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Feel like your IRA or 401(k) is out of control?  
Maybe it’s time to focus on the Three E’s. 

Phone: 317.697.1618  Email:  jeff@thebinkleygroup.com  
binkley wealth management group is a fee-only registered investment advisor 
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FROM THE PUBLISHERFrom the Publisher

You may remember the 
character who played Hoss 
Cartwright in the old West-
ern television series Bonanza. 
Well, I met him a few weeks 
ago—not really.  

At least not that Hoss Cart-
wright, but I did have the 
pleasure of meeting Daniel 
C. “Hoss” Cartwright, and he 
does resemble the television 
icon.

Cartwright, along with his 
business partner, Sidney L. 
Blazek, owns D&S Investment, 
developers of investment real 
estate out of New Whiteland.  
Most of what they own is in 
Greenwood and Perry Township (Indianapo-
lis) – there is a distinct possibility you have 
done business in one of the buildings or cer-
tainly driven past one.

Cartwright got his start in the construction 
management business back in 1979 when he 
was called to manage the construction of the 
Natatorium on the campus of IUPUI. He also 
was involved in the construction of the Ath-
letes’ Village at Fort Benjamin for the 1987 
Pan American Games

“We’re still doing pretty good,” he says de-
spite the obvious slow down in commercial 
development.  He says the early 1990s and 
2000s were very good for his business and re-
members that time with fondness.

“We were nuts (building back then),” he re-
members. “I could have built an outhouse; it 

was that good.”
Cartwright is rolling up 

his sleeves a bit more and 
tends to property he owns 
instead of utilizing staff, 
which is one difference of 
the past. “We are bare bones 
as far as a staff,” Cartwright 
says. “I go home and get my 
tool box and do it.”

Keeping Cartwright busy 
today is Rawhide Ranch, a 
business he has owned for 
12 years, which is a year-
round Indiana guest ranch 
and horseback riding vaca-
tion located in the hills of 
Brown County.

It is a two-story barn with an 11-room hotel 
on top and a combination 16-stall horse barn 
and banquet/meeting facility below. 

Rawhide Ranch can be used for a large cor-
porate group retreat as well as the individu-
al family wanting to escape. The 16 exterior 
stalls are offered to those who are traveling 
with their horses. For more information about 
Rawhide Ranch, call (888) 947-2624 or visit 
www.rawhideranchusa.com. 

“It’s just really growing,” Cartwright says of 
Rawhide Ranch. 

It’s growth that fuels a developer, and you 
can sense that Cartwright is ready for the slow 
down in commercial construction to end.

Rick Myers
Founder and Publisher

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

Cartwright’s escape 
from slow economy  

is Nashville’s Rawhide Ranch

Our young people are 
the future business 

leaders of tomorrow. 
Share the Business 
Leader of Johnson 

County with  
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Advertise 
next month 
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BRIAN CHATHAM
1411 W. County Line Rd., Suite A

Greenwood, IN 46142

317-443-0404
www.htstherapy.com

HEALTHCARE THERAPY SERVICES, INC.
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Returning to greatness 
begins on May 8

It seems that every few years we have yet another 
election that is “the most important election in our 
lifetimes.”   That statement may now be truer than ever.

In April, Gallup had a poll showing only 24% of 
Americans feel we are on the right track as a nation. As 
Hoosiers we often live by the phrase Optimism springs 
eternal.  Yet, even here in the heartland, our optimism 
remains tested.  In Right to Work, our state legislators 
made a difficult decision in the face of extreme hostil-
ity.  Their choice could very well put their longevity in 
public office in jeopardy. Yet they put aside their own 
interests and demonstrated character and courageous 
leadership.  Bravo.

Courage seems a harder commodity to come by in 
Washington.  Much of the capital appears to run amok, 
spending every taxpayer dollar it can in the pursuit of 
special interests or just simple, hedonistic pleasures. 
With this election it is time again to remind and en-
courage those who would lead to lead indeed.

Lead by example.  Be prudent with our hard-earned 
tax dollars.  Follow the example of another great leader 
during another difficult time. He asked us to embrace 
“the better angels of our nature” including sacrifice, 
self-restraint, courage, and altruism.

That leader, Lincoln, was faced with the geographic 
dissolution of our country. The challenges we face to-
day are no less great.  We face the dissolution of the 
character of our country.  Returning this nation to 
greatness begins for us Hoosiers on Tuesday, May 8. 

Gus Pearcy
Columnist

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

EdITORIaL/OPInIOnEditorial/Opinion
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Hello. My name is Gus and I need your ap-
proval. My journey with the so-called “disease 
to please” began long ago when an overprotec-
tive wiener dog bit my ankle. I yearned for a 
smile or a wink from my parents, teachers and 
coaches. Eventually, I learned to avoid negative 
feedback. “No” was an answer I avoided. I began 
to stop asking for things and maneuvering those 
around me to get what I wanted.

According to an Internet posting, this made 
me a Guesser. Andrea Donderi responded to a 
question posted on Ask.Metafilter.com, a web-
site which allows members to post problems 
and quandaries and allow the rest of the Inter-
net surfers to answer them. In 2006, one Meta-
filter user complained about a houseguest who 
overstayed his welcome. In fact, the host was 
offended that the guest asked to stay in the first 
place. Donderi posted this simple reply, which 
has prompted some pretty heavy thinking for this columnist.

“This is a classic case of Ask Culture meets Guess Culture. In 
some families, you grow up with the expectation that it’s OK to 
ask for anything at all, but you gotta realize you might get no for 
an answer. This is Ask Culture.

“In Guess Culture, you avoid putting a request into words 
unless you’re pretty sure the answer will be yes. Guess Culture 
depends on a tight net of shared expectations. A key skill is put-
ting out delicate feelers. If you do this with enough subtlety, you 
won’t even have to make the request directly; you’ll get an offer. 
Even then, the offer may be genuine or pro forma; it takes yet 
more skill and delicacy to discern whether you should accept.”

I’ve been a guesser most of my life. Sure, there have been 
times when I came right out and asked, but generally, I’ve been 
concerned with how the recipient would view me. I suffer from 

Rejectile dysfunction, but I’m even more con-
cerned with the impression I leave behind. To 
me, askers are car salesmen who are also de-
scribed as blunt and brash. I was looking for 
a nuanced approach to the request. One that 
would preserve my standing as a caring young 
man who was respectful of others’ feelings.

