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FROM THE PUBLISHERFrom the Publisher

The ice storm notwithstanding, February was 
an interesting month for me. 

 To begin with, it was a month of  
speaking engagements – one 
with Danville High School’s 
Business Professionals of 
America Chapter; the other 
to an entrepreneurship class at 
Purdue University. 

 Sam Alexander, a DHS 
junior, wanted me to talk 
about leadership; the Purdue 
engagement was on a topic  
I could talk about forever.  

 Looking back I believe I 
failed the kids at DHS. Had I 
to do over again, I would have 

discussed one of my favorite 
books that I read last year as  
a member of the 2010 class  
of Leadership Hendricks 
County: Break Through, a 
Leader’s Greatest Lesson by Dr. Paul Homoly.

Break Through is the story of Dan Morgan, 
a top performer who suddenly finds himself 
in a management role at a Chicago financial 
services company. He is having difficulty reso-
nating his vision to his team. He believes the 
problem is with his team and not with him. 
That’s until he meets his mentor, Stanley Rob-
bins, a man who held his position at one time 

at the same firm. Stanley takes Dan on periodic 
journeys that visually help him see what he 
needs to do to connect with his team.

 Among many of Stanley’s 
techniques is that of Story-
Selling, which is “a leadership 
tool that blends the logical 
appeal of stories, colorful 
comparisons and metaphors. 
When logic and emotion are 
blended, each becomes more 
appealing. StorySelling makes 
the facts of presentation more 
friendly, the stories more  
relevant, and the speaker more 
compelling.”

 Break Through is a  
great book for those who are 
transitioning out of the role  
of top performer and into 
management. And the  
message is very clear: As a 

manager, “It’s not about you.” 
 I now realize I didn’t need 20 or so minutes 

to discuss all of the qualities of a leader. I could 
have simply told them, in a matter of minutes: 
It’s not about you. 

Rick Myers is president of the Niche Publishing divi-
sion of Times-Leader Publications and publisher of the 
Hendricks County Business Leader. E-mail him at rick@
businessleader.bz.

Rick Myers
Founder and Publisher

It’s this simple: Leadership 
means it’s not about you

 

Lori S. Howe
Plainfield, In 46168

Office: (317)745.7341
Email: Lori@LSHowe.com | www.LSHowe.com

• Health Savings Accounts
• Short Term Medical Coverage  

• COBRA Consultations

Specializing in Group Employee Benefits  
in Hendricks County for of 20 years.

by Nekludov

by Nekludov

www.statebankoflizton.com  |  866.348.4675

Thank you Hendricks 
County for helping us 
reach a milestone!

Now let’s talk about 
reaching yours.

100 Years Strong • 1910-2010

A Century of 
Service.
A Century  
of Solutions.

MAY 10

6259 E. C.R. 91 North
Avon

5:30 – 7:30  p.m.

NOVEMBER 8

900 E. 56th Street, #200, 
Brownsburg

5:30 – 7:30 p.m.

AUGUST 9

7143 S State Road 39 
Clayton

5:30 – 7:30 p.m.

Proudly 
announces 

its 2011 
cover party 
partner and 

schedule

100 Years Strong • 1910-2010

RSVP to coverparty@businessleader.bz
For more information, call (317) 837-5180

 ARTISTIC DESIGNS
GALLERY

Unique opportunity  
in Downtown Plainfield

100 year old, updated, 13,000 SF former lodge/office 
building with two floors ready to use.  Now on National 
Register. Huge tax benefits for purchase and remodel.  

Call for details.
115 W. Main St.

$385,000 include 30+ car parking lot. 
 Lease possible - Owner participating in facade grant 

program for downtown property.

REMAX CENTERSTONE • 3990 CLARKS CREEK ROAD • 839-4330   

BUD GREEN
626-5826

JULIA BERBERICH
502-1928

Retail Land in Plainfield 
3 sites from 1.87 to 8 ac 

Can be combined

Office Spaces 
2- 600 SF professional spaces 

One Main Street 
Ready to rent 

$600 per month, NNN

1200 SF Office  
with 2 Private spaces 

located in Bellville 
Private restroom plus break area. 

Only $795 per mo.

Development Sites
1 to 10 acres 

Call for Details
1 Acre Office Site - Plainfield

$159,900
1.5 AC Industrial Site - Plainfield

$279,900

Plainfield Industrial 
Bldg. & Land 

3.7 AC -  20,000SF Bldg
Tax Abatement Remaining

22 ft. ceilings
2 docks

Call for details
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Vicki Walker, of New Zea-
land, was fired for sending con-
frontational e-mails to co- work-
ers. It seems that she used ALL 
CAPS to communicate, but 
some of her co-workers com-
plained that she was yelling at 
them. Her employer fired her for 
being awful in e-mails. She sued 
and won more than $11,500 for 
wrongful termination because 
her company did not have an e-
mail style guide. 

As a public service, I have 
composed an electronic mail 
style guideline for you to tack  
to your bulletin board or include 
in the next company-wide memo.

Greetings fellow employees,
It may seem old style, but there is still plenty of business being 

conducted by electronic mail. Quaintly known as e-mail, this ver-
sion of communication can reflect on INSERT YOUR COM-
PANY NAME (known as “the Company”) and affect our image. 
Therefore, the company will ask our employees (known as “Un-
derlings”) to follow these simple and actionable guidelines.

1. Be short – Don’t go on about your day or your dog. E-
mails are to be concise and should never include any expla-
nations. That’s what personal cell phones are for.

2. Discourage further e-mails – Don’t go back and forth 
with inane e-mails that never conclude. More than three 
replies require a staff meeting without pizza.

3. This ain’t texting or instant messaging - E-mail is a 
proper form of communication and must include spelled 

out forms of the language. Never abbreviate or use slang 
in a business e-mail. It also requires using spell check and 
punctuation. Save the shortened form for your Morse 
Code-encrypted messages.

4. Avoid emoticons – I don’t know what “J” means. I inter-
pret (:-)> as Brooke Shields and I don’t know why you are 
e-mailing me about Brooke Shields. If you’re happy or sad, 
just tell me. Don’t ever write something sarcastic until we 
get paid.

5. DON’T USE ALL CAPS – Ever. Period. Try a different color 
or font to gain the attention you want. Yellow letters simu-
late a whisper and you know how people listen when you 
whisper, right?

6. Use “Reply All” only if it applies to “all” – If it doesn’t 
affect the person you are sending it to, then don’t send it. 
Unless it is funny or embarrassing, then please send it with 
a picture.

7. Set a standard close – Copy and paste from someone 
you admire who works for this company. This is the part 
of the letter that includes your name, title, phone numbers, 
address, Facebook address, Twitter handle, blog address and 
aliases you use on various chat formats. Use a simple “thank 
you” and avoid terms such as “Catch you on the flip side!”

8. Do not forward chain letters – Chain requests are hor-
rible. They make me sad and work already makes me sad. I 
don’t need you piling on the sad.

By following these e-mail guidelines, we shall have a pleasant, 
more communicative workplace. Finally, copy this to five people 
whom you love. (I better get this back!)

Plainfield a good location 
for ISU MBA program

Applications are now being accepted for a new MBA 
program offered in Plainfield by Indiana State Univer-
sity for its inaugural class this fall. 

 This is good news for a county that already has 
done much to encourage higher education through 
the efforts of the Hendricks College Network – it 
gives Hendricks County residents and those from the 
region a close-to-home, quality MBA option. In short, 
ISU’s professional MBA program will give working 
professionals the ability to balance the demands of a 
full-time job, a family and other responsibilities while 
pursuing a graduate degree in the classroom. (See 
story page 17.)

Nancy Merritt, dean of the Scott College of Busi-
ness at ISU, proposed the concept in the fall of 
2007, and the graduate faculty of the college began 
researching MBA programs across the nation. ISU of-
ficials identified Hendricks County as an underserved 
market for the business graduate degree, according 
to Jeff Harper, director of graduate and executive pro-
grams and professor in the Scott College of Business 
at ISU.

 Merritt and Harper have begun talking with busi-
ness leaders and others in Hendricks County to 
promote the program. They report that it has already 
received positive support from various organizations, 
including the HCN and local chambers of commerce. 
We would expect that. 

 We’re happy ISU chose Plainfield. We think it was 
a good choice and hope that its inaugural class is 
a successful one; judging by the work Merritt and 
Harper are putting into it, it will be.   

Westside chamber good for 
Hendricks County business

The Westside Chamber of Commerce had its first 
membership meeting on Jan. 28, and by all accounts 
it was a huge success. The dining hall at Westside 
Garden Plaza was packed, free breakfast was served 
and there was networking aplenty.

 Rick Proctor, a Westside banker, spearheaded it, 
and we applaud his effort and the hard work of count-
less others who aided him in the creation of an entity 
that took nearly a year and will no doubt serve as a 
voice for West Indy businesses. We believe the West-
side Chamber of Commerce also can be a vital entity 
for Hendricks County businesses as well. To that 
point, WCC leadership wants to work with Hendricks 
County area chambers. We believe that’s a good idea. 

 Why is the creation of a chamber that serves  
Indianapolis’ Westside - specifically the townships  
of Decatur, Pike and Wayne - important to Hendricks 
County? 

 From a regional perspective it is tremendously  
important, as there is much business to do between 
Hendricks County and Indy’s Westside. In fact, it 
already exists, and this year  hopefully we are not so 
parochial to think we can’t conduct business on a 
regional level.

 The chamber’s next meeting is March. 25, 8:30 
a.m., at the Candlewood Suites Indianapolis Airport.
We encourage Hendricks County businesses to make 
the meeting. We’ve convinced you’ll meet folks who 
can help grow your business. 

 So, here’s to the creation of the Westside Chamber  
of Commerce. Now, let the business begin! 

Gus Pearcy
Columnist

Gus Pearcy is a contributing columnist to the Hendricks County Business Leader. 
He may be reached at (317) 403-6485 or pearcy.gus@sbcglobal.net. Gus blogs 
frequently at guspearcycommunications.wordpress.com.
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ConstruCtion and EnErgy training Programs

HEat PumPs and gEotHErmal BasiCs

grEEn tECHnology: Wind & PHotovoltaiC BasiCs

Building automation systEms: HvaC

Ivy Tech Community College is Indiana’s leading provider of workforce training programs, offering nearly 20,000 certifications and one million hours 
of training annually.
 
Ivy Tech prepares workers for jobs in Indiana’s highest-priority fields, including Construction & Energy, ensuring that Indiana’s economy will stay strong 
long into the future.

Heat Pumps and Geothermal basics cover the fundamental concepts behind the use of heat pumps and geothermal technology to heat 
and cool buildings. It is designed as an introductory course for HVAC technicians and sales specialists who want to learn the basics 
behind the alternative, energy saving HVAC technique. The course is considered part of the green technology initiative and is important 
for contractors wanting to stay abreast of current technology and federally supported initiatives.

Learning objectives for the course include:
 • Heat pump and geothermal theory and practice
 • Federal guidelines and green initiatives related to heat pump and 
  geothermal systems
 • Thermostats and sizing of units
 • Wiring of units in relationship to electrical back up, natural gas 
  back up and fossil fuel kits
 • Freon types – R22 and R410a

Wind & Photovoltaic Basics is an introductory course focusing on using wind and solar energy for power sources. The course provides an 
overview of the fundamentals behind wind and photovoltaic systems, including the different types of units, control types, functions and 
applications. Special emphasis is given to code requirements, installation practices and equipment performance and ratings. The course 
is considered part of the green technology initiative and is important for contractors wanting to stay abreast of current technology and 
federally supported initiatives.

Learning objectives for the course include:
 • Basic knowledge and understanding of wind systems
 • Basic knowledge and understanding of photovoltaic systems
 • Useful information about Federal guidelines, expectations 
  and funding

Building Automation Systems: HVAC is an introductory course designed to give building contractors, maintenance personnel and 
technicians who are new to the industry a framework for understanding controls systems feeding multiple air handler units (zones). The 
course is focused on digital control systems, primarily from the field controller up to and including field devices.  

Learning objectives for the course include:
 • Discussion on how Direct Digital Controls (DDC) have 
  revolutionized the HVAC industry
 • Basic control terminology and components; fundamentals of 
  control theory and application
 • The advantages of using DDC controls
 • Basic understanding of electric, electronic and direct digital controls 
  and controlled devices used in HVAC and refrigeration systems
 • Description of three levels of system complexity: standalone, 
  networked and integrated

To regisTer for any of These classes, visiT ivyTech.edu/acTnow, or for more 

informaTion, Call 317-921-4539 or email training@lists.ivytECH.Edu. 

daTes: Tuesdays, march 1 – 29 and april 5 – 26
Time: 6 – 10 p.m.
cosT: $399
locaTion: ivy Tech community college – Technology center

daTes: mondays, april 4 – 25
Time: 6 – 10 p.m.
cosT: $299
locaTion: ivy Tech community college – Technology center

daTes: wednesdays, march 2 – 23 and april 6 – 27
Time: 6 – 10 p.m.
cosT: $599
locaTion: ivy Tech community college – Technology center
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How Tom did it
Best Advice You Ever Received: If you haven’t got charity 
in your heart, you have the worst kind of heart trouble.

If you haven’t got any charity in your heart, you have  
the worst kind of heart.

Best Business Decision You Ever Made: Bringing in  
a partner in 2009 to focus on outside sales.

