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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.

Youth Leadership Applied
Teenagers. It’s no coincidence that parents 

tend to develop gray hair about the time they 
appear on the scene. We all know what they’re 
like. They dress funny, what they call music 
is a bunch of noise, and they have no respect 
at all for their elders. They’re all opinionated 
and convinced that they’re much smarter than 
those of us who have celebrated quite a few 
more birthdays. Don’t you fear for our nation’s 
future?

But what happens when you take a group of 
teenagers and help them uncover their own 
leadership abilities? What happens when you 
open their eyes to how communities work, 
and how they can work better? What happens 
when state officials and local entrepreneurs 
talk with them as equals? And what happens 
when you show them how to sharpen their 
interpersonal skills?

Johnny Gulley is a formidable opponent 
on the links. A member of the Plainfield 
High School golf team (which won this year’s 
regional tourney), Johnny wanted to raise 
funds for Habitat for Humanity of Hendricks 
County. Through the American Junior Golf 
Association’s Birdies for Charity program, 
he asked friends and family to pledge money 
for each birdie he recorded during summer 
tournaments. His accuracy on the course 
brought more than $3,500 in donations for 
Habitat. 

Maggie Burgess is a Tri-West student 
with a strong desire to serve the community. 
She learned what the Hendricks County 
Community Foundation did to strengthen the 
good works that were underway throughout 
the county. Maggie learned that the Foundation 
wanted to start a youth council for high school 
and middle school students, and she jumped 

at the chance to help. Now she serves a board 
secretary for H30, otherwise known as Hands 
Helping Hendricks.

Then there’s Austin Decker. He knew that 
there was a lot of energy within Cascade High 
School that could be harnessed to accomplish 
great things. So he decided to organize the 
school’s inaugural Relay for Life event, which 
raised more than $8,500 for research into the 
causes of and cures for cancer.

Ali Rhoades is an accomplished Avon 
student-athlete who has served her class in a 
variety of leadership roles. But Ali recognizes 
that being a leader means more than “running” 
things, so she devotes a substantial amount 
of time to mentoring younger students and 
helping them learn how to strengthen their 
skills and self-confidence.

And then there’s Luke Stephenson. As a 
student at Danville High School, he enjoyed 
learning about government and dreamed of 
playing a key role in his community. It didn’t 
take very long. Shortly after graduating from 
high school, he entered a contentious race for 
the community’s school board. As a teenager, 
he defeated an incumbent and now serves as a 
board member.

What do all five of these outstanding young 
people have in common? They’re all graduates 
of Youth Leadership Hendricks County, and 
they’re just getting started. Spend two minutes 
talking to any of them, and you’ll believe that 
the future of our county and our country will 
be nothing short of amazing.

Leadership Hendricks County is a not-for-
profit organization whose mission is to seek, 
prepare, involve and sustain leaders from 
diverse backgrounds to address community and 
countywide changes. Since 1993, Leadership 
Hendricks County has given citizens the 
background and inside information they need 
to take on effective leadership roles in the 
Hendricks County community.  To learn more 
about Leadership Hendricks County visit www.
LeadershipHendricksCounty.org. 

Johnny Gulley

Maggie Burgess

Ali Rhoades

Austin Decker

Luke Stephenson
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I love playing in all of the local golf outings 
that summer brings. It’s a great way for me 
to meet new people, play golf with friends 

and give back to an 
organization as well. 

One that is special to 
me is the Avon Cham-
ber of Commerce’s out-
ing. It was actually the 
first one I ever played in 
back in 2005, just before 
we launched our debut 
issue of the Hendricks 
County Business Leader. 
Not to mention, I love 
playing at Prestwick.

This year’s event, 
Wednesday, Aug. 27 (there will be no lun-
cheon this month), will be at Prestwick Coun-
try Club, 5197 Fairway Dr. There will only be 
a morning flight, which begins at 8 a.m. (reg-
istration 7:30 a.m.) and a buffet lunch at 11:30 
a.m. Cost is $85 per player; registration dead-
line is Aug. 20. WellBrook of Avon is the title 
sponsor of the event; however, there are other 
sponsorship opportunities available. 

Proceeds from the outing benefit scholar-
ship for local students as well as continued ef-
forts of the chamber. For more information, 
contact Melanie Allen at info@avoncamber.
org or call (317) 272-4333. You may also regis-
ter online at www.avonchamber.org

………………

I hope you can join us Aug. 12, 5:30-7:30 
p.m. at Château Thomas Winery for our Au-
gust Cover Party, sponsored by State Bank of 
Lizton. I am especially excited that the CTW 
is hosting the event. There was a time when 
we exclusively held our cover parties at this 
location and it’s good to get back there. Please 
RSVP by Sept. 11 to coverparty@business-
leader.bz.  

………………

Hard to believe this summer has ended so 
quickly. Here’s wishing all of the teachers and 
administrators who will be welcoming stu-
dents to the classroom here shortly, much suc-
cess for the coming school year. Our teachers 
are to be respected. Education is a noble pro-
fession. They have quite the job these days. 

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

Summer golf, 
wine event and 
summer’s end

FROM the PUBLISHER

n NEW BOOK ON SALES 
In the 10 years since moving from Swe-
den to New York City, with no experi-
ence in real estate and no contacts, 
Fredrik Eklund has transformed himself 
into the best seller in the most competi-
tive real estate market on the planet. In 
The Sell, Eklund leverages his years of 
experience to create the go-to manu-
al for self-promotion and sales.  At the 
core of the book are chapters tied to 
Eklund’s 10-step program for “selling 
anything to everyone,” sharing his se-
crets on everything from personal au-
thenticity and looking your very best 
to crafting the perfect sales pitch, ne-
gotiating with savvy, and closing deals 
promptly and efficiently . . . lest they 
slip away. The Sell imparts helpful wis-
dom and tips on wooing new custom-
ers, getting them to like and trust you, 
and persuading them that whatever it 
is you’re offering them is precisely what 
they want and need most. He aims to 
help you get a razor-sharp focus on sell-
ing: selling yourself - or your brand - no 
matter what your background is. 

- amazon.com

n iPAD2 STILL TOP TECH GADGET 
True Apple devotees might write off the 
iPad 2 as last year’s news, but don’t be 
fooled. This is still the tablet to get for 
slimness and size. It’s actually thinner 
than the new iPad, but the screen is still 
plenty bright and clear. And, starting 
at $399, the iPad 2 is a hundred bucks 
cheaper than Apple’s latest model. 
That’s actually a great value consider-
ing it gives businesses just about every-
thing they would want in a tablet. The 
iPad 2 is small enough to easily slide 
into a briefcase or a large purse with-
out weighing you down, but power-
ful enough to handle critical business 
tasks. It’s great for writing e-mails and 
reports, perusing documents or even 
basic videoconferencing. It also makes 
a flashy sales presentation tool. 

- entrepreneur.com

n GO PAPERLESS! 
The cost of paper, ink, mailing sup-
plies and postage may seem minimal at 
times, but it can add up to a large busi-
ness expense. Going paperless by not 
printing unless absolutely necessary, 
transitioning to a digital invoice and 
bill-payment system, and filing all im-
portant paperwork on your computer 
instead of a file cabinet can help you re-
duce some of the most common recur-
ring business costs. 

- sbinformation.com

BUSINESS DISPATCHES 
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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.

Each of us must face trying times in our 
lives. It’s an essential part of the human 
experience. It’s the yin to a happiness 

yang. Just because I tout philosophies 
of happiness doesn’t mean that I 
think we should skip the rain.

Far from it.
Recently, I have become friends 

with a young woman from Las Ve-
gas. She moved here a few months 
ago and recently remarked about 
the constant changing weather pat-
terns. That rarely happens in Las 
Vegas. The weather is such a con-
stant, it becomes a non-factor. In 
Indiana, weather folk get to work 
harder. People pay at-
tention to the weather. 
It’s a common denomi-
nator to our daily lives. I 
often wonder what peo-
ple expect when they 
say they want to move 
to California because of 
the weather. Eventually, everyone is oblivious 

to the weather. In southern California, no one 
appreciates a beautiful day. But you do, right?

Same goes with tough times. Those born 
lucky don’t understand what a gift they have 
been given. Taking things for granted is a nat-

ural part of the human experience. 
Constants fade from conscience 
thought and are truly appreciated 
until they are taken from us.

