
GENERAL ELECTION VOTER GUIDE

— Through a 

partnership with a

Huntsville-based

credit card processor,

ARA now can offer

low credit-card processing rates. 

— Find out how

to talk to your

employees about the

upcoming election

and stay within the

law. ARA member Publix invited

candidates to talk to their managers

at their stores.

— Join ARA and

ARC on Thursday,

Nov. 13th, for our

Annual Meeting

in Montgomery,

which is open to all ARA members.

Our guest speaker will be Troy

University Chancellor Jack Hawkins.

— ARA and the UAB

School of Business

recognized 15

retailers and six

insurance agencies on Retail Day as

Retailers of the Year, Centennial

Retailers or Centennial Insurance

Agencies.

— Join ARA for

Alabama Day at the

January 2009 Atlanta

International Gift

& Home Furnishing

Market® and save. Special offers and

exclusive benefits mean this is the

year to “Make it to Market.”
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Right for Retailers
The Alabama Retail Association recommends these

judicial and congressional candidates as the best choices for Alabama

retailers in the November 4th, 2008, General Election:

GENERAL ELECTION BALLOT

ALABAMA

NOVEMBER 4, 2008

FOR ASSOCIATE JUSTICE 

OF THE SUPREME COURT

(Vote for ...)

GREG SHAW

Republican

‘

FOR COURT

OF CIVIL APPEALS JUDGE

(Vote for ...)

BILL THOMPSON

Republican

‘

‘

THESE OFFICES WILL APPEAR ON ALL BALLOTS

FOR COURT OF CRIMINAL

APPEALS JUDGE, PLACE NO. 1

(Vote for ...)

BETH KELLUM 

Republican

‘

FOR COURT OF CRIMINAL

APPEALS JUDGE, PLACE NO. 2

(Vote for ...)

MARY WINDOM

Republican

FOR UNITED STATES SENATOR

(Vote for ...)

JEFF SESSIONS 

Republican

‘

THE OFFICES BELOW WILL
NOT APPEAR ON ALL BALLOTS

FOR UNITED STATES REPRESENTATIVE,

2ND CONGRESSIONAL DISTRICT 

(Vote for ...)

JAY LOVE

Republican

‘

FOR UNITED STATES REPRESENTATIVE,

3RD CONGRESSIONAL DISTRICT 

(Vote for ...)

MIKE ROGERS

Republican

FOR UNITED STATES REPRESENTATIVE,

4TH CONGRESSIONAL DISTRICT 

(Vote for ...)

ROBERT ADERHOLT

Republican

‘

‘

Incumbents in Congressional Districts 1, 4, 6 and 7 are

unopposed. ARA makes no recommendations in the 5th District.
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FOURTH QUARTER

H
istory will be made
Tuesday, Nov. 4.  The
question is whether you and

your employees will be a part of it.

GET INVOLVED
If you’ve never participated

before in an election, now is the
time. And if you’ve
never missed
voting in an
election
before,
now is not
the time
to start.

More
Alabamians
will cast 
ballots Nov. 4 than ever before.
Election officials throughout the
state predict a record turnout for
the General Election, surpassing
the almost 1.9 million Alabamians
who went to the polls in November
2004. In the February presidential
primary, 1.1 million Alabamians
voted. The turnout Nov. 4 could
approach 70 percent of the state’s
almost 3 million registered voters.

MANY WILL VOTE FOR 1ST TIME
At press time, as many as 300

Alabamians were registering
to vote daily. Hopefully, you or
your employees were among those
adding to the state’s voter rolls.

Retailers and other voters who
are concerned about Alabama’s
business climate must turn out.

While the top of the ballot is the
big draw this year, don’t let the
down ballot offices slip past you.

COURT BALANCE ON BALLOT
Please pay particular attention

to the eight races highlighted
on the front of this issue
of Alabama Retail Quarterly,
especially the judicial races. ARA
emphasized those judicial candi-

dates in the Third Quarter edition
of this newsletter and have provid-
ed you with slate cards and
e-mailed you other information
about the vital importance of those
races to the legal climate in our
state. Don’t be fooled by the media
blitz in the final days of the cam-
paigns that may paint the oppo-
nents in those races as the conser-
vative choices. The REAL conser-
vative judicial candidates who will
stick to the rule of law and won’t
legislate from the bench are listed
on the front of this newsletter.
ONE VOTE could upset the bal-
ance of our state’s highest court.
Cast your ballot to maintain the
current balance.

GET OUT THE VOTE
Besides voting, the most valuable

contribution you can make to this
election is to talk to your employ-
ees, customers and friends about
the ARA-supported candidates. Just
tell them why these candidates are
best for your business. Learn more
about talking with your employees
about the election on the next page.

Then on Election Day, give your
employees time off to vote. Under
legislation approved during the
2006 regular session, you have to
give your employees up to an hour
off of your choosing to vote. Polls
open at 7 a.m. and close at 7 p.m.

Make sure you and your employ-
ees also are prepared Election Day
to show identification (nearly any-
thing that displays a printed name
and is from a government or related
entity, such as a driver license,
Social Security card, hunting
license or utility bill). NOW GO

VOTE!

Rick Brown:
rbrown@alabamaretail.org



OBJECTIVE

To turn out as many voters as possible,

retailers and other employers need to talk

to their employees about elections and the

importance of exercising the right to vote.

Educated voters are more likely to take

the time to go to the polls.

SAY THE ‘E’ WORD IN YOUR STORE

An employer can share information

about elections, even a particular candi-

date. An employer can solicit employees’

support for identified candidates so long

as employers do not discriminate in any

way against employees’ because of how

they vote or what candidate they support.

In fact, ARA member Publix invited

former ARA member Jay Love, one

of the congressional candidates ARA

recommends as Right for Retailers,

to discuss the issues with its managers.

“When you get the opportunity to put a

small business owner in Congress, you

should take advantage of it,” Justin

Middleton, Publix’ government relations

manager said. (See photo)

DISTRIBUTE VOTER GUIDES

Corporations and individual employers

can distribute campaign literature and

brochures to employees, solicit votes

for identified candidates for statewide

office, or solicit contributions for identi-

fied candidates, so long as such solicita-

tions are not accompanied by job

discrimination, financial reprisal or

coercive threats. Federal and state law

prohibit any coercion of this sort

in connection with solicitation of employ-

ees’ support for identified candidates.

ARA has provided each member

contact with slate cards related to the

judicial candidates your association

supports and you can download a 2008

Voter Guide that lists the ARA-supported

judicial and congressional candidates

from the ARA Web site.

You can post the slate cards or Voter

Guide on message boards, distribute with

paychecks, deliver through internal mail

and hand-deliver at meetings.  Feel free

to share the guides with suppliers and

vendors as well. Of course, when speak-

ing with employees be careful to explain

that no adverse action will be taken

against any employee based on his/her

political views.

DO YOUR PART

If retailers do their job on Election Day,

we’ll strengthen Alabama’s retail market.

Please do your part to make the
VOICE of retailing heard
in Alabama!
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Get out the Vote!
Six statewide amendments will appear

on the Nov. 4th ballot. Five with strictly
local applications and one that actually
applies to the state as a whole.

*AMENDMENT ONE (1), also known as the

Rainy Day Amendment, would allow the state

to borrow more (about $435 million compared

to the $250 million it now can borrow) against

the Alabama Trust Fund, a savings account

(more than $3 billion now) funded through

royalties from offshore natural gas operations.

