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“We still have many hospitals that are state-owned. Our system of insurance works in different ways.
There are many ideas and many things they would like to bring back to Russia.”

Katya Puzyreva
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RUSSIAN EYE SURGEON Natalya Shanturova (right) takes a look through the scope Thursday while observing Dr. Michael Hodkin (not pictured) perform PRK (photo refractive
keratectomy) on patient Erin Lambert at the Muncie Eye Center. At left, is a certified surgical technician.

From Russia with business in mind

By KEITH ROYSDON

kroysdon@muncie.gannett.com

MUNCIE — It’s a long way from Russia to the
United States, and an even wider gulf exists be-
tween American and Russian business practices.

But a program that brought Russian optometrists
and other eye specialists to Muncie — where they
lived, ate and worked with staff from the Muncie
Eye Center — has helped bridge that gap.

For the second time in three years, a program
overseen by local Rotary clubs and the national
Center for Citizen Initiatives brought the Russian
optometry professionals to Muncie. The group of
nine arrived April 6 and left Saturday.

“We wanted to be able to give people some in-
sight into what [optometric] practice can be,” said
Dr. James Stewart of the Eye Center. “I've gotten to
know Russian citizens. I grew up during the time
of the Iron Curtain and communism. These are
wonderful people. It makes you feel good to benefit
health care in their country.”

Katya Puzyreva — facilitator for the Russian
group and one of the few who spoke much English
— told The Star Press that the visitors gained valu-
able insight into running an optometry business in
a country in which many eye clinics are still part of
state-owned hospitals.

Puzyreva said the mutual understanding gained

was also valuable.

“People who never travel, they have an image of
a country and a people,” she said. “They [come to]
understand people are the same all over the world,
and people here get to meet Russians and see what
they’re like.

“Americans are very hospitable,” Puzyreva add-
ed.

The Russian delegation visited and was hosted
by Muncie Eye Center and Richmond Eye Center,
which are owned by the Eye Center Group.

The Center for Citizen Initiatives’ Productivity
Enhancement Program has brought 500 delegations
to the United States since 1996. The cost of the
programs are covered by the federal government,
Russian participants and in-kind contributions.

Stewart said he and Dr. Jeffrey Rapkin initi-
ated local participation in the Russian program two
years ago.

The Russians benefit from the program because
“they’re learning how to deal with eye care and
medical care in a capitalistic society,” Stewart said.

The Russians represented both private practices
and state-run clinics, Stewart said.

The group included Puzyreva, the facilitator,
as well as an interpreter, a crucial member of the
delegation because, Stewart noted, only two of
the Russians spoke much English and none of the
Americans knew much Russian.

“I can do about five words,” Stewart said.

The visitors stayed with Rotary members and
people with connections to the Eye Center.

The Russians were learning more than the clini-
cal part of the business.

“We’ve had people talk to them from all aspects
of our business,” said Susan Conyers, marketing
specialist for the Eye Center Group. “The finance
side, the clinical side, the management side. I'm
giving a talk on Friday about the marketing of the
business.”

Puzyreva agreed.

“They are learning the business end, surgery, op-
erating the complex,” Puzyreva said. “We also have
managers and owners [in the group].”

She said the Russians saw interesting contrasts
between the two countries.

“Many things are different,” she said. “We still
have many hospitals that are state-owned. Our
system of insurance works in different ways. There
are many ideas and many things they would like to
bring back to Russia.

“It’s a great opportunity for people from Russia
to get acquainted with business,” she said.

Stewart said the local hosts took their guests to
the Russia House restaurant in Indianapolis last
week.

“The owner is Russian, and I think they really
enjoyed being able to talk to him,” he said.
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ON THE JOB

Rachel Weaver
Hairstylist, Great Clips

KURT HOSTETLER / THE STAR PRESS
GREAT CLIPS employee Rachel Weaver gives cus-
tomer Barbara DeWitt a blow dry after cutting her

hair Wednesday at the West McGalliard shop.

Starting salary: $9 an hour.

