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They say the only two things you can rely on are 
death and taxes. I think they need to add change 
to that list. It appears there are good changes and 
bad changes, expected changes and unexpected 
changes. In almost all cases, I 
think it’s fair to say that we tend 
to resist change when it occurs. 

This month’s Business Lead-
ers all faced some form of ex-
treme change in the course of 
their careers. Sometimes the 
change threatened their very 
livelihood. Perhaps how they 
handled those changes demon-
strates why they’re successful 
Business Leaders.

When Michael Smith pur-
chased Kathy’s Café in 1994, 
the small-town diner in Mor-
gantown had recently been 
voted the second-most popular 
dining destination in Indiana, 
serving a large, loyal out-of-
town following. After the 9-11 
attacks, many of his out-of-
town travelers’ destinations shut down, along 
with the other business along his street. Michael 
had to navigate the toughest decade the diner 
had ever faced and somehow keep the doors 
open.

When Scott and Teresa Terrell of Appraisal 
Express started their home appraisal business 
in 2006, their strategy was clear: build their lo-
cal network of banks and other lending institu-
tions to grow their reputation for accuracy and 
dependability. They quickly grew their territory 
throughout the county and beyond. Then in 2010, 
the housing market crashed and the government 
completely changed how appraisals were assigned. 
All those relationships and contacts were suddenly 
useless, and the Terrells found themselves compet-
ing with a completely different set of rules. It was 
now all restarting at ground zero.

Mark Andrews of Andrews Plumbing dis-
covered how a little proactive action never hurts. 
Secure in the plumbing job he’d held since high 
school, Mark pursued and obtained his license. 
Given the choice between taking the journeyman 
test and the contractor’s test, he opted for the 
contractor’s test. Why not? Even though Mark 

had no plans to go into business for himself, he 
figured it couldn’t hurt. At the time, he had no 
idea how much it would help!

The Business Leader who has seen the most 
change in her career is our cover 
story, Sharon Durham of First 
Merchants Bank is retiring 
from banking after 47 years in 
the industry! She remembers 
“real” banker’s hours, four days a 
week, all wrapping up by 3 p.m. 
Everything was processed on 
paper because computers were 
still several years in the future.  
Drive-through and Saturday 
banking didn’t exist. But Sha-
ron faced challenges far beyond 
technology and policy updates. 
At the beginning of her career, 
Sharon changed locations—of-
ten changing states—as she fol-
lowed her husband from station 
to station while he served in 
the Air Force. Later, she found 
shifting from commercial to 

community branches changed how the branch 
approached customer service, which is why she 
welcomed the change to come to Mooresville nine 
years ago. In that time, Sharon has served Mor-
gan County as Chamber of Commerce Director, 
President of the Lion’s Club, plus the Mooresville 
Revitalization Group, Treasurer for Kiwanis club, 
and so much more. 

On a personal note, Sharon Durham is a ter-
rific, charming lady, and doing business in Mor-
gan County will not quite be the same without 
her. We will miss her around the business com-
munity. However, as we adjust to this change, 
Sharon will now be spending more time with her 
husband, six grandchildren, and other local fam-
ily, and we wish her all the best. 

Perhaps change is just a matter of perspective. 
Perhaps it’s not the change that’s important, but 
how we respond to it. Something to ponder as 
you read this issue of the Morgan County Busi-
ness Leader.  

Jim Hess is the owner and publisher of the Morgan 
County Business Leader. You may contact him at  
jim@morgancountybusinessleader.com
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Is your plate full?
Is your plate full?  In our fast paced business world, many en-

trepreneurs simply don’t have enough time in the day to get every-
thing done.  Unless we are extremely organized, it is often difficult 
for the typical business owner to really focus on what is most im-
portant every day in the life of their firm.  

One way to approach this challenge is in trying to work a little 
smarter.  You may or may not have heard of the Pareto Principle, 
but you may know the 80/20 rule.  According to this observation, 
20% of something can often be responsible for about 80% of the 
results.  As examples, Mr. Pareto noticed that 20% of the people 
owned approximately 80% of the land in his country, and it is be-
lieved that 20% of patients currently use about 80% of the health 
care resources in the United States.    

So what does this have to do with small business?  You can 
manage your operation a little more efficiently and effectively with 
some applications of the Pareto Principle.  For example:

If 20% of your customers/clients represent about 80% of your 
current sales, cash flow and profits, then it may be critical for you 
to identify and focus on these higher volume users of your prod-
ucts/services to make absolutely sure they know they are valued by 
you and your firm.

If 20% of your customers/clients represent about 80% of your 
problems, such as past due balances and product returns, then it 
may be essential for you to clearly communicate your policies to 
these worst offenders, and consistently apply incentives to encour-
age good behavior and/or penalties to discourage bad behavior, in 
order to minimize the impact to your bottom line.

If 20% of the part numbers in your inventory generate about 
80% of your sales, then it may be profitable to relentlessly focus on 

and monitor the inventory levels of the key higher volume num-
bers to help insure that you are never out of stock of these criti-
cally vital products.

If 20% of the line items in your budget represent about 80% of 
your operational expenses, then it may be vital for you to continu-
ally monitor those costs and consistently seek out new ways to 
lower them, to make sure that you are on track to achieve your ob-
jectives and help insure your profitability.

I’m sure that you get the idea.  You only have so many hours 
each day to manage your operation, so you need to use this pre-
cious time as wisely as possible for the maximum benefit to your 
company.  With the help of the Pareto Principle, perhaps you can 
enhance your productivity by focusing on the 20% of your daily 
activities that have the largest 80% impact on your overall goal 
achievement and business success.

Larry White is a business advisor for Central Indiana small business de-
velopment center. In addition, Larry has been an adjunct instructor for 
Indiana Tech’s College of Professional Studies program since 1996, teach-
ing a variety of evening undergraduate and graduate business courses.  He 
earned his bachelors degree in economics & political science from Indiana 
University in 1973, and received his masters degree in business manage-
ment & administrative studies from IU in 1986.    

Larry White

John Ehrhart  |  1010 N. Old State Road 67, Mooresville  |  317.834.4100  |  jehrhart@firstmerchants.com

First Merchants Bank
Banking Solutions for Business Owners

Michael Joyce  |  Meridian Plaza, Indianapolis  |  317.566.6151  |  mjoyce@firstmerchants.com

1.800.205.3464 |  www.firstmerchants.com

Knowing who to trust and surround yourself with is a key to success 
in business. At First Merchants, our Business Bankers provide 
solutions that meet your unique needs, while providing the service 
you expect from a community bank.

We know your business and your life are not separate issues.  Work 
with a team that knows both the professional and personal side of 
running a business.

Sound advice, solutions that meet your needs and superior service. 
That’s the Strength of BIG and the Service of Small. 

That’s First Merchants!

Michael Joyce

John Ehrhart

Small business managements using the Pareto Principle
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Mike Smith, owner
Kathy’s Cafe

159 W. Washington Street
Morgantown, IN 46160

812-597-2729
Hours of Operation

Monday, Tuesday, Wednesday, 
Friday and Saturday

11 a.m. - 7 p.m.

Kathy’s Cafe

Call for your FREE Business Assessment Report ($250 Value)

Would you like your Accountant to increase 
your profits, lower your taxes and help you 
control you cash?

