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The Hendricks County Commu-
nity Foundation’s annual dinner is 
April 24, and there is no one who is 
looking more forward to it than Wil-
liam Rhodehamel.

Rhodehamel began his work with 
the HCCF in July of 2012 and this 
will be his second dinner. Prior to 
coming to the HCCF, Rhodehamel 
ran his own business – Hoosier Or-
chid Company – for 20 years. He 
then served as the general manag-
er and chief operating officer of the 
Riviera Club in India-
napolis.

Rhodehamel is ex-
cited about this year’s 
dinner, in particular, 
because he calls 2013 
a “banner year” and 
with good reason. 
The HCCF saw its 
second highest con-
tributions totaling 
$1.7 million as well 
as grants and schol-
arship support in the 
amount of $925,000. 
“So that was really 
exciting to have that 
level of both support 
… that’s been just re-
markably exciting,” he says. 

The level of support the HCCF has seen may 
very well have to do with the level of personal, 
face-to-face contact Rhodehamel makes with 
potential donors. He doesn’t miss any opportu-
nity to be where people are. If there is an event 
in Hendricks County – small or large – he’s 

most likely on the guest list. He says he enjoys 
that aspect of the job as much as any. 

 “That’s been the most fulfilling 
(part of it),“ he admits. “The opportu-
nity to spend more time (with people) 
… And there’s so many great people 
in Hendricks County.”

Rhodehamel says this year’s dinner, 
themed “Roll Out the Red Carpet,” is 
about thanking the community for its 
2013 support. 

“The annual dinner is always a fun 
night,” Rhodehamel, says. He explains 
that many of the donors initially be-
came interested in the work of the 

HCCF after attend-
ing the annual dinner. 
“That’s really where 
the light bulb went 
on,” he says for many 
who had no idea 
about the impact the 
HCCF has on Hen-
dricks County. 

Back to the din-
ner. It will be held 
on Thursday, April 
24, at the Duke En-
ergy Event Center, 
Metropolis, 2499 Fu-
tura Parkway. Social 
time begins at 5:30 
p.m. and dinner will 
be served at 6:30 p.m. 

One may register online by April 16 at Hen-
drickscounty.org. For more information, call 
(317) 268-6240.

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

After ‘banner year,’  
HCCF’s Rhodehamel  

ready to celebrate
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Food • Fun • Networking

November 11
5:30-7:30pm

Mystery Venue

2014 COVER PARTY PLANNER

????

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

Save the dates!

August 12
5:30-7:30pm
Chateau Thomas Winery

6291 Cambridge Way, Plainfield

May 13
5:30-7:30pm

Avon Gardens6259 E. C.R. 91 North, Avon

“The level of support the HCCF has 
seen may very well have to do with 
the level of personal, face-to-face 
contact Rhodehamel makes with 
potential donors. He doesn’t miss 

any opportunity to be where people 
are. If there is an event in Hendricks 
County – small or large – he’s most 

likely on the guest list. He says he 
enjoys that aspect of the job as 

much as any.”



4   April 2014 • businessleader.bz Hendricks County Business Leader

Times-Leader Publications, LLC
6319 E. U.S. Hwy 36, Ste 206

Avon, IN 46123 • Phone: (317) 451-4088
Email: info@businessleader.bz

Founder & Publisher Richard K. “Rick” Myers
Contributing Writer Gus Pearcy

Content Editor Katie Mosley
Design/Production Carey Germana

www.businessleader.bz

Copyright 2014 © 
Times-Leader Publications, LLC 

All rights reserved.

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.

VIEWS

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 time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

Ban the Bossy! That’s the latest tirade against 
perfectly good words that will get you arrested 
by the PC Police. It follows all the other words 
that someone has decided we can’t 
say because they’re used in a mean 
way. If we keep banning words, there 
won’t be enough language to commu-
nicate.

Where were you people when I 
was being teased?

Kids would chant: Gussy Wussy 
was a bear; Gussy Wussy had no hair! 
It drove me to grow out my burr hair-
cut and led me to a life of pleasure 
and anarchy. Woe is me.

Bossy is a perfectly good word. It 
means oppressive 
or domineering. 
We all know peo-
ple like that. Gen-
der aside, there 
are bossy peo-
ple in the world. 
Stopping use of 
the word will not 
change the root 

snide-ism that is the real problem. (Snide-ism is 
a new word that I made up.)

Snide-ism is what we should rally to eradicate. 
Not the word, but the intent. But then again, 
shouldn’t we be helping our sons and daughters 

to deal with these lowly feelings? Nah, 
let’s just inconvenience everyone else 
in the world.

In my diary, I mean, my journal, 
I have a list of other words that we 
could campaign against. They start 
with wussy and end with dumbass. 
Get it? End? Swine.

Which, by the way, is a terrible in-
sult. Pigs deserve better. Let’s ban all 
terms used for pork. They are de-
rogatory unless you are speaking to 
an actual pig. Let’s declare a Prohi-
bition on the “P” word! It will be the 

perfect compan-
ion marketing 
piece to the book 
I’m writing – Pig 
Out. It’s about 
smorgasboarding 
across the Mid-
west and confus-
es another con-

cept for the word “surfing.”
Let’s say we are successful in Ban the Bossy. It 

will be only a matter of time before we are sub-
stituting a synonym that trips trippingly on the 
tongue. “Hey, you! Stop being so … so … super-
visory!”

This cuts directly into my own catchphrase. 
I’ve been using “That’s boss.” It is a term of en-
dearment for something that is superior to oth-
er things like it. Since “bossy” has been banned, 
I’ve tried to find a new term. “That’s rad!” is too 
shorthandish. I suppose we will all be making up 
words to avoid saying something in appropriate. 
What do you think of “That’s quilt!” or “That’s 
objective permanence!”

I can count on one hand the times I have ac-
tually used bossy – all of them during my first 
marriage. I have found most people aren’t bossy 
unless they need to be, like, because they are a 
boss. Let’s ban people who try to belittle other 
people by using words like bossy. That would be 
an accomplishment and far more productive.

Gus Pearcy
Columnist

Bossy goes the way of words we can’t print
HUMOR

“I can count on one hand the times  
I have actually used bossy – all of them 
during my first marriage. I have found 

most people aren’t bossy unless  
they need to be.”

In Toon with HC Business by Julie 
Bickel

“A winner is someone 
who recognizes his  
God-given talents,  
works his tail off to 

develop them into skills, 
and uses these skills to 
accomplish his goals.”

~Larry Bird, president of 
basketball operations for the 

Indiana Pacers

Mass transit bill  
to exclude  

Hendricks County
Since the beginning of this 

year’s legislative calendar, Indi-
ana lawmakers have had quite a 
bit on their plates. Controver-
sies surrounding HJR-3, Senate 
Bill 229 and Senate Bill 168 — 
to name just a few —have Hoo-
siers paying extra attention to 
their elected officials this year. 
Another contentious piece of 
legislation, Senate Bill 176, was 
introduced to improve public 
transit in Central Indiana, but 
only in certain eligible counties 
(Delaware, Hamilton, Hancock, 
Johnson, Madison and Marion 
County). Hendricks County was 
included in a February amend-
ment but ultimately removed due 
to Hendricks County Commis-
sioner Phyllis A. Palmer’s doubts 
about the response of her con-
stituents.

This is not the first time mass 
transit advocates have attempted 
to push legislation through the 
General Assembly. The disparity 
in response to the idea of reform-
ing and improving transit in the 
Indianapolis and surrounding ar-
eas seems to teeter on just how 
far away residents are from Indy’s 
city limits.

What may be tough to swallow, 
however, is that spending money 
on an improved transit system 
will slowly but surely boost the 
economy. Indiana is woefully be-
hind on the national scale as far 
as public transit availability goes. 
Improving public transporta-
tion could provide a wide array 
of benefits: more jobs and easi-
er access to jobs for people who 
currently don’t have access to re-
liable transportation, more lo-
cal spending in Indianapolis and 
surrounding counties, and even 
more tourism! Visitors from out 
of town have no easy way to get 
out and explore not just down-
town but all of what our suburbs 
have to offer, too.
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Prestwick Country Club
5197 Fairway Drive, Avon, IN 46123

(317) 745-6448
www.prestwickcountryclub.net

The best advice came from my grandpa 
but is not acceptable for print.  Some that 
are acceptable for print would be “every 
day is a work day”, “treat people that way 
you want to be treated” and “be true to 
your word, sometimes that may be all you 
have”.    

