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READY TO BOOST YOUR BOTTOM LINE?  
To learn more about the benefits of selling Hoosier Lottery products,  
call your Lottery representative today at 1-800-955-6886, Option 7.

Must be 18 or older to play. Please play responsibly. Gambling Addiction Referral Line: 1-800-994-8448.

A dedicated Lottery Sales Representative who will visit regularly to  
provide sales and merchandising support

State-of-the-art equipment, small footprint, high-quality merchandising,  
technology and training, all provided at no cost

Extensive statewide advertising to drive traffic to your door

Incentive programs to earn additional profit beyond the 6% commission

We support you every step of the way, with:

Lottery retailers average more than 
$15,000 in Lottery profits each year.

“Selling the lottery 
has helped increase 
our customer base 
significantly.”

Phil's One Stop #2, 
Ft. Wayne
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I had the pleasure recent-
ly to attend “Summer Carni-
val: A Celebration for Susie’s 
Place,” which turned out to be 
a successful fundraising event 
for Susie’s Place, the Avon-
based child advocacy group 
that now operates in Bloom-
ington as well.

Just before everything got 
underway for the evening, I 
was standing off to the side 
looking at my phone, when I 
was approached – as I looked 
up a hand was there to greet 
me; a voice spoke: ”Hello, I’m 
Tom Crean.”

From that moment on, 
Crean worked the room with as much ener-
gy as he displays with his constant back-and-
forth in front of the bench during an IU game 
– and his activity reconfirmed something 
to me; in fact, I’ve dubbed it “Creaning” the 
room. Are you Creaning the room when you 
network?

Are you moving from one person to the 
next with your hand out and a smile? This 
make perfect sense but often it is not done.  I 
should not have expected any less from Cre-
an. The skinny on him is that he is a tireless 

recruiter; the way he worked 
the event was evident that he 
is – Hey, he’s in sales and he 
understands it very well. 

 Crean performed a live 
auction like I’ve never seen 
performed, which brought 
in a tremendous amount of 
money alone – due in large 
part to all of the IU sports 
items he was able to secure. 
One item in particular, a 
framed picture of Victor Ola-
dipo’s missed dunk against 
Michigan on an ESPN Col-
lege GameDay game, brought 
in over $4,000 – he was also 
able to sell a duplicate; do 

the math. The whole way home the individ-
ual I was with kept reminding me that Ola-
dipo’s back was to the camera and he missed 
the dunk!  Wow!

Crean saw an opportunity to meet as many 
people as he could because he wanted this 
fundraiser to be as successful as it possibly 
could be, and he was taking personal respon-
sibility for its success.  I see people all the time 
attending chamber meetings, etc, and they 
look as if they really don’t want to be there – 
you should always be “Creaning” the room.  

The event raised $78,848.81 for Susie’s Place 
- a good portion of that, I suspect was due to 
Crean being Crean. 

Most of you know there’s a college that I 
faithfully root for – but I have to tell you, I left 
Bloomington with a tremendous amount of 
respect for Crean – and I’ll certainly wish him 
all the best in the years to come. He knows 
that success begins with a smile, with a con-
nection – start “Creaning” the room if you are 
not doing so already.   

…………

Congratulations also to Susie’s Place for 
having great board representation at the 
Bloomington fundraiser. Those in attendance 
were: Jon Becker (advisory board member); 
Jalana Eash and husband, Tom Pytynia ; Greg 
Fry and wife, Diane Fry; Brenda Holmes; Mike 
Hurst and wife, Pam Hurst;  Maria Larrison; 
Dana Potts; Dr. Robert Sexton (advisory board 
member); Holly Vonderheit; and Kaye York 
and husband, Nick York.

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

we’ll help if 
you kneed one

Is joint or muscle pain keeping you down? Join us for FREE talks 
featuring Motion360 physicians.
Register at MyMotion360.org or call (317) 718-4676.

Captains of industry 
Forbes compiled its list of most innovative 
companies around the world, and six of the 
top 10 are located in the U.S. Who is No. 1 out 
of the gate? Salesforce.com, which deals in 
cloud computing. 

–www.forbes.com

Use the money 
One Forbes contributor, Brendan Erne, has a 
list of “Deadly Investor Sins.” On the list is just 
sitting on cash – which throws off the chances 
of “long-term return potential.” 

– www.forbes.com
 

Leaving Jersey
With the number of jobs in the national 
spotlight and other economic woes, people 
are shifting around the states. According to a 
study from United Van Lines, the state of New 
Jersey had the most tracked move-outs of the 
50 states. 

– www.forbes.com
 

Dumping Google 
Ex-Google CEO Eric Schmidt is selling off his 
stock in the Internet giant. He’ll be off-loading 
$2.5 billion worth of stock in the company. 

– www.money.cnn.com

DISPATCHESAre you ‘Creaning’ the room? Well, you should be
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EDITORIAL/OPINIONEditorial/Opinion

QUOTE OF 
THE MONTH

Hire character.
Train skill.

~ Peter Schutz,
 former CEO of Porsche

Somehow I’ve been hardwired as a cynic. It’s 
not an enviable position. I seem to be suspect 
of many things which can make life less magi-
cal. I tested this by surveying people on this hy-
pothetical: You see a 30-something overweight 
man riding a bike around town. You know he 
drives but for the last six months you have nev-
er seen him behind the wheel. He has ridden 
his bike in all kinds of weather and through the 
dead of winter. Why?

My informal survey overwhelmingly came to 
the conclusion that the man was probably com-
mitted to fitness and losing the excess pounds. 
I, on the other hand, couldn’t help but think 
that he had his license revoked for his second 
DUI for a year.

Why did I have a negative response?
A few weeks ago, I was picking up my life-

saving prescriptions when the 
pharmacy tech commented 
that I’m so nice in person. Not 
at all like the mean guy in the 
column who bears my photo.

These two random incidents 
over 50 years have convinced 
me that I’m a cynic. It has also 
made me wonder why. Lately, I 
have had to change my view of 
sane people as rational actors. 
My assumption was that people thought about their actions and 
did what was best for themselves, the general populous and the 
world at large. But I kept seeing stupidity in my fellow man. I 
was at a loss to explain things like disco, drooping jeans on ur-
ban youth, tramp stamps, and Bob Saget’s career. There had to 
be something else at work. Upon further study, I learned of the 

power of our subconscious. How it dictates 
more of our actions than our reason which still 
didn’t explain Saget’s career, but helped in other 
areas.

For myself, I grew up in a very peevish age. 
First there was Vietnam, then Watergate, then 
David Letterman. Vietnam was contentious 
and probably irrational, Watergate broke all 
faith in government as being a champion of its 
citizens, and Letterman was the funniest sar-
castic man in the world. All his humor in the 
early days was derisive and I loved it.

So-called friends would make jokes at my ex-
pense. Soon, I was doing the same in the name 
of humor. It wasn’t directly mean. I became so 
comfortable in my cynical skin that I was un-
aware of what I was doing to others. Truth be 
told, I never saw myself as a mean guy. I’ve 

changed my actions to accu-
rately portray my image of my-
self. It’s making me happier.

I smile more these days. It 
actually helps me think more 
positively and not always look-
ing for the gotcha putdown. I’m 
constantly editing my thoughts 
before I speak to cut down on 
comments that are more nega-
tive than humorous.

With any luck, I can spend the last half of my life in a posi-
tive mood. Happy. I’m still baffled by Bob Saget, but I won’t tell 
him now.

Gus Pearcy
Columnist

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

Changing a cynic’s life

 A great time to try  
local businesses

July. A hot, humid time to enjoy Hendricks County. 
What can you do to support locally owned businesses 
this month? Sometimes it’s difficult to make that deci-
sion to go to smaller, lesser-known place of business. 
With popular, nationally recognized chains, we feel like 
we know what to expect. We don’t always know what to 
expect with that mom and pop diner. 

Hendricks County offers a myriad of locally owned 
businesses that offer services and goods that are just as 
good, if not better, than those ever popular chains. This 
month, be bold and check out our Indiana-grown busi-
nesses. Hendricks County is home to many restaurants, 
ice cream joints, business services and shopping areas 
owned by Hoosiers. What will you try first?  

Trust is key when looking 
for repeat business

In a perfect world, everyone would smile and hap-
pily greet one another. People would all get along; un-
der-handed tricks and bad sportsmanship wouldn’t ex-
ist.  Here’s the problem: we are human. As humans, we 
make mistakes and every day is not roses. We don’t al-
ways greet people with a smile and a handshake.   

What, though, does this have to do with the small 
business owner and products or services offered to the 
consumer?  The answer: everything.  

When a potential client or customer calls or walks into 
a business for the first time, he wants to see that perfect, 
ideal world. As businesses boom and customer bases in-
creases, it is important to remember what made your 
business successful.

A consumer first wants and needs trust. Can a cus-
tomer feel confident and trustful with you? With your 
product? With your pedagogy? Trust is imperative and 
a foundation of most (if not all) business relationships. 
While a smile and handshake won’t seal a deal anymore, 
the duo should certainly be a part of it—no matter how 
big or small a deal may be.

Building trust does not have to be difficult. For many 
consumers, that simple aforementioned smile and hand-
shake will take care of some it. But what next? The next 
steps can be just as simple. Follow up. Remember a cli-
ent’s name. Send him a hand-written note of apprecia-
tion for his business. Make him feel valued and impor-
tant. 

Trust is more than sending a customer off with a busi-
ness card and seeking referrals. What are you doing to 
stand out and build consumer trust? 

“I became so comfortable  
in my cynical skin that I was  

unaware of what I was  
doing to others.”
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By Gus Pearcy
There’s an old axiom that radio announcers 

are reformed entertainers looking for a place 
to perform. In Shane Ray’s case, that is accu-
rate. The Kentucky native is a former enter-
tainer who will celebrate five years of owning 
XRB Radio – The Voice of Hendricks County, 
this month. In that time, Ray has learned quite 
a bit about business and adapting 
to your audience wants.

“I enjoy making people laugh,” 
Ray said from the studios of XRB 
Radio in a room behind the pay-
roll department at the corner of 
Green Street and Motif Boule-
vard in Brownsburg.

In Mayfield, Ky, Ray grew up 
listening to Top 40, zany radio 
well after it fell out of fashion in 
the bigger markets. AM Radio 
was still a viable local news source 
into the 1980s and it had plenty of 
personality.

“You knew the jocks,” Ray said. 
“Toward the end of the 80s, that 
started changing. It started be-
coming more of a formula.”

XRB has plenty of Ray’s per-
sonality, plus classic episodes of 
the classic Chickenman serial, and good mu-
sic. But Ray soon learned that he needed to be 
more and added many things including a very 
thorough sports schedule.

On the air, Ray broadcasts Brownsburg High 
School football, basketball, and baseball. But he 
also airs Avon, Plainfield, and Danville games 
online. It has become a very popular aspect of 
the station.

As a low-power AM station, XRB Radio 
doesn’t get very far from the tower on radio 
waves. Ray is pushing for technological advanc-
es to allow fans to listen to his station, not only 
over the Internet, but also through the smart 
phones and other ways. He says the problem is 
people don’t want to work too hard to get their 
radio and his Solid Gold Hits format appeals to 
a demographic that doesn’t embrace technol-
ogy quickly. So he has to try harder than oth-
er forms of local media. Still, his devoted fans 
love the music and appreciate the information-
al shows that showcase either music or local is-
sues.

