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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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Rick Myers
Founder and Publisher

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

Sherpa 
A knowledgeable, experienced guide that provides exceptional guidance 

and support when venturing into dangerous, unknown territory.  
 

Markets have recovered nicely.  
 However, the need for diligence and discipline has not diminished.  

 

Ready for a partner, instead of a salesperson? 
ready to be guided rather than told? 

Ready for investments focused on improving your results  
rather than improving their revenue?  

 
Then maybe you should call us. 

  
Email us for a complimentary white paper on a new ultra-low cost way 

of investing that is growing exponentially in popularity.  
Or call us today for a free no obligation initial consultation.  

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

www.thebinkleygroup.com 
 

Binkley Wealth Management Group, LLC is an Independent Registered Investment Advisor.  
6319 E US HWY 36  Suite 207 Avon, IN 46123   Phone:  317.697.1618 
email:  jeff@thebinkleygroup.com   Custodian services provided by  
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 

I got up way too early one 
Wednesday in September and 
decided I should attend the Ro-
tary Club of Greenwood/White 
River. I am happy I did. Not 
only were the members of the 
Rotary very friendly, but I also 
learned a little about Johnson 
County agriculture from Rob 
Richards of Indy Family Farms.  

Richards is Indy Family 
Farm’s General Manager – and 
in that role he wears many hats: 
HR, payroll, and assists with 
landowner relations and public 
relations. A graduate of Purdue 
University with a B.S. in math-
ematics and a M.S. in 
mathematics education 
from Indiana University, 
he taught and coached 
for three years and then 
went into the telecom 
industry and completed 
a 28-year career in that 
field. Rob returned to 
the farm to participate 
in its growth. He and his 
wife, Marianna, live in 
Bargersville. They farm 
approximately 274 acres 
and the farm has been in the family for five gen-
erations.  Go to www.indyfamilyfarms.com to 
get more of an idea about Indy Family Farms, 
which produces corn, soybeans and wheat.

The older I get, the more the business of ag-
riculture intrigues me. I have always admired a 
farmer’s work ethic. In fact I have been associ-
ated professionally with people who have had a 
farming background and they have been some 
of the best people I’ve worked with. They just 

do whatever they have to do 
to get the job done and never 
complain. A few months ago 
our President stated that if 
you own a small business, 
“You didn’t build that.” Tell 
that to a famer.  

A few facts that Richards 
left us with:

• The number of women 
who are principal operators 
of a farm in Johnson County 
is 63;

• Johnson County’s crop-
land of total county acres is 
60 percent;

• The average age of a full-
time farm operator is 
55. 8; 

• The State of In-
diana represents 78 
percent of annual to-
tal US corn produc-
tion.

Several months 
ago, Indy Family 
Farms held, in con-
junction with the 
Greenwood Cham-
ber of Commerce, a 
business after hours. 

At that time I got an idea that Richards ran a 
sophisticated operation. It was a great surprise 
to get to listen to him speak at the Rotary meet-
ing of which it was confirmed to me that agri-
business is a big, sophisticated entity and in 
Johnson County it is thriving. 

An early morning visit to Rotary gave 
me an education about agribusiness

TE ST  D R IVE  T H E  AL L - N EW  E S  S E R I E S  TO DAY.
Offering distinctly bold and progressive styling, an interior as 

advanced as it is accommodating and more dynamic handling, the 
all-new ES captures your attention as well as your imagination.

1 Mile East Of Keystone On 96th Street
4610 East 96th Street

Located On The Indy Auto Mile At 96th & Keystone

317-580-6888
www.TomWoodLexus.com

TWLX236735 • 5.1x6.5 • Carmen

Starts conversations.
And then leaves you 
speechless.

IntroducingThe All-New 2013

LEXUS  ES  SErIES

expressindysouth.com

(317) 888-5700
707 South Madison Ave. Suite Q 
Greenwood, IN 46143

Are You Having Regulatory  

Nightmares?
Express has the tools  
and knowledge to help  
you keep up with  
constantly changing  
federal and state  
regulations. 

To see how Express can  
provide you with the  
solutions your business  
needs call or go online today.

A new federal rule hits the 
books roughly every two 
hours, 365 days a year.

“The older I get, the more the 
business of agriculture intrigues me. 

I have always admired a farmer’s 
work ethic. In fact I have been 

associated professionally with people 
who have had a farming background 

and they have been some of the 
best people I’ve worked with.”

Times-Leader Publications, publisher of  
The Southside Times, Hendricks County  
Business Leader, Hendricks County ICON 
and Johnson County Business Leader, has 
announced it will publish the Center Grove 
ICON, a monthly news/ 
lifestyle tabloid, begin-
ning in November.

“We’re excited to be 
expanding our cover-
age into the Center 
Grove area and build-
ing on the success 
of the ICON brand. 
While many news-
paper companies are 
shrinking, Times-Lead-
er continues to grow, 
and we’re humbled 
by the support of our 
readers and advertisers,” said Brian Kelly, CEO 
and president of Times-Leader Publications.

The Center Grove ICON will reach 8,701 
single-family homes monthly via direct mail 
within the boundaries of County Line Road, 
300 North, SR 135 and US 37. 

“Response to the publication from an ad-
vertising standpoint has been fantastic,” said 

Rick Myers, publisher of The Southside Times 
and Johnson County Business Leader. “Con-
tent is king and the content of the Center 
Grove ICON, which will be Center Grove cen-
tric, will rule the market.”

Times-Leader Pub-
lications has been 
publishing the Hen-
dricks County ICON 
since April of 2008. It 
is also direct-mailed 
monthly to single-
family homes in Avon, 
Brownsburg and 
Plainfield. “The Hen-
dricks County ICON 
has been just that, an 
ICON of the commu-
nity – serving it well, 
and we expect the 

Center Grove ICON to play the same role,” 
Myers said.

Space deadline is Oct. 5 and the November 
issue will be mailed Oct. 27. For more infor-
mation about editorial submissions or adver-
tising, email info@myicon.info or call  (317) 
787-3291.

Center Grove ICON coming 
in November

“We’re excited to be expanding  
our coverage into the Center Grove  

area and building on the success  
of the ICON brand. While many 

newspaper companies are shrinking, 
Times-Leader continues to grow, and 

we’re humbled by the support of  
our readers and advertisers.”
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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.Yes, we want your letters

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

Times-Leader Publications, LLC
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Beech Grove, IN 46107
Phone: (317) 451-4088
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For years, I misunderstood the concept of 
sour grapes. I thought it had to do with sore 
losers, but it really has to do with cognitive dis-
sonance. I know, another big and inaccessible 
word. It means two opposing ideas. It’s the op-
posite of harmonious and it is big trouble when 
they are in the same brain.

Think of cognitive dissonance as the Thrilla 
in Manilla taking place in the ring of your brain. 
Two ideas that you know don’t mesh duking it 
out for dominance of your cortex. This is where 
violence disturbs you most. You will do just 
about anything to resolve the issue and that’s 
where justification comes in. Perhaps a better 
word is rationalization. 

What comes next is almost as entertaining as 
the dissonance is disturbing. No doubt you’ve 
watched the acrobatic feats of mind that people 
will think just to resolve this turmoil. You have probably done 
them yourself. For instance, rationalizing that despite the Sur-
geon General’s declaration of a slow death, you keep puffing on 
cigarettes. In your mind, this is because…

1. It won’t happen to you.
2. You don’t inhale.
3. You will stop at the exact right time and avoid lung cancer.
4. Smoking makes you look cooler than death.
It’s likely that you have rolled your eyes when somebody else 

made this attempt. However, in your own mind, it’s somehow 
OK.

There are other terms for similar instanc-
es like Sweet Lemons, which is the opposite 
of sour grapes but still deals with competing 
ideas. Sweet Lemons is being positive about a 
bad situation. Most commonly started with the 
phrase, “Well at least I have a job!”

