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1 Padre Blvd., South Padre Island
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A Real Dining 
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Visit us at www.lonestarnationalbank.com

Want to Expand
Your Business?

At Lone Star National Bank, we want you to know, we have money to lend. We’ve never 
stopped lending. We have the resources and the financial strength and stability you need 
in these tough economic times. That’s why we’ve grown to 31 locations across South 
Texas and over 2 billion dollars in total assets. So we have the capital to lend. And we are 
committed to continuing to invest in South Texas and its people.

In short, if you’re ready to spend, we’re ready to lend. Lone Star National Bank, Bringing 
the Bank to You in the Rio Grande Valley and San Antonio. Come see us today.

We’re Ready
To Lend

We offer a variety of loans to suit your financial needs:

   • Working Capital  • Interim Construction Loans

   • Real Estate Financing  • Construction Loans & Equipment Financing

   • Lines of Credit  • Multi-Family Housing

Subject to credit approval.

1-800-580-0322
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Take Us Into The Future
 Give the customer what he wants.  It’s 
a general rule in business, right?  The same ap-
plies to VBR. You’ve asked for the area’s young 
leaders to be recognized, and here’s what we are 
going to do.  Our January cover story is go-
ing to profile CEOs under 40. We need your 
help in identifying these business movers and 
shakers of south Texas.  Please email us at edi-
torial@valleybusinessreport.com with company 
names, CEOs under the age of 40 and how we 
can contact them.  
 We are at a major turning point of our 
local economy.  Many great things that are hap-
pening are due to a new wave of young, en-
ergetic, shrewd business professionals.  They 
bring fresh ideas, enthusiasm and technological 
wisdom to the table.  The under-40 crowd of 
business leadership is changing the dynamics of 
south Texas.  Let’s celebrate their achievements 
and vision for the future.  With your input, we 
will locate, interview and spotlight these suc-
cessful captains-of-the-ship in the January 2013 
Valley Business Report.
 To allow us time to prepare this cover 
story, please email us candidates for inclusion 

in next year’s premier edition by November 15, 2012.  
Again, drop us an email at editorial@valleybusinessre-
port.com and we will get to work.  Connecting each 
of you with positive business news is what we’ve been 
doing since September 2009. Delivering to you local, 
pro-business news in print and online is what we’re all 
about.  Please share with us the names of south Texas’ 
most impressive CEOs, who are under 40 years old.  
Your input is important and appreciated.  
 We have great stories coming your way!  We’re 
here to make sure that local economic development 
news makes it to your doorstep and computer.  FYI: 
VBR annual subscriptions make great holiday gifts.  
Place your order today by emailing us at info@val-
leybusinessreport.com. 

Todd Breland
General Manager

Valley Business Report
VBR e-Brief

956 310 8953
todd@valleybusinessreport.com
www.valleybusinessreport.com

“Connecting You To Local Pro-Business News”

At ClarkKnapp Honda’s recent unveiling 
event of the all new 2013 Honda Accord, I 
took this fine machine for a spin around the 
block.  The salesman allowed me to show it 
off at the McAllen Convention Center for 
a few photos and a stare session.  Visitors 
near the fountains enjoyed the view of this 
revolutionized, safe, practical and afford-
able sedan.  Everything you could want or 
need in a family vehicle was thought of and 
engineered into what will surely be a top 
seller for ClarkKnapp Honda of McAllen.  
Its cruisability, quiet ride and get-up-and-
go is certain to be a crowd pleaser.  Even 
more impressive than its sleek design, excel-
lent gas mileage and safety features is how 
customer-friendly the price is to relocate 
it from ClarkKnapp Honda’s driveway to 
yours.       --Todd
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When a Good Day Fishing 
IS a Good Day at Work

By Eileen Mattei
 Dozens of dolphins moving down the 
Brazos Santiago Pass to the Laguna Madre have 
a lot in common with the people aboard the 
nearby Bay King charter boat. One and all are 
fishing the bountiful waters of the Laguna Ma-
dre, enjoying the clear water, bay breeze and the 
camaraderie of fishing together.
 Fishing the bay has a timeless allure 
whether you are casting your line into the gin-
clear water from a kayak, the jetties, a charter 
boat or while wading near your own shallow 
water boat.  Texas anglers trail only Florida in 
the billions they collectively spend on the tools 
and accessories of their beloved pastime.  It’s 
easy to understand what draws people to the 
world’s largest hypersaline estuary.  The 300 
square miles of the Lower Laguna Madre have 
been ranked among the top 10 places to wet a 
line in the U.S.  In fact, the world record speck-
led trout was landed here. 
 Dozens of Valley businesses cater to 
eager anglers beginning with local boat build-
ers like Dargel and 
Bayside Marine.  
Tackle and bait 
shops range from 
m o m - a n d - p o p 
stores like R&R’s 
Hi-way Bait Stand 
in Port Isabel to 
Bass Pro and Acad-
emy.  Dr. Oscar So-
telo forecasts when 
fish will be most 
active based on 
lunar transit times 
and sells an annual 
calendar on his 
Smart Outdoors-
man website. Hilco 
fabricates custom 
boat canopies and 
boat covers.  Island 
and Port Isabel ho-
tels offer lodging 
for anglers as does 
Atascosa Outlook. 
Charter boat busi-
nesses like Cap-
tain Murphy’s and 
guide services make 
it is easy to test the 
waters.  Boat stor-

age is available inland and at Sea Ranch Marina which 
has dry stack storage and wet slip docks.  Kingfisher 
Taxidermy preserves the big one that didn’t get away, 
after all.
 The catch of day might be red snapper, floun-
der, speckled trout, snook or black drum,  something 
fresh to bring home for supper.   

Bring Only a Fishing License
 Captain Tommy de la Rosa and deckhand 
Jimmy Chalfant welcomed 
passengers aboard the 54- 
foot Bay King at the Pier 19 
dock on a sunny but windy 
afternoon.  The charter or 
party boat had already com-
pleted a four-hour morning 
fishing run with 16 passen-
gers who had hooked speck-
led trout as well as a stingray 
and scorpion fish.  Charter 
boats provide rods, reels, tackle and bait along with 
coaching on how to cast and land fish safely.  

The joys of sight fishing in the famously clear waters of the Laguna attract both local residents and vacationing anglers.  (Courtesy)

  “We’re going to help you out as much 
as we can,” said de la Rosa. “The wind is making 
it tough since we’re targeting bottom feeders.”  
With the Bay King anchored in 27 feet of water 
across from the Boca Chica dunes, passengers 
began casting heavily weighted lines baited with 
squid. “The bait is going to move and attract 
fish who detect the vibration.”
 “I enjoy the smiles that are on people’s 
faces,” said de la Rosa, smiling himself, happy 

to be on the wa-
ter.  As one of six 
licensed captains 
who take out boats 
in the Osprey 
fleet, he gets paid 
to bring his cus-
tomers to where 
the fish are biting, 
to fish with them 
when possible and 

to get people safely back to harbor. “This boat 
is busy year around.   During the summer we 

“It’s cheap entertainment.  You 
see pelicans and dolphins, and 
at the end of the day you get 
fresh fish.” 

--Patrick Murphy



3301 N 23rd Street
McAllen, TX
956.686.1286

WWW.FLAMINGOBOWLONLINE.COM

th
e

 b
e

st Holiday

Plan a holiday party that 
your employees will love!
We have packages that 

fit all budgets!

Parties

Call today to plan 
your party!

he said.  During the summer, fishermen on 
board have come from all over Texas, includ-
ing the Valley. In the winter, his customers are 
Winter Texans, who wisely have given ice-fish-
ing a pass. 
  In the middle of the spectrum are the 
thousands of Valley fisherfolk, male and female, 
young and mature, who believe that a bad day 
fishing is better than a good day working.  

