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Ryan Dallas’ face is on billboards 
everywhere.

For our latest issue of Central 
Illinois Business magazine, we got 
to meet him in person at his office 
on the west end of Champaign.

He works with his brothers and 
plays the guitar in his office every 
once in a while.

“It’s a good stress reliever,” he said.
While sipping Starbucks, Dallas shared his story – growing 

up in Mahomet, attending Purdue and growing his company 
– as well as what motivates him: helping his agents reach 
their true potential.
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central Illinois area.
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Introducing our new magazine contributor, Laura Weis
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News-Gazette columnist Tom Kacich answers your area  
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Building permits and bankruptcies in the area.

Above: Owner Tony Herges draws a beer at Tumble Inn in Champaign.  
Photo by Robin Scholz/The News-Gazette.

On our cover: Ryan Dallas at the Ryan Dallas Team’s offices in Champaign.  
Photo by Robin Scholz/The News-Gazette.

For this month’s issue, we also asked six other real estate 
agents about key issues facing the housing market, especially 
in the face of COVID-19.

Speaking of the pandemic, Colin Likas spoke with 
the owner of the Fernando’s food truck about how it has 
navigated the coronavirus.

Tumble Inn had to adapt as well. Bob Asmussen takes us 
inside to show how.

Finally, we’ll show you in the latest harvester Birkey’s has 
to offer: a $600,000-plus Case IH Axial-Flow 50 Series.

With grain prices higher than usual, sales of farm 
equipment is picking up, salesman Greg Stierwalt told us.

As farmers prepare for spring planting, we’re getting ready 
for our annual Farm Leader issue. Past winners will soon be 
meeting to vote on who this year’s recipient will be.

- Ben
Ben Zigterman covers business for The News-Gazette. Reach him by email at 
bzigterman@news-gazette.com or by phone at 217-393-8264.
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February 25
Identify Your Customers
8:00 AM – 9:00 AM
https://champaign.org/event/identify-your-
customers-4677864
Join this interactive workshop and learn to use 
library resources to identify your customers.

Learn how to use library resources to 
determine your customer segments, analyze 
your market potential, and start developing 
your marketing plan. We will use Gale: 
DemographicsNow and Mergent Intellect to 
identify your customer demographic, how much 
money they make, where they live, and what 
they value. By identifying and creating your 
ideal customer profile, you can understand what 
they want, how to market to them, and generate 
a profitable advantage. Understanding your 
customer’s buying behavior is also important, 
because it allows you to comprehend what your 
customer will need and how often they will 
purchase your product or service.

Registration is required. Sign up to get the 
Zoom link.

February 25
Business Success Webinar - Performance 
Driven Selling: Immediate and Lasting Sales 
Effectiveness
9:00 AM - 10:15 AM
https://www.champaigncounty.org/
events/details/business-success-webinar-
performance-driven-selling-immediate-and-
lasting-sales-effectiveness-4319
The overall learning objective of this presentation 
is to provide individuals with the fundamental 
and advanced selling IQ and EQ skill set. 
Attendees will learn to effectively understand 
the selling process and how to administrate it 
daily in the real-time marketplace. This unique 
program explores in depth both the strategic 
and tactical skill sets of effective and evolving 
interpersonal selling. Dr. Jeffrey Magee will 
discuss the psychological and chronicle skill sets 
necessary to find, engage, get, maintain, and 
keep customers and grow your base. Throughout 
each content building block your culture, 
values, and the personal and organizational 
succession needs at the micro and macro level 
are continuously used as the GPS for this unique 
experience and programming.

Attendees will learn how to recognize selling 
as a process driven activity and design sales 
relationships for lasting account success and 
development. Learn the strategic and tactical 
how to for greater impact as well as learn 
advanced application strategies and tactics for 
building relationships that lead to immediate and 
lasting sales effectiveness.

Every registered attendee will also receive a free 
copy of Dr. Magee’s E-Book, “Sales Mastery” 
after the webinar.

LEAP Disability Training: The Benefits of 
Inclusive Employment
12:00 PM - 1:00 PM
https://www.champaigncounty.org/events/
details/leap-disability-training-the-benefits-
of-inclusive-employment-02-25-2021-4311
Presented by DSC and Community Choices, 
LEAP (Leaders in Employing All People) 
is a free, one-hour presentation for business 
leadership, hiring managers, and anyone 
else interested in learning about inclusive 
employment and the disability community. The 
training is split into three sections:

General education, including disability rights 
history, definitions, and etiquette;

Economic benefits for companies who employ 
individuals with disabilities; and

Free employment services that DSC and 
Community Choices specialists provide, such 
as site consultation, working with the business 
to identify and meet their needs, and help with 
accommodations

The one-hour window includes time for 
questions at the end and discussion throughout. 
Attending companies will be promoted on the 
social media channels of both organizations 
following the session, and ongoing support is 
offered to employers looking to create a more 
inclusive workplace.

February 26
Webinar: Search Engine Optimization
1:00 PM - 2:00 PM
http://www.cusbdc.org/event/webinar-
search-engine-optimization/
High ranks on Google can increase brand 
exposure and traffic to your website. Learn how 
search engines work and ways to help increase 
your rankings online. Understand how to 
select the best keywords while auditing your 
own website so you can make high-impact 
improvements.

The webinar will be approximately 45 
minutes of presentation time followed by Q&A. 
Participants will be able to ask questions in the 
chat box, which will be addressed at the end of 
the presentation, moderated by a member of our 
team.

PLEASE NOTE: this webinar will be recorded 
and may be shared publicly. By registering for 
this webinar, you understand that your questions 
or comments shared during the webinar will be 
recorded and shared in a public domain.

March 1
The Purpose-Driven Profit & Loss
7:00 PM – 8:00 PM
https://champaign.org/event/the-purpose-
driven-profit-loss-4865375
Join Stephanie Skryzowski and understand your 
financials at a deeper level to grow your bottom 
line and your impact.

 This session is geared towards small busi-
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ness owners at any stage in their growth, 
from fledgling entrepreneurs to 7 figure 
rockstars. We talk about the foundation of 
strong financial management, learning how 
to plan your profit through easily imple-
mentable budgeting and forecasting meth-
ods, managing cash flow like a boss, and 
understanding the basic financial reports.

Attendees will walk away with several 
actionable tools and steps they can take 
to immediately uplevel their financial 
management, increase their bottom line, 
and feel vastly more confident in their own 
leadership.

Resources shared include a PDF 
workbook for attendees to follow along, 
take notes, and start mapping out their 
revenue and expense growth, AND an 
Excel workbook to create their own forecast 
for their CEO Days at home!

Registration is required. Sign up to get 
the Zoom link. 

March 5
Virtual First Friday Coffee
8:30 AM - 9:30 AM
https://www.champaigncounty.org/
events/details/virtual-first-friday-coffee-
march-4318
Grab some coffee and join us for Virtual 
First Friday Coffee to connect with others 
and discuss the things that are important 
to you - all from the comfort of your own 
home.

Attendees will be split off into smaller 
groups, multiple times, for a more 
personalized networking experience

The Chamber will provide discussion 
topics to help facilitate meaningful 
conversations

All attendees will be provided with a list 
of participants and contact information 
post-event.

There will be no fee for this event, but we 
ask that you RSVP ahead of time. 

When registering, please leave a 
comment if there is anything specific that 
you would like to discuss. 

For security purposes, attendees will be 
sent the Zoom meeting link and password 
upon registration.

March 11
SBDC Webinar: Starting Your Business 
in Illinois
9 – 11 AM
http://www.cusbdc.org/event/
sbdc-webinar-starting-business-
illinois-8/2021-03-11/
Thinking about starting a business in 
Illinois? This informative workshop helps 
entrepreneurs understand many of the steps 
and requirements. You’ll be taken step-by-
step through a variety of topics and have 

the opportunity to ask questions.
Topics covered:
•	 Introduction to the Illinois Small 

Business Development Center at 
Champaign County EDC

•	 Feasibility checklist
•	 Sources of funding, including financing 

and grant options in Champaign County
•	Business formation and registering your 

business
•	How to create or improve your business 

plan and marketing plan
PLEASE NOTE: this webinar will be 
recorded and may be shared publicly. By 
registering for this webinar, you understand 
that your questions or comments shared 
during the webinar will be recorded and 
shared in a public domain.

March 15
The Entrepreneurial Equation
7:00 PM – 8:00 PM
https://champaign.org/event/the-
entrepreneurial-equation-4679019

Join Nicole Kingery and learn financial 
strategies and tools to help run your 
business more efficiently and save time.

The seminar aims to help business 
owners learn about taking advantage of 
the financial strategies and tools available 
to help them run their businesses more 
effectively.

Learn financial strategies to save time, 
attract and retain employees, and preserve 
your business.

Registration is required. Sign up to get 
the Zoom link. 

March 16
Webinar: Advertising with Google Ads
1:00 PM - 2:00 PM
http://www.cusbdc.org/event/webinar-
advertising-google-ads/
Google Ads is the leading online marketing 
service that allows companies to promote 
ads at the top of Google search results 
and throughout websites across the world. 
Through this workshop, you will be trained 
by a Google Certified Professional who 
will cover all the necessary steps to create, 
manage, and measure successful campaigns 
on the Google Search and Google Display 
networks.

The webinar will be approximately 45 
minutes of presentation time followed 
by Q&A. Participants will be able to ask 
questions in the chat box, which will be 
addressed at the end of the presentation, 
moderated by a member of our team.

PLEASE NOTE: this webinar will be 
recorded and may be shared publicly. By 
registering for this webinar, you understand 
that your questions or comments shared 

during the webinar will be recorded and 
shared in a public domain.

March 25
Find Your Competition
8:00 AM – 9:00 AM
https://champaign.org/event/find-your-
competition-4679011
Join this interactive workshop and learn 
how to use library resources to find 
information on your competition.

Learn how to use our free online library 
resources to find businesses by industry, 
sales numbers, and find what they spend 
on running their businesses. Knowing 
who your competitors are and what they 
are offering can help you to make your 
products, services and marketing stand 
out. It will enable you to set your prices 
competitively and help you to create 
marketing initiatives. It’s useful for current 
businesses to analyze their competition, 
find new competitors, and asses any threats 
or benefits posed by your market and 
competitors in order to be realistic about 
how successful you’ll be.

Registration is required. Sign up to get 
the Zoom link. 

April 8
Roundtable | Increase Your Reach
8:00 AM – 9:00 AM
https://champaign.org/event/roundtable-
increase-your-reach-4680374
Brainstorm with current and aspiring 
business owners about how you are 
connecting with your customers and learn 
how to increase your online community.

Join us for an interactive Business 
Roundtable where we share what’s 
going on, break down strategies 
learned in Creating Community with 
ChambanaMoms, and conceptualize ways 
to create relevant content, apply marketing 
strategies, and increase your online 
outreach.

