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HUMOR:  Fair packaging, for mom

OPINION

Shape the future
It’s summertime and the kids are 

out looking for a job. Unfortunately, 
the biggest barrier today is cultural. 
That’s why you see thousands of 
articles written on how to connect 
with millennials and Gen Z. And 
frankly, most of the authors are just 
as clueless as the baby boomers that 
pay good money to read them. In 
this case, understanding concepts is 
much more important than knowing 
facts about that younger, idealist 
mess of a generation.

The good news is that all baby 
boomers should understand this 
phrase, “Don’t trust anyone over 30.” 
It’s a concept that has divided people 
since the advent of agriculture (you 
know, the Paleolithic era when most 
folks didn’t live to be 35 years old).

So, should you find a millennial 
hangout and talk about beard 
grooming over a craft beer? Probably 
not. It’s a very brash generation and 
someone would straight up ask, 
“What are you doing here?”

The best way to build cross-
generational trust is through mutual 
respect. Not through firm handshakes, 
small talk, lunch dates and pretending 
like you’re interested what the other 
person has to say (save that for 
making a sale). Instead, give them the 
bottom line, ask what they can do for 
your company and tell them what you 
need done.

Ask yourself, “Do I want their 
ideas and decisions or do I want a 
taskmaster?” Remember, you will in 
part shape this individual and these 
are repugnant to each other (despite 
how you worked your way up from 
shining shoes to owning a chain of 
shoeshine joints). Taskmasters with 
ideas will eventually leave to start 
their own business and become the 
competition, just like you did. See, 
now we are speaking a language 
everyone understands, business as 
usual. Stick to that concept and you’ll 
remain a shaper of the future instead 
of its victim. 

By Gus Pearcy

My mother died three years ago and we came 
across a folder that we did not know about. In it 
was a story she wrote about me when I was 12. 
No one in the family knew about it.

In this period between the parental holi-
days, I submit this article as a tribute to my 
mom and dad and a thanks for all they did 
for me. I love you both.

The title of the article is “Fair Packaging.”
“We talk a lot about ‘fair packaging.’ Peo-

ple like to know what they are getting be-
fore they get stuck with it.

I’ve thought a lot about how I could mer-
chandise my son, Gus. Frankly, in clear con-
science, I don’t see how I can let him go into 
a marriage without slapping a label on him 
that reads ‘Caution, this person may be in-
jurious to your mental health.’

I have visions of some poor bride com-
ing to me, tearfully, and saying, ‘You 

tricked me. Why didn’t you tell me your 
son doesn’t know how to…’

Eventually, she will find him lacking in 
other basic skills and I will feel guilty. He 
cannot fold a newspaper after he has read 
it, hear a phone ring unless it’s for him, put 
a cap on a bottle or tube, or carry on a con-
versation unless his mouth is full.

He hangs his clothes on a chair (some-
times), has three months’ supply of snacks 
hidden in his desk drawer and makes his 
bed by smoothing it over with a coat hang-
er once a week.

Unless he changes drastically, he will be 
impossible to live with. He insists on having 
his own window in the car, calls for seconds 
before he sits down to the table, and once 
he confessed to a friend he does not brush 
his teeth until school starts in September.

I would be a traitor to my own sex if I 
did not put a tag around his neck read-

ing: Boy, 12-years-old, made in the U.S.A., 
net weight 90 pounds (excluding packag-
ing), natural coloring, light brown in sum-
mer, washed out in winter. Capacity: Eight 
meals a day. Contains 3,500 calories at all 
times. Artificially sweetened. Unaffected 
by sun, rain and mud. Standard ingredi-
ents: 80 percent charm, 19 percent gold-
bricking and 1 percent energy.

Read label carefully. Take boy with 
tongue in cheek, grain of salt and frequent 
check-up.”

“Don’t judge each day  
by the harvest you  

reap but by the seeds 
that you plant.”
~Robert Louis Stevenson 

Scottish Novelist

OUR VIEW
QUOTE OF THE MONTH CARTOON

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

By Jeff Binkley

Well, if the latest earnings season told us anything 
it was that the Trump Tax Cuts really lit a fire under 
earnings. With that said, the numbers were strong 
even without the boost from the new tax law. 
Earnings growth was very impressive, with S&P 500 
Index earnings growing by 26 percent over the first 
quarter of 2017. That was the best year over year 
growth result since the last quarter of 2010. What’s 
more; revenues grew more than 8 percent year 
over year as well (data were taken from Bloomberg, 
Standard & Poor’s and Thomson Reuters).

One thing that continues to cause me some 
apprehension, however, is stock buybacks continue 
to rise. Goldman Sachs anticipates a record $650 
billion in share buybacks in 2018. That’s up 23 
percent from 2017. Buyback approvals year to date 
is up 48 percent versus the same period last year. It 
appears that many companies are using the windfall 
from the Trump tax cuts not to invest in research 
and development, innovation and developing their 
talent, but rather in buying back their own shares 
of stock... at some pretty high prices. I can’t believe 
it, but I find myself agreeing with the liberal Sen. 
Elizabeth Warren when she said in an interview 
with the Boston Globe that “stock buybacks create 
a sugar high for the corporations. It boosts prices in 
the short run, but the real way to boost the value of 
a corporation is to invest in the future, and they are 
not doing that.”

Buybacks should be funded with excess cash 
that the corporation doesn’t need for innovation 
or expansion. I should make it clear that I don’t 
think all buybacks are bad. Sometimes a company 
may actually be trading for less than it is worth 
and using excess cash to repurchase shares is 
actually a prudent use of shareholder cash. But 
for the last several years and without shareholder 
approval, (you remember the shareholders? 
They’re the ones that actually own the company). 
Without shareholder approval, corporate boards 
of directors and executives in the C-Suite are freely 
and possibly recklessly exchanging safe assets 
(cash) for a risky one (stock).

Many companies, in my opinion, are choosing 
the easy path. They are too slow to adapt, too 
resistant to change, lacking the creativity and 
courage to innovate and settle for sucking 
on the sweet pap of tax cut cash rather than 
investing in research and development and talent 
development. Too many corporate boards of 
lethargic, bureaucratic businesses are bolstering 
stock prices the only way they know how: playing 
defense and buying back stock.

Are corporations 
wisely using the 
Trump tax cuts?

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.

Peer to Peer

By Howard Hubler

From time to time I extend my exten-
sive resume to public speaking. I am all 
for free speech, which is the only kind 
that I get. Well, that is where I found 
myself at the abnormally early time of 
7:30 a.m. at Ruth’s Chris Steak House 
a few weeks ago. I was the unpaid at-
traction for a group of high achieving 
men and women from all around cen-
tral Indiana. With the notable excep-
tion of my minor league endeavor, the 
past speakers read like a who’s who of 
Indiana business leadership.

While most of central Indiana ex-
ecutives were home just waking up, 
or brushing their teeth, this room 
was chocked full of people that sim-
ply wanted to be the best of their craft. 
They were there to listen to all of the 
wisdom that highly skilled local busi-
ness leaders could offer. The speakers 
had two tasks, give their personal sto-
ry how they achieved their measure of 
success, and offer some pearls of wis-
dom in the process. My story was my 
story; my pearl of wisdom was what I 
had written about over the last couple 
of months, “process management.” 

Many people use this term in a busi-
ness context but they really do not 
know the working definition. The def-
inition as I understand it is a follows. 
It is a repeatable activity with a bet-
ter than average predictable outcome. 
Imagine a store with five employees all 
handling production or customers or 
phones all in a way that they fell most 
comfortable with, but no two people 
doing their tasks the same. To the ex-
perienced observer, there were bits and 
pieces of “best practices” accomplished 
by each of the staff, but none had all of 
the pieces put together.

Imagine that you were at this com-
pany for a day as a paid consultant and 
you want to make a marked improve-
ment on your visit. You gathered ev-
eryone together for lunch for what was 
to be a working lunch comprised of ice 
tea and submarine sandwiches. You 
found the room with the whiteboard 
and markers and started your drill. 

“OK, what do you guys think are the 
various steps to your tasks?” Who here 

feels that there are some unique steps 
to your particular approach, who has 
a style worth copying? What are the, 
as they call it “best practices” that you 
have experienced or observed here that 
if all adopted, we would get us a supe-
rior outcome?”

Once your whiteboard was full, you 
go to the next step. 

