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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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Founder and Publisher

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

Is your investment portfolio full of  
1980’s technology?   

 
Millions of individual investors are moving 

to Exchange Traded Funds (ETFs). 
 

Can your advisor even spell ETF?  
 

We can.   
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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 
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I have a friend who believes 
that if e-mail had been in-
vented before the phone, peo-
ple would now be saying with 
enthusiasm something like, 
“Wow – it’s so cool, you really 
get to talk with the other per-
son.”

The phone would be so sexy 
and e-mail would be an after-
thought.

Several weeks ago The Wall 
Street Journal published an 
interesting story by Elizabeth 
Bernstein titled, “Why we are 
so rude online.” The headline 
grabbed me because there’s a 
different set of standards, 
it seems, for acceptable 
behavior as it relates to 
online communications 
– and I believe it is dam-
aging – particularly in the 
business world.

For all of the good tech-
nology can help us with, 
I believe that it has had a 
serious effect on our per-
sonal relationship skills. So I read the piece 
with interest. 

I have often used this space to promote my 
frustration with technology; one thing that 
irks me is the abundance of rudeness that, in 
my opinion, is transmitted online. We’ve all 
experienced it, and I have come to one con-
clusion: it tells me a lot about a person – and 
now I have proof, it’s not just my anecdotal 
thoughts.

My pet peeves when it comes to online 
communications, whether through email or 
texting – (I seldom get involved in threaded 
discussions) – is when people use capped let-
ters to emphasize a point or overuse the excla-
mation point. I am convinced the exclamation 
point is enjoying all-time popularity.

I recently received an email that reminded 
me of this. It was an apology with several ex-
clamation points. Was the person saying “I am 

sorry, you @#&?!!” Or was 
the individual communi-
cating, “I am so sorry and I 
want you to know how sor-
ry I am, please forgive me.”

I have a general rule about 
responding to what I believe 
was not a well-thought out 
piece of communication via 
email and that is to either 
wait for a day and respond 
or do the old-fashioned 
thing and place a call. Many 
of us who never dreamed of 
this type of communication 
struggle with it because we 
would prefer the face-to-

face variety; we have 
grown up with valuing 
those interpersonal re-
lationships, unless you 
are a recluse.  

The study, cited in 
the WSJ by Columbia 
University and Uni-
versity of Pittsburg re-
searchers, was looking 
at posts on Facebook, 

but it doesn’t matter what form of online tool 
you use – it can bring about the same sort of 
rudeness.

“We’re less inhibited online because we 
don’t have to see the reaction of the person 
we’re addressing,” Sherry Turkle, a Massachu-
setts Institute of Technology psychologist and 
professor who was quoted in the piece, said.  
She continued that that people just aren’t 
thinking when they communicate online – es-
pecially when posting from a mobile device: 
“You are publishing but you don’t feel like you 
are,” she said. “So what if you say ‘I hate you’ 
on this tiny little thing? It’s like a toy. It doesn’t 
feel consequential.”

But when using online communications in 
the business world, consequence should be 
paramount on your mind. 

In the business world, 
think before you hit send

TWLX247566 • 5.1”x 6.5” • ES

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.

Starts conversations. And then leaves you speechless.

IntroducingThe All-New 2013

LEXUS  ES  SErIES

1 Mile East Of Keystone On 96th St. • 4610 East 96th St.
Located On The Indy Auto Mile At 96th & Keystone

317-580-6888 www.TomWoodLexus.com

707 S. Madison Ave.
Greenwood, IN 46143
(317) 888-5700
expressindysouth.com

 
 
 
 

 
 

 
 

  
 
 
 
 
 

 
 

 
 

 
 

 
 
 
 

 
 

 
 

  
 
 
 
 
 

 
 

 
 

 
 

Express Employment Professionals 

would like to help 250 job seekers 

find employment during the week of 

November 5-11 
and help feed 250 needy families

this Thanksgiving season.

We’re working to create jobs, 
inspire hope and make a difference.

TO LEARN HOW YOU CAN HELP,
visit expressindysouth.com.

Make your business 
presence known!

Advertise next month 
by calling today! 
(317) 451-4088

2 Great Markets • 1 Low Price

“We’ve all experienced it, and I 
have come to one conclusion: 
it tells me a lot about a person 
– and now I have proof, it’s not 

just my anecdotal thoughts.”
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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.
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301 Main Street

Beech Grove, IN 46107
Phone: (317) 451-4088
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Business is simply getting people to want to 
give you money. This is easier when they like 
you. So as a public service, I am compiling a 
list of subjects that garner admiration, a smile 
and cheap applause from anyone. It’s not neces-
sary for them to be truthful. If you are feeling 
down, whip a couple of these gems out and let 
the good feelings roll.

1. “It’s my birthday!” Everyone wants to root 
for people who have lived another year. No one 
roots for a dead guy. Announcing your age is 
only good if it is a significant milestone such 
as 21 or 121. By the way, the older you are the 
more applause you get. Perhaps people are ap-
plauding for your heart. P.S. Watch carefully to 
see if there is any speck of surprise in the audi-
ence’s faces. If no one thought you would make 
it this far, then you should probably start wor-
rying.

2. “I’ve lost 25 pounds.” This is in the “Good for you!” catego-
ry. People love it when you meet a particular accomplishment. 
Same rule about quantity applies to this as well. If you lose more 
than 75 pounds, be prepared for a “Way to go!” and maybe even 
a few cat calls. If you’re going to a class reunion, buy clothes that 
are extra larger than you for added realism.

3. “I quit smoking.” More health related stuff. For extra-long 
clapping include 20 years or the fact that you were a four pack a 
day puffer. Most people understand that you are doomed to die 

quickly anyway, so they’re being polite and en-
couraging now … next week could be too late, 
you know.

4. “I’m pregnant!” This only works if you 
are older than 18. The correct male phrase is 
“We’re expecting!” Later, add that you are wor-
ried about unhealthy weight gain or sympathy 
weight gain. This will usually get a few encour-
aging words. Of course, you must skip alcohol, 
smoking, and caffeine for the rest of the year.

5. “We’ve been married for (x number) of 
years” The intensity of this applause is direct-
ly proportional to the familiarity the audi-
ence has with your spouse. If they don’t know 
your spouse at all, the applause can be spotty, 
but generally appreciative. If they know your 
spouse and don’t like him or her, you might ac-
tually get a few condolences. If your marriage 

is longer than 30 years, be prepared to answer the obligatory 
how-did-you-do-it questions. Even if your answer is the stale, “I 
drink,” you are still likely to get a laugh because you have been 
married a long time. 

Honorable mentions: “I’m getting 45 miles to the gallon!” “I 
just published my first book (does not work for self-publishing)” 
“I’m getting a kidney today!” “Look Ma, no cavities!”

The List

Jeffrey 
Owen truly 

enjoys stories – 
hearing them, sharing 

them and living them.
“It’s the people,” Owen says. 

“I am somewhat particular 
with who I work with and who 
I am able to help. It’s really the 
relationships with these non-
profits and small businesses 
that make this a lot of fun. It’s 
very rewarding, too, to help 
them achieve their goal.”

After 30 years’ experience 
in the newspaper industry, 
Owen says he felt he had done 
everything he could there and 
was ready for a life change. He 
and his wife decided to dedi-
cate more time to her family 
business, Full-Fill Industries, 
which manufacturers cook-
ing sprays in Illinois. Wanting 
to remain in Johnson County, 
a place the Trafalgar resident 
says he grew to love in his 24 
years at the Johnson County 
Daily Journal as a writer, then 
editor and publisher, he knew 
he could remain at home and 
help them with developing 
their brand and marketing. 
He says he has enjoyed work-
ing with his three brothers-in-
law Dave, Steve and Jon Clapp 
at Full-Fill Industries.

“They are incredibly bright 
business people, and we are 
great friends,” Owen says. “I 
have learned much from them 
and really enjoy telling their 
success story in our marketing efforts.”

