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FROM THE PUBLISHERFrom the Publisher

Since my immersion back 
into Johnson County, I have 
been impressed with women 
business leaders in the com-
munity. These women are ev-
erywhere networking and they 
represent their business in a 
classy manor, while making 
sure Johnson County is a bet-
ter place to live and work. 

That’s why I feel compelled 
to pitch the Savvy Dames’ 4th 
Annual An Afternoon at the 
Oscars, June 8, 1:30 – 5 p.m. 
at Master Piece Classic Cars,  
675 N. US 31, Whiteland.

The Savvy Dames, in case 
you don’t know – and honestly 
I don’t know how you couldn’t  – are a group 
of Indianapolis-area businesswomen who, in 
the course of doing business together, discov-
ered their shared passion for supporting other 
women and the community in which they live. 
In an effort to leave a legacy that would ben-
efit other women and the community at large, 
they founded the Women’s Leadership Fund 
in 2009.

I plan on making my debut as an attendant. 
Deb Walton, co-sponsorship chair, along with 
Erin Smith, tells me to expect a fun, charita-
ble, red carpet event.

“This year’s ‘An After-
noon at the Oscars event 
will be the best ever’,”  says 
Savvy Dame Walton. “Not 
only are we expecting over 
200 fun and fabulous at-
tendees, we’re also excit-
ed to be adding a second 
scholarship to benefit two 
women and our community 
at large.”

Again the proceeds go to 
help more local women be-
come leaders in the county 
through the Women’s Lead-
ership Fund, which is ad-
ministered by the Johnson 
County Community Foun-

dation. Cost of the event is $60 for women and 
if you are man – and this would be the manly 
thing to do – you can be an attendant for $150.  
For more information, go to www.savvy-
dames.com or contact Walton at deb@indyci-
tygiftbaskets.com or (317) 201-DAME. 

Rick Myers
Founder and Publisher

Rick Myers is publisher of the Johnson County  
Business Leader. E-mail: rick@businessleader.bz.

Savvy Dames, example of  
strong women business  

leadership in Johnson County
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Are You Having Regulatory  

Nightmares?
Express has the tools  
and knowledge to help  
you keep up with  
constantly changing  
federal and state  
regulations. 

To see how Express can  
provide you with the  
solutions your business  
needs call or go online today.

A new federal rule hits the 
books roughly every two 
hours, 365 days a year.
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Gus Pearcy
Columnist

Gus Pearcy is a contributing columnist to the Johnson County Busi-
ness Leader. He may be reached at (317) 403-6485 or pearcy.gus@
sbcglobal.net. Gus blogs frequently at guspearcycommunications.
wordpress.com.

EdITORIaL/OPInIOnEditorial/Opinion

Yes, we want your letters
Readers of the Hendricks County 

Business Leader are encouraged to 
send letters to the editor as often as 
they wish. The stipulations are that 
the letter is timely, focused (not more 
than 200 words) and verifiable. Please 
make sure to provide your complete name and 
daytime and evening telephone contact numbers. 
All letters are subject to editing for brevity, clarity and 
grammar. Please direct correspondence to info@
businessleader.bz.

Times-Leader Publications, LLC
301 Main Street

Beech Grove, IN 46107
Phone: (317) 451-4088

Email: info@businessleader.bz

Founder & Publisher
Richard K. “Rick” Myers

Contributing Writer Gus Pearcy
Content Editor Katie Mosley

Design/Production Carey Germana

www.businessleader.bz

Copyright 2012 © 
Times-Leader Publications, LLC 

All rights reserved.

One of the last bastions of bigotry is mis-
takes. People judge mistakes unfairly because of 
their outward appearance. Mistakes equal fail-
ure, right? Who wants that living next door? I 
submit that it’s high time we own our mistakes.

Now, I’m not talking about lazy mistakes, but 
honest ones. Ones borne of hard work. Mis-
takes that come from the land of “trial and er-
ror.” These are mistakes that come from a good 
heritage. Honest mistakes are a backbone of in-
novation, a necessary evil of learning and trying 
something new. Get used to mistakes because 
you have to go through their yard to get to the 
Successes.

Much to do was made over an Olive Garden 
incident and a newer waitress. As the story was 
reported, the waitress accidentally served an al-
coholic drink to a 10-year-old boy who prompt-
ly scarfed down half of the cocktail. When the 
waitress realized her “mistake,” she told her manager, who, in 
turn, immediately told the family. The family already began to 
notice the boy’s behavior changed. He called everyone “man” 
and was extremely interested in grated parmesan, yet he was 
OK. A blood test at the ER verified that he drank alcohol. The 
server was fired even though there was no indication that this 
was a repeating pattern for her. It has happened at least one 
time before at an Olive Garden in Michigan where a toddler’s 
sippy cup was filled with Sangria. Firing her was more of a “cov-
er” move for the chain against the lawsuits likely to follow.

How anemic as a culture are we to mistakes? Can we not sep-
arate malicious deeds from honest mistakes? What signal does 
this send to the rest of the company’s employees? It sends the 
message that mistakes are unacceptable. There’s no recovery if 
you screw up. Mistakes are sudden death. Is that the way our 

society should be? Had the Olive Garden per-
severed with that server, I bet she never would 
make that mistake again.

We’d like to be next to perfect, wouldn’t we? 
Perfect is who we want at all the right places 
and spaces. We want a perfect wedding, a per-
fect work project, or a perfect landing. Blah, 
blah, blah…  Have you ever met someone on 
a winning streak? His ego is usually the largest 
in the room, and at some point, he becomes an 
ego monster who feels shielded from mistakes. 
That’s when he makes a lot of them. That’s 
when he posts salacious photos of himself on 
the Internet. 

We never let the children play with mistakes, 
either. We pass along our fear of mistakes and 
desperately try to shield our children from 
meeting them. When children make mistakes, 
it teaches them that no matter how smart they 

are, success is always dependent on effort. Perhaps some of us 
could learn that, too.

The lesson is not how to avoid mistakes rather about how to 
deal with mistakes. Our reflex to a mistake should be owning up 
to it and then bouncing back. Resilience is the healthy response 
to a mistake. The most successful people in the world live in the 
neighborhood with mistakes and resilience.

You may see weeds in the sidewalks of your mistakes. I see 
resilience that is only possible because the sun shined through 
the cracks.

The List

By Nicole Davis
Through hard work combined with the 

right idea, Randy and Angie Stocklin have 
achieved a level of success they could not 
have predicted when they began their first 
business in 2006. One Click Ventures cele-
brated the grand opening of its new Green-
wood location in May, a $2.5 million invest-
ment which represents the company’s rapid 
growth.

“It started with merchandise in one room 
in our house, then down the hallway, down 
the stairs, the living room…,” says Co-
Founder, Angie Stocklin. “It got to the point 
it was really hard for us to do this.”

One Click is an e-commerce business 
which has 10 brands selling fashion and 
travel related items. Their first business, 
Sunglass Warehouse, was so profitable that 
the couple felt the need to branch into ad-
ditional brands, including Scarves dot net, 
Handbag Heaven, Socks4Life and Travel-
Products.com. 

Randy Stocklin was previously a software 
engineer and says he ran a few different busi-
nesses in the past. He just needed to find the 
right idea with the right partner to become 
what he is today. His wife and partner, An-
gie Stocklin, a 
former school 
psychologist, 
finally had to 
quit her other 
job to focus 
on One Click.

The Stock-
lins closed 
on the sale of 
their building 
in the begin-
ning of April. 
They had it 
c o m p l e t e l y 
r e n o v a t e d 
and ready to 
operate in 
three weeks. 
At their grand 
opening on 
May 10, Gov-
ernor Mitch 
Daniels and 
G r e e nw o o d 
Mayor Mark 
Myers attended for the Stocklins’ announce-
ment of their commitment to hiring 110 peo-
ple by 2015. The Indiana Economic Develop-
ment Corporation has offered One Click up 
to $950,000 in conditional tax credits and up 
to $50,000 in training grants. To earn the tax 
credits, the company must stick to its hiring 

commitment. As they have done in the past, 
Randy Stocklin says it is vital for them to 
hire the right people. He says his employees 

must be passion-
ate, driven, high 
character, hard-
working, excellent 
communicators.

 “I think (our 
goal) was just to 
build a company 
with great people 
that is sustainable 
and adds value to 
the community,” 
says Randy Stock-
lin, co-founder 
and CEO. “We 
had big dreams 
when we started 
the company. We 
want to just con-
tinue focusing on 
building a last-
ing company with 
people who are 
passionate, smart 
and driven on 
what they do.”

With One Click bringing in $5.3 million 
last year, the Stocklins say they make a point 
to give as much back to the community as 
they can. They donate to numerous charities, 
including the ALS Association, American 
Diabetes Association, Make a Wish Founda-
tion and the United Way. They give their em-

ployees one day a year to take off work and 
volunteer for any cause they choose. Randy 
Stocklin says this is just one thing that adds 
to the fun work environment he looks for-
ward to coming to everyday.

“It’s hard not to get excited each day when 
you come into the office and are around peo-
ple who are excited and who are passionate 
about what they’re doing,” Randy Stocklin 
says.

One Click has won various awards over 
the last six years, including 2011 Indiana 
Company to Watch, 2011 Inc. 500/5000 
Fastest Growing Companies and recogni-
tion as the 2012 Best Places to work in In-
diana. To show their appreciation of their 
employees’ hard work, the new building 
includes a café area with picnic tables and 
appliances and a game room with two pool 
tables, furnished with cozy chairs, artificial 
grass carpeting and other modern decor. 
Randy Stocklin says they chose to add com-
fort to the workplace because many employ-
ees spend more of their time awake at work 
than they do at home.

Though Randy Stocklin says the last few 
years have not always been easy, as they have 
made and learned from their mistakes along 
the way, he anticipates future growth and 
additional business opportunities.

 “We’ve always set attainable goals for our-
selves,” Angie Stocklin says. “You reach that 
goal and without thinking about it, you set 
another one, then another one. Your goals 
just stretch to fit where you are in your life.”

Best advice you have 
received: Hire slowly. It has 
served us well since the 
beginning.

Worst advice you have 
received: Don’t open a 
sunglasses business.

Best business decision 
you have ever made: 
Deciding to expand into 
other online verticals.  
That decision has led to 
the business model that 
exists today.

In 5 years… We will have 
grown the business to $50 
million in revenue while 
continuing to focus on our 
people and culture.

