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Nehemiah to build another 30
east side homes this spring

Farm to table
Trends in sustainable food

By Lavern McNeese
Like Nehemiah of the Bible, Rev. Silas
Johnson saw a distressing situation in his
neighborhood that stirred him to action.
He explained that when the biblical
Nehemiah learned that the protective walls
around Jerusalem had been torn down,
he immediately started the rebuilding
process. He got the king’s permission
irst and then organized, supervised and
encouraged the rebuilding of those walls,
despite some opposition.
Johnson mimicked Nehemiah’s act
shortly after he came to this city to pastor at
Springield’s Calvary Baptist Church some
30 years ago. He started a rebuilding process
on the east side after obtaining community,
government and business support.
In fact, he became so inspired by the
actions of the “prophet” that he named
the church’s community improvement
program Nehemiah Expansion, Inc. He
serves as president and CEO and describes
it as an enterprising venture that enhances
the church’s neighborhood by providing
affordable housing, child care and afterschool activities.
Mostly old dilapidated structures
surrounded the church area, including
drug houses sprinkled through the
vicinity. This makes the area ripe for
crime, he said. So much so that many of
the older church members became afraid
to come out at night.
The neighborhood worsened as
senior members died and their children
moved from the area, leaving neglected
rental property. “It became a bad
situation,” he remarked.
Johnson urged his members to buy
nearby structures which were ixed up and
leased by the church under the business
name of Property Management.
While that action helped to provide
some improved housing, Johnson
noticed that the initial remedy failed to
aesthetically enhance the neighborhood.
“We were just renting and maintaining
those old structures,” he said.
In search of guidance Johnson asked
the Lord, “What do you want me to do
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BUSINESS PROFILE

John Ruby (left) and Kevin Workman of Ruby Electric
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Ruby Electric grows and
changes with the times
By Teresa Paul
Ruby Electric, 341 S. Meadowbrook Road
in Springield, began in 1978 in New Berlin
and has been in business for over 38 years.
Ruby Electric does residential and light
commercial electrical work for industrial and
rural applications. The electric contractor
and service company has a large service
business answering service calls 24 hours a
day, seven days a week.
“We also have a backup generator
business,” said John Ruby, electrician and
owner of Ruby Electric. “We represent four
different generator manufacturers.
“There are a lot of good people and
businesses in Springield,” Ruby continued.
“Springield is a work-friendly environment
as far as the suppliers we have in order to
get our products.We provide good beneits,”
Ruby said. “We train our people. We
send them to a four-year apprenticeship
journeymen school. We treat our employees
how we would want to be treated. We
pay fairly.”
Kevin Workman is an electrician and
manager for Ruby Electric. He and Ruby are
both from the New Berlin area, where Ruby
Electric resided for over a decade before
moving to Springield in 1989.
Back then, Workman’s father was
Ruby’s banker at First State Bank in New
Berlin. When Ruby needed an employee,
the elder Workman recommended his son.
John and Kevin had previously worked
together as electricians and so already had
a working relationship.
“Workman had moved into the ofice and
runs my operations now,” Ruby said. “He takes
care of the computer and phone systems, runs
my crew and the backbone of my company.
He is also my best friend,” he said.
Summing up his customer service
philosophy, Ruby is succinct. “Treat people
the way they want to be treated,” he said.
“Be fair with people on your price and you
will have those people come back and do
business with you. I don’t want to be their
contractor one time, I want them to be their
contractor for as long as they need me. I like
my customers to refer me to their friends to
trust me to do their electrical work safely.”
“We are happy to walk anyone over the
phone through a situation if we feel it is

not necessary to bring out an electrician,”
Workman said. “We try to save you a service
call. We try to prepare the customer for the
cost. We do not want to give you surprises
before we ix it.”
The technology of the electrical business
has changed over the years. For instance,
electrical codes generally change every three
years. But the biggest change Ruby Electric
has seen is in how they communicate with
their crew and their customers.
“Communication with cell phones has
changed how we do business signiicantly,”
Workman said. “Before cell phones, we
would have to use pagers to contact our
electricians. Then they would have to ind a
phone to call us back.”
“We keep our calendars and schedules
on our phones,” Workman said. “We know
instantly when we can come see the
customer, usually the same day.”
“Our computer systems have made us
more eficient,” Ruby said. “We have instant
access through the Internet to look up parts
and equipment needed for the job.”
Workman said an electrician can take a
picture of the equipment or problem, then
text or email the photo to his supplier and
ask for the cost of the part. The supplier will
message back while the electrician is talking
to the customer about the probable cost and
how long the part will take to receive.
“The customer knows how much it will
cost and when the repair will be made,”
Workman said. “Our service is much quicker
and more eficient than before we had cell
phones and instant access to the Internet.”
Distribution of power with new LED light
bulbs is another signiicant change. “We are
now using LED lighting and we promote LED
lighting,” Ruby said. “The standard light bulb
lasts 1,200 hours and now you get 100,000
hours of light with LED.”
“It is amazing where we have gone with
technology,” Ruby said.
“The job can be stressful at times,”
Workman said. “But it is an enjoyable job.”
Teresa Paul is a personal lines account
manager in the Taylorville ofice for Dansig
Insurance. She can be reached at 217-5659535 or teresadawn1970@yahoo.com
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FARMING

Sustainable sustenance
is here to stay
By David Kelm
“Farm to Table” “Farm to Fork” “Sustainable
Farming” “Cooperative Agriculture” “Buy
Fresh, Buy Local” “Community Supported
Agriculture” “Urban Agriculture” “Local
Foods, Small Farms” – Judging by the
number of titles, names, mottos and logos
being bandied about, there appears to be
a revolution occurring (thankfully, without
the banging drums and annoying singsong chanting) in how Americans shop for,
prepare and consume groceries. Perhaps
the movement should be referred to as “Deja
Food,” given that many of the practices being
“discovered” are healthy food practices
dating back generations. No matter the hip
phraseology or slick marketing roll-out, the
focus of the “Arugula Rebellion” is shifting
consumer attitudes towards growing, buying
and preparing local, healthy, sustainable food.
Springield has not been immune to the
rapidly changing grocery and fresh food
landscape. Many area restaurants have
been successful building menus around
locally sourced ingredients from “produce
to protein.” Additionally, Springield
community leaders and organizations
continue to expand current offerings and
build options in traditional “food deserts.”
Similarly, Springield consumers are building
direct relationships between producer
and consumer in order to support local
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agriculture and put fresh, healthy, affordable
food on the kitchen table.
The Illinois Stewardship Alliance,
a statewide advocacy and education
organization, represents a network of
growers, consumers and allied organizations
supportive of “local food systems.” Recently,
the group launched the second round of its
“Farmer Chef” mixers throughout central
Illinois. The events are like group blind dates
(without the awkward laughter and sweaty
palms) allowing small, local farmers to
interact with chefs and restaurateurs who are
interested in bringing fresh, local products to
table. Lindsay Record, program director at
the Alliance, said the idea behind the mixers
is to build networks that understand there is
“more power in numbers or more produce
in numbers.” The mixer in Springield is
scheduled for March 24, 3-5 p.m. at Lincoln
Land Community College.
While the Alliance is not hosting “speed
dating” events for farmers and consumers,
those with the will are inding the way
through “Community Supported Agriculture”
or CSAs. Families and individuals in the
Springield area who are looking for real
“farm fresh” produce are purchasing shares in
several local CSAs. A CSA spreads some of the
risk faced by the farmer with shareholders
purchasing a share or portion of a share

during the pre-season, providing needed
cash low to the farm. In return, throughout
the growing season, every shareholder
receives their portion of the vegetable crop.
Some livestock farmers have a similar system
enrolling members in buying clubs for beef,
chicken, pork or lamb.
One local CSA, Heck’s Harvest, sells 33 to
34 full shares in the ive-acre vegetable farm
each year. Farmer Andy Heck says the system
provides shareholders with a steady stream
of fresh food while supporting local, small
agriculture. During the 25 week season from
mid-May to early-November, shareholders
drive out to Heck’s farm each Tuesday to pick
up their vegetables. “Families tend to make
it an evening out,” Heck said. “The kids play
on the tire swing and explore the farm while
their folks pick up the week’s vegetables.”
Heck is also a vendor at the Old Capitol
Farmer’s Market and provides produce to
local restaurants and retail grocers.
For those unable to travel to a local
CSA, “urban agriculture” is beginning
to take root in Springield as a means of
providing additional access to fresh food.
Urban agriculture is a recent movement
seeking underutilized land in urban areas
for agricultural purposes. The suggestion
to plow under great swaths of abandoned
Detroit to plant community gardens recently

Andy Heck (with canine friend) amid the fruits
of his labor.
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grabbed headlines. The Illinois Stewardship
Alliance recently received a $25,000 grant
to fund a community plan encouraging and
assisting the development of community
gardens in Springield. “We’ve already held
two focus groups and will do two more in
the community before releasing a report in
August,” Record noted.
The plan under consideration by the
Alliance seeks to work with families and
entrepreneurs to develop family and
community gardens that will provide fresh
staples and alleviate some food insecurity
issues. Going forward, the Alliance envisions
a network of gardens that will grow extra
produce to be donated to food-banks as well
as launching a cooperative business effort to
sell produce at local farmers markets.
Should the plan to provide education,
business guidance and networking
opportunities lower into sustained urban
agriculture, a ready market is available at the
Eastside Farmers Market. St. John’s Hospital
has partnered with the Sangamon County
Department of Public Health for the past ive
years to increase access to fresh food options
in an area considered a “food desert” by the
U.S. Department of Agriculture. In response,
St. John’s initially provided a direct subsidy
to families receiving food aid in order to
purchase fresh produce. St. John’s, the lead
sponsor of the Old Capitol Farmers Market,
also provided the Health Department with
fresh produce donated by vendors from the
Old Capitol Farmers Market for distribution
to families. The program was very successful,
but according to Kim Luz, director of
Community Outreach for St. John’s Hospital,
“access to fresh, local produce was still
unmet in the community.”
Two years ago, St. John’s launched the
Eastside Farmers Market in the parking
lot of the Public Health Department on
South Grand Avenue East. The market is a
short-season market running July through
September on Monday mornings. “The

market is unique with its speciic timing,”
said Luz. Families who receive assistance
do so on Mondays at the Public Health
facility, making the market immediately
convenient for recipients. Additionally, St.
John’s provides chefs to educate families
in the preparation of items available at the
farmer’s market. “Our chefs talk with the
vendors to ind out what will be available
each week,” Luz continued, to ensure that
recipes match what shoppers will be able to
buy at the market.
In a similar effort, St. John’s partnered
with Downtown Springield, Inc., to remove
known barriers to access fresh, local produce
at the Old Capitol Farmers Market. “DSI has
been committed to the buy local, buy fresh
movement for years,” said Ann Frescura,
Promotions and Events Director with
Downtown Springield, Inc. “DSI launched
our token program three years ago to ensure
that shoppers who used credit and debit
cards and shoppers who use a Link card are
able to purchase fresh produce.” Shoppers
are able to provide a credit, debit or Link
card at a DSI kiosk in exchange for tokens
to be used to purchase produce and other
goods at the Old Capitol Farmers Market.
Downtown Springield continues to
expand the market’s offerings as well as
provide events and education to attract
families interested in putting locally grown
goods on the kitchen table. Returning this
year are chef demonstrations utilizing
produce from the market as well as a weekly
juried art show with local artisans. New for
this year, DSI is planning to add live music
and family events, creating a “community
gathering spot,” said Frescura. The idea is
to continue to promote the 70 or so local
vendors and expand the base of shoppers
looking to “buy local,” or whatever the nom
du jour is these days.
Dave Kelm is a local attorney who can be
reached at DavidAKelm@gmail.com.
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Rev. Johnson in his office at Springfield Calvary Baptist Church

Continued from cover

with this?” Then came the answer, says
Johnson: “Build.”
Shortly afterward the business name
became the Nehemiah Project and later
was changed to Nehemiah Expansion, Inc.,
as it grew to include a newly constructed
child care facility in 2001 and the building
of new homes.
Johnson confesses that he originally
desired a preschool but former child
care center consultant, Tom Berkshire,
who helped him to develop plans
and proposals for the daycare center,
persuaded him differently.
With many acquired vacant lots located
“across the street and around the street,”
Nehemiah Expansion partnered with
Windsor Development Company to begin
its irst homebuilding phase some seven
years ago.
It took 60 lots to construct 20 two, three,
and four bedrooms homes contiguously
located on Wheeler St., Stuart St. and Kansas
Ave. and cost $3.5 million, Johnson explained.
Lifelong Springield residents James
Johnson and Rennie Jones, who reside
in phase one homes, expressed joy and
blessing to living in unused houses and

Johnson and one of the Nehemiah homes
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gratefulness to Pastor Johnson.
Federal, state and city funds continue to be
supplied for the building of the new homes
in the second phase, consisting of 30 homes
completed in 2012 and located within the
ive-block area surrounding the church.
Builders will embark on a third housing
phase, constructing another 30 homes along
Kansas Street and Wirt Avenue. The work is
slated to begin sometime this spring.
Johnson describes the houses as ready-tomove-in structures that include everything
– dishwasher, refrigerator, washer and
dryer, stove, window shades, carpet and
more. A tenant must rent the property for
15 years before allowed the option to buy it,
he explained.
“As a shepherd, husband, father and
grandfather I want our children to grow up
where they are proud of where they live, a
neighborhood with nice homes and safe
environment,” Johnson exclaimed. “This
may not happen during my lifetime but
I would like to leave that legacy or plan.
That’s my goal.”
LaVern McNeese of Springield is a wife,
mother and grandmother who writes to
inform and to improve.

PHOTOS BY DAVID A. ANDERSON

Crowds line up to check out vendors at the
16th Annual Illinois Products Expo.

