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BY DENNIS SEID
BUSINESS JOURNAL

STARKVILLE–Inside the“torturecham-
ber” at the Franklin Furniture Institute at
Mississippi State University, Jilei Zhang’s
eyes lit upwhen he talked about the vari-
ousmachinesanddevicesused to test the
strength anddurability of furniture.
One machine opened and closed the
footrest of a recliner, seeing how many
thousandsof times themotion–punctu-
ated with a steady click, whoosh and
thump–couldbe repeatedbefore failure.
Zhang, an assistant professor with
MSU’s Forest andWildlife ResearchCen-
ter, relishes finding ways to build better
furniture in the testing lab at the FFI. But
the “torture chamber” is a not a nick-
name of his choosing.
“We had some students on a tour, and
they saw what we were going and they
called it that,” he said with a laugh.
The testing is one of the many activi-
ties goingonat the institute tobenefit the
furniture industry.
In January2004, theFranklinCenter for
Furniture Manufacturing and Manage-
ment opened with a mission officially
dedicated to furniture research, teaching
and service.

The 35,500-square-foot center has
classrooms, conference rooms, offices,
laboratory space, an auditorium and a
showroom. It is named for Hassell

Franklin, the founder andCEOHouston,
Miss.-based motion furniture company
Franklin Corp. Franklin contributed $1
million toward the nearly $4.5 million
cost of the building.
The center serves as the home of the
Franklin Furniture Institute – formerly
the Institute for FurnitureManufacturing
andManagement.The institute itselfwas
created in2001, buildingon theFurniture
Research Institute, whichwas created by
the state legislature in 1987.
The FFI works with MSU’s colleges of
business, forest resources, engineering
and architecture.
Three years ago, Bill Martin took the
reins at the Institute, looking to tweak the
institute’s work a little.
“We built a three-year plan when we
came in with things we wanted to do,
wherewewanted tobe,” he said.“Sonow
I think we’ve been relatively successful
but now it’s time to develop a new three-
year plan.”

Martin has an anonymous survey he
hopes furniture industry officials will re-
spond to in order to develop that plan.
“Wewant to knowwhat we need to be
doing,” he said. “Are we doing the right
things? If not, tell us.”
“Mainly the FFI was founded on out-
reach – it’s what we do,” he continued.
“But at that time, it had more of an aca-
demic approach – research projects for
the industry. When we came in – and I
came with a history in business – we
wanted to see whatmore we could do to
go into theplants andhelp thembecome
more profitable.”
Martin said the institute should – and
does – providemore practical assistance
to the industry, including testing furni-
ture, providing training, sponsoring
workshopsandseminars andconducting
research.
The FFI is funded solely with grant
money. It receives no state or university
appropriation.
Franklin said theFFI is anuntapped re-
source that has plenty of potential.
“We want to be what our vision state-
ment says – tobe anationally recognized
center of knowledge and outreach to the
furniture and home furnishings indus-
try,” he said.

dennis.seid@journalinc.com

PAGE 2 BUSINESS JOURNAL AUGUST 2011

THE FRANKLIN FURNITURE INSTITUTE is con-
ducting a survey through Mississippi State
University’s the National Strategic Planning &
Analysis Research Center. The study is to de-
termine the awareness and importance of
the FFI to the furniture industry.

• The information obtained directly from the
furniture and home furnishings industry will
provide a benchmark for the effectiveness of
FFI’s programs and services and will help
develop marketing and program strategies to
help the industry maintain and increase its
competitiveness.

• All responses will be recorded anonymously.

• Participation in the survey is voluntary. You
may choose not to take the survey, to stop
responding at any time or to skip any ques-
tions that you do not wish to answer.

• To participate in this research, visit
www.nsparc.msstate.edu:8043/SITES/FFI/D
efault.aspx?UID=8dbb8f41-c5f3-41b6-
ad3b-d48b39e185fc.

• If you have any questions, call (662) 325-
6787 or (662) 325-3348. For help with
responding electronically to the survey,
contact Shon Myatt at
SMyatt@nsparc.msstate.edu
or (662) 325-9242.

FFI looks to do more for furniture

|

FURNITURESURVEY
|

DESTE LEE | DAILY JOURNAL
Jilei Zhang uses the testing lab on many types of furniture.

‘We built a three-year plan
when we came in with things
we wanted to do, where we
wanted to be. So now I think
we’ve been relatively successful
but now it’s time to develop a
new three-year plan.’
Bill Martin
Director, Franklin Furniture Institute
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BY CARLIE KOLLATH
BUSINESS JOURNAL

Accessories are big sellers furniture
stores in Northeast Mississippi.
Customers are updating their homes
with new art, lamps and mirrors, store
owners andmanagers say.
“They are decorating different,” said
Sydney Kirksey at Kirksey Bros. Furni-
ture in Tupelo. “A lot of the stuff we are
selling is the stuff we were a little un-
comfortable buying because it was
edgier. ... I guess we’ll bemore comfort-
able buying the edgier stuff.”
Michele Swords, a sales representa-
tive at Ashley Furniture HomeStore in
Tupelo, said the store has been selling
more contemporary-styled furniture
and accessories lately.
“There’s always going to be the tradi-
tional type customer, but it seems like
everybody’s doing something different,”
she said.
Black bedroom furniture has been
popular, along with freestanding mir-
rors, rugs and decorative comforters.
“It’s not just brown, brown, brown,”
she said.
At Something Southern in Oxford,
cottage-style furniture and accessories
are popular. Brent Sanders said light-
colored linen couches are good sellers,
along with candlesticks and lamps.
Shopping habits have changed as
well, said Swords, who sells more items

to couples than ever before. In the past,
she said, it was common for a wife to
shop at the store and buy an item the
same day.
Now, she said, the women pre-shop.
They measure the furniture pieces and
see how they will fit in the house. Then
they return with their husbands.
“Themenhavemore say-so than they
used to,” she said. “It’s changedwith the
younger generation. We see a lot of
younger couples.”
Overall, furniture stores from Oxford
to New Albany to Tupelo say customers
are replacing more furniture than up-
grading.
Daniel Pannell at Bobby Pannell Fur-
niture in Ecru said his customers are re-
placing recliners, sofas and loveseats.
Prices range from low to mid-range, he
said.
Business is slow, and Pannell cites the
economy.

“I believe it’s going to pick up a little”
this fall, he said.
Furniture sales are slow at R&B Af-
fordable Furniture in New Albany, too,
but office manager Misty Spears said
the severe weather this year has helped
sales of storm shelters.
Spears said federal grants are driving
shelter sales. As far as furniture, the
most popular items, Spears said, are low
to mid-priced mattresses.
Swords said her store has been busy
because of the severe weather, too.
“With the tornado victims, we’ve been
doing the whole house,” she said.
“Mainly the living room. Mattresses
have been selling like hotcakes.”
Leather has been a big seller in the liv-
ing room, she said. She’s also noticed an
uptick in sales of children’s bedrooms
sets.
“It’s a wide variety of everything,” she
said.

Sales have been good at Room To
Room in Tupelo, too. Owner Lisa
Hawkins said accessories are big sellers,
but the store also has been selling a ton
of furniture.
“They are buying everything,” she
said. “It’s unusual right now because
we’ve had a lot of tornado victims hav-
ing to do replacing. It’s unbelievable lis-
tening to these people’s stories.”
Mattresses are selling well, too, espe-
cially ones geared at solving health
problems like back pain.
“We are seeing people buying higher
quality mattresses,” she said.
Hawkins expects sales will change to-
ward more recliners as football season
arrives. Swords, also, is looking forward
to sales this fall.
“August is one of our biggestmonths,”
she said. “July, I think everyone is gone
on vacation.”
Sales then ramp up toward the holi-
days, with January being the biggest
sales month for the store, she said.
Other retailers also are hoping for bet-
ter sales in the comingmonths, but they
all expressed uncertainty about the
economy and consumer trends.
What does that do for the furniture
shopping?
“I hope (it’s) good, but I don’t know,”
said Spears in New Albany. “It’s hard to
tell.”

carlie.kollath@journalinc.com.

Furniture retailers hope for anuptick

BY CARLIE KOLLATH
DAILY JOURNAL

TUPELO – Room To Room is moving
around its merchandise, emphasizing
room settings and lifestyle looks.
The initiative is called “Savvy Styles”
and is a result of feedback from focus
groups.
“Wediscovered that peoplewanted to
shop here and they dreamed about hav-
ing something fromRoomToRoom, but
they didn’t think they could afford it,”
said owner Lisa Hawkins.
Hawkins is remerchandising and re-
branding the store’s building known as
the warehouse. Employees are moving
sofas, chairs, tables and other pieces
into roomsettings and finishing the look
with accessories.
For example, when customers enter
through the store’s main entrance and
turn left, they will walk into a series of
rooms. One room showcases a living
room, while another one has a contem-
porary eating area and another is a bed-
room.

The rooms are outfitted with furni-
ture, rugs, light fixtures, side tables, cof-
fee tables, storage units, art and
bedding, if appropriate.
The complete look makes it easier for
customers to visualize their space and
buy everything they need.
“They are buying a look and a
lifestyle,” said Amber Beane, the store’s
marketing andmerchandisingmanager.
The look also caters to a new demo-
graphic for RoomTo Room.
Thenew target group–newandyoung
families and couples who want nice,
contemporary furniture but can’t spend

asmuch as established households.
The younger demographic is drawn to
a specific look, Hawkins said, so the
store is buying differently for Savvy
Styles.
“A little younger, a littlemore contem-
porary and updated,” Hawkins said.
“We’re trying to get Pottery Barn and
Restoration Hardware at half the price.
...We’re trying to find really good acces-
sories at a great price.”
“We’re trying to bring some looks that
are in the higher design brands down to
a smaller price point,” she said.
The goal is to change over the entire
33,000-square-foot building to the Savvy
Styles look by October.
“It’s very labor-intensive to change
something this big,” she said.
But, some areas won’t change.
Recliners still will have a major pres-
ence, along with upholstery. The youth
section will stay.
Plus, mattresses will keep their end of
the building.
“We put mattresses in a more se-
cluded area so people feel comfortable

laying down and taking a test drive,” she
said.
Along with the more contemporary
pieces, Hawkins also said she is making
an effort to carry furniture that is made
in Northeast Mississippi and in other
parts of the country.
“We need to keep the people in this
area working,” she said.

carlie.kollath@journalinc.com

Room To Room eyes new customer demographic
‘We’re trying to bring
some looks that are in the
higher design brands down
to a smaller price point.’

Lisa Hawkins
owner of Room To Room

‘They are decorating different. A lot of stuff
we are selling is the stuff we were a little

uncomfortable buying because it was edgier.
I guess we’ll be more comfortable buying the edgier stuff.”

Sydney Kirksey
Kirksey Bros. Furniture in Tupelo
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T
he “Great Recession” officially
started in June 2007 and officially
ended inDecember 2009.
I say “officially” because the ar-

biter of calling when a recession begins
and ends is the National Bureau of Eco-
nomic Research, and those are the dates
it said the latest recession ended.
Look aroundNortheastMississippi
and furniture companies still churn out
sofas, recliners, love seats and chairs. At
least inTupelo, the number of furniture
stores has increased.
Industry success stories have
emerged from the economic downturn,
from SouthernMotion’s continued
growth toWashington Furniture Sales’
move and expansion.
But. ... and there’s always a “but,” isn’t
there?
Business is still tough.Margins are
slimmer and the thin line between
going in the red and going in the black is
as smudged as it ever has been.
Last year about this time,many furni-
turemanufacturers were sure the worst
was over and business was ready to take
off again.
“Thatmay have been amirage,” said
Jim Sneed, CEO of Affordable Furniture.
“For us at least, 2007 was the last really
good year we had. So far this year, it was

a pretty good first
half up until our July
slowdown. It’s been
slow ever since.”
The July slow-
down is taken by
many furniture
companies around
theweek of July 4. As
it implies, work
slows considerably,
and some compa-
nies shut down alto-
gether.
Given the state of
the economy – un-

employment is still high, the housing in-
dustry still lags, consumers are reluctant
to spend – it’s nowonder the furniture
industry is looking for some solid trac-
tion.
The good news is some 18,000 people
are employed directly by the industry
statewide, with another 30,000 to 40,000
indirectly employed.
The only thing to stabilize and build
those numbers is to get the economy
back on track.
“Uncertainty is worse than reality,”
Sneed said, regarding the national
debt. “Until we get that deal settled,
you’re going to have more people sit-

ting on the sidelines.”
While a deal has been painfully bro-
kered to reduce the debt, recent reports
show the economy still is struggling.
Suggestions that a recession double-
dip could happen can’tmake any indus-
try feel better.

MOVING UP THE LIST
FurnitureToday publishes an annual
list of its “Top 100” furniture stores
across the country, based on sales.
On the list for the third consecutive
year is The Spencer Group from Saltillo,
headed by Jim Spencer. The family-
owned business owns 10 stores, includ-
ing eight Ashley HomeStores and two
Stash stores stretching fromMemphis to
Bowling Green, Ky., and Fort Smith, Ark.,
toTupelo andOxford.
The Spencer Group debuted on the
Top 100 list in 2008 at No. 88 with $61.1
million in furniture, bedding and acces-
sory sales. In 2009, it moved up toNo. 74
with $64.2million. In the latest rankings
for 2010, the companymoved up toNo.
69 with sales topping $73.8million.
The only otherMississippi company
on the 2010 list isMiskelly Furniture of
Jackson. Ranked 92nd,Miskelly’s sales
were $46.7million.
FurnitureToday also has a list of the

top 25 furniture sources – companies
that provide furniture to retailers - and
the newest rankings should be out later
this year. But according to theNovem-
ber 2010 report, the top source, as has
been the case for several years, is Ashley
Furniture, withmore than $2.6 billion in
sales in 2009.
Furniture Brands International, which
is the parent of LaneHome Furnishings,
was at No. 2 withmore than $1.1 billion
in sales.
TwoNortheastMississippi-based
companies also were on the list.
Franklin, rankedNo. 15, posted an esti-
mated $178.4million in sales. American
Furniture was at No. 25 with $136.9mil-
lion in sales.
Perhaps when the economy turns,
we’ll see all those numbers rise.

Contact Business Journal editor DENNIS SEID at
(662) 678-1578 or dennis.seid@journalinc.com.

PAGE 4 BUSINESS JOURNAL AUGUST 2011

Furniture industry still waiting for recovery

DENNIS
SEID

Photo by Deste Lee | Daily Journal

Bill Martin, director of the Franklin Furniture Insti-
tute at Mississippi State University
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BY DENNIS SEID
DAILY JOURNAL

TUPELO – Comfort Engineering in-
stalled the firstair conditioner inTupelo in
1936, but don’t ask BobWiley howmany
more the companyhas installed since.
“Iwouldn’t know,”he saidwith a smile.
These days, it’s difficult enough to
keep track of the air conditioning instal-
lations, repairs and inspectionsComfort
Engineering does. With temperatures
hovering near triple digits, the com-
pany’s 20 employees are busy working
on jobswithin a 50-mile radius ofTupelo.
Little wonder that the company can’t
stop and celebrate its 75th birthday,
which it marked in early July.
“We’ve not really had time to think
about it,” Wiley said. “Things haven’t
slowed down.”
Wiley’s father, Tom, joined the com-

pany in 1956. Bob’s son,Matt, alsoworks
for the company, representing the third
generation to be in the business.
The founder of the company was N.B.
Buchanan, who drove a Model-T to the
New Jersey headquarters of the air con-
ditioning company Carrier to land a
franchise. Carrier is named for Willis
Haviland Carrier, who in 1902 invented
the firstmodern electrical air conditioner.
“They figured if he was going to drive
all thatway fromTupelo in aModel-T, he
could go ahead and sell it,”Wiley said.
Buchanan’s first commercial installa-
tionwas theR.W.ReedDepartment Store
–morecommonlyknowntodayasReed’s.
Buchanan’s first residential installation
was in thehomeofHarry S. Rutherford, a
long-timeDaily Journal editor.
In 1952, Comfort Engineeringmoved to
itscurrent locationonNorthGlosterStreet.
The companyhasbeenaCarrier dealer

fromthe first day it opened inTupelo, and
both businesses standby their product.
“Last summer, we changed out a 1955
unit atTupeloHardware,”Wiley said.“We
also recently worked on a ’58 unit in
Okolona, and itwas still chuggingalong.”
And some 1953 Carrier units recently
were put back into action after being out
of commission for a few years.
Wiley, who joined the family business
in 1979, saidComfort Engineering’swork
is about evenly split between residential
and commercial jobs.
And while technology has changed to
make cooling andheating unitsmore ef-
ficient today, Wiley advised getting sys-
tems checked out before the extreme
heat and cold hit.
“We pretty much stay busy year-
round,” he said.

dennis.seid@journalinc.com

• Founded: 1936
• Location: 824 N. Gloster St.
• Owner: BobWiley
• Phone: (662) 842-1602
•Website: www.comforttupelo.com

|

BUSINESSSPOTLIGHT
|

THOMAS WELLS | DAILY JOURNAL
Bob Wiley, owner of Comfort Engineering, started with the company in 1979.

Still comforting after 75 years
|

COMFORT
|

ENGINEERING
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Fitch affirms short-term
bond rating for NMHS
TUPELO – In the course of routine
surveillance, Fitch Ratings on July 18
affirmed its short-term F1-plus rating
on the followingMississippi Hospital
Equipment and Facilities Authority
bonds that are issued on behalf of
NorthMississippi Health Services and
supported by self-liquidity:
• $29,800,000 revenue bonds, 2003
series 1.
• $29,175,000 revenue bonds, 2003
series 2.
• $40,000,000 variable-rate revenue
bonds, 2001 series 1.
• $21,985,000 variable-rate revenue
bonds, 1997 series 1.
The F1-plus rating is based on the
sufficiency of NMHS’s cash and liquid
investments to fund the purchase
price on eachmandatory tender date
for the bonds, as well as a written pro-
cedures letter that details accessing
these funds in the event of a tender.
As of May 31, NMHS had $330mil-
lion of eligible cash and liquid invest-
ments that it designates available
within a week for purposes of self-liq-
uidity in order to cover the $121mil-
lion of debt supported by
self-liquidity.

NMHS’s long-term rating is AA, with
a stable outlook, Fitch said.

Lomenick named McKesson
pharmacist of the year
HOLLY SPRINGS –McKesson Phar-
maceuticals recently named Bob
Lomenick of TysonMedical Center a
2011McKesson pharmacist and phar-
macy of the year winner in the cate-
gory of innovation in customer
service. McKesson’s annual awards
program recognizes independent
pharmacies for exceptional healthcare
contributionsmade to their commu-
nities during the past 12months.
McKesson’s selection criteria in-
cludes customer educational programs,
use of technology to increase efficien-
cies and ensure accuracy, product se-
lection, in-store programs and design,
localmarketing and advertisement and
community involvement.
Founded in 1986, TysonMedical
Center is located at 530 J.M. Ash Dr. in
Holly Springs.
TysonMedical Center owner Bob
Lomenick also is a foundingmember
and former chairman of the board of
theMississippi Independent Pharma-
cies Association.

Daily Journal reports
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Shoplifting Is On The Rise!
Do you and your employees know what to do to stop it at your business?

Shoplifting: What You Need To
Know And Ways To Prevent It

Attend a FREE 60-Minute Workshop

To register, call John Lindsey, Training & Development Manager, at 678-1536 or you can e-mail John to register at John.Lindsey@journalinc.com.
Seating Is Limited! Please Register Today!

When: Tuesday, August 30th
4 Options: 7:30 a.m. - 8:30 a.m.

3:00 p.m. - 4:00 p.m.
12 noon - 1:00 p.m.
6:30 p.m. - 7:30 p.m.

Where: Journal Boardroom,
Northeast Mississippi Daily Journal
1242 South Green Street, Tupelo

• The Mississippi laws regarding shoplifting
• Why shoplifting incidents will continue to rise

• Step by step process you should take to address this crime
• Your rights and obligations regarding shoplifting
• The protective measures and display strategies

• Tricks shoplifters use to distract employees
• Employee theft. How to stop the inventory shrinkage

What You Will
Learn At The
Workshop:
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I
think business owners andman-
agers need awake up call to tell
themmarketing doesn’t just hap-
pen outside their doors. Some of

the most significant impact you can
have on the success of your business
happens inside the walls of your busi-
ness. I’m not talking about point of
sale, merchandising or loyalty pro-
grams, although each can be impor-
tant. I’m talking about something
cheaper and much easier to imple-
ment: customer service.
But this is a marketing column,
right? Yes, but there are few things
harder to overcome with marketing
than a bad customer experience.
Renowned management consultant
Peter Drucker says that a repeat cus-
tomer is on average six to nine times
more profitable than attracting a
new customer. What this means is all
of the money you invest in attracting
customers to your business via ad-
vertising, printing and other avenues
doesn’t have to be made again to get
them to return – as long as they have

a good experience.
When you have a
base of repeat cus-
tomers, you can
more efficiently
concentrate your
marketing on those
you want to attract.
Some of you may
think this is a moot
point: Everyone
knows you must
treat the customer
well. But I’m not so
sure. I’ll be frank –
several of my re-
cent experiences
with local busi-
nesses have made

me wonder if we truly are the hospi-
tality state. This isn’t limited to the
usual suspects of big box retailers or
fast food establishments. I’ve had
enough bad experiences with locally
owned and operated businesses to
feel the need to write about it.
My definition of a bad customer ex-

perience is any experience in which a
customer leaves believing you do not
truly value his or her business. This is
a broad definition, so here are three
things that you should avoid:
DON’T BE RUDE. Your customers
shouldn’t know if you’ve had a bad
day. If you or an employee has a bad
attitude, make a switch to someone
fresher. Some are better suited for cus-
tomer interaction than others. This
doesn’t mean you have to be bubbly
and outgoing, but you must treat cus-
tomers like you value their business. I
don’t believe customers are always
right, but I do believe they are always
human and deserve respect.
DON’T NEGLECT YOUR CUSTOMERS. Your
customers should never have to search
for someone to help them. Be attentive
to their needs. Customers shouldn’t
have to remind you to give them serv-
ice that is inherent to your business
(e.g. refill glass, request price check,
get a new size in a dressing room, etc).
DON’T WASTE CUSTOMERS’ TIME. For
most people, time is as valuable as

their money. One of the best examples
I can give here is something that has
happened tome several times. I waited
more than an hour in a physician’s
waiting room only to have the doctor
spend a few fleeting, uninterestedmo-
ments with me.While the visit cost me
money, I was more impacted by the
feeling of a sheer waste of time. If the
doctor had taken time to answer a few
questions, this sectionmight not have
made it into this column.
Today there are so many choices
for customers. In most cases, cus-
tomers can choose to take their busi-
ness elsewhere in the region or to
someone else in the nation. It’s much
easier and more cost effective to give
customers a good experience. There
is no reason to spend time and
money to gain a their business only
to lose it to a competitor.

