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O f balladhealth.org

The story begins.

Stories are a big part of what makes our region special.
Our local history is deeply rooted in our stories and our songs.
We chose the name Ballad Health because we want to

be reminded every day that good health is about more than
healthcare—it’s about the story of our lives. When you choose
to tell your story to us, you’re giving us a sacred trust, and

it is absolutely essential that we listen. This chapter is about you.

BalladHealth.

It’s your story. We're listening.
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Friday, July 13

The Carnegie Hotel
Johnson City

The 26th Annual recognition
of the extraordinary individuals and
organizations that go above and
beyond the call of duty everyday.

To nominate an individual or
organization today, emalil
news@bjournal.com with a letter
of recommendation telling what
makes them a Healthcare Hero.
Deadline for nominations is the
close of business on
May 18, 2018.
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From the Editor

About those bills. . .

B ack in late February
and early March,
publications like this one
were spilling a lot of ink
regarding two bills being
considered in the Ten-
nessee General Assembly.
The first was a bill put
forth in the Senate by
District 3 State Senator
Rusty Crowe. Senate

Bill 2048 (and its House
companion legislation,
HB 2020) sought to keep
the Ballad Health COPA
monitor from releasing to the public information the release
of which could materially harm Ballad, and potentially, the
economy of the region. The second was House Bill 2602 (and
its Senate companion bill, SB 2317), the prime sponsor of
which was District 7 Representative Matthew Hill. That bill
would have prevented the Tri-Cities Airport Authority from
taking any action without first obtaining the approval for
such action from a newly formed executive board made up of
state legislators.

With the 110th General Assembly having gaveled to
adjournment (sine die) we can report on the outcomes of both.

First, the “Ballad Bill.” The bill initially met with what
Crowe referred to as a “firestorm” of negative reaction. The
idea of keeping COPA compliance information out of the
public eye was not popular. Even Ballad Chairman and CEO
Alan Levine conceded, “Is it possible the language that was
originally submitted was too broad? Yeah.”

The Senate Health and Welfare Committee was slated to
take up the bill on Feb. 28, but deferred action until represen-
tatives from Ballad, the office of the Attorney General and the
Department of Health could convene and work up an amend-
ment. Ballad sought to keep proprietary information confi-
dential. The government sought to keep voters from revolting
against what could be seen as trying to alter the terms of the
COPA almost before it became law.

After discussion among the parties, an amendment was
introduced March 22.

The amendment (SA 0731) changes the wording of the bill
to limit what’s redacted from COPA reporting to:

(1) Operating and capital budgets;

(2) Existing and future business plans other than any
plans, and any modifications to those plans, that are
required to be submitted to the state pursuant to a
certificate of public advantage or application for a
certificate of public advantage;

(3) Financial audit working papers

(4) Contracts or agreements with payors and payor pricing
information;

(5) Physician recruitment plans and contracts or agree-
ments with physicians;

(6) Contracts or agreements with vendors;

(7) Complaints, including hotline complaints and open
investigations of such complaints; and

(8) Employee personnel files, including performance
evaluations, disciplinary actions, individual compensa-
tion amounts, and employment contract terms not
otherwise publicly available.

Item (2) is a key, in that it mandates disclosure of future
business plans already mandated for disclosure in the COPA.
Concerned citizens had questioned whether the original bill
would allow Ballad to close or repurpose facilities without
following the strictures set forth in the COPA.

The amendment also sets forth a seven-day notification
period. Should the state plan to release information that could
include Ballad trade secrets, it will give Ballad a week’s notice
so the company can petition to block that release.

Both the amendment and the amended bill passed the Sen-
ate the same day they came to the floor. Once the House bill
made it through the Health; Finance, Ways and Means; and
Calendar and Rules committees, it passed on a 93-1 vote April
17. The bill went to the governor for his signature April 23.

As for the bill putting the Tri-Cities Airport Authority under a

newly created board of state legislators, it was sent to commit-
tee in both the State House and Senate within a week of being

introduced. It never made it out of either committee.

In the long term, perhaps the most important legislation
brought by a Northeast Tennessee delegation member may
be House Bill 1831, introduced by District 5 Representative
David Hawk (and its companion senate bill, SB 2257). That
bill limits the duration and dosage of opioid prescriptions for
new patients, with reasonable exceptions for major surgical
procedures and exemptions that include cancer and hospice
treatment, sickle cell disease as well as treatment in certain
licensed facilities. With initial opioid prescriptions limited to
a three-day supply, Tennessee will have one of the most strict
and aggressive opioid policies in the nation.
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Guest Column

Why the Tri-Cities should be one MSA -

and why it matters

By John Speropulos

Imost 20 years ago the

Tri-Cities was a single
Metropolitan Statistical Area
(MSA). But due to a revised
definition of urban areas, it
was divided and designated
a Combined Statistical Area
(CSA) with two metropolitan
components. That made the
region the data-reporting
version of fly-over country. It
was probably a mistake back
then, but considering today’s
increasingly data-driven world,
it’s an even bigger mistake that
should be corrected.

Before the division, the Tri-Cities region comprised eight
counties in Northeast Tennessee: Carter, Greene, Hancock,
Hawkins, Johnson, Sullivan, Unicoi and Washington; Two
counties in Southwest Virginia: Scott and Washington; and the
city of Bristol, Virginia was also included.

Fast forward to 2018. The Tri-Cities is now divided into
two MSAs. Johnson City’s MSA includes Washington County,
Carter County and Unicoi County. The Kingsport-Bristol TN-
VA MSA includes Sullivan County, Hawkins County, Scott
County Va., Washington County Va., Bristol Va. Greeneville is
its own micropolitan district. Hancock and Johnson counties
are orphans.

If you go back and look at criteria used to define MSAs, it’s
not hard to see why someone sitting hundreds of miles away
from here looking at a region defined by geopolitical jurisdic-
tions could have said the Tri-Cities should be divided.

According to the Census Bureau, an MSA consists of one or
more counties that contain a city of 50,000 or more inhabit-
ants or contain a Census Bureau-defined urbanized area
and have a total population of at least 100,000. The primary
distinguishing factor between a CSA and an MSA is the social
and economic ties between the MSAs within a CSA are at lower
levels than between the counties within an MSA.

It’s a lot like reading income tax instructions, isn’t it?

Still, those definitions set the argument for why yesteryear’s
decision should be reversed. The economy has changed, and
the way data is collected and reported is nothing like it was 20
years ago. It’s time for some change.

And it’s not like this is a bottom-up idea. During a recent
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conference at the Tennessee State Data Center, Census Bureau
officials said there are still discussions about whether the
Tri-Cities should be a CSA or a single MSA. That’s a good start.

So why should the Tri-Cities be one MSA?

The most compelling reason is that it’s one economic mar-
ketplace and today’s economy pays more attention to markets
than geopolitical jurisdictions.

Of course, some will point to the populations of Johnson
City and Kingsport and argue the region is two MSAs. Reread
that definition of an MSA and pay special attention to the lat-
ter part: An MSA consists of one of more counties that contain
a city of 50,000 or more inhabitants or contain a Census
Bureau-defined urbanized area and have a total population of
at least 100,000.

Now, look at the most current Census Bureau population
estimate for cities. Johnson City and Kingsport have separate
local governments and schools, but together they are an
urbanized area. Combined they had a population of almost
120,500. A little more than 20 miles from each are the twin
Bristols and Elizabethton if you need to push the urban
political area population higher.

Also look at the commuter traffic patterns that stitch the Tri-
Cities into one urbanized area. Or even better, check out the
Census Bureau’s data on commute patterns. What you’ll find
is that almost 29,000 Sullivan County residents commute to a
job that isn’t in the county or city where they live. A little more
than 21,000 Washington County residents do the same every
day. Expand that to the seven-county area, and you’ll see over
106,000 people live in one of the local political jurisdictions
and commute to another for their primary job. Almost all those
primary jobs are in the Tri-Cities, and that gives the region
high-level economic and social ties.

Changing the Tri-Cities back to one MSA isn't a slippery
slope to the consolidated city or county government or schools.
It won’t impinge on any local government’s sovereignty. It
simply sets the stage for a better economic definition of what
is obviously one regional marketplace. It affords a stronger
demographic voice than any one local jurisdiction can present.
Reverting to one MSA won’t change the region’s branding chal-
lenges, but it would more accurately define the region for those
who make data-driven business decisions.

The Tri-Cities is one market. It should be recognized as one
Metropolitan Statistical Area by the Census Bureau.

John Speropulos CCIM, SIOR, is president of Mitch Cox
Realtor, Inc. He regularly writes at speropulos.com.



Trends

Housing market back in double-
digit growth mode

Northeast Tennessee’s housing market
posted double-digit March and first quarter
sales and price gains.

According to the Northeast Tennessee
Association of Realtors (NETAR), sales were
up 11.8 percent, and the average price for a
single-family resale was 13.2 percent better
than March last year. Sales for the first three
months of this year were 10.3 percent better
than last year while the average sales price
was up 10.9 percent.

“March is the early start of the peak buying
and selling season, and the robust results sur-
prised some market watchers,” said NETAR
President Aaron Taylor. Many other markets
are reporting small sales increases due to a
continued tight inventory and buyer fatigue
over finding the home they want. “That’s what
some locals expected since those conditions
exist here. But what the first quarter numbers
show us is there is still a lot of pent up demand
in our market.” How long it can sustain that
pace is the big question, he added.

NETAR reported 588 closings in March

and 1,352 during the first quarter. It was
the third straight month of year-over-year
increases and the best first quarter since
2008 — the year NETAR launched its Hous-
ing Market Trends Report.

March’s average sales price in the 11-county
area monitored by the report was $178,658,
up $20,866 from March last year. The first
quarter sales price was $173,427 — a $17,094
improvement over Q1 last year.

Taylor said Realtor Property Resource (RPR)
reports show March’s 861 new listings were
slightly below last year’s total of 896 while the
active listing inventory was down 21.3 percent.
“Currently we have six months inventory on
the market, which is the industry rule of thumb
for normal market conditions,” Taylor said.
However, nine to 10 months inventory was the
norm for our area until last year, he added.

The average closing in March was on the
market for 135 days compared to 152 last
year. “But that’s the average for the region,”
Taylor said. It varies when you drill down to
local markets.

