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F E A T U R E D P R O P E R T I E S
Commercial Real Estate Specialists Since 1952

(662) 842-8283 phone
(662) 842-4117 fax

www.trirealestate.net

Clay Short
VP Commercial Sales & Leasing

cshort@trirealestate.net

Barry Replogle
Commercial Sales Associate
breplogle@trirealestate.net

Pontotoc

Crossroads

60 + acre Mixed-Use Development. Offers retail, hotel,
restaurant, general business, and residential
opportunities. Located at the intersection of State Hwys
15 & 176, Pontotoc.

Various sizes available. Signalized intersection.
Successful convenience store. Competitive rent rates.

Neighborhood Shopping Center For Lease Cliff Gookin Boulevard. Improved Lots Available Now!
Various sizes. Site plan available upon request.

Medical/Professional Office Park

Approximately 11 acres in the heart of the Tupelo, MS
medical park. Build-to-Suit services for individual facilities
may also be available for credible tenants. Property is con-
tiguous to the state-of-the-art “Longtown Medical Plaza”

Eason Blvd

SOLD

By Carlie Kollath
BUSINESS JOURNAL

Along with juggling fuel ex-
penses, mortgage payments
and grocery bills, financial ad-
visers recommend that con-
sumers add life insurance to
their plate.

“You’re buying time,” said
Josh Grisham, a Tupelo-based
financial services professional
with New York Life. “If I die to-
morrow, the income for the
next five, 10, 40 years is not
going to be there. By purchas-
ing life insurance, it takes care
of things that the income
would take care of.”

The National Association of
Insurance and Financial Advi-
sors says life insurance is a way
to offer immediate financial
protection for dependents after
the death of a wage-earner or a
caregiver. In 2006, 65 percent of
U.S. families had life insurance.

There were 161 million individ-
ual life insurance policies pro-
viding $10 trillion of protection.

On the flip side, research
group LIMRA International
says 68 million adult Americans
have no life insurance. And of
those who do have life insur-
ance, LIMRA said it is typically
four times their annual salary, a
lower level than NAIFA’s recom-
mended five to 15.

But Grisham said the amount
of life insurance should be de-
termined on a case-by-case
basis. He said each client has a
different reason for a policy,
which determines different
amounts.

Here are several examples,
with each requiring a different
policy amount: 

1You are one of two wage-
earners in a family of
four and your family

couldn’t maintain its standard

of living without your income. 

2You are a stay-at-home
mom and your death
would result in expendi-

tures for childcare, transporta-
tion, cleaning and cooking.

3 You are a small business
owner and the financial
security of your business

is dependent on you, a partner
or a key employee.

4 You are retired and your
children are out of the
house, but your death

would cause financial strug-
gles for your widow, who
might outlive you.

5You are a college student
who borrowed money
from your parents for

school and racked up a hefty
credit card bill.

Grisham said because of the
many different situations, he
gets his clients to list any fi-
nancial obligations that would

have to be taken care of after
death. Items include hos ex-
penses not covered by medical
insurance, debt liquidation,
college funding for depend-
ents, mortgage payments, car
notes, income replacement,
taxes and child care. 

Nonprofit group Life and
Health Insurance Foundation
for Education has a life insur-
ance needs calculator on its
Web site,
www.lifehappens.org, but said
the tool should not be used as
a substitute for advice from a
qualified insurance agent or fi-
nancial adviser.

Dave Ramsey certified
counselor Susan Hayden of
Tupelo-based Susan Hayden
Financial Coaching said a
good rule of thumb is to buy
at least eight to 10 times the

Buying time
Types of life 
insurance
n Term insurance, the most affordable type
of insurance when initially purchased, is de-
signed to meet temporary needs. It provides
protection for a specific period of time (the
“term”) and generally pays a benefit only if
you die during the term.This type of insurance
often makes sense when you have a need for
coverage that will disappear at a specific
point in time. For instance, you may decide
that you only need coverage until your chil-
dren graduate from college or a particular
debt is paid off, such as your mortgage.
n Permanent insurance provides lifelong
protection.As long as you pay the premiums,
and no loans, withdrawals or surrenders are
taken, the full face amount will be paid. Be-
cause it is designed to last a lifetime, perma-
nent life insurance accumulates cash value
and is priced for you to keep over a long peri-
od of time.

SOURCE: Life and Health Insurance 
Foundation for Education 

Life insurance is an important piece of your financial portfolio

Turn to INSURANCE on Page 19
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T
oday’s investor might be
ready to jump off the roller-
coaster that is the stock mar-
ket, what with the triple-digit

swings that we’ve seen.
Tempting, yes, but don’t do it.
Any competent financial adviser

would say that you have to ride it out,
no matter how ugly it looks. History
shows us that every time there’s been a
decline, the market eventually went
back up.

Where there’s a bear, there comes a
bull. Think of the markets after the
plunges of 1929, 1987 and 2001.

Currently, we’re in a trough. Seeing
the Dow drop 4,000 points from just a
year ago is a bit tough to accept, to be
sure.

However, as tempting as it might be
to put your money in a sock and bury
it in the backyard, or invest in gold
bullion, that’s not the best use of
money.

The best advice – find an expert who
can show you the best way to invest
your money.

“It’s not a loss until you sell your in-
vestment,” said Joan Kuykendall of Ed-
ward Jones. “Remember, everything is
on paper until then.”

Stacy Spearman, vice presi-
dent of Renasant Financial
Services, said “now is not the
time to panic.

“Last October, when the
Dow reached 14,000, it
marked the end of a 5-year
bull run,” he said. “Historical-
ly, bull runs last about 3 1/2
years.”

Correction was coming
In other words, a “correc-

tion” as Wall Street lingo
goes, was inevitable. And be-
cause some stocks may have been
overvalued during the bull run, that
made the current correction a bit
harder.

As Scott Reed, CEO of Hardy Reed
Fruge Capital Advisors in Tupelo wrote
recently, “the market can’t bottom
until there is an almost unanimous
feeling of dread. Well, we could be
pretty close now because there seems
to be a universal fear. And, as in other
down markets, the fear is based on a
lot of truth.”

As you can see, these investment
professionals have been there, done
that. They’ve seen markets go down

and come back up.  And
they would tell you that
eventually, the markets will
rebound. It may take time,
but they will go up.

And they would likely tell
you that watching, reading
and listening to financial
gurus like Dave Ramsey and
Suze Orman isn’t necessari-
ly a bad thing to do, but you
shouldn’t rely strictly on
what they have to say.

“For what they do – and
there’s nothing really wrong

about it – but they don’t know you
personally,” Kuykendall said. “The in-
formation that’s given isn’t for every-
one.”

Who doesn’t like to hear feel-good
stories about getting out of debt, get-
ting the financial snowball rolling and

saving money? But Kuykendall is right.
Nobody knows your money situation
better than you and your financial ad-
viser.

It doesn’t matter who you talk to –
but you need to talk. 

One line of thought is that the time
to buy is in a down market. If you’re
inclined to believe that, then now’s
your time.

But before doing anything rash, talk
to the experts. They’re just as worried
as you, but they have the tools and
knowledge to help you through this
difficult time.

As Reed said, “now is the time to
hunker down, stay the course and wait
for the market to turn, which it surely
will do.”

Contact Dennis Seid at (662) 678-1578 or 
e-mail him at dennis.seid@djournal.com.

Dennis
SEID

Now’s not the time to get off roller coaster
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n State financial institutions
credit conservative lending
and investment practices.

By Dennis Seid
BUSINESS JOURNAL

What happens on
Wall Street doesn’t
necessarily reflect
what’s happening on
Main Street, and for
Mississippi banks,
that’s a good thing.

With the Big 5 invest-
ment banks now reduced
to the Big 2 – Goldman
Sachs and Morgan Stanley –
the financial landscape has
changed drastically in recent
weeks.

But in Mississippi, commer-
cial banks – while not com-
pletely immune to the prob-
lems plaguing Wall Street – are
in good shape.

Ken Cyree, interim dean of
the Ole Miss School of Busi-
ness Administration, said a
stable real estate market in
Mississippi has been key.

“On
average, our real
estate is up or slightly above
market, so we don’t have a lot
of the problems like California
or Florida,” he said.

Also, banks in the state “have
not participated in the sub-
prime market ... business may
be off a bit for some, but there

are no banks in trouble.”
The subprime implo-
sion is the root cause

of the financial tur-
moil, but for the

most part, Missis-
sippi banks shied
away from those
“toxic” invest-
ments.

And, Missis-
sippi Bankers
Association Pres-

ident Mac Deaver
said the credit

tightening on Wall
Street hasn’t been

felt here, which
bodes well for the

everyday consumer
looking for loans for busi-
ness, for vehicles and for
mortgages.