The business was started in 2000 with four 
employees. In the last year, the family invest-
ed in a $12 million expansion in operations, 
taking no government subsidies. Today, they 
have more than 250 employees, hiring 150 in 
the last year. They are the largest manufac-
turer of cooking spray in the U.S.

 “I love great entrepreneurial stories and 
success stories,” Owen says. “That sets the 
backbone of what our country is made up of 
today. It is just very exciting to be a part of 

that growth.”
Owen says his last 10 years as a publisher 

he learned a lot about business development 
and how to make it work financially, but he 
is at heart a writer. In 2007 he started com-
munications consulting business, J. Owen 
Media. He works out of his home with his 
two Labrador Retrievers, which he credits for 
their writing inspiration. 

 “I’ve thoroughly enjoyed working for a 
community newspaper because you really 
were involved in the community and I was 

able to tell and be a part of 
a lot of really great stories,” 
Owen says. “This has enabled 
me to get back to writing and 
helping people tell their sto-
ries. It’s reengaged the cre-
ative part of my brain.”

He says he wanted to help 
small businesses and nonprof-
its grow by telling their stories 
through proper platforms and 
working around their limited 
budgets and constraints. 

“It’s been a lot of fun and 
more than I expected,” Owen 
says. “I feel like I’ve been 
able to grow a lot. I’ve had to 
learn more and more about 
the changing technologies in 
communication, in social me-
dia. As I tell clients, the com-
munication landscape has 
changed dramatically in the 
last 10 years. So no longer can 
an organization depend on 
one medium to tell its story.”

He says his clients have a 
lot of choices but with limited 
resources; what they do, they 
must do well. Owen first fig-
ures out the target audience, 
then he works on the message 
and finds a cost-effective way 
to tell that story. He works 
with organizations, such as 
the United Way of Johnson 
County, the Johnson Coun-
ty Public Library, Sherman 
& Armbruster LLC and the 
Johnson County Community 
Foundation.

Owen says he doesn’t be-
lieve what he is doing is un-
usual in today’s work envi-
ronment. Businesses and 
nonprofits will always have 

a need to tell their stories. What he does is 
cost effective for the organizations, since he 
has no overhead. He works with many people 
– graphic designers, printers and other busi-
ness people to get the best prices for his cli-
ents and says that networking really is critical 
to success.

 “I don’t see it stopping in the near future 
because I’m enjoying it too much,” Owen 
says. “As long as the need’s there I will con-
tinue to do it. And certainly with Full-Fill In-
dustries, there are always ways to grow.”

Best advice: “Do 
something you love 
... and then figure out 
how to make money 
at it.” - Bud Herron, 
mentor, retired 
publisher.

Worst advice:  
“I know they are 
pricey, but these 
four leisure suits will 
be in style for many 
years to come and 
will enhance your 
career.” - Salesman, 
Sears Men’s 
Department, 1980.

Best business 
decision: Taking a 
50 percent pay cut 
to move to Johnson 
County and joining 
the Daily Journal in 
1984.

In 5 years: Hope 
to write a book: 
“10 Things That 
Take a Lifetime To 
Understand.”

Secret to success: 
First, show up. 
Second, show up 
ready to work.  

Do those, and you 
will be in the top 10 
percent of today’s 
workforce and an 
excellent candidate 
for management. 

How Jeffrey did it…
J. Owen Media

150 E. 300 S.
Franklin, IN 46131

(317) 474.1321
jeff@jowenmedia.com

jowenmedia.com

Reasons someone would 
want to do business with 
you:

n  During the past 30 years, I have 
been part of numerous strategic 
projects that were highly successful. 
I also have learned from a few that 
stunk up the joint.

n  I have a network of creative 
partners who are infinitely smarter 
and more talented than me.

n  I will be honest and tell you 
when your organizational goals 
might waste my time and your 
money.

n  I have eaten breakfast/lunch/
dinner with many wonderful people 
in Johnson County and know them 
by their first names.

n  My clients have my cell phone 
number, and I answer when they 
call – even on Sunday nights.

Five cheap applause lines
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“It’s really the relationships 
with these nonprofits and small 
businesses that make this a lot 
of fun. It’s very rewarding, too, 

to help them achieve their goal.”

Jeffrey Owen works in communications  
development to help small businesses grow

EdITORIaL/OPInIOnEditorial/Opinion

QUOTE OF THE MONTH

Our disconnected President
It was a difficult situation and rapidly growing 

worse by the minute. The President knew that po-
tentially millions of votes could be impacted if the 
state of affairs wasn’t resolved 
in a timely and positive man-
ner. And it was becoming 
increasingly clear that the 
outcome of the predicament 
could have international im-
plications.  

Unfortunately, we are not 
talking about Benghazi. A crisis that arguably 
could be called the worst international diplomatic 
challenge in a generation. (A US ambassador and 
3 of his accredited staff were brutally murdered by 
terrorists on the anniversary of 9/11 on de facto US 
territory). No, we’re talking about the President’s 
widely broadcast remarks on the tensions between 
two judges for a popular reality television singing 
competition. A TV show got more honest com-
ment from the current resident of 1600 Pennsyl-
vania Avenue than the deaths of 4 employees from 
his diplomatic corps. 

We have seemingly insurmountable challenges 
facing our nation and our world today. A continu-
ing economic malaise, a debt tsunami not far over 
the horizon and dramatically changing economic 
and social mores all have been competing for the 
President’s attention. So we can understand how 
he would fall for the temptation to stick his head in 
the sand on the big issues and instead focus on the 
simple, the mundane, the frivolous. America and 
the World can no longer afford his detachment.  

We cannot afford a disconnected President com-
pleting four more years of on-the-job training.  

We must have a leader in the White House.  We 
believe Mitt Romney to be that leader.

Building a better you 
is the first step to 

building a better America.
~ Zig Ziglar

Jeffrey Owen

Entrepreneurial storytelling 
By Nicole Davis

OOPS! In the Business Leader’s cover story, “Comforts of 
home but business abounds” (Oct. 2012), Garnet Vaughan’s first 
name was misspelled and the name of her business, The Mar-

keting Department, was incorrectly identified as The Marketing 
Place. We regret the errors.
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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

With the U.S. Presidential 
election nearing, our society has 
been immersed in political slo-
gans, advertisements, debates 
and jargon. Election years are 
prime-time for negative politics, 
during which opposing parties 
expose each other’s weaknesses 
through exploitation of the de-
cisions they have made on ev-
ery political plane. In the pro-
cess, they also elevate their own 
strengths. 

Unfortunately, negative poli-
tics are not restrained to merely 
public office. In the workplace, 
office politics can be a driving 
force in career advance-
ment and placement. 
According to an open-
ended survey by Gal-
lup, a research-based 
consulting company, of-
fice politics are among 
the most disliked aspect 
of the workplace, es-
pecially among college 
graduates. So if you can’t 
avoid it, as a leader, how 
do you overcome it?  

Just like a great politi-
cian, a successful business leader is usually good 
at working with people. The positive side of of-
fice politics can secure and strengthen reputa-
tions, earn respect and build strong relation-
ships. Here are three things to think about to 
stay on the positive side of office politics.

What is your reputation?
As a leader, would those who work for you 

or your co-workers say you exude positivity or 
negativity?  No matter what type of employee or 
coworker you are, you hold a reputation or per-
sonal brand.  Whether you are known for work-
ing hard, always offering assistance or back-
stabbing, your personal brand can help or hurt 
your chances of moving up the corporate ladder. 
Developing a track record as someone who ac-
complishes goals and gets results will lend itself 
to more opportunities. 

Have you earned the respect of your team?
Status and job title only go so far in garner-

ing respect at the office. The old saying is as true 

as ever: respect is earned. With 
a solid reputation, respect is 
received through consistency 
and continuous improvement.  
As a leader, if you are constant-
ly putting others first and help-
ing during a crisis, co-workers 
will start looking to you as an 
expert in certain areas.  When 
others see your willingness to 
produce quality work and go 
above and beyond your job re-
sponsibilities, you will become 
well respected and your posi-
tive attributes will be followed 
by others.  

