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Communities thrive by 
their success in attracting and 
keeping residents, businesses 
and industry.  A community that 
innovates stands a greater chance 
of securing new employers and 
investors which generate new 
tax revenues to the benefit of 
all citizens.  Franklin residents 
and businesses are fortunate 
that the city has taken bold, 
innovate steps to secure new 
investment and growth.  The 
creation of the Franklin 
Development Corporation 
shows that the city is thinking 
beyond today and focusing on 
making the most of tomorrow.

The FDC  is developing new ways to attract 
capital - human, financial, and commercial - to 
our city.  This capital will fuel an economic 
engine that delivers new streams of tax revenues, 
keeps individual tax rates low and allows 
the city to provide high quality services.

Beginning in 2009, the FDC’s programs 
started in the downtown area with low-interest 
loans, facade matching grants and direct 
investments in revitalization projects.  To date, 
the FDC has been instrumental in funding 
seventeen facade projects - both residential 
and commercial.  Many more are in the 
works and Franklin is beginning to notice the 
difference.  In addition to the funds that the 
FDC has invested in the community, private 
investment of over $1.5 million has been made 
as a result of the programs of the FDC.

These programs, while sprucing up the 
community, also serve to ease the burden of 
attracting new businesses to the community.  
A number of new merchants are now giving 
serious consideration to opening a businesses Teresa Smith
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FDC is Franklin’s  
economic engine

in downtown Franklin thanks 
to the activity that they see 
with the FDC’s programs.

But the FDC is also 
working to generate new 
economic activity in other 
parts of the community.  A 
new eastside corporate park 
- housing knowledge-based 
start-up companies as well as 
more established firms - will 
attract those businesses and 
individuals who bring high-
quality, high-paying jobs.

Additional future projects 
will include an Artist 
Recruitment Program and a 
redeveloped southwest quadrant 

boasting commercial retail, residential, and 
public areas that will invigorate a currently 
blighted area.  All of these programs 
work together to make Franklin a very 
compelling place to live, work and play.

The FDC works closely with other 
organizations and stakeholders in the 
community.  It takes everyone pulling in the 
same direction to accomplish the great things 
that the community deserves.  The board and 
staff of the FDC are proud of the partnerships 
that have been formed and looks forward to 
collaborating on many more projects in the 
future to benefit this great community. 

If you’re reading this and you haven’t 
been to Franklin in a while, I invite you 
to come and visit.  But be careful!  You 
might just end up wanting to stay!

Guest columnist Craig Wells serves as president 
and chief executive officer of the Franklin Develop-
ment Corporation. Contact him at  
(317) 736-5648.

craig Wells

Franklin College  
Statehouse Bureau grows

With guidance provided by John 
Krull, the college Statehouse Bureau 
expands coverage of state government 
and politics for Indiana newspapers. 

   Krull will serve as Bureau Chief 
and continue in his role as director of 
the Pulliam School of Journalism.

  A Franklin alumnus, Krull joined the 
college staff in 2004 after a long career as a 

   For the quarter which ended June 
30, Third Century Bancorp reports net 
income of $67,000, compared to a net loss 
of $1 million for this quarter in 2010.

 For the six-month period ending 
June 30, Bancorp recorded net income of 
$117,000, compared with a net loss of $1.6 
million for the same six months of 2010.

   Bancorp operates Franklin 
- based Mutual Savings Bank 
branches in Edinburgh, Nineveh, 
Trafalgar and Franklin. 
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Yes,we want your letters

Readers of the Johnson 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.

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.

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.

JC business has  
a friend in Rokita

During Todd Rokita’s Town Hall meeting at Danville 
on Aug. 15, the freshman congressman got an earful 

– that was to be expected by the mostly friendly group 
assembled at the Hendricks County 4H Fairgrounds and 

Conference Complex.  
Businesses got an ear full 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. 

Johnson 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 5th anniversary. 
Seems like yesterday when we had our launch 
party at the then Royal Oak Country Club (now 
Dye’s Walk) debuting our first issue. Thanks again 
to our many readers and our loyal advertisers. 
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HOW RANDY DID IT
Best advice: “My grandfather always 
said, ‘Help everybody.”

Worst advice: “Try to believe and 
trust in everyone.”

In five years…. “I will still be working 
in the company.  But I hope it will not 
be working me.” 

Secret to your success: “My 
employees, their experience level 
and customer service.  They continue 
to adapt and grow and stand in the 
trenches when they’re needed. They 
have a real sense of pride. And we 
always say, ‘Take care of the customer 
and the customer will take care of our 
families.”

Best business decision: Deciding to 
utilize many global manufacturers. It 
allows us to be more competitive and 
keeps my employees in jobs.   We 
offer products with special features 
and benefits that other companies 
don’t, and that has always set us 
apart.

Favorite Moto: “You can’t beat a man 
that never gives up.”