I wasted a lot of time. Donderi wisely adds 
that the Guess culture relies on a set of subtle 
behaviors that may work on close friends and 
family but are useless to others who can’t read 
your clues. This is especially frustrating for the 
guesser.  Dnderi adds that guessers have trou-
ble 

In the end, the right answer is to be an asker 
who takes “no” as an answer.  Being too smart 
can stunt your growth. You spend too much 
time reading expressions and inferring mean-
ing on things that could be taken at face value. 

Sure, overcoming objections is a big part of selling, but a re-
ally good sales representative offers winning solutions to their 
clients who they have taken the time to know and understand.  
Any sales relationship is built on a series of no’s.

I’m beginning to understand that no isn’t the end of the world 
(although it felt like it when I was turned down for a date.) It’s 
the planting of a seed that may likely wither and die. Neverthe-
less, similar to the lottery, you can’t sprout it if you don’t plant it. 

Nothing happens without initiative and asking is the most 
polite initiative there is. So ask away, but no is an acceptable 
answer.

Saying NO can be fun

I think that all creative 
people are a little bit nuts.

-Dolly Parton, country music singer

Editor: 
I was catching up on my reading tonight.  I read what Rick Myers 

wrote about chamber members and meetings, “Are you getting the 
most out of your chamber experience?” March 2012 Business Leader. 
I have to say I agree 100%. When you are in business, you are part 
of that business and the community in which it operates. If one is 
going to be engaged in that business, he must, in turn, be engaged in 
the local chambers.  I see too many just going through the motions.  
Not engaging and not making a difference in their communities.  
Getting involved in the chamber is more than just going to meet-
ings.  Your analysis was spot on.  Well done.  

Greg VanLaere

Local chambers are valuable to 
area business leaders

Jill Bode is on track to 
reaching her goal of reading 
100 books this year, not 
counting condensed  
books in her Reader’s  
Digest collection. 

Her favorite books derive 
from mysteries and children’s 
classics. Jill lists just a  
few of her favorite reads:

n  Reader’s Digest 
Condensed Books 
including their Biography 
series

n  The Secret Garden 
Frances Hodgson Burnett

n  Chronicles of Narnia 
C.S. Lewis

n  All of the Oz books  
Frank Baum

The List

Damage Control
Franklin’s Jill Bode has her hands full 

with public relations & national disasters

By Nicole Davis
Jill Bode is an expert in disasters. 
Not only does she help avert them in her Designed Write Public 

Relations, Inc. business by ensuring her clients are not misquoted 
and that their reputation reflects their values, but she has also vol-
unteered with the Red Cross for 17 
years as a spokesperson and com-
munity liaison.

“I spend a lot of time making 
sure people are being taken care 
of,” Bode says. “That’s as true with 
my Red Cross work as with my 
PR work. If we know a hurricane 
is coming in, we will be there be-
fore the hurricane hits. We will 
say these are the things you need 
to do to get ready. We do as much 
in public relations. We keep them 
from the negative and put them in 
the positive.”

With a bachelor’s in advertising 
and public relations from Purdue 
University and a degree in public 
relations from Ball State Universi-
ty, Bode started Designed Write in 
1998 with one thing in mind: main-
taining the freedom to conduct her 
volunteer work as necessary. 

Usually tending to larger natural 
disasters, the Franklin resident says 
she knew she needed to form her 
business in a manner, which would 
give her the flexibility to fly out, 
working with events such as wild-
fires in Texas and massive flooding 
in Missouri. She says the Red Cross 
has given her valuable experience 
working with the media, getting 
information out on how to access 
supplies, and remaining safe dur-
ing a crisis.

Bode got her business running 
so well, that when she was offered the opportunity to head the John-
son County Flood Relief program in 2008, she took it. She was able 
to step away for two years, allowing her staff to manage the accounts.

“When I came back it was functioning fine, but we hadn’t done any 
new business development,” Bode says. “I was fortunate that earlier 
in 2008 I had taken an intensive training seminar, the focus to have a 
business that ran itself. I didn’t know I was preparing for something I 

would need. Even when you say I don’t have time for one more thing, 
taking advantage of those education opportunities can take care of 
itself.”

Though the flood relief program still exists, they do not currently 
have staff. Their main focus is on preparation for another flood or di-

saster. Bode says her last week on 
the job, she began getting phone 
calls with requests for her to take 
on public relations work, helping 
her smoothly transition to run-
ning Designed Write again.

She wasn’t always so fortunate 
in finding work. Upon graduat-
ing from Purdue in 1990, Bode 
moved to Chicago in the midst 
of a recession. The process of 
finding a career utilizing her de-
gree was daunting to her as she 
watched person after person be-
ing laid off. As she moved home 
to Indiana, she came up with 
a plan to gather the best advice 
she could by seeking out success-
ful businessmen, “interviewing” 
them and asking for referrals. 
After speaking with someone 
from the Kiwanis International 
Foundation, she was offered a 
temporary position leading their 
internship program, thus getting 
her foot in the door. Bode says 
she has complete faith in her re-
ferral method of job hunting. She 
would recommend it to any col-
lege graduate and still uses it to 
find new clients.

Bode says in the past year she 
has seen huge growth in the busi-
ness. Even after all of this time, 
she enjoys putting her best work 
into public relations of her cli-
entele. She says she enjoys how 

most of her clients are very small, community-focused business-
es, adding to the economy and environment of her own south side 
hometown.

“We’re right on track for doing what we want to do and growing,” 
Bode says. “It’s not just adding new clients but doing more for the 
clients we have.”

Designed Write 
Public Relations, Inc.

Phone: (317) 736-6885
Jill@DesignedWritePR.com

Twitter: @RedCrossPRChick

Best advice you  
have received: 
Surround yourself with 
people smarter than  
you are.

Worst advice you  
have received: If you want 
something done right, you 
have to do it yourself.

Best business decision 
you ever made: 
The risk to start my own 
business. I did that vowing 
to only work with companies 
and causes I could believe 
in and be passionate about. 
That decision has led to the 
opportunity to work with a 
unique variety of people, 

businesses and non-profits 
that have inspired and 
amazed me.

In 5 years... 
I’ll have traveled to all 50 
states (plus a few more 
countries), completed 
another book, and 
unfortunately, probably have 

responded to another  
dozen disasters.