Expert Guides
 Licensed fishing guide Randy Cawl-
field and his wife Lydia bought the Kingfisher 
Inn and Guide Service in Arroyo City in 2007.   
“We’re known on the Texas coast as the premier 
fly fishing destination, not because were fancy 
or have over-the-top amenities,” Cawlfield said.  
“Scott Sparrow (previous owner of the King-
fisher Inn) and I have carved out a niche and 
know how to fly fish the bay. “  Cawlfield de-
scribed his typical clients:  male, professional, 
short of time and typically from Austin, Hous-
ton, San Antonio or out of state. Their goal is 
to spend three to four days fishing for redfish 
and speckled trout on the Laguna Madre.  They 
want to arrive and have the details taken care of 
so they can fish. Cawlfield, who grew up fishing 
and hunting in Brownsville, arranges it all. 
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double up on our schedule.  The bay is a con-
stant resource.  Big and little fish migrate in and 
out with tides.  In the fall, we get people from 
the Valley with a few vacationers. You’ll see the 

Bay King out on water more often than others.”  On 
slower days in slower seasons, other charter compa-
nies refer anglers to the Bay King, which requires a 

minimum of 
six to go fish-
ing. “Every day 
is Saturday for 
me,” added the 
good-natured 
deckhand.
 The Os-
prey fleet used 
to be strictly 
fishing charters, 
but when de-
mand grew for 
Port of Browns-
ville trips and 
dolphin watch 
trips, the com-
pany expanded 
to become a 
“one-stop shop” 
for water enter-
tainment. It is 

becoming affili-
ated with Schlitterbahn, de la Rosa added. 
 Passenger Mike Zarletti, a Winter Texan, 
went out on party boats eight times 
last season.  He, like many char-
ter boat fishermen, finds it easier 
than owning a own boat and doing 
all the maintenance. Instead, they 
just hop aboard and fish.  Also on 
board, Cheryle and Gary Hack of 
Tucson decided to try fishing on 
the last day of their stay on the Is-
land. Early on, she landed a larger 
whiting with a big bite out of it.  
“Shark bite.” 
 Fishermen everywhere love 
to tell fish stories.  De la Rosa 
mentions that recent trips have 
brought up octopus, mangrove and 
lane snapper, moray eels and eagle 
rays.   He recalled having seen a 
30 foot long whale shark shadow a 
deep sea fishing boat. Over on the 
jetties, families and individuals are 
fishing on the jetties.  They are en-
joying a combination of solitude, 
dolphin watching and fishing suc-
cess.
 Patrick Murphy, who with 
his brother and mother, operates 
Captain Murphy’s Deep Sea Fish-
ing charters and bay fishing, which 
was started by his father in 1961. 
“It’s cheap entertainment.  You see 
pelicans and dolphins, and at the 
end of the day you get fresh fish,” 

From the deck of their Kingfisher Inn, Randy and Lydia Cawlfield 
watch the Arroyo Colorado flow past.  (Courtesy)

This Dallas angler, flyfishing the Laugna Madre 
with guide Randy Cawlfield, brought in a hefty 
redfish.  (Courtesy)



Locally Approved Loans
All processed here in the valley

Your Kind of Bank. Your Kind of Banker.

956.631.7890
www.riobk.com Member FDIC.

Take advantage of our
experience and flexibility.
Talk to a Commercial loan off icer today 
to see how we can help meet your 
business needs.

RIO-12-026.VBR-Nov12.F.indd   1 10/12/12   2:00 PM

hunters.  But the business slows down when the 
winter hits. “In January and February, I discour-
age anglers from coming down here,” Cawlfield 
said. But by mid-March, when the northers 
have ended, the familiar sign is up again: Gone 
Fishing. 

 “We fish in 12 inches of water or less. 
Most of our clients have fly fished all over 
the world and are catch and release,” said the 
tanned guide. He noted that occasionally an 
angler will bring home a fish for dinner at the 
inn.  Those who have fly fished along the Texas 
coast have told Cawlfield that the Laguna Ma-
dre has the clearest water and the firmest sand 
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Captain Tommy De La Rosa shows Bay King anglers 
how to work the bait.  (Courtesy)

footing for wading.  “As a clear sight fishing destina-
tion in Texas, we are the end of the road (as in the pot 
of gold.)  It doesn’t get any better than this.” He works 

with three other guides (each 
with his own boat) as needed to 
handle the fishing parties that are 
booked into Kingfisher 
Inn.
 The Cawlfields now 
operate the Kingfisher 
Inn from three build-
ings with one large lodge 
that can handle up to 10 
along with two smaller 
lodges.   Lydia Cawlfield 
is in charge of hospitality 
and oversees the evening 
meals at the lodge for 
larger groups. “It allows 
us to interact with the cli-
ents. We have a good time 

getting to know them,” she 
said.  The full package for larger groups, she 
joked, includes waking them up in morning 
and tucking them in at night.
 Kingfisher Inn and Guide Services 
keeps well-booked solely through recommen-
dations and a strong internet presence. Cawl-
field offers “cast and blast,” a combo for duck 

Lydia Cawlfield oversees hospitality and meals for 
the fly fishermen staying at Kingfisher Inn in Ar-
royo City.  (Courtesy)



For more information, contact South Texas College at 
956-872-6150 or otrevin3@southtexascollege.edu.

Continuing, Professional, and Workforce Education at STC
http://cpe.southtexascollege.edu/
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The Art and Science of Property Appraisal
By Eileen Mattei
 “The appraiser can predict the general 
real estate market with much greater certain-
ty than he can the value of a specific piece of 
property. Real estate appraising is an art, not a 
science,” said Joe Patterson, who heads Aguirre 
& Patterson, Inc., Hidalgo County’s largest ap-
praisal company.  He explained that an apprais-
al applies the laws of probability to real estate 
transactions. “An appraiser estimates the mar-
ket value of a property based on how much it 
will most likely bring if it is exposed for sale on 
the open market allowing a reasonable time for 
buyers to inspect and investigate before making 
their offers.” 
 Not everyone agrees with an apprais-
er’s opinion, of course. “If both sides are mad 
at me, I know I’ve done a good job,” Patterson 
said, who has had bank presidents question his 
numbers. “I can’t take it personally or I’d never 
work.”
 The Baylor graduate, who has over 41 
years in the field, now spends much of his time 
as an expert witness in the courtroom and in 
arbitration hearings. Those primarily involve 
commercial properties whose valuation is con-

tested during eminent domain condem-
nations, foreclosures, estates in probate 
and divorces.  
 Patterson credits his first years as 
an appraiser, when he worked with a Bay-
lor law professor-appraiser, for giving him 
a remarkable grounding in the industry. 
In 1986, Patterson opened his office in 
McAllen. Today Patterson is the sole pro-
prietor of Aguirre & Patterson (Adelberto 
Aguirre opted out of an ownership stake) 
which employs 14 appraisers. 
 Patterson defined market value as 
the price of a property when the seller is 
not under any stress to sell. But a wait-
and-see perspective is not common. For 
example, a relocation company will pur-
chase a home with the condition of selling 
it in 60 to 90 days, Patterson explained.  
“We determine what will motivate an un-
motivated buyer to buy within 90 days.”  
That is where the appraiser’s art comes in 
as Patterson applies what is called forecast-
ing, giving this scenario:  “For a $1 million 
house, it’s going to take two years to sell.  
What is the cost of holding it for one year 

With all necessary data online, appraiser Joe Patterson no longer 
uses these surveys and maps that were once essential to his work.  
(VBR)



MCALLEN  
MEDICAL CENTER 

Nga Goodahl, DO
 MCALLEN MEDICAL CENTER 
 EMERGENCY MEDICINE PHYSICIAN

I wouldn’t want to  
go anywhere else.

After taking a bad fall while home alone, McAllen ER physician  
Dr. Goodahl insisted on being taken to the hospital’s trauma center. 

“Because I work there, I know we do trauma very well,” she said. 

After surgery and rehab to successfully treat two  
dislocated cervical discs, Dr. Goodahl recovered quickly.  

“I was improving so fast, I surprised the rehab doctors,” she said. 

Learn more about our emergency services and  
trauma care at www.mcallenmedicalcenter.com

Physicians are independent practitioners who are not employees or agents of South Texas Health 
System. The system shall not be liable for actions or treatments provided by physicians.

and nine months?  Subtract that amount from 
the one million price.” The resulting number is 
the appraisal price in that case.  Patterson is one 
of the few who use forecasting, although more 
companies are adopting his methodology.
 “We do have to come up with an ex-
act number.  An appraisal does not necessarily 
set the price to be paid. It cannot be proven. It 
is not guaranteed,” Patterson has written in an 
often-cited article.  Instead, an appraisal should 
form the basis of negotiation between the own-
er and the prospective purchases. Ultimately, 
the “prices paid often reflect sentiment, com-
passion, bias, politics, personal interest, specific 
needs, lack of understanding and other factors 
not considered by the impartial appraiser.” 