We encourage entrepreneurs and 
business owners to come in, share your 
goals and applications, and discuss ways in 
which we can increase outreach.

Registration is required. Sign up to get 
the Zoom link.
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EYE ON AG

Story Ben Zigterman Photo Robin Scholz

Salesman Greg Stierwalt took us on a tour of the latest 
harvester at the Birkey’s in Urbana: a Case IH Axial-

Flow 50 Series combine.
“Basically the combine does a lot more things that the 

farmer used to do themselves,” Stierwalt said.
The combine runs about 12 feet wide, more than 15 feet 

tall and costs more than $600,000, Stierwalt said.
“It’s like driving a nice house down the road,” he said. “Just 

don’t crash it.”
The combine is equipped with 16 different sensors to track 

how the grain is flowing through the harvester.
That includes a camera that checks the quality of the grain.
“These cameras will take a picture of the grain as it’s going 

up. And it’ll tell it if the grain’s cracked or broken,” Stier-
walt said. “It’ll automatically look at it, and then it’ll make 

adjustments accordingly. If it shows that the grain’s broken, 
it’ll speed up or slow down or open things up to make it get 
better grain quality.”

The sensors hook up to a screen in the cab, where the 
farmer can keep track of grain quality, moisture, yields and 
other data on a monitor.

The cabs also feature huge windows with windshield 
wipers to match.

“It seems like every newer cab series they make with more 
glass,” Stierwalt said.

And last but not least, a portable fridge is included in the 
luxury package, Stierwalt said, “so they can keep their food 
cold all day.”

Sweet ride
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ASK THE EXPERTS

After the best year in home sales in Champaign County 
since 2006, we asked several local real estate agents about 
the market and what to look for in the year ahead.

How can the inventory situation in Champaign-
Urbana be improved?

Julie Roth: I’m expecting the 
number of homes for sale to 
slowly increase in 2021. A 
lack of homes for sale was 
intensified in 2020 due to a 
shortfall of new construction 
homes as well as sellers being 
cautious due to COVID-19. 
As more sellers receive the 
vaccine and feel more com-
fortable inviting potential 
buyers into their homes for 

showings, inventory will start to rebound. In our local market, 
demand for new construction homes remains stable and may 
even increase as more buyers become more confident with job 
security once shutdowns caused by COVID-19 decrease. 

Additionally, demand for homeownership continues to re-
main strong as buyers are taking advantage of the low inter-
est rates. If the interest rates increase, we may see a decrease 
in buyer activity that would potentially increase inventory. 
From a seller standpoint, the high demand from buyers 
remains strong and the average number of days on market 
for home sales was down significantly in 2020, meaning 
their homes sold much faster. For sellers who are wondering 
if now is a good time to sell, their time should be now.

What’s a common mistake sellers make, and how can 
it be avoided?
Jeffrey Barkstall: Buyers’ market, sellers’ market, any market – 
no marketing can overcome a bad price. For over decade and 
half, I’ve been helping clients sell their houses. During that 
time I’ve heard it so much I can almost lip sync with clients 
in their living rooms “We can price it higher and if it doesn’t 

sell we can always drop the 
price later,” or “I want to 
have room to negotiate.” I 
explain that while it’s tempt-
ing to price your home on 
the high side and “test the 
market” or “negotiate down,” 
overpricing your home can 
actually deter buyers from 
coming, cause your home to 
lag on the market and even-
tually even expose you to the 

risk of being perceived as desperate and receiving lowball 
offers. Overpricing does two negative things:

1) If your house is overpriced, clients are looking at your 
house and other houses in that same price range. Your 
house doesn’t stack up with those houses because 
you’re in the wrong price range, making it very difficult 
to get it sold. 

2) Buyers who should be looking at your house aren’t even 
coming to view your house because they don’t think 
they can afford it. It’s priced above their search range. 

Houses are in a way like bread on a shelf. The longer they 
sit they become stale and the perception is “something must 
be wrong with that house; it’s been on the market too long.” 
Once that negative perception of your home is out there the 
best remedy to get it sold is to drop the price. Often times 
the price reductions go below what pricing correctly from 
the beginning would have been. The seller, by listing too 
high in the beginning, actually sells for less than if they had 
listed at the correct market price from the onset. 

I always tell clients “our price and our product have to 
match.” Pricing correctly, getting the correct information in 
the MLS and using a knowledgeable, skilled agent will get 
your home sold!

What tips do you have for buyers in a sellers’ market?
Eric Porter: It’s important 
now more than ever that 
buyers are ready when they 
look at homes. They need to 
have a pre-qualification letter 
from a local lender so they 
can make an offer right away, 
with no delay, so hopefully 
they can beat out multiple 
offers. It’s also good to see as 
many homes as possible, early 
in your search, so when “your 

home” comes on the market you will know exactly what you 

Story Ben Zigterman Photo Provided

Right  
at home
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want and can write an offer right away. In a sellers’ market 
don’t be afraid to make a strong first offer, even full price. If 
you can get the sellers to accept your offer before they get 
multiple offers, you are always in a better spot.

What home features are popular among buyers now?
Deana M. Gauze: Today’s 
buyers are looking for more 

“flex” spaces in their next 
home. With so many people 
working from home, helping 
their students learn remotely, 
and just spending more time 
at home in general, having 
rooms that can be used in 
a variety of different ways is 
key. While some buyers don’t 
mind “project homes,” many 

are still leaning towards “move in ready” options. They want 
their space to be easy to clean/organize, so they can accom-
plish all they’re trying to do on any given day. “Home” has 
new meaning these days. Neutral colors are still important, 
and open floor plans are favorable. But buyers still want an 
office/study space separate from their gathering space. 

Are virtual showings here to stay? Why or why not?
Brenda Keith: The short an-
swer is yes. However, I don’t 
believe they come anywhere 
close to replacing in-person 
showings, or ever will for that 
matter. Virtual showings, vid-
eos, still photographs, etc., all 
contribute to a buyer’s need or 
desire to see what a property 
has to offer. You can’t replace 
the “feeling” the interior space 
gives to each individual when 

walking into a property. There is a story and personal history 
to all buyers which will align with their style of living, furnish-
ings, hobbies, etc. Secondly, it’s nearly impossible to visually 
inspect a property virtually. You need to be able to check the 
condition of floors, walls, ceiling, foundation, exterior elements 
such as roof, chimney, siding and gutters. Just as important 
to many people is what the site aesthetics entail such as size, 
dimension, condition of fencing. From my perspective, virtual 
showings help to get the process started, so I believe they’ll 
always play a part in the process. But just a part, depending on 
the circumstances surrounding each respective buyer. For such 
an important, sizable investment, one or more in-person show-
ings is extremely valuable following virtual exposure. 

Casey Ryan: Virtual tours is 
something that was being 
used by myself and other 
Realtors in this market prior 
to the COVID-19 pandemic, 
albeit not with as much regu-
larity as now. Going forward, 
I believe it will be used more 
frequently as we all learn to 
use our time in a different 
way. Technology and ways of 
life are constantly changing. 

The use of smartphone cameras and video messaging cre-
ates an opportunity for buyers, especially those relocating, 
to really narrow in on which homes they are interested in to 
consider for purchase without as much time spent physical-
ly touring. It takes the time of brokers to put it together, but 
provides a service to their clients that is time saving to them. 

I have sold a few properties “sight unseen” this 
year through the use of virtual/video tours. I do not 
recommend that any client buys a property without actually 
seeing it or having it inspected, but I’ve seen it done. I would 
recommend using it as a time-saver to establish a target list 
of properties to go view in person.
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CHAMPAIGN’S TUMBLE INN

If looking for Champaign’s version of fictionalized 
“Cheers,” the first stop should be “Tumble Inn.”  

(302. S. Neil.)
Since March 17, 1947, the tavern founded by the Herges 

family has been the place “where everybody knows your 
name.”

Unfortunately because of COVID-19, there was a long 
stretch where there were no shouts of “Norm!” Only silence.

For nine months, the business was closed. It was a difficult 
time for owner Toby Herges and his small staff.

“We didn’t know how long we were going to be out,” 
Herges said.

But good news came Jan. 21, when Tumble Inn was 
allowed to reopen at not quite 50 percent capacity.

There are barstools back at the bar and chairs at the tables.
“People can come in like they used to and sit down, sit at 

the bar and watch the game or talk to the bartender,” Herges 
said. “It’s much, much better.”
“It’s so wonderful to go in the morning like I always have, 

walk out of my office and see people sitting at the bar.”

Like at other businesses, masks are required for customers 
and employees. Herges said the regulars have been good 
about following the rules.

There had been limited outdoor seating at Tumble Inn 
earlier in the pandemic. Very limited. Twenty-five  
people max.

That’s fine in June and July. Not so good during the cold 
fall and winter months.

Tumble Inn is not totally back to normal. How can you 
tell? Check out Hergeses’ office, which is filled with tables 
and barstools. Because of social distancing, there isn’t room 
in main area.

“I’ve got all sorts of stuff in there,” Herges said. “It’s like a 
massive warehouse.”

Tumble Inn hours have been tweaked a bit. The place is 
open from 8 a.m. to 11 p.m. It used to be open from 7 a.m. 
to 2 a.m.

The shutdown at Tumble Inn started March 16, a day 
before the business was to celebrate its 73rd anniversary.

Story Bob Asmussen Photos Robin Scholz

Owner Toby 
Herges serves 
up a beer at 
Tumble Inn in 
Champaign.

Back in business
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Al Herges, Toby’s grandfather, opened Tumble Inn on 
Hickory Street. It remained at that location until 1974, when 
Toby’s father Butch moved it to its current location.

Toby Herges is thrilled to open again, getting to see long-
time customers. Much like on “Cheers,” it has a family feel.

“We’ve got a lot of people who have been coming in over 
the years, from early in the morning, the older gentlemen 
that come in that are retired that come in to talk sports 
and read the paoer and drink coffee,” Herges said. “To the 
second-shifters who get off late and want to come in  
after work.

“We know everybody that walks through the door for the 
most part. If we don’t remember their name, we almost 
always remember their drink.”

Toby Herges, 53, has been at Tumble Inn full time for 
more than 30 years.

“I’ve had incredible help the whole time,” Herges said.
Carla Almli is the day manager and Tom Paul is the night 

manager. They have both been at Tumble Inn for more than 
25 years.

“They’ve taken incredible care of the place,” Herges said.
The original Tumble Inn on Hickory had a full-service 

kitchen and lunch counter.
“I remeber being there as a kid and the food was great,” 

Herges said.
There isn’t a grill or kitchen at the current location.
Herges thought about it when he returned in 1989 but had 

“zero experience with food.”
 Tumble Inn offers frozen pizzas, chips and peanuts.
Financially, the pandemic has been challenging for 

Tumble Inn to navigate. With the help of BankChampaign, 

Herges was able to get assistance from the federal govern-
ment’s grant/loan program.

