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Allegient provides business and IT consulting solutions to help organizations accelerate 
business objectives. The company includes tenured consultants from Fortune 500 
organizations with combined experience of more than 35 years. 

It is the No. 1 provider of Microsoft SharePoint Solutions and the only SharePoint Services 
Ready MS partner in Indiana. Each client is provided with a tailored project portal, where they 
can log in and have access to status updates and project documents at any time. The practice 
has improved communications, project management and streamlined delivery timelines and 
supports the company’s rule of “no surprises” for the client.

The company saw 25% revenue growth between 2009 and 2010 and expects additional 
growth of 22% for 2011. 

The company has sponsored the Indianapolis Zoobilation for more than five years and is 
partnering with TechPoint Foundation in 2011 to provide technology workshops for 
underprivileged students at Arsenal Tech High School.

Allegient

Gregg Gallant, president
Current leadership since 2001 
Founded: 2001
Location: Indianapolis
Primary business: information 
technology
Sites in Indiana/elsewhere: 1/0
www.allegient.com

At A glAnCe:

AMD Lasers, the world’s leading dental laser company, has pioneered laser technology that is 
now being utilized in 100 countries. Heart disease and strokes have been clinically linked to 
periodontal disease, a disease that is treatable with the Picasso line of soft-tissue lasers, 
created by AMD Lasers. 

With a culture of “give back now – not later,” AMD Lasers began donating lasers within six 
months of the product launch to missions in South America, monasteries in Greece, dental 
schools, universities and dental health clinics around the world free of charge. 

Through innovation, AMD was able to reduce the average cost of a soft-tissue laser from 
$15,000 to $2,500. The company is also the only manufacturer in the industry to offer a wide 
array of educational solutions to clinicians, including an interactive iPad app. 

The company saw revenue growth of 49% in 2010 and expects an 83% growth in revenue 
and a 140% increase in employees in 2011.

AMD lasers, llC

Alan Miller, president and CEO
Current leadership since 2008
Founded: 2008
Location: Indianapolis
Primary business: laser manufacturer
Sites in Indiana/elsewhere: 1/1
Full-time equivalent employees: 15 in 
2010; 36 expected in 2011
www.amdlasers.com

At A glAnCe:

When Automatic Pool Covers (APC) President Michael Shebek saw an opportunity to fill a need 
in the pool business, he jumped on it.

Initially opening CoverCare, Inc. in 1997, Shebek knew that all pool cover manufacturers were 
located west of Utah. Because of the distance, it took his competitors two weeks to manufacture 
and deliver covers to Indiana and another week to schedule and install each cover.

Being located in Indiana, Shebek’s company would distribute the cover and install it in less 
than 48 hours, while also eliminating some shipping costs. In 2000, Shebek purchased APC 
and converted the business from a distributor to a complete pool cover system manufacturer 
three years later. Because of the business structure, the company barely felt the impact of the 
economic downturn, despite the industry producing 75% fewer pools over the time period.

The company is building a 50,000-square-foot manufacturing facility in Westfield, expected to 
be completed in late 2011.

Automatic Pool Covers, Inc.

Michael Shebek, president
Current leadership since 2000
Founded: 1978
Location: Fishers
Primary business: recreational goods 
manufacturing
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 23 in 
2010; 28 expected in 2011
www.automaticpoolcovers.net

At A glAnCe:
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Bostech is in the game of innovation. The company has created two technology solutions for 
organizations in the health care, energy, manufacturing, retail and distribution industries. 

The first, ChainBuilder, is used to connect disparate IT systems within an organization’s 
workflow to increase efficiency. The second, hc1.com, is a cloud-based solution that allows 
health care companies to securely monitor, track and analyze key activities associated with 
health care professionals to maximize quality of care while addressing regulatory mandates. It 
is an easy-to-use, intuitive and HIPAA-compliant solution. 

A large part of Bostech’s marketing strategy has been focused on building the company and 
hc1.com brands as a “thought leader.” The company has created a product advisory group to 
provide guidance on the effectiveness of the solution and insight into the industry. 

Bostech is led by CEO Brad Bostic, recognized as one of the state’s top business leaders under 
age 40. Bostic was instrumental in the launch of ChaCha, the widely used text messaging 
mobile answering service.

Bostech

Brad Bostic, founder and CEO
Current leadership since 1997
Founded: 1997
Location: Indianapolis
Primary business: information 
technology
Sites in Indiana/elsewhere: 1/1
www.bostechcorp.com

At A glAnCe:

A company that boasts clients such as Indiana Members Credit Union, Andretti Autosport, 
ChaCha, Purdue Research Foundation and more has reason to celebrate. It’s not surprising 
that Axia Technology Partners saw revenue growth of more than 1,000% between 2009 
and 2010. 

Axia provides nationwide customized communications solutions and is a progressive leader in 
the technology services world. The company offers comprehensive solutions that cover a wide 
variety of telecom needs. The Axia Advantage Phone System, a telephony solution and one of 
the company’s keys to success, exceeds the technological capabilities of competitors at one-
third of the price.

The technology that Axia offers saves customers 38% on average on monthly data and voice 
charges and increases the value, resiliency and strength of networks. The company was 
started from scratch with no leads, customers, outside capital or existing base and plans to 
double its employee count in the next two years.

Axia technology Partners

Jason Ross, managing partner
Current leadership since 2008
Founded: 2008
Location: Indianapolis
Primary business: information 
technology
Sites in Indiana/elsewhere: 4/0
Full-time equivalent employees: 11 in 
2010; 16 expected in 2011
www.axiatp.com

At A glAnCe:

Experience is No. 1 for BlueSky Technology Partners. Though the company has only been in 
operation since 2006, employees are industry veterans and respected subject matter experts in 
the field of e-commerce consulting. 

Initially, BlueSky was purely an e-commerce consultancy firm. The company added a software 
reselling component to the business, which bolstered larger and more frequent business 
opportunities. Technology is the core of the business and a major portion of what BlueSky does 
is software development and extending technology to meet the clients’ requirements. 

Employees are another true key to the success of the company. BlueSky goes out of its way to 
continually recruit and retain talented employees. The company also strives to provide an 
environment and culture conducive to retaining employees with a passion for e-commerce and 
software development. The culture encourages a healthy work-life balance, teamwork, 
flexibility, quality, integrity and respect.

