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Meet Charlene Aaron
Chancellor of St. John’s College of Nursing
By Colin Patrick Brady

For Charlene Aaron, caring for others has been
in her blood as long as she can remember.
“I grew up the oldest of five children in a
multi-generation home – from myself all the
way to great aunts and grandparents under
one roof,” she said. Caring for her aging livein relatives was instinctive for her. “It just
came as a natural thing and it became my
intention to enter a vocational program in
high school where I could study to become a
nurse’s aide,” Aaron said.
Aaron received her LPN through a
community college in Kankakee where she
developed an interest in long term care,
originating in her youthful experience with her
elderly relatives. She got her BS from llinois
Wesleyan University, where – three months
prior to her graduation – she was offered a
job as director of nursing by that institution.
Taking her education further, Aaron achieved
an MS in systems administration from the ISU

Mennonite program, where she was offered
a position in long term care and entered an
evidence-based practice internship.
While with ISU, Aaron served as
coordinator for a $1.4 million grant project
which she described as an effort toward
“bringing long-term care providers and
nurses together with other long-term
facilities,” an idea which, she adds, educators
at the time were not accustomed to. The
grant lasted five years and served to expand
teaching in a nursing home environment.
As a result of her efforts in central Illinois,
“educators are still using long-term facilities
to educate nursing students,” she says.
“Working in a long-term facility also helps
nurses to learn evidence-based curricula.”
As for her new position at St. John’s, Aaron
describes herself as “pleased to get to know
more people and develop more relationships”
in the Springfield community. She is a recent

transplant to Springfield, having only moved
here in June. “I grew up and have recently
moved here from the small town of Fairbury,
Illinois that has a population of around 3,800,”
she said. Aaron looks forward to navigating
her new work environment, “finding out who
works with who,” and continuing to develop
the College of Nursing.
Aaron is fascinated by the new simulation
center recently opened at SIU School of
Medicine. “I would really like to learn about
relationships between the various local
health care agencies so that other place’s
needs may be met.”
As far as what is on the horizon for St.
John’s, Aaron is excited to tell of the new
graduate nursing program due to begin
this fall. “I have been coordinating with
community colleges so that prerequisites
which are sometimes cumbersome can
be sorted out and an easier transition to

St. John’s is possible.” Aaron stresses that
an advanced degree can allow a nursing
student to come to a college as faculty.
“So many great things are happening,
and we really want to put more effort
into nursing research,” Aaron says.
“Accenting caring and respect to vulnerable
populations is key. We really want to
produce nurses who learn how to listen
and understand with compassion, as well
as interacting with other cultures.”
Aaron concludes that she is blessed to
have attained such an esteemed leadership
position. “This is my first opportunity to
serve as a chancellor of a nursing program
and I will do my best to carry on the legacy
that I have inherited from the hospital
sisters.”
Colin Patrick Brady is a freelance
writer based in Decatur.

Springfield Business Journal | September 2016 | 3

ENTREPRENEUR

The business of art

Mike Mayosky speaks out for visual artists rights
By Catherine O’Connor

Muralist Mike Mayosky may be an
independent, creative entrepreneur without
a permanent business location but he is not
without strong opinions about the rights of
artists to protect the integrity of their work.
Thinking back to the roots of his
professional art career, Mayosky, 41,
remembers selling a watercolor of a
1950s-style pinup model during his
high school years and later working as a
caricaturist at an amusement park in Kansas
City. At that time, public graffiti culture was
evolving in the imagination of young street
illustrators as a messaging tool, echoing the
trending urban vibe.
It wasn’t long before Mayosky knew
that he had a marketable talent. “Wow, I
don’t have to work as a waiter anymore,” he
recalls thinking. It was at this point that he
bought a car and hit the open road. Before
the age of 40, he had completed more than
600 murals throughout the country. It was
a game-changer when he installed a vertical
lift on the roof of his van, allowing him to
work 38 feet in the air.
As the years progress, Mayosky continues
to develop his eclectic East Coast street art
style, painting interior and exterior murals
at restaurants, bars, and shops throughout
the country. He has slowly built a reputation
for creating innovative visual statements
covering a broad range of walls, ceilings and
window surfaces.
For years, he has fought the mindset of
some in the community who he believes
fail to truly understand and respect
nonconformist street artwork as a legitimate
product of value. “As an illustrator I have a
message, and I guess I do have a storefront.
It is my hands,” Mayosky explained.
One of the longstanding relationships
Mayosky has built over the years is with
members of the Utterback family, owners of
Penny Lane, the highly successful import and
decorative home goods shop in Springfield.
Beginning in the mid-1990s with a
caricature drawing, he was commissioned
to decorate various walls as the business
expanded into a multi-building complex on
South MacArthur Blvd.
According to Mayosky, word-of-mouth
referrals from Utterback and Curtis Hudson

(former owner of Café Brio in Springfield’s
downtown) have resulted in commissions
for murals from private citizens, businesses
and communities around the country.
Twenty years down the line, Penny Lane
has once again hired Mayosky to create a
new business logo and mural for the north
exterior wall of the building, which should
be installed within the next few months.
Exemplifying the popular image of the
driven, starving artist, Mayosky has lived
for periods of time in borrowed or rented
quarters that doubled as studio spaces.
Calling it “urban camping,” Mayosky is
often reminded that some of the greatest
businesses in the country had humble
beginnings. “Apple (computers) started in a
garage, too,” he points out.
A trip to New York City in the autumn
of 2015 was fortuitous for the enterprising
muralist. While working on the street near
the Washington Square Arch, mere days
after the recent terrorist bombings in Paris, a
representative of Mayor Bill DeBlasio became
interested in Mayosky’s artwork. He was
honored to be asked to submit his painting
of the arch lit up against the night sky, which
was to be sent along with other memorabilia
– including a fragment of the World Trade
Center – as a gift of solidarity from the people
of New York City to the mayor of Paris.
Through a group of street artists he
met while working in New York, Mayosky
learned about the 1990 VARA (Visual Artists
Rights Act), a law that protects the integrity
of artwork that may or may not have been
commissioned through contract. The law
came about as a response to a conflict
over editorial changes to visual film art of
the British comedy group Monty Python,
according to Mayosky.
Extending the protection of “moral
rights,” defined and embodied in the 1928
Berne Convention for the Protection of
Literary and Artistic Works, VARA affords
artists a voice in determining such aspects
as when the artist can make revisions and
additions, when a piece is to be considered
finished and the future care and/or removal
of their work from its original site, when
circumstances change.
From the Art Prize competition in Grand
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An ongoing controversy has left one of Mayosky’s murals, which
memorializes the Lincoln funeral train, facing the historic Great Western
depot at 10th and Monroe Streets, unfinished with only sketchy,
monotone outlines that conjure images of ghosts.

Rapids, Michigan, where millions of people
view and vote on outsider outdoor art, to
venues on both coasts, Mayosky says he has
never been asked to surrender the rights
to his original artwork – that is, until it
happened in Springfield.
Often irreverent, Mayosky feels he has
gotten little respect from the hometown of
Abraham Lincoln, whose image has been
the subject of more than 100 paintings and
commissioned art pieces he has created
throughout the country. “Sometimes I feel
like I should go on strike, “ he said.
Armed with knowledge about VARA’s
default stipulations, which apply when
contracts don’t include waivers, Mayosky
has begun to feel empowered to stand up
for the rights of artists. In July, he reached
out to TV news and social media when he
was notified that his murals at Augie’s Front
Burner were imperiled by plans to renovate
the restaurant’s interior.
“Augie’s murals are some of my bestknown work. Before Obama was in
Washington, he would come in and watch
me paint. One day, we had a fascinating
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conversation just about all the hues of the
color blue,” Mayosky remembers.
According to Mayosky, the murals – in
place for over a decade – have achieved the
special significance required for the VARA
protection of a 90-day window so that he can,
at his own expense, carefully remove them for
preservation, using the “strappo” technique,
as has been used to save fragile frescoes.
(Augie’s is cooperating and Mayosky hopes to
remove the mural within the 90 day window.)
Like the work of historians chronicling
the past, Mayosky feels it may take decades
before society will come to understand and
celebrate his work and philosophy.
Always on the move, Mayosky is
currently creating a larger-than-life vision
of Chief Blackhawk, commissioned for a
historic building near Madison, Wisconsin.
It is his goal to create work with an obviously
hand-painted appearance, as opposed to the
digitally-reproduced representations which
have become so common today.
Catherine O'Connor can be reached at
catherineoconnor@gmail.com.

EDUCATION

Global perspective, local impact
By Scott Faingold

Richard Johnson is one
of the most recent area
professionals to lend their
expertise to Sangamon
CEO, the educational
program that gives high
school
students
the
opportunity to learn firstRichard Johnson
hand from local business
leaders. Johnson, who
was recently hired as a facilitator for the
program, has a unique background.
Johnson has held positions at
Northwestern University, Texas A&M
University, Truman College and more recently
at University of Illinois Urbana-Champaign
at the college of business, but a career in
academics didn’t always seem likely. “I grew
up in Chicago, I went to a Chicago public
school and I ended up at Knox College doing
my undergraduate work. I was, quite frankly, a
disaster at college,” Johnson says with a laugh.
“I was ill-prepared. It was not anyone’s fault, it
was just that high school was easy for me and
so when I went to college, I didn’t know how to
navigate in that environment.”
Finding himself on probation and on the
verge of failing, Johnson recalled, felt like
being stuck in quicksand. “I was very fortunate
that my football coach reached out to help. He
ended up being my first real mentor in life. He
said, ‘it’s not that you’re not intelligent, you
just don’t know how to be successful in this
environment – let me show you how to do it.’”

Johnson gives his coach credit for turning his
life around. “If I hadn’t had him, I don’t know
where I would be.”
Johnson soon realized that his primary
passion in life is to mentor others. Several
years spent working with young people all
around the world gave him a rare perspective
on what this means. He worked in Abu Dhabi
for Texas A&M in a program that was started
specifically to educate young people in the
region in order to keep them from being
radicalized. “The sheik there in the United
Arab Emirates said, ‘I’ve got these young
people with all of this wealth but no purpose.
I want to create a safe place here, and at the
same time, create educational opportunities.’”
Johnson and his team worked to build Critical
National Infrastructure Authority, essentially
the Arab Emirates’ version of Homeland
Security. “We took students who were high
school age from a certificate in basic guard
protection all the way up to a master’s degree
in homeland security,” Johnson explained.
“The idea was that education is the key that
provides opportunity, and it thwarts the hold
of extremists whether you’re talking about
terrorist groups in the world or gangs in the
inner cities.”
Johnson spent a lot of time working in the
Middle East and trying to make it safer when
he came to a realization. “I was doing a lot for
other nations, but not for my own country.”
Johnson returned to the United States in
2013 to work for the University of Champaign-

