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sCi reMC leader, greg McKelfresh retiring after 41 successful years
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Don’t be limited by 
your expectations

Jim Hess
From the Publisher

Summer is supposed to be that time of year 
when we sit back, relax, and just go with the 
flow. OK, all you small business owners who 
are snickering at that statement, I understand. 
But I would like to suggest that you do take a 
moment and just think about the message in 
my title. 

Have you ever met anyone who had their 
life planned out? Graduate college at 22 or 23, 
married by 25, first home by 27, first child by 
29, etc., etc., etc. Life doesn’t often work out 
quite as expected. That’s not always a bad thing, 
though, is it?

I never expected to be publisher of a month-
ly periodical, but here I am and it is one of the 
best and most satisfying things I have done in 
my professional life. If I had been rigid in liv-
ing my life as I “expected,” I might never have 
undertaken the opportunity.

None of the people featured in our stories 
this month ever expected what has come to 
fruition in their lives. SCI REMC president 
and CEO expected to graduate college and 
move to an office job in a big city. DeAnna 
Barley expected to retire from her job in a jew-
elry store. Neither of these people have lives 
that met those expectations. No, they have ex-
ceeded those expectations and created lives that 
are both comfortable and very satisfying. 

Other people, like Dawn Burget and Angie 
Bridgewater had to go out and find something 
new to fill space when life changes happened. 
Both have great expectations for the future, 

but both are open and flexible as to what that 
means and where it is going to go. Not to 
mention they admit to the fun they are having 
along the way.

Small business owners often talk of exceed-
ing customers’ expectations. For many that is 
the level of service they always want to provide. 
I challenge you this month to take some time 
to think about exceeding your own expecta-
tions for yourself and your business. Not ev-
erything is always going to work out the way 
we expect it to work out or happen. That can 
be a good thing because it might be the very 
board you need to dive off of for even greater 
achievement and success. 

So, grab yourself some lemonade, settle into 
a lawn chair under a shady tree or into a soft 
spot on the front porch swing. Think about 
what you expected your life or business to be … 
and where it is, and where you can take it next. 

Morgan County is growing and evolving 
and with expanding visions, we can all contrib-
ute to it and benefit from it.

If our business bankers look a little out of their element, it’s probably because they’re much more 
comfortable on the go. After all, they prefer to spend their time hustling for their customers—not 
posing for pictures. Take a moment to speak with one of them, and you’ll see exactly what we mean.

Melissa Duke 
317.548.4646

Steve Kaiser 
317.204.7066
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317-834-9156

itsshowtimecinema.com
300 Southbridge St. • Mooresville

Buy 1 get 1

FREE
Admission

Valid until 10/31/17
Not valid with other offers. 

Limit 1 per visit

A gem of a business
DeLyn Jewelry

Deanna Barley, President
29 e. Washington st.
Martinsville, in 46151
Phone: 765-342-7300
email: delynjewelry@hotmail.com
Web: www.DeLynJewelry.com

By elaine Whitesides
Morgan County Business Leader

As most small business owners will tell you, 
things don’t always work out the way you think 
they will, or should, in life.

DeAnna Barley had worked in a family-
owned jewelry store for 10 years when the 
business was sold.  Her original intent was to 
work there until she retired. That didn’t work 
out and she found herself unemployed. She 
started a search, but nothing seemed to ap-
peal to her. That’s when her husband, Jim, said, 
“Why don’t you open your own store?”

“I was afraid to move forward,” DeAnna 
said, “It’s really expensive to start from scratch 
and we had no money. I couldn’t help thinking, 
‘What if we lost everything?’”

“Even if we have to live in the truck and lose 
everything,” Jim told her, “I would rather take 
this risk with you and follow your dream.” The 
only promise he asked her to make was that if 
they had to live in the truck, they would get to 
keep their beloved Doberman Pinscher, Keisha.

“Keisha passed at 13 or 14 years old,” said 
Deanna, “and she never had to live in the truck 
– and we didn’t either.”

A family affair supported by friends
In October, 2002 DeAnna opened DeLyn 

Jewelry at its current location on the square in 
Martinsville. From the very beginning it was a 

DeAnna Barley and Angela O’Neal

family business. The De part of the shop’s name 
is obviously from DeAnna, and the Lyn in the 
shop’s name is DeAnna’s mother, who thrilled 
customers with creative jewelry designs. Hus-
band Jim went to jewelry repair school, work-
ing one-on-one with a master, to learn how to 
set stones, size and grade diamonds, and com-
plete basic repairs. 

Her daughter, Angela, spent time in the 
business from the time she toddled and is 
now her shop manager. Her son-in-law, Chris 
O’Neal does metal work. Her grandchildren, 
Adelynn and Jared, help in the shop sweeping, 
dusting, and cleaning glass.

Opening a jewelry store from scratch is a 
huge and a costly undertaking. “I was ignorant,” 
DeAnna said. “I had no idea, even about the 
cost of electricity, or how we would need to up-
date the electrical system.” That’s when friends 
began to come out of the woodwork to help.

It’s one of the benefits of small-town liv-
ing, according to DeAnna, that explains how 
friends and colleagues have helped. Businesses 
have donated lighting and other fixtures to her 
and friends who wanted them to be successful 
have donated their time and skills in helping 
her build out and improve her shop space. 

“This is a small town where neighbors help 

neighbors,” Deanna said. “Our location was 
actually found because the owners of City Deli, 
the business that was in our space before, were 
neighbors of ours in Green Township.” 

DeLyn Jewelry is a small  
business doing it her way

“Owning and operating a business,” DeAnna 
said, “is not for sissies.” 

She remembers the flood in 2008 right as 
the recession was hitting, too. “I lost my house 
personally, and the business was flooded, too,” 
she said. “That flood affected everyone and I 
wasn’t sure we were going to make it through. 
Times were tough, and recovery is sometimes 
tougher.”

What steeled her determination was that she 
saw the business as more. “It’s not just me. It’s 
my daughter, my son-in-law, my grandchildren.”

So DeAnna dug in and carved her niche as a 
small town jeweler.

People will call about a necklace with knots 
in the chain that they can’t get out. Others will 
bring in boxes of their parent’s or grandpar-
ent’s jewelry and ask for help sorting out what is 
valuable and what is not. DeAnna and crew spe-
cialize in helping people gather together family-
owned stones to create a new piece of jewelry 
that they will wear and be meaningful, a new 

heirloom. They will even melt down the precious 
metals and re-form them into the settings.

One of the happiest parts of the business is 
engagement and wedding diamonds and set-
tings. “We have had lots of proposals happen in 
the shop and those are wonderful memories for 
them, and for us.” 

They also work with lots of people buying 
something special for someone special, like 
gifts for new moms, graduations, anniversaries, 
and birthdays. It’s a happy business, she says. 

“We have events and promotions, often by 
invitation for our customers,” she said. “Things 
like wine tastings with vendors offering deep 
discounts.

“I think we are just very unique and genu-
ine,” DeAnna said. “Integrity has a lot to do 
with it, especially in a small town.  Word of 
mouth is our best advertising.”

Pulling from the past
“I was in DECA in high school,” DeAnna 

said. “and I used my study hall time to vol-
unteer in a store in the cafeteria. We bought 
product in bulk, portioned and packaged it, and 
sold it. I never thought of anything other than 
skipping study hall, but now, standing back, a 
lot of the things I learned in DECA are actu-
ally usable in retail sales.” 

