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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.

The best place to be
When we’re planning a trip, we think 

about the kinds of places we’d like to visit 
and the activities they have to offer. We 
read brochures and travel through websites 
and blogs to learn about everything we can 
see or do. That way, we can make the most 
of our time away.

While we’re at home doing that, there 
are people in other places who are doing 
the very same thing, only they’re looking 
at Hendricks County. Are you chuckling at 
the concept of people thinking of us as a 
vacation destination? You probably don’t 
realize that tourism is Indiana’s sixth-
largest industry, or that one of the state’s 
biggest tourist draws is in Brownsburg. 
(Don’t believe that? Just try to get near 
Lucas Oil Raceway during Labor Day 
weekend). In fact, tourism contributes 
around $200 million to Hendricks 
County’s economy each year.

Sarah Ferguson is responsible for 
making sure our county stays in visitors’ 
minds and that they get the information 
they need about traveling here. As Director 
of Marketing for Visit Hendricks County, 
she’s responsible for all of the agency’s 
marketing initiatives. Visit Hendricks 
County receives its funding from a tax 
on hotel rooms, so local residents aren’t 
footing the bill.

She started working with the agency 
shortly after graduating from IUPUI, 
and learned that her education was 
only beginning. Sarah soon applied 
to Leadership Hendricks County, and 
was accepted into our 2011 class. “It 
gave an opportunity to look at myself 
professionally and become a better leader 
within my own profession as well as in 
other organizations in which I volunteer,” 

she recalls. 
Sarah will be the first to tell you that 

Hendricks County is a great place -- after 
all, that’s her job -- but she knows that 
it’s critical for the county to keep getting 
better. “After going through the program, 
you have a greater view of what the 
county excels in, as well as where there 
can be improvements,” she explains. 
“Having a clear understanding of what 
the community needs gives these leaders 
a better advantage to improve the quality 
of life for all residents.”

LHC classes have left many legacies for 
the county, including one that’s near to 
Sarah’s heart: the Hendricks County Arts 
Council, where she volunteers as a board 
member. She also serves on the committee 
for the Indiana Short Film Festival, is a 
member of the Brownsburg Chamber, and 
is now a mentor with Youth Leadership 
Hendricks County. Sarah credits her LHC 
experience with helping her reach out. 
“It’s a great networking opportunity with 
not only classmates, but also with the 
many other county leaders who are LHC 
graduates.”

It probably won’t surprise you to learn 
that when Sarah isn’t working to promote 
local tourism, she and her husband, 
Richard, travel as much as they can. 
Depending upon the season, you’ll find 
her golfing, running, or snowboarding. 
The only thing they don’t enjoy about 
going new places is leaving Zuma the dog 
and their two cats behind.

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.

Colts Game with Sarah’s 
husband, Richard

Royal Theater Event 
with Ed Carpenter

Skiing CO with Richard

Wings of Golf with  
Visit Hendricks County co-workers

Sarah Ferguson
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Nine years ago this month, the Hendricks 
County Business Leader published its 
first issue. 

What an exciting time 
it was for me profession-
ally.  A huge accomplish-
ment, given the fact that 
we created a product in 
about four months. It 
also was the precursor 
to the formation of our 
parent company Times-
Leader Publications, 
which now publishes 
the Carmel Business 
Leader, Center Grove 
ICON, Hendricks Coun-
ty ICON, Southside Business Leader and The 
Southside Times.

I remember our launch party at Chateau 
Thomas Winery as if it were yesterday. I re-
member the excitement that was created for 
that party and I remember how excited I was 
when I viewed for the first time our debut 
cover via computer. I was blown way. I cher-
ish that memory to date and always will. There 
have been many covers since – and a few 
changes. But our commitment has remained 
the same: champion Hendricks County busi-
ness. I think we’ve done a pretty good job of 
that.

I can’t begin to explain how important the 
Business Leader is to me. It’s very much a per-
sonal thing.  As a journalist, I love the busi-
ness story; especially the ones that bring out 
a businessperson’s personality. Entrepreneurs 
and those who run their own businesses are 
very much my heroes – and I have many in 
Hendricks County. 

Moreover, a great big thank-you to all of 
our advertisers who believe in what we are 
doing, as well as those how have worked on 
the Business Leader, past or present. You’ve all 
done a wonderful job; special thanks to Carey 
Germana, Katie Mosley, my wife, Cathy My-
ers, Gus Pearcy and Elaine Whitesides. 

Finally, please know that I have big plans 
to further advance the publication in 2015 
and make it all the more relevant for readers 
and advertisers. The best is truly yet to come. 
I promise. By the way, if you have ideas you 
believe would enhance the Business Leader 
please let me know. I am always up for coffee 
and I can be reached via e-mail at rick@busi-
nessleader.bz or by phone at (317) 451-4088. I 
look forward to hearing from you soon.

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

The best is yet 
to come

FROM the PUBLISHER

n MEDICAL DEBT COULD  
RAISE CREDIT SCORE?
FICO will be unveiling a new scoring 
model this fall wherein medical debt 
in collections will have less of an im-
pact on a consumer’s credit score than 
currently. FICO claims the median for 
people who have unpaid medical debt 
on their report will jump by “about 25 
points.” This change 
means that people 
struggling with medi-
cal bills will appear as 
less of a risk to potential lenders and/
or they will be more likely to qualify for 
better deals and rates. – CNN Money

n SEVEN HIGH-DIVIDEND  
STOCKS WITH LOW RISK
Don’t chase sky-high but unsustain-
able yields – get your dividends, and 
peace of mind, via these trustworthy 
blue chips. High-dividend stocks come 
in all shapes and sizes, but any inves-

tor who is serious about 
income also knows that 
big dividends aren’t the 
only thing that matters. 
Try these: 

1. Microsoft– Market Cap: $370.7 
billion, Dividend Yield: 2.5 percent
2. HCP– Market Cap: $19.3 
billion, Dividend Yield: 5.2 percent
3. Wells Fargo– Market Cap: $269.8 
billion, Dividend Yield: 2.7 percent
4. Exxon Mobil– Market Cap: $447.1 
billion, Dividend Yield: 2.7 percent
5. Teva Pharmaceuticals– Market Cap: 
$52.5 billion, Dividend Yield: 3 percent
6. 3M– Market Cap: $94.7 
billion, Dividend Yield 2.4 percent
7. Johnson & Johnson– Market Cap: 
$290.0 billion, Dividend Yield 2.7 
percent

– Investor Place

n STATES WITH CHEAPEST  
MORTGAGES
Credit scores aren’t the only determin-
ing factor of whether or not you get a 
good rate on your mortgage – your 
state has an impact as well. Borrow-
ers in Rhode Island benefit the most, 
paying on average only 3.4 percent on 
mortgages, 0.35 percent lower than na-
tional averages. Conversely, Ne-
braskans pay 4.1 percent on av-
erage, which is the highest rate 
in the nation. The seemingly 
small 0.7 percent difference 
means that $200,000 on a 30-
year loan would cost $28,800 more in 
Nebraska than in Rhode Island. 

– CNN Money

BUSINESS DISPATCHES 
 

Gretchen Patterson
Mortgage Lending Manager NMLS #543429

Looking for a
Mortgage Loan?

When you need it, we’re ready.  
Buying your first home? Need more space? 

Or time to downsize? 

We’re ready! 
With more options than most lenders and service 

designed to make it easy, call State Bank of Lizton first. 

