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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.

Should you apply for LHC?
After participants graduate from 

Leadership Hendricks County, it’s 
not unusual for them to recommend 
that a friend or co-worker apply for 
the next class. The participants are 
typically amazed at everything they’ve 
learned and at the connections (and 
friendships) they’ve made during the 
yearlong program.

But their friends are often surprised 
by the invitation. “I’m not a leader” is 
one common response. “I don’t want to 
run things” is another. “Isn’t LHC just 
for people involved in public service?” 
others ask. 

If you’ve been reading our monthly 
feature in the Business Leader, you may 
have wondered whether Leadership 
Hendricks County was right for you. 
The simple answer is yes. LHC was 
created to help ordinary citizens in 
Hendricks County develop the skills 
and resources they need to guide 
our county, its communities, and its 
organizations to a brighter future. 
Many of the people who enroll in 
the program would never describe 
themselves as leaders.

You see, leaders aren’t an elite class 
of people. They’re ordinary citizens 
who step up to help their communities, 
churches, organizations, and 
workplaces accomplish what needs to 
be done. Sure, some people do that 
from traditionally recognized positions 
of leadership, as club presidents, 
chairpersons of church councils, or 
local elected officials. But many others 
“lead from behind” as people who work 
behind the scenes to get things done.

You probably wouldn’t be surprised 
to discover that Leadership Hendricks 
County teaches participants a lot 
about our county and the resources it 
offers. Nor would it startle you to find 
that class members receive training in 
leadership skills. But time after time, 
graduates of the program say that they 
learned the most about themselves. 
A key element of any effective 
leadership training is developing an 
understanding of how you think and 
respond to situations and people, so 
you can learn to use your strengths and 
work with what others have to offer.

They also see things in new ways, 
better understanding the ways in 
which our lives, our governments, and 
our organizations are interconnected 
and impact one another. Little wonder 
so many alumni describe their 
participation as one of the best things 
they’ve ever done.

If you live or work in Hendricks 
County and would like to learn more 
about LHC, visit our website at 
www.LeadershipHendricksCounty.
org or call Susan Rozzi at 718-6076. 
Applications for our 2015 class are 
available on the website and must be 
submitted no later than December 1, 
2014.

Leadership Hendricks County is a not-
for-profit organization whose mission is 
to seek, prepare, involve and sustain 
leaders from diverse backgrounds to 
address community and countywide 
changes. Since 1993, Leadership 
Hendricks County has given citizens 
the background and inside information 
they need to take on effective leadership 
roles in the Hendricks County 
community.  To learn more about 
Leadership Hendricks County visit 
www.LeadershipHendricksCounty.org. 

Senator Miller  
talks to LHC class at 
Indiana Statehouse.

LHC class at the 
Hendricks County 

Government Center 
and learning about 

Parliamentary 
Procedure with  

Gus Pearcy. 

LHC class members 
Lora Steele, Sabrina 
Rigby and Greg 
Williams create a 
little fun. I wonder 
who won?

LHC Class visits with 
Jack Maloney at 

Little Ireland Farms 
on Agriculture Day.
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You’d think that 
with all of the 
technology that 

we have at our disposal, 
communicating would be 
very easy. 

Not for me. 
I struggle daily to keep 

up with the enormous 
amount of emails I re-
ceive, many of which are 
as irrelevant as you can 
imagine – and checking 
them on my laptop, phone and iPad doesn’t 
make it any easier.

Access to anyone is now greater, but is it 
any better? Does it enhance our lives? Many 
of those who text and email want immediate 
response. And, like so many others, it’s just 
simply too difficult to respond ASAP.

Most recently, I told those on my team to 
please not email each other on the weekends 
– or me. If nothing is on fire it can all wait un-
til Monday – and if it’s that important, please 
call me on the phone or call your colleague.

On a related note, a real pet peeve of mine 
is when someone is trying to make a point in 
an email by using all caps. The only word I can 
think of is rude.

I don’t want to sound like a dinosaur. I do 
appreciate technology – if used properly it is 
an amazing tool. But I think we use it just be-
cause we can sometimes. I recently had a con-
versation with someone who has gone back to 
using her old alarm clock because when using 
the phone she tends to want to pick it up and 
read emails after the alarm goes off.

Put away that phone for a while on the 
weekend – forget you have a computer. You 
might really enjoy yourself. 

…………………

We’re happy to welcome Mark Ambrogi to 
the Times-Leader Publications family, parent 
company of the Business Leader. He is a vet-
eran of the daily newspaper wars and recent-
ly departed the Indianapolis paper where he 
worked a variety of beats – including sports, 
education and features – for more than 29 
years. A versatile writer, he’ll do the same for 
us. You may reach him at ambrogi@ss-times.
com, Mark Ambrogi on Facebook, or @mark_
ambrogi on Twitter. It’s good to have him on 
our team.

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

All things tech 
in moderation

FROM the PUBLISHER

 

Gretchen Patterson
Mortgage Lending Manager NMLS #543429

Looking for a
Mortgage Loan?

When you need it, we’re ready.  
Buying your first home? Need more space? 

Or time to downsize? 

We’re ready! 
With more options than most lenders and service 

designed to make it easy, call State Bank of Lizton first. 

We offer:
 · 15 and 30 year fixed rates   

· 3, 5, and 7 year ARMs
 · Lot Loans · Construction Loans
 · Portfolio Loans · Business Loans 

 You can count on us for competitive rates and low fees 
and we invite you to compare. 

If you are looking for a mortgage loan,  
try State Bank of Lizton first! 

Call Gretchen at 317-858-6112 today  
for a Free Preapproval! 

Or go online at www.StateBankofLizton.com  
and click on the Apply Now! button.  

866.348.4674
www.StateBankofLizton.com

Subject to credit approval.

Avon/Prestwick | Brownsburg East | Brownsburg North  
Dover | Jamestown | Lebanon South | Lebanon North

Lizton | Plainfield | Pittsboro | Zionsville

#37698 SBL MortgageAd_HCBL4.9167x1010.5.indd   1 8/22/14   3:13 PM

BUSINESS DISPATCHES 

■ FIVE MORNING RITUALS TO BOOST 
PRODUCTIVITY
1. Seven minutes of exercise; 2. Enjoy a 
green smoothie to go; 3. Pick three things 
to accomplish for the day; 4. Block your 
calendar to achieve those goals; 5. Refocus 
after lunch. – Entrepreneur.com

■ SOLUTIONS FOR SMALL  
MARKETING TEAMS
For small businesses, employees often fill 
multiple roles. But one that can often get 
overlooked is a genuine content market-
ing strategy. Lack of sheer manpower can 
be difficult, but there are ways around 
making a large investment in time and re-
sources. Email newsletters, for example, 
are a great and cost-effective way to keep 
customers and clients’ informed – they 
can, however, become annoying if utilized 
too frequently or without substantive ma-
terial. Blogging is a less in-your-face ver-
sion of newsletters; they allow business 
experts a forum to showcase their exper-
tise and build customer trust. 

