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“Incredible! That’s just natural talent! It’s your 
gift!” We say it about others all the time. Far 
more rarely, we may hear it said about ourselves. 
A singer brings an audience to its feet. Maybe it’s 
a pianist, violin soloist or some other musician 
demonstrating their expertise 
on an instrument. Sometimes 
a passage of writing rouses a 
reader to praise the talents of 
the author. Or the painter. Or 
the sculptor. Or carpenter. Or 
architect. When artistic expres-
sions move us, we’re inclined to 
call out the talent of the artist.

We may not always recog-
nize the excellent of outstand-
ing engineering, electronics, or 
mechanical work. And while 
we’re thankful to our insurance 
agents, bankers, and financial 
advisors, we praise their train-
ing and knowledge while per-
haps glossing over the talent or 
passion these craftsmen bring 
to their respective fields.

But with exceptions noted, 
even the very best artists and craftsmen are al-
most never the result of pure talent alone. In ide-
al cases, a person pursues a talent and a passion, 
and spends the rest of their career in pursuit of it, 
training themselves and finding the tools to take 
their passion as far as they can. In fact, there’s a 
strong argument to be made that a person with 
enough experience and training will trump raw 
talent if that talent is never adequately developed.

So it is with your business. A bookkeeper 
has a talent for numbers, but learning the latest 
software can make them much more efficient. A 
career accountant requires frequent research and 
re-education to stay on top the changing regula-
tions connected to their field. The same applies 
to almost any area you can imagine. Who would 
trust an insurance agent not up to speed on the 
latest changes in federal law? An auto mechanic 
without electronic diagnostics can only offer lim-
ited maintenance to modern automobiles. Even 
practitioners in fields seen as “talent” industries: 

musicians, illustrators, and writers, have access to 
high-tech tools and new techniques that enhance 
their chosen form of expression.

The internet itself is a tool that gives the busi-
ness leader access to the latest information on 

any area of knowledge they can 
imagine. Fortunately, in Mor-
gan County, a Business Leader 
isn’t confined to searching the 
web to find accurate, relevant, 
information that impacts their 
business.

In this issue, you’ll learn 
about the Indiana State Busi-
ness Development Center and 
meet Morgan County’s busi-
ness advisor, Marti Chestovich. 
The ISBDC offers an array of 
resources, counseling, classes, 
and guidance, all with the goal 
to help experts brush up on the 
skills they already have or de-
velop new ones. 

You’ll also find a detailed 
examination of the Moores-
ville Chamber of Commerce, 

a resource dedicated to getting business leaders 
in touch with other business resources, organiza-
tions, not-for-profits, and local courses and class-
es available to help you focus your talent in ways 
most relevant to today’s workforce.

This issue also features numerous experts for 
insights into subjects ranging from business 
strategies, financial planning, marketing exper-
tise, entrepreneurship, to law advice just to name 
a few topics. 

More formally, Ivy Tech Community Col-
lege offers Morgan County two locations to be 
trained, including a newly opened campus in 
Mooresville. They extend more degrees, guidance, 
vocational and supplementary classes than ever 
before right here in our backyard. 

Morgan County is committed to making itself 
an ideal training ground for talented, passionate 
business leaders. In the years to come, our busi-
ness leaders will be well prepared to wow those 
around them with their “passion and pure talent.”

Talent, passion and 
training (Mostly training)

Jim Hess
Owner & Publisher
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By Bob Sullivan
Morgan County Business Leader

On Tuesday, April 23, the Morgan County Business 
Leader, under the direction of Jim Hess, held its semi-an-
nual Cover Party. The event was sponsored by First Mer-
chants Bank and celebrated the November-April featured 
cover stories. Food, business leaders, background music, 
a great facility, and door prizes all were a part of the gala. 
Mike Hurst, Regional President of First Merchant Bank, 
welcomed the gathering. The celebration was a time to 
honor and spotlight the success of Morgan County busi-
ness. The event was held in the lobby of Showtime Cin-
ema in Mooresville.  It was a great setting for county-wide 
business leaders and as they arrived they were greeted 
by First Merchants Bank.  While the approximately 95 
guests had time to visit and network, they were treated to 
a spread of appetizers provided by Bradford Woods Ca-
tering. During the evening, Mr. Hess presented honorees 
with a framed copy of their cover and highlighted some 
aspects of their business. It was stated by Jod Woods of 
Economy Heating and Air that this was an exceptional 
group of business leaders. Below is a highlight of each of 
the business leaders that were honored.

November: Mark Emerson and Tracy Davis, Miller’s 
Senior Living Community: Mark spoke for Tracy and 
himself, thanking the publication and the community for 
the honor. “We’ve been part of the community since 1982, 
and our community involvement has remained strong. 
Tracy Davis’s community involvement and dedication are 
second-to-none. We also want to thank the Miller fam-
ily. The Millers sold the company back to the employees, 
and as employee-owners, we take a tremendous amount 
of pride in our company and our community. We employ 
over 120 of the best people you could ever meet. As busi-
ness leaders, it’s easy to get caught up in the day to day of 
business operations. It’s important to reflect back on what 
really matters.”

December: John Ehrhart, Business Banking Officer, 
First Merchants Bank: In an emotional acceptance, re-
cently retired banker and 2012 Mooresvillian of the Year 
recipient Ehrhart said, “It’s been such a great community 
to live in since 1978; my wife and I really enjoyed raising 
our daughters and my niece here. Tonight, I also enjoyed 
seeing what has happened with this publication over the 
last couple of years. We greatly appreciate that. I also want 
to thank my colleagues. Banking has been great for me. 
The community has supported me and made it easy. It’s 
been a great ride. I’m from Marion, but I see myself as 
from Mooresville, and I like that a lot better.” 

January: Jack and Carolyn Ward, Owners, Ward’s 
Apparel: Jack said, “I want to thank [article writer] Ryan 
Goodwin for putting up with us; we took him down 
a number of rabbit trails during our interview.” Jack 
thanked the community for 42 years of support, and 
thanked his store manager, Ray McGary, who’s been with 
the store 25 years. He also thanked the Business Leader 
for telling their story.  

February: Bud Swisher, Kendrick Memorial Hospi-
tal: “Instead of me on this cover, we could have had the 
42 employees and 3 doctors we had in 1979 [when I took 
over as COO of Kendrick Hospital] or the 400 employ-
ees and 150 doctors when I left. God has a different plan 
for every one of us, and what’s important is not what that 
plan is, but how well we follow that plan. One of the rea-
sons we were recognized as one of the top 2% of hospitals 
in the United States for our size is that I had great house-
keepers, great nurses, and everyone involved in patient 
care was extraordinary. They understood what their plan 
in life was, and how to follow it. It’s not the great decision 
makers that make a business great; it is everyone doing 
well what they are called to do.”

March: Mia Neal and Nichelle Neal Dalton, Own-
ers, Neal and Summers Funeral and Cremation Center: 
Speaking for both sisters Nichelle said, “I wish my father 
were here, because he’s the one that deserves this. He 
started our business in 1967 and this month we celebrate 
46 years because of him. The families we serve also de-
serve this. We wouldn’t be where we are today if it weren’t 
for them. They continued to support us through the years, 
and when the tornado hit, we saw a real testimony to 
that as we received encouragement and support from the 
community to reopen. Thank you to Morgan County and 

Business Leader Cover Party comes to Showtime Cinema for return engagement

Mike Hurst, Tracy Davis, Mark Emerson and Jim Hess

Jim Hess, Nichelle Neal Dalton, Mia Neal and Mike Hurst

Jim Hess, John Ehrhart and Mike Hurst Jim Hess, Sharon Rivenbark and Mike Hurst

Pictures by Ennis Photography  http://www.ennisphotography.com
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* 24Hr Service
*New Equipment Installation

*Maintenance Agreements
*Clean, Professional Service 

Technicians
*Romans 12:10-11 KJV

We Want To Be Your Ultimate 
Source For High Quality Comfort Solutions

Let Us Take Great Care Of your Home.

MEETINGS, RETREATS,  
AND SPECIAL EVENTS

With modern meeting 
rooms, beautiful views, 

excellent catering 
services, and friendly 

hosting, Bradford Woods 
is the perfect place for 
your next event. We are 
located on 67 halfway 

between Martinsville and 
Mooresville. Give us a 

call or visit our website for 
more information!