The borrowing limit now is set at 6.5 percent

of 2003 education revenues. Under the

amendment, the limit would be 6.5 percent

of education revenues collected any previous

year. The change would raise the amount

in the public education Rainy Day Account.

Under the amendment, the state has six,

instead of five, years to pay back money

borrowed from the account.

*AMENDMENT TWO (2) establishes a

Shelby County Judicial Commission to fill

circuit and district court judge vacancies in

the 18th Judicial Circuit by appointment,

rather than election.

*AMENDMENT THREE (3) would

collect 10.5-mils (a mil equals a 10th of a cent)

in property taxes from Limestone County

residents annexed into the city of Madison

to fund Madison city schools.  It mandates the

city’s residents inside Limestone County pay

the same tax the city’s residents in Madison

County pay for Madison schools. Currently, a

portion of Limestone County residents’ taxes

also help fund Limestone County Schools. 

*AMENDMENT FOUR (4) prohibits any

municipality not located, in whole or part,

within Blount County from annexing any

territory within Blount County without the

approval of the Blount County electorate.

*AMENDMENT FIVE (5) authorizes the

Alabama Legislature, by local or general act,

to set court costs and charges in Russell

County. It also ratifies any local law authoriz-

ing additional court costs enacted prior to the

adoption of this amendment.

*AMENDMENT SIX (6) allows Macon

County registered voters who receive services

from the Tuskegee Utilities Board to vote for

the two elected Utilities Board members. Now,

only qualified voters who live in Tuskegee’s

city limits are eligible to vote for the Utilities

Board. This amendment becomes effective

with the terms of the two elected members of

the Utilities Board that begin in 2012. This

amendment has no affect on the three Utilities

Board members appointed by the Tuskegee

City Council. 

ARA has taken no position on these statewide
amendments. These explanations are provided as
information only.

FYI: Statewide
amendments as well
as offices on ballot Explain to Your Employees How a Favorable Legal and

Legislative Climate Helps Provide a Stable Retail Climate

VISIT ELECTION INFORMATION
at alabamaretail.org

You’ll find Election Information

in the Political Affairs Section

* The information in this article
about communicating with employees
can be found as Employer's Guide:
How Retailers Can Make a Difference
* Print out the two-sided, one-page
2008 Voter Guide brochure to distribute
to your employees. To save you paper,
there is also a two-per-page, two-sided
version.
* Use the Sample Get Out the Vote
Letter to draft a letter for Election Day
to your employees.

To view any of these documents, you must be

logged into the Web site as a member user. If

you’ve never logged-in before, you’ll need your

member number to register. Your number is to the

right of your name in the address on this newsletter.

Jay Love, right, the 2nd
Congressional District candidate
ARA recommends, discusses
issues with Publix employees.
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Holiday

shoppers will

shop for sales

U.S. consumers plan to spend more
on their holiday shopping this year
than last year, but only slightly more.

Playing the biggest role in buying
decisions this year will be price. 

According to the 2008 Holiday
Consumer Intentions and Actions
Survey, 40 percent of shoppers say
that sales or promotions will be the
largest factor when determining
where to shop.

“No one is canceling
Christmas because
money is tight, but con-
sumers will be sticking
to their budgets and
looking for good
deals when decid-
ing where to
spend this holi-
day season,”
said Tracy Mullin, president and
chief executive officer of the
National Retail Federation.

NRF expects holiday sales
to increase 2.2 percent to $470.4
billion. That would be the smallest
gain since 2002.

In Alabama in 2007, holiday sales
(November and December) actually
decreased by half a percent, going
from $9.2 billion in 2006 to $9 bil-
lion in 2007, a difference of almost
$53 million. However, Alabama has
weathered this year’s recession
better than the national economy,

so hopefully holiday sales this year
in Alabama will remain at least even
with last year.

In 2007, holiday sales nationally
represented 19 percent, or almost
one-fifth, of total retail industry sales,
making this one of the most impor-
tant time periods of the year for the
industry.

In addition to more price-conscious
buyers, this holiday shopping season
will have fewer shopping days
between Thanksgiving and Christmas
because of a later Thanksgiving.

For the full 2008 Holiday Consumer
Intentions and Actions Survey, go to 2008
Holiday Research at the NRF Holiday
Headquarters at www.nrf.com

"Retail as Economic Development"

was the theme Sept. 23 for the

University of Alabama at Birmingham

School of Business’ Retail Day, which

the Alabama Retail Association helps

sponsor. To start the day off, a panel

of retail experts offered advice on how

to attract retail projects to improve the

quality of life in a community.

Panelists acknowledged that the

current economic downturn has forced

many retailers to curtail their develop-

ment plans. But they encouraged the

crowd of about 200 economic develop-

ers and civic leaders from throughout

Alabama to work on establishing rela-

tionships now so they are in a good

position when the economy recovers.

"It's a mistake to ignore

economic development,

even in these bad eco-

nomic times," said

state Rep. Cam Ward,

executive director of

Alabaster's Industrial

Development Board.

Ward, who represents Alabama’s 49th

District, which includes Bibb and

Shelby counties, told those present that

“retail follows rooftops, or people.”

He said there has been reluctance

among some municipalities to offer

incentives for retailers to locate in their

communities, but added, “retailers will

find a neighbor who will.” 

Alabaster took an aggressive stand

on attracting retailers and as a result, its

budget has grown from $8 million

to $25 million, Ward said.

Prattville and Trussville also were

mentioned as cities that have shown

what smaller communities can do

to enrich their economies with retail. 

RETAIL CAN  ATTRACT

MANUFACTURING

Jeffrey Bayer, chief execu-

tive officer of Bayer

Properties LLC, which man-

ages The Summit

Birmingham, said, “the

thirst for retail changed

when manufacturing prospects started

asking, ‘Is there a Starbucks nearby.’”

DO THE WORK FOR THEM

Hugo Isom, partner with

the Shopping Center

Group, said in the current

economic climate,

when many are cut-

ting back on staffs,

governments need

to provide information for major retail-

ers they are courting, including the

property available in the area, flood

plain maps and plans for future roads.

KEEPING IT ON TRACK

David W. Carrington, a

2005 Retailer of the Year

and the chief executive

officer of Pelham-based

RacingUSA.com,
which has been an

ARA member since

2005, moderated the event.

Hugo Isom

Jeffrey Bayer

State Rep. Cam Ward

David Carrington

Adding retail is economic development

What if tragedy strikes at your store? Develop crisis plan

* Have a crisis plan and team on paper.

* Prepare a written statement before

talking to anyone and have it in front of

you.

* Call in reinforcements immediately.

* Release most-affected associates who

are unable to function.

* Have a message in mind (prepared)

for your Web site and put it up as soon as

possible.

* Keep in mind who you need to commu-

nicate with: victims and/or their families,

customers, employees, owners, other

retailers and media.

* Know what mediums are best to use

for each audience.

* Cultivate relationship with law enforce-

ment now.

* Empower law enforcement with infor-

mation they need.

* Reopen store when customers ready.

* Don’t name the perpetrator ever.

Naming him or her just gives he/she what

they want. Let the police do that.

On Dec. 5, 2007, a 19-year-old opened fire in Von Maur Inc. at the Westroads Mall
in Omaha, Neb., killing eight employees and customers and then turned the gun on him-
self. Spokesmen for General Growth Properties Inc., which manages the mall, offered
this advice recently in a discussion in Alabama about crisis planning. Tragedy can strike
at anytime, anywhere. They said it is too late to think about what to do once a crisis hits. 