Another education was received from her 
mother, who was a single parent for a time. She 
held a very responsible position and, because 
she wanted time to devote to her children, she 
would bring work home and work long into 
the night. “My sister and I would sneak out 
way past our bedtime and see mom still awake 
and working at the table,” said DeAnna, “Her 
work ethic was amazing and taught me a lot.”

Later, her mother remarried and handled the 
paperwork for their family electrician business. 
She taught DeAnna how to file, process payroll 
and handle accounts receivable and accounts 
payable. “I got to do all the things she hated to 
do,” DeAnna said. “But I used many of those 
skills in jobs and now in my own business.”

Building for the future
DeAnna and her family have worked hard 

to build a business that has moved beyond the 
initial years of just working to keep the doors 
open. “It’s great when you can pay the bills and 
feel comfortable enough to be thinking of your 
next project or investment.

“We are looking at investing in more equip-
ment to expand our services and projecting 
that expansion and growth,” DeAnna said, ex-
plaining one of the goals of her June trip to the 
International Jewelry Show in Las Vegas. 

“We have had it both ways,” DeAnna said. 
“We are at a comfort level, but ready to grow to 
the next step. I really appreciate that after going 
through hard times.

“The greatest blessing of all is that even 
though I love what I do and helping people, 
my family is here with me and our bond 
strengthens every year.”
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The gigabit speed your 
Mooresville business needs, 
the tech support you want! 
Introducing lightning-fast gigabit internet and 
the Speed Geeks Tech Team from Endeavor.

Accelerate your business with the new gigabit speed internet  
from Endeavor Communications and get on the fast track.  
Transfer huge files, upload and download in a flash, and connect  
more easily with customers everywhere. 

Power your business with the fastest internet speeds in the  
state and take advantage of our business-smart wireless products,  
as well as our VOIP telephone options, state-of-the-art security 
systems plus much more! All supported by the friendly and helpful 
service of our Speed Geeks Tech Team. 

MOVE FAST! Sign up for service with Endeavor and  
accelerate your business.

Contact Endeavor Communications 
today at:  www.weEndeavor.com

765-712-0372
Wireless – Internet – TV – Security

Date: Friday, July 14, 2017
Celebrity Meet & Greet: 11 a.m. - Noon
Shotgun Start: 12:30 p.m.
Location: Heartland Crossing Golf Links

317.630.1785
6701 S. Heartland Blvd. 
Camby, IN 46113

For more info call (317) 584-5333 OF MORGAN COUNTY

EQUIPPING YOUTH TO BECOME TOMORROWS LEADERS

9 t h  A n n u a l  C e l e b r i t y  G o l f  O u t i n g
BENEFITTING

LArry BAiLey 
Wellness

Health and wellness for your workforce

IU Health places a high priority on team 
member wellness. We think it’s imperative to 
take care of the team taking care of our pa-
tients. Team members can take advantage of 
wellness initiatives throughout the year under 
our Healthy Results program. The benefit is 
not only for their health, but they can earn 
points to take advantage of reduced healthcare 
insurance premiums.

sleep Great challenge
More than 5,000 IU Health team members 

are feeling a lot more rested these days. 
That’s because they took part in the recent 

Sleep Great, IU Health wellness initiative. 
During the four-week initiative, participants 
received weekly tips and completed assign-
ments to improve the quality of their sleep. 
Here is what a couple of them told Healthy 
Results about the experience:
•	 The thing that worked best for me was 

no TV or big meals before bed. I always 
fell asleep with the TV on and would eat 
a late dinner, thinking it would help me 
sleep. I am so thankful for your study and 
that I am now getting more restful sleep. 

•	 Participating in this definitely made me 
more aware that I need to work on getting 
more sleep and what may be causing me 
to not get the best quality of sleep. I am 
challenging myself to do better each week!

All who completed Sleep Great were en-
tered in a random drawing for a weekend get-
away package. 

step it up Challenge
The 60-day, Fitbit-based challenge is open 

to all IU Health team members, their friends 
and family members. Get 10,000 steps per day 
to be eligible for the grand prize drawing for 
a trip. 

Participants who are insured by IU Health 
Plans, join the challenge and average at least 
5,000 steps per day can qualify for incentive 
points toward decreasing 2018 healthcare pre-
miums. 

This challenge is as easy as registering their 
Fitbit through a website and simply taking 
steps. Each day steps need to be synced to 
guarantee each steps counts! Discounts on Fit-

bits were also offered so all could take part in 
the challenge.

Larry Bailey has been a member of Indiana Univer-
sity Health’s staff since 1992 and currently serves as 
President of both IU Health Morgan and IU Health Paoli 
Hospital. He holds a Bachelor of Science degree in Busi-
ness from Indiana University and completed his MBA 
through Morehead State University. He is a member of 
the American Institute of Certified Public Accountants 
and the American College of Healthcare Executives.

Avoid calorie creep 
Many people succeed at losing 

weight, but can’t keep it off. Here are 
some ideas to help you avoid calorie 
creep:  

1. remain vigilant: Continue track-
ing your food intake at least a 
few days each week, and build 
regular physical activity into your 
lifetime routine.

2. stay in touch with your power-
ful reasons to maintain a healthy 
weight and how good it feels to 
look and feel this way.

3. Weigh yourself regularly — 
whether it is daily, bi-weekly, 
weekly, to know when you may 
need to step up your activity or 
watch your diet more closely.

4. avoid a “finish line” mental-
ity. Celebrate milestones, but 
remember that maintaining 
your weight is a lifestyle. Keep 
your goals in mind. 

Provided by Jennifer Touw-Gonzalez, 
LCSW, certified health & wellness 
coach, Healthy Results - IU Health
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Chris Branson on the Community 
Foundation of Morgan County, Inc. 
Why is it important for Carlisle-Branson Funeral Service & 
Crematory to support the community?

Mary Beth and I have been very fortunate to be a part of 
this community for over 10 years.  We appreciate and un-
derstand that it’s the personal relationships that are de-
veloped, even in difficult times,  that connect each one 
of us.  To make a community a great place to live, it’s 
important that everyone cares about the other person.

What’s the CFMC’s impact on the community?
I have personally worked with several families and 
community members to open funds at the CFMC.  Most 
people know about the scholarships that are awarded 
annually, and the grants that are given to non-profit organizations, but there are 
nearly 200 individual funds at CFMC.  Each fund is unique to that donor’s interests 
and they support everyone from paralyzed veterans and homelessness to adult 
literacy and even children’s after-school programs.  Without CFMC, each one of 
these generous donors would need to start their own 501c3 charity but now they 
can use the experience and professional expertise of the Community Foundation.

Why is the CFMC the right choice for Carlisle-Branson Funeral Service &
Crematory to invest in to create impact in Morgan County?

As this is my last year on the Board after 9 great years, I have seen CFMC grow to 
become a real philanthropic leader.  I do not see any other organization in our 
county that focuses with their level of professionalism to truly make a difference and 
with a goal to measure the impact of each donor’s gifts.  Since all business owners 
are asked to support causes in Morgan County, I understand that making an invest-
ment through my private or corporate support to CFMC ensures that my philan-
thropy is going to have the impact I want and that every dollar will be used wisely.

The mission of the Community 
Foundation of Morgan County is to 
connect donors and their charitable 
giving with our evolving community 

needs in order to enhance the quality of 
life for current and future generations.

Check out our website at www.cfmconline.org to learn 
more about CFMC and how we are working towards our 

vision of Morgan County  as a vibrant, giving community.