(765) 342-2915 
www.bradwoods.org

those families.”
April: Sharon Rivenbark, CEO, For Bare 

Feet: “With our company being new to the 
community, this is an auspicious occasion, and 
we are pleased and proud to be chosen for the 
publication. We have been welcomed into the 
community with open arms. We’ve received an 
outpouring of support from the community; 
people who come by every day to visit and wish 

us well. It just couldn’t be any better. We were 
fortunate that the majority of the employees 
we had in Brown County were able to stay, and 
we’ve since employed many, many people from 
Morgan County, so it has been a win-win for 
everyone. We are a family-owned and family-
oriented business. We have husbands, wives, sons 
and daughters who work for us. We’re very proud 
to be a part of this community.”

Jim Hess, Bud Swisher and Mike Hurst

Jim Hess, Carolyn and Jack Ward, and Mike Hurst

Pictures by Ennis Photography  http://www.ennisphotography.com
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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

By Bob Sullivan
Morgan County Business Leader

Marti Chestovich is Morgan County’s local 
access to the Central Indiana Small Business 
Development Center. The ISBDC, a state-
supported organization, offers an array of vital 
services, information, classes, and counseling to 
entrepreneurs, startups, and established small 
businesses to maximize chances for success.

The Indianapolis ISBDC covers eight counties. 
“We help businesses work smarter,” said Marti. 
“The ISBDC grows the economy one business at 
a time. Through one-on-one advising and a focus 
on informed decision making, we help existing 
businesses and aspiring entrepreneurs diagnose is-
sues, implement solutions, and evaluate results.”

 Marti observed that businesses flounder for 
many reasons, the common result of growing 
pains, inefficiency, business focus, all problems the 
ISBDC can address. “Businesses often need to se-
cure financing to fund growth or new equipment 
purchases. We help them put together a business 
plan and projections to be able to secure fund-
ing and coach them through the process. Typi-
cally, they’re deciding their next steps forward and 
they need the analytic tools to decide the greatest 
chance for success. The ISBDC can address all 
these issues, and more.”

In the past two years, Chestovich has worked 
with 30 Morgan County clients, which helped 
open 11 new businesses and assisted 19 existing 
companies, with 260 counseling hours commit-
ted to Morgan County’s business success. By ap-
pointment, Marti meets clients at their office or at 
various locations throughout Morgan County: the 
Chamber offices, the Mooresville Government 
building, one of the several library branches, and 
“a lot of the time, we meet at either the Camby or 
Martinsville Starbucks.”

The ISBDC is both publicly and privately 
funded. “The Indianapolis ISBDC office re-
ceives support from the Small Business Admin-
istration, the Indiana Economic Development 
Corporation, Ivy Tech Community College 
and more. Ivy Tech provides in-kind funding, 
and they’re our host. We also partner with local 
organizations--the Morgan County Economic 
Development Corporation and both Chambers, 
to name a few.”

Marti grew up in Merrillville in northern In-
diana and graduated from Andrean High School. 
She earned sociology and art history degrees 
from Purdue University with a focus in interior 
design. “I entered the job force as an interior de-
signer, but enjoyed problem-solving. This guided 
the rest of my career.” 

Marti was the president/owner of her own small 
business, Marti Chestovich & Associates Inc. a 
manufacturer’s representative firm from 2001-2007. 
She represented over 30 manufacturers in the fur-
niture, gifts, garden and home décor industries. 
Prior to this, she was a sales and marketing man-
ager for Stationers Inc (Now Staples) in Indiana, 

managing key account contracts, working with 
business  clients like Eli Lilly, Roche Diagnostics, 
Community Hospital, and GM. She implemented 
e-commerce with Lilly and trained Lilly employees 
on the new technology solution. 

Her involvement with these large customers 
led to experience with ISO certifications, TQM 
continuous quality improvement, Six Sigma, JIT, 
and many other manufacturing procurement so-
lution programs. 

Marti also brings consumer product experi-
ence to play, as she spent 10 years with Recycled 
Paper Greetings (RPG) Company. When Marti 
joined RPG, it “was a teeny-tiny startup greeting 
card business out of Chicago. The company grew 
from a small business to the fourth largest greet-
ing card company in America, worth $120M.” 
She said, “As part of the team, I saw a company 
go through all the growing pains, and saw how 
different distribution channels worked.”

For the first several years, Marti helped local 
entrepreneurs open their own alternative card 
and gift stores and later became the Vice Presi-
dent of key accounts. At RPG, she sold to inde-
pendent stores and large chain stores like Kroger 
and Wal-Mart. She helped dozens of entrepre-
neurs open their own stores.  

Prior to this, Marti was a department store 
buyer for Carson Pirie Scott and Wm. H. Block’s 
(Now Macy’s). As a stationery buyer at Block’s 
Indianapolis corporate office, Marti recalls, 
“We sold everything from calculators to kites. I 
learned about promotion, advertising, and how 
to grab customers.”

In 2008, Marti attended a career fair. “While 
speaking to Ivy Tech about the corporate college 
and their connection to business, I learned about 
the ISBDC Business Advisor position, and it 
seemed like a perfect fit.” 

Marti reflected, “It’s gratifying to help people 
realize their dream, the one they had when they 
started their business, before the struggles, and see 
things fall into place for them.” When counsel-
ing, Marti draws from her experiences, “Often, the 
difference between the problem and the solution 
is the ability to think out of the box.”

Marti and Ed, her husband of 40 years, raised 
two daughters, Sara and Amy. She enjoys hiking, 
swimming, and kayaking.

Advisor leverages +30 years to advise clients

Business Advisor
Indiana Small Business Development 

Center (ISBDC)
9301 East 59th St., Indianapolis

317-916-7503
Morgan County access--Call for 

appointment
mchestovich@isbdc.org | www.isbdc.org

Marti Chestovich
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Tired of Inefficiencies Costing Your Biz?
IndyCar pit teams routinely change 4 tires, re-

fuel, and check the front wing in 12 seconds flat. 
How do they get the car out of the pit error-free 
AND at the speed of light every time? 

Imagine your profit if the processes and systems in your 
business were completed error-free every time and at the 
speed of light?

Disorganized systems are the 
#1 reason that most businesses 
stagnate or worse, lose thou-
sands of dollars.

Few things in business are less 
glamorous than reviewing your 
processes and procedures. But if 
you take time to figure out exact-
ly how the routine things that are 
done in your business SHOULD 
be done and WHO should do 
them, you’ll reap thousands in 
profits.

In the IndyCar Series a pit 
stop is a highly complex opera-
tion. The tires are laid out and 
3 of the 4 tire changers are pre-
positioned before the car enters 
its stall. The 4th tire changer, 
whose responsibility is the rear 
tire on the far side, doesn’t take 
his position until after the car arrives, due to a rule 
against having the car run over the feed hose.

As the 4th tire changer takes his position, a 
mechanic inserts the vent hose into its socket on 
the engine cowling. Another mechanic attaches 
the refueling hose. Simultaneously, the 4 tire 
changers remove and install the new tires. After 
the tire changes are done, the front tire changers 
use manual adjusters to adjust the angle of the 
car’s front wing.

This is how much detail and precision you 
want to put into creating and implementing the 
processes in your business!

Few business owners take the time to insure sys-
tems and processes are efficient, yet this is the one 
area that’s easiest to implement. And it happens 
to be the area that’ll make your business run more 
profitably. Could you pick up the phone today and 
say, “You guys look after things. I’m taking 3 months 
off?”

If not, follow this step-by-step route to sys-
temize your business. 

To start, get a snapshot of your organization as 
it is now. Draw an organization chart. Develop 
a flowchart for each functional area or depart-
ment that describes in detail the path work takes 
through that department. Ask your people to 
document what they do every step of the way 
and then work together to turn it into a flow-
chart. Who knows better how they do their jobs 

than them? 
Next, understand what happens at each point 

as the work makes its way from one area to the 
next. Ask each person to document what they do 
on a daily, weekly, and monthly basis. 

Now that you’ve got a detailed, accurate pic-
ture of what’s being done, you can start to pro-

duce your system.
First, test and measure what 

each person’s doing to see if it’s 
producing the required results. 
Test each job one at a time. 
Start by comparing what’s ac-
tually done with the Key Per-
formance Indicators. Are the 
KPI’s being achieved? On time 
or only some of them? What 
are the reasons for this? Can 
steps be put in place to correct 
this?

