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FROM THE PUBLISHERFrom the Publisher

Rick Myers
Founder and Publisher

The Business Leader cele-
brates its 7th anniversary this 
month and after our August 
Cover Party, which was held 
at the Crawley Business Cen-
ter, Danville, I received an 
email from Alice McColgin, 
president of the Hendricks 
County Community Founda-
tion. 

I want to share with you, 
in part, the email, which was 
not only addressed to me but 
to Les Mongel, president and 
CEO of State Bank of Lizton. 
As you know State Bank of 
Lizton has been our Cover 
Party Sponsor since 2009 and 
it has been an excellent partnership. 

McColgin’s email perfectly articulates what 
we have attempted to achieve over the past 
seven years with the Business Leader. Yes, we 
publish a print product but it has always been 
my goal that it is utilized as a way to connect 
businesses and the people who work for them 
as well – and the Cover Party is an extension 
of that – here it is:

………………………………………

Dear Rick and Les,

What a great model your two businesses 
have developed together! Last evening’s Cov-
er Party brought together over 100 commu-
nity leaders in a unique historic venue where 
we:

• celebrated Hendricks County Business 
Leader’s (HCBL) seventh anniversary and cov-
er stories about three outstanding business 
leaders 

• announced the name of the new president 
of the State Bank of Lizton (SBL) 

• introduced Hendricks County Community 

Foundation’s (HCCF) new ex-
ecutive director 

• recognized the new ex-
ecutive director of Leadership 
Hendricks County 

• witnessed a generous SBL 
contribution to the Kingsway 
Clinic 

• participated in an out-
standing opportunity to net-
work with a wide variety of 
business, nonprofit and gov-
ernment leaders 

Each time I attend one of 
your Cover Parties, I am re-
minded (as I should be) about 
the passion and dedication 
both of your businesses have 

around giving back in the communities where 
you do business.

 It was especially nice to have the opportu-
nity to officially introduce William to everyone 
as a part of your planned agenda. Can’t thank 
you enough for the much appreciated recog-
nition HCCF received from each of you at the 
cover party and throughout the years. 

………………………………………

I can’t tell you what McColgin’s email means 
to me. I remember vividly the launch party at 
the Chateau Thomas Winery on Aug. 25 2005, 
how hoarse my voice was; all of the hard work 
to get that first publication out –all great mem-
ories. It has been my pleasure, for seven years 
to be able to publish the stories of Hendricks 
County’s small- and medium-size businesses.  
Thanks to all of those who have worked with 
HCBL over the years, and, of course, our ad-
vertisers. Thank you, too, for being such loyal 
readers. The best is yet to come.

HCBL celebrates  
7-year anniversary

Rick Myers is publisher of the Hendricks County 
Business Leader. E-mail: rick@businessleader.bz
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“Success” It’s Worth Protecting!
With Mantooth Insurance Agency handling your 
commercial insurance program, you can take 
comfort knowing your business is protected.

 Wade Ralph

Brownsburg Branch Coming Soon!
1553 North Green Street

Jay Puckett, Regional Manager
317-341-1852

jpuckett@imcu.com
imcu.org

©2012 IU Health

We deliver an experience you’ll hold dear 
for years to come. 
Indiana University Health West Hospital not only provides an exceptional team, 
we make sure your birthing experience is the one you always imagined. 

We deliver more expert doctors and the comforts of home. That’s what you can expect at IU Health West Hospital. 
With three new obstetricians and a Riley Hospital for Children at IU Health pediatrician on site 24/7, our expert team 
is growing to meet all your needs. From pre-delivery through your big day and beyond, we are there for you through it 
all offering a beautiful maternity center built around your comfort. As you can see, your peace of mind means 
everything to us. Because you deserve it, we deliver it.

Learn more about our program at iuhealth.org/west/maternity
or fi nd a physician by calling 317.217.DOCS (3627)

To Advertise Monthly in the Business Leader

Call: (317) 451-4088.

Visit online: businessleader.bz
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President Obama, in a weak attempt to show 
the good that government does, really stepped 
in it this summer. As if the drought wasn’t dry 
enough, the President chose to tell a group of 
supporters that small business owners did not 
build “that.” He was trying to say that small 
businesses are prosperous, in part, because 
of the government-funded roads, markets 
and regulations that benefit the economy. Of 
course, the Romney campaign and supporters 
seized the moment and distorted it, but even 
if you give our “Leader of the Free World” con-
text, he made an error.

Even if you grant the Presidential pardon for 
trying to say that government creates a climate 
where business can thrive, you still have to ask 
yourself, “Who paid for that, Mr. President?” 
Government is nothing without tax dollars 
that come, in part, from small businesses 
and the free market consumers who choose 
to do business with them.

Scott Tibbs of the Hoosier Access blog at 
www.hoosieraccess.com, correctly writes 
that small business owners, you, me, we all 
paid taxes to build the roads and infrastructure that the Presi-
dent alluded to. So they did help build “that.” 

Second, if these government amenities are so helpful, then 
why doesn’t everyone have a small business that will make them 
a living wage? Can’t everyone bite from the Apple of Govern-
ment and have a successful business?

Thirdly, don’t we send those guys to D.C. to do this kind of 
work? Isn’t that what we want them to do? They act like our free 
market is a gift.

The fact of the matter is entrepreneurs work extremely hard 

and long hours to “build that.” They pay taxes 
and they do the rest of the necessary work that 
creates an economic engine of our economy. 
The Democratic Party may include raising tax-
es on small business owners in their platform if 
they want, but let’s not discount the work put 
in by the saving grace of our economy. Glass 
houses is an apt metaphor for those presiden-
tial remarks.

While you’re at it, both President Obama 
and Governor Romney could do us all a favor 
and talk about real reform and the future of 
our country instead of bad-mouthing business 
owners and each other. Outside money will take 
care of the negative, while the candidates could 
engage in debate over important issues like an 
overhaul of our bloated tax system, reduction 

in our national debt, the inevitable crash of 
Social Security, the corruption of money in 
politics, lowering healthcare costs, and get-
ting Betty White on Dancing with the Stars. 
(That was an attention check.)

As a country, we have some very hard de-
cisions to make over the next four years and 

we deserve a very complete understanding of what each candi-
date will champion. We’ve reached a point where the status quo 
isn’t getting it done. We must demand change from our leaders 
and then prepare for what may come. If we don’t, then we could 
be in some real trouble in 2016.

It won’t happen, but a patriot can dream.

Gus Pearcy
Columnist

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.

The danger of you didn’t build ‘that’

How Doug did it…

The List

EdITORIaL/OPInIOnEditorial/Opinion

QUOTE OF THE MONTH

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.
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There are many ways of  
going forward but only one 

way of standing still.  
~ Franklin Roosevelt

By Gus Pearcy 
Doug Esamann, president of Duke Energy 

Indiana has changed companies four times 
but never had to submit a resume

Drive past the Plainfield headquarters of 
Duke Energy Indiana operations and you’ll 
see some historical photos clinging to the 
windows. The photos depict the Century of 
Service that the former Public Service Indi-
ana has given to Indiana industry and resi-
dents. To the east of those images is the office 
of President of Duke Energy’s Indiana opera-
tions, Doug Esamann, a man whose roots are 
very near his desk.

“My mom still lives, literally, about four 
blocks down the street here on Simmons 
Street,” Esamann said from his Plainfield of-
fice. “I hung out here as a kid. I saw this build-
ing here, but never really knew what went on, 
although I knew a lot of people who worked 
here.”

The 1976 Plainfield High School gradu-
ate was looking for a job with his shiny new 
Bachelor’s degree from Indiana University in 
1979. He interviewed a few places but accept-
ed an accounting position at that mysterious 
building at the end of his street. As the years 
passed, Esamann advanced in Public Service 
Indiana and then PSI Energy where he was the 
tax manager.

Opportunity came during the 1994 merger 
to Cinergy when a friend strongly suggested 
that Esamann make a transition to corporate 
development. He did and immediately worked 
his way through various positions which in-
cluded senior VP positions, chief financial of-
ficer, and president of PSI Energy until 2004. 
He then went on to serve as Duke Energy’s 
VP of Strategy and Planning for the U.S. Fran-
chised Electric and Gas organization.

He returned as president of the Indiana op-
erations in late 2010 to oversee legislative and 
regulatory affairs and some cost overruns on 
the construction of the Edwardsport coal gas-
ification plant near Vincennes. He figured this 
is where he would eventually return to fin-
ish his career. This is home. His family, chil-
dren and grandchildren are nearby and there 
is plenty to keep him busy in Plainfield and 
around the state. But most of the Indiana elec-
trical utility’s history is busy.

It starts with a controversial figure in In-
dianapolis. Samuel Insull was an English im-
migrant who became Thomas Edison’s private 
secretary. He eventually helped Edison start 
General Electric. By 1912, Insull was in Chi-

cago where he had formed the electric utility 
Commonwealth Edison. He turned his busi-
ness acumen toward Indiana, formed a hold-
ing company called Middle West Utilities, 
and began acquiring electrical utilities and 
interurban rail lines. This turn-of-the-century 
transportation was the largest consumer of 
electricity. According to an article by the In-
diana Historical Society, Insull formed Inter-
state Public Service Company in the old Trac-
tion Terminal Building in Indianapolis. 

“What we learned from the Interurban 
was that central power plant,” Esamann said. 
“Well, people started saying, ‘If you can power 
the interurban, can you power my business?’ 
or ‘my home,’ and if you didn’t need all that 
power all the time, you could start supplying 
lights to a city or town at night.

“That created our current model,” he add-
ed, “that central station power plant, it’s more 
cost effective and efficient to build a big power 
plant somewhere and transmit that electric-
ity to businesses and communities across the 
state. That’s still the model today.”

The Stock Market Crash of 1929 ended In-
sull’s time with the company that had over-
extended itself purchasing smaller utilities 
around Indiana. With the interurban fading 
and the Depression stalling business, Public 
Service Indiana saw dwindling revenues and 
was forced into foreclosure.

