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Downtown Greenwood 
got a great gift after Christ-
mas when city officials an-
nounced the purchase of the 
Presnell Office Building, 300 
S. Madison Ave. The build-
ing was purchased for $1.75 
million dollars, which, as city 
officials say, is about half the 
pre-foreclosure asking price.  

I remember early last year 
at a Greenwood Chamber of 
Commerce luncheon when 
Mayor Mark Myers told 
those in attendance that pur-
chasing the building was a 
goal of his. The facility will be 
home to offices that are cur-
rently scattered between the Emerson Avenue 
facility and the Polk building.

“This is great for the city, and will serve as an 
anchor for commerce in the downtown, “ My-
ers stated in a press release. “It is a big step in 
the renovation of the area. I am excited to be a 
part of this transformation and am grateful for 
the support I have received from the Common 
Council and Board of Public Works.” 

The project is expected to be completed by 
December of this year. Kudos to all involved in 
making this happen as it is a great first step in 
building up an area of Greenwood that has so 
much promise.

6th Annual 
Cash Bash Feb. 23

The Franklin Chamber of 
Commerce will hold its 6th 
Annual Cash Bash on Satur-
day, Feb. 23, 6 p.m., at Indi-
ana Downs, 4200 N. Michi-
gan Rd., Shelbyville. Tickets 
are $125 and admit two with 
one entry into the raffle – the 
grand prize for the raffle is 
$7,500. Tickets also include 
heavy hors d’oeuvres, draft 
beer, sodas, cash bar, DJ and 
dancing. As you know, this 
is a major fundraiser for the 
chamber and a good time is 
had by all. For more informa-

tion, call (317) 736-6334.

Cover Party Feb. 19 at JCCF 
Our first Cover Party of 2013 will be Tues-

day, Feb. 19, 5:30 – 7:30 p.m., at the Johnson 
County Community Foundation, 398 S. Main 
St., Franklin. We are once again looking for-
ward to partnering with First Merchants Bank 
as our Cover Party sponsor. The covers hon-
ored will be  Nick McCally, Greg Bitzer and 
Gail Richards. I hope you can join us for the 
fun and networking. Please RSVP to cover-
party@businessleader.bz by Feb. 18 or call 
(317) 918-0334. 

 Presnell purchase proves  
Greenwood serious  

about downtown renovation 

Food • Fun • Networking

Join us for the Johnson County Business Leader 
February Cover Party, sponsored by First 
Merchants Bank. Enjoy a glass of wine and hors 
d’oeuvreves, and mix with colleagues and your 
peers from throughout Johnson County during 
this fun and casual after-hours business affair as 
we honor: December cover, Nick McCally, Gadget 
Dash; January cover, Greg Simons, Simons Bitzer; 
and February cover, Gail Richards, Johnson County 
Community Foundation. 

Tuesday, February 19
5:30-7:30pm

398 S Main St  
Franklin, IN 46131

RSVP by Monday, February 18 
to Coverparty@businessleader.bz 

or by calling (317) 918-0334.

BUSInESS BRIEFBusiness Brief

Franciscan St. Francis Health - Indianapolis has been named 
among the top 5 percent of nearly 4,500 hospitals nationwide for 

its clinical performance as measured by Healthgrades, a leading 
provider of comprehensive information about physicians and 

hospitals.  
 By achieving this high level of performance, Franciscan 

St. Francis Health-Indianapolis has received Health-
grades’ Distinguished Hospital Award for Clinical 

Excellence™. “We are proud and gratified by this rec-
ognition, particularly because it accurately reflects our very 

high level of performance across a number of departments and 
specialties. This is a testament of our extremely talented medi-
cal staff and other exceptional nurses and clinicians, who always 

strive to provide the best, highest quality care for all patients,” 
said Robert J. Brody, president and chief executive officer for Fran-
ciscan St. Francis Health. 

To be considered for Healthgrades’ Distinguished Hospital 
Award for Clinical Excellence, a hospital had to have been eval-
uated in a minimum of 19 of the 27 procedures and condition 
cohorts measured, drawn from Medicare inpatient records data 

from the Centers for Medicare and Medicaid Services Medicare Provider Analysis and Review 
(MedPAR) database. 

“Our analysis, unlike other hospital quality ratings or grades, is based solely on clinical outcomes 
data. We do not include any opinion surveys of doctors or patients, or any other subjective mea-
sures because they can lack in objectivity,” said Evan Marks, executive vice president of Informatics 
and Strategy. “Healthgrades is also the only site that provides the ability to link the selection of a 
doctor to the hospital where they practice, giving the consumer the power to differentiate the like-
lihood of a better health outcome on the basis of the hospitals objective quality measures, such as 
mortality, complications, safety and patient satisfaction ” 

Franciscan St. Francis Health-Indianapolis 
among nation’s top hospitals
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 Pence is right; 
Collect only what 

state needs
“Government should only collect what it needs.” 

So said Governor Mike Pence during this State of 
the State address in January. We could not agree 
more. Pence has proposed a 10-percent across-
the-board cut in Indiana’s personal income tax 
rate, from 3.4 percent to 3.06 percent. After the 
cut, Pence said, “Indiana will be the lowest taxed 
state in the Midwest.” We’ve heard arguments 
against this proposal, with some of the concerns 
coming from his own party. There’s concern that 
we need to maintain a surplus in a shaky economy, 
but, truth be told, whenever a government pro-
duces a surplus, it means one thing and one thing 
only: It’s citizens have been over taxed. Are we to 
trust our government with stewardship of that 
surplus or does it make sense to give that money 
back to hard-working Hoosiers? You can probably 
guess where we stand on that. Give it back. Should 
the state economy slow, then state government 
needs to cut back, just like the rest of us have to 
do in our personal lives. The history is pretty clear; 
when government has money available, it will be 
spent. Let’s take that temptation away from them.

Gus Pearcy
Columnist

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

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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By Nicole Davis
It’s about contributing to the community, 

building relationships, trust and fulfilling 
dreams. For Gail Richards, chief executive 
officer of the Johnson County Community 
Foundation in Franklin, her work means 
more to her than just having a successful ca-
reer.

“I like being able to connect people with 
their passions,” Richards says. “You gain 
their trust and their support. For me, it’s 
about relationship-building. I feel like I’m a 
charity matchmaker, a charitable traveling 
agent. I sit down with a person and ask, what 
are your passions? Everybody has an inter-
est.”

Richards says she has worked with non-
profits all of her life, and couldn’t imagine 
doing anything else. When Richards gradu-
ated from college in 1980, she began work-
ing for nonprofits within the state. She 
was the executive director for the Greater 
Greenwood Chamber of Commerce from 
1998 to 2007. She worked for the United 
Way of Indianapolis before working for the 
United Way of Johnson County. She worked 
with the Johnson County Community Foun-
dation in various ways for 19 years before 
earning the position as CEO.

“I believe in my product,” Richards says. 
“If you don’t believe in your product, you 
won’t be able to sell it. There’s just so much 
need out there and so many people we can’t 
do all of them.”

