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Where Carmel Business Comes First

Local businesses in troubled shopping center hope Ollie’s 
Bargain Outlet is the life preserver they’ve been looking for / P2

Do all boats rise in 
the same harbor?
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Local businesses in troubled shopping center hope  
Ollie’s Bargain Outlet is the life preserver they’ve been looking for

By Pete Smith
When Ollie’s Bargain Outlet opens its doors Oct. 2 in Me-

ridian Village Plaza, many of the neighboring businesses are 
hoping for a boost. 

The shopping center just west of the intersection of U.S. 31 
and 136th Street has struggled since Joe O’Malias Food Mar-
ket closed its doors in 2010. The majority of the businesses is 
locally owned, but without a major anchor retailer they have 
struggled to lure new customers on their own.

“The best anchor that a developer can find for a shopping 
center is a grocery store,” said Mark Perlstein, owner of Site-
hawk Retail Real Estate, at Keystone at the Crossing, citing the 
large number of daily shoppers that grocery stores draw.

Despite the conventional wisdom, the operators of Godby 
Home Furnishings, Carmel Consignment and 3Ds’ Pub and 
Café all said they believe Ollie’s is the perfect store to lure new 

customers to the shopping center.
John Santora, Ollie’s store operating 

coordinator, describes the business as 
a retailer specializing in “real brands at 
real bargains.” Shoppers can expect to 
find a wide variety of brand-name prod-
ucts for sale at prices 50 to 70 percent 
lower than typical retail.

Small-business owners and consum-
ers alike will scramble to grab $5 bottles 
of Tide, $4 hardcover books or $2 boxes 

of cereal. Unlike other discount retailers, Ollie’s doesn’t require 
bulk purchases to receive a discount; all its products can be 
purchased one at a time.

“Every time you visit Ollie’s you’re going to have a different 
buying experience,” Santora said.

That’s because the store never carries the same products 
from week to week. It purchases severely discounted brand 
name items through store buyouts, liquidators, bankruptcies 
and manufacturing overruns. 

Santora said the approach keeps the store fresh, but warns 
customers, “When it’s gone, it’s gone.”

No fear of road construction
The Ollie’s in Meridian Village Plaza will be the first store in 

Indiana and will be supplied from a distribution center in York, 
Pa. Santora said other stores are planned for Anderson, Fort 
Wayne and Kokomo.

“We bring a lot of traffic to the plazas we locate in,” said San-
tora, citing Meridian Village’s central location and highway ac-
cess as the main consideration when choosing the location.

The opening comes none too soon for neighbors who are 
concerned about how the construction of a roundabout to the 
south of the plaza will affect traffic. Santora said he’s not fazed 
by the construction.

“When people want to find a good deal, they are going to 
find a good deal,” he said. “That’s why we’re here, to give them 

a good deal.”
But Perlstein sees reason for caution. He said the criteria for 

a new retailer to be successful are access, parking and visibility.
“Meridian Village has always been a difficult location be-

cause of access,” he said, citing the access road, Rohrer Road, 
customers must use to enter the plaza.

Perlstein said the most common factors in a retailer’s fail-
ure at a specific site are a lack of room to expand and a lack 
of knowledge about what is planned in the future for the sur-
rounding neighborhood and roadways. Especially considering 
the length of time forecast by INDOT to make improvements 
to U.S. 31.

“That center needs anything it can to generate traffic,” he said.

Carmel is the real harbor
The life boat for the plaza and Ollie’s might be that they’re 

both riding a seemingly unstoppable wave - Carmel itself.

“Carmel is going to continue to thrive,” Perlstein said. 
He cited the value of surrounding businesses, a strong day-

time population, affluent buyers, a strong local economy, good 
roads, the presence of a lot of young families and building den-
sity as reasons for Carmel’s continued growth. 

To capitalize on those factors, businesses need to listen to 
consumers who demonstrate that convenience is crucial. The 
average shopper will spend about 20 minutes on a shopping 
excursion – that’s as opposed to an average of an hour that 
shopping time took up about 20 years ago, Perlstein said.

If Ollie’s and Meridian Village Plaza can survive the U.S. 
31 construction headache, they’ll likely be in a position of 
strength because of convenient highway access in a saturated 
Carmel market where commercial space with good visibility is 
increasingly hard to find.

“We’re excited about expanding into Indiana,” Santora said, 
“and Carmel is a nice location for us.”

Santora

Ollie’s will open Oct. 2 at Meridian Village Plaza in Carmel. Staff photo
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The idea of progress
All business rises and falls on the crucible of progress. As 

humanity moves forward, the old will fade away to make room 
for innovation and ingenuity. Our 
economy is living in a state of constant 
evolution and change. 

This is why the “rules of success” are 
so hard to pin down. What makes one 
business successful will not work for an-
other. What worked for you once may 
not work anymore. Progress does not 
show favoritism for anything but itself. 

There is only one way to benefit 
from progress; to understand and 
embrace it. Most people don’t grasp 
how they can have a role or part in the 
natural course of progress. Let’s look 

as some key principles you can adopt to better understand 
where the world is and where it is going.

Pessimism is blind to progress
The human mind has one skill which surpasses just about 

any other; finding problems. We can find problems easily and 
we are all experts in what is wrong with our organizations, 
our country or “those people.” 

Many of the most intelligent people in the world descend 
into cynicism and pessimism as they add up all the problems 
of the world around them into a massive case for the inevi-
table end of everything. Those who turn their pessimism into 
problem solving lead the world in business and in progress. 

Those who keep an open mind to change but are dedicated 
to solving and understanding the problems around them are 
the people who rise to the top.

You can’t change the world
There is little more arrogant than thinking you know how 

the world should be. Most people who think the world is get-
ting worse or going to hell in a hand basket are people who 
simply think the world isn’t going where they think it should. 

None of us know the end of this story. If you want to be 
able to understand where we are, where we are going and 
how your business can be a part of it, you will have to show a 
little empirical humility.

Progress is something that has to be searched out and dis-
covered. It is those little “ah ha!” moments of discovery which 
lead to the greatest breakthroughs in our world. 