Worst Advice You Ever Received: Do not leave the 
security of a steady employer.

In Five Years I Want ... For EmbroidMe to be the only 
name that people consider when looking for decorated 
apparel in Hendricks County and the West Side of  
Indianapolis.

My secret to success: Perseverance.

By Mike Beas
Hendricks County Business Leader

The back room of EmbroidMe is where Tom Albert, a man 
who doesn’t do a great deal of sitting down, sits down.

These are occasions when it’s impossible for EmbroidMe’s  
principal owner not to feel the stare of a kneeling Woody Hayes, 
an iconic figure in Albert’s home state of Ohio. Contrary to  
reputation, Hayes is smiling in the large colored photograph. 

This and the fact he passed away 24 years ago basically  
eliminates any possibility of the legendary Ohio State football 
coach forcing Albert to drop and give him 20.

Now if a customer is in need of 20 shirts embroidered or  
silk-screened or something promotional created for his or her 
workplace, well, that’s a different story. Opened by Albert in 
March 2007, EmbroidMe, currently operated by Albert and  
minority owner Ted Frankowski, squeezes much work and product 
assortment into its 1,800 square feet, which enables the one-time 
trucking manager to keep on trucking.

“I spent 23 years in the trucking business, but I knew the  
direction trucking was going and wanted to do something on my 
own,” explains Albert, 48, now part of an  
EmbroidMe chain numbering 325 locations  

nationally and over 400 worldwide. “Over the hundreds of  
different areas I looked at, I looked at the market, the margins and 
I looked for support.”

Like all persons willing to exit Corporate America stage left, 
Albert’s first year involved evenly balanced portions of trial and  
error, but these were headaches he simply had to endure in order 
to grow the EmbroidMe brand in and around Hendricks County.

“It was interesting,” laughs Albert, who is president of Browns-
burg Rotary Club and a 10-year member of the St. Malachy  
Knights of Columbus Council 12540. “Just a lot of scrapping and 
clawing and calling other stores. Lots of ‘Can you help me out and 
point me in the right direction?’ I learned an awful lot in that first 
year.”

EmbroidMe’s proceeds locally have increased steadily since 
opening. While Albert does not offer specific numbers, he says  
his revenue is broken out from: 50-percent embroidery, 25- 
percent screen printing, 20-percent garment printing and  
5-percent promotional materials such as pens and the always-
popular can coozie.

Last May Albert added a new revenue source with tuxedo  
rental, which EmbroidMe operates with the help of a Cleveland-
based vendor. While many businesses preach the importance of 

going the extra mile for its customers, the team of Albert and 
Frankowski walks the walk.

“Companies I had worked with before just weren’t following 
up. I kept having to call them. But calling (EmbroidMe) was one 
of the greatest things I’ve ever done,” says Ryan Robertson, the 
Director of Sales and Marketing and contract specialist for In Air 
Aviation Services out of Indianapolis. “Their prices are very com-
petitive and they are reliable. Just a phenomenal company and just 
great people.”

In contrast to the business owner chomping at the bit to open 
copycat stores in nearby locations, Albert runs against the grain. 
There presently are five EmbroidMe stores in Indiana, but only 
one other is in the Indianapolis Metropolitan Area (E. 82nd 
Street). Therefore, maintaining one store allows Albert to expand 
his reach without the pricey overhead of a second location.

Already the Avon store serves not only Hendricks County, but 
clients in Crawfordsville, Indianapolis, Greenwood and Lebanon.

“Today, sales is all that there is. This other stuff, you’ll figure it 
out. Just go out and get the business,” says Albert. “It’s exciting to 
watch a company base grow and fun to have people recognize me 
as the EmbroidMe guy. Or the shirt guy. I hear that one a lot. But 
it’s OK because people like to buy from someone they like.”

When guilty of the 50- to 60-hour work 
week the way Tom Albert often is, the right 
musical selection can be the ideal way to 
unwind away from the job. Albert’s tastes 
are varied, to say the least, though pinpoint-
ing a favorite offering by the Beatles proved 
difficult. According to Albert’s ears, here are 
the best of the best:
•	 Canon - Johann Pachelbel
•	 Brandenburg Concerto -  

Johann Sebastian Bach
•	 Mountain Dance - Dave Grusin
•	 Sails - Chet Atkins
•	 Too many to pick one - Beatles

HCBL 5.0938” x 6.5 “

Dan doesn’t slow down. So neither 
do we. Over the past eight years, 
we’ve made it our business to 
understand his business. The result 
is a partnership that helps him 
reach a whole new level of success. 

We’re ready to do the same for 
you, too. 

We get our work 
ethic from our 
customers.

Prestwick at the Crossing - Avon  |  Brownsburg  |  Dover  |  Jamestown  |  Lebanon  | Lizton

Pittsboro  |  Marketplace at Anson - Zionsville  

866.348.4675  | www.statebankoflizton.com

“State Bank of Lizton and I set goals, 
and when we accomplish them, we 
set more.”

Dan Keers of Keers Development, Inc.
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Tom Albert keeps on trucking as he grows Avon’s EmbroidMe

EmbroidMe 
7900 E US Hwy 36, Suite C

Avon, IN 46123
Phone: 317-272-0694

Fax: 317-272-0724
E-mail: info@embroidme-avon.com

From left, Tom Albert and new business partner, Ted Frankowski.

The ‘Shirt Guy’

Today, sales is all 
that there is. This 
other stuff, you’ll 
figure out. Just  
go out and get  
the business.

Photo by Wilbur Tague
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Hendricks County Economist
THE OFFICIAL 2010 ANNUAL REPORT OF THE HENDRICKS COUNTY ECONOMIC DEVELOPMENT PARTNERSHIP

GEnTLEMEn, STaRT YOUR EcOnOMIc EnGInES
An Indiana county’s motor sports industry helps put local life science companies’ expansion plans in the fast lane. 

Organized in late 2009, Biologics obtains used shipping containers from points by the Ohio River and uses them for pre-fabricated lab-space modules.

Hendricks County, Ind., just west of 
Indianapolis, is growing two of its signature 
industry sectors – motor sports and life sciences 
– by cross-pollinating their technical and human 
resource assets. Companies in both industries 
employ precision engineers, for example, so a 
good base of companies in one will benefi t 
expanding companies in the other. 

“In the process of learning about the motor 
sports industry, it became apparent how the 
skill sets there parallel those of the life sciences 
industry,” says Cinda Kelley-Hutchings, 
executive director of the Hendricks Co. 
Economic Development Partnership. Kelley-
Hutchings came to the area from Lafayette, Ind., 
up I-65, where manufacturing is the predomi-
nant sector. “Whereas the life sciences side uses 
scientists, the motor sports side uses engineers,” 
she illustrates. “Life science is about patents and 
testing, and making medicines, which can 
take years. In motor sports, it’s about making 
components, and the process can happen at the 
speed of racing. Th ere is a synergy between the 
skill sets required in the medical device industry, 
particularly, and with suppliers to motor sports 
organizations.” 

Th e Eaglepoint Business Park in Brownsburg is 
a hub of motor sports suppliers, but much of 
the work done there pertains to medical device 
companies, says Kelley-Hutchings. So life 
science companies such as Vortek Surgical and 
Biologics LLC are fi nding a very suitable 
location there, she relates. And others will likely 
follow. “Th ere is a lot of momentum now in 
discussions with the whole bio-pharma-medical 
device industry. It’s about taking your existing 
talent and really digging down into it and seeing 
what other markets it serves. In this economy, 
communities really need to do that.” 

Racing to Expand
Vortek Surgical and Biologics are small 
companies today, but they both have signifi cant 
expansion plans in their respective niches. 
Vortek Surgical, established in 2006, makes 
devices for endoscopic and other procedures, 
and Biologics builds mobile, modular laboratory 
space. Vortek’s products are manufactured by 
contractors elsewhere in the U.S. Th e company 
employs six people today, but will grow to about 
60 in the next three to fi ve years, says Tom 
Szymczak, president. 

“Th e company founders are from central 
Indiana, and we chose to stay and grow in 
Indiana because of the reasonable cost of 
living, the proximity of some of the contract 
manufacturing processes we were working 
with and for logistics reasons,” he says. “Our 

goal is to bring more of the contract 
manufacturing and fi nal packaging in-house 
over time. We plan to bring one process 
in-house in the fi rst quarter of 2011.” 

Vortek occupies 10,000 sq. ft. (930 sq. m.) in 
Eaglepoint amidst the racing teams and their 
suppliers. “Our plan is to expand and to 
eventually build or acquire a building that suits 
our ongoing growth and space needs. Th at can be 
defi ned in a number of ways, depending on what 
types of products we bring to market over the 
next three to fi ve years. 

“We’ve made a long-term commitment to 
Brownsburg,” says Szymczak. “We’ve branded 
our products in our marketplace, but as we 
brand our company, we want to do so with 
a community that off ers long-term growth 
opportunities, but also the people and the 
technology needs we would have in order to 
grow. Brownsburg is a great balance for that.” 

What advantage does the local 
motor sports industry afford? 
“Th e simple answer is that Brownsburg has 
done a great job of establishing a home for a 
vast amount of resources within motor sports. 
Similarly, they are working diligently in the city 
and in Hendricks County on attracting biotech 
and healthcare companies like ours,” Szymczak 
relates. 

Kelley-Hutching’s team, for example, is 
beginning to work with local higher-education 
centers to develop curricula of direct use to both 
motor sports and life sciences, particularly where 
the skill sets overlap. 

 “Th e need for tight design tolerances is probably 
no more prevalent in auto racing, when you’re 
going 300 miles per hour, than it is when 
you’re doing surgery, where you 
want the doctors to have 
the best-engineered tools 
available,” says Szym-
czak. “Our company 
focuses on safety and 
effi  ciency and trying 
to establish new 
benchmarks, and 
there is an incredible 
amount of synergy 
available to us here 
in terms of the 
community and in 
working with the 
motor sports industry 
in engineering 
new products.” 

Instant Lab Space 
for Clinical Trials
Biologics benefi ts from its Brownsburg location 
in a diff erent way. Synergy with the motor sports 
players in this case has to do with their knowing 
their way around vehicle-transport containers, 
which are not unlike the lab-space modules 
Biologics makes for companies engaged in 
clinical trials. Target users include those involved 
in microbial and mammalian cell production 
for drug development, radio-nuclear pharmacy 
R&D and medical device manufacturing. 

 “We couple a GMP [good manufacturing 
practices]-compliant, FDA-certifi ed facility 
together with the resources to help the biotech 
company achieve a validated biotech process, a 
corporate quality plan and resources to support 
the process and the regulatory strategy and sup-
port to submit the data to the FDA for accep-
tance and approval,” says Todd Hockemeyer, vice 
president, business development. “Our solution 
is much faster than the traditional method and 
cheaper.” Companies still have to spend money 
on their clinical trials, and there’s still the likeli-
hood the science could fail, he explains. Biolog-
ics facilitates the clinical trial process, bringing 
the tests to the FDA decision point sooner and 
for less money and at lower risk than traditional 
contract manufacturing options allow. “And if 
they do fail, we want to take the structures back, 
because it makes fi nancial sense to reclaim 
and reuse the intermodal shipping contain-
ers that form the structural framework for the 
facility.” On the front end, 
clean-room space 
is up and 

operational within a few days of the module 
being delivered to the client. 

Organized in late 2009, Biologics obtains used 
shipping containers from points by the Ohio 
River and uses them for pre-fabricated lab-
space modules. But as the business grows, says 
Hockemeyer, it will do more of that work and 
the clean-room fi nal assembly, commissioning 
and validation work in Brownsburg. 

 “Th ere are a lot of fabrication and engineering 
resources that are used to doing that within 
confi ned spaces, like automobiles and trailers 
for the auto racing industry,” he explains. “Th ey 
know how to cut and fabricate and design 
sophisticated systems for confi ned spaces, and 
we’re doing a lot of the same kinds of things. 

“Racing industry engineers are good at creating 
– and bending the curve of – new technology,” 
Hockemeyer adds. During the racing off -seasons 
in particular, Biologics hopes to work with those 
engineers, many of whom work for racing teams 
on a contract basis. “As the business ramps up, 
we’ll need a lot more square footage to support 
the commissioning and outfi tting of these clean 
rooms.” Th e company’s 7,500 sq. ft. (697 sq.m.) 
of space will likely need to increase ten-fold, 
he relates. 

Reprinted with permission from the Site Selection 
Life Sciences Report, November 2010.
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Nine members of the 2010 class of Leadership 
Hendricks County decided to work with 
Cinda Kelley-Hutchings and the Hendricks 
County Economic Development Partnership 
in completing their group project. Economic 
development was a common interest among the 
group and working with Kelley-Hutchings was 
a natural result of that interest. After an initial 
meeting, it was decided that the group could 
assist HCEDP with gathering data related to the 
racing industry in Brownsburg.

Th e primary objective of our project was to 
survey businesses in the Motor Sports industry 
in Hendricks County to identify areas of 
importance with regards to business expansion 
and retention. It was also important to 
establish or re-establish communication between 
business owners in this industry and HCEDP 
in an on-going eff ort to develop a Business 
Retention and Expansion program. With the 
assistance of Kelley-Hutchings and HCEDP, we 
developed a survey, organized a method for the 
distribution and collection of the surveys, and 
collated the data.