Best business decision you ever made: 
Personal decision would be marrying my 
wife Stacey.  Golf Decision would be going 
to Butler and then coaching there since.  
Golf Profession/Prestwick Business Deci-
sion would be listening to my wife, family 
and friends with positive thoughts about 
all of the decisions that I have made.  

Worst advice you ever received: Lis-
tening to anyone that tells you one thing 
and then acts in another or is continually 
changing their mind. 

In five years, I want…  to see our club con-
tinue to make capital improvements to our 
facility, along with see continued growth 
in our Junior Golf,  Men’s and Ladies Pro-
grams.  I would also like to see Prestwick 
do its part in trying to make the game of 
golf fun for all levels and see the number 
of golfers increase among the community.   

My secret to success… I would say never 
being satisfied with where you are at and 
when you reach a goal set another goal 
and continue to be better and better each 
day.  Similar to the Butler Athletic motto.  
“The Butler Way, demands commitment, 
denies selfishness, accepts reality yet seeks 
improvement every day while putting the 
team above self.”

How Ben did it?

The List
Five quotes that have had an influence 
on your life…
n  Hard work beats talent  

9 out of 10 times.
n  Mental is to physical as 4 is to 1.
n  Hold on to whatever keeps you happy.
n  You should always keep fighting even 

when there is only the smallest of 
chances.

n  “I can’t” never did.

FEATURE

COVER STORY

By Gus Pearcy
It’s been quite a year at Avon’s Prestwick 

Country Club. Not only is the club celebrating 
40 years, but it earned a designation as the Indi-
ana Course of the Year, selected by the Nation-
al Golf Course Owners Association. The award 
was given out earlier this year at a 
convention in Orlando.

“For what I’m trying to achieve,” 
Ben said, “it’s like the Super Bowl.”

Ben and his wife Stacey Weav-
er along with a consortium of si-
lent partners, bought Prestwick 
Country Club in 2007. The move 
brought ownership back to Hen-
dricks County and gave Ben the 
ability to do much more with the 
7,000 yard 18-hole golf course, 
driving range, putting and chip-
ping green. For instance, Ben re-
placed the fairways with bent 
grass and renovated the hazards 
with better drainage and sand.

Originally part of a golf com-
munity situated in the wilderness 
of Hendricks County, Prestwick 
has watched the area blossom 
around it. Now, the Gazebo ban-
quet and event facility available 
to the public, is perfectly situated 
between Avon and Danville.

For years, Prestwick has host-
ed many golf outings as well as 
the high school state and section-
al tournaments. Ben, who sort of 
has a Jack Nicklaus vibe about 
him, agrees that the golf course is 
the jewel in the Prestwick crown.

“It’s a championship golf course that holds its 
own,” Ben said. 

The Gazebo is more than 20 years old. It hosts 
many civic groups such as the Avon Chamber 
of Commerce, the Avon Kiwanis club, and the 
Hendricks County Builders Association. It’s 
booked for about 22 wedding receptions every 
year. The members enjoy special dining, usually 
without the Friday and Saturday night long waits 

of other area restaurants.
There are plenty of other features of Prest-

wick: tennis courts, golf lessons, indoor golf 
academy, a whole armada of new golf carts, a 
pro shop, plus special meals. 

The current membership drive commemo-
rates the 40th anniversary with a fee of $2,014 
for the rest of the year. It includes the dues, cart 
and driving range. It is a family membership 

with no age limits on golf. Membership includes 
children through college. There is a food mini-
mum, but no initiation fees or assessments.

Ben has worked as the PGA pro since 2001. 
He grew up in Greenwood playing baseball and 
football. He did not pick up golf until his junior 
year in high school. It carried him through But-
ler University where he still coaches today. Out 

of college, he worked hard to earn his PGA cer-
tification. After quickly passing the playing re-
quirement, Weaver then took up the bookwork 
and became certified in all areas such as golf 
course maintenance, food and beverage, mar-
keting and more.

“At that time, I was No. 17 in the world to pass 
all six certifications,” Ben said. “Down the road, 
I’m looking at the next level of becoming a na-

tional professional.”
Stacey, from Batesville, worked in 

accounting before she joined her hus-
band at Prestwick. The couple, who 
sort of met on a blind date, have been 
married for 12 years and are preparing 
to welcome their son, Jackson, into the 
world in May.

Ben and Stacey lost their daugh-
ter, Alexa, three years ago, because of 
complications on a trip to Orlando. 
Alexa lived only nine days.

The pergola that sits outside the en-
trance to the Gazebo banquet room. 
Ben and Stacey’s father built the area 
the spring after they lost Alexa.

Because of the complications with 
Alexa’s pregnancy, Ben and Stacey 
sought a gestational carrier for their 
son. A gestational carrier is implanted 
with a fertilized egg from the Weavers.

The future is more personal than 
professional. Ben and Stacey have cre-
ated a comfortable atmosphere, a fam-
ily atmosphere, for Prestwick with one 
of the best golf courses in the state. 
Now it is time to focus on the upcom-
ing birth and maintaining the success.

Ben says he became the owner to 
keep it a private club for their 200 
members.

“We want to sell memberships,” Ben 
said. “We don’t want to sell rounds of golf.”

“I would rather deal with making the 200 
members and some we have happy and create 
that fun environment for them, than I would, 
you know, some guy playing one day and some 
guy playing another day and you don’t to have 
that relationship with them.”

 (Above and Below) The Gazebo at Prestwick offers full 
service banquet facilities at Prestwick Country Club.

Submitted Photos

Celebrating its 40th year, Ben and Stacey Weaver look  
to take Prestwick County Club to new heights.

FORE-WARD THINKING
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The industry experts at Somerset CPAs have examined the 
Affordable Care Act and have discovered that not all beans 
are taxed the same.

To learn more, visit us online at www.SomersetCPAs.com, or 
contact one of our tax professionals with expertise in industries 
such as:

MORE JARS.
SAME BEANS...

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

- Agriculture
- Construction
- Dealerships

- Dental
- Health care
- Manufacturing

- Retail 
- Real estate

Several months ago, I went with my son and 
grandson to a pre-kindergarten program. There 
was a poem posted on the wall that most dads 
have probably seen at one time or the 
other. This poem tugs at the heart 
of any dad. However, for the dad in 
a family business with a passion to 
serve in his business sector, the poem 
is especially poignant; it has a lifelong 
repercussion for the next generation 
who may grow up to do what dad 
does. I have three kids: Greg, Russ 
and Christi. They are all, by their own 
decisions, in the automobile business. 
They are all so passionate about it that 
sometimes dinner can be a bit bois-
terous to be polite about it. So this 
poem really hits home with me. The poem has 
a few lines that go like this. 

“Walk a little slower Daddy, said the child so 
small, I am following in your 
footsteps and I don’t want 
to fall. Sometimes your 
footsteps are too fast, they 
are hard to see, so walk a 
little slower Daddy, for you 
are leading me. Sometime 
when I am grown up, you are 

what I want to be, and then maybe I will have a 
child who will want to follow me.”

This is a great time of celebration in the 
Hubler family. We are opening a new dealer-
ship. Well, for a family that has over the years 
opened over 15 auto locations, eight collision 

centers and a variety of other auto re-
lated activity, what is the cause for cel-
ebration? Well, my son Greg and his 
wife Heidi mark the fourth generation 
Hubler who will put their name on a 
building and open doors for business. 
When you think of how many reces-
sions, wars, extinct brands, hostile 
government actions and the like that 
have plagued the auto industry, and 
to survive into the fourth generation, 
this is indeed an accomplishment that 
most small business families never 
see. 

