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By Becky Schroer
Transportation analysts estimate 89,000 

new tractor trailer drivers need to be hired 
annually for several years to satisfy the 
trucking industry shortage. The National 
Transportation Center (NTC) is proposing a 
197-acre complex off Interstate 70 in Clay-
ton to address the need. It will explain its 
plans during an open house for the commu-
nity on Oct. 7, 10 a.m. to noon, at the Deer 
Creek Golf Club, 7143 S. Hwy. 39, Clayton.

Among the reasons for the shortage are 
retiring drivers and new regulations, said 
Paul Menig, voluntary chairman of the NTC 
Foundation, a 501(c)(3) organization sup-
porting the new National Transportation 
Center, Inc., development. “Until now, no-
body has been making a significant nation-
al effort to address the gaps. The National 
Transportation Center is the nation’s first 
centralized transportation industry educa-
tional training and employment center,” he 
explained, adding that the NTC is focusing 
on training military veterans and recent high 
school graduates to address this need. 

Menig said the Clayton location is ideal 

due to its proximity to the Indianapolis In-
ternational Airport and downtown India-
napolis, and because it is within a day’s drive 
of more than half of the U.S. population. He 
added that the acreage is currently farm land 
that was purchased in May this year. The re-
zoning process is underway, with ground-
breaking anticipated fall 2016. 

The campus-like setting will be home to 
classrooms, student dormitories, a work 
center, a retail village, and a rehabilitation 
center serving the needs of disabled veter-
ans. Online virtual training also is expected 
to be incorporated. Initial student registra-
tion is planned for fall 2017, with the Pa-
triot’s Village and the rehabilitation center 
opening in spring 2018. 

“The National Transportation Center is 
a collaborative effort addressing the trans-
portation industry’s critical and long-term 
training needs, workforce recruitment and 
retention efforts, while supporting veter-
ans transitioning from active duty and seek-
ing new challenges,” said Menig, who also is 
CEO at Tech-I-M, LLC. He explained that 
students who complete the training will 

leave the center with their certification and 
able to step into well-paying jobs within the 
trucking industry.

 The organization is currently oper-
ating at 5250 East U.S. Hwy. 36, Ste. 1101,

Avon, and may be contacted via phone 
855-682-8387 and email cinda@national-
transportationcenter.com.

Nation’s first transportation campus proposed 
for Clayton; open house Oct. 7

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/.

THE PERSONAL TOUCH

By Scott Flood
Of all the phrases I’ve encountered in my 

career, few frustrate me as much as “dumb it 
down.” When someone suggests that some-
thing needs to be “dumbed down,” he or she is 
actually insulting the audience for being less 
knowledgeable or less intelligent. 

Simply put, if people can’t understand what 
you’re trying to say, they can’t do what you 
want them to do. Communicating with them 
at their level of understanding isn’t “dumbing 
down,” it’s being a kind, effective communi-
cator.

Years ago, I worked with a CPA who had 
an encyclopedic knowledge of federal taxes. 
His clients hired his firm for that expertise. 
But he was far more interested in preserving 
the prestige of his profession than in actually 
sharing his knowledge, so he insisted that his 
marketing materials be written in the same 
convoluted style as the tax code. That’s a com-
mon malady among some professionals. 

Compare Mr. Accountant to the skilled 
professionals who constantly adjust their own 
knowledge to the level of their audiences. We 
call them teachers. The average science teach-
er has amassed deep knowledge of her disci-
pline, understanding extremely complex con-

cepts at the graduate level. But when it comes 
time to explain those concepts to her classes 
-- whether they’re juniors, seventh-graders, 
or grade-schoolers, she can’t use graduate-
level language. She has to present the mate-
rial at age- and developmentally appropriate 
levels.

The best teachers you had were brilliant, 
but I’m certain that they never made you feel 
as though they were “dumbing down” their 
subject matter so you would understand it. 
That’s because they grasped that it was up to 
them to reach out to you at your level, not the 
other way around. 

When it comes time to share what you 
know with people outside your field, remem-
ber your outstanding teachers and use their 
techniques as a model. Convey your informa-
tion at your audience’s level. And please wipe 
the phrase “dumbing down” from your vocab-
ulary.

Should you dumb it down?

3925 River Crossing Pkwy, Suite 300   |   Indianapolis, IN 46240   |   800.469.7206 / 317.472.2200   |   somersetcpas.com

ACCOUNTING.  ADVISING. 

ART!
We are thrilled to be sponsoring the Somerset CPAs 
and Advisors 50th Annual Penrod Arts Fair  !
Saturday, September 10th   9:00 am - 5:00 pm 
www.penrod.org

®
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Rick Myers is founder and publisher of 
the Hendricks County Business Leader. 
Email: rick@businessleader.bz

A little lesson on 
employee retention 

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.

FROM THE PUBLISHER

For those of you who hire and manage 
employees this may not surprise you: 47% of 
all resumes are falsified? 

I learned that and a few more interesting 
tidbits as it relates to employee retention 
while attending a recent seminar put on by 
Express Employment Professionals.

Attending the seminar, featuring Jack 
Smalley, Director of Human Resources and 
Learning Development for Express Employ-
ment Professional, was, given my schedule, a 
rarity. I attended because there doesn’t seem 
to be a discussion that goes by - both with 
small business owners and managers I meet 
- that employee retention or hiring the right 
employee isn’t the topic of discussion.  

My business partner has a valid theory 
about the interview process. He believes that 
what you see in that time frame is what you 
get. The prospective employee is giving you 
his/her very best in that interview. Smalley 
said that a bad hire will cost you 15% of a sal-
ary, so getting it right is a must. 

So how do you do that? 
He suggested two practices: One, give the 

prospective hire an audition for lack of a bet-
ter word. Pay them to do the job for a short 
period of time; you’ll know very quickly if 
it doesn’t work out. Finally, he said that it 
is very important the hire is mentored. For 
some that is very difficult – because it in-
volves teaching – still, mentoring and letting 
the hire know you care about his/her devel-
opment goes a long way in to retention. 

Smalley said a new hire has decided in the 
first 30 days whether the new job is going to 
work out for them or not. 

If you have best practice as it relates to the 
hiring process and or employee retention, I’d 
love for you to share it with me. Human re-
sources, I believe, is the most important top-
ic for businesses of all sizes- but especially 
the small business owner. 

It’s time we get them right.

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

866.348.4674
www.StateBankofLizton.com

Local Decisions.   
People You Know.  

We Do That!
“We’ve added some well-known lenders to 
our team at State Bank. They want you to 
have the kind of relationship that makes a 
difference for your business. And we’re giving 
them the tools to do that.” — Mike Baker

Put our strength to work for you. 

900 E. 56th Street
Brownsburg

317.858.6182 

Mike Baker
President and CEO

Vice President,  
Commercial Lender
5201 E. US 36, Suite 213 
Avon 

317.858.6118 

Cathy 
Adams

Vice President,
Commercial Lender 
2100 Stafford Road
Plainfield

317.858.6178 

Emily
Biehn

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

317.858.6154 

Greg
Zusan

Diane
Stennett

Vice President,  
Retail Leader &  
Business Development
900 E. 56th Street
Brownsburg 

317.858.6144 

#40419 SBL LendingWeDoThatCEO_BL4.7667x9.5.indd   1 6/6/16   3:35 PM
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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 content should call (317) 
300-8782 or email sponsored@businessleader.bz.

Indiana: we like No. 2?

Our View

OPINION

CartoonQuote of the Month

It takes 20 years to 
build a reputation 

and five minutes to 
ruin it. If you think 
about that, you'll do 
things differently.” 

~ Warren Buffett

Humor

How much 
does privatized 

infrastructure cost?
Public – private partnerships (P3’s) 

have emerged as a possible strategy to 
fill funding gaps at the city and state 
level. They exist as a long-term con-
tract between private and government 
entities in which the former provides a 
public asset or service while also bear-
ing the management risks.

Recently, The Town of Plainfield was 
introduced to the idea as a possible so-
lution for an expired federal grant. This 
particular grant was being used to fund 
the bussing system that transports em-
ployees from the Marion County bor-
der to their workplaces in Plainfield.

From a political standpoint, address-
ing infrastructure woes without raising 
taxes could seem an attractive proposi-
tion – especially when Election Day ap-
proaches. But what are the possible pit-
falls of P3’s? It’s hard to talk about the 
subject without bringing up the Aus-
tralian-Spanish based ITR Commis-
sion Co. that filed for Chapter 11 Bank-
ruptcy in 2014 eight years after Mitch 
Daniels privatized Indiana Toll Roads 
in 2006. 

“The framework has evolved since 
its original introduction and is under-
pinned by the notion that P3 strategies 
must balance the interests of society, 
state, industry, and the market for ulti-
mate success,” writes Michael J. Garvin, 
an Engineering Prof. at Virginia Tech 
– from a 2015 issue of Public Works 
Management Policy. 

Factors involved in every PP3 are 
different, and by traditional methods, 
incomparable - a fact that stresses the 
importance that Policy-makers are able 
to foresee, with the best or their ability, 
what P3’s will do for Hendricks County.                                    

During last month's Bicentennial Torch 
Run through Hendricks County, I learned 
many things about Indiana that I did not 
know. This hurts because I thought I knew 
everything.

One fact that hurt more than the others 
was when I learned that Indiana is the sec-
ond leading producer of United States Vice 
Presidents behind New York. We also are 
the second best producer of VP candidates. 
This added to the Mike Pence candidacy for 
VP filled me with pride. I'm not sure what the 
bumper sticker for this point of pride might 
read. Perhaps "Indiana: No. 2 at No. 2.

I knew of only two VPOTUS' from the 
Hoosier state: Thomas Hendricks, who was 
the VP for Grover Cleveland and the nephew 
of our own county's namesake, Gov. William 
Hendricks. I also heard of this Dan Quayle 
person, but I've tried to forget.

