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After 46 years with Hendricks County 
Bank and Trust, President and 

Chairman Steve Denhart is primed  
for its next great milestone
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HRH and Anthem in disagreement 
over definition of hospital 

Page 15

Belleville Farm Market family 
still producing fresh smiles with 
traditional style
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Summer jobs 
rooted in Ag

For restaurant and downtown shop 
owners, landscapers and car sales-
men, business ebbs and flows with 
the seasons. However, the new, “bal-
anced schedule” that shortens sum-
mer break for students will ease the 
minds of many working parents that 
rely on daycare, but what about the 
small businesses that rely on students 
to work the busy summer months?

Bumping up the number of staff 
with students in summer has been 
a profitable tradition for more years 
than any one of us has been in busi-
ness. The concept has been etched 
into the American culture by hun-
dreds of years of agriculture. Excus-
ing kids from school to work on the 
family farm benefited not only the 
farm, but also the impressionable 
youth that learned a solid work ethic.

But what’s a few less weeks of sum-
mer break in the grand scheme of 
things? Potentially a lot for business-
es built on summer patronage. 

For the most part, summer-job 
students are an assist to small busi-
nesses — even if they leave in the 
fall. It’s a clean break. No firing, no 
re-hiring, no drama. Now that the 
once harmonic relationship has been 
thrown off by a few weeks, or in some 
cases an entire month, owners either 
need to pick up the slack themselves 
or give the job to someone they won’t 
need come fall.  

While the change is great for par-
ents of young children, we mustn’t 
forget to consider the big picture. 
Small businesses have been built 
around the reliability of customer cy-
cles like farms expect rain. Let’s just 
hope that there’s help available to 
harvest to the crops this year.

By Gus Pearcy

A few years ago, I got it stuck in my noggin 
that I needed good quality cinnamon. I can’t 
explain it. So I purchased a 2-pack of Durkee 
cinnamon in the industrial size. Uh-huh. I 
have 36 ounces of high-grade cinnamon. See 
why I’m single?

The thing about cinnamon is that you nev-
er need much. Seriously, though, you don’t 
use more than a sprinkle each time and I 
purchased more than a million sprinkles. If 
cinnamon was a commodity, then I would 
have cornered the market.

Sure it’s expensive, but I also use cinnamon 
as a carpet deodorizer. I put it in hot choco-
late, milk, breakfast cereal, dog food and I use 
it to ward off vampires. At my house, we have 
cinnamon s’mores, cinnamon tacos, cinna-
mon beer and you would be surprised at the 
kick cinnamon can give a pizza.

My kids recently confessed that they 

didn’t like cinnamon. What?
I tried the Cinnamon Challenge which 

was a viral stunt on YouTube. Idiots (of 
which I count myself ) try to eat a spoonful of 
cinnamon without the aid of liquid. It’s fun-
ny to watch but can kill you. I chickened out. 

Why do I do these things? (I’m asking. 
Send an answer, please).

Psychology would claim that I’m buying a 
“feeling.” You know, when you buy exercise 
equipment because you are buying how you 
will feel when you get in shape. It’s a great 
lesson for sales and marketing. People don’t 
buy features; they buy how the features bet-
ter their lives. They buy for their ego. 

Money is made to be spent. What’s the 
point of having all this money but never us-
ing it? OK, saving money is important but 
eventually you will spend it. So marketing 
becomes a timing issue as well as introduc-
ing the customer to something they didn’t 

know they needed.
It reminds me of a story about a man who 

came into some extra money. He struggled 
almost all his life, so when he got the mon-
ey, he immediately bought a new easy chair. 
Once the new chair was in place, the other 
furniture, carpet, drapes and walls looked 
drab. They didn’t fit anymore. That’s when 
the buying frenzy began and didn’t stop until 
he was broke again.

True or not, if you have an issue with buy-
ing things you don’t need, perhaps we can 
start a support group. I’ll bring the cinnamon.

“A leader is best when 
people barely know he 
exists, when his work is 
done, his aim fulfilled, 
they will say: we did it 

ourselves,”
 Lao Tzu,  

ancient Chinese philosopher

OUR VIEW
QUOTE OF THE MONTH CARTOON

HUMOR:  My cinnamon challenge

Gus Pearcy is a contributing columnist 
to the Hendricks County Business Leader. 
He may be reached at (317) 403-6485 
or pearcy.gus@sbcglobal.net. Gus blogs 
frequently at guspearcycommunications.
wordpress.com.

OPINION
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Jean Deeds  was the keynote speaker at the 
June 6 Hendricks County Business Leader’s 
Women’s Luncheon at the Pavilion Center at 
Washington Township Park. The luncheon 
was presented by Hendricks Regional Health, 
Kemper CPA Group and SHarper Plastic and 
Reconstructive Surgery. American Senior 
Communities was the lunch sponsor. 

The next Women’s Luncheon, will feature 

“The Empowerment Project” and will actu-
ally be a breakfast on Sept. 11, 7:30 a.m. It 
will be at the Pavilion Center at Washington 
Township Park, 435 Whipple Lane, Avon. 
For more information, contact Catherine 
Myers at (317) 918-0334 or email Cathy@
icontimes.com. 

(Photos by Robin Teasley)

Jean Deeds give inspirational speech  
at June 6 Women’s Luncheon 

Melissa Yetter, Suzie Stalcup and Becky Kreps 

Angela Thompson and Stacy Bulla 

Cati Lingle & Melanie Allen

Ashley English & Susan Rozzi

Dr. Rachel Franco & Kathy Spangler

Jean Deeds gives an insprational speech about her 
hiking adventure through the Appalachian Trail. 
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The

Charlie Testerman
Memorial Golf Outing

“ ”

Sunday, August 12, 2018
West Chase Golf Club 

Brownsburg, IN
The Knights of Columbus is a Catholic Fraternal organization. All proceeds benefit various charitable 
organizations supported by the council. They include Gibault, Seminarians, Haiti Missions, Little Sisters 
of the Poor, SPRED program, Special Olympics, Right to Life of Indiana, Catholic Radio, RCIA, 8th 
Grade Class Trip (St. Malachy), Cardinal Ritter, Sheltering Wings Eagle Scout projects and many more.

Please come out and enjoy a day of fun, food, golf and 
fellowship and help us support these worthy causes.

SAVE THE 
DATE!

Mantooth Insurance has been serving the local   
community for 36 years and will continue to do so 
for decades to come.  We are honored for all those 
years we have had a partner like Erie Insurance to 
offer our clients. 

Superior products, superior service.  Don’t wait, call 
us today to see how we can help you.   

 

 
317-272-1010          www.mantoothinsurance.com 

Auto   Home   Life    Business  

7378 Business Center Dr., Suite 100
Avon, Indiana 46123

(317) 272-1010 
www.mantoothinsurance.com

Auto  
Home
Life 
Business

Thinking about 
insurance?

Hendricks County’s Insurance Agency
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By Rick Myers

In just a few weeks the next edition of the Hendricks 
County 4-H Fair will take place. And I can’t wait.

This annual tradition has become one that I look for-
ward to each year. The 4-H Fair, which is a summer tradi-
tion in communities across the United States, means dif-
ferent things to different people.