Website: www.plussideaccounting.com  E-mail: profits@plussideaccounting.com
Linda K. Schilling - (765) 432-2938

PLUS SIDE
ACCOUNTING

over 40,000 items available 
for free next day delivery

159 North Main Street
Martinsville, Indiana 46151

Fast, Friendly,  
No-hassle Service.

10% oFF 
your order with web code: MCBL

Dining tradition continues at Kathy’s Café Morgantown

By Bob Sullivan
Morgan County Business Leader

“9-11 changed everything,” said Mike Smith, 
co-owner of Kathy’s Café with wife Cathy since 
December 1994. He admits they’re riding out 
some tough times, but sees signs things may be 
starting to turn around.

The irony of his wife’s name is not lost on 
them, but changing the name was never a con-
sideration. “Back in the 80s, The IndyStar held a 
contest, asking people to rank their favorite res-
taurants, and Kathy’s Café ranked second. Since 
then, Kathy’s Café had grown a significant out 
of town customer base, so it just made sense to 
keep the name.” 

According to Mike, the name goes back to 
1951, with the restaurant founders, though they 
only retained ownership for two years. “Kathy 
was the name of the daughter of the original 
owners. The wife was battling an extensive ill-
ness, which was why they sold the business after 
a fairly short time. The Café passed through sev-
eral owners from 1953 to 1955.” 

Mike recalls, “We purchased the Café from 
Ruth and Connie Snyder, a mother and daugh-
ter who’d owned it since July 1955—40 years!” 
Mike remembers that the Snyders were “burned 
out after 40 years—Ruth was 80 at the time.” 
The Snyders shut down Kathy’s Café Labor 
Day Weekend 1994. The Smith family, in equal 
partnership with another family, reopened in 
December 1994. Mike and Cathy obtained sole 
ownership in October 2002.

Along with the name, Mike and Cathy kept 
the Café’s formula of success: down home cook-
ing, a rotating array of three dinner entrees every 
day, fresh homemade pies, and a stable menu of 
sandwiches and sides.

Mike grew up in Tipton County, and traces his 
food service hospitality experience back to when 
he was a student at Purdue University. “Once 
you discover you have a talent for it, it gets in the 
blood. At Purdue, I was pursuing agricultural edu-
cation, but took a part-time job at the Ramada 
Inn Lafayette. I stayed within the hospitality in-
dustry throughout my career. I met my wife while 
working at a hotel in Indianapolis—she was a 
waitress, I was the front office manager.”

Mike and Cathy married in August 1977, and 
served as the directors of the Future Farmers of 
America in Trafalgar for 12 years. “I continued at 
Jonathan Byrd’s, she worked 
at the Morgan County Inn. 
We moved to Morgantown 
in June 1990. I had a hectic 
schedule, between the events 
at the track, the catering, and 
my normal duties, so when I 
heard Kathy’s Café was clos-
ing, I was very interested.”

Mike remembers the at-
traction. “Kathy’s Café had 
succeeded for over 40 years 
being closed on Sundays, one 
of my most hectic event days. 
I had middle school aged kids 

and I wanted the flexibility in my schedule to 
spend more time with them.

Mike admits that the economy has hit the 
restaurant industry hard, the small town café 
hardest. “Things have never been the same since 
9-11. At first, we had a huge influx of customers 
because no one traveled--they took day trips. We 
hit our biggest numbers after that. Then we had 
the war, the gas prices, the housing market--the 
list goes on. We cut our paid staff back from 22 
to 5. We stopped serving breakfast in January 
2008. We’re well past the point where we should 

raise prices, but with business already down, how 
do you find that balance?”

According to Mike, Kathy’s Café is now the 
only original business on their street still operat-
ing since they took over in 1994. “In our early 

years, we had a large contingent of customers 
from out of town, and that has been nearly non-
existent in recent years, with so many destination 
locations closed down. If we see an upswing in 
the economy in the next couple of years, we’ll 
see that business continue to pick back up. We’re 
starting to see some indicators this might be 
the case. As new businesses move in, we see a 
rise in our numbers. Right now we have a few 
places opening, and we’re seeing some increases. 
I still think that the small mom and pop shops 
have been, and continue to be, a backbone of the 
American economy.”

Cathy and Mike have raised two children-
-daughter Traci and son Eric. Eric works at the 
Café as the mainline cook. Traci is a contractor 
in support services for the National Guard. 

Mike Smith
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Appraisal Express finds success following industry upheaval

Scott and Teresa Terrell, owners
1989 East Morgan Street

Martinsville, IN 46151
317-460-3418 or 317-432-3791

appraisalxp@yahoo.com

Appraisal Express

“We begin every appraisal 
confirming the basics,” said 
Teresa Terrell. “We confirm if 
it’s a ranch or a two-story, floor 
plan, amenities, improvements 
and maintenance. 
Homeowners concern 
themselves over normal wear 
and tear that just comes with 
being lived in—it doesn’t really 
matter if the bed isn’t made 
or if there are dishes in the 
sink. Cracks in the foundation, 
broken windows, damage that 
would affect living conditions-
-those sorts of things will 
impact the value of your home 
in a negative way.” 

On home appraisals

By Bob Sullivan
Morgan County Business Leader

Husband and wife Scott and Teresa Terrell 
formed their appraisal business in July 2006, 
quickly landing business as a result of their joint 
efforts. They were unaware that four years into 
their business, the appraisal industry would un-
dergo a shift that would find the Terrells and all 
other property appraisers starting over at ground 
zero.

Teresa became a realtor in 2001, while Scott 
was employed as a manager for an automotive 
manufacturer in Franklin, Indiana. Scott started 
handling residential real estate in 2003. “I tried 
to do both, with the real estate on the side.” Te-
resa, meanwhile, had expanded into residential 
appraisals to generate a more steady income in a 
slumping housing market.

According to Scott, partnering with his wife 
to form their own business just seemed natural. 
“You work for others for a cut, and it was clear 
we could handle it ourselves and do much better. 
Our business took off pretty fast, much better 
than either of us expected, and we grew our local 
business partnerships quickly.”

Teresa explained, “When we started out, we 
knocked on the doors of different lenders to get 
onto their appraiser list, and they either gave us 
a shot or they didn’t. If they did, we had that one 
chance to make a great impression—getting the 
report to them early and accurate was key, along 
with being easy to work with. If you made a 
good first impression, the lenders tended to keep 
using you.”

And then, in 2010, following the housing 
market crash, everything changed. “The govern-
ment wanted to crack down on fraud--some 
appraisers and their lenders were fixing inflated 
rates. Suddenly all appraisers were required to be 
handled through appraisal management com-
panies to prevent contact between the appraiser 
and the lender. The bank or mortgage institution 
sends a request to the management company 
which in turns disburses the orders to their team 
of appraisers,” said Teresa. “So instead of knock-
ing on lenders’ doors, we had to start over and 
apply to management companies.”

Scott admits, “We were pretty upset about it. 
You go for years establishing your client base, 
and all of a sudden they take that away from 
you and insert a third party that gets some sort 
of commission for our work.” Teresa adds, “We 
could be doing work for some of our old clients, 
but due to the now blind-draw we don’t know 
it.”