How Randy and Angie did it…

[click] 
Angie and Randy Stocklin celebrate rapid success 

of One Click Ventures; Greenwood-based 
online company to hire 110 employees in three years

One Click Ventures
1064 S. Greenwood

 Springs Blvd.
Greenwood, IN 46143
Phone: (317) 644-1624
oneclickventures.com

Submitted Photo

Submitted Photo

Angie and Randy Stocklin perform ribbon cutting ceremony for One Click Ventures as they 
celebrate the grand opening of their new Greenwood location.

‘It started with merchandise in one room in our house, 
then down the hallway, down the stairs, the living 
room…,’ says Co-Founder, Angie Stocklin.

With a steadily growing 
business, free time is 
sparse. Randy says he 
loves to read business-
related books while 
traveling. Randy lists his 
favorite books as…

n Good to Great
by Jim Collins

n Delivering Happiness
by Tony Hsieh

n Great Game of 
Business by Jack Stack

n First, Break all of 
the Rules by Marcus 
Buckingham and Curt 
Coffman

Secret to my success: Hiring the right people,  
hard work and treating people fairly.

QUOTE OF THE MONTH
If you work hard enough and 

assert yourself, and use your mind 
and imagination, you can shape 

the world to your desires. 
-Malcolm Gladwell

The Lazy Days of 
Summer… 

not this year
June marks the start of summer and the midpoint of 

the year.  What a year it’s been for Indiana. February 
saw the sports world focused on us. We did not 
disappoint. May saw political upheaval here and the 
chattering classes all still debating the meaning of our 
primary results.

Much of the national press spoke of our Hoosier 
Hospitality during the weeks surrounding the big 
game.  In May, even as the primary race reached its 
boil over point, the media was still describing our 
candidates as “Indiana nice.” If not in their over-the-
air messages, at least in their personal public oratory.

Now we are facing the long, Indiana summer. 
National attention likely will be focused elsewhere. 
And that’s a good thing for us. As Hoosiers, we 
typically don’t seek the limelight but rather remain 
focused on doing the work, getting the job done then 
enjoying the rewards quietly with humble satisfaction. 

Yet as we go to work, we must not forget the 
opportunity and the responsibility the recent national 
attention has laid upon our shoulders. Our values, 
our work ethic, our common sense, are the attributes 
that have made this nation great. And those are the 
qualities that many outside our borders need to be 
reminded of. 

It may be the lazy days of summer, but it’s morning 
in Indiana. And we are the shining city on a hill.  

                                  Time to go to work.

Mistakes are people, too

‘“I think (our goal) was 
just to build a company 
with great people that is 

sustainable and adds  
value to the community,”  

says Randy Stocklin,  
co-founder and CEO.’
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PERSOnnEL MaTTERSPersonnel Matters

Mike Heffner
Columnist

Mike Heffner is the owner of the Greenwood  
Express Employment Professionals franchise. Con-
tact Mike at mike.heffner@expresspros.com or visit 
www.expressindysouth.com.

Michael Lenahan  |  1275 U.S. Highway 31 N., Greenwood  |  317.566.6151  |  mlenahan@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success 
in business. At First Merchants, our Business Bankers provide 
solutions that meet your unique needs, while providing the service 
you expect from a community bank.

We know your business and your life are not separate issues.  Work 
with a team that knows both the professional and personal side of 
running a business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Michael Joyce

Michael Lenahan

Great employees are the key 
to a successful business.  They 
are self-motivated and willing 
to be held accountable at a high 
level.   I am not telling you any-
thing you don’t already know, 
right?  What I would like to 
propose is a question that many 
leaders often don’t think about.   
Are your employees consid-
ering leaving your company?  
Your employees are your most 
valuable asset, and if they aren’t 
engaged in their work with the 
company, they may be search-
ing for the next job opportu-
nity elsewhere.  The old adage, 
“Employees don’t leave compa-
nies, they leave leaders,” is true.  If you are not 
investing your time and resources into building 
a focused workforce that is enthusiastic about 
working for your company, your largest asset is 
at risk.

If your business is filled with disengaged em-
ployees, who work their eight-to-five but are 
“checked out” mentally from their work, then 
you’re losing money. In a recent Gallup em-
ployee survey, it’s estimated that employee dis-
engagement costs businesses $328 billion every 
year, with national trends estimating that an 
employee’s lost productivity could cost 34 per-
cent per $10,000 of their salary.  The implica-

tion of employees becoming 
disengaged in their work has 
far-reaching effects that should 
cause concern for business 
leaders. Engaged employees are 
more productive, more profit-
able, and more likely to remain 
longer with your company. So 
what can you do to make sure 
they aren’t losing ground, and 
potentially profit if you have a 
company full of employees who 
have “checked out”?

Let them know you 
care: This is much easier than 
you think.  It doesn’t require 
daily hugs or other HR policy 
violations.  Your employees will 

know you care by how much time you spend 
with them helping them to grow and learn.  Em-
ployees are looking to grow their knowledge 
and understanding of their industry or field.  
They want to grow as individuals and be men-
tored.  This process will foster an environment 
of learning and help with the engagement and 
loyalty of your employees.  A few examples are 
to offer opportunities for employees to partici-
pate in industry-related associations, attend 
learning conferences or encourage further edu-
cation.

Keep Score: Many leaders feel that they are 
micromanaging if they keep metrics and stats 

related to employee productivity. In his book, 
The Three Signs of a Miserable Job, Patrick Len-
cioni says that employees want to be measured.  
“[They] need to be able to gauge their progress 
and level of contribution for themselves.”   I have 
found this to be very true.  Employees need to 
know what success or failure looks like and have 
a way of knowing what the score is at any time.  
It’s as simple as lining out goals and metrics that 
contribute to the leading indicators of success 
for the job.  Lencioni says if they don’t know 
how they “control their own fate,” motivation 
will drop and the employee will become disen-
gaged.

Does the work matter? Companies that 
lack a set of clearly defined values and a stated 
purpose for existence will struggle to attract and 
keep the most talented and dedicated employ-
ees. This type of organizational culture must 
start at the top and be present in every level 
of leadership. Even down to the chain of com-
mand, employees must stick to the company’s 
values in order for them to make a significant 
impact. The next generation of workers is look-
ing for employers who are not only passionate 

about their business, but who also clearly dem-
onstrate the values and purpose they have de-
fined.  Simply stated, employees want to work 
for companies that allow them to do work that 
matters.

Take a look at your current workforce. Is your 
business filled with employees who will work 
hard to see the company succeed, even in dif-
ficult economic or uncertain times?  Employ-
ees who are engaged are 87 percent less likely 
to leave their companies than disengaged em-
ployees, according to the Corporate Executive 
Board, a research and business consultation 
company. With a job market that is beginning to 
rebound, it’s likely that your top employees will 
receive interest from other businesses.  If you 
haven’t considered what disengaged employ-
ees could cost your business, don’t go another 
day without considering ways to motivate, chal-
lenge and encourage your employees.

Do you consider your employees 
your biggest asset?

OPEn FOR BUSInESSOpen for Business

Compiled by Jill Bode

Personal trainer in Greenwood
pushes community spirit

Vernon Garard is the owner of IXF CrossFit/
Indy X Fitness, which opened for business on 
February 1, and is a CrossFit Level 1 Trainer, 
certified personal trainer and holds certifica-
tions through the American Council of Trainers 
(ACT), the American Sports and Fitness Asso-
ciation (ASFA), and a Group Trainer Certifica-
tion from Northwestern University. 

Garard is both a former U.S. Marine and 
police officer and has worked as a physical fit-
ness instructor at the training academy. He now 
works full-time as a firefighter and is an Emer-
gency Medical Technician (E.M.T.) certified 
in CPR. He prides himself on his approach to 
fitness training, which he believes is inspiring, 
positive and motivational.

How we differ from other fitness facil-
ity:  At CrossFit we call our gyms “boxes.” We 
push community, positive mental attitude and 
general physical preparedness. We work mul-
tiple muscle groups at one time through the use 
of constantly varied, 
functional movements, 
performed at high in-
tensity.

Our facility is an  all 
inclusive fitness facili-
ty: we provide strength 
and conditioning, diet 
and  mobility all for 
one price. Everyone 
who enters our facility 
will have an instruc-

tor guide him or her through workouts scaled 
to the individual’s fitness level.  The goal is to 
help people become healthy and fit. The Cross-
Fit method is scientifically based, meaning that 
it is measurable, observable, and repeatable. All 
of our trainers are CrossFit Instructors, national 
certified personal trainers and either E.M.T.’s or 
Paramedics.

Industry Trends: The industry trend seems 
to be to get away from the big-box fitness fran-
chises and workout in a smaller result-driven 
type facility.  Group workouts, boot camps and 
kettle bell training are also becoming very pop-
ular.

Mentors: I have had many mentors over the 
years. My business mentor is my brother, who 
owns a successful international manufacturing 
business. 

How we plan on combating current 
economic conditions:   We offer an all in-
clusive health and fitness facility.  We offer this 

great value to  our ath-
letes. Our rates are 
cheaper than most 
people’s cell phone 
plans. Health or cell 
phone, which would 
you choose? I would 
pick health.  We offer a 
positive, motivating at-
mosphere where every-
one is welcome.

 

Vernon Garard, owner of IXF CrossFit/Indy X Fitness, stands in front of fitness facility.

Photo by Nicole Davis

Extend your 
brand and 
advertising 
message for 
pennies on  
the dollar.

317-451-4088

Call today  
to advertise  
next month!
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nOW THaT WE’VE BEEn OPEnNow That We’ve Been Open

CJ’s Consignments is a consignment store 
owned by Franklin resident Connie Carson and 
recently celebrated three years in business. CJ’s 
specializes in women’s and junior’s quality bet-
ter brand name clothing and accessories. Car-
son discovered resale shopping years ago and 
felt that there was a need for this type of shop in 
Franklin. She realized that most women didn’t 
have unlimited shopping budgets but love de-
signer clothing.  CJ’s fills that need locally by of-
fering quality better brand names for up to 75% 
off retail prices.

What has been your biggest lesson 
so far? Never put a mannequin in the display 
window with a loose tube top on!

What would be one thing that could 
help your business? The best marketing in 
the world is word-of-mouth referrals. If you like 
our store, tell a friend (or two)!