Our eff orts led us to investigate a broader 
perspective on the industry and the impact that 
the current economic climate might be having. 
Our analysis of any collected data is, at best, 
limited. Our objectives were, from the beginning 

focused on assisting the HCEDP; and in the 
process developing a greater understanding of, 
and appreciation for, the work they do to attract 
and retain business in Hendricks County. 

Th e Motor Sports industry is a collection of 
a variety of diff erent racing circuits, leagues, 
and organizations. It includes everything from 
small dirt-track racing sprint and midget cars 
to IndyCar. It also encompasses all of the 
manufacturers, developers, distributors and 
specialty shops that support the industry. 

Popularity in some forms of racing is peaking 
while other forms have been in decline. Some 
are established enough to aff ord to conduct 
operations year round while others are only able 
to operate during the season. As a result, there 
can be a certain amount of seasonality to the 
industry. 

Of those formats with means, there is a 
competitive necessity to research, develop and 
test new designs and equipment duringthe 
winter months. Th at has traditionally been the 
reason that many teams were headquartered 
in warmer climates, like California or the 
Southeast. But in recent years, property tax issues 
and transportation costs have made locating in a 
more central place desirable. As a result, Indiana, 
and specifi cally Hendricks County, has had a 

great deal of success in attracting business in this 
industry.

Hendricks County has long had a close 
association with the Motor Sports industry. 
Th e Indianapolis Motor Speedway is located 
just 7 miles east of the county in Indianapolis 
and Hendricks County has been the home of 
many race families over the years. Since 1960, 
racing events have been held at Lucas Oil 
Raceway in the easternmost part of the county. 
Its relationship with NHRA was established the 
following year and the largest drag racing event 
in the country has been held in the county since. 
Th e park features a drag strip, a road course and 
a quarter-mile oval that can accommodate a 
variety of racing from drag racing to motorcycles, 
to sprint cars and NASCAR. 

Th e Motor Sports industry is an established, yet 
relatively new industry to the county, centering 
primarily in the Brownsburg area. While most 
would see the industry as new, our results showed 
businesses in this industry that had been here for 
up to ten years. 

Our group was interested in helping the 
HCEDP survey businesses in this industry to 
learn what draws and keeps businesses here. 
Working with Kelley-Hutchings, we modifi ed an 
existing business survey for distribution. 

Initially we believed that we might have 
diffi  culty in getting businesses to participate, 
so we recruited high school students to help. 
We were careful to hand select six seniors 
whose job was to make telephone contact with 
a business, arrange times to personally deliver, 
and retrieve the survey, and thank the business 
for their participation. Each senior would be 
accompanied by a member of our team who 
could be available to answer questions or forward 
concerns to Kelley-Hutchings as the need arose. 
After getting a list of contacts from HCEDP, we 
sent an initial round of surveys out in May and 
received a 60% response rate. 

Because most forms of racing are in full 
swing in the summer, we decided to wait on a 
second round of surveys until early in the fall. 
Our success rate then was markedly less. We 
completed our eff orts with a report outlining 
the results, letters to the students that we 
recruited stating our objective and indicating 
some parameters that we wanted to follow; and a 
telephone script that we provided. 

Th at report will be utilized by HCEDP and 
committees to continue their eff orts. 

By Dave Robinson
Leadership Hendricks County Class of 2010 

LEadERSHIP GROUP PaRTnERS WITH 
HcEdP TO SURVEY MOTORSPORTS IndUSTRY

Job 1 is to maintain communication between business owners 
in this industry and HCEDP in an on-going eff ort to 

develop a Business Retention and Expansion program.

Hendricks County Economist

Motorsports Success Starts Here
“I located my shop in Hendricks County, Indiana because of its central

location and because of the racing industry in the area.
Everything we need is already here.”

Tony Stewart
Owner, Tony Stewart Racing

Hendricks County, Indiana   hcedp.org    317-745-2400



March 201110

SCORE expanding 
its services

Th e Hendricks County Economic Development 
Partnership, in conjunction with SCORE, had 
an eff ective and growing eff ort during 2010.

Besides expanding its services from four days 
each month of counseling availability to eight, 
SCORE also added two senior counselors.  
Counseling for both aspiring business owners, 
as well as existing owners, is now available each 
Tuesday and Wednesday in the HCEDP offi  ce.

During 2010 approximately 40 new clients and 
over 15 return clients elected to use the counsel-
ing services.  Client interest ranged from part-
time in-home ventures to major franchises and 
from interest in Hendricks Ccounty eff orts to 
ones as far away as Florida.

Th is expansion trend is expected to continue in 
2011.  Already on the planning agenda is a co-
operative venture with SCORE national to bring 
to the county a several-segment seminar on how 
to start a business.  Th e fi rst segment took place 
on Feb. 12 in the HCEDP offi  ce, and was heav-
ily promoted. 

Further information about the available SCORE 
services can be obtained by calling the HCEDP 
offi  ce at (317) 745-2400 or the central Indiana 
SCORE offi  ce at (317) 226-7264.

Hendricks County Economic 
Development Partnership

2010 HCEdP 
INVESTORS

$75,00 director Level Investors
1. Browning Investments
2. Indiana University Health West 
 Hospital  
3. Duke Energy
4. First Merchants Bank
5. Garry Wells
6. Hendricks Power Cooperative
7. Hendricks Regional Health
8. MIBOR
9. Steel Dynamics

$2,500 Investors
1. Cranfi ll Development Corp
2. Duke Realty Corp
3. East Plainfi eld I LLC
4. First Financial Bank
5. Monroe Bank
6. AT&T

$1,000 associate Investors
1. American Structure Point
2. Banning Engineering
3. Citizens Bank
4. eManage Tech
5. Infi nity Employer Health Services
6. Milestone
7. North Salem State Bank
8. On Demand Staffi ng
9. Ray’s Trash Service
10. State Bank of Lizton

$500 Sponsor Investors
1. Barnes & Thornburg
2. Business Furniture LLC
3. CFO, Inc.
4. First National Bank
5. Goodwill Industries of Central IN
6. Hendricks County Bank & Trust
7. Larry Nunn and Assoc
8. PNC Bank

Behind he numbers
1. Companies the HCEDP worked 
 with: 29
2. Total # of job commitments: 1537
3. Total $ value of investments: 
 $40,625,329.00 

Th e Central Indiana Small Business Devel-
opment Center is part of a nationwide net-
work of over 1,000 centers whose mission is 
to be a resource for new and existing small 
businesses of all types. Th e Indiana Small 
Business Development Centers, as a state-
wide network, achieved business starts are 
up nearly 10% over last year, jobs created up 
nearly 37%, capital up over 23%, and return-
ing clients up nearly 21%. 

In 2010 through our relationship with the 
Hendricks County Economic Development 
Partnership and all of the county’s chambers 
of commerce the CISBDC has been able 
to off er 322 hours of one-on-one counsel-
ing to 37 local business owners or start ups. 
Th is counseling resulted in 3 new business 
starts, 89 new employees hired and over 
$619,000.00 in investment capital made 
available to businesses. 

Th e CISBDC also off ered 9 sessions of 3 
hour workshops covering topics such as “Is 
your business idea feasible?” -  “How to Write 
a Business Plan” and “How to Finance a New 
or Existing Business.” In addition it off ered 
sessions covering “Building a Brand,” “ Using 
Social Media to Grow Your Business”  and 
“QuickBooks Simple Start.”

Marti Chestovich is available to consult 
with business clients every Tuesday at the 
HCEDP offi  ce from 9-5 p.m. Marti has over 
25 years of experience in the B2B area and 

as a small business owner herself. Th ere is no 
charge for the sessions and other times/loca-
tions are available by appointment. 

Some areas that are popular topics include:

•  Accounting and Record Keeping
•  Business Acquisition
•  Business Liquidation
•  Business Start-up
•  Cash Flow Analysis
•  Financial and Business Analysis
•  Human Resources Management
•  Loan Packaging
•  Market Research
•  Marketing and Sales
•  Marketing Plan Development
•  Networking
•  Operations
•  Sources of Credit and Financing
•  Strategic Planning
•  Technology Transfer

Th e CISBDC off ers more than just a sound-
ing board as it off ers training and some of 
the most sophisticated business resources 
available. Th e CISBDC has partnerships 
developed with service providers that allow 
it to access the same database and research 
information that large companies employ to 
make strategic decisions. Since it is a non-
for-profi t organization, information provided 
to its clients is often free or at a fraction of 
market price. Visit www.isbdc.org for more 
information.

CISBDC is a Great 
Resource for HC Businesses

Hcn cOnTInUES TO BE a VITaL RESOURcE 
FOR cOUnTY and ITS BUSInESSES

If you have followed any of the annual reviews 
of Hendricks College Network’s work over the 
years, you know I always say “It’s been a banner 
year”.  While somewhat trite, it continues to be 
absolutely true; each year we grow by leaps and 
bounds, bringing more post secondary educa-
tion opportunities and successes to Hendricks 
County.  And clearly, 2010 was the biggest, most 
successful banner year to date!

Spring of 2010 brought the news that Ivy Tech 
Community College was (fi nally) going to open 
a new community campus location in Avon.  
While “new” news to most of the community, it 
came about as the result of several years of work 
building the student base in the area, working 
with the campus on location needs and desires, 
and the continued support HCN provided to 
Ivy Tech students.  However, the missing link 
through all that work was the capital to actu-
ally make the possibility a reality.  Avon Rede-
velopment Commission and the town of Avon 
stepped in and worked through the details, creat-
ing a support package that Ivy Tech could not re-
fuse. Once the fi nal details were worked out, the 
campus opened in August with 3200 students 
enrolled in classes; the largest community cam-
pus opening in quite some time.  Spring 2011 
numbers soared with over 4100 students enroll-
ing.  Th e campus has 15 classrooms, including 

two computer labs, a certifi ed testing center and 
a business training room for the Workforce and 
Economic Development department. Th e Town 
and Ivy Tech also worked together to create an 
Avon Scholars program, providing scholarships 
to individual students and businesses in Avon.  

While all that was coming together, our local 
other university partners, Indiana Tech and Mar-
ian University, were continuing to see growth in 
their programs.  Indiana State University and 
University of Indianapolis made strides toward 
bringing onsite graduate programs into the 
county in 2011.  Purdue University continued 
the teacher education certifi cation program in 
Lizton, and Vincennes University began work on 
plans to bring a logistics training center to Plain-
fi eld next year as well.  

HCN worked closely with the business com-
munity in 2010 as well, partnering with several 
companies to provide onsite training or educa-
tion programming through the Hidden Benefi ts 
Program.  Brightpoint, Caire Inc, Cinram, In-
diana University Health West Hospital, DJO, 
Foxconn, Dicks, Guitar Center, Harlan Bakeries, 
Hendricks Regional Health, Regal Beloit, Ryder, 
St. Gobain, several school systems, and others 
all took advantage of services ranging to onsite 
college fairs for employees, onsite employee skill 

training from university partners and train-
ing providers, or educational advising, research, 
or brokering services from HCN.  In addition, 
working closely with HCEDP, HCN became ac-
tive in industry based round tables, bringing edu-
cation and training exposure and opportunities 
to a broader range of target growth industries in 
the county.  

So what does this all mean for economic devel-
opment in Hendricks County?  Th e most com-
mon requests from both new and existing com-
panies are workforce-related: “Where will I fi nd 
the talent with the skills I need?”  “Where will I 
get training for my employees?”  Hendricks Col-
lege Network continues to provide access to and 
support for post secondary education, business 
training, and workforce development in Hen-
dricks County.  In the last 8 years, we’ve opened 
3 university campus outreach centers, built 
strong partnerships with 15+ universities and 
many other training and education providers, 
and provided enrollment and academic services 
and opportunities for well over 10,000 adults.  
Th e percentage of adults with Bachelor’s degrees 
in Hendricks County has risen from 23% in 
2000 to 30% in 2009 (US Census).  So yes, it was 
another banner year!

By Cathy Bastin
Hendricks College Network Executive Director

Hendricks County Economist
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HCEDP Executive Board EcOnOMIc OPPORTUnITIES In 
HEndRIcKS cOUnTY aRE EndLESS

First, let me thank every HCEDP investor for your continued support and investment in our or-
ganization.   Without your continued support our organization would not have the ability to assist 
our companies, communities, and commerce.  Please take time to read each of the updates from our 
Standing Committees.

Th e Partnership has concluded another strong year of job retention, creation and investment.  
Th roughout the year we worked with companies and communities on 16 expansion projects and wel-
comed 14 new companies to Hendricks County.  Between these 30 projects Hendricks County will 
realize nearly 1540 new jobs over the next 3 years.  In addition, companies have estimated to invest 
over $40.6m in the next few years.    

Th e leading news of the year was our success in integrating our local talent found in motorsports with 
the medical device sector.  Th is success brought us national attention and the envy of many communi-
ties who strive for either of these sectors in their backyard.  All of our communities have and will con-
tinue to benefi t from these new jobs and investments.  In 2011 we will continue our eff orts as we start 
off  the year with a strong pipeline of projects.  

It is only through partnerships that bring added strength to our overall organization that we fi nd the 
success in our combined eff orts.  In 2010, we continued to fortify our relationship with the Hendricks 
College Network through merging our Business Retention and Expansion (BRE) programs with the 
HCN’s educational and workforce development eff orts.  Th is joint venture has increased our effi  cien-
cies and reduced duplication of eff orts.    

