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in 2002, after years of building a successful career and respected 

reputation in sales, Jesse Camacho was offered a job paying 

$200,000. For the Puerto Rican born, Bronx-raised Camacho, it 

was the culmination of a lifetime and a career developing relation-

ships and selling commercial janitorial supplies. Jesse Camacho was 

not only good, but great, at his job. He had the loyalty, passion and 

results to show for his hard work. He even achieved a goal from 

his youth and purchased an orange 1976 Corvette; a symbol of per-

sonal success. For some, a six-figure offer is the American dream. But for       

Camacho, it was something else: a wake-up call to pursue his dream.

 “I turned it down,” he said. “you can’t run your own business when 

you’re working for someone.”

 Shortly after turning down the six-figure offer, Camacho’s employer, 

Classic Commercial Supply, was bought out in late 2002. The prospect 

of being unemployed is stressful for most. But for 

Jesse Camacho, it was an opportunity.

 “I always had a dream of owning my own busi-

ness,” Camacho said. 

“this is where my story 
begins.”
 Throughout the end of 2002, Camacho and his 

wife, Shirley, developed a business plan to open a 

commercial janitorial supplies company. In early 

2003, Camacho Equipment and Janitorial Supply 

opened for business.

 Camacho’s business is keeping your business 

clean. Cleaning supplies, carpet cleaners, floor and 

wall cleaners, brooms, vacuums, waxers, trash re-

ceptacles and a full line of paper products. More 

than the products themselves, Camacho believes 

his superior customer service gives him the upper 

hand over the competition.

 The Camachos stake their business reputation on 

a work ethic that puts the customer’s needs first.

 “When you run a business, you shouldn’t have to worry about the 

cleaning supplies,” Camacho said of his customers. “That’s where we 

come in. We worry about all that so you don’t have to. We pride ourselves 

on our customer service.” 

 Five years later, Camacho Equipment 

and Janitorial Supply boasts annual 

sales of $1.5 million and has shown 

annual growth. Camacho looked to 

an old friend to get financing for his 

dream: that ’76 ‘vette. 

 “I got an $18,000 business loan 

with the Corvette for 

collateral,” Camacho 

said.

20-hour 
workday.
 The humble begin-

nings of Camacho’s 

dream were marked 

by long days, pinching 

pennies and convert-

ing the family home 

into the business 

headquarters with 

the bedroom serving 

as Camacho’s office.

 “our accountant 

would go over the 

books while sitting 

on the edge of our 

bed,” said Shirley 

Camacho, Jesse’s wife and partner in 

the business. “We were always busy. 

We’re frugal and put everything back 

into the business.”

i always had 
a dream of 
owning my 

own business. 
and you can’t 
ever run your 
own business 

when you work 
for someone 

else.

Scott Miller
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opening doors
Mentor: Blake Lundberg, adidas
Protégé: Colin Garcia, Garcia+Co.

It has been a steady period of growth for Pat Garcia and his 

son, Colin, over the past several years. Expansion hasn’t been 

without challenges, however, and the HBC’s Mentor/Protégé 

program is just the right prescription to take them to that 

proverbial next level.

They have, in fact, grown from a very tight-knit, family-orient-

ed management team to a team of experts in fulfillment and 

shipping. With the guidance from Blake Lundberg at adidas, 

they’re beginning to see beyond fulfillment, into areas like 

digital printing and direct response. 

“They need to have measured growth and improve the sys-

tems needed to attain that growth,” says Lundberg. “We talk 

a lot about growing smart.” 

Colin Garcia sees the importance of becoming educated in 

the areas of identifying opportunities and open doors, espe-

cially when it comes to successful RFQ responses.

“We really see this as a chance to use our mentor as a sound-

ing board, utilizing their experience to gain larger, long-term 

accounts and lay down a solid financial foundation,” Garcia 

said. 

Garcia and Company also have a working relationship with 

fellow protégé, Morales Group, and looks forward to learning 

and sharing ideas.

”Adidas has a desire to become more involved in the commu-

nity, and supporting Latino businesses is an important aspect 

of this effort,” said Lundberg. “The Chamber brought us this 

exciting opportunity to assist the HBC and I jumped at the 

chance.”

Lundberg has experience in Tampa, Fla., working with the 

Hispanic community and knew he could bring his business 

expertise as well as distribution and HR resources from his 

eastside Indianapolis facility to the Garcias. 

“There are so many ways to take advantage of this opportu-

nity,” said Garcia. “We find ourselves acting like sponges.”

 By May of 2003, the Camachos upgraded to a modest building on India-

napolis’ east side at 46th and Franklin streets.

 “From the beginning of the year to November, I did everything,” Jesse said. 

“I was working 20-hour days.”

 The long days of hard work paid off. By the end of its first year in business, 

Camacho Equipment and Janitorial Supply had annual sales of $400,000. For Jes-

se, it was less about the money and more about out-hustling the competition.