The Johnson County Community Founda-
tion is a nonprofit organization which builds 
community endowment, addresses needs 
through grant making and provides leader-
ship on community issues. It functions as 
a charity broker where people donate and 
the foundation gives it to established chari-
table programs. It has awarded $285,000 in 
grants to numerous causes in the county 
and $250,000 in scholarships for nearly 100 students in the form of 62 
scholarships. More than 240 funds have been established by donors. 
The foundation has $17 million in assets, up from $11 million at the 
end of 2008. Richards credits this increase to the stock market and to 
several large contributions they have received. 

 “Right now things are very good,” Richards says. “The future looks 
amazing. We have a good staff and are taking care of our donors. We 
take our role very seriously in taking care of people. Somebody has got 
to take care of the community and that’s what we do.”

Since the majority of the foundation’s funds are invested in the stock 
market, Richards says a large part of her job is keeping an eye on it. She 
says with a good investment community of brokers, CPAs, they have 
been able to gain a 13 percent return in 2012.

The foundation recently underwent a rebranding, changing their 
logo and slogan to “Connecting people who care to causes that mat-
ter.” Richards oversaw a group of volunteer marketing professionals 

through this process. The project took a year to complete. She says the 
new slogan is something people can understand and often they inquire 
for further information.

“We feel like what we did better reflects what we’re trying to do now 
in the community,” Richards says. “We’ve had some good feedback and 
discussions since it’s hard for people to understand everything we do.”

Richards said in the end, it’s the people who keep her going – help-
ing fill out scholarship forms, connect people to causes they feel happy 
donating to, assisting elderly persons in ensuring that their legacy will 
be carried on after they’re gone and doing research to ensure the mon-
ey does not get sent to a scammer. 

“I have this warm and fuzzy feeling that I’m helping people,” Rich-
ards says. “Every time I want to make a change, I just can’t. I want to 
help connect people. I can end my life eventually knowing I’ve done 
good things.”

Best advice: 
Always continue to look 
for advanced training 
opportunities. The businesses 
they work or volunteer in, if you 
enjoy what you’re doing, you 
will be successful.

Worst advice: 
People think just because 
they are one person, they 
can’t make a difference 

somewhere. They are under 
the misconception that one 
person can’t change things, 
but history is full of people who 
have.

Best business decision: 
My best business decision 
was to take advantage of 
any training and to listen to 
people who have a lot more 
experience than me.

In 5 years: 
We make it possible for people 
to contribute to charity after 
they are gone, to start a legacy. 
So my goal is to encourage 
more people to set up a 
legacy to contribute to the 
community.

Secret to success: 
For the foundation and me, to 
continue to offer the best way 
possible for people to connect 
in a way they are passionate 
about. As long as we focus 
on that and explanations 
with how to donate to the 
community, we will continue to 
be successful.

How Gail did it…Johnson County 
Community 
Foundation

398 Main St.
Franklin, IN 46131

(317) 738-2213
jccf.org

Reasons someone would want 
to do business with you…

n  We provide highly personalized 
service tailored to each 
individual’s charitable and 
financial interests.

n  We partner with professional 
advisors to create highly 
effective approaches to 
charitable giving.

n  We offer maximum tax 
advantages under state law.

n  We multiply the impact of gift 
dollars by pooling them with 
other financial gifts and grants.

n  We are community leaders 
convening agencies and 
coordinating resources to 
create positive change.

Gail Richards connects donors to charities as CEO  
of the Johnson County Community Foundation

EdITORIaL/OPInIOnEditorial/Opinion

QUOTE OF THE MONTH

Charitable matchmaker

The List

Making decisions without thought 
Happens all the time

 One of the least understood aspects of decision making is 
the fact that much of it is without thought. It seems oxymoronic 
that decisions are made without use of the conscious part of our 
brains. After all, we know that we decided something, right? But 
much of our brain works on these unconscious 
decisions that we make even when it may be 
against our rationale.

One such experience is the Halo Effect. If you 
like your doctor, you probably won’t question his 
diagnosis. If you distrust your pizza delivery guy, 
you may ask for a receipt. If you like your phar-
macist because of her smile, you will likely think 
positively of her on attributes she may not have 
even shown you. I remember how crushed I was 
to learn that Farrah Fawcett was not a Rhodes 
Scholar.

Studies have shown that we tend to think pos-
itively of people after a positive experience with 
them. It plays a large part, albeit hidden, of our 
perception of a person or an experience. It is a 
bias. Incompetence on the golf links translates 
into an unconscious tendency toward incompe-
tence in the job. This can be a real killer in busi-
ness. You have to have a pretty great personality 
to bypass poor golfing.

If you have a positive experience with someone, you will likely 
retrieve the good feelings when you think of them or someone 
mentions his name. 

Is there anything wrong with this? Perhaps not, but at least 
know that it happens. When it comes to the mind, you have 
to understand how it works and its effects before you can con-
sciously think about correcting it. It’s possible that you don’t need 
any correcting at all.

I used to get the chills whenever I met this one person. I never 

really spoke to him and he never really knew who I was, but I 
had a bad feeling and I was apprehensive about engaging him to 
figure out why. Good thing. I remembered a few years later that I 
knew him as an accused murderer.

This makes the whole “first impressions count” 
axiom ring true. I used to scoff at such poppy-
cock because I thought that people should try to 
get to know someone before making a judgment 
on his competence or likeability. Truth is, we are 
different people at different times. Perhaps you 
can’t judge a book by its cover, but you often do 
and don’t even realize it.

I have felt this more since my weight has ex-
panded over time. I can tell that people judge me 
based on the way I look. You can rail about this 
all day but it doesn’t make any difference. People 
can’t help it. It’s part of their natural reaction to 
ages of apprehension about strangers.

This is one of the difficulties in overcoming 
racism, sexism, ageism, and any other –ism you 
have. Is it fair to judge a book by its cover? Of 
course not, but it sometimes makes life easier 
if we don’t have to invest ourselves in someone 
else. We are all busy.

This is neither a shaming nor support of the Halo Effect. It’s 
an awareness piece. You have unconscious biases dictating your 
feelings all the time. So does everyone else. This is why you have 
to walk the talk and work on presenting yourself in the best way 
all day. You have to smile all the time. You have to dress like you 
care. It is all part of being a solo entrepreneur. You are alone and 
you must present yourself.

In all realms of life it takes 
courage to stretch your limits, 

express your power, 
and fulfill your potential... 

it’s no different in the 
financial realm.  

Suze Orman

Photo by Ryan 
Woodall for JCBL

Gail Richards

“I feel like I’m a charity 
matchmaker, a charitable 
traveling agent. I sit down 

with a person and ask, what 
are your passions?”

~Gail Richards 
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Mike Heffner
Columnist

Mike Heffner is the owner of the Greenwood 
Express Employment Professionals franchise.  
Contact Mike at mike.heffner@expresspros.com or 
visit www.expressindysouth.com.

PERSOnnEL MaTTERSPersonnel Matters

 The start of a new year of-
ten leads us to reflect on things.  
This past month, being snowed 
in and having some time, I was 
able to do just that.  As a leader 
in your company, you also prob-
ably took some time during the 
past few weeks to sit down and 
look at your team goals in terms 
of production, customer ser-
vice and innovation. My ques-
tion is this: Did you think about 
what you can do this year to de-
velop and grow as a leader?  If 
you have not yet thought about 
it, I hope the three ideas below 
might encourage you to start.   

