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FROM THE PUBLISHERFrom the Publisher

If you didn’t attend the John-
son County Community Foun-
dation’s annual meeting at the 
Branigan Room at Franklin 
College on June 21, you didn’t 
see the nearly 200 people who 
showed. It was quite impres-
sive – standing room only.

I am not sure how many 
people have attended these 
meetings in the past, but I 
have to believe that Gail Rich-
ards’ leadership will continue 
to push those numbers up in 
coming years. 

Richards took the job of 
president and CEO of JCCF 
back in March of 2009, after 
nine years as the executive director of the 
Greenwood Chamber of Commerce and a 
stint as a business development officer for a 
local bank. In addition, her resume includes 
work with the United Way of Johnson County 
as well as work for the state and non-profits 
after leaving college in 1980. Somehow it 
seems as if she was destined to lead the JCCF 
and certainly, when talking with her, you get 
the idea it’s a labor of love.

She is overseeing growth in the organiza-
tion and new trends, working with younger 
philanthropists who want to give back to their 
community and be able to see the benefits be-
fore they pass on.

The JCCF has a new logo and tag line: “con-
necting people who care with causes that 
matter.” The idea, according to JCCF officials 
is that there are three major roles of a commu-
nity foundation: endowment building, grant-

making (including scholar-
ships) and convening the 
community around causes. 

The meeting’s keynote 
speaker, Mitzi Martin told 
those in attendance, “We 
should strive to be all that 
we can be.”  Richards can 
identify. 

It’s (The JCCF position) 
everything in one job,” she 
said of her work. “I’m all 
about relationship build-
ing.”

And at the annual meet-
ing that was pretty evident.

The Greater Greenwood Chamber of Com-
merce still has for sale six Super Bowl Ban-
ners that were displayed along Madison Ave.
during this past Super Bowl. Each banner is 
78’’ tall by 29’’ wide and double-sided with 
the same image. Cost for the ones displayed 
were $200 – there are also some that have not 
been displayed that are $250. What a great 
way to have an official piece of sports history. 
Again, these banners were approved by the 
NFL for the chamber to personalize with the 
city of Greenwood’s name. If you are interest-
ed in purchasing one of the banners, contact 
John Davey via email at Intern@Greenwood-
Chamber.com or call the chamber office at 
(317) 888-4856.

Rick Myers
Founder and Publisher

Rick Myers is publisher of the Johnson County  
Business Leader. E-mail: rick@businessleader.bz.
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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
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Of all the casualties of the Internet, only 
Bartlett is crying over the loss of quotation 
compilations. Like song lyrics, quotes are ubiq-
uitous on the information superhighway. Heck, 
I’m even quoted from an article in 2004.

Nuggets of wisdom pervade the web all say-
ing the same thing in different ways. We’ve 
heard quotes by Edison, Ford, Einstein, and 
Twain so many times that meaning is lost. It’s 
not until we encounter a situation where such 
pithy perceptions apply that we begin to under-
stand the wisdom.

Such is the case with me. Quotations remain 
esoteric until I experience them in real life.

Here is just a recent example. 
As a child, I was teased and razzed. Perhaps, 

not excessively, but still, it bothered me to a 
point to where I adapted and became a smart-
aleck with a capital A. 

Quote #1: The best defense is a good of-
fense - Any coach ever.

I honed my skills until I was very deft at 
zinging others. It became a personality trait 
and a style of humor. Many times I would 
put down an innocent to gain a laugh or 
feel superior in a crowd. I didn’t do this all 
the time, but I list cynical as one of my per-
sonality traits. Using humor at other people’s expense is a great 
way to get a laugh, but it’s no way to live. No doubt this has cre-
ated some hard feelings. These hard feelings have come back to 
haunt me.

Quote #2: People do business with people they like - Anyone 
who is a part of a networking organization.

Networks are very important in development. Yes, they can 

help you earn money, but they can also help 
you get ahead in other ways. Your networks 
can rally round you for a cause and they can 
support you in difficult times or situations. Re-
searchers say that weak ties, the peripheral of 
our acquaintances, are more important than 
strong ties or our closest friends. Think about 
former coworkers who have an impression of 
you in stressful times. Perhaps you weren’t the 
nicest guy to them and now they are a CEO of a 
company that would be perfect place for you to 
work. Forget it. That ship has sailed.

Quote #3: I’ve learned that people will for-
get what you said, people will forget what you 
did, but people will never forget how you made 
them feel. - Maya Angelou

Sometimes people know exactly why they 
don’t like you. For many others, it’s just a feel-

ing. As I get older, I find that the people 
who were pleasant and sincere were the 
ones who left the lasting impression. In-
advertently, I have burned a lot of bridges 
through putting people down and lifting 
myself at their expense. I’m not complain-
ing; I’m owning up. I’m analyzing and ad-
vising: Don’t fall into a similar trap. Stay 
positive and smile. Offer help and encour-

aging words and be a resource for folks. Don’t kick at dogs, 
because it may take 10 years, but they will bite back the first 
chance they get.

The List

By Nicole Davis
Making wine in his basement for many 

years, John Richardson said he never 
dreamed his hobby would have turned into 
such a successful business. But the Bargers-
ville native had farming in his blood. Upon 
retiring from teaching, he returned to the 
farm where he grew up; the farm which had 
been in the family since 1835.

After reading an article which was look-
ing for Indiana wine makers to grow grapes, 
John figured that was something he could 
do. Instead of selling the grapes, though, 
he decided to start his own business with 
his son and daughter-in-law, Bill and Laura 
Richardson. The first grapes were planted in 
2000. Mallow Run Winery was in full opera-
tion in 2005.

“I had no idea we would grow as fast as we 
did, which is gratifying, a little frightening 
at times,” John says. “When we first started 
growing wine it was in the basement of the 
1870s barn. We moved into a production 
building within 18 months.”

Mallow Run began with grapes planted 
on one acre. They now occupy eight acres. 
In the last three years they have doubled 
production. With two full-time and approxi-
mately 25 part-time 
employees, John 
said they are still ex-
panding. They also 
produce and sell 
high-quality beef.

“We have grown 
far faster than I 
ever anticipated we 
would,” says Bill, 
who majored in ag-
riculture at Purdue 
University. “You 
think you get those 
first few years with 
steep growth and 
start to plateau. To 
have a higher in-
crease has been 
wonderful.”