Another long-term and prized partner in our retention eff orts is the Leadership Hendricks County 
program.  Each year we are blessed to have another group of thoughtful community wide leaders join 
us for a project.   In 2010, the LHC class worked with our staff  in conducting a Motorsports Reten-
tion Project.  Th e HCEDP BRE committee will continue to use this revised survey in our continued 
BRE eff orts. Please read the article in this report for further information. 

We are excited that our work was recognized by a number of sources in 2010.  Th e time and talent of 
our partnerships with several entities proved to be worth the eff orts.  You will fi nd our 2010 recogni-
tion and appreciation within this report.   We want to thank our partners for all their eff orts.  

As we look to 2011, we have a strong pipeline and many opportunities to continue our strong four- 
year pattern for job retention, creation and investment.  As we embark on 2011 and the turning econ-
omy, we are excited to work with long-term and new investors.  We value your commitment, time and 
talent to our team. As partners, the opportunities ahead are endless. 

By Cinda Kelley-Hutchings
Executive Director

Marketing Committee 
Busy in 2010

In 2010, the committee goals included investing 
in the marketing eff orts of IEDC, IP and Site 
Location Partnership for project lead generation.  
Th e sectors focused on were logistics, small 
manufacturing, motorsports and medical 
device/bio.  

Jim Walton, Brand Acceleration, worked with the 
committee to develop new marketing tri-folds 
for the distribution and motorsports sectors.  Th e 
committee was able to develop the distribution 
tri-fold under a tight timeline to respond to the 
Chinese delegation visit and dinner.  

Several local companies made themselves 
available for ads this past year, including 
John Force of John Force Racing, Jim Sharp
of Magnum Logistics and Todd Hockemeyer 
representing Biologics. We want to thank Jim 
Walton and his team for their work and of course 
the company representatives who tell our story 
best. Due to the unending talent of Jim Walton 
and his staff , we were recognized in the Site 
Selection: Life Science magazine which covered 
our medical device announcements in 2010.  Th e 
article was an excellent opportunity to tout our 
local motorsports talent and the ease of 
integrating into medical device manufacturing.  

Justin, Site Location Partnership, along with 
Jim Walton and Kirby Kirkpatrick assisted 
us with our booths at the International 
Motorsports Industry Show and Performance 
Racing Industry Trade Show.  Jim and Susan 
Walton made sure every booth at these shows 
received our new motorsports tri-fold.  We also 
attended the NA Logistics Show in Ohio this 
year in partnership with SLP.  Th at show also 
included a reception with companies and site 
consultants. SLP also represented HCEDP at 
the NBAA Aviation show, rounding out of 
2010 trade show tours.

By Barry Schneider, Steel Dynamics
Chair, Marketing and External Communications 
Standing Committee

Th e leading news of the year was our success 
in integrating our local talent found in 

motorsports with the medical device sector. 

progress
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Donnis Mizelle, who chairs this Standing Com-
mittee, reports that in 2010, half of the 30 suc-
cessful projects closed were with existing busi-
nesses. Th is represents the highest percentage 
since HCEDP started using the Project Tracker 
tracking system in 2001.

Over the past several years HCEDP has focused 
its eff orts on sectors, as well as individual com-
panies.   

 In 2010,  HCEDP  expanded its partnership 
with the Hendricks College Network and work-
ing with companies. Specifi cally, HCN and 
HCEDP have become interchangeable with the 
HR Squaretable group and both post informa-
tion on our LinkedIn subgroup for this group 
of 65+ HR professionals.   We started working 
on the Wage and Benefi t Survey in 2010 with 
this group as well, to better meet their specifi c 
questions and needs.   Logistic companies over-
whelmingly utilize this tool the most in Hen-
dricks County.

Th ere were several training announcements in 
2010 that will impact  local companies in a posi-
tive way.  Among those include the announce-
ment of the new Ivy Tech location in Avon. 
Already at capacity  Ivy Tech  is beating all of its 
expectations.  In addition, the HCEDP began 
working with Vincennes to bring  its certifi ed 
logistics program to Plainfi eld.  

In 2010 the HCEDP engaged with the Edward 
Lowe Foundation to implement an Economic 
Gardening Program countywide.   In 2011 we will 
see the implementation of this program.  Th is proj-
ect will focus on companies that have 10-99 em-
ployees who could use assistance in certain areas to 
continue to create jobs and make new investments.  
Th ese companies are known as Stage 2 companies 
and represent 41% of all our county jobs. 

2010 WaS a GOOd YEaR 
FOR BUSInESS RETEnTIOn 

and EXPanSIOn
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BIZ PEOPLEBiz People

By Mike Beas
Hendricks County Business Leader

When you’ve been cutting hair for over 70 
percent of your existence the way Steve Littrell 
has, there is no such thing as an immediate 
career dead end. 

Putting down the scissors for good takes 
time, and Littrell, who in 1964 founded Head-
quarters Barber Shop, Plainfield, is in no hurry 
to put down his.

“I don’t have a target date to just quit, but I have 
cut back to two or three days a week,” says Littrell, 
65. “I’ve always liked people, so I really enjoy com-
ing in. I thought when I started that I would like 
being a barber and it’s worked out fine.”

Located in the heart of downtown Plainfield, 
Littrell’s business has persisted in the face of a 
myriad of societal changes and the differing hair 
lengths and styles that came along for the ride. 
Even a fire couldn’t throw Littrell off-course.

“We started the shop at 1633 E. Main 
Street, which is about a mile east of where we 
are now. That strip center burned down Jan. 13, 
1970, and we moved here Jan. 20, 1970,” says 
Littrell. “At that time the whole downtown 
area had several empty facilities, so we came 
down and opened up a week later.”

All of 19-years old when he started, Littrell, 
a graduate of Bainbridge High School in  
Putnam County, initially partnered with 

two other men in starting Headquarters. He 
bought them out in 1972 and has been go-
ing strong ever since, though Littrell turned 
over the day-to-day business operations to his 
daughter, Sandy Thompson, this past summer.

Littrell is a downtown mainstay. Same goes 
for Bob Terry, who has barbered with Littrell at 
Headquarters for all but the first two weeks of 
its 47-year run. These are men who have seen 
the flattop come and go not once, but twice.

“We’re a traditional barber shop. It’s about 
just always being here and providing good, 
quality service.”

By Mike Beas
Hendricks County Business Leader

Behind every company logo are 
tales to be told. RAS Mechanical 
in Danville is no different, only in 
the case of the business specializing 
in heating/air and refrigeration, it 
comes with a very human touch.

Only two years after Jerry Rasber-
ry and his wife, Susan, started RAS 
in 2007, Jerry, who had been battling 
kidney disease since 2000, was diagnosed with 
kidney failure and would need a transplant.

Handed this slice of life-altering news in 
June, Jerry’s thoughts immediately focused on 
the couple’s two young sons, Luke, now 11, and 
Levi, who is 5.

“If it was just me, it’s OK, but when you 
have little ones you have to keep kicking,” says 
Jerry, 43. “If you know who’s in charge, you’ll be 
OK, and I always have believed in the Lord.”

And the Lord delivered. In December, 
six months after the preliminary diagnosis, 
Jerry received an anonymous live donor kid-

ney. While Susan and RAS Me-
chanical’s Service Technician, Pat 
Hutchison, worked the business, 
Jerry gained the strength necessary 
to return to work after missing only 
four weeks.

“We’re a small business, so for 
me to be out only four weeks, that’s 
a pretty big deal,” he says. “Plus, the 
field that I’m in is very tight-knit, 
so that helped.”

Having received a new lease on life and a 
greater appreciation for everything around him, 
Jerry now goes to great lengths to give back to 
the National Kidney Foundation. Even RAS 
Mechanical’s service trucks carry “Donate Life” 
signs on the back.

Chronic kidney disease affects 26 million 
Americans and more than 85,000 of those are 
awaiting a transplant, which is why there will 
be a Team Rasberry present at the 2011 Kidney 
Walk on June 11 in Downtown Indianapolis.

Anything to help from a very grateful man 
who’s been there.

RAS Mechanical owner grateful for his second chance

Headquarters Barber Shop just keeps on cutting

Thompson and Littrell
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“Because YOU choose to give where YOU live…
A grant from the Deedee Daniel Opportunity Fund allowed us to assist
Hendricks County students capture over $700,000 in federal and state 
financial aid for college through our FAFSA Days at local high schools.”

Dave Murray, President ; Murray & Associates/National Center for College Costs

To learn more
about giving where you live and  investing in the future 
of Hendricks County, please contact us at 317.718.1200 

or visit our website at www.hendrickscountycf.org.
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By Mike Beas
Hendricks County Business Leader

The switch was flipped 75 years ago. That’s 
when Hendricks Power Cooperative transitioned 
from proposal into actuality, and thousands of 
Hendricks County residents have been benefit-
ing ever since.

As celebrations go, the company established in 
1936 is treading on the side of modest. However, 
75 years is not a milestone that will slip by un-
recognized, says Dana Servaes, Director of Cor-
porate Marketing at Hendricks Power.

“Our 75th anniversary is really significant for 
a couple of reasons. First, we certainly want to 
recognize the history behind rural electrification 
and the principles on which we were founded. 
We have a great story to tell, one that captures 
many of our accomplishments and strides that 
we have made as a cooperative over the years.

“Although we have witnessed many changes 
in our society, Hendricks Power Cooperative has 
successfully managed to remain a leader within 
our industry and has adapted to our ever-chang-
ing environment. We still remain true to our 
members and work toward providing the best 
value possible.

“Secondly,” adds Servaes, “we want to empha-
size the importance of our on-going communi-
cation with our member-owners. We have fine 
tuned our efforts and constantly look for new 
ways to reach our members.  We have a wide 
variety of information that directly relates to en-
ergy efficiency and savings, safety and awareness, 
products and services, and legislative updates 
that we make easily accessible to our members.

Established in 1936, the origins of Hendricks 
Power Cooperative are traced to meeting of a 
dozen locals, including farmers and rural resi-

dents who up to that point had been unsuccess-
ful convincing the local utility to build lines to 
serve them.

Less than two years later, 122 miles of power 
line was energized, illuminating the lives and 
hopes of some 400 residents who were receiv-
ing power to their homes and farms for the very 
first time. Fast-forward to today and Hendricks 
Power is responsible for 1,556 miles of line in 
Hendricks, Morgan, Putnam and Montgomery 
counties, providing electricity and energy to over 
24,000 customers.

In addition, being a cooperative means the 
company is owned by its customers rather than 
investors. And the list of services provided has 
grown substantially these past 75 years with 
Hendricks Power Cooperative now offering 
Long Distance, Tree Trimming, EnviroWatts 
and, of course, Internet, to go along with its 
principal product, dependable and reasonably 
priced electricity.

“There have been a lot of changes in 75 years, 
so we had to be proactive in planning for the 
future,” says Hendricks Power Cooperative CEO 
Donnis Mizelle, who takes tremendous pride 
in the fact that the average tenure of HPC’s 77 
employees exceeds 20 years. “But it’s always been 
part of our mission to work in the community 
and make it a better place. We partner with oth-
er local organizations to bring positive changes 
to Hendricks County and for Putnam County, 
too, that would not happen otherwise.”

On April 16, Hendricks Power Cooperative 
will host its annual meeting and breakfast at the 
Hendricks County 4H Fairgrounds and Confer-
ence Center in Danville. All Hendricks Power 
members are invited and encouraged to attend 
this 75th anniversary celebration.

Member registration and breakfast begins  
at 8 a.m. Booths and displays will be open, 
including free health screenings by Hendricks 
Regional Health, until the business meeting  
begins at 9:30 a.m. 

Hendricks Power celebrates 75th anniversary

Hendricks Power through the years. 

The Professional MBA from Indiana State University
Now you can earn the Scott College of Business Professional MBA 
in our Plainfield location, with two distinct advantages:

– The dynamics of in-class, face-to-face discussion
– Real-world projects and practice through virtual learning

Top 5 Reasons to Consider the Scott College 
of Business Professional MBA

1. Accredited by the Association to Advance Collegiate 
    Schools of Business International–the highest standard 
    of achievement for business schools. 

2. A cohort style of learning so you work with the same peer group 
    throughout the two-year program. 

3. Live classes taught by outstanding faculty in our Plainfield facility, 
    located just minutes from I-70. 

4. A meaningful curriculum including 36 semester hours in five areas 
    of study:  business tools, integrative seminars, a global experience, 
    electives, and culminating experience. 

5. A flat fee that includes tuition, books, and fees so you will see a return 
    on your investment sooner.

www.indstate.edu/business/PROMBA/
FIND OUT HOW TO GET STARTED:

A Different MBA Program. 
To Make A Difference In Your Career.



Mark Cranfill

Rico Elmore
Age: 36            

Occupation: Entrepreneur 

Company: Fatheadz, Inc

Phone: (800) 561-6640  

Web: www.fatheadz.com  

Family: Married with two children

Hobbies: Racing

Describe your business and  
value proposition: Eyewear  
provider. We provide the finest  
in eyewear fashion. 

What prompted you  
to go into business 
for yourself ?  
I wanted to fill a large  
niche in the market 
for people with larger 
heads, like me. 

What is the most challenging aspect of your business? 
Supplying the rapid growth we have experienced in the last 
twelve months.