Enter Robert Gallagher, a Chicago banker 
who was brought in to oversee the dissolu-
tion of the company, but once he understood 
the assets, he presented a plan to salvage the 
utilities. He reorganized them into the Public 
Service Company of Indiana and began focus-
ing on providing electricity to industry and 
homes. 

Post World War II were the boom years of 
Public Service Indiana. The company grew 
fast providing electricity to a majority of In-
diana. In 1951, the company moved its head-
quarters from Indianapolis to Plainfield. 

Then in the 1980s, PSI announced plans to 
build a nuclear generation station to be named 
Marble Hill. Because of the partial meltdown 
at Three Mile Island nuclear plant in Pennsyl-
vania and more public scrutiny of nuclear reg-
ulations, the plan was doomed almost before 
it started. End result, PSI lost $2 billion before 
abandoning the plant plans.

It was Esamann’s first few years of employ-
ment and many of his coworkers bailed on 
what they thought was a sinking ship. The 
stock dipped from $25 to $7, and finally, PSI 

had to go with hat in hand to get permission to 
raise utility rates for four years to pay for the 
loss and restore the balance sheet.

James Rodgers became the company’s lead-
er in 1989. During this time, the company 
redubbed itself PSI Energy in an attempt to 
clear away ill will, but by 1994, the financial 
jig was up and the company was a merger tar-
get. Then in an attempt to thwart a takeover 
attempt by Indianapolis Power & Light, PSI 
Energy merged with Cincinnati Gas & Electric 
Company to form CINergy.

Duke Energy, a North Carolina based utili-
ty, showed up to buy Cinergy in 2006. It is now 
the largest utility in the United States. The 
same James Rodgers is leading the mega-util-
ity that serves 7.1 million customers and has 
more electrical-generating capabilities of any 
utility and a whopping $50 billion market cap.

Esamann said these changes benefit cus-
tomers. In part, because of the old economies 
of scale theory that keeps down costs and gen-
erates a standardized way of doing things that 
helps Indiana customers in the long run.

“And another part of that is because you’re 
a big buyer, it’s kind of the Wal-Mart theory 
because you’re a big buyer, you’re generally 
going to get better pricing,” Esamann said. “If 
I’m a small utility and I’m buying 100 65-foot 
poles, I’m going to get a price for that, but if 
I’m Duke Energy, and I’m buying 10,000 65-
foot poles, I get a better deal.”

This is nothing new. Esamman says that 
all these mergers are an integral part of that 
history. It also was an integral part of his rise 
to the division presidency and has given this 
Plainfield native a chance to grow in ways he 
could never imagine. His proudest accom-
plishment is maintaining a presence in Indi-
ana.

“We provide almost $2 million a year in 
foundation funding for different commu-
nities,” he said. “Through all the mergers, 
through name changes, through whatever, 
we still have a priority of making sure we stay 
connected to our states, our cities, and our 
communities that we serve.”

Later this month, Duke Energy will hold 
a festival for employees and, to celebrate the 
100th anniversary, they will open a 25-year-
old time capsule. In all, Esamann has been 
with the utility for exactly one third of the 100 
years it has been serving the community. He 
likely will remember many of the items in that 
capsule.

What’s the best advice you ever 
received? Believe in people.

Worst advice you ever received:     
Don’t get too good at what you do.

Best business decision you ever 
made: To hedge some large 
trading positions that would have 
cost the company hundreds of 
millions of dollars.

In five years, I want…  to look 
back with pride on a meaningful 
career while enjoying the next 
chapter in my life.

My secret to success:       
Accountability.

www.statebankoflizton.com | 866.348.4675

Milestones are our specialty.

Duke Energy Indiana
1000 East Main Stree
Plainfield, IN 46168

(800) 343-3525

Five movies that have had an 
influence on Doug’s life:

n Wizard of Oz

n Brian’s Song

n  One Flew Over the 
Cuckoo’s Nest

n The Big Chill

n The Family Stone 

“We’ve reached a point 
where the status quo  
isn’t getting it done.” 

Duke and the Plainfield man
Duke celebrates 100-year anniversary this month and Plainfield’s Doug Esamann,  
president of Duke Energy Indiana, has been part of the company’s many changes.

“Through all the mergers, 
through name changes, 

through whatever, we still 
have a priority of making 
sure we stay connected to 

our states, our cities, and our 
communities that we serve.”

‘403’

It was a beautiful blue-sky day in Central Indiana 
that September morn.  All across the country real-
ly. The sun was shining.  Kids were at school. People 
were at work. It was a day which could easily entice 
one into thinking that all was right in the world.  And 
for we lucky few who called this great nation “home”, 
well, we could count on prosperity and security for-
ever. 

That world no longer exists. But we lucky few still 
do. We faced great danger that September morn. 
Physical danger and other dangers that we had yet 
to fully understand. That day, many fell victim for no 
other reason than that they were Americans.  

They were free.  They were pursuing lives that mur-
derous others could only dream about.  Destroyers 
that were mercilessly envious of that freedom. 

Others fell that day. And their sacrifice was all the 
greater. Greater because unlike the murder victims 
in the towers or on the planes, these few, these 403 
knew the danger and ran toward it.  They embraced 
the danger. They marked “paid” to others’ safety at the 
expense of their own. They paid the ultimate price.*  

And now We remain. We lucky few. And We owe 
them. We owe those who died. 

We owe them lives of ambition, and productivity 
and success. We owe them love for our families and 
our communities and our Nation. We owe them to 
never succumb to the fears spawned on that day. 

We owe them to never forget. We owe them to nev-
er surrender.   

*On September 11, 2001 a total of 343 firefighters and para-
medics, 37 Port Authority Police and 23 New York Police De-
partment officers died pursuing the safety of others.

Submitted Photo

Doug Esamann, president of  
Duke Energy Indiana
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Support local causes 
special to you.

Invest in your 
community forever.

Y O U R  G I F T  O P E N S  D O O R S  F O R

HENDRICKS 
COUNTY

Encouraging Our Youth
A grant from the Community Foundation and a donation from a friend 
created the Hendricks Helping Hands (H3O) Youth Council. Youth Council 
members from throughout the county are learning how to give back to 
their community. Their first grant went to Handicapable Camp, 
a camp for adults with disabilities. 

The Community Foundation opens the door for you to: 

Learn more and donate at www.hendrickscountycf.org or call 317.268.6240.

RECYCLE.RETHINK. REWARD.

Chances are the older refrigerator or freezer in your 
basement or garage is running up your utility bill by an 
average of $150 a year. Recycle it, reduce your energy use 
and keep harmful materials out of land� lls. We’ll pick it up 
and you’ll pick up $35.

For a FREE pickup call 1-877-395-5535 or visit  
www.powermoves.com.

Refrigerators and freezers must be in working condition, and must be between 10 and 30 cubic feet 
in size, using inside measurements. Wabash Valley Power Association (WVPA) contracts with JACO 
Environmental, an appliance recycler, to pick up and recycle refrigerators and freezers that are in 
working condition. This program is funded by WVPA and is available to residential electric customers 
in Hendricks Power Cooperative territory on a � rst-come, � rst-served basis until funding is expended. 
Customers must own the unit(s) being recycled. Limit two units per residential address. A check will 
be mailed to participants within 4-6 weeks after the appliance collection. Some restrictions apply.

SAVE UP TO

$150/YR 
IN ENERGY COSTS

 GET

$35  

Less than an inch. The difference 

between off and on. For you, there 

is no in-between. Just today’s 

deals and deadlines. Clients to 

email and copies to make. You 

don’t think about all that goes on 

behind that switch. Because we do.

Trish and Gary Radford opened Cherish Jewelers in 
Avon, in August. Trish says their goal is to have some-
thing for everyone. “We feel you are never too young or 
too old to love jewelry,” she says. “Here at Cherish Jewel-
ers we aim to please and think it is time to be cherished!” 
Here, Trish elaborates more about Cherish Jewelers:  

Why did you open this business? 
We opened Cherish Jewelers because of the love of jew-

elry and Avon. Gary has been in the jewelry industry for 
over 30 years and has been asked to travel extensively for 
his knowledge of the business. I came on board about 10 
years ago, learning the behind the scenes of the business. 
When I finally moved here from southern Indiana about 3 
years ago and no longer was using my hairdresser, interior 
design, real estate and artistic skills, I said “Lets open a 
jewelry store, Gary!” On deciding not to move or to travel 
anymore Gary said,  “Let’s do it! You are itching to design 
something. I love Avon and don’t want to move.”

What did you do to prepare for opening your busi-
ness? After much research for locations and being asked 
to locate several different places, we both knew we want-
ed to stay in Hendricks County. 
The people here seem so nice and 
sincere and with Gary being from 
even farther south than I, we like 
the feel here, and it gives us truly a 
sense of home and welcome.

 Who is your ideal customer/
client? Once we decided to open 
Cherish Jewelers, it wasn’t hard to 
get started at all. With our access 
to jewelry and Gary’s background 

to the industry, we started designing and buying. We did 
have to delay how soon we were going to open because 
of our annual trip to Las Vegas for the JCK jewelry show. 
This time it wasn’t me just shopping for myself, it was both 
of us picking out the latest jewelry for everyone. Our pick 
of jewelry was colored diamonds, silver, rose gold, colored 
stones, top quality engagement rings, Pandora, eco drive 
Citizen watches, mountings, tungsten, cobalt, titanium, 
ceramic wedding bands and beautiful loose diamonds. 

 How do you plan to be successful? Our goal is to have 
something for everyone; we feel you are never too young 
or too old to love jewelry! We have taken the approach 
that everyone deserves a jewelry store they feel comfort-
able coming into, sitting down with the staff and talking 
to them about their jewelry needs. We will measure our 
success when we know we have pleased everyone. The 
name Cherish Jewelers comes from the heart and we want 
our customers to know that and that is why our motto 
is “Cherish the Moment.” We want to help you celebrate 
those special moments: an engagement, birthday, gradu-
ation, mother’s and father’s day, new baby, grandparents, 

holiday, and friendship, whatever 
it might be. 