XRB airs shows by members of the Browns-

burg Town Council, Commuity Focus, Hen-
dricks County Business of the Week, Motown 
Memories, Politically Speaking hosted by Ab-
dul Hakim-Shabazz, 50’s Flashback Party with 
former Indy 500 announcer Bob Jenkins, The 
60’s Show with Bret Holaday, Gospel Coun-
try, and more. Ray sells time on the station in 
chunks. Many of the shows pay to be played.

Over the years, Hendricks County has had 
many radio stations in Plainfield, Danville, and 
the last one, WKLU, in Brownsburg. Many 
of those stations were moved to Indianapo-
lis where a bigger market means more money. 
Ray heard that several people were unhappy 
about WKLU being sold in 2004, so he be-
gan researching the low-power AM concept 
that XRB runs on today. He added the Inter-
net station and has listeners in other states and 
around the world. 

Ray is a huge Elvis fan, as well as the Bea-
tles and other classic artists. A guitar player 
himself, Ray was inspired by these classic art-
ists to write his own songs and take a whack 
at the music business in Nashville. In Paducah, 
Ray’s mostly country band played all the gigs 
and even appeared on local television. In time, 
Ray opened for Narvel Felts and Earl Thomas 
Conley.

As the lead singer in the band, Ray also dou-
bled as a songwriter and even made a CD of 
his songs.  However, the pursuit of fame turned 
sour when he got to Nashville.

“You remember that scene in ‘Indiana Jones’ 
where he drops down and there are snakes ev-
erywhere?” Ray asks. “That’s how it felt when I 
went to Nashville. I couldn’t move without see-
ing a snake.”

All the snakes wanted Ray to put up some 
cash in exchange for stardom. That got old 
pretty quick.

He didn’t carry a cowboy per-
sona, but he sang like Ricky Van 
Shelton. He even got an offer to 
impersonate country artist Toby 
Keith at a Nashville restaurant, 
but he never did because he was 
told it would hurt his career.

During his time in Nashville, 
Shane met his future wife, Tere-
sa Easley, who was visiting rela-
tives. Ready to get out of Music 
City, Shane had an opportunity 
to move to Indianapolis with a 
freight company. When all was 
said and done, Shane had married 
Teresa and became a resident of 
Brownsburg. He began working 
on the XRB concept by 2007 and 
launched the station in 2008.

FCC Part 15 rules for low-
power radio stations allow entre-

preneurs to start a station without the expense 
of getting a license. It has become a cottage in-
dustry that coupled with an Internet site gives a 
broadcaster a chance at making an impact in a 
market like Brownsburg. Successful stations go 
on to string together several transmitters to ex-
pand the coverage area. For now, Ray promotes 
his Internet and myriad ways to get the station 
on smart phones.

Enjoying his radio time, Ray hopes to con-
tinue to provide more value for the community 
and advertisers while growing his station lis-
tenership. It appears to be working. Last year, 
XRB Radio and Shane were named the Danville 
Chamber of Commerce Member of the Year.

He still runs into people who don’t know 
what XRB Radio is, but he doesn’t mind tell-
ing them. Meanwhile, you can get an idea of 
what XRB Radio is like by listening on www.
XRBRadio.com. If you like Solid Gold music, 
mixed with a little comedy and a heap of local 
information, then you will enjoy XRB Radio, 
the Voice of Hendricks County.

From broadcasting local sports to playing music, Shane Ray celebrates 5 years of cranking out content

www.statebankoflizton.com | (866) 348-4678

Happy
Birthday

USA!

We’ve never left 
our roots.

XRB Radio
The Voice of Hendricks County

XRBRadio.com
(317) 852-1610

Owner: Shane Ray

What’s the best advice you ever 
received? Give the listeners what they 
can’t get anywhere else. (Thanks Rob)

Best business decision you ever made: 
Running the business with my wife

Worst advice you ever received: 
“EVERYONE will love it! Play my show 
about (Fill in the blank: racing, sports, 
politics, business … etc) and you can make 
a lot of money by selling sponsorship!”

In five years, I want … To be totally happy 
with what I am doing.

My secret to success: Support from great 
family, friends, my wife, and Jack “The 
Radio Dog”

How did Shane do it?

The List
Five books, or five movies, or 
five albums that have had an 
influence on your life…

Strange as it may seem, all of these 
(movies) have had an influence on my life 
in one way or another. 

n American Graffiti (Ron Howard)
n More American Graffiti (Ron Howard)
n Loving You (Elvis Presley)
n At the Circus (Marx Brothers)
n Scrooge (Albert Finney)

Shane Ray

Photo by Ryan 
Woodall for HCBL

XRB Radio dials up Hendricks County
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Howard Hubler

Howard Hubler can be reached at hhubler@statoyota.com

Winners and losers: Who is really making the decisions?
Just when the businessperson 

thought that it was safe to go 
back in the water, the govern-
ment sharks made it a high risk, 
again. How was it that Jimmy 
Buffett said it? “Fins to the left, 
fins to the right, and you’re the 
only bait in town!” Five years 
ago, when the federal govern-
ment felt the moral obligation 
to tell economically weakened 
auto dealers that they were too 
sick to make it through the re-
cession, and summarily shut 
down some 1,000-plus dealers, 
selecting winners and losers, 
we realized that the impossible 
was now possible. 

Mack McClarty was the chief of staff for the 
Clinton administration for a period of time, as 
well as a FOB (friend of Bill) since kindergar-
ten. Once he left the White House, he went 
back to his old job in the transportation indus-
try. McClarty then started a small auto group. 
When several hundred Chrysler dealerships 
were closed for good by the Car Czar, Steven 
Rattner, and his group, McClarty’s handfuls of 
Chrysler dealerships were spared. I won’t pull 
off the scabs of an old wound of an old story, 
but I just personally “wrote the issue off” to an-
gry dealers who were shut down and were now 

just resentful; then I connected 
dots that were not there.

So, which dots did I connect, 
you ask? The scoop in the indus-
try was that the selected closed 
businesses were the ones that 
were not politically connected. 
If you helped the Clinton or the 
Obama administrations with a 
cash donation or volunteered 
time, your dismissal could be 
overturned. Could this possi-
bly be true? Well, now the sto-
ry surfaces again along with the 
IRS debacle. Although I felt that 
it was a “fair ball” call to close 
several dealerships down at the 
time, I have to wonder; surely I 

was not that naïve. Oh, the Car Czar? Surely 
he was chosen because his political positions 
were above reproach, surely he was considered 
politically neutral. Rattner is married to Mau-
reen White, the former national finance chair-
woman of the Democratic National Party. Go 
figure!

Catherine Englebrecht and her husband 
own and operate a manufacturing business. 
Catherine wanted to help start up and volun-
teer her time to a nonprofit called True to the 
Vote, no doubt a small government group. She 
was charged with setting up the 501c3 status 

for her new organization. Perhaps you have 
seen stories about her. In the short time from 
her filing until a few months ago, she was au-
dited by the IRS. Later, OSHA and the FBI 
piled on for good measure. She has since sued 
the IRS, probably for some level of harass-
ment. The real question: How much will it cost 
her to defend her family company in the inter-
im, even if the government does not charge a 
cent? I can tell you the bill will probably go into 
the tens of thousands of dollars.

Now, do I feel that this is all Democrats 
picking on Republicans? No way. Running 
amok happens anytime someone is given a po-
sition of power with no real consequences if 
he is caught. The Bible tells us not to walk, but 
to “run” from sin. When the government is in 
a position that it can pick winners and losers, 
smart politicians should “run” from this op-
portunity as well! I read Steven Rattner’s book. 
As a car guy, I was interested in his story as 
Car Czar. If it was in the book, I missed it, but 
as careful as he was to delve into the circum-
stances in which he participated, he came off 
as pure as the driven snow. But the fact that 
his wife was the past fundraiser of the Demo-
cratic Party should have made Rattner say that 
he could not take the job! 

In Rattner’s book, he told of the times that 
the “problems were too vast” to properly deal 
with. Last week, the President’s former chief 

advisor, David Axelrod, made a Freudian slip. 
He said that the reason the President could not 
put his arms around all of the problems that he 
was facing was because government was just 
too big.  As soon as he said it, he wished he 
had not. 

Are you aware that young kids right out of 
college with no real-world experiences write 
a lot of Washington’s policies? Yes, they car-
ry the water in many, if not most, policy writ-
ing initiatives. These kids with no real training 
from real-world people with experience are 
writing much of the policy that runs your busi-
ness. At the current trend, you will be getting 
more of their policy in 2014. Just the health-
care regulations alone stack up to about 5 feet! 
Unless people come along to unwind it, this is 
just the start of a new era of government regu-
lations. 

Please remember, there are people in your 
organization who you would not promote be-
cause you feel that they don’t know enough 
about the business. On this you can set your 
watch: This kid you would not promote, he 
knows five times more about your industry 
than the kid who is writing the regulations that 
will manage your business in 2014 and beyond. 

BUSINESS TALKBusiness Talk

Support local causes 
special to you.

Invest in your 
community forever.

The Community Foundation opens the door for you to: 

Learn more and donate at 
www.hendrickscountycf.org or call 317.268.6240.

I want to

GIVE CLOSE
TO HOME
but how do I choose?

GIVE ONE
GIFT...

and open doors to a 
stronger community!

“Where you  
are a person, not 

just a file.”

Kathy Davis, Esq.
Legal Consultant

Real Estate
Small Business

P.O. Box 34077 
Indianapolis, IN 46234
(317)721-5290
Kathy@kjdlegal.com

www.kjdlegal.com

Find us on 
Facebook & Twitter
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By Jack Klemyer
It is not exactly chaos, but some business 

owners end their days feeling drained and like 
they have been on the little hamster wheel – 
running like mad and not getting anywhere. 
It’s no wonder that it is hard to accept that a 
multi-million dollar business is effectively run 
by 16-year-olds. Whether they believe it or 
not, McDonald’s is that company and it func-
tions with the majority of its workers averag-
ing 16 years of age. It is managed through sys-
tems. Every activity in the operation can be 
performed consistently by all employees at any 
given time. 

Take a look at how your business runs. There 
are probably systems in place, but they may be 
neither efficient nor cost effective. They may 
actually be preventing growth because they 
are not consistent or expected. That does not 
mean you have to stay stuck behind imperfect 
systems that were developed by default. Every 
business can implement systems to improve 
functioning, performance, the bottom line, 
growth and a better life for the business owner. 

Austin Lehman and Kathy Davis will be 
leading a Grow Your Business™ University 
Lunch-and-Learn Series session on July 26 to 
show how systems can be identified, created 
and put into practice. Join them to learn how 
you can reduce stress, eliminate redundancy, 
empower employees and build more value 

into your company.
Grow Your Business™ University Lunch-

and-Learn series is a groundbreaking business 
program held the fourth Friday of each month 
at Prestwick Country Club through May 2014. 
Classes cover topics important to small busi-
ness owners and provide insight, inspiration 
and instruction on how to immedi-
ately implement cutting edge 
business strategies. Spon-
sored by the University 
of Indianapolis School for 
Adult Learning and other 
community businesses, the 
Grow Your Business™ Univer-
sity Lunch and Learn Series is 
committed to helping Hendricks 
County businesses do more than 
survive – we want them to thrive! For 
more information, go to GYBUniversity.com.

Do you understand the basics of business systems?

Find us online for our newsletters and blog:
www.SomersetCPAs.com

Somerset CPAs is an accounting and consulting �rm that is passionate about 
the success of our clients, employees, community and profession. Our teams of 
industry specialists will work with you to help you achieve and surpass your 
�nancial goals.