Now that they’ve adjusted to the change, 
Teresa believes it’s worked out for the best. 
“Months before the changes went into effect, 
we started getting emails from the management 
companies. Some were offering cut rates, while 
others were setting pretty good percentages. Be-
tween the two of us, we were able to cherry pick 
the best offers, and once things settled down, it 
turns out we’re busier than ever, and bringing in 
more business than we had in the past. Plus, with 
most of our communication with the companies 
now being online, it keeps everything profes-
sional and simple.”

Teresa also cites the homeowners’ trend to-
ward refinancing as a big reason for their rise in 

business. “An appraisal is a part of the refinanc-
ing process. There are some homes we have ap-
praised two or three times for refinancing in the 
last couple of years.”

With the steady increase in business and a 
need to store more paperwork, Scott and Teresa 
eventually found they needed to move the busi-
ness out of their home and in to dedicated office 
space, which they began occupying in December 
2011.

Scott and Teresa were both born and raised in 
Martinsville. They both have children through a 
previous marriage. “We met through our kids,” 
said Scott. “We have boys that are the same age, 
and they played on the same sports teams.

Scott and Teresa Terrell
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At Home Banksb,  
the feeling is Mutual.

With mutuality, we’re partners with you...

As a mutual, we have been owned by our customers 
since our origins over 120 years ago. With no 
stockholders or private ownership, our profits are 
allocated entirely to our capital reserves. The result is 
great stability, safety and strength for the future. 

And mutuality has also provided us with the 
opportunity to focus more resources back into our 
community, where it makes a difference for all of us.

Just another reason...

Member

By Bob Sullivan
Morgan County Business Leader

The Martinsville Chamber of Commerce held 
its monthly luncheon Friday, May 18, in the Lu-
cille Sadler Room of the Morgan County Ad-
ministration Building. Ross Holloway of Hollo-
way Engineering and the Martinsville Engineer 
addressed the crowd to discuss the upcoming 
Annexation proposal.

Chamber Treasurer Dair Grant, in his intro-
duction of Holloway, said: “A few years ago, the 
Chamber partnered with the city and other or-
ganizations...to create an economic development 
plan for Martinsville. Unlike other plans, this one 
didn’t sit on the shelf and collect dust. Much of 
the plan has been accomplished or is in progress.  
One of the major recommendations....was a plan 
for positive growth—an Annexation plan. The 
City of Martinsville has been working on this for 
a couple of years and is now proposing to annex 
certain areas of this county. Like many growing 
pains, this process doesn’t come without some 
controversy.”

During his presentation, Ross Holloway called 
the Annexation “probably one of the most im-
portant issues to affect Martinsville in, not only 
my lifetime, but several lifetimes.” He said city 
support of annexation was important to “our 
children, our children’s children, and on into the 
future as far as any of us can ever dream.”

Ross displayed the proposed annexed area in a 
Power Point presentation as he spoke, indicating an 
expansion of the city’s border, mostly affecting the 
west side of Martinsville, what Holloway called “A 
little over ten miles if you flew like a crow.”

Holloway explained, “The primary purpose of 
our Annexation was to provide areas for shovel-
ready projects, growth of industry, and have in-
dustries that we could afford to provide utilities 
to, with ready access to good transportation, and 
with soils and geology that are suitable for large 
industries. This plan fits the bill.”

According to Holloway, “We have been work-
ing with I-69 for several years to influence them 
to put the interchange at Liberty Church Road 
as opposed to Paragon Road. Until recently, their 
inclination was to put the interchange at Paragon 
Road. [Martinsville] Mayor [Phil] Deckard, in 
a letter to INDOT, explained that it’s extremely 
important to Martinsville’s future that we have 
the interchange at Liberty Church Road. While 
we have no guarantees what INDOT will do, 
we have a greater influence with the Annexation 
than we would otherwise.”

Holloway commended Martinsville for its 
recent acquisition of “For Bare Feet” but added 
“if you look around Martinsville, there is almost 
no place for any industry of any size to move in 
to. We have very few empty buildings, and we 
certainly don’t have any vacant or undeveloped 
ground other than a few acres here and there. 
I think you’d be hard-pressed to find five acres 
suitable for industry.”

Holloway called economic development the 
“primary reason” to move forward with annexa-
tion. “We’re not out to get you because you make 
a lot of money or pay a lot of taxes—it is entirely 
about economic growth and economic vitality. 
So the question becomes, why are we annexing 
so many residential homes?” Holloway cited de-
mographics as the reason. “When someone calls 
up the demographics of Martinsville, the num-
bers will show well-educated people, disposable 
income, a ready workforce, good schools, and a 
little large population.” Holloway called 15,000 
a “magic number” that gets more attention from 
developers. “With Annexation, we won’t quite be 
there, but we will be very, very close.”

Holloway emphasized, “All of you with ser-
vices to sell, products to sell, money to loan...
there’s a finite market without growth. Without 
Annexation, we see no future for growth in Mar-
tinsville. Our goal is to provide good paying jobs 
in Martinsville and cut back on the commute 
to Bloomington or Indianapolis, so there’s more 
disposable income to spend in Martinsville.”

Holloway admits that “with the services Mar-
tinsville will be providing, for the typical resi-
dent, there will be a savings per year of around 
$150 to $300. Real estate taxes will go up, no 
question about it, somewhere between 46-80%, 
but that’s offset by lower homeowner’s insurance 
and waste collection provided by the city.”

The idea behind Annexation is to “leverage 
everything we have so we look more attractive 
to companies. We’re competing against every 
other city our size in Indiana, if not the Midwest 
and the nation, and it’s important that we stand 
out. If we have 600 acres south of Indian Creek 
with an interchange right there...people will be 
knocking on your door.”

During the short question and answer session, 
Holloway acknowledged the Morgan County 
Economic Development Corporation does not 
have shovel-ready sites ready within the pro-
posed annexed area, explaining that most areas 
would require “a year and a half to two years” of 
preparation before any sites might be ready.

Martinsville annexation discussed 
during chamber luncheon

Missed an issue? Visit our website
www.morgancountybusinessleader.com
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By Bob Sullivan
Morgan County Business Leader

Sharon Durham is retiring, concluding 47 years in banking, customer service, 
and community leadership. She ends on a high note: nine years as Bank Manager 
of the First Merchants Bank in Mooresville. She and Steven, her husband of 45 
years, have raised three children, and with six grandchildren, a retired husband, 
and a brother and sister who reside locally, Sharon has made the decision to 
spend more time with her family.

She admits the decision is bittersweet, and without a doubt the local commu-
nity will miss her as much as she will miss them. Sharon’s contributions to Mor-
gan County include serving as President of the Lion’s Club, serving three years as 
Director of the Mooresville Chamber of Commerce, filling the role of Treasurer 
of the Kiwanis Club, and serving on the Mooresville Revitalization Group. In-
deed, it was the chance to interact with the local community that drew Sharon to 
accept the Mooresville position in the first place.

Sharon notes that in an industry filled with fast turnaround, the directorship of 
First Merchants marks the longest she’s remained with a single branch, and says 
that Mooresville is where she has made the biggest impact and the most friends.

