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The Barlow 
represents exciting 
time for Plainfield

The Plainfield Chamber of
Commerce’s annual “Develop-

ers meeting” was held on Sept. 
16. Years ago, the meeting’s agen-
da would include many develop-
ers – this year’s edition includ-
ed one developer, Shelby Bowen, 
president of Rebar Development, 
Fishers. But his presence was 
significant.

Bowen told those in atten-
dance that construction of The 
Barlow officially got underway on 
the same day.  What is significant 
is that The Barlow - named after 
James Milton Barlow, a civil war 
soldier and notable business man 
who lived near the property - rep-
resents the first development to 
get underway that aligns with the 
town’s downtown  redevelopment 
plan. It is being built at the corner 
of US 40 and Avon Avenue.

Scheduled to open November 
2020, The Barlow will be com-
posed of 116 high-end apartments 
and 14 workforce housing units, 
with an additional 3,039 sq. ft. of 
commercial space. Bowen said it 
would be a “fantastic place for our 
residents to live.” It’s also going to 
be a fantastic place, period, for all 
of Plainfield.

The beginning of the construc-
tion of The Barlow is a stark re-
minder of all of the work that has 
gone into reshaping Downtown 
Plainfield. Congratulations to 
Plainfield town officials and those 
developers who are betting on its 
success. We know there is more to 
come. It’s a very exciting time for 
the Town of Plainfield.

“Sweat equity is the most 
valuable equity there is. Know 

your business and industry 
better than anyone else in the 

world. Love what you do or 
don’t do it.”

– Mark Cuban

OUR VIEW
QUOTE OF THE MONTH CARTOON

OPINION

By Gus Pearcy

Gen Z digital résumés are all the rage-oo-
may. These colorful résumés look like apps. 
They’re filled with photos, info boxes and 
weird language that hopefully make the au-
thor seem interesting enough they get a call 
for an interview.

Being hip myself, I developed a digital résu-
mé and want to run a few things by you.

First, it’s a fuschia background with me out-
lined in chartreuse in a lunging yoga pose. I’m 
wearing tennis clothes. It’s all very a la mode.

Atop the doc is my fashionable name: Boyd. 
The font is sans serif and futuristic looking. 
Last names are last year, so I pass on includ-
ing it. I considered a rhyming name, but all I 
could come up with was Boyd Opioid. Since 
methamphetamines are the drug of choice, I 
skip the moniker. 

My executive summary is brief and to the 
point: Anti-perspirant tiger looking for a hap-
pening jungle to write fresh. I’m really digging it.

Hobbies are a in a denim, gold-stitched box 
to the left, under my name. It says I’m into 
rockabilly music, visits to the orthodontist 
and drone photography in caves. Under that 
is my portrait flashing invisible braces. (That 
was hard, by the way.)

Achievements is the next heading. Here is 
where I include photos of me writing, creating 
graphics and editing a video. I have to caption 
each photo otherwise it just looks like three 
photos of me on the computer.

Here’s Boyd by the Numbers:
5.6 million — Followers on Tweetster com-

bined with Kim Kardashian’s 5.599 million.
3 — Number of schools I attended before 

graduating.
2 — Kids to help me deliver your fliers.
1 — Part-time job to help make ends meet.
The 60-pound fiber paper I use to print the 

résumé is drenched in my sweat to demon-
strate the extra mile I’ll go for your company. 

Oh, and the fiber for the paper is actually my 
hair. I believe you can even perform a drug 
test on my résumé.

A watermark in my résumé bars people 
from copying my success. It’s a peek at my sal-
ary expectations. It’s a game I play with the 
recruiters. “No, really. It’s there,” I tell them 
when they ask how much I expect to make.

At first, I used emojis of sushi, a caucasian 
college graduate in a mortar board and the 
movie projector to indicate my hobbies. Then 
I thought better of it and removed them all. I 
didn’t want to look silly.

Humor: Revealing résumé says it all

Gus Pearcy is a contributing columnist to 
the Hendricks County Business Leader. He 
may be reached at (317) 403-6485 or gus@
icontimes.com
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By Jeff Binkley

The dangers of confirmation bias.
Think about this question:  When you 

make a decision, or when you think or 
believe something, how often are you 
right?  Check that.  The question really 
should be how often do you convince 
yourself that you are right?   You may ac-
tually be right, or you may be a victim of 
your own confirmation bias.

Confirmation bias is our inherent pre-
disposition to seek out information that 
supports what we already believe to be 
true and discount or even willfully ig-
nore information 
that contradicts 
our belief. 

I don’t like to get 
political in these 
pages but a too-
good-to-pass-up 
example of poten-
tial confirmation 
bias can be found 
in the statement:   
President Trump 
is a lousy Presi-
dent.    That state-
ment, true, false or 
somewhere in be-
tween is ripe for you Dear Reader to in-
cite your own confirmation bias. 

In truth, your confirmation bias may 
not only wake up and say “Hi,” but to 
scream out loud.  Don’t believe me, next 
time you’re in a group, not necessarily 
of friends, throw that statement into the 
conversation and watch the sparks fly.