The Richardsons 
contribute much of 
their success to lo-
cation and commu-
nity oriented events. 
Laura says people 
can take picnics on 
the farm, have a 
glass of wine and feel 
like they have taken 
a trip out of town, even though they are still 
in close proximity to more populated cities 
like Franklin and Greenwood. They found 

the farm has a good vibe, a perfect venue 
for live music. Included among those events, 
the Carmel Symphony Orchestra has an an-

nual concert which 
will take place July 7 
at 7 p.m. Their larg-
est event is the 5k, 
5-mile run which will 
take place on Oct. 6 
this year, in benefit of 
the Johnson Memo-
rial Hospital Foun-
dation. Last year, the 
run had more than 
3,000 participants. 
Laura says they also 
try to add a chari-
table component to 
each event, donating 
to various nonprof-
its.

“I think in a year 
we found it was go-
ing to be a bigger 
project than we ever 
imagined,” says Lau-
ra, whose husband 
attributes to being 
the creative mind be-
hind the events. “It 
was requiring a lot 
of manpower to keep 
up with demand. My 

winery responsibilities became my primary 
focus.”

The Richardsons have maintained the 

family history along with their business. The 
winery is named after George Mallow who 
first settled on the farm in 1835 and after 
the creek that goes through the land, Mal-
low Run. They sell three picnic wines, which 
John says are very popular: Picnic Red, 
White and Blush. The wines are named af-
ter Picnic Woods, also on the farm. The taste 
testing room is located in the 1870s barn 
that John’s great-great grandfather built. 
John, Bill and Laura still live on the farm, in 
houses their relatives built and lived in. The 
house Bill and Laura live in was John’s birth-
place. John’s house was his birthplace. Much 
of the land is still rented out for soybean pro-
duction. 

“It’s been farmed all this time,” John says. 
“I hope they would be pleased that we are 
carrying on a tradition of agriculture. The 
farm is pretty much intact and we try to 
adapt and change with the time.”

Possibilities are endless for the future of 
Mallow Run. John says he hopes to increase 
their wholesale presence. They already sell 
their wine at local retailers such as liquor 
stores and CVS. Bill says they are looking 
into expanding to other vineyards or just 
expanding the tasting room – all ideas that 
have just been thrown around so far.

 “I think that our hope for the future is that 
we can continue to be who we are, even if we 
grow,” Laura says, “and that the nature of the 
way our customers feel when they come to 
the winery doesn’t change, and we can con-
tinue to be amazing employees.”

Best advice you have 
received: Make the 
leap and go ahead 
and step out and take 
the chance, the risk to 
open a winery.

Worst advice you have 
received: I hope you 
don’t fail.

Best business decision 
you have ever made: 
It was the decision to 
open a winery. When 
I first had the idea, I 
was just going to grow 
grapes to sell and we 
decided we had an old 
building, the barn to 
refurbish, so we decided 
to open a winery.

In 5 years…  
We hope to increase 
our wholesale presence 
in central Indiana and 
distribute to more  
retail outlet.

Secret to my success:  
I think our winery 
succeeds because we 
try to be personable 

and friendly to our 
customers. When they 
come to the winery 
and to the events, we 
give them something 
they enjoy and of 
course the product, 
something they enjoy 
drinking. We’ve had 
several people say this 
area on the south side 

has needed a meeting  
venue where they can 
enjoy the outside, our 
wine and the rural 
experience.

How John did it…

Mallow Run Winery 
6964 W. Whiteland Road

Bargersville, IN 46106
(317) 422-1556
mallowrun.com

From left, Bill and Laura Richardson with Bill’s father John Richardson.

Mallow Run Winery bottle of wine.

John Richardson is a 
retired English teacher, 
so though he enjoys 
reading, he also sings in 
two music groups. 

He says he likes music 
enough, that he likes so 
many things there is no 
way he could pick out 
any favorite song. “It’s 
like which is your favorite 
child kind of thing,” he 
says. His favorite genres 
include…

Broadway musicals,
Classical and Jazz

QUOTE OF THE MONTH
Expect the best. 

Prepare for the worst. 
Capitalize on what comes.

-Zig Ziglar

Altruism
Altruism is a concern for the welfare of others.  It is the motiva-

tion to provide something of value to others rather than the self.   
It consists of sacrificing something for others with no expectation 
of any compensation or benefit.  In today’s ultra-cynical times, 
altruism and political leadership seem to be mutually exclusive.  

This publication’s mission is to encourage, promote and rec-
ognize leadership and those who demonstrate it.   So it is with 
great regard that we recognize and applaud the altruistic lead-
ership that Governor Daniels displayed in accepting the role of 
President of Purdue University.  

Not that very long ago, Governor Daniels was on a very short 
list of potential candidates for the presidency of our great nation.  
Yet he chose not to travel that path but instead focus on continu-
ing to serve the great state of Indiana. Now as he approaches the 
end of his governorship, rather than cashing in economically with 
accepting a lucrative lobbying career or politically by pursuing a 
potential cabinet position, he instead remains true to Indiana.  He 
will continue to serve Hoosiers and generations of Hoosiers to 
come by what we know will be an effective term as president of 
one of our great state universities.  

With typical Daniels’ humility upon accepting his new role, he 
stated:  “Helping this great institution achieve even higher levels 
of research and intellectual excellence … is the highest calling to 
which anyone who loves this state, as I do, could aspire.”

We couldn’t be prouder of “Our Man Mitch” and wish him the 
very best in his new role.

Independence Day
Independence Day, the greatest of American holidays, will be 

celebrated this month in normal boisterous American fashion.  
As Americans, “boisterous” is our middle name.  George Will 
says that “Americans are overreachers; overreaching is the most 
admirable of the many American excesses.”  Tim the Toolman 
Taylor puts it more succinctly, “MORE POWER!” 

So when you and your family attend one of the many July cel-
ebrations our community has to offer, celebrate enthusiastically.  
We are the greatest nation this world has ever seen.   We can be 
justifiably proud. 

We would also caution you to be responsible and watch out 
for yourselves.  It’s been a very dry summer.  Temperatures 
remain well above average and burn bans are prevalent.  Few 
things could spoil your festivities more than an expensive fine 
so know the current situation in your community.  In some lo-
cales with burn bans, if you’re caught lighting fireworks--even 
if it’s on your private property--you could be hit with a fine of 
up to $2,500.  Be aware.  Have fun.  And have a great Indepen-
dence Day!

Listen here, young whippersnappers...

