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IU HEALTH WEST HOSPITAL
West 10th Street and Ronald Reagan Parkway in Avon

Preventing cancer 
creates the 
most survivors. 
( Detecting it early 
is a close second)

The Cancer Center at Indiana University Health 

West Hospital is committed to blending innovation 

and expertise with compassion and understanding 

to provide patients with a true healing sanctuary 

environment: for cancer diagnosis, treatment 

and recovery.

Schedule your mammogram today. Call us at 
317.217.3272 to make an appointment, or visit 

us online at iuhealth.org/westmammogram

At the same time, IU Health West is working every day to help the people 

we’re privileged to serve stay cancer free, and detect the disease at its earliest stages.  

Our fellowship-trained breast care experts recommend annual mammograms for women starting at age 40. If you have 

a family history of breast cancer, talk to your doctor about whether you should begin screening mammograms sooner.  

In honor of Breast Cancer Awareness Month, IU Health West is offering convenient early morning and weekend 

mammograms to make it easier for you to care...for you. It’s one of the most important dates you’ll make all year.

©2013 IU Health
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I must admit I was a bit skeptical when 
the idea to change the Plainfield Chamber 
of Commerce membership meet-
ing from the morning to a luncheon 
was first discussed. Selfish reasons, 
of course. I always enjoyed get-
ting up early and beginning my day 
meeting people – no matter the size 
of the group –  and, the fresh smell 
of coffee was always a great way for 
me to start the day as well.  Most 
importantly to me, though, was the 
fact that by 9 a.m.  I could begin my 
day and because of the usual posi-
tive experience at the PCC meeting, 
it usually began on a positive note. 

I like luncheons, don’t get me wrong. I just 
didn’t think the morning meeting was broken 
– I apparently was wrong.

At its September luncheon, which was the 
annual developers’ meeting, over 160 were in 
attendance. I have been going to PCC meet-
ings for 8 years and the September meeting is 

by far the largest group of people I have seen 
at one. It hasn’t just been this meeting, but 
numbers seem to be up since the new format 
was installed. Congratulations to Brad DuBois 

– who has been at the helm since 
2011 - and his team (staff and board 
of directors).

…………

The chamber’s annual dinner will 
be Tuesday, Oct. 15 at Five Star Ca-
tering at the Palms, 2353 E. Perry 
Rd. Rep. Todd Rokita will be the 
keynote speaker. The chamber’s 
new year begins in October and the 
dinner is used to install new officers 
and hand out awards.  A social gath-
ering begins at 6 p.m.  There are still 
sponsorship opportunities. This is 

one of my favorite chamber events, so I would 
encourage you to attend. Reserved seating is 
$40 – RSVPs are required by Oct. 8. For more 
information at (317) 839-3800 or visit www.
plainfield-in.com.

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

Plainfield Chamber’s  
call to switch meeting  
formats is a good one
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WELCOME
TO THE TEAM

JERRY.

Avon Brownsburg Brownsburg Square Danville	 Plainfield
963 N. SR 267 1 E. Main St. 11 Northfield Dr. 23 S. County Rd. 200 E. 1649 E. Main St.
272-7055 852-2268 852-6518 745-0501 839-2336

Your Community. Your Bank. Since 1908.

HendricksCountyBank.com

Come by and see your local neighbor Jerry. As our newest  
loan officer, he will provide your best personalized financial options.

 
We offer an array of business lending products, from term loans  

to mortgages and lines of credit. Each are designed to give  
your business access to the capital needed to grow and thrive  
in a competitive market. We’re locally owned and managed,  

so decisions are fast. Jerry will work hard to customize  
a loan structure that meets your needs.

Looking for a business loan?
Jerry Orem, Senior Vice President

Specializing in Group Employee  
Benefits for Over 20 Years

Lori S. Howe
Plainfield, In 46168

Office: (317) 745-7341
Email: Lori@LSHowe.com 

www.LSHowe.com

• Health Savings Accounts
• Short Term Medical Coverage  
• COBRA Consultations
•  “Affordable Care Act” Consultations

We strive to get  
your business the  

best rate possible…  
call us today!

In addition, we offer the following:

Local company announces business partnership

The Inventory Institute™ and National 
Inventory Certification Association™ (NICA) 
announce a partnership in the asset inventory 
industry. Under the terms of this agreement, 
the Inventory Institute has recognized 
NICA as the official certification authority 
for the asset inventory industry. The two 
organizations joined forces through the 
business partnership to continue service to 
the industry. The Inventory Institute provides 
the following: industry resources, annual 

conference of networking and education, 
project management for large inventory 
projects, and referrals and recognition 
through individual web pages linked to 
members’ Web sites. National Inventory 
Certification Association offers the following: 
certification as a certified inventory specialist, 
continuing education, credibility through CIS 
designation, and recognition in the member 
directory with a live link to each member’s 
Web site. Along with the announcement of 
this partnership, the two organizations have 
launched a joint membership drive through 
2013. 

BUSINESS BRIEF

SAVE
AT 

WORK

The more you save, the more you save.

Your competitive edge relies on big ideas and small details.  

POWER MOVES has both, with programs that help you save 
on upgrades and then save every month with

•  Rebates on HVAC, lighting, and other energy-efficient upgrades

•  Special programs for schools and farms

•  Incentives for new construction projects

Contact our Energy  
Advisor at (317) 745-5473  
or visit PowerMoves.com  
for more information.
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My mind is in a fog. It’s been a few min-
utes since I put down my smartphone and left 
the saga of Candy Crush, and already I feel 
the need to go back. I want to do it 
more. I get requests from my grow-
ing number of friends and their 
friends for extra lives and tickets to 
continue to play this game on my 
smartphone.

The game is free in the beginning. 
Each subsequent puzzle increases 
in difficulty. Once you accomplish 
a level, you need to work harder to 
conquer the next level. But when 
you do conquer it, the euphoria 
is gleeful. Soon you’re neglecting 
the yard, the laundry 
and the kids. You are 
constantly badgering 
Facebook friends for 
extra lives or tickets to 
maintain your “high.”

The crush of the 
candy is your soul. (Evil laugh coupled with 
praying mantis hands while lightning strikes 
appear on an otherwise sunny day.)

The saga is sweeping the globe. As of last 

March, the smartphone version of the game, 
released in November of 2012, has surpassed 
Farmville 2 as the most popular game on 
Facebook. 

These kinds of obsessions are happening 
more often to more seemingly normal people. 

Estimates place gaming at 3 billion 
hours per day.

And the game gets away with she-
nanigans that never happen within 
the workplace. Not completing the 
puzzle is met with a screen pro-
claiming, “You failed!” We get no 
money for playing. Yet, our addic-
tion grows. We don’t take it person-
ally; we just keep playing hoping for 
a two chocolate donut combo that 
wipes our board clean.

So why isn’t it similar in our jobs? 
Where’s the mental 
rush in our jobs?

Game design-
er and futurist au-
thor Jane McGoni-
gal believes that we 
are at our best when 

we play games. We are more collaborative, 
helpful, dedicated, and persistent in a game 
world. In short, we are the best that we can be. 

Games give us incentives to learn the “habits 
of heroes” as she says in her 2011 book Reality 
is Broken. Turning real life or mundane tasks 
into a game could solve some of our problems.

Despite the protests at your local burger 
joint, money isn’t the only thing that can en-
rich lives.

Many executives and entrepreneurs scoff 
at this game-play notion, but isn’t the thrill 
of succeeding in your own business similar 
or greater than the thrill of winning a difficult 
game of chess? You may not agree with Mc-
Gonigal’s hypothesis that playing video games 
could help us solve world hunger or health-
care issues, but you cannot deny that there 
is an untapped resource of teenagers, young 
adults, and even middle agers who lose them-
selves in the quest to crush candy, or build a 
farm, or save the world from fantastical crea-
tures. If we could harness that power, don’t 
you think it could make a difference in your 
workplace?

Seems like we could all use an epic win that 
would encourage us not to give up on real life.

Gus Pearcy
Columnist

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

The crush of my heart is a game

Small business statistics 
to get you thinking

About a month ago, Forbes.com re-
leased an article of surprising statistics 
about small businesses – a small busi-
ness is defined by the SBA as an employ-
er with fewer than 500 employees. While 
most of the material was repetitious in na-
ture, there was some valuable information 
worth mentioning. 

First off, of the 28 million small busi-
nesses in the U.S., 22 million are self em-
ployed with no additional payroll or em-
ployees.  This statistic says a couple things 
about the American small business own-
er.  He is very hard working and deter-
mined, not afraid to try something on his 
own. You must keep that energy and en-
thusiasm for success alive.

Secondly, according to the article, sev-
en out of 10 new businesses make it at 
least two years and half survive at least 
five years. Startlingly enough, only a quar-
ter of small business stay in business 15 
years or more. While Americans aren’t 
afraid to start a new business venture, 
the sustainability of the business remains 
in question. What are you doing in your 
business right now to ensure that your 
company survives?

Thirdly, the article stated that 50 per-
cent of the work force, 120 million work-
ers, is employed by a small business. What 
a large number of workers employed in 
“small” businesses!