Top 5 Ways Brown relaxes: 

Spending time with his daughter
Traveling the world
Earning his helicopter pilot license.
Enjoying his Lamborghini
Finding balance by not working so much

complete Hydraulic service & 
sales, inc.

north american division 

130 Commerce Drive
Franklin, Indiana 46131

317.736.5094  Ext. 1111
E-MAIL: WRB@CompleteHydraulic.com

WEB: www.CompleteHydraulic.com

By Sherri Coner

  Forty years ago, when Randy Brown 
followed his grandpa around on odd jobs, 
there was no indication that the late Elmer 
Hundley, a hydraulics expert, was teaching 
his grandson the necessary skills to someday 
build a multimillion dollar company.

 After high school, Brown floated between 
a few jobs, first in the manufacturing industry, 
then in banking. But at age 33, Brown got the 
itch to return to the hydraulics business- a 
job his grandpa did at home while working 
fulltime at Arvin Automotive in Franklin.

  To launch his vision, Complete 
Hydraulics, Brown canvassed the Franklin 
area, stuffing flyers in mailboxes.

  “That was my first marketing 
plan,” he said with a shrug.

  Still working fulltime in remittance 
processing in the banking industry, 

Brown slowly built a customer base for 
his business, working from his home 
during evening and weekend hours.

  Two years later, he moved the business 
into a 1,000 square foot building and 
switched to the evening shift at the bank so 
he could commit daytime hours to Complete 
Hydraulics. He also hired one employee.

  “That employee was Gary Webb,” 
Brown said with a smile. “He’s still with 
me today as are many others who have 
been with me for several years.”  

  Brown then quit the bank job, took the jump 
off that proverbial I’m-now-self-employed cliff, 
paid himself $8 an hour and plowed forward.

  In 1998, Complete Hydraulics grew into a 
13,000 square foot facility which Brown had 
built on Commerce Drive in Franklin. In 2004, 
an additional 6,000 square feet was added.

  By 2007, another building- this one 
13,000 square feet- was purchased.  And 
in 2009, the business expanded again with 
an additional 26,000 square foot facility.

  Brown now employs 22 people- a couple 
of second cousins and friends from high school 
are in the mix.  Many have been employed 
there for a decade or more.  His business is 
global, with proof of that by the business cards 
on his desk, printed in three languages.

  In the massive upstairs office, decorated 
with an Asian flair, Brown moves away from 
his desk to settle into one of several leather 
chairs surrounding a low table.  His work 
world is located at the other end of the room, 
where several stacks of paperwork cover 
the desk.  He changes gears- at least for a 
few minutes- by not sitting at the desk.

 Photos of a Rosso Vic red Lamborghini, 
one of only six in the world, decorate the 
walls. He purchased the car in 2002.

 “All of my life I strived for a Lamborghini,” 
Brown said. “I like the style, the unique 
quality. They are all handmade.”

  His former wife suggested that he 
make that flashy purchase, Brown said.

 “She said maybe I should enjoy 
retirement at 40 instead of waiting 
until I was 80,” he said with a grin.

 He bought the car but never made time to 
enjoy it as planned. Always, the business was 
front and center, an entity with its own energy 
that required many years of 15 to 18 hour days.

 “The hardest thing in my life has been 
to find peace and balance,” Brown said.

   He came from nothing, and finds 
himself today in a fast-paced world that 
demands extended trips out of the country.

  One of those trips- 30 days in China- 
taught Brown that life as a business owner was 
actually possible with a five-day work week that 

ended at a reasonable, before-dinner hour.
  “I enjoyed that time in China,” he said. “I 

wasn’t working all those long hours while I was 
there. I was happy not having to work like that.”

 When Brown returned to Franklin 
with his newfound outlook, he made many 
changes to his lifestyle, including finding 
balance between work and pleasure. 

  And that’s why a replica of a helicopter 
graces the conference table in his office.

 “I wanted to learn how to fly a 
helicopter,” he said. “I like the challenge of 
it. If something is hard to do, that’s what 
I want. Don’t bring me the easy stuff.”

 In 2010, the talented crew of Complete 
Hydraulics built a special lift in five days for 
five-time NASCAR champ, Jimmy Johnson 
for the TV show Man Cave, then delivered 
and installed the lift in North Carolina.

  Three months later, the producers from Man 
Cave called again, requesting a rotating platform 
for an NFL- themed segment on Man Cave.

  “The guys built that one in three days,” 
Brown said proudly. “Experience is king. 
Experience is everything. The guys that 
work here are very devoted. They care about 
the customer and quality of their work.”

  With $7 to $11 million in annual 
sales, Complete Hydraulics continues to 
make its mark.  But it’s not because Brown 
is still burning all that midnight oil.

 These days Brown makes more time to 
spend with his only child, Brittany Wessel, 

23, of Greenwood.  He takes off to California 
to attend Lamborghini functions or works 
at earning the title of a helicopter pilot.

  At 5:30 pm, an alarm sounds on Brown’s 
phone. It sounds like a machine gun.