They have purchased Gary Pedigo Chevro-
let in the Mooresville/Decatur area, just south 

of the I67 exit on the city’s South-
side. Yes, the basics that we 

talk about in this column 
from time to time and 
making the customer sat-
isfied and the basics of a 

sound business were all baked 
into Greg for as long as he can 

remember. From a degree at IU, 

to our national auto dealer’s academy training, 
and so forth, has been bathed into him as to 
how to run a successful auto dealership. Now it’s 
show time. 

In 1957, my dad brought Mom and three 
boys up from Florida to work in Uncle Jim’s new 
car dealership. We lived on the Westside at the 
Gateway Motel for several months. This was the 
perfect example of “sometimes for opportunity, 
you have to go backwards for a while to go for-
wards.” No, this formula does not work in this 
era of instant fame and glory. However, unfor-
tunately, this is still the reality check of life. The 
winter in this tiny hotel room with three ba-
bies was, according to my dad, the most miser-
able six months of his life, not counting the war. 
However, it changed his fortunes beyond his 
wildest dreams. Eventually, he bought my uncle 
out when he retired. Subsequently, my brothers, 
Brad and John, and I bought my father out when 
he retired. Now, we all have kids in the business. 
I am following in your footsteps Daddy, and I 
don’t want to fall…  

Howard Hubler
Columnist

Howard Hubler can be reached at howard@hubler.com.

PEER TO PEER

Following the family footsteps

Healthcare professionals 
recognized by  

patients and peers
Two registered nurses at Franciscan St. Fran-
cis Health have been recognized by patients 
and peers for going above-and-beyond the 
call in caregiving. Registered nurses Brenda 
Copas and Christa Hagist have been named 
the February 2014 recipients of the hospital’s 
DAISY Awards. Copas works in the Bone Mar-
row Transplant Unit, while Hagist works in the 
Adult Intensive Care Unit at the Indianapolis 
campus. Copas was nominated for her special 
kindness toward a patient who was going to 
spend his 59th wedding anniversary in the 
hospital.  With a cake, a song and many oth-
er special touches, Copas was able to create a 
special moment for the patient and his wife.  
Hagist also was nominated by a coworker for 
an extraordinary act of service.  She helped 
an ill patient provide a Christmas smile for 
his wife. Too sick to get out of bed and leave 
the hospital and with the gift shop closed, the 
husband had no Christmas card for his wife. 
Hagist created a card for her patient to give to 
his spouse. 

BUSINESS BRIEF

Reach the best markets  
in metro Indianapolis.

To advertise, call 451-4088

JOIN US FOR THE
HENDRICKS COUNTY

COMMUNITY FOUNDATION

Annual  
Celebration Dinner

THURSDAY, APRIL 24, 2014
5:30 p.m. Social Hour • 6:30 p.m. Dinner
Evening will feature a silent auction

DUKE ENERGY EVENT CENTER 
AT METROPOLIS MALL IN PLAINFIELD

$40 PER PERSON; $250 RESERVED TABLE (8)

REGISTER ONLINE BY APRIL 16 AT
www.hendrickscountycf.org

Need more information? Call 317.268.6240.
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Companies often complain that their custom-
ers and prospects just don’t seem to understand 
what they offer or what differentiates 
them from the competition. They 
blame those customers and prospects 
for a lack of knowledge or intelligence 
– but they should blame that person 
in the mirror.  

Take a sign that frequently pops up 
at auto-repair shops, promoting spe-
cials on something called LOF. It’s ac-
tually auto technician shorthand for 
“lube, oil and filter” – what most of us 
call an oil change. If the average driv-
er doesn’t realize that an LOF is an oil 
change, how likely is he or she going 
to take advan-
tage of the spe-
cial? 

Bankers are 
notorious for us-
ing similar short-
hand. I over-
heard a teller 
explain to a cus-
tomer that something had been debited from 
his DDA. That customer wouldn’t have looked 
so confused had she instead said, “We took the 

money from your checking account.” That’s 
what the rest of us say.

An ice cream shop’s sign read “DT until 10.” 
It took a while for me to realize that the shop’s 
manager was saying that the drive thru stayed 

open late. To many, “DT” is a refer-
ence to delirium tremens, a symptom 
of severe alcoholism, rather than a 
quick way to get a strawberry sundae.

Perhaps no industry is more prone 
to using language its customers don’t 
understand than healthcare. If a nurse 
told you that you needed to be “NPO” 
the night before a test, would you 
know that meant you couldn’t have 
any food or water? When the doctor 
tells you that the results of that test are 
“negative,” should you break into tears 

or start to dance? Terms like those baffle those 
of us outside of medicine.

Whether you’re in construction or clothing, 
insurance or food service, your industry has a 
language of its own. Trying to use it with the out-
side world just doesn’t work. When a custom-
er fails to understand that language, it doesn’t 
mean he or she is ignorant. It means you’re not 
explaining it in a way that’s understandable. In 
other words, if your customers or prospects fail 
to understand you, the blame doesn’t rest with 
them. You’re at fault.

No matter what industry, no matter which 
corner of the global marketplace, if you want to 
communicate effectively with prospects, cus-
tomers, or any other stakeholders, you need to 
speak in their language. 

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/.

Why don’t customers understand you?

Scott Flood
Columnist

THE PERSONAL TOUCH

“When a customer fails to understand that 
language, it doesn’t mean he or she is ignorant.  

It means you’re not explaining it in a way  
that’s understandable.”

I am writing to express my disappointment 
with Senator Pete Miller’s sponsorship and 
shepherding of Senate Bill 118 through the 
legislative process. Senate Bill 118 guts the 
Tax Increment Finance District Brownsburg 
relies heavily on to fund current and future 
infrastructure. 

Brownsburg residents, as well as appointed 
and elected officials lobbied Senator Miller to 
make changes to the bill. He was made aware 
of the severe ramifications to our commu-
nity if he moved forward. A week before the 
vote, I personally met with him to discuss SB 
118. While we disagreed on several issues, we 
concurred on what Miller described as “val-
id concerns,” and that the legislation needed 
to be changed. The final bill contained none 
of those. Many, myself included, simply asked 
for a pause to study the issue over the summer, 
fix the agreed upon problems, and make sure 
no unintended harm would come to the com-
munities he represents.

Senator Miller’s colleagues even attempted 
to warn him of the ramifications to Browns-
burg. During the debate, Senator John Broden, 
who represents the South Bend area, read a 
list of communities that would see their ability 
to improve infrastructure impacted. Among 
them was Brownsburg. The legislation was so 
bad, that a senator almost three hours away 
was attempting to caution him that he was 
about to harm his own district. 

Senator Miller did see fit to exempt one 
community from the devastating effects of 
SB 118: Downtown Indianapolis. This means 
Avon (who also relies heavily on TIF dollars 
to fund infrastructure) and Brownsburg will 
be at an immense disadvantage when it comes 
to building a climate to attract first class busi-
nesses, jobs, and amenities. 

In the Indianapolis Business Journal, Sena-
tor Miller cited the exemption because Down-
town Indy was an economic-development 
engine and shared revenue with local govern-
ment entities. In our meeting, I made clear 
that not only would TIF account for nearly a 
billion dollars of new AV with the completion 
of the Ronald Reagan, but that we also have an 
agreement to share dollars with other entities. 
The agreement even earned praise by Browns-
burg Community School Corporation Super-
intendent Dr. Jim Snapp at the March Rede-

Sold out by 
the senator

READERS’ WRITES

BUSINESS 
VIEWS

Sold Out continued on page 9

BUSINESS PERFORMANCE

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.

Target customers change as your business 
grows. The ideal customer of the past now 
costs you too much time for the re-
sources at hand. In order to become 
more profitable, you decide to cre-
ate a new marketing strategy to fo-
cus on your “new” ideal customer. 
Great idea!  But, exactly how do you 
do this?  

This is precisely the question I was 
faced with as I charted a new strate-
gic marketing plan. The consultant 
my company retained suggested we 
create buyer personas to make up 
imaginary customers to map out our 
plan. Hmmm….
WHAT? You 
want me to sit 
around and think 
up who my ideal 
customer is and 
then pretend I am them and then imagine how 
they would make decisions and what product 
they would like to buy and why. Seriously? Do 
you know how silly this sounds? I have an im-

mense amount of respect for my consultant 
(hence why I hired him), so I decided to real-
ly try and wrap my brain around this concept 
and give this mental model a whirl.

