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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.

The Color of Leadership
Does it seem like you and your employees 

speak entirely different languages? Do you 
and your spouse struggle with issues where 
neither of you can even manage to grasp the 
other’s viewpoint? Have a good friend who 
drives you crazy because of indecision?

There may be a colorful reason behind all 
those conflicts. You may be bright orange, 
while your employees are blue. Your spouse 
is gold, and your buddy is green. Confused? 
Rest assured that it isn’t as strange as it may 
sound.

You see, philosophers and psychologists 
have long tried to define what makes each 
of us tick, and why we don’t always tick in 
tandem. From Hippocrates to Myers and 
Briggs, experts have grouped people by 
personality temperaments.

Effective leaders have to understand 
their own temperaments and know how 
to bridge gaps with the temperaments 
of those around them. That’s why one 
of the first activities for participants in 
Leadership Hendricks County and Youth 
Leadership Hendricks County involves an 
easy-to-understand assessment called Real 
Colors that assigns colors to personality 
types. The participants take an assessment 
that examines their attitudes and then 
classifies them based on a combination of 
four colors.

People whose main color is orange 
tend to be risk-driven action-takers. 
They jump into the pool without testing 
the temperature, and would rather do 
something than discuss anything. Oranges 

are frustrated by blues, who prefer to 
talk endlessly to ensure that everyone in 
the room is happy before any actions are 
taken, because these sensitive souls detest 
confrontation.

Golds? They’re the persistent organizers 
who create rules, love checklists, and view 
tardiness as a mortal sin. Members of the 
fourth group, the greens, have an insatiable 
appetite for information. Your office’s 
green is the one who keeps asking probing 
questions long after everyone else is ready 
to make a decision (and who keeps asking 
them after that decision has been made).

Participants also discover ways to coexist 
with other personality types.  For example, 
a blue who works for an orange boss can’t 
take her brusque comments and her lack 
of interest in his feelings personally. The 
orange just wants to get on with whatever 
needs to be done. And a gold project 
manager needs to realize that a green 
team member believes that discovering 
additional details matters far more than 
meeting some arbitrary deadline.

While human nature means we’ll never 
satisfy that “can’t we all get along” plaint, 
developing a better understanding of other 
personality types allows us to minimize 
conflicts and leverage each personality 
type’s strengths. LHC graduates may still 
be frustrated by those other colors’ traits, 
but now they know how to navigate around 
them.

Interested in bringing the Real Colors 
analysis to your business or organization? 
LHC Executive Director Susan Rozzi is a 
Certified Real Colors Facilitator, and can  
customize training to your needs. You 
can contact her at srozzi@Leadership 
HendricksCounty.org or (317) 718-6178.

Leadership Hendricks County Executive Director Susan Rozzi 
facilitating Real Colors at the LHC opening retreat.

Participants of the Real Colors workshop are encouraged  
to “own” their colors by helping the other colors  

understand what makes them unique.

Real Colors has an assessment customized for youth.   
It is effective in helping students navigate  

team projects and group work. 
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Our

Matters!
Experience
We have lenders on our staff with the depth of experience you want 
from your banking partner. In fact, our combined business banking 
experience is 298 years (that’s an average of nearly 30 years of 
experience!). With our history of helping business owners achieve 
the success they dream of, your business is in good hands. So call 
317-994-5115 or 866-348-4675 and ask for any one of us. Let our 
experience make the difference for your business.

Our areas of expertise include:
• Commercial Real Estate  • Manufacturing  • Distributors  

• Equipment and Vehicle Financing  • Operating Loans  
• Professional Organizations  • Not for Profit Organizations  

• Tax Exempt Financing  • SBA Loans  • Agricultural/Farmer Mac
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Half of 2014 is now officially over.  What 
have you achieved thus far in your 
professional life, your personal life? Did 

all of those goals you set 
for yourself before the 
new year slip away on the 
January ice? 

It has been an inter-
esting six months in-
deed.  Ups and down 
for all of us.  I’ve talked 
to many business own-
ers who told me Janu-
ary and February were 
excruciatingly pain-
ful.  How you survived 
or didn’t survive most 
likely says a great deal about you and your ap-
proach to business. 

I am a big sports nerd. If there is an athletic 
contest on television my wife says I’ll watch 
it. That’s not entirely true, but close enough.  
Most recently, I thought the first part of the 
post season of the NBA playoffs was fantastic, 
and the NHL was absolutely spectacular. 

I don’t know if I’ve ever witnessed as many 
overtime games as I did this NHL playoff sea-
son. Bottom line is, for me, sports are attrac-
tive - not only entertaining - because you can 
learn from them. Winners and losers; pretty 
black and white, and you can apply some of 
the winner’s technique to your business.

Let’s use the NBA World Champion San 
Antonio Spurs as an example. 

I’ve listen to countless sports radio shows 
and overwhelmingly what has been talked 
about in regards to the Spurs’ success is the 
professional atmosphere the franchise, under 
head coach Gregg Popovich, has created. The 
team is all business, the insiders say, at every 
facet of the game - in the locker room, out 
in public, on the court, etc. Interestingly, the 
team’s mantra is do more with less – basically 
keep it simple.  They do that. They simply win.

We tend to complicate even trivial matters 
when it comes to business. In a small busi-
ness, owners wear many hats, and because of 
that it’s a “do whatever needs to be done” at-
titude, when in fact it would be much more 
profitable, and much more efficient if they 
kept it simple.

Here’s to a wonderful rest of 2014.

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

Simplistically 
Successful

FROM the PUBLISHER

n Health benefits of Camel milk?
Camel’s milk, according to scientific stud-
ies reported by the Citizen-Times, has 
less cholesterol than cow’s milk as well 
as more protein, iron and vitamin C. “And 
it’s tasty,” said Dr. Frank King, who raises 
23 camels on his farm near Asheville, N.C. 
And though no research currently sup-
ports this, several people who have tried 
camel’s milk claim it may have anti-in-
flammatory properties and beneficial ef-
fects on the brain. – Newser

 
n Exercise important  
for breast cancer patients
According to Medical News To-
day, patients suffering from 
breast cancer who do not ex-
ercise sufficiently may experi-

ence a decreased quality of life 
and/or compromised survival rates. Re-
search shows that breast cancer patients 
with higher levels of exercise or activity 
have a 34 percent reduced mortality rate. 
– Fox News Health
 
n Inflammation linked to diabetes  
and depression?
A new study claims that people with di-
abetes and depression may experience 
more inflammation in their blood than 
those with only diabetes. Of the 1,227 
people diagnosed with type-2 diabetes 
in the study, those who reported hav-
ing symptoms of depression tended to 
be heavier and younger. Researchers hy-
pothesize that the best way to combat 
both depression and diabetes is balanced 
diets and regular exercise. – Reuters

n Full moon messing  
with sleep?
Despite the fictitious nature of 
werewolves, a new study in the 
journal Current Biology 
seems to suggest that peo-
ple may get lower sleep qual-
ity around the time of full moons—sleep-
ing an average of 20 minutes less than 
during a new moon. – CNN Health

n Don’t delay measles vaccine
Dr. Simon Hambridge, an expert in pe-
diatric vaccination with Kaiser Perman-
ente’s Institute for Health Research Col-
orado says that giving vaccinations too 
closely together is not unhealthy as vac-
cination myths would have you believe. 
Delaying the measles vaccine until after a 
child is 15 months old may raise his or her 
risk of seizures, a new study reported in 
the journal Pediatrics. – CNN Health

HEALTH DISPATCHES 

“How you survived or didn’t survive  
most likely says a great deal about you  

and your approach to business.” 
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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.

Much like the woodpecker, I will 
continue to peck at human foibles. 
Jackhammering through dense skulls 

until I reach the elusive refrigerator 
light that will illuminate the error 
of our ways and cleaning out moldy 
thinking. Today’s skull is the boss.

Here are seven things I would 
teach my boss:

1. Become results oriented - Stop 
telling people how to get things 
done. Set goals and expectations, 
and let the employees figure out the 
path. Of course, you can make sug-
gestions, but give employees auton-
omy when you can.

2. Delegate responsibility, not 
just tasks - Employees want recognition, but 
they also crave your trust. Give it to them by 
giving them important tasks. If you can’t trust 
your employees, you have much bigger prob-
lems than I can address here.

3. Stop with the fear-mongering - Do you 
really want people to fear you? If so, get a vid-
eo game.

4. Encourage vacations - If it is a real ben-
efit, encourage employees to use it. You know 
if you’ve set up a company culture that allows 
guilt-free vacations or not.

5. Pay enough to make a living - Savvy em-
ployers understand that money is 
not the only type of compensation. 
You have to pay near the market av-
erage in order to keep employees, 
but if you add in some of these oth-
er benefits mentioned before, you 
will have a loyal employee for a long 
time.