What are your relationships 
like?

Being genuine in con-
necting with others can 
create strong allies who 
will be great supporters 
and advocates.  Showing 
respect for others’ ideas, 
even when they may not 
be the best solutions 
for the company, helps 
strengthen profession-
al relationships. Kind-
ness and respect are still 
powerful tools to help 

influence outcomes at work. A recent poll by 
Monster, an online employment solution com-
pany, concluded that 18 percent of co-workers 
do not want friends at work. Being friendly with 
those who do not want to be friends can be 
tough, but leaders who focus on what they can 
do and bring solutions to the table will elevate 
their career by allowing them to stand out as a 
problem solver.

Office politics can be a minefield to navigate. 
Some leaders feel the need to create alliances 
against others, gossip or cut people down to 
elevate their career. However, if you take ad-
vice from the positive side of politics, you can 
move up the professional ladder without burn-
ing bridges and with a positive reputation as a 
progressive thinker.

Overcoming negative 
office politics

“Unfortunately, negative  
politics are not restrained to  

merely public office. In the 
workplace, office politics can 

be a driving force in career 
advancement and placement.” 

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.

Maureen Pinnick
Franklin College
LJC Class 2009

How has Leadership Johnson County impacted your life personally?
I feel so fortunate to have gone through the program and learned skills that can be used in every aspect of life - whether it be in 
social gatherings or at work.
 
How has Leadership Johnson County impacted 
your life professionally?
Leadership Johnson County has had a profound impact 
on my professional life. The network of individuals you 
meet fl ourishes as time goes on and you fi nd yourself 
contacting those people not only on a professional level 
but a personal level as well.

How has Leadership Johnson County benefi ted 
Johnson County?
 One of the many skills conveyed in the LJC program 
teaches us how to work collaboratively. Class members 
also learn the importance of being involved in our com-
munity - all the graduates have learned these skills (and 
many more) and are using these skills to make Johnson 
County a better place.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
If Johnson County wants to be a reputable county to live, 
work, and raise a family - we need to be sure and have 
the best leaders in place.
 
What one thing did you like best about the 
Leadership Johnson County Program?
Meeting and getting together with a group of individuals 
who are eager to learn and make a difference.

Suzanne Baker Findley
Realtor/Owner of TC Realty Group ~  Franklin/Johnson County
LJC Class of 1998 (best class ever)
How has Leadership Johnson County impacted your life personally?
Having grown up in Franklin and lived in Johnson County most of my adult life, I thought I knew most everything about the 
County - but through LJC I learned a lot of additional 
history about our County I did not know.  I also believe it 
was a great opportunity to broaden my business connec-
tions with other leaders of the county.  

How has Leadership Johnson County benefi ted 
Johnson County?
Growing some great community leaders is the fi rst thing 
that comes to mind, but I also think the different work 
group projects that are done annually through the LJC 
program are a real benefi t and are so diverse benefi ting 
many areas of the communities within our County.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
With our continued growth in Johnson County we need 
to work together through LJC to grow good leaders, with 
some continuity from year to year.  It is also a good cor-
nerstone we can work through to make Johnson County 
a great place to work, live and play!

What one thing did you like best about the
Leadership Johnson County Program?
I think for me it was the opportunity to meet various dif-
ferent individuals that all seem to have the “good of the 
community” in mind, along with the active type learning 
format of the program.  

Robert D. Heuchan 
Mutual Savings Bank
LJC Class 2011 

How has Leadership Johnson County impacted your life personally? 
I value the friendships made with members of such a dynamic class. 

How has Leadership Johnson County impacted 
your life professionally? 
I currently serve as the President of the Franklin Rede-
velopment Commission. The timing of my participation in 
Leadership Johnson County and the Franklin Redevelop-
ment Commission could not have been any better.  I have 
more confi dence in working with the members of this 
commission and others in the community because of what 
I learned through LJC.       

How has Leadership Johnson County benefi ted 
Johnson County? 
It connects professionals and leaders who would not 
otherwise know one another.   

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County? 
By connecting leaders we gain a better understanding 
of what impacts all of us and the importance of working 
together to improve the quality of life in the communities
which make up Johnson County. 

What one thing did you like best about the 
Leadership Johnson County program? 
The opportunity to take part in the Leadership Program of 
Franklin College and to fi nally see for myself why those 
who lead this program are so highly regarded.  

T.J. Fisher
Crystal Springs Grain, LLC.
LJC Class  2011

How has Leadership Johnson County impacted your life personally?
LJC has greatly challenged me to step out of my comfort zone. I have always interacted well with groups but have struggled 
when giving presentations involving material I am 
unfamiliar with and/or to groups of people who I do not 
know. I have taken the opportunities LJC has afforded 
me to work on my communication skills, practice my 
deliveries, and to develop my self-confi dence. 

How has Leadership Johnson County impact-
ed your life professionally?
I have learned through LJC that you cannot approach 
every situation using the same set of skills. It is 
important to both evaluate your audience and to use 
teaching and group skills that coincide with the entire 
team’s needs. I have been humbled in learning that I 
cannot always control the situation sometimes it is just 
as important to take a back seat and let others lead 
when they are better suited to run the show. 

How has Leadership Johnson County ben-
efi ted Johnson County?
LJC strives to preserve and share the history of 
Johnson County. Most people are very familiar with 
the immediate area around them but know very little 
beyond that. LJC focuses on the entire area and gives 
a great sense of where we came from and where we 
are going.
LJC is also very important and benefi cial to the county 
because it challenges its members to seek out areas 
of need and ways to improve the county. Each year, 
the group projects focus on the key issues affecting 
Johnson County. To date, many wonderful projects 
continue to benefi t the area we live in and the people 
we call our neighbors. 

Why should Leadership Johnson County 
continue to educate the leaders of Johnson 
County?
LJC remains a signifi cant part of Johnson County 
because of the many people associated with it. Each 
year a new class of energetic community members 
graduate with the knowledge and skills to better the 
county. They set out with the the goal of making the 
community they live in even better. Even a small change makes a big difference and it is important for us all to do our part.

What one thing did you like best about the Leadership Johnson County program? 
The best part of LJC is the interaction with other people from various backgrounds. From meeting these new people, I learned 
how county government works, how community foundations run, and the history of Atterbury. I also formed many valuable 
relationships with people of similar ideals and values. I am excited to continue my work with LJC by serving on the development 
committee and helping with various other projects.
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164 East Jefferson Street In the heart of downtown Franklin & Johnson County

Almost there and still growing KORN Country 100.3 here to serve

As one popular old song says, “A little ditty 
about Jack and Diane, two American kids living in 
the heartland.”

In our version of their story, after marriage and 
college, they stumbled on a money-making job 
selling widgets from their garage in their newly 
purchased home. 

After years of packaging products from home 
and shipping them around the region, they first 
discovered the American market. 

Next, they built a $3 million facility complete 
with $1 million of packaging conveyers and a mas-
ter computer that could label, price, ship and ac-
count for widgets, requiring only a handful of of-
fice personnel. When international competition 
became a threat selling cheaper widgets, at first 
they thought they may lose the business. Then 
they discovered an associate was 
importing items from China. Now, 
Jack and Diane had a two-tier sales 
program, a price-leader import, and 
a higher-quality domestically built 
widget. This allowed them to grow 
to 100 employees, 50 parts pickers at 
minimum wage, although they soon 
make more from an incentive pro-
gram. Twenty-five employees work 
in shipping, making $40,000 each; 
most of these entered the company 
through the minimum-wage picker 
jobs and showed promise and were promoted.

 As the company grew, it became evident that a full sales de-
partment must be instituted. They also had to hire a full-time 

international attorney, and a staff CPA to help Di-
ane.

 This year for the first time, Jack and Diane made 
the “horrid” $1 million. Finally … the payoff for the 
American dream, a real “thrill” that made sleepless 
nights worthwhile. For this, their personal debt is 
more than $4 million. They are responsible for a 
multimillion-dollar payroll due every other Friday 
at noon; they never have missed a payroll in 522 
weeks. 