What advice would you give some-
one starting his/her own business? Re-
search your market.  Reach out to the leaders in 
your industry for advice. You may be surprised 
at how helpful they will be. Know your defini-

tion of success. There is never enough time in 
a day.  Be willing to make changes.  Treat all of 
your customers honestly and with respect.

So, what do you think about your 
business’s future? When I started CJ’s, I 
wanted to do something that I would enjoy and 
that would fill a need in the community.  CJ’s 
has over 1000 consignors to which we have paid 
out over $65,000.  A large portion of that money 
stays in Johnson County significantly impact-
ing the economy. We have donated over 15,000 
items to local charities, and we raised $1,200 
last year for Breast Cancer Awareness through 
our pink bra decorating contest.  I think CJ’s has 
a bright future.

Consigners contribute to shop 
in downtown Franklin

Compiled by Jill Bode

Connie Carson displays better brand clothes and accessories in her Franklin shop.

Submitted Photo

Business coach and sales 
consultant Jack Klemeyer 
was named one of the INDY 
Top 50 Business Connectors 
by U.S. Small Business. The 
honorees will be acknowl-
edged at the U.S. Small Busi-
ness Conference and EXPO 
on May 18, 2012. The event 
will be held from 9 a.m. to 
5 p.m. at the Ritz Charles, 
12156 N. Meridian St., Car-
mel, Ind.

 The individuals named in 
the Top 50 list have been in-
cluded, because they spend 
the majority of their time in 
the business community not 
only providing essential ser-
vices and support, but help-
ing small business owners 
connect with each other. Behind the scenes, they make introductions 
and give referrals that promote a strong business network in central 
Indiana. Their efforts in building that strong network afford area busi-
nesses the opportunity to generate transactions. And those transac-
tions means companies continue to grow, prosper and thrive, despite 
the national economy.

 U.S. Small Business Conference executive director, Darlene Will-
man is interviewing the INDY Top 50 Business Connectors in the days 
leading up to the May 18 Conference & EXPO. Klemeyer was inter-
viewed on May 2 and in his usual way of sharing what he knows with 
whomever he meets, the interview is chock full of humor, resources 
and information that could be of benefit to entrepreneurs in all indus-
tries. The interview can be heard at www.indytop50.com/calls .

 “Every day I do my best to help small business people be more 
successful,” Klemeyer says. “Part of that is making connections and 
introductions so everyone can grow. My work with small business 
owners is my passion. It’s just who I am and what I do. I never even 
thought about being recognized for an honor such as this. Having my 
name included on the list of the INDY Top 50 Business Connectors is 
humbling. It is proof that when you follow your passion, good things 
happen.”

 One of the most popular seminars Klemeyer presents is the Get 
Clients NOW! program. Participants learn to create a stream of cli-
ents and referrals through a 28-day development program beginning 
with a half-day seminar and followed up with coaching sessions. He 
will be offering the initial seminar to give small business owners a tool 
kit of proven marketing techniques on June 27, 2012 at Service Plus 
Heating and Air Conditioning, 8185 E. U.S. Hwy. 36, Avon, Ind. For 
more information, go to http://www.GYBCoaching.com. For registra-
tion or questions, call 317-755-6963 or email jack@GYBCoaching.
com.

Business Leader columnist 
named in INDY Top 50 

Business Connectors

About GYB Coaching and Jack Klemeyer: Well-
known for his warmth, originality, sense of humor and insight, 
Klemeyer also brings the community more than 30 years of ex-
perience and expertise in effective sales and communication 
skills. He is an accredited facilitator for a wide variety of pro-
grams including being a certified Master Practitioner of Neuro-
Linguistic Programming and a certified Language and Behavior 
Consultant. Klemeyer has personally designed and presented 
several successful programs to aid participants in enhancing 
their performance in addition to being a professional speaker, 
trainer and coach. For more information, go to www.gybcoach-
ing.com

 About U.S. Small Business Conference and EXPO: 
The U.S. Small Business Conference and EXPO travels through-
out the nation bringing resources, revenue, training, develop-
ment and strategic partnerships to small businesses. The event 
offers expert speakers and trainers to address a variety of topics. 
The bi-annual conference theme will be “2012 Success Plans.” 
For additional information, go to www.ussmallbusinessconfer-
ence.com

Jack Klemeyer is a columnist with 
the Johnson County Business Leader 
publication

BUSInESS BRIEFSBusiness Briefs

The Johnson County Business Leader held its May Cover 
Party, May 22 at Masterpeice Classic Cars, 675 N. US 31, 
Whiteland.  The event was presented by the Scott College 
of Business, Indiana State University – PRO MBA program, 
Plainfield.

Honored were: Lanny Wilhelm, Masterpiece Classic Cars, 
March Cover; Mike Allen, M.J. Allen Homes, April Cover; and 
Jill Bode, Designed Write Public Relations, Inc., May Cover.

ScEnES FROM a cOVER PaRTYScenes from a Cover Party

Allen, Bode, Wilhelm honored 
at May Cover Party

Gail Richards and Joe Waltermann Tandy Shuck and  John Distmars Becky Tilson and Ken Jones

 Jennifer Bryant and Susan McCarty Deb Walton and John Miller Jill Bode, David and Marilyn Shank 

Photos by Rick Myers, Cathy 
Myers and Kristy Holland

Lanny Wilhelm and Rick MyersMike Allen and Rick Myers Jill Bode and Rick Myers

Eighty-five percent of a child’s 
capacity for learning is deter-
mined before age five, yet 95% 
of public investment occurs after 
age five.

A new study from America’s 
Edge, a nonprofit organization of 
business leaders that advocates 
for targeted investment in chil-
dren, found that in terms of eco-
nomics, there are huge returns 
to a community that invests in 
children before they reach kin-
dergarten.  

Children who participate in 
high quality early education pro-
grams have an improved poten-
tial for academic success, which 
in turn increases graduation rates, better adult 
job skills, employment, higher earnings and 
home ownership. Early education programs 
help children acquire better academic and so-
cial skills by putting them on a life course with 
the potential of higher earnings and home own-
ership.

While our communities today are struggling 
with how to strengthen our economy, as well as 
how to build a foundation for future economic 
growth and security, investing in early learning, 
quality education at an early age will pay div-
idends in our quality of life. Like business in-
centives, early childhood programs can attract 
more and better jobs to a local economy, there-
by raising per capita earnings through increas-
ing local employment rates and wage rates.

Research indicates that a greater percentage 
of children who participate in quality early edu-
cation programs will spend most of their work-
ing careers in the local area which will result 
in a better quality labor force in the future. A 
high-quality labor force is one of the key com-

petitive factors that helps gener-
ate and sustain more and better 
local jobs.

An educated workforce is a pro-
ductive workforce. It is estimated 
that for every $1 spent on pre-
school programs, taxpayers will 
save $7-17 in the future. Especially 
among underserved populations, 
investment in early childhood pro-
grams results in reduced spending 
for remediation and special edu-
cation programs in the schools. 
Research has also shown a cor-
relation between quality child-
hood education and a reduction in 
youth violence and crime. Reduc-
ing crime increases public safety 

and saves millions of dollars.
When we fail to provide children with what 

they need to build a strong foundation for 
healthy and productive lives, we put our future 
prosperity and security at risk. When we look at 
the root causes of our community’s most press-
ing issues, we find that the greatest impact is to 
be made by investing in our youngest citizens, 
from the ages of birth to five.

A community awareness program, Frank-
lin READS, was launched at the beginning of 
March and has been successful in promoting 
the educational, economic, and community 
benefits of early childhood education.  

 We are very excited about the progress we 
have made with Franklin READS in a short 
amount of time. We believe we are off to a good 
start by reaching out to local families and ex-
plaining the importance of equal access to qual-
ity early childhood education.

Economic impact of early 
childhood education

BUSInESS BRIEFSBusiness Briefs

Greenwood 
office awarded 

The agents and office of Realty World Har-
bert Company, Inc. were recently honored by 
Realty World as National Award Winners for 
2012.  The awards were announced on April 27 
during the Realty World International Awards 
Convention held at The Castle Hotel in Orlan-
do, Fla. Realty World Harbert Company, Inc. 
received the Award of Distinction 2012, based 
on the Company’s sales achievement for 2012 
and represents the total commitment and team 
effort of agents and staff. Realty World Harbert 
Company, Inc. is located in Greenwood and has 
been a part of the REALTY WORLD® Franchise 
System since 1988. 

FINANCE Dispatches

Lost the lead – After 14 years, Nokia has 
lost its top-dog spot in cell phone sales. 
Samsung has made its way to the front, just 
under Apple’s iPhone. Samsung’s fast, thin, 
and unique designs have proven they are 
still in the competition. 

-money.cnn.com

Uh-oh – McDonald’s has been a symbol for 
cheap food, and there are those who rely 
on this fast-food chain often, but executives 
have been hinting McDonald’s might be 
increasing prices in the U.S., but not in 
Europe. 

-smartmoney.com

Companies look for 
the best place to do busi-
ness. The cost of real es-
tate drives the companies 
to places like Johnson 
County where prices are 
affordable. They know 
their employees are look-
ing for a community 
where homes are within 
their financial means. 
A sense of community 
drives employers to look 
for the best schools, 
churches, medical facili-
ties, shopping and other 
recreational opportuni-
ties families often seek. As our econo-
my improves, we are seeing and reading 
about new companies finding their ways 
south of Indianapolis to Johnson Coun-
ty as a place to call home.

Whether it is residential or commer-
cial real estate, now is the time to claim 
your stake in the future. Though we 
have seen an increase in sales activity 
across the board, the next nine months 
buyers will still capture incredible great 
buys in real estate. Banks continue to 

purge their inventory of 
foreclosures and short 
sales continue to rock 
the marketplace. 

Whether it is retail, 
office or industrial real 
estate, vacancy rates are 
decreasing and rental 
rates are beginning to 
right size themselves. 
Land, which took the 
biggest hit during the 
recession, has become 
of interest to many in-
vestors. As history will 
repeat itself from the 
Great Depression, land 

values will return with a promise of in-
creasing values.

Med Lab has leased a new office 
space in the Indiana American Building 
at 521 County Line Road in Greenwood. 
Coner Auto Sales leased retail space in 
South Greenwood Plaza at 6001 N. US 
31 in Whiteland. It is encouraging to see 
new small business enter the work force 
again. 