 What would we be surprised 
to learn about you or your com-
pany? People might be surprised 
to find out we have an in-house 
jeweler. We have the ability to do 
everything from replacing a watch 
battery to doing custom work. We 
also have access to ordering jew-
elry we do not have in stock.

The Radfords open jewelry shop 
in Avon and ‘aim to please’

From left, Trish and Gary Radford are ready for businessCompiled by Rick Myers

Photo by Rick Myers

OPEn 4 BUSInESSOpen 4 Business
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We get all the
attention we need.

The Franciscan St. Francis Health Plainfi eld Health Center offers easy access to a wide range of medical 
services for you and your family. You can take comfort knowing it’s all right here in your neighborhood.

Family Medicine • Physical Therapy 
Imaging/Mammography • Laboratory
Podiatry • Sports Medicine

Please call (317) 837-4700 for more information.
Plainfield Health Center

BUSInESS OF THE MOnTHPlainfield Chamber Business of the Month

Serving as the Official Healthcare Partner 
of the Plainfield Parks and Recreation Depart-
ment/Recreation & Aquatic Center-Splash Is-
land, IU Health West Hospital has been cho-
sen as the Plainfield Chamber Business of the 
Month for August.  

IU Health West Hospital offers a full spec-
trum of healthcare services, including: 24/7 
emergency department, women’s center, cancer 
center, maternity center, medical/surgical/ICU-

PCU units, pediatrics, surgical services, reha-
bilitation services, back & neck center, breast 
care & research center, sleep disorders center, 
diagnostic imaging and laboratory services. The 
hospital environment offers a nationally-recog-
nized, award winning design housing all private 
patient rooms, room service-style menu, free 
Wi-Fi capability, restaurant-style Garden Café 
and free surface parking and valet services.

IU West is August BOM

From left, (at the award presentation) Bob Milligan, Plainfield Chamber Board President along 
with IU Health West staff members Ericka Bethel, Marketing & Communications; Wendy Lalone, 
Executive Director of Ambulatory Services; Judy Coleman, COO & CFO; Lisa Sparks, Vice Presi-
dent of Clinical Excellence; Paul Ivkovich, Vice President of Operations; Mary Myers, Chief Nurse 
Executive; Lana Funkhouser, Vice President of Human Resources; Matt Bailey, President & CEO; 
and Brad DuBois, Plainfield Chamber Executive Director.

Submitted Photo

BUSInESS BRIEFSBusiness Briefs

Pediatrician Stacy 
Williams, M.D., has 
joined the medical staff 
at Danville Pediatrics. 
Dr. Williams complet-
ed her medical degree 
and residency training 
at the Indiana Univer-
sity School of Medi-
cine; she is board-eli-
gible in pediatrics. Dr. 
Williams is a member 
of the American Acad-
emy of Pediatrics and 
the American Medical Association. She resides 
in Hendricks County with her husband, Brian, 
and daughter, Claire.

Williams joins  
Danville Pediatrics

BUSInESS BRIEFBusiness Brief

Hendricks Regional Health has 
added two new physicians to its hos-
pitalist program. Hospitalists are 
doctors who specialize in the care of 
hospitalized patients. 

Thomas A. (Tony) GiaQuinta, 
M.D., has joined the Hendricks Re-
gional Health Pediatric Hospitalist 
group. Dr. Giaquinta is a graduate 
of Wabash College and the Indiana 
University School of Medicine; he 
completed his residency at Monroe Carrell Jr. Children’s Hos-
pital at Vanderbilt Uni-
versity. A member of the 
American Academy of Pe-
diatrics, Dr. GiaQuinta is 
board-eligible in pediat-
rics. He will treat the hos-

pital’s youngest inpatients, from newborns in the Childbirth 
Center to teenagers in the pediatrics unit.

Samir Ginde, M.D., has joined the Adult Hospitalist group at 
Hendricks Regional Health. Dr. Ginde received his bachelor of 
science degree in biology from Tufts University, followed by a 
masters degree in nutrition from Columbia University. He com-
pleted medical school at Ross University School of Medicine 
and his residency training with the St. Vincent Family Medi-
cine Residency Program, concentrating in the area of hospitalist 
medicine. Dr. Ginde is certified in advanced cardiac life support. 
He is a board member of the Indiana Academy of Family Physi-
cians and a member of the Indiana Medical Society. 

New hospitalists join HRH

Stacy Williams, M.D. 
is ready to accept 

new patients

Hendricks Regional 
Health Medical group 
is announces the open-
ing of Hendricks Re-
gional Health Bain-
bridge, a new family 
medical practice. Pri-
mary care physician, 
Joyce A. Heald, M.D., 
will be the first physi-
cian in the practice. 
Dr. Heald is a graduate 
of Indiana University 
School of Medicine and completed residencies 
in emergency medicine at Butterworth Hospi-
tal in Grand Rapids, Michigan and family medi-
cine at Michigan State University Kalamazoo 
Center for Medical Studies. Dr. Heald, original-
ly from Plainfield, IN, has practiced medicine in 
northern Indiana for the past several years; she 
is board-certified in family medicine.

Heald at new practice 
in Bainbridge

Joyce A. Heald, 
M.D.

Bankers on the move
Jennifer Dawson has joined State Bank of 

Lizton as Assistant Vice President, Human 
Resources Director. She has eighteen years of 
experience, with an extensive background in 
employment law, strategic planning, benefits, 
compensation management, recruiting, orga-
nizational development and training. She cur-
rently serves as the Board Chair of Susie’s Place, 
The Hendricks County Child Advocacy Center; 
and is actively involved in the United Way of 
Central Indiana, Hendricks County and Lead-
ership Hendricks County. 

Samir Ginde, M.D.

Thomas A. (Tony) 
GiaQuinta, M.D.

Chamber Fair 
September 12

The Danville Chamber of Commerce will 
hold its first-ever Chamber Fair, Wednesday, 
Sept. 12, 2-6 p.m., at the Hendricks County 4-H 
Complex and Conference Center, 1900 E. Main 
St., Danville. For more information or to re-
serve a table, contact dorothy@danvillecham-
ber.org or (317) 754-0670.
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THE PERSOnaL TOUCHThe Personal Touch

The new client needed a bro-
chure. After discussing his ob-
jectives, he handed me a bro-
chure and said, “Everything is 
in here.” 

“So you want me to convey 
the same basic messages?”

 “No. I want you to use what’s 
there. It says exactly what I want 
us to say.”

“You want me to use these 
exact words?” He nodded, and 
I took a deep breath. “You do 
realize that this is another com-
pany’s brochure?” 

He nodded. “They’re a great 
company. I love their products. 
In fact, I’ve been modeling our 
company on what they do.”

“But you can’t copy their words.”
“Why not?”
Every word of that story is true. And it wasn’t 

the only conversation like that I’ve had. Each 
time, I’ve shared the legal consequences of vio-
lating someone else’s copyright.

Now, I’m not an attorney, so what I’m dis-
cussing here does not constitute legal advice. 
But if you think it’s acceptable to use another 
company’s materials, you’d better have a good 
lawyer.

Sometimes, companies lift items from other 
companies’ publications and drop them into 
their own. They include a credit line, so that’s 
not copyright infringement, is it? 

Actually, it is. If you reprint something with-
out getting the copyright owner’s permission, 
you’ve broken the law, even if you cite the 
source. You’ve taken somebody else’s property 
and used it without asking. It’s like driving their 
car to Cleveland without their permission. 

Copyright laws are based on the simple ethi-
cal concept that it isn’t right to take something 

that belongs to somebody else 
without compensation or per-
mission. And the law says that 
a story or Web content is just 
as much someone’s property as 
his car.

 Most infringement results 
from ignorance of the law, or 
it’s a misunderstanding of a 
murky concept called “fair use” 
from the academic world.

 If you were writing an arti-
cle and wanted to share a con-
cept I’ve mentioned here, you 
could quote me by reprinting a 
sentence or two under fair use. 
But if you reprint this entire ar-
ticle without asking, or claim a 

paragraph of it as your own, you’re violating the 
law. 

So what do you do if someone else has al-
ready found the perfect words to describe what 
you want to convey? One option is simple and 
polite: ask for permission. Most people will be 
happy to give you the okay. The author might 
request a payment to allow you to use the con-
tent. That’s called licensing.

Or you could develop words of your own us-
ing the other piece as inspiration. Just be sure 
that it’s different enough that nobody would 
conclude that yours is a copy. 

You may get away with copyright infringe-
ment, and you may also get away with robbing a 
bank. Both are examples of stealing something 
that belongs to somebody else, and both carry 
hefty penalties. It boils down to simple moral-
ity: if you wouldn’t steal something from an-
other person’s home or business, you shouldn’t 
steal his intellectual property, either. 

Scott Flood
Columnist

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

When copying crosses the line

MOnEY MaTTERSMoney Matters

Jeff Binkley
Columnist

Jeff Binkley is the Founder and Managing Director  
of Binkley Wealth Management Group. He can 
be reached at Jeff@thebinkleygroup.com or  
(317) 697-1618.

The kids are back to school. 
The temperatures have begun 
to cool.  And we can look for-
ward to all those political ads 
really ramping up now.  Hooray!

One of the most perilous 
things a money manager can 
do is making his or her poli-
tics a matter of public record, 
especially as political passions 
proportionally increase the 
closer we get to Election Day.  
He is certain to displease one 
or more of his clients.  Another 
dangerous (and foolish) thing 
for a money manager to do is to 
make a prediction as to whom is 
going to win a political contest.    
Now I have often proved myself for a fool (just 
ask my wife).  But for this piece, I will do neither.   
I will however point out a fascinating bit of mar-
ket data that by the time this comes to press, if 
you are a market junkie like I am, you probably 
have already heard from one of the financial 
talking heads on one of the plethora of market 
news outlets online or via cable or satellite:  

Since 1948, the market has an outstanding 

history of predicting whether 
the president or his party gets 
to keep their jobs.