- Architecture/Engineering
- Agribusiness
- Construction
- Dealerships
- Dental

- Entrepreneurial
- Enterprise Valuations
- Health Care
- Manufacturing & Distribution
- Real Estate

3925 River Crossing Parkway, Third Floor  |  Indianapolis, IN 46240  |  317.472.2200  |  info@somersetcpas.com

Selected #1 
“Best Places of Work” 

by the 
Indiana Chamber 

of Commerce

+ Passionate
about your

Success
Stepping up 

Marilyn Hewson, an employee of defense 
company Lockheed Martin for almost 30 years, 
was recently promoted to president and CEO 
after the last slated CEO put in his resignation 
after “an inappropriate relationship with a 
subordinate” came to light. 

– money.cnn.com 

Holding power 
Forbes compiled its list of most powerful 
people in the world. Who are the youngest 
ones pulling the strings? Among them are 
Mark Zuckerberg, Kim Jong-un and Google 
cofounders Larry Page and Sergey Brin. 

– forbes.com 

Earning for college grads 
The average salary grew in 2012 for college 
grads. An average salary is at $44,455 for 
the class of 2012 graduates, a 3.4 percent 
improvement according to a survey from 
the National Association of Colleges and 
Employers. 

– www.money.cnn.com 

Top-earning majors 
According to a survey from the National 
Association of Colleges and Employers, 
graduates coming out of school with an 

engineering degree find themselves earning 
a salary of $61,913 on the average. Graduates 
who earned a degree in computer science 
earn the average salary of $59,221. 

– www.money.cnn.com 

Big bills, less spending 
People are more willing to shell out dough 
if the bills in their wallets or pursues are in 
smaller denominations. Some studies have 
shown that if consumers have smaller bills, 
there is a better chance they’ll spend “more 
freely.” 

– www.money.cnn.com 

Pulling down a big salary 
Hewlett Packard CEO and President Meg 
Whitman is gambling big with her salary 
during her first year with the job. The vast 
majority of her pay is in the hands of how well 
the company performs during 2013, meaning 
most of her salary ($15.4 million) could be 
little if HP performs poorly. 

– www.nbcnews.com 

More jobs at Ford 
Ford Motor Company is going to hire a 
substantial number of new salaried workers in 
the country this year. The car company is set to 
hire 2,200 people.  – www.nbcnews.com

DISPATCHES

Austin Lehman opened Lehman’s 
Terms, Inc. in 2010 to provide ser-
vices to small businesses as an out-
sourced CFO to analyze operations, 
cut costs, provide strategic advice 
and improve profitability. Contact 
Austin at 317-650-5492 or ALehm-

an@LTerms.com.

Kathy Davis is a licensed 
attorney, real estate bro-

ker and owner of KJD Legal. 
Her practice focuses on real 

estate, small business and in-
tellectual property matters.  
Contact Kathy at 317-721-

5290 or Kathy@kjdlegal.com.

To Advertise in the Business Leader, call today: (317) 451-4088
Visit us online at: businessleader.bz

Send your news items to: infor@businessleader.bz
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Thrift shoppin’ with Amanda Pinkston

Compiled by Katie Mosley

Second-hand shopping has 
been an increasing trend in re-
cent years, so much so that it 
produced a very popular song 
and thrift stores popping up. 
Amanda Pinkston, owner of 
Thrifty Gypsy, took advantage 
of the trend and opened her 
own store in October and hasn’t 
looked back. 

Thrifty Gypsy offers custom-
ers second-hand items that are in 
good condition. “We never put 
anything out on the floor that 
has a stain or tear,” says Pinkston. 
Thrifty Gypsy offers customers 
home goods, clothing, jewelry, toys, and much more.  Every-
thing in the store is second-hand, with the exception of candles 
poured by a local woman as well as a craft section, which fea-
tures a different local crafter each month.  

What is the most valuable piece of ad-
vice you’ve been given?

Don’t give up. Every important person 
in my life has emphasized this at some 
point along the way. Even if they have 
never spoken the words to me, I’ve seen 
it in their actions, which is so much more 
powerful. My grandparents lived through 
the Depression, my dad, brothers and 
friends have been to war, my mom and 

sisters raised children on mili-
tary bases, far from home. So, 
when I’m having a bad day or 
feeling sorry for myself, I remind 
myself of these courageous peo-
ple and my problems don’t see 
that bad. They didn’t give up and 
neither should I.

How have things changed 
since you started your busi-
ness?

I think the biggest change was 
the adjustment to our family life. 
I was a stay at home mom for 
seven years (prior to children I 

worked as a business incentive consultant) so my kids, husband 
and I all had to get used to me working. It was very tough in 
the beginning, but my husband, Matthew, has been incredible 
as Mr. Mom when he needs to be.

Tell us about your biggest challenge 
and how you overcame that.

The biggest challenge we have faced (so 
far) at Thrifty Gypsy was establishing and 
maintaining order and organization. Since 
we buy from the public, it was hard to tell 
anyone no, even when our back room was 
overflowing with inventory. Once my dad, 
Tom, finished his MBA, he quickly used 
his fresh knowledge of operations and 
work flows to whip our backroom into a 

functional, mess-free environment. We didn’t realize how much 
the chaos had influenced us until it was gone. Now, we have vi-
sual reminders for inventory needs, making it easy to decide 
whether we are buying from the public or not on any given day.

What do you wish someone had told you before you start-
ed your business? 

Starting a business is kind of like having kids in that everyone 
has advice on how to do it right, but you really can’t completely 
fathom the situation until you experience it yourself. When I 
was pregnant with my first, everyone told me to sleep as much 
as I could because I wouldn’t be sleeping consistently for a long 
time after the baby came. I noted their advice, but secretly pic-
tured rocking my happy baby who slept a solid 6 hours a night. 
When Grace arrived, she had colic and didn’t sleep through the 
night until she was 2.  Any parent can relate to pre-baby dreams 
of bliss and the shocking reality that follows. Just substitute the 
business for the baby! Gypsy is our baby — every crying, insom-
niac, beautiful, rewarding part of it. I wish someone had ex-
plained that similarity before we started the business.

What is the hottest new trend in your industry?
I think the new trend in retail is second-hand style. The song 

“Thrift Shop,” as funny as it is, really hits the nail on the head. 
The guy is showing his unique style on a dime, and making fun 
of others who pay full price for a name brand t-shirt. This at-
titude was reversed when I was in high school — brand names 
with high price tags made or broke you socially. Now, it’s finally 
acceptable, even encouraged to be unique. Why go broke just to 
look like everyone else? And what better place to build a style 
that screams “This is ME!” than the “thrift shop down the road?” 

Photo by Katie Mosley

Amanda Pinkston

BUSINESS OF THE MONTHPlainfield Chamber Business of the Month

The Plainfield Chamber of Commerce re-
cently announced The Gathering Together as 
its Business of the Month.  Founded by Hos-
pice nurse Rita Fiorentino in 2002, The Gath-
ering Together is dedicated to preserving the 

dying person’s dignity bringing families to-
gether with enhanced end-of-life care. The 
Gathering Together is located at 147 North 
Center, Plainfield. 

The Gathering Together 
named BOM

Top row, from left: Bill Allison; Jodi Smith; Kate Anderson; and Joan Effinger. Middle row: Marcia 
Gentleman; Abigail Baker; and Pamela Altmeyer Alvey. Bottom row:  Debbie Wilson; Rita Fio-
rentino, executive director of The Gathering Together; Brad DuBois, executive director of the 
Plainfield Chamber of Commerce; and Jim Higgins.

Submitted Photo

Who’s got extra money these days? Nobody, that’s who.

That’s why your local electric cooperative created  PowerMoves.com —a website where 
everyone can find ways to save money on electric bills, with rebates, incentives, tips, 
tricks, and good, old-fashioned horse sense.

You can save right now, and month after month for years to come. Find out how—click 
on over to PowerMoves.com .

“If we had extra money, 
 

we sure wouldn’t spend 
 

it on electric bills.”
 

-Josh, Jacquie, and Jossie

The more you save, the more you save.
PowerMoves.com

WVPA118_HendricksAdResize_022013_02.indd   1 2/20/13   9:31 AM
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Is your investment portfolio full of  
1980’s technology?   

 
Millions of individual investors are moving 

to Exchange Traded Funds (ETFs). 
 

Can your advisor even spell ETF?  
 

We can.   
   

 
 

 
 
 
 
 
 
 
 
 
 
 

 
www.thebinkleygroup.com 

 
Binkley Wealth Management Group, LLC is an Independent Registered Investment Advisor.  

6319 E US HWY 36  Suite 207 Avon, IN 46123   Phone:  317.697.1618 
email:  jeff@thebinkleygroup.com   Custodian services provided by  

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 



businessleader.bz • July 2013   11Hendricks County Business Leader GROWING SMALL BUSINESSGrowing Small Business

You can improve sales ef-
fectiveness and therefore 
have higher revenue gains by 
setting proper goals and in-
centives. When your compa-
ny reaches a certain point, the 
owner/founder role changes. 
You need to add sales staff 
and employees and you now 
become a sales manager and 
leader. History has shown 
that owners who navigate this 
change will have the most 
successful long-term compa-
nies.

One important thing to 
consider when hiring or 
working with a great sales-
person is what type of sales is typical in your 
company-highly transactional sales with a 
lower price range, or is your product or ser-
vice geared towards a higher price value lon-
ger term sale? Both types are great, but they 
require quite different approaches to maxi-
mize the effectiveness of your high achiever 
salesperson. Let’s look at the two types and 
some strategies you can employ to motivate 
your sales team.

The Highly Transactional 
Low Price Sale

• Set stretch goals for per-
formance. They can be high 
but achievable.

• Put systems in place to 
monitor goal attainment 
progress frequently (mini-
mum monthly).

• Communicate perfor-
mance metrics to sales force 
in a friendly but competitive 
way.

• Tie rewards to goal per-
formance and have frequent 
celebrations of goal attain-
ment.

• Send them to motivation-
al events, which can pay big dividends.

• Commission or pay for perfor-
mance will work well here.

The Major Sale
• Set realistic goals that are attainable, ide-

ally with input from your sales person. 
High Achievers like goals they have a good 
chance of attaining. Set them too high and 
you will demotivate your team.

• Provide frequent feedback and recognition 
as the sales person moves his targets along 
the sales path. You may recognize the sales 

person for getting the opportunity for an 
in person meeting with a key prospect.

• Coach the sales person to see the links be-
tween his activities and results 

• Offer opportunities for the sales person 
to gain further insight into how improved 
sales strategies can impact successful 
growth

• A good compensation plan is essential to 
attract and keep talent. Straight commis-
sion is not very effective here as the sales 
cycle is too long .Bonus rewards based on 
goal attainment is a better system.

Remember: No compensation system or 
motivational guru can equal the impact of 
a good sales manager or leader. Many times 
I hear business owners complain that they 
hired high achievers only to have found that 
they can be ineffective and will leave if not 
motivated properly. As the chief sales guru for 
your company, you need invest your time and 
recognition for your sales force to thrive and 
revenues to grow.

It is good to understand both strategies, 
even if your business is highly transactional, 
because even to be most successful you may 
want to move to some type of contract rela-
tionship requiring a major sale. For instance, 
in the highly transactional business of sup-
plying office products, most companies have 

gone to getting a contract for services that 
are exclusive and multi-year. Looking ahead, 
your company may have opportunities to do 
this as well. For more information on this top-
ic or how to do business smarter contact me 
at mchestovich@isbdc.org, office phone 317-
445-2668 or visit our Web site at www.isbdc.
org.