“Like song lyrics, 
quotes are ubiquitous 

on the information 
superhighway”

Photos by Rick Myers

“Mallow Run began with 
grapes planted on one 
acre. They now occupy 
eight acres. In the last 
three years they have 
doubled production. 
With two full-time and 

approximately 25  
part-time employees…”

Back to the farm
Richardson family experiences growth at Mallow Run Winery 

after returning to 177 year old farm.
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OPEn FOR BUSInESSOpen for Business

Compiled by Jill Bode

Former coach starts  
business for family’s sake
Ryan Richardson started working on the con-

cept of MVP Baseball and Softball Academy, 
an indoor batting and pitching practice facility, 
about two years ago after he stopped coaching 
baseball at Roncalli High School. He quit coach-
ing after his daughter was born and his family 
moved further south. The time spent commut-
ing to and from his coaching job made it difficult 
to spend much time with his wife and daugh-
ter.  However, Richardson wanted to continue to 
coach baseball and this business model allowed 
him to continue to pursue his passion for coach-
ing baseball. 

What prepared you for the opening of 
your business?

I played baseball through college and coached 
for five years after I graduated.  I have coached 
for U of I, Center Grove High School, The Indi-
ana Irish and Roncalli High School.  On the busi-
ness side, I have worked for a real estate company 
since I graduated from college.  During my time 
there, I have taken on many roles from market-
ing, market research, property management, fi-
nancial planning and accounting.  I have devel-
oped a wide range of skills that have prepared me 
to run a business.  Fortunately, I am able to use 
those skills to develop a business around some-
thing I am extremely passionate about.

What are the trends in your industry?
The main trends in my business are seasonality 

trends.  Business will be slower during the spring 
and summer months when everyone is outside 

practicing and playing games.  Fall and winter 
will be the heavy traffic times for my business.

How do you differ from competitors?
 I differ from my competitors from both the 

training and pricing standpoint.  My pricing is 
significantly lower than my competitors.  My 
training program is also superior to my com-
petitors.  At our facility, we will teach just one 
hitting program and pitching program.  The 
training structure will be taken out of the indi-
vidual instructors’ hands.  To ensure that every 
coach teaches the same thing, a single program 
will be developed by my head hitting instructor 
and me.  This is not the case with my local com-
petitor.  The teaching programs are left up to the 
individual instructor and they all teach different 
techniques.

Do you have a mentor?
I don’t have a mentor for the most part.  I am 

someone who likes to learn by trial and error.  I 
ask a lot of questions and try to learn and grow as 
I go.  There have been a large number of people 
who have helped me get to the point I am at right 
now, but I have not leaned on one person in par-
ticular.    

What do you plan to do to combat 
current economic conditions?

I have set my pricing to a more reasonable 
level than my competitors.  A level that is more 
affordable for parents, but also keeping in mind 
that the facility needs to make money. 

TWLX210009.indd   1 6/14/12   11:55 AM

Richardson steps up to new challenge.

Photo by Jill Bode

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.

PERSOnnEL MaTTERSPersonnel Matters

Business success requires 
hiring and retaining top talent.  
This proves a challenge, con-
sidering a recent survey con-
ducted by Opinion Research 
Corporation found that 80% 
of employees would consider 
leaving their current job if pre-
sented with other opportuni-
ties.  In light of these findings, 
it’s more important than ever 
to retain your top employees.  

Most companies try to in-
crease their retention rates on 
strategies such as training and 
recognition.  This article focus-
es on one of the biggest reten-
tion issues that no one wants 
to talk about – building trust.  An employee’s 
relationship with his or her supervisor is one 
of the most critical factors in creating a work 
environment that encourages productivity, em-
ployee engagement and company loyalty. With-
out a strong sense of mutual respect, the people 
you lead will always be looking for other oppor-
tunities.  So how do you open up the lines of 
communication and start the process of build-
ing trust?

I have found that trust is the foundation for 
building a great team.  Trust isn’t just your feel-
ing of assurance that someone will do a task 
correctly or will behave in a certain way.  The 
type of trust needed within a team is the type of 
trust that starts with vulnerability.  Being vul-
nerable comes from being open and transpar-
ent.  This type of honesty isn’t easy to develop, 
but it starts with the leader.   You can’t just an-
nounce tomorrow that you and your team are 
going to trust one another; it takes time and 
must be genuine.  When a leader allows himself 
to become vulnerable, then he can confidently 
ask others to do the same.  One of my favor-
ite quotes by Patrick Lencioni is “At the heart 
of vulnerability lies the willingness of people to 
abandon their pride and their fear, to sacrifice 
their egos for the collective good of the team.”  
When a leader fosters this type of trust, the 

process of opening the line of 
communication will begin.  As 
a leader, it’s easy to mistakenly 
believe that all your actions are 
noticed, so don’t get discour-
aged when you try to become 
vulnerable.  It often takes some 
intentional exercises to start the 
process.

As an example, there are a 
couple of exercises you can do 
as part of a new initiative or 
the start of a new group project 
that will help foster this type of 
trust.  Here are two examples:

1.) Take 15 minutes and have 
everyone who is part of the 
team tell something about his 

life.  Structure it with a few questions that allow 
people to say something about themselves.  The 
key is for each person, though, to state some-
thing about himself or his family that others 
may not know and then something that they 
struggle with.

2.) Use some type of profiling tool to help 
your team discover their strengths and under-
stand their weaknesses.  I personally like to use 
strengthstest.com.  This site has a quick 20 min-
ute evaluation that you can purchase for each 
person that will find his top 5 strengths.  Have 
each person discuss his top strength and how 
he uses it in his job every day.  

With the high costs of hiring and training, 
along with lost productivity, turnover costs bil-
lions of dollars each year. If you’re facing the 
possibility of attrition in your company, start 
making changes by developing trust as a leader. 
This will be the foundation for creating a team 
that can handle conflict, keep commitments, 
hold each other accountable and reach goals.  
This type of a team will create job satisfaction 
and employee engagement, resulting in reten-
tion of the top talent at your company. 

Trust me? It’s the key to 
retaining top talent

BUSInESS BRIEFSBusiness Briefs

First Merchants Charitable Foundation, Inc. 
will award its annual grants to local charitable 
organizations in Johnson County and five other 
counties across Indiana. The foundation will 
award the grants for Johnson County totaling 
$10,950 at a presentation at the First Merchants 
Greenwood SR 135 Banking Center on Mon-
day, June 25 at 10 a.m. Grants will be awarded 
to the Johnson County Community Founda-
tion, Leadership Johnson County, The Refuge, 
Baxter YMCA, and Flags over Greenwood.

