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FROM THE PUBLISHERFrom the Publisher

Rick Myers
Founder and Publisher

Seems like yesterday that 
I approached Harold Gutz-
wiler, then chief of the Hen-
dricks County Economic De-
velopment in 2005 about the 
idea of creating a business 
expo in Hendricks County. 

This year, the 7th annu-
al version – will be held at 
Serendipity @ Metropolis, 
Plainfield, on Thursday, May 
9, from 10-2 p.m.  I am ex-
cited about having the event 
at Serendipity. The space is 
perfect and it will also afford 
the event promotional op-
portunities it hasn’t had in 
the past – not to mention the 
opportunity for walk-in traffic from the mall.

Again, Excelerate Hendricks County is a 
celebration of small business in Hendricks 
County. It is a partnership between the Hen-
dricks College Network, HCEDP, Indiana 
Small Business Development Corporation, all 
of the Hendricks County Chambers of Com-
merce and SCORE. 

This year’s keynote luncheon speaker will 
be Howard Hubler. Hubler is a solid business-
man and I am sure you will take away much 
from him to help your business grow. In ad-
dition there will be networking opportunities 
as well as a few business education seminars. 
Booth space is $150; it is only $75 if you are a 
member of any of the four Hendricks County 
Chambers of Commerce. Admission to the 
event is free and lunch is $10.

If you have any questions, please visit excel-
eratehc.com or contact Kim Hurst at khurst@
businessleader.bz or (317) 507- 9087. We hope 
to see you on May 9!

I attended the Greater 
Greenwood Chamber of 
Commerce Luncheon last 
month and  Brent Tilson of 
Tilson HR gave a 45-minute 
presentation on the Afford-
able Health Care Act and 
what it will mean to business. 
He did a great job – and in 
that time only got through 35 
pages. Of particular note is 
the fact that if you own a busi-
ness and your spouse owns 
a business, in the eyes of the 
IRS, all of your employees are 
counted into one entity. Un-
believable.  This was brought 
to my attention last fall dur-

ing my annual meeting with my accountant. 
Doesn’t matter what businesses they are; your 
spouse may own one type and you another. 
This is the government’s way of making sure 
you don’t toy with the system and create small 
companies so as to avoid hitting the employee 
mark where you have to offer insurance. I have 
to hand it to them. They know how to collect 
revenue.  If you want to learn more I suggest 
you visit www.tilsonhr.com.

………
Becky Homko of Today’s Business Services, 

LLC did a great job of staging the Hendricks 
County Home and Garden Show on March 22 
and 23 at the Hendricks County Fairgrounds.  
By all accounts for a first-time endeavor it was 
a great event. Proceeds from the ticket sales 
were given to Sheltering Wings. Nice job, 
Becky.

Excelerate Hendricks County 
will celebrate HC business

Rick Myers is publisher of the Hendricks County 
Business Leader. E-mail: rick@businessleader.bz
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“Success” It’s Worth Protecting!
With Mantooth Insurance Agency handling your 
commercial insurance program, you can take 
comfort knowing your business is protected.

 Wade Ralph

Food • Fun • Networking

May 14
5:30-7:30pm

Avon Gardens

August 13
5:30-7:30pm
“Mystery Venue”

November 12
5:30-7:30pm

The Crown Room

2013 COVER PARTY PLANNER

????

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

Save the dates!

Advertise Monthly in the 
Hendricks County 
Business Leader

Call today! (317) 451-4088
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For some reason, Hollywood decided to re-
make the movie “The Fly” in the 80s with better 
special effects. One scene has haunted me since 
I saw it, and it wasn’t the regurgitated food. It’s 
when Geena Davis opens Jeff Goldbum’s closet 
revealing five outfits exactly the same. The bril-
liant scientist character Golblum plays says 
wearing the same thing every day reduces the 
amount of energy he spends figuring out what to 
wear every day.

Last year, author Michael Lewis wrote a piece 
for Vanity Fair about the daily life of President 
Obama. In it, Obama reveals that he wears only 
blue or brown suits. Further, he never orders 
from the menu. It’s all decided for him. The lead-
er of the Free World explains he doesn’t want to 
waste time deciding what to wear or eat.

Wow, President Obama watches 
the same movies I do. We both drink 
beer, and we are pretty bad about ne-
gotiating. Spooky coincidence.

It was called routinizing the rou-
tine. It means doing the same thing 
over and over, saving your energy 
to make super important decisions 
and avoiding decision fatigue. That’s 
right, decision fatigue. It’s a thing. 

An analysis of decisions made by 
a parole board who allowed parole 
in 70 percent of the cases heard be-
fore noon and only 10 percent of the 
cases heard late in the day. Researchers also gave control groups 
tons of decisions to make and then stuck them in a room and told 
them not to eat the freshly baked cookies. Often the cookies were 
gone when the researchers returned to the subjects.

So Obama limits these minutiae decisions which helps him 

maintain composure and keep from nuking 
North Korea. (His best opportunity might have 
been during Dennis Rodman’s visit last month.)

For me, a typical day starts with whether or 
not I’m getting up. Then I question keeping my 
children, which hairpiece I should wear, whiskey 
or bourbon, who’s smarter monkeys or dolphins, 
sit or stand, and then breakfast. I must make a 
thousand decisions a day. It’s no wonder my 
emails after 6 p.m. are a tad snarky.

Business is keenly aware of decision fatigue. 
That’s why the sugary, salty snacks and high-
fructose beverages are at the check out. They 
wait until you have expended all your willpower 
on the cookie aisle and which flavor of ice cream 
to buy before they pummel your weakened brain 
with goodies.

It’s obvious that everyone should 
only work a few hours every day. Every-
body would be refreshed, pleasant and 
shaved. Plus we could double employ-
ment.

While the Nobel judges are wait-
ing to give me the prize in econom-
ics, I would like to tell you about pos-
sible solutions to decision fatigue, but 
I have run out of room. I’ve decided to 
wait until next month. Until then, don’t 
make any decisions.

(By the way, I believe Rodman left 
the NBA to join the CIA and Kim Jong 

Un will be dead in a matter of weeks.)

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.

Decision fatigue

Yes, we want your letters
Readers of the Hendricks County 

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

 Central Indiana
 ‘Green Shoots’

“Green Shoots” Is a term used to de-
scribe signs of economic recovery or posi-
tive data during an economic downturn.  
Green shoots in Central Indiana have been 
popping up all around. Geico’s recent an-
nouncement to create a customer service 
center in Central Indiana that will bring up 
to 1,200 jobs to the community is what hap-
pens when those green shoots come into 
full bloom. Hendricks County is blossom-
ing as well. Data recently released by the 
Hendricks County Economic Development 
Partnership  www.hcedp.org showed that in 
2012 Hendricks County saw over two hun-
dred million dollars in new investment by 
companies and over thirteen hundred new 
jobs created.  Total personal income growth 
in the county remains green as well showing 
21.9% growth in the last five years. Manu-
facturing may be in a drought elsewhere in 
the region (-15.2%) and state (-11.7%) but 
here in the HC it’s been rising (+24.9%) over 
the last five years.   Green shoots are begin-
ning to show in much of Central Indiana 
and Hendricks County is no exception.   We 
look forward to these growing sprouts blos-
soming into the fields of plenty the future 
holds for our community. 

How Doug did it…

The List

By Gus Pearcy
Bottom line: Doug Moon has made it and 

now sees a future in his retail/gift store fran-
chise, but he admits that it was harder work 
than he thought or even signed up for.

“Going from year one through probably 
year seven, I had no idea how hard it was to 
keep everything in check,” Moon said. “I don’t 
think anybody who hasn’t done it themselves 
realizes... but when you’re respon-
sible for every aspect, it’s pretty 
tough.”

“If I had known then what I 
know now, I’m not sure I would’ve 
done it,” the 42-year-old admits. 
“Because those first seven years 
were pretty tough.”

Now, after delegating respon-
sibilities and finding the products 
that sell, Moon can focus on fami-
ly and long-range planning. Moon 
and his wife Michelle represent 
the American Dream of owning a 
business and choosing your own 
destiny.

With a name like Wild Birds 
Unlimited, you might think it only 
serves a unique clientele, but it is 
more like a nature store. The stock 
ranges from typical bird necessi-
ties like food and shelter to ame-
nities like baths and bark butter. 
The store also carries binoculars 
for the birder and a variety of dec-
orative feeders, poles, squirrel de-
terrents, and more. There are also 
gifts, stuffed animals, books on 
birds, and even fuzzy socks for the 
birder in your family. In fact, Moon’s best year 
was at the height of the Webkinz craze, which 
he carries in his shop, too. He’s always consid-
ered his store to be sort of a cross between a 
birding store and a gift shop.

Wild Birds Unlimited is a franchise opera-
tion. The concept was started by Jim Carpen-
ter in the early 80s and almost immediately 
franchised. The flagship store is in Castleton 
and there are nearly 300 stores around the U.S.

 The Avon version of Wild Birds Unlimited 
opened in February of 2002. Moon had always 
had a dream of owning his own business, but 
he started his career in the medical field.

“I’m actually a certified medical technolo-
gist,” Moon said. “My wife has a degree in bi-

ology. Her degree actually matches the store a 
lot more than my degree.”

Michelle maintains her position at Covance, 
while Doug maintains the store and keeps tabs 
on their 3-year-old daughter, Leilani, and their 
two rat terriers, Paupet and Reggie.