Set proper goals… Motivate your sales team for success

Kathy Davis, an attorney, is the owner of KJD Legal LLC 
in Brownsburg. Kathy focuses her practice in the areas of 
business and real estate.  She also operates a virtual law office, 
which is accessible through her website, www.kjdlegal.com. 
Kathy also writes about real estate law on www.Nolo.com. 
Contact Kathy at 317-721-5290 or kathy@kjdlegal.com. 

HC BUSINESS PEOPLEHC Business People

Every day, we come up with 
ideas on how to work bet-
ter, smarter and faster.  And 
every day, we use someone 
else’s idea to help us get there 
– whether it’s a computer, a 
smartphone or just a car.  The 
products we use every day all 
started as a “what if I could?”

The big legal words for pro-
tecting your ideas like copy-
right, trademark, patent and 
license all boil down to one 
overriding concept: you need 
to protect yourself and your 
ideas to protect your business 
bottom line.

Register Your Idea First
A recent Indiana Court of Appeals deci-

sion ruled in favor of the business owner that 
first registered the domain and filed the slogan 
“Visit Michigan City Laporte” over the busi-
ness that spent nine months coming up with 
the branding concept.  Even though the busi-
ness that came up with the idea publicly an-
nounced it first, the business that registered 
the slogan and started actively using it in com-

merce first – made them the 
winner of the right to use and 
own the idea under the law.

Know the Terms of Use
An Indiana farmer learned 

about the intellectual proper-
ty rights held by seed compa-
nies the hard way.  A south-
ern Indiana farmer bought 
some Roundup Ready soy-
bean seed for his first crop of 
each growing season and fol-
lowed the terms of the licens-
ing agreement. He then pur-
chased soybeans intended for 
consumption for his second 
planting of the year.  After 
tending his crop and harvest-

ing the yield, he saved seeds to use in his late-
season planting the next year.  Monsanto sued 
him for patent infringement.   After arguing 
the case all the way up to the U.S. Supreme 
Court, the farmer lost.  The Court found that 
the farmer had violated the patent by mak-
ing copies of the patented product and using 
them in his business.

The short lesson from this: follow the li-

censing agreement to the letter when you buy 
seed.

What pieces and parts of your product are 
patented by others?

Apple and Samsung have been in an on-
going battle over smartphone technology for 
years.  Samsung won a round in early June, 
when the International Trade Commission 
found that Apple infringed on a Samsung 
patent relating to wireless technology and its 
ability to handle multiple services at once.

Conclusion
If you have great ideas – and I know that 

you do – take steps to protect them before you 
share them.  And if you’re going to use other 
people’s products in your business, whether 
you are growing something, creating a pro-
cess, or building a new product, know what 
licenses and patents are involved.  It can save 
you years in a courtroom.

Important developments in the world of ideas

businessleader.bz

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

Marti Chestovich
Guest Columnist

Kathy Davis
Guest Columnist

John Chappo, D.O., has 
joined the Hendricks 
Regional Health hospi-
talist group. Hospitalists 
are doctors who special-
ize in the care of admit-
ted patients. Dr. Chappo 
received his bachelor’s 
degree in biochemistry 
from Indiana Univer-
sity and his medical degree from the Kansas 
City University School of medicine and biosci-
ences. He completed his residency training 
at the Indiana University School of Medicine. 
Dr. Chappo most recently served as medical 
director for both Horizon Hospice in Danville 
and Kindred Transitional Care and Rehab in 
Greenfield. He has also served as lead hospi-
talist at Hancock Regional Hospital. Dr. Chap-
po is a member of the American Medical Di-
rectors Association, the Society of Hospital 
Medicine, the American College of Physicians 
and the American Osteopathic Association.

Dr. John Chappo joins HRH

BUSINESSBriefs

Mrs. Jenny Shayotovich 
was named Avon Inter-
mediate School West’s 
new assistant principal 
by the Avon Commu-
nity School Corporation 
Board on June 6. Shay-
otovich is currently an 
instructional and tech-
nology coach. Prior to 
her current position, she taught at AIS-West 
and Maple Elementary, where she was named 
Teacher of the Year. Mrs. Shayotovich began 
her teaching career in Perry Township. She 
received her Bachelor’s degree from Purdue, 
her Master’s in Education with an emphasis in 
technology and her administrative licensure 
from IUPUI. 

ACSC board names 
assistant principal  

for AIS West
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A young rider begins her lesson.

“It’s really not about the money, I make a living but I won’t get rich doing it.  
It’s very rewarding, seeing the kids advance and learning about the horses.  

Teaching the kids is the best.” ~ Joyce McCloud

“

“
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By Nicole Davis
Joyce McCloud says growing up on a 

farm gave her confidence that followed 
her all of her life and brought her to 
where she is today. It was hard work, but 
it was fun. That childhood spirit and en-
thusiasm is what pushes her to grow her 
business, Saddle Up Stables in Danville.

“It’s really not about the money,” Mc-
Cloud says. “I make a living but I won’t 
get rich doing it. It’s very rewarding, 
seeing the kids advance and learning 
about the horses. Teaching the kids is 
the best.”

Located on the Westside for 10 years, 
McCloud says she outgrew her barn and 
began looking for something new. The 
property at 833 N. CR 200 E., Danville, 
was up for sale. McCloud says once she 
walked into the room, she knew it was 
perfect. She purchased the lot in 2005. 
The barn is home to 25 stables, a 60-foot 
outdoor round pin, 10 acres of pasture 
and more.

A large part of her time is spent train-
ing youth. Her biggest project now is 

training children for the National Barrel 
Horse Association to try to go to Youth 
World. In barrel racing, there are three 
barrels that riders race around in a pat-
tern. When the students achieve some-
thing in their riding, McCloud says she 
gets excited for them. That enthusiasm 
passes on, as the parents see the accom-
plishments and watch them grow with 
the same confidence that developed for 
McCloud.

 “A lot of times the parents come and 
watch the lessons and they get interest-
ed,” McCloud says. “Kids want to ride 
with mom and dad so I get the whole 
family started.”

Thankful for the experiences she re-
ceived as a child, McCloud says she is 
happy to share that with others as her 
career. Every day she is living her dream, 
a passion for horses and finding fun in 
the work that goes along with owning 
the animals. 

For more information, visit saddleup-
stable.com.

HCBL Photos 
by Rick Myers

Amanda Winsted, 13, Plainfield, works a horse

Horse tackle

Danville’s Joyce McCloud  
has a passion for horses that has 

followed her since childhood

Having 
a heyday

Joyce McCloud
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Food • Fun • Networking

August 13
5:30-7:30pm

Team Moore Racing
1298 E. Hwy 136, Suite G. 

Pittsboro, IN 46167

2013 COVER PARTY PLANNER

RSVP to Coverparty@businessleader.bz 
or by calling (317) 918-0334.

Save the date!

Dwolla • allows businesses to accept money 
transfers directly from customers’ bank 
accounts at a flat processing rate of $0.25 
per transaction. Payments under $10 are 
processed for free. Downside: it isn’t that 
popular. Your business will still need a way to 
accept plastic.

LevelUp • does utilize customers’ credit cards, 
but it doesn’t require a lot of complicated fees 
to do so. And businesses that participate in 
the company’s Interchange Zero program can 
accept credit cards with the LevelUp App for 
free. That’s right: free credit card transactions.

Bitcoin Wallets • a digital currency, can be 
purchased with real money. Bitcoin wallets 
are never linked to credit cards, only cash, so 
merchants avoid high credit card processing 
fees. Downside: merchants do have to pay 
something to accept Bitcoin in both physical 
and virtual stores. The popular Bitcoin wallet 
BitPay charges a transaction rate of 0.99 
percent of total sale. 

Google Wallet 2.0 • Google has finally figured 
out a way to make its mobile wallet popular 
with consumers. The company recently 
announced that Gmail users will soon be 
able to use Google Wallet to send money 
via email. The wallet’s new email capabilities 
might help it gain a larger following. Google 
Wallet lets customers pay directly from their 
bank accounts, meaning fewer credit card 
processing fees for your business. 

Merchant Customer Exchange (MCX) • will 
link customers’ smartphones directly with 
their bank accounts, allowing MCX merchants 
to accept non-cash payments without paying 
credit card processing fees. Downside: to get 
on the list of retailers accepting MCX, you 
need to have a national presence, making this 
mobile payment solution a no-go for most 
small and medium-sized businesses. 

smallbusiness.foxbusiness.com/finance-accounting

DISPATCHES

Specializing in Group Employee  
Benefits for Over 20 Years

Lori S. Howe
Plainfield, In 46168

Office: (317) 745-7341
Email: Lori@LSHowe.com 

www.LSHowe.com

• Health Savings Accounts
• Short Term Medical Coverage  
• COBRA Consultations
•  “Affordable Care Act” Consultations

We strive to get  
your business the  

best rate possible…  
call us today!

In addition, we offer the following:

5 cheap mobile payment apps

Of all the reasons 
to buy a new home 

or refinance 
your existing home, 

there’s only one  
locally owned bank  

you need 
for your loan.

“We not only give you convenient 
personal service along with competitive rates,  

we make the entire loan process 
quick and easy.”

Steve Denhart, President, 
Hendricks County Bank and Trust Company

  
Gary Fraley, Vice President, 

Hendricks County Bank and Trust Company

Call, stop by or  
apply online.

Avon
963 N. SR 267

272-7055 
Brownsburg
1 E. Main St.

852-2268

Brownsburg Square
11 Northfield Dr.

852-6518 
Danville

200 East & U.S. 36
745-0501

Plainfield
1649 E. Main St.

839-2336

HendricksCountyBank.com

Your Community. Your Bank. Since 1908.

To Advertise in the Business Leader, call today: (317) 451-4088
Visit us online at: businessleader.bz
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By Gus Pearcy
With the opening of the 22nd Challenger 

Learning Center in 1994, the town of Browns-
burg was excited about the hands-on learning 
that area students could get flying missions that 
commemorated the Challenger Mission 51-L 
that tragically exploded in mid flight on a chilly 
January morning in 1986.

The center closed in June. Thousands of stu-
dents have stepped inside its bay doors to see 
how their education applies to real world sit-
uations while learning about the importance 
of teamwork. For the staff, and Center Direc-
tor Mary Patterson, it is a sad time. But she re-
mains optimistic that some college, museum, 
or other entity will adopt them.

“We are still in hopes that we can find a new 
host site and funders so we can move it,” Pat-
terson said. “We have a couple of groups that 
are interested in us being a part of them, but we 
need an owner. We need the financing to move 
it and an entity to oversee it.”

Unfortunately, Dr. Jim Snapp, superinten-
dent of Brownsburg Community Schools saw 
the mission of the Brownsburg 
Challenger Learning Center in 
conflict with his own mission of 
educating the students of Brown 
and Lincoln townships. The is-
sue was about money.

Snapp said the CLC lost $2.4 
million over the last 10 years. 
There were many reasons the 
Challenger Learning Center 
was losing money. First, was the 
placement of the Decatur Town-
ship Schools Indianapolis Chal-
lenger Learning Center

“The national Challenger 
Center did not do us any favors 
when they put one right down 
the road in Decatur Township,” 
Snapp said. “Had they put one 
in Fort Wayne or Evansville, that 
would’ve been OK, but what you 
had was a Challenger Center in 
Brownsburg that was doing a good job and fi-
nancially feasible when it was the only one. But 
when you split the potential pool of visitors in 
half, you also split the revenue in half.”