Herges and Tumble Inn employees used the down time to 
make improvements to the building. For instance, the floors 
in the bathrooms were redone.

They had Champaign’s RamClean come in and scrub the 
place from floor to ceiling.

“They did a great job,” Herges said.
Thanks to vaccines, the bar/restaurant scene in 

Champaign-Urbana will eventually return to normal.
“For me and our family, there’s nothing like going out to 

dinner,” Herges said. “We can’t wait to do that again.”
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Champaign County jobs, wages
Annual totals are from May 2019, the latest data available, and include information from Champaign-Urbana.

County Labor force Jobless December 
2020

November 
2020

December 
2019

 Change 
Month

Change 
Year

Champaign 108,425  5,512 5.1 4.7 3.2 ▲ 0.4 ▲ 0.8
Coles 23,389  1,260 5.4 5.1 3.4 ▲ 0.3 ▲ 1.0
Douglas 9,847  383 3.9 3.8 3.1 ▲ 0.1 ▲ 0.1
Edgar 8,138  354 4.3 4.0 4.2 ▲ 0.3 ▲ 0.5
Ford 6,217  289 4.6 4.3 4.1 ▲ 0.3 ▲ 0.2
Iroquois 13,702  638 4.7 4.1 4.6 ▲ 0.6 ▲ 0.2
Macon 45,798  3,738 8.2 7.8 5.2 ▲ 0.4 ▲ 1.5
McLean 83,356  4,311 5.2 4.7 3.3 ▲ 0.5 ▲ 0.7
Moultrie 7,345  282 3.8 3.5 2.9 ▲ 0.3 ▲ 0.2
Piatt 8,405  357 4.2 3.9 3.2 ▲ 0.3 ▲ 0.1
Vermilion 31,966  2,060 6.4 6.2 5.2 ▲ 0.2 ▲ 0.9
Region 346,588  19,184 5.1 4.7 3.9 ▲ 0.3 ▲ 0.4
State 6,152,160  462,321 7.5 6.5 3.7 ▲ 1.0 ▲ 3.0
U.S. 149,613,000  10,404,000 6.5 6.4 3.6 ▲ 0.1 ▲ 3.3

Source: Illinois Department of Employment Security, U.S. Department of Labor. Figures not seasonally adjusted.

Unemployment rates for Central Illinois counties, state and nation 

Grain February 1, 2021 2020
C.I. Corn (b) 5.35 ▲ 42.3%

C.I. Soybean (b) 13.59 ▲ 59.0%

C.I. 48% Soybean Meal, Rail (t) 429.50 ▲ 47.1%

Hard Red Winter Wheat (b) 
Truck to Kansas City

6.63 ▲ 42.4%

Dark Northern Spring Wheat 
(b) 14% MN, Rail

7.44 ▲ 8.7%

Soft White Wheat Portland (b) 7.23 ▲ 15.6%

Sorghum, Kansas City  
(100 wt.) Rail

11.20 ▲ 76.8%

Source: USDA Livestock & Grain Market News

Weekly grain prices
Prices for grain crops for the week of February 1, 2021. 
Figures are for this week and the percentage change 
compared with a year ago.
C.I. = Central Illinois; (b) = per bushel; (t) = per ton; (100 wt.) 
= per hundredweight

Champaign County Dec. ‘20 5.1%

U.S. December ‘20 6.5%

Illinois December ‘20 7.5%

OCCUPATION EMPLOYED MEAN WAGE
Management  6,910 $94,290 
Business and Financial  3,580 $67,980 
Computer and Mathematical  3,440 $79,240 
Architecture and Engineering  1,290 $77,280 
Life, Physical and Social Science  1,790 $60,590 
Community and Social Services  1,740 $48,260 
Legal  390 $123,870 
Education, Instruction and Library occupations  10,210 $66,840 
Arts, Design, Entertainment, Sports and Media  1,390 $52,790 
Healthcare practitioners  6,730 $83,350 
Healthcare support  3,120 $33,200 
Protective services  1,380 $59,310 

First-Line Supervisors of Police and Detectives 100 Estimates not 
released.

First-Line Supervisors of Firefighting and Prevention Workers 50 $76,800
Firefighters 230 $54,390
Detectives and Criminal Investigators 30 $72,200
Police and Sheriff's Patrol Officers 320 Estimates not 

released.

Security Guards 200 $35,680
Crossing Guards and Flaggers Estimates not 

released. $37,840
Lifeguards, Ski Patrol, and Other Recreational Protective Service Workers Estimates not 

released. $21,210
School Bus Monitors and Protective Service Workers, All Other 130 $28,930

Protective services  1,380 $59,310 
Food preparation and Service  10,490 $24,700 
Building and Grounds Cleaning and Maintenance  2,780 $30,560 
Personal Care and Service  2,080 $30,850 
Sales  8,400 $35,110 
Office and Administration  13,970 $40,250 
Farming, Fishing and Forestry  190 $31,290 
Construction and Extraction  3,450 $61,570 
Installation, Maintenance and Repair  4,410 $47,100 
Production  6,050 $40,070 
Transportation and Material Moving  7,970 $35,680 
Transportation/material moving 7,370 $35,680 
Source: U.S. Department of Labor, Bureau of Labor Statistics
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YTD Q3 2020 2019 2018 2017 2016 2015 Change 
2015-19

Champaign $11,640,963 $17,255,397 $17,088,725 $16,520,654 $16,365,053 $16,161,108 ▲ 6.8%
Mahomet $591,269 $735,564 $761,147 $698,876 $618,235 $628,086 ▲ 17.1%
Philo $82,800 $105,128 $111,841 $89,842 $86,370 $77,899 ▲ 35.0%
Rantoul $1,184,133 $1,525,491 $1,435,536 $1,375,921 $1,390,511 $1,390,449 ▲ 9.7%
Savoy $1,774,576 $2,323,105 $2,434,367 $2,292,820 $2,326,158 $2,253,379 ▲ 3.1%
St. Joseph $182,276 $235,632 $239,371 $224,224 $206,971 $200,776 ▲ 17.4%
Tolono $135,150 $152,373 $198,891 $171,404 $152,498 $158,233 ▼ 3.7%
Urbana $4,059,548 $5,584,667 $5,210,233 $5,026,102 $5,012,534 $5,095,018 ▲ 9.6%
Unincorporated $772,308 $1,371,459 $1,427,403 $1,350,949 $1,185,550 $1,102,904 ▲ 24.3%
County total $20,423,023 $29,288,815 $28,907,515 $27,750,792 $27,343,880 $27,067,851 ▲ 8.2%

Source: Latest statistics available from Illinois Department of Revenue

Champaign County retail sales collections
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University of Illinois flash index

The flash index is an early indicator of the 
Illinois economy’s expected performance. It is 
a weighted average of Illinois growth rates in 
corporate earnings, consumer spending and 
personal income. An index above 100 indicates 
expected economic growth; an index below 100 
indicates the economy is contracting.

Source: Institute of Government and Public Affairs,  
University of Illinois

What is the flash index?
January ‘21 96.3

We’re in this together.
 
Since we’ve opened our doors in 1868, Busey has built a foundation of broad 
financial capabilities, deep knowledge and close relationships that span generations. 
All with integrity as our leading guide.
 
Busey’s right beside you.

PARTNER.

busey.com Member FDIC
3003808
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Consumer price index
The CPI measures average price changes of goods and services over time, with a 
reference base of 100 in 1982-84. To put into context, a current CPI of 194.5 means a 
marketbasket of goods and services that cost $100 in 1982-84 now costs $194.50.

Source: U.S. Department of Labor

Midwest urban 
December '20 241.5

U.S. city average
December '20 260.5

Primary Mortgage Market Survey
Freddie Mac surveys lenders each week on the rates, fees and points for the most 
popular mortgage products. The following are the average rates for the week of January 
28, 2021, for the U.S. and for the North Central region, which includes Illinois, and the 
average rates for the U.S. one year ago.

Mortgage Type U.S. January '21 U.S. January '20
30-year fixed 2.73% 3.51%
15-year fixed 2.20% 3.00%
5/1-year adjustable 2.80% 3.24%
Source: Federal Home Loan Mortgage Corp.

Amtrak total monthly riders
November 2020 December 2020

Bloomington-Normal 6,067 4,901
Champaign-Urbana 5,614 4,745
Mattoon 1,040 885
Rantoul 225 255

Hotel/motel statistics
Total amount of revenue generated in Champaign and Urbana by hotels and motels for 
room rentals only. 

TOTAL REVENUE
December '20 November '20 Change

$126,546 $184,436 ▼ 31.39%
ANNUAL TOTALS

2019 2018 Change
$85,804,972 $81,443,135 ▲ 5.36%

Source: Cities of Champaign and Urbana

Home sales Total units sold, including condominiums. Median sales price

County Dec '20 Dec '19 Change YTD2020 YTD2019 Change Dec '20 Dec '19 Change
Champaign 210 186 ▲ 12.9% 2,683 2,410 ▲ 11.3% $169,300 $173,175 ▼ 2.2%
Coles 41 37 ▲ 10.8% 531 532 ▼ 0.2% $105,000 $79,850 ▲ 31.5%
Douglas 22 12 ▲ 83.3% 175 158 ▲ 10.8% $147,500 $73,500 ▲ 100.7%
Edgar 13 13 — 0.0% 135 126 ▲ 7.1% $60,000 $53,000 ▲ 13.2%
Ford 10 18 ▼ 44.4% 174 143 ▲ 21.7% $105,000 $102,250 ▲ 2.7%
Iroquois 20 24 ▼ 16.7% 256 237 ▲ 8.0% $125,000 $96,500 ▲ 29.5%
Macon 115 115 ▲ 0.0% 1,515 1,330 ▲ 13.9% $108,000 $83,000 ▲ 30.1%
McLean 190 193 ▼ 1.6% 2,657 2,407 ▲ 10.4% $160,000 $152,500 ▲ 4.9%
Moultrie 11 6 ▲ 83.3% 136 104 ▲ 30.8% $112,500 $131,250 ▼ 14.3%
Piatt 16 19 ▼ 15.8% 257 238 ▲ 8.0% $137,000 $115,000 ▲ 19.1%
Vermilion 50 69 ▼ 27.5% 707 704 ▲ 0.4% $56,500 $82,000 ▼ 31.1%
Illinois 14,835 11,531 ▲ 28.7% 172,394 157,268 ▲ 9.6% $229,000 $199,900 ▲ 14.6%
Source: Illinois Association of Realtors

Prices at the pump
Average price per gallon of regular unleaded gas as of February 2, 2021.