Alabama Retail Quarterly - FOURTH QUARTER 20085

For the third year in a row, Alabama’s

sales tax collections increased in the

month of August, the month when

for three days the state collects no sales

tax on clothing, books, computers and

school supplies of certain values.

State sales tax collections in August

totaled $180 million, a 7.28 percent

increase compared with the $168

million collected in August 2007.

State sales tax collections for the

calendar-year-to-date at the end

of August (most recent numbers avail-

able at press time) were up less than 1

percent from the same time last year,

according to the Alabama Department 

of Revenue. After a rollercoaster ride

of ups and downs in the first five

months of the year, sales tax collections

trended upward during the summer

months.

CUTS STIMULATE

The jump in August sales tax collec-

tions, the second highest recorded since

January, “proves again that tax cuts
stimulate business and consumer spend-
ing,” said Mickey Gee, an Alabama

Retail Association board member, the

owner of The Pants Store in Leeds,

Crestline Village, Trussville and

Birmingham and a business professor

at the University of Alabama

at Birmingham.

Dr. Bob Robicheaux, ARA board

member and chair of UAB’s Department

of Marketing and Industrial

Distribution, agrees. “For the past three
years, during August, the month of
Alabama’s sales tax holiday, state sales
tax collections have increased over the
previous year by 10.4 percent in 2006,
4.6 percent in 2007 and now by 7.28
percent in 2008.  That amounts to a 24
percent increase in  August 2008 sales
over the same month sales in 2005.”  

ARA, which championed the sales tax

holiday legislation, has always contend-

ed that a sales tax holiday would actual-

ly increase sales tax collections, rather

than cause a loss of revenue. “Spending
becomes contagious during sales tax
holidays with consumers spending more
across the board, whether items being
purchased are tax free or not,” said

ARA President Rick Brown.

HOLIDAY IMPACT SALES

This year’s sales tax holiday par-

ticularly “had a momentous impact
on consumer spending in our
state,” said Robicheaux. “It rep-
resents significant real sales
growth over price inflation and
comes at a time when much of

the nation is suffering setbacks rather
than increases.”

Nationally, retail industry sales for

August increased 1.1 percent unadjusted

over last year and decreased 0.3 percent

seasonally adjusted month-to-month,

according to the National Retail

Federation. 

“Alabama’s economy continues to
show considerable strength and
resilience to the negative national eco-
nomic trends,” Robicheaux said.  

MORE PARTICIPATION

A record 245 cities and counties joined

the state in its third observance of a

three-day sales tax holiday during the

first weekend of August.

For 20 of those local governments, it

was their first time to participate.

One of the newest cities to join the

holiday weekend was Fultondale. Gov.

Bob Riley and ARA’s Gee appeared at a

July 25 news conference in Fultondale

to welcome all of the participating gov-

ernments and encourage others to join in

the 2009 tax-free weekend.

Fultondale

Councilman

Darrell Hubbert

publicly acknowl-

edged Jimmie M.

Johnson Jr., the

general manager

of Best Buy store

#1446, who convinced the city to take

part in the holiday.

Fifteen states, including Alabama,

along with the District of Columbia had

sales tax holidays in 2008, with 13

states plus D.C. holding their tax holi-

days in August. Georgia and Tennessee,

have sales tax holidays that coincide

with Alabama’s. Florida did not observe

a tax holiday for the first time in nine

years this year and Mississippi has

never had a sales tax holiday. ARA pro-

moted our holiday in both those states.

Tax cuts stimulate business

and consumer spending. 

Mickey Gee,
business owner and

ARA board

member

Jimmie M. Johnson Jr.

(August sales) represent

significant real

sales growth over

price inflation.

Dr. Bob

Robicheaux,
UAB School

of Business

and ARA

board

member

August sales tax holiday
bumps up sales tax collections
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Stopping card check bill in 2009, 

a top priority for retailers, business
Congress is poised again in early 2009

to consider The Employee Free Choice
Act, also known as the card check
legislation, which denies secret ballots 
in union representation elections.

The Alabama Retail Association, the
National Retail Federation, the Retail
Industry Leaders Association, the Food
Marketing Institute and many other
business groups strongly oppose this
legislation and have made stopping it a
top priority.

Make sure you know how the
congressional candidate you plan
to support in the Nov. 4 general
election plans to vote on this bill.

“Alabama is a right to work state, and
I want to make sure it stays that way,”
2nd Congressional District candidate Jay
Love recently told ARA, pledging
to vote “no” to card check bill if elected. 

Under this proposed legislation, a
union would be certified as the bargain-
ing agent for workers once it gets a
majority of eligible employees to sign
authorization cards. This bill would strip
workers and businesses of critical rights
and protections, divide workplaces forc-
ing intermediaries into the employee/

manager relationship and forever change
the dynamics of the retail workplace.

Card check would remove workers’
rights to a federally supervised private-
ballot election during a union vote.
That’s right, no secret ballot. Instead,
workers would be pressured to sign
cards in front of union organizers and
colleagues, potentially subjecting them
to harassment or intimidation.

Additionally, the proposal undermines
collective bargaining by forcing negotia-
tions rapidly into federal binding arbitra-
tion.  Arbitrators, with little or no prior
knowledge of the business, would be
free to impose wage, benefit and work
terms irrespective of union or manage-
ment bargaining offers.  Under this pro-
posal, employees would lose the right
to ratify or decline their contacts;
instead, the determination of federal
arbitrators would be final.

Immediately after the election,
contact your congressman and tell
him to vote “no” on  the Employee
Free Choice Act.

New COOL law took effect Sept. 30

A new federal law requiring country-
of-origin labels for most meats and
produce took effect Sept. 30. Commonly
known as COOL, the new statute
requires suppliers and retailers to work
together to provide country of origin
information for a wide range of prod-
ucts, including fresh and frozen beef,
pork, lamb, and chicken, as well as fresh
and frozen fruits and vegetables.
Restaurants, lunchrooms, cafeterias,
food stands, bars, lounges and similar
enterprises are exempt from the labeling
requirements.

The current law is an amendment
to the 2002 and 2008 farm bills. The
2002 bill, which took effect in 2004,
already requires seafood sold in the
United States to have a country-of-
origin label. Nationwide, the new label-
ing requirements will impose an estimat-
ed cost of $2.5 billion in the first year on
the food industry, according to U.S.

Department of Agriculture economists.
The USDA just recently released the

complex requirements that accompany
this new law. ARA sent concerned mem-
bers information related to these new
rules in mid-September.

The Agricultural Marketing Service, an
arm of the USDA, has compiled
frequently asked questions about coun-
try-of-origin labeling and other docu-
ments that can help guide you through
the new regulations. You can find those
at the Web site and link at the top
of this story.

Soon you should receive a letter in the

mail inviting you to the January 2009

Atlanta International

Gift & Home Furnishing

Market®, which is

January 6 - 14, 2009.

Alabama Retail

Association once again

is partnering with

AmericasMart® Atlanta,

the world’s largest

wholesale marketplace,

to bring exclusive bene-

fits to ARA members

who attend the market. 

WHAT’S IN STORE?

* Thursday, Jan. 8,

has been designated as

Alabama Day with

such vendors as Burton

& Burton and

OneCoast SE offering special incentives

for Alabama buyers.