This is why I have started a Jour-
nal of Appreciation. It reminds me 
of what I have to be thankful for 
and how lucky I am. The journey 
of thanks can be a rewarding one. 
People who have it bad can still find 
things to be thankful for.

Then I suggest that you smile.
Smiling is an amazing transfor-

mative act. It can turn 
your day around. It can 
help you see the good 
despite the bad. “Fake 
it ‘til you make it” has 
always had a negative 
connotation to me, but 
I’ve changed my mind 

on it. Being fake is a necessary act to survive 
in society. Putting on a fake smile can some-

times trick your mood center in the brain. You 
might actually find yourself enjoying the day.

Author, educator and speaker, Shawn 
Achor, says that we have our values backwards 
when it comes to happiness and success. Typ-
ically, we say that we will be happy once we 
achieve our goals: getting a better job, driving 
a better car, moving to a bigger house, etc. The 
truth is we need to become happy first. Our 
brains work much better with a happiness 
charge of dopamine than working to be hap-
py. Achor, who gives a most excellent TEDx 
Bloomington talk on TED.com, promotes 
training our brain to be happy by examining 
what we are grateful for, gratitude journaling, 
exercise, meditation, and performing random 
acts of kindness. 

Meditation may seem like an odd choice, 
but it makes sense given our hectic schedules 
and our constant barrage of technical minu-
tiae. It actually can help the brain with focus 
issues.

Try these suggestions and see if you aren’t 
happier in a month. 

Gus Pearcy
COLUMNIST

Into each life a little rain must fall
HUMOR

The Federal Unemployment Tax Act 
tax rate normally is 0.6 percent of wag-
es paid up to a limit of $7,000 per work-
er, or $42 per employee per year. 

However, employers in as many as 
13 states and the U.S. Virgin Islands 
(yes, including Indiana) may pay an in-
creased FUTA tax rate in January 2015. 
It’s based on FUTA taxable wages paid 
in the affected jurisdictions during 
2014.

For-profit employers pay federal and 
state unemployment insurance taxes on 
wages paid. The FUTA tax rate is nomi-
nally 6 percent, but includes a credit of 
5.4 percent for payment of state UI tax-
es, making the effective FUTA tax rate 
0.6 percent.

However, when state UI funds are 
depleted, states draw from a designat-
ed federal loan account, and if such 
loans are not repaid within two years, 
part of the 5.4 percent FUTA tax cred-
it is reduced, thereby increasing the 
effective FUTA tax rate in affected 
states.  When this “credit reduction” 
applies, the FUTA tax typically increas-
es by 0.3 percent, or $21 per employee, 
payable in January of the following cal-
endar year with Internal Revenue Ser-
vice Form 940. This credit is further 
reduced annually by 0.3 percent until 
loans are repaid.

In addition, because many of the ju-
risdictions affected will have had out-
standing FUTA debt for five years, they 
may be subject to a special benefit-cost 
ratio add-on tax in 2014, which could 
increase the FUTA tax by more than 
the typical 0.3 percent per year.  The 
BCR add-on is less predictable but 
more substantial; for example, Indiana’s 
effective FUTA rate is expected to in-
crease from 1.8 percent to 2.1 percent 
due to credit reduction alone in 2014.  
If deemed to be in effect, the BCR add-
on tax would add another 1.2 percent, 
for a total of 3.3 percent. The combina-
tion of credit reduction and BCR could 
result in a five-fold increase over the 
normal FUTA tax rate. 

For additional information, go to 
http://www.irs.gov/Businesses/Small-
Businesses-&-Self-Employed/FUTA-
Credit-Reduction?cid=elq_sales_en-
ablement.

Unprecedented 
FUTA increases 

may apply for ‘14
It is when we stop 

doing our best work 
that our enthusiasm  

for the job wanes. 
We must motivate 
ourselves to do our 

very best, and by our 
example lead others to 
do their best as well.

~ S. Truett Cathy, owner  
of Chick-fil-A

“The journey of thanks  
can be a rewarding one.”
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TKO Graphix
2751 Stafford Road
Plainfield, IN 46168 

(317) 271-1398
TKOGraphix.com

What’s the best advice you ever re-
ceived? When we began the company in 
1985, the mistake we made was calling it 
TKO Enterprises. I’d make sales calls and 
prospects would say, “Who?” or ask, “What 
do you want?” I was advised to change the 
name to TKO Graphix, and as soon as I did, 
people stopped asking who we were and 
what we did.

Best business decision you ever made: 
In the beginning we painted letters and 
logos on vehicles. It was a painstaking and 
time-consuming process. Against the ad-
vice of many and bucking industry trends, 
in 1986 we took a risk and purchased our 
first graphics computer.

Worst advice you ever received: To con-
centrate on one product. In 2009, when 
the economy tanked, we found we had a 
lot of eggs in one basket. Since then we’ve 
concentrated on diversification by looking 
for products that fit our customers’ needs 
and our competencies. The economy looks 
strong and our business is better than ever, 
but if there is a downturn we’ve positioned 
ourselves to weather the storm.  

In five years, I want… To watch all TKO di-
visions continue controlled and manage-
able growth. My job is to direct the orga-
nization and share a vision for the future…
sometimes from the golf course.  

My secret to success… I gather good peo-
ple around me. No one can be great at ev-
erything. The old days when the boss knew 
every aspect of his business and could 
solve every problem no longer exists. To be 
successful today, you must be able to at-
tract, retain, and rely on people who know 
more about their chosen field than you do.  

How Tommy did it?

The List
Five books that have influenced my 
life: Rich Dad Poor Dad, Trump: The Art 
of the Deal, Rich Dad’s Guide to Investing, 
Tin Cup Dreams and Golf is not a Game of 
Perfect.

FEATURE

COVER STORY

By Gus Pearcy
TKO Graphix has enjoyed great success over 

the years, but it suffered a nearly fatal blow when 
the economy tanked in 2008. It took hard work 
and a little ingenuity to bring the company off 
the mat.

Starting on the far eastside of Avon in 1985, 
TKO Graphix, (TKO is the initials of Tommy, 
Kent and the Old man) was a 
fledgling business that paint-
ed and then did high-quality 
wraps for cars and trucks. Tom-
my and his cousin Kent worked 
very hard and eventually grew 
the business moving to a ware-
house in Avon and then boom-
ing to Plainfield to respond to 
demand.

“This building is twice the 
size of the Avon building,” 
Tommy Taulman said from the 
headquarters in Plainfield TKO 
built eight years ago. “At first we 
only took 30 thousand of the 50 
thousand total. About a year 
later, we had to take another 10 
thousand and by two years we 
had to build in full. We’re bust-
ing at the seams now.”

All that changed in 2009, the 
worst year the company had 
ever seen since the 1980s. Taul-
man estimates TKO lost 60-80 
percent of its business. Hauling 
goods was stymied. In the past, 
TKO would survive downturns 
because of mergers in the fleet 
carrier industry. Bigger com-
panies would buy struggling 
smaller carriers and then hire 
TKO to switch the graphics. 
That wasn’t happening either in 
the latest recession.

“It was to the point that we 
went down from 120 employees 
to 60 employees,” Taulman said.

After much contemplation 
and selling an ownership in-
terest to four principals in the 

company, Taulman and the team began to look 
for ways out of the recession. The first strategy 
was to purchase Plainfield Signs, in 2010, and 
hire the owner Lee Faulkner. It turned out that 
Lee’s customers needed more work from TKO 
and TKO customers needed more in the way of 
signs.

“Almost every business has a sign,” Taulman 
said.

TKO Graphix added TKO signs and became 
a one-stop shop for business. Taulman said that 

one customer was opening a new terminal in 
Tennessee and was so busy with hiring drivers 
and getting the place ready, he just asked TKO 
to take care of the terminal signage.

Then, in 2012, TKO brought on Jack Wood-
lock, a promotional products guru with 25 years 
of experience.

“Now, we’ve got a customer like Great Dane 
with seven factories in the United States,” Taul-
man said. 

“They’ve got 30 or 40 branches. Well, they’re 
rebranding everything. Now 
they can call us up and we can 
do their new signage for their 
building, which we are doing; 
we can do their truck wraps and 
change things over; and now we 
(create) promotional products 
for their open houses.”

Then, realizing that much 
of the work TKO was doing 
was just a portion of the entire 
marketing budget, Taulman 
and company went after more 
marketing dollars by opening a 
marketing department.