Snapp said the second part was the income 
was not enough to sustain six employees.

Patterson said a majority of the staff went to 
part-time employment in order to cut operat-
ing funds. Even after drastic cuts to staffing and 
other cost-cutting measures, the center was 
still losing about $80,000. Records show the 
center flew 293 missions last school year which 
is only 180 days, but the loss was too much to 
sustain for the district which is losing revenue 

annually.
In addition, Snapp said the recession and ris-

ing gas prices not only hurt the field trips to the 
center, but it also hurt the school’s budget.

“The predictions we have for (2014), we’re 
going to be about the same place general fund-
wise that we were in 2009,” Snapp revealed.

But since 2009, the revenues from property 
taxes have fallen by 12 percent because of prop-
erty tax caps, while enrollment has increased 
by 9 percent for the same period, Snapp said.

Patterson says dissolving the connection 
to the school district will allow the center to 
restructure salaries which were dictated by 
teacher wage scales. Also, the separation will 
mean an easier time of implementing new-
er programs such as summer camps and new 
missions.

Brownsburg Schools cut $6 million out of 
the budget about four years ago leaving the 
Challenger Learning Center in tact. This year, 
Snapp said, the decision was painfully obvious.

“When you’re looking at $2.4 million to sup-
port, what I consider, a non-essential function 
to help kids outside of Brownsburg Schools 

that decision made sense,” Snapp said. “We 
can’t have the taxpayers of Brownsburg subsi-
dizing other kids.”

Marijane Recob is the director of the Day-
ton Public Schools’ Challenger Center. Her dis-
trict is a much larger one that runs missions for 
all fifth, sixth, seventh, eighth graders and the 
Micronauts program for all third graders in the 
Dayton, urban district. They also run missions 
for suburban schools. They operate more than 
300 missions a year and also operate summer 
daycare programs and Micronaut missions to 
generate revenue. Despite all this, Recob says 
the program still operates in the red. 

A classroom teacher for 16 years before her 
appointment to the CLC, Recob said her stu-
dents left the center excited about math and 
science because they could see and understand 
the practical application of what they were 
learning behind the desk.

“One former student of mine is working for 
Boeing,” Recob said. “When he found that I had 
been hired and moved to the Challenger Cen-
ter, he went on and on about what a great time 

he had and how he still remem-
bered it. And this is a fella in his 
mid-30s. That’s what the Chal-
lenger Center can do for kids.”

The Challenger Learning 
Center national headquarters in 
Washington D.C. is disappoint-
ed in the closing as well, accord-
ing to Communications Direc-
tor Lisa Vernal.

“There are communities all 
over the country working their 
hardest to get a center put in,” 
she said. “It’s hard to see one 
closed down.”

According to Brownsburg 
Community School commu-
nications director, Donna Pe-
traits, the school district will be 
converting the Challenger Cen-
ter space into special education 
programs. Students are current-

ly being bused to Wayne Township Schools for 
programming.

“That is not as cost effective as being able to 
offer those services here,” Petraits said. “Plus, 
we’d like to keep our kids here.”

When the Challenger area is transformed 
and open in 2014-15 school year, Brownsburg 
will be offering services to Avon students as 
well. 

The rest of the building houses the nontradi-
tional high school Harris Academy, a nontradi-
tional middle school program, all of the tech-
nology services are also housed in the former 
Harris Elementary. Avon already sends stu-

Conflict of Missions
Brownsburg’s Challenger Learning Center 

prepares for potential final launch

A Tribute
There are certain historical events that are 
burned into our collective memories. The 
Challenger explosion was one of those 
events. 

President Ronald Reagan had announced 
two years before the launch that NASA 
would pick a teacher to be a crew mem-
ber. Nearly 11,000 teachers applied for the 
honor. In the end, they picked 36-year-
old Christa McAuliffe, a high school social 
studies teacher, to go on the mission. She 
was to teach two student lessons from 
space that would be beamed into thou-
sands of classrooms around the U.S.

Launches were still a unique thing, so 
many people were watching the event 
live. The anticipation was heightened on 
launch day because of the three-hour de-
lay. Finally, at 11:30 a.m., Mission 51-L lift-
ed off and 73 seconds later, the Challeng-
er shuttle exploded. No one saw it coming 
and it shocked immeasurably.

That evening, President Reagan addressed 
the nation with encouragement. “The fu-
ture doesn’t belong to the fainthearted; it 
belongs to the brave,” he said. “The Chal-
lenger crew was pulling us into the future, 
and we’ll continue to follow them.”

Out of that tragedy grew the Challenger 
Learning Centers. A tribute to the crew in 
a manner that served the lifelong mission 
of McAulliffe. 

If you would like to donate to the Browns-
burg Challenger Center’s move to another 
facility, please send your donations to the 
Hendricks County Community Founda-
tion in care of the Brownsburg Challenger 
Center fund at 6319 East U.S. Highway 36, 
Suite 211, Avon IN 46123.

dents to the Harris Academy.
Patterson says she is working several fronts 

to find a new space and transfer the equip-
ment. The new host site could be as small as 
6,000 square feet and then modified for the 
simulator. Dismantling and remantling the 
simulator will cost between $600,000 to pos-
sibly over $1 million. But there is definite in-
terest, so perhaps the Brownsburg Challenger 
Learning Center will survive in another form.

Patterson says the Challenger Learning Cen-
ter is a unique, hands-on, experience for stu-
dents. “It is a simulation, so students actually 
have to work to be successful at either landing 
on the moon, going to Mars and heading back 
again, or investigating a comet,” Patterson said. 
“They are assigned to jobs and they have to ful-
fill their jobs to make that mission a success. 
There’s a lot of teamwork involved. There’s also 
curriculum science, language arts, social stud-
ies. It’s all part of that simulation.”

Photo by Gus Pearcy

Photo by Gus Pearcy

Mary Patterson, Brownsburg Challenger Learning Center director



AUG 15

 with Marianne Glick
President and Owner of Glick Art

“Women & Their Connection 
to Philanthropy”

SAVE THE DATE!
Date:  August 15, 2013

Featured Speaker: Marianne Glick
President & Owner of Glick Art

Location: Prestwick Country Club
5197 Fairway Drive, Avon

Cost: $15; Time: 11:30 a.m.

R.S.V.P. by August 14, 2013  
to info@businessleader.bz  
or call (317) 918-0334

Event Sponsor: OLOGY, LLC

Send checks payable to: 
Leadership Hendricks County
P.O. Box 7, Danville, IN 46122

317.706.4444
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Entrepreneurs are brave 
people who know how much 
courage it takes to walk away 
from someone’s payroll and 
create or grow a business. De-
spite their courage, many en-
trepreneurs become timid 
when it comes to marketing 
their companies.

Maybe they’re afraid their 
small workspaces don’t match 
the grandeur of the Class A 
towers across town. Or maybe 
they think their big firm coun-
terparts are chuckling at their 
efforts. There’s a different ex-
planation every time, but the 
result is the same. They down-
play what they’re doing at the very time that 
they need to project confidence.

When we aspire to something, we’re setting 
a target for ourselves. We want to look thinner, 
so we tell ourselves we’ll eat less and exercise 
more. We want to sound smarter at work, so 
we take classes or read publications about busi-
ness. As we move toward our aspirations, we 
gradually become the people we hope to be.

The same holds true for a business. As you 
develop your marketing materials, you don’t 
have to present yourself exactly as you are to-
day. Without being dishonest, you need to 

present yourself as you want 
your customers to see you. 

Entrepreneurs become 
afraid of presenting their busi-
nesses aspirationally because 
they worry that it isn’t authen-
tic. If they make a reference 
to their staff, they’re afraid 
a prospect will discover that 
the staff is really their 12-year-
old daughter. They worry that 
someone will reveal that their 
executive suite is a converted 
walk-in closet.

Yet bigger companies don’t 
hesitate to take an aspiration-
al approach. They position 
themselves as industry lead-

ers or the company offering the highest-quali-
ty products. Would you eat at a restaurant that 
admitted, “Yeah, our food is okay, but it’s not 
really as good as that place down the street”? 
Maybe that sounds ridiculous, but it’s how far 
too many startups and small companies pres-
ent themselves. 

Of course, you have to be reasonable. You 
may dream that your startup may one day 
dominate the Fortune 500, but you probably 
don’t want your current Web site to suggest 
that you’re already there. So as you choose your 
aspirational messages, think in terms of steps. 

Today, your message may be that you’re a local 
leader in repairing veeblefetzers. A year from 
now, you may be comfortable calling yourself a 
regional leader. And five years from now, your 
aspiration may be a national reputation.
Scott Flood can be contracted via email at sflood@sfwriting.
com or by calling 317-839-1739, or visit his blog at: sfwriting.
com/blog/.

Aspirational doesn’t mean dishonest 

Scott Flood
Columnist

CALL USTODAY For a quote on your next printing job. 

 MOVE AHEAD!
A one-of-a-kind MBA program only in Hendricks County
•	 Among	the	five	percent	nationally	accredited	by	the	AACSB
•	 Balance	your	family,	work,	and	school	time
•	 Two-year	program	offered	in	Plainfield:	10-week	classes	one	
night	a	week,	three	times	a	year

•	 Affordable

Open Houses in your area:
June	24	 6:00	p.m.	 Metropolis,	Plainfield
June	26	 5:00	p.m.	 101	W.	Ohio,	Indianapolis
July	2	 6:00	p.m.	 Avon	(call	812-237-2002	for	location)
July	8	 6:00	p.m.	 Chamber	of	Commerce,	Greenwood
July	10	 6:00	p.m.	 Legacy	Fund	Building,	Carmel
July	16	 6:00	p.m.	 Metropolis,	Plainfield

R.S.V.P.	to	ISU-MBA@mail.indstate.edu	or	call	812-237-2002.

For	further	information,	visit	indstate.edu/promba.

The Avon Communi-
ty School Corporation 
Board has named Ms. 
Nicole Harris as the next 
principal of Sycamore 
Elementary School.  Ms. 
Harris is currently assis-
tant principal at Avon In-
termediate School West. 
She will return to Syca-
more having served there as a part-time as-
sistant principal when she first came to Avon 
Community School Corporation in 2007. Prior 
to her experiences in Avon, Ms. Harris served as 
principal of a K-6 elementary school in Foun-
tain County and taught both special and gen-
eral education in Reelsville, Ind.

ASCS board announces 
new principal 

BUSINESSBriefs



Looks 
at Local 
Leaders

Each month, the Business Leader focuses 
on how Leadership Hendricks County 
delivers the skills local residents need to 
provide leadership in our communities.

Participants in Leadership Hendricks 
County and Youth Leadership Hendricks 
County pay tuition, but that payment only 
covers a small part of the actual cost of the 
classes. The organization receives most 
of its funding from generous corporate 
partners and through fundraising events. 
The two biggest fundraisers of the year 
happen during a single week in July.

ANNUAL GOLF OUTING
On Tuesday, July 9, the Who’s Who of 

Hendricks County will gather at Deer 
Creek Golf Club just south of Clayton 
for one of the county’s most popular golf 
outings. The 2013 edition with be the 17th 
for the organization, and local golfers have 
come to expect great food and a chance to 
catch up with friends from all walks of life.

Both serious golfers and the folks who 
are more interested in socializing than 
scoring birdies always have a great time. 
Throughout the course, golfers encounter 
friendly competitions and some silly ways 

to shave their scorecards. At the end of the 
day, there are tables filled with fabulous 
prizes.