In total, five Hoosiers were elected vice 
president. Quayle was VP under George H. 
W. Bush from 1989 to 93. His greatest accom-
plishment to vice-presidential history was 
helping children around the U.S. spell potato. 
No disrespect intended toward our native son 
who now lives in Arizona.

This may be a shocker to the Republican 
stalwarts of Hendricks County, but nephew 
Thomas, was a Democrat. He is distinguished 
because he ran for VP before with Samuel Til-
den in the controversial election of 1876. That 
election went to Rutherford B. Hayes.

Charles Fairbanks, a lawyer from India-
napolis, worked for rich people on the rail-
road before getting involved in politics. He 
was the elected Senator from Indiana in 1896, 
then, was picked to be Theodore Roosevelt's 
running mate in 1904. The memorable aspect 
of Fairbanks' time was his ongoing feud with 
Roosevelt over policies. He didn't get a sec-
ond chance at VP. 

Fairbanks had a considerable amount of 
wealth and was the namesake for Fairbanks, 
Alaska and the addiction recovery hospital. 
His wife, Nellie, was a leading suffragist from 
Indianapolis.

Schuyler Colfax, born in New York City, 
moved to Indiana, as a young man and be-
came a newspaper publisher and deputy au-
ditor in St. Joseph County. He served, most 
notably, as the Speaker of the House during 
the Civil War. He cast the deciding vote for 
the 13th Amendment abolishing slavery. He 

served as VP for President Ulysses S. Grant 
for his first term. He was accused of taking 
money as a quid pro quo for the Trans Con-
tinental Railroad and left politics and Wash-
ington D.C. in disgrace. He then made a living 
as a lecturer on the life and times of Abraham 
Lincoln. So many places and schools around 
the U.S. are named after Schuyler Colfax in-
cluding Colfax, Indiana.

Pence follows the VP ascendency model 
of Thomas Riley Marshall, a Democrat from 
North Manchester, Ind. He was governor 
who was tapped to be VP by Woodrow Wil-
son. He is most noted as having coined the 
phrase, "What this country needs is a good 
5-cent cigar," during a senate debate in which 
he presided.

Hoosier humor is a lasting thing, obviously. 
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By Gus Pearcy
After prohibition ended in 1933, Indiana 

established a three-tier system of alcohol dis-
tribution likely to gain tax revenue off of the 
popularity of the previously-banned spirits. 
Producers were only allowed to sell to whole-
salers, and retailers were only allowed to buy 
from wholesalers. These wholesalers or dis-
tributors were split into hard liquor and beer.

Lance Rhoades, 61, is third-generation own-
er of Rhoades Beverage Company in Plainfield, 
which was started by his grandfather Frank 
around 1941. 

"Do you remember how the license branch 
used to be?" Rhoades begins. "Whoever was 
in power – Republicans or Democrats – had 
the license branch. So each county chairman 
had one. Well, back in the late 30s, or prob-
ably right after prohibition (was repealed), the 
county chairman got the license branch and 
the treasurer got the beer business."

This was a patronage 
system based on which 
party controlled the gov-
ernor's seat. Eventually, 
the equipment needed 
to successfully distribute 
beer and wine became 
too hard to keep switch-
ing, and the practice of 
patronage was disbanded. 
Owners of the equipment 
and warehouses were 
granted licenses, and thus 

Rhoades Beverage was born in 1941.
It grew quickly. Territories were abandoned by the brewers in fa-

vor of a single distributor for each state.
Back then, Rhoades distributed Budweiser, Miller, Falls City Ster-

ling, and many of the smaller breweries like Champagne Velvet out 
of Terre Haute. 

Rapid growth had Rhoades selling 5 million cases a year for An-
heuser-Busch (Budweiser). Lance got into the business in 1979 buy-
ing his father, John, out in 1992. At that time, Rhoades Beverage em-
ployed 110 and ran 20 trucks continuously. The stress was getting 
unbearable. So, shortly after he purchased it, Lance sold the Bud-
weiser and Miller contracts off to Monarch Beverage, then sold off 
the Pabst contracts. Now, Rhoades focuses on craft-style beers.

"It's getting back to where the business started a long time ago," 
Rhoades said. "Getting away from the corporate world. It's more fun."

Rhoades, decorated with numerous tattoos, is steering his busi-
ness toward smaller craft breweries. Particularly, foreign craft beers 

from Iceland, Canada, and Greece, which he 
sees as the coming trend for drinkers. The 
tradeoff is smaller breweries but larger terri-
tory. It's not as much profit, but the markup is 
higher. Rhoades is usually the exclusive Indi-
ana distributor for the brands.

Rhoades is also branching out into produc-
ing beer for other states.

He owns the trademark for Cook's Beer and 
has it produced in Evansville. Brew Link, a 
Plainfield craft brewer, is renting space from 
Rhoades to brew. In turn, Rhoades is taking 
some of the company's specialties, like the 
Ivory Stout, and selling it across the country.

Every retailer of beer in Indiana must buy 
its beer from a distributor. If they want craft-
brewed beer from Iceland, they have to buy it 
from Lance. This includes grocers like Trad-
er Joe's. Rhoades is also allowed to sell – they 
also distribute some soda pop like XXX Root 
Beer.

"Our No. 1 allegiance is really to our (re-
tailers) because they have to sell it," Rhoades said. "And if I bring 
something in that they're not going to sell, it does nobody any good. 
They're not going to sell it and I'm just going to have an upset sup-
plier. That's why it is really important to find which ones are going to 
sell and which ones aren't."

An active person, Rhoades reared five children, raced motocross 
and used to flip houses he refurbished. Soon, he became a broker and 
now owns ReMax Centerstone franchise, the second highest produc-
ing ReMax franchise in the state, and one of the top 50 in the nation.

He just doesn't quit.

ALL 'RHOADES' LEAD TO A 
NEW ADVENTURE

Lance Rhoades of Rhoades Beverage Co.  
in pursuit of success 

How Lance did it?
What’s the best advice you ever received?
“Everyone lies”

Best business decision you ever made: will 
be the one I make next.

In five years, I want ... In five years, I want ... 
to still be enjoying life, my business and my 
health.

My secret to success... is to hire good 
people, to work smarter than the 
competition , and to keep looking forward 
to find the new trends that will shape 
tomorrow’s business.

COVER STORY

Rhoades Beverage Co. 
770 Andico Rd. 

Plainfield, IN. 46168
(317) 839-2504

info@rhoadesbeverage.com

Lance Rhoades (also on cover). 
Photos by Rick Myers

"It's getting back  
to where the 

business started a 
long time ago."

~Lance Rhoades

We Do That!We Do That!
www.StateBankofLizton.com | 866-348-4674

APPLY ONLINE:  
https://gpatterson-statebankoflizton.mortgagewebcenter.com

We have the right tools for your Construction Loan!
BENEFITS • Competitive fixed rates • Up to 12 months to build 
• Maximum loan-to-value ratio of 90%  • Interest only monthly payments

Gretchen Patterson
Mortgage Lending Manager

317-858-6112  
NMLS #543429

#38407 SBL ConstructionLoans_F10.25x1.5.indd   1 5/31/16   2:13 PM

Lance's list…
Five books that have shaped Lance 
Rhoades: 
n Winning by Jack Welch
n Titan: the story of John D Rockefeller
n The Giver
n Atlas Shrugged
n Goals By Zig Zigler

Right: From left, John and 
Pat Rhodes with August 
Busch Jr. during a dinner 
party circa 1961. 
On the cover: Lance 
Rhoades in his warehouse 
in Plainfield.

Lance Rhoades
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OPEN 4 BIZ

The owner of Danny’s Mexi-
can Ice Cream, Angel Benitez, 
is as unique as the products 
that he sells. A 2016 Avon High 
School graduate, Benitez real-
ized quickly that he would not 
be happy working for someone 
the rest of his life. 

“I realized I wanted to be my 
own boss. I sold my truck, used 
the money for a down payment 
and found a location in Avon,” 
explained Benitez.  “Mexican 
Ice Cream has a thicker texture 
and is creamier than traditional 
ice cream,” added Benitez. 

In addition to 40 flavors that 
will be rotated, Danny’s Mexi-
can Ice Cream also offers milk-
shakes, ice cream bars, flan and 
Esquites, a traditional Mexican 
dessert. 

Describe your business in 
one sentence. 

Danny’s Mexican Ice Cream is all about 
homemade ice cream with real natural in-
gredients. 

Why did you want to open  
your own business?

I opened my own business solely because 
I had previously worked for my uncle, who is 
the ice cream producer. I had seen how fan-
tastic the ice cream was and had toyed with 
the idea that I could someday distribute this 
amazing ice cream for everyone to come and 
see how truly amazing it was. I always had 
thought that being self-employed was the 
ideal way to live, so these both went hand in 
hand. 

What advice would you give someone 
starting their own business?

Never give up on making that dream a re-
ality, opening a business can and will be an 
adventure. You will meet new people and 
learn new things along the way. At times it’ll 
seem like opening a business is too difficult 
and you’ll get frustrated but trust me, it’ll all 
be worth it in the end.

What is one thing that could help your 
business?

One thing that could help my business is 
expansion through new equipment. We al-
ways have a lot of customers come in and 
it seems as if at times during our heaviest 
hours or when we offer special deals, that 
we’re under-equipped

What do you think about your  
business’s future?

I feel as if this ice cream shop has expo-
nential potential. I feel as if the idea of Mexi-
can style ice cream will catch on and intrigue 
more and more people. I plan to expand and 
reach out to more areas in Indiana while still 
maintaining great and convenient customer 
service. All in all, I feel as if Danny’s Mexican 
Ice Cream will do a great job not only ideal-
istically, but realistically. 

Cool operator

Danny’s Mexican Ice Cream
Angel Benitez, owner

7730 E. US Hwy. 36 
Avon IN 46123
(317) 607-8391

angelbenitez75@icloud.com
dannysmexicanicecream.com

facebook.com/dannysmexicanicecream

Compiled by Sherry Moodie

Owner of Danny's Mexican Ice Cream, Angel Benitez 
Photo by Sherry Moodie

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.