For the county’s die-hard aggies, those folks who make 
a living on the farm, it means a celebration of lifestyle; for 
those young people who are involved in 4-H, it means the 
possibility of winning a Blue Ribbon; and for the many 
more who have no connection, it simply means great fun, 
food and amusement rides.

He will be embarrassed by this because it’s his nature 
to keep a low profile, but a driving force behind the fair 
since becoming executive director of the 4-H Fairgrounds 
in March of 2014 is Steve Patterson.

Steve has been dedicated to the fair for years and his 
resume is evidence:

• 22-year member of the board prior to accepting 
executive director position;

• served 9 years as a Director for the Indiana State 
Fair Board where he was involved for 30 years;

• chaired the Hendricks County 4-H Queen Pageant 
for 25 years;

• serves as Director of Administration for the Indi-
ana Association of Fair;

• inducted into the Indiana Association of Fairs Hall 
of Fame;

• Heritage award recipient from the International 
Association of Fairs for volunteering; and

• awarded the “Sagamore of the Wabash” by former 
Governor Mike Pence in 2013.

With a resume like that—it’s an abbreviated version—
Steve has done wonders to help make the fair better each 
year. We are blessed to have one of the finest 4-H facili-
ties in Indiana.

I encourage you and your family to pay a visit to this 
year’s fair. You’ll make memories for your kids that will 
last a lifetime. And if you think of it, track down Steve 
and tell him thanks for all he does for not only this annual 
summer event, but also for business as it relates to the fa-
cility throughout the year.

Patterson’s 4-H work speaks volumes, even if he won’t

FROM THE PUBLISHER MONEY MATTERS

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.

Rick Myers is founder and publisher of the Hendricks 
County Business Leader. Email: rick@icontimes.com

By Jeff Binkley

Remember TV dinners? According to a 2012 report 
from AMG Strategic Advisors, TV dinners have been 
served in 99 percent of American households over the last 
seven decades. The report didn’t share which “dinner” was 
the most popular but did you have a favorite? I was partial 
to the Salisbury steak dinner with green beans, mashed 
potatoes (from flakes) and something that was purported 
to be a chocolate brownie.

Well dear reader, TV dinners aren’t as popular as they 
once were, not with a Taco Bell or Casey’s General Store 
popping up on every corner. No, they aren’t so popular 
anymore but according to a recent report from Vanguard 
Funds, the TV dinner investment equivalent certainly is. 
I’m speaking of course of Target Date Funds. According to 
Vanguard, over half of its 401(k) participants are invested 
in a single target date fund. 

As its name implies, target date funds “offer a diversi-
fied portfolio within a single fund that adjusts its underly-
ing asset mix over time. The funds provide broad diversifi-
cation while incrementally decreasing exposure to stocks 
and increasing exposure to bonds as each fund’s target re-
tirement date approaches” (Vanguard).  The key phrase 
there is “decreasing exposure to stocks and increasing ex-
posure to bonds” over time.  The longer the time frame 
or target date to your retirement, the more aggressive and 
volatile the exposure is to stocks. 

So what’s wrong with that? If you have a longer time 
horizon, shouldn’t you be comfortable in a single aggres-
sive mutual fund? Well, maybe. Investing wisely means 
more than knowing your anticipated retirement date or 
“target date.” It also means knowing your willingness and 
emotional ability to hold on to that fund until your “target 
date” while the market blows up your retirement portfo-
lio as you wait. For example, let’s say that ten years ago 
(2008), you’re a 23-year-old recent college grad starting a 
great job and making selections for your 401(k). You want 
to retire at 65 and keep things simple, you know, like se-
lecting a TV dinner. You select the Target Date 2050 Fund. 
Your first year that fund loses over 36 percent, scaring you 
badly (data from Vanguard). Your simple choice of funds 
now has soured you on markets and investing at the very 
start of your career.

Target date funds have their place and will work very 
well for many, many, retirement investors. My suggestion 
is that you do your research, know what you’re buying, 
how its volatility may impact your emotional risk toler-
ance… and make sure the chocolate brownie is real.  

Target Date Funds are the 
TV dinners of modern 
investment selection

Hank Myers, 5, competes in the Hendricks County 4-H Fair Watermelon Eating Contest July 17, 2017. (Photo by Chris Cornwall)



Hendricks Power Cooperative

ANNUAL MEETING
MEMBER APPRECIATION EVENT

www.hendrickspower.com

* Only for members of Hendricks Power Cooperative
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Booth open from 11:00AM - 8:00PM

Business meeting at 7:30PM
Hendricks County 4-H Fair

VOTE
for your board of directors

WATCH YOUR MAIL FOR YOUR FREE PARKING PASS AND 
FOOD VOUCHER VALID AT VENDORS THAT EVENING

Hendricks Power hopes that you’ll join us at our 2018 Annual Meeting. 
We will offer fun activities for the kids and provide members a chance to 

ask questions and learn about our co-op. 
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By Lindsay Doty

Forty-six years ago, a 20-something 
farm boy named Steve Denhart was start-
ing a new job in the basement of the bank 
at 1 East Main in Brownsburg. 

“My first day I went to the bookkeep-
ing department and I took up a stack of 
checks and ran adding machine tape on 
them and then that stack of checks was 
transported by car to the Federal Reserve 
Bank for clearing,” Denhart remembers. 
“Back then, I thought I would be there a 
couple years and then move on.” 

Flash forward to June 18, 2018: Den-
hart stands at that same location—now 
as President and Chairman of Hendricks 
County Bank and Trust— attending a cer-
emonial groundbreaking of the new bank 
headquarters which will be built on the 
former bank site on Main. In the blister-
ing hot sun, he sweated it out in a hard 

hat and suit while taking and posing for 
pictures. For Denhart and his bank, this is 
huge. 

“I would say this is the milestone,” he 
said.  

In June, demolition took place on the 
original building opened in 1963 (across 
from CVS and near Town Hall), leaving be-
hind piles of rubble and a lone silver vault 
that will soon be scrapped. Construction 
is underway on the nearly 16,000 sq. foot 
two-story modern facility that will house 
banking operations and administration 
offices. The $5.5 million-plus project has 
been in the works for Hendricks County 
Bank and Trust for nearly a decade. 

“I just want the new building to be nice 
and nice for the community,” Denhart 
said.

While he clocked plenty of hours in the 
old bank, he won’t miss it. He said the of-
fice was too small for the growing staff, 

outdated and always reminded him of a 
jail. 

“You think, well, I spent a lot of time 
in that building, but would I care to get a 
brick out of it? Probably not,” he said. 

Hendricks County Bank and Trust is 
rich with local history. It has been local-
ly-owned and operated since 1908 and 
now has five locations in the county with 
branches in Brownsburg, Danville, Plain-
field and Avon. It’s one of three locally-
owned banks (State Bank of Lizton and 
North Salem State Bank) in the county.

“Hendricks County Bank prides itself 
on being a part of the community, not 
simply in the community,” said Denhart. 

For him, it was an unexpected path. 
Banking wasn’t in his blood, but hard 
work was. The son of a farmer with five 
brothers, he learned early on the impor-
tance of getting things done. The Linden 
High School graduate had plans for a fu-

ture in computers but stumbled upon a 
banker’s life. 

“I could program a bit and there was an 
opening at the bank and I interviewed for 
it and they said they wanted somebody 
who didn’t know much about banking. I 
said, ‘I think I’m qualified,’” he laughed.