 “It reminds me, ‘If you don’t get out of 
here, you will be shot,” Brown said with 
a laugh. “I don’t ever turn work off, but 
come 5:30 I am not in this office.”

Complete Success
Franklin’s Randy Brown growing Complete Hydraulics day by day.

The employees that have helped to make Complete Hydraulics and complete success:
Row 1: Don Thomas,Eva Soules,Jason Lafary, Christine Biesecker
Row 2: Katie Bowman,Brandi Day, Jeff Mullikin, Patty Roddie, Linda Hall, Randy Brown
Row 3:Gary Webb, Mike Mencer, Paul Cooney
Row 4: Dave Deloach, Rick Taylor, Steve Douglas
Not Pictured: Noah Stroup, Larry Pittman, Richard Taylor, Alfred Johnson

 Now that Complete Hydraulics has grown 
from successful to amazing, does he feel that 
he can slow down, take a breath, relax a bit?

  “I came from nothing,” Brown said. “It’s 
still just as hard today as it was in 1990, 
my first year in business. It’s easy come, 
easy go. We never know what tomorrow 
will bring or how things will change.”

Randy Brown
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Randy Brown in his Lamborghini
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317-339-9826
annette_wright@tomwood.com

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

At 96th & Keystone

317-580-6888

open 4 BusinessOpen 4 Business

Bob Marks has owned three other 
restaurants and has also been affiliated with 
six holiday Inns in the past, all of which had 
restaurants. His business partner, Deborah 
Baxter, oversees the kitchen. Together, they 
are stirring up great things on the Southside.

   So when you’re in the mood for a bad-from 
scratch meal, stop by Greenwood’s new Patriot’s 
Table.  Located on Madison Avenue, across 
from Greenwood Park Mall, the restaurant 
offers plenty of seating, plenty of menu items 
and lots of American patriotism on the walls.

What are the trends in the restaurant 
industry? A major trend is the growth of the 
breakfast business. This is due to aging, retiring 
baby boomers. They are normally early risers 
and like to meet with friends for early breakfast, 
late breakfast and lunch. Seniors still go out 
for dinner, but breakfast is becoming a major 
meal for them. Another trend is toward comfort 
foods. People want what they ate when they 
were young. Many current restaurants are still 
serving steaks and hamburgers as the major 
portion of their meals and the population is 
looking for more variety in their menus.

How is the Patriot’s Table different? We 
offer a very large variety of high quality menu 
choices every day. In addition, we offer a daily 
theme menu everyday of the week. Theme 
menus range from Italian, Mexican, BBQ, 

Country Dinners and more. This 
gives customer a large variety of 
menu options and everyday is 
different. We become a different 
restaurant everyday of the week. 
The menus can be viewed by 
going to www.patriotstable.com.

 Do you have a mentor? 
I had no mentors in the food 
industry, but I have many

people who have 
influenced my life, as have 
all other individuals.

Patriot’s Table offers history 
lesson, not just meals

Patriot’s Table
1265 N. Madison Avenue 
Greendwood, IN, 46143
Phone: (317) 851-8252

Web: www.patriotstable.com

Why open a restaurant in such a tough 
economy? Times are challenging. Customers 
are looking for value. But according to industry 
statistics, individuals are eating out as much 
as they ever have. But they are looking for 
value. We offer low-cost meals everyday 
with large portions at a very reasonable 
price. We also offer coupons on-line.

What message we you communicating 
to the public through the restaurant 
décor? I would like for everyone to develop an 
interest in the history of our great nation. We 
hope that people come to realize that Liberty 
is precious and we must be vigilant or we will 
lose it. We want people to think about our 
founding fathers. We hope to instill in some 
small way the fervor that the Founding Fathers 
had burning inside themselves, when they 
developed the Declaration of Independence 
and the Constitution of the United States.
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Deborah Baxter & Bob Marks

CIC/Walmart college success 
award program proves successful
   Now that the first year of a two-year 

program at Franklin College has been 
completed, Franklin First Scholars (FFS) proves 
to be highly successful in boosting retention 
rates for new, first-generation students. Funded 
by a Council of Independent Colleges (CIC)/, 
the Walmart Foundation College Success 
Award was received in May 2010 and provided 
the college with a two-year $100,000 grant 
to enhance the education and retention of 25 
new, first-generation students. If 22 of the 25 
students return to Franklin College this fall, 
the group will achieve an 88 percent retention 
rate, compared to a 75 percent retention rate 
for all other new students at the college. 

    The Council of Independent Colleges 
(CIC) is an association of more than 600 
independent, liberal arts colleges and 
universities and higher education affiliates and 
organizations working together to strengthen 
college and university leadership, sustain 
high-quality education, and enhance private 
higher education’s contributions to society. To 
fulfill this mission, CIC provides its members 
with skills, tools, and knowledge that address 
aspects of leadership, financial management and 
performance, academic quality, and institutional 
visibility. The Council is headquartered at 
One Dupont Circle in Washington, DC. 
For more information, visit www.cic.edu/.