Can you streamline, adapt, 
correct, or include something 
new? Ask your team members 
to list any bottlenecks they 
believe are causing the great-
est problems to customers or 
to your bottom line. Work at 
eliminating these problems one 
at a time.

Now it’s time to rewrite, with the assistance of 
each team member, the daily, weekly, and monthly 
task descriptions. Alter the job descriptions and 
KPI’s accordingly. Monitor how they perform and 
cope for a month, then test and measure the work 
descriptions against the KPI’s once more. You 
should see a difference in performance levels, job 
satisfaction, and results.

If the new job functions are performing ac-
cording to plan, then consolidate at this new 
level for the next 12 months. Let things settle so 
they become standard procedure. Do the same 
for all other positions, bind all the documents 
together, sorted by functional area or department, 
and the result will be a complete systems manual 
for your business.

Systemizing your business ensures that it runs 
smoothly and consistently all the time and frees 
you up to spend your time more lucratively and 
productively. It leaves you with a team that’s em-
powered and committed because they’ll be expe-
riencing real job satisfaction in jobs they helped 
create. Slowly, you’ll be able to extricate yourself 
knowing those who take over do so competently 
and confidently.

Roger Engelau is central Indiana’s sought-after coach to 
business owners in every industry. Roger is Head Coach 
and Owner of Hannah Business Coaching dba Inspire 
Results Coaching based in Mooresville. RogerE@Inspir-
eResults.com  www.InspireResults.com 317-908-5809 

Few business owners take the  
time to insure systems and 

processes are efficient, yet this 
is the one area that’s easiest to 

implement. And it happens to be 
the area that’ll make your business 

run more profitably. 

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

IndyCar Pit Teams – An amazing 
example of efficient processes

Roger Engelau
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Mindy Taylor, Executive Director
4 E. Harrison Street

P.O. Box 62 Mooresville, IN 46158
317-831-6509

Hours of Operation
Monday-Friday 9 a. m.-Noon

Extended hours Monday and Thursday 1 p.m.-4:30 p.m.
mindy@mooresvillechamber.com
www.mooresvillechamber.com

Follow on Facebook: Mooresville Chamber

Greater Mooresville Chamber of Commerce

Taylor Made for Mooresville
Executive Director’s enthusiasm for business 

success spearheads decade of growth
By Bob Sullivan
Morgan County Business Leader

Mindy Taylor connected with the Greater Mooresville 
Chamber of Commerce nine years ago, first as adminis-
trator in 2004, then as Executive Director in 2008. It’s 
safe to say that, in the minds of most members, Mindy 
is synonymous with everything positive the Chamber 

stands for. This is due in no small part to the growth of 
the Chamber from roughly 25 active members when she 

started to the +200 active members today.
 In 2004, the Chamber occupied office space next to 

the Mooresville Times. Mindy recalls her time there fondly.”I 
loved that building, but it was very old. The floor slanted and 

we were always afraid it would fall in.” She remembers try-
ing to find new office chairs without roller wheels. 

Then one morning in 2007, “We came in and 
the ceiling had collapsed.”

The city was finishing the conversion of 
the First United Methodist Church into 

the Mooresville Government Center at 4 
E. Harrison Street. Following the ceiling 

mishap, the Chamber moved into new 
office space, from where it operates to 
this day.

 In 2004, the Chamber held its 
monthly meetings in the Moores-
ville School Administration Build-
ing, and averaged about 30 attend-
ees a month. By late 2007, they 

met at Jones Crossing Banquet 
Center and drew 50-70 regular 

members. “The Banquet Cen-
ter was a new facility, and 

we had outgrown other 
options. The Jones fam-

ily stepped up and offered it to us. They’ve continued to make it 
available for every luncheon and event.”

Mindy describes the Chamber as “the networking hub of 
Mooresville. Within us, you can connect to Rotary Club, Ki-
wanis, BNI, the Lion’s Club, Networking Business Women, 
most local not-for-profits, and more, we don’t compete with any 
of them. We don’t even compete with other chambers. We’re 
there to teach people how to network and connect to other lo-
cal people. If we succeed there, then all the networking groups 
succeed.”

Mindy credits this network as the reason for the Chamber’s 
growth. “We want every organization to succeed so Moores-
ville will thrive. I think when a business comes to realize this, 
they became more involved. At the same time, our members 
branched out and joined other organizations. That was always 
the message. My role was, and is, to get that message out to the 
community on a consistent basis.”

Mindy grew up in Decatur Township. Upon graduating In-
dianapolis Baptist High School, Mindy moved to Honduras for 
a year. “I had gone for a couple of weeks with a church group 
when I was 15, and loved it. So after graduating, I went back 
and assisted the teachers in a one-room K-12 school. My visa 
was due to expire, so I came back home and never made it back 
to Honduras.

Mindy re-connected with Rob, a family friend who became 
her husband shortly after. “He’d just completed five years of mil-
itary service, and I had just returned from my own trip.” Mindy 
and Rob started a family, and Mindy resumed employment ten 
years later. 

She earned her realtor’s license in 2000 and joined Century 
21 Abba and Associates in Mooresville. The family moved to 
Mooresville later that year. “I started fund-raising for the Mor-
gan County Division of Metropolitan Indianapolis Board of 
Realtors (MIBOR). I assisted on their annual golf outing, and 
then started the casino boat trip which is an annual fundraising 

 “The Greater Mooresville Chamber is a catalyst for promoting economic and 
educational development, community spirit, unity, and pride. Through our 

Greater Mooresville Chamber, positive relationships are formed and resources 
shared to make a positive impact in the lives of people. I believe our Greater 

Mooresville Chamber has become a distinctive part of our community that we 
can appreciate and be proud of, and greater things are yet to come.”

–Brad Lindsay, Mooresville Schools Superintendent

What a few others have to say about Mooresville Chamber & Mindy Taylor:

event that continues to this day.” Mindy notes, “The 
Morgan County Division of MIBOR named me Re-
altor of the Year in 2003, not because of high sales, but 
because of my enthusiasm for fundraising.”

In 2004, then-Chamber President Bob Miller and 
Vice-President Karen Bain (a co-worker at Century 
21) approached Mindy about serving as administrator. 
“Jeff Pipkin (current Deputy Director of MCEDC) 
was volunteering part-time to mail reminder cards and 
a monthly newsletter, but very little other organized 
Chamber needs were being undertaken.” At the time, 
Mindy recalled, the Chamber had roughly a couple 
dozen active members. “Over six months, Bob inter-
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Chamber of 
Commerce events 

and services:

Monthly: Chamber Luncheon: 
Third Thursday of the month, 
11:30 a.m.-1 p.m., Jones Cross-
ing Banquet Hall; Cash Mob: 
Chamber members are led to 
a specific, undisclosed business 
to “mob” that business with a 
crowd of customers.

Scheduled as needed: Public 
ribbon cuttings for new busi-
nesses (membership not re-
quired); Breakfast over Bagels 
(BOB): a member schedules an 
optional breakfast meeting to 
present products or services; 
Chamber 101: an hour-long class 
that reviews Chamber benefits 
for new members.

March: Chamber Annual Dinner 
fundraiser where the Chamber 
announces and recognizes the 
Business of the Year, Business-
person of the Year, and Moores-
villian of the Year. The dinner 
dates back to the founding of 
the Chamber in 1950; Third 
House Session event, where local 
elected representatives meet the 
public.

May: Chamber awards $1,000 
scholarships to one Mooresville 
and one Monrovia winner to re-
imburse the students for money 
spent on school supplies.

June: Chamber Golf Outing 
on June 12th, 2013; Mardi Gras 
Street Party on June 20th - a 
Business after-hours event spon-
sored by Citizen’s Bank and 
Zydeco’s, a family-friendly out-
ing open to the public with a 
carnival atmosphere and ven-
dors, performers, food, and 
games.

July: Fourth of July Celebration 
at Pioneer Park. Mooresville’s 
biggest public event. Skydiv-
ers, fair food, live music and of 
course, fireworks.

August: Old Settler’s Festival, 
first Sunday, Monday and Tues-
day, kicked off by Old Settler’s 
Parade. Mooresvillian of the 
Year serves as Grand Marshall; 
Chamber has a float and booth 
available to Chamber members.

