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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.

Why would a 
business owner 
support LHC? 

Business owners appreciate 
the support they receive from the 
communities they serve, and most are 
eager to demonstrate that appreciation 
by providing support of their own. 
But most businesses are overwhelmed 
by requests and “opportunities,” so 
owners and managers have to be 
selective. They want to know that their 
support will have a meaningful impact 
in the community, and ideally, they 
hope their involvement will benefit 
their companies and employees.

When Jon Nolan applied to 
Leadership Hendricks County, he 
admits that his focus was on “what’s in 
it for me?” After a year in the program, 
the LHC 2013 member and President 
of Nolan Security & Investigations saw 
his focus broaden.

“Leadership Hendricks County 
creates an environment where any 
local business, regardless of size, 
scope, or status, can invest and be sure 
to make a difference,” Jon tells us. But 
then he added that participation in 
the program creates that difference in 
many -- well, different -- ways.

“The difference may be felt 
immediately with the vast network 
that they will be plugged into, and 
the relationships they develop.” Like 
most participants, Jon found himself 
connected not only to other business 
owners, but to people from all walks 
of life who are working to make 
Hendricks County a better place to 
live, work, and play.

“The difference maybe felt over weeks 
or months as they become involved 
and learn how to promote stronger 
leadership within their own company 
that stimulates strong, sustainable 
growth.” After each class session, Jon 
was able to bring ideas and viewpoints 
to his company. As he learned more 
about personality types, he was able 
to connect with his managers and 
employees more effectively, and could 
help them connect with clients.

“Or the difference may be felt over 
years,” he suggests. “Their network 
grows, their business thrives, and the 
other leaders that they support with 
their investment develop into strong, 
pragmatic, yet forward-thinking 
individuals that can continue to keep 
Hendricks County at the forefront of 
Indiana’s elite counties.”

In a very short time, Jon went from 
viewing LHC as an opportunity for 
personal advancement to seeing the 
program as a valuable investment 
that ultimately benefits and enhances 
the county as a whole. It’s a common 
journey for LHC members, and it’s 
why business owners like Jon who have 
been through the program become its 
strongest advocates.

Jon Nolan is a member of 
the LHC Class of 2013.

The LHC Class of 2013

LHC 2014 
Annual Reunion

January 30 
5:30 to 8:00 p.m.

Duke Energy Event 
Center at Metropolis

…
Catch up with 

old friends
…

Meet the 
2014 LHC class

…
See who will be 

Leader of the Year

For tickets and details, 
visit leadership 

hendrickscounty.org
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“If I were to publish a photo directory  
– that would be a word and then  

a person’s photo next to it to illustrate  
what the word meant – I would place  

Susie’s photo next to this word…kind.” 

Rick Myers
Founder/Publisher

As many know by now, Susie 
Friend, long-time area director of 
the United Way in Hendricks Coun-
ty officially retired on Dec. 20.  

I want to use this space to say 
what a wonderful person Susie is. 
I’ve had the pleasure of getting to 
know her over the last eight years, 
and I’ve come to this conclusion: If 
I were to publish a photo directory 
– that would be a word and then a 
person’s photo next to it to illustrate 
what the word meant – I would place 
Susie’s photo 
next to this 
word…kind. 
Susie is one 
of the kind-
est humans 
I’ve ever met. 
She always 
finds positive 
things to say 
about people 
– there’s not a 
bad bone in her body. 

In celebration of her achievements as the 
area director of United Way in Hendricks 
County for 14 years, friends and colleagues will 
be throwing a party in her honor. There will be 
an open-house style retirement party Jan. 22, 4- 
7 p.m., at the Hendricks County Senior Servic-
es, Inc., 1201 Sycamore Ln., Danville  – there 
will be a program that begins at 5:30 p.m.

Susie began her career with Indiana Gas, 
where she was eventually promoted to com-

munity affairs representative for five 
counties – she worked in govern-
mental affairs, media relations, and 
employee volunteerism. She was also 
a co-chair of the 1998 United Way of 
Central Indiana (UWCI) Hendricks 
County campaign along with former 
Flyer group publisher Jack McCarthy. 
Susie plans to move to Bargersville 
(Johnson County) so as to be close to 
her aging parents.

Susie was the Hendricks County 
ICON’s ICON of the Year for 2013, 
an honor that was well deserved. In 

the story that 
was published, 
Adriann Barg-
er, who will 
take over for 
Susie, said: “Su-
sie is the most 
kind and fair 
person you will 
ever meet. She 
will bend over 

backwards to help anyone. Being a kind and 
caring person has gotten her very far in life. 
Hendricks County is lucky to have had some-
one like Susie working tirelessly on making our 
county a better place.” 

 Very well and appropriately said.

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

Celebrate with 
HC’s friend, Susie

VIEWS

FROM the PUBLISHER

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:

Food • Fun • Networking

November 11
5:30-7:30pm

Mystery Venue

2014 COVER PARTY PLANNER

????
RSVP to coverparty@businessleader.bz 

or by calling (317) 918-0334.

Save the dates!

August 12
5:30-7:30pm
Chateau Thomas Winery

6291 Cambridge Way, Plainfield

May 13
5:30-7:30pm

Avon Gardens6259 E. C.R. 91 North, Avon

February 11
5:30-7:30pm
The Crown Room

900 E. 56th St. #200, Brownsburg

Reach the best markets in metro Indianapolis.
To advertise, call 451-4088
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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.

VIEWS

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.

Victorian portraits rarely show a smiling sub-
ject. I used to think that was because they were 
miserable living in the 19th Century. Turns out 
they saw smiling as too informal. 
Plus, an exposure took up to 3 min-
utes and no one smiles that long.

Smiles are harder to come by these 
days. No one is happy with gas prices, 
healthcare or the weather. Yet, your 
world may change just by consciously 
smiling every chance you get.

Think about your daily routine. 
Unless you’re a doctor informing a 
patient of certain death, there are 
likely not many situations when a 
smile would be inappropriate.

Think about the 
people in your life that 
you gravitate toward. 
Don’t you enjoy be-
ing with people who 
smile more than the 
Doppelgängers from 
an era before indoor 
plumbing?

Smiles are invit-

ing. Smiles are contagious like yawns. Smiles 
are a brief relief from the natural resting faces of 
most people. Pay attention to the lack of smiles 
around you. It’s interesting to realize how rarely 
we smile. 

We rise before the sun, dress, comb 
our hairs, apply makeup, just to go out 
looking dour? Commit to a smile and 
watch the tide turn positive. 

Last year, I started paying atten-
tion to my smile. Whenever I be-
came aware of it, I would offer a clas-
sic Duchenne smile (one with mouth 
turned up and wrinkles and creases in 
the corner of your eyes). I can’t say I 
lost 30 pounds or became more pro-
ductive, but I feel marginally better 
and my outlook improves. My warm 

attitude fools oth-
ers into thinking I am 
happy to be with them 
or to help them. Now 
that’s a trick!

On a sensory lev-
el, smiling beats the 
heck out of a frown 
or even a grimace 
(not the purple one). 

Cognitive Behavioral Therapy or CBT is sort of 
like conditioning your mind. Researchers theo-
rize that stress can make negative comments or 
criticisms loom large. In reality, there isn’t any 
more disapproval out there; we’re just a bit more 
attuned to it. Now get this: We can orient our-
selves to a supportive environment by training 
our brain to find the smiles.

There’s even an iPhone app for this called 
Psych Me Up! It offers a very simple array of 
frowning, even angry faces. The object is to 
tap on the one person smiling. This trains your 
brain much like a quarterback trains by study-
ing different types of defenses and finding the 
open man.

I want to be the positive target that makes 
someone’s day happier. 

That’s why I’m calling 2014: The Year of the 
Smile.

Join me in changing our world. Let’s count 
our blessings and forget the winter weather. If 
you’re smiling next time I see you, I know you 
will have seen this article. At least that’s what I 
will think.

Gus Pearcy
Columnist

The year of the smile
HUMOR

“Smiles are harder to come by these 
days. No one is happy with gas prices, 

healthcare or the weather. Yet, your 
world may change just by consciously 

smiling every chance you get.”

It’s good to have 
money and the  

things money can 
buy, but it’s good  

too, to check once  
in a while to make 

sure that you haven’t 
lost the things that 
money can’t buy.

~ George Horace Lorimer, 
editor of The Saturday 

Evening Post from 1899-1936

In 2014, I’m 
going back to  
the beginning 

Have you lost some of your lus-
ter for your life? For your busi-
ness?

