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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.

Developing a bigger image

Hendricks County is Indiana’s second-
fastest-growing county. The fact that 
people and companies want to move 
here speaks volumes about the quality 
of life.

When residents talk about development, 
they’re generally discussing subdivisions. 
A less-recognized but equally important 
element of development involves the 
commercial real estate community. What 
many residents dismiss as old-fashioned 
warehouses are actually a mix of highly 
sophisticated logistics centers and 
advanced manufacturing facilities that 
make huge contributions to the county’s 
tax rolls. One of the biggest players on 
the local commercial real estate scene 
is Summit Realty Group -- and three 
of the company’s key executives are 
lifelong county residents and Leadership 
Hendricks County graduates.

Stephen Daum (LHC 2011) grew up 
in Plainfield and worked in the family 
hardware store before attending Ball 
State and earning his real estate license. A 
vice president for Summit, he’s currently 
responsible for development, sale, and 
leasing of retail and office properties 
throughout the state. Senior Vice 
President Jason Speckman (LHC 2012), 
a Danville resident, graduated from 
DePauw and Notre Dame, and focuses 
on helping industrial clients. Andrea 
Hopper (LHC 2014), a senior director 
with the firm, grew up in Brownsburg. 
The Purdue graduate has been involved 
in industrial real estate for the past 14 
years.

What could a local leadership 
development program teach three 
professionals who spend their waking 
hours convincing businesses to come to 
Hendricks County? Plenty, it turns out. 
“I’ve learned that it isn’t all about being 
a subject matter expert,” says Speckman. 
“I know industrial commercial real 
estate and I know it well, but it’s ‘all for 

naught’ if people don’t like me or don’t 
trust me.” Daum adds that LHC differs 
from industry-specific training. “It’s an 
immersive experience,” he says. “LHC 
enhances understanding of the place 
you live or work and allows you to direct 
how you apply your own experience.” 
Hopper points to the value of learning 
more about how local government 
operates. “In commercial real estate, 
having connectivity to county leaders is 
essential and something I rely on every 
day to better serve my clients.”

“My year in the class exposed me to 
different areas of services and aspects 
of Hendricks County that I wouldn’t 
have otherwise experienced,” Daum 
notes. We learned skills to help us deal 
with different communication styles, 
attitudes, and viewpoints. That helps me 
interact and see things from a different 
perspective.” Hopper says her Capstone 
Project team learned how to reach out 
to and leverage existing resources in the 
community. “We found that we didn’t 
need to recreate the wheel for something 
that already existed locally, but just 
needed more participation from the 
community.” 

“LHC is truly phenomenal for 
individuals looking to make a difference 
or seeking to better themselves, 
personally and/or professionally,” 
Speckman adds. “Without a doubt, it 
enables and empowers people to make a 
difference.” 

……………………………………………
Leadership Hendricks County is a not-
for-profit organization whose mission 
is to seek, prepare, involve and sustain 
leaders from diverse backgrounds to 
address community and countywide 
changes. Since 1993, Leadership 
Hendricks County has given citizens the 
background and inside information they 
need to take on effective leadership roles 
in the Hendricks County community.  
To learn more about Leadership 
Hendricks County or leadership training 
for your organization, email me at 
SRozzi@LeadershipHendricksCounty.
org or visit our website at www.
LeadershipHendricksCounty.org. 

(From left to right) Jason Speckman,  
Andrea Hopper and Steve Daum. 
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Rick Myers is publisher of the Hendricks County Business 
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Email etiquette and you
For the business world, email is a great tool 
that can be a blessing or, unfortunately, 
a curse—if used incorrectly. A recent ‘At 
Work’ survey cited respondents as having 
said that more than half of the emails they 
receive are either “average” or “poorly” writ-
ten. On the other hand, only 14 percent of 
surveyed individuals rated themselves as 
sending “average” or “poor” emails, whereas 
the remaining 86 percent believed they are 
either “good” or “extremely good” at writing 
emails. Business expert Nigel Dessau has 
some advice on email etiquette in his new 
book, Become a 21st Century Executive: 
Breaking Away from the Pack. “Before you 
send your next email, stand back,” Dessau 
writes. “Hitting that send button can sabo-
tage your career faster than you can ever 
imagine. But there are things you can do 
to make your message as effective as pos-
sible.” 

– Smith Publicity, Inc.
 
Marketing for introverted  
entrepreneurs
The differences between extroverted and 
introverted individuals can be night and 
day; because introverts are sometimes bet-
ter observers than they are active partici-
pants of conversation, networking and oth-
er social aspects of owning a business can 
be difficult. Introverted entrepreneurs who 
focus on one-on-one networking opportu-
nities can appeal to a particular client and 
make a personal connection. Technology 
can also be a great tool for introverts to as-
sist them in their branding, marketing and 
social media presence. Lastly, introverts 
should use their attention to detail, apti-
tude for listening and empathy to find out 
how to best serve their employees, clients 
and potential business contacts. 

– Entrepreneur.com
 
2015 Best Places to  
Work in Indy
•	Small companies’ category (between 

15 and 74 U.S. employees): E-gineering, 
a technology consulting firm on the 
northeast side of Indianapolis

•	Medium companies’ category (be-
tween 75 and 249 U.S. employees): 
Project Lead The Way, Inc., a non-profit 
education organization headquartered 
in Indianapolis

•	Large companies’ category (between 
250 and 999 U.S. employees): Sikich 
LLP of Indianapolis, an accounting, 
advisory, technology and managed 
services group

•	Major companies’ category (1,000 or 
more U.S. employees): Edward Jones, 
an investment firm with 457 branch of-
fices throughout the state

- indianachamber.com 

We want to help you  
get into your new home.

We‘ll make it as easy and comfortable as sitting on your front porch with your favorite  
four-legged friend. Whether you are buying your first home, needing more space or ready to 
downsize, we will walk you through the home buying process without overwhelming you. You 
can count on us for great rates and low fees. And with our quick preapprovals, you are sure to get 
the home you really want and close on-time.   

Why, shucks, you’ll be in your new home before you know it, sitting on the front porch. 

Subject to credit approval.

866.348.4674 
www.StateBankofLizton.com

Avon/Prestwick | Brownsburg East | Brownsburg North | Dover | Jamestown 
Lebanon North | Lebanon South | Lizton | Plainfield | Pittsboro | Zionsville

Welcome
Home

Mortgage Lending Manager
NMLS #543429
Direct line: 317-858-6112

Gretchen  
Patterson

Our mortgage loan options:
• 15 and 30 year fixed rate loans    

• 3,5,and 7-year ARM loans  
• Lot Loans   • Construction Loans   
• Portfolio Loans   • Business Loans 

It all starts with a simple phone call.  
State Bank of Lizton. Try us first.  

Apply online at  
http://statebankoflizton.mortgagewebcenter.com

Don’t wait! This is a limited time offer. 
Call 317-994-5115 Today!

Step-Up CD Special

*APY = Annual Percentage Yield. This offer is for a limited time and is subject to change without notice. There is a $5,000 
minimum deposit required for this offer; personal or business accounts are welcome.  APY based on semi-annual compounding 
of interest. There is a substantial penalty for early withdrawal of funds. Fees may reduce earnings on account.

1.00%
APY

Year 1
1.50%

APY
Year 2

2.00%
APY

Year 3

This is the offer you have been waiting 
for! The first year’s APY is 1.00%, the 
second year APY adjusts to 1.50%, and 
the third year APY adjusts to 2.00%. 

www.StateBankofLizton.com 
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From the Publisher

Rick Myers
FOUNDER/PUBLISHER

I don’t do much with Social Media. Most 
people know that.

I guess it qualifies as a medium of mass 
communication now; 
the only one where it 
seems that responsibil-
ity  - the idea that you 
thoroughly make sure 
that what you post is 
accurate - doesn’t al-
ways seem to be of par-
amount importance.  

I’m tempted some-
times to make personal 
posts. Like a few weeks 
ago when I was with 
my daughter at Kan-
sas State University for 
her freshman orientation. I am very proud of 
her. I would have loved to have shot photos 
of her and all of the beautiful places on K-
State’s campus and in and around Manhat-
tan, Kan. But I didn’t. Because no one cares. 

Occasionally there are some posts that 
find their way to me. Many of them have 
turned from “It’s a Don Pablo’s night – woo-
hoo!” to posts attacking business people or a 
particular business. This is disappointing to 
me and shows a lack of professionalism.  For 
me, the lesson here is one I have held since 
I started my business almost 10 years ago: 
that is, my business is my business – no one 
else’s. It is between client and me; between 
employee and me; and between vendor and 
me. 

Facebook has given people the opportu-
nity to write what they want when anger or 
happiness fuels the need. Unfortunately it 
seems as if there is more anger being post-
ed than happiness. I’m not sure what that 
says about us as a society.  I’d like to think of 
Facebook as a happy medium, where happy 
things are shared. 

Social media 
goes sour

"Facebook has given people the 
opportunity to write what they 
want when anger or happiness 
fuels the need. Unfortunately it 
seems as if there is more anger 
being posted than happiness."

ENTREPRENEURIAL DISPATCHES
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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.

The Hendricks County Business Leader 
is published by Times-Leader publications, 
LLC. Content published alongside this icon is 
sponsored by one of our valued advertisers. 
Sponsored content is produced or commissioned 
by advertisers working in tandem with Times-

Leader’s sales representatives. Sponsored content may not 
reflect the views of The Hendricks County Business Leader 
publisher, editorial staff or graphic design team. The Hendricks 
County Business Leader is devoted to clearly differentiating 
between sponsored content and editorial content. Potential 
advertisers interested in sponsored contact should call (317) 
300-8782 or email sponsored@businessleader.bz.

One of the exercises I 
remember in my self-help 
journey keeps haunting me. 

Participants are asked to imagine 
what they want inscribed on their 
gravestone. What is the epitaph of 
their life?

If that's too morbid, pretend 
you wrote a best-selling novel. 
Write the obligatory "About the 
Author" blurb for the inside cover. 
What would you write?

How do you want to 
be remembered?

New York Times 
columnist David 
Brooks recently re-
leased his latest book 
examining charac-
ter. (The good kind.)  
Brooks' distinguishes 
between resume vir-
tues and eulogy virtues. He argues, in The 
Road to Character, that good character is a 
product of the virtues you want to be spoken 
at your funeral.

In business, we have an attitude of con-
quest. Whether it be against competition, 

convincing customers to trust us, 
or tramping out a living whilst 
paying back our loans. But those 
are external qualities. Internally, 
we want peace, integrity and love. 
We secretly long to be of service to 
others; be a part of something larg-
er than ourselves.

(Wow, that was so deep. I need 
to take a selfie of me writing that!)

Brooks calls our current culture, 
the Age of the Big Me. We are so 
self-centered that we miss out on a 

chance to fill a void we 
may not even be aware. 

A current trend is 
a bucket list, a list of 
things we want to ac-
complish before we 
kick that bucket. These 
lists include visiting ex-
otic places, experienc-

ing thrills, or buying something extravagant.
I want those things, too. My first bucket 

list is filled with trips with my kids, jumping 
from perfectly good planes, owning a Tesla 
car, and dying with the latest version of the 
iPhone. I'll make bet yours is similar.