By Jeff Binkley
A “pickle” for those of you not familiar, 

is a baseball term referring to when a base 
runner gets caught in a run down between 
bases. In other words, if you are in a pick-
le, you are in a difficult position. You have a 
problem with no easy answers. The Fed, dear 
reader, is in a pickle.

At press time (Sept. 2016) everyone and 
their neighbor now thinks the Fed not only 
won’t raise rates at their September meeting 
but is also starting to doubt a December in-
crease as well. The Fed wants a core inflation 
rate (core rate excludes volatile food and en-
ergy prices) around 2 percent and estimates 
a desirable (or at least acceptable) median 
unemployment rate of 4.8 percent (federal-
reserve.gov/faqs/money_12848.htm). The 
core inflation rate sits at 2.2 percent for 
the 12 months ending July 2016, so the Fed 
would should feel confident in that number 
and want it to stay where it’s at.  To the ef-
fect that they normally would keep rates lev-
el which maintains the economy.  Inflation is 
the second  baseman.

As noted above, the Fed would like to 
see an unemployment rate around 4.8 per-
cent (median). So when the Bureau of Labor 
Statistics (BLS) said the unemployment rate 
in July fell .1 percent to 4.8 percent, the Fed 
could potentially feel good about that. But 
alas, those who dove into the numbers (like 
yours truly) quickly realized that the rate fell 
to that level only because half a million peo-
ple quit looking for work. And job growth, 
to put it bluntly, stinks. The July jobs report 
estimated that the entire country created 
a measly 151,000 jobs in July.  Job growth 

numbers continue to fluctuate, kind of like 
the shortstop backing up 2nd when 3rd has 
the ball or vice versa.  Job growth is short-
stop.

So that leaves the dollar as 3rd baseman. 
The dollar had been strengthening smartly 
since mid-2014 but has weakened year to 
date 2016. The Fed doesn’t necessarily want 
a strong dollar. A strong dollar makes im-
ports cheap and keeps inflation low. Cheap 
imports cause jobs and job growth to go 
overseas, so the declining dollar could actu-
ally make it easier for the economy to handle 
an increase in interest rates. Except for the 
fact that, generally speaking, higher interest 
rates cause a nation’s currency to rise in val-
ue … thus the pickle.  

The Fed is the runner stuck between 2nd 
and 3rd.   The ball goes to 3rd (strong dollar), 
inflation goes down, unemployment goes 
up, runner (the Fed) then moves back to-
ward 2nd (i.e. lowers rates).  Ball goes to 2nd 
(inflation), dollar loses value, exports rise, 
employment goes up, runner then moves 
toward 3rd (raises rates). And the cycle re-
peats.

The Fed’s in a pickle. 
I just hope that hard-working Americans 

aren’t the ones who get thrown out.   

Inflation is playing second 
job growth is shortstop, 

the dollar’s on third, and the Fed? 
The Fed’s in a pickle

MONEY MATTERS

BIZ BRIEF

E-commerce distribution center  
opens in Plainfield

VMInnovations, a Nebraska e-commerce company, has opened a distribution center 
in Plainfield’s warehouse district. The company is investing $4.75 million and expects 
to create 75 new jobs by 2021. The company is currently hiring. Products such as home 
and garden, electronic, outdoor, sporting, baby, and spa items will be distributed na-
tionwide from the new center. The company received up to $400,000 in conditional tax 
credits from the state based on job creation and additional incentives from Plainfield. 



featuring

MAKING STRIDES 
Against Breast Cancer®

Saturday | October 22 |  7 p.m.
Hendricks County 4-H Fairgrounds 

& Conference Complex
For more info, call (317) 557-1111

to 
benefit

$20
Tickets

at the
Door

DON’T
MISS!!

Special Mystery 
Guest Appearance

Rick Myers' inaugural

Mississippi
Raglips a n d  
The Riverdogs
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Jack Klemeyer is the founder and head 
performance coach of GYB Coaching 
(gybcoaching.com). Contact him at: 
Jack@GYBCoaching.com.

COACH’S CORNER

By Jack Klemeyer
When in sales or discerning whether or not 

to take on commitments, it might just be best 
to say or hear a solid, “No.”

However, when engaged in selling, it seems 
hearing the dreaded word “no” from a pros-
pect or customer is the one thing everyone 
wants to avoid. In fact, the fear of “no” can 
be so great that it prevents salespeople from 
asking for the sale, or worse, to avoid making 
calls all together. This is one of the reasons 
sales call reluctance can be so devastating to a 
salesperson and their company. Yes, sales call 
reluctance is a very real thing that can make 
or break a career or company.

In their great little book titled “Go for No,” 
Richard Fenton and Andrea Waltz point to 
the fact that many salespeople actually say 
“no” before the prospect does. Obviously, this 
habit will limit sales and a person’s sales suc-
cess. Fenton and Waltz suggest that a sales-
person make a goal of getting a predeter-
mined number of noes in a day or calling 
period. This transforms the fear of hearing 
“no” into a reward of sorts so that the sales 
person keeps asking until they achieve the 

number of refusals or noes they set as a goal. 
The late David Sandler, sales trainer ex-

traordinaire, explained in his book, You Can’t 
Teach a Kid to Ride a Bike at a Seminar, that 
salespeople and prospects should agree to 
one thing regarding a sales call. He said it is 
OK for a prospect to tell him “no” and it’s OK 
for a prospect to say “yes,” but it is not accept-
able to spend time together and then have a 
prospect say, “I’ve got to think it over.”

So, while you think over that bit of sales 
advice, consider furthering your personal 
growth by investing in either, or both, of the 
books I have referenced in this article. Edu-
cating yourself and then implementing and 
practicing what you learn is the best way to 
make tangible changes to improve your re-
sults.

 ‘No’ can be the best answer

You may be able to save  
up to 30% with:

Don’t pay  

your auto insurance yet 

Safe Driver Discount
Multi-Policy Discounts*
Life Multi-Policy Discount**
Multi-Car Discounts

Pay Plan Discount
First Accident Forgiveness
Discounts for Safety Features

Wade Mantooth
Mantooth Insurance Agency
7378 Business Cntr Dr Ste 100

Avon, IN 46123-8662

wade@mantoothinsurance.com

317-272-1010

*Discount eligibility, rates and coverages vary by state. **Life 
insurance not available in N.Y. S1041 Not all companies are 
licensed or operate in all states. Not all products are offered in 
all states. Go to erieinsurance.com for company licensure and 
territory information.

WIN FIELD LEVEL 
COLTS TICKETS!

Register today at www.raystrash.com for your chance to be a part 
of the Trash for Cash promotion at an Indianapolis Colts game in  
Lucas Oil Stadium. The lucky winner will receive four field level 
tickets, a Colts Jersey, and a chance to win $1,000 in cash!

VISIT OUR WEBSITE TO FIND OUT MORE

RAYSTRASH.COM
3 1 7 - 5 3 9 - 2 0 2 4
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By Becky Schroer
In Indiana, it is not unusual to drive by a 

dilapidated barn - shredded by the elements 
and forgotten. Bobby Williams and his team 
at Hoosier Barn Heroes in Plainfield are try-
ing to change that.

“We have a richness in Indiana,” Williams 
said about the beauty of the barns and the 
wood found here. However, he added, the 
number of barns in Indiana and across the 
country is dwindling. In 2007, the U.S. Cen-
sus reported 600,000 barns built prior to 

1960 were still standing compared to more 
than 3 million in the 1980s/1990s as report-
ed by the National Trust for Historical Pres-
ervation. “They are quickly going away. And 
barns are especially a valuable commodity 
out west,” he said, explaining that the farther 
west you go, the fewer old century barns 
there are because that part of the country 
populated later than the East and Midwest. 
“We would lose this heritage if not for vari-
ous organizations, including Hoosier Barn 
Heroes,” he said.

 “That’s the kind of preservation we would 
like to do more of. That’s where our passion 
is,” Williams said about bringing old barns 
back to life. The company has restored a 
1890s home in Zionsville using barn wood 
poplar and oak to match the floors. 

When the barns are no longer salvageable, 
Williams repurposes the wood. He has torn 
down three dilapidated barns and used the 
wood to create unique projects such as tap 
handles for Tap House 24 restaurant in Gre-
encastle, Indiana-shaped chalkboards, out-
door kitchens, and barn doors for residences 
and businesses.

It wasn’t until a few years ago that Wil-
liams realized this passion. A retired Plain-
field High School English teacher, he had 
developed his business BGW Construction, 
LLC. He wanted to create something unique 
for the Indianapolis Flower and Patio Show. 
So he contacted his long-time friend Jere-
my Riddell who had a business selling barn 
wood. The 1870s outdoor barn wood kitch-
en won top honors at the show. 

Williams said Riddell and he would drive 
throughout Indiana looking at old barns, 
while Riddell would educate him on the dif-
ferent types of barns and barn wood. “You 
can’t find this beautiful wood just anywhere,” 
Williams said, and it often is being burned or 
thrown away to clear land and make way for 
developments. “That whole experience and 
being educated by Jeremy ignited a passion 
in me,” he added. So a year ago, Williams 
purchased Riddell’s barn wood business. 

HGTV and other home improvement 
shows have sparked a barn wood trend 
that has ignited Hoosier Barn Heroes’ busi-
ness at 151 Williams Trace Road in Plain-
field. So much so that Williams is building 
a 7,200-square-foot building that will house 
the company’s office for client consultations, 
which would include 3D project imaging 
as well as a showroom of barn wood and a 
mill workshop for furniture. He anticipates 
breaking ground this fall with completion in 
spring 2017.

The new building (and sec-
ond structure he plans to rent) 
will sit on 1.54 acres within the 
nine-acre William Trace Park 
north of U.S.40. Williams and 
several of his relatives also live 
on the land, which has been in 
his family since 1950. 