Our Mission
Philanthropy with Measurable Impact

Community Foundation 
of Morgan County, Inc.

How to maximize your travel budget in 2017 and beyond

WiLL GOtt
Business Travel

Now that 2017 is half over, it is time to start thinking and 
preparing your 2018 (yes, 2018) budget. Most small businesses 
have travel budgets; however, it is usually the first one to get cut 
or underfunded when allocating funds. The good news is there 
are plenty of opportunities to trim travel budgets and save mon-
ey. Here are 10 tips for getting a handle on your travel budget in 
for the second half of 2017 and into 2018.

1. Create and distribute a travel policy. Regardless of 
the size of your company, a travel policy should provide 
your employees with clear around travel and travel expens-
es. A well written travel and expense policy should include 
consequences for violating it.

2. Volunteer to get bumped. If your flight is overbooked 
and the airline asks for volunteers to take a later flight, 
step forward. Most airlines offer generous travel vouchers 
that can save you big bucks on your next trip. If you have 
flexible travel, you could get a free ticket for your time.

3. Plan ahead. If you know about an upcoming confer-
ence or tradeshow, don’t wait until just a few weeks before 
to make all the necessary arrangement. By planning and 
booking your arrangement ahead of time, you can save 
money. Many travel suppliers provide lower rates several 
weeks in advance instead of booking last minute.

4. use a travel agent. A trained and experience travel 
agent can not only save you payroll by doing all the plan-
ning and booking for you and your employees, they can 
even find rates that are equal if not better than if you 
booked directly with a hotel or airline. Many Travel 
Agents have access to inventory and suppliers that are 
only available through the Travel Agency community. 

5. Join your preferred airline’s frequent-flier pro-
gram. Free trips, airport club access, and hotel discounts 
are among the perks you’ll receive for booking flights on 
the same airline.

7. establish a uniform reporting system. Get all of 
your employees using the same forms for reporting travel 
related expenses. This helps ensure that every report is 
accurate and can be easily reviewed by you and your ac-
countant.

8. Meet virtually. Does traveling actually need to oc-
cur? Virtual meetings can reduce your travel costs, boost 
productivity, and even increase morale. Virtual meeting 
options include videoconferencing, Web conferencing, 
teleconferencing, and online collaboration. Many free on-
line services can make virtual meetings effective and at the 
same time help your bottom line. 

9. use a single corporate credit card for all travel 
and entertainment expenses. This simplifies the 
bookkeeping process and may even earn you airline miles 
or hotel stays if you use the right card. Some cards can pay 
you cash back or even reimburse you for any travel related 
expenses. 

10. take advantage of tax deductions. Business travel 
costs can be deducted as a business expense. If your 
travel is all business, you can deduct all the travel-related 
expenses; if your travel is part business and part pleasure, 
you can deduct the portion that was business-related.

Will Gott is the owner of Magnified Vacations CruiseOne, a locally owned 
and operated full service Cruise and Leisure Travel Agency. Will, and his 
wife Nikki, specialize in helping families and couples reconnect by help-
ing create memorable vacations. The Gotts have extensive proficiency in 
the travel industry as well as business experience. You can email Will at 
wgott@cruiseone.com, or call (317) 451-4232 or via www.magnifiedvaca-
tions.com

6. Join your preferred hotel loyalty program. Many 
hotels offer some type of loyalty program that gives you 
discounts, amenities or free rooms after so many stays. 
These discounts or free nights can add up quickly.

Does traveling actually need 
to occur? Virtual meetings 

can reduce your travel costs, 
boost productivity, and  
even increase morale.
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Who you gonna listen to?

Jeff BiNkLey 
Finance

Trust is an interesting thing. We trust our 
parents to guide us in making good decisions. 
We trust our spouses to support us when we 
make good decisions as well as forgive us when 
we screw up. We trust a few friends to give us 
their perspective and suggestions, knowing 
they have our best interests at heart. But what 
about investment advice?  Who you gonna 
listen to? Pick up the financial section of a pa-
per or magazine or go to an investment news 
website and you’ll find countless opinions, 
prognostications and maybe even a few bits of 
good financial advice. But beware. If “good ad-
vice” finds you rather than your finding it, how 
trustworthy is that “good advice”. For example, 
from time to time, we still get an excited young 
person on our doorstep attempting to sell us 
a magazine subscription or replacement win-
dows, or Girl Scout cookies. Invariably, they 
are sent away with a polite, “No thank you” 
(except for the Girl 
Scout cookies), to seek 
a sale somewhere else. 
When we’re ready for 
windows or want a 
magazine subscription 
we’ll find the best for 
us after some extensive 
research. (Cookies we 
still buy spur of the 
moment.) 

Think of the “advice” 
you receive through 
the media as that magazine subscription or 
replacement windows or that spray wax they 
peddle at the gas station when you’re filling up. 
If it comes to you without your seeking it, how 
valuable can it be? It is broadcast shotgun like 
to millions. How impactful can it be to your 
specific financial situation? Yet every month, 
every week, every day, people pick up an “in-
vestment” magazine or periodical or watch a 
show that gives them “specific” advice on what 
to do to improve their investment portfolio.  
Those guys and gals that write the columns and 
articles and the talking heads on the invest-
ment shows are experts and have my best inter-
ests at heart… don’t they?  

Along with this monthly column, I have 
written for other outlets as well, including The 
Motley Fool, Seeking Alpha, Yahoo Finance 
and Google Finance. It was fun to see my 
name and material up on those websites. And 
yes, I got paid. I got paid a penny per “click”. 
So as a good capitalist what did I do? I wrote 
articles with provocative content and catchy 
titles. I gathered “clicks”. That’s what much of 

today’s media is all 
and only about, gath-
ering “clicks” (and 
pennies). I haven’t 
written for clicks in 
some time now. It 
left a bad taste in my 
mouth. 

Next time you see 
an online piece titled, 
“The three stocks you 
need to own right 
now” or some other 

catchy title like that, instead of being moved to 
act by the slick presentation the writer makes, 
maybe instead use the article as a reminder to 
set an appointment with your trusted and trust-
worthy advisor to have a chat. If it’s been a while 
since you’ve sat down together and updated your 
portfolio, listening to the talking heads or read-
ing an online column for advice is probably the 
worst thing you can do. 

Jeff Binkley is the Founder and Managing Director 
of Binkley Wealth Management Group LLC located 
in Avon. His firm is an Independent Fee-Only Indiana 
Registered Investment Adviser that has adhered to 
the fiduciary rule since its founding in 2010. 

Measurement

317.834.6560  l  contact@gojarbo.com  l  jarbomarketing.com

“If you can’t measure it, 
you can’t improve it.”  – Peter Drucker

At jarbo marketing, we measure the  
effectiveness of your marketing efforts.

if it comes to you 
without your seeking  
it, how valuable can 
it be? it is broadcast 

shotgun like to millions. 
how impactful can 

it be to your specific 
financial situation? 
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By Elaine Whitesides
Morgan County Business Leader

it is just a few short months until the end of the year and a new beginning for Greg McKelfresh, 
the current president and CEO of SCI REMC in Martinsville. Effective January 12, 2018, 
McKelfresh will leave the organization that he has worked in since the summers of his college 
years. From a part-time stint mapping utility area releases in the engineering department, over the 
next 40 years he worked his way up the ranks all the way up to the top position in 2013. 

