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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.

Self-knowledge and leadership

Ask a dozen Leadership Hendricks 
County graduates about the lessons they 
learned during their class year, and you’ll 
get a dozen different answers. Some 
will mention a deeper understanding 
of the many levels of government. 
Others will talk about recognition of the 
interconnectedness of local organizations. 
Still others will point to becoming aware 
of challenges affecting Hendricks County 
residents.

But then all of them are likely to add 
something like, “But I really learned the 
most about myself.” Most class members 
have enjoyed successful lives, so that 
doesn’t reflect a lack of self-awareness 
when they apply for the program. What 
it does demonstrate is the emphasis 
LHC places on developing a better 
understanding of what makes each of us 
tick, and how those individual factors 
affect our relationships with others.

If that sounds like some kind of touchy-
feely self-help program, rest assured that 
it’s not. LHC uses a variety of assessments 
and exercises to provide practical, useful 
insight into how class members think, 
and why that helps (or hurts) when 
they’re working with others. By having 
the opportunity to look inward, they 
gain a stronger understanding of what 
motivates them and how that affects their 
interactions with others at work, at home, 
and in other settings. They also learn more 
about how their fellow class members 
approach similar situations and why 
their attitudes and approaches may differ. 
Most important, they learn strategies for 
overcoming conflicts and confusion.

For example, a class member may have 
been frustrated with a supervisor’s refusal 
to listen to details about an important 
project. Through LHC, he comes to realize 
that his tendency to share every tiny 
detail annoys the supervisor, who prefers 
to focus on the big picture and leave the 

details to her subordinates.  By learning 
that, he can provide the supervisor with 
the high-level information she prefers, 
making their interactions more productive 
and satisfying for both.

Another class member may wonder why 
her spouse views everything in emotional 
terms and constantly worries about what 
everyone else will think about every 
situation and action. After participating 
in LHC’s facilitated discussions and 
activities, she recognizes that his reaction 
is simply part of his personality. Still 
another participant may discover that 
alphabetically sorting a spice rack isn’t 
quite as important to her classmates as it 
is to her, but that she deserves respect for 
who she is.

Learning about their own personalities 
and how they react (and occasionally 
conflict) with others around them helps 
LHC participants become more effective 
in their workplaces, organizations, and 
families. They learn that self-knowledge is 
an extraordinarily important roadmap on 
the journey to becoming a more effective 
leader.

Applications are now being accepted 
for LHC’s 2016 class (and must be 
submitted no later than December 1, 
2015). If you live or work in Hendricks 
County, and would like to apply -- or 
would just like to know more about what 
LHC could do for you -- visit our website 
at leadershiphendrickscounty.org or call 
Susan Rozzi at 718-6076. 

……………………………………………
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 or leadership training 
for your organization, e-mail Susan Rozzi 
at SRozzi@LeadershipHendricksCounty.
org or visit our website at www.
LeadershipHendricksCounty.org. 

LHC Class of 2015 visits Vincennes University Logistic Training  
and Education Center to learn more about this asset to the 

community and the programs it offers. 

LHC Executive Director Susan Rozzi spending time with  
members of LHC Class of 2015 at their opening retreat. 

Judge Rhett Stuard speaking to the LHC Class of 2014  
during their day at the Hendricks County Courthouse.  
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GUEST COLUMNIST

Mike Baker
President and CEO

Avon/Prestwick | Brownsburg East | Brownsburg North | Dover | Jamestown 
Lebanon North | Lebanon South | Lizton | Plainfield | Pittsboro | Zionsville

Moving Forward...
            so you can too!

Lizton and Pittsboro

Brownsburg

Plainfield and Avon

Gina Jeskey  
Plainfield Branch Manager
2100 Stafford Road
Plainfield 

317-858-6139 

Tina Lear  
Market Manager — Lizton, 
Dover & Jamestown
206 N. State Street 
Lizton 

317-858-6119 

Jim Furlong 
Brownsburg Branch Manager
60 Garner Road
Brownsburg 

317-858-6153 

Andrea Duke 
Avon Branch Manager
5201 E. US 36, Suite 213 
Avon 

317-858-6151 

Gregory Zusan 
Senior Vice President,
Commercial Lending Manager
5201 E. US 36, Suite 213 
Avon 

317-858-6154 

Emily Biehn  
Vice President,  
Commercial Banker
2100 Stafford Road
Plainfield 

317-858-6178 

Dan Devlin  
Vice President,  
Commercial Banker
206 N. State Street 
Lizton 

317-858-6114 

Jerry Miser 
Senior Vice President,  
Chief Lending Officer
60 Garner Road
Brownsburg 

317-769-7345 

Diane Stennett 
Vice President,  
Retail Leader &  
Business Developent
60 Garner Road
Brownsburg 

317-858-6144 

Brittney Pruitt 
Pittsboro Branch Manager
35 S. Maple Street 
Pittsboro 

317-858-6138 

866.348.4674 | www.StateBankofLizton.com

The big thing about the State Bank of 
Lizton is that we have been here 
for 105 years and yet we are always 
thinking about tomorrow! Looking 
back on our success feels good but we 
are busier than ever implementing 
new and exciting banking 
technologies so your banking is 
easier than ever. From mobile and 
online banking improvements to remote 
deposit and more, we are working to 
redefine community banking.

Even more exciting than our products 
is our people. We have assembled an 
exceptional team of bankers 
that will serve you not only with a smile 
but knowledge and professionalism. 
Your business deserves a local 
banking partner that is committed 
to your success. Our secret is helping 
you succeed by making local decisions 
about your Indiana family or business. 
Our lenders know how to help.

Leading the team at State Bank of 
Lizton is Mike Baker, President and CEO. 
His commitment to moving our bank 
forward by serving our customers and 
communities well influences our every 
decision. From expanded commercial 
lending capabilities to new mortgage 
programs and new services, Mike is 
leading the charge to keep State Bank of 
Lizton moving forward.

Our Hendricks County managers and 
commercial lenders represent over 
100 years of combined banking 
experience.  We invite you to stop in 
so we can get to know you and provide 
the kind of banking experience you have 
been looking for.  

#40419 SBL MeetTheBankEditorial_BL4.7667x9.5.indd   1 9/22/15   10:56 AM

Powerful  
solutions  
for powerful 
businesses.

Businesses depend 
on Duke Energy for 
our reliable service, 
competitive rates, and 
technical support to help 
manage their energy use. 

Our award-winning site 
selection services are 
also available to help our 
business customers gain 
a competitive edge – and 
have a positive impact on 
our communities.

It is with mixed emotions that I depart In-
diana University Health West Hospital to 
join the IU Health Bloomington Hospital and 
the IU Health South Central Region team in 
October. During my five-and-a-half years as 
a resident of Avon and Hendricks County, 
I have had the pleasure of getting to know 
many talented and dedicated individuals. It 
is a wonderful place to raise a family, go to 
work, worship and participate in many com-
munity events.  

Hendricks County is blessed with many at-
tributes that will continue to attract and re-
tain families, industry and services.  This is a 
great place to raise bright and ambitious chil-
dren in a safe and nurturing community.  Our 
school systems are tops in Indiana in several 
key performance metrics. Healthcare is well 
served by IU Health West and Hendricks Re-
gional Health, with both deeply committed 
to improving the health of the communities 
we are privileged to serve.  Whether you want 
to buy fresh produce from local growers at 
a farmers market, or take a walk on a grow-
ing number of high quality trails, Hendricks 
County has unlocked the secret recipe to be-
ing a healthy, vibrant community.

It has been an honor to serve on many lo-
cal boards that are making a difference in the 
lives of others.  You can all be proud of the 
works of the Hendricks County Econom-
ic Development Partnership, the Hendricks 
County Community Foundation, Leadership 
Hendricks County and the local Chambers of 
Commerce.

Last but certainly not least, I want to thank 
and encourage all county residents to get in-
volved in a local civic group.  Simply match 
your personal passions to the work and mis-
sion of one of the countless groups of servant 
leaders doing good things in our community.  
For me, the Avon Rotary became an extended 
family, and through our local activities I be-
came friends with the Danville, Brownsburg 
and Plainfield Rotary Clubs. So whether you 
are Rotarians, Kiwanian or other civic group 
thank you for making Hendricks County a 
stronger place to live and work. 

While I am energized by the challenges 
ahead (and the opportunity to walk from my 
new office to an IU game or two!), I leave feel-
ing so proud of my hospital and its remark-
able team of caregivers, my community and 
my county. Continued success to all!

Yours in health, Matt Bailey

Thank you
Hendricks County

Matt Bailey was formally President & CEO 
Indiana University Health West Hospital.

Editor's Note: From the Publisher will 
resume in the November issue of HCBL. 
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Yes, we want your letters: 

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

The Hendricks County Business Leader 
is published by Times-Leader publications, 
LLC. Content published alongside this icon is 
sponsored by one of our valued advertisers. 
Sponsored content is produced or commissioned 
by advertisers working in tandem with Times-

Leader’s sales representatives. Sponsored content may not 
reflect the views of The Hendricks County Business Leader 
publisher, editorial staff or graphic design team. The Hendricks 
County Business Leader is devoted to clearly differentiating 
between sponsored content and editorial content. Potential 
advertisers interested in sponsored contact should call (317) 
300-8782 or email sponsored@businessleader.bz.

You know that high-pitched 
screech that can sometimes 
come from a sound system? 

You quickly jerk to cover your 
ears because of the intensity 
and unpleasantness of what is 
commonly called feedback.

Feedback is also what we call 
criticism of our performance at 
work or even in our personal lives. 
It can be an ear-wrenching task to 
listen to someone spout off about 
our performance. It makes you 
want to cover your ears and run 
for the nearest ice cream shop.