America truly is the land of opportu-
nity. It is a place where dreams and ideas 
can become reality.  What are you doing 
in Hendricks County to make your wild-
est dreams come true?  What about the 
dreams of your customers and clients?

Kudos to Strout,  
owner of Flip Zone

Plainfield business owner Stephanie 
Strout was recognized a couple of weeks 
ago by Fox 59 morning news for a pro-
gram at her gym for Autistic children.  
Strout, an Avon resident, opens her gym 
free of charge for a special program to 
families with Autistic children.  Children 
from all over central Indiana take part in 
her outreach. She has a love and passion 
for these children unmarked by the love 
that most people have for their charitable 
causes.  

Each year, Strout holds a fundraising 
event for Autism Society of Indiana. This 
year, she sponsored a golf outing at Prest-
wick.  Rooted in a passion for her cause, 
Strout exemplifies giving back to the com-
munity that has given her so much.  

VIEWS

HUMOR

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 time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

“…the game gets away with 
shenanigans that never happen 

within the workplace.”

Sweat equity is 
the most valuable 

equity there is. 
Know your business 
and industry better 

than anyone else 
in the world. Love 

what you do or 
don’t do it.

~ Mark Cuban
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Compassion is way of life  
for Sheryl Sackett-Francik

www.statebankoflizton.com | (866) 348-4678

October is
Get Smart 

About Credit
Month

We’ve never left 
our roots.

Sheryl Sackett, President
FUZE Design, Inc.
6685 Northside Drive
Brownsburg, IN 46112

0 (317) 852.FUZE (3893)
C (317) 442.1227

Sheryl@fuzedesigninc.com
www.fuzedesigninc.com

Best business decision you ever made: 
Twelve years ago, I decided to start my 
own graphic design firm, and never 
looked back! Design is my passion. 

Worst advice you ever received: I am 
not sure I ever received bad advice, but I 
learned the hard way that you should nev-
er put all your eggs in one basket! 

In five years, I want... to be able to grow 
my business to service larger clients and 
configure it so that I can also use my tal-
ents to help non-profits as well. 

My secret to success... I treat every cus-
tomer as if they are my only customer. I sit 
down with clients and get to know them 
on a personal level to figure out what 
drives them. I also still concept my ideas 
with pen and paper before I jump on the 
computer and try to weave fun and hu-
mor into each and every project.

How did Sheryl do it?

The List
Five books, or five movies, or five 
albums that have had an influence on 
your life…
Albums: 

n  I Can Only Imagine (Mercy Me)

n  The Generous Mr. Lovewell (Mercy Me)

n Burning Lights (Chris Tomlin)

n  How Great is Our God  
(Chris Tomlin)

n Tonight (Toby Mac)

Christian music helps keep me grounded, 
keeps me thinking positively, and helps me 
keep everything in perspective through my 
walk with God. It’s very addicting and has 
changed my life!

FEATURE

COVER STORY

By Gus Pearcy
All you need to know about Sheryl Sackett-

Francik is that she attended Ball State Uni-
versity on a “Smile” scholarship. It was a full 
ride paying every expense for the four years. A 
wealthy parishioner in the church, where her 
father was the pastor, liked the way Sackett-
Francik smiled as she stood among the aco-
lytes. He offered to pay for her college.

The story is indicative of her positive per-
sonality and approach to life. She really hasn’t 
stopped smiling yet.

Sackettt-Francik owns and operates FUZE 
Design Inc., a full service advertising and mar-
keting firm. She has created a powerhouse 
agency that has worked on many national cli-
ents, as well as local businesses. Not bad for a 
Muncie girl whose smile got her through col-
lege.

Art was her passion, but when she got to 
Ball State University she happened on a term 
she hadn’t heard before: Graphic Design. 
Here, she could stay in a creative endeavor 
and make a living. She had a couple of fortu-
itous internships and early experience with a 
new computer called a Macintosh. All this led 
to her having a job straight out of college in 
Chicago.

But Sackett-Francik’s Hoosier roots beck-
oned her back to Central Indiana where she 
went to the Yellow Pages for a job designing 
ads.

“The guy looked at my portfolio and he 
goes, ‘I could give you a job here but in all 
honesty, I’m going to do you a favor,’” Sackett-
Francik recalls. “He said, ‘You don’t want to 
work here for the rest of your life. You are too 
good for that.’”

He introduced her to head of the Jackson 
Group, a bigger firm. From there she worked 
at several ad agencies and worked on sever-
al client projects. Her dream was having her 
own business, and when one of the Partners 
at MZD approached her about starting their 
own agency, she jumped at the chance.

“So we had the business plan,” she said. “We 
had $2 million in clients that were going to 
follow us. We were looking at office space. We 
were ready to sign the lease. We had contracts 
all drawn up. And we went out to lunch one 

day to sign on the dot-
ted line and he goes, 
‘I have some news! I 
took a job at Wired 
World.’”

The shock of los-
ing her partner shook 
Sackett-Francik to 
the core. She realized 
that having her own 
agency was in her 
heart. Her husband 
encouraged her to go 
it alone. That was 12 
years ago. Since then 
FUZE Design has 
worked on several 
projects for such high 
profile clients as Coca 
Cola, Hoosier Lot-
tery, Indiana State Fair, IndyGo, United Way, 
St.Vincent Hospital, Roche Diagnostics, Eli 
Lilly and Company, Bryant Heating and Cool-
ing, and Resort Condominiums International.

She also has many local clients who all 
speak glowingly of her abilities and design. 
FUZE has won an Addy award for web design.

A dog lover most of her life, Sackett-Fran-
cik became very involved in animal welfare for 
the last three years. Her marketing and orga-
nizational skills have helped change the way 
animals are treated in Hendricks County.

Four years ago, Courtney Sackett, then the 
11-year-old daughter of Sheryl, raised $4,000 
to help an aging paddle boat in North Web-
ster, Ind. The project was entered in a Barnum 
& Bailey Circus philanthropy contest where 
Courtney won another $1,000 to seed more 
projects. This was the genesis of the Bow Wow 
bash which originally was to raise money for 
the bark park opening in 2015 at Cardinal El-
ementary in Brownsburg. The event was very 
successful and just had its third annual rais-
ing another $8,300 for Misty Eyes Shelter in 
Brownsburg.

The Bow Wow Bash is also an adoption 
event. So mother and daughter go to the Hen-
dricks County Animal Shelter to see if the 
staff will bring out some dogs to be adopted. 
Sheryl was shocked when she was told that 
the dogs weren’t allowed out of their cages. 
They weren’t allowed to go out and potty or 
even just to get some fresh air. That’s when 

she created Allies for 
All Animals.

“Allies was tax-pay-
ing citizens,” Sackett-
Francik explained. 
“Different from thei 
organization called 
the (Hendricks Coun-
ty) Humane Society, 
we were the tax-pay-
ing citizens. We were 
paying the salaries of 
the (County) Com-
missioners and the 
salaries of the shelter 
staff and we should 
be able to say what 
should happen with 
our shelter.”

The group of con-
cerned citizens began to make their presence 
known, bringing their complaints to the com-
missioners and other government entities. 
This long list included things like daily walks 
for the animals and later hours for the shel-
ter to allow for after-work adoptions, but the 
most important demand was a separation of 
the Animal Control Department and the An-
imal Shelter. This was finally accomplished 
earlier this year when the Hendricks County 
Commissioners.

Cherie Fox, one of the founders of Misty 
Eyes, a full-size adoption center where pets 
can stay overnight, says the getting the pro-
ceeds from this year’s Bow Wow Bash was 
more than she could have ever expected.

“(Sheryl) and her daughter Courtney are an 
amazing pair of women,” Fox said. “For them, 
it’s all about Hendricks County and the care 
and welfare of the homeless pets.”

“She’s the most talented graphics artist I 
ever met,” said Jack Klemeyer, another client 
of FUZE. She takes the time to sit down and 
understand the needs of the client as well as 
their personality. Then she turns these con-
cepts into images.”

Previous client list: Coca Cola, Hoosier Lot-
tery, Indiana State Fair, IndyGo, United Way, 
St.Vincent Hospital, Roche Diagnostics, Eli Lil-
ly and Company, Bryant Heating and Cooling, 
and Resort Condominiums International to 
name just a few.

Lighting the FUZE

Sheryl doing a celebration dance with the two  
Bow Wow Bash mascots: Bow Wow and Spot.

Submitted Photo
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Howard Hubler
Columnist

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

Who would have thunk it?

Well, I guess you heard what the number one 
show is on TV? No, it is not Mistresses; no, it 
is not some dancing show – it is Duck Dynasty. 
You got it. As the saying goes, who would have 
thunk it? Here we have a TV show based on a 
family with real values making some 
unusual tool, a duck caller, and mil-
lions of Americans tuning in week-
ly. What is the key to the success? 
Simply put, the family that owns the 
business put themselves out there. 
They tell the community who they 
are and what they stand for. They be-
lieve whole heartedly in the quality 
of their product. Yes, they are funny 
and engaging, but what about the 
other successful TV business reality 
shows that don’t have ZZ Top-like 
people as owners making uplifting funny wise 
cracks all of the time?