Sam Stovall, chief invest-
ment strategist for Standard & 
Poor’s Equity Research Servic-
es, wrote this in a recent S&P 
newsletter:

“The S&P 500’s price perfor-
mance during the three calen-
dar months leading up to the 
presidential election has been a 
good predictor of whether the 
president or his party would 
be re-elected or replaced. An 
S&P 500 price rise from July 31 
through October 31 tradition-
ally has predicted the reelec-

tion of the incumbent person or party, while 
a price decline during this period has pointed 
to a replacement. Since 1948, this election-
prognostication technique did an excellent job, 
in our view, recording an 88% accuracy rate in 
predicting the re-election of the party in power 
(it failed in 1968).”  Mr. Stoval went on to say:  
“Either we have a tremendous situation of being 
fooled by randomness or we have an interesting 

Ah, September

COaCH’S CORnERCoach’s Corner

There are four pillars of busi-
ness development and you need 
to know about them if you want 
to get more business and more 
income.

The first of the four is the 
most important and is founda-
tional to the other four. 

The first is Market. Who, 
specifically, is your market? Put 
another way, who is your ideal 
client? Once you are very clear 
on clients, the other four pillars 
are a piece of cake. 

The second is Message. 
What is your message, your 
unique selling proposition? The 
single most important question 
to be answered here 
is one I learned from 
Dan Kennedy. Why 
should I buy your 
(whatever) over any 
and all other avail-
able choices? I think 
you’ll agree, that is 
one powerful ques-
tion. Give it some 
good thought and 
treat it for the weight 
it holds.

The third is the 
Method of Delivery. How specifically will you 
get the word out? There are six main strategies 
for Method of Delivery, from most effective 
to least: Direct Contact and Follow-Up, Net-
working and Referral Building, Public Speak-
ing, Writing and Publicity, Promotional Events 
and Advertising. Now before you jump up and 

shout, “Jack, did you dis adver-
tising in the Business Leader?” 
The answer is absolutely not. If 
you only used advertising as a 
method of communication, you 
would certainly gain visibility; 
however, when you combine 
it with other marketing strate-
gies, you multiply the effect and 
begin to gain credibility to out-
reach which is direct contact.

The fourth pillar is your 
Process. What specifically do 
you do once contact has been 
made with a prospect (potential 
client)? You need to know how 
to handle both incoming (they 
contact you) and outgoing 

(you contact them). 
One of four things 
should happen. They 
set an appointment 
with you, you actually 
have the appointment 
and present what you 
can offer, you need 
to follow-up again at 
some future date or 
they give you a refer-
ral. This all should 
be a process that you 
and your team follow 

every time come rain or shine.
The result of having all four pillars firmly in 

place is assurance you will get more business 
and have greater income. 

4 pillars of business 
development

Jack Klemeyer
Columnist

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

nOW THaT WE’VE BEEn OPEnNow That We’ve Been Open

Compiled by 
Nicole Davis

To Advertise in the next issue of the Business Leader, call (317) 451-4088 today! 

Photo by Nicole Davis

Bakery operates on family, 
faith and fresh-baked food

Judy Sexton stands next to an arrangement  
of her baked goods.

Enjoy a beautiful autumn day with the 
Brownsburg Chamber of Commerce!

The 30th Annual Brownsburg 
Chamber of Commerce Golf Outing

will be held on � ursday, September 13th 
at West Chase Golf Club

4 Hollaway Blvd. in Brownsburg.

Lunch 11:00 a.m.
Shotgun Start 12:00 p.m.

 
Join us and support your 

Brownsburg Chamber of Commerce
 

PLAY • DONATE • SPONSOR • VOLUNTEER
 Visit www.brownsburg.com 

for more information and registration form.

Brownsburg Chamber of Commerce

Growing For a New Tomorrow
Greater Brownsburg Chamber of Commerce

stock market phe-
nomenon.”

An interesting ex-
pression that “fooled 
by randomness.”  
As a student of the 
markets for the last 
20+ years, I remain 
amazed at inves-
tors’ capacity to 
succumb to the per-
ceived power of that 
randomness.  I also 
caution myself daily 
in hopes for me to 
avoid the same.

Just in case this 
piece of market 
phenomena hap-
pens to be an ac-
curate predictor of 
the future… at least 
until it isn’t, I’d like 
to share with you a 
number.  No, not the latest Rasmussen poll or 
the RCP Polling Average or even a Zogby.  No, 
the number I want to share with you is 1379.32.  
That was the closing value of the S&P 500 on 
July 31, 2012.   

If you choose, you can watch all the upcom-
ing political coverage with abandon and glee.  

You can keep your-
self updated on ev-
ery new poll and 
be alternately frus-
trated or elated with 
the coverage your fa-
vored future leader 
is getting.  All while 
sacrificing quality 
time you could be 
spending on your 
business or with 
your family or sim-
ply reading a good 
book. 

Or you can just 
wait until market 
close, Monday, No-
vember 5th, take a 
look at the S&P 500 
and know with 88% 
accuracy what the 
morrow will hold.  

That is unless we 
have all fallen victim to yet another case of be-
ing fooled by randomness.  

The Hendricks County Community Founda-
tion announces the promotion of Eric Hessel to 
Program Administrator. 

Hessel is a 2005 graduate of Tri-West High 
School.  During that time he completed the 
Youth Leadership Hendricks County program 
and was an active volunteer for the Community 
Foundation.  After high school, he received his 
Bachelors Degree in Politics at New York Uni-
versity and is currently pursuing a Masters in 

Public Administration at IUPUI.  While in New 
York, Hessel worked as an art therapy facilita-
tor with Portraits of Hope, a national nonprofit. 
Hessel has been the Community Foundation’s 
intern for the past two years, through the Lilly 
Endowment’s statewide Community Founda-
tion intern program.  As Program Administra-
tor, Hessel will be responsible for directing and 
administering all aspects of the Community 
Foundation’s grants programs.  

HCCF announces Hessel as
new program administrator

BUSInESS BRIEFBusiness Brief

Bread Basket Café & Bakery oper-
ates on family, faith and fresh-baked 
food

Though she isn’t new to the area, 
Judy Sexton has a new location for 
Bread Basket Café & Bakery in Dan-
ville which she opened Oct. 5. She first 
started the business in Coatesville af-
ter being inspired from a Bible verse, 
John 6:51. She ran the small-town shop 
for six and a half years. Sexton moved 
to Danville more than two years ago 
in a small storefront. Outgrowing the 
space, Sexton says she is excited to 
have a larger, cozy house to create a re-
laxed environment.

“I really expected to stay very small,” 
Sexton says. “It’s grown a lot more 
than I anticipated. I love it.”

Bread Basket is decorated with art-
work from the Gallery on the Square 
in Danville. She says her business is 
unique in the fresh-baked foods they 
offer. She buys organic and local pro-
duce whenever possible, donating 
unsold items to local homeless minis-
tries.

Sexton runs the business with ap-
proximately 14 employees, including 
her two daughters and her grand-
daughter.

“I think family’s the greatest gift 
there is, and to be with them pretty 
much daily is pretty nice,” Sexton says.

What has been your biggest lesson so far?
You can’t predict people. You think you know 

how to go about operating a business and you 
learn that every day is different.

What would be one thing that could help 
your business?

Better parking facilities. The town opened 
some public parking nearby, so that was a big 

deciding factor of whether I could move in here 
or not.

What advice would you give someone start-
ing his/her own business?

Be patient. It takes time to build a business. 
Always plan for more time and money than you 
think it will require.

So, what do you think about your business’s 
future?

I’m just excited to be able to grow in a new 
location and the new possibilities we have, and 
meeting our new customers.
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Her nine grandchildren sold her on the 
idea. No, they didn’t make the suggestion 
(in fact, none of them had arrived yet), but 
the presenter captured her complete atten-
tion when he mentioned them. Discussing 
a new countywide leadership development 
program, he offered several reasons for par-
ticipation, including making sure that Hen-
dricks County would continue to be a great 
home for future generations. 
The former Tupperware saleswoman and 

mother of three completed her application 
for the inaugural Leadership Hendricks 
County class. When it ended, the young 
organization’s board was confident that they 
had a great program. And they were equally 
certain that one of the initial participants 
was destined to oversee it.
Suzanne Whicker became LHC’s execu-

tive director in 1994, and it’s hard to think 
of any other individual who has had such 
a profound impact upon the overall quality 
of life in Indiana’s second-fastest-growing 
county.
She has guided 387 adult participants 

(plus the current class of 24) through the 
year-long program. She also managed the 
introduction of two additional programs, 
Youth Leadership Hendricks County and 
Youth Encouraging Philanthropy, sharpen-
ing the leadership skills of 442 high school 
students.
You’ll find LHC’s graduates heading up 

local companies and non-profits, church 
councils and civic groups. Alumni serve on 
four of the county’s six school boards, on 
three different town councils, and in other 
elected and appointed positions, from pre-
cinct committeemen, to town managers and 

clerk-treasurers, to the County Council. 
They patrol our streets as police officers, 
save lives as firefighters, heal patients for 
healthcare providers, and serve our neigh-
bors in need. In its assessment of local 
challenges, United Way of Central Indiana 
noted, “Thanks to Leadership Hendricks 
County, the county is well-served by a pool 
of trained, committed community leaders.”
Those leaders have transformed bright 

ideas into powerful community assets. 
The Hendricks College Network? That 
grew from an idea expressed in the 2000 
LHC class. The Hendricks County Arts 
Council? It had its genesis in the 2004 
class. The county’s Food Pantry Coali-
tion? LHC 2006. The Dash for the Parks, 
TheyreOurKids.org, Born Learning Trails, 
Hendricks County In Focus, and the local 
SCORE office? All rooted in LHC retreats, 
when Suzanne assembled teams and chal-
lenged them to dream and accomplish great 
things.
LHC’s success has been the product of 

many factors sharing a common thread. 
There’s an active, involved board of directors 
(all trained by you-know-who). Financial 
support has come from a generous business 
community that has become accustomed to 
her smiling requests. And a long list of local 
leaders from schoolteachers to senators has 
shared knowledge with classes, responding 
to Suzanne’s friendly (but amazingly persis-
tent) invitations. 
Her own leadership skills have had an 

impact well beyond our county’s borders. 
As president of the Indiana Leadership 
Association, she strengthened that group’s 
programs and worked to bolster community 

leadership organizations throughout the 
state.
When Dave Whicker was elected Presi-

dent of the Hendricks County Commis-
sioners several years ago, Suzanne officially 
became the county’s “First Lady.” That 
only confirmed what those of us who have 
been fortunate enough to work with her 
have known all along. And we know that 
her legacy will continue to fuel Hendricks 
County long after those grandchildren of 
hers become our leaders.