PHOTO BY ERIC WOODS

Illinois Products Expo
brings them out in droves
By Eric Woods
The 16th annual Illinois Products Expo was
held on March 1 and 2 at the Illinois State
Fairgrounds. Roughly 80 companies from
around the state provided free product
samples and also sold their Illinois-based
products. Last year more than 8,000
people attended the two-day event, which
generated $150,000, according to Jennifer
Tirey, the event’s coordinator.
Once again, the event was very well
attended in 2014, and the irst day alone
brought out an incredible number of
people. “It looked like Black Friday here,”
said Tirey, who is also the bureau chief
of marketing and promotions for the
Illinois Department of Agriculture, which
coordinated the event. “They came out in
droves. This winter has played in our favor
due to how bad it has been. People wanted
to get out.”
Tirey is in her third year working the
event. “Recruiting companies started in
November,” she said. “The show sells out
within a month. There is actually a wait list.”
Several companies have been attending
the Expo for more than a decade while
others have only been participating for a
few years or less. Hap Ethington, owner of
Oakland Noodle Company, has been coming
to the Expo for 12 years. His company gives
away several thousand samples over the
two-day period. Hope Humphrey-Walker,
owner of Humphrey’s Market, returned to
the Expo after last attending eight years
ago. She gave out 4,000 samples of her
chili, pulled Italian beef and pulled pork
on the irst day alone. “This event gets the
word out and gives us repeat buyers,” said
Charlotte Hurst, who was representing
Remarkable Caramels, a company set up at
the Expo for three years at the event.
The Expo is a great way to give
exposure to Illinois companies, according
to Jim Besjak, owner of Jimmy B’s Super
Salsa. Besjak has attended the Expo for the
past four years and gave away more than
3,000 samples of his salsa to patrons. “It
is big to buy local, and the grocery stores

pick up on that,” he said. The salsa can be
found in a number of local stores and will
also be carried in HyVee when it opens its
Springield location.
The Illinois Wine Garden was another
featured attraction at the Expo. Recruited
by the Illinois Grape Growers and Vintners
Association (IGGVA), wineries from all over
the state set up booths and provided wine
samples along with selling wine by the
glass and the bottle. Hill Prairie Winery out
of Oakford attended for the fourth straight
year. The winery’s representative, Sheila
Tapscott, wants to assist wine enthusiasts
in inding something they like. “I want to
help someone try Illinois wines who may
not have tried them before,” she said.
Greg Fisher, owner of Wild Blossom
Meadery and Winery, brought his business
to the Expo for the second straight year.
“This has been very good for us,” said
Fisher. “We are halfway between a wine
and a beer, so both beer people and wine
people like us.”
Beyond food and wine, other nonconsumable products were also featured.
Brad and Joyce Riskedal, owners of Country
Lights Soy Candles, have attended the Expo
for the past 12 years. The event helps them
pick up fundraisers throughout the year.
“People are not always aware that candles
are a good fundraiser,” said Brad. “The expo
helps us get the word out.”
A common feeling among the
participating companies is a sense of
excitement over the crowds. “I love seeing
the lines and people coming in to sample,”
said Tirey. “Companies talk about successes
and getting sales beyond the event. We
want to see the success of the companies
beyond this weekend.” According to the
turnout of both companies and consumers,
the success beyond the Expo will keep the
event running far into the future.
Eric Woods is a freelance writer from
Springield. He can be reached
at ericw93@aol.com.
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Springfield Area
Home Builders
Association
2014 Expo
Photos by Pat Yeagle
On Feb. 28 home builders of every stripe converged
upon the Prairie Capital Convention Center to display
and demonstrate their wares. From bulletproof tiles
to fancy sunrooms, if you could build it, or build with
it, it was all here.

Brad Gubin of Benmar Sunrooms.
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One of the many outdoor patio designs on display at February’s expo.

George Coontz of Personal & Home Defense Solutions poses next to some pretty tough insulation.

Cheri Von Behren of Michael Von Behren Builder.

A display deck from American Deck and Sunroom.
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NEW BUSINESS LISTINGS
March
Filing Date: 3/13/14
Business Name: Kara’s In Town Grooming
& Training
Addr: 251 Industrial Dr. City/St/Zip:
Chatham IL 62629 Phone: 483-5626
Business Owner: Kara Owens
Filing Date: 3/12/14
Business Name: Suds n Pups
Addr: 601 S. Macarthur Blvd. City/St/Zip:
Springield IL 62704 Phone: 217/546-3686
Business Owner: Paula Sue Weatherford
Filing Date: 3/11/14
Business Name: Sala
Addr: 6 Florence City/St/Zip: Rochester IL
62563 Phone: 725-8258
Business Owner: Adam McHenry Nicholson
Business Name: 7TH Street Storage
Addr: 520 N 7th St City/St/Zip: Auburn IL
62615 Phone: 217/691-4563
Business Owner: Tavis C Tipsword
Filing Date: 3/10/14
Business Name: A-door-able-Decor
Addr: 45 Red Fox Ct City/St/Zip: Springield
IL 62712 Phone: 217/741-3872
Business Owner: Laura B Bell
Business Name: Deo Gratias Foods Market
Addr: 2920 Constitution Dr. City/St/Zip:
Springield IL 62704 Phone: 725-2075
Business Owner: Massan Agboyibo
Business Name: Kompetitive Advantage
Performance Co.
Addr: 2136 S. Lincoln Ave City/St/Zip:
Springield IL 62704 Phone: 217/546-1978
Business Owner: Paul Hudson
Filing Date: 3/07/14
Business Name: B MacKenzie Photography
Addr: 2709 Arrowhead Dr City/St/Zip:
Springield IL 62702 Phone: 217/527-1059
Business Owners:
Brian D. MacKenzie
Lynette J. MacKenzie
Filing Date: 3/06/14
Business Name: Amanda J Bryan Interior
Design & Home Furnishings
Addr: 400 East Madison, Apt. 120 City/St/
Zip: Springield IL 62701
Phone: 217/503-8428
Business Owner: Amanda J Bryan
Business Name: Central Illinois Xpress
Addr: 801 Spruce St
City/St/Zip: Chatham IL 62629
Phone: 217/299-0524
Business Owner: Tariq Toran
Business Name: Construction Concepts
Addr: 1929 N. 14th City/St/Zip: Springield
IL 62702 Phone: 801-5648
Business Owners: Robert Raps, Eric Shields
Business Name: Mac’s Pilot Cars
Addr: 1920 E Lake Shore Drive City/St/Zip:
Springield IL 62712 Phone: 951/858-0302
Business Owners: Mike McCaskell,
Judi A McCaskell
Business Name: Shorty’s Maintenance
Addr: 1331 W. Glenn City/St/Zip:
Springield IL 62704 Phone: 725-8427
Business Owner: Dylan Goller
Filing Date: 3/04/14
Business Name: Tibbs Lawn Care
Addr: 213 Westhampton City/St/Zip:
Sherman IL 62684
Phone: 828-0807
Active Date: 3/12/14
Business Owner: Zac Tibbs
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Business Name: Tranquility
Addr: 900 Christopher Lane, Suite 10
City/St/Zip: Springield IL 62712
Phone: 836-7392 Active Date: 3/12/14
Business Owner: Sara L. Pempek
Filing Date: 3/03/14
Business Name: Weekenders Home Day
Care
Addr: 1720 S. 7th City/St/Zip: Springield IL
62703 Phone: 528-8074
Active Date: 3/12/14
Business Owner:
Carmen R. Jimerson Cross-Saieddine

February
Filing Date: 2/28/14
Business Name: Artsy Daisy
Addr: 501 N. 11th City/St/Zip: Auburn IL
62615 Phone: 891-8443
Active Date: 3/12/14
Business Owner: Teresa Webber
Business Name: Garden Goods
Addr: 7580 N Pawnee Rd City/St/Zip:
Pawnee IL 62558 Phone: 217/891-8547
Active Date: 3/12/14
Business Owner: Teresa Hennings
Business Name: Yours Truly
Addr: 3535 E Cook, Suite 55
City/St/Zip: Springield IL 62703
Phone: 217/481-5327
Active Date: 3/12/14
Business Owner: Lori Smith
Filing Date: 2/27/14
Business Name: Gym Bag Inc.
Addr: 3613 Hooker St. City/St/Zip:
Springield IL 62703 Phone: 725-3329
Active Date: 3/12/14
Business Owners: Eric Broughton,
Ryan Shaw
Filing Date: 2/25/14
Business Name: JLT Vapes
Addr: 6281 Railroad Street
City/St/Zip: New Berlin IL 62670 Phone:
217/361-4777 Active Date: 3/05/14
Business Owners: Jason Taylor,
Elizabeth Taylor
Filing Date: 2/24/14
Business Name: Niles Barber Shop
Addr: 127 S John Street City/St/Zip:
Rochester IL 62563 Phone: 498-6755
Active Date: 3/05/14
PO Box 741
Business Owner: Niles S. Ward
Filing Date: 2/21/14
Business Name: Impressive Designs
Addr: 2111 Lindbergh Blvd. City/St/Zip:
Springield IL 62704 Phone: 652-8513
Active Date: 3/05/14
Business Owner: Valerie Ellis
Business Name: Is Saved by Faeth
Addr: 27 Trailridge Lane City/St/Zip:
Springield IL 62704 Phone: 217/220-7884
Active Date: 3/05/14
Business Owner: Larry Washington
Filing Date: 2/20/14
Business Name: Cordes Online
Marketing Solutions
Addr: 2626 S 10th St City/St/Zip:
Springield IL 62703 Phone: 217/299-4795
Active Date: 3/05/14
Business Owner: Jeffrey A. Cordes
Filing Date: 2/19/14
Business Name: Clean It Up
Addr: 2644 S 4th Street City/St/Zip:
Springield IL 62703 Phone: 217/638-2782
Active Date: 3/05/14
Business Owner: Tara A England

MEDICAL NEWS

Humorist Kathleen
Passanisi to
speak at ifth
annual Women’s
Power Lunch
The 5th Annual Women’s Power Lunch
Against Cancer, beneiting cancer research at
Simmons Cancer Institute at Southern Illinois
University School of Medicine, will feature
Hall of Fame Speaker Kathleen Passanisi
whose work in the ield of therapeutic humor
has been featured in the New York Times, US
News and World Report, Working Woman and
other nationally known publications.
Passanisi’s story comes from her own
experiences in health care “on both sides of
the exam room curtain.” Her husband, a twotime cancer survivor, and their 29-year-old
daughter have recently both tested positive
for the BRCA2 gene. The event is scheduled
for Friday, April 25, at the President Abraham
Lincoln Hotel, 701 E. Adams St., Springield.
Proceeds from the event beneit all cancer
research at Simmons Cancer Institute at
Southern Illinois University. Tickets are
$50 each or $500 for a table of 10 tickets.
Both are available by calling 217-5452955 or registering online at www.siumed.
edu/cancer.

Memorial Weight Loss & Wellness
Center opens second location
Memorial Medical Center’s Weight Loss &
Wellness Center has expanded to a second
location in addition to its primary site on
the Memorial Medical Center campus.
The Weight Loss & Wellness Center is
now providing services at Memorial’s
SportsCare, located inside the Gus &
Flora Kerasotes YMCA, 4550 W. Iles Ave.
Memorial Medical Center launched the
Memorial Weight Loss & Wellness Center
in October 2013, focusing on nutritional
education, physical itness support,
medical therapies, surgical procedures
and lifestyle and behavior modiication
techniques. For more information, call
217-788-3948 or 866-205-7915. Patient
pre-screening forms are also available at
MemorialWeightLossAndWellnessCenter.com.
SIU Medical School receives NIH
grant to study technique to diagnose
gynecological cancer
Dr. Laurent Brard, Ph.D., associate professor
of obstetrics and gynecology at Southern
Illinois University School of Medicine in
Springield has been awarded a two-year
federal grant from the National Institutes of
Health to study a diagnostic technique for
gynecological cancer. The total budget for the
grant is $147,500. The study will investigate
a new technique for diagnosing gynecologic
cancer in patients who are unable to go

through surgery. Fluid will be withdrawn
from a patient’s pelvis and examined under a
microscope to see if cancer cells are present.
Tumor markers also will be measured. Tumor
markers are speciic proteins found in urine,
blood or luid that indicate the presence of
cancer. The goal of the research is to develop
this technique so that future patients who
have ovarian cysts, but cannot undergo
surgery for removal, can be diagnosed using
the luid to detect the presence or absence of
cancer. If cancer is found, the patient can then
be treated with chemotherapy.
Memorial Medical Center
cafeteria launches initiative
to offer healthier choices
Memorial Medical Center has launched
a new initiative in its cafeteria to help
employees, patients and visitors make
healthier food choices. The initiative, called
“Green Light – Choose Right,” uses colorcoded trafic-light signage to let people
know the nutritional value of their food. A
green-light item is recommended for food.
New options include healthier breakfast
items with lower calorie and fat content,
such as quinoa with blueberries, and lower
sodium soups for lunch and dinner.
Free colorectal cancer testing kits
available through RCPIL
In observance of March being colorectal
cancer awareness month, the Regional

Cancer Partnership of Illinois (RCPIL)
will provide free colorectal cancer home
screening kits for individuals age 50 and
older on selected dates in March at two
Springield locations. The kits detect
the presence of blood, which can be an
indicator of several different medical
conditions. It is not a speciic test for colon
cancer. A short consent form is required
to pick up the home screening kit. After
completing the kit at home, individuals will
mail it back in a provided pre-addressed
envelope. Individuals will receive a letter
notifying them of their results. Testing
and processing is done in collaboration
with the Sangamon County Department
of Public Health. The home screening is
recommended for individuals age 50 and
older, or who have a history of colorectal
polyps, inlammatory bowel disease, a diet
that is high in processed and/or red meat,
smoking, obesity or heavy alcohol use.
The free kits will be available 2 - 4 p.m.,
Friday, March 21, and 4 - 6 p.m. Thursday,
March 27, at Simmons Cancer Institute
(SCI) at Southern Illinois University
School of Medicine, 315 W. Carpenter in
Springield. The kits will also be available
at the Sangamon County Department of
Public Health, 2833 South Grand Avenue
East in Springield from 10 a.m. to 3 p.m.
on Tuesday, March 25, and Wednesday,
March 26. For more information, please call
Celeste Wiley, 217-757-7684.
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CONTINUING EDUCATION

PHOTOS BY KELLY FIFIELD LANE

Miners turned LLCC trucking students: (left to right): Bart Robinette, Adam Waldeck, Jared Butler, United
Mine Workers Local 12 vice president Jeremy Jones, Rickey Filson, Jonathon Smith and John Jolliff.

Keep on truckin’
Former Crown III miners taking driving
courses at LLCC
Former Crown III miner John Joliff is ready to roll.