– Entrepreneuer.com

■ LIVE YOUR COMPANY’S  
PHILOSOPHY
According to Joe Judson, President and 
CEO of Fusion Logistics, a company’s suc-
cess, profitability and momentum depend 
upon how well a company’s employees 
adhere to the core philosophies behind 
the organization. He writes, “There are 
three things every leader should execute 
to ensure everyone within an organization 
understands and appreciates the compa-
ny’s history and foundation: 1) The lead-
er must be visible and credible inside of 
the organization. 2) All messaging must 
remain clear and consistent. 3) The lead-
er must own the communication around 
best practices, best ideas and organiza-
tional beliefs.” – Entrepreneur.com

■ BUILT VS. BOUGHT  
SOFTWARE SOLUTIONS
For some startups, “off-the-shelf” software 
may be a good starting point since it’s rea-
sonably priced and quick to implement. It 
may also give you an idea of how the soft-
ware doesn’t meet all your needs, which 
can lay out a roadmap for future custom-
ization should it be decided that custom 
software is needed. Building custom soft-
ware is expensive, however, but can be 
very beneficial for expanding businesses 
or those who are looking for a competitive 
edge in their market. Despite the initial in-
vestment cost, custom software allows for 
a specifically tailored method to suit your 
company’s precise needs. – Forbes.com

ENTREPRENEURISM



4   October 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.

Humans have an interesting ability to 
predict stuff as opposed to animals. 
We can predict the result of a baseball 

traveling 45 mph when it intersects 
with a kitchen window. We don’t 
necessarily have to eat chocolate-
drizzled brussel sprouts to determine 
it won’t taste good.

However, we are pretty bad at 
predicting how happy events will 
make us. Harvard (pronounced 
Hah-vahd) professor Daniel Gil-
bert and his buddies came up with a 
name for this quirk in our prefron-
tal cortex. They call it an Impact 
Bias or the inability to predict how 
happy an event will make us.

Take winning the lottery, for instance. 
Many of us assume that being put on easy 
street with a cool $36 million will be the jolt of 
happiness that will make us happy for the rest 
of our lives. I constantly hear people vowing 
to move to California because they hate Indi-
ana winters. Both of these will make us happy 
for a while, but give it a year. Gilbert contends 

that most of these people settle down into real 
life and forget their good fortune. The reality 
is that we adapt to the money boost or the lack 
of snow and ice and then again focus on the 
drama that is our life. 

Technically, it is called Hedonic 
Adaptation and we can all fall victim 
to it. Think of it as: Happiness fades.

Inevitably, some research team 
was going to tie this to money. In 
2009, behavioral economists Daniel 
Kahneman and Angus Deaton did a 
weekly survey of 450,000 households 
in all 50 states to determine the cor-
relation between household income 
and day-to-day contentment. They 
were looking for an income plateau 
that maximized happiness. What 
they found was a magic number of 

$75,000 a year for the whole house of earners. 
The accumulation of wealth and goods con-
tinued to increase until $75,000. Beyond that 
there was no measurable increase in happi-
ness. That’s the magic number: $75,000. 

Now, the good doctors were careful to focus 
on the day-to-day component. In their study, 
they admit that, while more than $75,000 

won’t make a difference on a daily basis, it will 
make one think they have a better life overall.

Specifically, in Indiana, all this talk about a 
less expensive standard of living is hurting us. 
Hoosiers will see the income/happiness pla-
teau at a cheaper $68,025 a year. In Hawaii, 
the same bang for your buck rises to $122,175.

So what? Well, I think this can relieve some 
of the stress of chasing the big dollars. We 
sometimes forget that all life is relative and 
perhaps happiness is closer than we think.

It should be noted that the 2010 Cen-
sus pegged middle income households me-
dian revenue was right around $45,000. This 
means that many of us will be striving for an-
other $30,000. But then you can quit. Won’t 
that be nice?

I wonder what will happen if suddenly all 
households reached the $75,000 plateau. 
Knowing the human condition, I suspect that 
there could be more happiness to be found in 
the next $25,000.

Gus Pearcy
COLUMNIST

The $75,000 magic number
HUMOR

When you’re 
surrounded by people 
who share a passionate 
commitment around 
a common purpose, 
anything is possible.

~ Howard Schultz, chairman  
and CEO Starbucks

We’ve been through a lot already 
this year, and it seems the controver-
sy over minimum wage is now on the 
plate for Americans and businesses 
alike to either swallow or send back to 
the kitchen. 

Fast-food walkouts are just one 
form of protest that have taken place 
but as more time passes and the situ-
ation becomes direr, who knows what 
could happen?

The most recent Obama-backed 
bill to raise federal minimum wage 
from $7.25 to $10.10 in incremental 
steps has been stopped in its tracks 
by Republican members of Congress, 
though numerous states have already 
passed legislation that meets the 
$10.10 figure.

But how exactly will this affect In-
diana’s economy and businesses? And 
what does it mean for small business 
owners and employees?

According to the United States De-
partment of Labor, a June 2014 survey 
found that 3 out of 5 small business 
owners supported the wage increase 
to $10.10. They cited the following 
reasons: “58 percent say raising the 
minimum wage would increase con-
sumer purchasing power. 56 percent 
say raising the minimum wage would 
help the economy. In addition, 53 
percent agree that with a higher min-
imum wage, businesses would ben-
efit from lower employee turnover, 
increased productivity and customer 
satisfaction.”

The same, perhaps, cannot be said 
for behemoth franchise and retail 
stores popping up and putting local 
mom-and-pop shops out of business. 
Do we really want to support paying 
menial workers $10.10 to flip burgers?

Though the Department of Labor 
cites majorities in favor of the wage 
hike, we’d support caution and some 
thoughtfulness on the matter. In the 
past, raising minimum wage has put 
pressure on small business owners 
who have to make cutbacks – hours, 
benefits, you name it. We’re all in fa-
vor of local businesses getting ahead, 
but hiking minimum wage seems 
counter-intuitive to that effect. 

What are your thoughts? Share 
them with us at news@businesslead-
er.bz.

