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indstate.edu/ProMBA

Indiana State offers a one-of-a-kind MBA program in Plainfield for working 
professionals.

Only five percent of colleges and universities are nationally accredited by the AACSB. 
And we’re named a “Nation’s Best” program by the Princton Review. We’re among the 
elite.

We’re for balance in your family, work, and school time. One night a week for ten weeks, 
three times a year. You’ll see the goal and stay the course.

Open houses in your area:

May 6, 6:00 p.m., Greater Greenwood Chamber of Commerce, 65 Airport Parkway, Suite 140, Greenwood
May 12, 6:00 p.m., Metropolis Mall Event Center, 2499 Futura Park Way, Plainfield

RSVP to: ISU-MBA@indstate.edu or call (317) 662-0004.

We’re for opportunity. For self-discovery.

And for you.
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For most people who know me, 
May is an exciting time of year. 
As a life-long Westsider, what 

goes on at 16th and Georgetown 
Rd. is of particular interest; for the 
last several years, another event has 
taken on special meaning: Excelerate 
Hendricks County.

The 8th Annual Excelerate Hen-
dricks County will be May 8 at The 
Palms, 2353 Perry Rd., Plainfield. It 
is a combined effort between the 
Hendricks County Business Leader, 
Hendricks County Economic De-
velopment Partnership, Hendricks College 

Network, Indiana Small Business Develop-
ment Corporation and all four of the county’s 
chamber of commerces: Avon, Brownsburg, 
Danville and Plainfield.

The idea behind EHC is to celebrate small 
and medium-size business – well actual-
ly business, period. We made the change to 
hold the event in May just a few years ago. 
This year’s edition of EHC, we think, will be 
the best yet. Unlike EHC before, which tra-
ditionally began in the morning and ended 
in the early afternoon, this year’s edition will 
begin at 3 p.m.  and feature two educational 
break out sessions: Beth Cisco, Cisco Consult-
ing Group will discuss Strategic Marketing for 
Small Business; Robby Slaughter, AccelaWork 
Business Improvement will talk about Time 
Management: Working Smarter, Not Harder.  
You will benefit tremendously by sitting in on 
each session.

Of course vendors will be on hand – and 
you will be able to visit booths at 4 p.m.

Then there is the Small Business Panel 
which will be from 4-4:45 p.m. It will be mod-

erated by HCEDP Chief Cinda Kel-
ley-Hutchings. The panel will consist 
of  Jeremy Eldridge, CFO, Grand-
view Pharmacy; Jennifer McPeak, 
Danville Chiropractic; Kris Rogers, 
First Light Home Care; and  Monte 
Speicher, Cutters Brewing Company. 
A panel full of success that will in-
deed provide a great deal of insight 
on how they have made their busi-
nesses successful.

The day will wind down as the key-
note and small business awards and 
reception will take place from 5:30 

- 7 p.m. Our keynote this year is Joe Wilson, 
CEO of Bio-Response Solutions, Danville. 
He has an amazing story to tell. There will be 
great opportunity to connect with businesses 
and, best of all it’s free, given the cash bar that 
will open at 5:30 p.m. I hope to see you there.

For more information, go to www.exceler-
atehc.com or contact Cathy Myers at cathy@
businessleader.bz or call (317) 918-0334.

Cover Party May 13  
at Avon Gardens 

Don’t forget to attend the May Cover Party, 
presented by State Bank of Lizton, Tuesday, 
May 13, 5:30-7:30 p.m., at Avon Gardens, 6259 
County Road 91 N., Avon. Covers honored will 
be: March, Susan Rozzi, Leadership Hendricks 
County; April, Ben Weaver, Prestwick Country 
Club; and May, Gus Rojas, The Palms. RSVP 
by May 12 to coverparty@businessleader.bz. 
Hope to see you there.

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

2014 Excelerate Hendricks County 
will feature something for everyone  

VIEWS

FROM the PUBLISHER

“For most people who 
know me, May is an 

exciting time of year. As 
a life-long Westsider, 
what goes on at 16th 

and Georgetown Rd. is of 
particular interest; for the 
last several years, another 
event has taken on special 

meaning: Excelerate 
Hendricks County.”

Hendricks Regional Health 
to host weekly Farmers 

Market in Avon
Hendricks Regional Health and the Town of 
Avon will once again partner to host a weekly 
farmers market in Avon. The market will be held 
in the south parking lot at Hendricks Regional 
Health Avon, 8244 E. US 36, on Tuesdays, from 
4 to 7 p.m., from June 3 through Sept. 23. A 
variety of vendor opportunities are available 
for this weekly event. For more information, 
contact Terri Fisher, Town of Avon,  at  (317) 
272-0948, ext. 119.

BUSINESS BRIEF

      Get To   
Know Us!

You can count on us to understand your business 
needs and be a part of your advisory team.  

Call us or stop by and get to know us!

• Equipment and Vehicle Financing  
• Operating Loans

• Commercial Real Estate Lending

866.348.4675
www.statebankoflizton.com
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VIEWS

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 time-
ly, focused (not more than 200 words) and verifiable. 
Please make sure to provide your complete name 
and daytime and evening telephone contact num-
bers. All letters are subject to editing for brevity, clar-
ity and grammar. Please direct correspondence to 
info@businessleader.bz.

When I first heard about the 1 percent 
during the sit-in at New York City 
park, I was sure they were talking 

about people who barely tip 1 percent 
for services. People who have money 
like to keep money. This is why 
large donations get lots of publicity. 
Charity can be a vanity project.

Tipping seems to be everywhere 
these days. It’s not just serving staff 
that comes to expect a little extra on 
top of the bill. You can’t tip over with-
out hitting a tip jar. Everyone wants 
in on the free cash. Starbucks has 
even added digital tipping to its new 
app. After paying for your $5 latte, 
the app nags you 
to tip your baris-
ta (“Barista” is 
an Italian word 
meaning coffee 
pourer).

Businesses are 
capitalizing on 
this tipping craze 
as a supplemen-

tal income. They don’t pay workers enough, so 
they let them beg for tips. Restaurants have been 
getting away with murder for years by only pay-
ing the wait staff $2.01 an hour. Everyone knows 
they get crappy wages and usually tips well. But 

should you tip your hairstylist? Your 
taxi driver? Your ticket taker at the 
movies?

To be clear, I am talking about the 
gratuity customers give for receiv-
ing excellent service. I’m not talking 
about cow tipping or Tippi Hedren 
or even tips to the stock market. I’m 
not advocating the delinquent tipping 
over of mini cars, either. I’m talking 
about nice customers who want nice 
services from nice people who have 
deliberately chosen a poorer way of 
life. Perhaps the “FU” face tattoo was 

a poor decision.
Have you been 

to a huge dining 
party where the 
18 percent gratu-
ity is automati-
cally added to 
your bill? This is 
a bone of conten-

tion for many diners. Tipping is supposed to be a 
voluntary act. I choose my tip percentage based 
on the service received. But the 18 percent gra-
tuity is so aggravating to some that they have 
sued restaurants. (P.S. There’s a sign you have 
too much money.)

Do you start at 15 percent and add to that for 
superior service, or do you completely disregard 
a tip if the service was subpar? Sometimes it is 
amazing that servers have an upbeat attitude. I 
mean, have you seen what we pay them?

Back to Starbucks, I have noticed that there 
has been a rash of “paying it forward” acts of 
kindness. In order to generate good karma, pa-
trons will purchase the drinks of the person be-
hind them. This is usually done without any tip 
for the staff that makes and serves the drink. 
This puzzles me. To be clear, the person behind 
you does not need you to buy their drink. Good 
karma comes from helping people in need. 
Imagine the value of a dollar to someone who is 
broke to the value of the same dollar to someone 
who has a $100,000. It’s called getting more bang 
for your buck.

Gus Pearcy
COLUMNIST

The tipping point of tipping
HUMOR

“Imagine the value of a dollar to someone 
who is broke to the value of the same 

dollar to someone who has a $100,000. It’s 
called getting more bang for your buck.”

In Toon with HC Business by Julie 
Bickel

“It is the leader’s job to 
enforce the values and 
behaviors that make up  
the company culture.  

A healthy company culture 
is a set of norms and 

behaviors that support  
high performance  
and the company’s  
ultimate success.”

~Robert Sher, Founder  
CEO to CEO, Inc.

A myriad of forces contribute 
to the constantly evolving eco-
nomic landscape — in Indiana 
as much as anywhere else on the 
globe. And though these forces 
are ever-changing (such is the 
nature of the ebb and flow of the 
universe), recent data from the 
U.S. Bureau of Labor Statistics 
compiled by Moody’s economy.
com and the Indiana Business 
Research Center paints a pret-
ty positive picture of Hendricks 
County.

Since 2001, Hendricks County 
has seen an increase from 38,846 
jobs to 82,385 in 2013 — a percent 
change of 68.7. Not only that but 
Hendricks County has also seen 
a 56.3 percent increase in office 
space demand employment from 
2008 to 2013 as well as a 15.6 
percent increase in covered pay-
roll job growth during the same 
time period. When compared to 
the adjacent counties, it appears 
as though Hendricks is on an up-
ward trend with even more posi-
tives on the horizon.

According to information from 
the Hendricks County Economic 
Development Partnership, Hen-
dricks’ appeal spans a far great-
er distance than the Indy-met-
ro area: “With a location that is 
close to so many of the nation’s 
population centers, an extensive 
transportation network, a skilled 
workforce and an outstanding 
quality of life, Hendricks County, 
Indiana has become one of the 
nation’s premier business loca-
tions.”

As the rest of the state strug-
gles with slow development and 
marginal increments in job open-
ings, will Hendricks County pave 
the way for business owners and 
entrepreneurs to help our com-
munities grow and thrive? We 
believe so, absolutely.

Hendricks 
County: 

Businesses are 
booming



businessleader.bz • May 2014   5Hendricks County Business Leader

The Palms Banquet  
and Conference Center  

Five Star Catering
2353 Perry Rd. • Plainfield, IN 46168

(317) 839-9990 • fivestarc.com

What’s the best advice you ever 
received?
Never, never give up. Believe in yourself, 
and treat others like you want to be 
treated.

Best business decision you ever made:
Getting into a career that I enjoy. You 
have to like and be passionate about 
what you do.

Worst advice you ever received: 
Don’t listen to your mom and dad. They 
are from another generation; they don’t 
know.

In five years, I want… to be stable in all 
aspects of my life, be happy and make a 
difference in people’s lives.

My secret to success… God, that simply. 
Nothing happens without Him in our 
lives. 

How Gus did it?