By Gabe House
The Crown III coal mine closed last
December, less than a week before
Christmas, and left nearly 200 employees
suddenly out of work.
The mine, located about 20 miles south
of Springield between Farmersville and
Girard, had been a constant in the lives
of many families in the surrounding area.
Its abrupt absence meant many would be
making resolutions for the New Year that
were far more consequential than losing
weight or abstaining from a particular
food. This was a livelihood.
The light at the end of the tunnel – at
least for a couple dozen former miners –
came in the form of headlights; they have
enrolled in truck driving classes at Lincoln
Land Community College.
“From early on, anything we did to
help these guys, we noticed there was
a high turnout (and) there was a lot of
interest,” said Bob Howard, director of
the truck driving training program at
LLCC. “Typically, a dislocated worker will
exhaust their unemployment and then
seek training. These guys were ahead of
the curve. They were coming to us the day
they lost their job, saying we know we
need a skillset after the mine closes.”
Howard said he has dealt with numerous
mass layoffs and factory closings in his 16
years with the training program at LLCC.
Despite his efforts throughout that time,
this was the irst instance he was able to

allocate classes speciically for the recently
unemployed. Allowing the former miners
to study with their cohorts has made a
world of difference for the new students.
Jeremy Jones, vice president of United
Mine Workers Local 12 and a former 10year employee of the mine, heaped praise
upon Howard for making a concentrated
effort to keep the former miners together
at LLCC.
“Take someone with 20 years in the
mine, tell them they’re going back to
college, and a lot will say, ‘Yeah, right,’”
Jones said. “The whole class is people
we worked with on a daily basis. It’s
comfortable, and it isn’t a 50-year-old guy
walking onto a college campus and not
knowing anybody.”
Howard said they usually set maximum
capacity for a class at six students in order
to keep a three-to-one ratio of students
to instructors. For the miners, though,
he has raised that to seven students per
class. There are four-week classes that
run Monday through Friday, eight hours
a day, and six-week evening classes with
abbreviated hours are also available.
“We don’t follow the semester basis
(because) we’re a true workforce program,”
Howard said. “Students can enroll any time
throughout the year. We roll through the
summer, and sometimes we work on the
breaks. We try to make as many classes
accessible as possible.”

The irst 40 hours all take place in the
classroom, Howard explained, with the
remaining 120 hours featuring hands-on
experience with and in the trucks. LLCC
has four trucks and trailers and two paved
lots to that end.
Mike Sherer, the executive director of
the West Central Development Council, has
been assisting a number of the unemployed
miners in applying for grant funds
through the Department of Commerce
and Economic Opportunity (DCEO) for the
training courses.
“Through the Workforce Investment
Act (WIA), generally, every year, areas get
a regular allocation of funds, but when
you have a plant closing or layoff of 50
or more people, you are eligible to apply
for extra money, so that’s what we’re in
the process of doing,” Sherer said. “It’s
been approved; the funds will be there.
That’s what we’ve been told. As we get
more people signed up, we apply for more
money as we get going.”
Sherer and his council do far more
than simply help the former miners obtain
grant funds; they are a true job assistance
program that has held job fairs, helps the
unemployed with resume building and any
number of other services. Still, Jones has
been attempting to stress the importance
of a commercial driver’s license (CDL)
obtained through the truck driving
program. As he said, it’s viable for far more

than just long-distance hauling.
“Look at any newspaper and any ad,
you’ll see two things: one is nursing and
the other requires a CDL,” Jones said. “They
need to have that CDL. If you have one, you
can get a job anywhere.”
Jones’ speciic goal is to ind a job with
the Illinois Department of Transportation
(IDOT) after his training concludes at
Lincoln Land, and he said the CDL is a
requirement of basically any employment
they might be able to offer. Ameren and
other utility providers – another potential
employment avenue – often require a CDL
as well. Some of the miners, Sherer said,
are exploring options with local grain
elevators and farm services that usually
require CDLs also.
So there will be options. And Howard
is conident the former miners will
ind jobs. Most of them, he said, were
already extremely familiar with the basic
knowledge and operation of the vehicles.
“I’m not lying, most of these guys could
have passed the test in the irst week,”
Howard said. “They’ve already been
around it. Most of them have angles on jobs
as soon as they graduate.”

Gabe House works in the lending
department at United Community Bank.
He can be reached at 217-787-3000
or ghouse@ucbbank.com.
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EDUCATION

Enhanced accessibility
Benedictine introduces two-year, $10K MBA program
By Zach Baliva
In the era of tuition hikes – college rates
have gone up 900 percent since 1978
– Benedictine University is slashing its
prices. While the average cost of a Master of
Business Administration at the independent
Roman Catholic institution has been around
$26,000, a pilot program at branch campuses
in Springield and in Mesa, Ariz. will charge
students just $10,000 over two years.
Michelle Koppitz, vice president of
Benedictine University’s National Moser
Center for Adult Learning, says the 62 percent
discount will make advanced education
affordable without sacriicing quality. “It’s
the same program we’ve been offering for the
last 50 years,” she explains, “we’ve just found
new ways to lower the price-tag.” Driven by
higher demand in a tough economy, coupled
with the rising student loan debt that now
tops $1 trillion, Benedictine’s leaders
employed shared eficiencies, integrated
technology, and collaborative design across
multiple campuses to create cost savings in
development and delivery. The university is
passing on those savings to its students.
The new program originated when
President William J. Carroll asked his
staff to find new ways to meet the needs
of the modern student. “He saw the need
of working adults and issued a challenge.
That drove us to look for better ways to
offer education without the traditional
costs,” says Koppitz. Benedictine designed
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the program for “new adult students in
underserved populations throughout
the central Illinois area,” but the term
“underserved” doesn’t mean it’s only
available for need or merit based
applicants. “We mean adults in a nontraditional population,” Koppitz explains.
“This program is for working adults with
five years of experience. We’re focusing on
students who want to return to a university
setting for career or personal needs.”
The Benedictine MBA. program has
produced more than 5,000 alumni over
the past three and a half decades and was
ranked the ifth-largest MBA program in
the Chicago area in 2013 by Crain’s Chicago
Business (the university is based in Lisle).
It employs a problem-based curriculum
anchored by a true-life approach. Through
an immersive application of theory,
students are taught to apply their education
to real-world experience. Koppitz says
the method helps adult learners retain
information better than they would in a
traditional program.
Affordable programs have long been
part of Benedictine’s philosophy. Started
in 1887, the university now has 55
undergraduate majors (with seven adult
accelerated undergraduate majors), 17
graduate programs, and four doctoral
programs. After the terrorist attacks of
Sept. 11, 2001, Benedictine gave free

The campus of Benedictine University

tuition to irst responders. In the wake of
2008’s inancial crisis, Benedictine froze its
tuition rates for all students. Koppitz says
Benedictine feels the responsibility to “be
eficient in the delivery of programs while
still maintaining quality.” Through the $10K
MBA, the institution is offering one of the
most affordable programs in the country
and giving Springield-area residents the
chance to continue their lifelong learning.

PHOTO COURTESY OF BENEDICTINE UNIVERSITY

Classes start in March.
For more information about Benedictine’s
$10K M.B.A. program in central Illinois,
contact the National Moser Center for Adult
Learning at 708-649-3092, 10Kmba@ben.
edu or visit ben.edu/10Kmba.
Zach Baliva is a media producer and
journalist living in Springield. He can be
reached at zach.baliva@gmail.com
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COMMUNITY

Children’s library in
Enos Park seeks funding
By Roberta Codemo

The Northside Children’s Community
Library, located in the basement of
Third Presbyterian Church (1030 N.
Seventh St.), is reaching out to the local
business community to help keep its
doors open. Originally funded by a threeyear, $20,000 grant from the Presbytery
of Great Rivers, the library has been
operating on proceeds from fundraising
events and private donations since the
grant ran out in 2013.
“It costs $1,500 a month to keep the
library operating,” said board member
Dyanne Ferk, who sits on the grant
committee. This works out to $43 an hour
for each hour the library is open. “If we
don’t get funding, the doors will close,”
she said. “We’re not at that point yet.”
The library is working with Leadership
Springield to develop a strategic plan.
The nonproit organization provides an
educational program to identify leaders
and familiarize them with the community’s
opportunities, needs, problems and
resources. Ferk graduated from the irst
class of Leadership Springield.
A team is working with the library to
help develop a marketing and branding
strategy. It brings a fresh look. The board
hopes to hear recommendations from the
team in the next three to four weeks.
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“We need a hand up,” said Ferk,
who would hate to see the library
close. “When Lincoln Library closed its
neighborhood branches, it left a vacuum,”
she said. Kids no longer had a place to
go. “This place is important.” It provides
a positive environment for children to
explore books, learn to effectively use
technology and get help with studying
and homework.
The library board has been looking
at ways to get the business community
involved. Outside of the north end,
the library is not very well known.
“We need higher visibility,” said Ferk.
She would like to see members of the
business community come and read
to the children, listen to children read,
help students with homework and fund
reading programs or competitions.
Additional ways businesses could
help support library operations include
donating fundraising proceeds from
events like Dress Down Fridays, setting
up a structured sponsorship program
or creating an employee matching
contributions program. Donations of
computers and technology and new
books are also welcome.
Businesses want to hire a diverse
workforce who are qualiied and can get the

Librarian Rachel Kocis (above) and volunteer Sharon Bucari (below) spend time
with young patrons of Northside Children’s Community Library in Enos Park.

PHOTOS BY DAVID A. ANDERSON

job done. “The basic foundation is reading,”
said Ferk. “We have to develop the next
generation.” She would like to see the library
expand its hours in order to serve more
children. Long-term plans include having it
oficially recognized as a library by the state
so it is eligible for state funding.
When the library opened, it was a
blank canvas. “We didn’t know who would
use it,” said librarian Rachel Kocis. It has
served more than 5,900 children from
pre-school through eighth grade since
it opened in 2011 and 333 children are
registered users, which means they are
allowed to check out books. On average,
between 22 and 43 children visit the
library each day it is open. It takes 100
volunteer hours to keep the library open
nine hours a week.
“It creates a safe nurturing space for
kids to be kids,” added Kocis.
“Young men don’t have male role models,”
said Ferk. To this end, she encourages
male community leaders to visit and talk

about life skills such as money handling
and careers, giving boys the opportunity
to interact and emulate individuals in
the community. She acknowledges that
professional women are also important.
“We are always looking for funding,”
said Ferk. The library recently applied
for grants from the Community Mission
Network, Target, Dollar General and Mark
Wahlberg. “It’s fairly new to us,” she said.
This fall it wants to offer a “Heroes of the
Library” program that would feature a
different hero every week.
“It takes money,” said Ferk. “It takes
heroes in the community to step up and
help something like this survive.”
Roberta Codemo is a full-time
freelance writer and started Codemo
Writing Services in 2012. She works with
small business owners to help create
compelling online content and build their
web presence. She can be reached at
rcodemo@hotmail.com.

Neighborhood youngsters utilize a few of Northside Community Children’s Library’s resources.
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STUDENT HOUSING

Housing students downtown
Local architects, organizations and universities exploring
creative partnerships to bring student housing downtown
By Zach Baliva

Walk downtown after 4 p.m. on a weekday,
and the city resembles a ghost town.
When the government offices close, so do
many of the businesses that cater to their
employees. Prominent storefronts on and
around the Old State Capitol Plaza display
only “For Lease” signs, and vacant lots and
buildings dot a landscape that spans more
than 750 acres.
Many local groups are looking to
change that.
Since 2011, Mayor Mike Houston, The
Greater Springfield Chamber of Commerce,
Downtown Springfield, Inc. (DSI), and The
Sustainable Design Assessment Team
(SDAT) have spoken frequently about
the potential to revitalize the district by
attracting new development, new stores,
and new attractions.
A 2013 report commissioned by the
Chamber found just nine vacancies in
1,307 rental units. In February, SDAT and
the Chamber released a comprehensive
Downtown Market Analysis that calls for
diversity in the housing stock. Researchers
found the Springfield Metro Area is
growing by 228 households per year. If
15 percent of them come downtown, the
zone will grow by 34 households each
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year. What will follow, hopefully, are
business owners looking to provide the
needed services. “Increasing downtown
housing opportunities will result in a 24/7
environment that is a win-win for people
seeking a more urban lifestyle as well
as local shops, restaurants, and service
providers,” says Victoria Ringer, executive
director of DSI.
In 2012, Houston suggested the area’s
collegiate population – which at the time
totaled 5,700 – would frequent local
establishments and help drive growth. The
problem? There’s nowhere to put them,
either. The same market analysis says that
“while there is a large base of medical and
college students, including college interns,
in and around the downtown Springfield
area, it is our opinion that it is unlikely
that a single institution of higher learning
could support more than 30 or 40 units on
its own.”
Larry Quenette, owner of Renaissance
Architects, is one of several locals to
propose a solution to the student housing
problem. He’s identified a vacant lot at
Second and Wabash (just North of The
Sangamo Club), where he’d like to build
an eight-story building with 90 units and

ground-level retail. He has had preliminary
discussions with SIU Medical School,
Benedictine University, and University of
Illinois Springfield. “So much is possible
downtown,” he says. “I hope this project
can provide the tools for people outside of
the industry to see what can be done.”
The downtown area, Quenette explains,
is a “melting pot of higher ed” where
medical students and public policy interns
from various institutions rub shoulders
without ever meeting one another. There
is potential. “If we can bring young people
downtown, there will be great byproducts.
There will be a need for services and
this project will breed other projects,”
says Quenette. His design features one
bedroom and studio apartments, fitness
space, study lounges, conference rooms,
and classes. “The schools could have
occasional classes in the building, hold
events there, and increase their presence
downtown,” he says.
Michael
Bromberg,
Benedictine
University Springfield branch campus
president, says his institution will
soon run out of space to meet housing
demands and remains “open to a variety
of alternatives.” In 2007, Benedictine had

37 residential students. Last year it had
121. The school has just 100 beds. During
the shortage, Benedictine has entered
into agreements with local landlords who
house the students. Bromberg expects to
have 350 students by 2018.
UIS Assistant Vice Chancellor of Student
Affairs Dr. Van Lee Vieregge is leading an
exploratory committee that is evaluating
all off-campus housing projects submitted
to the university for consideration. In the
last six months, they’ve reviewed more
than a dozen proposals. Vieregge says
that many of the 270 UIS graduate interns
who work in Springfield have “indicated a
desire to find quality, affordable housing
downtown,” and that “UIS wants to
have a downtown presence and provide
support for the downtown Springfield
revitalization process.”
For now, all parties are describing
conversations as preliminary and
ongoing. Quenette says he’ll spend the
rest of 2014 finding and organizing
financing options and is looking at a
three-year timeline.
Zach Baliva can be reached at
zach.baliva@gmail.com.