The magic comes as you begin to really be-
lieve it. To watch you twist and finagle your 
way out of the objective truth can be exasper-
ating for your colleagues and friends.

To let you off the hook, no one is totally ob-
jective. It’s impossible to not shade your opin-
ions with some measure of your experience 
and environment.

There isn’t much you can do about the cogni-
tive dissonance syndrome. It is pretty ingrained 
in you. Just knowing about the issue may be 
able to help you look logically at what you are 

doing and if you’re using your head for more than a hat rack. 
Try hard to be cool with the decisions you make and make sure 
your justifications aren’t rationalizations.

In seeking to resolve cognitive dissonance in pursuit of con-
sonance, don’t be an assonance!

The List

W a l k i n g 
into The Win-

chester Place 
feels like home, and that’s 

how it’s meant to be. Fur-
nished with a full family room 
and kitchen, the venue also 
houses The Marketing Place. 
Owner Garnett Vaughan says 
the family-owned businesses 
just evolved over the years 
and she has taken pride in 
maintaining the history, all 
while creating her own.

“It’s important to have 
those touch points that are 
meaningful,” Vaughan says. 
“When you love what you’re 
doing, you have the incentive 
to learn how to (take on many 
tasks).”

Vaughan began her mar-
keting career out of college, 
advertising for Simon Mall. 
During that time she says she 
learned the nuances of what 
it takes to make an event suc-
cessful. She opened The Mar-
keting Place 20 years ago, 
which she says is like an ex-
tension of a company’s mar-
keting department.

A client of The Marketing 
Department, she says is Win-
chester Place. She purchased 
the property for the business 
in 1998, the fifth owner of the 
1912 Winchester home, still 
set up like a house. She has it 
fully furnished, complete with 
local art from the Southside 
Art League. The art chang-
es every two months and 
Vaughan says she truly enjoys carefully pick-
ing a spot for each painting to hang. Stepping 
onto the back porch and seeing a view of the 
pond, gazebo and trees, she says people find 
it hard to believe they are just down the street 
from Greenwood Park Mall.

“It’s a historic home and we will keep it 
a historic home,” Vaughan says. “It’s been a 
land mark for years, so we felt it important 
to also take care of it. To really protect this 
beautiful nature so close to such commerce is 
something people have given us such positive 

feedback on.”
With Winchester Place hosting “landmark” 

events such as birthdays, anniversaries, grad-
uations and even business celebrations, the 
venue can either be for small indoor occa-
sions or larger ones outdoors. Vaughan says 
she has gathered a lot of experience over the 
years of what it takes to put on a good event 
– something she is willing to share with per-
mission from her clients. She says her favor-
ite thing is a repeat client and shetakes pride 
in that the person who celebrated their high 

school graduation would 
come back four years later af-
ter finishing college.

 “We also didn’t anticipate 
that it’s such an intimate busi-
ness,” Vaughan says. “Like for 
a 100th birthday, it’s so neat to 
share that celebration. It’s just 
really a very personal glimpse 
at people’s lives and the fact 
that they trust us to help with 
those celebrations is a real 
gift.”

Vaughan says that although 
she keeps her work for the two 
businesses separate, and even 
has separate desks for each 
one, they do tend to correlate. 
Her marketing skills help her 
realize what is important for 
the Winchester Place, such 
as flexibility of open catering. 
Her experiences at the venue 
give her insight for her clients 
of The Marketing Place.

“I’ve learned how to make 
good use of my time,” Vaughan 
says. “I also have a great group 
of colleagues and resources to 
call upon. Collaborate with 
other businesses. That’s how 
you make a business com-
munity work; you know other 
business owners, shop them 
yourselves and send other 
people their way.”

A busy woman, Vaughan 
thanks her mother for her 
organization skills that keep 
her on task. Just finishing as 
the president of the Great-
er Greenwood Chamber of 
Commerce in April, Vaughn 
serves as the Vice President 
for the City of Greenwood 
Redevelopment Commission 

and is on the marketing committee of the 
Johnson County Community Foundation. 
She is also on the board of Connect2Help, a 
nonprofit organization.

“When I started my marketing business 20 
years ago, I made a commitment to give back 
to those who helped me,” Vaughan says.

Best advice: Don’t 
be afraid to say no to 
a piece of business. 
It’s better to say no 
than to say yes and 
do a bad job. You 
won’t lose in the 
mind of the person 
because you know 
your limitations.

Worst advice:  
The advice I didn’t 
get. When I formed 
The Marketing 
Department and 
when we formed 
Winchester Place, 
no one encouraged 
us to set it up as 
a woman-owned 

business. That would 
have opened 
doors for funding, 
certifications and so 
forth that would have 
been a business 
advantage.

Best business 
decision: Asking 

other entrepreneurs 
what made them 
successful and to 
share mistakes I 
should avoid.

In 5 years: I hope 
I’m still learning and 
finding new things to 
be passionate about 

in my work and in  
my community.

Secret to success: 
Treat other people the 
way you want to be 
treated. The Golden 
Rule should rule, 
whether it’s in business 
or everyday life.

How Garnett did it…

The Marketing Place
(317) 889-8400

Winchester Place
(317) 859-0300

winchesterplace.com

300 N. Madison Ave.
Greenwood, IN 46142

Garnett Vaughan, owner of The Winchester Place and The Marketing Place

5 Reasons someone  
would want to do  
business with you…

My history gives me a broad 
scope of experience to draw from 
and I’m willing to share the ideas 
and techniques that have been 
successful for me and those that I 
work with.

The Winchester Place

n   We can offer a distinctive 
environment for an event and 
have the client’s best interest at 
heart when we collaborate.

n   Open catering for flexibility.

The Marketing Department

n  I’m a creative problem-solver.
n   I treat my client’s money like it’s 

my own.

What grapes and lemons  
have to do with your biz

Photo by Rick Myers

“It’s a historic home and we will 
keep it a historic home,” Vaughan 

says. “It’s been a land mark for 
years, so we felt it important to 

also take care of it. “

Comforts of home but 
business abounds

Greenwood’s Garnett Vaughan finds passion owning
The Marketing Place and Winchester Place

EdITORIaL/OPInIOnEditorial/Opinion

As we get closer  
and closer to the  
presidential election, 
more and more words 
will be tossed about and 
some even thoughtfully 
spoken. By the candidates. 
By the national press. Our 
view is that words matter.  
And that if you listen long 
enough, a person will tell you 
exactly who they are.  
The president has told us very 
clearly who he is.

“You didn’t build that.”
 “We’re not trying to push 

financial reform because we 
begrudge success that’s fairly 
earned. I mean, I do think at a 
certain point you’ve made  
enough money.”

“The reforms we seek would 
bring greater competition,  
choice, savings and inefficiencies 
to our health care system.”

“I think when you spread 
the wealth around, it’s good for 
everybody.”

“… they get bitter; they cling  
to guns or religion…”

“Look, when I was a kid, I inhaled 
frequently. That was the point.”

“We’ve got to make sure that 
people who have more money help 
the people who have less money.”

“My friends, we live in the 
greatest nation in the history of the 
world. I hope you’ll join with me 
as we try to change it.”

“Look, if I can’t turn the 
economy around in three 
years, I will be looking at a 
one-term proposition.”

On this last point, 
Mr. President, we 
agree with you.  In 
truth, we couldn’t 
agree more.

Words matter

QUOTE OF THE MONTH
Coming together 

is a beginning; 
keeping together is progress; 
working together is success. 

~ Henry Ford

By Nicole Davis
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Less than an inch. The difference 
between off and on. For you, there 
is no in-between. Just today’s 
deals and deadlines. Clients to 
email and copies to make. You 
don’t think about all that goes on 

behind that switch. Because we do.