Sharon grew up with her family moving several times between the south side 
of Indianapolis, and Tampa, FL. She graduated high school and ultimately re-
turned to Center Grove. “I went to work for Block’s in Southern Plaza, and just 
around the corner was an AFNB bank. I started there in March 1967 as a float 
teller. A couple years later, I married, and Steven joined the air force. Banking was 
a good industry in my situation, because I could find a job at a local bank wher-
ever he was stationed.”

Sharon recalled, “Once we started having our family, banking offered a lot of 
flexibility. Banking hours were “real” banking hours back then,” she said with a 
laugh. “There were no Saturday hours, no drive-ins, we worked nine to three, 
and we were home by four. In some county banks, you took Wednesday off and 
worked on Saturdays, but even then, only until 1 p.m.”

Nine years ago, while working at a bank in Beech Grove, Sharon received a call 
from a recruiter to join the Mooresville branch as the director of then-Lincoln 
Bank. “The recruiter called it a community bank; at the time I was with a ‘com-
mercial bank,’ which didn’t offer many community opportunities. Lincoln Bank 
was local, and had only a few branches. When we interviewed, the bank president 

On the occasion of Sharon 
Durham’s retirement, First 
Merchants Bank Business 
Development Officer John 
Ehrhart had this to say: “I would 
like to wish Sharon a long and 
enjoyable retirement. We have 
worked together for the past six 
or seven years in the Mooresville 
market. She has done a wonderful 
job of establishing a strong banking 
relationship with many fine 
customers of the bank. Her most 
recent challenge was providing 
a smooth transition from Lincoln 
Bank to First Merchants Bank in 
2009. 

“Under her leadership, the 
Mooresville staff has remained 
committed to providing excellent 
customer service, along with a 
friendly smile. While she excelled 
during her long and successful 
banking career, she has served 
as President of the Mooresville 
Lions Club and Treasurer of the 
Mooresville Kiwanis Club. The bank 
and community have been blessed 
to have Sharon Durham as a silent 
established leader in so many 
areas. We wish her and her family a 
wonderful retirement.” 
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By Bob Sullivan
Morgan County Business Leader
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accept the Mooresville position in the first place.

Sharon notes that in an industry filled with fast turnaround, the directorship of 
First Merchants marks the longest she’s remained with a single branch, and says 
that Mooresville is where she has made the biggest impact and the most friends.

Sharon grew up with her family moving several times between the south side 
of Indianapolis, and Tampa, FL. She graduated high school and ultimately re-
turned to Center Grove. “I went to work for Block’s in Southern Plaza, and just 
around the corner was an AFNB bank. I started there in March 1967 as a float 
teller. A couple years later, I married, and Steven joined the air force. Banking was 
a good industry in my situation, because I could find a job at a local bank wher-
ever he was stationed.”

Sharon recalled, “Once we started having our family, banking offered a lot of 
flexibility. Banking hours were “real” banking hours back then,” she said with a 
laugh. “There were no Saturday hours, no drive-ins, we worked nine to three, 
and we were home by four. In some county banks, you took Wednesday off and 
worked on Saturdays, but even then, only until 1 p.m.”

Nine years ago, while working at a bank in Beech Grove, Sharon received a call 
from a recruiter to join the Mooresville branch as the director of then-Lincoln 
Bank. “The recruiter called it a community bank; at the time I was with a ‘com-
mercial bank,’ which didn’t offer many community opportunities. Lincoln Bank 
was local, and had only a few branches. When we interviewed, the bank president 

talked about how community outreach was a priority to them, and that was defi-
nitely something I wanted to get back to.” She was glad the community focus did 
not change with the merger with First Merchants Bank in 2008.

“I joined the Mooresville Chamber shortly after accepting the position,” Sha-
ron recalled. “I’d been involved in Kiwanis in Florida, and was pleased to learn 
there was a Kiwanis Club in town, so I started attending that pretty early.”

Eventually, Sharon would serve as Director of the Chamber from 2005-2008, 
and serve as treasurer on the Kiwanis board.

Sharon also served on the Mooresville Revitalization Group. She is a past 
President of the Lion’s Club, and continues to serve as Chairperson for the Old 
Settler’s Festival. “Morgan County has driven, talented people determined to 
make positive things happen. Working together, we brought the Boy’s and Girl’s 
Club back, have made huge strides on the construction of the League of Miracles 
playing field, which should open very soon. We’ve seen tremendous growth with 
the Chambers over the last nine years. I’m thrilled to have been a part of it.”

Sharon and Steve have resided in Monrovia for over 20 years. “I would com-
mute to Greenwood, even though I lived in Monrovia, and was out of touch with 
what was happening in my own community. It was a huge plus to work in my lo-
cal area with a unique opportunity to get directly involved.”

In looking over her career as a banker, Sharon says, “Customer service is always 
a priority, and for a local bank, so is developing community relations. The entire 

community is very caring; we have some of the best customers—they become 
part of the family.” 

Sharon concluded, “This isn’t really goodbye. I’ll still be a part of the communi-
ty organizations where I’ve served, and will continue in those roles.” May 25 was 
Sharon’s last day with First Merchants Bank. 

Sharon Durham, Mooresville Banking Center Manager
1010 N. Old State Road 67, Mooresville, IN 46158

317-834-4100
Hours of Operation

Monday-Thursday 8:30 a.m. - 5 p.m. (Friday until 6 p.m.)
Saturday 8:30 a.m. - Noon
www.firstmerchants.com

“The strength of big, THE SERVICE OF SMALL.”

First Merchants Bank

On the occasion of Sharon 
Durham’s retirement, First 
Merchants Bank Business 
Development Officer John 
Ehrhart had this to say: “I would 
like to wish Sharon a long and 
enjoyable retirement. We have 
worked together for the past six 
or seven years in the Mooresville 
market. She has done a wonderful 
job of establishing a strong banking 
relationship with many fine 
customers of the bank. Her most 
recent challenge was providing 
a smooth transition from Lincoln 
Bank to First Merchants Bank in 
2009. 

“Under her leadership, the 
Mooresville staff has remained 
committed to providing excellent 
customer service, along with a 
friendly smile. While she excelled 
during her long and successful 
banking career, she has served 
as President of the Mooresville 
Lions Club and Treasurer of the 
Mooresville Kiwanis Club. The bank 
and community have been blessed 
to have Sharon Durham as a silent 
established leader in so many 
areas. We wish her and her family a 
wonderful retirement.” 

From left, Sharon Durham, Debbie 
Noel, Abby Pratt and John Ehrhart
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Small business accounting: A fresh 
perspective on an old profession

Every small business starts with an energetic and passionate 
business owner who wants to provide the public with a valuable 
product or service. Yet often, the firm foundations of a successful 
business are not executed and because of limited knowledge and/
or resources, that passionate business owner fails in the realization 
of his or her dream. In fact, approximately half of all new busi-
ness ventures fold within the first six months. The key to changing 
this trend is to understand why this happens and to implement a 
model for success.

There are three aspects of a business that must work in sync in 
order to prosper: production, marketing and accounting. 

1. Production – Businesses are started because someone has 
a passion for a product or service that they want to offer to 
the public. It needs to have some type of value to a client in 
order to sell.