An uphill  
hike for  

minimum wage?



businessleader.bz • October 2014   5Hendricks County Business Leader

Bio-Response 
Solutions

200 Colin Ct.
Danville, IN 46122

Phone: (317) 386-3500
BioResponseSolutions.com
BioResponseFuneral.com

What’s the best advice you ever 
received?  From my dad, every morning 
I have to look at myself in the mirror.   
Never do anything that makes me 
wonder who I see.

Best business decision you ever made:  
To start Bio-Response Solutions and 
involve my family.

Worst advice you ever received:  You 
have to spend money to make money.

In five years, I want…  To keep doing 
what I am doing with my computer and 
cell phone, but during the five coldest 
months from the top of the flying bridge 
on my trawler, somewhere in Southern 
Florida.

My secret to success…  Spend less than 
we make, work hard and improve the 
businesses that we are in with innovative, 
energy conscious and sustainable 
products.

How Joe did it?

FEATURE

COVER STORY

By Gus Pearcy
Once you learn about Bio-Response Solu-

tions, you never forget about it. This small multi-
million dollar company now headquartered in 
Danville designs, builds, and sells units that con-
tain and decontaminate wastewater from labo-
ratories, and units that dissolve flesh, both hu-
man and animal.

You read that correctly. Bio-Response So-
lutions offers a green alternative to cremation 
for euthanized animals and human corpses. Its 
owner and president is a Joe Wilson, a man who 
spouts down home platitudes and aspires to be 
a better leader.

Bio-Response Solutions takes contaminat-
ed wastewater from labs and kills the harm-
ful additives with heat before being dumped in 
the sewer. The effluent is basically pasteurized. 
Wilson designed units that are installed all over 
the world including Australia, Africa, China, 
Japan and more. When that market became a 
bit crowded with competitors, Wilson took his 
company in a completely new direction. He en-
gineered a unit that dissolves the flesh and or-
gans of euthanized animals. Then he built a big-
ger unit to handle human remains.

Wilson has six of the “alkaline hydrolysis dis-
position” units for humans in funeral homes 
around the U.S. and Canada. The animal dis-
solution units are in dozens of states and Can-
ada. The process uses lye and heat to return the 
body to its natural form. What’s left is mineral 

and bone ash that is returned to the family and 
a great fertilizer for the flower bed. The process, 
as gruesome as it may sound, uses much less en-
ergy and is better for the environment.

“(It uses) one-tenth the carbon footprint of 
human cremation,” Wilson declares. “We’re 
one/20th of the energy of cremation. If I was 
selling cars, that’s an 800 mile per gallon car.”

He has done his homework and even includes 
the production of the chemicals used to calcu-
late his environmental impact figures.

But Alkaline Hydrolysis Dis-
position is not allowed in many 
states. Indiana does not allow 
this type of disposition.

The unit, which costs about 
$150,000, also lasts longer than a 
traditional crematorium.

Wilson has been doing haz-
ardous waste disposal for 37 
years. It’s a bit of a stretch for a 
forestry major at Purdue who 
only worked in his chosen field 
for nine months. His uncle 
bought a syringe crusher and in-
vited Wilson to come work for 
him. Wilson took one look at the 
machine and declared it crap. 
He then proceeded to build his 

own machine. 
He started Bio-Response Solutions in 2006 

after the bankruptcy of his former employer. 
Within three months, Wilson had secured more 
than a million dollars in orders for his own units.

In 2013, Bio-Response Solutions had $2.5 
million in sales, Wilson said, with a 33 percent 
margin. 

At this point, Wilson pulls out a scrapbook 
of business and leadership articles that he’s col-
lected over the years. He is a student of the art 
of building a great company and admires the ac-
complishments of Sam Walton and Bill Cook.

“Small businesses can be powerful,” Wilson 
says. “They can kick big businesses butts by be-
ing flexible, fast and real good with cash.”

He eschews meetings. He claims he hasn’t 
had a meeting with his staff for three months.

“We are organic and everyone has their wings 
with full flapping capabilities,” he said.

He regularly points to the sky and acknowl-
edges God as the source of his success. The fu-
ture is a holding pattern for Wilson. He believes 
that there is tons of growth in his product line, 
but doesn’t know if he will sell his company, if his 
children will take over for him, or if he will just 
sell his designs. For now, he is content with his 
response to conserving energy and his contribu-
tion to the environment.

www.statebankoflizton.com 
(866) 348-4678

Our Experience Matters!
Commercial Real Estate Loans

John Nussel
Lizton

317-858-6115

Ask  
about our 
3.40% 
Loan

Specials!

#37261 SBL CommercialRealEstateStripAd_HCBL10x1.5.indd   4 6/20/14   2:30 PM

Joe Wilson’s innovation sets hopeful trend for future by decreasing energy usage

A Greener Solution

Joe Wilson at the Bio-Response Solutions facility in Danville.

Photo by Rick Myers

An aerial view of the Bio-Response Solutions facility.

Submitted Photo

List five books that have had an influence 
on your life…
 
■ Good To Great by Collins
■ Built To Last by Collins and Porras
■  Disinfection, Sterilization, and 

Preservation by Block (Industry 
Knowledge Reference)

■  In Search of Excellence by Peters (Best 
book before Good to Great came out)

■  The Essential Deming  
by W. Edwards Deming

 
The best stuff I ever got came from 
a constant supply of “Industry Week” 
magazines I got from my dad over a  
20-year period!

The List
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Did you see the YouTube video going 
around? 45 minutes of a guy trying to 
discontinue his cable service? It was 

a real hoot. The telemarketer could 
overcome the customer’s objections 
faster than he could throw them out 
on the phone. It would be funny if it 
were not that it was true! This was 
all a joke to me, until it happened to 
my family. Our cable service has been 
acting up for two months. We call in 
and they would ask us to do things like 
unplug the box, turn it around and 
upside down, then flip it over a couple 
times and plug it in only to see that 
once again it didn’t help. I wouldn’t be 
surprised if they were placing bets at 
the cable company just to see if I could possibly 
be stupid enough do it or not.  Anyway, I did it 
and it didn’t fix the problem. 

Later, after an hour on the phone, we got 
a cable tech to come to our home. After pro-
gramming completion, the cable guy left. I 
thought all was fine. I picked up my cable re-
mote and went to change channels and the 
battery cover from the remote control just fell 
off in my hands. I put it back on only to find 
that the prongs were sprung and it no longer 

stayed on. I now have duct tape around my 
cable controller. Every time I think about it, I 
still get furious.