I began to really think about the “perfect” 
customer for my company, a tall or-
der, but not impossible.  What did 
he look like?  How old is he? What 
is his name? What did he love to 
buy and why? Why did he like 
working with my company? Were 
they male or female?  What kind of 
personality did he have? How does 
he like to shop for products and 
services? Is he a savvy web shopper 
or does he prefer to place orders via 
phone? After answering all these 
questions, I gave my newly creat-

ed persona the 
name of Manu-
facturer Mike, 
my perfect cus-
tomer. He loves 
to buy multiple 

products from my company every month.  He 
doesn’t have a lot of time to spend on deci-
sions, so he leans on me for my expertise 
and wants to know my company has his back 

when he is in a pinch and he is willing to pay 
for that security and doesn’t price shop ALL 
the time. He has a good sense of humor and is 
committed to his company’s mission. Before I 
knew it, I was walking in Manufacturer Mike’s 
shoes. His persona is a tool that helps bridge 
the gap between a my customer’s experience 
and expectation on one hand, and the uncon-
scious assumptions of my companies on the 
other. 

Personas help you think, feel and behave 
like your audience (target customer), and im-
prove your ability to communicate effectively 
and efficiently.

So today, try it.  Create your perfect cus-
tomer persona to test that new marketing 
strategy you are thinking about.  Step into his 
shoes and see if he really wants to buy what 
you are selling.  What you find just might sur-
prise you! You may have the perfect product 
or your persona may say, “back to the draw-
ing board.”

If you need a little help to get started, e-
mail me and I will send you a link to a great 
worksheet. 

YOUR BUSINESS

Who is your ideal customer persona?

“The ideal customer of the past now costs you too 
much time for the resources at hand.”
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Send news to: info@businessleader.bz

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. 

I have had more than one person comment in 
recent weeks: “I don’t want to go through pro-
bate.” A few questions later though, it becomes 
clear that probate in actuality is not 
quite what they thought it was.  Here 
are some of the basics:

Probate, in layman’s terms, is the 
court proceeding that occurs after 
someone has died. If they have any 
assets – like a house, a car, bank ac-
counts – that are in their own name, 
this court proceeding documents 
how the ownership passes from the 
deceased person to their heirs.

In probate, an estate is opened. A 
personal representative is named. 
The personal representative is re-
sponsible for paying any of the outstanding bills 
and then distributing the assets to the heirs. If 
there is a will, the personal representative is re-
sponsible for following the directions in the will. 
If there is not a will, the statutory guidelines will 
control how the assets are distributed.

The other assumption I hear all the time is: 
“I don’t have a will.  But it all goes to my wife, so 
why do I need one?” This isn’t necessarily true. 
If your family includes children from different 
marriages, or grandchildren from different mar-
riages, and everyone is not biologically related 
to you, the laws of intestacy will not necessarily 
recognize them as family. And if you don’t have 
children, the law doesn’t necessarily give it all to 
your spouse – there are several scenarios pre-
sented in the statute. Having a will allows you to 
determine how your assets are divided.

In and of itself, probate is not necessarily ex-
pensive. It involves a filing fee, potentially a bond 
to be posted for the personal representative, and 

the attorney’s fees for guiding the personal rep-
resentative through the process. If the personal 
representative is very involved in the decision 
making and the distribution of any assets, then 
the attorney’s fees can be minimal.

Taxes are another concern that 
many people had in this process for 
years. But in the last few years, our 
federal government has raised the 
minimum value of an estate that 
taxes will be assessed upon to over 
$5 million. Additionally, Indiana has 
done away with the inheritance tax-
es. Your basic middle class family 
will likely not have any huge tax ad-
vantage attempting to avoid probate 
all together.

If you still want to avoid probate, 
what are some options? You can 

consider a few things: your bank accounts can 
have a “payable on death” status or an “in trust 
for” status that would have the account pass au-
tomatically to whomever you designate. Your 
real estate can be deeded today to your heirs, 
with you retaining a life estate (the ability to live 
there for the rest of your life). You can also es-
tablish a trust and move all of your assets to it. 
All of these options have potential consequenc-
es, including tax implications, during your life-
time. Before you make a decision such as this, I 
encourage you to explore the pros and cons with 
your accountant and your attorney.

In summary, probate is a straightforward pro-
cess, simply designed to document the transfer 
of assets and the payment of claims.  

The mysterious 
world of probate

Kathy Davis
Guest Columnist

HC BUSINESS LAW

BUSINESS LEGAL

velopment Commission meeting.
Avon and Brownsburg are going to be 

harmed by SB 118. That news is bad enough. 
What makes it even worse is when your own 
senator has done the harm, is fully aware, and 
appears indifferent, as was evident when Sen-
ator Miller told one Brownsburg constituent 
via Twitter, “Such is life when balancing con-
flicting interests of constituents on a complex 
issue.” 

The residents and business owners of Avon 
and Brownsburg deserve to know what “con-
flicting interests” Pete Miller was referencing. 

From those he was elected to serve, the mes-
sage was clear: The bill was harmful. Which 
leads us to the “constituents” he alluded to. 
Who in Avon or Brownsburg urged the pas-
sage of this bill, and which of them was so in-
sistent the Downtown Indy exemption be in-
cluded?

Rob Kendall, Brownsburg Town Council,  
Brownsburg Redevelopment Commission

Sold Out continued from page 8



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.

Craig McCarthy 

Many Leadership Hendricks County 
participants do not consider themselves to 
be leaders when they apply to the program. 
They see a year in LHC as a way to prepare 
themselves to take on leadership roles in 
their jobs, communities, and organizations. 
Once they graduate, most of them agree to 
take on new challenges, such as running 
for public office or managing a community 
organization.

For one member of the LHC class of 
2013, the new challenge didn’t wait for 
graduation. Midway during the class, Avon 
resident Craig McCarthy learned that he 
would become the new president of his 
employer, Aerodine Composites Group 
LLC, a company that works with advanced 
composite materials in professional 
motorsports, aerospace, and medical 
applications.

“When I originally applied to the LHC 
program, I was looking for something 
meaningful that would push me outside 
of my comfort zone,” Craig recalls. “LHC 
did just that, but my career mirrored the 
program when I was promoted and once 
again found myself outside of my comfort 
zone. LHC’s journey of education and self-
discovery has made me a more confident 
leader.” 

He was especially impressed by his 
newfound access to wider resources. “The 
connections I made through LHC stand 
not only as a testament to the program, 
but as an example for how networking and 
servant leadership can be used to better any 
organization. I know that there is a support 
network around me that I can leverage to 
better serve the needs of our employees 
and customers.”

Until LHC, Craig’s efforts focused on his 
career, so he could be assured of being able 
to support his family. Learning about the 
community sparked broader interests. “As 
I have become more aware of the impact 
the community has on me and my family, I 
feel that becoming a servant leader within 
the community could be the best way to 
promote the needs of those around me. 
LHC breaks down barriers and exposes 
the inner workings of Hendricks County. 
It shows how individuals can become an 
active member of something so powerful 
and significant to so many.”

Craig earned Bachelor’s degrees in 
Mechanical Engineering and Mechanical 
Engineering Technology from Purdue, 
along with an MBA from Indiana Wesleyan. 
An FAA-certified Inspector, Repairman, 
and Pivot Pilot, he is a member of several 
professional organizations, and is always 
focused on continuing his education. Craig 
and his wife, Kelly, enjoy spending time and 
traveling with sons Jack, Ben and Cameron. 

Craig received a “deluxe 
ride” with his classmates 

during Judicial Day. 

Craig with fellow 2013 LHC members,  
Caitlin Harris, Lance Angle and Keith Groppel.  