However, he did offer one
caveat:

“Tightened liquidity on
Wall Street would mean
funds aren’t available to the
local level as quickly, so there
could be a problem,” he said.
“However, that’s not an issue

at the moment.”
Bo Collins, president of BNA

Bank in New Albany, echoed
Deaver’s analysis.

“We’re pretty much unaffect-
ed by what’s going on,” he said.
“There’s a big difference be-
tween Wall Street and
Main Street. 

Those investments banks
weren’t really as regulated,
which has helped keep com-
mercial banks in pretty strong
shape.

“We’ve got plenty of money
and we’re lending it,” he added
with a laugh. “You have to be

cautious, and not take any
unusual risks, which we

don’t do anyway.”
James Threadg-
ill, vice chair-

man of Ban-
corpSouth,
said the re-
gional and
commu-
nity
banks
that
Northeast
Mississip-

pians are
used to

doing busi-
ness with

have been con-
servative in their

lending and invest-
ment practices. In his

opinionThe errors made on
Wall Street have been avoided
here.

“We are far removed from
that,” he said. “So from the local
standoint, your money is safe,
your company is financially se-
cure and we have money to
lend.”
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Largest
market share

n The top 10 financial institutions with the largest market share
in Mississippi, based on in-state deposits as of June 30, 2007:

NAME DEPOSITS MARKET SHARE
1. Regions Bank $6.24 billion 15 percent

2.Trustmark $5.67 billion 13.6 percent
3. BancorpSouth $4.98 billion 12 percent

4. Hancock Bank $2.92 billion 7 percent
5. Renasant Bank $1.52 billion 3.7 percent
6. BankPlus $1.41 billion 3.4 percent
7. Merchants & Farmers $984.1 million 2.4 percent
8. Citizens NB of Meridian $861.1 million 2.1 percent

9. Cadence Bank $860.7 million 2.1 percent
10. Peoples Bank Biloxi     $667.1 million 1.6 percent

Source: FDIC

NeMiss banks
n A glance at other financial institutions based in Northeast 

Mississippi based on assets as of June 30, 2008:
NAME HEADQUARTERS TOTAL ASSETS 

BNA Bank New Albany $382.53M
Peoples Bank Ripley $325.4M

Community Bank, North Mississippi Amory $261.89M 
First National Bank Oxford $257.18M
First American National Bank Iuka $235.18M
First National Bank Pontotoc $220.24M
Farmers & Merchants Bank Baldwyn $181.29M
Bank of Holly Springs Holly Springs $174.25M
Oxford University Bank Oxford $80.04M

Merchants & Farmers Holly Springs $78.50M
Bank of Okolona Okolona $75.16M

Amory FS&L Amory $67.28M
Source: FDIC
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n Survey shows women hold 
more than a quarter of senior 
management positions.

By Dennis Seid
BUSINESS JOURNAL

Walk into a bank – any bank
– and you’ll likely see that most
of the employees are female.
But travel up to the executive
offices, and the numbers will
likely drop.

However, that trend is
changing.

A recent Financial Women
International “Women at the
Top” study shows that women
hold some 27 percent of the
senior management positions
at the country’s 50 largest com-
munity banks.

FWI found 442 senior-level
executives within the 48 banks
that responded to the survey,
and 121 of those jobs were held
by women.

This year’s FWI study fo-
cused solely on the nation’s

largest 50 community banks,
defined as commercial bank-
ing institutions with less than
$1 billion in assets and based
on bank data as of Dec. 31,
2007. 

Last year’s study, based on
2006 data from the country’s
100 largest commercial banks,
found that women held 16.1
percent of senior-level jobs at
nationally chartered banks and
13.5 percent of the top jobs at
state-chartered institutions. 

“We’re encouraged by the
fact that women have a
stronger foothold in senior
banking positions today than
in the past,” said FWI President
Regina Barr. “We believe that
women will continue to move
into top positions as more sea-
soned managers retire from
our industry in the coming
years.”

The more the merrier
That’s an encouraging sign

for Margaret DeMoville, chair-
man of the Bank of Okolona.

While the bank has only 25 em-
ployees, all but six are women.

The more the merrier, she
said.

“I do feel strongly that the
more diversified we are, the
better we are,” she said. “I think
it helps bring balance.”

Tupelo is home to the largest
(BancorpSouth) and third-
largest (Renasant) state-char-
tered banks, where the per-
centage of female execs is a lit-
tle smaller than this year’s sur-
vey, but in line with last year’s
report.

At BancorpSouth, where
women make up 76 percent of
the overall work force, about 13
percent make up the senior

staff. At Renas-
ant, some 75
percent of the
work force is fe-
male, with 134 of
248 bank “offi-
cers,” or 48 per-
cent, women.
Nineteen per-
cent of its senior
staff is female.

But women in executive
roles at the banks said it won’t
be too long before they’ll see
more female colleagues.

Suzanne Smith, Renasant’s a
first vice president and its retail
operations coordinator, has
worked for the bank for 21
years. The banking industry,
long a male-dominated indus-
try, is showing plenty of cracks
in the glass ceiling, she said.

“You have to be confident in
yourself and your abilities,” she
advised. “You have to be ready
when opportunity knocks,
knowing that you can perform
at any level. If you believe in
yourself and willing to do what it
takes, you can make it happen.”

And the banking industry of-
fers plenty of opportunity for
advancement, said Missy
McKinney, a first vice president
and manager of Bancorp-
South’s central loan opera-
tions. The bank has helped pay
for her law degree, for example,
one of many doors having
been swung wide for her.

“It doesn’t matter who you
are,” she said. “What matters is
what type of job you do ... you
can do anything you want.”

McKinney has no doubts
she’ll see more female execu-
tives at BancorpSouth. In her
department alone are 82 work-
ers, and most are women.

DeMoville likes the numbers
she’s seeing, too.

“I definitely think there’s no
holding back, looking at the
strides women have made over
the years,” she said. “You see
more women than men work-
ing in the banks, and as they
move up in the ranks, they’ll be
assuming a lot of those execu-
tive positions. It’s just a matter
of time.”
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Women bankers climbing up the ladder

SMITHMCKINNEY DEMOVILLE
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By Carlie Kollath
BUSINESS JOURNAL

Mississippi is at the bottom of
the list and this time, that’s a good
thing.

According to  Irvine, Calif.-based
RealtyTrac, Mississippi had 237
properties receive a foreclosure fil-
ing in August, making it No. 47 on
the list of the states with the high-
est foreclosure rates.

Nevada topped the list with
11,706 foreclosures, and California
came in No. 2 with 101,724. West
Virginia came in last with 43 fore-
closures.

The states are ranked by the  re-
lationship of the  number of prop-
erties foreclosed on compared to
the properties in good financial
standing.

For example, in Mississippi, Re-
altyTrac reported one out of every
5,238 properties was foreclosed on
in August. Nevada averaged one
out of every 91 properties.

RealtyTrac lists properties on the
report that receive default notices,

auction sale notices or bank repos-
session notices. 

For August, RealtyTrac reported
303,879 foreclosures in the coun-
try, a 12 percent increase from the
previous month and a 27 percent
increase from August 2007. One in
every 416 U.S. households received
a foreclosure filing during the
month, the company added.

Foreclosure numbers for NeMiss
On the county level, DeSoto in

August reported 120 foreclosures
or one in every 464 properties, the
most for the state. Many counties,
including Benton, Calhoun, Chick-
asaw, Itawamba and Pontotoc, re-
ported no foreclosures. However, a
RealtyTrac publicist warned that
the company’s data is lacking in
Northeast Mississippi. 

Of the numbers available for the
region, Lafayette reported the most
foreclosures (6) for the month. Lee
followed with four or one in every
8,289 properties.

Foreclosures remain low in Mississippi

Number of notices
In August, foreclosure information provider RealtyTrac said
Mississippi had 237 properties receive a foreclosure notice
in the form of default notices, auction sale notices or bank
repossession. Here are the numbers in Northeast Mississip-
pi. However, note that RealtyTrac publishes the state num-
bers, but said it lacks consistent information from NeMiss.

COUNTY     FORECLOSURE PROPERTIES 
FILINGS PER FILING

Alcorn 2 8,179
Benton 0
Calhoun 0
Chickasaw 0
Clay 1 9,083
Itawamba 0
Lafayette 6 3,089
Lee 4 8,289
Marshall 1 14,239
Monroe 1 16,729
Pontotoc 0
Prentiss 3 3,720
Tippah 2 4,643
Tishomingo 1 9,890
Union 1 11,121

SOURCE: REALTYTRAC

The number could be attributed to a stable home market or lack
of information provided to the reporting company. n Analysis from a state group found 

Mississippi has the highest delinquency 
rate of mortgages in the country.