JOSH MABUS is the owner of the Mabus Agency,
an advertising and marketing agency in Tupelo.
Contact him at (662) 823-2100
or josh@mabusagency.com.

Customer service is a key marketing tool

Marketing
Matters
JOSH
MABUS

|

OPENFORBUSINESS
|

Tiki Dog sells hot dogs
in downtown location
TUPELO – JedDuke ofTupelo has
opened a hot dog stand in front of
Reed’s onMain Street.
The all-beef dogs cost $2.With chips
and drink, it’s $4.
Hours areMonday, Tuesday and
Thursday from 11 a.m. until 2 p.m., or
until people stop coming, Duke said.

Presley Heights Chef House
opens on East Main Street
TUPELO – Presley Heights Chef
House has opened at 811 E.Main St.,
across fromAnytime Fitness.
The restaurant, owned byWyatt
Williams, serves burgers, sandwiches,
lunch plates, salads and desserts.
Williams has been a chef forMarriott
Hotels, severalMississippi casinos and
theTupelo Country Club.
The restaurant is open daily from
10:30 a.m. to 10 p.m.
Formore information call (662) 680-
5150 ore email
presleyheightchef@att.net

Flat Tire Grille opens at
The Mall at Barnes Crossing
TUPELO –The Flat Tire Grille has
opened in the old RubyTuesday’s loca-
tion atTheMall at Barnes Crossing.
James Bryan is the owner.

Alongwith burgers, diners will find
appetizers, sandwiches, po-boys, steaks,
seafood, salads, Tex-Mex and baby back
ribs.
All the burgers are served on pretzel
buns.
The restaurant also has a full bar. An-
other special feature is a “treat center”
featuring frozen custard,milk shakes
and sundaes. Customers who don’t
want to eat in the restaurant can order
the cold treats and sit in the area. Diners
in the restaurant also can order dessert.
The hours areMonday through
Thursday from 11 a.m. to 11 p.m.; Fri-
day and Saturday from 11 a.m. tomid-
night and Sunday from 11 a.m. to 10
p.m.
The restaurant’s phone number is
(662) 269-2915

Atlanta Bar & Grill
opens in downtown Tupelo
TUPELO – Atlanta Bar &Grill is now
open in downtownTupelo.
The business is at the intersection of
Spring andMain streets, where De
Lighthouse used to be. The business’
Facebook page says it is open seven
days a week.
Hours areMonday through Saturday
10:30 a.m. tomidnight and Sunday
10:30 a.m. to 10 p.m.
The restaurant has lunch and dinner
specials daily.
It also offers a happy hour and has

themes every day, such asMonday night
football, family night onTuesdays and
80s night onThursdays.

Portable gaming business
opens in north Mississippi
FULTON –NorthMississippi Rolling
Video Games has opened in the region.
RodneyDill owns the franchise of the
national chain that providesmobile
gaming entertainment for parties, spe-
cial events, fundraisers and other activi-
ties.
Dill will bring a 32-foot trailer that is
heated or cooled to a specific destina-
tion. The trailer has themost popular
games on the Xbox, Playstation andWii
gaming consoles. Up to 16 players can
play at the same time.
Formore information, call (662) 386-
4118 or Rollingvideogames.com.

Carlock Kia reopens
on South Gloster
TUPELO – Carlock Kia is back in busi-
ness, but its location is temporary.
Having reopened in the former loca-
tion of its sister dealership, CarlockToy-
ota, on South Gloster Street, the Kia
franchise will bemoving again in 12 to
18months.
Owner Clay Carlock said a new loca-
tionwill be built next to Carlock Nissan
onNorth Gloster Street.
Until then, the South Korean-made

Kia cars and SUVswill be sold from a
newly-renovated showroom.
BobbyMoore is the general sales
manager of Carlock Kia.
Hours areMonday-Saturday from 9
a.m. to 7 p.m. Service hours areMon-
day-Friday from 8 a.m. to 5 p.m.
Formore information, call (662) 205-
4500 or visit www.carlockkia.com.

New McDonald’s opens
on Eason Boulevard
TUPELO –The newestMcDonald’s
restaurant opened on Eason Boulevard
on July 27, replacing an older location
on South Gloster Street in front of Kil-
gore’s Supermarket.
With 100 employees, the Eason loca-
tion also doubled the number of em-
ployees from the old store.
The restaurant is off Highway 45,
across fromCooperTire and next to the
SprintMart.
Franchise owner RobHudson has
opened three newMcDonald’s locations
since 2010, but said it’s time to take little
breather. Hudson’s company, Hudson
Management Corp., has the franchise
locations inTupelo, Saltillo, NewAlbany
and Pontotoc.
“We’ve been talking for some time
about renovating, and possibly building
a replacement for our Pontotoc store,”
he said. “But right nowwe just want to
catch our breath.”
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CDFDEBUTSNEWONLINEMEMBERSHIP
DIRECTORYFORMAT

New format offers more information and greater ease of use

T
he Community Development
Foundation (CDF) constantly
strives to offer programs and
services that meet the needs of

the businesses that it serves. One way
that CDF aids its businessmembers is
through the creation ofmembers-only
advertising opportunities. The latest
benefit CDFmembers can enjoy is the
enhanced onlinemembership direc-
tory found at www.cdfms.org.
“The newmembership directory
makes it easier for the public to access
information about our 1,400 CDF
members. This is another great benefit
of being a CDFmember,” said Tommy
Green, vice president of chamber of
commerce for CDF.
Through the onlinemembership di-
rectory listing, CDFmembers can enjoy
a link to their website, map link to their
physical address through GoogleMaps,
and links to their Facebook, Linked In,
andTwitter accounts. Based on level of
membership investment, CDFmem-
bers can also have their business logo
featured in the onlinemembership di-
rectory, along with a description of the
business.
Searching for businesses in theonline
membershipdirectory is quite simple.
Viewers can search forCDFmembers by
category or alphabetically, and canalso
click to see a list of thenewestmembers
ofCDF.Website visitorswhoknow the
businessname forwhich they are looking
can simply type thebusinessname into
the searchbox and that company’s profile
will appear. A full listing feature legend
showswhich listings containdescrip-
tions, additional images, andmaps.
CDFmemberswho participate in
ChamberAdvantage, CDF’smember-to-
member affinity program,will have their
discount prominently displayed in their
onlinemembership directory listing.
Formore information on the CDF
onlinemembership directory or to in-
quire about how your company can be
listed in the directory, please contact
Emily Addison at eaddison@cdfms.org
or (662) 842-4521.

‘The new membership directory makes it easier for the public to access information
about our 1,400 CDF members. This is another great benefit of being a CDF member.’

Tommy Green
vice president of chamber of commerce for CDF

Check your membership listing at www.cdfms.org
and call the CDF office at (662) 842-4521 to make any changes.
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Dear Friends,
It’s hard to believe that
it is “Back-to-School”
time. As students pre-
pare for their classes of
the upcoming school
year, we at CDF are
preparing for the 2013
class of the Jim Ingram
Community Leadership
Institute. The Selection
Committee will meet this month
to determine who will be a mem-
ber of this class. The Opening
Dinner will be held September 29.
After a summer hiatus, the First
Friday series will return September
9. Our guest speaker will beMr.
Mayo Flynt, AT&TMississippi pres-
ident. AT&Twill be the sponsor.We
are delighted to announce that
Robinson and Associates and Sny-
der and Company will once again
be our corporate sponsors for First
Fridays. However, we are still seek-
ing sponsors for themonthly
events. If you are interested, please
contact the CDF office.

The 5th Annual CDF
Membership Golf Tourna-
ment will be Monday, Sep-
tember, 12 at the Tupelo
Country Club. Sponsorship
opportunities are still avail-
able. Also, teams are
needed for this four-person
scramble. For more infor-
mation, email
jcurlee@cdfms.org.

We want to thank Catherine
Turner, our summer intern, for
her hard work and dedication
over the past two months.We
wish Catherine the best as she
continues her studies at Missis-
sippi State University.We will miss
her at CDF.
Sincerely,

NewCDF members

Vice President/Chamber of Commerce

Ms. Beverly Bedford . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Honda of Tupelo
Mr. Michael Blankenship. . . . Old Venice Pizza Company/Black Tie Management
Mr. Richard Carleton . . . . . . . . . . . . . . . . . . . . . . . . . . . Mall at Barnes Crossing
Ms. Rhonda Chrestman. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Snelling Staffing
Ms. Jan Collins. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . N.E.W.
Ms. Molly Crews. . . . . . . . . . . . . . . . . . . . . . Express Employment Professionals
Ms. Kim Crump. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . LIFT, Inc.
Ms. Shirley Curry. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Crye-Leike
Ms. Sheila Davis . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . PPI, Inc.
Ms. Danielle Del Grande . . . . . . . . . . . . . . . . . . . Comfort Suites & Best Western
Ms. Karen Dickey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Community Bank
Ms. Cheryl Foster . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Wingate by Windham
Ms. Shanelle Gardner . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . BancorpSouth
Mr. John Hamlin . . . . . . . . . . . The McCarty Company - Construction Group, Inc.
Mr. Toby Hedges . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Shelter Insurance
Ms. Dee Hooper . . . . . . . . . . . . . . . . . . . . . . . . . The Hannahouse Adult Daycare
Ms. Christy Hurt . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . The Nowell Agency
Ms. Carman Jones . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . BancorpSouth
Ms. Melonie Kight. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . AdvanceStaff, Inc.
Ms. Vivian Lee . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Weezie's Deli
Ms. Dianne Loden . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Trustmark Bank
Mr. Tim Long. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Cellular South
Ms. Bea Luckett . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . TRI, Inc. Realtors
Mr. Louis Marascalco . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . M&F Bank
Mr. Ben Martin . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . RE/Max Associates Realty
Mr. John-Michael Marlin . . . . . . . . . . . . . . . . . . . . . . . . . . . Gum Tree Mortgage
Mr. Brad McCully . . . . . . . . . . . . . . . . . . . . . . . . Sportsman Lawn & Landscape
Ms. Katie McMillan . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Key Staff Source
Mr. Bill McNutt. . . . . . . . . . . . . . . . . . . . . . . . . . . . . WLM Insurance, LLC - Aflac
Ms. Andrea Mobley . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . SRG
Ms. Haley Monaghan . . . . . . . . . . . . . . . . . . . . . Alliance Collection Service, Inc.
Ms. Carolyn Moss. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Comfort Inn
Mr. Joe Nobles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . URBan Radio Broadcasting
Mr. Allen Pegues . . . . . . . . . . . . . . . . . . . . . . . . . . . Premium Video Productions
Ms. Kara Penny . . . . . . . . . . . . . . . . . . . . . Tupelo Convention & Visitors Bureau
Mr. Carl Renfroe. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Renfroe Homebuilders
Ms. Amy Richey . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Amedisys Hospice
Mr. Greg Thames . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Trustmark Bank
Ms. Mary Sue Tudor . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Lamar Advertising
Ms. Lizzette Van Osten . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Home Chef Market
Mr. Tommy Wiggins . . . . . . . . . . . . . . . . . . TeleSouth Communications - Tupelo
Mr. Cole Wiygul. . . . . . . . . . . . . . . . . . . . . . . . . . . Independent Furniture Supply

Board of Directors for 2011-2012
CDF is governed by a 60-member Board of Directors. The Executive Committee is composed
of the CDFOfficers and eleven additionalmembers of the Board. CDF’s goals and objectives
are accomplished through the efforts ofmembers appointed to committees operating under
one of CDF’s three divisions: Chamber Division, EconomicDevelopment Division, and Planning
and PropertyManagement Division.

2011-2012 Executive Committee
Steve Altmiller
Bernard Bean
Sue Gardner
ShaneHooper
Octavius Ivy
Pat Jodon

RobinMcGraw
GuyMitchell
Aubrey Patterson
Jane Spain
Buddy Stubbs

Mike Armour
JimBeane
Ronnie Bell
Bo Calhoun
Gary Carnathan
Mike Clayborne
V.M. Cleveland
David Cole
Clay Foster
TomFoy
Linda Gholston
L.E. “Bo” Gibens
BryanHawkins
Lisa Hawkins
FrankHodges

Trentice Imbler
Jamie Kennedy
Jimmy Long
NealMcCoy
GlennMcCullough
RobinMcGraw
JoeMcKinney
DavidMeadows
Paul “Buzzy”Mize
MabelMurphree
Clarence Parks
Jim Pate
Greg Pirkle
Fred Pitts
Jack Reed, Jr.

Scott Reed
Rob Rice
Eddie Richey
Cathy Robertson
DrewRobertson
TomRobinson
Chris Rogers
Mike Scott
Ellen Short
Bobby Smith
Jeff Snyder
Kiyoshi Tsuchiya
BrentWaldrop
MitchWaycaster
AlWiygul

David Irwin, Chairman
David Copenhaver, FirstVice Chairman
ChaunceyGodwin, SecondVice Chairman
David Rumbarger, President/Secretary
Billy Crews, Past Chairman

2011-2012 Board of Directors

Community Development Foundation’s 2011-2012 Ambassador’s Club

Chamber focus
Auction & Realty Co.
Mr. Ed Abernathy
P.O. Box 39

Shannon, MS 38868
(662) 213-0835

Real Estate/Appraisers/
Property Development

Altrusa International
of Tupelo

Ms. Mary Ruth Wright
(662) 844-0915
Organizations

Crossroads Rib Shack
Mr. Keith Price

3061 Tupelo Commons
Tupelo, MS 38804
(662) 223-0985

Restaurants and Catering

Exchange Club of Tupelo
Ms. Suzann McCormick

P.O. Box 1306
Tupelo, MS 38802
(662) 871-3817
Organizations

Jump Tupelo
Mr. Daniel Owens

1715 McCullough Blvd.,
Ste. A

Tupelo, MS 38801
(662) 844-4990
Entertainment

Magnolia Manor of Tupelo
Ms. Debra Haynes
1514 CR 41

Tupelo, MS 38801
(662) 842-6776

Retirement
and Assisted Living

Middleton Law Office,
PLLC

Mr. Dalton Middleton
2604W Main St., Ste. C
Tupelo, MS 38801
(662) 205-4749

Attorneys

Ms. Concierge
Ms. Vickie Moore
P.O. Box 143

Tupelo, MS 38802
(662) 255-1271

Personal Assistance

Tupelo Academy
of Cosmetology
Ms. Kathy Tollison
205 Commerce St.
Tupelo, MS 38804
(662) 840-3131

Barber Shops, Salons,
and Spas

Wellness Solutions 84, LLC
Mr. Jim Richards
1001 Valley Rd.

Tupelo, MS 38804
(915) 929-1076

Fitness

Green
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JUMP TUPELO

A ribbon cutting ceremony was held to celebrate the opening of Jump Tupelo. Pictured at the event are: Emily Addison, CDF;
Addie Reynolds, Jump; Ainsley Hunt, Jump; Keon Poindexter, Jump; Ryan Culp, Jump; Councilman Mike Bryan; Isabella
Bryan; Ashley Owens, Jump; Daniel Owens, Jump;Meachie Kahlstorf, Jump; and Bill Kahlstorf, Jump. Also pictured aremem-
bers of the CDF Ambassador’s Club. Not pictured are Jump employees: Hannah Grisham, Hailey Grisham, Harris Kirkpatrick,
and Hannah Hudson. Jump Tupelo is located at 1715McCullough Blvd., Ste. A in Tupelo and can be reached at (662) 844-4990.

A ribbon cutting was held at the newest location ofMcDonald’s in Tupelo. Pictured on the front row of the event are: Matt Duke;
Chase Stanford; Trevor Buse; Clayton Long; Ethan Bullock; Ryan Bullock; Jon Milstead, CDF; Emily Addison, CDF; Tommy
Green, CDF; PatriciaWax, McDonald’s; Mayor Jack Reed, Jr.; Rob Hudson, McDonald’s; Tracy Hudson; TimHale, McDonald’s;
and Eric Harris, McDonald’s. Also pictured are members of the CDF Ambassador’s Club and David Bowlin, McDonald’s. Mc-
Donald’s is located on Eason Blvd. at Hwy. 45 and can be reached at (662) 840-2499.

EASON BOULEVARD McDONALDS

Mark Your
Calendar

First Friday
Friday

September 9, 2011
Speaker:

Mr. Mayo Flynt
President

AT&T Mississippi

Sponsor:
AT&T

Corporate Sponsors:

For more information, call:
(662) 842-4521

The Mall at Barnes Crossing
Food Court

7 a.m.
Continental breakfast

will be served.
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TUTTI FRUTTI

A ribbon cutting was held to celebrate the grand opening of Tutti Frutti in the Crye-
Leike Plaza. Pictured on the front row are: Jennifer Lollar, Tutti Frutti; Olivia God-
frey, Tutti Frutti; Khelsea Holomon, Tutti Frutti; CouncilmanMarkelWhittington; Alan
Burns, ABRMP Management, LLC; Ahmed Elmaghraby, Tutti Frutti; Angela Glis-
sen, CDF; and Emily Addison, CDF. Pictured on the back row are: Julie Bingham,
Express Employment Professionals; Kristy Smith, Community Bank; Zelda Dexter,
Community Bank; Gina Black, CDF; Katie Westbrook, CDF; and Catherine Turner,
CDF. Also pictured are members of the CDF Ambassador’s Club. Tutti Frutti is lo-
cated at 1203 NGloster St., Ste. G in Tupelo and can be reached at (662) 574-8513.

NEW BUSINESSES HAVE BEEN ADDED
to the ChamberAdvantage affinity program listing.
Please visit www.cdfms.org/chamberadvantage
for more information.

AaronWashington is thedefinitive en-
trepreneur. Owner of A+ Barbershop in
Amory,MS,Washingtonhasbroughthis
unique barbershop concept to Tupelo.
In the front of his facility, Washington
has also opened House of Fragrance, a
retail store that specializes in essential
oils that cannot be foundanywhere else
in town.
“I really like the direction and growth
of the City of Tupelo. I knew I could be
successful here,” said Washington. “It
has been a blessing being a part of the
CDF.”
A barber since 1993,Washington op-
erates a full-service barbershop with
panache. Clients can enjoy a laidback
atmosphere, where jazz is flowing from
the speakers, CNN is airing on the large,
flat-screen television, and cappuccinos
are freshly served. A truly unique con-
cept,Washington also operates A+Mo-
bile Barber Serviceswhere he contracts
with assisted living facilities to provide
hair care services.
Constantly seeking ways to serve his
clients, Washington will partner with
NorthMississippiMedical CenterCom-
munity Health, Home Health, Cancer
Center, and theNMMCCancerCenter’s
Barbershop Talk, to host “Barbershop
Talk Too,” Saturday, August 6 from 9:00
a.m. to 12:00 noon at A+ Barbershop.
Attendees will receive free blood pres-
sure checks and blood sugar screen-
ings.
While hair care isWashington’s main
focus, he also operates House of Fra-
grance with his business partner, Fred-
erick Adams.House of Fragrance offers
candles, jewelry, handbags, and soaps.
A best seller is the pound cake candle.
The main attraction at House of Fra-
grance is the selection of over 200 es-
sential oils.
“We really have a little bit of every-
thing, but we can order anything our
customers need, and can get it here
quickly,” saidWashington.
Customers that enter A+ Barbershop
and House of Fragrance immediately
notice the laidback, yet professional
vibe thatWashingtonhas created.While

clients can shop for fragrances, acces-
sories, and have their hair done, it is
Washington’s welcoming nature and
exceptional customer service that will
keep them coming back.
A+ Barbershop and House of Fra-
grance are located at 514 SGloster St. in
Tupelo andcanbe reachedat (662) 255-
0415. They are open Monday through
Saturday from9:00 a.m. to 6:00p.m. For
more information, please visit
www.aplusbarbershop.com or contact
them at aplusbarber@gmail.com .

Washington brings
entrepreneurial spirit to Tupelo

‘I really like the direction
and growth of the City of
Tupelo. I knew I could be
successful here.’
Aaron Washington
owner of A+ Barbershop and House of Fragrance
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Watch CDF ‘THREADS,’ a monthly 30-minute TV show that airs
the fourth Saturday of each month on WTVA at 5 p.m.
The show features news about economic development activity
and chamber of commerce events. You will enjoy, on a monthly
basis, stories from around the community about expansions,
new jobs, and opportunities for business development in our community.
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JULY TYP

The July Tupelo Young Professionals event was held at the historic Lyric Theatre in Downtown Tupelo. Hosted by the Tu-
pelo Community Theatre, TYPs were treated to a night on stage that included information on TCT’s upcoming season, re-
freshments, and special entertainment.