Greenwood’s popular Shallo’s Restau-
rant was recognized in the IBJ for great 

food and service since beginning their 
brewery and bar in 1981. The Willard, 
a historic Franklin bar and restaurant, 
were also recognized. The 25-year-old 
neighborhood eatery has had roots in 
the community since 1860. Rumor has 
it that the popular downtown Scotty’s 
Brew House will join Cheeseburger in 
Paradise, Carrabba’s and other restau-
rants at the Southport and I-65 exit. 

It doesn’t take a national franchise 
to be a success in Greenwood. Happy 
Jack’s Hot Dogs has opened a hot dog 
cart business in Old Towne Greenwood. 
Jack Meeks and his wife, Barb, sell up 
to 400 hot dogs with all the extras. The 
nostalgic feel of the corner hot dog ven-
dor provides convenience and a $4.50 
lunch to local business people who en-
joy a great hot dog and watching Happy 
Jack grow his business.

There’s an old saying, “Luck happens 
at the intersection of opportunity and 
preparation.”  The trick is to be there at 
the right time. 

Quality Life in Johnson County

Signature: Brenda Richards, CSP, CGP, MIRM, 
is a commercial real estate broker at Car-
penter Commercial located at 8901 S. Me-
ridian Street. She can be reached at Bren-
da.richards@comcast.net.

Brenda 
Richards

cOMMERcIaLLY SPEaKInGCommercially Speaking

Analyst earns 
top spot

 Michael Knott, managing director of Green 
Street Advisors, was ranked third out of 84 ana-
lysts for stock picking in the real estate sector. 
Green Street won two awards in the Wall Street 
Journal’s ”Best on the Street: 2011 Analyst 
Survey” published May 10. Knott leads Green 
Street’s research teams covering the office and 
self-storage property sectors, and also oversees 
the firm’s industrial sector research. Knott is a 
graduate of Whiteland, and his Father, Steve, 
owned Knott’s Food Markets in Greenwood 
for years. Knott is a Chartered Financial Ana-
lyst (CFA) charterholder and earned his B.A. in 
Economics from Indiana University. 

Dawn Underwood
Guest Columnist

Dawn Underwood is the Executive Director of the 
Johnson County Learning Centers in Franklin. She 
can be reached at (317) 738-0055 or email at: 
dawn@jclearningcenters.com.

The Franklin Chamber of Commerce golf 
outing is June 7 at The Legends Golf Club, 2555 
North Hurricane Rd. The shotgun start begins 
at 12:30 p.m. This is one of the chamber’s main 
fundraisers. 

The chamber is also offering a very unique 
opportunity titled “Get Golf Ready” for those 
who don’t play much or have no desire to play 

in the outing. Here’s the skinny: Come to the 
course, get two hours of professional instruc-
tion, play a couple of holes on the Par 3 course, 
and join chamber members at the outing ban-
quet.

There are still sponsorships available and 
room for teams. For more information, contact 
the folks at the chamber at (317) 736-6334.

Franklin Chamber of Commerce
golf outing set for June 7
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cOacH’S cORnERCoach’s Corner

...there are only five 
outcomes to any 

sales conversation

Advertise next month in the Business Leader and see results. Call (317) 451-4088

Believe it or not, there are 
only five outcomes to any sales 
conversation. When one person 
(the salesperson) attempts to 
influence another person (the 
prospect) to make a purchase 
of any type, knowing there are 
only five outcomes can help you 
increase your sales. 

The five possible outcomes 
are:
•	 The prospect buys.
•	 The prospect does nothing.
•	 The prospect delays  

taking action.
•	 The prospect makes  

a purchase 
from a competitor.

•	 The prospect buys a dif-
ferent solution.

The challenge to most sales-
people is changing the mind-
set that the latter two are the 
reasons a sale is not made. 
That thought is flat out wrong. 

Just about every salesper-
son will guarantee you that the 
sale he just lost went to his competition, usually 
at a lesser price or perhaps because the prospect 
purchased an item he couldn’t—or didn’t—offer. 
The salesperson is so confident in that fact that 
he doesn’t bother to follow-up with the pros-
pect and see what really happened. 

The reality is that the prospect may have just 
not bought – from anyone. And that is where 
there is opportunity.

It’s at this point that the quote by the late, 
great and legendary basketball coach and Hoo-
sier, John Wooden, comes to mind. Wooden 
said, “It’s what you learn after you know it all 
that counts.” To me, that means when you think 
you’ve lost the sale, you need to find out what 
really happened or why the sale was lost. Either 
way, you’ll learn much from the conversation. 

Often time, something different happens:  It’s 

human nature that people re-
frain from making a decision 
almost at any cost. Accord-
ing to Dan Kennedy, best sell-
ing author, copywriting king 
and marketing guru, “there are 
more non-buyers than buyers.” 
You see Dan knows human na-
ture and he knows that imme-
diate and persistent follow-up 
will close more sales than other 
thing a salesperson can do. Dan 
also knows that most all sales-
people, maybe even you at this 
point, say something like “but 
my clients are different.” Well, 
I have news for you - they’re 
not! Why? Because it’s human 

nature. 
It’s unfortunate, but true, 

that prospects lie. Really they 
do. Why? Simply put, it’s one 
of the systems for not buying. 
How many times have you 
gone shopping for something 
specific, walked into a store 
and been greeted by some 

young eager salesperson asking, “Can I help 
you?” and you respond, “No, I’m just looking”? 

Then, when you can’t locate the item you 
want, you notice you can’t locate that young ea-
ger salesperson, or worse yet, he is talking to the 
other young eager salespeople. It’s at that point 
you become frustrated and leave the store. The 
salesperson has not followed up and therefore, 
has lost a pretty certain sale. You became a non-
buyer.

If you don’t have a system for selling, you fall 
prey to the prospect’s system for not buying. As 
a salesperson, the question you need to ask is, 
“Who has the better system?” 

Why is the sale really lost?

Jack Klemeyer
Columnist

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

THE PERSOnaL TOUcHThe Personal Touch

Few channels have caused as 
much of a stir in the market-
ing community as social media. 
Companies that just two years 
ago disdained Facebook as a 
teenager’s fad are now rushing 
to fill their own fan pages. Ex-
ecutives who thought tweets 
were for twits have begun to 
share their every thought with 
the world.

The inevitable experts are 
telling everyone how to make 
the most of these new channels, 
and as is typical, most of them 
disagree with one another. I’ve 
quickly become convinced that 
the real secret to success in 
these channels is a time-honored strategic tool: 
the schedule.

That’s right. In this time of tweets and Hoot-
Suites, a tool that’s nearly as old as civilization 
can give you that proverbial leg up on the com-
petition. 

“How can that be?” I can hear the experts 
growl. “Social media is creative and playful. 
Schedules are for anal-retentive grumps, not in-
novative free-thinkers who will guide us to new 
spheres of existence.”

Sorry to burst their pretty bubbles, but it’s 
absolutely true. In today’s increasingly chaot-
ic marketplaces, old-fashioned discipline is a 
powerful advantage.

Here’s why. Most companies and organiza-
tions approach social media in nothing that 
even resembles an organized manner. They be-
gin by tweeting constantly, posting Facebook 
statuses every hour, and throwing comments 
into ten LinkedIn discussions every day. 

But that’s only for the first week. By week 
two, they’re tweeting two or three times a day 
and posting to Facebook daily. Soon they’re 
tweeting only when they remember, posting to 
Facebook as an afterthought, and logging into 

LinkedIn only to respond to re-
quests.

It isn’t that they no longer 
have any interest. It’s that the 
people who are responsible 
who usually have more impor-
tant tasks that crowd out tweets 
and status updates.

Creating a schedule makes 
them a regular part of the work-
day. For example, you may tell 
the staffer who’s responsible to 
send at least three tweets and 
make two Facebook posts each 
day. That doesn’t mean your 
social media presence will be 
limited to five messages a day. 
If something interesting crops 

up, your staffer can put many more messages 
out there. 

List the dates for the next month or two, and 
note what each day’s posts should address. If 
you use one of the suites that posts automati-
cally, combining it in conjunction with a sched-
ule will automate your activities even more. 

 Another way you can simplify the process is 
to develop what I like to call “evergreen” post-
ings. Those are short items that aren’t time-sen-
sitive, so you can post them whenever you don’t 
have something more timely to share.

Other ideas for posts include links to press 
releases you issue, articles that mention your 
company or organization, case studies, online 
links with content that would be of interest to 
your customers or prospects, conferences in 
your industry –the possibilities are unlimited.

Whether you’re on one network or ten, add 
in the proven discipline that a basic schedule 
provides, and you’ll make every channel work 
harder for your objectives.

Scott Flood
Columnist

Scott Flood can be contracted at sflood@sfwriting.
com or 317-839-1739, or visit his blog at: sfwriting.
com/blog/.

The social media success secret

MOnEY MaTTERSMoney Matters

Jeff Binkley
Columnist

Jeff Binkley is the Founder and Managing Director  
of Binkley Wealth Management Group in Avon.  
He can be reached at Jeff@thebinkleygroup.com or 
(317) 697-1618.

According to a national sur-
vey recently conducted by Har-
ris Interactive, one single issue 
is the most common source of 
disagreements among couples.  
The survey found couples were 
averaging three arguments per 
month… about money. 

Over a quarter (27%) of cou-
ples either married or living 
with a partner said disagree-
ments over money are most 
likely to prompt a full blown 
argument. Money was found to 
be the most volatile topic, surg-
ing ahead of fights about chil-
dren, household tasks, work or 
friends.

58 percent identified arguments surrounding 
differing opinions of “needs” versus “wants” as 
the most common root. Just under half (49%) 
stated they most often argue about unexpected 
expenses and a third (32%) squabble about a 
lack of savings.

Much of the tension can be traced to a fail-
ure to communicate, in this case about finances. 
More than half of cohabiting adults (55%) ac-

knowledged that they do 
not set time aside to dis-
cuss financial matters.

Jordan Amin, chair 
of the National CPA Fi-
nancial Literacy Com-
mission says, “It’s critical 
for couples to commu-
nicate openly and regu-
larly about financial mat-
ters...” 

His organization sug-
gests couples do the fol-
lowing:

Get full disclosure. 
Before saying ‘I do’ to 
moving in together or 
combining assets, both 

people in a relationship should offer full 
disclosure of their finances as part of a joint fi-
nancial planning process. And the disclosure 
shouldn’t end there. Each person should agree 
to routinely review credit card accounts, bank 
statements and credit reports to ensure all data 
stays in the open.

