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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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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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It’s hard to believe that the 
end of the year is near. As we 
close it out, I want to take this 
time to wish all of our readers 
and advertisers the very best 
during this wonderful time 
of the season. It has been well 
over a year ago that I became 
more involved with the day-
to-day operations of the John-
son County Business Lead-
er and its sister paper, The 
Southside Times. I have thor-
oughly enjoyed immersing 
myself back into the Johnson 
County business community. 
It has been a pleasure meeting 
all of the wonderful people I 
have met over the past year – you know who 
you are – and I can’t wait to meet even more in 
2013.  I want to send out a very special thank-
you to all of these individuals in Johnson Coun-
ty they have made me feel so welcome.

Merry Christmas and Happy New Year.

………

Congratulations to Ted Bishop, director of 
golf of The Legends Golf Club, Franklin, who, 
in November, became the 38th  president of 
the PGA of America. As you may remember, 
Bishop was our August cover. A really nice guy. 

I wish him the best in his two-
year appointment with the 
PGA.

………

We just moved into our 
new place at 7670 US 31 S. We 
made the move to be closer to 
the epicenter of our circula-
tion. In addition, we just pub-
lished our first edition of the 
Center Grove Icon in Novem-
ber. Moving forward, the pub-
lication, which is direct mailed 
to over 12,000 homes in the 
Center Grove school district, 
will be delivered mid month. 
So look for the December is-

sue on Dec. 15. We believe such a delivery time 
frame will provide our readers and advertisers 
with a better product and that is what we are 
always striving for – a better product, week in 
and week out, month in and month out. We are 
excited about 2013, which will also see the cel-
ebration of The Southside Time’s 85th anniver-
sary. As always, I welcome your questions and 
comments. Please call me at 300-8782.

Here’s to a memorable  
2012 for Business Leader

Make your business 
presence known!

Advertise next month 
by calling today! 
(317) 300-8782

3 Great Markets • 1 Low Price

TWLX258099.indd   1 11/14/12   12:58 PM

To the editor,

I truly liked your article in the Business Leader’s November issue about thinking before you hit 
send. I absolutely think you nailed it on the head....what if the introduction of email/texting came 
before the phone!! 

Tom Wakefield 

Myers’ column nailed it

REadER’S vIEwReader’s View

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.
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Yes, we want your letters
Readers of the Hendricks County 

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

Beech Grove, IN 46107
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By Nicole Davis
Nick McCally received 

his first phone in fourth 
grade, only after begging his 

parents for the gift. Even at a 
young age, McCally says he knew 
that technology was his future. What 
began as a love for developing elec-
tronics has evolved into a passion 
for entrepreneurship. The 20-year-
old opened his first retail location of 
Gadget Dash, a Greenwood-based 
business which pays cash for used 
cell phones, smartphones. 

“I knew I wanted to be success-
ful,” McCally says. “I knew the goals 
I wanted to reach. Proving to people 
what I was capable of at a young age 
was difficult because people doubt. 
You have to be very persistent and 
enthusiastic.”

McCally says when he was 12 or 
13 he was obsessed with his Xbox, 
like any teenager. While playing the 
game Call of Duty he decided to cre-
ate a Web site to feature his “clan,” 
or team, in the game. Getting more 
preoccupied in the Web portion, 
McCally says he didn’t care as much 
for his Xbox any longer. After finish-
ing his first Web site, he took on a 
project to develop software which could watermark images and upload 
them faster to the internet. He sold it for $900.

 “That’s when I figured out I was doing something big and I could 
pursue this,” McCally says. “I was able to make a substantial living at a 
young age. Entrepreneurship is my passion.”

McCally began selling electronics online three years ago. Some 
of the phones he purchases are directly sold, others are refurbished. 
When he decided to pursue it as an established business, he says there 
wasn’t enough space in a home office. He says locating to Greenwood 
Office Suites has opened up opportunities he didn’t foresee, like better 
connections to the other business owners.

 In his office, he has organized blue bins with labels he scans to track 
the products he purchases and sells, a key to streamlining the process 
for enhanced productivity. Taking care of his customers in a timely 
fashion is a top priority. He says he hopes to also offer an atmosphere 
his customers can feel comfortable walking into, receiving quality ser-
vice with a local businessman. They can call the shop beforehand for 
an estimate. They can also use direct mail. McCally will generate a 
package label and send it to the customer, who can then ship the prod-
uct. When it arrives at his Greenwood post office, they weigh it and 
charge his account.

McCalley attended Center Grove High School until after his junior 
year. He transferred to Manuel High School to take accelerated sum-
mer courses and graduated early. He says he did not feel like college 
was the option for him. He says it is a common misconception nowa-
days that college will buy a graduate a career - often not the case.

He will continue to remain qualified for his work by keeping up to 

date on technology. He says he is constantly reading technology blogs, 
magazines and other news, learning everything he can. He says he es-
pecially enjoys reading Apple rumor blogs, getting insight on his favor-
ite brand of products.

 “We have to keep up on what’s coming out,” McCally says. “I’m 
always looking through technology blogs. We can foresee things by 
keeping up.”

McCally says though he still designs Web sites for his existing cus-
tomers, his main focus now is Gadget Dash. He will soon launch Up-
gadget.com, a Web site to pur-
chase used devices which will 
open his business up to all 50 
states. Customers will be able 
to track the shipping process of 
when the phone is received and 
their money will be sent the 
same day it arrives. Upon log-
ging into the site, they will receive 
a quote that will be good for 21 
days, so the potential customer 
has some time to make a deci-
sion.

“I always knew I wanted to 
work for myself,” McCally says. 
“I’ve always been huge with tech-
nology. A lot of the fastest moving 
tech is phones. It’s a huge sign of pro-
gression.”

Best Advice: My dad, a 
salesman, always said all that 
matters is the way you treat 
your customers. Have the 
best customer service for your 
business base. Treat them the 
best way possible.

Worst Advice: Web 
development wasn’t worth 
pursuing. I had an uncle 
who said everything would 

be automated one day, and 
people could create websites 
with a click of a button. So 
many startups since then 
have blossomed to multibillion 
dollar businesses, including 
Facebook, Twitter, Instagram 
(which sold to Facebook), etc. 
There is so much constant 
evolution of how we use the 
web – whether it be as a 
Web site or an iPhone app 

that remotely stores all of the 
information.

Best business decision: 
When I was younger, 12 or 13, 
I learned how to build Web 
sites. I took $50 of my Christmas 
money to invest in this. It has 
taken me a long way.

In 5 years: I would see myself 
continuously moving forward 

with this and innovating the 
idea. When you begin with 
this you have to continuously 
change. I can see myself with 
another project. I always have 
another idea, but I think this 
will be very successful in five 
years.

Secret to success: The way 
you treat your customers and 
the way you take care of them.

How Nick did it…Gadget Dash
3209 W. Smith Valley Rd.