We offer:
 · 15 and 30 year fixed rates   

· 3, 5, and 7 year ARMs
 · Lot Loans · Construction Loans
 · Portfolio Loans · Business Loans 

 You can count on us for competitive rates and low fees 
and we invite you to compare. 

If you are looking for a mortgage loan,  
try State Bank of Lizton first! 

Call Gretchen at 317-858-6112 today  
for a Free Preapproval! 

Or go online at www.StateBankofLizton.com  
and click on the Apply Now! button.  

866.348.4674
www.StateBankofLizton.com

Subject to credit approval.

Avon/Prestwick | Brownsburg East | Brownsburg North  
Dover | Jamestown | Lebanon South | Lebanon North

Lizton | Plainfield | Pittsboro | Zionsville

#37698 SBL MortgageAd_HCBL4.9167x1010.5.indd   1 8/22/14   3:13 PM
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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.

Passion isn’t the same as happiness.
Platitudes such as “Find your pas-

sion and you’ll never work a day in your 
life” really chap my rear. Why are 
we filling our heads with these un-
realistic expectations? Everyone 
works a J-O-B. There may be ele-
ments that make it more satisfying, 
but let’s face it: Work is not always 
fun. Where is the bumper sticker 
for that?

Don’t just take my word on it. 
Listen to others on the Internet. It 
knows everything.

Mike Rowe, host of the wildly 
popular “Dirty Jobs” 
television series and 
the wiseacre on the 
Ford commercials, un-
derstands this princi-
ple. He traipses around 
the country trying jobs 
that no one would have 
a passion about. He 
rustles cattle, cleans 

out sewers, gathers garbage and climbs radio 
towers. Because of this, some people mistak-
enly believe he is a career counselor. One such 
guy sent a letter that asked for Mr. Rowe’s ad-
vice on what career he should follow. The fan 

wanted a good career that would 
find him fame and fortune but still 
get him home regularly to have a 
family. Mr. Rowe suggested weld-
ing in North Dakota (where the man 
could write his own ticket). Then he 
got serious…

“Stop looking for the right career 
and start looking for a job. Any job. 
Forget about what you like. Focus on 
what’s available. Get yourself hired. 
Show up early. Stay late. Volunteer 
for the scut work. Become indis-

pensable. You can al-
ways quit later, and be 
no worse off than you 
are today. But don’t 
waste another year 
looking for a career 
that doesn’t exist.

“And most of all, 
stop worrying about 
your happiness. Happi-

ness does not come from a job. It comes from 
knowing what you truly value and behaving in 
a way that’s consistent with those beliefs.”

Rowe continues with the real platitude. 
Happiness comes from within. It’s how you 
look at the world and your experiences, in-
cluding tragedies that befall you. Realize that 
happiness is your state of mind and you’ll 
work every day of your life, but you’ll feel 
good about it.

Same goes for entrepreneurship. Don’t wait 
for the perfect niche. Find any niche. Draw 
up a plan and follow it. Work hard. Harder 
than if you had a 9-5. Success can’t always be 
measured in dollars. Sometimes it’s measured 
in the lessons learned. If you should fail, try 
again. Passion doesn’t preclude work. It em-
braces it. Venture out of your comfort zone 
and make something happen. At worst, you 
could be on TV with Mike Rowe.

All success comes with sacrifice. Life is sac-
rifice and choices. When you discover what 
you value, then you can live with happiness. 
That is success.

Gus Pearcy
COLUMNIST

Passion is for sissies
HUMOR

The business people who read 
this monthly publication do so to 
find new ideas, new insights, and 
new successes and developments 
of other businesses and entrepre-
neurs. One theme that rings out 
monthly is treating customers 
and with respect. But we propose 
that it is more than just custom-
ers (and potential customers who 
are actively seeking your goods 
and services) to whom you should 
show courtesy, respect and kind-
ness.

Often times a business-minded 
person looks at life only through 
the lens of a business. However, 
you encounter people and have in-
teractions with people who could 
be potential customers (maybe 
not even for years) in completely 
nonbusiness settings. How do you 
treat those people? Are you kind? 
Are you timely? Are you consid-
erate of their time, thoughts and 
feelings?

As many successful people al-
ready know, your attitude affects 
both current and potential cus-
tomers. It is important to keep 
those thoughts in the forefront 
of your mind, even when dealing 
with what you may deem as a mo-
notonous task that is beneath you.

People talk. What are they say-
ing about you and your busi-
ness when you haven’t even had a 
chance to serve them in a business 
setting?

Respect goes a 
long way and gets 

people talking
You can’t grow long-term 
if you can’t eat short-term. 

Anybody can manage short. 
Anybody can manage long. 

Balancing those two things is 
what management is.

~ Jack Welch, former CEO of 
General Electric

“Don’t wait for the perfect 
niche… Draw up a plan and 

follow it. Work hard. Harder than 
if you had a 9-5. Success can’t 

always be measured in dollars.”
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Indoor Living Showroom
860 N Green St, 
Brownsburg, IN
(317) 852-5180

Outdoor Living Showroom
70 Mardale Dr. #A

Brownsburg, IN
(317) 852-1509

wickerworksofbrownsburg.com

What’s the best advice you ever 
received? Be very careful not to over 
extend yourself financially.

Best business decision you ever made: 
Take on an outdoor wicker company 
Lloyd/Flanders and from there we just 
kept adding on more outdoor furniture.

In five years, I want… In five years I 
hope to double the business.

My secret to success… We are truly a 
family business both my daughters work 
for me and when we need help to do the 
Home Show and Flower and Patio Show 
my grandsons are right there to help.

How Dianne did it?

FEATURE

COVER STORY

By Gus Pearcy
The first time Dianne Schrack went to buy 

stuff for her new basket shop in a log cabin on 
County Road 350 North, she had a mild panic 
attack.

“When I got my (business) license and I went 
up to Chicago to do my basket buying, I went 
up there and it was so confusing and it was so 
hard,” Schrack recounted. “Somebody said make 
sure you price so you get the best prices. Do 
you know how many zillions of baskets there 
are? I left the merchandise mart that day and I 
told my husband, ‘I can’t do this. I just can’t do 
this.’ “And so on the way to the hotel, I passed by 
this church and I went in and I prayed,” she said. 
“And so He said you have to go back to buy and I 
said, ‘OK.’ And that’s what I did.”

That was 1985 and since she has recovered 
and built Wicker Works and Patio Too. While 
she started in baskets, she quickly moved to 
wicker and rattan furniture. It was a brilliant 
matter of timing, because wicker furniture was 
not as popular on the Midwest as it was in the 
east and the west. Then the process of making 
the wicker withstand weather making it great for 
outdoor patios and deck furniture, made it even 
more popular.

Originally from Elmhurst, Ill., Dianne and 
Earl Schrack moved to Brownsburg. There was 
a basket shop in Elmhurst that Dianne admired. 
Earl encouraged her to use the log cabin on the 
property. Business came. So did the product. 
Within two years, Wicker Works moved to State 
Road 267. Manufacturers required Schrack to 
take truckloads of product, so she had to find a 
warehouse. She built a warehouse on Mardale 
and shared with another business. When the 
business vacated, she decided to open a satellite 
showroom for outdoor furniture.

That was opened in 2001 and has been very 
popular. More than 50 percent of the business 
is repeat or referral. Daughters Kelli Pawlowski 
and Tammy Hession operate the satellite and 
maintain the warehouse. 