The List
Five books, or five movies, or five 
albums that have had an influence on 
your life…
n The Champ
n The Godfather
n Schindler’s List
n Rocky
n Grease

FEATURE

COVER STORY

By Gus Pearcy
After 32 years of living in the United States, 

Gus Rojas, 59, can’t figure out why he still has an 
accent from his native Mexico City, but he does. 
It can sometimes be a challenge to understand 
when Gus gets excited. But there’s no doubting 
his enthusiasm for his venture called The Palms.

The former Primo West Banquet Center is 
now The Palms, purchased by a group of in-
vestors including Rich and Tom Kidwell, Den-
nis Stephenson, and Gus and, his wife, Maryann 
Rojas. The group purchased it back in 2009 and 
operated under Primo West until last fall. It re-
mains a full-service banquet and conference 
center able to accommodate any group from 
100 to 1,100.

Gus and Maryann have five children, Tony, 
Andi, Ali, Danny, and Mia who all have pitched 
in to help on events from time to time. But to 
Gus, all the employees are like family because 
they all have the same goal.

“What we want is to create fans,” Gus said. 
“We are in this business to make people hap-
py. To give them what they are visualizing and 
more.”

Exceeding expectations is Gus’ intent when-
ever he gets the chance. He likes to push a little 
unique flair into every event. His career has in-
cluded working with Hyatt hotels and Center-
plate hospitality, which provides food services 
and concessions to hundreds of convention cen-
ters and sports stadiums around the world. Gus 
has managed the Horizon Center in Muncie and 

opened the McAllen Convention Center in Tex-
as. He has managed prestigious events like U.S. 
President inaugural balls.

It’s been a charmed life that started with a leap 
of faith 32 years ago.

In Mexico City, Gus was an accomplished 
soccer player playing with a 
professional team while he 
was going to school. It was un-
doubtedly his passion.

After suffering an injury, 
he decided to join a student 
exchange program and was 
shipped to an unfamiliar India-
napolis.

“I didn’t know anything 
about Indianapolis except the 
500 mile race,” Gus said. “I was 
here for six months and went 
to Cathedral High School.”

The experience “opened his eyes” he said, 
but he returned to Mexico, fully recuperated 
and practicing again. One day his life changed 
dramatically, when he got a call out of the blue 
from a Spanish teacher he met at Cathedral. The 
teacher was leading a group from Cathedral in 
Mexico City and wanted them to meet Gus.

“So I go to the hotel and that is where I meet 
my wife,” Gus said. But meeting Maryann 
changed the course of his life forever.

After a few months in a long-distance rela-
tionship, Gus threw all caution to the wind and 
came to Indiana. It was all for love.

“(If) you’re in love, you don’t think,” Gus said. 
“You just act. If I would’ve thought about it, I 
would be, ‘Wait a second. I’ve got everything 
right here. I’m doing great. I might be famous 
one day, my family who I love like crazy, my 
friends, my food. Why would I want to leave?’ 
Well, it was all for love. What a woman can do.”

Maryann and Gus Rojas

“We are in this business to 
make people happy. To give 

them what they are visualizing 
and more.” ~ Gus Rojas

Former Primo West retains excellence as Gus Rojas  
follows his heart and puts down his roots in Indiana.

FROM PRIMO to THE PALMS

In April of 1984 at an event at the Hyatt Regency Hotel, then Vice President George H. W. Bush shakes hands with 
Gus Rojas.

Photo by Rick Myers

Submitted Photo
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New leadership  
at Indianapolis  

Airport Authority
The Indianapolis Airport Authority (IAA) 
recently announced that it has selected Mario 
Rodriguez as its next executive director. 
Current Executive Director Robert Duncan 
will remain with the IAA as deputy executive 
director during a transition period that will 
follow the arrival of Rodriguez in early June. 
Rodriguez is currently the executive director 
of Long Beach Airport, located in the center of 
southern California. Duncan has been involved 
with the IAA in various capacities since 1973. 
His roles with the Authority have included staff 
attorney, managing director, vice president, 
general counsel, and executive director. His 
primary duties as deputy executive director 
will be to help the new executive director 
acclimate to the IAA’s employee culture, 
its business and operational processes, 
and its approach to community relations. 
Additionally, he will assist in the transition of 
key leadership duties and responsibilities in 
the most efficient manner possible. Duncan 
will serve in this transitional capacity through 
2014, after which he intends to return to the 
private practice of law with the firm of Norris, 
Choplin, and Schroeder LLP.

BUSINESS BRIEF

Well, President Obama did it again. 
In the name of malfeasance and 
misinformation, he signed yet an-

other executive decree. This time, he 
signed a document that said if you 
ever do work with the federal govern-
ment, you have to disclose your pay 
grades for everyone in your organiza-
tion, as well as no regulations in your 
business banning employees compar-
ing their various income pay levels. 
One thing  is sacrosanct in most busi-
nesses: people do not talk about their 
pay. I, for one, have given people quite 
large raises for merit. At the same 
time that I awarded the raise, I said 
if this raise is ever made 
public by you, I will 
take the raise back. 
Believe me, when 
the employee gets 
a handsome raise, 
he understands the 
art of confidential-
ity. 

Enter your presi-
dent. I believe some of 
his staffers literally sat 

around in a small room trying to play gotcha 
with Republican businessmen and women, not 
caring the least bit about the fallout that might 
result. The new executive order says that now 
you can compare your pay with anyone in the 

business who is willing to share his 
pay rate with you, and now there’s 
nothing the company can do to stop 
it. Now, if you demand confidentiality 
of pay plans with your employees, you 
will be breaking the law! 

So what was the president’s reason-
ing? He did it all in the name of equal 
pay for women. What he failed to ac-
knowledge is that in 1963, the equal 
pay for women act was passed, and 
it has stood the test of time. Now, 
when Republican congressman and 

senators state their out-
rage for this kind of trick 

and deceit in presi-
dential executive 
order, the presi-
dent can suggest 
we are only mad 
because we don’t 

care about women 
and equal pay. As we 

enter the next election 
cycle, he knows that 

more women than ever are taking to the ballot 
box. He wants to create a phony-baloney theory 
that Republicans hate women. So what he does 
is drum up some program that causes nothing 
but havoc in America’s small businesses that are 
doing business with the government. It is done 
with intent and malice. This is one more way the 
federal government is abusing an intrusion into 
our businesses. 

Interestingly, every worker has some pro-
tection under the law for worker abuse, but 
the least protected person out there is a white 
male. The president is also aware that while tra-
ditionally the white male has dominated college 
graduate ranks, now there are more women en-
tering college than men. This means the next 
generation of college graduates has more quali-
fied women going into the job market than men. 
Therefore, any residual pay disparity is quickly 
fading. Have no illusions, the president is fully 
apprised of this. 

Recall, in the last election cycle, the president 
found a half a dozen ways that “Republicans hate 
women.” Well, all is fair in love and war. I don’t 
fault him; he probably just outsmarted the Re-
publican hand. This is your federal tax dollar at 
work for you.

Howard Hubler
COLUMNIST

Howard Hubler can be reached at howard@hubler.com.

PEER TO PEER

Privacy of pay patronized by president

BUSINESS DISPATCHES

n GM invests more in Detroit
General Motors recently announced a $384 million upgrade to its current plant in Detroit-
Hamtramck. The upgrade will include an assembly line for the Chevrolet Volt and two 
undisclosed products. Presently, the plant employs approximately 1,600 people and 
locals are generally supportive of this—calling it a good opportunity for the community, 
which is currently struggling through the largest public-sector bankruptcy in United 
States history. – CNN Money

n Online video marketing
Online video advertising offers businesses small and large businesses alike a cost-effective 
way to reach numerous viewers if executed properly. Tips for your next viral video: plan 
it out—carefully crafting a branded video is sure to help you get your message across. 
Keeping it short ensures you have viewers’ attentions. Additionally, you want your viewers 
to identify with you or to build a relationship with you. Lastly, be sure to define and 
measure the purpose and impact of your message or campaign. – Business News Daily

n Family Dollar closes stores
Family Dollar Stores Inc., recently said they would be closing stores, cutting jobs, and 
reducing prices. Family Dollar suffered as much as a 35 percent decline in profit in the 
quarter that ended March 1, with sales falling 3.8 percent from last year. The downward 
trend is expected to continue. Most recent strongest sales from Family Dollar were 
tobacco and frozen foods. – Reuters

n Bank of America to refund $727 million
Bank of America credit card holders with add-on services may be eligible for substantial 
payments. The Consumer Financial Protection Bureau concluded that the bank used 
deceptive marketing tactics and claims that approximately 2.9 million people will be 
splitting $727 million as a result of a negotiated deal between the CFPB and Bank of 
America. – The Fiscal Times
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From left, starting from back row, Mark Cox and Isaac Hart. Zac Bunten, Brandi Schultz, Penny Thomas and Julie 
Winship. Justin Cozart, Stephen Woodruff, Matt Wilhelm, Rhonda Yeftich and Gary Brown. Brian McLane, Brent 
Bangel, Nate Thorne, Clay Chafin, and Brad DuBois, executive director of Plainfield Chamber of Commerce.

Submitted Photo

Splash Island, located at 651 Vestal Rd., 
Plainfield, was named the April Business of 
the Month by the Plainfield Chamber of Com-
merce at its monthly meeting. Splash Island 
opened in June of 2004, followed by the rec-
reation center in November of 2004, and then 
finally the indoor aquatic center was added in 

March of 2005.  
The facility has seen attendance growth and 

expansion, including a 2012 addition of a 900 
foot long leisure river.  Plans are now under-
way for an additional possible expansion in-
cluding more waterslides at the waterpark in 
the coming years. 