1.) Get social media savvy - If 
you haven’t already come to the realization that 
social media is changing the way business is 
conducted, you’ll need to this year. According 
to VerticalResponse, a small business market-
ing company, nearly 90% of small businesses are 
on Facebook, while nearly 70% have a presence 
on Twitter.  I have found that having a presence 
on social media has not only helped with the 
branding of our company but it has also helped 
me learn a great deal.  I follow the Tweets and 
blogs that are posted by other successful busi-
ness leaders and gain insight into their perspec-
tives.  My time on social media sites like Linke-
dIn or Twitter is mainly to see what is going on 
and read articles that help me keep up on the 
latest trends.  Yes, I still like to utilize Facebook 
to stay in touch with friends, but I also inter-
act with others on Facebook about local events 
and interesting things that have happened in my 
community.

2.) Read, read and read some more - I try to 
read at least one book a month.  My topics vary 
but usually I read about self motivation, lead-
ership or my industry.  The leaders of some of 
the most successful companies today are avid 
readers. You don’t have to always read busi-
ness books.  The late Steve Jobs had a collec-
tion that included Shakespeare and Plato and 

Bill Gates lists Catcher in the 
Rye as one of his favorites.  A 
book I personally recommend 
now is Patrick Lencioni’s The 
Advantage.  In a nutshell, The 
Advantage shares how to de-
velop a healthy culture within 
your team or company.  I can’t 
recommend Lencioni’s books 
enough.  There are not many 
excuses now with regards to 
not being able to find mate-
rial to read.  You can find and 
download almost any book on 
any topic in a matter of min-
utes and take it with you any-
where. The better the leader, 
the more he typically reads.  

3.) Be a mentor, get a mentor - Think back to 
how you came into the leadership role you are in 
today. Who inspired, taught, counseled and lis-
tened to you? Now think about a person in your 
business or personal life to whom you could of-
fer those same skills.  As a leader, you should 
think about your role as a way to mentor some-
one.  Look for ways to pass on your knowledge 
and advice to another generation of leaders.  
This has challenged me to continue learning 
and growing.  The best leaders also know that 
having a mentor leads to more success and in-
creased fulfillment in their work. A study by the 
American Society of Training and Development 
showed that 75% of executives believed men-
toring played a key role in their careers.  I have 
been blessed to have some great people who 
have taken an interest in me over my career and 
I have grown more from listening to great men-
tors than from anything else.  

I hope this year is full of opportunities for 
you, including being proactive in becoming the 
best leader you can be. 

 Did you grow  
last year as a leader?

4610 East 96th St., Indianapolis
1 Mile East Of Keystone On 96th Street

Located On The Indy Auto Mile At 96th & Keystone

317-580-6888
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www.TomWoodLexus.com

2012 LEXUS CT 200h

NEW YEAR, 
NEW CAR. 

$299
Lease for 

Per month for 36 months

On select models with approved credit. Cost excludes tax, tag, title, fees and dealer charges. $3749 due at signing plus $700 acquisition 
fee. 10K miles per year. $0 security deposit plus tax, title, registration fee and first payment. Offer expires 2/28/13. See dealer for details.

BUSInESS BRIEFBusiness Brief THE PERSOnaL TOUCHThe Personal Touch

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

Scott Flood
Columnist

 Have you ever wondered why custom-
ers go away? Maybe it’s all about romance.

Most businesses and organizations de-
vote a substantial amount of effort and in-
vestment to landing new customers. 

Interestingly, very few pay attention to 
the other end of that process. That’s the 
point at which existing customers disap-
pear. And each time that happens, you 
must gain a new one just to avoid losing 
ground.

Sure, people die, businesses shut down, 
and the product you sell may lose its ap-
peal to some people. But what about the 
customers who leave you for other rea-
sons? It’s been said that it takes six times as 
much money and effort to sell to someone 
new than to reach an existing customer. In 
other words, keeping a customer costs one-sixth as much 
as replacing one. That’s why it pays to learn what causes 
your customers to leave.

Most businesses assume that the loss will be because of 
something they did, but experience has taught me that the 
more common culprit is what they didn’t do. What I call 
benign neglect is one of the most consistent ways a busi-
ness or organization can lose people over time. They’ll slip 
away gradually, barely even noticed.

Benign neglect doesn’t take any effort. In fact, that’s the 
heart of the problem. When you assume that customers, 
clients, or supporters are always going to be around, you 
take them for granted. You stop actively reaching out to 
them in an effort to keep them connected and feeling ap-
preciated. 

Once they feel unconnected and neglected, they become 

vulnerable. And that’s when one of your 
competitors smiles and catches their at-
tention. The competitor makes them feel 
wanted and important, and they slip away 
before you realize what has happened. You 
can make a last-ditch, desperate effort to 
reel them back in, but how well has that 
worked in your life?

The only effective way to prevent benign 
neglect is through purposeful action. In 
romantic relationships, that may involve 
showing genuine interest in what they 
say, making time for them, and reminding 
them of their importance in your life.

The same holds true for customers. You 
can do something as simple as making reg-
ular contacts. Perhaps you can try to re-
energize the relationship by offering some 

sort of special offer, discount, or opportunity. The key is 
that you have to do something. Take part of the time and 
money you devote to new-customer acquisition, and refo-
cus it on retaining existing customers.

Not sure what customers really want from you? Asking, 
“Is there any way we can do a better job for you?” or “What 
can we do to improve our service to you?” demonstrates 
that you have a real interest in taking care of them and 
serving their needs.

Don’t be afraid to ask, either. It’s not a sign of weakness, 
and it’s a lot easier to romance them when the relationship 
is strong than to find yourself wondering, “Is there anything 
we could have done differently to keep your business?”

Benign neglect isn’t very romantic 

Compiled by Nicole Davis

Preserving Italian heritage

Moving to Indiana from Pennsylvania in 
1999, Dave Rodgers says he and his wife, Lynn, 
missed the diverse ethnic foods that were more 
available to them out east. Having 20 years in 
the food service industry himself, he says he 
wanted to bring their favorite foods, and heri-
tage, to Greenwood. Opening R. Italian Market 
in November, 2012, Dave says they take pride 
in the food made from scratch and one-on-one 
customer service.

“I think customers are accepting us for want-
ing to preserve their heritage,” Dave says. “There 
are so many areas in Italy you have to cover. The 
variety and choices, the vast traditions each has, 
is just amazing.”

By offering hard-to-find foods to customers, 
and custom ordering what they may not have, 
Dave says he hopes to continue to grow and 
serve the community well.

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

 Make sure that you lis-
ten to the customers and 
get in what they need, not 
what you need.

How have things changed since you  
started your business?

We’ve evolved. We had to take a look at 
the customer base. We evolved to fit what the 
Greenwood Market needed.

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

The biggest challenge is getting people to 
come in the front door. We’re overcoming it by 
advertising, word of mouth, joining the Green-
wood Chamber, the Italian Heritage Society of 
Indiana and Facebook. It’s been all positive.