We blame the messenger. If the recipient 
isn't liking the feedback it must be the fault 
of the manager giving it. Did you ever think 
we just don't know how to take criticism? No 
matter how artful critiques are offered; they 
only work if the receiver is ready to listen.

A book titled Thanks for the Feedback by 
Sheila Heen and Douglas Stone tackles the 
issue of feedback from a new perspective.

Early in my writing career, I had a horrible 
time with feedback. This was a smash on my 
identity in a field where I wasn't comfortable. 

As my skills grew, I became more 
accepting of feedback. My mind-
set was one of learning. If feedback 
threatens our self-perception, it 
generates feelings of anguish and 
we become defensive sometimes. 

That's the thing: We want to 
learn to be better, but we have to 
be ready to listen and mull over 
the advice. Our human blind spot 
is ourselves. We can't see how we 
come across to others. Our mind is 
constantly aware of our intentions 
whether or not we telegraph those 

to others is the key to great communication.
How often have you received feedback 

just to blow it off because you don't respect 
the giver? 

Another feedback problem is truth. What 
if you don't believe the feedback? A manager 
gives you feedback about your sales presen-
tation and tells you to be more aggressive? 
You think you're already pretty aggressive. 
Do you ask questions about specific behav-
iors, or are you offended by the notion and 
blow it off. 

Learning to give feedback is helpful, but 

we should also work on how to hear it with-
out inserting our fingers in our ears.

One way to change our perception of feed-
back is to ask for a simple suggestion to im-
prove. Don't wait for the large dossier during 
review time. Simply ask. It can go both ways. 
It can be a request from a boss or a subor-
dinate. Feedback is a constant process and 
most people can easily think of one or two 
things to make you better. 

This tactic works in two ways. It will 
change the perception that you are not open 
to feedback (because you were dumb enough 
to ask) and that you really want to improve 
changing future feedback from a compas-
sionate giver.

Criticism is tough to take most times. But 
it gives us all an opportunity to improve our-
selves which, in turn, makes us better and 
more readily accepted.

Gus Pearcy
COLUMNIST

Feedback: From pain to… well, not so painful

Editor's Note›

OPINION

Humor›

Now is the time  
to talk with

 state elected 
officials

We still have a few months – Jan. 
11 to be exact –  before the 120th 
General Assembly  gathers to work 
on behalf of the people of Indiana. 
We use the word work, but often 
times we wonder if there is any-
thing happening in Indianapolis 
that resembles work. Many times 
what we witness through the me-
dia is partisan bickering. While 
we have very competent men and 
women who serve our communi-
ties, that doesn’t always mean we 
get the outcomes we hope for. For 
sure, elected officials will tell you 
that they never hear from their 
constituency unless something 
goes awry. Now is the time to be 
thinking about how you’d like your 
elected officials to shape the future 
of Indiana. Now is the time to not 
sit by the wayside and take action. 
Yes, with about three months left 
lawmakers will begin to do their 
work. We encourage you to reach 
out to your legislators, both rep-
resentatives and senators. You can 
find your area’s legislators at iga.
in.gov. Let them know what is on 
your mind. You may be surprised 
because they may thank you for it.

Quote of the Month›

Dear optimist,  
pessimist, and realist – while 
you guys were busy arguing 

about the glass of wine, I drank 
it! Sincerely, the opportunist!

~ Lori Greiner, American  
inventor and investor



Inspiring Health 

Make a point to have a conversation with your primary care 
doctor or a breast specialist. That one conversation led me to 
genetic counseling at the Franciscan St. Francis Health Cancer 
Center where I learned that I had a hereditary cancer condition 
that increases my risk of breast cancer. What I found out  
next rocked my world – I had early stage breast cancer.  
But I also found an advanced cancer treatment  
plan that was specifically designed for me.

See Rhonda’s story to learn more,  
visit FranciscanStFrancis.org/cancer. 

ARE YOU AT RISK FOR 
BREAST CANCER?

Rhonda  BRCA-2 Positive / Breast Cancer Survivor

TALK WITH OUR GENETIC COUNSELOR TO SEE IF YOU’RE AT RISK. 
CALL (317) 528-1420

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

Kevin Speer is president and CEO of Hendricks Regional 
Health.

Kevin Speer
COLUMNIST

HEALTHY BUSINESS

Technology has changed the way we 
do business. More and more often, 
technology is changing consumers’ 

behaviors by helping them become 
more informed, more engaged and 
more empowered to drive business 
decisions. As business leaders, we 
have to be in tune to the wants and 
needs of the evolved consumer and 
be adaptable enough to meet, and 
exceed, their expectations.

In a world of savvy consum-
ers, successful businesses develop 
infrastructures to deliver a posi-
tive, seamless and consistent cus-
tomer experience. Companies 
that take a customer-centered ap-
proach understand that business is primarily 
about making people happy. Businesses that 
are set up to deliver a 
high level of service, 
in every customer en-
counter, often become 
more desirable in the 
eyes of consumers.

Developing a true 
customer-centered 
business model can be a challenge. In health-
care, for instance, many hospitals and physi-
cian offices are set up for the convenience of 
busy clinicians – not for the convenience of 
the patient. A number of hospitals are now 
working hard to change their focus by mak-
ing patients and family members active par-
ticipants on the healthcare team. The hospi-
tals and physician offices that take a patient 
and family-centered approach to care im-
prove the physician/patient relationship that, 
in turn, results in better patient outcomes. It 
goes without saying that patient satisfaction 
increases when everything revolves around 
the care and convenience of the patient.

No matter what industry you work in, tak-
ing a customer-centric approach to business 
starts with leadership. Business leaders have 
the ability knock down barriers and empower 
employees to do what is best for customers. 
Businesses that achieve employee empower-
ment will not only have happier customers, 

they may also discover they have happier em-
ployees; customer centric companies typical-
ly rank as better places to work.

In order to become customer 
centric, business leaders should 
step outside the office and walk a 
mile in the shoes of their patrons. 
Having a deeper understanding 
of what your customers experi-
ence when they do business with 
you is the best way to make cus-
tomer-centric changes. Is it easy 
to use your services or buy your 
products, or do you have a cum-
bersome process in place that re-
quires extra effort on the part of 
the customer? Do your employ-
ees and customers enjoy a fluid 

relationship with easy exchange of informa-
tion, services and goods? Ensuring a smooth 

process will help cus-
tomers feel valued and 
employees feel more 
efficient. Your busi-
ness, in turn, should 
thrive.

One of the most ef-
fective things you can 

do for your business is to ask for customer 
input. Providing a simple feedback system, 
such as a comment area on your website or a 
printed comment card, can give you a sense 
of what customers want, or don’t want. Focus 
groups can also be an effective way to gather 
opinions and ideas. At our hospital, we have 
also utilized a Patient Advisory Council to 
test new ideas before we implement them, 
such as with the re-engineering of our reg-
istration, coding and billing processes. This 
approach can work well for many different 
types of businesses, no matter what facets 
you are trying to improve. The most impor-
tant thing is that you listen to your custom-
ers’ feedback, take it to heart, and build your 
business process around them. After all, your 
business should revolve around your cus-
tomers because they are the reason your 
business exists.

Creating a customer 
-centered business

Although it seems we are doing a good 
job in hiring good people, we have a 
hard time getting new employees to 

come to work. 
Have you heard anyone else say 

that? I am certain you have be-
cause when I talk to business own-
ers about the challenges they face, 
they mention something similar. 

In fact, recently at a confer-
ence where I spoke, I asked a large 
group of human resources people 
to name the main issue they have 
to deal with in their work, they 
unanimously responded … atten-
dance.

Well, here is the hard truth 
about this issue. Attendance is 
not the issue! Yes, you read that correctly, 
attendance is not the issue. Everyone from 
managers to business owners and human re-
sources people claim that the issue they have 
to deal with most is attendance (or lack of it). 

Attendance is only a symptom of the real 
issue. Picture an iceberg in your mind. The 
part you see above the water is only a small 
part compared to what lies below the sur-
face. The same is true for attendance. It is the 
part you see and the part the part many feels 
affects them the most.  Sadly, again like the 
iceberg, it is the part that is below the surface 

that is the most dangerous and will most cer-
tainly sink you. 

So what is the issue? What is it that is 
causing the symptom you see in 
poor attendance? I would wager it 
has to do with leadership. Some-
where in the organization there is 
a challenge in or with leadership. 
John Maxwell, the leading author-
ity on leadership, says, “Everything 
rises and falls with leadership.” 

Leadership controls the envi-
ronment and the relationships in 
the organization no matter the 
size, the number of employees or 
number of management levels in a 
company. When leadership is not 
solid … it does show up. It could 

be disguised as quality, customer service or 
as we note here, attendance. 

Whenever you want a strong business that 
operates smoothly and grows, the first step 
to achieve that is to grow and develop the 
leadership in the organization. From the top 
to the bottom, good leadership and direction 
steer your success.

Jack Klemeyer
COLUMNIST

Employee attendance: What  
lies below the surface?

COACH’S CORNER

Catering for any Occasion • Delivery Available • Call or Place Order Online!
                                (Minimum Order Required)

Avon
10791 E. U.S. Hwy. 36

Avon, IN 46123
(317) 271-7760

www.Cfarestaurant.com/Avon

Plainfield
2687 E. Main St.

Plainfield, IN
(317) 839-4886

www.Cfarestaurant.com/Plainfield

"One of the most effective things 
you can do for your business  
is to ask for customer input."

Photo illustration by Carey Germana
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Call 317-994-5115 Today!

1.00%
APY

Year 1
1.50%

APY
Year 2

2.00%
APY

Year 3

Step-Up CD Special
This is the offer you have been waiting for! The first year’s APY is 1.00%, the second year APY  

adjusts to 1.50%, and the third year APY adjusts to 2.00%. Don’t wait! This is a limited time offer.