“A lot of our companies want 
that kind of service, but don’t 
want to go to the big ad agen-
cies,” Taulman said. “They can 
come here and we can get them 
into a website and social me-
dia. We just became that great 
little marketing company. Pret-
ty much, what we tell people, is 
anything that has got your logo 
on it, we can do it for you now.”

The plan has worked. The 
diversification strategy has 
worked to bring TKO back. 
Fleet graphics is still the core 
business, but building rela-
tions with current clients has 
given the 29-year-old company 
a new revenue stream that can 
hopefully weather all economic 
storms in the future.

Submitted Photos
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TKO makes moves even a boxer would be proud of
DOWN BUT NOT OUT

During the early days of TKO Graphix.

An arial view of TKO Graphix facility in Avon. Eight years ago, the company moved to 
Plainfield and doubled the size of their headquarters.
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Whenever Charles Krauthamer comes 
on TV, I always tell my wife that he 
is the smartest man on television. 

Well, maybe it is just a personal 
preference. Typically, those people 
who think like I do, I always credit for 
being very smart. Go figure. A year 
or two ago, I would do some public 
speaking; I would also meet with small 
businesses and talk on the current 
state of the economy. One thing that 
we would often visit or speak on, 
a topic as we all knew, is what the 
extended unemployment benefit cost 
the small business person. Why is this 
of concern? For two reasons: the first 
is that when people get comfortable 
with receiving the unemployment benefit in 
the first place, which generally happens in the 
first week, they are less inclined to seek new 
employment opportunities. Many of us hire 
people in the thirty-to-forty thousand dollars a 
year income range. The folks in this pay range 
seem to be the ones who are most satisfied just 
to live off the benefit. This means if you are on 
full benefits, the offer of say, a $35,000-a-year job 
no longer seem attractive. You can make more 
than that sitting at home! We have all surely 

experienced putting a one column “job wanted” 
ad in the paper, and no one really qualified shows 
up, maybe fewer than eight to 10 folks even 
show for an interview. This was in an 8 percent 
unemployment job market! Out of frustration, 

you run the same add next week in 
two columns for almost double the 
cost, which gets a few more stragglers 
than last week. Week three, out of 
shear desperation, you put Monster.
com and other e recruiters into the 
mix. Additionally, in week three you 
go three columns and color; now, you 
get a whopping 15 candidates and 
you hire your best candidate of the 
three week ad campaign. Remember 
the old days when a one column ad 
over the weekend would attract 15-20 
qualified people, and that was before 

Monster.com piling on in addition to the paper! 
So what is the other way that we as small busi-

ness people “pay” for extended coverage bene-
fits? People who don’t know any different think 
that the unemployment benefit money is “free 
money” that falls from the government coffers 
like rain. If they did not give this cash to you, it 
would just go to some third world country any-
way. No! This money is paid for by small business 
people like you and me. We pay a percent of our 
payroll into an unemployment fund. When un-
employment extended benefit weeks get great-

Howard Hubler
COLUMNIST

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

PEER TO PEER

The untold story of the drop in unemployment 

BUSINESS BRIEFS

A fight for awareness and a cure
In 2011, Beth Harlin, a breast cancer 
survivor,  invited her niece Lori 
DeWeese (Brown), fighting her 
own battle against melanoma, to 
the first Making Strides Against 
Breast Cancer walk in Hendricks 
County. From the walk, Harlan 
and Brown launched a dream. 
They needed help so they reached 
out to the Hendricks County 
Community Foundation. Out of 
their meeting with the Community 
Foundation, a fund was born, 
Miracles for Melanoma. The fund 
was established to raise awareness 
of melanoma cancer as well as to 
raise funds for research for a cure. 
The pair began small by selling 
black bands. Shortly into this dream 
of Lori’s, she lost her battle to 
melanoma, but the dream did not 
end. Miracle for Melanoma currently 
has a project listed on HCGives.org 
to raise money for the production 
of a melanoma awareness video. 
This project looks to inform young 
adults and teens on the dangers of 
melanoma and easy preventive measures that can be taken. To learn more about Miracles for 
Melanoma and to make Lori’s dream a reality visit: HCGives.org.

er in number, our percentage withholding fac-
tor just goes up to compensate, which deducts 
even more cash from our own payroll. We have 
to then pay more to cover the extended weeks! 
Should the state unemployment fund run dry, 
the government steps in to assist as a last resort.

So, back to Mr. Krauthamer. In a recent ar-
ticle, he was quoting the President for bragging 
of a drop in the unemployment rate. Obama 
thought that he did this all by himself. No! The 
extended unemployment benefits finally ran 
out several months ago. When the Republican 
house blocked renewing them, the President an-

nounced that this would cause the end of the Re-
public as we know it. Well, what really happened 
is without extended benefits, a greater percent-
age of these people who were “gaming the sys-
tem” under the extended benefits program, not 
really looking for work, were now seeking a job. 
Yes, they finally got a job! Perhaps it was not the 
job they were seeking, but they were finally off 
the “public dole” that we paid for! Huh? Remem-
ber Clinton’s “welfare to work-fare” program, 
seems like the same thing happened then, too.

Beth Harlin and Lori DeWeese, creators of Miracles for Melanoma.

Submitted Photo
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From left, Marcus G. Schuh, vice president of Terry Lee Honda; Brad DuBois, executive director of Plainfield 
Chamber of Commerce; Heather Thompson, president-elect of Plainfield Chamber of Commerce; Terry Lee, owner 
of Terry Lee Honda and Gary Weber, corporate partner program facilitator for Terry Lee Honda.

Submitted Photo

Terry Lee Honda, 8693 E. US Hwy. 36 in 
Avon, was named July Business of the Month 
at the recent Plainfield Chamber of Com-
merce’s monthly meeting. Terry Lee Honda 

assists customers with car sales, general vehi-
cle maintenance, and sales of parts and acces-
sories for Honda model vehicles.

For more information, call 272-1000.

PLAINFIELD CHAMBER BUSINESS of the MONTH

Terry Lee Honda  
races in as BOM

BUSINESS LOCAL

Lilly Endowment announces new phase 
Lilly Endowment recently announced a sixth phase of its Giving Indiana Funds for Tomorrow 
(GIFT) initiative for Indiana community foundations. The GIFT initiative was designed to help 
local Indiana communities develop the philanthropic capacity to address their own needs and 
challenges. An Indiana community foundation will be eligible to apply for funding under GIFT 
Phase VI in an amount dependent on the population of each county it serves. Hendricks County 
is eligible to receive $1.5 million. Eligible community foundations must apply for Phase VI grants 
by Sept. 11. If more than one community foundation serves a county, they must collaborate 
in applying for a GIFT Phase VI grant. The matching period will begin on Aug. 1, 2014, and end 
on March 31, 2016. Questions about GIFT Phase VI should be directed to Rosemary Dorsa, GIFT 
program director at IPA (317) 630-5200, ext. 114.

BUSINESS BRIEF

outgoing

To find out more visit:
www.hendrickscountycf.ORG

Villanueva
Family

connected
loyal blessed

loving

genuine



...for your business

Let the home town team at 
IMCU help you with your 

BUSINESS NEEDS.

Proud Sponsor Of Indy’s Teams COLTS

Mike, Avon Manager - 612-1479
Shannon, Plainfield Manager - 839-4217 

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

You’ve spent years building your 
company’s reputation and 
invested huge sums of money 

trying to stand out in the marketplace. 
Unfortunately, all that may fall apart 
when one of your employees opens 
his or her mouth. 

Your employees probably aren’t 
deliberately trying to sabotage your 
efforts; they just don’t realize what 
their poor choice of words actually 
says to a customer. Do you or your 
employees say stupid things like 
these?

“This checking account costs 
$500 to start.” No, it doesn’t. After I open the 
account, the $500 I’ve deposited still belongs 

to me. 
“Uh, I’m not sure what happened here.” 

You’ve just told me you’re either incompetent 
or haven’t been properly trained. Instead, po-

litely ask me to wait a moment while 
you check with your supervisor.

“Sorry, but you’re wrong.” I don’t 
believe that the customer is al-
ways right, but something like “I’m 
not entirely sure that’s correct, and 
here’s why” is more friendly and re-
spectful.

“What you need is over there.” 
Compare that to: “Let me show you 
where that is” or “I’ll get that for you 
and be right back.”

