorite Things are 
Muldoon’s, The  Olive Mill, 
Canine Cloud Nine, Donatel-
lo’s Italian Restaurant, Peace 
Water Winery, Joe’s Butcher 
Shop, Carmel Arts & Design 
Center, Mudbugs Cajun Cafe, 
Auntie Em’s Frozen Custard 
and CCA Art Gallery.

“On the map, it’s going to be one thing 
we love about each place,” said SarahKate 
Chamness, from Silver  in  the City. “We’ll 
make signs that will go  in  front of their 

shops with explanation of what our favorite 
thing of each shop or restaurant,” 

Chamness’ title appropriately is the 
poobah of promo as she is in 
charge of social media, mar-
keting and website.

Silver  in  the  City’s India-
napolis store, 434 Mass. Ave. 
will celebrate its 16th anni-
versary in June. Kristin Kohn 
owns both stores and her ac-
tual title is head honcho.

Chamness said  the  store 
will share samples 
from  The  Best Chocolate 
in Town, which is located on 
880 Mass. Ave. in Indianapo-
lis.

Evan Knox, a jewelry artist 
from Brown County, will be a 
special guest.

“We’ve carried her jewelry 
close to 10 years,” Chamness 
said. “She does sterling  sil-

ver jewelry with semi-precious stones. Evan 
will bring some of her jewelry so it will be 
like a trunk show and she’ll be there to meet 
and greet people. 

By Adam Aasen
Bar Louie, a national restaurant chain 

with more than 100 locations nationwide, 
will be the anchor corner tenant for the 
soon-to-open Olivia on Main, a Keystone 
property located just west of the Carmel 
Arts & Design District along Old Meridian.

The restaurant, which was founded in 
downtown Chicago in 1990, previously had 
a location at Clay Terrace in Carmel, but 
that location has closed.

Expecting a fall 2016 opening, the 
6,000-square-foot space will be open for 
lunch and dinner and will stay open until 2 
a.m. on weeknights and 3 a.m. on Fridays 
and Saturdays. Brunch will be served on Sat-
urdays and Sundays from 11 a.m. to 3 p.m.

“Bar Louie is a growing upscale nation-
al restaurant with a local operator/franchi-
see and will bring a new choice for growing 
midtown Carmel with all the developments,” 
said Tiffany Oliver, manager of real estate 
for Keystone Realty Group.

The Carmel location will have an occu-
pancy of approximately more than 300 in-
side with another 100 on the outdoor patio.

Indiana locations include Evansville, 
Greenwood, Mishawaka and Merrillville.

 The restaurant will feature 40 beers on 

tap,  20 wines by the glass and 34 signature 
martinis. Menu items include flatbreads, 
beef brisket sliders, lettuce wraps, spicy voo-
doo chicken, street tacos and more.

The Olivia on Main, named after one of 
president/CEO Ersal Ozdemir’s daughters, 
is located on the southeast corner of Main 
and Old Meridian streets with a square foot-
age of 256,000. The five-story building fea-
tures 17,000 square feet of retail on the first 
floor with 204 luxury units, mostly one or 
two bedroom apartments. The Olivia on 
Main is located down the street from Sophia 
Square, another property named for one of 
Ozdemir’s daughters.

“The tenant mix will be similar to Sophia 
Square,” Oliver said.

New business features Zorbing balls

A set of Zorbing balls for water play. The new 
Carmel business Do it Xtreme Parties rents the balls 
out for events. (Submitted photo)

By Mark Ambrogi
Pam Balentine hopes to get the balls really 

rolling with Do it Xtreme Parties.
The Carmel resident’s business features 

various types of Zorb balls available for par-
ty rental.

Hamster Zorbing balls are designed to be 
used on hills, snow and grass, Water Zorb-
ing balls for lakes and pools and Body Zorb-
ing balls for ground or gym. Balentine calls 
her Zorbing balls Zorbz.

“Our Hamster and Body Zorbz can glow, 
so at night time we can do parties,” said Bal-
entine, who launched the business April 1.

The balls are available for rent for a vari-
ety of events, such as birthday parties, car-
nivals, youth groups, corporate events, pic-
nics, among others.