In the movie The Rookie 
(based on a true story), Jim Mor-
ris (played by Dennis Quaid) lost 
his luster for playing baseball, his 
childhood dream. A high school 
science teacher and baseball 
coach takes on a bet with some 
of his lackluster players and is ul-
timately coerced into trying out 
for the major leagues. Surpris-
ingly to everyone, he makes it to 
the minor leagues (and eventual-
ly the majors). 

When Morris’s dream appears 
to be over (mostly by his choice), 
he has a moment of reflection 
while sitting in a bar on one of 
his numerous lonely road trips. 
While there, he sees some clips of 
himself in interviews and the lis-
ten to the words he spoke to re-
porters. He next goes to watch a 
little league baseball game under 
the lights.  Through this series 
of events, not lasting more than 
two to three minutes, Morris falls 
back in love with the game.

How did he do this? He went 
back to the beginning. He went 
back to the time when he first re-
alized his dream and true love, as 
a young little leaguer, to become 
a major league pitcher. By going 
back to the beginning, you re-
discover your true passion, your 
true love.

It’s a new year, a time to redis-
cover your dreams, ambitions 
and hopes. Losing luster and get-
ting bogged down with the rou-
tine and mundane takes its toll 
on us as humans. Take the time 
to go back to the beginning of the 
things where you found so much 
joy and life. 

Make 2014 a year of falling 
back in love with your passions. 
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Chris Inman and Monte Speicher brew up success in 
Avon with Cutters Brewing Company, LLC.

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

January is
Financial 
Wellness 

Month

We’ve never left 
our roots.

Cutters Brewing 
Company LLC

9973 E. U.S. 36, Avon, Indiana 46123
(317) 203-WORK (9675)
www.cuttersbrewing.com

What’s the best advice you ever re-
ceived? Never give up (CI). Surround your-
self with good people and treat them with 
respect and good things will happen (MS).

Best business decision you ever made: 
Risking security for opportunity (CI). Going 
into business for myself. It’s a tough road 
but very rewarding (MS).

Worst advice you ever received: Shoot 
from the hip (CI). To play it SAFE and not go 
into business for myself (full time) (MS).

In five years, I want… To have a success-
ful regional Craft Brewery that serves ex-
ceptional and unique products (CI). To own 
a thriving business with a substantial re-
gional footprint that is focused on making 
a great product for enthusiastic customers 
(MS). 

Secret to success…  I work hard and make 
it happen no matter how bad the storm 
may seem, treat people with the same re-
spect I expect of them and truly care about 
my work. I also believe in personal respon-
sibility. So I have nobody else to blame for 
my failures (CI). Work very hard and treat 
people right (MS).

How Chris & Monte did it?

The List
Five books that have had an influence 
on your life…
Inman: The Holy Bible; The US 
Constitution; How To Brew by John 
Palmer; Beer School by Steve Hindy and 
Tom Potter; and EntreLeadership by Dave 
Ramsey.

Speicher: Good to Great by Jim Collins; 
The Tipping Point by Malcolm Gladwell; 
Blue Ocean Strategy by W. Chan Kim, 
Renée Mauborgne; Don’t Sweat the Small 
Stuff by Richard Carlson; and Beer School: 
Bottling Success at the Brooklyn Brewery 
by Steve Hindy and Tom Potter.

FEATURE

COVER STORY

By Gus Pearcy
If you think that owning a beer brewery 

sounds like a dream job where you are con-
stantly tasting beer all day, breathing in fresh 
hops, and smoking cigars at quitting time, you 
would be dead right. Cutters Brewing Compa-
ny LLC in Avon is in a major expansion mode. 
Now shipping to Ohio and Illinois, as well as 
expanding its already strong Hoosier market,  
the company was just named Small Business of 
the Year by The Avon Chamber of Commerce. 
Quite an accomplishment for a company that 
has been around less than four years. Its 
brand tag is Hard Working Beer and its 
story shows just that.

In 2010, home brewers Monte Speich-
er and Chris Inman began to get the idea 
of selling their best concoctions. Fueled 
by beer, the two high school buddies 
from Ellettsville began working on state 
and federal licenses to be a real brewery. 

By the end of 2010, the boys and 
their wives were weekend craft brew-
ers in Bloomington, while keeping their 
day jobs. Speicher, 40, worked for a lo-
cal marketing firm. Inman worked as 
an engineer for Roger Mears of Mears 
Machine. Mears became a big fan of the 
Cutters product and hatched a plan to 
expand the operation in one of his un-
used warehouses. He also helped finance 
the new brewing equipment – a 30-bar-
rel brewer system with four 30-barell fer-
menters and one 60-barrel fermenter.

The move to Avon also moved the partners 
from a nano-brewery to a full-fledged craft 
brewer shooting for Upland, Sun King and the 
Bloomington Brewing Company (BBC). Just 
before the move, Cutters hired its first em-
ployee, Master Brewer Dustin Brown, who just 
spent a decade learning his craft at BBC.

“We went huge so we’d be able to continue 
to grow,” Brown said. “It’s good for us because 
we’re able to get into more states.”

Cutters is homage to the southern Indiana 
limestone cutters and every beer name is part 
of Hoosier heritage. The Empire Imperial Stout 
is a reminder that the Empire State Building 
was built with Indiana limestone. The Monon 
Wheat commemorates the rail line. The Half 
Court IPA is a reminder that Hoosiers like bas-
ketball. The Lost River Blonde is named after 

the long river that runs partially underground 
in southern Indiana, and the local fave Floyd’s 
Folly Scottish Ale named after the grandfather 
of one of the founders, a cutter who died in an 
accident. Floyd’s Folly is a complex amber ale 
offering an 8 percent alcohol by volume. It con-
sistently rates high for the mix of sweetness, al-
most fruity overtones. 

Local beer connoisseur Lee Tesdahl can’t say 
enough good things about it.

“Floyd’s Folly is a superior Scottish style ale, 
with a good body, copper color and a clean 
slightly malty flavor,” Tesdahl writes. “Cutters 
makes the best Scottish ale in the country!”

The brewery also makes several varieties that 
don’t get bottled. This fall, they made a pump-
kin beer and they have a sour beer with a taste 
you’d never expect. These are sold locally at the 
brewery in carry-out growlers. They also have 
six-packs available seven days a week from 3 - 
6 p.m. weekdays and 1 - 5 p.m. on Saturdays 
and Sundays. During that time you can also get 
free samples.

“More and more consumers are becoming 
craft drinkers,” Speicher said. “Five years ago, 
you wouldn’t have seen mainstream restau-
rants like TGI Fridays or Applebee’s carrying 
craft beers and you do see that today.”

The mainstream popularity of craft beer 
is driving Cutters’ business. It’s also creating 
wicked competition. Speicher estimates that at 
the end of last year there were about 50 craft 
breweries in the state. Today, that number is 75 

with another 20 in the works.
Cutter’s growth is undeniable. Currently, the 

brewery is on track to brew 3,000 to 4,000 bar-
rels a year. The infusion of capital helped them 
buy enough equipment to be one of the top 
five brewers in Indiana, but Speicher wants to 
make sure the growth is controlled.

“Eventually, we’d like to be in eight to 12 
states, not necessarily California or New York, 
we’re looking more contiguous states,” Speich-
er said. “Michigan is still on our list. Wiscon-
sin is close. Kentucky is close. So we’re look-
ing to be a regional craft brewery that’s doing 
in the neighborhood of 15,000 to 20,000 bar-

rels a year.”
The work and the commitment also 

involves Monte’s wife, Amanda Speicher 
who works on the retail side. She trav-
els with distributors to area restaurants, 
bars, and package liquor stores to con-
vince owners to carry Cutters. She and 
Monte have two grown children and still 
travel up from the Bloomington area dai-
ly. She admits that Cutters isn’t providing 
a living for the owners just yet, but the 
work is a blast. 

“We just did it,” Amanda said. “We 
both went from very nice salaries, very 
nice living to struggling. It’s a huge com-
mitment. It’s giving up a lot, but the out-
come is so awesome: Owning our own 
business. Being your own person. Doing 
what you want to do and drinking beer 
24/7. I mean, where can you do that?”

Master Brewer Brown has a deli-
cate juggling act. Cutters beer, like most 

craft beers, doesn’t go through a pasteuriza-
tion process, which means it has a shelf life. 
Plus, the fermentation process takes about 
five weeks meaning that supply could be inter-
rupted which could hurt distribution. Brown 
is so dedicated to his art that he sports tattoo 
sleeves all over his arms. Ask him what a ma-
ture hop looks like just before it’s picked and he 
will point to an illustration permanently inked 
on his arm.

