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The 3rd Annual B&O Express 5/10K Run & Walk and Free Health Depot

Register online by September 5 at iuhealth.org/west

Whatever your reason, you’ll be 
racing for a healthier community.
Enter the event expressly made for health and fun—The 3rd Annual B&O Express 5/10K Run & Walk 
and Free Health Depot.
Ask our nationally recognized Indiana University Health orthopedics and sports medicine specialists and they’ll tell you an active lifestyle is 
the key to a healthy mind and body. That’s why we’re hosting the 3rd Annual B&O Express. With revamped courses and fun post-race activities 
including live music, refreshments and the Health Depot, the B&O Express is better than ever. And with the proceeds supporting the continued 
development of the B&O Trail, you’ll feel good in more ways than one.

2011 U.S.News & World Report rankings

IU Health West Hospital Campus
in Avon, IN
Saturday, September 10  7 am – 11 am
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Lori S. Howe
Plainfield, In 46168

Office: (317)745.7341
Email: Lori@LSHowe.com | www.LSHowe.com

• Health Savings Accounts
• Short Term Medical Coverage  

• COBRA Consultations

Specializing in Group Employee Benefits  
in Hendricks County for of 20 years.

by Nekludov

by Nekludov

Rick Myers
Founder and Publisher

Your Community. Your Bank. Since 1908.

Brownsburg Sq.
11 Northfield Dr.
852-6518 

Avon
963 N. SR 267
272-7055

Brownsburg
1 E. Main St.
852-2268

Danville
200 East & U.S. 36
745-0501

Plainfield
1649 E. Main St.
839-2336

HendricksCountyBank.com

HOURS: 
M-Th 9 am-5 pm,  
Drive-up 8:30 am-5 pm
  
Fri 9 am-6 pm,  
Drive-up 8:30 am-6 pm  

Sat 9 am-12 noon,  
Drive-up 8:30 am-12 noon  

Member FDIC

Joe Dunbar, Vice President 
at our Brownsburg 
Square Banking Center, 

would like to meet you.

By getting to know you on 
a personal level, Joe will be 
able to provide your best 
personalized financial options.

Opening a first-time checking 
account. Needing cash 
for college or the vacation 
you’ve been craving. Starting 
a business, expanding a 
business or seeking to establish 
a commercial line of credit – 
get to know Joe personally.

And because decisions 
are made locally, answers 
are given promptly.

For over 100 years Hendricks 
County Bank has been 
committed to growth in your 
community by continuing to 
provide old-fashioned customer 
service without sacrificing 
the benefits of the latest 
technology or innovations.

Customers have come to trust us 
knowing their money is going to 
be secure no matter what today’s 
economic situation may be

Safe and Secure since 1908.

Drop in and  
get to know  
Joe personally.

FRoM the PublisheRFrom the Publisher

I recently read on Above & Beyond Animal 
Care’s sign on U.S. 36 this: Face-to-Face, not 
Facebook.  Obviously, the 
folks there in Avon are not 
as enamored with Facebook 
as some businesses that have 
invested in vinyl Fs to place on 
their storefront.

In a recent Wall Street Journal 
piece written by Jonah Lerer, 
he says, “Social networks can’t 
replace socializing – Google+ 
has made a splash, but we may 
be reaching the limits of online 
sharing.” The column centers on 
the need to have more face-to-
face contact with each other. 

Lerer writes: “There is simply 
too much value in face-to-face 
contact, in all the body language 
and implicit information that doesn’t translate 
to the Internet … Perhaps that’s why Google+ 
traffic is already declining and the number of 
American Facebook users has contracted in 
recent months.” 

Are we tiring of this sexy thing called social 
media? I don’t think so, but it does take work 
to keep up with it. As much as I may love a 
particular product or retail business, I simply 
don’t have time to follow either on Twitter or 

A gentleman and his sense of direction

Thanks, James for the  
great customer service

Here is our monthly lesson from How to 
be a Gentleman – A Timely Guide to Timeless 
Manners by John Bridges. This excerpt centers 
on geographical deficiencies (Ok, ladies, don’t 

I can remember when we would ask someone 
what distinguished them from other businesses; 
the first thing they would always say was “great 
customer service” – it got to be a bit of a cliché 
after a while. Well, I experienced great customer 
service recently at the AT&T store, 7740 E. 
U.S. Hwy. 36, Avon. I want to give Joe Reuter, 
one of AT&T’s employees a pat on the back. 
James had seen me in one week more than he 
probably cared to. But with every meeting, he 

laugh). Bridges writes simply: “If a gentleman is 
lost, he admits it. He readily asks for directions.”

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

seemed more and more determined to rectify 
my phone’s problem. So much in fact, he came 
from his lunch hour one day to help me. I told 
him to please eat, but he insisted on helping me. 
His patience with me was – from a customer 
relations standpoint – textbook. He sincerely 
wanted to fix my phone. Guess what? I have 
a better feeling about AT&T now because of 
James.     

Facebook – if you want to market to me, I am 
a traditionalist: newsprint, radio, TV.  Finally, if 

the number of Facebook users 
has contracted, my guess is that it 
has to do with content more than 
anything. Content really does 
matter; a very difficult concept 
to instill in many small business 
owners’ minds who look at social 
media as an inexpensive way to 
market their products/services. 
I don’t have time to read a post 
on Facebook informing me of 
someone’s choice for dinner or 
that it is a beautiful day outside.

If you want to learn more 
about using social media and 
traditional media together, I 
suggest you read The Personal 
Touch by Scott Flood, titled 

Don’t toss your trusted tools (page 7). I value 
Scott’s opinion in this area, as he is a seasoned 
marketer, having cut his teeth early in his career 
in the ad agency business in Chicago. 

 The truth of the matter is way too many 
businesses are relying solely on social media 
and my thesis as well as Scott’s is that that 
may ultimately be detrimental to growing your 
business.

Convergence is the keyword  
for media marketing
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Gus Pearcy
Columnist

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 timely, focused (not more than 200 
words) and verifiable. Please make sure to provide 
your complete name and daytime and evening 
telephone contact numbers. All letters are subject 
to editing for brevity, clarity and grammar. Please 
direct correspondence to info@businessleader.bz.

Quote oF the Month
If the only tool you have is a 
hammer, you tend to see every 

problem as a nail.
- Abraham Maslow, professor of psychology at Brandeis 

University who founded humanistic psychology and 
created Maslow’s hierarchy of needs.

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

How to speak like a CEO in 10 easy lessons
Have you ever wanted to sound intelligent? Did you know that 

sounding intelligent is the way to riches? You can become a CEO 
if you learn to speak like one. 

Lesson #1: With apologies to President 
Bush…

It’s noo-clee-ar; nuke-you-lar. You may need to 
be hired by a Democrat one day. You’re right; it 
shouldn’t matter. If you can pass a quarter through 
your earlobe, say it however you want.

Lesson #2: Use your words correctly.
Don’t say, “I think our profit margin went 

through the roof… literally!” unless there are 
$100 bills rising up and through the ceiling. 
Literally means that it really happened. Don’t say 
figuratively either; because that’s implied. They are 
words you don’t need.

Lesson #3: A tip from WWE wrestling.
The letter placed between “U” and “V” is a 

Double-U, not a dubba-you. Methinks this 
happens because Duh-bull U is a difficult phrase 
to get out in kindergarten. So the teachers let it 
slide hoping that you’ll grow out of the lisp. However, by age 21 
you should be speaking correctly or getting help for the lisp.

Lesson #4: Nothing could be farther from the truth.
If you’re speaking of Truth, Ind., you may be correct (although, 

I’m guessing there are several points that are farther from the 
fictional Truth, Ind.). Unless you are speaking specifically about 
the miles or distance you should use the word further.

Lesson #5: Don’t say jerky things.
I had this boss that would walk into a room and say, “Well 

done!” He would pause for the drama and then popoff, “Well, 
nearly done!” Clever phrases that make people feel inferior to you 
are classless and beneath the magnanimous CEO I know you can 
become.

Lesson #6: That’s a very unique suggestion...
“Unique” is a singular word meaning there aren’t any degrees of 

unique. No matter how odd the product is, it is only unique, not 
really unique or very unique. It’s a very unique and ignorant way of 
using the word.

Lesson #7: I’m good.
This is quickly becoming a replacement for, 

“No, thank you.” It is not the same. I’m good is 
akin to, “Stop bothering me, gnat.” Civility is all 
but dead. A gracious CEO would be a welcome 
change of pace. Gather ye rosebuds and act 
grateful.

Lesson #8: Where a handshake will do.
Don’t say you “serviced” your customers. You 

mean “serve.” Use this phrase correctly and people 
will stop laughing behind your back.

Lesson #9: Grow your garden of leaders 
and pumpkins

Personally, I think it’s OK to “grow” profits. 
“Grow” indicates a measured and increasing 
rate due to certain gardening principals such as 
new revenue streams and weeding out liabilities. 
Growing leaders, on the other hand, is a bit of a 

stretch. However, I’m sure manure is involved.
Lesson #10: Hand me that drill!
Certain phrases are as overused as deodorant, they also smell a 

bit. Today, we must “drill down” to the data we need. We’ve totally 
given up digging and we’re leveraging all our cash on hand to buy 
a drill to find out what the hell is wrong with our company. Unless 
you’re a dentist, drill less.

Bonus: Cosmology vs. Cosmetology
One is the study of the cosmos, the other the study of applying 

cosmetics to everyone in the cosmos.

HC business has a 
friend in Rokita

During Todd Rokita’s Town Hall meeting at Danville 
on Aug. 15, the freshman congressman got an earfull 
– that was to be expected by the mostly friendly group 
assembled at the Hendricks County 4H Fairgrounds and 
Conference Complex.  

Businesses got an earfull from Rokita as well. The 
message: I’m pro business.

When someone asked him about creating jobs, he 
appropriately replied to the individual that politicians 
do not create jobs; that they only create policy to help 
entrepreneurs and established businesses create jobs. He 
couldn’t be more accurate.

He also fielded several questions that centered on free 
trade, keeping jobs in the United States, etc. He stood 
firm on his belief that companies should have the right 
to sell products that are manufactured out of the country. 
When someone talked about companies profiting more, 
Rokita replied, “A company’s main purpose is to profit.”  