Even if you can’t play 18 that day, you’re 
welcome to stop by and take in all the fun!

TASTE OF HENDRICKS COUNTY 
Then, on the evening of Thursday, July 

11, Primo’s in Plainfield is the site of the 
annual eating extravaganza called Taste 
of Hendricks County. The Flyer Group 
and Hendricks Power jointly present this 
event, and the proceeds are shared by LHC 
and the Hendricks County Community 
Foundation. 

From 5:00 to 8:00 p.m., more than 20 of 
the county’s favorite dining establishments 
offer sample-sized portions of their best 
offerings. You’ll find everything from 
the familiar to the exotic. In addition to 
entrees, there’s always an abundance of 
tasty desserts and beverage choices. Soft 
drinks are free (but the friendly LHC 
bartenders always appreciate tips). 

Tickets are available from the sponsors, 
and also at LeadershipHendricksCounty.
org.

Megen Morgan at LHC’s Annual Golf Outing. 

 Guests enjoy Taste of Hendricks County.

Bob Hutchings, Cinda Kelley-Hutchings and  
Al Bennett at Taste of Hendricks County. 
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Excellence in Fitness Studio A new look at fitness

Compiled by Katie Mosley

According to Jeff Monday, fitness is about more than just ex-
ercise. Monday opened Excellence in Fitness Studio to get that 
message out. He says that fitness is also about nutrition and 
lifestyle choices. Monday, along co-owner Stephanie Strout, 
assist clients in understanding the full gamut of nutrition and 
getting into shape in order to make positive lifestyle, physical 
and emotional changes.  

Monday offers many services for his clients, including per-
sonal training, small group instruction, pre and post natal in-
struction, senior fitness, youth fitness, and nutritional coun-
seling and planning. Monday and Strout each offer individual 
training sessions by appointment.

Monday says that there are benefits to having a personal 
trainer and encourages potential clients to give him a try.

Why did you open the business?
I opened Excellence in Fitness Studio to fulfill a dream that 

I’ve had for a long time. I enjoy helping people change their 
lives to become more confident and motivated in their fitness 
goals and abilities. I have my own style of fitness training that 
has worked for myself as well as many 
friends. Having my own business has 
given me the ability to share my fit-
ness training program with others.

What did you do to prepare for 
opening your business?

In preparation for the opening of 
Excellence in Fitness Studio, I started 
a Facebook page and Web site to cre-
ate interest. I also ran an ad with Liv-

ing Social , which brought in 18 new cli-
ents. I am currently seeking new ways to 
advertise.

Who is your ideal customer? Client?
My ideal client is someone who is se-

rious about making fitness a lifestyle and 
not a quick fix or fad. Results take time and 
commitment as well as dedication.  I cur-
rently train men and women ages 23-56 
as well as middle and high school student 
athletes.  I also have fitness plans for senior 
citizens.

How do you plan to be successful?
I plan on being successful by word of 

mouth, some advertising, but most of all by 
client results.  Simple rule in business told 
to me by a very successful business owner, 
Ron Chandler, “Don’t spend more than you 

make!”

What would we be surprised to 
learn about you and your com-
pany?

With the Excellence in Fitness 
training plan, my clients have seen 
dramatic results.  For example, Deb-
bie Benz started two months ago 
weighing 168 pounds with a body fat 
of 32.2 percent. She is now weighing 

145 at 24.5 percent body fat. She faithfully trains two times 
per week and cardio throughout the week.  Konrad Wilder 
went from 29.5 percent body fat and weighing 229 pounds 
to 218 pounds and 16.5 percent body fat. He has changed his 
body composition from fat to muscle in approximately three 
months.  A lot of people have the misconception of going by 
what the scale says. Let the mirror and how your cloths fit be 
your scale. When your body composition changes, you are 
changing fat to muscle. Remember, we don’t want to be skinny 
fat.  Muscle weighs more than fat. It’s best to look at the overall 
fitness level and body composition versus weight loss.

Photo by Ryan Woodall

Jeff Monday works with a client.

State Bank of Lizton was recently recognized 
as a Five Star Member of the Indiana Bankers 
Association (IBA) at the IBA Mega Conference 
on May 14 in downtown Indianapolis. The 
bank earned the award in recognition of its 
commitment to the IBA in the areas of political 
awareness, issues advocacy, life-long learning, 
volunteerism and Preferred Service Provider 
utilization.

State Bank of Lizton  
named Five Star Member 
and MAXI award winner

BUSINESSBriefs

Joe DeHaven, Five Star member and Michael Baker, 
president, State Bank of Lizton.

Hendricks County Recorder Theresa Lynch was 
elected vice president of the Association of In-
diana Counties’ (AIC) West Central District dur-
ing its annual May meeting in Putnam County. 
As district vice president, Lynch will represent 
the elected county officials in the West Cen-
tral District of the state, which includes the fol-
lowing counties: Boone, Clay, Clinton, Foun-
tain, Hendricks, Montgomery, Morgan, Owen, 
Parke, Putnam, Tippecanoe, Vermillion, Vigo, 
and Warren. There are six districts in the state. 
Lynch will serve on the AIC’s Board of Direc-
tors, which determines policies and legislative 
goals for the AIC. Clay County Commissioner 
Paul Sinders was elected District President 
during the meeting as well. The district meet-
ing also included a synopsis of the 2013 Indi-
ana General Assembly by AIC staff. 

Lynch elected  
to district office

From left: Theresa Lynch and Paul Sinders

If you were out and about anywhere in Cen-
tral Indiana on May 18, you probably saw an 
unusual amount of lemonade stands. This 
year the State Bank of Lizton hosted stands at 
many of their branches to encourage young 
people across the county to learn about en-
trepreneurship, budgeting, saving and giving 
back. More than 20,000 young entrepreneurs, 
ranging in age from pre-school through high 
school, set up lemonade stands May 18 in lo-
cal supermarkets, parks, neighborhoods, malls 
and other locations across the Greater India-

napolis area. Joining these 20,000 were vol-
unteers from Hands Helping Hendricks (H3O), 
the Hendricks County Community Founda-
tion’s youth philanthropy council. Selling lem-
onade, cookies and accepting donations at 
its Metropolis Mall, Plainfield, location, H3O 
raised nearly $400 for its grant making.  H3O’s 
mission is to improve our community and ed-
ucate youth through the ways of philanthropy 
by giving grants to and serving charitable or-
ganizations.

Lemonade Day “shakes up” young entrepreneurs 

(Left Photo) From left, Katie Garwood, Maggie Burgess, Elizabeth Grubbs, Rowdy (Indianapolis Indians mascot), 
Delijah Anderson, Sarah Kendall and Alyssa Bush. Hands Helping Hendricks (H3O) members raised nearly $400 
with their lemonade stand at Metropolis Mall in Plainfield. (Right Photo) Emma West with her stand.
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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.

Market watch: Weathering the storm
As of this writing, two market topics are 

gaining attention in the broader press. Is a 
summer rally in the works or will the highly 
anticipated market correction finally happen? 
A prudent investor, who would be success-
ful, should already be off the sidelines and in-
volved in this market in case this bull market 
continues into the later months of the year. 
A prudent investor should also be choosy in 
what he holds in his portfolio to better weath-
er a correction should it occur. Here are a cou-
ple ideas to consider:

In the difficult summer of 2010, the broad-
er market, as represented by the S&P 500, 
was down close to 16 percent before rallying 
later that year. Interesting to note is the fact 
that dividend-paying companies represented 
by the mid-caps in the iShares Dow Jones Se-
lect Dividend Index Fund (DVY) and the large 
caps in the SPDR S&P Dividend ETF (SDY) 
provided a cushion of roughly 4 percent on the 
downside and better performance (+2 percent) 
as the market recovered.  (All percentages are 
approximate and provided by Big Charts.com) 

This observation held true in other instances 
of market turbulence, including August 2011 
through October of that same year with the 
dividend payers providing a 5 percent cushion 
on the downside and roughly 5 percent better 
performance through the rally.

Again, in May of 2012 through June (4 percent cushion, +2 

percent in the rally) and again during the mar-
ket troubles between October and December 
2012 (4 percent cushion, +2 percent in the rally)

So, why do dividend companies fare better 
in market downturns?  Several reasons:

1. Cash. Shareholders like seeing those divi-
dend payments come into their brokerage and 
IRA accounts. Your stock might go down a 
few bucks, but you also know that you’ll con-
tinue to receive a “cash bonus” for holding it. 
Then, in times of trouble, you’ll consider sell-
ing something else first.

2. Efficient and effective management. Com-
panies don’t like to ever reduce a dividend. If 
management knows it has a dividend to keep, 
it tends to spend money wisely. It puts off the 
remodel of the executive office until revenues 
improve.

3. Their earnings are “real.” When dividends 
are paid regularly, shareholders know that the 
revenues and earnings reported by the compa-
ny are genuine, hard dollars in the coffers – and 
not just creative accounting.

If an investor can cushion their downside 
should a correction occur and maintain attrac-
tive total return should the market continue to 
perform – then that is a strategy that should 
appeal to an investor who would be successful.

My brief study showed that, at least for the 
periods I studied, the SDY and DVY appeared to be the better 
choices for this particular strategy. Do some research of your 

own and see if repositioning some of your fixed income and/or 
growth only investments into steady, dividend paying invest-
ments makes sense for your portfolio.

Other dividend ETFs to consider researching include: Van-
guard Dividend Appreciation (VIG), iShares High Dividend 
Equity Fund (HDV), Vanguard High Dividend Yield Index 
Fund (VYM), WisdomTree Dividend Top 100 Fund (DTN), 
and First Trust Morningstar Dividend Leaders (FDL).

PLEASE NOTE:  The author and many of his clients hold 
DVY and VIG in their portfolios.  They are a part of the author’s 
core portfolio strategy and have been held by him and many of 
his clients for years.

IMPORTANT DISCLOSURES: The opinions and or strat-
egies voiced are for general information only and are not in-
tended to provide specific advice or recommendations for any 
individual. Any performance referenced is historical and is no 
guarantee of future results. Any indices mentioned are unman-
aged and cannot be invested into directly.

To Advertise in the Business Leader,  
call today: (317) 451-4088

Visit us online at: businessleader.bz

Na na na na na na Profit! 
Holy car sale, Batman! On Jan. 19, the classic 
Batmobile driven by Batman and Robin in 
the campy 1960s “Batman” show fetched $4.6 
million in an auction. 

– www.money.cnn.com 

Jennifer Lopez tops  
Forbes Celebrity 100 

Celebrities are known for garnering attention 
with tabloid news, but Jennifer Lopez picked 
up some press from Forbes. She is No. 1 on 
their Celebrity 100 list, pulling in a big salary 
($52 million last year) and having a strong 
following. 

– www.forbes.com 

Baby boomers make  
big market 

By the year 2030, the population of people 
older than 65 will hit 72 million. The big 
market has pushed JPMorgan to track what 
stocks will make bunches of bucks when it 
comes to baby boomers through the “Aging 
Population Index.” 

– www.money.msn.com 

Produce problem 
If Congress doesn’t change the course of 
spending cuts, Americans could be seeing 
a price increase in beef and chicken, as a big 
cut would disrupt programs that ensure food 
safety. The plants responsible for getting the 
food out to consumers might shut down for 
up to 15 days. 

– www.money.cnn.com 

Pay up, internationals 
The Ohio State University decided on a simple 
way to make some cash quick. Last fall, the 
university started charging international 
undergrads an extra $1,000 to attend. That 
doesn’t include the already in place out-of-
state tuition charges. 