“If we were to change the pay plan, 
what kind of a compensation matrix 
could we devise to reward increased 
productivity using the steps that we 
just listed? We will afford a bonus pro-
gram through increased productivity. 
Our goal was to do that task faster with 
a greater level of quality. We want to 
have an improved quality of work life 
and a better customer experience score 
here at work.”

Well, well, well... you have just had 
your first best practice meeting and 
you only invested one day. Now comes 
the hard part, maintaining the integri-
ty of the program, keeping the process 
alive and the staff committed to it. If 
the pay plan is responsive, it will go a 
long way in keeping the interest of the 
staff to keep their commitment to the 
program. A responsive matrix bonus 
plan will allow the staff to gauge their 
success on a daily basis.

Anyway, in closing, is this you, is there 
an unspoken pause in your business that 
this or that process needs to be exam-
ined. Could everyone know it but you? 
There may be a plan out there for your 
business, all you have to do is reach out 
and do a little study, then just assem-
ble it with some staff help. They will be 
surprisingly candid. You only have in-
creased profits and improved quality of 
life to gain. In a world full of vocational 
complications embarking on a meaning-
ful new and improved process makes just 
good old fashion sense. Just reach out 
and grab it. What are you waiting for?

Success breeds success,  
here is where you spend your time

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

Plainfield Chamber  
awards scholarships

The Plainfield Chamber of Commerce 
awarded $2500 scholarships to four 
Plainfield High School seniors. Dako-
ta Dorsett  (Marian University major-
ing in nursing),Samantha Olinger (In-
diana University with a double major in 
finance and management), Natalie Gulley 
(IUPUI majoring in nursing), and Kayla 
Benge (Xavier University majoring in busi-
ness) all were honored at the May cham-
ber meeting. Scholarships were based on 
grades, activities, future plans, and an  
application letter.

Visit H.C. awards grants  
to local events

Visit Hendricks County has awarded TED 
Fund Events Grants for $500 each to Art-
ists Paint the Town set for Aug. 25 and 
‘Play’nfield in the Park Performing Arts 
Festival set for July 28 in Hummel Park. 
There are funds for 10 more grants. Events 
must be local and attract visitors from at 
least 50 miles away. Money is for market-
ing only. To apply, head to VisitHendricks-
County.com/EventsGrant. Requests are 
due July 11.

Real estate numbers (April)

Home values are rising everywhere in 
Henricks County but Danville while, on 
average, homes leave the market faster. 
According to F.C. Tucker, in April 2018 
the average price for homes sold in Avon 
was $233,931, a 17.3 percent increase 
from April 2017, Brownsburg homes sold 
for $209,653, a 8.0 percent increase from 
April 2017 and Plainfield homes increased 
8.6 percent to $214,119. Meanwhile, Dan-
ville homes decreased in price to $181,891, 
a 15.9 percent difference from April 2017.

Homes in Hendricks County sold in 57 
days on average, 3 days faster than April 
2017. Avon, Danville and Plainfield homes 
spent less time on the market at 52, 46 and 
66 days, respectively. Brownsburg homes 
took 14 days longer to sell than in April 
2017, spending 63 days on the market.
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By Lindsay Doty

It is lunch time on a Thursday 
and Marcia Lynch, Executive Direc-
tor of the Greater Danville Cham-
ber of Commerce, is munching on 
a Greek salad while swapping vin-
tage Indy 500 stories with commu-
nity colleagues at the chamber’s 
bi-monthly Members and Mugs net-
working roundup held at the Bread 
Basket Café and Bakery in Danville. 
The meet-up is one of many on 
Lynch’s busy calendar filled with all  
things Danville. 

“Every day I wake up, especially 
the last 10 years, and everything I do 
is for the town. I love that it is a small 
quaint town and that it is friendly and 
quiet and close to amenities,” Marcia 
Lynch jubilantly proclaims.

At 63 and at the helm of the 
chamber, her daily job is to pro-
mote local business. In the growing 
bedroom community, it comes with 
a mix of attracting new growth, 
NIMBY politics and preserving the 
small-town lifestyle. 

“We are a community of about 
10,000 people. You’ve got people on 
one end of the spectrum  who would 
love to see a Home Depot, Apple-
bee’s, Starbucks, and those kinds of 
things and then you’ve got people 
on the other end of things that don’t 
want anything,” said Lynch. 

“Trying to find that balance is a 
challenge.”

Lynch is familiar with town poli-
tics. She has served on the Danville 
Town Council for the past nine years, 
six of those she was president and 
the first woman to hold a spot on the 
five-member council. It’s a role that 
will come to an end this year. Lynch 
lost her re-election to the 3rd ward 
seat in the May primary to fellow re-
publican challenger Chris Gerald. 
She doesn’t believe she will run again 
after the campaign process “took a 
toll on her” this time. 

“I think it is time for me to start 
serving in different ways,” she said.

The grandmother of seven (or 
“meemaw” as they often call her) 
belongs to a myriad of community 
boards and non-profits, including the 
Hendricks County Economic Devel-
opment Partnership. When she’s off 
the clock, you can find her cheering 

Getting to know Marcia Lynch:
Favorite spot in Danville  
when you’re not working:
Danville Community High school 
basketball game and my backyard

Current issue for Danville?
Right now, our biggest challenge I 
think is people want to live here but 
there’s not many houses for sale.

Business you would like  
to see come to town?
A yarn shop. I have a lottery dream 
to open a yarn shop. I am a knitter 
and I love the atmosphere of 
going into a yarn shop and 
sitting and knitting with 
friends and having coffee.

Morning routine:
First thing I do is make 
myself iced tea (I have an 
addiction) and watch the 
local news while I get ready 
for work. I am a news hound 
and have a TV in my bathroom.

In 10 years I hope to... :
Still be enjoying my grandkids.

Devoted to Danville   
continued on page 7.

Devoted to 
DANVILLE

Greater Danville Chamber of Commerce  
Executive Director Marcia Lynch is  

small town’s biggest cheerleader

Marcia Lynch.   
(Photo by Rick Myers)

COVER STORY
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Marcia Lynch holds court during the Danville Chamber of Commerce’s Members and Mugs, which 
is a twice-monthly morning networking opportunity held at Bread Basket Cafe & Bakery.  (Photo 
by Rick Myers)

at a Danville Community High School 
basketball or football game.

“Let’s just say people know when I’m 
in the stands,” she jokes. 

In a town where everybody knows her 
name, Lynch finds herself talking shop at 
the ballgame or the grocery store.

“I try to have my ears open to what’s 
going on in town and address any con-
cerns I can.”

The favored town 
topic? “People ev-
erywhere want to 
talk about side-
walks,” she said.

“We need them in 
the community. We 
try to build them but 
it cost more money to 
do that so sidewalks 
are a big issue.”

Through the years, 
she’s seen the ups 
and downs of town 
growth. Lynch is 
proud of champion-
ing a move towards 
fiber optic technol-
ogy in Danville. The 
advancement is com-
ing to fruition this 
month when Endeav-
or Communications will connect to the 
town’s existing network to expand ser-
vices, creating faster internet and im-
proved technology. 

“This has been an accomplishment 
that I feel Danville needs to put us on the 
map and make us stronger in the future,” 
Lynch explained. 

The longtime Danville resident 
moved to town during high school in 
the 60s. Her family relocated (dad was 

an Indy firefighter) from Indianapo-
lis. Years later, Lynch and her husband 
would also settle in town and raise their 
two children. It was a banking job lat-
er in life that led her down the path of 
community involvement.

“It went from being a job to put a little 
extra money in the pocket to a career and 
was very successful and moved up the 
ladder and I became someone who was 
very involved in the community and fell 
in love with it.”

Former Danville Town Council mem-
ber Jeff Martin, who 
served for several 
terms with Lynch 
and on the cham-
ber board of direc-
tors, describes her 
as a confident “take 
charge” kind of gal.

“Marcia during her 
time as council presi-
dent had the courage 
to address situations 
that needed to be ad-
dressed that were go-
ing to ruffle feathers, 
but she has the cour-
age to do that which I 
respect,” said Martin, 
who wouldn’t divulge 
any inside govern-
ment drama. 

Although Lynch 
is near the age that most are consider-
ing retirement, she has no plans to slow 
down yet and continues to put Danville 
at the center of her days. 

“I think about how I want to see the 
community grow with new business-
es, how I want to see the community 
thrive, and provide some of those ame-
nities that we like close to home but not 
change the culture of the small town feel 
that we have and love.”