Local Outlook
 The local economy hasn’t come back 
completely, but the Valley probably had less 
property value fluctuation than most places, 
Patterson said. “Texas is more stable than most 
states, and the Valley might be one of the more 
stable places in Texas. Land in my own opinion 
has remained stable and improvements have 
fallen off a little bit but not much.  I don’t think 
now is the time to sell.  It’s a buyer’s market.  It 
may take longer to sell than you’d like.” Never-
theless, Patterson believes that the local medical 
community is growing faster than most other 
areas, as seen in the increased number of doc-
tors’ offices, small hospitals and long term care 
facilities.
Even during the downturn, with curtailed 
property sales, Aguirre & Patterson didn’t lack 
for work because of the number of divorces and 
foreclosures that required property appraisals.  
 Before coming to the Valley, Patterson 
had been an instructor at Hill Junior College 
and Baylor.  He continued pro bono teaching 
until recently, working with Diana Solis at Se-
curity First Credit Union and attorney Tom 
Wingate to explain to different groups what 
to look for in a mortgage and other aspects of 
property ownership.  “I’ve always been a big 
advocate of helping people understand the ap-
praisal district,” he added.  
 Over the years, a more stringent, regu-
lated structure has been applied to the appraisal 
industry.  Now AMCs (Appraisal Management 
Companies) are an appraiser’s clients, instead of 
the buyer or seller, in order to establish an arm’s 
length transaction. 
 Aguirre & Patterson, which years ago 
hired the Valley’s first female appraiser, today 
has six Certified Residential Appraisers, five 
Certified General Appraisers and an MAI, SRA 
designated appraiser.  In two years, Texas will 
require a B.A. of anyone intending to become a 
certified general real estate appraiser.



Nancy Reed.  (Courtesy)
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Q&A  Staffing
 Nancy Reed had worked in Human 
Resources for seven years before she became 
the owner of the Express Employment Profes-
sionals franchise in Cameron County in 2006, 
prompted by her positive interactions with 
the staffing agency.  Reed described herself as 
matchmaker, a person who enjoys getting the 
right employee paired with the right business.  
She discussed changes in the staffing industry 
world with VBR’s editor. 

Q  Flexible staffing has replaced the word 
‘temp’ in the HR world. Is that segment ex-
panding?
A  We’ve noticed that hiring for flexible staff-
ing is really growing.  In the last three years, 
more and more industries are saying ‘Let me 
give it a try.’ Our clients are reluctant to hire for 
the long term, but they need more employees.  
With flexible staffing, they are able to supple-
ment their core staff to complete a project, to 
handle a seasonal surge or to respond to a new 
wave of orders.     

Q  Who is using flexible staffing now?
A  Almost all industries are turning to flexible 

staffing.  Retail has been a strong new field in the last 
two years, particularly in the last quarter when retail-
ers need seasonal sales and inventory staff.  That has 
been great for us, because we have applicants skilled 
in inventory and sales.  We screen and verify each 
candidate’s skills and suitability for the position.  In 
addition, small medical and dental offices are notice-
ably growing and finding out they need more medical 
office specialists, front office staff, medical assistants, 
phlebotomists, coders and billers.  

Q  Why has there been this shift away from perma-
nent employees? 
A  Businesses don’t know what new taxes and regu-
lations they will have to cope with in the next year. 
That uncertainty stops them from taking on perma-
nent employees.  Also companies are so busy that they 
turn to us to save time and money. They like the idea 
of outsourcing to an expert in hiring. 

Q  What other options exist for companies who need 
more employees temporarily?
A  Contract staffing is a solution for longer assign-
ments in professional support positions such as ac-
counting, buyers or mid-level managers.   To retain 
the talent in these positions, we provide extended 

benefits such as health coverage, 401k, vacation 
and holiday pay.

2290 W. Pike Blvd. Suite 100 - Weslaco, Texas 78596
info@davisequity.com          www.DavisEquity.com

(956) 969-8648

CJ works primarily as a sales and leasing agent 
with Davis Equity.  CJ is a McAllen native, a 
graduate of Mcallen Memorial, and a 2007 

graduate from Texas A&M University.   CJ knows 
the Valley.  He, along with each member of the 

Davis Equity team, brings considerable 
knowledge and experience to each transaction.

C.J. Trevino

A Full Service Commercial 
Real Estate Brokerage Firm



(956) 580-3030
4206 San Gabriel 

Mission, TX 78572
For Information Email 

SanPedroLeasing@yahoo.com

a t   S h a r y l a n d   P l a n t a t i o n
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Q  There has been a shift in what was called 
the probationary hire.  How does the Evalua-
tion Hire you offer help employers?
A  An Evaluation Hire lets you observe a candi-
date working with your crew for three months 
before deciding to make them a part of your 
team. It’s a risk-free way to ensure you end up 
with the perfect fit for your company culture.  
It reduces turnover by allowing both parties to 
confirm – or not - that the personalities and 
business ethics are a good match. 

Q  Do you also serve as a headhunter?
A  The Direct Hire searches for and vets CEO 
and executive level candidates. We understand 
what the executive position requires and then 
supply three potential employees for interview-
ing by our client. 
  
Q  How do companies benefit from outsourc-
ing many HR functions? 
A  Because I have been in their shoes, I know 
HR is a very detailed oriented field. Using a 
flexible staffing company reduces a business’ 
time and money spent on interviewing job ap-
plicants, training them and paying benefits.  
But whatever agency you use, do your home-
work as an employer. Visit each to make sure 

they have good screening processes as well as workers 
comp and other coverage. 

Q  How do you go about matchmaking?
A  You have to look beyond the résumé to understand 
the applicants’ skills sets and what they each have to 
offer and what they want to do.  Some may not have 
put together a résumé for years. We can help with that 
and provide free training to brush up their skills.

Q  What does the future hold?
A   I’m always looking at stats to prepare for our fu-
ture. We build long-term relationships with clients, 
and they come to depend on us to supply solutions.  
Even when things turn around, they will be used to 
the value we bring as a business partner. 
 
Q  Do you think it is easier to be successful as a 
franchise owner?
A  Clients are not going to come to you.  You have to 
go find them. You have to get out there and work, but 
there are opportunities for everyone to succeed. With 
Express, I own my company but I also have their cor-
porate resources, their experts in legal and marketing, 
backing me.  The benefit of this franchise is there is 
always a coach.  We are part of a team.   
 I help people find a job. What is more re-
warding that that?

Staffing Facts
2.80 million people are employed by staff-
ing companies every business day.

12.9 million temporary and contract em-
ployees are hired by U.S. staffing firms over 
the course of a year.

79% of staffing employees work full time, 
virtually the same as the rest of the work 
force.

77% of staffing employees say it’s a good 
way to obtain a permanent job.

80% of staffing clients say staffing firms of-
fer a good way to find people who can be-
come permanent employees.

90% of staffing companies provide free 
training to their temporary and contract 
employees.

65% of staffing employees say they devel-
oped new or improved work skills through 
their assignments.

