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Success for Hudson Plumbing comes from core beliefs

Dean Hudson

CANCER DOESN’T DO SOCIAL DISTANCING
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Everyone 
thinks of 

changing the 
world, but no 

one thinks 
of changing 

himself.  
— Leo Tolstoy

Q U O T ERotary 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 every Wednes-
day at Noon at the Wilbur Kendall Room at Morgan 
County Fairgrounds. 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

Networking opportunities

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
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“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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Do you believe?

JIM HESS
From the Publisher

Finding the right business is not easy. But 
just like people sometimes say they could feel it 
in their bones that their spouse was “the one,” 
you hear similar statements when small busi-
ness owners talk about their business that is 
perfect for them. 

Kim Burgess of The Farmhouse Market 
tried several different business ventures before 
finding that retail and doing what she and hus-
band Rikk knew how to do came together in a 
home furniture and décor boutique in Moores-
ville. Doing the work that a new business 
demands is perfectly acceptable because Kim 
knew that she and Rikk could do it.

For Dean Hudson of Hudson Plumbing, he 
has always stuck with the plumbing industry. 
He had a growing business doing well and then 
the housing bubble burst, closing down home 
builders and almost putting him out of busi-
ness. On his last tether of hope he recognized 
his error and corrected it. Nothing has stopped 
him since. In fact, he’s learned to keep his eyes 
and mind open when it comes to other ways 
to adapt and advance the business. He knew it 
was the right direction and that he and his wife 
could do it. 

For some, the journey is a long one as an 
employee building skills and knowledge. When 
the day comes to step out on their own, make 
a personal and financial commitment, and face 
the unknown, the leap is taken with faith and 
confidence.  Joe Avampato stumbled into the 
movie theater business just answering a help 
wanted ad. He developed an affinity for run-
ning an independent theater. As the large cor-
porations were gobbling up the independent 
theaters and he lost his job, the solution was an 
easy decision. He would own and operate his 
own theater. Having spent most of his life in 

Illinois and Wisconsin, coming to Mooresville 
was a leap and a change. He was undeterred 
because he had confidence that he and his wife 
could do it.

In the end, the one phrase repeated over and 
over, under their breath and right out loud is, 
“I/We can do this!” Business owners feel it in 
their bones. Dean Hudson says that if you be-
lieve it, so will others. Successful business own-
ers have that in common, they believe they can 
do it. And you know what, most of them are 
absolutely right. 

Reflecting on the feelings you have about 
your business makes facing the challenges of 
this environment easier to confront. It is easy 
to see business owners are standing shoulder to 
shoulder, supporting each other and celebrating 
steps, even small ones, forward. 

Here at the Morgan County Business 
Leader, we hear the collective “we can do this” 
that reverberates from small businesses across 
the County. We believe that together, we can, 
indeed, do it. 

LegacyBusinessConsultants.net

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

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

It’s time to start a conversation with 
one of our certi� ed business/executive 

coaches to get you on the path to 
ful� ll your God-given purpose

 Are you tired of running in place with no 
real destination or map to get there?

Are you sick of 
“missing out 

on life” because 
you are so 

consumed by 
your to-do list? 

Are you 
frustrated 
because 
you can’t 

“� t it all in”?  
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The show must go on!
SHOWTIME CINEMA
Joe and Sarah Avampato
300 Southbridge St.
Mooresville, IN 46158
Phone: 317-834-9156
Email: mooresville8@aol.com
Facebook:  
facebook.com/ShowtimeCinemamooresville/

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

Joe and Sarah Avampato

By Elaine Whitesides
Morgan County Business Leader

The only constant is change, so they say. That by itself can feel 
very unnerving. Compound the change by the undercurrent of 
uncertainty right now and expect indecision from small business 
owners. “I want to be open,” Joe Avampato, owner of Showtime 
Cinema in Mooresville, said, “but I have to be open under the 
right circumstances.” His statement pretty much sums up the 
basis for decisions in the current business environment. 

Avampato says he is like many others, navigating rocky wa-
ters. “We are in new territory with the Covid-19 environment,” 
he said, “A lot of people (businesses) will survive, and we are 
going to be one of them. We will do what we need to do.” Is he 
worried? Maybe a little, but confident he will find the solutions 
he needs.

Avampato was not a huge movie fan who dreamed of hav-
ing his own movie theater. No, in 1980 he needed a job and 
answered an ad in the newspaper. Retail and dealing with the 
public were his forte and working for an independent theater in 
the Chicago suburbs offered him the chance to build on those 
strengths and learn the industry from top to bottom.

As independent theaters were absorbed into larger corpora-
tions, Avampato eventually found himself in Milwaukee county, 
Wisconsin. He had been able to continue his career in inde-
pendents up until that point. However, when Avampato was in-
formed by his employer that a sale was imminent and he would 
be without a job, he decided to take a new direction. After more 
than 30 years in the movie theater industry, he decided it was 
time to take his fate into his own hands and become an inde-
pendent movie theater owner.