By Carlie Kollath
BUSINESS JOURNAL

Mississippi’s foreclosure situation isn’t so
rosy, if you use numbers from the National
Delinquency Survey. The survey is based on a
sample of more than 44 million mortgage loans
serviced by mortgage companies, commercial
banks, thrifts, credit unions and others. The
numbers are reported quarterly.

According to analysis done by Ed Sivak, direc-
tor of the Jackson-based Mississippi Economic
Policy Center, Mississippi as of June 30 is
ranked 23rd in the country with 1.98 percent of
homes in foreclosure.

But more startlingly, he said, is that the state
has the highest rate of mortgages that are past
due in the country (10.4 percent). The numbers
are not broken down smaller than a state level.

Sivak added that Mississippi has one of the
highest rates of subprime lending in the coun-
try. Of subprime loans in state, one out of four
is past due, the most in the country. And of the
subprime adjustable rate mortgage loans, 30.5
percent are past due, also the highest in the
country, Sivak said. 

Other report questions
state’s housing health
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The Blackmon
Family of

Dealerships

1410 S. GLOSTER • TUPELO • 842-3611
www.blackmonchevy.com

A DEALER YOU
CAN TRUST

3983 North Gloster Street • Tupelo, MS
662-844-1383

www.blackmonmazda.net www.blackmonhyundai.com

1701 Highway 72 West • Corinth, MS
662-287-1944

www.blackmonofcorinth.com

Meeting the automotive needs of
Northeast Mississippi with honesty and
integrity since 1985
• Service Department - factory trained, qualified experts to get the job
done right the first time
• Sales - large selection of new and pre-owned vehicles for every individ-
ual’s needs
• Body Shop - state-of-the-art equipment and experienced staff whose aim
is nothing less than perfection
• Parts - in-stock and special order

StoreYour Stuff in
The Attic

Climate-Controlled
Self-Storage.

" Safeguard your valuables against insects and pests.

" Keep your antiques from harm of extreme temperatures.

Perfect for businesses looking to store files in a safe place.

Perfect for families needing extra space to keep
family heirlooms.

Reserve your space today.CallTheAttic at 840-5300.

1098 Cliff Gookin Blvd. (near Gloster St.) inTupelo
selfstorage-theattic.com

By Marshall Loeb
MARKETWATCH

NEW YORK – Forget the ris-
ing price of gas or food. None
of these can hold a candle to
debt that compounds monthly.
If you’re in debt, the best thing
to do is to pay it off as quickly
as possible. The longer you
wait, the more excessive it can
become.

From the Motley Fool, con-
sider these four tips to pay off
your debt:

1Pay more than the mini-
mum. First, break the
habit of paying only the

minimum required each
month. Paying the minimum –
usually 2 percent to 3 percent
of the outstanding balance –
only prolongs the agony. Be-
sides, it’s precisely what the
banks want you to do. The
longer you take to repay the
charges, the more interest they
make, and the less cash you
have in your pocket. Don’t play
their selfish game.

2Cash out your savings ac-
count. You could cash out
your savings and invest-

ments and use the proceeds to-
ward debt repayment. Yes, no
one wants to do that. But
sometimes it’s foolish not to do
so. Even when debt interest is

at 12 percent, your investments
would have to pay more than
18 percent before federal and
state taxes to equal that out-
flow of dollars. It’s doubtful that
the dollars in your savings ac-
count are earning anywhere
near that rate of interest. 

3Borrow against your life
insurance. Do you have
life insurance with a cash

value? If so, borrow against the
policy. Yes, you’re borrowing
your own money. But the inter-
est rate is typically well below
commercial rates, and you can
take your time repaying the
loan. Do repay it though. If you
die before it’s repaid, the out-
standing balance plus interest
will be deducted from the face
value of the policy payable to
the beneficiary. 

4 Renegotiate terms with
your creditors. You feel
like you’re against that

proverbial wall. The money just
isn’t there. Is bankruptcy the
only way out? No way. Try
pulling an ace out of your
sleeve prior to taking that step.
What ace? The threat of bank-
ruptcy, of course. Let your
creditors know your situation.
Tell them that if you are unable
to renegotiate terms, you’ll
have no other recourse but to
declare bankruptcy.

Four ways to pay off debt
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Cellular South helps you get more out of your BlackBerry…for less.

With unlimited calls and data, you can stay connected, be organized and have instant
access to information, all on the network you can count on.

BlackBerry Pearl 8130

More out of your BlackBerry.®

More out of your day.
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By Vicki Lee Parker
MCCLATCHY-TRIBUNE

The turbulent financial market is
causing people to shake up their finan-
cial portfolios, dump underperforming
stocks, adjust retirement funds and sell
homes and investment properties.
The moves have tax consequences
that, if ignored until the end of the
year, could cause headaches.

Several tax experts recently offered
their advise about what taxpayers can
do now to be ready for the next tax fil-
ing season.

Here’s what they said:
n If you had a foreclosure, deed-in-lieu
of sale, mortgage loan modification or
a short-sale, you should be aware of the
Mortgage Forgiveness Debt Relief Act
of 2007. In tax law, the amount of for-
given debt is typically treated as in-
come and is taxed. But to help people
who are affected by the mortgage crisis,
Congress excluded homeowners whose
mortgage debt was forgiven in years
2007, 2008 and 2009. Keep good
records, and keep track of the amount
that the bank wrote off.
n If you sell stocks this year that re-
sult in a loss, familiarize yourself
with the “wash sale” rules. These
rules set time limits on when you can

sell or repurchase stocks that you sell
at a loss. For example, if you sell a
stock at a loss and then want to buy
it back when the price increases, you
may have to wait 30 days to use the
initial loss to offset other income.
n If you have a financial loss this
year from the sale of stocks or other
property, you can use that loss to off-
set capital gains from a property or
stock sale.

If your losses exceed the capital
gains, you can apply as much as
$3,000 toward ordinary income. Any
amount of the loss above that limit
can be carried forward to future tax
returns. So if you had a capital gain
of $10,000 and a $15,000 loss, you
could offset the gain and apply
$3,000 to ordinary income and carry
over $2,000.
n Gather records and receipts of
work-related expenses that weren’t
reimbursed. Many companies are
cutting back on expenses, and as a

result, more employees are paying for
their own professional training and
conventions. If those costs exceed 2
percent of your income, you can
deduct them. Suppose you earned
$50,000. You could deduct work-relat-
ed expenses above $1,000. If you at-
tend a convention and spend $2,300
on airfare, hotel, registration and cab
fees, you can deduct $1,300.

Comb through purchase docu-
ments such as credit card state-
ments, loan papers and check regis-
ters for assets such as business furni-
ture, machinery, office equipment
and laptops. You can take deprecia-
tion, or if you meet certain require-
ments, take a direct write-off. Other
deductions to look for include fees
for tax preparation, business consult-
ing and legal assistance, as well as
other expenses directly related to the
production of business income, such
as mileage, meals and phone
charges.

Start taking the bite out of tax filing 
n If the down economy has led you to open a side 
business, use a spreadsheet such as Excel or Lotus 
to summarize all of your income and expenses for the year.

BusinessNotes
LEE COUNTY

Tupelo store celebrates
20 years of business
n TUPELO – Downtown retail veteran The Main Attraction turns
20 this year. The store, at 214 Main St., had its grand opening
Sept. 17, 1988, according to owner Barbara Fleishhacker.

Fleishhacker first opened the boutique as a vintage clothing
store but said she realized it wouldn’t work in Tupelo when one
of the first walk-in customers asked if it was a used clothing
store. Now, the store sells a variety of new clothes, jewelry,
home decor items, gifts and other trinkets.And, it is home to
the Elvis Presley Coffee Bar.

Fleishhacker is planning a “big celebration” for the anniver-
sary but hasn’t firmed up the details yet.

Busylad prepares 
for national press attention
n TUPELO –Buddy and Mary Stubbs, owners of Busylad Rent-
All, had two special guests in September – the chief executive
officer of American Rental Association and the editor of their
industry’s national magazine.

The two were in town to see Busylad and to do a story on
Buddy Stubbs, who will serve as the organization’s president
next year. Moline, Ill.,-based ARA represents 4,856 members
who include owners of rental businesses and suppliers.

ARA CEO Chris Wehrman said it was her first trip to Tupelo
and she was impressed with the city.

Wayne Walley, editor of Rental Management magazine,
spent his time interviewing Buddy Stubbs, who will be the topic
of the magazine’s January cover story.