Hoosier Barn Heroes and 
BGW Construction are locat-
ed behind R&M Automotive. 
Many long-time Plainfield res-
idents will recall his grandfa-
ther’s business, Williams TV 
and Appliances, now the loca-
tion of Crew Carwash, Big O 
Tire and American Mattress 
on U.S.40. William Trace road, 
which borders the west side of 
Crew Carwash, provides access 
to Hoosier Barn Heroes/BGW.

Williams employs former 
Plainfield High School social 

studies teacher Jason Schoeff as his gener-
al manager. Four of his seven employees are 
former students. The business also donates 
10 percent of its proceeds to an Indiana 
charity called Restored, Inc., dedicated to 
rescuing victims of sex trafficking and help-
ing them to regain their lives. Williams said, 
metaphorically, he sees similarities between 
the missions of Hoosier Barn Heroes and 
Restored. Restored strives to save and re-
store human lives; his mission is to save and 
restore old barns. 

Hoosier Barn Heroes passionate about saving barns, salvaging wood

“You can’t find  
this beautiful wood 

 just anywhere,”
~ Bobby Williams

Hoosier Barn Heroes made the tap handles found at Tap House 24 restaurant in Greencastle. 
Photo courtesy Bobby Williams

An 1870s outdoor barn wood kitchen resulted in top honors for Hoosier Barn Heroes at the Indianapolis Flower and 
Patio Show. Photo courtesy Bobby Williams

Bobby Williams (at top in lift) is seen here with his general manager Jason 
Schoeff (far left) and employees (left to right) Triston Southwood, Caleb 
Sheets, Jim Ruark, Brian Myers and Lucas Maxwell. Four employees at 

Hoosier Barn Heroes are former students of Williams and Schoeff, both 
retired Plainfield High School teachers. Photo courtesy of Bobby Williams

BIZ LOCAL
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By Chris Cornwall
Nelson Jewelers has been a Brownsburg 

staple since its induction in 1958. Recently 
named Best Jeweler in Hendricks County, it 
has retained its community status for near-
ly six decades.  The family owned operation 
is best known for its custom design jewelry. 
Patrons have the op-
tion to create a cus-
tom design or sim-
ply choose from one 
of original pieces on 
display. “It takes a 
little imagination,” 
said Jeff Nelson, 
while he flipped 
the gemstone of 
a reversible pen-
dent necklace. 
“That’s our 
niche,” he add-
ed, after care-
fully returning 
it back behind 
the glass.

Having a 
“niche” is the 
foundation for 
every business. 
It holds a posi-
tion within the 
market and devel-
ops brand image. For 
Nelson, it’s custom 
design and dedication 
to quality. Yet there also 
exists the constant flux 
of market trends. When 
asked if he were following any 
trends, he replied, “Is there film 
in that camera? You have to stay 
ahead of the times.” Of course 
the reporter’s camera was digital 
and his point was well taken. 

Staying ahead of the times does not mean 
letting go of past. Throughout the years, we 
find what works and what doesn’t. But it 
does offer a dependable and necessary foun-
dation from which to branch out. Having 
a reliable business model offers the oppor-
tunity to take advantage of trends. Like the 
name implies, trends come and go – and so 
do a lot businesses. Many of these business-
es either could not establish a “niche,” or, for 
some reason, could not hold on to it. For 
those who have, like Jeff Nelson, the free-
dom exists to diversify.       

Among the items displayed were certified 
pre-owned Rolex watches. Globally, the de-

mand for pre-owned merchandise has be-
come huge. And it’s no different for watches, 
especially for items produced with inten-
tions of lasting the owner a lifetime. Wheth-
er it is a rise in consumer confidence, nostal-
gia, or yearning for craftsmanship, there has 
been a resurgence of interest for these quint-

essential timepieces. 
Rolex, however, is no small pur-

chase. Even certified pre-owned 
watches can run between 

$3500 and $9500 on average. 
But as an investment, they 

stubbornly hold their 
value – and in some 

cases (vintage), will 
actually rise. “They 

depreciate less 
than most be-

cause it’s 
a com-
bination 
of qual-
ity and 
the brand 
n a m e , ” 

said Nel-
son.  This is 

not to say that 
Rolexes are an 

investment op-
portunity, but 
rather proof of 

their demand in the 
luxury watch mar-

ket – a niche of their 
own. 

 “The most impor-
tant factor is the condi-
tion,” said Nelson.  A “like 
new“ certified pre-owned 
watch will not require 

cleaning or service, which 
Rolex recommends every 3-4 years. With 

proper maintenance, it may very well be the 
last watch you buy. Much like the “niche,” the 
Rolex is established and built to last. But if 
now regularly wound, it can lose fluidity – 
and over time, lock up. After all, it was also 
built to keep up with the times. 

This is interesting when you consider the 
recent watch models by electronic giants 
Apple and Samsung. They are basically mo-
bile phones attached at the wrist. Besides 
telling time and making phone calls, they 
also have apps for just about everything. But 
perhaps it is this overload of technology that 
makes us yearn for the simple yet masterful 
crating of luxury watches.     

Timely trends: Jeff Nelson keeps 
up with the times while staying 

true to his business

Four essential strategies for 
growing your business

(Family Features) Since opening its first store in 1986, the foundation of Mattress Firm’s 
success has been built on a commitment to its core values: service, integrity and passion. 
Now, celebrating its 30th anniversary this year, a three-decade journey has seen it grow 
from a single Houston store to 3,500 stores in 48 states. The following strategies can help 
grow the success of your business, too.

Be deeply connected and highly visible. Sophisticated product knowledge, meticulous 
financial measurements and high-level strategic planning are essential skills for every busi-
ness leader. However, successful managers put just as much emphasis on getting to know 
people as they do learning markets and numbers. Building relationships with your custom-
ers, your community and your industry is essential to understanding how to serve their 
needs. Strong personal connections – between team members and management; the com-
pany and the community; and retailers and business partners – are the keys to the success 
of any business.

Be bold. A bold vision to revolutionize the sleep industry became a reality when the 
doors to the first Mattress Firm store opened July 4, 1986 in Houston. The founders, Steve 
Fendrich, Harry Roberts and Paul Stork, didn’t know at the time that a single store would 
grow into a publicly traded company with 10,000 employees nationwide, but they believed 
in their vision and their values. Plans written down on paper are great – they are used all 
the time to evaluate new markets and consider future opportunities, for example – but real 
leadership requires more than just a strategic plan; it takes boldness and the courage to act 
decisively on not only data-driven insights, but the knowledge that you’ve gained from your 
relationships in your industry and community.

Be passionate. It is essential for leaders to be passionate about their business for two rea-
sons. First, customers respond best to someone who shows that they genuinely care about 
solving the problem that their product is intended to solve. Second, your passion will carry 
you through the inevitable setbacks along your way to success. Ask how your company 
helps your customers, then use that answer as inspiration when times get tough.

Invite others to share in your success. One of the most important things a leader can 
do is develop the next generation of leaders to ensure the ongoing success of the organi-
zation. This requires confidence on your 
part, as you cannot feel threatened by new 
ideas and new talent that are the natural 
result of cultivating a successful team. 
The emphasis on inclusivity and collabo-
ration will trickle down through a com-
pany’s culture, creating an environment 
where all team members feel empowered 
to share both ideas and concerns in the 
spirit of constant improvement. Compa-
nies such as Mattress Firm foster a posi-
tive sense of discontent, feeling pride for 
far they’ve come, but always looking for 
ways to improve the customer experience. If you trust your team members, they will trust 
you. If you build a culture of clarity, accountability and respect, you will become an employ-
er of choice that attracts, retains and develops top talent.

YOUR AD COULD BE HERE!
Advertise, call (317) 451-4088
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O C T O B E R  I S  D O M E S T I C 
V I O L E N C E  A W A R E N E S S  M O N T H

 Shatter
     Silence!the

October 3rd 
“Shine the Light” 
Annual  Vigil @ 
Sheltering Wings   
6:30 pm

October 9th  
“Purple in the Pews” 
wear purple to church

October 25th 
“Shatter the Silence” 
A Community 
Conversation with 
Angela Cain @Avon 
Washington Township 
Park Pavilion Center 
6:30 pm

October 27th  
“Dine Out Against 
Domestic Violence” 
@ Stone Creek in 
Plainfield, Charbonos in 
Avon, Boulder Creek in 
Brownsburg, all day

SAVE THE DATE and be a part of  
shattering the silence of domestic violence

Right to left Brad DuBois, Executive Director, Plainfield Chamber of Commerce, Gabriel Garcia, Kitchen 
Manager, Roger Thomas, General Manager. Photo by Sherry Moodie

Thursday September 22, members of the Plainfield Chamber of Commerce and local community 
officials gathered at Golden Corral restaurant in Plainfield for a Ribbon Cutting ceremony announcing 
the opening of the newly remodeled dining area. Brad DuBois, Executive Director of the Plainfield 
Chamber of Commerce was on hand for the official ribbon cutting.

RIBBON CUTTING

Avept to receive $265,256 in 
tax abatements

Avept, Inc., received final approval for a 
six-year real estate tax abatement from the 
Brownsburg Town Council during its meet-
ing Sept. 22.  Based upon the warehouse facil-
ity’s value of $4.9 million, Adept will receive 
estimated tax abatement savings of $214,822 
and the town will appreciate net property tax 
income of $616,754 for the six-year period.

 Avept also received a personal 
property tax abatement for $1.39 million in 
new equipment investment. As a result, Ave-
pt will realize approximately $50,434 in per-

sonal property tax savings while the town will 
net $27,080 in personal property tax income 
over the six years.

The El Dorado Hill, CA-based company is 
a nationwide distributor of automotive, pow-
er sport, lighting, industrial and household 
goods. The abatement was awarded based 
upon the company’s anticipated employment 
of 118 people over three to four years with an 
eventual annual payroll of $4.13 million. 

The facility located at 1210 E. Northfield 
Dr. (formerly the Vance and Hines expan-
sion) will be Avept’s first distribution facility 
outside of its California operations. The com-
pany plans to begin the hiring process within 
the next couple of months. 