Area February '21 February '20
Bloomington-Normal $2.54 $2.43 
Champaign-Urbana $2.51 $2.45 
Danville $2.50 $2.44 
Decatur $2.53 $2.46 
Illinois $2.59 $2.55 
U.S. $2.42 $2.47 

Source: aaa.com

340 N Neil St. Suite 101, Champaign, IL
(217) 607-5292
Hours: Monday: 3:00 PM - 9:00 PM 

Tuesday - Thursday: 3:00 PM - 10:00 PM 
Friday & Saturday: 3:00 PM - 12 :00 AM 
Sunday: 1 :00 PM - 9:00 PM

Curbside Pickup · Delivery · Limited Indoor Seating
Order Online at shop.collectivepour.com

30
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FERNANDO’S

Story & photo Colin Likas

They keep  
on truckin’

Fernando’s food truck is a staple of downtown Champaign, 
serving authentic Mexican cuisine for more than four years.

It’s easy to spot, too. The truck’s pink and light brown 
exterior stands out, as does the joyful cartoon bull with an 
exposed tongue plastered across the front of the vehicle.

Owner Eric Leonor’s business operates, between Tuesday 
and Saturday each week, from the corner of University 
Avenue and Neil Street during lunchtime and outside the 
former News-Gazette building at 15 E. Main St.

Wait, there’s more.
“We have actually a surprise for people,” Leonor said. “In 

the end of April, we have a brand new food truck.
“That (current) one, I think it’s kind of old now, so we 

decided to bring in a brand new one. … (The current one 
is) in good condition, but I want to try to do something 
different. You have to make it better.”

While most area food businesses are shifting laterally as a 
means of staying afloat amid the COVID-19 pandemic, Fer-
nando’s is moving vertically by improving its mobile facility.

It’s a perk of operating a food truck at a time when brick-
and-mortar restaurants face regular scrutiny because of 
Illinois Department of Public Health guidelines pertaining 
to the pandemic.

But that doesn’t mean Leonor and his employees – Rober-
to Ocompo, Diego Francisco and Juan Edgar – have it easy.

“It’s really tough keeping a food truck,” said Leonor, who 
added the group works 14 to 15 hours on its operating 
days. “It’s not just having a food truck – (it’s) making good 
business. It’s really tough, especially this kind of situation.”

Leonor said business remains good, if not entirely ideal.
“It’s not the same (with) people going out,” Leonor said. 

“It’s really a hard time for everybody. But we have to work. 
… Some people (are) not really responsible to wear a mask, 
things like that. It’s a huge deal.”

Even so, Fernando’s keeps trucking along – even with the 
winter months bringing frigid weather. And when people 

don’t wish to trek outside in chilly conditions, they can turn 
to Grubhub, DoorDash or Uber Eats and have Fernando’s 
delivered.

As with the creation of the food truck, Leonor turned to 
these delivery services prior to their enhanced pandemic-era 
popularity – about two years ago, to be specific.

“You have to look for something to make business come. 
Otherwise, you cannot just sit here waiting,” Leonor said. 

“You have to look for how to make the people come and get 
your food.”

Leonor formerly worked toward that goal at a brick-and-
mortar establishment, which he closed in August 2019.

The restaurant existed within the University of Illinois 
campus, a locale the Fernando’s truck currently doesn’t 
operate in. Leonor said that could change in the future but 
added Fernando’s two-stop setup is serving the business well.

“The big difference here is it’s less responsibility of all the 
people,” Leonor said. “You have to work Sunday to Sunday, 
get up to work at 6 in the morning and go back home at 
night. So you have no life. Here, I do have more life.”

Leonor’s life as a food truck owner includes trying to sell 
his product over those of other trucks, such as Burrito King 
and Jurassic Grill.

“I think everybody can be friends. We don’t work for 
competing with anybody,” Leonor said. “We try to serve 
food for everybody.”

While Leonor perhaps has experienced more success doing 
that than some brick-and-mortar establishments during the 
pandemic, he’s still looking forward to a time when people 
can comfortably crowd around his truck and enjoy the chow.

“I don’t want to be excited because nobody knows when it’s 
going to stop,” Leonor said. “But I hope soon – not just for 
us (but) for everybody. I wish I could see the normal times 
when people are going out.”

Eric Leonor in the Fernando’s food truck in Champaign.
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BEYOND THE BOARDROOM

Story Jeff D'Alessio Photo Robin Scholz

Tim 
Bannon

They’re 74 feet long, 19 feet tall and 54,000 pounds heavy, 
with names like Sir Baboon McGoon, Memphis Belle and 

Hell’s Kitchen.
At last check, there were 49 of them left in the world – 

only nine of them operational, including the one Willard 
Airport Executive Director Tim Bannon got to experience 
up close and personal last year.

“My favorite moment in this job was having the 
opportunity to take a ride in a B-17 Flying Fortress,” he 
says. “Willard Airport is a frequent touring location for the 
Experimental Aircraft Association’s Aluminum Overcast 
Tour. In mid-2020, I had the privilege of taking a ride, a 
memory that will last a lifetime.”

A Southern Illinois grad with three aviation degrees, 
Bannon was promoted to the top job at the UI-owned, 
Savoy-based airport in June 2019 following management 
stints in Grand Rapids, Mich., and Bullhead City, Ariz.

Bannon took time out to answer a few questions from Edi-
tor Jeff D’Alessio in the 60th installment of our weekly speed 
read spotlighting leaders of organizations big and small.

My business role model is …
my grandfather, Dr. Charles R. Parker, who passed away in 2018.

He was a WWII and Korean War veteran, a private pilot 
and enjoyed a 60-plus-year career as an optometrist.

He always encouraged me to pursue a good education, pay 
yourself first with savings and retirement, and to work hard. 
I owe a lot of my work ethic to him.

My one unbreakable rule of the workplace is …
treat all staff members with professionalism and respect, and 
always remain customer service-focused.

Without our customers, we wouldn’t be here. Taking owner-
ship and accountability of your work is a close second place.

The hardest thing about being a leader is …
setting standards and expectations for all staff members 
throughout an organization and consistently applying those 
standards.

Employee relationships are a critical part of any leadership 
role; building those while balancing workplace standards can 
at times be challenging to navigate.

I can’t live without my …
iPhone. In true millennial fashion, my cellphone is my 
connection to family, my career and the world. As much as I 
don’t like admitting it, it’s truly a resource I can’t do without.

I’m frugal in that …
I always try to find the best deal for anything I purchase, 
from a new dress shirt to a new car.

It’s likely that when I finally decide to buy anything, I 
have done plenty of research into the purchase to ease any 
potential buyer’s remorse.

Sometimes, I wish I didn’t put so much thought into every 
purchase, but I just love a good deal. I try to find the right 
price point where quality and cost align.
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The biggest business risk I ever took was …
moving from Grand Rapids, Michigan, 2,000 miles to Bull-
head City, Arizona, for my first leadership position in the 
airport industry, at Laughlin/Bullhead International Airport.

I gained valuable experience as their assistant airport 
director, a position I held for just over two years. It absolutely 
paid off, as it launched my career into airport leadership and, 
ultimately, to my current role with the University of Illinois-
Willard Airport.

I couldn’t be more grateful for that opportunity and am 
happy the risk was taken.

The last luxury in which I indulged was …
purchasing a new construction home in Mahomet when 
my wife and I moved to the area in 2018. Until 2018, we 
had strictly rented throughout our lives so we could remain 
flexible in our career choices.

It’s a nice luxury to have a new home free of maintenance and 
repairs, which now allows us to spend more time with family.

Of course, we take on the occasional home project, but 
only when we have time.

I’m up and at ’em every day by …
6:30 to 7 a.m. I have never been an early riser, although I have 
heard there are a lot of benefits to getting up early every day.

The worst job I ever had was …
working as a warehouse helper at a retail flooring company, 
Tile Works, located in Manteno.

This was my first job, in the summer of 2003 at the age of 
16, consisting primarily of manual labor, for $6.50 an hour.

My position included warehouse management and 
performing residential deliveries of sheetrock, ceramic tile 
and hardwood flooring. This wasn’t enjoyable work to say 
the least and certainly didn’t pay much.

On a 1-to-10 scale, the impact of the pandemic has 
been a …
7. Like many people are probably feeling throughout the past 
year, our family has felt a bit isolated. We miss things like 
birthday parties, concerts and attending Chicago Bears and 
Cubs games.

In addition, the airport and airline industries have taken 
a big hit, with airline passengers down nearly 70 percent. 
The pandemic has allowed my family and I to reflect on 
the important things in life and has allowed us more time 
together, which we are grateful for. I am certainly hopeful 
for better times ahead in 2021.

Find Jeff D’Alessio’s weekly chat with a local boss about leadership, management style 
and more in Beyond the Boardroom, every Sunday in the Business section of your 
News-Gazette.

Customized for your 
commercial banking needs!

BANKPROSPECT.COM/BANKWISE

BANKWISE

3002408
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A tie to the University of Illinois  
is easy to see in Ryan Dallas’ office.
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Story Ben Zigterman Photos Robin Scholz, provided

His billboards are everywhere, his staff is growing and he’s 
just getting started.

But Ryan Dallas didn’t always know he would go into  
real estate.

After he graduated from Mahomet High School in 2000, 
he attended and played baseball at Purdue University.

“As soon as I got out of school I actually wanted to be in 
pharmaceutical sales. It was kinda my goal,” Dallas said. “As 
a college student you look at that profession, and they were 
making $80,000 a year, and they got a car, and you got to 
dress up every day and go talk to people and that’s what I 
thought I wanted to do.”

He tried that for a while, but switched to real estate after 
his dad, Doug, a home builder, suggested it.

“I took a real estate class the summer of 2005,” Dallas said. 
“I got right into it, and it’s all I’ve done. I love it.”

Dallas started as a Re/Max agent, focused more on the 
buyer side of the business.

“I was with the team for about a year-and-a-half probably, 
and then I broke off on my own within Re/Max and started 
to build my own operation,” Dallas said. 

He said he didn’t necessarily have a knack for sales, “but 
I think I had a knack for being disciplined and making my 
dues, making myself do things that other people weren’t 
willing to do every day: Making yourself get up and do the 
same mundane tasks every day that you know that they will 
compound and create successful results.”

Dream, 
team
Ryan Dallas’ vision coming into 
focus thanks to a group effort.
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In 2012, he then became a Keller Williams agent until 
2018, when he launched Ryan Dallas Real Estate.

“We just got to a point where our business was getting big 
enough that we felt like we could offer our agents more. We 
had more flexibility on our marketing and our advertising, 
and we just wanted to create a business in and of itself, with 
our brand,” Dallas said.

Since then, they’ve been expanding to the Bloomington-
Normal market and Mattoon-Charleston-Effingham market.

“We’re growing there quickly and looking for future 
expansion into, Indiana, and then moving into the West 
Lafayette market,” Dallas said.