BlueSky technology Partners

Todd Irwin, CEO
Current leadership since 2006
Founded: 2006
Location: Noblesville
Primary business: information 
technology
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 27 in 
2010; 38 expected in 2011
www.blueskytp.com

At A glAnCe:
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Bottom-Line Performance (BLP) started out as a two-person operation, delivering educational 
services and tailored training services for various clients. Today, it has 19 employees and 
revenues have grown 138% over the past five years. Clients include Eli Lilly and Company, Roche 
Diagnostics, Cummins, Ingersoll-Rand, Dow Agrosciences, the NCAA and NxStage Medical. 

Growth in the company occurred for several reasons. For one, the company switched from a 
sole proprietorship to a corporate model. BLP also explored the technological advances that 
other consulting companies ignored. Instead of sticking with instructor-led, print-based 
training, BLP became a leader in eLearning solutions and uses multi-platform mobile solutions 
for learning. 

Taking the technology to the next step, BLP began new preparations for learning games, the 
next trend in eLearning. BLP built a game engine that can be customized to suit the needs of 
individual clients. The engine has a trademark pending and will be ready for commercial launch 
by the end of 2011.

Bottom-line Performance, Inc.

Sharon Boller, president
Current leadership since 1998 
Founded: 1998
Location: New Palestine
Primary business: educational services
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 19 in 
2010; 23 expected in 2011
www.bottomlineperformance.com

At A glAnCe:

If you’ve got messes, Ciocca’s, Inc. is the company to call. The full-service janitorial and 
restoration firm offers a full line of standard and “green” products for clients and provides 
carpet cleaning, air duct cleaning, window cleaning, tile maintenance, construction clean-up 
services, water, fire and storm damage restoration and bio-hazard clean-up services. The 
services are available 24 hours a day, seven days a week for emergency service with a one-
hour response time. 

Making the service unique to the industry is the wide array of updated technical devices, 
including laser partial scanners, thermal imaging cameras, non-penetrating moisture meters, 
CO2 monitors and more. Customers are also privy to an online communication system for 
immediate response from the company. 

Ciocca’s has seen consistent revenue and employee growth in recent years. In-house 
advancement opportunities are available to all employees.

Ciocca’s, Inc.

Chica Ciocca, owner/president
Current leadership since 1997
Founded: 1997
Location: Fort Wayne
Primary business: waste management 
and remediation services
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 75 in 
2010; 85 expected in 2011
www.cioccas.com

At A glAnCe:

“If you’re not moving forward, you’re falling behind” is the mantra of DeKALB Molded Plastics. 
DeKALB is a custom injection molder and manufacturer of recreational goods and focuses on 
best practices and continuous improvement in the workplace. 

When current president Rick Walters came on board in 2007, his mission was to transform the 
company – not an easy task in the economic climate at that time. Walters and the team 
devoted lean continuous improvement time to the development of a strategic plan that would 
focus the company during the recession and for the years to come. 

An initiative in 2008 was centered on teamwork; a focus on operation efficiencies through 
hiring manufacturing consultants furthered the mission; and in 2009, a marketing consultant 
led the company’s efforts in establishing DeKALB as a unique structural foam manufacturer. 

DeKALB was honored recently by PlasticsNews for the Excellence Award in customer relations.

DeKAlB Molded Plastics

Rick Walters, president
Current leadership since 2007
Founded: 1979
Location: Butler
Primary business: recreational goods 
manufacturing
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 55 in 
2010; 91 expected in 2011
www.dekalbplastics.com

At A glAnCe:
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A wide array of services from Diversified Marketing Strategies (DMS) lends the company an 
edge over the competition. From promotional specialties, online marketing, event planning, 
public relations or business-to-business publishing, DMS offers the knowledge base of 
employees with years of experience in their chosen fields. 

The woman-owned company saw revenue growth of 19% in 2010. It expects growth and a 
significant increase in employees in 2011.

DMS has created several annual events, including the Midwest Smokeout – the largest cigar 
show in the Midwest, bringing together visitors from 18 states and three countries. Through 
vendors such as international cigar makers, national liquor brands and luxury manufacturers, 
the event attracted over 1,500 attendees in 2010. It garnered the company various awards for 
marketing effectiveness. Other events include the Beyond Safety Expo, as well as The Big 
Schmooze, which benefits the United Ways of Lake and Porter counties. Another success has 
been the company’s statewide business magazine, Building Indiana News.

Diversified Marketing Strategies

Andrea Pearman, president
Current leadership since 1993
Founded: 1993
Location: Crown Point
Primary business: advertising, public 
relations and related services
Sites in Indiana/elsewhere: 3/0
Full-time equivalent employees: 12 in 
2010; 18 expected in 2011
www.3dms.com

At A glAnCe:

It’s no secret that the economic recession impacted the recreation vehicle industry particularly 
hard. For Dicor Corporation, a manufacturer and distributor of proprietary products to the RV and 
related transportation industries, a hit to revenues and employee growth was not avoided in 2008. 
However, the company returned to peak levels in 2010 and expects continued growth in 2011. 

One reason for the expected growth in 2011 is the addition of a new affiliate, Vixen 
Composites. Vixen is introducing a flat composite panel technology, which is a lighter-weight, 
seamless exterior wall panel that is designed and fabricated by a continuous manufacturing 
computer-controlled machine. The computer-operated machinery also mitigates 90% of the air 
emissions that would have been emitted without the technology. 

Dicor has partnerships with other affiliates as well. Some of the company’s most pivotal 
moments came when those affiliates were acquired by Dicor, including Carlisle Syntec, which 
develops rubber membrane roofing for the RV industry, and United Shade, which specializes in 
window shades.

Dicor Corporation, Inc.

Gregg Fore, president
Current leadership since 1996
Founded: 1984
Location: Elkhart
Primary business: wholesale trade
Sites in Indiana/elsewhere: 3/0
Full-time equivalent employees: 88 in 
2010; 105 expected in 2011
www.dicor.com

At A glAnCe:

There’s a reason that food products produced by various companies throughout the world are 
considered safe for consumption – microbiology food testing. DonLevy Laboratories, with 
customers such as Quaker, Pepsi, White Castle, Karo Syrup, Hormel and almost 500 more, 
works to ensure that its clients’ products are safe for distribution and consumption through 
chemical and microbiology food testing. 

Part of the success at DonLevy Laboratories is due to the company obtaining an ISO 17025 
accreditation in 2010. Because of the accreditation, DonLevy Laboratories launched a new 
marketing strategy and is able to target larger clients and those with more specific testing 
requirements.

The company saw a 22% increase in revenue and 20% employee growth in 2010 and expects 
to add about 20 more employees in 2011. DonLevy Laboratories attributes an increased 
investment in properly trained employees and updated technology to the company’s growth 
and success.