What if we looked at a bucket list differ-

ently?
What if our bucket list was simply to 

help others scratch off accomplishments on 
theirs? What if our goal was to help others 
reach theirs? Wouldn't this be a nicer world?

My bucket list has a goal of cultivating 
close relationships with seven people. Close 
friends are hard to come by. Look at your 
friends and tell me how many are really close 
friends? Don't count family. Don't count 
your kids. You should already have a pretty 
solid relationship with them.

A bucket list filled with your own expe-
riences warrants an epitaph that reads: He 
lived life to the fullest. Don't you want to be 
remembered for contributing to mankind 
rather than just using it up?

Our human experience is inextricably 
linked to our demise. Yet, we live for the mo-
ment. The road to character is not paved 
with bucket list items, but peering deep in-
side ourselves to understand the core of our 
being and how we can add to the lives of oth-
ers.

Gus Pearcy
COLUMNIST

Kicking the bucket list upstairs

Editor's Note›

OPINION

Humor›

Milestone month
to celebrate

The end of June marks the end of 
the first half of a year—2015 has cer-
tainly had its ups and downs. We cel-
ebrate the birth of our great nation in 
July and thank the thousands of vet-
erans who have fought to secure our 
freedoms at home—and we contin-
ue to thank those still abroad putting 
their lives on the line every day.

America turns 239 this year and 
we’ve come a long way from our hum-

ble 1776 origins. We’ve faced threats 
near and far and overcome each chal-
lenge, ready to meet the new one. 
Perhaps that’s a good attitude to ap-
proach the rest of the year with.

Given what you know about the 
first six months of 2015, what are your 
goals as we turn the corner through 
the heat of summer? Whether you 
need a refreshing vacation, a refocus-
ing of personal or business relation-
ships, now is the time.

Celebrate our American heritage 
with fireworks, barbeque and a few 
brews with the neighbors. Here’s to 
us, our rich history, and the rest of 
2015.

Just remember to be courteous 
with fireworks around combat veter-
ans!

Quote of the Month›

Wouldn’t it be great to be gifted? In 
fact … It turns out that choices lead to 
habits. Habits become talents. Talents 
are labeled gifts. You’re not born this 

way, you get this way.
~ Seth Godin, American entrepreneur 

"Don't you want to be 
remembered for contributing  

to mankind rather than  
just using it up?"

"We celebrate the birth 
of our great nation  

in July and thank the 
thousands of veterans 

who have fought to 
secure our freedoms…"
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By Gus Pearcy
The growth of Brownsburg has been ex-

plosive over the last 20 years. Now, through 
a confluence of decisions, activities and de-
velopment, the town of more than 21,000 
residents is on the verge of a major devel-
opment that will transform the town for the 
next century.

Meet Rick Bolt, 61, a 50-year resident 
of the area, who has grandiose plans of a 
mixed-use, $60 million development that 
could break ground before the end of the 
year.

It calls for a six-story, block-long build-
ing that will house retail and commercial 
on the ground floor 
capped with one- and 
two-bedroom apart-
ments above. It will 
run north from Green 
and Franklin streets 
on the east side to a 
paved driveway di-
rectly across from 
the north end of the 
former St. Malachy 
church. There's a fire 
hydrant and a large 
boulder marking 
the driveway. Seven 
houses lining Green 
Street will be razed 
to make way for the 
development, which 
Bolt hopes will be 
completed by 2017.

Adding to the 
transformation, will 
be a smaller develop-
ment on the former 
St. Malachy church property which will in-
clude a new recreation center and an expan-
sion of Arbuckle Acres.

For Bolt and his wife, Nancy Bolt, D.D.S., 
the change has been 32-years in the making. 
In 1983, the Bolts moved to Brownsburg, 

bought and expanded a small home on the 
corner for Nancy's dental office. Almost im-
mediately there came an opportunity to pur-
chase the neighboring home to the north. By 
1988, the Bolts had acquired several houses 
and the lots behind them. Each one gutted 
to be a rental.

Bolt says the business plan soured during 
the easy-access housing boom of the early 
2000s. It was clear that these small houses 
built in the decade following World War II 
were not in demand. For the next decade, 
Bolt took a long view of his adopted home-
town and potential developments. At the 
same time, town officials began to iden-

tify the needs of the 
downtown area, cre-
ating a new zoning 
classification called 
Urban Commercial 
allowing six-story 
buildings.

Bolt redrew his 
plans for the property, 
carefully examining 
trends and the wants 
of the community. 
His research showed 
that the develop-
ment of the original 
town center at Green 
and Main streets was 
hampered by a de-
clining Brownsburg 
population between 
1900 and 1940, Bolt 
said. Once the popu-
lation began to grow 
in the years after 
WWII, downtown 

Brownsburg missed out on further develop-
ment because of the growth on East Main 
Street and Interstate 74. 

By 2010, Brownsburg was in sore need of 
updating its long-view comprehensive plan. 
Guided by a consulting firm out of Chicago, 
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Rick Bolt. Photo by Gus Pearcy

The nuts & Bolts of an 
intriquing development

continued on pages 6-7

the town took great pains to include the resi-
dents’ wishes. What was immediately identi-
fied was the lack of a town center. Then resi-
dents were asked to pick from many photos 
of the types of buildings they would like to 
see. Bolt spent countless hours at govern-
ment and community meetings noting each 
desire.

"What people told us, what we heard was, 
'We don't want non-descript, modern style 
buildings. We don't want to be Carmel. We 
don't want to be Fishers. We don't want to 
look like we're moving into the 21st Centu-
ry,'" Bolt recalled. "'We want something that 
looks like what we used to have downtown.' 
So to that, we devised an architectural con-
cept by which we use a series of design ele-
ments that were used in buildings between 
1880 and 1910.

"We designed the outside of the build-
ing in 30 foot increments.... we changed the 
scheme, the texture of the brick, the color of 
the brick, change the color of the masonry 
material," Bolt added. "So what it looks like 
(is) a collection of smaller buildings that 
would have been built in that time period."

Bolt's intent is to make his development 
look like the Brownsburg that would've de-
veloped at the turn of the last century if the 
population had not decreased.

The ground floor will be retail and restau-
rants, Bolt said. The space will be adaptable 
to each vendor as far as space. The second 
floor will be reserved for retail if a larger an-
chor store wanted two floors for business. It 
could also have some office space.

Each year, Brownsburg loses $277 million 
that leaves the community because residents 
can't find what they want locally. They spend 
their money in Avon, Trader's Point or Plain-
field.

"If we can provide retail space that is capa-
ble of attracting those goods and services in 
this market," Bolt said, "any location that has 
sufficient traffic flow, and that's defined by 
the industry standards of 20,000 cars a day 
which we already got on Green Street, then 
what we've got is a retail magnet."

That 20,000 cars a day could potentially 
increase to 28,000 with proposed improve-
ments on Green Street, Bolt said.

The apartments above will be designed to 
attract younger residents who desire renting 
in an active community atmosphere.

"If you look at the demographics of 
Brownsburg ... the 20- to 34-year-olds start 
taking off and they're leaving," Bolt ex-

"What people told us, what 
we heard was, 'We don't  

want non-descript, modern 
style buildings. We don't  
want to be Carmel. We  

don't want to be Fishers.  
We don't want to look  

like we're moving  
into the 21st Century.  

We want something that 
looks like what we used  

to have downtown.'" ~ Rick Bolt

Rick Bolt presents a futuristic  
downtown Brownsburg
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Top left, right and immdiately above:  Renderings for the Brownsburg Town Center.  The four exterior views 
(aerial, Franklin Street, Green Street, and "new drive") are pretty indicative of how it is intended for the building 
to appear. The interior view is more conceptual, as the details of how the ground floor leases out will drive the 
final appearance. For further information please visit www.BrownsburgTownCenter.com.

Immediate left: Site Plan for development of the Brownsburg Town Center.

Images and Renderings  
Submitted by InterDesign

continued from page 5
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The List
List either five books, or five movies, or five albums albums 
that have had an influence on your life:
 
From the engineering perspective, a great read is The Machine That 
Changed The World by Womack, Jones, and Roos.  It is a description of 
how Toyota revolutionized the assembly line process by changing the 
basic philosophy of the factory.  That was how they were able to create 
superior quality vehicles and quickly overtook the world’s previous 
manufacturing leader, General Motors, in sales volume.
 
I am also a fan of history and I like documented true stories.  Two 
examples of that are Unbroken by Laura Hillenbrand and The Guns of 
August by Barbara Tuchman.  Real history isn’t pretty, but there are 
lessons to be learned from it that are applicable in everyday situations.  
You just have to be able to view the entire problems as they are 
presented! Another interesting read in the same category is Devil in the 
White City by Erik Larson.  It traces one of the earliest American serial 
murderers through Chicago and the World’s Fair in 1893.  I found this 
story interesting because of the number of connections with modern-
day America (Walt Disney, Ferris wheels, and air conditioning, to name a 
few).
 
The Prince by Nicolo Machiavelli is a very interesting read as well.  You 
see a lot of that being played out in politics at the national level and 
from time to time a regional or local politician will steal a page from 
that playbook.  I find it useful to understand the principles so you 
don’t get caught off guard.  As I say, history if full of relevant and useful 
information that’s applicable to daily life!

How Rick did it?
What’s the best advice you ever received? The best advice I 
ever received was to “consider the ENTIRE problem”.  In engineering 
school, after a term of purely theoretical work, we were introduced to 
the “practical” side of the discipline with laboratory work.  Some of the 
students didn’t do very well, making classic mistakes such as wiring up 
short circuits that immediately burned out with a flash.  They took great 
pains to make the wiring connections perfectly, but failed to look at what 
they were connecting.  Our professor emphasized time and again the 
importance of looking at the entire setup before throwing the switch.  
It’s actually a good analogy that has served me well in life.  I frequently 

talk about the “30,000 foot view”, 
and what I mean by that is we 
need to back out and look at the 
entire problem from a distance 
to gain perspective.  You can see 
a lot of things from a distance 
that you don’t see right up close, 
and the perspective of having 
seen the problem from all 
angles certainly helps in crafting 
solutions to the problems.

Best business decision 
you ever made: The best 
business decision I have made is 
to apply engineering principles 
to every problem I encounter.  
Engineering is more than just 
memorizing formulae and 
facts – it entails developing an 
intimate understanding of the 
system upon which you are 
working, and then using the 
tools and materials available 
to create the needed solution 

from what you have in-hand.  These principles are universally applicable 
to every situation.  These can be as varied as construction, finance, or 
politics but all are “systems” that respond to inputs within their ability to 
accept.  You just have to understand what you are working on and what 
kinds of tools are available and how to best use them.