Urbana where he remained until recently
working with struggling inner city students
in the Enrichment Academy while commuting
from Springfield, a situation that could not be
sustained indefinitely.
“My wife and I made a decision that we
would stay in Springfield and not move to
Champaign – our daughters go to school here.
And since this is my home, I need to invest
here. The mentoring opportunity offered by
Sangamon CEO was a natural fit for Johnson’s
skill set but a chance encounter really drove
the point home.
“I was blown away – just by happenstance
I ran across some of the students from
last year’s Sangamon CEO class doing
presentations in the back of Hope Church at
an event and I had a chance to interact with
these young people. It made me think of the
kids I worked with in Kuala Lumpur and Rio
de Janeiro and other places and I realized
everything I was trying to teach over there,
these kids get it – it’s already here!
“What I saw back in Malaysia,” Johnson
elaborated, “is that those people don’t leave
Kuala Lumpur, they build Kuala Lumpur.
They connect with people all over but they’re
creating their innovation ecosystem there.” He
recognized the same attitude in the Sangamon
CEO students he encountered.
Johnson sees “brain drain” – essentially
the defection, en masse, of a community’s
best and brightest young people to other
cities and countries – as a real danger to

Springfield. “You see brain drain in many
parts of the globe and what it does is it
destroys those communities. With brain
drain, people become job seekers. The work
I did internationally was to make those kids
into job creators. What made this nation what
it is today are job creators.”
Johnson believes Springfield has arrived
at a pivotal moment. “We have incredible
leaders in this community who have the
vision to see that we can we grow our own
talent, we don’t have to import.” He sees
Sangamon CEO as exceptional because of
the way it targets young entrepreneurs
while they are still in high school. “I’ve seen
similar programs at the college level, but I
think it’s almost too late by then. To have
these young, emerging leaders mentored by
business leaders here who can help them
see the challenges these business leaders go
through – it’s key. It allows them to see that
the opportunity is right in front of them.”
Johnson describes the purpose of Sangamon
CEO as focusing on the empowerment of the
students, including the teaching of problembased learning methods, the goal being selfdiscovery with facilitation and direction.
“I look at it this way,” Johnson says.
“The regurgitation of a fact is knowledge –
it’s not intelligence. But the application of
knowledge into the environment – that’s true
intelligence. What we do is allow the students
to explore ideas, find their purpose and to
team together and lead.”
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The Community Foundation for the Land of Lincoln & Springfield Business Journal present

2016 SPRINGFIELD PRESERVATION AWARDS
JOIN US FOR THIS EVENT AT THE ELIJAH ILES HOUSE

WEDNESDAY, SEPTEMBER 7
5 P.M. COCKTAILS AND HORS D’OEUVRES
6 P.M. AWARDS CEREMONY
Admission: Guests are asked to make a donation
to Historic Preservation Fund, CFLL.
RSVP to 217-726-6600 ext. 139 or info@
springfieldbusinessjournal.com

The reception is to benefit the Historic
Preservation Fund of the Community Foundation.
This year’s grant to Enos Park Neighborhood
Improvement Association is the fifth annual
award from the CFLL Historic Preservation
Fund.
The CFLL Historic Preservation Fund is
an endowment fund at the Community
Foundation for the Land of Lincoln that assists
nonprofit organizations in funding historic

preservation projects in Springfield, Illinois. It
was established by a Community Foundation
board resolution in 2008 in coordination
with an initial contribution from excess funds
following the rededication celebration of the
Illinois Old State Capitol Building upon its 40th
anniversary. Past recipients include Elijah Iles
House Foundation, Springfield Art Association,
Downtown Springfield, Inc., and The Greater
Springfield Chamber of Commerce Foundation.

Local nonprofits can apply for the competitive
CFLL Historic Preservation Fund grant award
in July of each year. Charities should watch
the Community Foundation’s website www.
CFLL.org for the next round of applications and
sign up online to receive alerts when funding
opportunities are available.

Elijah Iles House | 628 S. Seventh St. | Springfield, Illinois

PHOTO BY MARANDA POTTERF

Private Effort for the Preservation of an Historic Structure or Structures
for Commercial Use
Goodenow Insurance Agency
Don Goodenow
After the north branch of the Lincoln Library closed, the building deteriorated and
mold plagued the building at 719 North Grand Avenue East, which was still full of
books and other materials. However, Don Goodenow acquired the building from the
city due to its proximity to his insurance office. “I had no plans for the building,” he said,
but as Goodenow Insurance expanded, the space fit the bill for a new headquarters.
“It’s great how things worked out,” he said. Renovation work took three years, and he
completely gutted the inside. He’s pleased to be recognized for the hard work that he
has put into restoring it. “It’s kind of cool,” he said. He and his staff moved onto the
premises in April.

PHOTO BY DIANE LYDDON

Preservation Effort by a Nonprofit Organization
Oak Ridge Cemetery Foundation
Jen Aholt
The Oak Ridge Cemetery Foundation was created in 2012 to help raise funds to
restore the original entrance to Oak Ridge Cemetery. “There was no way to use the
entrance the way it was,” said president Jen Aholt of Springfield, who was pleased
and excited to share the news with the cemetery’s board of directors. “It was an
eyesore.” The original gates had been closed since around 1904, and executive
director Mike Lelys helped spearhead the restoration effort. The foundation
continues to undertake restoration projects and recently restored the bell tower in
the heart of the cemetery, across from the receiving vault.

Neighborhood Preservation Efforts
Aristocracy Hill
John B. Clark

PHOTO BY PATRICK YEAGLE
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Long time local Realtor John B. Clark and his wife recently bought a condo at
The Town House, 718 S. Seventh St. However, when they learned there was no
homeowners association in their Old Aristocracy Hill neighborhood, they decided
to start one. “Homeowners associations help neighborhoods,” said Clark, who was
surprised to learn he was being honored for his neighborhood preservation efforts.
Everyone he spoke with was excited about the project, which also surprised him –
he didn’t think people would be interested. He is now looking for volunteers to get
it started. “I’m doing this for the neighborhood,” he said.

Special thanks to the Springfield Historic Sites Commission
for serving as this year’s awards jury.

Educational Efforts that Advance the Preservation and
Understanding of Our Historic Heritage
Lincoln Library – Sangamon Valley Collection
Curtis Mann
“The Sangamon Valley Collection is a unique resource,” said Curtis Mann,
who has been the collection’s manager for 12 years. Long recognized by
the preservation community for his work, he wants to make people aware
of what is here. “We’re known for our collection of materials,” he said. He
was delighted to be recognized for the work that they do, and said it’s
important to preserve the history of the city. The photographs, maps and
histories document what life was like in Springfield. He plans on digitizing
the material in the collection so more people will have access to it.

PHOTO COURTESY OF CURTIS MANN
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Preservation Effort Involving a Public Facility
Illinois Executive Mansion Association
Diana Rauner, chair
First founded in 1972, the Illinois Executive Mansion Association was jumpstarted
in 2015 and is currently raising private funds for a $15 million restoration
campaign. The first phase was recently completed, and the second phase is now
underway. “We are honored to receive this award on behalf of the work of the
Illinois Executive Mansion Association. For more than 150 years, the building has
been witness to the state’s history. By preserving the building, we are ensuring
its storied legacy can endure and Illinoisans can continue to learn from it in the
future,” wrote chairwoman Diana Rauner.

PHOTO BY MARANDA POTTERF

Private Effort for the Preservation of an Historic Structure or
Structures that Includes Residential Use
The Matthew Project
Tony and Ann Libri
Ann Libri and her friend, Lisa Thiele, were running The Matthew Project – a nonprofit
that works with homeless students from District 186 – out of their homes. When her
husband, Tony, returned home from Afghanistan, he began buying property on Eighth
Street, one block south of the Lincoln Home Neighborhood, which included the
home that is the current location of The Matthew Project. “It was a big, beautiful old
building,” said Ann. Together, they saw the building’s potential and spent two years
renovating it. They are honored to be recognized for their efforts. “It was something
to do for our community,” they said, adding that the block is a national treasure.

Private Effort for the Preservation of an Historic Structure or
Structures that Includes Residential Use
917 N. 6th Street
Lakeisha Purchase and Courtney Williams
Lakeisha Purchase and Courtney Williams buy, renovate and sell houses. “We have a
passion for fixing up houses,” said Purchase. When a friend told her about the Enos
Park property, she saw its potential. The couple bought the distressed property in
May 2015 and gutted it. Renovations were completed in four and a half months, and
they moved in that September. She was surprised to learn about the award. “I felt
really humbled,” she said. “It’s nice to be recognized.” This is the third home they
have renovated in Enos Park, and Purchase also serves on the board of directors for
the Enos Park Neighborhood Improvement Association.
PHOTO COURTESY OF LAKEISHA PURCHASE
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SPECIAL SECTION: HEALTH CARE

Growth is in the air
at Springfield Clinic
By Scott Faingold

It’s been a big year so far
for Springfield Clinic, and
things show no sign of
slowing down.
In
January,
the
institution
merged
with Marshall Clinic in
Effingham, according to
Mark Kuhn
Springfield Clinic chief
administrative officer Mark Kuhn. The
move has brought 10 doctors, 10 nurse
practitioners and more under the Springfield
Clinic umbrella. In addition to taking over the
former Marshall offices in Effingham, Kuhn
points out that the new location provides
outreach in Altamont, Lewisville, Newton,
Neoga and Stewardson. “This was a very
successful, big-ticket merger for Springfield
Clinic,” Kuhn said.
Other changes include a group of three
family medicine physicians in Mowequa who

joined the clinic this year and, coming up in
October, two local ophthalmologists will
be moving into the SC headquarters. “Our
class of 2016 will be 38 new physicians and
34 new nurse practitioners and physician’s
assistants,” Kuhn said.
The clinic has also activated new
technology this year, converting all twodimensional mammography units to threedimensional units. “This provides much
better image quality and detection rate,”
Kuhn explains. “It is truly the state of the art,
really super.”
Other technological advances this year
have included a new program of low-dose
computed topography which Kuhn describes
as a “method of screening certain smokers
to monitor the prevalence of lung cancer”
and retinal imaging, utilizing a noninvasive
camera, which significantly reduces the time
it takes for a diabetic patient to have their
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eyes imaged and those images interpreted
by a retinal surgeon to look for elements of
eye disorder. SC cardiologists are now able
to perform TAVR procedures (tran-catheter
aortic valve replacement); and GI physicians
and general surgeons with advanced
training in endoscopic surgical procedures
have developed a new center for advanced
endoscopy – an improved way to identify
and create access to patients with advanced
GI, swallowing or intestinal scenarios,
which Kuhn describes as a “new center of
excellence for Springfield Clinic.”
Regarding plans for 2017, Kuhn says
the clinic’s focus will be on “improved
access, improved outcomes and tools to
reduce overall cost of care.” He explains that
insurance companies and employers are
increasingly trying to find ways to partner
with physician groups to help reduce
overall costs of care and reduce elements

Springfield Clinic’s state of the art MRI machine.

of expensive services including emergency
room services, admissions and pharmacy
services. “If you can replace an ER visit with
a prompt care visit or an office visit, the
savings is a factor of 10, most times,” Kuhn
says. “If you can prevent an admission or re-

PHOTOS COURTESY OF SPRINGFIELD CLINIC

admission, that’s several thousand dollars
worth of savings every time you do that.
If you can substitute a generic drug for a
brand name drug that’s a significant savings
every time you do that. Physicians are
being increasingly called upon by insurance
companies or employers to become
accountable for not only the clinical aspects
of care but the economic aspects.”
Of course, things are not all sunshine
and roses. “Everybody in the Springfield
region is adversely and disproportionately
affected by the budget impasse,” Kuhn
points out. “People in Peoria or the quad
cities could not care less about it, but
for people in Springfield it is a bigger
percentage of what we do.” Major fallout
from the impasse directly affecting
Springfield Clinic include over 13 months
of non-payment for state services in
addition to large amounts of late payment.
“It’s causing some massive cash-flow
issues, says Kuhn. “People are digging into
reserves, needing to borrow money and
put off capital improvements, building
improvements and hiring decisions.”