Donlevy laboratories

Timothy DonLevy, president
Current leadership since 1993
Founded: 1993
Location: Crown Point
Primary business: scientific and 
technical services
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 84 in 
2010; 103 expected in 2011
www.donlevylab.com

At A glAnCe:
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It’s no fun needing a product that no one manufactures, such as over-sized sunglasses and 
optical glasses. Often, larger men are left without options when it comes to eyewear. Now, 
thanks to Rico Elmore and Fatheadz, Inc., that void in the ophthalmic product world has 
been filled. 

It wasn’t easy for Elmore, who had the design of over-sized frames, but initially couldn’t find an 
engineering firm that would produce the glasses. After hiring a product-engineering company 
and manufacturer that would turn the idea into a product, patent lawyers informed Elmore that 
he couldn’t patent the size of the glasses, only the design. 

However, that didn’t stop the company. In 2010, Fatheadz introduced 24 new styles of glasses. It 
also contracted with Walmart Vision Centers to sell a full line of products both online and in stores. 
Customer loyalty and the number of repeat sales are directly related to the fact that the market was 
previously untouched. In 2010, revenue growth was over 1,000% and employee growth hit 133%.

Fatheadz, Inc.

Rico Elmore, founder and CEO
Current leadership since 2004 
Founded: 2004
Location: Brownsburg
Primary business: ophthalmic product 
manufacturer
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 7 in 
2010; 12 expected in 2011
www.fatheadz.com

At A glAnCe:

A company that works to help other companies with human resources management and 
consulting services, FlashPoint, Inc. has also recently gone through strategic changes of its 
own. Changing its business model and becoming certified as a Women’s Business Enterprise 
over the last year has enabled revenue and employee growth, making it one of the largest HR 
consulting companies in the state. 

With clients such as Rolls-Royce, Roche Diagnostics, Vera Bradley, Midwest ISO, Indianapolis 
Airport Authority, Indianapolis Symphony Orchestra and more, FlashPoint is growing significantly. 
To best meet those needs, the company has introduced new technologies and software to 
improve client relationships and project management.

New client business doubled between 2009 and 2010 and FlashPoint now serves hundreds 
of clients across Indiana and the Midwest. FlashPoint also facilitates a monthly strategic HR 
peer group. The members of that group are educated on key aspects of HR and help share 
solutions.

FlashPoint, Inc.

Krista Skidmore and Andrea Cranfill, 
principals
Current leadership since 2002
Founded: 2002
Location: Indianapolis
Primary business: human resources 
management consulting
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 14 in 
2010; 20 expected in 2011
www.flashpointhr.com

At A glAnCe:

Formstack puts online forms (i.e. surveys, contact forms, event registrations and more) into 
“laymen’s terms” for its list of clients, including the town of Fishers, Fox Networks, Grammy 
Foundation and Angie’s List. Clients can develop, design, create and manage online forms 
using little or no HTML coding or programming, making it much easier for companies to 
market and sell their products, obtain customer feedback and communicate with customers.

By using cloud-based technology, Formstack enables small businesses to complete their 
organizational and data collecting needs. 

In 2009, the company identified a niche trend for its forms in the social media space, creating 
formspring.me to make the process easier. In the first 45 days of service, the company saw 
more than one million users sign up. The new company was spun off and today has more than 
20 million users, under the direction of Formstack founder Ade Olonoh. New Formstack CEO 
Chris Byers and his team generated more than 100% revenue growth in 2010.

Formstack

Chris Byers, CEO
Current leadership since 2010
Founded: 2006
Location: Indianapolis
Primary business: computer systems 
design and related services
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 8 in 
2010; 15 expected in 2011
www.formstack.com

At A glAnCe:
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High Performance Alloys (HPA), a manufacturer and distributor of specialty alloys for extreme 
environments, has seen various technological changes throughout the years, making it the 
successful company it is today. 

One pivotal moment came in 1994 when HPA started to operate a radial forge, which efficiently 
processes small quantities of special materials – making it the smallest company to operate 
the machine and affording the company the capability to add a secondary production line. 

Another technological change occurred in 2008, when HPA added an open die forging press, 
which allowed the addition of new services to complement the existing ones. New waterjet 
cutting equipment also contributed to the ability to add services for clients. The technological 
advancements and experienced staff helped the company bounce back in 2010 as HPA experienced  
37% revenue growth that year. The company expects 22% revenue growth in 2011.

High Performance Alloys

Jeff Kirchner, president
Current leadership since 2010
Founded: 1984
Location: Windfall
Primary business: metal manufacturing
Sites in Indiana/elsewhere: 2/0
Full-time equivalent employees: 38 in 
2010; 39 expected in 2011
www.hpalloy.com

At A glAnCe:

According to General Sheet Metal Works (GSMW), “there is nothing sexy about what we do. 
But we are big enough, fast enough and fearless enough to help our customers capture huge 
chunks of market share in a hurry.” The third-generation, family-owned contract metal 
fabricating company has invested $13 million in technology to enhance a traditional industry. 

For GSMW, no problem has proved too great. When one of its largest customers – accounting 
for 90% of the company’s sales – closed a plant in 1993, GSMW became the largest parts 
supplier for the customer. During the economic recession, revenue slumped in 2009 but the 
company responded a year later with 61% growth.

Innovation is a large part of the company’s success. Examples include developing a technique 
for consistently rolling a perfect ellipse for recycling containers in Chicago’s Millennium Park to 
developing a reliable and fast process for aluminum welding to fill an emergency order from a 
military supplier.

general Sheet Metal Works

John Axelberg, president
Current leadership since 2005
Founded: 1922
Location: South Bend
Primary business: sheet metal 
fabrication and manufacturing
Sites in Indiana/elsewhere: 1/1
Full-time equivalent employees: 134 in 
2010; 160 expected in 2011
www.gsmwinc.com

At A glAnCe:

While many companies were scaling back in 2009 and 2010, Home Health Depot was 
expanding through the services it offers and the number of facilities it owns. 

The provider of home medical, rehabilitation, mobility and respiratory equipment acquired Rite 
at Home Healthcare, an e-commerce and catalog company, and expanded operations to 
Lafayette, Illinois and Michigan in 2010. The company’s revenues have consistently doubled 
for the past three years, and it expects 100% revenue growth in 2011. 

Home Health Depot has the largest number of Adaptive Technology Professionals and Certified 
Aging in Place Specialists in Indiana on staff.