Suite 121
Greenwood, IN46142

(317) 517-4190
gadgetdash.com

Reasons someone  
would want to do 
business with you…

n We offer the largest 
payout.

n You can receive 
payment quickly, in the 
form of a check, PayPal or 
instant transfer.

n It’s quick, fast. It’s a very 
streamlined process.

n I offer great local 
customer service and will 
soon add a Web aspect to 
serve all 50 states.

“Whether one is engaged in selling a  
high cost product like a car or a home or an 

everyday product such as a pair of shoes,  
the person with the command of the  
selling process will most often win.”

Photo by 
Rick Myers

“That’s when I figured  
out I was doing something 

big and I could pursue 
this. I was able to make a 

substantial living at a young 
age. Entrepreneurship is  

my passion.”

Nick McCally’s passion for technology and entrepreneurialism 
merge with opening of Greenwood’s Gadget Dash

EdITORIaL/OPInIOnEditorial/Opinion

QUOTE OF THE MONTH
And while the law of  
competition may be  

sometimes hard for the  
individual, it is best for  

the race, because it ensures  
the survival of the fittest.

~  Andrew Carnegie

Nick McCally

Youthful visions of success

The List

A culture of distraction
We wrote on this page less than a month ago 

about our disconnected president. Well, his dis-
connectedness has been approved of and rewarded 
by our voting public. And maybe there’s a lesson 
in that.  

Maybe we don’t have a disconnected president; 
rather, maybe, it’s We the People who are discon-
nected. And willfully so. There’s a scene in the 
Disney Pixar movie “Up” where Doug the talking 
dog continues to be distracted by the thought of 
the simplest, furry, woodland creature: “Squirrel!”   
Maybe We the People, or at least 50%+ of us, are 
Doug. Willfully distracted by the simple, frivolous, 
shallow amusements our compliant media are so 
happy and profitably willing to spoon out to us.   

We live in a culture of distraction. From email, to 
texting, to YouTube on our smart phones, to Twit-
ter, which lets us share every banal triviality of our 
own lives and read everyone else’s as well. So in 
this time of Christmas and family and friends and 
traditions, we encourage you to try a little experi-
ment. Turn the phone off. Instead, focus on that 
business colleague, that family member, or that 
spouse across the table or sitting beside you.   

Communicate instead of chatter. Enlighten in-
stead of attempting to entertain. Discuss rather 
than debate. Love rather than lament. It’s Christ-
mastime. Act like it! Forget about the “squirrel!”  
He’ll still be there to distract you when you think 
you need him again. Or maybe, just maybe, you’ll 
find you don’t need him at all.   

“We live in a culture of distraction. 
From email, to texting, to YouTube 

on our smart phones, to Twitter, 
which lets us share every banal 

triviality of our own lives and read 
everyone else’s as well. “

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

Making a ‘C’ hire a superstar
A problem that most small businesses engaged 

in selling one-on-one to a customer seems to 
have today is that the hiring pool quality seems 
to be declining. A typical “job wanted” ad used to 
attract a “B” quality recruit in my world. Today, 
this person seems to have dropped down to a “C” 
quality recruit. Where did all of the A and B play-
ers go? Either they have moved on to non-retail 
opportunities or their numbers have declined as 
the quality of school education has declined over 
the last ten years. Many of today’s kids have lost 
the art of the conversation that came natural to 
their parents. Perhaps it is a result of substituting 
texting for talking that has taken the edge off of 
oral communication for today’s kids.

In the art of selling one-on-one, or perhaps ne-
gotiating to sell a product, is still the domain of 
the oral communicator. Whether one is engaged 
in selling a high-cost product 
like a car or a home or an ev-
eryday product such as a pair 
of shoes, the person with the 
command of the selling process 
will most often win. He will sell 
more products and make more 
per product. Selling value and 
overcoming objections are sec-
ond nature to this person and is 
as natural to him as brushing his 
teeth.

If more new hires are from the “C” pool, then what are you 
going to do with your new hire? Train, train, and train some 
more! These people cannot instinctively make a step by step 
process of selling your product. When the customer wants to 
take control and ruin the logic stream of sharing the benefits of 

a product, a new hire has no idea how to get back 
on track and control the situation. He does not 
even know that he is off track.

You have to know what the benefits of a prod-
uct are in order to communicate the information 
to the customer. Then you need to know that 
there is a logical projection to revealing benefits 
as the customer reveals to you – through effec-
tive questioning – what his needs are. When it 
is time to close the deal, you need to be trained 
in watching for the signals. Once a sales person 
knows the signal, a simple question such as, “If 
the product was priced favorably to you, would 
you be interested in owning it?” could be asked. 
This trial close will tell the trained sales person if 
he has done the first job of selling the product. If 
so, then he is ready to close the deal.

Through the effective use of meaningful train-
ing, I believe we can take an av-
erage “C” quality new hire and 
possibly make him a superstar. 
At the very least, he can give you 
a fair return on investment with 
his payroll cost. This week, I ex-
perienced this first hand. Once 
an old hand like me trains new 
hires for the first time in a while 
and detects their excitement as 
they see their frustration fade 
and their pay check go up, I re-

alize the personal excitement that got me into retail in the first 
place.
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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

As I sat down to write my lat-
est column, I couldn’t help but 
feel compelled to share with 
you about my feelings lately as 
a business owner in Johnson 
County. I have had the privilege 
of sharing with you about lead-
ership, employment or HR relat-
ed topics.  But today, I am a bit 
overwhelmed. I hope you don’t 
feel that this article is self pro-
motion in anyway. That is not 
my intention. If you will, allow 
me to share. 

My company just finished 
up a successful Hire 1 … Help 
2 campaign that I hoped would 
make a difference in the com-
munity. However, I had no idea all the positive 
that would come from it and how it would per-
sonally affect me. As the six-week campaign 
started to take off, I was blown away at the 
people in the community who were willing to 
help. As an example, I serve on the Greenwood 
Chamber of Commerce board and had four 
board directors with local companies immedi-
ately step up to help hire an associate for the 
week as part of the cam-
paign. One board direc-
tor was not only willing 
to hire an associate, but 
he was also willing to 
donate an extra meal for 
each board director who 
did. We live and work 
in a caring community.

As I made calls ask-
ing for support of the 
campaign on the south 
side, the companies 
from Johnson County 
were the overwhelm-
ing ones that were willing to support the ef-
fort. I was overwhelmed with community lead-
ers who found things for our associates to do 
for one day, two days or a week. We even had 
several business owners who didn’t have a need 
for help, so they donated help to local charities, 
like Habitat for Humanity and Girls Inc. Both 
needed administrative help and were thankful 
to those companies. We live and work in a gen-
erous community.

We also had a long time client and local lead-
er who had been so busy that he hired an asso-
ciate to help out at his home with raking leaves. 
He then went a step further and hired someone 
for the week to help out his neighbor with build-
ing a barn, just so he could finally complete it. I 
almost fell out of my chair when he called back 
later in the week to say that the young man did 
such a great job of helping his neighbor, that he 
plans to hire him on at his company. We live 

and work in a community 
with gracious leaders.