 “you’ve got to do it for you,” he said. “you don’t look at it as an 8-to-5 job. 

I look at it as ‘this needs to get done’.”

 Eighteen months after the business was founded, Jesse’s wife Shirley be-

came a full-time employee. The Camachos also began a side business: a com-

mercial floor-cleaning business.

 Five years into his American dream as a small business owner, Jesse Ca-

macho now boasts a staff of six employees. But Jesse is showing no signs of 

slowing down.

 “We’ve got more people now,” he said. “But I still put in 16 hours a day. 

I’m kind of a perfectionist.”

mentor-protégé program.
 Even with the steady growth, The Camachos have set lofty goals to make 

the business even bigger. Camacho Equipment and Janitorial Supply paired 

with Mainscape as part of the Mentor-Protégé Program, an Indianapolis 

Chamber initiative led by the Hispanic Business Council (HBC).

 Designed to develop and grow three to five Hispanic-owned businesses 

each year for a three-year period, the HBC’s Mentor-Protégé Program aims 

to motivate and encourage mentoring firms to assist protégé businesses with 

business development, foster the establishment of long-term business rela-

tionships between protégé companies and majority corporations and enhance 

the capability of the protégé participants to compete more successfully in the 

marketplace.

 For the Camachos, it’s an opportunity to grow an already-thriving business.

 “When we first sat down with Camacho, we identified the most important 

sales goal: Double their revenue,” indicated mentor Scott W. Miller, president 

of Mainscape, “We’ve helped them understand that they need to segment 

their current customer base and go after bigger accounts—those that are 

Pat & Colin Garcia Blake Lundberg
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you can get lonely 
out there by 

yourself. you need a 
friend to guide you 

— whether you’re 
hispanic or not.

earning them the most revenue.” 

 Miller has assigned monthly benchmarks in sales and service and the        

Camachos are applying these new lessons into practice. 

 “We are focusing on a business structure that incorporates strategic net-

working,” said Shirley Camacho. “We want to be smart about how we acquire 

new customers and keep a sharp eye on profit margins.” 

 Miller takes pride in offering guidance to small businesses like Camacho. 

“you can get lonely out there by yourself. you need a friend to guide you—

whether you’re Hispanic or not.”

 Miller has also benefited from Jesse Camacho’s Latino background.

 The added benefit to Miller and Mainscape is bridging cultural differences.

 “We’ve also learned from Jesse on how to relate to our growing Hispanic 

employee base. This is a valuable process. Now I feel confident that I can give 

my customers the service I’ve always wanted to.”

 For Jesse Camacho, the goal is simple.

 “Keep building it every day,” he said. “Every day you’ve got to be better 

than everybody else. I ask myself, ‘what can I do better today’?”

 Five years ago, Jesse Camacho walked away from a six-figure salary to 

take a risk and pursue his lifelong goal of owning a business. Now, Jesse and 

Shirley Camacho are living their dream.

 The American Dream.

executive mentoring
Mentor: Bob Palmer, FedEx
Protégé: Tom Morales. Morales Group

Bob Palmer and Tom Morales have children that have gone to 

school together, so their pairing in the HBC’s Mentor-Protégé 

Program had a familiar tone. The Texas-born, Indiana-raised 

Purdue graduate Tom Morales, wanted to take the mentor-

ing process up to a more sophisticated level—an executive 

level.

“Morales Group has gotten to the stage where probing was 

how we could obtain the insights we needed,” affirmed Mo-

rales. ”Bob has helped us identify best practices in corporate 

culture, customer service and motivating employees.”

It was this kind of exposure into FedEx along with the net-

working opportunities that the HBC program inherently of-

fered that Morales was looking for. 

“We needed to figure out how to get our people rowing in 

the same direction, and Bob has shared his understanding of 

corporate culture to help the Morales Group ‘stand back and 

view the forest for the trees’.”

“People like to know where they stand,” shared Palmer. 

“Companies like the Morales Group need to be able to clarify 

that and also communicate the value those employees bring 

to the company.”

Discussing concepts like human resources policies, account-

ability/benchmarking and measuring yourself through the 

customer’s eyes is something Palmer has always enjoyed 

sharing as a mentor. 

“If you don’t share your experience as a leader,” Palmer said, 

“then you’re not doing your job in bringing people along.”

Mentoring has been a significant part of Palmer’s business 

practices and FedEx’s corporate philosophy. It is something 

that he particularly enjoys sharing with a community leader 

like Morales. Both have also expressed the importance of 

making themselves better through community involvement. 

Palmer is chairman of the Chamber’s Workforce Diversity 

Council, among other activities. Morales has created an inter-

nal structure within his company that gives the local Hispanic 

community opportunities to grow, learn and be healthier. As 

their relationship grows, so will everyone around them.

Bob Palmer Tom Morales
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