Set a money date. At least once a month—and 
preferably weekly—set aside time without oth-

er distractions to meet about family finances. 
This process ensures an ongoing, open dialogue 
about money at a time when both people can 
free themselves from outside distractions.

Divide and conquer. It’s typical in a relation-
ship for one person to take the role of chief fi-
nancial officer, managing accounts and paying 
bills. This arrangement can lead to unnecessary 
stress, tension and, at times, confusion. Split the 

duties. One person can act as bill payer, 
the other as money tracker, for instance. 
This system removes the burden from 
one person and provides a check-and-
balance on the family finances.

Hire an advisor. A neutral third-party 
is sometimes the best option to diffuse 
or avoid tensions over money. A finan-
cial advisor can work with couples to 
establish financial goals, pay bills, moni-
tor accounts and help notice any unusual 
spending patterns, should they arise.

Amin also says “Open, honest com-
munication is just as important with fi-
nances as any other decision made in a 
relationship, whether it’s buying a house, 
changing jobs, having children, or decid-
ing where children attend school.”

Why not schedule a money date with 
your significant other soon? Your financial 
peace of mind as well as your relationship will 
be the better for it. 

Love and money: It may not be what you are thinking

Sherpa 
A knowledgeable, experienced guide that provides exceptional guidance 

and support when venturing into dangerous, unknown territory.  
 

Markets have recovered nicely.  
 However, the need for diligence and discipline has not diminished.  

 

Ready for a partner, instead of a salesperson? 
ready to be guided rather than told? 

Ready for investments focused on improving your results  
rather than improving their revenue?  

 
Then maybe you should call us. 
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Leading the Way!
Leadership Johnson County (LJC), in partnership with Franklin College, began in 1995 
to promote community involvement, creative problem-solving and collaboration among 
people who live and/or work in Johnson County, Indiana. A non-profit, non-political 
organization, LJC welcomes a new class of participants each year and has nearly 500 
alumni.

Graduates complete a nine-month, interactive curriculum, which emphasizes local history, 
government, agriculture, industry, media, economic development, infrastructure, social 
services and leadership theory. LJC graduates become part of a formal and informal 
network of community leaders who take action to make Johnson County a better place to 
live, work and raise families.

For more information, visit www.LeadershipJohnsonCounty.org or call (317) 738-8264.

Jeff McCann
American Structurepoint, Inc.
LJC Class 2010

How has Leadership Johnson County impacted your life personally?
The classes enabled me to collaborate with other 
people who are passionate about community service, 
specifically for the USO of Indiana. Through various 
team-building exercises, we were able to support the 
inaugural Battle Rattle 5K run in 2010, which generat-
ed over $17,000 for the self-funded organization, which 
serves as a sanctuary and respite for service men and 
women deploying or returning from deployment.  
 
How has Leadership Johnson County impact-
ed your life professionally?
Participating in LJC gave me the opportunity to be-
come more forthcoming and open as a communicator 
and collaborator.  The classes taught me the ins and 
outs of all the county has to offer, educating me about 
different governmentally and socially relevant pro-
grams available to people interested in more responsi-
ble community involvement. It taught me collaboration 
and enhanced my leadership and networking skills. 
Thanks to LJC, I am now more approachable and am 
better able to interact with clients.  

How has Leadership Johnson County benefited 
Johnson County?
LJC gives participants the power to take the knowl-
edge they learn about county-based programs, such 
as governmental departments, the Red Cross, alcohol 
and drug rehabilitation programs, etc., and dissemi-
nate the information into the community. Participants 
become a resource, steering their friends and neigh-
bors in the right direction when they need help.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
As county leaders retire, it is important to train and 
educate the up-and-comers, to ensure good solid 
leadership for future generations.
 
What one thing did you like best about the
Leadership Johnson County Program?
The program provided an easy platform, relieving any personal reservations I may have had, and provided a rich learning envi-
ronment. The lighthearted, fun, and professional environment helped me learn not only about the county, but also more about 
myself.

Kelsey Walls
National FFA Organization
LJC Class 2012

How has Leadership Johnson County impacted your life personally?
Leadership Johnson County has given me an op-
portunity to become a stronger, more confident leader. 
In addition, I have been fortunate to meet and network 
with countless remarkable people that I would not 
have otherwise met.

How has Leadership Johnson County
impacted your life professionally?
Leadership Johnson County has impacted my profes-
sional life by encouraging me to be more outgoing, 
aware, and self-assured.  It has helped me to build my 
strengths in working in collaborative situations.

How has Leadership Johnson County benefited 
Johnson County?
The Leadership Johnson County program has ben-
efited Johnson County by developing an abundant 
amount of leaders to be the best they can be so they 
can facilitate continual service and dedication to our 
community.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
The program should continue to educate the leaders 
of Johnson County to increase the amount of educat-
ed leaders who are willing and interested in the future 
growth of the county. The more dedicated and enthusi-
astic leaders we have, the better off the county is.

What one thing did you like best about the
Leadership Johnson County Program?
There were many valuable and rewarding experiences 
through LJC. However the one thing I enjoyed most 
was getting to know so many great people and then 
allowing our collaborative experiences to help us grow 
and learn together. 

Chad Riddle
Bloomfield State Bank
LJC Class 2001

How has Leadership Johnson County impacted your life personally?
LJC helped me notice in my personal life that as a 
parent, your children are constantly looking to you 
not only as a role model, but also for leadership and 
direction.  Children have even more outside influences, 
both positive and negative, than we did 20 years ago.  
Leadership is one skill/attribute people can use for the 
rest of their life despite how our society changes.   
 
How has Leadership Johnson County impact-
ed your life professionally?
As an LJC Alum, I am now able to take a different ap-
proach when presented with challenges, opportunities, 
and disagreements.  A true leader is someone that 
makes all of those around them better by empowering 
each individual to work together as a team even within 
a typical hierarchical structure. LJC also provided me 
with a greater understanding of people and personality 
types, which can be applied when approaching dis-
agreements, structuring work teams, and determining 
how best to motivate individuals. 

How has Leadership Johnson County benefited 
Johnson County?
Johnson County has benefited the most from all the 
projects the LJC classes have completed over the 
years. The projects are included at www.leadership-
johnsoncounty.org and cover a wide array of service, 
leadership, and development projects. 

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
LJC brings together residents throughout Johnson 
County and from a wide range of positions, and fields.  
Many of the LJC Alumni have continued to work 
together in various civic and non-profit opportunities 
for the benefit of those in the county.  It is rewarding 
to see LJC Alumni working together to make Johnson 
County a great place to work, live, and raise a family. 
 
What one thing did you like best about the
Leadership Johnson County Program?
The relationships – the great friendships and profes-
sional acquaintances you make during the program - 
were my favorite thing about the program. I do not know of another program that benefits the county by bringing such a diverse 
group of people together to become leaders/ambassadors for the county.  LJC is truly a great experience to participate in, and I 
look forward to watching current and future participants share in the experience.

Deidra Baumgardner
Franklin College
LJC Class 2010

How has Leadership Johnson County impacted your life personally?
Even though I have been a Johnson County resi-
dent nearly all my life, LJC enhanced my knowledge 
and expanded my understanding of what makes our 
county flourish.   It also brought some incredible, new 
friends into my life that I probably would not have met 
otherwise.  
 
How has Leadership Johnson County impact-
ed your life professionally?
LJC has had a powerful impact on me professionally.   
It provided the opportunity for me to connect with other 
leaders in the county allowing for greater collaboration, 
and it taught me the importance of working from my 
strengths while improving on my weaknesses.   

How has Leadership Johnson County benefited 
Johnson County?
It has been fundamental over the years in helping 
make Johnson County a great place to live, work and 
play.  Its positive influence can easily be seen by look-
ing at the leaders of our county boards, government, 
schools, businesses and non-profits, since many are 
graduates of the program.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
LJC is an outstanding resource allowing participants 
to refine and expand their leadership skills, make criti-
cal connections with one another, and become better 
problem solvers, all of which are experiences that 
strengthen and improve our county.
 
What one thing did you like best about the
Leadership Johnson County Program?
Hands down … the people I met and the collective, 
heart-felt passion that drove our group project. What 
a wonderful validation of how through teamwork, re-
spect, and trust, leaders can accomplish and surpass 
their goals.
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Trine University’s academic programs  
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Going back to college has never been eas-
ier for adults. Recent statistics from the U.S. 
Department of Education show that adult stu-
dents are the fastest growing educational demo-
graphic. College access experts Cathy Bastin and 
Brandy Perrill, both with Hendricks College 
Network, shared answers to the top questions 
asked by their adult student clients: 
1. Do I really need a college degree?

While that will depend on an individual’s 
career goals, generally speaking, the higher the 
education level, the higher the salary, and the 
better the career options and security. Over a 
lifetime, the gap in earning potential between the 
high school graduate and those holding a bache-
lor’s degree or higher exceeds $1 million, accord-
ing to the College Board.  

An estimated 75 percent of future positions 
are expected to require some type of certification 
or licensure. Professions that require a bachelor’s 
degree are projected to grow nearly twice as fast 
as the national average, making a college degree 
a good investment. Many adults find they need 
a college degree to enter their career of choice or 
for increased earning potential or advancement. 

Others are in career transition or find them-
selves back in the workforce because of divorce 
or economic conditions. With advancing tech-
nology and changing economic and employ-
ment conditions, many adults are experiencing 
an increasing demand to develop or update their 
knowledge and skills. 

2. How long will it take to complete my 
degree?

Again, that depends on the academic goal. A 
certificate program for a specialized field or career 
generally takes about a year. Common certificate 
programs are in culinary arts, computer technol-
ogy, early childhood education, 
emergency medical assisting, office 
administration and real estate.

An associate’s degree typically 
requires 60 credits and takes a 
full-time student two years to com-
plete. A bachelor’s degree typically 
requires 120 credits and generally 
takes four years. Going to class 
part time extends the time frame, 
though many colleges have acceler-
ated format courses and programs 
to condense the time spent gaining 
the degree. 
3. How can I work and attend class 
at the same time? 

Often classes are scheduled in the evening and 
on the weekends, or programs are in accelerated 
format to speed up the process. Many colleges 
also offer classes by television, correspondence, 
and online to meet the needs of adult students

For help with tuition costs, many companies 
have tuition-assistance programs or special schol-
arships for employees. Check into grants, scholar-
ships, low interest loans, tuition payment plans 
and work-study opportunities; research scholar-

ships in libraries or through scholarship search 
services on the Internet and take advantage of 
education tax credits like the Hope Scholarship 
Credit and the Lifetime Learning Tax Credit.  
4. If I am working, how many credits or 
courses should I take each semester? 