He credited his business’ success mostly to hard work.
“I’m no smarter than anyone else,” Dallas said. “I’m just 

willing to work and put the time and energy and effort in 
every single day to get the results that I wanted to have.”

At this point, Dallas doesn’t show many homes, instead 
relying on his staff of 26.

“As my company started to grow, I realized quickly that I 
get much more excitement and joy out of seeing other people 
succeed at a high level,” Dallas said. “My role in the organi-
zation is more of a coach, a teacher, a mentor, helping other 
agents reach their true potential and grow within this real 
estate world and beyond.”

Above: Ryan Dallas talks shop after walking by photos of his team on the wall.
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Above: Ryan Dallas and Designated Managing Broker Jilyan Landon at the Ryan Dallas 
Team’s offices in Champaign.

Right: Ryan Dallas Real Estate employees make an Impact! donation to Girls Go For It.

Below: Ryan Dallas Real Estate employees make an Impact! donation.
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But he still pays close attention to the company’s ever-
present marketing efforts that prominently tout the home-
sold guarantee.
“We call it a unique selling proposition,” Dallas said. “We 

like to be in the forefront of people’s minds.”
Early on, Dallas said he relied on making calls, but now 

his ads run on billboards, radio and TV.
“Everything we do, we do for a reason,” he said. “We hold 

it accountable for positive return on our investment.”
Ryan Dallas Real Estate provides an offer on homes within 

48 hours, which sellers can either take or go with a tradi-
tional home-selling approach.

Dallas said many of the homes it buys are rented out.
“We own quite a few rental properties as well, which is an-

other leg to our business,” he said. “That’s what we teach our 
agents, too; we want to diversify your streams of income. We 
practice what we preach, so we buy properties, we rent prop-
erties out, we buy properties and we flip properties.”

Last year, Ryan Dallas Real Estate sold 505 homes, the 
best in the company’s history, and Dallas hopes to hit 800 
this year.

As his business grows, Dallas said he’s trying to create 
a “turnkey business” that can expand well to new markets, 
much like Jimmy John’s or McDonald’s.

Josh Dallas 
shows a house.
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“If you have the right people, the systems, the models and 
the accountability, you can really start to grow in different 
marketplaces so that you can reach your true potential and 
be as big as you want to be,” Dallas said.

How big does Ryan Dallas want to be?
“In an ideal world, I’d like to be in every Big Ten commu-

nity,” he said. “We love being the official real estate team of 
the Fighting Illini.”

Ryan Dallas Real Estate has worked with Illini athletics 
since around 2011, and “that’s just continued to grow,”  
he said.

“We, of course, do a lot of things with the university,” 
Dallas said. “We are part of transition teams as coaches 
come in and out of the university. We’re able to help them 
transition in and out of the community. We’ve got great 
relationships with many people at the university in the 
athletic department.”

Not only does he root for Big Ten teams, Dallas said, 
“every community is pretty similar. Champaign and West 
Lafayette are pretty similar.”

“They’re all pretty similar communities,” Dallas said. “And 
so we’ve got a good business model for those communities 
for those sizes of communities.”

Ryan Dallas with 
members of his 
team at the Ryan 
Dallas Team’s 
offices.

Community Media Group’s Mike Haile 
and Brian Barnhart helped Ryan Dallas 
and his team celebrate a 2020 The 
People’s Choice award.
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GUEST COLUMN

Laura Weis
CIB Contributor 

The ways business people thought about growing their 
business and their contacts through networking were 

already on their way out the door. Then, the pandemic hit, 
and everything we knew about networking was dragged 
kicking and screaming the rest of the way.

The concept of networking has been around since at least 
1936 when Dale Carnegie released his book “How to Make 
Friends and Influence People.” But according to Inc. Maga-
zine, it was the Baby Boomers who perfected networking. 

In the 1970s and early ‘80s, business leaders (predominan-
tely men) began meeting socially to create more opportunities 
and to find more customers. This doesn’t mean that business 
associations or service clubs did not exist before the early ‘70s. 
Until that time, the focus of clubs and associations was work-
ing for the greater good and building the community. 

But by the ‘70s, business leaders recognized and 
appreciated that relationships made in these clubs could also 
benefit their companies. It became an opportunity to share 
some food – and maybe a beverage – and grow a contact list. 
It became a business strategy for growth.

What has changed since then? 
Between 1970 and 2000, the number of women in the 

workforce grew by 18 percent. The nature of their roles also 
shifted, with more women taking on leadership roles. Male 
participation in the labor force declined by 4 percent. 

Now, there is a new generation in the workforce. They 
grew up with two working parents, and as parents them-
selves, they are busier than ever. Also, they are involved in 
their children’s lives differently than their own parents were. 

The current workforce juggles a work-life balance that 
employees in the ‘70s did not have to worry about. Let’s 
not forget, the sandwich generation is part of the existing 
workforce, too, juggling engagement in their children’s 
activities along with caring for their aging parents. 

Who has time to go to a networking event? 
Fast forward to 2020. 

We are in the middle of a global pandemic that has 
changed everything. While it is too early to tell what 
changes will be permanent, one thing is for sure: people are 
not gathering to network. 

Nearly a years into the pandemic, people are “zoomed” 
out. No one wants to spend any more time in front of their 
screens than they possibly have to. 

So what is the future of networking? It’s time to ask  
the question. 

Is having a name in your Rolodex (that kids, is a paper 
card system that you literally rolled to find someone’s contact 
information) or in your phone contacts really going to help 
you grow your business?

Networking events are likely here to stay – whether virtual 
or in-person. They are well-loved by extroverts and seen as 
a necessary evil by introverts. But what we do during those 
events should change. We need to stop transacting data and 
instead, focus on creating connections. This doesn’t mean 
you need to attend an event and make everyone there your 
best friend. It does mean that after you have a conversation; 
you have some new options.

Making connections in-person is easier to do than on a 
computer screen. 

Let’s face it. Those of us who abruptly went from in-office 
to working remotely started with good intentions. We tried 
to keep our daily schedule. We showered, did our hair and 
made ourselves camera ready. We pursued our day with 
enthusiasm. After 10 months of “family togetherness” and 
lack of structure, it has become too easy to shut the camera 
off and take part in a virtual meeting as a black box. It’s time 
to turn those cameras back on. Every virtual meeting where 
your face is not visible is a lost connection.

A virtual hang out with your co-workers (try a 4 p.m. 
happy hour) is a chance to re-establish the lost connections 
resulting from physical distancing. Set aside the work 

1995 called. 
It wants its 
networking back
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topics and just catch up. Have the conversation you would 
normally have in the break room. Make that connection.

If you are like the staff at our organization, you may 
be using the pandemic as an opportunity to participate 
in virtual professional development. This is another great 
opportunity to make connections. 

Did someone provide an outstanding example of how they 
applied the skills or content being presented? Did someone 
in the class throw out an idea that you want to learn more 
about? Purposely find something you can follow up about, 
or someone you can authentically connect with. Asking 
someone for more information or emailing to tell someone 
that you can relate to their challenge creates a connection.

Every online event, activity or meeting is an opportunity 
to make connections. You can even go “old school’ and use 
handwritten notes (truly a lost art form) to connect with 
others before or after a virtual meeting. 

To grow your network, make it a point to send one person 
(before or after every meeting) a handwritten note. Your face 
will have more meaning the next time you log into that meeting.

The year 2021 is also a great time to become a connector. 
In the absence of in-person group gatherings, mutual friends 
can no longer make those one-to-one introductions. Again, 
either via email or a personal note, offering to virtually 

connect two people who would benefit from knowing each 
other, can be a business game-changer. Not only did you 
help to create a connection, the very activity of connecting 
two people increases your connections.

Traditional networking is about transacting information. I 
tell you what I do – you tell me what you do. We exchange 
contact information and keep it in our back pockets until 
we need it. Connecting is about creating relationships that 
may change the way we do business or with whom we do 
business. Authentic connections can lead to the launch of 
new business partnerships. They can be a source of trusted 
leads, serve as the helping hand needed for a complex 
business issue, or even be the person or people who will be 
your reference - either for a new job or for your next sale.

So, don’t just roll out of bed and passively participate. 
Look for ways to connect with those in your virtual world 
either now or when we can all experience in-person events 
again. There is a reason that the word “work” appears in 

“networking.” It is work. Making connections is work too, 
but the reward can be far greater.

Laura Weis, President and CEO of the Champaign County Chamber of Commerce, 
writes for Central Illinois Business magazine. Email her at  
LauraW@champaigncounty.org.

Time to Refinance?

Loan Originator Identifier: 1718980
Loan Origination Company Identifier: 433956

Contact me for rates
HICKORYPOINTBANK.COM

Mitch Wilson

217.872.7562
217.859.6123

mitch.wilson 
@hickorypointbank.com

Opening doors to 
 your possibilities.

3003809
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This year’s winner of the Athena Award will be announced 
in March, later than usual due to the pandemic. 

“The Athena Award is a prestigious international award 
that we license locally to recognize a Champaign County 
woman for her professional and personal achievements,” 
Champaign County Chamber of Commerce President/CEO 
Laura Weis said. “Holding the Athena event virtually is 
always an option. But as we discussed the pros and cons of a 
virtual event, we felt that a virtual event wouldn’t allow for 
the type of celebration that a recipient would deserve.”

Nominations for the 2021 Athena Award were accepted 
until Feb. 26. The hope, Weis said, is to host an in-person 
celebration in May.

The impressive list of previous winners:
2020 Sharon Allen
2019 Christy Devocelle
2018 Deb Feinen
2017 Deb Reardanz
2016 Denise Martin
2015 Amy Randolph
2014 Sandi Jones
2013 Bianca Green
2012 Cindy Somers
2011 Lori Gold Patterson
2010 Lynne Barnes
2009 Kathleen Holden
2008 Jane Hays
2007 Donna Greene
2006 Jayne DeLuce
2005 Sue Grey

2004 Beth Katsinas
2003 Diane Friedman
2002 Traci Nally
2001 Lyn Jones
2000 Linda Hamilton
1999 Anita Broeren
1998 Theresa Grentz
1997 Zelema Harris
1996 Shirley Anderson
1995 Mary McGrath
1994 Linda Mills
1993 Jan Kiley
1992 Nanette Fisher
1991 Gloria Dauten
1990 Elizabeth Curzon
1989 Ruth Jones The RPC is an equal opportunity provider and employer.

 ▶ Friendly/flexible loan terms 
 ▶ Up to 50% project cost 
 ▶ Rates and requirements vary  

Contact Kathy Larson at 217-819-4101 or 
klarson@ccrpc.org for more information.

ccrpc.org/programs/economic-development/financing

Follow Your Entrepreneurial Dreams  
with Help from the RPC

Starting or expanding your business? Need additional 
financing? The RPC has financing programs to help 

businesses—and has supported many small businesses 
in East Central Illinois. See what we can do for you!