Originally from Terre Haute, Doug went 
to Indiana State and then spent a decade in 
the lab as a technician. Now he is starting to 

see some of the fruits of his labors. He jokes 
about not always smiling, but his bright face 
and happy tone makes you believe he is a very 
positive guy.

While not every product choice is as popu-
lar as the stuffed animals that have an online 
life, Doug has to keep his shelves and displays 
filled with products that move. He has trou-
ble thinking about the product missteps, but 
laughs when staff-member Carrie Vanover re-
minds him of the Silly Bands debacle.

Product manufacturers will add Doug’s 
store to their online locaters, giving an extra 
layer of exposure. Most of the time it is great, 
but occasionally the Web has preceded the 
actual shipping of the product. In particular, 

Solmate Socks announced on the web that 
their product was available at Avon WBU, but 
Doug had not received his first shipment. But 
the exposure was great.

It’s taken a decade, but Doug has started 
delegating store operations so he can take a 
step back. His staff is taking on more duties 
and he is beginning to breathe a little easier. 
The pressure of owning a business can be al-

most overwhelming.
Doug and Michelle used the 

Business Resource Store, a con-
sulting group from Carmel, to 
help them find a profitable busi-
ness that would reflect their inter-
ests. Doug said he had an interest 
in outdoor stuff and WBU fit the 
bill. 

Back then, Doug freely admits 
he didn’t know what he was do-
ing. So paying a consultant who 
guided them through the ins and 
outs of setting up shop was worth 
it. And opening up a west-side 
branch of a popular Indianapolis 
store wasn’t a real concern.

“Everybody who was interested 
in bird watching and bird feeding 
already knew about Wild Birds 
Unlimited,” Doug said. “Why not 
have one on the west side?”

Each year has continued to 
build on the last, except for the 
2008 Webkinz anomaly. Last year 
was the store’s second most prof-
itable.

Doug owes his happiness to the 
medical field. He met Michelle 

while they were both at the Central Indiana 
Blood Bank. Then they both moved to Co-
vance on Country Club Road before Doug 
made the entrepreneurial leap.

Doug has plans to grow into a space that 
has more storage and a different floor plan, 
but he is happy with the central Avon loca-
tion. He thinks business will increase as more 
people discover the Ronald Reagan Bridge and 
the ease of getting to Avon. There are no giant 
plans for doing multiple locations or captur-
ing the birding market of the world. Doug and 
Michelle are very happy with what they have 
been blessed with. It couldn’t have happened 
to a nicer guy.

 What’s the best advice you ever received? Treat other 
people the way you want to be treated.

Best business decision you ever made: Bringing in 
Webkinz in 2008.

Worst advice you ever received: Buy a timeshare.  You 
will love it.

In five years, I want...To move from our current location, 
both at home and business. I also want to debt free.

My secret to success...Work hard to reach your goals, 
but be smart about it. I don’t really have a secret for 
success.

Wild Birds Unlimited
Doug and Michelle Moon

8100 East US 36
Avon, IN 46123

Phone: (317) 272-0780
Web site: avon.WBU.com

Email: AvonWBU@sbcglobal.net

Store Hours:
Mon - Sat: 9:30 am - 7:00 pm

Sun: 12:00 pm - 5:00 pm

Books, movies, or 
albums that have had an 
influence on your life…

I’m not sure about the 
album – but Van Halen’s 
“Right Now” song has 
helped me get through 
some tough times. 

I do enjoy country music 
as well.

Doug Moon’s persistence pays off with Wild Birds Unlimited

Doug Moon behind the counter at Wild Birds Unlimited.

Photo by Ryan 
Woodall for HCBL

QUOTE OF THE MONTH
Employees who believe 

that management is concerned 
about them as a whole person 

(not just an employee) are more productive, 
more satisfied, more fulfilled. 

Satisfied employees mean satisfied 
customers, which leads to profitability.  

~ Anne Mulcahy, former chairperson 
and CEO of Xerox Corporation

www.statebankoflizton.com | 866.348.4675

Milestones are our specialty.

“…Obama reveals that he wears only 
blue or brown suits. Further, he never 
orders from the menu. It’s all decided 
for him. The leader of the Free World 

explains he doesn’t want to waste time 
deciding what to wear or eat.”

OOPS! In the March 2013 issue of the Hendricks County Business 
Leader, Tara Bryan was incorrectly identified as Jamie Nicely in 
the “Now That We’ve Been Open” column. Bryan is employed at 
Sweet Treats of Avon. We regret the error.
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MOnEY MaTTERSMoney Matters

Jeff Binkley
Columnist

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

WalMart in 2013
Altruism? Capitalism? By another name… Leadership

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!

A version of this article first 
appeared on the Motley Fool 
Web site (www.fool.com) on Jan-
uary 28, 2013.

In a move that some may 
write off as blatant pandering, 
but sure to shake up other na-
tional retailers — including 
Target, Kmart, and Costco— 
Wal-Mart (NYSE: WMT) has 
uncompromisingly embraced 
its position as the lead retailer 
and largest private employer in 
the country with its announce-
ment of not only a significant 
focus in hiring veterans as they 
return from overseas duty, but 
also in an aggressive effort to 
“buy American” to the tune of 
$50 billion over the next 10 years.

Earlier this year, Wal-Mart U.S. Chief Execu-
tive Bill Simon announced an initiative to hire 
more than 100,000 veterans in the United States 
over the next five years. “Let’s be clear: Hiring 
a veteran can be one of the best decisions any 
of us can make,” Mr. Simon said in his keynote 
speech to the National Retail Federation, “These 
are leaders with discipline, training and a pas-
sion for service.”

In his remarks, Simon also made a strong ar-
gument that to recover from our current eco-
nomic malaise; it’s going to take more than gov-
ernment.

“But if we’re waiting on gov-
ernment, we’re waiting on a 
process that can’t act with the 
same speed as business.”

So often, increasingly too of-
ten, business in its pursuit of 
profit and fear of legislative or 
executive order consequences, 
fails to take a lead role in at-
tempting to resolve challenges 
with bold action.  And Wal-
Mart?  Not so much.

Simon laid out in his pre-
pared remarks not only the 
course of action the retailer in-
tends to follow, but the reasons, 
good business reasons, to do so.  
He stated that businesses need 
not accept that they are com-

peting for a finite amount of customer dollars, 
or a limited piece of the business pie.  He argued 
that with bold vision and a return to deliberate 
action being taken by business decision makers, 
the pie can be bigger.  A growing economy leads 
to everyone being more successful.

Wal-Mart, and Simon particularly, should be 
applauded in this accepting of its responsibil-
ity as The Nation’s Retailer and the embracing 
of this bold and brave strategy to help return 
America to the glory and economic power-
house the world needs it to be.

Wal-Mart, in its use of its power, success, and 
national goodwill, reminds us again through 

the words of its Chairman, what it means to be 
American in this new and necessary revolution-
ary time in our economic history:

“We can’t break the gridlock in Washington, 
but we can break the paralysis of waiting on 
Washington.”

In another time, a bold, innovative leader rec-
ognized the source of and reasons for success:

“The measure of who we are… is what we do 
with what we have.”   Vince Lombardi

This writer remains hopeful that this bold 
and very public move by Wal-Mart will serve as 
a wake-up call to players in its own industry and 
others in the US to quit waiting on Washington 
and get out and lead.

To paraphrase an old investment adage, when 
you like an industry buy the best and brightest 
in that industry.  Wal-Mart, with its continuing 
display of leadership and effective leaders guid-
ing it, is the retailer I want to own.

The opinions and strategies expressed are 
not meant to taken as advice to any individual 
investor. The opinions and strategies discussed 
are not to be construed as personalized recom-
mendations to buy, sell or hold securities by any 
individual investor without first consulting with 
their own personal financial advisor.

COaCH’S CORnERCoach’s Corner

Have you ever had salespeople who are 
unsuccessful no matter how hard they 
try? These salespeople are a primary fac-
tor for decline in business. You need good 
salespeople to succeed in selling your 
products. To train good salespeople you 
sometimes need to take a different ap-
proach, like correcting problem areas.

Here are the top 10 problem areas for 
ineffective salespeople:

1. Not being punctual: Your salespeo-
ple represent the first contact customers 
have with your company. First impres-
sions are lasting and your salespeople 
must make a good impression. Being re-
spectful of their time increases the cus-
tomer’s goodwill and confidence in your 
company.

2. Poor presentation: Some salespeople are not pre-
pared and do not present the product well. That is the first 
thing a customer will know about your product, and it is 
critical it be shown correctly in an organized manner. 

3. Bad attitude and personality: Rudeness and unpro-
fessional behavior is not acceptable under any circum-
stances. This gives the potential buyer a bad impression 
about not just the salesperson, but your company, also. 

4. Not being articulate: A customer greeted with assur-
ance gives a good start to call that is boosted by a knowl-
edgeable and confident product presentation. The sales-
person must be prepared to answer all questions concisely 
and completely. 

5. Not listening to a customer: It irritates customers 
to have a question and not be allowed to ask it. Worse is 
when a question is asked the salesperson does not answer 
but goes off on a tangent, clearly indicating he was not 

listening. This makes potential customers 
angry and they never become customers.