*APY = Annual Percentage Yield. This offer is for a limited time and is subject to change without notice. There is a $5,000 minimum 
deposit required for this offer ; personal or business accounts are welcome.  APY based on semi-annual compounding of interest. 
There is a substantial penalty for early withdrawal of funds. Fees may reduce earnings on account.

#39120 SBL CDSpecial_HCBL9.7x1.25.indd   1 4/6/15   10:24 AM

By Gus Pearcy
Ask her what her favorite accomplish-

ment on her wish list is and Cassie Martin 
will likely respond singing the National An-
them before an Indianapolis Indians base-
ball game. Or she might respond with her 
continuing goal of doing a mission trip on 
every continent. (She self-deleted Antarcti-
ca) Now, she's working on riding in a Black-
hawk or Huey helicopter.

Oh, and she's also the executive director 
of Sheltering Wings Center for Women. It's 
been two years since she came on board and, 
according to her board president Dan Bond, 
she's living up to expectations with drive and 
compassion.

"A lot of people have compassion but 
maybe not the drive to make things happen 
and get things done, get things done and see 
the fruits of their compassion," Bond said. 
"Cassie's kind of a rare person in that she's 
been an effective fundraiser, but she's also a 
very effective administrator."

Bond adds that he's impressed by her 
poise at age 34. 

"We couldn't be happier with her perfor-
mance, so far." Bond said.

Her compassion could be traced back to 
her family. Martin moved around a lot as a 
child because of her father's work as a music 
minister with the Church of the Nazarene. 
She ended up in Avon for her last two years 
of high school.

She graduated from Olivet Nazarene Uni-
versity eventually landing a job at the Ri-
ley Children's Foundation. There she spent 
10 years learning to raise funds, which has 
proven to be a much needed skill set in her 
job at the shelter.

Martin is sincerely thankful for the con-
tinued community support for the short-
term domestic abuse shelter for women and 
their children. But despite a robust program 
to stem the tide of domestic abuse, Shelter-
ing Wings is seeing a marked increase in the 
need for services. This is compounded by a 
threat of dwindling government funds.

"We are at this point that we have to grow 
our services and our capacity," Martin said. 
"We really need to focus on fundraising to 
meet this growing demand."

The shelter can handle 68 people and 

Cassie Martin

Profile in Poise

Martin says it is constantly at capacity. There 
is a second floor which remains unfinished. 
But there are also staffing needs.

"We are housing between 68 and 74 
(women and children) over the course of the 
months," Martin said. "We are only staffed 
for 50 or 55. So when you have that many 
residents, it's really taxing on our staff and 
our infrastructure."

Sheltering Wings board of directors 
sought to hire an experienced fundraiser in 
the executive director position, which Mar-
tin's experience at the Riley Foundation fit 
well.

October is Domestic Violence Awareness 
month and Sheltering Wings will be partici-
pating with a number of activities including 
the annual vigil which celebrates the survi-
vors and remembers the victims of domes-

tic abuse. 
It was on a mission trip to Cambodia 

where Martin felt a calling to help women 
and children. Martin was tired of the non-
profit world and fundraising, but realized 
that God had other plans. While in Cambo-
dia, Sheltering Wings posted the job. Martin 
felt compelled to apply.

"It was the only job I applied for," Martin 
said. "I went through a series of interviews 
for five months and all along the way, I just 
kept praying, 'Lord, is this what you want me 
to do? Is this what's next for me?' Every ques-
tion I had, the Lord answered in the affirma-
tive."

Her prayers led to a vision to help and 
protect women and children and she says 
she is grateful.

Sheltering Wings Executive Director  
Cassie Martin plans for future of helping  

women and children escape domestic violence

The List
List either five books, or five movies, or 
five albums albums that have had an 
influence on your life: Unbroken by Laura 
Hillenbrand, Redeeming Love by Francine 
Rivers, Harry Potter series by JK Rowling, My 
Sister's Keeper by Jodi Picoult, and The Me I 
Want to Be: Becoming God's Best Version of You 
by John Ortberg.

How Cassie did it?
What’s the best advice you ever received?
Prepare to give your best. I learned this in my 
college speech class. I like to speak in front of 
people and have a tendency to want to wing 
it. While that may be ok when I do so, I'm not 
giving my best. Every task at hand deserves 
my best and that requires preparation. 

Best business decision you ever made:
When Sheltering Wings board and staff 
determined to hold fast to our mission and 
only house women and children in our 
facility. We knew it wasn't in our client's 
best interests to house adult men and 
women together that are escaping domestic 
violence. The difficult decision resulted in 
further unifying the board and staff, building 
confidence in standing for what is right, even 
when it may not be popular, and expanding 
our services, ensuring men had additional 
resources. 

Worst advice you ever received: 
Don't do for one what you can't do for 
everyone. And, do for one what you wish you 
could do for all. There is a time and a place for 
each depending on the situation.

In five years, I want… to continue to be 
leading Sheltering Wings, hopefully in the 
midst of another campaign to finish the shell 
space of our expansion. The demand for 
emergency housing and support services 
continues to grow and we need to expand to 
accommodate the need.

My secret to success… I'd attribute my 
success to my thirst for continual learning. 
Every situation, good or bad, has something 
to glean from it. In fact, it's the most 
challenging situations that often produce 
the greatest opportunity for learning. I also 
like to surround myself with people that are 
smarter than I am so I can learn from them.

Sheltering Wings  
Center for Women

24-hour hotline
(317) 745-1496

Photo by Rick Myers

COVER STORY

"We are at this 
point that we 

have to grow our 
services and our 

capacity. We really 
need to focus on 

fundraising to 
meet this growing 

demand."
~ Cassie Martin
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OPEN FOR BUSINESS

Vanassa Dolder grew up 
in the salon and spa busi-
ness. As a young girl, she 
would go to work with 
her parents who owned 
two salons and spas in the 
Richmond, Ind. area. She 
spent her days hanging out 
at the salons watching and 
learning the business. 

Dolder inherited the 
businesses from her par-
ents but eventually sold 
them. Nursing was in her 
future not spa owner-
ship. Dolder was able to 
use her nursing skills to 
help in other parts of the 
world. She has traveled 
several times to parts of 
Asia providing healthcare 
and helping to teach Eng-
lish in different commu-
nities. Providing this type 
of help is a real passion 
of Dolders’s and very ex-
pensive. “I want to contin-
ue my travels to Asia, but 
it is very expensive. I was 
searching for a way to fund my trips,” she ex-
plained. 

After working as a nurse at Riley and then 
becoming a labor and delivery nurse, Dolder 
heard the call to have her own business. 
“Having the income from my own business 
will help me to continue to travel and pro-
vide healthcare to parts of Asia where there 
is a great need,” said Dolder. What better 
business than what she grew up with as a 
child? Glory Nails and Spa opened in Dan-
ville on Aug. 1. Dolder wants her spa to be 
more than a nail salon. She wants it to be a 
place where women can be pampered. She is 
a wellness consultant and wants to be able to 
expand this part of her business.

Describe your business in one sentence?
We are a full-service salon that also offers 

services in permanent makeup, waxing, fa-
cials, and massage.

What has been your biggest  
lesson so far?

My biggest lesson has been to be patient 
and true to your own vision of what you 
want your business to represent.

What would be one thing that  
could help your business?

I hope that our customers share their ex-
perience with others my business will con-
tinue to grow.

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

I would recommend to anyone starting a 
new business to seek out support and advice 
from other local business owners. 

So, what do you think about your 
business’s future?

I am excited about the potential for our 
shop to grow and provide a variety of ser-
vices to meet the needs of the Danville com-
munity. 

Pampering Hendricks County
Vanessa Dolder opens Glory Nails to fund  

her efforts to help others

Glory Nails and Spa
Vanassa Dolder, owner

594 West Main St.
Danville, IN 46122

(317) 451-4574
glorynailsandspa@gmail.com

Compiled by Sherry Moodie

Vanessa Dolder, owner

Photo by Sherry Moodie

Safety first, 
every day.

This is my 

“why”

www.hendrickspower.com
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Join us for the 2015 
Hendricks County Business Leader’s

Women’s Business Leader Luncheon

DON’T MISS!
December 8th 

You’re Invited 
to Join Us!

Luncheon time is  
11:30 am to 1pm

at Wellbrooke of Avon
Cost: $15 

10307 E. County Road 
100 North

Avon, In 46123

For additional information, 
contact Cathy Myers

info@businessleader.bz or 
call/text (317) 918-0334.

Presented by
MAXIMIZING  

YOUR NETWORK 

Every organization has them and 
needs them: informal networks 
that buzz with knowledge sharing, 
communication, information 
flow and relationship building. 
In today’s business, you want to 
have a strong personal brand 
which enables you to be found 
and to be remembered for your 
expertise.  In this workshop, you 
will learn how to develop your 
personal brand, make it known 
in your area through Maximizing 
Your Networking.  We will focus 
on awareness and development of 
your personal brand, your network 
and maximizing your efforts.  We 
will discuss and share pitfalls 
and struggles of developing your 
personal brand to align with your 
organization; how to promote 
yourself through events and social 
media, such as LinkedIn, You Tube 
and in person opportunities.

Nancy brings a diverse business 
background with a combination 
of development, academics and 
networking. She is the Director of 
the Lou Holtz Master of Sciences 
in Leadership Program at Trine 
University. In addition to her career 
in academia including adjunct 
instruction at several universities, 
her past career was primarily in 
the Human Resource and vendor 
services fields, which also included 
sales and management. With 
16 years in staffing, outsourcing 
human resource management, 
Nancy has managed regional offices 
for an employment/staffing firm, 
worked with hundreds of customer 
organizations to provide solutions 
to their HR needs, networked 
within the greater Fort Wayne 
community and Northeast Indiana 
and served on the boards of the 
Women’s Bureau, Greater Fort 
Wayne Chamber of Commerce, 
American Heart Association, 
Northeast Indiana Human 
Resource Association and  
many more.