 Those who tend to believe the state-
ment will point to much evidence of his 
boorish behavior, his tantrums, his ego, 
his seemingly impulsive decision making 
with significant consequence.  Those who 
disagree with the statement will point to 
much evidence that he’s been a very ef-
fective and successful leader including 
the economy, record low unemployment 
and the US’s return to prominence in 
standing in the world community. 

Don’t believe me?  Try it, but be pre-
pared for the fireworks.  

What’s this have to do with my month-
ly intent to provide you with some mea-
sure of investment education?  I have 
been asking investor’s questions for over 
26 years now.  The very best questions, 
the most beneficial questions I ask are 

the ones that challenge an investor’s ex-
isting confirmation bias.  Your confirma-
tion bias if not acknowledged and ac-
counted for can significantly impact your 
portfolio performance. 

How?  As investors we tend to ask 
questions in which a positive response 
confirms our already held beliefs. This is 
problematic because we also tend to ask 
these questions in a way that can only be 
answered with supporting positive data 
rather than comprehensive information.   
As an example consider this question:  

McDonald’s now 
makes it’s Quar-
ter Pounders with 
fresh beef.  How 
many more Quar-
ter Pounders will 
be sold this year 
and how positive 
will that be to Mc-
Donald’s bottom 
line?  Both assume 
positive results 
from fresh beef 
quarter pounders. 

This shows a 
positive confir-

mation bias if you own or are consider-
ing MCD as an investment.  Some other 
questions to balance confirmation bias 
would be: How much additional cost will 
McDonald’s restaurants have to incur to 
safely handle non-frozen beef and how 
will that impact their bottom line?  And 
what about the potential liabilities in bac-
terial infection if those non-frozen patties 
are mishandled?  What about spoilage? 

A superior decision-making process 
in choosing investments includes good 
supporting evidence, but seeking and 
acknowledging evidence that conflicts 
with your investment viewpoint isn’t a 
bad thing either. Be it investment deci-
sion making or life decision making don’t 
get caught in the very comfortable trap 
of See, I told myself so.

MONEY MATTERS

See, I told myself so!

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.
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Have you considered these cost saving alternatives?
Level Funded Health Plans • Limited Benefit Health Plans

ICHRA (Individual Coverage Reimbursement)
GAP Plans • Multiple Employer Welfare Arrangements 

Contact us today to discuss 
your renewal strategy
Cheryl Hindsley, President

chindsley@jfhallandassociates.com
Toll Free: 888.489.6807 

jfhassociates.com
554 Pit Rd., #200 

Brownsburg, IN 46112

ASK US ABOUT:
•  Health Plans
•   Wellness Initiatives
•   Medical, Dental and 

Vision Insurance
•   Disability Insurance
•   Health Savings Accounts
•   COBRA Administration 

and much more!
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IS IT TIME 
FOR YOUR 
ANNUAL 

EMPLOYEE 
BENEFIT 
REVIEW?

LET US BOOK YOUR 2019 
EVENT OR WEDDING!

DANVILLE | 1900 East Main St.  
317-718-6153 

www.4HComplex.org

The 33,000 sq. ft. Hendricks County 4-H 
Fairgrounds and Conference Complex is 

designed to meet any of your social meeting 
needs:  banquets, meetings, seminars or 

wedding events - we can do it all! Our friendly 
and knowledgable staff are ready to make your 

event worry-free and memorable! 

$50 OFF
Rental of $150  

or more
Must present coupon at time  
of order.  Expires 12-31-19.

Confirmation bias is our 
inherent predisposition to 
seek out information that 
supports what we already 

believe to be true and 
discount or even willfully 
ignore information that 
contradicts our belief.
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By Karl Zimmer

Leaders make decisions that affect the people and or-
ganizations they lead as well as many others outside of 
their organizations. What do you need in order to make 
the best decisions for all? How can you assure that you are 
making great decisions?

Great leaders who make the best decisions for all con-
cerned, are those who solicit input from diverse corners 
of their organization as well as from those outside their 
organizations who may offer more objective viewpoints. 
Ultimately, the leader must make the decisions that best 
move the organization forward, toward the vision and in 
line with the mission and purpose. By the nature of the 
position, a leader is seldom able to clearly understand all 
aspects affected by all decisions, which makes it vitally im-
portant to gather as much reliable information and honest 
input from a variety of constituents.

Disagreement should be welcomed, and candid, respect-
ful discussion that follows will allow the leader to make the 
best decision under the circumstances. Once the discussion 
is over and the leader makes the decision, it is up to all oth-

ers to respect and support that decision. Any disagreement 
must be kept in the meeting room and must not be voiced 
outside, because that will only cause uncertainty within the 
company and allow for power struggles and politicking, 
which never bodes well for organizations of any kind. I per-
sonally think that organizational politics, though natural to 
some degree, must be nipped in the bud and treated with 
zero tolerance.

A business is not a democracy or even a republic. Even 
though the best decisions are made by gathering input 
from many, the decisions made by the leaders of those 
businesses are seldom made by taking a vote. Decisions 
are best made by those who have the knowledge, author-
ity, and responsibility to affect them. Decisions, therefore, 
are best made at the level closest to those affected. Anoth-
er way to put that, but in a traditionally hierarchical term, 
might be, “…at the lowest level.” If those closest to the ac-
tion are given the authority and responsibility to make de-
cisions about which they know best, why require approval 
from layers of managers who are too far removed? 