6. Basing a sale on cost: It is extremely 
risky for a salesperson to depend on cost 
to close the sales. The prospective buyer 
will be quick to take advantage and drive 
the price as low as possible, cutting your 
profits for the sake of a sale. 

7. Not knowing when to close a sale: 
Many sales have been lost because the 
sales person did not know when to close 
the sale. A good salesperson is in tune 
with the prospective buyer and knows 
when to move to close the sale.

8. Hard sell: Hard sell is when salespeo-
ple try to push the sale on the prospective 
customer. It is a proven fact that nobody 
likes to be sold to and this makes the buy-

er aggressive. He will try to end the sales call as soon as 
possible. 

9. Inflexibility: A salesperson must be flexible and able 
to adapt to different personalities and circumstances. The 
same presentation to every buyer will cost you many sales. 
Each buyer wants to feel special and expects the salesper-
son to understand and address his specific circumstances. 

10. Not following up: Follow up is very important. It is 
courteous and good for business to follow up. Circum-
stances change and a prospect may be ready to become 
a customer.

As problem areas are addressed, even one at a time, the 
salesperson grows in skills – and in sales, too.

Top 10 tips to the worst salespeople

Jack Klemeyer
Columnist

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

BUSInESS OF THE MOnTHPlainfield Chamber Business of the Month

The Hendricks County Business 
Leader, located at 6319 E. US Highway 
36, Avon, was named the March Busi-
ness of the Month by the Plainfield 
Chamber of Commerce.  

The Hendricks County Business 
Leader was founded in September 
of 2005 by publisher Rick Myers. Di-
rect-mailed to 4,000-plus businesses 
each month in Hendricks County, the 
HCBL brand provides meaningful and 

useful content to a targeted business 
audience. The HCBL is published by 
parent company Times-Leader Pub-
lications, LLC, which is located in 
Beech Grove. 

Times Leader also publishes the 
Carmel Business Leader, Southside 
Business Leader, Hendricks County 
ICON, Center Grove ICON and The 
Southside Times. 

Business Leader named  
Business of the Month

Pictured, left to right, Kirby Kirkpatrick, Plainfield Chamber of Commerce; Bob 
Milligan, past president Plainfield Chamber of Commerce; Brad DuBois, Plain-
field Chamber of Commerce executive director; Rick Myers, publisher of HCBL; 
Cathy Myers; and Don Wahle, Plainfield Chamber of Commerce.

Submitted Photo

Some people get back 
to their roots.

We never left ours.

As a community bank, there’s no question about 
our focus. We’re here to serve the people who 
live and work here. Investing in our community 
with flexible products and services, highly 
personalized service and local decision-making is 
our priority and our pleasure. So, stop by for a 
coffee and a chat. We’d love to show how State 
Bank of Lizton can go to work for you.

10 Hendricks and Boone County locations

Get to Know Us A Little Better. 
Featured Banker of the Month:

Lyn Larison
AVP. Mortgage Banker
NMLS #763492
Direct Line: 858.6154  
llarison@statebankoflizton.com
60 E Garner Road, Brownsburg

866.348.4674
www.statebankoflizton.com

Misty Eyes l Shelter and Learning Center, 640 
E. Main St., Brownsburg, held a ribbon cutting 
on March 2 to celebrate the opening of its new 
facility. The space will be its home while it raises 
funds to build a permanent facility. Misty Eye’s 
mission is to build Hendricks County’s only 
no-kill animal shelter. From left, Lisa Kramer, 
director of community outreach; Renee Harlor, 
founder and executive director; Cherie Fox, 
founder and director of animal operations; 
Nicole Kritzer, director of finance; and Dr. Matt 
Cantrell, director of veterinary medicine. For 
more information ,visit www.mistyeyes.org or 
call (317) 858-8022.

Misty Eyes 
opens facility

Advertise Monthly in the 
Hendricks County 
Business Leader

Call today! (317) 451-4088

BUSINESSBrief
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Looks 
at Local 
Leaders

Local Leader…Local Leader…

Shane Sommers

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

Avon resident Shane Sommers assumed 
the challenging task of leading a group of 
leaders when he began a two-year term 
as President of the Leadership Hendricks 
County board of directors.

� e Director of Physical � erapy, 
Occupational � erapy and Sports 
Medicine for Hendricks Regional 
Health grew up in a farming town near 
Fort Wayne. He earned undergraduate 
degrees in Biology and Chemistry from 
the University of Indianapolis, and then 
received a Master’s in Physical � erapy 
from North Carolina’s Duke University. 
Shane and his high school sweetheart, 
Jayda, married and moved to Avon. 
Today, their family includes eight-year-old 
Nicholas and � ve-year-old Natalie.

Shane participated in LHC’s 2009 class, 
which selected him to serve on the board 
upon graduation. “Leadership Hendricks 
County helped me move from being just a 
resident of Hendricks County to an active 
participant in the county’s growth,” he 
says. “It amazed me to see that the county 
had more to o� er than I realized, and it 
was even more amazing to see the lifelong 
residents in my class learn new things 
about the county.”

He credits LHC with helping him 
become a more e� ective leader and a 
better professional. “I had the chance to 
meet and become friends with many great 
leaders in this county, develop skills taught 
by some amazing teachers, and learn from 
many local leaders. LHC helped me grow 
as a leader at work, in my community, with 
my family, and in nearly every facet of my 
life. It showed me the resources that are 
available to make me better at the job I do 
each day.”

� at kind of knowledge is critical to 
Hendricks County’s health, he adds. “LHC 
helps to build a cohesive county with the 
goal of making it an even better place to 
live and work. Without this program, the 
county, its businesses, and many of its not-
for-pro� ts would not be where they are 
today.”

Shane is actively using his leadership 
skills to bene� t Hendricks County. In 
addition to his role with LHC, he serves 
on the Avon Education Foundation, 
Hendricks County Community 
Foundation Board of Advisors, Stratford 
of Avon Home Owners Association, and is 
the President of the Indiana Chapter of the 
American Physical � erapy Association. 
� e avid runner, golfer, and Blue Devils fan 
also volunteers as a youth sports coach.

Financial 
Planning 101

By Brian R. Ruckle
How you manage your money in 2013 will 

depend in large part on your choice of advisor. 
The body of knowledge on investments, tax-

es, and legislation is more than one person can 
handle without help. You will need a good fi-
nancial advisor to move you and your business 
around pitfalls and toward opportunities. Don’t 
settle for less. Interview and research your advi-
sor like you would hire an employee. 

Following are some of the issues you should 
consider when choosing a financial advisor, 
when planning your investments, and prepar-
ing for changes in taxes and legislation in 2014. 

What kind of financial advisor should I 
seek to manage my assets: a CPA, investment 
advisor, broker-dealer, or a combination?

Kevin O’Connell, Principal of Somorset CPA, 
said a combination is best. 

“Each brings a specialized interest.  The CPA 
helps with the accounting and the tax compu-
tations. The investment advisor helps with the 
selection of investment assets,” he said. 

Jeff Binkley, owner of Binkley Wealth Man-
agement and a registered investment advisor 
(RIA), said regarding investments a CPA might 
be best “if you have a very tax complex situation 
or millions of dollars.” He said that both CPAs 
and investment advisors are held to a fiduciary 
standard of care which entails a legal duty to act 
only in the best interests of the client.

“My short answer to that question is I would 
only work with some sort of advisor that meets 
the fiduciary standard of care,” he said. 

Broker-dealers must meet the suitability 
standard which holds an advisor to doing what 
is suitable for an investor depending on the in-
vestor’s particular circumstances.  

What is the safer investment right now, 
stocks or diversification?

“There are no risk free investments,” said 
Binkley. “It is always safer to have a diversified 

portfolio, but all investments have risk includ-
ing cash. Diversifying can help offset the risk 
by being invested in things that offset an in-
vestment losing value. But all investments have 
risks. Even cash has risk. If we hit a patch of in-
flation, cash will not be a very safe investment.”

What is new in investments this year?
Binkley said exchange traded funds (ETF) 

have become more popular in 2013. An ETF is a 
security that trades like a stock on an exchange 
but tracks an index, a commodity or a basket 
of assets much like an index 
fund. 

“They have been 
around for 20 years, 
but they are setting 
the investing world on 
fire because of their low 
expenses, ease of trading, 
and the capability to diver-
sify as well as fine tune port-
folios across a broad spectrum 
of investment types and sectors,” 
said Binkley. “About 80 percent of my 
practice based on ETF investments. I’ve been 
an investment advisor over 20 years now, and 
these ETFs are some of the most exciting ways 
to invest that I’ve seen in my entire career.”

What is new in taxes for individuals in 
2013?

“For high wage earners who make over 
250,000 if married, and 200,000 if single, there 
is the new Medicare tax of 3.8 percent on in-
vestment income” said Principal of Somorset 
CPA Kevin O’Connell. “Tax payers need to re-
view their closely held business interests and 
properly determine if the income is business or 
investment income.”

What are some of the business tax breaks 
business owners should be aware of in 2013?

CPA Steve Blackater of Larry E. Nunn & As-
sociates said small businesses have several pro-

visions they should know about in 2013. He 
provided from a company newsletter the fol-
lowing information (summarized): 

Asset expensing allows businesses to fully 
expense the purchase of many assets in just 
one year, rather than being required to depre-
ciate their cost over a number of years. Bonus 
depreciation allows you to deduct 50% and 
sometimes more in the first year of purchase. 
This provision was set to expire at the end of 
2012, but has now been extended through 2014. 