His wife, Sarah, was on board and after letting the youngest 
of their three children finish his senior year of high school in 
Wisconsin, she was ready to pack up and pursue a new adven-
ture in Indiana. 

FINDING THE RIGHT PLACE
Avampato contacted a Chicago friend in commercial real 

estate to ask if he could help find a movie theater for sale in 
the general midwestern area including Wisconsin, Illinois, and 

Indiana. After sending out about 5,000 inquiries, the short list 
was narrowed to three locations, one of which was the Moores-
ville Cinema. He took off on a 3-day road warrior trip and after 
some negotiation it was done. “We were given the opportunity 
here in Mooresville,” Sarah said, “and it’s been great.”

The leap from employee to owner was exciting for Joe. He 
had run a small construction company on the side for several 
years. Even if he hadn’t had another business, Avampato said he 
would have been confident in the new venture. “Since I’d been 
in the movie theater business for 32 years, I knew what I was 

doing. I knew I would make mistakes, but I also know what I 
can do.” 

He and Sarah became the owners of Showtime Cinema and 
have made their adventure a successful business. Sarah wears 
several hats for Showtime Cinema, including staff trainer, social 
media, and community relations.  She says, “I do the marketing, 
hiring, and scheduling of the staff. Joe handles the financials, 
maintenance, and behind the scenes stuff. Together, we cover it 
all and make a great team.”

THEN CORONAVIRUS  
BECAME A PANDEMIC

Businesses were closed and people were encouraged to stay 
at home. It is not possible for a movie theater business to work 
from home, so the doors at Showtime Cinema were locked.

Sarah remarked, “The community has been nothing but 
supportive from the time we opened our doors and continu-
ing through our closure. We have been very blessed by be part 
of this community.” Joe further explained, “The Chamber 
of Commerce, schools, not for profits, and community-at-
large have been generous, fun, and available for insight and 
encouragement.” 

Some of his special programs like senior movie day and the 
kids’ summer series were immediately cancelled for the year and 
distributors quit sending out new movies. 

“We don’t know how this will affect the future,” Avampato 
said. “We are planning some new things we’ve never done, but 
I think that is where we are headed.” He says a lot comes down 
to the studios. “Only one movie is available, and they don’t start 
rolling out new movies until after July 17.”

Availability of movies isn’t the only obstacle. He has not re-
ceived any guidelines from the state, which he says is expected 
because it is unreasonable to think the state can provide step-
by-step instructions for every business in every industry. 

He says it has been helpful to get information almost daily 
from the National Association of Theater Owners. “I can’t mon-
itor what movie theaters are doing across the nation, but they 
can and share what they find with us all.” In addition, Avampato 
says he stays in touch with the Morgan County Health Depart-
ment. “That’s my best source right now.”

WHAT WILL THE MOVIE  
THEATER EXPERIENCE BE LIKE?

There has been mention of opening to a 50 percent capacity. 
“To be safe, I think we are probably not going to do more than 
25 percent,” Avampato said. He has a plan on how to ensure 
the 25 percent capacity is not exceeded, but even that is open to 
change.

Each of the eight theaters must be cleaned and sanitized after 
every showing which means show logistics and times will re-
quire adjustment. “We are in new territory,” he said,” but we all 
agree on one thing. The overall way we do business has changed 
and we don’t know how that is going to affect us going forward.”

“We are taking it seriously,” he said, “We will address it to our 
best ability and find the new normal – whatever that is.” Despite 
all the questions and unknowns, Avampato says he will adjust to 
conform and make things work.

Another source that he says will help the movie theater sur-
vive are his patrons. “They give us some good ideas and we are 
always learning from them.

“We miss our public,” Sarah said. “and can’t wait until we can 
see them again. We are cheering for everyone to get through 
this.”
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655 West Southview Drive 
(Hwy. 37, next to Taco Bell) 
Martinsville • 765-342-3385  

#hatethehassle

Head to Hobson!
Hate the hassle?

CHET 
CROMER 
Technology

A month ago we started to look over some 
of the tech tools that have evolved during the 
COVID-19 pandemic. Email and instant mes-
saging have long since been tools of the trade 
within the office, but during the last 3 months, 
they’ve come to be some of the most-used 
communication mediums in our day-to-day 
work life. What used to be discussed at the wa-
ter cooler is now in the “Random” channel of 
Slack, and what formerly was a quick 5 minute 
discussion with a team member while leaning 
into their office has found its way into an email 
chain that drags out over HOURS.

I’m sitting in my office right now on a Fri-
day afternoon, just like the good old days. The 
only difference … no one else is here. My team 
is gradually making their way back to the office 
from our home workspaces, but there’s no magic 
day that is on our calendar to get things “back to 
normal.” We have family situations to care for, 
personal levels of comfort that matter, and tech-
nology tools that aren’t the easiest to move back 
and forth for a multi-workspace environment.

In this month’s column I want to hit on 
a couple other collaboration tools that have 
blown up this year.