He is also strictly opposed to giving businesses 
subsidies. 

At one point during the 2-hour meeting, he told the 
more than 300 in attendance that when it comes to 
business, “ You want government out of the way.”  We 
couldn’t agree more.

We are used to hearing politicians tell us what they 
think we want to hear. We got the sense, and this is a 
welcomed breath of fresh air, that Rokita was sincere in 
what he was telling us; much more than lip service. We 
can only hope that over time his stay in Congress doesn’t 
turn him into what he initially sought the office to fight.  

We encourage you to go to Rokita’s website at 
rokita.house.gov/redtape. At this site you may report 
regulations that you believe harm your business.

Hendricks County businesses have a friend in Todd 
Rokita and that is a good thing especially when friends 
seem to be hard to find these days in Washington, D.C.

Happy birthday, 
Business Leader

With this issue we celebrate our 6th anniversary. 
Seems like yesterday when we had our launch party 
at Chateau Thomas Winery where we debuted our 
first issue. Thanks again to our many loyal readers and 
advertisers.
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business that currently 
employs 50 people. 

NSI has several contracts 
for providing security 
throughout Central Indiana. 
They’ve been providing 
around-the-clock security for 
Abound Solar in Tipton, Ind. 
The company is one of eight 
approved providers for Lucas 
Oil Stadium and all their 
events and it provides security 
to the NHRA Nationals at 
Lucas Oil Raceway. 

 “We found clients that 
were either A: dissatisfied 
with security services for 
whatever reason or B: 
places that didn’t necessarily think they needed 
security but realized it’s very cost effective versus 
paying damages insurance on a construction 
site because all your copper wire and all of your 
HVAC units walked off and your tractors got 
spray painted,” Nolan says. “You can spend the 
money on the front end to put a guard there to 
watch those things.

“When the economy goes down; crime goes 
up,” Nolan added.

Security and providing guards is 95 percent 
of the business, Nolan says. He still does a bit 
of investigations work and rarely dispatches any 
bail bonds. He admits that his business profits 
are directly tied to volume, but works diligently 
to maintain a small company personal feel. He’s 
seen other companies get too big too fast.

“I won’t sacrifice quality for quantity,” he 
says. “We do a security survey for a potential 
client. We look at their control points, their 
weak points, and their access points. What kind 
of product are they trying to secure? We’re not 
going to put a guy with a gun to protect a field 
full of copper wire.”

NSI is capitalizing on its Avon headquarters 
offering nearly all security needs. He prides 
himself on creating custom security solutions. 
NSI is in negotiations with vendors to offer a 
wide range of security technology. Nolan wants 
to be the “last” security company his clients will 
ever need.

If there are any limits to NSI’s growth, it 
could be hiring quality guards. 

“We’ve had great success hiring prior 
military guys,” Nolan says. “Guys whose 
dad and granddad graduated high 
school went off and did six years in the 
Army, came home and got a job at GM. 
Those guys that six years ago graduated 
high school and went off and joined the 
Army, then came home, the jobs aren’t 
there with GM.”

Despite being a million dollar 
company, Jon Nolan was days away 
from losing it all because of a cash flow 

crunch last summer. A typical small business 
hazard, Nolan Security and Investigations was 
trying to make payroll during a 30-day billing 
cycle. NHRA Nationals were coming up and his 
top client was getting ready to add more security 
guards, a lot more. The problem was Nolan 
Security and Investigations was running short 
on cash to invest in these projects. They had the 
revenue coming, but not quick enough.

He was scrambling. Securing a loan through 
national bank had not been successful.  

“I have no assets to rollover,” Nolan, says. 
“Our commodity is manpower. We had all this 
growth happening all at once, how are we going 
to pay for it?”

The solution for Nolan was seeking advice 
through the Hendricks County Economic 
Development Partnership (HCEDP), which 
put him in touch with the Indiana Small 
Business Development Corporation (ISBDC). 
Subsequently, this led him to State Bank of 
Lizton who was able to offer him a line of credit 
at this critical turning point in the growth of his 
company.

It was a springboard for a custom security 
firm owned and operated by a former police 
officer who wanted something better.

As cliche as having $4,000 and a dream may 
sound, Nolan has built a company that will push 
$2 million in revenues for 2011. He wants to 
grow it to $10 million in revenues, and then he 
can hire a guard to take all that cash to his bank.

By Gus Pearcy

Out of work in 2006, Jon Nolan was trying to 
figure out what he wanted to do. He listed on a 
legal pad all his marketable skills. When he got 
to security he thought of all the agencies he’d 
worked for while he was an Avon police officer. 
They had one common trait: They were terrible; 
from professional demeanor to the quality of 
the uniforms. That was when Nolan had his 
entrepreneurial epiphany, “What if there was a 
better way?”

With a $4,000 inheritance and a dream, he 
opened Nolan Security and Investigations (NSI) 

 

The variety in Jon Nolan’s five favorite books speaks to the different interests and 
areas of importance in his life.

Lone Survivor by Marcus Luttrell

Without Remorse by Tom Clancy

Outliers by Malcolm Gladwell

The Bible

Seven Habits of Highly Effective People by Stephen R. Covey

and began offering services to the lawyers in the 
area. At first, he offered bail bonds, and then he 
became a licensed private investigator. His big 
break came with a small security contract for 
a medical waste management company called 
Stericycle. NSI placed one guard there for a 
Monday through Friday, 8-hour shift. Today, 
Nolan has 23 guards patrolling and assisting at 
the various Stericycle facilities in Indianapolis.

Another milestone in the business came when 
Jon could hire his lifetime friend, Brian Simkins 
in 2008. A friend since fifth grade, Simkins is his 
operations director. 

Now the pair are building a growing small 

HCBL 5.0938” x 6.5 “

Dan doesn’t slow down. So neither 
do we. Over the past eight years, 
we’ve made it our business to 
understand his business. The result 
is a partnership that helps him 
reach a whole new level of success. 

We’re ready to do the same for 
you, too. 

We get our work 
ethic from our 
customers.

Prestwick at the Crossing - Avon  |  Brownsburg  |  Dover  |  Jamestown  |  Lebanon  | Lizton

Pittsboro  |  Marketplace at Anson - Zionsville  

866.348.4675  | www.statebankoflizton.com

“State Bank of Lizton and I set goals, 
and when we accomplish them, we 
set more.”

Dan Keers of Keers Development, Inc.
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How Jon did it
What’s the best advice you ever received? Don’t spread 
yourself too thin as a leader. Know when it’s time to hire 
more help at a management level, otherwise you’ll just 
work yourself death, or into bankruptcy, or maybe both.

Best business decision you ever made: The best 
decision I have made is hiring Brian Simkins. 
(See the answer to the first question.)

Worst advise you ever received: Fake it, til you make it. 

In five years, I want... my kids to be healthy and happy.

My secret to success: Surround yourself 
with people whose strengths compliment your 
weaknesses, and demand quality over quantity.

Nolan Security and Investigations

Jon Nolan

 (317) 919-6474
E-mail: jnolan@nolansecurity.net

Web: www.nolansecurity.net

Jon nolan of avon turns the dream of nolan security and investigations into a multi-million dollar reality

Photo by G
ary M

artin

From left: Jordan Roseboom, Wayne Johnson, 
Jon Nolan, Brian Simkins, and Scott Gebhart
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ARE YOU READY TO EXCEL YOUR BUSINESS IN HENDRICKS COUNTY? 

Self-employment represents 36% of all Hendricks County businesses. Ninety-one percent of all Hendricks County 

companies have fewer than 10 employees, which accounts for 46% of the jobs. Companies with fewer than 100 

employees provide for an astounding 79% of our employment base? HCEDP Private Investors have provided 

hundreds of hours to assist small business in areas of expertise.
Source: www.youreconomy.org

Excel in Hendricks County is a public-private partnership between the Hendricks County Economic Development 

Partnership, Hendricks College Network, Indiana Small Business Development Center,  SCORE and all of Hendricks 

County’s Chambers of Commerce. View our Excel in Hendricks County series of videos at www.hcedp.org beginning 

Oct. 1. Now is your time to take advantage of our services, please call us at (317) 745-2400.

“Working with the Hendricks 
County Economic Development 
Partnership helped us start up. 
Hendricks County is a great 
place to work. The HCEDP has 
the ability to communicate 
with developers and municipal 
entities to secure the proper 
assets to help companies grow. 
The HCEDP is a huge asset to 
Biologics Modular.”
Clark H. Byrum, Jr./President/CEO/Biologics Modular

A Proud Partner of the HCEDP:

www.nolansecurity.net
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the scene, many bankers saw them 
as a way to reduce the number of 
tellers. But they discovered that 
customers appreciate multiple 
avenues of contact, and that very 
few customers limit themselves to 
just one.

Use lessons learned from 
“traditional” media to add power 
and effectiveness to newer media 
channels. 

For example, the folks who 
truly understand direct response 
have tested and verified every 
message and variable, and are 

remarkably accurate at projecting rates of return 
on projects. They know what kind of language 
turns prospects off, and which words stop them 
in their tracks. Their experience can help you 
improve your performance. While there’s a huge 

physical difference 
between a three-
paragraph email and 
a four-page direct 
mail letter, both have 

the same goal: connecting with the reader and 
motivating him or her to a specific action. 

“All-or-nothing” approaches rarely work. 
The most successful marketers employ multiple 
channels, tailoring messages and tactics to each 
channel. By weaving those channels together, 
they allow each contact to lead to others, and 
ensure that every touch point supports the 
message and overall objectives.

Don’t make the mistake of discarding 
strategies that performed years ago as obsolete 
or useless. Instead, consider them as familiar 
tools that have a place in your marketing efforts. 
There’s a big difference between making a one-
time splash and delivering successful long-term 
performance.

Scott Flood can be contacted at sflood@sfwriting.com or 
317-839-1739, and visit his blog at sfwriting.com/blog/. 

the PeRsonal touchThe Personal Touch

scott Flood
Columnist

Don’t toss your trusted tools
Whenever I’m at the home 

improvement store, I find an 
excuse to wander through the 
power tool section and dream of 
adding the latest gizmo to my 
crowded workbench. 