The industrial nature of their building be-
hind a gated fence with barb wire helps with 
the hard working image. The brewery sports a 
keen 50,000 pound grain silo on the north end. 
Speicher said he’d like to see a retail space with 
a tasting room or a place they could sell pints. 
That’s a distant goal, but everything for the Cut-
ters Crew has happened quickly, so who knows 
what the future holds for this unique business.

Cut above the rest

Master Brewer for Cutters, Dustin Brown, in front  
of one of the fermenting tanks.

Photo by Rick Myers
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Browning, Ziegler join
Banning Engineering

Banning Engineering, located at 853 Columbia 
Rd., Suite 101, Plainfield, recently announced 
two new hires for its company.  Sarah Brown-
ing will be joining its team as the business de-
velopment director in January.  Her role will 
be developing and strengthening both new 
and existing relationships for the company. 
Browning has spent the last six years with 
Building Better Communities at Ball State Uni-
versity. She received her Bachelor of Science 
in Accounting and Finance with a minor in 
Business Administration from Marian Univer-
sity.  Chad Ziegler has also joined Banning En-
gineering as a project engineer. He will be pro-
viding design, coordination and management 
support for our civil engineering projects. 
Ziegler has worked the last thirteen years in 
civil engineering project design and coordina-
tion for numerous site development and mu-
nicipal projects.   He is a licensed engineer in 
the State of Indiana, and received his Bachelor 
of Science in Construction Engineering Man-
agement Technology from Indiana University 
- Purdue University Indianapolis (IUPUI).  

BUSINESS BRIEF

Howard Hubler
Columnist

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

I write this article during a time of “If you 
like your plan you get to keep your plan. If you 
like your price, it will not go up”. Yes, 
even presidential loyalists are trying 
to defend the President on this one, 
but it gets harder to do so each day. 
So how does a little, fat businessman 
from Indianapolis fair in this argu-
ment? To answer that, let me first 
turn to a news cycle. 

I was watching TV when a fam-
ily came on with a Blue Cross Blue 
Shield policy. The family felt se-
cure that their plan was going to be 
a plan they could keep and that the 
price would remain the 
same, if not go down 
with Obamacare. 
Well, they went 
through their letter 
on TV that they had 
received from Blue 
Cross the previous day; 
they found both of those 
items of concern were to 
prove to be untrue! In fact, the plan was going 
to go away and be replaced by another plan. 
Price on the new Obama plan – $2500 higher 

for this family of four!
I watched this news clip with passive inter-

est, knowing that it would not actually affect 
me because I was older, and I just insure my-
self. Well, was I in for a surprise. The very next 

day, I received the very same letter 
that the family on TV received. And 
my policy? It went up $68 a month! In 
addition, it stated that within the next 
several months, my policy would be 
replaced with a new policy. Was my 
deductible going to go down? Could 
I see my same doctors at the same 
price? These questions still remain up 
the air. 

No, I have never had any person-
al investment in anything directly 

related to Barack Obama, 
until now. I have seen 

the clips a hundred 
times over: “You get 
to keep your policy, 
the price will not go 

up, and you get to see 
your doctors.” One of 

my heroes, Mike Hucka-
bee, said on TV Sunday 

night, that not a word of 
that is true! Those are strong comments com-
ing from an evangelical pastor turned politi-

cian. However, I can attest first hand that he is 
right. I won’t keep my policy, the price will go 
up, and I guarantee you the other variables will 
not be in my favor either. Anybody want to take 
a bet on it?

Let’s break this down to the small business-
man. Let’s assume this young family is typi-
cal, and its price went up $2500 a year. A lot 
of people who we try to sell goods and services 
to in this country don’t even save but $2500 a 
year. So if that be the case, a choice must be 
made: Do I ensure my family, pay a fine, or re-
duce my savings to little nothing? Many of the 
things that we as businesspeople sell come 
from the funds people have collected as discre-
tionary income. Things like a new car, an addi-
tion to home, investment items like new furni-
ture, they all often come from these dollars that 
most people try and save. No, in many families 
across America these dollars will not be avail-
able to save or spend anymore.

I’ll close on a political note. This doesn’t hurt 
the poor people as they won’t pay a thing any-
way. It seldom hurts the wealthy people who 
are paying for the lion share of this as they can 
afford it, or so argument goes. So you squeeze 
the middle class!  And Obama talks about the 
shrinking middle class. He just doesn’t get it; 
he is one major cause as to why it is shrinking!

PEER TO PEER

It all went wrong, terribly wrong

MEET THE TEAM

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

By getting to know you and your business on a personal level,  
our loan officers will:

 • Provide the best personalized financial options

 • Offer an array of business lending products

 • Supply capital needed to grow and thrive in a  
competitive market....and more!

We’re locally owned and managed, so decisions are fast. Your seasoned loan 
officer will work hard to customize a loan structure that meets your needs.

Looking for a business loan?
Loan Officers from left to right: Jay Speckman, Gary Fraley, Mark Nogelmeier, Shane Bunnell, Joe Dunbar, Jerry Orem, and Alex Pfister.

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

Success about your  
+ Passionate  

SAME BEANS....MORE JARS
The industry experts at Somerset CPAs have examined the  
Affordable Care Act and have discovered
new tax exempt jars to help you keep your beans.
 
Contact a tax professional at Somerset CPAs, or visit us 
online at www.SomersetCPAs.com to learn more.

Jay 
Feller
Tax Principal 

Kevin 
O’Connell
Tax Principal 

Agriculture - Construction - Dealerships - Dental  - Health Care  - Manufacturing - Retail  - Real Estate
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317.539.2024 • 800.531.6752
www.raystrash.com

“Is your company’s New Year’s resolution to go green? Call Ray’s and find 
out about all of its exciting recycling programs. Whether you need a small 
container for office recycling, or large-scale equipment to handle excess 
packing materials, and things in between, Ray’s has you covered. Ray’s Trash 
is the only call you need to make for your recycling and waste removal needs. 
We offer consultants to review your needs and design a competitively priced 
custom program for you. Call us today to schedule a review of your property’s 
disposal plan.”

GREAT SERVICE 
SMART PRICING

CALL RAY’S TODAY.
...With Great Rates

*$50 membership savings account required. Rate subject to change and effective 11/1/2013.   
60-month term. Current IMCU loans exempt. Subject to credit approval. 

Auto Loan Rates 
As Low As

1.9%
APR*

Why Go Anywhere Else?
Mike, Avon Manager - 612-1479 | Shannon, Plainfield Manager - 839-4217 

Vicki, Westside Manager - 241-8990 | Jay, Brownsburg - 286-2034

“Nicole shares our client-centered philosophy and her addition to 
our team will enhance our exceptional service throughout Hendricks 
County. Nicole comes to us with industry experience and brings with her 
extensive knowledge of coverage and risk management. She resides in 
Avon with her family and is a graduate of the University of Evansville.”

~ Doug Walker, President of Walker & Associates 

Make the most of your relationship  
with an experienced, trusted insurance advisor. 

Connect with Nicole Kendall, CLCS
(317) 759-9317 • Nicole@walkeragency.com

Commercial…Personal….Life…Health

Solutions and Service You Can Trust Since 1960

We are pleased to welcome 
Nicole Kendall, CLCS 

as our new Account Executive…

Hendricks College Network 
hires new director

By Gus Pearcy
Cinda Kelley-Hutchings, president of the 

Hendricks College Network Board of Direc-
tors has announced that Brandy Perrill will be 
the organization’s next Executive Director.

“It bodes well for Hendricks County and 
the College Network that Brandy will take the 
helm of this organization,” Kelley-Hutchings 
said. “I am excited that Brandy has taken on 
the challenge of helping the Board of Direc-
tors take the College Network to the next level 
in helping Hendricks County residents reach 
new educational attainment and ensure our 
local companies have access to training op-
portunities for their employees.”

Perrill has been the interim director since 
January 2013 when former director Cathy 
Bastin resigned. 

In addition to a countywide college fair for 
all high school students and degree-seeking 
adults, the Hendricks College Network is a 
critical component for workforce develop-
ment and a valuable tool in bringing jobs to 
Hendricks County.

Since its inception in 2002, Hendricks Col-

lege Network has paved the way for 16 colleg-
es and universities to offer classes at various 
locations around the county. Many have set 
up satellite campuses in Hendricks County in-
cluding Ivy Tech, Midwest Technical Institute, 
Trine University, Indiana Institute of Technol-
ogy, and Vincennes University.