6. Share the giant screen TV - 
What is attractive about telling peo-
ple to duck without explaining the 
incoming heavy object? Sure, timing 
is a factor, but at some point it needs 
to become evident why. Same with 

edicts from on high. There’s almost a reason 
for every move. Let your people in on the big 
secret. Trust them with sensitive issues. Al-
low them to contribute to the solution. Face 
it: you’re going to need them to accomplish 
it. Orders without explanation breed mistrust 
and satisfaction takes a nosedive. Make sure 
your employees understand their purpose. 
Why did so many soldiers willingly go off 

to fight in World War II? Their purpose was 
strong enough to die for.

7. Become a student of human behavior - 
As a manager of people, it helps if you know 
what makes them tick. You’d be surprised. 
Most managers are promoted because of their 
expertise in the industry, without regard for 
how they treat their teams. Most of our lives, 
we’ve been programmed to believe that peo-
ple will intelligently act in their best inter-
est. But people, for a variety of reasons, are 
not rational. Their motivations are sometimes 
not even evident to them. In the last 40 years, 
there have been so many studies about how 
people make decisions or don’t decide and it 
can really baffle the boss.

Being a boss is not easy, but refrain from 
blaming your own pressures to treat oth-
er people like they are replaceable cogs in a 
profit-making machine. They need more from 
you and from their workplace. No one excuses 
the actions of a domestic abuser, despite their 
own upbringing. They are expected to do bet-
ter. So are you.

Gus Pearcy
COLUMNIST

Seven things I will teach my (next) boss
HUMOR

In Toon with HC Business by Julie 
Bickel

The road to success is 
not easy to navigate, 
but with hard work, 

drive and passion, it’s 
possible to achieve the 

American dream.

~ Tommy Hilfiger,  
founder of  

Tommy Hilfiger  
Corporation

Though the economy has been 
bouncing back in more ways than 
one – job recovery is on the rise, 
more college graduates are en-
tering the work force now and a 
wide array of other positive indi-
cators – small businesses can still 
struggle in urban and suburban 
markets.

A classic example of this is the 
floundering metro areas that are 
hemorrhaging educated, hard-
working citizens seeking safe, at-
tractive places to live. This is a 
problem for businesses because 
it reduces the likelihood of at-
tracting the kind of personnel 
who will help increase revenue, 
bring in new clients and ulti-
mately help company growth.

Small and family-owned busi-
nesses that don’t always have big 
advertising bucks or other means 
to entice their ideal employees or 
clientele are forced to come up 
with unique ways of drawing not 
only good employees but people 
who are also invested their fu-
tures and the future of your com-
munity and market.

The most recent addition to 
the workforce, Generation Y 
(otherwise referred to as millen-
nials), is coming out of college 
with more debt than any previ-
ous generation, and they are ea-
ger to go anywhere for respect-
able, honest work. Hendricks 
County businesses stand to gain a 
great deal from investing in their 
employees. With all the right in-
gredients (an able and enthusias-
tic workforce, businesses willing 
to participate and invest in their 
communities), communities can 
come together nicely in a joint 
effort of progress and self-actu-
alization. 

The challenge is now in your 
hands. Grab those employees 
who seek to keep business and 
employment local.

Keep business 
and employees 

local
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Safe Hiring Solutions
64 E. Marion St.

Danville, IN 46122
(888) 215-8296

SafeHiringSolutions.com

n What’s the best advice you ever re-
ceived?  My parent’s instilled a sense of 
confidence that I could do anything I set 
my mind to do. Then I went to Wabash 
College where I learned to analyze and 
think critically, which really fueled my en-
trepreneurial spirit.

n Best business decision you ever 
made? Hiring a COO and turning over 
the day to day operations so I could focus 
on the vision and where we want to be in 
1 year or 5 years. It is very difficult to turn 
over your baby to someone else to run 
but for a company to thrive, I needed to 
be outside the day to day operations.

n Worst advice you ever received?  

A business partner on another ven-
ture. He had the skills I was needing but 
turned out we were very unequally yoked 
with widely divergent visions for the 
company. We wasted four years before 
splitting but it also allowed other com-
petitors to join the market.

n In five years, I want… Continually 
reinventing Safe Hiring Solutions. We are 
launching SafeVisitor, which is a visitor 
management program integrated with 
our background screening process. We 
also have several new concepts on the 
drawing board.

n My secret to success… Faith in Jesus 
Christ. I relied heavily on my faith when I 
launched and we had no clients or reve-
nue for almost six months. And I continue 
to rely on my faith and Biblical principles 
to guide the company and our decisions 
and where we go in the future.

How Mike did it?

The List
Five books that have influenced my 
life: 
1. Bible
2. Category of One
3. Small Giants
4.  Do the Right Thing
5.  Celebration of Discipline

FEATURE

COVER STORY

By Gus Pearcy
Mike McCarty remembers the day the seed 

for Safe Hiring Solutions was planted.
It was 2004, McCarty was watching an expose 

about criminal background checks done by a lo-
cal station.

“What they found was 10 names off the sex 
offender registry, ran them through the state po-
lice repository and only two of the 10 showed 
up,” McCarty said. “I was literally on a treadmill 
and I almost fell off.”

Within a few months, McCarty started Safe 
Hiring Solutions to improve the standard back-
ground check. His company checks multiple da-
tabases and sends agents into local courthous-
es seeking information. In addition to criminal, 
McCarty also checks financial, driving and ref-
erences. Up to 25 databases, encapsulating any-
one’s records. There are no contracts, Safe Hir-
ing Solutions gets paid per report. There are no 
recommendations either.

Today, Safe Hiring Solutions has 3,100 clients 
across the country ranging from school districts, 
to nonprofits, to healthcare networks, to corpo-
rate behemoths. 

“There are really no strict guidelines that a 
background screening company must do,” Mc-
Carty said. “So most of the industry does these 
really limited-scope searches. Some will look 
back seven years, so if you did something eight 
years ago, they’re not going to report it.”

Instead of just aggregating data from an inter-
net search, McCarty’s group actually has eyes on 
all of it. The human side can detect the gaps and 
more importantly, ensure the candidates aren’t 
mislabeled due to mistaken identities.

When McCarty was 9, a gruesome multiple 
murder was committed just four miles from his 
home. The Hollandsburg Murders were national 
news when it happened on Valentine’s Day 1977. 
Four men between ages 16-24 randomly chose 
a house and killed four of the occupants rang-
ing in ages 14-22. Betty Jane Spencer, mother 
and stepmother of the victims, survived with a 
shotgun blast to the arm and shoulder. The sec-
ond shot blew off her wig, which the assailants 
thought was a piece of her skull.

This gruesome act in rural Indiana terrified 
area residents as well as McCarty, whose fa-
ther, an Indiana State Trooper, was following 
leads just like the rest of the department. It was 
nearly two months before all the perpetrators 
were caught. Roger Drollinger led the group and 
chose the home. He and his accomplices were 
eventually caught and convicted, each serving 
life sentences.

McCarty was scared and then fascinated by 
the randomness of the crime. He collected ev-
ery article he could find. Even had some unpub-
lished artifacts. Eventually, he contacted all of 
the killers and asked if he could interview them. 
All, but Daniel Stonebraker, declined. Stone-
braker spoke at length with McCarty, who was 

trying to make sense of a senseless act. Even-
tually, McCarty wrote a book about the crime, 
his and his community’s reaction to it, and any 
contributing circumstances that may have ex-
plained it. The book is called Choking in Fear: A 
memoir about the Hollandsburg murders and is 
available on Amazon.

Over the decade, Safe Hiring Solutions has 
seen significant growth. McCarty puts it at 
about 30 percent a year.

“We’re picking up anywhere between five to 
10 clients a week,” McCarty estimated. “So, it’s 
really starting to snowball.”

Between full and part time, Safe Hiring Solu-
tions employs 25.

www.statebankoflizton.com 
(866) 348-4678

Our Experience Matters!
Ask  

about our 
3.40% 
Loan

Specials!

Commercial Real Estate Loans

Jerry Miser
Brownsburg

317-769-7345

#37261 SBL CommercialRealEstateStripAd_HCBL10x1.5.indd   1 6/20/14   2:30 PM

Mike McCarty’s Safe Hiring Solutions works to make  
sure that the wrong employee doesn’t get hired.

SAFE STANDARDS for HIRING

Photo by Gus Pearcy

Mike McCarty stands in front of the Safe Hiring Solutions office.
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You know that you are finally getting a bit 
smarter in life when you can think ahead 
of a national issue. As I write this column, 

we are knee-deep in “Veteran-gate.” 
Let’s compare it to another phony 
scandal that occurred, say two phony 
scandals before, Obamacare-gate. 

As I write this article a few weeks 
before it is published, the dots have 
not been connected in the nation-
al media between the two, but they 
should by time this article becomes 
paper and ink. The fundamental 
problem between the Veterans Ad-
ministration problems and Obam-
acare problems are one and the same. 
If you overly institutionalize either of 
the above issues, service will be the first thing 
to fail. It is endemic in the situation. By service, 
I mean service in all forms: qual-
ity of service, timeliness of ser-
vice, customer satisfaction 
of service and the like. 