By Becky Schroer



For children, play and exercise go together. We believe that no matter your age, the journey 
to a healthier lifestyle can also be fun. That’s why our workplace wellness strategy is to design 
innovative health solutions that employees actually want to participate in. While it might sound 
simple, it’s really quite extraordinary. We start with understanding your company’s goals, and 
then create programs that motivate, engage and inspire. 

Because of this unique approach, we were among only 13 organizations nationwide to earn the 
2016 Community Innovator Award from the American Heart Association for our commitment to 
employee health. Call (317) 745-3836 or visit HENDRICKSATWORK.COM to discover how we can 
innovate wellness at your organization. 

WORK SMARTER
Play Harder

Pictured:
Our award-winning wellness team
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Leader luncheon attendees learn
about ‘Vision, Intention and Commitment’

BIZ LOCAL

The Hendricks County Business Leader’s Women’s Business Leader 
Luncheon, presented by Hendricks Regional Health and Kemper CPA, 
was held Sept. 13 at Prestwick Country Club, Avon. The featured speak-
er was Toni Neely, director of membership relations for the Indy Cham-
ber. She spoke on: “Vision – Intention – Commitment; getting from 
where you are to where you want to be.” The next Women’s Business 
Leader Luncheon will be Dec. 13, 11:30 a.m., at The Palms, Plainfield. 
To RSVP, call/text Cathy Myers at (317) 918-0334.

Susan Young and Ariane Stallard Monica Kozolowski and Lacey Ring-Verbik

Lauren Tait and Kristin Conley  Danika Hoistian, Lesley Rhoden and Jane Eisele  Mary Chastain and Stefanie Davis



Doctor Makes Hearing Aids Aff ordable for Everyone

Board-certifi ed Ear, Nose, and Throat physician 
Dr. S. Cherukuri, a graduate of the prestigious 
University of  Michigan School of  Medicine, 
built a very successful practice helping patients 
with hearing problems. “I was often frustrated by 
the fact that many of my patients could benefi t 
from the use of a  hearing aid, but unfortunately 
couldn’t  aff ord one. I then made it my mission to 
change this, making quality digital hearing aids 
aff ordable for anyone who needs one.” 

It’s Nearly Invisible “I knew when I developed a new line of hear-
ing aids that one of the most important requirements would be for the 
device to be hard for others to see,” said Dr. Cherukuri. “One of the 
biggest objections people have to wearing a hearing aid is that they 
are embarrassed. Our design helps people get past this concern.”  

Digital Hearing Aid Outperforms Competitors The new 
medical grade hearing aid is called MDHearingAid® AIR.  It is 
sleek, lightweight, and full of the same advanced digital technology 
found in higher-priced devices, but at a small fraction of the price. “I 
couldn’t understand why everything in the digital world kept coming 
down in price, like computers, TVs, and DVD players, but not digi-
tal hearing aids,” Cherukuri said. Once the doctor started to realize 
his dream and was able to produce a device that costs 90% less, the 
industry was turned upside down.

So How Does He Do It?  Since 90% of people with hearing loss 
have similar needs, MDHearingAids were designed to meet those 
needs with user-adjustable features, avoiding the need for expensive 
customized hearing aids. This also makes it so easy for people to try 
the product, because no prescription is needed, even though it’s an 
FDA-Registered Medical-Grade digital hearing aid. 

With their 45 Risk-Free Trial, you can try it at home and if you’re 
not completely satisfi ed, just return it. It’s that simple. They even 
provide Free Shipping and Free Batteries. 

Sreekant Cherukuri
Board Certifi ed Ear, Nose 
and Throat Doctor, and 
MDHearingAid Founder

For the Lowest Price Plus FREE 
Shipping Call Today

1-800-413-3153
Mention O� er Code AJ76 to Get 
FREE Batteries for a Full Year!

Doctors & Buyers Agree, 
“AIR is the Best Digital Value!”

“...This product is just as eff ective (if not more) than traditional overly-
priced hearing aids.” – Dr. Chang 

“I have been wearing hearing aids for over 25 years and 
these are the best behind-the-ear aids I have tried.” 
– Gerald L.  

“...an excellent quality-to-price ratio.” 
– J. May, MD 

“This is truly a miracle... I don’t even know how to 
begin thanking you for giving me my life back!” 
– Sherri H. 

Digital Hearing Aid Costs 90% Less
SAME FEATURES AS 

EXPENSIVE HEARING AID
 COMPETITORS FOR

90% LESSNearly 
Invisible!

Mini behind-the-ear hearing aid with 
thin tubing for a nearly invisible 
profi le

Advanced Noise Reduction to make 
speech clearer

Feedback Cancellation eliminates 
whistling

Wide Dynamic Range Compression 
makes soft sounds audible and loud 
sounds comfortable

Telecoil setting for use with compati-
ble phones, and looped environments 
like churches

3 Programs and Volume Dial accom-
modate most common types of hear-
ing loss even in challenging listening 
environments

BREAKING NEWS
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By Becky Schroer
Two developers are planning to invest a total $70 - $80 million to 

attract people to Brownsburg’s near downtown area. A third devel-
oper is looking to construct a similar project on the other side of Green Street. Approximate-
ly 80 people attended two September informational meetings to learn about these downtown 
projects. 

As part of the Brownsburg’s comprehensive plan, the town purchased the former St. Mala-
chy Church and School for redevelopment purposes. Two Indianapolis-based developers, 
Envoy Office Suites and Flaherty & Collins Properties, have plans to build there on Green 
Street’s west side. A third developer, Scannell Properties, is seeking rezoning for a third de-
velopment on the east side of Green Street.

While the majority of people at the informational meetings simply attended with interest, 
a few people expressed concerns and approval. “$70 million in new assessed valuation will be 
a tremendous boost to this area,” commented Brownsburg resident John B. Rabold. 

“Who’s going to pay for this? Who’s going to own it?” asked Patty Trout, a Brown Township 
resident. Brownsburg Town Manager Grant Kleinhenz answered that the town will use grant 
money and taxpayer funds to pay for the town’s portion of the project. The town will own the 
projects it is completing, he added. 

“This is a big hit on our sewer and water. How will that be handled?” Trout also asked. The 
town is currently at 87 percent capacity with its systems, Kleinhenz explained, adding that 
the town already has projects in the works to address current and future water/sewer system 
needs.

Kleinhenz said the town will provide incentives to the developers committing to the com-
mercial projects in this area; 80-85 percent of this will be done through tax increment financ-
ing (TIF) district and economic development income tax (EDIT) funds. The 10.4-acre former 
church property was approved as a TIF district earlier, allowing any additional incremental 
income to be used relative to the project.

“These developers are investing millions of dollars in these projects,” Kleinhenz said, add-
ing that the developers are interested in this project because they believe it will succeed in 
Brownsburg. “These are very secure companies,” he said. The town has been working on 
agreements with these developers for 18 months, he added. There is $80 million in private 
investments in the overall project. This type of development will encourage improvement in 
other areas, Kleinhenz added.

One developer, Envoy Office Suites of Indianapolis, signed an agreement with the town 
on Sept. 13. Envoy plans to break ground early this fall on its two-story office building. The 
L-shaped facility will be located north on the former church/school property and have ap-
proximately 100 offices.

The Post in Fort Harrison, located in Lawrence, is Envoy’s most recent project. It is a 
bit different than the Brownsburg facility as it also includes retail. Amenities for the office 

tenants at The Post include 
an onsite building man-
ager, kitchen/café, lobby 
with casual meeting areas, 
maintenance/cleaning, etc. 
The Brownsburg office ten-
ants can expect a similar 
setup. More details on The 
Post (which is managed by 
Yeager Properties) may be 
seen at www.yeagerproper-
ties.com/office-suites/fort-
harrison-office-suites.

Flaherty and Collins 
Properties of Indianapo-
lis is planning a 7,000-to-
8,000-square-foot retail/
residential building with 
a center outdoor court-
yard area. The develop-
er is still in negotiations 
with the town. It hopes to 
have an agreement within the 
next several weeks and break 
ground in spring 2017. The proposed four-story rectangular building will be located in the 
central to southern former church/school property and baseball diamond area. Arrange-
ments are being made to accommodate the Little League so it may have a place to play next 
year, Kleinhenz said.

“We do this all over the Midwest and beyond. We think Brownsburg is poised for a de-
velopment like this. It will be successful there and will help the town grow. It is a win/win 
development for us and the community,” said Deron Kintner, general counsel for Flaherty & 
Collins.  “We think Brownsburg is a great community, and we are looking forward to being 
part of it,” he added.

Kintner explained that the first floor (ground level) will include restaurants, retail and 
townhomes with a residential feel. Second through fourth floors will house upscale apart-
ments, including a mix of studios, and one and two bedrooms. The anchor for the first level 
will likely be a 3,000-to-5,000-square-foot restaurant. “We try to find tenants that people 
want to live above and live around,” he added. 

  These urban-style developments are new for Indiana, Kintner explained. They are 
more common in urban areas outside of Indiana but are 
starting to come of age here. He added that Flaherty & Col-
lins has similar projects in Fishers, Kokomo, New Albany, 
and Elkhart/Mishawaka. The firm also is constructing a 
26-story mixed-use building on the former Market Square 
Arena site in downtown Indianapolis.

 The Brownsburg project will be similar to The Depot 
at Nickel Plate complex which opened in Fishers July 2015, 
Kintner said. There, Brixx Wood-Fired Pizza restaurant is 
the anchor restaurant and other vendors include Flamme 
Burger restaurant, Yogurtz self-serve yogurt shop, Dot-
tie Couture boutique and Salon Seven.  More information 
about The Depot may be seen at www.thedepotatnickel-
plate.com. 

  “These types of developments will inject value into 
the downtown. Sites, otherwise not attractive to developers, 
may become so with this new development. Economically, 
in 21st century, if you are not developing, you are not going 
to win. We are positioning ourselves for the future. And we 
are trying to do it the Brownsburg way,” Kleinhenz said. 