Mike Heffner
Columnist

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

PERSOnnEL MaTTERSPersonnel Matters

In my industry, one of the 
things that cost businesses the 
most is what I call “Reckless 
Hiring.”  I define this as having 
poor talent selection practices 
that continually cause a com-
pany to fall short of reaching 
its true business potential.  This 
also then puts them at a con-
stant competitive disadvantage.  
Sometimes when companies ask 
us to help them hire or find the 
extra help they need, we see the 
holes in their hiring process. We 
also often find them unwilling to 
take the time to slow down long 
enough to evaluate it.

A company that is hir-
ing today can no longer 
afford to make a hiring 
decision and hope that 
six months from now it 
turns out to be a good 
one.  In today’s business 
environment, where the 
fast eat the slow, there is 
much less room for er-
ror.  Many hiring managers feel that they must 
match the job seekers’ experiences and skills to 
their requirements.  While this is important, de-
fining your company’s culture and then hiring 
to match it is what I have found to be one of 
the most overlooked success factors.   A posi-
tive cultural environment is a key component in 
reducing turnover and increasing employee en-
gagement. For me, this has been the most valu-
able way to make sure each hire counts.

To help our clients, Express Employment 
Professionals recently hired a company to do 
some 3rd party research.  A part of this research 
included information from CareerBuilder that 
showed 57% of employees are looking for a bet-
ter work culture. The results also showed that 
poor culture fit is the 4th most common reason 
employees leave.  Inc. Magazine defines compa-
ny culture as “what the company considers im-
portant.”  In essence, company culture is all the 
things that make up your company’s behaviors 
and practices.  It includes things like:

• Corporate mission
• Organizational values
• Accountability
• Compensation
• Benefits
•  Employee rewards pro-

grams
•  Employee training  

initiatives
• Communication style
All of these items tie back 

to what the company’s leaders 
believe and emphasize as most 
important.  Having a defined 
culture helps employees orient 
themselves within the organi-
zation and will make a positive 

influence on the on-
boarding process of a 
new hire.  If you are not 
currently happy with 
your culture and you 
feel like your retention 
and employee engage-
ment should be higher, 
I have a few recommen-
dations:

•  Start with an all employee  
organizational survey

• Include your team in the survey findings
•  Review what is most important to  

your employees
• Communicate to employees your findings
•  Decide which items need reshaped  

in your culture
•  Incorporate these items in every  

communication
Your company culture will become what you 

are known for, so always consider how it can be 
interwoven into all communication to the out-
side world.  Keep in mind, cultures are built over 
time, so don’t expect a change overnight.  As a 
business leader, you have the power to directly 
influence the quality of your hires and reduce 
the cost of turnover.  Putting a stop to reckless 
hiring and the high costs associated with it puts 
you in a much better position to beat the com-
petition and remain innovative in today’s econ-
omy.  

How much is reckless 
hiring costing you?

“Reckless Hiring: …having poor 
talent selection practices that 

continually cause a company to  
fall short of reaching its true 

business potential”

Compiled by Rick Myers

Tearza Martin has big plans for her business’s 
future.  Martin opened Bryce Avery Designs, 
LLC in January 2007 when she lived in Novi, 
Michigan.  She relocated to Greenwood in De-
cember and continues her family owned and 
operated business.

“We enjoy helping clients present their best 
public image,” Martin says. 

Bryce Avery Designs, LLC, aides potential cus-
tomers with graphic art 
design, marketing and 
promotional items.  

 Why did you open 
this business?  

The ultimate goal 
for the business is 
geared toward helping 
start and fund a non-
profit organization 
that focuses on help-
ing single parents learn 
marketable skills in or-
der to take better care 
of their families.  It will 
be a few more years 
to get it going, but it’s 
coming.

What did you do to 
prepare for opening 
your business?  

We had an established client base prior to 
starting officially. 

 

Who is your ideal customer/client?  
Bryce Avery Designs, LLC is dedicated to 

helping companies increase market share and 
establish brand recognition by offering afford-
able, high quality multimedia solutions. En-
trepreneurs and small business owners, alike, 
now have access to innovative and personalized 
products previously reserved for corporations 
with large marketing budgets.

How do you plan 
to be successful?  

Continuing to par-
ticipate in the Green-
wood chamber of com-
merce, as well as the 
community.  We want 
to get to know entre-
preneurs and business 
owners who want to 
build brand recogni-

tion.  We will sit down 
and discuss marketing 
objectives, promotional 
needs and budgetary re-
quirements.

What would we be 
surprised to learn 
about you or your 
company?  

The company is 
named for both our sons.  We have over 750,000 
products from and over 4500 vendors.  We also 
have The Detroit Tigers (MLB) as a customer.

Tearza Martin, owner of Bryce Avery Designs.

Submitted Photo

Bryce Avery Designs 
ready to promote you

“…dedicated to helping 
companies increase market 
share and establish brand 

recognition by offering 
affordable, high quality 
multimedia solutions.”

OPEn FOR BUSInESSOpen for Business

To Advertise in the next 

issue of the Business Leader, 

call (317) 451-4088 today! 
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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-profi t, 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.

Eva Goeb
Council Business Solutions
LJC Class 2004

How has Leadership Johnson County impacted your life personally?
 I could never fully explain the impact LJC has had.  It gave me a great appreciation for the wonderful Johnson County Com-
munity. I visited places I never knew existed, and I have 
lived here my whole life except my college years.   It 
helped me to learn to relate to people who have dif-
ferent personality types than my own and understand 
them more clearly.  LJC opened my eyes to challenges 
faced by residents of our county on a regular basis, and 
appreciate the hard work and dedication that has made 
resources available.  Best of all, I have developed rela-
tionships that I would not have had otherwise.
 
How has Leadership Johnson County impacted 
your life professionally?
 Professionally I have met people who are like-mined 
and love our community.  I have been able to establish 
a network of valuable resources.  I feel more comfort-
able doing business with someone who I have come to 
know better.  It has made me realize that everyone has 
a leadership role in almost everything they do, whether 
they are a CEO, a volunteer, or a retiree.

How has Leadership Johnson County benefi ted 
Johnson County?
 It has truly developed leaders.  Reviewing the gradu-
ates of Leadership Johnson County we see people who 
are leaders in the community, regardless of position or 
pay grade.  They have developed skills that they never 
knew they had and used them to make a difference 
in Johnson County   Leaders have been developed at 
every level.  Many class projects have made tremendous 
impact on the residents of the county.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Leaders should always be learning.  Leadership skills 
need to constantly be developed and refi ned.  Leader-
ship Johnson County is well equipped to do exactly that.
 
What one thing did you like best about the 
Leadership Johnson County Program?
I loved everything about it.

Shawn Frye
Johnson County REMC
LJC Class 2011
How has Leadership Johnson County impacted your life personally?
Leadership Johnson County provided a great learning experience that taught me a lot about leadership and about the com-
munity where I live and work. Through this experience I 
formed friendships that I would not otherwise have had 
the opportunity to make.
 
How has Leadership Johnson County impacted 
your life professionally?
Leadership Johnson County has taught me a lot about 
myself and expanded my professional network of other 
leaders in the community. It has given me a better 
understanding of how to collaborate effectively and has 
improved my leadership abilities.

How has Leadership Johnson County benefi ted 
Johnson County?
Leadership Johnson County educates individuals on how 
to become effective leaders and active members of their 
community. Lessons taken from the classroom and ap-
plied to real life makes for a stronger community.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Leadership Johnson County should continue to edu-
cate individuals because we need effective leaders that 
understand the issues facing our community and have a 
willingness to improve our quality of life.

What one thing did you like best about the
Leadership Johnson County Program?
The one thing I liked best was the group project. To have 
the ability to take what I learned in the classroom and 
apply it to something that needed attention in the com-
munity is something that I will never forget. It brought the 
whole experience full circle for me and sets Leadership 
Johnson County apart from other leadership courses I 
have been a part of.