Grants awarded to 
Johnson County charities

THE PERSOnaL TOUCHThe Personal Touch

I’ve noticed that many peo-
ple have a strong aversion to 
repetition. It isn’t that they 
can’t tolerate others repeating 
a message; it’s that they don’t 
want to risk echoing their own 
communications. That’s partic-
ularly true when it comes to de-
veloping their marketing com-
munications materials -- but 
that’s when repetition is most 
important.

The concern about repetition 
crops up most often in planning 
for ongoing marketing pro-
grams, such as ad campaigns or 
customer newsletters. There’s a 
belief that everyone hangs on 
every word we say and commits it to memory 
and that they’ll immediately recognize any rep-
etition on our part. 

However, repetition is 
not a bad thing. In fact, it 
can be a very powerful tool. 
Why? Consider several im-
portant points:

First, no prospect, cus-
tomer, or client will pay 
attention to what you say 
as closely as you do. You 
and your team may have 
spent an hour tweaking 
and twisting that particu-
lar sentence to get it just right; your reader 
skimmed over it in a few nanoseconds. She 
came away with a general impression of what 
you said, and that’s it. Frankly, that’s the best 
you can hope for.

Second, your prospects, customers, and cli-
ents will remember only a small amount of what 
they learn today, and it’s a safe bet that your 
message will not be among them, no matter 
how important it may be to you. 

Third, your prospects, customers, and cli-
ents encounter literally thousands of pieces of 
information every day. From TV commercials, 
to billboards, to news stories, to social me-

dia posts about cats that want 
cheeseburgers, they are inun-
dated with information. Your 
message may be one in 10,000 
they see today. Even if it really 
stood out, it may still be among 
100 others. 

Finally, most people must 
see your message many times 
-- perhaps dozens -- before it 
takes root in their minds and 
affects their behavior. That’s 
why successful advertisers have 
long understood the value of 
frequency. With rare excep-
tions (such as the overpriced 
and overhyped Super Bowl ads 
nobody remembers three days 

later), they run their ads again and again. 
Given those realities, spewing all sorts of 

different information at 
your target audience is go-
ing to be far less effective 
than repeatedly targeting 
them with the same mes-
sage or two. If you have 
100 opportunities to con-
nect with your prospects 
this year, rather than send-
ing 100 different messages 
one time each, sending one 
message 100 times will dra-
matically increase the like-

lihood that you’ll break through the clutter and 
implant that message in your audience’s mind.

Beyond improving the chances that your au-
dience will remember what you have to say, rep-
etition also reinforces the validity of your posi-
tion. When you make the same statement again 
and again, those words appear to be part of your 
philosophy. People realize that your message 
isn’t an off-the-cuff remark, but something that 
you share because you believe it. That kind of 
consistency builds confidence.

Scott Flood
Columnist

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

Repeating repetition isn’t  
necessarily a bad thing

MOnEY MaTTERSMoney Matters

Jeff Binkley
Columnist

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

I do a lot of reading and for 
most of what I read, at least the 
non-fiction stuff; I can’t help 
but relate it back to the markets 
and investing. After 19 years 
in the business my brain just 
thinks that way. “Moneyball”, by 
Michael Lewis, is a fascinating 
study of how a General Manag-
er (Billy Beane) of an MLB team 
(the Oakland A’s) with mini-
mal financial resources figured 
out how to compete and win 
without high-priced talent. The 
movie with Brad Pitt as Beane 
wasn’t too bad either.

Before Billy Beane and the 
whiz kid played by Jonah Hill (in 
real life, Paul DePodesta), baseball conventional 
wisdom was that players could be economically 
priced by following the time-honored traditions 
of scouting and long-established measurements 
of talent. Talent was “measured” sometimes by 

how a player looked, “He looks 
like a hitter.”  Or even less ob-
jective tests, “I got a gut feeling 
about this kid.”  

It’s a complicated story but 
what came from Beane and 
DePodesta’s efforts was a new 
emphasis on one previously 
thought unremarkable statistic: 
On Base Percentage. If a player 
got on base a lot, regardless of 
whether from a hit or a walk, 
the Oakland A’s wanted him.   
They figured out that the first 
step to scoring more runs was 
to get more batters ON BASE. 

But that’s a baseball story 
Bink. What does that have to 

do with investing?  
Stock prices to a great extent are based on 

a company’s earnings.  That’s why the price/
earnings ratio (P/E ratio) for a company is one 
time-honored means of fundamentally evaluat-

ing a stock’s potential growth. After all, how can 
anyone justify a phenomenally high stock price 
for a company that has little to no foundational 
earnings to base that price on?   (I won’t men-
tion names but a “sure thing” internet company 
sure performed pretty poorly as people took a 
deeper, more rational look at their earnings po-
tential.) Stock analysts always like to forecast 
“future” earnings to justify high P/E ratios.  But 
often times those estimates (read:  guesses) are 
based on non-objective, conventional wisdom 
based measurements. 

So what’s an investor to do? Like the aim of 
the general manager of a baseball team, the 
purpose of a successful investor is very simple.  
Whereas the GM of a team wants more runs 
scored, the investor who would be successful 
wants a rising portfolio value.  Like the GM, the 
investor needs to effectively evaluate “talent”. 

How? Look at the company’s “on base per-
centage”. Earnings are important yes, but take a 
look at a company’s dividend record. Are they 
paying dividends?  Are they consistent? Are 
they raising their dividend?  Dividends, divi-
dend consistency and rising dividends are all 
evidence of good management, and potentially 
a good long term “player” for your portfolio.

Now if only my Red Sox could get out of the 
basement in the AL East! 

Disclosure: all information is general and not 
for specific advice or recommendation.

Take me out to the ballgame!

“…repetition is  
not a bad thing.  

In fact, it can  
be a very  

powerful tool.”

The Greenwood Chamber  Commerce 
will hold its annual golf outing on Thurs-
day, July 12, at Dye’s Walk Country Club,  
2080 South S.R. 135, Greenwood. For more 
information about registering to play or 
for sponsorship opportunities, call 
(317) 888-4856.

Greenwood Chamber 
golf outing July 12

To Advertise Monthly in the 
Business Leader

Call: (317) 451-4088
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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-profi t, 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.