My mind goes to that show with that mean 
guy who goes into your restaurant that is on 
the rocks and tells you how lousy your food 
is. To top it off, he tells you that your ser-
vice is lousy, and your decor is despicable. 
Now, what kind of an uplift is that? It’s called 
Restaurant:Impossible. This guy, Robert Irvine, 
makes the food inspector look like a welcome 
friend. Irvine is basically just a professional 

mirror. He invites the base of customers into 
the restaurant and creates an artificially busy 
night of dinning at the local bistro in question. 
He then goes around to the tables and asks pa-
trons their opinions of the food, service and the 
like. To say the least, they dine here in spite of 
the food. Then Irvine goes to the large 50 gallon 

plastic garbage can that most restau-
rants have in the kitchens. He watch-
es the wait staff “slap” the plates on 
the side of the can, often discarding 
half of the meal or better, before tak-
ing them to the dish washer.

Now, what is the most important 
part of this illustration? He is getting 
crucial information that any 

restauranteur could get himself if 
he just opened up his eyes and ears. 
No, he does not need to hire a pro-
fessional restaurant menu special-
ist for thousands of dollars; he just 

needs to be completely aware. The part that I 
get a kick out of the most, is the owner’s com-
mitment to his food recipes. They are in com-
plete denial on this. At this point, the host of 
the show has told him that customers had neg-
ative responses to the food; he has been forced 
to watch the food go into the 50 gallon can, as 
leftovers are not considered fit for a doggie bag. 
Yet he is still in disbelief! He has the free ser-
vice of a professional business coach that does 

this for a living, but the owner feels that all of 
his challenges are unique to his place, and the 
show host has never encountered these things. 
You can see, “Gimme a break” written all over 
Irvine’s face. “I got those recipes from my Ital-
ian grandmother and they have served this res-
taurant for years”, the owner laments. Where 
by the host/counselor indicates that competi-
tion may have allowed for some historical suc-
cess, but his particular restaurant is facing so 
much external competition now that his dear 
departed grandmothers’ mundane sauce won’t 
impress the dinning market today in this com-
munity. 

Now, the owner understands the show host 
does this “schtick” many times a year and has 
success on his side. However, not until the ten 
thousand dollar interior makeover and the “re-
veal” does it start to dawn on him: This man 
is real. Then when he sees him in the kitch-
en practicing his craft, and he taste Summers 
new sauce, is he kind of won over. Then once 
he hears him teach the kitchen and wait staff 
how to present the new menu and to “plate” 
the dinner up, is he fully committed to Irvine. 
On introduction night, all of the community 
is treated to the new digs. As the restaurant is 
full, with a line in the lobby waiting for their 
reservation time, the restaurant owner finally 
completely “gets it”. However, does it ever oc-
cur to him, “What have I missed for all of these 

years? Could  all of my stress of running this 
business been avoided through some serious 
effective introspection?”

Well, in closing, the answer is a resound-
ing, “Yes”. Of course. Now, as the pastor says 
on Sunday morning, if this does not have a per-
sonal application for you, it was all for naught. 
These restaurants that are on the show were 
all on their way to going broke. Hopefully your 
business is not on life support. However, you 
get the message that the show may be trying 
to deliver, in addition to just mindless enter-
tainment. Are there elements of your business 
that demand change, that with some self-crit-
ical evaluation, and solicitation of opinions of 
employees and customers, may be as obvious 
to you as they are to host Irvine? Do you know 
what a pig does for a living? He roots. What is 
rooting? This is the pushy act of getting to the 
bottom of a problem that is otherwise obvious. 
Yes, this week do some rooting and see if your 
business sauce doesn’t need a new recipe.

BUSINESS TALK

PEER TO PEER

Some people get back 
to their roots.

We never left ours.

As a community bank, there’s no question 

about our focus. We’re here to serve the 

people who live and work here. Investing in 

our community with flexible products and 

services, highly personalized service and 

local decision-making is our priority and 

our pleasure. So, stop by for a coffee and a 

chat. We’d love to show how State Bank of 

Lizton can go to work for you.

10 Hendricks and Boone County locations

866.348.4674
www.statebankoflizton.com

Get to Know Us A Little Better. 
Featured Banker of the Month:

Diane Stennett
VP, Commercial Banker
Direct Line: 858.6144
dstennett@statebankoflizton.com
900 E. 56th Street,  Brownsburg
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Four new Board members have joined the 
current Board of Family Promise of Hendricks 
County. Mike Hostetler is a manufacturing 
executive and, along with his wife Jill, has helped 
to develop other Family Promise affiliates in 
Indiana and South Carolina. Jill has also held 
the position of executive director. Erin Tanner 
is finance and IT director with Peace Learning 
Center. Janie Smith is a Community Liaison 
with the Children’s Bureau Community Partners 
for Child Safety. Other members of the board 
include Larry Champion, Dr. Mike Hartley, Tim 
Campbell, Debi Campbell, Sharon Merchant 
and Tammy Brinkman. Family and Promise of 
Hendricks County is a newly formed homeless 
initiative.

Homeless initiative 
in Hendricks County 

introduces  
new board members

The final three months of the calendar year 
are upon us. This is the play off for profits sea-
son for most business owners. And not just the 
retailers – many service companies 
get higher revenue opportunities in 
the fall as well. Here are some ideas 
to help you make the cut and insure a 
profitable year. Customers have many 
choices so you need to up your game 
and focus your marketing efforts.

Begin by adding some polish to 
your brand. Make sure your visuals 
and message are consistent through 
all media channels you use to pro-
mote your company. What is your 
value proposition? This needs to be 
dominant in any pro-
motion. Make sure 
you and your staff can 
articulate this easily in 
one to two sentences. 
Remember the new 
market rules – you 
can’t “sell” them any-
thing you have to address a real or perceived 
need that the consumer has. Tell a good story 
about your product or service and how it helped 
a client. Encourage your staff to have its own 

collection of stories ready to tell. Publish testi-
monials and you will see your best sales people 
are your current satisfied customers.

Keep your staff focused on the company vi-
sion and ask for feedback. Listen and try to in-
corporate any good ideas no matter how small. 

Sometimes a small employee recom-
mended change can add value and 
keep the staff engaged. Your custom-
ers win and you win by decreasing 
staff turnover. If you are thinking of 
making a big change test your idea 
and ask you current valuable custom-
ers what they think. Testing ideas this 
way can give you a reality check and 
often allow for even better product/
service additions because you have 
been able to find out what the custom-
ers want and instill loyalty. 

Check your suppli-
ers and make sure you 
are getting the best 
value. Find out if they 
offer any co-op pro-
motional opportuni-
ties to sponsor events 

or advertising. Many times they will have edu-
cational or artisanal events they can sponsor 
that your customers will love and you don’t have 
to fund. Look for ways to work with other small 
business owners to sponsor group advertised 

events that combine business with a local en-
tertainment event. Work with your staff to pick 
a local charity partner you can support with an 
event and ongoing company support. This com-
munity involvement will solidify your company 
with the locals and help customers feel owner-
ship for your success as well. 

You will have a winning season by keep-
ing your focus on these fundamentals. They 
work. In my neighborhood I have easy access 
to big box home centers for garden and hard-
ware items yet I don’t go there for most things. 
I go to my locally owned hardware store Sulli-
van’s Do It Best Hardware store.  I sometimes 
even pay more for an advertised item. Why do I 
shop there? Because they can help me find what 
I need quickly, they hire local youths from the 
neighborhood, support school events and in the 
rare event that I have a problem with something 
I can simply tell them the problem and they al-
ways make it right. Sullivan’s offers quality items 
at a good price but more importantly they have 
knowledgeable staff and have built a good com-
munity relationship so they are rewarded with 
my loyalty. May your customers do the same!

4th quarter strategy for success
GROWING SMALL BUSINESS

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

Marti Chestovich
Guest Columnist

“Customers have many choices 
so you need to up your game and 

focus your marketing efforts.”
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Leslie and Bob Kasnak have been restoring furniture for 37 years.

“We are very committed. We just don’t sent bad work out the door. 
It’s integrity; we just do it right and stand behind it. We just (work) 

on a level that we would want it to be for ourselves. We don’t 
approach any one project as one size fits all.”

~ Bob Kasnak

“

“ HCBL Photos 
by Rick Myers

FOCUS
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By Nicole Davis
It’s the handcraftsmanship, the way each piece on a furniture 

item is different and fits together in a way that has made it last for 
generations. With some tender love and care, Bob Kasnak says there 
is no piece of furniture he and his wife Lisa can’t decipher when it 
was built and restore. 

Though he says he enjoys all of the items brought into their shop, 
Kasnak Restorations he enjoys the pieces from before 1870, when 
handcraftsmanship was at its peak.

“Just seeing the great variety of American material history that 
comes through the door,” Bob says. “We get to handle these piec-
es of furniture that other craftsman have handled before us. Now 
we’re getting to revive it and that’s pretty rewarding.”

After realizing the talent he had working with his hands, he be-
gan with designing high end furniture in 1976. In 1994 he and Lisa 
focused the business on restorations. Kasnak Restorations is locat-
ed at 5505 N. Co. Rd. 1000 E., Brownsburg, where Bob and Lisa built 
their shop to be more in the country, while staying close enough 
that their clients could come to them. 