TUPELO ACADEMY OF COSMETOLOGY

The Tupelo Academy of Cosmetology (TAC) hosted a ribbon cutting ceremony to celebrate their grand opening. Pictured
with students of the school and the CDF Ambassadors are: Tommy Green, CDF; Mayor Jack Reed, Jr.; Kathy Tollison, TAC;
Alan Tollison, TAC; Boone Tollison, TAC; Chessie Tollison, TAC; Clytee Bridges, TAC; JW Bridges, TAC; Amanda Kendrick,
TAC; Nikki Lambert, TAC; Sue Bearden, TAC; Telicia Braddock, TAC; Amber Fletcher, TAC; Cindy Wilson, BancorpSouth;
Christy Schell, BancorpSouth; Debbie Brangenberg, DTMSA; and Emily Addison CDF. Also pictured are AllieWest, DTMSA;
Craig Helmuth, DTMSA; Daphene Hendricks, DTMSA; and Chief Tony Carleton, Tupelo Police Department. Tupelo Academy
of Cosmetology is located at 205 Commerce St. and can be reached at (662)840-3131.

North Mississippi Medical Center
(NMMC) in Tupelo was the recipient
of a 2011 VHA Leadership Award for
Clinical Excellence for meeting or ex-
ceeding national performance stan-
dards for clinical care and improving
the patient experience.
VHA, Inc., a national health care
network, serves more than 1,350 not-
for-profit hospitals and more than
30,000 non-acute health care
providers nationwide, supporting
their efforts to improve their clinical
and economic performance. NMMC
was one of 28 VHA member hospitals
to receive the 2011 Leadership Awards
for Clinical Excellence. The winners
were announced recently at the an-
nual VHA Annual Leadership Confer-
ence in San Diego.
TheVHA Leadership Award for Clin-
ical Excellence is given annually to
recognize organizations that achieve
top performance on the clinical core
measures established by the Centers
for Medicare and Medicaid Services
and in the Hospital Consumer Assess-
ment of Health Providers and Services
(HCAHPS) survey that measure pa-
tient satisfaction at hospitals across
the country.
“We are very proud of our physi-
cians and staff who have worked dili-
gently to improve care provided to our
patients,” said Steve Altmiller, presi-
dent of NMMC-Tupelo. “This is an on-
going, relentless effort and part of our
commitment to give all our best to
those we serve.”
“The VHA Leadership Award for
Clinical Excellence recognizes hospi-
tals that have worked to provide con-
sistently high levels of clinical care for
their patients and that emphasize the
importance of improving the patient
experience,” said Trent Haywood,
M.D., J.D., chief medical officer at
VHA. “These award-winning hospitals
have clearly demonstrated an organi-
zational commitment to look at the
organizational practices, organiza-
tional structures and relationships
that support performance improve-
ment.”
By recognizing these award-win-
ning institutions, VHA hopes that
other hospitals and health systems
will apply these leading practices to
identify ways to improve patient care
and drive clinical excellence within
their own organizations.

NMMC-Tupelo
receives 2011
VHAClinical

Excellence Award
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COTTONWOOD ESTATES

A groundbreaking ceremony was held for Cottonwood Estates in Tupelo. Pictured with the CDF Ambassadors are: David Brevard, B&B Concrete; Felix Rutledge, Rut-
ledge Contractors; Boyce McCullough, Cottonwood Estates; Lanier McCullough, Cottonwood Estates; Bubba Orr, RTO Construction; Leo Hamm, MTH Plumbing;
Mayor Jack Reed, Jr.; Justin Martin, Community Bank; Mary Connor Adcock, Cottonwood Estates; Patrick Regean, City of Tupelo Planning Department; Charles
Lackey, USPS; Bobby West, West Design Homes; Larry Decker, West Design Homes; and Jennie Bradford Curlee, CDF. Cottonwood Estates is located on Colonial
Estates Rd. For more information, please call (662) 844-2948.
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WICKS N’ MORE

A ribbon cutting was held to celebrate the grand opening ofWicks n’ More in theMall at Barnes Crossing. Pictured on the front
row of the event are: Barbara Smith, CDF; Kim Neal Lee, Wicks n’ More; John Lee; Beckey Neal, Wicks n’ More; Natasha
Williams, Wicks n’ More; CouncilmanWillie Jennings; Haley Neal, Wicks n’ More; Kayla Neal, Wicks n’ More; WesleyWilliams;
and Emily Addison, CDF. Also pictured are members of the CDF Ambassador’s Club. Wicks n’ More is located at 1001 Barnes
Crossing Rd., Ste. 304 in Tupelo and can be reached at (662) 205-4025.

CREATIVE CAKES & SUPPLIES

A ribbon cutting was held to celebrate 20 years of business for Creative Cakes in Tupelo. Pictured with members of the CDF
Ambassador’s Club are: Elizabeth Anderson, Creative Cakes; Desairee Shannon, Creative Cakes; Jordan Smith, Creative
Cakes; Stephanie Cook, Creative Cakes;Mayor Jack Reed, Jr.; RoseMcCoy, Creative Cakes; CourtneyMason, Creative Cakes;
Melissa Nichols, Creative Cakes; Holly Whitworth Kelley, Creative Cakes; Neal McCoy, Tupelo Convention & Visitors Bureau;
and Emily Addison, CDF. Creative Cakes is located at 1422 E Main St. in Tupelo and can be reached at (662) 844-3080.

Join us for the August
meeting of the

TUPELO YOUNG
PROFESSIONALS

Thursday, August 11, 2011
6 to 8 p.m.

DOWN ON MAIN
SUMMER CONCERT

SERIES
FAIRPARK

AMPHITHEATER
Sponsored by:

Register to win 2
tickets to the Keith
Urban concert, with
a night at the Hilton

Garden Inn and
lunch in the Great

American Grill.

Please RSVP to typ@cdfms.org. For more
information please visit the TYP website at
www.typs.biz or contact the CDF Office at
(662) 842-4521.
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Tupelo Sports Council
Tupelo Department
of Parks & Recreation
655 Rutherford Rd.
Tupelo, MS 38801
(662) 841-6440

GET OUT AND GET INVOLVED
TupeloParks&Recreationoffers a va-
riety of adult programs to get you out-
side and active. We offer team sports
year around such as softball, flag foot-
ball, and basketball; and we offer indi-

vidual programs such asmasters swim,
tennis, and cross-country.
This fall, wewill again offer adult kick
ball. Kick ball is designed to be fun and
a great way to socialize. Formore infor-
mation on all our programming, please
call 662-841-6440 or visit our website at
www.tupeloparkrec.com.

NMMC Wellness Center
1030 S Madison St.
Tupelo, MS 38801
(662) 377-4142

CHAMBERADVANTAGE DISCOUNT: 1⁄2 off fitness
assessment. 10% discount on membership

Mississippi has been rated as the most
obese state in the nation by theU.S. Cen-
ters forDiseaseControl.Datagatheredbe-
tween 2007 and 2009 states that 34.4% of
thepopulation isaboveaBodyMass Index
of30.ThebestwaytodecreaseyourBMI is
bypropereatinghabitsandexercisingreg-
ularly. The recommended amount of car-
diovascular exercise is 150 minutes per
week for the average adult to stay healthy.
Combine that with eating a diet low in fat
andhigh in fresh fruitsandvegetablesand
you will be on your way. Another way to
keep your weight and diet under control
is to wear a pedometer and get 10,000
steps per day, and eat five fruits and veg-
etables eachday.
TheWellnessCenterprovidesawideva-

riety of land and water aerobics, such as
advanced circuit training, boot camp, in-
terval training, CV circuit, Spinning,
H20’robics, H20 Explosion, lite circuit, pi-
lates, muscle cut, sunrise splash, Tai chi

chih, yoga, step, and zumba. For the kids,
we have a mighty muscles membership
that isdesignedforchildrenages9-12years
old. Every Friday night from4pm-7 pm is
Family fit night. Bring your kids for anight
of family fitness that includes: swimming,
basketball, racquetball, andping-pong.
TheWellnessCenteroffershalfoff theas-
sessment feeand10%of themonthlydues
foranyCDFmember.Themembershipin-
cludes a fitness assessment, exercise pre-
scription, orientation to equipment,
nutritional counseling, and a re-assess-
menteverysixmonths. Thehoursofoper-
ation are Mon-Thurs 5 am-9 pm, Fri 5
am-8pm, Sat 7 am-5pm, andSun1pm-5
pm. Pleasegiveusacall today formore in-
formation on becoming amember of the
WellnessCenter at 662-377-7141.
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Fitness Tips from CDF’s Fitness Members

Anytime Fitness
2421W Main St.
Tupelo, MS 38801
(662) 844-1235

800 E Main St.
Tupelo, MS 38804
(662) 844-1236

CHAMBERADVANTAGE DISCOUNT: Free 10-
day trial membership.

At Anytime Fitness, we are dedicated
to help ourmembers reach their fitness
goals. We hear many of these miscon-
ceptions as wework with ourmembers
to reach their fitness goals. We also
offer fun and informative weight loss
classes, personal training, and a full
schedule of exercise classes.
With two locations in Tupelo, and
free 24-hour access to all Anytime Fit-
nesses, we are the right place for you!

WEIGHT LOSS SABOTAGE
There are several misconceptions
floating around about effective weight
loss techniques. Many people inad-
vertently sabotage their own weight
loss efforts by doing things that will
cause them to hang on to their fat.
Below are five common misconcep-
tions we hear at Anytime Fitness.
1. EATING LOW FAT IS THE FASTEST WAY

TO LOSE FAT.
Fat is an essential part of your diet,
if you are getting the right kind of fat.
Restricting all fat grams is detrimen-
tal to your weight loss and to your
overall health. The hormones that
regulate fat burning in your body are
regulated by good fats (mono and un-
saturated fats). You need to avoid bad
fats (saturated and trans fats), as they
are full of the extra calories that cause
you to gain weight.
2. I CUT DOWN THE MEALS I EAT AND I

DON’T SNACK TO LOSE WEIGHT.
Not eating enough food is terrible
for your metabolism. A high metabo-
lism is what burns calories and fat.
Skipping meals creates a low metab-

olism so you stop burning as many
calories. Starving yourself also trig-
gers your fight or flight reflex and your
body holds on to your fat, which are
your body’s stored energy reserves.
Your body will resort to burningmus-
cle, not fat, and that is probably not
the look you are going for.
3. ALL CALORIES ARE THE SAME, SO I

JUST WATCH MY OVERALL CALORIC IN-
TAKE. THAT SNICKER BAR WILL FIT IN IF I
KEEP MY CALORIE INTAKE DOWN.
Counting calories is a great way to
lose weight, but calorie restriction
that is too severe causes the body to
go into starvation mode, which was
mentioned in the second point.
Flooding your body with too much
sugar and simple carbohydrates all at
once gives you excess calories you
can’t burn fast enough. The excess is
turned into fat and stored.
4. I EXERCISE FOR 2 HOURS A DAY SO I

CAN EAT WHATEVER I WANT. EVENTUALLY I
WILL LOSE THIS WEIGHT.
Exercise alone may not get you to
your weight loss goal. 70% of the re-
sults you see in the gym are based on
what you eat and when you eat it. It
doesn’t take 2 hours every day tomeet
your goals.We can help you set up an
exercise routine that will fit into your
schedule and help you get the results
you are looking for.
5. SUGAR IS HIGH IN CALORIES, SO RE-

PLACING SODAWITH DIET SODAWILL HELP
ME LOSE WEIGHT.
Artificial sweeteners in soft drinks
andmost processed foods do not give
you a feeling of fullness, but can
cause you to feel even more hungry.
They can also dehydrate you, and
when you are dehydrated, your body
will not burn fat. Replace your soft
drinks and sweet teawithwater for best
results!

SNAP Fitness
549 Coley Rd.
Tupelo, MS 38801
(662) 844-7627

CHAMBERADVANTAGE DISCOUNT: CDF mem-
bers receive free enrollment at SNAP Fitness.
Savings of $25.

Make sure that you are a member of a
health club (Example-Snap Fitness Tu-
pelo or Saltillo), or some type of organi-
zationwhere you are around others who
want to be fit and see results. It is a lot
more motivating to be working out
aroundagroupofpeoplewho share sim-
ilar passions and goals.
Find a workout partner who you can
help and who will keep you motivated
and accountable on a daily basis. If you
have tomeet someone for aworkout or if
you have to call someone to say “I can’t
make it,” you are less likely to miss. Find
a friend todo this ormakeoneat thegym
who works out at the same time as you
do.
Self accountability- Write down your
goals,make copies, and keep a copynext
to the bed and/or on your desk at work.
Youneed something staring back at your
face saying that you can do this. Commit
to yourself and share your goalswithoth-
ers who know what you are trying to
achieve.
Pick a time that works for YOU- I have
to get up every day at 5:00 a.m. to getmy

workout in. I know if I put off my work-
out I may get pulled into a meeting at
lunch and that after work I will make too
many excuses. You need to find the time
ofday thatworksbest for youand stick to
your guns.

STAFFED HOURS:
Monday-Friday 10-2pm, 4-6pm
Saturday 10-2pm
• NO long-term binding fitness club
CONTRACTS, no hassles
• Industry’s best fitness equipment, in-
cluding cardio, strength training equip-
ment (including free weights)
• FREE group fitness classes; including
Zumba, Cycling, Boot Camp, and Inter-
valWeightTraining
•Access to convenient 24hour gym lo-
cations worldwide
• No waiting lines for fitness equip-
ment or crowded parking lots
•Clean, comfortable, safe environment
• Fast fitness workouts, friendly place
• Personal training services to get you
startedona fitnessprogram forbetter re-
sults!
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F
ranchising is a businessmethod
used throughout the world with
varying degrees of success.Well-
known franchise companies such

asMcDonald’s, Hilton, Dunkin’ Donuts
and ExxonMobil are household names.
But there are othermore obscure fran-
chise concepts which operate and func-
tion – or attempt to operate and
function – like their better-known fran-
chise brethren.
Franchise companies are an eco-
nomic force in theU.S. An estimated 41
percent of all domestic retail sales – ac-
counting for almost $1 trillion – is car-
ried out in franchised businesses
annually.
Franchising is a system ofmarketing
and distribution in which a company
(the franchisor) grants a license for a
fee to a small business owner (a fran-
chisee) allowing the franchisee to mar-
ket and sell the goods and services of
the franchisor under an established
method and standard of operation cre-
ated by the franchisor. The franchise
method can benefit both parties.
From the franchisor’s perspective,
franchising allows the expansion of

their goods and
services into new
markets which are
carried out by moti-
vated merchants
who paid for the ex-
pansion. From the
franchisees’ per-
spective, franchis-
ing allows them the
right to sell recog-
nizable goods or
services while hav-
ing access to a
tested business sys-
tem, knowledgeable
industry profession-
als andmarketing
expertise. Sounds

like the perfect relationship, right?
Franchise relationships can be prof-
itable to both the franchisor and the
franchisee. But before a company of-
fers to sell a franchise, certain laws and
regulations must be observed, and be-
fore anyone purchases a franchise, in-
quiry and due diligence into the
franchisor should be completed.
For a franchisor, the federal govern-

ment and 15 states have laws and reg-
ulations requiring franchisors to de-
liver to prospective franchisees a
detailed disclosure document contain-
ing material information about the
company before offering or selling a
franchise. Buying into a franchise is an
investment. As such, the disclosure
document must contain certain infor-
mation and cannot be misleading in
any manner. The process can be
lengthy and expensive for a franchisor
in order to begin selling franchises.

CONSIDERABLE INVESTMENT
For a prospective franchisee, buying
a franchise is a considerable invest-
ment. Most franchises are not pur-
chased for passive income like a stock
or bond, but rather as an operating
company generating active income for
its investor. As such, prospective fran-
chisees should invest the time in un-
derstanding the effort, energy and
risks involved in the business before
they invest their financial resources.
Not all franchises are created equal
and although franchises have a higher
rate of success statistically than

startup non-franchised businesses,
buying a franchise does not insure
success. Franchisees also are required
to adhere to a stringent business oper-
ation mandated by the franchisor.
Therefore, the franchisee does not
have the freedom to operate the busi-
ness as he sees fit.
Franchising is an established busi-
ness model, but it is not risk-free. Nor
is a franchisor and a franchisee always
the perfect fit. Anyone interested in
starting a franchise or buying into a
franchise should consult a knowledge-
able business attorney and an ac-
countant with experience in evaluating
franchised businesses. After all, both
the franchisor and the franchisee will
be investing a considerable amount of
time and resources into the relationship
and that relationshipmust be forged
properly to be successful.

BILL TURNER is a business law attorney and the
principal of William F. “Bill” Turner Law PLLC in
Oxford. He is licensed to practice law in Missis-
sippi, Tennessee, New York andWashington, DC.
Contact him at (662) 234-8137
or bturner@billturnerlaw.com.

Franchising has advantages, disadvantages

Business
Law
BILL
TURNER

|

BUSINESSREWIND
|

Renasant Q2 net income
rises to $5.76 million
TUPELO – Renasant Corp. saw its
second-quarter income rise 52 percent
to $5.76million, or 23 cents a share.The
parent company of Renasant Bank
posted $3.79million, or 18 cents a
share, for the second quarter of 2010.
For themost recent quarter, Renasant
recorded net interest income of $32.6
million, a 37.7 percent increase from
the year-ago period. The acquisitions of
Crescent Bank &Trust Co. and Ameri-
canTrust Bank, which were completed
after 2010’s second quarter, helped
boost this year’s comparative gain.
Total assets as of June 30 were about
$4.26 billion, while deposits were $3.48
billion. Total loans were about $2.56
billion.
Renasant’s loan-loss provision
dipped to $5.35 million in the second
quarter, compared to $5.5 million in
the first quarter and $7 million for last
year’s second quarter.

Delta notifies Tupelo, other
cities it wants to get out
TUPELO –Delta Air Lines announced
last month it has lost $14million annu-
ally in Tupelo and in 23 othermarkets
in which it seeks to end air service.
The airline cited weak demand,
added costs and a change in aircraft as
the reasons behind the decision.

Delta said Tupelo’s flights are 41 per-
cent full, compared to the national av-
erage of 83 percent in 2010.
The airline already is receiving fed-
eral subsidies to service Tupelo. Delta
has a two-year, $974,000 annual con-
tract to provide 15 weekly flights to
and fromMemphis.
Airport and U.S. Department of
Transportation officials say tickets will
be honored and passengers should not
worry about air service.
DOT will soon request bids for pro-
posal from airlines interested in pro-
viding service to the cities Delta listed.

Navistar Defense adding
30 workers for contract
WEST POINT – After landing a big
order for a variant of its MaxxPro ar-
mored vehicles in June, Navistar De-
fense got another $142 million
contract last month.
The latest contract – this one is for
the U.S. Marines – is for 140 MaxxPro
Recovery vehicles with rocket-pro-
pelled grenade, or RPG, nets. The order
includes parts and support.
In June, Navistar received a $357
million order for 471 of its MaxxPro
Dash armored vehicles. In May it got a
$183 million order for 250 of its
MaxxPro Dash ambulances.
The MaxxPro is a mine-resistant,
ambush-protected, or MRAP, vehicle.
Navistar has produced more than

8,200 of the vehicles since 2004.
The company received its first
MaxxPro Recovery unit last November.
Navistar employs 295 workers at its
West Point assembly plant, and the lat-
est order will add 30 workers.
The order for the Marines is ex-
pected to be complete in September,
while the latest order will be delivered
in October and November.

Oil-Dri Corp. adding 20 jobs
to Blue Mountain operations
BLUEMOUNTAIN – An idea devel-
oped more than a year ago has led to a
multi-million-dollar expansion and

new jobs at Oil-Dri Corp. of America’s
Blue Mountain Production Co.
Chicago-basedOil-Dri, theworld’s
largestmanufacturer of cat litter,met
with its biggest customer,which happens
to beWalmart, theworld’s largest retailer,
to develop a lighter, better product.The
result is a new line of Cat’s Pride cat litters
thatwill hit stores later this year.
Company officials recently cele-
brated the completion of a $9 million
project and the addition of 20 jobs at
the Blue Mountain plant.
The company employs about 150
people between its Blue Mountain and
Ripley operations.

Daily Journal reports

Achieve your homeownership goal, and help make a positive difference—
right in your own backyard! Our Sharing Advantage® program enables you
to support a worthy local cause.

When you close a purchase or refinance loan with Wells Fargo Home
Mortgage, we’ll make a $300 contribution to the faithbased or non-profit
organization of your choice.1

Designate a recipient that serves your community, and extend the benefits
of your customer relationship to your neighbors. With our Sharing
Advantage program, charity really does begin at home!