Recently, I was on Facebook 
and read about a local busi-
ness owner who took off to 
help those in need on the East 
coast. He made the trek on his 
own with supplies, donations 
and a heavy heart to help.  Even 
when the travel got tough and 
his truck broke down, he found 
a way to reach his destination.  
He is one of the busiest guys 
I know, but he chose to take 
some time to help others. We 
live and work in a consider-
ate community.

Recently, I attended the 
Johnson County Community Foundation’s Gala 
and, again, was joined by other business leaders 
who will choose to donate time and funds that 
will benefit local Johnson County initiatives. We 
live and work in a giving community.

Over the Thanksgiving holiday, my staff and I 
packed up totes filled with food for Thanksgiv-
ing meals for Mount Pleasant Christian Church 
and Living Bread Ministries. We did this utiliz-

ing a moving truck do-
nated by a local real es-
tate agent and picked up 
the food discounted by a 
local grocery store. We 
live in a compassion-
ate community.

I wasn’t in the best of 
moods after the recent 
election, but then I had 
a local business friend 
who shared a thought 
with me.  As small busi-
ness leaders, we have 
not been able to control 

all the things that have happened in the past 
four years, nor will we be able to control what 
happens in the next.  But as business leaders, we 
can control what we do in our own businesses, 
how we respond to difficulty and how we sup-
port each other through the next four years.  We 
live and work in a supportive community.

So I share all this with you to simply say this:  
We live and work in a community with local 
business leaders who understand the impor-
tance of giving their time, talents and money 
to helping others.  We make a difference.  I am 
proud to be a part of it and look forward to see-
ing it continue to grow and prosper, allowing us 
to only help more people.

Proud to live and work in 
Johnson County

“…as business leaders,  
we can control what we do 
in our own businesses, how 
we respond to difficulty and 
how we support each other 

through the next four years.”

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

SCEnES FROM a COvER PaRTYScenes from a Cover Party

Owen, Vaughan and  
Walton honored at  

November Cover Party
The Johnson County Business Leader held 

is November Cover Party, sponsored by First 
Merchants Bank, Nov. 14 at Winchester Place, 
30 S. Madison Ave., Greenwood. Honored were 
September cover, Deb Walton (Indy City Gift 
Baskets); October cover, Garnet Vaughan (Win-

chester Place and The Marketing Department) 
and Jeff Owen (Owen Media). The 2013 cover 
party schedule will be released in late Decem-
ber. For more information, contact coverparty@
businessleader.bz or call (317) 451-4088.

Photos by Gary Martin

Mike Hurst

Christine Alfery, Carolyn Clow,  
Donna Rice and Carole Beasley

Christian Maslowski and
Andrew Angle

Mark Whitaker and  
Lisa McDonald

Rick Myers and Deb Walton

Rick Myers and Garnet VaughanRick Myers and Jeff Owen

Jill Bode, Deb Walton, Susan McCarty and Erin Smith

Happy Holidays!
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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.

Applications for the LJC Class of 2014 will be available in January. Please contact Tandy 
Shuck at (317) 738-8264 or tshuck@franklincollege.edu. 

Visit www.LeadershipJohnsonCounty.org for more information!

Sandy Thompson
Johnson County REMC
LJC Class 2008

How has Leadership Johnson County impacted your life personally?
As a transplant resident to Johnson County, LJC was 
instrumental in providing me an in-depth introduction to 
the rich history and abundant heritage of our communi-
ty. Because of the program I formed lasting friendships, 
and learned to greater appreciate the wonderful unique-
ness of each person we come in contact with in life.
 
How has Leadership Johnson County impact-
ed your life professionally?
LJC expanded my network of professional connec-
tions which has led to additional personal opportunities 
for leadership. It was a wonderful experience to see 
collaboration in action and what can be accomplished 
when surrounded by dedicated, committed leaders.

How has Leadership Johnson County benefi ted 
Johnson County?
One thing, in my mind, that is so valuable about LJC 
is that it has a way of getting people “outside the box” 
in their thoughts and actions, which fosters creativity, 
collaboration and commitment; enhancing personal 
relationships and building a stronger community.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
Strong communities are built when citizens have the 
opportunity to engage with others in a common purpose 
for positive direction and change. Leadership Johnson 
County has all the elements that offers individuals the 
opportunity to do this.
 
What one thing did you like best about the 
Leadership Johnson County Program?
Because of LJC I discovered things about myself that I never knew. LJC challenged me to discover and articulate my passion. 
Our small group project then provided the format where I could give wings to my passion, an opportunity I would not otherwise 
have had.

Steve Tames
Premium Composite Technology North America, Inc.
LJC Class of 2013
How has Leadership Johnson County impacted your life personally?
LJC has opened my eyes to the community where I live, 
and to the community that I did not truly appreciate.   I 
have a better understanding of how our tax dollars are 
divided to pay for the things we take for granted such as 
water, sewer, roads, education and the other functions 
provided by our government.  
I have been able to develop connections with my class-
mates, many of whom are leaders within their communi-
ties.  I look forward to continuing these connections long 
after our class has graduated.  

How has Leadership Johnson County benefi ted 
Johnson County?
LJC has given me the opportunity to look back on my 
career and understand the importance of professional 
development.  We all get busy in the daily execution 
of our duties, and forget that we need to refresh our 
outlook and abilities.  LJC has allowed me to restore the 
foundation of leadership that was started early on in my 
working career.   The tools and skills learned in LJC are 
applied daily.  These skills can also help us in leadership 
positions with not for profi t agencies that support those 
in need within our community.  I now feel that I am better 
equipped to lead our company to a prosperous future.

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County?
LJC is a unique program that provides training for 
professional use as well as a community leader.  The 
program allows you to expand on your skills while net-
working with other professionals in the community.  The 
projects create an opportunity to apply the skills learned 
in the class.  Along with the education, several of the 
past projects have created long standing programs that support the community.   LJC is fertile ground for the future leaders of 
our growing communities.

What one thing did you like best about the
Leadership Johnson County Program?
I truly enjoyed learning about the impact Agriculture has in our county.  When I drive the rural roads in Johnson County, I am 
driving among the fi elds that generate the nourishment of our world.  I look out and see corn fi elds and did not really think about 
what goes into operating and managing these farms.  The operators of the farms are world class business men and women.  
They are fully involved in a global economy. I have a new appreciation for what it takes to produce the foods that we eat.  

Lee Ann Wilbur 
Habitat for Humanity of Johnson County
LJC Class 2007 

How has Leadership Johnson County impacted your life personally? 
Leadership Johnson County gave me the opportunity to meet so many amazing people who have become close personal 
friends.  It also gave me a better understanding of our 
county. 

How has Leadership Johnson County impacted 
your life professionally? 
Leadership Johnson County helped me become more 
confi dent and taught me about pulling the right people 
together to collaborate on projects.  It also provides 
incredible networking opportunities.      

How has Leadership Johnson County benefi ted 
Johnson County? 
LJC brings together diverse groups of individuals and 
teaches them leadership skills so they can make a differ-
ence in our county.  In addition, the group projects allow 
the participants the opportunity to make a positive impact 
on issues facing our community. 