COLLEGES AND UNIVERSITIES
COLLEGE NAME
STREET ADDRESS
CITY/ST/ ZIP

Sources: The individual colleges / universities. 1 - Robert Morris University operates on an accelerated
timetable of 5 quarters per year vs. Spring/Summer/Fall semesters. N/A - Not Available.
(Ranked by Fall 2013 Enrollment)

SPRING 2014 FALL
ENROLLMENT 2013
TYPE OF INSTITUTION
ENROLLMENT

PHONE (-)
FAX (=)

WEBSITE (www.)
E-MAIL

1
2

Lincoln Land Community College
5250 Shepherd Road, P.O. Box 19256
Springfield, IL 62794-9256

217-786-2200
217-786=2829

llcc.edu
info@llcc.edu

Community college

University of Illinois Springfield
One University Plaza
Springfield, IL 62703

217-206-6600
217-206=6511

uis.edu
admissions@uis.edu

Bachelor’s & Master’s
degrees, one
Doctoral degree

3

Lincoln Christian University
100 Campus View Drive
Lincoln, IL 62656

217-732-3168
217-732=5718

lincolnchristian.edu
info@lincolnchristian.edu

Four-year and postgraduate, private, offers
Associate, Bachelor’s,
Master’s degrees and
Doctor of Ministry

4

Benedictine University
at Springfield
1500 N. Fifth St.
Springfield, IL 62702

217-525-1420
217-527=8015

springfield.ben.edu
springweb@ben.edu

Four-year, private, Liberal
Arts, Catholic, Ph.D.,
Master’s, Bachelor’s and
Associate’s degrees

906

5

Eureka College
300 E. College Avenue
Eureka, IL 61530

888-438-7352

www.eureka.edu
admissions@eureka.edu

Private, 4-year College

6

Lincoln College
300 Keokuk St.
Lincoln, IL 62656

217-732-3155
217-732=8859

lincolncollege.edu

Private, two-year, Liberal
Arts college, accelerated
Bachelor’s degree program for working adults

7

MacMurray College
447 E. College Ave.
Jacksonville, IL 62650

217-479-7000
217-479=7017

mac.edu
admissions@mac.edu

Four-year, private,
baccalaureate college,
United Methodist

8

Blackburn College
700 College Ave.
Carlinville, IL 62626

217-854-3231
217-854=3713

blackburn.edu
admissions@blackburn.edu

9

SIU School of Medicine
801 N. Rutledge (main bldg.)
Springfield, IL 62702

217-545-8000
217-545=5538

10

St. John’s College
729 E. Carpenter St.
Springfield, IL 62702

11

YEAR
EST’D

TUITION

PRESIDENT / CHANCELLOR

7,181 7,020

$99 per credit hour (summer ’14),
$103.50 per credit hour (fall ’14)
for in-district residents

Charlotte J. Warren, Ph.D.,
president

1967

4,799 5,137

$9,248 per year/full-time - undergraduate, $310 per credit hour
- graduate

Susan J. Koch, Ed.D.,
Chancellor

1970

$15,810 per year/full-time,
$23,244 with room and board undergraduate, $399 per credit
hour - graduate & seminary

Dr. Keith H. Ray, president;
Clay Ham, Ph.D., Provost

1944

860

$13,650 per year

William J. Carroll, Ph.D.,
pres.; Michael Bromberg,
Springfield campus
president

1929

700

700

$19,210 per year

Dr. J. David Arnold,
president

1855

565

600

$17,500 per year

John D. Blackburn

1865

625

571

$22,450 per year (includes fees),
$30,300 including room, board,
meal plan. Tuition stays same
2nd year.

Colleen Hester, Ph.D.,
president

1846

Four-year, private, Liberal
Arts work college,
Presbyterian affiliated

548

550

$15,866 per year (less work credit),
including fees, $22,326 per year
with room and board

John L. Comerford, Ph.D.;
Jeffery P. Aper, Ph.D.,
Provost

1837

siumed.edu
admissions@siumed.edu

Public education for
medical students,
graduate students,
medical residents

288

226

$13,884 per semester
(tuition only), (In-State Medical
students only)

Kevin Dorsey M.D., Ph.D.,
Dean/Provost

1970

217 525-5628
217 757=6870

stjohnscollegespringfield.edu
information@stjohnscollegespringfield.edu

Private, not-for-profit,
Upper Division, 2 year
program of Bachelor of
Science in Nursing

117

124

$8,267 / semester - BS Nursing
- 2 yr. program / Second Degree
Acceletated Prelicensure; $417 /
hour - Online RN to BSN program.

Brenda Recchia Jeffers,
Ph.D., R.N.

1886

SIU Carbondale - LL Distance
Education / Off-Campus Program
2450 Foundation Drive, Suite 100
Springfield, IL 62703

217-303-5855
217-786=3020

wed.siu.edu
wed.llspringfield@siu.edu

Bachelor’s & Master’s
degree in Workforce Education & Development

42

45

$272.30/credit hr. undergrad,
plus fees & books

Glenn Poshard, Ph.D.;
Rita Cheng, Ph.D.

2012

12
13

Illinois College
1101 W. College Ave.
Jacksonville, IL 62650

217-245-3030
217-245=3034

ic.edu
admmissions@ic.edu

Four-year private,
Liberal Arts

980

N/A

$26,000 per year (‘12/’13),
$35,000 including room, board
& fees

Barbara Farley, Ph.D.

1829

ITT Technical Institute
2501 Wabash Ave.
Springfield, IL 62704

217-547-5700
217-547=5750

itt-tech.edu

College, private, for-profit

N/A

N/A

$18,048/year - full-time, first-time,
undergraduate students

Jason Thoron, College
Director

2012

14

Robert Morris University 1
3101 Montvale Drive
Springfield, IL 62704

217-793-2500
217-793=4210

robertmorris.edu

Private, not-for-profit,
offers Bachelor’s,
Associate’s and
Master’s degrees

175

N/A

$7,600 per quarter/full-time,
$2,300 per class/graduate

Michael P. Viollt

1913

980

994
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INDEPENDENT PRIVATE SCHOOLS
SCHOOL NAME
STREET ADDRESS
CITY/ST/ ZIP

PHONE (-)
FAX (=)

WEBSITE (www.)
E-MAIL

CURRENT
ENROLLMENT

Sources: Sangamon County School Directory, Regional
Office of Education; the individual schools.
(Ranked by Current Enrollment - October 2013)

PRINCIPAL / DIRECTOR

GRADES

AFFILIATION

YEAR
EST’D

1

Sacred Heart-Griffin High School
1200 W. Washington
Springfield, IL 62702

217-787-1595
217-787=9856

shg.org

772

Sr. Katherine O’Connor, O.P., Pres.; Sr.
Margaret Joanne Grueter, O.P., Principal

9-12

Catholic

1895

2

Blessed Sacrament Elementary
748 W. Laurel Ave.
Springfield, IL 62704

217-522-7534
217-522=7542

bssbruins.org

500

Kathy Lynn Wear

Preschool-8

Catholic

1925

3

Christ The King Elementary
1920 Barberry Drive
Springfield, IL 62704

217-546-2159
217-546=0291

ctkcougars.com

412

Jeanine Joyce Kolb

PK-8

Catholic

1957

4

St. Agnes Elementary
251 N. Amos Ave.
Springfield, IL 62702

217-793-1370
217-793=1238

stagnescatholicschool.org

402

Sister Mary Joan Sorge, O.P.

PK-8

Catholic

1897

5

Springfield Christian School
2850 Cider Mill Lane
Springfield, IL 62702

217-698-1933
217-698=1931

springfieldchristianschool.org

380

Sheri Hall, Principal; Jeremiah Auble,
Superintendent

K-8

Christian

1951

6

Calvary Academy
1730 W. Jefferson
Springfield, IL 62702

217-546-5987
217-321=1063

caspringfield.org

325

Dr. Jay Hinckley, Principal; Donna Squires,
Education Director

PK3-12

Christian
Non-Denominational

1978

7

Little Flower Catholic School
900 Stevenson Drive
Springfield, IL 62703

217-529-4511
217-529=0405

little-flower.org

243

Stacie Reichensperger

PK-8

Catholic

1948

8

Our Savior’s Lutheran School
2645 Old Jacksonville Road
Springfield, IL 62704

217-546-4531
217-546=0293

oslms.org

235

Jill Gerberding

PK-8

Lutheran

1962

9

St. Aloysius Elementary
2125 N. 21st St.
Springfield, IL 62702

217-544-4553
217-544=1680

saintaloysius.org

185

Jean Kennedy

Preschool-8

Catholic

1928

10

Lutheran High School
3500 W. Washington
Springfield, IL 62711

217-546-6363
217-546=6489

spiluhi.org

178

Steve Zielke, Principal

9-12

Lutheran

1979

11

Cathedral School
815 S. Sixth St.
Springfield, IL 62703

217-523-2652
217-523=2750

cathedralschoolil.org

152

Rita Fuchs

PK-8

Catholic

1928

12

Trinity Lutheran
515 S. MacArthur Blvd.
Springfield, IL 62704

217-787-2323
217-787=1145

trinity-lutheran.com

150

Lewis Rodgers

Preschool-8

Lutheran

1860

13

Montessori Children’s House
4147 Sand Hill Road
Springfield, IL 62702

217-544-7702
217-544=5502

montessorispringfield.org

85

Sue Harris, Director

PK-6

NonSectarian

1977

14

Concordia Lutheran
2300 Wilshire Road
Springfield, IL 62703

217-529-3309
217-529=3096

75

Mark Ploss

Preschool-8

Lutheran Church
Missouri Synod

1931

15

St. Patrick Catholic School
1800 South Grand Ave. E.
Springfield, IL 62703

217-523-7670
217-523=0760

75

Gary Sullivan, Executive Director;
Sarah Stanley, Principal

PK-5

Catholic

1910
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concordiaspfld.org

st-patrick.org

PERSONALITY PROFILE

Educating the masses
By Eric Woods

As a child, Karen Moranski wanted to be
a doctor. Once she entered high school,
however, she decided that English and
history were more interesting than
biology. Her irst job, working in the
accounting department of a hospital at 16
years old, only helped to turn her off to that
profession as a possible career. “That job
did not last long,” said Moranski. “It was
boring and very tedious.”
Moranski eventually decided on a
career in higher education and arrived
at University of Illinois Springield (UIS)
in 1995 as a member of the English
department faculty. “I was straight out
of grad school,” she said. The best advice
Moranski ever received was to apply for
her irst job at UIS. Her predecessor had
told her what a great place the former
Sangamon State University was to work.
Today Moranski is responsible for
undergraduate education, including new
program development as well as reviewing
the current programs at the undergraduate
level. She also handles the general
education course approval process and
is responsible for a number of retention
initiatives. On occasion, Moranski does still
ind herself in the classroom. “I have taught
in the honors program and the freshman

seminar. It is a real pleasure teaching
freshmen. I like helping them transition
to college.” Along the way she experienced
her greatest professional achievement
by helping to start the Capital Scholars
Honors Program at UIS in 2001.
UIS recently opened the Center for
Academic Success, and Moranski is excited
to see the consolidated support of this new
organization. “It is a one-stop shop,” she said.
There are also a number of speakers set up
as part of the university’s Speakers Series.
“The lineup provides so many opportunities
for public relations on campus.”
Moranski is very interested in
discovering
what
direction
higher
education is going to take in the future.
“How will colleges and universities change
in the digital age?” she asked. “How will
they meet the challenges of making sure
more students get a college education?”
For anyone looking at a career in higher
education, Moranski recommends teaching
as early as possible but also inding a
passion and ield of study. “Think hard
about how you teach. Be the best teacher
you can be,” she said. “Do not limit to a single
discipline. Look into interdisciplinary
ields. Individual disciplines cannot solve
the problems we face as a society.”

Over the years, Moranski has seen
Springield as a great place to raise a
daughter. She also loves the richness of
the arts community as she assists with
theater productions all over town. She does
understand the issues currently facing
the city, though. “There is high-speed rail,
the budget, and revitalizing downtown,”
said Moranski. One major area of concern,
though, is the stagnant economy, and she
feels expanding the base of businesses in
town could be the answer. “That would drive
the economy in multiple directions. We need
more than just state government jobs. There
is a need to expand and bring business to the
community to build the economy.”
Continuing her career in higher
education is Moranski’s main goal for
the future. She intends to take on more
responsibilities at the administrative
level. “I can inluence the direction of a
whole university at this level, and that is
interesting,” she said. “That is big picture
thinking.” Retirement is not something she
is striving for on a daily basis, although she
could be convinced at some point.
“As long as I am challenged and doing
new and exciting things, I will be happy to
keep working,” said Moranski. “Grandkids
might change that, though.”

Karen Moranski
Title:

Associate Vice Chancellor for
Undergraduate Education,
University of Illinois Springfield
Telephone: 217-206-7440
Email:
kmora1@uis.edu
DOB:
Location:
Education:

Family:

01/09/1964
New Orleans, La.
Ph.D. in Medieval Literature from
the University of North Carolina at
Chapel Hill
Husband – John; Daughter – Kate

Favorites:
Hobby:
Reading and traveling
Book:
Just Kids by Patti Smith
Restaurant: Commander’s Palace in New Orleans
Tidbits:
Enjoys movie musicals
Performed in medieval plays while at college
in England
Wants to travel to Scandinavia to see everything
to do with Vikings
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GOLF STORES

Springfield golfers have
shopping choices aplenty
By Gabe House
The United States’ 28th president, Woodrow
Wilson, had the Secret Service paint his golf
balls black during the winter so he could
find them on the lawn of the White House.
More than just a fun fact, Wilson’s
dedication is often shared by the most avid
golf fans, and Springfield’s golf enthusiasts
are no exception. Our capital city has 11 golf
courses, and all those golfers need the many
accoutrements the game necessitates. From
Golf Discount to Dick’s Sporting Goods to the
numerous pro shops located on the courses
themselves, golfers have no shortage of
choices for their shopping needs.
Jeff Price, a general manager at Golf
Discount – located at 3040 Lindbergh
Boulevard – has been with the company for
23 years. Much has changed in that time,
and the rise of the big box sporting goods
stores in Springfield has brought some
adversity, Price said.
“The biggest issue with those guys, to be
honest, is that they sell a lot of discontinued
merchandise that we can’t get,” Price
explained. “Because of their size, they can
get big buys on that stuff.”
Price also noted the convenience factor
of places like Scheels and Dick’s Sporting
Goods, saying someone might pop into
the golf departments at those stores while
shopping for other items. But, Price said, he
doesn’t believe the majority of golfers in the
Springfield area expressly go to the all-inone stores for their golfing needs.
“We hear it all the time, people go in
and don’t get any help or it’s guys who
don’t know anything about golf, trying to
sell golf equipment,” Price said. “Between
myself and another GM here, we have
24 | April 2014 | Springield Business Journal

more than 50 years in golf, and that goes
a long way. We can do a much better job of
informing the customers.”
Scheels, for its part, attempts to
combat the ever-changing trends with
comprehensive training on new products as
they begin to roll out. Jordan Ramay, a shop
manager and sales associate in the Scheels
golf department, said the store – located at
3801 S. MacArthur Boulevard – has weekly
product knowledge (PK) meetings and a
web-based learning tool as well.
“3point5 is a program we have here that
the company sends us and it’s almost like
a study guide and test on the computer,”
Ramay said. “We’re training to be the best
and get the customer into the right club.”
David Impastato, owner of the Piper Glen
Golf Club – and its pro shop – at 7112 Piper
Glen Drive, said he’s largely unconcerned
with the retail competition in town for a
couple different reasons.
“I think we not only beat any price in
town, but we offer things and utilize our
facility to push the product,” Impastato
said. “If someone buys a driver, we might
throw in a bucket of balls or a free round
of golf. Dick’s can’t do things like that. The
benefits for the guys that patronize us are
through those free rounds, or buckets or
even lessons.”
Regardless of the different tactics
employed by Golf Discount or Scheels or
Piper Glen to drive their respective sales,
they all have one common enemy: the
Internet. A perceived lack of sales tax from
online merchants such as Amazon.com
– they don’t add sales tax at the time of
purchase depending on the state where the

Display racks at
Golf Discount

PHOTOS BY SCOTT TROEHLER

shopper resides, but individuals are supposed
to factor it in themselves come tax time – has
made Internet shopping quite popular.
Window-shopping in retail stores only to
later make a purchase online has become a
common practice for savvy consumers as well.
“I think that’s a definite problem, sure,”
Price said. “But there a lot of customers that
want to come in to touch [the equipment],
feel it and talk to somebody. They value that
and hopefully want to support the local guys.”
Ramay agreed, and said customers
appreciate having the immediate tactile
experience and knowledge of an experienced
sales associate. That can often translate to a
sale in the store as opposed to online.
“And now, there are even knock-off clubs
you have to be aware of,” Ramay said. “And
you could run into that on the Internet.”