A portion of the proceeds to benefit  
Leadership Hendricks County.

“MAXIMIZING 
YOUR 

NETWORK”

Nancy Steigmeyer
Guest Speaker

The Hendricks County Business Leader 
Women's Luncheon, sponsored by Dono-
van CPA, was held Sept. 8 at WellBrooke of 
Avon. The guest speaker was Rick Sudsberry 
of the Center for Hope and Wellness who is 
an attachment counselor. He and his associ-
ates work with children who are having trou-
ble adapting to adoptive or foster parents. 

HCBL Women's Luncheon
featured Rick Sudsberry

for September

Rick Sudsberry and Rachel Bennett of the Center for 
Hope and Wellness in Avon.

Ifen Donovan of Donavan P.C. and Cassie Martin of 
Sheltering Wings.

Suzanne Whicker of Colors with Suzanne and Mary 
Chastain of First Financial Bank.

Pat Rebb of Abda Windows and Amy Adams of 
Prologistics.

Sarah Davis and Deana Jones of WellBrooke of Avon.

Brandy Perrill of the Hendricks College Network and 
Deborah Bechtel of Westside Garden Plaza.

Photos by 
Gus Pearcy



Six years ago, the Avon Community 
School Corporation wanted to find 
a better way to control the rapidly 
increasing costs of healthcare. At 
the same time, it was committed to 
providing better, more convenient 
services to its staff and their families.

After thoroughly analyzing all options, Avon Schools 
formed a strategic partnership with Hendricks 
Regional Health, which included:

 •  On-site primary care for employees of  
Avon Schools

 •  Health and wellness education for students  
and staff

 •  Athletic team services

 •  A professional-level nursing education program

The results? While similar school systems have  
experienced consistent, double-digit increases  
in heathcare costs, Avon has been able to control  
its spending and keep increases in the single digits.

Healthier employees. Healthier business. 
Whether you’re a small to midsized business or  
a large corporation, Hendricks At Work can help  
you take control of your healthcare.

To learn more, visit 
HENDRICKSATWORK.COM 
or call (317) 745-3532.

Pictured: Dr. Margaret Hoernemann, Superintendent  
of Avon Community School Corporation and  
Brock Bowsher, Director of Finance & Operations 

AVON IS 
KNOWN  
FOR GREAT 
SCHOOLS.
Not to mention 
 great healthcare.
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Jim Ittenbach is owner of SMARI, a research company, and 
he offers insights based in his years conducting research.

BIZ RESEARCH

Andrew Angle is the owner of NetGain Associates, Inc. He can 
be reached at (317)534-2382.

As we approach another election year, 
personal angst intensifies as I witness 
our right to free speech adulterated 

by political advertising. The beauty of free 
speech and advertising integrity 
alike are frequently tarnished 
when politicians, media influence 
and savvy marketers collaborate 
with intent to engage consumers 
with manipulative advertising and 
negative messaging. 

All things considered, the merg-
ing of spin specialist, marketing 
researchers, and government am-
bition is concerning if not scary. 
Current political advertising, 
backed by unrestricted Super PAC 
donations, is undermining democ-
racy and denigrating marketers.

Unfortunately, today’s politicos have be-
come masters in managing and manipulat-
ing the emotional triggers of voters. Their al-
most limitless budgets allow spin specialist 
to research the depths of human emotions 
on all pivotal issues. Armed with these in-
sights, messengers can manipulate, mask or 
create emotional triggers capable of solidify-
ing dispositions, elevating fears or accentu-
ating polarizing opinions. Until recently, the 

general public had little defense – short of 
hibernation or enduring a self-imposed me-
dia blackout. 

Fortunately, smartphones may have be-
come our source for truth. Hand-
held devices are taking on the role 
of an objective observer by re-
cording actual behavior and un-
guarded commentary. 
With the prolifera-
tion of handheld 
devices with cam-
eras and recorders, 
actual behavior and 
unguarded words can 
be presented for self-
interpretation. Thus 
the voters will be able 
to formulate their own 

opinion derived from unfettered 
reality. 

Although an ability to record 
human behavior in a clandestine 
manner is an unexpected conse-
quence of this innovation, it is one 
that deserves appreciation and deployment. 
Since the U.S. is now at a tipping point in 
usage, with over 60 percent of consumers 
owning smartphones, it is highly unlikely 

Let not the truth be sold!

Jim Ittenbach
COLUMNIST

that our politicians can avoid these types of 
disclosures. Yet, spin masters will respond in 
kind – so we still need to remain vigilant by 
noting the source of any viral videos. 

There is also no doubt in my mind that 
the combination of political campaign mon-
ey and marketing expertise will deliver ma-
nipulated messaging during this election 
period. Let’s hope that we will not become 
a victim of their malicious intent. Let truth 
be discerned through evidence-based ob-
servation and objective listening. Observing 
candidates offstage and listening to words 
spoken outside scripted media’s spin is defi-
nitely warranted. Live long and prosper!

Change is nothing new. If you intend 
to sell products online, these are the 
trends to know:

Econ 101 rule of "Perfect 
Competition" fuels price wars

Products that are easily put on-
line with others without little need 
for physical inspection will be 
shopped and compared to let the 
lowest price win the sale. If you are 
not an ebay.com or Amazon.com 
geared for hyper-efficient distri-
bution to beat competitor's prices, 
you should look into other prod-
uct options.

Big data drives highly 
personalized marketing

To some degree, the big data bots know 
who you are, where you live, how much 
money you make, what you buy, where you 
work, and may predict what else you are like-
ly to buy -- even better than YOU do. Buy 
a diamond wedding ring today and see your 
Facebook stream include sponsored posts 
for anniversary bands 11 months from now.

Global buying
I often say, "On the Internet, geography is 

irrelevant." This is becoming truer than ever. 
Transactions are going international. Many 
of the products you find on eBay are being 
bought and shipped directly from overseas.

Video-marketing explodes
E-commerce has passed the point where 

any product page that does not include a 
video seems painfully incomplete. 
Compared to plain text, video pro-
duction typically requires signifi-
cantly more effort from the con-
tent creator, but video done well 
is substantially more effective at 
landing the sale.

Beyond infomercials
You will see more "sociomer-

cials" adding credibility to the 
pitch. Reviews are expected. Show-
ing that lots of people purchased 
the product and that they speak 
positively about their satisfaction 

from that purchase demonstrates that the 
customers' confidence is deserved. As the 
customer base becomes more tech connect-
ed, e-tailers will have more leeway to set up 
favorable video conversations with their fa-
vorite customers for next to nothing, inun-
dating the product with positivity.

Not going away, Amazon.com is here to 
stay. Selling through Amazon.com might 
be easier than you think. E-tailers should 
review their sales options and crunch the 
numbers to decide whether selling through 
Amazon.com might prove to be more profit-
able than pushing your other options.

Online selling
BIZ WEB

Andrew Angle
COLUMNIST

WON’T YOU
JOIN US?

Pictured (l-r): William Rhodehamel, Executive Director; Eric Hessel, Program Officer; 
Ericka Bethel, Communications & Events Manager; and Frances Mock, Accountant.

To learn more, please call 317.268.6240 or visit www.hendrickscountycf.org.
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Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

Your company puts significant effort 
into recruiting and hiring the best 
employees you can find. But for too 

many organizations, the effort stops 
there. Organizational research 
confirms that most of the time, the 
task of making employees most 
productive in their new roles begins 
once they are hired and continues 
for at least the first 90 days of their 
employment. What happens during 
this important time can set the tone 
for an employee’s overall perception 
of his job and his employer.

Certainly some of the responsi-
bility for settling comfortably and 
productively into a new position is 
on the employee. He needs to ask questions 
and seek information to learn about his job 
responsibilities, the company culture, and 
standards for good performance. 

A comprehensive study of new employee 
socialization suggests the following for com-
panies looking to make the best impression 
on their newcomers:

First, don’t focus only on the supervisor. 
While the new employee’s interactions with 
his new boss are important, they are far from 
the only information that forms an overall 
first impression of the company. In fact, the 
study found that the quality of interaction 
with both co-workers and supervisors con-
tribute relatively equally to employees’ per-
ceptions of the company.

Next, provide support for about 90 days. 
While new workers may understand the me-
chanics of their jobs earlier than that, learn-

ing about the company’s culture and their 
place in it can take a little longer. Since “fit” 
in the organization is often as important to 

performance as technical skill, 
spending a little more time en-
suring that employees understand 
workplace norms is a valuable ef-
fort.

Lastly, continue to hire well. You 
still want to identify and hire the 
best possible employees and focus 
in particular on those who appear 
enthusiastic and positive about 
the job. The best newcomer so-
cialization happens when the em-
ployee is proactive about seeking 
information while the company 
provides a supportive situation in 

which they can thrive.
A new employee’s first weeks at work are 

likely to affect their long-term job perfor-
mance. Supervisors need to take a proactive 
role during this time, both in working with 
the employee individually and facilitating 
positive interactions with his/her new col-
leagues. This needs to be a focus for the first 
90 days of employment – beyond the typical 
two to three weeks when someone is consid-
ered “new.”

……………………………………………
Kammeyer-Mueller, J., Wanberg, C., 

Rubenstein, A., & Song, Z. (2013). Support, 
undermining, and newcomer socialization: 
Fitting in during the first 90 days. Academy 

of Management Journal, 56, 1104-1124.

Water cooler moments:  
New employee socialization 

BIZ MANAGEMENT

Carolyn Goerner
COLUMNIST

Dan Miller is founder and president of Historical Solutions 
LLC - Ideas and Inspiration Through History. Dan uses history 
to help people strengthen their leadership. His website 
is historicalsolutions.com.

