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Following the lead of prior generations,  
the Williams family builds a business 

that enhances Mooresville Shane and Rebecca Williams
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Pre-employment

 Drug & Alcohol Testing 

 Physicals and Immunizations 

  DOT/CDL Exams 

  Vision/Hearing Screenings 

 
On-the-Job 

 Injury Prevention                           

 Injury Treatment/ Worker’s Comp 

 Independent Medical Evaluations 

 Job Specific Ergonomic Evaluations 

 
Return to Work 

 Physical and Occupational Therapy 
 & Rehabilitation         

 Fitness for Duty Testing 

 
Wellness Programs

 
On-Site Mobile Health Coach

© 2014 IU Health  3.14  IUHMH 13299

IU Health Occupational Health  |  789 E Morgan Street  |  Martinsville, IN 46151

THE STRENGTH IT TAKES

Trust in our strength and 
make your business stronger.
Indiana University Health now offers area employers convenient and easily 

assessable Occupational Health services right here in Morgan County. We work 

with employers of all types and sizes to develop cost-efficient and effective work-

related medical care:  From pre-employment physicals to injury care to back to-

work solutions. Quality care  is located right where your employees work and live. 

Call us today to learn how we can help you make a difference in the lives of your 

employees – and the health of your organization.

Contact 765.349.6777 to schedule a consultation.



www.morgancountybusinessleader.com Morgan County Business Leader September 2014 | 3  

FROM THE PUBLISHER

ESTABL ISHED 2006
Vol. 9, No. 4

Phone: (317) 418-7925  
E-mail:  

jim@morgancountybusinessleader.com

Publisher Jim Hess

News Editor Bob Sullivan

Copy Editor Sherry Smith

Writer Elaine Whitesides

Design/Production Zachary Ross

The Morgan County Business Leader is published monthly and direct-mailed to  
Morgan County businesses free of charge. Subscribe at morgancountybusinessleader.com

Business seen and unseen
Some businesses start off in the spotlight. 

Their opening can capture the focus of a com-
munity immediately. When the A1 Japanese 
Steakhouse and Sushi Bar 
opened in March 2013, it 
promised dinner options 
unique to Mooresville. How 
would A1 compare to other 
restaurants several miles 
away? And would Moores-
ville support a restaurant 
with such a specific menu? 
Check out our profile to see 
how A1 is doing one year 
later.

On the other hand, con-
sider this month’s cover 
story, Williams Rental Prop-
erties. Whether we rent 
or own, most of us make a 
monthly payment to some 
other business, and that busi-
ness rarely crosses our minds 
until the payment is due. We 
don’t think of the impact that business has 
on the community, or the history behind that 
business. I hope the Williams Rental Proper-
ties success story gets you to think about your 
landlord a little differently. 

Then there are businesses success stories 
so far out of the public eye that the aver-

age person probably has no idea they exist, 
even when their service impacts their lives 
in big way. When you get a glass of water or 

run your shower, did you 
give any thought to locally 
owned Living Waters? Did 
you know the role the com-
pany plays in purifying and 
supplying drinking water 
throughout Indiana and 
Kentucky? I’ll bet you’ll be 
as impressed as I was at the 
role they play in our every-
day lives.

And when you flip the 
light switch, do you give any 
thought to the power com-
pany that lights the house? 
I suspect we rarely do, but 
when power companies like 
IPL invest in greater effi-
ciency power plants, every-
body wins. And on Septem-
ber 4, Morgan County will 

win big when IPL breaks ground on a state-
of-the-industry combined-cycle gas turbine 
power station on blue Bluff Road. You can 
read all the details inside.

 As you read this month’s issue, I 
hope you consider the overall impact of busi-
nesses on your life, both seen and unseen.

Jim Hess
Owner & Publisher
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We’ll make you 
feel right at home.

From home construction to permanent financing, let HomeBank be your 
one-stop-shop for all your mortgage lending needs, including government 
loan programs and even a $0 closing cost * option for purchase and 
refinance transactions. Contact one of our mortgage lending experts today 
and find out how they can help make your dream home a reality!   

NMLS#712365
317.445.9827

NMLS#871876
765.315.4380

NMLS#454038
317.503.0150

NMLS#454036
317.605.2012

NMLS#1098050

765.318.2723

*Conventional loans only.

Martinsville 
765-342-6695

Grand Valley
765-342-6695

Mooresville 
317-834-4663 

Greenwood 
 317-889-4663 

HomeBankSB.com
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Zheng Yuhua, Owner
330 Southbridge Street
Mooresville, IN 46158

317-831-8883
Lunch: Mon-Sat 11 am-3 pm

Dinner: Mon-Thurs: 3 pm-10 pm
Fri and Sat: 3 pm-10:30 pm

Sun: 11 am-9 pm
Dine in or take out

A1 Japanese Steakhouse & 
Sushi Bar

Japanese Steakhouse receives “A1” award a year after grand opening

Zheng Yuhua

By Bob Sullivan
Morgan County Business Leader

Dave Thomas, the founder of Wendy’s said, 
“What do you need to start a business? Three 
simple things: know your product better than 
anyone else, know your customer, and have a 
burning desire to succeed”. This is the motto 
that Zheng Yuhua, owner of the A1 Japanese 
Steakhouse & Sushi Bar, operates his busi-
ness. In a fashion true to the Japanese culture, 
Zheng has captured the sights and flavors, as 
well as the palates of the people of Mooresville.     

On September 12, 2012, he signed the lease 
to the property at 330 Southbridge Street in 
Mooresville. Renovating and remodeling the 
property took six months. “We changed every-
thing, from the ceiling, to the walls, to the tile 
floor,” said Zheng. The restaurant, with seating 
for 100 diners, opened its doors for business 
with much anticipation from the community 
on March 10, 2013. 

His hard work is now beginning to pay 
dividends. The most recent Mooresville Times 
Reader’s Poll recognized his restaurant as serv-
ing the town’s “#1 Best Sushi.” Zheng (pro-
nounced “Chang”) said he was moved and 
humbled to learn how the Mooresville com-
munity had honored his restaurant. Especially, 
just a little over a year after opening its doors, 

“The community was very welcoming and 
excited when we opened, and that has contin-
ued,” said Zheng. “We focus on offering the 
best service and quality of food that we can, so 
the customer has a great experience and wants 
to come back.” 

A1 Japanese Steakhouse & Sushi Bar offers 
all the traditional Japanese meals, from appe-
tizers to sushi to meals from the hibachi grill. 
He says, “Customers should not expect to see 
a ‘show’ at the Hibachi grill, which is shielded 
for customer safety. We have the fish pond for 
entertainment for children.” His chefs instead 
focus on preparing the most delicious dinners 
they can. “We offer everything that a customer 
expects from a Japanese restaurant: salad, noo-
dles, soups, sushi, sashimi, spring rolls, seafood, 
chicken, steak, and vegetables, served cooked 
or raw.” The restaurant also offers a lunch menu 
and a children’s menu that features kid-friendly 
chicken nuggets.

Zheng says he personally supervises every 
aspect of the business, from food orders to 

truck deliveries to scheduling and supervis-
ing the chefs and waiters. He feels a hands-on 
approach ensures his customers will receive a 
quality experience every visit. 

Since opening the restaurant, he has built a 
strong group of regular customers. “This pleases 
us because we are a bit off the road from down-
town Mooresville, which is why we focus on 
offering the best experience we can. We want 
our customers to remember us and come back, 
and bring their family and friends the next 
time.”

