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 YOUR HOME TOWN FAVORITE!

 Breakfast, Lunch...And Dinner • 126 Keith St.

 Fast Food Restaurant
 Cleveland, Tennessee

 478-2668

 Since
 1966!!

 Come Visit Our Convenient
 • DRIVE THRU WINDOW •

 • QUICK • EASY • CONVENIENT
 THE statement of fashion ~ THE source for skin care

 Wednesday, Thursday & Friday 11 - 5:30
 Saturday 11 - 1:30

 LaJune
 Ocoee Village Square
 2509-C North Ocoee Street
 Cleveland, TN 37312
 423.479.8111

 423.605.8954 Ronna
 423.715.5588 Edythe

 P ROUD  T O  S UPPORT
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eLiZaBetH LiCKLiteR, left, and Beth Brady are highly respected cake decorators at Cleveland’s
Townhouse Bakery. Both have taken confectionary courses at the Wilton Institute in Chicago. They’re
also considered “family” at the family-owned bakery.

Elizabeth Lickliter, Beth Brady put a 
decorative touch to Townhouse treats

By LARRY C. BOWERS
Banner Staff Writer

Townhouse Bakery is a family
business, started by the parents
of the current managers several
years ago.

Although the sons and a
nephew of the bakery’s founders
manage the business, they have
adopted a pair of cake decora-
tors over the past 25 years.

Beth Brady and Elizabeth
Lickliter have each battled
through family and personal
situations to become profes-
sional decorators. Ironically,
both have studied at the Wilton
Confectionary Institute in
Chicago.

“You can’t be a professional
(cake decorater) until you com-
plete the Wilton course,” said
Brady.

Brady, who first came to the
bakery in 1991, is originally
from Chicago. Her husband
worked for the Bayer company
and was transferred to
Memphis. He was moved to
Cleveland in 1987.

She took a short course in
decorating in 1989 in
Chattanooga, and then took a
masters course at the Wilton
Institute.

After her training, Brady said
she was looking for a job. “I left
my name here, and Scotty
(Gilbert) called me and ques-
tioned me about decorating. 

“I came to work that day,” she
added.

Brady worked closely with the
matriarch of the Gilbert clan,
Thelma Gilbert, through her
earlier years. She left for a while

and went to work at the Cracker
Barrel in 1997.

She returned to the bakery in
2005, when Thelma passed
away and left the business in
the hands of her sons, Scotty,
Roger, Eddie. A nephew, Kevin,
is also involved.

Brady was joined by
Elizabeth in 2006 when Brady’s
daughter, Jessica, had medical
problems. She is now her pri-
mary caregiver, which has limit-
ed her time at the bakery in
recent years.

Elizabeth spent her youth
years in Cleveland, then moved
to Columbus, Ga., where she
attended high school. She
returned to Cleveland in 1995,
and then began working at the
Dairy Queen, which included
decorating cakes.

She was hired by the bakery
in 2006, since Brady’s family
challenges limited her time.

Elizabeth later attended the
Wilton Institute in Chicago, and
became the bakery’s full-time
decorater with Brady working
part time. 

Recently, Elizabeth has been
forced to face her own medical
challenges. In 2014 she suf-
fered a brain aneurysm while
working. She has undergone
brain surgery twice, but is back
working full time, and claims
she feels fine.

After passing out at work,
and having her first surgery in
2014, she missed work for four
to five months. She had follow-
up surgery this past February
as doctors are fine-tuning her
care and treatment.

Both emphasized how much

they appreciate the support
they have received from the
bakery’s family, and it’s cus-
tomers, during their individual
challenges.

The Townhouse Bakery has a
storied history in Cleveland.
Arthur Gilbert had the business
for 15 years, then sold the
downtown operation to his
brother, Edward. Arthur and
his wife, Josephine then opened
The Village Bakery.

Edward and Thelma managed
the bakery for two additional
years downtown, then moved to
its current location on Keith
Street. Scotty, the current
owner, said parking was a pri-
ority in the move.

He said the baking was done
downtown, at the opening of the
Keith Street location, and items
transported across town.  

“We were the first business in
Colony Square,” he said.

Scotty is assisted in the busi-
ness by brothers Roger and
Eddie, and cousin Kevin.

The bakery’s owner empha-
sized it is a family business,
although his two decorators are
not immediate family. “They are
my business, and they are my
family,” he said.

“We couldn’t make it without
them,” Scotty added in tribute
to his two employees. “When
Elizabeth was sick (with her
brain aneurysm), it seemed like
she was out for a year.”

Reuse the News
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Andrea Byerly

Loves working in education
By LARRY C. BOWERS
Banner Staff Writer

Andrea Byerly, a Tennessee
native, took a cross-country
journey to get to Cleveland. 

She also took a roundabout
route to become the public
relations director for Cleveland
City Schools, and assistant to
Director of Schools Dr. Martin
Ringstaff.

A Cleveland resident since
2002, she grew up in West
Knoxville and graduated from
Bearden High School in 1985.

She then went to the
University of Georgia, graduat-
ing in 1989. 

Her college major was public

relations, which led to her first
job out of college with Whittle
Communications in Knoxville.
During this time she married
Doug, who was also a Bearden
graduate.

Her husband then went to
work for the U.S. Forest
Service in Oregon. 

This cross-country move cre-
ated some changes for Andrea,
putting her in the arena of aca-
demia.  She worked seven
years at East Oregon State
College, and then with Central
Oregon Community College.

The family’s environment
then changed again, retracing
its steps  to the East Coast as
Doug left the Forest Service

and went to work with a land-
scaping firm in North Carolina.

They then went to Marion,
Va., for three years. Doug
worked in the Mount Rogers
National Recreation Area,
which manages approximately
200,000 acres of National
Forest land near Mount
Rogers.

The move to Cleveland came
in 2002, as her husband came
to the Cherokee National
Forest. He is the recreation
program manager for the
Cherokee National Forest. 

Andrea was busy through
the years, raising the couple’s
two sons. Austin is a
Cleveland High School gradu-
ate and now a sophomore at
the University of Tennessee-
Knoxville. He is following in
his mom’s footsteps, majoring
in communications.

A younger son, Brian, is a
sophomore at Cleveland High.

Byerly began her career in
the city school system in
2004. For five years, she
worked with the schools’ read-
ing program.         

In 2009 she became the sec-
retary at Ross Elementary
School, and took the position
as Dr. Ringstaff’s assistant
when he came to Cleveland as
the director of schools in 2013.

Byerly has developed an
intense fondness for her job,
and the Cleveland School
System. She has been highly
praised by Dr. Ringstaff, and
Cleveland Board of Education
members. 

“Dr. Ringstaff is wonderful to
work for,” she said in a recent
interview. “He truly wants
what is best for the kids.”

She apparently enjoys her
environment and working with
the city’s education adminis-
tration, the teachers and stu-
dents. “Education is such a
positive area to work,” she
stated.

Byerly and her family attend
First United Methodist
Church. She said they love the
outdoors and go camping and
to the beach. 
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anDRea BYeRLY, assistant to Cleveland Director of Schools Dr.
Martin Ringstaff, says she enjoys her job and new responsibilities as
the school system’s public relations director. “Education is such a
positive area to work,” she said.

West joins CSCC as assistant 
director for the Athens Center

Special to the Banner

Stefanie West was recently
hired as the new assistant direc-
tor for the Cleveland State Athens
Center. 

Prior to accepting the position
at Cleveland State, the McMinn
County native was employed with
Tennessee Wesleyan College (
since 2007 where she served as
the associate director of enroll-
ment services for the ME Degree
Evening Program and her most
recent role, as the director of
Admissions for Evening and
Professional Studies. 

While at TWC, West’s responsi-
bilities included meeting or
exceeding enrollment goals for
the Athens and Cleveland evening
programs, creating and executing
a strategic plan for recruiting
efforts, organizing events, advis-
ing new students and assisting in
retention for applicants to the
Athens and Cleveland sites. 

She was also responsible for
supervising admissions coun-
selors including hiring, conduct-
ing annual performance evalua-

Stefanie WeSt accepted the position of assistant director for
the CSCC Athens Center.See WEST, Page 43
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 (423) 472-2173
 “Where Customers Send Their Friends”

 www.bender-realty.com

 SINCE 1969 BENDER REALTY HAS BEEN BUILDING TRADITIONS OF FAMILY AND HOME

EQUAL HOUSING
OPPORTUNITY

 Bender Realty Proudly Salutes Our Women in Business

 Call Any Of Our Real Estate Professionals For All  Your Buying and Selling Needs!

 Back Row L-R: Lisa Ellis, Patricia Sosebee, Kay Free, Helen Riden, Deidre Poole, Paula Maddux, Amy W agner, Billie Stevens, Judy Dunn, Kelli Paul
 Front Row L-R: Fran Bible, Brenda Richardson

 Not Pictured: Donna Bales, Pam Becktold, Marty Dabbs, Linda Kaylor, Lilli Lauster, Pat McGowan, Lori  McKay,
 Linda Prince, Ginger Savage, Pat Smith, Sheryl Mahone, Kelly Dykast, Penny Roy.

 By George & Jimmie 
 Poe and daughter 
 Lori Poe Elliott.

 2231 North Ocoee St. • Cleveland, TN
 423-476-9113 • 800-533-7588

 www.jimmiesflowers.net

 Thank You To All The 
 Women Who Work So Hard 
 In Business And At Home!

 Family owned and operated since 1977.

 Jimmie’s
 Flowers

 CONGRATULATIONS
 To all female business professionals 
 and business owners. We know you 
 are an integral part of our economy 

 and your achievements are fully 
 recognized.

 2091 Waterlevel Hwy. SE
 Cleveland • cccbody@aol.com

 Bobby and Angie Ledford  Owners
 (423) 472-9978 • Fax  (423) 339-5884

 479-4988

 “CASH IN A FLASH”
 LOANS ON ANYTHING OF VALUE

 E&B PAWN SHOP
 690 Inman St., S.E.

 Cleveland, TN 

 HILDA & EDWARD BEARD
 OWNERS

 VHS 
 MOVIES

 $ 1

 10 CDs
 $20

Lisa Lusk

She loves working in banking
By BRIAN GRAVES

Banner Staff Writer

There might have been some-
thing in the DNA that directed
Lisa Lusk into a career in bank-
ing.

Her father was in the same
business.

The mother of two has been a
presence in the Bradley County
financial field for more than two
decades, and has done every-
thing from being a teller to her
current position as vice presi-
dent and branch manager at
Regions Bank’s Northwest
branch on 25th Street.

“I moved here in 1992, and
have been in banking since
1986,” Lusk said.

She said she first went to
work for what is now the
Tennessee Valley Credit Union,
working there for eight years.

“I then went to SunTrust,
then to First Citizens, then here
at Regions in 2005,” Lusk said.
“After starting at the credit
union, I decided that’s what I
wanted to do.”

She got a bachelor’s degree in
finance at Tennessee Wesleyan.

“I went to school for a year not
really knowing what I wanted to
do,” Lusk said. “So, my mother
had a friend who worked at the
credit union, and that’s how it
evolved.”

Lusk said she loves her job
and helping people.

“I like trying to make a differ-
ence in people’s lives and trying
to help,” she said. “I care about
people. You need employees who
care about customers in this
profession. If you don’t like the
public or helping people, this
isn’t the job to have.”

After starting out as a teller,
Lusk went to customer service,
backroom operations, market-
ing and then to branch manag-
er.

“I really thought marketing
was a lot of fun,” she said. “We
got to plan a lot of events and
there was a lot of creativity
involved, and I love that.”

The downside of that position
was she “didn’t have the one-on-
one contact with customers.”

Lusk said she enjoys her posi-
tion now because she gets to be
involved in all aspects of the
banking field.

“If I need to run a teller win-
dow I can, but they probably
don’t want me to,” she said with
a laugh. “Working face to face
with customers is what I love to
do.”

Her career at Regions began
at the Ocoee Street branch for
seven years before transferring
to her present location in 2012.

Lusk said the biggest change
she has seen in the banking
industry over the years is the
rates.

“I remember when I started,
and remember to this day, when
I started with the credit union,
rates were 9 and 10 percent,”
she said. “I remember having a
CD for 11 percent. That’s
unheard of now.”

Lusk said the rate environ-
ment and the ever-changing
guidelines — “all of the hoops
banks have to go through to
make loans” — has made things
harder and harder at times to
help the customers as she
would want.