Worst advice you ever received: The worst advice I’ve ever received 
is “Stay away from ‘specific person’ – they don’t like you and are saying 
bad things about you.”  Some people would take offense and heed that 
advice, and build a wall between that person and themselves.  I have 
found that all too frequently rather than being a case of “liking” or “not 
liking” you, the other party has formed an opinion because of something 
they’ve heard and it’s been misinterpreted.  If we go around putting up 
walls all the time, we eventually end up living in a rat’s maze with no 
one talking to anyone else.  The better approach is to find out what has 
REALLY been said about you and then to approach the person directly, 
and not in a hostile or confrontational manner.  Ask them politely if they 
have questions about something, and listen calmly to their reply.  If you 
are patient, and you acknowledge the validity of their concerns and 
respond patiently with facts instead of bluster or opinions, many times 
whatever problem may have existed will evaporate.  You can extend the 
reach of your knowledge and broaden your base of experience simply 
by taking the time to talk with those who are potential adversaries.  But 
of course sometimes you can’t come to an understanding, and in those 
cases it is important to agree with them to agree to disagree on this 
issue.  Odds are very high that on the next issue you can find a way to 
agree if you don’t make a mortal enemy on the first issue.  And in the 
end, I have found that human capital – the information and perspective 
carried by the people around you – is an invaluable tool of immense 
importance, but you have to LISTEN to what others are saying to access 
that tool.  You can’t do that if everyone is in a little box of their own 
construction because they take offense to everything they hear.

In five years, I want ... In five years I want to see the Brownsburg 
Town Center completed and open for business, with a vibrant retail/
restaurant scene that is helping to stem the annual $277 million loss 
of those dollars to adjacent trade areas today.  Keeping those dollars 
– and the taxes they generate – inside our community will help both 
businesses and the schools directly, as well as to increase convenience 
for our residents.  I want to see the project’s assessed value added to the 
community’s commercial tax base so it can begin to offset the terribly 
lopsided residential/commercial imbalance that has caused a crisis in 
local government financing and precipitated a referendum request to 
fund the school system.  And I want to see Brownsburg finally get the 
Downtown District that would have developed at the beginning of the 
1900s had there not been a 45 year dip in the local population.

My secret to success... I never worry about how much I’m going 
to get out of a business project in terms of financial compensation or 
personal credit.  History will assign any credit earned, and that frees me 
to look for the very best ideas regardless of source.  It’s not important 
that the project be about MY ideas – the project needs to incorporate 
the BEST ideas regardless of source.  Instead, I am concerned about how 
much value I am adding to the process, and whether the end result will 
be of greater or lesser value to others.  You can’t spend a lot of time on 
a project nobody cares about and expect any kind of compensation, 
so I don’t get involved in those unless I feel compelled to do for non-
compensatory reasons.  (Service projects never involve compensation, 
but I engage in those as my way of giving back to the community and 
those are the exception.)  It’s been my experience that the last guy to 
get laid off is the “go-to” guy in the company, who is willing to take a 
look at problems others are having and offering them help and advice 
when asked for it while still pulling his own load.  In my own endeavors, 
I am always asking myself “will doing this make the project more or less 
valuable” at every step of the way.  I believe that projects offering greater 
value will bring larger compensation in the end, so I don’t get hung up 
on how much I’m going to get paid.  Money follows true success.

plained. "They're leaving in increasing num-
bers and going someplace else. The kids 
in that age group have no desire to be in 
Brownsburg because we don't have any ame-
nities that are attractive to them. Kids in that 
age group don't sit at their desks and dream 
of mowing the yard on the weekends."

Then, empty nesters or active adults 
whose children are grown, are also leaving 
Brownsburg because property taxes are too 
high, Bolt said.

"We're targeting the 20- to 30-year-olds 
and the active adults," Bolt said. "We want 
to give those active adults an alternative for 
staying in the community"

Brownsburg Town Manager Grant Klein-
henz said this project will be a boon for the 
town.

"Anytime you develop a $50 to $60 million 
facility that will have a significant impact on 
our tax base," Kleinhenz said. "The Town of 
Brownsburg's assessed value is about $1.1 
billion. So a $60 million development repre-
sents about 6 percent of our total. Our larg-
est projects here have been $10 to $15 mil-
lion. So this project would be five times that 
in assessed value impact."

The town has plans to build a recreation 
center on the former St. Malachy property 
with an indoor pool. Kleinhenz says it is all 
coming together.

"We finally have a shared vision that we 
can all move forward together on," Klein-
henz said, "at the same time."

Bolt says his family will likely hold a mi-
nority stake in the consortium that will even-
tually run the facility. He feels like his part 
was steering the development to a success-
ful conclusion. One that will be embraced by 
residents.

"We want something better for the com-
munity," Bolt said. 

Rick Bolt. Photo by Gus Pearcy
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Howard Hubler can be reached at howard@hubler.com.

find us on...

3925 River Crossing Pkwy, Suite 300   |    Indianapolis, IN 46240   |    317.472.2 200   |    somersetcpas.com

Somerset is an Indianapolis-based accounting, tax and advisory team of 
forward thinking, proactive experts.  Whether you are a start-up business or 
representing a multi-million dollar corporation, Somerset is ready to work 
with you, not just for you.

With experts in the following industries, Somerset is capable of helping you 
reach all of your business and financial goals: 

Any firm can give you an opinion. 

We will give you a partner.

 · agribusiness
 · architecture & engineering
 · construction
 · dealerships
 · dental

 · entrepreneurial
 · health care
 · manufacturing & distribution
 · not-for-profit
 · real estate

Recently, my daughter Christi and 
I started a new business venture, 
Christi Hubler Chevrolet. Like all new 

businesses, it required some outside selling 
to the community to tell them 
who we are and what all we are 
selling. While she did the heavy 
lifting tasks, I volunteered for the 
gastronomical tasks. It was the 
least I could do. My job consisted 
of calling local politicians, 
chamber members, manufactures, 
and the like and introducing 
ourselves to them over lunch.

Over the years, I have done 
this a number of times; howev-
er, I must admit, I have basically 
put my outside lunchtime selling 
skills to rest. Why? I do not know; I guess it 
just seemed like a bother. Actually, I think we 
all get in a rut. We develop a group of folks 
that are our lunch partners and we unknow-
ingly just “round robin” our choices. Yes, ev-
ery now and then a new name slips in, and 
sometimes an old name just slips out. That 
is how it is.

Now, let me offer you my reality check. I 
am on an emotional high after a lunch with a 

new person. It never fails; dining with a new 
person or group of people who are sympa-
thetic with me is rejuvenating. They want to 
share stories of their company with me; they 

want to invite me to their company 
to do a meet and greet with their 
staff so we can do a “personal touch” 
selling job on the staff as a company 
benefit. If they sell a product that I 
need, they want to deep discount it 
as this CEO I am dining with wants 
to go back to work with a victory to 
tell his staff about as well. I have to 
take the oath for future lunches so 
that we can continue to grow our 
personal relationship, and he wants 
to introduce me to the community. 
All this for a $10 investment in him, 
and an hour and a half lunch! I had 

to eat anyway.
This gives me bragging rights when I go 

back to the store. I act like I have been do-
ing this for years. Actually, I have. There just 
have been several years in the desert in be-
tween when I was in my own rut. I say, “Hey, 
why don’t you guys get off your cans and call 
some of your customers and ask them out 
for coffee or lunch and make friends out of 
them?” I do this like it is an extension of my 

arm. Yes, I can be a hypocrite at times, too. 
So what is the message here? You do not 

have to wait until you start up a new loca-
tion or your sales take a dive to meet new 
contacts. Push yourself. Make a significant 
lunch date every week. Who is a mover and a 
shaker in your line of work? Call that person 
up for lunch. I can all but assure you that as 
you drive back to your work, your head will 
be buzzing with electricity with that feeling 
you get when there is some kind of a deal or 
significant relationship somewhere starting 
to bud. Now, with your bragging rights, you 
can go to your selling staff and get them to 
do the same and turn up the gas on relation-
ship selling. It is just a phone call away. 

"It never fails; dining 
with a new person or 

group of people who are 
sympathetic with me is 

rejuvenating."

Howard Hubler
COLUMNIST

The art of fine dining rediscovered BIZ BRIEF

 Hendricks Regional Health will of-
fer free community events at its Dan-
ville campus (located at 1000 E. Main 
Street, Danville) to help residents en-
roll in the Healthy Indiana Plan HIP 
2.0. The events are designed to help 
educate people about health insur-
ance coverage, application and enroll-
ment in Indiana’s health plan, HIP 2.0. 
Attendees will have the opportunity 
to ask questions from certified navi-
gators and get enrollment assistance. 
Upcoming HIP 2.0 enrollment events 
will take place on July 25, Aug. 22 and 
Sept. 19, from 10 a.m. to 2 p.m., near 
the east entrance of the hospital. In 
addition, navigators are available at 
Hendricks Regional Health daily to 
help existing patients enroll in health 
insurance coverage. For more infor-
mation, call (317) 718-6386 or (317) 
718-8421.

PEER TO PEER

D-One, a janitorial service provider to the commercial market, was named the Plain-
field Chamber of Commerce’s Member of the Month at its monthly meeting. The busi-
ness is independently owned and operated by John and Carol Dirlam.

MEMBER OF THE MONTH

Plainfield Chamber announces  
Member of the Month

Plainfield Chamber of Commerce members award D-One Member of the Month.

HRH offering
 HIP 2.0 enrollment 

events



Plainfield Health Center  •  315 Dan Jones Road  •  Plainfield, IN 46168  •  (317) 837-4611

Inspiring Health

At Franciscan St. Francis Health, our 
orthopedic and sports medicine specialists 
are committed to helping you maintain a 
healthy, active lifestyle. We’re also here to help 
you avoid or recover from any sports-related 
injuries you may encounter.

FranciscanStFrancis.org/sportsmed

SUPPORTING YOU 
EVERY STEP 
OF THE WAY.
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Jim Ittenbach is owner of SMARI, a research company, and 
he offers insights based in his years conducting research.

HC Businesses… do you have news to report?
Please direct correspondence to:

info@businessleader.bz.

Do seniors actually retire? The answer 
depends on your definition. If you’re 
thinking work, the answer 

remains “it depends.” The latest 
government data indicates that 
while 15 percent of people age 60 to 
70 are working more than 35 hours 
a week, 2 in 3 seniors remain in the 
workforce, in some capacity until 
age 75. Apparently, the full time 15 
percent stay engaged in the joys and 
demands of work life until a health 
issue takes them out. Conversely, 
22 percent plan on exiting the 
workforce as early as possible. 
Regardless, few workers (2 percent) 
remain active beyond age 75.

So what about the other 2 in 3 part time 
seniors? A recent survey revealed that these 
part-time seniors are leaving their current 
occupations only to take on differing part-
time work. The key word is “differing.” Al-
legedly, these seniors want to emulate our 
millennial workforce entrants by uniquely 
crafting a balanced work and life plan. Both 
feel that “health is the new wealth” and “abil-
ity to only do what interests you” are the es-
sential drivers in a job selection.  

According to a national survey, the seniors’ 
continued employment interest is supported 

by one part necessity and by one 
part self-interest. Apparently, the 
“recommended” retirement goal 
that one should plan on reducing 
spending to 70 percent of one’s 
pre-retirement income is being ig-
nored by our Boomers. Boomers 
want to continue a “spend freely” 
behavior long after retirement by 
redirecting necessity spending to-
ward pleasure spending. 