Perrill has a strong background in work-
force development as an employee of Work 
One under the Indiana Department of Work-
force Development. She joined the network in 
2006 under a $200,000 grant from the Lumina 
Foundation to counsel adults who are looking 
to obtain a college degree as non-traditional 
students.

Hendricks College Network is a 501c3 or-
ganization dedicated to post-secondary edu-
cation for county residents. Through strategic 
partnerships with colleges, universities, and 
professional education entities, Hendricks 
College Network organizes and promotes 
skills and degree attainment across Hendricks 
County. 

For more information about the Network, 
visit our website at HendricksCollegeNet-
work.org or call (317) 745-8804. 

FEATURE 

There are two things that most retirees have 
in abundance: time and experience. That’s 
the perfect match for giving back to their 
communities and, in the process, keeping 
their lives active and fulfilling. For many 
people, finding ways to volunteer is as simple 

as giving time through a religious organization 
or other local group to which they already 
belong. These days, the Internet also makes 
it easy to match specific interests and skills 
with groups that need a hand outside 
existing social circles. Visit websites likewww.
nationalservice.gov/programs/senior-corps 
or www.volunteermatch.org to find ideas of 
what’s available. - Wall Street Journal

Giving back to 
your community

DISPATCH
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From left, Brad DuBois, executive director of Plainfield Chamber of Commerce; John Hall, 
John Hall Construction; Chris Spires, president of Plainfield Chamber of Commerce.

Submitted Photo

John Hall Construction was named the De-
cember Business of the Month by the Plain-
field Chamber Commerce at its monthly De-
cember meeting.  The construction company 
has been in business since 1968 and has been 
located in Plainfield since the beginning.  

John Hall Construction is in the site devel-

opment, excavation, athletic field construc-
tion/maintenance, and snow removal busi-
ness in Central Indiana.  John Hall started the 
business and to this day is still very involved in 
the day to day activities.  John Hall Construc-
tion is located at 6448 S. Co. Rd. 675 E., Plain-
field and can be reached at (317) 839-0318.

John Hall Construction named BOM
PLAINFIELD CHAMBER BUSINESS of the MONTH

Got Equity?
Use it Now!

The SBL Prime Equity Line with a great introductory rate is here just in time 

for your new year’s resolutions!  Take advantage now of this great offer and 

we will pay the upfront fees for you AND you get a great 2.69% APR for 6 

months (3.25% APR after that*).  

Whatever your new year plans include, put the equity in your home to 

work for you and get the access you need when you need it… call us at 

866.348.4675 or stop by one of our convenient local offices to apply or 

apply at www.statebankoflizton.com.

*Annual Percentage Rate. State Bank of Lizton will pay flood certification, appraisal and title search fees. Credit 
approval is required for this offer and the offer is available for new lines of credit only. The rate shown is for our best 
qualified customers with a credit score of 700 or higher. Other credit lines may be available for qualified buyers 
with a lower credit score. A minimum credit line of $5000 is required. The introductory APR will apply only during 
the first 6 billing cycles after your SBL Prime Line is opened. Thereafter, the APR, including the APR on any existing 
balance, will convert to the applicable variable APR. The variable APR on SBL Prime Line may vary monthly based 
on the latest U.S. Prime Rate as published in The Wall Street Journal as of the first business day of the month, plus 
a margin of .50% (now 3.75% APR). All APRs assume that your total mortgage loans, including your SBL Prime 
Line, do not exceed 80% of the value of your 1-4 family owner-occupied residential property in IN. The annual fee 
of $50.00 may be waived the first year with an immediate $5,000 withdrawal from the line. Property insurance is 
required. Flood insurance may be required. SBL Prime Line’s use is subject to the terms of the State Bank of Lizton 
Home Equity Line of Credit Agreement, including terms that permit lines to be suspended, reduced or terminated 
in certain circumstances. APRs and other terms accurate as of 12/15/13 and may change thereafter. Check with 
your tax advisor for tax deductibility of interest payments. Discover Card or check access is available upon request.

866.348.4675 | www.statebankoflizton.com

Lizton | Brownsburg East | Brownsburg Nor th | Pittsboro | Plainfield
Prestwick at the Crossing - Avon | Dover | Jamestown | Lebanon

Marketplace at Anson - Zionsville | Lebanon Nor th

College Tuition Home Improvement

Winter Vacation

&2.69%
APR

for 6 months
3.25% 

APR
after 6 months*
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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.

Of course you do! All successful busi-
ness owners know that competition is fierce.  
Customers are bombarded with an infinite 
amount of information from all directions. 
To secure the next big account, one must fig-
ure out a way to “POP!” out of the 
crowd. Be seen, get noticed and 
most importantly, be heard. 

Sam Horn, an international au-
thor, speaker and communication 
strategist, has helped business own-
ers around the world who dream 
big, deliver big, by using proven 
techniques that will have your au-
dience hanging on your every word.  
You can bank on it!  Sam has helped 
entrepreneurs source over $5.5 bil-
lion in funding through Spring-
board Enterprises, and she made 
a stop in Indiana this past month as keynote 
speaker for the NAWBO Indianapolis Vision-
ary Awards.

Her pioneering book, POP!, has been en-
dorsed by Seth Godin, Ken Blanchard and 
Mark Sanborn. Marketing guru Jeffrey Gi-

tomer calls it, “a rocket ship to your success.”  
I agree.  Having experienced these techniques 
first hand during a retreat hosted by Sam in 
Washington, D.C. last year, it changed the way 
I run my business.  By following  Sam’s inno-
vative step-by-step system for creating first-
of-their-kind titles, taglines, pitches, brand 

messages, positioning and market-
ing copy,  your products and servic-
es will get noticed, remembered and 
bought!

Sam’s incredible ability to trans-
form a business idea into a powerful 
strategic message that delivers big 
results is mind blowing.  She mes-
merizes her clients by her brilliant 
talent–articulating complex ideas 
into simple easy-to-digest messages 
that win contracts, close deals and 
position you as an expert. POP! is a 
must read for 2014.  Interested in at-
tending one of Sam’s always sold out 

retreats?  Check out her Web site for more in-
formation: www.intrigueagency.com

YOUR BUSINESS

BUSINESS PERFORMANCE

Need to stand out  
in the crowd?

How many times have you, when following 
up with a prospect, sent them an e-mail? If that 
is the only way you are following up with pros-
pects and current clients, then I have 
news for you: You are not following 
up!

One of the biggest pet peeves I 
have when working with clients who 
want more sales, need more sales and 
sometimes are desperate for sales tell 
me, “I sent them an e-mail,” when I 
have asked if they have followed up 
with their prospects.

The real way, the best way and as 
far as I am concerned, the only true 
way to follow up is to pick up your 
phone and call them or drop by and 
check in on them. Anything else and you are 
only fooling yourself and probably losing more 
sales than you realize.

At a recent event in Chicago, I heard Dan 
Kennedy talk about online and offline marketing 
and the results or lack of results with each. Dan 
said that “even customers who tell you they want 
only digital (that means e-mail) correspondence, 
follow-up, etc. are in fact, not satisfied with the 
only digital approach.” He cited an investment 
firm that was averaging a 34 percent annual re-

newal rate on one of its subscription programs 
with printed renewal notices. After “listening” to 
clients who requested to go to digital only corre-
spondence, the annual renewal rate dropped to 
a meager 12 percent in only two years.

Let’s look at real dollars for the same scenar-
io. That investment firm was mak-
ing $720 per client annually when it 
used a print renewal form, but when 
it switched to the digital, i.e. e-mail, 
the average annual income per person 
dropped to only (meager again) $190 
per client. This after 70 percent of the 
firm’s clients were “eager for digital 
only.”

The tragedy is that many who say “I 
sent them and e-mail” believe that it 
is an effective way to follow-up, cor-
respond or communicate. Albeit only 
one example, the example is strong 

enough to encourage us all to at least do a test, 
or worst case, pay attention to our results.

Next time, pick up the phone or send them 
something in the mail. Do not, in any case, just 
rely on e-mail to be your follow-up mechanism. 

I sent them an e-mail

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

“…business owners might be well served by establishing some  
management objectives at the beginning of the year, committing  

to extending and challenging themselves, toward the ultimate goal  
of ‘getting into shape’ entrepreneurially.”