With their income, they are scheduled to pay 
in the mid-30 percent in federal tax. However, 
with the $1 million in assets that they purchased, 
they have a “loophole” that allows them to de-
duct the asset as it grows older and loses value. 
Imagine that! Since they have had the building for 
some years now, they paid $200,000 in principal. 

Some call this $200,000 phantom 
income; you paid for it, but you 
don’t have it. You will “capture” it 
when you sell the building. Not to 
worry, according to the IRS, it will 
be taxed now to the tune of 30-
plus percent, even if you did not 
get the cash to pay it.

 With deductions and tax rates 
worked one against the other, 
they owe say, $310,000 in fed-
eral taxes. They call their effec-
tive income $1.2 million with the 

principal repayment on the building. They must pay $150,000 in 
property tax on the building and state income tax totaling $460. 
The bank insisted that they keep $200,000 in retained earnings in 

the business to continue that line of credit. Their total cash-out 
for the year is $440,000. This year they put $100,000 in savings. 
As a sub-S small business, their business and personnel incomes 
are comingled. Bank guide for savings is one month’s expenses in 
the business, potentially saving the business and the employees’ 
jobs in down times. They are woefully behind in this schedule; 
they can barely afford the $100,000 this year.

 So, the math says that Jack and Diane live annually on $250,000 
cash; to many, this is a gold mine, but for them it has been a long 
time coming. Sleepless nights, prayers that payroll won’t bounce, 
bank and IRS audits and the like … whew! And they survived! 

Now, they hear that President Obama wants another four per-
cent, or $40,000 of their family money, and “it is only fair.” Now, 
their kinder angel is replaced by their meaner devil. They have 
selected the one unproductive $40,000 a year employee, which, if 
the tax in enacted, will lose his job so they can pay their bills re-
sponsibly. Besides, everyone else will work harder, thankful that 
they weren’t chosen. No, they refuse to give up their lifestyle, take 
away the kids’ vacation, or nights out. They enjoy “giving” and 
are a model for others to give likewise. They can spend that dis-
cretionary cash better than the government; besides, it is their 
cash to begin with! If they wanted to give out free cell phones 
with their cash gifts, they would, but they find this preposterous. 
Then, here comes the next insult: The government says they have 
too much cash, are afraid to “invest in people.” They expect them 
to add an employee! Now they realize that whoever is at the helm 
simply has no idea as to the real world of business.

 Oh, yeah, as the song says, “life goes on, long after the thrill of 
living is gone.”

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

“They enjoy ‘giving’ and are a  
model for others to give likewise.  

They can spend that discretionary cash 
better than the government; besides,  

it is their cash to begin with! “

BUSInESS TaLkBusiness Talk

‘Long after the thrill of living is gone’

Corey Larson and his wife, Amanda, had big 
plans for a restaurant the entire family could en-
joy. The Larsons founded and opened Teddy’s 
Burger Joint in 2010. Their first location was in 
Southport (opening in October 2010) and then 
expanded to Plainfield at Metropolis in March. 
Currently, a new Teddy’s is under construction 
in Carmel. 

The Larsons are from the Indianapolis area. 
Corey received a Master’s Degree in business 
and is an alumnus of Hanover College, while 
Amanda is pharmacist and graduate of Butler 
University.

What is the most valuable piece of advice 
you’ve been given?

Doing it our way is probably the most valu-
able piece of advice I have been given or under-
stood.  It was always important to us to create 
something that we as a family actually enjoyed.  
There are obviously standards which have to be 
followed in order to create a successful business 
(those we follow tightly), but the most impor-
tant thing for our business was to be creative 
and not sell ourselves out just to make a little 
extra money.  It is about the people, the cus-
tomers and their experiences.  For us, growing 
organically and becoming a big part of the com-
munity was so important to the kind of people 
we are and the kind of business we wanted to 
run.  We never wanted to compromise what we 
were for the wrong kind of quick growth.  If we 
grow at a good rate because of the support of 
our customers, the local community and are 
able to give back to charities, then we feel we 
are doing things the right way for us. We want 
to be local and community-oriented and have 
burgers and food that people really enjoy.     

How have things changed since you start-
ed working in the business?

I don’t know that anything has really changed 
very drastically since we started the business, 
other than the increased importance and focus 
of maintaining a local structure and continu-
ing to innovate and create great food. As our 
company grows, it becomes more difficult to be 
perceived as a local, community-oriented busi-
ness, but that is exactly what we are. We started 
here in Indianapolis and will always have our 
corporate stores here. Having the support of 
the great people of Indianapolis, Southport and 
Center Grove has really given us the opportu-
nity to showcase our local feel in many differ-
ent ways. We do a lot of fundraisers and events 
and have been blessed to have been able to help 
so many people and organizations here on the 
south side. We are looking forward to becom-
ing a bigger part of this local atmosphere.  

Tell us about your biggest challenge and 
how you overcame it.

The biggest challenge initially was infiltrating 
the burger industry, which has become a giant 
industry. As I wrote our business plan in Texas, 
I knew that we had a lot of things to offer this 
city from a perspective of a local feel with great 
food and tons of beer selections. I wanted to 
find a way to open and begin our journey with 
a bang.  Our research of the industry, the barri-
ers to entry and understanding what customers 
wanted helped us determine the most effective 
path for that plan.  Luckily, because of the sup-

port of the local community around our first 
location, we were able to continue to build the 
brand, and hopefully someday we can be con-
sidered one of the best burgers in the city (al-
though, in a biased way, I think we are right in 
the hunt).  But that is for our customers to say, 
and we truly value their opinions and thoughts 
more than we can express. Teddy’s Burger 

Joint is here because we want people to enjoy 
a kid friendly place with local beer, sports and 
healthy options: combinations you don’t really 
see in too many places.  My wife and I can talk, 
the kids can play and everyone is content.  That 
is the feeling and atmosphere that we wanted to 
offer to our customers.  I truly believe we have 
accomplished that.   

What do you wish someone had told you 
before you started in the business?

The most important thing I could have 
learned before was to value the moments that 
you can step back and enjoy the wave.  In this 
industry, that can be a tough task sometimes; 
however, as time goes by I begin to become 
more patient, take things as they come and en-
joy the process more thoroughly.  It actually 
creates a better restaurant for our customers 
and a much better experience for me, my wife 
and our two kids.  

What is the hottest new trend in your in-
dustry?

The trend in our industry is the industry it-
self.  The burger industry has really grown in 
the last 10 years from fast food to casual dining 
burger places.  The burger industry is a multi-
billion dollar industry and growing fast.  The 
comeback of the great American burger has 

really changed the way people choose to eat 
burgers. For example, in the past, you ordered 
a burger.  Now, a person orders a burger like a 
steak.  They want it cooked a certain way and 
that is something that we can accommodate.  
Although we cook the majority of our burgers 
medium well (with a hint of pink), we will cook 
burgers anyway a customer desires.  All of our 

burgers come in fresh and stay that way all the 
way through the process.  Freshness is so im-
portant.  We hand craft our burgers and grill 
them on an open flame to really bring out the 
most flavor.  Today, big, sloppy, exotic burgers 
are the wave of the future.  From the Hawaiian 
Burger to the signature Cajun Burger, anything 
can be created at Teddy’s Burger Joint.  We car-
ry thousands of different burger combinations.  
The customer can choose how he/she wants it 
done and we will make it exactly that way.  With 
that said, something that is really important is 
the option to eat healthy at Teddy’s.  We offer 
phenomenal gourmet salads, bison burgers, 
turkey burgers, veggie burgers and many other 
healthy options.  I think this is a trend in the in-
dustry that we really stay focused on because it 
will always be something that people want from 
time to time.  

 

nOW THaT WE’VE BEEn OPEnNow That We’ve Been Open

Compiled by Rick Myers

Burgers and happiness
Expanding their business around town,  

the Larson’s continue to do it their own way

Amanda and Corey Larson, founders of Teddy’s Burger Joint.