Jane Blessing
Partnership for a Healthier Johnson County and 
Johnson Memorial Hospital Health Foundation
LJC Class 2001

How has Leadership Johnson County impacted your life personally?
I learned many new things about myself…for example 
I learned to be quiet and listen; and I found out just 
how many great ideas are out there!   I learned that I 
needed to pull my pencils & paints out from under my 
bed.  Although a sports enthusiast, I really don’t have 
to keep trying to play golf….what I am really cut out for 
is sketching and painting!  
 
How has Leadership Johnson County impact-
ed your life professionally?
I attribute the success of the Partnership for a 
Healthier Johnson County and the Johnson Memorial 
Hospital Foundation to the hundreds of individuals who 
continuously step up to plan and implement collabora-
tive, measurable strategies to improve the health of 
Johnson County residents.  My knowledge of who the 
key stakeholders are and the trusting relationships I 
have built with them has come from my involvement in 
LJC and enhance my work greatly. 

How has Leadership Johnson County benefi ted 
Johnson County?
Johnson County is resource rich, add to that hundreds 
of LJC trained leaders and I don’t believe that there is 
an issue in our community that we can’t make signifi -
cant progress in solving.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Relationships in healthy communities are built upon 
trust, common vision and the concrete experiences 
of citizens working together on behalf of the commu-
nity.  LJC offers an experience that weaves together 
hundreds of individuals, equipping them to serve to 
their full potential with resources, relationships and 
leadership skills.  
 
What one thing did you like best about the
Leadership Johnson County Program?
The opportunity to develop new relationships, with 
people from all walks of life.

Jeremy Peters
NSK Precision America
LJC Class 2011

How has Leadership Johnson County impacted your life personally?
Leadership Johnson County greatly improved my 
knowledge of our county.  Through LJC I have gained 
the knowledge and confi dence to be more involved in 
my community.  I have been able to better understand 
the leadership and logistics of Johnson County.  I 
have also been exposed to a lot of great individuals 
and leaders through the curriculum and social events.  
Through our county tour, I developed an appreciation 
of our county’s history and future potential.

How has Leadership Johnson County
impacted your life professionally?
Leadership Johnson County has given me the 
knowledge and understanding of what makes a great 
leader.  I have made some professional connections 
to allow for more collaborative solutions to some is-
sues pertaining to work.  LJC has given me a better 
understanding of my strengths and weaknesses as a 
leader, and the curriculum has also given me the tools 
necessary to improve my abilities. 

How has Leadership Johnson County benefi ted 
Johnson County?
LJC has benefi ted the county by providing training 
to develop more well rounded leaders in our society.  
Each year, several community service projects are de-
veloped and most completed all to improve the value 
of life in Johnson County.  LJC not only develops bet-
ter leaders, it helps to enhance community awareness.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
 Without LJC our community would be less productive 
due to the lack of leadership development.  

What one thing did you like best about the
Leadership Johnson County Program?
It is diffi cult to pick one thing I liked best about LJC.  
The professional networking and friendships made 
would have to be at the top of my list.and learn to-
gether. 

L. Dean Jones
Senior Helpers
LJC Class 2006

How has Leadership Johnson County impacted your life personally?
It helped me understand more about who I am as a 
leader, what the strengths and weaknesses of my style 
and how I could adapt these styles to be more effective 
in my leadership in my own business.  
 
How has Leadership Johnson County impact-
ed your life professionally?
While I was attending LJC, I was on staff at CCG.   
During that time I became the Executive Pastor during 
the transition of the retirement of the founding pastor 
and the selection of a new pastor.   The information 
and issues that we were exposed to at LJC helped to 
equip me for my responsibilities.   In 2008, my wife and 
I bought a Senior Helpers’ franchise.  Our responsibili-
ties were and continue to be to develop this business 
to serve Johnson County Senior Adults.  The opportu-
nity to meet other Johnson County business leaders 
has been invaluable as I have  been able to continue 
to network with some from our class.   

How has Leadership Johnson County benefi ted 
Johnson County?
During the 9 month training each class is respon-
sible for developing projects. Many of these projects 
developed into ongoing “projects”.  These projects are 
serving Johnson County by helping our residents be 
healthier,  funds being raised to help those in need, 
to name just a couple.   These services have become 
invaluable and will continue to be as more and more 
people are involved.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Johnson County is a wonderful area in which  to live, 
work and do business.   For the area to continue to 
grow economically and resourcefully, we must be rais-
ing up and training powerful leaders.   We all need to 
be growing and learning more skills in order to further 
attract businesses and leaders who will make a strong 
impact.
 
What one thing did you like best about the
Leadership Johnson County Program?
There were several experiences that I enjoyed during 
the LJC program including the exposure to several 
prominent leaders in Johnson County, their stories of 
business success and their insights into leadership principles.   One of my most favorite experiences was the driving tour of 
Johnson County to learn in more detail the history and some of the historical sights of the county.   I also appreciated the oppor-
tunity to be exposed to some of the top leaders in the county and observe their styles the effectiveness of each of these styles.

Gretchen Beaman
Dow AgroSciences
LJC Class 2009

How has Leadership Johnson County impacted your life personally?
LJC opened up connections to the community that 
I didn’t have before.  Although I’ve lived in Johnson 
County since 1984, I’ve worked outside the county 
all of my career which didn’t allow much opportunity 
to connect to the community.   While participating in 
LJC, I met new people from across the county, some 
of whom are my closest friends today.  I experienced 
the county in a whole new way from learning about the 
history and infrastructure to climbing to the top of the 
courthouse.  I’ve parlayed my deeper connection to the 
county to taking more volunteer leadership roles. 
 
How has Leadership Johnson County impact-
ed your life professionally?
The LJC program days were a safe environment to 
practice team work and collaboration skills.  I use 
those skills every day in my workplace and in my 
volunteering endeavors.  The group project not only 
enhanced my project management skills, but chal-
lenged me to think bigger, outside of the box.  

How has Leadership Johnson County benefi ted 
Johnson County?
LJC has trained over 400 people who in some way 
impact Johnson County, starting with the community-
based group projects.  Strengthened by the LJC expe-
rience, these trained leaders strive to collaborate with 
others to continually improve Johnson County. 

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Although many people can receive leadership training 
at their workplace, not all have that opportunity, let 
alone combining that with learning about the county 
where we live or work.  Johnson County needs leaders 
that want to work together and make Johnson County 
a place where we can continue to embrace our agricul-
tural heritage and grow. 
 