Another is work opportunity tax credits. 
These are tax credits available to em-

ployers who hire certain individuals 
including military veterans, peo-

ple receiving government 
assistance, or those liv-

ing in distressed areas. 
Restaurant, retail, and 
other rental proper-

ty improvements can 
qualify for 15-year depre-

ciation, rather than the required 
39-year depreciation rate. Note that these 

provisions are set to expire at the end of 2013. 
Also, there is the health care tax credit. If you 
pay medical insurance premiums for your em-
ployees, you could be allowed a tax credit for a 
portion of premiums paid.

Should you separate your assets from your 
business, and when?

O’Connell said it “depends on the assets and 
depends on the business” whether you should 
separate your assets from your business or not.  

“You try to avoid putting assets that can ap-
preciate in value into S-Corporations or C-Cor-
porations. Either keep those in partnerships or 
in an individual’s name,” he said. “Business as-
sets that are part of a group of assets that col-
lectively generate income should stay together. 
If you have a printing business, you would keep 
your printing equipment in the business. You 

may also have delivery trucks that you use that 
should be kept in the same business.”

What are Indiana 529 accounts, and should 
I be investing in one?

O’Connell said Indiana 529 accounts are a 
fund held by investment advisors from which 
money can be withdrawn penalty free when the 
funds are spent on college tuition, room and 
board, and supplies. 

“Yes, for anyone with children who are ei-
ther going to college or currently in college it 
is a terrific way to finance college. The earnings 
grow tax free and the state of Indiana provides 
an incentive by allowing a tax credit equal to the 
amount saved up to $5,000 each year,” he said. 

What could have the most impact on busi-
nesses and individuals in 2013?

O’Connell said a common question that re-
ceives insufficient guidance is the health in-
surance requirements starting in 2014 when 
Obamacare takes effect. 

“How much the new health care legislation 
will cost businesses depends on the size of your 
business and whether it will be less expensive 
to purchase government health care or private 
insurance. Employers should be evaluating the 
different options related to health care under 
the new legislation,” he said.  

What is the most important piece of finan-
cial advice you have for a client? 

O’Connell said people should ask themselves 
“what is the right way to achieve wealth?” 

“The right way to get rich is to pay your-
self first. It is not trading. It is not picking be-
tween winners and losers. It is not buying low 
and selling high. Pay yourself first. Put on the 
top of your stack of bills a check to your IRA, 
401k or both of them. Ten, fifteen or twenty per-
cent should be put aside for your future wealth. 
That is not easy but that is the most likely way 
to achieve wealth. Too many people today have 
forgotten that.”

Financial planning 2013
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Somerset CPAs, P.C.
3925 River Crossing Parkway

Indianapolis, IN 46240
317.472.2200 | 800.469.7206

info@SomersetCPAs.com

There are over 73,000 pages in the U.S. Tax Code.  
There are countless bulletins,  rulings and 

court cases interpreting these pages.   
We discovered a few pages that 

could lower your tax bill.   
Contact a tax professional at Somerset CPAs, or visit us 

online at www.SomersetCPAs.com to learn more.

Innovative Strategies. Bottom-line Results.

Susan Bradford, Individual Tax
Valerie Brennen, Financial Products

Andy Depew, Health Care Tax
Dan Dickerson, Agricultural Tax

Jay Feller, Partnership Tax
Mike Fritton, Real Estate Tax

Kevin O’Connell, Corporate & International Taxes

Are you having financial nightmares?

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

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

Call Simons Bitzer today to schedule your 
complimentary consultation.

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

We assist our customers with:

• Budget preparation

• Accounting system efficiency

• Financial report preparation

• Cash flow projections

• Revenue analysis

• Reconciliation of accounts

Financial Planning 101 Financial Planning 101

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.

Financial aid
Parents and grandparents of would-be college students take note:  When two of 
the financial aid formulas are used to compute how much dough to shell out to 
the student, assets, like stock, in the name of the student cause big penalties. 
– www.forbes.com  

Big bucks
Six-figure salaries aren’t just for high-ranking bankers. Wayne Hoffman, a magician, makes 
$135,000 annually performing at various functions and shows. Other unlikely six-figure salaries? 
Tree-clearing, pet-sitting, selling recycled ink cartridges and credit repair. –money.cnn.com

Entry level
Using data from PayScale.com, CNN Money found that Princeton University graduates earn the 
biggest salaries in the United States. Graduates see a $58,300 starting salary and a $137,000 mid-
career salary. Only 49 percent find their jobs to be meaningful. –money.cnn.com  

The very top
Ever wonder who the highest paid male and female are in this economy? 
Apple’s CEO Tim Cook earned the most in 2011 with a total compensation of 
$377,996,537. The highest paid female was Oracle, Inc.’s President and CEO 
Safra A. Catz with at total compensation of $51,696,742. –money.cnn.com 

Stagnating growth
According to a survey of 37 investment strategists and money managers, the S&P 500 will end 
2012 at 1,440, or up 15 percent. That means it won’t move from where it sat at the beginning of 
the fourth quarter. –money.cnn.com 

Know your limit
Overwhelmed by the 10,000-plus mutual funds you have to choose from? You can 
create a diversified portfolio with as few as four funds, says investment adviser Rick 
Ferri. His core four, for a 60 percent stock / 40 percent bond mix is 40 percent high-

grade corporate / government bond index, 36 percent U.S. total stock market index, 
18 percent international stock and six percent REIT fund. –money.cnn.com 

Cut down
4.4: that’s the average number of credit cards, per person, in the U.S. Research has shown that it’s 
best to put all but one card on ice, leaving the others for emergencies only. –money.cnn.com

Embrace your abode
The ratio of the price the average millionaire paid for his first home, compared to his annual 
income is 1.49 – and, there are three times more millionaires living in houses under 
$300,000 than are living in houses worth $1 million or more. Smart approach; 
historically, stocks have handily beaten the returns on real estate and lately, 
prices on smaller homes have held up better than larger ones. –money.cnn.
com

Merge and purge
Some 50 percent of Americans have at least one retirement plan from an old employer hanging 
around. Roll your accounts over into a single IRA, or even into your current employer’s 401(k). That 
way, you’ll be able to track progress more easily, see which funds are failing you, assess your mix, 
rebalance the whole package and cut your fees. –money.cnn.com

Practice patience
Millionaires tend to live in their homes for a very long time, hold their stocks for long periods and 
even stay married longer. The reward of sticking with it: You don’t lose money to transaction costs 
and you ride out market slumps, so in the end all of your investments typically pay off. –money.
cnn.com

Shop for discounts
Value investing, or buying beaten-down stocks that are poised to rebound, tends 

to outperform growth investing. From 1998 through 2011, U.S. large value 
stocks delivered 10.8 percent average annual returns, vs. 8.7 percent for 

their growth counterparts. –money.cnn.com

FINANCEDispatches

For HCBL by Family Features 
Investor optimism is on the rise, according to 

a recent study from investing services company, 
Scottrade, Inc.  

Despite market volatility, sixty-one percent of 
American investors surveyed believe the stock 
market will be up from the previous year. With 
this added confidence, a growing number – 54 
percent this year as compared to 46 percent last 
year – of investors plan to put additional money 
in the stock market in the next year. 

“Today, we are seeing that although inves-
tors are optimistic about the future, they are de-
ploying more conservative strategies,” said Kim 
Wells, Scottrade’s executive director of digital 
product development and chief marketing offi-
cer. “Choosing the right pairing of investments 
is essential in this market environment.” 

Knowing when to invest and what to invest 
in remain the leading challenges for investors, 
the survey found. Here are four areas to con-
sider when developing an individual investment 
strategy.

Capitalize on Market Momentum
Stocks present a flexible opportunity to capi-

talize on market momentum. Nearly 40 percent 
of investors include stocks in their portfolio, ac-
cording to Scottrade’s study. Brokerage firms 
have a variety of online stock trading tools, such 
as stock screeners and streaming quotes, to help 
investors act on rapid changes in the market. 
With securities available across a variety of sec-
tors and industries, investors can choose hold-
ings to match their investment strategies and 
risk tolerance.  

Use Bonds to Ride the Curve
Market volatility has made bonds an attrac-

tive choice as investors seek to have a stronger 

foothold in the market. While this investment 
product involves risk– including interest rate 
risk, liquidity risk, inflation risk, and risk of loss 
of principal– investors can choose from a vari-
ety of bond types such as municipal bonds, cor-
porate bonds or treasuries to fit their individual 
investment strategy. With competitive inter-
est rates and interest payments paid in regular 
intervals, bonds are considered less risky than 
stocks.  

Invest for Your Future
The majority of investors surveyed, at 63 per-

cent, indicated they are saving for retirement, 
and 401(k) and IRA investments are popular ve-
hicles. Scottrade’s research found three quarters 
of investors hold at least one of these. Forty-five 
percent of those surveyed said they believe 
IRAs and 401(k)s are the best tools for long-
term investments. To determine a retirement 
savings goal, many brokerages offer interactive 
retirement calculators.

Save for Education Costs
In tandem with building a retirement nest 

egg, investors are often saving for a child’s edu-
cation. Coverdell Education Savings Accounts 
(ESAs) and custodial accounts provide a flex-
ible choice for higher education expenses. Both 
have no minimum investment, allowing alloca-
tions to fit within a financial plan. To assist with 
goal-setting, college savings calculators take 
into account factors such as a child’s age, federal 
and state tax rates, as well as the cost of public 
or private schools.