The Associated Press
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Tickets are now on sale for the October 16 Kami-
nari Taiko show at Tupelo High School’s Performing
Arts Center, at 7:00 p.m. Sponsored by The Japan
America Society of Mississippi, Taiko is a dynamic
music presentation that combines high energy
movements to compelling percussive rhythms,
that embodies spiritual essence and the heartbeat
of Japan and its people. Tickets are available at the
BancorpSouth Arena box office by calling
662.841.6528 or by visiting their website at
www.bcsarena.com.

Kaminari mesmerizes the audience with its
unique style of dynamic taiko performances in-
spired by the tradition-
al values of Japanese
art and propulsive toe
tapping original world
beat and rhythms.
Combined with an ar-
senal of over 30 profes-
sional quality taiko in-
cluding the most pow-
erful taiko in the world, beauty and harmony with
the natural environment and human spirit are
amalgamated into each explosive taiko perform-
ance that rocks the theatre with invigorating stage
excitement known to produce earthquakes with
magnitude 7 on the Richter Scale.

Kaminari Taiko was founded in 1996 by Jay
Mochizuki, along with a number of talented musi-
cians from diverse backgrounds and ethnicities.
The members diligently trained under world
renowned Taiko Masters such as: Daihachi
Oguchi, Seiichi Tanaka, Kenny Endo, and Take-
masa Ishikura to learn the fundamental skills, phi-
losophy, and the spirit of centuries old Japanese
tradition.

In addition to stage performances at theatres,
festivals, and celebration events, Kaminari per-
formers continually refine their skills through
mandatory training programs several times per
week at their own dojo (studio) and provide week-
ly taiko lessons for beginner taiko class, weekly
public elementary school lessons, and fun filled
clinical taiko workshops for terminally ill patients
and children with disabilities.

Kaminari’s public awareness/support programs
have been recognized by many organizations such
as: The Consulate General of Japan in Houston,
City of Houston Mayors, Camp for All, Japan
America Society, Asia Society, Japan Business As-
sociation of Houston, and Houston Independent
School District.

For more information on the Kaminari Taiko,
please visit the Japan America Society of Mississip-
pi’s website at to www.jasmis-us.com.

Tickets Available 
for Kaminari Taiko

Get your tickets
n Tickets are available for the per-
formance at the BancorpSouth Arena
ticket office by calling 662.841.6528
or by visiting www.bcsarena.com.
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Dear Friends:
The week-long 60 Years of

Service activities proved to be
an enjoyable time for all. We
were pleased to have so many
of our members participating
in the various events.

In preparing to celebrate the
60th anniversary of CDF, we
wanted to engage in a service
project for the community that
would both reflect CDF’s rich history of service
to the area and stand as a reminder that CDF
will continue to serve Tupelo/Lee County in
the future. Therefore, in July, we partnered with
Habitat for Humanity to build a home for a de-
serving family. The overwhelming response we

received from our members offering their time,
talent, and money was another example of the
community spirit that embodies Tupelo/Lee
County.

The 60th Birthday Party in the park was a lot
of fun and we congratulate the winners of the
gas cards. We do hope you enjoy the many ran-
dom pictures of our 60th anniversary week in-
cluded in this issue.

SMITH

Chamber focus

Vice President of Chamber Services

Barnes & Noble Booksellers
Ms.Allyson Barnes

1001 Barnes Crossing Rd., #104
Tupelo, MS  38801

662.791.7828
Retail and Specialty Shops

CB&S Bank
Mr. Nelson Cole
P.O. Box 2798

Tupelo, MS  38803
662.620.1120

Banking

Consolidated Pipe & Supply, Inc.
Mr. Justin Gillon
2510 Mattox St.

Tupelo, MS  38801
662.841.1270

Manufacturers/Distributors

Covenant Storage, LLC
Mr. Chris Lindley

1973 Cliff Gookin Blvd.
Tupelo, MS  38801

662.840.8888
Moving and Storage

The Dance Studio
Ms. Stephanie Betts

108 N Spring St.
Tupelo, MS  38804

601.850.4437
Dance Studios

Dixie Net
Ms. Heather Lefler

P.O. Box 28
Ripley, MS  38663

662.993.2153
Computers and Internet

Dutch Pastry Shoppe
Mr. Darin Buller

361-A S Gloster St.
Tupelo, MS  38801

662.620.6323
Restaurants and Catering

ElderScript Services
Mr. Jamie Gunnells

144 S Thomas St., Ste. 101-1
Tupelo, MS  38801

662.842.6204
Health Care

Lee Industries
Mr. Robby Kelly
142 Wilson Cir.

Tupelo, MS  38801
662.566.7830

Manufacturers/Distributors

MG Landscape Group
Ms. Michelle Guyton

P.O. Box 7356
Tupelo, MS  38802

662.844.2323
Lawn & Garden

Mississippi Bottled Water of Tupelo
Mr. Frank Anger

750 Rex Dr.
Tupelo, MS  38801

662.841.1668
Beverages

Mr.Taxi, LLC
Mr. Tony Pass
P.O. Box 1146

Verona, MS  38879
662.566.2874
Transportation

North Mississippi Allergy & 
Asthma Center, PLLC
Ms. Stephanie Finney

811 Garfield St.
Tupelo, MS  38801

662.620.0688
Physicians and Surgeons

Sonic Drive-In
Mr. Todd Gambill
2608 W Main St.

Tupelo, MS  38801
662.841.0073

Restaurants and Catering

Sonic Drive-In
Ms. Nikita Gentry

1197 S Gloster St.
Tupelo, MS  38801

662.842.0813
Restaurants and Catering

SV MS LLC
Ms. Beth Grisham
264 Industrial Dr.

Pontotoc, MS  38863
662.489.7218

Furniture

Top of Line Countertops
Mr. Jason Thornton
2747 S Green St.

Tupelo, MS  38801
662.871.8895

Contractors/Construction/
Building Materials

Turner Insurance
Ms. Carra Turner

P.O. Box 126
Houlka, MS  38850

662.456.6528
Insurance

New CDF MEMBERS

2ND ANNUAL CDF MEMBERSHIP GOLF TOURNAMENT
8:30 a.m. and 1:30 p.m. shot gun starts

Thursday, October 23
Tupelo Country Club

NEW MEMBER ORIENTATION
4:00 p.m.

Tuesday, October 28
CDF Boardroom

FIRST FRIDAY
7:00 a.m.

Friday, November 7
Mall at Barnes Crossing Food Court

Community Development Foundation’s
Board of Directors for 2008-2009

CDF is governed by a 59-member Board of Directors. The Executive Committee is composed
of the CDF Officers and eleven additional members of the Board. CDF’s goals and objectives
are accomplished through the efforts of members appointed to committees operating under
one of CDF’s three divisions: Chamber Division, Economic Development Division, and Plan-
ning and Property Management Division.

2008-2009 Executive Committee

2008-2009 Board of Directors

Tillmon Calvert
Billy Crews               
Chauncey Godwin
Lisa Hawkins            
Shane Hooper 

David Irwin           
Guy Mitchell, III
Mary Pace                
Tom Robinson          
Jeff Snyder          

Mike Armour
David Brevard
Mark Burleson
Gary Carnathan
Mike Clayborne
V.M. Cleveland
Scott Cochran
David Cole
David Copenhaver
Ormella Cummings
Byron Fellows
Tom Foy
Lloyd Gray
Rubye Del Harden
John Heer

David Henson
Dick Hill
Tommie Lee Ivy
Terry Judy
Zell Long
John Lovorn
Randy McCoy
Robin McGraw
Hughes Milam
Buzzy Mize
Chuck Moffatt
Mabel Murphree
Ed Neelly
Alan Nunnelee
Larry Otis

Greg Pirkle
Scott Reed
Eddie Richey
Cathy Robertson
Mike Scott
Bobby Smith
Terry Smith
Jane Spain
Kyle Steward
Lee Tucker
Patty Tucker
Mary Werner
Tim Weston
Markel Whittington

Mitch Waycaster, Chairman
Jim Fitzgerald, First Vice Chairman
Chris Rogers, Second Vice Chairman
David Rumbarger, President/Secretary
Jack Reed, Jr., Past Chairman
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BARNES & NOBLES

Two ribbon cutting ceremonies were held to celebrate the
grand opening of Barnes & Noble at the Mall at Barnes Cross-
ing in Tupelo.The first featured Abby Curl, who helped Curious
George and Allyson Barnes, Community Relations Manager for
Barnes & Noble, open the children’s section of the book store.
The second ribbon cutting officially opened the store as a
whole. Pictured holding the ribbon are: Beverly Bedford, City of
Saltillo; Waurene Heflin, Crye-Leike Realtors; Carey Snyder,
WTVA/WLOV/WKDH; Barbara Smith, CDF; Jeff Snyder, Mall at
Barnes Crossing; Allyson Barnes, Barnes & Noble; Councilman
Mike Bryan; Scott Jackson, Barnes & Noble; Laura Caryl,
Barnes & Noble; Cheryl Phifer, Barnes & Noble; Casey McCoy,
Barnes & Noble; Alan Bezotte, Barnes & Noble; and Emily Addi-
son, CDF. Barnes & Noble is located in the Mall at Barnes
Crossing and can be reached at 662.791.7828.

