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ONE WIPE 
AT A TIME
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For 40 years Nice-Pak  
has quietly grown into an  

international leader in wet wipesMatt Litchfield
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i AM
i CANCharitable giving is not just a decision. 

It is a use of our personal resources that 
represents our values and beliefs.

I can enhance the quality of life 
for current and future generations 
through impact grant making.

RESPONSIBLE

HELP

$1give
CFMC

for Morgan County

$2match
YOU

YOUR
INVESTMENT

Making an impact is easier than most of us think. By 
joining CFMC and partnering in the $2 for $1 Lilly 
Match, you are joining hundreds of your friends and 
neighbors to support dynamic grants that change lives 
in our community with real solutions. 

When we pool our resources, no matter the size, we 
are all equally sharing in the transformation of lives. 
We believe you want CFMC to provide a hand up, and 
not just a hand out… and that’s exactly what we do!  

IMPACT 
GRANTS

We’ve identified three real problem areas in Morgan County— mental health 
for children, career path choices for students, and access to preventative 
healthcare. CFMC believes we can provide real solutions made possible with 
your support. 

i WILL
GIVE

learn more
CFMCONLINE.ORG/iCAN

Thanks to Lilly Endowment’s Giving Indiana Funds for Tomorrow (GIFT) initiative, CFMC has been awarded the opportunity to support real 
solutions for real problems. Matching funds are available from now until December 31, 2020 or until the matching dollars are matched.



www.morgancountybusinessleader.com Morgan County Business Leader November 2019 | 3 

“Declaring the good  
works being done”

For we are God’s handiwork, created 
in Christ Jesus to do good works

Ephesians 2 : 10
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What makes 
business go ‘round?

JIM HESS
From the Publisher

Stellar performance at work functions are 
essentially table stakes in your quest for ad-
vancement.  What truly helps you get ahead?  
The quality of relationships you have with 
people at every level of the organization.  This 
oft-neglected “relationship currency” can lead 
to lasting success.  ~ Carla Harris

We spend a lot of time as business owners 
working to perfect our technical and profes-
sional skills. We devote hours to learning about 
marketing, finance, and best practices. We 
take great pride in applying that knowledge 
and those skills into making our business run 
smoothly and be successful. 

But underneath all that flows another stream 
that cannot be denied. Business owners are 
people. Their employees and customers are 
people. Their families are people. And I would 
suggest, that it is people that truly makes busi-
ness go ‘round. 

The mission for the Mooresville company 
Matt Litchfield went to work for, Nice-Pak, 
is to “help families stay healthy and well, one 
wipe at a time.” The business is where he said 
he has been able to grow both personally and 
professionally. The bottom line: making life 
better for people.

Angie Turley made a professional move in 
January, opening a new branch of Fairview In-
dependent Mortgage Corporation. She sings 
the praises of her team and she says her favor-
ite part of her work is “making the dream of 
home ownership come true.” She is particularly 
happy to serve first responders, military, and 
those in the education field. She has a unique 
and powerful strategy to touch lives long after 

a mortgage loan is closed. Bottom line: making 
life better for people. 

Our last story is the ultimate mix of per-
sonal and professional goals, which, for small 
business owners is often a blurred line, anyway. 
Nick Cragen worked hard to build a successful 
UPS store business that serves the community 
and, in doing so, built a solid foundation from 
which to set his sights on another goal: find-
ing a cure for PKAN. Not only is the success of 
his business a point of pride, but it is because 
of his being a small business owner in Moores-
ville that he has the flexibility and capability 
to wage a life or death battle on behalf of his 
daughter, Amelia.  Bottom line: making life 
better for people. 

The people in each of these examples are 
business owners, employees, customers, family 
and friends. It is the entire community. That 
is what makes business go ‘round. As we head 
into another holiday season, bear that in mind. 
Reach out to make connections, build relation-
ships, and support and encourage everyone 
through your business skills and your human 
touch. Our communities will all be better for it. 

RSVP by Monday November 18 at 
rsvp@morgancountybusinessleader.com 

or by calling (317) 418-7925.

A nd you’r e  invited…

COVER CELEBRATION

Presents

TUESDAY, NOVEMBER 19, 2019 • 7:30 A.M. TO 8:30 A.M.
Bran N Shorts

15 West Main Street, Mooresville

We hope you can join us for Morgan County Business Leader’s Fall Cover 
Celebration sponsored by Legacy Business Consultants. Come for food, fun 
and networking at the Business Leader’s Premier Cover Celebration. Connect 
with your community’s business leaders, enjoy appetizers, at this business-to-
business networking event, as we honor cover subjects:
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Create fond memories on the corner
Fairway Independent 

Mortgage Corporation
Angie Turley, Loan Officer
1 W. Main St.
Mooresville, IN 46158
Phone: 317-797-0615
Email: angie@teamturley.com

Angie Turley

By Elaine Whitesides
Morgan County Business Leader

Have you ever noticed that many fond 
memories include some business down on the 
corner? This is especially true in small towns. 
Angie Turley and her team recently took up 
residence at the corner of Main and Indiana 
in downtown Mooresville and she is intent 
on making fond memories for everyone at the 
branch office of Fairway Independent Mort-
gage Corporation (Fairway) and all the clients 
they serve there. 

The small-town feel and life are exactly what 
Turley sought six years ago when she and her 
daughter, Kimberly moved to Mooresville. It 
was the small, close schools that really sealed 
the deal. “The day before Kim started fifth 
grade in our new hometown, the bus driver 
called to introduce herself, “Turley said, “and 
when Kim got to school there was a ‘Welcome 

something I have always done. It grows every 
year.” In fact, the lists have grown so much that 
she sends out an average of 70 birthday cards 
a week and 50 thank you cards each month. It 
comes to about 600 cards a year.

Occasionally the cards include a small to-
ken or gift like a lottery ticket, a magnet with 
the Colts game schedule, or a calendar. Her 
customers look forward to the touch. In fact, if 
their birthday rolls around and they do not re-
ceive a card, they call asking what is up.

“Getting handwritten mail is rare these 
days,” Turley said. “It keeps me top of mind 
and personalizes our business interactions with 
customers.”

In addition, Turley stays in touch with busi-
ness partners through networking, includ-
ing connecting with unions, organizations, 
and businesses to offer educational Lunch & 
Learns regarding credit repair and the ins and 
outs, and tips for purchasing a home. 

Preparing potential customers makes home-
buying simpler, easier, and faster for everyone. 
Pre-qualifying and pre-approving buyers before 
they start looking means they know what they 
can afford and that their loan will be approved. 
At least, that is the result of a pre-approval 
through Turley and Fairway. Pre-approvals 
generally take about two days and closing a 
pre-approved buyer’s loan is usually completed 
in about fifteen days. 

“This is my forever home,” Turley said, re-
ferring to both Mooresville and Fairway. “I 
love the company, the community, the atmo-
sphere, and what we have accomplished in nine 
months has been amazing.” 

Perhaps one of your fondest memories about 
life in a small town will begin in the office 
of Angie Turley and Team on the corner in 
downtown Mooresville.

Since that time, she has seen many changes 
in the industry and become familiar with all 
types of loans. Most loans processed are first 
mortgages through conventional, VA, FHA, 
and USDA programs, but they also offer loans 
in special areas: renovation, first time home-
buyers, and no money down loans. They do not 
lend on commercial property nor do they do 
construction loans. 