Hire good people, train them, provide the tools and in-
formation they need to do their jobs, give them the au-
thority and responsibility to accomplish that work, give 
them appropriate autonomy, and be readily available 
to them when needed. People don’t care how much you 
know until they know how much you care. Great work will 
get done by those who feel valued.

This column is dedicated to sharing experiences, re-
search, and ideas about great leaders, for great leaders. 
Please send your comments, questions, and suggestions.

BIZ LEADERSHIP

What do you need to make the best decisions?

Karl is the author of, “The Boy Who Grew Up to RULE® 
the World…,” a speaker, Board Certified Hypnotist, and 
successful CEO. Karl can be contacted at karl@z-success.
com. RULE® is a Registered Mark of Karl R. Zimmer III

Working hard
for your 

Business!

317.754.2896
Kspencer-ellis@homebanksb.com
www.homebanksb.com

With over 20 years of experience in 
commercial banking, Kathy Spencer-Ellis 
is committed to helping your business 
move to the next level.  
Offering a solutions-oriented approach 
and unmatched personal service, she 
will bring professional solutions that 
work for you and your business. 

 Stop by or call Kathy today! Visit our new 
Plainfield 
location at 

990 W. Main St.
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Brad Whicker’s Plainfield company 
builds Home-A-Rama ranch

Living  
by design
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WHICKER  continued on page 7

By Stephanie Dolan

There are many differ-
ent ways to express 
yourself. Some of 
them are very small 
– a poem… a love 
song… even a paint-
ing. There is art ev-

erywhere, and we all have some way in 
which we can let that art breathe. 

But some outlets are more pro-
nounced… more out in the world and 
standing like monuments to the people 
with the ideas and the inspiration to 
create something lasting and habitable. 

Whicker Construction has to date 
created countless custom homes that 
have harnessed both the ideas of the 
homeowners and the inspiration of the 
builder, Brad Whicker. 

Whicker, 50, is a life-long Plainfield 
resident. He is married to Renea, and 
they have four children. 

“I started this company almost 30 
years ago because – at the time – I had 
nothing to lose,” Whicker said. 

Whicker grew up in a small self-em-
ployed family, and had an entrepre-
neurial spirit in his blood. 

“I was going to college and working 
or another small construction company 
and ultimately began doing some sub-
contracting work for him,” he said. 

Whicker began taking on more and 
more work until he decided to just start 
his own company. 

“I figured out how to make a few 
bucks at it, and then figured out that 
I loved it,” he said. “There was always 
opportunity. We started with small re-
model and repair type work. It was a 
slow evolution. I learned by the school 
of hard knocks – watching and inten-
tionally trying to be around the home 
building business. There was definitely 
a learning curve as it all took place.”

Whicker said that his business is a 
design/build firm.

“We’re involved in the design, and 
in the build,” he said. “I always want 
to have an active hand in that process 
as we establish that relationship with 
clients.”

That active hand has brought him to 
a new opportunity – to be one of five 
show homes in Home-A-Rama put on 
by the Builder’s Association of Greater 
Indianapolis (BAGI).

“Our mission as an industry repre-
sented group is promote, educate and 
network on behalf of the members of 
the construction industry,” BAGI CEO 



Visit our web site at Bassettservices.com
to see what 7,000 customers like you say about our service!

BEST REBATES OF THE YEAR
We can exchange your current model with a new American 

Standard Heating & Air Conditioning High Efficiency 
system. Now is the best time to exchange your out-of-date 
model for a new, super high efficiency system, and do it all 

with 36 months* financing. 
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Steve Lains said. “We promote profes-
sionalism within industry members 
and builders’ standards for new home 
consumers.”

Lains said that Whicker has been a 
long-standing member of the associa-
tion, and that – like many of his peers 
– utilized Home-A-Rama to expand his 
market visibility and presence.

“Brad has historically been a Hen-
dricks County market builder,” Lains 
continued. “He’s wanting to contin-
ue what he does in Hendricks Coun-
ty and around the whole metropolitan 
area. Home-A-Rama brings upwards 
of 10,000 people from central Indiana 
to see these homes. We’re not aware of 
a way that a builder can generate that 
kind of interest in any other way. Brad 
has seen the benefits of that and has 
chosen to participate this year.”

“It’s a great opportunity for us,” 
Whicker said. “I told Steve Lains of 
BAGI that I would be willing to partici-
pate based on destination.”

This year’s show destination was the 
Pemberton neighborhood in Zionsville. 

“We are just excited about the op-
portunity to come into Zionsville and 
show off a new community where peo-
ple might not know where it is on the 
map,” Kristen Krempp of BAGI said. 
“With this show, all five builders have 
built unique homes. We think there’s 
something for everyone to see. Every-
one’s tastes will be satisfied through the 
variety in the show.”

And what was Whicker’s show home 
like? 

“I often start referring to it as the ul-
timate ranch,” he said. “It’s single floor 
with a finished basement. It’s ideal for a 

45 to 55-year-old couple… maybe with 
kids in college. There are two bedrooms 
on the main level and two rooms in the 
basement that could be used as bed-
rooms. It’s a very luxurious open ranch 
plan.”