* The Retail Services Department

at AmericasMart® Atlanta will provide

a hospitality room with drinks and

snacks, where all ARA members

in attendance can rest while traversing

the 7.7 million-square-feet of show-

rooms in the four downtown Atlanta

building campus that is

AmericasMart®. 

* Special accommodation offers

for buyers making their first visit

to AmericasMart®.

* Advance information about the

grand opening events for the new

Building Two West Wing, a whole new

building of showrooms and exhibit

space.

The January 2009 Atlanta International

Gift & Home Furnishing Market® is sure

to be the biggest market ever!

Get your reservations in by Dec. 5,
if you plan to Make it to the Market
with ARA in 2009!

Make it to
the Market
No invite yet or need more info?
Call Kate Carr at 404-220-2429 or
e-mail her at kcarr@americasmart.com

Frequently Asked Questions about COOL can be found at www.ams.usda.gov
under Spotlights, Country of Origin Labeling in the Resources column.

To comply with COOL, stores
must mark goods, packages,
shelves or bins with such tags
as “Product of the U.S.A” or
“Alabama Grown.” The tags can
appear on stickers,
placards, stamps, bands, twist-
ties or pin tags.

CONGRESSIONAL UPDATE
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Part of our mission at the Alabama

Retail Association is to help you

prosper. We understand that in today’s

economy margins are shrinking and

retailers are having to do everything

possible to cut costs. A major concern

for many retailers is credit-card pro-

cesing fees. Your association has taken

note and found a way to offer as much

as 30 percent to 50 percent relief to most

retailers from these burdensome costs. 

Through a partnership with

CHECKredi, a Huntsville-based card

processor, ARA has been given the

opportunity to offer a service with cred-

it-card processing rates with no markup,

no contract and no setup fee! 

TAKE SAVINGS TO THE BANK

Our partnership entitles you to the

same rates and fees that major banks

and credit-card processing companies

receive, before those entities mark the

rates up for consumer transactions.

Through our exclusive membership

in CHECKredi’s Credit Card Club,

this partnership enables your business

to receive true pass-through pricing,

giving you low rates and fees on

Visa/MasterCard transactions. 

This new partnership takes the

Benefit from the VALUE of member-

ship in ARA to a whole new level.

By now, you should have received a

letter and e-mails informing you of this

cost-saving partnership. One of the first

members to take advantage of this new

service expects monthly savings of $800.

TAKE CHECKS AGAIN

The lowest rates on credit-card

processing is not all that CHECKredi

offers to ARA members. Through this

partnership, ARA members now will be

able to guarantee checks, set up

automatic payments and even offer

customized gift cards.

CHECKredi services can allow you

to feel confident accepting checks.

Through its check verification,

collection and guarantee services,

you can be sure when that check is

signed, the money will be

delivered.

DON'T DELAY

ARA worked hard to get this

deal in place before the hol-

iday shopping season.

These savings can make

the difference between

an OK holiday sales sea-

son and a GREAT holi-

day sales

season.

To receive a free cost comparison or

have a CHECKredi representative

contact you, visit the Lowest Credit
Card Processing Rates in Alabama link

under the ARA Benefits tab on the

homepage of alabamaretail.org and submit

your information. Be sure to login

under the Member login tab on any

page on the ARA Web site to be able

to see the benefits. If you have never

logged in before, registering will only

take a minute. You will need your

member number when you register.

Your member number is to the right

of your name on the address of this

newsletter.

ARA partners with CHECKredi 
Members get low credit-card processing rates

To find out more about the services that CHECKredi has to offer and to receive a no-cost rate comparison contact CHECKredi
directly at 1-800-686-9522.  Be sure to mention that you are an ARA member to receive the full value of the partnership.

Congress buried a revenue-raising

change in the Housing and Economic

Recovery Act of 2008, H.R. 3221,

which President Bush signed into law

July 30. Under Section 3091 (Subtitle B)

of this act, credit card companies, banks

and other institutions that process

electronic transactions are required

to report retailers' sales to the Internal

Revenue Service. 

PROTECT YOURSELF

Retailers need to make sure your credit

or debt card processor has your correct

tax identification number, or TIN.  A

wrong number could result in 28

percent of your credit-card reimburse-

ments being withheld as taxes.

DETAILS OF THE NEW ACT

Beginning with transactions made

Jan. 1, 2011, credit card companies and

processors will be required to send the

Internal Revenue Service an annual

report of every credit or debit card trans-

action they process. The only exception

is those transactions from businesses

with annual gross credit-card receipts

of less than $20,000 and fewer than

200 credit-card transactions.

REPORT REQUIREMENTS

The report must include the name

of the business being reimbursed, the tax

identification number, the number

of transactions, and the gross receipts

amount. To alleviate the impact on busi-

nesses that are properly reporting their

income, ARA will continue to monitor

implementation of this act, especially the

development of the corresponding regu-

lations and the format for these reports.

Beginning in 2011

Your credit/debit card processor will report your transactions to the IRS annually
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* GOLD AWARD:

Katherine McRee

and Susan Day,

The Lili Pad and

GiGi's, Vestavia

Hills; nominated

by Karen Odle,

Vestavia Hills

Chamber

of Commerce

* BRONZE AWARD: June G. Simpson,

Harold's Furniture and Flooring,

Andalusia; nominated by Ashley Eiland,

executive vice president, Andalusia Area

Chamber of Commerce

* SILVER AWARD:

Janet Holcomb,

The Fitting

Touch, Vestavia

Hills; nominated

by Karen Odle,

executive director

of the Vestavia

Hills Chamber

of Commerce

* GOLD AWARD:

Terry Scott,

Factory

Connection

LLC, Albertville

based with 49

Alabama stores;

nominated by

Jennifer Palmer,

president,

Albertville

Chamber

of Commerce

* BRONZE AWARD: William C. Morris

Sr., Birmingham-based William Morris

Home Fashions Inc. dba La-Z-Boy

Furniture Galleries in Montgomery,

Huntsville, Irondale and Hoover;

nominated by Victor Brown, Birmingham

Regional Chamber

* SILVER AWARD:

Hoyt Harbin III,

Harbin Ford

Lincoln

Mercury,

Scottsboro;

nominated

by Rick Roden,

president/CEO,

Greater Jackson

County Chamber

of Commerce

During the 2008 Retail Day

Luncheon on Sept. 23, the

Alabama Retail Association

in cooperation with the University

of Alabama at Birmingham School

of Business recognized 12 outstand-

ing Alabama retailers with opera-

tions in 56 Alabama cities as

Retailers of the Year. This was the

ninth presentative of the awards

since 1999.

The keynote speaker, Bass Pro

Shops executive Martin MacDonald

said Alabama’s natural resources, its

perception as a sportsman’s paradise

and community leadership attracted

the Missouri-based outdoor retailer

to our state. "We're absolutely

hooked on Alabama," he said.

Bass Pro Shops has stores in

Prattville and Spanish Fort. Its third

store will open Nov. 19 in Leeds

and the fourth is scheduled to open

in Decatur in the summer of 2010.

Alabama Gov. Bob Riley

proclaimed Sept, 23 as Alabama

Retail Day to honor all Alabama’s

retailers.

An independent panel of judges

chose the Retailers of the Year.

Retailers of the Year must have a

physical operating or management

presence in a retail business in

Alabama. To be considered a retail-

er, the business must collect state

and local sales taxes. Nominations

for the 2009 awards are due by

Wednesday,

June 24.