“Things we could have done in
the past, we can’t do now,” she
said. “It is a great frustration.
But, I know if we can’t help the
customers as you normally

would, we look at what we can
do for the customer. We want to
make it a positive experience for
them.”

Lusk says she does not think
she has been treated and differ-
ently being a woman in the
banking industry.

“I think there are a lot more
women in banking than men,”
she said. “But, it did used to be
the other way around.”

She said there was a time
when people thought of a
branch manager they thought of
a man.

“I do think there was a stereo-
type, but that thought may have
come from my dad being a
branch manager,” she said. “I
think it is probably a genera-
tional thing.”

She said in present times,
women have the same opportu-
nities as men.

Lusk said one of the reasons
more women are entering the
financial field is it is a peripher-
al effect from women being more
in charge of their home
finances.

“It does seem like more
women handle the family
finances, and we do see that,”

she said. “Just as an observa-
tion, most of the customers that
do come in are women.”

Lusk said the next generation
of women seeking a career in
business needs to focus on one
thing — education.

“A good education is the foun-
dation for anything else you
would want to do,” she said.
“They need to go to college. It
gives you not only knowledge
but the experience on which to
build — that’s true for any man
or woman. The more education
you have, the better. The broad-
er the foundation, the stronger
your building.”

Lusk also said a major point
in being successful in business
is carrying a positive attitude.

“If your are in a career where
you are helping others, you have
to have a positive attitude,” she
said. “There are times cus-
tomers come in that are not
happy. If you have a bad atti-
tude, you can’t help them.”

“One of the things I like most
is when a customer comes in
upset about something, and
they walk out of my office with a
smile on their face,” she said.
“That means everything to me.”
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LISA LuSk takes a moment from her busy day as the Regions Bank 25th Street branch manager.



decided to stay … and I’m stuck
here now,” Rocha said with a
laugh. 

At the time, she did not have
aspirations of being in manage-
ment. She began hosting as well
as busing tables during her first
month on the job. 

“By October, I was already
training to serve,” she said. 

She said she was flexible,
doing what needed to be done.

“Every day I did something dif-
ferent; I would just fill in  spots,
basically,” Rocha said.  

The owner asked Rocha if she
would like to be a manager, in
January 2003.

“I just went with the flow,”
Rocha said. “I’m never afraid to
try new things (at work). I
enjoyed being here. I enjoyed the
atmosphere. It didn’t matter
what I was doing. I wasn’t picky.” 

Rocha said she became an
assistant manager and expanded
her repertoire by working in the
kitchen during training.

In April 2003, she became the
general manager. 

“I enjoy everything about it,”
Rocha said. “There are people
who eat here four or times a
week … I have job security here.” 

Her favorite aspect of her job is
meeting customers and watching
their children grow up.

Her position allows her to give
those looking for their first job
the chance that her cousin gave
her. 

“I enjoy working with young
people. I enjoy being able to give
them their first opportunity to
have a job and make their first
dollar,” Rocha said. “A lot of
times, people do not give them
opportunities because they are
young and don’t have experi-
ence. But how are they going to
get experience if no one gives
them that first chance?”

Making an enjoyable, consis-
tent experience for customers is
always her goal.

“People sometimes are having

a rough day outside and they
come in here they take it out on
us,” Rocha said. ”It’s not neces-
sarily something we do wrong or
the service or anything. It’s just
we are the first people they see
after whatever it is that hap-
pened outside of here.”

She said she has been able to
work with high school students
until they go off to college,
adding it makes her feel “like a
proud mama” when they gradu-
ate. 

Being a GM is not without its
challenges.  For Rocha, it has
sometimes meant not being
there for her children. 

“I’ve missed some of their mile-
stones,” Rocha said. 

Rocha has approached this
challenge by trying to keep her
workweek to 40 hours with the
majority of that time being when
her children are in school.

“I don’t work as many hours
as I did. But when I did work lots
of hours, 50, 60 hours a week, it
was hard for me to be a mommy
and be a manager, and function
100 percent in both always,’
Rocha said. “Whenever I do
something, I want to do it 100
percent.”

However, she said the job does

allow flexibility if something
comes up with her family.

Saturdays are always her
busiest and longest shift. 

Her position also gives her
insight into her fellow employees’
lives. 

“I know a lot of managers try
to create a boundary with that,
but I have found that a lot of the
teenagers here don’t have that
openness … with their family, so
they will come and talk to me,”
Rocha said. 

While she enjoys living in
Cleveland, Rocha said she miss-
es the food in Texas.

“It’s such a different culture,”
Rocha said. “I like it here. It’s
peaceful, it’s calm. If I was to go
back there, I would have to worry
about all the crime that’s going
on at the border.”

Rocha, who has kept her
maiden name, is married to Ivis
Mendez. 

Mendez was a customer at the
restaurant and a friend of one of
Rocha’s co-workers. They met
when Mendez came to give his
friend a ride home. He asked her
out on a date and then proposed
after they had been dating for
seven months. They have three
children.  

By JOYANNA LOVE
Banner Senior Staff Writer

A trip to visit family turned
into an employment opportunity
for Claudia Rocha.

Now 13 years later, she is still
employed with the restaurant
where she had her first job. 

Rocha is the general manager
at Tres Hermanos, a position she
has held since 2003.  

She had started working at the
restaurant the previous year
while visiting a relative.

“My cousin was a server here
and he said, ‘They are going to
need somebody to work tomor-

row, while you’re here do you
want to try it out?’” Rocha said.
“So I came and I started busing
tables.”

She had been living in Texas,
but when she was offered a job
toward the end of her visit, she
accepted.

“I liked it. I enjoyed it and I
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 Welcome Friends
 “Welcome Friends” is celebrating its 20th year as the local greeting 

 service for Bradley County and surrounding areas. Originally just for 
 newcomers, they have expanded to include new home owners, new 
 businesses, newlyweds, and new babies.

 Welcome bags include civic information, tourism brochures, maps and 
 church activities. Local merchant sponsors provide coupons, gift 
 certificates and small gifts. Phone books are also provided.

 “Welcome Friends” is a wonderful avenue for  finding your place in the 
 “City with Spirit.”

 For More information call Marilyn Thomas at 423.476.4933

 Cooke’s Food Store
 (423) 472-5034

 Keith Street

 Check us out on Facebook

 www.cookeshometowngrocer.com

 Cooke’s Pharmacy
 (423) 472-6478

 (423) 303-1200

 Each Keller Williams office is independently owned & operated

EQUAL HOUSING
OPPORTUNITY

 Thinking about getting a real estate license? Looking 
 to make a change?  I am always looking for talented 

 individuals who want to succeed at a high level!
 Call me for information on how to get started!

 Already in the business and want 
 to increase your potential?

 Call me for a private consultation!

 Sally Hays,
 Managing Broker, Team Leader

 • KW Cleveland offers:
 • Training for all levels of your
    real estate business
 • Business Consulting!
 • Business Planning!
 • One-on-One Technology Training!
 • Great Culture!
 • Profit Sharing!

Claudia Rocha’s first job turned into a career opportunity

Banner photo, JOYAnnA LOVe

CLAUDIA ROChA got her first job at Tres Hermanos. Now, she is the general manager. 

Q&A: Martha Stewart talks about
building a home-based business

NEW YORK (AP) — There’s no
place like home to start a busi-
ness, according to Martha
Stewart, but being an entrepre-
neur can also pressure your per-
sonal life.

She would know. Stewart left a
stock trading career in the 1970s
to launch a catering business
from her home. That business
led to a book, a magazine and a
media and home goods company
that was worth nearly $2 billion
at its peak. The company’s value
has fallen since and Martha
Stewart Living Omnimedia Inc. is
now in the process of being sold
to brand management company
Sequential Brands for about
$353 million. Stewart, who is
currently on the board of the
company she founded, gave up
her CEO role more than a decade
ago before serving a short prison
sentence for lying to prosecutors
about a stock sale. She now
serves as chief creative officer.

Stewart is gearing up for the
company’s annual American
Made event, where the lifestyle
guru has been giving out cash
prizes to small companies that
sell hand-crafted products.
Stewart also uses American
Made to take questions and dole
out advice to all kinds of entre-
preneurs during a daylong sum-
mit. (This year’s American Made
summit takes place in New York
on Nov. 7 and costs $300 a tick-
et.)

In an interview with The
Associated Press, which has
been edited for clarity, Stewart
talks about how she got her start
at home and the challenges of
balancing a business and family.

Q: Why do so many small
businesses fail?

A: I think because the entre-
preneur gives up or the idea was-
n’t good enough or there was too
much competition or they are
lazy. You cannot be lazy and
grow a business. Passion has to
be accompanied by the willing-
ness to work really, really hard.

Q: Some business owners have
families, can they do it all?

A: You have to. I think balance
is a really hard thing to find.
Hopefully, you find a strong
partner who will help you with
the kids. I had a husband, a
daughter, a beautiful home, ani-
mals; I still have all that, but no
husband. The husband was the
casualty of my business. I don’t
think balance is the right word
anymore. It is much more about
cooperation. Your lifestyle has to
cooperate with your business.

Q: Is the home a good place to
start a business?

A: I started my catering busi-
ness in my basement. And that
catering business led to a media
empire and to a merchandising
business. It’s been a real fantas-
tic thing for me and my compa-
ny. You can start somewhere and

without a huge amount of
money. That’s were most people
get stymied, finding the money to
grow their businesses. We talk
about that at the American Made
event.

Q: When did you feel like you
had made it?

A: When I wrote my first book
I realized that I do have a voice
and the power to encourage oth-
ers to do good things.

Q: So was getting the book
deal when you realized you made
it, or was it the reaction to the
book?

A: Well, I knew it was a good
book. Entrepreneurs have more
faith in themselves than other
people. You have to have faith in
yourself; you’ve got to have con-
fidence in yourself. I think it’s
terribly important to believe in
your passion, and if you believe
in it, you can develop it into
something worthwhile.

Q: Your company recently
agreed to be sold. How did you
get to that decision, and how are
you feeling about it?

A: I wanted to grow our busi-
ness and I investigated many dif-
ferent things to do. We struggled
in the last couple of years with
less earnings than I would have
hoped. This deal with Sequential
Brands will be very good for our
brand. We have a brand that is
so strong and known worldwide
and we have just not been able,
with the management of Martha
Stewart Living, to grow that
business to match the brand. I
think the expertise of the new
team will help us grow it in many
different ways. So I am very
enthusiastic about it, and I hope
that the deal closes very soon. I
will be on the board of
Sequential and be creative direc-
tor, so my job is only getting big-
ger.

——-
ONLINE: Martha Stewart

American Made:
http://www.marthastewart.com
/americanmade
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In thIs sePt. 17 file photo,
Martha Stewart attends Macy’s
Presents Fashion’s Front Row in
New York. In an interview with
The Associated Press, Stewart
talks about how she got her start
at home and the challenges of
balancing a business and family



By CHRISTY ARMSTRONG 
Banner Staff Writer 

Leslie Miller, owner of Body
English Barre and Dance
Fitness, could be considered one
of the lucky ones. 

While many people find them-
selves at some point in their lives
doing something for a living they
would rather not, Miller was able
to turn something she loved into
a business. 

Born in Canada and raised in
Glendale, Ariz., Miller originally
moved to Cleveland for the love of
love itself. 

Miller followed suit after her
then-boyfriend moved to
Tennessee. Though they later
parted ways, she remained in
love with the state.

“It was kind of a culture shock,
but it was so pretty,” Miller said. 

In addition to the scenery, she
said she appreciated how the
traffic was less congested and
how the cost of living was lower
in Cleveland than it had been in
Glendale. She added it would
have been “three times more
expensive” to start her business
in Arizona.  

Before moving to Cleveland,
Miller had earned a degree in
kinesiology, the study of body
movement, from Arizona State
University.

Miller had always enjoyed
movement growing up, trying her
hand — or feet, rather — at many
different things. 

“I always danced and did other
things,” Miller explained, noting
her dance experience included
styles as diverse as hip-hop, jazz,
tap and ballet. 

Wanting to turn her passion
for dance into a lasting career,
she later decided to shift her
focus to fitness. 

In her early 20s, Miller began
learning kickboxing and mixed
martial arts. 

Later, she learned and earned
her certifications to teach Latin
dance-inspired Zumba classes as
well as ballet-inspired Barre
Fitness classes. 