Home Health Depot is also passing on its success to others in the community. In 2010, the 
company CEO and president traveled to Oregon to donate and deliver much needed home 
medical equipment to Bill Johnson, the first American to win a gold medal in downhill skiing 
(during the 1984 Olympics), who was severely injured in a skiing accident and is now disabled. 

Home Health Depot

Nathan Feltman, president
Current leadership since 2004
Founded: 1998
Location: Indianapolis
Primary business: health care and 
social assistance
Sites in Indiana/elsewhere: 8/5
Full-time equivalent employees: 119 in 
2010; 139 expected in 2011
www.hhdepot.com

At A glAnCe:



46 BizVoice/Indiana Chamber – September/October 2011

Indiana Companies to Watch

In an effort to reduce medication errors, waste and cost, In Touch Pharmaceuticals launched its 
fully automated pharmacy in 2004 and targeted the “short cycle” of dispensing pharmaceuticals – 
sending three to seven-day cycles to patients, as opposed to the traditional 30-day supplies. 

Due to the company’s idea to target that niche, In Touch Pharmaceuticals is now poised to 
sustain its growth after federal health care reform mandated that all long term care pharmacies 
dispense brand name medication in 14-day-or-less quantities to decrease waste and cost.

The company developed its own software, including a document management system that 
stores and tracks all incoming physician orders.

In 2010, revenue growth was at 174% due to an increase in the customer base and number of 
facilities served through the company. In Touch Pharmaceuticals acquired Freedom Pharmacy 
in 2010, a company that was owned by one of the largest nursing home chains in Indiana. 
Employee growth was at 141% that year to handle the acquisition and growth in the company. 

In touch Pharmaceuticals, Inc.

Rick Rondinelli, president and CEO
Current leadership since 2004
Founded: 2004
Location: Valparaiso
Primary business: health care and 
social assistance
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 145 in 
2010; 143 expected in 2011
www.intouchpharma.com

At A glAnCe:

Indigo BioSystems, Inc. is a provider of scientific data management, data integration and 
automation solutions for research and clinical diagnostics laboratories. 

The company has developed a product known as ASCENT™, which has the potential to 
change the way clinical diagnostic laboratories work. With an industry push to do more tests 
with fewer personnel and rapid turnaround time, Indigo has used mass spectrometers as 
instruments that deliver more accurately, faster and at a lower cost. The ASCENT™ product is 
automated and designed to perform more than clerical tasks, taking on sophisticated duties 
with embedded intelligence delivered at fast speeds.

Two of the largest clinical diagnostic lab companies in the United States use the ASCENT™ 
technology, including AIT Laboratories, headquartered in Indiana. The technology that Indigo 
uses is protected by 16 patents and various trade secrets. 

Indigo expects a 307% revenue increase in 2011.

Indigo BioSystems, Inc.

Raul Zavaleta, CEO
Randy Julian, president and founder
Current leadership since 2011 
Founded: 2005
Location: Indianapolis
Primary business: information technology
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 14 in 
2010; 30 expected in 2011
www.indigobio.com

At A glAnCe:

A manufacturer of carbon fiber composite products, Indy Composite Works, Inc. (ICW) has 
grown in the area of government and military products, medical and sports products and 
commercial components throughout its time in the industry. 

Composites such as carbon fiber can replace plastics and metals in many applications, 
allowing customers to improve overall performance for their end users.

Initially, ICW worked from low volume composite fabrication projects related to the autosports 
industry. In 2007 the company jumped into the high volume production of satellite dishes for 
commercial and military applications, launching the company into a growth mode that enabled 
it to invest in new employees, facility expansion and the acquisition of new equipment and 
assets. Since then, ICW has experienced over 500% sales growth. 

Along with a new senior vice president of plant operations and diversification with the military, 
defense and security vertical markets, ICW expects to see 25% growth in 2011.

Indy Composite Works, Inc.

Greg Strydesky, owner/president
Current leadership since 2005
Founded: 2005
Location: Indianapolis
Primary business: manufacturing of 
carbon fiber composites
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 42 in 
2010; 50 expected in 2011
www.indycompositeworks.com

At A glAnCe:
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When 98% of your revenues are gone, what happens? For Kem Krest, a supplier for automotive, 
aerospace, agricultural and industrial original equipment manufacturers, the company stayed 
afloat with a skeleton crew in 1999 when its main client wanted to try another supplier. The 
client ended up returning in just three months, but Kem Krest leaders realized that they needed 
to attract new customers to ensure that situation was not repeated down the road. 

The company diversified by adding 16 new agricultural customers and expanded the business 
plan to include power sports, heavy duty and aviation customers. Through focusing on the 
fundamentals and keeping the customer first, continually upgrading the technology and 
processes, and investing generously in its people, Kem Krest has been able to roll out its 
model to other large scale manufacturers and increase its business.

In 2010, the company hit close to $100 million for the first time with 29% revenue growth and 
20% employee growth. It expects to bypass that $100 million mark in 2011.

Kem Krest Corporation

Amish Shah, president and CEO
Current leadership since 2008
Founded: 1979
Location: Elkhart
Primary business: wholesale trade 
Sites in Indiana/elsewhere: 3/3
Full-time equivalent employees: 76 in 
2010; 92 expected in 2011
www.kemkrest.com

At A glAnCe:

Jackson Systems, LLC is a contractor-direct HVAC control company that designs, manufactures 
and distributes controls for the heating and air conditioning industries. 

One of the company’s most prominent markets, residential new construction, took a dramatic 
decline in the midst of the recession. Sales of a core product, the HVAC zone control, came 
primarily through that declining market. However, company leaders sought a new direction 
for the product line, developed new products and the efforts paid off – 2010 was the largest 
sales year ever for Jackson Systems. The company experienced 12% revenue growth and 
9% employee growth.

An effort for Jackson Systems in 2010 also included intensifying the company’s focus on 
products that were manufactured in the United States. It is the first company in the industry to 
offer a wireless zoning system that includes wireless communication between the control panel 
and damper in the HVAC control.

Jackson Systems, llC

Thomas Jackson, CEO
Current leadership since 1997
Founded: 1997
Location: Indianapolis
Primary business: wholesale trade of controls 
for the heating and air conditioning industry
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 26 in 
2010; 28 expected in 2011
www.jacksonsystems.com

At A glAnCe:

The Language Training Center, Inc. (LTC) provides language services to help companies overcome 
communication barriers, including language training in English and foreign languages, oral 
interpreting, written translation, cross-cultural training and international business consulting.