Concentrating on personal service, Bob says the first question 
they ask a client is, “What do you not like about this piece right 
now?” This helps get an idea of what is most important to focus on. 
When restoring a surface, he says they found a finish about 10 years 
ago they use with gives the best quality and will last for years.

 “When you look at the low quality in the furniture industry to-
day, you can spend less money restoring an old piece than buying 
new,” Bob says. “We are very committed. We just don’t sent bad 
work out the door. It’s integrity; we just do it right and stand behind 
it. We just (work) on a level that we would want it to be for our-
selves. We don’t approach any one project as one size fits all.”

The fourth quarter of 2012 was the best quarter Bob says they’ve 
ever had, and business is still busier than normal. He credits the 
increase to the Web site for Kasnak Restorations designed in 2009, 
extending its client base.

“Plus we’ve been at it for 37 years,” Bob says. “We have a really 
good client base out there, and have people come from reorders or 
referrals.”

With business going strong, Bob says in five to 10 years he and 
Lisa hope to find someone wanting to further their craftsmanship 
skills and purchase the business, as there will be a continuing need. 
For now, they will continue to offer their best personal service and 
work possible, while enjoying the history of each item brought into 
the shop.

For more information, visit kasnakrestorations.com.

FOCUS

Kasnak Restorations reaches its  
most successful quarter while  

work keeps rushing in

Repair
& 

Restore
Tools of the trade. A rocking chair, waiting to be repaired.

Bob and Leslie ready a pre-Civil War piece of furniture to be repaired.
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Chapman Custom Baths  
makes a splash in Brownsburg

Compiled by Katie Mosley

After relocating to Brownsburg, Jon Chap-
man never thought he would own another 
business. He and his girlfriend, Jessica, moved 
to Hendricks County from Watertown, South 
Dakota last August. While living in South 
Dakota, Chapman owned a kitchen and bath 
business.  He thought he was out of the indus-
try until he said he realized there was a great 
need for this type of business in central Indi-
ana.

Chapman is eager to get the word of his 
business out to the residents of Hendricks 
County. 

 
Why did you open the business? I feel we 
have the best product for people to remod-
el their bathrooms with, a lifetime guarantee 
at an affordable 
price.  We had 
this product with 
our business back 
in South Dakota 
and people loved 
it.  It is mold and 
mildew resistant 

and makes your shower totally seamless.  Also 
if you’re building a new home, this would be 
your best option.  

What did you do to prepare for opening 
your business? We did a lot of research on 
other bathroom contractors and various bath-
room products used in the Indianapolis area 
and realized the need for our product here.

Who is your ideal customer? Our ideal cus-
tomer is anyone who is looking for the #1 
product to build their new bathroom with or 
remodel their existing bathroom who is sick 
of mold and mildew and wants their bath-
room to last a lifetime.

How do you plan to be successful? I will lis-
ten to our customers’ needs and wants and 
give them exactly what they ask for.

What would we 
be surprised to 
learn about you 
and your com-
pany?
Our family just 
moved here one 

year ago in August from Watertown, South 
Dakota.  We had a previous business there 
called Unique Kitchen & Bath.  We did kitch-
en and bathroom remodels.  We moved here 
with our two daughters, Hannah and Sydney.  
This is very much a family business just as it 
was in South Dakota. 

Submitted Photo

Jon Chapman

BUSINESS LOCAL

OPEN FOR BUSINESS

Seminar: boost business 
with referrals

Many business professionals may ask 
themselves at some point during their sales 
career, “Who do I talk to next, now that my list 
of prospects has run out?” On Oct. 30 from 8 
a.m. to 1 p.m. at his seminar, Endless Referrals: 
The Go-Giver Way, author and speaker 
Bob Burg will teach small business owners, 
entrepreneurs and other sales people how to 
build a prospecting and referral process that 
continually creates sales. This seminar will 
be held at the Radisson Hotel Indianapolis 
Airport, 2500 S. High School Road.  For more 
information about this seminar, contact Becky 
Homko at (317) 563-1360 or via e-mail at 
Becky@TodaysBusinessServices.com. 

BUSINESS BRIEF

GYBU October session 
topic to discuss credit  

card processing
Grow Your Business™ University sessions 
are designed to speak to the needs of small 
business owners. On October 25, the topic of 
credit card processing will be front and center 
as Bill Craig of Direct Connect clears the air of 
all the myths and misconceptions surrounding 
credit card processing. Bill Craig is co-owner 
of Direct Connect. He has more than 30 

years experience 
in retail banking and merchant services. 
The session will be held October 25, 2013 
from 11 a.m. to 1 p.m. at Prestwick Country 
Club in Avon. Participants in the Grow Your 
Business™ University session will learn about 
compatibility and compliance with Europay, 
Mastercard and Visa (EMV) protocols. They 
will also learn about the on-going reviews 
necessary to be certain you, as a small 
business, are saving as much as possible while 
collecting income. Be prepared to think about 
how gift cards, check guarantees, discount 
rates and minimum fees could benefit your 
company. Register for this session at www.
GYBUniversity.com. 

BUSINESS BRIEF



businessleader.bz • October 2013   13Hendricks County Business Leader BUSINESS FINANCE

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.

Three Obama proposals 
They could fundamentally change how we save for retirement

In 2011, according to the Employee Ben-
efit Research Institute, Americans 
had about $4.86 trillion invested in 
IRAs and an additional $3.96 trillion 
invested in defined contributions 
plans, including 401(k)s. It’s Octo-
ber and Congressional budget talks 
are in full swing. True to form, this 
considerable amount of other peo-
ple’s money has yet again drawn the 
attention of those in power look-
ing for tax revenue. The president’s 
budget has three targeted proposals, 
among many others, that if adopted, 
could fundamentally change 
how we save for retirement.

Inherited IRA’s: Under cur-
rent tax law, people other than 
spouses who inherit an IRA can 
take withdrawals from the ac-
count over their lifetimes. The 
proposal forces beneficiaries to 
exhaust all funds in the inher-
ited IRA by the end of the fifth 
year after the original owner’s 
death. If adopted, beneficiaries would have to 

withdraw more money each year thus having 
to pay more in taxes. The proposal does have 
a carve-out for certain beneficiaries, including 
those who are disabled.

Savings cap: In an attempt to lim-
it contributions by the wealthy to 
IRA’s, 401(k)’s and other tax-favored 
retirement accounts, the White 
House is proposing a savings cap. 
When a person’s tax-deferred ac-
counts reach a certain limit, no ad-
ditional contributions to his or her 
retirement accounts would be per-
mitted.

Mandatory IRA’s:  And in an iron-
ic turn only a socialistic Machiavel-
lian could dream up … he wants 

to FORCE EMPLOYERS TO 
HAVE MANDATORY IRA’s 
for their employees.  After lim-
iting IRA contributions for the 
wealthy! Employers with 10 or 
more workers and a business 
more than two years old would 
be forced to provide automatic 
employee enrollment in IRAs 
with a default employee contri-
bution of 3%.

I believe this last proposal could be benefi-
cial to retirees down the road. The more peo-
ple taking ownership and saving for their own 
retirement the better, BUT a mandatory re-
quirement for employers to take this on and 
thus adding to their already complex compli-
ance requirements would be yet another chal-
lenging burden for small business in America. 
Especially at the two-year mark when many 
businesses either really begin to perform, or 
close up shop.   

To be absolutely frank with you, I’m not 
sure any of us need to be too worried about 
these proposals … at least not yet. If Congress 
continues to play the game it likes to play best 
(kick the can) and Obama continues to do 
what he likes to do best (campaign and blame 
Bush, and guns and religion), then it will be 
2014 before anything gets done. And it will 
likely be a watered-down version of anything 
we see proposed now anyway. That’s what 
qualifies as leadership in Washington in the 
Obama Era.  

MONEY MATTERS

IMCU announces  
Munse’s retirement

After 45 years working in financial services, 
Indiana Credit Union League Director Lamou-
ra Munse announced her retirement. Munse 
has been VP public re-
lations at IMCU since 
a merger with Capital 
Plus CU in 2005. She 
had been president and 
CEO at Capital Plus CU 
since 1990 when it was 
known as Indiana Pub-
lic Employees Credit 
Union. 

Prior to working with credit unions, Munse 
worked in banking, primarily as an auditor, 
collecting experience in commercial lending 
as well. “I have truly enjoyed every aspect of 
my career and working with so many wonder-
ful people over the years,” said Munse.  

“I want to thank Lamoura for her contribution 
over the years and helping to make IMCU a 
successful organization,” said Ron Collier, pres-
ident and CEO of IMCU.  “Lamoura has had a 
tremendous impact on both IMCU and Indi-
ana Credit Unions and we will miss her dearly 
and wish her well.”  

BUSINESS BRIEF

Support local causes 
special to you.

Invest in your 
community forever.

The Community Foundation opens the door for you to: 

Learn more and donate at 
www.hendrickscountycf.org or call 317.268.6240.

I want to

GIVE CLOSE
TO HOME
but how do I choose?

GIVE ONE
GIFT...

and open doors to a 
stronger community!

You’ve worked hard to achieve what 
you have. Take the time to protect it.