Of course, when I bring that 
shiny new toy -- er, tool -- home, 
I don’t toss all my older tools in 
the trash. While that new laser-
equipped radial cross-cutting 
veeblefetzer may be great for 
handling certain tasks, there are 
many times when the trusty claw 
hammer I bought as a teenager is 
the perfect choice for the job.

That’s why I’m puzzled when I see how 
companies and organizations react to new 
marketing opportunities and channels. Presented 
with a shiny new toy -- er, tool -- they’re quick 
to devote 
most of their 
resources 
to it, and to 
discard the 
time-honored tactics they’ve been using.

Even in these days of social media, what many 
see as old-fashioned tactics work quite well. In 
fact, as your competitors make those lemming-
like moves to abandon those other channels, 
sticking with “traditional” tactics may be even 
more powerful.

Look at each new tool as an enhancement to 
your toolbox, not as a replacement for something 
you’ve already been using. That Facebook 
fan page may be a great way to connect with 
customers on an informal basis, but you may still 
need a presence in magazines. A viral video may 
drive 50,000 people to your website in a single 
week, but 90 percent of your sales may actually 
happen because of conversations at trade shows.

Adding new tools broadens your reach, 
and may improve connections with the same 
audiences. That’s a lesson that savvy bankers have 
learned. Way back when ATMs first emerged on 

Fix My Cell 
9719 E. U.S. Hwy. 36

Avon, IN 46123
Phone: (317) 600-9999 

E-mail: dave@fixmycellonline.com
Web: www.fixmycellonline.com

Cell-o my baby, cell-o my honey, 
 fix my phone

By Gus Pearcy

Dan Sudhop remembers when cell phones 
were these huge monstrosities that you had to 
carry in a bag and plug into your car cigarette 
lighter for three watts.

He was working for a cell phone carrier and 
working to convince a doctor’s group that this 
was the wave of the future after pagers. He was 
peddling the original gray flip phones that only 
had six-tenths of a watt of power. Buyers had to 
plug them into their cars to get three watts.

“Back then, there were hardly any cell towers 
throughout Indiana so the reception was 
horrible,” Dan said. “So I set up for these doctors 
for $3,000 for each flip phone and $3,000 for 
each car kit. So each doctor spent $6,000 per 
phone and there were five of them. So 
I got a nice check for like $30,000. 
They loved me that day.”

Dan and his brother David, 
originally from South Bend, 
are hoping they have found 
a niche in the marketplace 
in Hendricks County and 
have opened up a shop 
aptly and obviously named 
Fix My Cell. For the sake of 
clarification, the store fixes cell phones.

These are not newbies to the 
industry. In fact, Dan has been in the 
cellular phone business for more than 
25 years. He says he started in the 1980s 
with Cellular One and worked his way 
up to being an agent with one of the larger 
carriers. He owned several cell phone stores and 
hired David to manage them. Together, the pair 
became very successful. However, both noticed 
that cell repair was becoming a larger need 
especially with the onslaught of smart phones 
pummeling the market.

“We were running into situations where 
people were becoming frustrated because they 
didn’t want to do an upgrade,” Dan said. “They’d 
come in and they‘d have to sign a new contract 
or they couldn’t get a busted phone covered by 
their insurance and smart phones can cost you 
$600.”

Customers kept asking if there was anyone 
who could fix it. That’s when the light bulb 
started shining 
above the 
brother’s heads. 
They decided 
to open a new 
company so 
they could be 
independent and 
fix all brands, 
makes and 
models of cell 
phones.

“We’re doing quite well,” Dan said after just a 
few weeks of operation. “We are looking to grow, 
expand and add more stores on.”

The first hint of that expansion is a by-
appointment-only shop in 

Brownsburg.
Broken crystals or phone 

faces are the most common 
problem facing cell phone 

users.
“A lot of people will drop 

them in water or the toilet 
and have damage that way,” 

Dan said. “But the broken 
crystal is definitely the No. 1 fix 

and it’s not expensive.”
Fixing a broken crystal can cost up 
to $130 dollars if the crystal and the 
face of the phone are manufactured 
together, but compared to $600 for a 

new phone, people usually jump at the 
chance to get it fixed.

The work is warranteed and Fix My Cell even 
offers loaner phones for the customers.

“So if somebody comes in and their phone 
is broken, we can give them a phone that is 
working,” Dan said, “if it’s something that we 
can’t fix while they’re in there.”

Replacing broken crystals is one of the most common cell phone repairs Dave 
Sudhop completes at the Avon and Brownsburg locations of Fix My Cell. 

Photo by Elaine W
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“Do What You Do Best  
and Outsource the Rest”

We are a full service payroll processing
 company and have been since 1990.

701 North Green Street
Brownsburg, IN  46112

(317) 852-2568

www.PayrollDepartment.biz

Use lessons learned from “traditional” 
media to add power and effectiveness to 
newer media channels.

biz disPatchesBiz Dispatches
Crackdown on small 

businesses who employ 
illegal immigrants

Track the 50  
greatest investors

Credit Unions seek 
permission to increase 

lending limits

Businesses that employ illegal immigrants 
are being targeted by the federal government, 
according to a recent report in the Wall Street 
Journal. It is reported that more than 2,300 
companies have been audited already this year by 
Immigration and Customs Enforcement (ICE), 
which is a unit of the Department of Homeland 
Security.  –wsj.com

Charlie Tian, a scientist at Fujitsu is also an 
investor who has been riding the stock roller 
coaster. Fortune reports that to help him, and 
other small investors, Tian launched a Web site 
called Gurufocus.com that tracks the holdings of 
50 great investors including Warren Buffett and 
David Tepper. - CNN.com

Last year’s Small Business Jobs Act made $30 
billion available to community banks for low-
interest  loans to bolster small-business lending. 
Of that, only $12 billion has been requested by 
banks. Credit unions are hoping that this lack of 
performance will bolster their attempts to gain 
permission to issue more business loans. By law, 
credit unions are able to lend 12.25 percent of 
total assets. Lobbying groups are requesting that 
credit unions be able to lend up to 27.5 percent 
of total assets. –wsj.com
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about low probability catastro-
phes. Sales is usually a stressful 
occupation because it involves 
a lot of risk. Hereditary; can be 
managed, but not eliminated.

Over-preparer: Always busy 
preparing, organizing and get-
ting ready to prospect. Tends 
to over-analyze and underact. 
Over-talks with customers.

Hyper-Pro: Places great im-
portance on image and prestige. 
Likely to remove self from any 
situation considered beneath 
him/her or that does not serve to 
promote image like prospecting. 

Stage Fright: Fears making 
group presentations, but may perform well in 
initiating one-on-one contacts. Effects inside 
sales because others can hear them.

Role rejection: Secret shame of being in 
sales; they sometimes don’t know it themselves. 
May have accepted some negative stereotypes of 
salespeople and assume that everyone else has 
them as well. Highly stressful and easy to cure.

Yielder: Fears doing anything which might 
be considered pushy or intrusive. Always waiting 
for the right time to call or follow up; hesitates 
to close. Good at developing relationships but 
slow to make sales from them.

Do you see yourself in this list? If not, next 
month the remaining six will be highlighted.
Sales Call Reluctance is a registered trademark of Behavioral 
Sciences Research Press, Inc., Dallas, Texas. ALL RIGHTS 
RESERVED.

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

By Gus Pearcy

Massage therapy is one of the best jobs or 
careers to have according to the U.S. News and 
World Report. Bloomberg BusinessWorld puts it 
in the top 10 careers for 2011. Both publications 
cite the aging Boomers as one of the catalysts for 
the growth of the field. So you can be sure many 
are flocking to the field.

Diana Settle admits she had a skewed version 
of being a massage therapist. She was 20 and the 
going rate for massage was around $50 an hour.

“I thought 8 hours a day times 40 hours a 
week making $50 an hour, I’m going to have 
a six-figure job,” she says. “On the first day of 
school, they said, ‘OK, first off, just so you know, 
you’re not going to get rich doing this.’”

Eventually, Settle began to understand that 
it was physically impossible to massage eight 
clients in a day. It was also tough to find that 
many. In the past, Settle developed a hand injury 
and some carpal tunnel symptoms because she 
overworked her hands.

“There is a lot of wear and tear on the body for 
the massage therapist,” she added. “Whenever 
I start taking on too many clients, that’s when I 
run into trouble. It’s all about balance.”

Now, she works smarter, limits the number 
of clients she 
sees in a week 
and even leases 
out her space to 
other therapists 
when she’s not 
working. Back 2 
Basics Massage 
is her space in 
the Office Suites 
West. She’s been 

coach’s coRneRCoach’s Corner

7378 Business Center Dr. Suite 100 
Avon, In 46123 • 317-272-1010

www.mantoothinsurance.com

With Mantooth  
Insurance Agency
handling your commercial 

insurance program, you can  
take comfort knowing your 

business is protected.

“Success”  It’s worth protecting!

Jack Klemeyer
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Emotional short circuits kill sales
Last month I promised I 

would share the different types 
of Sales Call Reluctance that 
Shannon Goodson and George 
Dudley from Behavioral Science 
Research Press have discovered 
over their many years of exhaus-
tive research. In their book, The 
Psychology of Sales Call Reluc-
tance, Goodson and Dudley 
give a complete and thorough 
description of each of 12 types, 
the imposters and specific steps 
to remedy them. This month I 
will share six of the 12 with you.

Sales Call Reluctance is best 
described as an emotional short 
circuit that diverts energy from the activity of 
prospecting to the activity of procrastinating. 
Procrastinating can encompass a wide variety of 
things, which determines the specific type being 
portrayed. Some are highly contagious. While 
some are difficult to remediate, others can be 
easily and quickly cured. 

Sales Call Reluctance is very costly. Goodson 
and Dudley report that, “as many as 80 percent 
of all salespeople who fail within their first year 
do so because of insufficient prospecting activity.” 
In my experience of coaching folks with Sales 
Call Reluctance, I can absolutely corroborate 
their observation.

Jeffrie Story, a fellow coach and certified facili-
tator of the assessment and workshop for Sales 
Call Reluctance, describes six types of Sales Call 
Reluctance: 

Doomsayer: Slow to take risks, invests 
considerable energy in anticipating and worrying 

“Because of our Community Foundation,
more Hendricks County school-age kids get the eye glasses, 
hearing aids, food or clothing they need as well as 
opportunities for enrichment allowing them to focus on 
learning and succeeding in school."
Justine Thompson, Student Assistance Counselor, Plainfield High School

To learn more
about how you can help the children of Hendricks County, please contact us

at 317.718.1200 or visit our website at www.hendrickscountycf.org.