Craig McCarthy
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“... A team would be better off if the players 
spent all their time on fundamentals and forgot 
about the complicated system of offensive play 
which is consuming most of the practice time. 
Basketball is a game in which it is impossible 
not to make mistakes. The idea is to 
make as few as possible.”  - Branch 
McCracken

It always amazes me how some 
things that you think are totally un-
related, yet when looked at from 
just a slightly different perspec-
tive, become almost mirror-like.  
Take Coach McCracken’s statement 
above. When I first read it, I had to 
look again at the cover of the book 
I was reading just to make sure I 
hadn’t picked up yet another invest-
ment book by mistake.   

Nope. This one is about basketball. Yet, I 
couldn’t shake loose the idea that what Coach 
said applies cleanly and clearly to my philoso-
phies about investment management as well. 
Let me rephrase Coach’s words just a little bit:

“…[an investor] would be better off if [they] 
spent all their time on fundamentals and forgot 
about the complicated systems of [Wall Street 
and CNBC and trying to predict markets] 

which is consuming most of [their research] 
time. [Investing] is a game in which it is impos-
sible not to make mistakes. The idea is to make 
as few as possible.”

So what “fundamentals” should the investor 
focus on? Here are a few suggestions:

Buy quality. Quality management, quality 
earnings, quality dividend payout his-
tory.

Watch out for the tax man. Use ev-
ery tax advantage Uncle Obama or 
Uncle Pence allows us.  Don’t yet have 
your 401k contribution maxed out?  
Why not? Don’t have a ROTH IRA?  
Why the heck not? Aren’t taking ad-
vantage of the Indiana Tax Credit for 
529 college savings account and in-
stead still writing checks directly to 
the university? As Homer would say, 
“D’oh!”  

And what about the most basic in-
vesting fundamental of all? 

Let me tell you an investing secret. Although 
all these help, real wealth doesn’t come from 
trading, or great stock picking or even maxi-
mizing tax advantages. Real wealth comes 
from adhering to the simplest of all investment 
fundamentals:  Pay yourself first.

Every month, we all have that stack of bills 
sitting on our desks. I encourage you to add 

one more to the very top and make sure it gets 
paid FIRST rather than last. Pay that first bill 
each month to yourself.  

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.

MONEY MATTERS

BUSINESS FINANCE
BUSINESS BRIEFFocusing on fundamentals
Marvin Blade  

gets promotion  
with Duke Energy

Duke Energy has named Marvin Blade vice 
president of community relations and eco-
nomic development for Indiana. He replaces 
Bart Beal, who is retiring. 
Blade has more than 25 
years of experience with 
Duke Energy in cus-
tomer service, account 
management, econom-
ic development and 
community relations. 
He most recently was a 
government and com-
munity relations manager for the company’s 
Ohio/Kentucky business unit. Blade began his 
career in Indiana and grew up in Terre Haute. 
He started working with the company in 1988 
in residential sales. He eventually became a 
district manager, serving as a community li-
aison for the company. He currently lives in 
Cincinnati, Ohio, but will be making a move 
to Indiana.

Fransican St. Francis  
doctor named top of list 

Orthopedics This Week magazine recently 
named Michael Berend, MD, one of the “Top 
22 North American Knee 
Surgeons.” Berend is a 
surgeon with Francis-
can Physician Network 
Joint Replacement Sur-
geons Franciscan St. 
Francis-Mooresville lo-
cated at 1201 Hadley Rd. 
in Mooresville. The maga-
zine called the listed sur-
geons “the most impressive knee surgeons in 
the country” and noted that “This information 
was obtained via a telephone survey of thought 
leaders in the field. The information in quotes is 
what we heard about these surgeons.”

BUSINESS BRIEF

...for your business

Let the home town team at 
IMCU help you with your 

BUSINESS NEEDS.

Proud Sponsor Of Indy’s Teams COLTS

Mike, Avon Manager - 612-1479
Shannon, Plainfield Manager - 839-4217 

Vicki, Westside Manager - 241-8990
Jay, Brownsburg - 286-2034

Send news to: info@businessleader.bz
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FEATURE

The Hendricks County Business Leader held a 
Women’s Business Leader Luncheon on March 
13 at Wellbrooke of Avon, 10307 E County Road 
100 North, Indianapolis. Gretchen Chappo, co-
founder of GMZ Solutions, was the event’s guest 
speaker. She spoke about her experiences in 
business, from starting her own company to the 
importance of passion for one’s work. The event 
is sponsored by Wellbrooke of Avon. Part of the 
luncheon proceeds benefit Leadership Hen-
dricks County. The next luncheon will be June 
12. For information, contact info@businesslead-
er.bz or call (317) 918-0334.

Photos by Julie Bickel

Gretchen Chappo 
speaks at Women’s 

Luncheon

Carroll Parsons and Michelle Crawford Kris Rogers, Amy Adam, and Heather Scoggins

Joan Mattinson and Cathy Myers

Kate Webster Gretchen Chappo, Kahri Pennycuff, and Kyla Powell
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Celebration of 
SMALL BUSINESS

www.exceleratehc.com

SAVE the 
DATE!

May 8, 2014
3pm to 7pm

For more information, contact Cathy Myers (317) 918-0334 
or email her at: info@exceleratehc.com.

2353 East Perry Road

Banquet and
Conference Center

BUSINESS LOCAL

Qualified Leads
Quality Connections

EDUCATIONAL BREAKOUT 
SESSIONS, 3-4pm

Beth Cisco, Cisco Consulting Group
Strategic Marketing for Small Business

Robby Slaughter, AccelaWork  
Business Improvement

Time Management:  
Working Smarter, Not Harder

SMALL BUSINESS PANEL
4-4:45pm

Moderated by Cinda Kelley-Hutchings
Jeremy Eldridge, CFO, Grandview Pharmacy

Jennifer McPeak, Danville Chiropractic
Kris Rogers, First Light Home Care

Monte Speicher, Cutters Brewing Company

KEYNOTE, SMALL BUSINESS  
AWARDS & RECEPTION, 5:30-7pm

Booth Space: Non-Chamber Members: $125
Chamber Members: $75
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From left, Beth Lykins, Ray’s Trash; Calvin Davidson, Ray’s Trash; Ben Hardwick, Ray’s Trash; Don-
nie Matthews, Ray’s Trash;  Brad DuBois, executive director of the Plainfield Chamber of Com-
merce; Bart Beal, Chamber board member; Jeff Banning, chamber board member; Becky 
Harris, Chamber board member.

Submitted Photo

Ray’s Trash Service, located at 3859 US 40, 
Clayton, was named as the Plainfield Cham-
ber of Commerce’s Business of the Month. 
Ray’s will soon celebrate its upcoming 50th 
anniversary. Since 1965, Ray’s has grown to 
become one of the largest Independent re-
cycling and waste disposal companies in In-
diana.  As Ray’s grows into a 3rd generation 

company, it continues to provide recycling al-
ternatives for customers.  

Through waste diversion, Ray’s provides 
many options for their customers to achieve 
zero landfill.  Ray’s has multiple “buy back” 
centers located around Indianapolis where 
they purchase cardboard, paper, and scrap 
metal from the public.  

Keeping Central Indiana picked up
PLAINFIELD CHAMBER BUSINESS of the MONTH

Saint Mary-of-the-Woods
C o l l e g e

Aspire Higher. Advance Your Career.
MASTER OF LEADERSHIP 

DEVELOPMENT
1 Year-Hybrid, 

Online Program

Choose the best MLD track for 
your career.
 •   Financial Leadership
 •   Individualized Path
 •   Not-for-Profit Leadership
 •   Organizational Leadership

“I wanted to be a better leader for the guys I work with daily. When you go into 
it and you get done your confidence is overwhelming, you don’t feel like there is 
any challenge out there that you’re not willing to take, it’s almost like, hey what’s 
next, someone give me something, give me a challenge.” 

Scot Kellett, 2013 MLD Graduate
Midwest Delivery Operations Supervisor, Duke Energy

Start in August! Apply Today.
800-499-0373 • www.smwc.edu/indy-mld

      Get To   
Know Us!

You can count on us to understand your business 
needs and be a part of your advisory team.  

Call us or stop by and get to know us!