December: First Thursday: 
Chamber Christmas party; First 
Saturday: Victorian Christmas, a 
town-wide all day family friend-
ly public festival. 2013 marks the 
25th anniversary of Victorian 
Christmas.

Taylor Made for Mooresville

“When I moved to Mooresville with my car wash business, I was advised to join 
the local Chamber of Commerce. So I found the Chamber office and Mindy 

Taylor. After meeting with her, my comfort level and confidence level went sky 
high because of her. And to this day seven years later, it is the single most im-

portant thing that has happened to me.” 
 – Mike Harrell, Owner, Soft Touch Auto Wash

“Mindy has been the face of the Chamber for the past nine years, and during 
that time, the Chamber has transformed from a small gathering of business 

leaders into a large, dynamic and growing organization. The Chamber is no lon-
ger just about networking--it’s about growing the Mooresville community, and 

Mindy has been the center of that all along.”
– Ryan Goodwin, Morgan County Council, Morgan Insurance Group

What a few others have to say about Mooresville Chamber & Mindy Taylor:

event that continues to this day.” Mindy notes, “The 
Morgan County Division of MIBOR named me Re-
altor of the Year in 2003, not because of high sales, but 
because of my enthusiasm for fundraising.”

In 2004, then-Chamber President Bob Miller and 
Vice-President Karen Bain (a co-worker at Century 
21) approached Mindy about serving as administrator. 
“Jeff Pipkin (current Deputy Director of MCEDC) 
was volunteering part-time to mail reminder cards and 
a monthly newsletter, but very little other organized 
Chamber needs were being undertaken.” At the time, 
Mindy recalled, the Chamber had roughly a couple 
dozen active members. “Over six months, Bob inter-

viewed me over several breakfasts and lunches. I really 
thought he wasn’t going to hire me.” Mindy laughed. 
“He was my mentor coming into this, and I still look 
up to him today. He helped me to crystalize in my 
mind that this was what I wanted to do.”

With the exception of 2010, the Chamber has ex-
perienced steady growth. “We lost a good number of 
members that year, due to businesses folding from the 
economic fallout.” She credits Ryan Goodwin’s calm 
demeanor and confidence, who stepped up as presi-
dent that year, for keeping the Chamber on course. 

On her role as Director, Mindy observed, “Busi-
nesses will, of course, compete, but there’s enough 

work for everyone to succeed. What I have come to 
realize is that it’s not a job, it’s a lifestyle. In town, I’m 
the ‘Chamber Lady,’ and my family has come to em-
brace that.” Her mother, Linda Moore, is frequently 
at Mindy’s side at Chamber functions and assisting in 
the office.

On her passion for Mooresville, Mindy says, “I was 
drawn to the small-town feel and the good people 
here. You can be in Indianapolis, Greenwood, Plain-
field and Martinsville in 15-20 minutes. It’s a safe and 
comfortable place.”

Mindy and Rob raised three children: Robbie, Josh-
ua, and Caleb.
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Matrix is a helpful tool 
for strategic planning

Most small business owners would like to see their busi-
nesses grow, but they aren’t sure of the best way to achieve 
growth. When I’m helping an owner with a strategic plan, I 
often turn to a simple tool that was first developed by Igor 
Ansoff over 50 years ago. The tool is a classic 2 X 2 matrix that 
can be used to give structure to brainstorming sessions and to 
help define and evaluate potential growth opportunities.

Existing 
Products New Products

Existing
Markets

Market 
Penetration

Product 
Development

New
Markets

Market 
Development

Diversification

The matrix defines four basic growth 
strategies stemming from different combi-
nations of a company’s products (existing 
and new) and their markets (existing and 
new). The four strategies are:

Market penetration – selling more 
of existing products to current markets

Market development – selling cur-
rent products to new markets 

Product development – selling 
new products in existing markets

Diversification – selling new prod-
ucts to new customers

Using a brainstorming process, I ask the 
participants to generate ideas within each 
category, starting with Market Penetration 
(“What might the business do in terms 
of market penetration?”). As in any brain-
storming exercise, the goal is to generate 
lots of ideas, and not to pass judgment or 
evaluate until the idea generation stage is 
over. Then each potential strategy or op-
portunity can be assessed in terms of feasibility and potential 
payoff for the company.

Market penetration is usually considered the safest 
and easiest way to go, if the market is expanding, by lever-

aging existing resources and market knowledge. But, as the 
market matures and becomes more saturated, a market pene-
tration strategy becomes more difficult and the business may 
have to pursue an alternate strategy.

A market development strategy may be a smart way 
to go for a business that has significant strengths in its prod-
ucts rather than with a specific geographic market or market 
segment. But market development is generally thought to be 
more risky than market penetration because the business will 
be pursuing market segments or geographic markets that are 
new and unfamiliar. 

Product development strategies typically work best 
when the business has strong relationships with existing cus-
tomers and/or good understanding of a specific geographic 

market area. The business can use its core 
competencies to introduce a new product 
to customers it knows well. But, as with 
market development strategies, product de-
velopment is usually considered more risky 
than market penetration.

Diversification is the riskiest of the 
four strategies, but a diversification oppor-
tunity may be attractive if the risk is offset 
by a high potential reward. Diversification 
requires careful study before jumping in 
with both feet, so it may take more time 
and financial resources than other strate-
gies. But diversification may also be a 
good way for a business to establish itself 
in a different, but appealing, industry and 
strengthen its position for the long run. 

This brief introduction only scratches the 
surface of a huge topic. For more information 
and ideas on how to use the growth strategies 
matrix in your business, please contact the 

Central Indiana Small Business Development Center.

Kevin W. Jones is a business advisor with the Central Indiana Small 
Business Development Center. He can be reached at 317-916-7529 
or kjones@isbdc.org 

Kevin Jones

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!

CMG 130135
ASCSeniorCare.com

Meadow Lakes FULL CONTIUUM OF CARE

Here’s how we use 
assumptions positively. 

We learn how a key 
goes in a lock one time 

and then we know 
how to do that simple 

task evermore. 

The most 
dangerous thing 
to do in business

There is an interesting dichotomy in business that makes you both suc-
cessful and keeps you from being successful. That dichotomy is the act of 
making assumptions. Let’s take a look at the positive side of making as-
sumptions and then look at the negative side.

We all modify our world in order for it to make sense by doing three 
basic things, we generalize, we delete 
and we distort things so we can com-
prehend, explain and survive. 

Making assumptions, also known 
as generalizations, helps all of us make 
sense of the world, our world. That is 
where the phrase made famous by the 
late Stephen R. Covey, “The map is not 
the territory” applies. This phrase was 
not a Covey original it was originally 
coined in the 1930s by a Polish-Amer-
ican scientist and philosopher named 
Alfred Korzybski.

Here’s how we use assumptions pos-
itively. We learn how a key goes in a 
lock one time and then we know how 
to do that simple task evermore. Those 
generalizations work for us in all types 
of ways: In our sales process, the way 
we meet people, the way we navigate 
socially at chamber meetings or other 
business functions. 

Another useful way to use assumptions or generalizations is to, as my 
friend and author Shelle Rose Charvet says, “guess and test.” That is the 
appropriate way (strategy) to employ the assumption or the generaliza-
tion. The test component is critical. If you assume something make sure in 
some way besides the guess that you are correct. Otherwise, the strategy 
changes from a positive to a negative.

Korzybski came up with the catchy phrase noted above when he no-
ticed that some people confuse their reality with reality itself. That is the 
dangerous strategy of using assumptions or generalizations in business (in 
life for that matter) when we assume something and then react to it as if 
it where real without testing it. I have seen many talented people use this 
most ineffective strategy to their demise. You hear it when someone says, 
“He is not interested in buying…” or perhaps you have heard someone say, 
“If they want it, they will ask me for it without me having to sell it…” 

Using assumptions and generalizations can be powerful tools, if used 
properly. To do so, you must remember two things. First, making assump-
tions (without testing them) is making an ass out of u (you) and me. Sec-
ondly, jumping to conclusions and reacting as if your belief is reality has 
caused wars, deaths, bigotry and discrimination. Those two reasons are 
why it can be a very, very, very dangerous thing.

Be aware of this and be wise in your use of assumptions to find success.