How do you measure success? In dollars.

Who is your Hendricks County business 
role model and why? Forrest Lucas. He 

started an oil company from scratch against 
all of the big oil companies and has been 

successful in becoming a world leader  
with his products. 

What did you want to do 
professionally when you  

were 21? I was most interested  
in becoming a sales 

professional like my  
father and older brothers. 

What are your 
‘words to live by’? 
Work hard and  
play even harder.

Business Success Stories
Age: 42

Occupation: Land development/property management

Company: Cranfill Development

Phone: (317) 858-1220

Web: www.cranfill.com

Family: Wife, KC; kids, Cole and Chloe

Hobbies: Family and fishing

Describe your business and  
value proposition: A land  
development and management company  
that strives to create and maintain 
quality retail and residential 
communities that provide  
high value relative to  
the areas in which they serve.

What prompted you to go  
into business for yourself ?  
The opportunity to work  
with my father.

What is the most 
challenging aspect of 
your business? Produce 
the best product and 
service while keeping 
prices competitive. 
 
 

How do you measure success? I don’t, success is a 
moving target.

Who is your Hendricks County business role model 
and why? My father Larry Cranfill, he gave me direction 

and an opportunity.

What did you want to do professionally  
when you were 21? Join the military and 

see the world.  The Golden Rule! Do 
unto others as you would have them do 

to you.
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branching out to  
meet your needs

We’re branching out in your community to offer you 

products, services and straightforward advice to help  

you with the things that matter most.

• Drive-thru ATMs

•  Online bill pay and mobile banking

•  Speak with our experienced Relationship Managers  

and Financial Advisors who can help you make 

better financial decisions and are committed to your 

personal and business success

Get started today at our  
new locations:  
 

 
 

Beech Grove Branch
4645 South Emerson Avenue
in Indianapolis

 
 

Binford Branch
5868 East 71st Street
in Indianapolis

 
 

Hamilton Town Center Branch
13279 Harrell Parkway
in Noblesville

 
 

Meridian Midtown Branch
930 North Meridian Street
in Indianapolis

 
 

Zionsville Branch
1610 W. Oak Street
in Zionsville

 
 

Avon Village Branch
9192 East US 36
in Avon 

 
 

in

46th & Lafayette Road Branch
West 46th Street and Lafayette Road

 Indianapolis

 
 

Clearwater Creek Branch
4729 East 82nd Street
in Indianapolis

Brownsburg Branch
757 N Green Street
in Brownsburg

Linwood Square Branch
4404 E. 10th Street
in Indianapolis
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Age: Old enough to know better, too young to care!

Occupation:  Entrepreneur

Company:  Splash Pool & Spa

Phone: (317) 272-7408

Web:  www.splashpoolandspallc.com

Family:  Husband of 21 years, Rodney; Children: Megan,  
Miranda, and Jordan

Hobbies:  Entertaining and cooking

Describe your business and value proposition: 
We are a full-service pool and spa company.  Our 
company has chemicals, accessories, and do 
nearly everything from in-ground and above-
ground installation to weekly maintenance.  
Our branded spa line is Caldera, made by 
Watkins Manufacturing. What separates 
us from others in our industry is our strong 
desire to help consumers enjoy their home’s 
amenities. Our tag line is: Creating the 
experience that matters to you!

What prompted you to go into 
business for yourself ? Personally, 
the freedom to make my own 
choices.  I am a self-starter, a 
big-picture thinker, and I love a 
good challenge.  Professionally, 
the need in the pool industry, 
specifically Hendricks and 
western Marion County.  All 
employees receive training in 
advanced technologies to make 
pool and spa maintenance more 
efficient and cost effective for our 
consumers.

What is the most challenging aspect of your business? 
Personally, balance!  It is often difficult to draw clear 
boundaries and even when those boundaries can be 
established, I struggle to respect them. Professionally, 
narrowing in the finite details of the customer’s needs to 
effectively create a strategy for consistent water balance and 
chemistry.  

How do you measure success? If I knew that, I might not 
struggle so much with balance!  Success is a relative term.  I 
feel the most successful when I can help someone else feel 
good about themselves or their accomplishments.

Who is your Hendricks County business role 
model and why? I can’t say that I have a specific 

role model, but I have great appreciation 
and respect for anyone that lives a life that 
exemplifies “servitude.”

What did you want to do professionally 
when you were 21? Since being a sophomore 
in high school, I have wanted to be an 
accountant.  I will complete my bachelor’s degree 

in accounting in January of 2012. I currently 
enjoy a 3.95 GPA.

What are your ‘words to live by’? 
“My grace is sufficient for you,” II 

Corinthians 12:9. When life takes 
a turn that we do not anticipate, I 
find great strength and courage 
to persevere when I remember 
that God is in control and his 

abundant grace is sufficient.  I 
strive to live a very grateful life.

Eric Oliver
Age: 34

Occupation: Attorney

Company: Kendall Wood Lowry and Kessinger

Phone: (317) 745-4408

Web: kwlklaw.com or ericoliverlaw.com

Family: Wife, Kathy; children, Michael, 
Joseph, Charity and Jonathan 

Hobbies: Tennis and spending time with 
family and going to all the kids events.

Describe your business and value 
proposition: I practice a general law 
practice, including small business, 
estate planning, and elder law 
planning.  

What prompted you to 
go into business for 
yourself ? I wanted to 
have the flexibility of 
handling the types of 
cases I wanted and to 
have the flexibility 
to spend time with 
my family.

What is the most challenging aspect of your 
business?  Taking the time to market and to handle the 
financial matters associated with running a law practice.

How do you measure success?  If I am following the 
words to live by.

Who is your Hendricks County business 
role model and why? John Caldwell, former 
Sr. Pastor at Kingsway Christian Church. 
John Caldwell is my role model because 
he effectively was able to lead a large 

congregation and at that same maintain 
strong personal relationships with others.  
He would speak truthfully, even when it 

hurt.

What did you want to do 
professionally when you 

were 21? Aquaculture (Fish 
Farming).

What are your ‘words 
to live by’?  “Reject 

passivity, accept 
responsibility, lead 

courageously and 
except God’s 
reward.” - Robert 
Lewis

Business Success Stories

Leah Williamson
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Here are five things you can do to make  
sure when you’re there… you make a great  
impression!

Let me set the stage…  
Recently I was at a meeting of 
local business professionals for 
their regular monthly meeting. 
On this occasion there wasn’t 
a scheduled speaker as there 
usually is each month. The 
crowd was large, I would  
guess between 125 and 150 
representatives of local  
businesses. Of those in  
attendance, 60 to 75 percent 
represented decision makers. 
This was the kind of crowd 
most salespeople dream of be-
ing able to be in front of,  
if even for an introduction  
to gain some visibility and 
recognition.

Since there wasn’t a scheduled speaker  
various members had a few brief moments in 
front of the room.  One in particular was up 
first and had a majority of the time and they 
were actually endorsed by the organization to 
offer a series of their services to the members.

That’s what the “terrible” part was. Their 15 

minutes of fame turned to 15 minutes of shame. 
The presentation was flat, non emotional and 
way too detailed for the type of audience,  

meeting and presentation. Un-
fortunately the presentation 
also set the tone for the entire 
meeting since it was the first 
presentation.

Here are five things you can 
do to make sure when your 
time in limelight comes… you 
maximize it and hit a home run 
instead of a hitting a opossum 
on the run home:

1. Put some emotion into 
what you’re saying. If you be-
lieve in it enough to sell it, then 
by all means, sell it!

2. Know your audience, use 
stories, antidotes or metaphors 
to connect with the audience.

3. Leave the details to the 
one-on-one presentation. Very rarely, once in a 
blue moon, is there a need to give explicit de-
tails to an audience when introducing a concept 
or product. 

4. Engage the audience, call some people by 
name, and use a conversation from just before 
you came up to speak. This keeps the audience 

alert and focused… you never know, you might 
say their name next.

5. In most cases, it’s okay to use humor and if 
the topic at hand is appropriate, use humor. Not 
a corny joke (unless it fits the topic) but a story 
or an unusual perspective that’s what typically 
makes a person laugh. 

Lastly, practice! Have fun! Here’s a shameful 
plug for Toastmasters International. I have  
been a member of Toastmasters for the past  
30 years and highly recommend it. If you  
communicate in your life, you could benefit 
from Toastmasters. 

It’s a great place to practice a presentation 
where you’ll be evaluated by a person whose 
sole aim is to make you a better speaker,  
presenter and communicator. 

I heard a very wise and rich man say one 
time: “You practice in class, not in cash!”  
meaning you practice where you can be  
evaluated and critiqued to your betterment not 
in front of a customer or for goodness’ sake in 
front of a crowd of over 100 decision makers.

Jack Klemeyer is the founder and head performance 
coach of GYB Coaching (www.gybcoaching.com). Contact 
him at Jack@GYBCoaching.com.

It was terrible you should have been there…

Jack Klemeyer

cOacH’S cORnERCoach’s Corner

I heard a very wise and rich man say one time:  
“ You practice in class, not in cash!” 
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K.K. Hall, Inc. 6774 S. CR 400 E. Clayton, 
was recently selected as the Plainfield Chamber 
Business of the Month for February. K.K. Hall, 
Inc. has been in business nearly 14 years.  
The company specializes in industrial and  
commercial contracting with emphasis on  
electrical design, maintenance and construction 
activities.  K.K. Hall, Inc. also provides forensic 
engineering services relative to fire loss,  
vandalism or equipment failure litigation.  
Emergency services are available around the 
clock as well. Pictured from left: Kent  
McPhail, Plainfield Chamber Executive  
Director and Keith and Rhonda Hall.   

K.K. Hall selected  
Business of the Month

INTRODUCING 
TOM WOOD LEXUS 

VIP
4610 East 96th St.

Located On The Indy Auto Mile
At 96th & Keystone

317-580-6888
tomwoodlexus.comtomwoodlexus.com

LIAISONS.
Annette Wright

VIP Liaison

317-339-9826
annette_wright@tomwood.com

Shelly Ellis
VIP Liaison

317-339-9252
shelly_ellis@tomwood.com

1016 E. Main St. • Brownsburg
(317) 852-6344 • Fax (317) 852-6962

www.opind.com

“Indiana’s total office solutions”

Locations in Frankfort and Lebanon too!

For quick and friendly 
service, call Patrick, your 

Hendricks County account 
representative. Hendricks 

County’s locally owned 
full-line office product 

dealer – We Deliver!
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By Gus Pearcy
Hendricks County Business Leader

Indiana State University is bringing its ac-
credited Scott College of Business to Hendricks 
County by starting a professional Masters of 
Business Administration degree program this 
fall. Students will meet at the Plainfield Com-
munity School’s Transportation Building.

The program consists of 10-week terms, one 
night per week and two classes per term. It will 
also employ many facets of technology including 
virtual teaming, podcasting, and other types of 
virtual learning taking place outside the classroom.

“We’re trying to allow people to balance work, 
family and school,” said Jeff Harper, director and 
professor in the Scott College of Business. “One of 
the reasons people have not pursued their MBA is 
because they’re rising professionals in their companies 
and that takes up a tremendous amount of time.”

Harper said the program is looking to serve 
professionals with more than five years of busi-
ness experience which will enrich the class that 
will stay together during the two-year program.

“A great deal of the dynamics of the classroom 
will be related to people being able to share their 
professional experiences under the facilitation 
of our excellent faculty,” Harper said. “All classes 
will be conducted by our faculty.”

Scott College of Business started in the 1920s 
and became a college of business in 2000. The 
MBA program has been listed as one of the best 
in the nation by the Princeton Review for the 
last five years.

Harper added that this program is here to stay. 
ISU has made a commitment to the program 
here in the county.

“It was only natural that ISU selected Hendricks 
County to provide their brand new Professional 
MBA Program,” Hendricks College Network Ex-
ecutive Director Cathy Bastin said. “Having this 
available in addition to the many other college pro-
grams in the county will not only add to the educa-
tional opportunities available to our residents, but 
also serve as yet another tool to attract and support 
new and existing businesses in the county.”

The degree will run a flat $25,000 with no 
hidden fees. Harper said there is plenty of excite-
ment for the program. His office is getting sev-
eral calls daily.

For more information about the ISU Scott 
College of Business Professional MBA program, 
contact Dr. Harper at (812) 237-2002 or send an 
e-mail to isu-mba@mail.indstate.edu. You may 
also read up about the program at www.indstate.
edu/business/promba.

ISU bringing professional MBA 
program to Hendricks County
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Jeff Harper

    Years of Commitment         to Your Success

     

          
Celebrating

Contact the Somerset Tax Team to discuss your
business and see your tax situation in a whole new way:

Roy Rice, CPA | Jay Feller, CPA
Kevin O’Connell, CPA, JD | Susan Bradford, CPA

866.919.4678 | SomersetCPAs.com
e-mail: info@SomersetCPAs.com

Comprehensive business and �nancial
services to meet your needs:

-Tax Planning and Preparation
-Transactional Consulting
-Succession Planning
-Estates and Trusts
-Business Consulting
-State and Local Tax
-Employee Bene�t Plan Consulting 
  and Compliance
-Representation Before Tax Authorities

- Visit us online to learn about our free seminars:
      Somerset Practical MBA program,
      Financial Skills for Kids, Teens and Young Adults
      and much more.

of our clients’ business and
personal goals in mind.

complete picture
Developing creative ideas with a

Somerset CPAs Tax Team

Cutting through the complexities of the tax code.