“I don’t know.” That suggests ig-
norance and incompetence. “Let me 

find out for you” is much more positive and 

encouraging.
“They don’t offer that.” Unless I’m mistaken, 

you’re on the payroll, so it should be “we” and 
not “they.”

“Your business is very important to us, so 
please keep holding.” No, if my business were 
important to you, A) you wouldn’t have to tell 
me, and B) you wouldn’t keep me on hold. 

“Oh, so you don’t care about saving mon-
ey?” If I ever face homicide charges, it’s like-
ly that this question will have prompted the 
crime. 

“Would you like our senior discount?” I 
may be an AARP member, but I hope it isn’t 
that obvious to complete strangers.

“What do you need?” A few million dollars, 
a Learjet, and a case of single-barrel bourbon 
would be a nice start … oh, you’re referring to 
what your company offers. Maybe your ques-
tion should be more specific, investigative, 
and suggest a genuine interest in my needs.

“Awesome!” If you’re a 16-year-old, that’s 
probably an acceptable answer. If you’re old 
enough to have a 16-year-old, probably not. 

Also beware of the very simple yet deadly 
word “but.” When your employees utter “but,” 
customers immediately assume that whatev-
er is going to follow won’t brighten their day. 
And they’re usually right.

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

Stupid stuff employees say to customers  

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“Your employees probably aren’t deliberately trying  
to sabotage your efforts; they just don’t realize what their poor 

choice of words actually says to a customer. Do you or your 
employees say stupid things like these… Also beware of the very 
simple yet deadly word “but.” When your employees utter “but,” 

customers immediately assume that whatever is going to follow 
won’t brighten their day. And they’re usually right.”

I have found that staying motivated for the 
long haul is both challenging and necessary. 
As we deal with the fast pace and 

ups and downs of life and business, we 
all need skills and attributes to help 
us stay positive and on course. We 
come to learn that growing a business 
is a process that requires patience, 
flexibility, trust, and the ability to deal 
with uncertainty, among other things.

Entrepreneurship is no longer 
something someone is just “born 
to do;” instead, it is something we 
learn. Through practice and pa-
tience, we have the ability to change 
what is not working and enhance 
what is working so that we can successfully 
grow our business.

Here are seven ways to stay motivated for 
the long haul:

1. Make/Renew your Commitment. Being 
committed to one’s business venture is es-
sential to staying motivated for the long haul. 

When we make a commitment to ourselves 
and our business, we are able to move beyond 
fears, doubts and insecurities that in the past 
may have held us back. When we are most 

challenged is when we need to be 
committed the most.

2. Be Agile/Flexible. Being agile 
and flexible feeds our personal and 
professional growth just like Coach 
Popovich of the World Champion 
San Antonio Spurs always looks to 
tweak and keep his team perform-
ing at a high level … despite be-
ing the longest tenured coach in 
any of America’s four major sports 
leagues.

3. Develop a support network. A 
support network includes friends, 

colleagues and family who celebrate our suc-
cesses and help us through our challenging 
times. Equally important to calling a support 
person to celebrate a success is calling to ask 
for help or express a difficulty. 

4. Stay Balanced. When we are balanced 
within ourselves by getting enough rest, hav-

ing healthy eating habits and taking take our 
spiritual needs, we are better able to cope 
with challenges. 

5. Be Realistic. Being realistic means that 
we know and expect ups and downs while 
growing and operating our business. It is in-
evitable. 

6. Choose a positive attitude. Having a pos-
itive attitude is a choice we can make at any 
moment of any day. A positive outlook and at-
titude is a necessity in staying motivated for 
the long haul.

7. Stay Present. When we stay present to 
our business and to ourselves, we stay out of 
fear and worry. We “stay in the day” in our 
minds by not projecting our fears into the fu-
ture or worrying about something that may 
or may not happen. Sometimes it helps to re-
mind ourselves that all is okay for today. 

Staying motivated for the long haul is a 
one-day-at-a-time journey. Enjoy the ride!

Seven tips to stay motivated for the long haul 

Jack Klemeyer
COLUMNIST

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

COACH’S CORNER

n BECOME MORE PERSISTENT 
Master the art of habits. The key to de-
veloping persistence is to make it a hab-

it. Get started doing something 
for less than 60 seconds ev-

ery day. Gradually, it will turn 
into a habit and ultimately 
changing your behavior and 

brain. Also, develop percent-
age thinking (the law of aver-
ages). Say you want to get 10 
customers for your business to 

be profitable. If you focus on 10 
meetings to get 10 customers, if the first 
one that falls through that will mean you 
have failed. Go big and accept a lesser 
percentage. Don’t focus on succeeding or 
get sidetracked by your failures; find your 
percentage rate first. - fastcompany.com

n FIVE TRAITS OF EFFECTIVE 
ENTREPRENEURS
1. Commitment; 2. Stress management
3. Sales, marketing and networking 
abilities; 4. Money smarts; 5. Faith in your 
eventual success. – Yahoo Finance

n THREE WORDS CUSTOMERS  
LOVE TO HEAR
Maybe not “I love you,” but there are cer-
tain words, if used effectively, will yield 
dividends for your business. “Free!” is the 
first, and perhaps most obvious. The sec-
ond is “instantly.” Like “free,” it 
grabs attention and there’s 
nothing quite like instant grati-
fication if a business can back 
it up. “New,” is the third and final 
classic go-to, but it holds power due to its 
appeal to novelty. – Entrepreneur.com

n NAMING YOUR START-UP
1. Stick to two-syllables 
2.  Smartly combine words so  

that it’s easy to remember
3. Domain name doesn’t matter

– Entrepreneur.com 

n HOW TO TAKE ON AMAZON
Though Amazon may be large and ag-
gressive as far as sales go with potential 
to put small, local businesses out to dry, 
there are certain things small businesses 
can do that Amazon cannot. Firstly, build 
a community or brand around your busi-
ness. Local involvement goes a long way. 
Secondly, get a customer-relationship-
management (CRM) system. You can also 
be more convenient to your local market 

– even though Amazon is 
online 24/7, you may be 

able to provide servic-
es Amazon cannot like 
opening early and clos-
ing late. 

– Entrepreneur.com 

BUSINESS DISPATCHES 
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He’s got a chair there 
as long as he wants. 

He’s what we call 
a seasoned pro.

~ Larry Becker

“

“
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By Gus Pearcy
About 10 years ago, the C.M. Hobbs Nurs-

ery sold the majority of its land holdings along 
U.S. 40 and Raceway Road and went exclu-
sively wholesale. Brothers Gordon and Thom-
as Hobbs then began to seek a buyer. Becker 
Landscape owner Larry Becker purchased the 
firm about eight years ago. Tom, 98, has retired, 
but his brother, Gordon, 87, still comes to work 
every day.

“He’s got a chair there as long as he wants,” 
Becker declared. “He’s what we call a seasoned 
pro.”

The legacy of Hobbs family reaches nation-
ally. The nursery was started in Salem, Indiana 

in 1812, before Indiana was a state The busi-
ness moved to Hendricks County in 1875. C.M. 
Hobbs, a son-in-law of Oliver Albertson, and 
Oliver’s son Emery took over the business in 
1879. Emery eventually sold his interest and 
moved to Iowa where he founded the Albert-
son grocery store chain.

Long-time residents will remember Hobbs 
Nursery as a retail entity on Raceway Road just 
north of U.S. 40. It served the public with trees 
and shrubs for years. Gordon said the retail 
business was “15 percent of the profit and 85 
percent of the headaches.”

Gordon is the grandson of C.M. Hobbs, 
the fourth generation to run the nursery. As a 

young boy, he remembers the German prison-
ers of war who worked at the nursery during 
World War II.

“They were from Rommel’s Africa Corp,” 
Gordon said as he remembered how sun-
burned all of them were. “They were good 
workers. They spoke German, but they swore 
in perfect English.”

Gordon, who writes descriptions for the 
website and occasionally tours the facility for 
prospective buyers, calls it a hobby. Anything 
else would “bore him stiff.”

As a community outreach, Hobbs is partici-
pating in the Avon Farmers Market on Tuesday 
evenings from 4-7.