“Brad’s design does a great job of 
bringing in modern up to date touches 
with traditional element that keeps it 
really marketable to most people,” Lains 
said. “It has a nice modern updated look 
to it. It’s not your grandma and grand-
pa’s ranch home for sure.”

Whicker said that, during the de-
sign process, he enjoys a seat at the ta-
ble with seasoned architects as well as 
other designers as they put pencil to pa-
per and begin creating a working set of 
plans. 

“I have a creative mind and help 
bring the clients’ dreams to life,” he said. 
“Being able to build and create some-
thing from a two-dimensional drawing 
to a living finished structure is very re-
warding as is being able to communi-
cate with the client and be able to de-
liver that product to them.”

“Brad is excited about his show home 
in that it is the only ranch home in the 
show,” Krempp said. “He is approaching 
the show with that idea of empty nest-
er buyers really trying to target a single 
level house and he has done it magnif-
icently. I’ve just walked through it last 
week and was blown away by what he 
was able to do.”

“We pride ourselves on establishing 
very personal relationships with our cli-
ents and maintaining that throughout 
the process,” Whicker said. “We love 
what we do and we strive to deliver a 
very personal experience and a very 
high level quality product.”

For more information on Whick-
er Construction, visit their website at 
whickerconstruction.com.

WHICKER continued from page 6

ON THE RECORD WITH BRAD WHICKER
What do you do to unwind?

My ultimate thrill is downhill snow 

skiing. I like to go two or three 

times a year. 

If you had to choose a theme song 

for your life, what would it be?

“I’m not afraid” by Eminem

What is your favorite book?

Making of an American Capitalist 

by Warren Buffet

Who or what inspires you?

My drive used to come from my 

father, who’s no longer with us, 

and my wife and my kids to find 

out what I’m capable of and can 

accomplish.

What is your favorite movie?

“The Family Man”



Hendricks County Business Leader8   October 2019 • hcbusinessleader.com

Why all the Wi-Fi?

TRENDS IN TECH

By Chet Cromer

Tap the Wi-Fi button on your phone or 
the icon on your computer. What do you 
see? Unless you live in a rather rural area, 
you’re likely to see a slew of available wire-
less hotspots. Some you know, others you 
don’t. Some are tied to familiar locations 
you frequent and automatically connect 
while others look oddly out-of-place.  I 
looked at my own options at the office, and 
there’s now over 20 of them!

Most of us give little thought to our Wi-
Fi strategy. If you own a franchise business, 
the system was probably dropped in place 
for you with little opportunity for input. If 
you put one in yourself, you might still be 
one of the many “NETGEAR58” networks 
scattered around town. You may have 
dropped in a fun password to put a smile 
on your customers’ faces, or perhaps you 
picked a complicated one so no one but 
you can ever join the network.

Does it really matter? How much fore-

thought and strategy do we really need to 
give to our wireless networks? Let me of-
fer three suggestions for you to consider. 

Your hotspot can help make  
a good first impression. 

When a customer drops into your of-
fice for an appointment, there’s a good 
chance they may need to wait a few min-
utes. Even though cellular network con-
nections are getting faster and stronger, 
customers still welcome a “Join our free 
Wi-Fi” placard when they have a few min-
utes to catch up on their Netflix. Creating 
a hotspot with a clear identity and a simple 
joining process can leave a smile on your 
customer’s face before you even say hello. 

Isolate your guests – for their  
protection and yours. 

Many wireless hotspots now offer built-

in “guest” networks. This allows you to set 
up an internal network for business sys-
tems and staff while visitors receive private 
and limited access. All they see is the In-
ternet. Guests can’t see other guests, their 
devices can’t access your internal resourc-
es, and their devices can even be “throt-
tled” so their YouTube binging doesn’t 
interfere with your staff’s productivity. 

Empower your team  
with a mesh network.

A mesh network is a combination of 
Wi-Fi hotspots that cooperatively act as a 
single wireless network. A device connect-
ed to one of these networks can “wander” 
throughout a facility without ever having 
to connect to another network. Whether 
your office is a vast sports arena, an open 
park, or an everyday office filled with metal 
walls and other interference, a mesh net-

work makes it simple for the team to get 
work done without wondering if they’re 
connected to the strongest signal.

Many businesses give more thought to 
the type of candy and magazines they have 
in the waiting room than the quality of the 
Wi-Fi experience they give their custom-
ers and team. I hope these ideas get you 
thinking about how the quality of Wi-Fi 
life you’re providing those who visit your 
business.

Chet Cromer is the president of 
C2IT Consulting, Inc., a Plainfield-
based technology business that 
provides websites, mobile apps, 
and IT consulting/support to 
businesses across central Indiana. 
He can be reached at chetcromer@
c2itconsulting.net or (317) 721-2248.

866.348.4674 | StateBankofLizton.comAVON | BROWNSBURG |  LEBANON | LIZTON | PITTSBORO | PLAINFIELD  | ZIONSVILLE

Transforming lives one family at a time.
Making a difference in the lives of the people in our community is an important part of our mission. 
And that’s why we’re proud to support Family Promise of Hendricks County. And when you do business 
with us, you are helping to support the organizations that strengthen our community – thank you! 
To find out more about what we can do for you, call, stop by, or visit www.StateBankofLizton.com.
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By Scott Flood

You have remarkably strong feelings 
about a current political issue, and as 
a business owner or manager, you see 
yourself as a thought leader. While you 
unquestionably have a right to make 
a public stand, maybe that’s not such a 
good idea.