Check out the free report available at 
strategicexit.biz or call 317-721-5290 
today for an appointment.

Kathy Davis, Esq.
Legal Consultant

Real Estate
Small Business

P.O. Box 34077 
Indianapolis, IN 46234

www.kjdlegal.com

Find us on 
Facebook & Twitter



Looks at Local 
Leaders

Each month, the Business Leader focuses 
on how Leadership Hendricks County 
delivers the skills local residents need to 
provide leadership in our communities.

Is LHC right for you?
You may have found our monthly 

articles about Leadership Hendricks 
County intriguing, or you may have heard 
about the program from a co-worker or 
graduate. It sounds like something you 
might like to do, but you’re just not sure.

“I’m not a leader,” you may think. “I’m 
interested in learning about the county, 
but I don’t want to run things,” may be 
another thought. Or maybe it’s “I don’t 
think I have the skills and knowledge that 
the others in the class would have.”

Even if you have any of those misgivings, 
we think you’ll find a place in Leadership 
Hendricks County. You see, LHC was 
created to help ordinary citizens in 
Hendricks County develop the skills and 
resources they need to guide our county, 
its communities, and its organizations to 
a brighter future. 

Many new participants would never 
describe themselves as leaders. They see 
themselves as everyday people who are 
helping their employers, churches, and 
organizations accomplish what needs to 
be done. Sure, some are elected officials 
or people who have held leadership roles, 
but most applicants are people who have 
quietly worked behind the scenes for 
years.

LHC teaches participants a lot about 
our county, the resources it offers, and 
the skills effective leaders need. But most 
graduates tell us they learned even more 
about themselves. Through the lessons, 
activities, and interactions with their 
fellow class members, they developed 
a stronger understanding of how they 
think, how they respond to situations and 
other people, and how to best combine 
their personal strengths with those of the 
people around them.

They also tell us that they see themselves, 
their community, and our county in new 
ways. They have a better appreciation of 
how our lives, our governments, and our 
organizations are interconnected and 
impact one another. 

And no matter what they personally 
took away from their year, nearly every 
graduate tells us that participating in 
LHC was one of the best things they’ve 
ever done. Years later, they continue to 
draw upon what they learned during their 
monthly classes, and benefit by leveraging 
the connections they’ve established with 
their classmates and other alumni. 

Applications for the 2014 LHC class are 
available at leadershiphendrickscounty.
org. If you’d like to learn more about the 
program, visit that site, or call Susan Rozzi 
at 718-6076. She’ll be happy to answer 
your questions and help you see what 
LHC can do for you.

2013 LHC class members participating  
in a Hendricks County business tour.

2013 LHC class members on the steps  
at the Indiana Statehouse.
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Kathy Davis, an attorney, is the owner of KJD Legal LLC 
in Brownsburg. Kathy focuses her practice in the areas of 
business and real estate.  She also operates a virtual law office, 
which is accessible through her website, www.kjdlegal.com. 
Kathy also writes about real estate law on www.Nolo.com. 
Contact Kathy at 317-721-5290 or kathy@kjdlegal.com. 

About a year ago, I saw a “Help Wanted” 
sign in a window. I hadn’t noticed a black and 
orange sign like that in years – and yet I re-
member when I was younger, almost every 
place had a sign. More than the evening news, 
the Sunday pundits and the headlines on the 
internet, that one sign told me this:  the econ-
omy is coming back.

Hopefully, you are seeing this same trend 
in your business.  Whether you are hiring ad-
ditional help, bringing back people who were 
laid off, or considering expanding in some 
other way, a better economy means better 

things for all of us.
Even in times of growth though, we – the 

small business owners – need to be careful 
about the steps we take. After all, 
our businesses feed us, our fami-
lies, and our employees. We carry 
a burden, mostly happily.   

Let’s go over a few ways you can 
expand your business, while still 
paying attention to the bottom 
line:

1. Additional employees. Even 
in the face of looming health care 
changes, additional employees, 
part time or full time, or actual in-
dependent contractors can help 
you get more done in the same 
amount of time. Keep in mind though, that if 
you choose to use independent contractors, 
you need to have an agreement in place docu-
menting your arrangement.

2. New space. You may consider opening a 
larger space or opening two locations.  Either 
option carries with it questions about leases, 
zoning, and finances. Be sure that your agree-
ments are all thoroughly reviewed so you 
aren’t stuck on the wrong side of a clause.

3. Affiliate sales. Affiliate sales is a fancy 
name for splitting the profits.  Let’s say 

Betty is one of your affiliates for your 
shop selling widgets.  For every wid-

get sold online using Betty’s affiliate code, you 
give Betty half of the profit.  Betty is encour-
aged to go and sell more widgets for you, and 

you get half of the profit for a sale 
without putting any effort into get-
ting it.

4. Licensing and franchising. If 
you have built a business idea or 
system from the ground up, you 
may want to consider licensing 
your concept. Licensing allows you 
to sell the package to another per-
son and allow them to utilize the 
ideas and processes as well.  Both 
parties benefit, the licensor be-
cause he is earning money pas-
sively, and the licensee because he 

doesn’t have to go through the same learning 
curve.

The economy is looking up. If you are con-
sidering expanding, be sure to check out all 
of your options and discuss your choices and 
questions with a professional advisor.

Options for expanding your business

Kathy Davis
Guest Columnist

HC BUSINESS PEOPLE

BUSINESS BRIEFS

Julia Ruckman, M.D.  
joins Westside  

Physicians for Women
Hendricks Regional Health Medical Group an-
nounced the addition of Julia Ruckman, M.D., 
to Westside Physicians 
for Women, 6911 E. US 
36, Avon. Dr. Ruckman 
began seeing patients 
on September 6. Office 
hours for Westside Phy-
sicians for Women are 
Monday through Fri-
day, 8 a.m. to 4:30 p.m. 
Dr. Ruckman is a gradu-
ate of Indiana University and the Indiana Uni-
versity School of Medicine. She completed 
her Obstetrics and Gynecology residency at 
Wright State University in Dayton, OH, where 
she received the 2010 Phillips K. Champion 
Award for exhibiting superior performance in 
teaching Obstetrics and Gynecology and the 
2013 Jack S. Gruber Excellence in Clinical Ob-
stetrics & Gynecology Award for consistently 
exhibiting superior performance and excel-
lence in providing clinical care to patients. Dr. 
Ruckman is a member of the American Medi-
cal Association and the American College of 
Obstetricians and Gynecologists.

BUSINESS PlANNING

we’ll look over 
your shoulder

Is joint or muscle pain keeping you down? Join us for FREE talks 
featuring Motion360 physicians.
Register at MyMotion360.org or call (317) 718-4676.
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Cruising to a new adventure

Compiled by Cathy Myers

Neither Will nor Nikki Gott grew up with 
travel experience, so when they started their 
lifelong journey together in 1999, they were ex-
cited to explore and experience the world to-
gether.  At first, their travel included vacations 
to national parks and small trips to nearby cit-
ies.  As their family grew so did their traveling. 

 Will and Nikki Gott enjoy cruising and trav-
el so much, they decided to make it career.   In 
2012, they started Magnified Vacations LLC 
and then in 2013 purchased CruiseOne,  a 
home-based cruise and travel franchise.  They 
specialize in family and romantic travel.  Be-
sides cruise vacations, they provide vacation 
planning for All-Inclusive Resorts, Disney 
(Cruise and Resorts), River Cruises, Honey-
moons and romantic getaways.

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

Be consistent and patient. When it comes 
to acquiring new customers and building your 
business, you must be consistent in your mar-
keting and patient on your growth. One of the 
best pieces of advice we have gotten is the ax-
iom “Success is a progressive realization of a 
worthwhile dream.” 

How have things changed since you started 
your business?

Social Media. We started our business at 
the beginning of 2013 and we thought we had 
a grasp of social media marketing; however, 
many things have changed and continue to 

change and evolve when it comes to social me-
dia. You must constantly be a student of both 
social media and all forms of marketing. In our 
industry, an online presence is extremely im-
portant, so using social media is a fundamental 
business requirement. 

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

Our biggest challenge is 
and continues to be edu-
cating our potential cus-
tomers on the value of us-
ing a Local Travel Agent vs. 
booking direct or using an 
online booking site. Many 
have a miss-conceptions of 
what a travel agent does, 
how we bring value to them, how we are paid 
and how the travel industry works. What most 
don’t know is that when you book directly with 
a cruise line or another vacation supplier, you 
are paying for something that you are not re-
ceiving; the services of a professional travel 
agent. Travel agent commission is always auto-
matically built into the price of your vacation. 
It is the way the industry has always priced it-
self. If you book direct, 
the vendor just pockets 
the commission, and you 
get nothing in return. You 
are just computer data 
and a credit card number 
– with the computer soft-
ware being your agent. 
When you book your 

dream vacation with a local agent, on the other 
hand, you have an advocate; someone who will 
be with you from start to finish, and even after 
you return from your vacation. Plus you help 
support the local economy.