Upon moving to Cleveland,
Miller put her skills to work
teaching classes at local gyms
and fitness centers. 

While contracting with estab-
lished gyms allowed her to prac-
tice what she loved, Miller said
she found herself wanting to
choose her own class offerings
and make her own schedules. 

“It’s offered me more freedom
to be able to run a studio the way
I wanted,” Miller said. 

Body English, the name of
which is a play on the phrase
“body language,” opened in
January of this year in the
Colony Square shopping complex
off Keith Street. 

Primarily working with female
clients, Miller and her employees
lead them through a variety of
fitness classes as well as person-
al training sessions. 

Miller stressed her business
offers classes for many different
ages and abilities — from young
people wishing to take a rigorous
boot camp class to older adults
more likely to be in the “Silver
Sneakers” crowd.  

“I eat, live and breathe fitness,
so I love helping others get in
shape as well,” Miller said. 

She also prides herself on how
she and her staff are able to work
with clients one on one to make
sure they are reaching their goals
in health and fitness. 

Miller said some of her favorite
success stories have come from
clients who have begun working
out more, eating better and
found they are no longer dealing
with health problems they once

had. She stressed frequent exer-
cise can have far-reaching effects
on a person’s health. 

While it is all about getting and
staying well, Miller said she rec-
ognizes the importance of people
having fun while they exercise.

Though Body English has been
open for less than a year, she has
been continually experimenting
with new class offerings to
encourage women to have fun
and stay fit at the same time. 

Among them are a “chair bur-
lesque” class that Miller said
teaches women to dance in a
sensual, but “classy” manner. 

Still, running a fitness center
is a lot different from simply
teaching classes. 

Miller said she has learned
from experience that, as a small
business owner, she will have
many long days and responsibil-
ities which extend well outside
the normal class schedule. 

“Running a business takes a

lot of time, dedication and perse-
verance,” Miller said. “But it’s
worth it. I don’t ever feel like I’m
working when I come in here.” 

Love may have brought her to
Cleveland, but her life looks a lit-
tle different than it once did. She
eventually found two new loves
— her now-husband and a busi-
ness of her own. 

Miller said her advice to would
-be business owners would be to
base the businesses on whatever
makes them enjoy going to work
each day. 

After all, owners of accounting
firms have to be passionate
about numbers, while clothing
store owners must have a pas-
sion for fashion. 

She added she has found it
can be difficult to stay stressed
about owning a small business
when the business involves her
doing something she already
loves — stress-relieving dance
and fitness routines. 
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Leslie Miller

Body English owner has passion for fitness
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LESLIE MILLER, owner of Body English Barre and Dance
Fitness, waits to check in a client for a personal training session at
her fitness center located off Keith Street. 

Banner photo, CHRISTY ARMSTRONG 

ORGANIZING copies of class schedules on her front desk, Body English Barre and Dance Fitness
owner Leslie Miller provides visitors interested in getting fit with fun dance-inspired routines. 

Evelyn Jones owns, 
operates Consign It

Evelyn Jones has always
known what it is to be a working
woman.

She is owner of Consign It,
located at 418 South Ocoee St.

The business has been serv-
ing customers for the last six
years.

Jones’ daughter Pat also works
at Consign It, helping her mother
every day.

Consign It has more than
8,000 square feet of wonderful
items for the home and office and
accepts new consignment items
daily.

“Our customers are amazed at
how many items we have,” said
Jones of the inventory.

Home and office furniture,
decor and personal items, unique
new, used and vintage, even
items for the kitchen and garage,
you name it, you can find it at
Consign It.

For the third year in a row, the

shop was awarded Best
Consignment Store by the read-
ers of Cleveland Daily Banner.

“We are thrilled to know we
serve our customers well enough
for them to remember us with
such a high award. People have
many choices, and we are just so
happy they choose us,” said
Jones.

You can reach Consign It at
423-790-1413, Monday through
Saturday, from 10 a.m. to 5 p.m.

We’re online!

Check us out:

www.

cleveland

banner.com



Crye-Leike believes “the real
estate business is local.” To serve
the local community, Crye-Leike
offers a full line of real estate
services — including residential,
commercial, relocation, apart-
ment and rental home and prop-
erty management. 

Crye-Leike is ranked No. 5 in
the nation as one of the top 500
largest residential real estate bro-
kerage firms. It is the largest real
estate company in Tennessee and
the Mid-South region. 

At the top of the local leader-
ship team is Jo Organ. She is
joined on the team by several
other women. 

Some of the women in the real
estate profession at Crye-Leike
include Judy Allen, Cindy Chase,
Jannis Sams, Taylar Taylor,
Phoebe Stepp, Tammy Davis,
Margie Lynch, Sandy Whaley,
Sheryl Domeck, Kim Lewis and
Brandy Sams. 

n Jo Organ has been serving
the Cleveland communities real
estate needs for more than 40
years. She  is the managing bro-
ker for the Cleveland Crye-Leike
office.  

She said, “Crye-Leike is proud
to be a part of Cleveland’s real
estate community.  The ‘Women
of Crye-Leike’ work diligently to
find homes for people in and
around our area.”

Contact her at
jo.organ@crye.leike.com, 593-
6852 or http://jolorgan.crye-
leike.com.

n Judy Allen has been in the
real estate industry for more than
30 years. She enjoys  helping
buyers and sellers find the home
of their dreams.  Judy, along with
her husband Larry,  have been
Multi-Million Dollar club mem-
bers for those 30 years.

She may be contacted at
lallen@crye-leike.com, at 413-
8199 or
h t tp :// thea l l en t eam.c rye -
leike.com.

n Cindy Chase has been a
Realtor for almost 15 years.

“ I have lived here all of my life
and feel it a great honor to share
in the development of my home-
town. 

“I am consistently a Top
Producer for many years and a
longstanding member of the
Multi-Million Dollar Club. I was
fortunate last year to be the Top
Producing Individual Agent for
2014, at the local Crye-Leike
office,” she said.

“I do work hard and diligently
for my clients to help them reach
their goals whether buying or
selling. I have extensive experi-
ence in service and combined
now with my profession it makes
a great package. 

Chase said, “This industry can
be tough to navigate.  Integrity

and knowledge are some of
things I bring to the table. I feel I
am doing exactly what I was
meant to do. I enjoy it tremen-
dously. 

"Thank you everyone for send-
ing me your family and friends, I
will take good care of them," she
said.

She may be contacted at
cindy.chase@crye-leike.com,
595-1308 or at http://cindy-
chase.crye-leike.com.

n  Tammy Davis is a Georgia
native, but has lived in Cleveland
for more than 20 years.  

She has been a Realtor assist-
ing the community for over 12
years and is dedicated to provid-
ing the best service for her
clients. 

Her slogan is
she enjoys the opportunity to
help families just like hers, find
the perfect home, she said.

She may be contacted at tam-
mydavis@crye-leike.com, 595-
1319 or http://tammydavis.crye-
leike.com.

n After almost three decades
in the banking industry, Sheryl
Torbett Domeck decided that
becoming a licensed Realtor
would be the perfect fit for her to
jump-start a new career path.

Domeck obtained her real
estate license and joined Crye-
Leike Realtors, Cleveland branch
office, where her husband, Mike,
already worked.  

Since obtaining her license,
Domick and Mike have achieved
Crye-Leike’s “multi-Million Dollar
Producer” award in 2013, 2014
and already for 2015.

The couple moved back to
Cleveland in 2010.  A Bradley
County native, Sheryl graduated
from Bradley Central High
School.

She is glad to be back “home”
in Cleveland.  

“I enjoy working with friends,
family and new clients to reach
their dreams.  

“I would have to contribute my
success in both industries as
being my commitment to treat
people the way I want to be treat-
ed, she said.

Her website is  www.sheryl-
domeck.com or contact her  at
423-310-4488 or
Sheryl.domeck@crye-leike.com.

n Emily Gordon, a life-long
resident of Bradley County and
graduate of Lee University, has
recently activated her real estate
license and is looking forward to
serving her home town in this
industry.

She may be contacted at 284-
8977 or emily.gordon@crye-
leike.com.

n Kim Lewis joined her hus-
band Johnny at Lewisco Auction
& Realty in 1985. She  earned her
affiliate broker license to assist
with auctions.  

“In 2004. I obtained a broker’s
license and began working at
Crye-Leike,” she said.

“ I have one son, Trey, daugh-
ter-in-law Brittany and grand-
child McKinley.  My hobbies are
horses and spending time with
family,” she noted.

She may be contacted at
kim.lewis@crye-leike.com or at
715-7133.

n Margie Lynch earned her
real estate license in 2001.

She has lived in Cleveland for
the past 40 years and been
involved with several community
civic organizations. 

“I love spending time with my
family and ‘fur babies,’” she said.

She may be reached at
mlynch@crye-leike.com or 618-
4716 or at http://mlynch.crye-
leike.com.

n Brandy Sams started her
career in real estate in 2010.  

She noted, “It is wonderful
having a career that I've always
wanted to do and truly enjoy.  I
love helping find that perfect
home at the right price for my
clients.  

“I'm involved in church and
enjoy hiking, biking and some
climbing.  I'm engaged to Tyler
Brooks and look forward to our
life together,” she said.

She may be reached at
brandy.sams@crye-leike.com or
at 505-4627.

n Jannis Sams graduated from
Lee University where she majored
in education. She   received her
masters at Alabama A&M. She is
also  a Graduate of Realtors
Institute (GRI) and is a Certified
Relocation Expert. 

She has been a Realtor for 20
years and is a consistent Million
Dollar Producer.

She may be contacted at jan-
nis.sams@gmail.com or 503-
2945. Her website is http://jan-
nissams.crye-leike.com.

n Phoebe Stepp has been a
Realtor since 2007 and is a mem-
ber of the National Association of
Realtors.   

She has been a consistent
multi-million dollar producer and
is a member of the Multi-Million
Dollar Club.  

A  native of Cleveland, she is
married to Joe Stepp, who is also
a Realtor, auctioneer and farmer.  

She said she “ would appreci-
ate the opportunity to earn your
business.”

Let her make it easy for you,
and walk you through every step
of the buying or selling process,

she said.
To reach her, call 790-2612 or

phoebe.stepp@crye.leike.com or
online at
h t t p : / / p h o e b e s t e p p . c r y e -
leike.com.

n Taylar Taylor was born and
raised in Cleveland.

Taylar  is an honors graduate
from Walker Valley High School
and received an associates of
applied science in early
Childhood Education from
Cleveland State Community
College.  

Shortly after receiving her
degree,  Taylar gave birth to her
son, Behr, and decided to devote
her attention to being a mother.
Once her son reached the age of
2, she decided to ease herself
back into the work field as a sub-
stitute teacher for both Cleveland

City and Bradley County Schools.  
In January of 2014, Taylar and

her husband of five years, Logan,
bought their first home.  

She said that sparked her
interest in real estate.  

“I really enjoy working with
people, and I want to help guide
them and make them as happy
as I was the day we closed on our
first home,” she said.

Taylar attended Tennessee
Real Estate Educational Systems,
Inc and received her affiliate bro-
ker license for the state of
Tennessee in September of 2014.  

Taylar was brought into Crye-
Leike, Realtors  by Jannis Sams
and is now a buyer’s agent for the
Jannis Sams and Max Phillips
Team.   

Within her first month of being
licensed, Taylar closed on her
first house as a real estate agent.  

“I really appreciate the oppor-
tunity I’ve gotten to be apart of
such a great company and I am
so blessed to have such success-
ful mentors,"  said Taylar.  “I love
meeting new clients and especial-
ly love working with them to find
their dream home.”

Taylar's hobbies outside of real
estate include spending time with
her family, reading, graphic
design and improving her photog-
raphy skills.

She may be contacted at tay-
lar.taylor@crye-leike.com or 650-
2029.

n Sandy  Whaley is a newcom-
er to the Cleveland area.

She noted, “Cleveland is a
vibrant, growing city.”  

She looks forward to serving
your real estate needs.

She may be reached at
sandy.whaley@crye-leike.com or
847-7879.
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DIAne neeLY enjoys co-owning a business with her husband, Jerry. 

Diane Neely: Printing business
has seen considerable changes

By JOYANNA LOVE
Banner Senior Staff Writer

Diane Neely has enjoyed fol-
lowing her passion to own a
business alongside her hus-
band. 