Habit of the Heart Weekend 
September 9 & 10, 2011

Back 2 Basics Massage Therapy
Diana Settle, owner

2680 E. Main St., Ste. 215
Plainfield, IN 46168

(317) 371-9264.
Web: www.b2bmassage.com

By appointment only.

Massage therapy as a career is growing
there since 2009 and has been enjoying a fine 
career as a massage therapist. (Caution: Don’t 
call her a masseuse.)

After her schooling at IUPUI, Settle 
eventually found a home at Euphoria Spa and 
Wellness Center.

Much of her clientele are referrals. Settle 
believes that chiropractic and massage pair 
very well together so she refers her clients 
for chiropractic work to Dr. Jonathan Bright 
and vice versa. She charges $75 per hour and 
customizes the massage to your needs. 

One of the things she’s doing is sound-
assisted soft tissue mobilization tools to break 
up fibrotic tissue. She also works with clients 
who have TMJ, carpal tunnel syndrome, sciatica, 
frozen neck or shoulder.

She also teaches yoga classes at the Hendricks 
Regional Health YMCA. 

Since 2009, in an effort to clean up the 
prostitution, massage therapists have been 
certified by the state. Settle understands that 
prostitution is a problem in her industry, but says 
she has never been propositioned. She attributes 
this to her professional attitude and the in-depth 
questionnaire that all new clients fill out. 

Hendricks County is not exempt from 
the issue as evidenced by the June arrest in a 
Brownsburg business called iMassage on Main 
Street, which is now closed.

Settle says she would prefer a licensing 
process to weed out even more masseurs who 
aren’t really massage therapists. 

While she eventually wants to live in 
Arizona, Settle is happy with her business and 
understands that she is a sole practitioner who 
loves what she’s doing - and perhaps that is the 
greatest riches of all.

Photo by G
us Pearcy

Diana Settle
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You just need
the right bait

to lure them in.

LOOKING TO HOOK
NEW CUSTOMERS?

77 Park Place Blvd.
Avon, IN 46123
P 317.271.7700 
F 317.271.7770

699@pipprints4u.com
pip.com/avonin

At PIP, you have a rich array of printing and marketing services at your 
fingertips — from list acquisition and graphic design to a complete 
integrated marketing campaign. It’s enough to make any marketing 
tackle box proud.

Schedule your next 
marketing excursion 
with PIP today.
You won’t find any fish stories here. 
Just the real deal.
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How has Leadership Hendricks County impacted your life 
personally?  LHC has given me the opportunity to make new 
friends and acquaintances that no other program has ever offered. 
Those relationships can, and hopefully will, last for a lifetime… 
and one can never have too many friends.

How has Leadership Hendricks County impacted your 
life professionally? LHC has provided professional training 
and education that has allowed me to become a more efficient 
manager, with greater recognition skills regarding diverse 
personalities and communications techniques to improve 
communication across any professional or personal subject matter. 
In short, it has made me a much more responsible leader to those 
I serve.

How has Leadership Hendricks County benefited Hendricks 
County? The benefits to Hendricks County of LHC are too 
numerous to detail.  However, one looking inward at LHC would 
find that graduates have enhanced capabilities for calm, effective, 
precise leadership through vision and understanding of diverse 
cultures, backgrounds, and professions, and the challenges faced by 
others in their professional and personal lives.

Why should Leadership Hendricks County continue to 
educate leaders of Hendricks County? LHC should continue 
to educate community leaders to provide an edge to our county 
and its leaders when operating, competing, or managing in their 
day-to-day environments. LHC provides training that makes its 
graduates better leaders, better people, and simply better citizens 
in service to others.

What one thing did you like best about the Leadership 

Oran True
Fire Chief
Brownsburg Fire Territory
LHC Graduate 2007

Hendricks County program? My personal favorite experience 
from LHC was the interaction amongst diverse individuals, 
representing many different professions. This interaction provided 
life lessons, life friendships, and the opportunity to think of others 
and their needs first, which is what the fire service is dedicated to.

Leadership Matters!
Since 1993, Leadership Hendricks County (LHC) has brought hundreds of people together to learn 
more about leadership and to gain insight into our county’s challenges. LHC graduates become part of 
a formal and informal network of community leaders who step up to make Hendricks County better.

A new class of 20 to 25 participants is selected each year from a list of applicants. In January, they 
participate in an Opening Retreat, during which they learn more about themselves, leadership styles 
and the challenges facing the county. In addition, they are self assigned to a Team Discovery project 
that addresses a current need in the county.

Each month they meet as a group for a full day to learn more about a facet of life in Hendricks 
County - everything from the educational system to how the jail operates. In November, they convene 
for a Closing Retreat to review what they’ve learned and present their Team Discovery projects.

Along the way, they learn that leaders aren’t an elite class of people. They’re ordinary citizens who 
step up to help their communities, churches, organizations and workplaces accomplish what needs 
to be done. And upon graduating, they become part of an ever-growing Network of Leaders serving 
Hendricks County.

Learn more about Leadership Hendricks County from these graduates featured at the Nov. 8 
Hendricks County Business Leader Cover Party at the Crown Roon, 900 E. 56th St., Brownsburg, 
from 5:30-7:30 p.m.

 For more information, visit www.LeadershipHendricksCounty.org or call (317) 745-6694.

How has Leadership Hendricks County impacted your life 
personally? LHC gave me self confidence to do the things I 
wanted to do. Even though I had:
1. Several leadership roles already, I learned leadership techniques 
and skills.  

2. Lived in Hendricks County all my life, I learned more about 
my own county in that year than in my entire life.

3. Interest in community efforts, I had never taken a leadership 
role in a community organization. Because of LHC, I have served 
on four boards and have been president of two organizations.
I made lots of good friends!

How has Leadership Hendricks County impacted your life 
professionally? I have so many contacts throughout the county 
whom I can call upon for information and opinions. Many of the 
events that I put together include input from my LHC friends. 
LHC just opens up your mind to thinking differently…thinking 
“outside the box”.  Executive Director Suzanne Whicker is an 
innovative teacher at heart, not in just giving information, but in 
guiding students to think beyond.

How has Leadership Hendricks County benefited Hendricks 
County? No doubt Hendricks County is a great place to live and 
work. Many of the projects we worked on during the class are now 
an integral part of our society; classroom assignments are often 
carried on after graduation in agencies or businesses.  

Why should Leadership Hendricks County continue to 
educate the leaders of Hendricks County? As Hendricks 
County continues to grow, there is increased need for skilled 
leadership.  Leadership Hendricks County is constantly updating 
its curriculum to stay current, and offers opportunities to all walks 
of life and types of businesses; as students are chosen to make 

Deanna Hindsley
Marketing Manger
Hearth at Prestwick
LHC Graduate 2001

each class diverse. Hendricks County will be well-equipped with 
trained leaders.

What one thing did you like best about the Leadership 
Hendricks County program? The friendships gained are a 
treasure. I loved the sessions at the farms and the Quality of Life 
sessions that demonstrated our fire department and sheriff ’s 
departments work to protect us. I learned that my ideas and 
opinions count, and that I need the opinions of others.
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How has Leadership Hendricks County impacted your 
life personally? It’s one of the most important things I’ve 
done, and every bit as valuable to me as attending college. I use 
what I’ve learned every day. I’ve stayed connected with LHC 
since graduation, serving on the board since 2003 (two years as 
president) and serving as one of the facilitators for the Youth 
Leadership Hendricks County program, which brings high school 
sophomores together to sharpen their leadership skills.

How has Leadership Hendricks County impacted your life 
professionally? Probably the most significant way was helping 
me better understand my own strengths and weaknesses, making 
me a more confident leader and enhancing my ability to work 
with clients. I’m actually very shy, and LHC has taught me how to 
deal confidently with situations that once would have terrified me.

How has Leadership Hendricks County benefited Hendricks 
County? LHC’s impact on our county and its communities has 
been profound in so many ways. One of the biggest benefits is 
the degree of cooperation between local government bodies, 
nonprofits, and companies. Partnerships such as the Hendricks 
College Network and the Quality of Life Initiative wouldn’t 
even be possible in many areas because of the barriers that divide 
resources. LHC has also been a key factor in the development and 
growth of organizations ranging from the Arts Council, to the 
Parks Foundation, to the Community Foundation, to Sheltering 
Wings and many others.  

Why should Leadership Hendricks County continue to 
educate leaders of Hendricks County? As our county 
grows, we also face growing challenges. The more that our local 
governments, businesses, nonprofits and other groups understand 
those challenges and the roles that each other can play, the more 
effective we’ll all be at working together to address them. That’s 
important to me, because Hendricks County is a wonderful place 

How has Leadership Hendricks County impacted your life 
personally? Leadership Hendricks County gave me 24 new 
friends from my class, but also hundreds more through our shared 
connection as alumni. I am more knowledgeable about Hendricks 
County, its residents, businesses and the bonds between the towns 
that make up our community. 

How has Leadership Hendricks County impacted your life 
professionally? Leadership Hendricks County helped open my 
eyes to the resources and support of caring individuals, businesses 
and organizations that work together so well to enhance the local 
quality of life. The organization is a “who’s who” of Hendricks 
County, which is a valuable asset for all professionals.

How has Leadership Hendricks County benefited Hendricks 

County? Review a list of LHC alumni and it’s obvious that 
our county has been a beneficiary of its programs and efforts. 
Participants appear in all walks of life and a variety of non-profit 
and for-profit ventures. Alumni are leaders in our towns, schools, 
businesses and organizations. They serve not only in leadership 
roles in the workplace, but also as leaders and dedicated volunteers 
for organizations that fill important needs and provide meaningful 
services.

Why should Leadership Hendricks County continue to 
educate leaders of Hendricks County? I have never talked 
with anyone who did not think the program was valuable for them 
both personally and professionally. Not only does Leadership 
educate adults, but its youth programs also open eyes, minds 
and hearts of Hendricks County youth, encouraging them to be 
leaders in their schools and in the future. 