Denhart was trained and stuck with it, 
working as a teller, a bookkeeper and later 
climbing to management.

“I had done everything in the bank pret-
ty much over the years. So I have a lot of 
experience with what can happen.”

Through the decades, the community 
bank has had to keep up with competition, 
technology and the ups and down of the 
economy. The recession of 2008 hit par-
ticularly hard.

DENHART continued on page 7

Steve Denhart stands among the rubble after the demolition of the original Hendricks County Bank and Trust building. (Photo by Rick Myers)

Steve’s list
What’s your first banking 
memory? When I bought my first 
car (a Ford Galaxy 500). My father 
and I went into the Linden State 
Bank and met with the president 
of the bank and my dad had to 
sign the note with me. 

Best advice you have ever been 
given? Work hard and it will pay 
dividends 

Toughest banking decision? 
Saying no on a loan that was for a 
friend of mine. He was in financial 
trouble and I had to say no.

Words to bank by: The phrase 
the customer is always right I 
think plays into this business a 
little bit because you are dealing 
with people’s money and it’s 
pretty close to their heart, so I 
never really doubt anybody until 
we can figure out what is going 
on.

Retro moment: When Denhart 
first started his banking job 
he was taken to Downtown 
Indianapolis for a demonstration 
of a new machine called an ATM. 
He thought it was a pretty neat 
idea.

In five years I’d like to…travel 
more.

After 46 years with Hendricks County 
Bank and Trust, President and 

Chairman Steve Denhart is primed  
for its next great milestone

VAULTING 
INTO THE

FUTURE
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“There was a lot of development that 
was being done in the community, and 
the developers who bought the ground 
couldn’t develop it because the home 
values went down and the bank had to 
take them back and try to sell them,” 
Denhart said. “I 
think that was the 
toughest thing that 
I had to ever go 
through.” 

While modern-
day banking comes 
with risk assess-
ments, government 
regulations and the 
constant threat of 
fraud, HCBT has 
been able to survive 
and thrive. 

“We are compet-
ing for that market 
share and we like to say we are locally-
owned and able to make local decisions. 
We are financially strong with a lot of 
capital base and that’s our strong point.”

Hendricks County Bank now em-
ploys 48 people and is always growing. 

“We are a great community bank and 
we are all a big family. We know our 
customers and we know our area,” said 
HCBT Marketing Director Melissa Yet-
ter. 

“We have great services. My goal 
is getting the word out in Hendricks 
County and making sure Hendricks 
County Bank is here for a long time,” 

she said. 
While not too many people actual-

ly come into any bank anymore due to 
online banking, Denhart still keeps an 
open-door policy for chit chat. And af-
ter managing the bank for so long and 
raising his family here, there’s a lot of fa-
miliar faces and projects. 

HCBT has also had its hand in a lot of 
the area growth. 

“Our ability to 
have done the fi-
nancing for a lot of it, 
that’s really reward-
ing. You drive out to 
a subdivision and you 
see a new house and 
you think, ‘wow, we 
did the construction 
loan on that house,’” 
he said. 

While it wasn’t co-
ordinated, construc-
tion of the new bank 
headquarters hap-

pens to coincide with the revitaliza-
tion of downtown Brownsburg, giving 
the area a makeover. The bank project 
is expected to take a little over a year, 
depending on Indiana weather. When 
complete, Denhart and his staff are 
looking forward to incorporating the 
new building into community events. 

“The new location will provide a 
warm and inviting atmosphere,” he says. 

He believes it’s just another step 
–a big one—in the bank’s continued 
growth and commitment to Hendricks 
County. 

“I just want the new 
building to be nice 

and nice for the 
community.”

— Steve Denhart

DENHART continued from page 6.

Steve Denhart, fourth from left, slings dirt off of a shovel during a recent ground-breaking 
to celebrate the construction of Hendricks County Bank and Trust’s new $5.5 million-plus 
Brownsburg banking operations and administration offices. (Photo by Rick Myers)

It’s time to go  
 to work on your  
back and neck pain.

Nationally ranked expertise for your back and neck pain.
Back pain can come on suddenly in varying locations and intensity.  

By combining leading edge therapies and a coordinated team of experts, 

we’ll develop your treatment plan specifically for you. And since we’re 

close by, getting the care you need has never been more convenient.

Schedule a
BACK OR NECK  

PAIN CONSULTATION

For details, call 
317.217.BACK (2225) 

or visit 
iuhealth.org/spine

©2018 IUHealth
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Biz History

By Deanna Hindsley

A bright sunny June day led me west 
on US 40 to the Belleville Farm Market 
where I met owner, Randy Franklin, and 
his father, John, at their roadside store. 
Welcoming pots of colorful flowers hung 
along the open front, decked with rows 
of green-leafed petunias blossoming red, 
pink and purple, and spilling over to full 
blooms of red and white geraniums. Gar-
den plants of tomatoes, peppers and much 
more lined up along the east end just wait-
ing to be planted.

I was invited into Randy’s office where 
he does the ordering and John does the 
bookkeeping, all written by hand.

Although Randy works at UPS, he 
spends many hours at the Belleville Farm 
Market chatting it up with regulars and 
passers-by who stop in for fresh produce. 
John also worked for many years, aside 
from the Market, as a quartermaster for 
the Indiana State Police Department. 

But each of them has always loved the 
market which began with Randy’s great-
grandfather who moved from downtown 
Indianapolis to western Hendricks Coun-
ty. He was a relative of the owners of the 
Kehrein Orchard, also in Belleville at the 
time where he learned about the busi-
ness. He was happy when his son-in-law, 
Richard Kennedy, became interested, so 
he helped him start a produce stand in his 
front yard.

In early summer, before Indiana’s toma-
toes and corn were ready, Richard would 
go to the City Market in downtown In-
dianapolis to purchase vegetables and 
fruit that came in from southern states. 
And the market thrived, as his only farm 
market competitor was Hilltop Market in 
Danville, a friendly rival.

In the late 1970s, Richard began to have 
health problems, and his daughter Lisa 
took over the business. Randy said with a 
proud smile, “Aunt Lisa built this building 
in the early 1980s. A few years later she 
decided to go to college.”

Ever a family business, the market was 

sold to Lisa’s sister, Pam Franklin, and her 
husband John. Pam ran the business until 
a few years ago, and when she passed away 
Randy bought the Belleville Farm Market. 
So now, Randy, along with his dad, John, 
and other family members all work shifts 
at the market.

It’s great to hear of competitors helping 
each other. The friendly competitor Hill-
top Market moved to Avon and is now in 
Speedway, but Randy appreciates all he’s 
learned from owners, Sal, Ray and Mike. 
He also learned how to buy, as he did the 
ordering when his mother ran the busi-
ness.

Although they still buy some produce 
grown in the south during early sum-
mer, they buy as much they can from local 
farms. Jellies and jams are from Dillman 
Farms, and honey from Brown County. 
Pickles and salsa come from Ohio Farm 
Markets, straight out of the Midwest, and 
produce trucks come from McKinley Or-
chard in Vincennes and Garwood Or-
chard and Produce in LaPorte.