One of her favorite offerings is the Homes 
for Heroes program. She started working 
within the program about ten years ago and 
brought it with her to Fairway. It is a national 
program through which military personnel, 
firefighters, police officers, any first responder, 
teachers and others in the education field are 
provided special discounts and incentives in the 
purchase of a home. 

The industry suits Turley and everyone on 
her team. “I love helping people,” Turley said, 
“and making the dream of home ownership 
come true.” Sometimes that takes a little extra 
effort, she says. “We don’t give up on anyone. 
If we need to work on credit repair, we make 
a long-term plan and then follow up until the 
clients are ready to pursue a home.”

It isn’t just the professional services such as 
lower closing costs and competitive rates that 
Turley enjoys. She said, “Fairway gives so much 
back to the community and it fits with what 
my team and I believe and do.” 

She says about 30 percent of last year’s busi-
ness was repeat customers. So far this year, the 
team has closed more than 200 loans. “I have 
been fortunate that I have been originating for 
such a long time,” Turley said, “there is a lot 
of repeat business.” She has a powerful way of 
staying in touch with clients.

“I send out handwritten birthday and thank-
you cards every month,” Turley said. “It’s just 

Commemorate the magic of a lifetime with a 
unique and personalized funeral service.

East Washington Street • Martinsville, IN 46151
(765) 342-5775

www.CostinFuneralChapel.com

to Mooresville’ package on her desk. It con-
firmed that this was a great community for her 
to grow.”

Since then, life has just gotten better and 
better for her, both personally and profession-
ally.  She met her boyfriend, Jan-Michael Scott, 
a Mooresville native, and together they have 
four children in their home including Kim-
berly, Zane, Jaedon, and Jocelyn. 

Not only did Turley want to find her person-
al “forever home,” she also wanted to find her 
professional “forever home,” too. After years of 
being pursued by Fairway recruiters, she made 
the move in January 2019. Although she and 
her team are employees of Fairway, she runs 
the Mooresville office as her own, much like 
a branch manager would, or a small business 
owner might. 

She is responsible for personnel, bringing 
in business, and making sure loans get closed 
smoothly and efficiently. Her business is pro-
viding mortgages for Indiana individuals and 
families. Her primary area is Morgan County, 
but she has closed mortgages as far south as 
Evansville and well into the northern towns.  

Real estate and finance are not new for Tur-
ley. She started working in an Indianapolis real 
estate office when she was fourteen years old 
and begin originating loans in 2006. 
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Set your business on  
a course for success with  

SBA 
financing!

When is an SBA loan a good choice for me?
Loan programs with the Small Business Admin-
istration may bring greater optionality than con-
ventional financing and can offer great potential 
for starting or expanding your business.
 
How can an SBA loan help my business?
Financing options are available for purchasing, 
constructing, or expanding your business, as 
well as debt refinancing, equipment acquisi-
tions, leasehold improvements, and working 
capital. 
 
Wade Phelps, Manager of SBA Lending at 
Home Bank, has over 30 years of experience in 
loans with the Small Business Administration.  

Call Wade today!

765.558.3822
wphelps@homebanksb.com
www.homebanksb.com

8 steps for better engagement

JACK 
KLEMEYER 
Business Coach

Engagement, is this column about getting 
engaged? Absolutely! Engaged with your cus-
tomers! Why you might ask. My answer from 
experience… When your customers are en-
gaged, they buy! It’s just that simple. The more 
your customers engage, the more they buy.

It helps to remember that there are only four 
ways to grow your business…

• Get more clients – the most difficult and 
most expensive

• Get your existing customers to buy more 
– ancillary sales to the original sale

• Get your customers to buy more often – 
up sales and cross sales

• And the fourth… to improve on any of 
the aforementioned ways.

This holiday season… try a new approach or 
new approaches to get more engagement with 
your customers. Here are eight tried and true 
secrets to getting your customers engaged in 
your business.

• Hold an open house and invite your cus-
tomers to attend

• Publish and send an e-zine or paper 
newsletter, you can’t over communicate

• Have an interactive on-line presence and 
be sure to monitor the activity

• Use a survey either by mail, e-mail or in-
store and tell your customers about it

• Make it easy for them to do business 
with you. Make no assumptions that they 
“know what to do”

• Tell you customers what you can do, not 
what you can’t do

• Keep an ear open for their “pains” that you 
can solve or help lessen

• Tell your customers that you want to hear 
from them.

Let’s talk about the eight simple secrets… 
When you commit to a schedule to publish an 
e-zine or paper newsletter, stay with the sched-
ule commitment. Once you deviate from the 
schedule the impact will diminish and dimin-
ish fast. 

You should have some sort of an interactive 

on-line presence. Whether you think they are 
or not, your customers are talking about you. 
Have a place where your customers can talk 
and if they complain, respond appropriately. A 
Facebook Fan Page is a start for an interactive 
on-line presence but make sure you monitor it 
regularly and respond in a timely way.

At the very least you should set up a 
“Google Alert” for your name, the name of 
your business, and possibly the name of your 
main products. With a “Google Alert” anytime 
your name, your business name or the names of 
the products you put in the alert are mentioned 
on the web, you’ll get a notification. Then you 
can respond if needed. 

When dealing with customers never make 
assumptions that they know what to do or how 
to do something. Have a detailed plan to guide 
them along the path you want them to take. 
Even better, have the path outlined in graphic 
form, to show them what you expect and how 
you expect it done for them to get the most 
benefit.

Tell your customers what you can do. I ex-
perienced this very thing a few years ago  while 
serving White Owl Wine at a local chamber of 
commerce annual dinner and auction. We ran 
out of a couple types of our most popular wine 
and when the evening’s guests came to ask for 

that one of the wines we had run out of… we 
simply responded… “I can give you (one of the 
wines we had plenty of ) or and we gave them 
an alternative. Not one of the evening’s guests 
became upset nor did any complain. I believe 
the reason is simple, it was because in large 
part the chamber has great members and it 
was definitely because of the way we cordially 
handled the situation.

Always remember, an engaged customer is a 
buying customer! Strategize with your employ-
ees or close associates how you will get more of 
your customers engaged and  discover in what 
ways you can engage your prospects to become 
engaged customers. The next step is to discover 
how you can engage them more often. When 
you take the time to work on your business ver-
sus in your business, you will be the beneficiary 
of the effort and reap more rewards.

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 accountability. 
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.
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Top 10 tips for 
winterizing your vehicle

JEFF HOBSON 
Hobson’s Hints

If the weather predictions are accurate, it 
looks like we’re in for another extremely cold 
and snowy winter. Is your vehicle ready to han-
dle whatever Mother Nature delivers? Fortu-
nately, most newer vehicles are equipped with 
advanced technology that enables them to start 
in colder temperatures much better than older 
vehicles were able to do. 

But that doesn’t mean you’re off the hook 
when it comes to winterizing your car, truck or 
SUV if it’s a newer model. There are still some 
things you’ll want to do to make sure your ve-
hicle is prepped and ready to provide optimal 
performance for you and your passengers this 
winter.

Check your tires. 
Cold weather causes tire pressure to drop. 

Make sure your tires are properly inflated for 
the best traction. You may even consider get-
ting a set of snow tires installed for the winter 
months. 

Check your battery. 
Battery power decreases in colder weather, so 

it has to work harder to keep your vehicle run-
ning properly. If your battery is already com-
promised due to age or other issues, it has a 
greater chance of breaking down during winter.

Check your brakes. 
While cold weather doesn’t really affect your 

brakes, you’ll still want to make sure they have 
enough life on them to get you through the 
winter.