What has been affecting sales more than
the Internet, Price said, is a seeming decline
of interest in golf itself. He cited numerous
course closures and people leaving the game
as a reason why sales haven’t particularly
been booming the past couple years for Golf
Discount.
In fact, according to National Golf
Foundation, 2013 was the eighth straight
year more golf courses closed than were
opened in the United States. No courses in
Springfield have closed, but a national total
of 14 18-hole courses opened last year, up
from 13.5 in 2012, while 157.5 courses were
closed during the year.
Scheels, as part of company policy,
declines to offer sales numbers of any sort.
Ramay simply said “business has been good.”
Impastato echoed him, saying Piper Glen

sells a good amount of clubs and clothing,
particularly those emblazoned with the
logos of companies such as Titleist, Ping and
Calloway. Of course, should sales flag too
much, he has something of an advantage over
the larger, chain-based stores.
“If I want to sell at cost, I can, in order to
get business through here,” Impastato said.
“Naturally, I don’t really want to do that. I think
if a [customer] buys a set of clubs and gets a
couple free rounds of golf, that’s worth 90
bucks right there. People’s mindset is they’re
getting a better deal at those stores, but they’re
really not. They should give us a try.”
Gabe House works in the lending
department at United Community Bank.
He can be reached at 217-787-3000
or ghouse@ucbbank.com
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GOLF

Regional golf courses
facing rough times
By Roberta Codemo
Golf peaked in 2000-2001 and has been on
a downward spiral ever since. According to
the National Golf Foundation, 14 new golf
courses were built in 2013 and 157.5 golf
courses closed. At the same time, 3.7 million
people took up golf but 4.1 million golfers
left the sport, for a net loss of 400,000
players. There were 24.1 million golfers last
year, well off the projected target of 27.1
million players. The latest statistics from
Golf Datatech shows the number of rounds
played is down 3.6 percent nationwide.
Area courses are seeing the same decline
at the local level. Kurt Rogers manages Red
Tail Run Golf Club, Hickory Point Golf Course
and Scovill Golf Course in Decatur. “Golf
peaked in the early-to-mid-1990s,” he said.
In 1991, Decatur had ive golf courses and
there were 190,000 rounds played. “There
has been a steady decline since 1996-1997,”
he said.
There were 78,000 rounds played in
2013 compared to 81,000 rounds in 2012.
“We’re trying to ight for rounds,” said
Rogers. This year the courses are two weeks
behind schedule because of the weather. “If
it’s a good summer without rain, we should
do pretty good,” he said. “If we can get to
85,000 rounds, we’ll be in good shape.”
The biggest problem facing golf today,
however, is the economy. Decatur has high
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unemployment and its population has
dipped below 80,000. “We’re behind the
eight ball right from the start,” said Rogers.
“People don’t have the money to play. We’re
coming off the back side of a ive-year
recession. People who might play two times
a month might play two times a year now.”
Rogers is working to bring golf into
the schools and is reaching out to young
professionals. “We need more people
playing,” he said. On an average day, there
may be 125 players out on the course and
160 on a busy day.
This year he is instituting a pay-byhole policy at Scovill Golf Course. Players
will have the option to play golf in shorter
segments. It takes around ive and a half
hours to play a round of golf.
“Golf is in trouble,” said Rogers. He
doesn’t see the sport reaching the numbers
it did in the 1990s. “It’s different now,”
he said.
Danny Pesch has been playing golf since
he was 12. Today he owns The Oaks Golf
Course, Inc., which he bought in 1989. He
agrees that there has been a continuing
decline in the number of players. “Golf is a
fringe sport,” he said. “Only 10 percent play.”
Golf is facing a huge crisis. There are too
few golfers and too many courses. Pesch
compared golf courses to restaurants.

Chris Bivens of Shambolee golf course

Everyone wants to get in the business. “The
business side is a different animal,” he said.
“It’s dificult to make it in the golf industry.”
What it comes down to is people only
have so much disposable income. Everything
has gone up. Pesch said he can’t raise rates
because golfers can’t afford it, leaving him
to try operating with as little overhead as
possible. He works hard to keep prices low.
“There is only so much growth in
Springield,” said Pesch. He doesn’t see the
population growing enough to boost the
number of players. “There are only so many
people who want to play golf,” he said.
He works hard to retain customers.
“We want them to come to our place and
not somewhere else,” said Pesch. There are
other competitors out there. “It is what it
is,” he said. “We want every person to feel
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valuable to us.”
One of the problems Pesch sees is that
parents have become spectators. Parents
who used to go out to the golf course are
now watching their kids play sports. “It
takes them off the golf course,” he said.
Pesch said in the long term if the
economy rebounds, it will have a positive
impact. “All you can do is hope for the best
and prepare for the worst and don’t bite off
more that you can chew,” he said.
“Last year wasn’t a good year for golf,”
said Archer Logan, who manages the Bergen
Golf Course. There was a lot of inclement
weather in the early spring and the season
got off to a slow start.
He projects 2014 will be better than last
year. “We got off to a slow start,” said Logan.
“If it doesn’t get too hot, we should be okay.”

So close and yet so far: Archer Logan of Bergen Golf Course

Logan said the big golf boom occurred
when Tiger Woods was winning and
making a lot of money around 2004-2005.
“Things were really good,” he said. Kids
wanted to be Tiger.
“Golf is a dificult sport,” said Logan.
Few have the talent to play at his level
and make money. When Tiger fell out, the
numbers dropped off. “No one wanted to
play,” he said.
Logan sees a bright future for golf if
a young golfer on the tour does well and
starts getting the numbers Tigers was
getting. “You might see players getting
involved in the game again,” he said. “Young
players bring a spark to the game.”
Chris Bivens purchased Shambolee Golf
Course in 2011 from Eric Swenson. The
course opened in 1965 and will celebrate
its 50th anniversary next year. “Golf is not
quite the business it was in the 1990s,” said
Bivens. “It’s a different ball game.”
Participation is down. In 2013, there
were 15,000 rounds played compared
to 17,000 rounds in 2012. Part of this is
because of the weather; in 2012 it was
warm while in 2013 it was cold and wet.
“We’re off to a slow start this year,” said
Bivens. He projects golfers will play close
to 20,000 rounds.
The industry needs to introduce threeto ive-year-olds to the fun of the game.
“Let them whack the ball as far as they can
whack it,” said Bivens. It’s a thrill when they

get it in the hole. “We need more players,”
he said. “It’s a struggle.” Petersburg
supports two golf courses in a county with
under 10,000 people.
“Golf is not the only thing hurting,” said
Bivens. “The economy is not very good.”
People aren’t working and don’t have
disposable income. The course recently
held a membership promotion and over
700 people purchased memberships.
“Most will not play a lot but all will play
some,” he said.
This year Bivens has set aside Sunday
afternoons as family time. He has sectioned
off a part of the course so families can play
without worrying about the big hitters.
“We need to introduce youngsters to the
game,” he said. He wants to teach young
people who have never hit a ball how to
play so they can see how fun it is to see a
golf ball jump in the air.
On an average day, there are 100 players
on the course. That number increases to
150 on the weekends. With the increase
in memberships, he expects the number to
increase slightly to 120 players through the
week and 170 on the weekend.
The economy has to improve if golf is
going to survive. “I’ve had a pretty good
run,” said Bivens. “I try my best to keep the
place going.”
Roberta Codemo can be reached at
rcodemo@hotmail.com.
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A golfing life
By Eric Woods

Although born in Georgia, Lance Flury of
Pasfield Golf Course grew up in Springfield,
where he has lived since he was six months
old. His friends and family are all nearby, so
this is where Flury considers home. “I do hate
the weather, though,” he said. “Where else can
it go from 71 degrees to 31 degrees in a day?”
Of the more serious issues regarding the
Springfield area, Flury cites the budgetary
concerns that seem to plague the entire state
of Illinois. “The issue is how to meet the
pension requirements,” he said. “The debt is
put on the taxpayers.”
Growing up he always thought he would

have a career in the Air Force, which he joined
right out of high school, serving four years.
Previously he had worked at Hardees on West
Jefferson for a couple of years while still in
school. It was not a terrible job but some of
the duties were unpleasant. “Cleaning the
restrooms was no fun,” he admitted.
Golf has been an important part of
Flury’s life for a number of years. He earned
his membership into the PGA while he was
also working toward his bachelor’s degree.
“It has changed since I went through it. Now
you must go to Florida,” said Flury. “There
are three levels of coursework you must get

through.” Someday he hopes to golf in Ireland
and Scotland.
Pasfield Golf Course is a public 9-hole
facility that was originally founded in 1898 as
the Springfield Golf Club. In 1907 the owners
moved into what became the Illini Country
Club. The Springfield Park District took over
in the 1930s at which time they renamed it
Pasfield. “It is a shorter-yardage facility that
caters to seniors and juniors,” said Flury. “We
are an affordable, quick nine-hole option. It
can be drawn out for 18 holes. Plus this is a
great location in the center of town.” During
the summer there are junior camps and
leagues with league play in the evening.
Flury has a number of responsibilities
including the management of 20 staff
members, overseeing merchandise purchases,
maintenance of the golf cart fleet, and
scheduling outings and tournaments. “I
would like to come up with more interesting
programs that would appeal to the customer
base,” he said. Flury hopes that the future of
golf involves turning more youths back to the
game. “Junior league signups start at the end of
April. Those do fill up quickly.”
Those wanting a career in the golf industry
should be prepared to work long hours during
golf season, according to Flury. While season
passes run from March 1 through Dec. 15, the
actual golf season can vary. “If it is 40 degrees or
warmer and no snow, we will get you in,” he said.
“We always work to meet the customer’s needs.”
Flury would like to still be working for the
Springfield Park District in 10 years and hopes

to land at Bunn Golf Course or Lincoln Green
as the professionals there start retiring. Flury
himself does not plan to retire for at least 15
to 20 years. “As long as my body is still willing
and able to, I will still be golfing.”
Eric Woods is a freelance writer from Springfield.
He can be reached at ericw93@aol.com.

Lance Flury
Title:
Head Professional, Pasfield Golf Course
Telephone: 217-698-6049
Email:
pasfieldgc@att.net
DOB:
04/07/1968
Location: Valdosta, Ga.
Education: B.B.A. from New Mexico
State University
Family:
Wife – Robin; Children – C.J. and Ryan
FAVORITES –
Hobby:
Golf
Movie:
The Shawshank Redemption
Sports team: St. Louis Cardinals
TIDBITS –
Won Country Idol competition in Decatur in 2010
Belongs to PGA of America
Collects vintage golf clubs
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PUBLIC GOLF COURSES
COURSE NAME
STREET ADDRESS
CITY/ST/ ZIP

PHONE (-)
FAX (=)

WEBSITE (www.)
E-MAIL

Sources: The Individual Golf Courses. * - Same rate weekday / weekend
(Listed Alphabetically)

NUMBER PAR
OF
MEN/
YARDAGE
HOLES WOMEN MEN/WOMEN

Archer Logan

not
required

1935

2,082;
1,606

45/men,
41.5/women

$9 (M - F), $10 (Sat - Sun), $8 Jr.,
Sr. (M - Fri)

Angie Timm

preferred

1991

72

6,297/blue;
6,094/white;
5,232/red

118/blue,
118/white,
119/red

$18.25 res./$22.25 non-res - wky,
$20.25 res./$24.25 non-res - wkd,
$20.25 / $24.25 - jr (-18) / sr (62+),
9 holes - $10.25 res./$12.25 nonres wky; $11.25/$13.25 wkd

Paul
Loutzenhiser

not
required

1905

72

6,414/red;
6,144/white;
5,064/
yellow

119/red,
116/white,
113/red

$15 / $18 - 18 holes, *$10 - 9
holes

Glenn
Simmering

Up to 7
days in
advance

1993
(9),
2002
(18)

71

6,667/m
blue;
6,258/m
white;
5,589/m
gold;
5,589/w
gold;
5,035/w red

128/m blue,
124/m
white,
117/m gold,
122/w gold,
116/w red

*$22 - 18 holes, *$13 - 9 holes,
$15 - 18 holes Jr., Sr., $10 - 9 holes
Jr., Sr.