Secret to my success: 
Constant and continual 
learning. This includes a few 
painful life lessons, as well as 
lots of workshops, webinars 
and conferences.

Jill Bode and Rusty Bastrop volunteer during Texas Wildfires of 
2011 with Red Cross. Submitted photo

Jill Bode’s PR work and Red Cross work go hand in hand.
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How Jill did it…
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PERSOnnEL MaTTERSPersonnel Matters

Mike Heffner
Columnist

Mike Heffner is the owner of the Greenwood  
Express Employment Professionals franchise. Con-
tact Mike at mike.heffner@expresspros.com or visit 
www.expressindysouth.com.

Mike Hurst  |  Meridian Plaza, Indianapolis  |  317.566.6121  |  mhurst@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Dave Clark  |  Meridian Plaza, Indianapolis  |  317.844.2143  |  dclark@firstmerchants.com

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success in 
business. At First Merchants, our Business Bankers provide solutions 
that meet your unique needs, while providing the service you expect 
from a community bank.

We know your business and your life are not separate issues.  Work with 
a team that knows both the professional and personal side of running a 
business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Mike Hurst, Regional President  |  Michael Joyce, Director of Small Business Banking  
Dave Clark, Private Advisory

There are two things that I 
have found to be the most diffi-
cult while growing my business.  
First, transitioning the business 
as an owner so that we contin-
ue to grow, and second, assum-
ing others know what I know.  
If you have ever owned your 
own business or have managed 
a group, you know that things 
evolve as you grow.  What you 
could once do yourself, you 
have to transition to others.  As 
I have studied and learned from 
great leaders, I have found they 
do two things very well: they 
find ways to create clarity and 
they transition things well be-
cause they communicate their mission, vision 
and values to others.   What I continue to learn 
as I try to duplicate the success of others is that 
you can rarely assume that everyone is on the 
same page.  Things change and if you don’t cre-
ate clarity and communicate the company’s core 
principles, things get lost in the transition.  

The aforementioned are ideas that we were 
reinforced as I recently read a section of Dave 
Ramsey’s new book called EntreLeadership.  I 
wanted to share several of the points from the 
book that helped me with clarity around what 
I have experienced.  The book also reinforced 
what I had just learned a few weeks ago when 

my office, Greenwood Express 
Employment, hosted a webinar 
for our clients facilitated by Pat-
rick Lencioni.  It was based on 
his new book The Advantage.

Build a cohesive team and 
put processes in place that can 
be duplicated by others.  As a 
franchise owner, I have a lot of 
processes to follow that have 
been successful for others. 
When you have to hire a new 
person to replace someone who 
has left your company, you will 
realize the importance of hav-
ing great processes.  When you 
hire to the performance metrics 
required for success, the pro-

cesses will provide the success guidelines to fol-
low so that others can step in quickly and do the 
same things with proper training and guidance.  

Communicate as often as possible the goals, 
mission, vision and values of the organization.  
Repeat them! Share them! Repeat them, again.  
Lencioni shared in his webinar the importance 
of not only clarifying these items but also over 
communicating and reinforcing them.  As a 
leader, you cannot assume that everyone knows 
what you know or believe.  If your team can’t 
repeat some of the things you say, they prob-
ably have not heard them often enough.  If you 
make them clear, then your new leaders will be 

able to carry them forward and make clear deci-
sions based on the basic principles already set 
in place.

Get out of the way.  This is one of the hardest 
things to do for a small business owner.  It’s hard 
to let go of what you started.  If you don’t develop 
others who can help you transition during your 
growth, then you will end up with a line at your 
door and you will not have a hose big enough to 
put out all the fires.  Ramsey shared, “Grow your 
people to make the call.” The key in making the 
transition here is to make sure that your team 
doesn’t get stuck in following the same old “This 
is the way we have always done it around here” 
process when things change.  Ramsey says that 
the principles of the company should dictate 
what is right and wrong and guide your team to 
make good decisions without you.

At times, I revert back to old ways and want 
to make all the decisions.  I also have often hired 
a new employee and forgotten to share all the 
things I should because I don’t want to bore 
the rest of the folks who have already heard 
it.  It’s easy to assume that I hired a good per-
son, so they should know everything – right?  
When you find yourself reverting back to your 
old ways, don’t listen to the voice in the back 
of your head that says, “Just do it yourself” or 
“I am sure they know.”  Let me help you with 
something, never assume, because you know 
what that means…

Assume – You know 
what that means…

OPEn FOR BUSInESSOpen for Business

Michael Baun poses by Baun’s Chimney Sweeping work van. Photo by Nicole Palmer

Compiled by Jill Bode

Homes get swept away 
Baun’s reaches a new height

Michael Baun, a native of Denmark who 
recently became a US citizen, started Baun’s 
Chimney Sweeping in December of 2011.  The 
company offers chimney inspections, 
chimney caps and accessories, firebrick re-
pair, and chimney teardowns and rebuilds.  
When he’s not climbing chimneys, Baun is 
an active member of the Franklin Chamber 
of Commerce and serves on the Board of 
Directors for the Johnson County Humane 
Society.

Baun is passionate about educating area 
residents about the benefits of having their 
chimneys inspected yearly. He cites India-
napolis Fire Department recommendations 
for chimney cleanings and repairs to be a 
part of any homeowner’s annual mainte-
nance routine.

What prepared you for the open-
ing of Baun’s Chimney Sweeping?

I have a four-year degree in Chimney 
Sweeping from Denmark, where I  
often cleaned up to 25 chimneys 
per day.   In Denmark’s capi-
tal, Copenhagen, The Great 
Fire  of 1728  burned for 
three days, destroy-
ing lives, homes and 
property.   Public safety 
laws have since been en-
acted, requiring residents 
to have yearly  chimney 
inspections.

What are the trends in 
your industry?

Due to increasing energy costs, more homes 
are utilizing fireplaces as sources of heat.  I ad-
vise my clients on how to best utilize their fire-
place, what types of wood to burn, how often to 
have their fireplace cleaned, and most impor-
tantly, discuss any safety concerns with them.   
And, yes, gas fireplaces do need to be inspected!