Honors Alabama
2008 Retail Day puts spotlight on Bass Pro

Annual Sales More Than $20 Million

Martin

MacDonald

Terry Scott

Annual Sales $1 Million To $5 Million

Hoyt Harbin

William “Bill” Morris

Katherine McRee
and Susan Day

June G. Simpson

Janet Holcomb
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* GOLD AWARD:

Mark Whitlock,

Mark's Outdoor

Sports Inc.,

Birmingham;

nominated

by Karen Odle,

executive director

of the Vestavia

Hills Chamber

of Commerce, and

Dr. Ken Miller,

marketing instruc-

tor, UAB School

of Business

* SILVER AWARD:

Raymond, David

and Michael Cohen,

Cohen’s

Electronics and

Appliances,

Montgomery;

nominated

by George

R. Wilder, The

Locker Room,

Montgomery

* BRONZE AWARD:

Rhoda Denaburg

Link, Levy's Fine

Jewelry,

Birmingham;

nominated

by Victor Brown,

vice president

development,

Birmingham

Regional Chamber

of Commerce

9 Alabama Retail Quarterly - FOURTH QUARTER 2008

a Retailers of the Year
ass Pro Shops and 12 outstanding retailers 

* To nominate a 2009 Retailer of the Year, go to “Nomination
Form” under “Alabama Retailer of the Year” in the “Awards
and Events” section of www.alabamaretail.org

* To read the governor’s proclamations, search for “Alabama Retail Day” and
“Bass Pro Shops Day” under “Proclamations” at governor.alabama.gov

Annual Sales Less Than $1 Million

* For full stories on each of these retailers, go to 
“2008 Retailers of the Year” under “Alabama Retailer of the
Year” in the “Awards and Events” section
of www.alabamaretail.org

Annual Sales $5 Million to $20 Million

Mark Whitlock Michael and

Raymond Cohen

Rhoda Link

* GOLD AWARD:

Jennifer and Thad

Hodges, Red

Mountain

Market,

Birmingham;

nominated

by Victor Brown,

vice president

development,

Birmingham

Regional Chamber

of Commerce

* SILVER AWARD:

Homer G. Brown,

BumperNets Inc.,

Hoover; nominated

by Joseph Cole,

executive assistant,

BumperNets Inc.

* BRONZE AWARD:

Dimitri G. Polizos,

Capitol Grill Inc.,

Montgomery;

nominated

by Charles

McDonald,

principal, CRM

LLC, Montgomery,

and the Montgomery

Area Chamber

of Commerce

Homer Brown Dimitri G. Polizos
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Jennifer and
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Talladega Insurance Agency 
Talladega

Founded in 1856

by James G.L. Huey 

Owner: William B McGehee III CIC
At 152 years old, Talladega Insurance

Agency, an ARA member since 2005, 

is the oldest operating insurance agency

in the state. For the past 50 years, four

generations of the same family has

operated this east central Alabama

agency.

Fitts Agency Inc. 
Tuscaloosa and Eutaw

Founded in 1875

by C.J. Turner 

Owners: Gary, David and Forrest Fitts,
Chass Horton, Virginia Parks

and Tim Donahu
What is now known as the Fitts Agency

Inc. was established 133 years ago as

C.J. Turner Insurance Agency. The Fitts

Agency is the largest independently

owned insurance agency in west

Alabama with six partners whose roots

are firmly established in the Tuscaloosa

and west Alabama area.

Wells Fargo Insurance
Services of Alabama Inc. 

Tuscaloosa and Aliceville

Founded in 1867 
Owner: Robert W. Poellnitz Jr.

This 141-year-old agency is one

of Tuscaloosa’s oldest businesses and

one of the state’s oldest insurance

agencies. It began as Duckworth-Morris

Agency. The agency has been an ARA
member since 1997.

Cobbs, Allen & Hall, Inc. 
Birmingham, Montgomery, Gadsden, Mobile

and four other locations outside of Alabama

Founded in 1887

by John G. Smith 

Owner: Privately held by an investment
group

Founded 121 years ago as John G.

Smith and Co., Cobbs, Allen & Hall has

been an ARA member since 1991.This

agency of more than 150 employees is

employee owned with more than 40

shareholders.

J. Smith Lanier & Co. 
Birmingham, Huntsville, Opelika and 15

locations outside of Alabama

Founded in 1868

by W.C. Lanier and Lafayette Lanier 
Owners: J.Smith Lanier II

and Gaines Lanier
J. Smith Lanier & Co., founded 140

years ago by two brothers, has expand-

ed under five generations of Lanier lead-

ership to become one of the largest

nationally ranked independent insurance

brokerage firms in America, with offices

spanning five Southern states.

Rux Carter Insurance Agency 
Columbiana

Founded in 1906

by J.R. “Gordon” White 

Owner: George Bentley
Established 102 years ago in

Columbiana, Rux Carter Insurance

Agency is the oldest insurance agency

in Shelby County. The same family has

owned the agency since 1947 and it has

been an ARA member since 2002.

To notify ARA of an insurance agency that has been

in operation for 100 years or more, please contact

Nancy Dennis at (800) 239-5423 or 

ndennis@alabamaretail.org.

Six Alabama Centennial Insurance

Agencies – agencies with 100 or

more years in business in Alabama –

were honored Tuesday, Sept. 23,

by Alabama Retail Comp (ARC), the

workers’ compensation program for the

Alabama Retail Association (ARA).

This is the first year, ARC has present-

ed these awards to Centennial Insurance

Agencies.  The presentation will now

become an annual event.

“For businesses to survive and thrive

despite the dramatic changes of the past

century is a remarkable achievement,”

said ARC Fund Manager Mark Young.

“It is fitting to celebrate the lasting 

contributions these agencies have made

to their communities.”

Alabama Centennial Insurance

Agencies were honored at the UAB

2008 Retail Day Luncheon at The Club

in Birmingham.  Each agency received a

plaque, like the one in the photo,

to place inside its office.

ARC honors Centennial Insurance Agencies

Boyd McGehee holds agency’s earliest

canceled check. ARA’s Rick Brown,

center, and owner Bill McGehee.

David Fitts Cobbs, Allen & Hall employees

at work during an earlier time

W.C. Lanier seated left with his brothers

Casey Bentley accepts award
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The annual meeting of the

Alabama Retail Association

and Alabama Retail Comp

begins at 1 p.m. Thursday,

Nov. 13, following the 10th

Annual Law Enforcement

Officer of the Year

Awards Luncheon at the

Montgomery Country

Club, 3001 Narrow Lane

Road, Montgomery.

Troy University Chancellor

Jack Hawkins will be the

luncheon keynote speaker.

The annual meeting, which

immediately follows the

luncheon, is open to all

ARA members.

The main order of busi-

ness for the annual meeting

is the election of the board

of directors and officers

for 2009.

Alabama Centennial Retailers have staying power

Three retailers with operations

in seven Alabama cities were

honored Sept. 23 as being Centennial

Retailers – retailers in business for 100

or more years. This is the sixth group

of Centennial Retailers ARA has

honored since 2002, when the associa-

tion began recognizing retailers

with staying power. During the 2008

Retail Day Luncheon, each received a

bronze plaque to place outside of the

business and a certificate suitable

for display inside.

“The Alabama Retail Association

proudly celebrates the enduring contri-

butions these retail establishments have

made to our state,” said ARA President

Rick Brown. 