2. Marketing – An entrepreneur must have the knowledge 
and ability to market this product with an understand-
ing of the best techniques currently being used to get that 
product recognized and sold to the public.

3. Accounting – It is through your accounting system and 
processes that you access an in-depth knowledge of your 
business’ financial health in order to identify and solve 
problems quickly and efficiently before they become insur-
mountable. 

A weakness in any of these areas can reduce profitability and 
inhibit growth. Though production and marketing are essential, for 
this article we will focus on small business accounting. 

Accounting is the numerical language of business; it is the ba-
sis for all business decisions. It can help identify weaknesses and 
strengths in the other two areas. For instance, proper financial track-
ing can tell you if your marketing campaign is working or if your 

product pricing is making a healthy and competitive profit. Without 
this basic knowledge, a business could be headed for failure.

QuickBooks is a very popular and valuable tool for a business 
owner and many entrepreneurs decide this option is best for them 
because of cost. However, QuickBooks can’t make you a good ac-
countant any more than MS Word will make you a great writer. 
Intuit created a powerful software tool, but a working knowledge 
of accounting is essential to benefit from its capabilities…you don’t 
know what you don’t know. An accountant’s experience can un-
lock an understanding of the business’ financial heartbeat that will 
make him/her worth their weight in gold.

Many small business owners view accountants as someone who 
does their taxes or payroll or some other task-driven function. I am 
not totally convinced that this general perception is unwarranted 
and regardless of how the profession got to these crossroads, what 
is needed for business prosperity is recognition of the important 
asset a good accountant can be to the success of a business venture. 

Being a small business owner is often a trial by fire. There is a 
balancing act between resources, knowledge and time, which leaves 
the entrepreneur feeling overworked, stressed and tired of per-
forming tasks that they have to do instead of enjoying the fruits 
of their labor. Unfortunately, the high cost of quality accounting 
has always been a serious deterrent to small businesses and start-

ups. Thankfully, there is a virtually unknown affordable alternative 
available to the public. A rapidly growing movement within the 
accounting field is providing a service called 100% Accounting. 
The professionals in this field partner with small business owners 
and together they work to help a firm to grow and profit from all 
their hard work. This discipline helps guide the business owner, 
identifying both internal and external business conditions, en-
abling the ability to react and solve problems quickly and efficient-
ly, which allows a firm to capitalize on opportunities. 

A professional that practices 100% accounting provides you 
with accurate financial reporting and management level exper-
tise that is customized to the needs of your business. This service 
includes everything from simple bookkeeping to the higher level 
benefits larger businesses reap from having a full-time Controller 
or CFO. Their modest fees can be recuperated through increased 
profits, reduced taxes, efficient cash management, and an increase 
in the valuable commodity of time. The business owner can then 
have the ability to concentrate on where they choose to spend 
their free time…enjoying their lives and family or growing their 
business.

In this difficult economic environment that we are all facing, it 
is extremely important for small businesses to have alternatives to 
what they are currently offered from the accounting profession. 
They deserve the personalized care and advice that larger firms re-
ceive. The solution is 100% Accounting. 

Linda Schilling is the founder of Plus Side Accounting in Martinsville, IN. 
She is a distinguished graduate of Franklin Pierce University earning a BS 
in Accounting and is a Certified QuickBooks Specialist. With over 20 years’ 
experience in small business accounting and management, she partners 
with small business owners to foster their growth. Contact Linda at www.
plussideaccounting.com or (765)432-2938.  

Linda Schilling

In short they want an “experience,” and 
they’re willing to pay $4 a cup to get it.

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

www.AmericanSrCommunities.com
CMG 110218

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



www.morgancountybusinessleader.com Morgan County Business Leader June 2012 | 11

Why the sale is really lost?
Believe it or not, there are only five outcomes 

to any sales conversation. When one person (the 
salesperson) attempts to influence another per-
son (the prospect) to make a purchase of any 
type, knowing there are only five outcomes can 
help you increase your sales. 

The five possible outcomes are:
•	 The prospect buys.
•	 The prospect does nothing.
•	 The prospect delays taking action.
•	 The prospect makes a purchase from a com-

petitor.
•	 The prospect buys a different solution.
The challenge to most salespeople is that they 

think only the latter two are the reason when a 
sale is not made. That is flat out wrong. 

Just about every salesperson will guarantee you 
that the sale they just lost went to their competi-
tion; usually at a lesser price or perhaps because 
the prospect purchased an item they couldn’t, or 
didn’t, offer. They are so confident in that fact 
that they don’t bother to follow-up with the 
prospect and see what really happened. 

The reality is that the prospect may have just 
not bought – from anyone. And that is where 
there is opportunity.

It’s at this point that the quote by the late 
great and legendary basketball coach and Hoo-
sier, John Wooden, comes to mind. Wooden 
said, “It’s what you learn after you know it all 
that counts.” To me, that means when you think 
you’ve lost the sale, you need to find out what 
really happened or why the sale was lost. Either 
way, you’ll learn much from the conversation. 

What often happens is this: It’s human na-
ture that people refrain from making a decision 
almost at any cost. According to Dan Kennedy, 
best selling author, copywriting king and market-
ing guru, “there are more non-buyers than buy-

ers.” You see Dan knows human nature and he 
knows that immediate and persistent follow-up 
will close more sales than other thing a salesper-
son can do. Dan also knows that most all sales-
people, maybe even you at this point, say some-
thing like “but my clients are different.” Well, I 
have news for you - they’re not! Why? Because 
it’s human nature. 

It’s unfortunate, but true, that prospects lie. 
Really they do. Why? Simply put, it’s one of 
the systems for not buying. How many times 
have you gone shopping for something specific, 
walked into a store and been greeted by some 
young eager salesperson asking, “Can I help you?” 
and you respond, “No, I’m just looking”? 

Then when you can’t locate the item you want, 
you notice you can’t locate that young eager 
salesperson, or worse yet, they are talking to the 
other young eager salespeople. It’s at that point 
you become frustrated and leave the store. The 
salesperson has not followed up and therefore, 
has lost a pretty certain sale. You became a non-
buyer.

If you don’t have a system for selling, you fall 
prey to the prospect’s system for not buying. As 
a salesperson, the question you need to ask is, 
“Who has the better system?” 

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

Jack  
Klemeyer

The reality is that the prospect may have just not bought – 
from anyone. And that is where there is opportunity.

Indiana tobacco quitline
A state resource: The Indiana Tobacco Quit-

line 1-800-QUIT NOW (800-784-8669) is a free 
phone-based counseling service that helps Indiana 
tobacco users quit. Funded by the Indiana State 
Department of Health-Tobacco Prevention & Ces-
sation Commission, the Indiana Tobacco Quitline 
offers experienced Quit Coaches trained in cogni-
tive behavioral therapy. Quit Coaches are available 
seven days a week from 8:00 am to 3:00 am EST. 
Translation services are available in Spanish and 
more than 170 other languages. Services are also 
available for the hearing-impaired.

Quitline participants receive:
•	 Four pre-arranged calls with a Quit Coach
•	 Unlimited call-in privileges
•	 Ten pre-arranged calls for pregnant women
•	 24-hour access to interactive website
•	 Support materials
The Quitline provides services for family and 

friends who want to help loved ones quit tobacco. 
This is an excellent opportunity to show support for 
someone trying to quit.