Splash Island dives in as BOM
PLAINFIELD CHAMBER BUSINESS of the MONTHBUSINESS DISPATCHES

FINANCE

n Winter’s chill and economic activity
Could this winter’s irregular frigid temperatures chill local economic activity? Certain busi-
nesses like Natural-gas companies, auto repair/maintenance facilities and HVAC service 
providers may see an increase in revenue and customers. Other, less vital businesses are 
more likely to take a hit due to the snow-covered streets and icy conditions. Investors, how-
ever, are hopeful that the employment report for early 2014 will show improvement from 
December’s 74,000 new-job gain. – Yahoo Finance

n Identity fraud on the rise
According to a new report from Javelin Strategy & Research, identity frauds saw an increase 
to 13.1 million in 2013—up 500,000 from 2012. The biggest source of identity theft occurs 
during a data breach, wherein personal and financial information is accessed and either 
utilized or sold. In order to safeguard yourself from fraud, create strong passwords or pass-
phrases and change them regularly. Check your bank accounts and activity frequently, and 
shred personal documents that may contain sensitive information. – CNN Money

n Joint credit cards no more?
Joint credit cards may be on their way out as some reports claim Chase plans on discontinu-
ing the product. HSBC and Credit One also dropped their joint credit card services some 
time ago, leaving only a few other banks who offer joint credit cards. But instead of forcing 
couples to have two separate cards, spouses can now be named as an “authorized user” 
of an existing account. A Chase spokesperson cited the change as a move to simplify the 
bank’s products. – MSN Money

TECHNOLOGY

n Hazards in counterfeit devices
A new report from the Mobile Manufacturers Forum says counterfeit iPhones and other hi-
tech devices are often full of lead and other hazardous materials. In 2013, approximately 
148 million counterfeit units were sold, which could mean that nearly 8% of mobile devices 
sold in 2013 were illegitimate products containing varying amounts of lead, cadmium and 
mercury. Beware of cheaper-than-normal products from third-party sellers. – MSN Tech

n Interest in research into driverless cars
Major car companies (BMW to Toyota to Volvo) alongside Google have been increasing 
their research into “driverless” cars in recent years. Advocates claim the general public is still 
almost a decade away from access to driverless cars, but increased research and funding 
means automated vehicle technology is gaining traction. Benefits could include increased 
road capacity, fewer traffic accidents, reduced congestion, and more opportunities for 
handicapped drivers. – Yahoo Tech

SALES

n Marketing landscape: rapidly changing
As companies reemerge from the throes of winter, marketing agencies gear up for cam-
paigns and head back to traditional methods of advertising. Traditional methods, however, 
may be on the way out to make room for newer, more action-based promotions for com-
panies attempting to improve their marketing and branding. – Forbes Sales & Marketing

n Sales minus the sleaze
Sales sometimes receives a bad reputation, but there’s a big difference between slick-talk-
ing and simply asking for the sale. Well-crafted calls for action, more conversation than 
“pitch” and focusing on building a partnership with your potential customers are just a few 
ways you can brand yourself or your company as a genuine, wholesome establishment. – 
Entrepreneur.com

n Ford sales up in China
Large sales gains for Ford in China (thanks to the Ford Focus, the best-selling vehicle in 
China) encouraged Ford to invest $100 million in research and development facilities in 
Nanjing. From this investment, Ford plans to open two no assembly plants in 2014. – CNBC

The industry experts at Somerset CPAs have examined the 
Affordable Care Act and have discovered that not all beans 
are taxed the same.

To learn more, visit us online at www.SomersetCPAs.com, or 
contact one of our tax professionals with expertise in industries 
such as:

MORE JARS.
SAME BEANS...

3925 River Crossing Parkway, 3rd Floor | Indianapolis, IN 46240 | 317.472.2200 | info@somersetcpas.com

- Agriculture
- Construction
- Dealerships

- Dental
- Health care
- Manufacturing

- Retail 
- Real estate
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BUSINESS 
LEGAL

BUSINESS PERFORMANCE

Erin Smith
COLUMNIST

Erin Smith is co-owner of Spotlight Strategies a print, apparel, 
promo and sign company located in Franklin, IN.  She may be 
reached at erin@spotlight-strategies.com.

As I continued to hone our marketing 
plan for 2014, I came across a great 
article in Forbes.com that is 

a must share: Inside the Millennial 
Mind: The Do’s & Don’ts of Marketing 
to this Powerful Generation, by 
Patrick Spenner. I must admit that 
marketing tactics of the past (the 
ones I know how to do and am 
comfortable with) are not necessarily 
working on the decision makers of 
today.  The millennial generation, 
primarily defined as 19-36 year olds, is 
driving decision making in marketing 
departments across the globe.  The 
very departments 
that ten years ago 
preferred face to 
face connections, 
held loyalty of 
vendors high 
and believed that 
technology was 
going to enhance, 
not completely change, the way they worked 

have made an abrupt change.  Business owners 
and leaders must take note, in quick order, 
before we are considered dinosaurs with an 
aversion to the inevitable … CHANGE!

A few facts to consider:
• Millennials are the largest gen-

eration by population size (76.6 
million) – Beating out the Baby 
Boomers!

• Millennials take the most “self-
ie” pictures than any other genera-
tion – Go figure.

• Millennials are not taking the 
same approach to adulthood as 
previous generations – Work hard, 
get married, buy a home, have chil-
dren, live happily ever after, in that 

order I might 
add, is not in 
their DNA.

So, what does 
all this mean 
to you?  Well, 
if you want to 
reach and en-
gage this market 

and conduct business, you are going to have 

to change and adapt – a paradigm shift, if you 
will, in your thinking.  Here are three ways to 
help you shift and connect, straight from the 
article:

“First, understand and speak to the values 
that drive them – happiness, passion, diversi-
ty, sharing and discovery. Second, understand 
their realistic lifestyles and experiences and 
find ways to amplify their reality. And, final-
ly, make sure they feel informed and involved, 
not just marketed to. By following these three 
strategies, brands will find more opportuni-
ties available to them to gain this generation’s 
affinity.”

Sounds logical, but when you genuinely try 
this it may feel awkward.  Keep trying.  The 
current college intern on my staff is spurring 
my own paradigm shift.  His ideas force me to 
think differently and have had positive impact.  
The millennial generation is extremely bright 
and innovative, just as we have wisdom and 
experience to share.  Perhaps colliding with 
this generation will be just what our economy 
needs to bring about a robust recovery. 

YOUR BUSINESS

Marketing to millennials and beyond

“The millennial generation is extremely bright  
and innovative, just as we have wisdom and 

experience to share.  Perhaps colliding with this 
generation will be just what our economy needs  

to bring about a robust recovery.”

If your kids were starving, and you had a 
fishing pole, would you try your luck in 
some mysterious pond, or would you cast 

into the lake that has always produced 
a bucket full of big ones? The most 
practical, most effective marketing 
strategy is to focus your limited re-
sources on fishing where you know 
the fish can be found and where you 
know how to catch them.

I’m not saying that it’s a bad idea 
to take risks or explore new markets, 
but your best potential for marketing 
success is probably a whole lot closer 
than you realize. 

For most businesses, the best pros-

pects are a group they neglect when it comes to 
marketing. It’s their current customers. They al-
ready know who you are, and presumably, they 
like you well enough to do business with you. 
When you target current (or past) customers, 

you don’t have to introduce and ex-
plain yourself and struggle to get 
them to try you out.

It can cost six times as much to sell 
to someone new than to someone 
who already does business with you. 
So each brand new customer who 
strolls through your door costs you 
six times what it takes to bring a cur-
rent customer back again.

That’s why it makes sense to focus a 
healthy portion of your marketing ac-
tivities on retaining existing custom-
ers and bringing former customers 

back into the fold.
Why do your customers stop returning? You 

might guess that they had a bad experience. Or 
maybe they’re just fickle and disloyal. 

From what I’ve seen, the biggest cause of lost 
business is benign neglect. Basically, companies 
just stop paying attention to their customers. 
They don’t mean to ignore them, but they be-
come so focused on attracting new customers 
that the old ones no longer seem to be impor-
tant. That’s when one of your competitors at-
tracts their attention. 

The key to preventing benign neglect is to do 
something – anything! – to maintain and en-
hance your relationship with your existing cus-
tomers. No matter what method you use, be 
sure you thank your customers for doing busi-
ness with you and give them some kind of re-
ward for doing so. 

Most companies don’t think about current 
customers until they use up most of their mon-
ey on experiments. Next time, start your fishing 
trip where you know you’ll find hungry fish.  

Scott Flood can be contacted via email at sflood@sfwriting.
com or by calling (317) 839-1739, or visit his blog at: sfwriting.
com/blog/.

For marketing success,  
fish where the fish are

Scott Flood
COLUMNIST

THE PERSONAL TOUCH

“The most practical, most effective marketing 
strategy is to focus your limited resources on 

fishing where you know the fish can be found and 
where you know how to catch them.”

Surely you have seen the old Norman 
Rockwellesque cartoon of a couple 
of young boys trying to steal a peak 

through the knothole in 
the wooden fence that 
surrounds the ballpark 
of their favorite team or 
player to watch the base-
ball game. 

Those boys know only 
what they see through the 
knothole. If the knothole 
happens to give a great 
view … that is what they 
see. If, on the other hand, 
the knothole reveals only 
a partial glimpse of the 
field or players, then the boys know the game in 
that way.

I think you would agree the view from the 
fence behind home plate would be much dif-
ferent from the view from the third base line or 
worse yet, the view into the back of the bleach-
ers or of the concession stand. Depending on 
the size of the hole, the distance of the hole from 
the ground and what obstacles are in front of the 
hole, the view changes as does the perspective 
gained by the boys in our story.

This little anecdote is a great metaphor for our 
business and, for that matter, for our life. This 
concept is not new. Alfred Korzybski coined a 
phrase that sums up this story way back in 1933. 
Korzybski is recorded as the author of the dic-
tum “the map is not the territory.”

It is important that we look, metaphorically, 
through different holes to see and make sense of 
our world. The view and understanding gleaned 
from different holes gives us new perspectives. 
A great way to grow and develop is to always be 
trying to look through different holes to broaden 
our perspective.

From time to time it is good to see things 
though other’s eyes and learn their perspective, 
it allows us to have better understanding and 
empathy which in turn gives us more flexibility. 
When we are flexible, we are more resourceful, 
and when we are more resourceful, we perform 
better. And that is the goal.

Depends on 
where you’re 

looking

Jack Klemeyer
COLUMNIST

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

COACH’S CORNER



Join us for the Hendricks County Business Leader 
May Cover Party, sponsored by State Bank of Lizton. 
Enjoy wine and hors d’oeuvreves, and mix with col-
leagues and your peers from throughout Hendricks 
County during this fun and casual after-hours busi-
ness affair as we honor: March cover, Susan Rozzi, 
Leadership Hendricks County; April cover, Ben and 
Stacey Weaver, Prestwick Country Club; and May 
cover, Gus Rojas, The Palms Banquet and Confer-
ence Center Five Star Catering.

presented by

Tuesday, May 13, 2014
5:30-7:30 p.m.

Avon Gardens
6259 E. C.R. 91 North

Avon, IN
RSVP coverparty@businessleader.bz 

or call/text (317) 918-0334 

Food • Fun • Networking
COVER PARTY
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In the March 2014 issue of the Business 
Leader, Scott Flood wrote an article in regards 
to “word of mouth” advertising being some-
what of a myth and not something a new busi-
ness should consider as a major source to grow 
a new business. He somewhat treats “word of 
mouth” advertising not so important indicates 
“it is almost a deadly way of business growth.” 
I don’t know if Mr. 
Flood has ever start-
ed a business from 
nothing to reality 
but with all respect, 
I wish to dispute his 
insensitivity to “word 
of mouth” advertis-
ing.