“Marcia during her time 
as council president had 
the courage to address 
situations that needed 

to be addressed that 
were going to ruffle 
feathers, but she has 

the courage to do that 
which I respect.”

— Jeff Martin 
former Danville town councilman

Devoted to Danville continued from page 6.

Visit our web site at Bassettservices.com
to see what 6,000 customers like you say about our service!

BEST REBATES OF THE YEAR
We can exchange your current model with a new American 
Standard Heating air conditioning high-efficiency system.  

Now is the best time to exchange your out-of-date model for  
a new, super high-efficiency system, and do it all with  

0% Interest for 72 months* or instant rebate up to $1000**...

NOW FEATURING AMERICAN STANDARD 
SPRING PROMOTION

Utility Rebates up to ………..$1,000
Energy Savings up to  …….$900

American Standard Rebate** up to ….$1,000 
10 Year Parts Warranty value up to**…..$799 

 Total Savings & Discounts up to ………..$3,699 
See details below. Offer expires June 30, 2018.  

Not valid on prior installations. Restrictions apply.

 **See your independent American Standard dealer for complete program eligibility, dates, 
details and restrictions. Special financing valid on qualifying equipment only. All sales must be 
to homeowners in the United States. Void where prohibited. The Wells Fargo Home Projects 
credit cards are issued by Wells Fargo Financial National Bank, an Equal Housing Lender. Spe-
cial terms apply to qualifying purchases charged with approved credit. The special terms APR 
will continue to apply until all qualifying purchases are paid in full. The monthly payment for 
this purchase will be the amount that will pay for the purchase in full in equal payments during 
the promotional (special terms) period. The APR for Purchases will apply to certain fees such 
as a late payment fee or if you use the card for other transactions. For new accounts, the APR 
for Purchases is 28.99%. If you are charged interest in any billing cycle, the minimum interest 
charge will be $1.00. This information is accurate as of 1/01/2018 and is subject to change. For 
current information, call us at 1-800-431-5921. Offer expires 12/31/2018.

FREE humidifier with the purchase of a new system

Celebrating 40 years 
of heating & cooling service to 
our Hendricks County family!

317 
204-2179

Let us give your system  
a tune-up and safety  
inspection. Use this  
coupon to save $45  
on this important  
annual service.

Your cost is

$89
Our standard tune-up 

rate is $134.00.
Only one voucher per household.

Visit our web site at
Bassettservices.com
to see what 6,000 customers like 

you say about our service!

SERV ICES ,  INC

HEATING & COOLING

WHAT NEXT?
Give Joy a call at 317–204–2179 and she will schedule an 

appointment at your convenience to give you exact figures on 
how much you can save. Many of our customers have thanked 

us for taking the time to review their utility savings options and 
they have turned their savings into more exciting purchases like 

vacations, computers, even shopping sprees…

SAVINGS & DISCOUNTS 
UP TO $3,699

COVER STORY
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Biz History

By Deanna Hindsley

Hampton-Gentry roots began in 1874 
when funeral director Sebastian Hiss be-
gan his trade at the Hiss Building in down-
town Plainfield. All I know about Sebas-
tian is that he was born in Germany, but 
I’m sure he had an interesting story.

Second owner, W.A. Rushton, moved 
the business a couple of times. He was 
a progressive business man, as the cit-
izens of Plainfield were “very agree-
ably surprised” when they saw a beau-
tiful new silver-gray funeral car driven 
through the streets. He even purchased 
a dapple gray (horse) team suitable for 
this. In 1916 he bought an automobile as 
a funeral car.

In 1927, Mark I. Hampton joined 
W.A. Rushton. He bought it in 1948 and 
it became the Hampton Funeral Home.

In 1950 he built the present building. 
The open house invitation stated, “The 
Chapel seats 150 and has a manual Ham-
mond organ (still sometimes used today).

Meantime, Norwood Gentry had start-
ed out in the funeral business in Camden, 
Indiana.  He had about 24 funerals a year 
and supplemented his income working 
for farmers in the spring and fall. 

In 1964, when Mark Hampton passed 
away, R. Norwood Gentry and his wife 
Ruth Jo purchased the business and 
renamed it Hampton-Gentry Funer-
al Home. They moved their family to 
Plainfield, where he now had about 50 
funerals a year – enough to support his 
family. The building was expanded and 
remodeled in 1973. And this is when the 
family-owned part of the story begins.

Manuel and Karen Gentry both grad-
uated from Plainfield High School and 
both went on to Purdue.

They were married in 1980 and moved 
to Denver, Colorado where they started 
their family and lived for five years. 

“I had no interest in the funeral busi-
ness,” Manuel said. We began to think 
about how we wanted our children to 
grow up.”

Manuel remembers hearing people 
talk about how kind and compassionate 
his dad, Norwood was in helping them 
through the death of a loved one. That in-
spired him to follow in his dad’s footsteps.

So, they moved back to Plainfield and 
Manuel attended Indiana Christian Uni-
versity where he received his degree in 
Mortuary Science. In 1988 they pur-
chased the funeral home from his parents.

Manuel and I met in a family room 
that was furnished with comfortable 
sofa and chairs.  I noticed the walls 
decked with large framed beautiful Dis-
ney posters.  A television table held Dis-
ney movies.

He explains, “We decided we should 
give people a chance to sort of ‘get 
away’.  We often find children and adults 
watching a movie and talking about 
good memories.”

Dedication is apparent when Manuel 
talks about working with families through 
their grief.  Thoughtfully, he says, “Every 
family is different.  Some work through it 
and others are just lost.  We can be a part 
of the equation to help them through this 
for a few days.”

What has changed in the years since 
they started?  Visitations used to be two 
days, often lasting until 10 pm. Now peo-
ple’s lives are busier and it is common to 
have a few hours of visitation before a fu-
neral. Casual dress at visitation has also 
become common.

There is a trend towards cremation, 
now at about 30 percent compared to 
about 5 percent when he started. 

But it is always about respect.  Respect 
for the loved one, and compassion for the 
family and friends. 

That is what inspired his son Ryan, who 
is in the family business.  And daughter 
Erin, who now lives in that upstairs apart-
ment, is also working to join.   Their edu-
cation has prepared them both, and Erin’s 
additional training in American Sign Lan-
guage looks to be a plus.

Karen has always worked with Manuel 
and they are both active members of the 

community as members of the Plain-
field United Methodist Church. 
Manuel is a member of the Plain-
field Masonic Lodge #653, Plainfield 
Optimist Club and the National and 
Indiana Funeral Directors Associa-
tions.

Manuel and Karen live 
just across the street, and 
Ryan and his family live 
across in the other di-
rection. Living nearby 
has its advantages for 
this Gentry family who 
wants to serve their 
patrons in the most 
friendly and caring way. 

They are continu-
ing the original mission: 
“Our aim is to be worthy 
of your confidence.”

Norwood and Ruth 
Jo Gentry are buried at 
Maple Hill Cemetery, the 
same cemetery where orig-
inal undertaker, Sebastian 
Hiss is buried.  Norwood’s 
marker states: “Your Friendly 
Undertaker.” 

That makes me smile.

Hendricks County Historical Museum is at 170 S. Washington St., Danville and open Saturdays, March through December, 11 a.m. - 3 p.m.  
There is no admission fee to tour the museum but donations are gladly accepted. For more information, visit hendrickscountymuseum.org.

‘Your Friendly Undertaker’
The history of Hampton Gentry Funeral Home

Above, wall of presidents inside Hampton Gentry Funeral Home.  |  Below, Ryan and Manuel Gentry.  
(Photos by Deanna Hindsley)
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The Personal Touch

By Scott Flood

In every aspect of our lives, we’re 
absolutely drowning in data. Much of 
that data is in the form of numbers, 
and many businesspeople and pro-
fessionals find comfort in numbers. 
They’re definitive and absolute, with-
out any wiggle room.

But there’s an inherent problem. 
The prospects, clients, and customers 
those businesspeople and profession-
als are trying to reach may not grasp 
what those numbers really mean.

You’re probably familiar with the 
concept of literacy. There’s a corre-
sponding concept related to num-
bers called numeracy, and a surprising 
number of Americans are extremely 
weak at it. A 2014 study found that 
American adults ranked well below 
their global counterparts, with a whop-
ping 28 percent scoring in the lowest 
category and just 9 percent in the high-
est. That means better than one in four 
Americans find numbers as incompre-
hensible as nuclear physics. 