A pent-up demand for travel-
ing, remolding, relocating, as well 
as for recreational toys like boats, 
RVs and Harleys exist. Seniors are 

planning on spending up to 125 percent of 
their pre-retirement annual income, until 
they reach the ripe old age of 75.  As such, 
part-time and seasonal employment is cru-
cial.

Smart employers are responding with job 
offers that capture and empower the work-
ing skills of seniors within a flexible, custom-
ized work arrangement. These enterprises 
are trying to gain competitive advantage by 
enticing seniors with part-time, job-sharing 
and seasonal work opportunities.

Retirement: A thing of the past

BIZ RESEARCH

Jim Ittenbach
COLUMNIST

As such, a perfect job storm may be on 
our horizon. Wise seniors and savvy busi-
ness leaders pay heed. With 2 in 3 retiring 
seniors seeking meaningful part-time work 
and 2 in 3 companies seeking affordable tal-
ent, void of costly benefits, a willingness 
to craft personalized work schedules may 
benefit all. To learn more, pick up the book 
“Work Wanted” by James Walker & Linda 
Lewis. Live long and prosper.  

Andrew Angle is the owner of Net Gain Associates, 
Incorporated.  He can be reached at (317)534-2382.

BIZ WEB

Andrew Angle
COLUMNIST

The barrage of tech innovations pouring 
into our lives is intended to make life 
better. It seems like the next 

"big thing" arrives every week. I 
have news for you: The changes are 
accelerating at an accelerated rate. 
While it is unnerving, it’s exciting!

As readily available technol-
ogy keeps coming, keep in mind 
that it’s not about the technol-
ogy. These gadgets and apps were 
not built to complicate our lives; 
it’s here to simplify things, to free 
your time, and ease your mind. To 
prove how this tech can make life 
easier I am writing the bulk of this 
article without writing at all. I am 
using voice dictation 
through an earbud mic 
attached to my smart-
phone (Samsung s6 
Edge), mostly while go-
ing about my morning 
routine before work. 
Rather than being teth-
ered to a desk under 
fluorescent lights, I am 
delivering prose while 
munching down a bowl 
of cereal, primping in 
the mirror, and walking our dog. Every day 
she pesters me for a trot through the neigh-
borhood to sniff every post and leave her 
own scented messages, a task I refer to as 
“checking her ‘pee-mail.’”

The most significant interruption I en-
countered during our mutt’s sniff quest was 
receiving a video Skype call from one of 

my developers in India. With HD 
quality live video in my left hand 
and a leash in the right I intro-
duced the developer to our pet, 
plus a couple of our neighbors 
along the way. Despite a gap of 
thousands of miles and a 10.5 hour 
time zone difference, we are face-
to-face getting things done. On the 
Internet, geography is irrelevant.

Competition demands that we 
get things done better, faster, and 
cheaper. The early cave men who 
hunted prey by trying to out-

run and catch critters 
with their own bare 
hands were probably 
awe-struck the first 
time they witnessed 
lunch being secured by 
hurling a sharp stick 
through the air. The 
spear was a better way 
to catch prey. Better 
ways are what technol-
ogy is all about. Are you 
using it effectively to 
catch customers?

Let’s hear it from you. Go to http://Busi-
nessLeader.BZ/tech to join in the conversa-
tion.

Technology gets things done

"The changes are 
accelerating at an 
accelerated rate.  

While it is unnerving,  
it’s exciting!"

CONGRATULATIONS!

HENDRICKS POWER COOPERATIVE
Commitment to Community Scholarship

2015 Scholarship Recipients 

•   Samuel Carew - Avon High School

•   Anne Gregory - Cathedral High School

•   Anna Philip - Plainfield High School

•   Sam Sisson - Plainfield High School

•   Madison Sprecher - Tri-West High School

•   Nicholas Sprecher - Tri-West High School

•   Allie Ternet - Plainfield High School

•   Zachary Van Duyn - Avon High School 

www.hendrickspower.com
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Huston speaks
at Women’s luncheon

The Hendricks County Business Leader held its second Women’s Business 
Leader Luncheon of 2015, June 9 at Prestwick Country Club, 5197 Fairway 
Drive. Christy Huston, Executive Director – Indiana Chamber of Commerce 
Foundation, was the event’s keynote speaker. The event is sponsored by Dono-
van CPA. Part of the luncheon proceeds benefit Leadership Hendricks County. 
The next luncheon is scheduled for Sept. 9 at Wellbrooke of Avon, 10307 E. 
County Road 100 N. For information, contact info@businessleader.bz or call/
text (317) 918-0334.

Photos by Catie Myers Amy Watson Diane Jones Margie Hart

Dana Cochran Stefanie Davvis Mary Chastain

Tammy Wiley Amanda Babinec

Deena Albin Beth Harlin Susan Rozzi Christy Huston

Gloria Pearson Christy McIntyre Katie Garwood

Chris Lynch Cati Lingle

Suzy Pineda

Save the Date!
Women's Business Luncheon

September 8, 11:30 a.m. to 1 p.m.
at Wellbrooke of Avon

Faces of Women's Business Leader Luncheon



It’s a challenge to provide employees with 
convenient, affordable, high-quality healthcare. 
Hendricks Regional Health is overcoming the 
healthcare dilemma by developing great solutions 
for employers in central Indiana.

Outstanding patient care is the main focus at 
Hendricks Regional Health. By delivering high 
quality care at a lower cost than other healthcare 
providers, Hendricks Regional Health has 
developed an award-winning track record. 
Out of 3,500 hospitals nationwide, Hendricks is 
among only 251 to earn the government’s new 
fi ve-star rating. Because of the exceptional 
care provided by an extraordinary healthcare 
team, Hendricks Regional Health is also proud 

to be one of only 16 hospitals nationwide to 
be recognized in the top fi ve percent for eight 
years in a row for the Healthgrades® Outstanding 
Patient Experience Award™. 

For easy access to care, Hendricks Regional 
Health offers locations throughout Hendricks 
and Putnam Counties. When you consider the 
convenience, quality and the guarantee to 
provide care at a 15% lower cost than other 
providers, Hendricks Regional Health is a great 
value for your healthcare dollars.

Learn more at HENDRICKS.ORG/EMPLOYERS 
or by calling (317) 745-3532.
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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/.

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

Powerful  
solutions  
for powerful 
businesses.

Businesses depend 
on Duke Energy for 
our reliable service, 
competitive rates, and 
technical support to help 
manage their energy use. 

Our award-winning site 
selection services are 
also available to help our 
business customers gain 
a competitive edge – and 
have a positive impact on 
our communities.

YOUR BUSINESS

Scott Flood
COLUMNIST

Erin Smith
COLUMNIST

Back in 1991, I 
found myself in 
a college course 

called Listening with 
Empathy.  A pre-
requisite for my major, 
bachelor of social work. 
If I had a buck for every 
time I have utilized the 
skills I learned… well, 
I could vacation in the 
Caribbean any time I 
like! Having empathy 

for others is one of the five components of 
Emotional Intelligence (EI), which Daniel 
Goleman first introduced to the world in 
2004. If you are not familiar with EI, Google 
Daniels’s name along with HBR and read his 
original article. Here is a quick review of EI’s 
components:

• Self-awerness
• Self-regulation
• Motivataion
• Empathy
• Social Skills

Remember that Intellectual IQ ad EI do 
not correlate. Dr. Travis Bradbury, author 
of Emotional Intelligence 2.0 and creator of 

TalentSmart (the world’s leading provider of 
emotional intelligence) found leaders with 
high EI ran circles around other leaders 
that only have high IQ’s. Even more en-
couraging, EI is a skill that can be learned. 
This is really good news for me. After tak-
ing the online EI test, I have room for im-
provement in the areas of self-reg-
ulation and empathy. Fascinating 
since the college course I took on 
empathy was a semester long. I 
guess I need a refresher.  

So, how does EI equate to 
business success? Dr. Bradbury 
suggests that EI is the founda-
tion of a host of critical skills 
that we use to navigate through 
our business and life. Trust, ac-
countability, communica-
tion, anger management 
and change tolerance are 
a few of these skills. He 
also explains in his Huff-
ington Post article dated 
April 14, “Why You Need 
Emotional Intelligence to Suc-
ceed,” after testing EI alongside 
of 33 other critical workplace 
skills that “it is the strongest predictor of 
performance, explaining a full 58 percent 
of success in all types of jobs.” Every job in 

every industry ties EI to perfor-
mance and pay. Notably, on 

average those with higher 
EI earned $29,000 more per 
year.  

Learning more about 
yourself, how others 

perceive you along 
with your ability to 
relate and empathize 
with others is pow-
erful.  I encourage 
you to pick up a copy 
of Emotional Intelli-
gence 2.0 and embark 
on a deeper dive into 

who you are and 
how you “show 
up” in your 
business. In-
creasing your 

EI will not only 
benefit you, but 

also potentially in-
spire all those who 
work alongside of 
you to excel.

High EI = business success

THE PERSONAL TOUCH

When developing or updating 
their websites, companies and 
organizations devote an amazing 

amount of time to agonizing over 
what the sites should look like. They 
consider all sorts of different designs 
and spend hours trying to get the 
functionality exactly where they 
want it. 

And then, they slap some con-
tent in place. What content would 
that be? “Take that stuff from our 
last brochure, add in those news 
releases, and didn’t we put some 
executive bios in that presenta-
tion?” They’ll tell you that it doesn’t 
matter. Just as long as something is 
there. 

When visitors such as prospective cus-
tomers come to your website, why are they 
making the effort? Is it because they want to 
get a sense of your taste in color? Is it be-
cause they want to applaud the font you 

chose? Or do you have some kind of infor-
mation they need?

I’d wager that few website visitors seek 
out sites to check out the design, 
fiddle with the functionality, or 
study the underlying coding. The 
overwhelming majority are there 
because they want to know some-
thing about your business.

Whether they’re planning to 
buy replacement part #46A3WH, 
are trying to determine whether 
your executive team has the right 
expertise, or are checking to see if 
you’ll be open in the morning, they 
need to know something. That’s 
why they visit your site. 

That’s why your site exists in 
the first place. It’s not intended to serve pri-
marily as an art gallery or a source for cheap 
entertainment. The goal is to deliver infor-
mation about your business or organization 
when visitors want to know it.

Far too much website development is 
driven by designers whose primary goal is to 
make sites attractive or developers who want 
them to be able to do cool things. Design and 
functionality are critically important, espe-
cially when it comes to conveying the right 
image. But without the right content, design 
and functionality are like an empty photo 
frame. 

The first question you should ask is “What 
do we want this site to accomplish?” Maybe 
your goal is selling more of what you offer. 
Maybe it’s making sure that you provide the 
perfect first impression to someone. What-
ever it is, it probably involves making sure 
that you have the right information in place. 
Once you’ve established what that informa-
tion is and how you’ll develop it, you can be-
gin to decide how it should be presented. 

Neglecting the most important  
part of your website?
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Carolyn Goerner is a Professor of Management at Indiana 
University-Bloomington’s Kelley School of Business. Email: 
goerner@indiana.edu.