“The body Zorbing is the one you see the 
most of around (the Indianapolis area),” Bal-
entine said. 

Balentine’s business books the parties and 
helps with set-up and supervision. 

“There is going to be one to two (staff) 
people that accommodate a party,” she said. 

A person can stay in a Zorb for 30 min-
utes or more, and not run out of air, accord-
ing to the Do it Xtreme Parties website. 
There are age, weight and height restrictions 

for the various Zorb balls. There are adult 
and youth Zorb balls along with giant balls.

In addition, there are also bowling pins, 
bowling alley and a giant soccer ball avail-
able for the parties. T-shirts and party favors 
can be part of the package.

Balentine said her business plans to serve 
the entire Indianapolis area.

“From my research, I don’t see anything in 
the country like us and I plan to franchise it,” 
said Balentine, who has other businesses. “I 
can’t franchise it until I’ve been up and run-
ning for at least a year.”

Balentine’s two sons, ages 13 and 20, are 
helping Balentine with the business.

For more, visit doitxtremeparties.com.

Last year’s Early Stage category grand prize winner 
was B. Happy Peanut Butter - owned by the Weed 
Family of Zionsville. Pictured here is dad Jon Weed, 
mom Kathy along with their kids Jackson and 
Sawyer. (Submitted photo)

By Mark Ambrogi
If you have a creative food or beverage 

business concept, the Ivy Tech Community 
College and Reliable Water Services has just 
the contest for you.

The fifth Hottest Kitchen Entrepreneur 
Challenge is a regional contest to find In-
diana’s next great food or beverage entre-
preneur. 

It features a start-up category for those 
with new business idea, which hasn’t been 
on the market yet, and an early-stage cate-
gory (five years or under) for those who have 
launched their business but are looking for 
support to reach the next level.

B. Happy Peanut Butter, owned by Zions-
ville residents Jon and Kathy Weed, won the 
2015 early-stage category.

The application process for this year’s 
contest started April 4 and concludes May 
15.

“We’re looking for foodies in any of the 
communities,” said Christel Henke, coordi-
nator for the Entrepreneur Challenge.

The adult grand prize winner in each cat-

egory receives $2,000 in seed money from 
Reliable to start their business, $1,000 schol-
arship from Ivy Tech Community College, 
$250 shopping spree from Zesco.com, a 
restaurant supply site, Two People’s Choice 
winners will receive $1,000 each from Shap-
iro’s Deli and an article in Edible Indy mag-
azine.
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Get your card in front of more than 121,645 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

• CAR WASHING
• CAR WAXING
• FULL SERVICE
• POWER WASHING
  - HOMES
  - DRIVEWAYS
  - DECKS

CALL AHEAD FOR ESTIMATE
317.389.1968 • TripleRDetailing@icloud.com

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 5/31/16.

350

Celebrating 28 Years

Small Local Business - Servicing Hamilton County
2010-2014 Angie’s List Service Award Winner
Fully Insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting.com
317.656.7045

$150-175 for most rooms
2 coats & patching on walls

Gary D. Simpson
Of�ce: 317-660-5494
Cell: 317-703-9575

Free Estimates &
Satisfaction Guaranteed

simpsonconstructionservices.com

• Kitchen/Bath Remodeling

• Custom Decks

• Finished Basements

• Ceramic Tile

• Wood Floors

• Doors & Windows

• Interior & Exterior Painting

• Drywall

• Plumbing & Electrical

• Roofing and Siding

• Room Additions

• Power Washing

• Decorative & Regular Concrete

• Handyman Services

Licensed, insured & bonded

Clean of  Hearts Cleaning Service
Collecting dust since 2005

Call now for $20 off
your first cleaning!

Free 
Estimates

Insured & Bonded317-430-7684

• Residential Cleaning
• Move Ins/Move Outs
• Quality Service
• Satisfaction Guaranteed

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED

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

Commercial/Residential 
Gutter Cleaning • Pressure Washing

Fully Insured • Free Estimates

10% o� Gutter, Window Cleaning & Pressure Washing
(O�er expires 5-31-16)

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

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

317.846.5554
shepherdins.com

Protect what 
matters most.