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

The winter times for restaurants are slower 
than normal or that advertising is really expen-
sive.

What is the hottest new trend in  
your industry?

As far as my industry is 
concerned, there’s not any-
thing new. It’s traditional. 
The biggest thing is hav-
ing the food people used 
to have when they were 
younger. It brings back 
memories for them.

JCBL Photo by Nicole Davis

Dave Rodgers

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

Couple opens R. Italian Market to offer  
hard-to-find traditional foods in Greenwood

Huntington Bank founding  
partner for splash project 

The city of Greenwood announced Huntington Bank as its initial founding 
partner for a project for Pool Park in downtown. As a founding partner, Hun-
tington has committed $25,000 to the project and will be involved through-
out the project’s planning and design.

The City plans to build a new civic center recreational facility to include a 
splash pad and accessible playground equipment. The proposed project will 
include a splash pad, state of the art playground equipment with unified rub-
ber surfacing, walking trails, and a shade structure.  

Description of proposed site plan:  The orange area identifies an accessi-
ble playground structure aimed at children ages 5-12 and the yellow area 
identifies an accessible playground structure for children 2-5.  A 1500-2000 
square foot splash pad is planned to be located in the blue shaded circle.  
Plans for the site also include a shade structure, restroom and changing 
facility, sledding hill, basketball court, and walking trails. 
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164 East Jefferson Street In the heart of downtown Franklin & Johnson County

Almost there and still growing KORN Country 100.3 here to serve

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.

I am not ashamed to admit 
it:  I’m a science fiction (Sci-Fi) 
geek. One of my favorite Sci-Fi 
shows ever, was the 2003 – 2009 
reboot of the 1970’s BattleStar 
Galactica series.  One of the un-
derlying enigmatic themes to 
the new series was, “All of this 
has happened before… and all 
of it will happen again.”  

Now I have never seen it, but 
my understanding is that in the 
movie “Groundhog Day,” Bill 
Murray gets the “pleasure” of 
living one day of his life over 
and over and over…

 Way back in 1993, before 
smart phones, before internet, 
before satellite 24 hours/7 days a week, 365 days 
a year constant talk/shout TV,  I was a brand 
new stockbroker and all I heard about then was 
unemployment numbers, economic malaise, 
the potential for rising interest rates, the 2nd 
Amendment, and nationalized healthcare.

Twenty years later, 2013, and I’m an “old” in-
vestment guy and what is all I ever hear about?  
Unemployment numbers, economic malaise, 
the potential for rising interest rates, the 2nd 
Amendment, and nationalized healthcare.

In 1994 we had a democrat president, a re-
publican Congress and all Washington could 
talk about was gridlock, debt ceilings, and shut-
ting down the government.   And 2013?  (This is 
a rhetorical question… For those of you in Rio 
Linda, a rhetorical question is one that is asked 

in order to make a point with-
out the expectation of a reply 
or a question which has an an-
swer so obvious that the ques-
tion need not be answered.)

In January 1995, a new Con-
gress convened and the Stan-
dard and Poor’s 500 stock in-
dex stood at 470.42.  In January 
2000, five years later, that same 
index stood at 1394.46, repre-
senting a 196 percent increase 
during that period (source:  
STANDARD & POOR’S IN-
DEX SERVICES S&P 500 
MONTHLY RETURNS.  
w w w2.standardandpoors .
com/spf/xls/index/MONTH-

LY.xls).
Now my friends and clients know that one 

of my favorite sayings is, “My crystal ball broke 
a long time ago.” translated to compliance ap-
proved language as:  Past performance is no 
guarantee of future results.  

With that said, I would encourage any and all 
investors who would be successful to take a few 
moments to revisit their personal investment 
portfolios, their 401k allocations, their IRA’s 
and their college savings accounts to make sure 
they are appropriately balanced for the next five 
years… not still trying to adjust to the last five.

The past will repeat itself 
BUSInESS BRIEFBusiness Brief

Habitat for Humanity of Johnson County 
will host its 8th annual Soup Bowl on Feb. 17, 
4-7 p.m. at Scott Hall on the Johnson County 
Fairgrounds in Franklin. With a $20 admission 
ticket, guests may select a handmade, keepsake 
bowl from among several hundred crafted by 
professional Midwestern artisans and advanced 
art students. After selecting a bowl, guests may 
build a meal with the smorgasbord of soups, 
breads and desserts donated from popular 
Johnson County eateries. A silent auction fea-
turing large, handmade pottery pieces, din-

ing gift cards, entertainment packages, sports 
memorabilia and a variety of merchandise will 
round out the evening. Soup Bowl guests may 
purchase tickets at the door on event day or in 
advance at these Franklin bank branches: First 
Merchants, Heartland Community and Mutu-
al Savings and in Greenwood at Old National 
Bank’s St. Rd. 135 location. A $5 admission op-
tion is available on the event day for children 
and adults opting to eat soup from a plastic 
bowl.

Annual Soup Bowl to benefit  
Habitat for Humanity’s mission

Tickets on Sale Now!
GeNeral admiSSioN $35 • 2 for $55 •
$40 each at the door
60 miNuTe early ViP admiSSioN $50 each • 
2 for $75 • Not sold at the door
Includes all the food and beverages you care to enjoy from 
more than 40 vendors! Event details and tickets are available 
at GreenwoodChamber.com or by calling (317) 888-4856.

Buy tickets online!
Host

Executive Chef Sponsors

Sunday • February 24  •  ViP admission 3:30-7:00 p.m.
General admission 4:30-7:00 p.m. 

Valle Vista Golf Club and Conference Center

Chef Challenge Competition 
sponsored by

a Greater Greenwood Chamber of Commerce event
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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

Proud to be a Hoosier business owner
Today as I write my notes to the business 

world of central Indiana, I am going to be 
particularly partisan, code talk for Repub-
lican. I just had the honor of spending the 
last few days with Mike Pence and 2000 of 
our closest friends, as Mike became our 
newly elected governor. The long weekend 
culminated Monday with his swearing in 
on the west steps of the State Capitol build-
ing. As I was shivering in my boots listen-
ing to Mike’s remarks, my mind went back 
through the years of the GOP in Indiana.

As a kid, I distinctly remember friends 
from out of town ask my dad, “Why Indi-
anapolis. When I was in high school, the 
nickname for Indianapolis was “Nap Town.” 
Upon graduating from college, the goal 
was just to get a job anywhere but Indiana, 
much less Indianapolis. By time I graduated from college, 
we were constructing tall buildings, and we were making 
fun places for young people to come Downtown to and 
“party.” Eventually, places like Ruth’s Chris and Morton’s 
steakhouses, which would have never considering moving 
to Indy, were becoming part of the landscape. We did not 
even dream of an NFL football team, much less a two-time 
contender for the Super Bowl!  Talk about dreaming big, 
Indianapolis is now in the history books for being one of 
the NFL’s favorite Super Bowl host locations. We did not 
dream of a Downtown mall or a world-class convention 
facility. Wow, who would have thought that one day “Indy 
no place” could become “Indy show place”? It is certainly a 
great time to not only be a Hoosier but also to be proud of 
our Hoosier heritage!