To learn more about finding opportunities 
in the stock market and self-directing your in-
vestments, and to find more information on the 
2012 American Investor Study, visit www.scot-
trade.com.

Find the right investments 
in this market environment

By Jeff Binkley
Did you know there’s a tree in Redwood 

National Park in Northern California that 
is over 379 feet tall and estimated to be 
over 1500 years old? Many of these tall red-
woods still grow several inches each year.  
Imagine that. A tree a millennium and a 
half old and still growing slowly toward the 
sky. With a track record like that, is it really 
that hard to imagine that someday, it could 
indeed grow right out of the earth’s atmo-
sphere… i.e. grow to the sky?

It is an interesting moment to be an in-
vestor. (Actually, every moment of my 20-
year career as an investment advisor has 
been interesting.) At press time, major 
stock averages remain on a holy terror set-
ting new record highs and with headlines 
like,”Dow Jones Index 20000?” now start-
ing to appear.  

But can the market or the redwood re-
ally grow to the sky?  

June 25, 1993 was a beautiful summer 
day. A little cool for late June but still a 
glorious day. Why do I remember it? It 
was the day I passed my General Securi-
ties Representative Exam (also known as 
the Series 7). Many investment professionals 
remember the day they passed their Series 7. 
It’s kind of like an initiation. A rite of passage 
that allows them to say, “That whole Wall Street 
thing?  I’m an official part of it now.” That day 
the Dow Jones Industrial Average closed at 
3490.  That’s not a misprint.  3490. What were 

the headlines then? “Dow Jones Index 5000?” 
is one I distinctly remember and scoffing at 
the idea. Dow 5000?! That stratospheric height 
couldn’t be reached for many years yet… maybe 
not for a decade... or so many thought.  February 
19, 1997 was a cold miserable day. Why do I re-
member it? Yep, you guessed it. That day I took 
and passed the General Securities Sales Super-

visor Exam (Series 8) and I had a temperature of 
103 at the time.  (Miserable day, but I passed the 
dang exam.)  And the DOW?  Forget 5000.  Less 
than four years since hitting that 3490 mark, the 
index had more than doubled and sat at 7020. 
101% in less than four years. And the NAS-
DAQ index had similar performance, at least up 
to that point.  And then what happened? The 

NASDAQ took off toward the sky rising 
from 1365 on that cold, fever –filled, but 
memorable day in February, 1997 to 5132 
in March of 2000. It rose over 275% in a 
little over three years, an average of over 
91% each year. That was truly crazy.  Cra-
zy indeed and the definition of a bubble. 
And bubbles eventually burst, in this case 
on March 10, 2000.  The “Internet bubble” 
burst and the NASDAQ plummeted.  

But what about today?  
We’ve seen a great bull market with the 

Dow rising over 8000 points (125%) from 
its market low of 6,443.27 on March 6, 
2009 to its current 14500ish level at press 
time. 

How long will this bull run? How high 
will that redwood grow? We don’t know.  
There are a lot of variables. But the inves-
tor, who would be successful, like a forest 
creature who dreams of being pulled to the 
sky, must grab onto the mighty tree and 
ride. And as they journey higher, they must 
ever be watchful for wind, weather, the 
weak branch or limb, and bungling, greedy 
men who might start a fire and bring the 
tree and their dreams to ruin.  

Do trees really grow to the sky?

Larry E. Nunn & Associates’ playing
field is serving middle-market and
international organizations around
the world. If you’ve outgrown your
current advisors, or are feeling
underserved by the larger firms,
consider Larry E. Nunn & Associates.
We offer experienced, accessible
service teams, world class
engagement management and
a focus on quality and efficiency.    

Larry E. Nunn & Associates has
over 35 years of experience
serving middlemarket businesses.
Through our membership in the
BDO Seidman Alliance, our clients
have access to the domestic and
international resources of BDO
Seidman, LLP, the U.S. member firm
of BDO International  — the fifth
largest international accounting
and consulting organization.

4002 Clarks Creek Road  Plainfield, Indiana 46168-1948
Phone 317.839.9136 • Fax 317.839.9177

www.nunncpas.com

“The investor,  
who would be successful,  

like a forest creature who dreams  
of being pulled to the sky, must grab  

onto the mighty tree and ride.”
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Time: 
7:30 am 

(Registration, breakfast and booths open)
9:00 am 

(Meeting begins)

Locat ion : 
Hendricks County 4H Fairgrounds 

Exposition Hall & 
Conference Center

Danville, Indiana
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e can save together.    

BEAT    THE

PEAK

www.hendrickspower.com

Annual Meeting   |   Saturday, April 06, 2013

Did you know? 
The cost of electricity increases 
during peak load periods when 
people are using the greatest 
amount of electricity. 

Take advantage of available 
programs to help us “Beat the 
Peak!” Join us to learn more. 

Overview
• Breakfast
• Video Presentation
• Energy Advisor Booth
• Door Prizes and Drawings
• Guest Speakers
• Questions and Answers
• Elect Board Members for Areas      
    1,2 & 3 (All members vote)

Thank you
Members in attendance will 
receive a $5 energy credit and 
special gift. (One per household)

Watch for your inv itat ion ! 

Another location to better serve you!

Brownsburg 
Branch

Grand Opening
April 19th ~ 9am - 6pm
April 20th ~ 9am - 1pm

1553 N Green St 
286-2034

Register to win RefreshmentsEntertainment
Need not be present to win. No purchase necessary. Federally insured by NCUA.

By Kathy Davis
Personally, I would much 

rather think about running my 
business than think about the 
technicalities like incorpora-
tion, contracts and risk preven-
tion – and I’m a lawyer!  But I 
know that if you have a secure 
foundation as the base of your 
business, then you are not only 
increasing your likelihood of 
success and profitability, you 
are also protecting your per-
sonal assets and your family. 
You don’t have to lay awake at 
night and think about the what-
ifs of life.  

This is a short, and by no 
means comprehensive, over-
view of some basic things you can implement to 
protect you, your family and your bottom line.

1. Be serious about being in business
Incorporation is an important step in your 

business.  While you might think “It’s just me,” 
there are several good reasons to register your 
business with the state as a limited liability com-
pany, corporation or limited partnership.  This 
is a signal to the world that you are officially 
doing what you do, that you are pursuing your 
business with the intention of it being more 

than just a hobby.
Taking this first 

step can also limit 
protect your assets, 
like your house 
and your bank ac-
counts, if there are 
any errors, mis-
takes or negligence 
that happens in the 
course of doing 
business.  This is 
formally known as 
“limiting your per-
sonal liability.” 

2. Doing the 
work and getting 
paid

Agreements and contracts are 
essentially the same thing.  Put the 
basics in writing: 

• Who are the people or busi-
nesses involved? 

• How much money is involved? 
• What work or product is being produced? 
• When will you be paid? 
There are standard forms available that you 

can use as part of your business operations.   If 
you offer an ongoing or regular service or prod-
uct, you might consider setting up automatic 

debits to ensure regular payment.
3. Succession Planning
Being an LLC, Corporation or Limited Part-

nership also allows for effective succession plan-
ning.  What would happen to your business, 
your customers and clients, and your family if 
anything happened to you? Adding a succession 
plan to your operating agreement, corporate 

bylaws or partnership agreement 
allows your business to continue.  
Planning for this situation ahead 
of time will prevent a lot of anxiety 
when the unexpected happens. 

What next?
Take some time and think about 

your personal philosophy on these 
ideas.  Then take some time to talk 
to an accountant or attorney to find 
out what structures, documents 
and plans would be the best fit for 
you.  If your schedule is tight with 
running your business, ask for a 
phone consultation.  Attorneys and 
accountants are busy professionals 
as well and may be able to help you 
without the necessity of a meeting. 

“Action is the foundational key to 
all success.” ~ Pablo Picasso

Structuring your business and your operations  
to maximize potential profit and limit potential risk

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

Kathy Davis
Guest Columnist

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  

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 



15April 2013Hendricks County Business Leader www.businessleader.bz

THE PERSOnaL TOUCHThe Personal Touch

The marketing assistant 
shook her head and sneered, 
“You can’t be serious. This is for 
the C-level suite.”

 Her message wasn’t 
registering, and her frustration 
became evident. “You know, it’s 
for corporate leaders. It has to 
sound like it’s educated, not like 
this.”

 I wondered what 
made her think my copy reeked 
of ignorance. Then I saw it. I 
had used a contraction in the 
second sentence. Here was a 
sentence fragment. And how 
could I choose “use” over “uti-
lize”? 

After all, these are important people who are 
more intelligent than mere mortals. They live in 
the C-level suite, where language is formal and 

precise. Her company’s mes-
sage had to do more than in-
form these captains of industry; 
it also had to verbally genuflect 
to their majesty.

 What a load of crap. Having 
spent a significant amount of 
time communicating with the 
denizens of the C-level suite, 
I’ve reached an astounding con-
clusion.