Jim Walter Homes is proud to announce a
service that few other homebuilders can offer.
Not only do they help customers find home fi-
nancing, they now offer free land evaluations.
Through this process, a representative of Jim
Walter Homes will meet a customer on his
property and explain to that customer what is
needed to make the lot ready on which to
build. Jim Walter Homes is considered an ex-
pert at building “on your lot,” with over sixty
years experience. 

Not only is Jim Walter Homes helping cus-
tomers find the right house for their lot, they
also work with the customer to determine the
right price for the individual. Because Jim Wal-
ter Homes builds 100% complete homes,
lenders can now work with FHA, VA, USDA,
and other financing programs to help cus-
tomers get the lowest rates available to them.
They also offer new features such as Whirlpool
appliances, Price Pfister plumbing fixtures, and
Sea Gull lighting. Flooring options now include
laminate wood, engineered hardwood, and ce-
ramic tile. 

Jim Walter Homes has always carried a wide
variety of homes to try to meet every cus-
tomer’s needs. Now in addition to the Classic
series, Jim Walter Homes is proud to offer two
new series of homes. The Fresh Ideas series has
homes which feature the Colonial and Crafts-
man style exteriors. This series has homes that
offer open living areas, high ceilings, and con-
temporary design elements. The homes in this
series range from 1,000 to 1,700 square feet.
The Neatherlin series is where luxury meets
value. The standard features in this series are
unmatched. The homes in this sequence range
from 1,900 square feet to just over 2,400 square
feet.

Customer satisfaction is of utmost impor-
tance to Jim Walter Homes. One of the tools
they use is the 2-10 Home Buyers Warranty. By
offering the 2-10 warranty, Jim Walter Homes is
providing each customer with “the best new
home warranty coverage available.” They also
use an internal program called “Taking the
Extra Step” to measure customer satisfaction.

The company is engaged in meeting the
needs of its local community. Jim Walter Homes
has land/home financing programs and reaches
out to local realtors by offering a specified real
estate program. This program allows realtors to
receive a three percent commission when the
home goes under construction.

Jim Walter Homes is no longer a company that
only builds shell homes, and they do not build
mobile homes or modular or pre-fab homes.
The company is a 100% complete, 100% stick
built on your lot homebuilder. Sales counselors
are ready and waiting to provide more informa-
tion to prospective home owners.

Jim Walter Homes is located at 3574 North
Gloster Street in Tupelo and can be reached at
662.844.0536. The office hours are Monday
through Friday, 10:00 a.m.  to 6:00 p.m. and on
Saturday from 10:00 a.m. to 4:00 p.m. and Sun-
day by appointment only. 

Welcome to the NEW
Jim Walter Homes

The September First Friday event fea-
tured several CDF Past Chairmen speak-
ing on specific events that shaped CDF’s
history. Pictured are all CDF Past Chair-
men who were present at the meeting.
Front Row: Bo Gibens, Charles Johnston,
Jack Reed, Sr.,Tom Foy,Ted Moll, Presi-
dent Emeritus Harry A. Martin, Lewis
Whitfield. Back Row: Chuck Imbler, Dick
Hill, Ed Neelly,Aubrey Patterson, Jim
Threldkeld, Larry Kirk, Mark Ledbetter,
Jim High, John Smith, Marion Cagle, Jack
Reed, Jr., and current President/CEO
David Rumbarger.

FIRST FRIDAY
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TUPELO YOUNG PROFESSIONALS

The September Tupelo
Young Professionals event
was held at Room to
Room.A service project
was held in conjunction
with the meeting to benefit
the Tupelo-Lee Humane
Society. For more informa-
tion on the Tupelo Young
Professionals please visit
www.typs.biz.

SAVE THE DATE
CDF New Member Orientation

Tuesday, October 28, 2008
4:00 p.m.

CDF Boardroom
For more information please contact Emily Addison at 662.842.4521 or

eaddison@cdfms.org
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Mark Your Calendar
First Friday, November 7, 2008

SPEAKER,
MR. BILL RENICK

CHAIRMAN, GETSMART HIGHWAY
PROGRAM

Sponsor, Robinson & Associates
The Mall at Barnes Crossing

Food Court, 7:00 a.m.
Continental Breakfast Will Be Served.

For more information, call:  662.842.4521
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COMMUNITY
DEVELOPMENT
IS OUR FOCUS IN
SALTILLO.

RESIDENTIAL & COMMERCIAL
DEVELOPMENT, SALES & LEASING

GENERAL OFFICES IN THE TOWN CREEK DISTRICT
(662) 869-5150

WWW.DOGWOODDEVELOPMENTCOMPANY.COM

EXPERIENCE
THE GROWTH!

D
OGW

OOD

TOWN CREEK PLANTATION

NAN HARSTON GARDENS
THE GROVE

D
EVELOPM

ENTC
OM

PANY
amount of your annual in-
come, especially if it is a one-
income household. For single
people with no children and
no mortgages, Hayden said
they should at least buy a pol-
icy big enough to cover their
burial expenses.  But she
echoed Grisham’s advice that
coverage should be deter-
mined on an individual basis.

Term versus permanent
Once you determine how

much protection you need,
you must decide on whether a
term life policy or a perma-
nent policy works best for you.

Grisham compared the two
to renting versus buying.

A term policy is typically
sold in five, 10 and 20 year
increments. NAIFA said term
usually provides the “great-
est coverage for the lowest
initial premium and is a
good solution for people
with temporary needs.” The
downside of term is that the
premium on average will in-

crease as you age.
In contrast, premiums in a

whole-life policy are locked in
for life. The permanent op-
tion, NAIFA said, is good for
people who “need lifelong
protection and like the option
of tax-deferred savings.”

Grisham said another bene-
fit of permanent products is
that they are being seen now
by financial advisers as a safe
asset. The premiums build up
and if policyholders need
money before they die, they
can borrow against the actual
cash value, withdraw divi-
dends if the insurance com-
pany offers them or surrender
the policy for the ACV.

The decision to buy
The price for life insurance

varies with each policy. It typi-
cally is determined by the pol-
icyholder’s age and health, the
amount of the policy and the
type of the policy. And, pricing
varies at each insurance com-
pany.

Once you are ready to buy a
policy, there are a few places
for you to look. First, check
with your employer. NAIFA
said many jobs offer a basic

life insurance policy of one to
two times your base salary.

You typically can buy extra
coverage through the employ-
er or go out on your own.

If you go out on your own,
NAIFA said the most popular
option is to find an agent or a
financial adviser. After that,
the organization advises con-
sumers to look on the Internet
or buy policies over the phone
or by mail. Yet, NAIFA cau-
tioned that most Web sites and
phone and mail companies
only sell term life policies.

And Grisham added his
warning to consumers – “espe-
cially with the financial tur-
moil now” – advising them to
pay particular attention to the
company they buy policies
from and to make sure they are
going to be around for the life
of the policy to pay the claim.

For more information about
life insurance, go to the Life
and Health Insurance Foun-
dation for Education’s Web
site, lifehappens.org, or the
National Association of Insur-
ance and Financial Advisors’
Web site, naifa.org.

Contact Carlie Kollath at (662) 678-1598 
or carlie.kollath@djournal.com.

Insurance
Continued from Page 2



PAGE 20 BUSINESS JOURNAL FRIDAY, OCTOBER 3, 2008

By CANDICE CHOI
THE ASSOCIATED PRESS

NEW YORK – Before the turbulent
economy sends you running into the
arms of a financial adviser, make sure
you know all your options.

In addition to the various types of
financial advice on the market, there
are myriad ways advisers get paid for
their services. Among them: commis-
sions, hourly or flat rates for one-time
help, asset-based fees for ongoing
money management, or some combi-
nation thereof.

As you start your search, remember
that “financial adviser” is a catchall
term and doesn’t mean that the per-
son has obtained any specific train-
ing. You’ll want to understand the dif-
ferent professional designations you
may encounter and be mindful of po-
tential fee structures.

Free services
Many financial advisers, whether

they work for a large brokerage or op-
erate independently, offer free initial

consultations that usually last about a
half hour or more.

But don’t expect to walk out with a
detailed list of ideal investments.
What the meeting should give you is a
sense of how your adviser plans to ap-
proach your portfolio. One way to
guide the discussion might be to ask
what issues she thinks need to be ad-
dressed most urgently.