© 2010 Somerset CPAs

- Check out our Successful Tax Strategies blog:
      Tax.SomersetBlogs.com.

7378 Business Center Dr. Suite 100 
Avon, In 46123 • 317-272-1010

www.mantoothinsurance.com

With Mantooth  
Insurance Agency
handling your commercial 

insurance program, you can  
take comfort knowing your 

business is protected.

“Success”  It’s worth protecting!

By Cathy Bastin
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OPEn 4 BUSInESSOpen 4 Business

Krista Tevelaugh
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Evolution Marketing is a business marketing 
and consulting firm located in Avon. It provides 
custom solutions for the individual business 
needs. “We specialize in small business and  
new business start-ups,” States founder Krista 
Tevebaugh. “By acting as your marketing director, 
we assist businesses configure marketing plans 
and establish an advertising budget.”  Evolution 
Marketing offers e-mail marketing campaigns, 
grand opening planning, promotional products 
and complete marketing consulting.  Says Te-
vebaugh:  “I have witnessed multiple businesses 
close their doors due to the fact they failed to 
reach their customer base. Achieving  
this goal should not put a business in financial 
hardship. We are a reasonable alternative to the 
current large scale expensive firms.”

What prepared you for opening Evolution 
Marketing Services? I owned and operated 
a restaurant franchise for 3 years. During this 
time I gained valuable experience in grass roots 
marketing campaigns and witnessed first hand 
the positive effects of local advertising. I also 
have a background in event planning and trade 
show preparation. This gives me a better working 
knowledge of how to best serve small businesses.    

What are the trends in your business? Many 
of today’s trends are not adaptable to small busi-
nesses. The perception is that small businesses 
lack a budget to be successful with a marketing 
plan.  Many marketing and consulting firms do 
not cater to a small businesses budget, especially 
pertaining to new business start-ups. There is also 
a great deal of emphasis on technological market-

ing in today’s climate. This is a great tool but not 
always cost effective for a new or small business.     

How do you differ from your competitors? 
We are different because we work directly with 
our clients as a team. We feel it is important to 
involve our clients in the entire process and  
educate them on the importance of marketing 
their business.  We only recommend what we feel 
is necessary to grow the business. By doing so this 
makes us more cost effective to small businesses. 

Do you have a mentor? I do not have a profes-
sional mentor although I have always wanted one.  
I have always lived by this piece of advice, “Take 
the advice of some, but listen to the advice of all”.  
I do have what I call a personal life mentor; my 
godmother Pam Barkes, she is the person that I 
model my life around and the first person I call 
for advice.  

What do you plan to do to combat current 
economic conditions? Provide a service which 
will boost the revenues of local businesses at a 
reasonable price. 

Evolution Marketing niche  
is helping small business

Evolution Marketing 
Services 

8103 E US Hwy 36 #259
Avon, IN 46123

Phone: (317) 250-1181
Web site: www.evolutionms.net

Want to see the space?  
Join us March 15th, 5:30-7:30 p.m., for a Plainfield Chamber of Commerce 
Business After Hours. Enjoy networking, great food, beverages, and a 
chance to win great door prizes. RSVP to chamber@town.plainfield.in.us.

AvAilAble For leAse 
Premium  
retail SPace

2230 Stafford road
(corner of Sr 267 and Stafford road) 

PlAinField

High traffic location with building signage and excellent visibility. 

spaces range from 800 sq. Ft. to 9,200 sq. Ft. leasing incentives 

include 1 month of free base rent for each lease year up to  

7 years (up to 7 months free rent), very aggressive rental rates and 

possible Tenant improvement Allowances for qualified tenants to 

be used to build out space. 

For more information, contact Brett Burch at  

(317) 273-0312, Ext. 24.
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Scenes From a Cover Party

First HCBL Cover Party of year held at Serendipity
The Hendricks County Business Leader’s February Cover Party, sponsored by State Bank of 
Lizton, was Feb,.8 at Serendipity, 2499 Futura Park Way, Plainfield. 

Don Wahle, Rich Carlucci, and Steve and Jerry Craney. Nancy Cockrum, Renee Dreher and Tom Dreher.

Wilbur Tague and Les Mongell. Pat Cockrum and Les Mongell. Karl Zimmer and Les Mongell.

Susan Rozzi, Les Mongell, Janet Haley and Rhonda Wiles. Don Peoples, Jay Puckett and Teresa Autry.
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THE PERSOnaL TOUcHThe Personal Touch

We’ve all heard it thousands of times: what 
we need is some out-of-the-box thinking. We 
could solve this problem if only we could step 
out of the box. Golly, J.P., that’s a really out-of-
the-box idea!

It seems that we can accom-
plish anything if we’re brave 
enough to step out of that bad, 
bad box, and thinking “creative-
ly” has come to be synonymous 
with ignoring rules and con-
straints or pretending they just 
don’t exist.

Nonsense. Real creativity is 
put to the test within the box. 
In fact, that’s where it really 
shines.

It might surprise you, but it’s 
actually easier to think outside 
the box than within its confines. 
How can that be? It’s simple. 
When you’re working outside 
the box, you don’t face rules, or boundaries, or 
assumptions. You create your own as you go 
along. If you want to throw convention aside, 
you can do it. 

Now, I’m not saying there’s anything wrong 
with thinking outside the box. At times, it’s 
absolutely essential – such as when you’re facing 
the biggest oil spill in history in an environment 
in which all the known approaches are failing. 

But most of us don’t have the luxury of be-
ing able to operate outside the box. We’ve been 
shoved into reality, facing a variety of limita-
tions, from budgets, to supervisors’ opinions and 
prejudices, to the nature of the marketplace.

I’ve seen people blame the box for their in-
ability or unwillingness to create something 
workable. Yet the greatest artists of all time 
didn’t complain about what they didn’t have; 
they worked their magic using what they did. 

Monet captured the grace and beauty of  
France astonishingly well within the bounds of 
a canvas. Donatello exposed the breathtaking 
emotion that lurked within ordinary chunks 

of marble. And I doubt that 
Beethoven ever whined be-
cause there were only 88 keys 
on the piano.

You see, real creativity isn’t 
hampered or blocked by limits. 
It actually flowers in response 
to challenges. Even though it 
may be forced to remain inside 
the box, it leverages everything 
it can find in that box and 
makes the most of every bit of 
it. Real creativity is driven by 
a need to create. When Monet 
approached a blank canvas, he 
wanted to capture something 
he’d seen and share how it 
looked through his eyes. The 

size of the canvas was incidental to his talent 
and desire.

Think about the Apollo 13 mission. NASA 
didn’t have the luxury of flying supplies or extra 
tools to the crew. They couldn’t rewrite the laws 
of physics. Plus, they faced a rapidly shrinking 
timeline, so their box kept getting smaller and 
less forgiving. And yet they arrived upon a  
solution that was creative; more important, that 
was successful.

The next time someone tells you that the real 
solution involves stepping outside the box, chal-
lenge him or her to think and work harder. Af-
ter all, the best solution may very well be lurk-
ing in a corner of that familiar box.

Contact Scott Flood at sflood@sfwriting.com or 317-839-
1739, or visit his blog at sfwriting.com/blog

Scott
Flood

Real creativity happens inside the box
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A slogan you should live by and 
your customer will remember

Last month’s slogan quiz seems to have 
reached a bunch of readers who found it enter-
taining. Thanks for the inquiries and interest 
expressed. A special thanks 
to a couple readers who 
found my error and called 
me on it. Dave Anderson 
would be proud! Now that 
was a big hint for those of 
you who haven’t figured the 
error out yet.

OK the point of the quiz 
was to demonstrate the 
importance and value of a 
slogan being memorable. If 
it also happens to be enter-
taining, all the better.  Your 
slogan should be relevant to 
your product or service. If 
you make the best burgers in 
town don’t talk about how 
long you have been in busi-
ness. Who cares if you have been flipping burg-
ers for years? When I want a good burger I want 
it now!!!

What makes your product or service unique? 
Once you have identified your product’s unique 
qualities try to integrate the most important  
quality into your slogan. Keep your slogan as brief  
 

and direct to the point as possible. The shorter the 
better and it will be easier to remember.

Probably the most important quality of your 
slogan is that is has to be honest 
and believable. If your customers 
don’t believe it they aren’t going 
to buy it or remember it. If your 
slogan comes off as too good to 
be true it probably is and you 
may have potential customers 
running the other way.

Remember last month I sug-
gested you write down as many 
slogans that you could come 
up with on index cards and put 
them all up on the wall? How 
many of those slogans are still 
up? Take a fresh look at them 
and ask yourself: are these slo-
gans memorable, relevant and 
believable? Hopefully you can 
narrow it down to one slogan 

that meets all the above criteria. Hey, if you 
want some third party objectivity, give me a 
call. I’d be happy to validate your slogan or 
send you a new supply of index cards.

Frank Hubbard is president of F.K. Hubbard & Associ-
ates Marketing. He may be reached at (317) 695-2607 
or by e-mail at frank@fkhubbard.com.

Your Community. Your Bank. Since 1908.

Brownsburg Sq.
11 Northfield Dr.
852-6518 

Avon
963 N. SR 267
272-7055

Brownsburg
1 E. Main St.
852-2268

Danville
200 East & U.S. 36
745-0501

Plainfield
1649 E. Main St.
839-2336

HendricksCountyBank.com

HOURS: 
M-Th 9 am-5 pm,  
Drive-up 8:30 am-5 pm
  
Fri 9 am-6 pm,  
Drive-up 8:30 am-6 pm  

Sat 9 am-12 noon,  
Drive-up 8:30 am-12 noon  

Member FDIC

Joe Dunbar, Vice President 
at our Brownsburg 
Square Banking Center, 

would like to meet you.

By getting to know you on 
a personal level, Joe will be 
able to provide your best 
personalized financial options.

Opening a first-time checking 
account. Needing cash 
for college or the vacation 
you’ve been craving. Starting 
a business, expanding a 
business or seeking to establish 
a commercial line of credit – 
get to know Joe personally.

And because decisions 
are made locally, answers 
are given promptly.

For over 100 years Hendricks 
County Bank has been 
committed to growth in your 
community by continuing to 
provide old-fashioned customer 
service without sacrificing 
the benefits of the latest 
technology or innovations.

Customers have come to trust us 
knowing their money is going to 
be secure no matter what today’s 
economic situation may be

Safe and Secure since 1908.

Drop in and  
get to know  
Joe personally.

Frank Hubbard
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Deer Creek Golf Club
18 holes over 6,510 yards  
with a par of 71 (Public) 
7143 S. SR 39
Clayton, IN 46118-9323
(317) 539-2013
Pro: Derek Carlson

Oaktree Golf Course
18 holes over 6,376 yards  
with a par of 72 (Public) 
4710 E. US Highway 40
Plainfield, IN 46168-8024
(317) 839-6205
Pro: Doug Rushton

Pittsboro Golf Course
9 holes over 3,111 yards  
with a par of 35 (Public) 
full driving range
2227 E. US Highway 136
Pittsboro, IN 46167-9133
(317) 892-3335
Pro: Dave Beliles

Prestwick Country Club
18 holes over 6,885 yards  
with a par of 72 (Private Non-Equity) 
5197 Fairway Dr.
Avon, IN 46123-4608
(317) 745-6448
Pro: Ben Weaver
 
Quail Creek Golf Course
18 holes over 6,329 yards  
with a par of 72 (Public) 
7591 Quail Creek Trce.
Pittsboro, IN 46167-9034
(317) 892-2582
Pro: Mike Hardwick

Twin Bridges Golf Club
18 holes over 7,058 yards  
with a par of 72 (Public) 
1001 Cartersburg Rd.
Danville, IN 46122-8519
(317) 745-9098
Pro: Buford Peebles
 
West Chase Golf Club
18 holes over 6,700 yards  
with a par of 71 (Public) 
4 Hollaway Blvd.
Brownsburg, IN 46112-8355
(317) 892-7888
Pro: Nick Bianco

White Lick Golf Course
9 holes over 2,622 yards  
with a par of 34 (Public) 
4 White Lick Ln.
Brownsburg, IN 46112-9105
(317) 852-2931 
Manager: Janie Johnson

Hendricks county Golf Guide

Where to tee off in  
Hendricks County … 

Golf remains a fore!-most  
passion in Hendricks County

By Mike Beas
Hendricks County Business Leader

Cabin fever tends to be all-encompassing 
this time of year in Hendricks County, 
which is why any temperature reading 
exceeding 40 degrees seems cause to break 
out the short-sleeve shirts.

Local golf professionals know all about 
March Madness, basketball terminology 
that could easily be applied to their sport 
given the impulsive nature of one Mother 
Nature. It’s this section of the calendar 
when unseasonable warmth and soggy fair-
ways often wind up as playing partners.

Naturally, those affiliated with the county’s 
golf industry yearn for sunny and 70  
this time of year because good weather 
translates into good business. And while 
that might not be realistic given central 
Indiana’s climate linage, set in stone is 
the fact that Hendricks County’s layout of 
courses is both challenging and affordable.
“Hendricks County itself isn’t like the 
North Side, but I think we’re in better shape 
as a whole than some counties because we 
don’t have so many golf courses,” says 
Ben Weaver, who is in ninth year as pro 
at Prestwick Country Club. “The building 
of courses has pretty much stopped, so the 
ones we have are doing OK. And you have 
some pretty nice choices.”