Another new year… another set of New 
Year’s resolutions. Sure, many of us focus on 
the usual personal commitments, starting an 
exercise program and losing a few 
pounds, toward the ultimate goal 
of “getting into shape” personally.  
However, business owners might 
be well served by establishing 
some management objectives at 
the beginning of the year, commit-
ting to extending and challenging 
themselves, toward the ultimate 
goal of “getting into shape” entre-
preneurially. Here are a few ideas:

• Do some planning.  Oh, a writ-
ten business plan would be great, 

but if you don’t have that much motivation, at 
least establish a budget and some basic sales, 
expense and profit goals to help guide you 
through a productive new year.  Those who 
plan simply increase their odds of success.

• Connect with your custom-
ers.  Find out what they really like 
and don’t like about your product 
or service. Think about companies 
that you do business with where 
you “feel the love,” and add some of 
their strategies.  Strive to develop a 
few new ways to demonstrate your 
appreciation for your customer’s 
business.

  • Stretch yourself. Spend some 
time reviewing your strengths and 
weaknesses as a business owner/

manager, then focus on your needs and take 
action. Want to better understand Quick-
Books? How about enhancing your selling 
skills? Find seminars/webinars/workshops 
that address those needs and expands your 
knowledge base.

• Delegate some work. Time management 
is a nearly universal problem, and it is often 
related to a manager’s unwillingness to let go.  
Prioritize your activities and commit to let-
ting other team members or outside contrac-
tors complete less important tasks. Focus on 
what you do best… those high impact activ-
ities that will provide the greatest return on 
your time investment.

• Remember what’s important. The de-
mands of business are great, and the hours 
can be long, but time for your family and for 

yourself needs to 
be a priority as 
well.  Be proactive 
in planning activi-
ties throughout 
the year that take 
you away from 
work, in order to 
spend time with 

those people and things that you truly love. 
 Getting into shape is not easy and doesn’t 

happen overnight. It’s all about taking baby 
steps, making small commitments and mi-
nor incremental changes to your management 
style and direction, that can lead to huge ben-
efits for you and your business in 2014.  

‘Getting into shape,’ entrepreneurially speaking
GROWING SMALL BUSINESS

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

Larry White
Guest Columnist

BUSINESS DEVELOPMENT



Celebration of 
SMALL 

BUSINESS

www.exceleratehc.com

SAVE the DATE!

May 8, 2014
4pm to 7pm

For more information, 
contact Cathy Myers (317) 918-0334 

or email her at: info@exceleratehc.com.

2353 East Perry Road

Banquet and
Conference Center
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In-home therapy helps children with Autism

Compiled by Katie Mosley

Brownsburg resident Melissa Myers wants 
to help families with children diagnosed with 
Autism. Myers has spent half her life help-
ing families and children. She went 
into business for herself with Myers 
ABA Therapy in order to work with 
families in their homes rather than 
in a center-like setting. “Many fami-
lies really want/need instruction in 
the home because of so many skills 
that need to be taught for daily 
functioning at home,” Myers said.   

Myers currently has families in 
Hendricks, Marion and Hamilton 
counties. She hopes to teach the 
children basic skills for better com-
munication and to help parents understand 
reinforcing behaviors in order to work with 
their child when a therapist isn’t present.

Why did you open the business?
The need is great. With today’s prevalence 

of autism showing such staggering numbers, 
there are so many families needing help. Au-
tism is a very complex disorder, and many 
families struggle with how to deal with differ-
ent situations. As ABA therapy is the only sci-

entifically-proven treatment for autism, once 
families get a diagnosis, they may begin the 
search for an ABA therapist. There are many 
ABA centers, which are great for some fami-
lies; but many families have a need for an in-

dependent ABA therapist who will 
come to their home to do the thera-
py, as well as take the child into the 
community to work on necessary 
skills in different settings. I want-
ed to be available to come into the 
home so that I could work on skills 
with the child, as well as give the 
parents training on how to deal with 
different situations. 

What did you do to prepare for 
opening your business?

The most important step was net-
working. As I met families that had a new di-
agnosis, I realized they often joined support 
groups to have others around them who un-
derstood what they were going through. Fur-
ther, in these support groups, parents would 
discuss what treatment options were out there 
for autism. As one family had gotten to know 
me and what I did to help their family, they 
would connect me with others that they had 
met through the support groups. This really 

allowed many people to, at the very least, just 
talk to me to learn more about ABA therapy. 
I’ve had extensive conversations with many 
parents who I never even ended up working 
with. But because they knew more about ABA 
therapy and what I was offering, they told oth-
er parents.

Who is your ideal client?
While I have worked with many different 

ages, I would say that those who benefit the 
most are families who have young children, 
typically between 2-5 years old, who have just 
received a diagnosis of autism. Early interven-
tion is key. And when I can start a program 
early and include parent-training, these chil-
dren have a better chance of successfully en-
tering a neuro-typical classroom. 

How do you plan to 
be successful?

By continuing my 
education and staying 
up-to-date on research 
and developments in 
autism and ABA. As 
new information be-
comes available, I want 
to be able to pass that 

on to families. I’ve seen how difficult it is to 
find out your child has autism. Most families 
are very overwhelmed with everything in-
volved in having a diagnosis of autism; there-
fore, I hope to help in just one way by being 
able to give them up-to-date information on 
ABA so that they may feel confident in the 
decisions they have to make about starting a 
program.

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

Most people are surprised to find out that 
I started doing ABA therapy as a teenager. It 
started out as a part-time job for me while I 
was in high school. At that point, I simply did 
the therapy under the supervision and guid-
ance of a consultant who wrote the programs 
that we did with the children. I loved every-

thing about the thera-
py, however, and just 
continued to learn 
more and get more in-
volved. Today I write 
the programs, as well 
as do direct instruc-
tion.

BUSINESS LOCAL

OPEN FOR BUSINESS

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.

The truth Washington and Wall Street are hiding

It happens every time there’s a pull back or 
downturn in the market. The financial press 
yet again (using Monday morning 
quarterbacking) anoints the “vision-
ary investment guru” who predict-
ed the correction in his newsletter 
or CNBC interview or Wall Street 
Journal article and saved his clients 
countless thousands of dollars. Well 
let me tell you, Dear Reader, if your 
investment guy tells you he can pre-
dict when the next correction will 
occur, my advice is to RUN. Take 
your money and RUN from him.  
Even if you graciously assume that 
his advice is sincerely based on good inten-
tions and wanting to save you financial pain, 
the level of vanity and hubris displayed by him 
in saying he can predict the market is a very 
dangerous thing when it comes to manag-
ing other people’s money. He himself may be 
blinded to his own fortune telling inadequa-
cies by his hubris.  

Here’s a little bit of truth: With hundreds 
of thousands of investment gurus out there, 
whether  they’re in the local branch of your na-
tional retail investment store chain, or one of 

the many talking heads on the financial news 
channels… one of them is gonna get lucky and 
pick the exact date the correction begins and 
how far the market will fall. Funny though, 
that guru won’t be identified until well after 

the correction has happened — see 
Monday morning quarterbacking 
referenced above. 

So Bink, if you think any opin-
ion about when this bull market will 
correct itself is bull$#%&, why are 
you even writing this article? Be-
cause I want to try and give value 
to you who exchange a commodity 
to read this. That commodity is the 
most valuable in the world.   Your 
time.  

Let me state plainly: I have no 
idea when the next correction will take place. 
Nor whether it will be a correcting dip of 5 
percent, 7 percent or more than reverse to 
achieve new highs or whether it will be the 
start of a prolonged bear market with a true 
downturn of 10 percent, 20 percent or more. 
I do suggest that the investor who would be 
successful should think about these truths…

From the start of this bull run in March of 
2009 through September of 2013, there have 
been 11 corrections of 5 percent or greater, 

with another 4 percent correction in Octo-
ber 2013. These continuing corrections re-
mind us that this continues to be one of the 
most “nervous” stock market recoveries since 
WWII. And while the corrections have been 
decreasing in percentage depth, they appear 
to be happening more frequently. 

At 4.75 years, this bull market is already 
one of the longest since the Great Depression.  
Since 1932, the average bull market duration 
(for the S&P 500) is 3.8 years. So in compari-
son, this one is getting a little long in the tooth.

My final thought on this matter is that when 
you start hearing those talking heads and in-
vestment gurus squawking  have we “banished 
bear markets forever?” or something to that 
effect… run. 

That, my friends, is when we know hubris 
has truly run amok and we, in turn, should 
run our investments to the sidelines.