In mid-July, the Readers’ Poll voted the A1 
Japanese Steakhouse & Sushi Bar the number 
one local sushi restaurant for 2014. “We’re only 
going to improve,” he promised. “Our goal is to 
offer our best service and earn this award every 
year. We will always strive to do our best.”  

Zheng came to North Carolina from China 
in 2001. He had worked in the restaurant in-
dustry in China for two years, “but the United 
States had the dream I was looking for,” he 
said. He worked in Japanese restaurant man-
agement for a total of 13 years before striking 
out to start his own restaurant. While visiting 
a friend in Peru, Indiana, he started looking at 
potential properties. He considered over 20 lo-
cations over six months before deciding on the 
Southbridge Street location. The A1 Japanese 
Steakhouse is the first venture as a restaurant 
owner for Zheng. He explained that he lived in 
several small towns while in North Carolina, 
so he feels comfortable residing in Mooresville 
in the area. 

It is our pleasure to serve area seniors with a variety 
of housing and healthcare options!
• Garden Homes   
• Assisted Living Apartments
• New Energy Wellness
• Moving Forward Rehabilitation
• Auguste’s Cottage Memory Care

• Skilled Nursing Services
• Long-Term Care
• Hospice Care
• Respite Care

Ask about a FREE 
move to our Assisted 

Living & Garden Homes!

ASCSeniorCare.com

FULL CONTIUUM OF CARE
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Jeff Binkley

A “Black Swan” event leading to a substan-
tial market correction is just around the cor-
ner. At least that’s what an increasing number 
of market prognosticators have been saying. 
With that in mind, I thought it might be use-
ful to you, Dear Reader, if we brushed up on 
what a “Black Swan” event is. I also gazed a 
little into my long broken 
crystal ball and will share a 
theory with you as to where 
the next “Black Swan” may 
come from… and what will 
be some of the signals of its 
impending arrival.

The theory of black swan 
events as developed by Nas-
sim Nicholas Taleb, who 
happens to be one my fa-
vorite authors, is a metaphor 
that describes an event that 
comes as a surprise, has a 
major effect, and is often 
inappropriately rationalized 
after the fact with the benefit 
of hindsight. The educated 
European of a few centuries 
past knew there was no such 
thing as a black swan… that 
is until the continent of Aus-
tralia was discovered, along with a new species 
of swans. You guessed it. They were black. Sep-
tember 11, 2001 was 
a Black Swan event. 
It was impossible to 
think the bastions of 
capitalism that were 
the World Trade 
Center Towers could 
be brought down 
by a motley crew of 
ill-equipped, under-
funded, zealous ter-
rorists. But the Tow-
ers fell and our world 
changed dramatically. 
A not too distant 
financial example is 
the 2008-2009 mar-
ket meltdown. Back 
in 2007 we all knew 
property values ONLY went up and were a 
steady source of increasing equity and could 
be increasingly borrowed against forever. 
There were very few people who thought 
that at some point that trend must stop 
and possibly reverse. And then Lehman 
Brothers, founded in 1850, went under. 

The Black Swan became real. 
Fuhggedaboutit! That was six years ago! 

Our markets have more than recovered. Our 
companies continue to report record earnings. 
And the almighty Fed has tamed inflation and 
has promised us a long term era of low interest 
rates and economic growth. The black swans 

of the past have been consid-
ered, prepared for and miti-
gated against.

Funny thing about black 
swans, there’s always a new 
one around the corner. And 
by definition, they’re yet to be 
discovered. 

I picked up a piece of my 
long broken crystal ball the 
other day and stared into it. 
Mind you that it’s broken and 
not very clear so what I saw 
in it must be taken only as 
theory and not prediction…

What I saw is this: At least 
some of the demand for stock 
in this ever rising market is 
due to companies buying 
back their own stock. They’ve 
been using their revenues 
as well as borrowing cash at 

ultra-low interest rates and buying billions of 
shares. Sure, they’ve invested some of that cash 

into research and 
some new facilities, 
but by a great margin, 
much of their money 
has been spent buy-
ing back stock. As I 
gazed deeper into this 
crystal shard, I specu-
lated at what may 
happen once interest 
rates start to go up, 
companies would no 
longer be able to bor-
row cheaply so they 
would stop buying so 
much of their own 
stock. Higher rates, 
decreased demand 
leading to less sup-

port for current stock prices. A vicious cycle 
could ensue. Would this indeed be 

at least a part of the Black Swan 
that causes buyers in this market 
to start selling with markets turn-
ing very ugly, very quickly? Honk? 
Honk? HONK!

The Binkley Wealth Management 
Group LLC is a fee-only Indiana 

Registered Investment Adviser 
located in Avon. Mr. Binkley can 
be contacted via email at Jeff@
thebinkleygroup.com or phone 

317.697.1618

“T

!” #CO19400024 

– “ ” 

The looming Black Swan

Mike Hurst  |  Meridian Plaza, Indianapolis  |  317.566.6121  |  mhurst@firstmerchants.com

First Merchants Bank
an indiana bank serving indiana customers since 1893

We’re solutions-based advisors serving the 
needs of the business community with broad 
financial services delivered personally by 
banking professionals. Local decisions, local 
service, local bank.
At First Merchants Bank, you’ll get The Strength 
of BIG and the Service of Michael, Mike, and Dave.           

Dave Clark  |  Meridian Plaza, Indianapolis  |  317.844.2143  |  dclark@firstmerchants.com
Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464
www.firstmerchants.com

Michael Joyce, Director of Small Business Banking  |

  

Mike Hurst, Regional President
Dave Clark, Private Advisory

 

8310 Windfall Ln B • Camby, IN 46113 • Ph: 317-821-8411 • Fax: 317-821-8412 • E-mail: store3777@theupsstore.com

 

Owned & Operated by Guy Cragen

LEt us DEsIgN your DoCumENts

 

Funny thing about  

black swans,  
there’s always a 
new one around 
the corner. And  
by definition, 

they’re yet to be  

discovered. 
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IPL to break ground for CCGT power plant in September
In September, IPL will conduct a ground-

breaking ceremony to commence construction 
of CCGT power plant in Morgan County. 
“IPL is excited to move forward with this 
project here in Morgan County, “said Brandi 
Davis-Handy, IPL spokesperson.  “This is a 
win-win because we are helping to power the 
economy in Morgan County, and we are work-
ing to build cleaner, more efficient generation 
sources for our customers.”

Some highlights of the project:
•	 On September 4th, Lt. Governor Sue Ell-

spermann, IPL representatives and Mor-
gan County leaders will break ground on 
IPL’s  new combined-cycle gas turbine 
(CCGT) power station. The CCGT will 
be located in Morgan County at IPL’s 
Eagle Valley Generating Station.

•	 This project is expected to bring a number 
of benefits to the community, including 
660 construction jobs and 25 permanent 
positions at the new plant. Once complete, 
the project will bring about $1.6 million 
per year into Morgan County through lo-
cal tax revenue.  The overall economic ben-
efit to the state during construction is more 
than $857 million and another $48 million 
per year during operation.

•	 IPL has awarded the Engineering, Pro-
curement and Construction (EPC) con-
tract to CB&I Stone & Webster after a 
competitive bidding process.

•	 CB&I Stone & Webster have extensive 
experience building similar CCGT proj-
ects domestically. Engineering and pro-
curement for the CCGT will begin im-
mediately, while on-site construction will 
begin in 2015.  