I won’t dispute your freedom or your 
passion, but I’d definitely counsel you to 
stay out of the public battle. Now, I’m not 
saying you shouldn’t be politically active. 
I’m not suggesting that you stop support-
ing causes that matter to you or making 
sure your elected officials know where 
you stand. 

Unless your business is directly and 
actively involved in one of those contro-
versies, your company as an entity should 
remain apolitical. Using your business as 
a public megaphone for your personal 
political beliefs can backfire in ways you 
may not realize until it’s too late. 

Our society has become more politi-
cally divided than it’s been for quite some 
time. Rational, respectful discussions 
have largely been replaced with angry 
tweets and angrier talking heads. At the 
same time, the marketplace has become 
more diverse, probably more than you 
realize. On any issue, there’s likely broad 

disparity in thought and stance among 
your customer base. 

As long as you remain neutral, and the 
customers who disagree with your stance 
are unaware of it, there’s no reason for 
anyone to get worked up. But take a 
highly visible public position, and you’ll 
see customers vaporize because they 
don’t share your view and don’t want to 
support it.

Please don’t misunderstand. I’m not 
suggesting that you should defer to peo-
ple who become offended at the slight-
est thing. Nor am I suggesting that you 
shouldn’t stand up for what you believe. 
What I’m saying is that you should keep 
your personal political beliefs and your 
company’s public viewpoint separate. 

Unless sharing your view through your 
business has the potential to dramatical-
ly advance your cause, wisdom favors 
keeping that opinion to yourself. 

Scott Flood creates effective copy for 
companies and other organizations. 
You’ll find more articles at sfwriting.
com. ©2019 Scott Flood All rights 
reserved.

Finally, local VoIP and internet service for 
your Hendricks County business that’s 

user-friendly and priced right.

TELTECINC.COM    •    (317) 390-8585

Contact us for a FREE  
on-site overview.

“I’ve worked with Tel Tec for over 2 decades. 
Technology has really changed over the 
years, Jason and the Tel Tec team have 

been great to work with. They do it all, 
problem solving, set up, training and 

keeping our Dental practice relevant and 
productive over the years.”

- Indianapolis Endodontics PC

“We have been working with Tel Tec for 
almost 10 years, and they have always 
been easy to contact and available to 
answer all of our questions. They have 
made great suggestions regarding 
information technology, especially our 
phones. They have updated our equipment 
in the past, and we are currently working 
with them again regarding another update.”
- Rader & Rader CPA’s

Should your business  
get political?

THE PERSONAL TOUCH

Unless your business is directly and 
actively involved in one of those 
controversies, your company as 

an entity should remain apolitical. 
Using your business as a public 
megaphone for your personal 

political beliefs can backfire in ways 
you may not realize until it’s too late.
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As the Assistant Director of Facilities for the Avon Community School Corporation (ACSC), Mike stays 
on the go. With his active lifestyle, he assumed he was healthy. However, a workplace health screening 
revealed high blood pressure. Thanks to an innovative partnership between ACSC and Hendricks 
Regional Health At Work, Mike embarked on a journey to improve his health. He was supported every 
step of the way by a team of experts conveniently located at an on-site wellness clinic. Mike not only 
lowered his blood pressure, he lost 45 pounds and is no longer pre-diabetic. 

Hendricks At Work o� ers healthcare solutions designed to improve the well-being of your employees 
while curbing the rising cost of care. Interested in learning how a partnership with Hendricks can 
positively impact your bottom line while improving the health of your employees? Let’s get the 
conversation started today. Call (317) 718-8160 or visit HendricksAtWork.com. 

Healthier Employees. Healthier Business.
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RIBBON CUTTINGS

The Avon 
Chamber of 
Commerce and 
the Plainfield 
Chamber of 
Commerce held 
a ribbon-cutting 
ceremony on 
Sept. 18 for 
Country Heritage 
Winery, 6291 
Cambridge Way, 
Plainfield. 

The Greater 
Danville Chamber 
of Commerce 
held a ribbon-
cutting ceremony 
on Sept. 16 
for Affordable 
Hearing Store of 
Danville, 52 W. 
Main St., Suite E, 
Danville.

The Avon 
Chamber of 
Commerce held 
a ribbon-cutting 
ceremony on 
Sept. 12 for 
Harrold Beauty 
Academy, 10898 
E. US Hwy. 36, 
Avon.

The Avon 
Chamber of 
Commerce held 
a ribbon-cutting 
ceremony on 
Sept. 13 for 
Beauty Brands 
Salon, 9774 E. US 
Hwy. 36, Avon.

Mantooth Insurance has been serving the local   
community for 36 years and will continue to do so 
for decades to come.  We are honored for all those 
years we have had a partner like Erie Insurance to 
offer our clients. 

Superior products, superior service.  Don’t wait, call 
us today to see how we can help you.   

 

 
317-272-1010          www.mantoothinsurance.com 

Auto   Home   Life    Business  

7378 Business Center Dr., Suite 100
Avon, Indiana 46123

(317) 272-1010 
www.mantoothinsurance.com

Auto  
Home
Life 
Business

Thinking about 
insurance?