Lou Zickler 
Zickler Associates, LLC
LJC Class 1995 

How has Leadership Johnson County impacted your life personally? 
LJC greatly increased my awareness of and familiarity with the multitude of public and private sector organizations in our com-
munity that work both independently and collaboratively 
to enhance the quality of life experience for all Johnson 
County residents. Having a good understanding of how 
this “community chemistry” works helps me see where I 
might best fi t in from time to time to pay back to our com-
munity that has been such a great place to live and raise 
our family.   

How has Leadership Johnson County impacted 
your life professionally? 
My son Ryan and I own Zickler Associates, LLC, a real 
estate practice specializing mainly in the sale and leasing 
of retail properties and raw land for development. Know-
ing how effectively a community organizes and applies its 
public and private sector resources to grow responsibly 
and attract investment makes it more likely we can bring 
that new investment into the community where we live.      

How has Leadership Johnson County benefi ted 
Johnson County? 
Nearly 500 LJC alumni hold leadership positions in 
business, media, education, government, religion and 
non-profi t organizations. The fact that these alumni lead-
ers have the shared experience of Leadership Johnson 
County makes it far more likely that a cooperative and 
collaborative spirit instilled by that shared experience 
permeates all the organizations serving our community.   

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County? 
If we believe it is desirable to seek the kind of “coopera-
tive collaboration” among our county’s public and private 
institutions and organizations mentioned in my answer 
to the previous question, I can’t conceive of any other 
leadership experience that can be more successful than 
Leadership Johnson County in bringing about that result. 
LJC is a truly unique resource and community asset.

What one thing did you like best about the 
Leadership Johnson County program? 
I benefi tted from learning that a superior process for achieving desired results for our community involves building collaborative 
interpersonal relationships with other community organization leaders who can help enhance the impact and accelerate the 
achievement of those desired results. I am very proud and grateful to be an LJC alumnus.

Eva E. Aldrich, CFRE
CFRE International
LJC Class 2000

How has Leadership Johnson County impacted your life personally?
LJC helped me develop the skills, knowledge, and confi dence needed for effective leadership.

How has Leadership Johnson County impact-
ed your life professionally?
Through LJC, I developed a wide network of col-
leagues and business connections.  This network has 
benefi ted me in my professional and volunteer efforts.

How has Leadership Johnson County ben-
efi ted Johnson County?
People can live and work in a community without really 
being a part of it.  LJC provides a comprehensive intro-
duction to vital community areas such as government, 
economic impact, and the voluntary sector, as well as 
the skills needed to provide effective leadership.  LJC’s 
hands-on leadership projects allow participants to ap-
ply the knowledge and skills they’ve learned to effect 
meaningful, positive change in our community.

Why should Leadership Johnson County 
continue to educate the leaders of Johnson 
County?
Positive growth and change can only happen when 
there are connected, committed citizens with the skills 
and knowledge to work together for the common good.  
LJC is the only program in Johnson County solely 
committed to this goal, and it has proven results to 
show its effectiveness.

What one thing did you like best about the 
Leadership Johnson County program? 
The mock television interviews that were part of 
Media Day activities were particularly helpful to me.  At 
the time, I was extremely nervous about public speak-
ing and appearing on camera.  Practicing and being 
coached on those skills in a no-risk environment was a 
real growth opportunity for me.  Now I regularly make presentations to international audiences with confi dence!
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THE PERSOnaL TOUCHThe Personal Touch

The contest wasn’t a big deal, 
but I thought the prize package 
was worth a few minutes of my 
time. So I obeyed the publica-
tion’s instructions and visited 
the website.  

“We’re sorry! Our new site is 
under construction!”

What? Maybe I had an out-
dated publication. But no, it was 
dated for this week. The ad said 
to go to the website to enter, but 
I couldn’t do that.

I lost out on an opportunity 
to win a fabulous prize package. 
The company behind that pack-
age lost the opportunity to cap-
ture my information, along 
with that of hundreds of oth-
er potential prospects.

Just as important, they left 
me with the impression that 
they were a disorganized, 
poorly run company. 

You know what happened. One department 
didn’t communicate with another, and the pro-
verbial ball dropped. It happens frequently in 
large companies. In this case, marketing and IT 
weren’t communicating, so there was no coordi-
nation. The ol’ right hand had no idea what the 
left hand was up to.

But this situation didn’t take place in a large 
company. Given that you could count the com-
pany’s staff on one hand and not use all the fin-
gers, it was more like the pinkie wasn’t working 
with the thumb.

I don’t mean to pick on this particular com-
pany, which is why I’m not mentioning it by 
name. This problem affects companies and or-
ganizations of all shapes and sizes. I’ve seen so 
many instances when companies leaped out with 
a powerful flight of marketing messages, only to 

discover that the folks who ac-
tually had to deliver on those 
messages weren’t ready to han-
dle the responses.

For some organizations, it’s a 
way of life. In my college days, 
I worked for a retail chain that 
distributed boatloads of news-
paper circulars and mailers ev-
ery week. But they never both-
ered to see if any of the adver-
tised merchandise was actually 
in their stores. Week after week, 
the employees had to deal with 
irate customers.

Think about that: every week, 
that chain spent a fortune to 

draw customers to its doors, 
and then proceeded to drive 
a large number of them 
away.

As for the company 
whose contest I couldn’t en-
ter, I’m sure its new website 

was a necessity, and I bet it’ll be a humdinger. But 
suppose that I was someone who needed the ser-
vices they offer and was ready to buy just as soon 
as I got a little information. Would I have waited 
a few days or weeks for their new site to appear, 
or would I have moved on to a competitor? 

They could have left the existing site in place 
while they developed and tested the new site in 
a hidden corner of their web server. Once it was 
finished, they could cut it over in minutes.

Or Ms. Thumb could have told Mr. Pinkie that 
he should delay that clever contest until the site 
was ready. The delay may have been frustrating, 
but it would have been far less damaging than 
losing so many prospects. 

Scott Flood
Columnist

Scott Flood can be contracted at sflood@sfwriting.
com or 317-839-1739, or visit his blog at: sfwriting.
com/blog/.

Right hand, meet left hand

MOnEY MaTTERSMoney Matters

Jeff Binkley
Columnist

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.

Many students of market his-
tory are convinced an increase 
in volatility should be expected 
for the month of October.  After 
all, October gave us the crash of 
1929 where the market lost 25% 
of its value. The October crash 
of 1987 resulted in a market loss 
of 22%. And one I personally 
participated in, the “mini crash” 
of October 1997 saw the mar-
ket lose 550-points in one-day 
but percentage-wise was only 
a 7% drop in value. I was work-
ing in Schwab’s “active trader” 
division that day and boy were 
we “active.”  That was a 14-hour 
work day for most of us. Pre-
internet, all trades placed over the phone and 
manually calculating and re-calculating account 
buying power and cash available. Fun stuff.  
Long day. 

So it’s October again and what is an investor 
to do? Should he take his money out of the mar-
ket, bury it in the back yard for the month and 
wait and see what happens?

Before you do, let’s look at some numbers.  

Looking at the histor-
ical numbers for the 
month of October di-
vulges some interest-
ing facts. Since 1958, 
October is the sixth 
best month to be in 
the market, showing 
an average gain just 
under 1 percent for 
the S&P 500. And six-
ty percent of all Oc-
tobers have recorded 
positive returns.

Surprise!
Researching the 

numbers in the Stock 
Trader’s Almanac 

shows that October has a history of 
ending bear markets. Bear markets 
of 1946, 1957, 1906, 1962, 1966, 1974, 
1987, 1990, 1998 and 2002 all ended 
in October. November, December and 
January have also tended to be three of the four 
best months of the year.