While there are many ways for 
employees to avoid work, one 
of the most difficult to manage 

is “cyberloafing.” Defined as an 
employee’s use of their work internet 
connection for personal activities 
such as surfing non-job-related 
websites, using personal social 
media accounts, or even handling 
personal email, cyberloafing 
can take a toll on workplace 
productivity. It is pervasive: the 
average American admits to wasting 
about two working hours each day, 
with personal Internet use being the 
primary distraction.

So what can you do to effective-
ly manage cyberloafing? A recent study sug-
gests two things that can reduce this prac-
tice: providing employees with meaningful 
work, and having an explicit policy prohibit-
ing personal use of the Internet on company 
time and property.

Meaningful work consists of tasks that 
an employee views as significant and im-
portant to the organization. If a worker sees 
his/her day-to-day activities as central to the 
company’s mission and objectives, and uses 
valuable skills and abilities to complete those 
tasks, they experience meaningful work. In 
this study, after controlling for workers’ de-
mographic and personality characteristics, 
the researchers discovered that employees 
who viewed their work as meaningful were 
less likely to cyberloaf.

Similarly, after controlling for personal 
factors, employees engaged in less personal 
use of the Internet when their company had 

an explicit policy prohibiting it. 
One caveat here: the policy needs 
to be clearly understood by all af-
fected employees. They need to 
know as precisely as possible what 
behaviors are appropriate. For ex-
ample, a policy might allow em-
ployees to check their personal e-
mail accounts once or twice a day, 
but expressly prohibit use of social 
media sites such as Facebook or 
Twitter for non-business-related 
purposes.

Cyberloafing is a relatively new 
phenomenon, but as more work-

ers rely on the Internet to do their work, it 
becomes more pervasive. While prohibitive 
policies are one way to thwart this practice, 
a more positive approach is to ensure that 
all employees understand the importance 
of their work and their skill set to the orga-
nization’s goals. When work is meaningful, 
employees are more engaged in it. This prin-
ciple holds true in both the “bricks and mor-
tar” world and in cyberspace.

Jia, H., Jia, R., & Karau, S. (2013). Cyberloaf-
ing and Personality: The Impact of the Big 
Five Traits and Workplace Situational Fac-
tors. Journal of Leadership & Organizational 
Studies, 20, 358-365.

Benefits of implementing an 
internet usage policy

BIZ MANAGEMENT

Carolyn Goerner
COLUMNIST

BIZ BRIEF
Wernsman to Join State Bank of Lizton 

Board of Directors
Mike Baker, president and CEO, an-

nounced today that Andy Wernsman, 
General Manager at Bill Estes Ford 
in Brownsburg, has been appointed 
to the State Bank of Lizton Board of 
Directors, effective at the upcoming 
meeting in July. 

“We are delighted to have Andy join 
the Board of Directors for the State 
Bank of Lizton.  We have exciting 
plans for growth and I know that Andy 
will be a big help to us as we manage 
through that process” said Mr. Baker.

Wernsman attended 
Eastern Illinois Univer-
sity and the Northwest-
ern Executive School of 
Management in Chica-
go. He joined Universal 
Underwriters and was 
with them in sales for 18 years prior to 
joining Bill Estes Automotive in 2003. 
He now serves as General Manager 
there.

Dan Miller is founder and president of Historical Solutions 
LLC - Ideas and Inspiration Through History. Dan uses history 
to help people strengthen their leadership. His website 
is historicalsolutions.com.

You try something. You fail. A year 
passes. You give it another go. This 
time, it succeeds. And then you file 

your experience away for another 
day, another challenge. 

This scenario precisely tracks a 
real leadership story from the life 
of Benjamin Franklin. It might 
hold a lesson for you in the year 
upcoming.

Franklin was all of 24 years old 
when he hit upon the new concept 
of a lending library. It was 1730.

Franklin envisioned a lending 
library not for a ruler, a church, 
or a church-related university. He 
thought of a library that loaned 
books to people who wanted to read them 
without any particular allegiance or affilia-
tion. The library would be secular, the first 
of its kind.

The key to success, Franklin believed, was 
the existence of a platform for executing his 
plan. He had already formed a club—called 
the Junto—of like-minded young men. His 
club was comprised of men who were smart, 
curious, ambitious, interested in new ideas 
and eager to promote change. They were also 
avid readers. The Junto would start the lend-
ing library on its own.

Franklin's thinking was sound. Common 
values, highly motivated, similar outlooks. 

The problem was that it flopped. 
At this point, any number of options and 

choices were open to Franklin. He might 
have shelved the whole thing; the concept 
was pointless if this group couldn't make it 
work. He might have become somewhat bit-
ter or jaded; if they can't see the good in it, 
why bother? He might have cut his losses 
and moved on; there are too many positive 
activities to undertake without knocking 
one's head against the wall.

But Franklin held on to the concept. He 

spent the next several months getting to 
know better his newly-adopted home of 
Philadelphia, the most forward-looking 

community in British Colonial 
America. He continued meeting 
with the Junto. And he turned over 
and over in his mind the challenge 
of exactly how to start the lending 
library.

Then he realized what to do.
Franklin re-structured. Keeping 

the Junto as the core group of the 
lending library, Franklin ventured 
into the community, seeking sub-
scriptions from interested lead-
ers. He found that people outside 
the Junto loved the concept. They 
quickly signed on as potential 

members. They pledged financial support. 
A year after it had failed inside the Junto, 
Franklin's lending library succeeded in the 
broader community. 

The effort resulted in the hiring of the first 
librarian, the purchasing of books, and the 
location of a facility. It was everything Frank-
lin had envisioned and much, much more.

Twenty years later, a local doctor would 
approach Franklin with the idea of starting 
the first community hospital in North Amer-
ica. Not surprisingly, Franklin had a plan in 
mind for precisely how to proceed.

It's possible that you'll fail in the pursuit 
of something new in 2015. My counsel is to 
embrace the example of Benjamin Franklin 
at age twenty-five. Use the time available to 
you. Reflect on what happened. And be open 
to adjusting your concept in small yet sig-
nificant ways. You might be surprised at the 
value of a year. 

The value of a year
BIZ HISTORY

Dan Miller
COLUMNIST
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NOW THAT WE’VE BEEN OPEN

Tim Magnus is a father of seven. He and 
his wife Carrie live in Avon with two of those 
seven children. He joined the Army at a very 
young age and served 28 years with a mix of 
regular Army and IRR.

 In 2004, Magnus was deployed to Iraq. 
While serving his country, he was injured 
and medically retired from the Army upon 
his return. Once recovered from his injuries, 
Magnus started up the pest control business.

Today, Magnus is very active in the com-
munity serving in Rotary and BNI (Business 
Networking International), he is a member 
of Avon, Brownsburg, and Danville cham-
bers of commerce, and he and his family 
attend Harmony Baptist Church in Avon. 
Magnus says that a little known fact is he has 
the only pest control business located inside 
Hendricks County.

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

The most valuable piece of ad-
vice came from a friend, "It's not 
what you know about your busi-
ness that will make your busi-
ness fail, it's what you 
DON’T know about 
your business that 
will cause your busi-
ness to fail." That 
advice has given me 
the drive to contin-
ue to educate myself 
about pest manage-
ment so I can pro-
vide the best service 
to my customers.

How have things 
changed since 
you started your 
business?

 The market is 
more environmen-
tally aware and 
wants the most ef-
fective and safe way 
to control their pests 
without causing damage to our environ-
ment. So we have adjusted to customer de-
mand and utilize only the safest and green-
est control methods possible.

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

My biggest challenge has been keeping 
up with demand. People realize that we are 
not a pest company that is trying to scam 
you out of money. We only provide our cus-
tomers with the services they need. Word of 
mouth alone has stirred up an appreciation 
for an honest pest control company and to 
overcome the demand my family and I work 
long hours so our customers are content and 
satisfied with our services.

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

 I look at most things trying to see how I 
can do or make it better. I cannot say there 
is anything I wish someone had told me. I 

appreciate the demand for our services; it 
has pushed me to become the best at 

what we do so I can provide our cus-
tomers with great services in the pest 
control industry.

What is the hottest new trend in 
in your industry? 

The trend has been to 
utilize green chemicals 

and also organic ma-
terials for pest treat-
ments. We offer both 
options. 

No bugs about it
 Magnus Pest Control Management captures  

the attention of Hendricks County

Magnus Pest  
Management Services

Tim Magnus, owner
(317) 838-9090

magnuspestmanagement.com
Hours: M-F, 9 a.m. – 5 p.m.

Saturday, 9 a.m. – noon

Tim Magnus

Submitted Photo

Compiled by Sherry Moodie

FINANCE DISPATCHES

Trusting advisors with your life savings?
Finding a trustworthy financial advisor can be somewhat of a challenge these days with 
the countless scams that continue to surface. Before settling on an advisor or a firm to help 
manage your savings in retirement or in preparation of retirement, shop around—find out 
what each advisor can offer you, and find out if the persons involved fully suit your needs. 
Some questions to ask during your meetings with advisors: What will you do for me? How and 
how much will you charge? What line-up of products and services can I choose from? How will 
we assess whether your advice is actually working? Lastly, and as a matter of formality, be sure 
to vet him or her with the Securities and Exchange Commission and/or FINRA. 

– CNN Money
 
US home prices steadily rising
According to the Associated Press, home values rose 4.9 percent in April from just one year 
ago, with particularly large gains in Denver and San Francisco. Low mortgage rates and 
strong job growth have been cited as major contributors to the increase in home values, but 
the continued gains are out-pacing wage growth—which may out-price potential buyers. 
However, employers have added approximately 3.1 million workers in the past year and many 
suspect that those paychecks will be flowing into real estate before higher borrowing costs 
make homes less affordable. – Yahoo Finance
 
Is your budget not working?
Simply creating a budget won’t be enough to guarantee financial success; it must a budget 
that you can stick to, you can keep yourself accountable for and most importantly, it needs 
to work for you. If you’re struggling to maintain a budget, you may be making unrealistic 
assumptions about where your money is going. Keep track of your receipts and records 
in order to better estimate where your expenses are coming from. Furthermore, if you set 
yourself a strict budget without any “wiggle room”, you’re setting yourself up for failure. 
Getting organized about your income and expenses will ensure better use of your money. 

– Yahoo Finance
 
Six illegal money habits to quit
1. Signing someone else’s name on a check
2. Using someone else’s identity to get credit
3. Lying on a home loan application
4. Writing “bad” checks
5. Scanning or copying U.S. legal tender
6. Defacing U.S. currency
- Bankrate.com

Obama to increase overtime eligibility
According to the Associated Press, the Obama administration is proposing changes that would 
make nearly 5 million more people eligible for overtime pay. “We’ve got to keep making sure 
hard work is rewarded,” President Barack Obama wrote in an op-ed published Monday in The 
Huffington Post. “That’s how America should do business. In this country, a hard day’s work 
deserves a fair day's pay.” Employers currently have various ways around the overtime rule—
any salaried employee paid more than $23,660 a year can be give the title of “manager” with 
minimal supervisory duties and made ineligible for overtime compensation. Obama went on 
to say that his proposal would be good not only for workers, but for employers as well, since 
“they will no longer be undercut by competitors who pay their workers less.” 