Hendricks County’s Insurance Agency
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Join us for a Hendricks County 

Business Leader’s Cover Party

November 14 • 4:30-6:30 pm
venue TBD

presented by

Save
 Date

the

Join us for the Hendricks County Business Leader’s November Cover Party. 
Enjoy wine and hors d’oeuvres and mix with colleagues and your peers from 
throughout Hendricks County during this fun and casual after-hours business 

affair as we honor the September, October and November 2019 covers.

Food

Fun

Networking

For more information, contact:  cathy@icontimes.com
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Susan Rozzi is the president of 
Rozzi and Associates, a leadership 
and organizational development 
company helping good leaders 
become great. Contact Susan at 
susan@rozziandassociates.com.

What do you say to yourself?

EMPOWERMENT

By Susan Rozzi

About once a year, I look up an arti-
cle from The Atlantic called “The Con-
fidence Gap.” This article explains the 
evidence which reveals that women are 
less self-assured than men. Women may 
have the same education and experience 
as men, yet doubt their performance, ask 
for less money in salary negotiations, and 
only seek jobs where they meet 100% of 
the qualifications. 

Here’s my favorite example … 
“In Cornell’s math Ph.D. program, 
[Cornell psychologist, David Dun-
ning] observed, there’s a particular 
course during which the going inevi-
tably gets tough. Dunning has noticed 
that male students typically recognize 
the hurdle for what it is, and respond 
to their lower grades by saying, ‘Wow, 
this is a tough class.’ That’s what’s 
known as external attribution, and 
in a situation like this, it’s usually 
a healthy sign of resilience. Women 
tend to respond differently. When 
the course gets hard, Dunning told 
us, their reaction is more likely to be 
‘You see, I knew I wasn’t good enough.’ 
That’s internal attribution, and it can 
be debilitating.”

Really? These women are in a Ph.D. 
math program at an Ivy League univer-
sity and are suggesting they aren’t good 
enough!

What is one to do about this lack of 
confidence? 

It starts with your inner dialogue. 
What are you saying to yourself? Using 
the example above, the women are tell-
ing themselves they aren’t good enough. 
Is that statement true? No!

Here is a quick exercise you can do. 
Ask yourself these three questions and 

record the answers: 
• When you do something well, what 

do you say to yourself?
• When you don’t do something well, 

what do you say to yourself?
• If it were your best friend in the 

same situations, would you say 
these same things to them?

How kindly are you speaking to your-
self? If you are speaking mostly nega-
tive words, how do you think your con-
fidence will be? I’m not suggesting you 
artificially pump yourself up, but rath-
er, be realistic about it. Speaking kindly 
to yourself means being realistic about 
what you are good at and not so good at 
and being good with it.

Practice speaking kindly to your-
self and you might be surprised at how 
your confidence rises. 

What is one to do about this lack of confidence?

                 317.843.3800 | THECENTERPRESENTS.ORG                         /CPAPRESENTS

 

 

Scan this code to
 purchase gift certi�cates

 

SEASON SPONSOR

presented by:

For more information, or  
to register as a vendor, visit 

4hcomplex.org

Date: November 9, 2019
Time: 9 am - 4 pm 
Location:  Hendricks County 4-H Fairgrounds,  

1900 E. Main Street, Danville
Price:  $3 per person  

children under 12 free 
Vendor Space is available

Holiday
Craft Show

2019
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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 or leadership training 
for your organization, email Kerry Tuttle at KTuttle@LeadershipHendricksCounty.org or visit our website at www.LeadershipHendricksCounty.org.

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.

Filling a need in the community
Most non-profit organizations have a mission that’s 

easy to explain. But when you ask people about the 
role of Leadership Hendricks County, the answers you’ll 
receive aren’t quite as clearly defined.

This year, LHC will graduate its 27th class of local lead-
ers, bringing the total number of graduates to nearly 
500. Why do companies and organizations invest in the 
program and in sending their managers and employees 
through its classes?

If you ask CEOs of local companies, they’ll tell you 
about the skills and knowledge that can’t be learned 
in a college classroom. Talk with executive directors of 
non-profits, and you’ll hear about the effectiveness and 
creativity of their staff and board members who have 
been through the program. 

Then there’s local government. You’ll find LHC grads 
on many of the county’s boards and in government of-
fices, and invariably, those are the bodies and agencies 
that are accomplishing the most for the citizens they 
serve.

Our county and its communities are growing rapidly. 
That growth and changes in society are creating un-

precedented challenges. Communities need to balance 
demands for services with calls for fiscal responsibility. 
Businesses have to become more agile to stay ahead of 
the marketplace. Organizations want to address under-
served issues and problems. The needs vary greatly, but 
the solution to every challenge is the same: skilled and 
trained leaders who can make the right decisions and 
provide guidance.

There’s a common misperception that leaders are 
extraordinary people, or they share some mysterious 
talent that can’t be found in others. Actually, leaders are 
everyday people who simply step forward to accom-
plish what needs to be done – whether that’s meeting 
a goal at work, helping a charity improve the quality 
of life for others, or making tough decisions about the 
future. 