Employers, promoting the Indiana Tobacco 
Quitline and helping employees break their tobacco 
addiction is good for business.

Helping smokers break free
•	 Almost 50% of current smokers are aware of 

the Quitline.
•	 Approximately 33% of Quitline participants 

report being tobacco free after 13 months.

Additional resources
•	 Employers interested in additional informa-

tion on how to create and support a tobacco-
free workforce should visit these sites:

•	 Indiana Tobacco Quitline: www.indianaqui-
tline.net

•	 Quit Now Indiana: www.quitnowindiana.com
•	 Centers for Disease Control and Prevention 

– Smoking & Tobacco Use: www.cdc.gov/
tobacco

•	 National Business Group on Health: www.
businessgrouphealth.org/tobacco

•	 Partnership for Prevention: www.prevent.org

For more information on how you can begin helping 
your employees quit tobacco, contact Jennifer Walker, 
Tobacco Project Coordinator at Jennifer.Walker@
healthiermorgancounty.org.
1Partnership for Prevention. “Investing in Health. Proven 
Health Promotion Practices for Workplaces.” May 2008.

Jennifer 
Walker
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By Elaine Whitesides
Morgan County Business Leader

Don’t look to Mark Andrews to fit the ste-
reotype of the traditional plumber or entre-
preneur. “I do wear work pants,” Andrews says, 
adding with a grin, “with a belt.” Jokes aside, 
this 30-year-old has set out in his own Morgan 
County plumbing business. 

“I had no intention of owning my own busi-
ness,” Andrews says. However, when he took the 
test to become a licensed plumber all those years 
ago, he took the contractor’s test instead of the 
journeyman’s test because, as he says, “There was 
no good reason not to (take it).” 

That decision served him well because that is 
the license a plumber must have to own a busi-
ness. 

The business he didn’t plan to have come 

about, did so because he, like so many others, 
lost his job. It was the job he took soon after 
high school. “I never had a clear image of what 
I wanted to do,” Andrews says, “so I didn’t go 
to college.” The owner of a plumbing company 
offered him a job and the opportunity to go to 
trade school to become a licensed plumber. Still 
living at home and engaged to be married, he 
took it.  

Through the years, Andrews has discovered 
something about himself and his trade. He says, 
“God gave people spiritual gifts and one of them 
is “helps others”. God gifted me with the gift of 
helps. I firmly believe I am here to help people 
and plumbing is what I know, so that’s why I use 
it to help people now. That’s what I do.”

He never missed a beat when the job ended 
just over a year ago. “I immediately started work-
ing for myself. I already had my van and my 
father-in-law gave me an early birthday present 
of lettering on the van. I added a phone number 
and started the paperwork,” Andrews explained. 

Staying true to his gift of helps, Andrews 
does only residential service and remodel work 
– no new construction, commercial or industrial 
projects. Plumbing is not just fixing water leaks. 
Plumbers take care of anything having to do 
with pipes inside the walls of a house– from gas 
lines for a gas fireplace or oven to sump pumps, 
new or replacement faucets, toilets and sinks. He 
also has run water lines for the new steam dryers. 
Andrews says things like water heaters and sew-
age ejection pumps in a basement are priorities – 

because hot water and toilets are essential. 
A challenge Andrews has discovered is that 

most people only knew him by his first name. He 
hears all the time that if they had known An-
drews Plumbing Service was him, he would have 
been called. His solution is to put his picture 
on everything now. He says facial recognition is 
important- and effective. “I think people call me 
because they know me and trust me. They like 
the consistency of quality work and knowing 
who will be at the door when someone knocks 
and says, ‘I am here to fix your leak.’

“I have plans to be busy enough to make a 
good life for me and my wife,” Andrews says. 
“We want to have a family eventually and that’s 
what I’m building for. Even if I grow to have 
more (than just me), I want to keep it small so 
all our customers will know who we are and that 
they can depend on us.

 “It goes back to individual personal service. 
That’s the most important thing in this business 
to me. It’s great to see customers around town 
and they want to tell me about their lives. They 
become friends, not just customers. I like that.”

Mark Andrews, Owner
308 Bishop St.

Mooresville, IN 46158
317-753-9399

Andrewsplumbing01@gmail.com
www.andrewsplumbingservice.com

Hours of Operation
Monday – Friday, 8 a.m. to 5 p.m.

Sat and Sun by need or appointment

Andrews Plumbing 
Service

Plumber at your service
Mark Andrews

Magic Layout  3/15/11  4:10 PM  Page 1
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Home Bank SB was 
recognized as a Five 
Star Member of the 
Indiana Bankers As-
sociation (IBA) at the 
IBA Mega Conference 
on May 1 in downtown 
Indianapolis. The bank 
earned the award in 
recognition of its com-
mitment to the IBA 
in the areas of political 
awareness, issues advo-
cacy, life-long learning, 
volunteerism and Pre-
ferred Service Provider 
utilization.

The Indiana Bankers 
Association supports In-
diana banking through 
issues analysis, profes-
sional education, and 
products and services 
that enhance financial 
institutions’ ability to 
serve their communities.

IBA president & CEO S. Joe DeHaven (left) presents the Five Star 
Member award to Dan Moore, President/CEO, Home Bank SB.

Matthew Craney was named Senior 
Vice President and Chief Lending Officer.  
Craney began with Home Bank in 2006. He 
holds a Bachelor of Arts in Eco-
nomics from Indiana University 
(Bloomington) and an M.B.A. 
from Indiana Wesleyan University. 
Matthew is a graduate of the ABA 
National Commercial Lending 
School and is currently attending 
the Graduate School of Banking 
(Madison, Wisconsin).   He has 
served on the Board of Directors 
for the Risk Management Associ-
ation (RMA) and currently serves 
as chairman of the finance com-
mittee at Gasburg Baptist Church 
and on the Board of Directors for 
the Barbara B. Jordan YMCA.  
Matthew is also a member of the 
Morgan County Economic Devel-
opment Loan Committee and has 
been involved as a volunteer for 
Habitat for Humanity.

Brian Stremming was 
named Senior Vice President 
and Chief Financial Officer. 
Stremming has been with Home 
Bank since 2005. He holds a 
Bachelor of Science degree from 
Indiana University and an M.B.A. 
from Indiana State University. He 
is also a member of the Finan-
cial Managers Society and the Class of 2009 at 
the Graduate School of Banking (University of 
Wisconsin-Madison). Stremming is currently 
President of the Martinsville Noon Lions Club 
and the Community Foundation of Morgan 
County.  He is also a member and past president 
of the Board of Directors for the Barbara B. Jor-
dan Y.M.C.A.

Lisa Arnold was named Senior Vice 
President and Chief Operations Officer. 
Arnold joined Home Bank in 1985 and has 
served in several positions, including branch 

manager and manager of retail banking. Her 
community affiliations have included the Mar-
tinsville/Mooresville Kiwanis Clubs, Junior 

Achievement, Community Foun-
dation of Morgan County, Relay 
for Life, Habitat for Humanity,  
Purdue Extension Board, and 
the Foundation of Indiana Uni-
versity Health/Morgan Hospital 
Foundation. Arnold was also a 
former director for the Martins-
ville and Mooresville Chambers 
of Commerce.  She is currently a 
member of the Indiana Bankers 
Association Board of Directors 
and President of the IBA Future 
Leadership Division.  Arnold 
earned a bachelor’s degree from 
Franklin College, an MBA from 
Indiana Wesleyan University, and 
is a graduate of the ABA Stonier 
Graduate School of Banking and 
the ABA National Commercial 
Lending School.  