Scott Flood
Owner
Scott Flood Writing
LHC Graduate 2002

Sue Bogan
Executive Director
Hendricks Regional Health Foundation
LHC Graduate 2009 

to live, work, and raise a family, and I want to ensure that it keeps 
getting even better so that my kids (and eventually, their kids) will 
want to raise their own families here. 

What one thing did you like best about the Leadership 
Hendricks County program? I was astounded at how much it 
taught me about myself and how I could work with others more 
effectively.  And the pork chops on Roots of Growth Day were 
particularly tasty. 

What one thing did you like best about the Leadership 

Hendricks County program? Of course gaining new friends, but 
also learning more about the county beyond just the town where I 
live. I visited places I’d never been and feel a stronger connection 
to this community.

www.edwardjones.com

Troy P Lingley, AAMS®
Financial Advisor
.

515 N Green Street Suite 101
Brownsburg, IN 46112
317-852-6572

Leadership Matters!
Since 1993, Leadership Hendricks County (LHC) has brought hundreds of people together to learn 
more about leadership and to gain insight into our county’s challenges. LHC graduates become part of 
a formal and informal network of community leaders who step up to make Hendricks County better.

A new class of 20 to 25 participants is selected each year from a list of applicants. In January, they 
participate in an Opening Retreat, during which they learn more about themselves, leadership styles 
and the challenges facing the county. In addition, they are self assigned to a Team Discovery project 
that addresses a current need in the county.

Each month they meet as a group for a full day to learn more about a facet of life in Hendricks 
County - everything from the educational system to how the jail operates. In November, they convene 
for a Closing Retreat to review what they’ve learned and present their Team Discovery projects.

Along the way, they learn that leaders aren’t an elite class of people. They’re ordinary citizens who 
step up to help their communities, churches, organizations and workplaces accomplish what needs 
to be done. And upon graduating, they become part of an ever-growing Network of Leaders serving 
Hendricks County.

Learn more about Leadership Hendricks County from these graduates featured at the Nov. 8 
Hendricks County Business Leader Cover Party at the Crown Roon, 900 E. 56th St., Brownsburg, 
from 5:30-7:30 p.m.

 For more information, visit www.LeadershipHendricksCounty.org or call (317) 745-6694.
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By Gus Pearcy

Noticed your child acting out lately? Is your 
child not him- or herself ? Perhaps they are 
depressed. Children suffer with these feelings 
too. At times, the complexity is overwhelming 
and neither you nor the child can completely 
understand what is going on. Since 1918, 
therapists have been using play to help children 
express themselves. Sand play is one of these 
play therapies and Plainfield is home to a 
practitioner.

12

business oF the MonthBusiness of the Month

Jo Mead-Rush named  
Business of the Month

Jo Mead-Rush with RE/MAX Excel has been 
a full-time active Realtor for over 32 years and 
has enjoyed her involvement in the Plainfield 
Chamber of Commerce. She has dedicated 
many hours as a chamber board member and 
currently chairs the Plainfield Chamber’s 
Advisory Committee. Jo received the Hendricks 

County MIBOR Lifetime Achievement Award 
in 2010 and also serves on various boards and 
committees throughout Hendricks County. 
Pictured from left are: Plainfield Chamber 
Executive Director Kent McPhail and Jo Mead-
Rush with RE/MAX Excel.
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Monica DuBina
2680 E. Main St., Ste. 125

Plainfield, IN 46168
Phone: 837-6020

E-mail: monica.dubina@gmail.com.

Sand play therapy helps children  
work out inner feelings

Walk into Monica DuBina’s office in the 
Office Suites West in Plainfield and it looks like 
a child’s playroom. More than 15 shelves line 
the walls rife with figurines and toy set pieces 
that children choose to create a world of play in 
an immaculate sandbox with 4 inches of white 
sand. During play, DuBina watches the children 
and records their choices. 

Since 2000, Miss Monica, as her patients call 
her, has been practicing sand play therapy after 
being exposed to it at Christian Theological 
Seminary. A licensed clinical social worker, Miss 
Monica opens hidden doors to 3- to 9-year-old’s 
inner thoughts and then speaks with parents 
about ways to ease their son’s or daughter’s 
minds. Oftentimes, the children feel better just 
getting things off their chest.

DuBina lives in Plainfield, but until last May 
her office was on the south side of Indianapolis. 

*APY-Annual Percentage Yield. Effective May 19, 2011. Must meet minimum monthly activity requirements for each month to receive the higher
interest rate and ATM fee refunds for that time period. 3.00% APY paid on balances up to $25,000, .45% APY paid on balances greater than
$25,000 and .10% paid on accounts that fail to meet the minimum monthly activity requirements. Rates and terms may change after account
opening. ATM fees will be reimbursed automatically (foreign and SBL). Fees may reduce earnings on the account. There will be a charge for
paper statements.

Nationwide
ATM Access 
And More!

At State Bank of Lizton we know that you want to see your
money grow. We are giving you an easy way to make that 
happen. Here’s how:
• Use your debit card at least 12 times a month in a 

signature-based transaction (not PIN).
• Initiate a monthly direct deposit or have a payment automatically 

deducted from this account.
• Go Green with NetTeller Online Banking and pay at least one 

bill a month online.

1801 Indianapolis Avenue
Lebanon | 765.482.6003
www.statebankoflizton.com
866.348.4675

UP TO $25,000 BALANCE OVER $25,000 BALANCE WITHOUT QUALIFYING

#89232 HighGrowth_HCBL_QTR_CLR:5.094x6.5  6/1/11  10:11 AM  Page 1

Do you have news to share? 
Send it to the HCBL at info@businessleader.bz
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The iPhone vs Android?
It wasn’t that long ago that 

the iPhone dominated the smart 
phone market. Then along came 
Android and things started to 
change. In fact, recent reports 
show that Android-based smart 
phones are now consistently 
outselling iPhones.

Does this mean that if you are 
in the market for a new smart 
phone, Android is the only 
way to go? Not at all. There are 
compelling arguments for both 
the iPhone and Android.

But before I get to those 
arguments, let me clear up some 
muddy water first. The iPhone 
is a smart phone created by Apple. Android is 
an operating system created by Google which 
runs on a multitude of 3rd party smart phones 
from manufacturers like Samsung, LG, HTC 
and Motorola. That’s why I refer to them as 
Android-based phones.

Although Android comes in many different 
flavors, we can still make some general 
comparisons between it and the iPhone. Use the 
following list to help you determine which one is 
right for you.

I want to keep it simple. The iPhone excels 
at simple. Everything is nicely controlled and 
easy to use. And easy to use means hard to screw 
up. Plus, you can pretty much guarantee that 
your iPhone will work the same way as your 
neighbor’s iPhone.

I want the ultimate in flexibility. Quite the 
opposite of the iPhone, the Android provides a 
great deal of flexibility. Want to be able to tweak 
every last feature of your phone? Android was 
made for you. The downside to this is that from 
one Android-based phone to another, they can 
look and feel completely different.

I want to be able to view Flash based web 
sites and videos. This one is easy. The iPhone 
doesn’t support Flash. Android does.

I want seamless software updates. To update 
your iPhone’s operating system, you are forced 
to connect it to your computer. With Android-

based phones, new updates 
install right over the air.

I want to limit the amount of 
bad stuff that can happen to my 
phone. All apps that run on the 
iPhone are tightly controlled by 
Apple. If Apple doesn’t approve 
an app, it doesn’t appear in 
the App Store. Not true with 
Google and Android. And 
although there are measures in 
place to limit the amount of 
damaging apps that can appear 
in the Android Market, it is still 
possible to infect your phone 
with malware.

I want to use a memory 
card to increase my storage. Another easy one. 
Current iPhones don’t support external memory 
cards. Most Android-based phones do.

I want to use my phone on a network other 
than AT&T or Verizon Wireless. Current 
iPhones only work on AT&T or Verizon 
Wireless. Currently with Sprint? Better look 
towards Android.

I want 4G speeds now. This is a tricky one. 
Current iPhones do not support 4G. A handful 
of Android-based phones do. But just because 
you have a phone that supports 4G, doesn’t 
mean you’ll get 4G if it isn’t currently available 
from your cellular provider in your area.

I want a large variety of models to choose 
from. With the iPhone, you are currently limited 
to the iPhone 4 and iPhone 3GS. Android, on 
the other hand, is available on dozens of models 
of phones. Just be careful not to get wrapped up 
in paralysis by analysis.

Finally, remember to get a phone that you like. 
A phone with 100 great features isn’t worth a hill 
of beans if you don’t like using it.

Patric Welch, a.k.a. “Mr. Noobie™”, founded Noo-
bie, Inc. in 2006 to help others effectively choose 
and use technologies to enhance their work and 
lives. He can be reached at pwelch@noobie.com 
or on the web at www.noobie.com.

noW that We’Ve been oPenNow That We’ve Been Open

Scrubbing out a business

Katrina Humphrey, owner of Scrubs by 
Pinquelady, Avon, left a job of over 20 years 
with a major lawn care company, working 
in its commercial sales and customer service 
departments. Out of work for a year, she 
was plotting her next professional move and 
decided to start her own business. Her method 
of research simply relied on what she saw. 
“(I) looked around to see what was recession 
proof and saw lots of people in scrubs,” says 
Humphrey. 

Scrubs by Pinquelady
5201 E. U.S. Hwy. 36, Ste. 204

Avon, IN 46123
Phone: (317) 718-7199

E-Mail: scrubsbypinquelady@hotmail.
com

What has been your biggest lesson so far? 
Learning the different colors and styles the 
nursing and medical field needs, because I work 
with almost all the major hospitals. They are 
required to wear certain colors. 
What would be one thing that could help 
your business? Just making people aware there 
is a scrubs shop in the Hendricks County area.
What would you tell someone starting his/
her business? Do your research first to see 
what your customers need.
So, what do you think about your 
business’s future? I think it looks good. I am 
excited to come to work everyday.