In order to educate others, we have created 
a special Web site, http://
www.whytravelagents.com, 
that spells out why you 
would want to use a travel 
agent.  We have also creat-
ed Infographics that we post 
on our social sites and when 
we have the opportunity, we 
share and educate as many 
as possible on the benefits of 
using a travel agent.  While 
we hope consumers will use 
our local travel agency when 

booking their next vacation, we believe that the 
travel industry will improve if more consumers 
understood the benefits of using a travel agent.

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

We have always wanted operate a business 
together, so when it became clear to us to start 
a travel agency, things moved very quickly for 

us.  We decided to pur-
chase a franchise and this 
has made a huge differ-
ence for us and we believe 
we had the right expecta-
tions going into business 
together and in the travel 
industry.  However, We 
did not realize how much 

local help there was around Hendricks county 
to grow your business.  We are now beginning 
to learn about these resources and wish we had 
asked more questions or had someone tell be-
fore we got started about all the help available 
to a new business.  I am convinced that if we 
were armed with this knowledge, it would have 
helped our business grown even faster.

 
What is the hottest new trend  
in your industry?

We are seeing two new trends in our indus-
try. The first trend is multi-generational trav-
el. We are beginning to see not just Mom and 
Dad going on vacation, but Grandparents, par-
ents and children (grandchildren) going on the 
same vacation. It is great to see this trend oc-
cur and we believe that as the baby-boom gen-
eration retires, this trend will continue to grow. 
Many suppliers are now catering to this trend 
and are making it easier for several generations 
in the same family to enjoy their vacation. The 
second trend is River Cruising in Europe. For 
many people, visiting Europe is on their bucket 
list and River Cruising is one of the best and 
most economical ways to see Europe. With 
most of the major cities being on a river and 
with a unique cruise experience that many of 
the suppliers offer, River Cruising in Europe 
continues to grow in its popularity. 

Submitted Photo
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NOW THAT WE’VE BEEN OPEN

 Nikki and Will Gott

Chambers add benefits to each other

New associate 
joins KJD Legal

On September 3, KJD Legal LLC announced its 
newest member of the firm, Rachelle N. Ponist, 
as a new associate. Ponist 
graduated from Indiana 
University Robert H. 
McKinney School of 
Law in May of this year, 
earning a Juris Doctor 
degree with a focus in 
intellectual property.  “I 
am so excited to have 
the chance to work with 
small business owners,” said Ponist. “I am looking 
forward to helping them grow their businesses, 
counseling them through legal issues, and using 
my creative background to offer advice and 
tips to better their business.” Born and raised in 
Brownsburg, Indiana, Ponist graduated from 
Brownsburg High School in 2006 where she was 
a varsity athlete in soccer, tennis, and diving. She 
was also an active member of the Latin Club and 
the Wind Ensemble. After high school, Rachelle 
attended Indiana Wesleyan University (IWU) 
in Marion, Indiana, where she earned a B.S. in 
Public Relations and Political Science Pre-Law 
with the distinction of magna cum laude. While 
attending IWU, Rachelle played on the women’s 
soccer team. She was also a writer and editor of 
the school newspaper and a founding member 
of the IWU Public Relations Student Society of 
America Chapter.

BUSINESS BRIEFS

From left, Rick Proctor and Tom Downard.

Photo by Rick Myers

By Gus Pearcy
The Westside Chamber of Commerce and 

the Avon Chamber of Commerce have en-
tered into a reciprocal agreement that can 
benefit both memberships. Members of either 
chamber can join the other chamber and get 
a $100 discount.

“There are a lot of businesses that do busi-
ness in both counties,” Westside President 
Rick Proctor said. “Smaller businesses can 
have a tough time paying for both member-
ships but wanting to participate in both cham-
bers. So we’re just trying to help increase that 
networking opportunity, as well as offering a 
perk for our existing members.”

The Westside Chamber was founded in 
2010 and covers Wayne, Pike and Decatur 
townships. The group meets monthly with 
special events at various times.

Avon Executive Director Tom Downard 
sees this as an opportunity for his members 
as well.

“There’s no question that people like doing 

business with people 
they know,” Dow-
nard said. “That’s a 
huge advantage with 
chamber member-
ships. It doesn’t mat-
ter which commu-
nity you’re in, once 
you join a cham-
ber, you’ve got oth-
er people looking 
out for you and your 
business. It’s not just 
you.”

Downard adds 
that a membership 
does no one any 
good if it’s not used. He encourages members 
to take advantage of all networking oppor-
tunities presented by chambers. You get out 
what you put into it, he said.

“It seems when you cross Raceway Road, 
whether you’re coming east or west, it’s a dif-
ferent world,” Downard added. “I think those 
chambers see the value of community and 

small town and have not been gobbled up by 
the Indianapolis Chamber of Commerce.

The Avon Chamber also has a monthly 
meeting and other events.

For more information about the discount 
or to find out more, visit the Westide Cham-
ber of Commerce’s website at WestsideCham-
ber.biz or the Avon Chamber of Commerce at 
AvonChamber.org.

FEATURE
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Brad DuBois, executive director of the Plainfield Chamber of Commerce; Chad Hauskins, Ed-
ward Jones; Carla Arnold, Edward Jones; Becky Harris, Plainfield Chamber board of directors.

Submitted Photo

Chad Hauskins is an Edward Jones financial 
advisor in Plainfield.  His branch office is lo-
cated at 712 West Main St., Suite 110.  Car-
la Arnold is the branch office administrator, 
and has been serving in this role for close to 5 

years.  Chad helps clients achieve their finan-
cial goals by understanding their needs and 
then recommending and implementing cus-
tomized solutions to meet those needs.

Plainfield Chamber of Commerce 
names Business of the Month

PLAINFIELD CHAMBER BUSINESS of the MONTH

Humans love to laugh. So it’s no surprise 
that when we’re developing advertising and 
other communications materials for 
our businesses, we think, “Maybe we 
should do something funny.” 

That’s usually a terrible idea be-
cause humor is often filled with land 
mines that can explode in your face 
and leave your company’s reputation 
in a situation that’s anything but fun-
ny.  That’s always been a danger, but 
in this era of social media and viral 
communications, it can be deadly. 

You see, humor is an extremely in-
dividual thing. It’s also extraordinari-
ly subjective. What’s 
funny to me could 
quite possibly be of-
fensive to you. Or you 
might consider it de-
meaning.

If you’ve ever told a 
joke at work and been 
met by blank stares 
from the audience, 
you’ve experienced the individuality of humor. 
If your joke resulted in glares from the audi-
ence, you’ve seen the subjectivity. The danger is 

that you never know how the audience will re-
act. You don’t know what kind of personal be-
liefs or emotional baggage they bring to your 
humorous premise. What you see as an innoc-
uous yarn may come across as offensive, lead-

ing a customer or prospect to turn 
elsewhere for what you offer.

You may be grumbling that peo-
ple are overly sensitive today. That’s 
absolutely true. You may decry 
what you see as political correct-
ness. Doesn’t matter a bit. People are 
much more likely to be offended by 
humor today than they were twenty 
or fifty years ago, so the prudent ap-
proach is to avoid putting yourself in 
that situation in the first place.

Some companies may be willing 

to risk offending some people with funny mes-
sages that connect with their specific audienc-
es. I did work for a client whose business had 

a strong ethnic underpinning, with advertising 
built around a style of humor associated with 
that group. While it sometimes offended oth-
ers outside the group, he believed the benefits 
outweighed the risks. 

Still willing to risk incorporating humor in 
your materials? Then I’ll offer one more piece 
of advice: don’t try to do it yourself. Hire an ex-
pert. Effective humor has to be delivered in the 
right way, with perfect preparation and tim-
ing, and most people just don’t know how to do 
that. Think I’m wrong? Take the microphone 
on a local comedy club’s amateur night. Even if 
you’re the funniest guy or gal you know, you’ll 
learn why Steve Martin warned, “Comedy is 
not pretty.”

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

Humor can be downright deadly

Scott Flood
Columnist

THE PERSONAL TOUCH
Franciscan St. Francis 
Health earns national 

heart care performance 
recognition

 
Franciscan St. Francis Health’s heart attack 
team has received the American College of 
Cardiology Foundation’s 2012 National Car-
diovascular Data Registry-Get With the Gold 
Performance Achievement,  one of only 26 
hospitals nationwide to do so. The award rec-
ognizes Franciscan St. Francis’ commitment 
and continued success in implementing a 
higher standard of care for heart attack pa-
tients, and signifies the hospital has reached 
an aggressive goal of treating these patients 
to standard levels of care as outlined by the 
American College of Cardiology/American 
Heart Association (ACC/AHA) clinical guide-
lines and recommendations. To receive the 
award, Franciscan St. Francis followed the 
treatment guidelines for eight consecutive 
quarters and met a performance standard 
of 90 percent for specific performance mea-
sures. Following these treatment guidelines 
improves adherence to ACC/AHA recommen-
dations, monitors drug safety and the overall 
quality of care provided to ST-elevation myo-
cardial infarction and non-ST-elevation myo-
cardial infarction patients.

BUSINESS BRIEF

“…humor is often filled with land mines that can explode  
in your face and leave your company’s reputation  

in a situation that’s anything but funny.”