662-407-2251 • 1413 West Main Street, Suite A • Tupelo, MS 38801
1. The recipient organization must have status under 501(c)3 of the Internal Revenue Code. Contact a home mortgage consultant for
details.Information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division
of Wells Fargo Bank, N.A. ©2011 Wells Fargo Bank, N.A. All rights reserved. NMLSR ID 399801.
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B
ecause I work as amanager in in-
formation technology, I receive a
lot of technology-related litera-
ture in both printed and email

formats. It’smore than I can read, and
most of it consists of nondistinctive ar-
ticles that don’t affect or interestme. So
imaginemy astonishment when I stum-
bled upon this quote in Smarter Tech-
nology, an online publication that IBM
sponsors: “Our company exists to pro-
vide opportunities for thematerial and
intellectual growth of all our employ-
ees, and through our joint efforts, con-
tribute to the advancement of society
and humankind.”
Everybody knows that the sole reason
corporations exist is tomakemoney for
their owners.What are we tomake of
those words? They’re obviously the rav-
ings of amadman, are they not?
I Googled the name of themanwho
wrote those words and foundmore lu-
dicrous aphorisms, including, “We
need to learn to keep our endless de-
sires under control and appreciate
what we are given.”
So who is themanwho spews this
drivel? A tenuredMarxist professor sit-
ting in an endowed university chair in
the People’s Republic of Massachusetts?
Hardly. These are the words of Kazuo
Inamori, a highly respected Japanese
entrepreneur.
It’s obvious that Inamori’s perspective
on life differs considerably from the
perspectives of his peers. Inamori cred-
its the development of his philosophy to
the hardships of life. Hewas one of
seven children in a family of little
means. Hewas a child duringWorldWar
II, living in a city that suffered damage
from aerial assault. He saw his father
lose the family property, including their
printing business. Inamori sold paper
bags to help support the family.
When he was 13, he came downwith
tuberculosis and saw several family
members die from that disease.
“If there is such a thing called good
luck, one grasps that in adversity,” he
said. “All the hardships that I experi-
enced as a child and a youngman be-

came the founda-
tion formy success
in later life.”
In 1959, Inamori
founded Kyocera
Corp., which pro-
duces a variety of
products for con-
sumers and busi-
ness. He was 27
when he founded
the company. Under
his leadership, Ky-
ocera grew to be-
come not only one
of Japan’s largest
corporations, but a
multinational busi-
ness that now em-

ploysmore than 60,000 people. In
1984, he founded KDDI, Japan’s sec-
ond-largest telecommunications
provider. And when Japan Airlines de-
clared bankruptcy in January 2010, who
was chosen to resuscitate the carcass?
Inamori.
Inamori also established the Inamori
Foundation, which awards the presti-
gious Kyoto Prize and the Inamori
Ethics Prize. At the foundation’s web-
site, inamori-f.or.jp, you can find In-
amori’s 1984 letter that tells why he
created the foundation and what its
purposes are. It’s an inspirational read.
So what does Inamori think of tech-
nology?
“The advancement of science and
technology alone cannotmake human-
ity happy,” he said.
It’s amazing that the founder of two
successful technology companies cares
more about human happiness than
technology for technology’s sake.
Makingmoney and caring for people
are often said to be incompatible.
Kazuo Inamori is proof that they are
not.

TED HOLT is president of BINaRE, a Tupelo-
based organization of professionals interested in
the application of technology to the workplace.
BINaRE welcomes new members. For more in-
formation, visit www.binare.org.
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Open Mon - Sat 10-6 • 3651 Cliff Gookin Blvd • 844-5378 • www.roomtoroom.net

Profits and people aren’t
mutually exclusive

Tech
Talk
TED
HOLT

DAILY JOURNAL

TUPELO –The 2011 Northeast Missis-
sippi Credit Seminar and Homebuyer’s
Workshopwill beheldAug. 20 at theBan-
corpSouth Arena at 9 a.m.
The event is free and refreshmentswill
be served. No reservations are required.

Credit seminar topics includebuilding
and repairing your credit score, finding
government incentives for homebuyers,
calculating closing costs and preventing
foreclosure.
Workshop topics include credit, bank-
ruptcy, budgeting, home buying and fi-
nancial assistance for homebuyers.

Seminar for homebuyers, credit to be held Aug. 20

|

BUSINESSREWIND
|

BancorpSouth posts Q2
earnings of $12.8 million
TUPELO – BancorpSouth reversed
a loss from a year earlier with a sec-
ond-quarter profit of $12.8 million,
or 15 cents a share.
Analysts, on average, expected
BancorpSouth to earn 4 cents a
share.
By sharply reducing its credit loss
provision by nearly half – from $62.4
million to $32.2 million – Bancorp-
South turned around a loss of $12.6
million, or 15 cents a share, from the
same quarter a year ago.
Nonperforming loans fell 10.6 per-
cent from the first quarter of 2011 by
$45.2 million, to $379.8 million. Non-
performing loans made up 4.1 per-
cent of net loans and leases, while
the credit loss allowance was 2.14
percent of loans and leases.
Net interest revenue improved 0.5
percent to $109.9 million.
The company’s net interest margin
was 3.71 percent – unchanged from a
year ago, but slightly higher than the
first quarter’s 3.69 percent.
Total assets were unchanged at
$13.4 billion. Total deposits grew 0.8
percent to $11.3 billion.

Loans and leases, net of unearned
income, fell 4.5 percent to $9.2 billion.
Noninterest revenue was $75.1 mil-
lion, compared with $57.1 million for
the second quarter of 2010.

Buffalo Wild Wings
to open Jan. 22
TUPELO – A franchise owner for
BuffaloWildWings plans to open his
Tupelo location Jan. 22.
Construction should begin in the
next few weeks, said Rick Story,
Nashville-area builder and developer.
In April, he signed a letter of intent
on property betweenWendy’s and
Lenny’s Sub Shop. Construction
plans for the restaurant in the Tupelo
Commons development were sub-
mitted last month.
The plans for the Tupelo location
feature a nearly 3,000-square-foot
restaurant with 264 seats, plus a patio
with 48 additional seats.
Story’s company, Story Construc-
tion, has built restaurants in 43
states. He owns BWW franchise rights
in Florence, Ala., where he opened a
location in March. Another restau-
rant is planned for Decatur, Ala.

Daily Journal reports
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527 Hwy 145-N #F1 Aberdeen 39730
colonialplace@ms.metrocast.net
Phone: 662-369-4920
Fax: 662-369-4929

COLONIAL PLACE APARTMENTS
Cheryl Cousin
Site Manager
Interstate Realty Management

Alignments, Brakes, Air Conditioning,
Oil Changes, Transmission Service

FRIENDLY CITY TIRE
534-7671

www.friendlycitytire.com

Where You’re Always #1

Business Directory

Jason Lee Shelton
Attorney-At-Law

Shelton & Associates P.A.
218 N. Spring St.
P. O. Box 1362

Tupelo, MS 38802-1362

Fax (662) 841-1941
Email: jshelton@dixie-net.com

Phone (662) 842-5051
Res. (662) 842-5321
Toll Free 1-888-537-5051 • Licensed In Mississippi & Alabama

Attorneys

Apartments

BRAKE & SERVICE REPAIR
• Brakes • Front End

Alignment • Air Conditioning

662-844-1852 • 4006 West Main • Tupelo
Mon-Fri 7:30am - 5:30pm • Sat 7:30am - Noon

OTHER SERVICES INCLUDE STARTERS, TIRES, OIL CHANGES,
BATTERIES, ALTERNATORS, DRIVESHAFTS, AND CUSTOM WHEELS.

Cooper Service

Automotive Services

Automotive Services

Bank

Call Robin Barnett today!
662-841-8743

rbarnett@trustmark.com

Bath & Kitchen Design

1717
Bath & Kitchen
Design Studio

Showroom Manager
1717 McCullough Blvd.
Tupelo, MS 38801
662•844•2544

662•840•8555 fax
email:lynn@mthplumbing.com
TOTO JASON ROHL MTI

Bank

Blinds

Blinds
Budget

Blinds
FREE
In-Home
Consultation
Shutters, Wood Blinds,
Draperies and more!

www.budgetblinds.com
An Independently Owned and Operated Franchise

Budget Blinds of Tupelo

Tupelo: 662.823.6455
Oxford: 662.281.0586

cell: 662.380.0958
fax: 662.281.0585

rlloomis@budgetblinds.com

a style for every point of view

Your 5-Star,
A Rated Bank
by Bauer Financial and Weiss Ratings

We take care of your money.

We take care of you.

Animal Care/Veterinarian

Auto Rental

PH: 662-842-5404
FAX: 662-842-0909

1480 EAST MAIN ST.
TUPELO, MS 38804

Email: discountrentcar@gmail.com

“You pay the premiums, you choose the shop.”
www.ratliffbodyandglass.com

Body Repair • Auto Glass •Insurance Claims

365-8245

Ratliff Body
and Glass

Automotive Services

“We Specialize
in Frame Work”

• Insurance Claims Welcome
• Free Estimates
• Body & Paint Repair

1875 Nelle St. Tupelo, MS

RICK’S CHASSIS WORKS

844-0260

Foreign - Domestic

Automotive Services

Bank Of Okolona
Okolona

P.O. Box 306
Okolona, Mississippi 38860

(662) 447-5403

Houston Banking Center
321 W. Madison St.
Houston, Mississippi

(662) 456-3347
www.bankofokolona.com

Bank

431 W Main
Suite 201

662.844.3419

fanb.net

Jamie Osbirn
Ron Roper
Leslie Stacy

Tupelo Lending Office

Equal Housing

LENDER

Member
FDIC

Bank

Automotive Commercial Vehicles

1410 SOUTH GLOSTER / TUPELO / 842-3611

Whether you’re hauling or delivery...Call
DWAYNE BLACKMON CHEVROLET

for your commercial vehicle needs!

Pontotoc Animal Clinic
Dr. Karlin Brewer
Small & Large Animals

2361 Hwy 9, South
Pontotoc, MS 38863 (662) 489-6122
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Business Directory

Event Venue

Contractors

Fence

Hair

Commercial Cleaning Services

Concrete

Small Business Specialist

767-8733
www.mcfarlingtech.net

• Computer Sales & Service
• Data Backup & Recovery
• Virus & Spyware Removal
• Email / Website Hosting
• Website & Intranet Design
• Network Design & Maintenance
• Secure Wireless Networking
• Windows, Linux & Mac Support

224 Starlyn Ave. New Albany, MS 38652
662-534-4448

Gifts

Computer Services

Completely Confidential
Free Consultations

Creative Hair Replacement
1443 East Main Street

Tupelo, Mississippi

(662) 842-1222
www.tupelohairloss.com

Hair

Complete Prescription Service
We Accept All Medicare Part D Plans

• Gifts & Fenton Glass
• Tyler Candles
• Aromatique
• Arthur Court
• Lenox & Gorham China

• Adora Dolls &
Lee Middleton Dolls

• Ole Miss & Miss. State
Collegiate Items

210 West Main Street
Okolona, MS (662) 447-5471

Okolona
Drug Co.

Okolona
Drug Co.

JANITOR inc.MR.
heavyonthemr.com

Carpet • Upholstery • Oriental/Natural Fiber Rugs
Hardwood Floors • Ceramic Tile and Grout Cleaning

All Your Indoor Cleaning Needs!

662-844-7713
Helping To Keep Northeast Mississippi Clean and Beautiful

David Stephens President mrjanitor1984@yahoo.com
1835 Nelle Street • Tupelo, MS 38801

Fax 662-844-7169 Cell 662-321-0275

IVY FENCE CO.IVY FENCE CO.
4811 CLIFF GOOKIN • TUPELO, MS

662-842-3431

Fully Insured

Vinyl Fencing
All Types of

Chain Link Fencing

Industrial Ornamental
Iron

All Types of
Wood

Fencing

SS & G Contractors
Saltillo, MS • 869-0052

Call for Estimates
Licensed & Bonded

• Driveways &
Gravel

• Metal Carports
• Dozer & Bobcat
• Treatment Plants

• Storm Shelters
(Licensed and
Fema Approved)

• Septic Tanks
• Excavating
• Lot Clearing

Commercial Cleaning Services

Carpet Cleaning

Car Rental

401 Elizabeth St. • Tupelo
662-842-7305

Foundation Repair

BJ’s Maintenance
Full Service Home Repair & Renovations
• Home Improvements • Home Repairs
• Electrical • Plumbing • A/C
• Commercial & Residential
2210 Crabapple Drive
Tupelo, Mississippi 38801
Office: 662-871-1978
Fax: 662-840-2216

Home Repair

Insurance

662-840-8888
1973 Cliff Gookin Blvd • Tupelo, MS
Nationwide Directory 1-800-272-USAVE (8728) • www.usave.com

10%
•Low daily, weekly & monthly rates
•Free local pick-up
•Late Model cars, Mini & 15 Passenger vans,
Pick-up Trucks & SUVs

•Check out our autos for sale

Cliff Gookin

T
ho

m
as

La
w
nd

al
e

CAR & TRUCK RENTAL

OFF
AUTO RENTAL

Water Damage

Carpet Stretching & Repair

Stain & Odor Removal
Licensed • Insured • Bonded

Commercial
Residential

Everett L. Wood

Office: 662-401-6975

TThhee GGooooddlleetttt MMaannoorr

221199 NNoorr tthh BBrrooaaddwwaayy •• TTuuppeelloo

Available for Weddings, Receptions, Parties and Meetings
For Information Call 844-2772

Donne Head

Corner Stone
Foundation Repair

662-767-9133

Lawn & Garden

INSURANCE AND FINANCIAL SERVICES
Hancock Insurance Agency

Monthly Rates Available
720 W. Bankhead St.

New Albany

ATV • Life • Health
Annuities • RV • Automobile

Motorcycle • Home
Mobile Home

Medicare Supplements

662-534-2661
Scott Hancock Allen Hancock

662.534.8800 • Tues.-Sat. 8 a.m. - 5:30 p.m.
816-1/2 W. Bankhead St. • New Albany

Plants • Flowers • Trees • Shrubbery
Decorative Outdoor Planters & Pots

Gift Registry • Yard Art • Pottery
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Restaurant

203 Commerce St. • Tupelo, MS • 841-1524 fax
Across from BancorpSouth Arena

Mon. - Wed. 6:00 am - 6:00 pm • Thu. - Sat. 6:00 am - Until

840-8800
breakfast

6:00 - 10:00 aM

WE Roast,
You Boast

Now Open at Mall at Barnes
Crossing Food Court • 690-8009

Dinning • Carryout
• Catering

Business Directory

662-842-1120

Bronzie Morgan
Relocation Specialist

Call for a Free Estimate

“The Morgan Family has been moving
families like yours for over 50 years”

Motorcycles/ATV’s

Moving

Real Estate

Pressure Washing

Plumbing

Jimmy Langley Appraisal Service
1218 West Main St.
P.O. Box 1101
Tupelo, MS 38801

Business (662) 844-4624
Home (662) 844-5258
Fax (662) 844-4625
Cell (662) 255-6154Land and Residential

State Certified Residential
Real Estate Appraiser
#RA-191

Jimmy Langley

Plumbing

Paint

Metal Building & Roofing

, PA
Comprehensive Medical Care
For Your Family or Business
Appointments & Walk-Ins Welcome

1154 Cross Creek Dr.
(Next to Home Depot)

840-8010
Mon-Fri. 8 - 6:30

Sat. 9 - 6
Sun. 1 - 6

Lee Wallace, CFNP
David W. Bell, MD

Medical

Locksmith

RH PLUMBING, INC.

Commercial Plumbing, Gas & Industrial Piping

Thank you for choosing RH Plumbing. We appreciate your business

RICHARD HANLON
(662) 447-3213

P.O. BOX 417
Okolona, MS 38860

Livestock

• Safes Serviced & Installed
• Locks Installed • Locksets

• Combinations Changed
• Locks Rekeyed

• Lost Keys Replaced
• Master Key Systems
• High Security Keys

MILLER’S SAFE & LOCK SERVICE, INC.

(662) 842-7720
12191⁄2 NELLE STREET • TUPELO

AUTO RESIDENTIAL COMMERCIAL

NEW & USED SAFES

120 Industrial Park Rd., Saltillo, MS

No Job Too Big or Small

662-869-7797

Buy Direct
& Save

• Steel Building • Metal Roofing
• Accessories • Residential
• Commercial • Industrial

We Offer Same
Day Pick-Up

1-888-880-2277
• Parts & Service • New & Used Motorcycles & ATV’s

• Utility Vehicles & Accessories
From Tupelo...Hwy 78 E (exit 7) Take Left...1st Light on Left

Visit our website and shop online 24/7
www.motorsportssuperstore.com
210 Bexar Ave. • Hamilton, AL

Polaris • Suzuki • Yamaha • Sea-Doo • Can-Am

Lawn & Landscaping

DAVID O. COGGIN
Nettleton, MS

CALL 401-9052

**FREE Quote on Houses**

SATURDAYS
FOR ALL LIVESTOCK NEEDS

568 RockyFord Rd. • Hwy 76 West, Pontotoc
489-4385 or 213-7080

Goats, Hogs, and Horses at 11:00 am, Cattle at 1:00 pm

Owner, Ron Herndon

PONTOTOC
STOCKYARD

WE GET THE BEST P
RIC

E

FONSECA LAWN & LANDSCAPE

$30 off 1st Time

Christian Fonseca - 662-255-1123
1509 Allison Circle, New Albany, MS 38652

(If no answer, please leave a message)

“The Best Service and Price Guarantee”

• Free Estimates
• Lawn Maintenance
• Mulch/Pine Straw
• Retaining Walls
• Gutter Clean Up

• Commercial & Residential
• Sod
• Spring & Fall Clean Up
• Flower Bed Design
• Monthly Contracts

1101 W. Main • Tupelo
842-3774

Party Trays
for all Occasions!

Restaurant

Moving

Williams Transfer & Storage
6525 Quail Hollow, Ste 400 • Memphis, TN 38120

662-297-4832 • 800-752-6350

Rick “Gunny” Harris • USMC Retired
gunnyrick@live.com • “Semper Fi”

Never an overtime charge

He’s An Expert:
•Complete Plumbing Repairs

•Leak Locating

•Video Camera Inspection

He’s Professional:
•Fast Service 24/7
•Know the price before we start

Previously
Sonny T’s Plumbing

MrRooter.com

TROY LUNCEFORD - OWNER

Office: 662-553-4598
Cell: 662-871-5693
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Uniforms

Weight Loss

www.mediplandiet.com
5715 Shelby Drive

Call 901-362-7546

NOW OFFERING:

Lipotropic Injections,
Adipex®–Phentermine®

Xenical®

“Se Habla Español” $25Initial
Visit

Business Directory

Storage Wine & Liquor

1204 North Gloster Street
Tupelo, MS 38804

PH: 662.842.4298FX: 662.842-4376

Windows

Salon Services

Hair Care, Manicures, Pedicures, Facials,
Skin Care, Micro-Dermabrasion, Massage,
Color Analysis & Correction

DAY SPA & SALON

662-844-3734 • 844-6204
2613-A TRACELAND DR. • TUPELO, MS 38801

The Creative TouchThe Creative Touch

Staffing Services

1-888-880-2277 / 205-921-7777
210 Bexar Avenue • Hamilton, Alabama

Sea Doos

otorSportsSuperStore
of Hamilton AL

Visit our website and shop online 24/7
www.motorsportssuperstore.com

Sales Parts Service

Restaurant

Restaurant

Mon.-Thurs. 11-10 • Fri.-Sat. 11-11 • Sun. 12-10

709 S 4th St. • Baldwyn, MS
365-7059

499 Gloster Creek Village,
Tupelo, MS 38801
Phone: (662) 844-4888
Fax: (662) 844-3006

Restaurant

Restaurant

Restaurant

Restaurant

Tupelo • Tuesdays 3 - 9 pm • 495 S. Gloster • 680-3354
New Albany • Thursdays 5 - 9 pm • 534-2700

Corinth • Tuesdays 4 - 9 pm • 286-9007

• Max 2 FREE Kids with Adult Entree
• 12 Years and Under

at

• Drink Not Included
• Kid's Menu Only

Catering

Let Us Deliver Your Lunch To You!

• pasta • appetizers
• sandwiches • salads • pizza

504 S. Gloster • Tupelo

620-9955

• Pizza Spaghetti
• Salad Bar • Sandwich

218 South Gloster Street
Tupelo, MS 38801

CLAY DIAL

Phone (662) 840-5506 (office)
Phone (662) 840-5508 (fax)

Keeping Professional People Looking Professional

795 S. Gloser, Tupelo • (662) 844-4272
2316 Hwy. 45 N. Columbus • (662) 328-7777
1151 D. Frontage Rd. Oxford • (662) 513-0341

www.scrubsandco.com

Pick Up & Delivery

R. FRED PITTS,
PRESIDENT

506 S. Spring • Tupelo

666622--884444--66116633

17 Years Experience
“Since 1988”

OOFF TTUUPPEELLOO IINNCC

S•A•F•E
STORE

Specializing in Storage For:
Medical Records

• Accounting Records
Legal Records

• Manufacturing Records
Architectural RecordsRESTAURANT & CANTINA

837 Kings Crossing Dr., Suite 12
Tupelo, MS (Next to Eyemart Express)

662-840-1740

837 Kings Crossing Drive
(Next to Logans) •Tupelo, MS

680-5688

Mon.-Thurs. 11-3, 4:30-10 • Fri. 11-3, 4:30-11
Sat. 11-11 • Sun. 11-10

Mt. Fuj i
Japanese Steakhouse

Tobacco & Beer

Monday-Saturday 7 am -10 pm • Sunday 10 am -6 pm

Town Creek Center
2546 Hwy 145 #A Saltillo • 662-869-0086

Monday-Saturday 7 am -10 pm • Sunday 1 pm -8 pm

204 Starlyn Avenue • New Albany, MS
662-534-4500

2 LOCATIONS
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Franklin Furniture
Institute seeks
industry input

Franklin Furniture
Institute seeks
industry input

Page 2
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BY DENNIS SEID
BUSINESS JOURNAL

STARKVILLE–Inside the“torturecham-
ber” at the Franklin Furniture Institute at
Mississippi State University, Jilei Zhang’s
eyes lit upwhen he talked about the vari-
ousmachinesanddevicesused to test the
strength anddurability of furniture.
One machine opened and closed the
footrest of a recliner, seeing how many
thousandsof times themotion–punctu-
ated with a steady click, whoosh and
thump–couldbe repeatedbefore failure.
Zhang, an assistant professor with
MSU’s Forest andWildlife ResearchCen-
ter, relishes finding ways to build better
furniture in the testing lab at the FFI. But
the “torture chamber” is a not a nick-
name of his choosing.
“We had some students on a tour, and
they saw what we were going and they
called it that,” he said with a laugh.
The testing is one of the many activi-
ties goingonat the institute tobenefit the
furniture industry.
In January2004, theFranklinCenter for
Furniture Manufacturing and Manage-
ment opened with a mission officially
dedicated to furniture research, teaching
and service.