On the brighter side, at least from
Springfield Clinic’s perspective, is the
recent hiring of Tom Fitch, long-time
director of pre-construction services for
O’Shea Builders. Fitch recently accepted
the position of director of facilities at SC.
“We already knew Tom very well from his
days at O’Shea,” Kuhn says. “He has helped
us with many projects. The opportunity
suited his skill-set and the timing was right.
We are very excited about him starting and
continuing to help us with our facilities.”
Fitch will be involved in a territory of over
200 miles, encompassing facilities from
Macomb to Effingham.
Overall, Kuhn says Springfield Clinic is
fortunate to be part of a thriving medical
landscape. “I would say Springfield is truly
a very progressive medical community,”
he says. “With two large hospitals that are
full-service, there’s a good opportunity to
retain care locally – you don’t need to go
to Peoria, St. Louis or Chicago – most care
can be provided here in our community,
given the infrastructure of physicians and
hospitals in place.”

New three dimensional imaging units have replaced older models.
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PERSONALITY PROFILE

Helping Springfield reach
its fitness goals
By Eric Woods

Jeremy Ferry has lived the majority of his life
in Springfield and enjoys the people he has
met over the years. “I grew up with these
people. I know them, and I want to help with
their fitness goals,” he said. Ferry has had
opportunities to leave Springfield but wants
to stay and help the city to be more than
chains and franchises. “I want to change lives
in the place that made me who I am and give
something back.” He currently belongs to the
Greater Springfield Chamber of Commerce,
Downtown Springfield, Inc., and Business
Networking International (BNI).
Ferry would like to see more help
and support for local businesses. “There
is this perceived need to move out west,
commercialize everything and outsource
capital. That is not helping the locals,” he said.
“I want to see the people of Springfield open
more businesses. Everyone has a talent.”
Admittedly, Ferry grew up without any
sort of life plan. “I was not a serious planner
growing up. I just knew I wanted to improve
myself,” he said. Ferry’s first job was working
summers as a carpenter in high school. “If
you do something terrible for long enough, it

makes you want to go a different way.” It was
while in high school that he began thinking
about a career in the physical fitness industry.
Back in May, Ferry opened Pure
Performance Fitness Center at 320 S. Fourth
Street in downtown Springfield. His goal
is to change lives and provide a positive
atmosphere. “I want everybody to know
everybody. This could be a place where you
meet your best friend,” said Ferry, who wants
everyone to be able to reach their fitness goals.
“I provide the best possible path to get there.
There is no wasted time or movements, and
I make sure their path is do-able.” The center
is open 24 hours and includes shower rooms,
WiFi and a selection of classes available free
with membership, including yoga classes
as well as an athletic program. Ferry enjoys
working with athletes, as he feels they have a
positive outlook on life.
A willingness to learn and an open attitude
to new ideas were values learned early in
Ferry’s life. “If you are not open to learning you
are not growing and doing anything positive,”
he said. Positivity is crucial for anyone looking
to get into this particular field. “Be positive no
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matter what happens. Own it. If you are going
to do it, go all in.” Ferry employs this message
as a motivational tool in his training.
A number of people have helped Ferry
along his path to where he is today, but none
more than his mentor, Ken Wyatt. “Without
Ken, this would not be here and I would not
know about personal training. He has been a
father figure and mentor,” said Ferry. He is also
appreciative of the clients who believe in him.
“My greatest achievement is helping people
achieve their goals. Without these people, I
would not be here, either. I am very grateful.”
Now that Ferry has found his career niche,
he plans to maintain his work as long as he is
able. He does not think too much about the
future and prefers to just let things happen
as they happen. “I just want to be happy,
surrounded by friends and with no financial
troubles,” he said. “I do not think I would ever
want to retire. I want to continue having a
purpose in life and helping people. That will
keep giving life meaning.”
Eric Woods can be reached
at ericw93@aol.com.

PHOTO BY MARANDA POTTERF

Jeremy Ferry
Title: 	Owner and personal trainer, Pure
Performance Fitness Center
Education: 	Springfield Southeast High School;
working towards NASM certification
Family:
Not married, no children
Favorites –
Hobby:
Video games
Movie:
Django Unchained
Sports team: Chicago Bears
Tidbits –
Enjoys visiting Serbia and interacting
with the people
Loves animals and would like to help
at a zoo someday
Knows how to speak a bit of German and Serbian
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PHYSICIAN GROUPS

Sources: The Physician Groups. DND - Did Not Disclose.
(Ranked by total number of physicians)

		
GROUP NAME
PHONE (-)					
STREET ADDRESS
FAX (=)
PARTNERS/
HOURS OF
TYPE OF NUMBER OF TOTAL # OF
CITY/ST/ ZIP
WEBSITE (WWW.)
PRINCIPALS
OPERATION
CLINIC PHYSICIANS EMPLOYEES

SPECIALTIES

YEAR
EST’D

HSHS Medical Group

1

2

Anesthesiology & Perioperative Services – 800 E. Carpenter St
Cancer Institute at St. John’s Hospital – 301 N. 8th St
Children’s Surgical Services – 301 N. 8th St
Family & Internal Medicine Panther Creek – 2801 Mathers Rd
Family Health – 345 N. Main St, Chatham
Family Medicine – 1515 W. Walnut St, Suite 2, Jacksonville
Family Medicine – 300 Sattley St, Rochester
Foot & Ankle Specialists – 1515 W. Walnut St, Bldg 12,
Jacksonville
Foot & Ankle Specialists – 2901 Old Jacksonville Rd, Suite C
General Surgery – 301 N. 8th St, Suite 3B300
Hospitalist Program – St. John’s – 800 E. Carpenter St
Intensivist Program – St. John’s – 800 E. Carpenter St
Joslin Diabetes Center – 1118 Legacy Pointe Drive
Multispecialty Care – 2901 Old Jacksonville Rd
Neuroscience Center – 421 N. 9th St
Palliative Care – 800 E. Carpenter St
Pulmonology – 2901 Old Jacksonville Rd

SIU HealthCare

PO Box 19639
Springfield, IL 62794-9639

1032

Adult Neurology, Allergy/Immunology,
Anesthesiology, Diabetes & Endocrinology, Gastroenterology, General
Surgery, Hospitalists, Intensivists,
Neurosurgery, Palliative Care, Pediatrics, Pediatric Neurology, Pediatric
Opthalmology, Pediatric Orthopedics,
Pediatric Surgery, Podiatric Medicine,
Podiatric Surgery, Primary Care, Pulmonary Medicine, Sleep Medicine, Trauma
Surgery, Virtual Care

2008

1615

Primary care, specialties and sub-specialties include over 100 different
services. For a list of services, or to
view provider profiles online, visit
siuhealthcare.org

1972

2404

Full spectrum of health care services
that includes primary & specialty
medical care, lab, imaging, audiology,
rehabilitation services, sports medicine, dietetics & nutrition, palliative
care, sleep center, outpatient surgery
center, all with access to Prompt Care
(no appointment, walk-in medical
care), TeleNurse (FREE 24-hour patient
help line) and myHealth@SC, a secure
patient portal. For a comprehensive
list of doctors, specialties, services and
locations, visit SpringfieldClinic.com

1939

1979

217-492-9696
217-492=9643
HSHSmedicalgroup.
org

Melinda Clark, CEO;
Loren Hughes, MD, President

All Offices
8AM – 5PM

Primary and
Specialty Care

217-545-8000
217-545=1884
siuhealthcare.org

The practice of SIU School
of Medicine

Mon - Fri,
8AM - 4:30PM

Primary Care
and Specialty
Medical Clinic

Mark D. Greatting, M.D., Chairman;
J. Michael Maynard, Interim CEO

All Offices:
8AM - 5PM.
Prompt Care Main 1025 S. Sixth St,
8AM - 8PM ;
Prompt Care West 2200 W. Wabash Ave,
8AM - 8PM,
(Excluding Major
Holidays)

Primary &
Multi-Specialty,
Ancillary
Services

71

486

Interventional Cardiology, Electrophysiology, Peripheral Vascular Cardiology, Nuclear Cardiology, Transesophageal Echo,
Congenital Cardiology, Congestive Heart
Failure, Percutaneous Valvuloplasty, Hypertension Management, Non-Invasive
Vascular Diagnosis, Vascular Medicine

64

476

Pediatrics, Family Medicine, Internal
Medicine, Obstetrics / Gynecology,
Psychiatry, Internal Medicine/Pediatrics

1994

126

No Stitch/No Patch Cataract & Lens
Implant Surgery, Glaucoma Treatment
& Surgery, Retina & Vitreous Surgery,
Uvenitis, Oculoplastic & Reconstructive
Surgery, In-Office LASIK Procedure

1970

128

Pediatrics, Internal Medicine, Family
Practice, Modern facilities offering
outpatient laboratory and medical
imaging (X-ray). Hassle-free walk-in
appointments with on-site physicians

1999

100

Joint Reconstruction, Spine Surgery,
Fracture and Injuries, Foot/Ankles,
Upper Extremities, Sports Medicine,
Interventional Pain Management,
Imaging, Physical Therapy, Minimally
Invasive Surgery

1972

1984

360

282

Springfield Clinic

3

4

Springfield Clinic Main Campus – 1025 S. Sixth St.
SC 1st 800 Bldg – 800 N. First St.
SC 1st 900 Bldg – 900 N First St.
SC Chiropractic – 355 W. Carpenter, Suite A
SC Center for Plastic Surgery – 2901 Greenbriar Dr.
SC Family Practice Center – 1100 Centre West Dr.
SC Koke Mill – 901 S. Koke Mill Road
SC MOHA – 775 Engineering Dr.
SC Optical Centre – 1025 S. Sixth St.
SC Optical Centre West – 1937 W. Iles Ave.
SC Pavilion – 301 N. Eighth St.
SC Pediatric & Adolescent Center – 2532 Farragut Dr.
SC Physical Therapy – 3020 South Sixth St.
SC Wabash – 2200 W. Wabash Ave. Springfield, IL
SC Carpenter – 350 W. Carpenter

Prairie Cardiovascular Consultants *

Prairie Diagnostic Center – 401 E. Carpenter
Prairie Heart Institute – 619 E. Mason
Baylis Building – 747 N. Rutledge
Springfield, IL 62701

217-528-7541
800-444-7541
SpringfieldClinic.com

266

217-788-0706
prairiecardiovascular.
com

DND

Mon - Fri,
8AM - 5PM

Cardiac and
Vascular
Diagnosis &
Treatment

1-855-FIND-MPS
1-855-346-3677
MemorialMD.com

Memorial Health System

Mon – Fri, 8AM – 5PM,
Sat and extended hours
at some locations.

Primary Care

217-698-3030
217-698=3068
prairieeyecenter.com

Sandra Yeh, M.D.
Frederick Rauscher, M.D.