•	 A CCGT combines two natural gas-
fired turbines and one steam turbine to 
maximize efficiencies. The gas turbine 
generates electricity directly, and the sys-
tem harnesses waste heat to create steam, 
which powers a steam turbine.  The 
CCGT will become part of IPL’s diverse 
power generation portfolio, including nat-
ural gas, coal, oil, wind and solar.

•	 The new natural gas plant will generate 
about 650 megawatts of electricity more 

  

 

Brent J. Benscoter, M.D. 
Complete Care for Ears, Hearing & 

Balance  Hearing Aids  Cochlear Implants 
904 N. Samuel Moore Pkwy, Mooresville 

800-818-EARS (3277) 
www.midwestear.com 

 

efficiently and with fewer environmental 
emissions.  The CCGT will reduce the 
rate of sulfur dioxide (SO2), nitrogen 
oxide (NOx) and particulate matter emis-
sions by more than 98 percent as com-
pared to the retiring Eagle Valley units. 
Virtually all mercury, lead and fluoride 
emissions will be eliminated, and water 
use will be reduced by 97 percent.

•	 Construction on the CCGT is expected 
to be complete in 2017.  

•	 IPL also plans on announcing another 
significant investment into Morgan 
County at the September 4th event.

“We are pleased that the Indiana Utility 
Regulatory Commission approved IPL’s plans 
as the most cost-effective and reliable solution 
to replace generation that will retire as a result 

of increasing environmental regulations,” said 
IPL President and CEO Kelly Huntington.  
“Building this CCGT will ensure our ability to 
meet the future needs of our customers and di-
versify our generation portfolio.  In 2017, IPL’s 
reliance on coal-fired generation will have de-
creased to only 54% from nearly 80% ten years 
before, with natural gas, wind, solar and oil 
powering the rest of our customers’ needs.” 
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Teaching Children to save and invest
Although it is never too late to start to saving and investing, 

the values of sound financial management can be taught early 
on. Teaching children to save, set goals, and save money for 
things they want to buy is a wonderful learning opportunity. It’s 
also a good time to teach them about the different types of in-
vestments that are available.

Step 1: Earning Money
A first step is showing a child how to earn money. Children 

can’t learn to manage money if they don’t have any! It can be 
small to start 
with; for 
example, a 
dollar for 
each grade 
of school 
that the 
child is 
in, paid 
once a 
week. En-
courage 
them to 
divide 

the 
money 
be-
tween 

spend-

ing, savings, and charitable giving. A new piggy bank can make 
getting started more fun; there are some you can buy that have 
separate compartments for different uses of the money.

Step 2: Goal Setting
Then, help the child come up with a goal 

for savings. If a trip to the toy store hasn’t 
given you any ideas, just ask what the child 
wants that costs more than the weekly allow-
ance. Help the child figure out the best way to 
save. For example, all of the allowance for the 
number of weeks it would take? Half of the 
allowance for twice the number of weeks? The 
allowance plus birthday money? Providing a 
few different options shows children that they 
have some control over the best way to reach 
their goals.

Step 3: Savings Account
Once a child understands how saving up 

money works, you can add another lesson 
about investing. You can show how compound 
interest allows money to accumulate faster 
than it would if left in a piggy bank. As a next 
step, help the child open a simple bank sav-
ings account. The child can contribute money 
from allowance, gifts, and jobs such as shoveling snow or baby-
sitting.

Step 4: Investment Account
As the child accumulates more money, it may be time to 

consider opening a mutual fund account. It will give you an op-
portunity to teach the child about the risks and potential return 
available in stocks and bonds. You can set it up as a custodial 

account under the Uniform Gift to Minors 
Act or the Uniform Transfer to Minors Act 
(UGMA/UTMA). To encourage the child to 
contribute to the account, you may want to 
consider matching any of the funds the child 
contributes. (You can demonstrate the benefits 
of a 401(k) and similar employer retirement 
plans that way, too.)

Step 5: Stay Involved
You can help children follow these invest-

ments by reviewing account statements with 
them, showing them how to do financial re-
search on the Internet, and answering their 
questions about money. If you get them inter-
ested early on, they’ll have skills they can use 
for a lifetime. 
Finally, show responsible financial behavior 
yourself. If you are careful with your finances, 
the child will learn from you.

Securities Issued by State Farm VP Management Corp. 
For more information, call 1-800-447-4930. Securities, insurance and an-
nuity products are not FDIC insured, are not bank guaranteed and are 
subject to investment risk, including possible loss of principal. Neither 
State Farm nor its agents provide investment, tax, or legal advice

Anissa Veon
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By Elaine Whitesides | Morgan County Business Leader

W
hat gets you up and out of bed every morning? 

At first that sounds like an easy, casual kind of question, but in reality, it is a pretty deep and challenging 
question. 

When first posed with that question, real estate entrepreneur Shane Williams simply said he was a blessed, 
happy person. But then he stopped and after a moment, he said, “Really, we are trying to find ways to expand 
out. Maintaining and growing, looking for continuous improvement and expansion; that’s a challenge, but a 
great adventure, too. You want to build on, but you want to build it right. I guess hunting opportunities and 
the puzzle of it all. That’s what I really enjoy.”

Following the lead of prior generations, the Williams family builds a business that enhances Mooresville

Shane and Rebecca Williams
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Shane and Rebecca Williams
P. O. Box 959

Mooresville, IN 
Phone: 317-538-4737

Email: Williamsrentalproperties@yahoo.com

Williams Rental Properties, LLC

Beside him daily is his wife, Rebecca. She says, “I enjoy being 
a helpmate, supporting Shane in what he’s doing, being part of 
the family and helping.” 

Williams Rental Properties, LLC is a family business that is 
currently owned and operated by Shane, Rebecca and his par-
ents, Tim and Pamela (Wilcher) Williams. His grandparents, 
Curt and Rosemary Wilcher were also owners until their deaths 
four months apart in 2010 and 2011.

At the time they started the business, the family was looking 
for a business that would fit their situation and the town was 
very important to them. Shane says, “(Real estate) gave us an 
opportunity to make a living and give back. You 
can be a landlord and provide value and enhance 
the town and provide a service that’s needed.” 

He added, “We are a family that works together 
and plays together,” Shane says. “We trust each 
other. We share Christian values and a viewpoint 
that makes you want to give back and aspire to a 
higher purpose.” So with his experience in bank-
ing and his education in business, they decided to 
work together and begin buying and managing 
real estate. 

The four owners are in daily contact as each 
contributes their talents to make the enterprise run 
smoothly. The business is structured to play to each 
owner’s strengths. Pamela handles maintenance 
and repair issues. Tim handles the myriad of little 
details that must be taken care of and errands that 
are necessary. Rebecca helps with bookkeeping, 
property selection, rehab and design and Shane 
takes care of the business side regarding property 
purchases, financing, leasing, insurance, taxes and 
the like.

Entrepreneurship is the path Shane says he al-
ways knew he would follow. “I see something no-
ble in working for yourself. I have always respected 
someone who is able to make a living.” He enjoys 
the variety of responsibilities, being the boss, the 
employee, the entrepreneur all at the same time. 
“You are in control of your destiny.” 

Rebecca was exposed to small business owner-
ship growing up in Connecticut and the Boston 
area. Her grandfather owned a gas and service 
station. Although she is a licensed clinical social 
worker and has worked for others and in her own 
practice, she says being part of a family business 
suits her. She says the hours are flexible and there 
is less stress so it has been good for her health.