Read the complete list of Centennial Retailers honored since 2002 at Alabama's Centennial Retailers under Centennial Retailers in the
Awards and Events section of www.alabamaretail.org

The Battle House, 
a Renaissance Hotel and Spa 

Mobile

Founded in 1852 by John A.M. Battle

Owner: Retirement Systems of Alabama

The Battle House, a downtown Mobile

hotel just one block from the Mobile

River has a rich history dating back 156

years, although it has only been opera-

tional for 120 years of those more than

150 years. The hotel has burned and

been rebuilt, stood closed and neglected

for 33 years and last year was revived

by The Retirement Systems of Alabama,

which bought and renovated the property.

Long-Lewis Inc.
(Wholesale hardware as well as a Ford Lincoln

Mercury car and Sterling truck dealership)

Bessemer, Birmingham, Hoover, Sylacauga

Founded in 1887

by William J. Long 

Owner: Vaughn Burell

Long-Lewis Inc. has been a wholesale
hardware operation for 121 years and
operates the state’s oldest and largest
Ford automobile dealership. When
Bessemer merchants gave away a Model
T. Ford and the winner didn’t want the
noisy contraption, Long-Lewis’ founder
recognized opportunity when he saw it,
bought the car from the winner and as
they say, the rest is history.

The Clay Times-Journal Inc.  
Lineville and Ashland

Founded in 1902
Owner: David Proctor

At 106 years of age, Clay County’s 

weekly newspaper, The Clay Times-
Journal Inc., is the youngest Centennial

Retailer. The newspaper, an ARA
member since 1997, has been published

under several names during its history.

To notify ARA of a retailer that has been in operation

for 100 years or more, complete a Centennial Retailer
Nomination Form under Centennial Retailers in the

Awards and Events section of alabamaretail.org or

contact Nancy Dennis at (800) 239-5423 or 

ndennis@alabamaretail.org.

2 0 0 8  A L A B A M A  C E N T E N N I A L  R E T A I L E R S
(In Chronological Order by Year Founded) 

David Proctor

ARA/ARC Annual Meeting
open to all ARA members

Jack Hawkins

Alabama will not follow ’08

federal depreciation rules
The Alabama Department of Revenue

encourages business taxpayers to note
differences in the federal and state tax
treatment of depreciation for Alabama
tax planning and return preparation pur-
poses for the current and future tax years
affected by the federal Economic
Stimulus Act of 2008.  Under state
legislation approved this year, Alabama
income tax laws will not follow changes
in federal law addressing bonus
depreciation rules.

For more information concerning Alabama business

tax returns and filing guidance, visit ADOR’s Web

site at:

http://www.revenue.alabama.gov/incometax/icindex.cfm
or call (334) 242-1000. 
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State agency will conduct criminal
background checks for employers

Employers now have a quick and secure
way to check an applicant’s or an
employee’s official Alabama arrest and
conviction record.

The Alabama Criminal Justice
Information Center (ACJIC), the state
agency that keeps criminal records
in Alabama, now conducts criminal
background checks of employees or
prospective employees for employers.

The Alabama Background Check (ABC)
system, provides qualifying employers
with Alabama felony and misdemeanor

arrest and court conviction records
of employees or prospective employees
who provide the employer with a signed
waiver authorizing the “right to know”
this information.

The secure, Web-based program requires
an annual access fee of $75 and a fee
of $25 for each background check.

Besides information provided by
Alabama law enforcement agencies, this
system goes a step further to provide
employers with a more comprehensive
Alabama records check, including avail-

able Alabama circuit, district, and local
court records for the past seven years and
court cases that are currently pending.

Only qualifying employers can partici-
pate. Under Alabama law, persons who
willingly request, obtain, or seek to obtain
criminal offender record information
under false pretenses may be subject
to felony criminal penalties.

To determine if your company qualifies,
visit the Web site at the top of this story
or call Avery Morris or Anna Tadlock
at (334) 242-4900.

For more information, go to www.background.alabama.gov

Additional FMLA

poster required until

federal poster updated

The U.S. Department of Labor has made
the first comprehensive update of Family
Medical Leave regulations since the law
was passed in 1993, but the final rules
have yet to be adopted.

The National Defense Authorization Act
for Fiscal Year 2008 expanded the FMLA
to apply to the spouse, son, daughter or
parent of an active-duty service member
who is on  or who has been notified
of being called up for active duty. The
same family members or next of kin can
take up to 26 weeks of FMLA leave
to care for a combat-wounded service
member. The leave would have to be
taken within a 12-month period, and
would be available to family of members
of the National Guard and military reserve
units as well as full-time military units.

While rule-making has not been final-
ized on the addition of military family
leave, it is law and requires a supplement
to the FMLA poster you now are display-
ing at your business.

This supplemental Department of Labor
poster should be displayed NOW along-
side your current ARA-provided all-in-one
federal poster.

Once the Labor Department completes
its rule-making related to the FMLA
changes, ARA will incorporate the
changes into a new all-in-one federal
poster and get that poster to you.

Download Supplemental Military Family Leave Poster
under Free Workplace Posters in Benefits dropdown
in the Member Services section of alabamaretail.org

When natural disasters, such as
hurricanes strike, the Alabama Retail

Association compiles the latest informa-
tion for its members. Throughout the
Hurricane Gustav and Ike emergencies,
ARA posted information on the home
and Emergency Preparedness pages
of its Web site to keep members
informed and provide the protocol
involved in responding to such disasters.
As ARA receives notices from state
officials, your association also commu-
nicates with you via e-mail to let you
know the latest information.

While hurricane season stretches from
June 1 to Nov. 30 with peaks in August
and October, please visit the
Emergency Preparedness page at
www.alabamaretail.org at anytime of the
year for all the information related
to emergencies in Alabama.

Here is some of the related informa-
tion that might be helpful to you:
EMERGENCY DECLARATIONS

Whenever the governor declares a
state of emergency, it allows him
to invoke Alabama’s price gouging law,
which makes it unlawful for anyone
to raise prices on commodities or lodg-
ing by more than 25 percent during the
declared state of emergency. To avoid
violating the price gouging law, figure
the price charged for each of the previ-
ous 30 days. Add the 30 daily prices,
divide by 30, and multiply the price
by .25, or 25 percent, to figure the maxi-
mum price increase allowed for any one

day. The exception is if a wholesale
price increases by more than 25 percent
and merchants have no choice but
to pass along the price increase.
VOUCHER FUNDING EXPIRED

Funding for prescription vouchers
for Hurricane Gustav evacuees expired
Oct. 31. Payments will not be forthcom-
ing for any pharmacy that failed to for-
ward vouchers and prescription labels
with the price of each prescription filled
for evacuees to the state by that date.
GOOD PLANNING

Lakeland-based Publix Super

Markets spent or will spend $175
million to equip 148 Florida stores
with 500-kilowatt generators. Grocery
chain Winn-Dixie also installed 500-
kilowatt back-up power sources at near-
ly a dozen stores in Florida.  The back-
up energy sources provide power for
these grocers to keep lights, freezers and
refrigerators on and cash registers
ringing when storms or other electrical-
related emergencies strike.

To learn about the latest emergency news and how to prepare for the next storm,
go to the Emergency Preparedness page in the News section of www.alabamaretail.org

WHEN STORMS STRIKE

Destruction caused by Hurricane Ike
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YOUR QUESTIONS...OUR ANSWERS
From time to time, ARA members contact

their association for answers to questions
about a wide range of subjects. Here are
the answers provided by Bruce P. Ely
of Bradley Arant Rose & White LLP to a
series of questions posed recently
concerning deliveries and sales taxes.