VIRTUAL MEETINGS
Are you as “Zoomed out” as I am? I’ve been 

on at least 5 virtual meetings so far today, and 
while they’ve all been useful and needed, I can 
say I’m far beyond tired of having to have every 
meeting on the phone or over my computer. 
With that said, though, we must press on. 
These tools have become easier to use, simpler 
to integrate into routines, and much less of a 
headache to live with than they used to be.

CLOUD FILE STORAGE
We’ve all used DropBox, OneDrive, and 

What’s new in your 
communication
toolbox (Part 2)?

Google Drive for easily sharing files with oth-
ers outside our organization when we need to 
send something large or sensitive. These tools 
have gained immense popularity and found 
their way into small business operations as the 
shared drive at the office lost its effectiveness as 
the team scattered.

By the time this column is printed, we may 
be back in our offices - but I doubt we’ll be 
back to anything near “normal.” These tools 
that we’ve grown accustomed to yet tired of 
will continue to be part of our lives, and we’ll 
need to continue to be flexible with our team 
and customers as we put them to work. It’s 
convenient to live within our own comfort 
zone of productivity and collaboration tools, 
but many times another team may use some-
thing different than what we’re used to, and 
that’s OK. The point is to continue to find the 
best means of communication and push for-
ward into our shared success.

Chet Cromer is the president of C2IT Consulting, Inc., 
a Plainfield-based technology business that provides 
websites, mobile apps, and IT consulting/support 
to businesses across central Indiana. He can be 
reached at chetcromer@c2itconsulting.net or (317) 
721-2248.
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T R U S T  Y O U R  P L U M B E R
Success for  Hudson 

Plumbing comes 
from core bel iefs

HUDSON PLUMBING
Dean and Tish Hudson, Owners
435 W. Morgan St.
Martinsville, IN 46151
Phone: 765-349-0900
Email: dean@trustyourplumber.com
Web: trustyourplumber.com
Facebook: facebook.com/trustyourplumber

By Elaine Whitesides
Morgan County Business Leader

Dean and Tish Hudson were high school sweethearts and 
over the last 31 years, they have built a family, a business, and 
a life in Morgan County. They have three children, Keaton, 
Lyndsey, and Maycee. Lyndsey is married to Elliott Scott and 
they have three children. While Keaton, Lyndsey, and Elliott 
are involved in the family business, Maycee has her own busi-
ness, Critter Clippers, just down the street.

Before he finished his studies at Eminence High School, 
Hudson got a job at the gas station/country store pumping gas 
and manning the hardware department. He had dreams of one 
day owning his own business. He says he knew college wasn’t 
for him. In fact, he was eager to get out of school and get to life.

“I will always be grateful to the store owner who told me I 
needed a career and he was willing to teach me one,” Hudson 
said. “He taught me plumbing and when it came time to take 
the licensing test, he insisted I take the contractor’s test, not the 
journeyman’s test.” At the time he was one of the youngest, if 
not the youngest Hoosier to obtain a plumbing contractor’s li-
cense. That is how Hudson took up plumbing as a career. 

Owning a plumbing business requires a contractor’s license 
and he had his former employer to thank for insisting that be 
the test Hudson took. Three years after getting his license, when 
he was 23 years old, he was running his own plumbing business 
out of his garage. Over five years he grew the business and hired 
three employees. 

One day the store owner walked up the driveway with a pro-
posal. Hudson was asked if he would be interested in buying 
the store and warehouse behind it. He agreed, moved into the 
warehouse and rented out the retail space in the front. The tim-
ing was good because Hudson Plumbing was running out of 
space in the garage. 

Then, in 2009, the economy crashed. “We almost went belly 
up,” Hudson said. “We didn’t do any service work. We were 
busy with new construction. Builders were my only clients and 
when they went out of business, my business suffered.” 

He watched Tish take a job and go off to work while he 
spent six weeks home alone looking for a job. It was then he 

came to a sudden realization. “I was drinking coffee and rocking 
in my chair when I realized I had worked for years, was 40 years 
old, and had absolutely nothing to show for it.” It was a sober-
ing moment, but it was also the inspiration he needed.

He recognized his mistake. By only doing new construction, 
he had nothing to fall back on when new construction came 
to a screeching halt. In that moment he decided he was going 
to start up again. “But this time, I was going to go into service 
work so if the economy crashed, I would still have work.” He 
set down that cup of coffee and went to work.

GROWING VERSION 2  
OF THE BUSINESS

2010 found him back in the warehouse in Eminence, bring-
ing back employees to help as needed and building anew. He 
says he did whatever he could to get going and brought in the 
others as much as possible. By 2014 his business had added 
employees and was outgrowing the warehouse. In addition, 
location was becoming more important. He needed a location 
where Hudson Plumbing would be more visible. Hidden be-
hind a store in the small community of Eminence did not align 
with his vision of the future.

To him, Martinsville was the big city, but still in his home 
county, so he looked there for space. An abandoned Pizza Hut 
was transformed into his new showroom, business office and 
shop. Being centrally located gave him the visibility he wanted, 
and the business grew. In 2014 he had two employees, by 2016 
he had five or six, and by the end of 2018, he had eight. Busi-
ness continued to grow and Hudson plumbing now employs 15 
people and in November 2019 moved into an 8,000 SF facility 
on West Morgan Street.  