Hendricks County’s course total 
numbers eight, which seems 
small for an area  
experiencing such 
rapid growth both in  
population and in-
dustry. It’s a clas-
sic case of quali-
ty over quantity 

what with Prestwick’s need for strategic 
shot-making, the tree-lined challenges at 
Oaktree Golf Course, the elevation changes 
at Twin Bridges Golf Club and the small 
greens of Quail Creek Golf Course.

The other two 18-hole layouts, West Chase 
Golf Club and Deer Creek Golf Club, also 
test golfers in their own unique ways as do 
the county’s nine-hole courses: White Lick 
Golf Course and Pittsboro Golf Course.
“There’s a good variety of courses to 
choose from,” says Doug Rushton, the pro 
at  
Oaktree since 1998. “In Hendricks County 
it’s not all high-end courses, and there’s 
good interest in golf out here.”

“You don’t have the super elite club out 
here, but you have a variety for different 
players whether it’s beginning or advanced 
players,” adds Weaver. “We’re not an elite 
county as far as revenue, but what we do 
have works hand-in-hand.”

Because the county’s golf brethren is bro-
ken down into categories of levels of play 
and the price someone is willing to pay in 
order to play, different courses appeal 
to different individuals. However, 
it’s win-win if the almighty dollar  
remains inside Hendricks 
County.
“Like anything else, you 

like variety. We all have our core member-
ship and everyone else likes to go around 
and play the other courses,” says Deer 
Creek pro Derek  
Carlson. “It’s our job to try to keep every 
new golfer we get regardless of which 
county course it is.”

In the case of a first-season pro like Nick 
Bianco at West Chase, the challenge of  
getting his name and face out there by  
shaking hands and going the extra mile is 
one he wholeheartedly embraces.

“In this economy, a lot of it has to do with 
travel and justifying spending $10 in gas  
or staying closer to home. How is the  
customer being accommodated? What  
I’m trying to do is create goodwill with  
customer service and kill them with  
kindness, so to speak,” says Bianco. “The 
West Side of Indianapolis is the West Side 
of Indianapolis, and that’s what it is. The 
growth of the game of golf is the No. 1 
thing and personality plays a big role in it.”

“The West Side of Indianapolis is the West Side of Indianapolis, and that’s what it is.  
The growth of the game of golf is the No. 1 thing and personality plays a big role in it.”
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By Brad DuBois
 According to a recent National Golf Foun-
dation survey of greens fees across Amer-
ica, Indiana courses offered the fifth best 
value in the country, coming in at $37.20 
per round ($2.60 behind the “cheapest” 
states, Kentucky and West Virginia).

But when it comes to determining what golf 
equipment constitutes a value, the golfer 
must do more than look at price. 

Golfers looking for a box set to play in a 
company outing or with the father-in-law 
twice a year can still find sets that come 
with a warranty, offering the value of peace 
of mind. 

Different promotions may offer value such 
as a free towel with a box of balls, a range 
card with the purchase of a complete set.

Still, purchasing golf clubs can be expensive. 
But getting it right as early as possible can 
save money – and lots of frustration, too.  

When purchasing a new suit, nobody would 
go to a store and purchase an ensemble 
off the rack by looking at the brand name 
and thinking the suit was “good enough.” 
Most people would try it on, learn about the 
benefits of different fabrics and get the suit 
tailored for the perfect fit.  However, most 
golfers trying to build consistency into their 
games will purchase golf clubs right off the 
shelf.

A common misconception many golfers 
have is they are not “consistent or good 
enough” to be custom fit. One of  
the reasons many high-handicap golfers are 
so inconsistent is because the standard,  
“off-the-rack” golf clubs make it more  
difficult for golfers to become consistent. 
With the right clubs you have a much 
greater chance of building a consistent,  

reliable and repeatable golf swing. If the 
clubs are too long or short, the shaft too 
stiff or flexible or the grip to thin or think, 
you’re just making an already complex 
game much harder than it needs to be. 

In other words, it is important for beginning 
and average golfers to be accurately custom 
fit so that the clubs can be made to help 
overcome and offset many of their inherent 
swing faults.

The job of a club fitter is to make your bad 
shots better. If you want to play better golf, 
why wouldn’t you take advantage of  
everything available to help your game? 

The best part is it doesn’t cost any extra  
to order clubs from any of the major  
manufacturers as it does to buy those same 
clubs off the rack. In addition, the use of 
a launch monitor can help determine the 
optimal launch angle and backspin for your 
swing and reinforce what your eyes see on 
the range. 

You don’t test drive a car sitting in a 
simulator. It doesn’t make sense to drive 
your golf balls in a simulator either. While  
anybody can take a golfer’s “measure-
ments” when the player is standing still and 
estimate what clubs can help, DuBois points 
out the swing is a dynamic movement. Only 
through watching a golfer hit balls can a 
professional club fitter help find the proper 
equipment for his or her game. 

Just as Armani or Versace suits are tailored 
to each customer for optimal fit, golf clubs 
should be tailored to each golfer’s swing 
for optimal ball flight, control and overall 
performance.  
 
Brad DuBois manages Golf Headquarters. Plainfield. 
Contact him by e-mail at golfheadquarters@sbcglobal.net 
or (317) 838-0380.

Buy golf clubs liked you’d buy a suit

Save the dates for these HC 2011 philanthropic golf outings

Hendricks County’s  
only private club!

Amenities:

18 Hole Championship  
Golf Course

Practice and  
short game areas

Dining

Health Club membership

Pool access

Golf lessons and clinics

Limited Offer!

Join for $2011*  
for the rest of 2011!

Includes dues, cart  
and range.

Some restrictions apply.

Limited to the  
first 20 families.

Non-Member Test Drive

Golf, Cart and Range

$40

Monday and Tuesday Only

Good for up to 4 players

Must call for  
advanced tee time.

Proper Dress required.

Expires May 17, 2011

Membership  
Open House

Saturday, May 7, 2011

Call for tee times.

Proper dress required.

New member signing bonus!

5197 Fairway Drive, Avon, IN 46123
(317) 745-6448 • www.prestwickcountryclub.net

May 17:  Danville Chamber of Commerce Golf Outing, 
Twin Bridges Golf Club; for more information, www.
danville-chamber.org  or call (317) 745-0670.

June 8:  Hendricks County Community Foundation, 
West Chase Golf Club; for more information, www.
hendrickscountycf.org or call (317) 718-1200. 

June 11: Knights of Columbus St. Malachy Council 
12540 Golf Outing, Twin Bridges Golf Club; for more in-
formation, www.kofcmalachy.org or call (317) 994-5247.
 
June 17:  Brownsburg Education Foundation, West 
Chase Golf Club; call (317) 574-5001.

June 23: Plainfield Chamber of Commerce Golf Out-
ing, Deer Creek Golf Club, Clayton; for more informa-
tion, www.plainfield-in.com or call (317) 839-3800.
 
June 25: 2nd Annual Avon Amateur Golf Tournament, 
Prestwick Country Club; for more information, call 
(317) 272-4333.

July 9: 8th Annual Eli Welch Memorial Golf Outing, 
Deer Creek Golf Club; for more information, call  
(317) 839-8287. 

July 12: Leadership Hendricks County (COURSE YET 
TO BE DETERMINED); for more information, www.
lhcinc.org or call (317) 745-6694. 
 
July 20: Rotary Club of Avon Golf Outing, West Chase 
Golf Club; For more information, call (317) 852-3540.   
 
July 23: Brownsburg Football Foundation, West Chase 
Golf Club; for more information, call (317) 627-1514. 

July 23: Cornerstone Christian Church, West  
Chase Golf Club; for more information,  
www.cornerstonerock.org or call (317) 852-2411. 

July 27: Avon Chamber of Commerce Golf Outing, 
Prestwick Country Club; for more information, for 
more information, www.avonchamber.org or call  
(317) 272-4333.

august 17: Wings of Golf to benefit United Way  
in Hendricks County, West Chase Golf Club;  
for more information, www.wingsofgolf.com or  
call (317) 745-0310.
 
September 13: Brownsburg Chamber of Commerce 
Golf Outing, West Chase Golf Club; for more informa-
tion, www.brownsburg.com or call (317) 852-7885.



There are many beneficial reasons to play 
golf.  Among these are the exercise you get 
playing the game (especially if you walk), 
being outdoors, playing with family and 
friends and meeting new people.

Many ladies and beginners are intimidated 
by the countless rules, golf course etiquette 
and the complexities of the golf swing. A 
lot of women find reasons not to play, for 
example, the game takes too long, it’s too 
difficult, there are too many rules, it’s too 
expensive or they’re not even sure how or 
where to get started. There are a number 
of things one can do to reap the benefits 
without dealing with the potential reasons 
of not playing.  Beginners can start to play 
the game in segments.  First, go to the driv-
ing range with a friend and learn to hit golf 
balls.  A bucket of balls typically costs be-
tween $5 and $10 which is very affordable. 

Many women see men hitting golf balls 
and think they should be able to hit the ball 
just as far.  When they can’t many will get 
discouraged and think they just aren’t any 
good.  Women hit the ball about 30-40% 
shorter than men so don’t let yourself get 
caught up with distance compared to the 
man next to you on the range.

It’s true, there are countless rules to the 
game of golf.  However, you are not 
required to follow all of the rules of the 
game every time you step out on to the golf 
course.  As you begin playing start with the 
basics and continue to learn over time.  Golf 
rules can become very in depth and many 
golf professionals still don’t understand all 
the rules after playing for many years. They 

will have to refer to the rule book or a rules 
official, even Phil Mickelson will do so 
playing in a tournament at times. So it’s 
 impossible to think that you should  
understand all the rules before you begin 
playing golf.

If you have trouble getting the ball airborne 
you can always tee the ball up on your next 
shot, not just off the tee box.  Obviously 
this is against the rules if you are playing 
in a competitive environment but as you’re 
learning it’s the best way to get the ball in 
the air.  When you’re at least getting the 
ball airborne you will enjoy the game a lot 
more than if you’re topping the ball with 
every swing. 

You are not required to keep score every 
time you go out to play either.  It’s sup-
posed to be about having fun while you’re 
on the course.  For example, if you are out 
playing and get frustrated you can always 
pick up and go to the next hole.  You can 
also make up your own game with friends, 
like who can make the longest putt on even 
holes, who can hit the ball closest to the 
pin, or who can hit the most fairways, just 
to name a few.  

The game is meant to be played by the rules 
but it’s more important to make sure you 
don’t get frustrated and have fun while you 
play.  The positives of golf are far greater 
than the reasons for not playing the game.

Ben Weaver is the owner of and pro at Prestwick County 
Club. Contact him at bweaver@prestwickcountryclub.net or 
(317) 745-6448.

Women should play more golf!2011 “Get in the swing of it” 

a few questions for a pro
What’s the most common mistake the beginning golfer makes?
Generally speaking, trying to learn the golf swing without instruction. The golf swing is 
based on proper fundamentals, although we see swings with varying styles. For the most 
part, the early stages of learning the swing require a solid grip, good posture and balance. 
Having these key elements will make it easier to attain a swing for life. Golf is a game of 
rhythm, timing and balance, given the amount of time an individual spends on perfecting 
his or her swing, plays the biggest variable. As the saying goes, “Practice makes perfect!” 

What’s the most correctable mistake a golfer can make in the tee box?
Not allowing room for their error. If a hole is designed as a right-to-left dogleg and a player 
has a left-to-right shot shape, he/she would benefit greatly by teeing the ball as close to the 
right side of the teeing area, thus allowing more room for their shot shape. Wind also plays 
a very important part in positioning from the teeing area. Example: With a strong left-to-
right wind, the player should favor the right side of the tee box and visa versa.

Emphasize the importance of having a good short game.
Be it that 70% of the game is played from 70 yards and in, the short game is of utmost 
importance; while watching the best players in the world practice, you would find that 
roughly 75% of the practice time would involve chipping, putting, sand play, and wedge 
play. A rule of thumb that works is for every hour of practice, 20 minutes towards the long 
game and 40 minutes of short game training would benefit the player immensely. You 
know what they say, “Drive for show and putt for dough.”

does a golf ball’s brand really make a difference?
For the best players in the world, yes. For the majority, no. The different options of balls 
in my opinion are for marketing opportunities for the manufacture to lure the player into 
feeling a ball will make a difference. The bottom line is the ball must be struck properly in 
order for the shot to be desirable. The average player, however, will notice a difference in 
a softer covered ball as opposed to the harder covered ball, i.e. a Pinnacle versus a Titleist 
Pro V1. Obviously, when a player has a good round with a certain ball, generally speaking, 
this is the ball they should use. Price point should also play a part in this decision, if you 
are losing a lot of balls, the least expensive might make sense for you.

What’s the best tip you’re ever  
received to help your game?
The best tip that I ever received was not 
swing related, it dealt with the psychology 
of the game. Golf is a game of deep concen-
tration, visualization and imagination. The 
greatest in the game possess the concentra-
tion to visualize and imagine the shot before 
it is struck. As we see in today’s game, play-
ers that are having personal problems are 
struggling in their game; some may say that 
a change in the fundamentals might bring 
upon a change in their score. I believe that 
good golf is a good state of mind. To realize 
your capabilities and to set a plan in your 
mind will serve as a catalyst for better play; 
if you don’t have the shot don’t attempt it.