Mon - Fri,
8AM - 5PM;
Sat, 8AM - 12PM

Ophthalmology,
Optometry,
Optical Center

217-588-2600
MemorialExpressCare.
com

Memorial Medical Center

All locations 7AM – 10PM,
7 days a week

Walk-In Care

217-547-9100
217-547=9236
OrthoCenterIllinois.
org

Gordon Allan, MD, Rodney Herrin,
MD, O.B. Idusuyi, MD, Leo Ludwig,
MD, Christopher Maender, MD, Barry
Mulshine, MD, Ron Romanelli, MD,
Kari Senica, MD, Timothy VanFleet, MD,
John Watson, MD, Barry Werries, MD,
Joseph Williams, MD

Mon - Fri , 8AM-5PM,
Saturday, 8AM-12PM

Orthopedics,
Imaging,
Physical
Therapy,
Medicine,
Walk-in Clinic
for Acute Injuries

Dennis Adams, MD; Gerard Bitar, MD;
Lavanya Boddu, MD; John Fahey, MD;
Sam Gaines, MD; Robert Juranek, MD;
Bibi Omar, MD; Joseph Townsend,
MD; Diana Widicus, MD, FAAFP; Kristin
Buss, PA-C, MPAS; Andrew Costerisan,
PA-C; Wendi Campbell, FNP

N. Dirksen –
7AM – 6PM;
S. MacArthur –
9AM – 8PM
(7 days a week)

Walk-in Care, Internal Medicine,
Family Medicine

12

77

Primary Care, Internal Medicine,
Family Medicine, X-Ray & Lab
facilities, Diagnosis & Treatment
of Ambulatory Medical Problems,
Occupational & Industrial Medicine,
Virtual Care

217-788-2300
217-788=2340
217-788-2300
217-271=1882

Heather Burton
President and CEO

Springfield:
Mon, Tues, Thurs, Fri, 8am5pm; Wed 10am-7pm
Saturday 9am-1pm
Jacksonville:
Tues, Thurs Medical 8am-5pm
Mon, Wed Dental 9am-4pm

Primary Care
Dental Care
Behavioral
Health

5

65

Family Medicine, Pediatrics, Internal
Medicine, Behavioral Health. On-site
laboratory.

1999

217-529-3937
217-698=3937
gaileyeyeclinic.com

Sumit Bhatia, M.D.;
Ara Aprahamian, M.D.;
Robert Lee, M.D.;
Angela Oberreiter, O.D.

Mon - Fri,
8AM - 5PM

Ophthalmology,
Optometry,
Optical Boutique

4

15

Retina and Vitreous Surgery, Cataract
Surgery, iLasik

1941

217-525-2500
217-525=9374
www.cihoc.com

Victor Lanzotti, MD,
Frances Matthews, MD

Mon - Fri,
8:30AM – 4:30PM

HematologyOncology
Outpatient Clinic

2

6

Hematology and Medical Oncology

1986

Memorial Physician Services
Memorial Medical Center

5
6
7
8
9

701 N. First St. (corporate office) – Springfield, IL 62781
Capitol Healthcare – 2603 S. Sixth, Springfield, IL 62703
Chatham – 101 E. Plummer, Chatham, IL 62629
Jacksonville – 15 Founders Lane, Suite 100, Jacksonville, IL 62650
Koke Mill – 3132 Old Jacksonville Road, Springfield, IL 62704
Lincoln – 515 N. College St., Lincoln, IL 62656
North Dirksen – 3220 Atlanta St., Springfield, IL 62707
Petersburg – 1 Centre Drive, Petersburg, IL 62675
South Sixth – 2950 South 6th St., Springfield, IL 62703
Vine Street – 3225 Hedley Road, Springfield, IL 62711
Women’s Healthcare – 747 N. Rutledge, Springfield, IL 62701

Prairie Eye and LASIK Center
2020 W. Iles Ave.
Springfield, IL 62704

ExpressCare

Koke Mill – 3132 Old Jacksonville Rd. 62704
North Dirksen – 3220 N. Atlanta St. 62707
South Sixth – 2950 S. Sixth St. 62703
Springfield, IL

Orthopedic Center of Illinois
1301 S. Koke Mill Road
Springfield, IL 62711

HSHS Medical Group Priority Care

2329 N. Dirksen Pkwy, Springfield, 62702
1836 S. MacArthur Blvd, Springfield, 62704

10

Central Counties Health Centers

11

Gailey Eye Clinic

12

2239 East Cook Street, Springfield, IL 62703
1440 W. Walnut St., Suite 2, Jacksonville, IL 62650

1401 S. Koke Mill Road
Springfield, IL 62711

Central Illinois Hematology
Oncology Center
747 N. Rutledge St., 2204
Springfield, IL 62702
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217-789-1403
217-525=1624

HSHSmedicalgroup.org

18

17

16
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HOSPITALS

Sources: The hospitals.
(Ranked by number of inpatient admissions)

		
HOSPITAL NAME
PHONE (-)
STREET ADDRESS
FAX (=)
CITY/ST/ ZIP
WEBSITE (www.)

NUMBER OF
LICENSED
HOSPITAL BEDS

INPATIENT		
ADMISSIONS OCCUPANCY
(2015)
RATE

FY 2015
OPERATING BUDGET
(MILLIONS)

TOTAL STAFF
(FULL TIME			
EQUIVALENT)
ADMINISTRATOR
AFFILIATION

YEAR
EST’D

1

Memorial Medical Center

217-788-3000
217-788=5520
memorialmedical.com

500

24,469

69.6%

$668

3,779

Edgar J. Curtis

2

HSHS St. John’s Hospital

217-544-6464
217-527=5525
st-johns.org

439

18,630

63.5%

$489

2,518

Charles Lucore

3

Passavant Area Hospital

217-245-9541
217-479=5637
passavanthospital.com

121

3,023

27.8%

$86

733

Doug L. Rahn, DBA

Memorial Health System

1875

4

Vibra Hospital of Springfield

217-528-1217
217-747-7819
vhspringfield.com

50

338

50.8%

DND

138

Larry Deal

Vibra Healthcare

2004

217-585-1180
217-585=4747
lincolnprairiebhc.com

97

DND

DND

DND

135

Mark Littrell

Universal Health Services

2008

5

701 N. First St.
Springfield, IL 62781-0001

800 E. Carpenter
Springfield, IL 62769

1600 W. Walnut
Jacksonville, IL 62650

701 N. Walnut St.
Springfield, IL 62702

Lincoln Prairie Behavioral
Health Center
5230 S. Sixth St. Road
Springfield, IL 62703
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Memorial Health System

1897

Hospital Sisters Health System 1878

EDUCATION

Setting the standard
Standardized patients help mold better physicians
By Roberta Codemo

SIU School of Medicine recently hosted its
30th workshop on training and utilizing
standardized
patients.
Standardized
patients, sometimes also called simulated
patients (sample patients or patient
instructors) are defined by Wikipedia as
“individuals trained to act as real patients
in order to simulate a set of symptoms
or problems.” The week-long workshop
brought together participants from around
the world who came to learn and develop
cases and assessment materials for use in
their facilities.
This year, 22 individuals from 21
medical schools were represented. More
than 600 have attended the workshop
since its inception in 1986, and people
have come from a variety of professions
including athletic trainers, chaplains,
dentists, emergency medical technicians,
law enforcement, nursing, social workers
and veterinary school instructors.
“We provide them with a template,” said
Mary Aiello, director of the professional
development lab at SIU since 2000.
“SIU is well-known in the simulation
community for its standardized patient
program,” said Susan Fancher, simulation
director for the College of Nursing,
University of Tennessee Knoxville, who
came hoping to further develop an LGBT
initiative that her school was working on.
She was pleased the group chose her idea
as one of six to develop. “It’s a hot topic in
health care education,” she said.
Jason West from Harrisburg was one
of the fourth-year medical students who
volunteered to assist with the workshop. He
was very uncomfortable playing the role of
doctor in the scenario. “I bungled my way
through it,” he said.
“At times you’re faced with a difficult
patient encounter, but the goal is to make
you a better doctor,” continued West, adding
you learn to be a more caring doctor in
these situations. He found the standardized
patient program very helpful because it
gave him the opportunity to see multiple
simulated patients. “It gave me the chance
to practice my skills. Seeing a standardized
patient feels like a real encounter,” he
continued, adding that the standardized

patients do a great job even though you
know it’s pretend.
“This was an excellent training ground
to help me become the physician I desire
to be,” said West, who will soon be starting
his family medicine residency at Deaconess
Hospital in Evansville, Indiana. “It provides
a strong foundation.”
“I was extremely happy,” said Fancher,
adding that she felt West did a very good
job. Overall, she found the workshop to
be a good experience and learned how to
effectively and appropriately train
standardized patients through the
hands-on activities. “It really
helped to see how others do it.
It’s an effective way to learn.”
“I loved everything about
the week,” said April Brown,
nurse manager at Greenville
Health Systems in Greenville,
South Carolina. “I came home
with a better appreciation for
standardized patients.”
On the first day, everyone threw out
ideas that they would like to see and one
topic that was addressed was spousal abuse.
“It’s something you see every day,” said
Brown. “It’s difficult to have a conversation
about.”
She said the standardized patients
performed beautifully and were able to
get into character and provide the right
amount of information. “The entire process
was phenomenal.”
The first time Springfield resident Sue
Petter played a spousal abuse victim, she
found the role one of the most difficult ones
she had done as a standardized patient. “It
was very eye opening,” she said, adding she
still has a strong visceral memory of the
experience.
“It’s mentally challenging,” she said. “It’s
hard to hold it together. You have to keep
going even if you want to fall apart.”
“There are many ways a student can
handle it,” she continued. “It’s helpful for a
student to learn how to go through it.”
Brown said she and her team wanted the
doctor to notice several things. “He didn’t
miss any steps,” she said. He was able to
get the patient to open up and perform a

good assessment. “It’s not something you
can always teach. They’re still kids, but
their communication skills were incredible
compared to others their age.”
She believes the use of standardized
patients is an integral part of training better
doctors and nurses. “It’s easy to see who
has worked with standardized patients
versus someone who has not been through
the program,” said Brown. “They’re better
communicators.”
Both retired, Sue and her husband John
have been standardized patients at
SIU since 2011. “Our daughter
worked with standardized
patients when she was in
medical school and fell in
love with the concept,” said
John, adding that the process
is wonderful fun. “We didn’t
know such a thing existed.”
Both enjoy playing a
small role in helping to produce
better doctors and love to watch
the students as they progress through the
school year. “You can see the changes in
the way they deal with patients,” said John.
They’re more respectful, attentive to privacy,
make better eye contact and explain medical
problems in non-medical terms.
Sue said it can be challenging. It’s
important to answer the questions properly
while at the same time taking mental notes
of what you want to tell the student during
your evaluation. “You have to focus on
remembering everything while not focusing
on it. Your focus is on helping the student
deal with a patient.”
“All medical schools should do this,” she
continued. “It’s by far the best way to teach
good physicians.”
Aiello said John and Sue are wonderful
and have a desire to help medical students.
“They take pride in the work that they do,
and it shows,” she said.
Dr. Howard Barrows is recognized as
the standardized patient pioneer. While
teaching at the University of Southern
California in San Diego in the 1960s, he and a
fellow physician watched students complete
a patient workup and realized the students
were incorrectly performing a number of

skills, leading to the creation of the first
“simulated” patient. Each standardized
patient reproduces a case in exactly the
same way to help medical students develop
their clinical skills.
In 1981, he became the associate dean
for education at SIU, where he introduced
standardized patients into the medical
school curriculum. Soon more medical
schools began using standardized patients.
“This program is unique,” said Aiello,
adding there are still medical schools that
don’t use standardized patients. By the
time a medical student graduates from
SIU, they will have seen more than 50
standardized patients.
At first, schools were reluctant to use
standardized patients. Aiello said there were
naysayers among medical students who
argued standardized patients were fake.
“Standardized patients have to be realistic,”
she said. “Students have to think they’re real
people.”
SIU uses more than 150 standardized
patients to help students practice their
clinical and communication skills. “It
develops their confidence when interacting
with patients,” said Aiello.
“It was a great experience,” said Michelle
Herberts of Collinsville, who will be doing
her residency in internal medicine at
the Mayo Clinic in Rochester, Minnesota.
Students begin working with standardized
patients their second day in medical school.
“There will be times you’ll have an
experience you’ve never had before,” she
said. Knowing how to react teaches you
how to act with the patient to provide the
best care that you can give them. You have
to treat the patient the way you would like
to be treated if you were going through the
same thing. “It puts you in the patient’s
shoes,” said Herberts.
She sees this as an invaluable part of her
education. “Standardized patients help you
apply what you know,” said Herberts, who
feels this experience will help make her a
better doctor.
“It’s an amazing program,” she said.
Roberta Codemo is a freelance
writer in Springfield.
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TECHNOLOGY