Hobbs Nursery, and 
Gordon, still going strong

Wholesale nursery with 200 year old history keeps going

Left: Gordon Hobbs, 87, still comes to work five days a week to lend his expertise 
to the nursery that bears his family name. Middle: Hobbs at his desk where he 
composes copy for the website for the nursery. Right, top: The man included in the 
logo for Hobbs Nursery isn’t even a Hobbs. It was an employee who spent 40 years 
with the company. Bottom, right: Hobbs explaining the particulars of products 
that will eventually be placed on rooftops of urban buildings.

C.M. Hobbs Nurserymen
1201 S. 1050 E.

Indianapolis, IN 46231
Ph: (317) 837-8301
Fax: (317) 837-8743

Toll-free: 1-800-428-6765
cmhobbs.com

Photos by Rick Myers 
and Gus Pearcy
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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.

It’s August, and for many that means back to 
school. Having three kids of my 
own (one college graduate, one 

entering her sophomore year at Ball 
State, and the youngest starting high 
school at Danville), I’ve had close 
personal experience, as well as the 
satisfaction of helping many, many 
others, prepare financially for their 
own college financing challenges. My 
experience has led me to believe that 
there are three main ideas for parents 
to understand about finding at least 
some level of success in financially 
preparing for the college cost 
burden. 

First, open an Indiana 529 
plan right now. Really, right 
now. Go to www.collegechoice-
plan.com, take the next 10 min-
utes and get the account opened 
with as little as a $25 contribu-
tion. You’ll potentially qualify 
for Indiana Income Tax credits 
of up to $1,000. And you’ll begin 
moving in a positive direction in 
planning for those oh so large college bills just 

over the horizon.
Second, encourage your young 

person to get good grades and 
take as much dual-credit 
courses their school of-
fers.  Colleges compete 
for good students just like 
they compete for good ath-
letes. And the amount of 
academic or merit-based 
scholarship dollars far, far, 
far exceeds the athletic 
scholarship dollars avail-
able.  In 2013, there was 
over $11 billion of mer-
it-based dollars available 
from colleges… $11 bil-

lion (imagine a pinky 
to my lip and my best 
Dr. Evil’s voice). 

Taking dual cred-
it courses in high 
school can also im-
pact how much you ultimately 
have to pay for college. Taking 
college courses in high school is 
a lot more economical than tak-
ing them in college. 

And third, be aware of college costs and 

their actual Return on Investment (ROI). Peo-
ple spend hours and hours researching the 
costs and value received before they purchase 
so many things: a car, a home, a cell phone, a 
blender.  Yet when it comes to a college educa-
tion, one of the most expensive purchases (next 
to a home) any of us will ever make, we listen to 

the college visit dog and pony show, 
take a 45-minute tour, get a free din-
ing hall experience, then fork out 
tens of thousands of dollars if not 
more over the next four years and we 
never ask to see the fine print. Col-
leges and universities have return 
on investment numbers now avail-
able to potential “investors.” Spend 
some time finding out the costs and 
return on investment the colleges 
and universities your young person 
is looking at to help you make a wise 
decision on where to spend those 
hard-saved college dollars.  Go to 
www.payscale.com/college-educa-
tion-value to see over 1,500 colleges 
and university ROI rankings. 

Bottom line: Open a 529 account 
NOW. Be prepared to pay more 
than you thought you’d have to and 
to qualify for less aid than you need. 
Research costs vs. results for the 

colleges and universities you like and above all:  
take dual-credit and other rigorous high school 
courses and get good grades! 

Jeff Binkley
COLUMNIST

MONEY MATTERS

Take early steps to plan for college 

Somerset CPAs is an accounting and consulting firm that 
is passionate about the success of our clients, employees, 
community and profession. 

To learn more about how we work with you to help you 
achieve and surpass your financial goals, visit us online 
at www.SomersetCPAs.com, or contact one of our tax 
professionals with expertise in industries such as:

BOTTOM LINE RESULTS.
INNOVATIVE STRATEGIES

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

- Agriculture

- Construction

- Dealerships

- Dental

- Health care

- Manufacturing

- Retail 

- Real estate

White Lick Creek
3047 Garden View Terrace

Danville, IN 46122
317.442.5088

•    Private attached garage for convenience 
      when entering or exiting your home 

•    Smart, single-story design means no difficult 
      stairs to climb

•    Certified energy efficiency means energy 
      savings, and no drafty windows or doors

•    Built-in peace & quiet; no one lives above 
      or below you

•    Smoke-free environment and Pets welcome

•    Full size washer and dryer connections

•    Simplify your lifestyle at Redwood Living! 

White Lick Creek
byRedwood.com

Like us on Facebook 

Watch us on Youtube
www.youtube.com/RedwoodLivingTV

www.facebook.com/byRedwood

MODEL NOW OPEN 
FOR TOURS



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



Join us for the Hendricks County Business Leader’s 
August Cover Party, sponsored by State Bank of Liz-
ton. Enjoy wine and hors d’oeuvreves, and mix with 
colleagues and your peers from throughout Hen-
dricks County during this fun and casual after-hours 
business affair as we honor: June cover, Chuck and 
Marie Damler, Natural Valley Ranch; July cover, 
Mike McCarty, Safe Hiring Solutions; and August 
cover, Tommy Taulman, TKO Graphix.

presented by

Tuesday, August 12, 2014
5:30-7:30 p.m.

Chateau Thomas Winery
6291 Cambridge Way, Plainfield

RSVP coverparty@businessleader.bz 
or call/text (317) 918-0334 

Food • Fun • Networking
COVER PARTY
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Family business

Compiled by Cathy Myers

Brett Perrill is the marketing and sales di-
rector for Matrix Label Systems, Inc. of Plain-
field. Perrill came to Matrix Label at the end 
of 2008 after working with the Unclaimed 
Property Division for the 
State of Indiana and Clear 
Channel Communications. 
In addition to directing the 
marketing and sales as-
pects of Matrix Label, he 
enjoys spending time with 
his family. A soon-to-be 
3-year-old son keeps him 
plenty busy. He also enjoys 
the outdoors and recently 
picked up the game of golf. 

Perrill and his wife Mor-
gan reside in Avon and are 
expecting a second son in 
September. Perrill can be 
contacted at brettp@ma-
trixlabel.com.

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

My dad would say to 
have persistence … this 
coming from his grand-
mother when he was a kid.

I had a professor in col-
lege tell me to set your 
goals high – to make them 
unreachable. I didn’t un-
derstand what he meant 
at the time but later asked 
him. He told me that if you 
always reach the goals that 
you have set you would al-
ways be satisfied, and if you 
are always satisfied, you 
will not strive for more.

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

I wasn’t actually the person who started our 
business. That would be my dad, Jerry Perrill.  
He founded Peafield Products as a distributor 
of labels in our garage in 1985. The company 
grew through the years and in 1989 land was 
purchased on the west side of Plainfield and 
a small office was built. Through the years, 
this building has seen numerous additions 
and expansions and today is a 43,000 square 
feet manufacturing and warehouse facility. 
During this time, the internal operations and 
structure of the company changed as well. We 
went from a distributor of labels in a niche in-
dustry to a manufacturer and wholesaler add-
ing equipment when necessary and expand-
ing our product offerings. Today we are a full 
service flexographic and digital printer in the 
pressure sensitive label industry. We still of-

fer a stock product lineup very similar to the 
products that the company began with and 
maintain some of the very same customers, 
but we also run a wide range of custom items 
for numerous industries – retail, pharmaceu-
tical, shipping, and postal are just a few.

Going from a home-based business run 
from a garage and bedroom to where we are 
today is definitely a big change.

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

The biggest challenge I see is people. It is 
finding the right type of people that fit our 
company and the positions that we have. This 
is a statement that both my dad and I would 
agree on.

It is my guess that if you asked this same 
question to many of the business owners 
within Hendricks County or around the state 
they would probably say the same thing.  

Your employees are the engine that drives 
your business. Without the right people in 
place, you will not be able to get from point 
A to B.

Overcoming this challenge is the challenge.  
We are always looking for the right people 

that fit who we are and what we do.

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

This is a question that would be better suit-
ed for my dad.  One thing that he has said to 
me is that there is nothing that can prepare 
you for the day-to-day operations of your own 
business.  Each day is unique.  You will have 
challenges and victories. 

What is the hottest new trend in in your 
industry?