MONEY MATTERS

BUSINESS FINANCE

Melissa Myers



3rd Annual 
Hendricks County ICON 

Bridal Show
Held at the Prestwick Country Club 

5197 Fairway Drive • Avon, Indiana 46123
March 16, 2014 • 3pm to 6pm

For questions or vendor space information,  
please contact Katie Mosley 

(317) 443-0054

Bridal Show

HOSTED BY
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Outdoor billboards provide an excellent op-
portunity to connect with people on the go. Re-
membering seven simple realties of 
outdoor advertising can make your 
outdoor boards far more effective so 
that your investment in them pro-
vides a higher return.

1. Choose the right place. 
Location is one of the most impor-

tant factors affecting how well a board 
will perform. It also has a tremendous 
effect on what you’ll pay every month. 
For example, if you’re a local business 
that serves only local customers, you 
probably don’t need to 
pay the premium price for 
a board on the interstate.  

2. Stick to one message. 
Even at a speed of 40 

miles per hour, a car pass-
es by a standard-sized 
billboard very quickly, 
and your board will be within the driver’s range 
of vision for just 10 seconds. But he or she will 
spend most of those ten seconds watching the 
road and other drivers instead of reading, so 

make sure your message is very simple and very 
communicative. 

3. Keep it short. 
A rule of thumb is that you should 

have no more than seven words on 
your outdoor board. Short, simple 
messages succeed. Have ten or more 
words? That’s probably way too many.

4. Make words big. 
Choose typefaces (fonts) that are 

easy to read, too. Outdoor boards are 
not the place for lettering with intri-
cate designs or nonstandard charac-
ters. A reader shouldn’t have to strain 
to get your message.

 
5. Design it simply. 

The color of the type and background should 
have a strong contrast. Combinations such as 

black type on a white or yellow background are 
much easier to see than combinations such as 
orange type on yellow. If the board doesn’t have 
lights, you may want to use some type of reflec-
tive material for the lettering.

 
6. Avoid TMI. 

Too many advertisers cram too much infor-
mation on their boards. Use images to sell in-
stead of words. A big photo of a gooey cheese-
burger will connect with a hungry driver far 
better than a phrase like “Tasty Cheeseburgers.” 

 
7. Start with the end in mind. 

What one thing do you want the driver to do 
or remember? Do you think drivers will pay at-
tention to and make note of your address, phone, 
Web site, and product line as they weave in and 
out of semi-truck traffic at 70 m.p.h.? Pare your 
messages down to the minimum. 

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/.

Making outdoor billboards more effective

Scott Flood
Columnist

THE PERSONAL TOUCH

“Remembering seven simple realties of  
outdoor advertising can make your outdoor  

boards far more effective so that your  
investment in them provides a higher return.”

Still in debt after foreclosure • A tax break for 
struggling mortgage borrowers ended Jan. 1 
and that could mean big tax bills. If family is be-
hind on their mortgage, a bank could cut them 
a deal, maybe reducing the loan principal or 
forgiving the mortgage balance after a “short 
sale” in which the seller owes more than the 
final price. And under traditional IRS rules, the 
amount of that debt forgiveness would be tax-
able income. That temporarily changed in 2007 
when Congress passed the Mortgage Foreclo-
sure Debt Forgiveness Act. That law is set to 
expire at year’s end. A return of the tax could 
affect many of the nearly 10 million Americans 
who owe more on their loans than their homes 
are worth, according to the National Associa-
tion of Realtors. - CNN Money

Warren Buffett’s 10 favorite stocks • Source 
Wall St. Cheat Sheet 10) Goldman Sachs. Year-
to-date performance: 28 percent growth. 9) 
DIRECTV. Year-to-date performance: 28 per-
cent growth. 8) U.S. Bancorp 7) Exxon Mobil 
6) Walmart. Year-to-date performance: 16 per-
cent growth. 5) Procter & Gamble. Year-to-date 
performance: 24 percent growth. 4) American 
Express. Year-to-date performance: 42 percent 
growth. 3) International Business Machines. 
Year-to-date performance: -5 percent growth. 
2) Coca-Cola. Year-to-date performance: 11 
percent growth. 1) Wells Fargo. Year-to-date 
performance: 26 percent growth. - USA TODAY

BUSINESS DISPATCHES

Have electric heat? 
We have a better 
way to cut your 
heating budget.

And we’ll pay you to save. 
Talk to us about the benefits and savings that a heat pump or 
geothermal system brings—and about the cash back you’ll get for 
upgrading. We’ll give you as much as $1,500 for installing a system 
that saves you money every month.

Visit PowerMoves.com to apply, or to find more ways to save. 

The more you save, the more you save.
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Hendricks County law firm offers clients many services

Compiled by Rick Myers

With a combined 50 years plus of experi-
ence, LeBlanc Nettles & Davis is a full service 
law firm. The partners, Kirk LeBlanc, Nelson 
Nettles and Neil Davis offer Hendricks Coun-
ty a little bit of everything, legally speaking.  
According to the partners, they started the 
firm “out of mutual respect and goals for do-
ing superior and intelligent work for the client 
while keeping the costs reasonable.”

LeBlanc Nettles & Davis want to be known 
for honest, hard work. The attorney services 
they offer are varied: wills, family law, crimi-
nal defense, personal injury and employment 
issues, just to name a few. The partners have 
been pleasantly surprised with the amount of 
new business they have seen since opening 
their doors in May 1, but they are still accept-
ing new clients.

What is the most valu-
able piece of advice 
you’ve been given?

A wise mentor told 
me several years ago how 
important it is when en-
tering into business ven-
tures with others to make 
sure your interests are 

truly aligned. This includes values, business 
plans, and expectations. Differences will mag-
nify over time. In our case, we are all experi-
enced Christian attorneys and similar stages 
of life. We wanted to work in a smaller com-
munity, closer to home in order to allow more 
time with family and friends while building 
relationships within that community.

How have things changed since  
you started your business?

We had put together conservative budgets 
and projections before opening our doors. 
We have been pleasantly surprised by all of 
the new local clients who have retained us. 
Brownsburg and Hendricks Country have em-
braced our choice to move our practices here, 
and we are so grateful for their support.

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

Budgeting time between work and family 
has presented challenges 
during this process. Hav-
ing been blessed with 
more clients than origi-
nally anticipated, time 
commitments at the office 
were high. Opening a new 
business always requires a 
lot of time and effort. In 

order to address 
the demand, we 
have hired addi-
tional staff and 
an associate at-
torney earlier 
than expected.

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

Although de-
tailed planning 
is necessity, new 
business ven-
tures will always 
encounter the 
unanticipated. It 
is important to have an understanding among 
owners as to how these will be handled by and 
communicated to each other. Knowing that 
you need to be flexible and able to roll with it 
as life sends you the unexpected is essential.

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

The modern law firm appears to be chang-
ing, both in terms of size and standard work 

day. Size appears to be polarizing. Mid-sized 
firms are either merging into regional or larg-
er firms or splitting up into smaller niche 
firms. Additionally, law practices are more 
willing to accommodate personal schedules           
through more flexible work schedules. At-
torneys and staff are working remotely from 
home more often. Altered schedules to take 
care of family needs are becoming the norm 
for the more progressive firms.

NOW THAT WE’VE BEEN OPEN

We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
on your next delivery!

Direct Delivery isn’t the new delivery company on the block. We’ve 
been around for decades, delivering materials of all sizes on time and 
on budget. Let’s face it, when you need something delivered, you just 
want to make the call with confidence that your shipment is as good as 
delivered. Well, you’re at the right place.

Direct Delivery is the answer for your shipping needs. In fact, you’ll 
find that we are a reliable and responsible company that is always will-
ing to work with you regardless of your needs. Not only do we take our 
business serious, we take our role in the business community serious 
as well. Welcome to our site, feel free to browse it or if you just need a 
delivery contact us and make it a Direct Delivery.

“We have used Direct Delivery for a number of years and have developed a 
strong relationship with them. Like us, they are locally owned and though 
we know there are other companies we could use, we know that the owner, 
Greg Mertz is always a phone call away, and we take great comfort in 
that...” - RJ Pile, Indianapolis

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221

From left, Kirk LeBlanc, Neil Davis, and Nelson Nettles

Submitted Photo
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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. 

Q. Things aren’t going well in my marriage 
right now – we may even decide to get di-
vorced. I own a small business 
with two employees. Is there 
anything I need to do now to 
protect my business in case we 
do decide to get divorced?