Suzanne Whicker

By Scott Flood

Hendricks County got some challenging news recently. Suzanne “Mother” Whicker is retiring from her position as 
Executive Director of the Leadership Hendricks County program at the end of 2012. We all are so very happy when we 
see news of someone retiring from their position, and obviously we are all very pleased for Suzanne. 

I had the pleasure of meeting Suzanne in January 1999 as a member of the LHC class of 99. Best ever! “Mom” says that about 
every class she has worked with and it is true. Why? Because of the awesome 
lessons that “Mom” teaches in each monthly session for the year you are in the 

program. 

Those lessons and the friendships you enjoy go on for years to come. 
Here it is 13 years later, and my own list of friends and

acquaintances thanks to “Mom’s” influence is unbelievable to 
say the least. From that first day, I knew that this lady was 
one of a kind and I wanted to learn all I could from her,
because the day would come when she would retire and her 

talents would really be missed. 

Our class gave her the nickname “Mom” purely out of 
respect and admiration for her ability to make us work 
as a team, learn as a team, and be successful at what we 
do. This has held true for every year that Suzanne has 
been involved with LHC. We are losing one  dedicated 
individual who has been able to stretch a  24-hour day 
into 36 and 48 over and over again through her 
“part-time” gig. 

We owe her our lives, our peace of mind, and our 
ongoing success as residents of Hendricks County. I 

know “Mom” will be replaced by an excellent new 
Director. That person will have one heck of a pair of shoes 

to fill, as has been said so many times in history, but this 
one just might be one of the bigger challenges for us all. 

“Mom,” we all love you and will miss you – best of luck and
enjoy your retirement. You earned this benefit a long time ago! 

Look out, Dave, here she comes. Honey-do lists are 
being made as I write this note. 

 
Emory Lencke
Class of 1999

Hendricks County’s ‘First Lady’

Business Leader columnist Scott Flood is a 2002 Leader-
ship Hendricks County graduate and past president of 
the organization.
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Here’s the thing. Marketing 
to women isn’t complicated; it’s 
just different from marketing to 
men.  You can’t just slap the col-
or pink on something and wait 
for women to come rushing in 
to buy it. You actually have to 
understand how women want 
to be treated and then treat 
them that way.

Since its inception, market-
ing has been heavily domi-
nated by male-centric thinking 
and messaging. That may have 
been ok into the nineties, but 
in ensuing decades, it has only 
served to alienate women from 
many brands.

Why does marketing directly to women 
matter?

From a purely financial perspective, it makes 
sense to listen carefully. Women as a demo-
graphic are the largest group of decision mak-
ers in our economy. According to She-conomy.
com, women make 85 percent of all consumer 
purchases and over the next decade they will 
control two-thirds of consumer wealth in the 
United States. If you weren’t paying attention to 
women before, you should be now.

This isn’t about men versus women; it’s about 
understanding both sexes in order to better de-
liver the value they both need.  Clearly if women 
are making 85 percent of the purchases, they are 
purchasing for men as well as themselves.

What do women want?
Quite simply, women value relationships.  

They want to be treated like 
adults with brains. They pre-
fer to engage in a conversation 
instead of being lectured. They 
like to create relationships with 
people they do business with 
and they want to feel like they 
can recommend the businesses 
they use to their friends and 
colleagues.

This is a paradigm shift for 
many men who are typically 
more transactional. A good ex-
ample of this is frequently seen 
at business networking events. 
It is not unusual to be intro-
duced to a businessman and 
have him hand you his card 

within the first 15 seconds of meeting you. From 
his perspective, he is simply being efficient and 
courteous.  If he happens to hand out his busi-
ness card to people who have no interest in his 
goods or services, he thinks, “Maybe they’ll 
hand it someone else.”

Conversely, you may stand and have a con-
versation with a businesswoman for 15 min-
utes before she asks if she can give you her card. 
From her perspective, she doesn’t want to hand 
out her card to someone unless she wants to 
continue to build a relationship.  She’s being ef-
ficient and only handing her card to those with 
whom she wants to consider doing business.  

For many salespeople this is an uncomfort-
able place to be. In many cases they are trained 
to meet, greet and ask for the sale, all within 5 
minutes. Taking any longer means you might be 

missing out on the next sale.  
A simple example comes from a client I was 

meeting with one day. We were discussing the 
sales process he used when meeting with wom-
en and he said, “And then at the end I overcome 
all their objections.”  If you are a woman reading 
that, you just took a mental step backwards.  As 
a man, you may not have even noticed his faux 
pas.

Most women are looking for someone who 
will “answer their questions” not “overcome 
their objections”. They want to be an equal part-
ner in the conversation, not be subjected to a 
sales pitch. They also value sincerity and don’t 
like to be rushed.

How do I market to women?
Online or in person, understand that wom-

en want to be engaged and informed. They like 
having an opportunity to learn more about your 
product or services in a non-threatening and 
comfortable way.  

One of the best ways to engage women is to 
ask them relational questions. By this I do not 
mean talking to them about their kids (or yours) 
or assuming that they are a Soccer Mom or that 
they even have kids. Do not ask them when 
their husband will be joining them or in any way 
indicate that they are not the primary focus of 
your conversation.

Do try to “game” the system and take short-
cuts to establishing a relationship with women. 
You have to expend the time to build the rela-
tionship. One way to do that is to connect with 
women by supporting the causes they care 
about: education, health care and community. 
Above all, be sincere. Women can see through 

insincerity quickly and will walk away instead of 
confronting it.  

What’s the payoff?
If you connect with the right women, the re-

wards can be vast.  A woman who loves your 
product or service will tell her friends.  And be-
cause women value relationships so highly, they 
frequently have a lot of friends.  But you have 
understand that she puts her personal relation-
ships at risk to do this, so you need to acknowl-
edge and even reward her trust in you and your 
company.

Learn to market to women today and your 
business will prosper and thrive over the next 
few decades as women control more of this 
country’s wealth and continue to make a dispro-
portionate amount of the purchasing decisions.  
Even better, you may find that your products 
and services are improved by establishing these 
long-term customer relationships with women.  
That makes marketing to women a win for ev-
eryone.

PR Chick Jill Bode founded Designed Write Pub-
lic Relations in 1998. Working with recycled bubble 
gum, string and duct tape, she managed to craft a 
cutting-edge, custom PR consortium that works with 
clients all over the world. Rabid entrepreneurs fre-
quently stalk Jill for her knowledge of Word-of-Mouth 
Marketing.  In her free time she has pursued her 
non-profit volunteer passion, spending more than 
18 years working at the forefront of disaster response 
management.  She is a member of several elite Red 
Cross disaster teams, responding to some of the 
most memorable disasters our country has known. 
You can check out Jill’s soapbox at YourPRChick.
Wordpress.com or follow her Disaster Adventures at 
twitter.com/RedCrossPRChick.

Taking the mystery out of marketing to women

Jill Bode

Women in 
    Business

A special report on

GET YOUR FREE MOBILE BLUEPRINT
AT BOOMERANGMOBILE.INFO!

MOBILE MARKETING

HCPBWA Expo is Oct. 11
What are three things every small business leader needs to know?

1.  How to target female decision  
makers in your marketing

2. How to network productively
3.  How to generate sales and  

keep customers.

Gain insight from local experts at the Grow 
Your Business Expo, hosted by the Hendricks 
County Professional Business Women’s Asso-
ciation, on Thursday, Oct. 11, noon, at the Hen-
dricks County 4-H Conference Center, Dan-
ville. The featured speaker, Jennifer Holmes, 
will share how to market your business services 
and products to women decision-makers. Nikki 
Llewellyn will provide insight into strategic net-

working and Danny O’Malia will share tips from 
his years of sales experience. Don’t miss this op-
portunity to be a part of small business growth 
in central Indiana and to learn how to move 
your business to the next level. Sponsorship op-
portunities and booth space are still available. 
For more information, go to www.HCPBWA.
com or contact Jennifer McPeak at Jennifer@
danvillechirocenter.com or (317) 361-2050.

The Hendricks County Professional Business 
Women’s Association donates GYB Expo pro-
ceeds to fund a scholarship program to support 
women pursuing higher education in the busi-
ness field.
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Howard Hubler
“The Car Guy”

Howard Hubler is a partner with Hubler Express 
Collision/NAPA, and the owners of St. Augustine 
Toyota. He can be reached at hhubler@statoyota.
com

BUSInESS TaLkBusiness Talk

As a job creator, I frequently 
post job wanted ads in the pa-
per or on Monster.com and the 
like, seeking people looking for 
jobs in the $30K-$40K range. In-
terestingly enough, though, very 
few people show up. For example, 
let’s say I was looking for a clerical 
position, say in the $30,000 range 
that included healthcare. To the 
uninformed reader, he would 
think that 50 people would show 
up. Of those of you reading this, 
you know how many respondents 
will show up: 10, if we are lucky. 
Perhaps five of those responding 
approaching 99 weeks of unem-
ployment with benefits terminat-
ing.