Source: American Staffing Association
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Hollon Oil Transitions to a New Era
By Eileen Mattei
 For a company that started in the 
1940s with Harry Hollon selling motor oil to 
farmers from the trunk of his car, Hollon Oil 
Company today is at the fore of major changes 
effecting the Valley’s trucking industry.
    “What we are concentrating on is a 
new product in the market called DEF or Die-

sel Exhaust Fluid,” said Bill Hollon, president of the 
fuel and lubricant wholesaler founded by his father 
Harry.  “As part of the 2010 EPA emission standards, 
new diesel truck engines require DEF as part of a Se-
lective Catalytic Reduction (SCR) system to reduce 
emissions and increase mileage.  By 2015 every new 
diesel engine – including those in tractors, pickups 
and stationary engines -- must use DEF. Without the 

DEF, the engine will shut down.”  
 The SCR system injects 
DEF into the exhaust stream in 
front of the catalytic converter where 
it hydrolyses to ammonia and starts 
the chemical process of converting 
the harmful nitrogen oxides in the 
exhaust into harmless nitrogen and 
water vapor.  The DEF is consumed 
at an average ratio of 3 gallons to ev-
ery 100 gallons of diesel fuel.
 Hollon Oil Company, based 
in Weslaco since 1984, is a desig-
nated terminal for DEF supplied 
by TerraCair, a leader in the field.  
Hollon receives DEF shipments in 
20,000 gallon rail tank cars and then 

either packages it in 330 gallon plastic containers or 
delvers it in bulk to their larger customers, carefully 

documenting the handing and delivery proce-
dures.   
 “There is a great deal of confusion in 
the marketplace about DEF because it is new,” 
Hollon said.  “While DEF has been used in 
Europe for years, we’re spending a lot of time 
and effort to get people here familiarized with 
it. The handling of the product is extremely im-
portant on the end-users’ side.  DEF can only 
touch plastic or stainless steel without getting 
contaminated.”  
 Consumers who buy the product need 
to be fully educated so the SCR system isn’t 
damaged, Hollon explained.  Hollon Oil has 
set up open training classes for individuals who 
will be using DEF. If customers are not han-
dling the product correctly as they refuel their 
vehicles, they will have problems down the 
road, he said. 
  Given its position as a termi-
nal, Hollon expects to be supplying DEF to 
other regional distributors.  Hollon is still in 
the process of getting appropriate DEF equip-
ment into the company’s inventory:  bringing 
in larger storage tanks and buying another 
tanker trailer to deliver the product. 
  Meanwhile, Hollon Oil con-

Bill Hollon and Steve Wilson keep Hollon Oil 
Company moving forward and adapting to 
changes in the marketplace.  (VBR)

For more information, contact South Texas College at 
956-872-6150 or otrevin3@southtexascollege.edu.
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tinues to thrive by selling fuel and oils to its 
traditional wholesale markets, the commer-
cial and industrial accounts which include 
over-the-road freight companies, local fleets, 
car dealerships, oil change centers, farms and 
ranches. 
  Bill Hollon grew up in his fa-
ther’s Elsa-based business.  The company was 
incorporated in 1946 and grew to include a 

After starting out by selling motor oil from the trunk of his car, Harry Hollon incorporated his business in Elsa in 1946.  Today Hollon is owned and operated by 
Harry’s son Bill. (Courtesy)

small warehouse and a service station on Highway 
107.  There the young Hollon worked at the car wash 
and unloaded many a truckload of motor oil.  He of-
ficially joined the company in 1968 and took over a 
few years later.
 In the late 1980s, Hollon also took over a 
Harlingen quick oil change business and renamed it 
Oil Can Harry’s, honoring his father who had long 
ago answered to that nickname.  The company built 

three more Oil Can Harry’s stores and took over 
another business, giving them five locations 
spread between Harlingen, Weslaco, Pharr and 
Edinburg.  He noted that the possibility of ex-
panding the business always exists.
 The future of Hollon Oil Company 
looks bright and busy with the third generation 
onboard.  Bill Hollon’s son-in-law Steve Wilson 
is actively involved as general manager.  
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Yoga Stretches
By Lori Vermass
 Yoga and the Rio Grande Valley may 
seem like an odd fit, but Shirley Fleming, 
owner of the Harlingen Yoga Center, is help-
ing to make them a more harmonious match. 
Since opening in 2009, the Center’s member-
ship has increased each year, and its database 
quadrupled. The steady growth accords with 
national trends. According to the Yoga Business 
Academy, 10 percent of Americans now prac-
tice yoga, a ratio that increases an average of 20 
to 25 percent every year.

 Yoga isn’t a religion, said Fleming. It’s a prac-
tice, a physical one that when done correctly, properly 
realigns the spinal column. Suffering from postural 
issues, Fleming practiced the discipline for six years 
before deciding to certify as an instructor when her 
teacher, Deborah Hinojosa, opened the Center (Hi-
nojosa retired as a yoga teacher last year). Recalling 
her early physical struggles, Fleming said, “We misuse 
our spine on a daily basis. It’s just a fact of modern 
life. We’re hunched over our smart phones, our com-
puters, our steering wheels, and that literally collapses 
our chest and shoulders forward, and we can’t breathe 
very deeply.” Once the spinal column is in alignment, 
“everything else in the body tends to fall into place.”
 The effect is quite powerful, said Fleming’s 
colleague, Amy D. Lynch, who has been teaching at 
the Center since 2010. “You feel better inside emo-
tionally. It goes into the depths and layers of your-
self,” a never-ending learning process about calming 
the tensions along with alleviating physical problems. 
“Every day is different on the mat. And that’s what I 
love about yoga—your practice is constantly evolving. 
It’s never the same. Next week I’ll be a different person 
in my practice.”
 Tucked in a cozy suite in the El Mercado 
Mall, Fleming’s two-floor facility, complete with a 
roomy studio, a lending library, and massage therapy 
and aromatherapy consults, comfortably houses ten 
different morning and evening yoga classes spread 
throughout the week. Each class averages about eight 
to ten students, with an emphasis on yogi B.K.S. 
Iyengar’s teachings. The 92-year-old Indian guru fo-
cuses “intently on aligning the body correctly, not so 
much the position of how the posture should look, 
but how to align your body up to accommodate that 
posture,” Fleming said. The approach “relies heavily 
on the use of props,” including “blan-
kets, blocks, bolsters [cylinder-shaped 
cushions], anything we can think of.” 
One of the most popular classes fea-
tures the BackMitra®, a piece of foam 
that, when users lay properly on it, 
helps to hold the shoulder blades back. 
The positioning aligns the spine, and 
thus “stretches open all of the breath-
ing muscles—the chest, the ribs, ev-
erything.”
 Classes are tailored to both be-
ginning and advanced students, which 
has turned out to be a beneficial mix-
ture. “Amy and I are able to do what 
most yoga teachers are not always able 
to do. We can take a class full of a 
dozen people and show each person 
how to do a different posture to suit 
their own body. We don’t have enough 
students in Harlingen to have a class of only begin-
ners. So we’ve adapted our practices and teachings 

to be able to accommodate many people in the 
same class so that beginners don’t feel too over-
whelmed and the advanced ones aren’t bored.”
 Yoga’s physical aspects create a door-
way to the spiritual, but Fleming only lightly 
weaves it into the Center’s practice. Because 
Westerners struggle with spiritual practices like 
meditation, Fleming said she “gives it in little 
snippets,” inserting just a few words during a 
class, or at the opening of a class, but “especially 
in the evenings because people are just coming 
from their jobs.” Whether or not her students 
adopt these methods isn’t the point. “Some 
people will take something from it, and others 
will leave it. And that’s okay. That’s the beauty 
of yoga. Whether you want a physical practice 
or a spiritual practice, here we are. We teach, 
but don’t preach.”
 The client- or student-centered ap-
proach has helped Fleming build a devoted core 
clientele. “One of the greatest compliments we 
hear from our students is ‘Wow, I thought she 
did that class just for me.’” Feedback like that, 
along with the steady increase in membership, 
has only solidified Fleming’s business philoso-
phy as a yoga director. “We have a genuine con-
cern for the people who come to practice yoga 
with us. Yes, it’s a business and we need money 
to pay the bills. But we’re really more focused 
on how we can help you as a yoga practitioner. 
It’s not about can I stand on my head or not, it’s 
about how can I get you to stand on your head. 
We’re here for our students.” 
For more information about the Center’s classes 
and rates, and other local yoga events, see www.
harlingenyoga.com.