So why do we have these assets? We have them, in large 
part, because of Republican visionaries. William Hudnut, 

Republican mayor of Indianapolis, con-
vinced Hoosiers that if we built the Hoosier 
Dome, an NFL team would follow. And, yes, 
in the middle of the night it came. Mitch 
Daniels proved to be the right governor for 
the right time. When he took over the office 
of governor from the other party, we as a 
state were hopelessly one billion dollars in 
debt. Through eight years of fiscal respon-
sibility, during the second-most trying eco-
nomic time in our nation’s history and one 
toll road later, we have turned a handsome 
cash profit in Indiana. 

I think by now, most of the tuned in busi-
nessmen and women realize that the states 
with Republican governors are operating 
at a profit, while those run by Democrats 
are largely running at a loss. No, I am not 

against the Democratic party at all, just to be profitable as 
a state requires tough decisions and the GOP has led in 
these decisions. 

Pence’s comment in his address that was a good chal-
lenge for himself and Hoosier government alike is to 
make Indiana the heart of the Hartland. If Mike builds on 
Mitch’s “goodness,” he will develop his own “greatness” 
for the state of Indiana. In so doing, Indiana will continue 
to be one of the best states in the country in which to be 
a small business owner. He even gave all in attendance a 
personal challenge: “If you can start a small business, then 
start one!” Now, that is my kind of a governor. For the next 
several, to be a Hoosier business person, our future looks 
bright!

BUSInESS TaLKBusiness Talk BUSInESS BRIEFBusiness Brief

We LOVE 
Our Customers

RECYCLE Attend an informational  
MBA  
OPEN HOUSE 
i n  P l a i n f i e l d ,  I n d i a n a

Find out more about our unique 
program one of these evenings:

Thursday, January 17, 5-7 p.m.
Tuesday, January 22, 5-7 p.m.
Wednesday, January 30, 5-7 p.m.
Monday, February 4, 5-7 p.m.
Thursday, February 21, 6-8 p.m.

Located at the 
Metropolis Meeting Room
Metropolis Mall  
2499 Futura Parkway 
Plainfield, IN 46168

A Different MBA Program, 
Designed for Working Professionals.

Learn More at Our OPEN HOUSE
At the open house you’ll find out how this internationally 
accredited program is designed to be the best solution for 
working professionals:

Class sessions are just once a week in 10-week terms 
at our convenient Plainfield location for a total of 60 class 
sessions over two years. 

A cohort style of learning allows you to interact with 
professional peers throughout the two-year program.

An affordable flat fee covers all tuition, books, and fees.

1

2

3

The Professional MBA 
from Indiana State University
Taught in our Plainfield location, the Scott College of 
Business Professional MBA has two distinct advantages:

•  The dynamics of in-class, face-to-face discussion 
    one night a week
•  Real-world projects and practice via online learning

indstate.edu/business/proMBA          888-920-3459
Scott College of Business

12-ISU Scott-03843 PrintAd_10.375x6.361_v3.indd   1 12/18/12   1:42 PM

GROWInG SMaLL BUSInESSGrowing Small Business

 At the beginning of a new year, it is always 
important to review and reflect on the year just 
passed and how well you, your staff and your 
business performed.  What could have been im-
proved?  What did you do well?  All as evidenced 
by results, many of those results being financial 
in nature.  To help plan for your focus during the 
next year, financial analysis can help you uncover 
what can be improved upon in the next period.  

There are a number of techniques you can use 
to perform financial statement analysis for your 
business, depending on what you are trying to 
find out. The financial statements you want to 
use in your analysis are the balance sheet and in-
come statement.  Here are some techniques to 
use to analyze your financial statements:

1. Trend analysis
Trend analysis is also called time-series anal-

ysis. Trend analysis helps determine how the business is likely 
to perform over time. Trend analysis is based on historical data 
from the financial statements and forecasted data from the busi-
nesses pro forma, or forward-looking, financial statements.

One popular way of doing trend analysis is by using financial 
ratio analysis. If you calculate financial ratios for a business, you 
have to calculate at least two years of ratios in order for them to 
mean anything. Ratios are meaningless unless you have some-
thing to compare them to, in this case the previous year’s data. 
For example, an important ratio is the current ratio, which is the 
ratio of current or short-term assets to current liabilities on your 
financial statement.  Ideally your ratio is higher than 1.0, which 
would mean that for every dollar of short-term liability you have 
a dollar of short-term assets.  Short term assets are cash, accounts 
receivable, inventory and other highly liquid accounts.  Short 
term liabilities are those that are due in one year or less such as 

accounts payable, etc.  Microsoft has a great Ex-
cel template available free which can help you 
calculate your ratios and can be found at http://
office.microsoft.com/en-us/templates/compre-
hensive-ratio-analysis-TC101877349.aspx 

2. Common size financial statement  
analysis

Common size financial statement analysis is 
analyzing the balance sheet and income state-
ment using percentages. All income statement 
line items are stated as a percentage of sales. All 
balance sheet line items are stated as a percent-
age of total assets. For example, on the income 
statement, every line item is divided by sales, and 
on the balance sheet, every line item is divided by 
total assets. This type of analysis enables you to 
view the income statement and balance sheet in 
a percentage format, which is easy to interpret.

If you look at this income statement, for example, you can 
develop a common size income statement. If you calculate 
the percentage that net income is of total sales, the formula is 
$64,000/$1,000,000 = 6.4%. You can apply that formula to every 
line item on the income statement to develop your common size 
income statement. As with financial ratio analysis, you can com-
pare the common size income statement from one year to other 
years of data to see how your firm is doing. It is generally easier 
to make that comparison using percentages rather than absolute 
numbers.

3. Percentage change financial statement analysis
Percentage change financial statement analysis gets a little 

more complicated. When you use this form of analysis, you cal-
culate growth rates for all income statement items and balance 
sheet accounts relative to a base year. This is a very powerful form 
of financial statement analysis. You can actually see how differ-

ent income statement items and balance sheet accounts grew or 
declined relative to grows or declines in sales and total assets.

Here is an example of percentage change analysis. Let’s say that 
XYZ, Inc. has $500 in inventory on its balance sheet in 2011 and 
$700 in inventory on its balance sheet in 2012. How much has 
inventory grown in 2012? The formula to calculate the growth 
rate in inventory is the following: Change in inventory/Beginning 
inventory Balance = $200/$500 = 0.40 = 40%. The change in in-
ventory for XYZ, Inc. in 2012 is 40%.

4. Benchmarking
Benchmarking is also called industry analysis. Benchmarking 

involves comparing a company to other companies in the same 
industry in order to see how one company is doing financially 
compared to the industry. This type of analysis is very helpful 
to the financial manager as it helps to see if any financial adjust-
ments need to be made. 

There is a tool at the Small Business Administration Web site 
called SizeUp that helps you compare your business to competi-
tors: http://www.sba.gov/sizeup. 

Compiling, analyzing, and understanding financial statements 
provides business owners one of the most important tools for 
reducing the considerable risk involved in starting and growing 
a business. The comparison of financial ratios to industry stan-
dards is, perhaps, one of the best uses of financial information, as 
it allows the business owner to compare the performance of his 
or her business with other like businesses.  The Central ISBDC 
advisers have a tool available to them to perform an analysis and 
if you would like assistance at no cost to you just contact us at 
317-233-7232 or via email at centralindiana@isbdc.org.  