Being AWARE of one’s surroundings
Local woman invents app for vision-impaired
By Gabe House

Rasha Said’s son describes AWARE as “a sign
you can hear.”
The free Android and iOS app, created
by Said, is for the blind and vision-impaired
with all information conveyed by voice
to the user. Utilizing iBeacons placed in
specific areas and containing configurable
information, AWARE can serve several
different functions.
“If they want to learn more about
their current location, they can get more
information about it,” Said explained. “It also
functions a lot like a GPS, giving turn-by-turn
directions. Since it updates them in real-time,
it can help them stay on the right path.”
According to Said, the genesis of AWARE
occurred during a vacation at Disney World.
The expansive beauty of the park, Said
laughed, is something that needs to shared.
So she described all of the incredible sights
to her vision-impaired son: the buildings,
the rides, the flora and fauna. Everything.
“I was describing it all for him, and it was an
exhausting process,” Said recalled. “I felt guilt,
but I also felt exhausted. It was exhausting for
him, too, to depend on people. This was when
[the idea for AWARE] came to me.”
Thus began the research into bringing to
life an app that could do the explaining for
people. Said has a technology background,

she said, so that helped the process along.
When she discovered the existence of
iBeacons, everything fell together.
Developed by Apple in 2013, iBeacon is
a protocol used with small transmitters or
tags which send information via Bluetooth
low energy (BLE) to portable devices such
as smartphones. The discovery of this piece
of technology made it so essentially, the
hardest part of Said’s work was already
done. She didn’t have to create any devices
because smartphones already existed –
so all she had to focus on was an app that
would interface with them.
“Tags were used a lot by retailers – they
could place them in the grocery store on
the milk shelf,” Said explained. “The app is
triggered from the tag, then it knows I’m
moving on to the next shelf and pushes a
coupon for a sale in the cereal aisle. There
are now so many applications built around
these. It’s the Internet of things.”
Rather than pushing coupons to cell
phones, the AWARE app can read a user’s
location in real time and vocally guide them
to their next destination. It can also offer
the user details about the specific area
that has been tagged in the iBeacon. This
information can be requested or declined as
users continue on their way.

Said piloted the app at Glenwood
High School in Chatham, where her son
is a student. Since then, she’s installed
iBeacons in places as varied as the Chicago
Lighthouse, the Mary Bryant Home for the
Blind and convention centers in Denver and
Washington, D.C., among others.
“We installed iBeacons for the Mobile
Enabling Summit in DC” – a program
dedicated to creating devices and
applications for users of all abilities – “to
help blind attendees navigate the many
booths,” Said recalls. “It was very good!”
Said must initially put the AWARE
app’s beacons in place and program them
herself since their use is so specialized.
Afterwards, however, vendors or location
owners can access a website to update
information as needed.
An added benefit to Said’s iBeacon
expansion as she adds more locations
compatible with the AWARE app is the ability
for its vision-impaired users to plan their
trips and visits. Although AWARE does update
in real-time based on proximity to iBeacons,
it can also be accessed off-site ahead of time.
“People who are vision-impaired like
to get familiar with a place before they go
there, so you can also access the information
offline and retrieve navigation points that

Rasha Said

PHOTO BY KATE SPENCER

will give you step-by-step, turn-by-turn
directions for when you actually go,” Said
said. “And then, once they arrive, it updates
in real-time based on their location.”

Gabe House is a freelance
writer in Springfield.
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FITNESS CENTERS

Sources: The Fitness Centers. DND - Did Not Disclose.
(Ranked by number of members)

		 PHONE (-)
BUSINESS NAME
FAX (=)					
STREET ADDRESS
WEBSITE (WWW.)
# OF
# OF
COST OF
HOURS OF			
CITY/ST/ ZIP
EMAIL
EMPLOYEES MEMBERS
MEMBERSHIP
OPERATION
MANAGER(S)
AVAILABLE EQUIPMENT / AMENITIES

1
2

YEAR
EST’D

Springfield YMCA Gus and Flora
Kerasotes Branch

217-679-1625
217-679=0920
springfieldymca.org
asowle@springfieldymca.org

100

11,000

See website for
current rates

5 am - 9:30 pm
M-F, 7 am 7 pm Sat, 7 am
- 5 pm Sun

Angie Sowle, CEO;
Kris Fulford,
Branch Director

child watch, gymnasium, outdoor playground, sauna, steam room,
y-cycling, wi-fi, free parking, weight training, cardio training, group
fitness, warm water instructional pool, lap swimming in cooler pool,
water play features

2011

Springfield YMCA Downtown Branch

217-544-9846
217-544=0004
springfieldymca.org
asowle@springfieldymca.org

200

6,600

See website for
current rates

5 am - 9:30 pm
M-F, 7 am 7 pm Sat,
12 pm - 5 pm Sun

Angie Sowle, CEO;
Bryan Finn,
Branch Director

child watch, gymnasium, sauna, steam room, whirlpool, racquetball
courts, youth & family center, y-cycling, indoor track, wi-fi, separate
gender workout area, weight training, cardio training, group fitness,
youth pool, lap swimming in cooler pool, massage, locker rental

1962

Nathan Imhoff,
Facility Manager;
Dr. Kevin Imhoff,
Co-founder / CEO

smoothie cafe, free day care, pools, whirlpool, steam room,
sauna, gravity training facility, warm water hydro therapy, capitol
chiropractic health center, athleticare orthopedics and acceleration
athletic enhancement programs, st. john’s bone & joint institute
rehabilitation services, nasm certified personal trainers, senior
exercise programs, dynamic group personal training

1999

4550 W. Iles Ave.
Springfield, IL 62711

701 S. Fourth St.
Springfield, IL 62703

3

FitClub South

217-787-8348
fitclub.net
nathan@fitclub.net

80

6,100

Rates vary

5:30am - 10pm
M-Th
5:30am 9:30pm Fri.
7am-6pm Sat.
9am - 4pm Sun

4

FitClub West

217-787-1111
fitclub.net
jim@fitclub.net

60

4,500

Rates vary

24 hours M-F,
5 am - 8 pm
Sat, 7 am 8 pm Sun

Jim Copelin,
General Manager;
Dr. Kevin Imhoff,
Co-founder / CEO

cardiovascular equipment, free weights, group exercise programs,
senior exercise programs, personal training, nutrition coaching,
pool, hot tub, personal training, group exercise for all age levels, art
of strength training center, dynamic group personal training

1999

5

FitClub North

217-788-8250
fitclub.net
tyler@fitclub.net

Rates vary

5:30 am - 10 pm
M-Th, 5:30 am - 9
pm Fri, 7 am - 4
pm Sat., 9 am 4 pm Sun

Tyler Riggs, General Manager; Dr.
Kevin Imhoff,
Co-founder / CEO

cardiovascular equipment, free weights, group exercise programs,
senior exercise programs, personal training, nutrition coaching,
dynamic group personal training

1999

1,375

$39.99 & up

5:30 am - 10
pm M-Th, 5:30
am - 9 pm Fri,
7 am - 7 pm
Sat, 7 am 7 pm Sun

Ross Graham,
Josh Morrison

air conditioned indoor sports courts, 30ft rock wall, cardio equipment,
resistance equipment, free weight areas, group fitness classes,
individual workout programs, certified personal training, professional
tennis lessons, clinics/drills by certified instructors - usta designated,
youth tennis excellence training center, adult & junior in-house/travel
tennis teams, outdoor aquatic center - 3 heated pools, 3 water slides,
aquacise classes. swim lessons and swim team participation, red cross
certified life guards, summer day camp provided by kids camp inc.

1971

24 hour,
personal
training by
appointment

Anthony & Kim
Nizzio, owners

24 hour membership, cardio, strength, personal training, group
personal training, post-rehabilitation services, group fitness classes,
nutritional guidance, motivational speaking, acceleration sports
training, run coaching, senior fitness, womens’ fitness, specialized
weight training, zumba

1985

ful service gym, Hoist and Vision equipment, freeweights, basketball and volleyball league, showers, group fitness classes included
in membership

2014

free weights, cardio equipment, locker rooms, saunas, group
exercise classes

2010

Cybex brand equipment, free weights, machine weights, cardio
equipment

2005

6

3631 S. Sixth St.
Springfield, IL 62703

2811 W. Lawrence
Springfield, IL 62704

2701 E. Sangamon Ave.
Springfield, IL 62702

Springfield Racquet & Fitness Center
3725 Chatham Road
Springfield, IL 62704

217-787-2460
springfieldracquetandfitness.com
srfc62704@gmail.com

20

20

1,610

217-787-2980 /
217-415-6421
anthonysoneononefitness.
com
makeitahabit@hotmail.com

15

750

$19.99 per
month, Joining
fee - $19.99.
No contract
required.