Amy Lynch and Shirley Fleming demonstrate a 
yoga position in the tranquil studio of Harlingen 
Yoga Center.  (VBR)

Owner Shirley Fleming welcomes yoga students to 
the upstairs studio.  (VBR)
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Bootstrapping Entrepreneurial Dreams
By Carlos Gutierrez
 Veterans are transition-
ing out of the military in record 
numbers since the drawdown of 
Operations in Iraq and Afghani-
stan began in 2011. For those 
interested in starting businesses, 
access to capital is one of the ma-
jor challenges to realizing their 
entrepreneurial dreams. 
 As these new entrants 
into the economic engine of the 
United States begin their jour-
neys, it is important for them to 
recognize the differences among 
the labyrinth of options for coming up with the 
necessary startup capital. The traditional lend-
ing institution is but one of many options for 
getting the startup capital that they may need 
for their businesses.  For some, micro-lenders, 
crowd-funding and “bootstrapping” are some-
times the best or the only option to accessing 
startup capital. 
 Micro-lenders typically provide financ-
ing amounts of up to $100,000 and offer an ad-
vantage for a high acceptance of collateral but 
with the caveat of a higher interest rate. Crowd-

funding – through plat-
forms such as Kickstart-
er, RepayVets, Sprigster 
and several others -- 
gives veterans the op-
portunity to make a case 
to the community to 
donate to nascent-stage, 
veteran entrepreneurs, 
helping them get their 
businesses up-and-run-
ning. Lastly, “bootstrap-
ping” is a self-sustaining 
process that considers all 
of the resources at hand 

to formulate a business model that outlines a way to 
get started with the least amount of capital injection. 
 “Bootstrapping” is not about cutting corners 
or about giving business customers less than they re-
quire.  It is about recognizing the reality of the start-
up’s assets and finding the best way to leverage them.  
It very often considers factors such as renting instead 
of building, leasing instead of buying equipment, and 
keeping initial staffing costs as low as possible.  There 
are many other aspects to be deliberated as well, but 
the important thing to remember about this strategy 
is that it may allow aspiring, veteran entrepreneurs 

opportunities to get their foot in the door and 
start operating their businesses much more 
quickly.   
 As they transition from the military 
to civilian life, business ownership is just one 
option that veterans can consider as an oc-
cupation. For guidance on how to get started 
and in choosing the best financing method for 
a business, veterans can call their local UTPA 
Veterans Business Outreach Center at (956) 
665-8931 for business technical assistance and 
training.  

Carlos Gutierrez is the director for The University 
of Texas-Pan American Veterans Business Outreach 
Center (VBOC), a component of the Business De-
velopment & Innovation Group at The University 
of Texas-Pan American (UTPA) in Edinburg. His 
expertise includes technology commercialization 
and retail operations/logistics. Gutierrez served 
in the Marine Corps during Operation Endur-
ing Freedom/ Iraqi Freedom and holds a Bachelor 
of Business Administration in Management from 
The University of Texas - Pan American, an MBA 
from The University of Phoenix, and a Master of 
Science in Technology Commercialization from 
The University of Texas at Austin.
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Your Business and Healthcare Reform 
By Eileen Mattei
 Remember that old PSA? This is your 
brain. This is your brain on drugs. Apply the 
same imagery to your business and your busi-
ness on the Affordable Care Act.  A good num-
ber of business owners are going end up with 
brains either fried, scrambled or stressed out 
from determining how to deal with the new 
bureaucracy. 
 Stacy Wilson, Associate General Coun-
sel of the Texas Hospital Association, talked 
to a receptive 
audience of 
business own-
ers and man-
agers at Knapp 
Medical Center 
about some ef-
fects of the Af-
fordable Care 
Act (ACA) on 
their compa-
nies and their 
employees. 
 Currently 51 percent of Texans receive 
their health insurance coverage from their em-

ployers.  The ACA became effective in March 2010 
and is being phased in over the next 10 years.  In 
January 2013, employers must send out W-2s which 
include the amount the employer paid for the individ-
ual’s health insurance in 2012. This 
step was designed to provide trans-
parency on the cost of health insur-
ance. The employee will not have to 
pay taxes on these premiums. 
 Small businesses, defined 
here as those with less than 50 

full-time employ-
ees (FTE), play by 
a different set of 
rules under ACA. 
Those employers 
do not incur any 
penalty if they pro-
vide no coverage.   
But to encourage 
small businesses to 
provide coverage, 
inducements were 
created.  Employers 

with 25 or fewer employees at an 
average wage below $50,000 who 

do provide at least half of employees’ health in-
surance coverage are eligible for a 15 percent 
to 35 percent tax credit.  Wilson cited an IRS 
statement.  “Since the amount of the health in-

James Summersett III, President/CEO of Knapp Medical Center and 
Stacy Wilson of the Texas Hospital Association brought the topic of 
“What every business owner should know about healthcare reform” to 
Valley managers and company owners.  (VBR)

“It is estimated that two 
million Texans will be 
covered by the Exchange.  
Most of them will get some 
type of subsidy to buy cov-
erage.”

--Stacy Wilson
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surance premium payments are more than the 
total credit, eligible small businesses can still 
claim a business expense deduction for the pre-
miums in excess of the credit.  That’s both a 
credit and a deduction for employee premium 
payments.”  If the employer did not owe tax 
for 2012, the credit can carry backward or for-
ward.
 For larger businesses that provide 
health insurance, it gets more complex. If more 
than 30 of your employees get premium tax 
credits or cost-sharing subsidies because their 
total FAMILY income is less than 400 percent 
of the federal poverty level, your penalty begins 
at $2,000 in 2014.  That’s when the employer 
provides “acceptable” coverage.  For less than 
“acceptable” coverage, the employer’s penalty 
begins at $3,000, and the penalty amount is 
slated to increase each year.  
     Wilson said the 2013 Texas Legislative 
session will discuss if the State or Federal gov-
ernment will operate the mandated Healthcare 
Exchange.  “It is estimated that two million 
Texans will be covered by the Exchange.  Most 
of them will get some type of subsidy to buy 
coverage.” Exchanges will offer different levels 
of insurance, which on first review appear to 
restrict coverage.  There will be separate Ex-
changes for small businesses and for individu-
als.  People in Austin believe Medicaid should 
not cover able-bodied adults, Wilson noted, so 
that topic will also be hotly debated.
 The Texas Department of Insurance is 
working on choosing eligible Exchange plans 
with 10 specific benefits, Wilson said.  Em-
ployees’ premium tax credits and subsidies to 
purchase Exchange coverage are available on a 
sliding scale for incomes below 400% of pov-
erty level, which is currently $76,360 for family 
of three. 
 While businesses can still deduct health 
insurance premiums for employees under 65, 
in 2013 they won’t be allowed to deduct the 
equivalent Medicare Part D payment for em-
ployees over 65.  
 The individual mandate (and employer 
penalties) begin in 2014. Adding to the confu-
sion will be the drive to reduce payments to 
healthcare providers, grandfathered plans, and 
the facts that the undocumented remain un-
covered and that low income individuals incur 
no penalty for not having insurance coverage.
 “Obviously there’s a lot of stuff we 
don’t know yet.  This gives you a taste of the 
law,” Wilson concluded. She recommended an 
adult beverage for those tackling the intricacies 
of the ACA and trying to integrate it into their 
business.
 Further information is available at the 
website healthcare.gov.



the management of acute change in resident 
condition. Tait said the constant awareness 
and communication helps them, working 
together, to prevent medical conditions 
from worsening, therefore avoiding recur-
rent visits to the hospital. 
 Tait and his staff work diligently at 
providing the best clinical care for short- 
and long-term care residents. A main goal 
is to return patients to their prior level of 
function through multiple treatments. Re-
tama’s therapists visit the homes of new pa-
tients to identify challenges that could face 
the patient who will return home. This helps 
therapists deliver specific and personalized 
care plans while the patients are in Retama 
Manor. Retama Manor has scored very well 
on the Quality Metrics (QM) component of 
CMS’s 5-star rating, ranking them very high 
at a national level, according to Tait.
 High-end computerized tracking 
equipment and continuous onsite train-
ing for all employees has been the key to 
the facility’s success. Retama Manor reflects 
the high level of care and attention that pa-
tients receive. Absent are unpleasant odors 
sometimes associated with long-term care 
facilities. With 154 beds, 14 private rooms, 
a separate private wing for short-term reha-
bilitation patients, and a gym featuring first 
class equipment and technology, Retama 
Manor of Harlingen has established itself as 
one of the best in the region. 
 Tait, who has been the facility’s se-
nior administrator for six years, believes 
there is a way to grow old gracefully. “We 
encourage our residents to share their life 
experiences with others, and we encour-
age them to pursue their dreams.” Retama 
Manor is assisting a resident’s dream of par-
ticipating in the upcoming Ms. South Texas 
Senior Pageant “Celebrating the Age of El-
egance” to be held in Harlingen in Febru-
ary 2013. Another resident’s poetry book 
will soon be published, and a group of 25 
residents actively participate in the facility’s 
resident council, to which Tait attributes 
much of Retama Manor’s success. 
 Among Retama Manor’s major as-
sets are the ability to accommodate short- 
and long-term patients and a good transi-
tion from home by identifying individual 
needs. While most people prefer that loved 