The two critical decisions he made, to pursue service work, 
and to move the business to a more visible location in Martins-
ville have been instrumental in making his vision become real. 

FOUNDATIONAL BELIEFS
When Hudson Plumbing moved to what he saw as the big 

city of Martinsville, he wanted to bring a new level of service 
and experience to the area. “First and foremost,’ he said, “we are 
a service company.” He asked himself what an exemplary good 
service company would look like and made several decisions 
that are still in place today. 

He implemented the Hudson Plumbing same-day service. 
“This one decision meant I had to hire ahead of need.” He says 
that reflects the philosophy and goal for excellence in customer 
service that is the foundation on which he has built. 

Consistency and branding were exemplified by plumbers in nice 
clean uniforms that show up on time. The technicians and the ve-
hicles are clean and neat. Employees show respect in their conver-
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sation, as well as in the care given a client’s home and equipment.
He makes sure the phone at Hudson Plumbing is always an-

swered by a human being. The practice of displaying yard signs 
was adopted and with customer approval, there was even more 
visibility for the business. 

“I knew people wanted good, clean service, and if I believed 
it,” Hudson said, “they would, too.” 

His new approach was the right fit at the right time. “Our 
team came across like we were uptown.”

THE BASIS OF DECISIONS
Asking himself what he would want as a customer was key in 

Hudson’s decisions. “I learned to listen to my gut, and take one 
step after another,” Hudson said, “they were the right steps.” He 
says he didn’t know it all and he saw his business as a school 

master with rules, and it was teaching him that the rules are 
simple. He said, “You do what the business demands.”

Hudson is also a student of other businesses. He follows 
and studies big, successful companies like McDonald’s and 
Walmart. For instance, he recognized that in these big compa-
nies you could count on things being consistent. That is why he 
wanted all his plumbers to have the same uniform, have stan-
dards for the processes and procedures of interacting with cus-
tomers and being in their homes.

Going back to what he would want in a service provider, he 
wants clients to be able to “trust your plumber.” The consistency 
of presentation, good service, at reasonable prices has helped 
Hudson build and continue to grow. 

Sticking to the fundamentals has guided decisions Hudson 
has made. “I contemplate things before I make a decision and 

that has kept me from making major mistakes.” He was caught 
in the web of the 2009-10 crash, but it revealed he had to 
change in order to have something that would last. 

“Our team has built something that is sustainable and solid,” 
he said. “This company can run without me.” 

The company can run without him because he made the 
decision to hire certain key people and let them work to their 
strengths. Long-time employees are in supervisory and man-
agement positions to keep operations running smoothly. While 
he says his wife keeps him grounded, his son Keaton shares his 
business mind and insights for the business, and he says his 
daughter Lyndsey does a phenomenal job learning the admin-
istrative business and books from Tish. Lyndsey’s husband, El-
liott Scott is the marketing manager. “It’s not smart for me to 
make all the decisions,” Hudson said. “Good people are around 
me and we are collaborative. It used to be a sole proprietorship 
and I did everything. That’s not sustainable.”

It is a close-knit team and a true family business. The plan is 
for family to take over the business when the time is right for 
Dean and Tish. 

COMPANY VALUES
It is important to Hudson that customers always feel re-

spected and be treated fairly. It is equally important to him 
that employees feel the same. Every morning the entire team 
gathers. “We talk about all kinds of things,” Hudson said. “We 
look at what happened the day before and what is happening 
today. There is always something I can teach from experiences, 
or something I can learn from them.” He says he has to sleep 
every night so he treats people the way he would want to be 
treated.  He said, “We are like a family here.” 

Business ethics are built into the company culture. Hudson 
says he feels that not only does the business have lives to sup-
port, be there is also an obligation to the town and community. 
Especially in his service industry, Hudson says he believes there 
is a responsibility to be reliable and take care of people’s needs.

“We know where to make our money,” Hudson said, “and 
where we should share it.” Hudson Plumbing shares its success 
by giving to several charitable organizations, mostly in Martins-
ville. He says they help those who need it most. 

“I would never consider leaving Martinsville,” Hudson said. 
“I feel I have reached the pinnacle of my dreams here, which 
is a sobering thought.” He says he is at a crossroads. He either 
needs to dream bigger, jump ship, or ride the coattails of the 
next generation’s dreams. He adds, “I am in awe most of the 
time seeing what we have built together.”



8 | July 2020 Morgan County Business Leader www.morgancountybusinessleader.com

A place for family and business
THE FARMHOUSE MARKET
Kim Burgess, Owner
565 S. State Road 67
Mooresville, IN 46158
Phone: 317-483-3355
Email: farmhousemarket635@gmail.com
Web:  farmhousemarket635.shop
Facebook: facebook.com/farmhousemarket635
Hours: Mon. thru Sat. 10 AM – 7 PM
Closed on Sunday 

Kim Burgess

By Elaine Whitesides
Morgan County Business Leader

Kim and Rikk Burgess brought their seven 
children to Indiana from California two de-
cades ago seeking a better environment for 
the family. They enjoyed watching Bryant, 
Brandon, Allysa, Tessa, Logan, Christopher, 
and Samuel grow and enjoy the slower and 
more community-oriented life in central 
Indiana. 