New dentist in Greenwood
Raised in Franklin, Dr. Kelli Kutruff Hinds 

left for Indiana University after graduating 
in 2002 from Franklin Community High 
School. Dr. Hinds then furthered her 
education at Indiana University School 

of Dentistry and graduated this year with 
her Doctorate of Dental Surgery.  She has 
recently joined the practice of Dr. David H. 
Wolf Family Dentistry in Greenwood.  
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How to choose between an 
iPhone and an Android-based 

smart phone
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.

patric Welch

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 mak-
ing 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 rela-
tionships 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.

coacH’s cornerCoach’s Corner

Jack Klemeyer

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 emo-
tional 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 remedi-
ate, others can be easily and quickly cured. 

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

Jeffrie Story, a fellow coach and certi-
fied facilitator of the assessment and work-
shop for Sales Call Reluctance, describes 
six types of Sales Call Reluctance: 

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

Pet Supplies Plus
8810 South Emerson Avenue 

Indianapolis, IN, 46237
Phone: (317) 889-6311

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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Staff from the Greater Greenwood Chamber of Commerce and other community 
supporters gathered recently for ribbon cutting celebrations for The Cellular Con-
nection, located at 120 W. Smith Valley Rd. in Greenwood.

The Patriot’s Table Restaurant & Creamery officially celebrates its opening with 
a ribbon cutting ceremony. The restaurant is located at 1265 Madison Avenue in 
Greenwood. Photo courtesy of Donna Rice Photography.

Groups of people, some costumed, hung around Hal’s Fabulous Las Vegas Bar 
& Grille at 1133 N SR 135 in Greenwood to celebrate the ribbon cutting. Photo 
courtesy of Donna Rice Photography.

personnel mattersPersonnel Matters

mike Heffner

Building a loyal workforce
You have heard the old 

adage “a chain is only as 
strong as its weakest link.”  In 
today’s competitive, turbulent 
business world, it’s more than 
just a cliché.  Companies 
are now starting to feel the 
negative effects of decreased 
employee loyalty.  Employee 
engagement statitstics show 
that many companies have 
employees who act as if they 
are just droids.  In a recent 
study conducted by Express 
Employment Professionals, 
71 percent of employees 
in most companies are not 
engaged in their work.  To 
make matters worse, the average job tenure 
continues to shrink. Turnover has skyrocketed in 
many companies.  This study found 50 percent 
of hourly workers leave a company before they 
have been on the job for six months.  Naturally, 
this takes a toll on the bottom line and many are 
finding it is the reason they struggle to grow.  

This fact has employers realizing the need and 
value of a committed workforce.  The study also 
found that the high cost of employee turnover 
can be in the thousands of dollars per employee.  
The national trend is that disengaged employees 
lost productivity costs  add up to 34 percent 
per $10,000 of salary.  Findings revealed that 
businesses outshining competition are dedicated 
to fostering a loyal workforce. They have been 
able to save time and money that many others 
have had to use to recruit and train new staff. 

Loyal workers typically feel they have a 
stake in the business and know they are valued 
as employees.  They are more engaged and 
productive and more likely to create extra 
value for the company.  This helps create a 
strong positive office culture that attracts the 
best employees when it’s time to hire.  Patrick 
Lencenoni in his book, The Three Signs of a 
Miserable Job, shares that employees want to 

know their employer cares about 
them.  They want to know how 
their work contributes to the 
overall mission of the organization.  
Lencioni puts it bluntly, “No one 
gets out of bed in the morning 
to program software or assemble 
furniture or do whatever it is that 
accountants do. They get out of 
bed to live their lives, and their 
work tasks are only a part of their 
lives. People want to be managed 
as people, not as mere workers.”

While loyalty-building 
strategies may vary among 
different organizations, it’s clear 
that no matter what business 
you’re in, satisfied employees 

who feel a sense of belonging are less likely to 
walk out the door when a better offer comes 
around.  If you want to build this type of 
team, you need to do a few things to start this 
process.  It can be as simple as conducting 
orientation programs to initiate newcomers, 
planning more company gatherings, or forming 
task teams to foster interdependence among 
employees. Other ways to build loyalty include:

•	 making	workers	part	of	the		
 decision-making process 

•	 promoting	from	within	
•	 incentive	plans	and	fun	contests/awards
•	 celebrating	birthdays	and	anniversaries	

As the economy improves, the rules are 
changing.  Employees are starting to again have 
the power to pick and choose job offers.  One 
rule that will never change is a loyal, dedicated 
workforce is worth the time it takes to build.

This article is written by Mike Heffner, owner of 
Greenwood Express Employment Professionals 
franchise.  Contact Mike at mike.heffner@express-
pros.com or visit www.expressindysouth.com. 

   Lots of hands and hearts are needed to 
help run a marathon. But this isn’t just your 
usual marathon. This is the first of its kind- it’s 
a field of female-only participants. 