With clients such as Eli Lilly, the Ladies Professional Golf Association, Roche Diagnostics, the 
U.S. Forest Service, Federal Bureau of Prisons, Walker Research, the NCAA and FFA, LTC has 
come a long way from when it was founded in 1992. The company expanded and began 
providing translation and interpreting services for clients in 1996, becoming a “one stop shop” 
for language services. LTC President Martin George’s goal was to help Indiana companies be 
more relevant as they worked globally.

A new venture, WeSpeakSports.com, received state and national publicity. The web site allows 
LTC to garner national interest in its language services with significant growth every year. The 
company’s goal is to begin working with the NBA in the coming year.

language training Center, Inc.

Martin George, president
Current leadership since 1992
Founded: 1992
Location: Indianapolis
Primary business: educational services
Sites in Indiana/elsewhere: 1/6
Full-time equivalent employees: 13 in 
2010; 18 expected in 2011
www.languagetrainingcenter.com

At A glAnCe:
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In its 11-year history, Midwest Orthotic Services, LLC (MOS) has been an industry leader 
through innovation and technology in the pediatric orthotic field. A mobile lab allows services to 
be provided at physical therapy clinics, hospitals and patient homes. It has revolutionized the 
team approach to clinical orthotic management. 

Another innovation includes the SureStep line of products, which targets children with low 
muscle tone. The company patented the SureStep SMO orthotic device, which uses an 
extremely thin and flexible plastic to create hydrostatic pressure around the foot and ankle 
complex, firming up the soft tissue and stabilizing the feet.

The company’s decision to sell its products only through other orthotists was a pivotal one. 
While the move resulted in a loss of approximately 70% of existing customers, it created a 
loyalty between Midwest and its orthotic and prosthetic customers that has propelled the 
company to new heights.

Midwest Orthotic Services, llC

Bernie Veldman, certified orthotist, CEO
Current leadership since 2000
Founded: 2000
Location: South Bend
Primary business: provider of custom 
orthotic devices and equipment
Sites in Indiana/elsewhere: 3/3
Full-time equivalent employees: 67 in 
2010; 84 expected in 2011
www.midwestorthotics.com

At A glAnCe:

Miller Consulting Group, Inc. specializes in the outsourcing of complete Computer Aided Design 
(CAD) and provides clients with the staff, training, design services and all associated software 
for their needs. 

Miller is able to serve the client as a single source provider for all CAD, Product Lifecycle 
Management (PLM) and Computer Aided Manufacturing (CAM). When Miller added CAD and 
PLM services in late 2008, the move required a large upfront capital investment. The services 
paid off and the company has increased revenues, added new clients and created new jobs. 

Another piece of what Miller does is provide high-tech, high-paying jobs for recent college 
graduates as a way of giving back to the community. It also provides training for displaced 
workers in several areas, including Fort Wayne. Both initiatives are a way for the company to 
help stem Indiana’s “brain drain” challenge. 

Miller Consulting Group invests 5% of each employee’s annual salary on training and education. 
Projected increases for 2011 are 38% in revenue and 24% for numbers of employees.

Miller Consulting group, Inc.

Dale Miller, president
Current leadership since 1999 
Founded: 1999
Location: Noblesville
Primary business: specialized design 
services (interior, industrial, graphic)
Sites in Indiana/elsewhere: 3/0
Full-time equivalent employees: 85 in 
2010; 105 expected in 2011
www.mcgcad.com

At A glAnCe:

It’s all about the customer for MaddenCo, Inc. The provider of point-of-sale and accounting 
software for independent tire dealers and truck stop service centers such as TireBarn Wheel 
Warehouse and Indy Tire Centers works to provide the utmost in customer service. 

Customers phone the company and ask for a particular person, rather than the “help desk.” 
When customers call, they are not given an option to leave a voicemail – instead, they talk to a 
live person every time. MaddenCo’s support department teaches classes at a users’ 
conference held every 18 months. 

With a switch to “cloud-based” technology in 2001, customers are able to rent space on the 
company’s server to run the software and access secure data. Another pivotal moment 
happened in 2009, when a graphical user interface solution was added to the software, 
making the software easier to use and more similar to what customers are accustomed to 
seeing on their computer screens.

MaddenCo, Inc.

Jay Adams, president
Current leadership since 2008
Founded: 1977
Location: Evansville
Primary business: computer systems 
design and related services
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 18 in 
2010; 20 expected in 2011
www.maddenco.com

At A glAnCe:
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Princeton-based Onsite Occupational Health & Safety, Inc. (OHS) is the only civilian medical 
provider that the United States military is involved with throughout parts of Afghanistan. 

The company provides direct medical care to 21 sites, serving a population of 17,000 United 
States and Foreign National personnel, including contractors providing security, life and mission 
support. Employees are sent all over the world and into austere environments. There, 
employees must manage the complexities of medical surveillance, employee health data, clinic 
visits, immunizations, exams, flu clinics, wellness programs and lab tests. The implementation 
of an electronic medical record system provided an answer for many of those needs. 

One of Kyle Johnson’s goals in starting Onsite OHS was to further advance U.S. economic 
development and recovery. In 2010, Johnson partnered with the city of Princeton to invest in 
the future of the downtown square through the purchase of several buildings. Three new small 
businesses are involved in a business incubator program and pay no rent for the first year.

Onsite Occupational Health & Safety, Inc.

Kyle Johnson, president and CEO
Current leadership since 2008
Founded: 2008
Location: Princeton
Primary business: health care and 
social assistance
Sites in Indiana/elsewhere: 1/25
Full-time equivalent employees: 66 in 
2010; 128 expected in 2011
www.onsiteohs.com

At A glAnCe:

Knowing where the market is heading is a big step in the right direction for any company. For 
MMY Consulting, Inc., an information technology company, understanding the increasing need 
for electronic medical records (EMR) led the company to its work in the health care industry. 

In 2008, the company refocused its efforts on key market segments of the health care and 
government industries. Following those changes, the company identified Google Apps and 
Postini (a Google message security provider) as a potential for success. It is now the only 
enterprise partner for Google headquartered in the state. 

Due to the company’s change in focus, revenues grew 195% in 2009, 51% in 2010 and are 
expected to grow another 91% in 2011. Employee growth has been high as well, increasing 
157% in 2009. A main goal for MMY Consulting is to be a $20 million company by 2014.

Clients include St. Vincent, the state of Indiana, FSSA, IU Health, the Public Employees’ 
Retirement Fund (PERF), the Teachers’ Retirement Fund and more.

MMY Consulting, Inc.