Editor’s Note: We asked Nick Bianco, new pro at West Chase 
Golf Club, Brownsburg, to give us a few tips to improve your 
game. Got a question for Nick? Contact him at cgcnb@pga.
com or (317) 892-7888.

7591 Quail Creek Trace
Pittsboro

www.quailcreekgc.com
(317) 892-2582

2733 East Main Street 
Plainfield, Indiana 46168 

317-838-0380

Locally owned and operated  
for over 25 years 

Golf Retail and Driving Range
First Class Lessons, and  
Award Winning Fittings

  www.golfheadquartersonline.com

Memberships Available, Save 15% before April 15th
Play all day Special Mondays:  $25.00

Senior Day: 18 w/cart Wednesdays:  $20.00
All season long!

7143 S State Road 39    |    Clayton    |    317-539-2013

www.deercreekgolfclub.com
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MEMBERSHIPS             GOLF OUTINGS aNd LESSONS aVaILaBLE  

BaNQUET ROOM                      WEddING PaVILLION 

West Chase Golf Club

4 Hollaway Blvd.    Brownsburg, Indiana 46112     (317)892-7888    www.westchasegolf.com
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7 5 years1936-2011

Seven Cooperative Principles

•  Voluntary and Open Membership

•  Democratic Member Control

•  Members’ Economic Participation

•  Autonomy and Independence

•  Education, Training and Information

•  Cooperation Among Cooperatives

•  Concern for Community

We give our members a voice, 

and we are local—living and 

working alongside those we 

serve. That’s the cooperative 

difference.

2011 Annual Meeting
Saturday, April 16, 2011

Time
Registration, breakfast and booths begin at 8:00 am
Meeting begins at 9:30 am

Place
Hendricks County Fairgrounds & Conference Center
1900 E Main Street, Danville

Overview
•   Breakfast
•   Video Presentation
•   Energy Advisor Booth 
•   Door Prizes and Drawings
•   Guest Speakers  
•   Questions and Answers
•   Elect Board Members for Areas 4, 5 and 6  
    (Members in all areas vote)

Receive a $5 energy credit and special giftjust for attending!*

Join us for the celebration!

*One member per household.
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chamber Meetings
9 - Danville Chamber of 
Commerce (members’ meet-
ing): Wednesday, March 9, 
11: 30 a.m. , Hendricks 
County 4-H Fairgrounds and 
Conference, 1900 E.  Main 
St., Danville. For more infor-
mation, call (317) 745-0670.
16 -  Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, 
March 16, 11:15 a.m., 
Brownsburg Fire Territory, 
470 E. Northfield Dr. 
Brownsburg. For more infor-
mation, call (317) 852-7885
 17- Plainfield Chamber 
of Commerce (members’ 
meeting): Thursday, March 
17, 7:30  a.m., Plainfield 
Recreation & Aquatics 
Center, 651 Vestal Rd. 
Plainfield.  For more informa-
tion, call (317) 839-3800.
22 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, March 
22, 11:30 a.m., Prestwick 
Country Club, 5197 Fairway 
Dr., Avon.  For more informa-
tion, call (317) 272-4333.
25 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, March 25, 
8:30 a.m., Candlewood 
Suites, 5250 W. Bradbury St. 
Indianapolis For more infor-
mation, call (317) 247-5002.

avon chamber new 
Members
Aflac  
Gene Whitaker & Mike Childs
8777 Purdue Rd., #220
Indianapolis, IN 46268
Phone: (317) 745-6634
GYB Coaching/
Synergy Training
Jack Klemeyer 
1310 Fall Ridge Dr.
Brownsburg, IN 46112
Phone: (317) 755-6963
Regions Bank
Galina Higginbotham 
7329 Rockville Rd.
Indianapolis, IN 46214
Phone: (317) 221-6890
Sign A Rama
Ed Schmidt 
8100 E US 36, Ste 1
Avon, IN 46123
Phone: (317) 373-0002
AimFire Marketing
8020 Saint Patrick Dr.
Brownsburg, IN 46112
Susan Young
Phone: (317) 858-7669

Brownsburg chamber  
new Members
Aflac  
Gene Whitaker & Mike Childs
8777 Purdue Rd., Ste 220
Indianapolis, IN 46268
Phone: (317) 745-6634
Anytime Fitness of 
Brownsburg
102 E. Northfield Dr.
Brownsburg, IN 46112
Phone: (317) 852-8888

Plainfield chamber 
new Members
Accent Home Health 
Care, Inc.
Shamim Babar
2346 S. Lynhurst Dr.
Indianapolis, IN 46241
Phone: (317) 506-8647
Eyeglass World
Chris Conwell
2377 E. Main St.
Plainfield, IN 46168
Phone: (317) 839-5658
LOR Corporation
Suzanne Storer
6350 Rucker Rd., Ste 101
Indianapolis, IN 46220
Phone: (317) 205-1200
Three Pints Brewpub
Tom Hynes
5020 Cambridge Way
Plainfield, IN 46168
Phone: (317) 839-1000
Williams Creek
Neil Myers
4620 S CR 600 E
Plainfield, IN 46168
Phone: (317) 838-9810

Sales Leads
4 Piston Racing
Luke Wilson
C/O Huntington Bank
108 E. Main St.
Danville, IN 46122
A Sweeter Place
Rachel Rewerts
Legalzoom.com, Inc.
Attn: Vania Akda
100 W. Broadway, Ste. 100
Glendale, CA 91203
Bell Farm Partnership
William J. Bell
Linda L. Matherly
William D. Scherer
Robert L. Mechling
C/O Howard and Lawson
110 S. Washington St.
Danville, IN 46122
BK Construction
Brett Dodge
C/O Isabel A. Hawkins
807 Southfield Dr.
Plainfield, IN 46168
Global Marketvoice
Zachary Rice
LegalZoom.com, Inc.
Attn: Business Filings
100 W. Broadway, Ste. 100
Glendale, CA 91203
Indy Studio Share
Connie Phillips
101 Woodfield Pl.
Danville, IN 46122
Kayla Marie Photography
Kayla Snyder
2822 S. S.R. 267
Plainfield, IN 46168
Kidz Connection
Joella Smith-Pearson
1914 Winton Dr.
Avon, IN 46123
Living Proof
Jeffrey R. Libby
Leonard Patterson II
6066 Pinebluff Dr.
Avon, IN 46123
McCloud’s Creative 
Concepts
Gary D. McCloud
1812 Midnight Pass
Brownsburg, IN 46112
Nickson Financial Services
Nikki L. Nickson
9927 Split Rock Way
Indianapolis, IN 46234
Performance Marketing
Charles R. Westcott, Jr.
6555 N. C.R. 1000 E.
Brownsburg, IN 46112
Roger Putty Insurance
Roger Putty
7788 Estate Dr.
Brownsburg, IN 46112
Ray’s Repair Service
Ray Slagle
1653 Cherry Tree Rd.
Avon, IN 46123
Red Tree
Andrew Aynes
1405 Hornaday Rd.
Brownsburg, IN 46112
Ridener’s Service Center
Robert R. Ridener
C/O Isabel A. Hawkins
807 Southfield Dr.
Plainfield, IN 46168
Santa’s Stories and Books
David Mueller
303 Ellis St., Apt. B
Plainfield, IN 46168
Sealed Rite
Gary Yohe
52 Woodfield Pl.
Danville, IN 46122

Shaw’s Flooring
Johnnie Shaw
C/O Huntington Bank
108 E. Main St.
Danville, IN 46122
Ticket MVP
Ty Wood
8180 Northpoint Dr.
Brownsburg, IN 46112
Tyler Excavating
Larry Tyler
Robin Tyler
C/O Isabel A. Hawkins
807 Southfield Dr.
Plainfield, IN 46168
Water For Health
Jerry McClain
5071 Cartersburg Rd.
Plainfield, IN 46168

SBa Loans
Boone County
Drury Family Funeral 
Services
2400 N. Lebanon St.
Lebanon, IN 46052
$452,000
Indiana Statewide Cert. 
Dev. Corporation
IGH Steel Fabrication, Inc.
1334 W. Main St.
Lebanon, IN 46052
$100,000
Farmers Bank Frankfort
NewRiverz, Inc.
640 white Oak Ct.
Zionsville, IN 46077
$20,000
The Huntington 
National Bank
Hendricks County
Aaron’s Lock Service, LLC
2152 N. C.R. 800 E.
Avon, IN 46123
$5,000
The Huntington 
National Bank
Hunt and Sons 
Memorials, LLC
2655 E. Main St.
Danville, IN 46122
$65,000
Indiana Statewide Cert. 
Dev. Corporation
PIP Printing
77 Park Place Blvd.
Avon, IN 46123
$50,000
National Bank of Indianapolis
Marion County
Bandy’s East Washington
8102 E. Washington St.
Indianapolis, IN 46219
$25,000
The Huntington 
National Bank
Developertown, LLC
5255 Winthrop Ave.
Indianapolis, IN 46220
$283,000
Premier Capital Corporation
Hahn Systems, LLC
5762 W. 74th St.
Indianapolis, IN 46278
$3,000,000
Bank of Indiana, N.A.
Hanna’s Wrecker 
Service, Inc.
3501 W. Kelly St.
Indianapolis, IN 46241
$250,000
Premier Capital Corporation
IN Yoga, LLC
970 Fort Wayne Ave., Ste. C
Indianapolis, IN 46202
$50,000
National Bank of Indianapolis
 

PLannER/OF nOTEPlanner/Of Note

2680 East Main Street, Suite 210 • Plainfield, IN 46168
(317) 837-6060 local • (866) 650-7070 toll-free • (866) 994-7070 fax

karl@z-success.com • www.z-success.com

The UPS Store - Avon  
Phone: 317.272.4300

www.theupsstorelocal.com/4266  

The UPS Store - Brownsburg
Phone: 317.858.1422

www.theupsstorelocal.com/2672

Professional solutions for both your 
business & personal printing needs

Business Cards • Binding • Laminating • Color/B&W Copies
Large Format Services: Color/B&W Scanning & Printing

Printing

Rogers Marketing & Printing 
25¢ COLOR COPIES! 8½ x 11, 60# white 
(317) 838-7203 • Avon, IN 46123 
Upload your files to: www.rogersmp.com

Advertise Here

Want to list your business? 

4 Lines only $35
Additional lines for $10

Call (317) 787-3291

Personnel services

Express Employent 
Professionals
707 S. Madison Ave, Ste Q
Indianapolis, IN 46143
317-888-5700

reAltors

Coldwell Banker South 
Central Realty
500 US Highway 31 S.
Greenwood, IN 46142
317-883-3333

comPuter rePAirs

Anexix Inc.
317-780-1982
316 Main St. Beech Grove, IN 46107 
jmagee@anexix.com

reAltors

Remax Select Realtors
Naomi Clifford, Broker Associate
48 N. Emerson Ave.
Greenwood, IN 46143
email: ndclifford@aol.com
317-432-6326JW Salon, LLC

6120 N. College Ave.
Indianapolis, IN 46220
$50,000
Community 1st Bank - Indiana
Mktg. Promotion, LLC
7936 Inishmore Way
Indianapolis, IN 46214
$75,000
Chase Bank, N.A.
 
Preferred Community Services, Inc.
5656 W. 74th St.
Indianapolis, IN 46278
$150,000
National Bank of Indianapolis
 
Premiere Rehab, LLC
9505 E. 59th St., Ste. B1
Indianapolis, IN 46216
$25,000
National Bank of Indianapolis
 
X-Tol, LLC
7915 S. Emerson Ave.
Indianapolis, IN 46237
$25,000
The Huntington National Bank
 
Morgan County
 
Morgan County Insurance Agency
Lot #2A, Jones Crossing
Martinsville, IN 46151
$532,000
Premier National Corporation
 

Are You a Business 
Profession At The Top

Of Your Game?

2010-2011 season starts
September 29th

and runs each month
through March 24th. 

This is an event 
you don’t want to miss, 

with networking at a higher level. 

Reserve Your Spot Today!

To learn more
or register online go to. 

AtTheTopNetworking.com
or call the Skyline Club

317-263-5000

At The Top is networking
 for business people on the 
fast track, who are anxious

and eager to sky rocket 
their success, who are ready

and willing to network
with other business people
at the top of their game.
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FIRST MERCHANTS BANK

A v o n  | Brownsburg | Mooresville | Plainfield | 1.800.205.3464 | www.firstmerchants.com

To grow a business in Indiana, you need a financial partner.  At First 
Merchants Bank, our dedicated business banking specialists offer local, 
responsive, customized solutions to meet your needs. 

No matter what phase your business is in, we have experienced financial 
professionals that will work with you and your team to develop a sound 
financial strategy.

Your employees and community rely on you and your business, and you 
can rely on First Merchants, an Indiana bank serving Indiana customers 
since 1893.

Sandra Gammon, Avon Banking Center Manager  |  Shiela Taylor, Plainfield Banking Center Manager  |  Sharon Durham, Mooresville Banking Center Manager    
Janna Kruml, Brownsburg Banking Center Manager  |  Jim O’Bold, Business Development Officer

317.837.3640317.834.4100317.852.3134317.272.0467

Getting The
Most From Your Bank.