As one who has de-
veloped a small busi-
ness from a vision to 
a reality and survived 
nearly 39 years of ex-
istence serving cus-
tomers from 25 cit-
ies and five different 
states on a regular 
basis, I have been in 
the “fox hole” and daily in a “swamp full of alli-
gators” looking for plug, promoting a business 
to new customers every day. The restaurant 
business is one of the most competitive mar-
kets to survive in with so many different choic-
es for consumers as well as new ones opening 
up on a regular basis—so yes, the marketplace 
gets noisy. With such a journey, a business de-
gree and MBA in Marketing from Butler Uni-
versity, I would like to share a few points of sig-
nificance of “word of mouth” and how it is so 
important and valuable.

Word of mouth is a rock solid way of growing 
your business. IT should be your first plan of 
attack for promoting your new business. Many 
new service businesses such as restaurants usu-
ally don’t make a big splash for opening night. 
They like to open quietly to special guests first 

and then let the flow of “word of mouth” work 
so the operation can have a test run with staff, 
equipment and organization to remove all er-
rors before the big rush. The advertising comes 
second when the operation is confident that 
the machine is working smoothly and ready to 
handle all business demands. Naturally, the key 
to the success of the growth is that you have to 
have a product, service, quality, personality and 
wherewithal that consumers will be attracted 

to and experience in 
a very positive way. 
Word of mouth will 
kill you if you are not 
organized, prepared, 
trained and ready for 
that first customer. 
Word of mouth may 
not be “magical” but 
is critical when you 
first open.

Word of mouth is a 
guarantee of business 
growth and advertis-
ing is not. Advertis-
ing is like throwing 
darts. There are no 
guarantees of any in-
crease in business, 

only the opportunity ofr exposure. You can 
spend thousands of dollars for all kinds of ad-
vertising and may not see a significant increase 
in sales. While advertising can help in many 
ways, it is very important you understand the 
methods of advertising and what will work best 
for your business—door hangers, coupons, 
newspaper, flyers or mailers. You must edu-
cate yourself on all methods of advertising and 
do your homework on what works and what 
doesn’t. Word of mouth is the cheapest and 
surest way to grow your business. It costs four 
times as much money to gain new customers 
than maintaining existing ones. Keep your ex-
isting customers happy and let them advertise 
for you.

A case in point was when our kids were 
home, we would take short trips during school 

Word of mouth to grow business
READERS’ WRITES

White Lick Creek
3047 Garden View Terrace

Danville, IN 46122
317.442.5088

• Private attached garage for convenience 
      when entering or exiting your home 

• Smart, single-story design means no difficult
      stairs to climb

• Certified energy efficiency means energy 
      savings, and no drafty windows or doors

• Built-in peace & quiet; no one lives above
      or below you

• Smoke-free environment and Pets welcome

• Simplify your lifestyle at Redwood Living!

White Lick Creek
byRedwood.com

Like us on Facebook 

Watch us on Youtube
www.youtube.com/RedwoodLivingTV

www.facebook.com/byRedwood

Join us for our RIBBON CUTTING 
May 16th 11:00 a.m. - 1:00 p.m.

OPEN HOUSE
May 17th 10:00 a.m. - 4:00 p.m.
May 18th 10:00 a.m. - 4:00 p.m.

TOURS • FOOD • PRIZES

breaks and stay in a hotel with a pool and eat 
at different restaurants. We first would look 
in the yellow pages and try the restaurants 
that had the largest ads, thinking they were 
the most successful and very good to try. We 
found the opposite — very expensive, poor 
service, no personality, atmosphere and ter-
rible experience. We decided to try a word of 
mouth method and ask the hotel clerk, the gas 
station attendant, the cleaning lady, janitor or 
even the lifeguard at the pool for places to eat 
such as pizza, steaks, seafood, pasta and sal-
ads. They always had their favorite place and 
each time we would find great experiences. So 
which worked best—the big advertising ad in 
the yellow pages or the word of mouth of a ho-
tel clerk?

Word of mouth can also become very evil 
and contribute to the death of your business. 
With the new social media being added to the 
daily mix of people’s lives, one must comment 
on how it can damage your business, reputa-
tion, etc. People can make comments good or 
bad about you, your business, your personali-
ty, make up stories and lies with absolutely no 
accountability and do so without a return ad-
dress or name. Make a simple mistake with a 
customer and the whole world will know it in 
a few hours and there is nothing you can com-
pete against or do to correct it. The damage is 

done and you had no chance to explain your 
side. There is too much information out there 
that can harm businesses, people, kill jobs and 
destroy lives that can be a pipeline for word 
of mouth. Whether someone is interested in 
your business will depend on the comments 
they read which may or may not be accurate. 
No business can operate perfectly and mis-
takes happen but today there is a high price 
for a simple mistake so it makes the daily grind 
even tougher. Unwarranted word of mouth can 
be as deadly as good word of mouth is magical.

Finally word of mouth is not easy. It takes 
hard work and almost perfection type results. 
You have to pay attention to the details, what 
customers want, like, why, the existing market-
place, competition, who are your customers, 
where do they come from and what differen-
tiates you from your competitors. Most im-
portantly, you have got to love your customers 
good or bad. Make them special, let them know 
how they are appreciated, speak to them, shake 
their hands, send flowers, cards and make 
them your friends. “People go to where they 
are made to feel appreciated.” Live and die ev-
ery day for your customer and they will sell you 
to the world! Word of mouth is the litmus test 
of growing your business every day. It is not a 
myth — it is reality.

Dave Byrdwell, 46122 

“…word of mouth is not easy. 
It takes hard work and almost 

perfection type results. You have to 
pay attention to the details, what 

customers want, like, why, the 
existing marketplace, competition, 

who are your customers, where 
do they come from and what 
differentiates you from your 

competitors.”
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2353 East Perry Road
Plainfield, IN
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A not-for-profit online resource, “They’re 
Our Kids”, has plans to serve Hendricks 
County parents and youth in a new way by 
developing a college scholarship fund 
for Hendricks County high school 
seniors through the Hendricks County 
Community Foundation. They’re 
Our Kids co-creator Eric Ivie currently 
runs the website, and after meeting 
with Hendricks County Community 
Foundation executive director William 
A. Rhodehamel about his idea, Ivie’s goal 
is to raise $25,000 for a scholarship fund 
through the Foundation that will benefit 
Hendricks County high school seniors 
for years to come. His first venture 
into fundraising for this scholarship 
fund is through t-shirt sales. A+ 
Images, Inc., a family business owned 
by Bob Straka of Avon, helped Ivie create 
garment designs, printed shirt samples, and 
donated their time and resources to create 
an online store for They’re Our Kids apparel. 
Shoppers can access the online store through 
TheyreOurKids.org and choose one of five 
designs to be printed on a variety of garments 
in a wide array of colors.Thirty percent of 

each garment’s price goes directly to the 
TheyreOurKids.org Fund with the Hendricks 
County Community Foundation. Ivie doesn’t 
foresee t-shirt sales meeting the $25,000 goal, 
but he says it will be a good start. “These shirts 
double as a way to spread the word about 

They’re Our Kids and as a way to benefit the 
kids of Hendricks County,” Ivie said. “I’d love 

to see parents and kids wearing them all 
over the county.” TheyreOurKids.org was 

created by Ivie, Jan Currier, Gus Pearcy 
and Richard Sutton in 2006 as their 
Leadership Hendricks County project. 

It’s a tool to promote active parenting 
and involvement in their children’s 

education through centralization 
and sharing of information. The 

project was funded by a grant from 
the Hendricks County Community 
Foundation. The website provides 

links to schools, community resources, 
youth sports leagues organizations, 

special needs resources and more. In 
December of 2013, a blog was added to the 
site, providing even more helpful information 
to parents who live in or who are considering 
moving to Hendricks County. For more 
information, visit They’re OurKids.org.

HC parenting resource developing  
college scholarship fund

BUSINESS BRIEF

BUSINESS LOCAL

Finer Things Brownsburg
On April 1, Finer Things, located at 1032 E. Main St., Brownsburg, expanded its bridal merchandise 
through consignment of bridal gowns, mothers’ dresses and flower girl dresses. Contact Melissa 
at Finer Things at 858-8558 with questions.

Photos by Elaine WhitesidesBUSINESS BRIEF

PUBLISHING, LLC

4140

TERRE HAUTE

Welcome to 
the family!

To Advertise, contact us at 
advertising@THBL.biz 
or call (812) 243-2445

Advertise in 
the Terre Haute 
Business Leader 

and reach, via 
direct mail, 100% 

of Terre Haute 
businesses.
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By Gus Pearcy
Despite spending most of his life in the fast 

lane, Pittsboro’s Johnny Parsons Jr., 69, is now 
behind the wheel of a school bus. The life-
long racer is now making sure the kids get to 
Northwest Hendricks school buildings safely.

But it sure as heck doesn’t mean he’s given 
up racing.

Parsons is the son of 1950 Indy 500 winner 
Johnnie Parsons, a popular driver for years at 
the track. Truth be told, Johnny is not a junior. 
His middle name is Wayne after the “Duke.” 
His dad’s middle name is Woodrow after the 
president. Johnny has been spelling his name 
this way all his life. His father always used “ie,” 
but on the Borg-Warner 500 trophy, his name 
is spelled with a “y.” It’s the only name on the 
trophy misspelled.

Parsons was not only the son of a racer, but 
his step-father was also Duane Carter Sr., and 
his half-brother is Duane “Pancho” Carter Jr. 
It seemed like racing was Johnny’s destiny.

He made the most of his career, including 
12 starts at Indianapolis finishing as high as 
fifth. He finished second in USAC points in 
1977. He has won numerous races and has 
been inducted into the National Midget Auto 
Racing Hall of Fame.

He started raching quarter midgets and 
dabbled in sprint cars here in Indiana before 
graduating from Scecina High School in 1963. 
Then, he left to pursue racing in California 
while living with his dad. Racing was more of 

a glorified hobby then, as Parsons became 
a Los Angeles police officer for two years. 
Parsons said there were pros and cons of 
being a second generation racer.

“The pros were, you grew up backstage 
and you know some key people,” Parsons 
said. “But you still have to develop your 
skills.”

Parsons was reared in the shadow of 
the Speedway. His first trip to the oval was 
just a few years after his dad won. Then, 
in junior high, Parsons worked there sell-
ing programs. In high school, he marched 
with the Scecina band for opening cere-
monies, and his senior year he was on the 
wall, holding pit boards for his step-dad. 
When an opening came up on the India-
napolis Motor Speedway Radio Network 
in 2007, Parsons became an analyst for 
four years. In the last few years, he’s sold 
concessions for St. Christopher’s Catholic 
Church.