Here’s a capsule look at how the first quarter city and county single-family
resales and average prices compared to the first three months of last year:

CITY MARKETS

Kingsport: Sales 174, up 33. Avg. price - $175,857, up $12,458.

Jerry Petzoldt Agency, LLC

Each office independently owned and operated

SOLUTIONS FOR
COMMERCIAL REAL
ESTATE SERVICES

Search Over 300 Properties
www.tcigroup.com

REGIONAL OFFICES:
Kingsport 423.230.0255
Johnson City 423.915.0911

Jerry Petzoldt
CEO
423.677.2486

David Prince
Medical/Office
423.384.5554

Charlie Dotson
Industrial/Office
423.773.6234

Gary Sproles
Investment
423.612.0617

Jackie Hewitt
Professional/Financial
423.292.1000

Cassie Petzoldt
General Business
423.677.2344

Johnson City: Sales, 164, up 10. Avg. price - $208,583, down $316.
Bristol, TN: Sales 66, no change. Avg. price - $157,010, up $16,061.

Erwin/Unicoi: Sales 34, up 1. Avg. price - $149,591, up $16,994.
Greeneville: Sales 46, up 5. Avg. price $132,754, up $2,526.
Bristol, VA: Sales 34, down 2. Avg. price - $118,412, up $18,130.

Glenn Perkins
Expansion/Relocation
423.956.5707

Ramon Sanchez-Vinas

Business Brokerage
423.930.4237

Elizabethton: Sales 29, down 5. Avg. price - $121,628, up $558.

COUNTY MARKETS

Sullivan: Sales 411, up 45. Avg. price - $168,692, up $11,580.
Washington, TN: Sales 345, up 34. Avg. price $213,240, up $18,203.
Greene: Sales 146, up 14. Avg. price $152,925, up $17,296.
Hawkins: Sales 121, up 21. Avg. price $157,446, up $27,493.
Carter: Sales 107, down 12. Avg. price $139,310 up $7,960.
Washington, VA: Sales 87, up 4. Avg. price $188,011, up $28,218.
Wise: 42, up 6. Avg. price $109,863, up $5,914.

Johnson: Sales 32, up 17. Avg. price $219,800, up $59,786.

Scott: Sales 21, down 3. Avg. price $82,625, down $30,769.

Lee: Sales 6, down 3. Avg. price $77,117, down $500.

Kelsey Bartley
Unicoi Specialist, 423.948.1743

Property ID #30136280

Johnson County’s year-to-date high average sales price change and Scott County’s low are both residual effects of outlier sales.
NETAR counts city sales as those in the high school zone. City sales and price data are included in the county totals.

May 2018 | bjournal.com 9



Photo Feature

Ca reerQuestiTN

The second annual CareerQuestTN event on the campus of East Tennessee
State University in Johnson City April 12 and 13 brought 5,000+ students from
almost every school district in the region into direct contact with more than
60 major employers. Companies from the fields of advanced manufacturing,
health care, construction and information technology hosted booths in the
mini-dome. The event was organized by the First Tennessee Development
District as part of its workforce and literacy initiative. Sponsors included Bal-
lad Health, Stanley Black & Decker, TVA, the Associated General Contractors
of Tennessee, the University of Tennessee Center for Industrial Services and
AOSmith. CDAVE ONGIE AND SCOTT ROBERTSON




BJ Photo Feature

eChemExpo
showcases
coming

technologies

Six panel discussions and 60 seminars highlighted
the 2018 eChemExpo at Meadowview Conference
Resort & Convention Center April 5. Discussions on
cybersecurity and enhanced reality were among
the best-attended. More than 200 exhibitors
showed their wares to the hundreds of engineers,
chemists and executives in attendance. The semi-
annual event has been held in Kingsport since the
year 2000. The 2018 event had more than 30 spon-
sors, and was supported by BAE Systems, Eastman
and Nuclear Fuel Services, among others.

May 2018 | bjournal.com
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Features

Microporous to announce $20 million
Piney Flats expansion

By Scott Robertson

Microporous has scheduled groundbreaking for a major plant
expansion at its Piney Flats, Tenn., facility June 13. The
company plans to invest $20 million in a capital project to triple
the facility’s output of polyethylene battery separators.

“This $20 million will be the biggest investment we have made
as a business since we went stand-alone again in 2013,” said Ed
Feaster, CFO. “It’s even bigger than the one we did at Feistritz
(the company’s plant in Austria) so it’s a really big deal for us. It’s
a big deal for our employees. It’s a big deal for the community.
It’s a big deal for our investors.”

The expansion will allow all of the company’s existing product
lines to be produced at the Piney Flats plant. In addition, it
will allow the plant to begin production of new products. “It’s
all wrapped up in a bow,” said Arnie Gillert, director of Sales
— North America. “It’s new customers. It’s new products. It’s
expansion into different markets.”

The expansion is dictated both by increased demand from
existing customers and plans for future growth, said Roger Cal-
loway, plant manager. “We have already started the work. That
work actually started months ago before we even had capital
approval. We had a plan. We had a vision for the company. We
have always had a strategy to grow with our customers and our
customers have been growing faster than we can keep up with at
our current capacity.

“We got to a point where we have successfully implemented
alot of de-bottlenecking projects in the plant,” Calloway said.
“We've probably spent more on this plant in the last three years
than in the previous 30 years. We've gotten to the point where
we have de-bottlenecked and made the plant as efficient as we
can with the capacity we have and the footprint we have now. So,
the next step is to expand.”

The expansion should take about 18 months to complete,
with production beginning late in the fourth quarter of 2019,
Calloway said. The company plans to completely sell out the
increased capacity shortly thereafter. It’s not a far-fetched goal,
Gillert said. “We installed a third line in Austria in 2016. Sub-
sequently, a year later product was virtually sold out there. Our
track record has been stellar in being able to convert customers
and grow with the market.

“We know we have some quick wins in front of us,” Gillert
said. “Automotive we’re not really into. EFB (enhanced flooded
battery) is a growing market; start-stop vehicles are a big grow-
ing market in the U.S., and we want to be ahead of that curve
when it really takes off.”

The key to breaking into those new markets is the ability of
the expanded plant to produce the company’s Duroforce ULR
ultra-low resistance separators. “It’s the lowest resistance
separator in the marketplace,” Gillert said. That’s important
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Microporous CEO Jean-Luc Koch (right) with Cel Hixson, continuous
improvement manager.

because the new breed of start-stop vehicles turns the engine
off when the vehicle stops at a red light, for instance, but leaves
everything else running, thus draining the battery. Lower
electrical resistance separators allow the battery to recharge
faster and more efficiently.

“Probably the number one requirement from our customers is
a separator with almost no resistance,” CEO Jean-Luc Koch said.
“Everybody’s fighting to minimize electrical resistance.”

“It’s a big market right now in Europe, but it’s slowly tran-
sitioning here to the U.S. as they look to continue to grow that
space for auto makers,” Gillert said. “So that’s the big driver of
this as well, in addition to having capability of just standard SLI
(starting, lighting, ignition) or standard automotive which we
don’t have right now.”

To date, Microporous has only produced industrial products
at Piney Flats. “We are the largest industrial separator producer



The Microporous executive team credits the rank-and-file employees of the plant for making the planned expansion possible.

PHOTOS BY TARA HODGES, SWEET SNAPS PHOTOGRAPHY

in the world,” Gillert said. “So, this will give us the ability to pro-
duce the automotive side of our business here locally. Ultimately,
just out of a single location in Piney Flats, we'll produce the most
diverse range of separators in the world when this expansion is
done. We'll be able to produce all eight of our product lines.”

Koch promised more innovations will come from the Piney
Flats facility once the expansion is complete. “(Duroforce ULR)
is the first outcome of our new R&D investment. There are some
other very interesting products in the pipeline, but this one is
now commercially available already.”

Koch and his team have the freedom to reinvest in the com-
pany now, he said, because the private equity firm behind them,
Seven Mile Partners, has faith and trust in management. “We're
getting close to five years now with Seven Mile,” Koch said. “So,
with a private equity firm after five years you always hear, ‘What
is the next step?’ Well, the next step is for them to invest $20
million. They are in for the long run. That’s what they said on day
one and really, we have been very fortunate having these guys
believing in us, believing in management getting results.”

It’s easier for the partners to have that faith because the
management and rank-and-file employees at Microporous
have a solid record of past performance. “I would have to say

we have exceeded all the milestones and all the targets we have
been given,” Koch said. “We have invested between $20 million
and $25 million over the last four years and different projects
altogether. Now it’s really about doubling that.”

It’s also easier when the trust doesn’t just flow from the
investors down, Calloway said. Management and the workforce
at Piney Flats have spent the last five years proving themselves
to each other. “We have made strides in every key performance
indicator that we've tried. Our first one was safety. We sit here
today very proud that in the last two-and-a-half years we have
only had one incident.

“Just recently we have decided that continuous improvement
is so important that we have promoted someone from within to
be a continuous improvement manager,” Calloway continued.
“That’s just another opportunity for one of our employees who
has shown a lot of aptitude and a lot of desire to do something
more than just be a supervisor.

“The people on the floor — the morale out there is at an
all-time high,” Calloway said. “We have had our challenges in the
last two to three years, but we have met every one of them and
come out on top. People see that and they appreciate it.”
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Ballad Health announces 150 layofts of
management, front-line employees

CEO says company working to minimize impact

By Scott Robertson

Ballad Health, the region’s largest
employer, is in the process of
eliminating around 150 jobs. The layoffs
were expected, as the company had

said as early as last fall that up to 250
positions could be cut once the merger
of Mountain States Health Alliance

and Wellmont Health System became
final. That merger closed at the end of
January, creating Ballad Health.

The positions affected by the layoffs
announced April 17 include elimination
of duplicative jobs, according to Ballad
Chairman and CEO Alan Levine. Levine
told a press conference those jobs
include senior-level executives as well
as middle management and front-line
team members. An additional 49 empty
positions have already been eliminated
through attrition.

Levine said the move represents the
first step in a shifting of jobs from ad-
ministrative and management positions
to more direct care hires. “The next step
in things that will occur is, we're going to
submit plans to both states for our popu-
lation health investments, for research,
for expansion of pediatric and physician
services, and of course the development
of a pediatric trauma center and the
pediatric emergency access points in
Bristol and Kingsport. Once we start the
process of spending the capital for that, people will see it right
away, and of course, once you open those services you have to
start hiring people. You're shifting away from administrative
costs and preparing yourself to make the investments we have
committed to in the COPA (the agreements with Tennessee and
Virginia under which Ballad operates as an inpatient monopoly).
We fully intend on fulfilling those commitments.”