Being a woman business owner was a bit chal-
lenging at first. Schrack said she had to constant-
ly update her credit information with the sup-
pliers which loan the products for a time before 

collecting.
The recession in 2008 was also a challenge, 

but Wicker Works and Patio Too had the best 
July this year since 2007.

Schrack has a strong relationship with Habit 
of the Heart, a foundation that raises money for 
immediate needs for the community. The foun-
dation runs from the Hendricks County Com-
munity Foundation and is mostly organized by 
women. Schrack and her daughters are support-
ive. Wicker Works donates items for the silent 
auction and then donates labor and the trucks 
to get stuff moved. Last year, Dianne was hon-

ored with the Habit Hero award for her efforts 
and donations.

“The money they raise stays in the commu-
nity,” Schrack said. “And it’s really designed for 
the children that need help. They need glasses or 
a tutor. They do so much.”

Earl and Dianne will celebrate 50 years of mar-
riage next year. In addition to Kelli, and Tammy, 
the have a son named Tom. All have put in time 
at the wicker store.

Schrack says there is no succession plan or 
plans to sell the business currently.

www.statebankoflizton.com 
(866) 348-4678

Our Experience Matters!
Commercial Real Estate Loans

Emily Biehn
Plainfield

317-858-6178

Ask  
about our 
3.40% 
Loan

Specials!

#37261 SBL CommercialRealEstateStripAd_HCBL10x1.5.indd   3 6/20/14   2:30 PM

Dianne Schrack’s Wicker Works is more than baskets.
Something wicker this way comes

Dianne Schrack, with her daughters, from left, Tammy Hession and Kelli Pawlowski. 

Photo by Rick Myers

“When I got my (business) license 
and I went up to Chicago to do 

my basket buying, I went up 
there and it was so confusing 

and it was so hard. … I left the 
merchandise mart that day and 

I told my husband, ‘I can’t do 
this. I just can’t do this.’ And so 

on the way to the hotel, I passed 
by this church and I went in and I 
prayed. And so He said you have 
to go back to buy and I said, ‘OK.’ 

And that’s what I did.”

~ Dianne Schrack
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Kia Motor Company flew my wife and I 
to Korea aboard a jet plane that I never 
knew existed before: the Airbus. It’s a 

plane that is two stories from front 
to back. It’s also equipped with spiral 
staircases from one level to the other 
that would remind you of being in a 
very modern building. Between each 
section stood a bar that served all 
kinds of food and snacks free for the 
entire flight. That plane can only be 
serviced by airports that have a gate 
that is two stories tall.

Now, here actually starts my big 
adventure. I did not have to wait to 
be in Korea to be wowed. This was 
amazing. My wife and I sat in pods, 

not chairs. They could be converted to seats, 
to beds, and to a two-person jump seat con-

figuration. Yes, you say other airlines offer this 
as well. Not to outdo the seating was the stew-
ardess help. These were all young, attractive 
Korean girls between the ages of say 21 and 
35. They dressed immaculately and their uni-

forms were so starched that I’m sure 
to wear them on a 14 hour flight is 
quite discomforting. 

The food was phenomenal; it was 
perhaps four-star quality without 
handicapping for airplane food. Ev-
eryone took photographs because 
the food was as visually appealing as 
it was tasty. Throughout the entire 
flight, they kept coming with more 
and more pleasant culinary surpris-
es. At times, they would look at you 
straight in the face and ask you sim-
ple questions like, “Is this your first 

time in Korea?” and the like. I could tell it was 

a staged conversation, but I knew they 
were taught to interact with the customer. 

Once landed, we all commiserated on the 

quality of the help, as well as the quality of the 
food. We were impressed. As business people, 
somebody mentioned that in the states, the 
airline would have violated gender laws, racial 
laws, age laws, and lifestyle laws if they had 
hired like that. We were a mixed race, mixed 
gender group of travelers. We are thought 
how sanguine life was in America when things 
were sanitized to the point that you could not 
let the most pleasant of circumstances dictate 
customer service, not government regulation. 

Here’s my point: We have dumbed down 
ourselves in service just to qualify for govern-
ment mandates. Yes, we’ve come a long way 
since the Civil Rights Act of 1964, and I for 
one would have it no other way. And yes, I am 
well over 40 years old; I am officially a “gov-
ernment protected” employee. Since I’m self-
employed, I guess I am officially protected 
from myself. You know, we’ve given up a cer-

tain amount of class, we given 
up a certain amount of control. 
We have done this all in the 
name of political correctness 
and government regulation. 
And did we leap a step ahead, 
or have we fallen a step behind? 

Everybody has an opinion; however, if you 
were on Flight 923 returning to San Francisco, 
you might say we have fallen a step behind. 

Howard Hubler
COLUMNIST

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

PEER TO PEER

Lessons from the Airbus
Fite Plumbing finds  

new home in Plainfield
Fite Plumbing, a full-service plumbing 
contractor, serving Indianapolis and the 
surrounding area, has relocated its offices 
to Plainfield. Fite Plumbing provides 24-
hour, 7-day-a-week, year-round service to 
its residential and commercial customers. 
Fite Plumbing’s new location can be found 
at 113 Simmons St. in Plainfield. Service area 
includes all of Central Indiana, Terre Haute to 
Richmond, and Bloomington to Ft. Wayne. For 
more information, visit the company website 
at http://www.fiteplumbing.com/ or call 800-
678-FITE.

BUSINESS BRIEFS

GET YOUR HOUSE A FREE CHECK-UP TODAY!

WHO:  The first 75 members to schedule a first-time energy audit
WHEN: Call to schedule your “home check-up” beginning Sept. 8 

WHAT: Receive a FREE first aid kit and energy saving devices

Call an energy advisor at (317) 745-5473 

www.hendrickspower.com

ENERGY 
DOCTORS

 “You know, we’ve given up a certain amount 
of class, we given up a certain amount  

of control. We have done this all  
in the name of political correctness…”

Humorous speech contest 
comes to Plainfield

Toastmaster’s Internation will hold its annual 
Humorous Speech Competition on Saturday, 
Sept. 9, The event will kick off at 10 a.m. at the 
Plainfield Guilford Township Library, located 
at 1120 Stafford Rd., Plainfield. Everyone 
is welcome to come and watch and laugh.  
For more information, contact Brownsburg.
toastmastersclubs.org.
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From left, Hanna Varys, Vincennes University; David Tucker, former HCN board member; Brandy Perrill, Hendricks 
College Network; Brad DuBois, executive director of the Plainfield Chamber of Commerce; James Dolan, HCN 
board member; Scott Olinger, Plainfield Chamber of Commerce board member.

Submitted Photo

BUSINESS BRIEFS

HCN named chamber’s Business of the Month 

BUSINESS LOCAL

outgoing

To find out more visit:
www.hendrickscountycf.ORG

Villanueva
Family

connected
loyal blessed

loving

genuine



Hendricks College Network is a 501(c)(3) non profit organization serving as a post-secondary 
education resource for area residents, businesses and community organizations. HCN 
provides access to and support for post-secondary education, business training and workforce 
development in Hendricks County and the surrounding region. Find more information about 
HCN services at www.HendricksCollegeNetwork.org or call Brandy Perrill at 317-745-8804.