Digital print and finishing is the hottest 
trend in our industry. I wouldn’t so much call 
it a new trend though. Digital printing in the 
label industry has been around for more than 
20 years. The reason that it has become a hot 
trend over the past couple of years is the ad-
vancements that have been made in the tech-
nology that is used. When digital print was 
first introduced into the label industry, the 
biggest complaints that arose dealt with the 
quality of the print and costs associated with 
purchasing the equipment and running and 
maintaining it. Advancements over the years 
in this technology have significantly improved 
the quality of print that can be produced to a 
point where it is quickly approaching what can 
be produced from conventional flexographic 

or offset presses and has been accepted in the 
industry. Also the costs have decreased signif-
icantly to where it is now affordable for many 
companies to take the leap to digital printing.

The other aspect I see is the shift of run 
lengths in our industry. What was normal five 
years ago in regard to run length has dramati-
cally changed.  What we see today is the de-
mand for shorter run lengths with multiple 
SKU’s.  Jobs that we ran five to eight years ago 
of 500,000 to 1,000,000 labels have decreased 
to multiple SKU’s of 25,000 to 50,000 labels.  
Economic shifts have changed the way peo-
ple warehouse items and consumer influences 
have created the demand for more frequent 
changes in packaging.

Matrix Label recently embraced this trend 
with the purchase and installation of our first 
digital press in March of 2013.  

NOW THAT WE’VE BEEN OPEN

Brett Perrill 

Photo by Katie Mosley

FIND   ALL   THE   WAYS   TO   SAVE   AT

THAT'S   THE   POWER   OF   CO-OP    MEMBERSHIP

Savings on everyday items. Like up to 85% off prescription drugs 
at participating pharmacies nationwide.

CONNECTIONS.COOP

Brett Perrill labeling himself among the best
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BUSINESS PERFORMANCE

Kathy Catlin Davis, a local attorney and business consultant, 
is licensed in Indiana and Florida.  Her membership website, 
stopbythelegaldepartment.com answers your questions for as 
little as $15 a month.

In business, we often end up pursuing 
relationships with other business owners. 
Whether we form an actual partnership 

where we are working towards the 
same goal and splitting the profits, 
or whether we participate in joint 
ventures where we are pursuing a 
symbiotic goal and being separately 
compensated, the potential 
problems can be the same.  Someone 
said he would do something, and 
then he didn’t. Or someone did 
something that ultimately damaged 
the venture or the relationship as a 
whole.

We’re Hoosiers. We want to 
trust people – especially those 
people we know and 
like. We want to work 
together for a com-
mon purpose and as-
sume that the other 
person is doing that 
as well.  

U n f o r t u n a t e l y , 
that’s not always how 
it happens. People 
start working togeth-
er only to find out one 
person misrepresented their skill set.  People 
can start to work together only to find out that 
one person is taking money out of the busi-
ness account.  People can start to work to-
gether and realize that they are doing all of 
the giving – of contacts, email lists, support 

staff – and the other person is taking, without 
giving anything in return.

How do we protect ourselves?  
The best advice I can give is this:  Put it in 

writing before you start. A simple partnership 
agreement can outline each per-
son’s responsibilities, the planned 
compensation or split of profits, 
and the exit strategy should either 
of you choose to go another way. A 
joint venture agreement can easily 
outline what each person is bring-
ing to the table.

Putting it in writing – and not-
ing that the other person is agree-
able to doing this – can go a long 
way in supporting your first incli-
nation to trust people. If the other 
person doesn’t want to have a writ-

ten agreement, you need to find out why be-
fore you get too deep 
in to the relationship.

U n f o r t u n a t e l y , 
things can go wrong.  
People can miscom-
municate. Things can 
happen that change 
the original idea. Hav-
ing an agreement 
documenting your 
plan at the beginning 

can save a world of hurt feelings and sleepless 
nights in the end.

But I trust them!

Kathy Davis
COLUMNIST

HC BUSINESS LAW

BUSINESS STRATEGIES

Erin Smith
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.

YOUR BUSINESS

Sales people come in all shapes and 
sizes. Have you ever met the dreaded, 
stereotypical, car salesperson; the over-

zealous “all smiles” never-had-a-
bad-day salesperson; or the over 
the top “I am awesome” salesperson 
who believes he/she is all-knowing 
of every subject in your industry 
and therefore, buying from them 
can only benefit you? Regardless of 
your experience, we can all testify 
there are talented salespeople and 
unfortunately, salespeople that make 
you run for the nearest exit!

What makes a salesperson 
GREAT?  Do they have special 
Jedi training that manipulates their 
prospects into buying? Do they spend a lot of 
money buying elaborative gifts?  Do they have 
a super-secret way of messaging their target 
market? NO! Great salespeople focus on con-
necting with their customers instead of sell-
ing to their customers. Here are three ways to 
amplify your connection with customers and 
pad your profits:

1. Know who you are talking to. Do your 
homework. Know the history of the business 
and the name of the front office folks. Genu-
inely inquire about the top issues facing the 
business. These small steps will make you 
stand out in the sea of salespeople that just 
want to get the sale.

2. Demonstrate how you can be their so-
lution. This step may seem obvious at first 
glance. However, many salespeople get caught 

in presenting products and services without 
fully understanding the emotion behind the 
problem. Formulate your solution that speaks 
to the underlying issue that is causing their 
“pain” or creating their “need” as well as pro-

vide the right product/service.
3. Create meaningful and sus-

taining conversation. This goes way 
beyond building rapport. Give cus-
tomers a compelling reason to stay 
connected to you outside of the 
product/service you provide. Sup-
ply cutting edge industry news to 
keep your customer in-the-know.  
Suggest upcoming events that fea-
ture their target market. Be inquis-
itive and learn about your custom-
er’s mission and vision. Engaging in 
dialogue past “How is the weather?” 

will position you as a valued resource, not just 
the “salesperson.” 

Practice all three of the above suggestions 
faithfully and you will see results. Your exist-
ing customers will buy more and your pros-
pects will convert to customers more quickly. 
“What is the catch?” you ask.  Be genuine with 
your connections.  Human beings are quite 
perceptive and can sense when they are be-
ing manipulated, sold to, etc. Being authen-
tic comes from the heart requiring the risky 
proposition of being vulnerable at times. 
What are you willing to risk to be a great sales-
person?

Don’t sell: Connect

Hendricks Regional Health is taking steps to 
restructure some areas of the hospital to im-
prove efficiencies and align the organization 
more closely with its strategic goals. Sever-
al departments will shift to a new leadership 
structure within the organization. Dr. Yvonne 
Culpepper, DNP, RN, has been named Chief 
Operations Officer. This new role will be in ad-
dition to her current position as Chief Nurs-
ing Office, where she has been since 1990. 
She serves in leadership roles of organiza-
tions such as Indiana Organization of Nurse 
Executives, Indiana Center of Nursing, Indi-
ana Action Coalition: Transforming Health-
care, Visiting Nurse Services, the YMCA West 
Center Advisory Board, University Of India-
napolis School Of Nursing and Marian Uni-
versity School of Nursing. The next change 

to the executive suite is the addition of Gor-
don Reed, MD, FHM, FACP, as the new Chief 
Medical Officer. Dr. Reed will begin this role 
on Aug. 1. Dr. Reed has been with Hendricks 
Regional Health since May 1997, serving as an 
adult hospitalist and as previous chief of staff. 
Also, as part of the new leadership structure, 
two existing directors are being promoted to 
newly created positions. Shane Sommers and 
Matt Browning will be promoted to executive 
directors, overseeing their current depart-
ments plus others that are being transitioned 
away from the medical affairs office. Shane 
Sommers, MS, PT, OCS, CSCS has been with 
Hendricks Regional Health since 1999. He has 
been the director of Physical therapy, Occupa-
tional therapy, Sports Medicine, Wound Care, 
and the orthopedic service line for the past 

six years; he was a senior staff therapist pre-
viously. He serves as chapter president of the 
Indiana Physical Therapy Association, board 
president of Leadership Hendricks County, 
board president of the Avon Education Foun-
dation, and an advisory board member for 
Hendricks County Community Foundation; in 
the past, he has served as the co-chair of the 
Making Strides Against Breast Cancer event 
at the Hendricks Regional Health YMCA. Matt 
Browning, MBA, MHA, CLSSBB, has been with 
Hendricks Regional Health since 2003. For the 
past four years, he has served as the Director 
of Quality Resource Management; he was re-
cently appointed as the director Marketing as 
well. 