Check belts and hoses. 
Make sure they are all in good working or-

der with no serious wear and tear because if 
they break while you’re driving, you’re stuck.

Check your antifreeze. 
Make sure the mix of antifreeze and water in 

your radiator is correct to avoid coolant freezing.
Check wiper blades and fluid. 

If your wiper blades are missing the mark 
now, they won’t be able to keep up with snow 
and ice. Consider replacing them with winter 
blades that are heavier and designed to keep ice 

and snow from accumulating on them. Be sure 
to keep the wiper fluid reservoir full, too. 

Change your oil. 
Oil gets thicker in colder weather, making it 

more difficult to circulate through the engine. 
Make sure the viscosity is correct for optimal 
lubrication.

Check rear window defroster. 
Seeing out your back window is as impor-

tant as the view from your windshield. Make 
sure the defroster is working properly to melt 
ice and snow quickly.

Keep your gas tank full. 
A full tank reduces condensation and the 

chances of a gas line freezing up. Also, if you 
get stranded, you’ll need to keep your vehicle 
running to stay warm until help arrives.

Pack a winter emergency kit. 
Be prepared for anything that could happen 

during winter driving. Keep a tote in your ve-
hicle stocked with non-perishable food, water, 
an extra coat and gloves, boots, a blanket, rood 
flares, salt, shovel, flashlight, and a portable cell 
phone charger. And remember, if you’re traveling 
with your pet, be sure to have extra food, blan-
kets, and a collar and leash in case you end up 
having to leave your vehicle and walk for help.

Jeff Hobson, owner of Hobson Chevrolet Buick GMC 
in Martinsville, has been in the automotive business 
since attending Bethel College in Mishawaka, Indiana. 
He and his family have been serving the Martinsville 
community since 2007.
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Thanks-Giving

Jod Woods

Ephesians 5:20 “Giving thanks always 
for all things unto God…” Th is time of year 
the “attitude of gratitude” is on most people’s 

mind! We hear 
many speak about 
for what they are 
thankful. I am so 
thankful for the 
many blessings 
God has given me. 
Th e Th anksgiving 
spirit encourages 
more than simply 
being thankful 
for all our bless-
ings. Th e word 
“Th anksgiving” 
alone requires 

more. Just as history books tell the story of 
Pilgrims sharing their harvest with the Native 
Americans on the fi rst Th anksgiving, we should 
share our harvest with those around us. Every-
one has been gifted diff erent things. Some are 
blessed with talent, others may have money, 
some may have extra time. Everyone has some-
thing which they can give to others. I encour-
age you this Th anks-Giving season to fi nd ways 
to GIVE to others. I can guarantee you will re-
ceive more of a blessing when you give to oth-
ers part of what has been given to you.

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.

The looming Black 
Friday battles of 2019

JEFF BINKLEY 
Finance

Welcome to November when the Christmas 
shopping season begins.  Black Friday typically 
is a bacchanalia of bargains and budget busting 
impulse buys.   Stores overflow their doors with 
frantic shoppers shuffling their way thru long, 
long checkout lines. This year may be no differ-
ent.  Or perhaps it will.  

This year is looking more and more likely 
that the Christmas shopping season may not 
be the tumult of traffic and turmoil that it has 
often been in the past.  With the rise of ecom-
merce sales and continuing decline of brick 
and mortar shopping the traditional Christmas 
“season” is no longer.  People need not leave 
the comfort of their home computer screens 
or even their easy chairs with the rise of shop-
ping via mobile apps.  In fact, depending on 
which research you look at, in 2018 up to 40% 
of all Christmas ecommerce (electronic) shop-
ping was done on a tablet or phone. This year 
it could run higher than 50%.  What will be 
really interesting will be to discover (in Janu-
ary) which mega-retailers win the ecommerce, 
mobile shopping, and brick and mortar wars.  
How will brick and mortar fare against the 
simplicity and convenience of buying stuff 

from your phone?  How will ecommerce-only 
businesses entice you into making the impulse 
buys that are the butter and jam on the bread 
of brick and mortar retailer revenue?

And the big question I can’t wait to see an-
swered is:  Will Walmart finally get their act 
together and really, really become a player in 
the ecommerce/mobile shopping battlefield?  

Bring on the battle!

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.
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As the Assistant Director of Facilities for the Avon Community School 
Corporation (ACSC), Mike stays on the go. With his active lifestyle, 
he assumed he was healthy. However, a workplace health screening 
revealed high blood pressure. Thanks to an innovative partnership 
between ACSC and Hendricks Regional Health At Work, Mike embarked 
on a journey to improve his health. He was supported every step of the 
way by a team of experts conveniently located at an on-site wellness 
clinic. Mike not only lowered his blood pressure, he lost 45 pounds and 
is no longer pre-diabetic. 
Hendricks At Work offers healthcare solutions designed to improve 
the well-being of your employees while curbing the rising cost of care. 
Interested in learning how a partnership with Hendricks can positively 
impact your bottom line while improving the health of your employees? 
Let’s get the conversation started today. Call (317) 718-8160 or visit 
HendricksAtWork.com. 
Healthier Employees. Healthier Business.
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For 40 years Nice-Pak has quiet ly  grown into an internat ional  leader in  wet  wipes

Nice-Pak Products, Inc
Matt Litchfield, Site Director, 
Indiana Operations
1 Nice-Pak Road
Mooresville, IN 46158
Phone: 317-365-1700
Email:  mlitchfield@nicepak.com
Web: www.nicepak.com        

Continued on Page 14

at Nice-Pak the task is not complete without 
the wipe to remove the dead germs from the 
hands. 

Nice-Pak maintains an industry leading 
sustainability commitment through their prod-
ucts, processes, and facilities. For example, the 
Mooresville plant is 100 percent landfill free.

The company today continues to build on 
the legacy of innovation led by Arthur Julius’s 
son, Robert and his grandson Zachary. The 
headquarters as well as manufacturing and 
operations for the sister company, PDI, are in 
Orangeburg, NY. PDI is the company that 
produces wipes for the Healthcare division of 
Nice-Pak. In addition, Nice-Pak has manufac-
turing facilities in Mooresville, Arkansas, the 
United Kingdom and Germany and more than 
2,500 associates worldwide and four million 
square feet of manufacturing and distribution.

Nice-Pak in Indiana
According to Litchfield, Nice-Pak is a 

multi-billion-dollar enterprise and the leader 
in wet wipe innovation and product, but still 
operates with the personal touch of a family 
business. Litchfield appreciates and under-
stands exactly what Robert Julius meant when 
Robert told him the selection of Mooresville 
for the plant was because the scenery was 
beautiful, and the area is full of good people. 
As talks with the residents and town leaders 
progressed in the early ‘70s, it gave Robert the 
feeling of home. After a multi-state search, 
Nice-Pak settled in Mooresville because “it felt 
like the right place to be.”

By Elaine Whitesides
Morgan County Business Leader

Nestled amongst the trees on top of a hill 
off Samuel Moore Parkway in Mooresville is a 
family-owned company that quietly goes about 
its business. Matt Litchfield is the site director 
overseeing the 24-hour operation manned by 
375 employees that turns out more than 750 to 
1,250 packs of wet wipes a minute, depaending 
on the product. That’s more than 250 million 
packages of cleaning wipes coming out of the 
140,000 S.F. building every year. A separate 
warehouse facility in the area makes certain 
those packages are shipped around the nation 
and across the globe.  