William Monachino, president
Current leadership since 2003
Founded: 2003
Location: Indianapolis
Primary business: information 
technology
Sites in Indiana/elsewhere: 1/1
Full-time equivalent employees: 66 in 
2010; 81 expected in 2011
www.mmyconsulting.com

At A glAnCe:

One Click Ventures started in a one-room home office of husband and wife team Randy and 
Angie Stocklin in 2005. The business, which purchases and operates a network of e-commerce 
web sites, has been driven by a commitment to a “methodical and proactive acquisition model 
and a professional and comprehensive online marketing team.”

The company has been funded to date with personal savings and reinvested profits and remains 
debt-free. Growth has been fueled by an entrepreneurial culture with 10 guiding principles, a 
sophisticated acquisition effort and online marketing. Marketing techniques for each web site 
include paid search, organic search, e-mail, social media and affiliate marketing. 

One Click has acquired and re-launched eight web sites and experienced a total revenue growth 
of over 2,000% since its start. The rapid growth is attributed to the commitment to growing 
the company in Indiana and developing future Hoosier business leaders, as well as the 
company’s innovative strategy that combines acquisitions with online marketing.

One Click Ventures

Randy Stocklin, co-founder and CEO
Current leadership since 2005 
Founded: 2005
Location: Greenwood
Primary business: retail trade of 
e-commerce web sites
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 28 in 
2010; 49 expected in 2011
www.oneclickventures.com

At A glAnCe:
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Cities all across the country are dealing with aging infrastructure problems. Though motorists 
and pedestrians only experience what we can see above ground, RapidView, LLC, is concerned 
with the infrastructure not visible – sewer pipelines.  

RapidView offers high quality and innovative sewer inspection products. One such product is the 
PANORAMO inspection system, which allows RapidView customers to inspect the same amount 
of sewer pipeline with one product that it would take three to five competitor systems to inspect. 

The company’s products keep cities on task with Environmental Protection Agency and Clean 
Water Act responsibilities while lowering operational costs. The products also protect residents 
across the country from natural gas explosions, which can occur when gas lines are bored into 
sewer lines and then leak. RapidView experienced 94% revenue growth in 2010 and expects a 
38% revenue increase in 2011, as well as 27% employee growth. The company plans to open 
two new offices in 2011.

RapidView, llC

Rex Robison, president
Current leadership since 2007
Founded: 2007
Location: Rochester
Primary business: provider of systems 
used for municipal sewer pipeline inspection
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 11 in 
2010; 14 expected in 2011
www.rapidview.com

At A glAnCe:

The principal operation of Retro-Tech Systems, Inc. is the design, engineering and installation 
of energy-efficient lighting systems in commercial and public-use facilities throughout the 
United States.

The company has retrofitted entire church buildings and children’s camps in Indiana and other 
cities around the country free of charge. Paid jobs have included installing energy-efficient 
projects for facilities such as the Department of State and the University of Arizona.

Retro-Tech President/CEO Kurt Minko also understands the value of employing smart, hardworking 
people. “You are no better than the company you keep” is one motto that Minko lives by and 
practices in his business. The company has been able to recover from difficult financial times 
by using open-mindedness and adapting to new ideas, as well as teamwork and motivation. 

The company experienced increases of 32% in revenue and 15% in employee numbers in 
2010 and expects steady growth in those areas in 2011.

Retro-tech Systems, Inc.

Kurt Minko, president and CEO
Current leadership since 1993
Founded: 1993
Location: Valparaiso
Primary business: construction of 
energy-efficient lighting systems
Sites in Indiana/elsewhere: 1/6
Full-time equivalent employees: 122 in 
2010; 140 expected in 2011
www.retrotechsystems.com

At A glAnCe:

Rivera Group, Inc. focuses on delivering information technology services, business processing 
re-engineering solutions, and IT research and development solutions to various federal and 
Department of Defense customers. 

With a client list that includes the United States Army Recruiting Command, the U.S. Army 
Accessions Command, the U.S. Army Human Resource Command, Department of Homeland 
Security, Defense Intelligence Agency and the Centers for Medicaid & Medicare, Rivera Group 
aggressively works on delivering enterprise-level software solutions. 

The executive leadership at Rivera Group is made up entirely of retired veterans who are 
dedicated to continuing their service through the company’s federal IT support. It has obtained 
three small business certifications that allow the federal government and large businesses to 
leverage the organization to meet small business goals – resulting in the growth of federal 
government contracts.

Revenue growth in 2010 was at 25% and the company expects to see growth of 60% in 2011.

Rivera group, Inc.

Joey Rivera, president and CEO
Current leadership since 2002
Founded: 2002
Location: Sellersburg
Primary business: information 
technology
Sites in Indiana/elsewhere: 2/0
Full-time equivalent employees: 45 in 
2010; 71 expected in 2011
www.riverainc.com

At A glAnCe:
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There’s a lot to be said for cost savings that originate from how a company applies its products. 
Thus is the case of Scorpion Protective Coatings, Inc. While its competitors have equipment that 
costs thousands of dollars to apply polyurethane truck bed coatings, Scorpion uses equipment 
that costs just over $100. The company also uses nonhazardous materials for its coatings.

While the truck and trailer market took a major hit at the end of 2008 and throughout 2009, 
Scorpion was able to gain an increase in market share, leading to a record year for the 
company in 2010.

Throughout that time, the company was developing its do-it-yourself retail brand of protective 
coatings, Al’s Liner, which is in line to sign with a major retailer in 2011. The foundation for 
the brand was laid in 2009 and that work paid off in 2010 when the line accounted for $460,000 
in sales. Other new ventures for Scorpion include its Scorpion Window Film, a private label 
window film line, as well as a “heat shield” coating for the recreational vehicle industry.

Scorpion Protective Coatings, Inc.

Clayton Tomasino, CEO
Current leadership since 2008 
Founded: 1996
Location: Cloverdale
Primary business: manufacturing of 
polyurethane coatings and spray systems
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 9 in 
2010; 13 expected in 2011
www.scorpioncoatings.com

At A glAnCe:

For Peter Colan, president of Spin Zone Cycling, each customer is just as important as the 
next. A major part of what Colan and the company does is help customers and residents of 
South Bend improve their health and self-esteem through the hard work of physical exercise, 
weight loss and athletic accomplishment.

Colan started SportCrafters, a cycling accessories manufacturing company, in 1996 with an 
equal partner. Following an initial business plan failure, the partner left on friendly terms and 
Colan quickly executed a strategic change to seize opportunities with new product lines. When 
Colan purchased the company’s current building, it was zoned for light manufacturing in 
addition to offering the opportunity for a retail store. Colan and his wife decided to open Spin 
Zone Cycling, while continuing the success of SportCrafters.