O P P O r t u N i t y  f O r  A  L i f e t i m e
SCI  REMC leader,  Greg McKelfresh ret ir ing after  41  successful  years

Although McKelfresh is not a native born resident of Mar-
tinsville, his parents moved the family to the town when he was 
three years old. So, for him, Martinsville is home. He grew up 
and graduated from Martinsville High School then went on 
to Ball State where his interest in math led him to a degree in 
Actuarial Science. He didn’t have a job lined up so he enrolled 
in MBA studies at Indiana University in Bloomington, working 
part-time at Morgan County RMC. 

However, at the end of the first semester when the office 
manager at Morgan County RMC, which later became SCI 
REMC, asked him if he would be interested in full-time em-
ployment, he accepted. “I was engaged. I needed a job and I was 
tired of school,” McKelfresh said. 

His job was in data processing, the department that evolved 
through the years into IT. He was promoted to supervisor, hired 
people and began the organization’s transition into the com-
puter age. 

He says that although he wasn’t really aware, he now sees that 
he was probably being groomed to take over for the office man-
ager, who had been there for a number of years and was nearing 
retirement. “I was in the right place at the right time,” McKel-
fresh said. 

As office manager, he supervised all the inside personnel in 
departments like data processing, accounting, and personnel. 
“We probably had about 60 to 70 employees at the time,” he 
said. 

It was an exciting time for Morgan County RMC, which had 
been established in 1939 to service primarily Morgan, Monroe, 
Owen, Brown and parts of Johnson, Clay, and Putnam Coun-
ties. As office manager, he was tasked with hiring management 
people and change was afoot. In his words, what was customer 
service became Member Services and in about 1997-98 they 
hired a CPA who took over the accounting department. Data 
processing morphed into IT with a greater focus on technology. 
That department was then lead by a VP of Business Technol-
ogy. “Part of the changes were the result of the growth of RMC 
and another was the use of technology and how we could better 
serve our membership,” McKelfresh said. 

What does an electric 
cooperative do?

The Morgan County RMC was established in 1939 to sup-
ply electricity to the rural farms and families. At the time, towns 
were supplied by electric utility companies, but because of the 

additional challenges created by the distance between and area 
covered by farms, electricity was not available in rural areas.

The RMC was a cooperative of members who paid their por-
tion of the cost of services to get the power they wanted and 
needed. The Morgan County RMC was renamed South Central 
Indiana Rural Electric Membership Corporation (SCI REMC) 
in 1990 to better reflect their service area. The organization is 

Greg mckelfresh
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sCi remC
Greg McKelfresh, President and CEO
300 Morton Ave.
Martinsville, IN 46151
Phone: 765-342-3344
Email: gregm@sciremc.com
Web: www.sciremc.com

O P P O r t u N i t y  f O r  A  L i f e t i m e
SCI  REMC leader,  Greg McKelfresh ret ir ing after  41  successful  years

non-profit and is owned and operated by the 33,000 members it 
serves, making it the largest rural electric cooperative in Indiana. 
SCI REMC owns and maintains 3,559 miles of line to bring 
electricity to its members.

Since the late 90s, SCI REMC has pursued alliances and de-
veloped subsidiaries like the SCI Services LLC to provide ancil-
lary products and services. SCI Services LLC offers premium 
energy-efficient water heaters at a discount, addresses home se-
curity, and provides vegetation management, which includes all 
the maintenance for trees in their service area. 

Since 2000 SCI REMC has implemented a state-of-the-art 
Outage Reporting and Dispatch Center, updated lines, equip-
ment and service technology as well as automated meter reading 
and other power management functions with supervisory con-
trol and data acquisition (SCADA) equipment.

Not only is SCI REMC a member-owned organization, it 
is also community focused as well. With Operation Round Up, 
members “round up” their bills to the next whole dollar and 
those cents are accumulated to be returned to the community in 
the form of sponsorships, scholarships, and grants. “Since 1995 
when the program was established,” McKelfresh said, “about 70 
to 75 percent of our members participate and we have given out 
$3.1 million back to the community.” The seven-member board 
of directors meets quarterly and review grant applications from 
organizations ranging from the sheriff ’s department to food 
banks, schools, and other not-for-profits. Criteria, deadlines, 
and applications are all available online at www.sciremc.com/
applyforgrants.

There are speakers and presenters available to community 
and school groups to educate about live power lines, energy ef-
ficiency and use, wildlife enhancement, and trees/herbicides and 
power lines. SCI REMC staff will conduct energy audits for 
homeowners and businesses. 

In fact, they work with many member businesses, of all sizes. 
“We help them understand how their operation impacts their 
electric usage and monthly billing,” McKelfresh said. “We bring 
in experts on motors and equipment to help them run more ef-
ficiently.” In addition, they will organize workshops on topics 
like lighting and equipment. “We have a person at Hoosier En-
ergy that calls on our key accounts. He is also available to small 
businesses if they need help. In an effort to achieve best use of 
resources, his focus is to create efficiencies where possible and 
reduce costs.”

They have lighting programs that offer discounts or rebates 
for businesses that replace lighting with more energy efficient 
lights and fixtures. They also offer rebates on heating and cool-
ing systems. 

Youth are also appreciated by SCI REMC. Five graduat-
ing seniors receive $1,000 scholarships each year. Many of the 
educational programs, contests, and special programs like the 
Touchstone Energy Camp (for 6th graders) and the Youth Tour to 
Washington, D.C. (for HS juniors) are directed at young people. 

a position with a purpose
Much of the change and expansion for SCI REMC was 

initiated by the former CEO, Kevin Sump. But he announced 
he would retire in 2013, which was in the midst of the restruc-
turing and construction of the new office building on Morton 
Street. McKelfresh was selected to oversee the company and 
transition two years before Sump left the organization and ini-
tially given the title of Senior Vice President.

McKelfresh said he was well-steeped in institutional knowl-
edge. He had been in the field and knew what it took for line-
men and vegetation management personnel. He’d been there 
since before technology propelled change. He knew the depart-
ments and how they had evolved. He was there during, and an 
integral part of, staffing changes that resulted in new depart-
ments and management structure. 

When Sump retired, McKelfresh was ready to step in and 
oversee the completion of the transition in full as president and 
CEO. He says his story is illustrative. “In an organization like 
ours,” McKelfresh said, “it’s still possible to rise.”

McKelfresh says that his expectation as a young man was to 
finish his education and then move to the big city and work in 

an office job. “I’ve never had any regrets,” he says about his ca-
reer at SCI REMC. “I have looked forward to coming to work 
every day.”

Part of his satisfaction comes from the culture at SCI REMC. 
“Here it’s kind of a family atmosphere. Although we have some 
very dangerous positions and risky jobs, we stress safety and our 
employees do a great job working safely.”

He stresses that it is, indeed, the people who drive the culture. 
“I think when you look at our 135 employees, our employees 
are involved in the communities in which they live. They are 
invested in their communities; coaching a team, volunteering 
in schools and community organizations,” he said. He suggests 
that that same character comes to work with them and flows to 
members. 

“Culture is an abstract, a feeling. It’s where (people) work, 
who they work with, what their company is doing, and if it’s the 
right thing to do.”

the future at sCi reMC
McKelfresh says it is interesting to see all the changes that 

have taken place over 41 years. “Technology continues to make 
advances for utilities, but there is a cost, too. You have to weigh 
the technology with the cost and ask, ‘How will this benefit our 
members?’”

