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tching police perform

their duties following a

car accident he came

upon as a tcenager

sparked David L.

Myers’ interest in police work. He devel-

oped an admiration fer them and their

work, ended up befriending one of them

and spent the rest of his high school
years hanging around the officers.

“I was bitten by the police bug, I rode
with them every weekend,” he said.

Myers, whose family owns the Swifty
and Kocolene gas station chains, liked
the idea of using detective skills to catch
criminals and keep people safe. He was
not so enamored with the prospect of
having a boss, punching a clock or work-
ing nights.

“I was set on a police career, but
instead followed the entrepreneurial path
my family had laid down,” he said.

He could have become a police officer
anyway. After college, the Greenwood

Above: John Biedermann, a control
operator, monitors the company's
control console. All alarms ring in to
the control center on Thompson
Road. Right David L. and Abra
Myers show one of the vehicles
used by the security section of the
business, Myers Protection
Services.

Some companies try to cover things up to reduce their liability. We help the client get
the maximum justice they should get. That's what we find most rewarding.

o

Police Department offered him a job. It
was two weeks after he earned his private
detective license. Instead of joining
GPD, he formed Myers Investigations.

Although Myers chose not to join the
force, he still protects people by offering
everything from investigations to medical
alert alarms.

Investigation work

The company, formed in May 1995,
focused on corporate work and legal
investigations for plaintiffs who had been
injured. If someone was injured by a
product or at work, for example, Myers
interviewed witnesses, studied the history
of the machine or vehicle that caused the
injury and established prior notice, which
means proving the company knew about
the problem before the injury.

Although he investigated a few
cheating spouses and did employee
background checks for corporations,
most of his investigative work focused
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on catastrophic brain injuries.

He investigated a case in 2001 where a
3-year-old Whiteland girl was choked by
an automatic car window in her family’s
SUV. Myers checked for similar incidents
with the model of vehicle and learned
that a 30-cent part could have prevented
the accident.

“Some companies try to cover things
up to reduce their liability. We help the
client get the maximum justice they
should get. That’s what we find most
rewarding,” he said.

Starting young

The biggest initial challenge for Myers
was his youth, he said.

“I was 23 years old, just out of college
and entered a field dominated by retired
cops,” he said.

He had an “in,” however. Since his
family was in business, they knew several
attorneys. So, he developed a client base
quickly.

Investigators today face the challenge
of public access. Many jurisdictions,
especially in smaller towns and counties,
don’t seem to understand that arrest and
court records are public and must be
shown to anyone who asks to see them,
he said. The state’s public access coun-
selor office has been a help in ensuring
the open records laws are obeyed.

“l give kudos to the state. They've
done a good job educating these agen-
cies,” he said.

Myers does not do many investigations

now, although he does occasionally teach
a course at JUPU-Columbus on private
investigation. He chose
. to focus on other
aspects of his rapidly
- expanding company.
. His relationship with
- the attorneys led him
to his next business
- venture.

“A lot of the corpo-
rate attorneys said T've
got a client that needs
security. Do you do
that?”” he said. “Never
wanting to tell a cus-
tomer no, I decided to
start my own.”

In November 1997,

— David L. Myers
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Myers expanded his company to include
Myers Protection Services.

His guards secure apartment complex-
es, hospitals and warehouses or any per-
manent structure that needs someone to
watch over it.

Alarming development

In January 2004, Myers bought out a
competitor that also owned an alarm
business. Now, he focuses most of his
attention on alarm installation and moni-
toring for homes and businesses. He
installs alarms all over central Indiana,
monitors systems in eight states and
bought another alarm company, Alert
Security Professionals, in Florida.

He and his wife, Abra, who handles the
marketing for the company, are working
to gain the name recognition enjoyed by
national companies such as Brinks and
ADT.

Myers does not like to go door-to-door
to sell alarm systems. He said, in his
opinion, it’s “disrespectful” for alarm
salesmen to canvass a neighborhood
right after a crime has occurred there.

He instead markets at home shows and
through fliers and the phone book. He is
a member of the Greater Greenwood
Chamber of Commerce, where he works
to meet business clients and establish
wotd-of-mouth marketing,

One of his larger clients is the
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