 They’re people. Yes, you 
may think of them as CEOs, 
COOs, CFOs, CIOs, CMOs, 
or CCOs, but when you come 
right down to it, they’re ordi-
nary human beings who eat, 
drink, sleep, and do all of the 

things the rest of us do every day. They might 
travel between those things in nicer cars, but 
their hearts, stomachs, livers, and brains all 

function the same.
 Especially their brains. Granted, the 

average C-level suite holder has a higher IQ 
than most people and a larger-than-average vo-
cabulary. But their brains are governed by the 
same processes and emotions that help us get 
through every day.

  When they speak, they sound like the 
rest of us, too. Having chatted with more C-lev-
elers than I could possibly count, I can assure 
you that they speak the same language we do. 
You’ll hear them use contractions and start sen-
tences with conjunctions, and they’re not the 
least bit ashamed of that. Nor should they be.

 So when it comes to communicating 
with C-level folks, you don’t need to employ any 
special vocabulary or syntax. They respond to 
the same conversational tone and warm, friend-
ly style that motivates other humans. 

Most of them are too busy to wade through 
piles of content, so they appreciate people who 

communicate clearly, simply, and concise-
ly. Catch their eyes with a provocative fact or 
promise, and you’ll get their attention.  Show 
them real-world proof that your product or ser-
vice works, and they’ll consider your sales pitch.  
But hand them something as formal and clunky 
as that paper you wrote for your sophomore po-
litical science class, and they’ll move on.

 I suspect that the belief that C-level 
occupants should be treated like royalty is a sign 
of the believers’ senses of inferiority or insecu-
rity. Yes, I’ve worked with some CEOs who took 
a godlike approach to dealing with the minions 
on their payrolls, but most C-level executives 
detest employees who behave like toadies.  

 So if you really want to reach the folks 
up there in the C-level suites get up off the floor 
and reach out as a peer, not as a peon.

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/.

Communicating at C-level

Scott Flood
Columnist

SCEnES FROM a COVER PaRTYScenes from a Cover Party

Bogan, Donovan and Bennett   
honored at  February Cover Party
The Hendricks County Business Leader held 

its February Cover Party, sponsored by State 
Bank of Lizton, Feb. 26 at Serendipity@Me-
tropolis, 2499 Futura Park Way Suite 205, Plain-
field. Honored were: December cover, Sue Bo-
gan (Hendricks Regional Health Foundation); 
January cover, Jeff Donovan (Donovan CPAs); 

and February cover, Al Bennett (Bennett As-
sociates). The May Cover Party will be Tuesday, 
May 14, 5:30-7:30 p.m. at Avon Gardens, 6259 
County Road 91 N., Avon.  RSVP to coverpar-
ty@businessleader.bz or call(317) 451-4088.

Photos by Ryan Woodall

Karen Robbins, BJ Weigel and Chelsey Saplarda

Ryan Tanselle and Les MongellSuzanne Whicker, Ifen Donovan,  
Jeff Donovan and Deedee Daniel

Jami Marsh and Rhonda Wiles

Mike Baker, Rick Myers (back) and Kathryn Duffer Mike Baker and Jeff Donovan Mike Baker and Al Bennett

  An Evening in the Garden

Thursday
May 23rd

6- 8pm

Avon Gardens
6259 E. County Road 91 N

Avon, Indiana

Proceeds benefit the Kiwanis Club of Avon and its 
support of the youth in Hendricks County.

For for more information, call (317) 690-2148
Idonovan@cpadonovan.com

➠ wine tasting
➠ live music
➠ hors d’oeuvres

$40/person 

$75/couple

Tickets may be purchased 
at following locations:

Brownsburg and Danville 
Public libraries, Wooden 
Key Hallmark in Avon, 
Donovan CPA,  
and Avon Gardens. 
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GROWInG SMaLL BUSInESSGrowing Small Business

Social networking sites can be a very effec-
tive way to reach the new employee candidates 
your company needs. You need to work on a so-
cial networking strategy, which is in concert with 
your overall company goals and objectives. So-
cial networking allows you to reach some prime 
candidates that you might otherwise not reach. 
By having a strong online presence you are send-
ing a message to potential employees that your 
company is connected and savvy in the digi-
tal age. This will help make you an employer of 
choice.  Interactions with candidates of choice 
will spread the message that you are an employer 
of choice across social networks magnifying your 
brand and message. So why use social networks 
to recruit? Because you can

• Impress candidates you are the employer of 
choice.

• Reach higher quality candidates.
• Reduce costs to source candidates as postings can be free.
• Reach hard to find talent when competition is fierce.
Social recruiting is another valuable tool for your hiring solu-

tion toolbox. What should you consider before diving in to social 
recruiting? There are seven topics to consider according to the 
Human Capital Institute (HCI).1

1. What are your company’s goals?
2. How does the company workforce currently  

line up with those goals?
3. Where are your talent gaps?
4. What types of technology are attractive to  

those types of candidates?
5. What resources are you willing to commit to the process?
6. How can you keep the company content fresh?
7. When will you start?

Establish a plan. Once you have answered 
these questions you will have defined your com-
pany recruitment needs relative to social net-
working. Then you can move forward to estab-
lish your plan. You will know which sites and 
tools to use, how much time to spend on social 
networks, how to keep 
your content fresh and 
which team members 
will be responsible for 
the process.

Review your current 
brand image. Search 
on the Internet for 
your company name 
and for open jobs. 
Who is promoting 
your jobs? This will let 

you see who is talking about your com-
pany and open positions and whether 
the speakers are advocates or detrac-
tors. You can use this information to control how your company 
brand is perceived. You need to continually monitor your digital 
image.

Engage with potential candidates. When you participate in 
the social networks you can open a dialogue with possible candi-
dates. Keep it real. It is very important to be open and honest in 
your communications. The individuals who use this technology 
demand that your company be transparent and approachable.

One potential issue with using social networks to acquire top 
talent is that they do not reflect the entire available labor pool. For 
instance, according to Quantcast, only 7% of LinkedIn’s members 
are African American and only 8 % are Hispanic (versus 78% who 
are Caucasian). So it is important to include some other avenues 

of sourcing candidates to ensure that all eligible candidates have 
equal opportunity for employment with your company.

Remember, with social media, every bit of content is a part of 
the relationship you are building with your audience. It is criti-
cal to make your job postings friendly and relevant. The easier 
job information is to consume, the more likely you are to reach 

applicants who are actually 
qualified for the job. Use 
hiring managers or employ-
ees to like and share job 
postings. Add video to your 
postings whenever possible 
and at minimum place an 
image next to each posting. 
This will create more traffic 
to your page and increase 
credibility. This will help 
your company hire effec-
tively in today’s market.

 For more detailed infor-
mation on this topic see the 

book and white paper articles referenced below or contact the 
ISBDC.

Face Book Recruiting Basics by HRxAnalysts, John Sumner 
2012. Social Recruiting Guide: How to Effectively Use Social Net-
works and Avoid Legal Risks by Oracle July 2012

1. Human Capital Institute, Dustin Cann “What’s Your Social 
Media Recruitment Strategy?,” HCI Blogs March 2010

2. Quantcast, quantcast.com/linkedin.com, updated July 
2,2012

Using social networking to effectively hire

“Social networking allows you 
to reach some prime candidates that 

you might otherwise not reach. By 
having a strong online presence you 
are sending a message to potential 

employees that your company is 
connected and savvy in the digital age.”

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

Howard Hubler

Howard Hubler is a partner with Hubler Express Collision/NAPA, and 
the owners of St. Augustine Toyota. He can be reached at hhubler@
statoyota.com

Managing the manageables
It has often been said that the work place has 

enough challenges that come from the outside 
that are unavoidable, that in order for corporate 
peace and good customer satisfaction, a good 
business has to manage the manageables. I re-
cently had a personal experience that was of such 
a horrible nature, and I must cite it as one of the 
worst-of-the-worst customer handling situations 
that I have personally encountered.

Last week, I found myself a customer on Spirit 
Airlines during the hectic spring break period in 
Florida. The ticketing area was so full that the lines 
at the security gate stretched from the security 
gate area, through the ticketing area, and literally 
out of one of the front doors of the airport. I travel 
frequently and without luggage. This particular 
day I had only a carry on. As I waited some 15 or 
20 minutes in one of the longest security lines that 
I have ever encountered, I got almost to the electronic scanning 
area when an employee stopped me and asked for identification 
and permission to see my ticket.

This was a first-time experience for me, but I complied. The 
lady suggested that my bag was subject to a $50 fee and the ticket 
did not show that I paid it. She told me that she could tell that 
it was not an official carry on. On the contrary, it was bought 
by my wife Janet and me specifically for that use and the brand 
labels it a “carry on.” Likewise, it had been with my wife and me 
on numerous trips in the overhead as a carry on, never rejected. 
In any event, after 20 minutes in line, and starting to run late 
for my flight, I stated it was not about the $50, but rather it was 
about the inconvenience. When I offered to pay her the $50, she 
instructed me to go back to the ticket gate and start the entire 
process over. I was beyond myself with disbelief! She had me put 
my bag in one of those template devices, and my bag was literally 
an inch too wide. I have not checked this since the debacle, but I 
wonder if the airpline purchased its overhead baggage templates 
intentionally one inch too small as a ruse to collect $50 from hap-

less travelers.
In today’s world, ticket kiosks are all over the 

airport. This was the device that I went back to 
in order to pay my $50. As a customer handling 
specialist by profession, the first question that 
popped into my mind was why in the name of 
good customer handling wouldn’t a kiosk be right 
next to this warden from the woman’s’ prison, so 
that once cited for punishment, customers could 
just be striped of the $50 right there without hav-
ing to be extremely in-
convenienced? What if 
I was traveling with my 
wife and young kids? This 
would be a nightmare 
heaped upon another 
nightmare. What if you 
are in a group of adults, 

some confidant travelers, others not, do 
you all go back, do you split up? You are 
in a long line with angry and weary trav-
elers. You have a split second to make 
that decision. A half hour later when I 
got back in line to where I could just see 
this woman’s station come into view, I 
could just make out her hairdo. It looked 
like she had a toilet seat woven into her 
hair. I now had the opportunity to watch her perform her craft 
for the five or so minutes that it took to get up to her station. In 
that time, she sent two passengers back to the ticket counter. I 
could see the customers’ wild hand gestures, some shook their 
hands over their head, and others made a slicing motion through 
the air with their hands. It made me ponder just what gestures I 
performed.