Why should Leadership Johnson County
continue to educate the leaders of Johnson 
County? 
LJC should continue educating our citizens to become 
leaders because there will always be a need to bring 
together leaders who are passionate about improving the 
quality of life for our community.

What one thing did you like best about the 
Leadership Johnson County program? 
 I loved getting to know all of my classmates that I would 
not have otherwise had the opportunity to spend time 
with.  We learned a lot and laughed a lot!

Loren Snyder
Hilliard Lyons
LJC Class  2010

How has Leadership Johnson County impacted your life personally?
The greatest benefi t to me was the blessing to have made many close friends through LJC.  We frequently get together at each 
other’s homes, meet for lunch, attend sporting events, 
or a round of golf. I am confi dent that LJC is the rea-
son for these friendships, and I am very thankful for 
that. I have also become more acquainted with other 
parts of Johnson County and appreciate all the fun 
things to do right here in our “backyards.”

How has Leadership Johnson County 
impacted your life professionally?
There is no question that my professional network 
has expanded exponentially since my participation in 
LJC. To have a trusted group of professionals to refer-
ence is benefi cial to almost all professions.

How has Leadership Johnson County 
benefi ted Johnson County?
LJC is everywhere! A community consisting of 
involved and engaged citizens is benefi cial at every 
level. When people care about what is happen-
ing around them and their fellow citizen’s personal 
well-being, you create an environment attractive for 
growth and longevity. LJC has been and will be a key 
component in making Johnson County move in a posi-
tive direction.

Why should Leadership Johnson County 
continue to educate the leaders of Johnson 
County?
Our community is better off because of LJC’s contri-
butions and education. Our citizens need the opportu-
nity to participate and collaborate both personally and 
professionally and LJC provides that outlet.

What one thing did you like best about the 
Leadership Johnson County program? 
My friends. I strongly believe, “You are only as good as the people you surround yourself with,” and I am proud to be part of the 
LJC family.
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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

Compiled by Jill Bode

nOw THaT wE’vE BEEn OPEnNow That We’ve Been Open

Exceeding customer  
satisfaction goal  

for McCarty family

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.

Indiana’s College Choice 529 
savings plans offer many great 
benefits.  But if you don’t take 
advantage of those benefits and 
fail to make a 2012 contribution 
by Dec. 31, you will lose out on 
earning an Indiana tax credit 
for 2012.  Unlike IRAs, there is 
a hard cutoff for a 529 contribu-
tion of Dec. 31 of the year you 
wish to earn the tax credit for.   
And that credit can have a sub-
stantial impact to your Indiana 
income tax bill come filing time.  
Now, I am not a tax advisor nor 
do I play one on TV, nor did I 
sleep at a Holiday Inn Express 
anytime lately, so what I discuss 
here should be clarified with your tax advisor 
regarding your own personal tax situation.   

But here goes. Indiana has a flat income tax 
rate of 3.4%.  The maximum tax credit any In-
diana resident can earn for a $5,000 contribu-
tion to an Indiana 529 College Savings Plan is 
$1,000.00.  If you know anything about filing 
your Indiana income tax forms, you know that 
the reductions to gross income in Indiana are 
few and far between.  But the $1,000 tax credit 
granted with the 529 contribution is like reduc-
ing your Indiana taxable income by just over 
$29,000.  Let me put it another way.   If you have  
$100,000 taxable income, you will pay approxi-
mately $3,400 in Indiana state income tax.  But 
if you have been prudent and put aside $5,000 in 

a 529 plan, you will qualify for a 
$1,000 tax credit, meaning your 
tax bill for that $100k income 
drops to $2,400. This effectively 
lowers your top line Indiana 
taxable income by almost 
$30,000. Neat huh?

But Bink, I don’t have 
kids nor do I anticipate 
any college expenses for 
me in the future.  Okay.  
But do you pay Indiana 
income tax?  Do you like 
saving money in a tax-
deferred way?  Do 
you like paying 
more taxes than 
you need to?   529 

plan contributions don’t HAVE to 
be used for college expenses.  If 
they’re not used for qualified col-
lege expenses, you could be sub-
ject to regular income taxes on any 
earnings and a 10% penalty on funds 
removed from the account in the fu-
ture.  But that doesn’t change the 20% 
current year tax credit on the contribu-
tions you make.   Nor does it change 
the powerful effects of tax-deferred 
growth of any funds in the account. 

You get a 20% tax credit right now 
and tax-deferred growth for as long as funds 
remain in the account and you MAY incur a 
10% penalty on withdrawals sometime in the 

future.  If you’ve got an extra $5k lying around 
and you want to reduce your Indiana tax bur-
den while growing that money tax deferred, I 
just don’t see that much of a downside to the 

strategy.   And with Washington 
now rumbling about new taxes 

on invested assets and divi-
dends, maybe you should 
sit down with your tax 
advisor before the New 

Year arrives and see if 
this makes sense for you.   

Merry Christmas.

Wishing to all a good tax credit

McCarty Mulch & Stone is a full-service 
manufacturer and distributor of landscape sup-
plies including mulch and decorative stone. 
Over 80 varieties of mulch, topsoil, garden mix-
es and decorative stone are offered.   Josh and 
Jennifer started the company in 1995 as just a 
weekend hobby and offshoot of the family farm, 
never dreaming it would one day be their full 
time occupation.

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

The most valuable piece of advice I have been 
given was from my father. He taught me to treat 
each customer as if he was your only customer.  
We make it our goal to work hard at giving the 
customer exactly what is wanted by exceeding 
expectations.  For us, that means making sure 
that we offer a variety of the highest quality 
mulches at a reasonable price and provide ex-
ceptional service.

How have things changed since you start-
ed your business? 

Much has changed since we started the com-
pany, including a tough business climate and 
economy that most businesses have had to 
navigate the last few years. Technology has im-
proved our processes and how we market our-
selves, including social media and our web pres-
ence. Change is inevitable, but the answer is in 
how you adapt to the change.  But the one thing 
that will never change 
no matter what you do is 
striving for great customer 
service and the customer 
experience.

Tell us about your big-
gest challenge and how 
you overcame it.

The biggest challenge 
for me was the growth that 
came to us when we were 

only a few years into running McCarty Mulch 
& Stone. We grew at such a fast pace that there 
were days I got overwhelmed. Trying to be a 
wife and a mother on top of running a business 
from my kitchen table, I found myself working 
day and night to keep up. We were able to over-
come these challenges by hiring great employ-
ees and eventually moving to our current loca-
tion on Smith Valley Rd. SR 135 - now home is 
home and work is work.  

What do you wish someone had told you 
before you started your business?

Not being afraid to take risks is something 
I’ve had to learn over the years, as anyone who 
has ever owned a business would attest; risk is 
just part of small business. Whether it is adding 
new employees, new software, or new equip-
ment, each investment carries risk. But with 
that comes the opportunity for our faith to 
grow.  Over the years our priorities have shifted.  
Now we look at our business as a ministry to 
serve not only our customers but our employ-
ees as well.  