Compiled By Rick Myers
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Nick Malone
Pet Supplies Plus

9871 E. U.S. Hwy. 36 
Avon, IN, 46123

Phone: (317) 541-1400
Web: pspindy.com

E-mail: psp22@pspindy.com

Question oF the MonthQuestion of the Month

Q. What has been the biggest change  
for your business since the beginning of  
the year?

A. The biggest change for us so far this year is 
the results of new advertising efforts. We stepped 
out to try an offer in January through Living 
Social and in April via Groupon. In addition, we 
began a sponsorship with the local public radio 
station, WFYI.  As a result of these efforts we 
are experiencing our greatest sales increase ever 
for the first two quarters.
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Tom Maloney, O.D. to be honored

Plainfield Eye Care, 1855 Stafford Rd., will 
honor Tom Maloney, O.D. , founder of the 
practice as as part of its 50th anniversary on 
Tuesday, Sept. 27 from 4-7 p.m.  A truck show 
and special discounts on Coach and Nautica 
lines of designer frames will be offered. Light 
refreshments will be served and there will also 
be door prizes and gifts. For more information, 
email info@plainfieldeyecare.com or call (317) 
839-2368.

File Photo

Tom Maloney, O.D.

Nick Malone
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Sign-a-Rama
8100 E. U.S. Hwy. 36, Ste. 1

Avon, IN 46123
Phone: (317) 272-6200/6203

E-mail: eschmidt@signarama-avon.com 
Web: www.signarama-avon.com 

Avon Sign-a-Rama’s Ed Schmidt attacks the sign market
By Elaine Whitesides

In March 14, 2011 ex-Army Lieutenant 
Colonel Ed Schmidt went on the attack: 
focused, committed and determined. He opened 
the doors of Sign-a-rama in Avon, the town he 
has called home for the last 10 years. 

Schmidt retired from the Army in October 
2010. “Being retired really isn’t all that and a 
bag of chips,” he says with a chuckle. “I started 
looking in corporate America and it dawned on 
me I wasn’t looking for a career. I was looking 
for a lifestyle.”

That lifestyle involved providing for and 
enjoying his family and being happy. He says 
he realized he wouldn’t find that in corporate 
America.

Schmidt says, “The alternative was to start 
my own business. When I started doing the 
metrics of what was out there, I started looking 
at franchises and Sign-a-rama was great. I met 
with their leadership and I saw they had the 
same drive and culture that I had. Like the 
Army.”

In keeping with his 29-year military career 
and training, Schmidt has approached being a 
small business owner with precision and plans. 
He says that you have to know what you want 
in the end so you know where to start and what 
benchmarks to set along the timeline. And he 
has a definite timeline. 

He says, “Everything was set out to afford my 
family the lifestyle we want to live and where 
we want to be in 11 years. My exit strategy was 
in place before my business plan. It drives my 
business plan.” 

“I only know one way to do things,” says 
Schmidt, “and that’s to do it right; to do it and 
go on to the next project. It’s Army-simple: 
keep it simple and make it happen. Stay focused. 
Everything’s a mission. Take care of it and move 
on.”

His young company is certainly on the move. 
He employs three full-time people, another 
part-time person who will soon move into a full-
time position and one contracted worker. 

“People work for you and you take care of 
them,” Schmidt says to explain the military-
culture feeling of responsibility he feels each 
night when he lays his head down to sleep. 
“That’s a huge responsibility. At the end of the 
day, if I make bad decisions, their children won’t 
eat. It will put families in harm’s way and it 
scares me to death.”

He wants to grow his business and the people 
he employs. “Part of being military is to mentor 
and I take that very seriously,” Schmidt says. He 
says military teaches you that the success of the 
people you mentor is your success. Likewise, if 
they fail, you share in that as well. 

He says being a hands-on business owner is 
like being an eagle circling over a forest. You 

need a macro view and a micro understanding, 
but not micro managing. He tells his employees, 
“If I have to do your job, I don’t need you. Do 
your job well and let’s all move forward.”

It’s not just his military attitude that is 
illustrated in how he runs his business, but also 
the discipline and management skills he has 
learned. Decision-making and prioritizing are 
two skills honed as a commissioned officer that 
Schmidt applies daily at Sign-a-rama. 

“Applying metrics to an operation is critical.” 
Schmidt says. “I prioritize so (employees) are 
not pinging around and being ineffective. The 
military has helped me, obviously, to discipline 
myself and look at priorities and be aggressive to 
get problems solved or tasks completed.”

He knows we’re in a recession, but says it’s 
probably the best time to grow a new business. 

Photo by Elaine W
hitesides

He says that anyone who can raise kids can 
start a business. “It’s kind of the same thing,” he 
suggests. “At the end of the day, I have to look in 
the mirror and be OK with the guy I’m looking 
at. I have a 6-year-old and a 10-year-old that 
look to me as dad. It’s an evaluation.

“Just like an after-action review in the 
military,” he says, true to form.

Photo by Elaine W
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Ed Schmidt

INTRODUCING 
TOM WOOD LEXUS 

VIP

tomwoodlexus.comtomwoodlexus.com

LIAISON.
Annette Wright

VIP Liaison

317-339-9826
annette_wright@tomwood.com

4610 East 96th St.
Located On The Indy Auto Mile

At 96th & Keystone

317-580-6888
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1016 E. Main St. • Brownsburg
(317) 852-6344 • Fax (317) 852-6962

www.opind.com

“Indiana’s total office solutions”

Locations in Frankfort and Lebanon too!

For quick and friendly 
service, call Patrick, your 

Hendricks County account 
representative. Hendricks 

County’s locally owned 

dealer – We Deliver!

Todd Hunter and Brandy PerrillSteve Blacketer and Greg Platts Susie Friend, Les Mongell and Ellen Annala

Drs. Tom Maloney, Cory Shafer, Beth Groninger-Bright and Les Mongell

Susie Friend and Les Mongell

Gary Hood and Les Mongell

Ed and Shirley Schrier

The event, sponsored by the State Bank of Lizton, was held Aug. 9 at Deer Creek Golf Club, 7143 S. S.R. 39, Clayton.

Maloney, Hood and Friend recognized at Cover Party

Tarrie Crist and Brandy Perrill

scenes FRoM a coVeR PaRtyScenes from a Cover Party



Window Genie? I was the facility manager 
at a company in the aviation industry for 
about eight years and managed approximately 
12 people. I was hired to open that facility 
and was responsible for all aspects of the 
operation.  I believe that the experiences of 
running it and handling the daily operation 
prepared me for running my own business 
with Window Genie.  We opened the 
franchise on May 1, 2011.

What are the trends in your industry? 
Two major trends: People are outsourcing, 
and people are looking at multi-service 
companies. In the tough economy, people are 
maintaining their properties, both residential 

and commercial, more. They are choosing to 
outsource, especially time consuming and/or 
difficult tasks like window cleaning. They are 
doing this for two main reasons: They don’t 
know how to do it correctly or they don’t want 
their spouse climbing ladders to do it, and they 
are busy people who don’t want to use all their 
free time on tasks like window cleaning. Home 
owners are looking to a trusted service provider, 
someone they can count on for good quality, 
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COACHINGTHE

CLINIC®

Recent studies show
business coaching and
executive coaching to be 
the most effective means of 
achieving sustainable growth, 
change and development in 
the individual, group and
organization.”

“
As reported by HR Monthly

Increase
    Performance

Improve 
    Relationships

Increase 
    Employee
       Satisfaction

Increase
    Profits!

What does the Coaching Clinic® do?
The Coaching Clinic® effectively trains individuals 
in the skills necessary for coaching within an organi-
zation. It is a fully developed model, which managers, 
leaders and coaches can implement immediately in 
their organization to:
• promote innovation and accelerate results.
• effectively develop and retain valuable organiza-

tional members.
• improve organizational communication and team 

effectiveness
• deepen commitment to personal, professional and 

organizational goals.

Benefits of the Coaching Clinic®
Through the Coaching Clinic®, organizations 
and individuals can:
• discover coaching as a powerful model of 

management, mentoring and leadership.
• experience and practice “state-of-the-art” 

coaching tools.
• learn the structure and skills to immediately 

enhance performance.
• position the organization for rapid growth.
• make major advances in professional and 

personal connections, as well as apply learn-
ing within the workplace immediately.

Who Should Attend?
The Coaching Clinic® is suitable for:
• executives, managers and supervisors
• human resources professionals
• quality development professionals
• leaders at every level, who want to learn and apply 

advanced communication and leadership skills.

The Coaching Clinic® 
Challenges Participants to Raise Their 
Standards for Their Own Skills and 
Competencies.”

“

SynergyTrainings   •   www.synergytrainings.com   •  (317) 755-6963   •   f(317) 203-0804   •   GYB Coaching  •  www.gybcoaching.com
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Starting Window Genie has been a stress reliever for owner

Mike Angle, Plainfield, left the stress of his 
position as a facilities manager for an aviation 
repair company to invest in a Window Genie 
franchise in February. He and his wife, Karen, 
felt a Window Genie franchise was something 
they could do together. 

“The best thing about Window Genie 
has been their professionalism, integrity, 
commitment to service and commitment to the 
community,” explained Karen Angle. For Mike, 

says Karen, “being his own boss and being able 
to really service the clients has been great. He’s 
his old self again.”

Best known for window cleaning, Window 
Genie offers other home care services such as 
window tinting; deck and fence, concrete, and 
brick cleaning and sealing; house washing; 
gutter clean-out; gutter protection; tile and grout 
cleaning; and solar shades.

What prepared you for the opening of 

Window Genie
Karen and Mike Angle

5771 Hickory Hollow Dr.
Plainfield, IN 46168

Phone: (317) 414-4772
E-mail: MikeAngle@windowgenie.com 

Web Site: www.windowgenie.com

oPen 4 businessOpen 4 Business

professional services, and having them do as 
many of these services as they can, sometimes in 
one stop.

 How do you differ from your competitors? 
1.) We are a multi-service company; 2.) Our 
branding – professional logos, wrapped vehicles, 
uniforms, the animated “Window Genie”; 3.) 
“No streak guarantee” – We stand behind all 
work; 4.) Uniformed/bonded employees; 5.) 
High-tech in a low-tech world – sophisticated 
software, use of technology to keep up with the 
business and keep in contact with our customers, 
use of e-mail and PDA phones.

Do you have a mentor?  Rik Nonelle, CEO 
of Window Genie Corporate and Ken Fisk, 
Director of Operations have helped us as we 
... Rik has helped us with the marketing and 
overall business plan while Ken has trained us 
on the proper processes and is always available to 
answer questions.