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

Jack Klemeyer
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When developing your 
company’s social media 

strategy, plan as you would 
plan when considering any 
other advertising vehicle. 

Should your business 
be on social media?

An April 2013 study by Experian Market-
ing Services revealed that in the United States 
alone, people spend 16 minutes out of every hour 
online on social networking and forums. That 
statistic may be reason alone for your business to 
consider using social media as part of your mar-
keting effort.

If your business is just get-
ting started with social media, 
here are some things to consid-
er before jumping on-board the 
social media bandwagon: 

Are you happy with 
your current website, or 
does the design or content 
need a revision? One of the 
purposes of a social media pres-
ence is brand awareness, so you 
should use this opportunity to 
drive people to your website for 
more information about your 
business. Thus, you should first 
spend the time to update your 
website so that any traffic you 
drive through social media will 
create a good impression and 
serve to convert any web visi-
tors to prospects or customers. 

Do I have a blog or newsroom on my 
website? Consider what information you could 
share via social media on your current website, 
such as press releases or blog posts, as a way to 
connect and communicate with followers. If 
you don’t already have a blog, a blog is a no-cost 
tool that can be a great addition to your website, 
as it enables your company to post informative 
articles on your industry to share with visitors. 
Blogs can position your company as an expert or 
thought leader, and can also provide additional 
content that can boost your search engine opti-
mization (SEO) so your customers can find you 
online through a web search.

Who is your target customer? Perform a 
detailed analysis of your current customer base or 
ideal customer, and identify common character-
istics among them (such as age, location, occupa-
tion, industry, hobbies and other demographic 
and psychographic information). These details 
will help you determine your social media strat-
egy and which social media sites may make sense 
for your business. 

What kind of information would my 
audience find valuable if I shared it on so-
cial media? Make a list of the many ways you 
could communicate on social media with cus-
tomers, partners and other fans. For example, if 
you are a restaurant, you could share photos, reci-
pes, special dishes, coupons or events. You could 
share customer experiences, survey customers, or 
ask for feedback. In addition to your own infor-
mation, it may make sense for you to share con-
tent from colleagues, partners, vendors, media or 

industry leaders.
How much time do I (or does my cur-

rent team) have to devote to social media 
marketing? Your social media manager should 
plan to spend a minimum of 30 minutes a day 
managing your company’s social media sites, 

with more time needed if you 
wish to have a greater presence 
online. This does not include 
writing content for distribu-
tion. If you do not have internal 
resources to support your new 
social media effort, or cannot 
perform these tasks consis-
tently throughout the work 
week, you may want to consider 
hiring a social media market-
ing firm.

Which social media sites 
make sense for my busi-
ness? The next step is to 
consider how many and which 
social media sites to include in 
your social media strategy. In 
some cases, you can ask your 
customers which social me-
dia sites they frequent. Oth-

erwise, look at statistics on the popularity and 
demographic presence for each social media site 
to determine the best sites to consider. For in-
stance, according to a new study from the Pew 
Research Center and Docstoc, women use social 
media nine percent more often than men, and 
city dwellers also use social media more often. 
Restaurants, retail stores, or real estate firms may 
want to consider using Facebook, which is cur-
rently the most popular social media site, with 
67 percent of adults using the site. Companies 
such as interior designers, architectural firms, 
landscape companies or companies that target 
women may want to consider the social media 
site Pinterest, which is gaining traction among 
users for its visual interest. Business-to-business 
service firms or IT companies may want to use 
Google+ or LinkedIn for their concentration of 
business users. These are just a few examples.

When developing your company’s social media 
strategy, plan as you would plan when consider-
ing any other advertising vehicle. While social 
media shouldn’t replace your existing advertising 
and marketing tactics, it can be a supplement to 
your current marketing efforts to help your com-
pany increase its exposure, boost its reputation 
and drive followers toward a purchase.

Susan Young is the owner of AimFire Marketing, a full-
service marketing firm specializing in website develop-
ment, blogging and social media management for small 
businesses. She lives in Brownsburg, Indiana with her 
husband, Jason and two young daughters. To reach 
Susan, visit her website at www.aimfiremarketing.com, 
call (317) 858.7669, or email syoung@aimfiremarket-
ing.com.

Susan Young
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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

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.

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.

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.

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.

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.

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.

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 Opportunities

Some days are just not as good as others. 
This morning I’m sitting here at my kitchen table thinking about what this col-

umn should say to all of you. Just yesterday, really only a few hours ago, a terrible 
moment of terror occurred in Boston and our perception of safety in America was 
challenged again. This morning we have very little hard data to draw upon but we 
have many, too many images of pain and fear and suffering and loss pummeling our 
hearts and minds. An 8-year-old boy waiting to see his daddy cross the finish line 
was murdered. Stories of severed limbs abound. Video of sobbing and screaming are 
repeated on the airwaves. And yet hope and optimism remain.

Something that struck me and remain in my mind were the images and video 
of those awe-inspiring heroes in the Boston Police and Fire Departments in their 
bright yellow vests running TOWARDS the smoke and fear and loudest screams. 
Pause a moment and say a prayer with me for the families of the injured and mur-
dered whose lives were tragically impacted. And also pray with me please to thank 
The Lord for giving us those brave men and woman who run toward the danger.

Okay. So what about the markets? Yesterday (April 15) started pretty weak, then 
after word of the Boston events came out in the last hour of the trading day, the 
market dramatically sold off. There are a few hours yet this morning before the mar-
ket opens, but I will be interested to see how the market responds this morning. 
Will the selloff continue? Will a rally occur? We’ll see. You’re lucky. By the time you 
read this, you’ll know how the market responded. And you’ll know a lot more about 

what happened in Boston, who did it, and why. This morning, we know very little. 
But there is something I do know about markets. No one can control them. The ac-

tions of hundreds of millions of individuals cannot be predicted nor can these individu-
als be counted upon to do what they have done in the past. Once an investor recognizes 
this and embraces this Truth, they can arguably be more successful than an investor who 
doesn’t. We can’t control the markets nor events (like the one in Boston) that impact 
them. Somewhere in these pages is an article by Jack Klemeyer. I’m looking forward to 
reading it. The day after the Boston events, Jack sent out an email reminding us of some 
great words of wisdom from a noted philosopher, “Life is like a box of chocolates. You 
never know what you’re gonna get.” (Forrest Gump) Very true this morning. 

No, we aren’t in control of events nor markets. But we are in control of three 
things. We control the education level we have about our investments. We control 
our emotions and how we respond to events. And we control our expenses. If we pay 
less for our investments, then regardless of events or whether the market goes up or 
down, we make out better than those paying higher expenses. 

“And that’s all I have to say about that.” (Yep, You guessed it: Forrest Gump)

Mr. Binkley writes regularly for the online investing websites SeekingAlpha.com and the Mot-
leyFool.com. His articles have been electronically delivered to over 1 million money managers, 
research analysts, investment bankers, and serious individual investors.

Jeff Binkley

We can’t control the markets nor events (like the one in Boston) that impact them. 
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One of the most important questions you, as 
an entrepreneur, can ask yourself is WHY. WHY 
are you doing what you are doing?  What is the 
reasoning, at your core, for taking on the evolu-
tion it takes to make a busi-
ness run? Specifically, tackling 
a technology business, which 
can climb like no other busi-
ness.  In scaling it, you have to 
in turn scale yourself.  

“You have to evolve into a 
bigger person than the one you 
were the day you started. You, as 
an entrepreneur, have to evolve.”

From the crazy ideolo-
gist who invented a new way 
of doing things who lives on 
credit cards, borrowed family 
money, works for an outra-
geous person, beats the hell 
out of himself essentially be-
ing paid nothing. To then 
evolve into a business owner, 
responsible for payroll and 
delivery to clients, progress-
ing into a master recruiter and negotiator to 
ultimately evolving into a dynamic leader and 
teacher of people. Ultimately, evolving into a 
CEO, the person responsible for building a last-
ing organization of change.

How will you enter into this evolution? You. 
You are the only way you will go through this 
evolution. You will be the one going 
through the manic depression of the 
highs and lows and being the person 
who holds in your heart an incred-
ible reason and drive. This drive will 
then inspire others to not only join 
you, but to work for you like crazy and 
to then believe in your reason and drive 
becoming a part of the evolution. 