   And that’s why Indianapolis Women’s 
Half Marathon & 5K organizers are looking 
for volunteers for Friday, Sept. 2; and Saturday 
Sept. 3 – which is actually the day of the event. 

   Providing information to marathon 
participants, helping with “goodie bag” 
distribution, being available as greeters and 
assisting during dinner and the fashion show 
are the jobs we still hope volunteers will take 
on.

   To volunteer for the Indianapolis Women’s 
Half Marathon and 5K visit  
www.indywomenshalfmarathon.com and click 
on the “volunteer” tab.

  This unique race is being spearheaded 
by Ken Long & Associates (KLA), which 
has organized running/walking events in the 
Indianapolis metropolitan area for more than 
three decades.

  More than 2,000 athletes from 33 states 

are expected to participate in this year’s race. 
Title sponsor of the race is Franciscan St. 
Francis Health’s Sports Medicine Center and 
Women’s Health Services. The hospital has been 
a long-time partner with KLA on similar events, 
providing volunteer medical and training experts.

   Franciscan St. Francis Health medical 
volunteers will be led by Robyn Fean, MD, a 
sports medicine specialist who practices at St. 
Francis Plainfield Family and Sports Medicine.

   The 13.1 mile course begins at the Soldiers 
and Sailors Monument, at Monument Circle, 
and winds by a variety of local landmarks and 
parks with the finish line at the City Market. 
The shorter 5K portion of the race steps off at 
the same location but progresses west of the 
downtown area with runners returning east to 
the same finish line.

To register or to learn more about the 
Indianapolis Women’s Half Marathon & 5K, go 
to www.indywomenshalfmarathon.com.

For more information about Franciscan St. 
Francis Health’s sports medicine program and 
women’s services visit St.Francishospitals.org.

Volunteers needed for Women’s  
Half Marathon & 5K
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The release of the 2010 Census reveals a story 
that explains more than just demographics, 
income and housing situations. It tells us how 
to plan for the future, look at whom we are 
and where we are headed. Construction of 
commercial will follow the trend established by 
this information. The Census Bureau gathers 
data every 10 years.  This data is used for 
government purposes such as how many seats 
are open in the House of Representatives and 
it establishes as bases for the needs of schools, 
roads and quality of life for Americans. 

The median age of a person living in Johnson 
County is 36 years old. This is a key factor in 
determining the types of restaurants, clothing 
stores and entertainment moving into Johnson 
County. We wonder why we see so many daycare 
sites being built and why restaurants cater to 

Brenda
richards

commerciallY speaKinGCommercially Speaking

Defining Who We Are
the pizza, wings and hamburger 
crowd; this is the buyer we are 
marketing to. The number of 
people younger than 45 years 
of age who own a home is less 
than the 2000 census data. 
The aging population selling 
their homes also added to 26% 
more people choosing to rent 
homes rather than buying. 
As apartment complexes are 
being built in Johnson County, 
the proof is in the pudding. 
Apartment builders are attracting 
former homeowners who faced 
foreclosure due to the economy. 
The inability to get financing 
for homes has also contributed 

to the increase of rental properties.
The number of married couple 

families decreased as the number of 
single females as head of household 
increased. The number of children 
living with one parent, grown 
children living with parents and 
grandparents contributed to the 
increased throughout the county. 

This snapshot of time represents 
some of the toughest times as 
families and businesses were 
impacted of the recession. 

The Polo Club, formally, Steak’n 
Ale, has closed its doors. The 
restaurant, located at Southern 
Plaza, has many special memories 

for  Johnson County residents. 
The Flower Factory is also 
been forced to liquidate 
inventory and close out.  

Bargersville welcomes Dollar 
Star to the neighborhood strip 
center behind Chicago Pizza. 
Indy’s Finest Dry Cleaners 
will take over the space located 
in the Olive Branch Parke 
Building on the north end, 
which was once leased by an 
interior designer. Gentle Dentist 
will be moving into the south 
building at Olive Branch Parke.  

Broadband Infrastructure 
Connection, dba, 
Communications Unlimited 

Indiana, a Texas-based Comcast sub-contractor, 
has opened at 1001 Commerce Parkway in 
Greenwood. The firm plans to hire approximately 
50 new employees before the end of the year.    

 Our community, as well as our lives, will 
always be a subject of change since change 
remains the constant. Looking in the mirror 
gives us a reflection of the past and points us 
in the right direction for the future. Johnson 
County continues to project an image of 
stability, positive change and growth.

Brenda Richards, CSP, CGP, MIRM is an associ-
ate broker with Carpenter Commercial Realtors, 
located at 8901 S. Meridian Street, Indianapolis. 
She can be reached at brichards@callcarpenter.
com.