If you feel out of touch with where the world is going, then 
you need to get out, talk to new people and start learning 
from new sources.

Lastly, the world doesn’t change at your pace. Understand-
ing where your market is at present is key to being relevant. 
Successful businesses are not at the forefront or cutting edge 
of progress. They are right alongside their market helping 
them take the next small step forward.

Change happens in waves
Again, we are good at finding problems, but we are also 

resistant to change. Things have to get pretty bad before we 
take action. 

Topics and issues which rise to the top of our daily discus-
sions are evidence of impending change, not impending doom. 

Yes, Wall Street is becoming less and less relevant to the 
productive economy. 

Yes, the current representation in Washington is useless. 
But mark my words, these are not signs of the end of govern-
ment or the economy, they are heralds of change.

Chris “The Brain”
Growth

This caught our attention. Which proves more intrusive to 
the average businessperson’s productivity on a day-to-day ba-
sis? Is it e-mail? Texts? Twitter alerts? Facebook alerts? Phone 
calls? If you answered one or more of the 
aforementioned, you’re incorrect. The 
most-prevalent interruption to our mo-
mentum these days, states the journal, Or-
ganizational Studies, is our co-workers.

There once was a time we all worked 
in private offices or high-walled cubicles. 
Then, American workplace experts told 
us all to tear down the walls. “You boss-
es, get out there and roll up your sleeves 
with your employees. Sit in the middle of 
it all so you can get in touch,” they would 
say. And so office doors were removed in 
many locales, cubicle walls came down, 
desks were put face-to-face (and, likewise, their occupants) 
and it became like the “good, ol’ days” – and we mean the 
really good ol’ days … like the ones you see in the black-and-
white, late-night movies.

It all was supposed to be about socializing the workplace, 
and, to some extent, it did just that. I guarantee you that each 
time one of us shouts next door to the other that the latter’s 
concentration is broken. (Neither of us has a door.) Is it right? 
We’re not sure. Is it life in our office? It sure as heck is.

Downstairs in our newsroom and sales department, 
we’re fairly confident that the camaraderie that exists today 
wouldn’t quite be as solid were there walls and doors all over 

the place. The departments mesh nicely, and we’re comfort-
able stating that such would not be the case were everyone 
“cubed up.” Too, it has to help to have the “genius bosses” 

upstairs and out of the way. Still, we don’t 
simply hide on the “executive level” of 
our world headquarters. We make mul-
tiple trips to the first floor not only to see 
what’s going on – we’re in the news busi-
ness, after all – but also to interact with 
the folks down there. And therein lies the 
rub. We show up to interact, and many 
times we’re derailing concentration. The 
latter is not intended, but it is a conse-
quence of our visits, on occasion.

The flip side of the so-called interrup-
tion coin (which doesn’t really exist) is that 
many folks choose to delay response to 

calls, e-mails, tweets and posts.  To leave a reader or advertis-
ing partner hanging just isn’t acceptable, and that leads us to 
one of our cardinal rules, which Organizational Studies per-
haps doesn’t consider. We require response not later than 24 
hours of receipt of any communication, weekend excepted. 
Why? It’s just plain rude/ignorant/selfish to let a return call, 
e-mail, text, tweet or post “slide.” Someone reaches out for a 
reason; reach right back as soon as you can. Just don’t barge 
through a door or knock over a cubicle wall in doing so.

What works in your work environment? Help us help you tell your fellow readers. 
Write info@youarecurrent.com

Pardon the interruption, my dear colleague

Brian Kelly & Steve Greenberg
From the Backshop
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All-county network-
ing breakfast – Make a 
new contact every two 
minutes as you power 
network to connect 
and do business. Come 
prepared with a two-
minute elevator speech 
and bring your business 
cards and brochures to 
distribute as you rotate 
from table to table. The 
breakfast is from 7:30 to 
9 a.m. Oct. 3 at Conner 
Prairie Interactive His-
tory Park, 13400 Allison-
ville Rd. in Fishers. This 
event will be combined 
with the Fishers, Hamil-
ton North, Noblesville, 
Sheridan and Westfield 
Chambers. Cost is $10 
for members and $20 
for guests.

CARMEL ChAMBER of CoMMERCE diSpATChESCARMEL  
RoTARy CLuB

Growth at Indy Executive Airport will benefit local businesses
Growing Business / Calendars

By Katy Frantz
The owners of Montgomery Aviation, Dan and Andi Mont-

gomery, foresee future development at Indianapolis Executive 
Airport and the surrounding communities. The airport is the 
second largest in the region. 

The Montgomerys work as a team to grow their business. 
“Dan is the dreamer, I am to make it work,” Andi said. “He is 

the heart; it is his vision that propels this airport. I am the one 
who tries to figure out how to pay for it, or what we need to do, 
or what the steps are to go through with it.” 

Since Hamilton County purchased the old Terry airport in 
2003, it has seen a significant amount of growth as airport op-
erator Montgomery Aviation poured in resources. The 600-
acre plot is south of ind. 32 and just west of the Hamilton 
County line. 

Legislation passed this year will support aviation in Indiana 
and help grow the airport and businesses in Hamilton County. 

With the development of new businesses along the U.S. 31 
corridor, Indy Executive Airport has seen an increase in tran-
sient traffic as professionals fly in for a day or two of business. 

The Montgomerys said they also expect to see an increase 
in traffic once Westfield’s Grand Park is completed and operat-
ing next spring. Sports teams and spectators will pass through 
the airport, and hotels and restaurants built nearby will be a 
resource for pilots and businessmen passing through the area.

“People need to realize that this (airport) is an economic fac-
tor for the community,” Dan Montgomery said. 

Eliminating taxes
The bill passed in Indiana’s legislative session this year re-

moved a gas tax, which will save aircraft owners approximately 
40 cents per gallon and eliminate a 7 percent tax on aircraft 
parts and labor. 

The elimination of the tax will make aviation maintenance 
and repair shops more competitive as well as influence pilots 
to buy fuel at the airport, Andi Montogomery said. 