BROWNSBURG

Developers to invest millions in  
Brownsburg, residents learn at meetings

Flaherty and Collins Properties of Indianapolis developed The Depot at Nickel Plate complex (seen here) which opened in Fishers July 2015. 
The company is excited about being a part of Brownsburg with a similar development on Green Street.  Web photo

The proposed developments and changes on the former St. Malachy 
Church and School grounds are shown here. Two companies plan 
developments totaling $70 to $80 million on the east side of Green 
Street. The town will create green space and parking.  

Photo by Becky Schroer
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By Becky Schroer
Information is being sought on whether to continue the Plain-

field Connector bus service that currently provides transportation 
for employees from Marion County to Plainfield’s industrial/warehouse districts. The item 
was discussed during the Plainfield Town Council meeting Sept. 12.   

Cinda Kelley, president and CEO of Kelley and Associates, is working with the town to 
determine if the industrial park businesses are interested in creating an economic improve-
ment district (EID) to finance the employee bus service to their facilities. She explained that 
the three-year Central Indiana Regional Transportation Authority grant has been depleted. 
The grant source is largely federal dollars which have been matched by the town of Plainfield. 
Without the grant, the town has assumed 
the financing.

“We are looking for an opportunity and 
options with the town to ensure they (the 
businesses) have access to employees,” said 
Kelley, who was originally involved in the 
process when she was executive director of 
the Hendricks County Economic Develop-
ment Partnership. She hopes to have a con-
sensus from the industrial park business 
owners by the end of the year. If they agree, 
they may petition the town of Plainfield to 
create the EID which would allow volun-
tary contributions from these businesses 
to fund the Plainfield Connector bus ser-
vice. If this occurs, Kelley is optimistic that 
an EID-related organization could be func-
tioning by July 2017. This organization, 
funded via the EID and overseen by the in-
dustrial park businesses, would collect the 
funds and operate the bus service.

The majority of the Plainfield Connector 
bus passengers are from Marion County. 
Because the Indianapolis bus system cannot cross county lines (unless there are special con-
tracts in place), the Plainfield industrial/warehouse employees ride an IndyGo bus to catch 
the Plainfield Connector near the Marion/Hendricks county line. They pay $1 each way for 
the Connector, which makes approximately 15 stops within the town’s industrial/warehous-
ing districts.

Kelley is to report her findings to the town council to determine next steps.
In other council news: 
Plainfield Chamber Director Brad DuBois reported to the council that he and a chamber 

steering committee met with The Retail Coach about creating a retail plan for Plainfield. The 
plan will assist the chamber and town to assess Plainfield’s retail market in order to connect 
with potential retailers and encourage their locating in Plainfield. 

The Retail Coach, headquartered in Tupelo, Miss., is a national retail consulting firm which 
assists local governments, chambers of commerce and economic development organizations 
with cultivating and delivering retail recruitment and development strategies. The company 
has worked with more than 375 communities throughout the U.S. 

The council gave permission to the Hendricks County Tourism Commission, a governing 
body within the Visit Hendricks County organization, to remove the small unmanned build-
ing that houses tourism information. The building removal is needed to make way for the 
new Embassy Suites Hotel and Conference Center near Plainfield's I-70 interchange. 

Earlier this year, the Hendricks County Tourism Commission in partnership with India-
napolis-based Sun Companies announced an agreement to develop an Embassy Suites Ho-
tel and Conference Center on eight acres owned by the commission at Perry and Clarks 
Creek roads. Construction is anticipated to begin this October, with completion scheduled 
for 2018. 

The Plainfield Parks Department received approval to establish a special non-reverting 
fund to build the approximately one-acre Bicentennial Park on the south side of U.S.40 be-
tween the Oasis Diner and White Lick Creek. According to Plainfield Parks and Recreation 
Director Clay Chafin, the park is in honor of Indiana’s 200th birthday this year. It will include 
a wall featuring a chronological timeline of key events in Plainfield’s history, i.e., the town’s 

founding/incorporation. It also will include landscaping and seating. The park is being fund-
ed through a partnership with the Duke Energy Foundation, Browning Development and 
park department. Construction will begin in October and is expected to be completed by the 
end of the year, Chafin said.

The council also approved the Plainfield Redevelopment Commission’s declaratory res-
olution to create the Klondike tax increment funding (TIF) district. This district includes 
Ambrose Industrial’s 80-acre property within the warehouse district and allows the town to 
use the new tax increment collected from the complex to help fund the proposed Klondike 
Road construction, which will run along one side of the Ambrose property. The north-south 
road would start at County Road 200 South to U.S.40 and then to Airtech Parkway, which 

connects to Ronald Reagan Road. The council 
also initially approved tax abatements for Am-
brose Industrial’s 892,000-square-foot office/
warehouse/distribution building and smaller 
warehouses/buildings on 48.3 acres. Final con-
sideration will be given at the council’s Oct. 10 
meeting.

Other tax abatements were initially ap-
proved for Becknell Industrial’s $14-million 
336,000-square-foot warehouse on 27.34 acres 
within the industrial park off Stafford Road and 
for Adelta Logis’ $3.3-million logistics equip-
ment in its Greenparke 1 building off Plainfield 
Road. Final council consideration for both will 
be Oct.10. 

An amendment to the town’s zoning ordi-
nance was initially approved concerning Keller 
Development’s proposed apartment complex. 
Kinnley Court would include 64 subsidized 
apartments for individuals 55 and older on 8.82 
acres. Project developer Keller Development is 
seeking from the state this fall tax credits need-
ed to build the project. The rezoning is contin-

gent upon Keller receiving the state funding needed to build. If not, the zoning will remain 
as is for the area housing Just for Fun and a new St. Vincent facility (formerly Staples). The 
council’s final consideration will be given Oct. 10.

Fire Chief Brian Russell introduced new EMS Division Chief Douglas Randall, replacing 
Michael Wolfe who retired. Also recognized were four-year-old Epplerly Cook and three-
year-old Crosley Cook for 
their combined birthday 
and allowance donation of 
$50 to the Plainfield Po-
lice K9 Fund. Following 
the girls’ lead, their par-
ents Matthew and Britta-
ny Cook and grandmother 
Karen Mathews also donat-
ed a total $400 to the fund.

PLAINFIELD

Plainfield seeking business support to continue bus service

Bicentennial Park off U.S.40 near the Oasis Diner will celebrate the state’s 200th birthday. Construction 
is expected to begin in October with completion before the end of the year.  Photo submitted

Epperly, 4, and Crosley, 3, Cook receive a proclamation from Plainfield 
Town Council President Robin Brandgard. The girls donated $50 
in birthday and allowance money from their piggy banks to the 
Plainfield Police K9 Fund. The girls' efforts inspired their parents, 
Matthew and Brittany Cook, to donate $200 and their grandmother 
Karen Matthews to donate an additional $200 to the fund.  

Photo Submitted

View from bridge-1



Have you ever said to yourself “I’d love to get a 
computer, if only I could figure out how to use it.” 
Well, you’re not alone. Computers were supposed 
to make our lives simpler, but they’ve gotten so 
complicated that they are not worth the trouble. 
With all of the “pointing and clicking” and “dragging 
and dropping” you’re lucky if you can figure out 
where you are. Plus, you are constantly worrying 
about viruses and freeze-ups. If this sounds familiar, 
we have great news for you. There is finally a 
computer that’s designed for simplicity and ease of 
use. It’s the WOW Computer, and it was designed 
with you in mind. This computer is easy-to-use, 
worry-free and literally puts the world at your 
fingertips. From the moment you open the box, 

you’ll realize how different the WOW Computer 
is. The components are all connected; all you do is 
plug it into an outlet and your high-speed Internet 
connection. Then you’ll see the screen – it’s now 
22 inches. This is a completely new touch screen 
system, without the cluttered look of the normal 
computer screen. The “buttons” on the screen are 
easy to see and easy to understand. All you do is 
touch one of them, from the Web, Email, Calendar 
to Games– you name it… and a new screen opens 
up. It’s so easy to use you won’t have to ask your 
children or grandchildren for help. Until now, the 
very people who could benefit most from E-mail 
and the Internet are the ones that have had the 
hardest time accessing it. Now, thanks to the 
WOW Computer, countless older Americans are 
discovering the wonderful world of the Internet 
every day. Isn’t it time you took part? Call now, and 
you’ll find out why tens of thousands of satisfied 
seniors are now enjoying their WOW Computers, 
emailing their grandchildren, and experiencing 
everything the Internet has to offer. Call today! 81

05
9

© 2016 first STREET for Boomers and Beyond, Inc.

TECHNOLOGY SIMPLIFIED – BIGGER AND BETTER

Wow! A Simple to Use Computer 
Designed Especially for Seniors!

Easy to read. Easy to see. Easy to use. Just plug it in!

• Send & Receive Emails
• Have video chats with family and friends
• Surf the Internet:
 Get current weather and news
• Play games Online:
 Hundreds to choose from!

“I love this computer! It is easy to read
and to use!  I get photo updates from 
my children and grandchildren all the 
time.”    – Janet F.

FREE
Automatic

Software Updates

NEW
Now comes with...

Larger 22-inch hi-resolution 
screen – easier to see

16% more viewing area
Simple navigation – so you  

never get lost
Intel® processor – lightning fast
Computer is in the monitor – 

No bulky tower
Advanced audio, Better speaker  
configuration – easier to hear
Text to Speech translation –  

it can even read your  
emails to you!

U.S. Based Customer Service

Call today!   
Now available for only $1099 
plus shipping and handling.   
Mention promotional code 65331.

1-800-577-9974



businessleader.bz • October 2016   19Hendricks County Business Leader

BIZ RESEARCH

By Jim Ittenbach
Marketing teams struggle to find product 

and service insights that will grow their busi-
ness. Their emphasis is on creating a new, 
highly valued product or service that rede-
fines their industry.