It’s not just bringing more technology to the area that is im-
portant, according to McKelfresh. “We are involved in the new 
Parallel Pathways program, which is asking what the needs of 
the business community are,” he said. “There are lots of oppor-
tunities down the road and if we don’t start working with kids 
in the school, they will go elsewhere looking for jobs and op-
portunities.

“I never pictured myself working in my hometown for 41 
years in a career that I love. It’s great to know you can work in a 
small town and have a great career, a 10-minute commute, and 
feel like you are making a difference.”

McKelfresh and his wife, Karen, built a life for their family of 
three children, Christina, Benjamin, and Molly in Martinsville. 
He says all of his children have had a solid foundation that has 
led them to successful careers, lives, and families of their own. 

He wants people, of all ages, to know that there are jobs avail-
able in small towns. There is a need for engineers, IT people, 
HR professionals, CPAs and more. “There are real opportunities 
for people who don’t necessarily want to commute to the cities. 
They can live in places where there are sidewalks, trees, and a 
great quality of life.”

Even though McKelfresh is retiring, and looking forward to 
spending more time with his wife, children and grandchildren 
and pursuing hobbies, interests, take classes, and more time for 
healthy activities like exercise and riding his bike, he and his 
wife have no plans to move. 

“Retirement also gives me more time to volunteer and enjoy 
more of life in Martinsville,” McKelfresh said. 
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Envisioning a second career: ReVisions Realty
reVisions realty

Dawn Burget, Realtor
Phone: 317-979-3433
Email: Dburget@bhhsin.com
Angie Bridgewater, Realtor
Phone 765-346-2788
Email: Abridgewater@bhhsin.
com
Berkshire Hathaway
13969 N. SR 67
Camby, IN 46113
Web: www.revisionsrealty.com

By elaine Whitesides
Morgan County Business Leader

One of the growing trends in small busi-
ness is the number of businesses being started 
by people as second, or even third careers. That 
is the case for partners in ReVisions Realty. 
Dawn Burget and Angie Bridgewater both had 
previous successful careers before joining the 
real estate industry.

Dawn Burget becomes a realtor™
Burget spent 31 years in sales and market-

ing at Eli Lilly and Company. In fact, she was 
a second generation Lilly employee. Her father 
also worked at, and retired from, Lilly. Burget 
wasn’t quite sure what she was going to do 
after she retired in December, 2009, and that 
unsettled her. So, true to her nature, while she 
was still at Lilly, she pursued an interest. She 
says she was nosy and wanted to learn more 
about the housing market and decorating. “The 
next thing I knew, I’m in a class at Franklin 
College,” she said. “Before I left Lilly I was 
licensed and had joined Keller Williams in 
Mooresville. Lord forbid I have a day without 
doing something.”

In January, 2010 she began working as a 
buyer’s agent. “I just loved it,” Burget said. 
“There is always something different happen-
ing and I like the variety.” 

Although variety was a hallmark of her po-
sition at Lilly, this new venture demanded a 
big change in her perspective and a significant 
learning curve. Families and buyers come in the 
door at all stages of life, positions, and prosper-
ity, and helping them at their particular stage 
takes understanding and creativity. 

“I never anticipated being as busy as I was 

right out of the gate,” Burget said. “The market 
was not good when I got into real estate but I 
dug in and got busy.”

Angie Bridgewater  
becomes a realtor™

Sales had always been Angie Bridgewater’s 
calling. She loved it. “It’s the challenge of sales 
that I love. I have to believe in the product and 
when I do, I have always invested my heart and 
soul into what I was doing.” 

She had been in ad sales at WCBK radio 
station in Martinsville for 10 years, then moved 
to SCI REMC for another 12 years. She says 
she was very comfortable and probably would 
still be there if she hadn’t gotten sick. She 
was seriously ill for almost two years. “I had 
to change and I trusted that God had a plan 

for me,” Bridgewater said. “I 
would never have done this if 
I hadn’t been pushed into it.

“I made the decision to take 
a real estate class because my 
husband and I had previously 
built spec homes and I was 
interested in decorating and 
turning a house into the best 
it could be.” She signed up for 
the accelerated, three-week 
long Real Estate Certification 
Program (RECP) and passed. 

Angie Bridgewater and  Dawn Burget

As luck would have it, she went into the 
Mooresville Keller Williams office with, as she 
says, “a huge drive to learn whatever I could 
and do whatever I could to further this new 
career.” 

the alignment
Burget lives in Mooresville and has been 

married to Kent for 25 years and has two 
daughters, Jessica 31 and Emma, 21. She’s 
blessed with a granddaughter, Charlie, who is 
four.

Bridgewater has been married 25 years to Bo 
and has three children, Haley, 24; Quinton, 21; 
and Lauren, 17. They live in Martinsville.

Both women agree they share a similar work 
ethic. That is that they will do whatever needs 
to be done to get the job done, and they will 
travel anywhere the business takes them. 

In addition, both women have a natural 
drive to be successful at whatever they under-
take, and both jumped in ready to run with real 
estate. They have demonstrated to each other, 
and their clients, that they are willing to put in 
the hours and the effort required.

The partnership they have created is not a 
division of responsibilities and duties. They 
work together to make each deal happen. Be-
cause of that, no matter what the transaction, if 
one of them is not available, the other one can 
step in without hesitation.

the connection 
Their partnership was not one that was 

built by one side trying to find a partner. There 
wasn’t a long period of looking and interview-
ing. Neither ever anticipated having a partner.

Burget had established herself after seven 
years as a reputable and busy real estate profes-
sional. Bridgewater was just stepping into the 
arena and felt confident in her ability, but inex-
perienced.

“It started,” Bridgewater explained, “primar-
ily because Dawn worked in the same office as 
me and she likes to travel.” After a shrug of her 
shoulders, Burget laughed and agreed. Burget 
had asked Bridgewater to take care of her cli-
ents for a three-week period last summer while 
she would be away. “I took the challenge and 
I believe that helped me more than anything 
because it forced me to do it all. She already 
had a clientele and I would never have had that 
experience, been immersed like that, if it had 
not been for her.”

In real estate, no two transactions are ever 
the same and Bridgewater appreciated the val-
ue of the experience Burget had and what she 
learned in that three weeks, and has since.  

the business
“It’s been kind of a whirlwind,” Burget said. 

“We have been so busy we haven’t taken time 
to set goals other than taking care of customers 
and to keep listing and selling houses.”

“Real estate and this partnership has 
changed my life completely,” Bridgewater said. 
“I have purpose. It’s been scary to step out and 
start from nothing and go big.”

The pair does a lot of online marketing 
and advertising. As Burget says, “go big or go 
home” and they aren’t going home. They are 
listed as premier agents on Zillow.

“It’s a career,” Bridgewater said, “but I am 
having one heck of a time. It’s been a blessing. 
Instead of empty nest syndrome, I am seeing 
my life change in many ways.

the outcome
“It was the right time in both of our lives,” 

Bridgewater said, “and Dawn saw something 
in me she could trust and I saw her work ethic. 
She saw that I was willing to do whatever it 
took to be successful and that was her, too. I 
have never met anyone else like that. We trust 
each other to do the right thing.”

Both women agree that they are at a point 
where this partnership can be what they want 
it to be, not what others would suggest. Just re-
cently the pair has made the move to Berkshire 
Hathaway, because they say it fits their business 
model better. 

They want people to see them as a resource 
and a team that will go the extra mile to do 
the extra for others to achieve the American 
dream. Home buying is an emotional decision 
and they are willing to take the ride, and even 
guide the bus to get people into the homes of 
their dreams.