A typical college course is three 
credit hours, and a full-time college 
course load is generally 12 credit 
hours, though some students take 
up to 18 credit hours. Part-time 
study is between one and 11 credit 
hours. Students are advised to 
plan three hours of study time per 
week for each credit hour. When 
first starting back, it may be wise 
to attend part-time to see how 
classes work in the schedule and 
before committing a lot of time 
and expense. Some enthusiastic 
adults decide they want to go back 

to college and enroll in a full schedule, only to 
become overwhelmed with the responsibilities 
of family, school and work. Consider taking only 
one to two classes to start, which will allow time 
to refresh study skills and get used to being in a 
classroom environment. 

Common guidelines for working adults taking 
classes:
•	 Working less than 20 hours = 12-18 credits 
•	 Working 20-29 hours per week = 6-12 

credits

•	 Working 30-39 hours per week = 3-9 cred-
its

•	 Working 40+ hours per week = 3-6 credits
5.  I was not a good student in the past, and 
never took the SAT. How can I succeed now?

Colleges know that adult students often 
improve their performance when returning 
because they take their education seriously and 
are very motivated. Typically, adults are not 
required to take admissions tests like the SAT. 
Many colleges offer a placement test (COM-
PASS, ACCUPLACER) for adult students, and 
don’t consider high school performance or out-
dated test scores. 

Many adults who have been out of school 
awhile want to refresh their skills. Most col-
leges and universities have learning centers or 
other programs to help students assess where 
their strengths and weaknesses are, and also offer 
remedial programs that prepare students to suc-
ceed. Many of these programs are available on 
campus or online. Local WorkOne and Adult 
Basic Education programs can often assist, as can 
community learning centers and libraries.

The bottom line is that adults are returning 
to college in increasing numbers, and colleges 
are working hard to accommodate this growing 
demographic. Armed with the right information, 
motivation, and inspiration, you can too!

Going back to school? 5 common questions answered

Cathy Bastin is the Executive Director of the Hendricks 
College Network, Avon. She can be reached at cbastin@
purdue.edu or (317) 745-8804

Cathy Bastin

Back in 
class A special report on adult education, 

MBAs and continuing learning 
from the office and beyond
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So you’re thinking about an MBA and 
wondering how to go about choosing a pro-
gram that meets your needs with so many 
options out there. Well, the first 
issue to address is what you 
expect to get out of an MBA 
program. Despite what many say, 
let’s face it, an MBA, like most 
graduate degrees, is a means to 
an end. There are many obvious 
benefits associated with them, 
and some not so obvious. I’ve 
acquired many of these insights 
through my days as a hiring 
manager, someone who works 
with hundreds of employers and 
students each year, and through 
my pursuit of an MBA back … 
well, shall we say a while ago. 

Let’s start with some of the more obvious 
benefits. 

Knowledge base. Want to start a new busi-
ness venture? An MBA equips you with the 
understanding of business required to become 
successful in that endeavor. Want to add more 
value to your current employer? An MBA 
provides a level of business acumen that will 
improve the company’s performance – from 
both an operational and financial perspective 

(and will likely get you promoted!.
Employer tuition assistance. Although 

becoming less prevalent with U.S. employers, 
many companies do still provide 
some level of tuition assistance. 
Why not take advantage of this 
ability to subsidize your lifelong 
learning? If a company is willing 
to invest in you and your educa-
tion, go for it!

Career mobility. An MBA pre-
pares you for senior-level leader-
ship positions in organizations 
of all shapes and sizes – public 
and private sector.  Organiza-
tions will know you are prepared 
for the challenges that will come 
your way.

Lifetime earnings.  It’s well documented 
that attaining an MBA will lead to positions 
that pay significantly higher than positions 
that don’t require the degree. Over the course 
of a career, this can easily equate to more than 
$1 million.

Compete. Right now, and largely because 
of the extremely depressed hiring market for 
college graduates with bachelor’s degrees, 
the U.S. is experiencing an increasingly large 
number of “rollover” MBA students. “Roll-

over” students are individuals who immedi-
ately pursue an MBA after completing their 
undergraduate studies – oftentimes in busi-
ness disciplines. Despite what you think, most 
MBA programs do not require a minimum 
level of full-time work experience for admit-
tance. Although this “glut” of U.S. MBAs over 
the next two to three years will likely flood 
the market (well beyond demand), you are 
wise to ensure you’re competitive “on paper” as 
well. When employers screen candidates for 
key positions, the first sort usually starts with 
educational backgrounds. Don’t rely on your 
work experience alone to set you apart from 
the pack!

Some of the less obvious benefits might 
surprise you. Here’s a brief list:

Legitimize a major career change. If you’re 
unhappy with your current profession, there 
is no better way to shift your focus than to 
pursue an advanced degree in that new area. 
It’s like getting a “no questions asked” pass to 
do something new and (arguably) inconsistent 
with your background.

Test the market. Don’t think you’re well 
compensated by your current employer? Why 
not attain an MBA and see what the market is 
willing to pay for that new knowledge? When 
doing so, many people are able to attain sig-

nificantly higher wages and benefits from 
another company vs. their current employer. 
Please note that you will often need to leave 
your current employer to realize these benefits. 
It’s very difficult (and somewhat politically 
dangerous) to leverage your current employer 
to pay you more to match another company’s 
offer. Remember, your current employer 
believes that they are paying you what you’re 
worth through a history of performance, and 
you’re sending a blatant signal of “shopping 
around.” There is a good chance you’re not 
long for your current employer after playing 
this hand.

Teaching at the college level. An MBA 
is typically the minimum educational level 
required to teach business courses at com-
munity colleges and most four-year schools. 
I’ve run into many people who aspire to teach 
someday after their business careers. The 
MBA will start you on that path. I am living 
proof of that and couldn’t have made the tran-
sition to teaching without an MBA.

There are many other benefits. However, I’m 
hopeful this brief list provides some ammu-
nition to get you thinking about the benefits 
you seek from your MBA. Best to luck of you 
in this fantastic new endeavor!

Ken Jones is the associated director of the ProMBA 
Program at Indiana State University’s Scott College of 
Business. To reach Jones, write him at kenneth.jones@
indstate.edu. 

Counting the benefits of an MBA
EducationEducation

Ken Jones

Don’t think you’re well compensated by your current employer? Why not attain an MBA 
and see what the market is willing to pay for that new knowledge?

An MBA can be your ticket to career advancement, 
increased wages and a better understanding of how your 
business runs. It can also open a door to switch careers 
into something unrelated to what you’ve been doing.
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Why are more Indiana 
adults returning to college?

Of the top 10 hottest jobs in Indiana, 8 of 10 require at least 
an associate’s degree, with 7 requiring a bachelor’s or higher.

Computer Software Engineer
Management Analyst
Physician and Surgeon
Network Systems and DataCommunications Analyst
Registered Nurse
Construction Laborer
Construction Supervisor
Industrial Engineer
Counselor
Accountant

Indiana’s Top 10 Hot Jobs:

Hendricks College Network• Main Offi  ce
5250 E US 36, Suite 1000-5 • Avon, IN 46123
Phone: (317) 745-8804 • Fax: (317) 745-0757

www.hendrickscollegenetwork.org

Our mission is to provide ACCESS TO and SUPPORT FOR Post Secondary Education, Business Training, and Workforce Development. How do 
we do that?

Post Secondary Education – Whether you are just beginning to 
explore going to college as an adult, or you just need a couple of 
questions answered, we can help. We can assist with:
Researching college degrees and programs
Reviewing and refreshing study skills
Connecting with Enrollment and Financial Aid professionals
Connecting with local university programs, including classes in Danville,  
 Plain� eld, Avon, and Brownsburg
Supporting online classes – including the availability of a computer lab, video 
 conference equipment, and limited test proctoring services
Providing support for graduate degree programs
One-on-One assistance through the It’s Not Too Late program, including:
 Researching career goals and opportunities
 Setting goals and meeting them
 Helping you overcome hurdles or get answers to questions from campuses
 Connecting you to other area resources and community organizations

Business Training - Maybe college isn’t in the plans right now, 
but building up your business skills is. We can help here, too! HCN 
o� ers:
Business skill workshops on topics like HR and Marketing
Breakfast Academy programs
Professional Development Certi� cations
Computer Classes - from the very beginner to very advanced
Foreign Language Classes such as Spanish for Health Care and Spanish for
 Construction
Connections with Indiana Small Business Development Center and other
 resources for business owners and entrepreneurs
Online training courses
Grant Writing training
Special events such as Career Fairs, Entrepreneurship Expo, and more

Workforce Development - By creating a better educated workforce and providing a base of knowledge from which businesses can 
draw, HCN helps contribute to the vitality of the business community. For current and new businesses and corporations, we can provide:
Onsite training opportunities, including the availability of a mobile computer training lab and a computer training room.
Connections to university professionals, resources, and traning departments
Connections to professional development organizations
Connections to Hendricks County Economic Development Partnership and other economic development resources
Internship and job shadowing resources
Videoconferencing equipment and resources
Assistance with training RFP’s and proposal management
Grant project management

Carmel Business Leader | Hendricks County Business Leader | Johnson County Business Leader

Three markets. One low price.

Contact Rick Myers at 557-1111 or Andreah Caldwell at 306-6176 to reserve your space.
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Several researchers have conducted studies 
to determine why adult learn-
ers prefer branch campuses to 
large university campuses. These 
studies indicate that three fac-
tors play prominent roles in 
influencing their preferences 
for branch campuses: learn-
ing environments, instructional 
methods and information anxi-
ety. 