Now, you know as well as I do, in order to 
get a new remote, I have to be online for 45 

minutes, I must declare if I’m an 
English-speaking person or a Span-
ish-speaking person. Then I go into 
their queue, “Is this about service, is 
this about the TV, is this about cable 
hookup, is this about the 
Internet, is this about pro-
gramming, press such and 
such number?” Now with 
all the selections, none of 
them will be about a bro-
ken remote cover with 
bent prongs. I now have 
to wait for the rarest com-

modity of all in cable-land… a real 
person, hopefully one who speaks 
English. Then I have to commit to 
be home from work half a day, spend 
45 minutes on the phone, spend a 
half hour in our home and travel 15 
minutes to and from work. The to-
tal time invested is three hours and 
45 minutes to replace a remote con-
trol battery cover that has absolutely 
no real value to it at all. All this be-
cause a guy did not want to invest 

five more minutes in our home the first time. 
I will end this story where I started out. I 

did my share in exposing this consumer deba-
cle. Now, you readers do yours. When you call 
the utility company or you call the cable com-
pany, have somebody video tape it. If you feel 
violated by experience, put it online. Maybe 
with a taste of their own medicine they might 
clean up their act.

Howard Hubler
COLUMNIST

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

PEER TO PEER

It’s only funny until it happens to you BUSINESS BRIEFS

Have electric heat? 
We have a better 
way to cut your 
heating budget.

And we’ll pay you to save. 
Talk to us about the benefits and savings that a heat pump or 
geothermal system brings—and about the cash back you’ll get for 
upgrading. We’ll give you as much as $1,500 for installing a system 
that saves you money every month.

Visit PowerMoves.com to apply, or to find more ways to save. 

The more you save, the more you save.

Nicole King, M.D., joins 
New Life Associates 

Hendricks Regional 
Health Medical Group 
recently announced 
that Nicole King, 
M.D., will see patients 
through New Life As-
sociates. Dr. King is ac-
cepting new patients at 
both the Brownsburg 
and Danville locations 
of New Life Associates. 
Dr. King is a native of Hendricks County. She 
received her medical degree from the Univer-
sity of South Florida College of Medicine. She 
completed her residency at Indiana University 
Department of Obstetrics and Gynecology in 
Indianapolis. Dr. To schedule an appointment 
with Dr. King, call (317) 745-3366.

Nicole King, M.D.

Advertise in Hendricks 
County Business Leader

Call (317) 451-4088
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BUSINESS BRIEFS

BUSINESS LOCAL

outgoing

To find out more visit:
www.hendrickscountycf.ORG

Villanueva
Family

connected
loyal blessed

loving

genuine



Hendricks County utility  
company earns recognition 

Blood Hound Underground Utility Locators, 750 Patricks Place in Brownsburg, has been 
recognized by the Indiana Office of Small Business and Entrepreneurship (OSBE) as one of its 
five Spotlight Award winners for 2014, after being designated as one of Indiana’s Companies to 
Watch in 2009. Blood Hound has also made Inc. 500’s top 5,000 list of fastest growing private 
companies in America of 2014, joining the ranks of like Microsoft, Zappos, and Timberland. 

BUSINESS LEADER  •  CARMEL |  HENDRICKS COUNT Y |  SOUTHSIDE
ICON  •  CENTER GROVE |  HENDRICKS COUNT Y

THE SOUTHSIDE TIMES  •  BEECH GROVE,  CENTER GROVE, 
GREENWOOD, SOUTHPORT & FRANKLIN/PERRY TOWNSHIPS

Products of 
Times-Leader 
Publications

CENTER GROVE

Reach the best 
markets in metro 

Indianapolis.
To advertise, 
call 300-8782

Chamber of Commerce announces BOM
Niagara Bottling, LLC, was named September Business of the Month by the Plainfield Chamber of 
Commerce at its monthly meeting. Niagara Bottling is located at 1250 Whitaker Rd. in Plainfield. 
Pam Collins, Niagara Bottling; Chuck Williamson, Niagara Bottling; Karen Chase, Niagara Bottling; Brad DuBois, 
executive director of the Plainfield Chamber of Commerce; Chris Spires, Chamber of Commerce board president; 
Bob Milligan, Chamber of Commerce Board past president.
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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/.

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

BUSINESS TIPS

Not long ago, I received a call from 
my father’s cardiologist’s office. The 
annoyed voice pointed out that Dad 

had missed that day’s appointment. 
I gently explained that he wasn’t 
there because he had died from heart 
problems three months earlier. 

The same day, I received a 
mailed response from a food prod-
ucts company I had emailed with a 
simple suggestion about one of its 
products. My email raved about the 
product and noted one minor issue 
they might want to consider. The re-
sponse told me that they were sor-
ry that I was so unhappy with their 
product. 

The cardiologist’s office had installed an 
elaborate computer system to track appoint-
ments and issue patient reminders, but the 
woman who manages patient care records 
apparently doesn’t have any way to commu-
nicate with the woman at the adjacent desk, 
who manages appointment reminders. (But 
why would it be important for a cardiology 
practice to present an image of organization 
and competence?)

The food company missed an opportunity to 
build upon my fondness for its product. Some 
bored customer relations employee skimmed 
over my message, assumed it was just another 
complaint, and pressed the button to generate 
the standard form letter for grouches.

People don’t want to deal with systems. They 
want to deal with people. And while those ten 
complaint letters your company received this 
week may all be tied to the same product or 
service, each customer has a unique relation-
ship with your company. Each of those com-

plaints presents you with an op-
portunity to either strengthen or 
further erode that relationship.

If you really value your custom-
ers, you need to provide personal 
service. Machines and systems are 
incapable of doing that effectively. It 
takes people who are willing to take 
the time and show genuine in-
terest. Yes, it takes money, 
but if you view it as an in-
vestment in building busi-
ness instead of as a neces-
sary evil, you’ll probably 

chalk up a healthy ROI.
Compare the examples I cited with 

what happened when I dropped a note 
to the Trader Joe’s grocery chain about 
how impressed I was with their employ-
ees and stores, and encouraging them to 
open additional locations in our area. A 
week later, I received a phone call from one 
of the company’s headquarters staff thanking 
me for taking the time to share my thoughts. 
Care to guess what percentage of my grocery 
dollars is spent in their stores?

Customer relations ‘machines’  
mangle customer relations

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

I am not sure where I first heard the saying 
“Nature abhors a vacuum.” It might have 
been my dad or maybe Mr. 

Hardin in high school physics class, 
but wherever it was it has always 
stuck with me. Especially now in our 
apparent national stance on world 
involvement and from the supposed 
strategy Hillary Clinton is quoted, 
albeit off the record, as saying the 
President’s directive of “Don’t do 
stupid stuff.”