Based on the historical numbers, October 
has shown to be one of the best months to in-

Reviewing October numbers: surprise for investors

COaCH’S CORnERCoach’s Corner

For more than 20 years I have 
had a whiteboard in my office. 
It started when I hired consul-
tant Tim Hosey to help me re-
organize my office operations. 
I had a problem with a team 
member and Tim helped me 
see my business in a new way by 
drawing it out on a whiteboard. 
That whiteboard experience 
provided a lesson I won’t forget 
for five good reasons:
1.  You can see a  

bigger picture
2.  You can see connections 

you might not otherwise see
3.  You can always add and 

subtract elements for a  
better fit

4.  Others can see 
your vision

5.  Lastly, and  
probably most 
importantly, you 
are able to remove 
emotion from  
the equation.

The problem staff 
person had been with 
me for two years. 
Since there were only 
three of us in the of-
fice, we were friends and therefore, we were 
emotionally connected. Based on customer 
complaints and inaccuracies in her work, I 
knew what I had to do, but was afraid to pull 
the trigger. 

Tim drew out three nameless desks on the 
whiteboard. I then assigned duties to each desk 

for optimum office operations. 
Over subsequent meetings, we 
modified the duties without 
my saying “but she won’t” or 
“but she can’t.” Tim kept ask-
ing, “What does that desk need 
to do?”

When the drawing finally 
represented my new Office Op-
erations, I met with each team 
member and showed him the 
duties each desk needed to per-
form. It was not an emotional 
discussion, just the facts about 
what duties the desk had to per-
form.

One of the staff members 
was excited and the other left. 

When I interviewed 
for the replacement 
team member, I used 
the vision of my of-
fice on the white-
board to show what 
duties needed to be 
performed in order 
for the new hire to be 
successful. I turned 
those duties from 
the little squares into 
a job description for 
each position. Our 

production went to the top of the charts. 
Tim’s whiteboard exercise was powerful then 

and is today. There are five reasons it still works 
every time.

5 reasons why you 
need a whiteboard

Jack Klemeyer
Columnist

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

To Advertise in the next issue of the Business Leader, call (317) 451-4088 today! 

vest. What each individual investor should do 
now depends on each individual situation. Age, 
cash flow, end of year tax planning, risk toler-
ance (both financial and emotional) should all 
be taken into consideration. Still, scheduling a 

consultation with a trustworthy advi-
sor may make good investment sense.  

Market results for October, No-
vember, and December have busted 
many crystal balls of Wall Street prog-
nosticators for years. And it must be 
said that all performance referenced 
is historical and is no guarantee of fu-
ture results.  No one really knows the 
future.  But there will be plenty o’ pre-
dictions.  

Regardless of when they buy or sell 
investors, who continue to improve 
their market education, decrease the 
emotional content of their investment 
decision-making and keep a stern eye 
on expenses must by definition have 
better results than those who only pay 
short shrift to these fundamental con-
cepts for achieving investment suc-
cess. 

“Others can see 
your vision”

“What each 
individual 

investor 
should do 

now depends 
on each 

individual 
situation.”

“One department didn’t 
communicate with another, and 

the proverbial ball dropped.”

COVER PARTY
presented by

Join us for the Johnson County Business Leader’s 
November Cover Party,  sponsored by First Merchants.

presented by

Monday, November 12th
5:30 to 7:30 pm

RSVP by Friday, November 9th to 
Coverparty@businessleader.bz or by calling

 (317) 451-4088

300 North Madison Ave., Greenwood

Connect with your community’s business 
leaders and enjoy food, fun  and networking, 

as we honor the August, September 
and October covers.
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nOW THaT WE’VE BEEn OPEnNow That We’ve Been Open

Simons Bitzer & Associates is a local CPA 
firm that was founded in 1995 by Greg Simons. 
They work with organizations and business 
owners to help them achieve their goals by im-
proving efficiencies and maximizing their prof-
itability.  They offer traditional accounting ser-
vices such as tax planning and bookkeeping, as 
well as controllership and CFO services on an 
as-needed basis.  Outsourcing these duties can 
be a cost effective way to obtain the appropriate 
level of expertise needed.  They are passionate 
about working with small businesses and help-
ing them with financial reporting services as 
well as strategic business planning, implemen-
tation and monitoring to ensure that goals are 
met.

What is the most valuable piece of advice 
you’ve been given? My most valuable advice 
is taken from the book “Good to Great” by Jim 
Collins.  He describes what he calls the “hedge-
hog theory,” which includes the following ad-
vice:  “Focus your products and/or services on 
the things you are good at, passionate about 
and that are profitable for you.  Do not diversify 
into too many things.  
If your business stays 
focused, you will be 
able to provide a high-
er level of customer 
service and increase 
your chances for suc-
cess.”  I practice this at 
my firm and encourage 
our customers to do 
the same.

How have things changed since you start-
ed your business? We’ve grown from a one 
person firm to a team of 16 and continue to 
grow each year.  When I first started my prac-
tice, I handled every aspect and detail of the 
business.  As we’ve grown, I have put many sys-
tems and processes in place to ensure our team 
can provide our customers the best service pos-
sible.  I’ve had to relinquish some control; how-
ever, this has allowed me to really focus on the 
strategic areas of the business.  

Tell us about your biggest challenge and 
how you overcame it. The biggest challenge 
I’ve faced since opening my firm has been 
managing my time as we have grown.  I have 
learned over time to delegate duties and em-
power my team. I have the time it takes to look 
at our numbers and see how they are trending.  
At the end of each week, I write an action plan 
for the coming week.  This has helped our num-
bers remain consistent with continued growth.  
Without trusting my team to handle daily tasks, 
I would not have the time to focus on this stra-
tegic planning.  

What do you wish 
someone had told 
you before you start-
ed your business? 
To read “The E-Myth 
Revisited” by Michael 
Gerber.  This book 
portrays the various 
problems entrepre-
neurs have when open-
ing their own business-

Simons Bitzer finds success  
in more than just taxes

Compiled by Jill Bode

Greg Simons, founder of Simons Bitzer & Associates.

Photo by Rick Myers

es.  It also talks about surrounding yourself with 
trusted advisors who help you with the areas 
you are not good at so you can work on your 
business versus in your business, thus, allow-
ing you to achieve success while working few-
er hours.  Having read the book, I would have 
taken a more strategic approach when I started 
my firm.  

What is the hottest new trend in your in-
dustry? Providing services on-line via the 

cloud.  While I am a big proponent of face to 
face meetings and personal contact, I also re-
alize that on-line services can be more conve-
nient for business owners.  Our firm has made 
a large investment in technology this year, both 
financially and from a time and training stand-
point.  We are looking forward to even more 
streamlined systems and eventually expanding 
our geographic footprint. 

UPCOMIng EVEnTUpcoming Event

Christian Maslowski
Guest Columnist

Contact Christian Maslowski, Greater Greenwood 
Chamber of Commerce executive director, at (317) 
413-2208 for more information, additional comment.

The Greater Greenwood 
Chamber of Commerce 
(Greenwood, IN) will host a 
Business to Business (“B2B”) 
Expo at The Gathering Place 
at the Community Church of 
Greenwood Thursday, Octo-
ber 4, 2012, from 11 a.m. to 2 
p.m.  Forty exhibitors will host 
a booth and 300 + area business 
people are expected to attend, 
with event attendance on a 
four-year consecutive increase. 
The event is open to the general 
business community and is free 
of charge to attend.

The purpose of the B2B Expo 
is to stimulate local business 
development by providing a venue for business-
es to market and network with other businesses.

“We can strengthen the local economy by 
looking in our own backyard for vendors and 
clients,” said Christian Maslowski, executive di-
rector of the Greater Greenwood Chamber of 
Commerce.  “This expo will bring Central Indi-
ana buyers and sellers together.”

The exhibitors are both Greater Greenwood 
and Franklin Chamber of Commerce mem-
ber companies offering local options and “fresh 
ideas” on business needs like staffing, financing, 
security, information technology, marketing and 
more.