The Brownsburg Chamber of Commerce held a ribbon cutting to welcome Productivity Zone to the 
Brownsburg business community on Wednesday, Aug. 13. Secretary of State Connie Lawson joined 
Chamber of Commerce executive director, Michael Arnould, Chamber treasurer Jerry Orem and 
several other chamber members for the event. 

New podiatry office opens on Westside 
Kenneth Stumpf, D.P.M. (podiatrist) now has a second location at 3660 N. Guion Road, in the 
Community Healthplex Sports Club – on the Community Westview Hospital campus. Dr. Stumpf 
completed his degree of Doctor of Podiatric Medicine (D.P.M.) at Scholl College of Podiatric 
Medicine in North Chicago, Ill.  He completed his podiatric surgical residency from Community 
Westview Hospital in Indianapolis. He is a podiatrist who specializes in caring for all types of 
foot and ankle disorders in patients of all ages. Dr. Stumpf’s practice focuses on podiatric sports 
medicine, general podiatry and reconstructive foot and ankle surgery. 

Hendricks Regional Health and ARMS  
reduce hospital readmissions

In 2011, the Medicare Payment Advisory Committee reported to Congress that as many as 18 
percent of Medicare patients in central Indiana were re-hospitalized within 30 days of discharge. 
Since then, Medicare has set in motion new standards that have encouraged hospitals to take 
an active role in preventing readmissions of elderly patients. Hendricks Regional Health, local 
nursing facilities and a medical group known as Acute Rehab Medicine Specialists (ARMS 
– a program created to bridge the previous gap between hospital care and nursing facility 
care), have partnered to reduce readmissions. Their efforts have resulted in a drop in 30-day 
readmission rates from 6.3 percent in 2011 to 4.5 percent through 2013. To learn more, call (317) 
745-3627 or visit www.hendricks.org. 

RIBBON CUTTING
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PERFORMANCE

The iPad, its cousins, and their sibling 
smartphones are transforming 
our businesses in many ways, 

but one that few have noticed is their 
impact on written content. You can 
take content that was written for a 
brochure, a direct mail letter, or a 
web page and simply display it on a 
tablet, but you’re probably going to be 
disappointed with the results.

Consumers who use tablets and 
other touchscreen devices come 
to read that content in a different 
way. They may still sit down and sa-
vor every paragraph of a novel, but 
when they read something on a tablet, studies 
prove they prefer a quick fix. 

Text has evolved as readers have become 
busier and increased their use of technology. 
For example, there was a time in the not-so-
distant past when business-oriented articles 
like this one averaged between 1,200 and 
1,500 words. Today, anything that approaches 
800 words seems unusually lengthy, and most 
editors are asking their writers to trim their 
content even shorter. (This article runs just 
under 400 words.)

Today’s business decision maker is more of 

a scanner than a reader. He or she skims quick-
ly through content, looking for key points or 
information that’s of interest. An effective 
writer anticipates that by making navigation 

easier. For example, you may begin 
each paragraph with a bold subhead 
or lead-in that delivers a quick sum-
mary of what follows. If the reader is 
interested in that subject, he or she 
will dive in. If not, it’s on to the next 
paragraph. People may not read ev-
ery word, but we hope they’ll come 
away with what’s important.

Color offers another opportuni-
ty for guiding the reader. Sentenc-
es containing the most important 
thoughts or arguments can be high-
lighted in different colors. Small 

graphic elements such as photos and icons 
can be woven into the copy to spotlight key 
areas.

Copy length is an important consideration 
with small screens. They limit the amount of 
copy that’s visible at any one time – an impor-
tant consideration, because scanners gener-
ally won’t scroll down unless you give them a 
very good reason for doing so.

Don’t assume that today’s prospects and 
customers aren’t paying attention to your 
messages just because they spend less time 
with your content. They’re accustomed to 

soaking up massive amounts of information 
from multiple directions, often simultaneous-
ly. The key difference is not in how much they 
retain; it’s in how they absorb it.

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/.

Creating marketing copy in the tablet era  

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

The best way to keep customers is to not 
have any. If you don’t have customers 
you can’t lose them. I know 

you are thinking or might even be 
saying, “This guy is a complete nut. 
Just how stupid can he be?”

Before you stop reading, let me 
clarify what I mean by not hav-
ing customers. Most people would 
classify a customer as someone 
who buys a product or service from 
them. If you see people who buy 
your products and services as sim-
ply potential buyers, then you are 
completely missing the boat.

You should view the people who 
purchase from you as potential clients. Cli-
ents are people with whom you build a long-
term relationship. It is that long-term rela-
tionship that builds a business. 

The following are a few ways you can build 
long-term relationships and reap rewards in 
your business:

1. Talk with your client to determine what 
his needs are and what challenges he faces. Be 
honest with them about whether your prod-
ucts or services can benefit them. If there isn’t 

a good fit – this time – tell them 
that and help them find someone 
who can help them. 

2. Get to know your clients as 
people, because that is who is buy-
ing from you – people. Harvey 
MacKay created a great tool for 
this process called the MacKay 66, 
which consisted of 66 questions to 
answer about each client. (Let me 
know if you would like me to send 
you a copy of the MacKay 66.)

3. In a buy-sell relationship, peo-
ple are trying to sell you something 

all the time. Every time you hear from them it 
is to sell you something. I don’t know about 
you but I really get tired of this type of re-
lationship and your clients will, too. Pretty 
soon, they won’t want to hear from you.

4. You may not have heard of Joe Girard, 
but he was a famous car salesman who sold 

more cars than anyone else ever had at the 
time. He built his entire business by sending 
thank you and greeting cards. In fact, he sent 
so many, he employed three full-time staff 
members to send them out for him. He sent 
thousands of cards every month and on the 
front of each card he wrote “I like you.”

There is no reason to believe Joe’s referral 
strategy will not work for you. Consider that 
over the course of the year you spent $10 on 
cards sent to one family. If you got just one 
referral from that family, you would make 
enough profits to send them cards for years. 
If you get several over the course of several 
years you would build a referral business like 
you have never imagined.

Build relationships to build long-term cli-
ents. Find a strategy that feels comfortable for 
you and works for you. It might take a little 
trial and error, but the results could be profits 
greater than you ever imagined.

Do you know how to keep customers?
It’s all about the relationship

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

BUSINESS DISPATCHES 

n MEDIAN INCOME ON THE RISE
New data from Sentier Research claims 
that, since the economy’s recovery from 
the recession in 2009, median household 
income was up 3.8 percent (to 
$53,891) in June 2014. Sourc-
es indicate that this is fur-
ther evidence for a recover-
ing economy. Despite the 
marked progress, Ameri-
cans’ median income is still 4.8 percent 
lower than in Dec. 2007 and 5.9 percent 
lower than in Jan. 2000. 

– The Real Economy

n ALUMNI DONATIONS  
ON THE DECLINE
Since 2003, when the percentage of uni-
versity alumni donating to their alma 
maters was at 13 percent, the Council 
for Aid to Education cites that number 

has dropped to 8.7 percent in 
2013. Recent graduates are be-
ing asked sooner to give back 
to their respective schools. Ac-
cording to alumni executives 
and consultants, part of the 

problem lies in the “transfer phe-
nomenon” wherein students attending 
multiple schools for their undergraduate 
degree will feel less of an obligation to 
donate to a particular university.