By definition, breakthroughs are rare! 
When they do occur, they usually come from 
entrepreneurs. Though they may be worth 
pursuing, most companies seemingly benefit 

more from incremental innovation that adds 
value to their present products and services. 
The search is thus narrowed by focusing on 
what boosts the value of current offerings.

While the definition of value varies from 
one customer segment to another, a recent 
article in the Harvard Business Review iden-
tified 30 universal building blocks of value 
that meet human needs. These basic attri-
butes address four kinds of needs: function, 
emotion, life changes, and social impact. 
Functional elements, for example, include 
saving time, reducing risk, and organizing. 
Think the Container Store or Intuit’s Tur-
boTax, since both help consumers deal with 
complexities. The pyramid of value shows 
how value elements fit into the four catego-
ries. 

In search of value

Jim Ittenbach is owner of SMARI, a 
research company, and he offers insights 
based in his years conducting research.

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

PEER TO PEER

By Howard Hubler
Many times I've said in my column if you 

are an employer and you want somebody to 
show up for a job, nobody shows up. If we 
want to high-tech person, they're all work-
ing, and we don't have any more in the job 
market to supply our personal needs. If we 
want a low tech guy at $30k or $40k a year, 
those who aren't currently working and are 
satisfied to sit at home and be on the govern-
ment dole. Kind of a dismal thought. There's 
also another trend. 

About the only good thing you get about 
being old is that you sense historical trends 
quicker than most people. Each time we 
come out of a recession, businesses are slow 
to hire because they're very, very skeptical of 
the economic environment. Their produc-
tivity rises tremendously before they ever 
hire the first additional employee. That's 
where we are as a nation right now: highly 
productive and not really needing a lot of 
new people. Oh, yes, we do need pockets 
like high-tech workers, but they're not avail-
able because of low market availability, and 
we need low-tech workers, but they're not 
available due to impart government payola.

That leads us to ask about all these over-
seas jobs that Trump and Clinton are going 
to bring back to our shores for those unclas-
sified above the truly won't work. I study that 
from time to time, and I have thoughts that 
these guys are going to bring them (jobs) 

back home are somewhat of a misrepresen-
tation of the truth. If you delve into the lit-
erature, there are low-tech jobs that Ameri-
cans did not want to do before and were glad 
to get rid of them. Some of them are really 
dirty jobs that we don't want to do in this 
country, and they have been relegated to 
places like China; if you live in Beijing you 
cannot see across the street for the smog, so 
there's not a dearth of new jobs that a Presi-
dent is going to bring to satisfy our needs in 
some magical fashion.

That leads me to think that you have to 
really be trained and compete with some-
body who really knows what they're doing. I 
don't mean some goofy government training 
program that you really didn't learn much 
from. I mean really train to compete with 
some sharp, high-tech millennial kid. Short 
of that, there's a service industry which I'm 
in and we're always looking for good people 
who want to work like a rented mule. Out-
side of that, you can sit at home and watch 
Property Brothers on TV and collect your 
$40k check. You don't even have Oprah or 
Jerry Springer anymore. 

  

Bring back jobs to America?

CAstleton square mall
P : 317.849.5790

the fashion mall at keystone
P : 317.574.0777

SHOP NOW FOR
BACK TO SCHOOL!

OPERATION
ROUND-UP

www.hendrickspower.com

Operation Round-Up is a voluntary fundraising program that lets members round-up their energy bill to the 
next whole dollar. So it is never more than 99 cents per month. The difference is then deposited into a fund 
held at the community foundation. Together, the co-op and the community foundation determine the most 
appropriate uses to benefit the community.

Together, our small change makes a big difference! If 5,000 members participate with an average donation 
of $6 per year, that’s $30,000 we can put to work in our community. This is a great way to give back. 

Call our office at (317) 745-5473 to sign up! 

Operation Round-Up helps your small change make a big 
difference in your community. 

Those interested in receiving funds for the good of the community can find our guidelines and application 
at www.hendrickspower.com.YOUR AD COULD BE HERE!

Advertise, call (317) 451-4088



BIZ MANAGEMENTBIZ WEB

SAVE THE DATE
Business Leader Cover Party

Food • Fun • Networking

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

2016 COVER PARTY • 4:30-6:30 PM
Presented by

November 10th
TKO Graphix

2751 Stafford Rd, Plainfield, IN

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

By Andrew Angle
My daughter surprised me last month.
The subject line said, "Job". Her message 

to me began by stating that she understands 
the challenges I face when trying to hire 
good people. I will let you read the rest in 
her words.

"I will make a deal with you. I can work for 
you if I am paid a small quantity of money. 
That really isn't much to ask for considering, 
if I were to work for you, you would be mak-
ing a tad bit more cash. I might make their 
job a little simpler so that they can do it more 
efficiently. The more cash you get, the bet-
ter. And to add to that, I can officially type 
40 wpm. This message is not taking me a few 
minutes however, because I'm being very 
precise. But, I will work for you for a small 
amount of cash a day. Thank you for taking 
your valuable time to read this email."

She is eleven.
We scheduled an interview and I hired 

her on the spot. I had to think about what 
tasks I could give her that would be helpful 
to my business and to her. It dawned on me 
that I had upcoming PR work to do for the 
community band I play in. The Children's 
Concert was fast approaching. Her first as-

signment was to make a list of Indy's on-
line event calendars and media contacts for 
press releases. Next, I recalled that video is 
a powerful marketing medium. I asked her 
to make a video for the event. She asked for 
a script. After giving her the script and my 
smartphone, she returned 25 minutes later 
with a recording that blew me away.

See for yourself. Scroll down to the video 
halfway down the page.

http://greenwoodband.com/ourevents/
childrens-concert-in-greenwood/

Thanks to her, the concert was well at-
tended and, she has herself a job. Just like 
that, she found her niche as a commercial 
spokes-kid.

I constantly seek opportunities for my 
kids to develop a good work ethic and busi-
ness skills. She liked the challenge, and now 
it seems that I am my new assistant's man-
ager -- and proud of it!

Developing work ethic and 
business skills in kids

From left: Emily Biehn, Chamber director; Joanna Carter, Chamber director; Linda Adams, Chamber 
director; Brad Kuhn, owner/operator Fish Window Cleaning; Joanie Schmidt, Chamber director; Tom 
Booher, Chamber director; Brad Dubois, executive director Plainfield Chamber of Commerce

 

Fish Window Cleaning:  
Member of the Month

Fish Window Cleaning was named the Plainfield Chamber of Commerce Member of 
the Month at its recent members’ meeting. The office serves the west and south side of 
Indianapolis including Plainfield, Avon, Greenwood, Brownsburg, Danville, and Cam-
by. Fish Window and Cleaning can be reached at (317) 818-9505.

MEMBER OF THE MONTH

Submitted Photo

Mike Arnould, Stan Comer, Executive Assistant, Lacey Isaacs, wife, Erica Coleman, son, August Tsitouris, 
owner, Johnny Tsitouris, Rick White, and Scott Norris

Starting on Top
Mike Arnould, Executive Director of the Brownsburg Chamber of Commerce directed the Ribbon Cutting 
of one of Brownsburgs' newest businesses on August 31, 2016. Other members of the Brownsburg 
Chamber of Commerce and Brownsburg community were on hand to celebrate the Grand Opening 
of the newly relocated Sundance Roofing and Exteriors of Indiana. Owner Johny Tsitouris moved his 
business from Indianapolis to Brownsburg. The business is located at 43 B Motif Blvd. in Brownsburg.

RIBBON CUTTING

Submitted Photo
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The four horsemen of bad decision making
Horseman No. 1: Hubris

Overconfidence in a CEO can kill a business. Take a look at Eastman Kodak’s former chief 
executive Walter A. Fallon. By 1981, he had internal reports that showed the rise of digital 
pictures and predicted film sales would feel the impact within 10 years, according to The De-
cision Loom by former Eastman Kodak executive Vincent Barabba. Yet Fallon did nothing 
even though Kodak’s own engineer, Steve Sasson, developed the first digital camera in 1975. 
Kodak missed out on the digital revolution and filed for bankruptcy protection in 2012.

Leaders who allow hubris to destroy a company ignore all the information they’re provid-
ed, says Valerie Germain, managing partner at Heidrick & Struggles. They assume the status 
quo will continue ad infinitum and shun those in the company who have insights signaling 
the opposite.

Good leaders, on the other hand, never quite relax. They’re always looking for new data 
that might offer strategies that their companies can benefit from next—particularly when 
they feel comfortable, adds Germain.
Horseman No. 2: Angst

Stress and pressure can cripple a CEO’s decision-making process. Reddit’s carousel of 
chief executives over the past year shows the weakness angst can create.

In November 2014, Yishan Wong stepped down as CEO. He blamed the stress of deciding 
between San Francisco or a nearby suburb for Reddit’s future headquarters, but that was sim-
ply the last straw. “If the job had been a energizing one … this probably wouldn’t have been 
an issue I resigned over,” Wong wrote on Quora. “But it was, and I’d be lying if I said I wasn’t 
relieved to have the burden off my shoulders.”

Seven months later, Wong’s replacement, Ellen Pao, resigned. Her departure came after 
a decision to fire a popular employee led to demands for her ouster. Afterward Pao told the 
New York Times, “I plan to get a lot of sleep.”

The only way to get over angst, says Germain, is to have a strong support system. For 
CEOs, a supportive board goes a long way because they can get honest and straightforward 
feedback. But if a board undermines or bickers with a CEO, angst can build, leading to poor 
decisions or, in Reddit’s case, resignations.

Horseman No. 3: Myopia
Sometimes a leader fails to recognize a shifting industry and acts far too late. Blockbuster 

filed for bankruptcy in 2010, but 10 years earlier, it had the chance to buy Netflix  NFLX 
2.65%  for a measly $50 million. Netflix co-founder Reed Hastings wanted to become Block-
buster’s streaming service, but at the time, most Internet connections still ran through phone 
lines and streaming quality was poor, so Blockbuster CEO John Antioco laughed Hastings 
out the door. Now Blockbuster is a memory, and Netflix has a market cap north of $43 bil-
lion.