To the people around you, a small 
change in your behavior or appearance 
might look like nothing. They notice 

it and then move on. But to you, 
that change, however, slight, can 
signal much more. The small change 
can hold volumes of meaning and 
embody an entirely new outlook for 
you as a leader. 

George Marshall, one of the 
most important American military 
leaders of the 20th century, shows 
us this lesson.

In early April 1918, George 
Marshall stood on the docks of 
New York City and watched as 
hundreds of men — newly en-
listed to the American 
army — walked onto 
a ship bound for Eng-
land. They were among 
the first contingent 
of American soldiers 
heading out to Europe 
to fight in the World 
War (which we now 
call World War I). The 
war had been raging for 
more than three years 
with millions dead or 
wounded. 

Marshall stared at 
these men and, turn-
ing to a higher-ranking 
officer standing next to 
him, observed that they 
seemed "solemn." The 
officer next to Marshall 
nodded, shrugged, and 
replied, "Of course they 
are. We are watching 
the harvest of death."

A short time lat-
er, Marshall joined 
the movement of 
men across the At-
lantic. He rose to 
a position of great 
responsibility on 
the staff of Gen-
eral John J. Persh-
ing, commander of 
American forces in 
Europe. He worked on major plans and or-
ganization among the American and Allied 
forces fighting in France, Belgium, Germa-
ny, and elsewhere. Marshall also saw war 
at close range. Death, disease, starvation, 
hopelessness, and more, Marshall came to 

know the reality of war that had swallowed 
up those men he had watched back in the 
spring of 1918. He was now one of them.

By 1920, Marshall returned 
home to the United States. And 
if you had been standing on the 
docks of New York City watching 
George Marshall disembark from 
the troop ship that brought him 
back to the US, you would have 
seen something different about 
him.

Marshall had a facial tic — his 
face twitched every so slightly on 
one side. 

Truly, to the untrained eye of 
an unknowing witness, a small 

change.
That small change 

embodied a world of 
experiences for George 
Marshall. That small 
change represented 
memories that would 
never leave him. They 
would inform every-
thing he would do in 
his leadership from 
that year forward—the 
planning, the organi-
zation, the strategy, 
the understanding of 
what it meant to con-
nect high-level goals to 
the ground-level people 
who would fight, suffer, 
and bleed. 

Not all memories are 
equal. Not all are alike. 
Only some will carry 
such weight that they 
change who and what 
and why you are. The 

people around you 
may see the small-
est sign of such a 
memory. But they 
will feel its impact 
on you in your lead-
ership. The quiet 
tic known solely to 
you and your loved 
ones, will testify to 
the change.   

The mark of time:  
George Marshall and you

BIZ HISTORY

Dan Miller
COLUMNIST

General George C. Marshall, official military 
photo, 1946. Public domain image.

"…The people around you may  
see the smallest sign of such a 

memory. But they will feel its impact 
on you in your leadership."
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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/.Scott Flood

COLUMNIST

THE PERSONAL TOUCH

One of the most common mistakes 
made by marketers is trying to cram 
too much information into their 

communications materials. They’ll 
typically say, “Well, we probably 
need to mention this … and this … 
and this,” along with “Here’s some 
empty space. How can we fill it?”

Their mistake reminds me of my 
high school job as a dishwasher for 
a chain steakhouse. On my first 
day, the manager shoved a three-
inch three-ring binder in my face 
and told me to read it. It was the 
chain’s employee operations man-
ual. Dishwashing took up about 
four pages. The rest contained 

excruciating detail about every imaginable 
facet of running the restaurant. After a few 
minutes, I went to the office to return the 

manual so I could get to work.
The manager asked, “You read 

all of that already?” When I ex-
plained that it was mostly about 
things that weren’t my responsibil-
ity, such as preparing cherry toma-
toes for the salad bar, he snapped, 
“You might need to prep cherry 
tomatoes someday!” So I spent 
an entire shift reading the over-
whelming manual.

The manager thought like far 
too many marketers. They reason 
that “we should tell everyone ev-

Cherry tomatoes and marketing materials 
erything now, so they’ll remember it when 
it becomes important to them.” That’s a bad 
idea for two reasons. First, people simply 
don’t retain that much. Second, it presumes 
that what you have to say is relevant and ex-
tremely important to your audience. Odds 
are that it’s neither.

A far more effective approach is to break 
the information into small chunks, and feed 
it to your audience as they need to know it. 
Make sure the additional information is ac-
cessible, so they can get to it if the need aris-
es. And don’t be afraid to repeat key messag-
es again and again. You may be aware of the 
repetition, but they probably won’t notice it.

The information you have to convey is im-

portant. But it’s just as important that you 
recognize the audience’s capacity to amass, 
process, and retain that information. If you 
keep churning out more detail when the au-
dience has already been saturated, it’s like 
trying to pour additional gallons of water 
into a one-gallon pail. Your effort is wasted 
and nobody will benefit from what you’ve 
spilled.

For the record, in the months I worked in 
that restaurant – and in the decades since – 
not once have I been asked to prep cherry 
tomatoes.

"The information you have to convey is 
important. But it’s just as important that you 
recognize the audience’s capacity to amass, 

process, and retain that information." 

You are
invited
What to Know, What to Do
DOMESTIC VIOLENCE  
AND THE WORKPLACE

Domestic violence has a profound effect on today’s workplaces.  
Learn what HR professionals and employers can do to help victims  
of domestic violence in your place of work.

LOCATION: Hendricks Regional Health YMCA, 301 Satori Pkwy,  
Avon, IN 46123

WHAT: Human Resources Breakfast Free breakfast will be served.

WHEN: October 19 @ 8:00am

RSVP REQUIRED: Melissa Echerd 317-386-5061  
or mecherd@shelteringwings.org

■ Network After Work • Network After Work will meet from 6 to 9 p.m. Oct. 15 at Cadillac Ranch, 
39 W. Jackson Pl., Indianapolis. Admission starts at $25 and includes: one free cocktail, name tags 
color coded by industry, and a relaxing atmosphere for networking. For discounted admission, 
RSVP online at www.networkafterwork.com.

■ Horizontal networking • Networking among your peers has some substantial benefits so 
don’t focus all your efforts on upward networking when job hunting.

1. You learn crucial information about corporate culture of which higher ups may be unaware
2. They relate to you better on certain issues
3. They could be in charge one day and you will already have a relationship with them

- Forbes

■ Dependable stocks • When the markets are rocky, here are some of the most dependable 
dividend stocks to consider. They each have a history of 30 plus years of consecutive dividend 
increases. 
1. AT&T (T)    2. Cincinnati Financial (CINF)
3. Johnson & Johnson (JNJ)  4. PepsiCo (PEP)
5. Sysco (SYY)   6. Target (TGT)

- InvestorPlace.com

■ Debit card rewards • Debit cards rewards are making a comeback. They became rare after a 
2011 ruling that capped bank fees related to debit cards. As banks try to attract more debit card 
users, however, the reward programs have begun to grow again. In 2013, nearly 47 percent of 
debit card issuers offered some kind of reward programs compared to 32 percent in 2012. 

- BottomLinePersonal.com

■ NAWBO F.U.E.L. event • On Oct. 8, The National Association of Women Business Owners 
(NAWBO) and Females United Empowered to Lead (F.U.E.L.) will hold a full day event filled with 
conversations about government affairs, visits with local politicians, and a luncheon at the 

Columbia Club. Visit www.nawboindy.org for more information or 
to register.

■ Lou Brown to speak • Central Indiana Real Estate Investors 
Association (CIREIA) presents Lou Brown, a successful real 
estate investor who will speak on A Better Way to Real Estate 
Wealth. Brown will speak at the CIREA main meeting at 6 p.m. 

Oct. 13 and lead a morning session from 8 a.m. to 1 p.m. Oct. 
14 at Indiana Wesleyan North campus. For more information, 

visit www.cireia.com.

■ Coffee With the President • Join The National 
Association of Women Business Owners (NAWBO) for coffee 

with Indianapolis board president Kathy Cabello from 8 
to 9:30 a.m. Oct. 15. This event is for NAWBO members and 

corporate partners only. To register, visit www.nawboindy.org.

BIZ DISPATCHES
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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.

Jeff Binkley
COLUMNIST

The Fed just admitted its job got a lot 
harder. They may not be up to the task 
of finding a way out of this economic 

morass. With Fed Chief Yellen’s 
remarks on Sep. 17, it became 
ever clearer that the Fed’s primary 
mission is shifting from fighting 
inflation to fighting systemic risks 
in the global economy.  And the 
Fed may be out of ammunition and 
ideas.

Central banks historically have 
used a powerful primary tool to 
encourage or temper an economy. 
That is the capability to raise or 
lower a target interest rate. Back 
in 2008, the US Fed drove the tar-
get interest rate to near zero. With a recent 
announcement that the Fed decided to keep 
the target rate unchanged, it became clear 
that they, the Fed, the “smartest money peo-
ple in the world” don’t know what to do.

   When a ripple in the Chinese mar-
ket, albeit some would argue not a ripple but 
a precursor to tsunami, can alter the minds 
of US central bankers, change Fed policy and 
timing for a rate hike, the writing on the wall 
became clear. The Fed is admitting that the 
global economic situation has become more 
influential (invasive anyone?) to the setting 
of domestic financial policy. 

Ms. Yellen, at her news conference, re-
peatedly mentioned global events that had 
affected our economy, our inflation, and 
our opportunities for domestic economic 
growth. Now, the latest economic projec-
tions from Fed policymakers see their de-
sired target inflation rate of 2 percent not 
happening until 2018. This implies that they 
may keep interest rates very low for years to 
come. I woke to read headlines like “Are zero 
interest rates the new normal?”   