Julie Callis was named 
Assistant Vice President/
Financial Operations Man-
ager.  Callis joined Home Bank 
in 1979 and has served in both 
the retail and accounting depart-
ments.   She is currently President 
of the Lambda Theta Chapter of 
Delta Theta Tau Sorority.  She is 

also Vice President of the Morgan County Fall 
Foliage Festival Board and has also served as a 
volunteer for Habitat for Humanity of Mor-
gan County and Relay for Life.  Callis attends 
Smithville Christian Church.

Ryan Cook was named Assistant Vice 
President/Controller.  Cook received a B.S. 
in Accounting and Finance from Indiana Uni-
versity in 2008 and began with Home Bank in 
2009.  He has served as a volunteer for Habitat 
for Humanity of Morgan County.

Dan Moore, President/CEO, has 
announced the appointment of 
new officers for Home Bank SB.  

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

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 is $5. For more information call 
the Chamber office at 317/831-6509 or visit its 
website: www.MooresvilleChamber.com.

Morgan County Toastmasters Club:
The weekley meetings will now be on 
Thursdays beginning May 5 from 6 to 7 p.m. 
The club meets at the Academy Building, 250 N. 
Monroe St. in Mooresville.

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.

Mooresville Revitalization Group:
For more information on how you can get 
involved with Mooresville Revitalization Group 
community events or activities visit www.
MooresvilleRevitalization.com or contact Lori 
Cole at Autumn Whispers Health and Harmony 
317-831-7817.

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.

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.

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 Hunter at 317-856-9801.

Rotary Clubs:
Martinsville meets every Tuesdays 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.

Networking Opportunities

A group of Home Bank employees, family, and friends took part in a build day at Habitat for Hu-
manity of Morgan County’s current site in Morgantown.  Participating from Home Bank were 
Jamie Hawk-Phillips, Vickie Clark, Tana Lobb, Melissa Phillips, Sue Smith, Alexandra Smith, Lisa 
Arnold, and Julie Callis. Home Bank is a community financial institution founded in 1890 with 
three locations in Martinsville and Mooresville.

Home Bank named five star member
Callis

Cook
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Planner of note
GREATER MARTINSVILLE 
CHAMBER OF COMMERCE 
WELCOME NEW CHAMBER 
MEMBERS!!!
Pamala & Chad Dunscombe
The Recreation Experience
Tim McVey
Aaron’s Sales & Lease
Dale Shake
Home Video Studio
Jeremi Morris
Cashland
Susan Day
Fairbanks, La Verna Lodge, and 
Hope Academy
For more information visit: www. 
MartinsviilleChamber.com

GREATER MOORESVILLE 
CHAMBER OF COMMERCE 
WELCOME NEW CHAMBER 
MEMBERS!!!
DJ Onsider, Josh Taylor
PacMoore
Fairbanks
For more information visit: www. 
MooresvilleChamber.com

TOWN OF MOORESVILLE - 
BUILDING PERMITS
Bridgmor Village, Bridgmor Lane, 
Single Family Residence
John Sheridan, Bridge Street, 
Electrical Upgrade
Shirley Rouse, Lambert Lane, 
Storage Barn
Neer Development, Bridgmor 
Lane, Single Family Residence
Robert & Judy Lasley, Chapel Hill 
Court, Swimming Pool 
David Drake, Sunshine Court, 
Storage Barn
Pat Sturrock, Cottage Grove Court, 
Residential Room Addition
Richard Hayes, Gasburg Road, 
Electrical Upgrade
Dora Pace, County Road 575 East, 
Demolition
Tim Long, Bridge Street, Electrical 
Upgrade
Shannon Bruce, State Road 144, 
Swimming Pool
Joe Marlin, Central Avenue, 
Residential Room Addition

TOWN OF MARTINSVILLE - 
BUILDING PERMITS

AABC LLC, Birk Road, Retail 
Remodel
Wilds Restoration, Lakeshore 
Drive, Remodel Multi-Family 
Residential
Ringer Construction, Leonard 
Road, Storage Building
Dean Construction, Harriet Street, 
Residential Room Addition
IU Health Morgan Hospital, John 
R. Wooden Drive, Office Remodel

MORGAN COUNTY - BUILDING 
PERMITS 
Steve Bowman, Kinnington Road, 
Porch/Patio Enclosure
Rick Fluke, Musgrave Road, Pole 
Building
Randy Watson, Flake Road, Pole 
Building
Jerry & Susan Lowry, Watson Road, 
Single Family Residence
William Howell, Foxcliff Drive, 
Single Family Residence
Michael Swango, Jennifer Lane, 
Pole Building
Charles Lopossa, Lopassa Road, 
Deck
Endeavor Communications, Hurt 
Road, Commercial Building
Endeavor Communications, State 
Road 42, Commercial Building
Helen Mosier, Grounds Road, 
Residential Room Addition
Larry Arnold, Arend Road, Single 
Family Residence
Larry Sample, Guy Road, Electrical 
Upgrade 
Kevin Houppert, Red Day Road, 
Single Family Residence
Brad James, Shuler Road, Garage
Tad Haltom, Rinker Road, Garage
Issac Strain, Huggin Hollow Road, 
Electrical Upgrade
Brent Lopossa, Lopossa Road, Pole 
Building
Larry, Tarter, Rolling Woods, Pole 
Building
Karl Swartout, Gasburg Road, Pole 
Building
James Clark, Hurricane Hills, Roof
Jeff Losh, Deerfield Blvd, Single 
Family Residence
Wesley Weber, Baxter Court, 
Single Family Residence
Robert Zander, Brummett Road, 
Awning

John Black, Gasburg Road, 
Electrical Upgrade
Mark Mascoe, Letterman Road, 
Residential Room Addition
Cecil Koger, County Road 1075 
North, Single Family Residence
Federal Home Loan Mortgage, 
Wiser Avenue, Electrical Upgrade
Bobby Armour, State Road 144, 
Pole Building
W.E. Phillips, State Road 67 South, 
Commercial Electrical Upgrade
Michael Rice, Nature Hills Lane, 
Pole Building
Randy Allen, Union Street, 
Electrical Upgrade
David Scott, Roe Lane, Residential 
Room Addition
James Brown, Ennis Road, 
Residential Room Addition
Mervin Parker, Letterman Lane, 
Deck
David Porter, Warwick road, Deck
William Higgins, Crooked Creek 
East, Single Family Residence
Paul Bradford, Earls Lane, Pole 
Building
Steven Haney, Tutterow Road, 
Commercial Electrical Upgrade
Tony Alderson, Windward Drive, 
Single Family Residence
James Worley, New Harmony 
Road, Pole Building
Scott Whitaker, Walters Road, 
Swimming Pool  