Hauling a 28-foot extension ladder around 
now for 13 years now, Tonya Sheets, owner of 
Spotless Windows, is still happily making the 
world much easier to see. 
  While attending college more than a decade 
ago, this busy mom of four noticed that she 
had something of an obsession for cleaning 
dirty glass.  In the break room of a past job, for 
example, Sheets used her free time to clean up 
the fingerprints. 
    One day while driving, she saw a person on a 
ladder, painting house trim. 
   And suddenly, the idea for self-employment 
was born.
   Launching Spotless Windows and working 
for herself allowed her schedule to be flexible, 
Sheets said.
   “I love 
to go on 
field trips 
and attend 
holiday parties at the kids’ schools. So I wrote 
a business plan while going to school for 
accounting. The following year, I made flyers and 
business cards and told all my friends and family 
about my business. Word of mouth has brought 
most of business since then.”
   Being a female window washer works in her 
favor, Sheets said. Other women are immediately 
at ease when Sheets shows up at their door with 
ladders and cleaning solutions in tow. 
   “I am in very private areas of their homes, like 
their bedrooms and closets,” she said. “Women 
who stay at home with their children appreciate 
having another woman doing those things.”

Spotless Windows
Tonya Sheets

Phone: (317) 538-0369
E-mail: tsheets@yahoo.com

in BrieFIn Brief

Help change the future of diabetes by 
participating in Indiana’s Step Out Walk 
to Stop Diabetes — a one-day, signature 
fundraising walk benefiting the American 
Diabetes Association. Today, more than 714,000 
Hoosier children and adults have some type of 
diabetes, and at least 1.6 million more are at 
risk. But this can change with your help. Take 
the first step today by registering to walk a 5K 
or 2-mile route at your own pace on October 
2 — kids and pets welcome! You’ll enjoy food 
and music, plus a Health & Wellness Festival, 
VIP area, Kids’ Zone and more. Gather your 
friends, family, and co-workers and register 
to walk as a team at www.diabetes.org/
indywalk or 1-888-DIABETES, ext. 6738.

Step out walk to stop diabetes
Date: October 2, 2011 

Location: Celebration Plaza at 
White River State Park 

Time: 10:30 a.m Check - In
Contact: Tina Kaetzel 

Phone: (888)DIABETES, ext. 6738
Web: www.diabetes.org/indywalk

Spotless window offers owner flexibility

   Some might think that window washing 
would be seasonal. But Sheets works year-round.
  “I have even worked on Christmas Eve before,” 
she laughed.
   As long as the sun is shining and the 
temperature reaches 35 degrees, Sheets will haul 
the ladders to any area residence and successfully 
clean windows on three story homes, too.  

  On those days 
when weather 
doesn’t permit 
exterior cleaning, 
Sheets enjoys the 

opportunity to shine chandeliers, light fixtures 
and ceiling fans, change bulbs and dust hard-to-
reach shelving.
   Her reputation of being trustworthy and 
conscientious in client homes keeps long-term 
customers and constant referrals coming her way.   
    “I love to walk in a beautiful home and leave it 
more beautiful and sparkling,” Sheets said with 
a grin. “I like to make people happy. It’s great 
to leave crystal clear windows and big smiles on 
homeowner faces after my job is done.”
To contact Spotless Windows call (317) 538-
0369 or e-mail: tsheets@yahoo.com.

 “I love to walk in a beautiful home and 
leave it more beautiful and sparkling,”
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During the Christmas season of 1996, Linda 
Norton brought a wonderful gift to the city 
of Franklin.  She opened a shop, Town-
house Unique Gifts, and filled the 
shelves with beautiful merchandise. 
It was one of the only shops avail-
able, not only downtown, but in 
the Franklin area, where a fam-
ily could shop for gift items 
such as soy candles, bird feed-
ers, gourmet foods and pottery. 
It was the only shop to rush in 
with a gift basket order. And 
it was one of few shops in the 
area where people could pur-
chase the newest Vera Bradley 
items.

   When the flood of 2008 threat-
ened all of the businesses in Franklin, 
Norton and her employees found the sil-
ver lining in the midst of a soggy disappoint-

ment.  The century-old home on E. Jefferson was 
renovated after flood damage.  And beauti-

ful hardwood floors of yesterday were 
exposed to the public. Add the brick 

walkway to the entrance of this cozy 
Franklin treasure and the shop was 

a destination for many.    
   As a quiet, well-loved busi-

ness owner and longtime ani-
mal advocate, Norton decided 
last month to retire from the 
Franklin location. Vera Bradley 
items and some other unique 
items will continue to be avail-
able.  Norton’s second location 

at 87 E. Main Street in Nashville 
will remain open.
   The community of Franklin 

thanks you, Linda, for spending 15 
years of your life as a successful, down-

town Franklin destination.

 The community of Franklin 
thanks you, Linda Norton!

We thank you for the last 15 years and
 wish you the best of luck!  

Thank you for the hundreds of 
Long-Distance Awards!

From your friends at the Artcraft
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Jc proFileJC Profile

a banker can’t know  
your business without  
knowing your community
Unlock a local approach to business banking. At KeyBank, we have 
tailored solutions to help finance the future of your business. We’re also 
part of your community and understand the marketplace. That means 
credit decisions happen faster, so you can quickly respond to new or 
unexpected business opportunities. 