How do you differ from competitors?
1. My extensive education and experience in 

Denmark.
2. I offer my customers a free Yearly Remind-

er Service.  My goal is to be proactive with any 

changes or concerns the customer may have.
3. Education. I want people to understand the 

value of regular chimney inspections; they can 
save lives and property.  Chim-
neys that are used frequently 
may have creosote buildup in 
the chimney that can spark 
a blaze and cause significant 
damage. Even chimneys that 
aren’t used regularly can develop 
cracks and holes in the chimney 
liner or mortar that can become 
an avenue for sparks and embers 
to start a fire.

4. My company is owner-oper-
ated.

Do you have a mentor?
Don Loftus, a friend, mentor, 

and chimney sweep in Springfield, 
Illinois.  

What do you plan to do to 
combat current economic 
conditions?

Homes within  my service 
area  (all of Johnson Coun-

ty)  receive a thorough  In-
spection for just $35.00.   I 

will  advise the homeowner of 
any  structural or safety issues, 
and discuss if a cleaning is rec-
ommended at that time, which is 
an additional $165.00. 
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nOW THaT WE’VE BEEn OPEnNow That We’ve Been Open

Bravo Photography offers unique customized photog-
raphy. Owner Kari Clendenen is experienced in photo-
graphing newborns, children, families, high school se-
niors, engaged couples, corporate headshots as well as 
special events.  She offers multiple types of photo ses-
sions and, although her studio is located in Greenwood, 
also uses many outdoor locations around the city as back-
drops for portraits. She considers her studio work a more 
contemporary artistic expression of portraits and utilizes 
creative lighting concepts along with solid backdrops to 
genuinely capture the beauty of the subject.  

“I enjoy offering a customized experience to my clients,” 
Says Clendenen.  “I provide pre and post shoot consulta-
tions assisting with anything from clothing decisions to 
product placements within homes or offices.  My clients 
are welcome to customize their images to their liking.  I 
encourage them to provide their input to obtain the most 
out of their experience!”  

Bravo Photography has also added a design division.  
It began with designing portrait pieces such as family 
Christmas cards, newborn birth announcements and high 
school senior graduation invitations.  It has since devel-
oped in to designing corporate branding elements, mar-
keting materials and custom portrait artwork.  

What has been your biggest lesson so far?
The most valuable lesson I’ve learned so far is the bene-

fit of challenging myself.  I challenge myself to step outside 
my comfort zone in all aspects of my business.  I can’t be 
shy about directing shoots, asking for referrals or tackling 
high-pressure sessions.  I’ve learned there are opportuni-
ties to grow your business in situations I would have never 
dreamed of!

What would be one thing that could help 
your business?

Networking and gaining more strategic business part-
ners.  

What advice would you give someone  
starting his/her own business?

Value your product or service.  If you believe enough in 
it to start a business, then give yourself a chance to suc-
ceed.  Price your product or service competitively and 
don’t under compensate for your talent.  Do a lot of re-
search before “opening” and ensure you have the appro-
priate equipment to offer quality to your clients.  Start-
ing out ill-equipped can damage your business reputation 
quickly.

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

I believe I have laid the foundation for great success.  
I’m ecstatic with what my business has done in the three 
years we’ve been opened.  I do know that for any business 
to succeed you need to continue to expand your industry 
knowledge.  I plan to continue educating myself, network-
ing, and marketing my business to its full potential.  I hope 
to be one of this city’s premier photographers in the next 
few years!

Customizing for customers sets Bravo Photography apart

Compiled by Jill BodeSu
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Kari Clenden

set your radio button to KORN Country 100.3!

Registration is required.  
To register, visit  
refreshleadership.com/live.

For more information contact  
your local Express office at  

(317) 888-5700

Troy Aikman Legendary former  
professional football player and  
Pro Football Hall of Fame member

Patrick Lencioni - Leadership  
consultant, speaker, and New  
York Times best-selling author 

Dr. Bertice Berry - Sociologist,  
author, lecturer, and educator

Wednesday, May 16, 2012

Join us for this motivational  
event hosted by Express  
Employment Professionals.  
You’ll hear a diverse lineup of  
speakers who have built  
distinguished careers based on  
their unique insights into what  
it takes to be a great leader.

expressindysouth.com

BUSInESS dISPaTCHESBusiness Dispatches

Businesses suing critics - Sometimes companies 
sue critics who post negative comments online, 
even though there’s little chance of the company 
overcoming a free-speech defense. Because such 
nuisance suits are costly to defend against, they’re 
designed to discourage people from posting 
negative comments at all. An increasing number 
of states have enacted laws barring such legal 
actions, known as Strategic Lawsuits Against Public 
Participation suits. The Public Participation Project, 
an organization dedicated to blocking these 
lawsuits, publishes information on state laws. (Go to 
the PPP site and click on “Your State’s Free Speech 
Protections.”) -www.consumerreports.org.

A CEO’s mannerisms can reveal lies  - A chief 
executive’s phone manner can reveal fibs about 
company results. All it takes is a shaky delivery or 
uneven tone during an earnings call, new research 
suggests. They are among the tip-offs a boss is being 
economical with the truth. The evidence isn’t reliable 
enough to land anyone in jail. But for investors 
seeking an edge, it may pay to listen closely. 
Investment research firms like Boston-based Business 
Intelligence Advisors use former CIA types to listen 
for deception on company conference calls. And, 
several studies have found the absence of personal 

pronouns and other word patterns can 
reveal when an executive may be 

reporting dodgy numbers. But 
even nonverbal signals, like 
varying pitch, can be a dead 
giveaway, according to a study 
by accounting professors at Duke 
University and the University of 

Illinois. The authors 
fed tapes from 

thousands of 
quarterly earnings calls through software 
that searches voices for cues linked with 
lying. It turns out the calls containing 
the most cues involved companies with 
financial statements that later had to be 
restated. -www.nyt.com

Is China’s Baidu better than 
Google? - Baidu is often referred 

to as China’s Google. That 
might be insulting to Baidu. 
Baidu (BIDU) is the market 

share leader in online search in China. Its lead over Google (GOOG) there is 
much larger than the lead Google enjoys over rivals Microsoft and Yahoo in the 
U.S. Baidu’s market share in the fourth quarter was 78.3 percent, according to 
data from Beijing-based research firm Analysys International. Google’s market 
share was only 16.7 percent. (In the U.S., Google has a slightly better than 
50-percentage point lead over Microsoft and Yahoo, based on the latest rankings 
from comScore.) Of course, Google is at a disadvantage because it has willingly 
cut back on its presence in China due to concerns over censorship by the 
Chinese government. Still, Baidu appears to have far more growth potential than 
Google at this point. The question is whether the stock price already reflects that. 
Right now, it does not look like Baidu is too expensive. -www.money.cnn.com