Blue Ribbon Act at Retama Manor
of the largest providers of short-term and long-
term healthcare services in the United States. The 
company is committed to providing first-quality, 
individual care while respecting the dignity and 
the rights of residents. 
 Retama Manor Senior Administrator Jeff 
Tait said the Blue Ribbon award was launched 
in 2006 as a comprehensive employee rewards 
program to identify and reward best practices 
through an internal competition. Facilities are 
motivated to distinguish themselves in the areas 
of clinical care, respectful culture, a clean and safe 
environment, customer service and efficient busi-
ness practices. The financial recognition of exem-
plary performance raises employee morale while 
creating pride in the workplace. 
 “Good communication has been the 
key,” Tait said. “We emphasize communication 
between our staff and our residents’ physicians, 
their families, and most importantly between 
our staff and the residents.” His statement is con-
firmed by the suggestion forms available to every-
body throughout Retama Manor. One of these 
forms is titled “Stop and Watch” by INTERACT, 
a quality improvement program that focuses on 

By Nydia Tapia-Gonzales
 Take $90,000 in awards from 
a best practices program and distribute 
it equally among 130 employees. That’s 
what happened at Retama Manor, which 
has three skilled nursing facilities in Har-
lingen, when it received the Blue Ribbon 
for performance from Sava Senior Care, its 
parent company. Sava Senior Care is one 

18   Valley Business Report     November 2012

GET 10 MBPS INTERNET
            FOR ONLY  99$     .95

PER MONTH
when bundled with phone with a 2 year term

CALL FOR YOUR
FREE QUOTE TODAY!

(956) 648-0813

5801 N 10th, Ste. 300      2600 E. Grif�in Pkwy.
McAllen, TX 78502           Mission, TX 78572

Let us be 
your trusted 

choice for 
business 

or personal 
insurance!

432-0888686-3888
www.shepins.com

Staying active is an important part of the daily life 
at Retama Village.  (Courtesy)



November 2012     Valley Business Report   19

ones live in a 
private room, 
this may not al-
ways be the best 
option. Not ev-
erybody is ready 
to live alone, a 
fact which Tait 
and his staff rec-
ognize. A per-
sonalized and 
thorough re-
view aids them 
in the selection 

of roommates.   
 “Our residents are very happy here. 
They have new friends, enjoyable activities, 
daily exercise. They are surrounded by the 
love and care of the staff.”
 Tait’s job is not easy, for it requires 
his attention every day of the year. He finds 
inspiration within his church and loves sup-
porting his community. He enjoys meeting 
people in his industry to share experiences 
and to learn from one another. For now, 
Tait and his staff are enjoying their Blue 
Ribbon while maintaining Retama Manor’s 
continued success.  

Jeff Tait.  (Courtesy) Heating the Economy
Special to VBR
 The sheer numbers of Winter Texans --ap-
proximately 140,000 visitors or enough to populate a 
city the size of  Brownsville --  change the dynamics of 
Valley communities starting right after Thanksgiving.  
According to a study by UTPA, Winter Texans last 
season had an economic impact on the Valley of $751 
million.  
 Winter Texans shop at Valley groceries and 
boutiques, employ appliance repairmen and  plumbers, 
visit attractions and take charter fishing trips, patron-
ize pharmacies and get flu shots, take conversational 
Spanish classes, volunteer in schools and hospitals, 
and regularly go out to eat. Retirement communities 
and RV parks spend money to print brochures, create 

signage, upgrade facilities, and host countless 
activities and events.  What do Winter Texans 
like to do? Pretty much everything all retirees 
do.  
 The mild winter climate, affordable 
cost of living and the welcome implied by the 
name Winter Texan are what channel north-
erners to the Valley instead of larger, alternative 
destinations in Florida and Arizona.  The Valley 
as a whole has taken this market for granted for 
many years, but Winter Texan demographics 
have been changing.  Now is the time to com-
pete and work to retain and grow this lucrative 
market.

Winter Texan Statistics
A past UTPA study of Winter Texans visiting the Rio Grande Valley during the winter found:

Travelers pumped nearly $340 million into the Valley economy.

The presence of Winter Texans was credited with creating nearly 8,000 local jobs. 

Thirty-six percent of the winter visitors volunteered their services to local nonprofit organizations.

The typical Winter Texan couple lived in an RV or motor home, hailed from the Midwest, stayed 3.5 months 
in the RGV, completed their tenth trip to the Valley and planned to return next year.
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and the like are major users of the payment 
plan that charges a flat fee and operates under 
Check 21 rules, with the consumer putting 25 
percent down.  The merchant receives their full 
payment upfront.   

Business Credit
 How do you build business credit sep-
arate from personal credit, so you don’t have 
to provide a personal guarantee or your Social 
Security number when your business applies 
for a loan?  Few bankers and CPAs know how 
to establish business credit, Cooper said.  And 
that knowledge gap and lack of access to capi-
tal inhibits many small businesses from grow-
ing.  “A big portion of the economy is being 
ignored. When companies have money, they 
can expand and grow ,” he added.  
 Access to business credit opens up 
a world where loans cost less in interest and 
fees and owner’s liability is reduced. FMCred-
it charges a flat fee for coaching a business 
through the multiple, little known steps of es-
tablishing its own credit scores.  FM supplies 
the coach for a year. “We try to build business 
credit within the first six months,” the CEO 
said.  The company guarantees if you follow 
the program for 12 months that you will be 
eligible for a minimum of $50,000 in business 
lines of credit or loans from commercial banks.   
“After five months, one applicant got $10 mil-
lion,” said Cooper, whose company has guid-
ed thousands of companies to business credit 
scores.  
  Business credit scores meet bank cri-
teria for loans, beyond their personal caps on 
loans. Lenders  view those businesses as a more 
sophisticated borrower. 
 “When we meet with our clients, 
it changes their whole outlook,” said Kathy 
Payton, now co-president of Fifth Manhattan 
RGV division. She was so impressed with Coo-
per that she had her husband’s business, Danny 
Payton Electric, become an FMCredit  client.  
“Owners tell me ‘I’ve been looking for some-
one like you to separate my personal credit 
from my business.’  Bankers haven’t told them 
any different or that there’s a road map to build 
business credit.”  
 Cooper, who noted that FMCredit  
has been an A+ accredited business for five 
years, said there are over 500,000  lenders in 
the U.S., but  only 1,000  of them report to 
business credit files. “We’re here to educate and 
to offer a great product at a great price.”
 Fifth Manhattan RGV is located at 
1219 East Harrison, Harlingen. The number is 
888-642-2310.

5th Manhattan
By Eileen Mattei
 Business owners are looking for three 
things, according to John Paul Cooper, CEO of 
Fifth Manhattan.  “They want something that 
will increase their sales, something to grow the 
business, and  something to cut costs.” Fifth 
Manhattan, which Cooper founded 10 years 
ago, has grown into a national corporation by 
providing small companies and Fortune 500 
names with business services that meet those 
criteria. Last year, one Fifth Manhattan (FM) 
service alone handled $10 billion in managed 
electronic commerce, processing credit card 

charges for numer-
ous banks.  
 In 2012, 
twenty-five years 
after Cooper gradu-
ated from Harlin-
gen High School 
and headed to Texas 
A&M for degrees in 
chemistry and biol-
ogy, he returned to 
the Rio Grande Val-
ley to expand Fifth 

Manhattan services into the region.  In the interim, 
Cooper had exceled in entrepreneurship, developing 
several successful restaurant concepts, including Fox 
& Hound.  In 1998 he was introduced to the business 
services industry.  “I wanted to get into something 
that would expand the economy and add jobs. This is 
a great business to be in to help people out,” he said.
 Fifth Manhattan provides three main busi-
ness services. Cooper explained that two are “blue 
ocean,” or innovative:  FMCredit, which builds busi-
ness credit and FMPay for payment solutions.  The 
third service, merchant processing of credit cards, is 
“red ocean,” meaning countless competitors. Yet Fifth 
Manhattan has become one of the largest processors 
in the nation. 
 Cooper realized that some businesses were 
losing customers because they had no way to offer 
them terms for big ticket items. He created FMPAY to 
provide a business’s customers with an alternative pay-
ment system for amounts up to $5,000 paid within 
12 months.
  “The economy has changed a bit,” Cooper 
acknowledged, noting that his is the only company 
in the U.S. that offers this check-based service that is 
available within minutes of application. Medical and 
dental offices along with retailers, auto repair shops John Cooper.  (Courtesy)
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•Manage difficult HR projects cross-func-
tionally
•Assure company culture can sustain its peo-
ple in a fast-paced business
•Retain 50% of employees tendering resig-
nations
•Negotiate solutions cross functionally
•Broad business acumen necessary
•Able to challenge the organizational struc-
ture of the internal client and negotiate 
changes

 The future?  I see the companies that 
implement this model trying to find a balance 
between management, organizational and em-
ployee needs.  Hopefully, HR will no longer 
function as an isolated department, but as a 
valuable instrument in balancing the needs of 
an entire organization including mployees.   
 Has your job title changed yet?  If not, 
save this article, and at the right moment, show 
it to your boss.