On the surface it sounds like a 
good idea if you ran your business 
with that directive, “Don’t do stu-
pid stuff.” I mean who in their right 
mind would set out to “do stupid stuff,” right? 
It is one of those tales of the unintended con-

sequence. You have to ask who decides that 
something is stupid. 

Would Harland Sanders have set off to sell 
his chicken out of his station wagon at the age 

of 65 or would that have been stu-
pid? Would Ray Kroc have talked 
to the McDonald brothers about 
having their restaurants all over 
the United States at the age of 52? 
Would he have stuck with it for 30 
years to see it through, or would 
that have been stupid? Would Wal-
ter Disney, from Illinois, have stuck 
with his dream of making Snow 
White, a full-length feature anima-
tion movie, that all of Hollywood 
called “Disney’s Folly”? Or would 
that have been stupid?

There are countless stories of people who 
did stupid things that were actually great in-

novations that we take for granted today. 
What is more, the attitude of “Don’t do stu-
pid stuff” stifles innovation, responsibility and 
action, not to mention it inhibits people try-
ing to make things better for fear it might not 
work.

When there is a vacuum in your busi-
ness (or your life for that matter), you need 
to know that void will be filled by something 
or someone. If that void filling thing is not of 
your design, then there will most certainly be 
consequences beyond your control and out of 
your control.

It is your business. For goodness sake, lead 
it and take responsibility for it. Its success or 
its failure will be caused by the vacuum you 
have left.

Nature abhors a vacuum

Jack Klemeyer
COLUMNIST

COACH’S CORNER

BUSINESS DISPATCHES 

■ ISIS CONFLICT TO AFFECT  
MARKETS? Though financial markets 
have been stoic in the face of other re-
cent geopolitical issues – like the Russia 
and Ukraine conflict – ISIS could be a 
whole different issue, according to David 
Stockman, former director of the Office 
of Management and Budget. “I think 
we’re stepping into a hornet’s nest that 
will create endless problems as we stum-
ble down the road and elicit one kind of 
blowback after another,” Stockman said. 
Because of the instability in the region 
and the changing of Federal policy will 
disrupt markets in ways they haven’t this 
summer. – Yahoo Finance

■ LENDERS OFFER MORE STUDENT-
LOAN RELIEF For those with decent-to-
good credit and/or a willing cosigner, 
many lenders are once again offering 
private student loan debt consolida-
tion. Websites like cuStudentLoans.org 
represent nonprofit credit unions as well 
as other banks like RBS Citzens Financial, 
Wells Fargo, and Charter One. Other op-
tions even include some at fixed rates 
and ones with “cosigner releases” which 
would allow borrowers to remove a co-
signer after a certain payment threshold 
is met. – Los Angeles Times

■ NAME BRANDS VS. STORE BRANDS
It’s no secret that store-brand products 
generally save consumers on their trips to 
the grocery, but at what cost? Tod Marks, 
senior editor at Consumer Reports, found 
that numerous store-brand products 
were actually higher-quality than their 
leading name-brand counterparts. “Over 
the years we’ve seen a steady increase in 
that quality perception [of store brands]. 
Most people, in fact, think that store 
brands are as at least as good as national 
brands, says Marks. – Yahoo Finance

■ FORECLOSURE AUCTIONS UP
For the first time in almost four years, 
foreclosures are up – approximately 
52,000 homes were added to the auction 
schedule in August, a 1 percent increase 
from this time last year. But according 
to Daren Blomquist, spokesman for 
RealtyTrac, this isn’t a sign of utter doom 
and gloom. Many foreclosures have been 
delayed since 2010 and more recently 
because of newer state legislature to 
ensure borrower handling efficacy. 
Though a problem nationwide, Florida 
was the No. 1 state in total foreclosure 
filings in August with one in 400 
households receiving a notice of default, 
sale or bank repossession. – CNN Money

FINANCE
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Heart scans save lives. And your bottom line.

As a Fire/EMS professional with the Danville Fire Department, Gary saves lives for a living. A simple 
heart scan saved his. Gary and his wife had made a pact to get a heart scan together. Hers came 
back clear. His showed extensive calcium buildup. Doctors were able to use this knowledge to 
prevent a heart attack and any permanent damage to Gary’s heart. Hendricks Regional Health 
is committed to giving your employees access to screenings that could save their lives – while 
reducing your health care costs. Encourage employees to get a $49 heart scan today. Schedule 
at HENDRICKS.ORG/SCAN or (317) 718-8500.
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Joyce Trent discusses memories from a WWII  
working woman at Women’s Luncheon

Wendell Trent, Joyce Trent, Karen Covey of Hendricks Power.

Carlotta Katra of Senior Care Advisors and Whitney 
Doyle of Trine University Avon Campus.

Becky Phelps of First Merchants Bank, Stacey Moore Avon Community Schools, Kerry Tuttle 
of Avon Education Foundation and Maggie Hoernemann of Avon Community Schools.

From left, Sandy Toole of Wellbrooke, Susan Rozzi of Leadership Hendricks County  
and Faith Toole of Cartlidge Barn.

Speaker for the day Joyce Trent.

Photos by 
Gus Pearcy

The Hendricks County Business Lead-
er held its Women’s Business Leader Lun-
cheon on Sept. 11 at Wellbrooke of Avon, 
10307 E County Road 100 North, Avon. Joyce 
Trent, one of the founding family members 
of Hendricks County, spoke on “Memories 
from a Working Woman During WWII.”  
The event is sponsored by Wellbrooke of 
Avon. Part of the luncheon proceeds ben-
efit Leadership Hendricks County. The 
next luncheon will be Dec. 11. For informa-
tion, contact info@businessleader.bz or call  
(317) 918-0334 .

AROUND TOWN

Flory Phillips and Karie Clark.

Kim Baver of the Hendricks Regional Health YMCA, Emily Bunder  
and Adriann Barger of the United Way Hendricks County.
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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.

Some interesting data came to my attention 
recently. While our U.S. Markets (as 
measured by the S&P 500) seem to be 

running out of steam these past 
few weeks, Europe (as measured by 
the S&P Europe 350) has begun to 
show signs of life. Recently (Sept. 
4) European Central Bank (ECB) 
President Mario Draghi (think Janet 
Yellen or Ben Bernanke with much 
more fashion sense and speaking with 
Italian accents) announced that the 
ECB would perform a 180 from its 
previous course and now cut interest 
rates and start buying up large 
quantities of European bonds.  

Why is this a big deal? Because 
when the U.S. equivalent of the 
ECB (The Federal Open Market 
Committee or FOMC or THE FED) 
began taking these same kinds of 
actions back in 2008, our markets 
responded very favorably.  Not nec-
essarily right away, but over time 
our markets performed very well after these 
Quantitative Easing activities (QE) began 
and continued … and continued. Back in No-

vember 2008, our S&P 500 stood around 800 
points, give or take a few.  