Robert C. Weimer • bob@forguites.com

Certified Public Accountant

1040 S.R. 39 Bypass
Martinsville, Indiana 46151

Forguites, Weimer and Hayden, LLC

Our clients become friends very quickly, so our responsibility is to serve 
our friends to the very best of our ability and with tender loving care.

765-342-2596
www.forguites.com
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susAN yOuNG
Marketing

Optimize your website for search engine visibility

Mooresville
1010 N. Samuel Moore Parkway

317.834.4100

Morgantown
180 E. Washington St.

812.597.4425

Visit one of our convenient 
Morgan County locations today!Local Decisions   -  Local Service

Local Bank
Delivering expertise in:

Business Lending

Cash Management

Private Wealth Advisory

THE STRENGTH OF BIG. THE SERVICE OF SMALL.
  800.205. 3464     |     FIRSTMERCHANTS.COM

2015

COMMUNITY
COMMITMENT
DELIVERS THE
GREATEST RETURNS

BIZBNK-ADPR-MorganCoBusLeader-0816Investment Management solutions provided by First Merchants Private Wealth Advisors may not be FDIC insured, are not deposits of First Merchants Bank and may lose value.

With a proud tradition of serving East Central Indiana businesses, the local First 
Merchants team supports you and your business with local decisions, and local service 
by bankers who live, work and are invested in this community. 

We welcome the opportunity to work with you and your business.

COMMUNITY
COMMITMENT
DELIVERS THE
GREATEST RETURNS

If you’ve been in business for several years, chances are that 
your website hasn’t changed much recently. Perhaps you’ve 
stopped (or haven’t started) getting new leads coming in from 
your website. If this is the case, I’d like to give you five quick tips 
that will have you on your way to more sales in no time: 

1. switch to a blog-based platform: I recommend 
WordPress to all my small business clients for several rea-
sons. For one, it’s an affordable, simple and customizable 
web platform for most businesses. Secondly, it allows the 
user to add new content regularly and easily. And most 
importantly, there are built-in tools for optimizing the site 
for SEO (search engine optimization). Use these tools and 
you’ll have a better idea of what to do to make your site 
friendly to the search engines.

2. Look at competitors’ websites: If you haven’t done 
this already, I suggest you start looking at your major in-
dustry and local competitors’ sites. Pay attention to which 
ones come up first on Google, and then evaluate them. 
Do they have a lot of content? Do they focus on a specific 
topic or keyword phrase? Is the website built in a certain 
fashion? Use this research as clues for figuring out how to 
make your website better. 

3. Do some keyword research: Use Google’s free key-
word tool to find out what people searching for your prod-
uct or service are typing in when they search. Google offers 
this tool in the hopes that businesses will advertise using 
these keywords, but this is not required. You may be sur-
prised at the phrases used, and this might change the way 
you promote yourself. 

4. start blogging: Every business has a story to share. If 
not, they can use their blog to inform and educate custom-
ers and prospects about what makes your business unique, 
what’s new in your industry, or even how your product 
works. There are so many options for content for your 
business blog, so there’s really no excuse why you haven’t 
started using it to your advantage already. Google loves 
fresh content, so continue to add relevant content weekly 
and watch your ranking soar. Use your targeted keyword 
phrases from your research to come up with topic ideas.

5. Check your ranking and see if you have im-
proved: If you have followed the tips above, check your 
ranking after a week, month and several months to see if 
you notice a difference in your traffic and your ranking. 
Consider setting up Google Analytics on your website to 

track visitors coming into your website. Adjust your con-
tent and website if needed, and consider repeating steps 
two through four until you get it just right.

Make sure your website foundation is in place before paying 
an SEO company thousands of dollars per month to “work their 
magic” and get you to the #1 spot on Google. While there are 
many methods to SEO, with my clients, I find that starting with 
the simplest approach works best. Good luck, and I look forward 
to seeing your company’s website at the top of Google!

Susan Young is the founder of AimFire Marketing, a consulting firm 
that helps service-based small business owners to maximize their 
time while improving their marketing results. Visit her website at www.
aimfiremarketing.com to subscribe to her marketing tips newsletter, or 
follow her on social media.
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Three important lessons 
we can learn from 
interacting with Siri

JACk 
kLemeyer 
Business Coach

Is it me or are you too frustrated when you 
ask Siri a question and the response is “I’m 
not sure I understand.” It happens to me more 
than I’d like to admit, which got me thinking. 
How can I learn from this frustration? Then I 
realized how this experience is much like con-
versations I see and hear in my work as a John 
Maxwell Coach.

The first lesson is from when you’re com-
municating is to make sure you articulate your 
words in a clear and audible manner. I’ve no-
ticed from time to time we get excited about 
what we’re about to say and we combine words 
or don’t articulate them completely. It’s impor-
tant to think through want you’re going to say.

Lesson number two, don’t talk over the other 
person. From time to time when I call on Siri 
to help me with a search I start talking before 
Siri is ready for my request. I see this happen 
too in the business world. Many times when 
people are in a conversation, they’re not re-
ally listening to grasp the content of the other 
person but merely waiting their turn to talk. 
When a person is waiting on their turn to talk, 
they aren’t really listening, their being self fo-
cused and frankly selfish in their communica-
tion style. 

The third lesson from Siri, and perhaps the 
most important lesson, is to make sure you’re 
asking the correct question. I have to admit I 
sometimes get frustrated when Siri gives me an 
answer but it’s not to the question I asked, Siri 
might look on the internet when I want an an-
swer from my address book or visa versa. This 
is how it’s perhaps the most important lesson 
we can learn, we assume Siri knows what spe-
cifically we want and from where we want the 
search to take place. When we’re communicat-
ing with another person we assume they know 
the context of our conversation and what we’re 
trying to accomplish by our communication 
with that person.

Communication is a tricky thing, George 
Bernard Shaw said it best, “The single biggest 
problem in communication is the illusion that 
it has taken place.” Take a minute sometime 
soon to reflect on your communication with 
your team, your family, your friends. Where 
can you do better? I like to think of it this way, 
what do you need to start doing to “up your 
communication game?” What do you need to 
stop doing to “up your communication game?” 
Maybe you’re doing great in your communica-
tion, then think about what you need to con-
tinue to do to “up your communication game?”

Take time to reflect on the areas you’d like to 
get better at doing and make a simple imple-
mentable plan, a growth plan. Make your per-
sonal and professional improvement intention-
al, it’s the very first law in John C. Maxwell’s 
book The 15 Invaluable Laws of Growth for 
a reason. Be intentional in your personal and 
professional growth. 

Grow Your Business™ Coaching founder Jack 
Klemeyer is recognized as a preeminent resource for 
business professionals. As a John Maxwell Certified 
coach, speaker, trainer and facilitator of Mastermind 
groups for business owners and professionals, his 
results-driven philosophy calls for action and ac-
countability. He and his Grow Your Business™ team 
are dedicated to taking businesses and their owners 
to the next level. Jack can be reached at Jack@
GYBCoaching.com or at 317-755-6963. Learn more at 
GYBCoaching.com.

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

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

Ask about a FREE 
move to our Assisted 

Living & Garden Homes!