8

Rocket Fitness

217-498-1175
rocketfitnesscenter.com
rocketfitness@yahoo.com

5

675

$25 - $35

24 hours,
7 days a week

Tracy Rogers

9

Power Works Fitness

217-697-8727
217-483=6294
powerworkschatham.com

20

600

Check website

24/7 access.
Desk hours:
M-F: 8 am 4 pm, Sat:
12 - 2 pm

Nina Lindhorst,
General Manager;
Lex Bitner,
Marketing

9

Snap Fitness 24-7

217-670-2299
snapfitness.com
springfield@snapfitness.com

1

500

$34.95 single,
$49.95 family

24-hour access

Robert Schmidt

7

Anthony's One on One Fitness
Family Gym
1650 Wabash, Suite F
Springfield, IL 62704

326 Sattley
Rochester, IL 62563

347 Williams Lane
Chatham, IL 62629

1362 Toronto Road
Springfield, IL 62712
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		 PHONE (-)
BUSINESS NAME
FAX (=)					
STREET ADDRESS
WEBSITE (WWW.)
# OF
# OF
COST OF
HOURS OF			
CITY/ST/ ZIP
EMAIL
EMPLOYEES MEMBERS
MEMBERSHIP
OPERATION
MANAGER(S)
AVAILABLE EQUIPMENT / AMENITIES

10

Snap Fitness 24-7

11

Roesch’s Gym

1061 Jason Place
Chatham, IL 62629

601 N. Amos
Springfield, IL 62702

Pure Performance Center
320 S. Fourth St.
Springfield, IL 62701

Anytime Fitness

2705 N. Dirksen Parkway
Springfield, IL 62702

Anytime Fitness

3045 S. Dirksen Parkway
Springfield, IL 62703

217-483-5701
snapfitness.com

1

450

$29.95 $39.95

24-hour access

Corbin Coniglio

24-hour access

T.C. & Erin Roesch

24-hour access

217-553-4665
roeschsgym.com
Roeschsgym@gmail.com

3

200

$34 Student
$39 Regular
$54 Family (2)
Also have Police,
Military, Fire &
Medical rates

ferry.jeremy@yahoo.com

1

DND

$30 per month,
$30 to sign up

217-523-1541
anytimefitness.com

217-670-2420
anytimefitness.com

2

2

DND

$29.95 - $34.95
per month

YEAR
EST’D

Cybex brand equipment, free weights, machine weights, cardio
equipment

2005

6000sqft of cardio, free weights, machines

1992

wifi and showers

2016

Brandon Lawson,
Managing Partner

cardio - each piece features its own tv viewing screen, treadmills,
ellipticals, crosstrainers, adaptive motion trainers, recumbent bikes,
stairclimber, free weights- hammer strength plate loaded, 5-120 lb
dumbbells, smith machine, olympic bench, precor/paramont circuit
line, modular cable cross over system, private men’s and women’s
shower/bathroom, personal training, rowing machine

2010

24-hour access

Brandon Lawson,
Managing Partner

cardio - each piece features its own tv viewing screen, treadmills,
ellipticals, crosstrainers, adaptive motion trainers, recumbent bikes,
stairclimber, free weights- hammer strength plate loaded, 5-120 lb
dumbbells, smith machine, olympic bench, precor/paramont circuit
line, modular cable cross over system, private men’s and women’s
shower/bathroom, personal training, rowing machine

2012

treadmills, ellipticals, bikes with own tv viewing, free weights,
kettlebells, TRX bands, selectorized equipment, cable crossover,
dual adjusted pulley machine, squat rack, smith machine, free small
group classes, personal training, specialty classes, individual shower
rooms with towels provided.

2012

24-hour access

Jeremy Ferry

DND

$34.95 per month

24-hour access

Jill Fasig,
General Manager

217-679-2490
anytimefitness.com
Facebook: Anytime
Fitness West
springfieldil2@anytimefitness.com

2

DND

$33 - $37 per
month. Discount for
additional family
members.

217-546-4600
charterfitness.com

DND

DND

$10.00 per month

5 am - 11 pm
Mon-Fri, 7 am - 7
pm Sat/Sun

Andrew Iaun

cardio, strength training, free weights, stretching area, showers &
locker rooms, personal training studio

2007

Planet Fitness

217-546-4910
planetfitness.com
info@planetfitness.com

DND

DND

$10.00 - $19.99
per month

Open 24 hours, 7
days a week

multiple managers

cardio machines, weight resistance machines, instruction included
with membership, tanning, massage beds

2013

L.A. Fitness

217-801-9007
lafitness.com
contact@fitnessintl.com

DND

$19.00 -$39.00
per month, no
contract required.

5 am - 11 pm MonThu, 5 am - 10 pm
Fri, 8 am - 8 pm
Sat/Sun

Chris Kolb

freeweights, juice bar, 50 aerobic classes per week, spinning,
basketball, yoga, pilates, zoomba, kickboxing, 100 pieces of cardiovascular, pools, jacuzzis, saunas

2013

Anytime Fitness West
4307 Yucan Dr.
Springfield, IL 62711

Charter Fitness

3246 Ginger Creek Drive
Springfield, IL 62711
1756 Wabash Ave.
Springfield, IL 62704
2501 Wabash Ave.
Springfield, IL 62704

40
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The value of hard work
By Eric Woods

Jim Hillestad has lived exactly three places
in his life. He was just two years old when
he and his family moved to Springfield
from his birthplace of Ocanto. Aside from
time spent in Charleston to attend college,
he has lived in Springfield for a total of 45
years. “Springfield is a great community
with great people. It is a great place to raise
a family,” he said. One downfall of the city
for Hillestad, though, is that there is not as
much to do as there could be. The economy
is also an issue for Springfield, as it is for
all of Illinois. “Small business growth in
particular is a problem.”
Hillestad has always had a strong work
ethic – in fact, he considers his propensity
for hard work to be among his greatest
personal achievements. “I learned the
road to success is not an easy one,” he said.
Beginning at age 10, Hillestad cut grass and
shoveled snow, and manual labor remained
a big part of his working life for several
years. His least favorite job was cutting
grass and digging ditches for the airport
authority when he was 17 years old, but
only because of all the poison ivy. “I did not
mind the work, though,” he says.

One career path which Hillestad
considered early in life was becoming an
attorney. However, he discovered while in
college that being an attorney was not going
to be as glamorous as he thought it would
be and took a different path. “My first real
job out of college was working for Bill Cellini
at New Frontier Development. I was 22
years old,” said Hillestad. In 1988, he took a
sales job at Nicoud Insurance where he has
remained ever since and now serves as an
owner and president of the company. “When
I took the job, there was an opportunity for
growth and I knew I was in control of my
own destiny.” Hillestad is still responsible
for producing business as well as growing
the agency and looking for new directions
and paths for the company to take.
The challenges faced by Nicoud are
the same as for any other small business,
according to Hillestad, and there are a
number of things he would like to know
about the future. “We all want to be able
to look in that crystal ball and see what is
next,” he said. It would be nice to discover
what trends will be popular in the future,
and Hillestad would specifically like to see
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if Springfield will grow in more areas than
just the medical community and the state.
“Where will the growth be? What will the
new hot button be? We will be looking for
answers all the time.”
Hillestad learned the value of working
smart and being honest early in life. “There
are no shortcuts or get-rich-quick schemes.
We would like to think there are, but no,” he
said. “In this industry, be persistent, honest,
and never take no as the last word.”
The absolute greatest achievements
in Hillestad’s life have been his children,
without question. His son, Ryan, recently
graduated college and has joined Nicoud.
“They are great kids, great people. They
will be very successful in life,” he said. As
far as retirement goes, Hillestad does not
see himself completely walking away, but
instead, would like to enjoy the fruits of
his accomplishments and remain at work,
if only in a secondary role. “Retirement is a
funny word. As long as I am useful and have
input, I will still be involved.”
Eric Woods can be reached
at ericw93@aol.com.
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Jim Hillestad
Title:
President, Nicoud Insurance
Education: 	B.A. in business administration from
Eastern Illinois University
Family: 	Wife – Kathy; Children – Ryan
and Cole
Favorites –
Hobby:
Golfing
Book:
The Servant Leader by Ken Blanchard
Sports team: New England Patriots
Tidbits –
Wants to learn how to fly a plane
Favorite school subject was economics
Loves vacationing in Naples, Fla.

INDEPENDENT INSURANCE AGENCIES
		
AGENCY NAME
PHONE (-) FAX (=)		
STREET ADDRESS
WEBSITE (www.)
NUMBER OF
CITY/ST/ ZIP
EMAIL
PRODUCERS

1

TROXELL
214 South Grand Ave. West
Springfield, IL 62704

2

Forsyth Insurance Group, Inc.
430 E. Vine St.
Springfield, IL 62703

2

Nicoud Insurance
4481 Ash Grove, Suite B
Springfield, IL 62711

3

American Central Insurance Service
3800 Hedley Road
Springfield, IL 62711

3

Goodenow Insurance Agency Inc.
1207 N. Eighth St.
Springfield, IL 62702

4

Sources: The individual insurance agencies.
(Ranked by number of local producers.)

NUMBER OF			
LOCAL
MANAGER(S)/		
EMPLOYEES
OWNERS
SPECIALTIES

YEAR
EST’D

217-528-7533
217-528=1041
www.troxellins.com
info@troxellins.com

48

80

Mike Aiello, John Eck, Jr.,
Todd Sowle, Dave White,
Chris Leming, Jennifer Call

Commercial Insurance, Personal Insurance,
Employee Benefits, Individual Life/Health,
Bonds, HR Solutions

1887

217-525-9500
217-528=1526
forsyth-ins.com
dblankenship@forsyth-ins.com

13

26

Dale Blankenship,
Greg Cannedy

Personal Insurance, Commercial Insurance, Life,
Health and Group and Financial Services

1946

Commercial Insurance, Insurance Group
Health, Group Benefits, Life Insurance,
Disability, Long Term Care,
Medical Supplements

1985

217-546-6900
217-546=7034
nicoudinsurance.com
info@nicoudinsurance.com

13

27

Jim Hillestad,
Tim Nicoud, Jr.,
Tom Kavanagh

217-698-9000
217-698=9898
americancentralinsurance.com
stan@americancentralins.com

10

24

Stan Travelstead

Employee Benefits, Commercial Insurance,
Personal Insurance, Financial Services

1987

217-523-5443
217-523=5456
goodenowinsurance.com
goodenow@goodenowinsurance.com

10

4

Donald Goodenow

Home, Auto, Life, Commercial, Health and
Senior Products

1998

Dimond Brothers Insurance Agency
3931 Wood Duck Drive
Springfield, IL 62711

217-793-6655
217-793=6706
dimondbros.com

8

4

Toby Bartos

Commercial Lines, Personal Lines,
Employee Benefits

1867

5

Lee/O’Keefe Insurance Agency Inc.
2501 Chatham Road, Suite 100
Springfield, IL 62704

217-528-5679
217-528=2121
www.leeokeefe.com
info@leeokeefe.com

5

9

Glenda Richards,
Brian Blough

Business, Personal, Life/Health Insurance
Bonds

1934

6

Godfrey Insurance Agency
101 W. Mulberry
Chatham, IL 62629

217-483-9590
217-483=9593
godfreyinsuranceagency.com
rustin@godfreyinsuranceagency.com

4

5

Rustin Godfrey, Lisa Godfrey

Crop Insurance

2002

6

Snyder Insurance
2131 W. White Oaks Drive
Springfield, IL 62704

217-793-6000
217-793=6161
insurewithsnyder.com
info@insurewithsnyder.com

4

6

Charles Farner

Home, Auto , Life, Health, Business,
Financial, Bonds

1906

7

Denton Merritt Dycus Insurance Agency
2800 S. Sixth St. P.O. Box 1179
Springfield, IL 62703

217-528-0408
217-522=5400
dentoninsurance.com
dmerritt@dentoninsurance.com

3

3

David R. Merritt

Personal Lines and Small Commercial

1930

8

Preston-Rezin Insurance Agency
3307 Robbins Rd.
Springfield, IL 62704

217-529-9711
217-529=0555
prestoninsurance.org
prestonins83@gmail.com

2

2

Bill and Angie Preston

Auto, Home, Life, Business, Health,
Medicare Supplements

2000

8

The Group Insurance Agency, LLC
7006 Kingsmill Ct.
Springfield, IL 62711

217-787-7447
217-787=7427
thegroupinsuranceagency.com
Service@thegroupinsuranceagency.com