Now again to the unin-
formed, one may think the 
government pays all of this 
unemployment benefit. 
Conversely, we know busi-
ness owners are charged to 
pay a tremendous share of 
it.  So what does that mean 
to me?  I need to look at say 20 candidates to try 
and find two or three people of quality for my em-

ployment opportunity.  However, 
if only 10 people show up, and 
only half of those are seriously in-
terested in being employed, then I 
am paying the state of Indiana by 
these additional unemployment 
benefit fees and making hiring of 
quality people even more difficult. 
There is a law in the universe that 
says if you reward activity, you get 
more of the same activity. If you 
reward people to be unemployed 
for 99 weeks, you will get more 
unemployed people for 99 weeks.

I just learned an interesting 
fact after doing some research; I 
assume it is true. If we, the small 
business owner, lose our business 

and go unemployed, we may 
not even qualify for unem-
ployment benefits, yet we 
have been paying into un-
employment benefit pools 
for as long as we have been 
in business: interesting.

If two people get laid off 
from their jobs this Friday, 

one will very likely have a job by the following 
Friday and the other may not find a job until 99 

weeks are up. I have been paying into unemploy-
ment benefit pools most of my professional life; 
I’m very blessed to have never been unemployed. 
I am very sympathetic to people who lose their 
jobs and, despite every attempt to regain one, 
cannot find another job. It would give some-
body a hopeless feeling. I am also sympathetic 
to small business men and women who put their 
economic life on the line every day and who pay 
more and more into increasing unemployment 
benefit pools only to find it harder and harder 
to hire good people in the $30K-$40K range. We 
are forced by the government to make finding 
these new hires all but impossible. Has it ever oc-
curred to anyone that when the government tries 
to make things right for everybody, it can some-
times cheat a citizen out of his own integrity and 
cheat small business people out of quality new 
hires?

I know a weight loss coach who likes to say, 
“No food taste as good as being at your ideal goal 
weight feels.” With that, I learned to say, “Gaming 
the system for more money never makes you feel 
as good with your additional dollars as does an 
honest paycheck on Friday.”

Connections: Unemployment 
and job applicants

“There is a law in the 
universe that says if you 
reward activity, you get 

more of the same activity.” 

Banking products and services are offered by KeyBank N.A. Member FDIC and Equal Housing Lender.

We design specific  
cash flow ideas for big time 
customers like you.
KeyBank understands cash flow is the lifeline of any size business.  
That’s why we’ll work with you to assess your cash inflows and outflows.  
Together we’ll uncover your needs, and then design a cash management  
solution that’s right for your business. You’re a big deal. It’s about time  
you had a bank that sees you that way.

Visit key.com/bigdeal to learn how we’ll make you a priority.

BUSInESS BRIEFBusiness Brief

For over 100 
years the State 
Bank of Lizton 
has proudly  
served its com-
munities’ bank-
ing needs. In 
that time span, 
there have been 
five presidents: 
Marion Bailey, 
George Huber, 
Marion Ginn, 
H. Matthew 
Ayers and Les-
lie “Les” Mon-
gell. 

On Thurs-
day, August 16, 2012, Michael L. Baker, will 
become the sixth president to lead the bank. 
Baker will succeed Les Mongell, who has been 
named chief executive officer in anticipation of 
his retirement in June 2013. 

Baker, with more than 25 years of banking ex-
perience, most recently served as Muncie and 
North Central Regions President at First Mer-
chants, a $4.5 billion bank. His region included 
25 banking centers in Delaware, Madison and 
Hamilton counties. He was also the founding 
president/CEO of Anderson Community Bank 
in 1994. A Ball State graduate, he earned his 
MBA from Butler University. 

Michael L. Baker joins 
State Bank of Lizton 

Michael L. Baker

Commercial Services

10 Hendricks and Boone
County locations!

866.348.4675
www.statebankoflizton.com

Member FDIC

Helping
Small 

Businesses
Succeed...

Every
Day!

Let one of our
lenders help you 
put together the

pieces of your puzzle!

I ENJOY DOING BUSINESS IN HENDRICKS COUNTY 
BECAUSE ... it’s a great place with great people.   

I UNWIND BY ... spending time with my family or playing music.

MY FIRST JOB ... was a Junior Docent at the Indianapolis Children’s 
Museum at age 8.

I KNEW I WANTED TO WORK IN ... the nonprofit arena eventually.

IF I COULD START MY CAREER OVER I WOULD ... change 
nothing.  I honor the path that led me to where I am now.

MY OFFICE IS ... new to me, and to the Community 
Foundation.  We just moved in July.

THE BIGGEST INFLUENCE ON MY CAREER IS ... my 
parents.  They instilled an ethic of giving back to the 
community.

MY HENDRICKS COUNTY BUSINESS MENTOR IS  ... my wife, 
Megan.  She’s the smartest person I know and the best sounding 
board ever.

I DEFINE LEADERSHIP AS ... working to realize a vision of a better 
future.

MY GREATEST BUSINESS REGRET IS ... I don’t believe in regrets.  I 
try to learn from mistakes and use the lessons to do better.

A BUSINESS LEADER IS ... someone who is willing to get in front of 
a cause that matters.

FROM A BUSINESS PERSPECTIVE, HENDRICKS COUNTY’S 
GREATEST ASSET IS ... Its people.

MY GREATEST PROFESSIONAL STRENGTH IS ... my sense of 
humor.

MY BUSINESS PHILOSOPHY IS ... work hard, live your passion, 
love those around you.

William Rhodehamel just recently became the Hendricks County Com-
munity Foundation’s third executive director. Rhodehamel has a diverse 
professional background including running his own horticultural business 
for 20 years, as well as working in the cemetery, aerospace and private 
club industries. His nonprofit experience is mostly on the volunteer side, 
where he’s been “deeply involved” in volunteer leadership in both national 
and local nonprofits. He and his wife, Megan, live in an 1846 Hendricks 
County farmhouse with their soon-to-be 16 year old son, Ben. “We’ve 
loved living in Hendricks County for the last 22 years and have both been 
lifelong Central Indiana residents,” he says. “I’ve been on the job for about 
a month now and have been very impressed with the focus, dedication 
and commitment to the community of our volunteer leadership. I look 
forward to working with everyone to make Hendricks County a better 
place by realizing the Community Foundation’s goal of “connecting caring 
people with causes that matter.” Here, we learn a little more about Wil-
liam Rhodehamel:

OF THE MONTH
August 2012

Compiled by Rick Myers

MeetWILLIAM
 RHODEHAMEL
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BUSInESS BRIEFSBusiness Briefs
Somerset CPAs announces the re-

cent promotions of three individuals to 
principal.

Howard Cox of Somerset’s Business 
Advisory and Entrepreneurial Services 
Team has been promoted to principal.  
He started his career with a Big Four 
firm in 1983 and then established his 
own practice in 1987.  Howard then 
merged his independent CPA firm into 
Somerset in December of 2001.  Dur-
ing 2006 and 2007, he gained experi-
ence as the Director of Operations for 
a large real estate developer.  In 2008, 
Howard was recognized as a Business 
Consulting Super CPA by the Indiana 
CPA Society.  He graduated with high 
distinction from Indiana University in 
1983 with a B.S. degree.  In addition to 
being a Certified Public Accountant, 
Howard is also a Certified Manage-
ment Accountant and a Certified In-
ternal Auditor.  He is a member of the 
Indiana CPA Society and the World 
Speakers Association. 

Chris Mayfield of Somerset’s A/E 
Team has been promoted to principal. 
He joined Somerset in 2001 with over 
12 years of experience in the private 
sector including experience as the con-
troller for an engineering firm.  Chris 
effectively applies this experience to 
help clients make financial and op-
erating decisions.  He has experience 
with INDOT and FARs overhead rate 
audits.  Chris earned his B.S. degree in account-
ing from the Indiana University Kelley School of 
Business.  He is on the Board of Directors of the 
American Council of Engineering Companies 
Indiana.  In 2007, Chris received the Sagamore 

of ACEC Indiana Award, which is 
awarded annually to a person who has 
helped elevate the engineering profes-
sion, created goodwill toward ACEC 
or the profession, advanced the cause 
of engineers and their issues and is 
not a practicing engineer.  He is Som-
erset’s team leader for the Rebuilding 
Together Indiana annual event.  Chris 
is a member in good standing with 
the American Institute of Architects, 
American Institute of CPAs and Indi-
ana CPA Society.  

 Dan Dickerson of Somerset’s Real 
Estate Team has been promoted to 
principal. He has several years of 
public accounting experience with a 
special concentration in strategic tax 
planning and compliance for agri-
culture, real estate and construction 
businesses. Dan’s experience includes 
consulting on business entity struc-
ture and formation, business succes-
sion and estate planning, real estate 
return on investment analysis, cash 
flow planning and cost segregation 
studies.  He has extensive knowledge 
related to tax strategies regarding 
partnerships, LLCs, S corporations 
and individuals.  Dan spends most of 
his time with commercial and residen-
tial developers, farmers, Ag-business, 
general contractors, home builders, 
subcontractors, property managers, 
real estate brokers and real estate in-

vestors.  He graduated from Indiana University 
in 1991 where he received his B.S. in accounting.  
Dan is a member of the Indiana CPA Society and 
the American Institute of CPAs.  

Somerset CPAs promotions

Howard Cox

Chris Mayfield

Dan Dickerson

Local Brownsburg residents will soon see 
construction on a new Indiana Members Cred-
it Union branch.  The project, located at 1553 

North Green Street, will become IMCU’s 24th 
location in Central Indiana.  IMCU expects to 
open the branch in early 2013.  