In the past when an airport in Ohio or Illinois could instan-
taneously knock 7 percent off its sale price - because it did not 
have a sales tax on certain parts - it was hard for Indiana air-

ports to compete. 
The same principle applies to fuel. Pilots would fly over In-

diana to avoid the extra tax. Even Indiana-based pilots would 
buy fuel outside the state rather than purchase with the extra 
tax. With those taxes lifted, it creates room for growth in the 
airport as well as the county. 

“Fuel is the most important driver in keeping an airport alive 
and sustainable,” said Sean White, a marketing consultant at 
Montgomery Aviation. “That is a main source of revenue.” 

Brian Bosma, speaker of the Indiana House of Represen-
tatives and Senate Leader Brandt Hershman both played key 
roles in influencing the passage of the bill, which makes it eas-
ier for pilots and aircraft owners to operate their business in 
the state. 

“I am pleased that we were able to address job growth in 
Indiana through innovative economic incentives, like the re-
structuring of ‘avgas.’ It is imperative that Indiana not be con-
sidered a state that people simply fly over but rather a state 
that attracts, retains and recruits new business,” Speaker Bos-
ma stated.

Growth engine for region
While Indianapolis Executive Airport expands to serve 

more corporate planes, it remains loyal to the small business 
owners and the broader community. Of the 100 airplanes it 
services, 70 percent are privately owned. 

Since 2009 the airport has almost doubled its available plane 
parking space, and there are plans to extend the runway from 
5,500 feet to 7,000 feet to allow for larger jets to land. The 
Montgomerys said they would like to add a crosswind runway.

The Montgomerys see a direct link between the growth of 
the airport and the community, and they try to connect the 
two as often as they can. Frequently Indianapolis Executive 
Airport will host roundtable events with local politicians, as 
well as open the door to any charitable organization that re-
quests space for fundraisers or benefits. 

“The airport doesn’t succeed if there is not business to come 
to, and certainly the airport being here helps business come,” 
White said. “They both benefit each other.” 

A study done by the Aviation Association of Indiana, Con-
exus, and INDOT in November showed that Indianapolis Ex-
ecutive Airport supports about 2,400 jobs annually and pro-
vides $430 million in economic impact to the region. 

The growth in local business is closely linked with the growth 
at the airport and the impact is mutual, the study concluded. 

“By cutting the aviation fuel tax, Indiana is telling the nation 
that we are no longer a ‘fly by’ state, we are telling companies 
to land here – and stay here,” Bosma stated. 

Business After Hours – This casual social network-
ing event will be from 5 to 6:30 p.m. Oct. 24 at The 
KitchenWright, 912 S. Range Line Rd. in Carmel. 
Macaroni Grill will provide food and drinks. This 
event is free for members and $10 for guests.

Mayor’s State of the City address – Mayor Jim 
Brainard will present his annual State of the City 
address. Arrive at 11 a.m. Oct. 9 to check in and 
network with other guests. Lunch and speech be-
gin at noon at the Ritz Charles, 12156 N. Merid-
ian St. in Carmel.  Before and after lunch, stop by 
display tables of luncheon sponsors and the City of 
Carmel. Cost for corporate tables for eight is $200 
for members and $250 for guests. Cost is $20 for 
members and $25 for guests.

Young Professionals – Plan to meet at 5 p.m. Oct. 
17  Max & Erma’s at 12195 N. Meridian St. in Carmel 
for informal networking. Connect with other young 
professionals, have a drink and check out Max & 
Erma’s newly renovated patio and bar area while 
munching on delicious appetizers. This event is free 
(with a cash bar) for young professionals under 40. 

The Carmel Rotary Club has the fol-
lowing events planned for October. 
All of the events are at noon at the 
Oak Hill Mansion, 5801 E. 116th 
St., unless otherwise indicated. For 
more information contact Rotary 
President Ray Kramp at 809-0068.

Oct. 4 - Debbie Laird and Con-
nie Sander of Janus Develop-
mental Services will speak.
Oct. 11 - Joan Isaac of United 
Way of Central Indiana will 
talk about plans for a Hamil-
ton County domestic violence 
shelter.
Oct. 18 - Vocational fair with 
information, exhibits and dis-
plays as members present their 
professional business or service 
companies and careers.
Oct. 25 - Jim McClelland, CEO of 
Goodwill Industries, will speak.

Wealth Advisory Group third quarter results – Lakeland Fi-
nancial Corporation and Lake City Bank have announced that the 
Wealth Advisory Group has surpassed $1 billion in total trust assets 
during the third quarter of 2013. Michael L. Kubacki, Chairman and 
Chief Executive Officer stated, “We are extremely pleased to have 
reached this milestone of total trust assets as it is an indication 
of the confidence that our clients have placed in us to effectively 
manage their investments.” Lakeland Financial Corporation may 
be accessed on the home page of its subsidiary, Lake City Bank, at 
www.lakecitybank.com.

Case Design honored in remodeling magazine – Carmel based 
Case Design/Remodeling Indy was recently ranked 51st on Re-
modeling Magazine’s 2013 Top 550 Full-Service Remodelers list. 
Each year the publication ranks the nation’s largest home improve-
ment companies, including home remodelers, replacement con-
tractors, franchises and insurance restoration companies. CaseIn-
dy was also ranked the largest full-service remodeler in Indiana. 
CaseIndy has captured several top awards for the best remodeling 
projects in the area by the Builders Association of Greater India-
napolis, and has been the recipient of several national Remodeling 
Design Awards. For more information, visit caseindy.com. 

Andi and Dan Montgomery envision Indianapolis Executive Airport 
growing in the near future. Photo courtesy of Montgomery Aviation
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316 S Range Line Rd, Downtown Carmel
Hours 9-6 M-F and 10-3 Sat. Call anytime.

317-867-0900
www.CTCarmel.com

Need I/T
support?

Call on us at any time
for services including:

Hardware Troubleshooting
Software Troubleshooting
Internet/Email Setup and Assistance
Networking & Servers
Application Setup and Support
Regular Computer Maintenance
Backup & Disaster Recovery
Virus Protection & Removal
Internet Security Troubleshooting
Remote Access & Diagnostics
Service Plans & PC/Mac Sales

PROFESSIONAL QUALITY I/T
SERVICES AT COMPETITIVE RATES!