Start with a beautiful 
Ruth’s Chris Steakhouse 
piece of meat and put it 
through the food service at the 
best VA hospital. By time it gets 

portioned and to the patient in bed, it is just an 
ordinary piece of meat. Then you scream over 
who is to blame! No one is to blame; the environ-
ment took say 10 percent of efficiency off each 
handlers skills. Perhaps no one really missed it, 

but 10 percent efficiency lost from a 
dozen stations of care. You really re-
duced the quality of that steak! Yes, 
some hospital general managers 
could make a better steak than others 
by reducing the 10 percent efficiency 
drop somewhat, say a point or two, 
but the system still stinks!

In business, we have seminars as to 
how to bring a new product to mar-
ket. These seminars are studying busi-
ness models. If you invented a new 
widget, and market studies said it was 
a great product, how will you bring 

it to market? This is what the seminar will help 
you determine. Will you open a widget store? 
Will you get a sales staff and try to sell it on shelf 

space in stores? Will you just sell 
it online? I could go on for a 

bit here but you get the idea; 
there are dozens of ways. 

Now, let’s just suppose 
you were in a group of folks 

charged to reinvent health-
care and bring it to the mar-
ketplace. You were in a room of 

Howard Hubler
COLUMNIST

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

PEER TO PEER

Opening the gates at the top

BUSINESS BRIEFS

First Merchants Charitable Foundation, Inc. 
awarded grants to local charitable organiza-
tions in Hendricks County.  The foundation 
awarded the grants for Hendricks County to-
taling $27,360 at a presentation at the First 
Merchants Plainfield Banking Center on Thurs-
day, June 5.  Grants were awarded to Susie’s 

Place, Strides for Success, Hendricks College 
Network, Kingsway Community Center, Shel-
tering Wings, Leadership Hendricks County, 
Hendricks County Senior Services, Freedom 
Chairs, St. Mark’s Food Pantry and the Hen-
dricks County Community Foundation.

Hendricks County charities receive grants

Susan Rozzi, Leadership Hendricks County; John Mollaun, Kingsway Community Care Center; Dave Mansfield, First 
Merchants Charitable Foundation; Jerry Holifield, First Merchants Charitable Foundation; Brandy Wethington 
Perrill, Hendricks College Network; William Rhodehamel, Hendricks Co Community Foundation; Deanne Below, 
Hendricks Co Senior Services; Amy O’Hearn, Sheltering Wings; Ginny Brandgard, Strides for Success; Allison 
Creekmore, Susie’s Place and John Baer, First Merchants Charitable Foundation.  Not pictured—Freedom Chairs 
and St. Mark’s Food Pantry.

some of the brightest health care minds in the 
nation. You sat for days pondering the problems 
of the current situation, price, portability, previ-
ous conditions and the like. Would the finished 
model resembling Obamacare be recommend-
ed, federalizing healthcare? I heartily suggest 
not! It would not even be among the top few rec-
ommendations. Many readers do not know this, 
but the federal government was full of stop signs 
for healthcare. Once dismantled, this group 
would see some obvious other solutions to bring 
the product to market.

Rest assured – the problems that we are see-

ing today in the VA are the same problems that 
we will see in a few years in Obamacare. Yes, 
better managers can do more than less effective 
ones, but their hands are tied. They are trying to 
bring a product to market with the worst pos-
sible model imaginable. When you build health-
care around the federal bureaucracy model, that 
is all you can expect. Let’s hope this glimpse into 
the future on the backs of poor veterans will of-
fer a wakeup call on what Obamacare has in 
store for us before it is too late! 

Submitted photo

The Town of Avon will close W.10th Street/
County Road 100 N. from July 7 through Sept. 
7 to build a roundabout at the intersection 
of W. 10th Street and County Road 1050 at 
the southeast corner of the IU Health West 
Hospital property. Since W. 21st Street is 
also closed due to a county road project, the 
prescribed detour to get to and from IU Health 
West will be to utilize Raceway Road to US 36/

Rockville Road to the Ronald Reagan Parkway. 
Patients, visitors and staff will be able to access 
the hospital’s main drive by turning east on W. 
10th Street off of the Ronald Reagan Parkway.  
There will be barricades at that location to 
stop through traffic, but both the hospital 
and Wellbrooke of Avon entrances will be 
accessible.  No westbound through traffic will 
be allowed beyond Raceway Road.

Temporary road closing will impact travel to IU Health
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...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

From left, Chief Shad Rice, Rose Wells; Jacob Pruis; Rhonda Gardner; Paul Klahn, assistant superintendent; Dan 
LeFlore; Brad DuBois, Plainfield Chamber of Commerce executive director; Superintendent David Burch; Laney 
Gauker; Selina Lewis; James Galloway; Jacob Westmoreland; and Captain Michael Murff.

Submitted Photo

The Plainfield Short Term Offender Pro-
gram Facility, located at 501 W. Main St. in 
Plainfield, received the Business of the Month 
Award from the Plainfield Chamber of Com-

merce at its monthly meeting. The Short Term 
Offender Program provides programming 
and treatment to offenders with 365 days or 
less remaining on their sentence.

PLAINFIELD CHAMBER BUSINESS of the MONTH

Short Term Offender 
Program named BOM

BUSINESS LOCAL

THANKYOU
F O R B E I N G A P A R T O F T H E
HENDRICKS COUNTY COMMUNITY FOUNDATION

20TH ANNUAL
GOLF OUTING

We are grateful for all who sponsored, participated and
volunteered to help make this event 

our most successful yet.

We are especially grateful for
Larry Paynter and The Coachman Restaurant

for going above and beyond.

We look forward to teeing up 
with each of you again next year!

connecting caring people with causes that matter.

317.268.6240 • www.hendrickscountycf.org
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PERFORMANCE

Developments in cloning have been 
amazing, but unless your 
customer base is made up 

of sheep, they haven’t meant much 
to marketers. That said, there’s a way 
you can “clone” your best customers 
so that you can do business with more 
of them.

The better you know the reasons 
your customers chose you and what 
they really think about you, the bet-
ter you’ll be able to target other 
people who are likely to do busi-
ness with you. The fancy market-
ing term for this is “customer mod-
eling.” Once you create a model of your ideal 
customer, you can use what you’ve learned to 

make more effective decisions. 
When I’ve asked most business owners 

what led their current customers to choose 
them, most weren’t sure. The dead giveaway 

is when they answer questions like 
that with “I think …” instead of “I 
know …” statements. “I think most 
people find us on the internet” or “I 
think most of our customers are re-
ferred by friends.” It’s almost never 
“I know that 63 percent of our busi-
ness is a direct result of our cable 
TV advertising.” 

Want to know an amazingly pow-
erful, amazingly effective way to 
learn how your customers found 
you and why they chose you? Ask 
them. Just take a moment or two to 

ask a couple simple questions of every cus-

tomer. Questions like “So how did you find 
us?” and “What brings you back?”

You can make the questions part of the reg-
ular cash register conversation, just as many 
businesses do when they ask their custom-
ers for zip codes. Not only will you gain some 
valuable insight, but you’ll also create an op-
portunity for your employees to engage cus-
tomers. 

If six out of ten customers mention that 
they came to you because they heard you on 
the radio, you may want to increase the per-
centage of your budget that goes into radio 
commercials. If most cited the sign out front, 
you’ll want to give thought to putting more 
effort into your front windows and possibly 
beefing up the sign.

The more you know about your customers 
and why they make the choices they do, the 
better you’ll be able to position your business 
to serve them. By asking questions and act-
ing upon their answers, you’ll prove that their 
business matters to you. And the good things 
they say about you to their friends and col-
leagues will send more clones your way.

Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling (317) 839-1739, or visit his blog at: sfwriting.
com/blog/.

Cloning your customers for increased profits

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“The better you know the reasons your customers  
chose you and what they really think about you, the 
better you’ll be able to target other people who are  
likely to do business with you. The fancy marketing  

term for this is ‘customer modeling.’”

Do you realize you have an ally right in 
your own backyard? It is called your 
local chamber of commerce. 

I have heard people complain about 
their chamber and I have even used 
this column to challenge chambers to 
step up their game. This might sound 
like an “I was against it before I was 
for it” message but let me explain.

Your local chamber of com-
merce is a great resource and can 
be a source for business, for refer-
ral partners and for contribution to 
your community if you play it cor-
rectly. 

Like any complaint, the upset or 
disappointed individual will usually tell 5 to 

20 others all about their issue before they let 
the source of their frustration or disappoint-
ment know they were let down. Think about 
that for a minute in your own business. I be-

lieve that is the root of why, if you 
believe your chamber is not work-
ing for you, it is not.

A very good friend of mine did 
not renew his chamber member-
ship because he said, “I couldn’t 
track any new business coming to 
me as a result of being a member of 
the chamber.” That simply was not 
true and here is why … there is a 
three pronged effect called Visibili-
ty, Creditability and Profitability de-
veloped by BNI (Business Network 
International) founder Dr. Ivan 

Misner. Let me explain each prong:

• Visibility – Be seen, otherwise out of 
sight, out of mind.

• Credibility – Develop the relationship so 
that people understand your value and how to 
refer business to you.