From left, Jay Puckett, Regional Manager, IMCU and Mike Miller, VP of Operations, IMCU, breaking 
ground on IMCU’s Brownsburg Branch to be located at 1553 North Green Street, Brownsburg, IN.  

IMCU breaks ground 
in Brownsburg
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SCEnES FROM a COVER PaRTYScenes from a Cover Party GROWInG SMaLL BUSInESSGrowing Small Business

American Mold is experiencing current sales 
up 118% over last year.  Partner Bill Nicoll attri-
butes the fast growth to bringing the consumer 
what they want in mold removal (a quick & safe 
process.) 

Last year, this the company had 8 employees 
and now operates with 20. New additions in-
clude a Production Facilitator (Braden Road-
ruck, who is a 2011 Purdue graduate in Project 
Management) and three new Certified Mold 
Inspectors (Thomas Brentlinger, David Gor-
sage, and Bay Purnell) to handle the volume of 
new inquiries, inspections and mold testing.  

So you have decided that 
business ownership is some-
thing you want to pursue.   If 
you have decided that buying 
an existing business is the di-
rection you want to choose, 
here are the steps to accomplish 
that objective. 

• Determine the right type 
of business 

This initial step takes self 
analysis regarding your abilities 
and goals.  What is your skill set 
– selling, operations, finance?  
Of course, as a business owner 
you will be wearing many hats, 
but certain businesses will re-
quire specific skill sets of 
their owners.  For exam-
ple, if a particular business 
requires the owner to be 
heavily involved in sales 
and that’s not your forte, 
maybe it’s not a fit for you.  

• Determine your in-
vestment level

Businesses are typically priced for sale based 
on a multiple of the earnings they are generat-
ing.   An accountant qualified in business valu-
ations should be able to assist you with this cal-
culation.  Remember, the earnings the business 
produces not only provides your income, but it 
also needs to provide for debt service if you are 
financing the purchase.

• Focus your search 
As you can guess, most busi-

ness owners don’t publically an-
nounce that their business is for 
sale.  These days the newspaper 
classifieds have been replaced 
by websites listing the business-
es.   An example would be www.
bizbuysell.com. 

Networking with small busi-
ness accountants, attorneys, 
and business coaches is an ex-
cellent way to connect with 
business owners who are plan-
ning their exit strategy. 

• Investigate the business
Three years of P&Ls and bal-

ance sheets are useful to 
see a breakdown of the fi-
nancial health as well as the 
cash flow the business is 
generating.  However, make 
sure that tax returns ac-
company these documents 
to insure that the numbers 

are valid.   If the seller is not willing to share 
these, look for another business opportunity.  

This is the time to ask the owner questions 
about his operation.  Inquire about all facets of 
the business that he is willing to discuss.   

• Negotiate the LOI
Very much like a real estate transaction, the 

prospective buyer makes an offer on the pur-
chase of the business detailing the price they are 

willing to pay, the terms, what’s included and 
what’s not included.  Be prepared to enlist the 
services of an attorney at this point.

• Due diligence
After the LOI is acceptable to both parties, 

the buyer has the opportunity to conduct his 
due diligence which means he has access to the 
seller’s books and financial records.  If you do 
not have an accounting background or are not 
strong with financials, I would strongly suggest 
enlisting an accountant to verify the numbers.   

• Financing
If the buyer will be utilizing a bank or third 

party for financing, now will be the time to ap-
ply for the funds.  Be prepared to present a well 
thought out business plan, resume, and person-
al financial statements.  

• Closing the deal
So you have gotten this far – now it should be 

a piece of cake, right?  Unfortunately, about 50% 
of the deals that are agreed to between buyer 
and seller never get to closing.  An experienced 
attorney in business transactions is critical at 
this stage to protect your interest but also keep 
the deal together.

• Seek professional advice 
As I mentioned above, the small business ac-

countant and attorney should have key a role in 
the purchase of a business.   Since it’s typically the 
largest transaction a person will make in his life-
time, make sure you have a team working for you.   

Steps to buying an existing business

Indiana Small 
Business more than 

thriving

BUSInESS BRIEFBusiness Brief

The Hendricks County Business Leader held 
its August Cover Party, sponsored by State 
Bank of Lizton, Aug. 14 at the Crawley Business 
Center, Danville. Honored were June cover, Jer-
ry Weed (Rader’s Fabrics); July cover, Dr, Dan 
Whipple (Whipple Eye Center); and August 
cover Lee Comer (The Abstract & Title Guar-

anty Co., Inc.). The Business Leader’s Novem-
ber Cover Party will be Tuesday, Nov. 13, 5:30-
7:30, at the Crown Room, 900 E. 56th St., Suite 
200, Brownsburg. RSVP by Nov. 12 to coverpar-
ty@businessleader.bz or call (317) 451-4088 for 
more information.

Weed, Whipple and Comer
honored at August Cover Party

Masquerade MayhemMasquerade Mayhem
Kiwanis Club of Avon & IU West Hospital  

Present the Inaugural 

When: Friday, October 28, 2011
   6:30 – 10 p.m.

Where: Washington Township Park Pavillion
fun-filled, one-of-a-kind, black tie optional, masks encouraged 

Benefiting our new West District YMCA Children’s programming.

Guest Auctioneer: Dick Wolfsie
$50/person or 

Table of 10 for only $450 
Purchase your table before August 17th  

& beautiful masks for your party of 10 will be provided

Catered Dinner

by the coachman 

Restaurant

Live & Silent 

Auctions

Cash bar Available

Event Sponsorships still available 
Promote your organization, 

‘be seen’, make history, & join in 
the fun! all to support healthy, 

active children!

To Purchase tickets, contact 
KiwanisClubofAvon@yahoo.com; or call  

Lori Howe 745-7341, Nic Quintana 272-7800,  
or Suzanne Shafer 850-6309

Kiwanis Club Of Avon

2nd Annual

Proceeds to Susie’s Place, Child Advocacy Center

Black tie optional 
Featuring:

Catered meal by The Coachman
Music by “Midnight Sanity” - jazz quintet

Washington Township-Pavilion Center
435 Whipple Lane - Avon, IN

VIP Reception & Cocktails 6-6:30 p.m.
Dinner 7:30 p.m.

Silent auction throughout the evening
Live auction

Tickets $75 per person 
To purchase tickets visit 

www.susiesplace.org or call 272-5696

October 5, 2012
6:30 p.m. 

Dough Boehme
Guest Columnist

“Be prepared to present a  
well thought out business plan, 

resume, and personal  
financial statements.”

Doug Boehme is a business advisor with the Central 
Indiana Small Business Development Center. He can 
be reached at 317-402-1802 or dboehme@isbdc.org.

Photos by Gary Martin
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Troy Galbraith  |  7648 E. U.S. Highway 36, Avon  |  317.272.0467  |  tgalbraith@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success 
in business. At First Merchants, our Business Bankers provide 
solutions that meet your unique needs, while providing the service 
you expect from a community bank.

We know your business and your life are not separate issues.  Work 
with a team that knows both the professional and personal side of 
running a business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Michael Joyce

Troy Galbraith
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Photoshop for
Real People

* May not be combined with other  
offers. Expires 9/30/12.

It’s easy to look perfect in a magazine.
Real life means stress, sun  

damage, and a busy schedule –  
all of which take a toll on your 

skin. At Ology, we’re the ‘real skin’ 
experts when it comes to erasing 
the spots, lines and rough patches 
that ‘real’ life gives you every day.  
Whether it’s a BBL Photofacial  
for brown spots, ProFractional 

Laser Resurfacing for lines  
and rough skin, or EXILIS RF  
to tighten up your jawline–  

we’ve got it covered.  
Get ‘real’ results at Ology! 

It’s time to erase what summer  
left behind.   Take 25% OFF  

any BBL Photofacial or 
ProFractional Laser Treatment 
through September 30, 2012!*

September Chamber of 
Commerce Meetings

12 - Danville Chamber 
of Commerce (members’ 
meeting): Wednesday, 
September 12, 11:15 a.m., 
Hendricks County 4-H 
Fairgrounds and Conference 
Complex, 1900 E. Main St., 
Danville. For more information, 
call (317) 745-0670
 
19 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, 
September 19, 11 a.m., 
Brownsburg Fire Territory, 470 
E. Northfield Dr., Brownsburg. 
For more information 
call (317) 852-7885
 
20 - Plainfield Chamber 
of Commerce (members’ 
meeting): Thursday, September 
20, 7:00 a.m., Primo Banquet 
and Conference Center,2353 
E. Perry Rd., Plainfield.  For 
more information, call 
(317) 839-3800
 
25 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, September 
25, 11:30 a.m., Prestwick 
Country Club, 5197 Fairway 
Dr., Avon.  For more 
information, call 
(317) 272-4333
 
28 - Westside Chamber 
of Commerce (members’ 
meeting): Friday, September 
28, 8:30 a.m., The Harrison 
Retirement Community. 3060 
Valley Farms Rd. Indianapolis. 
For more information, call 
(317) 247 -5002.
 