They named the business they
established 45 years ago Neely
Printing. 

Her husband, Jerry, had
become interested in printing
while working at a box factory.
Diane said he had worked on the
press, “and he loved it.”

The couple started the busi-
ness operating at night, while
Jerry still worked at the factory
during the day until the busi-
ness grew.

“We both had the same pas-
sion to have our own business,
and we are still very successful,”
Neely said. “It was a very com-
petitive business. Printing has
been a competitive business for
years.”

This competitiveness meant
getting the company up and
running would be a challenge.

The business started in the
couple’s carport. 

“Then we moved into a base-
ment on Spring Place Road and

we were there until 1987,” Neely
said. 

Then, they moved to their own
building near 20th Street on
Neely Circle. 

The road was named for the
family when Jerry’s uncle was
given the opportunity to name the
portion of the road left as a part of
rerouting 20th Street. 

The first customer they had is
still a customer today.

“And they are one of our biggest
customers,” Neely said. ‘I think
that’s a big deal, to go 45 years
with the same person and they
are still happy with our service.”

She said she saw owning a
printing business as a way to
meet a need in the community,
while doing something she
enjoyed.

“I do all the accounts receiv-
able, accounts payable. I take
care of the office work, and help
make decisions. We do not do
anything until we both discuss
it, talk about it and come to a
decision that that’s what we
need to do, and we couldn’t have
done it without our associates,”
Neely said. 

Neely said she started in this
position without any experience

in bookkeeping. She said there
were some friends that helped
her “they got me pointed in the
right direction.”

“I have enjoyed working with
the money and seeing the
growth in our community,”

She also assists with cus-
tomer service calls. 

“To make sure the customer is
happy with the product that
they are getting,” 

Each of the employees have
been with the company for
decades. 

“We feel like all of our associ-
ates are family,” Neely said.

Today, the majority of the
company’s projects began on a
computer. However, Neely said
they do some typeset and offset
printing.  

“It has changed considerably
over the years, the printing busi-
ness has,” Neely said. 

Many of these changes have
created an expectation in cus-
tomers of wanting their products
quicker than ever before. 

Neely printing is a family
affair with the Neely’s son being
one of the longest-working
employees.

“He takes care of all the pro-

duction in the back,” Neely said. 
Neely said she hopes that he

will some day take over the com-
pany. 

“I don’t think we (she and her
husband) are ever going to leave.
Somebody asked me the other
day, ‘When are you going to
retire? ‘I said I don’t know I can’t
imagine retiring and not being

here and doing this,” Neely said.
Neely said they have stayed

competitive by keeping up with
new technology.

Competing with larger busi-
nesses will always be a chal-
lenge, Neely said. 

“We haven’t gotten into the
bigger things, we have kind of
just gone with what we knew

how to do; it’s what we kind of
stayed with,” Neely said. 

She said this is one reason the
printing business has remained
successful.  

Neely said she has enjoyed
working for herself and estab-
lishing the name Neely Printing
“as a good business and a well-
known business in Cleveland.”

Among the women working at Crye-Leike of Cleveland are, from left, Sandy Denney, Jo Organ, Kim Lewis, Debbie Kowalkowski,
Emily Gordon, Phoebe Stepp, Taylar Taylor, Tammy Davis, Cindy Chase, Margie Lynch, Judy  Allen, Brandy Sams, Sandy Whaley and
Jannis Sams.

Women of Crye-Leike are ready to help families find perfect home



tions, assessing training needs,
conducting monthly departmen-
tal staff meetings, managing a
program budget, and preparing
department reports for the Board
of Trustees.

West stated, “I am loving it at
Cleveland State. When I worked
for TWC, I spent at much time on
CSCC’s campus as I did at TWC.
The CSCC faculty and staff have
always made me feel welcome
and at home, so my transition
has been easy and natural.”

“We are very excited to have
Stefanie with us at Cleveland
State,” stated Patty Weaver,
director of Off Campus Sites.
“She comes to us with a tremen-
dous amount of knowledge and
experience in the areas of recruit-
ment, admissions, students serv-
ices and financial aid.” 

West said after reading the
CSCC 2020 Community First
Plan, CSCC’s new strategic plan,
she became excited about the
future at CSCC.

“The team at the Athens
Center is energized to achieve
growth and expansion in the
northern hub of our service area.
I am thankful to be a part of this
team, and I hope to make signifi-
cant contributions to those
efforts by taking a proactive
approach to tightening the bond
between the main campus and
off-campus sites and maintain
strong communications of special
events and activities for our stu-
dents.”

West said although she has
many goals for her new role, she
is especially looking forward to
administering a student survey
to access what programs or cur-
ricula are in demand to maximize
enrollment, retention and gradu-
ation rates. 

“Providing excellent service
and extraordinary academics as

we engage our students at the
off-campus learning centers is a
priority.” 

West received her bachelor of
science degree in business
administration with emphases in
human resource management
and CIS from TWC and will com-
plete her master of business
administration in August of
2016, also from TWC. 
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By ALLEN MINCEY
Banner Staff Writer

Barbara Baxter felt she would
probably get into office clerical
work after graduating from
school. She still uses shorthand
and the accounting skills she
learned, but now is Cleveland
market executive at FSG Bank.

The former Barbara Reid was
born and raised in Cleveland.
She attended Cleveland High
School.

“At that time, I was very fortu-
nate that we (CHS) had what was
called Vocational Office
Education,” Baxter remembered.
“It was a three-hour block where
they taught accounting and
shorthand, so I devoted my elec-
tive into office clerical work
thinking that is what I would go
into.”

“As it turned out that year, I
won the VOE award. I won the
shorthand award.  I actually won
the business award when the
senior awards were given out,
and graduated in the top 10 in
my class.”

She credits much of that suc-
cess to three teachers — Martha
Wattenbarger, Mary Bunch and
Anne Warren — who not only
helped her through school, but
also with her first job in banking.

“They put in a good word to
Merchants Bank,” she said.
“They were basically looking for a
secretary, an executive secretary
to the executive staff.”

“They hired me and I wasn’t
even 18 then ... I graduated when
I was 17,” Baxter remembered.

She said she was hired on the
spot, even though she had never
worked as a teller or a bookkeep-
er.

“However, because of the posi-
tion I came into, my hands were
pretty much involved in teller
transactions or bookkeeping
transactions or marketing.  I
attended the board meetings,”
she said. “I was one of the fortu-
nate ones who got to have my fin-
gers in every department of the
bank even though I did not work
in those departments.

“This has helped me tremen-
dously in my present position
and as I worked my way up to
this position,” Baxter said.

She has been in banking for 36
years.

“Banking is a great job, and
you are seeing more and more
women in administrative posi-
tions, which is great,” Baxter
said.

She knew also that she would
need to be as prepared for such a
position by knowing all she
could.

“My mother told me that if you
are going to be a supervisor, you
are going to need to know every
job that your people are responsi-
ble for,” Baxter stressed.

While her title is marketing
executive, she also serves as sen-
ior vice president of the local
bank.

As such, she sees areas where
she thinks there could be
improvement, not just at FSG but
banking in general.

“I was involved in a mentoring
program. You don’t see a lot of
banks that have these programs,
which I think is a disservice to
the (banking) industry and those
wanting to get into banking,
whether they are a woman or
man,” Baxter said.

Baxter has been married to her
husband, Randy, for 35 years.

“I think giving back to the com-
munity is something that we all
should do.  I am proud to work in
a business that works toward
helping others,” Baxter said.

She continues to be involved in
many local nonprofit organiza-
tions, and recently represented
the bank in making a donation to
the Boys and Girls Clubs of
Cleveland.

Her office is located in the new
FSG branch located on Keith
Street across from Life Care
Center’s Campbell Center.

‘Banking is a great job’

Barbara Baxter is executive at FSG
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BArBArA BAxtEr is a marketing executive for FSG Bank.

West
From Page 38

Authorities shoot 
cow running loose 
on Phoenix freeway

PHOENIX (AP) — Arizona
authorities say an officer was
forced to shoot a cow that got
loose on a Phoenix-area freeway,
stopping traffic.

Department of Public Safety
spokesman Bart Graves says the
agency received multiple calls
around 9:15 p.m. Wednesday
reporting that a cow was running
around the area of U.S. 60 and
Interstate 10.

Graves says the cow broke out
of a cattle truck that got a flat
tire. Troopers say the animal kept
heading toward the interstate
despite their attempts to deter it.

Graves says that’s when a
trooper shot the cow once to pre-
vent it from returning to the free-
way. Troopers then led it to a
desert area near an exit ramp.

Graves says the cow was later
euthanized.



(MS) — Many working profes-
sionals have hectic schedules.
Perhaps due to technology that
now allows men and women to
stay connected to the office no
matter where they might be, a
great number of men and women
now exceed the traditional full-
time employment standard of 40
hours per week. In fact, data from
the 2013 and 2014 Gallup Work
and Education polls indicates that
adults employed full time in the
United States work an average of
47 hours per week, almost an
entire extra workday.

Some working professionals
have little recourse with regard to
reducing the number of hours
they work each week. But those
who find themselves unknowingly
working extra hours, whether it’s
by checking work emails at home
or answering business calls even
after leaving the office, can take
steps to regain their downtime for
themselves.

n Schedule activities during

before or after office hours. Men
and women who want to take back
their downtime may benefit if they
start to schedule activities during
those hours that aren’t meant to
be spent at the office. Rather than
planning on going to the gym,
plans that can easily fall apart if a
particularly difficult project lands
on your desk, schedule sessions
with a physical trainer or sign up
for classes with a friend or family
member. You will be less likely to
work during your downtime if you
have already paid for a training
session or class or have scheduled
a dinner date or another activity
with a loved one. Especially busy
professionals can plan activities
for one or two weeknights per
week so they know they are leav-
ing the office on time no less than
20 percent of the time. 

n  Encourage team-building
activities with coworkers. One way
to ensure you get out of the office
on time is to promote team-build-
ing activities with your coworkers.

Propose a company softball team
or encourage your bosses to spon-
sor a company bowling team.
Such activities can create stronger
bonds between you and your
coworkers, and they also ensure
all of you get out of the office on
time at least once per week. While
you won’t necessarily avoid talking
about work, you will be out of the
office and having fun while you
relax rather than sitting at your
desk and burning the midnight oil.

n  Turn off your devices.
Professionals who own smart-
phones or tablets can now check
work emails or monitor work proj-
ects whether they’re sitting in their
offices or lounging on the couch at
home with their families. Working
men and women looking to work
less during their downtime should
consider turning off those devices
that keep them connected to their
offices. This may be more difficult
than you think, as a 2013 survey
conducted by Opinion Matters on
behalf of GFI Software found that

39 percent of participants
acknowledged checking work
emails outside of standard work
hours, while a whopping 81 per-
cent of the more than 500 respon-
dents said they check their work
email on weekends. 

Men and women who want to
regain their downtime for them-
selves can try turning off their
devices upon leaving the office,
resisting the temptation to check
work emails on nights and week-
ends.  
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THE FIRST HIRE at Wacker Polysilicon’s Charleston plant was Dr. Erika Burke, who is senior human
resources director at the local plant.

Erika Burke: Wacker post
is ‘fantastic experience’

By ALLEN MINCEY
Banner Staff Writer

As Wacker Polysilicon contin-
ues to grow, more and more
employees will be needed. One of
the first individuals these poten-
tial workers may meet is Dr.
Erika Burke.

Dr. Burke is senior human
resources director at Wacker. She
was the first person hired at
Wacker, which makes sense as
she would be involved in the hir-
ing of employees for the plant.

“It was a greenfield site, so we
had to develop a recruiting strat-
egy, develop policies for our site,
develop compensation plans,
develop the training strategy and
training plan,” she said. “I also
helped develop the strategy with
the Wacker institute, and, of
course, with the operations at
Chattanooga State and
Germany.”

“There were a lot of things that
needed to be developed from the
beginning,” she said. “Now, it is
implementing those policies and
making sure we have enough
people on board.”

She said Wacker wants to cre-
ate a pleasant, yet productive,
working environment, so the
Human Resource department is
involve there also.

“We always have an open door
policy. We live it,” Dr. Burke said. 

Joining Wacker was more or
less by chance, as Dr. Burke
remembers her involvement with
others helped her find out about
the position.