Help is just around the corner

Businesses around the world depend on

Computer Troubleshooters.
We’re the “computer experts”...

the people to call when your computer breaks down, when 
your machine or software needs to be upgraded, when 
viruses attack or even when you’re about to throw your 

computer out the window.

317-867-0900
MENTION THIS AD

FOR A FREE I\T AUDIT
FOR YOUR BUSINESS

info@ctcarmel.com • www.CTCarmel.com

Member FDIC

Indianapolis North O�ce | 317-706-9079 | 100 W 96th Street, Indianapolis, IN

www.lakecitybank.com

Working for the growth and development of 
Indiana Businesses—

—that’s what we’ve been about for the past 
140 years.

You get paid to do what?

By Lana Bandy
What do you do at Midwest School of Voice?

I am the musical director and also a vocal 
and guitar coach. I work with students who 
play the guitar and like to sing. We have live 
performance showcases for our MVP stu-
dents, so I coordinate the bands, write out 
the music and make sure everything is set in 
terms of the sound. We’re also initiating an 
online music library 
for our students, and 
I manage that. It’s a 
cloud-based program 
so students can prac-
tice at home – listen to 
tracks, view PDFs, etc. 
How did you get started here?

I’ve played music all my life – the violin 
when I was five, the guitar when I was in high 
school. I studied music at DePauw University 
earned my master’s degree at Indiana Univer-
sity. I’m in a couple of different groups and I 
also play and write myself. I played with Blair 
Clark, our founder, and he brought me on 
board. The school officially opened in the last 
couple of years. We started small and it has 
grown a lot in terms of the number of teachers 
and students. A lot more students are seeking 
to learn instruments as well as voice to be-
come well-rounded musicians.
Who are your students?

There is the occassional 5- or 6-year-old 
guitar student, but most are teenagers. We 
have adult students as well, some who have 
never sung in their lives and just want to get 
better and others who are well established. I 
have a lot of students who want to be able to 
sing and play; who want to accompany them-
selves. Some students have wanted to always 
carry a tune and make sure what they’re do-
ing is proper form and others want to make 
it a career. I’m fortunate to have talented stu-
dents, which makes my job fun and reward-
ing.

Turning passion into a career
Austin Johnson works with Shea Rhoutsong at Midwest School of Voice. Submitted photo

Can you help anyone sing better?
A lot of times, people who don’t think they 

can sing just haven’t been shown proper tech-
nique and how to go about it. At the beginning, 
we do a vocal evaluation and see where you 
are and what your goals are. Most of the time, 
something can be done to make you better.
What are your classes like?

Typically they are one-on-one, but if you 
have another person 
you like working with, 
we can also do groups. 
They’re usually once a 
week private lessons. 
Do you have perfor-
mances?

Each semester we have showcases and pub-
lic performances. We try to get out as much 
as possible, usually around the holidays. Stu-
dents perform on their own, too. We’re work-
ing with a group, 3union, now. They’re three 
brothers we work with who are touring in 
Australia right now. 
What do you like best about your job?

I love that each and every day is a little bit 
different. One of the most rewarding things 
is working with kids who are dedicated and 
creative. I like fostering their talent; that’s re-
warding and cool to see. We let our students 
cultivate their own sense of style; we don’t 
force-feed them a particular song, so I’m al-
ways experiencing new music.
What is unique about Midwest School of 
Voice?

I think we get a lot of students who have 
had a hard time finding a particular place to 
express what they want to do – become an 
artist. There are not a lot of places where you 
can perform with a live band backing you. We 
do that here. 

Do you or someone you know have an interesting job? Or 
is there an occupation 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.

Name: Austin Johnson
Title: Musical Director, Vocal  

and Guitar Coach
Business: Midwest School of Voice
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You’ve worked hard to achieve what 
you have. Take the time to protect it.

Check out the free report available at 
strategicexit.biz or call 317-721-5290 
today for an appointment.

Kathy Davis, Esq.
Legal Consultant

Real Estate
Small Business

P.O. Box 34077 
Indianapolis, IN 46234

www.kjdlegal.com

Find us on 
Facebook & Twitter

Photography & Tuxedo Rental 

www.chromaticsstudio.com            317 . 847 . 4071
1233 W. Oak Street, Zionsville, IN 46077

Now Open

By Pete Smith
In one of the most unlikely grand-opening 

success stories in recent memory, Popeye’s 
Louisiana Kitchen opened the doors of its new 
Carmel Drive location on Sept. 9 to a throng 
of curious and hungry diners.

The parking lot quickly filled up, lines 
stayed long all week and a police officer even 
had to be stationed outside the restaurant for 
days to help direct the flood of traffic.

So how did an unfamiliar fast food chain at-
tract such a response?

Franchise operator John Edmundson cred-
its a rebranding campaign, an excellent loca-
tion and the return of a product that people in 
the Indianapolis area had been missing since 
the previous franchises in the metropolitan 
area had failed about three years ago.

“The reception we’ve received has been in-
credible,” Edmundson said. “Carmel Drive is a 
successful location with high visibility.”

That visibility helped build anticipation as a 
largely finished store sat for more than a month 
on Carmel Drive before opening its doors. Per-
haps so much that mouths began to water.

They didn’t employ a sophisticated social 
media campaign either, said Edmundson. All 
it took was an “opening soon” sign left up for 
a month.

“I’ve never been associated with a brand 
that generates as much energy as Popeye’s,” 
Edmundson said. “It’s like an addiction.”

For people who had never tried Popeye’s 
brand of cajun cooking, a rebranding effort 
may have made all the difference. Formerly 
known as Popeye’s Chicken and Biscuits, a 
2010 rebranding as Popeye’s Louisiana Kitch-
en has spurred a renewed interest in the red-
beans-and-rice specialists. Edmundson said 
they just decided to ditch the Popeye’s car-
toon mascot and focus on getting back to the 
restaurant’s New Orleans roots. The move has 
paid off as franchises are reporting all-time 
record sales. 

Edmundson said that Popeye’s long term 
goal is to capitalize on the success and add up 
to 10 new restaurants in the Indianapolis met-
ropolitan area in the coming years.