After QE 1 was announced, the S&P 500 
took an initial hit and fell to around 700 points. 
Then five months later (March 2009), the S&P 
500 began a rise the likes of which had rare-

ly been seen in market history and 
now has been hovering around the 
2000 mark.  (Get out your calcula-
tors:  2000 minus 700 equals 1300.  
Divide 1300 by 700 and you get … 
yep, a 185 percent gain). As I said, 
initially the S&P 500 took a hit, kind 
of like what we saw in the Europe-
an Markets when scuttlebutt about 
this European QE plan began to leak 
out. The S&P Europe 350 fell from 
around 1755 in early July to around 
1600 in early August. Now with the 
ECB and Mr. Draghi formally an-
nouncing this more accommoda-
tive policy, the S&P Europe 350 has 
moved back up to around 1650 at 
the time of this writing.   

The future remains uncertain, es-
pecially since Europe is not the U.S. 
It remains clear that oftentimes the 

Europeans don’t get along nearly as well as 
say Hoosiers and Buckeyes, or even Illini and 

Hawkeyes for that matter.  But, if the ECB is 
successful and the European markets do fare 
well with this stimulus program, it may make 
sense to have a conversation with a good fi-
nancial advisor about adding or increasing 
European exposure to your portfolio. And 
another benefit right now: the Euro is near a 
14-month low against the dollar. That means 
more muscle for your U.S. dollar in buying Eu-
ro-denominated stocks.  

Just some ideas to think about. Remember 
though that you should not act on any invest-
ment idea before first sitting down with your 
own trustworthy, qualified investment advisor 
and discussing your personal investment situ-
ation. 

Jeff Binkley
COLUMNIST

MONEY MATTERS

Is it time to re-invade Europe… at least with some of your U.S. dollars? 

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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Living off the farm

Compiled by Cathy Myers

Paula Alkire and Dawn Burden started BFE 
Trading when their friends suggested they 
check out local farmers markets to sell some 
products. The pair creates and grow their 
products with natu-
ral and organic ingre-
dients. BFE does not 
use any chemicals or 
growth hormones and 
drugs on its animals. 

BFE Trading sells 
grass-fed beef, natu-
ral pork and natu-
ral whole chickens. 
Additionally, it has 
breads, pastas, jams/
jellies and fresh, free 
range brown eggs. Al-
kire and Burden also 
make soap, tap maple 
trees for maple syrup, 
and reclaim and recy-
cle other materials for 
projects as well. 

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

Don’t give up! You are doing well; remem-
ber it will take time to build.

How have things changed since  
you started your business?

We have been in business for four years 
with BFE Trading Post. The Swap-Meet/
Farmers Market function was added this year 
to help increase awareness of locally-grown 
organic foods. We want to get more people in-
terested in our products. This is a way to have 
something here at the farm allowing custom-
ers and other vendors a chance to meet the 
animals and get to know us in our own envi-
ronment. Adding this segment of the business 
has allowed us to meet many new people with 

the same interest as ours. Another change in 
four years? We now have five or six refrigera-
tors instead of just one! 

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

 I am not sure we will ever overcome our big-
gest challenge which is 
Indiana weather. Be-
ing an outdoor venue, 
we will always have to 
deal with rainy days. 
It seems as though we 
had more rain days this 
year on the Swap Meet 
days than any other day 
of the week. The other 
challenge is getting the 
vendors and customers 
here on the same day. 
We either have several 
vendors and very lit-
tle customers or vice 
versa. We have placed 
several ads in local pa-
pers, passed out over 
3,000 flyers and posted 
the event on our Face-
book page, it seems to 
help some. Many peo-

ple forget that the Swap Meet Farmers Market 
is held on the second and fourth Saturday of 
the month from May to September. It will take 
time to build and we have all the time in the 
world (so we think).

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

Sleep is an option and you may not always 
get that option to sleep as much as you would 
like. Hard work does pay off and we have seen 
that with BFE Trading Post and we will see 
that with the Swap Meet Farmers Market ven-
ue.

NOW THAT WE’VE BEEN OPEN

BFE Trading provides organic alternatives for Hendricks County

What is the hottest new trend  
in in your industry?

The food industry has been around for a 
very long time. What I am happy to see trend-
ing now is the awareness of local grown food 
items, knowing exactly what you are eating. 
Produce or meats, people are more in tune 
with what they put on their tables. Having a 
local farmer that raises the meat, grows the 
produce, allows customers to visit the farm 
helps build the relationships needed to con-
tinue to work and live the way we believe.

Blessing From Earth Trading Post at local farmers market.

Paula Alkire

Submitted Photo

Submitted Photo

BUSINESS BRIEFS

State Bank of Lizton announces expansion
The State Bank of Lizton has announced the acquisition of the office building in Brownsburg 
located at 900 E. 56th St. The building, which was acquired in March of 2014, will continue to 
house the Brownsburg East banking center located there and will allow for increased space for 
administrative offices for the bank. State Bank of Lizton has also acquired the commercial lot 
located between the current bank location and Casey’s General Store on the corner. The lot will 
ultimately be the site of a remote drive-through and ATM location for the bank. 

Rendering of new State Bank of Lizton building front.
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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

Recently, I have been spending a lot of 
time researching and learning about the 
impact of mentoring.  Fast Company 

recently published an article about a 
large study from North Carolina State 
University that supports the claim that 
children who have mentors at a young 
age can lead to a more fulfilled career 
in the future. (You can find the entire 
article here: http://bit.ly/1D0Nyn9 ). 
This finding seems logical.  However, 
I wonder how many of us defy logic 
and fail to act to mentor others.  

What would the world look like if 
we were intentional about mentor-
ing? I would like to challenge you 
to take a minute and reflect on the 
mentors in your life. Who are they? What im-
portant decisions did you make in your life 
based on their advice? When was the last time 
you reached out to him/her and said “Thank 
you”?

We all have experiences that we can share 
with others to help them learn and grow. If 
you are looking for a guide to be a great men-
tor, try following these tips:

1. Know your mentee. Take the time to 
learn about what makes your protégé tick. 
The more you know about them on profes-
sional and personal level the more insight you 
will deliver back.

2. Set expectations. Be clear about the men-
tor/mentee relationship for both parties. This 
will prevent ill feelings and miscommunica-
tions in the future. Discuss how much time is 
available and on what premise meeting s will 

take place. Some mentor/mentee 
relationships are very relaxed and 
low key. Others have clear deliver-
ables that each party is counting on.  