Douglas
Kindlon

Up to 7
days in
advance

1963

72

6,813/blue;
6,576/white;
5,591/grey;
5,166/red

120/blue,
118/white,
115/grey,
114/red

$20.25 res./$24.25 non-res - wky,
$22.25 res./$26.25 non-res wkd, $18.25 / $22.25 - sr (62+)
/ jr (under 18), 9 holes - $12.50
res./$14.50 non-res wky;
$13.50/$15.50 wkd

Jim Sutzer

preferred

1957

$13 - 9 holes wky / $14 - 9 holes
3,034/blue;
wkd, *$20 - 18 holes, $12 - 9 holes
2,752/white; 107m, 102w
(Tu-Th before 3 PM) jr/sr, $18 - 18
2,216/red
holes (Tu-Th before 3 PM) jr/sr

Michelle
Buerkett

preferred

1998

217-753-6211

bergenpro@gmail.com

9

35

2,657;
2,467

2

Brookhills Golf Club
5350 Old Jacksonville Road
Springfield, IL 62711

217-787-8576
217-726=5528

brkhills@aol.com

9

31

3

Bunn Park Golf Course
2500 S. 11th St.
Springfield, IL 62703

217-522-2633
217-544=9506

4

Country Hills Golf Course
21723 Smoot St.
Greenview, IL 62642

217-632-7242
217-632=2099

5

Edgewood Golf Club
16497 Kennedy Road
Auburn, IL 62615

217-438-3221
217-438=3299

golfedgewood.com
golf@golfedgewood.com

18

18

RESERVATION YEAR
REQUIRED OPENED

50.5/red,
48.5/white

1

countryhillsgc.com
info@countryhillsgc.com

MANAGER

$10.25 wky/ $12.25 wkd - res,
$12.25 wky/ $13.25 wkd - non-res,
$9.25 wky / $11.25 wkd - jr (-18) /
sr (62+) res, $11.25 wky / $13.25
wkd - jr (-18) / sr (62+) non-res

Bergen Golf Course
2900 Clear Lake Ave.
Springfield, IL 62702

18

SLOPE

COST TO PLAY
WITHOUT CART
(WKY / WKD)

6

Lincoln Greens Golf Course
700 E. Lake Drive
Springfield, IL 62712

217-786-4111
217-786=4122

springfieldparks.org
lgproshop@springfieldparks.org

7

Long Bridge Golf Course
1055 Camp Sangamo Road
Springfield, IL 62702

217-744-8311
217-744=8950

longbridgegc.com
michelle@longbridgegc.
comcastbiz.net

9

36

8
9

Nichols Park Golf Course
319 Hollkenbrink Drive
Jacksonville, IL 62650

217-479-4663

linksofjacksonville.com

9

33/32

2,463;
1,941

NA

*$7 unlimited

Keith Ward

not
required

NA

Northridge Hills
1265 Sandusky
Jacksonville, IL 62650

217-243-4241
217-243=4656

northridgehills.com
derek@northridgehills.com

9

32

2,199;
1,837

105/black,
103/yellow

* $8 - 9 holes, $12 - 18 holes

Howard
Pillsbury

preferred

1998

10

Pasfield Park Golf Course
1700 W. Lawrence Ave.
Springfield, IL 62704

217-698-6049
217-726=6725

34

2,299/white;
1,934/red

44.5/white,
45/red

$10.25 wky/ $12.25 wkd - res,
$11.25 wky/ $13.25 wkd - non-res,
$9.25 / $11.25 - jr (-18) / sr (62+)
res, $11.25/$13.25 non-res

Lance Flury

preferred

1898

11

Piper Glen Golf Club
7112 Piper Glen Drive
Springfield, IL 62711

217-483-6537
217-483=6539

piperglen.com

72

7,005/gold;
6,612/blue;
6,124/white;
5,138/red

132/gold,
128/blue,
123/white,
116/red

$18 - 9 holes, $28 - wky / $34 wkd - 18 holes, $22 - twilight (after David Impastato
5 PM) - 18 holes

Up to 7
days in
advance

1996

12

Shambolee Golf Course
101 South Shore Drive
Petersburg, IL 62675

217-632-2140

golfshambolee.com
chris@golfshambolee.com

18

72

6,748/blue;
6,368/white;
5,155/red

119/blue,
116/white,
114/red

$15 / $18 - 18 holes, $10 / $13 - 9
holes

Chris Bivens

Up to 7
days in
advance

1964
(9),
1994
(18)

13

The Links
Nichols Park
319 Hollkenbrink Drive
Jacksonville, IL 62650

217-479-4663

linksofjacksonville.com

18

72

6,836/blue;
5,265/white

122/blue,
119/white

$16 / $20

Keith Ward

preferred

1979

14

The Oaks Golf Course Inc.
851 Dave Stockton Drive
Springfield, IL 62707

70

6,130/blue;
5,608/white;
4,985/
gold; 4,399/
orange

117/blue,
114/white,
112/gold,
112/orange

$19 / $22 - 18 holes, member
rates available

Danny Pesch

preferred

1926

15

The Rail Golf Course
1400 S. Clubhouse Drive
Springfield, IL 62707

72

6,630/
champ;
6,012/reg
m; 5,406/
reg w

$31 wky / $39 wkd - 18 holes,
*$21 - 9 holes, $21 after 4 PM (M Th), $25 after 4 PM (Fri -Sun)

Jim Johnson

10 days in
advance

1968

217-528-6600

217-525-0365
217-525=6510
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springfieldparks.org

theoaksgolfcourse.com
theoaks@pga.com

railgolf.com

18

9

18

18

18

127/champ,
121/regular

PERSONALITY PROFILE

A life of good health
and physical fitness
By Eric Woods

Sports and itness have been major
inluences in the life of Caitlin McCarthy.
Her favorite part of Springield is running
in the parks, especially Lincoln Park and
Washington Park. She also enjoys Lincoln
Memorial Gardens. “There are a lot of fun
spots to check out,” she said.
Growing up in Springield, McCarthy had
the opportunity to work detasseling corn
for her father’s crew at age 12. She enjoyed
the weather, so the work was not too bad.
“The worst part was working in the morning
when the corn got you wet,” she said. Out of
college, her irst job was at Lowe’s as a live
nursery specialist. “I have never had a bad
job and do not usually hate what I do. I am
not a quitter.”
Sports played a big role in the early
life of McCarthy, and her family inluenced
her greatly. She played basketball, softball,
competitive soccer and volleyball and
went on to play basketball while in college.
“I wanted to be the best I could be,” said
McCarthy. Her grandfather was her biggest
inluence, and was interested in seeing
McCarthy make a career out of sports. “He
was why I pursued sports later in life.” Her
father let her know that if she continued to
work harder than the others around her, she
would get more playing time in college.

McCarthy wanted to be a teacher when
she was younger, but instead of taking the
traditional classroom teaching career, she
instead chose to teach about health and
itness. She began at Gold’s Gym in April
of 2011 and had only one client at the
beginning. Today she has 39 clients and also
keeps track of 10 other trainers. “Sometimes
that does feel like a lot,” she admitted.
In addition, McCarthy assists in signing
personal training memberships and handles
the budget.
As a trainer, McCarthy focuses on
nutrition, with her personal preference
being the Wheat Belly Diet. She also looks
to help maintain cardio endurance while
practicing strength training and abdominals.
“It varies on how often they come in per
week,” she said. “It would be great if they
all came every day, but I know that is not
possible.” McCarthy loves her job, crediting
her work at Gold’s Gym with helping get her
into the best shape of her life, even better
than when she played college basketball.
McCarthy knows there is always a future
in the itness industry. “Fitness and health
will always be a necessity, especially with
the health risks out there,” she said. Over
time she would like to possibly have fewer
clients, focusing on those who come to the

gym more frequently. She has a dream of
working at a gym by a beach somewhere and
also owning her own gym.
For those who want to become personal
trainers, McCarthy advises to follow her
example and start with only one client.
“Set individual goals for yourself. This
does not happen overnight,” she said. “You
have to put in hard work and dedication to
be a trainer in Springfield. Start small with
a small number of clients. Then increase
that number.”
Going forward McCarthy will continue
to work on her continuing education
credits in the fitness field. She is currently
working toward her sports psychology
coaching certification through the National
Exercise and Sports Trainers Association
to go with her nutrition certification.
“Fitness and health is a lifestyle,” said
McCarthy. “I will never stray from this or
the gym life in general.”
Eric Woods can be reached
at ericw93@aol.com.

Caitlin McCarthy
Title:

Director of Personal Training,
Gold’s Gym
Telephone: 217-789-4653
E-mail:
caitiemac2304@aol.com
DOB:
1/30/1986
Location: Springfield
Education: B.S. in physical education and health
from Illinois College
Family:
Not married, no children
Favorites:
Hobby:
Gardening
Movie:
Love and Basketball
Restaurant: Chipotle
Tidbits:
Loves to paint
Wants to vacation in the Caribbean
Collects sports memorabilia
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LOCAL GOLF OUTINGS

GO GOLFING!
April
• 11 – ABC Club Dean Jackson Memorial
Outing, 5 and 5, Brookhills Golf Club, 2p.m.
Shotgun, Bob Mabie, (217) 787-8576
May
• 2 – 14th Annual Bill Glenn EIU Invitational,
Piper Glen Golf Club, 1 p.m. Shotgun Start,
John Smith, (217) 962-0888
• 2 – Sam Crouse Outing, Lincoln Greens
Golf Course, 12:30 p.m. Shotgun Start, Jim
Sutzer, (217) 962-0888.
• 2 – 20th Annual Springield Golf Classic,
Panther Creek Country Club, Noon
Shotgun Start, Sarah Tapscott, (217) 7875864, Best Ball Scramble
• 2 – Blue Cross Blue Shield of Illinois
Corporate Cup, Panther Creek Country
Club, 7 a.m. Shotgun Start, Sarah Tapscott,
(217) 787-5864, 3 Net Best Ball
• 3 – Big Brothers Big Sisters Golf Outing,
Piper Glen Golf Club, 12:30 p.m. Shotgun
Start, Chris Hembrough, (217) 753-1216,
Scramble
• 3 – T.J. Welch Memorial Golf Outing,
Northridge Hills Golf Course, 8 a.m. and
12:30 p.m. Starts, Contact (217) 243-4241
• 9 – Laborers Golf Outing, Lincoln Greens
Golf Course, 11:30 a.m. Shotgun Start, Jim
Sutzer, (217) 786-4111
• 12 – CFA Cigars For The Troops Golf
Outing, The Rail Golf Course, 1 p.m.
Shotgun, Dave Briton, (217) 744-1710
• 16 – Prop Club Hooters Golf Outing,
Lincoln Greens Golf Course, 10 a.m.
Shotgun Start, Jim Sutzer, (217) 786-4111
16 – Jacksonville Chamber of Commerce
Golf Outing, The Links Golf Course, 12:30
p.m. start, Ginny Fanning (217) 245-2174
• 19 – Contact Impact 2014, The Rail Golf
Course, 11 a.m. Lunch , 1 p.m. Shotgun
Start, Breann, (217) 753-3939 X12
• 22 – Jacksonville Chamber of Commerce
Golf Outing, The Links Golf Course, 12:30
p.m. Start, Ginny Fanning, (217) 2452174, Scramble
• 22 – 18th Annual WSEC-TV Golf
Scramble, The Rail Golf Course, Noon
Shotgun Start, M.J., (217) 483-7887 X222
• 22 – Mini O’Beirne Crisis Nursery
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Golf Outing, Piper Glen Golf Club, 1 p.m.
Shotgun, David, (217) 483-6537
• 23 – 9th Annual Lincoln Land Down
Syndrome Society Golf Outing, Piper
Glen Golf Club, Noon Shotgun Start, Ryan
Johnson, (217) 414-0213, Scramble
• 23 – Lake Homeowners Improvement
Golf Outing, Lincoln Greens Golf Course,
11 a.m. Shotgun Start, Jim Sutzer, (217)
786-4111
• 23 – 5th Annual St. Jude Golf Outing,
sponsored by Bergner’s Associates at
White Oaks Mall, Edgewood Golf Course,
8 a.m. Shotgun Start, Crystal, (217) 4941529 or Mel (217) 546-9537
• 30 – 5th Annual Elijah Iles House Golf
Outing, Piper Glen Golf Club, 12:30 p.m.
Shotgun Start, Farrell Gay, (217) 6986223 or Mike Denk, (217) 546-9537
• 30 – Elks, Shotgun Start 12:30 p.m.,
Lincoln Greens Golf Course, Jim Sutzer
(217) 786-4111
June
• 2 – 8th Annual St. John’s Children’s
Hospital Golf Challenge, Panther Creek
Country Club, 12:30 p.m. Shotgun Start,
Brand Grove, (217) 544-5437
• 5 – 21st Annual POE Golf Outing, The
Rail Golf Club, 7:30 a.m. and 12:30 p.m.
Shotgun Starts, Mary Johnson, (217) 5250365, Scramble
• 6 – Rochester High School Football Team
Golf Outing, Lincoln Greens Golf Course,
12:30 p.m. Shotgun Start, Jim Sutzer,
(217) 786-4111
• 7 – Don “Poochie” Byus Charity Outing
Beneiting American Cancer Society, The
Links Golf Course, 11 a.m. and 1 p.m.,
Keith Ward, (217) 479-4663
• 8 – Drive Out Cancer Golf Outing
Beneiting St. Jude’s Children Research
Hospital, The Rail Golf Course, 1 p.m.
Shotgun, Jeff Dorr, (217) 652-3978
• 8 – 6th Annual Fr. Franzen Memorial Golf
Outing, Edgewood Golf Club, Auburn, 1
p.m. Shotgun, 4 person Scramble Format,
Kevin Collings, Doug Krones, (217) 2596884, www.stjochatha,.org, Registration
12:15 p.m.