In June, Parsons will go back to the 500 
as a race car driver. He will participate in 
the Sportscar Vintage 
Racing Association’s 
inaugural Brickyard 
Vintage Racing Invi-
tational. He will be 
there with former 
drivers such as Al Un-
ser Jr., Lyn St. James, 
Mark Dismore, and 
Willy T. Ribbs.

In his first race at 

the 500, his qualifying speed was 180+ 
mph. His last year there, 1996, he was 
cruising at 224 mph average.

“It’s an adrenaline rush,” Parsons said 
of the high speeds. “It’s pretty cool, but it 
takes a lot of concentration.”

He adds that he was lucky to have a var-
ied career in terms of cars and types of 
tracks. He still holds the qualifying record 
at the Indiana State Fairgrounds. Parsons 
set it in 1995 in the Silver Crown Series.

Speed is not a factor when he drives a 
school bus. Parsons says he is still concen-
trating, though.

“What helps a former race car driver 
be a truck driver or a school bus driver is 
you’re used to going a little quicker, but 
you can take in so much more,” Parsons 
explained. “If there’s a problem in front 
of you, you see it starting, probably more 
than the average motorist. 

“You just got to turn it down a notch,” 
he added. “It’s a different level. You know, I 
just keep scanning the areas and drive de-

fensively, so I don’t 
get bored.

BUSINESS FEATURE

Pittsboro’s Johnny Parsons Jr., spent most of his life in the fast lane  
but is now easing up on the throttle a bit.

“What helps a former race car driver be a truck driver or a school bus  
driver is you’re used to going a little quicker, but you can take in so much 

more. If there’s a problem in front of you, you see it starting, probably  
more than the average motorist. You just got to turn it down a notch.  

It’s a different level. You know, I just keep scanning the areas  
and drive defensively, so I don’t get bored.” ~ Johnny Parsons Jr.

EASING THE 
THROTTLE

Above, Johnny Parsons Jr. circa 1990s; Below, Parsons behind a new set of wheels. 

BUSINESS LEADER Extra
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Looks at  
Local 

Leaders
Each month, the Business Leader focuses 

on how Leadership Hendricks County 
delivers the skills local residents need to 
provide leadership in our communities.

Leadership Hendricks County 
participants do more than learn about 
leadership and our county. They’re 
also challenged to put their newfound 
knowledge and skills to work through 
what’s known as the Team Capstone 
Project. 

There are three objectives of Capstone. 
First, it gives the participants a hands-
on community enhancement experience. 
It also deepens their knowledge of the 
challenges facing Hendricks County. 
Finally, the approach is designed to improve 
their skills as team members.

Class members are divided into several 
teams, and each team is expected to identify 
and pursue a topic that’s meaningful and 
important to the team members. Any topic 
that addresses important issues facing 
Hendricks County and its residents is 
acceptable. We don’t assign topics, because 
a key leadership skill is being able to 
identify and study needs.

The Capstone teams begin by discussing 
issues that are important to them. Then 
they start to narrow those issues to specific 
topics. For example, one of this year’s 
groups began by discussing the need to 
improve health and wellness among the 
county’s residents. As they dug more 

deeply, they identified two problems: 
residents facing economic problems didn’t 
get enough healthy food, and local food 
pantries faced demands that outstripped 
their supplies. They realized they could 
address both issues by finding a way to get 
fresh food from local growers and farmers’ 
markets to the food pantries. Over the next 
few months, they’ll look for ways to turn 
that concept into a practical reality.

Another group this year is also focused 
on economic issues. They hope to increase 
awareness of the challenges faced by 
families in poverty, perhaps by presenting 
simulations at local schools and companies. 
A third group in the 2014 LHC class is 
working on creating a countywide effort 
for community service and beautification, 
bringing a wide array of individuals and 
groups together for the common good.

LHC hopes that the groups produce 
sustainable ideas that make Hendricks 
County a better place to live, work, or 
play. For example, past projects have 
resulted in the creation of the Hendricks 
College Network, Hendricks County 
Parks & Recreation, and the county’s food 
pantry coalition. But the real value of the 
Capstone process is the experience of 
discovery, the knowledge gained on the 
road to understanding, the development of 
consensus, and the creation of a solution. It 
teaches lessons the participants will never 
forget.

LHC 2014 class members discussed Hendricks County  

to determine common interests.

ANNUAL GOLF OUTING • July 10
Join the Who’s Who of Hendricks County at Deer Creek Golf Club for our annual outing 

and fundraiser. You’ll enjoy great food, fellowship, and a roomful of prizes while you 
help us keep LHC tuition affordable! Visit LeadershipHendricksCounty.org for details!
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A new long-term study identifies the 
most dangerous threat to investor 
performance:  the inves-

tors themselves. DALBAR, out of 
Boston, just released its 20th Quan-
titative Analysis of Investor Behav-
ior. It again shows that investors 
don’t do nearly as well as the invest-
ments they purchase. Even as the 
availability of investor education 
resources has risen dramatically 
with the proliferation of the inter-
net and investment information, 
investors simply refuse to learn 
from their mistakes. The DALBAR 
study shows that average investors 
are continuing their behavior of buying high 
and selling low. 

Over the last 20 years, the S&P 500 has re-
turned an average of 9.22 percent annually, 
but the average investor portfolio has earned 
just 5.02 percent. The gap actually widened 
in 2013 as the market was booming. Accord-
ing to 2013 mutual fund inflow data, investors 
kept guessing wrong on when to invest … in 
a year when it was very hard to not do well in 

the markets.
Why can’t the average investor seem to get 

it right? Ever?
The reason seems to lie in unrealistic inves-

tor expectations. Investors typically set their 
expectations too high. They believe 
that the market average is the worst 
they should do. Another contribut-
ing factor is investor hubris. They 
think everyone else is average, not 
them. They are investment geniuses 
and are making optimal choices in 
investments and timing. But is that 
a realistic or even appropriate way to 
think? If your expectations and hu-
bris are unrealistic or inappropriate, 
then when things don’t go as expect-
ed, your response is likely to be inap-
propriate as well.   

I have the heart of a teacher and have hoped 
that maybe a few words in the many, many ar-
ticles I have written in these pages over the last 
several years have educated or maybe even 
enlightened a few of you.  Alas, the DALBAR 
study says my words and those of many, many 
others apparently have not taken root. That is 
very worrisome to me. We are at a point in our 
society when the average person – more than 

ever before – holds his financial future in his 
own hands. Professionally managed and em-
ployer funded pensions have been going away 
for decades now. They have been replaced, if 
at all, by largely self-directed retirement-sav-
ings plans where the average investor is brief-
ly self-educating himself then pulling triggers 
and making investment decisions that will 
impact the quality of their future retirement 
years dramatically.  

So what’s an investor who would be suc-
cessful to do? 

The DALBAR report suggested four best 
practices to avoid money-losing behavior: Set 
expectations below market indexes; control 
exposure to risk; monitor risk tolerance and 
present forecasts in terms of probabilities. 

Don’t fall into the trap of the average inves-
tor who believes wealth comes from making 
aggressive investments and timing them right. 
Become the truly wealthy investor who main-
tains realistic expectations, understands and 
controls risk, and follows a patient aggressive 
savings plan over many years and many up 
and down markets.  

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.

MONEY MATTERS

BUSINESS FINANCE

Investor behavior chagrins  
professional advice

Doctors Who Listen
Community Westview Hospital, which is a part of Community Health
Network, is located at West 38th Street and North Guion Road on 
Indianapolis’ Westside. 

Community Westview is the state’s only osteopathic hospital. The 
practice of osteopathic medicine recognizes that the body is inherently
capable of healing itself, and doctors of osteopathic medicine (D.O.s)
encourage and facilitate this process. Community Westview Hospital
offers patients a variety of treatment options to maintain a state of
wellness while supporting a century-old osteopathic philosophy of care.

For more information on Community Westview Hospital 
visit us online at www.communitywestview.org or call 
(317) 920-VIEW (8439) for more information on our services.

BUSINESS BRIEF

Rhonda Deluise moving  
up in St. Francis

Rhonda Deluise, RN, has been appointed di-
rector of Quality and Support Services at 
Franciscan Visiting Nurse Service. She was a 
manager in that same area the last five years.
Before joining Franciscan VNS, Delouise was 
vice president of patient care services for 
Howard Regional Health System and held var-
ious nursing positions at other medical facili-
ties in Kokomo. Deluise received her associate 
and bachelor degrees in nursing from Indiana 
University.

n Windows XP support discontinued
After its twelfth birthday, Microsoft has 
finally decided to discontinue providing 
service and support updates for the XP 
operating system. Due to the surprising 
amount of computers still using Windows 
XP (ATMs, retail companies, and various 
other outlets), Microsoft is temporarily of-
fering costly additional support, though 
remaining users will have to upgrade to 
either Windows Vista, 7 or 8 if they don’t 
wish to be susceptible to malicious soft-
ware and/or hackers. – CNN Money

BUSINESS DISPATCH



We’ll get the job done. Fast!

directdeliveryinc.netSchedule online. Save money 
on your next delivery!

Direct Delivery isn’t the new delivery company on the block. We’ve 
been around for decades, delivering materials of all sizes on time and 
on budget. Let’s face it, when you need something delivered, you just 
want to make the call with confidence that your shipment is as good as 
delivered. Well, you’re at the right place.

Direct Delivery is the answer for your shipping needs. In fact, you’ll 
find that we are a reliable and responsible company that is always will-
ing to work with you regardless of your needs. Not only do we take our 
business serious, we take our role in the business community serious 
as well. Welcome to our site, feel free to browse it or if you just need a 
delivery contact us and make it a Direct Delivery.

“We have used Direct Delivery for a number of years and have developed a 
strong relationship with them. Like us, they are locally owned and though 
we know there are other companies we could use, we know that the owner, 
Greg Mertz is always a phone call away, and we take great comfort in 
that...” - RJ Pile, Indianapolis

Direct Delivery
PH: 317.353.1111 TF: 1.888.446.7087
email - gmertz@directdeliveryinc.net

Address:
1633 Howard St. 

Indianapolis, IN 46221
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Home fashion for less

Compiled by Cathy Myers

Heidi Jo Maddix is the owner of BB Con-
sign & Design. She has an extensive back-
ground in business management and 
finance. Maddix has always had a pas-
sion for designing on a budget. For the 
past several years, she has pursued her 
passion with a dream of one day open-
ing her own consignment and interior 
design shop. On February 1, 2014, BB 
Consign & Design opened its doors. 

Maddix says, “My job is to help you 
achieve your vision of how you want 
your home to look and feel. It’s impor-
tant that after you do a redesign, you 
love it and you have no regrets on the 
cost.”  She wants to become a resource 
for those who want to either do a DIY 
project or need guidance on a new de-
sign. 