The Fed is finished. Not in the sense that 
they can no longer set target rates that have 

consequence or create quantitative eas-
ing programs (i.e. creating cash) to spur the 
economy, but rather that those tools of eco-

nomic policy have been so over-
used and abused that they have 
less and less ability to move the 
economy. Like an addict who must 
take higher and higher dosages to 
achieve the same high, zero in-
terest rates and QE programs no 
longer have the efficacy they had 
when they were new and relatively 
untried.  

So what can be done to get us 
out of these doldrums? It’s time 
for new “medicine.” Medicine like 
aggressive legislation de-regulat-
ing and creating much more eco-

nomically friendly tax policy. A start would 
be to lower corporate tax rates, provide in-
vestment tax-credits to tried and true in-
dustries rather than special interest, pie in 
the sky “alternative energy” companies that 
take our hard-earned tax dollars then go 
bankrupt.  We also need to find a way to get 
some of that overseas cash back inside our 
borders and filtering through our economy. 
Those trillions of dollars, earned overseas by 
US corporations and held overseas due to 
lower corporate taxes abroad could instead 
be brought back to the US, held in US banks 
and then lent out to US companies and en-
trepreneurs. Only with aggressive treatment 
can this patient recover. The doctors at the 
Fed are no longer up to the task. The cow-
boys in Congress need to saddle up. 

The Fed is finished
MONEY MATTERS

A mechanical engineer by trade and by 
way of a Purdue education, Camrand Tucker 
owner of R&I Home Services, always wanted 
his own business. His work as an engineer 
required a lot of travel and took him away 
from home often. After careful consider-
ation, Tucker took the 
required classes and 
training and in Octo-
ber of 2014, he formed 
R & I Home Servic-
es. The majority of his 
business comes from 
referrals from real es-
tate offices and is fo-
cused on home in-
spections. Tucker can 
however perform oth-
er work for home and 
business owners. 

“I do termite inspec-
tion, radon testing, 
water quality and well 
equipment and septic 
diagnostic,” explained 
Tucker. He also works 
for home owners and 
can conduct a seller in-
spection or just an over-
all maintenance inspec-
tion. 

“This is handy if you 
are thinking about sell-
ing your home so that 
you know exactly what 
condition your home is 
in before you list it,” added Tucker. 

A resident of Danville, he is married with 
two children and he and his wife are expect-
ing a third child shortly. His work and in-
spections of homes are not limited to just 
Hendricks County. Tucker can perform in-
spections in six area counties. As a local 
business owner he understands the impor-
tance of local businesses in each community. 
“I try to support local business as much as 
possible and the chamber,” explained Tucker. 
“It is very important,”  he added.
Describe your business in one sentence?

R & I Home Services reports on the vis-
ible condition of a home, helping buyers feel 
comfortable with the investment they are in 
the process of making; we perform home in-
spections.

What are the names of the owners/
business partners?

I am just a steward of what God has 
blessed me with, it is His business. Legally, 
I am the only owner, but my wife is key to 

making it successful.  I also have a few close 
friends from the community who give me 
advice. I would also consider all of the re-
altors and mortgage brokers who are kind 
enough to refer me as quasi partners.  

What has been your 
biggest lesson so far?

All business own-
ers place their trust in 
something. It may be 
the amount of hours 
they put in, their train-
ing, their past suc-
cesses, cash reserves, 
a business plan, their 
contacts, the list could 
be endless. What has 
been impressed upon 
me through this first 
year is that it all comes 
from God (John 3:27). 
I have to work on that 
relationship first and 
the rest will be taken 
care of. It’s been a jour-
ney of faith more than 

anything else.

What would be one 
thing that could help 
your business?

Referrals. I try to 
meet as many bro-
kers, agents, lenders, 
and business owners as 

I can. I earn business by earning referrals 
from other professionals.  

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

Be ready for growth, transition, and hard 
work, both professionally and spiritually. 
Don’t rush, be patient and do things simply 
because they are the right thing to do, re-
gardless of whether someone notices or not. 

So, what do you think about your 
business future?

It’s promising and I am blessed. I’ve gone 
from not having any business when I started 
to having weeks where I can hardly keep up 
and everything in between. I am continually 
adding new contacts and my territory is ex-
panding (1 Chronicles 4:10).

Home sweet home
Camrand Tucker uses his knowledge and skill to help 

homeowners feel good about big decisions

R & I Home Services, LLC
Camrand Tucker, owner

P.O. Box 155
Danville, IN 46122

(317) 478-5600
RandIHomeServices.com

Facebook: R&I Home Services

Compiled by Sherry Moodie

Camrand Tucker

Photo by Sherry Moodie

NOW THAT WE’VE BEEN OPEN

$19.95 Oil Change 
All makes and models. No appointment necessary

450 East Northfield Dr
Brownsburg, IN 46112

(855) 516-1423

billestesford.com/about-us/reviews

Please take a moment
to share your dealership 

experience!
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3925 River Crossing Pkwy, Suite 300   |   Indianapolis, IN 46240   |   317.472.2200   |   info@somersetcpas.com

BUILDING  RELATIONSHIPS,
DELIVERING  RESULTS.

somersetcpas.com

a client-focused, nationally-recognized accounting and advisory firm

Imburgia Orthodontics was named the Plainfield Chamber of Commerce’s Member 
of the Month at its recent monthly meeting. Imburgia Orthodontics is located at 2230 
Stafford Rd., Plainfield. 

MEMBER OF THE MONTH

Imburgia Orthodontics named Plainfield 
Chamber Member of the Month

From left: Nicole Riley, Imburgia Orthodontics patient coordinator; Courtney Weismiller, 
Imburgia Orthodontics orthodontic assistant; Dr. Anthony Imburgia, Imburgia 
Orthodontics; Brad DuBois, executive director Plainfield Chamber of Commerce

SAVE THE DATE!
Business Leader Cover Party

Food • Fun • Networking

For more information, contact us at: coverparty@businessleader.bz or (317) 918-0334

2015 COVER PARTY • NOVEMBER 12th

Presented by

4:30-6:30 p.m. 
TKO Graphix

2751 Stafford Rd., Plainfield, IN 46168

SEE YOU
THERE!

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

A couple of years ago, I took my 
daughter to get a student loan for her 
postgraduate work. We walked in 

and asked for a draw against some 
kind of a loan whereby she may use 
all of it or some of it depending on 
her financial needs. Within five 
minutes, we were given a $36,000 
commitment for a one-time check. 
End of story. 

As a dad I said, "How about a 
draw against the $36k?" The lady 
said my daughter must take the 
check for all of the money. There 
was no option for a lower amount. 
My daughter had never managed 
or seen this much money before. 
What kind of business would loan a 21-year-
old person, with no credit background, this 
much cash? We didn’t even want this much 
money in the first place.  

We all know if money is in our account, 
then there is a propensity to spend it. When 
I was in college, the big social question of 
the day was, "Are we going to go to the lat-
est concert or not?" Today, it's not, "Are we 
going to go to the concert?" but, "Are we go-

ing to the concert twice?" All of my college-
aged children went to most concerts twice. I 
just thought they were spoiled and overin-

dulged, but all of their friends went 
twice as well. Many of them were 
going to college on student loans. 
When I asked them about it, they 
just chuckled.

Bringing it home to the real 
world: The federal government 
mismanages everything that they 
touch. Today, I read another article 
telling us how the world will come 
to a screeching halt due to massive 
student loan paybacks. Recent-
ly, Barack Obama said the federal 
government is going to start rating 
colleges and universities from best 

to worst. There are half of a dozen magazines 
in the marketplace that do the same. Why 
does the federal government feel the need 
to rate a multibillion dollar business when 
it can't even provide a student loan recipient 
with similar guidelines ($500 limits) used for 
obtaining credit cards? As Forest Gump put 
it, "Stupid is as stupid does."

Howard Hubler
COLUMNIST

The 'loan' wolf
PEER TO PEER
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Company ready to help  
customers with data

DataLiberty.us is an IT company with a focus to help customers in recovering, mi-
grating, backing up, or reporting on the data they have. Chet Cromer is the founder 
of DataLiberty.us. For more information about DataLiberty.us, visit DataLiberty.us or 
email Cromer at chet@dataliberty.com.

Integrity Vision Care moves locations
Michael J. McVeigh O.D. of Brownsburg and optometrist bought Integrity Vision 

Care in April 2014. Recently, the office relocated to the Brownsburg Commons, 1460 
N. Green St., Suite 100, Brownsburg. You can reach Integrity Vision Care by calling 
(317) 858-7900 or visit integrityvisioncare.com.

Orange Leaf reopens 
in Plainfield

Lynn Schmidt, cake artist and owner of Sug-
ar-Roses in Avon, is now the owner of Orange 
Leaf Frozen Yogurt in Plainfield. After a nine 
month hiatus, Schmidt bought the closed shop 
and reopened it on Aug. 17. Orange Leaf is lo-
cated at 2449 Futura Pkwy., Plainfield.

Heartland Crossing Pediatrics  
gains new physician

 
Bradey T. Kleman, MD, recently oined Franciscan Physician Net-

work Heartland Crossing Pediatrics, located at1001 Hadley Road, Suite 
LL 1001, Mooresville. Dr. Kleman most recently worked as a pediatri-
cian in Columbus, Ind., and prior to that practiced pediatrics in Terre 
Haute. He received his undergraduate degree in biology from the Uni-
versity of Akron and earned his medical degree from Wright State Uni-
versity-Boonshoft School of Medicine. He completed a pediatrics resi-
dency and post-doctoral training at West Virginia University School of Medicine. To 
schedule an appointment with Dr. Kleman, call 317-834-3502. 

Under New 
Ownership!

Grand Opening Celebration 
Begins Friday, October 2nd

Let us cater your next  
office meeting or event. 

Ask about our mini muffins 
or bagel bites platters.