What one thing did you like best about the
Leadership Johnson County Program?
What part didn’t I like?  I enjoyed the variety of pro-
grams and the opportunity to meet people from all 
walks of life.  
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Event planning can be tricky, but good planning is the key to keeping things running smoothly

By Tricia Bowen
I have planned events for 10-10,000 attend-

ees. It is my passion, and I am often asked to 
share some tips and advice on event planning. 
Since businesses host many events during the 
summer, here are some good general rules. And 
to help explain how this can apply to your next 
event – I will tell you how each piece coincided 
with our recent chamber luncheon at Valle Vista 
Golf & Conference Center.

Choosing a Venue:
•	Do	a	site-visit	to	each	location	you	are	
considering.

•	Make	sure	the	venue	is	an	appropriate	
size	for	your	event.

•	Make	sure	the	venue	meets	your	needs	
regarding	audio	visual	and	sound	
requirements,	food	and	beverage	
options,	and	if	the	venue	is	outdoors	–	
consider	a	weather	contingency	plan.

Prior to the luncheon I met with Valle Vista’s 
Corporate Event Consultant, Janice. We dis-
cussed room set-up and menu options. I also 
contacted an outside audio visual company to 
coordinate all of our AV and sound require-
ments.

Food serViCe:
•	Does	the	venue	allow	outside	caterers	
or	do	they	have	an	in-house	caterer	you	
must	use?

•	Do	you	want	your	attendees	to	be	seat-
ed	to	eat,	or	to	network	while	standing	
using	cocktail	tables?

•	Will	you	serve	a	pre-plated	meal,	buffet	
or	passed	hors	d’oeuvres?

•	Make	sure	you	discuss	options	for	food	
allergies	and	vegetarian	or	gluten-free	
choices.

Valle Vista has an in-house caterer so I 
worked with Janice to determine the menu and 
we would selected a buffet-style meal. We also 
discussed how and when I would let them know 
of any special dietary needs.

LogisTiCs:
•	Determine	how	many	tables,	chairs,	
trash	cans,	etc.	you	will	need.

•	Make	sure	you	have	extra	supplies	
on	hand	to	accommodate	any	walk-in	
attendees.

•	Who	is	responsible	for	set-up	and	tear-
down?	If	you	are	responsible,	make	
sure	you	have	volunteers	on	hand	to	
assist.

•	Keep	a	production	timeline.	Know	when	
volunteers,	speakers	and	attendees	will	
arrive,	when	the	room	and	AV/sound	will	
be	set-up,	when	the	meal	will	be	served,	
etc.

•	Test	all	AV/sound	and	presentation	set-
ups	prior	to	the	event	starting.

I kept in close contact with Janice during 
the days leading up to the event, relaying our 
expected attendance numbers, any room set-up 
changes and the times when I, the AV company 
and attendees would arrive. I had to give a guar-
anteed number of attendees to Janice and I had 
to make sure that number accounted for any 
walk-in registrations we might have the day of 
the event. I typically add at least 15 to our count 
to include walk-ins. 

on-siTe:
•	Make	sure	registration/check-in	is	set-

up	and	ready	to	go	before	attendees	
begin	arriving.	

•	Make	sure	registration	volunteers	know	
and	understand	the	check-in	process.	

•	Have	clear	directional	signage	for	those	
who	pre-registered	and	for	those	who	
need	to	register	on-site.

•	Make	sure	you	know	who	your	on-site	
contacts	are	for	room	set-up	questions,	
kitchen/catering	questions	and	AV	ques-
tions.

Even though Janice was my main contact and 
she met me on-site when I arrived, she was not 
my contact for questions regarding the meal. Jan-
ice introduced me to Diane who would be assist-
ing me with the lunch. I met with the AV com-
pany once they finished setting-up to do a run 
through of the sound, microphones and speakers. 
I also greeted our guest speaker upon arrival and 
walked him through the luncheon program to 
make sure he did not have any last minute needs 
for his presentation.

The luncheon was a success and I believe that 
was due to careful planning of each aspect of the 
event.

I have learned several things over the years 
regarding event planning. You need to:
•	Be	organized
•	Multitask
•	Plan	for	the	unexpected
•	Be	flexible
•	Ask	questions	and	not	assume
•	Pay	attention	to	details
•	Negotiate
•	Be	open	to	new	ideas
•	Have	fun
Good luck to you on your next event – 

remember to have fun!

Tricia	Bowen	is	the	events	&	operations	manager	for	the	
Greater	Greenwood	Chamber	of	Commerce.	To	reach	Tricia,	
write	her	at	Tricia@Greenwood-Chamber.com.
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COaCH’S CORnERCoach’s Corner

Whether you realize it or 
not, your customers, clients 
and prospects have a number in 
their minds. In most cases they 
aren’t even aware of it, howev-
er, I assure you they do have a 
number in mind and it impacts 
you and your business.

With every encounter your 
customers have with you, your 
team, and your business, they 
mentally make a note whether 
the experience was what they 
expected. 

When they call to make an 
appointment, they’re noticing if 
the phone was answered polite-
ly and if the person they talked 
to was polite, courteous, served their needs and 
listened. If one is missed, they place a number 
on the satisfaction scale against you. Exceed one 
and the number shifts to your favor. 

You’re also being judged against experiences 
offered by competitors. When customers are 
somewhere else, and their expectations are ex-
ceeded greatly by another product or service, 
that experience just raised the bar on how you 
must interact with your customers. It might not 
seem fair, however, it’s reality. 

When expectations have not been met dur-
ing their interactions with you, the customer 
stacks enough numbers on the scale until they 
bolt. Some, albeit very few, will communicate 
with you in some fashion that things aren’t go-
ing well in hopes that they won’t have to leave 

you. Unfortunately, too many 
times that communication is 
completely missed and they feel 
forced to leave. 

That’s their point of view (the 
only point of view that really 
matters). You need to know that 
if you call them to ask why they 
left, they’ll talk about price. 
“Your price was just too high. 
We shopped and found a much 
better deal elsewhere.” It’s my 
contention that had things been 
going smoothly the entire time, 
they wouldn’t have been shop-
ping in the first place. 

The good news is that there 
are some simple steps you can 

take to make sure your customers don’t think 
about leaving: listen to your customer, have a 
simple way to accomplish this goal; make your 
day-to-day processes into systems to provide 
consistently good service; and design the ex-
perience your customers should have and then 
check to make sure every customer is getting 
that experience.