Retailers getting rid of sales – Retailers have desensitized 
shoppers to the flurry of sales that precede their final 
clearance bonanzas, training them to wait to buy at 
the lowest possible price. Now, faced with shopper 
ennui and thin profit margins, some retailers are 
putting the kibosh on the discounting frenzy. 
Starting Feb. 1, jcpenney simplified pricing with an 
everyday-low-price hook: its “fair and square” pricing 
strategy. The only sales now are “monthly value” 
discounts on select items and “best price” sales held 
twice a month. Taking a cue from penney’s, other 
retailers, particularly department stores and fashion 
chains, will begin offering more products at lower 
prices early in the selling cycle and eliminate many of 
their sales events, experts say. They’ll break from the coy 
practice of selling new merchandise at often-inflated 
“full” prices, then slashing prices bit by bit in a series of 
subsequent markdowns and promotional ploys. 
-www.dailyfinance.com
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Leading the Way!
Leadership Johnson County (LJC), in partnership with Franklin College, began in 1995 
to promote community involvement, creative problem-solving and collaboration among 
people who live and/or work in Johnson County, Indiana. A non-profit, non-political 
organization, LJC welcomes a new class of participants each year and has nearly 500 
alumni.

Graduates complete a nine-month, interactive curriculum, which emphasizes local history, 
government, agriculture, industry, media, economic development, infrastructure, social 
services and leadership theory. LJC graduates become part of a formal and informal 
network of community leaders who take action to make Johnson County a better place to 
live, work and raise families.

For more information, visit www.LeadershipJohnsonCounty.org or call (317) 738-8264.

Mike Combs
The National Bank of Indianapolis
LJC Class 2007

How has Leadership Johnson County impacted your life personally?
LJC opened my eyes to the many wonderful people 
and organizations that are involved in our community, 
but it also made me aware of how much more there is 
to do in our community. 
 
How has Leadership Johnson County im-
pacted your life professionally?
The opportunity to meet and become friends with 
leaders of our community has been wonderful.  I have 
been challenged by this group of leaders to become 
more involved and to think outside of my comfort 
zone.   

How has Leadership Johnson County benefited 
Johnson County?
LJC is a benefit to Johnson County leaders because it 
not only guides you to become the leader you can be, 
it gives you a historical record of what makes Johnson 
County so special.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
The program is always developing new leaders and 
continue networking amongst the past participants.
 
What one thing did you like best about the
Leadership Johnson County Program?
I found it very interesting to learn what type of leader 
I was and how my personality interacts with other 
personalities.

Gail Richards
Johnson County Community Foundation, Inc.
LJC Class 2000

How has Leadership Johnson County impacted 
your life personally? 
I am more confident in my personal life than I was 
before I started the LJC program.

How has Leadership Johnson County impacted 
your life professionally? 
The leadership program helped me become more 
outgoing in social and business situations and to 
combine my strengths with strengths of others.  

How has Leadership Johnson County benefit-
ed Johnson County? 
The program helps develop individuals who transfer 
their new skills to both their personal and business 
lives.  If there are improvements to individuals and 
businesses because of the LJC program then the 
quality of life for the entire community is enhanced.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County? 
See above – more leaders, more skills, better life!

What one thing did you like best about the 
Leadership Johnson County program? 
The closeness developed amongst the partici-
pants.

Kate Taylor
Johnson Memorial Hospital - Johnson Memorial Hospital Foundation
LJC Class 2012

How has Leadership Johnson County impacted your life personally?
Leadership Johnson County has provided a wonder-
ful opportunity to develop and expand my leadership 
skills. Additionally, I have truly enjoyed meeting other 
Johnson County citizens that I might have never 
known, except through this experience.

How has Leadership Johnson County impact-
ed your life professionally?
Leadership Johnson County has impacted my pro-
fessional life by broadening my understanding of our 
county and through the connections to classmates 
and the extended LJC alumni. I have met people 
from all walks of life, with different passions, careers 
and gifts. These are relationships that will continue to 
grow long after the May graduation.

How has Leadership Johnson County ben-
efited Johnson County?
Leadership Johnson County has provided excellent 
leadership training to hundreds of citizens who have 
then reinvested their time and talents in the Johnson 
County community where they live and work. The 
cornerstone of my Leadership Johnson County expe-
rience was collaborative leadership. People have dif-
ferent ideas about the needs of our community, and 
equipping leaders with skills in collaboration helps to 
move the needle forward and create real change in 
our community.

Why should Leadership Johnson County 
continue to educate the leaders of Johnson 
County?
Leadership Johnson County should continue to edu-
cate the leaders of Johnson County because when a 
community invests in education, everyone wins.

What one thing did you like best about the 
Leadership Johnson County program? 
 The overall experience of the group project was the 
one thing I enjoyed the best in our class. I worked 
closely with great teammates and with Franklin Com-
munity School Corporation to open up outdoor athletic facilities to promote healthy living. Working with Dr. Clendening was a 
great experience and he is a true advocate for the community. Thanks to him and the school board, Johnson County residents 
will now be able to run on the track at CBIS from dawn until dusk, as well as use the tennis courts. Additionally, our team is 
posting mile markers on the outdoor trail at Franklin Community High School.  Working with our project group to identify a need 
and then moving quickly to make our vision a reality was a wonderful and rewarding learning experience.

Dr. David Clendening
Franklin Community Schools
LJC Class 2011

How has Leadership Johnson County impacted your life personally?
Leadership Johnson County provided me with a richer 
understanding of the history and people of our com-
munity.  As a transplant to Johnson County in 2009, 
I was able to capture a solid foundation of the many 
attributes of the City of Franklin because of my role 
in the Franklin Community School system.  However, 
my participation in LJC allowed me to grow and glean 
more in-depth and vital information about Johnson 
County.  This newfound knowledge has helped me as 
a community leader.

How has Leadership Johnson County
impacted your life professionally?
LJC provided me, and Franklin Community Schools, 
with excellent contacts, connections, and collabora-
tive partners.  I am confident that Franklin Schools 
benefited from my attendance and participation in last 
year’s LJC program. 