Hendricks Regional Health adds new leadership

BUSINESS BRIEF

Dr. Gordon Reed,  
MD, FHM, FACP

Matt Browning,  
MBA, MHA, CLSSBB

Dr. Yvonne Culpepper,
DNP, RN

Shane Sommers,  
MS, PT, OCS, CSCS

“We’re Hoosiers. We want to trust 
people – especially those people 

we know and like. We want to 
work together for a common 
purpose and assume that the 

other person is doing that as well.” 
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Nick Lapasnick is a native of central Indi-
ana. He attended Warren Central High School 
in Indianapolis and then enlist-
ed in the Navy after graduation. 
While serving his country, Lapas-
nick worked on aircraft. He relo-
cated to Hendricks County seven 
years ago, working with his family 
in the automotive business as an 
electrical diagnostic specialist. 

While working for his family, 
Lapasnick realized that he want-
ed to go into business for him-
self and go directly to the people 
to save them money versus going 
to a shop with a lot of overhead. 
Lapasnick says, “The one thing Autotron is do-
ing is working with local residence and local 
merchants, that way we are giving back to the 
community.”

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

I have learned over the years that hard work, 
being honest and believing in God are very im-
portant roles in my life. Without that you have 
nothing, and you have no integrity.

 
How have things changed since you  
started your business?

The economy has definitely changed along 
with more automotive 
shops and dealers with in 
the area. The plus for my 
business is being mobile 
so I can also go to clients 
and other shops to help di-
agnostic scan and trouble-
shoot electrical needs. Get-
ting the word out that you 
are starting your own busi-
ness can be difficult, but our customer base is 
starting to build mainly from word of mouth 
from customers that have been very happy 

with the service they have received from Au-
totron Mobile Service.

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

As mentioned up above, the 
biggest challenge starting out is 
building up your client base and 
getting the word out. Autotron 
Mobile Service already has loyal 
customers who have come back 
to us because of our honesty and 
those VIP clients have mentioned 
our business to others with in the 
community. These clients have 
opened up other avenues in the 
hot rod and classic car commu-
nity.

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

I wish I would have known more about 
where to begin with starting a business. I’m 
currently still learning and asking a lot of ques-
tions but lacking the business side is not going 
to slow me down. If anything, I am learning as 
I am going to strive to provide the best service 
to my ability. No job is too big or small; it takes 
hard work to become successful with takes 
time and patience. Without customer loyalty, 
we would not be we are today and I look for-
ward to expanding in the future with in my 
community.

What is the hottest new 
trend in your industry?

The automotive indus-
try is always changing and 
in order to stay competitive 
you have to constantly stay 
on top of the trends. For ex-
ample, I recently attended a 
class on service and main-
tenance for hybrid vehicles. 

Customer loyalty is a very important part at 
making this business successful.

OPEN FOR BUSINESS

Get your engines roarin’ 
with Autotron

Submitted Photo

Nick Lapasnick

Wings of Golf lifts off Aug. 13
The 12th Annual Wings of Golf outing will be held Aug. 13 at Deer Creek Golf Club at 7143 Ind. 39 
in Clayton. This year’s theme is superhero-centric is presented by Visit Hendricks County and all 
of the proceeds will benefit the United Way of Hendricks County. Over $636,000 has been raised 
at this event since its inauguration. Entry fees will grant you participation in a Florida Scramble 
with complimentary driving range, green fees, cart, lunch and dinner – teams or individuals are 
welcome to register. Awards will be given to first, second and last place finishers. Raffle tickets 
are also available at $10 per, $20 for three, $50 for seven and $100 for 15. The cash prizes are 
$1,000, $750, $500 and $250. On the day of the event, there will also be a 5 p.m. dinner, a live 
auction and the raffle prizes drawn. The field is limited to the first 144 golfers and spaces are 
running out. For more information, visit wingsofgolf.com or call Adriann Barger at (317) 745-
0310.

AROUND TOWN
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August Chamber 
Meetings

13 - Danville Chamber 
of Commerce (members’ 
meeting): Wednesday, 
August 13, 11:15 a 
.m.; Hendricks County 
4-H Fairgrounds and 
Conference Complex, 
1900 E. Main St., Danville. 
For more information, call 
(317) 745-0670

19 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, August 
19, 11:30 a.m.; Plainfield 
Rec and Aquatic Center, 
651 Vestal Road, Plainfield.  
For more information, call 
(317) 839-3800

20 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, 
August 20, 11 a.m.; the 
Brownsburg Fire Territory, 
470 E. Northfield Dr., 
Brownsburg. For more 
information call (317) 
852-7885

22 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, August 
22, 8:30 a.m.; Location 
TBD, Indianapolis. For more 
information, call (317) 
247-5002.

No meeting - Avon 
Chamber of Commerce 
(members’ meeting): No 
regular luncheon due 
to golf outing. For more 
information, call (317) 
272-4333

Avon Chamber 
New Members

Net Help 24/7
9769 Gibbon Ln.
Avon, IN 46123
(317) 590-0847

Full Circle Printing  
& Marketing
77 Park Place Blvd.
Avon, IN 46123
(317) 271-7700

Champion Chevy of Avon
183 S. County Rd. 525 East
Avon, IN 46123
(317) 239-1982

Champion Kia of Avon
173 South County Rd.  
525 E, Avon, IN 46123
(317) 758-3060

Brownsburg Chamber 
New Members

Local 4406
55 E. Main St.
Brownsburg, IN 46122
(317) 852-1117

Delta Water  
Management Group
4958 N. County Rd. 900 
E., Ste B, Brownsburg, IN 
46122, (317) 852-8966

Davenport Delivery, Inc.
246 Legends Creek Way 
Ste. 206
Indianapolis, IN 46229
(317) 899-8333

Whetstone & Association 
Interior Design
24 E. Main St.
Brownsburg, IN 46112
(317) 852-7041

Plainfield Chamber 
New Members

Liberty National
Amu Jones
164 W Carmel Dr.
Carmel, IN 46168
(317) 710-3491

US 40 Garage
Johnny White
5786 W. US 40
Stilesville, IN 46180
(317) 539-7366

COUNTY AND  
MUNICIPAL MEETINGS

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) August 14, 1 p.m.

Plan Commission 
(Second Tuesday every 
month) August 12, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month) 
August 18, 7:30 p.m. 

Commissioners 
(Second and fourth 
Tuesday every month)
August 12, 9 a.m.
August 26, 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)
August 14, 7 – 9 p.m.
August 28, 7 – 9 p.m.

Advisory Plan 
Commission
(Fourth Monday every 
month) August 25, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) August 21, 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)
August 14, 7 p.m.
August 28, 7 p.m.

Plan Commission 
(Fourth Monday every 
month) August 25, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) August 11, 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)
August 4, 7 p.m. 
August 18, 7 p.m.

Plan Commission
(Second Monday every 
month) August 11, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the 
month) August 19, 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)
August 11, 7 p.m.
August 25, 7 p.m.

Plan commission
(First Monday every 
month) August 4, 7 p.m.

Board of Zoning Appeals
(Third Monday every 
month) August 18, 7 p.m.

SALES LEADS- Newly 
incorporated businesses 
through July 10, 2014

Albert Russell Photo
Albert Russell
10582 Glenayr Dr.
Camby, IN 46113

B & H Asphalt Paving and 
Seal Coating, Bobby Orr
3444 S. S.R. 267
Plainfield, IN 46148

BK Performance & Repair
Jordan Blackard,Nick Knight
204 Creek View Dr.
Danville, IN 46122

Broyles Automotive
Suzzanna K. Broyles
Timothy P. Broyles
211 E. Main St.
Brownsburg, IN 46112

Custom Development 
Group, Bruce Pullum
Stephanie Pullum
80 W. C.R. 1075 North
Lizton, IN 46149

Home Improvement 
Specialist, Jeff Niemeyer
8344 Quillen Dr.
Avon, IN 46123

Indy Mystery Shoppers
Clarence Overstreet
124 E. Northfield Dr.,  
Ste. F, #124
Brownsburg, IN 46112

Jason White Appraisals
Jason White
519 Southwind
Brownsburg, IN 46112

Marmalade Sky
Tracie A. Shearer
Danny R. Shearer
337 N. Washington St.
Danville, IN 46122