NEW BUSINESS FILINGS
Dale Shake, Home Video Studio
Accufast Holdings, Security Title 
Services
Gretchen Hickey, Shear Style Hair 
Studio
Nick Culbertson, All American 
Roofing
Milee Inc, Lee Pharmacy & 
Healthcare
Kimberly Jones, Watnotz Thrift & 
Consignment Store
Thomas Tarry, Tarry’s Floor 
Coverings
Deborah Nuetzman, Pine Lake 
Hair Care
Chester & Juanita Carrie, C & C 
Industry LLC

SHERIFF’S SALES 
Paula Boling
121 Fountain Dr
Mooresville, IN 46158
$107964.20
June 4, 2012
Feiwell & Hannoy
317-237-2727
 
James Ballard
10710 N Christner Lane
Mooresville, IN 46158
$182554.35
June 4, 2012
Feiwell & Hannoy
317-237-2727
 
Stephen & Brenda Dean
3614-3618 Cramer Rd
3720 Cramer Rd
3710  Godsey Rd
Martinsville, IN 46151
$227828.17
June 4, 2012
Hopper Blackwell
317-635-5005
 
James Dodds
1055 W Wildflower Ct
Mooresville, IN 46158
$251587.71
June 4, 2012
Reisenfeld & Assoc
513-322-7099
 
Cramer Inc
865 E Harrison St
Martinsville, IN 46151
$61742.64
June 4, 2012
Harris & Currens
317-831-4466
 
Shannon Hall
253 Pineview Dr
Mooresville, IN 46158
$116989.19
June 4, 2012
Feiwell & Hannoy
317-237-2727
 
Dissie Johnson
259 Morton St
Morgantown, IN 46160
$78048.01
June 4, 2012
Feiwell & Hannoy

317-237-2727
 
Jerry Moore
1145-1155 Leota Dr
Martinsville, IN 46151
$107834.07
June 4, 2012
Manley, Deas & Kochawski
614-222-4921
 
Richard Neely
1580 Foxcross Dr
Martinsville, IN 46151
$305391.54
June 4, 2012
Feiwell & Hannoy
317-237-2727
 
Michael Pierce
8637 W SR 42
Monrovia, IN
$125807.80
June 4, 2012
Johnson, Blumberg & Assoc
317-541-9710
 
Brenda Statzer
3865 N Caldwell Rd
Paragon, IN 46160
$137222.28
June 4, 2012
Feiwell & Hannoy
317-237-2727
 
Anita Taylor
560 W Harrison
Martinsville, IN 46151
$67000.51
June 4, 2012
Reisenfeld & Assoc
513-322-7000
 
Mary Jane Tramontana
1275 N Shore Dr
Martinsville, IN 46151
$130912.76
June 4, 2012
Rodric Bray
 
Stephen Wagner
5371 E SR 144
Mooresville, IN  46158
$159366.60
June 4, 2012
Doyle Legal
317-264-5000
 

Ronnie Clunnie
2581 E Sunset Lane
Mooresville, IN 46158
$86271.90
June 11, 2012
Unterberg & Assoc
219-736-5579
 
James Dodds
13046 N Jenna Ct
Camby, IN 46113
$37865.80
June 11, 2012
Steven Yount
317-708-4107
 
Lori & Steven Newlin
12930 N Bray Rd
Mooresville, IN 46158
$305490.81
June 11, 2012
Feiwell & Hannoy
317-237-2727
 
William & Jamie Taylor
4510 N Craver Rd
Cloverdale,  IN 46120
$155187.65
June 11, 2012
Unterberg & Assoc
219-736-5579

Michael Tovino
620 Deerfield Dr
Martinsville, IN  46151
$271644.25
June 11, 2012
Reisenfeld & Assoc
531-322-7000

Current updates available at http://
scican.net/~manley/Sales.html
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.

An independent audit of the cost of living and doing business 
around the nation has added Morgan County to the Cost of 
Living Index (COLI), and calculated that the suburban India-
napolis community has one of the lowest costs of living in In-
diana for the first quarter of 2012.  The Cost of Living Index is 
produced by the Council for Community & Economic Research 
(CCER) located in Arlington, Virginia. 

Morgan County, located between Indianapolis and Bloom-
ington, has a composite index of 88.4. Both Morgan County’s 
composite index figure of 88.4 and Indianapolis’s figure of 93.7 
demonstrate that the metropolitan region offers businesses and 
residents an attractive, cost-effective environment for goods and 
services. Both numbers are below the national average cost of 
living index figure of 100.0.

 The Morgan County Economic Development Corp. (Mor-
gan County EDC) took the initiative to have the county’s cost 
of living information reported as a way to benchmark elements 
of the business environment in the community.  The EDC re-

cently formed a Blue Ribbon Committee that is examining the 
strengths and weaknesses of Morgan County.  “During meetings 
of the Blue Ribbon Committee, the advantages of living and 
doing business in Morgan County were highlighted.  The cost 
of living data affirms the Blue Ribbon Committee’s discussions 
related to business costs,” said Joy Sessing, executive director of 
the EDC.

 Through a grant from South Central Indiana REMC, the 
EDC was able to gather cost information on more than 60 dif-
ferent items of consumer goods and services, excluding taxes and 
non-consumer expenditures.  Those real world costs were then 
turned over to CCER for analysis, which led to Morgan Coun-
ty’s inclusion in the index.

 While the Morgan EDC is pleased with the initial results 
of the COLI, the organization believes that index figures may 
actually understate the low cost of doing business in Morgan 
County.  “If property taxes would have been included, Morgan 
County’s cost of living data would have been even lower, given 

that the county has the lowest property taxes in Central Indi-
ana,” continued Sessing.

 Elkhart-Goshen, Evansville, Fort Wayne, Lafayette, New 
Albany-Clark-Floyd County and South Bend are reported in 
addition to Indianapolis and Morgan County, while Muncie and 
Richmond are included in the on-line cost of living calculator, 
which is coordinated with the printed index. 

 The Cost of Living Index covers 306 communities through-
out the United States.  It identifies six component categories of 
housing, utilities, grocery items, transportation, health care and 
miscellaneous goods and services. 

 The most expensive cost of living reported in the first quarter 
was New York (Manhattan) with a composite index of 228.3.  
The least expensive was Harlingen, Texas, with a composite in-
dex of 82.8.

 The EDC’s mission is to serve Morgan County by providing 
education and resources to businesses to foster the growth and 
prosperity of county residents.

Morgan County now in national Cost of Living Index



FranciscanStFrancis.org/Mooresville

Embracing the future.

Enhanced Services. Expanded 
Facilities. All For Moments 
Just Like This.

As the mother of two daughters, one of 

whom just had her second baby here, 

Susan knows fi rsthand about the dedication 

to women’s health provided by the doctors 

and nurses at Franciscan St. Francis 

Health – Mooresville. Susan is a longtime 

patient of Dr. Alan Von Stein, the head of 

Women’s Health & Gynecologic Surgery 

at St. Francis Medical Group. “He’s the 

greatest, always very understanding and 

taking time to explain things.” As she 

celebrates the birth of her grandchild, 

Susan is reminded again just how important 

Franciscan St. Francis Health – Mooresville is 

to the future of our growing community. 

For a physician close to where you live or 

work, call (317)782-6699 or 1-800-222-5939.
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