2

3

Jason Dolby

Commercial Insurance, Personal Insurance,
Life Insurance, Bonds

2008

Springfield Business Journal | September 2016 | 21

PERSONALITY PROFILE

Fostering healthy living in Springfield
By Eric Woods

PHOTOS BY MARANDA POTTERF

Aside from his years in school, Bryne Willey
has lived his entire life in Springfield. He
enjoys the community feel to the city and sees
it as a small town, in spite of its status as the
capital city. “Springfield embraces different
people and interests,” he said. “There are
opportunities in this town. If you are willing

to chase after it, you can do it here.”
As someone who works in the health
care industry, Willey has seen that people
are a little antiquated in accepting a healthy
lifestyle. “We need to promote healthy
living and it is a little slow here. But it is
improving,” he said. Another concern for
Willey is the difficulty Springfield seems to
have keeping younger people in town. “It
is tough. For a person right out of college
with a four year degree, there is not a lot
of attraction for young people to stay and
grow here. We need a way to keep young
professionals who are not in state positions
to realize that whatever they would like to
do, they can do it here.”
Willey had dreams of being a baseball
player when he was younger. Later, he
thought about being a baseball announcer.
As a 12-year-old, he began mowing lawns.
“My dad paid for my first tractor, and I paid
him back,” he said. “I did that until I went off
to college. It was fun.” Willey enjoyed almost
every job he has had, although he was not
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a fan of cleaning his father’s construction
company office.
In October, AlignLife Chiropractic Center
will be three years old. “Our goal is to have
an integrated approach to medicine,” said
Willey, who looks at a person’s entire lifestyle
and figures out how all the pieces come
together. “Our model is to address the gaps
where people are lacking and find their
goals.” Willey said that pain is not usually the
reason people come to see him. Some have a
specific goal and need help to reach it.
Other than his child being born, the
business has been Willey’s greatest
achievement. “Awards are nice, but not the
achievement of having this place,” he said.
When he first opened the center, Willey
knew how to treat patients, but running
a business was a new experience. He is
proud to have been able to keep AlignLife
open while succeeding in helping people
and their health.
Willey holds three annual events
to benefit the community. In July, a
Thanksgiving food drive was held to collect
nonperishables for Sojourn Shelter. A 5K
is held every August and is sponsored by
Health Missions, a nonprofit organization
which helps to present natural healthcare
to underprivileged communities. Willey
is a charter member. The final event is a
December toy drive held for a different
local charity each year.
Having a passion for chiropractic
medicine is necessary for success in the
field. “If you are not passionate about
it, do not waste your time. People will
see right through it,” said Willey. “With
passion, there are no limitations to what
you can do. Just make up your mind that
nothing will stop you.” The best advice
Willey ever received was when people
want something bad enough, they have to
be willing to work for it.
Willey has big plans for the company
moving forward. “I am exploring options
for growth, whether it is expanding the

staff here or opening a second office,” he
said. After opening the center, Willey made
a list of goals to achieve. “I would like to
start a free clinic in central Illinois where
chiropractors work together, each one
taking a shift. This is where people who
want access to optimal health can get it and
not worry about the cost.”
Semi-retirement is a possibility when
the time eventually comes, but Willey
can’t envision not working. “Some in this
position get out of the clinical aspect,
but I cannot imagine not working with
people,” he said. He is very excited to
see where the profession will be in the
future and how far it has come. He also
has some personal dreams. “I want to be
able to meet my great grandchildren. And
will there be a World Series for the Cubs
in my lifetime.”
Eric Woods can be reached
at ericw93@aol.com.

Dr. Bryne Willey
Title: 	Chiropractor and owner, AlignLife
Chiropractic Center
Education: 	Doctorate of Chiropractic from Logan
College of Chiropractic
Family:
Wife – Kellie; Daughter – Ava Lynn
Favorites –
Movie:
Back to the Future
Author:
Bill Simmons
Sports team: Chicago Cubs
Tidbits –
Enjoys outdoor activities such as hunting, boating,
golfing, and gardening
Wants to own a motorcycle someday
Would like to learn to play piano
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Fast Firearms and Security Training
600 E. Monroe
490-3620
Owner: Marc Westerman
4 Ever in Stone
125 Windsor
741-2185
Owner: Kendra Carraro
Eurosport Repair
2160 South 9th St
523-9804
Owner: Eric R. Elmore

JM Cleaning Services
3112 S. 5th St.
306-9669
Owner: Jeanette L. McDermith
Personal Touch Taxi
1515 E. Mason
205-212-4112
Owner: Sandra L. Williamson
EC Vending
636 Hackberry, Chatham
483-3779
Owner: Jerry L. Crowder

Painting by Owens
5218 S. 2nd St.
553-5938
Owner: William W. Owens II
Outsiders BBQ LLC
1908 S. Spring St.
691-1369
Owner: Lorne T. Grady

Pressure Washer Warehouse
14272 Frazee Road, Divernon
309-657-1491
Owner: Holzwarth Family Enterprises,
LLC
Rita Brummett Consulting
14929 Bab Road, Auburn
891-4580
Owner: Rita M. Brummett

The Shoppe
2277 N. Grand East
971-8269
Owner: Randy Jo Tranquilli

Jones’ Chop Shop
1022 W. Lawrence
741-6062
Owner: Craig Jones
Milk & Honey Fresh Market
2701 Meadow Pointe Dr.
304-2678
Owner: Jennifer Loftus

Rene’s Studio Salon
948 Clocktower Dr.
622-7166
Owner: Yvonne Rene Shelton
Oy Veh Baby!
3205 Eagle Watch
725-1554
Owner: Susan Nightingale

Eclipsos
2177 N. Grand Ave. E.
502-551-0782 Active Date:
Owner: Edwin Ostos

Vivacious Wellness Personal Coaching
500 North Street
347-306-8864
Owner: Janet Cook
Filing Date: 8/08/16

1RXCENTRAL Pharmacy & Medical
Supplies
801 Adlai Stevenson Drive
866-222-8148
Owner: Maxxon Home Health Care, LLC
Jeremiah’s Tree Service
259 E. Monroe, Auburn
691-8770
Owner: Jeremiah E. Jackson

Kendra Michelle Angel Rescue
1115 E. Reservoir
415-2454
Owner: Kendra Johnson
Variable Firearm Solutions
1800 Factory Ave
306-1700
Owner: Chad Aaron Fricke

Custom Cakes & Confections
34 Lancelot Dr., Rochester
691-7336
Owner: Janice D. Barr

All My Stuff
520 N. Seventh, Auburn
618-581-7818
Owners: Daniel A. Hahn, Kathy A. Hahn

24 | September 2016 | Springfield Business Journal

AV Design and Apparel
895 Riverton Road, Riverton
414-7867
Owners: Kyle Hickman, Kate Edmiston

Creative Building
Solutions

900 East Kinzie Street • Riverton
629-2018
Owners: Keith A. Sapp Sr.,
Clinton Brown

PHOTO COURTESY OF CREATIVE BUILDING SOLUTIONS

SASIE Solutions
3160 Cobblestone Lane
381-4479
Owner: Dr. Kamina R. Diomande

PHOTO COURTESY OF JONES’ CHOP SHOP

Maximum Vi Athletics
#5 Walberta, Rochester
801-3389
Owner: Robert E. Perrine

SMALL BUSINESS

Custom Cup is located at 321 E. Monroe.

PHOTOS BY CATHERINE O’CONNOR

Custom Cup will
hook you up
By Catherine O’Connor

Brent Boesdorfer

Custom Cup, Springfield’s only custom
coffee roastery, has recently doubled its
seating and serving space and teamed
up with Incredibly Delicious to provide
its signature snacks combination. At 321
East Monroe, the storefront is the perfect
walking distance from both the Capitol
complex and the city center.
Husband and wife entrepreneurs
Kendra and Brent Boesdorfer have
expanded their space to two rooms and a
kitchen, representing a jump from 350 to
1500 square feet, offering ample indoor
and outdoor seating. “We’d had many
requests from customers, so partnering
with Incredibly Delicious to add croissants
and other snacks – baked fresh daily – was
a natural fit,” according to Kendra.
Featured in the recent Forty Under
40 issue of Springfield Business Journal,
this dynamic duo of caffeinated creations
has been busy elevating the art of roastto-order coffee to new highs. Three years
ago, after earning his MBA from University
of Illinois at Springfield, Brent purchased
a coffee roaster and began watching
YouTube videos in order to explore the
fine art of applying the senses of sight,
smell and taste to the act of custom
roasting as well as providing small batch
coffee to area restaurants, groceries and
farmers markets.
From there, the couple opened a nononsense storefront micro-roastery and

brew bar in 2014, serving “pour over
coffee,” with insignia-festooned cups, glass
carafes and their signature fresh-ground
and whole bean coffees, which were sold
by the bag. Soon orders came rolling in
from places like Hy-Vee, Country Market
and, most recently, Free Press Coffee shop
in Pittsfield.
This week Brent completed his 2,711th
batch, which represents approximately
10,000 pounds of beans roasted in his new,
larger commercial Deidrich coffee roaster,
manufactured in Idaho. Being directly
involved in importing the 165 pound bags
of coffee, connecting with farmers and
producers in other countries, was an easy
fit for Boesdorfer, whose family is in the
shipping business.
With several new shops beginning to
pop up around them offering everything
from sushi to yoga to late night food,
the Boesdorfers are part of a supportive
downtown social network and are often
asked to give advice for small business
success. “We bought the roaster with cash
and grew the business slowly, without
making a lot of crazy, risky investments,”
Kendra explained.
The real inside scoop, though, is
that in addition to the newly minted
relationship with Incredibly Delicious,
the coffee company is also partnering
with Rolling Meadows Brewery to
produce a bottled microbrew, blending
two ubiquitous favorites into a smallbatch cold brew coffee beer. This unique
artisanal drink, to be called Coffee Break,
will not be available at Custom Cup but
will soon start popping up at markets,
bars and restaurants in the area. A special
cold brew is produced in five gallon
toddies for the beer-making process these are never heated, thereby retaining
a smoother, sweeter flavor than brewed
coffee. Bottles and kegs of the newborn
beverage will premier on bars and tables
in the very near future.
Catherine O’Connor can be reached at
catherineoconnor@gmail.com.
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RESTAURANT REVIEW

Stop and Roll
By Thomas C. Pavlik, Jr.