Shane has had role models to follow. Grandpa 
Curt told Shane that the best combination for 
business success is common sense and education.  
So Shane paid great attention to what Grandpa 
and his fellow business men did. He went to college at North-
wood University in Midland, Michigan and grad school at But-
ler gaining degrees in marketing and business management.

Education cemented his knowledge, but experiences as a 
youth molded his beliefs and values. He says he grew up in the 
time when his grandparents, the Wilchers, were part of a group 
of civic-minded business owners that contributed to the com-
munity. Long-time Mooresville residents, the Wilchers owned 

the Ford dealership from the 1960s until 2000. But Curt, the 
man who bought, fixed up and sold cars during high school 
wasn’t ready to retire, so he went back to his beginnings opening 
and operating a used car business until he was in his late 70s.

That work ethic and dedication to community, Shane says, 
contributed to how the people in (Grandpa’s) generation made 
the town what it is today. Because of their cooperative efforts 
to build successful businesses, infrastructure, housing and com-
munity, Mooresville grew. They bolstered the town and provided 
services and products.

Now, Shane feels that it is important for him and his genera-
tion to follow their lead and continue to move Mooresville and 
Morgan County forward. During his grandfather’s day, Shane 
says there were little connections in a small town that helped 
each other get started. Today there are more businesses and 
longer work days. But collaboration to build each other and the 
town is still possible.

“I believe you have to be successful where you are,” Shane 
says, “You have to know where you’re from and where you want 
to go. Together we can build even greater camaraderie and im-
provements in the town and for everyone in it. I want everyone 
to be successful.”

as the Boys and Girls Club in the St. Clair Street strip mall 
property and Ralph and Ava’s in historic downtown. 

The belief that he is responsible to carry on the work started 
by his grandparents and other businessmen in 
Mooresville is always in the back of his mind as he 
adds to the properties in his portfolio. The idea of 
building community, as neighborhoods or as the 
town, has defined the criteria he uses in selecting 
properties. Diversification in properties has oc-
curred as opportunities arise.

“For us,” Shane says, “we like to buy near school 
systems. You know your neighbor and schools take 
care of their property. They are central to town 
and there is easy access to downtown.” When they 
purchase a home and rehab it for tenants, they try 
to get to know the neighbors and find tenants that 
will add to the community and be good neighbors. 

Locations near schools are great for families, 
but also for others. “One of our tenants is a grand-
mother who loves that her grandchildren can walk 
to her house after school.” Shane sees that it makes 
it possible for their parents to avoid the high cost 
of childcare and strengthen family bonds across 
generations.

“We have been here a long time and take pride 
in the community, and we want others to do that, 
too. It’s a good community to live in for us and for 
other residents. We know there are good people 
here working toward prosperity and we are a part 
of that in a lot of people’s lives.”

One of the thrills for Shane is when a tenant 
calls to tell him they are moving out because they 
are buying a home. He sees it as potential for an-
other family to have the pride that comes with 
home ownership. “It bothers me when someone 
badmouths the town,” Shane says. 

He and Rebecca donate time, effort and treasure 
toward making Mooresville a better place outside 
the business, too. They are involved with Celebrate 
Mooresville Main Street program; working to-
gether with other community leaders to revitalize 
downtown and maintain the historic presence of 
the buildings and businesses.

“There’s a part of me that feels guilty about not 
going to an office every day,” Shane says. He says not having 
that structure requires good time management and self-disci-
pline. But apparently it suits him to take on those responsibili-
ties. “I have a strong appreciation for families and people who 
have maintained business through generations.” And that, ap-
parently, is what he thinks about when he wakes in the morning 
and starts his day building a business that is good for him, his 
family and the community he loves.

Currently, William Rental Properties, LLC owns nine homes 
and two commercial properties, serving more than 30 tenants. 
They purchase properties, update them while trying to main-
tain historical character and then lease them. A full-on property 
business, they manage all of the properties as the owner and 
landlord. There is great satisfaction that the tenants in William’s 
properties contribute to the community. He sees each business 
and tenant as adding something significant to Mooresville, such 

Curt and Rosemary Wilcher

September 1965
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Laurence R. Hayes III, President
3040 W. Glacier Drive 

PO Box 402
Monrovia, IN 46157

317-996-2508
800-382-4601

Living Waters  
Company Water and 

Wastewater Equipment

www.morgancountysac.org

“A community-wide collaboration, Morgan County will have 

safe, caring and drug-free neighborhoods for all children.”

By Bob Sullivan
Morgan County Business Leader

Laurence “Larry” R. Hayes started Living 
Waters Company in 1979, after 10 years work-
ing in the industry. He renovated his home in 
Monrovia several times through the years to 
accommodate the need for greater space. In 
January 2014, the company moved up the road 
into a freestanding office building at 3040 W. 
Glacier Drive. After only eight months, they 
already need to consider options to expand.

“Living Waters is a wholesale re-seller of 
major brand municipal and industrial water 
purification systems,” explained Larry. “We 
customize, install, maintain, and upgrade the 

Making our water “living” again

filtration and chemical equipment.” Larry him-
self usually creates the blueprints for the onsite 
engineers to follow on most new installation 

jobs. “You can purchase the most high-end pu-
rification system money can buy, but it won’t 
do you any good if the system isn’t installed 
and maintained correctly.” 

The company services equipment for com-
panies in Indiana and Kentucky, though Larry 
has designed systems for companies all over 
the world. Along with meeting the clients’ 
needs, Living Waters works side by side with 
Indiana’s and Kentucky’s EPA to ensure that 
each system is compliant with government 
standards. “Our territory is ideal for our capa-
bilities.” With nine employees, Living Waters 
is a relatively short drive to any client location, 
so they can personally supervise new instal-
lations, maintenance, and emergency repairs. 
“Of course, the emergency repairs aspect is the 
most critical. It’s vital to get on top of any situ-
ation that may affect a municipal drinking wa-
ter system, quickly and correctly.”

“We design and install the chemical feed 
equipment for municipal and industrial water 
treatment, chemical plants, industrial wastewa-
ter, for drinking water for a municipality, alu-
minum plants, steel mills, and more.” Among 
their common treatments are chlorine gas and 
sulfur dioxide treatments to disinfect industrial 
waste water. Their systems chlorinate municipal 
drinking water, injecting just enough to keep 
the water disinfected as it travels through the 
pipeline into peoples’ homes. 

Larry grew up at Geist Reservoir in North-
east Indianapolis. In 1969, after studying Bio-
logical and Environmental Services at Purdue 
University, he accepted a job in Indianapolis 
with Wallace & Tiernan, then the largest 
chemical feed equipment manufacturer in the 
world. Immediately, his responsibilities includ-
ed startup, troubleshooting and maintenance of 

the equipment. As businesses merged and ser-
vices consolidated, he joined two other compa-
nies during the first ten years of his career. He 
moved to Monrovia in 1973, where many of 
his clients were nearby. By 1979, the company 
he worked for closed, so he went into business 
for himself, starting Living Waters, out of his 
home. “I had the experience, credentials, con-
tacts, and the trust with the manufacturers. It 
was the perfect time to try.” 