Home | Life | Auto | Business
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May 4 • 11:30 a.m. • Conexion • Indianapolis Motor 
Speedway, 4790 W. 16th St. • For more, IndyCham-
ber.com

May 5 • 3:15 p.m. • Community Montessori School 
Ribbon Cutting • 9069 E. 141st St., Fishers

May 5 • 6 p.m. • Reaching Your Market- Sales 101 
Part 2 • John H. Boner Center, 2246 E. 10th St. • For 
more, IndyChamber.com

May 9 • 5:30-8 p.m. • CloudOne Corporation Ribbon 
Cutting • 8626 E. 116th St., Suite 300, Fishers

May 10 • 7:30 a.m. • Pancakes and Politics • Faegre 
Baker Daniels LLP • 300 N. Meridian St. • For more, 
IndyChamber.com

May 11 • 11:30 a.m. • May Luncheon will four Ham-
ilton Co. mayors • FORUM Conference Center • 
11312 USA Parkway, Fishers

May 12 • 7:30 a.m. • All-County Networking Break-

fast • Prairie View Golf Club • 7000 Longest Dr., Car-
mel

May 12 • 3 p.m. • Open to Employment Webinar • 
Indy Chamber, 111 Monument Circle • For more, In-
dyChamber.com

May 17 • 4:30 p.m. • Indy Chamber Member Ori-
entation • 111 Monument Circle, Suite 1950 • For 
more, IndyChamber.com

May 18 • 7:30 a.m. • Women in Business • University 
of Indianapolis, 1400 E. Hanna Ave. • For more, In-
dyChamber.com

May 18 • Noon • Young Professionals Lunch and 
Learn • Eddie Merlot’s • 3645 E. 96th St., Indianapo-
lis

May 24 • 8 a.m. • World Trade Day • Marten House 
Hotel and Lilly Conference Center • 1801 W. 86th St. 
• For more, IndyChamber.com

BuSineSS calendaR May 2016

BuSineSS cRiMe watch

For more, contact the Indiana Business Advisors at 558-9044 or marketing@indianabusnessadvisors.com

•	North Side Indianapolis Advertising and 
Marketing Franchise – Highly sought franchise 
in ideal territory. Established location with loyal 
client base. Asking price $195K. Rev. $480K. Cash 
flow $77K.

•	North Side Indianapolis Bar and Restaurant 
– Recently remodeled and upgraded. Known 
for extensive drink menu and food. Asking price 
$199K. Rev. $950K.

•	South Side Indianapolis Coin Laundry and 
Tanning Salon – Clean and bright salon. Located 
on highly traveled road. Asking price $248K. Rev. 
$237K.

•	North Suburban Indianapolis Contemporary 
Marketing Company – Licensee of a national 
company. Provides digital marketing for small 
and mid-sized companies. Asking price $35K. Rev. 
$24K.

•	North Side Indianapolis Cosmopolitan 
Nightclub – Room for 239 patrons inside and on 
patio. Large dance floor and VIP area. Asking price 
$249K. Rev. $390K.

•	North Suburban Indianapolis Dog Daycare and 
Boarding Facility – Well-known and loved by 
clients. Full-service facility with large kennels, play 
area, groomers and retail area. Asking price $45K. 
Rev. $125K.

•	 Indianapolis Electronic Device Repair Business 
– Fast-growing franchise. Repairs cracked screens, 
common cell phone issues and all types of 
electronic devices. Asking price $75K. Rev. $238K. 
Cash flow $37K.

•	Hamilton Co. Ethnic Fast Food Restaurant – 
Seating for 50. Large beer menu. Catering services 
also offered. All reasonable offers considered. Rev. 

$20K/month.
•	Far North Side Indianapolis Ethnic Fine Dining 

Restaurant – Family owned and operated for 20+ 
years. Extensive wine list. Seating for 140.  Asking 
price $275K. Rev. $575K.