Using financial analysis to understand your business 

Victoria Hall is the director of the Central Indiana Small Business Devel-
opment Center in Indianapolis. She may be reached at vhall@isbdc.org 
or (317) 917-5700.

Victoria Hall
Guest Columnist

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

David Brenton joins MIBOR  
board of directors

David Brenton, broker/owner of David 
Brenton’s Team, 4741 E. Stop 11, Indianapo-
lis, has been elected to represent District 3 
on the board of directors of the Metropoli-
tan Indianapolis Board of REALTORS® (MI-
BOR). MIBOR’s District 3 consists of south-
ern Marion County, Johnson County and 
Brown County.

Brenton has served previously on the MI-
BOR REALTOR® Foundation board of di-
rectors and currently serves on the board of 
directors for the Johnson County Economic 
Development Corporation and Habitat for 
Humanity of Johnson County. 

First Merchants Bank fills  
banking center manager position

First Merchants Bank recently announced 
that Kathy Nover will serve as the banking 
center manager at First Merchants’ Green-
wood  State Road 135 banking center loca-
tion. 

Nover has 32 years of banking experience. 
Nover is a graduate of Leadership Johnson 
County. She serves as  a Greenwood Public 
Library volunteer, is a St. Francis and Clare 
Parish member and parent volunteer, and 
serves on the Roncalli High Schoool Band 
Boosters.
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Compiled by Nicole Davis

Finding employment
Benefit Resources opens new location  

in Franklin because of the area’s business diversity
Matching potential employees 

to employers – Dave McCoy says 
his position as operations manager 
for Benefit Resources, Inc. began 
10 years ago and he enjoys every 
day. With a new location that re-
cently opened in Franklin, McCoy 
says they are continuing to grow.

“I enjoy working with people,” 
McCoy says. “Everybody is differ-
ent, no problem is the same. The 
day just goes by.”

Benefit Resources was found-
ed in 1989 by George Smith, who 
worked in Human Resources in 
Indianapolis. In his previous em-
ployment, he had to let go of 200 
people, then was laid off himself. 
He thought what a better business 
to start than help people find work, 
McCoy says.

Why did you open the business?
We recognized it as an opportunity 

where we had done some business be-
fore. We thought it would be a good 
location to explore because of the 
business diversity that is there.

What did you do to prepare for 
opening your business?

We attended some of the Chamber 

events and met with basic site de-
velopment companies. We felt the 
location at 111 E. Monroe St. was a 
good location to attract retail.

Who is your ideal customer/
client?

We like to work with anybody 
that has any staffing needs, light 
industrial workers. Someone in the 
Johnson County area that is look-
ing for good employment opportu-
nities or career advancement.

How do you plan to be suc-
cessful?

In Johnson County, I think our 
model has been to service the cus-
tomer. We still do on-site inter-
views. If you make the employee 
happy you make the customer 
happy.

What would we be surprised to 
learn about you or your company?

We are a family-friendly organiza-
tion that wants to cater to the needs of 
our employees to the best of our abili-
ties. Also, we do direct-hire engineer-
ing. Most people familiarize us as just 
a staffing firm. 

OPEn FOR BUSInESSOpen for Business

Jack Klemeyer
Columnist

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

 The first coach I hired years ago was 
a professional named Tim. One of the 
lessons he taught me is still valuable to-
day. 

In our sessions, he kept mentioning 
something he called “background mar-
keting.” I had never heard of that term 
and didn’t know what it meant. Finally I 
mustered the courage to ask him to ex-
plain.  

He said background marketing is 
best described as the image people hold 
of you aside from your normal market-
ing efforts. A good example of this is 
one client who was a smoker. She sent 
me some material to critique in the 
regular mail. The moment I opened the 
mailbox, I could smell smoke.

My client had no clue about smoke residue and I’ve 
learned most smokers do not. Non-smokers know that 
smell all too well and don’t care for it. An opinion would 
be formed of her before anyone ever saw the quality of 
her work and she was really competent in her work. 

Here are several examples of simple everyday things 
to consider as you go about your daily business opera-
tions. 

• All facial hair should be kept neat and trimmed. 
This includes nose and ear hair. Don’t be more 
than 24 hours from your last shave.

• Tattoos should not be visible.
• There is supposed to be a gap between your two 

eye brows, so  prevent a “manbrow.”

• Make sure belts don’t show how 
your waistline has expanded or con-
tracted through wear holes or marks 
on the belt. When there is a need to 
change holes, change belts.
• Keep fingernails trimmed, polished 
and neat.
• Button up shirts, leaving only the 
top button undone. This is not the time 
to show a hairy chest (men) or cleavage 
(ladies). 
• Make sure notecards, stationary 
and business cards are clean and pro-
fessional. 
• Phone ringers should be appropri-
ate, eliminate loud songs and startling 
noises.
• Answer the phone in a courteous, 

polite and consistent manner.
• Teeth, breath and hair should be clean, fresh and 

well kept.
• Be alert, courteous and polite with everyone you 

come in contact with on a daily basis.
These simple little things that happen in the back-

ground make up your background marketing – and 
are how others form their opinions about you and your 
business. Make sure the message your prospects and 
clients are receiving is the message you intend to send 
and your business will be better for it.

Lesson in background marketing
Every business needs to know…

COaCH’S CORnERCoach’s CornerBUSInESS BRIEFBusiness Brief

Ashley Hammersley joins 
Express Employment Professionals

Express Employment Profession-
als in Greenwood has hired Ashley 
Hammersley, Southport resident, as 
their newest Employment Specialist 
on Express’ Commercial Team. Ham-
mersley’s responsibilities include in-
terviewing local job seekers to help 
match those seekers with the best 
suited company. In September of 2011, 
Hammersely started off her career at 
Express as a Recruiting and Marketing 
Intern. She has been with the Express 
team part-time since then, until her 
recent graduation from IUPUI in De-
cember 2012. Hammersley then joined 
the team full time in January.

To Advertise in 
the next issue of 

the Business Leader, 
call (317) 451-4088

today! 

Financial aid 
Parents and grandparents of would-be college students take note:  
When two of the financial aid formulas are used to compute how 
much dough to shell out to the student, assets, like stock, in the 
name of the student cause big penalties. – www.forbes.com
  

Big bucks 
Six-figure salaries aren’t just for high-ranking bankers. Wayne 
Hoffman, a magician, makes $135,000 annually performing at 
various functions and shows. Other unlikely six-figure salaries?  
Tree-clearing, pet-sitting, selling recycled ink cartridges and credit 
repair. –money.cnn.com

The very top 
Ever wonder who the highest paid male and female are in this 
economy? Apple’s CEO Tim Cook earned the most in 2011 with 
a total compensation of $377,996,537. The highest paid female 
was Oracle, Inc.’s President and CEO Safra A. Catz with at total 
compensation of $51,696,742. –money.cnn.com
 

Stagnating growth
According to survey of 37 investment strategists and money 
managers, the S&P 500 will end 2012 
at 1,440, or up 15 percent. That means 
it won’t move from where it sat at the 
beginning of the fourth quarter. 
–money.cnn.com 

FINANCE Dispatches

From left, Dave McCoy, operations manager 
and Javid McDaniel, office manager.