The 35,500-square-foot center has
classrooms, conference rooms, offices,
laboratory space, an auditorium and a
showroom. It is named for Hassell

Franklin, the founder andCEOHouston,
Miss.-based motion furniture company
Franklin Corp. Franklin contributed $1
million toward the nearly $4.5 million
cost of the building.
The center serves as the home of the
Franklin Furniture Institute – formerly
the Institute for FurnitureManufacturing
andManagement.The institute itselfwas
created in2001, buildingon theFurniture
Research Institute, whichwas created by
the state legislature in 1987.
The FFI works with MSU’s colleges of
business, forest resources, engineering
and architecture.
Three years ago, Bill Martin took the
reins at the Institute, looking to tweak the
institute’s work a little.
“We built a three-year plan when we
came in with things we wanted to do,
wherewewanted tobe,” he said.“Sonow
I think we’ve been relatively successful
but now it’s time to develop a new three-
year plan.”

Martin has an anonymous survey he
hopes furniture industry officials will re-
spond to in order to develop that plan.
“Wewant to knowwhat we need to be
doing,” he said. “Are we doing the right
things? If not, tell us.”
“Mainly the FFI was founded on out-
reach – it’s what we do,” he continued.
“But at that time, it had more of an aca-
demic approach – research projects for
the industry. When we came in – and I
came with a history in business – we
wanted to see whatmore we could do to
go into theplants andhelp thembecome
more profitable.”
Martin said the institute should – and
does – providemore practical assistance
to the industry, including testing furni-
ture, providing training, sponsoring
workshopsandseminars andconducting
research.
The FFI is funded solely with grant
money. It receives no state or university
appropriation.
Franklin said theFFI is anuntapped re-
source that has plenty of potential.
“We want to be what our vision state-
ment says – tobe anationally recognized
center of knowledge and outreach to the
furniture and home furnishings indus-
try,” he said.

dennis.seid@journalinc.com
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THE FRANKLIN FURNITURE INSTITUTE is con-
ducting a survey through Mississippi State
University’s the National Strategic Planning &
Analysis Research Center. The study is to de-
termine the awareness and importance of
the FFI to the furniture industry.

• The information obtained directly from the
furniture and home furnishings industry will
provide a benchmark for the effectiveness of
FFI’s programs and services and will help
develop marketing and program strategies to
help the industry maintain and increase its
competitiveness.

• All responses will be recorded anonymously.

• Participation in the survey is voluntary. You
may choose not to take the survey, to stop
responding at any time or to skip any ques-
tions that you do not wish to answer.

• To participate in this research, visit
www.nsparc.msstate.edu:8043/SITES/FFI/D
efault.aspx?UID=8dbb8f41-c5f3-41b6-
ad3b-d48b39e185fc.

• If you have any questions, call (662) 325-
6787 or (662) 325-3348. For help with
responding electronically to the survey,
contact Shon Myatt at
SMyatt@nsparc.msstate.edu
or (662) 325-9242.

FFI looks to do more for furniture

|

FURNITURESURVEY
|

DESTE LEE | DAILY JOURNAL
Jilei Zhang uses the testing lab on many types of furniture.

‘We built a three-year plan
when we came in with things
we wanted to do, where we
wanted to be. So now I think
we’ve been relatively successful
but now it’s time to develop a
new three-year plan.’
Bill Martin
Director, Franklin Furniture Institute
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BY CARLIE KOLLATH
BUSINESS JOURNAL

Accessories are big sellers furniture
stores in Northeast Mississippi.
Customers are updating their homes
with new art, lamps and mirrors, store
owners andmanagers say.
“They are decorating different,” said
Sydney Kirksey at Kirksey Bros. Furni-
ture in Tupelo. “A lot of the stuff we are
selling is the stuff we were a little un-
comfortable buying because it was
edgier. ... I guess we’ll bemore comfort-
able buying the edgier stuff.”
Michele Swords, a sales representa-
tive at Ashley Furniture HomeStore in
Tupelo, said the store has been selling
more contemporary-styled furniture
and accessories lately.
“There’s always going to be the tradi-
tional type customer, but it seems like
everybody’s doing something different,”
she said.
Black bedroom furniture has been
popular, along with freestanding mir-
rors, rugs and decorative comforters.
“It’s not just brown, brown, brown,”
she said.
At Something Southern in Oxford,
cottage-style furniture and accessories
are popular. Brent Sanders said light-
colored linen couches are good sellers,
along with candlesticks and lamps.
Shopping habits have changed as
well, said Swords, who sells more items

to couples than ever before. In the past,
she said, it was common for a wife to
shop at the store and buy an item the
same day.
Now, she said, the women pre-shop.
They measure the furniture pieces and
see how they will fit in the house. Then
they return with their husbands.
“Themenhavemore say-so than they
used to,” she said. “It’s changedwith the
younger generation. We see a lot of
younger couples.”
Overall, furniture stores from Oxford
to New Albany to Tupelo say customers
are replacing more furniture than up-
grading.
Daniel Pannell at Bobby Pannell Fur-
niture in Ecru said his customers are re-
placing recliners, sofas and loveseats.
Prices range from low to mid-range, he
said.
Business is slow, and Pannell cites the
economy.

“I believe it’s going to pick up a little”
this fall, he said.
Furniture sales are slow at R&B Af-
fordable Furniture in New Albany, too,
but office manager Misty Spears said
the severe weather this year has helped
sales of storm shelters.
Spears said federal grants are driving
shelter sales. As far as furniture, the
most popular items, Spears said, are low
to mid-priced mattresses.
Swords said her store has been busy
because of the severe weather, too.
“With the tornado victims, we’ve been
doing the whole house,” she said.
“Mainly the living room. Mattresses
have been selling like hotcakes.”
Leather has been a big seller in the liv-
ing room, she said. She’s also noticed an
uptick in sales of children’s bedrooms
sets.
“It’s a wide variety of everything,” she
said.

Sales have been good at Room To
Room in Tupelo, too. Owner Lisa
Hawkins said accessories are big sellers,
but the store also has been selling a ton
of furniture.
“They are buying everything,” she
said. “It’s unusual right now because
we’ve had a lot of tornado victims hav-
ing to do replacing. It’s unbelievable lis-
tening to these people’s stories.”
Mattresses are selling well, too, espe-
cially ones geared at solving health
problems like back pain.
“We are seeing people buying higher
quality mattresses,” she said.
Hawkins expects sales will change to-
ward more recliners as football season
arrives. Swords, also, is looking forward
to sales this fall.
“August is one of our biggestmonths,”
she said. “July, I think everyone is gone
on vacation.”
Sales then ramp up toward the holi-
days, with January being the biggest
sales month for the store, she said.
Other retailers also are hoping for bet-
ter sales in the comingmonths, but they
all expressed uncertainty about the
economy and consumer trends.
What does that do for the furniture
shopping?
“I hope (it’s) good, but I don’t know,”
said Spears in New Albany. “It’s hard to
tell.”

carlie.kollath@journalinc.com.

Furniture retailers hope for anuptick

BY CARLIE KOLLATH
DAILY JOURNAL

TUPELO – Room To Room is moving
around its merchandise, emphasizing
room settings and lifestyle looks.
The initiative is called “Savvy Styles”
and is a result of feedback from focus
groups.
“Wediscovered that peoplewanted to
shop here and they dreamed about hav-
ing something fromRoomToRoom, but
they didn’t think they could afford it,”
said owner Lisa Hawkins.
Hawkins is remerchandising and re-
branding the store’s building known as
the warehouse. Employees are moving
sofas, chairs, tables and other pieces
into roomsettings and finishing the look
with accessories.
For example, when customers enter
through the store’s main entrance and
turn left, they will walk into a series of
rooms. One room showcases a living
room, while another one has a contem-
porary eating area and another is a bed-
room.

The rooms are outfitted with furni-
ture, rugs, light fixtures, side tables, cof-
fee tables, storage units, art and
bedding, if appropriate.
The complete look makes it easier for
customers to visualize their space and
buy everything they need.
“They are buying a look and a
lifestyle,” said Amber Beane, the store’s
marketing andmerchandisingmanager.
The look also caters to a new demo-
graphic for RoomTo Room.
Thenew target group–newandyoung
families and couples who want nice,
contemporary furniture but can’t spend

asmuch as established households.
The younger demographic is drawn to
a specific look, Hawkins said, so the
store is buying differently for Savvy
Styles.
“A little younger, a littlemore contem-
porary and updated,” Hawkins said.
“We’re trying to get Pottery Barn and
Restoration Hardware at half the price.
...We’re trying to find really good acces-
sories at a great price.”
“We’re trying to bring some looks that
are in the higher design brands down to
a smaller price point,” she said.
The goal is to change over the entire
33,000-square-foot building to the Savvy
Styles look by October.
“It’s very labor-intensive to change
something this big,” she said.
But, some areas won’t change.
Recliners still will have a major pres-
ence, along with upholstery. The youth
section will stay.
Plus, mattresses will keep their end of
the building.
“We put mattresses in a more se-
cluded area so people feel comfortable

laying down and taking a test drive,” she
said.
Along with the more contemporary
pieces, Hawkins also said she is making
an effort to carry furniture that is made
in Northeast Mississippi and in other
parts of the country.
“We need to keep the people in this
area working,” she said.

carlie.kollath@journalinc.com

Room To Room eyes new customer demographic
‘We’re trying to bring
some looks that are in the
higher design brands down
to a smaller price point.’

Lisa Hawkins
owner of Room To Room

‘They are decorating different. A lot of stuff
we are selling is the stuff we were a little

uncomfortable buying because it was edgier.
I guess we’ll be more comfortable buying the edgier stuff.”

Sydney Kirksey
Kirksey Bros. Furniture in Tupelo
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T
he “Great Recession” officially
started in June 2007 and officially
ended inDecember 2009.
I say “officially” because the ar-

biter of calling when a recession begins
and ends is the National Bureau of Eco-
nomic Research, and those are the dates
it said the latest recession ended.
Look aroundNortheastMississippi
and furniture companies still churn out
sofas, recliners, love seats and chairs. At
least inTupelo, the number of furniture
stores has increased.
Industry success stories have
emerged from the economic downturn,
from SouthernMotion’s continued
growth toWashington Furniture Sales’
move and expansion.
But. ... and there’s always a “but,” isn’t
there?
Business is still tough.Margins are
slimmer and the thin line between
going in the red and going in the black is
as smudged as it ever has been.
Last year about this time,many furni-
turemanufacturers were sure the worst
was over and business was ready to take
off again.
“Thatmay have been amirage,” said
Jim Sneed, CEO of Affordable Furniture.
“For us at least, 2007 was the last really
good year we had. So far this year, it was

a pretty good first
half up until our July
slowdown. It’s been
slow ever since.”
The July slow-
down is taken by
many furniture
companies around
theweek of July 4. As
it implies, work
slows considerably,
and some compa-
nies shut down alto-
gether.
Given the state of
the economy – un-

employment is still high, the housing in-
dustry still lags, consumers are reluctant
to spend – it’s nowonder the furniture
industry is looking for some solid trac-
tion.
The good news is some 18,000 people
are employed directly by the industry
statewide, with another 30,000 to 40,000
indirectly employed.
The only thing to stabilize and build
those numbers is to get the economy
back on track.
“Uncertainty is worse than reality,”
Sneed said, regarding the national
debt. “Until we get that deal settled,
you’re going to have more people sit-

ting on the sidelines.”
While a deal has been painfully bro-
kered to reduce the debt, recent reports
show the economy still is struggling.
Suggestions that a recession double-
dip could happen can’tmake any indus-
try feel better.

MOVING UP THE LIST
FurnitureToday publishes an annual
list of its “Top 100” furniture stores
across the country, based on sales.
On the list for the third consecutive
year is The Spencer Group from Saltillo,
headed by Jim Spencer. The family-
owned business owns 10 stores, includ-
ing eight Ashley HomeStores and two
Stash stores stretching fromMemphis to
Bowling Green, Ky., and Fort Smith, Ark.,
toTupelo andOxford.
The Spencer Group debuted on the
Top 100 list in 2008 at No. 88 with $61.1
million in furniture, bedding and acces-
sory sales. In 2009, it moved up toNo. 74
with $64.2million. In the latest rankings
for 2010, the companymoved up toNo.
69 with sales topping $73.8million.
The only otherMississippi company
on the 2010 list isMiskelly Furniture of
Jackson. Ranked 92nd,Miskelly’s sales
were $46.7million.
FurnitureToday also has a list of the

top 25 furniture sources – companies
that provide furniture to retailers - and
the newest rankings should be out later
this year. But according to theNovem-
ber 2010 report, the top source, as has
been the case for several years, is Ashley
Furniture, withmore than $2.6 billion in
sales in 2009.
Furniture Brands International, which
is the parent of LaneHome Furnishings,
was at No. 2 withmore than $1.1 billion
in sales.
TwoNortheastMississippi-based
companies also were on the list.
Franklin, rankedNo. 15, posted an esti-
mated $178.4million in sales. American
Furniture was at No. 25 with $136.9mil-
lion in sales.
Perhaps when the economy turns,
we’ll see all those numbers rise.

Contact Business Journal editor DENNIS SEID at
(662) 678-1578 or dennis.seid@journalinc.com.
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Furniture industry still waiting for recovery

DENNIS
SEID

Photo by Deste Lee | Daily Journal

Bill Martin, director of the Franklin Furniture Insti-
tute at Mississippi State University

|

ONTHECOVER
|

D
o
c
u
m
e
n
t
:

E
0
0
4
C
D
F
0
8
0
5
1
1
.
e
p
s
;
P
a
g
e
:

1
;
F
o
r
m
a
t
:
(
2
5
4
.
0
0

x
2
9
5
.
2
7

m
m
)
;
P
l
a
t
e
:

C
o
m
p
o
s
i
t
e
;
D
a
t
e
:

A
u
g

0
3
,

2
0
1
1

1
3
:
0
1
:
2
7
;
J
P
C

7
2

D
P
I



AUGUST 2011 BUSINESS JOURNAL PAGE 5

BY DENNIS SEID
DAILY JOURNAL

TUPELO – Comfort Engineering in-
stalled the firstair conditioner inTupelo in
1936, but don’t ask BobWiley howmany
more the companyhas installed since.
“Iwouldn’t know,”he saidwith a smile.
These days, it’s difficult enough to
keep track of the air conditioning instal-
lations, repairs and inspectionsComfort
Engineering does. With temperatures
hovering near triple digits, the com-
pany’s 20 employees are busy working
on jobswithin a 50-mile radius ofTupelo.
Little wonder that the company can’t
stop and celebrate its 75th birthday,
which it marked in early July.
“We’ve not really had time to think
about it,” Wiley said. “Things haven’t
slowed down.”
Wiley’s father, Tom, joined the com-

pany in 1956. Bob’s son,Matt, alsoworks
for the company, representing the third
generation to be in the business.
The founder of the company was N.B.
Buchanan, who drove a Model-T to the
New Jersey headquarters of the air con-
ditioning company Carrier to land a
franchise. Carrier is named for Willis
Haviland Carrier, who in 1902 invented
the firstmodern electrical air conditioner.
“They figured if he was going to drive
all thatway fromTupelo in aModel-T, he
could go ahead and sell it,”Wiley said.
Buchanan’s first commercial installa-
tionwas theR.W.ReedDepartment Store
–morecommonlyknowntodayasReed’s.
Buchanan’s first residential installation
was in thehomeofHarry S. Rutherford, a
long-timeDaily Journal editor.
In 1952, Comfort Engineeringmoved to
itscurrent locationonNorthGlosterStreet.
The companyhasbeenaCarrier dealer

fromthe first day it opened inTupelo, and
both businesses standby their product.
“Last summer, we changed out a 1955
unit atTupeloHardware,”Wiley said.“We
also recently worked on a ’58 unit in
Okolona, and itwas still chuggingalong.”
And some 1953 Carrier units recently
were put back into action after being out
of commission for a few years.
Wiley, who joined the family business
in 1979, saidComfort Engineering’swork
is about evenly split between residential
and commercial jobs.
And while technology has changed to
make cooling andheating unitsmore ef-
ficient today, Wiley advised getting sys-
tems checked out before the extreme
heat and cold hit.
“We pretty much stay busy year-
round,” he said.

dennis.seid@journalinc.com

• Founded: 1936
• Location: 824 N. Gloster St.
• Owner: BobWiley
• Phone: (662) 842-1602
•Website: www.comforttupelo.com

|
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THOMAS WELLS | DAILY JOURNAL
Bob Wiley, owner of Comfort Engineering, started with the company in 1979.

Still comforting after 75 years
|

COMFORT
|

ENGINEERING
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Fitch affirms short-term
bond rating for NMHS
TUPELO – In the course of routine
surveillance, Fitch Ratings on July 18
affirmed its short-term F1-plus rating
on the followingMississippi Hospital
Equipment and Facilities Authority
bonds that are issued on behalf of
NorthMississippi Health Services and
supported by self-liquidity:
• $29,800,000 revenue bonds, 2003
series 1.
• $29,175,000 revenue bonds, 2003
series 2.
• $40,000,000 variable-rate revenue
bonds, 2001 series 1.
• $21,985,000 variable-rate revenue
bonds, 1997 series 1.
The F1-plus rating is based on the
sufficiency of NMHS’s cash and liquid
investments to fund the purchase
price on eachmandatory tender date
for the bonds, as well as a written pro-
cedures letter that details accessing
these funds in the event of a tender.
As of May 31, NMHS had $330mil-
lion of eligible cash and liquid invest-
ments that it designates available
within a week for purposes of self-liq-
uidity in order to cover the $121mil-
lion of debt supported by
self-liquidity.

NMHS’s long-term rating is AA, with
a stable outlook, Fitch said.

Lomenick named McKesson
pharmacist of the year
HOLLY SPRINGS –McKesson Phar-
maceuticals recently named Bob
Lomenick of TysonMedical Center a
2011McKesson pharmacist and phar-
macy of the year winner in the cate-
gory of innovation in customer
service. McKesson’s annual awards
program recognizes independent
pharmacies for exceptional healthcare
contributionsmade to their commu-
nities during the past 12months.
McKesson’s selection criteria in-
cludes customer educational programs,
use of technology to increase efficien-
cies and ensure accuracy, product se-
lection, in-store programs and design,
localmarketing and advertisement and
community involvement.
Founded in 1986, TysonMedical
Center is located at 530 J.M. Ash Dr. in
Holly Springs.
TysonMedical Center owner Bob
Lomenick also is a foundingmember
and former chairman of the board of
theMississippi Independent Pharma-
cies Association.

Daily Journal reports
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Shoplifting Is On The Rise!
Do you and your employees know what to do to stop it at your business?

Shoplifting: What You Need To
Know And Ways To Prevent It

Attend a FREE 60-Minute Workshop

To register, call John Lindsey, Training & Development Manager, at 678-1536 or you can e-mail John to register at John.Lindsey@journalinc.com.
Seating Is Limited! Please Register Today!

When: Tuesday, August 30th
4 Options: 7:30 a.m. - 8:30 a.m.

3:00 p.m. - 4:00 p.m.
12 noon - 1:00 p.m.
6:30 p.m. - 7:30 p.m.

Where: Journal Boardroom,
Northeast Mississippi Daily Journal
1242 South Green Street, Tupelo

• The Mississippi laws regarding shoplifting
• Why shoplifting incidents will continue to rise

• Step by step process you should take to address this crime
• Your rights and obligations regarding shoplifting
• The protective measures and display strategies

• Tricks shoplifters use to distract employees
• Employee theft. How to stop the inventory shrinkage

What You Will
Learn At The
Workshop:

D
o
c
u
m
e
n
t
:
E
0
0
6
C
D
F
0
8
0
5
1
1
.
e
p
s
;
P
a
g
e
:
1
;
F
o
r
m
a
t
:
(
2
5
4
.
0
0
x
2
9
5
.
2
7
m
m
)
;
P
l
a
t
e
:
C
o
m
p
o
s
i
t
e
;
D
a
t
e
:
A
u
g
0
3
,
2
0
1
1
1
3
:
0
1
:
4
3
;
J
P
C
7
2
D
P
I



AUGUST 2011 BUSINESS JOURNAL PAGE 7

D
o
c
u
m
e
n
t
:

E
0
0
7
C
D
F
0
8
0
5
1
1
.
e
p
s
;
P
a
g
e
:

1
;
F
o
r
m
a
t
:
(
2
5
4
.
0
0

x
2
9
5
.
2
7

m
m
)
;
P
l
a
t
e
:

C
o
m
p
o
s
i
t
e
;
D
a
t
e
:

A
u
g

0
3
,

2
0
1
1

1
3
:
0
1
:
5
3
;
J
P
C

7
2

D
P
I



PAGE 8 BUSINESS JOURNAL AUGUST 2011

I
think business owners andman-
agers need awake up call to tell
themmarketing doesn’t just hap-
pen outside their doors. Some of

the most significant impact you can
have on the success of your business
happens inside the walls of your busi-
ness. I’m not talking about point of
sale, merchandising or loyalty pro-
grams, although each can be impor-
tant. I’m talking about something
cheaper and much easier to imple-
ment: customer service.
But this is a marketing column,
right? Yes, but there are few things
harder to overcome with marketing
than a bad customer experience.
Renowned management consultant
Peter Drucker says that a repeat cus-
tomer is on average six to nine times
more profitable than attracting a
new customer. What this means is all
of the money you invest in attracting
customers to your business via ad-
vertising, printing and other avenues
doesn’t have to be made again to get
them to return – as long as they have

a good experience.
When you have a
base of repeat cus-
tomers, you can
more efficiently
concentrate your
marketing on those
you want to attract.
Some of you may
think this is a moot
point: Everyone
knows you must
treat the customer
well. But I’m not so
sure. I’ll be frank –
several of my re-
cent experiences
with local busi-
nesses have made

me wonder if we truly are the hospi-
tality state. This isn’t limited to the
usual suspects of big box retailers or
fast food establishments. I’ve had
enough bad experiences with locally
owned and operated businesses to
feel the need to write about it.
My definition of a bad customer ex-

perience is any experience in which a
customer leaves believing you do not
truly value his or her business. This is
a broad definition, so here are three
things that you should avoid:
DON’T BE RUDE. Your customers
shouldn’t know if you’ve had a bad
day. If you or an employee has a bad
attitude, make a switch to someone
fresher. Some are better suited for cus-
tomer interaction than others. This
doesn’t mean you have to be bubbly
and outgoing, but you must treat cus-
tomers like you value their business. I
don’t believe customers are always
right, but I do believe they are always
human and deserve respect.
DON’T NEGLECT YOUR CUSTOMERS. Your
customers should never have to search
for someone to help them. Be attentive
to their needs. Customers shouldn’t
have to remind you to give them serv-
ice that is inherent to your business
(e.g. refill glass, request price check,
get a new size in a dressing room, etc).
DON’T WASTE CUSTOMERS’ TIME. For
most people, time is as valuable as

their money. One of the best examples
I can give here is something that has
happened tome several times. I waited
more than an hour in a physician’s
waiting room only to have the doctor
spend a few fleeting, uninterestedmo-
ments with me.While the visit cost me
money, I was more impacted by the
feeling of a sheer waste of time. If the
doctor had taken time to answer a few
questions, this sectionmight not have
made it into this column.
Today there are so many choices
for customers. In most cases, cus-
tomers can choose to take their busi-
ness elsewhere in the region or to
someone else in the nation. It’s much
easier and more cost effective to give
customers a good experience. There
is no reason to spend time and
money to gain a their business only
to lose it to a competitor.