• Equipment and Vehicle Financing  
• Operating Loans

• Commercial Real Estate Lending

866.348.4675
www.statebankoflizton.com

Dan  
Devlin

Diane  
Stennett

Emily 
Beihn

John  
Nusall

Noel
Kendall

Jon  
Stevens

Jeff 
Tribbet

Dennis  
Cecil

Jerry
Miser

Jon  
Slaughter

#36340 SBL GetToKnowUs_4.9165x10.5.indd   1 3/25/14   3:53 PM



indstate.edu/proMBA

Indiana State offers you a one-of-a-kind MBA program in Plainfield for 
working professionals.

•	Among	the	five	percent	nationally	accredited	by	the	AACSB
•	Balance	your	family,	work,	and	school	time
•	Two-year	program:	10-week	classes	one	night	a	week,	three	times	a	year
•	Affordable

We’re for opportunity. For self-discovery.

And for you.

Open	houses	in	your	area:

April	15,	5:00	p.m.,	Metropolis	Mall	Event	Center,	2499	Futura	Park	Way,	Plainfield
April	21,	5:00	p.m.,	Greater	Greenwood	Chamber	of	Commerce,	65	Airport	Parkway,	Suite	140,	Greenwood
April	24,	5:00	p.m.,	Comfort	Suites,	500	West	Northfield	Drive,	Brownsburg
April	30,	5:00	p.m.,	Metropolis	Mall	Event	Center,	2499	Futura	Park	Way,	Plainfield
May	6,	6:00	p.m.,	Greater	Greenwood	Chamber	of	Commerce,	65	Airport	Parkway,	Suite	140,	Greenwood
May	12,	6:00	p.m.,	Metropolis	Mall	Event	Center,	2499	Futura Park Way, Plainfield

RSVP	to:	ISU-MBA@indstate.edu	or	call	(317)	662-0004.
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Many of my good friends are small business 
people. One of my passions is to make a study 
of what makes them successful and 
what pitfalls they need to avoid. After 
many years and many conversations, 
this is what I have learned so far. It 
seems the pitfalls of the unsuccess-
ful are the very things that make their 
counterparts successful. Here are the 
top five ways to find success in your 
small business:

1. Know yourself. Do a S-W-O-T 
analysis. What are your Strengths, 
your Weaknesses, the Opportuni-
ties and the Threats? Examine and 
understand each. In every strength 
there is a weakness and in every weakness there 
is a strength (e.g. you are small so lack financial 
clout, the advantage is by necessity you will be 
more creative). The better you know yourself the 
more successful you will be. Knowing yourself 
allows you not only know your areas of opportu-
nity, but you also know what areas to avoid. One 
of my favorite assessments is Fascinate based on 
Sally Hogshead best selling book by the same ti-
tle.

2. Set goals. This sounds almost too simple 
but many people and businesses do not set goals. 
Goals can keep you focused on where you want 
to go and how you need to get there. Set specific 
measurable goals with timelines and track prog-
ress towards them. Set goals in areas that you 
know you can win (if you did the SWOT in 1, 
you will know those areas).

3. Grow within profitability. Many times, I see 

companies that set the goals, but they grow their 
expenses in anticipation of sales only to find the 
sales do not materialize at the level they thought. 
I’ve fallen for this too many times myself. Sell 

first then add overheads.
4. Sell more to your existing cus-

tomers. Look at what they buy from 
other sources that you might be able 
to sell them. You already have the rela-
tionship with your customers. You are 
already spending the time to service 
them so your incremental cost is quite 
low. For example, if you supply them 
with toner cartridges, it is easy to sell 
them some printers or other hard-
ware or software. An existing custom-
er is the easiest customer to sell.

5. Sell to more customers. You ob-
viously have something worth buying or you 
would have no customers. What other custom-
ers might benefit from what you provide? Then 
market and sell to that audience – email, mail, 
fax, advertise, call, visit, etc. Ask your exist-
ing customers for referrals. Sell in a larger geo-
graphic area. Take the knowledge and systems 
you have to broader areas. Warning on this – the 
grass is not always greener. Remember, it costs 
more to sell in markets further away. You can 
lose your advantage.

Just as you focus on goals, focus on these 
strategies to grow your business this year. When 
you do that, you save yourself from diluting your 
efforts by spreading you energy across many 
tasks. And you also set yourself up for greater 
success.

5 Ways to grow 
your small business

Jack Klemeyer
Columnist

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

COACH’S CORNER

BUSINESS PERFORMANCE

DISTINCTIVE SINGLE-STORY APARTMENT HOMES

www.byRedwood.com

WHITE LICK CREEK by Redwood

Join us at White Lick Creek; you’ll be thrilled to call it home!

 Enjoy premium single-story design with private attached garages

 Comfort, convenience and  quality—for today’s better living!
 

317.442.5088

Brand New  Construction!

•    Private attached garage for convenience when entering or exiting 
      your home

•    Smart, single-story design means no difficult stairs to climb

•    Certified energy efficiency means energy savings, and no drafty windows 
      or doors

•    Two full bathrooms are a bonus when you have guests
 
•    Built-in peace & quiet; no one lives above 
      or below you

•    Smoke-free environment

•    Pets welcome

•    Full size washer and dryer connections

•    No property taxes, home repairs or condo fees

•    Simplify your lifestyle at Redwood Living!

Sign a lease by April 30, 2014 
and receive the first full month 
rent free, free water for first year, 
$500 security deposit waived 
application fee, security deposit 
is 100% refundable up to 72 
hours after viewing the 
completed model.

Like us on Facebook 

Watch us on Youtube

www.youtube.com/RedwoodLivingTV

www.facebook.com/byRedwood

Be the first to occupy these beautiful apartment homes:

White Lick Creek
3047 Garden View Terrace
Avon, IN 46122
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Revving up  
Hendricks County

Compiled by Cathy Myers

Jim Miller and Travis Coulson have been in 
the automotive industry for a combined to-
tal of four decades. The pair has taken their 
knowledge, skill sets and experience to open a 
new auto center in Brownsburg. The business 
partners are committed to bringing quality 
service to Hendricks County while simultane-
ously working to give back to the community, 
according to Coulson.

“We knew that together we could grow into 
a seven-bay shop and take the business to a 
new level where we can also grow with the 
community,” says Coulson.

Why did you open the business? 
We were successful owner operators, each 

at a two-bay shop. We 
strive to have a business 
that gives associates an op-
portunity to make a good 
living and provide for their 
families.

What did you do to pre-
pare for opening your 
business? 

We purchased new tire 

equipment and two new 10,000 pound lifts for 
heavy duty trucks. We also contacted as many 
customers as possible from our previous busi-
nesses to let them know of our move.

Who is your ideal customer? Client? 
Anyone expecting to get an honest evalua-

tion and repair on their vehicle. Whether you 
are in need of a quick oil change or engine re-
placement, we want you to feel comfortable 
with choosing us.

How do you plan to be successful? 
We plan to stay involved in the communi-

ty. We will host car washes and sponsor lo-
cal sports teams to show our involvement. We 
also firmly believe in taking care of our cus-
tomers. We will help get our customers to and 
from our shop as needed.

What would we be sur-
prised to learn about 
your company? 

We have a wash bay and 
have hired an additional 
employee to handle com-
plete car and truck details. 
We have also added tires 
to our product and service 
offerings.

OPEN FOR BUSINESS

Travis Coulson (left) and Jim Miller of Brownsburg Auto Center.

Photo by Gus Pearcy

OVERVIEW:  HOW CAN YOU SAVE? 
• Breakfast  
• Video Presentation
• Energy Advisor Booth
• Door Prizes and Drawings
• Guest Speakers
• Questions and Answers
• Elect Board Members for 
       Areas 4, 5 & 6 (All members vote)

THANK YOU:
Members in attendance will receive a 
$5 energy credit and special gift! 
(One per household)

DATE: 
Saturday, April 12, 2014   

TIME:   
7:30 am 
(Registration, breakfast and booths)
9:00 am 
(Meeting begins)

LOCATION:
Hendricks County 4-H Fairgrounds 
Exposition Hall & Conference Center
1900 E Main Street, Danville 46122

Time Matters. 
Save the Date 
2014 Annual Meeting

www.hendrickspower.com. 