Whose sales tax should my
furniture store collect if a
transaction is made at our
store, then we deliver the
items to the customer
in another area of the state
or even Florida?

For sales and use tax purposes
in Alabama, sales are deemed closed
when the title to the goods passes
to the purchaser. Assuming your
standard bill of sale and other pur-
chase and shipment documents are
silent as to where title passes, and that
your trucks are not "common carri-
ers," Alabama law assumes that the
title to the goods does not pass, and
the sale doesn't "close" (is not com-
pleted) until delivery is complete. If
your store does not have taxable
"nexus" with the destination locality
in Alabama, and the purchase and
shipment documents are silent as
to where title passes, then the store is
obligated only to collect the state sales
tax (typically 4 percent). But the cus-
tomer will be obligated to pay what is
called a "consumer use tax" to their
local governments. 

If the delivery is to a Florida-based
customer, no Alabama taxes are due.
Instead, Florida sales or use tax would
be due. In that case, it is best to con-
sult a Florida tax expert.

Under current law, mere delivery and
installation do not create taxable nexus
between your store and the
destination locality in Alabama. ARA
will notify members if the Alabama
Department of Revenue attempts
to change this long-standing rule.

Some retailers have added language
in their purchase and shipment docu-
ments to cause title to pass at the store

or at the warehouse. By doing this, they
obligate themselves to collect from their
customers the state, county and city tax
where the store is located, and minimize
the risk should an audit later determine
they had nexus with the destination
locality but didn't collect the local tax
from their customer. Alabama law
requires the retailer to pay the sales or
seller's use tax only once (assuming they
have nexus with the destination locality
or title passes at the store location), and
causing title to pass at the store or 
warehouse location is a legitimate
method to solidify which government
entities are owed the tax.

What if, using the same scenario,
one of our decorators is present
at delivery to facilitate the place-
ment of the furnishings. The
decorator's compensation comes
strictly from the sale of furni-
ture, and we consider a trip like
this as a service after the sale.

If your decorator does NOT have the
authority and doesn’t try to sell other
goods or services to the customer, the
answer to the first question applies here
as well. If your decorator is a "soliciting
salesperson," then see the next Q & A.

What if our decorator goes to a
customer's home to assess the
homeowner’s needs, then the
customer comes into our store
and places the order. The
decorator works from prior
to the furnishing purchase all
the way to delivery.

Here, your decorator is a soliciting
salesperson, which usually creates tax-
able nexus with the destination locality.
If so, the store would owe the state sales
tax, and if delivered in Alabama, the
store also would owe seller's use tax to
the destination county and city. If the
destination is in Florida, however, the
store probably would owe Florida sales
or use tax but no tax to Alabama or any
city or county. Again, consult a Florida
tax attorney.

Does our truck being marked
with our name constitute
nexus for sales tax purposes if
the truck travels to another
area of the state?

No, but practically speaking, your
risk of audit or a traffic stop certainly
increases.

This also calls to mind the increased
risk that the destination city may
attempt to require you to purchase a
business license. In contrast to sales
and use tax law, more than sporadic
delivery and installation may require
you to purchase a business license
from each of the destination cities,
although cities are now required
to offer you the option to purchase a
fixed rate "delivery license." 

Does television, newspaper,
direct mail, or magazine
advertising in a certain
Alabama locality constitute
sales tax nexus?

Generally no, but if combined
with other sales efforts in the destina-
tion locality, or even an occasional
trip into the destination locality by a
salesperson or perhaps a credit man-
ager, can tip the scales in favor
of nexus. Always take into account the
general feeling of Alabama cities and
counties that even a few deliveries and
installations should create nexus, even
though Alabama courts and our
attorney general have ruled otherwise.
Again, you should consider clearly
stating in your purchase documents
that title to the goods passes at the
store location, assuming that you are
delivering in your own trucks. That
will trigger an obligation to charge
and remit sales tax to the county and
city in which the store is located, and
of course the state sales tax (assuming
in-state delivery), too.

Caution: This is general advice.

Consult your tax adviser as to your

particular facts before taking any

action. 

r
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*

MILESTONES

Downtown Birmingham

cafeteria closes after 25 years

The Tracy's Cafeteria at 729 20th

South in downtown Birmingham closed

Sept. 29 after 25 years in business.

Owner Jimmy Tracy said his focus now

is on his catering business and the

Tracy's Cafeteria at 75 Church St.

in Crestline. Tracy's has been an ARA

member since 1992.

SOURCE: Birmingham News

NEW VENTURES

Home Depot launches

bulb recycling initiative

The Home Depot®, the world's

largest home improvement retailer and

an ARA member since

1994, has launched a

national in-store, compact

fluorescent light (CFL)

bulb recycling program

at all 1,973 The Home

Depot locations.

Customers simply give any expired,

unbroken CFL bulbs to the associate

behind the returns desk at any The

Home Depot store for proper recycling.

As the largest light bulb retailer

in the country, The Home Depot sold

more than 75 million CFL’s in 2007.

SOURCE: The Home Depot

WEB SITE: homedepot.com

PROFESSIONAL DEVELOPMENT

Roanake newspaper publisher

leads national association 

John W. Stevenson, publisher and

editor of The Randolph Leader in

Roanoke, is the new president of the

National Newspaper Association.

Randolph Publishers Inc. has been an

ARA member since 1999. Stevenson

was installed Sept. 27 as president of

NNA, a not-for-profit trade association

representing owners, publishers and edi-

tors of America's community newspa-

pers. Stevenson has chosen Mobile as

the site for NNA's 2009 convention. 

SOURCE: Associated Press

WEB SITE: therandolphleader.com

STORE OPENINGS/RENOVATIONS

Belk celebrates reopening

of two Alabama stores

Belk Inc., an ARA member since

2007, celebrated two store grand-

reopenings in Alabama during October.

Belk completed its $13 million

renovation at The Summit on Oct. 10.

The 50,000-square-foot addition to the

Birmingham store includes a 15,000-

square-foot home store and a ladies shoe

department with a 100,000-pair capacity,

the most of any Belk store.

On Wednesday, Oct. 15, Belk opened

its new $9 million store in the High

Point shopping center in Prattville. The

Prattville store, which employs 100,

relocated from a nearby property.

Alabama is one of the company's best-

performing states, President and Chief

Operating Officer Johnny Belk told

reporters at The Summit reopening.

Belk also recently began an eco-friend-

ly initiative

to save on energy costs. It now recycles

cardboard car-

tons used

to ship mer-

chandise, cut-

ting down

on garbage

expenses.

Belk has more than 300 stores in 16

states.

SOURCES: Birmingham News, WSFA News,

Montgomery Advertiser WEB SITE: belk.com

Books-A-Million

to open Hoover store

Books-A-Million, an ARA member

since 1984, plans to open a 15,000-

square-foot store in the new retail

development in Hoover called The

Grove. This will be the 28th location

in Alabama for Birmingham-based

Books-A-Million, the third largest book

retailer in the nation.

SOURCES: Birmingham Business Journal

and Books-A-Million

WEB SITE: booksamillion.com

JCPenney opens four

new Alabama stores

JCPenney, an ARA

member since 1981,

opened four new stores

in Alabama on Oct. 3:

GADSDEN

* The 85,000-square-

foot Gadsden Mall store

employs 85 associates,

including five employed when the com-

pany closed a 10-year-old store at the

same mall in 2001. The retail chain

came to downtown Gadsden in 1923 

as the first JCPenney store east of the

Mississippi and south of the Ohio River.