– Fox Business
 
Used items to never buy
Savvy shoppers know how to spot a good deal, and 
discounted merchandise can certainly be appealing for 
those on budgets, but there are some used items to be 
avoided at all costs. Cribs, for example, may not be 
worth the risk; since 2007, approximately 10 
million cribs have been recalled for various 
reasons. Other items include car seats 
(which actually expire after six years), 
digital cameras and certain household 
appliances that may no longer be in 
production (or come without a warranty 
and have difficult-to-find replacement 
parts). 

– dailyfinance.com



Gus and Maryann Rojas have over 50 years of combined experience 
working in high profile food and beverage service companies 
throughout the United States. Five Star Catering is now able to 
share their culinary expertise with the community.

2353 E. Perry Road, Plainfield, IN 46168
(317) 839-9990 | info@fivestarc.com | fivestarc.com/thepalms

The Palms is located 5 miles west of the 
Indianapolis International Airport.

We look forward to serving 
you and your guests!

•	Holiday Celebrations
•	Family Gatherings
•	Office Parties
•	Reunions

•	Graduations
•	Weddings
•	Seminars
•	Trade Shows

Please come and 
visit a venue 

that people are 
talking about. 

The Palms is one 
of the best in 
the state. You 

will have to see 
it to believe it!
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Jack Klemeyer is the founder and head performance coach of GYB Coaching (gybcoaching.com). Contact him at: Jack@
GYBCoaching.com.

Kevin Speer is president and CEO of Hendricks Regional 
Health.

Kevin Speer
COLUMNIST

HEALTHY BUSINESS

In last month’s column, I highlighted the 
partnership between Hendricks Regional 
Health and Avon Community School 

Corporation. Over the past few 
years, our hospital has helped 
the school system contain costs 
on medical expenses while 
improving the health of its 
employees. Partnerships such as 
the one with Avon schools involve 
innovative ideas and mutual trust, 
a combination that is valuable in 
any business environment.

This month, I would like to 
focus on another of our success 
stories that of our affiliation with 
Hendricks County Government 
(HCG) to fulfill the healthcare needs of its 
employees.  

Five years ago, with more than 400 em-
ployees (plus dependents) on its health plan, 
HCG was facing a dramatic 11.4 percent in-
crease in healthcare costs. By considering 
the specific needs of HCG, Hendricks Re-
gional Health worked with county govern-
ment officials to create a specialized health 
clinic where government employees receive 
a range of primary care, pharmacy, wellness 
and prevention services. Since 2010, HCG 
has seen only a negligible 0.75 percent aver-
age annual increase in healthcare costs, even 
while dramatically improving quality and ac-
cess to care. Given the projected increase 
HCG was facing to provide healthcare to its 
employees, the new solution translates into 
a savings of nearly $2 million for Hendricks 
County taxpayers. 

Much of the cost containment for HCG’s 
healthcare expenses was made possible be-
cause a large percentage of the county’s em-
ployees selected our hospital as a narrow 
network provider for their family’s health 

coverage. Sixty-nine percent of HCG’s active 
employees chose the narrow network plan; 
44 percent of HCG retirees chose this alter-

native as well. Employees that se-
lected the narrow network plan 
realized a significant savings in 
monthly premiums while receiv-
ing added benefits, including ac-
cess to a dedicated patient care 
navigator from the Hendricks 
Regional Health wellness staff 
and no-cost mail order pharmacy 
services. While a narrow network 
plan might not work for every 
employee, providing it as an op-
tion helped our county govern-
ment, and many of its employ-
ees, realize a significant savings 

in healthcare expenses.
In an age where we are all becoming more 

cost-conscious about our healthcare spend-
ing, Hendricks Regional Health is working 
hard to provide cost-saving solutions to pa-
tients and employers in our community. Our 
hospital has made a commitment to provide 
high quality care with overall pricing that is 
15 percent lower than other healthcare pro-
viders. We believe it is possible to continue 
innovating and improving our services while 
saving money for our patients. 

Having access to great healthcare should 
be within everyone’s reach. A healthy work-
force is important for success and help-
ing employees achieve and maintain good 
health should not have to break the bank. If 
your business needs to lower its health care 
expenses, and improve the health of employ-
ees, Hendricks Regional Health may be able 
to help; call (317) 745-3532 for more infor-
mation.

A case study: Saving money  
for Hendricks County

How many times do you follow up after 
making contact with a potential buyer 
of your goods or services? My answer 

for you… probably not enough 
times! If you follow-up more than 
three times with a prospect, you 
are better than 90 percent of other 
sales professionals. According to the 
Direct Sellers Association the most 
sales (80 percent) are made between 
the fifth and twelfth contact.  

Here are some staggering statis-
tics about follow-up efforts:

• 48 percent of people never 
follow-up with a prospect

• 25 percent of people make a 
second contact and stop

• 12 percent of people make three con-
tacts and stop

• Only 10 percent of people make more 
than three contacts 

Kind of makes your stomach turn doesn’t 
it? I know it did mine when I first read these 
statistics, especially when I looked at what 
were then my follow-up activities. It’s said 
that at any given time there is only three 
percent of the population looking for what 
you’re selling. Statics prove this theory, too, 
in that only two percent of sales are made on 
the first attempt. That means that the person 
out wandering around looking for what your 

salesperson is selling and your salesperson 
happened to bump into each other. Might be 
the lucky seat at the local Starbucks.

 More statistical information 
from the Direct Sellers Associa-
tion, only this time from the sales-
person perspective:
•  3 percent of sales are  

made on the second contact
•  5 percent of sales are  

made on the third contact
•  10 percent of sales are  

made on the fourth contact
The good news is that by add-

ing only two more contact touch-
es you can more than double your 
results. Certainly if you do four 
follow-up touches… you get five 

times the results. 
Think of the processes you have in place 

now and how you can add just a couple more 
follow-up touches. Here are some ideas: a 
follow-up email campaign, another phone 
call, a postcard mailed to your prospect, a 
letter or handwritten note sent to your pros-
pect. Nobody sends notes anymore… so be 
different and start sending those handwrit-
ten notes as a regular practice in your fol-
low-up process. 

Reach out and make a few more touches 
and a few more sales.

Jack Klemeyer
COLUMNIST

Importance of following up  
with perspective clients

COACH’S CORNER

HC Businesses… do you have news to report?
Please direct correspondence to:

info@businessleader.bz.

Artistic Designs Gallery to  
host grand reopening 

On Friday, July 10, Artistic Designs Gallery will open its new location at 
1038 E. Main St., Brownsburg. The Brownsburg Chamber of Commerce will 
be at the grand reopening and the public is also welcome from 4 – 5 p.m. Artis-
tic Designs Gallery offers framing for all types of art and collectables. For more 
information, visit artisticdesignsgallery.net. 

BIZ BRIEF



SAVE THE DATE!
Business Leader Cover Party

Food • Fun • Networking

For more information, contact us at: coverparty@businessleader.bz or (317) 918-0334

2015 COVER PARTY • AUGUST 13th

Presented by

4:30-6:30 p.m. 
Cartlidge Barn

1900 E. Main St. 
Danville, IN 46122

SEE YOUTHERE!
Learn more about 
our partnership with 
the American Cancer 
Society’s Making Strides 
Against Breast Cancer 
Walk on Oct. 3 at the 
Aug. 13 Cover Party. Visit 
www.MakingStridesWalk.
org/HendricksCountyIN, 
email Lauren.Nikides@
cancer.org or call  
(317) 344-7819.

10th Anniversary

Come 
Celebrate
our 10th 

Anniversary 
with us!
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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

Jeff Binkley
COLUMNIST

"Perspective is a valuable 
tool. And I’m more than 
a little uncomfortable 
with the potential lack 
of perspective we have 

currently on Wall Street."

While discussing some ideas for this 
column with my wife the other 
day, I told her I was afraid that 

I may be starting to sound like a 
broken record. Our soon-to-be 
16-year-old chimed in, “What’s a 
broken record?”

And thus, the genesis of this 
column was created.  

I explained to him that be-
fore iPods and mp3 players and 
phones that take pictures, access 
the internet and play music either 
through little speakers you put in 
your ears or connect wirelessly to 
Bluetooth battery-powered speak-
ers, you used to listen to music dif-
ferently. I went on to describe this 
big turntable thingy with this arm that had 
a diamond “needle” on it. A record was a 
big, vinyl flat plate-like thingy that had tiny 
grooves cut into it. In these grooves were 
little purposeful imperfections that the dia-
mond “needle” would bump around and turn 
into electronic signals. These signals then 
went into a separate thingy called an amplifi-
er. The amplifier was hooked up to these big 
honking boxes called “high-fidelity” speak-

ers. And instead of being impressed with 
how tiny and expensive your ear buds were, 
or what hip hop artist slapped his name on 

them, back then, everyone knew 
that the larger these boxy speaker 
thingies were, the more impres-
sive they were. (Klipsch anyone?)  
And when the vinyl flat plate-
like thingy got scratched or “bro-
ken,” the music would skip and re-
peat, and repeat, and repeat. Until 
you either stomped on the floor 
near the “turntable” or physically 
bumped it.  

“Huh,” the boy shrugged, 
“sounds a lot more complicat-
ed than my iPhone 5s.” Alas, he 
is right from his perspective. But 

how I miss my Pioneer powering those Klip-
sches!

Perspective is a valuable tool. And I’m 
more than a little uncomfortable with the 
potential lack of perspective we have cur-
rently on Wall Street.  A recent article from 
Business Insider brought my discomfort 
into focus (http://www.businessinsider.com/
traders-are-so-young-they-only-know-ze-
ro-interest-rates-2015-5). 

I passed my Series 7 licensing exam back 

in June of 1993. Before the internet.  Before 
the Long Term Capital Management Fund 
crisis of 1997. Before the “Dot com” bubble 
burst. Before 9/11. Before the 2008 financial 
crisis.  

A large percentage of Wall Street trad-
ers today (30 percent) are so young that 
they have never experienced anything oth-
er than 0 percent in-
terest rates. Sixty-six 
percent of traders 
weren’t yet adults 
with the dot come 
bubble burst in 2000. 
And only 43 percent 
of traders are old 
enough to remember 
the two most signifi-
cant financial events 
of the last 15 years: 
the 2000 dot com 
bubble and the 2007 
financial crisis. (Data was not available on 
how many of these youthful traders know 
what an LP or turntable was or even what 
“High-Fidelity” means.)

In 1994, my second year as a registered 
rep, the economy was emerging from a big 
recession. Treasury interest rates began to 

rise slightly from their 1993 lows as GDP 
growth projections improved, yet with few 
signs of inflation rearing its head. (Sound 
familiar?) From March of ’94 to October of 
’94, The Fed began tightening.  Interest rates 
rose from roughly 5.5 percent to 8 percent.  
(That’s a 50 percent increase.) 

I don’t know what’s gonna happen. I know 
that at press time 
(early June) the mar-
kets and media are 
in a tizzy again about 
the FOMC and what 
it’s going to do. I do 
know that by the time 
you read this column, 
the Fed will have 
had another meeting 
(June 15 and 16) and 
the interest rate crys-
tal ball may be a little 
clearer. Regardless of 

when the Fed begins tightening, it behooves 
a prudent investor to prepare his portfolios 
for that eventual reality.  