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

The hottest trend in our industry right now 
is dyed mulch.  We have seen a dramatic shift 
in that customers want high quality mulch with 
long lasting color and dyed mulch provides that. 
Using a long-lasting dye colorant, we process 

natural hardwood mulch 
and apply this dye colorant 
in any shade a customer 
could want, including red, 
gold, brown and our best 
seller, black.  This dye adds 
a vibrant, rich color that 
lasts much longer than 
natural mulch.

Big bucks 
Six-figure salaries aren’t just for high-ranking 
bankers. Wayne Hoffman, a magician, makes 
$135,000 annually performing at various 
functions and shows. Other unlikely six-
figure salaries? Tree-clearing, pet-sitting, 
selling recycled ink cartridges and credit 
repair. –money.cnn.com

Entry level 
Using data from PayScale.com, CNN 
Money found that Princeton University 
graduates earn the biggest salaries in the 
United States. Graduates see a $58,300 
starting salary and a $137,000 mid-career 
salary. Only 49 percent find their jobs to be 
meaningful. –money.cnn.com  

The very top 
Ever wonder who the highest paid male and 
female are in this economy? Apple’s CEO Tim 
Cook earned the most in 2011 with a total 
compensation of $377,996,537. The highest 
paid female was Oracle, Inc.’s President and 
CEO Safra A. Catz with at total compensation 
of $51,696,742. –money.cnn.com 

Stagnating growth
According to survey of 37 investment 
strategists and money managers, the S&P 
500 will end 2012 at 1,440, or up 15 percent. 
That means it won’t move from where it 
sat at the beginning of the fourth quarter. 
–money.cnn.com 

Box office bash 
Action flick “Taken 2,” starring Liam Neeson, 
raked in $50 million on opening night. 
The violent vehicle doubled the original’s 
opening weekend. “Hotel Transylvania” came 
in second during its second weekend with 
$26.3 million. –forbes.com

Finance Dispatches

Submitted Photo

Josh and Jennifer McCarty
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OPEn FOR BUSInESSOpen for Business

Compiled by Jill Bode

Although their showroom isn’t slated to 
open until January, Franklin Window and Door, 
owned by Cori Brown, has been serving clients 
in their complete window and door needs since 
this spring.   They specialize in the sale of new 
windows and doors as well as the restoration, 
fabrication, and installation of historic windows 
and doors for both residential and commercial 
properties.  Period appropriate storm windows, 
antique and reproduction window and door 
hardware, historic window parts, and pre-hung, 
pre-primed historic doors are an important part 
of its inventory.

Why did you open this business?
Because of my background in construction, I 

was able to identify a strong need for customer 
education.  In the window and door industry, 
there is a wide array of products claiming to 
be the newest, hottest and best thing available. 
They all claim cost ef-
fective, energy effi-
cient and maintenance 
free products with 
no history to back 
up their claims. No 
consideration is ever 
given to the life cycle 
cost of the products 
that are offered. No 
emphasis is given to 

educating the customer on all options available, 
even if that means a lower overall sale. Today’s 
industry thrives on the fastest sale of the short-
est life cycle products available for the largest 
profit margin. Many companies have an under-
trained sales force that is compensated solely by 
the volume of products they sell. Once the sale 
is made, they are typically unavailable to handle 
any quality control problems with the product.  
No product is maintenance free or a “lifetime” 
product. We have tried to combine all of these 
problems in our industry and create a solution 
for the total.  As a result, the mission of Frank-
lin Window and Door is to truly understand our 
customers’ window and door needs while edu-
cating them about solutions that concentrate on 
the greatest value for their investment. 

What did you do to prepare for opening 
your business?

Because of our 
strong sense of com-
munity, we devel-
oped our mission 
statement from the 
inspirational words 
of the former owner 
of a hardware store 
from the turn of the 
century located in 
downtown Frank-

lin.  Smith & Tilson Hardware circa 1880 once 
said, “It takes sand for a merchant in any line of 
business to maintain a fair, uniform price when 
some competitor with cheap, inferior goods is 
shouting bargain prices, but it’s no secret that 
honest reliable goods always win in the end.”  At 
Franklin Window and Door we believe this still 
holds true today. We also have many years of 
experience in the construction and restoration 
industry — having helped renovate or rebuild 
dozens of homes throughout Johnson County 
area.

Who is your ideal customer/client?
We work with both commercial and residen-

tial contractors and homeowners.  Because we 
can restore the windows and doors in historic 
homes, many historical groups refer business 
to us.  While we have many products that cater 
to historic buildings and homes, we also have 
more modern solutions that are appropriate for 
newer homes and buildings.

How do you plan to be successful?
Franklin Window and Door has several ad-

vantages in that it already has a significant cli-
ent base, not to mention the commercial client/
contractor base as a result of the corporate own-
ers’ current presence in this industry.  Franklin 
Window and Door is also well connected with 
historical preservation groups in Franklin as 
well as the state of Indiana.  

Franklin Window and Door is also a prima-
ry sponsor for the Artcraft Theatre 90th An-
niversary Party and a sponsor for the Franklin 
Heritage Historic Home Tour.  The company 
already has an “A” rating with Angie’s List and 
also placed third this year on Indy’s A-List “Best 
Windows & Doors” category.  

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

We have two Franklin College graduates 
working for us! This is something we are very 
proud of because we really believe in commu-
nity support, investment and involvement!

Window and door solutions  
for everyone

Cori Brown

Photo by Jill Bode

THE PERSOnaL TOUCHThe Personal Touch

Leading up to the November election, I 
watched the debates and was as interested in the 
moderators and the reactions their performances 
generated as much as what the candidates had to 
say. I have empathy because their challenge is very 
similar to what those of us who write copy face.

Our responsibility is not to the participants, but 
to the recipients or consumers of the messages.  
An effective moderator has to defend the audi-
ence’s interest in gaining information from those 
who wish to control the message. 

To be truly effective, the moderators must op-
erate with objectivity and continually ask them-
selves whether the audience is getting the infor-
mation it wants. Those of us who develop mar-
keting communications materials also have to 

approach projects with objectivity and a focus on 
providing the information the audience needs. 
Like the moderators, we’re most effective when 
we become advocates for the audience, although 
that can be tough to explain to the people who are 
signing the checks.

In the midst of the debates, I sat across from 
an executive who was dissatisfied with his compa-
ny’s marketing. He knew it wasn’t as effective as it 
needed to be, but he just wasn’t sure why that was.

I pointed out that the marketing materials did 
a great job of sharing everything that made the 
company and its leadership proud. It was full of 
long descriptions of every element of the products 
and services they offered, and to the excellence 
and superiority of those elements. Scott Flood

Columnist

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

Why copywriters are like moderators

GROwInG SMaLL BUSInESSGrowing Small Business

COaCH’S CORnERCoach’s Corner

Can you believe someone 
actually once suggested I buy 
a blank book for $40? First, to 
be fair, the price was actually 
only $39.95 but with tax it was 
slightly over forty dollars and 
it really was a book with blank 
pages. Not a word written on 
one of the over 200 pages.