Now, a week later, one thing that you can rest assured about is 
that the toilet-seat headed warden is still at her station ruining 
the days of several unsuspecting customers who deserved bet-

ter. Spirit seemed to have a nice aircraft and the cabin people all 
seemed descent, but I was actually wet with sweat from the hus-
tling to make my flight. None of this mattered. They had blown 
it with me. I was intentionally put beyond what was deemed rea-
sonable, and as I sat on the plane hyperventilating, they were 
still intentionally ruining the flying experience for others. This is 
truly unconscionable in today’s competitive market place. I end 
this story at the beginning of the story. Spirit Air needs to man-
age the manageable. Its ticketing and security area was absolute 
mayhem, like New York “I want to kill you” mayhem. The type of 

mayhem many Hoosiers nev-
er experience in a lifetime of 
living in Indiana. If this may-
hem is unavoidable this time 
of year, why would they insert 
this cancerous woman with a 
vile attitude within 15 feet of 
the finish line? Why not put 
her at the beginning so the 
“start over penalty” would be 
just 5 minutes? Why not give 
her a kiosk to handle custom-
er payment on the spot? If the 
president of Spirit Air was 
on that CFO show where the 
boss was subject to customer 
handling, he would deplore it. 

If he would experience it at another airline, he would think that 
his company would never do this to his customers.

OK, enough said, I am over it. Just manage your manageables 
and don’t be like Spirit Air and go out of your way to do dumb 
things to good customers. For those with kids who travel this 
time of year, have a nice spring break!

BUSInESS TaLKBusiness Talk
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Fitness and fun offered at Plainfield’s Sky Zone

Compiled by Brian Ruckle

OPEn 4 BUSInESSOpen 4 Business

Plainfield’s newest recreational attraction is a 
place where the kids can go wild and adults can 
go crazier than their kids.

Dubbed the “world’s first all-trampoline, 
walled playing court,” Sky Zone, located near 
the Ronald Reagan Parkway and Stafford Road 
intersection at 851 South Columbia Road, is an 
“endless sea of trampolines, all connected to 
form one massive trampoline surface” accord-
ing to their website at skyzone.com/plainfield. 

Sky Zone has a dodgeball arena, a giant foam 
pit, offers a SkyRobics class for those wanting 
to stay in shape and has areas for just bouncing 
around and having a good time. Recently they 
hosted an Ultimate Slam Dunk competition. 

Skyzone opened in Plainfield in December 
2012 and is the second franchise in the India-
napolis area after one that opened on E. 121st 
Street in Fishers in December 2012. 

Jaime Martino, managing partner for Sky 
Zone franchises in Plainfield and Louisville, 
Ky., answered the following Hendricks County 
Business Leader questions:

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

Whatever it is you 
do, do it better than 
anyone else! We know 
we’re not the only 
choice in family enter-
tainment, so we strive 
to provide our guests 

with a Disney-like experience in our parks. 
How have things changed since you start-

ed business? 
Our Plainfield park was our second park to 

open in Indianapolis.  When we first opened 
Fishers, it was such a new, fun concept it was 
easy to market ourselves.  Now with the second 
location in the same market we’ve had to de-
velop new creative ways to reach our customers 
to make sure we stay fresh and relevant.  We’re 
trying more of a grass roots approach this time 
around by advertising in high school newspa-
pers, magazines, morning announcements, 
community publications, etc. 

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

Our biggest challenge was selling the vision 
of a new concept to bankers and business pro-
fessionals. When you say you want to open an 
indoor trampoline park, lenders don’t exactly 
line up! It’s difficult idea to conceptualize if you 
haven’t been in one. We were very fortunate to 
be a part of a franchise system that already had 

a hand- full of parks 
open. We believed in 
the concept and they 
believed that we were 
capable of delivering 
the experience.  

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

We always believed 

that people would be excited about the con-
cept, we just had no idea the response would be 
as overwhelmingly positive as it was in our first 
Fishers location. We are a capacity business and 
if we had better gauged how receptive people 
were going to be, we would have built a much 
larger facility in Fishers than we did!

What is the hottest trend in your industry?
Definitely Dodgeball! We have people come 

in just to play 3D dodgeball.  We host tour-
naments every couple months- we just had a 
President’s Day tournament and 16 teams com-
peted.

(Above) Jamie Martino, managing partner 
at the Plainfiled, Ind. and Louisville, Ky. Sky 
Zone Indoor Trampoline Park. (Left and Be-

low) People enjoying the facilities.

HCBL Photo by Brian Ruckle

By Nicole Davis
Jerry Engle has seen a lot of change in the banking industry during his 

43-year career and now it’s time for him to make a change of his own. Re-
tiring in March, Engle says his career advanced further than anything he 
could have anticipated.

 “It’s been above and beyond my expecta-
tions but it has been a lot of fun,” Engle says. 
“I’ve been in banking for 43 years, and I’d 
worked as a kid on a farm since I was 13 years 
old. All of a sudden I don’t have anything to do 
and that’s a little scary. I will find something to 
do, at least part time. I don’t have any desire 
to be full-time or a huge desire to be in bank-
ing again. I want to spend more time with my 
grandkids, they are young.”

Fresh out of college in early 1970s, En-
gle says his father, also in banking, indicated 
to him that the best way to learn the career 
would be to get into the regulatory side. 
He did that until 1980 when he was of-
fered a job as Senior VP at Bargersville 
State Bank. When the chief executive of-
ficer unexpectedly passed away, Engle was 
made CEO. In 1985 the bank went public 
and the board raised money to assist an 
expansion in other Johnson County mar-
kets. 

He relocated his office to Plainfield for 
five years in ’05.

“I enjoyed it immensely,” Engle says. “It 
was an easy transition because Plainfield 
is similar to Greenwood. There was a great group of people. I had great 
support from that board during that period. The board knew that having 

the number one Market Share in Hendricks and Johnson would create a 
great new franchise. There were two counties on the South and West side 
we pretty much dominated.”

In ’09 the banks became First Merchants. The end of 2011 was the 
end of his term as Regional President for First 
Merchants Bank. He retired from that position 
May 2012 and has worked as a consultant in 
a community relations capacity and officially 
retired at the end of March.

 “I would say almost any aspect of banking, 
the relationships were the best,” Engle says. 
“We sure laughed a lot. It didn’t make any dif-
ference how challenging it got, they were al-
ways there ready to go. It’s just an unbelievable 
work and I value the people who wanted to be a 
part of it. I couldn’t have done any of this with-
out them I’ve come to realize more and more 
as time goes by. I could not have accomplished 

my career to the extent it’s evolved and 
it certainly would not have been so much 
fun. It’s fun to get up in the morning and 
be around a group of people you love.”

Serving on an advisory board for First 
Merchants in the Central Region, Engle 
will still be involved in the industry.

A celebration of Engle’s retirement 
will be held April 9, 2-5 p.m. at the 996 S. 
State Rd. 135, Greenwood.

“I’m sure it will be a humbling expe-
rience to see some people,” Engle says 

about the celebration. “I realize there are people that want to come by 
and say hi. I am excited about it. I will hopefully see some people I haven’t 
seen in a while.” 

Jerry Engle retires from First Merchants bank  
after 43 years in the industry

BUSInESS FEaTUREBusiness Feature

Submitted Photos

“I would say almost any aspect  
of banking, the relationships were the best. 

We sure laughed a lot. It didn’t make any 
difference how challenging it got, they 

were always there ready to go. It’s just an 
unbelievable work and I value the people who 

wanted to be a part of it.” ~ Jerry Engle 
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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) April 11, 1 p.m.

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

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

Commissioners 
(Second and fourth 
Tuesday every month)
April 9, 9 a.m.
April 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 
Thursday every month)
April 11, 7 – 9 P.m.
April 25, 7 – 9 p.m.

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

Board of Zoning Appeals
(Third Thursday every 
month) April 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)
April 11, 7 p.m.
April 25, 7 p.m.
Town Hall

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

Board of Zoning Appeals
(Second Monday every 
month) April 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

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

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

Board of Zoning Appeals
Meets as needed on the
second Monday of the 
month

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)
April 8, 7 p.m.
April 22, 7 p.m.

Plan commission
(First Monday every 
month) April 1, 7 p.m. 