“I was involved with the
German community both here in
Bradley County and in Hamilton
County, and someone from
Bradley County who is heavily
involved with the German com-
munity asked if I knew anyone
who would be interested in the
start up of Wacker in HR.  I said,
‘I will send you my resume imme-
diately,’ because that is my
dream job. It has been my dream
job. It is my dream job,” she said.

Dr. Burke said over the past
five years working with Wacker
has been “a fantastic experi-
ence.”

“I am responsible for all HR
issues, topics, policies, strate-
gies, and I direct the HR team,”
she said.

Prior to Wacker, Dr. Burke
worked at Unum. She worked
there just after her family moved
to Southeast Tennessee.

“Before that, I was living in
Stutgart, Germany,” she said.
Her husband, Oliver, is a native
of Germany.  Dr. Burke said that
she has some German back-
ground in her family. Her maiden
name is Ludwig, a well-known
name in that country.

“It’s funny. My maiden name

sounded more German than his
name,” she said.

Dr. Burke said tshe and her
husband met at her first job. She
was working at the Mercedes
Bend plant in Vance, Ala. (just
north of Tuscaloosa) about 20
years ago.

“Yes, I am an Alabamian. I was
born and raised in Alabama,” she
said. A Crimson Tide fan, she
still cheers for the Vols also,
though her pronouncation of the
UT team lets one know she has
lived somewhere other than
Alabama or Tennessee.

“I get some funny looks when I
say ‘Vols’,” she said, calling them
the “Voh-ls.”

Dr. Burke received her doctor-
ate after taking a multi-cultural
management set of studies. She
smiles when being called Dr.
Burke, but she said that while
that is her title, she is still Erika
Ludwig Burke, a person who
enjoys working with others.

“The fun part of HR is hiring
people and showing them what a
great company this is and how
much fun it is to work here,” she
said, “and to create a culture of
pro-team member positive work
environment.

“That is the type of HR depart-
ment we hope to be,” Dr. Burke
said.

Wacker has well over 400
employees, with the potential of

about 250 more.
“When we are fully opera-

tional, have about 650,” she
said. “We may have more, and
hope to have more, but right now
we are really focusing on getting
our 650 employees on board and
getting this site fully opera-
tional.”

Dr. Burke said she is extreme-
ly pleased working with the peo-
ple in Bradley County through
the early stages of Wacker, and
candidates for employment from

Bradley County are some of the
best she has seen.

“We are very grateful to be
here,” she said.

Dr. Burke said she is pleased
to see more and more women in
administrative positions in
industry. Women wanting a
career in industry need to look
for jobs they “feel passionate
about.”

“Do find a career, because you
never know what is going to hap-
pen in your life. You may find

yourself supporting your chil-
dren, or supporting your hus-
band, but make sure you can
always support yourself,” she
said. “There are so many oppor-
tunities out there, you have to
take advantage of them.”

Dr. Burke said all women
should get an education “as it
opens doors.”

“The sky’s the limit these days
for women,” Dr. Burke said. “Set
a goal for yourself and you can
reach it.”

SINCE 1983, Coldwell Banker Hamilton & Associates has provided for the residential property needs of Southeast Tennessee and North
Georgia. “We pride ourselves on the professional excellence and empathy of all our well-trained agents, and we keep pace with today’s tech-
nological innovation to better serve the needs of our clients. Our fingers are on the pulse of Chattanooga, Cleveland and her surrounding
counties — we feel the excitement, know what works for our clients and we know how to secure the best possible prices,” a spokesman
said. There are several women members of the Hamilton & Associates real estate team. They include, front seated, Kathy Rohsenberger,
broker Margie Keller, Angelica Rickards and Carolyn Boyd; standing, Paula Divers, Kelley West, Patti Angelle, Tammy Johnson, Kristy
Whitmire, Erin Hale, Haleigh Sweeney, Tonya Hannah and Joy Lane. Coldwell Banker Hamilton and Associates is located at 2650 Peerless
Road.

Review: Amazon’s gizmos aim 
to be assistants for your abode

By MAE ANDERSON, 
AP Technology Writer

NEW YORK (AP) — When I
brought home review models of
Amazon’s Echo speaker, a sort of
smart, voice-controlled speaker,
and two Dash buttons that
reorder household products with
a single touch, I wasn’t convinced
I’d find them all that useful in my
daily life.

I was half right. In many
respects, it was surprisingly easy
to get sucked into Amazon’s serv-
ices. Before I tried out the Echo,
for instance, I wouldn’t have
dreamed of spending $180 on the
device. After having it around, I
might still pause, but I would put
it high on my Christmas list. The
Dash buttons didn’t do so much
for me, although I can see how
they might be useful for some.

Amazon began rolling out the
Echo in late 2014 and started
selling it broadly in June. It’s one
more way for Amazon to entice
people into its $99-per-year
Prime loyalty program and to buy
more stuff from the online super-
store. Although Echo doesn’t
require a Prime membership,
some of its functions — such as,
naturally, reordering products

from Amazon — won’t work with-
out one.

The black, cylindrical Echo
device can sit unobtrusively on a
kitchen counter or table. Setting
it up takes a few minutes, during
which you connect it to your
home Wi-Fi network using a
phone app. After that, it’s all
about voice commands. The app
keeps a handy record of every-
thing you ask the device — which
answers to “Alexa,” though you
can change it to “Amazon.”

In many ways, the Echo’s
Alexa is similar to Apple’s Siri
and the Google Now voice assis-
tants. But when my phone is in
my hand, I find it easier to just
type. On the other hand, it feels
more natural, and even fun, to
speak to the Echo from around
the room. And it seems to under-
stand my voice more often than
Siri or Google does, although the
Echo still had problems occa-
sionally.

Although Echo has an “always
on” functionality, Amazon says
it’s not really listening until you
say “Alexa” — an assertion you
basically have to take on faith. A
blue ring appears at the top of

You can take back your down time

See AMAZON, Page 50
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Laura Martz has passion for antiques
She owns and operates the Relics

By GWEN SWIGER
Associate Editor

Laura Martz has always
enjoyed shopping for antiques. 

Martz  is the owner and oper-
ator of the Relics at 2270
Candies Lane N.W. 

“My mother and I would go to
flea markets and antique shops

Banner photo, GWEN SWIGER

LAURA MARTZ, above, holds an antique picture book she has at
the shop. She has a diverse collection of items ranging from the 1760
to the 1960s.

when I was younger,” Martz said.
“It was so much fun to go to

an antique shop and just look
around at things you collect,”
she said.

“I found my mom a teapot and
I sat it back for Christmas,” she
remembered. “That was our way
of spending time together.”

“There was a certain kind of
china my mom collected. It was
called Hall china. When she
passed away in 2009, she proba-
bly had 200 Hall china teapots,”
Martz said. 

“The fun for me and my sister
was  what would make her
happy. We would buy her a
teapot for Christmas or a birth-
day ... that was a fun way to con-
nect with people you care about.
I see it in here all the time.
People still like to go antiquing.

“It is all about the memories,”
she said. “People come in here
and see things that remind them
of someone or something from
their past. I had that as a child
or my aunt had that ... An
antique store is about memo-
ries.” 

She noted she has “been buy-
ing antiques about 30 years, and
selling for about 15 years.”

“After years of buying some-
time you have to start selling,”
she noted with a laugh.

She moved to Cleveland when
her husband was transferred
here. She had done many differ-
ent kinds of jobs, but had
dropped out of the job market to
raise her youngsters.

“When you have kids and are
out of the workforce for a while,
it is hard to go back,” she said. “I
started out with a half of booth,
then a booth. ... It was easier to
be available for the kids.”

She noted, “I had never been
in retail sales. It is a lot differ-
ent.”

After selling antiques in  a
booth for years, she decided she
wanted her own establishment. 

“It is much harder than people
think. You have to be able to
acquire the right inventory for
your clientele and have the
financial resources to do it,” she
said. 

She noted when starting a
business, you have to be willing
to give your business a year to
be established. 

She said you cannot just jump
in and say “I am going to start a
business. ... There is a lot to it.
You have to have a business
plan.”

At the Relics, Martz has
organized her shop “in time
periods. I have one booth that
is Victorian. Another is mid-
50s. Another one is in the
1930s and another one  is
primitive. I have one that is
more male-oriented — it has
milliary and more masculine
things. I have one that is more
Southwestern.

“It makes the store look more
organized and shows people how
they could use items in their
homes,” she said.

“I am very diverse ... I look
specifically for items that are 50
years or older,” she said. 

As she stopped to assist a cou-
ple with a youngster, she noted,
“Young kids can see things in
here they will not see anywhere
else.”

While she goes on buying trips
to acquire new antiques for her
store, she said most things are

from local estate sales, or people
who want to downsize. 

“Sometimes people bring
things in and they will spread it
all out. I will buy it,” she said.

“I look for unusual things or
something I’ve never seen before.
I really do learn something new
every day,” Martz affirmed.

She said most of the older
things she acquires are better
made than the new stuff. 

“It was just made to last,”
said. 

She said people have a mis-
conception about antiques. They
think they are too expensive to
buy.

She noted recently a man
came in to buy a unique pirate
bowl. He got it for $20.  He could
not have gotten something so
unique at a retail discount store.

“You can get a 120-year-old
oak chest for less than going to
Ashley Furniture and getting a
chest,” she said. 

She recently sold an 1885
poetry book by Longfellow. “It
was a beautiful book,” she said.

“It was less than going to a
bookstore and getting a new
copy of the book. You might have
been able to get the same book
for that price, but it was printed
last week, not in 1885,” Martz
said.

As she picked up a 1889 chil-
dren’s book, she noted  the illus-
trations were hand-done engrav-
ings. 

She said the oldest thing she
has ever had in the store was a
book printed in 1763. 

“To just hold a book in your
hand that is 250 years old,” she
said, was a wonderful experi-
ence.

She said the book was reli-
gious letters written by John
Wesley. “They were not worth as
much as you think something
that old would be worth. 

“They were a piece of history,”
Martz said.

“I have a lot of neat stuff in the
store,” Martz said.

Earlier this year, she picked
up three letters related to early
Cleveland history in an estate
sale. She has framed them with
the special glass needed to pre-
serve them.

“The letters were written to Dr.
Edwards in Cleveland in 1846.
... It is kind of hard to find some-
thing that old of local history. It
was a bill of medicine from a
William Kitchens of Augusta, Ga.
It also had an apology for why
the opium was so expensive.”

“It is a neat Cleveland thing
— I just love it,” Martz said.

She said most things in Relics
were made in America. They are
quality made.”

The items in her store range
from the 1760 to the 1960s. 

Martz said opening Relics was
“one of the hardest things I’ve
ever done; but I learned so much
more opening my own business
than I have every learned in my
life.”

She does research on the
items that come into her shop. 

“I learn something new every
day. I love finding out things,”
Martz said.

Relics is open Monday
through Saturday, 10 a.m. to 6
p.m., and most Sundays, 1 to 4
p.m. For information, call 423-
790-1951 or email relicsan-
tiques1 @aol.com.

Plan ahead for cheapest, 
most bearable holiday travel

DALLAS (AP) — If you haven’t
booked your holiday trip yet,
there is no time to waste. Prices
are already rising for the days
around Thanksgiving as seats
become more scarce and will
start rising dramatically for the
December holidays, if history is
any guide.

Here’s what to expect if you’re
traveling between Thanksgiving
and New Year’s Day:

—Fares: Holiday travelers may
find a little something extra in
their stocking — airfares should
be a bit lower than last year.

After several years of increases
above inflation, fares have dipped
this year. In August, the last
month for which numbers are
available, the average domestic
fare per mile was down 6.8 per-
cent from a year earlier, accord-
ing to Airlines for America, the
industry trade group. Experts
say that trend is continuing into
the fall.

Counting tickets already pur-
chased for peak travel days
around Christmas, prices are 3
percent lower than last year,
according to online travel compa-
ny Hipmunk.

George Hobica, the founder of
travel website
Airfarewatchdog.com, said the

savings appear to be even bigger
on routes flown by the discount
carriers such as Spirit Airlines
and Frontier Airlines. He said the
major carriers are more aggres-
sively matching the discounters’
fares, which is great for con-
sumers.

Christmas and New Year’s Day
will fall on Fridays, meaning that
many passengers will try to fly
home that Saturday or Sunday.
The result is that fares could be
higher on those days but cheaper
than last year on other days, said
Jeff Klee, the CEO of
CheapAir.com.