How has Leadership Johnson County benefited 
Johnson County?
LJC brings a diverse group of community-minded 
people together with the idea of fostering growth and 
community values.  Johnson County is definitely the 
beneficiary of this organization and its many gradu-
ates.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Johnson County needs an organization that helps ad-
vance quality of life, community, civic, and leadership 
opportunities.  Our community needs leaders that are 
grounded in a rich foundation of history and focused 
on a better tomorrow for everyone.

What one thing did you like best about the
Leadership Johnson County Program?
The people involved in the program.  LJC provides 
a unique opportunity to get to know and interact with 
a plethora of civic leaders and community people.  I 
would definitely recommend LJC to other educators 
and community leaders.
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May Chamber of  
Commerce Meetings

10 - Franklin Chamber 
of Commerce (members’ 
meeting): Thursday, May 10, 12 
p.m. at Beeson Hall-Franklin 
Parks & Recreation Center, 396 
Brainigin Boulevard, Franklin.   
For more information, call 
(317) 736-6334.

15- Franklin Chamber 
Business After Hours: Tuesday, 
May 15, 4:30-6:30 p.m. at 
The Chamber office, 370 E. 
Jefferson Street, Franklin, IN. For 
more information, call (317) 
736-6334

Franklin Chamber 
new members

No new members listed 
at time of print

Greenwood Chamber 
new members

White River Township Fire 
Department
Mr. Craig Zollars 
850 S Mullinix Rd.
Greenwood, IN 46143 
(317) 888-8337

Helping Hands Professional 
Cleaning
Mrs. Angie Garner 
P.O. Box 42
Greenwood, IN 46142 
(317) 989-8691

Horton’s Mechanical
Ms. Erin Vance
483 S. Windmill Trail
Greenwood, IN 46142
(317) 300-0332

Mahoney Law
Mr. Michael Mahoney
1644 Fry Rd., Ste. A
Greenwood, IN 46142
(317) 893-0600

Peterman Heating & Cooling
Mr. Chad Peterman
5240 Commerce Circle
Indianapolis, IN 46237 
(317) 859-4270

New Business Incorporations
March 11-April 10, 2012

2 Maids & a Mop
Abigail Millier, Deborah Miller
620 Apt. F. Park Madison Ct.
Greenwood, IN 46142

Auto Fresh
James R. Graham
981 Foxtail Dr.
Franklin, IN 46131

BC Fitness Repair LLC
Christopher Hall
801 Spring Lake Dr. STE A&B
Trafalgar, IN 46181

Better Days
Nathaniel Freeman,  
Catherine Dyer
250 Hurricane St.
Franklin, IN 46131

Hoosier Walk-in Tubs Co.
Bruce Stinson
142 Easton Point Way
Greenwood, IN 46142

Katie E. Gray Certified 
Massage Therapist
Katie E. Gray

M&A Lawn & Landscape
Marvin Purdy
800 Lake Shore Rd.
Franklin, IN 46131

Matts Lawncare
Matthew S. Miller
707 Brookview Dr.
Greenwood, IN 46142

Nirmal Singh Trucking
Nirmal Singh
1267 N. Emerson
Greenwood, IN 46143

Pikone Management Services
Renee Ann Pikulik
1120 Ramblin Ct.
Greenwood, IN 46142

Reflections Pool Service and 
Renovation
Deborah Sutton
842 Lionshead Lane
Greenwood, IN 46143

Steve’s Body Shop
Steve Woods
650 Savill Row
Greenwood, IN 46142

Studio D Photography
Dawn Potts
372 S. State Rd. 135
Greenwood, IN 46142

SBA Guaranteed Loans
Boone County

Behavior Analysis Center  
for Autism 
6600 Central Blvd. 
Whitestown, IN 46075 
$960,000
 
Premier Capital Corporation 
Champe Farms, L.L.C. 
4677 Woods Edge Dr. 
Zionsville, IN 46077 
$125,000. Chase Bank, N.A.

Hamilton County

John B. Coovert 
20649 Bearsdale Way 
Noblesville, IN 46062 
$7,000. $40,000 
The Huntington National Bank 

Extreme Heating & Cooling II 
515 E. Main St.  
Westfield, IN 46074 
$ 30,000 
The Huntington National Bank
 
Khader David  
Pharmacy & Service 
102 E. Carmel Dr. 
Carmel, IN 46123
$50,000 
The Huntington National Bank
 
Motion3Sports, Inc. 
11552 Jamestown W. Dr.  
Fishers, IN 46038 
$25,000. $5,000 
The Huntington National Bank 

PCW One, LLC 
SE Corner of S.R. 37  
and 146th St. 
Noblesville, IN 46060 
$300,000 
Ameriana Bank

PCW One, LLC 
14375 Mundy Dr. 
Noblesville, IN 46060 
$866,000 
Premier Capital Corporation 

Practive Solutions, Inc. 
9128 Technology Lane 
Fishers, IN 46038 
$150,000 
The Huntington National Bank
 
Sandlin Law Group, PC 
101 W. 161st St. 
Westfield, IN 46074 
$25,000 
The Huntington National Bank

PLannER OF nOTEPlanner of Note

Working moms fib about sleep? – According to the 2007 National Sleep 
Foundation poll, which focused on women’s sleep habits, mothers who work full 
time and have school-aged children claim to spend less than six hours in bed 
per weeknight. But according to the American Time Use Survey, which relies on 
time logs rather than memories of typical nights, such women slept an average 
of around eight hours per night when you include weekends (which means 
that, unless women sleep 13 hours a night on weekends, they’re sleeping more 

than six on weeknights, too). You can chalk the disconnect up 
to a competitive culture, says Cali Williams Yost, owner of 

consulting firm Work+Life Fit Inc. “Like taking all of your 
vacation, for some reason, wanting and getting sleep 

symbolizes a less than 100-percent commitment, 
not only to your job, but your family,” she says.