Quality Air, Jessica Stewart
5973 Masten Road
Coatesville, IN 46121

Regios Vending
Efren Castaneda
6597 S. C.R. 100 West
Clayton, IN 46118

Roll With It Painting
Bradley Faust
8178 Eskerban Dr.
Avon, IN 46123

Starla’s Christian 
Daycare
Starla D. Haggard
4579 Tattersall Dr.
Plainfield, IN 46148

SBA GUARANTEED LOANS
Hamilton County

4 Box, LLC
2454 E. 146th St., 
Ste. 2454
Carmel, IN 46033
$30,000. Keybank

Carmel Operations, LLC
W. City Center Dr.
Carmel, IN 46032
$462,500. Old Nat’l Bank 

Crawler Parts, LLC
511 Herriman Ct.
Noblesville, IN 46060
$100,000. $35,000
First Merchants Bank 

Exceedion, LLC
12879 Rotterdam Road
Fishers, IN 46037
$25,000. Chase Bank

Jazzy A Trucking, LLC
10643 Summerwood Lane
Fishers, IN 46038
$50,500. The Huntington 
National Bank

New Tech  
Investments, LLC
9778 Summerlakes Dr.
Carmel, IN 46032
$100,000
Star Financial Bank 

Perkins Restaurant  
and Bakery
13316 Tegler Dr.
Noblesville, IN 46060
$1,245,000. Premier 
Capital Corporation

The Play School  
at Legacy, Inc.
14454 Community Dr.
Carmel, IN 46033
$2,435,000
Fifth Third Bank

Rally. Rock. Ride., Inc.
4218 Alverdo Lane
Carmel, IN 46033
$55,000. Chase Bank

Synapse  
Medical Group, LLC
12972 Chesney Dr.
Fishers, IN 46037
$150,000
Celtic Bank

UN Communications 
Group, Inc., 1429 Chase 
Ct., Carmel, IN 46032
$781,000. Indiana 
Statewide Cert. Dev. Corp. 

Hendricks County

FHL Center for Healing, 
LLC, 7483 E U.S. Hwy. 36
Avon, IN 46123
$12,000. The Huntington 
National Bank

Hasco, Inc.
10898 E. U.S. Hwy. 36
Avon, IN 46123
$106,600. Chase Bank

Peak Health Chiropractic, 
P.C., 1995 E. Main St.
Danville, IN 46122
$650,000. Ridgestone Bank

Quartermaster  
Facility Supplies
4547 McCullah Dr.
Pittsboro, IN 46167
$50,000. The Huntington 
National Bank

Satnam Enterprises, LLC
1818 E. Main St.
Plainfield, IN 46168
$350,000. Keybank

Johnson County

A and I Trust In God 
Transport, Inc.
3168 Holt St.
Whiteland, IN 46184
$50,000. $21,000
The Huntington Nat’l Bank

Atlas Steel, LLC
3015 R J Pkwy., Ste. C
Franklin, IN 46131
$75,000
First Merchants Bank 

Fivezero Boutique Salon, 
LLC, 50 Airport Pkwy., 
Space C, Greenwood, IN 
46143. $50,000
Fifth Third Bank

Henrichs R and C, LLC
299 W. Main St.
Greenwood, IN 46142
$120,000. $25,000
The Huntington Nat’l Bank

Marion County

AJ Partnership, Inc.
6725 S. Franklin Road
Indianapolis, IN 46259
$1,440,000
First Colorado Nat’l Bank 

Awesome Retail Corp.
5354 W. 79th St.
Indianapolis, IN 46268
$50,000. $15,600 
The Huntington Nat’l Bank

Bark Farmers, Inc.
2460 N. Arlington Ave.
Indianapolis, IN 46218
$140,000
Indiana Business Bank

Jeffrey A. Benz
8402 Nottinghill Dr.
Indianapolis, IN 46234
$25,000. The Huntington 
National Bank

Don Culberson Agency, 
L.L.C. 8152 Zionsville Road
Indianapolis, IN 46268
$40,000. The Huntington 
National Bank

G and Z Car Wash, LLC
7310 Preamble Ct.
Indianapolis, IN 46259
$2,155,000. Suntrust Bank

Goldy Trucking, LLC
8317 Cabin Creek Dr., Apt. 
E, Indianapolis, IN 46237
$23,100. The Huntington 
National Bank

Helaine Draperies Etc., 
LLC, 9352 Haverstick Road
Indianapolis, IN 46240
$24,000. $10,000
The Huntington Nat’l Bank

Hughes Realty, LLC
4115 Shleby St.
Indianapolis, IN 46227
$150,000. $100,000
The Huntington Nat’l Bank

Hull Medical Group, P.C.
7855 S. Emerson Ave.
Indianapolis, IN 46237
$100,000
Indiana Business Bank

Indy Arms Company, Inc.
2550 E. 55th St.
Indianapolis, IN 46220
$516,000. Premier Capital 
Corporation; $455,000
Ameriana Bank

Jeselskis Law Offices, 
LLC, 120 E. Market St.
Indianapolis, IN 46204
$25,000. The Huntington 
National Bank

Kay Qsrs, Inc.
1404 Hillcot Lane
Indianapolis, IN 46230
$150,000
Celtic Bank

Kentucky Ave. Planet, LLC
3479 Kentucky Ave.
Indianapolis, IN 46221
$620,000
Wells Fargo Bank

Patio Furniture 
Restorations
7718 N. Michigan Road
Indianapolis, IN 46268
$203,100
Star Financial Bank 

Phan Club, LLC
148 E. Market St.
Indianapolis, IN 46202
$15,000
The Huntington 
National Bank

Indira Hatcher DBA 
Physiques H
3616 N. Sherman Dr.
Indianapolis, IN 46236
$60,000. $20,000
The Huntington National 
Bank

Rock World, Inc.
8750 Corporation Dr.
Indianapolis, IN 46250
$125,000. $25,000
The Huntington National 
Bank

Sage A Salon, LLC
7410 Madison Ave., Ste. A
Indianapolis, IN 46227
$25,000. The Huntington 
National Bank

Six Miles 
Investment, Inc.
5820 W. 56th St.
Indianapolis, IN 46254
$125,000
The Farmers Bank, 
Frankfort

Trinity Safety Group, LLC
8741 Founders Road
Indianapolis, IN 46268
$293,000
Wells Fargo Bank

Whitehead and 
Associates, LLC
6330 E. 75th St., Unit 122
Indianapolis, IN 46250
$100,000. The Huntington 
National Bank

Wilcox Environmental 
Engineering
5757 W. 74th St.
Indianapolis, IN 46278
$1,150,000
$500,000
Keybank

Wisdom Hair Design, LLC
4975 S. Emerson Ave.
Indianapolis, IN 46203
$28,000
$10,000
The Huntington
National Bank



Habit 
     of the Weekend

The Palms
2353 E. Perry Rd.

Plainfield, IN 46168

Diamonds & Denim - Friday, September 5
Black Tie & Denim Monte Carlo Night 

Doors Open at 6pm

• Diamond & Champagne Raffle
• Blackjack & Money Wheel
• Celebrity Dealers

• Live & Silent Auctions
• Raffles with Fabulous Prizes
• Dinner & Cash Bar

A Fair of the Heart - Saturday, September 6
Ladies Luncheon & Purse Auction 

10:30am to 2pm

•  Handbag Habit Silent  
Purse Auction

• Necklace & Dessert Raffle
• Fashion Show by Ginger & Spice

•  Live Auction with  
Designer Purses

•  Gourmet Coffee Bar 
& Avery’s Lemonade Stand

Chips and Raffles may only be purchased by cash, check or debit card. 
All auction items may be purchased with check, debit, Visa or Mastercard.

Friday Night Dinner: $50 per person/$400 reserved table.
Saturday Luncheon: $25 per person/$200 reserved table.

Full payment required
for reserved tables.
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All proceeds from the event benefit the Habit of the Heart Fund, which helps women and children in need in Hendricks County. The Habit of the Heart Fund helps 
Hendricks County women and children in emergency need. To date, the Fund has provided over $200,000 in grants for needs which include eye glasses, hearing 
aids, dental work, clothing and other essential items. The Habit of the Heart Committee works year-round to raise money for the Fund and holds its annual Habit 
of the Heart Weekend each year in September. In 2013, the Habit of the Heart Weekend raised over $100,000 to benefit Hendricks County women and children in 
emergency need. For more information, contact the Hendricks County Community Foundation at 268.6240 or info@hendrickscountycf.org. hendrickscountycf.org