The learning environment is 
one of the factors that encour-
age adult learners to choose 
branch campus operations over 
large universities. In 2010, 
researchers Jacobs and Hundley conducted 
a longitudinal study to determine the most 
appropriate higher education learning 
environment for adult learners. The results 
revealed that an adult learner’s decision to 
choose a school or learning environment 
is influenced by seven core principles: an 
institution permitting sufficient contact 
between students, lecturers, and the fac-
ulty; the encouragement of collaboration 
and reciprocity among students; prompt 
feedback from the lecturer or faculty; high 
expectations; active learning; and respect for 
and nurturing students’ talents. The research 
concluded that adult learners prefer small 
branch colleges because their learning envi-

ronment satisfies thoseseven principles.
Elderly adult learners pre-

fer small institutions because 
of the hands-on instruc-
tional techniques. The close 
proximity between lecturers 
and students makes it easier 
for the lecturer to apply 
active learning techniques. 
Some researchers have 
argued that active learning is 
important for adult learners 
because their needs are age-
related. Jacobs and Hund-
ley studied the role of age 
difference in the success of 

adult learners and discovered that young 
adult learners have advantages of speed 
of reasoning and information processing. 
The research indicated that elderly adult 
learners face immense challenges with 
regard to short-term memory, informa-
tion processing and reasoning, thus con-
cluding the most appropriate learning 
environment is the small branch campus. 

The high degree of information anxiety 
at large universities is also a factor that 
has influenced many adult learners to opt for 
branch campus learning. Information anxi-
ety exists when a student feels like the gap 
between what he understands and what he 
ought to understand is widening. Situations 

likely to prompt information anxiety include 
the presence of a large cache of information, 
inability to clearly grasp information and 
the inability to identify sources of informa-
tion. In branch campuses, lecturers can cus-
tomize their instructional techniques so as 

to cater to the needs of adult learners and 
that has significantly reduced the cases of 
information anxiety in branch campuses.

EducationEducation

Research shows adults prefer branch campus learning

David W. Wood is the assistant vice president for aca-
demic resources and planning at Trine University in Avon.

david Wood

Branch campuses can be an attractive choice for adult learners, many of which are 
balancing work and family life along with their pursuit of higher education.
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Many small business own-
ers agonize over when to hire 
help. Here are seven signs that 
your business is ready to take 
the plunge. Is it often the case 
that you:

Do not have time to send out 
invoices to your customers in a 
timely manner?

Are you overwhelmed with 
paperwork and do not keep up 
with the key performance met-
rics?

Do you lack the time to chase 
new product ideas or new cus-
tomers?

Are you turning away poten-
tial work because you are over-
booked and working overtime to meet dead-
lines regularly?

Did you really need additional employees on 
day one of opening your business but where 
afraid to hire them?

Want to grow your business so you can sell 
it one day?

Do you need someone with expertise you lack 
that is critical to the success of your business?

When one or more of these symptoms ap-
ply to you, it is time to hire! You may think it 
will cost too much; however, your business will 
grow with the proper staffing. You can project 
how much additional revenue or cost efficiency 
you will gain and that becomes your hiring bud-
get. Another common objection to hiring from 
small business owners is having enough space.  

Are in a home or a home office? 
In reality, many workers are 
willing to telecommute or work 
virtually. The advantage to the 
employer is that  you can usu-
ally hire them for the hours that 
you need, not full time. You may 
think you have a messy system 
or too much paper work to turn 
the task over to an employee. 
Actually, there are administra-
tive assistants who love to or-
ganize and will set up a simple 
work process for you. Many 
payroll services and bookkeep-
ers, for instance, prefer com-
ing in and organizing account 
invoicing, payables and collec-

tions into a smooth efficient system for you. 
 Some accounting firms will even contract to 
work on a transaction basis, and they can enter 
invoices much faster than you or I can. You may 
think that managing employees or contractors 
will take up too much time. When set up mind-
fully in the beginning with proper job/task de-
scriptions and clear expectations, the employee 
interaction will follow a streamlined predictable 
flow and you will have many more hours to de-
vote to what you do best-growing your compa-
ny.

One of the most important things to do when 
you have identified the need for help is to scope 
your need and define what you need help with 
the most. What tasks will you delegate and how 
much time will it take? Prioritizing will help you 

decide whether to look for a part time or a full 
time employee or contractor. Do you have pro-
prietary products and methods of manufactur-
ing? Then you may prefer to hire an in house 
employee. Visiting these topics can help you 
with the hiring process. The Central Indiana 
Small Business Development Center can help 
you with these issues. We can facilitate the use 
of criteria based hiring techniques. Look for our 

upcoming seminar on November 6, 2012 on 
When and How to Hire the Right Employees. 
You can access the ISBDC services at www.is-
bdc.org or by calling our office at 317-233-7232. 

When is it time to hire your first employee?

Marti Chestovich
Guest Columnist

Marti Chestovich is a business advisor with the SBDC 
in central Indiana. She counsels small business own-
ers in a variety of topics like strategic planning, mar-
keting and financing to help them get their start-ups 
launched or assisting existing businesses to thrive.

GROWInG SMaLL BUSInESSGrowing Small Business

set your radio button to KORN Country 100.3!

BUSInESS TaLKBusiness Talk

Howard Hubler
“The Car Guy”

Greetings, I am Howard 
Hubler, the car guy. The guys 
here at the Business Leader 
asked if I would contribute my 
thoughts on current business is-
sues that are of interest readers. 
Code talk to the average busi-
ness person: One, can I make 
any money by reading this arti-
cle; two, can I save any money by 
reading this article?

The third question of business 
interest pertains to quality of life 
at your business.  Can you dis-
cover relevant facts to increase 
the quality of life at your com-
pany? The quality of life at our 
company (or any company for 
that matter) is the real reason good people leave 
or remain in our employment and why produc-
tivity may be better or worse than a competi-
tor. After an advanced degree in administration 
from Indiana University and 30 years of on-
the-job training, I have learned enough to be 
dangerous. As I go around and visit businesses, 
my trained nose can almost smell a winner or 
a loser just by visiting a business acquaintance 
for lunch and observing how the employees in-
teract.

I think that if I had to give fundamental words 
of advice to a small business person that rep-
resents a “one-size-fits-all” prescription today 
that would impact the three aforementioned 

points would be this: Today, this 
current business environment is 
the “new normal!” As we are ex-
periencing one to two and ahalf 
percent GDP annualized growth, 
calibrated quarterly, many busi-
ness people assume that business 
will pick back up and income will 
increase when the business world 
reverts to prior routines. Well, 
my thoughts are that if we wait 
until it comes back, we may not 
be here then. These people tell 
themselves that whatever strate-
gy their business needs, they will 
execute when the economic envi-
ronment improves.

It is surprising how many folks 
don’t realize what has happened in Japan. They 
are just now emerging from a 10-year malaise 
that will change the business environment for 
years to come. People were hesitant to purchase 
consumer goods and many simply hoarded 
cash. Many developed a savings account that 
was actually too big; too big, that is, to help sat-
isfy the appetite of the nation’s consumption 
needs. While root causes may be different from 
the U.S., some of the same governmental pre-
scriptions were used, such as taking the prime 
lending rate to almost nothing. The drop stim-
ulated little, both in Japan and at home. After 
reading several online articles, many authors 
draw similar U.S. comparisons. While causes 

may differ, the effect is the same: In a consumer-
driven economy, when consumption slows, we 
all feel it. Moreover, like the Japanese slowdown, 
the U.S. slowdown will be felt for years to come. 
So, what does this mean for your business?

Most of us have drastically cut expenses by 
now. If we hadn’t, then we probably would not 
be in business today. We need to consider mak-
ing the cuts permanent.  Then we should look 
aggressively at what else we can do. In many 
businesses, personnel are 50 percent of the cor-
porate expense. Aggressive productivity is a 
must! Anyone contributing less than a bench-
mark should be put on notice as to his pro-
ductivity. All productivity should be measured 
against a standard for excellence; we can’t man-
age what we don’t measure. We all know this 
concept; however, if we are not doing it now, 
it could be a major lost opportunity. In a small 
shop, some HR staffs are the same size as they 
were before the “crash.” Have we ever tried out-
sourcing HR, for example? We could let some-
one else do payroll, benefits and the like, and 
perhaps reap a financial benefit, plus have the 
confidence of knowing that we are government-
compliant.

As CEOs, have we been really “self critical?” 
Are we still doing the job of two people, think-
ing we are at the highest use of our time in a 
down economy? Thought: Would going back 
to being a full-time CEO be a more productive 
job description? We can monitor the quality of 
life at our firm and do one-on-one productive 

counseling with staff. Many employees would 
be delighted to hear from us. Many would be 
at ease knowing that at every pay period, they 
don’t have to think about job security. We can 
make outside calls to customers who perhaps 
we haven’t called on for a couple years. There 
is growth in a down time, so what are our true 
opportunities? We must be hard on ourselves; 
there are probably others offering our goods or 
services elsewhere with appreciable marginal 
growth. Why can’t this be our company?

Several banks that deal with small business 
make a valid arguement. Many owners are just 
“buying a job,” working at their own firm despite 
their investment. Could this be us? While there 
is cash flow, has there been net-profit funk for 
four or five years? We have a huge financial ob-
ligation at the bank with loans, plus potentially 
a mortgage. Perhaps our company is not in a po-
sition to be negotiable for a sale; we must make 
this situation work. 

As the old U.S.Army ad campaign used to 
say, “Be all you can be.” This economic environ-
ment probably will be with us for some time to 
come. I have a friend who has a sign in his office 
that I find stimulating. It reads, “Be Great or Be 
Gone.” If you adopt that as a business mantra, 
although the business climate may remain try-
ing, you may surprise yourself with growth in a 
down economy.

Howard Hubler is a partner of Hubler Express Colli-
sion/NAPA and owner of St. Augustine (Fla) Toyota. 
He can be reached at hhubler@statoyota.com.

Not the typical car dealer talk: Lessons from my business

Banking products and services are offered by KeyBank N.A. Member FDIC and Equal Housing Lender.

We design specific  
cash flow ideas for big time 
customers like you.
KeyBank understands cash flow is the lifeline of any size business.  
That’s why we’ll work with you to assess your cash inflows and outflows.  
Together we’ll uncover your needs, and then design a cash management  
solution that’s right for your business. You’re a big deal. It’s about time  
you had a bank that sees you that way.

Visit key.com/bigdeal to learn how we’ll make you a priority.
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Advertise in this space!
(317) 451-4088

June Chamber of 
Commerce Meetings

14 - Franklin Chamber of 
Commerce (members’ meeting): 
Thursday, June 14, 12 p.m. 
at Franklin College Napolitan 
Student Center, 101 Branigin 
Blvd. Franklin. For more 
information, call  
(317) 736-6334.