In other new business news, J.Benzal, a 
luxury men’s designer boutique, opened its 
doors in Carmel City Center in mid-Septem-
ber. 

“When I launched J.Benzal in 2008, I start-
ed with a few core beliefs. 1) Every man should 
have a well-tailored suit, 2) Fashion is a form 
of self-expression and 3) Details matter. You 
can never underestimate the power of a well-
stitched lapel or a surprise hint of color on the 
interior lining of your suit jacket,” said owner 
and designer Mamadou “Ben” Diallo. 

A Butler University graduate and transplant 
to Indianapolis from New York, by way of West 
Africa, Diallo decided to open a men’s suits and 
accessories boutique after noticing a void in the 
Indianapolis market. Diallo said he’s excited to 
join the shops of Carmel City Center. 

“Carmel City Center has a wonderful atmo-
sphere. I love the combination of the arts culture 

Popeye’s has recipe for store openings

mixed with the vibrant shopping area,” he said.
A new pediatric eyecare practice opened 

on Adams Road north of Carmel Drive. Little 
Eyes will serve children ages 6 months to 13 
years old. Dr. Katherine Schuetz specializes in 
pediatrics, and she said she’s pleased to offer 
Little Eyes as an office just for kids. Her goal is 
to make sure every child can see well to excel 
in school, sports and extracurricular activi-
ties. Call 420-2020 to make your child’s next 
appointment at Little Eyes.

American Specialty health announced it 
would establish its new corporate headquar-
ters in Carmel and employ about 675 employ-
ees by 2016. The new headquarters will be at 
Hamilton Crossing III, 12800 N. Meridian St. 
The Indiana Economic Development Cor-
poration offered ASH up to $11.5 million in 
conditional tax credits and up to $250,000 
in training grants based on the company’s 
job creation plans. The tax credits are per-
formance-based, meaning until Hoosiers are 
hired, the company is not eligible to claim in-
centives.

Carmel City Center is pleased to announce 
its latest office tenant opening this winter, 
Guardian Wells financial. Located at 722 
S. Range Line Rd., Guardian Wells Financial 
provides retirement and financial planning 
solutions to protect hard earned retirement 
savings and create powerful income for life. 

flix Brewhouse announced plans to occu-
py the old Hobby Lobby space at Merchants 
Square. It is an innovative concept - the first 
movie theatre and restaurant to have a fully 
functioning microbrewery as well. It will fea-
ture wall-to-wall curved screen theaters with 
stadium-style dining rooms. The tables will be 
on a gliding system so that they can be pulled 
up to the seats and each seat will have its own 
server call button. There also will be a lobby 
bar and eatery for pre-show dining, open sev-
en days a week. Flix Brewhouse plans to open 
in 2014.

Crust pizzeria Napoletana opened at 
12505 Old Meridian St. in the Providence 
Shoppes. It features indoor and outdoor din-
ing, specializing in Naples-style pizza with 
dough and sauce made fresh daily. Crust’s 
menu includes salads, sandwiches and cal-
zones. Beer and wine also are available.

Popeye’s General Manager Antonio Goodman is 
pleased with the restaurants reception in Carmel. 
(Staff photo)



businessleader.bz • October 2013   7Carmel Business Leader

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

Pigs only find truffles 
when digging through dirt

Well, I guess you heard what the number 
one show is on TV? No, it is not Mistresses; 
no, it is not some dancing show – it is Duck 
Dynasty. You got it. 

As the saying goes, who would have thunk 
it? Here we have a TV show based on a family 
with real values making some un-
usual tool - a duck caller  and mil-
lions of Americans tune in weekly. 

What is the key to the success?
Simply put, the family that 

owns the business put them-
selves out there. They tell the 
community who they are and 
what they stand for. They believe 
whole-heartedly in the quality of 
their product. Yes, they are fun-
ny and engaging, but what about 
the other successful TV busi-
ness reality shows that don’t have 
ZZ Top-like people as owners making up-
lifting funny wise cracks all of the time? 
My mind goes to that show with that mean 
guy who goes into your restaurant that is on 
the rocks and tells you how lousy your food is. 
To top it off, he tells you that your service is 
lousy and your decor is despicable. Now, what 
kind of an uplift is that? 

It’s called Restaurant:Impossible. This guy, 
Robert Irvine, makes the food inspector look 
like a welcome friend. Irvine is basically just 
a professional mirror. He invites the base of 
customers into the restaurant and creates an 
artificially busy night of dinning at the local 
bistro in question. He then goes around to the 
tables and asks patrons their opinions of the 
food, service and the like. 

To say the least, they dine here in spite of 
the food. Then Irvine goes to the large 50 
gallon plastic garbage can that most restau-
rants have in the kitchens. He watches the 
wait staff “slap” the plates on the side of the 
can, often discarding half of the meal or bet-
ter, before taking them to the dishwasher. 
Now what is the most important part of this 
illustration? He is getting crucial information 
that any restaurant owner could get himself if 
he just opened up his eyes and ears. 

No, he does not need to hire a profession-
al restaurant menu specialist for thousands of 
dollars; he just needs to be completely aware. 
The part that I get a kick out of the most is the 
owner’s commitment to his food recipes. They 
are in complete denial on this. 

At this point, the host of the show has told 
him that customers had negative responses to 
the food; he has been forced to watch the food 
go into the 50 gallon can, as leftovers are not 
considered fit for a doggie bag. Yet he is still 
in disbelief! 

He has the free service of a professional 
business coach that does this for a living, but 
the owner feels that all of his challenges are 
unique to his place, and the show host has 

never encountered these things. You can see, 
“Gimme a break” written all over Irvine’s face. 

“I got those recipes from my Italian grand-
mother, and they have served this restaurant 
for years,” the owner laments. 

Whereby the host/counselor indicates 
that competition may have al-
lowed for some historical suc-
cess, but his particular restaurant 
is facing so much external com-
petition now that his dear de-
parted grandmothers’ mundane 
sauce won’t impress the dinning 
market today in this community.   
Now, the owner understands the 
show host does this schtick many 
times a year and has success on 
his side. However, not until the 
ten thousand dollar interior make-
over and the “reveal” does it start 

to dawn on him: This man is real. 
Then when he sees him in the kitchen prac-

ticing his craft, and he tastes a new sauce, is 
he kind of won over. Then once he hears him 
teach the kitchen and wait staff how to pres-
ent the new menu and to “plate” the dinner 
up, is he fully committed to Irvine. 