Nuts? No! I have three rea-
sons why it’s completely sane.

First, the value of the book 
comes from what you put in it 
based on your thoughts and re-
flections of the events and hap-
penings you have experienced. 

Second, your reflections 
about those experiences lead 
to what you think you might learn from them. 
That information, along with how you might 
approach situations in the future, will be more 
valuable than any book you can purchase.

Third, when you pay $40 for a blank book, 
you’ll work even more diligently to do what one 
of my mentors, the late Jim Rohn put this way, 
“The reason why I spend so much money for my 
journals is to press me to find something valu-
able to put in them.”

This blank book, more commonly referred to 
as a journal, is something you should have going 
all the time. Mine happens to be a black leath-
er-covered book. I put reflections, goals, docu-
mentation and conversations with myself on the 
pages between the leather cover. I’ll admit I am 
not as consistent as I want to be, but keeping a 

journal is certainly a worthy as-
piration for us all. 

Many people use their mind 
as a storage facility. They fill it 
up with information and ex-
periences and try to keep it all 
straight and accessible, like a 
filing cabinet. That is not the 
best use of your mind. Use your 
mind for the powerhouse it is 
to work out problems and find 
answers. Keep a journal for the 
filing cabinet. “Be a collector of 
good ideas, but don’t trust your 
memory. The best collecting 
place for all of the ideas and in-
formation that comes your way 
is your journal,” as Jim Rohn put 

it.
To make 2013 one of your best years, get 

ready to start the New Year by purchasing a 
blank book. Pay a handsome fee for it and pur-
posefully fill it with the important things in your 
life. That way, you can go back and monitor 
your personal and professional growth. It will 
be right there in black and white.

One last thought from Jim Rohn: “There are 
three things to leave behind: your photographs, 
your library and your personal journals. These 
things are certainly going to be more valuable to 
future generations than your furniture!”

Buy a book with blank pages?

Jack Klemeyer
Columnist

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

Many business owners have 
little time for some much need-
ed reflection in December. The 
ISBDC has some very effective 
methods for helping you align 
your business activities with 
your core vision. The ISBDC 
strategic planning process leaves 
clients with tangible plans they 
can start implementing imme-
diately. In a two or three hour 
brainstorming session, your IS-
BDC advisor can help your team 
develop goals, strategies and 
tactics to reach your company 
vision.

How it works
We will facilitate a structured 

conversation among the company leadership and 
ensure that all information is captured during the 
session and all voices are heard when building 
consensus. Your ISBDC advisor will present spe-
cific questions focused on the company’s future 
to the group, providing every stakeholder pres-
ent the chance 
to be heard, 
and as impor-
tant the chance 
to hear others.

Once the 
team has con-
sensus around 
the company 
vision, facilita-
tors continue 
using the Simplex process to determine what 
may be preventing the company from attaining 
its objectives. This sequence allows the compa-
ny to identify and articulate goals and tactics to 
draw a clear path to achieve growth or whatever 
the company’s vision states.

ISBDC business advisors across Indiana have 
been trained in a variation of the Simplex Cre-
ative Problem-Solving Process developed by Min 
Basadur and popularized in his book “The Power 

of Innovation.” Originally used 
as a product development brain-
storming process, Simplex has 
grown into a strategic planning 
tool used by small businesses 
and Fortune 500 companies 
alike.

Strategic Implementation
A strategic plan will only drive 

results if it is implemented. Con-
sequently, helping a business de-
velop a strategic plan is only one 
part of ISBDC’s service. An ad-
visor assists clients by holding 
them accountable to the tactics 
they develop during the process. 
We are available to help reform 
any objectives that may need to 

change due to unforeseen disruptions.  
Drive your business forward with a clear, con-

cise strategy that encourages everyone to work 
towards an obtainable vision.

The ISBDC helps grow the economy one busi-
ness at a time. Through one on one counseling 

and a focus on 
informed deci-
sion making, 
we help existing 
businesses and 
aspiring entre-
preneurs diag-
nose business 
issues, imple-
ment solutions, 
and evaluate 

results
To access this no-cost service you can contact 

me at mchestovich@isbdc.org or call 916-7503. 
To learn more about the ISBDC visit the website 
www.isbdc.org.

Driving your business 
forward with a clear 

strategic plan

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

“In a two or three hour brainstorming 
session, your ISBDC advisor can help your 
team develop goals, strategies and tactics 

to reach your company vision.”

Then, I noted that his pro-
spective clients didn’t care about 
that. Put simply, they wanted 
someone who could take an un-
pleasant but critical job off their 
hands and could make them look 
smart. They didn’t care about the 
engineering needed to pull that 
off. 

The marketing materials 
broadcast what the company’s 
executives thought was most im-
portant. An effective copywriter 
would have challenged those as-
sumptions and brought the dis-
cussion back to what the audi-
ence wanted to know. 

We don’t always win those bat-
tles. I recently 
lost a client af-
ter sitting in a 
roomful of C-
level types and 
offering honest 
answers about 
what their Web 
site said, based 
upon conversa-
tions I had with 
a dozen us-
ers of the site. 
Their take (and mine) was that the site did noth-
ing except trumpet the company’s belief in its own 
greatness. I’m sure the company has since hired 

someone wise enough to recog-
nize that greatness.

Whether you’re trying to give 
voters a candid look at what 
makes political candidates differ-
ent, or you’re trying to make sure 
that someone thinking about 
buying a product or service has 
the right information, you have 
to approach the situation from 
the viewpoint of the audience. 

Yes, that approach will in-
variably put them in hot water 
among those whose egos and 
sense of self-worth lead them to 
lose sight of what really matters. 
But experience has taught me 
that it’s well worth the risk. And 

if it means I’m 
going to gain the 
indignation and 
lose the business 
of those who 
disagree, that’s a 
risk I’m willing 
to take. 

“Whether you’re trying to give voters a candid look 
at what makes political candidates different, or 

you’re trying to make sure that someone thinking 
about buying a product or service has the right 

information, you have to approach the situation 
from the viewpoint of the audience.”
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Johnson County is seeing sig-
nificant signs of positive change 
as we reflect back to this time 
last year. We have seen changes 
with our government leaders, 
with how weather has affected 
the lives of many people and 
with how we have continued to 
move forward. Many new busi-
nesses have joined our commu-
nity and the real estate market 
continues to gain momentum.  

Piace Boutique, a Bloom-
ington-based vintage clothing 
store, will open in Allyne Park 
retail center on State Road 135. 
The women’s clothing boutique 
will sell apparel, jewelry, accessories, shoes and 
gifts. Honey Creek Cottage has opened at 75 N. 
SR 135. The country home décor store will of-
fer pottery and a unique collection of country 
primitive items.

Barkefellars Pet Hotel & Spa, located on Mad-
ison Avenue and County Line Road, is planning 
a new expansion.  Plans are underway for a 
28,500 square foot facility on Rockville Road in 
Avon. The new complex will offer boarding, pet 
massage, grooming and training. 