The Nice-Pak building was constructed in 
1974. Workers combined the cutlery and nap-
kin in a nice, neat package for Colonel Sanders 
as his Kentucky Fried Chicken (KFC) business 
was blossoming. But packaging was not the 
business Nice-Pak was building. 

Arthur Julius, who was in the cosmetics in-
dustry, came up with the idea for disposable 
wet napkins in New York in 1957. The prod-
uct was innovative at the time, commonplace 
in many different forms now. His belief and 
purpose are espoused in the company purpose 
statement which still drives their work today: 
“Helping families stay healthy and well, one 
wipe at a time.” In the beginning Arthur Julius 
was making thirty pieces per minute with six 
people. 

Arthur and his son, Robert, approached Col-
onel Sanders with an idea. They suggested the 
consumers of the “Finger Lickin’ Good” chick-
en would appreciate a pre-moistened wipe to 
clean up after the meal. Sanders liked the idea 
but said the packaging couldn’t be changed. If 
they could find room inside the package, he 
would agree to the suggestion. The Julius fam-
ily went to work and found a way to make that 
happen. They combined the spoon and the fork 
into one implement, lovingly called the “spork.” 
That change meant there was room enough in 
the plastic package for the Wet-Nap®. KFC 
bought the idea and product, and the rest, as 
they say, is history. 

However, in the case of Nice-Pak, that was 
really the beginning of the future. KFC was 
Nice-Pak’s first national customer and things 
started rolling from there. By the mid 1980s, 
the Mooresville plant added the manufacture 
of the disposable towelettes to include in the 
KFC packets. 

From the beginning, Arthur Julius believed 
that the disposable cleaning wipes were health-
ier and better for people than the use of towels, 
water, and soap. True to their motto, Nice-Pak 
has pioneered many products for consumers, as 
well as the healthcare, foodservice, and other 
commercial industries to improve the health of 
people in every aspect of life. The first alcohol 
swab was introduced in 1963. For new moth-
ers, the first resealable baby wipe travel packs 
were introduced in 1986. Disinfecting wipes 
came out in 1987. The antimicrobial alcohol 
gel hand wipe hit the market in 2003. And the 
first dispersible wipe made with 100 percent 
plant-based material was introduced in 2014. 

In addition to a commitment to safety, the 
company continues to focus on high standards 
and quality products. For instance, it is un-
derstood that hand sanitizer kills the bacteria 
on the person spreading it on their hands, but 

O N E  W I P E 
A T  A  T I M E

Robert 
Julius
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If it were your child…
UPS Store Mooresville Indiana

Nick Cragen, Owner
480 Town Center Dr. North
Mooresville, IN 46158
Phone: 317-483-3498
Email: owner3777@theupsstore.com
Amelia’s website: www.
ameliacragenpkancure.com

Nick and Amelia Cragen

By Elaine Whitesides
Morgan County Business Leader

Being a small business owner is many things. It is knowing 
an industry, knowing how the business world works, and work-
ing by an established set of values. At the center of every small 
business is one essential ingredient and that is humanity. People. 
Most think of the people connected to the business. You have 
the owner(s), the workers, the customers. But one set of folks is 
sometimes taken for granted. That is the family of the owner(s). 

Nick Cragen’s father was an entrepreneur so Nick under-
stands the concept of independence. After high school, the 
Morgan County native joined the Marine Corps. Six years later 
he was discharged as a sergeant. Sergeants have a reputation for 
being the oil in the well-oiled machinery of the military. 

Cragen returned to Morgan County and followed a friend 
into Sheet Metal Workers Local 20. For 15 years he worked, 
eventually becoming a foreman. One day in 2005 he stopped 
into the local UPS store, where he struck up a conversation with 
the owner who told him he wanted to sell the business. 

It was the right place and right time for Cragen. He pur-
chased the business. He worked at building two UPS store 
locations, one in Franklin and one in Mooresville. “Running a 
business was not what I thought it would be,” Cragen said. “You 
have to roll, look to the future and constantly be adapting and 
overcoming different obstacles.” Adapting was something Cra-
gen knew how to do well.

“After the first year, gas prices tripled, and I had to rotate into 
the printing field to make ends meet,” Cragen said. “Now I have 
a full-time designer and can do any printing job from banners to 
business cards. Partnerships with corporate accounts like Ama-
zon, Comcast, AT&T, and Direct TV are good, too.”

LIFE TAKES A TURN
During this time, his son was diagnosed with cancer. “He 

made it through the cancer, but then at age 19, his heart gave 
out” Cragen said. “It is the most ruthless thing in the world to 
lose a child. There is no way to explain what that feels like. In-
side something dies and it stays with you.” 

To cope with the loss, Cragen began lifting weights. He ex-
plained that it is instilled in U.S. soldiers to never give up. “That 
is what we train to do,” he said, “fight with every last breath.”

He fought through it. His daughter, Amelia was born and 
once again, he had a child that captured his heart, but there 
would soon be a new battle to wage.

THE NEW FIGHT
In 2014 Amelia hit her head. “She got a big goose egg and we 

took her immediately to Riley. We knew something was wrong, 
but we didn’t think it was major,” Cragen said. After a cat scan 
and MRI, five-year-old Amelia was diagnosed with Classic 
Pantothenate Kinase-associated Neurodegeneration (PKAN). 
Her parents were told PKAN was genetic and terminal by the 
average age of ten. The disease was major. It was also rare. 

“There are only about 100 people in the world afflicted with 
PKAN,” Cragen said. He was told to accept the diagnosis and 
make her life as good as possible for the time she had. Immedi-
ately, Cragen was gripped by the fear of losing another child. He 
started lifting weights and decided he was not going to sit back 

and just wait. He was going to find a cure.
“I had to find the leading scientist working on the disease,” 

Cragen said. He turned to the Internet to find what resources 
were available. He found the Neurodegeneration with Brain 
Iron Accumulation Disorders Association (NBIA) which led 
him to Dr. Susan Hayflick. She was associated with the Oregon 
Health and Science University. She was motivated to do re-
search to find a cure but had no funding. 

Next, Cragen established the Amelia Cragen PKAN Cure 
foundation and began fundraising to give Dr. Hayflick funds for 
the research to find a cure. He said, “I knew very little research 
was being done on this disease until we started the foundation.” 
With funds for research, Dr. Hayflick developed what she be-
lieves is a cure and submitted it to the FDA. That was two years 
ago.

Cragen also hired scientists in Spain. They have studied Ame-
lia’s cells and created a recipe of FDA-approved drugs they be-
lieve is a maintenance formula for her. 

THE FRUSTRATIONS
Amelia is now 8-and-a-half years old. “She is the happiest 

little girl you will ever meet,” Cragen said. They live on a farm 
adjacent to family where they raise mini Herefords that they 
show at the fair, dogs, and chickens. 

Amelia attends school every day. The disease affects develop-
ment and abilities. Her retinas are deteriorating so she cannot 
see the floor when she walks, she cannot feel pain, and her right 
side gives out and she stumbles. 

Her tongue cannot produce sounds which results in limited 
communication. The first words she ever spoke were, “I’m hap-
py.” Now she tells Cragen, “Eat out Dad.” He says he thinks that 
is in reference to his cooking. 

Right now, Amelia is on a drug that will be pulled off the 
market in December because the government has determined it 
is not showing enough benefit. “It’s been really good for Ame-
lia,” Cragen said. “After they pull it, there is no alternative.”

Each day is precious because Amelia grows ever closer to that 
ten-year benchmark. For two months Cragen has been waiting 
for liability and legal issues to be resolved regarding the treat-
ment from the scientists in Spain. Then there is the pending sta-
tus with the FDA.  “We are pushing against time,” he said, “so 
for a disease to be terminal and sitting in the FDA for TWO 
years? Why?” He asked, “What would you do if it were your 
child?”