Susan LeMiles Holmes is Director of Career 
Services at Texas State Technical College and a 
published novelist.  You can inquire about hir-
ing TSTC graduates by emailing susan.holmes@
harlingen.tstc.edu.

Has Your Job Title Changed Yet?
By Susan LeMiles Holmes
 Remember when Human Resources 
Departments were called Personnel Depart-
ments?  I do, and I experienced the evolution 
first hand.  As a third party recruiter, I got a 
daily dose of what employees and candidates 
thought of the shift, and I watched the warm 
and fuzzy people who loved those touchy-feely 
jobs get burnt out and drift to other careers.  
 Job titles really do make a difference.  
Personnel departments used to be perceived as 
the “hiring department,” the employee’s advo-
cate, the people you trusted, and the human-
izing factor in corporate America.  
 Enter the age of Human Resources 
Management and its cousin Human Capital 
Management.  Hear the difference?  Compa-
nies under pressure from heavy regulation, 
litigation and reporting found their Personnel 
Departments transformed into bureaucracies, 
facilitating paperwork, controlling recruitment 
costs, maintaining files on performance, sys-
temizing processes, serving as the policing arm 
of management and…..counting things.     
 How could HR keep up with the pace 
of business if all systems and policies were 
geared to slowing processes down?  It couldn’t.  
The most incredible experience I ever had with 
a roadblock like this was the time a frustrated 
corporate executive called me and requested 
that I recruit a specific person out of another 
division of his own company!   
 The machinery of his organization 
would not allow his candidate of choice to qual-
ify for the job.  But this same executive could 
contract with a third party recruiter.   After ne-
gotiating an airtight fee arrangement (and he 
agreed to take the heat), I took the assignment 
and collected a fee from a company that already 
employed the successful candidate.  Ridiculous, 
I know.  
 Slowly but surely over 30 years the 
perception changed from friend to foe.  If you 
work in the field of HR, you have experienced 
the quick silence when you approached co-
workers, the plastic half-smiles at the company 
picnic, and conflict with line managers when 
you  implement policies that infringe on their 
territories.  It was impossible to work collab-
oratively in a culture like this.  You heard the 
jokes:

You know you are in HR when your job 
description includes the essential function, 
“Fashion Police.”
You know you are in HR when your social 
skills have decreased to zero.
You know you are in HR when no one in 
the organization is responsible for a task, so it 

lands on your desk.
You know you are in HR when the mail clerk prop-
ositioned the custodian, who blackmailed a man-
ager who is having affairs with two secretaries…and 
all you can think about is unemployment claims.

 Companies want to position the human re-
source function differently in the minds of their em-
ployees.  The word “partner” certainly creates a vision 
of independent entities working from the same side of 
the desk, working collaboratively towards a common 
goal.  
 The new HR Business Partner model will 
be implemented in different ways, defined by man-
agement philosophy and organizational need.  And, 
judging by the twenty-five job postings for HR Busi-
ness Partners I reviewed online, it could be a change 
in name only.  There were only a few noticeable differ-
ences in the essential functions and qualifications re-
quired from the traditional HR Manager/Generalist/
Director.
 However, there were some listed requirements 
that predicted very different intended outcomes as 
seen in these examples previously not common in an 
HR job posting.

•Build strong, trusting business relationships with 
internal customers
•Line management experience preferred



 5601 Padre Blvd.   SPI  
(956) 761-7700     

spicasabella@yahoo.com     
www.casabellaspi.com

Gazebo & Fishing Pier
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Setting the Business Ethics Standard 
By Eileen Mattei
 Small businesses are the backbone of 
the economy and of the Better Business Bu-
reau, according to Dolores Salinas, president of 
the South Texas region BBB located in Wesla-
co.   The Better Business Bureau, which began 
100 years ago, developed best practices for fair 
and honest treatment of customers.  BBB gives 
accreditation to businesses that meet high stan-
dards of trustworthiness, in effect a seal of ap-

proval that con-
sumers often 
rely on.  
 “On a day to 
day basis, peo-
ple call us and 
say they need a 
plumber or an 
attorney. They 
want the names 
of companies 
affiliated with 
the Better Bus-
ienss Bureau,” 
Salinas said.  
“There are con-

sumers who want to do business only with those who 
are accredited by the Better Business Bureau.” From 
tattoo parlors, hos-
pitals and fitness 
centers to attor-
neys and plumb-
ers, approximately 
600 businesses 
have achieved ac-
creditation in the 
south Texas region. 
The local office was 
formed 27 years 
ago by Mary Moad, 
who hired Salinas 
as an inquiry clerk. 
 The BBB often functions as a mediator.  “Our 
mission is to promote ethics and trust between a busi-
ness and its customers.  We walk a fine line to make 
sure both segments of the community are served in an 
impartial manner,” Salinas said. The BBB sees trust 
as a function of two primary factors – integrity and 
performance. Integrity includes respect, ethics and in-
tent. Performance speaks to a business’s track record 
of delivering results in accordance with BBB stan-
dards and addressing customer concerns in a timely, 

satisfactory manner.  “Our complaint process is 
one of the best, one where the business and the 

consumer can air 
their dispute.  We 
can open up lines 
of communication 
to voice their opin-
ions.  We depend 
on the voluntary 
cooperation and 
offers of resolution 
from a business.”
 A business 
doesn’t need to 
be BBB- accred-
ited in order for a 

consumer to inquire about them or file a com-
plaint, which begins the quest for resolution of 
a problem. Salinas said the process is typically 
completed within 30 days.  “If they respond 
and take care of their customer’s concerns, that 
is a positive result, and we report that. We rate 
the company’s response from A+ to F.”  Failure 
to respond results in an unresolved complaint 
in that company’s file. 
  Technology has streamlined the inqui-Dolores Salinas. (Courtesy)

“Our mission is to promote ethics 
and trust between a business and 
its customers.  We walk a find line 
to make sure both segments of the 
community are served in an impar-
tial manner.”

--Dolores Salinas
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ry and complaint process. Last year, Better Busi-
ness Bureau nationally tracked 70 million visits 
to its online directories.  “Definitely, being on 
online has made it much easier and more effec-
tive for consumers to use our services,” Salinas 

Thea and Dan Wylie are the owners of Hamil-
ton A/C, Electric, and Plumbing which won the 
Better Business Bureau’s 2012 Mary Moad Ethics 
Award.  (VBR)

Quick, easy & elegant…
turn almost any vertical 
surface into real stone 

in an instant.
  

Ask us about this month’s 
promotion: A bonus service 

at no additional charge.
  

Exterior and interior 
applications available.