This evolution is both the best and hardest 
thing you can do as an entrepreneur. While it 
will break you down, it will simultaneously build 
you up, making you tougher. 

“There is no breakthrough without a break down.”
If you are able to justify breaking down, then 

you must have an even bigger compelling reason 
to capitulate you to the break through. In laymen’s 
terms you must have a very clear and big WHY. 

My WHY encompasses, the WHY of WHY 
we as a company are here, which is to empower 
people in entrepreneurial flight.  We have a 
business development system that uses training, 
team building, events, technology, coaching and 
consulting to build businesses, to employ more 
people and to give people autonomy through the 
entrepreneurial flight. 

“My mission is to become a nationwide com-
pany that ultimately is international in serving a 
nation of the 10,000-member businesses.”

This abundance will create the Rainmak-
ers Foundation, an organization, 
which serves a series of charter 
schools in 40 markets, which 
teaches all the fundamentals 
of entrepreneurship to a select 
group of disadvantaged students.  
This will incubate business plans 
upon graduation where the top 
10 percent of students will get 
scholarships to attend entrepre-
neurial schools.  The top 10 per-
cent of these candidates’ busi-
ness plans will be developed into 
real businesses, housed in es-
tablished offices on the school’s 
campuses. 

These schools will employ stu-
dents and build direct relation-
ships between a variety of con-
sultants, students, new business 
entrepreneurs and leaders. Then 

these businesses will receive their funding and 
grants with only one requirement, to employ stu-
dents from the Rainmaker Foundation and give 
10% of its stock back to the organization.

“Your WHY, like mine, defines your 
company›s purpose. It defines what makes you 

great and why others need you.”
We are about growing businesses. Our 
purpose is directly tied to our WHY. 
It is tied to our reason for being.  You 
must use your WHY for establishing 
the purpose of your business.  
Defining that purpose is a reflec-

tion of your WHY.  This, as the most 
important of reasons, sets up the cas-

cading decisions you need to make for the 
marketing and selling of your business—who 
buys it and WHY.

To continue reading or get ahead start on 
reading the book visit www.ultimatetech-
startupmanual.com

Tony is the President of Stringcan and is committed to 
helping you share your genius. He’s a serial entrepreneur, 
business coach, self-proclaimed foodie, a proud Michigan 
State Spartan and tells a great story. Tony has helped more 
than 1,000 businesses go to market, has trained more 
than 10,000 salespeople and is the founder and CEO of 
Rainmakers Marketing Group. Throughout his career, 
Tony has served as a VP of Sales, Director of Marketing, 
Sales Manager and Director of Business Development for 
several companies.Tony is passionate about empowering 
entrepreneurs; works tirelessly to make connections for 
all he meets, loves being a dad and can’t believe anyone 
eats spaghetti sauce out of a jar.

Chapter 1: Lead with Why Quitline ultimate 
tobacco cessation tool

Tony Scelzo

In this instant gratification world we live in, 
folks are more apt to take advantage of the In-
diana Tobacco Quitline (1-800-QUIT NOW), 
which now includes texting support and Web 
Coach. It’s easy and it’s free. Whenever some-
one needs support and help 
in dealing with nicotine with-
drawal, the Quitline is avail-
able 24/7. Callers gain a better 
understanding about addic-
tion, triggers to smoke, and 
learn coping skills to handle 
triggers and stress.

Quitline Advantages
•	 Eliminates barriers of tra-

ditional cessation classes, 
like needing transporta-
tion or child care

•	 Helps those with limited 
mobility

•	 Offers access to those 
who live in rural or re-
mote areas

•	 Appeals to those who are 
reluctant to participate in 
a group program

•	 Education
•	 Support, including texting support
•	 Web Coach
•	 Evidence based
•	 Cost savings (FREE)
•	 Now available to youth aged 13 and older
•	 Nicotine replacement therapy available at 

no extra cost (for uninsured individuals, 
Medicaid and Medicare recipients)

Using a Quitline can increase the chance that 
a tobacco user will be successful in their quit 
attempt. Proactive phone counseling is more ef-

fective than less intensive ap-
proaches. A review of multiple 
Quitline studies indicated 
that proactive  Quitlines, like 
the Indiana Tobacco Quit-
line, showed a 56% increase in 
quit rates when compared to 
self-help (people quitting on 
their own) (Stead et al. 2004) 
http://www.cdc.gov/tobacco/
quit_smoking/cessation/quit-
lines/pdfs/quitlines.pdf

And, employers can take an 
active role in referring their 
employees to the Quitline. 
The Quitline will call the 
employee and give them the 
encouragement they need to 
get them started sooner to a 
healthier lifestyle.

The Indiana Tobacco Quit-
line, 1-800-QUIT NOW – a proven effective 
intervention for today’s busy lifestyle.

For more information on how to refer your employ-
ees to the Quitline, contact Jennifer Walker, Ready Set 
Quit Tobacco! at 317-306-1282 or email: jennifer.un-
derwood.walker@gmail.com

Jennifer 
Walker



14 | May 2013 Morgan County Business Leader www.morgancountybusinessleader.com

Is your Real Estate being acquired for 
progress? Three steps in the process

Magic Layout  3/15/11  4:10 PM  Page 1

Thomas Jefferson is quoted as saying “the 
natural progress of things is for liberty to yield 
and government to gain ground.” More than 
two hundred years later, it still rings true.

While progress brings bet-
ter ways of doing things, new 
ideas, new buildings and new 
roads, progress can also bring 
more taxes, more regulations 
and, in the case of road proj-
ects, more government land 
acquisition.

We know that roads will be 
built, and that ultimately they 
will benefit more than they 
hurt. But for those people 
and businesses personally 
impacted by a development 
project, the price of progress 
is very high and often beyond 
the usual quoted term of “just 
compensation for a taking.” 

So what happens if your 
business is built on some 
property that is the right in 
the middle of the path of 
progress?

If the state wants to buy your property for a 
project, it will have to go through a legally de-
fined process. The state can’t show up and just 
take what you own. 

Appraisal. The first step in the acquisition 
process involves a notification to you that your 
property may be acquired. While this notifi-
cation is not always sent out to everyone, the 
state normally sends this as a courtesy. Then 
the clock starts ticking. 

Once the state has defined what property it 
needs for a project, it will retain a licensed ap-
praiser to appraise the property and determine 
its fair market value as of the date of the take. 

At this point, you will receive 
a phone call or a letter from 
the appraiser, inviting you to 
accompany the appraiser on 
an inspection of your prop-
erty.

Our advice: take them up 
on the offer. The importance 
of obtaining a detailed and 
well documented appraisal 
cannot be understated as it 
is the key to maximizing the 
offer to be made by the State 
for business property. When 
you meet with the appraiser, 
find out the answers to a few 
key questions and be sure to 
take notes during the meet-
ing:
•	 How much property is the 
state acquiring? There is a big 
difference between three feet 

off your frontage and a total acquisition. 
What is the damage to what is left?

•	 Will the acquisition touch your 
building(s)? If your buildings are im-
pacted, you may be entitled to relocation 
benefits.

•	 Will the acquisition impact your access to 
and from the property? 

During the inspection, point out the im-
provements you have made and highlight the 
benefits to your property. If a neighboring 

business owner has recently sold their property 
for a fair price, have the information handy so 
that the appraiser can consider the recent sales 
in the area as part of their analysis.

Offer. After the state has reviewed the ap-
praisal and approved what is called the “State-
ment for the Basis of Just Compensation,” a 
buyer will contact the owner of the property to 
formally extend the State’s offer. The owner of 
the property has thirty days under law to ac-
cept or reject this offer. Comparative research 
is the key to making a decision on the offer. 

Businesses that rent their premises also have 
a significant stake in the State’s acquisition of 
their landlord’s property. Businesses that rent 
are entitled to “relocation benefits” that include 
moving expenses, packing-crating-shipping 
inventory, new sight searching costs and pro-
fessional fees incurred for the relocation just 
to name a few by way of cost itemization. De-
pending on your business situation, you may 
qualify for a “payment in lieu” which is a fixed 
sum that does not require itemization of relo-
cation expenses. 

Payment. The State will make payment 
to the owner only after an agreement has been 
reached or when the money is deposited in 
the Court after the condemnation suit is com-
menced. Relocation payments are only made 
after meeting the requirements for each type 
of relocation payment. 