Levine said the company would soon be making around
70 new hires for a facility being built at the former Northside
Hospital site, and that more new hires would come as the system
shifts from a model under which two systems were operating in
one space to a more efficient service delivery model.

None of the positions eliminated in the 150 layoffs will be in
the chain’s small rural hospitals, Levine said. “Thirteen of our
21 hospitals are considered rural under the COPA...Those are

14 bjournal.com | May 2018

Ballad Health Chairman and CEO Alan Levine
PHOTO BY SCOTT ROBERTSON

some precious access points for those
communities, and they’re jobs. If you
add up the operating losses of our rural
hospitals, they exceed the loss of the
system...If the COPA didn’t exist and
we were still just Mountain States and
Wellmont, I promise you there would be
conversations right now about which of
those hospitals would be closed...One of
the commitments we made in the COPA
was to keep them open...It is clear the
COPA is doing its job, because not one
job is being affected by this announce-
ment today.”

Levine reiterated the total number of
positions being eliminated is less than
management estimated in September.
“We spent the last several months
looking at where we had duplication,”
Levine said. “We went to each depart-
ment throughout the system. They had
the best visibility on where there was
duplication of effort. They made their
recommendations and there was a lot of
dialogue internally, but it was a process
from the department levels up.” Levine
said he made the decision to cut nine
senior managers among a couple dozen
management members affected.

“My thoughts right now are with
the individuals and their families who
have been affected by this and the
remaining team members who go to work every day, frankly in
a very uncertain envirnoment not of their creation, because of
external pressures. We believe this merger actually minimized
what would have been a much bigger impact had Mountain
States and Wellmont done something separate.” Ballad has
previously estimated 1,000 jobs could have been cut if the two
systems pursued separate mergers. “So yes, this is a horrible
outcome for the people affected. We have done what we could
do to minimize that.”

Severance pay and comprehensive outplacement services are
being offered to affected team members, and some are eligible
to apply for other open positions within Ballad Health if they
choose. Ballad Health currently has more than 700 vacant posi-
tions and is actively seeking to hire people into those positions.
More than half of these positions are in nursing.
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Ignite program receives $250,000 GO Virginia grant

Funds to bridge gap between worlds of education, employment

By Scott Robertson

he Ignite program of the United Way of Southwest Virginia

received a $250,000 grant from Growth and Opportunity for
Virginia (GO Virginia) April 10 in Richmond. The funds will be
used to fund an internship project as part of a collaborative effort
to align school curricula with local employer needs.

The two-year Ignite program includes a capacity-building
platform that provides activities to encourage post-secondary
education, streamlines work credentialing, provides work-based
learning opportunities and matches new graduates with local
employers through a web-based platform. The program was
born of a concern that too many students being produced by the
education system were not ready to enter the workforce. A recent
study found that while three out of four teachers believe they
were sending work-ready students into the community, only 50
percent of employers agreed with that assessment.

“United Way of Southwest Virginia is excited to build upon
the success of our current Ignite Program aimed at connecting
the worlds of learning and work, by adding a new component —
internships,” Chrystal Brown, director of Education for United
Way of Southwest Virginia said. “Through the internships
component of the Ignite Program, we will partner with 17 school
systems to align credentialing, create meaningful project-based
learning, and offer invaluable work experience so that Southwest
Virginia’s young people graduate from high school career ready
and actively engaged in their communities. We are grateful for
the support of GO Virginia, and we look forward to our continued
collaboration with students, parents, educators and employers to
inspire and equip tomorrow’s workforce, together.”

Mike Quillen, chair of Region One expressed his enthusiasm
for this project and applauded the concurrence of the State
Board. “I think this is one of the more innovative and promising
projects for the future of not only Southwest Virginia, but the
Commonwealth. Coordination between our secondary schools
and prospective employers is critical to educating our young
people in opportunities available to them, providing skills and
experiences that will make them and our region’s workforce
more valuable. Providing our existing and future employers with
a skilled and informed workforce is a win-win”.

GO Virginia issues grants to each of its nine regions on a per
capita basis. The GO Virginia per capita grant funds will be used
to implement projects that align with each region’s Growth and
Diversification Plans. These plans provide an honest assessment
of the economic, workforce and structural barriers in the region,
as well as the existing regional economic drivers and potential
growth sectors in each region. Projects that address these
challenges and opportunities represent a first step toward the
creation of higher paying jobs in the regions.

In addition, all nine regions will compete for more grant funds
later this year. The first round of statewide competitive grants is
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Southwest Virginia teachers spend a day working at Mohawk
Industries as part of the Ignite program. PHOTO COURTESY UNITED WAY
OF SOUTHWEST VIRGINIA

expected to be awarded in June 2018.

The GO Virginia State Board was highly impressed with the
project and acknowledged it as a model for the state. The GO
Virginia Region One Council recommended the Ignite Intern-
ships program to the State Board at the March 2018 meeting.
“The nine GO Virginia regions have been working diligently
over the last year to drive innovative projects that address each
region’s specific workforce economic development needs,” said
GO Virginia Board Chairman John O. “Dubby” Wynne.

“The Commonwealth’s approach to economic development is
forward-thinking, focused and in tune with national and global
trends, which is clearly reflected in the projects that were approved
today,” said Secretary of Commerce and Trade Esther Lee. “GO
Virginia is an innovative approach that supports the best opportu-
nities for creating higher-paying jobs in every region of Virginia.”

“GO Virginia is inspiring the innovative thinking that will
help to push Virginia’s economy forward,” said Governor Ralph
Northam. “It is encouraging to see how coordination between the
state and our higher-education partners is helping businesses
take their operations to the next level and to create opportunities
in every region of the Commonwealth.”
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Co-working space opens in downtown Erwin

By Scott Robertson

The town of Erwin has opened its first co-working space,
branded “Square One.”

“When you combine Erwin fiber and a really cool workspace, you
get Square One,” said Lee Brown, general manager of Erwin Utili-
ties, which partnered with the Joint Economic Development Board
of Unicoi County to create the town’s first co-working environment.

“So many people work from home now, but not everybody’s
got a great Internet connection,” Brown said. “But you can come
right here to Square One and work at an affordable rate and be
connected to blazing fast Erwin fiber.”

Erwin’s fiber service offers 1 Gbps upload and download speeds,
meaning downloads happen at roughly 10 times the speed of
cable. That electronic infrastructure, combined with the physical
infrastructure of an office space within a minute of Interstate 26
but close to mountain recreation, gives Square One some unique
advantages in attracting start-up businesses, Brown said.

Tyler Engle, executive director of the Joint Economic Develop-
ment Board, called the addition of that fiber infrastructure to an
open floor plan building, “a match made in heaven.”

“It has flexible meeting space, white boards, high definition
monitor television, six co-working desks and a private office.
Folks can rent it just for a day if they need it. They can rent the

Brian Tapp and Tyler Engle at Square One PHOTO BY SCOTT ROBERTSON

shared space co-working areas for a very competitive rate, or
the private office for a little more. There are no hidden fees or
anything. We just try to make it easy for folks.”

“We think it’s important to invest in downtown Erwin and to
promote job growth here,” Brown said. “Our job is to support
people working in business and job creation. Getting a business
started is one of the hardest things to do. And we think a lot of
great things will start at Square One.”
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Choosing the right incubator or accelerator:

Business is less daunting when you know where to start

Part one of a two-part series
By Anne Newton

rom business incubators that help you get started - to

business accelerators that identify what you need to go to
the next level - to coworker and makerspaces that offer access to
equipment, technology and expertise, whatever your needs, the
goal is the same: to develop a salable product or service and help
your business grow.

If you're unsure of the first move or you're dealing with the
logistics of early business growth, incubators like the KOSBE
Small Business Development Center offer a good first step.

“Some who come to KOSBE have no idea what they need to

do legally to start a business,” said Executive Director Aundrea
Wilcox. “My job is not (to say) whether this is a good business
idea. What I want to know is it believable, does he/she have all
the skills necessary to execute the plan, do they have the capital
they need, do they have the tools needed for success.”

Executive director of AccelNow, John Campbell says he
asks, “Who have you talked to,” “What are you finding from
other sources,” and “What did you bring to illustrate it,” to help
entrepreneurs discover where they are in the process and what
their goal or target is.

“I think ideally the client should have a story about what they
want to do when they first come in,” Campbell said. “Whatever
it takes to get some kind of understanding of what they need to
help them be more productive and get to another level.”

Wilcox agrees it’s important to understand where entrepre-
neurs are in the process, “I don’t want to have anything fall
through the cracks so I ask questions to make sure they're ready.”

AccelNow’s office is at Heath Guinn’s newly opened Sync.Space

Heath Guinn, Mars Reid and John Campbell at Sync.Space.
PHOTO BY ANNE NEWTON
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in Kingsport, a facility that provides accessible co-worker space
for entrepreneurs, and a platform for an accelerator model. “We
are more than just a space, we are where businesses come to
accelerate,” said Guinn. “We’ve partnered with AccelNow and
the Holston Business Development Center to bring dedicated
mentorship and networking to our members where they have
access to human capital resources and tools.”

As member businesses grow, Sync.Space connects them with
local support to staff, market and manufacture products, and
provides local and export distribution opportunities.

The facility offers high-speed internet, teleconferencing during
normal business hours, meeting rooms, desks or workstations
as available and boasts a 1,000-square-foot green screen studio
insulated for audio recording with professional support in the
production of high-end photography and promotional videos.

The Virginia Highlands Small Business Incubator provides
support for small business startups including writing business
plans, funding service referral and other professional services.

Cathy Lowe, the center’s director, says the smaller spaces at
the facility are reserved for small business startups and of-
fers affiliate and co-working memberships, educational tools,
advertising, media support, networking, financing, marketing
and advanced manufacturing.

“Our goal is to make sure we give small businesses an op-
portunity to establish themselves and grow in the community
by connecting them with education and networking resources to
make them successful,” she said.

The Tennessee Small Business Development Center (TSBDC)
at East Tennessee State University is the linchpin for coordinating
regional business development. It’s one of 15 Business Development
Center Network locations in Tennessee primarily providing counsel-
ing services and educational opportunities to entrepreneurs and “for
profit” new and existing small businesses. As an affiliate, regional
offices have access to additional and unique resources and programs
of a major regional university, enhancing services available to client
businesses as well as certified TSBDC counselors.