On introduction night, all of the communi-
ty is treated to the new digs. As the restaurant 
is full, with a line in the lobby waiting for their 
reservation time, the restaurant owner finally 
completely “gets it.” 

However, does it ever occur to him, “What 
have I missed for all of these years? Could all 
of my stress of running this business been 
avoided through some serious effective intro-
spection?”

Well, in closing, the answer is a resounding, 
“Yes.” Of course. 

Now as the pastor says on Sunday morning, 
if this does not have a personal application for 
you, it was all for naught. 

These restaurants that are on the show were 
all on their way to going broke. Hopefully your 
business is not on life support. However, you 
get the message that the show may be trying 
to deliver in addition to just mindless enter-
tainment. 

Are there elements of your business that 
demand change, that with some self-critical 
evaluation, and solicitation of opinions of em-
ployees and customers, may be as obvious to 
you as they are to host Irvine? 

Do you know what a pig does for a living? 
He roots. What is rooting? This is the pushy 
act of getting to the bottom of a problem that 
is otherwise obvious. 

This week you should do some rooting and 
see if your business sauce doesn’t need a new 
recipe.

Howard Hubler is a partner with Hubler Express Collision/
NAPA, and the owner of St. Augustine (Fla.) Toyota. He 
can be reached at howard@hubler.com.

Business Talk

12955 Old Meridian St | Suite 103 | Carmel, IN 46032
317.844.6629 | www.us605.alphagraphics.com

visit us on the web

Whether it’s an “Open House” sign that you just need for a day, or an outdoor 
banner that needs to last for years, we have the tools and resources you need 
to produce high-quality indoor and outdoor large format graphics.  Dress up 
your windows, vehicles, and walls with cut vinyl, or print posters and high-end 
art prints cost-effectively right here in Carmel!

get pointed
in the
right

direction

full-color
signs

for

Signs & Banners from Alphagraphics Carmel

howard hubler
Advice
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Managed
Print Services

ManagedDocument
Management

DocumentDigital Office
Equipment

Digital Office

Production
Print Systems

Production
Print Systems

Creative
Services
Creative Managed

IT Services
Managed

CREATE •  DISTRIBUTE •  MANAGE •  DOCUMENTS

3 17 •7 0 8 • 8 8 5 4I M P A C T M Y B I Z• C O M
Impact Networking, LLC  

8888 Keystone Crossing, Suite 350, Indianapolis, IN 46240

Securely manage valuable documents and 
data while increasing profitability, workflow 
efficiency and document protection with a 
customized electronic document strategy 
from Impact Networking.

Start with Our  
Document Impact  
Assessment

Don’t Drown in Hard Copies!

Get One Secure Location  
& Save Yourself...

By Pete Smith
As one of the newest tenants of City Center, Indianapo-

lis-based Westbridge Investments opened a Carmel office in 
September in the hopes of finding new investors in one of the 
wealthiest enclaves in the Midwest.

Drawn by the copious restaurant and retail ame-
nities of City Center, Westbridge sought to be clos-
er to an investment base along the Meridian cor-
ridor.

Despite the comfortable confines, risk is omni-
present for the firm, which specializes in venture 
capital investments and private equity acquisitions.

“With our domestic and international expertise, 
we bring access to a wider range of opportunities,” 
Westbridge Founder Jason Farmer said. “We pro-
vide a better opportunity than most central Indiana investors 
would have an opportunity for.”

But Westbridge takes a unique approach to the business – 
it doesn’t establish dedicated funds. Instead it invests through 
private placements and strategic partnerships, an approach 
that has allowed it to grow steadily during its eight years of 
operation.

Farmer said his firm further mitigates the risks inherent to 
this type of investment by relying heavily on a board of advi-
sors composed of carefully selected pro-
fessional services experts and industry 
veterans. 

“It all centers on active management 

and collaboration,” Farmer said.
If this team of lawyers, bankers and accountants couldn’t tap 

the expertise necessary, Westbridge wouldn’t invest in the op-
portunity, Farmer said.

The firm maintains offices in New York and 
Hong Kong in addition to the Indiana locations, 
but Farmer said Westbridge isn’t wed to any par-
ticular industries or geographic locations.

Farmer said portfolio firms typically approach 
Westbridge through its board of advisors, and that 
the firm then uses an active management approach 
that focuses on collaborating with existing man-
agement expertise to ensure success and profits.

Westbridge also finds its own opportunities, 
raises funds and invests its own capital. And with 

its current portfolio, venture capital and private equity invest-
ments are about equal, Farmer said.

Westbridge welcomes new investors who are looking for 
higher returns than the current bond market can yield and 
who also can tolerate the level of risk in founding new compa-
nies and acquiring underperforming ventures.

The company’s investment capital typically comes from a 
large network of high-net-worth individuals and family offices 
regularly seeking alternative investments, as well as strategic 

institutional investors including finan-
cial institutions, funds of funds, hedge 
funds, endowments, foundations and 
pension funds.

Investment firm finds no substitute 
for its advisors’ experience, expertise

On the web
www.westbridgeinvestments.com

up ThE LAddER

New physicians join Com-
munity Health – Commu-
nity Physician Network, the 
integrated, multi-specialty 
physician group at Commu-
nity Health Network, wel-
comes the following provid-
ers: Sarah Curry, M.D., family 
medicine; Megan Gruesser, M.D., pediatrics; 
Joshua Kleutz, D.O., sports medicine; Rachael 
Meadows, M.D., pediatrics; Tara Myers, M.D., 
endocrinology; Evan Schiffli, M.D., internal 
medicine; and Daniel Weed, M.D. oncology. 
For more information about these physi-
cians or about Community Health Network, 
visit eCommunity.com/physician or call 800-777-7775.