What do you plan to do to combat 
current economic conditions?  We plan to 
remain aggressive in advertising. We know that 
when times get tough, the first reaction is to 
pull back, which in business, is the worst thing 
you can do. We are going to continue to get 
the word about Window Genie out there. In 
a tight economy, the customer has a choice of 
whom he or she hires. To combat that, we must 
deliver world-class service every time, and back 
up our work. We must make sure our pricing is 
competitive and attractive so that the customer 
wants us to do the work instead of “the other 
guy.”

Compiled by Rick Myers
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golf outings and lessons available

memberships • wedding pavillion • banquet room

Call About Our 
Special Rates

4 hollaway blvd. brownsburg, indiana 46112
(317) 892-7888 www.westchasegolf.com

West Chase 
Golf Club

Call and Inquire

About Our New

Fall Rates
(317) 892-7888

www.westchasegolf.com

biz disPatchesBiz Dispatches

Now could be the time to buy

Control the environment to save

Brownsburg named in the top 100 best 
small towns in America

The demand for rental housing has burgeoned in the last few years at the same time the housing 
market has made it so that it is cheaper to buy a two-bedroom home than to rent one in most major 
U.S. cities. CNN reported that according to the real estate web site Trulia, it was cheaper to buy than 
rent in 74 percent of the country’s largest cities in July. In 12 percent of the cities renting was cheaper, 
but in the remaining 14 percent the cost of renting was only slightly cheaper than buying. –money.
CNN.com

Distractions come in all sizes in an office, but they all cost a business money. The top 6 common 
distractions, according to Inc. magazine are: noise, temperature, unplanned conversations and 
interruptions, design of office workstations and the style and space of the environment. –Inc.com

Money magazine has listed Brownsburg as No. 55 in America’s best places to live in America. Good 
schools, low crime and a short commute to Indianapolis are cited as some of the major draws to the 
town of more than 20,000.   Proximity to major transportation routes make it an attractive location 
for residents and businesses. –money.CNN.com 

Operating a business in a saturated 
market: How to stand out

Success attracts competition, 
and in selected product/service 
categories, can often lead to a 
perceived saturated market of 
too many companies chasing 
too few customer dollars. In 
most cases, however, there is 
still room for innovation and 
creativity. How do business 
owners manage their operation 
in that sort of environment? The 
key is to stand out, be different, 
so that you immediately attract 
members of your target market, 
get their attention, and then 
begin developing relationships 
to hopefully make them lifetime 
customers. 

This doesn’t have to be rocket science. Think 
about it. What attracts you to do business with a 
new firm? Of the companies that you currently 
buy products and services from, are there ones 
that exceeded your expectations from the very 
start, and for which you have developed a long-
term loyalty? 
•	 Perhaps	you	are	made	to	feel	special	

when you trade with them. I once had an 
auto repair facility owner where I used to live 
that called me after most every visit to his shop, 
to make sure that I was satisfied, and to thank 
me for my business. That personal follow-up 
made me feel valued, and they would still be 
servicing my vehicles if they now weren’t so far 
away.

•	 Perhaps	you	are	offered	some	special	
incentive to initially stop by, and then to 
come back to see them. A new swimming 
pool supply dealer now has my business this 
season through attractive loyalty program deals 
and coupons that they keep showering me with. 
This is supported by a trained, friendly staff that 
now knows me when I walk in, and provides free 

valuable technical knowledge 
when needed.

•	Perhaps	they	consistently	
do the unexpected little 
things very well. I used to 
travel a lot on business, and there 
was one small hotel in upstate 
New York that I always stayed 
at during my annual visits to the 
area. It wasn’t one big thing, but 
a lot of little surprises that made 
the difference: complimentary 
popcorn in the microwave in 
my room, a mini library near 
the lobby with a variety of 
newspapers & magazines to 
read, free shuttle service to 

neighborhood restaurants at dinner time, etc. 

	•	Perhaps	they	simply	provide	great	
overall value in creative ways. There is 
a family-owned ice cream store in a small 
town near where I live that has placed a 
complimentary cherry on top of every soft 
serve ice cream cone that they have served since 
they opened, just to make their product a little 
different than their major competitor down the 
road. 

I would encourage you to consider some of 
the reasons for your own buying behavior, and 
then apply some of these best practices to your 
small business. Even in a saturated market, a 
business plan that includes a unique selling 
proposition and proactive relationship building 
can help you stand out in the crowd and improve 
your odds of developing a larger foundation of 
customers/clients for your increased success.

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

larry White

Upcoming golf outings
On September 13, the Brownsburg Chamber of Commerce is hosting a golf outing at West Chase 

Golf Club, 4 Hollaway Blvd., Brownsburg. Lunch and registration begins at 11 a.m. The Florida 
scramble commences with a shotgun start at noon.  The cost is $85 per golfer. For more information 
call (317) 852-7885.

EmbroidMe is presenting the Special Olympics Golf Scramble on September 18 at Quail Creek 
Golf Course, 7591 Quail Creek Trace Dr., Pittsboro. Registration begins at 11:30 a.m.  with a 
shotgun start at 1 p.m. The cost is $80 per golfer and foursomes are encouraged. Fee includes cart, 
golf, food and prizes. For more information call (317) 272-0694.
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2680 East Main Street, Suite 210 • Plainfield, IN 46168
(317) 837-6060 local • (866) 650-7070 toll-free • (866) 994-7070 fax

karl@z-success.com • www.z-success.com

Senior Apartments and Assisted Living Communities
The Way Retirement Living Is Meant To Be!

We’ve been taking care of seniors 
in Hendricks County since 1986!PlanneR oF notePlanner of Note

14 - Danville Chamber of Com-
merce (members’ meeting): 
Wednesday, September 14, 11: 
30 a.m. at Hendricks County 4-H 
Fairgrounds and Conference Com-
plex, 1900 E. Main St., Danville. 
For more information call (317) 
745-0670

15 - Plainfield Chamber of Com-
merce (members’ meeting): 
Thursday, September 15, 7:30 a.m. 
at Plainfield Recreation & Aquatics 
Center, 651 Vestal Rd., Plainfield.  
For more information call (317) 
839-3800

21 - Brownsburg Chamber of 
Commerce (members’ meet-
ing): Wednesday, September 21, 
11:15 a.m. at the Brownsburg 
Fire Territory, 470 E. Northfield Dr., 
Brownsburg. For more information 
call (317) 852-7885

27 - Avon Chamber of Commerce 
(members’ meeting): Tuesday, Sep-
tember 27, 11:30 a.m. at Prest-
wick Country Club, 5197 Fairway 
Dr., Avon.  For more information, 
call (317) 272-4333

 30 - Westside Chamber of Com-
merce (members’ meeting): Friday, 
September 30, 8:30 a.m. at 
Candlewood Suites, 5250 W. Brad-
bury St., Indianapolis. For more 
information, call (317) 247-5002.

Avon Chamber New Members

Auto Lab Complete Car 
David Kimack
10750 U.S. Hwy. 36
Avon, IN 46123
(317) 667-0211
 
Haunts of Hidden River, Inc. 
Jonathan Blake
P.O. Box 13
Brownsburg, IN 46112
 
Trine University School of Profes-
sional Studies 
Hanna Varys
550 E. Washington St.
Indianapolis, IN 46204
(317) 775-8410

Brownsburg Chamber New 
Members

Quest Commercial Real Estate 
LLC
6333 Oxbow Way
Indianapolis, IN 46220
(317) 251-0552

Singer Financial Group
480 E. Northfield Dr., Ste. 300
Brownsburg, IN 46112
(317) 852-9153

Brownsburg American Legion 
Post 331
636 E. Main St.
Brownsburg, IN 46112
(317) 852-3200

Advanced Interventional Pain
1411 S. Green St., Ste. 230
Brownsburg, IN 46112
(317) 641-5185

Vibrant Outdoors
3980 Perry Blvd.
Whitestown, IN 46075
(317) 947-8031

Sales Leads
Newly Incorporated businesses 
through August 10, 2011

317 Marketing
Julien C. Matic
1106 W. Lincoln St.
Danville, IN 46122

38th MP MWR/Unit Fund
Michael E. Thompson
353 Kinbrough Dr.
Greenwood, IN 46142

J. Gary Bischoff
642 E. Main St.
Brownsburg, IN 46112

Bousley-Hays Funeral Home
Jason Bousley
Karen Bousley
1310 E. Springhill
Terre Haute, IN 47802

Cadwell  Farms
Brett Cadwell
C/O Huntington National Bank
108 E. Main St.
Danville, IN 46122

Cordial Transportation Service
Etsubdink Shimelis Mulugeta
1375 Broyles Lane
Indianapolis, IN 46231

Thomas Davis, D.O.
8 N. Grant St.
Brownsburg, IN 46112

Dynamite Welding and  
Fabrication
Danny E. Williams, Jr.
1502 Butternut Lane
Indianapolis, IN 46234

eBay Enterprises
April Reed
4518 Redcliff South Lane
Plainfield, IN 46168

Hoosier Guitar Co.
Tanya Raines
733 N. S.R. 267
Avon, In 46123

Kimbrough’s Realty
Tamara Kimbrough
1415 Snead Circle
Avon, IN 46123

Maren Enterprise
Wayne Bankston
Rick Bradford
C/O Ryan Rash
Huntington Bank
1531 N. Green St.
Brownsburg, IN 46112

McIntyre Imaging
Richard McIntyre
55 Torrey Pine Dr.
Brownsburg, IN 46112

No Limit Technologies
Daniel Ambrose
7660 Jessica Lane
Avon, IN 46123

Priestown Ministries
Philip G. and Ramona F. Preston
1685 Cold Spring Dr.
Brownsburg, IN 46112

Spicer Home Improvement
Matthew Spicer
10933 Minuteman Ct.
Indianapolis, IN 46234

Staysniak Printing
Joseph Staysniak
C/O Ryan Rash
Huntington Bank
1531 N. Green St.
Brownsburg, IN 46112

Sunrise Cabinet Finishes
Ramsey L. Cooper
C/O Huntington National Bank
2110 Stafford Rd.
Plainfield, IN 46168

Taylor Enterprises
Chris Taylor
7358 Willowbrook Dr.
Avon, IN 46123

TNG Wireless
Debbie J. Snodgrass
Darren S. Snodgrass
P.O. Box 836
Plainfield, IN 46168

T-Squared Home Improvement  
and Repair
Matthew Theriault-Thompson
6687 Avalon Blvd.
Avon, IN 46123

Vendex Vending
Arttom Enterprises
Arthur Adams
C/O Tarra Birch
Huntington National Bank
2110 Stafford Rd.
Plainfield, IN 46168

SBA Guaranteed Loans

Boone County

S White Consulting, LLC
3350 Firethorn Dr.
Whitestown, IN 46075
$25,000
The Huntington National Bank

TBL Security Solutions, LLC
1533 Round Lake Ct.
Lebanon, IN 46052
$50,000
Farmers Bank Frankfort

Hamilton County

Esler’s Auto Repair, Inc.
350 Parkway Circle
Westfield, IN 46074
$1,027,300
Old National Bank

Excel Electric, Inc.
10476 Silver Ridge Circle
Fishers, IN 46038
$20,300
The Huntington National Bank

Kid Again, LLC
160 S. Peru St.
Cicero, IN 46034
$51,700
Farmers Bank Frankfort

Jeffrey A. Linderman, DDS, P.C.
82 6th St. S.E.
Carmel, IN 46032
$50,000
The Huntington National Bank

Linnea’s Lights, LLC
12358 Hancock St.
Carmel, IN 46032
$50,000
The Huntington National Bank

Medical Alert Service Dogs, LLC
4509 W. 131st St.
Westfield, IN 46074
$25,000
Chase Bank, N.A.