JOSH MABUS is the owner of the Mabus Agency,
an advertising and marketing agency in Tupelo.
Contact him at (662) 823-2100
or josh@mabusagency.com.

Customer service is a key marketing tool

Marketing
Matters
JOSH
MABUS

|

OPENFORBUSINESS
|

Tiki Dog sells hot dogs
in downtown location
TUPELO – JedDuke ofTupelo has
opened a hot dog stand in front of
Reed’s onMain Street.
The all-beef dogs cost $2.With chips
and drink, it’s $4.
Hours areMonday, Tuesday and
Thursday from 11 a.m. until 2 p.m., or
until people stop coming, Duke said.

Presley Heights Chef House
opens on East Main Street
TUPELO – Presley Heights Chef
House has opened at 811 E.Main St.,
across fromAnytime Fitness.
The restaurant, owned byWyatt
Williams, serves burgers, sandwiches,
lunch plates, salads and desserts.
Williams has been a chef forMarriott
Hotels, severalMississippi casinos and
theTupelo Country Club.
The restaurant is open daily from
10:30 a.m. to 10 p.m.
Formore information call (662) 680-
5150 ore email
presleyheightchef@att.net

Flat Tire Grille opens at
The Mall at Barnes Crossing
TUPELO –The Flat Tire Grille has
opened in the old RubyTuesday’s loca-
tion atTheMall at Barnes Crossing.
James Bryan is the owner.

Alongwith burgers, diners will find
appetizers, sandwiches, po-boys, steaks,
seafood, salads, Tex-Mex and baby back
ribs.
All the burgers are served on pretzel
buns.
The restaurant also has a full bar. An-
other special feature is a “treat center”
featuring frozen custard,milk shakes
and sundaes. Customers who don’t
want to eat in the restaurant can order
the cold treats and sit in the area. Diners
in the restaurant also can order dessert.
The hours areMonday through
Thursday from 11 a.m. to 11 p.m.; Fri-
day and Saturday from 11 a.m. tomid-
night and Sunday from 11 a.m. to 10
p.m.
The restaurant’s phone number is
(662) 269-2915

Atlanta Bar & Grill
opens in downtown Tupelo
TUPELO – Atlanta Bar &Grill is now
open in downtownTupelo.
The business is at the intersection of
Spring andMain streets, where De
Lighthouse used to be. The business’
Facebook page says it is open seven
days a week.
Hours areMonday through Saturday
10:30 a.m. tomidnight and Sunday
10:30 a.m. to 10 p.m.
The restaurant has lunch and dinner
specials daily.
It also offers a happy hour and has

themes every day, such asMonday night
football, family night onTuesdays and
80s night onThursdays.

Portable gaming business
opens in north Mississippi
FULTON –NorthMississippi Rolling
Video Games has opened in the region.
RodneyDill owns the franchise of the
national chain that providesmobile
gaming entertainment for parties, spe-
cial events, fundraisers and other activi-
ties.
Dill will bring a 32-foot trailer that is
heated or cooled to a specific destina-
tion. The trailer has themost popular
games on the Xbox, Playstation andWii
gaming consoles. Up to 16 players can
play at the same time.
Formore information, call (662) 386-
4118 or Rollingvideogames.com.

Carlock Kia reopens
on South Gloster
TUPELO – Carlock Kia is back in busi-
ness, but its location is temporary.
Having reopened in the former loca-
tion of its sister dealership, CarlockToy-
ota, on South Gloster Street, the Kia
franchise will bemoving again in 12 to
18months.
Owner Clay Carlock said a new loca-
tionwill be built next to Carlock Nissan
onNorth Gloster Street.
Until then, the South Korean-made

Kia cars and SUVswill be sold from a
newly-renovated showroom.
BobbyMoore is the general sales
manager of Carlock Kia.
Hours areMonday-Saturday from 9
a.m. to 7 p.m. Service hours areMon-
day-Friday from 8 a.m. to 5 p.m.
Formore information, call (662) 205-
4500 or visit www.carlockkia.com.

New McDonald’s opens
on Eason Boulevard
TUPELO –The newestMcDonald’s
restaurant opened on Eason Boulevard
on July 27, replacing an older location
on South Gloster Street in front of Kil-
gore’s Supermarket.
With 100 employees, the Eason loca-
tion also doubled the number of em-
ployees from the old store.
The restaurant is off Highway 45,
across fromCooperTire and next to the
SprintMart.
Franchise owner RobHudson has
opened three newMcDonald’s locations
since 2010, but said it’s time to take little
breather. Hudson’s company, Hudson
Management Corp., has the franchise
locations inTupelo, Saltillo, NewAlbany
and Pontotoc.
“We’ve been talking for some time
about renovating, and possibly building
a replacement for our Pontotoc store,”
he said. “But right nowwe just want to
catch our breath.”
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ChamberConnectionChamberConnection
A CDF

CDFDEBUTSNEWONLINEMEMBERSHIP
DIRECTORYFORMAT

New format offers more information and greater ease of use

T
he Community Development
Foundation (CDF) constantly
strives to offer programs and
services that meet the needs of

the businesses that it serves. One way
that CDF aids its businessmembers is
through the creation ofmembers-only
advertising opportunities. The latest
benefit CDFmembers can enjoy is the
enhanced onlinemembership direc-
tory found at www.cdfms.org.
“The newmembership directory
makes it easier for the public to access
information about our 1,400 CDF
members. This is another great benefit
of being a CDFmember,” said Tommy
Green, vice president of chamber of
commerce for CDF.
Through the onlinemembership di-
rectory listing, CDFmembers can enjoy
a link to their website, map link to their
physical address through GoogleMaps,
and links to their Facebook, Linked In,
andTwitter accounts. Based on level of
membership investment, CDFmem-
bers can also have their business logo
featured in the onlinemembership di-
rectory, along with a description of the
business.
Searching for businesses in theonline
membershipdirectory is quite simple.
Viewers can search forCDFmembers by
category or alphabetically, and canalso
click to see a list of thenewestmembers
ofCDF.Website visitorswhoknow the
businessname forwhich they are looking
can simply type thebusinessname into
the searchbox and that company’s profile
will appear. A full listing feature legend
showswhich listings containdescrip-
tions, additional images, andmaps.
CDFmemberswho participate in
ChamberAdvantage, CDF’smember-to-
member affinity program,will have their
discount prominently displayed in their
onlinemembership directory listing.
Formore information on the CDF
onlinemembership directory or to in-
quire about how your company can be
listed in the directory, please contact
Emily Addison at eaddison@cdfms.org
or (662) 842-4521.

‘The new membership directory makes it easier for the public to access information
about our 1,400 CDF members. This is another great benefit of being a CDF member.’

Tommy Green
vice president of chamber of commerce for CDF

Check your membership listing at www.cdfms.org
and call the CDF office at (662) 842-4521 to make any changes.
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Dear Friends,
It’s hard to believe that
it is “Back-to-School”
time. As students pre-
pare for their classes of
the upcoming school
year, we at CDF are
preparing for the 2013
class of the Jim Ingram
Community Leadership
Institute. The Selection
Committee will meet this month
to determine who will be a mem-
ber of this class. The Opening
Dinner will be held September 29.
After a summer hiatus, the First
Friday series will return September
9. Our guest speaker will beMr.
Mayo Flynt, AT&TMississippi pres-
ident. AT&Twill be the sponsor.We
are delighted to announce that
Robinson and Associates and Sny-
der and Company will once again
be our corporate sponsors for First
Fridays. However, we are still seek-
ing sponsors for themonthly
events. If you are interested, please
contact the CDF office.

The 5th Annual CDF
Membership Golf Tourna-
ment will be Monday, Sep-
tember, 12 at the Tupelo
Country Club. Sponsorship
opportunities are still avail-
able. Also, teams are
needed for this four-person
scramble. For more infor-
mation, email
jcurlee@cdfms.org.

We want to thank Catherine
Turner, our summer intern, for
her hard work and dedication
over the past two months.We
wish Catherine the best as she
continues her studies at Missis-
sippi State University.We will miss
her at CDF.
Sincerely,

NewCDF members

Vice President/Chamber of Commerce

Ms. Beverly Bedford . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Honda of Tupelo
Mr. Michael Blankenship. . . . Old Venice Pizza Company/Black Tie Management
Mr. Richard Carleton . . . . . . . . . . . . . . . . . . . . . . . . . . . Mall at Barnes Crossing
Ms. Rhonda Chrestman. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Snelling Staffing
Ms. Jan Collins. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . N.E.W.
Ms. Molly Crews. . . . . . . . . . . . . . . . . . . . . . Express Employment Professionals
Ms. Kim Crump. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . LIFT, Inc.
Ms. Shirley Curry. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Crye-Leike
Ms. Sheila Davis . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . PPI, Inc.
Ms. Danielle Del Grande . . . . . . . . . . . . . . . . . . . Comfort Suites & Best Western
Ms. Karen Dickey. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Community Bank
Ms. Cheryl Foster . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Wingate by Windham
Ms. Shanelle Gardner . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . BancorpSouth
Mr. John Hamlin . . . . . . . . . . . The McCarty Company - Construction Group, Inc.
Mr. Toby Hedges . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Shelter Insurance
Ms. Dee Hooper . . . . . . . . . . . . . . . . . . . . . . . . . The Hannahouse Adult Daycare
Ms. Christy Hurt . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . The Nowell Agency
Ms. Carman Jones . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . BancorpSouth
Ms. Melonie Kight. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . AdvanceStaff, Inc.
Ms. Vivian Lee . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Weezie's Deli
Ms. Dianne Loden . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Trustmark Bank
Mr. Tim Long. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Cellular South
Ms. Bea Luckett . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . TRI, Inc. Realtors
Mr. Louis Marascalco . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . M&F Bank
Mr. Ben Martin . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . RE/Max Associates Realty
Mr. John-Michael Marlin . . . . . . . . . . . . . . . . . . . . . . . . . . . Gum Tree Mortgage
Mr. Brad McCully . . . . . . . . . . . . . . . . . . . . . . . . Sportsman Lawn & Landscape
Ms. Katie McMillan . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Key Staff Source
Mr. Bill McNutt. . . . . . . . . . . . . . . . . . . . . . . . . . . . . WLM Insurance, LLC - Aflac
Ms. Andrea Mobley . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . SRG
Ms. Haley Monaghan . . . . . . . . . . . . . . . . . . . . . Alliance Collection Service, Inc.
Ms. Carolyn Moss. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Comfort Inn
Mr. Joe Nobles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . URBan Radio Broadcasting
Mr. Allen Pegues . . . . . . . . . . . . . . . . . . . . . . . . . . . Premium Video Productions
Ms. Kara Penny . . . . . . . . . . . . . . . . . . . . . Tupelo Convention & Visitors Bureau
Mr. Carl Renfroe. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Renfroe Homebuilders
Ms. Amy Richey . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Amedisys Hospice
Mr. Greg Thames . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Trustmark Bank
Ms. Mary Sue Tudor . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Lamar Advertising
Ms. Lizzette Van Osten . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Home Chef Market
Mr. Tommy Wiggins . . . . . . . . . . . . . . . . . . TeleSouth Communications - Tupelo
Mr. Cole Wiygul. . . . . . . . . . . . . . . . . . . . . . . . . . . Independent Furniture Supply

Board of Directors for 2011-2012
CDF is governed by a 60-member Board of Directors. The Executive Committee is composed
of the CDFOfficers and eleven additionalmembers of the Board. CDF’s goals and objectives
are accomplished through the efforts ofmembers appointed to committees operating under
one of CDF’s three divisions: Chamber Division, EconomicDevelopment Division, and Planning
and PropertyManagement Division.

2011-2012 Executive Committee
Steve Altmiller
Bernard Bean
Sue Gardner
ShaneHooper
Octavius Ivy
Pat Jodon

RobinMcGraw
GuyMitchell
Aubrey Patterson
Jane Spain
Buddy Stubbs

Mike Armour
JimBeane
Ronnie Bell
Bo Calhoun
Gary Carnathan
Mike Clayborne
V.M. Cleveland
David Cole
Clay Foster
TomFoy
Linda Gholston
L.E. “Bo” Gibens
BryanHawkins
Lisa Hawkins
FrankHodges

Trentice Imbler
Jamie Kennedy
Jimmy Long
NealMcCoy
GlennMcCullough
RobinMcGraw
JoeMcKinney
DavidMeadows
Paul “Buzzy”Mize
MabelMurphree
Clarence Parks
Jim Pate
Greg Pirkle
Fred Pitts
Jack Reed, Jr.

Scott Reed
Rob Rice
Eddie Richey
Cathy Robertson
DrewRobertson
TomRobinson
Chris Rogers
Mike Scott
Ellen Short
Bobby Smith
Jeff Snyder
Kiyoshi Tsuchiya
BrentWaldrop
MitchWaycaster
AlWiygul

David Irwin, Chairman
David Copenhaver, FirstVice Chairman
ChaunceyGodwin, SecondVice Chairman
David Rumbarger, President/Secretary
Billy Crews, Past Chairman

2011-2012 Board of Directors

Community Development Foundation’s 2011-2012 Ambassador’s Club

Chamber focus
Auction & Realty Co.
Mr. Ed Abernathy
P.O. Box 39

Shannon, MS 38868
(662) 213-0835

Real Estate/Appraisers/
Property Development

Altrusa International
of Tupelo

Ms. Mary Ruth Wright
(662) 844-0915
Organizations

Crossroads Rib Shack
Mr. Keith Price

3061 Tupelo Commons
Tupelo, MS 38804
(662) 223-0985

Restaurants and Catering

Exchange Club of Tupelo
Ms. Suzann McCormick

P.O. Box 1306
Tupelo, MS 38802
(662) 871-3817
Organizations

Jump Tupelo
Mr. Daniel Owens

1715 McCullough Blvd.,
Ste. A

Tupelo, MS 38801
(662) 844-4990
Entertainment

Magnolia Manor of Tupelo
Ms. Debra Haynes
1514 CR 41

Tupelo, MS 38801
(662) 842-6776

Retirement
and Assisted Living

Middleton Law Office,
PLLC

Mr. Dalton Middleton
2604W Main St., Ste. C
Tupelo, MS 38801
(662) 205-4749

Attorneys

Ms. Concierge
Ms. Vickie Moore
P.O. Box 143

Tupelo, MS 38802
(662) 255-1271

Personal Assistance

Tupelo Academy
of Cosmetology
Ms. Kathy Tollison
205 Commerce St.
Tupelo, MS 38804
(662) 840-3131

Barber Shops, Salons,
and Spas

Wellness Solutions 84, LLC
Mr. Jim Richards
1001 Valley Rd.

Tupelo, MS 38804
(915) 929-1076

Fitness

Green
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JUMP TUPELO

A ribbon cutting ceremony was held to celebrate the opening of Jump Tupelo. Pictured at the event are: Emily Addison, CDF;
Addie Reynolds, Jump; Ainsley Hunt, Jump; Keon Poindexter, Jump; Ryan Culp, Jump; Councilman Mike Bryan; Isabella
Bryan; Ashley Owens, Jump; Daniel Owens, Jump;Meachie Kahlstorf, Jump; and Bill Kahlstorf, Jump. Also pictured aremem-
bers of the CDF Ambassador’s Club. Not pictured are Jump employees: Hannah Grisham, Hailey Grisham, Harris Kirkpatrick,
and Hannah Hudson. Jump Tupelo is located at 1715McCullough Blvd., Ste. A in Tupelo and can be reached at (662) 844-4990.

A ribbon cutting was held at the newest location ofMcDonald’s in Tupelo. Pictured on the front row of the event are: Matt Duke;
Chase Stanford; Trevor Buse; Clayton Long; Ethan Bullock; Ryan Bullock; Jon Milstead, CDF; Emily Addison, CDF; Tommy
Green, CDF; PatriciaWax, McDonald’s; Mayor Jack Reed, Jr.; Rob Hudson, McDonald’s; Tracy Hudson; TimHale, McDonald’s;
and Eric Harris, McDonald’s. Also pictured are members of the CDF Ambassador’s Club and David Bowlin, McDonald’s. Mc-
Donald’s is located on Eason Blvd. at Hwy. 45 and can be reached at (662) 840-2499.

EASON BOULEVARD McDONALD’S

Mark Your
Calendar

First Friday
Friday

September 9, 2011
Speaker:

Mr. Mayo Flynt
President

AT&T Mississippi

Sponsor:
AT&T

Corporate Sponsors:

For more information, call:
(662) 842-4521

The Mall at Barnes Crossing
Food Court

7 a.m.
Continental breakfast

will be served.
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TUTTI FRUTTI

A ribbon cutting was held to celebrate the grand opening of Tutti Frutti in the Crye-
Leike Plaza. Pictured on the front row are: Jennifer Lollar, Tutti Frutti; Olivia God-
frey, Tutti Frutti; Khelsea Holomon, Tutti Frutti; CouncilmanMarkelWhittington; Alan
Burns, ABRMP Management, LLC; Ahmed Elmaghraby, Tutti Frutti; Angela Glis-
sen, CDF; and Emily Addison, CDF. Pictured on the back row are: Julie Bingham,
Express Employment Professionals; Kristy Smith, Community Bank; Zelda Dexter,
Community Bank; Gina Black, CDF; Katie Westbrook, CDF; and Catherine Turner,
CDF. Also pictured are members of the CDF Ambassador’s Club. Tutti Frutti is lo-
cated at 1203 NGloster St., Ste. G in Tupelo and can be reached at (662) 574-8513.

NEW BUSINESSES HAVE BEEN ADDED
to the ChamberAdvantage affinity program listing.
Please visit www.cdfms.org/chamberadvantage
for more information.

AaronWashington is thedefinitive en-
trepreneur. Owner of A+ Barbershop in
Amory,MS,Washingtonhasbroughthis
unique barbershop concept to Tupelo.
In the front of his facility, Washington
has also opened House of Fragrance, a
retail store that specializes in essential
oils that cannot be foundanywhere else
in town.
“I really like the direction and growth
of the City of Tupelo. I knew I could be
successful here,” said Washington. “It
has been a blessing being a part of the
CDF.”
A barber since 1993,Washington op-
erates a full-service barbershop with
panache. Clients can enjoy a laidback
atmosphere, where jazz is flowing from
the speakers, CNN is airing on the large,
flat-screen television, and cappuccinos
are freshly served. A truly unique con-
cept,Washington also operates A+Mo-
bile Barber Serviceswhere he contracts
with assisted living facilities to provide
hair care services.
Constantly seeking ways to serve his
clients, Washington will partner with
NorthMississippiMedical CenterCom-
munity Health, Home Health, Cancer
Center, and theNMMCCancerCenter’s
Barbershop Talk, to host “Barbershop
Talk Too,” Saturday, August 6 from 9:00
a.m. to 12:00 noon at A+ Barbershop.
Attendees will receive free blood pres-
sure checks and blood sugar screen-
ings.
While hair care isWashington’s main
focus, he also operates House of Fra-
grance with his business partner, Fred-
erick Adams.House of Fragrance offers
candles, jewelry, handbags, and soaps.
A best seller is the pound cake candle.
The main attraction at House of Fra-
grance is the selection of over 200 es-
sential oils.
“We really have a little bit of every-
thing, but we can order anything our
customers need, and can get it here
quickly,” saidWashington.
Customers that enter A+ Barbershop
and House of Fragrance immediately
notice the laidback, yet professional
vibe thatWashingtonhas created.While

clients can shop for fragrances, acces-
sories, and have their hair done, it is
Washington’s welcoming nature and
exceptional customer service that will
keep them coming back.
A+ Barbershop and House of Fra-
grance are located at 514 SGloster St. in
Tupelo andcanbe reachedat (662) 255-
0415. They are open Monday through
Saturday from9:00 a.m. to 6:00p.m. For
more information, please visit
www.aplusbarbershop.com or contact
them at aplusbarber@gmail.com .

Washington brings
entrepreneurial spirit to Tupelo

‘I really like the direction
and growth of the City of
Tupelo. I knew I could be
successful here.’
Aaron Washington
owner of A+ Barbershop and House of Fragrance
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Watch CDF ‘THREADS,’ a monthly 30-minute TV show that airs
the fourth Saturday of each month on WTVA at 5 p.m.
The show features news about economic development activity
and chamber of commerce events. You will enjoy, on a monthly
basis, stories from around the community about expansions,
new jobs, and opportunities for business development in our community.