Barrington names director of plant operations – Jarred 
Richardson has been named director of plant operations for 
The Barrington of Carmel, a new life-care senior living com-
munity scheduled to open in November. Richardson brings 
more than a decade of experience working at The Bar-
rington’s sister community in Texas. He also brings enthusi-
asm and expertise in management to his new role.

Curry Gruesser Kluetz Meadows

Myers Schiffli

Weed

Farmer
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Funeral home names new vice presi-
dent – Flanner 
and Buchanan Fu-
neral Centers has 
announced that 
Carmel resident 
Maureen Lindley 
has been promoted 
to Vice President of 
Marketing for the 
company. She was 
previously Director 
of Marketing; the title she’s held since July 
2012. She joined the company in March 
2009. Her primary responsibility at Flan-
ner and Buchanan is to build relationships 
and educate people in the community 
regarding funeral and cemetery planning. 
She has lived in Carmel for 15 years with 
her husband and three sons.

Business Talk

The Loft Restaurant
Farm to Table

Brunch, Lunch, & Dinner

TRADERSPOINT
CREAMERY

fresh. simple. organic.

TradersPointCreamery.com
9101 Moore Road, Zionsville | 733-1700

The Roost
private & corporate events

Host your events         on our farm!
up ThE LAddER

Darland hired as Director of Business Devel-
opment – UN Communi-
cations Group welcomes 
Lori Darland as Director 
of Business Develop-
ment. Her responsibilities 
include exploration of 
new client relationships 
as well as building on the 
services offered to es-
tablished clients. Prior to 
joining UN Communica-
tions Group, Darland worked for more than 20 
years in the print industry. Darland has a pas-
sion for and success with nonprofit organiza-
tions, working to align their graphic image with 
their mission and vision. UNC Group is proud to 
be a certified Woman-Owned Business Enter-
prise (WBE) and a member of the National As-
sociation of Women Business Owners.

Darland Lindley

I have always had a soft spot in my heart for 
veterans. I can easily relate as I have several 
relatives who served in World War II, and oth-
ers who fought in Vietnam and Iraq. 

It is hard to believe how quickly the World 
War II vets are vanishing. 

“Now in their 80s and 90s, we 
lose one every two minutes – at a 
rate of just over 600 a day,” accord-
ing to the U.S. Veterans Adminis-
tration. “By 2036, it is estimated 
there will be no living veterans of 
World War II left.”

I had the privilege to meet an-
other of the living heroes on July 4. 
You know who they are. They wear 
the caps that tell a bit of their his-
tory – whether it be a Pearl Harbor 
veteran, a survivor of the USS In-
dianapolis or an Infantry Division soldier. As I 
turned down the meat aisle in Kroger that day 
to buy my brats I saw him. His cap said World 
War II Medic. 

His name was Tom. After I thanked him for 
his service, his sad look turned into a smile (as 
if saying “someone remembers!”). We talked 
for a long time as he freely and proudly told 
me of his amazing experiences as a medic on 
overseas duty. He shared the stories as if they 
had just happened yesterday. 

Tom’s wife has passed away. He’s alone now. 
He told me he’d still like to work, but said, 

“They don’t want old men like me anymore.” 
He wasn’t really bitter; he just smiled and 

seemed resigned to the fact. As I was driving 
home I was reminded of all the veterans out 
there, including those who served in Vietnam, 
Korea and now Afghanistan and Iraq. Today 
many of the men and women who served in 
Afghanistan and Iraq are returning home to 
face unemployment. These are people with in-
credible skills in so many areas. They are dis-
ciplined and have learned the art of leadership 
and working as part of a team. 

The U.S. Department of Labor estimates 
that the military discharges 160,000 active 
service members and 110,000 Reserve and 
National Guard members annually.

Statistically, about 32,000 of those veterans 
will join the ranks of nearly 1 mil-
lion veterans already unemployed.

Time magazine noted in the 
March issue that for new veter-
ans aged 18-24, the unemploy-
ment rate averaged 20.4 percent in 
2012, more than 5 percent higher 
than the average among non-vet-
erans aged 18-24. Young veterans 
are entering the workforce with 
far more skills and experience 
than their civilian peers. Logically, 
they should be employed at higher 
rates, not lower. 

Many vets say they struggle to market them-
selves. Employers sometimes have trouble un-
derstanding how to transfer these military 
skills to the domestic workplace. Then there 
are the stigmas – those who believe veterans 
won’t make good employees due to physical or 
psychological disabilities. 

Congress and local officials have made some 
progress in breaking down some of the barri-
ers, but we business people need to help alle-
viate this epidemic. I have a lawyer friend who 
specializes in franchising and small business. 
My skills are media, marketing and public re-
lations. Together we intend to put together a 
plan to offer some of our services to help vet-
erans get started again. We feel it’s our duty. 

Think about what you can do. 
If nothing else, next time you see a veteran 

thank him or her for their service. In my case, 
I made a new friend. Thanks again, Tom. 

Jon Quick is President of the Carmel-based marketing and 
public relations firm, Absolutemax! You can reach him at 
jon@absolutemaxpr.com. He is a former 25+ year executive 
manager at both CBS and Emmis Communications.

Thanks for your service, Tom

Jon Quick
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Coming Jan. 21 in Current,
the debut of Tables,

a dining guide for
Hamilton and Boone counties

… and beyond.

For advertising information, please
e-mail tables@youarecurrent.com

or call 489.4444.