It’s a more personal approach with a bank that is committed to helping 
the businesses in your local community thrive.

Start a conversation. And unlock your possibilities.

go to key.com/business
call 877-KEY2BIZ

Credit products are subject to credit approval.  
©2011 KeyCorp. KeyBank is Member FDIC. ADL2662

As a family-owned business launched 
in 1998, Midstate Manufacturing is a 
success story on all kinds of levels.

   Owned by Paul Ambrose and his son, 
Chris, the business has successsfully dodged 
hard times- despite economic lulls in many 
other areas of American manufacturing.

   At any given time, potential customers 
can walk through the shop and see 25 hard-
working employees focused on the areas 
of welding, painting, sandblasting, metal 
fabrication, machining and power coating. 

   While other businesses tightened their 
belts a couple of years ago, anticipating a 
soft economy, Ambrose took a huge risk and 
invested in lazar and press break equipment.

   “We kinda took the fireman’s 
approach and ran right at it,” he said of 
economic troubles. “That decision has 
really changed the way we do business.”

Hometown:  I grew up in Johnson County. I 
have lived in Franklin for 25 years.

Family:  My son Chris and one granddaughter, 
with another one on the way. 

Hobbies:  Boating, running and exercising at 
the gym

How have you reached this level of suc-
cess? I think there are three basic requirements 
for a business to be considered successful: happy 
employees, happy customers and positive cash 
flow. Without all three, a business will not be a 
total success.

What do you like least about being an 
entrepreneur? Dealing with taxes. 

What’s something that is a continuous fo-
cus as a business owner?  Keeping a balance 
between the amount of work versus the number 
of employees needed to get the work done. 

What do you like most about operating your 
own business?  After 13 years in business, I 
really enjoy watching the business grow and 
provide for the families of 25 employees. 
 
Compiled by Sherri Coner

Midstate Manufacturing

3250 Graham Rd.
Franklin, IN 46131

sales@midstatemanufacturing.com
(317) 738-0094

Dr. Christy 
Cranfill has 
recently joined 
the practice of 
Marketplace 
Dental Care, 
8923 S. Meridian 
st., Suite B1.

Midstate’s 
investment 
paying off

From left, Paul Ambrose and his son, Chris.

Photo by S
herri C

oner

Cranfill joins 
dental practice
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Greater Greenwood Chambers 
of Commerce- New Members

AppleTree Staffing
Mr. Jonathan Loo
893 E. Main Street
Greenwood, IN 46143

Cintas Corporation
Mr. Brian McCrady
9949 Park Davis Drive
Indianapolis, IN 46235

Community Hearing Health 
Center South
Ms. Michele Vogel
456 N. Madison Avenue
Greenwood, IN 46142

Servpro of Indianapolis South 
& Johnson County
Ms. Cindy Hiland-McNalley
P.O. Box 976
Greenwood, IN 46142

VisionQuest EyeCare
Mr. Christopher Browning
8820 S. Meridian Street
Indianapolis, IN 46217
New Business incorporations 
to August 15

New Members of Franklin 
Chamber of Commerce

Johnson Heating, Cooling,  
& Plumbing, Inc.
Brian Biehn
245 N. Meridian Street
Greenwood, IN 46143
317-881-7738
(Heating/Cooling, Plumbing, 
Insulation) 

New York Life Insurance 
Company
David Brennan
1 Lakeshore Center, Suite 200
Bridgewater, MA 02324
774-291-9702
(Financial Planning)

New Business incorporations 
to August 15 

Indiana Internal Medicine 
Consultants LLC
Michael Bingham 2700 Market 
Tower
Indianapolis, IN 46204

Mother Daughter Creations
Lori McFall, Andrea McFall
525 Greenbriar Dr., Ste. G
Greenwoo,d IN 46142

Pilot Travel Center
P.O. Box 10146
Knoxville, IN 379390

Jones Tax Service
Teri Simmons
348 Pratt St.
Franklin, IN 46131

Dillman Garage Doors
Jeff Dillman
373 W. County Line 
Greenwood, IN 46142

Sanders Home Restoration
Chris Sanders
1263 Ivory Ct.
Greenwood, IN 46142

Rotary Rivival
Rhiannon Stanfield
448 Legacy Blvd. 
Greenwood, IN 46142

Weston at its Best
Penny Reedy 
20052 E. S.R. 46
Hope, IN 47246

Basscaster Productions
Terry Clarson
2001 N. Morton
Franklin, IN 46131

Hair & Now Salon
Heather Linn
129 Maple St.
Whiteland, IN 46184

Arborculture Management
Joyce Rogers
1943 Skyline Dr., Ste. G
Greenwood, IN 46143