Submitted Photo
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Johnson County is making 
strides in a jumpy economy. The 
media continues to send mixed 
messages that confuse buyers, 
sellers, bankers and other real 
estate professionals. The econo-
my sees bright spots in the hous-
ing and commercial market. Re-
lief comes as excess commercial 
properties once owned by banks 
and financial institutions are 
shrinking. Servicers are work-
ing through the backlog of dis-
tressed properties while investor 
demand has strengthened. Com-
mercial properties are reflecting 
a rise in sales prices, welcom-
ing a long over do price correction. Consumers 
are beginning to regain some confidence in the 
commercial marketplace.

We are seeing a demand for industrial space 
in the county. Corporations looking for large 
warehouse and office space find no availability 
in Greenwood. All the available buildings and 
lease space in the once vacant Precedent Park 
have been filled. Franklin has only three exist-
ing properties to offer to new business. Cheryl 
Morphew, Johnson County economic director, 
is excited about a new industrial spec building 

being constructed by the JC De-
velopment Corporation. 

Two new anchor tenants will 
replace Borders and Linens ‘n 
Things in the Southport Plaza on 
the corner of U.S. 31 and Shel-
by Street bringing the shopping 
center to full occupancy. Shoe 
Carnival will occupy 25,000 
square feet in the former Bor-
ders book store.  Kittle’s Home 
Furnishings will open in the 
33,000 square space Lindens ‘n 
Thing once occupied. Kittle’s will 
offer its Rooms Express concept 
to the local Greenwood market.

Arthur Muray Dance Studio 
has opened its new location at 945 N. State Road 
135 in the Colby Shoppes. This space was once 
the home of Cardinal Fitness. Local graphic art-
ist Angie Jack has opened Proforma Integrity 
Plus. The south-side company offers an array of 
printing, promotional products, graphic design 
and custom design work. Her work is displaced 
on many pylon signs throughout Greenwood 
with specialty logo designs.

Trafalgar welcomes Jessen Funeral Home at 
the corner of State Road 135 and Pearl Street. 
The 115 year old business has locations in 

Franklin and Whiteland. Its friendly home town 
atmosphere offers a comfortable family atmo-
sphere.  Bailey and Woods Financial has pur-
chased the VFW building in downtown White-
land. The growing company has roots in White-
land and has expanded from its U.S. 31 location.

2013 promises to be the year of recovery as 
economic growth continues to move in the right 
direction. The self-reinforcing, positive cycle of 
new development and growth will provide job 
opportunities creating a significant force in our 
community.

The pendulum swings toward hope.

Real estate pendulum

Brenda Richards is a commercial real estate at Car-
penter Realtor. She is interested in new business 
and real estate in Johnson County. Brenda can be 
reached at Brenda.richards@comcast.net.

Brenda 
Richards

COMMERCIaLLY SPEaKInGCommercially Speaking

Michael Lenahan  |  1275 U.S. Highway 31 N., Greenwood  |  317.566.6151  |  mlenahan@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

Michael Lenahan

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

BUSInESS BRIEFBusiness Brief PLannER OF nOTEPlanner of Note
February Chamber  
of Commerce Meetings

6 – Greater Greenwood Chamber 
of Commerce (Membership 101); 
Wednesday, Feb. 6, 9-10:30 a.m., 
at Greater Greenwood Chamber 
of Commerce, 65 Airport Pkwy., 
Suite 140, Greenwood. For more 
information, call (317) 888-4856 or 
e-mail info@greenwood-chamber.
com.

6 –  Franklin Chamber of 
Commerce (Chamber Board of 
Directors Meeting); Wednesday, 
Feb. 6, 11:30 a.m., Franklin College 
Napolitan Student Center. For more 
information, call (317) 736-6334 or 
visit franklincoc.org.

12 – Greater Greenwood Chamber 
of Commerce (Business Matters 
Luncheon – Greenwood State of 
the City); Tuesday, Feb. 12, 11:30 
a.m. – 1 p.m. at Valle Vista Golf & 
Conference Center, 755 E. Main 
St., Greenwood.  Open to the 
public. Cost is $15 per person pre-
register, $20 at the door. For more 
information call (317) 888-4856 or 
e-mail info@greenwood-chamber.
com.

14 – Franklin Chamber of 
Commerce (Monthly Luncheon); 
Thursday, Feb. 14, 12-1 p.m., 
Franklin College Napolitan Student 
Center, Branigin Room. For more 
information, call (317) 736-6334 or 
visit franklincoc.org.

23 – Franklin Chamber of 
Commerce (6th Annual Cash Bash); 
Monday, Feb. 23, 6 p.m. at Indiana 
Downs, 4200 N. Michigan Rd., 
Shelbyville. For more information, 
call (317) 736-6334 or visit 
franklincoc.org.

24 – Greater Greenwood 
Chamber of Commerce (Taste of 
the Southside); Sunday, Feb. 24, 
4:30-7 p.m. at Valle Vista Golf & 
Conference Center, 755 E. Main St., 
Greenwood. Must be 21 or older. 
General admission is $40 at the 
door. For more information call 
(317) 888-4856 or e-mail info@
greenwood-chamber.com

Greater Greenwood Chamber of 
Commerce New Members

Peoplelink Staffing
Tara Burns
8920 Saint Peter St.
Indianapolis, IN 46227
(317) 881-4198

Stage I Dance Academy, Inc.
Beverly Smithey
3019 Meridian Meadows Rd.
Greenwood, IN 46142
(317) 881-2021

Franklin Chamber of Commerce 
New Members

Benefit Resources, Inc.
111 E. Monroe St.
Franklin, IN 46131
(317) 494-6467

Cross Financial Services, LLC
460 N. Morton St., Suite 112
Franklin, IN 46131
(317) 560-4045

Indy SEO Firm
500 S. Polk St., Suite 6C
Greenwood, IN 46143
(317) 721-2736

Pridgeon & Clay
150 Arvin Rd.
Franklin, IN 46131
(317) 738-4885

Wesley’s Pallets & Heat Treat 
Service, Inc.
6181 S. 550 East St.
Franklin, IN 46131
(812) 526-0377

Sales Leads
Newly Incorporated Businesses 
through January 10, 2012 

BHI Painting Professional
John Barnhizer
1957 Churchill Rd.
Franklin, IN 46131

Brian McMillin Consulting
Brian McMillin
1197 Sunkiss Ct.
Franklin, IN 46131

Dave’s Property Maintenance
David Sparks
1174 Ebony Lane
Franklin, IN 46131

DCI Crete
B Resources, LLC
1729 US 31 South, Suite H
Greenwood, IN 46143

Edinburgh Novelty
Linda Cox
611 S. Eisenhower Dr.
Edinburgh, IN 46124

Five O Tech
Amy McKee
269 Sunrise Circle
Greenwood, IN 46142

Fix N Flip
Randolph Ruiz
133 Lynwood Dr.
New Whiteland, IN 46184

Franklin Baseball  
Grizzly Cubs Jr. Club
Stacy Devenport
5033 E. 250 S.
Franklin, IN 46131