The Bargersville Fire Department is up and 

running on South State Road 
135 in its new facility.  Adam’s 
Motorsports has opened at 
4677 N. State Road 135 south of 
Whiteland Road. The company 
offers repairs for motorcycles 
and ATVs on all makes and mod-
els. Franklin welcomes The Fly-
ing Frog Bed & Breakfast to the 
community.

Gamerz leased 3,600 square 
feet at Greenwood Corner Shops 
located at 8735 US 31 South. 
Footloose Foot Spa leased 2,000 
square feet at County Line Cor-
ner on St. Peter Street across 
from the mall. Foot massages 

and reflexology is the newest rage in Johnson 
County.

Ella’s Frozen Yogurt located at Fairview Cor-
ners has leased an additional 1,289 square feet 
of space as its business continues to grow. A 
small room for special occasions, such as birth-
days or meetings, is now open. The old Main 
Source Bank is demolished at the corner of 
State Road 135 and Fairview Road making way 
for the Kroger’s new gas station.

Something Around a $1.00 has opened at 
2159 Independence Dr. in Summerfield Cross-

ing. Hooray for the dollar stores that actually 
sell items for a dollar!  Tri-Vas Capital has pur-
chased Country Center Shoppes at 1101-1140 
State Road 135 in Greenwood.  Older retail cen-
ters are now being acquired by new investors 
and remodeled to attract new businesses.  

The post-election world will have a positive 
effect on real estate in our community. The 
wait-and-see approach is over and the country 
will have direction and be able to make deci-
sions.  We look forward to moving ahead.

Rebooting commercial real estate

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

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

December Chamber of 
Commerce Meetings

6 - Greenwood Chamber of 
Commerce (Holiday Open House); 
Thursday, Dec. 6, 4 - 6 p.m.,  Valle 
Vista Golf & Conference Center, 755 
E. Main St., Greenwood, IN 46143. 
For more information, contact (317) 
888-4856.

12 - Greenwood Chamber of 
Commerce (Membership 101); 
Wednesday, Dec. 12, 9 -10:30 a.m., 
Greater Greenwood Chamber of 
Commerce, 65 Airport Pkwy., Suite 
140 Greenwood, IN 46143. For 
more information, contact 
(317) 888-4856

13 - Franklin Chamber of 
Commerce (Chamber luncheon); 
Thursday, Dec. 13, 12 p.m., Franklin 
College Napolitan Student Center, 
101 Branigin Blvd., Franklin, IN 
46131 For more information, 
contact (317) 736-6334.

Franklin Chamber New Members

Alsip Law Office, P.C.
150 N. Main St.
Franklin, IN 46131
(317) 736-9568

Horton’s Mechanical/HVAC, Inc.
483 S. Windmill Trail
Greenwood, IN 46142
(317) 300-0332

Main Street consulting Company
675 N. Main St.
Franklin, IN 46131
(317) 459-4765

Personal Benefits Service, LLC
14074 Trade Center Dr. Suite 135
Fishers, IN 46038
(317) 774-9170

Greenwood Chamber 
New Members

Arthur Murray Dance Studio
Barbara Leininger
954 N. St. Rd. 135
Greenwood, IN 46143
(812) 334-0553

Baskin Robbins
Charlie O’Connor
1280 US Hwy. 31 N.
Greenwood, IN 46142
(317) 997-7388

Bath Filter
Bron Dailey
5701 W. 85th St.
Indianapolis, IN 46278
(317) 388-8760

Beatty Insurance Agency
Michael L. Beatty
1842 US Hwy. 31 S.
Greenwood, IN 46143
(317) 887-3475

Binkley Wealth  
Management Group
Jeff Binkley
6319 E. US Hwy. 36
Avon, IN 46123
(317) 697-1618

Compelling Content, LLC 
Mark Clark
200 Dockside Dr.
Greenwood, IN 46143
(317) 690-0555

Cottingham Reality/ Apprasial Inc.
Debbie Cottingham
3209 W. Smith Valley Rd. Ste. 104
Greenwood, IN 46142
(317) 535-2938

Firestone complete Auto Care
Charles Gill
260 S. St. Rd. 135
Greenwood, IN 46143
(317) 888-1545

Franciscan Immediate  
Care Center
Lesa Neeman
1001 N. Madison Ave.
Greenwood, IN 46142
(317) 888-5968

Frannet of MidAmerica
Jim Gleason
8520 Allison Pointe Blvd., Suite 220
Indianapolis, IN 46250
(317) 850-8851

Greek Brigade, Inc
Jon Wright
520 N. St. Rd. 135 Suite E
Greenwood, IN 46142
(317) 622-8602

Indianapolis on the Cheap
Julie Sturgeon
157 Sycamore Ln.
Greenwood, IN 46142
(317) 888-6146

IT Works Global
Amber Fields
1207 Bull Run Dr.
Greenwood, IN 46143
(317) 714-9566

Kim Shell
962 Waveland Circle
Greenwood, IN 46143
(317) 697-7572

Lend a Hand Landscaping, Inc.
Marty Lenahan
393 Allison Ct.
Greenwood, IN 46142
(317) 979-1082

Little Caesars Pizza
Dawn Seike
670 S. US Hwy. 31
Greenwood, IN 46142
(317) 885-7200

Merchant Rewards  
International, LLC
Joe Laker
600 E. Carmel Dr.
Carmel, IN 46032
(317) 819-8344

myORTHOTEAM.com
Kim Foote
8141 S. Emerson Ave.
Indianapolis, IN 46237
(317) 888-1051

NTsupply.com
Todd Anthony
2011 Southtech Dr. Suite 100
Greenwood, IN 46143
(317) 536-7445

Oxford Financial Group
Richard Hall
11711 N. Meridian Suite 600
Indianapolis, IN 46280
(317) 805-5275

STAR Financial Bank
Sarah Christofferson
3610 River Crossing  
Prkwy, Suite 100
Indianapolis, IN 46240
(317) 467-7600

Stewart’s Custom Closets, Inc.
Ron Stewart
1263 Vista Way
Greenwood, IN 46143
(317) 300-8174

Target Metabolism
Jessica Drager
1642 Olive Branch Park Lane
Greenwood, In 46143
(317) 885-3400

Village Bible Church
Ken Dalton Rd.
955 Monteray Rd.
Greenwood, IN 46143
(317) 414-9477

Wells Fargo Advisors Financial 
Network LLC.
Debra Spencer
633 Library Park Dr. Suite E
Greenwood, IN 46142
(317) 215-2825

Sales Leads Newly Incorporated 
Businesses through  
December 10, 2012

Amity Acres
Christina R. Schindler
3795 S. 550 E.
Franklin, IN 46131

Beijing Herbal Foot Massage
Qiauling Zhau
2801 Fairview Place, Suite C
Greenwood, IN 46142