The ETSU Innovation Lab is a university-based high-tech
business incubator that assists entrepreneurs develop emerging
technologies from concept through commercialization. Its objectives
are to facilitate collaboration, innovation and shared learning for
businesses during their critical developmental years, create high-
quality jobs, emerging technology driven companies that stimulate
and support sustainable economic growth and development.

The Innovation Lab’s worldwide scope and International
Soft Landings Designation allow it to serve as a nexus between
entrepreneurs, educational institutions, economic development
councils and the international business community by offering
physical and virtual business support to growing companies.
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Angela Braan:

Exploiting a gap in the market — with care

By Gabriel Logan

In aregion with a relatively low percentage of young entre-
preneurs, fewer female entrepreneurs, and very few minority
entrepreneurs, Angela Braan, who is a U.S. Army veteran to boot,
stands out. Those uncommon qualities haven’t driven the growth
of her two-and-a half year old business, Cassia’s Salon & Spa,
though. That growth has been driven by the fact that Braan is a
detail-oriented, customer-focused businessperson who has found
a niche and made it her own.

Cassia’s is the first salon in the region to succeed in providing
high-quality salon services to women regardless of race. Black
hair, Caucasian, multicultural — what matters to Braan isn’t a
customer’s race, it’s that the customer deserves to feel valued.

“Having a local salon that does black hair means the world to
me,” Aundrea Wilcox, executive director, Kingsport Office of Small
Business Development & Entrepreneurship (KOSBE) said. “T've
been living in this area for 14 years. I have only recently been able
to experience a positive high quality, relaxing salon atmosphere,
while having my hair done by a professional stylist who is not only
capable but up-to-date with new trends and techniques.”

Braan is originally from Washington, D.C. She served in the
Army four years until 2000. She worked as a stylist in D.C until
moving to Kingsport in 2015.

“We have really just tried to tear down barriers when we
moved here,” Braan said. “I could tell that there were many bar-
riers when we moved. There was a lot of traditionalism. People
do the same thing the same ways over time. Coming with a new
perspective I wanted to do something different in business.”

Braan, who refers to herself as a perfectionist and, “a little
OCD,” decided to create not just a salon, but a space in which
women could feel a certain way. “People say all the time ‘Oh my
gosh, it is so peaceful in here,” Braan said. “They will sit in here
and watch a movie after their hair is done like for the next hour.
I think that is why the business has been successful. I do not just
worry about your hair. I want to know what is going on in your
life. What can we do to help you? I think it is important to deal
with the entire woman rather than ‘T am going to make your hair
look good, give me your money, and go home.”

In the future Braan hopes to create a product line of shampoos
and conditioners. She is allowing herself five years to get it done.
“My long-term goal is to open up a school to teach how to do

black hair because nobody here knows how to do it so nobody
gets their hair done,” Braan said. “Then a lot of black women do
not want to move into the city because if nothing else, a black
woman wants her hair done. I hear all the time ‘There is nowhere
to get your hair done.’ I do not want to be the only one. That is
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Angela Braan PHOTO COURTESY CASSIA'S SALON & SPA

why I am looking for someone to train to do what I do so that I
can transition into a school.”

Wilcox, who mentors entrepreneurs every day, likes Braan’s
chances. “What stands out to me is the value that Mrs. Braan
places on others,” Wilcox said. “She values everyone, no matter
who you are.”

“When you meet someone like that,” Wilcox said, “you know
that they are trustworthy and authentic in everything they do.
She values others so much that she is deeply involved in nurtur-
ing her family, growing her business and the people who work for
her, and contributing to the betterment of our community. This
is evidenced by her service with the Kingsport Neighborhood
Commission and her church leadership. She really cares for
us—all of us— and she wants to help us.”
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New River Hardwoods to invest $3.8 million in

Carter County facilities

ew River Hardwoods, Inc. officials recently announced the

lumber company will invest $3.8 million in its operations in
Roan Mountain. New River plans to create around 25 manufac-
turing and production jobs in Carter County. The company will
install new equipment and convert its Roan Mountain log yard
into a lumber manufacturing facility.

“I'd like to thank New River Hardwoods for investing in Roan
Mountain and creating job opportunities in Northeast Tennes-
see,” Robert Rolfe, commissioner of the Tennessee Department
of Economic and Community Development said. “It’s always an
encouraging sign when an existing business chooses to expand
in Tennessee. New River Hardwoods’ $3.8 million investment is
terrific news and I look forward to the positive impact these 25
new jobs will have on Carter County’s residents.”

Headquartered in Beckley, W.Va., New River Hardwoods
operates facilities in Virginia, North Carolina and Tennessee. The
company began lumber production in 1991 and produces more than
40 million board feet of high quality hardwood lumber annually.

In addition to its Roan Mountain location, New River Hard-
wood operates millworks, dry kilns and sawmill facilities in
Mountain City, Tenn., a sawmill near Cumberland Gap, Tenn. as
well as a log and lumberyard in Erwin, Tenn.

“New River Hardwoods appreciates all the support provided
by the Tennessee Department of Economic and Community De-
velopment, the Carter County Mayor’s office and county commis-
sioners,” Wayne Law, president of New River Hardwoods, said.
“We look forward to starting production at the site this spring
and are excited about providing positive economic opportunities
in the Roan Mountain community.”
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The increasingly senior-centric economy

How professionals are navigating the opportunities and challenges

caused by the graying of the region

Second in a two-part series
By Don Fenley and Scott Robertson

he only major age category that is seeing notable population
growth in Northeast Tennessee and Southwest Virginia is the
65+ category. As was pointed out in this space in the April 2018
issue, by 2028, it is projected that one in every four residents
of this region will be over the age of 64. Those numbers do not
merely reflect the graying of America. They exceed it.

That’s why, at a time when operations
revenue is down significantly and layoffs
are occurring, Ballad Health is building
a transitional care and assisted living

It is an ever-changing

demographic and older population lends itself to longer housing
tenure. For example, the most current Census housing data
show occupants of about 72,000 Tri-Cities households moved
into their homes 20 years ago or more. Of those 23,000 had a
move-in date of 40 years ago or more. Those homeowners have
and will continue to have special housing needs.

Hills and Marsha Stowell, principal
broker at A Team Real Estate Profession-
als, say a big local challenge is those folks
who have been in their homes for 20 years

facility on the site of the former North- ; or more and who are now empty nesters

side Hospital in Johnson City. It’s why environment. or are preparing for retirement can’t find
Holston Medical Group recently hired the enough of the product they're looking for
region’s first board certified geriatrician. - Alicia Tranum,  on the local market. Twenty years ago,

But it’s not just health care providers that
are retooling to better serve the growing
market of Boomer seniors.

Alicia Tranum is a health insurance
broker with Beyond Benefits in King-
sport, Tenn. Her business focuses entirely on health insurance,
and while her firm handles everything from group benefits to
dental and vision insurance, the demographic balance of her
customer base is shifting to the over-65 Medicare market. “We
track the over-65 numbers very carefully, and every month has
doubled from the previous year,” Tranum said. “So, March this
year is double what March was last year. February has doubled vs
February last year.”

And while that’s enviable business growth, it comes with a
price tag, Tranum said. She and her staff are forced to spend a
great deal of time on training. “Some of (our customers) are just
turning 65. Others need an evaluation of their current plan vs
what’s coming out,” Tranum said. “And it changes at the speed of
light. In February, for instance, President Trump changed some
of the Medicare laws that pertain to prescription Part D. It is an
ever-changing environment.

“CMS guidelines cause us to have a large amount of training
per carrier,” she said, and her firm handles several carriers’
products. “So, training’s a constant process. If there’s any down-
time, it’s not down-time.

Two local Realtors note the reaction to the graying demographic
on the housing market is an evolving process in an industry that
has become more complex due to regulations and one that can be
slow to react to the demands elders have and continue to exert.

Diane Hills, co-principal broker at Southern Dwellings and a
member of the Tennessee Real Estate Commission, says an aging
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people were looking for larger homes, so
they liked split foyers. That’s one way to
get more room for the money. But that’s
out of favor now. People want smaller
houses that require less upkeep, according
to the two Realtors. “We don’t have a housing inventory that
matches our demographic,” Stowell said.

Financial planners are having to break some bad news to the
Boomers, said Tommy Greer, managing partner at Blackburn
Childers & Steagall. “As retirement becomes a priority we are
having more people than ever turn to us for retirement/financial
planning. Many are having to face the reality that they will not be
able to retire at 65 as many saw their parents do.” In many cases,
that’s because everything from children’s college to vacations
have taken precedent over saving for retirement. “Most all of
our parents have pensions that have provided for them greatly
in their retirement years. Our generation is the first where we
were mainly responsible for saving for our own retirement and
needless to say we did not do very well.”

In the short-term, Greer says, that just means more business
for firms like BCS. “It’s been said more money will change hands
from one generation to another over the next 20 years than ever
before in our history. That has led for a much bigger tax and
financial planning need within families than ever before.”

One advantage for employers because of this is a surfeit of talent
and experience available in people between 65 and 80 who are
still healthy and willing to work. “They usually don’t need to work
fulltime, typically have great work ethic and maturity and can

be great mentors/models to a younger workforce,” Greer said.

“I have found them to be very affordable and while needing the
money often are driven just by the enjoyment of working.”

Beyond Benefits
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Lasting impact: McGlothlin unveils latest fundraiser
to benefit Mountain Mission School

By Dave Ongie

Fifty—four years ago,
ayoung attorney
showed up at Mountain
Mission School in
Grundy, Va., to help start
a basketball team.

Jim McGlothlin learned
three things that day,
and the third lesson has
made a lasting impact on
countless lives.

“First of all, the Moun-
tain Mission kids didn’t
know anything about
basketball,” McGlothlin
said. “Second, to my
dismay, I found out I
didn’t know anything
about coaching. And third, to my great satisfaction, I learned
that the Mountain Mission kids were the neatest kids I've ever
been around.

“They were just the greatest kids you've ever seen, and 54 years
later, let me tell you, it’s still the truth.”

McGlothlin relayed that story as he formally announced another
blockbuster fundraiser that will ensure Mountain Mission, which
was founded in 1921, has the financial security to positively impact
the lives of children well into its second century of operation.