• 8 – 19th Annual Scottie Open Golf
Outing sponsored by the Waverly Sports
Boosters, Terry Park Golf Course, 11 a.m.
Shotgun start, Nancy Heriford, (217) 9718719.
• 9 & 10 – Michale Candioto Youth Outing,
Brookhills Golf Club, 8 a.m. Start, Bob
Mabie, (217) 787-8576
• 13 – 15th Annual “Golf Fore Kids”
Lutheran Child and Family Services
Charity Golf Outing, Edgewood Golf Club,
12:30 p.m. Shotgun Start, Neil McCutchan,
(217) 523-4725
• 13 – 32nd Annual SHG Scholarship
Scramble, Piper Glen Golf Club, Noon
Shotgun Start, Call SHG Advancement Ofice
for more information (217) 787-9732
• 13 Carpenters Union Golf Outing,
Lincoln Greens Golf Course, 7:30 a.m. and
1 p.m. Shotgun Starts, Jim Sutzer, (217)
786-4111
• 14 – Play for the Cure, Brookhills Golf
Course, Morning and afternoon lights
(Times TBA), Bob Mabie, (217) 787-8576
• 18 – Lions Club Charity Outing, Piper
Glen Golf Club, 1 p.m. Shotgun, David,
(217) 483-6537
• 18 – 29th Non-Annual CaddyShack Open,
Piper Glen Golf Club, 12:30 p.m. Shotgun
Start, Joanie Whaley, (217) 241-6202
• 20 – Coach Wolff Outing, Lincoln Greens
Golf Course, 11:30 a.m. Shotgun Start, Jim
Sutzer, (217) 786-4111
• 20 – Camp COCO Children’s Cancer
Fund at SIU School of Medicine Golf
Outing, The Rail Golf Club, 12:30 p.m.
Shotgun Start, Sponsored by Bunn (Fourperson scramble sponsored by H.D.
Smith Foundation), Ruth Slottag or Karen
Carlson, (217) 545-2955
• 23 – Jacksonville Chamber of Commerce
Golf Outing, Jacksonville Country Club,
12:30 p.m. Start, Ginny Fanning, (217)
245-2174, Scramble
• 24 – 3rd Annual Dave Cope Memorial
Swing For The Love Of It Golf Tournament,
The Den Golf Course, Noon Shotgun Start,
Megan Mueller, (217) 528-3314 x148,
Scramble
• 24 – 20th Annual Ronald McDonald
House Golf Classic, Piper Glen Golf Club,
Check in 10:30 a.m., Noon Shotgun Start,
Megan Mueller, (217) 528-3314 x148,
Four-Person Scramble
• 26 – Springield Home Builders
Association Golf Outing, Edgewood Golf
Course, Noon Shotgun Start, Lee-Ann
Burgener, (217) 698-4941, Scramble
• 27 Esper Figueras Golf Outing, Lincoln
Greens Golf Course, Noon Shotgun Start,
Jim Sutzer, (217) 786-4111
July
• 10 – 19th Annual Greater Springield
Chamber of Commerce Corporate Cup
Challenge Golf Outing, Piper Glen Golf
Club, 7:30 a.m. and 12:45 p.m. Shotgun
Starts, David Earhart, (217)525-1173,
four- person team, Scramble
• 11 – SPARC 22nd Annual Mike Ferrence
Charity Golf Outing, Piper Glen Golf
Club, 12 p.m. Shotgun, Scramble, Denise
Schainker, 793-2206 X145
• 11 – Little Flower Men’s Club, Lincoln
Greens Golf Course, Jim Sutzer, (217) 7864111
• 18 – Bridge Pin and Links Golf Outing,
Lincoln Greens Golf Course, Jim Sutzer,
(217) 786-4111
• 25 – 6th Annual Carter’s Drive Golf Outing,
Lincoln Greens Golf Course, 12:30 p.m.
Shotgun Start, Scott Selinger, (217) 494-8040
August
• 4 – Ansar Shriners Charity Golf Outing,
Piper Glen Golf Club, Noon Shotgun Start,
David, (217) 483-6537
• 8 – Josh Langfelder Sangamon County
Recorder Golf Outing, Piper Glen Golf

Club, Noon Shotgun Start, Misty Buscher,
(217) 726-0632, Foursomes
• 8 – Jacksonville Chamber of Commerce
Golf Outing, Northridge Hills Golf Course
(18 Holes), 2 p.m. Start, Ginny Fanning,
(217) 245-2174, Four-Person Scramble
• 23 – Fundraiser for local charity to be
determined, Long Bridge Golf Course, 4
p.m. Shotgun Start, Michelle Buerkett,
(217) 744-8311, Scramble
• 31 – Patriot Golf Outing, Northridge
Hills Golf Course, Noon Start, Derek James
or Howard Pillsbury, (217) 243-4241,
Scramble
September
• 4 – NFL Kickoff Golf Outing, Long Bridge
Golf Course (nine hole), 10 a.m. Shotgun,
Michelle Buerkett, (217) 744-8311
• 4 – Friend in Deed Golf Outing, Piper
Glen Golf Club, Noon Shotgun Start, Butch
Elvea, (217) 787-1633
• 5 – 16th Annual Springield YMCA Golf
for Kids Charity Tournament, Lincoln
Greens Golf Course, Noon Shotgun Start,
Jane Frech, (217) 544-9846 X116
• 5 – The Calvary Academy MC Johnson
Memorial Golf Classic, 1 p.m. Shotgun
Start, Tina Casper, (217) 546-9700 X210
• 9 – Bud Light Beneit Outing, The Links
Golf Course, 12:30 p.m. Shotgun, Keith
Ward, (217) 479-4663
• 11 – Chatham Chamber of Commerce
Golf Outing, Piper Glen Golf Club, Noon
Shotgun Start, David, (217) 483-6537
• 12 – American Business Club 9th Annual
Charity Open Beneiting UCP Land of
Lincoln, Piper Glen Golf Club, Noon
Shotgun Start, David, (217) 483-6537
• 12 – Lutheran High School Golf Outing,
Lincoln Greens Golf Course, 9 a.m. Shotgun
Start, Buzz Sperry, (217) 546-6363
• 13 – 23rd Annual Derek Dolenc
Memorial Golf Outing supporting the
Derek Dolenc Cancer Patient Assistance
Fund at Memorial Medical Center’s
Regional Cancer Center, Edgewood Golf
Club, 10 a.m. Shotgun Start, Kent Dolenc,
(217) 553-4449
• 15 – 11th Annual Orthopedic Center of
Illinois Foundation (OCIF) Chip in Fore
Charity!, Panther Creek Country Club,
12:30 p.m. Shotgun Start, Jessie Decker,
(217) 547-9100
• 19 – Habitat for Humanity Golf Outing,
Lincoln Greens Golf Course, 12:30 p.m.,
Shotgun Start, Jim Sutzer, (217) 786-4111
• 19 – Be a Hero For Babies Golf Outing
supporting March of Dimes, Piper Glen
Golf Club, 10 a.m. Shotgun Start, Kathy
Starkey, (217) 793-0500
• 22 – Fellowship of Christian Athletes
Local Qualiier, Illini Country Club, Time
TBD, contact (217) 241-2020 or www.
centralillliniscfa.org
• 26 – Henson Robinson Zoo Golf Outing,
Lincoln Greens Golf Course, 12 p.m.,
Shotgun Start, Jim Sutzer, (217) 786-4111
• 26 – 10th Annual Birdie Fore the Zoo,
Lincoln Greens Golf Course, Noon Shotgun
Start, Kim Alexander, (217) 585-1821,
Scramble
• 26 – Lincoln Land Community College
22nd Annual Baseball Team Golf Outing,
Piper Glen Golf Club, 12:30 Shotgun, Ron
Riggle, (217) 786-2426
• 27 – 7th Annual Mark Timm Memorial
Golf Outing, Brookhills Golf Club, 9 a.m.
and 1 p.m. Starts, Bob Mabie, (217) 7878576
October
• 3 – Matt Helm Memorial Golf Outing,
Lincoln Greens Golf Courses, 12:30 p.m.
Shotgun Start, (217) 786-4111
• 6 – Fellowship of Christian Athletes State
Qualiier, Illini Country Club, 12:30 p.m.,
Four Person Scramble, Kevin Elliott (217)
241-2020

BOOK REVIEW

Compassion for employees is the best strategy
By Bridget Ingebrigtsen
It’s interesting to me how many leadership
books boil down to the same point – that
the best leaders are the ones who genuinely
care about the people in their organization.
While it sounds like such a basic concept,
it’s understandable how leaders can lose
sight of this when they are also focusing on
other important issues like the bottom line
and growth.

Leaders Eat Last
by Simon Sinek
published by the Penguin Group
2014 • 240 pages
(hardcover) $27.95
But, as Leaders Eat Last points out, when
leaders focus on caring for their people –
by empowering them and trusting them –
everything else tends to fall into place. As
a matter of fact, it will fall into place better
than they can imagine, and it will make
everyone in the organization happy, fulilled,
and motivated to do their best work.
Written by Simon Sinek (Start with
Why), Leaders Eat Last refers to the Marine
tradition in which the most junior are served
irst and the most senior are served last. This
tradition shows the Marine Corps’ approach
to leadership, which is about placing the
needs of others above your own.
Because of this ingrained respect and
trust, Marines are better equipped to
confront external dangers because they
do not fear danger from each other. They

operate in what is called a Circle of Safety.
The Circle of Safety is pretty basic: We
can’t control the dangers from outside an
organization, but we can control the dangers
from within.
Sinek writes: “By creating a Circle of
Safety around the people in the organization,
leadership reduces the threats people feel
inside the group, which frees them up to
focus more time and energy to protect the
organization from the constant dangers
outside and seize the big opportunities.
Without a Circle of Safety, people are
focused to spend too much time and energy
protecting themselves from each other.”
Makes sense. But how do you do that?
The book explains that it is a process
and it is personal. Leaders Eat Last
includes many instances of different
leaders making their teams feel so “safe”
that they were constantly rising to the
occasion. One of my favorite examples was
about a company named Barry-Wehmiller.
This company was hit hard when the stock
market crashed in 2008, and when it
became clear that layoffs might be needed,
the company’s president, Bob Chapman,
had a different thought.
Over the years, Chapman had worked
hard to implement trust among his team and
he didn’t want to let anyone down. Laying off
people, to him, was like getting rid of a child
in hard times, and he certainly wouldn’t do
that. Instead of layoffs, he implemented a
mandatory furlough program in which every
employee, including himself, would have

to take four weeks of unpaid time off. As a
result, the team set out to do more for each
other. Those who could afford the time off
traded with those who could not.
As you might guess, things started
picking up again with such a motivated
team. So when the finances improved,
the furlough plan was canceled and the
401(k) contributions were not only
restored but were paid back to before the
tough times began.

Unlike so many other leadership books
that make the same point, Leaders Eat Last
is jam-packed with substance and practical
takeaways, so much so that the font and
line spacing are smaller than other similar
books, making it a little hard on the eyes.
However, you definitely get your money’s
worth when it comes to information. My
copy is covered in marks and notes, and
I suspect it will be one that I refer to in
the future.
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RESTAURANT REVIEW

The view along the bar at Abe’s Hideout.
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In plain sight
Abe’s Hideout on Dirksen provides solid diner fare
By Thomas C. Pavlik, Jr.
Abe’s Hideout & Saloon, a ixture in
Mechanicsburg since 2009, recently opened
a second location on South Dirksen, across
from the IDOT building.
First, a suggestion to the owners –
submit your menu to capitalcitymenus.
com and link to a copy of the menu on your
Facebook page. All the kids are doing it
today.
That beef aside, Abe’s has done a nice
job with its space, service and food.
The interior of Abe’s offers a rustic feel.
The bar is designed to look like an old-time
barn – although the fake brick does detract
some. The ceiling has exposed ductwork
and the loors are wood. Large windows
line the front of Abe’s and provide plenty
of natural lighting. Our only negative
observation was that acoustics could have
been better. On the plus side, however, we
never felt our conversation was at risk of
being overheard.
Abe’s is surprisingly large. There’s a
spacious area offering table seating and
plenty of high top tables around the bar.
We arrived right at noon to ind Abe’s
pretty much completely full. Our fellow
diners appeared to be largely IDOT
workers, a handful of suits, and a fair
number of contractors. Since it was Friday,
after all, the bar was quite crowded with
those getting an early start on the weekend.
There’s also a large room, accessible
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through the restaurant or via a separate
outside entrance, which offers the
ubiquitous video gaming terminals.
As it is relatively new, Abe’s has only
had one health inspection. Two critical
violations were noted, both of which were
reported as being immediately corrected.
Abe’s menu is about what you would
expect – a mix of burgers, wraps, pizzas and
salads. Burgers and sandwiches are served
with your choice of fries, tater tots, chips,
cole slaw, cottage cheese or potato salad.
Wraps are served with chips and salsa.
Items that caught our eyes included the
Reuben ($7.29), the BLT Wrap ($7.59) and
the Black and Blue Salad ($8.19 – iceberg
lettuce, charbroiled sirloin and blue
cheese).
We opted for the Philly Cheese Steak
Chicken Sandwich ($7.59 – also available
with beef), the Build a Burger ($3.75,
cheese $.75-$1 extra, add fries or tots for
an additional $1.59) and the Taco Salad
with chicken ($6.99 beef, $7.99 chicken).
My one guest also ordered a cup of the chili,
which was the soup of the day ($2.99). The
chili did not meet my guest’s standards. He
ate a few bites and decided it was lacking in
lavor. Not one to let food go to waste I dug
in myself and came to the same conclusion.
It wasn’t an auspicious start.
Our entrees followed shortly thereafter
and had obviously not been kept under the

Address: 2301 South Dirksen Parkway,
Springfield, Illinois
Phone:

217-670-2044

Atmosphere: ★★★★
Service: ★★★★

Website: http://abeshideout.webs.com
(not updated yet to reflect new location)

Food: ★★★

Hours:

Price: ★★★★

Mon-Wed & Sunday: 11 am – 8 pm,
Thurs-Sat: 11 am – 9 pm

Wheelchair Access: Yes
Credit Cards: Yes

warming lights – all of our food appeared
straight off the line. Nice work.
The Philly Cheese sandwich was
generously sized and was reported as
belonging at the higher end of the spectrum.
What really loated my guest’s boat,
however, were the tater tots. I sneaked one
off of his plate and had to agree. My fries,
on the other hand, were lightly battered
and suffered as a result. Maybe I’m a purist,
but I think adulterating fries that way is a
culinary misdemeanor, if not a felony.
The Taco Salad was also generously
sized with fresh ingredients and
appropriate level of spices. The lour
tortilla shell appeared to have been freshly
fried – it was a nice touch.

Suitability for Business Lunch: ★★★★
OVERALL: ★★★★

The burger was well formed and
lavored and came on a toasted bun. I asked
for medium rare but received medium.
Given that this was a diner-type quarterpound burger, however, it was a perfectly
understandable law.
Our service was attentive, friendly and
obviously attuned to the needs of business
diners – we never felt rushed, but we
were in and out in about 45 minutes. Most
diners will be able to adhere to a one-hour
lunch. We particularly appreciated that
our drinks were well monitored and that
our various special requests were quickly
satisied.
On the whole, Abe’s Hideout was an
enjoyable lunch. Give it a try.

FINANCE

Bitcoins:
How do they work?
By Thomas C. Pavlik, Jr.

Abe’s highly visible façade on Dirksen Parkway.

One of the surprisingly spacious dining areas at Abe’s Hideout.