Why did you open the business?
I love to design any space! I love shop-

ping resale and consignment shops for 
my design projects. I am all about sav-
ing money yet ensuring the end results 
look amazing and my clients love the 
end results. With this in mind, I wanted 
to create a resource for our communi-
ty to provide fine home furnishings at 
resale cost.  As a resident of Browns-
burg, it was important for me to open 
in Brownsburg.  I envision the shop to become 
an exchange center for fine home furnishings 
for our town and surrounding communities. 

What did you do to prepare for opening 
your business?

When my husband Ty and I talked about 
this dream back in 2005, I started doing a lot 
of research on consigning and the business of 
consignment. With my passion and experi-
ence in interior design, I knew it was a great 
combination. When I retired from my cor-
porate job in 2012, my focus was finding the 
right spot for our shop. I really wanted to be 
in the heart of downtown. Once we secured 
our lease, we went to work on redesigning our 
store front. This is such an exciting time. 

Who is your idea customer? Client?
Anyone! No matter how big or small your 

space is or if it’s just a room, we want to help 
you with your space. You 
can make over a space with 
very little and make it feel 
new, fresh and bright, no 
matter how small or big 
your budget. We just want 
to help you make your 
space you and help you do 
that for less!

How do you plan to be successful?
We want to become a resource for our com-

munity. If you need an idea or have an idea 
and just want someone to listen to your design 

idea, come by, we would love to talk. If you are 
looking for a particular home furnishing, we 
want to be a resource for you to find it. We 
are always seeing new items daily or items that 
we may not take into the store due to space or 
uniqueness of the item. We want to help con-
nect the seller and the potential buyer.  

What would we be surprised to learn 
about your company?

When you think of consignment, you do 
not think about charity giving. We offer a pro-
gram where we can do fundraisers. The or-
ganization opens a charity account. You can 
ask people to donate items to that specific ac-
count. A list of items accepted is listed on our 
website. We do all the work. The administra-
tor of the charity account can keep track of 
items donated and sold on their www.myre-
saleweb.com account. You will know exact-
ly how much your charity is receiving each 

month. This is a great way 
to get many involved, cre-
ate less work for the orga-
nization and as long as do-
nations are coming in, it 
could be a constant stream 
of income for the organiza-
tion. Yes, it’s that easy! 

OPEN FOR BUSINESS

Heidi Jo Maddix

Submitted Photo

Achieving your vision with Heidi Jo Maddix

The more you save, the more 
you save.

Get that old deadbeat out of your home.

*�Some�conditions�and��
restrictions�apply.

Get�rid�of�that�old�refrigerator�or�freezer�before�it�swipes�any�more�
electricity.�Not�only�will�we�haul�it�away�free,�we’ll�give�you�$35*��
for�the�honor.�

To�get�more�details—or�to�schedule�your�free�pickup—call��
877-395-5535�or�visit�PowerMoves.com/HaulFree.

FINANCE DISPATCHES

n Procrastination genetic?
Have airline fees gone too far? – Some hidden fees to watch for: Checking in early when 
your hotel room is ready can cost up to $50. Buying a ticket on a few airlines’ websites can 
carry an “electronic reservation” fee of at least $10. Putting a small pet under an airline seat 
can cost $250 round trip. Checking an oversize, overweight suitcase is as much as $800 
round trip. On May 1, Allegiant – an airline that utilizes flights from under-served airports 
to destinations like Las Vegas or Florida – will start charging $5 to print a boarding pass at 
the airport, and it charges a $10 electronic-reservation fee per flight segment and at least 
$10 for carry-on bags that go in the overhead bin. 

- The Wall Street Journal

n Time to renegotiate broker fees?
Professional portfolio management can be expensive, and if a new company has its way, it 
could be free. WiseBanyan, an online-only investment adviser, publicly launched a service 
that builds and manages diversified portfolios of exchange-traded funds for nothing. 
There is no minimum account size, nor is there any fee to sign up, to buy the funds or to 
hold them (other than the underlying expenses of the funds, averaging less than 0.14% 
annually). The company ultimately hopes to make money by charging fees for additional 
services. Advice from a broker or financial advisor will cost you, on average, about 1 
percent of your assets every year, even though the process is often highly mechanical 
and a computer can do it for nothing, as WiseBanyan shows with its “algorithmic” method 
of determining which portfolios to recommend. And that points toward the ultimate 
question: Is your adviser charging you a fair price and providing the services you want? If 
you look in the “fees and compensation” section of your adviser’s Form ADV, a disclosure 
document mandated by the Securities and Exchange Commission, you might well find 
that the fixed fee you have been paying all these years is negotiable. 

- The Wall Street Journal



20   May 2014 • businessleader.bz Hendricks County Business LeaderBUSINESS PERFORMANCE

Kathy Davis, an attorney, is the owner of KJD Legal LLC 
in Brownsburg. Kathy focuses her practice in the areas of 
business and real estate.  She also operates a virtual law office, 
which is accessible through her website, kjdlegal.com. Kathy 
also writes about real estate law on Nolo.com. Contact Kathy 
at (317) 721-5290 or kathy@kjdlegal.com. 

One of the best signs of an improv-
ing economy is the number of “Help 
Wanted” signs that start sprout-

ing up all around town. Companies 
small and large are starting to hire 
again.

If you’re the business owner, 
though, hiring can bring a whole 
slew of potential issues.  Who do you 
hire?  When is the right time to hire?  
And when you do interview and 
hire, how do you protect yourself?

These are a few tips – by no 
means all inclusive – of some things 
to think about when you are in the 
hiring process.

Interviewing.  Candidates for po-
sitions are protected from discrimination.  And 
you might not mean anything discriminatory 
when you make the remark – but the issue is 
whether or not your remarks are perceived as 
discriminatory.  To keep it easy, you only ask 
questions related to the candidate’s experience, 
other positions, and education.   

Don’t ask questions about race, gender, reli-
gion, sexual orientation or family status.  Even 
asking a female candidate if she is married or 
plans to have kids soon could potentially open 
you up to a claim.  General rule: if they bring it 
up, okay.  If they don’t – don’t ask.

Offer.  Write a formal offer letter to your cho-
sen candidate outlining the terms of your agree-
ment.  You want to include information about 
pay structure, such as when he will be paid and 

how often.  You will also want to again describe 
the specific duties and responsibilities of the 
job.  If you have a required schedule, you need 
to note this in the letter.  You also want to talk 
about benefits, if you offer them. The details on 

health insurance, life insurance, and 
paid time off should all be spelled 
out ahead of time.  Finally, let the 
candidate know if you are cover-
ing additional costs, like cellular 
phones, licensing fees or association 
dues.

Starting. Once the candidate 
starts, you need him to complete the 
I-9 info form for federal and state 
tax purposes.  You need to withhold 
employment taxes and pay in for 
unemployment insurance.  It may 
be easier to use a payroll company 

for this. 
Consider having an employee handbook or 

collection of written policies as well.  You can 
write this yourself, or you can purchase a gen-
eral employee handbook from an HR consulting 
company or have an attorney draft one for you. 

As other things come up after the candidate 
becomes an employee, take the time to check 
with an attorney or HR consultant before mak-
ing sudden decisions.  Remember that it is often 
worth it to pay for protective advice in advance, 
rather than pay for the consequences later.

Hiring? Helpful  
suggestions to find the best

Kathy Davis
COLUMNIST

HC BUSINESS LAW
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Compiled by Cathy Myers

Jennifer Soots is a Hendricks County pho-
tographer who is focusing on weddings and 
families. Soots is based out of Avon, but she 
says she will travel worldwide. Soots says, “My 
style is full of love and emotion with a vintage 
twist.” 

 “Witnessing a day full of love and commit-
ment is what brings me so much joy to my so-
called job.”  Soots says she feels blessed to do 
what she does each day. Her husband, Bran-
don, is at her side for every wedding shoot.

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

My most valuable piece of advice that has 
been given to me was to be myself.  Learning 
my strengths and adding to them and acknowl-
edging and growing from my weaknesses.  Be-
ing inspired through others, but always being 
myself and never shying away from who I truly 
want to be as an artist and photographer.

How have things changed since you started 
your business?

My business has expanded more than I 
could have ever imagined. I am beginning to 

focus more on couples and weddings versus 
being such a wide spectrum photographer.  I 
feel my business has truly blossomed because 
of what I have learned and how I have contin-
ued to push through on being true to myself 
and not following in the footsteps of other lo-
cal artists.  

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

My biggest challenge was rebranding my 
name and focusing more on one area in pho-
tography: engagements and weddings.  I have 
just started this process this past winter and I 
am overcoming the fear that I had doing this 
by meeting more brides through bridal shows 
and advertising my business more in the lo-
cal community.  It is a struggle at times, but 
if being a wedding photographer is my dream, 
I will continue to do what I can to make that 
happen!

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

I wish someone would have told me the fine-
line material in being a small business owner.  
The business has many pros that do outweigh 
the negative, but running a business is a very 
tough thing to do.  There is much more to be-

ing a photographer than clicking the shutter 
button.  At home, behind the scenes is where 
the stress takes over at times. In the end, it is 
all worth it and being able to meet new people 
and stay in touch with previous clients brings 
so much joy to my life.  

What is the hottest new trend in your in-
dustry?

The hottest new trend in my industry as a 
photographer may pose a difficult answer.  
But, in my opinion, the new trend is online 
technology and shooting and sharing images 
from your photographer with friends and fam-
ily through the web. Circulating images with 
an easy click and showing them on your smart 
phone makes each client happy in my eyes.  It 
is easy and so much fun for them!

NOW THAT WE’VE BEEN OPEN

Jen Soots

Shoots from Soots: Making dreams come true
Hendricks County photographer, Jen Soots, enjoys focusing on the family.

Submitted Photo

...for your business

Let the home town team at 
IMCU help you with your 

BUSINESS NEEDS.

Proud Sponsor Of Indy’s Teams COLTS

Mike, Avon Manager - 612-1479
Shannon, Plainfield Manager - 839-4217 

Vicki, Westside Manager - 241-8990
Jay, Brownsburg - 286-2034

FINANCE DISPATCHES

n Addicted to shopping?
Many Americans experience moments of overspending and some studies claim about 
5 percent of Americans actually experience compulsive shopping. Because our culture 
iconizes materialism, people naturally gravitate towards consumerism and the act of 
making purchases. Compulsive shopping can also coincide with hoarding, and other ad-
verse traits.  