When you try to communicate in-
formation and concepts using numer-
ical representations, you’re probably 
losing a large chunk of your audience. 
That’s why it’s important to avoid 

jamming your communications full of 
statistics and other numeric concepts. 
If your audience doesn’t grasp them, 
your effort is being wasted. 

Instead of raw numbers, provide il-
lustrations. I once worked for an en-
ergy company that managed 225 bil-
lion cubic feet of natural gas annually. 
We described it by saying they handled 
enough gas to fill the old Hoosier Dome 
4,500 times. You can turn percentag-
es into more easily understood ratios. 
Instead of saying “20 percent of wom-
en,” say “one woman in five.” Keep your 
graphs and charts as simple as possible, 
and don’t hesitate to use rounding. 

Some people think they shouldn’t be 
forced to “dumb down” what they know 
so others will understand it. But what’s 
the point if your audience isn’t going to 
grasp what you’re trying to say? Com-
munication is all about making effective 
connections, and you’ll never connect if 
people can’t understand you.

Making numbers  
work harder for you

Scott Flood creates effective 
copy for companies and other 
organizations. You’ll find more 
articles at sfwriting.com. ©2018 
Scott Flood All rights reserved.

• Comfortable, Homelike Environment  
• Gourmet Dining

• 24 / 7 Care Services  •  Exciting Activities
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Embrace

317. 209. 2800 
WestsideVillageHealthCenter.com

317. 271.1020 
WestSideRetirement.com

8616 West Tenth St.  •  Indianapolis, IN 

• Comfortable, Homelike Enviroment • Gourmet Dining
• 24/7 Care Services • Exciting Activities

Embrace
T H E  G O O D  L I F E

317.209.2800 
WestsideVillageHealthCenter.com

317. 271.1020 
WestSideRetirement.com

8616 West Tenth St. • Indianapolis, IN 10
78
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Loving Miss Daisy

April is Animal Cruelty Awareness 
Month. If you’re an animal lover, 
you hate imagining pets that are 
neglected. Debbie, a Hendricks 
County resident who passionately 
cares for animals, started  “Daisy’s 
Animal Fund” at HCCF to support 
Misty Eyes Animal Center and 
other animal-related projects and 
nonprofits in our community. Debbie 
said, “I know that my fund at HCCF 
will multiply and be able to help 
animals and pet owners for many 
years.”  

Just like Debbie, you can support a 
cause you care about--Contact HCCF 
today!

317.268.6240
www.hendrickscountycf.org

Daisy



Join us on June 6 to learn more about and share in Jean’s 
discoveries to find the hero within yourself.

Finding the hero within
Jean Deeds was 51 years old when she gave up a successful career in 
public relations and a comfortable lifestyle to spend six months carrying 
a 40-pound backpack over the rugged Appalachian Trail. Following her 
return, she wrote the book, “There Are Mountains to Climb,” her personal 
account of walking more than 2,100 miles across mountain ranges and 
through small towns; of finding the magic in nature and the beauty in 
people; of enduring months of rain, bugs, heat, humidity, pain, fear and 
loneliness; and of finding the inspiration to continue hiking each day. 
Deeds always had the choice to return to the comfort of home. Instead, 
and now in her 70s, she continues to lead women on hikes and trips 
around the world to inspire them through their journeys. As a cancer 
survivor, Jean recognizes how her adventures have empowered her to 
live beyond her prognosis.

Lunch Sponsor Presented by

Join Us for Hendricks County Business Leader’s

WOMEN’S BUSINESS LEADER LUNCHEON

June 6th, 11:30a-1p at Washington Township Park Pavillion 
435 Whipple Lane • Avon, IN

For additional information, contact Catherine Myers  
cathy@icontimes.com or call/text 317.918.0334.



Hendricks County Business Leader hcbusinessleader.com  •  June 2018  11

Biz Leadership

By Karl Zimmer

As leaders, we face unique challeng-
es, and I imagine that each of us has 
felt a bit overwhelmed at some point 
in time. I remember times when I felt 
at my wits’ end, the end of my tether, 
and even that I had reached the limit of 
my abilities. Thankfully, what I realized, 
however, was that I was far more capa-
ble than I thought, and I bet the same is 
true for you.

When struggling with particularly 
difficult challenges, how do you deal 
with them as the leader of your orga-
nization? Do you have a team of peers 
with whom you can consult? Do you 
have an advisory board or formal Board 
of Directors? Would it be helpful to have 
access to a group of trustworthy, highly 
experienced business people who have 
lived what you are going through and 
who could offer insight and advice on 
how to resolve issues that only those 
who have gone through the same or 
similar experiences could offer? For all 
of us, it is important to realize that as 
much as we may feel the pressure, re-
sponsibility, and isolation of leadership, 
we need not carry it all alone. In fact, 
even the best, most successful leaders 
rely on input from trusted advisors.

In that vein, would it be helpful to 
explore how to provide, with complete 
confidentiality, reliable, trusted advice 
so that you could accomplish all that is 
expected of you and for which you are 
responsible? One such way would be to 
submit questions or a description of the 

challenges you face in an email, either 
to me or to the editor. With feedback 
and ideas from other readers, we could 
publish suggested solutions in future 
articles. We would mask any informa-
tion that you would want us to in order 
to protect your identity. We might also 
be able to respond with personal replies 
if so desired.

Another way to address this would 
be to set up periodic meetings where 
we come together to address a variety 
of issues, so that during a day’s meet-
ing or in an afternoon or morning, we 
could tackle several concerns. Real-
ize that if you are dealing with an is-
sue, chances are great that others are 
too. Though anonymity is not possible 
within the group at a meeting, whatever 
you shared would benefit and be appre-
ciated by all.

This column is dedicated to sharing 
experiences, research, and ideas about 
great leaders, for great leaders. The 
above are just a few ideas for us to ex-
plore how best to inspire and motivate 
the highest performance and satisfac-
tion at work. Please send in your com-
ments and suggestions.

What is your most pressing  
challenge as leader?

Karl is a father, speaker, author 
and  successful CEO. We encourage 
questions & comments. Karl can be 
reached via Zimmer Success Group 
in Plainfield (Z-Success.com). 
RULE® is a Registered Mark of  
Karl R. Zimmer III.

Mantooth Insurance has been serving the local   
community for 36 years and will continue to do so 
for decades to come.  We are honored for all those 
years we have had a partner like Erie Insurance to 
offer our clients. 

Superior products, superior service.  Don’t wait, call 
us today to see how we can help you.   

 

 
317-272-1010          www.mantoothinsurance.com 

Auto   Home   Life    Business  

7378 Business Center Dr., Suite 100
Avon, Indiana 46123

(317) 272-1010 
www.mantoothinsurance.com

Auto  
Home
Life 
Business

Thinking about 
insurance?

Hendricks County’s Insurance Agency



Jennifer Wright, MSN, RN, CPN
Clinical Manager, School Nursing

Today’s school nurses serve as Chief Medical O
  cers within the school, caring for 

children with a wide variety of chronic and acute medical concerns and providing 

critical health information to promote the well-being of students and sta� . Hendricks At 

Work o� ers innovative solutions to help support school nurses and the pivotal role they 

play in creating healthy learning environments. Our team can employ and manage the 

nurses working within your school population to provide services such as recruitment, 

regulatory oversight and continuing education from our Magnet® accredited nursing 

team. Learn more at HENDRICKSATWORK.COM/SCHOOLS.



Join us for a Hendricks County 

Business Leader’s Cover Party

August 9 • 4:30-6:30 pm

Cartiledge Barn, 1900 E. 
Main St., Danville

presented by 
Kemper CPA Group

Save
 Date

the

Join us for the Hendricks County Business Leader’s August Cover Party.  
Enjoy wine and hors d’oeuvres and mix with colleagues and your peers 

from throughout Hendricks County during this fun and casual after-hours 
business affair as we honor the June, July and August 2018 covers.

Food

Fun

Networking

For more information, contact:  cathy@icontimes.com
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Avon Rotary recently held its 8th an-
nual  Evening of Recognition to honor 
a variety of achievements in the area of  
community service.  

While many club members were ac-
knowledged, as well as youth in the com-
munity, two distinguished awards were 
also presented. The first-ever Avon Ro-
tary’s Citizen of the Year, which goes to a 
non-Rotarian living in Washington Town-
ship who has demonstrated a heart for ser-
vice and commitment to the community, 
was awarded to Rick Myers, president and 
publisher of Times-Leader Publications. 