A few customers came in to browse and 
bought while I was there on this mid-week 
afternoon. They perused fresh peaches, 
potatoes, onions and the rows of bagged 
popcorn in a way that told me they were 
regulars. John led them to red-ripe straw-
berries he had just put into the cooler to 
keep them fresh and to the first crop of In-
diana tomatoes in a basket on the counter. 

I knew I had to have some before I 
left. The smell of those tomatoes took me 
back to my mother’s garden and the dewy 
strawberries I’d pick to top my cereal in 
the morning. I didn’t like picking that ear-
ly, but I loved them for breakfast, and be-
sides, mom said that was the best time.

Randy loves the people—talking with 
customers, keeping up with their fami-
lies—as does John, who says he always 
treats customers like he would like to be 
treated. They both love the business as if 
it were a hobby.

Hendricks County Historical Museum is at 170 S. Washington St., Danville and open Saturdays, March through December, 11 a.m. - 3 p.m.  
There is no admission fee to tour the museum but donations are gladly accepted. For more information, visit hendrickscountymuseum.org.

Belleville Farm Market
Market family still producing fresh smiles with traditional style

Above, Photograph of Roscoe Duggar on the left, who was Randy’s great-grandfather. Richard Kennedy 
is pictured on the right. | Below, From left, Randy and John Franklin. Photos by Deanna Hindsleyy. 
(Photos by Deanna Hindsley)
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The Personal Touch

By Scott Flood

Every time someone invents a new 
marketing communications channel, 
many of its proponents will cast aside 
what successful marketers already 
know, insisting that this one is really 
different, and that the old rules don’t 
apply. 

In time, veteran marketers will apply 
their time-honored tactics to the new 
channel and prove their worth once 
again. And the “innovators” will even-
tually discover those same tactics and 
learn lessons that their predecessors 
already knew. They could have saved 
some time and made fewer missteps by 
listening to those experts and paying at-
tention to those lessons, but human na-
ture got in their way. 

Savvy marketers who are in the game 
for the long run recognize new chan-
nels for exactly what they are: new tools 
they can add to their toolbox. When 
you buy a new tool for use at home, you 
don’t declare that every other tool you 
own is now useless and throw it in the 
trash. Instead, you recognize that you 
now have one more solution you can 
apply when needs arise.

What’s lost in the excitement of the 
emergence of these new channels is the 
wisdom that tools are not at the heart 
of marketing. What is? The same thing 

that’s always been there: psychology 
and persuasion. The ultimate goal for 
any channel is not to make a consum-
er jump up and say “gosh, this is really 
a cool way of receiving a message,” but 
to make that consumer take the desired 
action. 

There’s a difference between knowl-
edge and wisdom. It’s easy to gain 
knowledge, but much harder to earn 
wisdom. That’s because wisdom grows 
from experiences and lessons learned. 
It springs from failures and is nurtured 
by successes. 

What we know changes constant-
ly. Wisdom arrives and matures much 
more gradually. Marketers who jump to 
employ the latest and greatest channel 
without paying attention to the estab-
lished principles that work in any me-
dium are likely to be disappointed by 
the results. By all means, experiment 
and change, but never lose sight of what 
makes those efforts work.

Marketing wisdom outlasts fashions

Scott Flood creates effective 
copy for companies and other 
organizations. You’ll find more 
articles at sfwriting.com. ©2018 
Scott Flood All rights reserved.

Visit our web site at  
Bassettservices.com

to see what over 6,000 customers like  
you say about our service!

317-204-2179

SERVICES, inc

HEATING & COOLING

of heating & cooling service to
our Hendricks County family!

Celebrating

40 years

Air-conditioner not working properly? 
Call us for a tuneup today!
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By Howard Hubler

A while ago I went to Europe. One of 
the things American tourists have an un-
canny knack for is going to McDonald’s 
for lunch. The first thing an American 
traveler notices in a European McDon-
ald’s is the kiosk used when ordering 
food. You can go to the counter and deal 
with a “person,” however the only ones 
there are Americans. Everyone else is 
using a kiosk and it seems like they are 
jumping in line ahead of you. They ad-
dress the kiosk, push a few buttons, stick 
in their card and within seconds their 
number appears in the “pick up your 
food” area.

In the U.S., you see on the evening 
news that if a state starts a minimum 
$15 wage in the food industry, a kiosk 
will soon be standing there instead of an 
employee. Well, back home again in In-
diana, as the song goes, along the beauti-
ful shores of the Wabash, you will see a 
shiny kiosk where a retiree, college stu-
dent, high school kid, or anyone who de-
pended on that job to make ends meet.  
This is probably not only a sign of tech-
nological progress, but it’s also a sign 
that those people now can get more pay 
than McDonald’s pays so MacDonald’s 
says we’re going to get a kiosk and the 
other people hopefully moved on to a 
better vocational opportunity.

When a self-employed individual who 
hires 20 or 200 people go out to dinner 
with friends that work, say as a teach-
er or in a factory, there is a disconnect 
that they just cannot come together on. 
They simply do not know how desperate 

their self-employed dining friends are for 
new hires to show up for work. Today as 
the conversation switches to all manner 
of the “nanny state” which they inevita-
bly do, the small business person seems 
somewhat heartless. However, some-
thing I recently read online suggests it 
that all who want a job currently have 
one. So, ‘Why?’ you ask, do we need food 
stamps and a broad welfare state today 
for able-bodied people?

This brings me to my teachable mo-
ment closing thought. In my line of work, 
I am every bit as stymied for good help. 
Little by little you read stories about 
wage inflation gripping home. I think 
if you cannot hire new people and you 
have been frustrated for a year, you need 
to completely re-think your pay and bo-
nus system. As long as people can be 
productive and create goods or services 
that profit your company, now you are in 
a uncharted water as to pay how much is 
too much. You need to make a return on 
investment study to see what you can pay 
and then go to market with that number. 
If it works, labor will be a higher per-
cent of the gross but hopefully, you gross 
more than you are currently grossing. As 
mundane as it may be, that is my thought 
for the day. I truly think those that grab 
and run with it will be the winner.

Phase 1 business inflation, new hires

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

PEER TO PEER
BIZ LAW

By Eric Oliver

A good business owner is like a coach. Be-
fore the game starts they put together a game 
plan, thinking through what is required to 
have a successful business. They think about 
sales and what needs to be done to be prof-
itable. But one thing business owners, like 
most people, do not like to think about is 
insurance. As a business owner, there are 
many risks that you should consider insur-
ing against because one lawsuit or mistake 
could be enough to destroy your business. 
Luckily, insurance can be a relatively small 
investment for a great return. 

Here are several types of insurance for you 
to consider. 
Property insurance

If your business owns or leases property, 
then property insurance is a must. Property 
insurance can cover equipment, inventory 
and furniture in the event of a fire, storm or 
theft. In addition to fire, storm or theft, you 
will want to determine if you need flood in-
surance or other specific types of coverage 
based on your location. If your area is prone 
to these issues, check with your insurer to 
price a separate policy.
Home-based businesses

If your business operates out of your 
home, you will want to determine if you 
have coverage for your business through 
your homeowner’s policy. A lot of insurance 
policies will exclude home-based business-
es from coverage.  It may be possible to ob-
tain an insurance rider which will help cover 
your equipment and other risks associated 
with your home-based business.
Vehicle insurance

If you use a vehicle in your business, you 
should ensure your vehicles are fully insured 
to protect businesses against liability if an 
accident should occur. You will want to de-
termine if your personal insurance provides 
this coverage and if it does not, you will want 
to obtain coverage for your personal ve-
hicles. If your business owns the vehicles it 
uses, you will want to ensure you have ad-
equate coverage for your vehicles, includ-
ing coverage against third-party injury and 
replacement insurance for your vehicle. In 
addition, you will want to determine if you 
need underinsurance coverage if your vehi-
cle is damaged by a third party. If employ-
ees use their own cars for business, you will 
want to determine your business has cover-
age if they are involved in an accident.