On September 10, The Olde Farm in Bristol, Va., will host The
American Legends for Mountain Mission Kids, a celebrity golf
tournament McGlothlin hopes will bring in between $35 million
and $40 million to bolster the school’s endowment.

Patrons will have the opportunity to either watch or play
alongside 10 legends from the world of sports. Jack Nicklaus and
Gary Player — who teamed up with the late, great Arnold Palmer
to raise $15 million for Mountain Mission in 2010 — will be back
along with golfers Lee Trevino, Betsy King, Lorena Ochoa, Lanny
Wadkins and former PGA Tour Commissioner Tim Finchem.
Peyton Manning, Dan Marino and Jerry West round out the field.

Nicklaus has fond memories of participating in The Big 3 for
Mountain Mission Kids and is excited about the prospect of a
return engagement.

“Looking back, the Big 3 event was an incredibly enjoyable
day,” Nicklaus said in a statement. “There was such a sense of
camaraderie and good will on the course, and knowing that ev-
erything that took place would benefit such a worthy cause made

Jim McGlothlin
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it even more special.”

All proceeds from
the tournament will go
to Mountain Mission,

a non-profit school in
Grundy that provides a
high-quality education
for at-risk children, many
of whom have been lifted
out of extreme poverty or
violence. The school has
housed, fed and educated
more than 20,000 kids
over the past 97 years,
and 95 percent of them go
on to college.

When Palmer,
Nicklaus and Player
joined forces at The Olde Farm eight years ago, it shattered the
previous record for money raised during a PGA Tour-sanctioned
event. The record books will have to be re-written once again,
because McGlothlin said over $17 million had already been
raised at the time of the press conference on April 25 that
officially launched the event. Food City has signed on as a title
sponsor and Gregory Pharmaceuticals has committed to being a
major Sponsor.

The PGA Tour will once again sanction the charity tourna-
ment, and Finchem said the money raised for Mountain Mission
will once again have an impact that reverberates well beyond the
Appalachian Mountains.

“At the time, we didn’t know the impact it would have,”
Finchem said of the Big Three event. “Because when it was
announced that it was the single-largest fundraiser in the history
of the PGA Tour, it had a very positive effect on what people in
communities around the country think they can do.

“We're delighted to sanction this new edition. Again, the
numbers that Jim is throwing out there are incredible. But the
reason we're so excited about it is that, number one, it’s going to
help a great cause. But number two, it’s a message to the country
that these kind of things can happen if you get the right folks
together and have the leadership.”

There are a few different ways to help the cause. Those wanting
to play in the event can do so for $100,000, and admission for
spectators is $1,000. There are sponsorship opportunities available,
and more information can be found at theamericanlegends.com.

Tim Finchem PHOTOS BY DAVE ONGIE
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Departments

ON THE MOVE

Administration

Robyn Lee has been hired as program
director for GO Virginia Region One. The
announcement was made by The University
of Virginia’s College at Wise (UVa-Wise), the
support organization for the program. GO
Virginia is a business-led initiative, launched ~Robyn Lee
in March 2016 to create more higher-paying
jobs in Virginia.

In her new role, Lee will direct the operations and provide staff
support to the GO Virginia Region One Council. Primary areas of
focus include the implementation of the Growth and Diversifica-
tion Plan, managing the grant program components and building
relationships across the 13 county/three-city region. Partner-
ships formed to support these efforts are diverse: representing
government, education, industry, non-profits, entrepreneurs,
chambers of commerce, and private foundations.

“I am honored and excited for the opportunity to work with
the GO Virginia Region One Council and partner with the region
to advance the economy in Southwest Virginia,” Lee said. “An
extensive amount of work has gone into this program and I am
looking forward to continuing the mission of GO Virginia.”

Prior to assuming this new position, Lee led the efforts of Op-
portunity SWVA, a network of small business and entrepreneur-
ship support organizations covering a 19 county, four planning
district area. Opportunity SWVA has launched regional initiatives
such as the startup business competition, the Entrepreneurship
Challenge, Rally SWVA, a community development program,
which has served 14 SWVA communities to date and launched
entrepreneurship and innovation programs at UVa-Wise.

The recruitment of a program director for GO Virginia in-
cluded a search committee of college representatives and Region
One GO Virginia council members Mike Quillen and George
Cridlin. After a four-month search, Lee was identified as the right
person for the position.

“Robyn’s understanding of the broader region and connections
spanning four planning districts made her the ideal candidate to fill
this critical role,” said Mike Quillen, chair of the regional council.

Advertsing & Marketing

Kirk Musick has been named digital specialist for Corporate
Marketing, a division of The Corporate Image, an integrated
communications firm headquartered in Bristol, Tennessee.

In his position, Musick is responsible for the development and
implementation of strategic digital marketing campaigns and
increasing client visibility through Search Engine Optimization
(SEO) activities, Search Engine Marketing (SEM) and social
media engagement.

Musick joins Corporate Marketing with nearly a decade of
experience in SEO, website design and marketing analytics. He is
the former owner of iNovate Marketing, LLC, where he managed
the company’s day-to-day operations, including branding, SEO,
web development, graphic design and project coordination for
clients. Musick is also the former owner of OCTANE Marketing,
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a social media marketing and optimization
agency.

“We are pleased to welcome Kirk to the
Corporate Marketing team,” says Christine
Riser, vice president of Corporate Marketing.
“He brings extensive marketing and techni-
cal experience in project and relationship
management, and his expertise serves as an
exceptional resource for our clients.”

Musick earned a Master of Business
Administration degree in business administration and manage-
ment from Milligan College and a Master of Science in internet
marketing from Full Sail University in Winter Park, Florida.

“I am delighted to join Corporate Marketing and help serve
the digital marketing and business development needs of our
clients,” Musick says. “I look forward to leveraging my skills to
establish and carry out effective marketing strategies for new and
existing clients, both within and beyond this region.”

Kirk Musick

Banking & Finance

First Tennessee Bank has announced a
new Kingsport community president, David
Reynolds.

First Tennessee Northeast Tennessee
Market President Gerald Hallenbeck shared
the news in a prepared statement. “I am
excited to announce that David Reynolds
has been named First Tennessee Bank’s
Kingsport community president. David’s
leadership and community involvement have
been critical to First Tennessee’s growth in the Kingsport market.
As Kingsport community president, David will lead our team of
outstanding bankers as they continue to help the businesses and
families of Kingsport reach their financial goals.”

Reynolds is a longtime First Tennessee representative with a
background in financial services that dates to 1989. In addition to
his responsibilities as Kingsport community president, Reynolds
is senior vice president and director of Private Client Financial
Services, providing leadership for First Tennessee’s team of private
client/wealth relationship managers which proactively manages
clients’ personal assets and liabilities at a high level of service.

David Reynolds

Sales

Burk I.T. is pleased to welcome Mike
Sentell as an outside sales representative.
Sentell most recently worked with Verizon in
the Tri-Cities area in the capacity of business
account Manager. He brings a proven track
record of success in consultative sales.

Sentell grew up in Knoxville, Tenn., and
has been a resident of Kingsport since 2007,
where he currently resides with his wife,
Erin and their two children.

Mike Sentell



AWARDS & ACHIEVEMENTS

Food City celebrates centennial

This year Food City is proud to be celebrating its 100th
Anniversary.

“Food City is extremely proud to be a local, family owned com-
pany. Our heritage dates back 100 years,” says Steven C. Smith,
Food City president and chief executive officer. “While the Smith
family entered the grocery business in 1955, the Food City chain
we purchased in 1984 dates back to 1918, when the Humphrey’s
Family opened their first supermarket in Greeneville, Tenn.”
Jack C. Smith, along with his father Curtis, cousin Ernest and
uncle Earl opened their first Piggly Wiggly store in Grundy, VA
in 1955. The Smith Family went on to build three additional
locations, followed by the purchase of several smaller chain
stores in 1974 and a joint venture that resulted in partial owner-
ship of their first distribution center, Mid-Mountain Foods, Inc.
In 1984, Smith purchased Quality Foods, doubling the size of the
company and opting to adopt Food City as the company banner.

“As luck would have it, my grandmother sent my dad to the
store one day. It was just a little market with two checkouts and
one of those was never open. My dad got the groceries he needed
and then had to stand in line for 45 minutes to check out. When
he came home, he told his family he thought he had found some-
thing to do,” says Smith. “And the rest, as they say is history.”

“The grocery industry has certainly seen its fair share of
changes over the past 100 years. From the days of groceries being

Steve Smith

stored behind the counter to self-service supermarkets, scanning
registers, curbside pickup and now home delivery service — a lot
has changed. But one thing that has remained the same is our
unwavering commitment to our customers, our associates and
the communities we serve,” says Smith.

“In today’s competitive marketplace, it’s very rare to see a
company celebrating their 100th Anniversary. Food City is
extremely proud to have served our friends and neighbors for the
past 100 years. We realize this would not be possible without the
loyalty and support of our customers, associates and our many
great business partners. Our company was founded on the simple

SEE DEPARTMENTS, 32
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philosophy to ‘run the best store in town.” We're still committed
to that mission today and we hope you’ll join us as we celebrate
this incredible landmark in our company’s history. Thank you for
100 remarkable years.”

Headquartered in Abingdon, Virginia, K-VA- T Food Stores (Food
City’s parent company) operates 132 retail outlets throughout south-
east Kentucky, southwest Virginia, east Tennessee, Chattanooga and
north Georgia.

Burleson Construction honored for
Bank of Tennessee building

Burleson Construction was recognized recently for construc-
tion of the Bank of Tennessee new office in Kingsport. The award
for Project of the Year was presented at The Associated General
Contractors of America 26th Annual Awards Dinner. The Tri-
Cities Branch of the AGC awarded several awards for outstanding
construction, as well as safety and project management.

“This project was a very high-profile facility for us and we
wanted to make sure that everything was perfect,” said Roy
Harmon, Bank of Tennessee CEO. “It took us twenty years to
assemble the property and develop the plan for this campus.
Burleson Construction has done several projects for us in the past
and their quality of work is top notch.”

A committee of qualified judges travels to each submission

Our Quality Cleaning
is Your Best Value.

Since 1957 Compton's Cleaners has served the Tri-Cities with
quality dry cleaning. As a family owned business we take pride
in giving your cleaning needs the best service possible.