– www.businessweek.com 

Boarding up the ‘burbs 
Where has the housing crash hit people 
hard? Travel to Lawrenceville, Ga. There 
the foreclosure rate (in one zip code) is the 
highest throughout the entire United States 
of America. 

– www.money.cnn.com 

DISPATCHES
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There are five simple words 
that combined should nev-
er be used in the business or 
sales world. What five words 
could be so powerful? To be 
honest with you … those are 
the words. 

Think about it, when you 
say the phrase “to be hon-
est with you …” it is implied 
that at some time you have 
not been honest with your 
audience, but finally, you are 
coming clean and bearing the 
truth of truths to them. That 
is the reason why those five 
little words should never be 
used in that combination. To 
be honest… that is three of the five words, but 
it has the same effect: creating doubt in the 
listener’s mind.

Honestly … reduces the number of words 
to one but also implies the same questions of 
honesty as the other more wordy phrases. I 
have heard sales people addressing a key pros-
pect and stating any one of the three only to be 
unsuccessful in the attempt to make the sale.

I have seen executives addressing a crowd 
of employees and consistently using one of the 
phrases addressed in this article to the same 
tragic effect. The executives cannot for the life 
of themselves figure out why they face chal-

lenges with their teams trust-
ing them. Now that I have 
called it to your attention and 
you have time to think about 
it, you have probably heard 
the phrase and seen the same 
tragic results. 

The question then be-
comes, “If that is what not 
to say, what am I to say?” I 
once had a boss who used the 
phrase, “I have to tell you …” 
but he was from Wisconsin so 
it was “I gotta tell ya …” That 
phrase worked to eliminate 
the seed of doubt placed by 
those using the phrase, “to be 
honest … ”

The reality is that you do not need a phrase 
to open a dialogue at all. Simply start the con-
versation where you need to and leave the 
preamble out completely. Your communica-
tion results will be much better. After all, the 
quality of your communication can be judged 
by the results you are getting. If what you are 
doing is not working, change it, do something 
else. Notice the results and enjoy the success 
that comes from better communication.

Five words to never use

Jack Klemeyer
Columnist

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

Making a difference in the lives of patients 
with the work they do every day, two regis-
tered nurses at Franciscan St. Francis Health 
have been recognized by patients for extraor-
dinary caregiving. Registered nurses, Dolores 
Grah and Shannon Bruce have been named 
the March 2013 recipients of the hospital’s 
DAISY Awards. Bruce, a dialysis nurse at the 
Indianapolis campus, was nominated for the 
special things she does for her patients. Grah, 
a critical care unit nurse at the Indianapolis 
campus, was nominated by a co-worker who 
felt she went above and beyond with a pa-
tient’s care. Dolores helped a patient in need 
outside her usual nursing duties. The DAISY 
Award for Extraordinary Nurses is a national 
program that honors the compassionate care 
and clinical excellence. Franciscan St. Francis 
localized the program in 2010 to recognize its 
nurses for their achievements.

Franciscan St. Francis 
Health registered nurses 

honored for making a 
difference 

BUSINESSBrief

Helping Small Businesses Succeed... Every Day!

10 Hendricks and Boone County locations!
866.348.4675
www.statebankoflizton.com

Let one of our bankers help you put together the pieces of your puzzle!

Commercial Services

Jerry Orem recently 
joined Hendricks Coun-
ty Bank and Trust Com-
pany as senior vice pres-
ident. Orem began his 
career in banking near-
ly thirty years ago and 
will be responsible for 
commercial, consum-
er, mortgage, and SBA 
lending. Orem holds a Master of Business Ad-
ministration degree from University of India-
napolis and a Bachelor of Science degree from 
Ball State University. He is a graduate of the 
ABA Graduate Commercial Lending School 
and Graduate School of Banking. He has been 
a part of community banking the majority of 
his career. He, his wife and two children, are 
long-time residents of Brownsburg.

Hendricks County Bank 
and Trust Company hires 
new senior vice president

BUSINESSBrief

To Advertise in the Business Leader, call today: (317) 451-4088
Visit us online at: businessleader.bz
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Erin Smith
Guest Columnist

Erin Smith is co-owner of Spotlight Strategies a print, apparel, 
promo and sign company located in Franklin, IN.  She may be 
reached at erin@spotlight-strategies.com.

Every great business own-
er looks for a way to differ-
entiate, carve out a niche 
market and/or reinvent his 
business to stay ahead of the 
curve.  There are endless pos-
sibilities, yet great business 
owners don’t get hung up in 
weighing these possibilities 
for too long.  They research, 
listen to their intuition and 
then plunge head first into 
the abyss of the next strategic 
business opportunity.  What 
are you doing to stand out?  Is 
your business still relevant in 
your market?  Is your current 
network stagnant or is it the 
catalyst to push your business to new heights?

I have owned and operated my business for 
over 12 years. Six years ago, I found my busi-
ness at a crossroads.  I needed to differenti-
ate – standout and quite frankly, I needed to 
be hanging out with a new crowd that was 
going to “up” my business game.  I pondered 
the questions above and decided to seek WBE 
(Women Business Enterprise) certification 
through the State of Indiana and City of In-
dianapolis. There were two compelling rea-
sons that I went through this arduous process.  
First, I believed it was a great business devel-
opment tool and secondly, I kept meeting re-
ally sharp women business owners through an 
organization, NAWBO (National Association 
of Women Business Owners), and many of 
them were WBE certified. So, I told myself, “If 
you want to be a better business owner, then 
hang around those that are smarter, more ex-
perienced and making more money than you!” 

After a nine month process I 
was delighted to receive my 
certification as a WBE.

The road to certification 
brought new relationships 
to my business, allowed my 
company to participate in the 
Super Bowl Emerging Busi-
ness Program and is a benefit 
to my current customers who 
need to meet WBE spend re-
quirements for city and state 
contracts.  All that being said, 
not once have I ever suggest-
ed that a prospective custom-
er invest in a relationship with 
my company because of its 
WBE certification.  NO – My 

customers know that I strive to deliver quality 
product with an exceptional customer expe-
rience regardless of any certification.  That is 
just an added value!

If you are a minority-owned, veteran-owned 
or woman-owned business and would like 
more information about certification, please 
visit the following Web sites for more informa-
tion:

State of Indiana Certification: http://www.
in.gov/idoa/2489.htm

City of Indianapolis Certification: http://
www.indy.gov/eGov/City/DMWBD/MBE-
WBE-VBE/Pages/Certification.aspx

If you are a woman-owned business owner 
and would like more information on NAWBO, 
please visit: www.nawboindy.org

Being a stand out in 
your business

To Advertise, call (317) 451-4088.
Send your Business News Briefs to the Business Leader: info@businessleader.bz

First Merchants Charitable Foundation, Inc. 
recently awarded its annual grants to local 
charitable organizations in Hendricks County 
and five other counties across Indiana. The 
foundation awarded the grants for Hendricks 
county totaling $29,310 at a presentation at 
the First Merchants Plainfield Banking Cen-

ter on Tuesday, June 11 at 9 a.m. Grants were 
awarded to Susie’s Place, Strides for Success, 
Hendricks College Network, Kingsway Com-
munity Center, Sheltering Wings, Leadership 
Hendricks County, Hendricks County Senior 
Services, Habitat for Humanity and Hendricks 
County Community Foundation.

First Merchants Charitable Foundation, Inc. awards 
grants to Hendricks County charities

Back row from left: John Baer, First Merchants Charitable Foundation;  Jerry Holifield, First Merchants Charitable 
Foundation; John Mollaun, Kingsway Community Care Center; William A. Rhodehamel, Hendricks County 
Community Foundation;  Amy O’Hearn, Sheltering Wings; Jennifer Brackney, Strides to Success. Front row from 
left:  Emily Perry, Susie’s Place; Susan Rozzi, Leadership Hendricks County; Marina Keers, Hendricks County Senior 
Services; Brandy Wethington Perrill Hendricks College Network; Debbie Anderson, Strides to Success.

BUSINESSBrief

YOUR BUSINESSYour Business

The State Bank of Lizton recently sponsored 
its quarterly Hendricks County Business Lead-
er Cover Party to celebrate the three leaders 
who graced the covers of the local newspa-
per’s spring issues. March’s cover featured Em-
ily Perry, executive director of Susie’s Place, a 
child advocacy center. April’s cover featured 
Doug Moon, owner of Wild Birds Unlimited. 
May’s cover featured Dr. J. C. Anderson of An-
derson Chiropractic. The State Bank of Lizton 
always highlights a local nonprofit with mean-
ingful impact at its cover parties.  This quarter, 
the financial institution chose to celebrate the 
Hendricks County Community Foundation’s 
newest project — Hendricks County Gives.  
SBL put up two $250 grants and allowed at-
tendees of the Cover Party to “vote” for their 
favorite of the six initial projects on the plat-
form.   The United Way of Central Indiana Hen-
dricks County’s Early Readers Club and the 
Hendricks County Senior Services’ Transpor-
tation for Older Adults projects both received 
$250 toward their goal. 

State Bank of Lizton 
celebrates business  

leaders and local  
nonprofit projects Sarah O’Brien a first grade teacher at River 

Birch Elementary in Avon, has been reap-
pointed to the State Board of Education for 
the Fourth Congressional District. Gov. Mike 
Pence reappointed O’Brien to the State Board 
of Education.  She will serve a new four-year 
term effective July 1. “As we strive to make In-
diana the state where education works for all 
kids, we thank the individuals named today to 
the Indiana State Board of Education for their 
commitment to making this goal a reality,” 
said Governor Pence. “Their wealth and diver-
sity of experience, both in the classroom and 
in leadership positions across our state and 
nation, will bring unique perspective to the 
Board and will greatly benefit Hoosier chil-
dren and their families in the years ahead.”

Governor appoints 
members to Board  

of Education
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July County and Municipal 
Meetings

Hendricks County
Unless otherwise noted, 
all meetings held at
Government Center
355 S. Washington St.
Danville, IN 46122
317-745-9221

Council (Second Thursday 
every month) July 11, 2 p.m.

Plan Commission 
(Second Tuesday every 
month) July 9, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month)
July 15, 7 p.m.

Commissioners 
(Second and fourth Tuesday 
every month) July 9, 9 a.m.
July 23, 9 a.m.

Town of Avon
Unless otherwise noted,
all meetings held at
Avon Town Hall
6570 E. U.S. Hwy. 36
Avon, In 46123
317-272-0948

Town Council 
(Second and fourth 
Thursevery month)  
June 11, 7 – 9 P.m.
June 25, 7 – 9 p.m.

Advisory Plan Commission
(Fourth Monday every 
month) July 22, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) July 18, 7 p.m.

Town of Brownsburg
Brownsburg Town Hall 
Eaton Hall
61 N. Green St.
Brownsburg, IN 46112
317-852-1120

Town Council
(Second and fourth Thursday 
every month)July 11, 7 p.m.
July 25, 7 p.m., Town Hall

Plan Commission 
(Fourth Monday every 
month)July 22, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) July 8, 7 p.m.
Brownsburg Town Hall

Town of Danville
Unless otherwise noted,
all meetings held at 
Danville Town Hall
49 N. Wayne St.
Danville, IN 46122

317-745-4180
Note: Call 317-745-3001 to 
confirm meetings have not 
been cancelled.

Council (First and third 
Monday every month)
July 1, 7 p.m., July 15, 7 p.m.