3. Ask questions and then listen. 
Listening is a skill we could all use a 
refresher course on. Remember that 
you listen with your entire body, not 
just your ears. Asking questions en-
gages your mentee, but the real nug-
gets come from listening to their re-
sponses and relating to them.

4. Be genuine and honest. Feed-
back is sometimes difficult to hear, 

but the truth is always better in the end.
5. Know when to say “Good-bye.” Most 

mentoring relationships have a life span. Once 
the mentoring relationship purpose is filled it 
is time to help your mentee to move on and 
grow. Be willing to open your network and 
find the next mentor in their life.

Be intentional and consider mentoring our 
youth along with business associates. You will 
learn a lot from them no matter where they 
are on life’s journey. 

Be the catalyst for a fulfilled career in some-
one’s future. So, who will your next mentee 
be?

Fulfilled career:  
Find a mentor

BUSINESS PERFORMANCE

2015

HENDRICKS COUNTY

Celebration of 
SMALL BUSINESS

www.exceleratehc.com

SAVE the 

DATE!

May 7, 2015
Time TBD

2353 East Perry Road
Plainfield, IN

Banquet and
Conference Center
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Kevin Speer is president and CEO of Hendricks Regional Health.

Kevin Speer
Columnist

No matter what industry you work in, 
the way you treat your 
customers can make 

or break your business. In the 
healthcare industry, we refer 
to customer service in terms of 
patient satisfaction. We measure 
our customers’ satisfaction by 
surveying patients who have been 
in our care. Using a non-biased third 
party, we gather feedback so we 
can constantly improve the patient 
experience. We want to know, good 
or bad, how we’re performing.

Patient satisfaction is broken 
down into three different patient types: hos-
pital inpatients, outpatients and medical of-
fice patients. Hospital inpatients are those 
who spend more than 24 hours in the hos-
pital. Because these patients are with us for 
an extended period of time, sometimes a few 
days or more, they can provide us with valu-
able information about how they were treat-
ed from start to finish and whether or not we 
properly educated them, and their family, for 
safe recuperation after going home. Our goal 
is to make the entire inpatient stay, and fol-
low-up care, a positive experience with a good 
outcome.

Outpatients are patients who are in our 
care for less than 24 hours. Patients in this 
group may have had an outpatient surgery or 
emergency room visit, among other possible 
interactions with us. While their stay is short-
er than an inpatient stay, outpatient visits of-
ten include a lot of activity in a short amount 
of time. Again, we as the care provider must 
make certain that all goes well and ensure 
these patients are prepared to go back home 
without requiring a hospital stay. 

Medical office patients are patients who 
have only received care in the physician offic-
es of the Hendricks Regional Health Medical 
Group. Our hospital oversees more than two 
dozen physician offices ranging from family 
practices to a variety of medical specialties. 
The physician office visits are where our 
patients receive their primary care 
and have the most frequent in-
teractions with a caregiver. 
The physician offices are also 
a key entry point into our 
hospital system.

In order to deliver good cus-
tomer service, the goal at our hospital is 
to exceed patients’ expectations – quite sim-

ply, we want to be exceptional. This is a chal-
lenging goal to reach, but we have worked 
diligently to establish a culture in our organi-
zation to deliver the best possible care for ev-

ery patient, every time. We refer to 
it as our Treat People Better phi-
losophy. To expand upon this idea, 
my personal quest is to get our pa-
tients to “always.” The “always” I’m 
referring to is a question on the 
patient surveys that asks patients 
if they would “always” recommend 
our hospital to others. Getting our 
patients to “always” has become 
our mantra and should be the goal 
of other businesses with their cus-
tomers. 

Patient satisfaction has always 
been important at Hendricks Regional Health; 
consequently, we have remained a leader in 
this area. With healthcare reform legisla-
tion, reimbursement rates from the Centers 
for Medicare and Medicaid Services are now 
strongly tied to our patient satisfaction data; 
it is even more important to us than ever to 
provide patients with a positive experience. 
I was thrilled to learn recently that our Press 
Ganey survey results for the second quarter 
of 2014 placed Hendricks Regional Health in 
the 97th percentile nationally in patient satis-
faction! This shows me that our dedication to 
delivering an exceptional patient experience is 
paying off. 

No matter who your customers are, you 
should always put them first. Remember, 
they are the reason your business exists. You 
are here to serve them. When you put your 
customers first, everything else will fall into 
place.

Customer service  
is key to success

HEALTHY BUSINESS

BUSINESS NEWS

Food • Fun • Networking
2014 COVER PARTY PLANNER

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

Save the date!

November 11
5:30-7:30pm

Bio-Response Solutions
200 Colin Ct., Danville
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Compiled by Cathy Myers

Zach Frazee grew up in Brownsburg. He at-
tended Indiana University’s Kelley School of 
Business and majored in marketing.  For the 
past several years, Frazee has been working as 
a videographer filming outdoor television on 
The Outdoor Channel, with shows like The 
Crush with Lee and Tiffany and Big Water Ad-
ventures.  

During college, Frazee ran his own business 
with several vegetable markets around India-
napolis and the Brownsburg area during the 
summer. When his videography career took 
off, he didn’t give up on the produce side. In-
stead, he started Hogan Farms Pumpkin Patch 
and Corn Maze, where he holds a fall festival 
during September and October. The farm fea-
tures a corn maze, sheep dog demonstrations, 
and a farm animal experience.  

What has been your 
biggest lesson so 
far?

My biggest lesson 
has been to not pro-
crastinate, waiting 
until the last second 
puts extra stress on 
yourself.  Planning 
ahead has been re-
warding.

What would be one thing that  
could help your business?

One thing that would help my business 
would be more field space.  The bigger the 
property the easier it is to hold events in the 
fall.  I have a beautiful property to work with 
but every now and then I sit back and think 
how much more I could do with a bigger piece 
of land

What would you tell someone  
starting his/her own business?

If you have a vision – go with it.  Test things 
to see what works- what makes your custom-
ers happy, why do they enjoy doing business 
with you, the customer is always right!

What do you think about your  
business’s future?

I can see the business growing a significant 
amount this year and into next year.  Have 

added several fea-
tures to the “Fall Fes-
tival”- Corn Maze, 
Hay Rides, Sheep 
Dog Demonstrations, 
Farm Tours, and 
Farm Animal Expe-
rience.  This year will 
play a big role in how 
next year will play out

OPEN FOR BUSINESS

An a ‘mazing’ experience 
Brownsburg’s Hogan Farms Pumpkin Patch 

and Corn Maze continues to grow

Submitted Photo

Zach Frezee helps one of his many young guests select a pumpkin.
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Buy this space!
(317) 451-4088

613 S. Dan Jones Road
Avon, IN 46123
317-451-8025

us730@AlphaGraphics.com
317-451-8025

Free business cards with 
purchase of $100 or more!!