ASCSeniorCare.com

FULL CONTIUUM OF CARE

Lindsey smaLLing
317-435-5914

Lsmalling@talktotucker.com

w w w . T h e s m a l l i n g g r o u p . c o m

BUYING • SELLING • INVESTMENT PROPERTY • PROPERTY MANAGEMENT

THE BEST LOCAL 
INSURANCE AGENCY
CITY  •  000-000-0000
www.bestinsuranceagency.com

As your local independent agent, we’re your 
neighbor - someone you can trust and someone 
who’s here for you when it matters most.   

Introducing our
newest agent! 

 

We are excited to announce  
the addition of ‘Agent name’ 

317-831-3575
www.mayfieldinsurance.com

Bobi Culver
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You don’t need to feel like a workhorse to your 
loan. If you’re experiecing cash flow pressure, 
the stress of a startup or minimal flexibility, a 
small business loan from Home Bank could 
really help the success of your business.      

  

  
 

You can be 
successful!
...& we know that.

Wade Phelps
765-558-3822

wphelps@homebanksb.com

  
Give Your Business

an Option

Competitive rates & flexible repayment structures!

What difference can my business make?

eD 
kOmiNOWski

Philanthropy

As a business leader - a philanthropic busi-
ness - I can greatly appreciate that “asking for 
money” seems hard for the solicitor but for the 
donor it takes on a different level of decision-
making.  Like you, we pay for internet, phone, 
office supplies, depreciate fixed assets, person-
nel – salary and insurance, security and payroll 
administration.  We know this is only a small 
list but it helps us understand that when some-
one calls or stops by “asking for money”, we 
have to make difficult decisions about where 
those dollars go since it comes from the same 
bucket.

As a business leader, we make difficult deci-
sions every day based on revenue and cash flow.  
But, when giving of our philanthropic dollars, 
we often trust that those asking are the right 
partners to fill the job.  If it is a supplier or 
vendor for our business, we will compare their 
service, price and quality against other com-
petitors and then make the best decision for 
our business.

Philanthropy should be no different for 
you or your business.  We believe at CFMC 
that everyone should be asking hard ques-
tions about the impact our charitable dollars 
are achieving.  We believe this is not only good 
business but better stewardship.  As your com-
munity partner, let us know how we can help 
engage in this conversation with you.  As Chris 
Branson has seen over the years, Philanthropy 

with Measurable Impact is the best way to en-
gage and support our community.

With more than twenty years of executive manage-
ment, non-profit and fundraising experience, Ed is 
passionate about philanthropy and community build-
ing. After nearly 10 years at the I.U. Foundation, he 
spent the past decade holding leadership positions 
with state universities in Florida, and the Southwest 
Florida Community Foundation.  A 1989 graduate of 
Martinsville High School, and native of Morgan Coun-
ty, Ed has a bachelor’s, as well as a master’s degree, 
from Indiana University, Bloomington.  Philanthropy 
with a measurable impact has led Ed to focus on how 
philanthropy and private support can make a greater 
difference in our community with a hand up, not a 
hand out.  Private and corporate donors should begin 
asking, “What impact am I really making?” when giv-
ing support to local charities.  Ed is driven by a “Social 
Return on Investment” and focus on a true outcome 
or solution to the challenges in our community and 
towards the improvement of the quality of life for 
Morgan County residents.  

     Michael Berend, MD       Wesley Lackey, MD  Richard Jackson, MD        Joshua Carter, MD  
           Board-certified                        Board-certified          Board-certified                      Board-eligible 

(317) 455-1064 | www.mcjr.com
Same-week appointments available!

      Making  joint replacement less painful  

                for everyone involved

Indianapolis: 6920 Gatwick Dr. #200, 46241  Bloomington: 639 S. Walker St., 47403
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9943 E US Hwy 36, Avon 
(317) 272-9746 • www.hoosiertent.com

Tents & Accessories  
Tables & Chairs ✴ Linens

Flooring & Staging
Food Preparation

Inflatables & Games

480 Town Center Dr. • Mooresville, IN 46158 • Ph: 317-821-8411 • E-mail: store3777@theupsstore.com

 

Owned & Operated by Guy Cragen

LET us DEsIgN your DoCuMENTs

 

Jod Woods

We all want a “GOOD DEAL”.......right?
Everyone is looking for ways to save mon-

ey.  A sale price or any other special promo-
tion will mean 
more money left 
in your pocket....
Or does it?   One 
must engage their 
logic to decide 
if a discounted 
price is REALLY 
a discounted 
price.  Let’s take 
a dramatically 
reduced price on 
a service as an 
example.  Spe-
cifi cally, an air 
conditioning or 

furnace cleaning.  Can a company REALLY 
pay for a service vehicle and properly trained 
technician to drive to your home to perform 
a quality tune up (which should take ap-
proximately one hour or more to complete) 
for around $49.00?  Th e answer is.... NO!  It 

will cost a company more than $49.00 to do 
this.  So, how do they make up for such a 
loss?  Perhaps, they are not taking the time to 
perform a quality tune up at all, recommend-
ing unnecessary repairs or even equipment 
replacement?  Please, hire a trusted LOCAL 
contractor to help with these tasks.  You will 
be glad that you did.

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

Cutting smoking 
reduces business costs

JeNNifer 
WALker 

Running or managing a business is expen-
sive enough without having to deal with costs 
that are costly to both the employer and the 
employees.

The direct and indirect costs created by em-
ployee smoking and other employees’ exposure 
to second-hand smoke are costs that provide no 
benefits to the employer. Helping work associ-
ates stop smoking has tremendous benefits to 
the employer, employees who smoke, those ex-
posed to second-hand smoke and their families.

Center for Disease Control research has 
shown that cigarette smoking remains the larg-
est cause of preventable disease, disability and 
death in the United States. Despite all of the 
available information regarding the dangers of 
smoking, approximately 20 percent of the na-
tion’s adult workforce and 20.6 percent of Indi-
ana workers as of 2015 still smoked.

Smoking not only threatens the employees’ 
health and overall well-being, it also leads to 
decreased productivity, greater absenteeism and 
increased workplace costs.

Employers can take steps to reduce smok-
ing among its employees that will cut the costs 
of health insurance, absenteeism and put more 
money on the positive side of the bottom line.

The annual cost to employers of a smok-
ing employee is estimated by the CDC to be 
$5,800 higher than a non-smoking employee. 
This includes more than $2,000 in increased 
healthcare costs and more than $3,500 more in 
lost productivity.

And it doesn’t stop with the smoker. The 
CDC reports that exposure to second-hand 
smoke by others in the workplace costs $5.6 
billion in lost productivity per year in the Unit-
ed States.

In the United States, smoking costs more 
than $300 billion annually, including nearly 

$170 billion in healthcare costs and in excess of 
$156 billion in lost productivity.

The problem isn’t just what it costs, but what it 
does to people. Nearly all of us have been affected 
by family members, friends, neighbors and work 
associates who’ve suffered from cancer and died. 
The next person could be one of your favorite 
employees or the clerk behind the meat counter 
who always got you the best cut of steak.

To address the problem, there are several 
things the employer can do. Some of them in-
clude:
•	 Make the workplace totally smoke free, 

including the grounds and vehicles.
•	 Provide lower cost health insurance for 

employees who don’t smoke.
•	 Help employees who smoke and want to 

quit connect with the Indiana Tobacco 
Quitline (1-800-QUIT-NOW, www.Quit-
NowIndiana.com). It is a free telephone, 
web, and text counseling service that pro-
vides evidence-based coaching and support 
to Hoosiers who want to quit tobacco. 