A. Good question!  All too often, 
people end up in a business law-
yer’s office after the divorce, try-
ing to fix the problems that were 
created.  These are a few short tips 
that we recommend business own-
ers follow – not only to protect in 
case of divorce, but also in case of 
any other life changing event.

You’re getting divorced. And you own a 
business.  Do you know how to protect your 
business and keep it from going down with 
the ship?

Run your business like a business.  Set it up 
as an LLC or a corporation. Have an operating 
agreement, bylaws, a business bank account 
and separate business credit cards. If you es-
tablish a “wall” between your personal life 
and your business, you can not only protect 
yourself from personal liability – you can also 
demonstrate the business is a separate being, 
and not part of the communal pie.

Have a buy-sell agreement that requires 
all owners of the business agree prior to sell-

ing any shares or interest.  If you are in busi-
ness with others – partners, investors, what-
ever you want to call them – have a buy-sell 
agreement in place that requires the approval 

of all of the other business owners 
before any interest in the business 
can be transferred to a third party.  
That way, your partners don’t end 
up having to BE in business with 
your former spouse.

If your business is established 
and doing well, consider a prenup-
tial agreement that separates the 
business ownership from the mar-
ital property. To be fair, consider a 
lump sum payout if there is a di-
vorce. That way, you both know 
the consequences of a divorce 

ahead of time.
Divorce can end a business – either because 

you are forced to liquidate to pay your former 
spouse the value of the business, or because 
your former spouse is now a part owner that 
poisons the decisions and the company cul-
ture.

Protect your business by starting it out 
right. Establish yourself as a business and 
keep business and personal separate.

Business and your spouse

Kathy Davis
Guest Columnist

HC BUSINESS PEOPLE

BUSINESS LEGAL

Representatives from First Merchants Bank, 
Lucas Oil Raceway and IU Health West Hospital 
presented checks to the local education 
foundations designated as beneficiaries of the 
2013 Dragstrip Dash, held Saturday, October 
26.  With more than 200 runners participating 
in the 5K and 10K events, Dragstrip Dash 
proceeds totaled $1200 each for the Avon 
Education Foundation, Brownsburg Education 
Foundation and Plainfield Legacy Fund.

2013 Dragstrip Dash check presentations

Avon – From left to right: Cathy Stoll, IU Health West 
Hospital; John Skelton, First Merchants Bank; Pam 
DeWeese, Avon Education Foundation; Mary Keevers, 
First Merchants Bank and Craig Emsweller, Lucas Oil 
Raceway.

Brownsburg – From left to right: Cathy Stoll, IU Health 
West Hospital; John Skelton, First Merchants Bank;  
Angela Falcone and Rene Behrend, Brownsburg 
Education Foundation;  Mary Keevers, First Merchants 
Bank and Craig Emsweller, Lucas Oil Raceway.

Plainfield  – From left to right: Cathy Stoll, IU Health 
West Hospital; John Skelton, First Merchants Bank; 
Gay Younce and Nancy Haskell, Plainfield Legacy 
Fund; Mary Keevers, First Merchants Bank and Craig 
Emsweller, Lucas Oil Raceway.

BUSINESS BRIEF

BUSINESS LOCAL
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United Way names  
new county director

By Gus Pearcy
Like Tiger Woods, Adriann Barger has been 

practicing her whole life to step into some 
pretty big shoes here in the county. Since she 
was 9, she worked to 
make her community 
better. 

Barger, of Browns-
burg, was named the 
new director of the 
United Way of Hen-
dricks County.

Participating in the 
Youth As Resources 
program, Barger helped build a playground 
at North Salem Elementary. From there, she 
was invited to join the YAR Board of Directors 
which makes decisions on project funding. 
She chaired the volunteer board in 2005-2006.

After graduating from Purdue, Barger came 
back to Hendricks County and started work 
with the United Way under the wing of retired 
director Susie Friend. Since 2011, Barger has 
worked as a donor relations associate.

Mary Kay Hood, a former local United Way 

county committee chair, sat on the hiring 
committee and is thrilled that Barger has such 
a long history with the organization

“She is perfectly poised to continue the 
good work that Susie Friend accomplished 
while taking the local United Way efforts to 
the next level,” Hood said. “She is energetic, 
organized and passionate about helping oth-
ers. She was the unanimous choice amongst 
the local interview team that participated in 
the process.”

Friend also supported Barger with a letter 
to the committee which, in part, read:

“As our donor relations associate for the 
past three years, she has grown to know what 
it takes to run a county office and how our 
success in the county is attributed to our won-
derful volunteers, donors and companies,” 
Friend wrote. “She will be a wonderful direc-
tor bringing ...

FEATURE

BUSINESS BRIEF

Isadore Rivas named new 
Chief Financial Officer at 

Hendricks Regional Health
Danville - Isadore (Izzy) Rivas has been named 
Chief Financial Officer for Hendricks Regional 
Health. Mr. Rivas has been providing services 
at Hendricks Regional 
Health since August, 
serving as the acting 
CFO. His areas of ex-
pertise include finan-
cial accounting and re-
porting, mergers and 
acquisition, business 
systems effectiveness, 
management develop-
ment and financial planning. Previously, Mr. 
Rivas was with Indiana University Health as 
Vice President, Finance, from 2004 through 
2011, and served as the CFO from July 2011 
through February 2012. He has also served as 
an audit partner with the Indianapolis office 
of EY (formerly Ernst & Young LLP), working 
with a variety of organizations and industries, 
principally focusing on audit, accounting and 
business advisory services to health care pro-
viders, including large, multi-location health 
care systems. A graduate of Indiana University 
with a B.S. degree in Business Administration 

and a certified public accountant, Mr. Rivas is 
also active in a number of civic organizations. 
Since 1962, Hendricks Regional Health has 
served as the area’s leading healthcare pro-
vider by delivering innovative care with a per-
sonal touch. Licensed by the Indiana State 
Department of Health and accredited by the 
Healthcare Facilities Accreditation Program, 
Hendricks Regional Health staffs a full com-
plement of physicians in a variety of special-
ties at locations in Danville, Avon, Plainfield, 
Brownsburg, Lizton and Bainbridge. To learn 
more call (317) 745-3627 or visit www.hen-
dricks.org.

Reach the best markets  
in metro Indianapolis.

To advertise, call 451-4088

Bank deposits safer • Federal banking 
regulators have passed the Volcker Rule 
to limit risk-taking by banks with federally 
insured deposits. Named for former Federal 
Reserve chairman Paul Volcker, the rule 
restricts banks with federally insured deposits 
from engaging in risky investment activities 
undertaken for their own benefit, a practice 
known as proprietary trading, as well as from 
taking ownership stakes in hedge funds and 
private equity funds. Banks can still engage 
in proprietary trading of U.S. government, 
state and municipal bonds, as well as those 
of government-backed entities like housing 
finance firms Fannie Mae and Freddie Mac. 
They also can trade in foreign bonds under 
more limited circumstances. - CNN Money

BUSINESS DISPATCH
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County and Municipal 
Meetings *Please note that 
some meeting dates may be 
subject to change with the 
Martin Luther King, Jr. Day 
holiday and with adoption of 
all 2014 meeting schedules 
are not available at press 
time. 

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) Jan. 9, 1 p.m.

Plan Commission 
(Second Tuesday every 
month) Jan. 14, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month)
Jan. 20, 7:30 p.m.

Commissioners 
(Second and fourth Tuesday 
every month)
Jan. 14, 9 a.m.
Jan. 28, 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) Jan 9, 7 – 9 p.m.
Jan. 23, 7 – 9 p.m.

Advisory Plan Commission
(Fourth Monday every 
month) Jan 27, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) Jan. 16, 7 p.m. in 
the Court Room

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)
Jan. 9, 7 p.m.
Jan. 23, 7 p.m.

Plan Commission 
(Fourth Monday every 
month) Jan. 27, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) Jan. 13, 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) Jan. 6, 7 p.m. 
Jan. 21, 7 p.m.*

Plan Commission
(Second Monday every 
month) Jan. 13, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(third Tuesday of the month)
Jan. 22, 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) Jan.13, 7 p.m.
Jan.27, 7 p.m.

Plan commission
(First Monday every month)
Jan. 9, 7 p.m.*

Board of Zoning Appeals
(Third Monday every month)
Jan. 20, 7 p.m.