Photo by Rick Myers

BUSInESS BRIEFBusiness Brief

Van Valer Heating, Cooling, Plumbing and 
Electrical co-owners Pat Van Valer, Brian Biehn 
and David Mize, are celebrating one year in 
business on Oct. 14.  

The Van Valer team has experienced 1 mil-
lion dollars in revenue before its twelve month 
in business, going against local and national 
trends in its industry. 

Van Valer Venture 
celebrates first 

year in business

The staff and current board members of 
Leadership Johnson County are pleased to wel-
come four new board members from across the 
community. LJC is working hard to extend its 
reach throughout the county and enable more 
citizens to participate in the program. By en-
gaging new leaders, we can create and promote 
positive change in Johnson County. 

Stephanie Wagner is the Branch Manager 
for PNC Bank in Franklin. Stephanie joined the 
LJC board in the spring of 2012. She chairs the 
alumni relations committee and is a 2010 grad-
uate of the program. 

Chris Richardson is the Vice President of 
Sales and Strategic Initiatives with Connext Fi-
nancial, a large scale equipment financing com-
pany. Chris is a 2010 graduate of the program 
and serves on the development committee. 

Dan Catlin is the owner/operator of Middle 
Davids Artisan Candles in Franklin. He is a 
2012 graduate of the program and serves on the 
alumni relations committee. 

Lisa Jones, Vice President, Commercial Loan 
Officer with Mutual Saving Bank is a graduate 
of the LJC class of 2012. She serves on the com-
munications committee. 

These four members join our 19 member 
board in setting the strategic goals of LJC and 
oversee finances, marketing, development and 
the nomination and selection of new class 
members. 

LJC announces 
new board  
members

Chris Richardson

Dan Catlin Lisa Jones

Stephanie Wagner
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THE PERSOnaL TOUCHThe Personal Touch

Your elementary school teach-
ers worked hard to help you un-
derstand a concept called homo-
phones. If you’re like most peo-
ple, homophones bedeviled you 
then, and they probably still trip 
you up now and again.

Homophones are words that 
sound the same, even though 
they have different meanings. 
The first example most of us 
learn is “to, too, and two.”

Misused homophones abound 
these days, largely because of 
spellcheckers. We put our faith 
in these handy tools, even if they 
can’t tell whether we’ve used the 
right word or its sound-alike 
cousin. 

It pays to become homophonobic and to put 
that fear into recognizing those words that sound 
right, but just aren’t. The following examples are 
the most common misuses I see.

Principal/principle. A “principle” is a basic con-
cept upon which other concepts or actions may 
be based. When used as a noun, a “principal” is 
a person in charge, and when used as an adjec-
tive, it refers to something that’s most important 
among others.  If the main reason you went to the 
store was to pick up milk, it was your “principal” 
objective. If you don’t cheat on taxes because that 
would be wrong, honesty is the “principle” upon 
which that decision is based.

Counsel/council.  The word “counsel” most of-
ten refers to the advice professionals such as at-
torneys or doctors provide. A group of people 
gathered for a particular task is a “council,” as in 
the town council. 

Cite/sight/site. When you reference something, 
you “cite” it. Something you have seen is a “sight.” 
And a physical location is a “site.” A location for 

information on the Internet is a 
“website,” not a websight. 

 Pour/pore. I see references 
to CEOs pouring over docu-
ments.  The writers mean “pore,” 
as in “study carefully.” “Pour” 
involves dispensing something 
upon or into something else. So 
either the CEOs were spilling 
some unknown substance on the 
documents, or someone else was 
pouring a big ol’ pitcher full of 
CEOs on that paperwork.

Complement/compliment. 
A “complement” is a full set of 
something or an object that has 
a logical connection to another. 
A nice Cabernet is a delightful 

complement to a perfectly grilled steak. A “com-
pliment” is what I’ll pay you if you use “comple-
ment” correctly.

Discreet/discrete. This one gets misused a lot, 
especially among IT folks. “Discreet” refers to be-
ing tactful or judicious, while “discrete” essentially 
means physically separate. Your accounting and 
customer information systems can be discrete, 
but they’re probably not discreet (although you 
hope that the folks in your accounting and cus-
tomer information departments are discreet by 
nature).

A lot/allot. If you have many things, you can 
say that you have “a lot.” But if you’re distribut-
ing something on an equal or prorated basis, you 
are “allotting” it. Example: The sales manager or-
dered a lot of notepads, and will allot two cases to 
each territory. There is no such word in English 
as “alot.” If you’re using it, stop and switch to the 
choice you really intend, either “a lot” or “allot.”

Scott Flood
Columnist

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

Being homophonobic:  
It’s a healthy thing

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.

If you’re a regular reader of 
my monthly e-mailed invest-
ment outlook (text BWMG to 
22828 to subscribe), back in 
March you read some of my 
thoughts about how exchange 
traded funds (ETFs) are chang-
ing the investment world.   

 (If you’d like to read that ar-
ticle for yourself, please feel free 
to call or e-mail me for a copy of 
it.  Ask for a copy of “A Tipping 
Point for Wall Street?”)  

Now comes results from a 
survey* done by Schwab show-
ing that 81% of respondents 
believe that ETFs are “here to 
stay.”   And a large percentage 
of investors in the study indicated that their 
use of exchange traded funds will expand in the 
future.   Those respondents also indicated that 
this zeal for ETFs applied to their use in their re-
tirement accounts. Of those surveyed who have 
an employer-sponsored retirement account, 55 
percent want access to ETFs through their plans 
yet only 12 percent said their employers offered 
ETFs in their employer’s retirement account. 

Why this investor zeal for 
ETFs and why aren’t more advi-
sors and sponsors of employee 
retirement plans offering them 
to investors? 

The answer to both of these 
questions is simple:  Cost. 

For the investor, the costs of 
ownership of ETFs can be sig-
nificantly lower than the costs 
of owning their ‘cousin’ i.e. the 
managed open-ended tradi-
tional mutual fund. 

For the advisor and retire-
ment plan sponsor, the same 
lower acquisition and main-
tenance costs of ETFs that are 
beneficial to end users, mean 

lower revenues for them.  
“Well jeepers, Bink!  Why shouldn’t everyone 

then just get rid of their old high cost mutual 
funds and buy ETFs?”

I can understand why you’d be tempted to 
think that way.  But as with so many complicat-
ed things (take raising teenagers for example) 
the answers just aren’t that simple.  

ETFs, like every other investment, (includ-

ETFs reshape investing

COaCH’S CORnERCoach’s Corner

Recently I listened to an in-
terview that I thought was go-
ing to be about open wheel rac-
ing at a monthly networking 
event called Successful Women 
Made Here. Sarah Fisher was 
the guest and I quickly realized 
Fisher is not just a racecar driv-
er; she’s a team owner, an entre-
preneur, a mother as well as be-
ing the fastest – and youngest 
- woman ever to qualify for the 
Indy 500. Fisher shared three 
points that I think are signifi-
cant for every businessperson 
I know. 

First, Fisher said she con-
sciously works to develop a spe-
cific culture in her business. It’s based on her 
personal values and respect. Everyone from the 
crew on the floor to the office where business 
deals are negotiated play a part. She illustrated 
with a story: she grew up in a working family 
and in order to buy the best parts for her racing 
machine (a go-kart at the time). They would buy 
their clothing from a second-hand shop. One of 
her classmates cornered her about a trendy pair 
of jeans she wore to school and she became the 
center of jokes and humiliation. She remembers 
how that made her feel and today it is the basis 
of how she expects everyone in the business to 
treat others, including fans and sponsors. Ev-
eryone on the team is responsible for making 
others feel respected, and if they don’t, there are 
repercussions.

Next, take the proper time to select new em-
ployees making sure they will fit and comple-
ment the culture you have created in your busi-

ness. According to Fisher, it 
takes time to find just the right 
people. They have to fit in and 
support the culture. For years 
in Sarah’s shop, just like fam-
ily, they have had “Crockpot 
Wednesdays” lunches. More 
crockpots are needed these 
days as the team has grown. 
She said that she takes the nec-
essary time to hire just the right 
people to add to the “family.”In 
fact, sometimes she waits more 
than a year to add someone to 
make sure the fit is perfect.