– Money Moves

n WORKERS MAY SEE 3 PERCENT  
PAY HIKE
In 2015, employers are expecting to in-
crease worker salaries by an average of 
3 percent which would make it only mar-
ginally better than the 2.9 percent hike in 

2014, according to consult-
ing firm Mercer. Mary Ann 
Sardone, a Mercer consul-
tant said, “Companies are 
starting to see data telling 

them they have to raise their salary struc-
ture to keep up with the competition.” 
When unemployment was into the mid-4 
percent range in the early 2000s, year-to-
year salary rises were averaging approxi-
mately 3.5 percent, though many believe 
it’s unlikely they’ll ever be that high again. 

– CNN Money

n FIVE BIG RETIREMENT MISTAKES
1. Saving on “autopilot”
2. Leaving money on the table
3. Paying high fees 
4. Retiring too early
5. Unrealistic expectations

– CNN Money
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Heart scans save lives. And your bottom line.

As a Fire/EMS professional with the Danville Fire Department, Gary saves lives for a living. A simple 
heart scan saved his. Gary and his wife had made a pact to get a heart scan together. Hers came 
back clear. His showed extensive calcium buildup. Doctors were able to use this knowledge to 
prevent a heart attack and any permanent damage to Gary’s heart. Hendricks Regional Health 
is committed to giving your employees access to screenings that could save their lives – while 
reducing your health care costs. Encourage employees to get a $49 heart scan today. Schedule 
at HENDRICKS.ORG/SCAN or (317) 718-8500.
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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.

A “Black Swan” event leading to a 
substantial market correction is just 
around the corner. At least that’s what 

an increasing number of market 
prognosticators have been saying. 
With that in mind, I thought it might 
be useful to you, Dear Reader, if we 
brushed up on what a “Black Swan” 
event is. I also gazed a little into my 
long-broken crystal ball and will share 
a theory with you as to where the next 
“Black Swan” may come from… and 
what will be some of the signals of its 
impending arrival.

The theory of black swan events 
as developed by Nassim Nicholas 
Taleb, who happens to be one my 
favorite authors, is a metaphor that 
describes an event that comes as a 
surprise, has a major effect, and is of-
ten inappropriately rationalized after 
the fact with the benefit of hindsight. 
The educated European of a few cen-
turies past knew there was no such 
thing as a black swan… that is until the con-
tinent of Australia was discovered, along with 
a new species of swans. You guessed it. They 

were black. Sept. 11, 2001 was a Black 
Swan event. It was impossible to think 
the bastions of capitalism that were the 
World Trade Center Towers could be 
brought down by a motley crew of ill-
equipped, under-funded, zealous ter-

rorists. But the Towers fell 
and our world changed dra-
matically. A not too distant 
financial example is the 2008-
2009 market meltdown. Back 
in 2007, we all knew property 
values only went up and were 
a steady source of increas-
ing equity and could be in-
creasingly borrowed against 
forever. There were very few 
people who thought that at 
some point that trend must 
stop and possibly reverse. And then 
Lehman Brothers, founded in 1850, 
went under. The Black Swan became 
real.   

Fuhggedaboutit! That was six 
years ago! Our markets have more 
than recovered. Our companies con-
tinue to report record earnings.  And 

the almighty Fed has tamed inflation and has 
promised us a long term era of low interest 

rates and economic growth. The black swans 
of the past have been considered, prepared for 
and mitigated against.

Funny thing about black swans, there’s al-
ways a new one around the corner.  And by def-
inition, they’re yet to be discovered.  

I picked up a piece of my long broken crys-
tal ball the other day and stared into it. Mind 
you that it’s broken and not very clear, so what 
I saw in it must be taken only as theory and not 
prediction.

What I saw is this: At least 
some of the demand for stock 
in this ever rising market is due 
to companies buying back their 
own stock. They’ve been using 
their revenues as well as bor-
rowing cash at ultra-low inter-
est rates and buying billions of 
shares. Sure, they’ve invested 
some of that cash into research 
and some new facilities, but by 
a great margin, much of their 
money has been spent buying 
back stock. As I gazed deeper 
into this crystal shard, I specu-
lated at what may happen once 
interest rates start to go up, com-
panies would no longer be able 
to borrow cheaply so they would 

stop buying so much of their own stock. Higher 
rates, decreased demand leading to less support 
for current stock prices. A vicious cycle could 
ensue. Would this indeed be at least a part of 
the Black Swan that causes buyers in this mar-
ket to start selling with markets turning very 
ugly, very quickly? Honk? Honk? HONK!

Jeff Binkley
COLUMNIST

MONEY MATTERS

The looming ‘Black Swan’

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



Join us for the 2014 
Hendricks County Business Leader’s

Women’s Business Leader Luncheon

DON’T MISS!

September 11th

Guest Speaker: 
Joyce Trent

You’re Invited 
to Join Us!

Luncheon time is 11:30 am to 1pm
at Wellbrooke of Avon; Cost: $15 

10307 E. County Road 100 North • Avon, IN

Stay tuned for more information
in upcoming months! See you there.

For additional information, contact Cathy Myers
info@businessleader.bz or call/text (317) 918-0334.

Presented by

Meet Joyce: 
Entering the work force at 
a time when men were off 
to war and women were 
needed, Joyce Trent found 
herself working shortly after 
high school graduation for 
an Indianapolis bank. Joyce, 
who is a graduate of Avon 
High School, worked her way 
trough many bank classes and 
eventually on to a position 
only held only by men at 
the time: a vice president. 
Being a founding family of 
the Town of Avon, Joyce has 
many memories of Hendricks 
County and women in 
business. 

Joyce Trent

“Memories from a working  
woman during WWII”

A portion of the proceeds to benefit Leadership Hendricks County.
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Making legal cents

Compiled by Cathy Myers

Avon Roatrian Jeremy Eglen has been a res-
ident of Avon with his wife, Karen and three 
children since 2011. In January of 2014, he 
began a general legal practice (Eglen Law) in 
Avon after serving as in-house counsel for a 
software company for ten years. He 
also teaches as an adjunct profes-
sor of computer science at Butler 
University. Jeremy attended Dart-
mouth College for his bachelor’s in 
Computer Science, and the College 
of William and Mary for his law de-
gree.

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

Narrow your focus, particular-
ly your marketing focus, to your 
area of excellence. While I have a general law 
practice, meaning I do a little of quite a few 
different things, I specialize in business and 
technology issues. My experience in those ar-
eas differentiates me strongly from others in 
my field. It’s better to be the first person who 
comes to mind for one niche area than the 
fifth in every area.

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

I now concentrate my 
practice on relatively fewer 
areas. I started with a vi-
sion of the attorney from 
150 years ago who traveled 
the legal circuit taking all 
clients. The modern prac-
tice of law makes that kind 
of generality both difficult 
and inefficient for some-
one just starting out.

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

Determining my rates and fees has been dif-
ficult. I have relied on advice from a variety of 
sources, including others in my industry and 
the members of my group in the Hendricks 
County Excel CEO round table discussions 
to figure out what is reasonable and expect-

ed. Everyone with whom I discussed 
my fees said I had them too low 
when I first opened my practice. It 
seems odd when consumers are so 
(correctly, in my opinion) cost con-
scious, but if you charge them too 
little, they presume you are not 
good at what you do. I have settled 
on prices that are in line with what 
others charge, but still offer great 
value to my clients.

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

When I started, I was focused on devising 
and executing my business plan. Plan as best 
as you can, but be prepared to change your 
strategies for marketing and even operations 
in response to the realities of your business. 
Your plans will not lead to success alone with-
out determination to get things done. 