Through November 2014

Labels
Post Cards
Mailing Services
Envelopes
Letterhead

Yard Signs
Banners
Posters
Brochures
Flyers

8 - Danville Chamber of 
Commerce (members’ 
meeting): Wednesday, 
Oct.8, 11:15 a.m.; 
Hendricks County 
4-H Fairgrounds and 
Conference Complex, 
1900 E. Main St., Danville. 
For more information, call 
(317) 745-0670

14 - Plainfield Chamber 
of Commerce (member’s 
annual dinner) Tuesday, 
Oct. 14, 6 p.m. The Palms, 
2353 E Perry Rd., Plainfield.  
For more information, call 
(317) 839-3800

15 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, Oct. 
15, 11 a.m.; Brownsburg 
Fire Territory, 470 E. 
Northfield Dr. Brownsburg. 
For more information call 
(317) 852-7885

28 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, October 
28, 11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon. For more 
information, call  
(317) 272-4333

31 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, October 
31, 11:30 p.m. Area 31 
Career and Techinical 
Center at Ben Davis High 
School, 1200 N. girls 
School Rd. Indianapolis. 
For more information, call 
(317) 247-5002.

NEW MEMBERS

Avon Chamber 

Hendricks Resource/ 
Head Start
20 S. County Rd. 300 E.
Danville, IN 46122
(317) 745-1650

Western Bowl
6441 W. Washington St.
Indianapolis, IN 46241
(317) 2474426

Brownsburg Chamber

Trine University
7508 Beechwood Centre 
Rd.
Avon, IN 46123
(317) 268-1236

Indiana Shingle 
Recycling LLC
3725 South Harding St.
Indianapolis, IN 56217
(317) 784-7463

Elmwood by Redwood
S. Northfield Dr.
Brownsburg, IN 46112
(317) 361-8455

Hendricks Resource/ 
Head Start
20 S. County Rd. 300 E
Danville, IN 46122
(317) 745-1650

Plainfield Chamber 

Youth for Christ
P.O. Box 68695
Indianapolis, IN 46268
(317) 989-9663

SMART Electric, LLC
2724 Sandstone Way
Plainfield, IN 46168
(317) 203-5424

Superior Touch  
Services, LLC
3643 Fieldstone Ln
Plainfield, IN 46168
(317) 496-5264

Hendricks County  
Home Magazine
111 E. Main St.
Brownsburg, IN 46112
(317) 609-0225

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) Oct. 9, 1 p.m.

Plan Commission 
(Second Tuesday every 
month) Oct. 14, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every 
month) Oct. 20, 7:30 p.m. 

Commissioners 
(Second and fourth 
Tuesday every month)
Oct. 14, 9 a.m.
Oct. 28, 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)
Oct. 9, 7 – 9 p.m.
Oct. 23, 7 – 9 p.m.

Advisory Plan 
Commission
(Fourth Monday every 
month) Oct. 27, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) October 16, 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)
Oct. 9, 7 p.m.
Oct. 23, 7 p.m.

Plan Commission 
(Fourth Monday every 
month) Oct. 27, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) Oct. 13, 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) Oct. 6, 7 p.m. 
Oct. 20, 7 p.m.

Plan Commission
(Second Monday every 
month) Oct. 13, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the 
month) Oct. 21, 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)
Oct. 13, 7 p.m.
Oct. 27, 7 p.m.

Plan commission
(First Monday every 
month) Oct. 6, 7 p.m. 

Board of Zoning Appeals
(Third Monday every 
month) Oct. 20, 7 p.m.

Sales Leads
Newly incorporated 
businesses through 
September 10, 2014.

American Dream 
Boutique
Sabrina A. Modesitt
34 Robinwood Dr.
Brownsburg, IN 46112

American Historical
Douglas K. Fivecoat
4633 Redbud Lane
Brownsburg, IN 46112

BR Associates, Inc.
Servus, Inc.
C/O Sandra L. Kays
Bingham, Greenebaum, 
Doll LLP
212 W. 6th St.
Jasper, IN 47546

Covenant Painting  
and Beyond
Melanie Bush
Daniel Bush
10155 Eagle Eye Way
Indianapolis, IN 46234

Engine Tech Service
C/O LegalZoom.com, Inc.
100 W. Broadway, Ste 100
Glendale, CA 91209

Fly Gear
Chris Johnson Enterprises, 
Inc., Chris Johnson
1345 Forest Commons Dr.
Avon, IN 46123

Inkwell Writing
Stephanie Engelman
10654 Nassau St.
Indianapolis, IN 46234

K9 Kuts
Lora Duncan-Terrell
69 Walnut St.
Danville, IN 46122

PC Paving
Peter Western
1595 Fortner Dr.
Indianapolis, IN 46231

Premiere Installations
Jeffrey Swenke
7681 Barberry Ct.
Brownsburg, IN 46112

Rite Touche
Ronald Riley, Jr.
5945 Magnificent Lane
Indianapolis, IN 46234

Shield Insurance Agency
Curtis Vanwanzeele
5858 Grand Ave.
Plainfield, IN 46168

Tiny Creations Kennel
Brenda Thompson
6840 Woodland  
Heights Dr.
Avon, IN 46123

TJ’s Upholstery
Ronald R. Shrum
Twila R. Shrum
8151 C.R. 100 N.
Avon, IN 46123

Tucker’s Craft Corner
Sara A. Tucker
7622 Gold Coin Dr.
Avon, IN 46123



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



IU HEALTH WEST HOSPITAL
West 10th Street and Ronald Reagan Parkway in Avon

The most 
important date 
you’ll make 
all year.
The Cancer Center at Indiana University Health 

West Hospital is committed to blending innovation 

and expertise with compassion and understanding 

to provide patients with a true healing sanctuary 

environment: for cancer diagnosis, treatment 

and recovery.

Schedule your mammogram today. Call us at 
317.217.3272 to make an appointment, or visit 

us online at iuhealth.org/westmammogram

At the same time, IU Health West is working every day to help the people 

we’re privileged to serve stay cancer free, and detect the disease at its earliest stages.  

Our fellowship-trained breast care experts recommend annual mammograms for women starting at age 40. If you have 

a family history of breast cancer, talk to your doctor about whether you should begin screening mammograms sooner.  

It’s one of the most important dates you’ll make all year.
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