AUGUST 2011 CHAMBER CONNECTION PAGE 13

JULY TYP

The July Tupelo Young Professionals event was held at the historic Lyric Theatre in Downtown Tupelo. Hosted by the Tu-
pelo Community Theatre, TYPs were treated to a night on stage that included information on TCT’s upcoming season, re-
freshments, and special entertainment.

TUPELO ACADEMY OF COSMETOLOGY

The Tupelo Academy of Cosmetology (TAC) hosted a ribbon cutting ceremony to celebrate their grand opening. Pictured
with students of the school and the CDF Ambassadors are: Tommy Green, CDF; Mayor Jack Reed, Jr.; Kathy Tollison, TAC;
Alan Tollison, TAC; Boone Tollison, TAC; Chessie Tollison, TAC; Clytee Bridges, TAC; JW Bridges, TAC; Amanda Kendrick,
TAC; Nikki Lambert, TAC; Sue Bearden, TAC; Telicia Braddock, TAC; Amber Fletcher, TAC; Cindy Wilson, BancorpSouth;
Christy Schell, BancorpSouth; Debbie Brangenberg, DTMSA; and Emily Addison CDF. Also pictured are AllieWest, DTMSA;
Craig Helmuth, DTMSA; Daphene Hendricks, DTMSA; and Chief Tony Carleton, Tupelo Police Department. Tupelo Academy
of Cosmetology is located at 205 Commerce St. and can be reached at (662)840-3131.

North Mississippi Medical Center
(NMMC) in Tupelo was the recipient
of a 2011 VHA Leadership Award for
Clinical Excellence for meeting or ex-
ceeding national performance stan-
dards for clinical care and improving
the patient experience.
VHA, Inc., a national health care
network, serves more than 1,350 not-
for-profit hospitals and more than
30,000 non-acute health care
providers nationwide, supporting
their efforts to improve their clinical
and economic performance. NMMC
was one of 28 VHA member hospitals
to receive the 2011 Leadership Awards
for Clinical Excellence. The winners
were announced recently at the an-
nual VHA Annual Leadership Confer-
ence in San Diego.
TheVHA Leadership Award for Clin-
ical Excellence is given annually to
recognize organizations that achieve
top performance on the clinical core
measures established by the Centers
for Medicare and Medicaid Services
and in the Hospital Consumer Assess-
ment of Health Providers and Services
(HCAHPS) survey that measure pa-
tient satisfaction at hospitals across
the country.
“We are very proud of our physi-
cians and staff who have worked dili-
gently to improve care provided to our
patients,” said Steve Altmiller, presi-
dent of NMMC-Tupelo. “This is an on-
going, relentless effort and part of our
commitment to give all our best to
those we serve.”
“The VHA Leadership Award for
Clinical Excellence recognizes hospi-
tals that have worked to provide con-
sistently high levels of clinical care for
their patients and that emphasize the
importance of improving the patient
experience,” said Trent Haywood,
M.D., J.D., chief medical officer at
VHA. “These award-winning hospitals
have clearly demonstrated an organi-
zational commitment to look at the
organizational practices, organiza-
tional structures and relationships
that support performance improve-
ment.”
By recognizing these award-win-
ning institutions, VHA hopes that
other hospitals and health systems
will apply these leading practices to
identify ways to improve patient care
and drive clinical excellence within
their own organizations.

NMMC-Tupelo
receives 2011
VHAClinical

Excellence Award
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COTTONWOOD ESTATES

A groundbreaking ceremony was held for Cottonwood Estates in Tupelo. Pictured with the CDF Ambassadors are: David Brevard, B&B Concrete; Felix Rutledge, Rut-
ledge Contractors; Boyce McCullough, Cottonwood Estates; Lanier McCullough, Cottonwood Estates; Bubba Orr, RTO Construction; Leo Hamm, MTH Plumbing;
Mayor Jack Reed, Jr.; Justin Martin, Community Bank; Mary Connor Adcock, Cottonwood Estates; Patrick Regean, City of Tupelo Planning Department; Charles
Lackey, USPS; Bobby West, West Design Homes; Larry Decker, West Design Homes; and Jennie Bradford Curlee, CDF. Cottonwood Estates is located on Colonial
Estates Rd. For more information, please call (662) 844-2948.
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WICKS N’ MORE

A ribbon cutting was held to celebrate the grand opening ofWicks n’ More in theMall at Barnes Crossing. Pictured on the front
row of the event are: Barbara Smith, CDF; Kim Neal Lee, Wicks n’ More; John Lee; Beckey Neal, Wicks n’ More; Natasha
Williams, Wicks n’ More; CouncilmanWillie Jennings; Haley Neal, Wicks n’ More; Kayla Neal, Wicks n’ More; WesleyWilliams;
and Emily Addison, CDF. Also pictured are members of the CDF Ambassador’s Club. Wicks n’ More is located at 1001 Barnes
Crossing Rd., Ste. 304 in Tupelo and can be reached at (662) 205-4025.

CREATIVE CAKES & SUPPLIES

A ribbon cutting was held to celebrate 20 years of business for Creative Cakes in Tupelo. Pictured with members of the CDF
Ambassador’s Club are: Elizabeth Anderson, Creative Cakes; Desairee Shannon, Creative Cakes; Jordan Smith, Creative
Cakes; Stephanie Cook, Creative Cakes;Mayor Jack Reed, Jr.; RoseMcCoy, Creative Cakes; CourtneyMason, Creative Cakes;
Melissa Nichols, Creative Cakes; Holly Whitworth Kelley, Creative Cakes; Neal McCoy, Tupelo Convention & Visitors Bureau;
and Emily Addison, CDF. Creative Cakes is located at 1422 E Main St. in Tupelo and can be reached at (662) 844-3080.

Join us for the August
meeting of the

TUPELO YOUNG
PROFESSIONALS

Thursday, August 11, 2011
6 to 8 p.m.

DOWN ON MAIN
SUMMER CONCERT

SERIES
FAIRPARK

AMPHITHEATER
Sponsored by:

Register to win 2
tickets to the Keith
Urban concert, with
a night at the Hilton

Garden Inn and
lunch in the Great

American Grill.

Please RSVP to typ@cdfms.org. For more
information please visit the TYP website at
www.typs.biz or contact the CDF Office at
(662) 842-4521.
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Tupelo Sports Council
Tupelo Department
of Parks & Recreation
655 Rutherford Rd.
Tupelo, MS 38801
(662) 841-6440

GET OUT AND GET INVOLVED
TupeloParks&Recreationoffers a va-
riety of adult programs to get you out-
side and active. We offer team sports
year around such as softball, flag foot-
ball, and basketball; and we offer indi-

vidual programs such asmasters swim,
tennis, and cross-country.
This fall, wewill again offer adult kick
ball. Kick ball is designed to be fun and
a great way to socialize. Formore infor-
mation on all our programming, please
call 662-841-6440 or visit our website at
www.tupeloparkrec.com.

NMMC Wellness Center
1030 S Madison St.
Tupelo, MS 38801
(662) 377-4142

CHAMBERADVANTAGE DISCOUNT: 1⁄2 off fitness
assessment. 10% discount on membership

Mississippi has been rated as the most
obese state in the nation by theU.S. Cen-
ters forDiseaseControl.Datagatheredbe-
tween 2007 and 2009 states that 34.4% of
thepopulation isaboveaBodyMass Index
of30.ThebestwaytodecreaseyourBMI is
bypropereatinghabitsandexercisingreg-
ularly. The recommended amount of car-
diovascular exercise is 150 minutes per
week for the average adult to stay healthy.
Combine that with eating a diet low in fat
andhigh in fresh fruitsandvegetablesand
you will be on your way. Another way to
keep your weight and diet under control
is to wear a pedometer and get 10,000
steps per day, and eat five fruits and veg-
etables eachday.
TheWellnessCenterprovidesawideva-

riety of land and water aerobics, such as
advanced circuit training, boot camp, in-
terval training, CV circuit, Spinning,
H20’robics, H20 Explosion, lite circuit, pi-
lates, muscle cut, sunrise splash, Tai chi

chih, yoga, step, and zumba. For the kids,
we have a mighty muscles membership
that isdesignedforchildrenages9-12years
old. Every Friday night from4pm-7 pm is
Family fit night. Bring your kids for anight
of family fitness that includes: swimming,
basketball, racquetball, andping-pong.
TheWellnessCenteroffershalfoff theas-
sessment feeand10%of themonthlydues
foranyCDFmember.Themembershipin-
cludes a fitness assessment, exercise pre-
scription, orientation to equipment,
nutritional counseling, and a re-assess-
menteverysixmonths. Thehoursofoper-
ation are Mon-Thurs 5 am-9 pm, Fri 5
am-8pm, Sat 7 am-5pm, andSun1pm-5
pm. Pleasegiveusacall today formore in-
formation on becoming amember of the
WellnessCenter at 662-377-7141.
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Fitness Tips from CDF’s Fitness Members

Anytime Fitness
2421W Main St.
Tupelo, MS 38801
(662) 844-1235

800 E Main St.
Tupelo, MS 38804
(662) 844-1236

CHAMBERADVANTAGE DISCOUNT: Free 10-
day trial membership.

At Anytime Fitness, we are dedicated
to help ourmembers reach their fitness
goals. We hear many of these miscon-
ceptions as wework with ourmembers
to reach their fitness goals. We also
offer fun and informative weight loss
classes, personal training, and a full
schedule of exercise classes.
With two locations in Tupelo, and
free 24-hour access to all Anytime Fit-
nesses, we are the right place for you!

WEIGHT LOSS SABOTAGE
There are several misconceptions
floating around about effective weight
loss techniques. Many people inad-
vertently sabotage their own weight
loss efforts by doing things that will
cause them to hang on to their fat.
Below are five common misconcep-
tions we hear at Anytime Fitness.
1. EATING LOW FAT IS THE FASTEST WAY

TO LOSE FAT.
Fat is an essential part of your diet,
if you are getting the right kind of fat.
Restricting all fat grams is detrimen-
tal to your weight loss and to your
overall health. The hormones that
regulate fat burning in your body are
regulated by good fats (mono and un-
saturated fats). You need to avoid bad
fats (saturated and trans fats), as they
are full of the extra calories that cause
you to gain weight.
2. I CUT DOWN THE MEALS I EAT AND I

DON’T SNACK TO LOSE WEIGHT.
Not eating enough food is terrible
for your metabolism. A high metabo-
lism is what burns calories and fat.
Skipping meals creates a low metab-

olism so you stop burning as many
calories. Starving yourself also trig-
gers your fight or flight reflex and your
body holds on to your fat, which are
your body’s stored energy reserves.
Your body will resort to burningmus-
cle, not fat, and that is probably not
the look you are going for.
3. ALL CALORIES ARE THE SAME, SO I

JUST WATCH MY OVERALL CALORIC IN-
TAKE. THAT SNICKER BAR WILL FIT IN IF I
KEEP MY CALORIE INTAKE DOWN.
Counting calories is a great way to
lose weight, but calorie restriction
that is too severe causes the body to
go into starvation mode, which was
mentioned in the second point.
Flooding your body with too much
sugar and simple carbohydrates all at
once gives you excess calories you
can’t burn fast enough. The excess is
turned into fat and stored.
4. I EXERCISE FOR 2 HOURS A DAY SO I

CAN EAT WHATEVER I WANT. EVENTUALLY I
WILL LOSE THIS WEIGHT.
Exercise alone may not get you to
your weight loss goal. 70% of the re-
sults you see in the gym are based on
what you eat and when you eat it. It
doesn’t take 2 hours every day tomeet
your goals.We can help you set up an
exercise routine that will fit into your
schedule and help you get the results
you are looking for.
5. SUGAR IS HIGH IN CALORIES, SO RE-

PLACING SODAWITH DIET SODAWILL HELP
ME LOSE WEIGHT.
Artificial sweeteners in soft drinks
andmost processed foods do not give
you a feeling of fullness, but can
cause you to feel even more hungry.
They can also dehydrate you, and
when you are dehydrated, your body
will not burn fat. Replace your soft
drinks and sweet teawithwater for best
results!

SNAP Fitness
549 Coley Rd.
Tupelo, MS 38801
(662) 844-7627

CHAMBERADVANTAGE DISCOUNT: CDF mem-
bers receive free enrollment at SNAP Fitness.
Savings of $25.

Make sure that you are a member of a
health club (Example-Snap Fitness Tu-
pelo or Saltillo), or some type of organi-
zationwhere you are around others who
want to be fit and see results. It is a lot
more motivating to be working out
aroundagroupofpeoplewho share sim-
ilar passions and goals.
Find a workout partner who you can
help and who will keep you motivated
and accountable on a daily basis. If you
have tomeet someone for aworkout or if
you have to call someone to say “I can’t
make it,” you are less likely to miss. Find
a friend todo this ormakeoneat thegym
who works out at the same time as you
do.
Self accountability- Write down your
goals,make copies, and keep a copynext
to the bed and/or on your desk at work.
Youneed something staring back at your
face saying that you can do this. Commit
to yourself and share your goalswithoth-
ers who know what you are trying to
achieve.
Pick a time that works for YOU- I have
to get up every day at 5:00 a.m. to getmy

workout in. I know if I put off my work-
out I may get pulled into a meeting at
lunch and that after work I will make too
many excuses. You need to find the time
ofday thatworksbest for youand stick to
your guns.

STAFFED HOURS:
Monday-Friday 10-2pm, 4-6pm
Saturday 10-2pm
• NO long-term binding fitness club
CONTRACTS, no hassles
• Industry’s best fitness equipment, in-
cluding cardio, strength training equip-
ment (including free weights)
• FREE group fitness classes; including
Zumba, Cycling, Boot Camp, and Inter-
valWeightTraining
•Access to convenient 24hour gym lo-
cations worldwide
• No waiting lines for fitness equip-
ment or crowded parking lots
•Clean, comfortable, safe environment
• Fast fitness workouts, friendly place
• Personal training services to get you
startedona fitnessprogram forbetter re-
sults!
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F
ranchising is a businessmethod
used throughout the world with
varying degrees of success.Well-
known franchise companies such

asMcDonald’s, Hilton, Dunkin’ Donuts
and ExxonMobil are household names.
But there are othermore obscure fran-
chise concepts which operate and func-
tion – or attempt to operate and
function – like their better-known fran-
chise brethren.
Franchise companies are an eco-
nomic force in theU.S. An estimated 41
percent of all domestic retail sales – ac-
counting for almost $1 trillion – is car-
ried out in franchised businesses
annually.
Franchising is a system ofmarketing
and distribution in which a company
(the franchisor) grants a license for a
fee to a small business owner (a fran-
chisee) allowing the franchisee to mar-
ket and sell the goods and services of
the franchisor under an established
method and standard of operation cre-
ated by the franchisor. The franchise
method can benefit both parties.
From the franchisor’s perspective,
franchising allows the expansion of

their goods and
services into new
markets which are
carried out by moti-
vated merchants
who paid for the ex-
pansion. From the
franchisees’ per-
spective, franchis-
ing allows them the
right to sell recog-
nizable goods or
services while hav-
ing access to a
tested business sys-
tem, knowledgeable
industry profession-
als andmarketing
expertise. Sounds

like the perfect relationship, right?
Franchise relationships can be prof-
itable to both the franchisor and the
franchisee. But before a company of-
fers to sell a franchise, certain laws and
regulations must be observed, and be-
fore anyone purchases a franchise, in-
quiry and due diligence into the
franchisor should be completed.
For a franchisor, the federal govern-

ment and 15 states have laws and reg-
ulations requiring franchisors to de-
liver to prospective franchisees a
detailed disclosure document contain-
ing material information about the
company before offering or selling a
franchise. Buying into a franchise is an
investment. As such, the disclosure
document must contain certain infor-
mation and cannot be misleading in
any manner. The process can be
lengthy and expensive for a franchisor
in order to begin selling franchises.

CONSIDERABLE INVESTMENT
For a prospective franchisee, buying
a franchise is a considerable invest-
ment. Most franchises are not pur-
chased for passive income like a stock
or bond, but rather as an operating
company generating active income for
its investor. As such, prospective fran-
chisees should invest the time in un-
derstanding the effort, energy and
risks involved in the business before
they invest their financial resources.
Not all franchises are created equal
and although franchises have a higher
rate of success statistically than

startup non-franchised businesses,
buying a franchise does not insure
success. Franchisees also are required
to adhere to a stringent business oper-
ation mandated by the franchisor.
Therefore, the franchisee does not
have the freedom to operate the busi-
ness as he sees fit.
Franchising is an established busi-
ness model, but it is not risk-free. Nor
is a franchisor and a franchisee always
the perfect fit. Anyone interested in
starting a franchise or buying into a
franchise should consult a knowledge-
able business attorney and an ac-
countant with experience in evaluating
franchised businesses. After all, both
the franchisor and the franchisee will
be investing a considerable amount of
time and resources into the relationship
and that relationshipmust be forged
properly to be successful.

BILL TURNER is a business law attorney and the
principal of William F. “Bill” Turner Law PLLC in
Oxford. He is licensed to practice law in Missis-
sippi, Tennessee, New York andWashington, DC.
Contact him at (662) 234-8137
or bturner@billturnerlaw.com.

Franchising has advantages, disadvantages

Business
Law
BILL
TURNER

|

BUSINESSREWIND
|

Renasant Q2 net income
rises to $5.76 million
TUPELO – Renasant Corp. saw its
second-quarter income rise 52 percent
to $5.76million, or 23 cents a share.The
parent company of Renasant Bank
posted $3.79million, or 18 cents a
share, for the second quarter of 2010.
For themost recent quarter, Renasant
recorded net interest income of $32.6
million, a 37.7 percent increase from
the year-ago period. The acquisitions of
Crescent Bank &Trust Co. and Ameri-
canTrust Bank, which were completed
after 2010’s second quarter, helped
boost this year’s comparative gain.
Total assets as of June 30 were about
$4.26 billion, while deposits were $3.48
billion. Total loans were about $2.56
billion.
Renasant’s loan-loss provision
dipped to $5.35 million in the second
quarter, compared to $5.5 million in
the first quarter and $7 million for last
year’s second quarter.

Delta notifies Tupelo, other
cities it wants to get out
TUPELO –Delta Air Lines announced
last month it has lost $14million annu-
ally in Tupelo and in 23 othermarkets
in which it seeks to end air service.
The airline cited weak demand,
added costs and a change in aircraft as
the reasons behind the decision.

Delta said Tupelo’s flights are 41 per-
cent full, compared to the national av-
erage of 83 percent in 2010.
The airline already is receiving fed-
eral subsidies to service Tupelo. Delta
has a two-year, $974,000 annual con-
tract to provide 15 weekly flights to
and fromMemphis.
Airport and U.S. Department of
Transportation officials say tickets will
be honored and passengers should not
worry about air service.
DOT will soon request bids for pro-
posal from airlines interested in pro-
viding service to the cities Delta listed.

Navistar Defense adding
30 workers for contract
WEST POINT – After landing a big
order for a variant of its MaxxPro ar-
mored vehicles in June, Navistar De-
fense got another $142 million
contract last month.
The latest contract – this one is for
the U.S. Marines – is for 140 MaxxPro
Recovery vehicles with rocket-pro-
pelled grenade, or RPG, nets. The order
includes parts and support.
In June, Navistar received a $357
million order for 471 of its MaxxPro
Dash armored vehicles. In May it got a
$183 million order for 250 of its
MaxxPro Dash ambulances.
The MaxxPro is a mine-resistant,
ambush-protected, or MRAP, vehicle.
Navistar has produced more than

8,200 of the vehicles since 2004.
The company received its first
MaxxPro Recovery unit last November.
Navistar employs 295 workers at its
West Point assembly plant, and the lat-
est order will add 30 workers.
The order for the Marines is ex-
pected to be complete in September,
while the latest order will be delivered
in October and November.

Oil-Dri Corp. adding 20 jobs
to Blue Mountain operations
BLUEMOUNTAIN – An idea devel-
oped more than a year ago has led to a
multi-million-dollar expansion and

new jobs at Oil-Dri Corp. of America’s
Blue Mountain Production Co.
Chicago-basedOil-Dri, theworld’s
largestmanufacturer of cat litter,met
with its biggest customer,which happens
to beWalmart, theworld’s largest retailer,
to develop a lighter, better product.The
result is a new line of Cat’s Pride cat litters
thatwill hit stores later this year.
Company officials recently cele-
brated the completion of a $9 million
project and the addition of 20 jobs at
the Blue Mountain plant.
The company employs about 150
people between its Blue Mountain and
Ripley operations.

Daily Journal reports

Achieve your homeownership goal, and help make a positive difference—
right in your own backyard! Our Sharing Advantage® program enables you
to support a worthy local cause.

When you close a purchase or refinance loan with Wells Fargo Home
Mortgage, we’ll make a $300 contribution to the faithbased or non-profit
organization of your choice.1

Designate a recipient that serves your community, and extend the benefits
of your customer relationship to your neighbors. With our Sharing
Advantage program, charity really does begin at home!