• Profitability – Cultivating relationship 
with the right referral sources will result in 
profitable business relationships.

You see, my friend did in fact get at least 
one piece of business that I am aware of  and 
probably more that I am not aware of, and 
it came from his (at the time) regular atten-
dance at the local chamber of commerce. One 
thing is for sure … him not being there now 
will affect his business at some point in the 
future. 

Here is the fix … Join the chamber, ask the 
executive director for what you need and for 
her help. You will be amazed at all the re-
sources they can bring to bear on your behalf. 
When you do join… show up! Show up and 
build relationships and ask for what you need 
and you will see what your membership in a 
chamber can do for you. 

Chamber not working for you?

Jack Klemeyer
COLUMNIST

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

COACH’S CORNER

“Your local chamber of commerce is a great resource and 
can be a source for business, for referral partners and for 
contribution to your community if you play it correctly.” 

n Wait to become CEO?
President of Stanford University, John 
Hennessy, recently told Bloomberg that 
startup founders and entrepreneurs 
should wait to become a CEO and work 
with someone more experienced instead. 
Hennessy claims that young entrepre-
neurs are inexperienced in hiring, nego-
tiating, and determining the value of a 
good deal. – Business Insider

n Tips for student entrepreneurs
Making the most of the resources at your 
disposal while in undergraduate and 
graduate programs is vital for up-and-
coming entrepreneurs. Talking with men-
tors, professors, career services, and a 
wide array of other outlets can make the 
difference between building a successful 
company or letting it fail right after col-
lege. – Entrepreneur.com

n E-mail tips for business owners
1. Make your subject line specific.
2. Keep your message brief.
3. Include bullet points.
4. Praise the person.
5. Be aware of your tone.
6. Double check for typos.
7. Guard email addresses.
8. Don’t abuse “reply all.”
9. Ask permission before sending  
large attachments.
10. Give the recipient time to respond. 

– Entrepreneur.com

n Four topics to jog blog posts
If your company markets itself online, 
blogging is a great way to build and in-
crease your following. However, most 
reasons entrepreneurs don’t blog is be-
cause they are unable to come up with 
topics to write on. Here are a few tips to 
jog the mind and clear out writer’s block: 

“What makes you mad?” 
“What questions do people 
ask you?” “What do you want 
to learn about?” and “Mak-
ing top-lists.” These are a few 

idea-developing topics that 
may lead to better posts in the future, too. 
– Entrepreneur.com

n Spending time vs. spending money
The old cliché, “time is money—money is 
time” may be true to an extent, but how 
can you differentiate when to spend time 
or when to spend money? Some authors 
argue that frugality buys more time, while 
others argue that it’s more important to 
delegate tasks to be completed efficient-
ly. Paying a specialist to do a task in a frac-
tion of the time it would take you may 
save money via time, even if their services 
are expensive. – Entrepreneur.com

ENTREPRENEURSHIP 
DISPATCHES 
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Ferguson and Rainey discuss Social Media rules  
at Women’s Luncheon

Ashley Ford

Sarah Ferguson and Annisa Rainey Jeanett Hamme and Kathy Stamper

Sandra Sims and Rachel Sims

Women gather at the event.

Photos by 
Rick Myers

The Hendricks County Business Leader 
held its Women’s Business Leader Luncheon 
on June 12 at Wellbrooke of Avon, 10307 E 
County Road 100 North, Avon, Sarah Fer-
guson, Visit Hendricks County, and Annisa 
Rainey, Town of Brownsburg, both spoke on 
the “10 Social Media Rules for Life and Busi-
ness.”  The event is sponsored by Wellbrooke 
of Avon. Part of the luncheon proceeds ben-
efit Leadership Hendricks County. The next 
luncheon will be Sept. 11. For informa-
tion, contact info@businessleader.bz or call  
(317) 918-0334 .

AROUND TOWN

Emily Gregory and Erin Schwein

Dr. Maryanne McMahon and Stacey Moore
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Kevin Speer is president and CEO of Hendricks Regional Health.

There has been much debate throughout 
our country about expansion 
of state Medicaid programs 

to meet the coverage requirements 
set in the Affordable Care Act. 
In May, Governor Mike Pence 
announced his plans to advance 
private, market-based Medicaid 
reforms in Indiana by expanding 
the current Healthy Indiana Plan 
(HIP). Pence unveiled HIP 2.0, 
a consumer-driven health care 
coverage program for low-income 
adults that builds on Indiana’s 
history of consumer-driven health 
care while providing new incentives 
for members to take personal responsibility 
for their health. The expanded coverage could 
provide approximately 350,000 uninsured 
Hoosiers with affordable 
health insurance. The 
plan is currently awaiting 
approval from the U.S. 
Department of Health 
and Human Services.

Many in the Indiana 
healthcare industry are 
hoping for a quick en-
dorsement by the federal 
government. The dispute 
over Medicaid expansion 
has been a lengthy one and we are excited to 
move forward. We are optimistic that the plan 
will be approved and the Basic and Plus plans 
can begin insuring Hoosiers by early next year; 
the Employer Benefit Link will not be operation-
al until 2016. 

We will not know the final details of HIP 2.0 
until after it is approved by the federal govern-
ment, but as it is proposed currently, HIP 2.0 
will provide three different plans: HIP Plus, HIP 
Basic and HIP Employer Benefit Link. All three 
plans are for adults earning less than 138 per-
cent of the federal poverty level ($32,913 a year 

for a family of four). These adults are currently 
earning too much to qualify for traditional Med-
icaid but could be earning too little to purchase 
health insurance from the Marketplace.  The 

first two plans are more traditional, 
the third plan would allow the state 
to provide premium support to qual-
ified individuals with access to em-
ployer-sponsored insurance.  

All three plans ensure essential 
services such as physician care, hos-
pital services, maternity care and 
mental health treatment are avail-
able to those who need it, while 
eliminating the waiting list that was 
part of the original HIP program. 
Another new feature of the program 
will allow families to be on the same 

plan. The three plans that are part of HIP 2.0 
also provide reimbursement rates that are high-
er than traditional Medicaid rates; this helps en-

sure better access for pa-
tients.

At Hendricks Regional 
Health, we provide mil-
lions of dollars in care 
each year to individu-
als who cannot pay their 
hospital bills. Even af-
ter establishing flexible 
payment plans, many 
of those individuals will 
never have the means to 
pay and our hospital must 

simply absorb the cost of care provided to that 
patient. As a non-profit hospital, it is our mis-
sion to provide medical care to anyone who 
needs it, regardless of their ability to pay. 

By closing the insurance coverage gaps, pa-
tients and medical care providers alike feel more 
secure. Wealthy or poor, young or old, it’s im-
portant for every Hoosier to have access to qual-
ity health care. It is quite simply a more humane 
way to treat our friends and neighbors.

Expanding the Healthy  
Indiana Plan (HIP)

Kevin Speer
COLUMNIST

LEADERSHIP

BUSINESS PERFORMANCE

New senior living community coming to Plainfield
The first phase of Cumberland Trace, a senior 
living community from CarDon & Associates, 
got underway in mid-June. Cumberland Trace 
will be situated on approximately 38 acres at 
the southwest corner of SR 267 and Reeves 
Road. Phase I will include 36 one and two-
bedroom assisted living apartment homes 

and skilled nursing accommodations for 
more than 100 individuals. Future phases 
will include apartment homes and cottages 
for independent living with comprehensive 
amenities and conveniences. Additional 
information is available at cumberlandtrace.
us or by calling (812) 332-2265. 

BUSINESS BRIEF

Somerset CPAs is an accounting and consulting firm that 
is passionate about the success of our clients, employees, 
community and profession. 

To learn more about how we work with you to help you 
achieve and surpass your financial goals, visit us online 
at www.SomersetCPAs.com, or contact one of our tax 
professionals with expertise in industries such as:

BOTTOM LINE RESULTS.
INNOVATIVE STRATEGIES

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

White Lick Creek
3047 Garden View Terrace

Danville, IN 46122
317.442.5088

•    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

•    Built-in peace & quiet; no one lives above 
      or below you

•    Smoke-free environment and Pets welcome

•    Full size washer and dryer connections

•    Simplify your lifestyle at Redwood Living! 

White Lick Creek
byRedwood.com

Like us on Facebook 

Watch us on Youtube
www.youtube.com/RedwoodLivingTV

www.facebook.com/byRedwood

MODEL NOW OPEN 
FOR TOURS
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FINANCE DISPATCHES

n McDonald’s U.S. sales continue downward trend
With the influx of competition in the fast-food breakfast market, 
McDonald’s is struggling to keep sales up. Sales fell 1 percent in the 
U.S. in May and has not reported a growth in same-store sales since 
October 2013. Internationally, however, sales were up 0.9 percent 

in May. Company’s chief operating officer, Don Thompson, said 
McDonalds needed to focus on offering fewer products with better execution. 