=1={2 = pickup and delivery

to your home or office!
Quality Care for All Your Garments

Dress Shirt Laundered FREE with
Your 2-Piece Suit to be Cleaned!

Call Today! 276-669-7252

Family Owned for 61 Years
Compton’s Cleaners

& Fabricare

310 19th St. Bristol, VA
comptoncleaners@outlook.com
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location and then evaluates the buildings on several criteria in
order to determine the winner of the award. Evaluations include
scope of the project, timeline, budget, aesthetics, sustainability,
materials used, design, and community impact. The Bank of
Tennessee office and site plan were designed by architects Reedy
& Sykes, who were also honored.

T E C Industrial reaches safety milestone

T E C Industrial Maintenance & Construction recently reached
a major safety milestone by working more than 15,000,000
man-hours without a lost time incident. This accomplishment,
the company said in a release, “is a testament to T E C Indus-
trial’s world class safety program and to the company’s long-term
commitment to the safety and the well-being of its employees.
“Our safety culture and 24/7 below Zero program is rooted in
the philosophy that nothing is more important than safety and
it is a collective commitment by our leaders and individuals to
emphasize safety over all competing goals.”

Said Greg Boehling, president & CEO, “T E C Industrial and
our employees are very proud of our safety record and of reach-
ing this major milestone. Safety performance is a core value and
the foundation of our culture that we continually work to perfect
in accordance with our 24/7 below zero safety program. We are
very proud of our employees for what they have accomplished
and thankful to our customers for their parallel commitment.”



HMG listed among Top 150 Places to work in health care

Holston Medical Group (HMG) has been recognized in the Beck-
er’s Hospital Review 2018 “Top 150 Places to Work in Healthcare.”
The list highlights the top hospitals, health systems and healthcare
companies that promote diversity within the workforce, employee
engagement and professional growth. This honor represents the
latest in a long list of achievements made by HMG.

“We’re honored to be included in this list of top healthcare
places to work. HMG excels in providing deeply personalized
care for our patients, many of whom face significant healthcare
challenges,” said Richard Gendron, MD, vice president of
Holston Medical Group. “Our success is due to the dedication of
our team—and we are committed to honoring our team mem-
bers’ efforts to improve the health of our communities.”

HMG employees receive standard benefits such as 401k match
program, competitive rates for medical benefits, paid time off,
paid holidays and disability benefit. Additional special programs
include fitness programs and incentives as well as group outings
for employees and their families.

First Bank & Trust honored for philanthropic
contributions to VHCC

First Bank & Trust Company, a diversified financial services
firm was honored April 17 with the Chancellor’s Award for
Leadership in Philanthropy for its generous contributions to
Virginia Highlands Community College.

William Hayter, First Bank & Trust Co., president and CEO,
accepted the award from Dr. Glenn DuBois, chancellor of Vir-
ginia’s Community Colleges, during a ceremony in Richmond.
He was accompanied by other members of the bank’s leadership
team, as well as VHCC President Gene C. Couch Jr., and Laura
Pennington, who leads the VHCC Educational Foundation.

“Tt is a privilege to accept this award on behalf of First Bank &
Trust Company,” Hayter said. “Virginia Highlands Community
College is an important part of our community, and this commu-
nity has been good to us. Bringing students and the community
together is our way of giving back and saying ‘thank you.”

Over the last decade, the company has provided $150,000 to the
College through donations and sponsorships of campus events.
Additionally, company leaders have provided in-kind support by
serving as members on VHCC boards and committee that directly
support educational opportunities in the service region. E
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The Last Word

Opioid crisis and response:

A potential minefield for physicians

By lan P. Hennessey

t’s no secret that our nation is in the midst an opioid crisis

and that Tennessee consistently ranks among the top 15 states
for drug overdose deaths. Over the past few years, Tennessee
in many ways has become a national leader for its efforts to
address the crisis though targeted legislation. Nevertheless, the
legislative attempts to stem the tide of the opioid crisis have also
increased regulatory scrutiny and heightened the risk environ-
ment for physician practices.

As this article goes to print, the Tennessee General Assembly
appears on course to pass what is being heralded as one of the
most restrictive laws related to the prescription of controlled
substances in the entire nation. In its current form, Senate Bill
2257 would, among other things, restrict opioid prescriptions to
a three-day supply and place limits on the dosage unless specific
exceptions are met. Under some circumstances, a provider would
be permitted to prescribe more than a three-day supply, but only
if the provider complies with additional requirements related
to documentation and limits on dosage or if the prescription
meets certain criteria for non-minimally invasive procedures or
specially defined cases “medical necessity.”

While this bill and others like it continue to make their way
through the General Assembly, existing laws related to the opioid
crisis already have a significant impact upon the practice of medi-
cine in Tennessee. As of July 1, 2017, pain management clinics
were required to be licensed under Tennessee law. Obtaining and
maintaining licensure is often a lengthy and expensive process,
including applicable fees and state inspections. According to
the Controlled Substances Monitoring Database (CSMD) 2018
Report to the Tennessee General Assembly, the number of pain
clinics has decreased by 48% since 2014. However, there is even
more potential exposure for a practice that does not intend to
be a pain management clinic, but nevertheless meets the legal
definition. Although there are some exceptions, the statutory
definition of a pain management clinic includes any private
practice that provides chronic nonmalignant pain treatment to
a majority of its patients for 9o days or more in a twelve-month
period. For purposes of determining whether a practice meets
this threshold, the entire caseload of patients from all physicians,
advance practice nurses and physician assistants who serve in
a practice are counted. Unless appropriate tracking methods or
other controls are put in place, it is easy for a private practice
— particularly a primary care practice — to unintentionally and
unknowingly cross the threshold and become an unlicensed pain
management clinic. The unwary may be subject to penalties,
including civil fines of $1,000 to $5,000 per day, and those
providing services at an unlicensed pain management clinic may
be subject to disciplinary action by their licensing board.

But how is the Tennessee Department of Health (TDH) able
to know whether a practice is operating as an unlicensed pain

34 bjournal.com | May 2018

management clinic? Perhaps the most common way appears

to be through the Department’s ongoing supervision of the
CSMD. Originally implemented to combat “doctor shopping” by
patients, the CSMD is now also used to gather information on the
prescribers themselves. Each year, the TDH identifies the top 50
opioid prescribers in Tennessee and, more recently, the top 10
prescribers from all of the combined counties having less than
50,000 residents. In some cases, TDH investigations appear to
have been launched based on this prescription data to determine
whether a practice is operating as an unlicensed pain manage-
ment clinic and/or whether there is adequate documentation

in patient charts to justify the prescription of pain medications.
Investigators are likely to review whether providers are adhering
to TDH’s Chronic Pain Guidelines and whether any deviations
from these guidelines are adequately documented. Nevertheless,
practices that do not intentionally operate as a pain manage-
ment clinic may be more likely to have charts that do not stand
up to the heightened scrutiny employed by TDH. Regardless of
whether or not a practice operates as a pain management clinic,
each practice should implement policies regarding properly
detailed documentation related to the prescription of opioids in
accordance with the Guidelines as well as any future legislation
related to the supply and dosage of opioid prescriptions.

Whether through analysis of CSMD data or due to a formal
board complaint by a patient or other concerned person, TDH is
authorized to conduct unannounced inspections of a healthcare
provider’s office if TDH has a reasonable suspicion the office is
operating as an unlicensed pain management clinic. As part of
the inspection process, TDH is permitted to review the practice’s
business and medical records. If the practice is unable to produce
satisfactory evidence that a majority of its patient population is
not receiving chronic nonmalignant pain treatment, then a rebut-
table presumption is established that the practice was operating
as an unlicensed pain management clinic for purposes of any
subsequent TDH administrative hearing.

The opioid crisis is a serious issue facing our East Tennessee
community and our nation. Ongoing legislative and regulatory
efforts are attempting to address the crisis. In the meantime,
physician practices should carefully review their operations to
ensure they do not unintentionally run afoul of the evolving legal
and regulatory landscape.

Mr. Hennessey is an attorney with London Amburn, a law firm
dedicated to healthcare clients.

Disclaimer: The contents of this article are for general informa-
tional purposes only and are not to be construed as legal advice.
You should consult an attorney regarding any specific legal
questions.
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“I'd like to finish my
first cup of coffee.”

As the decision maker in your business, you may not have the
luxury of saying, “But First, Coffee.” Often, you face interruptions
before you can enjoy even the first sip of java. But you do have
the luxury of choosing a banking partner that offers simple
financial solutions—like Bank of Tennessee’s Online Banking

and Business Mobile Deposit. Easily review your accounts and
deposit checks anytime, anywhere, without ever having to visit
the bank. Looks like that's one less interruption for your day.

So sit back and enjoy your coffee, then call us at 866-378-9500
or stop by one of our branches.

Bank f‘ ; Solutions

Tennesse Made Simple.

MEMBER FDIC
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Office at 1185 State of Franklin Road in Johnson City. For a complete list of offices, visit firstbank.com/about/locations-and-hours.

First Bank & Trust Company meeting the needs of

Southwest Virginia and East Tennessee
A top performing bank earning accolades year after year!

irst Bank & Trust Company, headquartered in Abingdon,
VA, has carved out a regional market niche catering to
businesses large and small as well as consumers since 1979.
First Bank & Trust Company prides itself with... “We built our
name on TRUST..One Bank...One Company ....Since 1979.”
The local bank offers all of the services expected from a larger
organization helping customers with their most basic to their most
complex financial needs. Their growth and success serves as a daily
reminder that they are privileged to have their customers’ trust and
will always put the needs of their customers first. That philosophy is
embodied in the corporate theme “The Bank That Puts You First.”
According to William H. Hayter, President and CEO, “We
remain committed to the founding values that have played a
pivotal role in placing First Bank & Trust Company among
the top performing banks in the nation. Our financial strength
has generated value for our customers, our communities, our
employees and our shareholders.”
Customers recognize their exceptional service, but just as
importantly the national banking industry regularly recognizes

outstanding performance by the bank. Traditionally, First Bank
& Trust Company earns top awards in the agribusiness industry.

Some of the awards and accolades the company has earned
include: 2016 recipient of Business of the Year Award from
the Virginia Agribusiness Council and Lender of the Year in
2016 by the USDA Business and Industry for Outstanding
Participation in the Rural Business Loan Program. First Bank &
Trust was ranked 36th in the nation among the top 200 proven
performers with total assets less than $2 billion. With current
deposits of $1.42 billion, Mortgage Loans outstanding at $754
million and Ag Loans totaling $397 million, First Bank & Trust
continues to grow and meet the regional market needs.