Rick is publishes the Hendricks County 
Business Leader and tHendricks County 
ICON. Finally, Phil Langholz was named 
the club’s Avon Rotarian of the Year. A real 
estate agent with F. C. Tucker, Phil has lead 
the club to become more involved in a wid-
er variety of services by seeking out needs 
in the community. Included in the benefi-
ciaries of this service have been Sheltering 
Wings, Family Promise, Susie’s Place, the 
school’s Mary Lee Maier Food Pantry, the 
Outdoor Learning Center, Project Angel 
and much more.

Langholz, Myers honored by Avon Rotary

866.348.4674 | STATEBANKOFLIZTON.COMAVON/PRESTWICK | BROWNSBURG | DOVER | JAMESTOWN | LEBANON | LIZTON | PITTSBORO | PLAINFIELD  | ZIONSVILLE

Your loan. Your way.

We know that sometimes the best-laid business plans can use a helping hand. Just ask Travis Barnes and Brian 
Willsey of Hotel Tango Artisan Distillery. When they were ready to expand, they turned to State Bank of Lizton and 
Andy Pinegar. Andy was quickly able to provide a loan best suited to meet their needs. What’s more, their loan was 
backed by a level of personal service and attentive support the big banks simply don’t provide. If your business is 
looking for a bank that has its back, stop by any of our eleven locations or call Andy Pinegar at 317.858.6162.

 Brian Willsey             Andy Pinegar                Travis Barnes

IT UP
for Charity
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nts The 19th Annual Knights of Columbus Golf Outing

The

Charlie Testerman
Memorial Golf Outing

“ ”

Sunday, August 12, 2018
West Chase Golf Club 

Brownsburg, IN
The Knights of Columbus is a Catholic Fraternal organization. All proceeds benefit various charitable 
organizations supported by the council. They include Gibault, Seminarians, Haiti Missions, Little Sisters 
of the Poor, SPRED program, Special Olympics, Right to Life of Indiana, Catholic Radio, RCIA, 8th 
Grade Class Trip (St. Malachy), Cardinal Ritter, Sheltering Wings Eagle Scout projects and many more.

Please come out and enjoy a day of fun, food, golf and 
fellowship and help us support these worthy causes.

SAVE THE 
DATE!

Left, Avon Rotary’s Citizen of Year Rick Myers with club President-Elect Charlie Dorton.  |  Right, Avon Rotary 
President Suzanne Conger presents Phil Langholz with Rotarian of the Year Award.  (Submitted  Photos)
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Biz Research

By Jim Ittenbach

With great joy, SMARI is celebrating its 
35th anniversary! This has made me re-
flect on the ups and downs of my career, 
and Strategic Marketing and Research 
Inc.’s evolution to SMARI. Following up 
Part 2, or my life lessons learned in run-
ning the research agency:

Now, Blue Cross Blue Shield had put an 
offer on the table and I was faced with be-
ing part of a larger business organization. 

A Chapter of Acquisition
1.  Never judge an opportunity’s value too quickly 

or too haltingly – listen, learn and act!

2.  Despite your personal feelings, your banker 
and your attorney are allies – listen to them.

3.  Finding and keeping talent is an absolute MUST 
to long-term survival.

4.  Curiosity is an essential ingredient to growing. 
Listen before speaking (the hardest lesson for me).

5.  Take vacations – this is something I never really 
learned, but others should.

All was going well; the company was 
growing and remaining profitable. Then, 
one morning I read in the Wall Street Jour-
nal that our CEO was pivoting the business 
strategy of the parent company toward a fo-
cus upon “core business efforts” and would 
be jettisoning non-core operations. Well, 
my operation was the smallest non-core 
business in a family of over 125 entities. My 
future was looking a bit bleak. Going back 
to the life lesson of managing opportunity, I 
managed to orchestrate a leveraged buyout 
and SMARI was jettisoned 90 days later. 
My future looked promising, that said, the 
multi-million-dollar loan I signed seemed 
a bit daunting. Once again, a few more life 
lessons were in the offering.

Lemons to Lemonade
1.  Competition is working hard to put you out of 

business. Work harder to reciprocate!

2.  Work as hard on growing your team members 
as much as your company.

3.  To allow others to succeed, also allow them an 
opportunity to fail.

4.  Challenge ideas but never individuals – always 
respect the individual, regardless of their opinion.

5.  Forget five-year strategic plans, you must 
remain agile and willing to reinvent to survive.

Now that I am on the back end of my 
quest to realize my Peter’s Principle out-
come, I am learning the hardest lesson in 
life: letting go. Implementing a successful 
succession plan requires one to lead from 
behind while allowing the next leadership 
team to craft a pathway different from 
yours. Of equal importance: one must 
learn to move away from a position as 
the center of attention to that of a mentor 
and promoter of talent and brand. These 
final life lessons are somehow the most  
difficult to realize.

Succession Planning
1.  The next generation of leaders is truly gifted 

and can accomplish awesome outcomes in 
short order.

2.  No matter how good or indispensable you 
think you are, you can be replaced!

3.  It’s more rewarding to take pride in the 
accomplishments of those you work with than 
in yourself.

4.  Looking backward is never as exciting as 
looking forward, regardless of its uncertainty.

5.  Fortunately, I ran out of energy before I realized 
or recognized my version of Peter’s Principle.

No matter what journey you take or 
where your goals take you, there are life 
lessons that you must be willing to learn 
along the way. So, it applies no matter 
where you come from or where you are go-
ing: adopting a willingness to learn must 
be universal to all.

Thirty-five lessons learned over 35 years (part III)

Jim Ittenbach is owner of SMARI, a 
research company, and he offers insights 
based in his years conducting research.

Working hard
for your 

Business!

317.754.2896
Kspencer-ellis@homebanksb.com
www.homebanksb.com

With over 20 years of experience in 
commercial banking, Kathy Spencer-Ellis 
is committed to helping your business 
move to the next level.  
Offering a solutions-oriented approach 
and unmatched personal service, she 
will bring professional solutions that 
work for you and your business. 

 Stop by or call Kathy today! Visit our new 
Plainfield 
location at 

990 W. Main St.
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Board certified plastic surgeon specializing in:
• Breast augmentation   • Tummy tucks

• Coolsculpting fat reduction
• Liposuction  • Skin rejuvenation

IT’S TIME TO  
Love YOUR  

BODY AGAIN

317-399-4567  •  sharpersurgery.com
10090 East US Highway 36, Suite D, Avon, IN 46123

Stanley Harper, MD
Board Certified  
Plastic Surgeon

Biz Law

By Eric Oliver

Change is inevitable in business. As a 
business owner, if you cannot adapt it is 
likely your business will disappear. One 
of the areas of change is employee turn-
over. Turnover can be scary when a com-
pany has invested considerable resources, 
including time and money in their employ-
ees. Employee turnover is inevitable and 
should not be feared. Hopefully employee 
turnover is positive as your employees ad-
vance in their careers and you are able to 
bring in new insights to your company. 

While we hope employee turnover is 
positive, there are times when turnover 
can cause concerns for the business. One 
way to alleviate the negatives of employ-
ee turnover is by using non-competition 
agreements. While some states do not al-
low non-competition agreements, Indi-
ana courts will enforce them so long as the 
agreements specifically follow Indiana law. 
As a business owner it is important to un-
derstand that Indiana law does not favor 

non-competition agreements because they 
are view as a restraint on trade. 

While Indiana law typically does not fa-
vor non-competition agreements they are 
enforceable so long as the employer can 
show the restrictions in the non-competi-
tion agreement are reasonable. To deter-
mine if the non-competition agreement is 
reasonable, a court must determine if the 
employer has a legitimate protectable in-
terest and whether the constraints are rea-
sonable in scope as to the time, geography 
and activity restricted. 

When a court analyzes a non-competi-
tion agreement, as stated above the Court 
will first determine if the business has a le-
gitimate protectable interest. A legitimate 
protectable interest can include trade se-
crets and goodwill, which includes cus-
tomers’ names and addresses. Indiana law 
recognizes restricting a former employee 
from soliciting the employer’s customers 
as a potentially valid legitimate protect-
able interest. In order to enforce the non-
competition agreement, the agreement 

should be as narrow as possible to protect 
the company’s interest. 