Although Bitcoins have been around
since 2009, it is only recently that
they have been all over the news. Most
of us understand that Bitcoins are
basically Internet cash, but beyond
that there seems to be confusion and
misunderstanding.
Bitcoin is a digital currency.
Rather than coins or paper bills,
Bitcoins consist of a discreet Internet
code that can be stored online or on
your computer hard drive. Safeguards
allegedly exist to prevent forgery
and the total supply of Bitcoins is
capped at 21 million units. Currently,
there are approximately 12,500,000
Bitcoins in circulation.
Conventional currency is created by
central banks. Bitcoins, on the other
hand, are created as people “mine”
Bitcoins by using computers to solve
increasingly complex math equations.
Twenty-ive Bitcoins are “awarded”
every 10 minutes.
No central authority sets the value
of Bitcoins. Because supply is capped,
the value of a Bitcoin is (or more
properly will be when all 21 million
are in circulation) set by demand
alone. Various computer exchanges
exist that set the market for Bitcoin
value. As of the writing of this article,
one Bitcoin is worth approximately
$625. Last fall, the value of a Bitcoin
approached $1,200.
For many, the appeal of Bitcoins lies
in the fact that, much like the Internet
itself, this is a completely open inancial
network. Banks aren’t involved nor
is there any central authority. The
hope is that much as the Internet has
led to the creation of new paradigms,
that Bitcoin will lead to a whole new
world of inancial services that are
not tethered to the world’s existing
inancial structures. In short, you get to
make your own rules.
A growing list of merchants is now
accepting Bitcoins as a valid method of
payment. Overstock.com and more than
10,000 other merchants now accept
Bitcoins. Currently, most vendors
immediately convert their Bitcoins to
local currencies via one of the many
Bitcoin exchanges. Speculators and
investors, however, may hold on to
Bitcoins in the hope of long-term
appreciation or may “day trade” in the
hope of short term gains.
Why, you ask, would someone want
to accept Bitcoins?
First, an increasing number of
transactions (and virtually all online
transactions) are made by credit
card or Paypal. Each time a merchant
engages in such a transaction the
credit card company gets a percentage
of the purchase price – three percent
on the average. With Bitcoin, there is
no “middleman.”
Second, a certain segment of the
population is drawn to the anonymity

offered by Bitcoin. Other than the
unique identifying code, there is
no way to trace a transaction. For
those that prefer not to draw the
attention of the authorities (think
illegal transactions) or for those who
prefer anonymity (online gambling,
for example) Bitcoins might be an
attractive option.
Third, since Bitcoins are not
part of the traditional monetary
system, many believe that Bitcoin
transactions aren’t subject to tax.
More on that in a moment.
Finally, many people simply believe
in the creation of an alternate monetary
system that cannot be controlled and
manipulated by central banks and other
governmental authorities. In short, they
believe in the democratization of the
inancial world and analogize Bitcoin
to the early and unwieldy days of the
Internet – think of how far we’ve come
since then. Time will tell.
Why might you want to avoid
Bitcoins?
First, although the value of
Bitcoins has been steadily increasing,
there has been substantial volatility
in Bitcoin value.
Second, there are security and
reliability risks. If you store your
Bitcoins online you are at risk of being
hacked. Or, as perhaps you may have
seen recently in the news, of having
your storage server go out of business.
If you store your Bitcoins on your hard
drive you might forget your password
or have the Bitcoins corrupted by
a virus. Think of the poor guy who
accidentally threw away his hard drive
containing Bitcoins worth hundreds
of thousand dollars. Plus, unlike
most bank accounts, there’s no FDIC
insurance coverage.
Third, transacting in Bitcoin does
not mean you don’t owe taxes. The
courts have long held that “barter”
transactions count as income. For
example if I barter legal services for
home repair services, the value of the
home repair services I receive counts
as taxable income. Although the IRS
has not addressed the issue yet, in all
likelihood the value of Bitcoins received
in a transaction will be counted as
income for tax purposes.
In addition, if I buy a Bitcoin for $600
and sell it for $1,200, the $600 proit
constitutes gain that is subject to tax.
Even though there may be no authority
to report the transaction or the resulting
gain, the law requires you to report that
gain on your tax return.
Bitcoins emergence and increasing
acceptance is exciting to watch, but
before jumping in the deep end do
your homework and proceed with
some caution.
Thomas C. Pavlik, Jr. is an attorney
from Springield.
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OP-ED

The Market at Koke Mill, inside and out

PHOTOS BY HEATHER STANLEY

Differentiation key to local business success
Case study: The Market on Koke Mill
By Bruce Sommer

If you ever attended one of my business
classes, you heard me say: “Entrepreneurs
do three things – create, deliver and capture
value,” and, “There are only two strategic ways
businesses compete – cost or differentiation.”
A cost leadership strategy aims to take
advantage of a company’s size, scope and
ability to produce a product or service more
eficiently than competitors. This usually
involves producing a standardized product
or service that is often applied across
many markets, e.g., large franchises or
corporations such as Wal-Mart, McDonald’s,
and Dollar General.
Alternatively, differentiation strategy
involves a more customized approach
identifying what the customer values and
delivering on that value more effectively
than the competition. Herein lies great
opportunity for locally owned businesses.
Locally owned businesses have a unique
advantage to attract customers by more
effectively differentiating their products and
services because they have the ability to
know more precisely what their customers
value more than anyone else. Growing up
in the same communities, we share the
same values as our customers; we send our
kids to the same schools, we contribute
to the same charities, we see each other at
church, events, gatherings, etc. Furthermore,
we have established relationships and
common networks with our customers. Our
larger corporate competitors crave these
engagement opportunities, the same ones we
often take for granted.
Inside our businesses we get to interact
directly with customers, acquiring important
feedback about how we can further add
value to their lives. We have the ability to
make immediate frontline decisions in order
to meet their needs. Large, centralized
corporations with distant decision-makers
cannot respond to customers’ interest
nearly as effectively as we can.
Lastly, we have the unique ability to
create a culture truly centered on what
our customer values most. We can thereby
attract other members of our team who
share these same values, and who will
effectively deliver this value and message to
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our customers.

3)

delivering value through the highest
quality products and the best services
anywhere, and hopefully thereby

o High-quality meat – grass-fed,
organic, choice, Angus certiied,
local – as well as seafood.

4)

capturing value through a proitable
business model.

o Our coffee was specially selected
and roasted for our guest palate.

Case: The Market on Koke Mill
My brother, Chris Sommer, and I recently
opened a new neighborhood grocery store
near the corner of Koke Mill and Iles in
Springield called The Market on Koke Mill.
We deployed this differentiation strategy
when designing our business model. We
both grew up in this community, and Chris
has lived and worked in retail his whole life
in this area.
Our ability to offer lower prices is limited
compared to very large grocery competitors
in the area — Wal-Mart (AR), Target (MN),
Niemann Foods (Quincy), Schnucks (St.
Louis), Aldi (Germany), Hy-Vee (IA) — but
we hope to carve out a special niche and
offer an overall greater value and shopping
experience for our guests by:
1)

knowing what our guests value more
than anyone else

2)

creating value by effectively
differentiating our products and
services better than anyone else

o A great variety of organic products
and two unique organic and
all-natural brands.

Years ago we identiied Springield was
missing a healthier, specialty food shopping
experience. Using the principles described
above, we attempted to position our store to
provide differentiated products and service.
•

Convenience: Located right in the
heart of where our guests live, in a
space where they can easily park
within feet of our checkout counter,
allowing them to get in and out in a
matter of minutes.

•

Atmosphere: The store is clean, safe,
exciting and inviting to families.

•

Unique proposition – product mix:
The Market’s unique proposition:
o The best deli sandwiches, soups,
salads, prepared take-home
meals, and desserts in town,
made fresh daily.

o Unique, healthy and specialty
products from all over the world,
as well as right in our backyard.
o Options for all types of restrictive
diets (e.g., gluten-free, food
allergies, milk allergies, vegetarian,
vegan, weight control, diabetics,
paleo, kosher, low-carb, etc.)
o Some traditional brands
and products
•

Customer service: Customer service
will always be our greatest opportunity
to develop a differentiated and
sustainable competitive advantage.
We must seek out the things our
customers value and effectively deliver
that value to them.

We look forward to seeing you at your
Neighborhood Market on Koke Mill (2550
S. Koke Mill Road in Springield) very soon.
We are currently in our soft-opening stage,
open Monday – Saturday 7 a.m. – 8 p.m.
and Sundays 9 a.m. – 6 p.m. We hope to be
announcing our grand opening soon. Check
us out at www.The-Market.us and like us on
Facebook/TheMarketOnKokeMill. (And be
sure to let us know what you value most by
telling us what you would like to see in your
neighborhood Market.)

A comfortable dining area helps make the Market on Koke Mill stand out.

Bruce Sommer is a visiting lecturer and
entrepreneur-in-residence at the College of
Business and Management at the University of
Illinois Springield where he leads the Center
for Entrepreneurship and Family Business.
He is has started many of his own businesses,
invested in a multitude of startup businesses
and now manages NextGen Ventures and two
business angel investing groups.
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Why so many corporations do not
pay Illinois corporate income tax
by Douglas L. Whitley

The Illinois corporate income tax has been
under attack for some time by organized
labor, social service agencies, community
groups and even the director of the Illinois
Department of Revenue. People and
organizations who favor more government
spending have seized upon the mantra that
corporations don’t pay “their fair share.” The
director of revenue has frequently sought to
increase state revenues during his tenure
by assailing business tax “loopholes” and
has often fueled the ire by referencing the
fact that two-thirds of corporate income tax
ilers have no Illinois corporate tax liability.
Over the last few years, the perception
that has been perpetuated by proponents of
greater taxation of business is that corporate
income tax ilers have no liability because
of state-sanctioned tax exemptions, credits
and deductions. For example, there has been
a renewed focus upon the eficacy of the
EDGE tax credit, a beneit for companies that
increase employment in Illinois, even though
only 56 of 113,000 companies claimed the
credit in 2011.
One particularly troubling tactic pursued
by community groups from Chicago has been
to agitate for abandoning the most basic of
taxpayer conidentiality rights in favor of a
“transparency” requirement that corporate
tax returns become public records available
on the Internet. Legislation to mandate such
disclosure has been iled in the Statehouse
and in the Chicago city council. Clearly the
objective of such messaging is to cement a
false impression in the minds of the public
that corporate taxpayers are villains who
defraud and cheat the system in hopes that
politicians will have little reservation about
imposing a higher tax burden on faceless
and non-voting corporations.
In fact, Illinois employers pay billions
in total state and local taxes (property,
sales, utility and unemployment taxes in
particular) to inance government services.
The Council on State Taxation’s most recent
analysis of business taxes reported the total
business tax burden in Illinois as $30.8
billion – the ifth largest overall business tax
burden for all the states.
The corporate income tax is easy to
criticize because it is by nature a complex
tax. Most new business entities are small
businesses that rarely organize as a
corporation. The trend at both the national
and state level is for business entities to be
structured as “s” corps, partnerships or some
form of limited liability company, rather
than iling and paying taxes as a corporation.
We have fewer corporate taxpayers every
year – in the last 10 years there have been 8
percent fewer corporate tax ilers.
Another assumption that should be put
to rest is that the two-thirds of taxpayers
who aren’t paying Illinois corporate income
tax are all large multistate businesses. The
exact opposite is true. The large multistate
companies contributed 92 percent of the
corporate income tax payments.
And, now in an atmosphere illed with
negativity towards business taxpayers, we
have a joint legislative committee in the
House of Representatives deeply engaged in
the pursuit of knowledge about Illinois tax
laws. Hearings are being held, testimony is
being received and another state budget is
about to be conceived by policy makers who
see only a revenue gap.

The Illinois Chamber and the Taxpayers’
Federation of Illinois have collaborated
to prepare a groundbreaking report on
Illinois corporate income tax ilers: Probing
Beneath the Surface: Understanding Why
So Many Corporations Do Not Pay Illinois
Corporate Income Tax. Our report answers
the fundamental questions: Why do so few
corporations have an Illinois corporate
income tax liability? How signiicant is
the impact of deductions and credits in
eliminating tax liability?
Based on a series of Freedom of
Information Act requests to the Department
of Revenue for aggregated data off the
corporate income tax returns, our study
looks at the roughly two-thirds of Illinois
corporate income tax ilers that show no
tax liability. The study covers tax years 2007
through 2011.
What we found
1. Federal taxable income (FTI), which
is the starting point for computing Illinois
tax liability is by far the primary factor
in determining whether an Illinois iler
will have an Illinois corporate income tax
liability – not Illinois deductions or credits.
On average, of the 66.9 percent of corporate
tax ilers with no Illinois corporate tax
liability, the most signiicant factor in
determining whether a corporation would
have an Illinois tax liability was whether or
not a corporation showed federal taxable
income (FTI) on line 1 of their Illinois return.
2. In addition, Illinois corporate tax
deductions play a very minor role in
reducing a corporation’s tax liability to zero
even if the corporation does have a positive
FTI. The average number of returns iled
showing no Illinois corporate income tax
(Illinois CIT) liability over the ive-year
period was 75,517 (out of a total of 112,919
CIT returns iled). Of those 75,517 ilers,
on average only 4,049 corporations had a
positive FTI on line 1 of their Illinois return
but no CIT liability, but only 721 or 17.8
percent of the returns initially showing FTI
wound up with no tax liability after applying
Illinois deductions.
3. More speciically, the 2011 suspension
of the Net Operating Loss Deduction (NOLD)
did not have a signiicant impact in moving
corporations from a non-taxpaying status to
a taxpaying status. Revenues generated by
the suspension of the NOLD came primarily

from taxpayers that were already paying
corporate income tax.
4. Illinois tax credits have almost no
impact in explaining why businesses have
no corporate income tax liability. Of the
total 75,517 returns filed with no CIT
liability, only 132 (0.2 percent) fall into
the no liability category through the use of
tax credits.
Consistent federal and
multistate conirmation
We are not unique in Illinois. The
number of Illinois ilers with no tax
liability directly tracks federal government
statistics in terms of the number of federal
corporate income tax ilers with no tax
liability, and since the vast majority of
states piggyback the federal income tax
code in some capacity, their income tax
systems are similarly affected.
The federal Government Accountability
Ofice (GAO), in a 2008 study of corporate
iling patterns, found that nearly two-thirds
of U.S. companies and 68 percent of foreign
corporations do not pay federal income
taxes. The data in the GAO report explains
in large part why line 1 of the Illinois return
is frequently a negative number. The top
allowable deductions causing corporate
taxpayers to reduce taxable income to zero
or below were the deductions for: 1) salaries
and wages, 2) interest expense and 3)
depreciation of equipment purchases. The
GAO pointed out that tax deductions were
responsible for almost all of the two-thirds
that did not pay federal income tax and that
credits had a very minimal impact.
Many are anticipating that the U.S.
Congress will eventually revisit the corporate
tax code. Discussions are ongoing at the
federal level about lowering tax rates and
broadening the tax base. If that were to
happen, then states would beneit from any
base increases automatically – as they do
now. For example, tax law changes associated
with the introduction of the Affordable Care
Act are expected to result in additions to the
federal and state taxable income base.
We urge the Department of Revenue to
make more aggregate information available
to tax researchers so that tax policymakers
have the data to make informed decisions as
they consider Illinois tax reform proposals.
Douglas L. Whitley is president and CEO
of the Illinois Chamber of Commerce.
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