Connecting flights are often
cheaper than nonstops, but espe-
cially around the holidays you
might decide that the added risk
of missing your connection isn’t
worth saving a few bucks.

—Fees: While fares are falling,
the airlines are making more
money by charging fees for all
sorts of things. The big ones are
checked-bag and ticket-change
fees.

If you want to avoid fees, you
can fly on Southwest, which
doesn’t charge for the first two
bags or changing a ticket. Cut
down on baggage by shipping

See TRAVEL, Page 46



gifts ahead of time or buying gift
cards.

If you’re flying on the fee-laden
discount airlines such as Spirit,
Frontier and Allegiant, plan
ahead: Print out your boarding
pass before you get to the airport,
make sure your carry-on will fit
under the seat, and pay bag fees
ahead of time — they cost more at
the airport.

—Crowds: Don’t count on an
empty middle seat to let you
stretch out.

The leading U.S. airlines have
been filling more than 80 percent
of their seats. That includes early-
morning and late-night flights,
meaning that many during the
more convenient hours are full.

On top of that, airlines are
reserving more seats for elite cus-
tomers and those willing to pay
extra for a choice seat — like a bit
more legroom. That can make
travel more difficult for families.

Airlines say gate agents try to
help families sit together, espe-
cially those with small children,
but don’t count on a stranger to
swap seats — he might have paid
a $50 fee on top of his ticket price
to get that aisle seat.

Of course, those crowds start at
the airport, so give yourself extra
time to check bags and get
through the security checkpoint.

—Passing the time: Despite the
image of cattle cars in the sky,
airlines do provide some ameni-
ties for little or no cost that can
make holiday travel more bear-
able.

Websites such as Routehappy
let you look up whether a flight
has WiFi, power outlets and, in
economy, fresh food for sale.

“Don’t just think about price,”
said Jason Rabinowitz, data
research manager for
Routehappy. “For $5 more, a
flight on another airline or even a
flight 20 minutes later on the
same airline can get you free
entertainment or free WiFi.” If
your flight charges for WiFi, buy-
ing before you fly is almost always
cheaper than buying on the plane

— it might be $16 instead of $45,
Rabinowitz said.

—Other tools: Airline mobile
apps keep you updated on sched-
ule changes for your flight. Some
have maps to help navigate busy
airports and even find a decent
meal, as do other apps such as
GateGuru.

Winter weather can cause flight
delays. The Federal Aviation
Administration website has a
nationwide map showing where
delays are occurring:
http://www.fly.faa.gov.

By GWEN SWIGER
Associate Editor

When Kim Casteel came to
Cleveland, she wanted to be a
counselor; however, an opportu-
nity led her into a different career
path — one she “loves.”

Today, Casteel is president of
USA Mortgage, a local mortgage
brokerage firm.

Originally from Michigan,
Casteel came to Cleveland to
attend Lee. Following in her
brother’s footsteps, she studied
psychology.

“I wanted to be a counselor.
After I graduated, I realized to
really be successful you needed a
master’s or higher degree,” she
said.

“I was not in a position to pur-
sue it (a higher degree) at that
time,” she said. 

She had been working at some
kind of job since she was 13, so
she had decided to take the sum-
mer off before launching a job
search.

“I was married at the time. We
decided to buy a home. We found
a little house and started the loan
process,” she noted. 

“The Realtor told me the loan
officer who I had been working
with had moved to Atlanta. He
suggested I apply for the posi-
tion,” Casteel said.

“I applied and got the position,”
she remembered. “What is really
neat about the whole thing is I
came here to study psychology,
purchased a home and ended up
in a field that I love and is my
niche.

“It is such a wonderful thing
when the Lord works things out
— that was 29 years ago,” she
said.

She worked for a company for
three years.

“I absolutely loved what I did
and got to thinking. I wonder if I
can do this myself,” she said. “I
did a little bit of digging and a lit-
tle bit of research and found out

how to go about opening a mort-
gage company.”

She opened USA Mortgage in
1986.

At the start, she had contacts
and a “lender who kind of held
my hand and helped me through
the process,” she said.

“I’m a mortgage broker. That
was my first investor — first
lender. They were wonderful and
helped through the process and
showed me how to do it.

“It has been the most wonder-
ful thing to work in a  field you
love and you had never thought
about. ... It was exactly what you
needed to do. It makes you feel
really good to help people,” she
said.

One of the joys of her job is
helping people “achieve that
dream of owning a home —
whether it’s the first home or the
last home.”

She explained  USA Mortgage
operates based on Christian prin-
ciples. 

“Our philosophy is come in a
customer and leave as a friend.
We really care about our cus-
tomers,” Casteel emphasized.

In the 29 years since USA
Mortgage opened, programs have
been added. She said when you
“see a need, you fill it.”

She said she continues to
remember her first loan for a
house — how she felt, and what
happened. It has helped her as
she deals with customers today.

She said the loan officer had
explained to them about the pay-
ments and what they needed,
but she remembered calling back
and asking about the down pay-
ment.

“It was scary as a young per-
son buying a home,” she recalls.
“I remember that feeling when I
called her and asked her about
my payment. I did not feel some-
one was holding my  hand and
making me feel comfortable. I
always tell my loan officers and
remind myself of that young girl

buying a home.
Casteel noted she reminds her

self and her staff that the cus-
tomers “don’t live in our world.
This is probably the biggest
investment they will ever make.
We try to keep that in mind and
make it as easy as we can for
them (the customer).”

She said they try to make it
easier by ensuring there are no
surprises. The buyer knows how
much the payments are going to
be, and how much cash they are
going to need.

“I feel like we do a good job.
Very seldom is there any surpris-
es with something unexpected
happening at closing. What we
say is what is going to happen,”
she said. 

Casteel said the company has
added programs as the need
arose. In 2007, USA Mortgage

added reverse mortgages.
“There are a lot of seniors in

this area and North Georgia. We
help people get their reverse
mortgage.”

The changing economy, espe-
cially in 2007-2007, “knocked
mortgage values down drastical-
ly,” she noted.

The guidelines for making a
mortgage became stricter. “Folks
who had qualified before were no
longer qualifying,” Casteel
explained.

“If you realize it’s not the end.
If you explain to a customer that
this is what we have to do now.
Before we did not have to docu-
ment, but now we do,” she said.

“Guidelines became more real-
istic and more as they should
be,” Casteel said.

“You don’t want to get someone
into something they cannot

afford or cannot pay back. It is
not good for them. It is not good
for you and not good for the econ-
omy. Some of those changes were
good,” she said.

She noted USA Mortgage gets a
cross section of first-time home-
buyers. 

“We only do home loans, but
we do purchases as well as home
refinancing. We offer convention-
al, FHA, VA, Rural Housing and
reverse mortgages,” Casteel
noted.

Because USA Mortgage is a
broker, it has various lenders,
she said.

“It we have a special situation
— maybe the time they have been
on the job or job changes or
maybe a credit issue — then we
talk to our various lenders about
the scenario. We may have five
who say that does not fit our cri-

teria, then one who says it does.
“We fit that person into the

loan,” Casteel explained.
“We have some lenders who

will have a customer who does
not fit their guidelines, but they
don’t want to turn them away.
They will call us and say ‘I have a
customer here and this is why I
can’t give it to them. Can you
help them?’

“Many times we can help them.
Not because it can’t be done, but
because  we have other avenues
and other lending philosophies.
We love that. We can get creative.
You get to know this situation is
better with this lender. It makes
you feel good,” she said.

She explained USA Mortgage
has a “very knowledgeable staff.”

She said her father Edward
Wooden, who had been a pastor,
worked for her for 19 years before
he passed. She thinks she gets
her selling ability from him.

Her mom, Barbara Wooden,
has worked for her 28 years. She
serves as a vice president. Her
sister Debbie Gann has worked
at the firm for more than 20
years.

“I feel like the others who work
here are family. I have a wonder-
ful staff — Melody Craig, John
Gill and Michelle Moats,” Casteel
said.

“We have a working environ-
ment here. We work as a team ...
and the company is based on
Christian principles. We care
about others. We don’t just care
about the deal, but we care about
the life,” Casteel said.

She has a son, Jarrod, who is
studying law at the University of
Tennessee. He is married to
Amanda.

Her advice to individuals who
want to get into the loan business
as a career is to find an intern-
ship or serve as an assistant for a
month or two. 

“That would give them an ideal
if this is the field for them,” she
said. 
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Kim Casteel helps people ‘achieve dream’ of home ownership

BradleyCounty
Democratic Women's

October event meeting was
held recently. Among those

attending were, front from
left, Jamie Hargis, Gloria
Smiddy, Carolyn Harris,

Mildred Sparkman, Brook
Evans;  back, Pat Minor,

Pam Edgemon, Sue Taylor,
Angela Minor, Phyllis Brown

and Connie Green.

BrendaFreeman
Short, left, was the recipi-

ent of the "Women Who
Make a Difference Award™"

from the Bradley County
Democratic Women.

President Angela Minor,
right, made the presentation
at the BCDW October meet-

ing.
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(MS) — Balancing work and
family is a juggling act faced by
many working parents.
Responsibilities to work and
family often overlap, and that
can make solving the riddle of
balancing work and family that
much more difficult.

Single-income households
have decreased dramatically over
the last several decades, as esca-
lating costs of living have made it
difficult for many families to get
by on just one income. But work-
ing parents can employ several
strategies, both at the office and
at home, as they attempt to
make the job of juggling commit-
ments to work and family a little
less difficult.

Around the office

A major concern many parents
have as they attempt to balance
work and family is that they are
not spending enough time at
home with their children or not
paying enough attention to their
kids or even their spouses when
they are home. 

One way to find more time at
home is to inquire about the pos-
sibility of working remotely.
Advancements in technology
that have made it easier to
remotely communicate with
clients and coworkers has led to
an influx of work-from-home
employees. 

While working from home does
not mean workloads will dimin-
ish, it does save men and women
the time they would spend com-
muting to and from work, and
that translates to more time at
home with the family. 

If working remotely full-time is
not a possibility, men and
women can ask if it’s possible to
do so one or two days a week, as
such a schedule will still provide
more time at home.

Another avenue men and
women can explore as they
attempt to achieve a better bal-
ance between work and family
concerns how efficiently they do
their jobs. 

Chatting with coworkers about
issues that do not pertain to
work can be a great way to
reduce work-related stress, but
professionals who feel as if they
never have enough time to get
their jobs done in a typical work
day should determine if they are
working as efficiently as possi-
ble. 

Avoid too much water cooler
chitchat and resist the tempta-
tion to check personal emails or
text messages while at work.
Such distractions can eat up a
considerable amount of time
over the course of a workday,
making it harder for men and
women to get their jobs done in a
typical workday and forcing
them to stay late or bring work
home.

Men and women working to
achieve a greater balance
between work and family also
can examine how willing they are
to take on additional work. 

While coworkers love a team
player willing to pitch in, rou-
tinely accepting extra work can

drastically cut into the time men
and women have to do their own
jobs as well as the time they have
to spend with their families. 

Helping coworkers out in a
pinch is fine, but men and
women should resist any urges
to take on more than they can
reasonably handle.

At home

Men and women also can take
steps at home to create a better
balance between work and fami-
ly. 

Working parents who want the
time they have with their chil-
dren each night to be more sub-
stantive can turn off their
devices upon arriving home from
work. 

Devices such as smartphones
and tablets keep working profes-
sionals attached to their offices,
and many men and women are
tempted to check work emails or
answer phone calls and voice-
mails even when they have left
the office for the day. 

Parents should resist that
temptation so their families
know their focus is on them and
not back at the office.

Another way to create a
greater balance between work
and family life is to make more
efficient use of time at home. For
example, rather than spending
an hour each night making din-
ner, working parents can use a
slow cooker so family meals are
ready the moment everyone
arrives home at night. That frees
up time the family can spend
together and gives working par-
ents one less thing to do when

they arrive home.
Working parents looking get

more quality time with their fam-
ilies also can cut back on the
time families spend watching tel-
evision each night. Limit televi-
sion time to an hour or two each
night, using the extra time to
connect with one another.

Many working parents strive
to create a greater balance
between work and family. 

While doing so is not always
easy, men and women can
employ strategies at work and at
home to make the challenge a lit-
tle less complicated.   