FULTONDALE

* This 83,000-square-foot store 

in Colonial Promenade employs 110.

PRATTVILLE

* The 103,000-square-foot High Point

Town Center store employs 125. 

SPANISH FORT

* This 98,000-square-foot store at the

Spanish Fort Town Center added about

120 jobs to the city's economy.

In honor of each store's grand open-

ing, the JCPenney Afterschool Fund

contributed $5,000 each to the Bounds

Family Branch YMCA (Spanish Fort),

the Child Care Branch YMCA

(Prattville), Jefferson County 4-H

(Fultondale) and the Boys & Girls

Clubs of Northeast Alabama (Gadsden).

JCPenney also provided each organiza-

tion with five $50 gift cards to help

students purchase school apparel. The

JCPenney Afterschool Fund gives

children in need access to afterschool

programs that foster their academic,

physical and social development.

SOURCES: JCPenney, Gadsden Times,

Birmingham News WEB SITE: jcp.com
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ARA President Rick Brown is the

newest member of the University 

of Alabama at Birmingham Marketing

Advisory Board. He was featured in the

fall 2008 edition of UAB Business.

Here’s an excerpt:

“Some of the strongest influences on

the working world students will enter are

found on Capitol Hill, in state houses,

and in local government,” said Brown. 

“Marketing students who go into retail-

ing — especially if they plan to one day

have a business of their own, whether

it’s a store, a restaurant, or service shop

— need not only a good marketing back-

ground, but also ... how to interact with

government and others who shape the

economic environment,”  he said. “I

started out working in a bank behind the

State House, and in talking with legisla-

tors and business people I realized how

important it was for them to talk to each

other about the things that affect the

economy we all live and work in.”

ARA President Rick Brown, CAE, will

serce as vice president of the Alabama

Council of Association Executives for

2009. ACAE develops and promotes

professional standards of service and

conduct for association executives.

Contact Rick at 334.263.5757, Ext. 105,

or rbrown@alabamaretail.org

ARA Vice President Alison Wingate, a

1998 graduate of Troy University,

introduced the singing of the school’s

alma mater during the Aug. 10 Odyssey

New Student Convocation for the

incoming freshman class and their

parents. She was introduced to the

crowd as an “accomplished, worldly,

loyal, well-respected alumnus who is

making a difference.”

Contact Alison at 334.263.5757, Ext. 104,

or awingate@alabamaretail.org

The Alabama Retail Association and

its member vendors garnered several

public relations awards in recent months.

MEMBER MATERIALS

On Oct. 3, ARA Public Relations

Director Nancy Dennis and Bill

Cunningham of The Cunningham

Group, were awarded a Medallion

Award from the Public

Relations Council of

Alabama in the Special

Public Relations

Program category

for ARA’s mem-

bership materials

packaged in a bank bag. The Medallion

Awards recognize the best work

produced by PRCA members statewide.

WEB SITE

In late July, the Southern Public

Relations Federation, a regional network

of public relations professionals from

Mississippi, Alabama, Louisiana and

north Florida, awarded a certificate 

of merit to Dennis for development 

of the ARA Web site.

The ARA Web site, created by ARA

member Square Root Interactive, also

received an Award of Excellence

from PRCA in October.

CAPITOL RETAIL REPORT

PRCA also recognized Dennis and

Square Root with an award of merit

in the Regular Electronic Publications

category for the ARA’s legislative

newsletter, Capitol Retail Report.
Contact Nancy at 334.263.5757, Ext. 101,

or ndennis@alabamaretail.org

*

Lowe's opens Hartselle store

Lowe's opened a 94,000-square-foot

store and adjacent garden center in

Hartselle on Thursday, Oct. 2. A store

of this size represents an

average investment

in the com-

munity of

about $12

million and

creates up

to 120 new jobs. For each Lowe's gift

card purchased on opening day, Lowe's

matched up to $5,000 to support Morgan

County's Habitat for Humanity next

building project. Lowe's Companies

Inc., the second-largest home improve-

ment retailer in the world with more than

1,575 stores, has been an ARA member

since 1997.

SOURCE: Lowe's

WEB SITE: lowes.com

Winn-Dixie plans store overhaul

Jacksonville, Fla.-based Winn-Dixie

Stores Inc. plans to overhaul half of its

523 stores across a five-state operating

area by June 2010, spending about 

$2 million per store. Included is the

remodeling of 11 more of its stores in

Mobile and Baldwin counties. Each reno-

vated store sees an average sales increase

of 11.5 percent, Winn-Dixie officials

said. Winn-Dixie has been an ARA

member since 1981.

SOURCE: Mobile Press-Register

WEB SITE: winn-dixie.com

TELL US YOUR NEWS
We’d like to know what’s happening at your
store or organization. Have you celebrated a
major business anniversary? Opened, closed
or moved a location? Changed ownership or
promoted a key employee? Received an
award? Performed a community service?

Let us know! We may use your news
in Alabama Retail Quarterly or link to your
story online. To submit your news, go
to News at www.alabamaretail.org and click on
Tell Us Your News.

...
For more ARA Members News, go to
In the News at www.alabamaretail.org

NEWS ABOUT
STAFF 

MEMBERS
Brown joins UAB
Marketing Board

Brown to serve
as ACAE VP

ARA VP introduces
alma mater at Troy

ARA membership
materials, Web site

win PR awards
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Participants to get largest return ever!

Association,” said Rick Brown, the

fund’s administrator and ARA president.

Since its inception in 1984, Alabama

Retail Comp has returned more than

$31.5 million to its participants through

its retrospective return plan. The plan

provides a controlled method for the fund

to return excess funds accumulated due

to favorable operating experience. The

retrospective rating plan uses an actuarial

formula that takes

RETROSPECTIVE RETURN
DISTRIBUTION FOR 2009

ARC’s $3.5 million retrospective return

for 2009 will be distributed 

from fund years as follows:

2007                                    $1,000,000 

2006                                    $1,000,000 

2005                                    $1,000,000

2004                               $500,000

Total 2009  Return             $3,500,000

In 2009, the Alabama
Retail Association’s 
workers’ compensation
insurance fund will return
$3.5 million to qualified

participants, the largest retrospective

return in its 24-year history.The board of

trustees of Alabama Retail Comp, the

self-administered, self-insured workers'

compensation fund available only to

ARA members, voted Oct. 13 to distrib-

ute $3.5 million in the 2009 fund year,

which begins Jan. 1.

The 2009 retrospective return of 

$3.5 million represents a 17 percent

increase over the 2008 return.

“We are pleased once again to provide

this added benefit from the value our

members get from their workers’

compensation coverage and their

membership in the Alabama Retail 

into account individual participants’

experience versus the experience of the

fund as a whole. The amount of credit a

participant receives is tied directly

to the business’ loss ratio. Lower losses

mean a higher retrospective credit

at renewal. This acts as an incentive

for participants to provide a safe work

environment.

Alabama Retail Comp, the state’s

most stable, cost-effective workers’

compensation insurance program

for retailers, is regulated by the 

Alabama Department of Industrial 

Relations and governed by retailer

trustees who participate in the fund. A

total of 3,798 of the almost 4,000

Alabama Retail Association members

participate in the fund.

ARC specializes in the retail industry,

but also provides coverage to employ-

ers in other business classifications.

To learn more about Alabama Retail Comp’s retrospective return, go to Company News at www.alabamaretailcomp.org 