What is the hottest new trend in in your 
industry?

Charging flat fees for 
some or all services is new 
to many attorneys. A flat 
fee allows for a predictable 
cost to the client and re-
wards efficient work on the 
part of the lawyer. I allow 
clients to opt for a flat fee 
for many matters, but I still 
have a traditional hourly 
rate as well.

NOW THAT WE’VE BEEN OPEN

Jeremy Eglen

Food • Fun • Networking
2014 COVER PARTY PLANNER

RSVP to coverparty@businessleader.bz 
or by calling (317) 918-0334.

Save the date!

November 11
5:30-7:30pm

Bio-Response Solutions
200 Colin Ct., Danville



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
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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

Kevin Speer is president and CEO of Hendricks Regional Health.

Kevin Speer
Columnist

One of the most important skills for 
a business leader is the 
power of observation. I 

have been in my role at Hendricks 
Regional Health for just under two 
years and I have been very blessed 
to lead an organization full of smart, 
talented and caring individuals. I 
have learned many things by simply 
paying attention to those around 
me. 

In talking with other leaders 
around our community, I have 
tried to find out what we can do 
as a hospital to better serve their 
needs and the health needs of their employees. 
A consistent theme from 
these discussions is that 
operational excellence is 
key. To best serve our pa-
tients and community, we 
need to be efficient, com-
petitively priced and pro-
vide outstanding qual-
ity and customer service. 
Operational excellence is 
precisely what we aim to 
achieve.

In July, we announced a restructuring of 
leadership at Hendricks Regional Health. 
Four key individuals were promoted to lead 
essential areas within our hospital. My intent 
with our restructuring plan is to challenge 
the norm and take a more retail approach to 
the way our hospital provides health care – 
with the constant goal of being an indispens-
able organization and community partner by 
achieving and maintaining operational ex-
cellence. By listening to front-line associates, 

and taking a strategic approach to operational 
changes, our focus is to exceed the expecta-
tions of our patients, visitors and community.

Healthcare consumers are becoming sav-
vier, just as they are in other in-
dustries. We need to cater to their 
desire for information, high-qual-
ity service combined with a low-
er price than other hospitals. Ap-
proaching operational excellence 
will be the key to advancing our 
hospital into the future. 

No matter what business you 
are in, restructuring to better uti-
lize talent can bring great benefit 
to your business. I fully believe 
that to establish a great workplace 
and to keep your best and bright-

est close at hand, ability should be recognized 
and rewarded by pro-
moting from within. Re-
structuring can be a great 
job satisfier for those 
who are not content with 
complacency, and it can 
provide a way to better 
utilize your workforce. 

There are a lot of good 
things that can come 
from a carefully planned 

restructure – the key is careful planning and 
deliberation while having full confidence in the 
foundation of that plan. Placing people in new 
situations can result in fresh perspectives that 
help cultivate new ideas. The end goal for any 
business should be to move from good to great. 
If reorganization is approached with transpar-
ency and benevolence, the move can be reas-
suring to staff that you are planning for a strong 
future. 

Restructuring doesn’t  
have to be a dirty word 
HEALTHY BUSINESS

BUSINESS NEWS

We have all heard the adage: “Treat 
customers as you wish to be treated” 
or “Treat customers the way they 

want to be treated.” Perhaps we 
have heard this so often, it no longer 
has meaning. What if you made 
customer service your core product? 
How would your company function 
differently?

Imagine if your entire team knew 
every customer’s experience was the 
most important item on the agenda 
for the day and the widget or service 
your company provided came sec-
ond. How would the phone get an-
swered? How quickly would the ser-
vice call get logged in? What would 
your company vehicles look like? How would 
your employees be dressed? Countless inter-
actions in a day’s time add up to make a major 
impact on your customer. This impact keeps 
them coming back for more or can leave your 
phone silent.

Now, Google “Best Tips for Customer Ser-
vice.” You will see a litany of suggestions on 
how to treat your customers to keep them 
coming back for more - everything from smil-
ing, always apologizing for wait time and say-
ing thank you.  How many times have you ex-
perienced these techniques in a local business 
and thought, “Do they really mean it?” I had 
an experienced just last weekend at the lo-
cal grocery that would have rendered a big fat 
“NO” if I would have been asked that ques-
tion. After standing in line at the check-
out for about 15 minutes, I finally got 
my turn (I feed a 15 and 13 year old, 
so the conveyor belt was loaded). I 
was greeted with a smile and “sor-
ry for your wait” and then, “Did you 
find everything you needed?” My an-
swer was, “No.” I explained I needed 
combination fried rice, located in the 
freezer section and they had been 
out of it for the last three weeks. The 
response I got was a less than en-
thusiastic, “Sorry.” And that was it. 
Not another word from the employ-
ee until I was asked to pay. What was 
the point of asking me the question, if no 
attempt was going to be made to help me? 
This is all too common in the world of busi-
ness. I challenge you not to just talk the talk, 
but to walk the walk. The employee at the 

grocery store was doing all the right “tasks” 
she had been assigned: smile, apologize for 
my wait time and ask if everything was found 
that was needed.  Although, she would get an 
“A” for completing all the tasks, she missed the 

main point. When it came to really 
connecting with me and giving me a 
great customer service experience, 
she bombed and the smile and apol-
ogy for waiting didn’t have mean-
ing. They were empty statements.

What is your customer’s experi-
ence at your company? Is your staff 
just going through the motions, or 
are they genuine in their efforts to 
really make each customer feel spe-
cial and important. I suspect that 
we could all brush up on customer 
service tips. However, if we make 

this our core product, everyone on the team 
will have a meaningful part of the customer’s 
experience and I guarantee the likelihood of 
selling more widgets and/or booking more 
service calls will exponentially go up!

Customer service:
Your core product

BUSINESS PERFORMANCE
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Compiled by Cathy Myers

After retiring from the Indiana State Police, 
Bruce Canal established a security consulting 
firm, become a national speaker on school and 
student safety, and is now the presi-
dent of Social Net Watcher and cre-
ator of a one-of-a-kind program that 
monitors social media activity. 

According to Canal, “Passion for 
children and their safety has been 
the driving force of my mission to 
find a better way to proactively re-
spond before the crisis occurs.” Ca-
nal and his wife, Susan, live in Plain-
field, where they raised their five 
children. He is a member of St. Su-
sanna’s Church, and is active in his communi-
ty. He enjoys bicycling, fitness, his Harley Da-
vidson motorcycle and spending time with his 
eight grandchildren.

What has been your big-
gest lesson so far?

Realizing how fast 
technology is changing 
our society. When we 
first introduced SNW, 
many people were dis-
mayed at how it moni-
tored student’s social me-
dia sites to identify potential 
danger. But, in response to re-
cent events there has been a 
change of attitude and people 
embrace this technology and 
embrace its value.

What would be one thing that could help 
your business?

Education and understanding of the prod-
uct. That people with vision who hear and un-
derstand SNW elect to champion this product 
in their communities; for those champions to 
encourage their school au-
thorities to consider this as 
a tool in their security strat-
egy. 

What would you tell 
someone starting his/her 
own business?

First, be patient. It takes 
time and perseverance. Fol-

low the proven path of a “start-up” business. 
Early in the startup phase, follow the rules and 
guidelines; i.e.: regulations, legal issues, pat-
ent process, taxes, partnerships, funding, etc. 
Creativity can be interjected in the process, 

but you must make sure that you’ve 
done it all by the numbers.