THE PERSONAL MEETS THE PROFESSIONAL
Having a daughter like Amelia and leading the fight for her 

affects Cragen’s business but he says owning a small business has 
been a lifesaver. “I sold the UPS store in Franklin. I have to hire 
more people and labor costs put a strain on the bottom line. But 
because of such great employees, my schedule can be flexible. I 
had nine years from 2006 to 2015 to get established and in the 
flow of work. Now I can devote time to what I need to do for 
Amelia.” 

For the first time, Cragen said, he is caught in a holding 
pattern. Now everything is out of his hands. “I am stumped 
on what to do to get Dr. Hayflick’s cure out of the FDA and 
waiting for the legal wrangling on the maintenance drug to be 
resolved. My primary focus right now is to get one of the two 
drugs for Amelia. Otherwise, the disease will take over very 
quickly.”

“This would have never worked without me owning a busi-
ness in Mooresville,” he said. “God knew I would work hard to 
find a cure and put me in a place where I can do that. That’s my 
dream. She doesn’t have to be the first child cured, just one of 
them that is cured.”

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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Cultivate the habit of being grateful for every good thing that comes to you,  
and to give thanks continuously. And because all things have contributed  

to your advancement, you should include all things in your gratitude”.  
~ Ralph Waldo Emerson

How to maximize your travel budget in 2020

WILL GOTT
Business Travel

ECONOMYHEATINGANDAIR.COM
317-831-5279

MAXIMUM RELIABILITY, 
EFFICIENCY AND COMFORT. 

MAXIMUM RELIABILITY, 
EFFICIENCY AND COMFORT. 

Romans 12:10-11

With only a few months left of 2019, it is time to start pre-
paring your 2020 budget. Most small businesses have travel 
budgets; however, it is usually the first one to get cut or under-
funded when allocating funds. The good news is there are plenty 
of opportunities to trim travel budgets and save money. Here are 
10 tips for getting a handle on your travel budget in 2020.

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 ex-
penses. A well written travel and expense policy should include 
consequences for violating it.

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.

Plan ahead. 
If you know about an upcoming conference or tradeshow, don’t 

wait until just a few weeks before to make all the necessary ar-
rangement. 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.

Use a Travel Agent. 
A trained and experience travel agent can not only save you 

payroll by doing all the planning 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. 

Join your preferred airline’s frequent-flier program. 
Free trips, airport club access, and hotel discounts are among 

the perks you’ll receive for booking flights on the same airline.
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.

Meet virtually. 
Does traveling actually need to occur? 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 online services can make virtual meetings effective 
and at the same time help your bottom line. 

Establish a uniform reporting system.
Get all of your employees to using the same forms for report-

ing travel related expenses. This helps ensure that every report is 
accurate and can be easily reviewed by you and your accountant.

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. 

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 helping 
create memorable vacations. Email Will at wgott@cruiseone.com, or call 
(317) 451-4232 or via www.magnifiedvacations.com
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The Kendrick Foundation Announces New Grantees to Address County’s Top Health Needs 
 

Morgan County, IN – The Kendrick Foundation is pleased to announce its 2019-2020 grantees. Following 
a competitive application process, the foundation chose 10 grantees to address its three priority areas 
of substance abuse, mental health, and obesity.  

“These three priority areas directly align with the top health needs identified by the community in the 
Franciscan Health Morgan County Community Health Needs Assessment Report 2019-2021,” said Keylee 
Wright, Kendrick Foundation Executive Director. “Morgan County ranks 49th out of 92 counties in the 
state for health outcomes, so we have to strategically focus our collective efforts and resources in the 
areas of greatest need, where we can make the greatest impact.”  

The Kendrick Foundation granted $629,620 to the following organizations to improve the physical and 
mental health of Morgan County residents: 

• Youth First, Inc. – To provide social workers and prevention programming at Bell Intermediate 
Academy and Paul Hadley Middle School 

• Indiana University (IU) Health Morgan – To offer smoking and vaping cessation classes 
• Adult and Child Health – To provide behavioral health therapists and training in Mooresville 

schools  
• Catholic Charities Indianapolis, Inc. – To support additional mental health specialists at IU Health 

Morgan   
• Boys & Girls Club of Morgan County – To offer youth healthy lifestyles programming focused on 

mind, body, and soul 
• Ruth Lilly Health Education at Marian University – To provide educational programming in local 

middle and high schools for healthy lifestyle behaviors (physical activity and nutrition), 
substance-free living, and depression awareness 

• Barbara B. Jordan YMCA – To provide diet and exercise programming to adults in partnership 
with IU Health Morgan 

• Desert Rose Foundation, Inc. – To provide crisis intervention and counseling services to women 
and children in partnership with Catholic Charities Indianapolis, Inc.  

• Centerstone Indiana – To provide behavioral health support for children and families at 
Eminence School 

• Martinsville Youth Development Center – To help local youth build self-esteem, adopt healthy 
lifestyles, and value education 

“In order to accomplish our mission, we have to work collaboratively across sectors,” said Greg 
McKelfresh, Kendrick Foundation President. “Our grantees are working within health systems, schools, 
and communities throughout the county to support our residents with evidence-based, best practice, 
and innovative interventions and resources that promote health and well-being.”  

With assets over $30 million, the Kendrick Foundation provides grant and scholarship funds to medical 
and health programs, and supports community outreach, health care education, and programs for the 
medically indigent. The Kendrick Foundation is governed by a seven-member Board of Directors who is 
responsible for the oversight of its investments, grants, and scholarships. 

The Kendrick Foundation announces new 
grantees to address county’s top health needs

The Kendrick Foundation is pleased to announce its 2019-
2020 grantees. Following a competitive application process, the 
foundation chose 10 grantees to address its three priority areas 
of substance abuse, mental health, and obesity.

“These three priority areas directly align with the top health 
needs identified by the community in the Franciscan Health 
Morgan County Community Health Needs Assessment Report 
2019-2021,” said Keylee Wright, Kendrick Foundation Execu-
tive Director. “Morgan County ranks 49th out of 92 counties in 
the state for health outcomes, so we have to strategically focus 
our collective efforts and resources in the areas of greatest need, 
where we can make the greatest impact.”

The Kendrick Foundation granted $629,620 to the follow-
ing organizations to improve the physical and mental health of 
Morgan County residents:

• Youth First, Inc. – To provide social workers and preven-
tion programming at Bell Intermediate Academy and Paul 
Hadley Middle School

• Indiana University (IU) Health Morgan – To offer smok-
ing and vaping cessation classes

• Adult and Child Health – To provide behavioral health 
therapists and training in Mooresville schools

• Catholic Charities Indianapolis, Inc. – To support addi-
tional mental health specialists at IU Health Morgan

• Boys & Girls Club of Morgan County – To offer youth 
healthy lifestyles programming focused on mind, body, and 

soul
• Ruth Lilly Health Education at Marian University – To 

provide educational programming in local middle and high 
schools for healthy lifestyle behaviors (physical activity and 
nutrition), substance-free living, and depression awareness

• Barbara B. Jordan YMCA – To provide diet and exercise 
programming to adults in partnership with IU Health 
Morgan

• Desert Rose Foundation, Inc. – To provide crisis interven-
tion and counseling services to women and children in 
partnership with Catholic Charities Indianapolis, Inc.