– Entrepreneur.com
n Amazon to compete with PayPal
Amazon launched a new e-commerce service recently called Amazon Payments that 
will allow users to send and receive money and shop online at other websites, not 
just Amazon. The service will be available for mobile and desktop use. The launch 
coincides with another event where CEO Jeff Bezos is expected to reveal Amazon’s 
3-D smartphone. – CNN Money

n Minimum wage hike gains support
A poll conducted by CNNMoney, found that 71 percent of people in their survey 
favored raising the federal minimum wage. While 90 percent of Democrats 
supported the hike, only 54 percent of Republicans agreed. Currently, the federal 
minimum wage is $7.25 per hour, though President Obama and others 
have proposed an increase to $10.10. Recently, Seattle’s city council 
approved a gradual increase to $15 per hour—which would be the 
highest in the nation. – CNN Money

n Men lagging behind women in job recovery
Though the U.S. economy finally recouped all 8.7 million jobs lost 
during the financial crisis, men still have 699,000 fewer jobs now than 
in December 2007. This has been attributed to male-dominated industries 
like construction and manufacturing which were hit hard by the recession. Some 
suspect that men will begin transitioning into traditionally women-dominated 
professions like nursing and teaching. – CNN Money

n How much money makes happiness?
According to CNNMoney’s American Dream poll, conducted by ORC International, 
many Americans believe they don’t even need a six-figure salary to be happy. Just 
over 50 percent of the people polled said it would take less than $100,000. Nearly 
a fourth of the people who took the poll said between $50,000 and $74,999 was 
an ideal income. 6 percent said money can’t buy happiness (no matter how much). 

– CNN Money
n Securing first investor crucial
No multi-million dollar company today was able to get off the ground without 
that initial investor. The time and effort a lead investor puts into researching your 
company (and its potential marketability) is a signal to other investors that you might 
have a good idea worth putting money toward. After securing your first investor, 
you put your company in a better position to negotiate with future prospects. 

– Entrepreneur.com

n Raising money for startups
Perhaps the most daunting part about diving into a startups is the initial investment. 
According to data from the Center for Venture Research at the University of New 
Hampshire, however, success rates for startup companies seeking angel investors/

funding. Startups pitching angel investors had a 21.6 percent success rate 
compared to only 14 percent in 2007. – Bloomberg Businessweek 

n New labor law?
A new law in France protects approximately 1 million employees in 
the technology and consulting sector from checking e-mails or taking 
calls from their place of employment while off the clock. France’s 35-

hour work week has been around since 1999, though smartphones and 
accessibility of technology are making it easier for employers to overstep 
that boundary. – Yahoo Finance

Helping You Find Customers

Design Services

Direct Marketing

Booklets

Trade Show Materials

Newsletters/Flyers

Brochures

Rack Cards

Promotional Products

Stationery

Pop-up Banners

New Location
613 S. Dan Jones Road
Avon, IN 46123
317-451-8025
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A client asked me the other day what 
I think the market’s going to do this 
summer. I gave him my 

standard answer, “My crystal ball 
broke a long time ago.” With that 
said, I shared some data with him and 
asked him what the market’s going 
to do this summer. He looked at me 
thoughtfully and mumbled, “There 
really are no clear answers in this 
market are there?” Indeed.

I think it can be pretty well ar-
gued that this has been a market 
driven by momentum rather than 
by economic realities. Why do I 
say that? What justifies me to 
make that statement? Look at 
the data. The market contin-
ues to shrug off surprises in 
numerous economic reports, 
both positive and negative. 
Back in April, we had the posi-
tive surprise of a pretty excit-
ing employment report show-
ing 288,000 jobs created. The 
market showed almost no re-
action. In April, initial reports showed that 
GDP growth slowed to only 0.1 percent in the 

first quarter. Market response? Ho Hum. At 
the end of May, that report was revised down-
ward dramatically to show a shocking -1.0 
percent GDP growth in the first quarter (FYI 
for our readers in Rio Linda, negative GDP 

growth means recession). And the 
market completely ignored it.  Con-
sumer sentiment and spending still 
remain subdued (some would say “in 
the toilet”) but the market just press-
es higher. 

This situation is eerily similar to 
what we saw back in the spring and 
summer of 2011. Back then, as now, 
investors were bullish and compla-
cent. The Investors Intelligence Sen-
timent Survey in April of 2011 was 

at 57 percent bulls, 15.7 percent 
bears.  At press time (mid-June 
2014), bullish sentiment now 
stands at 63 percent, the second 
highest level in the survey’s en-
tire history. Bearish sentiment 
stands at 22.2 percent, which 
represents a decline from the 
prior week’s reading – this sen-
timent survey is a contrarian in-
dicator meaning high bullish-
ness readings have historically 

been indicative of market tops. 

What happened back in the summer of 
2011 when the market was shrugging off bad 
news and bullishness ran rampant? The SPX 
sold off about 7 percent from May to the last 
week of June, rebounded to re-test the May 
highs by the first week of July, then late July 
through early October had a brutal 19 percent 
correction before finally recovering in March 
of 2012. Talk about a roller coaster!  

What’s an investor to do?  Like the answer 
to so many questions: It depends. If you are 
fully invested now, why not think about cre-
ating some “dry powder” (cash) to take ad-

vantage of what likely will be a volatile end to 
the summer and fall. If you already have some 
“dry powder” on the sidelines, guard yourself 
against momentum driven irrational exuber-
ance and keep some of it liquid and ready for 
when this market finally does run out of steam. 
It could indeed be brutal again.  Wouldn’t it 
be nice to have some investable cash ready to 
take advantage of those panicked bulls … in-
stead of being one?

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

Uncertainty is the only certainty 

Community Westview Hospital, which is a part of Community Health
Network, is located at West 38th Street and North Guion Road on 
Indianapolis’ Westside. 

Community Westview is the state’s only osteopathic hospital. The 
practice of osteopathic medicine recognizes that the body is inherently
capable of healing itself, and doctors of osteopathic medicine (D.O.s)
encourage and facilitate this process. Community Westview Hospital
offers patients a variety of treatment options to maintain a state of
wellness while supporting a century-old osteopathic philosophy of care.

For more information on Community Westview Hospital 
visit us online at www.communitywestview.org or call 
(317) 920-VIEW (8439) for more information on our services.

Hope, Health & Healing
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I read with interest a recent press release 
from the office of Senator Pete Miller (R-
Avon), where he touts recognition received 
in part for helping pass personal property tax 
reform. The bill, known as Senate Enrolled 
Act 1 (SEA 1), rewards big corporations and 
leaves many small businesses without benefit. 
The legislation also forces decisions crucial to 
economic growth onto local governments be-
cause of potential political repercussions.

The original proposal for personal prop-
erty tax reform by Governor Pence sought to 
reward all businesses by eliminating the bur-
densome tax. Unfortunately, the bill ended up 
more special interest than substance. The lan-
guage gutted any mandate of personal prop-
erty tax reduction. This was disappointing for 
small businesses that desperately need the re-
lief. 

SEA 1 did end up containing language that 
rewarded big business by reducing the cor-
porate income tax rate to 4.9 percent. Many 
who will benefit from this the most already 
have a reduction in personal property taxes 
via abatements from local governments. Of-
ten times, small businesses are not eligible for 
these benefits. SEA 1 serves as a double dip 
for corporations, while small business owners, 

many who file tax returns as individuals, re-
ceive little or no benefit.

Several proposals were put forward to help 
small businesses in the bill, including elimi-
nating the personal property tax for those 
with $25,000 or less in assessed value (AV). 
The reduction in tax revenue to local govern-
ments would have been replaced from the 
multi-billion dollar state surplus. The lan-
guage was stripped from the bill, however. 

Small businesses account for a large portion 
of our state tax base. According to SBA.gov, 
in 2010 small businesses (those with less than 
500 employees) represented 97.4 percent of all 
employers and employed 48.2 percent of the 
private-sector workforce. One would expect 
Senator Miller to be proud of legislation that 
makes the tax code more appealing for small 
businesses, not put them at an increased dis-
advantage in an already competitive market-
place.

Also, SEA 1 does permit an elimination of 
the personal property tax on new equipment. 
The catch is that local governments have to 
enact it (they have to opt-in to this provision). 
During negotiations on the bill, local gov-
ernment entities across the state complained 
about the reduction in revenue from elimi-
nating the tax. Fearing the backlash, the leg-
islature passed the buck to local officials, who 
will have to face the superintendents, may-

ors, town managers, city and town councils, 
libraries, and township trustees should they 
want to enact bold reform to spur economic 
growth in their communities. 

We should support a tax code that benefits 
all Hoosiers, not just big corporations that 
make the largest campaign donations. Small 
businesses should have derived a similar ben-
efit as big ones, with a mandated exemption 
for those with $25,000 or less of personal 
property AV, and revenues lost to local gov-

ernments made up from the state surplus.
SEA 1 left small businesses across the state 

out in the cold. Local governments were told 
to fend for themselves because the legislature 
lacked the courage to do what was right. The 
only group celebrating SEA 1 is big corpora-
tions. To Senator Pete Miller, who promotes 
his role in the bill becoming law, we see who 
matters most.