We all need to remember that we get paid for 
bringing value to the marketplace, and when we 
cease to bring value, we lose the business. When 
we bring more value, perceived or real, we get 
a raise. 

Thinking of a number…

Jack Klemeyer
Columnist

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

nOW THaT WE’VE BEEn OPEnNow That We’ve Been Open

Imagination Station is so much more than 
a toy store. Parents travel from miles away to 
shop for high quality and unique children’s toys 
and games, including old standards like Lin-
coln Logs. Kids just love to play with the many 
demonstration toys and attend birthday parties 
and other fun events at the store. Friends and 
business partners Julie Wells and Erin Bollhorst 
had a vision to bring quality, educational toys 
to the Southside community when they opened 
the first Imagination Station store in down-
town Franklin in May 2004. The iconic red 
and white-stripped awnings drape a store well 
stocked with fun, educational toys, gifts and 
specialty books. The popularity and success of 
the Franklin store convinced Wells to add a Co-
lumbus location of Imagination Station, located 
near Kidcommons, two years ago.  

What has been your biggest lesson 
so far? 

Value people! Whether in business, custom-
er, or employee relationships –treating others 
with respect and understanding is the only way 
to move yourself and your business forward.

What would be one thing that could 
help your business? 

I think having more members of the com-
munity who understood the importance and 

economic impact of supporting local retailers. 
Independent restaurants and shops are vital to 
a thriving community and are responsible for 
employing hundreds of local residents.  

What advice would you give some-
one starting his/her own business? 

Develop a good team of professionals, and 
then draw from their experiential knowledge.

So, what do you think about your 
business’s future? 

Toys are a fun business! Like with any type of 
business you have to continually change to stay 
relevant to your customers, we do a lot of re-
search to make sure we are stocking the Imagi-
nation Station stores with the types of games, 
toys and other items that we would want for our 
children.

Playtime just got smarter

Julie Wells Photo by Jill Bode

Companies look for the best place to do busi-
ness. The cost of real estate drives the compa-
nies to places like Johnson County where pric-
es are affordable. They know their employees 
are looking for a community where homes are 
within their financial means. A sense of com-
munity drives employers to look for the best 
schools, churches, medical facilities, shopping 
and other recreational opportunities families 
seek. As our economy improves, we are seeing 
and reading about new companies finding their 
way south of Indianapolis to Johnson County as 
a place to call home.

Whether it is residential or commercial 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 9 months 
buyers will still capture incredible great buys in 
real estate. Banks continue to purge their inven-
tory 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 increasing values.

It is encouraging to see new small businesses 
enter the work force again such as Med Lab and 
Coner Auto Sales in Greenwood. 

Greenwood’s 
popular Shallo’s 
Restaurant was 
recognized in 
the IBJ for great 
food and service 
since beginning 
their brewery 
and bar in 1981. 
The Willard, a 
historic Frank-
lin bar and restaurant were also recognized. The 
25 year old neighborhood eatery has 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 
restaurants 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 vendor 
provides convenience and a $4.50 lunch to local 
business people.

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

Brenda Richards is a commercial real estate at Car-
penter Realtor. She is interested in new business 
and real estate in Johnson County. Brenda can be 
reached at Brenda.richards@comcast.net.

Brenda 
Richards

COMMERCIaLLY SPEaKInGCommercially Speaking

Compiled by Jill Bode

Wells and Bollhorst offer educational 
toys and events at their two stores
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Are you having financial nightmares?

We can help.
Running a successful business these days is 
harder than ever.  If you’re like most business 
owners, driving sales has become your full-time 
job.  The only problem is that it is not your only 
job.  You also need good accounting!

Simons Bitzer & Associates was founded over 17 years ago to provide expert 
financial help to companies that need assistance but simply cannot afford a 
full-time Controller.

Call Simons Bitzer today to schedule your 
complimentary consultation.

You can receive the expertise of a Controller on an as-needed basis.  

We assist our customers with:

• Budget preparation

• Accounting system efficiency

• Financial report preparation

• Cash flow projections

• Revenue analysis

• Reconciliation of accounts

expressindysouth.com

(317) 888-5700
707 South Madison Ave. Suite Q 
Greenwood, IN 46143

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.

July Chamber of  
Commerce Meetings

10 - Franklin Chamber 
of Commerce member 
appreciation: Tuesday, 
July 10, noon at Franklin 
Chamber office, 370 E. 
Jefferson St., Franklin. For 
more information, call (317) 
736-6334.
 
18 - Greenwood Chamber 
of Commerce Chamber 
101, Wednesday, July 18, 9 
-10:30 a.m. at the Chamber 
office
For more information, call  
(317) 888-4856
 
25 - Greenwood Chamber of 
Commerce Women’s Leaders 
Luncheon, Wednesday, July 
25 11:30 a.m.. at  Tilson 
Conference Center, 1530 
American Way, Suite 200, 
Greenwood  For more 
information, call  
(317) 888-4856
 
25 - Greenwood Chamber 
of Commerce On the 
Rise Young Professionals, 
Wednesday, July 25, 5:30-
7:30 p.m.. at  Indiana Downs, 
4200 N. Michigan Road, 
Shelbyville.  
For more information, call  
(317) 888-4856
 
Franklin Chamber 
new members

Advocates Magazine/
AdMag
641 Washington St.
Columbus, IN 47201
(812) 376-8885
 
Greenwood Chamber 
new members

3 Sons Lock Service
Ryan Goode
1214 Burr Oak Ct.
Greenwood, IN 46142
(317) 608-8828

A New Day Counseling and 
Education Services, LLC
Anthony Morgan
3209 W. Smith Valley Rd.
Greenwood, IN 46142
(317) 884-5075

Aerotek
Gina Siffert
8555 N. River Rd., Ste. 410
Indianapolis, IN 46240
(317) 705-1005

Atterbury and 
IndyPendence Job Corps
Jeff Byrd
P.O. Box 187
Edinburgh, IN 46124
(812) 314-6021

Baun’s Chimney Sweeping
Michael Baun
3160 Compass Dr.
Franklin, IN 46131
(317) 627-3606

Cassidy Turley
Jacque Haynes
1 American Square, Ste. 
1300
Indianapolis, IN 46282
(317) 639-0440

Earl Gray & Sons Plumbing
Jeri Mitchell
P.O. Box 517
Bargersville, IN 46106
317-422-8066