This is where diversity of opinions becomes important. CEOs who surround themselves 
with staffers who have diverse backgrounds and the experience and knowledge they lack will 
make sure the bigger picture doesn’t get lost.
Horseman No. 4: Paralysis

Indecision often hurts a company more than making a wrong one. In the years prior to the 
2008 automaker bailout, General Motors  GM -0.63% , Chrysler  FCAU -1.62% , and Ford  
F -0.25%  knew the struggles they faced. Dealer contracts made it difficult to cheaply dump 
unproductive relationships, as the Big Three focused on gas-guzzling SUVs while spearhead-
ing few technological advances, even as more Americans began to buy international brands 
and ask for more efficient vehicles. So in 2008, GM and Chrysler had to ask Uncle Sam to 
bail them out with an $80 billion handout, while Ford got a $9 billion credit line from the 
government.

“The easiest thing is to not act,” says Germain about leaders who fail to move forward with 
decisions. “You need to be self-aware to recognize that it may be [your] first reaction, but it 
may be the wrong reaction.” Had U.S. automakers tackled some of their more pressing is-
sues—particularly dealership struggles—prior to the downturn, then the threat of the U.S. 
auto industry going belly-up wouldn’t have been as dire.

Which of our four horsemen led to Martin Winterkorn’s demise at Volkswagen remains to 
be seen. But expect to find out soon. Lawsuits are already being filed, and VW has hired the 
law firm that represented BP  BP -0.21% during the Deepwater Horizon oil spill. With billions 
on the line, Winterkorn’s tenure will become an open book, leading to another case study in 
the annals of bad decision-making.

Source: Fortune, Ian Altman, contributor, fortune.com/2015/09/28/bad-ceo-decisions/

RANK SCHOOL LOCATION 5-YEAR MGA GAIN YRS. TO PAY BACK PRE-MBA SALARY 2014 SALARY TUITION GMAT SCORE

#1 Stanford Palo Alto, CA $89.1K 4.2 $86K $255K $127K 730

#2 Harvard Boston, MA $83.5K 4.2 $85K $239K $139K 730

#3 Northwestern Evanston, IL $72.7K 4 $72K $188K $128K 720

#4 Columbia New York, NY $71.1K 4 $77K $208K $136K 716

#5 Dartmouth Hanover, NH $68.4K 4 $78K $190K $135K 720

#6 Chicago Chicago, IL $65K 4.1 $75K $200K $128K 730

#7 Pennsylvania Philadelphia, 
PA $64.9K 4.1 $83K $207K $137K 728

#8 UC Berkeley Berkeley, CA $64.2K 4.1 $72K $180K $110K 720

#9 MIT (Sloan) Cambridge, MA $63.8K 4 $77K $200K $130K 710

#10 Cornell 
(Johnson) Ithaca, NY $63.5K 3.8 $63K $150K $123K 700

Source: Forbes, forbes.com/business-schools/list/#tab:rank

Top 10 Business Schools
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SERVICE GUIDE

FINANCING

12 - Danville Chamber 
of Commerce 
(members’ meeting): 
Wednesday, Oct. 12 at 
11:15 a.m.; Hendricks 
County 4-H Fairgrounds; 
1900 E Main St., 
Danville. For more 
information, call (317) 
745-0670t

18- Plainfield 
Chamber of Commerce 
(member’s meeting): 
Tuesday, Oct. 18 at 
11:30 a.m.; Plainfield 
Rec and Aquatic 
Center; 651 Vestal Rd., 
Plainfield.  For more 
information, call (317) 
839-3800

19 - Brownsburg 
Chamber of Commerce 
(members’ meeting): 
Wednesday, Oct. 19 at 
11 a.m.; Brownsburg 
Fire Territory, 470 
E. Northfield Dr., 
Brownsburg. For more 
information call (317) 
852-7885

25 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, 
Oct. 25 at 11:30 a.m.; 
Prestwick Country Club, 
5197 Fairway Dr., Avon.  
For more information, 
call (317) 272-4333

Avon Chamber  
New Members

Jack's Donuts
8102 E. U.S. Hwy. 36, 
Ste. J
Avon, IN 46123
(317) 268-4358

Avon Magazine
8103 E. U.S. Hwy 36, 
#127
Avon, IN 46123 
(317) 716-8812
Fresh Thyme Farmers 
Market
9040 Rockville Rd.
Indianapolis, IN 46234
(317) 287-0483

Brownsburg Chamber 
New Members

Family Heritage
10267 Nicole Dr.
Brownsburg, IN 46112 
(317) 366-4574

Indy Propane
6980 W. U.S. Hwy. 36
Danville, IN 46122 
(317) 539-4656

Danville Chamber  
New Member

Leach & Sons Water 
Care
E. Main St.
Danville, IN 46122
(317) 745-2410

Plainfield Chamber  
New Member

RE/MAX Advanced 
Realty
7 W. High St.
Mooresville, IN 46158 
(317) 831-1313 

Safety Management 
Services, Inc.
P.O. Box 834
Westfield, IN 46074 
(703) 501-9030

National Expo, Inc.
2363 E Perry Rd.
Plainfield, IN 46168 
(317) 839-7355

NOTE: **Some meeting 
dates changed due 
to holiday. 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) 745-13221

Council
(Second Thursday  
every month)
Oct. 13, 2 p.m.

Plan Commission 
(Second Tuesday every 
month)
Oct. 11, 6:30 p.m.

Board of Zoning 
Appeals
(Third Monday every 
month)
Oct. 17, 7:30 p.m. 

Commissioners 
(Second and fourth 
Tuesday every month)
Oct. 11, 9 a.m.
Oct. 25, 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) 272-01348

Town Council 
(Second and fourth 
Thursday every month)
Oct. 13, 7 – 9 p.m.
Oct. 27, 7 – 9 p.m.

Advisory Plan 
Commission
(Fourth Monday every 
month)
Oct. 24, 7 p.m.

Board of Zoning 
Appeals
(Third Thursday every 
month)
Oct. 20, 7 p.m. in the 
Court Room

Town of Brownsburg
Brownsburg Town Hall 
Eaton Hall
61 N. Green St.
Brownsburg, IN 4682
(317) 852-820

Town Council
(Second and fourth 
Thursday every month)
Oct. 13, 7 – 9 p.m.
Oct. 27, 7 – 9 p.m.

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

Board of Zoning 
Appeals
(Second Monday every 
month)
Oct. 8, 7 p.m.
Brownsburg Town Hall

Town of Danville
Unless otherwise noted,
all meetings held at 
Danville Town Hall
413 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. 3, 7 p.m.**
Oct. 17, 7 p.m.

Plan Commission
(Second Monday every 
month)
Oct. 10, 7 p.m.

Board of Zoning 
Appeals
Meets as needed on the
(Third Tuesday of the 
month)
Oct. 18, 7 p.m.

Town of Plainfield 
Unless otherwise noted,
all meetings held at
Plainfield Municipal 
Building
206 W. Main St.
Plainfield, IN 46168
(317) 8313-2561

Town Council
(Second and fourth 
Monday every month)
Oct. 10, 7 p.m.
Oct. 24, 7 p.m.

Plan commission
(First Monday every 
month)
Oct. 3, 7 p.m.

Board of Zoning 
Appeals
(Third Monday every 
month)
Oct. 17, 7 p.m.

Newly incorporated 
businesses through 
August 26, 2016

007 Bond Cleaning 
Service
Angela L Harris
2212 Buttonbush Dr
Plainfield, IN 46168

Bakers Choice 
Lawncare
Heath B Baker
Amanda T Baker
23B Michael Dr
Plainfield, IN 46168

Called To Worship
Densil M Mullen
Peggy Sue Mullen
Matthew Scott Edens
7280 Glendale Drive
Avon, IN 46123

Constant Quest Fitness LLC
Constant Quest 
Crossfit
Seth Nichols
Emily Nichols
345 E Broadway St
Danville, IN 46122

Country Auction
Gerald D Lumpkin
10294 N State Road 
267
Brownsburg, IN 46112

Cummins Landscape 
Artistry
Paul Cummins
240 Old North Salem Rd
Danville, IN 46122
Harleys Catering
James Sarkine
6727 Eagles Perch Dr
Indianapolis, IN 46214

LKA Designs
Lesley Artmeier
726 Country Walk Dr
Brownsburg, IN 46112

Mafia Fastpitch Cooper
Sara Cooper
5703 Station Hill Dr
Avon, IN 46123

Push Booster Club
Angela Eastridge
1802 Water Oak Way
Avon, IN 46123

Riley Electrical 
Services
David Riley Jr
1403 Hornaday Rd
Brownsburg, IN 46112

Shear Pro Tech
Russell Thompson
1617 Section St
Plainfield, IN 46168

Speedway Auto Parts
Hahn Automotive 
Warehouse
Daniel R McDonald
415 West Main St
Rochester, NY 14608

Todd Louis Nibbs
Tessema Osaza Bey
6210 Palomar Cir
Indianapolis, IN 46234

Trail Life Troop IN 1816
Robert Dunn
Tim Brinker
Dave Washburn
Brenda Reed
3350 N State Road 267
Brownsburg, IN 46112

VFR Holdings LLC
Hendricks County 
Aviation
Chris Johnson
1345 Forest Commons 
Dr
Avon, IN 46123

Wood Magicians
Greg Lankston
869 Tyne Cir
Danville, IN 46122

PLANNER OF NOTE

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

HYPNOSIS

Scott Elamon, Loan Officer
23 South County Road 200 East
Danville, IN 46122
selamon@hendrickscountybank.com

NMLS ID 883631
O: (317) 745-0501
F: (317) 745-8839

Know your advertising power! 
Call today for more information. 

(317) 451-1088

COUNSELING

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

WE OFFER 
NATURAL

ALTERNATIVES 
WITH 

TREATMENT



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. 

©2016 IU Health

Schedule and complete your mammogram 
during the month of October and receive 

a gift—our way of saying “thank you” 
for caring for you. (while supplies last)