Paddack Wrecker Service, Inc.
18702 U.S. 31 N.
Westfield, IN 46074
$666,000
$100,000
Fifth Third Bank

Stonesmiths, Inc.
12244 S.R. 32 E.
Noblesville, IN 46060
$35,000
Star Financial Bank

Hancock County

Midwest Mole, Inc.
6814 W. 350 N.
Greenfield, IN 46140
$1,512,000
Premier Capital Corporation

Hendricks County

Excel Hospitality, LLC
500 W. Northfield Dr.
Brownsburg, IN 46112
$550,000
State Bank of Lizton

Kap Plumbing, LLC
1759 Woodstock Dr.
Brownsburg, IN 46112
$50,000
Chase Bank, N.A.

Michael Jackson Insurance, Inc.
209 E. Main St.
Brownsburg, IN 46112
$25,000
The Huntington National Bank

Lyons Fire and Safety, Inc.
4721 Crescent Ridge Dr.
Brownsburg, IN 46112
$48,100
Chase Bank, N.A.

Pick and Roll, LLC
7565 E. U.S. Hwy. 36
Avon, IN 46123
$282,500
First Capital Bank (First Colorado)
$360,000
Salin Bank & Trust Company

Johnson County

Americare Home Health  
Services
20 Circle Dr.
Franklin, IN 46131
$100,000
Fifth Third Bank

Madison County

Greenlyne, LLC
2701 Enterprise Dr., Ste. 2
Anderson, IN 46013
$10,000
Star Financial Bank

Hacienda Vieja Corporation
3033 W. U.S. Hwy. 36
Pendleton, IN 46064
$72,000
First Merchants Bank, N.A.

Marion County

#3371, Inc.
6901 W. 38th St.
Indianapolis, IN 46254
$535,000
Premier Capital Corporation

Beech Grove Firearms, Inc.
66 N. First St.
Beech Grove, IN 46107

$452,000
Indiana Statewide Cert. Dev. Corp.

Brick Paving of Indianapolis
5351 N. Tacoma Ave.
Indianapolis, IN 46220
$135,000
SCB Bank

Christy’s Canine Grooming
815 E. Thompson Rd.
Indianapolis, IN 46227
$5,000
The Huntington National Bank

Clad Coatings, LLC
2510 Roosevelt Ave.
Indianapolis, IN 46218
$50,000
Star Financial Bank

Collision Evolution, LLC
3414 E. Washington St.
Indianapolis, IN 46201
$50,000
First Financial Bank, N.A. (OH)

Commercial Glass, LLC
8847 Commercial Park Place St.
Indianapolis, IN 46268
$300,000
First Third Bank

Dodson Group, Inc.
201 N. Illinois St.
Indianapolis, IN 46204
$550,000
Indiana Business Bank

Envirosweep
5850 Churchman Rd.
Indianapolis, IN 46203
$360,900
First Financial Bank, N.A. (OH)

Escobar Construction, Inc.
7621 Crawfordsville Rd.
Indianapolis, IN 46214
$250,000
The Huntington National Bank

Estate Landscape  
Management, Inc.
7253 Merriam Rd.
Indianapolis, IN 46240
$25,000
The Huntington Na-
tional Bank

Heartland Distillers, 
LLC
9402 Uptown Dr.
Indianapolis, IN 46256
$150,000
First Federal Savings 
Bank

Indy Furniture Rentals 
and Sales
9460 Tanhurst Dr.
Indianapolis, IN 46250
$60,000
National Bank of 
Indianapolis

Indy MCSE, Inc.
6315 Burlington Ave.
Indianapolis, IN 46220
$10,000
The Huntington Na-
tional Bank

JCD
7626 Harbour Isle
Indianapolis, IN 46240
$10,000
The Huntington National Bank

Madhar Petroleum, Inc.
7130 Southeastern Ave.
Indianapolis, IN 46239
$637,500
Borrego Springs Bank, N.A.

Maruti Investments, LLC
7610 Old Trails Rd.
Indianapolis, IN 46219
$850,000
First Western SBLC, Inc.

Moja Properties, LLC
3414 E. Washington St.
Indianapolis, IN 46201
$628,100
First Financial Bank, N.A. (OH)

Picasso Lawn & Landscaping, LLC
5149 N. Keystone Ave.
Indianapolis, IN 46205
$300,000
$125,000
BMO Harris Bank, N.A.

P-M & Associates, Inc.
1203 E. St. Clair St.
Indianapolis, IN 46202
$358,000
Premier Capital Corporation

Vignesh Technological Solution
55 S. State Ave., Ste. 3
Indianapolis, IN 46201
$60,000
M&I Marshall & Ilsley Bank

VisionQuest Eyecare, P.C.
9650 E. Washington St.
Indianapolis, IN 46229
$181,300
Chase Bank, N.A.

Rogers Marketing & Printing 
25¢ COLOR COPIES! 8½ x 11, 60# white 
(317) 838-7203 • Avon, IN 46123 

PRINTING

Anexix Inc.
317-780-1982
316 Main St. Beech Grove, IN 46107 
jmagee@anexix.com

COMPUTER REPAIRS

Remax Select Realtors
Naomi Clifford, Broker Associate
48 N. Emerson Ave.
Greenwood, IN 46143
email: ndclifford@aol.com
317-432-6326

REALTORS

Allstate Insurance Co. 
The McBride Agency

locally at 317-852-SAVE (7283)
www.TheMcBrideAgency.com

INSURANCE

Diamond Collision, Inc.
Experts in Color Matching

317-272-6820
www.diamond-collision.com

AUTO REPAIR

Quality office cleaning
locally owned,
personalized service 10 yrs exp.
Call Blake 317-966-0100, or 
bsteele@indy.rr.com

OFFICE CLEANING

 Premier Light Industrial Facility
3.7 Acres, 20,000 SF Facility, Only years young

24 Foot ceilings in warehouse, 2 dock and 3 drive doors

REMAX CENTERSTONE • 3990 CLARKS CREEK ROAD • 839-4330

Great for contractor light industry
Or small logistics operation
 
Flexible price and terms
Below replacement cost.

BUD GREEN
626-5826

JULIA BERBERICH
502-1928

Retail Land in Plainfield 
3 sites from 1.87 to 8 ac 

Can be combined

Office Spaces
2- 600 SF professional spaces 

on Main Street 
Ready to rent 

$600 per month, NNN

1200 SF Office  
with 2 Private spaces 

located in Bellville 
Private restroom plus break area. 

Only $795 per mo.

Development Sites
1 to 10 acres 

Call for Details
1 Acre O ce Site - Plain eld

$159,900
1.5 AC Industrial Site - Plain eld

$195,900

 

 

3.7 Acres
20,000 SF Facility
Only years young

24 Foot Ceilings in 
Warehouse

2 dock doors
3 drive doors

Great for contractor 
light industry or? 

Small Logistics operation

Flexible price and terms
Below replacement cost.

Several years of RE tax 
abatements to be 

transferred to buyer

Will consider Sale, Lease, or ?

Premier Light Industrial Facility

SOLD

Retail Corner
1.4 Acre Retail Site at Moon Rd 

and Us 40
Fully Signalized intersection

All Utilities Included and 
Drainage in place

Across from new CVS
$399,900



west 317.217.2200    

eppleyPlasticsurgery.com

 Kids   
got you          
   down?  

taKe your own ‘time out’
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m

Scan our QR Code 
for this special offer.

* Savings may not be combined with other offers.   
   Offer expires 9/30/11.

Whether your kids are toddlers or teenagers, 
dr. Barry eppley can give you your pre-
baby body back with a tummy tuck and 
Breast augmentation.  Some might call it a 
‘Mommy Makeover’.  We call it YOU -  
better than ever.  

Call us today and find out how to get up to 
$1,000 in savings* toward your procedures 
this Fall - and be on your way to feeling 
beautifully confident again.

it’s time for your 
mommy maKeover.



Avon • 317.272.0467 | Brownsburg • 317.852.3134 | Mooresville • 317.834.4100 | Plainfield • 317.837.3640

Sandra Gammon, Avon Banking Center Manager  |  Shiela Taylor, Plainfield Banking Center Manager  |  Sharon Durham, Mooresville Banking Center Manager    
Janna Kruml, Brownsburg Banking Center Manager  

Serving Small Businesses
with Honesty & Integrity
Since 1893, we’ve served the needs of Hoosier businesses with honesty and 
integrity. Strong, stable and committed to the community, First Merchants 
has everything you need to help make running your company a smooth 
process. We offer a full lineup of business products and solutions, and 
you’ll find that our team of experienced financial professionals are talented 
advisors who are empowered to make decisions and deliver responsive, 
customized solutions that meet your needs. Serving customers throughout 
Central Indiana with a convenient banking center located near you, we invite 
you to experience the First Merchants difference today.

1.800.205.3464
www.firstmerchants.com