When they bought a home in Mooresville, 
they felt it was home. “Mooresville is a tight-
knit community,” Kim said. “There are down 
to earth people who care about their neigh-
bors and support each other.” 

PURSUING SMALL  
BUSINESS DREAMS

Since arriving in Indiana, Burgess has 
had the dream of being self-employed with 
her own business. She tried several different 
options including a coffee shop and a seam-
stress business. Some were more successful 
than others, but in Kim’s mind none were the 
sustainable, long-term business she wanted. 
“I failed miserably,” she said. 

Adopting the attitude that everything you 
go through is either a blessing or a lesson, 
Burgess said, “All the failures we experienced 

taught us what NOT to do.” 
In other words, she was not 
deterred from her dream, and 
Rikk continued to support her 
efforts. 

She took a job in a retail 
corporation in customer af-
fairs. For seven years she 
learned the industry and tak-
ing care of “anything that 
happens with the customer.” 
She found the business she 
wanted. Retail.

Burgess found an existing 
shop for sale and began the 
process of purchasing it. It 
wasn’t meant to be, and the 
deal fell through. 

They took another direc-
tion. Her dreams took shape 
in February 2019 with the 
opening of The Farmhouse 
Market in Mooresville. “We 
went with what we knew,” 
Burgess said. “Rikk is really 
good at building furniture and 
I am a professional painter. 
We knew we could do this.”

SET THE 
STANDARD

The Farmhouse Market 
offers one-of-a-kind pieces 
in a boutique atmosphere. 
Together the couple builds or 

refinishes individual pieces of furniture. “We try to source and 
purchase most all of our pieces locally,” Burgess said. 

With her training in faux painting and specifically refinish-
ing furniture, she creates unique functional and accent pieces for 
every version of farmhouse décor. For example, they build tables, 
kitchen islands, coffee bars, and will even build and finish fur-
niture pieces to a customer’s own specifications. She is trained 
and experienced with paint, stencils, stamps, transfers, textures, 
and more. 

In addition to their wares, Burgess says something else sets 
them apart from other décor shops. Geared toward a farmhouse 
feel, space is opened up for others in the store, too. “Vendors 
bring in a multitude of products,” she said, “everything from 
rustic to modern farmhouse style.” 

Unlike the traditional set-up, vendor’s wares are not displayed 
in booths. Instead, they are integrated throughout the shop, 
which is a purposeful part of creating the boutique feel of the 
store. “Every time you visit the shop it’s a little different,” Bur-
gess says. “It’s like Christmas! We want there to be something 
for everyone.”

Currently, she says they are working with about 20 vendors. 
“Not all people and products fit into the shop and we want per-
sonalities and products that mesh well so we can all be happy 
and successful.”

Without booths, we mix everything up together which is 
visually more attractive and also aligned with her goal of at-
tracting more people to the store. “We are not unique in this 
approach,” Burgess said, “but I think we set a new standard and 
it sets us apart.”

THE LEARNING CONTINUES
Burgess’s voice and enthusiasm reveal she has finally found 

the business that works for them. “We did what we knew,” she 
said. That has made a difference in the success of the business. 
Success is sweet, but the learning continues. 

She says they have learned it was better for them to open a 
new store and business rather than buy an existing operation. 
“It has made all the difference,” Burgess said. “We live here, we 
work here. It has let people get to know who we are and made 
us more settled in the community.

“I am a personable person,” Burgess said. “I have learned that 
it is not a good idea to mix business and personal relationships. 
Customers have become friendly and familiar, but if it has to 
do with business, it must be kept on a professional level.” Every 
small business owner knows and understands this challenge.

We wanted our family to grow up in a small town where 
everyone knew each other and where they felt they were sur-
rounded by family,” Burgess said. Now they can watch how she 
starts and builds a small business as well. “I want them to have 
their own thing,” Burgess said. She says Morgan County is 
the foundation of helping them learn and grow, find their own 
thing, and be successful. It’s community. It’s home.
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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

I hear from people on a regular basis ask-
ing how to efficiently heat and/or cool a bonus 
room, workshop, sunroom, basement or any 

other area that 
is not well con-
ditioned with a 
traditional furnace 
or air condition-
ing system.  The 
answer to these 
problem areas 
can be a ductless 
heat pump sys-
tem.  These small 
systems are ideal 
for any areas that 
struggle to main-
tain comfort or are 

not used as a regularly occupied space.  Because 
a ductless mini-split system is incredibly ef-
ficient and virtually silent in its operation, even 
media rooms can be a perfect application.  A 
ductless mini-split heat pump system consists 
of a small outdoor unit, one or more small in-
door units that can mount on the wall or in the 
ceiling and a wireless thermostat remote.  With 
multiple indoor units, the temperature can be 
controlled independently in each area in which 

the indoor units are installed.  Does this sound 
like something that will help with your prob-
lem areas?  Please contact us at 317-831-5279 
to discuss a solution to your comfort needs.