Focusing on the health and wellness of the community is a top priority for the company. Under 
the “Big Loser” program, Spin Zone pays customers for each pound they lose. The company 
also hosts several bicycling events throughout the year.

Spin Zone Cycling

Peter Colan, president
Current leadership since 1996 
Founded: 1996
Location: Granger
Primary business: retail trade and 
manufacturer of cycling accessories
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 6 in 
2010; 7 expected in 2011
www.spinzonecycling.com

At A glAnCe:

A retail residential mortgage banker, Royal United Mortgage, LLC leaders and employees live 
by the vision of “enriching lives in the communities in which we serve.” 

At Royal United, employees are encouraged to fully understand the financial status of customers. 
If it is determined that a loan will not benefit a customer’s financial position, the loan won’t be 
given, as that would be contrary to the company’s values and purpose.

Principles that are valued at Royal United include serving the community in which the company 
exists, becoming part of something larger than the individual and developing those within the 
company to be the best.

It wasn’t an easy start for Royal United – the company was created just prior to the financial 
crisis of 2008. But despite some initial setbacks, the company has received hundreds of 
testimonials from customers praising its loan advisors and the service the advisors provided. 
Royal United has also earned the ranking as the No. 1 provider of loans for home equity 
applicants on the Lending Tree network of lenders.

Royal United Mortgage, llC

Craig Royal, CEO
Current leadership since 2008
Founded: 2008
Location: Indianapolis
Primary business: mortgage lender
Sites in Indiana/elsewhere: 1/6
Full-time equivalent employees: 134 in 
2010; 175 expected in 2011
www.royalunitedmortgage.com

At A glAnCe:
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The years 2008 to 2010 weren’t easy for many companies, especially mortgage and loan 
lenders. 

For Stonegate Mortgage Company, however, those same years saw revenue jump by 430%, 
as well as a loan origination volume that went from $385 million to $740 million. President 
and CEO Jim Cutillo, who attributes the success to the fact that the company did not 
participate in selling sub-prime mortgages, notes, “The secret of success is to have a clear 
vision and a set of core values to which everyone is committed.”

As part of the company’s marketing strategy, Stonegate created TextMyRate.com, which 
provides consumers and real estate agents with free daily rate updates via text message or 
e-mail. The tool was advertised on electronic banners at Conseco Fieldhouse throughout the 
2010-11 Indiana Pacers’ season. The campaign was recognized by the NBA for innovative, 
multi-media based ads at the games.

Stonegate Mortgage Corporation

Jim Cutillo, president and CEO
Current leadership since 2005
Founded: 2005
Location: Indianapolis
Primary business: non-bank mortgage 
lender and loan service
Sites in Indiana/elsewhere: 3/4
Full-time equivalent employees: 137 in 
2010; 185 expected in 2011
www.stonegatemtg.com

At A glAnCe:

Sun King Brewing Co. is in the business of making hand-crafted seasonal and specialty beers. 

As a brewery that doesn’t rely on a distributor, Sun King is able to retain 30% of gross sales 
that typically go to distributors. The company has also been able to buy high-quality used 
equipment, saving hundreds of thousands of dollars in start-up and expansion costs, and it 
chose cans over bottles for its product, trading up-front costs for long-term savings and 
enhanced quality.

The team at Sun King is another part of the company’s success. Included in the leadership are 
a former owner of Royal Foods, a mechanical engineer and two co-owners with more than 20 
years of commercial brewing experience and numerous World Beer Cup and Great American 
Beer Festival medals between them. Also helpful are a logistics manager who used to run a 
beer distributor’s fleet and a quality control tech who was an Eli Lilly chemist. 

The company experienced 129% revenue growth in 2010.

Sun King Brewing Co.

Omar Robinson, president
Current leadership since 2009
Founded: 2009
Location: Indianapolis
Primary business: beverage manufacturer 
of seasonal and specialty beers
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 13 in 
2010; 18 expected in 2011
www.sunkingbrewing.com

At A glAnCe:

STIMULUS Engineering brings engineering services, technology acceleration and business 
consulting services to its clients, including the Naval Surface Warfare Center (NSWC) Crane 
Division, Department of Defense, Penn State University and more. 

The company specializes in strategy; leadership and learning consulting; quality, value and 
systems engineering; electro-optics and lasers; electro-mechanical and electronics systems; 
and software and cyber security. 

STIMULUS works closely with the local community and state leaders, businesses, academia 
and the Indiana defense and security sector. 

When STIMULUS became the prime contractor for NSWC Crane’s seaport contracts, it was a 
turning point for the company. Prior to the contract, the company was only able to gain additional 
revenues through teaming with other firms to provide support on contracts those companies 
owned. STIMULUS realized a 132% increase in revenue in 2010 and expects 85% revenue 
growth in 2011.

StIMUlUS engineering

Timothy Wagler, president
Current leadership since 2008
Founded: 2007
Location: Loogootee
Primary business: scientific research 
and development
Sites in Indiana/elsewhere: 4/1
Full-time equivalent employees: 63 in 
2010; 78 expected in 2011
www.stimulusengineering.com

At A glAnCe:
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“Never give up” is a motto that Team Quality Services (TQS) lives by – and one that helped 
keep it going through some tough times. TQS is a provider of support services to companies 
needing to improve quality within their organization, with customers or with vendors and 
suppliers.

TQS launched its own proprietary software in 2006 called Qnet Manager, which today is an 
industry technology leader. The software takes information concerning customer satisfaction 
measurements and categorizes, prioritizes and logs it through a web-based application for 
customers. Prior to Qnet, engineers had to compile the information manually through e-mails, 
phone conversations and spreadsheets. Qnet does all of that work for the engineer and 
presents the information in an interactive dashboard.

TQS’ next move with Qnet is to launch a new customer interface in which product performance 
is accessed in real-time using smart phone technology. 

team Quality Services

Chris Straw, president
Current leadership since 1997 
Founded: 1997
Location: Auburn
Primary business: administrative and 
support services
Sites in Indiana/elsewhere: 1/2
www.teamqualityservices.com

At A glAnCe:

Tippmann Engineering, Inc. has two main components to its business: Tippmann Design Build, 
which designs and builds cold storage facilities around the country, and QuickFreeze, a patent-
pending system for cooling and freezing food pallets.

The company expects its QuickFreeze system to become an industry standard and the product 
is only available through Tippmann, giving it a distinct advantage over its competitors. 
QuickFreeze can cut the time and energy expense of freezing palletized food products by up to 
50% with no tradeoffs. 