Much of 2017 was spent training, empowering, engaging
and supporting employees to ensure the First Bank & Trust
tradition of exceptional customer service and attention to detail
remain second to none in the industry.

With 21 full service office locations, and six loan production
offices, there will be a First Bank & Trust Company near you for
convenient, personal and business banking needs.

CONTACT INFO:
21 Full Service Offices,

6 Loan Production Offices
18528 Lee Highway - P.O. Box 1000

Abingdon, VA 24212

TOP EXECUTIVE: DATE FOUNDED:

William H. Hayter, 1979

President and CEO NUMBER OF
EMPLOYEES:
362

276.623.2323 | www.firstbank.com
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Back row: Ami Bailey, Jennifer Hunter, Tina King. Front row: Alicia Tranum, Wendi Nicholas.

Benefits and Relationships

In 2004, Alicia Tranum exchanged her artistic career as the owner
of four art galleries in the region for a service-oriented venture as
Owner/Broker of Beyond Benefits, a company focused on pro-
viding great business and individual insurance coverage. Tranum
says, “I realized it was a true love and passion when I saw the
positive impact I could have on the individuals and families that
were overwhelmed by the choices and the unknowns surrounding
health insurance options.”

Whether it is medical, dental, vision, life or disability insur-
ance, we specialize in helping businesses and individuals find the
most competitively priced and appropriate insurance coverage
for their situation. Since we are not tied to a single carrier, we
research companies for you and ensure you are purchasing the
best coverage available in our market. Medicare is a big part of
what we do. If you are turning 65, leaving a company or COBRA
plan after age 65, or simply have questions about the coverage

you currently have, we are here to help. Our business philosophy
is firmly rooted in The Golden Rule. It sounds simple enough, but
it’s truly the foundation of our business and our life. Treat others
as you want to be treated. That’s it........but we believe and strive
to live it every day. We are fiercely independent and committed to
working for our clients and not for a parent corporation. Serving
a wide variety of customers, we use the health insurance planning
process to help protect their financial future by seeing that the
unexpected and sometimes catastrophic events in life are cov-
ered. We strive to educate our clients so they will feel empowered
to make sound decisions. Taking the time to get to know clients
and their families is both our commitment and our promise.
Whatever your personal or business insurance needs, give us a
call and let the Beyond Benefits family guide you through the often
frustrating and confusing process. We can’t wait to serve you!

CONTACT INFO: TOP EXECUTIVE: DATE FOUNDED:
4130 Fort Henry Drive Alicia Tranum, Owner 2004

Kingsport, TN 37663 NUMBER OF
(423) 239-0015 EMPLOYEES:
beyondbenefits4u.com 5

May 2018 | Profiles in Business




The Firehouse

Great Food and Famous Hospitality

f you had asked anyone back in 1980 if opening a Bar-B-Que

restaurant on the south side of Johnson City was a good idea
— you would have gotten the same reaction from most. “Really?
Good luck!” Fast forward to 2018 and The Firehouse has become
one of the region’s most popular dining destinations, located in
the vibrant and growing downtown Johnson City area.

“We specialize in Great Food, Famous Hospitality and Grow-
ing Tomorrow’s leaders” says founder and owner Tom Seaton.
“Growing leaders and investing in our team is what makes going
to work fun and challenging each day. We have been blessed
with tremendous success as a business and as a partner in our
community with many organizations for almost four decades”
says Seaton.

The company completed a major remodel to the restaurant
in June of last year that focused on improving internal operations
in the restaurant’s kitchen. The project completely refinished the
entire back of house space and gave some much needed breathing
room to the rapidly growing carryout side of the business. All of
your favorite Hickory Smoked Meats and Homemade Side Items

are available through The Firehouse’s carryout service.

The Seaton’s are already looking forward to the next project
at The Firehouse. If you have ever worked at a restaurant, you
likely know that there is always an opportunity to do more. “We
are looking at other opportunities right now that enable the
business to operate more effectively, more efficiently and that
could enable us to increase our presence in the region.

Firehouse Catering has seen tremendous growth over the
last 5 years. If you are ordering for 15 or more people, Firehouse
Catering has a great Pick-Up BBQ Pack option that starts at
just $6.50 per person. Firehouse Catering is currently booking
On Site Catering events for 100 or more for the Summer and
Fall. Both Catering options are available year around. The
Commissary Production Kitchen operates year around with a full
time crew 5 days a week, producing all of the delicious Hickory
Smoked Bar-B-Que meats, homemade side items, famous sauces,
dressings and desserts.

The Firehouse is located in the historic (1930) Walnut Street
Fire Hall between downtown Johnson City and ETSU.

CONTACT INFO: TOP EXECUTIVES:
627 West Walnut Street, Tom Seaton,
Johnson City, TN 37604 Founder/CEO
(423) 929-7377 Justin Seaton,
www.thefirehouse.com COO/GM

DATE FOUNDED:
1980

NUMBER OF
EMPLOYEES:

85
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Duke and Russell Ingram

Two Generations of Success

t was in 1969, during his senior year at ETSU, that Duke

Ingram began his career in the insurance industry. Since
then, he has evolved into one of the most successful Financial
Advisors in the country. His focus on constantly expanding his
expertise through continued education and research has given
him the ability to protect and grow his clients’ estates within an
ever-changing landscape.

His son, Russell, followed his own path into the industry. He
says that his focus was initially on the world of academia, aspiring
to become a professor of Economics and Finance. However, during
his graduate studies in Finance at Tulane University, his plans
changed when he was recruited by a trading firm in Chicago. It was
there that he bridged the gap between financial theory and creating

real-time trading strategies.

In 2010, Russell returned home to the Tri-Cities where he
has since applied his education, unique experience, and various
designations (Series 66, Series 7, Series 24) to develop sophisticat-
ed financial plans and investment strategies for all the clients at
Ingram Financial Services.

Duke is a 48 year member of the Million Dollar Round Table,
which is recognized internationally as the standard of excellence
in the life insurance and financial services business. Russell was
named to The Business Journal’s 2017 40 Under Forty emerging
stars of our region.

Feel free to contact Duke and Russell for an appointment to
discover what they can do for you!

Securities offered through the O.N. Equity Sales Company, Member FINRA/SIPC | One Financial Way | Cincinnati, OH 45242 | 513.794.6794

TOP EXECUTIVES:
Duke Ingram
Russell Ingram

CONTACT INFO:

1303 Sunset Drive, Suite 3
Johnson City, TN
423-854-9684
ingramfinancialservices.com

DATE FOUNDED:
1970

NUMBER OF
EMPLOYEES:

4

INGRAM

INVESTMENTS | INSURANCE | INSIGHT
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(L-to-R) Larry Estepp, Brad Hoover, Brooke Tittle, Jake Harris, Ford Davis, Mark Feuchtenberger

Citizens Bank Offers the Local Lending
Expertise You Can Trust

In recent years, Citizens has greatly deepened this
commitment by expanding small business lending
operations, increasing its service area footprint, developing
new Treasury Services product offerings and expanding a
team of truly community-minded bankers.

The bank’s unique level of service has received high
praise from its customers. “During the last thirty years,
Tele-Optics has worked with a number of financial
institutions, but we are proud to rate Citizens Bank as the
best bank in East Tennessee. In addition to professional
and courteous staff, their services are superior. Their
lenders worked with us to find solutions to accommodate
our borrowing needs,” said Frank Waldo, Director of
Operations at Tele-Optics.

Expanding Lending Expertise

Since 1993, Citizens has held nationwide preferred
lender status with the Small Business Administration
(SBA) to provide business-favorable lending solutions to
small businesses and start-ups. Over the years, Citizens has
developed a particular expertise, unique among local com-
munity banks, to utilize SBA and other government-backed
lending programs to allow local entrepreneurs to succeed.

In 2016 Citizens Bank continued to expand its regional
lending footprint by acquiring American Trust Bank of East
Tennessee. With four offices in Knoxville, Lafollette and Le-
noir City, the acquisition has allowed Citizens Bank to expand
its business lending team, footprint and product offerings.

The acquisition of sources of new capital has allowed Citizens
Bank to better serve small business in the Tri-Cities region by
deepening its lending capabilities.

Technology to Help Businesses Succeed

Citizens Bank has a strong commitment to technology
to improve banking delivery and meet the needs of area
individuals and small businesses. As the bank’s tagline
suggests, “Bank your own way” is an apt promise for
the many means of banking delivery that are constantly

Kelly Wolfe, Owner Wolfe Development (right) with Citizens
Banker Ford Davis

CONTACT INFO: EXECUTIVES: DATE ESTABLISHED:
866.882.2265 Joe LaPorte, Il 1934
www.citizensbank24.com Chairman & CEO NUMBER OF
EMPLOYEES:
Larry Estepp, President 193
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Dan Miller, Grace Fellowship Church (left) with Citizens Bank President Larry Estepp.

augmented and improved. Through its focus on
innovation, Citizens gives its customers access to big-
bank benefits with consultation, service and support
from local bankers. “Personalized advice, attention to
detail and local servicing are just some of the reasons
I've been coming back to Citizens for over 14 years,”
said Terry Orth, Owner of Orth Construction.

Over the past several years, the bank has made
continuous upgrades to its online and mobile banking
products and developed new Treasury Services prod-
ucts to allow small businesses to better manage cash
flow. Earlier this year, Citizens launched an improved
Remote Deposit Capture App which allows small
businesses to save time and money while speeding up
check deposit collections.

Truly Community-Minded Bankers

Citizens Bank’s team of business bankers continues
to expand with bankers who are dedicated to the
personalized services and attention to detail that has
become a hallmark of the bank. Over the past few years,

Citizens Bank has added new lenders to service business
customers in Bristol, Kingsport and Johnson City.

Leading this team is Larry Estepp, an experienced
East Tennessee banker who was named Citizens
Bank’s seventh president earlier this year. “We have
assembled a team of bankers that is uniquely qualified
to serve Tri-Cities businesses,” Estepp said. “Not
only do our bankers have a unique understanding of
the region, with many of them being born and raised
in the Tri-Cities, but we also seek to understand the
business operations and unique needs of each and
every business we work with.”