WATCH YOUR MAIL FOR MORE DETAILS!

Jim Miller and Travis Poulson keep  
cars running in Brownsburg
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Compiled by Cathy Myers

Patricia West grew up in Rockford, Ill., 
and moved to Brownsburg 11 years ago. She 
started Safety Threads, LLC to meet a void in 
the market for arc flash clothing and personal 
protective equipment for small manufactur-
ing companies. Today, Safety Threads, LLC, 
owned 100% by Patricia, serves companies of 
all sizes and needs, including electricians and 
the oil and gas industry. She remains focused 
on providing value-based services to compa-
nies across the United States and the world 
with a personal touch. 

Most Valuable Piece of Advice
The best advice I have received is to be able 

to stand behind your products. When I began 
this business, I wanted to be able to provide 
an extremely high quality product made in the 
United States, and I continue to sell products 
made by family-owned companies based in 
the United States and Canada. 

How have things changed since you start-
ed your business?

Things are continually changing for us at 
Safety Threads to keep our clients in compli-
ance with OSHA standards. I am always keep-
ing updated on the newest changes to national 
safety standards to ensure that we are able to 
meet the needs of every client. 

Your Biggest Challenge
My biggest challenge has been balancing 

my time between work and family. Being a 
small business owner means wearing many 
hats and working on all aspects of the busi-
ness from sales to accounting. I’ve learned 
that I can’t do everything and have hired out-
side help. 

What do you wish someone had told you 
before you started your business?

I wish someone would have told me to not 
focus on the so much on the small stuff but 
look at the bigger picture.  I now realize the 
smaller issues will take care of themselves and 
I can focus more on the bigger issues at hand.

What’s the hottest new thing in your in-
dustry? 

A strong focus of our business recently has 
been getting our clients in compliance with 
NFPA standard 2112, which protecting em-
ployees from flash fires and combustible dust 
in industries like oil and gas and some manu-
facturing.

NOW THAT WE’VE BEEN OPEN

Patricia West

Safety first: Patricia West keeps workers safe with Safety Threads

Photo by Katie Mosley

Kevin Speer is president and CEO of Hendricks Regional Health.

When the Affordable Care Act (also known 
as healthcare reform) was signed into law in 
early 2010, many people debated its necessity. 
Even today, the debate still rages. So, why was 
such a controversial law passed? I 
realize that’s a loaded question, but 
the most accurate answer is that our 
healthcare system was unwieldy and 
unsustainable and couldn’t continue 
on the path it’s been on for decades. 

Healthcare costs in our coun-
try have been skyrocketing, espe-
cially when patients reach the end 
of life. Other countries are deliver-
ing better, more cost-efficient care, 
throughout a patient’s lifetime. Like 
it or not, we have to change our ap-
proach to health care, both as pro-
viders and consumers. 

Under the Affordable Care Act, healthcare 
providers are shifting focus from sick care to 
preventative care. Incentives are already in place 
to keep patients healthy and out of the hospital. 
Insurance plans are now required to cover pre-
ventative care to help reduce more expensive in-
terventions that can occur when care is delayed. 
The advent of the Affordable Care Act is creat-
ing some major challenges for hospitals and em-
ployers, but it is also creating unique opportu-
nities.

If we can successfully shift the public use of 

healthcare from sick care to preventative care, 
overall costs should decline. This shift will take 
time and the hardest part will be changing the 
mindset of people who continue living with un-
healthy habits then expect a quick fix from the 
healthcare system. If we can work together to 

educate our community about the 
benefits of a healthy lifestyle, and 
support them in their efforts to 
make positive changes, we should 
see overall improvements in public 
health and lower costs associated 
with treating patients. 

Hendricks Regional Health has 
been, and will continue, chang-
ing right along with other hospitals 
throughout the country. With a new, 
increased focus on wellness and pre-
vention, Hendricks Regional Health 
is using this idea as a model for do-

ing business. For example, the YMCA of Great-
er Indianapolis and Hendricks Regional Health 
worked together to build a joint venture in Avon. 
Users of the facility have easy access to services 
for prevention, treatment and maintenance of 
a healthy lifestyle. We have also developed em-
ployer wellness clinics in partnership with local 
employers. The clinics save both employers and 
employees money on healthcare costs.

Quality is becoming more of a focus for all 
hospitals, as it should be in the interest of the 
patient. In 2014, pay for performance measures 
will kick in, meaning reimbursements rates will 
depend on the quality of care a hospital pro-

vides. If we provide poor care to an elderly pa-
tient and they end up being readmitted within 
30 days after their release, Medicare will cut our 
reimbursement rate for that patient. Hendricks 
Regional Health is one of the top performing 
hospitals in quality measures and we continue 
to look for opportunities to improve under this 
new paradigm.

We are indeed moving in a new direction in 
health care. There may be some bumps ahead 

as we approach new elements of health care re-
form in 2014, but I feel confident that our efforts 
will put our hospital in a favorable position to 
stay focused on our patients and stay commit-
ted to serving our community for a long time to 
come.

The new direction of health care

Kevin Speer
Columnist
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9 - Danville Chamber of 
Commerce (members’ 
meeting): Wednesday, April 
9, 11:15 a .m.; Hendricks 
County 4-H Fairgrounds and 
Conference Complex, 1900 
E. Main St., Danville. For 
more information, call  
(317) 745-0670

15 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, April 15, 
11:30 a.m.; Plainfield Rec 
and Aquatic Center, 651 
Vestal Road, Plainfield. For 
more information, call  
(317) 839-3800

16 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, April 
16, 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

25 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, April 25, 
8:30 a.m.; Location TBD, 
Indianapolis. For more 
information, call (317) 
247-5002.
 
NEW MEMBERS
Avon Chamber

Harding Group
10151 Hague Rd.
Indpls., IN 46256
(317) 849-9666

Brumley Insurance Group
709 E. Main St.
Brownsburg, IN 46112
(317) 350-2142

Brownsburg Chamber 

Jiffy Lube
1280 N. Green St.
Brownsburg, IN 46112
(317) 858-0016

Traditions At Reagan Park
1176 Kingwood Dr.
Avon, IN 46123
(317) 271-0100

Northfield Self Storage
1530 W. Northfield Dr.
Brownsburg, IN 46112
(317) 852-5004

Katz & Korin, PC
334 N. Senate Ave.
Indpls., IN 46204
(317) 464-1100

BB Consign & Design LLC
26 S. Green St.
Brownsburg, IN 46112
(317) 286-3025

Plainfield Chamber

North Salem State Bank
Matt Howrey
P.O. Box 97
North Salem, IN 46165
(765) 676-5100

Redwood Living/ 
White Lick Creek
Amanda Cruse
278 S. CR 300 E.
Danville, IN 46122
(317) 442-5088

Meijer
Chad Clark
400 Dan Jones Rd.
Plainfield, IN 46168
(317) 204-1300

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 10, 1 p.m.

Plan Commission 
(Second Tuesday every 
month) April 8, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month)
April 21, 7:30 p.m. 

Commissioners 
(Second and fourth Tuesday 
every month) April 8, 9 a.m.
April 22, 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 10, 7 – 9 p.m.
April 24, 7 – 9 p.m.

Advisory Plan Commission
(Fourth Monday every 
month) April 28, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) April 17, 7 p.m. in 
the Court Room

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 10, 7 p.m.
April 24, 7 p.m.

Plan Commission 
(Fourth Monday every 
month)
April 28, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) April 14, 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) April 7, 7 p.m. 
April 21, 7 p.m.

Plan Commission
(Second Monday every 
month) April 14, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the month)
April 15, 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) April 14, 7 p.m.
April 28, 7 p.m.

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

Board of Zoning Appeals
(Third Monday every month)
April 21, 7 p.m.