Beverage Express
RSE Inc.
P.O. Box 383
Crawfordsville, IN 47933

The Covenant Alliance
Briar A Colwell
4276 Country Lane
Greenwood, IN 46142

Drywall Repairs
Daniel J. Jackson
100 W. Broadway, Suite 100
Glendale, CA 91209

Moran’s Enterprises
Shaun Moran
400 Euclid Ave.
Greenwood, IN 46142

New York Clothing Co.
Veronica M Chouinard
3299 Hurst St.
Whiteland, IN 46184

Nicole’s Personal Creations
Mark Mitchel
Nicole Mitchel
86 W. Paz Dr., Apt. C
Greenwood, IN 46142

Nut Houch Art Gallery & Shop
Angela Nuttle
Earline Houching
1461 Woodfield Dr.
Greenwood, IN 46143

Olive Branch Est. 
 Maintenance Group
Donald J. Daniels
1544 Olive Branch Circle
Greenwood, IN 46143

Patient Access  
Transportation (PAT)
J Joan Massengill
1135 Southpointe Dr.
Franklin, IN 46131

Tan Worx
Christian Potter
Emily Potter
748 Scotch Pine Dr.
Greenwood, IN 46143

Treasured Relics Photography
Joanna M. Tucker
1543 Tulip Dr.
Franklin, IN 46131

U-Haul at Heartland Storage
Abigail Shuck
Todd Shuck
Denise Shuck
711 Commerce Dr.
Franklin, IN 46131

US Nails
Ann Phuong Vu
640 US Hwy. 31, Suite C
Greenwood, IN 46142

SBA Guaranteed Loans

Boone County

IGH Steel Fabrication, Inc.
1334 W. Main St. 
Lebanon, IN 46052
$155,700
The Farmers Bank, Frankfort  

CK Opportunities, Inc.
11750 E. 200 S.
Zionsville, IN 46077
$80,000
$40,000
Lake City Bank 

Hamilton County

AllCare Rheumatology, LLC
18077 River Rd., Suite 206 
Noblesville, IN 46062 
$210,000
$ 50,000 
KeyBank

Hotbox Carmel, LLC
1 East Carmel Dr.
Carmel, IN 46032
$139,500
Ameriana Bank 

The Polygraph Group, LLC
813-815 Westfield Rd.
Noblesville, IN 46062
$172,000
Indiana Statewide Cert. Dev. Corp. 

Flywheel Fitness, Inc.
4218 Alverdo Lane
Carmel, IN 46033
$30,000
Chase Bank 

Raewell Enterprises, LLC
12510 East 116th St.
Fishers, IN 46037
$ 60,100
Ameriana Bank 

KBIC LLC
10420 Hague Rd., Suite F
Fishers, IN 46038
$  50,000
The Huntington National Bank 

Theatrical Rentals, LLC
10019 Brooks Edge Circle
Fishers, IN 46040
$25,000
The Huntington National Bank 

Hendricks County

R & M Electric, Inc.
917 Tyne Circle
Danville, IN 46122
$150,000
Forum Credit Union 

Children’s School of Brownsburg
1065 Patrick Place
Brownsburg, IN 46112
$668,000
Premier Capital Corporation 

Johnson County

SBK Services, LLC
3227 Woodhaven Way
Bargersville, IN 46106
$50,000
Citizens Bank 

Stor-A-Lot Storage
6601 N. U.S. Hwy. 31
Whiteland, IN 46184
$394,000
Indiana Statewide Cert. Dev. Corp. 

Marion County

The Laundry  
Connection of Indiana
7329 W. 10th St.
Indianapolis, IN 46214
$108,000
Indiana Business Bank 

Kenneth A. Smith, Jr. dba Superior
7620 N. Chester Ave.
Indianapolis, IN 46240
$3,500
$5,000
The Huntington National Bank 

Nation Wide Medical Review
7160 Graham Rd.
Indianapolis, IN 46250
$226,000
Premier Capital Corporation 

Mama R’s Trattorias Bridgewater
2132 W. Southport Rd.
Indianapolis, IN 46217
$293,000
Community First Bank of Indiana 

CG Bear Enterprises, Inc.
7301 W. 10th St.
Indianapolis, IN 46214
$275,000
Community First Bank of Indiana 

L.D. Smith Plumbing, Inc.
4646 Rockwood Ave.
Indianapolis, IN 46208
$20,700 
The Huntington National Bank 

Ram Lodging, LLC
401 Washington St.
Indianapolis, IN 46204
$3,200,000
The Farmers Bank, Frankfort  

Northwind Electronics, LLC
9402 Uptown Dr., Suite 1100
Indianapolis, IN 46256
$33,000
$35,000
First Merchants Bank 

Jerry Rose DDS, Inc. 
8130 S. Meridian St. 
Indianapolis, IN 46217 
$50,000
The Huntington National Bank 

Kins Hospitality Group, LLC 
2930 Waterfront Pkwy. West
Indianapolis, IN 46214
$1,875,000
Hanmi Bank 

David Taylor dba Taylor Law Firm
8730 Commerce Park Pl.
Indianapolis, IN 46268
$25,000
The Huntington National Bank 

A Yellow Bucket, LLC
1945 N. Graham Ave.
Indianapolis, IN  46218
$10,000
Chase Bank 

Barkefellers West, LLC
8151 Country Village Dr.
Indianapolis, IN 46214
$1,015,000
Premier Capital Corporation 

Associated Drywall Partners, Inc.
2920 N. Arlington Ave.
Indianapolis, IN 46218
$1,250,000
$ 350,000
Stock Yards Band & Trust Co.

Roller City, Inc.
6445 W. Washington St.
Indianapolis, IN  46241
$155,500
Chase Bank 

AGP Automotive, Inc.
2502 N. Arlington Ave. 
Indianapolis, IN  46218
$322,700
Chase Bank 

Jeffery A. Benz dba IPCD 
Engineering
8402 Notting Hill Dr.
Indianapolis, IN 46234
$48,000
The Huntington National Bank 

Champlin Group, LLC
1712 N. Meridian St.
Indianapolis, IN 46202
$350,000
KeyBank

Circle City Rebar, LLC
6722 Aintree Ct. 
Indianapolis, IN 46250
$350,000
KeyBank

Murphy’s Wallbed
3450 Developers Rd.
Indianapolis, IN 46227
$618,000
Premier Capital Corporation 

Morgan County

After Action Medical and Dental
5231 E. S.R. 144
Mooresville, IN 46158
$300,000
BMO Harris Bank

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

Mary Elise Hodson, MD, is the latest recipi-
ent of the Healing Hands Award presented by 
Franciscan St. Francis Health. Hodson, a mem-
ber of Franciscan Physician Network Pediatric 
Associates of Greenwood, recently received the 
award which recognizes physicians for their ex-
cellence in clinical skills, patient relations, re-
search and stewardship. Board-certified in fam-
ily medicine, she graduated from the Michigan 
State University College of Human Medicine 
in 1989 and completed her residency training 
at Methodist Hospital of Indiana and at Michi-
gan State-Kalamazoo Center for Medical Stud-
ies. She has been affiliated with Franciscan St. 
Francis for several years.

Greenwood pediatrician 
saluted for stellar care

From left, Dr. Joe LaRosa, Dr. Christopher Doehring,  
Mary Hodson (MD) and Dr. Isaac J. Myers II
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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.