Citizens Bank’s customers agree. “When it came
time to look for a lender, we wanted something
different — a local bank partner with local decision
making truly committed to understanding our
financing goals. Working with our neighbors at
Citizens Bank was truly a breath of fresh air,” said
Dan Miller, Director of Administration and Finance
at Grace Fellowship Church.
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Being named as a Forbes Best-in-State

Wealth Advisor in Virginia is truly an honor,
and we are proud to announce that two
advisors in the Roanoke, VA office—

both of whom are on the Meridian

Wealth Management team—have been
awarded this distinction. This reflects their

. . commitment to addressing the full range
FOI'beS BeSt_ln_State Wealth AdVISOI'S of clients’ needs and helping them achieve
what’s most important.

Who you choose to work with to manage
your wealth has never been more critical.
We have the experience and access to
global resources you need to help you
pursue what matters most—for today,
tomorrow and for generations to come.

Mike and Eddie are honored by the trust
that is placed in them by their clients every
day and look forward to continuing to serve
with distinction.

Are you getting the advice you need to give
you confidence for your future? Together
we can find an answer.

Michael B. Kemp

Senior Vice President-Wealth Management
Senior Portfolio Manager

540-855-3346 mike.kemp@ubs.com

N. Edward Link

Senior Vice President-Wealth Management
Senior Portfolio Manager

540-855-3344 eddie.link@ubs.com

Meridian Wealth Management
UBS Financial Services Inc.

10 South Jefferson Street, Suite 1050
Roanoke, VA 24011

We invite you to visit us at: l | B S
ubs.com/team/meridianwealth

Forbes Best-in-State Wealth Advisors list is comprised of approximately 2,200 financial advisors. It was developed by SHOOK Research and is based on in-person and telephone due
diligence meetings to measure factors such as: quality of practice, industry experience, compliance record, assets under management (which vary from state to state) and revenue.
Neither UBS Financial Services Inc. or its employees pay a fee in exchange for these ratings. Past performance is not an indication of future results. Investment performance is not a
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A Commitment to Service
Home-Grown Company Provides Solutions for Tri-Cities Businesses

eff Eaves joined Appalachia Business Communications as a “We realize if your equipment is down with a standard business

Sales Representative in 1985. In 2006 Eaves bought out his function with local support, your concern is how soon will it
fathers silent partner and became President. As a locally owned be back up and running. Our mission in service is to quickly
family business Appalachia Business Communications is focused resolve your concern,” added Jack Eaves, Vice President. In

on providing supreme products and services to the businesses they ~ addition to TOSHIBA, they are an authorized distributor for
serve. “Supporting Industry changes requires a “Specialist” to posi- LEXMARK, FUJITSU and KIP America wide format products
tion our organization to fulfill our customer and prospect concerns, —and services. KIP America features complete lines of multifunc-
training and maintaining these specialists is a responsibility I pride  tion office equipment, Workflow management software, digital
myself with every day” says Jeff Eaves. document handling and storage with new computer network

“We are proud of our beginnings and how far we’'ve come over ~ support and security along with digital signage solutions with
the past 48 years. Although we are primarily a copier company, our content management.

commitment to service; as well a offering network support to our Our products include:

customers and companies wanting proactive network protection; « Complete lines of multifunction office equipment

has helped us to become one of the largest photocopier dealers in » Workflow management software

the Tri-Cities area” said Jeff Eaves, company President. « New computer network support and security
Appalachia Business Communications is an authorized « Digital signage solutions offering content management

dealer for TOSHIBA Electronics; serving TOSHIBA Copiers and » Managed Service Provider offering Network Monitoring

Facsimiles in Upper East Tennessee and Southwest Virginia. Services

TOSHIBA

Leading Innovation >>>

securz "2 Lexmark

CONTACT INFO: TOP EXECUTIVE: DATE FOUNDED:
107 Tri City Bus. Park Drive Jeff Eaves 1979

Johnson City (Gray), TN 37615 President NUMBER OF
(423) 477-1300 EMPLOYEES:
appalachiabusiness.com 12
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Left to Right: Lauryn Martinez, Jessica Mackie, Stephanie Penley. Seated: Tyler Mackie

The Mackie Group offers “client first’ services

For almost a decade The Mackie Group, as an Independent In-
surance and Financial Services Firm, in Johnson City has been
serving Northeast Tennessee and Southwest Virginia customers.

Their one clear mission statement is: “To provide our clients
with honest advice, put their needs above our own, so that we
might honor God in the Financial Services Industry.”

The Mackie Group started in 2010 when Tyler Mackie,
owner, decided it was time to leave his branch manager role and
start his own Independent Agency.

Originally from Tennessee, his career in the insurance
industry began in 2002 working in Asheville, NC as an agent
for Bankers Life and Casualty and in short time found himself
running the company’s Johnson City office. “Moving back to
Tennessee was a major turning point in my life,” says Tyler. “I fell
in love with the community and met my wife here. Married only
a year, my wife, Jessica and I were also expecting our first child
which made starting a business even more scary.”

Today, The Mackie Group offers a broad product offering
and holistic “client first” approach with a large number of top

carriers providing the best Risk Management tools available for
their clients’ planning needs.

Their core lines of business include Group Benefits, Medi-
care plans, Life Insurance planning, Property & Casualty and
Retirement Investments. With a dozen agents and staff The
Mackie Group’s primary focus is keeping relationships a priority
delivering quality service, not just a product. With Christian
values woven into the fabric of the agency, they want to impact
the lives they work with year after year.

Through continued education they are keeping up with the
ever-changing landscape of Health Insurance and the legislation
changes facing the insurance and investment industry to advise
their clients appropriately.

Tyler and his entire staff at The Mackie Group invite you to
stop by and visit their location at 208 Sunset Drive, Suite 101 (the
bottom floor of Regions Bank Building). Drop by and enjoy a cup
coffee and give them the opportunity to show you why their clients
consider them more than just their advisors, but also friends.

CONTACT INFO: TOP EXECUTIVE:
208 Sunset Drive, Suite 101 Tyler W. Mackie,
Johnson City, TN 37604 Owner/Manager

423- 262-8146

DATE FOUNDED: 7
2010 .
NUMBER OF

EMPLOYEES:

" THE MACKIE GROUP

LIFE - HEALTH - RETIREMENT
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Mortgage lender offers large variety of loans

ob Hefty, Branch Manager and Senior Loan Officer, with

Mortgage Investors Group (MIG) started his career as a
(MIG) mortgage client. “After getting my first home mortgage
from MIG, today, I'm the one helping clients select the right
mortgage program.”

Equipped with a BS degree in finance and economics, Bob
started his career as an Army finance officer for five years and
later 11 years with a Fortune 500 company. “Since I had my
mortgage with MIG I realized I wanted to build my own business
and took the next career move to MIG.” Bob now has 17 years
of experience with MIG and is consistently one of the top 20
mortgage loan producers company wide.

“I enjoy getting to meet new people every day and doing
business ‘face to face.” As a licensed mortgage loan originator you
get to form lifelong relationships with your clients,” Bob said.

Today, with nearly 400 employees in 25 branch locations from
Memphis to the Tri-Cities, MIG is the largest independent provider
of single-family residential mortgages in the state of Tennessee.
The Johnson City office is located at 508 Princeton Rd. Suite 201
and the Kingsport office is located at 1825 N. Eastman Rd., Suite 3.

MIG provides mortgage programs specific to the customer’s
needs that include — Conventional — FHA — VA — THDA — Rural
Development and Jumbo loans. In addition to offering competi-
tive rates and a diversified line of residential mortgage products,
MIG houses on-site underwriting, processing and appraisal
services, and employs state-of-the-art technology to ensure a
swift and professional lending experience.

Bob added, “As a veteran who takes pride in having served my
country, today I specialize in helping other veterans finance their
homes, often through Veterans Administration (VA) loans. Whether
those clients served in Korea or Afghanistan, I am passionate about
earning their trust as I help them become homeowners.

“I'look forward to assisting you with your current or
future mortgage loan needs. One of the most important financial
decisions you will ever make is purchasing a home. That’s why
we are committed to making your home-buying experience a
pleasurable one. Mortgage Investors Group understands there
are a lot of choices when it comes to financing the purchase of a
new home or refinancing an existing one,” he concluded.

TOP EXECUTIVE:
Chuck Tonkin Il and
Chrissi Rhea, Co-Founders

CONTACT INFO:

508 Princeton Rd, Suite 201
Johnson City, TN 37601
423-283-4702

DATE FOUNDED:
1989

NUMBER OF
EMPLOYEES:
400
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Your Bank f‘“ Life

Where customer service still matters. Trusted since 1979.

- Customized business solutions including merchant and cash management services
- Innovative financing for the agricultural enterprise delivered by experienced ag specialists
- Mortgages customized to unique lifestyles and budgets
- Trust services for comprehensive financial asset management
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Denise Dula Steven Swinney Marty Miller Sharon McFarland Gary Malcolm Maggie Weathley Barry Akers
Gray 423-467-9966 Kingsport 423-246-3700 Kingsport 423-230-1900 Kingsport 423-230-1900 Bristol 423-652-2022 Bristol 423-652-2022 Bristol 276-466-9222
NMLS # 499021 NMLS #491097 NMLS #177125 NMLS #177465 NMLS #491085 NMLS #1068124 NMLS #878402

Scott Peak Jim Sells Wayne Largen Sally Stringer-Scott
Bristol 276-466-9222 Bristol 276-466-9222 Bristol 276-466-9222 Bristol 276-623-3075
NMLS #491093 NMLS #412837

Jack Phelps
Bristol 276-466-9222

Lance Blaylock
Bristol 276-669-1122

Joe Ganger
Bristol 276-669-1122

RankedAmong the Top Banks www.FirstBank.com
2018 BauerFinancial, Inc., The Nation’s

Premier Bank Rating Firm awarded

First Bank & Trust Company the top

5-Star rating for 12 consecutive quarters. B ank & Trust Company

The Bank That Puts You First Member FDIC @

LENDER

JOHNSON CITY 1185 N. State of Franklin Rd. « 423-975-9900
GRAY 2100 Forest Dr. - 423-467-9966 KINGSPORT 1108 E. Stone Dr. - 423-246-3700
BRISTOL 1314 Volunteer Pkwy. - 423-652-2022, 38 E.Valley Dr. - 276-466-9222, 1419 W. State St. - 276-669-1122
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