• Centerstone Indiana – To provide behavioral health sup-
port for children and families at Eminence School

• Martinsville Youth Development Center – To help local 
youth build self-esteem, adopt healthy lifestyles, and value 
education

“In order to accomplish our mission, we have to work col-
laboratively across sectors,” said Greg McKelfresh, Kendrick 

Foundation President. “Our grantees are working within health 
systems, schools, and communities throughout the county to 
support our residents with evidence-based, best practice, and 
innovative interventions and resources that promote health and 
well-being.”

With assets over $30 million, the Kendrick Foundation pro-
vides grant and scholarship funds to medical and health pro-
grams, and supports community outreach, health care education, 
and programs for the medically indigent. The Kendrick Foun-
dation is governed by a seven-member Board of Directors who 
is responsible for the oversight of its investments, grants, and 
scholarships.

The mission of the Kendrick Foundation is to financially 
support education and initiatives that improve the physical 
and mental health of Morgan County residents. The Kendrick 
Foundation will be the premier catalyst to identify and promote 
the health care needs of Morgan County. For more information, 
go to https://kendrickfoundation.org/.
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ROGER ENGELAU 
Business Coach

Creating accountability  
in your small business

317.834.2276

mejinfo@mjamescpa.com

www.mjamescpa.com

Securities & investment advisory services offered through World Equity Group, Inc., 
member FINRA & SIPC, a Registered Investment Adviser.  

Martin James Investment & Tax Management is not owned or controlled by 
World Equity Group, Inc.  World Equity Group, Inc. does not provide tax advice.

Retirement Income: 
Forever Taxed 

or Never Taxed – 
the choice is yours

STRATEGIES FOR:
• Managing your retirement accounts 
   in the next recession

• Tax and retirement income planning 
   for Social Security

• Are Roth conversions the right choice

• How to not go broke in a nursing home655 West Southview Drive 
(Hwy. 37, next to Taco Bell) 
Martinsville • 765-342-3385  

#hatethehassle

Head to Hobson!
Hate the hassle?

 Corin J. Marshall, MD, has joined Franciscan Physician Net-
work Heartland Crossing Pediatrics.

She joins a team of highly skilled phy-
sicians and advanced practice providers 
who provide general care for pediatric 
patients, newborns and inpatient care to 
children up to 18-years-old. The practice 
is located at 1001 Hadley Road. Suite LL 
050, Mooresville.

Dr. Marshall most recently completed 
a pediatric residency at the Indiana Uni-
versity School of Medicine. Prior to that, 
she earned her medical degree from the 
University of Cincinnati College of Medicine and received her 
undergraduate degree with high honors from the University of 
Dayton.

To schedule an appointment with Dr. Marshall, call (317) 834-
3502.

Franciscan Physician Network is a division of the Mishawaka, 
Indiana-based Franciscan Alliance. To learn more about network 
primary and specialty care physicians and providers in Indiana 
and Illinois, visit FranciscanDocs.org.

Ever feel like you’re the only one with a sense of account-
ability for the success of your business? At West Point an 
early and clear lesson I learned is that a leader is accountable 
for everything that happens or fails to happen in his unit.

As I work with business owners, I often see leaders, whole 
teams, or individual managers, who aren’t accountable. The 
result is employees are frustrated, delegation isn’t happen-
ing well, customers are dissatisfied, costly mistakes are being 
made, and on and on. A lack of accountability in even one 
member of your team debilitates the whole organization.

The leader is accountable for everything that hap-
pens or fails to happen

That’s the ulitmate statement of accountability. Translated 
to small business, that means that you, the business owner, is 
accountable for creating accountability in your team mem-
bers!

If you let go of that, you wind up attributing failures to ex-
ternal factors, pointing fingers, blaming team members, and 
general fault-finding instead of problem-solving

Here are the things you could be observing in your team 
members who don’t have a sense of accountability:

• Taking vacation during crtical, time-sensitive projects
• Leaving early or coming in late
• Being unaware of deadlines or project statuses
• Giving excuses for lack of productivity or quality prob-

lems
• Not being as creative
• Not dotting all the i’s
• Not following up quickly or frequently enough
• Not communicating with employees, peers, or with you 

enough
• Making vague vs specific commitments
When someone doesn’t accept full accountability, they 

don’t think of the things they should be thinking of; they 
leave things to others.

Compare that to an organization where accountability is 
well-established. Every person is saying things like, “it’s on 
me,” “I blew it,” and “that’s my responsibility.” They’re stay-
inng late or coming in early during critical times, they’re re-
porting problems with solutions vs just reporting problems, 
and they’re saying “I” and “my” vs “we” and “they.” They make 
specific commitments and they deliver on those commit-
ments. 

How to create accountability –  
Establish a routine of reporting

Often in our articles we’re sharing a 3 or 5 or 6-step pro-
cess. For creating accountability, it’s a 1-step process—estab-
lish a routine of reporting.

Creating accountability starts with being specific about 
what the expectations are—who’s doing what by when, then 
establishing a routine of reporting against those goals. Make 
accountability reporting a part of your team meeting and 
your meetings with individuals and do it weekly or every oth-
er week. Use your 90-day action plan as your planning tool, 
then you can also use it in your weekly meetings to make sure 
people are on track.

Creating accountability begins  
to take on a life of its own

When people see their peers stepping up and taking ac-
countability on a regular basis and following through on their 
commitments, their natural ten-
dancy to assimilate causes them 
to step up and do the same. Ac-
countability becomes the cultural 
norm… and then you couldn’t 
get rid of it if you tried!

Award-Winning Business Coach and 
Owner of Inspire Results Business 
Coaching, U.S. Military Academy at 
West Point graduate, Roger Engelau 
and his team of business coaches 
apply their business expertise to 
help business owners improve their 
business, income, and lifestyle. To 
schedule an exploratory discussion, 
go here http://bit.ly/timewithRoger, 
call 317-908-5809, or email Roger@
InspireResults.com.

Pediatrician joins  
Franciscan Physician 

Network Heartland Crossing 
Pediatrics in Mooresville

Marshall
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Continued from Page 9

Litchfield expresses the same sentiment when talking about 
working at Nice-Pak and the path to the position he cur-
rently holds. He grew up in Edinburgh, Ind. and later moved 
to Franklin with wife, Beth and their two children, Lacey and 
Gavin. 

Wet wipes were far from his thoughts as the young father 
started work in the automotive industry as a general laborer. 
Eventually he took positions in quality engineering, program 
management, and project management. He quickly learned that 
sitting at a desk and working in hourly positions were not what 
he wanted for his career. He preferred being up and working 
with his hands.

Growing with Nice-Pak
With his natural inclinations in mind and to improve his ca-

reer options, he enrolled in the Mechanical Engineering Tech-
nology program at IUPUI and graduated with his bachelor’s 
degree. After finishing his degree, he took several different jobs 
including process engineer and process improvement responsi-
bilities. Then, in 2008, he took a job at Nice-Pak as a project en-
gineer. At the time, he had little interest in management or op-
erations. He liked the work, his 8 to 5 hours, and the company, 
but he yearned for greater challenges. 

He began to see that promotion opportunity was limited 
and that the career path he had chosen had pigeon-holed him. 
“I was still looking for what it was exactly I wanted to do,” Li-
tchfield said. “I had this idea that if something was going to be 
done right, I had to do it.” His wife began hearing complaints 
and finally asked him if he was just going to complain or do 
something about it. “That’s when something clicked, and I start-
ed to look at how I could grow in Nice-Pak.” 