“We have some industry-leading companies 

operating in Johnson County 
and Southern Indy.  They of-
fer really fresh ideas on busi-
ness solutions.  That makes this 
Expo a fun, no-pressure source 
to exploring vendors, partners, 
and supplier options.”

The Chamber is promoting at-
tendance to: new business own-
ers looking for vendors; estab-
lished business owners shopping 
for alterna-
tive service 
prov iders ; 
and all busi-
ness leaders 
interested in 
meeting oth-

er Southside business people.
Local restaurants that of-

fer corporate catering op-
tions will provide food sam-
ples throughout the event. 
Attendees who complete 
their free exhibitor passport 
will be entered to win two 
front-section tickets to see 
Coach Bob Knight in Greenwood on October 
18, 2012.

And to add value to attendees, the Chamber 
will offer on-the-spot business services for re-
duced or even no cost.

“One of this year’s goals is to surprise and ex-

ceed attendees’ expectations by offering unex-
pected value for their time and engagement. So 
in addition to the great networking and vendor 
discovery they already get, attendees can also 
engage in basic business marketing services on 
the spot – services they can immediately apply 
in their own business.  Now that’s a great return 
on your time.”

The Chamber will release details on the types 
of services that will be available to Expo attend-
ees on its website, Greenwood-Chamber.com, 

by October 
1.

The event 
is sponsored 
by Comcast 
B u s i n e s s 
S e r v i c e s .  
Booth space 
is still avail-
able.  For 
more infor-
mation, visit 
the event 
c a l e n d a r 
at Green-
w o o d -

Chamber.com or email Tricia Bowen, events 
and operations manager, at Tricia@Green-
wood-Chamber.com.

B2B Expo to stimulate local economic activity
B2B Expo

Open to business 
community leaders; 

designed for business to 
business marketing and 

networking

When:
Thursday, October 4, 2012 

11 a.m. to 2 p.m.

Where:
The Gathering Place 

at the Community Church 
of Greenwood

1495 West Main St.
Greenwood, IN 46143

Cost:
FREE to attend 

Booth space still available 
$199 members 

$499 non members

Howard Hubler
“The Car Guy”

Howard Hubler is a partner with Hubler Express 
Collision/NAPA, and the owners of St. Augustine 
Toyota. He can be reached at hhubler@statoyota.
com

BUSInESS TaLkBusiness Talk

Today, when we talk about 
workplace employees, we actu-
ally have people labeled by de-
cades. Remember the generation 
X’ers and Y’ers? One generation of 
kids were all about “me,” and they 
didn’t want to work that hard and 
were all for “quality-of-life.” Who 
can blame them? 

Another young generation was 
supposed to be all about “mon-
ey, money, money… I want the 
stuff that my mom and dad gave 
me when I grew up and I want it 
now!”

In our family businesses, over 
the years we have been blessed 
to retire a large number of 
people. Many of these peo-
ple retired twice. When I 
would go to a retirement 
party, I would always won-
der to  myself what hap-
pened to all the valuable 
information that the retiree possesses. Well, it’s 
basically gone forever. In the auto industry, cars 
are generally built in say five year segments. After 
five years the availability of parts and knowledge 
to fix cars gets thinner and thinner. When the 
technicians who worked on these cars retire, the 
unique secrets as to how to best fix these prob-
lems are likewise lost forever.

Last week, I read an interesting article. It basi-
cally reflected my thoughts; many times people in 

their 50s and 60s are amongst the 
best employees. They’re reaching 
their stride in productivity and 
they have the knowledgebase of 
all those who went before them. 
Many of these people were raised 
by parents who caught the tail 
end of the Depression and World 
War II. Their value system is one 
of hard work, integrity and the 
uncanny ability to appreciate the 
value of a good job. 

Today across our country, hun-
dreds of thousands of these peo-
ple are the ones who have given 
up looking for a job. That’s the 
bad news. The good news is that 

they will work hard and at 
an income level far below 
the value to your company. 
In closing, businessmen of 
central Indiana, realize that 
there is a huge pool of 50- 
and 60- something year-old 

men and women ready to go to work. They live 
under the radar and are many times hard to find. 
But with a little energy, you can find them and 
they will  care more about you and their job than 
perhaps many of your current employees who 
may have been with you for a long time.

Generational gaps

“…what happened to all the 
valuable information that 

the retiree possesses?”

BUSInESS BRIEFSBusiness Briefs

Mutual Savings Bank’s Coffey completes graduate school 
Mutual Savings Bank Executive Vice President/Chief Finan-

cial Officer/Chief Operating Officer Dave Coffey is now an 
alumnus of the prestigious Graduate School of Banking at the 
University of Wisconsin-Madison.

Coffey was awarded a diploma at the August 24 commence-
ment exercises for the Graduate School of Banking’s 68th an-
nual session. 

The Graduate School of Banking enrolls approximately 550 
US and international professionals each year. 

Mutual Savings Bank’s 
Coffey completes 
graduate school 

Dave Coffey

“Anyone who stops 
learning is old, 

whether at twenty or 
eighty. Anyone who 
keeps learning stays 
young. The greatest 

thing in life is to keep 
your mind young.”

~Henry Ford

David F. Delaney has been appointed director of business 
development for Franciscan St. Francis Health. He most previously 
served as a community/business development consultant for Advantage 
Health Solutions, Inc., where we helped develop hospital and physician 
programs for self-insured and fully insured employers. He held various 
executive and senior leadership roles in health-care organizations in 
central Indiana in the past. A resident of Indianapolis, Delaney has wide 
experience in hospital management and finance and more.

Business development  
director assumes role 
with St. Francis Health

gROWIng SMaLL BUSInESSGrowing Small Business

In looking at the calendar, we 
are now officially in the fourth 
quarter of 2012—hard to be-
lieve, isn’t it?  Time does fly by, 
but this time of year provides a 
great opportunity for small busi-
ness owners to begin reviewing 
their overall YTD business per-
formance, acknowledging their 
earlier achievements and disap-
pointments, and roughing out 
some projections of where they 
think they will end up at the end 
of the year.  

It can also be a good time to 
reflect on the progress of your 
business, and of you. What 
would you have done differ-
ently? What changes need to 
be made?  This can lead to the 
development of some new 
strategies and approaches, as 
the planting of some “seeds” 
now at the end of 2012 may 
lead to increased opportunities, enhanced moti-
vation and a renewed focus in 2013.   Here are a 
few general suggestions for you to consider:

•Set some goals. Oh, a written business plan 
would be great, but if you don’t have that much 
motivation, at least establish a budget and some 
basic sales, expense & profit goals to help guide 
your future success.  

•Take a class.  Spend some time reviewing your 
strengths and weaknesses as a business owner/
manager, then focus on your needs and find at 

least one seminar/workshop 
that addresses those needs and 
expands your knowledge base.

•Delegate some work. Time 
management is a nearly univer-
sal problem, and it is often re-
lated to an owner’s/manager’s 
unwillingness to let go.  Priori-
tize your activities and commit 
to letting other team members 
or outside contractors complete 
a few important tasks for you.

• Remember what’s impor-
tant.  The demands of business 
are great, and the hours can be 
long, but time for your family 
and for yourself needs to be a 

priority as well. Be proactive 
in planning activities that take 
you away from work, in or-
der to spend time with those 
people and things which you 
truly love. 

I encourage you to careful-
ly and wisely invest some time in fourth quarter 
reflection.  It’s all about taking baby steps, mak-
ing some small commitments to do things a little 
differently, and perhaps deciding on some minor 
incremental changes to your management style 
and direction that can ultimately lead to huge 
benefits for you and your business in the future.

Fourth quarter reflection

“…a good time to reflect on  
the progress of your  

business, and of you.”

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.