Contact Ready Set Quit Tobacco, which offers a wide 
variety of programs to help people quit smoking and 
prevent others from starting. Jennifer Walker, Director, 
Ready Set Quit Tobacco, can be reached at email: jen-
nifer.underwood.walker@gmail.com or by calling 
317.306.1282.

running or managing a business is expensive 
enough without having to deal with costs that are 

costly to both the employer and the employees.
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Martinsville Chamber of Commerce: 
The regular monthly meeting on the 
third Friday at 11:30 AM at the Mor-
gan County Administration Building, 
180 South Main Street. For more info, 
please contact the Chamber office at 
(765) 342-8110 or visit its website: www.
MartinsvilleChamber.com

rotary Clubs: Martinsville meets every 
Tuesday at noon at the First Presby-
terian Church, 240 East Washington 
Street, Martinsville.Mooresville Deca-
tur 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 An-
gela Kath at 317-445-9827.

Mooresville Chamber of Commerce: 
The regular monthly meeting on the 
third Thursday from 11:30 AM to 1:00 
PM. The meeting location is Moores-
ville Eagles Lodge, 451 Samuel Moore 
Pkwy. Lunch is free. For more informa-
tion call the Chamber office at 317/831-
6509 or visit its website: www.Moores-
villeChamber.com.

Morgan County toastmasters Club: 
Weekly meeting every Thursday eve-
ning at 6pm at Franciscan St. Francis 
Hospital 1st floor Conference Room.

Business & Professionals exchange: 
This Hendricks County meeting takes 
place each Tuesday from 8:15-9:45 
a.m. at Trine University, 7508 Beech-
wood Centre, Avon. More information 
at www.b-p-e.org.

rediscover Martinsville: An Indiana 
Main Street U.S.A. Association. For in-
formation: PO Box 1123, Martinsville, IN 
46151. 765-343-6303 or e-mail: redis-
covermartinsville@gmail.com. Follow 
us on Facebook.

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

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

Mooresville Chamber of Commerce 
networking Breakfast: Event the 4th 
Thursday of each month at Bran & 
Shorts Coffee House at 8:00am, locat-
ed at 15 W Main Street in Mooresville. 
Please RSVP to mindy@mooresvil-
lechamber.com, public welcome, do 
not need to be a Chamber member 
to attend.

Networking 
Opportunities

Extraordinary nurse recognized at Indiana University Health Morgan
Nurses at IU Health Morgan are being hon-

ored with The DAISY Award for Extraordi-
nary Nurses. The award is part of the DAISY 
Foundation’s program to recognize the super-
human efforts nurses perform every day.  

The award recipient is Carolyn Phillips from 
cardiac rehab in the Wellness Department. 
Phillips’ nursing career spans 20 years. She has 
worked at Morgan for the past 9 years, 4 years 
in ICU and cardiac rehab for 5 years.  She is 
currently working on her cardiac rehab certifi-
cation. Phillips was selected by the IU Health 
Morgan nurse council committee. The nomi-
nation form included Phillips and respiratory 
therapist, Kelly Lee, sighting them as loving 
people who made the patient’s life worth liv-
ing. The respect and care Phillips took while 
treating the patient was also felt by the family 
members. 

The not-for-profit DAISY Foundation is 
based in Glen Ellen, CA, and was established 
by family members in memory of J. Patrick 
Barnes.  Patrick died at the age of 33 in late 
1999 from complications of Idiopathic Throm-
bocytopenic Purpura (ITP), a little known but 
not uncommon auto-immune disease.  The 
care Patrick and his family received from nurs-
es while he was ill inspired this unique means 
of thanking nurses for making a profound dif-
ference in the lives of their patients and patient 
families.

Nurses may be nominated by patients, fami-
lies, and colleagues and they are chosen by a 

committee of nurses at IU Health Morgan to 
receive The DAISY Award. Awards are given 
throughout the year at presentations given in 
front of the nurse’s colleagues, physicians, pa-
tients, and visitors.  Each Honoree will receive 
a certificate commending her or him for be-
ing an “Extraordinary Nurse.”  The certificate 
reads: “In deep appreciation of all you do, who 
you are, and the incredibly meaningful differ-
ence you make in the lives of so many people.”  
The Honoree will also be given a beautiful and 

meaningful sculpture called A Healer’s Touch, 
hand-carved by artists of the Shona Tribe in 
Africa.

One day while Pat was in the hospital, he 
asked his family to bring him a Cinnabon® 
cinnamon roll plus enough for all the nurses 
in his unit.  With the help of Cinnabon’s fran-
chise partners, The DAISY Foundation car-
ries on this tradition by serving Cinnabons to 
all the nurses in the Award recipient’s unit in 
thanks for everything they do for their patients 
and families.

“When Patrick was critically ill, our fam-
ily experienced first-hand the remarkable skill 
and care nurses provide patients every day 
and night. Yet these unsung heroes are seldom 
recognized for the super-human work they 
do.  The kind of work the nurses at IU Health 
Morgan are called on to do every day epito-
mizes the purpose of The DAISY Award.” said 
Bonnie Barnes, FAAN, President and Co-
Founder of The DAISY Foundation. “We are 
proud to be among the healthcare organiza-
tions participating in the DAISY Award pro-
gram.  Nurses are heroes every day.  It’s impor-
tant that our nurses know their work is highly 
valued, and The DAISY Foundation provides 
a way for us to do that.” said Jason King, Chief 
Nursing Officer.

For a complete listing of healthcare organi-
zations currently running the program, please 
go to DAISYfoundation.org 

Citizens Bank helps kick off school supply drive

Mooresville’s annual school supply drive for 
students in need kicked off with a contribution 
from Citizens Bank. Bank administrators have 
presented the schools with $2,500 to help pur-
chase items for the hundreds of students who 
need assistance. 

Last year, about 450 students received sup-
plies through the annual drive. Each student 
receives a backpack as well as all of the supplies 
needed for their grade level for the school year. 
The school district’s Family Services Coordi-
nators also provides school supplies if needed 
for new students during the year as well as as-
sistance with items such as tennis shoes, coats, 
and hygiene items.

Donations will be accepted throughout the 
summer for the school supply distribution, 
which will take place on Saturday, July 29, at 
MHS. Items needed most include backpacks 
for all ages, pencils, crayons, colored pencils, 
glue sticks, folders with prongs, markers, full-
sized boxes of tissues, and scissors. Monetary 
donations are used to purchase any items 

which may be short prior to the distribution 
event. 

Donations of supplies or tax-deductible 

monetary contributions may be brought or sent 
to the Mooresville Schools Education Center 
at 11 W. Carlisle St., Mooresville, IN 46158.

Carolyn Phillips

from left: Don Goeb, senior Commercial Lender;  Lacey Halterman, 
Branch manager Heartland Crossing; kim Harmon, Assistant Vice 
President retail Operations/Branch manager mooresville main 
office; and Patti Wilson, Branch manager Plainfield present $2,500 
to mooresville family services Coordinators kay Davis and tammy 
medsker. 



FranciscanHealth.org/CHKS

Live life to its fullest again with the help of partial and total joint replacement surgery from 

Franciscan Health. We’re home to the Center for Hip & Knee Surgery, with an elite team 

renowned for their expertise in performing knee and hip replacements. Offering both inpatient 

and outpatient procedures, they have the skills, experience and knowledge to help return you to  

the active lifestyle that makes you… you. 

Learn more at FranciscanHealth.org/CHKS.

Feel the emotion  
of motion again.