Liability insurance
Liability insurance covers myriad liabili-

ties for your company. If your business man-
ufactures products then you will want liabil-
ity insurance. If you have a storefront, you 
will want liability insurance in the event a 
customer is injured at your business or in the 
event that a customer is injured through no 
fault of your company. When obtaining lia-
bility insurance, you should investigate what 
is called med-pay coverage. This type of in-
surance can help cover medical expenses of 
customers and help eliminate the risk of a 
lawsuit when liability is not clear.   
Workers’ compensation insurance

Workers’ compensation insurance should 
be investigated prior to hiring your first em-
ployee. It will cover medical treatment, dis-
ability and death benefits if an employee is 
injured or dies as a result of his or her em-
ployment with you. Workers’ compensation 
insurance provides protection for your em-
ployees and for your business from slip-and-
fall injuries or medical conditions such as 
carpal tunnel syndrome.
 Professional liability insurance

Professional liability insurance protects 
a business owner against negligence in its 
business actions. Professional liability in-
surance is often called errors and omissions 
coverage (E&O) and should be customized 
for the business type. E&O coverage is also 
known as malpractice insurance. If your 
business provides professional services or 
advice you should talk with your insurance 
agent about professional liability insurance.
Other Insurance

In addition to the above-listed insurance, 
I recommend investigating health insurance, 
business interruption insurance, directors’ 
and officers’ insurance and insurance cover-
ing data breaches. I hope this article will help 
you to begin to think about the right insur-
ance coverage for your business so you can 
avoid a major financial loss due to a lawsuit 
or other major event.

Thinking about insurance  
isn’t fun, but a good policy

Eric Oliver is an attorney at Oliver & 
Cline, Danville, specializing in business 
and commercial law, trust and estate 
planning, probate, real estate, family, 
divorce and criminal law. Contact him 
at eric@oliverandcline.com or by calling 
(317)563-7400.
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HRH and Anthem in disagreement  
over definition of hospital 

People gather during a Hendricks Regional Health Brownsburg Hospital open house on Nov. 19.. (Photo by 
Rick Myers)

Anthem insurance coverage at Hendricks Regional 
Health’s Brownsburg Hospital In-network Out of 

network

Physician offices Yes No

Immediate care Yes No

Lab services (blood draws, etc.) Yes No

Inpatient care No Yes

Cardiac testing and radiology (includes mammography) No Yes

Rehabilitation services (physical and occupational therapy) No Yes

Editor’s note: The reporter is a customer 
of Anthem Inc., but he never has been a 
customer of Hendricks Regional Health.

By Cleveland Dietz

A contract dispute has left some Browns-
burg residents with little choice but to look 
elsewhere for the healthcare services they 
need.

Rate negotiations between Hendricks Re-
gional Health and Anthem Inc. stalled when 
the entities couldn’t come to an agreement 
about how much the insurer would pay for 
certain services at the county’s Brownsburg 
hospital. 

Hendricks Regional Health is a county-
owned network of hospitals and healthcare 
service providers. Its primary facilities are in 
Danville and Brownsburg, but smaller oper-
ations dot the county. All the entities within 
its system are in Anthem’s network, except 
for the Brownsburg hospital at Ronald Rea-
gan Parkway and Interstate 74.

Hendricks Regional Health Chief Strate-
gic Officer Gary Everling said the company 

began negotiating 
with insurers months 
before the $50 mil-
lion, 100,000-square-
foot hospital opened 
on Jan. 8. Contractu-
ally, they had to notify 
them that they were 
adding a new facility. 
Most, he said, kept 
the same terms they 
had with the system 
for its other locations 
without fuss, but An-

them didn’t. It returned with an “unsustain-
able” proposal, far less than the rates it paid 
for the same services at the Danville hospi-
tal, he said.

“Despite our efforts to negotiate in good 
faith with Anthem, they just haven’t,” said 
Everling. “We’re not asking for more than 
what we charge anywhere else.”

The staffing ratios at the Brownsburg fa-
cility are the same as they are in Danville, 
the same board-certified ER physician group 
covers the emergency department, it has the 
same adult inpatient physician group and 
the nursing staffing ratio is the same, he said.

But Anthem saw it differently.
“It has only six inpatient beds and no in-

tensive care unit or surgical capabilities,” 
stated senior Anthem spokesman Tony Felts. 

“We have made fair contract offers that re-
flect the limited services available at this fa-
cility. It is not in the best interest of our con-
sumers and the affordability of health care to 

compensate this facility at the same level as a 
full-service hospital.”

HRH’s Danville hospital is more than 
600,000 square feet, has 127 inpatient beds 
and provides both surgical and intensive 
care, for comparison.

While the contrast is striking, University of 
North Carolina health care reimbursement 
professor and senior research fellow George 
H. Pink said he isn’t aware of any standard for 
what constitutes a full-service hospital.

Almost 37,000 people have gone to the 
Brownsburg facility since it opened, accord-
ing to company officials. They estimate that 
1,000 to 2,000 customers were affected by 
some services being out of network. 

Inpatient care, cardiac testing and radi-
ology (including mammography) and reha-
bilitation services such as physical and oc-
cupational therapy are out of network for 
Anthem members at the site. Individual phy-
sicians, immediate care and lab services re-
main in-network.

For now, they’re referring them to other 
providers under the HRH umbrella.

“There’s a lot of options we can send them 
to, and we do that just to make sure that 
they’re not out of network,” Everling said.

The hospital network is working to make 
sure patients that need to be referred to an-
other provider can do so without having to 
wait for services, Carrie Meyer, HRH strate-
gic communications director, said.

How It Works
When a hospital negotiates a rate with an 

insurer, it’s making an agreement for how 
much it’ll be paid for a procedure or service. 
These rates can vary from one insurance 
provider to another and sometimes rely on 
other factors, such as whether it is inpatient 
or outpatient care.

Hospitals prefer that insurance compa-
nies pay a higher percentage of their fees, be-
cause that’s how they make money. Insurers 
prefer to pay less, because that lowers costs 

for their members. That’s why we shouldn’t 
think of health insurers as the enemy, said 
Mark Norrell, Indiana University healthcare 
management and policy professor, even if 
they can be frustrating at times.

“We want to think of Anthem as doing 
this in the best interest of the individuals 
that hold Anthem health insurance, because 
the lower they can negotiate payment rates, 

the less expensive my healthcare is when I 
go and see an in-network provider,” he said.

The problems are imbalances of power 
can lead to bad deals for one side, and that 
can be catastrophic for small systems or 
nonprofits that often operate on 1- to 3-per-
cent margins.

“Bottom line: It all depends on who needs 
who the most,” he said.