Leadership Hendricks County takes people who 
are in (or destined for) leadership roles and broad-
ens their perspective. The program begins by help-
ing participants better understand themselves and 
those around them, so they become more effective 
at teamwork, communication, and leveraging other 
people’s strengths. It overcomes their perceptions of the 

community and challenges their attitudes. LHC provides 
behind-the-scenes glimpses into how things around 
us really work and builds awareness of the connections 
between all those sectors.

Ultimately, LHC sharpens the skills people already 
have and gives them the knowledge they need to do all 
of those things more effectively, so the entire commu-
nity benefits. 

Leaders in Hendricks County education, nonprofits, utilities, 
and private business discuss the challenges facing business 
and industry in the community.

Our Leadership Hendricks County class and Youth Leader-
ship Hendricks County class combine to learn about 
health and human needs and resources.

Members of the LHC class of 2017 get a closer look at 
the county’s judicial system at the Hendricks County 
Courthouse.

Leadership Hendricks County celebrates the leaders 
who make a difference in our community, including 
Dennis Dawes and LHC 1996 class member Tim 
Whicker.

Agriculture remains an important part of the county’s identity.  LHC devotes 
time to exploring the past, present, and future of farming in our community.
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BIZ HISTORY

Hendricks County Historical Museum is at 170 S. Washington St., Danville and open Friday and Saturday, 11 a.m. - 3 p.m. 
There is no admission fee to tour the museum but donations are gladly accepted. For more information, visit hendrickscountymuseum.org.

No suspense in how Pence brothers carry on caring tradition

By Deanna Hindsley

Don Pence is a name you might see on a license plate 
frame here in Hendricks County.  Or Morgan, or Shelby, 
or Hamilton, or even in Florida! 

Back in the 1950s in Shelby County this young man was 
a professional softball player who made the State Softball 
Hall of Fame. For just $50, he could be hired to play for 
a team.  He loved the game, but could hardly provide for 
a family on that, so he decided to become an electrician. 
Camp Atterbury was being built and he did much of the 
wiring. But he loved automobiles.

His good friend, Don Seibert, owned an Oldsmobile 
dealership in Shelbyville, and had heard that Danville’s 
dealership was for sale, so he asked Don Pence to go into 
business with him.

The two Don’s bought the dealership on the east side 
of Danville and Don Pence began his years-long fifty-six-
mile commute from Edinburg to Danville.

One might think of moving, but Don Pence didn’t want 
to move his six children from the family farm, where he 
also loved spring-time mushroom hunting.

Now, this might seem a strange transition in the story, 
but in May, as I sat in the office of Pence Automotive talk-
ing with Tom Pence, in walked his twin, Tim Pence, with 
a handful of morel mushrooms found on this business’ lot 
he was mowing. This made the mushroom connection 
seem right.

In 1969 Don added GMC trucks to their line and busi-
ness increased.

As youngsters, brothers Tom, Tim, and Joe worked for 

dad cleaning cars for twenty-five cents a car.  They were so 
enterprising, putting many cars through in an hour, dad 
changed their pay to “per hour.”

When they graduated from Ball State, the 1970s reces-
sion made it hard to find a job, and dad was glad they de-
cided to stay in the family business.

I didn’t ask who president or CEO was, but Tom offered, 
“We work in the DRM sense.  Who is in charge ‘Doesn’t 
Really Matter’. We both just do what needs to be done.”

In the 1980s business grew to forty-eight percent mar-
ket share, when the Olds 88 and then the Cutlass were so 
popular. 

I remember how my dad loved his red and white 
Oldsmobile 88 and this love carried on to me, as I had to 
have that great Calais in the early ‘90s.

Many GM employees lived west of Indianapolis, and 
Don Pence treated them well, selling as many cars as In-
dianapolis dealers.

In the 1990s new models, not as popular, reduced mar-
ket share.  Pence Auto maintained their business with car-
ing customer service and low overhead, having owned the 
building for some time.

Tom says, “People might have considered dad a gruff 
man, but he really was caring.”

He remembers, “One day a couple came through, trav-
eling from Ohio to Illinois for a family funeral. Their car 
had broken down.”

“After talking with them for a while, dad handed them 
the keys to a new car to complete their trip.”

Stunned, they said, “But we haven’t talked about how to 
pay for the repair yet.”

He responded, “We’ll talk about that when you come 
back through after the funeral.”

Pence Automotive mechanics repaired the car, the cou-
ple returned to pick it up and headed back to Ohio.

When GM was bankrupt in 2008, Pence dealership 
was eliminated.  Tom says he understands.  “It was just 
business.” 

Pence maintained the GMC dealership, do a lot of me-
chanical work and sell used cars.

Lots of families have returned: he has sold 50 – 60 cars 
to a single-family group over the years.

And the Pence brothers carry on that caring tradition.
Tom remembers learning that early, when he spent 

three whole days with a customer, who happily bought on 
the third day.

In another transaction, two men wanted the same truck, 
one bought his second choice, the other changed his mind, 
and Tom helped them trade.  

Customers satisfied, in this low-key, comfortably 
friendly office!

If you know of a Hendricks County business that is over 
50 years old or three generations that you would like to see 
here, contact Deanna Hindsley at dkhindsley@gmail.com.

Tom Pence, pictured, along with brothers Tim and Joe, continue their dad’s tradition of friendly service.