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

April Chamber of 
Commerce Meetings

10 - Danville Chamber 
of Commerce (members’ 
meeting); Wednesday, 
April 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, April 
16, 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, April 17, 11 
a.m., Brownsburg Fire 
Territory, 470 E. Northfield 
Dr., Brownsburg. For more 
information call (317) 
852-7885

22 - Avon Chamber of 
Commerce (members’ 
meeting); Tuesday, April 
22, 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, April 26, 
8:30 a.m. Location TBD. 
For more information, call 
(317) 247-5002.

Avon Chamber 
New Members

Remax Centerstone
3930 Clarks Creek Rd.
Plainfield, IN 46168
(317) 292-6553

Magnified Vacations 
Cruise-One
8516 Charleston Ct.
Avon, IN 46123
(317) 451-4232

Brownsburg Chamber 
New Members

Alpha Graphics
Lee Teshdahl
6319 E. US Hwy 36,  
Suite 202
Avon, IN 46123
(317) 443-6917

State Farm
Drent Sarault
1551 N Green St., Suite C
Brownsburg, IN 46112
(317) 852-8929

Integrity Vision Care
90 E. Garner Rd., Suite A
Brownsburg, IN 46112
(317) 858-7900

Xwind LLC
1185 E. Northfield Dr., 
Suite C
Brownsburg, IN 46112
(317) 350-2080

Star Media
8217 Kingston St.
Avon, IN 46123
(317) 444-7265

Rose Promotions
P.O. Box 231
Brownsburg, IN 46112
(317) 919-1080

Vance & Hines 
Motorsports
1207 E. Northfield Dr.
Brownsburg, IN 46112
(317) 852-9057

Plainfield Chamber 
New Members

Moore Restoration
Tiffany Shepard
3610 Shelby St.
Indianapolis, IN 46227
(317) 384-5791

Remax  
Centerstone Realty
Mike Price
3930 Clarks Creek Rd.
Plainfield, IN 46168
(317) 292-6553

Indiana Blood Center
Dave Nash
8739 US Hwy 31 S.
Indianapolis, IN 46227
(317) 474-0612

Fraternal Order  
of Eagles #3207
Lori Hiatt
5556 E. US 40
Plainfield, IN 46168
(317) 839-6178

FirstLight Home Care
Kris Rogers
2680 E. Main St.,  
Suite 213
Plainfield, IN 46168
(317) 586-2273

Cardinal Copier 
Solutions
Tom Kirain
P.O. Box 5809
Lafayette, IN 47903
(765) 449-9049

Sales Leads
Newly incorporated 
businesses through 
March 7, 2013

312 Merchandising
Daniel Burns
Sharon Burns
Jacob Burns
5090 Dunewood Way
Avon, IN 46123

Blossom Baskets
Patricia Lusk
C/O Huntington National 
Bank
1531 N. Green St., Suite  A
Brownsburg, IN 46112

Body Image  
Therapeutic Massage
Cindi Gastineau
748 Millbrook Dr.
Avon, IN 46123

Casas Security and 
Investigation
Javier Casas
1935 Acorn Court
Avon, IN 46123

Celebrating Home
Lynn Irwin
1314 Blue Ridge Lane
Brownsburg, IN 46112

Floor Guys
Robert M. West
2253 Crown Plaza Blvd.
Plainfield, IN 46168

Forgotten Time, LLC
Danielle Garrison
6250 Crystal Springs Dr.
Avon, IN 46123

Garrison Consulting 
Solutions, LLC
Danielle V. Garrison
6250 Crystal Springs Dr.
Avon, IN 46123

Himwritings
Bryan Carter
2680 E. Main St., Suite 
308
Plainfield, IN 46168

Hollowhead Customs
Christopher Carlile
349 Ellis St.
Plainfield, IN 46168

Hot Shoe Photography
Christina Pearson
301 W. Main St., Apt. 2
Danville, IN 46122

KW3 Trucking
Wendell C. Hipsher
925 N. C.R. 1050 East
Indianapolis, IN 46123

Let’s Make Prints!
Rebecca Clephane
4344 Stillwater Way
Plainfield, IN 46168

Liberty Lane Livestock
Anthony M. McMichael
Betsy L. McMichael
8768 S. C.R. 350 West
Stilesville, IN 46180

Red Belly Growers
Kristin and Lloyd Effner
5653 C. R. 125 West
Clayton, IN 46118

Rogers Complete  
Auto Repair
Roger Bennett
1590 S. C.R. 225 East
Danville, IN 46122

Ross and Company
Barbara A. Ross
C/O Tarra Birch
Huntington National Bank
2110 Stafford Road
Plainfield, IN 46168

SBA Guaranteed Loans

Hamilton County

Abbot Properties, LLC
1036 South Range Line
Carmel, IN 46032
$4,175,900
Wells Fargo Bank 

Cottom Automated 
Business Solution
13295 Illinois St., Suite 31
Carmel, IN 46032
$75,000. $15,000
The Huntington  
National Bank

EVA Management, LLC
3008 S.R. 32 East
Westfield, IN 46074
$88,000. Ameriana Bank

Lean Accounting 
Summit, LLC
9128 Technology Lane
Fishers, IN 46038
$15,000
The Huntington National 
Bank

Mercato, P.C.
15 E. Main St., Suite 2
Carmel, IN 46032
$40,000
The Huntington National 
Bank

Praxis Med 
International, LLC
13970 Sandcherry Ct.
Carmel, IN 46033
$350,000. Chase Bank 

Respire, LLC
17437 Carey Road, Suite 
196
Westfield, IN 46074
$193,500. Community 
First Bank of Indiana 

Stoney Creek  
Pet Clinic, LLC
14660 Herriman Blvd. 
Noblesville, IN 46060
$365,000. $100,000
The Huntington National 
Bank

Walls Mattress of 
Noblesville 
2355 Conner St.
Noblesville, IN 46060
$25,000
The Huntington National 
Bank

Zeta Consulting, LLC
14349 Chariots  
Whisper Dr.
Carmel, IN 46074
$20,000. Chase Bank 

Hancock County

Monroe Custom  
Utility Bodies
3312 N. 600 West
Greenfield, IN 46140
$650,000
The Farmers Bank, 
Frankfort

Sonicu, LLC
3645 S. Farmstone Circle
New Palestine, IN 46163
$43,000. Star Financial 
Bank 

Hendricks County

Plain Bee, LLC
2683 E. Main St.,  
Suite 111
Plainfield, IN 46168
$258,000. $20,000
The Huntington National 
Bank

Johnson County

Just Scoops, LLC
1011 N. S.R. 135, Suite F2
Greenwood, IN 46142
$81,400. Chase Bank 

Kenmax Express, Inc.
736 Legacy Blvd.
Greenwood, IN 46143
$12,600
The Huntington National 
Bank

RJACS, LLC
S.R. 135
Bargersville, IN 46106
$72,000. Horizon Bank 

Marion County

Best Price Flooring, LLC
7638 S. Meridian St.
Indianapolis, IN 46217
$50,000
The Huntington National 
Bank

Brady & Brady  
Holdings, LLC
8485 W. Washington St.
Indianapolis, IN 46231
$142,200
The Huntington National 
Bank

Discount Tobacco
3401 Georgetown Road
Indianapolis, IN 46224
$334,000. Indiana 
Statewide Cert. Dev. Corp. 

Funding American 
Schoom Program 
5117 E. 65th St.
Indianapolis, IN 46220
$5,000
The Huntington National 
Bank

General Supply, Inc.
5920 Decatur Blvd.
Indianapolis, IN 46241
$618,000
Premier Capital 
Corporation 

Marine Center of 
Indiana, Inc.
5701 Elmwood Ave.
Indianapolis, IN 46203
$1,756,000
Premier Capital 
Corporation 

Jaya A. Naiken CPA, LLC
1040 E. 86th St.
Indianapolis, IN 46240
$25,000
The Huntington National 
Bank

North Meridian 
Hardware
1435 N. Meridian St.
Indianapolis, IN 46202
$250,000
First Merchants Bank 

Rose Aire Heating & 
Cooling
1438 Sadlier Circle  
East Dr.
Indianapolis, IN 46239
$100,000
First Merchants Bank 

Schulhof Marketing 
Group, Inc.
11216 Fall Creek Rd.
Indianapolis, IN 46256
$ 501,500. Wells Fargo 
Bank 

USA Halloween  
Planet, Inc.
7800 Records St.
Indianapolis, IN 46226
$578,000
Premier Capital 
Corporation

Robert D. Van Kleeck
9102 Fireside Dr.
Indianapolis, IN 46250
$10,200. Chase Bank 

Vaturei Retail, Inc.
6525 E. 82nd St.,  
Suite 210
Indianapolis, IN 46250
$50,000
The Huntington 
National Bank

Buy this space!
(317) 451-4088

PLannER OF nOTEPlanner of Note

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

We get all the
attention we need.

The Franciscan St. Francis Health Plainfi eld Health Center offers easy access to a wide range of medical 
services for you and your family. You can take comfort knowing it’s all right here in your neighborhood.

Family Medicine • Physical Therapy 
Imaging/Mammography • Laboratory
Podiatry • Sports Medicine

Please call (317) 837-4700 for more information.
Plainfield Health Center



Celebration of 
SMALL 

BUSINESS
Save the Date!
Thursday, May 9, 2013

at Metropolis

For more information, please contact… 
Kim Hurst (317) 507-9087 • khurst@businessleader.bz

Enjoy FREE Business Seminars
Business Vendor Booths and Lunch!

www.exceleratehc.com