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.

Looking to condition  
a bonus room or work shop?

Jod Woods
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(317) 272-9746 
www.hoosiertent.com

Tents & Accessories  
Tables & Chairs ✴ Linens

Flooring & Staging
Food Preparation

Inflatables & Games

BARBARA B. JORDAN YMCA
2039 E Morgan St., Martinsville
765-342-6688 bbjymca.org

FOR A
BETTER US

Give.Join.Volunteer.

Everyday, the Y supports kids, adults, 
seniors and families with programs 
that protect, teach, connect, heal, 
nourish and encourage.

When you-Y members, donors and 
volunteers-support the Y, you make 
your communities stronger and help 
“us” who live in them realize the 
power of their full potential.

Here are a few 
faces from 
Mooresville BBJ 
Y Summer Camp 
helping us bring 
these ideas to life.

Cool tips to keep your vehicle’s 
AC working this summer

JEFF HOBSON 
Hobson’s Hints

tery. When you start your vehicle the 
next time, your battery will only be used 
to turn the engine and not start the AC 
system at exactly the same time. Shut-
ting down your AC system a few minutes 
before getting out of your vehicle will 
also give you time to adjust to the hot air 
you’re about to go into.

6. Run your AC system regularly, even in 
the winter. Running your AC system 
at the coldest setting and highest fan 
speed for five to ten minutes once a week 
throughout the year has many benefits. 
It will help maintain gas pressure, keep 
the compressor working properly, and 
keep seals in the system from drying and 
cracking. This practice also clears out any 
mildew and stale air that gets trapped in 
an unused system.

7. Treat your AC system to professional 
service. Ideally, your AC system should 
be recharged every couple of years. A cer-
tified auto technician is best qualified for 
this procedure. Usually a full AC service 
also includes a tune-up that refreshes the 
gas and lubricates the moving parts to 
ensure they are working properly.

Follow these simple steps and you’ll enjoy a 
long and rewarding relationship with your ve-
hicle’s AC system!

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.

Let’s face it, when you’re driving around on 
a 95-degree day, your vehicle’s AC system is 
about the best friend you can have. If it’s work-
ing properly, that is. And just like all good 
friends, the way to keep them around is to treat 
them right. Your AC system works hard for 
you, so here are a few things you can do to re-
turn the favor and ensure optimal efficiency all 
summer long.

1. Clean the air filter. You can typically find 
this behind the glove box. Just remove the 
filter encasement and shake out any dirt 
and debris. If it’s really dirty, you can wash 
it out with water but make sure it’s com-
pletely dry before putting it back in place. 

2. Clear exterior grills. Check under the 
windshield and make sure there are no 
leaves or other debris blocking the grill 
that can easily get sucked into the AC 
system and clog it up. Another potential 
area for clogging is the condenser under 
the hood. If necessary, use a hose to clean 
that area.

3. Don’t pre-cool before driving. While it’s 
okay in the winter to heat your car be-
fore taking off, that’s not the case when 
it comes to pre-cooling your vehicle. The 
AC system performs optimally when 
actually driving because the faster the en-
gine turns, the faster the air compressor 
runs, which enables the system to cool 
more efficiently. If your vehicle is unbear-
ably hot when you get in, turn the fan up 
high when you start driving and open the 
rear windows for a few seconds to force 
the hot air out.

4. Turn off recirculation mode if you have 
back seat passengers. The process of re-
circulating takes air from the front of 
the vehicle and pulls it back through the 
system. This keeps everyone in the front 
seats cool and comfortable while back 
seat passengers experience stale, hot air.

5. Turn your AC off before you turn your 
engine off to extend the life of the bat-
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ECONOMYHEATINGANDAIR.COM
317-831-5279

ARE YOU SUFFERING FROM EXCESSIVE INDOOR HUMIDITY?
CALL ECONOMY HEATING – AIR CONDITIONING – PLUMBING FOR HUMIDITY CONTROL AND HIGH-QUALITY COMFORT SOLUTIONS. 

Romans 12:10-11

Attend a virtual conference in 2020

WILL GOTT
Business Travel

What if the revenues pre covid the states were 
counting on to pay the debt service and princi-
pal of their bonds doesn’t come back?  

Muni bonds have been a conservative and 
prudent place to diversify funds away from the 
perceived volatility of the stock market.   But 
be aware of the potential risks inherent in muni 
bonds, especially now when the source of their 
revenues, tax receipts take a hit as substantial as 
what state and cities are taking right now.

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.