What’s a broken record?

Can Bitcoin bail out Greece?
After several days of banks with closed doors, desperate Greek nationals are beginning to resort to 
online trading platforms (like Bitcoin) to see if it will be a better bet than the euro. According to 
Oliver Flaskämper, CEO of Bitcoin.de, trades from Greece have risen 79 percent from their 
10-week average on Bitstamp, the world’s third-largest exchange. Trading platforms in 
China are also seeing an increase in traffic. LakeBTCH, headquartered in Shanghai, saw a 
40 percent increase from visitors accessing their site from Greece. The biggest obstacle 
for Bitcoin users is that the market is extremely volatile. In late 2012, a single bitcoin was 
worth $11. One year later, the price was $1,100. And just earlier this month, bitcoin was 
trading at $253. 

– CNN Money
 
New website reveals personal info
If you’ve ever “Googled” yourself or someone you know, you’re not alone. A 
new website, however, takes this search to a whole new level. A quick search 
on the site—called Instant Checkmate (InstantCheckmate.com)—can reveal 
much more information than a simple Google search can. For example, records 
regarding traffic violations, family members, and friends are now all available to 
be viewed, although the site does not claim to be “100 percent accurate, 
complete or up-to-date.” Not only does the site show criminal records, 
but it also reveals information on marriage and divorce records, 
various licenses, previous addresses and even estimated income 
levels. 

– Yahoo Tech
 
3D printing could save custom cars
Recently, Divergent Microfactories unveiled the Blade, a 3D-printed supercar 
designed to inspire the establishment of other microautomakers and possibly 
even reshape the auto manufacturing industry. Its 3D-printing technology 
could make the manufacturing process affordable enough for smaller 
companies to offer built-to-taste vehicles. Their Blade supercar can run on 

gasoline or compressed natural gas and goes from 0 to 60 mph in just two seconds (thanks to a 
700-horsepower engine and 1,400-lb body). 3D-printed cars will likely be available to only top-of-
the-line buyers, but the product may eventually be affordable enough for average consumers. 

– technewsworld.com
 

Leap second could create universes
At the end of June, clocks struck an unusual hour at 11:59:60 because of the addition of 
the leap second. Like the leap day added in February every four years, the leap second was 
added to ensure that the day doesn’t “shift” so that the sun reaches its highest point at 12:30 

or 1 p.m. While it may seem like just one second, the value of an extra moment in time 
depends all upon your perspective. For example, in a single picosecond (which is one 

trillionth of a second), color is emitted as a visible wave of light oscillates multiple 
times. On the other hand, the hypothesized period following the Big Bang, known 
as cosmic inflation, a single picosecond lapsed and the universe expanded from 
the size of a proton to the size of a grapefruit. To put that in perspective, in another 
picosecond, the grapefruit-sized universe expands to an object with a diameter 
larger than the distance between the Earth and Jupiter (approximately 365 million 
miles). So, what’s in your leap second? 

– cnet.com
 

Oculus VR to be available in 2016
The Oculus Rift—or Oculus VR—has been turning heads in the 
technology industry since its inception. The virtual-reality headset 
was flaunted yet again at this year’s Electronic Entertainment Expo (E3) 

conference, and though they have not yet committed to a price or pre-
order date, analysts expect the Oculus VR could be available to consumers as 

early as Q1 2016. During E3, the virtual-reality headset showcased what it could 
offer in the way of gaming, but there are other plans and technological uses 

slated for the device as well. 
– technewsworld.com 

TECHNOLOGY DISPATCHES
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OPEN FOR BUSINESS

Kenneth Bray and Jason Stiemann are 
longtime friends going back to their days 
as students at Avon High School. While in 
school Bray and Stiemann would brain-
storm the idea of starting a business togeth-
er someday. 

“We always knew we wanted a business in 
Brownsburg because of the potential of fu-
ture growth,” explained Bray. While working 
odd jobs and different careers, the men were 
always looking for a business that was need-
ed and one that was affordable to start up. 
Bray worked in construction and would see 
workers break or damage their cell phones 
on the various jobsites while working. 

He realized there was a need for a cell 
phone repair store. It seems like everyone age 
10 and up has a phone now days and phones 
are damaged in so many ways, according to 
Bray. Bray and Stiemann started taking re-
pair classes, taking phones apart and fixing 
them and learning all they could about the 
cell phone repair business.  The men, along 
with Jason’s wife Jennifer launched Bulldog 
Cell Repair in Brownsburg this past May.

Describe your business in one sentence?
We are a cellular phone repair shop offer-

ing the best service and a fair price.

What has been your biggest lesson so 
far?

Our biggest lesson so far has been to ex-
pect the unexpected!

What would be one thing that could help 
your business?

One thing that could help our business 
is spreading the word. Let your friends and 
family know that we are open for business 
and eager to help our customers.

What would you tell someone wanting to 
start his/her own business?

We would tell someone starting his/her 
own business to do your research. Find 
something that interests you and learn as 
much as possible. Then go for it!

What does your business’s future look 
like?

I think our business future is looking very 
good! Cellular phones and devices aren't go-
ing away anytime soon. We look forward to 
learning all we can in the industry and keep-
ing up to date with all of the new and excit-
ing technology of the future.

And that's no bull
High School friends turn school dreams into reality

Bulldog Cell Repair
Jason Stiemann,  Jenny Stiemann 

and Ken Bray, owners
211 E. Main St., Ste 3

Brownsburg, IN 46112
(317) 939-0129

Hours: Mon-Sat, 10 a.m. – 7 p.m. 
Bulldogcellrepair.com

Email: repairme@bulldogcellrepair.com

Compiled by Sherry Moodie

From left, Jason Stiemann,  Jenny Stiemann and Ken Bray. Submitted Photo

BIZ BRIEF

Fite Plumbing new location
On June 18, Fite Plumbing held a ribbon cutting ceremony to announce the open-

ing its Plainfield location at 113 Simmons Street. Employees of Fite Plumbing and 
members of the Plainfield Chamber of Commerce were on hand at the ribbon cut-
ting. Fite Plumbing can be reached at (317) 271-5400 or at fiteplumbing.com.
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8 - Danville Chamber of 
Commerce (members’ 
meeting): Wednesday, 
July 8, 11:15 a.m.; Ellis 
Park Train Station. For 
more information, call 
(317) 745-0670

15 - Brownsburg 
Chamber of Commerce 
(members’ meeting): 
Wednesday, July 15, 11 
a.m.; Brownsburg Fire 
Territory, 470 E. Northfield 
Dr. Brownsburg. For more 
information call (317) 
852-7885

21 - Plainfield Chamber 
of Commerce (member’s 
meeting) Tuesday, July 
21, 11:30 a.m.; Plainfield 
Rec and Aquatic Center, 
651 Vestal Rd., Plainfield.  
For more information, call 
(317) 839-3800

28 - Avon Chamber of 
Commerce (members’ 
meeting): Tuesday, July 
28, 11:30 a.m.; Prestwick 
Country Club, 5197 
Fairway Dr., Avon.  For 
more information, call 
(317) 272-4333 

Avon Chamber  
NEW MEMBERS

Family Promise of 
Hendricks County
360 N. Avon Ave.
Avon, IN 46123
(317) 296-3742

Century 21 Scheetz/ 
Karen Cameron
7994 E. US 36 Ste. C
Avon, IN 46123
(317) 507-0356

Carpenter Realtors/ 
Claire-Anne Aikman
10332 E. US 36
Avon, IN 46123
(317) 345-6640

Hostetter & Associates
515 N. Green St. Ste. 200
Brownsburg, IN 46112
(317) 852-2422

HBG-Wiggins Insurance 
& Bonds
905 Southfield  
Dr. Ste. 151
Plainfield, IN 46168
(317) 839-6568

Enterprise Rent A Car
8100 E. US Hwy. 36 Ste. 5
Avon, IN 46123
(317) 272-7720

Accident Fund  
Insurance Company
200 N. Grand Ave.
Lansing, MI 48901
(317) 708-5127

Brownsburg Chamber 
NEW MEMBERS

Family Promise of 
Hendricks County
360 N. Avon Ave.
Avon, IN 46123
(317) 296-3742

Danville Chamber 
NEW MEMBERS

Mill House Reality, LLC
106 Country Ct.
Danville, IN 46122
(317) 522-6543

Plainfield Chamber 
NEW MEMBERS

Family Promise of 
Hendricks County
360 N. Avon Ave.
Avon, IN 46123
(317) 296-3742

Five Star Auto Repair
7014 W. Washington St.
Indianapolis, IN 46241
(317) 248-0789

Spyder Auto
1570 S. Perry Rd.
Plainfield, IN 46168
(626) 956-9138

COUNTY AND  
MUNICIPAL MEETINGS

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)
July 9, 2 p.m.

Plan Commission 
(Second Tuesday every 
month) July 14, 6:30 p.m.

Board of Zoning Appeals
(Third Monday every 
month) July 20, 7:30 p.m. 

Commissioners 
(Second and fourth 
Tuesday every month)
July 14, 9 a.m.
July 28, 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)
July 9, 7 – 9 p.m.
June 25, 7 – 9 p.m.

Advisory Plan 
Commission
(Fourth Monday every 
month) July 23, 7 p.m.

Board of Zoning Appeals
(Third Thursday every 
month) July 16, 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)
July 9, 7 – 9 p.m.
July 23, 7 – 9 p.m.

Plan Commission 
(Fourth Monday every 
month) July 27, 7 p.m.
Brownsburg Town Hall

Board of Zoning Appeals
(Second Monday  
every month)
July 13, 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)
July 6, 7 p.m. 
July 20, 7 p.m.

Plan Commission
(Second Monday every 
month) July 13, 7 p.m.

Board of Zoning Appeals
Meets as needed on the
(Third Tuesday of the 
month) July 21, 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)
July 13, 7 p.m. 
July 27, 7 p.m.**

Plan commission
(First Monday every 
month) July 6, 7 p.m. 

Board of Zoning Appeals
(Third Monday every 
month) July 20, 7 p.m.