Tippmann Engineering is a small company; however the team of employees has over 100 
years of combined experience in designing and building cold storage facilities. Another bonus 
for the company: It was started through personal savings and financed with customer growth, 
never relying on debt or outside investors. Every owner in the company is a dedicated full-time 
employee, answering only to customers and fellow employees.

tippmann engineering, Inc.

Samuel Tippmann, president
Current leadership since 2006
Founded: 2006
Location: Fort Wayne
Primary business: design build and 
construction of cold storage facilities and 
products
Sites in Indiana/elsewhere: 1/1
www.tippmanneng.net

At A glAnCe:

The Basement Design + Motion, LLC develops, designs and produces high-end contemporary 
web sites, games, motion graphics and animation using the latest software application 
technology to enhance the traditional advertising industry. 

The company values a culture of creativity and employs a group of talented artists, illustrators, 
programmers and business professionals. The Basement is at the leading edge of interactive 
advertising and develops rich media advertising campaigns that help its clients reach their 
customers in a new and engaging way. It was also the first company to apply for and be 
granted incentives from the State Film Commission for media production in the emerging field.

The company’s revenues increased by 32% in 2010 and growth is expected again in 2011.

In 2010, the company founded the MG Collective, which represents over 100 motion graphics 
professionals in the region. Company co-founder and principal Brian Phillips established the 
organization, which focuses on educating the motion graphics and animation industry. The goal 
is to establish the animation industry in Indianapolis.

the Basement Design + Motion, llC

Jacob Leffler, CEO
Current leadership since 2007
Founded: 2007
Location: Indianapolis
Primary business: advertising, public 
relations and related services
Sites in Indiana/elsewhere: 1/0
Full-time equivalent employees: 13 in 
2010; 14 expected in 2011
www.thebasement.tv

At A glAnCe:
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A three-generation, family-owned business, V.F. Garza El Popular has overcome many 
challenges since it was founded by Vicente F. Garza in 1927, just before the Great Depression. 
The company, which today is a manufacturer of authentic Mexican chorizo sausage, gradually 
became the preferred food supplier to the growing Mexican community of Northwest Indiana 
and Chicago. 

When grocery chain stores moved into the region, the company responded by eliminating 
less-profitable items and concentrating on the chorizo sausage, made to Vicente F. Garza’s 
original recipe. Today, the chorizo is made in the Garza family’s own USDA-approved facility 
using modern, state-of-the art equipment.

El Popular is the No. 1 selling Mexican chorizo sausage east of the Rocky Mountains and it can 
also claim the “oldest Mexican family owned” company title in the Midwest. The company also 
holds several trademarks and registrations, including three brand names and logo designs. Clients 
include Wal-Mart Super Centers, Kroger, Meijer, Jewel, Dominick’s and Aldi.

V.F. garza el Popular

Edward Garza, president
Current leadership since 2002
Founded: 1927
Location: East Chicago
Primary business: manufacturer, 
distributor, wholesaler of authentic 
Mexican chorizo sausage
Sites in Indiana/elsewhere: 2/0
Full-time equivalent employees: 15 in 
2010; 18 expected in 2011
www.elpopularchorizo.com

At A glAnCe:

talk business at all. We just talk,” he describes. “We get to know 
the potential employee and their spouse and … who they are 
and what kind of people are they in their heart. Are they good 
people? Are they moral people that, you know, you could 
leave your kids with for a weekend or something? Are they 
that kind of person?”
 The dinner “vetting” has a proven track record.
 “We had taken them out, a guy and his wife … and he sent 
his dinner back. It came back, he sent it back again. He finally 
said, ‘That’s fine, I’ll just order something else.’ Just getting the guy 
dinner was such a problem. And I – you know, I needed somebody. 
I needed somebody bad. All our food was cold by the time his 
got there. Everybody was like, ‘No, no, no,’ ” Veldman recalls. 
 “And I said, you know, ‘I need somebody. I’ll take the guy 
even if he doesn’t work out.’ Sure enough, he’s the guy we had 
to fire for fraud. I don’t think I would ever make the mistake 
again of saying, ‘I’ve got to get somebody.’ I’ll just work 24/7 
until the right person comes along.”

Many hands make light work
 It’s unlikely that any business owner or entrepreneur 
became prosperous entirely on his or her own. Whether it is a 
family member, close friend or networking group, everyone 
needs a little help to become truly successful. 
 “I would say my father is one of my biggest influences. I 
started working with him when I was 10 years old, and he 
produced my work ethic and entrepreneurial spirit, whatever 
you want to call it. He’s definitely the one that taught me the 
most about business,” Robison comments. 
 Tippmann, the youngest of nine boys, also credits his 
family for his success.
 “Most of my brothers – and my father – were all entrepreneurs. 
And watching, learning from their mistakes periodically, it 
really taught me that you have to have a good foundation in 

business,” he acknowledges.
 For Veldman, his spouse is his biggest influence. 
 “She is involved in the business as much as I am. … She 
has backed me with all my crazy ideas. Some of them have 
turned out to be good and others not so great. But she always 
stood there and pushed me to try something new, to see how 
it works and step out on a limb a little bit,” he offers.
 Another group that shouldn’t be left out of the equation, 
according to Fore, is the people he employs. 
 “We had to write something a few years ago for the city of 
Elkhart and one of the questions was, ‘What keeps you doing 
this every day?’ It’s the people who work there,” Fore declares. 
“They are the ones that I derive most of my strength from, 
because we have a responsibility to provide them with normal 
working hours, reasonable wages, acceptable benefits and they 
rely on us to do our jobs so that they can reap the benefits of 
theirs. If we don’t do that for every person, shame on us.”
 That recognition of employees also plays into how the 
panelists will use the CTW designation going forward. 
 “I don’t think any of us do what we do because we think 
it’s going to gain us recognition. The thing it means to us more 
than anything else is it is something that our employees can 
celebrate,” Fore says. “They were part of it (the reason we were 
selected). Nothing would have happened if it hadn’t been for 
the support and the loyalty of them.”
 Veldman used his staff’s input when filling out the CTW 
application. 
 “I was – as I thought of that (question), what it means to 
me – hearing not from somebody on the outside saying I did a 
good job, but the people on the inside saying, ‘This is what 
makes us a Company to Watch, this is what is special about 
our company.’ And these are the people that get up every 
morning and they don’t say, ‘Oh crap, I’ve got to go to work.’ 
They get up and say, ‘Let’s go do it again.’ ”

Chamber Roundtable
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