COVID-19 can make 
even muni bonds sick

JEFF 
BINKLEY 

Finance

Municipal bonds are debt instruments issued 
by state and local governments.  Their princi-
pal and interest is paid from tax revenues that 
states and other municipalities receive from 
residents and business owners within those 
states and municipalities.  But what happens to 
the capability of those bond issuers to pay in-
terest and principal when tax revenues dry up? 
Some of the states and municipalities hardest 
hit by the coronavirus have already seen their 
existing bond issues plummet in value.  Na-
tional muni bond funds plunged over 18% in 
value in just 10 days back in March as the full 
effect of the coronavirus and its ancillary ef-
fects were starting to make themselves evident 
to bond traders.  Then the Fed stepped in and 
created the municipal liquidity facility, allow-
ing it to directly buy up to $500 Billion dollars 
in munis from states and cities that met certain 
population criteria.  Much of the muni market 
recovered then.  But the facility only covered 
cities with more than one million people and 
counties with more than two million people.    
Now as states have started to open back up, 
munis have improved a little bit more.  But 
what happens if states have to shutdown again?  

COVID-19 has changed things for many 
people, both. One of the first things affected 
was travel.  One of the last things to recover 
is travel, especially business travel. As travel 
budgets get changed and the safety of em-
ployees is in question, many of the reasons to 
travel for business have evaporated. 

One reason many traveled for business was 
to attend a live conference. Because of CO-
VID-19 many of these live events have had 
to look at delivering these virtually. This year 
is a great time to attend a conference that 
you might have never been able to attend in 
the past. Many event organizers are offering 
virtual conferences at a much-reduced rate.  
Some are even free. 

Here is a list of some of the top virtual 
business conferences for you to consider for 
the rest of 2020:

MOZCON — JULY 14-15
Looking to boost your digital market-

ing prowess in 2020?  Hosted by MozCon, a 
renowned Seattle-based search and content 
platform. Past speakers include experts such as 
Moz and SparkToro founder Rand Fishkin.

SALES GROWTH VIRTUAL 
SUMMIT — NOVEMBER 5-6

Sales Growth Virtual Summit is a free 

two-day event in November. This virtual 
event hosts 40 sales leaders across six dif-
ferent categories, like BDR/SDR and sales 
management. 

SALES HACKER SUCCESS 
SUMMIT — DECEMBER 9-13

Sales Hacker Success Summit is a free 
virtual event taking place in December. This 
summit will help you elevate your sales skills. 
This five-day event comes complete with 
worksheets, speakers, and no sponsor pitches 
to sit through.

Will Gott is the owner of Magnified Vacations Cruis-
eOne, a locally owned and operated full service 
Cruise and Leisure Travel Agency. Will, and his wife 
Nikki, specialize in helping families and couples re-
connect 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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CANCER DOESN’T DO  
SOCIAL DISTANCING

FranciscanHealth.org

Cancer is hard to quarantine. But we’re inspired to keep you as healthy and  
safe as possible so cancer stays at a distance from you. If you’ve been putting  
off cancer screenings, ignoring unusual symptoms or are in need of a second  
opinion, Franciscan Health is here and ready for you. Always.

Call your physician to  
schedule your in-office  
or online appointment today!
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Managing your small 
business beyond covid

ROGER 
ENGELAU 

Business Coach

As we move toward economic restart, it’s 
time to think about managing beyond Covid.

We’re entering a new world. The nightly 
news will continue to influence our day-to-day. 
Managing beyond Covid, we’ll still be navigat-
ing uncharted waters. That means we still can 
only look at the short term. We’ll get back to 
long-range planning later but for now, the goal 
is still to survive and position your company to 
thrive in the new world.

Here are the things we can be doing to 
thrive beyond Covid—
Lead with more confidence than ever. 

Crisis is change and as we return to work in 
this new world, there’ll be many changes. Keep 
communication two-way and more frequent.

Avoid paralysis,  
with yourself and your team. 

The sense that you don’t know anything 
because things are changing daily can cause 
business owners to stop functioning altogether. 
Business owners are accustomed to the day-to-
day flow of work driving us, dictating how we 
spend our day. Without that, you have to find 
other ways to drive yourself and your people.

Set deadlines for yourself. Block out specific 
time for specific things. Use your Quarterly 
Action Plan to drive your activities. Now’s the 
time to create new routines for yourself. It’s 
hard to stay motivated but if you do, you’ll be 
better, your team will be better, and your busi-
ness will be better… maybe better than ever.

Pull your team together  
and identify what you’ve learned 
about your company as a result  

of the pandemic crisis. 
Then identify how you can capitalize on 

those learnings.
The time to learn the lessons of this new 

world we’re entering is now. What is it teach-
ing you about your business? Companies have 
discovered strengths they didn’t know they 
had. Restaurants doing curbside and delivery 
are finding out who their really loyal patrons 
are. Zydeco’s in Mooresville is not only selling 
their popular hurricane mix carryout, they were 
able to start selling the 3 bottles of rum with 
it. Beyond Covid, patrons will likely buy hurri-
canes while dining at the restaurant plus some 
to take home.

Have you discovered vulnerabilities? One of 
our manufacturing clients identified that they 
need to cross-train people because if someone 
gets sick, the business would screech to a halt. 
So they’re furiously cross-training not only 
workers but management too.