January Chamber of 
Commerce Meetings
Chamber Events

8 - Danville Chamber of 
Commerce (members’ 
meeting): Wednesday, 
January 8, 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 - Brownsburg 
Chamber of Commerce 
(members’ meeting): 
Wednesday, January, 11 
a.m.; Brownsburg Fire 
Territory, 470 E. Northfield 
Dr., Brownsburg. For more 
information call (317) 
852-7885

21 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, January 
21, 11:30 a.m.; Plainfield 
Recreation and Aquatic 
Center, 651 Vestal Rd., 
Plainfield.  For more 
information, call (317) 
839-3800

28 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, January 
28, 11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon.  For more 
information, call (317) 
272-4333

31- Westside Chamber 
of Commerce, (members’ 
meeting): Thursday, January 
31, 8:30 a.m.; Location 
TBD, Indianapolis. For more 
information, call (317) 
247-5002.
 
NEW MEMBERS

Brownsburg Chamber 
New Member

Kirkpatrick Management 
Company
5702 Kirkpatrick Way
Indianapolis, IN 46220
(317) 558-5335

The Willow Center
515 N. Green St. Ste. 402
Brownsburg, IN 46112
(317) 852- 3690

Mears Automotive 
Maintenance & Repair
676 N. Green St.
Brownsburg, IN 46112
(317) 852-4621

Plainfield Chamber 
New Members

American Christian 
International Foundation
5088 Anacostia Dr.
Plainfield, IN 46168
(708) 899-9349

Choose Your Time 
Appliance Repair, Inc
Courtney McCorkle
144 E. Elbert St.
Indianapolis, IN 46227
(317) 280-1000

Dress Barn
Lisa Herndon
2685 E. Main St. Ste. 104
Plainfield, IN 46168
(317) 838-8786

Jetco Plactic Products, LLC
Craig Carson
885 Andico Rd.
Plainfield, IN 46168
(317) 839-4943

Plainfield Family 
Auto & U-haul
Kyle Hines
5885 E US 40
Plainfield, IN 46168
(317) 839-8404

SALES LEADS
Newly incorporated 
businesses through 
December 10, 2013

Awesome Westside 
Advocates Kelsey D. Cowley
Kyle F. Thate, Karen S. Rose
C/O The Huntington National 
Bank. Attention: Tarra
2110 Stafford Road
Plainfield, IN 46168

BC Products, LLC
Bryan Payne Heating and 
Cooling Services, LLC
Bryan Payne
Cindy Payne
8440 E. S.R. 267
Plainfield, IN 46168

Bewley Communications
Mary Louise Bewley
Timothy S. Bewley
10310 Majestic Perch Ct.
Indianapolis, IN 46234

Dailey Hearing Aid Center
Richard Dailey
229 Meadow Lane
Plainfield, IN 46168

Demaree’s Cleaning 
Services
Amy and Dennis Demaree
1736 Erika Ct.
Indianapolis, IN 46234

Imagine Virtual Assistant 
Service
Lacey M. Ring-Verbik
10680 E. C.R. 100 S.
Indianapolis, IN 46231

Integration Partners
Christopher Lee Blair
1934 Wayfield Dr.
Avon, IN 46123

Isaacs Body Shop
Nathan Isaacs
84 Sycamore St.
Brownsburg, IN 46112

JW Rentals
John Wiley
659 N. Green St.
Brownsburg, IN 46112

Spartan Claims, LLC
Aaron Poland
7543 Basswood Dr.
Avon, IN 46123

Three Star Surplus
Enkeljda Ramo
373 Austin Dr.
Avon, IN 46123

Victoria Nails
Helen Nguyen
126 N. Perry Rd.
Plainfield, IN 46168

Zetty Management
Robert Zetty
Melissa Zetty
Olivia Zetty
Camden Zetty
697 Foxboro Dr.
Avon, IN 46123

SBA GUARANTEED LOANS

Boone County

J & J Petro, Inc.
101 E. South St. 
Lebanon, IN 46052
$739,500
Star Financial Bank

Hamilton County

Better Beginnings 
Preschool, LLC
10445 Commerce Dr. 
Carmel, IN 46033
$100,000
The Huntington National 
Bank

Bluebridge Digital, LLC
7 Launch Way
Fishers, IN 46037
$ 83,000. The Huntington 
National Bank

Carmel Solutions, LLC
987 Keystone Way
Carmel, IN 46032
$350,000
First Merchants Bank

Culver’s of Fishers
Olio Road and S.R. 238
Fishers, IN 46038
$973,000
Premier Capital Corporation

Foster Results, Inc.
2222 E. 161st St.
Westfield, IN 46074
$85,000 
Ameriana Bank

Happlily Ever After 
Flowers, LLC
611 E. 116th St.
Carmel, IN 46033
$5,000
The Huntington National 
Bank

J-J.A.D.E Enterprise, LLC
1 S. Rangeline, Ste. 31
Carmel, IN 46032
$150,000
Star Financial Bank

Primrose at West Carmel
3746 W. 98th St.
Carmel, IN 46032
$1,040,000
Indiana Statewide Cert. Dev. 
Corp. 

Wolfies Waterfront  
Grill, Inc.
20999 Hague Road 
Noblesville, IN 46060
$125,000
First Merchants Bank

Hancock County

Deryl Hunt
4013 E. 300 North
Greenfield, IN 46140
$150,000
Mainsource Bank

Gilliland Investments, LLC
2420 E. Mill Stream Dr.
Greenfield, IN 46140
$320,000
Bloomfield State Bank

J & M Sportings  
Goods Ltd.
3523 W. U.S. 40
Greenfield, IN 46140
$72,000
Fifth Third Bank

Mount Comfort 
Development, LLC
5935 W. 225 North
Greenfield, IN 46140
$3,530,000
The Huntington National 
Bank

Hendricks CountyBlood 
Hound, Inc.
750 Patrick Pl.
Brownsburg, IN 46112
$442,000
Premier Capital Corporation

Green Lea, LLC
1412 S. Rangeline Road
Carmel, IN 46032
$90,000. The Huntington 
National Bank

Indy Wiring Services, LLC
1322 Fall Ridge Dr.
Brownsburg, IN 46112
$12,100. Chase Bank

James A. Miller, LLC
2062 Woodstream Dr.
Avon, IN 46123
$17,000. Chase Bank

Dr. Jason A Warner
459 S. S.R. 267
Avon, IN 46123
$30,000. Chase Bank

Johnson County

Dhillon, Inc. 
2935 Welcome Way
Greenwood, IN 46143
$44,300. The Huntington 
National Bank

Peach Brands, Inc.
1872 Fountain Circle
Greenwood, IN 46143
$391,000
The Bankcorp Bank

Marion County

Downtown Doggie
925 E. Vermont St.
Indianapolis, IN 46202
$298,000
Premier Capital Corporation

G.L.S., Inc.
3512 S. Harding St.
Indianapolis, IN 46217
$10,000. The Huntington 
National Bank

Leslie Coatings, Inc.
1101 E. 30th St.
Indianapolis, IN 46205
$291,400
PNC Bank

Material Handling 
Solutions, LLC
72 S. Post Road
Indianapolis, IN 46219
$556,600
Chase Bank

McCullough 
Archaeological Service
410 N. Arsenal Dr.
Indianapolis, IN 46201
$25,000
Fifth Third Bank

Nora Urgent Care, LLC
860 E. 86th St.
Indianapolis, IN 46240
$655,000
Stearns Bank

ORA Enterprises, Inc.
6841 Bluestem Ct.
Indianapolis, IN 46237
$140,000
Horizon Bank

Planet Fitness
3479 Kentucky Ave.
Indianapolis, IN 46221
$488,000
Premier Capital Corporation

Pure Beverage Company
1835 Stout Field W., Dr. 
#101
Indianapolis, IN 46241
$1,200,000
KeyBank

‘Safecare’ Home 
Development Chapter
5935 E. 27th St.
Indianapolis, IN 46218
$92,000
Premier Capital Corporation

Joseph A Thomas dba 
Thomas Out
10908 E. McGregor Road
Indianapolis, IN 46259
$8,000
The Huntington National 
Bank

Tractor Zone, LLC
7050 Guion Road
Indianapolis, IN 46268
$150,000
$50,000
The Huntington National 
Bank

Underwood Tax and 
Accounting Services
2445 Shelby St.
Indianapolis, IN 46203
$210,000
Ridgestone Bank

WebStream  
Productions, Inc.
5200 E. 64th St., Ste. 100
Indianapolis, IN 46220
$1,500,000
First Merchants Bank

Whirlwind Excursions, LLC
5201 W. Raymond St.
Indianapolis, IN 46241
$25,300. The Huntington 
National Bank
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