What It Means
For now, HRH is referring patients with 

Anthem insurance who need a service that’s 
outside of their network at Brownsburg to 
other facilities in its system. It’s managing 
staffing levels to accommodate those refer-
rals, Meyer said.

HRH is asking Brownsburg residents cov-
ered by Anthem to reach out to the insurer 
and ask it to reconsider, Everling said.

“We’re on their side, and we won’t give up 
until it’s done,” he said.

* Emergency rooms operate under different reimbursement rules, so Everling recommends visiting the 
nearest ER when necessary, no matter the coverage provider.

Gary Everling
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Fireworks on Saturday
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866.348.4674 | STATEBANKOFLIZTON.COMAVON/PRESTWICK | BROWNSBURG | DOVER | JAMESTOWN | LEBANON | LIZTON | PITTSBORO | PLAINFIELD  | ZIONSVILLE

Loans designed for life.

When Bob Meister and Bob Wallace envisioned Life’s Journey, a one-of-a kind hospice that provides 
patients and their families an unrivaled level of care,  peace and support, they turned to State Bank of 
Lizton and Andy Pinegar. Andy was able to quickly provide a loan that helped turn their vision into a 
reality. Just as Life’s Journey in Avon is making a difference in lives of the people they serve, we take 
pride in making a difference in the community where we live and work. If you have a big idea you’d 
like to bring to life, stop by any of our eleven locations today, or call Andy Pinegar at 317.858.6162.

 Bob Meister    Andy Pinegar    Bob Wallace

BIZ LEADERSHIP

Should you have to tell others what to do?

Karl is a father, speaker, author, and 
successful CEO. We encourage questions 
& comments. Karl can be reached via 
Zimmer Success Group in Plainfield 
(Z-Success.com). RULE® is a Registered 
Mark of Karl R. Zimmer III.

By Karl Zimmer

As leaders, we are often placed in situa-
tions that cause us to break new ground, ac-
complishing various things for the first time 
and testing the limits of our stamina and 
will. Yet as leaders, we pass those tests and 
push through those tough times. After all, 
that is why we are the leaders.

Perhaps when we first became manag-
ers, we found ourselves in positions having 
to tell people what to do. We had to show 
them how to do the jobs we needed them to 
do, and in some cases, we may have even had 
to show them the end result so they knew 
what “success” looked like. If we had the 
right people, we may only have had to show 
them once, but chances are we had to re-
mind them from time to time and, “inspect 
what we expect,” as Tom Peters and Bill Wa-
terman wrote about many years ago in their 
book, “In Search of Excellence.”

If you are the leader of your organiza-
tion, is that by appointment and title? Now 
that you are a leader, do you find it neces-
sary to tell people what to do? Under what 
circumstances do you find that to be the 

case? Are the people you have to tell what 
to do, the right people for your organiza-
tion or their job function? Is your organiza-
tion structured in such a way that functions 
are clear and traditional or untraditional yet 
clearly communicated to all? Do any of these 
questions make sense and give you food for 
thought? These questions and the answers 

you come up with may lead you either to so-
lutions or to solidifying and confirming your 
current position.

Leaders are such because they have earned 
the trust and respect of those they lead, and 
therefore are followed willingly and even ea-
gerly, as we have explored previously. Lead-
ers are those who inspire, who empower and 

influence others by their initiative and by 
their example. They share information and 
knowledge, and they give credit where it is 
due. Bosses may tell, but leaders lead. 

As Oleg Vishnepolsky, Global CTO at 
Daily Mail, shared in a recent article, “An 
employee is a rocket, a leader is a rocket 
booster.” So, if you want your organization 
to soar, be the rocket booster, let the rockets 
take your company to the moon and beyond, 
and enjoy the ride.

This column is dedicated to sharing ex-
periences, research, and ideas about great 
leaders, for great leaders. The above are just 
a few ideas for us to explore how best to in-
spire and motivate the highest performance 
and satisfaction at work. Please send in your 
comments, questions and suggestions.



Hendricks County Business Leader18   July 2018 • hcbusinessleader.com

By Adam Pannel

The IU Health West Hospital is testing its upcoming 
$80 million expansion with a cardboard look-alike at IU 
Health’s Integrated Service Center. 

Within the Service Center, a sprawling full-scale card-
board maze recreates just one floor of the proposed ex-
pansion to simulate actual conditions within the facility. 

Staff are using the cardboard creation to make adjust-
ments to the space before construction begins in Octo-
ber.

 The expansion will add 48 additional inpatient beds, 
a new operating room, increased catheterization lab ca-
pacity and more room to accommodate additional staff 
and patients.

Furthermore, an additional floor will be added onto the 
hospital’s “B” inpatient tower, and two floors will be con-
structed on the north side of the building to expand the 
operating room, catheterization lab, inpatient pharmacy, 
café and classroom areas.

 “We’re serving a growing community,” IU Health West 
Hospital President Art Vasquez said. “Right now, we 
transfer about 1,700 of our patients outside our commu-
nity to other hospitals, so IU Health is trying to serve our 
community better.”

Virtual reality was initially offered to test the space, but 
staff created the cardboard hospital instead to give nurs-
es and physicians a tangible space to practice emergency 
scenarios and refine the expanded facility.

Staff plaster sticky notes and posters on the cardboard, 

suggesting how to improve different rooms, so physicians 
can operate more efficiently within them. 

“We’re making sure we’re…not building in what we 
consider waste, [such as] extra steps or extra space,” De-
ployment Leader Brad Angeles said. 

The cardboard recreation was the second design event 
and the first in the ‘cardboard series’ at IU Health’s Inte-
grated Service Center. 

The first event focused on conceptualizing room lay-
outs on paper, while the cardboard series physically rec-
reates those layouts for testing and modification. 

Construction of the expanded facility will take two 
years to complete, but it promises to allow IU Health 
West Hospital the chance to expand its existing services 
and serve more of the surrounding community.

IU Health West tests $80 million expansion with cardboard
Cardboard look-a-like of proposed $80 million expansion. (Submitted photo)
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Join us for a Hendricks County 

Business Leader’s Cover Party

August 9 • 4:30-6:30 pm 
Cartlidge Barn,  

1900 E. Main St., Danville

presented by

Save
 Date

the

Join us for the Hendricks County Business Leader’s August Cover Party.  
Enjoy wine and hors d’oeuvres and mix with colleagues and your peers 

from throughout Hendricks County during this fun and casual after-hours 
business affair as we honor the June, July and August 2018 covers.

Food

Fun

Networking

For more information, contact:  cathy@icontimes.com
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By Chet Cromer

Integration is when we take multiple, dis-
connected components and combine them 
in a manner that produces a cohesive result. 
It is not using multiple tools and then manu-
ally sorting out the results later, but rather 
where we choose and utilize services made 
to “talk to each other” so they operate as a 
single unit rather than disconnected compo-
nents. 

Is integration right for your business? I be-
lieve the answer is a resounding YES. You are 
probably already integrating software with-
out even knowing it. If you use an email ser-
vice such as Google and Microsoft Outlook 
for reading your email, you’re already inte-
grating tools provided by two of the largest 
technology providers in the world!

There are boundless opportunities to in-
tegrate tools involved in project manage-
ment, time tracking, bookkeeping, and cus-
tomer relationship management. The trick 
is choosing well, integrating effectively and 
always keeping an eye out for the next op-
portunity or looming storm on the horizon.