Ron Kendall
46112

 SEA 1: Small businesses take a hit
VIEWS

READERS’ WRITES

We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
on your next delivery!

Direct Delivery isn’t the new delivery company on the block. We’ve 
been around for decades, delivering materials of all sizes on time and 
on budget. Let’s face it, when you need something delivered, you just 
want to make the call with confidence that your shipment is as good as 
delivered. Well, you’re at the right place.

Direct Delivery is the answer for your shipping needs. In fact, you’ll 
find that we are a reliable and responsible company that is always will-
ing to work with you regardless of your needs. Not only do we take our 
business serious, we take our role in the business community serious 
as well. Welcome to our site, feel free to browse it or if you just need a 
delivery contact us and make it a Direct Delivery.

“We have used Direct Delivery for a number of years and have developed a 
strong relationship with them. Like us, they are locally owned and though 
we know there are other companies we could use, we know that the owner, 
Greg Mertz is always a phone call away, and we take great comfort in 
that...” - RJ Pile, Indianapolis

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221
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Retha Parsley has fruitful business 
with Edible Arrangements

Compiled by Cathy Myers

Working with her husband Larry, Retha 
Parsley has found sprouting success in Ed-
ible Arrangements. “After we married, my 
husband Larry joined the business. We enjoy 
working together, and we make a great team. 
I handle all of bookkeeping and payroll while 
Larry is in charge of operations and making 
sure all of our facilities and vehicles are well 
maintained,” Retha says.

The couple opened their 5th location of 
the franchise right here in Hendricks Coun-
ty. Retha says she received a strong work ethic 
growing up on the tobacco fields in southern 
Indiana and uses her personal strengths of an-
alytical and critical thinking along with self-
motivation to continue to find success. 

What is the most valuable piece of  
advice you’ve been given?

My father taught me to be willing to be 
the hardest worker in any group and always 
do anything that you ask of your employees. 
He always said to be honest, humble, and go 
about every day with integrity.

How have things changed since  
you started your business?

The economy is changing significantly and 
creates increasing challenges as fruit cost and 
fuel cost continue to rise.  This issue is com-
pounded by the fact that my business has ex-
panded from one store in 2006 to four stores 
in the greater Indianapolis area today.

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

One of our biggest challenges is getting the 
word out that we are not an “expensive” or a 
“feminine” purchase. We are a feel good and 
happy gift that everyone – 
young, old, men, women 
– loves to get for any oc-
casion. Our products are 
healthier than cake and 
more universal than flow-
ers. This challenge is eas-
ily overcome, however, 
because once people have 
received one of our prod-
ucts they can’t wait to re-
ceive another and often will send one them-
selves.  It usually only takes a person tasting 
our products to convert them and frequent 
shoppers know our gifts start at $15 and our 
company always has local and national spe-
cials on our newest and most popular items.

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

To always ask questions. I am in the fruit 
business; I’m not a CPA or payroll person, but 
you bet I know a lot about these things after 
eight years in business.  I will never complete-
ly rely on anyone; I will always ask my own 
questions.  

What is the hottest new trend 
in your industry?

I don’t see Edible Arrangements being 
trendy, but one of my favorite aspects are 
the fruit smoothies and the new addition of 
the “Fresh-Tini.” The “Fresh-Tini” is to die for 

with the small pop in your 
mouth pieces that are so 
yummy! Corporate is al-
ways launching new de-
signs and finding new ways 
to incorporate chocolate 
into our line, like our new 
white chocolate pineap-
ple and raspberry truffles. 
However, the fact that our 

products are a healthy option is a trend that 
won’t soon change. Our fruit smoothies made 
with fresh fruit, fresh squeezed juice. We have 
had traditional flavors for a while and now 
new flavors incorporating melon and kale 
have recently been launched. The kale is my 
favorite; they are very healthy and refreshing, 
and I love the natural bright green color.

NOW THAT WE’VE BEEN OPEN

Retha and Larry Parsley 

Submitted Photo

The more you save, the more 
you save.

Get that old deadbeat out of your home.

*�Some�conditions�and��
restrictions�apply.

Get�rid�of�that�old�refrigerator�or�freezer�before�it�swipes�any�more�
electricity.�Not�only�will�we�haul�it�away�free,�we’ll�give�you�$35*��
for�the�honor.�

To�get�more�details—or�to�schedule�your�free�pickup—call��
877-395-5535�or�visit�PowerMoves.com/HaulFree.



16   July 2014 • businessleader.bz Hendricks County Business Leader

BUSINESS PERFORMANCE

Kathy Catlin Davis, a local attorney and business consultant, 
is licensed in Indiana and Florida.  Her membership website, 
stopbythelegaldepartment.com answers your questions for as 
little as $15 a month.

On the surface, the question of whether 
someone who works for you is an 
independent contractor or an employee 

can seem simple.  But by the time 
you add in the real life scenario, the 
IRS rules and the Department of 
Workforce Development Rules, you 
may be really confused.

Generally, an independent con-
tractor is a person – or company 
– who completes work for you in-
dividually or for your business on a 
project by project basis.  This means 
that you hire the painter to come 
in and paint a room.  The painter 
gives you a proposal for complet-
ing the work, you pay according to 
the terms, and afterwards, the painter goes on 
to paint a room at someone else’s home or place 
of business.  You don’t control the painter – the 
hours he works each day, if he leaves early or 
starts late.  You may have an issue if the painter 
doesn’t complete the work in the agreed-upon 
timeframe, but generally, you don’t control the 
painter.

An employee, on the other hand, is different.  
If you own a painting company, the people who 
paint in your client’s homes and places of busi-
ness are your employees.  You likely tell them 
what days they need to work, when and where 
they need to show up and when they can leave.

So why is this hard?
An example from the IRS bulletin – a real es-

tate agent for XYZ Realty Company: employee 
or independent contractor?  The company may 

require the agent to be at certain meetings at 
certain times.  The company may even require 
the agent to work certain hours or days. But ac-
cording to the IRS, the real estate agent is a stat-
utory nonemployee.

Another example – a company 
has a normal workforce of 5 peo-
ple.  Twice a year, for periods of 
about four weeks each, the company 
adds another 10 people to complete 
a seasonal rush.  Are the 10 people 
employees? Independent contrac-
tors? Neither? Both?  According to 
the Indiana Department of Work-
force Development, if the person is 
hired to do the same or similar job as 
someone else that is an employee in 
the company is doing, then the per-
son that is hired – even for a short 

period of time – is an employee.  If you hire 
someone for a completely different job (like, say, 
painting your conference room in a law firm), 
then the person you hire to paint is an indepen-
dent contractor.

Confused yet?  Because there are even more 
examples! 

If you are at all concerned about whether you 
are correctly classifying the people who work for 
you, I encourage you to sit down and discuss it 
with your attorney.  Each situation may be a little 
different than another – and so a cut and dried 
application of five points or questions may still 
result in an incorrect analysis.

Independent  
contractors v. employees

Kathy Davis
COLUMNIST

HC BUSINESS LAW

The Achiever’s Network Chapter of BNI inducted new officers on April 3 at Dawson’s Too in 
Brownsburg, Ind.  BNI is an international word-of-mouth referral organization with chapters in 
every state and over 50 other countries. New officers for the Achiever’s Network Chapter of BNI 
are: president, Josh Laycock, Row Printing; vice president, Kitty Lantrip, Lantrip Services Inc; Sec-
retary/Treasurer, Caroline Seavey, Heartfelt Photography. Anyone interested in finding out more 
about BNI or attending a chapter meeting can reach Chris Olinger at chris@exerciseinc.com or 
317.508.3816. 

BNI announces new officers

Kitty Lantrip

BUSINESS BRIEF
n Mad cow disease in Texas
According to health officials at the Centers for Disease Control (CDC), mad cow disease 
has caused its fourth ever death in the United States. The Texan patient had been 
traveling “extensively” to Europe and the Middle East, where most fatal cases of mad 
cow disease are prevalent. Consuming contaminated meat causes Variant Creutzfeldt-
Jakob Disease (Variant CDJ) in humans, and is fatal. – CNN Health
 
n Fertility in young males affected by Marijuana
A recent study published in the journal Human Reproduction, saw that men under 30 
who smoked cannabis regularly had fewer than 4 percent regular sperm in their sperm 
count. As more governing bodies begin to consider the legalization of marijuana, 
researchers fear that an increase in recreational use will bring to light various other 
adverse health effects. – CNN Health
 
n U.S. birthrates changing pace
According to a report by the CDC and Prevention’s National Center for Health 
Statistics, birthrates among teens and younger women dropped to record lows in 
2013, while birthrates in older women much higher. The fertility rate overall in the 
United States dropped to a record low of 62.9 births per 1,000 women. Carl Haub, 
senior demographer with the Population Reference Bureau, attributes the decrease to 
“educational efforts to prevent teen pregnancy and that economic factors.” – Reuters

HEALTH DISPATCHES 

Josh Laycock Caroline Seavey

BUSINESS STRATEGIES

Erin Smith
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.

YOUR BUSINESS

I stumbled across a formidable article in 
forbes.com this past week discussing 
performance goals and mastery goals. 