To Advertise in the next issue of the Business Leader, call (317) 451-4088 today! 
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New construction is bringing 
changes to the real estate market 
in Johnson County. Strong quar-
terly and single month data re-
veal development ground is back 
in demand. Production builders 
continue to thrive as lots are sell-
ing like hotcakes in subdivisions 
that were depressed during the 
downturn in the market. De-
veloped lots are filling up faster 
than land can be purchased and 
developed to meet the demand. 
The per acre price still remains 
low compared to the overpriced 
lots seen in years past. Custom 
builders struggle to have subdi-
visions to fit their product and niche in the mar-
ket. Limited lots and financing are available to 
the custom builder today.

Farm ground continues to be a much sought 
after commodity, even with the worst drought 
in history. However, the farm ground being eyed 
is not prices the farm industry can purchase and 
profit on. The average price of farm ground be-
ing sold in Indiana in $8,700/acre. This land is 
referred to as transitional land and its location 
and potential use determines its value. 

Positive housing momentum continues into 
the early months of fall. Strong quarterly and 
single month data reveal an active housing 
market in central Indiana. MIBOR reports the 
number of closed sales in central Indiana in-

creased by 16.6% in the last three 
months. A healthy year end is 
anticipated with market increas-
ing approximately 28% from last 
year. 

The real estate grapevine con-
tinues to hear the rum-
bles of a new neighbor-
hood Wal-Mart south 
of the Home Depot on 
State Road 135. The 
ground that was target-
ed several years ago and 
was remonstrated by 
neighbors is now zoned 
within the city limits of 
Greenwood. 

Bedding Liquidators recently leased 
a large retail space across from the 
Greenwood Park Mall. Broadbent 
Company is remodeling Greenwood 
Place and relocating current tenants in 
new updated spaces. A new façade will give the 
center a fresh and inviting look.

A new dance studio will replace Cardinal Fit-
ness and a new Italian Deli is under construc-
tion in the Colby Center on State Road 135.
Illinois-based developer, Quadrangle Develop-
ment Corporation, plans to spend $14 million 
to buy land on Graham Road to build a ware-
house and light manufacturing facility. The 22 
acre building site would be easily accessible to 
I-65 at Main Street.

As the election approaches, buyers fight the 
uncertainty of what lies ahead. Knowledge of 
global trends, weather disasters and the value of 
a dollar impact our community and our lives. 
We have experienced unusual summer weather 
as other parts of the country face hurricanes 

and disasters, we wait to see the toll the drought 
has taken on our community. The combination 
of these odd events has distracted our buyers 
and sellers.  Yet, the demand has started to re-
bound. When shovels of dirt are moved, jobs 
are created and investments are being made in 
our county. Activity breeds activity. 

Shovels in the ground

Brenda Richards is a commercial real estate at Car-
penter Realtor. She is interested in new business 
and real estate in Johnson County. Brenda can be 
reached at Brenda.richards@comcast.net.

Brenda 
Richards

COMMERCIaLLY SPEakIngCommercially Speaking

Indiana Members Credit Union (IMCU) will 
host a Real Estate question and answer event 
for the public on Friday, Oct. 12, 2012 from 11 
am – 1 pm at its Stop 11 Branch located at 5940 
E. Stop 11 Road, Indianapolis, IN 46237.  

IMCU’s Real Estate Q & A Day will be host-
ed by Peter Montgomery from FC Tucker and 
Shelley Nescola, with IMCU Mortgage Servic-
es.  The event focuses on answering real estate 
questions without pressure or commitment.  
There is no appointment necessary; the pub-
lic is encouraged to stop by and inquire about 
market trends, find out about the home rebate 
program, and gain tips and insight on buying 
or selling.   

For more information please contact IMCU’s 
Mortgage Services Representative Shelley Ne-
scola, 317-814-2430, snescola@imcu.com.   

Q&A real 
estate event

BUSInESS BRIEFBusiness Brief

Michael Lenahan  |  1275 U.S. Highway 31 N., Greenwood  |  317.566.6151  |  mlenahan@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

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!

Michael Joyce

Michael Lenahan

PLannER OF nOTEPlanner of Note
October Chamber of 
Commerce Meetings

4 - Greenwood Chamber 
of Commerce (Business To 
Business Expo) Thursday, 
Oct. 4, 11 a.m. - 2p.m. , 
The Gathering Place at 
the Community Church of 
Greenwood,1495 West Main 
Street, Greenwood, IN 46142. 
For more information, call 
(317) 888-4856.
 
11 - Franklin Chamber 
of Commerce (Chamber 
luncheon): Thursday, Oct. 11, 
12 p.m., Franklin College 
Napolitan Student Center, 101 
Branigin Blvd., Franklin, IN 
46131. For more information, 
call (317) 736-6334.
 
11 - Greenwood Chamber 
of Commerce (Business After 
Hours) Thursday, Oct.11, 
5 - 7p.m., The Social of 
Greenwood, 550 Polk Street, 
Greenwood, IN 46143.
 
24 - Greenwood Chamber of 
Commerce (Women Leaders 
Luncheon) Wednesday, Oct. 
24, 11:30 a.m. – 1 p.m. 
, Pipers Café & Catering, 
2130 West Southport Road, 
Indianapolis, IN 46217.  
For more information, call  
(317) 888-4856.
 
Franklin Chamber 
new members
  
Sizemore Insurance Agency
859 Riverside Drive, Suite 2
Greenwood, IN 46142
(317) 888-9100
  
Euphoria AVEDA Salon & 
Spa
425 East Jefferson Street
Franklin, IN 46131
(317) 560-5873
  
Sales Leads
Newly Incorporated 
Businesses through October 
10, 2012

Arthur Murray Dance Studio
Barbara Leininger, Greenwood 
Ballroom Dance Inc.
400 W. 7th St.
Suite 104 P.O. Box 2639
Bloomington, IN 47402

Baldwin Street Blues Band
Evan Hawk, David Walls
558 Bay Court N.
Franklin, IN 46131

David W Johnson  
DBA Indiana Range
David W. Johnson
4705 Auburn Ford
Greenwood, IN 46142

Economy Motors Com.
Donald R. Jones
5117 S. Jamaica Dr.
Muncie, IN 47302

Kenny’s Transmission
Dering Transmissions Inc. 
DBA
Kenny’s Transmission
340 S Madison Ave.
Greenwood, IN 46142

Indiana Gators 2002
Tara L. Patterson, Dawn E. 
Moore, Eric Linton
1406 Charleston Ct.
Avon, IN 46213

Indy Rangers
Amy McCorkle
4148 W. Smith Valley Rd.
Greenwood, IN 46142

J Crowe Events
Jennifer Crowe
2948 Sentiment Ln.
Greenwood, IN 46143

L&K Real Estate 
Investments, LLC
Kurt Sendek, Lily Sendek
4052 Diamond Row
Greenwood, IN 46143

L&L Cleaning Services
Gary Gieseking, Leslie 
Gieseking
7259 E. 700 N.
Needham, IN 46162

Offer a Hand Up Counseling
Chanelle Lawson
1293 Beacon Point Dr. # C
Greenwood, IN 46142

O’Neal & Associates
C. Duane O’Neal
372 S. State Rd. 135
Greenwood, IN 46142

SBA Guaranteed Loans

Boone County

Joseph S. and Jamie D. 
Etchison
4202 Honeysuckle Lane
Zionsville, IN 46077
$117,500
Community 1st Bank of 
Indiana

Midwest Toxicology 
Services, Inc.
517 W. Noble
Lebanon, IN 46052
$5,000,000
Lafayette Community Bank

Ross Business Ventures, LLC
5095 W. 106th St.
Zionsville, IN 46077
$816,500
Wells Fargo Bank 

Hamilton County

Clarity, M.D., P.C.
1200 W. Carmel Dr.
Carmel, IN 46032
$680,000
Premier Capital Corporation

Dab5 Ventures, LLC
1260 E.116th St.
Fishers, IN 46037
$209,700
Old National Bank

Duncan Holdings, LLC 
702 Adams St.
Carmel, IN 46032
$810,000
Indiana Bank & Trust Co. 