The last point from Fisher 
I wanted to share was about 
treating the media as your 

friend. She admitted she wasn’t always comfort-
able or excited about dealing with the media. 
But in 2008 when her sponsor evaporated, the 
media rallied on her behalf and it was that sup-
port that made it possible for her to line up on 
the grid for the Indy 500 and other races that 
year. She said that made her realize that the me-
dia is there to help the people they feature and 
her perspective and willingness to work with 
them changed. 

Fisher has built a successful business based 
on what is important to her – a culture of re-
spect, a feeling of family and a willingness to 
share with her fans and support others – and all 
these points can be applied to businesses in any 
industry – even yours.

Racing is a business, too
3 lessons from a female racecar driver

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! 

ing cash) have risks.  Understanding those risks 
takes time, effort and study.  One of the princi-
pal benefits of ETFs is that they are unmanaged.  
Without the cost of a manager, the internal ex-
penses charged by the ETF can be significantly 
less than those of a managed fund.  But the fact 
that ETFs are un-managed can also mean risk 
as well. Fund managers have been adding risk 
mitigation and value to investors for decades 
(at least some of them have).  Managed funds 
will not disappear anytime soon. 

That said, if you haven’t yet looked into ETFs 
and especially for the static core holdings 
in your portfolio, maybe it’s time you 
ask your investment professional 
about them.

*The 2012 ETF Investor Study by 
Charles Schwab 

All investments have risk.   The opin-
ions and ideas expressed in this article are 
solely those of Jeff Binkley, and may not actu-
ally come to fruition. Information in this ar-
ticle should not be used or construed as an offer 
to buy, sell any security or as a recommenda-
tion for any product or strategy.    

Investment returns will fluctuate and are 
subject to market volatility, so that an investor’s 

shares, when redeemed or sold, may be worth 
more or less than their original cost. Unlike 
mutual funds, shares of ETFs are not individu-
ally redeemable directly with the ETF.  

GROWInG SMaLL BUSInESSGrowing Small Business

Is your business strapped for 
cash to grow and the banks are 
not interested? You may want to 
consider Crowd Funding.

This idea came about in the 
social media realm and brings 
back into focus a practice that 
has been used in the emigrant 
communities for decades. Many 
of our great ethnic neighbor-
hoods and small businesses were 
started by entrepreneurs. They 
acquired start up money from 
the neighbors and families in the 
community to open that dress 
shop or bakery in the neighbor-
hood. Now the time tested prac-
tice has gone “social” so you 
can connect virtually with 
thousands of like minded 
individuals to fund your 
project.

In fact, some of these suc-
cessful social media cam-
paigns were attracting over six figures in fund-
ing. Some companies and investors wanted a 
way to award stock to stakeholders without going 
public.  In March, the U. S. Congress passed the 
Crowdfund Act into law. This law will allow com-
panies to raise up to $1,000,000.00 in funding per 
year by issuing shares for equity in the company. 
This method should be reserved for larger capi-
tal needs but legitimizes the social media venue 

that is better known for raising 
smaller amounts of capital us-
ing a donor model. Kickstarter, 
IndieGoGo and Kiva are some 
examples of this phenomenon.

When you donate to a com-
pany on Kickstarter or Indi-
eGoGo, for instance, you have 
no ownership stake. It is cus-
tomary to get a promise of good 
service or a product/service dis-
count in return for your invest-
ment when the project attains 
its funding goal. If your project 
is not yet ready to offer an in-
vestment structure to prospec-
tive stakeholders, Kickstarter or 

IndieGoGo may be a great 
option. These sites have  
preferred categories and 
charge fees ranging from 5 
- 9% of funds raised. To suc-
ceed, it is necessary to have 
a well designed, impactful 

social media campaign. 
Recently Localstake was formed to give busi-

ness owners an affordable means to raise larger 
amounts of capital. The Web-based business uti-
lizes standardized formats and contracts with 
guidelines to help you develop three types of 
security offerings: debt, equity or revenue shar-
ing agreements.  You can prepare and pitch your 
project to local investors in our community. 

It also allows local investors with some extra 
cash to help their community grow. The site is a 
source investors can search to make better deci-
sions on what companies to support with their 
investment dollars. With Localstake there are 
some advantages: 

• They are located here in the community. You 
can actually talk to one of the partners to help 
you decide if it is right for your company. 

• They have easy to use online tools to help you 
formulate your offering and raise capital in a re-
sponsible manner with minimal fees.

• After successfully acquiring investors they 
offer tools to keep the investors engaged so you 
have a longer term relationship

• They have a screening process to help find 
quality offerings and reduce fraud which helps to 
attract good investment dollars.

If you are interested in exploring one of these 
avenues take a look at these Web sites: www.
kickstarter.com, www.IndieGoGo.com, www.
localstake.com and http:www.sec.gov/answers/
smallbus.

And contact us at the ISBDC to help you de-
cide if it is right for your company. Remember 
that the ISBDC is here to help your business 
work smarter. Visit www.isbdc.org to learn more 
about all of our small business services.

Strapped for cash and nowhere to turn

Marti Chestovich is a business advisor with the SBDC 
in central Indiana. She counsels small business own-
ers in a variety of topics like strategic planning, mar-
keting and financing to help them get their start-ups 
launched or assisting existing businesses to thrive.

Marti Chestovich
Guest Columnist

“You may want to  
consider Crowd Funding.”

BUSInESS BRIEFBusiness Brief

Two of the largest healthcare systems in In-
diana will partner with six area hospitals that 
are part of the Suburban Health Organization 
(SHO) to launch an accountable care consor-
tium (ACC) focusing on innovative healthcare 
solutions for employers and commercial mar-
kets. The goal of the partnership is to improve 
the quality of patient care, while lowering the 
cost of healthcare delivery. The ACC will be a 
separate entity with its own board and CEO. It 
is not connected to a federal government ini-
tiative.

The yet-unnamed ACC is a collaboration 
where all partners have formed a joint venture 
and have equal ownership. While not a merg-
er, the ACC partners will bring together over 
30 hospitals throughout Central Indiana. Phy-
sicians are leading the efforts to develop and 
focus on best practices. In addition, each part-
ner has committed to utilizing their respective 
IT infrastructures for collecting clinical data, 
while working together to allow the sharing of 
information between provider members.

In addition to Community and St.Vincent 
Health, the suburban hospitals that have joined 
the ACC include Hancock Regional Hospi-
tal, Hendricks Regional Health, Henry County 
Hospital, Johnson Memorial Hospital, River-
view Hospital, and Witham Health Services. 

Hospitals launch  
accountable care  

consortium

OPEn FOR BUSInESSOpen for Business

Compiled by Jill Bode

Four years ago, after staying home to raise 
children, a divorce, a change of country and a 
remarriage, Donna Skinner decided to return to 
the workforce. She responded to an ad in a local 
newspaper for a part time position at a uniform 
store. She worked there 
for a little over three 
years before the store’s 
owner made the deci-
sion to close the busi-
ness. 

When it became clear 
the store would be clos-
ing, Skinner realized 
it would create a void. 
That uniform store had 
been at the same loca-
tion almost 30 years and remaining south side 
uniform options were limited. 

Skinner and her husband began researching 
the potential for opening their own business 
and their research came to fruition in January of 
2012 when they registered their new company.  
They opened their doors to the public on May 7, 
only 9 months after they decided that the idea of 
opening their own business had merit.

Why did you open this business?
We believed there was a void created by the 

closing of a business of long standing and felt we 
should take the leap to fill the void. 

What did you do to prepare for opening 
your business?

Read, Read, Read! Internet research, consult-
ing with others, exploring locations, network-
ing, took a deep breath and jumped! There is 

lots of hard work, both 
physical and mental. 
We are STILL learn-
ing. Experience can be a 
humbling teacher!