Larry Living Waters operates in a niche 
market. He estimates there are only 20 dis-
tributors throughout the country that provide 
his services, and that his is the largest in the 
Indiana and Kentucky territory. “We don’t re-
ally compete. It’s fairly cooperative; I helped 
some of these companies start their businesses.” 
Larry added, “The relationship with our cli-
ent doesn’t end at the sale; it begins there. Our 
service is about installation, application, and 
ongoing maintenance. If we don’t do our job, a 
company ends up in violation and all sorts of 
problems could occur.”

In looking back, Larry said, “I started in 
1979 with a fold-out table and a calculator for 
office equipment while I rebuilt the garage.” 
The company operated out of his home for sev-
eral years and through several expansions. In 
January 2014, they relocated down the road to 
their current building. “This isn’t large enough, 
but it’s larger than we had.” Plans for future 
expansion are unclear. “I’ve been doing this for 
forty years and things change every day. That’s 
why I love it.”

Living Waters employs 9 people. Larry’s 
wife of 43 years, Claudia, is the company secre-
tary; two sons, Larry IV and Paul, are on staff. 
“Everyone has been here at least 25 years. No-
body quits.”

Larry Hayes III
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The best way to keep customers is to not 
have any. If you don’t have customers you can’t 
lose them. 
I know you 
are think-
ing, or 
might even 
be saying, 
“This guy is 
a complete 
nut. Just 
how stupid 
can he be?”

Before 
you stop 
reading, let 
me clarify 
what I 
mean by 
not having 
customers. 
Most peo-
ple would 
classify a 
customer as someone who buys a product or 
service from them. If you see people who buy 
your products and services as simply potential 
buyers then you are completely missing the 
boat.

You should view the people who purchase 
from you as potential clients. Clients are people 
with whom you build a long-term relationship. 
It is that long-term relationship that builds a 
business. 

The following are a few ways you can build 
long-term relationships and reap rewards in 
your business:

1. Talk with your client to determine 
what their needs are and what chal-
lenges they face. Be honest with them 
about whether your products or services 
can benefit them. If there isn’t a good 
fit – this time – tell them that and help 
them find someone who can help them. 

2. Get to know your clients as people, be-
cause that is who is buying from you – 
people. Harvey MacKay created a great 
tool for this process called the MacKay 
66, which consisted of 66 questions to 
answer about each client. (Let me know 
if you would like me to send you a copy 
of the MacKay 66.)

3. In a buy-sell relationship people are 
trying to sell you something all the 
time. Every time you hear from them 
it is to sell you something. I don’t know 
about you but I really get tired of this 
type of relationship and your clients 
will, too. Pretty soon, they won’t want 
to hear from you.

4. You may not have heard of Joe Girard, 
but he was a famous car salesman that 
sold more cars than anyone else ever 
had at the time. He built his entire 
business by sending thank you and 
greeting cards. In fact, he sent so many, 
he employed three full-time staff mem-
bers to send them out for him. He sent 
thousands of cards every month and on 
the front of each card he wrote “I like 
you.”

There is no reason to believe Joe’s referral 
strategy will not work for you. Consider that 
that over the course of the year you spent $10 
on cards sent to one family. If you got just 
one referral from that family you would make 
enough profits to send them cards for years. If 
you get several over the course of several years 
you would build a referral business like you 
have never imagined.

Build relationships to build long-term cli-
ents. Find a strategy that feels comfortable for 
you and works for you. It might take a little 
trial and error, but the results could be profits 
greater than you ever imagined.

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

Jack Klemeyer

Many people enjoy the opportunity to open 
the windows and welcome fresh air into their 
home. Th is year has provided many mild days 
and cool nights to enjoy the fresh outdoor 
air in our homes. 
Th ese mild tem-
peratures also 
allow us a short 
break from high 
cooling and heat-
ing bills. Here are 
a few tips on how 
to benefi t from 
the mild tempera-
tures and fresh 
outdoor air:

- Turn the heat-
ing and air con-
ditioning system 
“OFF” - Th e last 
thing we want to 
do is pay to heat or cool our homes while the 
windows are open.  Every thermostat has an 
“OFF” setting. In this position, neither the 
furnace nor the air conditioning system will 
run.  

- Set the furnace fan to “ON” -
Th ere are many opinions regarding the fan 

setting - “ON” or “AUTO” position. (I will 
save this discussion for a later article.) For 
now, the windows are open and we are rely-

Jod Woods

Bringing outdoor air indoors

ing on the breeze to exchange the stale air in 
our homes with the fresh outdoor air. If the 
circulation fan is set to the “ON” position at 
the thermostat, we are pulling this fresh air 
into the home and circulating it through the 
ductwork 24 hours a day. Although the FAN 
is “ON” the SYSTEM is “OFF”, so only the 
circulation fan will operate. Th is fan uses very 
little power, and running continually will not 
damage it.  

- Replace the air fi lter -
Th is will remove the odors and allergens 

that have collected in the fi lter during the 
summer.  Circulating fresh air through a dirty 
air fi lter accomplishes very little. 

Please let me know if there are any topics that 
you would enjoy being discussed. I can be 
reached at 317-831-5279 or Jod_D_Woods@
EconomyHeatingandAir.com

It’s all about the relationship

Do you know how 
to keep customers?
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Martinsville Chamber of Commerce:
The regular monthly meeting on the third 
Friday at 11:30 AM at the Morgan County 
Administration Building, 180 South Main Street. 
For more info, please contact the Chamber office 
at (765) 342-8110 or visit its website: www.
MartinsvilleChamber.com

Rotary Clubs:
Martinsville meets every Tuesday at noon at the 
First Presbyterian Church, 240 East Washington 
Street, Martinsville.Mooresville Decatur meets 
every Wednesday at 7:30 AM at Jones Crossing 
Banquet Center, S.R. 67 and Allison Road, Camby.

Business Networking International:
Morgan County Connections meets every 
Wednesday Morning at the Mooresville Public 
Library, 220 West Harrison Street, from 8:00am to 
9:30am. For more information call Angela Kath at 
317-445-9827.

Mooresville Chamber of Commerce:
The regular monthly meeting on the third 
Thursday from 11:30 AM to 1:00 PM. The 
meeting location is Jones Crossing Banquet 
Center at the corner of S.R. 67 and Allison 
Road. Lunch ($7 members, $10 non-members) 
For more information call the Chamber office 
at 317/831-6509 or visit its website: www.
MooresvilleChamber.com.

Morgan County Toastmasters Club:
Weekly meeting every Thursday evening at 
6pm at Franciscan St. Francis Hospital 1st floor 
Conference Room.

Business & Professionals Exchange:
This Hendricks County meeting takes place each 
Tuesday from 8:15-9:45 a.m. at West Central 
Conservancy District, 243 S County Road 625 E, 
Avon. More information at www.b-p-e.org.

Networking Business Women of Morgan 
County:

NBW of MC meets on the second Thursday at 
11:30 AM at the Mooresville School Administration 
Building next to the Post Office on Carlisle Street. 
Bring your own lunch. For more information, call 
Patti Wilson at 317-856-9801.

Rediscover Martinsville:
An Indiana Main Street U.S.A. Association. For 
information: PO Box 1123, Martinsville, IN 46151. 
(765)352-8261 or www.rediscovermartinsville.com, 
e-mail: rediscovermartinsville@gmail.com.

Morgantown Merchants Association:
The Morgantown Merchants Association meets 
at the Fire Station on dates to be announced. 
For more information call Sharon Zimmerman at 
the Stitchery Mill at 812-597-5997 or on www.
MorgantownIndiana.com.