Duncan Video, Inc.
702 Adams St.
Carmel, IN 46032
$500,000
Wells Fargo Bank

Focus Realty Group, LLC
4000 W. 106th St., Ste. 1
Carmel, IN 46032
$1,711,500
Bank of Indiana

Grains of Grace Inc.
12505 Old Meridan Road
Carmel, IN 46032
$20,000
The Huntington National Bank 

Halo Salon, Inc.
726 Adams St.
Carmel, IN 46032
$15,200. $15,000
Chase Bank

JDS International, Inc.
15482 Herriman Blvd.
Noblesville, IN 46060
$400,000. $350.000. KeyBank 

LeSalon, Inc., Sublett 
Properties, LLC 
and LeSalon, Inc.
7698 Crosspoint 
Commons Road
Fishers, IN 46038
$954,000. $35,000
The Huntington National Bank 

Andrew A. 
Manna, P.C.
938 Conner St.
Noblesville, IN 46060
$33,000

The Huntington National Bank 

Village Dental, P.C. 
13578 E. 131st St.
Fishers, IN 46037
$75,000. Star Financial Bank 

Hendricks County

Complete Pain Care, LLC
10744 E. U.S. Hwy. 36
Avon, IN 46123
$50,000. $42,000
First Merchants Bank 

Crouching Tigers, Inc.
123 E. Main St.
Brownsburg, IN 46112
$50,000
The Huntington Nat’l Bank 

Streamlined Backshop 
Services
146 Pinedale Dr.
Avon, IN 46123
$40,400
Chase Bank 

Johnson County

R&J Management Group Inc. 
2151 N. Morton St.
Franklin, IN 46131
$400,000
First Colorado Nat’l Bank

Marion County

Berger Hargis Lawn 
and Tree Care
1740 S. High School Road
Indianapolis, IN 46241
$284,000. Premier Capital 
Corp.

Bryton Corporation
4011 Championship Dr.
Indianapolis, IN 46268
$580,000
Premier Capital Corp. 

Butler Inn
5221 E. Washington St.
Indianapolis, In 46219
$91,000
First Financial Bank (OH)

Citgo- Food & Fashion
4201 N. Emerson Ave.
Indianapolis, IN 46226
$356,000
Indiana Statewide 
Cert. Dev. Corp.

Cool Planet, LLC
330 S. Mitthoeffer Road
Indianapolis, IN 46229
$346,000
Premier Capital Corp.

Indiana Mobility, Inc. 
77 S. Girls School Road
Indianapolis, IN 46231
$460,000.$50,000
KeyBank 

Kaplan Trading LLC
102 Main St.
Beech Grove, IN 46107
$87,700
The Huntington Nat’l Bank 

Maintenance Service
7356 W. Cardis Road
Paragon, IN 46166
$55,000. Chase Bank 

Meridian Vision Center
2291 N. Meridian St.
Indianapolis, IN 46208
$280,000. $20,000
The Huntington National Bank 

North Meridian Hardware
1433 N. Meridian St.
Indianapolis, IN 46202
$509,000. Indiana Statewide 
Cert. Dev. Corp.

Piyush Patel
936 E. Hanna Ave.
Indianapolis, IN 46227
$495,000
First Colorado Nat’l Bank

Patrex Inc.
2737 Arlington Ave.
Indianapolis, IN 46203
$50,000
The Huntington Nat’l Bank 

ProClad, Inc.
15255 Endeavor Dr.
Noblesville, IN 46250
$500,000. Forum CU

Quality Assurance 
Management
9402 Uptown Dr., Ste. 200
Indianapolis, IN 46256
$65,000. $60,000
Star Financial Bank 

Quipco Sales, Inc.
1710 Howard St.
Indianapolis, IN 46221
$50,000
The Huntington National Bank 

The Smoking Goose, LLC
407 N. Dorman St.
Indianapolis, IN 46202
$170,000. KeyBank 

Team Indiana Volleyball, Inc.
2570 N. Shadeland Ave.
Indianapolis, IN 46219
$1,049,000
Indiana Statewide 
Cert. Dev. Corp.

Each year, Express Employ-
ment Professionals hand-picks 
the top associates and honors 
them with the esteemed Em-
ployee of the Year award. 

This year, Ana Bohn, an as-
sociate placed by the Express 
Indy South franchise office, was 
named Indiana Employee of the 
Year for her significant career growth 
since becoming an Express associate. 
Bohn has spent a year as an Adminis-
trative Assistant supporting an Express 
client in Beech Grove. Her exceptional 
people skills have stood out as she han-
dles a multitude of claim-related matters 
that are often sensitive in nature. She is 
a team player who has formed strong re-
lationships within the department and 
with external partners. Bohn has demon-
strated a strong work ethic and the desire 
to grow in her position, which has result-
ed in her accepting new responsibilities. 

Robert Funk, CEO of Express Employ-
ment Professionals says, “The Employee 
of the Year award is the highest honor 

an Express associate can re-
ceive and we couldn’t be more 
pleased to bestow this award 
upon Ana.” Winners of the Em-
ployee of the Year award are 
chosen based on their unique 
story as a job seeker and their 
level of growth in their set ca-
reer. Nominees are also selected 

because they exude a “Character of Ex-
cellence,” which means they are reliable, 
honest, hard working, have an exempla-
ry attitude, and a willingness to go above 
and beyond to ensure their and others’ 
success. 

Mike Heffner, owner of the local Ex-
press Indy South franchise, believes in 
finding good people good jobs. “Ana has 
been one of our hardest working em-
ployees we have had come through our 
doors. I enjoy being able to offer my cli-
ents the best talent that is out there. We 
hope to help many other companies find 
great employees on the Southside of In-
dianapolis and Johnson County!”

 Ron Lorenzoni has recently been hired as 
Express Employment Professionals’ newest 
Business Development Specialist. Lorenzoni 
grew up in Greenwood and graduated from 
Center Grove High School. He then went on 
to earn a Bachelor’s Degree in general studies 
with a minor in psychology and business tech-
nology from Ball State University. Lorenzoni’s 
professional history includes eight years spent 
in post-secondary education. Most recently, he worked 

for the Institute’s Online School as the Nation-
al Director of Career Services, and then as the 
Director of Business Development. Mike Hef-
fner, owner of the Express Indy South office, 
says “Ron’s previous work experience is ideal 
for someone in a position like this. He has the 
ability to transfer skills learned from the Ca-
reer Services field and bring it over to Business 
Development. We are really excited to add Ron 

to our growing team!”

Express Employment Professionals adds  
Ron Lorenzoni as Business Development Specialist 

Express Employment Professionals names  
Bohn Employee of the Year

Ron Lorenzoni

Ana Bohn

To
 A

d
ve

rt
is

e
 in

 th
e

 n
ex

t i
ss

u
e

 o
f t

h
e

 B
u

si
n

e
ss

 L
e

a
d

e
r, 

c
a

ll 
(3

17
) 

45
1-

40
88

 to
d

a
y!

 



Presented by

MaxiMuM exPosure sPonsors

Looking to meet perspective 
business partners and vendors? 

this exPo is Perfect for:

Ü New business owners
Ü Businesses new to the Southside
Ü Seasoned business owners looking to expand 

their network
Ü Any business owner shopping for a new vendor
Ü Any business owner looking for fresh ideas

Phone: (317) 888-4856 x3  Fax: (317) 865-2609  email: Tricia@Greenwood-Chamber.com  WebsiTe: www.GreenwoodChamber.com

date:
Thursday, 

October 4, 2012
11 a.m. to 2 p.m.

Location:
The Gathering Place at 
Community Church of 

Greenwood

Get exposure at EXPO
Please join us for this free event.

you do not have to be a 
Greater Greenwood chamber 

member to attend. 

Questions? 
Concact Tricia at 317-888-4856 or 
Tricia@Greenwood-Chamber.com.