3000544

Athena Award update
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TOM’S MAILBAG

In 2013, News-Gazette columnist Tom 
Kacich introduced “Tom’s Mailbag,” a wildly 
popular online and print feature in which he 
answers reader questions (submit them at  
news-gazette.com).

Often. He’s asked about business in our area.
Like these questions ...

"Any update on when CVS will be built on Mattis  
and Springfield? 
Randy Smith, building safety supervisor for the city of 
Champaign, said his department "has not received any plans 
for this project yet."

"Is it true that a Hy-Vee grocery store is coming to 
Champaign?"

"No, while I’ve heard that rumor we have had no contact 
with any representative of Hy-Vee," said Bruce Knight, 
Champaign's planning and development director.

And Hy-Vee spokeswoman Dawn Buzynski said the company 
has no projects upcoming in the Champaign-Urbana area.

 "About O'Charley's closing in Champaign: I have 
several gift cards from them that I have not used. Am 
I able to get a cash refund for the value? Also, could 
you advise if there are other O'Charleys within an 
approximate 50-mile radius."
The Guest Relations Department at O'Charley's provided the 
following information: "If you have a gift card that you are 
unable to use, please send an email to Customer.Service@
abrholdings.com and include your name, mailing address, 
phone number and the 16-digit gift card number from the 
back of your card. We will check the balance of the card, 
submit a check request to our accounting department, void 
the gift card, will cut you a check and mail it to you. Please 
allow up to 6 weeks for your refund check to arrive.

"Again, we thank you for your past patronage, apologize 
for any inconvenience this has caused and hope to have the 
chance to serve you in the future."

The nearest O'Charley's are all in Indiana: Lafayette (87 
miles from Champaign), Avon, Bloomington, Greenwood, 

Indianapolis and Noblesville.

"What is the status of the Hickory River that was 
planned for Carle at the Fields?"
Once the COVID-related restrictions are past, west 
Champaign's Hickory River will open, said Mike Madigan, 
owner of the area Hickory River restaurants.

"This project, which would be the fifth Hickory River Smoke-
house restaurant in central Illinois, has been on hold due to the 
government shutdown of restaurants and bars during the pan-
demic. If and when things get back to normal, I think the Carle 
at the Fields area will boom," said Madigan. "So I hope to move 
forward with this restaurant in the next few months, when we 
can be confident that the shutdowns are behind us."

"What are the top 10 busiest intersections in 
Champaign-Urbana?"
Thanks to Gabe Lewis at the Champaign County Regional 
Planning Commission for compiling this list.

"Following is the list of the top 10 busiest intersections in 
Champaign-Urbana, from highest to lowest vehicle counts:

1. Lincoln Avenue & University Avenue, Urbana
2. Prospect Avenue & Bloomington Road, Champaign
3. Neil Street & Kirby Avenue, Champaign
4. Mattis Avenue & Springfield Avenue, Champaign
5. Mattis Avenue & Bradley Avenue, Champaign
6. Neil Street & Windsor Road, Champaign
7. Cunningham Avenue & University Avenue, Urbana
8. Prospect Avenue & Marketview Drive, Champaign
9. Mattis Avenue & Kirby Avenue, Champaign
10. Neil Street & Springfield Avenue, Champaign

"Please note that these counts were done before the 
COVID-19 pandemic."

Did you 
know?
Story Tom Kacich Photo Robin Scholz
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FINE PRINT

BUILDING PERMITS
The following building permits have been issued 
recently by Champaign County and incorporated 
jurisdictions of Champaign, Mahomet, Rantoul, 
Savoy, St. Joseph, Tolono and Urbana. The 
Mahomet permits listed have been applied for but 
not yet approved. 

In Champaign, Rantoul, Savoy and Urbana, only 
permits for all commercial and industrial work and 
all new single-family and multifamily residences 
and all residential remodeling exceeding $25,000 
are listed. Permits are listed by applicant, 
description of work, location and – when available 
– estimated cost of improvements. NOTE: Permits 
are for the period of time from December 7, 2020 to 
January 31, 2021. 

CHAMPAIGN
C-U Under Construction, living room addition at 2303 

Brett Drive, $59,000.
Kennedy Builders, building at 1408 Jacobs Boulevard, 

$288,000.
Wells & Wells Construction, remove grade-level decks 

and replace with slabs at 401 Ginger Bend, $25,000.
WIRCO/Alloy Eng. & Casting Co., dust collection 

system at 1700 W. Washington St., $325,000.
Gaylord H. Swisher, Fisher National Bank at 4201 

Nicklaus Drive, $2,563,541.
Darcy Bean Construction, building at 1202 N. Walnut 

St., $180,450.
Raymond Miller Construction, building at
3604 Boulder Ridge Drive, $200,000.
Campbell Construction, bath and bedroom remodel at 

1122 W. Daniel St., $28,000.
Duzan Architecture + Design Inc., bathroom and 

laundry remodels at 411 E. Healey St., $37,000.
TK Homes of IL LLC, new single-family dwelling at 3810 

Obsidian Drive, $224,900.
Hans Grotelueschen, suspended ceiling system at 805 

Hickory St., $25,000.
Barber & DeAtley, MTD fourth floor audio/video room 

at 45 E. University Ave., $35,000.
Baskis Construction, Inc., basement office fit out at 

201 W. Kenyon Road, $235,000.
Duzan Architecture + Design Inc., remodel spa and 

salon at 807 W. Springfield Ave., $90,000.

MAHOMET
Stephens Homes, single-family detached at 1217 

Briarwood Lane, $370,000.
Jim and Jill Rogers, residential addition at 1001 N. 

Garden Court, $27,000.
Buzz Johnson, patio at 704 Dove Drive, $28,468.
Signature Homebuilders, LLC, single-family detached 

at 1310 Forest Ridge Drive, $500,000.
Franke Construction, single-family detached at 1913 

Deer Run Drive, $225,000.
TK Homes Inc., single-family attached at 1917 

Roseland Drive, $249,900.
TK Homes Inc., single-family attached at 1915 

Roseland Drive, $249,900
Adam Rebholz, single-family detached at 1504 Forest 

Ridge Drive, $475,000.
Unlimited Construction & Development, Inc., single-

family detached at 1410 Golden Rod Drive, $325,000.
Unlimited Construction & Development, Inc., single-

family detached at 1406 Golden Rod Drive, $300,000.
Unlimited Construction & Development, Inc., single-

family detached at 1610 Oliger Drive, $290,000.
Unlimited Construction & Development, Inc., single-

family detached at 1612 Oliger Drive, $295,000.
Unlimited Construction & Development, Inc., single-

family detached at 1906 Littlefield Lane, $340,000.

RANTOUL
Combe Labs, Inc., industrial building alteration and 

addition at 200 Shelhouse Road, $280,000.

U.S. Govt., electrical at 1448 Titan Drive, $2,066,000.
A & R Mechanical Contractors, mechanical at 400 

Shelhouse Road, $29,000.
Taylor Contracting, commercial renovation and 

alteration at 554 Liberty Ave., $138,000.
Mothership Propco GSE IL, mobile home installation at 

1237 Pinoak Lane, $26,000.

SAVOY
Rich Plumbing Inc., new construction at 102 

Portsmouth Lane, $83,640.
Imperial Pools Inc., swimming pool at 212 Clover Ave., 

$61,400.
IUVO Constructum, LLC, new construction at 1416 

Warwick Drive, $334,900.
Armstrong Builders, new construction at 1402 

Winterberry Road, $290,000.
Signature Construction, Inc., new construction at 508 

Harpers Ferry, $300,000.
TK Homes of Illinois, LLC, new construction at 110 

Astoria Drive, $334,900.

URBANA
S&B Construction, alteration/renovation/remodel at 

2502 S. Race St., $640,000.
Signature Construction Inc., new single-family 

dwelling at 2821 E. Stone Creek Boulevard, 
$300,000.

Taylor Construction and Design, LLC, new single-
family dwelling at 1607 E. Vernon Drive, $298,000.

CDR Construction, alteration/renovation/remodel at 
136 W. Main St., $25,342.

David & Kristeen Smith, electrical at 511 E. Grove Ave., 
$37,696.

Sentry Roofing, Inc., ACC/roofing at 554 Liberty Ave., 
$31,480.

Broeren-Russo, Inc., industrial building alterations and 
additions at 200 Shelhouse Road, $3,656,000.

All Angles Construction, commercial renovations and 
alterations at 417 S. Century Boulevard, $165,000.

Mothership Propco GSE IL, mobile home installation at 
1237 Sycamore Lane, $26,000.

Mothership Propco GSE IL, mobile home installation at 
1229 Sycamore Lane, $26,000.

Mothership Propco GSE IL, mobile home installation at 
1236 Sycamore Lane, $26,000.

Mothership Propco GSE IL, mobile home installation at 
1313 Sycamore Lane, $26,000.

Mothership Propco GSE IL, mobile home installation at 
1217 Brookshire Drive, $26,000.

Mothership Propco GSE IL, mobile home installation at 
1253 Aspen Drive, $26,000.

Taylor Construction and Design, LLC, new single-
family dwelling at 1710 E. Vernon Drive, $158,800.

Taylor Construction and Design, LLC, new single-
family dwelling at 1708 E. Vernon Drive, $157,800.

St. Nicholas Orthodox Church, parking lot at 1807 N. 
Federal Drive, $105,000.

Olympic Construction, alteration/renovation/remodel 
at 601 W. University Ave., $51,449.

LCC Telecom Services, telecommunications at 1108 W. 
Main St., $25,000.

Hearthstone Homes, new single-family dwelling at 
2509 N. Fairfield Drive, $170,000.

Hearthstone Homes, new single-family dwelling at 
2507 N. Fairfield Drive, $170,000.

Taylor Construction and Design, LLC, new single-
family dwelling at 1706 E. Vernon Drive, $147,800.

Petry-Kuhne Co., Level 2 remodel at 701 W. Church St., 
$328,646.

Joe Allan Properties, renovation at 1208 E. Michigan 
Ave., $25,000.

BANKRUPTCIES
All bankruptcy information is retrieved from the 
Administrative Office of the U.S. Courts Pacer 
Service Center website, pacer.gov. Information is 
provided to Pacer by the Illinois Central Bankruptcy 

Court. Central Illinois Business magazine cannot be 
held responsible for mistakes in the data provided  
by Pacer. 

Following are those who filed for bankruptcy in the 
central district of Illinois from December 10, 2020 
to February 5, 2021. The central district offices are 
located in Danville, Peoria and Springfield. 