Freedom Senior Services 
of Indiana, Inc.
Sarah Blankenship
1398 N. Shadeland Ave., 
Ste. 2231
Indianapolis, IN 46219
(317) 359-3733

The Goddard School
Steve Patel
5044 Bancroft Ln.
Greenwood, IN 46142
(317) 884-1850

Huntington Bank  
Gloria Bodily 1267
N. Emerson Ave.
Greenwood, IN 46143
(317) 887-8820

Keller Williams Realty
Nancy Hunt
(317) 292-4412

Kirkpatrick Management 
Company
Vic Muller
3209 West Smith Valley Rd.
Greenwood, IN 46142
(317) 558-5335

Tague Golf Academy
Tim Tague
681 Sheek Rd.
Greenwood, IN 46143
(317) 896-5540

Newly Incorporated 
Business Since June 10, 
2012

A Greatful Property 
Management
Thomas Bedwell
508 Northgate Dr.
Greenwood, IN 47143

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

Body Taggers
Gene Jackson Earls
4049 Pennsylvania Ave., 
STE 100
Kansas City, Mo. 64111

Candor Construction & 
Remodeling Co.
Jason Smith, Keith Smith
912 Rolling Hill Rd.
Greenwood, IN 46142

Carpentry Plus
Rex B. Snyder
1267 N. Emerson Ave.
Greenwood, IN 46143

Clean as a Whistle
Evelyn Mulherin
583 Moccosin Rd.
Greenwood, IN 46142

Community First 
Consulting
Jobeth McCarthy-Jean
885 Queensgate Dr.
Grenwood, IN 46143

DC Custom Painting
Dennis Clements
4889 Oakleigh Pkwy.
Greenwood, IN 46143

Generations to Come 
Daycare and Preschool, 
LLC
Kimberly F. McMahon, 
Shannon A. McMahon
No listed address

Greenwood Residential 
Repair
Paul L. Duncan
No listed address

Indy Hounds
Jared Grady, Adrian Moss
No listed address

Jakes Lawn Care
Jacob A. Hemrick
812 E. Davis Dr.
Franklin, IN 46131

Lawn Brothers
Jordan Terrell
6716 Travid Rd.
Greenwood, IN 46143

Morgan Consulting
Thane Morgan
810 Granada Dr.
Greenwood, IN 46143

Personal Defense Firearms
Robert Ashley Johnson
100 W. Broadway Suite 100
Glendale, CA 912099096

Preferred Diagnostic  
and Repair
Bryan Stinnett, Mica Stinnett
491 Euclid Ave.
Greenwood, IN 46142

Randy Hill Const.
Randy Hill
151 Circle Dr.
Franklin, IN 46131

Salsa Me Crazy
Brenda Gay
5471 Chancery Blvd.
Greenwood, IN 46143

Victory Fit Bootcamps
Andrew Day
1050 Wilson Way
Franklin, IN 46131

PLannER OF nOTEPlanner of Note

set your radio button to KORN Country 100.3!

The Savvy Dames’ 4th annual “An Afternoon at the Os-
cars” was held June 8 at Masterpiece Classic Cars, 675 US 31, 
Whiteland. According to Jill Bode, there were more than 180 
attendees, and (before expenses) the event raised more than 
$25,000. 

Scholarships to attend Leadership Johnson 
County were awarded to Ashely Davidson of 
The Legends (Legacy Leadership Scholarship) 
and Tauria Catlin of Middle David Candles 
(B.E.S.T. Scholarship). 

Savvy event awards two 
scholarships

Regina Miller and Loren Snyder

Heather Falks, Collette Sutton and Susan McCarty

Tony Alderson and Cindy Weddle

Ladies take a look at auction items

Photos by Amanda M. DeBusk

Savvy Dames’ 4th Annual 
“An Afternoon at the Oscars” 

Winners…

Best Hair: Alica Richhart, 
Mooresville High School

Best Smile: 
Miranda Stockdall,  

South Magazine

Best Jewels: 
Anita Raiford, Tilson HR

Best Shoes: 
Amy Carpenter, APEX

Best Shades: Chrisy Leistner, 
Leistner Aquatics Services

Best Bag:
Jeannie Campbell,  

Studio 135

Best Overall: Cindy Weddle, 
Heartland Community Bank

SCEnES FROM an EVEnTScenes from an Event

Howard Hubler
“The Car Guy”

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.

BUSInESS TaLKBusiness Talk

On the way back from my first 
business trip with my father, he 
made an observation: “There are 
winners and losers, but it goes 
more deeply than that. There are 
those who can ‘walk the walk’ as 
well as ‘talk the talk’ and there 
are those who can just ‘talk the 
talk.’ They make a lot of noise but 
get little traction in the business 
world.” He then had a propo-
sition for me.  He asked me if I 
would like to attend these quar-
terly businesses meetings with 
him.  When I responded with an 
affirmative, I received my offer.  
The meeting cost approximately 
$3500.  I had to write up a best 
practice or idea from the 
small group meetings I at-
tended, put the idea into 
practice and either save 
or make the $3500 for the 
company, and I would be 
invited back for another 
quarter. Some challenges 
were harder than others 
but, I embarked on a life 
time of peer group, benchmark, best practice 
management that is with me to this day. 

Years later I found myself on an internation-
al board dealing with education in the third 
world Overseas Council. I was in Egypt visit-

ing a Christian Seminary when 
the president of the institution 
asked where else my itinerary 
was taking me; I listed schools in 
Tanzania and Kenya. Amazingly, 
he knew nothing of these other 
schools, even though they were 
all linked by Overseas Coun-
cil. The thought of small groups 
entered my mind. Small schools 
in the middle of nowhere could 
help each other. Several years 
later, we launched the program 
The Institute for Excellence.  The 
Institute gets all our schools to-
gether a couple of times a year in 
places like Africa, China and Lat-
in America for leadership train-

ing, best practice training 
and peer group training.  
Leaders in these countries 
value the training more 
than the financial sup-
port we had offered.  Why?  
Cash is a temporary fix. 
Peer training has the ele-
ments to insure long lasting 
security despite war, infla-

tion, poverty, and lack of infrastructure. What 
a testimony to the power of the small group.  

The power of a group

“Peer training has the 
elements to insure long 

lasting security despite war, 
inflation, poverty, and lack 

of infrastructure.”

Editor’s Note: SBA Loans were not available for the July 
issue of the Business Leader, but will resume publication in the August Issue. 



Savvy Dames
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