Networking Opportunities

Specializing it Distribution, Manufacturing and Accounting

317.487.6402 | www.absindy.com

Single-source software, hardware, network and 
service provider for small to medium-sized business

Indiana University Health has announced it will immedi-
ately invest several million dollars in its IU Health Morgan 
Hospital campus. The investment will help transition the 
hospital from an acute care inpatient facility to an outpatient 
health center. This investment will enable IU Health Morgan 
to provide more of the services the community needs today to 
stay healthy, while strengthening IU Health’s ability to provide 
quality healthcare services in the future.

“This investment is noteworthy in many ways,” said Doug 
Puckett, president and CEO of IU Health Morgan Hospi-
tal. “It shows that IU Health is committed to delivering high 
quality healthcare services to our community, as well as build-
ing a viable healthcare facility for future generations. In addi-
tion, because nearly 90 percent of the patient services we pro-
vide are performed on an outpatient basis, we will be using this 
investment to adjust our portfolio of patient services to better 
meet the needs of the people we serve in this community.”

IU Health Morgan Hospital plans to offer a full range of 
services based on the community’s needs for health and well-
ness. The services offered include comprehensive primary care 
and specialty physician care, women’s health, emergency and 

urgent care services, diagnostic imaging and lab testing, en-
doscopy, physical, occupational and speech rehabilitation, pain 
management, cardiac rehabilitation and cancer care.

The first phase of the investment will go toward service 
enhancements, extensive facility construction, technology up-
grades and making facilities more conveniently accessible for 
patients and families. Building on the recently added cardiolo-
gy, pulmonology and urology physician services, an IU Health 
Riley pediatrician and two additional family medicine physi-
cians will be available by mid-2015. 

Transportation to facilities that provide care for more com-
plex illnesses or injuries is another identified community 
service need. Puckett said that local leaders are exploring eco-
nomical and convenient options to provide transport to acute 

care services in Indianapolis and Bloomington. 
IU Health understands the importance of acute behavioral 

health needs of individuals in the Morgan County area and 
will keep this at the forefront as future plans are determined 
for the hospital’s Bridges Behavioral Health inpatient unit for 
seniors. 

Fully accredited by the Joint Commission of the Accredita-
tion of Healthcare Organizations, the College of American Pa-
thologists, the American College of Radiology, and the Ameri-
can College of Surgeons Commission on Cancer, Indiana Uni-
versity Health Morgan Hospital offers personalized patient care 
and a wide range of diagnostic and treatment services.

As the only nationally recognized healthcare system in Indi-
ana, Indiana University Health is dedicated to providing a uni-
fied standard of preeminent care. A unique partnership with 
Indiana University School of Medicine – one of the nation’s 
leading medical schools – and the depth of experience from 
the most complete network of highly skilled specialty and pri-
mary care physicians, gives IU Health unparalleled strength 
in delivering assurance to patients. Discover the strength at 
iuhealth.org.

IU Health Morgan Hospital announces a 
significant investment in its healthcare campus
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Has your business added social media to 
its content marketing strategy? Perhaps you 
are on the fence about participating, or maybe 
you have been active on social media but aren’t 
sure if you’re going about it correctly. Here are 
a few tips 
and tricks 
for those 
businesses 
already 
posting, 
and perhaps 
some reason 
to convince 
other busi-
nesses to 
start the 
process: 
•	 Social 

Media 
ex-
pands 
your 
busi-
ness 
visi-
bility. Social media is a great place to stay 
top of mind among your customer base 
when they are ready to make a purchasing 
decision. If you are posting daily on so-
cial media, customers will remember your 
brand. Depending on what you share, you 
will be positioning your company as an 
authority in your industry, thus becoming 
a trusted advisor to your prospects. 

•	 Social Media should not replace ex-
isting advertising methods. The tried 
and true methods of advertising may and 
should still work for your business. Don’t 
abandon your strategic marketing plan 
and put all of your “eggs” (budget) into 
the social media basket. Use social media 
in tandem with other marketing methods, 
and balance your budget accordingly. 

•	 The main cost of social media is 
time. Social media is surprisingly afford-
able. While there is no cost to create an 
account and post on social media, your 
time (or the time of an outsourced social 
media manager) is the main cost. The 
good news? The more time you put into 
social media, the more you’ll likely get out 
of social media, in terms of an increased 
following, web traffic, and brand aware-
ness.

•	 Social media should not be taken 
lightly. You only have one social media 
account for your brand on each platform. 
This account represents your company and 
its reputation. So tread lightly when hir-
ing a social media manager. In my opin-
ion, an intern or $10/hour employee won’t 

have the same impact as someone who has 
years of industry experience or is a profes-
sional social media manager.

Social Media Posting Tips: 
To set up your social media account for your 

business, here are some things to make your 
life easier:
•	 Keep your business and personal 

pages separate. Many small compa-
nies don’t do this, but even a solopreneur 
should have a separate business and per-
sonal page/account – particularly on Face-
book. I enjoy a good family or pet picture 
every now and then, but when I’m look-
ing for business news, I don’t want to see 
these kinds of posts. 

•	 Keep it 80% educational, inspira-
tional and conversational and 20% 
promotional. This is the most common 
error of all business accounts on social 
media. They post too much advertising 
about themselves and not enough valuable 
content. Use your posts to share interest-
ing or educational information about your 
industry. Promote others in your industry 
or re-post an industry association’s post 
(with attribution of course). Engage in 
conversations with your social media audi-
ence. Don’t just sell to them.

•	 Follow to be followed. Wonder why 
you don’t have followers on your pages? 
Try following others, and using some of 
the tips above to share and engage with 
others. I promise your number of follow-
ers will increase.

•	 Post daily. The world of social media 
moves much faster than other types of 
media. To compete, you need to be post-
ing daily, if not several times a day, to get 
noticed. Think about times when your 
customers might be online, and try to 
experiment with various times of day to 
arrive at an ideal schedule that works for 
your business.

•	 Automate but still show engage-
ment. While tools like HootSuite and 
auto-scheduling features on some social 
media sites can save you time, make sure 
you are still logging in several times per 
week to respond to requests, engage with 
others and see what everyone else is post-
ing. If you “set it and forget it” with your 
posts, you are missing out on the interac-
tion that makes social media such a great 
platform for communication. 

Susan Young is the owner of AimFire Marketing, a 
full-service marketing firm specializing in websites, 
SEO, blogging and social media management. For a 
complimentary marketing analysis session, visit her 
website at http://www.aimfiremarketing.com, call 
(317) 456-BIZ4U (2494), or email syoung@aimfire-
marketing.com.

Social media  
tips and tricks

COVER PART Y

RSVP by Monday October 6 at 
rsvp@morgancountybusinessleader.com 

or by calling (317) 418-7925.

We hope you can join us for Morgan County Business Leader’s 
October Cover Party sponsored by First Merchants Bank. Come 
for food, fun and networking at the Business Leader’s Premier 
Cover Party. Connect with your community’s business leaders, 
enjoy appetizers, and win prizes in this fast-growing, business-
to-business networking event, as we honor cover subjects: 

Tuesday, October 7 • 5:30 to 7:30 pm
Greg Hubler Chevrolet, 13895 Indiana 67, 

Camby, IN 46113

A nd you’r e  invited…

 YOUINSPIRE US
EVERY DAY Visit FranciscanStFrancis.org/Mooresville to learn more.

Where Morgan County Business Comes First

May 2014

Holloway Engineering and Surveying  
built on interest and experience

 YOUINSPIRE US
EVERY DAY Visit FranciscanStFrancis.org/Mooresville to learn more.