By CHRISTY ARMSTRONG
Banner Staff Writer 

Kendra Bailey-Collins, owner
of Ever After Bridal & Formal
Wear, started her business
almost 10 years ago after falling
in love with helping those in
love get ready for special events. 

Originally from Vacaville,
Calif., she moved to Cleveland
in 2004 to attend Lee
University. 

Her plan was to earn a degree
and pursue a career in clinical
psychology. However, her plans
changed when she realized she
had an opportunity to start her
own business. 

Before moving to Tennessee,
she had managed a bridal store
in California for several years.
Looking for work opportunities
in Cleveland, she discovered her
new town did not have a store
like it. 

“There was nothing here,”
Bailey-Collins said. “I really
wanted to open one.” 

In January of 2006, she did.
Ever After’s first location was in
the Old Woolen Mill. Five years
later, she moved the business to
its current spot downtown
between Inman Street and First
Street Square. 

The shop sells wedding dress-
es, bridemaids’ dresses, dresses
for the mothers of the bride and
groom, other formal wear like
prom dresses,  men’s tuxedos
and more.

With plenty of pretty acces-
sories to match, Bailey-Collins
prides herself on having a busi-
ness that can serve as a “one-
stop shop” for those preparing
for special events. 

In recent years, the business
has also begun offering event
planning services so brides can
not only get their dresses, but
get help planning the ceremony
and reception, too.         

“I never thought I’d be in the
bridal business again,” she
said. “But here I am 10 years
later.” 

Her desire to work in the
bridal business began years ago
in California. A friend who
owned a bridal shop was look-
ing for help, and she got the job.
That, she said, is when she
realized she loved helping
brides choose what to wear for
their weddings. 

Over the years, she worked
her way up through the prover-
bial ranks until she was a man-
ager learning the valuable skills
that would later help her start
her very own “ever after.” 

While she had wanted to
move to Cleveland to get a new
start, things did end up taking
a different turn than she
expected. 

But after shifting her focus
from psychology to sales, she
found both fields had some-
thing in common: trust. 

Bailey-Collins pointed out
that while clients must trust
psychologists with their
thoughts on everyday life, those
visiting bridal stores are trust-
ing store associates with
thoughts of what they hope one
of their biggest life events will
be like. 

“I like to tell them [the associ-
ates] there’s a big difference
between working here and
working at a regular clothing
boutique,” she said. “You are
building relationships in this
business. ... They’re trusting
you with their big day.” 

She added picking out a wed-
ding dress can be a very emo-
tional experience for the bride
and any friends or loved ones

shopping with her. 
Bailey-Collins said seeing the

emotion over the years has
taught her the importance of
making sure the bride feels
pretty and confident, no matter
her shape or situation. 

“Everybody deserves to be a
princess and have the most
magical day,” she said, refer-
encing the store name’s fairy-
tale origin. “I feel like when you
treat others with respect, you in
turn receive respect.” 

When a bride finds the right
dress, those working at the
store make a point of celebrat-
ing with the bride-to-be. 

While she is glad to have
made a sale, Bailey-Collins rec-
ognizes the purchase means
more to the bride and her
friends and family than most
any other purchase the bride
might make in preparation for
her wedding. 

“It’s a moment we never want
them to forget,” she said. “I love
the experience. ... That makes
me so happy.” 

Bailey-Collins said she has
felt privileged to also help many
brides plan their weddings. 

Though it is nice to see every-
one from caterers to photogra-
phers come together to make
the day go as planned, she said
it has been wonderful to see
brides and their families
through the process from start
to finish. 

“I love what I do,” she added.
“It’s never the same every day;
every bride is different.” 

Bailey-Collins recalled some
especially treasured moments
when brides and their fathers
have allowed her to say a prayer
with them to ask for blessings
from God and help calm any
nerves they may have before
walking down the aisle. 

One of those weddings actu-
ally resulted in her eventually
getting to experience one of her
own. She met her husband,
Sterling Collins, at a wedding

she and her business had
helped plan. The two now assist
with people’s weddings togeth-
er. 

Their family also includes
three sons, and they are heavily
involved with the youth group
at Mount Olive Ministries. 

She is also involved in a vari-
ety of community organizations
like the Bradley Sunrise Rotary
Club, the Salvation Army and
Main Street Cleveland, and she
sits on the board of a local
chapter of Steve’s Club, a non-
profit that provides fitness
opportunities and mentoring to
at-risk youth. 

Since Ever After has been
open, she has also planned
fundraising fashion show
events to raise money for local
causes. The “Glitz, Glam, Give”
fashion show held in January
raised money for the Boys and
Girls Clubs of Cleveland.

Having watched her business
continue to grow, she said she
has been “blessed” to get to do
something she loves for a living. 

Her advice to anyone else
planning a business is to make
sure it involves something he or
she really enjoys. 

“It absolutely has to be a pas-
sion,” Bailey-Collins said. “Find
your passion and something
you’re good at, and you’ll be
successful.” 
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KENDRA BAILEY-COLLINS, owner of Ever After Bridal & Formal Wear, stands behind the shop’s
desk surrounded by glittery accessories that can be used to add an extra touch to an already lovely
dress. 

Kendra Bailey-Collins

Loves helping brides choose 
apparrel for their wedding day

Banner photo, CHRISTY ARMSTRONG

SHOWING OFF one of the elegant wedding dresses on display,
Kendra Bailey-Collins, owner of Ever After Bridal & Formal Wear,
stands ready to help a bride-to-be choose the best one for her spe-
cial day. 

Tips for juggling work and family  

Playwright Suzan-Lori
Parks is the winner 
of the Gish Prize

NEW YORK (AP) — Playwright,
novelist and songwriter Suzan-
Lori Parks has won the presti-
gious Dorothy and Lillian Gish
Prize and its $300,000 prize, one
of the largest cash awards in the
arts.

Parks, the first African-
American woman to receive the
Pulitzer Prize in Drama, wrote the
play “Topdog/Underdog,” adapt-
ed “The Gershwins’ Porgy and
Bess,” and penned the screenplay
for Spike Lee’s “Girl 6.”

The prize recognizes people
who have “made an outstanding
contribution to the beauty of the
world and to mankind’s enjoy-
ment and understanding of life.”
Parks will receive the prize at a
private event in New York City on
Nov. 30.

The annual prize was estab-
lished in 1994 by actress Lillian
Gish’s will. Past recipients
include Frank Gehry, Arthur
Miller, Bob Dylan, Robert
Redford, Maya Lin, Chinua
Achebe and Bill T. Jones.



The Associated Press

Closing on a home can be excit-
ing but also stressful for buyers,
particularly those who are relying
on financing. New rules aim to
make sure buyers at least have a
better understanding of the finan-
cial obligations they are signing
up for when they take on a home
loan.

New “Know Before You Owe”
rules, which took effect Oct. 3,
require lenders to provide borrow-
ers with clearly laid out details on
their loan and what it will cost
them in an initial estimate and,
closer to closing, a final summary.
Borrowers also will have a mini-
mum of three business days to
review their final loan terms and
fees before the transaction closes.

“It’s going to be easier to com-
pare loan offers, and when you
close it’s going to be easier to
check to see if you’re getting the
loan that you were promised,”
said Holden Lewis, a mortgage
analyst at Bankrate.com.

The new rules, put in place by
the Consumer Financial
Protection Bureau, also open the
door to potential delays should
factors such as a borrower’s cred-
it score change near the closing
date, forcing lenders to restart the
loan disclosure process.

These tips will help you steer
clear of problems:

UNDERSTAND THE

CHANGES

Instead of the “Truth In
Lending” document and the
“Good Faith Disclosure” previous-
ly required, borrowers will now
receive a “Loan Estimate” and
“Closing Disclosure.”

Lenders must give the Loan
Estimate to consumers within
three business days after they
apply. The form lays out the
details such as interest rate, loan
term and other features.

The Closing Disclosure, which
lenders must provide to borrow-
ers at least three days before the
transaction closes, includes clos-
ing costs, monthly payment and
other details.

Lenders also must give borrow-
ers at least seven business days
to review their loan documents
between the time they receive
their loan estimate and the clos-
ing. And no changes can be made
to the loan within the three-day
period before the loan closes.

“The reason for that is to make
sure the consumer isn’t hit with
surprise last-minute changes
they didn’t expect and suddenly
be caught at the closing table with
information they weren’t prepared
for,” said David Stevens, presi-
dent and CEO of the Mortgage
Bankers Association.

AVOID CAUSING DELAYS

Making changes to loan terms
after the closing countdown has
begun could require lenders to
draw up new disclosure docu-
ments and reset the loan review
periods before closing.

That could cause delays of from
10 days to two weeks, depending
on how quickly the lender can
process the new loan estimate,
estimates Stevens.

What kind of loan changes

would require new disclosures?
Switching from a fixed-rate to an
adjustable-rate mortgage or an
interest-only loan, for one. Or, a
significant rise in interest rates —
more than one-eighth of a percent
for a fixed-rate loan or one-quar-
ter of a percent for adjustable-rate
loans.

Reduce the likelihood of delays
further by avoiding these actions:
applying for credit, closing out a
credit card or going on a credit-
spending spree before sealing the
deal on a home. Those moves
could change the homebuyer’s
credit score from what it was at
the time of the initial mortgage
application, potentially knocking
them into a higher interest rate.

ASK FOR A LONGER RATE
LOCK

Lenders will typically freeze
your interest rate for 30 or 60
days, if not longer. Borrowers
should consider asking their
lender to lock in their rate a week
or two beyond their expected clos-
ing date. That can provide a time
cushion in the event there’s a
delay.

RETHINK THE ‘FINAL WALK-

THROUGH’

Given that the new disclosure
rules prohibit changes to the loan

terms three days before closing,
homebuyers should consider
doing their final walkthrough of
the property several days before
they receive their closing disclo-
sure.

Walkthroughs typically took
place on the day before or the
actual day of closing. But sched-
uling the walkthrough earlier will
give borrowers time to address
potential repairs or problems that
haven’t been completed by the
seller.

 48—Cleveland Daily Banner—Sunday, October 18, 2015 www.clevelandbanner.com

 Jack’s Kleen-Rite
 Laundry & Dry Cleaners Inc.

 Family Owned & Operated Since 1953

 Time to switch out that summer wardrobe and 
 get ready for the winter season. Coats, 

 sweaters, jackets and more.
 Two Locations For Your Convenience

 140 East Inman St. - 476-4502
 3525 N. Keith St. - 479-8358

 Same Day Service Available
 Monday - Friday

 Professional Knowledge 
 and Service You Can Count On...

 P ROUD  S UPPORTER  O F  A LL  P ROFESSIONAL  W OMEN

 “Your Hearing Is Our Priority”

 Proudly Serving The 
 Cleveland Area With 
 Their Hearing Needs

 2401 North Ocoee Street, Suite 201 • Cleveland, TN 37311
 (Directly behind Medical Center Pharmacy)

 423-641-0956
 CALL FOR YOUR APPOINTMENT TODAY!

 Tiffany Ahlberg, Au.D., CCC-A

 We Are Proud To Support

 orders@neelyprinting.net
 187 Neely Circle, Cleveland

Banner photo, GWEN SWIGER

TRICIA PENNINGTON stands on the stairway in one of the new townhouses she built on Bellingham
Drive. 

Tricia Pennington has found 
her niche in building industry 

By GWEN SWIGER
Associate Editor

Tricia Pennington is a licensed
general contractor and owner of
Southern Style Home Builders.

The company does new home
and investment property con-
struction.

Originally from Mississippi,
she had her first experience in
the building industry when she
was a youngster.

Her father and her brothers
were in the construction indus-
try. Her grandfather was a car-
penter. The family was in the
road building business,
Pennington said.

“It was very much a family
business. My mom ran the
office,” she said.

For her first construction job,
Pennington would work in the
office at the house. 

Even though she was 8, her
father had “strict rules. ... You
got up, had breakfast and
dressed for work,”  she noted.

“I would call and place orders
for concrete. They took 50 yard
orders and they took me serious-
ly. I did that until I could get a
job outside,” she said.

“I think that probably pre-
pared me the most to be a con-
tractor,” she said. “A contractor
is really a project manager.”

After attending college, she
served in various positions in the
corporate world, including a
nonprofit in Washington, D.C.

“I decided to move down here
— I wanted to get back South —
to raise my kids. That was very
important to me. The 12 years I
had been in D.C., there had been
a lot of exciting things and pro-
fessional opportunities,” she
said.