SALES LEADS
Newly incorporated 
businesses through  
May 10, 2015

BWM Concrete
Brian Martin
1404 Blackwater Dr.
Danville, IN 46122

Capturing You 
Photography
Scott Manson
3552 Pennswood Ct.
Plainfield, IN 46168

Giddy Up Go Forwarding
Pamela Baker
Brian Baker, Brent Baker
1825 E. Main St. 
Plainfield, IN 46168

Jenny’s Puddle 
Jumpers Daycare
Jennifer Blom
1867 Archbury Dr.
Avon, IN 46123

Kenny Wilkes 
Photography & Training
Kenneth Wilkes
5787 E. C.R. 150 N.
Avon, IN 46123

Rock Resort
Shirley Meece
Eddie M. Rock
3980 Wellington Way
Plainfield, IN 46168

Royer Window Cleaning 
and Power Washing
Ryan Royer
Jacqueline Royer
6671 Avalon Blvd.
Avon, IN 46123

SBA GUARANTEED 
LOANS 

Boone County

Quickdraw Foods, LLC
9179 Brookstone PL.
Zionsville, IN 46077
$95,000. The Huntington 
National Bank (OH)

Hamilton County

Baltz Enterprises, LLC
682 Shannon Ct.
Noblesville, IN 46062
$15,000. $30,300
The Huntington National 
Bank (OH)

H & L Pool  
Management, LLC
14854 War Emblem Dr.
Noblesville, IN 46060
$26,500. Chase Bank

Healthsolutions of 
Carmel Corp.
12413 Old Meridian St.
Carmel, IN 46032
$450,000. Horizon Bank

Midwest Paving, LLC
16105 River Road
Noblesville, IN 46062
$150,000
Indiana Business Bank

Nexxt Spine, LLC
14425 Bergen Blvd,, #B
Noblesville, IN 46060
$600,000. The Huntington 
National Bank (OH)

O'Malia's Living Ltd.
115 Medial Dr.
Carmel, IN 46032
$25,000. Wells Fargo 
Bank 

PCRPureBare, LLC
10835 Diamond Dr.
Carmel, IN 46032
$100,000. First Colorado 
National Bank 

River Ridge  
Properties, LLC
11920 Brookshire Pkwy.
Carmel, IN 46032
$45,000. The Huntington 
National Bank (OH)

THAI 9, LLC
110 W. Main St., Ste. 140
Carmel, IN 46032
$50,000. The Huntington 
National Bank (OH)

Thieneman 
Construction, Inc.
17219 Foundation Pkwy.
Westfield, IN 46074
$1,704,000
Indiana Statewide CDC

PLANNER OF NOTE

ATTENTION: 
YOUR PRODUCT, POSITION OR SERVICE RELATED 

AD COULD BE HERE!
To Advertise, call Sherry Moodie at (317) 451-4088

SMART
Electric, LLC

Systems Maintenance and Repair Technicians

smartelectric.org

Specializing in…
• New Facility Electrical Work
• Remodel or Office Addition
• Electrical Design Build

mscott@smartelectric.org

Michael Scott
(317) 203-5424
(317) 517-0947

Morse Moving & Storage
Specializing in Commercial Moves

Any size office or business.
Local or Long Distance.

(317) 856-1700

4219 S. High School Rd.
Indianapolis, IN 46241

www.morsemoving.com

ELECTRIC

HYPNOSIS MOVING SERVICES

ADVERTISING

Robert McBride
Agency Owner

Award Winning Indiana Agency

Allstate Insurance Company
307 East Main Street

Brownsburg, IN 46112
Ph: 317.852.7283

Fax: 317.852.6306
RobMcBride@Allstate.com

Life & Retirement 
Programs

Home, Auto & More
24-Hour

Customer Service

INSURANCE

ADVERTISING

SERVICE GUIDE
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Avonlea, LLC
7351 Janean Dr.
Brownsburg, IN 46112
$100,000
The Huntington National 
Bank (OH)

Blue Horse Trucking, Inc.
8664 Redditch Dr.
Avon, IN 46123
$72,400. The Huntington 
National Bank (OH)

Gold Star Carrier, LLC
9730 Rhodes Lane
Avon, IN 46123
$80,500. The Huntington 
National Bank (OH)

HT Express, Inc.
8718 Redditch Dr.
Avon, IN 46123
$96,100. The Huntington 
National Bank (OH)

Healthsource of 
Danville, IN, LLC
1300 E. Main St.
Danville, IN 46122
$475,000
First Bank Financial (WI)

SixSix Graphics, LLC
1531 Northfield  
Dr. East, #300
Brownsburg, IN 46112
$98,000. U.S. Bank

Virgil Fitness 
Enterprises, LLC
475 Northpoint Ct.
Brownsburg, IN 46112
$15,000. KeyBank (OH)

Johnson County

A & I Trust In God 
Transport, Inc.
3168 Holt St.
Whiteland, IN 46184
$30,200. The Huntington 
National Bank (OH)

Baun's Chimney 
Sweeping, LLC
3160 Compass Dr.
Franklin, IN 46131
$25,000
BMO Harris Bank (IL)

Good Shepherd 
Veterinary Services, P.C.
250 S. S.R. 135
Bargersville, IN 46106
$50,000. Horizon Bank

Maddox Industrial 
Group, Inc.
3771 S. U.S. 31 South
Franklin, IN 46131
$780,500. $511,500
Stock Yards Bank & Trust 
Co. (KY)

Marion County

Amerruss Property 
Group, LLC
8824 Key Harbour Dr.
Indianapolis, IN 46236
$100,000. The Huntington 
National Bank (OH)

Asphalt Solutions, Inc.
5340 S. Harding St.
Indianapolis, IN 46217 
$408,000
Premier Capital Corp.

Bartco, Inc.
1202 E. 38th St.
Indianapolis, IN 46205 
$40,000. $100,000
PNC Bank

Cargo Lines, LLC
1438 Danielle Dr.
Indianapolis, IN 46231
$70,400. The Huntington 
National Bank (OH)

Dhaliwal Trans, LLC
4818 Sunpoint Circle, 
Apt. 503
Indianapolis, IN 46237
$98,300. The Huntington 
National Bank (OH)

Doraha Transport. Inc.
5542 Dill Ct.
Indianapolis, IN 46237
$125,700. The Huntington 
National Bank (OH)

Global Smiles  
Dental, Inc.
8028 S. Emerson Ave., 
Ste. A&B
Indianapolis, IN 46237
$100,000. Chase Bank

Gray's Delivery Inc
2804 Saturn Dr.
Indianapolis, IN 46229
$80,400. The Huntington 
National Bank (OH)

Hatchet, LLC
212 W. 10th St., Ste. A365
Indianapolis, IN 46202
$25,000. Chase Bank

Imperial Logistics, LLC
7252 Bruin Dr.
Indianapolis, IN 46241 
$169,500. The Huntington 
National Bank (OH)

Jass Trucking, Inc. 
5324 Grassy Bank Ct.
Indianapolis, IN 46237 
$141,300. The Huntington 
National Bank (OH)

Jeffrey L Miller  
dba Mainland
2845 W. 29th St.
Indianapolis, IN 46222
$23,900. The Huntington 
National Bank (OH)

Krakra Pk, Inc.
10440 Hickory Hill Dr.
Indianapolis, IN 46234
$25,200. The Huntington 
National Bank (OH)

Laser B Carrier, LLC
7324 Lakeland Trails Blvd.
Indianapolis, IN 46259
$143,800. The Huntington 
National Bank (OH)

Literaze, Inc.
5356 79th St.
Indianapolis, IN 46268
$220,000. Hendrick 
County Bank & Trust Co. 

Lava Lounge
6308 Guilford Ave.
Indianapolis, IN 46220
$242,000
Indiana Statewide CDC

Love Truck Line, Inc.
6728 Panther Way
Indianapolis, IN 46237
$150,000. The Huntington 
National Bank (OH)

MPM Trans, Inc.
4606 Pantina Way
Indianapolis, IN 46237
$45,300. The Huntington 
National Bank (OH)
Orange Leaf Bluff  
Road, Inc.
6845 Bluff Road, # 21
Indianapolis, IN 46217
$100,000
Ridgestone Bank (WI)

Salon Orange Moon, LLC
2457 N. Delaware St.
Indianapolis, IN 46205
$412,200. Chase Bank

Security Masters Corp.
2602 E. 55th St.
Indianapolis, IN 46220
$4,450,000
Bankers Trust Co. (IA)

Shell- Lafayette Road
8562 Lafayette Road
Indianapolis, IN 46278
$807,000
Indiana Statewide CDC

Sullivan Commercial 
Supply Inc., LLC
8112 Woodland Dr.
Indianapolis, IN 46278
$750,000. $500,000
Mainsource Bank

Thai Orchid, LLC
8145 Bash St.
Indianapolis, IN 46250
$50,000. The Huntington 
National Bank (OH)

Tulip Tree Creamery, LLC
6330 Corporate Dr., Ste. D
Indianapolis, IN 46278
$30,000
Indiana Business Bank

Vitian's  
Re-Upholstery, LLC
3046 N. Shadeland Ave., 
Ste. D
Indianapolis, IN 46226
$25,000
STAR Financial Bank 

WebStream Sports
5200 E. 64th St.
Indianapolis, IN 46220
$515,000
Indiana Statewide CDC

Shelby County

Media Hub, LLC f/k/a A 
& H Enterprises, LLC 
60 E. Washington St.
Shelbyville, IN 46176
$90,000. $150,000
Indiana Business Bank

PLANNER OF NOTE

BUSINESS DISPATCHES

Red Lobster’s president talks shop

After the high-profile separation from Darden, Red Lobster and company president Salli Setta 
set sights on the future of the organization, its 705 restaurants and approximately 57,000 

employees. In an interview with Fox Business, Setta said her focus is on the 
people—from employees to customers. “In my job I have the 

opportunity to lead a workforce of about 57,000 people. 
Some of them are executives and some are MBAs, but the 
vast majority of them are hourly team members in our 
restaurants. Half of our restaurant managers come from 
our pool of hourly team members, which is a very diverse 
group. Forty eight percent of the people in our manger 
roles are woman which is well above the industry standard 
of 33 percent,” Setta said. “I tell my managers the most 

important thing you can do is focus on your people… You 
can make the best product in the world, you can have the 

prettiest restaurants in the world, and you can have the 
best equipment in the world, but you have to have the 
right people to make all that work.” 

– Fox Business

 

Three ways businesses can keep afloat

A decent amount of businesses that fail do so because 
of managerial failure or incompetence. According 
to Michael Stallard, president of E Pluribus Partners, 
managerial failure “springs from a lack of humility, 
curiosity, and open-mindedness that is reflected in the 
attitudes, language and behavior – the culture – of the 

people in a company, and in particular, the company’s 
leaders.” Remedies to this are putting all your cards on the 

table in regards to issues you may be working through. Let your colleagues or employees 
speak and resist the temptation to go on the defensive. Secondly, encourage creative friction. 
This will help set a collective attitude on getting things right, rather than focusing on personal 
pride. And finally, share information with employees. Companies that keep internal decisions 
secretive reduce the risk of employees building and garnering resentment or feeling left out of 
decision-making processes. 

– ConnectionCulture.com

 

Digital age’s open-door policy

According to Steve Tobak, author of forthcoming book, Real Leaders Don’t Follow: Being 
Extraordinary in the Age of the Entrepreneur, “companies need open door policies and 
managers who actually walk around and connect with real people in the real world.” Managers 
who walk around and chat with employees (on Friday, for example, when people are more 
likely to have “mentally ‘checked out’” for the weekend). Appearing accessible and connected 
appeals to folks. This will take time out of your schedule, sure, but it’s an investment that does 
pay dividends; it helps make you more responsive, adaptive and agile—good qualities for any 
leader to possess. 

– Fox Business

HC Businesses… 
do you have news to report?

Please direct correspondence to:
info@businessleader.bz.



IS SOMEONE TRYING TO TELL YOU SOMETHING?

If you’re overweight, smoke or have a family history of heart disease, 

a $49 heart scan from the leading heart and vascular experts in 

Indiana isn’t just simple and convenient, it might save your life.
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