GFS Consulting
Gerard Shepherd
3036 San Jose Dr.
Greenwood, IN 46143

Gold Posts
Kenneth M. Stutler
632 E. Main St.
Greenwood, IN 46143

Indy Girls Hoops League
Walter D. Raines
1185 Alder Rd.
Franklin, IN 46131

K Miller Law
Kathryn L Miller
996 Stonegate Rd.
Greenwood, IN 46142

M H Mechanical
Martin Hill
306 Lakeview Dr.
Nineveh, IN 46164

Meador Heating and Cooling
Jason Meador
60 14th St.
Franklin, IN 46131

O For Cakes Sake
Taryn Deenix
937 Old Eagle Way
Greenwood, IN 46143

Rodarmels Construction & 
Excavating
Shirley J. Rodarmal, Rick J. 
Rodarmal Jr.
1080 W. Palomino Place
Bargersville, IN 46106

Rustic Wagon
Jonee Sutton
1223 Greenwood Station Blvd.
Greenwood, IN 46143

Stones Crossing Therapeutic 
Massage
Brandon Cockrell
9470 Wellington Dr.
Martinsville, IN 46151

Vintage Whimsy
Jennifer Mcalpin
5081 E. 100 N.
Franklin, IN 46131

Winning With Coco Com
Priscill Brock
1494 Blue Stem Dr.
Greenwood, IN 46143

SBA Guaranteed Loans
Hamilton County

Bounce I, LLC
10080 E. 121st St.
Fishers, IN 46037
$1,935,000
Chase Bank

On-Hold Systems, Inc.
4904 Woodfield Dr. 
Carmel, IN 46033
$30,000
The Huntington National Bank

Plan B Marketing, Inc.
12 W. Main St.
Carmel, IN 46032
$150,000
Old National Bank 

Moore Dentistry, Inc.
13580 E. 116th St.
Fishers, IN 46037 
$497,000
Premier Capital Corporation

Togo Express, LLC
10733 Bunker Hill Dr.
Carmel, IN 46032
$ 25,000
Borrego Springs Bank 

Johnson County

Fountainhead Search, Inc.
60 E. Madison
Franklin, IN 46131
$150,000
Horizon Bank 

K & V Ziemer Enterprises, Inc.
307 Elm St.
Greenwood, IN 46142
$1,402,500
First Financial Bank (OH)

Marion County

Amos Exteriors, Inc.
7301 E. 46th St.
Indianapolis, IN 46226
$341,000
Premier Capital Corporation

Amrit Incorporated
3360 W. 16th St.
Indianapolis, IN 46201
$460,000
The Farmers Bank, Frankfort

Auralex Acoustics, Inc.
9955 Westpoint Dr.
Indianapolis, IN 46256
$350,000
$512,000
The Huntington National Bank

Bharatkumar D Patel dba BP 
Cigarettes 
2917 W. 16th St.
Indianapolis, IN 46222
$100,000
The Huntington National Bank

Boykin, LLC
904 Castleton Square Mall
Indianapolis, IN 46250
$ 25,000
$ 415,000
PNC Bank

C-Cat, Inc.
1726 W. 15th St.
Indianapolis, IN 46202
$159,000
Premier Capital Corporation

D&G Laker, Inc.
5325 E. Southport Rd. 
Indianapolis, IN 46237
$242,000
FCN Bank

India Garden
207 N. Delaware St.
Indianapolis, IN 46204
$321,000
Premier Capital Corporation

Innovative Security Group, LLC 
2 Johnson Ave.
Indianapolis, IN  46219
$10,000
Chase Bank 

IRC Roofing, Inc. 
4050 N. Glen Arm Rd.
Indianapolis, IN 46254
$275,200
Wells Fargo Bank 

The Journey USA, Inc.
7155 E. 96th St. 
Indianapolis, IN 46250
$50,000
First Colorado National Bank 

Kinney Group, Inc.
2425 W. Michigan St. 
Indianapolis, IN 46222
$1,392,500
Wells Fargo Bank 

M 3 V, LLC
11925 E. 65th St., Suite 13
Indianapolis, IN 46236
$50,000
The Huntington National Bank

Majestic Stone Imports, LLC
1100 E. Maryland St.
Indianapolis, IN 46202
$ 135,000
$ 142,000
Indiana Statewide Cert. Dev. Corp. 

My Gas Station
2401 Lafayette Rd.
Indianapolis, IN  46222
$372,000
Indiana Statewide Cert. Dev. Corp. 

R2L Real Estate, LLC 
6948 Caribou Dr.
Indianapolis, IN 46278
$1,138,500
Compass Bank 

R. J. Aluminum, LLC
2915 N. Tobey Dr.
Indianapolis, IN 46219
$600,000
Fifth Third Bank 

Sincerus, Inc
6800 E. 32nd St.
Indianapolis, IN 46226
$220,000
PNC Bank

expressindysouth.com

(317) 888-5700
707 South Madison Ave. Suite Q 
Greenwood, IN 46143

Are You Having Regulatory  

Nightmares?
Express has the tools  
and knowledge to help  
you keep up with  
constantly changing  
federal and state  
regulations. 

To see how Express can  
provide you with the  
solutions your business  
needs call or go online today.

A new federal rule hits the 
books roughly every two 
hours, 365 days a year.

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

Janice Bilby, MD, 
has joined Francis-
can Physician Net-
work Greenwood 
Parke Family Medi-
cine.

She has been in 
medical practice for 
more than 25 years. 
Certified by the 
American Board of 
Family Medicine, 
Bilby received her 
undergraduate de-
gree in biology at 
Ball State University, where she was an hon-
ors student. Bilby, a member of the American 
Academy of Family Physicians, resides in India-
napolis. Greenwood Parke Family Medicine is 
located at 8920 Southpointe Dr., Suite E-1. For 
more information, call (317) 882-0535.

Family doctor establishes 
practice with Franciscan 

Physician Network



Leadership Johnson County (LJC) is a non-profit, non-political educational program that develops 
citizens’ personal leadership skills and enhances their knowledge of county issues. LJC believes strong 
leadership skills increase productivity in our community and businesses, creating stronger, better 
citizens. Participants vary in gender, age, occupation, education and represent all Johnson County 
communities. LJC has graduated more than 500 diverse community leaders since 1995.

"Leadership Johnson County opened my eyes to the full breadth 
and depth of our community. I learned more about the county 
than just the city I've lived in for years and learned about the many 
organizations and agencies that make the county what it is. The 
academic programs in LJC helped me "up my game" in my daytime 
management job. But the prime benefit for me was that LJC helped 
me figure out where to next apply my talents for the betterment 
of the community. That realization, coupled with the wonderful 
people I met and the "door opener" that being an LJC alumnus is, 
enables me to still make a difference routinely in Johnson County."

Don Cummings
Training Group Manager, Endress+Hauser, Inc.

Board Member, Johnson County Community Foundation
Co-Founder, Journey Johnson County

What Leadership 
Johnson County 

has meant to me?