Kathy Davis is an attorney, and owner of KJD Legal 
LLC. Kathy focuses her practice in the areas of busi-
ness and real estate. More information on eminent 
domain questions can be found on her website, 
www.kjdlegal.com. Kathy can be reached at 317-
721-5290 or at kathy@kjdlegal.com. 

Kathy Davis

So what happens if your business is built 
on some property that is the right in the 

middle of the path of progress?

IU Health Morgan Hospital 
Honors Laboratory Teams 
during National Medical 

Laboratory Professionals Week

This week during National Medical Labora-
tory Professionals Week, Indiana University 
Health Morgan Hospital recognizes its labora-
tory professionals and celebrates their dedication 
as crucial members of the health care team, help-
ing improve patient care and outcomes.

From small practices in rural towns to met-
ropolitan hospitals, more than 300,000 medi-
cal laboratory professionals deliver accurate test 
results every day and serve as part of the health 
care team to guide and assess patients’ ongoing 
treatment and care. 

“I salute our outstanding laboratory profes-
sionals and all laboratory teams across the nation 
working together to provide accurate results for 
patients. You are the cornerstone of diagnosis 
and an integral part of the larger patient care 
team, directly contributing to preserving and en-
hancing patients’ lives,” said Darin Wolfe, MD, a 
physician who specializes in pathology, and An-
gie Alford, Director of Laboratory Services at IU 
Health Morgan Hospital.

Throughout the week the hospital is celebrat-
ing laboratory professionals’ contribution to 
patient care. Lab Week’s theme, Laboratory Pro-
fessionals Get Results, recognizes the proactive, 
collaborative role laboratory professionals play in 
advancing patient care. 

Using state-of-the-art technology and in-
strumentation, laboratory professionals perform 
and supervise tests that lead to the detection of 
potential health problems; the sooner a disease 
is caught, the likelihood increases for a positive 
outcome. 

Located in Martinsville, Indiana University 
Health Morgan Hospital offers personalized 
patient care and a wide range of diagnostic and 
treatment services. A recipient of the American 
College of Surgeon’s “Outstanding Achieve-
ment Award” ranks the Regional Cancer Center 
among the top 15% in the US. IU Health Mor-
gan Hospital is also fully accredited by the Joint 
Commission on the Accreditation of Healthcare 
Organizations, College of American Patholo-
gist, and the American College of Radiology.  To 
learn more about IU Health Morgan Hospital, 
visit iuhealth.org/morgan.

As the only nationally recognized healthcare 
system in Indiana, Indiana University Health is 
dedicated to providing a unified standard of pre-
eminent care. A unique partnership with Indiana 
University School of Medicine – one of the na-
tion’s leading medical schools – and the depth of 
experience from the most complete network of 
highly skilled specialty and primary care physi-
cians, gives IU Health unparalleled strength in 
delivering assurance to patients. Discover the 
strength at iuhealth.org.
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Planner of note
GREATER MARTINSVILLE CHAMBER OF COMMERCE 

WELCOME NEW CHAMBER MEMBERS!!!
Kirby Dunigan 
Martinsville Masonic Lodge #74 
Angie Hobson 
ATI Physical Therapy
For more information visit: www. MartinsvilleChamber.
com
GREATER MOORESVILLE CHAMBER OF COMMERCE 

WELCOME NEW CHAMBER MEMBERS!!!
Rt 67 Bar & Grill 
A1 Window Cleaning 
Discover Vapin 
For more information visit: www. MooresvilleChamber.
com

TOWN OF MOORESVILLE - BUILDING PERMITS
Scott Wells, Hadley Road, Commercial Remodel
Neil Hoffer, Appleseed Lane, Residential Remodel
Sunco Constuction, West Main Street, Demolition
Force Construction, Pleidades Drive, New Commercial 
Construction
Roger Millikan, Peaceful View Drive, Residential 
Remodel
Alec Smith, Delwood Drive, Residential Electric
David Wood, Hadley Road, Residential Accessory
First United Methodist Church, Indianapolis Road, 
Signage
Sign for It, West Main Street, Signage

MORGAN COUNTY - BUILDING PERMITS 
William Ritter, Smokey Road, Residential Remodel 
Susan Wininger, Middle Patton Park Road, Pole Building
R. Atwell, West Sims Lane, Single Family Residence
Harmon Crone, Border Street, New Commercial Electric
David Lewis, Main Street, Pole Building
Greg Cragen, Leitzman Road, Single Family Residence
Nick Starr, Smokey Road, Garage
Brett Holland, Plano Road, Pole Building
J.W. Jones, Silcox Road, Residential Remodel
Anthony Martin, Meadows Drive, Residential Electrical 
Upgrade
Richard Bault, Hancock Ridge Road, Pole Building
Tessie Weekly, East Knox, New Residential Electric
Charlie Osborn, Old S. R. 67, Residential Electrical 
Upgrade
Rebecca Wood, McClure Road, Residential Addition
Roy McGuffey, Maple Grove Road, Residential Electrical 
Upgrade
Joshua Griffin, Morgantown Road, Pole Building
Reid Payne, Fox Cross, Residential Electrical Upgrade
Dana Karr, Dayhuff Drive, Storage Building
Troy Poe, Bunkerhill Road, New Residential Electric
Carl Gilbert, Red Day Road, Residential Addition
Kevin Williams, Maple Grove Road, Single Family 
Residential
Steven Drake, Arthur Road, Storage Building
Geramie Hancock, South Street, Residential Electrical 
Upgrade
Danny Trent, Skyway Court, Garage
John Clark, Red Day Road, Garage
Christopher Barnes, Church Street, Residential Electrical 
Upgrade
Don Cragen, Cragen Road, Pole Building
Hugo Martinez, Landersdale Road, Garage
Merlin King, Sedwick Road, Residence Remodel
David Dorsett, Hall School Lane, Pole Building
Joe Cragen, State Road 44, Mini Barn
Amber Staley, Bitternut Court, Residential Electrical 
Upgrade

NEW BUSINESS FILING
Donald Ray, R & S Property Preservation, 839 S. Lincoln, 
Martinsville, IN 46151
Melissa Thacker, Champagne & Lace Boutique, 20 N. 
Main Street, Martinsville, IN 46151
Matthew Richardson, Richardson Body Shop, 160 ½ W. 
Washington Street, Martinsville, IN 46151
Shane Reuter, FTA Supplements, 185 Byram Blvd., 
Martinsville, IN 46151 
Daryl Short, Countryside Heating and Air, P.O. Box 70, 
Clayton, IN 46118
Amanda & Matthew Mills, Mills Photography, 390 E. 
Washington Street, Martinsville, IN 46151
Karen Long, KC Realty, P.O. Box 75, Brooklyn, IN 46111
Jeffrey Rooker, CJS General Contractor, 8750 New 
Harmony Road, Martinsville, IN 46151
Barry Winkle, Just Graphite Timerside Assets, 13740 N. 
Western Road, Camby, IN 46113
Erick Plunkett, Tuck Pointers Restoration & Caulking, 
5606 N. Blazing Star Road, Monrovia, IN 46157
Chris Goss, Independent Saw Works, 566 N. Kristi 
Road, Martinsville, IN 46151 

SHERIFF’S SALES  
Robert Farrington
10694 W Hickory Ct
Quincy
$82472.51
May 6
Feiwell & Hannoy
317-237-2727
 
Staci Stephens
9528 N Gasburg Rd
Mooresville
May 6
$98318.25
Reisenfeld & Assoc
317-844-0106
 
Scott Bowers
2927 W Longbranch Dr
Monrovia
May 6
$106649.72 
Manley Deas Kochalski
614-222-4921
 
Jeremy Briles
13750 N Ferguson Rd
Camby
May 6
$130055.37
Feiwell & Hannoy
317-237-2727
 
Gregg Bryson
6955 N Baltimore Wood-
land Lane
Monrovia
May 6
$332754.64
Manley Deas Kochalski
614-222-4921
 
Melissa Parsons
812 Trail Ridge Ct
Mooresville
May 6
$107453.28
Feiwell & Hannoy
317-237-2727
 
Amber Willis
9980 N Rooker Rd
Mooresville 
May 6
$121321.19
Unterberg & Assoc 
219-736-5579
 
Robert Bayer
130 Circle Dr
Monrovia
May 6
$175386.11
Feiwell & Hannoy
317-237-2727
 