Fees vs commissions
Some advisers work on a “fee-only”

basis, meaning they charge a pre-de-
termined amount for their services.
Others, however, may also earn a
commission from a third-party for
selling financial products.

If you’re going to a stock broker, for
instance, the prospect of earning a
commission may influence him to
suggest a particular mutual fund or
an annuity, said Samantha Macchia, a
principal of Summit Financial Strate-
gies Inc., based in Columbus, Ohio.

Financial advisers are required to
disclose whether they get any outside
money from third parties.

Fees for one-time help
If you have a question about a spe-

cific topic, you may want to hire a fi-
nancial planner on an hourly basis.
This may be an optimal choice if you
think your issue won’t take more than
a couple hours to address.

Rates vary widely, but typically
range from around $150 to $300 an
hour, according to the Garrett Plan-
ning Network, which has around 300
certified financial planners around
the country who meet with clients on
an hourly basis.

You can also find a certified finan-
cial planner in your area on the Fi-
nancial Planning Association’s Web
site.

Another option if you have a
straightforward question is MyFinan-
cialAdvice.com, which lists planners
who give guidance via phone or e-
mail. Users can browse professional
backgrounds and client ratings. Plan-
ners also list a range for their hourly
rates.

For those looking for more expan-
sive guidance, such as how to save for

retirement, many financial planners
charge a flat fee to help devise a big-
picture game plan.

This arrangement usually includes
periodic follow up, so make sure
you’re clear on exactly how much fol-
low up you’ll be entitled to, and in
what form (meetings, phone calls, e-
mails).

Depending on the issue, individual
planner fees can range from $500 to
several thousand dollars, according to
the Garrett Planning Network.

Some brokerage firms may also
offer one-time help. At Charles
Schwab, for instance, people can pay
$1,100 for a consultation to help them
determine when they can retire and
how to reach their retirement asset
goals.

Fees for ongoing managment
If you want ongoing portfolio man-

agement and regular access to a fi-
nancial adviser, you may be asked to

KNOW YOUR OPTIONS 
When considering or hiring a financial adviser

Turn to ADVISERS on Page 21
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pay a fee based on a percentage of
your assets.

This type of service typically costs
about 1 percent of your investments,
although the figure can go up or
down depending on the size of your
portfolio. Someone with more as-
sets, for example, may be charged
less than 1 percent. If you’re being
asked for 2 or 3 percent, you may be
able to find something cheaper.

Other advisers charge a flat fee to
develop a plan, then ask for an addi-
tional asset-based fee for active
oversight.

Be sure to ask whether the fee cov-
ers costs for transactions (such as
investing in an annuity).

Some advisers and brokerages
only take on clients with a minimum
level of assets. At ETrade, people
with at least $50,000 in investable
assets can typically pay 1 percent or
less for ongoing management.

If you don’t like the asset-based
fee structure, you may be able to
find a planner who charges an an-
nual, one-time fee in exchange for
ongoing management.

Advisers
Continued from Page 20

By CANDICE CHOI
THE ASSOCIATED PRESS

NEW YORK – In addition to chang-
ing leaves, for many of us, fall means
we’re handed a packet of materials and
asked to ponder our medical benefits
as part of open enrollment season.

So as you review your health care
budget, remember that you may be
able to save big on prescription drugs.
At two pharmacies just a mile apart,
for example, the price of the same
medication can differ dramatically.

That’s why doing your homework
before heading to the drug store is just
one way to cut costs on prescription
drugs.

As the price of prescription drugs
rises at a steady clip, here are six tips
to keep in mind.

Use generic medications
The easiest way to cut down on the

cost of drugs is to ask for your pre-
scription to be filled with a generic
version. Despite their no-frills sound,
generic drugs are no less effective, so
you should always find out if this
lower-cost option is available.

And finding a generic alternative

shouldn’t be tough; generics are avail-
able for more than three-quarters of
the 11,000 federally approved drugs
on the market, according to the
Generic Pharmaceutical Association.
Last year, generic drugs accounted for
65 percent of all filled prescriptions,
up from 56 percent in 2005.

Find a lower cost option
Even if a generic is not available,

you may still be able to find a cheaper
alternative. For example, someone
with heartburn could save more than
$100 a month by taking over-the-
counter Prilosec instead of Nexium,
said Gail Shearer, director of Con-
sumer Reports Best Buy Drugs.

Before changing medications, of
course, people should talk to their
doctors about any impact a switch
might have on their condition.

Shop around
Call ahead to nearby pharmacies to

get price quotes before heading out –
especially if you’re buying a brand-
name drug.

Several states offer government-
sponsored Web sites that allow con-

sumers to browse prices at area drug
stores.

State sites are typically based on
Medicaid prices, but cheaper prices
for Medicaid recipients likely mean
lower costs for non-Medicaid cus-
tomers too.

Don’t overlook traditional retailers
such as Target Corp. and Walmart
Stores Inc., which both offer $4 pre-
scription programs. 

Other chains, including Kroger Co.
and Safeway Inc., have rolled out sim-
ilar programs.

Order by mail
You’ve probably become accus-

tomed to renting movies by mail. Your
health is certainly more significant,
but if you haven’t tried it you should
also look into cutting costs by filling
prescriptions by mail.

If you’re on a daily medication you’ll
certainly want to investigate. It’s likely
that the pharmacy program of your
benefits package will offer 90-day sup-
plies at discounted prices, said
Charles Cote, spokesman for the Phar-
maceutical Care Management Associ-
ation.

Four ways to save on prescription drugs
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• Free Estimates
• Competitive Prices
• Full-value Replacement Protection Available
• Sanitized® Treated Vans
• Local/long Distance
• Dedicated To Customer Satisfaction
• Climate Controlled Warehouse

www.movingsystems.com/williams e-mail: storagew@bellsouth.net

TRANSFER & STORAGE
WILLIAMS

Since 1940

621 East President St., Tupelo, MS

842-4836

Are you tired of struggling to just barely break-even in your small business?
Are you just getting started in business and haven’t a clue where to find clients?

Are you almost burned out from chasing down customers or clients?

“Put Your Small Business
On Auto-Pilot!”

Would you like to have a predictable flow of pre-qualified, high anxious cus-
tomers ready to buy from you on a regular basis? Would you like to have
complete control and confidence over your small business? And put an end to
the endless grunt work required to find and qualify good customers and clients.
At the Elite Marketing International Roundtable, we provided business and mar-
keting solutions that will help you clear your head. And meet the cash flow goals
you need for your small business. I understand how much time and energy it
takes to run a successful business and find fresh clients and keep existing
clients. So I do it for you!

Now there’s a 100% measureable alternative to the time wasting on trying
to figure out what to do next. Move ahead so you can achieve your small busi-
ness goals faster. You can have all the desire in the world to be a successful
small business owner. But that won’t do you a bit a good if you can’t get and
keep clients coming back for more. Don’t let this be another Idea that you set
aside until you have “more time”. CALL NOW!

Call 1-800-871-9012 ext. 79330 24 hours-a-day to sign up and get access to a
free report on “3 Secrets to Achieve all your goals in Small Business now”

Exciting, new proven
system of attracting new

customers and clients easily!
This guy just went crazy trying

to find new customers.

n The government offers 
advice and provide free 
counseling to help Americans
avoid foreclosure.

Daily Journal reports
If you are having trouble

keeping up with your mort-
gage payments and fear your
house might be foreclosed on,
the U.S. Department of Hous-
ing and Urban Development
has a tip sheet to put you on
the road to recovery. 

1Don’t ignore the prob-
lem. The further behind
you become, the harder

it will be to reinstate your loan
and the more likely that you
will lose your house.

2Contact your lender as
soon as you realize that
you have a problem.

Lenders do not want your
house. They have options to
help borrowers through diffi-
cult financial times.  

3Open and respond to all
mail from your lender.
The first notices you re-

ceive will offer good informa-
tion about foreclosure preven-
tion options that can help you
weather financial problems.
Later mail may include impor-
tant notice of pending legal
action.  Your failure to open
the mail will not be an excuse
in foreclosure court.

4Know your mortgage
rights.
Find your loan docu-

ments and read them so you
know what your lender may
do if you can’t make your pay-
ments.  Learn about the fore-
closure laws and timeframes
in your state (as every state is
different) by contacting the
State Government Housing
Office.  

5Understand foreclosure
prevention options.
Research foreclosure

prevention (also called loss
mitigation). HUD has an area

on its Web site (www.hud.gov)
dedicated to the topic.

6Contact a HUD-ap-
proved housing coun-
selor.