Who is your ideal 
customer/client?

Anyone who has the 
occasion to wear medi-
cal scrubs, chef wear 
or needs related foot-
wear and accessories. 

This list includes the more obvious users as well 
as those needing costumes, frequent travelers, 
people who love pockets and those who appre-
ciate the general comfort of scrubs!

How do you plan to be successful?
We plan to be successful by providing out-

standing customer service and quality products. 
We want our customers to feel every bit as im-
portant as we feel they are to us. It is why we put 
the YOU in Youniforms!

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

Opening a store was not even remotely in 

our future picture of ourselves even just a year 
ago! It’s interesting to reflect back and see how 
many past experiences have contributed to what 
is now blossoming. While it amazes us still, in 
some way the pieces are finding their own spac-
es in the fabric of our lives. 

Youniforms fills void  
on south side 

Donna Skinner

Photo by Jill Bode

“Anyone who has the occasion to 
wear medical scrubs, chef wear 
or needs related footwear and 

accessories. This list includes the 
more obvious users as well as those 

needing costumes…”
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Confidence is the lifeblood of our 
economy. Building the bridge to re-
covery has begun as we see a rush of 
new activity in Johnson County. New 
businesses are popping up and plans 
for proposed retail developments are 
on the table. White River Township 
is excited about its newest local ham-
burger joint, Beefcake Burgers, located 
in Olive Branch Parke. Beefcakes of-
fers something for everyone includ-
ing a great sandwich selection plus its 
specialty onion rings and hand-dipped 
milkshakes. An old favorite, Noble Ro-
mans will open at 586 S. State Road 135 
with a new “take & bake” concept. 

Bargersville will soon be the home 
of fine dining. The Harvest Bistro will welcome diners 
and a variety of food and wine that one would expect 
to see downtown Indy. The former Italian restaurant 
located on State Road 135, just south of State Road 144 
has been renovated inside and out.  

Heartland Bank announced plans to build a 4,000 
square foot freestanding bank on State Road 135 in 
front of Meijer.  Royal Spoil Nail Salon has joined oth-
er tenants in the Kroger Shopping Center. The popular 
135 corridor is seeing welcoming changes as empty of-
fice and retail space is being filled with new tenants. 
Skinquake Precision Tattooing has opened at 2115 
Meridian Park Drive. Whisper Hearing Center is a 
new tenant in the Smith Valley Center.

Dirt is being moved on the southwest corner of 
State Road 135 and Stella Drive for a proposed 

nursing home facility. Details about 
the company have not yet been an-
nounced. Firehouse Subs will open its 
doors on US 31 S. in Franklin. The Fugi 
Foot Spa will soon draw tired shoppers 
at its new location in Greenwood Place.

Youniforms has opened at 1211 N. 
Madison Avenue offering a variety 
of uniforms for any business you can 
dream of. Phoenix Material Manage-
ment has leased a 234,000 square in-
dustrial building at 800 Commerce 
Parkway. This is a huge success for the 
industrial marketplace on Greenwood’s 
east side development.

Emerson Avenue continues to thieve 
as Saint Francis & Claire Hospital & 

Health Centers attract business to the area. The north-
east corner of Emerson and County Line welcomes its 
second hotel site. A new sit down restaurant, Ched-
ders, has purchased an outlot and another popular fast 
food site is pending. Across the street, Dairy Queen is 
planning a freestanding building next to Chase Bank. 

The bridge to recovery has been flooded, broken 
and many were challenged to cross it. It is comfort-
ing when we see a sign that says, “New Bridge Ahead.” 
It gives us hope of good things that await us on the 
other side.

The bridge to recovery

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

Brenda 
Richards

COMMERCIaLLY SPEakInGCommercially SpeakingBUSInESS 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
November Chamber of 
Commerce Meetings

7- Greenwood Chamber of 
Commerce (Trendsetter Luncheon): 
Wednesday, Nov. 7, 11:30 a.m. 
-1 p.m. at Dye’s Walk Country 
Club  2080 South State Road 
135  Greenwood, IN 46143 For 
more information contact  
(317) 888-4856.

8 – Franklin Chamber of 
Commerce (Chamber luncheon) 
Thursday, Nov. 8, 12 p.m., Ivy 
Tech-Franklin Campus, 2205 
McClain Dr., Franklin, IN 46131. 
Cost is $15 per person. RSVP by 
Nov. 6 at franklincoc.org. For more 
information, call (317) 736-6334.

28- Greenwood Chamber of 
Commerce (On the Rise Young 
Professionals): Wednesday, Nov. 28, 
5:30-7:30 p.m. at First Merchants 
Bank,1250 North Emerson Ave.
Greenwood, IN 46143 For more 
information contact (317) 738-9668.

Franklin Chamber of Commerce
New Members 

Bob Evans Restaurant
900 N. Morton St.
Franklin, IN 46131
(317) 346-6650

Euphoria AVEDA Salon & Spa
425 E. Jefferson St.
Franklin, IN 46131, (317) 560-5873

The Flying Frog Bed and Breakfast
396 N. Main St.
Franklin, IN 46131, (317) 697-3212

Sizemore Insurance Agency
859 Riverside Dr., Suite 2, 
Greenwood, IN 46142 
(317) 888-9100

Greater Greenwood  
Chamber of Commerce 

All-N-1 Detail &  
Reconditioning LLC
Robin Barkdull
494 US 31 N., Suite C
Greenwood, IN 46142
(317) 865-7500

Big Earl’s Catering
Earl Stamatkin
1242 County Creek Court
Indianapolis, IN 46234
(317) 938-0450

E3G Innovation Group LLC
Trent Smith. P.O. Box 995
Greenwood, IN 46142
(317) 899-9132

Lighthouse Flight Support
Lucy Hill. 502 Reed Court
Greenwood, IN 46143
(317) 374-4450

Southside Business Partners
Scott Hopper. 859 Riverside Dr., 
Suite 12. Greenwood, IN 46142
(317) 885-6900

Thrivent Financial for Lutherans
Kelly J. Robinson
1499 Windhorst Way
Greenwood, IN 46143
(317) 215-2288

Zoe Cleaning Services, Inc.
Greg Huffman
3209 W. Smith Valley Rd., Suite 151
Greenwood, IN 46142
(800) 379-4136

Sales Leads
Newly incorporated
Business through 
Oct. 12, 2012

Cooper Environmental  
Health & Safety
Daren Cooper, Annette Cooper
3283 Hemlock St.
New Whiteland, IN 46184

Crossfire Fastpitch
Scott Parrish
47 N. US Highway 31
Whiteland, IN 46184

Franciscan Immediate Care
Franciscan Alliance, Inc.
8111 S. Emerson Ave.
Indianapolis, IN 46209

Grove Valley
David A. Baillie
3088 Amber Way
Bargersville, IN 46106

Kristis Sticky Signs  
& Graphics Co.
Kristi Nelson
7750 S. Howard Prince Dr.
Nineveh, IN 46164

Marks Auto Detail
Mark Earl Henry
3168 Compass Dr.
Franklin, IN 46131

One Day Appraisal SVC
Tina M. Smith
1230 Kenwood Dr.
Greenwood, IN 46143

Staton Home Repair
Stephen Staton Jr.
6632 Sonesta Dr.
Indianapolis, IN 46217

Stefan Mick Sturgil Fund
Mason Gallmeyer, Erica Gallmeyer
1008 Central Park Blvd. S.
Greenwood, IN 46143

Swanberg & Associates DBA
Family Gift Stores  
& Family Fun Days
Jayme Swanberg
6164 S. 25 W.
Tragalgar, IN 46181

S and R Mechanical
John F Hinds
300 Highland Dr.
Greenwood, IN 46142

Timbal Cargo
Andres M. Minas
1080 Dusty Ct.
Greenwood, IN 46143

Pitas of Hyderbad
Girish Mallapragada, Sridhar Dasu, 
Samuel Hemanth, Nandan Kidambi
100 W. Broadway, Suite 100
P.O. Box 29096
Glendale, Ca. 91209