Avon Chamber 
New Members

Avon Self Storage Spot
John Leslie
9303 E. US Hwy 36
Avon, IN 46123
(317) 271-0511
 
Cherish Jewelers
Gary Radford
8119 E US Hwy 36
Avon, IN 46123
(317) 268-6232
 
Brownsburg Chamber 
New Members

Lumiere du corps Resort
6100 S. 275 East
Lebanon, IN 46052
(317) 769-9000
 
The Ink & Toner Spot
1022 E. Main St.
Brownsburg, IN 46112
(317) 350-2147
 
Wagner Communications
1301 Black Lake Ct.
Brownsburg, IN 46112
(317) 402-5445
 
Danville Chamber 
New Members

DR. Garnet R. Harris MD
Beth Harvey
7 Manor Dr.
Danville, IN 46122
(317) 718-0044
 

Plainfield Chamber 
New Members

Homewatch Caregivers
Carla Mitchell
1555 W. Oak St. Ste 100
Zionsville, IN 46077
(317) 732-4300
 
Kroger
Jeannette Stevens
1930 E. Main St.
Plainfield, IN 46168
(317) 839-7961

Sales Leads
Newly Incorporated 
Businesses through 
August 10, 2012

All Hids
Brian Rogers
691 Mackey Rd.
Danville, IN 46122

Becky Porter Photography
Becky Porter
344 Meadow Dr., Apt. 1
Danville, IN 46122

Big Mike’s Fud Truck
Cheryl A. Auberry
Micheal K. Auberry
582 Crestpoint Lane
Plainfield, IN 46168

Brent’s Cleaning Service
Brent A. Schrock
1062 Plum St.
Brownsburg, IN 46112

CC Exploration
Russell Wheat
C/O Huntington National Bank
1531 N. Green St., Ste. A
Brownsburg, IN 46112

CC of Plainfield North
Tamah Bryant
245 Avon Ave.
Plainfield, IN 46168

D1 Professional Cleaning
Dana E. Gal
2675 Rothchild Pl., #201
Brownsburg, IN 46112

Extreme Hydro
Brian Simmons
732 Settlers Walk
Brownsburg, IN 46112

Fay’s Finest Cheesecakes
Great Expeccaketions
Everetta Goodridge
Fay Stinson
1451 Ripplewood Dr.
Danville, IN 46122

Haul for You
Chris Eakins
142 N. Corottoman Ct.
Avon, IN 46123

Integrity POS Solutions
Daniel E. Owen, Jr.
814 Highlander Dr.
Plainfield, IN 46168

Junk in the Trunk
Perry L. Pruitt
7541 N. C.R. 401 E.
Pittsboro, IN 46167

Just Terrific Home Concierge
John Sylvester
10680 Eagle Dr.
Indianapolis, IN 46234

Katie Maynard Photography
Katherine Maynard
2922 Scottsdale Dr.
Indianapolis, IN 46234

KC & I
Bryan King
1627 Beacon Pointe 
Blvd.

Brownsburg, IN 46112

Kelly’s Pub Too
Dustin Crist
6411 Red Oak Dr.
Avon, IN 46123

Lavender Sky Media
Joseph Lamm
C/O Ryan Rash
Huntington National Bank
1531 N. Green St., Ste. A
Brownsburg, IN 46112

Mesmerized by MJM
Mary Jane Mesmer
10564 Medinah Dr.
Indianapolis, IN 46234

New Leaf Salon
Samantha Starbuck
C/O The Huntington  
National Bank
1531 N. Green St., Ste. A
Brownsburg, IN 46112

Paperboy Direct
Scott Aldridge
1943 N. S.R. 267
Avon, IN 46123

Team Mullis Construction
Jessica Lester Mullis
309 Duffey St.
Plainfield, IN 46168

Thunder Brothers
Richard Hettenvan
David Frederick
John Kosco
Mark Frederick
7001 W. C.R. 900 N.
North Salem, IN 46168

Today’s Virtual Business 
Services
Rebecca Homko
113 W. William Dr.
Brownsburg, IN 46112

Transcend
Natasha Monique Walker
5700 Suffolk Dr.
Plainfield, IN 46168

Your Online 
Profile Coach.com
Harbor Insurance 
Marketing, Inc.
James E. Ashley
Vonda D. Ashley
4749 Ruth Elizabeth Dr.
Clayton, IN 46118

SBA Guaranteed Loans

Boone County

JTL Holdings, LLC
7669 Carriage House Way
Zionsville, IN 46077
$157,000
The Huntington National Bank

KMC Industries, LLC
11547 Indian Hill Way
Zionsville, In 46077
$16,000. Chase Bank

Lead Management 
Consulting, LLC
5000 W. 126th St.
Zionsville, IN 46077
$40,000. Chase Bank 

The Order Fulfillment 
Group, Inc.
7313 Mayflower Park Dr.
Zionsville, IN 46077 
$130,000. $75,000
KeyBank

Reproductive 
Specialty Group 
2590 N. 500 E. 
Lebanon, IN 46052 
$150,000
The Farmers Bank, Frankfort 
 
Hamilton County

The Abbey Tap House, LLC
32 1st Ave. NE
Carmel, IN 46032
$1,045,000. $275,300
$25,000
The Huntington National Bank

C. E. Ray Company, Inc. 
1089 Third Ave. S.W.
Carmel, IN 46032
$40,000
The Huntington National Bank 

Duramark Technologies, LLC 
209 E. 175th St. 
Westfield, IN 46074 
$700,000
First Merchants Bank 
 
Fall Creek Visionaries, LLC 
11848 Olio Rd. 
Fishers, IN 46037
$25,000
Wells Fargo Bank
 
Grandma’s Pizza, LLC
9883 Traditions Lane 
Noblesville, IN 46060
$50,000
The Huntington National Bank

HG Studio, LLC
930 Logan St.
Noblesville, IN 46060
$250,000
 The Huntington National Bank

Jazzy A Trucking, LLC
10643 Summerwood Lane 
Fishers, IN 46038 
$12,100
The Huntington National Bank
 
Olio Ventures, Inc.
13647 Olivia Way
Fishers, IN 46037  
$687,000
Premier Capital Corporation
 
Tabo Property Group, LLC
11848 Olio Rd.
Fishers, IN 46037 
$863,800
Wells Fargo Bank
 
Traditions Senior Care, Inc. 
6681 Riverside Way 
Fishers, IN 46038
$50,000
The Huntington National Bank 

Hancock County

Armonia Interiors, LLC 
10190 Fantina Lane 
Fortville, IN 46040
$25,000. Chase Bank

B.L. Management, Inc. 
6314 W. Broadway 
McCordsville, IN 46055 
$2,160,000 
The Huntington National Bank 
 
G.T. Services, Inc.
6314 W. Broadway
McCordsville, IN 46055 
$200,000
The Huntington National Bank 
 
Plant Health Concepts, LLC 
4907 W. U.S. Hwy. 40
Greenfield, IN 46140
$25,000. Chase Bank

Hendricks County
 
Aaron Long Competition
451 Southpoint Circle, 
Unit 100
Brownsburg, IN 46112
$30,000
First Merchants Bank

Hoosier Gymnastics 
Training Ctr. 
5036 C.R. 600 E.
Plainfield, IN 46168
$155,600
First Merchants Bank
 
Indy Mobile Gaming, LLC
7394 Glensford Dr. 
Avon, IN 46123
$120,000. $10,000
First Merchants Bank

Marion County
 
Bill Robertson & 
Associates, Inc.
435 E. Main St.
Indianapolis, IN 46143
$100,000. $86,300
The Huntington National Bank 
 
Brian Allen dba Allen 
Sealcoat 
376 Ticen St.
Beech Grove, IN 46107 
$19,000 
The Huntington National Bank
 
Braun Built, Inc. 
5802 Shelby St.  
Indianapolis, IN 46227 
$10,000. The Huntington 
National Bank 

Creole Style, LLC
543 Indiana Ave.
Indianapolis, IN 46202
$6,500.  The Huntington 
National Bank 

CRG Holdings, LLC 
530 Fulton St., 530 Sprin 
Indianapolis, IN 46202
$292,000
Premier Capital 
Corporation 

Douglas Norris dba 
Norris Cleaners 
3125 Lindbergh Dr. 
Indianapolis, IN 46227
$25,000
The Huntington National 
Bank 
 
Full Circle 
Renovation, LLC 
8481 Bash St., Ste. 600
Indianapolis, IN 46250
$150,000. $50,000
Stockyards Bank  
& Trust Co.  

Global Warming 
Entertainment, LLC
3505 Park Lodge Ct., Apt. F
Indianapolis, IN 46205
$15,000
Chase Bank 

Hahn Systems, LLC 
5762 W. 74th St.
Indianapolis, IN 46278 
$1,100,000
Bank of Indiana 

Joshua E. Carr dba Joshua 
E. Carr
500 E. 96th St., Ste. 125
Indianapolis, IN 46240
$16,000
The Huntington National Bank 

Keystone Food Mart 
3950 S. Keystone Ave. 
Indianapolis, IN 
46204  
$310,000
Indiana Statewide Cert. Dev. 
Corp.
 
Ripped Health, LLC
4927 Birmingham Dr.
 Indianapolis, IN 46235
$20,000
Chase Bank 

Schaefer Technologies, Inc. 
4901 W. Raymond
Indianapolis, IN 46241 
$885,000
$625,000
First Merchants Bank 

Silver City Beads, LLC
8651 Jaffa Court East Dr. 
Indianapolis, IN 46260
$5,000
The Huntington National Bank 

SNAX 2 U, INC. 
4830 Mesa Dr.
Indianapolis, IN 
46241  
$5,000
The Huntington National Bank 

Square Donuts of
Indiana, LLC  
6416 W. Washington St.
Indianapolis, IN 
46202  
$137,000
Premier Capital Corporation 
 
Morgan County
 
Morgantown Mini Mart 
249 W. Washington St. & 30 
Morgantown, IN 
46160  
$313,000
Indiana Statewide 
Cert. Dev. Corp.

Shelby County
 
Pamela Lee Campbell
1406 Meridian St. 
Shelbyville, IN 46176
$455,300
Wells Fargo Bank 

Buy this space!
(317) 451-4088

PLannER OF nOTEPlanner of Note

1022 East Main Street
Brownsburg, IN 46112

Located right off of 136 
2-doors down from Sal’s Pizzeria.

317-350-2147

Brownsburg’s Best NEW Ink & Toner Refill! 

Save Up to 50% OFF 
the cost of brand new ink cartridges with refilled inks and toners! 

We also deliver to Local Businesses with Same Day Service - call today for more 
details. 

Monday, Wednesday & Friday 9am to 5pm • Tuesday & Thursday 9am to 7pm