HUD funds free or very low
cost housing counseling na-
tionwide.  Housing counselors
can help you understand the
law and your options, organ-
ize your finances and repre-
sent you in negotiations with
your lender if you need this
assistance. Find a HUD-ap-
proved housing counselor
near you or call (800) 569-4287
or TTY (800) 877-8339.

One free counselor is non-
profit group Hope Now, part
of the Homeownership Preser-
vation Foundation. The hot-
line is 888-995-HOPE and the
Web site is
www.hopenow.com.

7 Prioritize your spending.
After health care, keep-
ing your house should

be your first priority.  Review
your finances and see where

you can cut spending in order
to make your mortgage pay-
ment.  Look for optional ex-
penses – cable TV, member-
ships, entertainment – that
you can eliminate. Delay pay-
ments on credit cards and
other “unsecured” debt until
you have paid your mortgage.

8Use your assets.  
Do you have assets –a
second car, jewelry, a

whole life insurance policy –
that you can sell for cash to
help reinstate your loan? Can
anyone in your household get
an extra job to bring in addi-
tional income?  Even if these
efforts don’t significantly in-
crease your available cash or
your income, they demon-
strate to your lender that you
are willing to make sacrifices
to keep your home.  

9 Avoid foreclosure pre-
vention companies.
You don’t need to pay

fees for foreclosure prevention
help. Use that money to pay

the mortgage instead. Many
for-profit companies will con-
tact you promising to negotiate
with your lender.  While these
may be legitimate businesses,
they will charge you a hefty fee
(often two or three month’s
mortgage payment) for infor-
mation and services your
lender or a HUD-approved
housing counselor will provide
free if you contact them.

10Don’t lose your
house to foreclosure
recovery scams.

If any company claims they
can stop your foreclosure im-
mediately if you sign a docu-
ment appointing them to act
on your behalf, you may well
be signing over the title to
your property and becoming a
renter in your own home.
Never sign a legal document
without reading and under-
standing all the terms and get-
ting professional advice from
an attorney, a trusted real es-
tate professional or a HUD-
approved housing counselor.

Tips for homeowners in a financial pinch
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“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

BRAKE & SERVICE REPAIR
• Brakes
• Front End

Alignment
• Air

Conditioning

4006 West Main Tupelo, MS 844-1852
AUTO - TRUCK SERVICENTER
COOPER

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

FRIENDLY CITY TIRE
534-7671

www .friendlycitytire.com

Where You’re Always #1

Automotive

Automotive Services (cont.)Auctions (cont.)

Bank

With Over 20 Years of Experience With On-Site Auctions,
Stevens Auction Has Set The Standards for Others to Follow

Professional Auction Marketing

www.stevensauction.com

P.O. Box 58 • Aberdeen, MS
We handle any kind of auction or appraisal

NORTH MISSISSIPPI LEADING AUCTION COMPANY

John Dwight Stevens, Auctioneer
Member of MS and National Auctioneers Associations

MS A. L. #349

HANKINS SERVICE CENTER

Quality Service
Bennie Hankins - Owner
629 E. President St., Tupelo................842-8733

Major and Minor Repairs
• Domestic and Imports
• Over 25 Years Experience
• Air Conditioning Repairs
• Brakes
• Tune-ups

NOTICE TO CATTLEMEN!
Pontotoc Stockyard • Highway 76 West, Pontotoc

Call 489-4385 or 213-7080

Owner-Ron Herndon
Auctioneer-Sammy Barlow

For all your cattle needs

CATTLE SALE
Every Saturday 1:00

Goats, Hogs & Horses
at 11:00 am

JON D. SHELTON, J.D.

Shelton Social Security and Disability
Claims Center • 844-3005

We handle ALL hearings, appeals,
reconsiderations, and denial of benefits.

Social Security / Disability
Attorney-At-Law

FREE Consultation &
NO FEE unless YOU WIN

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

144 South Thomas Street • Spanish Village, Suite 106
Tupelo, MS 38801 • 662-841-8743 • Fax 662-841-8747

rbarnett@trustmark.com

People you trust. Advice that works.
Banking and Financial Solutions

• Free Pre-Qualifying
• Approvals Within 24 Hours
• Fast & Efficient Closings

Robin Barnett
Mortgage Loan Officer
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Auctions

Automotive Services

508 Lumpkin Avenue
Tupelo, Mississippi 38801

Telephone: (662) 844-2370
Fax: (662) 844-2345

E-mail: oakcreeka@birch.net

GWENDOLYN HUDSON
Site Manager

“You pay the premiums, you choose the shop.”

www.ratliffbodyandglass.com

Body Repair • Auto Glass •Insurance Claims

365-8245

Ratliff Body
and Glass

Bank Of Okolona
P.O. Box 306

Okolona, Mississippi 38860
(662) 447-5403

Building Materials

Barry Grisham • Tom Moffitt

203West Mill Street
Blue Mountain, MS 38610
For All Your Building Needs

Toll Free (Statewide) 1-888-685-9444

Grisham Lumber & Supply, Inc.
False Arrest
Just Because You Got Arrested

Doesn’t Mean You Made A Mistake

Cable Services

Sharon McCombs
Business Account Executive

PH: 662-680-8156
Mobile: 662-231-4223

Get your office moving with Comcast High Speed Internet!
Call your local representative today for your free installation!
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917 S. Gloster / Tupelo • 844-5297 (South of hospital)
Mon.-Fri. 8-5

We Service What We Sell in Our
In-House Service Department

Lots of Sizes Available

PLASMA • DLP • LCD

BEGINS HERE
BIG

SCREENS
Starting At

$400

Business Directory

Electronic

Contractors

Fence

Industrial

Vinyl Fencing

IVY FENCE CO.
All Types of

Chain Link Fencing

All Types of
Wood Fencing4811 Cliff Gookin • Tupelo, MS

RESIDENTIAL - COMMERCIAL – INDUSTRIAL

842-3431

Family Owned & Operated – Est. 1953
Installation/Repairs - All Types of Fencing

FREE ESTIMATES
Ornamental Iron

IVY FENCE CO.
Family Owned & Operated - Est. 1953
Installation/Repairs - All Types of Fencing

FREE ESTIMATES
Ornamental Iron

Vinyl Fencing

4811 Cliff Gookin • Tupelo,MS

All Types
Chain Link
Fencing

842-3431

Gifts and Accessories

Funeral Directors

Industrial

Home and Garden Supplies

535 Jefferson Street • Tupelo (662) 842-4872
280 Mobile Street • Saltillo (662) 869-2130

Established 1891
Funeral Homes & Crematory

www.pegues fune ra l home.com

All Types
Wood
Fencing

• Hardware
• Tools
• Fertilizer
• Seed
• Plants
• Gifts
• Keys Made

• Repair Parts
• Plumbing Supplies
• Gardening Supplies
• Pet & Animal Food
• Carpentry Supplies

SIMMONS TAYLOR
Hardware & Appliances

690-9966

324 Third St / Sherman, MS

We will buy your used
stoves, refrigerators,
washers, dryers, etc.

Call us for your appliance repair

RESIDENTIAL-COMMERCIAL- INDUSTRIAL

Home Improvement

PAYNE
M

AIN
TENANCE

W
E

CARE
AND

IT
SHOW

S!

CARPET CLEANING

H. C. PAYNE
(662) 871-9600

TEL. (662) 844-5921
FAX (662) 844-0580

NORTHEAST MISSISSIPPI

Complete Prescription Service
We Accept All Medicare Part D Plans

• Gifts & Fenton Glass
• Tyler Candles
• Aromatique
• Arthur Court
• Adora Dolls &

Lee Middleton Dolls

• Lenox & Gorham
China

• Ole Miss &
Mississippi State
Collegiate Items

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

Okolona
Drug Co.

Okolona
Drug Co.

Gifts

1443 East Main St. • Tupelo • 842-1222

Hair

Landscaping

Landscape Services

“We’re the guys and gals in the pink truck”

(662) 842-8740

Total Lawn Care
Design, Build and Maintenance

Pete Poland • Harry Collins

STRUCTURAL REPAIRS

FOUNDATION PROBLEMS?

License General Contractor
www.ramjacktennessee.com

731-723-5764
1-888-264-3121

• Patented Steel
Piering

• House Leveling
• Water Proofing
• Basement Walls

• Lifetime Warranties
• Structural Repairs

Of All Types
• Residential,
Commercial
& Industrial

FOUNDATION SOLUTIONS

Foundation

Treasures Lotion Candles
Large variety of scents to chose from!

Custom Made

Gift Baskets

for everyone!

• Pottery • Wind Chimes • Jewelry • John Deere • Balloons (Helium Available)
• Purses & Wallets • Home Decor • Hunting & Fishing Decor • Plush • Western Items

• Easels • Key Chains • Frames • Flip-Flops • Plate Hangers • Baby Gifts • Collegic Items
• Sani-Air Scents & Machines • Lots More to Choose From!