Due to space limitations, this issue does not include 
the complete list of those who filed for bankruptcy. 
For a complete list, go to centralillinoisbusiness.com

CHAPTER 7
Aceves, Lauren Kaiulani, 2408 W. Kirby, Champaign
Adams, Deborah Joan, 5398 Bachman Rd, Shipman
Angelly, Deanna Leigh, 501 Georgia Street, Pleasant 

Hill
Anthony, Richard H., 1007 Arlene Court Apt 5, 

Bloomington
Arthur, David Jack, 2913 Marion Ave, Mattoon
Arthur, Dorothy Jean, 2913 Marion Ave, Mattoon
Atteberry, James Monroe, PO Box 261, Randle
Baker, Michael M., 2901 Lincoln HI SW, Quincy
Baldwin, Ronald W, 833 S 7th St., Quincy
Battrell, Karla Maria, 520 S Fraser Ave, Kankakee
Battrell, Travis James, 520 S Fraser Ave, Kankakee
Beck, Ashley M., 205 N. Hanover, Moweaqua
Bicknell, Cody Thomas, 1220 E. Washington Street, 

Apt A2, Bloomington
Biggs, Dominic , 816 E. Franklin St., Taylorville
Blagg, Janice Harelene, 812 N 8th St, Mattoon
Blevins, Kevin A., 216 N. Broad St., Hillsboro
Bolton, Venus , 102 S. Grove St., Apt. 2, Urbana
Booker, Elizabeth A., 1404 N. Walnut Street, Normal
Bottoms, Lana Ruth, 2073 Scarbrough Road, 

Springfield
Boyd, Sarah Beth, 111 N. Lynn Court, Kankakee
Brady, Gary L, 1212 Blue Bill Way, Normal
Brady, Marla J, 1212 Blue Bill Way, Normal
Broadnax, Zavier A., 916 S. Franklin #4, Decatur
Brock, Shelley Lynne, 1310 Ridge Pointe Dr, Monticello
Buchanan, Jared Lee, 3102 Lake Drive Court, Quincy
Buckner, Harold E., 2015 S. Franklin St. Rd., Decatur
Buettner, Michelle Lynne, 204 N.E. 4th Street, Atlanta
Burch, Arthur J., 171 Old State Village, Mattoon
Burch, Doretta L., 171 Old State Village, Mattoon
Campbell, Lewis Ray, 732 Bedwell St., Jacksonville
Campbell, Sherry Fawn, 732 Bedwell St., Jacksonville
Caraker, Jeffery E., 5 Valley View MHP, Taylorville
Caraker, Jessicah H., 5 Valley View MHP, Taylorville
Carrell, Gary Howard, 28 Juliana Dr., DANVILLE
Carter, Carol Lynn, 32 Hawaiian Blvd, Saint Augustine
Carter, Harold Michael, 32 Hawaiian Blvd, Saint 

Augustine
Churley, Tracey Blake, 305 1/2 W. Ells, Champaign
Clapp, Angela C., P.O. Box 53, Camp Point
Clapp, Terry L., PO Box 53, Camp Point
Clint, Edward King, 509 W Green Street #2, Champaign
Cobble, Amanda Jean, 1211 Ellis Ave., Georgetown
Cobble, Kyle Allen, 1211 Ellis Ave., Georgetown
Cotter, Christopher A., 20344 North 600 E. Rd., Carlock
Cross, Christopher Michael, 1096 West South St., 

Girard
Culp, Starlet Diane, 1212 7th St., Pawnee
Cummins, Jessie Rose, 597 Bureau St., Mahomet
Davis, Gloria A., PO Box 141, Ivesdale
Dehority-Holman, Sarah E., 1414 W. California, Decatur
Delahunt, Kalene Anna, 709 E. Vine Street, Taylorville
Delahunt, Robert Neal, 709 E. Vine Street, Taylorville
Deters, Julie Lynn, 501 N 3rd, Lerna
Detmers, Sarah Jane, 200 E. Main Street, 

Mechanicsburg
Dewey, James Andrew, 1625 Robinson St., Danville
Dick, William Allen, 1205 E Florida Ave, Apt 34A, 

Urbana
Dierking, Jeanette , Apt. 5, Normal
DiFilippo, Brenda C., 804 South Drive, Farmer City
DiFilippo, Christopher D., 804 South Drive, Farmer City
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Dillow, Megan Louise, 1096 West South St., Girard
Dixon, Brandy L., 404 W. Eckhardt, Macon
Dodd, Alan L., 121 Shady Lawn Dr, Rantoul
Dodd, Jessica M., 121 Shady Lawn Dr, Rantoul
Domenget, Susan Michelle, 580 Jonette Avenue, 

Bradley
Dunaway, Roy Lee, 2709 N. Skyline Dr., Urbana
Dunaway, Shelly Ann, 2709 N. Skyline Dr., Urbana
Eccleston, Mark Francis, 1127 Interlacken Rd., 

Springfield
Edward, Brittany Ann, 1618 N. Gilbert St., Danville
Edwards, Diane L., P.O. Box 84, Maroa
Edwards, Jason B., P.O. Box 84, Maroa
Ellinger, Dedra Rae, 1134 W. Hewitt Street, Taylorville
Ellinger, Robert W, 1134 W. Hewitt Street, Taylorville
Estrada, Kelly , 2308 Baker Dr, Decatur
Felt, Michael B., 4809 W. Windsor Rd., Champaign
Fite, Lisa Marie, 609 West North Street, Pontiac
Frese, Angela M., 346 N Vermont St, Camp Point
Frese, Ronald A., 346 N Vermont St, Camp Point
Gabhart, Donald F., 335 E. North #7, Warrensburg
Gaines, Michelle Louise, 62 Saint Paul Drive, 

Bourbonnais
Galaviz, Blanca Cecilia, 220 West Washington St., 

Arcola
Garland, Sophia , 861 7th Street, Normal
Gordon, Kevin William, 625 Jonette Avenue, Bradley
Graves, Linda Kay, 3498 Monarch Dr., Decatur
Greenburg, Richard Anthony, 1015 Shasta Dr., Danville
Hagen, Allyson , 520 Flaggland Dr., Sherman
Haile, Heather Rae, 360 East Pine St., Paxton
Hall, Angeline E.V., 2800 Ridge Ave Lot 90, Springfield
Hambleton, Tamara Jane, 38954 N. 1130 E. Rd., 

Hoopeston
Hargrove, Ashley Kent, PO Box 191, Fithian
Hargrove, Robert Dwayne, PO Box 191, Fithian
Harper, Tundre Shamar, 2055 E Main St., Decatur

Harrison, Jerome Daniel, 71 Maple Ridge Park, 
Manteno

Harrison, Margaret Therese, 71 Maple Ridge Park, 
Manteno

Hart, Lester E., 1315 E Johns Ave, Decatur
Hartnell, Kim Irene, 1924 2425th St., Atlanta
Hawkey, Angela , 311 West Main Street, Heyworth
Heddins, Micah , 608 W Hunter St, Sullivan
Henderson, Jeremy D., 834 St. Andrews, Rantoul
Hertz, Michael Joseph, 811 W Lincoln St, Pontiac
Hertz, Terri Sue Irene, 811 W Lincoln St, Pontiac
Hill, Donald , 382 N 5th Ave, Apt. B, Kankakee
Hill, Sara N, 1218 E Oakland Ave., Bloomington
Hopwood, Kathy Helen, 107 Heinzel Ct., Lincoln
Hord, Ginger , 500 Vance Lane Lot 1, Danville
Hord, Scott , 500 Vance Lane Lot 1, Danville
Horton, Cody J, 1501 N Logan Ave, DANVILLE
Horton, Grace E, 1501 N Logan Ave, DANVILLE
Houston, Terry A., 300 Forrest Ave, Lot 71, Springfield
Hughes, Anthony K., 17 Highland Shore Dr., DANVILLE
Inman, Leland O., 869 S. Stone, Decatur
Inman, Sandra M., 869 S. Stone, Decatur
Jackson, Dakota Wayne, 2424 Queensway Road, 

Springfield
Janssens, Michael Joseph, PO Box 168, Forest City
Jobe, Amanda A., 1139 N 12th St, Quincy
Jobe, Jason S., 1139 N 12th St, Quincy
Johnson, Katherine Ann, 404 Cedar Dr, Charleston
Jones-Smith, Brenda Y., 511 E. Maywood Court, 

Decatur
Jones, Adriene M., 715 E Vine St, Springfield
Jordan, Javon Antonio, 802 Thomas, Momence
Keim, Ryan , P.O. Box 231, Stanford
Kemnetz, Mary Geralyn, 431 1/2 E. State St., Paxton
Kilgore, Lee Eugene, 1004 Sunset Ridge, Danville
Kirk, Kayla Rena, 5321 Whitetail Drive Apt 6, 

Springfield

Knaggs, Karen , 406 Park Ave., Gillespie
Kohlrus, Krystin Marie, 2009 S Douglas Ave, 

Springfield
Largent, Jeremy W, 1231 W. Scotch Pine Ct., Decatur
Largent, Kelly L., 1231 W. Scotch Pine Ct., Decatur
Leathers, Amber , 937 West Macarthur, Bloomington
Ledferd, William Albert, 1321 Denison Dr. Apt. B, 

Springfield
Lindsey, Jessica , 643 Thompson, HOOPESTON
Linn, Erica C., 401 Grant Street, Pana
Logsdon, Patricia I, 2514 Milford Road, Springfield
Lovelace, Mildred Lee, 300 E. Spencer Street #57, 

Dwight
Martin, Deborah Jo, 23040 E 1545th Rd, Chrisman
Martin, Michael Lee, 23040 E 1545th Rd, Chrisman
Mason-Lawrence, Teresa M., 1810 S. Windsor Court, 

Decatur
McCrary, Joy Angel, 3205 Breckenridge Drive, 

Springfield
McDevitt, Marla Kay, 806 E. Taylor Street, 

Bloomington
McDevitt, Steven James, 806 E. Taylor Street, 

Bloomington
McGhee, Luther Tyrone, POB 181, Bourbonnais
Mckimson, Toni Michelle, 410 West Ellis Ave, 

Champaign
Moats, Terry Allan, 412 N. Grand Ave. W., Springfield
Morford, Gary Lee, 265 Circle Dr, Arcola
Morford, Kimberly Don, 265 Circle Dr, Arcola
Morris, Janet Kay, 103 E. Center St. Apt. 8, Monticello
Morris, Kristen Nichole, 1401 N. 3rd St. Lot 121, 

Riverton
Mounce, Dana K., 27944 East 1100 North Road, 

Ellsworth
Mounce, Michael M., 27944 East 1100 North Road, 

Ellsworth
Murdock, John Robert, 126 Moore, WESTVILLE

At CIBM Bank you'll find that we have a strong commitment of collaboration in providing
financial services that help you achieve your financial goals. We understand that whether you

are just opening your first business account or looking for a better loan option, you want a bank
you can trust to deliver the best solutions for your needs, not the best solutions for the bank.