Skills, training or experience required: “You have
to have completed 1,500 hours of beauty school and
have at least your temporary license,” Weaver said.
“Great Clips also has you go through a training pro-
gram. After you get your temporary license, you do
practical and written tests in Indianapolis, then you
get your regular license. You also need 16 credit hours
every four years to keep up with new practices.”

How did you get started? “When | was little, | used
to mess around with the hair on my Barbie dolls. |
decided | wanted to do hair when | was a junior or
senior in high school. My mom told me, ‘You're good
with hair, you should go to beauty school.”

How many haircuts can you do in a day? "l could do
between 12 and 25 haircuts a day.”

How do you like your job? “I love it," Weaver said. “It's
second nature to me. | love that | get to meet new peo-
ple every day. Someone always comes in with a differ-

ent story. It's fun when people come in and want crazy
styles. | enjoy the people | work with and the hours. It's
always busy, which makes your day go so fast.”

To suggest a person to be profiled in On the Job,
contact Keith Roysdon at 213-5828 or e-mail at
kroysdon@muncie.gannett.com

ON THE ECONOMY

Early read on the state’s economy

Getting a good read on the Indiana
economy is harder than you might
think. That's partly because there
really is no such thing as the Indiana
economy. State borders are, after all,
purely legal contrivances, which flows
of dollars, workers and goods don't
worry much about.. 2F

BUSINESS PROFILE

Dan's Records

Dan Walter has a long history in the music
retailing business. He opened his store after all the
local independent record stores in town closed. 2F

Careers

The struggle of single parents

Single parents say they are struggling to keep pace with the
demands of their employers and their children. They say they
sometimes leave work early to go to a doctor's appointment or
attend a school function at the risk of upsetting their boss. It
creates a stress that at times can be intolerable. 3F

IT FIGURES

Weekly jobless claims are down from the same period
last year for Delaware County.
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Can a new competitor shake up local gas prices?

Marsh or Wal-Mart last
week, chances are you were
talking about gasoline prices.

With the price per gallon
once again flirting with $3
— and analysts expecting gas to
reach $3.50 a gallon this summer
— the cost of filling your tank is
something everybody can relate
to.

Gasoline prices affect all of
us. It hurts to pay $4o to fill
your tank, but the ripple effect
can be just as painful: Down-
turns in vehicle sales. Increased

I f you weren’t talking about

KEITH ROYSDON
kroysdon@muncie.gannett.com

prices from companies who
are paying more for transport-
ing goods. Abbreviated summer
vacations.

What, besides conservation,
can make an impact on the local
gasoline business?

How about a new player?
Along with the new south-
side Wal-Mart Supercenter last
week, a Murphy USA gas station
opened at the top of Wal-Mart’s
parking lot along East 29th

Street.

Like Wal-Mart, Murphy Oil
Corp. is a company from Arkan-
sas. And like Wal-Mart, Murphy
wants to dominate its corner of
the market.

The company has opened

more than 9oo stations in Wal-
Mart parking lots and plans to
open 100 more this year, accord-
ing to its Internet site.

“Murphy USA’s goal is to be
a low cost provider to the com-
munities we serve,” according to
the company’s Website. “We run
daily price surveys to ensure
that you will be able to receive
as low a price as possible at
virtually every Murphy USA lo-
cation. For this reason, the fuel
price at Murphy USA is always
below the local and national
average.”

On Friday, the Murphy USA
price of $2.69 a gallon was six or
seven cents below other Muncie
locations and 20 cents below
locations in other East Central
Indiana communities like New
Castle and Daleville.

Gas industry analysts say that
prices are driven by competi-
tion and when a station offers
a lower price, other stations
follow — at least until they all
have to raise prices again. But
can Murphy’s “high volume,
low cost” business plan emulate
Wal-Mart and change the gaso-

line business locally?

Here’s a question for your
consideration. What would it
take to make you drive across
town to buy gas? A savings of
10 cents a gallon? Twenty cents?
Thirty cents?

As always, we want to hear
what you think. You can contact
me at kroysdon@muncie.gan-
nett.com or 213-5828. Include
your name and a daytime con-
tact number, please.

1 Contact business reporter
Keith Roysdon at kroysdon@muncie.
gannett.com or 213-5828.