Treasures 310 Park Plaza • New Albany
(662) 534-7101Treasures

CuteTz’s T-Shirts

We have Southern
Belle T-Shirts

Market

Next to La Vino
6 6 2 - 8 4 1 - 0 6 3 3

1204 NORTH GLOSTER • TUPELO, MS

Johnny Baldwin - Owner

891-6925
PONTOTOC, MS 38863

COMMERCIAL KITCHEN EQUIPMENT SERVICE & REPAIR

“KEEPING YOU COOKING”

ENRICH Program

FlooringCommercial Kitchen Equipment Service & Repair

RED HOT - WOOD FLOORING SALE
$3.79 S/FT - INSTALLED

LAMINATE FLOORING - STARTING AT 69¢ FT.

MONTGOMERY FLOORS
3709 WEST MAIN - 844-1165

Jackson Office:
P.O. Box 23815
Jackson, MS 39225-3818

662-488-8624 telephone
662-488-2980 fax
bmarsh@lesm.org

Lutheran Episcopal Services in Mississippi
2866Wallfield Road
Houlka, MS 38850

BarbaraMarsh, M.Ag, MWS, DCE

Director of ENRICH Programs
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Paint

Real EstateMedical

HERNDON CHIROPRACTIC CLINIC
FFeeeell GGoooodd AAggaaiinn!!

NNeeww PPaattiieennttss WWeellccoommee

8 4 2 - 8 4 1 3
D r . R o n H e r n d o n

2 0 8 7 C l i f f G o o k i n B l v d .
Tup e l o , M S

, 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

• Paint • Flooring
• Wallcovering • Blinds

Computer Color Matching
We Sell The Best

(662) 842-0366 • FAX (662) 842-0811
1181-A West Shopping • Tupelo, MS

Special Care for Women of Every Age

New Albany OB/GYN Clinic, P.L.L.C.

For your appointment call (662) 534-0029
117 Fairfield Drive • New Albany,MS 38652

• Family Planning
• Complete Pregnancy & Prenatal Care
• Adolescent Care & Counseling
•Menstrual Disorders
• Infertility Evaluation
•Minimally Invasive Gynecological Surgeries
• Outpatient Surgery for Urinary Incontinence
• NOW OFFERING 4-D ULTRA SOUND

Rebecca Butler, F.N.P.

GregMitchell,M.D.
Board Certified

Obstetrics & Gynecology

Plumbing

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

589 Garfield Street, Suite 201 • Tupelo, MS 38801

(662) 680-5565 • 1-877-942-7876

Digestive Health Specialists, P.A.
Stephen T. Amann, M.D.
John B. Averette, M.D.
Barney J. Guyton, M.D.

Roger L. Huey, M.D.
Samuel C. Pace, M.D.
John O. Phillips, M.D.

Ernest Q. Williams, M.D.
Carah W. Edgeworth, CFNP

W. Carl Kellum Jr., M.D.
1952-2006

Daniel Health Care services include 24-hour skilled nursing care by
licensed and certified staff, restorative nursing programs, 24-hour lab
and pharmaceutical services, IV therapy by IV certified nursing staff
24 hours, on site x rays, on-staff medical director, care planning con-
ferences with family, psychologists on staff with behavioral manage-
ment program, Alzheimer’s Unit, subacute unit, social services, wound
care, activity programs daily, nutritional plans and counseling, EKG’s,
respiratory therapy.
ALSO AVAILABLE: Outpatient services, on-site and off-site; occupa-
tional therapy; physical therapy; speech-language therapy and audio-
logical services.

The Meadows

The Meadows
Highway 25 South • Fulton, MS • 662-862-2165

Serving senior citizens and their families

Moving

662-842-1120

BronzieMorgan
Relocation Specialist

Call for a Free Estimate

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

10% OFF SENIOR CITIZENS DISCOUNT

Nail Salons

203 Commerce Street, Across from Tupelo Coliseum
HOURS: Mon., Tues., Wed. 11am - 6pm • Thurs., Fri., Sat. 11am - Until

We Roast, You Boast
DINING • CARRYOUT • CATERING

Call-In Orders 840-8800
We Cater to Parties, Factories, Home & Office

Jim & Barbara Beane, Owners

Restaurant

810 President Ave. • Tupelo, MS 38801

“Helping Hands By Nikita”

Nikita Hodges
Professional Massage Therapist

Call today for your appointment!

(662) 840-6058

Benefits of a massage
• Relieve stress
• Reduce muscle tension
• Promote flexibility and

relaxation
• Increase circulation of

blood and lymph

“Come and experience
the relaxation”

Call Dillard...
HE’S THE
SUPER AGENT

Residential & Commercial Sales
State Certified Real Estate Appraiser

Land • Houses • Commercial

662-842-6531 • Saltillo, MS 38866 • www.dillardrichardson.com

Tupelo and Corinth Location Kids Eat Free on Monday
217 Highway 30 West • New Albany • 534-2700 • Fax 534-0477

• Max 2 FREE Kids with Adult Entree
• 12 years and under
• Drink not included

Thursdays at

• Kid's Menu Only
• 5 to 9 pm

1101 W. Main • Tupelo
842-3774

Party Trays
for all Occasions!
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Pizza
Spaghetti

Salad Bar
Sandwiches

Sun. 12-11 pm • Mon - Wed 11 am-10 pm • Fri-Sat 11 am-11 pm

709 Highway 145 South
Baldwyn, MS 365-7059

Upholstery

Storage

Vacuum

TUPELO UPHOLSTERY
Vinyl Tops • Carpets • Seats • Headliner

Convertible Tops • Leather Interiors

Tim Kesler, Owner • Free Estimates • Automotive

2520 S. President
Tupelo, MS

662-844-6690

“Since 1924”

518 S. Gloster • Tupelo • 842-2214

• Va c u u m C l e a n e r s
• S h a m p o o e r s
• A i r P u r i f i e r s

FREE Pickup
& Delivery

Wine & Liquor

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

DDAAYY SSPPAA && SSAALLOONN

666622--884444--33773344 •• 884444--66220044
2613-A TRACELAND DR. • TUPELO, MS 38801

The Creative TouchThe Creative Touch

1204 North Gloster Street
Tupelo, MS 38804

PH: 662.842.4298FX: 662.842-4376

Salon ServicesRestaurant

840-0900662
219 Franklin Street • Tupelo (behind BancorpSouth Arena)

FULL
SERVICE
SALON
& DAY
SPA

SOUND & VIDEO
Systems for Business, Church, Home

Sales • Installation • Rental

2611 W. MAIN ST.
TUPELO, MS
842-3753

Sound Systems

Wrecker Service

1806 E. MAIN STREET • TUPELO

“Serving Lee Co. Since 1973”

• 24 HOUR DAMAGE-FREE TOWING

• HEAVY DUTY TOWING

• ROLLBACK WRECKER

840-9301
627-A West Main Street • Tupelo • (662) 346-9966

Directly Behind Main Street Family Dentistry

Owned and Operated by Gus Hildenbrand

MAIN STREET
M I N I - S T O R A G E

Brand New Storage Facility!
Clean and Secure!
24-Hour Gated Access • Brightly Lit
Total Security Fence!

GRAND OPENING
EXTENDED THRU

OCTOBER!
Get 1 or 2 Months FREE

with prepaid rent!!

Storage

Pick Up & Delivery

R. FRED PITTS,
PRESIDENT

506 S. Spring • Tupelo

666666662222----888844444444----6666111166663333

17 Years Experience
“Since 1988”

OOOOFFFF TTTTUUUUPPPPEEEELLLLOOOO IIIINNNNCCCC

S•A•F•E
STORE

Specializing in Storage For:
Medical Records

• Accounting Records
Legal Records

• Manufacturing Records
Architectural Records

Jessica
Whitehead
Nail Technician

841-6834

THE HAIR CO.

Historic Downtown Tupelo• 131 W. Main St.

Manicures | Pedicures

Pizza Doctor
908 West Main, Tupelo
662-844-2600

$5.95
Lunch Special

Includes 2 big slices of
pizza, salad and drink

Salon

THE BBQ PLATE
Pulled Pork & Sauce,
Gator Tators and Fried
Green Tomatoes
Only

$6.99

BISHOP’S BBQ GRILL
2546 Hwy 145 N. • Saltillo, MS

662-869-8351

Jennifer’s Hair Design
Introducing: Allyson Moore Baggett

Stylist / Manicurist

172 CR 713 • Shannon, MS 38868
Phone: 767-9770

Jennifer Watts - Owner & Operator
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