In addition to protecting a legitimate 
protectable interest, the non-competition 
constraints must be reasonable in time, 
geography and activity restricted. It is gen-
erally recognized that a time restriction of 
one to two years is reasonable for a non-
competition agreement. Non-competition 
agreements can be longer (up to five years) 
when the non-competition agreement is 
signed along with the sale of a business for 
the owner, but not the employees. 

If the non-competition agreement is de-
termined to be reasonable in time, it also 
must be reasonable in the constraints on 
geography. Geographic restrictions are 
very fact dependent and must be as min-
imally restrictive as possible while still 
protecting the interest of the company. In 
determining the reasonableness of geo-
graphical restrictions, an employer must 
consider the specific type of work the 
employee performed, including the areas 
the employee served customers. In draft-

ing geographic restrictions, the employer 
should make sure that the restrictions are 
no more broad than necessary.

Finally, in order to enforce a non-com-
petition agreement, the agreement must 
be reasonable in the specific activity it re-
stricts. Typically, an employer can only re-
strict those activities the employee actually 
performed while he/she was employed at 
the company and if the employer exceeds 
this restriction a court may invalidate the 
entire agreement and leave an employer 
unprotected. Non-competition agreements 
are important tools for a company to use to 
protect itself, but are only one tool a com-
pany should use to enhance itself.

Using non-compete agreements to protect your business

Eric Oliver is an attorney at Oliver & 
Cline, Danville, specializing in business 
and commercial law, trust and estate 
planning, probate, real estate, family, 
divorce and criminal law. Contact him 
at eric@oliverandcline.com or by calling 
(317)563-7400.
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By Adam Pannel 
ICON Intern

Jeff Nelson has spent decades in the jewelry business, 
and recalls the transition from mechanical to elec-

tronic watches in the industry. 
In his possession is one of the first electronic 

watches to appear in his store — a 1963 Bulova 
Accutron watch that emits a low hum from the 
tuning fork inside, used to keep time. 

While the industry constantly changes, Nelson 
Jewelers remains a mainstay of the Brownsburg area, 
celebrating its 60 anniversary Saturday, May 19.  

Nelson, owner and president of Nelson Jew-
elers, will have worked in the Brownsburg shop 
for 56 years, originally sweeping up the sidewalk 
and washing windows as a young boy to earn 
money to buy tickets to the movies or buy the 
latest model airplane at the local Five and Dime. 

The shop was located across the street from its 
present location — 22 E Main St. — at the time 
and was primarily a watch repair store. 

The creation of electronic watches forced Jeff ’s 
father, Philip Nelson, to go back to school at the 

American Gemological Institute in California and 
repurpose the shop as a jewelry store.

In 1976, their new slogan was formed, “A little out of 
the way, very much out of the ordinary.”

“That phrase was born because we had things that 
were different...you didn’t find things like what we had 
here,” Jeff said. “Today, you can come see us, we can 
make a drawing, hand-carve the model and make some-
thing truly yours, no one else’s.”

Jeff, too, became certified by the American Gemologi-
cal Institute, and purchased the business from his par-
ents in 1998, transforming the shop from its heavy focus 
on jewelry alters to also creating completely customized 
and unique pieces. 

“We aren’t trying to copy anyone, and we’re not neces-
sarily trying to do what everyone else is doing,” designer 
Julie Baker said. “We try to think outside the box more...

Cover story  continued on page 19.

Nelson Jewelers celebrates 60 years 
in business, but for owner Jeff 

Nelson there’s more to it than selling  
timeless pieces of jewelry

Diamond  
Jubilee

(Cover photo by Rick Myers)
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The majority of our things you won’t find 
anywhere else.”

Jeff ’s pursuit to create “timeless” pieces 
of jewelry since then has led to about three 
generations of families to seek out Nelson 
Jewelers’ business. 

However, Nelson Jewelers has not only 
provided its business, but also its services to 
help those within the community. You could 
say he is a gem of a community supporter.

Jeff and his wife, Ginger, are active con-
tributors to Habit of the Heart, an orga-
nization that raises money for women and 
children in need in Hendricks County. 

Ginger is the current chair for Habit of 
the Heart, which is comprised of all vol-
unteers, and has donated everything from 
beds, wheelchairs, to vouchers for children 
to buy new shoes.

Every year, the group hosts either a gala 
or Lady’s Luncheon and Purse Auction as 
a fundraiser. Collectively, the two events 
raise more than $100,000. 

This year, the purse auction will be held on 
Sept. 29 at the Country Club of Indianapolis.

Committee and community members 
will donate purses filled with scarves 
and jewelry for the event. Attendees will 
then have the chance to bid on them in a  
silent auction. 

Nelson Jewelers donates a diamond 
necklace for bidding at the gala and do-
nates other jewelry for auction at the La-
dy’s Purse Luncheon. 

“That has kinda been the signature 
piece at Habit of the Heart when we have 
our fundraisers that Nelson Jewelers is 
the one that has always done that, and it’s 
made it a very special part of our event,” 
former Habit of the Heart chair Tammy  
Hession said. 

Jeff and Ginger Nelson’s involvement in 
the community upholds Jeff ’s single key 
to owning a successful business: “Car-
ing. Caring about my customers, car-
ing about our coworkers, caring about all  
kinds of people.” 

Indiana University Health West Hospital
IU Health Physicians Orthopedics & Sports Medicine
Professional Office Building, Suite 148
1115 Ronald Reagan Parkway, Avon, IN 46123
iuhealth.org/ortho-same-day

©2018 IU Health

IU HEALTH  
PHYSICIANS  
ORTHOPEDIC  
WALK-IN CLINIC
Immediate access to an orthopedic specialist  
for treatment of recent injuries, sprains or  
broken bones.

NO APPOINTMENT NEEDED

Monday – Friday
9 am – 3 pm
For expedited care upon 
your arrival, please call 
317.944.9400.

Cover story  continued from page 18.

Jeff at sea level
Jeff Nelson is known for 

his work in the jewelry busi-
ness, but when he was young-
er, he originally wanted to be a  
marine biologist. 

In his spare time, Nelson fulfills 
his passion for the ocean through 
boating, snorkeling and building 
artificial habitats for fish. 

His favorite boating and fishing 
destination is the Florida Keys for 
its “laidback” lifestyle. 

One of Nelson’s favorite mem-
ories out on his boat is when he 
and a few friends were about 37 
miles out in the Gulf of Mexico 
deep sea fishing. 

After catching some grouper 
and snapper, they were able to 
snag a television signal as well to 
watch the Sunday Colts game. 

Nelson and his friends quit 
fishing to watch the game, and 
made fresh fish sandwiches from 
their catch that day. 

If he isn’t at the jewelry store, 
you can bet that Nelson is reel-
ing in a catch, and living that 
“laidback” lifestyle out in his 
fishing boat.

“Caring about my 
customers, caring about 

our coworkers, caring 
about all kinds of people.”

– JEFF NELSON
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Hendricks County Business Leader 

Cover Party
The Ray Bans were out in 

force at the May 10th Hendricks 
County Business Leader Cov-
er Party held outside at Avon 
Gardens, 6259 E. Co. Road 91 
N., Avon, and sponsored by the 
State Bank of Lizton. Honored 
was March cover, Tony Ref-
feit, Owner of Integrity Real 
Estate; April cover, Lenn De-
twiler, Executive Director of the 
Hendricks County Solid Waste 
Management District; and May 
cover, Brad and Christine Born, 
Owners of The Mayberry Café 
in Danville. 

To RSVP for the next Cover 
Party, contact Catherine Myers 
at Cathy@icontimes.com or call 
(317) 918-0334.

(Photos by Chris Cornwall)
Left, Brad and Christine Born, owners of the Mayberry Café.  |  Middle, Lenn Detwiler, Executive Director of the Hendricks County Solid Waste Management 
District.  |  Right, Tony Refiett with family, owner of Integrity Real Estate.

Melanie Allen and Nic Quintana.Ken McGee and Jared Wade. Stephanie Forsythe and Abby Zielinski.

Mike Baker, president, State Bank of Lizton 
presented William Rhodehamel of the Hendricks 
County Community Foundation with $4,000. Sharon Lovejoy, Frances Moch, Faith Toole and Jane Bailey. Hall and Diane Virgil.
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By Mark Ambrogi

The Level 2 Coworking space is coming  
to Plainfield.

John C. Anderson is a member of the board 
for the co-working space nonprofit group.