The click made him decide to return to Purdue for a graduate 
degree in a new program called Facilities Management. “Indi-
viduals with this degree are plant engineers or plant managers,” 
Litchfield said. While continuing his work at Nice-Pak, Litch-
field studied. His graduate thesis involved a dehumidification 
system for Nice-Pak that was built out and is still used today at 
the Mooresville plant. 

Litchfield was promoted to assistant plant manager, a posi-
tion he held for two years. Voicing his desire for growth in the 
company, he spent those two years planning and developing his 
management beliefs and style. He participated in a year-long 
leadership program. During that program, one of the instructors 
made a comment that struck a chord and stayed with Litchfield. 
He was told, “You own the Sunday night of all your direct re-
ports.” That statement gave him a lot to think about. He transi-
tioned from the idea that he “had to do it all himself ” to teach, 
empower, and allow others to perform their best and to rise to 
his standards. 

Four years ago, he was promoted and became the Mooresville 

Site Director. “Watching and experiencing all kinds of manage-
ment styles to that point,” Litchfield said, “I wanted to be part 
of a major change, a culture shift, here. That gave me the drive 
to want to be more of a leader. I wanted to find ways to make 
others successful.” With the work ethic he learned from his fa-
ther he added another element – fun. “I don’t want people to 
have to come to work,” Litchfield said, “I want them to want to 
come to work.” 

After his experience as both a worker on the plant floor and 
a man in the office, he said, “The folks ‘making the donuts’ have 
the knowledge and skills needed for the business to be success-
ful and they are way more important than the guy sitting in the 
office.” The shift in his thinking made the transition from assis-
tant plant manager to site director smooth for him and others. 
“The business had no hiccups,” he said, “it was a smooth shift.” 

Every day, Litchfield says, he is challenged in his job to make 
improvements. “I am asked, ‘What did you learn yesterday that 
you will do differently tomorrow,” Litchfield said. With his team 
of general laborers, supervisors, engineers, microbiologists, ana-
lytical chemists, warehousing, and operations staff, he knows it 
is possible to continually innovate and improve. “Innovation is 
key to our business,” Litchfield said. “We can’t wait and sit. We 
have to be there at the forefront.” Litchfield charges himself to, 
as he says, “clear the hurdles my staff has, get them the tools and 
skills they need to get their jobs done and keep looking two to 
five years down the road.” 

“We make baby wipes, make-up removers, moist toilet tissue, 
feminine hygiene, and over-the-counter products,” Litchfield 
said. Many of the products are private labeled for several major 
retailers, which is one of the reasons their products are common 
in households, but their name is not.  

Suggestions and ideas from employees are sent on to the cor-
porate headquarters for consideration. He wants every employee 
to know that their ideas matter. Innovation is not limited to 
products, but processes, systems, and even the machines on the 
floor used to produce the product. Litchfield says that everyone 
at Nice-Pak is invested in where the company will be and what 
it will look like ten years from now.

A quiet community and world member, Nice-Pak participates 
in national programs. Recently they donated over 25 million 
wipes supporting personal care and household clean-up to the 
victims of Hurricane Dorian, as well as sending wipes to active 
military overseas through the Foxhole Program. 

More locally, Nice-Pak sponsors local Mooresville athletics, 
events, and organizations like The Jackson Center.

The future for Nice-Pak Mooresville
Part of the success of Nice-Pak, according to Litchfield, is 

that the leaders who are constantly innovating listen to the 
consumers. When they see a problem, they find a solution. One 
such problem was when the first baby wipes were sold in re-
closeable plastic boxes, mothers had trouble getting just one 
wipe out while their hands were full with baby during a diaper 
change. Robert went to work and invented the solo lid on the 
wipe packages that is so popular on wipes of all kinds today. 
Mothers can pull one wipe out at a time with one hand while 
managing baby with the other. 

“At Nice-Pak we not only talk the talk, but we walk the walk, 
too, especially when it comes to safety and quality.” Employee 
and product safety are a key focus of the company. In addition, 
every aspect of the customer experience is considered when de-
veloping new products – or packaging innovations. 

Nice-Pak continues to innovate and grow. Production demands 
continually increase. The future looks bright and limitless. After 
more than four decades in Mooresville, wherever the future leads, 
there is a strong desire to keep it in a place full of beautiful scen-
ery and good people, just like Mooresville, Indiana.

BARBARA B. JORDAN YMCA
2039 E Morgan St., Martinville
765-342-6688 bbjymca.org
Give.Join.Volunteer.

BE A PART OF
SOMETHING 
BIGGER Volunteer at the Y 

Take an active role in bringing about meaningful, 
enduring change right in your own neighborhood. 

Pledge your support today!
Contact Dave or Emily at 765-342-6688.

Give to the Y 
Donate vital financial resources for nurturing  

the potential of kids, improving Morgan County’s 
health and well-being, and giving back  

and supporting our neighbors.

(317) 272-9746 
www.hoosiertent.com

Tents & Accessories  
Tables & Chairs ✴ Linens

Flooring & Staging
Food Preparation

Inflatables & Games

The Nice-Pak Culture
The last 11 years at Nice-Pak have been good for Litchfield. 

“It is cliché,” he said, “but Nice-Pak is truly family. I have never 
worked at a place before that I had the owner of the company 
come shake my hand and know my name. That was the case well 
before I was named Site Director.” Robert visits Mooresville fre-
quently for annual picnics and holiday events. He says there are 
many on the staff that are long-time employees, some for more 
than forty years. Communication is open and meetings are held 
weekly via teleconferencing where there is broad collaboration 
among executives and staff.

Litchfield said he is given the flexibility to run the plant the 
way he wants because there is not a canned way to do things. 
“This is the only company that I have grown both personally 
and professionally. It’s because of the culture we have been al-
lowed to create, because Robert has allowed it. He just chal-
lenges us to innovate and improve.”
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Citizens Bank announces several 
promotions of key individuals

Rotary Club: Martinsville meets 
every Tuesday at noon at the First 
Presbyterian Church, 240 East 
Washington Street, Martinsville.

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 Trine University, 7508 Beechwood 
Centre, Avon. More information at 
www.b-p-e.org.

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

Martinsville Noon Lions Club: Meets ev-

ery Wednesday at Noon at the Wilbur 
Kendall Room at Morgan County Fair-
grounds. For more, visit facebook.com/
martinsvillenoonlions

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.

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

Mooresville Chamber of Commerce: The 
regular monthly meeting on the third 
Thursday from 11:30 AM to 1:00 PM. The 
meeting location is Mooresville Eagles 
Lodge, 451 Samuel Moore Pkwy. Lunch 
is free. 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 Wilson at 
317-856-9801.

Mooresville Chamber of Commerce 
Coffee Connections: Event the 4th 
Thursday of each month at Bran & 

Shorts Coffee House at 8:00am, located 
at 15 W Main Street in Mooresville. Please 
RSVP to mindy@mooresvillechamber.
com, public welcome, do not need to be 
a Chamber member to attend.

Join us for Coffee with the Martinsville 
Chamber. An informal hour every 4th 
Tuesday of the Month from 8:00 - 9:00 
am at The Main Connection 460 S. 
Main St. Martinsville. For more info: 
martinsvillechamber.com

Citizens Bank is proud to announce several 
promotions within the Company. 

Christina Zike will be promoted to Vice 
President of Operations and directly respon-
sible for supervising the entirety of the Bank’s 
Operations function, including Electronic and 
Deposit Operations, as well as the Loan Op-
erations Department. Chris joined Citizens in 
1989, serving first as a Branch Teller, and has 
been promoted several times. 