– U.S. News & World Report

n Your child’s credit score
According to the 2012 Child Identity Fraud Survey, one in 40 households with minors 
present had at least one child whose credit score and personal information had been 
compromised by identity theft and/or fraud. A tell-tale sign of this is if your child has a 
credit report but never applied for credit. Parents should check at least once per year, es-
pecially in the years leading up to the child’s 18th birthday. – Credit.com 

n What’s killing your finance?
Here is a list of five things that may be taking extra money out of your pocket over the 
long run. Account maintenance fees from your bank accounts and especially credit cards. 
Extraneous TV and phone expenses can add up over time, and do you really need 500 
channels? Subscriptions to monthly magazines and other small things can also be cut 
from tight budgets. The biggest two are perhaps convenience fees and credit card inter-
est; eliminating or reducing these can relieve some stress from your wallet. – Credit.com  

n Teach your kids finance
Teaching children the value of being a good saver is an important life skill. Opening a 
savings account and matching contributions are a good way to start. Providing an allow-
ance in exchange for household chores and helping them put together a budget or sav-
ing up for some goal of theirs are great examples that will stick for life and allow your kids 
to think more cautiously about their spending in the future. – U.S. News & World Report
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14 - Danville Chamber 
of Commerce (members’ 
meeting): Wednesday, May 
14, 11:15 a .m.; Hendricks 
County 4-H Fairgrounds and 
Conference Complex, 1900 
E. Main St., Danville. For 
more information, call  
(317) 745-0670

20 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, May 20, 
11:30 a.m.; Plainfield Rec 
and Aquatic Center, 651 
Vestal Rd., Plainfield.  For 
more information, call  
(317) 839-3800

21 - Brownsburg Chamber 
of Commerce (members’ 
meeting): Wednesday, May 
21, 11 a.m.; Brownsburg 
Fire Territory, 470 E. 
Northfield Dr. Brownsburg. 
For more information call 
(317) 852-7885

27- Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, May 
27, 11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon.  For more 
information, call (317) 
272-4333

30 - Westside Chamber 
of Commerce, (members’ 
meeting): Friday, May 30, 
8:30 a.m.; Location TBD, 
Indianapolis. For more 
information, call  
(317) 247-5002.
 
New Members
Avon Chamber 

Westside Garden Plaza
8616 W. 10th St. 
Indpls., IN 46234
(317) 271-1020

Brownsburg Chamber

Green Cycle  
McCarthy, LLC
494 S. County Rd. 200 E.
Danville, IN 46122
(317) 745-2000

White Oak Construction
10967 E. US Hwy 136
Brownsburg, IN 46112
(317) 243-7140

Plainfield Chamber

Active Grace
Amber Chapman
1876 Westport Dr.
Avon, IN 46123
(317) 361-3482

Plainfield Family 
Dental, P.C.
Dr. Timothy J. Williams D.D.S.
1620 Hawthorne Dr.  
Ste. 100
Plainfield, IN 46168
(317) 839-8684

COUNTY AND  
MUNICIPAL MEETINGS
Please note: some meeting 
days have been changed 
due to the Memorial Day 
holiday.

Hendricks County
Unless otherwise noted, 
all meetings held at
Government Center
355 S. Washington St.
Danville, IN 46122
317-745-9221

Council
(Second Thursday every 
month) May 8, 1 p.m.

Plan Commission 
(Second Tuesday every 
month) May 13, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every month)
May 19, 7:30 p.m. 

Commissioners 
(Second and fourth Tuesday 
every month) 
May 13, 9 a.m.
May 27, 9 a.m.

Town of Avon
Unless otherwise noted,
all meetings held at
Avon Town Hall
6570 E. U.S. Hwy. 36
Avon, In 46123
317-272-0948

Town Council 
(Second and fourth 
Thursday every month)
May 8, 7 – 9 p.m.
May 22, 7 – 9 p.m.

Advisory Plan Commission
(Fourth Monday every 
month) May 19, 7 
p.m.***changed due to 
holiday

Board of Zoning Appeals
(Third Thursday every 
month) May 15, 7 p.m.  
in the Court Room

Town of Brownsburg
Brownsburg Town Hall 
Eaton Hall
61 N. Green St.
Brownsburg, IN 46112
317-852-1120

Town Council
(Second and fourth 
Thursday every month)
May 8, 7 p.m.
May 22, 7 p.m.

Plan Commission 
(Fourth Monday every 
month) May 26, 7 p.m. 
***changed due to holiday
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday every 
month) May 12, 7 p.m.
Brownsburg Town Hall

Town of Danville
Unless otherwise noted,
all meetings held at 
Danville Town Hall
49 N. Wayne St.
Danville, IN 46122
317-745-4180
Note: Call 317-745-3001 to 
confirm meetings have not 
been cancelled.

Council
(First and third Monday 
every month)
May 5, 7 p.m. 
May 19, 7 p.m.

Plan Commission
(Second Monday every 
month) May 12, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the month)
May 20, 7 p.m.

Town of Plainfield 
Unless otherwise noted,
all meetings held at
Plainfield Municipal Building
206 W. Main St.
Plainfield, IN 46168
317-839-2561

Town Council
(Second and fourth Monday 
every month)
May 12, 7 p.m.**only one 
meeting due to holiday

Plan commission
(First Monday every month)
May 5, 7 p.m.

Board of Zoning Appeals
(Third Monday every month)
May 19, 7 p.m.

SALES LEADS
Newly incorporated 
businesses through April 
10, 2014

Avcane Coffee Co.
Howell D. Foreman
1033 W. Lincoln St.
Danville, IN 46122

Baker Property 
Management
Baker Enterprises
Pamela R. Baker
Brian M. Baker
Brent J. Baker
2680 E. Main St., Ste. 106
Plainfield, IN 46168

Benny’s Lawn Care
Benjamin Calcano
10859 Ravelle Road
Indianapolis, IN 46234

Brownsburg Cleaners
Joanne Brahmbhatt
Jaimin, LLC
1020 E. Main St.
Brownsburg, IN 46112
Sarah Cass
Sarah Kasmer-Junker
30 Martin Dr.
Danville, IN 46122

Cross Construction
Donald L. Powell, Jr.
4021 Stoneridge Dr.
Brownsburg, IN 46112

D91 Photography
Michelle Donovan
Michelle L. Donovan
C/O Huntington  
National Bank
Attn: Sherry Young
7717 E. U.S. Hwy. 36
Avon, IN 46123

Door Docks
Jeremy Padgett
2547 N. S.R. 75
North Salem, IN 46165

Eghert Co.
Dennis Adam Walters
8365 E. S.R. 267
Plainfield, IN 46168

Fur and Feather Pet Sitting
Mary E. Ward
James Ward
5490 N. C.R. 900 East
Brownsburg, IN 46112

Glass Brooch
Thomas H. Spicknell
C/O Huntington 
National Bank
1531 N. Green St., Ste. A
Brownsburg, IN 46112-9913

Indiana Pit Bull Rescue 
Coalition, Inc.
Heather Noyes
Thomas Noyes
Laurie Adams
600 Port Dr.
Avon, IN 46123

Indy Fab and Restoration
Troy Asher
852 Inland Dr.
Avon, IN 46123

M and H Property 
Management
Michael Pierce
Heather Pierce
440 W. Marion St.
Danville, IN 46122

Miss May’s Munchkens
Marilynn McKee
C/O Huntington National 
Bank
Attn: Jason Fuchs
1531 N. Green St., Ste. A
Brownsburg, IN 46112

Mocherman Real Estate
Dennis Mocherman
C/O Huntington  
National Bank
1531 N. Green St., Ste. A
Brownsburg, IN 46112-9913

My Clutter Consultant
Kathryn M. Littig
1039 E. Logan St.
Brownsburg, IN 46112

Quick Munch
Juan C. Duarte
4425 W. 28th St.
Indianapolis, IN 46222

Reed’s Cheesecake Co.
Andre Reed
10744 Timothy Lane
Avon, IN 46123

Salt and Light  
Christian Store
Daniel Whitaker
2785 Armaugh Dr.
Brownsburg, IN 46112

Secure Code Service
Susan D. Goodnight
2355 Boneset Dr.
Plainfield, IN 46168

Serious Bread  
Micro Bakery
Emily Cline
1261 Sherwood Dr.
Danville, IN 46168

Servies Farm and Trucking
Jason Servies
Crystal Servies
9835 N. C.R. 200 East
Pittsboro, IN 46167

Show Case Lawncare
Sandra Vanwye
Jordan Vanwye
David Vanwye
3704 Kinnett Lane
Indianapolis, IN 46228

Skyzone Indoor  
Trampoline Park
Gary Kingery
Just Jump, LLC
6604 E. C.R. 800 North
Brownsburg, IN 46112

PLANNER OF NOTE

BUSINESS LOCAL

HEALTH DISPATCHES

n Procrastination genetic?
University of Colorado at Boulder researchers say that procrastination is affected by genetic 
factors which may also be linked to impulsivity. A survey of identical and fraternal twins 
were observed in their capacities for procrastination and impulsivity as well as accomplish-
ing set goals. Study author Daniel Gustavson says learning more about procrastination can 
eventually lead to help preventing it, or ultimately overcoming it.”  – TIME.com

n Spring cleaning away allergens
The arrival of spring also means the arrival of seasonal allergies, but there are ways to re-
duce the impact of allergens. Firstly, know what you are allergic to and don’t open win-
dows on days when the pollen counts are elevated. Using a high-efficiency particulate air 
filter can also reduce the allergens in your home. Other simple things like washing sheets 
weekly, cleaning drapes and upholstery, and keeping dust levels down are great ways to 
reduce your sneezing this spring. – MSN Healthy Living

n Eat less while eating out
A single meal at a sit-down restaurant can have nearly a day’s worth of calories full of trans 
fats and sodium. Reviewing the menu before you head out is a good way to investigate 
some healthier options and try to plan a well-balanced dining experience. Don’t fill up on 
starters or complimentary chips, either—you’re there to enjoy the main course after all. 
Also, ordering water will not only save you money, but it will also save you from sugary calo-
ries and keep you hydrated, which is necessary for metabolism and digestion. – Health.com 

n Can tea improve memory?
A new study published in the journal Psychopharmacology, found that green tea can also 
help improve cognitive functions. The study, conducted by researchers in University Hos-
pital of Basel in Switzerland, suggests that green tea could even be useful for persons with 
dementia. Green tea comes from the leaves of the Camellia sinensis is rich in antioxidants 
and has been hailed for its various medical uses for hundreds of years. – Healthline News

HENDRICKS COUNTY COMMUNITY FOUNDATION

20TH ANNUAL
GOLF OUTING

To register your team or to learn about sponsorship opportunities, 
please call 317.268.6240 or visit www.hendrickscountycf.org.

connecting caring people with causes that matter.