In my business, we carefully manage proj-
ects and the work that goes into them. It’s 
important for us to properly scope projects, 
keep them on budget and track associated 
time and expens-
es. Not long ago, 
we had separate 
tools for each 
task: Word, Out-
look, Excel and a 
time-tracker, to 
name a few. As 
our business has 
grown, we’ve cho-
sen different tools 
that are made 
to communicate 
with each other 
and streamline 
these tasks. Now, 
when a task is defined, it goes into a web-
based management tool which links to our 
time tracking tool, which then pushes data 
over to invoicing workbooks each month so 

we can effectively settle up with our clients.
Integrating software can be an intimi-

dating objective and an ongoing endeavor. 
While we are still using off-the-shelf soft-

ware tools rath-
er than building 
something from 
scratch, we are 
counting on these 
various compo-
nents and the or-
ganizations be-
hind them to 
continue playing 
nice with the oth-
er systems in play. 

If one company 
decides to stop 
supporting an in-
tegration, things 

can quickly fall apart. Conversely, as cloud 
services continue to appear, more oppor-
tunities to make the team effective and the 
business profitable quickly become available.

Partnering with a solid technology firm 
becomes extremely useful as you move from 
customizing software to integrating multiple 
tools. While you may be able to do much of 
this work on your own, setting up cloud ser-
vices to communicate with each other and 
resources you may house on-site can be a 
daunting task, and I recommend treading 
into these waters with a trusted partner.

Next month we’ll conclude this series with 
an article on coding from scratch, where you 
take your unique idea and bring it to life. 
Stay with us as we continue this journey, and 
I look forward to hearing about your own in-
tegration successes!

Integration: Connecting the dots of modern technology

Chet Cromer is the president of C2IT 
Consulting, Inc., a Plainfield-based 
technology business that provides 
websites, mobile apps, and IT consulting/
support to businesses across central 
Indiana. He can be reached at 
chetcromer@c2itconsulting.net  
or (317) 721-2248.

TRENDS IN TECH

HOPE HEALTHCARE:

HEALTHCARE
-  F O R  T H E  -
UNINSURED

107 Park Place Blvd., Avon | 317.272.0708 | myhopehealth.org

Healthcare Services provided by Licensed, Volunteer Professionals

2018 GALA: Saturday, September 29th  |  Dallara Indycar Factory  |   Visit our website to learn more

Real estate report
New numbers from FC Tucker indicate 
a yearly increase in home sale prices in 
all major Hendricks County towns with 
the exception of Danville. FC Tucker also 
indicated that homes in most local areas are 
selling significantly faster when compared 
to this time last year. In May 2018, the 
average price for homes sold in Avon was 
$229,015, a 9.7 percent increase from May 
2017; Brownsburg homes sold for $209,715, 
a 1.6 percent increase; and Plainfield homes 

sold for $211, 082, a 15.2 percent increase. 
Danville homes sold for $169,452, a 7.1 
percent decrease from May 2017. Hendricks 
County homes sold in 34 days on average, 
12 days faster than May 2017. Avon, 
Brownsburg and Danville homes spent less 
time on the market at 36, 28 and 18 days, 
respectively. Plainfield homes took 5 days 
longer to sell than in May 2017, spending 55 
days on the market.

IU Health forms regional group
Indiana University Health has formed the 
Indianapolis Suburban Region to include IU 
West in Avon, IU Health North, Saxony, and 
Tipton hospitals. The group will help with 
long-term growth, including the hospital 
expansion in Avon. IU Health West President 

Doug Puckett will lead the team. Art Vasquez, 
chief financial and operating officer, IU West, 
has been named president of IU Health West 
Suburban Area, which includes responsibility 
for the hospital in Avon.

“Partnering with a solid 
technology firm becomes 
extremely useful as you 
move from customizing 
software to integrating 

multiple tools.”

Biz Briefs
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Offering Non-invasive options for a double chin.

Sharpen Up  
 Your Jawline...

(317) 399-4567 • sharpersurgery.com

10090 East US Highway 36
Suite D

Avon, IN 46123

Stanley Harper, MD
Board Certified Plastic Surgeon

20% off this month, must mention this ad!

Guest Column

By Will Gott

In one of the many travel trade pub-
lications I read, a recent workplace sur-
vey indicated that 68 percent of people 
would prefer a bucket list trip over a 
Job Promotion. As I pondered this new 
workplace revelation, it made me think 
about how a small business might re-
spond to it. 

As a small business owner, you may 
not have the budget to actually grant 
an employee a bucket list trip; however, 
knowing that 68 percent of employees 
are thinking this way, you can use this 
information to make sure you are creat-
ing the optimal work environment for 
your employees.  Here are three practi-
cal things you can do to make your firm 
a place where they want to get promot-
ed:

1. Know what motivates your em-
ployees. Not all employees are 
motivated by money or a job title.  
People are motivated by different 
things and getting to know moti-
vated each employee can go a long 
way to creating the appropriate 
rewards and/or recognition.

2. Know what your employee’s 
bucket list trip is.  Do you know 
that most people have a bucket 
list trip, including your employ-
ees?  Do you know what they are 
for each employee?  A bucket list 
trip tells you something about the 
employee and tells you want they 

dream about.  Behind every buck-
et list is a reason why.  By learn-
ing what your employee’s bucket 
list trip if forces you to engage 
with your employee at a different 
level and forces you to really get 
to know the employees that work 
for you.

3. Know why an employee would 
not want a promotion. What 
does a promotion in your firm re-
ally mean to an employee?  Does 
it mean more hours, more time 
away from their family, more 
stress or unknown expectations?  
As a business owner, what you 
think is actually a good thing, 
like a promotion, could actually 
be viewed as a bad thing by your 
employees.  Evaluate the position 
the employee will be promoted to 
and make sure you the employee 
is fully aware of what is to be ex-
pected.  Have a clearly defined job 
description.  Make sure the new 
position is a position someone 
would want and really looks for-
ward to be promoted to. 

How would you as a business owner 
respond to this survey? Does this moti-
vate you to think differently about em-
ployment at your firm? I would love to 
hear your thoughts and ideas.  Email me 
at wgott@cruiseone to let me know.

Bucket-list trip over a job promotion? 
Workplace survey says, yes 
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We Salute the
Recruits

Congratulations!
ARMY:

Daniel Alcaraz
Mikayla Buchanan
Conner Crawford

Jacob Stottlemeyer
Isaac Woolley

AIR FORCE:
Sirus Hansford

NAVY:
Robert Law

Austin Goodfellow

MARINES:
Kyle Dailey

Jordan Brown
Jacob Gwyer

Special thanks to the following:
Avon American Legion Post #145 

Brauman Law Group 
Dillman Law Group

mobileme
Justin Flora is co-owner of Flora Brothers Painting and Flora 
Brothers Exteriors, 1834 S County Rd 1050 E, Plainfield. Justin, 
along with his brother Aaron, went into business in 2011 and 
they have since built a successful company serving much  
of Hendricks County. Here we try to unlock Justin Flora’s  
Mobile Me.

 • Case: Black Otterbox
 • Model: iPhone X
 •  Background: Family picture with 

his wife, Kristin Flora, 4-year-old son 
Gunner, 2-year-old daughter Lexi 
and 1-year-old son Branson.