Where Morgan County Business Comes First

July 2014

Dr. Michele Moore sees hope in synergy 
between schools and business in Martinsville

Healthy schools, 
healthy businesses

Healthy schools, 
healthy businesses  YOUINSPIRE US

EVERY DAY Visit FranciscanStFrancis.org/Mooresville to learn more.

Where Morgan County Business Comes First

August 2014

Mooresville’s Rex Nichols 
Insurance Agency still thrives 

after 29 years in business

Silent Auction to benefi t Beacon of Hope Center for Women

 YOUINSPIRE US
EVERY DAY Visit FranciscanStFrancis.org/Mooresville to learn more.

Where Morgan County Business Comes First

June 2014

Successfully Merging the Past  
with the Present and the Future

Joanne Stuttgen

 YOUINSPIRE US
EVERY DAY Visit FranciscanStFrancis.org/Mooresville to learn more.

Where Morgan County Business Comes First

September 2014

Following prior generations’ lead,  
the Williams family builds a business 

that enhances Mooresville Shane and Rebecca Williams

Susan Young
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9943 E US Hwy 36, Avon 
(317) 272-9746 • www.hoosiertent.com

Tents & Accessories  
Tables & Chairs ✴ Linens

Flooring & Staging
Food Preparation

Inflatables & Games

A century of healing, hope and inspiring 
good health throughout Central Indiana

In an era of both innovation and uncertainty, two Sisters of 
St. Francis of Perpetual Adoration arrived in Beech Grove, In-
diana in 1909 at the invitation of Father Peter Killian, pastor of 
the fledgling Holy Name Catholic Church. 

The newly-formed city of Beech Grove was part of the indus-
trial community on Indianapolis’ south side, but no health care 
facilities were available for the workers or the residents, many of 
whom had nowhere to turn for medical treatment. The Sisters 
recognized this need and the opportunity to serve.

The Sisters traveled by buggy from Lafayette, Ind., where 
they had opened their first hospital in the United States, St. 
Elizabeth, in 1876. Founded in 1863 by Mother Theresia Bon-
zel in Olpe, Germany, the Sisters of St. Francis were known for 
living out the ideals of St. Francis of Assisi, caring for the poor 
and those in need of health care. 

“When Mother Theresia started our congregation, she didn’t 
intend to leave Europe,” said Sister Marlene Shapley, vice presi-
dent of mission services for Franciscan St. Francis Health. “But 
because of the culture war on the Roman Catholic Church, 
coupled with the invitation of Bishop Dwenger to establish a 
convent in Indiana, she placed her trust in God, put six sisters 
on a boat and sent them to America. And we flourished because 
of her faith.” 

After several years of construction and just before the start 
of World War I, on July 5, 1914, St. Francis Hospital was dedi-
cated to care for the sick in central Indiana. The original hospi-
tal building had 75 beds, offering medical and surgical services, 
an operating room, X-ray and laboratory facilities, a pharmacy 
and an emergency room. In its first full year, it admitted 347 
patients. 

Over time, the St. Francis Hospital expanded in size and 
fostered innovation. Record-setting and noteworthy additions 
included Indiana’s first cobalt radiation therapy area for cancer 
in 1957; the 1969 installation of a Coulter S. Blood Analyzer to 
provide complete blood analysis in 40 seconds; and the develop-
ment of a Special Care Nursery for ill newborns in 1975. 

By the time of the last expansion in Beech Grove in the 
1970s, the hospital included 500 beds. Through the 1980s, hos-
pital services and programs grew and more space was necessary 
to support new technologies and serve an ever-growing popula-
tion in central Indiana.  

In an effort to increase care across the region, the Indianapo-
lis hospital, located on Emerson Avenue, was constructed in 

1995. It offered space, interstate access and room to grow while 
still providing care to existing south side communities, as well as 
new communities.  

It first served as an outpatient center complementing the 
Beech Grove hospital. As needs in the communities continued 
to grow, a full range of inpatient services were added to the In-
dianapolis campus. 

However, as the model of health care changed, focusing on 
wellness and closer management of chronic diseases, inpatient 
stays grew shorter and fewer in numbers. At that time it became 
necessary to consolidate services to the Indianapolis campus and 
close the Beech Grove facility in spring of 2012. 

Though a difficult and carefully considered decision, combin-
ing the two hospitals under one roof enabled more efficiency 
and cost-savings, eliminated duplication of services and further 
enhanced the level of care patients expect and deserve.

In 2000, the Sisters pursued an opportunity to serve south-
west of Indianapolis and acquired Kendrick Memorial Hospital, 
now Franciscan St. Francis Health-Mooresville.  Kendrick had 
its earliest beginnings in 1881 with Clark Robbins, MD, and 
was one of the first facilities in the nation to provide specializa-
tion in colon and rectal care. Through its early years, and under 
the guidance of several physicians including William Kendrick, 
MD, in 1956, it flourished.  

Over time, its services diversified and grew to include inter-
nationally-recognized joint replacement surgery. Franciscan St. 
Francis Health added outstanding cancer care, obstetric services, 
outpatient surgery, imaging, lab and emergency services serving 
Morgan County, southwest Marion County and beyond. 

The latest addition to the central Indiana region is Franciscan 
St. Francis Health-Carmel, a new model of short-stay hospital 
which opened in mid-2012. It offers a variety of orthopedic and 
outpatient surgery, along with primary and specialty care offices 

and imaging, lab and physical therapy services.
Today, Franciscan St. Francis Health treats more than 23,000 

inpatients and 1.4 million outpatients yearly at its three cam-
puses. Many of its services are ranked nationally for clinical 
excellence. In fact, the Indianapolis campus has received the 
Healthgrades Distinguished Hospital Award for Clinical Excel-
lence for the past three years, placing it in the top 5 percent of 
hospitals in the nation. Heart and orthopedic services, among 
others, also received top honors for clinical care.

Franciscan St. Francis Health is a division of Franciscan Alli-
ance, which includes 13 hospitals in Indiana and Illinois. It also 
acquired what is now known as Franciscan Visiting Nurse Ser-
vice and Franciscan Immediate Care to better serve the growing 
needs of patients. Franciscan Physician Network, also a division 
of Franciscan Alliance, includes more than 200 primary and 
specialty care physicians in the central Indiana region alone. 

Although the system has expanded tremendously over the 
century, the Sisters have remained constant in their mission: 
“Continuing Christ’s Ministry in Our Franciscan Tradition.”

“As I look back on our 100 years, I see that our greatest 
strength with Franciscan Alliance, and in particular Franciscan 
St. Francis Health, is the Sisters’ and this organization’s com-
mitment to our mission and values,” said Robert J. Brody, presi-
dent and CEO of Franciscan St. Francis. “I feel blessed to be 
associated with this organization.”

Franciscan St. Francis is celebrating its 100th anniversary 
with activities throughout 2014. A permanent historical photo 
display was installed at Franciscan St. Francis Health-India-
napolis near the outpatient entrance and will feature a 100-year 
video later this year.

Employees will enjoy an old-fashioned picnic as well as have 
the opportunity to give back to the community through service 
projects. 

The public also is invited to join the celebration at the high-
light of this year’s events. The Franciscan St. Francis Health 
Centennial Gala is Saturday, Sept. 27 at the JW Marriot in 
Indianapolis. The gala will celebrate the compelling history of 
Franciscan St. Francis but will also focus on its future.