6.3.2014QUAIL CREEK
GOLF COURSE,
PITTSBORO
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Buy this space!
(317) 451-4088

Southwood Remodeling
Joe Southwood
C/O Huntington  
National Bank
2110 Stafford Road
Plainfield, IN 46168

Stationerdy
Leslie McFarland
Richard and Leslie 
McFarland
2391 Abbey St.
Brownsburg, IN 46112

Timeless Tots Child Care
Laura Haltom
Joseph B. Haltom
1011 Hess St.
Plainfield, IN 46168

Wilson’s Wicks
Misty Bearman
10182 Cloucester Road
Indianapolis, IN 46234

SBA GUARANTEED LOANS

Hamilton County

4 Box, LLC
2454 E. 146th St.
Carmel, IN 46032
$205,000
The Huntington  
National Bank

110 WMS, LLC
110 W. Main St.
Carmel, IN 46032
$250,000
The Huntington  
National Bank

Aurelio’s Pizza  
of Fishers, LLC
9763 E. 116th St.
Fishers, IN 46037
$981,000
Regional Development 
Company 

Carmel Medical  
Office Building
10601 N. Meridian St.
Indianapolis, IN  46290
$4,615,000
Regions Bank 

CBDM, Inc.
14655 Gray Road
Noblesville, IN 46062
$50,000
The Huntington  
National Bank

Michael V. Curley 
and Curley Brick and 
Masonry, LLC 
727 W. S.R. 32
Westfield, IN 46074
$1,444,400
$250,000
The Huntington  
National Bank

D and A Construction, Inc.
10330 Pleasant St.,  
Ste. 400
Noblesville, IN 46060
$100,000
First Merchants Bank 

Fisher Marketing, Inc.
Adios Pass
Carmel, IN 46032
$319,000
Wells Fargo Bank

Giles Sports and 
Entertainment, LLC
River Road, Ste. G
Noblesville, IN 46062
$150,000
Salin Bank and Trust Co. 

Greenimage Landscape 
and Design
3833 Boine Circle
Carmel, IN 46033
$26,400
The Huntington  
National Bank

Hoosier Companies, LLC
720 N Rangeline Road
Carmel, IN 46032
$25,000
The Huntington  
National Bank

Jazzy A Trucking, LLC
10643 Summerwood Lane
Fishers, IN 46038
$42,200
The Huntington  
National Bank

Joe’s Auto Service, Inc.
57 Hickory Ridge Circle
Cicero, IN 46034
$1,400,000
Ridgestone Bank 

Kuper Spine and  
Joint Center
11254 Duncan Dr.
Fishers, IN 46038
$25,000
$50,000
Star Financial Bank

South of Chicago  
Pizza Fishers
13578 E. 131 St.
Fishers, IN 46037
$50,000
The Huntington  
National Bank

Texon II, Inc.
18 Forest Bay Lane
Cicero, IN 46034
$150,000
Horizon Bank 

Texon II, Inc.
15239 Herriman Blvd.
Noblesville, IN 46060
$181,000
Premier Capital 
Corporation

Hancock County

Design and 
Manufacturing Solution
2927 W. Redbud Circle
Greenfield, IN 46140
$50,000
Wayne Bank and Trust Co. 

Watkins Inspections, Inc.
5671 W, Woodview Terrace
McCordsville, IN 46055
$26,600
$5,000
The Huntington  
National Bank

Hendricks County

Integrity Rotational 
Molding, LLC
701 N, Carr Road
Plainfield, IN 46168
$250,000
First Merchants Bank

Richard Ping, Jr.
4366 Windsor Road
Brownsburg, IN 46112
$42,300. The Huntington 
National Bank

Plainfield Diner
405 and 411 W. Main St.
Plainfield, IN 46168
$208,000. Premier Capital 
Corporation

Plainfield Family 
Chiropractic
Hawthorne Dr., Ste. 400
Plainfield, IN 46168
$10,000
Superior Financial Group

Johnson County

Dashmesh Trucking, LLC
2918 Hearthside Dr.
Greenwood, IN 46143
$7,600
The Huntington  
National Bank

On the Level  
Flooring, Inc. 
171 Commerce Dr.
Franklin, IN 46131
$75,000
The Huntington  
National Bank

Rescue Duct, LLP
261 Leaning Tree Road
Greenwood, IN 46142
$25,000
Mainsource Bank

Surjit Transport
3205 Holt St.
Whiteland, IN 46184
$60,000
The Huntington  
National Bank

Taxman Brewing 
Company, LLC
13 S. Baldwin St.
Bargersville, IN 46106
$256,000
Premier Capital 
Corporation

Marion County

A.F. Fishers  
Associates, LLC
7305 E. 96th St.
Indianapolis, IN 46250
$25,000
The Huntington  
National Bank

Brothers Floor  
Covering, Inc.
1025 E. 54th St.
Indianapolis, IN 46220
$15,000
Chase Bank

Caplinger’s Fresh  
Catch, Inc.
7460 N. Shadeland Ave., 
Ste. 400
Indianapolis, IN 46250
$25,000. The Huntington  
National Bank

Ciege Property  
Group, LLC
5435 Emerson Way,  
Ste. 210
Indianapolis, IN 46226
$25,000. BMO Harris Bank

Anthony M. Cope,  
D.D.S., P.C.
9602 E. Washington St.
Indianapolis, IN 46229
$25,000 
BMO Harris Bank

E and E Construction 
Management
7055 Tower Ct. 
Indianapolis, IN 46214
$80,000
The Huntington  
National Bank

Eagle Land Title, LLC
3500 Depauw Blvd.
Indianapolis, IN 46268
$25,000
The Huntington  
National Bank

ECU Staffing Multi-
Staffing Services
2346 Lynhurst Dr.
Indianapolis, IN 46241
$2,100,000
Ridgestone Bank

Exceed Insurance 
Agency, Inc.
4150 Lafayette Road, Ste. I
Indianapolis, IN 46254
$100,000
Bank of America

Flat 12 Bierwerks, LLC
414 N. Dorman St.
Indianapolis, IN 46202
$300,000
Mainsource Bank 

Bradley Moreau dba 
Home Education
5116 Brookstone Ct.
Indianapolis, IN 46268
$10,000. The Huntington 
National Bank

Indy Complete  
Fitness, LLC
922 N. Capitol Ave.
Indianapolis, IN 46204
$372,500
Wells Fargo Bank

Inline Painting, LLC
5335 N. Tacoma Ave., 
Ste. 22
Indianapolis, IN 46220
$100,000. The Huntington 
National Bank

Johnstone Family 
Practice, LLC
7855 S. Emerson Ave. 
Indianapolis, IN 46237
$150,000
Indiana Business Bank

KI Property  
Management, LLC
S Belmont Ave.
Indianapolis, IN 46217
$100,000. Citizens Bank 

L’Acquis Consulting 
Enterprise
9229 Delegates Row, 
Ste. 55
Indianapolis, IN 46240
$433,000
Lake City Bank 

Lawrence Investment 
Group, LLC
9920 Pendleton Pike, Ste. A
Indianapolis, IN 46236
$30,000
The Huntington  
National Bank

Loutsa, Inc.
7435 W. 10th St.
Indianapolis, IN 46214
$50,000
The Huntington  
National Bank

Marjac Ventures KC, LLC
2700 Market LLC 
10 West Market
Indianapolis, IN 46204
$850,000
First Federal Sav. Bank 
(Huntington)

Morris Project, Inc. 
7399 N. Shadeland Ave., 
Ste. 302
Indianapolis, IN 46250
$25,000 
$13,200
The Huntington  
National Bank

The O Studio  
Landscapes, LLC
712 Woodruff Place  
East Dr.
Indianapolis, IN 46201
$25,000
The Huntington  
National Bank

Protis Executive 
Innovations
50 E. 91st St., Ste. 200
Indianapolis, IN 46240
$150,000
First Merchants Bank

Results Plus, Inc.
9800 Westpoint Dr.,  
Ste. 220
Indianapolis, IN 46256
$150,000
The Farmers Bank, 
Frankfort

S and B Construction 
Group, LLC
10049 E. Washington St.
Indianapolis, IN 46229
$219,600
Fifth Third Bank

SmallBox
6219 Guilford Ave.
Indianapolis, IN 46220
$310,000
Premier Capital 
Corporation

SC Petroleum, Inc.
2040 E. Washington St.
Indianapolis, IN 46201
$1,038,000
Celtic Bank

Jonathon Stretshberry
4005 S. Emerson Ave.
Beech Grove, IN 46107
$25,000
The Huntington  
National Bank

The Tailgate, LLC
8025 S. Emerson Ave.
Indianapolis, IN 46237
$85,100
The Huntington  
National Bank

Tier 1 Security, LLC
7804 Cole Wood Blvd.
Indianapolis, IN 46239
$25,000
The Huntington  
National Bank

Tiger Solutions 
International
777 Beachway Dr.,  
Ste. 302
Indianapolis, IN 46224
$250,000
$50,000
Forum Credit Union

Tranasia, Inc. 
8505 Keystone Crossing
Indianapolis, IN 46240
$25,000
The Huntington  
National Bank

Tulip Tree Creamery, LLC
6330 Corporate Dr., Ste. D
Indianapolis, IN 46260
$125,000
Indiana Business Bank

United Wireless 
 and More, Inc.
3822 N. Mitthoefer Road
Indianapolis, IN 46235
$50,000
The Huntington  
National Bank

Vice Electrical Corp. 
8615 Kruggle Ct.
Indianapolis, IN 46256
$50,000
The Huntington  
National Bank

Victory Improvement 
Profession 
1414 E. 10th St.
Indianapolis, IN 46201
$50,000
The Huntington  
National Bank

Zaxby’s
3622 Bethany Road
Indianapolis, IN 46268
$824,000
Capital Access Corp.

Shelby County

3 Towers Broadcasting 
Co., LLC
2356 N  
Morristown Road 
Shelbyville, IN 46176
$150,000
Indiana Business Bank 

BUSINESS BRIEF

Duke Energy honored Susie Friend, Plainfield, 
with a “Difference Maker” award at the April 28 
Indianapolis Indians game. “As Indiana’s larg-
est electric supplier, we have the privilege of 
working with a number of community lead-
ers statewide,” said Steve Bahr, Duke Energy’s 
Hendricks County community relations man-
ager. “We’re honoring one of those leaders 
today with the Duke Energy Difference Maker 
award for Susie Friend’s work bettering lives in 
our community.” Friend recently retired as the 
Hendricks County area director for United Way 
of Central Indiana, where she worked for 14 
years. In the year 2000, the Hendricks County 
United Way’s fundraising goal was $250,000; 
that goal grew to $1 million in 2013. Under 
Friend’s leadership the organization evolved 
to meet the needs of a growing Hendricks 
County. Her job involved her with local issues 
ranging from transportation and homeless-
ness to health and early childhood education.

Susie Friend honored  
by Duke Energy