•	South Side Ethnic Restaurant – Family owned 
and operated for over 30 years. Has great visibility, 
its own parking lot and well-equipped kitchen. 
Asking price $65K. Rev. $165K.

•	 Indianapolis Full Service Plumbing Co. – Full 
variety of services. In business 20+ years. Licensed 
plumbers and apprentices on staff. Strong, loyal 
customer base. Cash flow 195K. Rev. $470K. Cash 
flow $111K.

•	 Indianapolis HVAC and Plumbing Co. – Well 
established. Commercial and light industrial. 
Owner retiring. Asking price $550K. Rev. $1M. 
Cash flow $190K.

•	North Indianapolis Suburbs Breakfast and 
Lunch Restaurant – Seats 165. Located in upscale 
area with high volume. Asking price $325K. Rev. 
$681K.

•	Broad Ripple Bar – Prime location. Stage for live 
entertainment and karaoke. Food menu. Seller 
willing to finance portion of sale. Asking price 
$90K. Rev. $383K.

•	High Class Downtown Indianapolis Restaurant 
– Separate cigar and martini bar. Extensive wine 
menu. Seating for 220 plus private party area and 
outside season. Asking price $225K. Rev. $700K. 
Cash flow $130K.

•	Suburban Indianapolis Luxury Day Spa – Offers 
high-end services for women and men. Strong 
customer retention. Proactive marketing plan in 
place. Asking price $95K. Rev. $281K.

BuSineSSeS foR Sale – May 2016

Date Business Address Description

4/15 Kohls 9895 N. Michigan Rd. Theft

4/15
Trace 

Construction 
Unlimited

655 W. Carmel Dr. Theft

4/15 Action Roofing 655 W. Carmel Dr. Theft

4/14 DSW Shoe 
Warehouse

14477 Clay Terrace 
Blvd. Theft

4/14 DSW Shoe 
Warehouse

14477 Clay Terrace 
Blvd. Counterfeiting

4/14 DSW Shoe 
Warehouse

14477 Clay Terrace 
Blvd. Counterfeiting

4/14 Carmel Lutheran 
Church 4850 E. Main St. Fraud/Deception

4/12 Jimmy Johns 14299 Clay Terrace 
Blvd. Counterfeiting

4/12 Liberty Mutual 10325 N. Michigan 
Rd. Theft

4/12 Carmel Dad’s 
Club 3451 W. 126th St. Burglary

4/12 Shiel Sexton 55 E. 111th St. Theft of Motor 
Vehicle

4/12 Gradex 55 E. 111th St. Theft of Motor 
Vehicle

4/12
Rocky Mountain 

Landscape 
Manag

55 E. 111th St. Theft of Motor 
Vehicle

4/11 Vine and Branch 4721 E. 146th St. Burglary

4/11 Carmax 9750 Gray rd. Theft

4/9 Harley-Davidson 
of Indy 4146 E. 96th St. Theft

4/6 Kohls 9895 N. Michigan Rd. Theft

4/6 Kohl’s 9895 N. Michigan Rd. Theft

4/5 Indiana Mentor 3107 Hensel Dr. Theft

4/5 Firestone 
Building 250 96th St. Theft

4/5 Corner Bakery 
Cafe

14550 Clay Terrace 
Blvd. Counterfeiting

4/4 Fannie Mae 13821 Sunnyvale Ln. Burglary

4/4 Lazer Excavating 
Co 1663 Altair Dr. Theft of Motor 

Vehicle

3/27 Applebees 10325 N. Michigan 
Rd. Theft

3/26 James Babcock 
Inc. 689 Pro Med Ln. Theft

3/24 Bead Palace 580 E. Carmel Dr. Fraud/Deception

3/23 Target 10401 N. Michigan 
Rd. Theft

3/23 Vision Vending 11355 N. Meridian St. Criminal Mischief

3/22 Chase Bank 9709 Kittrell Dr. Fraud/Deception



Insuring all of
your company’s
moving parts.
• Employee benefits
• Life & health insurance
• Medical malpractice
• Business insurance
• Workers compensation
• Professional liability

317.846.5554  |  shepherdins.com 
Andy Warren awarren@shepherdins.com