Witness, Witness Quartet
Allen Wiggington
7022 E. Jefferson St.
Needham, IN 46162

SBA Guaranteed Loans

Boone County

Colonial Village Labradoodles
8475 E. 500 S.
Zionsville, IN 46077. $25,000
The Huntington National Bank 

Helebo Trenching, Inc.
5524 and 5540 E. 650 S.
Whitestown, IN 46075. $192,000
Premier Capital Corporation

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

Nari Clemons Physical Therapists
7811 Parkdale Dr.
Zionsville, IN 46077
$15,200.CHASE Bank

TABS Technologies LLC
251 Tyre Road
Lebanon, IN 46052. $228,000
Premier Capital Corporation

Hamilton County

14 Districts, Inc.
110  W. Main St., Ste. 104
Carme, IN 46032. $25,000
The Huntington National Bank 

Barking Dogs, Inc.
7257 Oak Cove Lane
Noblesville, IN 46060
$135,000.PNC Bank

Duramark Technologies, LLC
209 E. 175th St.
Westfield, IN 46074
$1,733,000. Ameriana Bank 

Esense, Inc.
11256 Hearthstone Dr.
Fishers, IN 46037
$200,000. Busey Bank 

Hi Growth Development, LLC
11005 Westoves Dr.
Noblesville, IN 46060
$25,000. KeyBank

Integrity Marketing, Inc.
11323 Spyglass Ridge Dr.
Fishers, IN 46037. $25,000
The Huntington National Bank 

JDS International, Inc.
15482 Herriman Blvd.
Noblesville, IN 46060
$400,000. $350,000. KeyBank

MRP/Carmel, LLC
11596 Westfield Blvd.
Carmel, IN 46032
$600,000. Indiana Business Bank 

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

Netfor, Inc. 
11810 Technology Lane
Fishers, IN 46038
$344,800. $100,000. CHASE Bank

Noble Industries, Inc.
3333 E. Corner St.
Noblesville, IN 46060. $878,000
Premier Capital Corporation

Particle Research Corp.
9778 Summerlakes Dr.
Carmel, IN 46032 
$65,000. STAR Financial Bank 

J. Williams Appraisal Group, LLC
10297 Hawks Lake Dr.
Fishers, IN 46037. $15,000 
The Huntington National Bank 

Hancock County

Hoosier Fire Equipment, Inc.
3863 N. Commerical Pkwy.
Greenfield, IN 46140. $319,000
Regional Development Company 

Loco Good Taco’s, LLC
49 Cone Ct., Greenfield, IN 46140
$10,000. CHASE Bank

Hendricks County

Blood Hound, Inc.
750 Patricks Place, Ste. B
Brownsburg, IN 46112
$350,000. KeyBank

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

JM2 500, LLC
851 S. Columbia Rd., Plainfield, IN 
46168. $880,000. KeyBank

Off Duty Fencing, Inc. 
1461 N. CR 600 E.
Avon, IN 46123. $10,000
The Huntington National Bank 

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

Johnson County

Rapid Prototyping & Engineering
3340 W. Presidential Way
Edinburgh, IN 46124
$605,000. $150,000
MainSource Bank 

XL Graphics, Inc. D/B/A Spotlight
PO Box 155
Franklin, IN 46131. $100,000
The Huntington National Bank 

Marion County

Business Art and Designs, Inc.
612 Main St., Beech Grove, IN 
46107. $135,000. PNC Bank

Continental Contracting Service
534 E. Michigan St.
Indianapolis, IN 46202. $80,000
The Huntington National Bank 

Costin Hubert Insurance
7202 N. Shadeland Ave.
Indianapolis, IN 46250. $40,000
The Huntington National Bank 

Divsys International, LLC
8110 Zionsville Road
Indianapolis, IN 46268. $100,000
The Huntington National Bank 

Gardens of Growth, Inc.
928 E. 38th St.
Indianapolis, IN 46205
$250,000. CHASE Bank

Theodore Hart dba Hart Foods
8701 Westfield Rd.
Indianapolis, IN 46240. $20,000
The Huntington National Bank 

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

Marcus A McGee dba The McGee 
Agency
3745 Glencairn Lane
Indianapolis, IN 46205. $10,000
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 National Bank 

The Running Company, LLC
6434 N. College Ave.
Indianapolis, IN 46220
$1,075,000. $350,000. KeyBank

Server Partners, LLC
101 E. Michigan St.
Indianapolis, IN 46204. 
$300,000
Ameriana Bank 

Shadeland JJ, LLC.
2050 N. Shadeland Ave.
Indianapolis, IN 46219. $319,000
BMO Harris Bank

Tophand Rentals USA, LLC
5750 E. 91st St., Ste. C
Indianapolis, IN 46250. $1,161,000
$350,000. BMO Harris Bank

ZEST! Exciting Food Creations
1134 E 54th St., Ste. H
Indianapolis, IN 46220. $135,000
Indiana Business Bank 

Morgan County

McGauley CPA, LLC
19 S. Indiana St.
Mooresville, IN 46158
$251,000. $25,000. KeyBank

Make your business presence known!
Advertise next month by calling today! (317) 451-4088

2 Great Markets • 1 Low Price

Express Employment Professionals 
in Indianapolis is helping put people to 
work this holiday season. All four of the 
offices located in the metro Indy area are 
taking part in Hire 1…Help 2. Their goal 
is to put 250 additional people to work 
during the week of Nov. 5-11, as well as 
feed 250 needy families this Thanksgiv-
ing season.

Express has a vision to lock arms with 
the businesses in the greater Indianapolis 
area to bring hope, encouragement and 
purpose to more than 250 job seekers. 
Using 100% of its proceeds, the compa-
ny will partner with local ministries and 

food pantries to donate a full Thanksgiv-
ing meal to feed one family in need for 
every person put out to work. 

Express Employment Professionals 
can place workers in short and long-term 
assignments in a variety of areas, includ-
ing administrative, file clerk, data entry, 
commercial, general labor, housekeeping 
and construction clean-up.

Express is in need of your help! Visit 
employmentindy.com to find the office 
nearest to you and learn how you can 
help make a difference in a family’s life 
this holiday season.

Hire 1…help 2 campaign

Dan Moore, President and CEO of 
Home Bank SB, has announced that 
Trent McWilliams has joined the bank’s 
staff as Regional Manager at 1067 Bridge 
St., Mooresville.  McWilliams has been in 
the banking industry for over 38 years, 
most recently serving for fifteen years as 
the Senior Vice President of Business De-
velopment in a community bank.  He has 
been active in several community groups 

including Rotary International, Leader-
ship Johnson County, and United Way of 
Johnson County.  McWilliams was also 
involved with the Franklin Chamber of 
Commerce, being named that organi-
zation’s “Man of the Year” in 1999.  He 
received a B.S. from Indiana State Uni-
versity and has participated in numerous 
banking education courses over the span 
of his career.

McWilliams joins team 
at Home Bank 

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



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

the September, October and November covers.
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Where Johnson County Business Comes First

Government Regulations
P/8

Marketing to Women
P/12

Remembering 9/11
P/4

Delivering 

smiles
Deb Walton turns

networking method 
into a growing 
business. Page 5
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6th Anniversary
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Where Johnson County Business Comes First

Surprise for Investors
P/11

B2B Expo
P/13

Reckless Hiring
P/6

Comforts of home 
but business abounds

 Greenwood’s Garnet Vaughan finds passion  
owning The Marketing Department  

and Winchester Place page 5
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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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Where Johnson County Business Comes First

Long after the thrill…
P/11

Strapped for cash
P/13

Cheap applause lines
P/4

Entrepreneurial 
storytelling

 Jeffrey Owen works in 
communications development 
to help small businesses grow

page 5
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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 

September: 
Deb Walton, Indy City Gift Baskets

October: Garnet Vaughan,  
The Marketing Department  

and Winchester Place

November: 
Jeffrey Owen, J. Owen Media