Plan Commission
(Second Monday every 
month) July 8, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
third Tuesday of the month
July 16, 7 p.m.
Town of Plainfield 
Unless otherwise noted,
all meetings held at
Plainfield Municipal Building
206 W. Main St.
Plainfield, IN 46168
317-839-2561

Town Council
(Second and fourth Monday 
every month) July 8, 7 p.m.
July 22,  7 p.m.

Plan commission (First Mon 
every month)July 1, 7 p.m. 

Board of Zoning Appeals
(Third Monday every month)
June 15, 7 p.m.

July Chamber of 
Commerce Meetings
Chamber Events

10 - Danville Chamber 
of Commerce (members’ 
meeting): Wednesday, July 
10, 11:15 a.m., Hendricks 
County 4-H Fairgrounds and 
Conference Complex, 1900 
E. Main St., Danville.  
For more information, call 
(317) 745-0670.

16 - Plainfield Chamber 
of Commerce (members’ 
meeting): Tuesday, July16, 
11:30 a.m., Plainfield 
Recreation & Aquatics 
Center, 651 Vestal Rd. 
Plainfield.  For more 
information, call  
(317) 839-3800.

17 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, July 
17, 11 a.m., the Brownsburg 
Fire Territory, 470 E. 
Northfield Dr. Brownsburg. 
For more information call 
(317) 852-7885.

23 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, July 
23, 11:30 a.m., Prestwick 
Country Club, 5197 Fairway 
Dr., Avon. 

For more information, call 
(317) 272-4333.

26- Westside Chamber 
of Commerce, (members’ 
meeting): Friday, July 26, 
8:30 a.m., American Cancer 
Society, 5635 West 96th 
Street, Indianapolis.  
For more information, call 
(317) 247-5002.

Avon Chamber 
New Members

Avon Chiropractic Clinic
10080 E. US Hwy 36 Suite B
Avon, IN 46123
(317) 600-3070

Meineke Car Care Center
3702 W. 86th St.
Indianapolis, IN 46268
(317) 872-3127

The Branches Community 
Church, Alex Hersey
8244 Hwy 36 Suite 140
Avon, In 46123
(317) 376-9789

Bagger Dave’s
9646 E. Hwy. 36
Avon, IN 46234
(586) 663-0707
Brownsburg Chamber 
New Members

Edward Jones
Brad Sabelhaus
23 Motif Blvd Suite 304 W
Brownsburg, IN 46112
(317) 858-5914

Plainfield Chamber 
New Members

Binkley Wealth 
Management Group
Jeff Binkley, 6319 E. US  
Hwy 36, Suite 207
Avon, IN 46123
(317) 697-1618

City Barbeque
Bill Pemberton
9116 Rockville Rd.
Indianapolis, IN 46234
(317) 454-8233

The Launch Pad, LLP
Ryan Freeman
301 S. Center St.
Plainfield, IN 46168
(317) 721-7775

Park Square Manor
Debra Guzman
6990 E. CR 100 N
Avon, IN 46123
(317) 272-7300

Sales Leads
Newly incorporated 
businesses through  
June 10, 2013

A Voice by Phelan
Don J. Phelan
C/O Legalzoom.com, Inc.
100 W. Broadway, Suite 100
Glendale, CA 91209

Carter Construction 
Company
Bryan Landon Carter
David Bryan Carter
1307 S. C.R. 625 East
Avon, IN 46123

Fit Foot Spa
Hua Keller
10950 Poppy Hill Dr.
Indianapolis, IN 46234

Fleurs De Beausoleil
Koren Bousley
Jason Bousley
4142 S. S.R. 75
Coatesville, IN 46121

Frigid Frog of Plainfield
Becky Bridge
Bob Bridge
5148 E. C.R. 700 South
Mooresville, IN 46158

Honest Air
Ben Melvin
4012 Armada Dr.
Indianapolis, IN 46237

Hoosiers Finest Carpet & 
Upholstery Cleaning
Chad Mitchell
C/O Huntington National 
Bank, Attn: Ryan Rash
1531 N. Green St., Ste. A
Brownsburg, IN 46112

Ho Wah
Bin Qiu Xiao
325 N. Northfield Dr.
Brownsburg, IN 46112

Kirkland Express
Richard G. Kirkland
469 Sable Chase
Brownsburg, IN 46112
My Abstract Products
Lilly Ryan
1675 N. S.R. 267
Avon, IN 46123

SMP Casting Services
Shawn Piccone
2366 McGregor Dr.
Avon, IN 46123

Shaw Nexus
David Shaw
1581 N. S.R. 236
Danville, IN 46122

Simply Elegant Design 
Studio, Stephanie Smith
3621 Bayview Lane
Plainfield, IN 46168

Tree of Hope Tutoring
Graciela Miranda
7270 Woodmill Ct.
Avon, IN 46123

Warrior World Wide 
Outreach
Dr. Shanda Evans
Dwayne Evans
1626 Grassland Dr.
Brownsburg, IN 46112

Women of War Ministries
Dr. Shanda Evans
1626 Grassland Dr.
Brownsburg, IN 46112

SBA Guaranteed Loans
Hamilton County

ADR Partners, LLC
777 E. Main St.
Westfield, IN 46074
$216,000. Community First 
Bank of Indiana

BHB Investment Holdings 
Carmel
271 Merchants Square Dr.
Carmel, IN 46032
$350,000. Level One Bank

Scott A. Cooper, Inc.
10439 Commerce Dr., 
Ste.140, Carmel, IN 46032
$185,000. $185,000
The Huntington Nat’l Bank 

CozyPants, Inc.
160 Medical Dr.
Carmel, IN 46032
$1,405,000. $50,000
Wells Fargo Bank

Frozerry, Inc.
2760 E. 146th St.
Carmel, IN 46033
$390,000
First Colorado National Bank 

Frozerry, Inc.
11675 Olio Road
Fishers, IN 46037
$180,000
First Colorado National Bank 

Frozerry, Inc.
14300 Mundy Dr.
Noblesville, IN 46060
$180,000
First Colorado National Bank

Hardin Trucking Company, 
LLC, 10974 Eaton Ct.
Fishers, IN 46038
$31,000. Fifth Third Bank

Meridian Dental Center, LLC
11644 Horizon
Fishers, IN 46037
$185,000. The Huntington 
National Bank 

Stoesz and Stoesz, LLC
211 E. Main St.
Westfield, IN 46074
$25,000. The Huntington 
National Bank 

R.S. Tatum, LLC
16250 Oak Road
Westfield, IN 46074
$40,000. The Huntington 
National Bank 

Hancock County 

Dough-Nuts, Inc.
1522 N. State St.
Greenfield, IN 46140
$183,000. Greenfield 
Banking Co.

Kimmel Dentistry, Inc.
7397 N. 600 West, #400
McCordsville, IN 46055
$278,200. $40,000
Star Financial Bank

Hendricks County

Euphoria Salon and 
Dayspa, Inc., 4905 E. Main 
St., Avon, IN 46123.$15,000. 
Superior Financial Group 

CE Hughes Enterprises, 
LLC, 90 W. C.R. 600 South
Clayton, IN 46118
$415,000
First Financial Bank (OH)

James A. Miller, LLC
2062 Woodstream Dr.
Avon, IN 46123
$10,000. Chase Bank

Patriot Electric Co., LLC
9253 E. U.S. Hwy. 36
Avon, IN 46123
$16,600. $16,300
The Huntington Nat’l Bank 

Johnson County

MidState Manufacturing 
Corp., 3250 Graham Road
Franklin, IN 46131
$300,000. Mainsource Bank 

Warren Flooring Corp.
417 W. Main St.
Greenwood, IN 46142
$84,300. $15,000
The Huntington Nat’l Bank 

WIT Properties, LLC
771 International Dr.
Franklin, IN 46131
$588,000. Fifth Third Bank

Marion County

828 Investments, LLC
1147 E. 58th St.
Indianapolis, IN 46220

$ 180,000. The Huntington 
National Bank 

A-1 Roofing Systems, Inc. 
7036 Bluffgrove Lane
Indianapolis, IN 46278
$28,400. The Huntington 
National Bank 

The Atrium, Inc.
3143 E. Thompson Road
Indianapolis, IN 46227
$25,000. The Huntington 
National Bank 

Black Mountain Musical 
Enterprises, 8060 
Woodland Dr., Indianapolis, 
IN 46278. $300,000
Star Financial Bank

Brite Systems, Inc.
101 W. Ohio, Ste. 1010
Indianapolis, IN 46204
$170,000
Salin Bank & Trust Co.

Consigning Women Fine 
Furnishings
7216 N. Keystone Ave.
Indianapolis, IN 46240
$594,000. Indiana 
Statewide Cert. Dev.Corp. 

Dog Tracks Resort, LLC
1845 Eisenhower Dr.
Speedway, IN 46224
$50,000. Chase Bank 

Eagle Petro 1, Inc.
3747 English Ave.
Indianapolis, IN 46203
$322,500. First Colorado 
National Bank

Egenolf Contracting and 
Rigging, 2619 Bluff Road, 
Indianapolis, IN 46225
$250,000
First Financial Bank (OH)

English Excavating and 
Plumbing, 7402 Lake Road
Indianapolis, IN 46217
$100,000. The Huntington 
National Bank 

Fineberg-Olnick Company, 
Inc., 5235 Elmwood Ave. 
Indianapolis, IN 46203
$292,600. $30,000
Wells Fargo Bank

Four S Group, LLC
10005 E. 42nd St.
Indianapolis, IN 46235
$950,000. Mainsource Bank

Hahn Systems, LLC 
5762 W. 74th St.
Indianapolis, IN 46278
$2,500,000
Ridgestone Bank

Helga Horvath dba 
Audubon Road Corner 
Store, 202 S. Audubon Rd.
Indianapolis, IN 46219
$8,000. The Huntington 
National Bank 

Mid America 
Manufacturing Solutions
1216 Indy Pl. 
Indianapolis, IN 46214
$30,000. First Merchants 
Bank 

Nu Orbit Media, Inc.
3843-3845 N. Meridian St.
Indianapolis, IN 46208
$177,000. Wells Fargo Bank

Professional Management 
Enterprises
9152 Kent Ave., Bldg. 41, 
South, Indianapolis, IN 46216
$600,000. Fifth Third Bank

QuickLifts, LLC
1727 Country Club Road
Indianapolis, IN 46234
$530,000. Ridgestone Bank

Ruby Mill, Inc.
8520 Castleton Corner Dr.
Indianapolis, IN 46250
$ 240,000. Horizon Bank

Speedy Petroleum, Inc.
3060 W. 16th St.
Indianapolis, IN 46222
$218,000. Indiana 
Statewide Cert. Dev. Corp.

Yasser Elkhatib dba Food 
Stop, 3432 E. 10th St.
Indianapolis, IN 46201
$25,000. The Huntington 
National Bank 

Morgan County

Ferrill-Fisher, Inc.
3301 Hancel Circle
Mooresville, IN 46158
$ 792,000
Premier Capital Corporation  

PLANNER OF NOTEPlanner of Note

Buy this space!
(317) 451-4088

1022 East Main Street
Brownsburg, IN 46112

Located right off of 136 
2-doors down from Sal’s Pizzeria.

317-350-2147

Brownsburg’s Best NEW Ink & Toner Refill! 

Save Up to 50% OFF 
the cost of brand new ink cartridges with refilled inks and toners! 

We also deliver to Local Businesses with Same Day Service - call today for more 
details. 

Monday, Wednesday & Friday 9am to 5pm • Tuesday & Thursday 9am to 7pm