SALES LEADS
Newly incorporated 
businesses through  
March 10, 2014

Active Copier Repair
Lloyd J. Baatz
701 Mariwood Dr.
Indianapolis, IN 46234

Arrow Rose Trianing
Emily Thiesing
C/O Huntington  
National Bank
2110 Stafford Rd.
Plainfield, IN 46168

Beaver Lake Storage
James Poff
C/O Huntington  
National Bank
108 E. Main St.
Danville, IN 46122

Chelle’s Hand Mades
Michelle Milharcic
Matthew Milharcic
8291 Westcliffe Dr.
Avon, IN 46123

Clean Cut Lawn Service 
West
Robert Stipe
10 Round Hill Rd.
Danville, IN 46122

Colt Cleaners
Roy Carey
10028 E. U.S. Hwy. 36
Avon, IN 46123

Compton Homes Indy
Josh Compton
429 Watercress Way
Brownsburg, IN 46112

Dancing Bear Resort
Cheryl A. Garrison
32 Timber Lane
Brownsburg, IN 
46112

Financial 
Concepts, Inc.
Fred O’Brien
4652 Tattersall Dr.
Plainfield, IN 46168

GTZM Food 
Services
Tony L. Marlow
Grace F. Marlow
2328 2nd St.
Plainfield, IN 46168

Indy Green Service
Michael L. Simpson
4280 Cairo Way
Avon, IN 46123

JJBS, Jeri L. Knox
1900 S. C.R. 450 W.
Danville, IN 46122

JP Renovations
James Poff, C/O Huntington 
National Bank
108 E. Main St.
Danville, IN 46122

Plainfield Soccer  
Academy, Inc.
Robert Cain, Michelle Cain
421 Tulip Ct.
Plainfield, IN 46168

Recoil Firearms
Tamara S. Chatham
Michael A. Chatham
573 Waterford Way
Danville, IN 46122

Samaritan Mission
Nang S. Mung, Thang Z. Pau
Carson Root
7613 Willsey Lane
Plainfield, IN 46168

Stone Branch 
Massage Therapy
Tamara S. Lasley
7611 W. C.R. 800 N.
North Salem, IN 46165

Wonderful Life 
Technologies
Jorge M. Perez, Jr.
5898 Cherry Blossom Dr.
Brownsburg, IN 46112

Yolt
Mike Lingle
6729 Trailside Dr.
Avon, IN 46123

SBA GUARANTEED LOANS

Boone County

Brush Turf Care, LLC
7802 E. 300 S.
Zionsville, IN 46077
$25,000
The  Huntington National 
Bank 

Hamilton County

Advance Filter, LLC
15335 Endeavor Dr.
Noblesville, IN 46060
$50,000
The  Huntington  
National Bank

Americare Ambulance 
Service of Indiana 
8001 196TH St.
Noblesville, IN 46062
$100,000
Regions Bank

Bay Restaurants, LLC
13901 Town Center Blvd., 
Ste 9, Noblesville, IN 46060
$50,000
Chase Bank

Fisher Marketing, Inc.
14045 Adios Pass
Carmel, IN 46032
$319,000. Wells Fargo Bank

Hubz, LLC
5700 E. 116TH St.
Carmel, IN 46033
$150,000
First Merchants Bank

Imagine and Discover, Inc.
104th Street & Olio Road
Fishers, IN 46038
$1,219,000. $400,000
Indiana Statewide  
Cert. Dev. Corp. 

Indy Home & Garage, LLC
9856 North by Northwest 
Blvd., Fishers, IN 46037
$25,000. The  Huntington 
National Bank

Nexxt Spine, LLC
14425 Bergen Blvd., #B
Noblesville, IN 46060
$2,365,000. The  
Huntington National Bank

Saving Face Esthetics 
Studio LLC
2316 E. 116th St., Ste 7
Carmel, IN 46032
$20,200. $10,100
The  Huntington 
National Bank

Hendricks County

Just Jump, LLC
851 S. Columbia Road, 
#112, Plainfield, IN 46168
$1,170,000. KeyBank

Orange Kanon, Inc.
9233 E. U.S. Hwy. 36
Avon, IN 46123
$350,000
Ridgestone Bank

Pittsboro Veterinary  
Clinic, PC
17 E. Main St.
Pittsboro, IN 46167
$270,000
Live Oak Banking Co. 

Quality Coring, Inc. 
7914 S. S.R. 267
Plainfield, IN 46168
$25,000. The  Huntington  
National Bank

Johnson County

Dugman Enterprises, LLC
4256 W. 525 S.
Trafalgar, IN 46181
$45,000. $30,000
First Merchants Bank

GJ Group, Inc.
146 Balmoral Way, Apt. 15D
Greenwood, IN 46143
$60,300. The  Huntington 
National Bank

Indiana Concierge 
Medicine, Inc.
1711 S. S.R. 135
Greenwood, IN 46143
$25,000. $35,000
BMO Harris Bank

Premier Outdoor 
Power Equipment
301 Westview Dr.
Franklin, IN 46131
$616,000. $75,000
The  Huntington  
National Bank

Marion County

3 C’S Transportation, LLC
6219 Tennessee Walk
Indianapolis, IN 46278
$30,000. The  Huntington  
National Bank

Americare Ambulance 
Service of Indiana
4180 Elmhurst Dr.
Indianapolis, IN 46226
$982,000. Regions Bank

BLP Investments, LLC
8341 Codesa Way
Indianapolis, IN 46278
$30,000
The  Huntington  
National Bank

Chatham Home  
Interiors, Inc.
517 E. Walnut St.
Indianapolis, IN 46202
$150,000
Chase Bank

Circle City Outdoor  
Living, LLC
2318 E. 45th St.
Indianapolis, IN 46205
$300,000
Chase Bank

Downtown Car  
Care Center, Inc.
725 N. Capitol Ave.
Indianapolis, IN 46204
$400,000
Horizon Bank

Dumpster Dawgs, LLC
4333 W. 71st St.
Indianapolis, IN 46268
$150,000
Lake City Bank

Elmer Street Holdings, LLC
719 Virginia Ave., Ste. 10
Indianapolis, IN 46203
$230,000
PNC Bank

FBCCPAG, LLC
342 Massachusetts Ave.

Indianapolis, IN 
46204
$257,300
$30,000
Mainsource Bank

Fire Systems 
Services, Inc.
1424 Sadler Circle 
East Dr.
Indianapolis, IN 
46239
$250,000
$180,000
First Federal Sav. 
Bank (Huntington)

Headquake, LLC
916 E. Westfield Blvd.
Indianapolis, IN 46220
$125,000
Indiana Busienss Bank

Home Instead Senior Care
5455 Harrison Park Lane
Indianapolis, IN 46216
$436,000
Premier Capital Corporation 

IAIRE, LLC
6805 Hillsdale Ct.
Indianapolis, IN 46250
$100,000
Lake City Bank

Literaze, Inc.
5356 W. 79th St.
Indianapolis, IN 46268
$550,000
Hendricks County Bank & 
Trust Co. 

LK Development, LLC
3585 Commerical Dr.
Indianapolis, IN 46222
$2,365,000
CornerstoneBank

Moeller Printing Co., Inc
4401 E. New York St.
Indianapolis, IN 46201
$578,700
$50,000
Stockyards Bank & Trust Co.

PSG Logistics, LLC
8230 Allison Ave.
Indianapolis, IN 46268
$150,000
PNC Bank

The O Studio  
Landscapes, LLC
712 Woodruff Pl. East Dr.
Indianapolis, IN 46201
$12,500
The  Huntington  
National Bank

Simple Electric, LLC
6329 Teak Ct.
Indianapolis, IN 46217
$75,000
First Merchants Bank

The Smoking Goose. LLC
407 N. Dorman St.
Indianapolis, IN 46205
$100,000
The  Huntington  
National Bank

T&M Deli. LLC
10425 Memorial Knoll Dr.
Indianapolis, IN 46234
$64,400
$10,000
The  Huntington National 
Bank

Timberwolf  
Trading Post, LLC
2116 N. Delaware St.
Indianapolis, IN 46202
$26,000
1st Source Bank

Unified Solutions, LLC
2821 Sunnyfield Ct.
Indianapolis, IN 46228
$40,000
The  Huntington  
National Bank

WDG Construction  
and Development
5520 Kopetsky Dr., Ste. A
Indianapolis, IN 46217
$750,000
$350,000
KeyBank
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