Proceeds from the event will benefit the hospital’s Hospice 
House, whose construction began earlier this summer. The fa-
cility is slated to open in 2015 and is expected to serve 600 pa-
tients and families annually.
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GREATER MARTINSVILLE CHAMBER OF 
COMMERCE 

WELCOME NEW CHAMBER MEMBERS!!!
Eric Lashbrook
Indiana Dream team (IDt)
Christina Fox
Three Pints Brewing Company 
For more information visit: www. 
MartinsvilleChamber.com

GREATER MOORESVILLE CHAMBER OF 
COMMERCE 

WELCOME NEW CHAMBER MEMBERS!!! 
Hoosier Vapor 
David Reddick 
For more information visit: www. 
MooresvilleChamber.com

TOWN OF MOORESVILLE - BUILDING PERMITS

Janet Thomas, N. Stonehedge Lane, Residential 
Accessory
Steve Surber, Pleiades Drive, New Commercial 
Construction
Linel, Linel Drive, Commercial Electrical
Kenneth Morgan, Slideoff Road, Residential Remodel 
James Thorp, Tincher Road, Residential Accessory
John Lambert, Slideoff Road, Commercial Electrical
Daniel Wilson, Bray Road, Residential Electrical
Bill Bryant, Allman Drive, Swimming Pool
Hoosier Vapor, State Road 67, Signage
Nerr Development, 542 & 544 Bridgestone Drive, 
New Residential
Shae Company, Commons West Drive, New 
Residential
Viewegh & Associates, Arrivall Parkway, New 
Residential

New Business Filings
Mark & Elizabeth Slack, Crafty Concepts Online
Justin Atha, Get It Done
Larry Henninger, G L Communications
Ryan O. Jones, Jones Auto Body
Stephanie Benson, Barshays
Stephanie Griffith & Lora Quinlan, Dust to Diamonds 
Cleaning LLC
Thomas Stierwalt, Anything Goes Waste Removal
Hannah Stewart, Mooresville Auto Detail
Michael Beisel, Beisel Properties
George & Ruth Brown, Brownies Woodcarving Supply
Neill Hully, Hully Electrical & Handyman Services
Bradley Wolff, Wolff Properties
William Partridge, Accent Construction Inc.
Linda Herner, Therapy Resources of Indiana
William Phillips & John Jones II, W E 3
John E. Brown, Browns Snap on Tools
Vickie Hamilton, Market Maidens
James Rollins, Rollins Drywall Plus
Daniel Richey, Richey Electric
Scott Dodson, Marvin MacGregor, & John Stuart, 
Phat Maccs Fitness
 

Sheriff’s Sales
Current updates available at http://morgancountyjail.
org/index_003.htm
Note: If you need any further information, please 
contact the attorney listed per each sale. We do not 
know what debts are owed on the properties, the 
condition of the home, and we do not have keys to 
the residence. All sales are held at 2:00 p.m. at the 
Morgan County Sheriff’s Department. If you are the 
successful bidder, you will be asked to bring in the 
full amount of the bid by 4:00 p.m. that same day. 
Funds must be in the form of a cashier’s check. We 
do not accept letters of intent to purchase from your 
bank. Not responsible for typographical errors.

Planner of note

Morgan County Leadership Academy 
visits Franciscan St. Francis

Create a business plan that 
leads to greater profits!
Inspire Results Business Coaching Of-

fers “Growth Plan Business Planning 
Workshop,” Fri., Sept 26, 2014, Hilton 
Garden Inn, 8910 Hatfield Dr., Indpls, 
46231, 9-4:00 pm. Hot lunch included.

In this fast-paced session, business 
owners discover the potential in their 
business by completing a 1-Page Strategic 
Plan. Then, they break it into quarterly, 
monthly, weekly, and daily goals getting 
a line-of-sight from daily tasks to their 
10-30 year purpose. Led by local business 
Advisor Roger Engelau, business owners 
step out of the day-to-day business for 
just 1 day, get organized, complete a pre-
scribed planning process, and walk away 
with an action plan that leads to greater 
profits and free time back.

For owners of businesses any size or 
industry. $247 at the door, $187 advance 
enrollment, and FREE to Inspire Results 
Business Coaching clients. Mooresville and 
Martinsville Chamber member price -- $97.

To enroll or for more information, 
contact Roger Engelau, 317-908-5809, 
Roger@InspireResults.com or simply en-
roll online at https://growthplansept26.
eventbrite.com

The Boys and Girls Club of Morgan County recently opened up an extension site at Newby Memorial Elementary on 
Tuesday, August 5, 2014. This program meets the needs of the local community by providing a fun, educational, and safe 
environment for the students of Newby Elementary. Those enrolled as members participate in homework time, core pro-
grams targeted for positive youth development, such as a drug prevention program, healthy lifestyle programs, and an 
academic achievement program to help increase grades and test scores. These programs are grouped with a fun environ-
ment to make them enjoyable for the members. Present attendance has reached an average of 70 kids a day.

The Morgan County Leadership Acad-
emy (MCLA) held their August session at 
Franciscan St. Francis Health – Mooresville 
with the theme of Health and Wellness.  
The participants heard a fascinating history 
from retired facilities director Dan Young, 
going back to the hospital’s founding at the 
turn of the 20th century.

After a tour of the entire hospital facil-
ity, the class heard about the status of pre-
scription drug abuse in Indiana from local 
resident Kristi Dunigan and Michelle Syb-
esma, both assigned to a special drug abuse 
task force by the Indiana Attorney General.

Another session offered a moving pre-
sentation of the League of Miracles, 
a sports league formed in Mooresville 
(leagueofmiracles.org) to offer recreational 
opportunities for those with special needs.  
The MCLA also learned about the two free 
medical clinics in Morgan County and an 
update on the two Morgan County Parks 
and Recreation projects outside of Paragon 
and in Waverly.

A big thank you to MCLA board mem-
ber Sarah Richardson for planning this 
month’s session. Next Month’s closing re-
treat will be held at Highland Lakes Camp 

outside of Monrovia.
The Morgan County Leadership Acad-

emy (MCLA) is a not-for-profit organi-
zation founded in 1994 whose mission 
is to build a stronger Morgan County by 
bringing together a diverse group of emerg-
ing and existing leaders to enhance their 
leadership skills, increase their community 
knowledge, and inspire their commitment 
to serve. Participants meet on the second 
Thursdays of the month from January-
September.

Boys and Girls Club extension opens at Newby Memorial Elementary 

Brigitte Gurden, Executive Director, Boys & Girls Club and Jim Hess, President,  
Mooresville Chamber of Commerce perform ribbon cutting at Newby Elementary School



 You 
 inspire us 
 everY daY

From the birth of your child to their first steps to their wedding day, life is full 
of blessed days. and days that just don’t go as planned. 

it’s these moments in your life that inspire us every day at Franciscan st. Francis 
Health – Mooresville. it’s why we provide the only labor and delivery program 
in Morgan County. it’s why we have a state-of-the-art emergency room with a 
medical staff trained in groundbreaking emergency protocols for heart attacks 
and strokes, an award-winning intensive care unit and a world renowned center 
for hip and knee surgery. and why we offer you and your family advanced 
cancer care, outpatient surgery and convenient lab and imaging services. 

and it’s why after 100 years of serving Central indiana, we’re committed to 
caring for you and your family for years to come.

Visit FranciscanStFrancis.org/Mooresville to learn more.