Rodney McClusky 
1074 Center St
Martinsville 
May 6
$86105.78 
Foutty & Foutty
317-632-9555
 
Robert Milton
37 Stephens St
Mooresville
May 6
$118840.62
Mercer Belanger
317-636-3551
 
Brenda Blakely
8182 Beech Grove Rd
Martinsville
May 13 
$55583.96
Feiwell & Hannoy
317-237-2727
 

Jodie Campbell 
425 N Monroe St
Mooresville
May 13
$117656.78
Feiwell & Hannoy
317-237-2727
 
Stephanie Cox
623 Peaceful View Dr
Mooresville
May 13
$130273.15
Feiwell & Hannoy
317-237-2727
 
Ryan Crist
214 Bishop St 
Mooresville
May 13
$93660.56
Doyle 
317-264-5000
 
Scott Harding
60 Sunbury Dr
Mooresville
May 13
$117850.49
Unterberg & Assoc
219-436-5579
 
Jay Jessup
5480 Paragon Rd
Martinsville
May 13
$85201.21
Manley Deas Kochalski
614-222-4921
 
Kurt Leitz
1493 Ranch Trail
Martinsville
May 13
$202534.45
Feiwell & Hannoy
317-237-2727
 
Matthew Marshall
1030 N Shore Dr
Martinsville
May13
$106886.81 
Feiwell & Hannoy
317-237-2727
 
Arma Paugh
509 S Cherry St
Martinsville
May 13
$90334.39
Septtimous Taylor
270-684-1606
 
James Teel
80 E Mulberry St
Morgantown 
May 13
$83964.28
Reisenfeld & Assoc
219-736-5579
 
Thomas Elliott
13408 N Badger Grove 
Dr
Camby 
May 20
$209282.60
Mercer Belanger
317-636-3551
 
Robbie Adams
12860 N Mann Rd
Camby
May 20
$280852.67
Feiwell & Hannoy
317-237-2727
 

Terry Bowers
10940 McClure Rd
Martinsville
May 20
$91215.02
Foutty & Foutty
317-632-9555
 
James Graham
1745 E Shore Dr
Martinsville
May 20
$153650.29
Unterberg & Assoc
219-736-5579
 
Jason Grider
4252 N Somerset
Martinsville
May 20
$196185.92 
Unterberg & Assoc
219-736-5579
 
Michael Hughes
2180 Center Valley Rd
Martinsville
May 20
$106097.29
Unterberg & Assoc
219-736-5579
 
Carol Barnes
11147 SR 142
Quincy 
June 3
$114536.08
Foutty & Foutty
317-632-9555
 
Michael Bennett
490 N Maple St
Martinsville
June 3
$64112.15
Foutty & Foutty
317-632-9555
 
Kevin Benskin
10717 Hickory Ct
Quincy
June 3
$145017.17
Feiwell & Hannoy
317-237-2727
 
Kenneth Conklin
2812 Hancock Ridge
Martinsville
June 3
$126335.63
Unterberg & Assoc
219-736-5579
 
Kylie Gray
559 E Walnut
Martinsville
June 3
$100597.23
Foutty & Foutty
317-632-9555
 
Erik Lindvall
112171 N Creekside Dr
Monrovia
June 3
$120519.43
Unterberg & Assoc
219-736-5579
 
Todd Seals 
2303 E Crosby
Mooresville
June 3
$182772.19
Foutty & Foutty
317-632-9555
 

Gary White
1010 Killian Dr
Mooresville
June 3
$115021.13
Unterberg & Assoc
219-736-5579
 
Johnston Hobbs
6542 E Edna Mills Dr
Camby
June 3
$139265.51 
Doyle
317-264-5000
 
Derek Kean
439 Prather Dr
Martinsville
June 3
$84867.24
Doyle
317-264-5000
 
Michael Smith
4610 Wilbur Rd
Martinsville
June 3
$97869.94
Mercer Belanger
317-636-3551
 
Shawn Barron
4555 Upper Patton Park
Martinsville
June 10
$101243.79
Foutty & Foutty
317-632-9555
 
Daniel Blunk
2100 Plantation Lane 
Martinsville
June 10
$185930.87
Feiwell & Hannoy
317-237-2727
 
Tripp Etherington 
216 E Carlisle St
Mooresville
June 10
$65531.09
Feiwell & Hannoy\
317-237-2727
 
April Gosnell
372 W Pike St
Martinsville
$81387.99
June 10
Feiwell & Hannoy
317-237-2727
 
Travis Hojem
690 Central Dr
Martinsville
June 10
$159287.48
Unterberg & Assoc
219-736-5579
 
Ryan Hurt
374 W Pike  
Martinsville
June10
$101795.87 
Feiwell & Hannoy
317-237-2727
 
Justin Knight
13257 N Etna Green Dr
Camby
June 10
$96767.69
Feiwell & Hannoy
317-237-2727
 

Rhonda May
2240 Crestview Dr
Martinsville
June 10
$17554.79
Blommer Peterman
219-793-9680
 
Richard McClellan
1870 W Shore Dr
Martinsville
June 10
$231654.19
Feiwell & Hannoy
317-237-2727
 
Jeffery McCreary
7137 E Buddy Lane
Camby
June 10
$51162.72
Foutty & Foutty
317-632-9555
 
Ronald Patterson
11261 N Longbranch St
Monrovia
June 10
$152626.68
Feiwell & Hannoy
317-237-2727
 
Danny Tallent
260 Tulip Dr
Martinsville
June 10
$87620.39
Foutty & Foutty
317-632-9555
 
John Young
1126 Enchanted View Dr
Mooresville
June 10
$133013.32
Unterberg & Assoc
219-736-5579
 
Regina Moore
8382 W SR 42
Monrovia
June 17
$130385.23
Feiwell & Hannoy
317-237-2727
 
David Richmann
2940 W Crosscreek Dr
Monrovia
June 17
$141948.55  
Reisenfeld & Assoc
317-844-0106
 
Peter Williams
13340 N Brick Chapel 
Camby
June 17
$124618.54
Unterberg & Assoc
219-736-5579
 
Warren Anderson
129 Foutain Dr
Mooresville
$166146.76
June 17
Mercer Belanger
317-636-3551
 
Christopher Bowman
2529 Brandwine Lane
Martinsville
June 17 
$98541.83
Feiwell & Hannoy’
317-237-2727
 

Christopher Finney
4349 Pitkin Rd
Martinsville
June 17
$113603.56
Reisenfeld & Assoc
317-844-0106
 
Jessica Mills 
1759 S Ohio St
Martinsville
June 17 
$86156.03
Feiwell & Hannoy
317-237-2727
 
Matthew Treadway
540 Gardner Ave
Martinsville
June 17
$153537.37
Feiwell & Hannoy
317-237-2727
 
David Webster
13130 N Paddock Rd
Camby
June 17
$129075.71
Foutty & Foutty
317-632-9555
 
Thomas Schoolcraft 
490 Virginia St
Martinsville
June 17
$127871.75
Septtimous Taylor
800-684-1606
 
Christal Esposito
461 Indianapolis Rd 
Mooresville
June 24
$116145.94
Doyle Legal
317-264-5000
 
William Guy
675 W Morgan St
Martinsville
June 24
$99467.45
Septtimous Taylor
800-684-1606
 
Tommy Parsons
9512 N Little Point Rd
Stilesville
June 24
$165881.46
Mercer Belanger 
317-636-3551

Current updates avail-
able 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.
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Embracing the future.

Expert Emergency Care 
Returned Keys to Where 
His Heart is.

At 83, Keys Lowder is a former Navy man, a 

longtime employee of Indiana Power & Light 

and a fulltime farmer who tends his 250 

head of cattle “sunrise to sunset, every day.” 

Then one night he started feeling chest 

pains. “I’ve always been strong and healthy, 

but I just didn’t feel right.” He was stabilized 

in the Emergency Department at Franciscan 

St. Francis Health – Mooresville, and then 

had open heart surgery at the St. Francis 

Heart Center – Indianapolis. “They couldn’t 

have treated me better. It’s the only place I 

would go,” he says, before heading out to 

bale hay, mend fences and feed the cows.

For a FREE armband wallet to 
hold your keys, ID or music while 

exercising, call 1-877-888-1777.