1551 N. Green Street
Brownsburg, In 46112

(317) 456-4911 

Buy 2 Jumbo Muffins 
Get 1 Jumbo Muffin FREE

With this coupon
Expires November 30, 2015. Limit one coupon per person

Buy 6 Bagels 
Get 6 Bagels FREE

With this coupon
Expires November 30, 2015. Limit one coupon per person

FREE Coffee or  
FREE Fountain Drink

No purchase necessary. With this coupon
Expires November 30, 2015. Limit one coupon per person

Same Brownsburg Location • New Local Ownership

TRICK OR TREAT AT 
TRINE UNIVERSITY

Tuesday • Oct. 27 • 5 to 7 p.m.
For a safe and  
fun Halloween 
experience bring your 
child in costume to 
Trine University - Avon.

•  KIDS ACTIVITIES 
• CANDY  
• PHOTOS WITH 
   TRINE’S MASCOT

7508 Beechwood Centre Road, Avon, IN 46123
Please call 317.775.8410 for more information. 
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October Chamber 
Meetings

14 - Danville Chamber 
of Commerce 
(members’ meeting): 
Wednesday, Oct. 14, 
11:15 a.m.; Ellis Park 
Train Station. For more 
information, call  
(317) 745-0670

20 - Plainfield 
Chamber of Commerce 
(member’s meeting) 
Tuesday, Oct. 20, 11:30 
a.m.; Plainfield Rec and 
Aquatic Center, 651 
Vestal Rd., Plainfield. For 
more information, call 
(317) 839-3800

21 - Brownsburg 
Chamber of Commerce 
(members’ meeting): 
Wednesday, Oct. 21, 
11 a.m.; Brownsburg 
Fire Territory, 470 
E. Northfield Dr. 
Brownsburg. For more 
information call  
(317) 852-7885

27- Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, 
Oct. 27, 11:30 a.m.; 
Prestwick Country Club, 
5197 Fairway Dr., Avon.  
For more information, 
call (317) 272-4333

Avon Chamber  
NEW MEMBERS

Heights Finance 
Corporation
613 S. Dan Jones Rd.
Avon, IN 46123
(317) 272-0472

Genius Phone Repair
10724 E. US Hwy 36
Avon, IN 46123
(616) 419-4810

Brownsburg Chamber 
NEW MEMBERS

Pyatte Enterprises LLC 
dba Big Apple Bagels
1551 North Green St.
Brownsburg, IN 46112
(317) 858-3862

Lawson & Co.
1280 East Main St.
Danville, IN 46122 
(317) 745-6404

Plainfield Chamber 
NEW MEMBERS

Paramount Staffing
1601 East Main St., 
Suite 9
Plainfield, IN 46168
(317) 203-6625

The Holsclaw  
Group, LLC
303 E. Main St.
Plainfield, IN 46168 
(317) 839-1140

Just Packaging Inc.
3131 North Franklin Rd.
Indianapolis, IN 46226 
(317) 363-4016

Vandalia by Del Webb
11590 N Meridian St., 
Ste 530
Carmel, IN 46032 
(317) 833-4117

NOTE: **Some meeting 
dates changed due to 
Columbus Day Holiday 
on October. 12, 2015. 
Please call before 
attending.

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. 8, 2 p.m.

Plan Commission 
(Second Tuesday every 
month) Oct. 13, 6:30 p.m.
 
Board of Zoning 
Appeals (Third Monday 
every month)
Oct. 19, 7:30 p.m. 

Commissioners 
(Second and fourth 
Tuesday every month)
Oct. 13, 9 a.m.
Oct. 27, 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. 8, 7 – 9 p.m.
Oct. 22, 7 – 9 p.m.

Advisory Plan 
Commission
(Fourth Monday every 
month) Oct. 26, 7 p.m.

Board of Zoning 
Appeals (Third Thursday 
every month) Oct. 15, 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. 8, 7 – 9 p.m.
Oct. 22, 7 – 9 p.m.

Plan Commission 
(Fourth Monday every 
month) Oct. 26, 7 p.m.
Brownsburg Town Hall

Board of Zoning 
Appeals (Second 
Monday every month)
Oct. 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)
Oct. 5, 7 p.m.
Oct. 19, 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. 20, 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. 12, 7 p.m.**
Oct. 26, 7 p.m.

Plan commission
(First Monday every 
month) Oct. 5, 7 p.m.

Board of Zoning 
Appeals
(Third Monday every 
month) Oct. 19, 7 p.m.

SALES LEADS
Newly incorporated 
businesses through 
September 10, 2015.

Bottles ‘N Binkies 
Tracy Ammon
47 Sycamore St.
Brownsburg, IN 46112

Cheryl Cochran 
Photography
Cheryl Cochran
2287 S. R. 236
Danville, IN 46122

CKS Express
Cynthia Seybert
8812 E. Hendricks C.R.
Plainfield, IN 46168

Designs by Evi 
Swanson, Evi Swanson
4501 Pennsylvania St. 
Clayton, IN 46118

Dyno Mechanical
Jesse Parsley
6821 Coretta Ct.
Avon, IN 46123

Handcrafted by Lane
David M. Lane
538 Hanley St.
Plainfield, IN 46168

Harbor Group
James E. Ashley
Vonda D. Ashley
Harbor Insurance 
Marketing, Inc.
4749 Ruth Elizabeth Dr.
Clayton, IN 46118

JR’s Pro Painting
Jerry Stroupe
4615 S. C.R. 500 E.
Plainfield, IN 46168

Parker Electric Service
Doug’s Electric, Inc.
C/O McKinney and 
Malapit, PC
114 E. Washington St.
Muncie, IN 47305

Quick Response CPR
Dennis Smith
2045 Banburry Pl.
Avon, IN 46123

Surplus Tools
Tony Riccardi
Cameron Riccardi
7882 South Ridge Dr.
Mooresville, IN 46158

West Side Mental 
Health, Soares 
Behavioral Health, Inc.
Santen Mental Health 
Services, LLC
JED Mental Health PC
Susan Soares
192 N. S. R. 267 
Ste. 300
Avon, IN 46123

SBA GUARANTEED 
LOANS

Hamilton County

Allstate Insurance
718 Adams St., Unit 102 
Carmel, IN 46032
$198,100
First Financial Bank [OH]

CJB Holding, Inc.
175 Harrowgate Dr.
Carmel, IN 46033
$400,000
Ridgestone Bank [WI]

Daymon and 
Associates, LLC
3249 State Road
Westfield, IN 46074
$263,000
Wells Fargo Bank [SD]

DSB32, Inc.
845 Westfield Rd.
Noblesville, IN 46062
$2,521,800. Security 
Federal Saving Bank 

Freedom  
Chiropractic Corp.
11876 Olio Rd., Ste. 500
Fishers, IN 46038
$400,000
Salin Bank & Trust Co. 

G. MacInnis 
Construction
354 N. 10th St.
Noblesville, IN 46060
$20,000. The Huntington 
National Bank [OH]

G. Michael Salon, LLC
16095 Prosperity Dr.
Noblesville, IN 46060
$40,300. $50,000
The Huntington National 
Bank [OH]

Green Stone  
Holdings, LLC
4455 Conner St.
Noblesville, IN 46060
$207,300
PNC Bank [DE]

Image Streaming 
Solutions, LLC
15418 Mission Hills Dr.
Carmel, IN 46033
$150,000
Old National Bank

Indy Auto Man, LLC
969 N. Rangeline Rd.
Carmel, IN 46032
$1,325,000
Ridgestone Bank [WI]

J & M Guzzi  
Ventures, LLC
902 E. 106th St.
Indianapolis, IN 46280
$784,000
Stearns Bank [MN]

Kinsey's Floor 
Covering, Inc.
16222 Allisonville Rd.
Noblesville, IN 46060
$50,000. $466,000
The Huntington  
National Bank [OH]

Kirkbooher  
Enterprise, LLC
112 Shadowlawn Dr. 
Fishers, IN 46038
$100,000
Chase Bank [DE]

LiveLight Clinic, LLC
14297 Bergen Blvd., 
Ste. 100
Noblesville, IN 46060
$85,000
Mainsource Bank 

Montgomery  
Aviation, Inc.
11329 E. State Rd. 32
Zionsville, IN 46077
$1,000,000
Ridgestone Bank [WI]

Outlook  
Properties, LLC
842 Spruce Dr.
Carmel, IN 46032
$1,282,000
Keybank [OH]

Pinpoint Holdings, Inc.
8610 106th St., Ste. 200
Fishers, IN 46037
$500,000. $1,000,000 
First Financial Bank [OH]

RK Oil Corp.
952 Maple Ave.
Noblesville, IN 46060
$409,000
Celtic Bank [UT]

Sgroi Enterprises, LLC
8270 E. 96th St.
Fishers, IN 46037
$315,000
Ridgestone Bank [WI]

Thai Sushi House, LLC
8603 E. 116th St.
Fishers, IN 46038
$50,000. The Huntington 
National Bank [OH]

Waterstreet 
Consulting, LLC
350 Coventry Way
Noblesville, IN 46062
$150,000
Ridgestone Bank [WI]

Hancock County

Fall Creek Veterinary 
Medical Center
9667 Geist Crossing Dr.
Mc Cordsville, IN 46055
$681,000
Premier Captial Corp.

G.T. Services, Inc.
6314 W. Broadway
Mc Cordsville, IN 46055
$100,400. The 
Huntington National 
Bank [OH]

K-Medical, LLC
Harbor Bay Dr.
Fortville, IN 46040
$350,000
First Home Bank [FL]

Hendricks County

Dean's Rent All  
Real Estate, LLC
13 Railroad St.
Brownsburg, IN 46112
$867,500. First Bank 
Finanacial [WI]

Fleece Performance 
Engineering, Inc.
468 Southpointe Circle, 
Unit 100. Brownsburg, IN 
46112. $137,000
North Salem State Bank

MCC Equipment and 
Service Center
2707 E. Main St., Lot 3
Plainfield, IN 46168
$537,000
Premier Captial Corp.