“The purpose is to give entrepreneurs a 
starting point, so they don’t have to rent a 
specific office or work at Starbucks, which is 
crowded and loud at times,” Anderson said.

The space, approximately 5,000 square 
feet, is located on the second floor, next to 
H&M, at The Shops at Perry Crossing in 
Plainfield. Anderson said the space should 
be completed in August or September. He 
said a kickoff event is planned for mid-June.

“We are working with Hendricks County, 
but we are being supported by the town of 
Plainfield,” said Anderson, a Plainfield resi-
dent who runs Anderson Financial Planning 
Group from his home office. “It’s kind of like 
Launch Fishers but that’s a tough one to be 
like because they have such a big space. Our 
concept is we have a large open space and 
four meeting rooms that you can rent out. 
No one has dedicated space, it’s all shared of-
fice space. It’s a big open area.”

The starting membership will be approxi-
mately $75 per month.

Some of the meeting rooms will be re-
served the same day and others ahead of time.

“We are going to have lockers, but most of 
the people’s information is going to be on the 
Cloud (online data storage),” Anderson said. 
“You are not going to have a spot for a lot of 
paperwork and things like that. If they have 
a lot of files, people will still need to have file 
space in their home office. This is just a spot 
where people can get work done. A lot of 
people have their information on the Cloud 
so that won’t be an issue.”

Anderson said it will be a place to collabo-
rate with other business people as well.

“People who work at home don’t get a 
chance to meet other entrepreneurs so this 
is a good spot to bounce ideas off of and col-
laborate,” Anderson said.

Anderson said he knew some of the board 
members from different events and organi-
zations in Hendricks County.

Plainfield Town Manager Andrew Klinger 
and Plainfield Chamber of Commerce presi-
dent/CEO Brad DuBois are board members.  
Other board members include Brandy Per-
rill, Lora Steele, Lynn Driver, Brian Wheeler 
and Heather Olinger.

“It can be difficult for remote workers to 
find a space that is conducive to all-day the re-
mote working,” Steele said. “It’s great to meet 
at coffee shops or bakery-type restaurants 
for something fairly quick and not too labor 
or equipment intensive. However, when you 
start adding a need for high speed and pro-
tected WiFi, multiple power sources, a quite 
place to do a software demo, or even long 
brainstorming sessions, a co-working space is 
so much more friendly to our workers.”

Anderson is excited at the prospect of 
bringing in new talent to Plainfield.

“We come to the group with different 
ideas and we all have a thought process why 
this is important to them,” Anderson said. 
“To me, this is important to draw talent 
from outside of Plainfield and to diversify 
Plainfield business space. If we have this we 
can bring young talent and entrepreneurs 
to Plainfield and they can grow that type of 
tech business here in Plainfield. The goal is 
to have entrepreneurship classes and class-
es how to run the business in the space. 
We’re going to try to be focused on giving 
members access to information they might 
need for funding or for running their busi-
ness. We’re trying to help them facilitate 
growing their business.”

Level 2
Co-working space to open in Plainfield

From left, Plainfield Chamber of Commerce Executive Director Brad DuBois and John Anderson were part of a 
group that helped make Level 2 a reality.  (Photo by Rick Myers)

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 Kerry Tuttle at KTuttle@LeadershipHendricksCounty.org or visit our website at www.Leadershi-
pHendricksCounty.org.

Looks at Local Leaders
Each month, the Business Leader focuses on how Leadership Hendricks County  deliv-

ers the skills local residents need to provide leadership in our communities.

Business and servant leadership
In your life, you’ve prob-

ably encountered all sorts 
of leaders who represented 
all sorts of leadership 
styles. There may have 
been the athletic coach 
who was an autocratic 
tyrant, an inspiring teacher 
or preacher whose ap-
proach was more charis-
matic, and perhaps even 
someone whose style was 
amazingly bureaucratic 
and impervious to change. 
Consider yourself fortunate 
if you’ve had the oppor-
tunity to work with those 
who practice servant 
leadership.

The concept of 
servant leadership is as old as society 
itself, but it was first described from a 
management perspective by a Hoosier. 
Terre Haute native Robert Greenleaf 
started working for AT&T in the 1920s, 
convinced that he could change big 
business by quietly influencing it from 
within. After nearly four decades with 
“Ma Bell,” he retired and began a second 
career as an advocate for the ap-
proach he called servant leadership. In 
Greenleaf’s words, “the servant-leader 
is servant first … it begins with the 
natural feeling that one wants to serve 
… then conscious choice brings one to 
aspire to lead.”

According to Greenleaf, servant-lead-
ers focus on the growth and well-being 
of the communities they call home and 
the others who are part of those com-
munities. Instead of leading primarily 

for their own benefit, 
they seek to improve 
the lot of others, know-
ing that they will also 
benefit in the end.

In June, participants 
in Leadership Hen-
dricks County learn 
about local servant 
leaders who have taken 
that approach when 
starting and grow-
ing businesses. While 
many people think of 
capitalism as solely a 
tool of greed to benefit 
the business owner, 
class members will get 
a firsthand look at what 
local business owners 

and managers are doing to strengthen 
the local economy and improve the 
quality of life for their fellow residents.

It’s no accident that many of our 
county’s largest employers are also the 
biggest supporters of civic and chari-
table efforts within our community. The 
men and women who lead these em-
ployers recognize that when they invest 
in and help to sustain the community, 
they stand to benefit. While that benefit 
may not be as obvious and direct as 
a jump in profits, it usually provides a 
more satisfying long-term return.

The LHC participants will once again 
see that our county’s success is the re-
sult of a variety of sectors and entities 
working together in ways they never 
imagined possible, all focused on the 
common good, encouraging them do 
the same.

Leadership Hendricks County thanks our 
community partners for their commitment to 
service, collaboration, and leadership through-
out Hendricks County.

Thank you to our LHC & YLHC alumni, local businesses, grantors and 
individuals who invested in Leadership Hendricks County, helping 

us to grow our leaders and strengthen our community in 2017!

D I S T I N G U I S H E D   P A R T N E R S

S U S T A I N I N G   C O N T R I B U T O R S

P A C E S E T T E R S

Chick-fil-A Avon (Chris Tincher 2013) 

Mike & Maralee Edmondson

Hendricks County Farm Bureau, Inc. 

 Denise Ridgway (2009) 

Shane Sommers (2009)

Byron Stevens (2014) 

Truax Farms

Abstract Title & Guaranty 
Company, Inc / Comer Law Office

arcDESIGN (Andy Hine 2009)

 Ray & Mary Benson (1997)

Colors with Suzanne (Whicker 1993)

 Donovan CPA (Jeff Donovan 1995)

Electric Plus, Inc. 
(Tim Whicker 1996) 

First Merchants 
Charitable Foundation

Lew White Tours 

Chris Tincher (2013)

IU Health West 
Hospital  

Visit Hendricks 
County

Hendricks County Economic 
Development Partnership

Ice Miller LLP

Hendricks County 
Community Foundation

Waste Management

Cumberland Trace

Eric Miller

Nolan Security and 
Investigations LLC 
(John Nolan (2013)
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Loans designed for life.

When Bob Meister and Bob Wallace envisioned Life’s Journey, a one-of-a kind hospice that provides 
patients and their families an unrivaled level of care,  peace and support, they turned to State Bank of 
Lizton and Andy Pinegar. Andy was able to quickly provide a loan that helped turn their vision into a 
reality. Just as Life’s Journey in Avon is making a difference in lives of the people they serve, we take 
pride in making a difference in the community where we live and work. If you have a big idea you’d 
like to bring to life, stop by any of our eleven locations today, or call Andy Pinegar at 317.858.6162.

 Bob Meister    Andy Pinegar    Bob Wallace

Trends in Tech

By Chet Cromer

Last month I introduced a short series 
of articles aimed to help business leaders 
like you and I evaluate the ways we can “in-
vent our own wheel” in terms of technol-
ogy systems, software, and mobile apps. I 
divided the paths forward into three cat-
egories - Customization, Integration, and 
Coding from Scratch. In this month’s col-
umn, we’ll dive deeper into customizing 
off-the-shelf software to meet business 
needs and how to evaluate the right time 
to take this step.