You knew your customers’ needs  
pre-pandemic but do you know  

them now or have they changed? 
Do a quick connect with customers and find 

out what they need post-pandemic. Connect in 
unique ways—hold d a Zoom meeting or we-
binar, find a reason to schedule a virtual lunch, 
and have food delivered to each participant.
Create a stellar sales plan to prepare 

for when business picks up.
There’s some thought that once the economy 

picks up, it may go like gangbusters in some in-
dustries. Look for a way to change WHAT you 
sell and/or HOW you sell it. Classic Cakes in 
Carmel has taken this time to use social media 
in creative ways to expand her customer base.

Develop policies you needed  
but never had time to write. 

What process improvements can you be 
making now? The time to test your processes 
is in the busiest time. A veterinary client was 
forced to operate under capacity after some 
workers left, and the remaining team members 
found innovative ways to accomplish the same 
amount of work. The experience told them 
things about their business they would’ve never 
known before.

Create your Single Sheet Business 
Plan, or refine it, so you’re ready  

to hit the ground running. 
While you can’t focus on 1-year and 5-year 

goals and beyond right now, focus on the quar-
terly goals and really use your Quarterly Action 
Plan to direct your activities now.

In a recent IBJ article, Mitch Daniels said, 
“The next few months will expose many functions 
that make little or no contribution to the core mis-
sion of thousands of businesses.”

Changes you’ve been forced to make now 
could very well improve how you do business 
beyond Covid.

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.
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How will COVID-19 impact your business finances?
We are all overwhelmed with the CO-

VID-19 issues and it’s unquestionably a sad 
fact that this will be felt on small business fi-
nances. As I’ve written about many times over 
the past several years, there is a direct link be-
tween good health and a good, healthy bottom 
line for business owners. But never in a million 
years could I have imagined what we’re experi-
encing right now. 

Knowing that small businesses are the back-
bone of America, and being a small business 
owner myself, the financial impact felt by CO-

counting and finance can make the difference 
between success or failure of a business. Many 
companies may cut back elsewhere in opera-
tions, but it is essential to stay on top of your 
accounting. 

Consider that one of the roles that account-
ing fulfills is being the eyes and ears of the 
organization. Obviously, this role is especially 
critical when a business is under stress. You 
need all the help you can get to keep things 
running smoothly.

Getting your financial act together, doing 
more with your assets and keeping your debts 
low aren’t some kind of miracle cure for your 
business. They’re things that successful busi-
nesses already do all the time, not just during 
the good times. 

Here are a few tips to help you improve your 
accounting practices to help position you better 
in today’s economic challenges.

Continually review your expenses and main-
tain best practices for tracking and managing 
costs, so that you can quickly eliminate non-
essential expenses. For the majority of busi-
nesses, compensation and benefits are typically 
the largest expense items.

Carefully measure the amount of liquid as-
sets your business can generate and how much 
the business needs. Good accounting principles 

JENNIFER 
WALKER 

VID-19 could be far-reaching for many years. 
During a tough economy, best practices for ac-

are crucial so that management is always aware 
of the company’s cash position. It’s no surprise 
that companies have to become more aggres-
sive in collecting receivables. Be sure you un-
derstand the impact of tax law changes during 
economic recoveries. 

Sharpen your focus on budgeting and fore-
casting. Take a closer look at managing your 
budget and forecasting future revenues. Fore-
casting revenue during a slowing economy 
becomes increasingly difficult as sales cycles 
lengthen and workforce reductions are often 
necessitated.

What changes during a recession is that 
these things become a lot more important. You 
might be able to get away with not doing them 
during the good times. But when business gets 
tight, they can mean the difference between 
bankruptcy and survival.

We really are all in this together. It is my 
hope these interesting times will eventually 
strengthen our network of small business own-
ers and our resolve to overcome.

Andrew & Jennifer Walker, Walker Bookkeeping, LLC, 
collectively have more than 29 years’ experience in 
bookkeeping, helping small businesses and nonprofit 
organizations in Morgan and surrounding counties. 
They can be reached at (317) 306-1282 or email: walker-
bookkeepingllc@gmail.com.

On or after Monday, April 20, traffic on S.R. 37 south of Martinsville 
is changing.

Northbound S.R. 37 from 
Indian Creek will open to two 
lanes. The left lane will carry 
northbound through traffic, 
and the right lane will exit 
onto S.R. 39.

Traffic on southbound S.R. 
37 will be moved to the right 
lane just south of S.R. 39 so 
crews can work in the median.

This traffic configuration 
will be in place for the remainder of this construction season. Dynamic 
signage will indicate merge points and help prepare drivers for slowing 
or stopped traffic.

S.R. 39 traffic shift scheduled
Beginning on or after Monday, April 20, S.R. 39 traffic lanes are 

scheduled to shift between Morton Avenue and the railroad crossing. 
S.R. 39 traffic will shift to one side of the road to allow crews to widen 
the other side of the road.

S.R. 39 is being improved this year to safely move more traffic during 
the 2021 closure of S.R. 37 in Martinsville. Daytime traffic flagging is 
ongoing on S.R. 39 between S.R. 37 and the White River for pavement 
patching and utility work.

S.R. 37 traffic patterns 
changing south of  

S.R. 39 interchange
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