18   October 2013 • businessleader.bz Hendricks County Business LeaderBUSINESS PERFORMANCE

On that infamous moonless night of April 14, 
1912, Fredrick Fleet and Reginald Lee strained 
their eyes from the crow’s nest up high on the 
forward mast. The water of the north 
Atlantic that night was reported to 
be pond-smooth. It is a certainty the 
dedicated sailors’ eyesight was ham-
pered due to the constant watering of 
their eyes from the already brisk At-
lantic air made worse by the mighty 
ships’ speed.

Because of the unusual calm seas, 
the iceberg had previously flipped 
(called a blue iceberg) so the clear un-
derbelly was exposed to the surface 
and the normal white, snow capped 

version was beneath the waterline. “Iceberg 
right ahead,” believed to be yelled by Fredrick 
was too late. The mighty “unsinkable” Titanic hit 
the iceberg at an almost unreduced speed caus-
ing the damage that brought her doom and the 
end to over 1,520 lives. Of the estimated 2,227 

on board only 705 survived. 
It’s reported that perhaps a pair of binoculars 

would have helped the lookouts see the iceberg, 
but due to a mix up in a last minute shift of of-
ficer’s assignments and positions, the lookout 
crew was without binoculars. According to one 

of the lookouts, “the only pair was left 
back at Southampton.”

So what is this new evidence? What 
really sank the “unsinkable” Titanic? 
One word and it’s not iceberg nor is it 
binoculars. That one word is unsink-
able. 

It had been reported much earlier 
that icebergs were in the path which 
the Titanic sailed but her captain 
pushed the unsinkable Titanic at flank 
speed in the hopes of setting an Atlan-
tic crossing record. 

Everyone, the captain, the crew, the designers, 
the owners of White Star Lines, even the passen-
gers all believed that Titanic was unsinkable and 
thus they behaved as if it were a solid fact. There 
are times when certainty is absolutely helpful 

and needed in business situations, such as sales, 
prospecting, marketing among others. Howev-
er, it should also be noted that the thought of the 
certainty that you already know everything, that 
no one will buy, or that prices are too high, will 
eventually lead to as devastating a disaster as the 
demise of the Titanic.  

Don’t sink your ship. Remember two things: 
Your thoughts control your behaviors which 
produce your results and as the late John Wood-
en said, “It’s what you learn after you think you 
know it all that counts.”

Evidence: What really sank the Titanic

Jack Klemeyer
Columnist

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

COACH’S CORNER

“Don’t sink your ship…your thoughts control your 
behaviors which produce your results.”

FINANCE DISPATCHES

*$50 membership savings account required. Rate subject to change and effective 
10/1/2013.  60-month term. Current IMCU loans exempt. Subject to credit approval.  

Proud Sponsor Of The
COLTS

Auto Loans
Rates As Low As

1.9APR*
%

2010-2013 Models
Available on purchases

 & competitor refinanceS

l

l

Westside Branch - Vicki - 241-8990 | Plainfield Branch - Shannon - 839-4217
Brownsburg Branch - Jay - 286-2034 | Avon Branch - Mike - 612-1479

Dangerous gig 
If you complain about paper cuts and having 
to get up and stretch while at the office, your 
problems are small. Loggers have the most 
dangerous gig in all the land; 64 died in 2012, 
according to the Bureau of Labor Statistics. 

– www.money.cnn.com 

Unload the phone 
If you think you want to make some bucks off 
of your iPhone by reselling it, move fast. The 
phone’s umpteenth version is slated to be 
announced Sept. 10, which mean the values 
will drop. – www.money.cnn.com

Facebook force 
There was good news for the social network 
that everyone – and, literally, your mother – is 
on. Its stocks closed at $40.55 Aug. 23, accord-
ing to the AP. That’s slightly more than what 
it publicly opened at for the first time - $38. 
That’s a record for Facebook Inc. 

– www.money.msn.com

Battery boost 
Not all bulk purchases are made equal. Some 
items aren’t worth grabbing up in large lots, 
but batteries are a good bet. According to 
Consumer Reports, Duracell AA’s cost 33 cents 
apiece at Costco. They’ll cost you 63 percent 
more at supermarkets. 

– www.money.msn.com 

Erin Smith
Guest Columnist

Erin Smith is co-owner of Spotlight Strategies a print, apparel, 
promo and sign company located in Franklin, IN.  She may be 
reached at erin@spotlight-strategies.com.

I was asked to speak to a room full of lead-
ers and candidly share three pitfalls 
I have experienced in my business.  
Hmmm, stand up in front of a room 
full of leaders and tell them the top 
three things I stink at … not too ap-
pealing.  I really had to think about 
this.  Immediately, my mind began 
to create a list of items that were 
typical: Don’t hire the wrong person 
or be prepared for customers who 
don’t pay.  I realized that the audi-
ence would find my initial compila-
tion BORING!  Instead, I decided to 
share three behaviors that I strive to 
attain every day in my business.  Key word here 
is STRIVE!

1. Be respectful … to EVERYONE.  This 
is a tall order when you are subjected to just 
the opposite by a customer, colleague and/or 
staff.  You never know when those folks will 
enter back into your life and turn out to be a 
resource.  Yes, even your largest competitor 
could become a trusted advisor and referral 
partner someday. This has happened to me!

2. RISK = REWARD.  Often, I only wanted 
to stick my toe in to see if an opportunity was 
a good business fit.  This doesn’t allow you to 

fully experience the good, or the bad for that 
matter. Calculated risk is essential for business 
growth.  Fail fast and look for the next risk that 

could turn out to be your greatest 
reward.  I have failed miserably on 
multiple occasions and am proud to 
say that my company doors are vi-
brantly open.

3. Look for OPPORTUNITY.  
Many times we get bogged down in 
the day to day churn, which can be 
quite comfortable.  However, future 
investment in your business relies 
on seeking out new opportunities.  
Find and allow innovative and dif-
ferent minded people into your net-
work.  These folks may not look like 

you and they sure may not think like you, but 
that is why you need to meet and know them!  
Remember that it is your responsibility to seek 
these folks out and engage them. 

Are you a faithful follower of these behav-
iors?  Get your positive attitude on, make a cal-
culated risk in your business and see what great 
opportunities come - STRIVE!

Three top business behaviors
YOUR BUSINESS
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October County and 
Municipal Meetings
*Please note that some 
meeting dates have 
changed due to Columbus 
Day on October 14 and may 
be subject to additional 
changes. 

Hendricks County
Unless otherwise noted, 
all meetings held at
Government Center
355 S. Washington St.
Danville, IN 46122
317-745-9221

Council (Second Thursday 
every month)
October 10, 2 p.m.

Plan Commission (Second 
Tuesday every month)
October 8, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month)
October 21, 7 p.m.

Commissioners 
(Second and fourth Tuesday 
every month)
October 8, 9 a.m.
October 22, 9 a.m.

Town of Avon
Unless otherwise noted,
all meetings held at
Avon Town Hall
6570 E. U.S. Hwy. 36
Avon, In 46123
317-272-0948

Town Council  
(Second and fourth  
Thursday every month)
October 10, 7 – 9 P.m.
October 24, 7 – 9 p.m.

Advisory Plan Commission
(Fourth Monday  
every month)
October 28, 7 p.m.

Board of Zoning Appeals
(Third Thursday  
every month)
October 17, 7 p.m.

Town of Brownsburg
Brownsburg Town Hall 
Eaton Hall
61 N. Green St.
Brownsburg, IN 46112
317-852-1120

Town Council
(Second and fourth Thursday 
every month)
October 10, 7 p.m.
October 24, 7 p.m.
Town Hall

Plan Commission 
(Fourth Monday 
every month)
October 28, 7 p.m.
Brownsburg Town 
Hall

Board of Zoning 
Appeals
(Second Monday 
every month)
Changed due to 
Columbus Day*
October 15, 7 p.m.
Brownsburg Town 
Hall

Town of Danville
Unless otherwise noted,
all meetings held at 
Danville Town Hall
49 N. Wayne St.
Danville, IN 46122
317-745-4180
Note: Call 317-745-3001 to 
confirm meetings have not 
been cancelled.

Council
(First and third Monday 
every month)
October 7, 7 p.m. 
October 21, 7 p.m.

Plan Commission
(Second Monday  
every month)
Changed due to  
Columbus Day*
October 15, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(third Tuesday of the month)
Changed due 
to Columbus Day*
October 16, 7 p.m.

Town of Plainfield 
Unless otherwise noted,
all meetings held at
Plainfield Municipal 
Building
206 W. Main St.
Plainfield, IN 46168
317-839-2561

Town Council
(Second and fourth Monday 
every month)
October 14, 7 p.m.
October 28, 7 p.m.

Plan commission
(First Monday every month)
October 7, 7 p.m. 

Board of Zoning Appeals
(Third Monday every month)
October 21, 7 p.m.