What do you think about your 
businesses’ future?

It’s bright! We are saving kids lives 
today and preventing bullying and 
violence! We just can’t make SNW 
available around this nation or 
this World Wide Web fast enough. 
While Social Net Watcher is from 
one coast to the next and current-
ly has clients in seven (7) states, we 

have yet to make a dent in the need. 
Social media is not going away. The need 

to monitor technology and keep up with stu-
dent’s web-based activities is growing. 

It’s inevitable that technology is the 
only way to monitor the growing 

need. Parents and school au-
thorities try their best to learn 
and respond to the problem. 
But, that’s just it, we too of-
ten find ourselves in re-
sponse mode and tech-
nology is the only way to 
be in the proactive mode. 
Privacy and full disclosure 

have been important in de-
veloping this program. We are 

a private company; our belief 
is that individuals have the right 

to their privacy and should have a choice and 
knowledge of any monitoring of their social 
media. Our customers appreciate that policy 
and we are able to successfully help keep kids 
safe while respecting their privacy. Our back-
ground has been based in Hoosier values and 
our faith in God and this great nation inspires 

us to reach for higher goals 
in helping to protect our 
most precious resource, 
our children. We are having 
the time of our lives with 
this exciting venture, not 
because of its profit poten-
tial, but because it positive-
ly affects kids!

OPEN FOR BUSINESS

Passion for protection 
and prevention

Bruce Canal

Bruce Canal’s Social Net Watcher can be the 
eyes that parents and teachers don’t have
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Damler, Taulman and Weaver honored at August Cover Party 

Scott Flood and Bob Milligan Emily Perry, Christi Patterson and Pete Flack

Ben Weaver, Mike Baker and Stacey Weaver with Jack

Pete Moyer and Eric Hessel

Tommy Taulman

The Hendricks County Business Lead-
er held its August Cover Party, sponsored 
by State Bank of Lizton, Aug. 12 at Chateau 
Thomas Winery, 6291 Cambridge Way, Plain-
field. Honored were: April cover, Ben and 
Stacey Weaver (Prestwick Country Club); 
June cover, Chuck and Marie Damler ( Natu-
ral Valley Ranch); and August cover, Tommy 
Taulman, (TKO Graphix). In addition, State 
Bank of Lizton gave $10,000 to the Hendricks 
County Community Foundation. The Busi-
ness Leader’s next Cover Party will be Nov. 
11, 5:30-7:30 p.m., at Bio-Response Solutions, 
200 Colin Ct., Danville. July cover, Mike Mc-
Carty (Safe Hiring Standards) will be honored 
at the Nov. 11 Cover Party. RSVP by Nov. 10 
to Coverparty@businessleader.bz or call (317) 
918-0334. 

AROUND TOWN

Marie and Chuck Damler

Jan Davis and Marcia Indy Reads

Photos by Savanna Scoggins



businessleader.bz • September 2014   19Hendricks County Business Leader PLANNER OF NOTE

Buy this space!
(317) 451-4088

10 - Danville Chamber 
of Commerce (members’ 
meeting): Wednesday, 
Sept. 10, 11:15 a.m.; 
Hendricks County 
4-H Fairgrounds and 
Conference Complex, 
1900 E. Main St., Danville. 
For more information, call 
(317) 745-0670

16 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, Sept.16, 
11:30 a.m.; Plainfield Rec 
and Aquatic Center, 651 
Vestal Rd., Plainfield. For 
more information, call 
(317) 839-3800

23- Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, Sept.23, 
11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon. For more 
information, call (317) 
272-4333

26 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, Sept.26, 
8:30 a.m.; Location TBD, 
Indianapolis. For more 
information, call (317) 
247-5002.

No Sept meeting - 
Brownsburg Chamber of 
Commerce (members’ 
meeting): No regular 
luncheon due to 
golf outing. For more 
information call (317) 
852-7885

NEW MEMBERS

Avon Chamber 

Avon Junior Association
866 S Co Rd 625 E.
Avon, IN 46123
(317) 840-9114

Impact Youth, Inc.
5503 Goodwin St.
Indianapolis, IN 46234
(317) 579-5672

Advance Automotive
8397 E US Hwy 36
Avon, IN 46123
(317) 272-5050

Brownsburg Chamber

Competitive  
Suspension Inc.
468 Southpoint Circle, 
Ste.700
Brownsburg, IN 46112
(317) 858-8775

Massage Envy Spa
311 W. Northfield Dr.
Brownsburg, IN 46112
(317) 852-0700

Brownsburg Auto Center
710 E. Main St., Ste B
Brownsburg, IN 46112
(317) 852-2277

Carpenter Realtors
Janet Fisher
301 E. Northfield Dr.
Brownsburg, IN 46112

WEDO Charity Auctions
10532 Cedar Dr.
Fishers, IN 46037
(317)345-6812

Ideal Roofing  
Solutions, LLC
269 Lazy Hallow Dr.
Brownsburg, IN 46112
(317) 348-3222

Whiteside Words
1038 E. Main St.
Brownsburg, IN 46112
(317) 350-2706

Plainfield Chamber 

Kuhn & Associates
dba FISH Window Cleaning
Brad Kuhn
3996 Clarks Creek Rd.
Plainfield, IN 46168
(317) 559-3474

Shop Your Spot
Alisha Raider
1311 W. 96th St.
Indianapolis, IN 46260
(317) 474-0636

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
*Please note meeting date 
changes due to Labor Day 
holiday.

Council
(Second Thursday every 
month) Sept. 11, 1 p.m.

Plan Commission 
(Second Tuesday every 
month) Sept. 9, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every 
month) Sept. 15, 7:30 p.m. 

Commissioners 
(Second and fourth 
Tuesday every month)
September 9, 9 a.m.
September 23, 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)
September 11, 7 – 9 p.m.
September 25, 7 – 9 p.m.

Advisory Plan 
Commission
(Fourth Monday every 
month) Sept. 22, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) Sept. 18, 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)
September 11, 7 p.m.
September 25, 7 p.m.

Plan Commission 
(Fourth Monday every 
month) Sept. 22, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) Sept. 8, 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)
September 2, 7 p.m.
September 15, 7 p.m.

Plan Commission
(Second Monday every 
month) Sept. 8, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the 
month) Sept. 16, 7 p.m.

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

Town Council
(Second and fourth 
Monday every month)
Sept. 8, 7 p.m. & 22, 7 p.m.

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

Board of Zoning Appeals
(Third Monday every 
month) Sept. 15, 7 p.m.

SALES LEADS
Newly incorporated 
businesses through 
August 10, 2014.