Business Crime Watch

By the numbers

Date Business Address Description

8/26/13 Marsh 2140 E. 116th St. Criminal Mischief

8/27/13 Granite City Food and Brewery 150 W. 96th St. Theft

8/29/13 Carmel Health  
and Living Community 118 Medical Dr. Theft

8/29/13 Meijer 1424 W. Carmel Dr. Theft

8/31/13 The Monon Community Center 1195 Central Park Drive West Theft

9/4/13 AdvantaClean 10920 Songbird Ln. Fraud/Deception

9/4/13 Target 10401 N. Michigan Rd. Theft

9/4/13 Revolution Eyes 14250 Clay Terrace Blvd. Theft

9/6/13 Cheng Xin Corporation 1370 S. Range Line Rd. Fraud/Deception

9/7/13 Goodwill 10491 N. Michigan Rd. Theft

9/9/13 Indiana Farmers Mutual Ins. 220 W. 106th St. Criminal Mischief

9/13/13 Goodwill 10491 N. Michigan Rd. Theft

9/13/13 Target 10401 N. Michigan Rd. Theft

9/14/13 Double Tree Guest Suites 11355 N. Meridian St. Theft

BREAKiNG iT doWN

Hoosier jobs  
of tomorrow

The 10 fastest growing, high-
wage jobs of the future

1. Physician and Surgeon 
$160,451

2. Registered Nurse $57,034
3. Physical Therapist $76,627
4. Dental Hygienist $65,707
5. Computer Software 

Engineer $72,197
6. Postsecondary Teacher 

$60,237
7. Plumber $50,856
8. Pharmacist $110,053
9. Operating Engineer 

$49,920
10. Medical Services 

Manager $75,691
Source: Indiana Department 

of Workforce Development

The fastest growing privately-held Indiana companies 
Company industry city revenue

1. BidPal Business services, Indianapolis, $10.2 million 
2. Onsite OHS Health, Princeton, $33.2 million
3. Ticketracker Software, Anderson, $2.5 million
4. Advocate Merchant Solutions Financial Services, 

Fishers, $3.7 million
5. SiiBER Retail, Fort Wayne, $2.5 million

Source: INC. 5000

Indiana employers making operational 
changes because of Obamacare
Action: Limited work hours for graduate 
assistants

Employers: Ball State University
Action: Limited hours for adjunct faculty

Employers: Ivy Tech 
Action: Cut hours for instructional aides

Employer: Eastbrook Community Schools, 
Madison Schools, Perry Central School 
Corp., Shelbyville Schools, Speedway 
Schools, Fort Wayne Schools, Greencastle 
Schools, Hancock Madison Shelby 
Educational Services, Zionsville Schools, 
Northwestern Schools, Taylor Schools, 
Richland-Bean Blossom Schools, Eastern 
Greene Schools, 

Action: Capped part-time workers’ hours 
Employers: Hancock County, Morgan 
County, Clay County, DeKalb County, Floyd 
County, Highland, Indiana University, 
Kosciuosko County, Lakeview Christian 
School, Madison-Grant United School 
Corp., Marshall County, Starke County, 
Wolfe’s Auto Auction, Eminence Schools, 
Lafayette Schools, Martin County, Eastern 
Hancock Schools, Fayette County, Gibson 
County, Tipton County, Vigo County 
Schools, White River Valley Schools, 
Crawford County, Vanderburgh County, 
North Putnam Schools, Delaware County, 
Northwestern Schools, Putnam County

Source: Investor’s Business Daily 

Lawyers were asked, “Which of the following practice 
areas, if any, will offer the greatest revenue generation 
opportunities for your law firm in the next two years?” 
Their responses:

1. Litigation 59%
2. General business/commercial law 31%
3. Healthcare 14%
4. Bankruptcy/foreclosure 8%
5. Labor and employment 7%

Source: Robert Half Legal

Healthcare conundrum

Like a rocket

Law firm revenue

Find us online for our newsletters and blog:
www.SomersetCPAs.com

Somerset CPAs is an accounting and consulting �rm that is passionate about 
the success of our clients, employees, community and profession. Our teams of 
industry specialists will work with you to help you achieve and surpass your 
�nancial goals.

- Architecture/Engineering
- Agribusiness
- Construction
- Dealerships
- Dental

- Entrepreneurial
- Enterprise Valuations
- Health Care
- Manufacturing & Distribution
- Real Estate

3925 River Crossing Parkway, Third Floor  |  Indianapolis, IN 46240  |  317.472.2200  |  info@somersetcpas.com

Selected #1 
“Best Places of Work” 

by the 
Indiana Chamber 

of Commerce

+ Passionate
about your

Success
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Get your card in front of more than 105,700 households in Hamilton County! Call Dennis O’Malia @ 370-0749 for details

Hamilton County Business Contacts

SAVE
THIS AD
AND GET

YOUR
BONUS!

 FULL-BODY FITNESS
Personal Training

 www.fb�tness.com

Call Cindy Today for New Client Specials
(317)250-4848
10 years of making YOUR weight loss goals happen!

You WILL gain the knowledge
and SEE and FEEL the RESULTS.

SAVE
THIS AD
AND GET

YOUR
BONUS!

It's time to do this.  It's your time.  Call Today.

KELLEY GREEN
Lawn & Landscape

Frank Kelley, Owner

317-KG-LAWNS
5 4 5 - 2 9 6 7

frankkelley@kelleygreenlawn.com
www.KelleyGreenLawn.com

Family owned - Carmel/West�eld based
2011 & 2012 Angie’s List Super Service Award winner
Fully insured - FREE ESTIMATES
Discounts on high quality paints

WALLA INTERIOR PAINTING

• walls
• ceilings
• trim
• drywall repair

wallapainting@gmail.com
317.656.7045

Most rooms $150 to $185
for two coats and patching

BANKRUPTCY
In most cases, you can protect

your home & car!
Get rid of most debts!

FREE CONSULTATION
Attorney F.A. Skimin | Indianapolis

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

(317)846-5554
shepherdins.com

www.ductz.com   317.773.9831

Duct Cleaning & Dryer Vent Cleaning

DUCTZ of Noblesville/Carmel

Mention this 

ad & get 10% 

off any service 

www.TopShineWindowCleaning.com

Commercial/Residential • Gutter Cleaning
Fully Insured • Free Estimates

Save 15% o� (O�er expires 10-31-13)

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.

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

“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 10/31/13.

Since 1993

848-7634
www.centennialremodelers.com

Insurance Specialist
Storm Damage

ROSE
  ROOFING

ROOFING • SIDING • WINDOWS

Member
Central Indiana

LICENSED
BONDED
INSURED



Jeff Johnson
jjohnson@shepherdins.com

Your right choice for
business insurance

The right attitude
The right solutions

The right agent

SHEPHERD
I NSURANCE & F INANCIAL

S E R V I C E S

317.846.5554  |  shepherdins.com

Your local independent insurance agent