October  Chamber of 
Commerce Meetings
Chamber Events

9 - Danville Chamber of 
Commerce (members’ 
meeting): Wednesday, 
October 9, 11:15 a.m.; 
Hendricks County 4-H 
Fairgrounds and Conference 
Complex, 1900 E. Main 
St., Danville. For more 
information, call (317) 
745-0670

15 - Plainfield Chamber of 
Commerce (Annual Dinner) 
Tuesday, October 15, 6:00 
p.m.; Primo West. Plainfield.  
For more information, call 
(317) 839-3800

16 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, 
October 16, 11 a.m.; the 
Brownsburg Fire Territory, 
470 E. Northfield Dr. 
Brownsburg. For more 
information call (317) 
852-7885

22 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, October 
22, 11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon.  For more 
information, call (317) 
272-4333

25 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, October 
25, 8:30 a.m.; Damar 
Services, Inc., 6067 Decatur 
Boulevard, Indianapolis. For 
more information, call  
(317) 247-5002

New Members

Avon Chamber 
New Members

Brooke Knoll village
Rylee Lutz
1108 Kingwood Dr.
Avon, IN 46123
(317) 271-7052

UPS Store 
Julie Western
8103 E US HWY 36
Avon, IN 46123
(317) 272-4300

The Flip Zone
Stephanie Strout
8139 Oriole Point Dr.
Avon, IN 46123
(317) 838-0667

Bill Estes Ford
Andy Wernsman
450 E. Northfield Dr.
Brownsburg, IN 46112
(317) 852-2231

Brownsburg Chamber
New Members

Bright House Networks
3030 Roosevelt Ave.
Indianapolis, IN 46218
(317) 429-6691

Hardwick Insurance 
Services
19 Motif Blvd
Brownsburg, IN 46112
(317) 559-2200

Plainfield Chamber 
New Members

Crown Lift Trucks
Jim Blanchard
2495 S. Perry Rd.
Plainfield, IN 46168
(317) 875-7233

May Electrical Systems 
& Service Co.
Lawrence P. May
P.O. Box 984
Mooresville, IN 46158
(317) 771-8676

Plainfield Masonic Lodge
107 S. Center St.
Plainfield, IN 46168
(317) 443-2900

Sales Leads
Newly incorporated 
businesses through 
September 10, 2013

AMD Sales
Annemarie Dalton
1317 Stafford Road
Plainfield, IN 46168

Bolt and Timber
Jesse Tucker
158 N. S.R. 75
Danville, IN 46122

Fishy’s Tees
Adam Fish
1433 MacIntosh Ct.
Avon, IN 46123

Indy Voltage
Rick Breedlove
3393 D. C.R. 101 East
Clayton, IN 46118

JFK Investments, LLC
Jennifer Fagan
Kenneth Fagan
6214 White Alder Ct.
Avon, IN 46123

Jandey Delivery
Janine Thomas
3315 Prairie View Circle, #D
Danville, IN 46122

Kate Kerr Photography
Kathryn Kerr
Kate Kerr
204 Stafford Road
Plainfield, IN 46168

Lion Transport
Kulwinder Malhi
8536 Claverdon Lane
Avon, IN 46123

Paloma and Associates 
Marketing
John Savino Paloma
427 Hickory Lane
Plainfield, IN 46168

SG Rentals
Sarah Guthrie
Rick Bradford

C/O Huntington 
National Bank
1531 N. Green St., 
Suite A
Brownsburg, IN 
46122

Sweet Tales
Meghan Hazel
7699 Shagbark Ct.
Brownsburg, IN 
46112

SBA Guaranteed Loans

Hamilton County

ACG, LLC
12650 Ford Dr.
Fishers, IN 46038
$2,050,000
Indiana Business Bank

Bapa Yogurt, Inc.
1350 S. Rangeline Road
Carmel, IN 46032
$280,000
Cornerstone Bank

Blue Fish Irrigation, Inc.
14678 Acacio Dr.
Fishers, IN 46040
$15,300
The Huntington National 
Bank

Club Canine, LLC
457 3rd Ave. SW
Carmel, IN 46032
$15,000
Chase Bank

Discount Copy Services, Inc.
100 Mensa Dr.
Noblesville, IN 46062
$380,000
Ridgestone Bank

Grill To Go, LLC
10460 N. Michigan Road, 
Suite 120
Carmel, IN 46032
$75,000
Chase Bank

Hickey’s Shaved Ice, LLC 
55808 Ringneck Dr.
Osceola, IN 46037
11656 Millbury Dr
Fishers, IN 46037
$536,000
Ridgestone Bank

Metal Man, LLC
12501 E. 196th St.
Noblesville, IN 46060
$245,000
STAR Financial Bank

Muncie Stockade, Inc.
14005 Mundy Dr.
Fishers, IN 46038
$400,000
Ridgestone Bank

Noblesville Fitness Trainers
14701 Cumberland Road, 
Suite 430
Noblesville, IN 46060
$65,000
Ameriana Bank

See Enterprises, LLC
101 Mill Farm Rd.
Noblesville, IN 46062
$25,000
The Huntington National 
Bank

Jane E. Summitt 
9805 Lakewood Dr. East
Indianapolis, IN 46280
$59,700
$55,200
The Huntington National 
Bank

US Automatic Holdings, LLC 
177 W. Carmel Dr.
Carmel, IN 46032
$650,000
The Huntington National 
Bank

US Automatic Sprinkler Corp.
177 W. Carmel Dr.
Carmel, IN 46032
$200,000
The Huntington National 
Bank

Hancock County

CE-McLean County, LLC
1300 E. Broadway St.
Fortville, IN 46040
$25,000
The Huntington National 
Bank

Hendricks County

Remlles Enterprises, LLC
8217 Kingston
Avon, IN 46123
$100,000
$416,000
The Huntington National 
Bank

Trisler Construction  
Co., Inc.
5657 Station Hill Dr.
Avon, IN 46123
$100,000
$98,000
The Huntington  
National Bank

Johnson County

MJH Chiropractic, Inc.
2000 N. Morton St.
Franklin, IN 46131
$ 55,900
The Huntington  
National Bank

Marion County

All About Beauty, LLC
3221 W. 86th St.
Indianapolis, IN 46268
$613,900
Wells Fargo Bank

Event Partners, LLC 
121 S. East St.
Indianapolis, IN 46202
$2,839,000
The Huntington  
National Bank

JM Consulting Group, Inc.
121 S. East St.
Indianapolis, IN 46202
$250,000
The Huntington  
National Bank

Lopez & Arroyos 
Construction
5311 Melbourne Dr.
Indianapolis, IN 46228
$63,900
The Huntington National 
Bank

POLARIS Laboratories, LLC
7898 Zionsville Road
Indianapolis, IN 46268
$721,000
Premier Captial Corporation

Pyle Pools, Inc.
6852 Hawthorn Park Dr.
Indianapolis, IN 46220
$150,000
Chase Bank

Regal Printing, Inc.
1125 W. 16th St.
Indianapolis, IN 46202
$292,500
PNC Bank

RobSuitell, Inc.
5202 Thompson Road
Indianapolis, IN 46237
$240,000
Ridgestone Bank

Tjrosh Corporation
11200 E. Washington St. 
Indianapolis, IN 46229
$84,500
The Huntington  
National Bank

Veaps, Inc.
6535 E. 82nd St., Suite 106
Indianapolis, IN 46250
$50,000
The Huntington  
National Bank

Vortek Surgical, LLC
8455 Castlewood Dr.
Indianapolis, IN 46250
$30,000
The Huntington  
National Bank

Morgan County

Advance Aero, Inc.
9811 N. Kitchen
Mooresville, IN 46158
$350,000
Citizens Bank

Heartland Solutions Corp.
10277 Leases Corner Ct.
Camby, IN 46113
$495,000
Indiana Statewide  
Cert. Dev. Corp.

MEEK, LLC
10 N. Indianapolis Road
Mooresville, IN 46158
$712,000
CapitalSource Bank

Waldron General Store
110 W. Washington St.
Waldron, IN 46182
$92,000
First Merchants Bank

Buy this space!
(317) 451-4088

PLANNER OF NOTE

BUSINESS LOCAL

Reach the  
best markets  

in metro 
Indianapolis.
To advertise,  
call 300-8782



Masquerade Mayhem
Masquerade Mayhem

Kiwanis Club of Avon & IU West Hospital  
Present the Inaugural 

When: Friday, October 28, 2011
   6:30 – 10 p.m.

Where: Washington Township Park Pavillion
fun-filled, one-of-a-kind, black tie optional, masks encouraged 

Benefiting our new West District YMCA Children’s programming.

Guest Auctioneer: Dick Wolfsie
$50/person or 

Table of 10 for only $450 
Purchase your table before August 17th  

& beautiful masks for your party of 10 will be provided

Catered Dinner

by the coachman 

Restaurant

Live & Silent 

Auctions

Cash bar Available

Event Sponsorships still available 
Promote your organization, 

‘be seen’, make history, & join in 
the fun! all to support healthy, 

active children!

To Purchase tickets, contact 
KiwanisClubofAvon@yahoo.com; or call  

Lori Howe 745-7341, Nic Quintana 272-7800,  
or Suzanne Shafer 850-6309

Kiwanis Club Of Avon

3rd Annual

October 4, 2013 - 6:30 p.m. 
Proceeds to Susie’s Place, Child Advocacy Center

Washington Township-Pavilion Center     435 Whipple Lane - Avon, IN

Tickets $75 per person     To purchase tickets visit 
www.susiesplace.org or https://secure.qgiv.com/for/hccfevents/  

or call 272-5696
Presenting Sponsors

Title Sponsors