1. Favorite emoji: 😂 😂 

2. Most used social media app?
A:  Facebook. I use it a lot for business and for news as 

well, and keeping in contact with friends and family. 

3. First app you check on your phone in the morning? 
A: I would say it’s my email or the calendar. 

4. Favorite picture in your photo album?
A: I would say it would be the one of my family. 

5. Favorite texting lingo?
A:  Since I like to laugh and smile I would probably use 

“haha” a lot.

6. Longest call you’ve ever made?
A: 1 hr. 5 min. 

 7.  One app you can’t live without besides your  
email or calendar?

A:  It’s actually a food app I use to track what I eat 
called Cronometer. Whenever I eat something I’m 
putting it in that app. 

8. Number of Contacts in your phone?
A: 1,076

9. Account you love to follow the most on social 
media?
A: He’s a business guru named Grant Cardone.

10. Initial reaction when your iPhone begins to die?
A: Find the charger!
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Planner of Note

Avon Chamber New Members

DANNY’S MEXICAN ICE CREAM 
7730 E US Hwy 36 
Avon, IN 46123  
317-607-8391

IAN MCINTYRE STATE FARM 
589 S. Dan Jones Rd 
Avon, IN 46123  
317-800-0905

JUSTUS SENIOR LIVING 
1398 N Shadeland Ave 
Indianapolis, IN 46219  
317-353-8311

Brownsburg Chamber New Members

SO ITALIAN 
515 East Main Street 
Brownsburg, IN 46112 
317-858-4777

NATIONAL GUARD ASSOCIATION OF 
INDIANA FOUNDATION 
2002 South Holt Road  
Stout Field #5 
Indianapolis, IN 46241 
317-247-3196

CHARLES C. BRANDT CONSTRUCTION CO. 
1505 N Sherman Drive 
Indianapolis, Indiana 46201 
317-375-1111

WHITE CASTLE  
960 N Green St. 
Brownsburg, IN 46112 
317-269-4590

Danville Chamber New Members

INDIANA LYONS LLC 
4184 Parliament Way 
Avon, IN 46123 
317-525-8380

TERRY WILKINS-CARPENTER REALTORS 
5491 E Main St. 
Avon, IN 46123 
317-496-9283

CURTIS MOTORS WEST 
1685 E Main 
Danville, IN 46122 
317-502-5627

DREAM 2 DISCOVER YOU 
1579 Woodside Drive 
Danville, IN 46122 
317-490-5948

Plainfield Chamber New Members

REJUVA WELLNESS AND YOGA 
1070 W. Main St 
Plainfield, IN 46168  
317-406-3989

INSPECTOR FOX LLC 
533 Castle Manor Ct 
Indianapolis, IN 46214 
317-945-3322

LEAGUE OF MIRACLES 
PO Box 698  
Mooresville, IN 46158  
812-573-3071

SCHAKOLAD CHOCOLATE FACTORY 
351 Marketplace Mile, Unit 160 
Plainfield, IN 46168  
317-838-0830

MEL’S SERVICE CENTER 
326 W. Main St. 
Plainfield, IN 46168 
317-839-7225 

GILL INSURANCE ADVISOR’s 
2680 E Main Street Suite 1300 
Plainfield, IN 46168  
317-279-6010

JERRY AIR HEATING AND 
COOLING, LLC 
4967 Tudor Rd 
Stilesville, IN 46180  
317-281-2745

MAIN STREET VINEYARD CHURCH 
112 W. Main Street 
Plainfield, IN 46168  
317-442-5659

PRINTINGHYPNOSIS

SERVICE GUIDE

BUCKLEY MASONRY 
CONSTRUCTION
Description: masonry/gen 
contract
Incorporated: 5/21/2018
Grantor: Melinda Buckley
Grantor: Derek Buckley

VINTAGE 40
Description: antique resale
Incorporated: 5/21/2018
Grantor: Anthony Clymer

GRIMS POWER WASHING
Description: pressure wash service
Incorporated: 5/23/2018
Grantor: Justin Grimsley 

PARSLEY HOME SERVICES
Description: residential 
renovation
Incorporated: 5/23/2018
Grantor: Ashley Wycoff
Grantor: Joseph Parsley

STEWART HOME GROUP INC.
Description: real estate services
Incorporated: 5/23/2018
Grantor: Stephanie Stewart

DAMAJE ENTERTAINMENT
Description: arts/music/
entertainment
Incorporated: 5/24/2018
Grantor: David McDade Jr.

JIM’S INTERIORS
Description: painting & drywall
Incorporated: 5/24/2018
Grantor: James Ideman

MBLAIR HAIR & NAIL STUDIO
Description: cosmetology salon
Incorporated: 5/29/2018
Grantor: Marissa Blair

FRANK SHOW HORSES
Description: horse trainer
Incorporated: 5/29/2018
Grantor: Rachel Frank

CIRCLE CITY ASPHALT PAVING 
& SEALCOATING
Description: asphalt paving
Incorporated: 5/30/2018
Grantor: Henry Orr

CHOSEN BREED MC
Description: motorcycle club
Incorporated: 5/31/2018
Grantor: Anthony Edmondson

A MOTHER’S LOVE LLC
Description: family child care
Incorporated: 6/11/2018
Grantor: Terry Pearson

FAB FOUR DESIGNS
Description: custom shirt tumble
Incorporated: 6/12/2018
Grantor: Lois Farley
Grantor: Kristi Farley
Grantor: Veronica Shepard
Grantor: Kendra Farley

Newly Incorporated Businesses
JULY 2018

11 - Danville Chamber of 
Commerce (members’ meeting): 
Wednesday, July 11 at 11:00 a .m. at 
HC 4-H Fairgrounds, 1900 E Main St. 
Danville. For more information, call 
(317) 745-0670 

17- Plainfield Chamber of 
Commerce (member’s meeting): 
Tuesday, July 117 at 11:30 a.m. at 
Plainfield Rec and Aquatic Center, 
651 Vestal Road, Plainfield.  For more 
information, call (317) 839-3800

18 - Brownsburg Chamber of 
Commerce (members’ meeting): 
Wednesday, July18 at 11:00 a.m. at 
the Brownsburg Fire Territory, 470 E. 
Northfield Dr. Brownsburg. For more 
information call (317) 852-7885

24 - Avon Chamber of Commerce 
(members’ meeting): Tuesday, 
July 24 at 11:00 a.m. at Avon 
American Legion,4812 E Main St, Old 
US 36  Avon.  For more information, 
call (317) 272-4333



From Slow  
to Whoa!
Get the Fastest Internet in Indiana.

Get ready Danville, because the fastest Internet speed  
in Indiana is now in town! Endeavor Communications’ 
new fiber optic gigabit network zooms past slow 
technology to deliver incredibly fast Internet experiences 
for homes and businesses. Stream videos at breakneck 
speed, upload huge files in a flash and run the latest 
video games at speeds that blow the competition away. 
So for great technology and friendly service, have no fear,  
Endeavor is here!

Contact Endeavor Communications at: 765-712-0372

Wireless – Internet – TV – Security

Find out if you can get in the fast lane 
today & get free Netflix for 1 year  
with a 2-year Endeavor high-speed 
Internet agreement.

Go to: Join.WeEndeavor.com