Foreclosures flood market – Lenders 
in January took back nearly 91,100 

distressed properties, which 
include foreclosures and short 

sales, an increase of 29 
percent from the previous 

month. In the next 
few months, experts 
say those homes 
will make their way 
back to the market 
to join the already 

high percentage of distressed homes being snatched up by buyers. That 
addition of distressed properties will likely lead to further drops in home prices, 
says Tom Popik, research director at Campbell Surveys, a real estate research 
firm. Foreclosures and short sales accounted for approximately 35 percent of 
total existing home sales in January – an increase of 16 percent from June. 
During that period, the median home price decreased 8.5 percent to $154,700. 
“Prices are going to continue to go down for a long time,” says Popik. -www.
smartmoney.com

Bad news about newspapers – “Cultural inertia” is responsible in part for the 
fact so few newspapers are succeeding online, according to a new study from 
the Pew Research Center’s Project for Excellence in Journalism. Seemingly 
small things, like linking to the sites that are the subjects of articles, are but one 
manifestation of this inertia. The overall problem is too many newspapers are 
still treating the Internet like an afterthought. Cultural inertia, though, is just one 
problem. Economics lie at the heart of the continued shrinking of newspapers 
and other “old media” – revenues from online ads just aren’t making up for the 
loss of print-based ad revenues. The study says newspapers on average make 
up just $1 online for every $7 they lose on the print side as advertisers’ bolt and 
rates decline. The findings, while not precisely scientific, were gleaned from 
a survey of six companies that own a total of 121 newspapers. The New York 
Times pronounced the findings “grim.”  -www.fortune.com

Huawei 
has fastest 
smartphone – 
Chinese company Huawei 
has introduced the Ascend D 
smartphone, which it claims is the fastest 
smartphone in the world, comparing its phone 
to Apple’s iPhone and Samsung’s Galaxy Nexus. The secret to the speed of 
this new smartphone is Huawei’s K3V2 quad-core 1.2GHz/1.5GHz processor. 
This appears to be a proprietary processor built on ARM Holdings architecture. 
Apple also uses a proprietary processor design based on ARM architecture. 
Steve Jobs recognized proprietary power management systems were a key 

ingredient to success in mobile 
devices. Jobs claimed he had 
hundreds of engineers working on 
lowering power consumption. It 
appears Huawei may have beat 
Apple in power savings. According 
to Huawei, the Ascend D quad 
comes with an 1800mAh battery, 
which lasts for one to two days with 
normal usage.  -www.forbes.com

BUSInESS dISPaTCHESBusiness Dispatches

With the help of American Senior Commu-
nities and the Opportunities to Nursing Excel-
lence Program, 14 certified nursing assistants 
will soon don LPN caps. 

They all completed licensed practical nursing 
programs at accredited schools, with costs paid 
by American Senior Communities, a network of 
62 Senior Rehabilitation and Memory Care fa-
cilities throughout Indiana.

Acutely aware of the shortage of nurses, the 
leadership at American Senior Communities 
had the idea to expand their support of care-
giver staff in a real and practical way. Through 
the awareness that furthering the education of 
caregivers ultimately leads to healthier and hap-
pier residents, they decided to make it as practi-
cal as possible for staff to continue their formal 
education without being penalized financially 
or suffering added stress in their current jobs.

The Opportunities to Nursing Excellence 
(O2NE) program gives ASC certified nursing 
assistants the opportunity to become LPNs.  
The program helps ASC staff achieve new levels 
of education and abilities, enhancing the care 
given to ASC residents and ultimately improv-
ing the entire healthcare system.  Since the pro-
gram asks graduates for no obligation to ASC, 
they are free to use the education wherever they 
choose.

American Senior Communities’ locations 
across the state nominate staff members who 
are given assessment testing to enter the pro-
gram.  Selected candidates are then offered the 
opportunity to return to school, fully paid for by 
ASC.  They are also given a 30-hour work sched-
ule while being paid for their regular 40-hour 

schedule, allowing additional time for classes 
and study without being penalized financially.  
ASC also provides assistance for childcare, alle-
viating another common stress point for adults 
returning to school. This is the program’s third 
year.

Dan Benson, COO of American Senior Com-
munities said, “It’s been amazing to see the im-
pact it has had on their lives, the lives of their 
families, and of the people they care for in our 
communities.  It’s such a thrill seeing that the 
program has taken hold and now we’re honor-
ing another group of graduates.  It’s very mov-
ing to see the pride of accomplishment in their 
faces.  They did the hard work; we just afforded 
them to opportunity to do it.”

A luncheon honoring this year’s graduates 
was held this week at the Oak Hill Mansion in 
Carmel, where the grads from American Senior 
Communities statewide were presented a cer-
tificate and a special stethoscope to commemo-
rate the achievement.

Seven of the graduates are from the India-
napolis area. Two of the seven are from West-
side Metro Indy. They are:  Crystal Barnes of 
Brownsburg Meadows, and Melinda Negley of 
Washington Healthcare.

Dan Benson states, “The core idea behind the 
O2NE program is to continually breathe new 
life into the healthcare industry and for it to 
benefit all Hoosiers, not just those in our care 
at ASC. We hope to be sending more graduates 
into the field for many years to come.”

For more information about American Se-
nior Communities, please visit ASCSeniorCare.
com. 

Graduates of Innovative Nursing 
Program Honored at Ceremony

From left: Melinda Negley of Washington Healthcare and Crystal Barnes of Brownsburg Meadows are new 
LPNs. Submitted photos.

BUSInESS BRIEFSBusiness Briefs GROWInG SMaLL BUSInESSGrowing Small Business

Is your plate full? In our fast-
paced business world, many en-
trepreneurs simply don’t have 
enough time in the day to get 
everything done. Unless we are 
extremely organized, it is often 
difficult for the typical business 
owner to really focus on what is 
most important every day in the 
life of their firm.  

One way to approach this 
challenge is in trying to work a 
little smarter.  You may or may 
not have heard of the Pareto 
Principle, but you may know 
the 80/20 rule.  According to 
this observation, 20% of a large 
amount of something can often 
be responsible for about 80% of the results.  As 
examples, Mr. Pareto noticed that 20% of the 
people owned approximately 80% of the land 
in his country, and it is believed that 20% of pa-
tients currently use about 80% of the health care 
resources in the United States.    

So what does this have to do with small busi-
ness?  You can manage your operation a little 
more efficiently and effectively with some appli-
cations of the Pareto Principle.  

For example: If 20% of your customers/clients 
represent about 80% of your current sales, cash 
flow and profits, then it may be critical for you to 
identify and focus on these higher volume users 
of your products/services to make absolutely sure 
they know they are valued by you and your firm.