21- Greenwood Chamber 
Business After Hours June 21 5-7 
p.m. at  Reis Nichols, 789 U.S. 31 
North, #A  Greenwood Contact for 
more information  
(317) 888-4856

Franklin Chamber  
New Members

Cheryl Fortune Bail Bonds
845 W. Jefferson Street
Franklin, IN 46131
(317) 736-0054

Greenwood Chamber 
New Members

Bryce Avery Designs, LLC
Tearza Martin 
P.O. Box 346
Greenwood, IN 46143 
(317) 300-0378

Interstate All Battery Center
Andrew Wright 
1945 E. Stop 13 Rd.
Indianapolis, IN 46227 
(317) 559-1018

Jos A Bank Clothiers
Anthony Greer 
1251 US 31 N Ste. P120
Greenwood, IN 46142 
(317) 859-8198

Kumon Math & Reading Center 
of Greenwood
Mahima Regmi 
2801 Fairview Place
Greenwood, IN 46142 
(317) 215-6045

PCI Solutions
Markus Kidwell 
2457 E. Washington St.
Indianapolis, IN 46201
(317) 236-1064

Pilgrim Communications, LLC 
Randall H. Tipmore

645 Industrial Dr.
Franklin, IN 46131
(317) 736-4040

Newly Incorporated
Businesses Since  
May 10, 2012

A+ Plumbing & Drain Cleaning
Michael Taylow
101 Jordan Dr.
Franklin, IN 46131

Adkins Affordable Air
Robert D. Adkins
833 Palisades Ct.
Greenwood, IN 46143

Amanda Debusk Photography
Amanda Debusk
6121 Deerwood Dr.
Greenwood, IN 46143

A Touch of Paradise
Nannette Michelle Beaton
P.O. Box 469
Franklin, IN 46131

Barnett Insurance Agency
Daniel R. Barnett
595 Hacienda Place
Greenwood, IN 46143

Courtney’s Residential and 
Commercial Cleaning
Courtney McFarland
1141 Stonehedge E. Dr. Apt. F
Greenwood, IN 46142

D&M Concrete INC.
Hass Vandivier & Norris
No listed address

Emmoray Enterprises
Chris Baldwin, Tammi Baldwin
293 Sunbeam Lane
Greenwood, IN 46143

In the Corners
Jeremy P. Hull
377 Redbud Place
Greenwood, IN 46142

Judgment Recovery of Indiana
Steven H Knapp
736 Adagio Dr. 
Greenwood, IN 46143

Legacy Maintenance Services
Chris Baldwin
Tammi Baldwin
293 Sunbeam Lane
Greenwood, IN 46143

Lulabelles
Lisa P. Bramble, Eric L. Bramble
1630 Longest Dr.
Franklin, IN 46131

Margaret P Black Counseling
Margaret P. Black
344 Legacy Blvd.
Greenwood, IN 46143

Mariah’s Tennis
Mariah Cerbone
372 S. State Rd. 135
Greenwood, IN 46142

Melrose Lawn Care
Chris Hampton
14 Hidden Bay Dr.
Apt. H
Greenwood, IN 46142

On the Spot Catering
Dos Abuelitas
Jeffrey C. Rocker
P.O. Box 426
Columbus IN 47202

OP Nails & Spa
Huyen Bui
4800 Smith Valley Rd. STE E
Greenwood, IN 46142

Outside the Box Consulting
Nicholas J. MacMillan
5917 Tioga Ct.
Bargersville, IN 461068451

Project Healing Waters 
Indianapolis
Karl Glander, Jeff Fluharty,  
Al Fish, Jerry Koons
1221 Mt. Pleasant E. St.
Greenwood, IN 46142

Security Title Services
Accufast Holdings, LLC
650 N. Rangeline Rd.
Carmel, IN 46032

Stogsdill Trucking
Todd Stogsdill, Jodi Stogsdill
519 Harvest Meadow Way
New Whiteland, IN 46184

Sutton Performance Horses
Andrew Sutton, Joy Meyer Sutton
7027 South 400 W.
Trafalgar, IN 46181

Temple Construction
William S. Wehrle
774 S. Morgantown Rd.
Greenwood, IN 46143

The Knuckle Sandwich
Red Roof 4 LLC
Stephen Campbell
9500 St. Rd. 144
Martinsville, IN 46151

Turk Cleaning Services
Brian Turk
372 South State Rd. 135
Greenwood, IN 46142
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SBA Guaranteed Loans

Hamilton County

Curt’s Construction, LLC
17824 Moontown Rd.
Noblesville, IN 46062
$45,000. Chase Bank, N.A. 

DECA Financial Services, LLC
12175 Visionary Way
Fishers, IN 46038
$1,479,000
Premier Capital Corporation 

Hank and Sarah’s, LLC
3808 Vanguard Circle
Carmel, IN 46032
$50,000
The Huntington National Bank 

Headfirst Holdings, LLC and
The Roundtripper Baseball 
Academy
16708 Southpark Dr.
Westfield, IN 46074
$1,938,000. $50,000
The Huntington National Bank 

Know-Tone Incorporated
10817 Turne Grove
Fishers, IN 46038
$466,000. Centrebank 

Marshall Best Security 
Corporation
13097 Parkside Dr.
Fishers, IN 46038
$719,500. $250,000
Chase Bank, N.A. 

PJMC Enterprises, Inc. 
2454 E. 116th St.
Carmel, IN 46032
$15,000
The Huntington National Bank 

Trichology LLC
14400 Clay Terrace Blvd.
Carmel, IN 46032
$20,000. Forum CU

UN Communications 
Group, Inc. 1429 Chase Ct.
Carmel, IN 46032
$411,000
Premier Capital Corporation 

Hancock County

KDW Marketing, LLC
6314 W. Stoner Dr.
Greenfield, IN 46140
$34,000. $16,000
The Huntington National Bank 

Hendricks County

American Mold Expert
5250 E. U.S. 36, Bldg. 1100
Avon, IN 46123
$159,000
Premier Capital Corporation 

Better Beginnings  
Child Care, LLC
5175 W. U.S. Hwy. 36
Danville, IN 46122
$20,000. Chase Bank, N.A. 

Fusion Gymnastics, Inc.
582 Pitt Rd.
Brownsburg, IN 46112
$448,000. Indiana Statewide 
Cert. Dev. Corporation 

Pyramid Technologies, Inc.
1715 Stafford Rd.
Plainfield, IN 46168
$90,000. Chase Bank, N.A. 

Johnson County

Honey Grove  
Educational Center
1709 S. S.R. 135
Greenwood, IN 46143
$711,000
Premier Capital Corporation 

Kamma Enterprises, LLC
4744 Pearcrest Way
Greenwood, IN 46143
$20,500. Chase Bank, N.A. 

Kenmax Express, Inc
736 Legacy Blvd.
Greenwood, IN 46143
$32,000
The Huntington National Bank 

KPS Lot Lines, Inc.
6086 W. C.R. 850 S.
Edinburgh, IN 46124
$50,000. First Merchants Bank 

Lisa P. Bramble dba Lulabelle’s
34 E. Jefferson St.
Franklin, IN 46131
$101,300. M&I Bank 

Nirmal Singh dba Nirmal Singh
2972 Seasons Dr. 
Greenwood, IN 46143
$20,000
The Huntington National Bank 

Marion County

Adams Party Rental, LLC
7768 Zionsville Rd., Ste. 1
Indianapolis, IN 46268
$100,000
State Bank of Lizton 

CMG Worldwide, Inc.
10500 Crosspoint Blvd.
Indianapolis, IN 46256
$1,439,000. Indiana Statewide 
Cert. Dev. Corporation 

C and C Midwest Firearms, LLC
9235 Crawfordsville Rd. 
Indianapolis, IN 46234
$50,000. First Merchants Bank 

ClearView Windows and Home 
Restoration
3605 Whalen Ave.
Indianapolis, IN 46227
$40,000
The Huntington National Bank 

D and D Construction and 
Design, Inc.
8824 Key Harbour Dr.
Indianapolis, IN 46236
$50,000
The Huntington National Bank 

Doron Distribution, Inc.
8802 Bash St., Ste. E
Indianapolis, IN 46256
$414,000
Indiana Business Bank 

Elite Pro Painting, Inc.
7208 N. Dobson St. 
Indianapolis, IN 46268
$50,000
The Huntington National Bank 

ENTAP, Inc.
136 E. Market St. 
Indianapolis, IN 46204
$275,000
Stock Yards Bank and Trust Co.

Firkins, LLC
5406 N. College Ave.
Indianapolis, IN 46220
$25,000
The Huntington National Bank 

Home Health Depot, Inc.
7040-7050 Guion Rd.
Indianapolis, IN 46268
$331,000
Premier Capital Corporation 

Indiana Roof Cleaning, LLC
5508 Elmwood Ave., Ste. 321
Indianapolis, IN 46203
$9,100. Chase Bank, N.A. 

Industrial Waste  
Management Co.
7428 Rockville Rd.
Indianapolis, IN 46214
$700,000. First National Bank 

MJP and Company, LLC and
PFLUM, LLC
1728 E. New York St. 
Indianapolis, IN 46201
$355,000. Regions Bank

Omni Management  
Services, Inc.
4138 N. Keystone Ave.
Indianapolis, IN 46205
$61,500. $25,000
The Huntington National Bank 

One Click Internet  
Ventures, LLC
8175 Wichita Hill Dr.
Indianapolis, IN 46217
$350,000. Chase Bank, N.A. 

Outdoor Environments 
Group LLC
4219 W. 96th St.
Indianapolis, IN 46268
$275,000
The Huntington National Bank 

PNC Bancorp, LLC
6700 E. 38th St.
Indianapolis, IN 46226
$100,000. Busey Bank 

Powder Metal Technicians, Inc.
8462 Brookville Rd.
Indianapolis, IN 46239
$100,000
The Huntington National Bank 

Shreeji Foods, Inc.
7118 Woodland Dr.
Indianapolis, IN 46278
$25,000
The Huntington National Bank 

Transformations, Inc.
8083 S. Madison Ave.
Indianapolis, IN 46227
$50,000
The Huntington National Bank 

Wyndham Indianapolis West
2544 Executive Dr.
Indianapolis, IN 46241
#3,191,000
Indiana Statewide Cert. Dev. 
Corporation 

ZEST! Exciting Food Creations
1134 E. 54th St., Studio H
Indianapolis, IN 46220
$150,000
Indiana Business Bank 
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Savvy Dames

Scan the QR Code and

enterprising women with a passion 
to support & inspire peers toward 

leadership & community involvement 
by facilitating impactful & memorable 

events that propel people and 
organizations toward their goals.

Info at: www.savvydames.com