Catts Plus
Robbie Browning
1452 Lochy Rd.
Franklin, IN 46131

Unique Petites For Dolly & Me
106 Laurelwood Lane
Greenwood, IN 46142

CC Personal Training
Catherine Cataldi
1019 Sunflower Ct.
Franklin, IN 46131

Git R Done
Karean and Evan Corley,
Christ and Donna Johnson
83 N. Aberdeen Dr.
Franklin, IN 346131

Premier Detailing  
& Restoration
Jason Haun
920 Franklin Lakes Blvd.
Franklin, IN 46131

Brahee Electric
James Broughton
P.O. Box 47244
Indianapolis, IN 46247

Osborne Construction
Sean Osborne
4111 Beechwood Ct.
Franklin, IN 46131

B. Reasources
Elizabeth Bell
3077 W. Smokey Row Rd.
Bargersville, IN 46106

Mayfield Inspections
Blake Mayfrield
3139 Harvest Grove Ln.
Bargersville, IN 46106

AJP Photography
Alan Petersime
32 Idleway Ct.
Greenwood, IN 46142

Chars Creations
1126 N. Main St.
Franklin, IN 46131

Surya Inc. DBA Tearman 
Motel
Rajnikant Shuka
1126 N. Main St.
Franklin, IN 46131
Colonial Life
Nathan Combs
7250 Maplewood Dr.
Indianapolis, IN 46227

L & L Roofing
Burt Long
818 W. Main St.
Greenwood, IN 46142

Majestic Jewelry
Brenda Meade
3230 Hartshire N. Dr.
Bargersville, In 46106

Cell Image
Nadeem Zia
756 Connors Dr., Apt. D
Greenwood, IN 46143

CGH Properties LLC
Greg Hardin, Chris Hardin
3156 Fairway Ct.
Greenwood, IN 46143

JS Paint & Vinyl
Jamie Stodghill
100 Broadway St., Ste. 100
Glendale, CA 91209

Johnson Co. Women’s  
Care Group
John Norris, Emily Cline
1155 W. Jefferson St., Ste. 
201
Franklin, IN 46131

Massage Envy
CSO Massage LLC
2700 Market Tower
10 W. Market St.
Indianapolis, IN 46204

Crazy 8
Gymboree Retail Stores
500 Howard St.
San Francisco, CA. 94105

Ace Rooter All
Timothy Eff
363 Melody Ave.
Greenwood, IN 46142

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 National 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 National 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 Solu-
tion
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.

Advertise in the Business Leader  
call (317) 837-5180

Biz dispatcHesBiz Dispatches

Indiana Farm Bureau Insurance  
announces new district sales manager

Indiana Farm Bureau Insurance 
announces that Larry Patterson, 
with the company since 1973, 
is now a district sales manager, 
covering the southeast corner 

of Indiana. In his free time, 
Larry enjoys spending time with 
his wife, Ruth. He also won’t 
pass up a good golf game or an 
opportunity to go boating.

More than 170 golfers participate in  
18th annual fundraiser event

Members of the Metropolitan Indianapolis 
Board of Realtors recently raised nearly 
$25,000 during the Realtor Foundation’s 18th 
annual golf outing. Funds generated by this 
event help fuel the Foundation’s next round 
of community grants, which provide direct 

support to central Indiana nonprofits. In the 
last six years, the Foundation has granted 
more than $600,000 to homelessness service 
providers in Hamilton, Hancock, Hendricks, 
Johnson, Marion, Morgan and Shelby counties.

Truckers head to Whiteland
A Tennessee-based trucking school, Truck 

Driver Institute, soon moves to an empty 
truck stop on Whiteland Road, near the 
I-65 ramp.  More than 300 students will be 

graduated from the school which will initially 
employ six, with the expectation of adding 
inspectors and office staff soon after opening. 

Bank shows no loss in second-quarter numbers
 For the quarter which ended June 

30, Third Century Bancorp reports net 
income of $67,000, compared to a net loss 
of $1 million for this quarter in 2010.

 For the six-month period ending 
June 30, Bancorp recorded net income of 

$117,000, compared with a net loss of $1.6 
million for the same six months of 2010.

   Bancorp operates Franklin-based Mutual 
Savings Bank branches in Edinburgh, 
Nineveh, Trafalgar and Franklin. 



Talene Shuck, Emerson Banking Center Manager  |  Kerri Faulkner, Summerfield Banking Center Manager  |  Jennifer Wilson, Franklin Banking Center Manager   
Carolynn Hobson, Greenwood Park Mall Banking Center Manager   |  Sally Wells, Retail Market Leader   |  Bill Boyd, Business Development Officer  
Brad Canary, Greenwood SR 135 Banking Center Manager  |  Christy Seng, Trafalgar Banking Center Manager

Serving Small Businesses
with Honesty & Integrity

Emerson • 317.881.1414 | Franklin • 317.346.7474 | Greenwood Park Mall • 317.884.1045 

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

State Road 135 • 317.882.4790 | Summerfield • 317.883.3559 | Trafalgar • 317.878.4111 