If 20% of your customers/clients represent 
about 80% of your problems, such as past due 
balances and product returns, then it may be es-
sential for you to clearly communicate your poli-
cies to these worst offenders, and consistently 
apply incentives to encourage good behavior 
and/or penalties to discourage bad behavior, in 
order to minimize the impact to your bottom 

line.
If 20% of your potential cus-

tomers/clients could likely rep-
resent about 80% of your future 
new sales growth, then it may 
be crucial to spend some qual-
ity time fully qualifying your 
prospects and developing tar-
geted marketing campaigns to 
effectively reach and communi-
cate with these ideal consumers/
firms that you would like to do 
business with.

If 20% of the part numbers in 
your inventory generate about 
80% of your sales, then it may be 
profitable to relentlessly focus 
on and monitor the inventory 

levels of the key higher volume numbers to help 
insure that you are never out of stock of these 
critically vital products.

If 20% of the line items in your budget rep-
resent about 80% of your operational expenses, 
then it may be vital for you to continually moni-
tor those costs and consistently seek out new 
ways to lower them, to make sure that you are on 
track to achieve your objectives and help insure 
your profitability.

I’m sure that you get the idea.  You only have 
so many hours each day to manage your oper-
ation, so you need to use this precious time as 
wisely as possible for the maximum benefit to 
your company.  With the help of the Pareto Prin-
ciple, perhaps you can enhance your productiv-
ity by focusing on the 20% of your daily activities 
that have the largest 80% impact on your overall 
goal achievement and business success.

Is your plate full?
Small business management using  

the Pareto Principle

Larry White
Guest Columnist

Larry White is a business advisor with the Central Indi-
ana Small Business Development Center (SBDC). He 
can be reached by e-mail at lwhite79@ivytech.edu 
or by phone at (317) 921- 4859.

Infusion care offered
Dr. Subhash Sharma of St. Francis Medical 

Group’s Oncology & Hematology Specialists 
is now offering full-service infusion care to pa-
tients at his newly relocated practice. He is now 
seeing patients at 1300 W. Jefferson St, Franklin, 
in the American Health Network building. He 
previously maintained an office at Johnson Me-
morial Hospital.

Sharma also sees patients at Franciscan St. 
Francis Cancer Center at 8111 S. Emerson Ave. 
Board-certified in hematology, medical oncol-
ogy and internal medicine, Sharma has been a 
principal investigator of many national cancer 
clinical trials. He has been widely published in 
medical journals. More information is available 
at (317) 859-5252.

Spring
Clean up?

• Crushed Concrete Available
• Large Roll-Off Containers Available
• Landclearing
• Scrap Metal Recycling
• Secure Documentation Destruction

TRASH SERVICE
317.539.2024 • 800.531.6752

www.raystrash.com
Mention this ad and enjoy a complimentary waste analysis valued at $75. 
Call Ray’s Today: 317-539-2024. Commercial & Industrial Customers Only!

SSTM – Incorporated 
2235 Westfield Rd. 
Noblesville, IN 46062 
$514,600 
Chase Bank, N.A. 

Hancock County

Andy’s Mobile Oil  
Change, LLC  
9794 Brook Wood Dr. 
McCordsville, IN 46055 
$12,000 
The Huntington National Bank
 
Posh Salon and Spa 
2 E. Main St. 
Greenfield, IN 46140 
$65,000 
Ameriana Bank 

Hendricks County

Butler Garden Center, LLC 
5 Manor Dr. 
Danville, IN 46122 
$50,000 
The Huntington National Bank
 
Johnson County

Earth Images, Inc. 
3471 W. County Line Rd. 
Greenwood, IN 46142 
$1,000,000 
M&I, Marshall & Ilsley Bank 

L and G Yogurt, Inc. 
520 N. S.R. 135 
Greenwood, IN 46142 
$40,000. Mainsource Bank 

Metal Pro Roofing LLC. 
1442 Amy Lane 
Franklin, IN 46131 
$1,300,000. $200,000 
Bank of Indiana, N.A.

S. A. Sullivan Builders, LLC 
900 Arvin Dr. 
Franklin, IN 46131 
$50,000 
M&I, Marshall & Ilsley Bank 

Marion County

Atlas Cleaners, LLC 
5367 N. Keystone Ave. 
Indianapolis, IN 46220 
$120,000 
Farmers Bank, Frankfort Indiana

Communications 
Infastructure  
6367 Airway Dr. Ste. B 
Indianapolis, IN 46241 
$350,000 
First Merchants Bank, N.A. 

Contracting and Supply, LLC 
5609 W. 74th St. 
Indianapolis, IN 46278 
$40,000 
M&I, Marshall & Ilsley Bank 

Golden Ventures, Inc. 
7687 Winton Dr.  
Indianapolis, IN 46268 
$928,800. $600,000 
KeyBank, N.A.

Harris and Sons  
Landscaping, LLC 
8208 E. Edgewood Ave. 
Indianapolis, IN 46239 
$10,000 
KeyBank, N.A.

Indy Audio Labs, LLC 
5225 Exploration Dr. 
Indianapolis, IN 46241 
$85,500. $250,000 
First Merchants Bank, N.A. 

Menzie Investments, LLC 
5335 E. Southport Rd.  
Indianapolis, IN 46237 
$336,000 
The Huntington National Bank 

Morningside Group, LLC 
714 Pioneer Woods Dr. 
Indianapolis, IN 46224 
$100,000 
The Huntington National Bank
 
Asher Murray Financial 
Group 
5948 N. College Ave. 
Indianapolis, IN 46220 
$273,000 
Premier Capital Corporation 

Reef Management  
Services, Inc. 
5613 N. Keystone Ave. 
Indianapolis, IN 46220 
$50,000 
The Huntington National Bank 

Storage On Site, LLC 
7021 Brookville Rd. 
Indianapolis, IN 46239 
$75,000 
The Huntington National Bank 

Terp, LLC 
6184 N. Keystone 
Indianapolis, IN 46220 
$275,000 
Indiana Business Bank 

Van Sickle Trucking, Inc. 
5217 S. Five Points Rd. 
Indianapolis, IN 46239 
$25,000 
The Huntington National Bank 

Shelby County

Dant Transportation, Inc. 
3781 W. 800 N. 
Fairland, IN 46126 
$50,000 
Chase Bank, N.A.



Savvy Dames

Scan the QR Code and

enterprising women with a passion 
to support & inspire peers toward 

leadership & community involvement 
by facilitating impactful & memorable 

events that propel people and 
organizations toward their goals.

Info at: www.savvydames.com