The downtown Springfield dining scene
has been sort of moribund lately. Sure,
Driftwood’s added some spice and Jo Jo’s
Street Quisine (to be reviewed soon) and the
food truck at the Farmer’s Market provide
some variety. Until recently, though, the rest
of the options haven’t been all that exciting.
That’s all changed with Stop and Roll.
Stop and Roll is downtown’s newest
restaurant and it offers sushi rolls for lunch
along with late night snacks for the afterhours crowd on the weekend.
Stop and Roll is located on Fifth Street,
adjacent to Floyd’s Thirst Parlor. In fact,
there’s even a pass-through door into the
bar itself to facilitate some of that late
night snacking.
This is a pretty small place. The only
seating consists of four stools along the
street-facing window (perfect for people
watching). So keep that in mind if you
decide to visit with a group.
Stop and Roll has a minimalist look –
brick walls, light wood counters and an
industrial feel. It’s clean and it works.
The menu, which changes weekly, is
laid out on a chalkboard behind the service
counter. To make things easy it’s colorcoded: pink chalk for raw offerings, blue for
cooked, and green for vegetarian. That’s

right – contrary to popular impression, not
all sushi consists of raw fish. The menu also
lists some of the available sushi “basics”
like wasabi, pickled ginger, sweet soy and
wasabi mayo.
Stop and Roll offers two basic types
of sushi – maki (rolled sushi consisting of
rice around a filling, sometimes wrapped
with seaweed) and nigiri (hand formed
sushi consisting of a small oval of rice
with a topping). Prices range from $7 to
$12. Items that caught our eye included
the Yin Yang Crab ($12 – scallions, tobiki
(fish roe) and hamachi tuna), the Crunchy
Salmon or Tuna ($11 – choice of fish,
cucumber, scallions and wonton), and
the Tommy Pickles ($8 – pickled daikon,
cucumber, carrots, scallions and sprouts).
I was chagrined to see cream cheese as an
ingredient in a few of the offerings, but I
understand people inexplicably have come
to expect it in their sushi.
Stop and Roll also offers some non-sushi
late night snacks on Fridays and Saturdays
from 10 p.m. until 1 a.m. Some of the more
recent offerings included the kimchi dog ($6
– beef frank, kimchi (pickled spicy cabbage),
hot mustard and scallions) and the Rolling
Taco ($5 – jerk pork, lettuce, sour cream,
salsa verde and corn chips). I’m a big sushi
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fan, but think it would be great for Stop and
Roll to add some of these items into the
lunch mix.
Perhaps because of the tight space and
the volume of takeout business, the drink
options are limited – there’s only bottled
water and fruit drinks.
Guests line up near the counter and place
their orders. Since the space is small, it could
be a bit tight if a rush of guests turned up at
the same time. Don’t be part of the problem
– plan on calling ahead for larger orders.

The sushi prep station is immediately
behind the counter so everyone can see the
ingredients and their dishes being prepared.
Everything was spick-and-span and the
ingredients looked fresh.
Stop and Roll’s owners are a gregarious
bunch and it’s clear they want their
customers to be happy. We noted that the
guests in line in front of us declined soy. The
owners pointed out that they had gluten
free, organic and low sodium soy available
if that was preferable – it was a nice touch.

Erik Larson, owner of Stop and Roll.

My guest and I were able to grab two
of the stools. We arrived around noon
and there was a steady stream of guests
throughout our visit. With little publicity,
Stop and Roll has managed to quickly
develop some clientele.
We decided to go with the spicy
tuna roll ($11 – sambal tuna, cucumber,
scallions, spicy mayo), the Dragon ($12 –
eel, cucumber, scallions, tobiko, spicy tuna)
and the Dynamite ($10 – shrimp, cucumber,
scallions, tempura, dynamite sauce).
Our food did not take long to be
prepared and within just a few minutes we
were seated and digging in. The rolls were
generously sized and contained 8 pieces –
each about a half inch in width. We noted
that the nigiri were also well proportioned.
One roll would be perfect for lunch.
Everything looked, smelled and tasted
fresh. The spicy tuna was excellent and,
based on our observation, was the most
popular dish the day we visited. The
sambal (hot sauce made from peppers,
ginger, garlic, fish sauce and shrimp paste)
tuna mixture was loaded with flavor and
the crisp cucumber gave it some texture.

The Dragon and the Dynamite were also
excellent, but just not as good as the spicy
tuna. We were particularly impressed with
the Dragon’s combination of eel, tobiko
and spicy tuna – something we’d not seen
before. On paper it doesn’t sound appealing
but in the mouth it definitely works. Nicely
done, Stop and Roll.
Although it’s not the culturally
appropriate way to eat sushi, I like mixing
the wasabi in the soy and then dipping.
Unfortunately, the small containers
provided to diners made the process a
bit tricky – Stop and Roll would be better
served by slightly larger containers. This
was really our only complaint, and a small
one at that.
My guest and I consider ourselves sushi
aficionados, and Stop and Roll exceeded
our expectations. Even though it’s more
designed for takeout than a traditional
business lunch, this is a gem of a place. I
hope downtown Springfield supports it, as
I plan to be back.
Thomas C. Pavlik is an attorney with
Delano Law Offices, LLC, in Springfield.

STOP AND ROLL
210 South Fifth Street, Springfield

Atmosphere: HHH3/4 (Spartan and with four

217-502-0224

seats hard for a business lunch)

facebook.com/Stopandrollsnacks

Service: HHHH1/2 (very friendly)

Sushi lunch Tuesday through Friday,

Food: HHHH1/2 (top notch offerings)

11 a.m. – 3 p.m. Late night snacks Friday

Price: HHHH

and Saturday 10 p.m. – 1 a.m.

Suitability for Business Lunch: HHH

Wheelchair Access: Yes

OVERALL: HHHH1/4 (great people and great

Credit Cards: Yes

food – just hard for a business lunch)
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Who does your financial adviser work for?
By Sarah Delano Pavlik

If you use a financial adviser, you probably
trust him or her to give you objective advice.
That’s what you’re paying for. Until recently,
however, not all advisers were required to act
in your best interests or to disclose conflicts
of interest.
As explained by the Department of Labor:
While many advisers do act in their
customers’ best interest, not everyone is
legally obligated to do so and some do not.
Many investment professionals, consultants,
brokers, insurance agents and other advisers
operate within compensation structures that
are misaligned with their customers’ interests

and often create strong incentives to steer
customers into particular investment products.
These conflicts of interest do not always have
to be disclosed and advisers have limited
liability under federal pension law for any
harms resulting from the advice they provide to
plan sponsors and retirement investors. These
harms include the loss of billions of dollars a
year for retirement investors in the form of
eroded plan and IRA investment results, often
after rollovers out of ERISA-protected plans and
into IRAs.
In order to combat this problem, the
Department of Labor issued a new “fiduciary
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rule” on April 16, 2016, to be effective
April 10, 2017. Not everyone is a fan of
the fiduciary rule. In May, the Senate voted
to repeal it. However, President Obama
has promised to veto any legislation that
would do so. As with so many things, the
November election will probably determine
its fate.
Under the law, a fiduciary is a person
who is required to put another’s interest
over his own. Examples of fiduciaries are
trustees and executors. A trustee is required
to put the interests of the trust beneficiaries
over his own interests. Likewise, the
fiduciary rule requires advisers to act in the
best interests of their clients.
Currently,
registered
investment
advisers are held to a fiduciary standard,
but brokers are judged by a lower standard
of “suitability,” i.e., whether or not an
investment is “suitable” versus whether
or not it is the best investment for a client.
Therefore, an adviser could steer a client
to a mutual fund that paid the broker a
higher commission versus a similar fund
with a lower commission. As long as
the recommended fund was a “suitable”
investment, the broker would not be liable.
Under the fiduciary rule, all
“recommendations” must be in the best
interests of the client. “A ‘recommendation’
is a communication that, based on its
content, context, and presentation, would
reasonably be viewed as a suggestion
that the advice recipient engage in or
refrain from taking a particular course of
action.” It is what you are looking to your
adviser to provide – what to buy, what to
sell, when to buy or sell, etc. There are
certain communications, however, that
will not constitute “recommendations.”
Educational materials and general
communications such as newsletters will
not be deemed recommendations. Nor
will providing an investment platform.
A platform is a selection of investments
offered to plan participants without advice
regarding those options. For example, your
401(k) offers you ten mutual funds. You
can choose among the ten funds, but the
platform provider does not offer you any
advice on which fund(s) to pick.
The Department of Labor anticipates
that the fiduciary rule will have the
greatest impact on brokers and insurers
since they have not been subject to a
fiduciary standard in the past. The
fiduciary rule will likely reduce their
income while also imposing new
compliance requirements, including
reporting, disclosure and record keeping.

Several brokerage firms have been
loudly protesting the fiduciary rule, saying
that small investors will suffer because
brokers will no longer be able to afford
to manage small accounts. Or, instead of
dropping small accounts, they may change
their fee structure. Many advisers are now
charging flat fees. You pay the adviser
for his or her advice regardless of what
investments are recommended or whether
or not you purchase them. The adviser
does not get an additional commission on
your purchases. Depending on the size of
your account, a flat fee may increase the
amount you are paying your broker.
There is also an option under the
fiduciary rule to continue to more or less
maintain the status quo. The exemption
is called the Best Interest Contract
Exemption. If a client signs a contract
wherein the broker promises to (1)
attempt to act in the client’s best interest,
(2) disclose all potential conflicts of
interest and (3) provide a detailed report
of his commissions, then the broker will
not be bound to the fiduciary standard. If
you choose to operate under a business
interest contract exemption, at least you
will be aware of the commissions your
broker is earning and can make an informed
decision based on that information.
A detailed report of commissions may
be very eye-opening for some clients,
particularly with respect to annuities.
Annuities have long been an opportunity
for fraud, in part because clients have
not known the commission structure
and, therefore, their adviser’s motivation.
Annuity commissions can range from one
percent to 10 percent depending on the
length of the annuity, the surrender charges,
the types of investments, and other factors.
Many brokers have been convicted of selling
annuities in inappropriate circumstances,
such as to elderly clients. The fiduciary rule
may not do anything to reduce this conduct,
however, since these advisers are already
breaking the current law.
As always, you must be your own
advocate. It is important to note that the
fiduciary rule only applies to retirement
plans such as 401(k)s, IRAs and certain
annuities. It does not apply to non-retirement
investment accounts. For these accounts, it is
your responsibility to ask the right questions
about fees and alternative investments to
make sure you are getting the best advice for
you, not for your broker.
Sarah Delano Pavlik is an attorney with
Delano Law Offices, LLC.
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In July, Springfield Business Journal
packed up and moved downtown, leaving
behind the offices we had been sharing
with Illinois Times at 1240 S. Sixth St. ever
since the SBJ was purchased by Central
Illinois Communications at the start of
2014. We are now situated right in the
heart of downtown Springfield, operating
from the premises of Your Corner Office
at 427 E. Monroe, Suite 200, which offers
both co-working opportunities and
private office space.
In the short time we have been working
downtown it has become clear that this
is the right place for the paper to be. Our
purpose is to chronicle and support the
business community here in town and what
could allow for a better perspective than to

be right in the thick of that community?
The SBJ has long been an advocate for
developing the downtown area as a hub
for business and culture, but a quick walk
around the block during my lunch hour
tells me that it already is –whether the rest
of Springfield acknowledges it or not.
With the thriving Custom Cup coffee
shop (see page 25) just a few doors away
on Monroe and Jeremy Ferry’s Pure
Performance gym (see page 10) right
around the corner on Fourth Street, it seems
nearly impossible to set foot outside of our
new office without practically tripping
over a past or potential story. Just a few
steps the other direction is the Old State
Capitol Plaza with its thriving restaurants,
specialty shops and bars. Earlier this

week, I was treated to the Springfield Area
Arts Council’s latest installment of the
“Artist on the Plaza” series of lunch hour
performances by local musicians, certainly
a pleasant way to enjoy a sandwich from
Café Moxo just a block away (or, if the
timing is right, something fresh and tasty
from the Farmers Market).
A quick spin across the plaza after
lunch and back south on Fourth brings the
recently completed Frank Lloyd Wright
mural into focus as I turn back onto Monroe
and pass the post office.
Fresh food, vital businesses, live
music, public art, friendly faces – turns
out being downtown is an energizing and
inspirational experience.
Almost like being in a “real” city.
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