662-407-2251 • 1413 West Main Street, Suite A • Tupelo, MS 38801
1. The recipient organization must have status under 501(c)3 of the Internal Revenue Code. Contact a home mortgage consultant for
details.Information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division
of Wells Fargo Bank, N.A. ©2011 Wells Fargo Bank, N.A. All rights reserved. NMLSR ID 399801.
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B
ecause I work as amanager in in-
formation technology, I receive a
lot of technology-related litera-
ture in both printed and email

formats. It’smore than I can read, and
most of it consists of nondistinctive ar-
ticles that don’t affect or interestme. So
imaginemy astonishment when I stum-
bled upon this quote in Smarter Tech-
nology, an online publication that IBM
sponsors: “Our company exists to pro-
vide opportunities for thematerial and
intellectual growth of all our employ-
ees, and through our joint efforts, con-
tribute to the advancement of society
and humankind.”
Everybody knows that the sole reason
corporations exist is tomakemoney for
their owners.What are we tomake of
those words? They’re obviously the rav-
ings of amadman, are they not?
I Googled the name of themanwho
wrote those words and foundmore lu-
dicrous aphorisms, including, “We
need to learn to keep our endless de-
sires under control and appreciate
what we are given.”
So who is themanwho spews this
drivel? A tenuredMarxist professor sit-
ting in an endowed university chair in
the People’s Republic of Massachusetts?
Hardly. These are the words of Kazuo
Inamori, a highly respected Japanese
entrepreneur.
It’s obvious that Inamori’s perspective
on life differs considerably from the
perspectives of his peers. Inamori cred-
its the development of his philosophy to
the hardships of life. Hewas one of
seven children in a family of little
means. Hewas a child duringWorldWar
II, living in a city that suffered damage
from aerial assault. He saw his father
lose the family property, including their
printing business. Inamori sold paper
bags to help support the family.
When he was 13, he came downwith
tuberculosis and saw several family
members die from that disease.
“If there is such a thing called good
luck, one grasps that in adversity,” he
said. “All the hardships that I experi-
enced as a child and a youngman be-

came the founda-
tion formy success
in later life.”
In 1959, Inamori
founded Kyocera
Corp., which pro-
duces a variety of
products for con-
sumers and busi-
ness. He was 27
when he founded
the company. Under
his leadership, Ky-
ocera grew to be-
come not only one
of Japan’s largest
corporations, but a
multinational busi-
ness that now em-

ploysmore than 60,000 people. In
1984, he founded KDDI, Japan’s sec-
ond-largest telecommunications
provider. And when Japan Airlines de-
clared bankruptcy in January 2010, who
was chosen to resuscitate the carcass?
Inamori.
Inamori also established the Inamori
Foundation, which awards the presti-
gious Kyoto Prize and the Inamori
Ethics Prize. At the foundation’s web-
site, inamori-f.or.jp, you can find In-
amori’s 1984 letter that tells why he
created the foundation and what its
purposes are. It’s an inspirational read.
So what does Inamori think of tech-
nology?
“The advancement of science and
technology alone cannotmake human-
ity happy,” he said.
It’s amazing that the founder of two
successful technology companies cares
more about human happiness than
technology for technology’s sake.
Makingmoney and caring for people
are often said to be incompatible.
Kazuo Inamori is proof that they are
not.

TED HOLT is president of BINaRE, a Tupelo-
based organization of professionals interested in
the application of technology to the workplace.
BINaRE welcomes new members. For more in-
formation, visit www.binare.org.
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Open Mon - Sat 10-6 • 3651 Cliff Gookin Blvd • 844-5378 • www.roomtoroom.net

Profits and people aren’t
mutually exclusive

Tech
Talk
TED
HOLT

DAILY JOURNAL

TUPELO –The 2011 Northeast Missis-
sippi Credit Seminar and Homebuyer’s
Workshopwill beheldAug. 20 at theBan-
corpSouth Arena at 9 a.m.
The event is free and refreshmentswill
be served. No reservations are required.

Credit seminar topics includebuilding
and repairing your credit score, finding
government incentives for homebuyers,
calculating closing costs and preventing
foreclosure.
Workshop topics include credit, bank-
ruptcy, budgeting, home buying and fi-
nancial assistance for homebuyers.

Seminar for homebuyers, credit to be held Aug. 20

|

BUSINESSREWIND
|

BancorpSouth posts Q2
earnings of $12.8 million
TUPELO – BancorpSouth reversed
a loss from a year earlier with a sec-
ond-quarter profit of $12.8 million,
or 15 cents a share.
Analysts, on average, expected
BancorpSouth to earn 4 cents a
share.
By sharply reducing its credit loss
provision by nearly half – from $62.4
million to $32.2 million – Bancorp-
South turned around a loss of $12.6
million, or 15 cents a share, from the
same quarter a year ago.
Nonperforming loans fell 10.6 per-
cent from the first quarter of 2011 by
$45.2 million, to $379.8 million. Non-
performing loans made up 4.1 per-
cent of net loans and leases, while
the credit loss allowance was 2.14
percent of loans and leases.
Net interest revenue improved 0.5
percent to $109.9 million.
The company’s net interest margin
was 3.71 percent – unchanged from a
year ago, but slightly higher than the
first quarter’s 3.69 percent.
Total assets were unchanged at
$13.4 billion. Total deposits grew 0.8
percent to $11.3 billion.

Loans and leases, net of unearned
income, fell 4.5 percent to $9.2 billion.
Noninterest revenue was $75.1 mil-
lion, compared with $57.1 million for
the second quarter of 2010.

Buffalo Wild Wings
to open Jan. 22
TUPELO – A franchise owner for
BuffaloWildWings plans to open his
Tupelo location Jan. 22.
Construction should begin in the
next few weeks, said Rick Story,
Nashville-area builder and developer.
In April, he signed a letter of intent
on property betweenWendy’s and
Lenny’s Sub Shop. Construction
plans for the restaurant in the Tupelo
Commons development were sub-
mitted last month.
The plans for the Tupelo location
feature a nearly 3,000-square-foot
restaurant with 264 seats, plus a patio
with 48 additional seats.
Story’s company, Story Construc-
tion, has built restaurants in 43
states. He owns BWW franchise rights
in Florence, Ala., where he opened a
location in March. Another restau-
rant is planned for Decatur, Ala.

Daily Journal reports

D
o
c
u
m
e
n
t
:
E
0
1
8
C
D
F
0
8
0
5
1
1
.
e
p
s
;
P
a
g
e
:
1
;
F
o
r
m
a
t
:
(
2
5
4
.
0
0
x
2
9
5
.
2
7
m
m
)
;
P
l
a
t
e
:
C
o
m
p
o
s
i
t
e
;
D
a
t
e
:
A
u
g
0
3
,
2
0
1
1
1
3
:
0
3
:
0
1
;
J
P
C
7
2
D
P
I



AUGUST 2011 BUSINESS JOURNAL PAGE 19

527 Hwy 145-N #F1 Aberdeen 39730
colonialplace@ms.metrocast.net
Phone: 662-369-4920
Fax: 662-369-4929

COLONIAL PLACE APARTMENTS
Cheryl Cousin
Site Manager
Interstate Realty Management

Alignments, Brakes, Air Conditioning,
Oil Changes, Transmission Service

FRIENDLY CITY TIRE
534-7671

www.friendlycitytire.com

Where You’re Always #1

Business Directory

Jason Lee Shelton
Attorney-At-Law

Shelton & Associates P.A.
218 N. Spring St.
P. O. Box 1362

Tupelo, MS 38802-1362

Fax (662) 841-1941
Email: jshelton@dixie-net.com

Phone (662) 842-5051
Res. (662) 842-5321
Toll Free 1-888-537-5051 • Licensed In Mississippi & Alabama

Attorneys

Apartments

BRAKE & SERVICE REPAIR
• Brakes • Front End

Alignment • Air Conditioning

662-844-1852 • 4006 West Main • Tupelo
Mon-Fri 7:30am - 5:30pm • Sat 7:30am - Noon

OTHER SERVICES INCLUDE STARTERS, TIRES, OIL CHANGES,
BATTERIES, ALTERNATORS, DRIVESHAFTS, AND CUSTOM WHEELS.

Cooper Service

Automotive Services

Automotive Services

Bank

Call Robin Barnett today!
662-841-8743

rbarnett@trustmark.com

Bath & Kitchen Design

1717
Bath & Kitchen
Design Studio

Showroom Manager
1717 McCullough Blvd.
Tupelo, MS 38801
662•844•2544

662•840•8555 fax
email:lynn@mthplumbing.com
TOTO JASON ROHL MTI

Bank

Blinds

Blinds
Budget

Blinds
FREE
In-Home
Consultation
Shutters, Wood Blinds,
Draperies and more!

www.budgetblinds.com
An Independently Owned and Operated Franchise

Budget Blinds of Tupelo

Tupelo: 662.823.6455
Oxford: 662.281.0586

cell: 662.380.0958
fax: 662.281.0585

rlloomis@budgetblinds.com

a style for every point of view

Your 5-Star,
A Rated Bank
by Bauer Financial and Weiss Ratings

We take care of your money.

We take care of you.

Animal Care/Veterinarian

Auto Rental

PH: 662-842-5404
FAX: 662-842-0909

1480 EAST MAIN ST.
TUPELO, MS 38804

Email: discountrentcar@gmail.com

“You pay the premiums, you choose the shop.”
www.ratliffbodyandglass.com

Body Repair • Auto Glass •Insurance Claims

365-8245

Ratliff Body
and Glass

Automotive Services

“We Specialize
in Frame Work”

• Insurance Claims Welcome
• Free Estimates
• Body & Paint Repair

1875 Nelle St. Tupelo, MS

RICK’S CHASSIS WORKS

844-0260

Foreign - Domestic

Automotive Services

Bank Of Okolona
Okolona

P.O. Box 306
Okolona, Mississippi 38860

(662) 447-5403

Houston Banking Center
321 W. Madison St.
Houston, Mississippi

(662) 456-3347
www.bankofokolona.com

Bank

431 W Main
Suite 201

662.844.3419

fanb.net

Jamie Osbirn
Ron Roper
Leslie Stacy

Tupelo Lending Office

Equal Housing

LENDER

Member
FDIC

Bank

Automotive Commercial Vehicles

1410 SOUTH GLOSTER / TUPELO / 842-3611

Whether you’re hauling or delivery...Call
DWAYNE BLACKMON CHEVROLET

for your commercial vehicle needs!

Pontotoc Animal Clinic
Dr. Karlin Brewer
Small & Large Animals

2361 Hwy 9, South
Pontotoc, MS 38863 (662) 489-6122
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Business Directory

Event Venue

Contractors

Fence

Hair

Commercial Cleaning Services

Concrete

Small Business Specialist

767-8733
www.mcfarlingtech.net

• Computer Sales & Service
• Data Backup & Recovery
• Virus & Spyware Removal
• Email / Website Hosting
• Website & Intranet Design
• Network Design & Maintenance
• Secure Wireless Networking
• Windows, Linux & Mac Support

224 Starlyn Ave. New Albany, MS 38652
662-534-4448

Gifts

Computer Services

Completely Confidential
Free Consultations

Creative Hair Replacement
1443 East Main Street

Tupelo, Mississippi

(662) 842-1222
www.tupelohairloss.com

Hair

Complete Prescription Service
We Accept All Medicare Part D Plans

• Gifts & Fenton Glass
• Tyler Candles
• Aromatique
• Arthur Court
• Lenox & Gorham China

• Adora Dolls &
Lee Middleton Dolls

• Ole Miss & Miss. State
Collegiate Items

210 West Main Street
Okolona, MS (662) 447-5471

Okolona
Drug Co.

Okolona
Drug Co.

JANITOR inc.MR.
heavyonthemr.com

Carpet • Upholstery • Oriental/Natural Fiber Rugs
Hardwood Floors • Ceramic Tile and Grout Cleaning

All Your Indoor Cleaning Needs!

662-844-7713
Helping To Keep Northeast Mississippi Clean and Beautiful

David Stephens President mrjanitor1984@yahoo.com
1835 Nelle Street • Tupelo, MS 38801

Fax 662-844-7169 Cell 662-321-0275

IVY FENCE CO.IVY FENCE CO.
4811 CLIFF GOOKIN • TUPELO, MS

662-842-3431

Fully Insured

Vinyl Fencing
All Types of

Chain Link Fencing

Industrial Ornamental
Iron

All Types of
Wood

Fencing

SS & G Contractors
Saltillo, MS • 869-0052

Call for Estimates
Licensed & Bonded

• Driveways &
Gravel

• Metal Carports
• Dozer & Bobcat
• Treatment Plants

• Storm Shelters
(Licensed and
Fema Approved)

• Septic Tanks
• Excavating
• Lot Clearing

Commercial Cleaning Services

Carpet Cleaning

Car Rental

401 Elizabeth St. • Tupelo
662-842-7305

Foundation Repair

BJ’s Maintenance
Full Service Home Repair & Renovations
• Home Improvements • Home Repairs
• Electrical • Plumbing • A/C
• Commercial & Residential
2210 Crabapple Drive
Tupelo, Mississippi 38801
Office: 662-871-1978
Fax: 662-840-2216

Home Repair

Insurance

662-840-8888
1973 Cliff Gookin Blvd • Tupelo, MS
Nationwide Directory 1-800-272-USAVE (8728) • www.usave.com

10%
•Low daily, weekly & monthly rates
•Free local pick-up
•Late Model cars, Mini & 15 Passenger vans,
Pick-up Trucks & SUVs

•Check out our autos for sale

Cliff Gookin

T
ho

m
as
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w
nd
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e

CAR & TRUCK RENTAL

OFF
AUTO RENTAL

Water Damage

Carpet Stretching & Repair

Stain & Odor Removal
Licensed • Insured • Bonded

Commercial
Residential

Everett L. Wood

Office: 662-401-6975

TThhee GGooooddlleetttt MMaannoorr

221199 NNoorr tthh BBrrooaaddwwaayy •• TTuuppeelloo

Available for Weddings, Receptions, Parties and Meetings
For Information Call 844-2772

Donne Head

Corner Stone
Foundation Repair

662-767-9133

Lawn & Garden

INSURANCE AND FINANCIAL SERVICES
Hancock Insurance Agency

Monthly Rates Available
720 W. Bankhead St.

New Albany

ATV • Life • Health
Annuities • RV • Automobile

Motorcycle • Home
Mobile Home

Medicare Supplements

662-534-2661
Scott Hancock Allen Hancock

662.534.8800 • Tues.-Sat. 8 a.m. - 5:30 p.m.
816-1/2 W. Bankhead St. • New Albany

Plants • Flowers • Trees • Shrubbery
Decorative Outdoor Planters & Pots

Gift Registry • Yard Art • Pottery
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Restaurant

203 Commerce St. • Tupelo, MS • 841-1524 fax
Across from BancorpSouth Arena

Mon. - Wed. 6:00 am - 6:00 pm • Thu. - Sat. 6:00 am - Until

840-8800
breakfast

6:00 - 10:00 aM

WE Roast,
You Boast

Now Open at Mall at Barnes
Crossing Food Court • 690-8009

Dinning • Carryout
• Catering

Business Directory

662-842-1120

Bronzie Morgan
Relocation Specialist

Call for a Free Estimate

“The Morgan Family has been moving
families like yours for over 50 years”

Motorcycles/ATV’s

Moving

Real Estate

Pressure Washing

Plumbing

Jimmy Langley Appraisal Service
1218 West Main St.
P.O. Box 1101
Tupelo, MS 38801

Business (662) 844-4624
Home (662) 844-5258
Fax (662) 844-4625
Cell (662) 255-6154Land and Residential

State Certified Residential
Real Estate Appraiser
#RA-191

Jimmy Langley

Plumbing

Paint

Metal Building & Roofing

, PA
Comprehensive Medical Care
For Your Family or Business
Appointments & Walk-Ins Welcome

1154 Cross Creek Dr.
(Next to Home Depot)

840-8010
Mon-Fri. 8 - 6:30

Sat. 9 - 6
Sun. 1 - 6

Lee Wallace, CFNP
David W. Bell, MD

Medical

Locksmith

RH PLUMBING, INC.

Commercial Plumbing, Gas & Industrial Piping

Thank you for choosing RH Plumbing. We appreciate your business

RICHARD HANLON
(662) 447-3213

P.O. BOX 417
Okolona, MS 38860

Livestock

• Safes Serviced & Installed
• Locks Installed • Locksets

• Combinations Changed
• Locks Rekeyed

• Lost Keys Replaced
• Master Key Systems
• High Security Keys

MILLER’S SAFE & LOCK SERVICE, INC.

(662) 842-7720
12191⁄2 NELLE STREET • TUPELO

AUTO RESIDENTIAL COMMERCIAL

NEW & USED SAFES

120 Industrial Park Rd., Saltillo, MS

No Job Too Big or Small

662-869-7797

Buy Direct
& Save

• Steel Building • Metal Roofing
• Accessories • Residential
• Commercial • Industrial

We Offer Same
Day Pick-Up

1-888-880-2277
• Parts & Service • New & Used Motorcycles & ATV’s

• Utility Vehicles & Accessories
From Tupelo...Hwy 78 E (exit 7) Take Left...1st Light on Left

Visit our website and shop online 24/7
www.motorsportssuperstore.com
210 Bexar Ave. • Hamilton, AL

Polaris • Suzuki • Yamaha • Sea-Doo • Can-Am

Lawn & Landscaping

DAVID O. COGGIN
Nettleton, MS

CALL 401-9052

**FREE Quote on Houses**

SATURDAYS
FOR ALL LIVESTOCK NEEDS

568 RockyFord Rd. • Hwy 76 West, Pontotoc
489-4385 or 213-7080

Goats, Hogs, and Horses at 11:00 am, Cattle at 1:00 pm

Owner, Ron Herndon

PONTOTOC
STOCKYARD

WE GET THE BEST P
RIC

E

FONSECA LAWN & LANDSCAPE

$30 off 1st Time

Christian Fonseca - 662-255-1123
1509 Allison Circle, New Albany, MS 38652

(If no answer, please leave a message)

“The Best Service and Price Guarantee”

• Free Estimates
• Lawn Maintenance
• Mulch/Pine Straw
• Retaining Walls
• Gutter Clean Up

• Commercial & Residential
• Sod
• Spring & Fall Clean Up
• Flower Bed Design
• Monthly Contracts

1101 W. Main • Tupelo
842-3774

Party Trays
for all Occasions!

Restaurant

Moving

Williams Transfer & Storage
6525 Quail Hollow, Ste 400 • Memphis, TN 38120

662-297-4832 • 800-752-6350

Rick “Gunny” Harris • USMC Retired
gunnyrick@live.com • “Semper Fi”

Never an overtime charge

He’s An Expert:
•Complete Plumbing Repairs

•Leak Locating

•Video Camera Inspection

He’s Professional:
•Fast Service 24/7
•Know the price before we start

Previously
Sonny T’s Plumbing

MrRooter.com

TROY LUNCEFORD - OWNER

Office: 662-553-4598
Cell: 662-871-5693
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Uniforms

Weight Loss

www.mediplandiet.com
5715 Shelby Drive

Call 901-362-7546

NOW OFFERING:

Lipotropic Injections,
Adipex®–Phentermine®

Xenical®

“Se Habla Español” $25Initial
Visit

Business Directory

Storage Wine & Liquor

1204 North Gloster Street
Tupelo, MS 38804

PH: 662.842.4298FX: 662.842-4376

Windows

Salon Services

Hair Care, Manicures, Pedicures, Facials,
Skin Care, Micro-Dermabrasion, Massage,
Color Analysis & Correction

DAY SPA & SALON

662-844-3734 • 844-6204
2613-A TRACELAND DR. • TUPELO, MS 38801

The Creative TouchThe Creative Touch

Staffing Services

1-888-880-2277 / 205-921-7777
210 Bexar Avenue • Hamilton, Alabama

Sea Doos

otorSportsSuperStore
of Hamilton AL

Visit our website and shop online 24/7
www.motorsportssuperstore.com

Sales Parts Service

Restaurant

Restaurant

Mon.-Thurs. 11-10 • Fri.-Sat. 11-11 • Sun. 12-10

709 S 4th St. • Baldwyn, MS
365-7059

499 Gloster Creek Village,
Tupelo, MS 38801
Phone: (662) 844-4888
Fax: (662) 844-3006

Restaurant

Restaurant

Restaurant

Restaurant

Tupelo • Tuesdays 3 - 9 pm • 495 S. Gloster • 680-3354
New Albany • Thursdays 5 - 9 pm • 534-2700

Corinth • Tuesdays 4 - 9 pm • 286-9007

• Max 2 FREE Kids with Adult Entree
• 12 Years and Under

at

• Drink Not Included
• Kid's Menu Only

Catering

Let Us Deliver Your Lunch To You!

• pasta • appetizers
• sandwiches • salads • pizza

504 S. Gloster • Tupelo

620-9955

• Pizza Spaghetti
• Salad Bar • Sandwich

218 South Gloster Street
Tupelo, MS 38801

CLAY DIAL

Phone (662) 840-5506 (office)
Phone (662) 840-5508 (fax)

Keeping Professional People Looking Professional

795 S. Gloser, Tupelo • (662) 844-4272
2316 Hwy. 45 N. Columbus • (662) 328-7777
1151 D. Frontage Rd. Oxford • (662) 513-0341

www.scrubsandco.com

Pick Up & Delivery

R. FRED PITTS,
PRESIDENT

506 S. Spring • Tupelo

666622--884444--66116633

17 Years Experience
“Since 1988”

OOFF TTUUPPEELLOO IINNCC

S•A•F•E
STORE

Specializing in Storage For:
Medical Records

• Accounting Records
Legal Records

• Manufacturing Records
Architectural RecordsRESTAURANT & CANTINA

837 Kings Crossing Dr., Suite 12
Tupelo, MS (Next to Eyemart Express)

662-840-1740

837 Kings Crossing Drive
(Next to Logans) •Tupelo, MS

680-5688

Mon.-Thurs. 11-3, 4:30-10 • Fri. 11-3, 4:30-11
Sat. 11-11 • Sun. 11-10

Mt. Fuj i
Japanese Steakhouse

Tobacco & Beer

Monday-Saturday 7 am -10 pm • Sunday 10 am -6 pm

Town Creek Center
2546 Hwy 145 #A Saltillo • 662-869-0086

Monday-Saturday 7 am -10 pm • Sunday 1 pm -8 pm

204 Starlyn Avenue • New Albany, MS
662-534-4500

2 LOCATIONS
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