What’s the difference you ask?
Most sales folks will tell you that 

they have to meet a “quota.” They 
discuss being diligent setting and 
attaining goals. The number of calls 
directly impacts the number of ap-
pointments set, which then leads 
to conversion ratios, then to quali-
fied leads and so on. Sound famil-
iar? These are considered perfor-
mance goals. Die-hard sales gurus 
live for this stuff because ultimate-
ly these steps get you to the close, 
which provides great satisfaction 
and increases the Benjamin’s in your pock-
et. Jim Keenan, author of the article “What it 
Takes to Consistently Make Quota May Sur-
prise You” purports that those who lust after 
the quota are often motivated by external fac-
tors like approval, rewards and other compar-
ative measures. What do you think happens 
to these folks after the 10th “no” of the day? 
They become deflated and their world darkens 
in failure. How many sales folks do you know 
that operate like this? Performance goals rely 
heavily on external data and don’t show the 
true level of skill and talent of an individual. 

For example, an average sales person in a hot 
territory may be seen as the top dog with the 
highest sales numbers, but put him/her in a 
less than average territory and falter.  

Perhaps focusing on “mastery” goals would 
take you further on your success 
journey. Mr. Keenan suggests that 
sales people have either a mastery or 
performance orientation. Mastery 
orientation stems from an internal 
drive to become better at whatev-
er they are doing. The focus is on 
learning, then mastering the skill. 
Once that is achieved, the numbers, 
or “quotas,” seem to follow.  Those 
with mastery orientation are less 
inclined to feel deflated by miss-
ing a performance goal, because for 
them, it is about the learning experi-

ence. They don’t just run through the checklist 
of calls and appoints. They put their heart and 
passion into learning the skill that is going to 
make them better at their craft … selling. 

So, if you are the quota driving sales manag-
er, sales person or business owner, take a mo-
ment to ask yourself if you are really driving 
sales or if you need to concentrate on a dif-
ferent behavior/process that will get you the 
sales success you dream of.  

Sales goals: Mastery  
vs. performance
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CENTER GROVE

Reach the best markets in metro Indianapolis.
To advertise, call 300-8782

BUSINESS LOCAL

Compiled by Cathy Myers

Hendricks County native Erin Schwein 
graduated from Brownsburg High School in 
1998.  She recently moved to Avon with her 
husband and two girls. Schwein has been a cer-
tified personal trainer for almost eight years.  

According to Schwein, she started her busi-
ness by doing in-home trainings training wom-
en. “I realized that for women, fitness goes be-
yond the physical and is very mental.  Women 
train differently than men.  Their motivations 
and excuses are different.  I understand wom-
en and their struggles,” she says. So Schwein 
opened Fitness Training Studio in Avon just 
behind Kroger.  The new studio offers personal 
training and boot camp classes as well as a va-
riety of other fitness classes.

Why did you open the business?  
I believe that all women should have a place 

to work out that is friendly and comfortable, 
but also provides quality training.  I know that 
fitness can empower women.  And I’m on a 
mission to help as many women as possible 
feel amazing and confident.  While the reason 
for most women to start a fitness program is 
the way the see themselves on the outside, the 
reason that she continues is because of how 
fitness makes her feel 
on the inside.  I want-
ed to create a fitness 
community of wom-
en that support and 
encourage each other.  
But don’t be mistak-
en, this is no tea par-
ty. Erin Schwein Fit-
ness is the place that 

a woman can walk into without in-
timidation and start!  If I can get you 
to just start, then it will change your 
life!  Ask my clients.

What did you do to prepare for 
opening your business?

I opened the doors on January 1 
of this year.  So I can say that I defi-
nitely wasn’t prepared for the worse 
winter in decades.  But I was pre-
pared mentally to open the doors. 
I knew that I’d be putting in lots of 
training hours, marketing time, and 
fine tuning. Of course we did some 
painting, laid the floor, hung the 
TRX, moved the equipment, etc.  So 
a special thank you to my husband 
Will for putting in hours of work!    

What is your ideal customer?  
Client?

The ideal client at Erin Sch-
wein Fitness is a woman who feels 
as though she has lost herself.  She 
spends so much time taking care of 
others that one day she wakes up 
and her pants are too tight, she has 
no energy, she feels weak and has no 
clue how to get “her” back.  She has 

tried all the 
diets and 
fitness pro-
grams.  She 
is finally 
ready to feel 
good again 
and wants 
to do it the 

right way.  And we also have wom-
en that have always worked out but 
want to take it to the next level.  

How do you plan to be 
successful?

We already are!  I know for a 
fact that Erin Schwein Fitness has 
changed women’s lives for the bet-
ter.  I’ve been able to bring fitness to 
women that may not have started a 
program and succeeded elsewhere.  
We will continue to follow our mis-
sion statement:

Our mission at Erin Schwein Fit-
ness is to Educate, Encourage & 
Empower women through fitness 
and help them develop an inner and 
outer strength by providing quality 
training in a Christ centered, Posi-
tive & Supportive environment.

What would we be surprised to 
learn about your company?

We also want to empower the 
community.  We will be doing com-
munity events to help support the 
community.  For example, on July 
18th, we are hosting a Jump A Thon 
event.  Proceeds from this event will 
be donated to Sheltering Wings and 
two local families that are trying 
to adopt.  There is more informa-
tion about this event on our website 
www.ErinSchweinFitness.com.

OPEN FOR BUSINESS

Empowering women through fitness
Erin Schwein helps women meet their fitness goals

Submitted Photo

Erin Schwein
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9 - Danville Chamber of 
Commerce (members’ 
meeting): Wednesday, July 
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, July 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, July 
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, July 
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, July 25, 
8:30 a.m.; Location TBD, 
Indianapolis. For more 
information, call 
(317) 247-5002.
 
New Members

Avon Chamber 

The Palms
2363 E. Perry Rd.
Plainfield, IN 46168
(317) 839-9990

Edible Arrangements
10665 E. US Hwy 36
Avon, IN 46123
(317) 259-7960

Papa Joes
8100 E. US Hwy 36
Avon, IN (317) 272-6501

Brownsburg Chamber 

Brownsburg Meadows 
Assisted Living,  
Garden Homes &  
Memory Care Living
7133 Meadow Trail
Brownsburg, IN 46112
(317) 852-1977

Brownsburg Family  
Dental Care
8 Boulevard Motif
Brownsburg, IN 46112
(317) 852-4593

Bewley Communications
10310 Majestic Perch Ct.
Indpls., IN 46234
(317) 777-2031

Heinekamp Financial 
Planning & Tax Service
690 W. Northfield Dr., 
Ste. 100
Brownsburg, IN 46112
(317) 852-8184

Hunt and Sons  
Memorials, LLC.
2655 E. Main St.
Danville, IN 46122
(317) 745-0940

Plainfield Chamber 

Plainfield Dental
824 Edwards Dr., Ste. 124
Plainfield, IN 46168
(317) 268-4953

QBS As-Builtsa
674 Shakespeare Dr.
Avon, IN 46123
(317) 331-4890

COUNTY AND MUNICIPAL 
MEETINGS

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

Council (Second Thursday 
every month) July 10, 1 p.m.

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

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

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

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

Board of Zoning Appeals
(Third Thursday every 
month) July 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)
July 10, 7 p.m.
July 24, 7 p.m.

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

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

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

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

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

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

SALES LEADS
Newly incorporated 
businesses through  
June 10, 2014.

Androids Dungion
Jonathan Sullivan
9719 E. U.S. Hwy. 36, Ste. Q
Avon, IN 46123

Canvas Paintings by Katie
Kathryn McKinney
457 Watercress Way
Brownsburg, IN 46112

Crown Recovery
Matthew Baker
Rickey York
P. O. Box 103
Danville, IN 46122

Curb Appeal Seal Coating
Todd Walton
P.O. Box 83
Clayton, IN 46118

DeeDee & Doodle
Denise A. Hepp
Olivia M. Selm
141 Woodfield Pl.
Danville, IN 46122

Invitation Design
Sarah Cadwallader
1050 Northcliffe Dr.
Avon, IN 46123

Kent Construction
Jon A. Campbell
5620 W. C.R. 375 West
Greencastle, IN 46135

Manning Law Office
Lisa Manning
7733 N. C.R. 200 West
Lizton, IN 46149

Music Lifeline DJ
Ben Edwards
C/O Huntington  
National Bank
1531 N. Green St., Ste. A
Brownsburg, IN 46112

Ozark Barn
Anthony Clymer
6142 s. C.R. 275 East
Clayton, IN 46118

Pear Street Design
Amy Lynnette Grindean
102 N. California St.
North Salem, IN 46165

Premier Paint Supply
Justin Herald
28 Round Hill Ct.
Danville, IN 46122

Professional Event Host
Jared Wade
3030 S. S.R. 267
Plainfield, IN 46168

Scarfiez
Adam Fish
Ashley Fish
1433 MacIntosh Ct.
Avon, IN 46123

Law Office of Sheila Tow
Sheila Tow
C/O Huntington  
National Bank
2110 Stafford Road
Plainfield, IN 46168

Wasson Bookkeeping 
Services
Kathryn Wasson
636 Weeping Way Ln.
Avon, IN 46123

SBA guaranteed loans

Boone County

Kinetisource, Inc.
4504 Skipping Rock Ct. 
Zionsville, IN 46077
$100,000
First Financial Bank (OH)

Wolf Run Golf Club, Inc.
601 S. 900 East
Zionsville, IN 46077
$3,788,000
Ridgestone Bank

Hamilton County

BB Franchising, LLC
E. 209th St.
Noblesville, IN 46062
$305,000
First State Bank of Porter 

Collision Cure Fishers, Inc.
11175 Allisonville Road
Fishers, IN 46038
$402,000
Indiana Statewide  
Cert. Dev. Corp.