Cake Show, Lisa Lynch
2629 S. S.R. 75
Jamestown, IN 46147

Childrens Ballet
Denise F. Jacks, T.R. Jacks
202 E. Broadway St.
Danville, IN 46122

Enabling Technologies
Paul V. Moran, 645 Elm Dr.
Plainfield, IN 46168

Feagan Graphics
Sinda L. Feagan
5853 E. C.R. 800 S.
Mooresville, IN 46158

Gift of Administration
Detra Ware
10629 Carrie Lane
Indianapolis, IN 46231

Healthy Living Concepts
Kristina Coakley
C/O Legalzoom.com
100 W. Broadway, Ste. 100
Glendale, CA 91209

Kindle Media Solutions
Stacey Lee, Erin Goffinet
2680 E. Main St., Ste. 314B
Plainfield, IN 46168

MLC Transport
Mark L. Chamberlain
Melinda K. Chamberlain
1455 E. C.R. 300 S.
Danville, IN 46122

Mynatt Services
Chad Mynatt
6751 S. C.R. 350 W.
Clayton, IN 46118

Oil Can Synthetics
John B. Archer
3663 Homestead Circle E.
Plainfield, IN 46168

Oscar Nails
Derek M Danh
124 E. Northfield Dr., Ste. 1
Brownsburg, IN 46112

Pyramid Maintenance 
Group, Shawn Falls
611 Woodberry Dr.
Danville, IN 46122

Sarkine Event Services
James Sarkine
6575 E. C.R. 200 N
Avon, IN 46123

Saykofia Enterprises
Kay Sophia
1707 Cedar Mill Dr.
Avon, IN 46123

SJB Construction
Robert Steele
C/O Legalzoom.com
100 W. Broadway, Ste. 100
Glendale, CA 91209

Travel Girl Vacations
Christina Price
439 Autumn Springs Dr.
Avon, IN 46123

Tug ‘N” Chug Trucking
James S. Day
4284 Raintree Road
Indianapolis, IN 46234

SBA GUARANTEED LOANS

Boone County

IGH Steel  
Fabrication, Inc.
1001 Ransdell Road
Lebanon, IN 46052
$294,300. Farmers Bank 
Frankfort, Indiana

J and KW, LLC
47 S. Main St.
Zionsville, IN 46077
$200,000. Keybank 
National Association

Jesse, Inc. 
160 S. Main St.
Zionsville, IN 46077
$20,000. Keybank National 
Association

TTSY, Inc.
10655 Andrade Dr.
Zionsville, IN 46077
$350,000. Lake City Bank 

Hamilton County

1 and Only Fitness, LLC
8607 E. 116th St.
Fishers, IN 46038
$125,000. JP Morgan 
Chase Bank National 
Association 

C. E. Ray Company, Inc.
1089 Third Ave., S.W.
Carmel, IN 46032
$35,000
The Huntington Nat’l Bank

Creative Educational 
Activities, LLC
10317 Forest Meadow 
Circle, Fishers, IN 46037
$50,000. The Huntington 
National Bank

Day Furs, Inc.
1361 S. Rangeline Road
Carmel, IN 46032
$300,000
Indiana Business Bank 

Deliberate Media, LLC
137 S. 8th St.
Noblesville, IN 46060$
$10,000. The Huntington 
National Bank

Kline Chiropractic, P.C.
14309 Clay Terrace Blvd.
Carmel, IN 46032
$36,000. $20,000
The Huntington  
National Bank

Lewis Equipment Rental, 
Inc., DBA Pink Pot
16100 Allisonville Road
Noblesville, IN 46060
$115,100. $51,000
$25,000. The Huntington 
National Bank

Midwest Classic Radio 
Cinema, Inc. 
23050 S.R. 37 N.
Noblesville, IN 46060
$52,000. First Merchants 
Bank National Association

Transition Services of 
Indiana, Inc.
7245 Clear Oak Circle
Noblesville, IN 46062
$150,000
Celtic Bank Corporation 

Hancock County

ALP Firearms, LLC
24 S. Main St.
Fortville, IN 46040
$50,000. The Huntington 
National Bank

American Pump Repair 
and Service, Inc.
26 S. Westside Dr.
New Palestine, IN 46163
$205,000. Premier Capital 
Corporation 

Hendricks County

VanMieghem  
Enterprises, Inc.
705 E. Main St.
Brownsburg, IN 46112
$150,000. Mainsource 
Bank 

Johnson County

Center Grove  
Dentistry, P.C.
1405 W. County Line Road, 
Ste. A, Greenwood, IN 
46142. $25,000
The Huntington National 
Bank

Dugman Enterprises, LLC
4256 W. 525 S.
Trafalgar, IN 46181
$52,000. First Merchants 
Bank National Association

Insan Trans, Inc.
68 Dresden D., Apt. 14C
Greenwood, IN 46143
$27,400. The Huntington 
National Bank

New Life Concrete 
Leveling, Inc.
1022 Springwater Circle
Greenwood, IN 46142
$50,000. The Huntington 
National Bank

Schumaker Performance, 
Inc., 6302 Stein Road
Greenwood, IN 46143
$150,000
Celtic Bank Corporation

Marion County

A.C.T. Services, Inc.
3955 Eagle Creek Pkwy.
Indianapolis, IN 46254
$75,000. The Huntington 
National Bank

Advanced Home 
Electronics Inc.
8742 Robbins Road
Indianapolis, IN 46268
$125,000. $25,000
First Merchants Bank 
National Association

Ameriprise Financial
2900 E. 96th St., Ste.A
Indianapolis, IN 46240
$218,000. Indiana 
Statewide Cert. Dev. 

AMS Cars
9185 W. 10 th St.
Indianapolis, IN 46234
$111,000. Indiana 
Statewide Cert. Dev.

Clifford Robinson DBA 
Scoop The Entertainment
2021 E. 52nd St., Ste. 204
Indianapolis, IN 46205
$30,000. The Huntington 
National Bank

Crossroads Lighting
2525 N. Shadeland Ave.
Indianapolis, IN 46219
$737,000. Wells Fargo 
Bank National Association 

Curbside Compostable, 
LLC,10830 Lafayette Road
Indianapolis, IN 46278
$15,000. The Huntington 
National Bank

Depew Truck Lines, LLC
11220 Whistler Dr.
Indianapolis, IN 46229
$45,300. $25,000
The Huntington National 
Bank

Indira Hatcher DBA 
Physiques Hair Gallery
9918 Hard Key Circle
Indianapolis, IN 46236
$24,000. The Huntington 
National Bank

Indy West Embroidery 
and Silk Screening, LLC 
1413 E. Riverside Road
Indianapolis, IN 46202
$16,400. The Huntington 
National Bank

Margaret Osborn dba 
WhiteHot Marketing
6415 N. Parker Ave.
Indianapolis, IN 46220
$15,000. $15,000
The Huntington National 
Bank

The McGee Agency, LLC
5345 Winthrop Ave.,  
Ste. A3, Indianapolis, IN 
46220. $5,000
The Huntington National 
Bank

RE:develop - Linden 
Avenue, LLC, 5151 N. 
Shadeland Ave.
Indianapolis, IN 46226
$300,200. Mainsource 
Bank

Round Town Brewery
924 N. Pennsylvania St.
Indianapolis, IN 46204
$146,000. Indiana 
Statewide Cert. Dev.

The Sweet Life, LLC
5550 N. Illinois St.
Indianapolis, IN 46208
$340,000. $25,000
Keybank Nat’l Association

The Ventresca Building 
Company, Inc.
1024 Wallace Ave.
Indianapolis, IN 46201
$35,000. $14,600
The Huntington Nat’l Bank

WebStream Productions, 
Inc., 5200 E. 64th St., 
Ste. 100, Indianapolis, IN 
46220. $150,000
First Merchants Bank 
National Association

Morgan County

RLG Logistics, Inc.
5200 E. Centenary Road
Mooresville, IN 46158
$45,000. The Huntington 
National Bank

Shelby County

Shelbyville Paint and 
Wallpaper Corp. 
235 E. Broadway
Shelbyville, IN 46176
$272,000.$150,000
Mainsource Bank