Kimberly Harmon will be promoted to Vice 
President of Retail and directly responsible for 
supervising the complete retail footprint of the 
Bank, including all nine branches in Morgan, 
Marion and Hendricks Counties. Kim joined 
the bank in 1993 as a Branch Teller and moved 
her way through the ranks, leading to her most 
recent role as AVP/Branch and Retail Manager.

Heather Brown will be promoted to Assistant 
Vice President of Customer Care and directly 
responsible for supervising the Bank’s remote re-
sponse systems. Heather has a total of 10 years of 
service with the Bank, ranging from Branch Tell-
er to her current role as Customer Care Manager.  

Lauren Harmon will be promoted to Assis-
tant Vice President of Treasury Management and 
directly responsible for working with the Bank’s 
business customers to maximize their daily work-
flow. Lauren joined the Bank in 2004 and worked 
her way through the ranks from Teller.

Mark Lemieux will be promoted to Chief 

Experience Officer with an expanded role of 
overseeing the Bank’s Operations area. Mark 
joined Citizens in 2015 and has since success-
fully led the Bank’s Retail and Marketing func-
tions. He will continue overseeing the Retail, 
Marketing and Treasury Management areas. 
Mark will be tasked with designing and creat-
ing world class customer experiences.

Cory Palmer is currently the SVP of the 
Information Technology area and will be pro-
moted to Chief Information Technology Of-
ficer. He joined the Bank in 1999 and will con-
tinue to manage the IT department.

Pennie Stancombe, SPHR is currently the 
SVP of the Human Resources area and will be 
promoted to Chief Human Resources Officer. 
She joined the Bank in 2013 and will continue 
to manage the HR department.  

“It gives me great pleasure to offer these out-
standing individuals these opportunities. Over 
the years, Citizens Bank has succeeded because 
of its ability to attract, retain, develop and pro-
mote quality people. By making these moves, it 
has enhanced our position to serve the needs of 
all our customers in the Central Indiana area, 
as well as all of our shareholders for years to 
come,” says President/CEO Keith Lindauer.
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Guiding  
business owners and 
management teams 

to achieve their goals 
and fulfill their  

God-given purpose

Are You Facing Any Of These Challenges
• You have a dream for your  

business that is larger than  
it’s current position?

• Your business is not providing  
the income, personal growth, 
and balance that you had hoped?

• You don’t have a solid plan  
to accomplish your goals?

• Is your management team in  
need of training for leadership 
or growth?

• Do you need a keynote speaker

LegacyBusinessConsultants.net

If you are not successfully running your  
business or organization – but rather being run  

“BY” it, we need  to have a conversation.

 Roger Lawrence (Holy Smokes Hog Roast Co.), Mary Lawrence 
(Holy Smokes Hog Roast Co.),  Eli Lawrence (Holy Smokes Hog 
Roast Co.), Kathy Spencer-Ellis (Vice President, Commercial 
Lending for Home Bank)

Kathy Spencer-Ellis (Vice 
President, Commercial Lending 
for Home Bank), Steve Brock 
(Brock Safety Consultants, LLC)

FHLBank Indianapolis 
awards more than $375,000 
in small business grants

FHLBank Indianapolis recently announced 
that 17 Indiana and Michigan businesses were 
awarded the bank’s Elevate Small Business 
Grant. Now in its second year, Elevate was 
developed to strengthen our communities and 
encourage Indiana and Michigan small busi-
nesses to further develop their relationship 
with an FHLBank Indianapolis member finan-
cial institution.

Grant recipients submitted applications 
through their financial institution for up to 
$25,000 for use towards capital expenditures, 
workforce training, and other business needs. 
The Elevate grant is open to all for-profit Indi-
ana and Michigan businesses with annual rev-
enue of less than $1 million. Applications were 
evaluated based on their feasibility as well the 
impact grants would have on the community.

“The Elevate Small Business grant helps 
already successful small businesses get the 
boost they need to make the next step in their 
growth,” said MaryBeth Wott, FHLBank 
Indianapolis Community Investment Offi-
cer. “With this new round of recipients, we’re 
proud to share in the continued growth and 
success of small businesses throughout Indiana 
and Michigan.”

In total, this year FHLBank Indianapolis 
awarded $391,751 in Elevate grants to small 
businesses looking to take their success to the 
next level. A summary of the grant recipients 
is included below, and a more detailed list is 
available here: FHLBank Indianapolis 2019 
Elevate recipients.

In partnership with Home Bank SB, two lo-
cal businesses in the Martinsville community 
were awarded Elevate grants. Brock Safety 
Consultants, LLC, and Holy Smokes Hog 
Roast Co., were both awarded grants total-
ing over $26,000. Kathy Spencer-Ellis, Vice 
President of Commercial Lending with Home 
Bank, facilitated the grant process for the bank. 

“We were very excited to have two Elevate re-
cipients in just the second year of this program. 
They both have great plans for using these 
funds to grow and expand their businesses.”

Learn more about the Elevate Small Busi-
ness Grant and other Community and Hous-
ing programs offered by FHLBank Indianapo-
lis.

Questions? Contact Carrie O’Connor, Se-
nior Director of Corporate Communications 
317.464.0469.
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FHLBank Indianapolis Awards More Than $375,000 in Small Business Grants 

17 Elevate Winners Selected from Applicants Across Indiana and Michigan 
 
INDIANAPOLIS – FHLBank Indianapolis recently announced that 17 Indiana and Michigan businesses 
were awarded the bank’s Elevate Small Business Grant. Now in its second year, Elevate was developed 
to strengthen our communities and encourage Indiana and Michigan small businesses to further develop 
their relationship with an FHLBank Indianapolis member financial institution.  
 
Grant recipients submitted applications through their financial institution for up to $25,000 for use towards 
capital expenditures, workforce training, and other business needs. The Elevate grant is open to all for-
profit Indiana and Michigan businesses with annual revenue of less than $1 million. Applications were 
evaluated based on their feasibility as well the impact grants would have on the community.  
 
“The Elevate Small Business grant helps already successful small businesses get the boost they need to 
make the next step in their growth,” said MaryBeth Wott, FHLBank Indianapolis Community Investment 
Officer. “With this new round of recipients, we’re proud to share in the continued growth and success of 
small businesses throughout Indiana and Michigan.” 
 
In total, this year FHLBank Indianapolis awarded $391,751 in Elevate grants to small businesses looking 
to take their success to the next level. A summary of the grant recipients is included below, and a more 
detailed list is available here: FHLBank Indianapolis 2019 Elevate recipients. 
 
In partnership with Home Bank SB, two local businesses in the Martinsville community were awarded 
Elevate grants.  Brock Safety Consultants, LLC, and Holy Smokes Hog Roast Co., were both awarded 
grants totaling over $26,000.  Kathy Spencer-Ellis, Vice President of Commercial Lending with Home 
Bank, facilitated the grant process for the bank.  “We were very excited to have two Elevate recipients in 
just the second year of this program.  They both have great plans for using these funds to grow and 
expand their businesses.” 
 

FHLBank Indianapolis 
Member Business City State 

1st Source Bank Anchor Films Fort Wayne IN 

Alliance Bank Little Coffee Shop on 231 Rensselaer IN 

Alliance Bank Rayson Industries Boswell IN 

CP Federal Credit 
Union 

epIQ Escapes Jackson MI 

Home Bank Brock Safety Consultants, 
LLC 

Martinsville IN 

NEWS RELEASE 