Nysewander, Geans 
& Stucky, LLC
Crown Plaza Blvd.
Plainfield, IN 46168
$351,000
First National Bank

Upaint Pottery  
Studio II, LLC
1820 E. Main St.
Plainfield, IN 46168
$15,000
PNC Bank [DE]

Johnson County

Aqua Fun Pools, LLC
3100 Meridian Parke Dr.
Greenwood, IN 46142
$50,000. The Huntington 
National Bank [OH]

Austin Carpet 
Cleaning, Inc.
1745 Alder Rd.
Franklin, IN 46131
$50,000. The Huntington 
National Bank [OH]

Avtar Trucking, Inc.
5502 Glen Canyon Dr. 
Indianapolis, IN 46237
$158,900. The 
Huntington National 
Bank [OH]

Dashmesh  
Trucking, LLC
2918 Hearthside Dr.
Greenwood, IN 46143
$100,400. The 
Huntington National 
Bank [OH]

Mangal  
Management, LLC
E. 56th St.
Indianapolis, IN 46143
$500,000
Fifth Third Bank [OH]

Tiffany's Cheer and 
Dance Studio, Inc.
505 Pushville Rd.
Greenwood, IN 46143
$650,000. The 
Huntington National 
Bank [OH]

Upaint Pottery  
Studio II, LLC
3113 W. Smith Valley 
Rd., Ste. D
Greenwood, IN 46142
$115,000
PNC Bank [DE]

Zingas Exciting 
Windows, Inc.
374 Southwind Ln. 
Greenwood, IN 46142
$150,000
Chase Bank [DE]

Marion County

Aerodyn  
Engineering, Inc.
1919 S. Girls School Rd.
Indianapolis, IN 46241
$680,000
Indiana Statewide CDC

AJ's  
Transmissions, LLC
4026 Senour Rd.
Indianapolis, IN 46239
$274,200
PNC Bank [DE]

Benchmark Property 
Services, Inc. 
7807 W. Morris St.
Indianapolis, IN 46231
$31,600. 33,000
The Huntington National 
Bank [OH]

Big Dog Property, LLC
7418 S. Madison Ave.
Indianapolis, IN 46227
$567,900
Mainsource Bank 

Bullseye Event  
Group, LLC
6201 Winthrop Ave., 
Ste. 8
Indianapolis, IN 46220
$100,000
The Huntington National 
Bank [OH]

Cargo Lines, LLC
1438 Danielle Dr.
Indianapolis, IN 46231
$48,800. The Huntington 
National Bank [OH]

Eagle Creek Aviation 
Services, Inc. and 
Affiliates
4101 Dandy Tr.
Indianapolis, IN 46254
$1,050,000
Ridgestone Bank [WI]

Fagura1, LLC
7202 E. 82nd St.
Indianapolis, IN 46256
$1,139,000
NOA Bank [GA]

Fall Creek Montessori 
Academy, LLC
7770 E. 88th St.
Indianapolis, IN 46256
$250,000
Premier Captial Corp.

Gauge Telematics, LLC
57 Gasoline Alley
Indianapolis, IN 46222
$475,000
Ridgestone Bank [WI]

Hoosier Dental  
Techs, LLC
1303 Mornington Dr.
Indianapolis, IN 46239
$150,000
Celtic Bank [UT]

Hope Plumbing, LLC
2144 E. 52nd St.
Indianapolis, IN 46205
$54,000
Indiana Business Bank 

Hotel Tango  
Whiskey, LLC
702 Virginia Ave.
Indianapolis, IN 46203
$100,000
Indiana Business Bank

Indianapolis Signworks
5349 W. 86th St.
Indianapolis, IN 46268
$250,000. Flagship 
Enterprise Center

JE Hauling, LLC
5827 Churchman Ave.
Indianapolis, IN 46203
$150,000
Mainsource Bank 

Just On Time  
Transport, Ltd.
5612 Edgewood  
Trace Blvd. 
Indianapolis, IN 46239
$25,500. $144,000
The Huntington National 
Bank [OH]

Just Packaging, Inc.
3835 E. 21st St.
Indianapolis, IN 46218
$670,000. Business 
Development Corp. 

Lick, LLC
Circle City Ind.  
Complex 1125
Indianapolis, IN 46202
$150,000
Indiana Business Bank

Med-Bill Corp.
8646 Castle Park Dr.
Indianapolis, IN 46256
$100,000. $700,000
Bank United [FL]

Midland Electric 
Supply, LLC
5818 Massachusetts 
Ave., Indianapolis, IN 
46218. $1,017,500
Wells Fargo Bank [SD]

N&S Market, Inc.
3901 Farnsworth St. 
Indianapolis, IN 46241
$243,000
Wilshire Bank [CA]

New Century  
Sales, Inc.
5684 W. 74th St.
Indianapolis, IN 46278
$150,000
The Farmers Bank 
Frankfort

The Nice Law Firm, LLP
1311 W. 96th St.,  
Ste. 200
Indianapolis, IN 46260
$150,000
Celtic Bank [UT]

Richardson Mechanical 
Services, Inc.
1722 E. Riverside Dr.
Indianapolis, IN 46202
$75,000. The Huntington 
National Bank [OH]

Rock World, Inc. 
8750 Corporation Dr. 
Indianapolis, IN 46250
$50,300. The Huntington 
National Bank [OH]

Rods Quality  
Concrete, Inc.
10232 Greenbrook Ct.
Indianapolis, IN 46229
$50,000
Keybank [OH]

PLANNER OF NOTE
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SMART
Electric, LLC

Systems Maintenance and Repair Technicians

smartelectric.org

Specializing in…
• New Facility Electrical Work
• Remodel or Office Addition
• Electrical Design Build

mscott@smartelectric.org

Michael Scott
(317) 203-5424
(317) 517-0947

Morse Moving & Storage
Specializing in Commercial Moves

Any size office or business.
Local or Long Distance.

(317) 856-1700

4219 S. High School Rd.
Indianapolis, IN 46241

www.morsemoving.com

ELECTRIC

HYPNOSIS

MOVING SERVICES

Robert McBride
Agency Owner

Award Winning Indiana Agency

Allstate Insurance Company
307 East Main Street

Brownsburg, IN 46112
Ph: 317.852.7283

Fax: 317.852.6306
RobMcBride@Allstate.com

Life & Retirement 
Programs

Home, Auto & More
24-Hour

Customer Service

INSURANCE

COUNSELING SERVICES

Ph: (317) 852-2300 • Fax: (317) 852-2416
515 N. Green Street, Suite 301

Brownsburg, IN 46112

ccscounseling.net

Specializing in:
•  Business 

Destressing
• Individual
• Family

OFFERING A 
WHOLISTIC

APPROACH TO 
TREATMENT

YOUR AD
COULD BE 

HERE!
CALL TODAY

TO ADVERTISE
MONTHLY
451-4088

ATTENTION: 
YOUR PRODUCT, POSITION 

OR SERVICE RELATED AD 
COULD BE HERE!

To Advertise, call Sherry Moodie at 
(317) 451-4088

HEATING & COOLING

Advertise today! Call 451-4088

Signal Rock 
Properties, LLC
8215 W. Morris St.
Indianapolis, IN 46239
$377,000. First Bank 
Financial [WI]

Soros Clinical 
Solutions, LLC
5635 W. 96th St.
Indianapolis, IN 46278
$325,000. $901,800
BMO Harris Bank [IL]

Speedway Indoor 
Karting, LLC
1067 Main St.
Speedway, IN 46224
$1,614,000
Premier Captial Corp.

Veridus Group, Inc.
6280 Shadeland Ave.
Indianapolis, IN 46220
$622,600
Wells Fargo Bank [SD]

West Fort  
Whiskey Co. 
8557 Zionsville Rd.
Indianapolis, IN 46268
$13,000
Chase Bank [DE]

Morgan County

The UPS Store
480 N. Town Center Rd. 
Mooresville, IN 46158
$169,000 
Premier Captial Corp.

Shelby County

Bradley Phifer Dog 
Training, LLC
10551 N. 800 W.
Fairland, IN 46126
$136,000
Premier Captial Corp. 

Vic Nasby 
Fabricating, Inc.
4894 E. Blue Ridge Rd.
Shelbyville, IN 46176
$150,000
Mainsource Bank 

PLANNER OF NOTE

BIZ BRIEF
Heights Finance 
ribbon cutting

Heights Finance Corporation 
opened a location at 613 Dan Jones 
Rd., Avon, on Thursday, Sept.3. Mem-
bers of the  Avon Chamber of Com-
merce along with new Branch Manager 
Kelly Cletzer, District Manager Jeremy 
Milner and company President Stan 
Butler participated in a Ribbon Cutting 
ceremony. Heights Finance Corpora-
tion can be reached at (317) 272-0472 
or heightsfinance.com. 

Photo by Sherry MoodieHeights Finance joined by members of the 
Avon Chamber of Commerce.

HEAT
&COOL LLC. SINCE 1970

72 W. Main St., Danville, In 46122
Call: (317) 745-5635
Fax: (317) 745-1340

SALES • SERVICE
HEATING • AIR CONDITIONING

www.heatandcool.net

“Your comfort is our business!”

ADVERTISING - YOUR AD COULD BE HERE!

Reach the best markets  
in metro Indianapolis.

To advertise, call 451-4088



You’re there for each other. Indiana University 
Health is here for both of you. We offer the latest in 
mammography technology for your best chance at 
early detection. Our advanced digital mammography 
options now include 3D mammograms with breast 
tomosynthesis—a clearer, more accurate scan for 
women at higher risk. Let our highly skilled doctors 
fi nd the right options for you and your loved ones. 

©2015 IU Health