A 1966 Pence ad for the new 1966 Oldsmobile.



Hendricks County Business Leader hcbusinessleader.com  • October 2019  17

DON’T MISS! To register, contact Cathy Myers
cathy@icontimes.com or call/text (317) 918-0334

Save the Date!
December 3rd, 2019

Luncheon time: 11:30 am
Cost: $15.00

The Pavilion Center
Washington Township Park  
435 Whipple Lane, Avon, IN

A portion of the proceeds to benefit Leadership Hendricks County

2019 Hendricks County Business Leader’s
Women’s Luncheon

Keep Your 
Customers:  

The Heart  
and Smart of 
Long-Term 

Loyalty.
Ali Cudby wrote 

the book on customer 
retention – literally. 
A bestselling author, 

Ali brings her engaging approach to business advisory, 
workshops and speaking to companies around the globe.

Ali honed her approach to customer retention at her 
company, Fab Foundations, where she created the world’s 
leading training and certification program for the art and 
science of bra fitting. 

Before becoming an entrepreneur, Ali worked at The New 
York Times Company, Golf Digest Magazine Group and 
Animal Planet TV Network. She received her MBA from 
The Wharton School.

These days, Ali teaches Entrepreneurship at Purdue 
University and works with clients worldwide to incorporate 
her innovative customer retention strategies through her 
company, Your Iconic Brand.

KEMPER
 CPA GROUPLLP

Certified Public Accountants and Consultants

Presented by

Our December Speaker: Ali Cudby
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Planner of Note

Avon Chamber New Members
GREENCYCLE MCCARTY
494 S. County Rd. 200 E.
Danville, IN 46122
(317) 745-2000

COX CREEK AT REAGAN CROSSING
10435 E. Co. Rd. 100 N.
Indianapolis, IN 47234
317-271-1280

Brownsburg Chamber New Members
EDWARD JONES / SAMUEL LOWE
25 N. Green St.
Brownsburg, IN 46112
(317) 286-3531

AMERICAN SHAMAN CBD
729 North Green St., Ste. C

Brownsburg, IN 46112
(217) 304-4543

Danville Chamber New Members
TRACTOR SUPPLY
16 Ridge Ave.
Danville, IN 46122
(260) 849-2408

AFFORDABLE HEARING STORE OF DANVILLE
52 W. Main St., Ste. E
Danville, IN 46122
(317) 742-0212

PHOENIX PEST CONTROL
298 E. Columbia St.
Danville, IN 46122
(317) 563-3273

Newly Incorporated Businesses
Complied by Chris Cornwall
New Business Filings 
(8/20/2019-9/20/2019)
Source: Hendricks County Recorder

GRANTEE: Line Shack Liquors
DESCRIPTION: retail liquor sales 
GRANTOR: Mark A. Lewis
GRANTEE: Stacy M. Lewis 
DATE: 8/29/2019

GRANTEE: Sam & Dee’s Diner
DESCRIPTION: restaurant 
GRANTOR: Samuel Hardman 
DATE: 9/3/2019

GRANTEE: Dwelling in Truth
DESCRIPTION: craft sales 
GRANTOR: Angela Evans 
DATE: 9/3/2019

GRANTEE: Liberty James
DESCRIPTION: clothing retail 
GRANTOR: Acacia Carney
GRANTOR: Shawn Carney 
DATE: 9/6/2019

GRANTEE: Appliances Doctor
DESCRIPTION: appliance repair 
GRANTOR: Tequila Wolfing 
DATE: 9/6/2019

GRANTEE: McPherson Real Estate
DESCRIPTION: real estate 
GRANTOR: Caroline K. McPherson 
DATE: 9/9/2019

GRANTEE: Queen’s Lounge
DESCRIPTION: beauty/cosmetic care 
GRANTOR: Rebekah Taylor 
DATE: 9/11/2019

GRANTEE: MCM Enterprises LLC
GRANTEE: Ella’s Pancake House
DESCRIPTION: N/A 
GRANTOR: Crisoforo Mariscal 
DATE: 9/12/2019

GRANTEE: Kristi Cleans
DESCRIPTION: Cleaning Service
GRANTOR: Kristi Ann McCowan
DATE: 9/17/2019

9 - Danville Chamber of Commerce (members’ meeting): Wednesday, Oct. 9, 11:00 a.m. 
at HC 4-H Fairgrounds, 1900 E. Main St. Danville. For more information, call (317)745-0670 

15 - Plainfield Chamber of Commerce (members’ meeting): Tuesday, Oct. 15, 11:30 
a.m. at Plainfield Rec and Aquatic Center, 651 Vestal Rd., Plainfield.  For more information, call 
(317) 839-3800

16 - Brownsburg Chamber of Commerce (members’ meeting): Wednesday, Oct. 16, 
11:00 a.m. at the Brownsburg Fire Territory, 470 E. Northfield Dr. Brownsburg. For more 
information call (317) 852-7885

22 - Avon Chamber of Commerce (members’ meeting): Tuesday, Oct. 22, 11:00 a.m. at 
Avon American Legion, 4812 E. Main St., Old US 36 Avon.  For more information, call (317) 
272-4333



COMMERCIAL & RESIDENTIAL PAINTING

317.447.5227
WWW.FLORABROTHERSPAINTING.COM