She said with nonprofits, there
was no time to have a family. 

“Growing up in the South,
there was a sense of communi-
ty,” she said. It was what she
wanted her two youngsters to
experience.

After moving here,  “I stayed
home and raised the kids,” she
said. 

“I needed a little project, so I
got started in rental properties,”
she said. 

“One day, I decided instead of
buying other people’s older prop-
erties, I would build my own
investment property,”
Pennington said.

“The corporate and the non-
profit were always managing
projects and people,” she said.
“In construction, you have to
work with the budget, know how
to plan, know how to relate to
people — it felt natural.

“I had the same mineset as
when I was working in the corpo-
rate world, which was find peo-
ple who enjoy what they do and
let them do the job,” Pennington
said.

She was building investment
properties, but not to sell. 

“Then I got divorced and my
life changed,” she said.

She thinks “this is a great job
for a single mom. The timing of
the day — I could take my kids to
school and pick them up from
school.”

Where she had been building
apartments, she changed the
“basic concept” and what she
had been doing to building town-
houses.

“I went very slowly because
things had changed. The econo-
my was slow,” she said.

“I found the people who could
buy were typically young profes-
sional adults, young professional
couples and professional single
women,” she said.

Because of the economy, many
in the starter home range  were
ready to buy a house, but there
were no houses available.
Townhouses were a good alterna-
tive.

“It was a blessing,” she said. 
She got her contractor’s license

in 2007. She started building
townhouses in 2008 and 2009.

“I was the first builder in the
Stone Briar subdivision,” she
said.

She explained there is a differ-
ence in the way you build a
townhouse and an apartment.
The individual actually owns the
property in a townhouse — a
home in which to build equity.

Pennington said, “There is a
mixture of young professionals
and those who are downsizing in
the townhouses. People want the

ease of less house — 1,400 to
1,650 square feet.”

Although individuals buying
early can have the option of pick-
ing colors in the townhouse, she
does not custom build. 

“It keeps the construction cost
effective,” she said. 

“My very first townhouse
buyer was a young lady. She had
been saving money and had a lit-
tle bit of an inheritance,”
Pennington said.

The young homebuyer had set
a goal to have a home by a cer-
tain age. She had set a goal to
get a bigger house in 10 years.

Pennington said she saw the
buyer recently and she had met
her first goal. She had been pay-
ing extra every month to com-
plete the mortgage early.

Pennington noted for herself
and her business, she has put
together some strong financial
rules, “because you never know
when it is just going to stop.

“I realized as a contractor, I
have to be financially conserva-
tive. It is too easy in this busi-
ness to go under,” she said. 

She  knows what her
strengths are and “tries to find
people who have the strengths
she wants.”

She uses many of the same
subcontractors in her projects.
“If the quality is there, I know
what to expect from them and
they know what to expect from
me,” she said. 

Would she recommend con-
struction as a career?

“I enjoy what I do. I like the
fact you turn a piece of land into
someone’s home. I enjoy that sat-
isfaction. It is not a get rich quick
job. The majority of  the money
has to go back  into the next
building,” she said.

“You have to get financially
right. It is not a business you live
off in debt. 

“You have to have a conserva-
tive financial plan,” she said. 

She recommends “talking to a
lot of people in the industry. You
can’t get offended if people don’t
like you. The construction indus-
try is a small world.” 

Her own goal is to “make
enough to live, give and take my
kids on vacation.”

How new mortgage disclosure 
rules may affect the buyers

20th-century masterpieces on tap at art auctions
NEW YORK (AP) — Works by

some of the most coveted artists
of the 20th century are coming to
auction this fall in New York City,
including two major works by
Paul Gauguin.

Christie’s has a lineup of mas-
terpieces by Lucian Freud,
Amedeo Modigliani, Pablo
Picasso and Roy Lichtenstein.

The Gauguin pieces hail from

the artist’s Tahitian period.
“Young Man with a Flower”

depicts a Tahitian youth wearing
a white shirt, loose cravat and a
white blossom tucked behind his
ear. Christie’s estimates it could
sell for $12 million to $18 mil-
lion.

Gauguin’s “Therese” is poised
to set a new auction record for a
sculpture by the artist. The

sculpture is a carved wooden fig-
ure of a Tahitian female.

The estimate is $18 million to
$25 million. The current record
is $11.3 million.

Reuse the News
Recycle this newspaper
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Julie Hicks coordinates TIBRS
at Bradley County Sheriff’s Office

By ALLEN MINCEY
Banner Staff Writer

Julie Hicks is the TIBRS coordi-
nator for the Bradley County
Sheriff’s Office.

It’s a job she has to explain to
anyone outside law enforcement
as it is not that well known.

She is the TIBRS coordinator for
the sheriff’s office. TIBRS is the
acronym for Tennessee Incident
Base Reporting System.

“What I do is I get all the reports
from the county officers, and I
look at them to make sure all that
is needed is there, and also that all
the state needs is there for their
statistics,” she explained.

Hicks uploads the information
to the Tennessee Bureau of
Investigation, which then uploads
the information to the FBI.

“I send it in every month,” she
said. “I usually send in 400 to 600
incidents a month.

Hicks has worked in the TIBRS
office for about three years, but
that is not her first-time working
with law enforcement.

“I worked in corrections for 14
1/2 years. Left, came back and
was again in corrections for 2 1/2
years before coming (to TIBRS),”
Hicks said.

Hicks took time off to spend
with family. She has been married
to her husband Kent for 28 years,
and they have a 10 1/2-year-old
son, Will.

When she returned to the sher-
iff’s department, she went back to
corrections; but moved to being
the TIBRS coordinator when
Rhonda Gentry retired.

Hicks said she enjoys her posi-
tion because it is not only interest-
ing, but she “gets to work with all
of these guys,” pointing to the
deputies and other officers with
the Bradley County Sheriff’s
Office.

She began working at the sher-
iff’s department as she followed
the steps of her sister, Liz. Hicks’
sister was a clerk with the courts,
then moved into a secretarial posi-
tion with the sheriff’s department.

“She said it was an interesting
job, so I applied and got the job in
corrections,” she said. Hicks
began working with the sheriff’s
department when it was housed
on Johnson Boulevard.

Hicks and her family grew up in
Polk County, and she said she
attended both Copperhill
Elementary School and Copper
Basin High School. She has four
brothers and two sisters. She is
the middle child.

“I grew up in (the) church and
brought up the right way, and
hope I am doing so with my son
Will.

“We had struggles growing up,
but it made me a better person,”
Hicks continued.

While her husband and child
are her family, she considers those
working at the Bradley County
Sheriff’s Department as part of her
family, too.

“(Sheriff Eric Watson) really
encourages and includes family,”
Hicks said. “He is a really great
person and he is high on my list of
friends.

“He has really raised the bar on
professionalism, and holds the
department to a high standard
and also demands servicing
Bradley County citizens,” Hicks
added.

She also still thinks of former
Sheriff Dan Gilley, who hired her
in 1994, and of his wife, Judy,
who still works at Bradley County
Sheriff’s Office.

“I really love what I am doing
now, and working with such good
people as those at the sheriff’s
department,” Hicks said.

She and her family attend
Samples Memorial Baptist Chapel.
She is a member of the Cleveland
Emmaus community.
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Bees delay flight
bound for Germany

GRAPEVINE, Texas (AP) —
Some unusual travelers caused a
delay for one American Airlines
flight.

The travelers were hundreds of
bees, found by a cargo crew under
the right wing of a Boeing 767 that
landed at Dallas-Fort Worth
Airport Wednesday. The plane had
arrived from Las Vegas and was
headed to Frankfurt, Germany.

American spokeswoman Andrea
Huguely (HEWG’-lee) said
Thursday that a beekeeper and the
airline’s team did a “sweet job” tak-
ing care of the situation. No one
was stung.

Huguely says the beekeeper
safely removed the queen and the
swarm. Cargo from Las Vegas was
removed and workers started load-
ing bags for the Frankfurt flight.

But the queen’s scent apparent-
ly lingered. Bees quickly headed
for the same spot.

The beekeeper returned and
removed those bees, allowing the
flight to eventually take off.



the cylinder to let you know it’s
ready to take commands. You
can then ask the device to per-
form any number of tasks.

When you’re cooking, it’s a
snap to set a timer. Just say,
“Alexa, set timer for 10 minutes,”
and the timer starts. You can ask
it how many minutes are left, too.
It can also convert measure-
ments, such as ounces to cups.

Saying “Alexa, play WNYC”
gets me my local public radio sta-
tion online through TuneIn. The
Echo syncs with Prime Music,
too, so you can play any song in
that library. Request an artist,
like Beyonce, and it picks a
Beyonce song from Prime Music
at random.

Echo can also give you a quick
snapshot of the weather before
heading outside. It can answer
queries with information
retrieved from Wikipedia or add
items to shopping or to-do lists.

Amazon is adding new features
and functionality almost weekly,
so you can tailor the device to
your tastes, by enabling services
via the app, no matter how eso-
teric. For example, you can
enable a “Cat Facts” skillset that
provides cat trivia. Alexa can
even tell Donald Trump and
Hilary Clinton jokes taken from
Seth Meyers’ and Jimmy Fallon’s
late night shows.

Amazon recently extended its
Alexa software to additional
devices, including the Fire TV
streaming TV gadgets.

As a Brooklyn-er with a small
apartment, I didn’t find much
need for the “connected home”
side of the Echo, which can turn
certain “smart” light bulbs on
and off. It also works with some
garage door openers and other
connected-home devices.

For now, you can’t shop with
Echo, apart from reordering
some products you’ve ordered
before.

That’s where the Dash buttons
came in. You affix them around
the house to reorder items with
the press of the button.

Amazon offers buttons for 18
brands, from Bounty paper tow-
els to Tide detergent. When you
get a button for that particular

brand, you choose what specific
product and quantity will come
when you press the button. The
buttons are basically free — you
pay $4.99, but get a $4.99 credit
toward your first order.

Like Echo, Dash is easy to set
up using an app. You can’t beat
the simplicity of pushing a but-
ton when you need a product —
in my case, Ziploc bags and
Clorox disinfectant wipes.

The orders came as promised
within the delivery window of
three to five days. You can set it
so a second order won’t get
processed until the first one
arrives. That way, you won’t
inadvertently get double the toilet
paper when you press the button

twice. You get free shipping with
Prime, which is a requirement for
Dash.

I can see these buttons being
useful for busy families: diapers
on demand might be a godsend
for a new mom.

But personally, I don’t buy
household items often enough to
need the Dash. Amazon just
announced that it is letting prod-
uct makers build in Dash tech-
nology, so a coffee maker can
automatically reorder more cof-
fee. That might make more sense
in my apartment. Dash shows
promise, but it’s not yet where it
needs to be.

The Echo, on the other hand,
seems ready for Prime time.
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 Supporting small business through:

  Free business consulting & workshops
   Business plan development
   Loan package assistance
   Marketing/branding/social media

 Since 2010 we have helped over  1,600  clients
 invest over  $45 million  into the local economy.

 Let us help you become the next success story!

 Our services are  free and confidential.

 Call 423.478.6247 today for an appointment!

 Hamilton & Associates

EQUAL HOUSING
OPPORTUNITY

 2650 PEERLESS RD.
 CLEVELAND, TN 37311
 476-5532

 Each office is individually 
 owned and operated.

 Selling Cleveland and 
 Surrounding Areas 
 for Over 32 Years

 “CELEBRATING THE WOMEN OF
 COLDWELL BANKER

 HAMILTON & ASSOCIATES”

Amazon
From Page 44

TERESA BOOTH shared this photo she took of Fontana Lake on Oct. 9. She said the “lake was like
a mirror.”


	WIB 37 Page_Page  37
	WIB 38 Sun 10-18_CB Page
	WIB 39 Sun 10-18_CB Page
	WIB 40 Sun 10-18_CB Page
	WIB 41 Sun 10-18_CB Page
	WIB 42 Sun 10-18_CB Page
	WIB 43 Sun 10-18_CB Page
	WIB 44 Sun 10-18_CB Page
	WIB 45 Sun 10-18_CB Page
	WIB 46 Sun 10-18_CB Page
	WIB 47 Sun 10-18_CB Page
	WIB 48 Sun 10-18_CB Page
	WIB 49 Sun 10-18_CB Page
	WIB 50 Sun 10-18_CB Page