F and M Express, LLC
16842 Greensboro Dr.
Westfield, IN 46074
$25,000
The Huntington  
National Bank

PLANNER OF NOTE

BUSINESS LOCAL

Food • Fun • Networking
2014 COVER PARTY PLANNER

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

Save the date!

August 12
5:30-7:30pm

Chateau Thomas Winery
6291 Cambridge Way, Plainfield
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Jewelry Gallery, Inc.
17425 Cary Road
Westfield, IN 46074
$25,000
The Huntington  
National Bank

KRMR Corp.
15298 Evanston Close
Noblesville, IN 46062
$233,000
Community  
Reinvestment Fund

Mark Consulting, LLC
6084 Ramsey Dr.
Noblesville, IN 46062
$20,000. The Huntington 
National Bank

Mathoo’s Eggrolls, LLC
12922 Oxbridge Pl.
Fishers, IN 46037
$7,000. $37,700
The Huntington 
National Bank

North Side  
Contractors Inc.
Rippling Brook Way
Carmel, IN 46033
$50,000
Bank of Maumee

OE Mobile Audio, LLC
10707 E. 106th St.
Fishers, IN 46037
$38,000. The Huntington 
National Bank

PCW Two, LLC
9805 Michigan Road
Carmel, IN 46033
$3,077,000 
$350,000
Regions Bank

Point Blank Range  
& Gunshop
1250 City Center Dr.
Carmel, IN 46032
$1,447,000
Indiana Statewide Cert. 
Dev. Corp.

PT Holdings, LLC
10412 Allisonville Road
Fishers, IN 46038
$349,000
PNC Bank

SM Supplies Inc.
12378 Berry Patch Ln.
Fishers, IN 46037
$115,000
Chase Bank

Wayfare, LLC
136 S. 9th St., Ste. 450
Noblesville, IN 46060
$100,000
First Merchants Bank

Hendricks County

Brighton  
Developments LLC
7416 S. 825 East
Plainfield, IN 46168
$25,000
BMO Harris Bank

Containmed, Inc.
481 Southpoint Circle, 
Ste. 2
Brownsburg, IN 46112
$525,000
The Huntington  
National Bank

Dave’s Plumbing and 
Drain Service
4736 E. C.R. 200 South
Avon, IN 46123
$12,000. The Huntington 
National Bank

Integrity Vision Care, LLC
40 E. Garner Road, Ste. A
Brownsburg, IN 46112
$25,000
$60,000
Star Financial Bank

Peach Brands, Inc.
N. Green St.
Brownsburg, IN 46112
$250,000
Salin Bank & Trust Co.

Johnson County 

Dhillon, Inc. 
2935 Welcome Way
Greenwood, IN 46143
$27,000
The Huntington  
National Bank

Napier Estates, LLC
1398 W. S.R. 44
Franklin, IN 46131
$150,000
$220,000
Mainsource Bank

Precision Cut Lawn 
Service, LLC
775 Leisure Ln.
Greenwood, IN 46142
$20,000
Chase Bank

Marion County

Adamance, Inc. 
6857 Hawthorn Park Dr.
Indianapolis, IN 46220
$50,000 
The Huntington  
National Bank

Arnold’s Building & 
Construction
6115 Gregory Dr.
Indianapolis, IN 46241
$23,100
$25,000
The Huntington  
National Bank

BGW Construction, LLC
7718 Hillcrest Dr.
Mooresville, IN 46158
$40,000. Chase Bank

BIC, LLC
5730 Brookville Road
Indianapolis, IN 46219
$40,000
The Huntington  
National Bank

The Cake Bake Shop, Inc.
6515 Carrollton Ave.
Indianapolis, IN 46220
$300,000
First Merchants Bank

Carry on Freight, Inc.
2303 Valley Creek Ln., #L
Indianapolis, IN 46229
$47,300
The Huntington  
National Bank

CC Holdings II, Inc.
500 E. Ohio St., Ste. 102
Indianapolis, IN 46204
$2,500,000
Bank of Geneva

Ceres Basket, LLC
934 N. Grant Ave.
Indianapolis, IN 46201
$10,000
The Huntington  
National Bank

China Happy Feet, LLC
5612 E. Washington St.
Indianapolis, IN 46219
$50,000
The Huntington  
National Bank

Containmed, Inc.
1404 Main St.
Speedway, IN 46224
$150,000
The Huntington  
National Bank

Express Precision 
Components, Inc.
2750 S. Arlington Ave.
Indianapolis, IN 46203
$20,200
Chase Bank

Garrity Stone, Inc. 
3137 N. Ritter Ave.
Indianapolis, IN 46218
$50,000
$42,000
Chase Bank

Hahn Systems, LLC
5762 W. 74th St.
Indianapolis, IN 46278
$350,000
Ridgestone Bank

Hannah Business 
Coaching, Inc.
6521 E. Rolling Valley Ct.
Mooresville, IN 46158
$261,000 
Community  
Reinvestment Fund

H.K., Inc.
1401 W. Ray St., Ste. A
Indianapolis, IN 46221
$255,100
The Huntington  
National Bank

Indy Airport Hotel, LLC
5601 Fortune Circle
Indianapolis, IN 46241
$2,736,000
Ridgestone Bank

Innovative  
Fabrication, LLC
801 S. Emerson Ave.
Indianapolis, IN 46203
$1,700,000
BMO Harris Bank

King of Hearts, LLC
11085 N. Cooney Road
Mooresville, IN 46158
$30,000
Wells Fargo Bank

The Lift, Therapeutic 
Massage
540B Virginia Ave.
Indianapolis, IN 46203
$15,000
$36,000
The Huntington  
National Bank

Mid America 
Manufacturing Solutions
1216 Indy Place
Indianapolis, IN 46214
$50,000
First Merchants Bank

Preferred Community 
Services
6330 E. 75th, Ste.120
Indianapolis, IN 46250
$50,000
The Huntington  
National Bank

Quinn Custom  
Gutters, LLC
1202 S. Sheridan Ave.
Indianapolis, IN 46203
$75,000
The Huntington  
National Bank

Racer Cartage & 
Logistics, LLC
1724 Stout Field Terrace
Indianapolis, IN 46241
$100,000
The Huntington  
National Bank

Sage Salon
3223 Washington Blvd.
Indianapolis, IN 46205
$119,000
First Merchants Bank

LD Smith Plumbing, Inc.
4646 Rookwood Ave.
Indianapolis, IN 46208
$38,500
The Huntington  
National Bank

Software Sysytems, Inc. 
4521 Independence 
Square
Indianapolis, IN 46203
$324,500
Regions Bank

Thomas Caterers  
of Distinction
4440 N. Keystone Ave.
Indianapolis, IN 46205
$2,550,000
Ridgestone Bank

WB Pizza, LLC
6165 Allisonville Road
Indianapolis, IN 46220
$20,000
The Huntington  
National Bank

Wechnet, LLC
4022 N. Illinois St.
Indianapolis, IN 46208
$10,000
Chase Bank

Who North America, Inc. 
2040 S Lynhurst Dr., Ste. A
Indianapolis, IN 46241
$50,000
The Huntington  
National Bank

PLANNER OF NOTE

Do you have business news from Hendricks County… send it to: info@businessleader.bz

n Heartbleed bug “worst ever”
Security researchers recently uncovered a disastrous 
fault in major safety features for surfing the Web—
the Heartbleed bug is basically an enormous 
hemorrhage of private information. Researchers 
claim that for at least two years, Heartbleed has 
allowed hackers to view stored information on 
computers: usernames, passwords, session keys, and 
could allow an outsider to pose as you. Many major 
websites have updated with a patch to fix the fault, 
but this is an ongoing issue that could continue to 
affect people and computer systems for years. 

– CNN Money

n Do not open these e-mails
Recently, the Federal Trade Commission released 
a statement regarding e-mails with the following 
subject line: “Pending consumer complaint.” The 
e-mails deceptively claim to have been filed by the 
FTC. Opening e-mails or clicking on links contained 
therein put users at risk of installing spyware 
or viruses. When coping with and subverting 
cybercrimes, small businesses must be especially 
vigilant. 

– FOX Business

TECHNOLOGY DISPATCHES

Your Business Card
Could be Here!

Call: (317) 451-4088
to advertise next month!