It's your business. 

Member FDIC

cibmbank.com

We just help.

1422315
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Nelson, Gary Whitson, 271 S. Maple Street, Herscher
New Phoenix Inc., , 5 Arthur Industrial Park, Bradley
Newburn, Cheyenne Christine, 217 South Vine, 

Stewardson
Oquinn, Nicole L, 465 S. Main St., Bourbonnais
Ortiz, Michael Tobias, 1402 N Gilbert Street, Danville
Painter, Sandra Lynn, 3017 Louise Lane, Springfield
Patel, Samir M., 2712 Johnathan Pl, Springfield
Pepperdine, Dee Marie, 321 N. 6th Street, Charleston
Perez, Bobbie Diane, 1850 Madison Ave, Charleston
Perry, Rachel Suzanne, 2225 North 12th Street, Quincy
Peters, Barbara A., 801 S. Buchanan Dr., Monticello
Peters, Della R, 821 Jonathan Ln, Quincy
Peters, Heather Marie, 220 N. Pershing Ave., 

Taylorville
Peters, Jeffrey K, 821 Jonathan Ln, Quincy
Phillips, Kendra , 10 Coachlight Dr., Tilton
Phillips, Lyndsay M., 103 Main St., Muncie
Pimpton, Shaquone L, 403 Nth 12th Street, Springfield
Pope, Brittany , 709 Lincoln, Pana
Porter, Melinda J, 303 N. Condit Street, Tolono
Porter, Sandra R, 1829 N Gulick Ave, Decatur
Price, Adam Wayne, 505 Ponderosa Lane, Carrollton
Pye, Charity L., 49 The Oaks, Tolono
Pyun, Jae Hwan, 502 W. Green Street, Apt. 205, 

Urbana
Rangel, Alejandra Aguero, 710 S. Prairie St., 

Champaign
Rapp, Marie Lynn, 320 Karen Drive, Bourbonnais
Rapp, Mark Edward, 320 Karen Drive, Bourbonnais
Reed, Patricia Elaine, 1402 E Cottonwood St, 

Springfield
Rhodes, Michael W, 630 N. Webster Apt 402, 

Taylorville
Richards, Carylon L, 1208 S Hinshaw, Bloomington
Richardson, Kimberley Lynne, 120 South State Road, 

Mendon
Rockwell, Mark Kevin, 1516 Jerome Ave, Springfield
Rodriguez, Amaris Edith, 42 Gurth Dr., Urbana
Rodriguez, James Nathan, 506 W Reynolds St, Apt A, 

Pontiac
Roegge, Homer G., 1079 S Diamond St, Jacksonville
Rousey, Sarah Elizabeth, 314 W. Emerson, 

Bloomington
Ruebensam, Nicole M., 413 Avondale Dr, Springfield
Russell, Delinda D., 1075 Eastview Drive, Paxton
Sampson, Paul A, 739 N. Webster Circle East, 

Kankakee
Scattergood, Clifford William, 4A Dawson Circle, 

Riverton
Scheibly, Ashley Renee, 750 N Moffett Ave., Decatur
Schmidt, Edward W., 709 E. Ross Lane, DANVILLE
Schorsch, Caroline G., 3412 N. New England Avenue, 

Chicago
Scogins, Christopher James, 3401 Kipling Drive Apt. 

7, Madison
Scott, Michelle T., 641 Spruce St, Quincy
Shaw, Keith O., 3750 N. Woodford #802, Decatur
Simpkins, Melinda Sue, 1411 Kingsridge Drive, Normal
Skelton, Jason , 705 6th St., Lincoln
Smith, Elizabeth A., 171 S. Crosswell Ave., Apt. 9, 

Bradley
Smith, Kelsie Ann, 17030 Riverview Road, Petersburg
Smith, Trevor Michael, 17030 Riverview Road, 

Petersburg
Smith, Vernel W, PO Box 28, Kilbourne
Smith, Walter B., 118 Harvey St., Danville
Steineman, Nannette Marie, 69 Cherry Dr, Tuscola
Stiles, Preston Andrew, 266 West Chestnut, Kankakee
Stiles, Tara Lee, 266 West Chestnut, Kankakee
Stovall, Sarah , 206 W 4th Street, DANVILLE
Sullivan, Kristin Nicole, 2509 Sandgate Rd, Springfield
Tarter, Anthony Miles, 49 Kickapoo Trail, Urbana
Taylor, Barbara L., 409 E. Washington St., Tolono
Thielemann, Luane Roxann, 625 N. Franklin St., 

Litchfield
Thomas, Shannon Kaye, 1528 Martin Luther King 

Drive, Bloomington

Tomlin, Jason Ellis, 2073 Scarbrough Road, Springfield
Tremain, Mallori Paige, 2300 Westview Drive, 

Springfield
Tremain, Troy Thomas, 2300 Westview Drive, 

Springfield
Tuttle, Dana K, 1103 Dillon Dr., Normal
Twardzik, Erica , 603 E. 4th Street, Long Point
Tweedy, Jeffrey David, 1707 S. West St., South 

Jacksonville
Vanover, Gina Ann, 18015 N 2100 E Road, Pontiac
Vanover, Michael Lee, 18015 N 2100 E Road, Pontiac
Vargas, Juan , 506 E. Chestnut Apt. B, Bloomington
Velazquez, Jiovanie , 1804 Scottsdale Drive, 

Champaign
Voshake, Jacob P, 1825 Melview Rd., Quincy
Walden, Elizabeth , 405 N Oak St., Bloomington
Walden, Russell , 405 N Oak St., Bloomington
Waller, Nicole Marie, 906 Virginia Ave., Taylorville
Warnick, Justine , 207 N. 3rd St., Champaign
Waters, Nathan A., 609 E. Madson St., Riverton
Watt, Jason Aaron, 1333 200 East Street, Timewell
Wells, Jeffrey A., 1144 N Daniel Ave, Springfield
White, Erika Lynn, 1512 Wilkes Avenue, Quincy
Wilkey, James Ryan, 617 W Jackson st, Maroa
Wilkey, Kara , 617 W Jackson st, Maroa
Wolf, Christine M., 21815 Old Reservoir Rd, Mount 

Olive
Wolf, Kenneth Lee, 21815 Old Reservoir Rd, Mount 

Olive
Woods, Sandra L, 116 S. 13th Street, Springfield
Wright, Deborah Kay, 305 S. 23rd Pl, Decatur
Yeates, Bridget Amber, 820 Sunset Drive, Lincoln
Young, Aubrey N., 2404 Clearwater Ave. Apt. 3, 

Bloomington
Young, Austin L., 2404 Clearwater Ave. Apt. 3, 

Bloomington

CHAPTER 13
Allen, Tracy D., 450 W Clinton St, Rushville
Andres, Joseph R., 509 W. Hack St., Cullom
Armstrong, Roger Earl, 1081 Osage Rd, Charleston
Bartels, Kelsey , 870 9th St., Normal
Baxley, Joshua Michael, 419 Lee St., Mahomet
Baxley, Staci Lee, 419 Lee St., Mahomet
Bell, Taneshia L, 2616 E. Lawrence Ave, Springfield
Bender, Diana L., 1203 Dean Drive #4, Urbana
Bohlen, Vickie Jo, 38 Shemauger Trail, Urbana
Bolliger, Dawn R, 1800 Rockingham Dr, 1A, Normal
Bowman-Harden, Tracy L, 1509 Crestview, DANVILLE
Carlson, Elizabeth Rae, 4909 West 4000N Road, 

Kankakee
Carson, Kristopher D., 2111 Barding Avenue, Decatur
Clark, Steven Perenell, 473 West Station Street, Saint 

Anne
Criss, Donna M, 2708 Southgate Drive, Springfield
Gignac, Donald Joseph, 111 Aspen Drive, Manteno
Hallowell, Timothy Joseph, PO Box 515, Morrisonville
High, Jamie 11089 Hawbuck Rd., DANVILLE
High, Kurtis 11089 Hawbuck Rd., DANVILLE
Hull, Janice L., 412 Willow St, Payson
Jennings, Dawn Lynn, 1807 North 22nd Street, 

Springfield
Jones, Elizabeth , 628 N. 4th St., Quincy
Kingrey, Mark A, 14430 Perrysville Rd., Danville
Lincoln, Matthew , 812 S 9th St, Mattoon
Miller, Karen L., PO Box 183, Morrisonville
Miller, Steven V., PO Box 183, Morrisonville
Mondello, Meghan M., 316 E. Richard Street, Odell
Pascal, Brandi L., 947 E College Ave, Jacksonville
Patterson, Deanna Lynn, 444 N 33rd St, Decatur
Patterson, Michael Lance, 444 N 33rd St, Decatur
Pierson, Taylor P., 210 S. 3rd St., Girard
Points, Judith Marie, 61 Alice Drive, Jacksonville
Romo, Levi Michael, 313 Brewer Rd., Danville
Saylors, Cynthia D., 64 Somerset Drive, Clinton
Schooley, Christine Felicia, 2312 E. Griffiths Ave, 

Springfield
Schooley, Mark Edward, 2312 E. Griffiths Ave, 

Springfield
Spears, Scott Allen, 4653 Thompson Road, Springfield
Terry, James P, 509 E Webster St, Clinton
Terry, Jennifer R, 509 E Webster St, Clinton
Thomas, Dee , 1800 Rockingham Dr., Normal
Thomas, Joel , 1800 Rockingham Dr., Normal
Turner, Rhonda Michelle Terry, 909 W. Eads, Urbana
Visor, Khadijah Nicole, 2108 W White Street, 

Champaign
Waller, Adam S, 3144 Eileen St., Decatur
Watson-Berger, Jennifer Rose, 920 N. Main St., 

Pontiac
Wells, Eric R., 1401 S. Main St., Hillsboro
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Charcuterie

217-351-2500 | 720 S. Neil St., Champaign
www.MichaelsCateringEvents.com

PRODUCTS,  SERVICES,  AND

SOLUTIONS FOR YOUR

WORKPLACE

WWW.ROGARDS.COM
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firstmid.com

Look for us in these area communities:
CHAMPAIGN 398-0067  |  URBANA 367-8451  |  SAVOY 351-3526

MAHOMET 318-3750  |  RANTOUL 893-8100

In business, every advantage 
counts… and you can count on our 
experienced team of lenders to help 
you secure SBA financing for a 
variety of needs:

• Business expansion or acquisition
• New construction / land or 

building purchase
• Equipment purchase
• Leasehold improvements
• Working capital or a  

seasonal line of credit
• Inventory

2014-2020 as Central/Southern Illinois  
Community Lender of the Year!

Giving local businesses the advantage of
SBA Financing.

Recognized by SBA seven years in a row.
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