There are thousands of tools available 
today available to help you run your busi-
ness, whether it’s accounting, logistics, or 
even selling online. If you need an account-
ing system, you can go out and buy Quick-
Books. If you don’t want to deal with in-
stalling software at all on your computer, 
you can get QuickBooks Online and do ev-
erything within your Internet browser. If 
you want to manage your shipments you 
can go with a tool like ShipStation. If you’re 
ready to better track customer interactions, 

you can purchase a license to a CRM such 
as HubSpot. If you’re looking to... you get 
the idea... “There’s an app for that” is rarely 
an exaggeration in today’s world.

How do you know if one of these so-
lutions will meet your 
needs now and into the 
future? If all you need is 
to enter account num-
bers or contacts, you’ll 
fit right into the mold 
of any accounting or  
CRM package.

Tools like this are de-
signed around a broad 
template that may fit 
many businesses, but 
before you can use 
them, you’ll need to cus-
tomize them to suit your 
needs. Customizations 
come in a variety of levels of capability 
and complexity. While one tool may allow 
you to define custom fields that you can 
use for your specific needs, another may 
only allow you to enter data into the fields 

they’ve provided. While one tool may let 
you name your business within it, another 
may let you fully brand it with your logo 
and color scheme. You should also consid-
er what you get out of a system you’ve cus-

tomized. Pulling data 
back out into meaning-
ful reports, dashboards, 
and other methods will 
truly help you make cus-
tomized software work 
for you. 

Is there a time to 
bring in a professional 
to help customize soft-
ware? Certainly, but it’s 
not always the case. My 
business recently helped 
a client customize a 
CRM system to not only 
track customer inter-

action but also produce electronic e-mail 
blasts, connect to their accounting system, 
and provide their mobile sales force ac-
cess to data on their smartphones. While 
these levels of customization begin to ap-

proach what we might call “integration” 
rather than customization, they’re still 
working with standard tools and simply  
connecting the dots.

As you consider your step towards per-
sonalized software, customization is a 
great place to start, but keep the future in 
mind as well. Just because a tool is easy to 
start using doesn’t mean it will be as simple 
to transition out of as your business grows 
and needs become more complex. As we 
dive deeper into integration and custom 
coding in the months to come, we’ll con-
tinue to explore ways to connect systems 
in ways that allow you to scale your tech-
nology tools as your business grows.

Customizing software to meet your business needs

Chet Cromer is the president of C2IT 
Consulting, Inc., a Plainfield-based 
technology business that provides 
websites, mobile apps, and IT consulting/
support to businesses across central 
Indiana. He can be reached at 
chetcromer@c2itconsulting.net  
or (317) 721-2248.

“As you consider 
your step towards 

personalized software, 
customization is a 

great place to start, 
but keep the future in 

mind as well.”
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Avon Chamber New Members
INDY’S PRO GRAPHIX
104 Peters St., Whitestown, IN 46075
317-873-3788

HENDRICKS COUNTY SENIOR SERVICES
1201 Sycamore Ln., Danville, IN 46122
317-745-4303

PLATINUM PARTNERS BUSINESS SERVICES, LLC
1439 Longleaf St., Avon, IN 46123
317-989-4082

LONGHORN STEAKHOUSE
10107 E. US Hwy 36, Avon, IN 46123
317-271-5200

Brownsburg Chamber New Members
LOMBATECH, LLC
481 Southpoint Cir., Ste. 2 
Brownsburg, IN 46112
317-970-4200

MATHNASIUM OF BROWNSBURG
315 W. Northfield Dr. 
Brownsburg, IN 46112
317-754-6284

MANTOOTH INSURANCE AGENCY
7378 Business Center Dr., Ste. 100 
Avon, IN 46123
317-272-1010

ELEVATE OFFICE BROWNSBURG
7230 Arbuckle Commons 
Brownsburg, IN 46112
317-489-6644

GRONDE PHOTOGRAPHY 
10423 Windward Dr. 
Indianapolis, IN 46234
317-759-8933

Plainfield Chamber New Members
STUDIO 180
3917 Clarks Creek Road 
Plainfield, IN 46168
317-839-6066

SPHERION STAFFING AND RECRUITING
160 Plainfield Village Dr., Ste. 129 
Plainfield, IN 46168 
317-843-2512

ARBOR HOMES
9225 Harrison Park Ct., 
Indianapolis, IN 46216 
317-842-1875

DREAM VACATIONS -  
CAREY TRAVEL AND MEETINGS
3358 S. County Road 475 E., 
Plainfield, IN 46168 
317-707-7234

LJS HOME IMPROVEMENT  
ROOFING/RESTORATION
P.O. Box 665, Mooresville, IN 46158
317-834-4766 

HYPNOSISPRINTING

SERVICE GUIDE

REBEL FIT GROUP
Grantor:  Tiffany Bates
Incorporated:  4-25-2018

GO DELIVERY SOLUTIONS
Grantor:  Kevin Adamson
Incorporated:  4-25-2018

AVON ROBOTICS COMP
Grantor:  Chris Hill
Incorporated:  4-25-2018

CRAFTY ANIMAL
Grantor:  Audwynn Newman
Incorporated:  4-26-2018

NEW ART RIVALS
Grantor:  Audwynn Newman
Incorporated:  4-26-2018

D FARRIS CONCEPTS
Grantor:  David Farris
Incorporated:  4-27-2018

HANDYMAN SOLUTIONS
Grantor:  Dennis Mark
Incorporated:  4-30-2018

JIM’S SMALL ENGINE SERVICE
Grantor:  James Chester Miner
Incorporated:  4-30-2018

JILLYBEAN’S PET GROOMING
Grantor:  Jill Watkins
Incorporated:  4-30-2018

C&C CONSTRUCTION
Grantor:  Roland Couch
Incorporated:  4-30-2018

OS ADVANCED PEST MANAGEMENT
Grantor:  Oscar Williams 
Grantor:  China Williams
Incorporated:  5-2-2018

MIKE AUTO REPAIR
Grantor:  Michael W. Williams Sr.
Incorporated:  5-9-2018

INTERNET HOME SERVICE SOLUTIONS
Grantor:  Patrick Debruler
Incorporated:  5-9-2018

SNAP-ON

MARK GARLAND ENTERPRISES LLC
Grantor:  Mark Garland
Incorporated:  5-10-2018

STICKWORK DESIGNS
Grantor:  Joe Ingersoll
Incorporated:  5-11-2018

TRUSTED SENIOR TRANSPORT
Grantor:  Lynn Irwin
Grantor:  Kim Irwin
Incorporated:  5-11-2018

FAST BREAK CLUB
Grantor:  James Chapman
Incorporated:  5-14-2018

OS ADVANCED PEST CONTROL
Grantor:  Oscar Williams
Grantor:  China Williams
Incorporated:  5-16-2018

BUCKLEY MASONRY CONSTRUCTION
Grantor:  Derek M. Buckley
Grantor:  Melinda Buckley
Incorporated:  5-21-2018

VINTAGE 40
Grantor:  Anthony L. Clymer
Incorporated:  5-21-2018

RIM’S POWER WASHING
Grantor:  Justin Grimsley
Incorporated:  5-23-2018

PARSLEY HOME SERVICES
Grantor:  Ashley Wycoff
Grantor:  Joseph Parsley
Incorporated:  5-23-2018

STEWART HOME GROUP INC.
Grantor:  Stephanie Stewart
Incorporated:  5-23-2018

DAMAJE ENTERTAINMENT
Grantor:  David N. McDade Sr.
Incorporated:  5-24-2018

JIM’S INTERIORS
Grantor:  James Ideman
Incorporated:  5-24-2018

Newly Incorporated Businesses
JUNE 2018

13 - Danville Chamber of Commerce 
(members’ meeting):  Wednesday, June 13 
at 11:00 a.m. at HC 4-H Fairgrounds, 1900 E. 
Main St., Danville. For more information, call 
(317) 745-0670.

19 - Plainfield Chamber of Commerce 
(member’s meeting):  Tuesday, June 19 
at 11:30 a.m. at Plainfield Rec and Aquatic 
Center, 651 Vestal Road, Plainfield. For more 
information, call (317) 839-3800.

20 - Brownsburg Chamber of Commerce 
(members’ meeting):  Wednesday, June 20 
at 11:00 a.m. at the Brownsburg Fire Territory, 
470 E. Northfield Dr., Brownsburg. For more 
information call (317) 852-7885.

26 - Avon Chamber of Commerce 
(members’ meeting):  Tuesday, June 26 
at 11:00 a.m. at Avon American Legion, 
4812 E. Main St., Old US 36, Avon. For more 
information, call (317) 272-4333.

Planner of Note