Before

After

Call Us for a Free Estimate!  
956-587-9811          www.RGVStoneCoat.com

said. But we still get calls and visits from people who 
want to talk to someone in person, which we are glad 
to do.”
 The Better Business Bureau doesn’t recom-

mend, endorse or compare 
businesses.  Instead it evalu-
ates businesses against its 
standards.  “And our stan-
dards clearly speak to the 
character and competence 
of an organization,” Salinas.  
Of course businesses that 
have become accredited 
do have an advantage over 
non-accredited ones be-
cause there is information 
available on them.   Not 
every company can become 
accredited.  “We take what’s 
on file about a business and 
evaluate it. It’s like an al-
gorithm, where you place 
(according to factors such 
as type of business, its age, 

the number of complaints, etc.) determines the rating 
you receive.  BBB Accreditation is an honor,” Salinas 
said. 
 The BBB runs scam and fraud alerts, as part of 
its program to educate the consumer and direct them 

For more information, contact South Texas College at 
956-872-6150 or otrevin3@southtexascollege.edu.

to business adhering to ethical practice.   They 
have developed and tested many programs that 
aid consumers.  The national network of BBB 
operations monitors and takes action on thou-
sands of business issues affecting consumers.
 Last year, to mark the South Texas re-
gional office’s 25th anniversary, Salinas initiated 
the Mary G. Moad Ethics Award to recognize a 
business that exemplifies ethical business prac-
tices.  Hamilton A/C, Electric and Plumbing of 
San Benito won the 2012 Moad Ethics Award. 
Thea Wylie, whose father Joe Hamilton start-
ed the business in 1963, said, “To receive this 
award from our local BBB was quite an honor. 
It made us feel justified about the years we have 
devoted to this business.  We belong to five or 
six professional organizations, but that doesn’t 
mean anything to the general public.  Being 
a BBB member  and receiving this award has 
helped us tremendously.  It’s a real representa-
tion of a trustworthy business.” 
 The second Moad Ethics Award com-
petition, open to accredited businesses who fill 
out an essay application available online, runs 
from November to January 18.  The award will 
be presented in April 2014. 
  The local BBB consumer line is 956-
969-1804 or see bbbsouthtexas.org.   
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Golfing and More on the Bay
By Pat Avery McGrath
 For those who enjoy golf, nature, wild-
life, fitness, sunning by the pool or watching 
the world go by from a favorite chair in your 
backyard, the South Padre Island Golf Club 
and Resort in Laguna Vista has become both a 
vacation destination and a home location.
 South Padre Island Golf Club, de-
veloped by The Landmark Land Company, is 
a 1,800-acre gated community that includes 
condos, town houses and single-family homes. 
Amenities range from the championship golf 
course and driving range to the Oak Tree Grill, 
birding sites, two pools, a fitness center, tennis 
courts and nature trails.
 “We offer a championship golf course 
which we are revitalizing after two years of 
drought,” Kris Garcia, general manager of the 
golf course and restaurant, said. “Lack of water 
has been our biggest problem the last couple of 
years. This year’s drought really hurt our course, 
but we have taken aggressive measures to bring 
it back to its original natural character. Land-
mark hired me to restore the natural character 
of the course and to implement improvement 
programs.” Because the restoration stretched 

their resources, Garcia formed the South 
Padre Island Golf Association. Hom-
eowners and 
area residents 
support the 
fundra i s ing 
venture. All 
funds are used 
on golf course 
enhancement. 
 Ga r -
cia acknowl-
edged the 
recent eco-
nomic down-
turn but sees 
signs of im-
provement in 
both real es-
tate sales and 
tourist visits. 
Rental de-
mand is high 
for vacationers from both the U.S. and Mexico. 
Nightly, weekly, monthly and long-term rentals open 
the properties to new and repeat visitors. According to 

Jon Gonzales, rental property manager, sixty-
five properties of various sizes are in the rental 
program. “2012 has been a good year,” he said, 
adding that 2010 was slow, but 2011 began the 
upswing. Renters enjoy the amenities of the 
property. “If people stay in the Harbor, they 
have access to a boat dock. In other properties, 
they do not. All renters can enjoy discounted 
golf.”
 Garcia, who was born and raised in 
Weslaco, started his golfing career with the 
PGA teaching junior golfers. He spent more 
than eight years with the Alamo Golf Club in 
San Antonio, before moving to the South Padre 
Island Golf Club. In addition to his manage-
rial duties, Garcia provides group and private 
instruction for all levels of golfers.  
 The eighteen-hole course has hosted 
Senator Eddie Lucio’s Texas Legends Golf Clas-
sic and many corporate events including those 
for Southwest Airlines and associations such as 
the Texas District Attorneys, Texas Produce and 
the Valley Athletic Trainers.
 The golf course, which has five holes 
right on the bay and overlooking South Padre 
Island, runs along the international wildlife 
corridor. Residents often catch sight of bobcats, 
wild hogs and other animals traveling between 
Laguna Atascosa National Wildlife Refuge and 
the Bahia Grande area. That explains why the 
community is home to the Bay Area Birders. 
According to birders Janet Randall and Mad-
eleine Sandefur, members have recorded sight-
ings of more than 100 species. An outstanding 
birding venue, the property offers freshwater, 

The Harbor at SPI Golf Club offers front door 
docking.  (VBR)



 While staying at South Padre Island Golf 
Club, visitors have access to the fitness center, lo-
cated in the clubhouse, and several fitness classes. Tai 

chi, yoga and water aerobics are offered year 
round with additional classes scheduled dur-
ing the winter season: monthly movie night, 
Texas Hold ‘Em, the birding group, a farm-
ers’ market and a 
book club.
 Garcia said food 
and beverage 
managers, Dan-
ielle Marikos and 
Gigi Gundlach, 
have made the 
Oak Tree Grill a 
popular destina-
tion restaurant 
for residents and 

visitors.
 “We also host pri-
vate parties and provide 
catering for events,” Gar-
cia said. “During the sum-
mer, we offer Friday night 
dinners once a month. 
From November to April, 
it’s biweekly.” The Grill 
offers breakfast and lunch 
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saltwater and grassland habitat. Resacas that 
beautify the landscape provide a home to a va-
riety of species. The group installed benches at 
prime birding spots around the resort and had 
input on Laguna Vista’s new walking trail. They 
sponsor an annual Bird and Nature Fest on 
the first Saturday in March. While the black-
bellied whistling ducks congregate in one loca-
tion, the roseate spoonbills visit another. Like 
the humans around them, they may move from 
one home to another.

Fronting the Laguna Madre, SPI Golf Club provides residents and 
visitors with chances to view roseate spoonbills, ibis and black bel-
lied whistling ducks.  (VBR)

while the bar is open until dusk. 
 Beautiful sunrises over the bay and 
proximity to fishing and water sports combined 
with nature’s serenity have helped complete the 
transformation of a stretch of coastal plain into 
the South Padre Island Golf Club.  

Kris Garcia, SPI Golf Club & Resort general 
manager and golf pro, is rejuvenating the bayside 
golf course.  (VBR)



Businesses           Giving Back 
Businesses Help Put Food on the Table

Bank’s logisitics problem. Some companies ap-
ply other skills. “They have a system and uti-
lize what they have learned or what they do at 
work,” he said. “Not only are they helping us, 
they are helping themselves with team building 
in a different environment.” 
 The Food Bank is a business, Rodri-
guez said, but a non-profit one that puts all its 
income back into operations.  “Volunteers are 
the backbone of our program.” Scout troops, 
students, company teams and individuals 
help out by work in product recovery, sorting 
through donated pasta, oils, juices and canned 
goods, and then packing boxes for delivery to 
pantries.
 For more information, call Omar Ro-
driguez at 956-682-8101, extension 9.

one hundred dollars, we can feed 500,” 
Rodriguez said. To meet the demand 
and spread the word on food insecurity, 
the Food Bank relies on a combina-
tion of contributions from businesses, 
individuals, organizations and govern-
ments. Produce companies, like Nicho’s 
of Edinburg, groceries like HEB and 
Wal-Mart, and restaurants like Olive 
Garden and other Darden brands are 
long-term, key partners.  “The smaller 
businesses, like the Cupcake Factory, 
that don’t have the manpower, go out of 
their way to give us in-kind donations 
of food and drink.  In-kind is nice. Vol-
unteering is good. Donation of equip-
ment and of course cash donations are 
very good.”  
 Some businesses match em-
ployees’ contributions or volunteer hours.  Among 
the other Valley businesses that support the Food 
Bank are T. J. Maxx, Whataburger’s, Macy’s, Best Buy, 
House.Wine., Lone Star Bank, Frost Bank , Chase 
Bank, Feldman’s and BBVA Compass.  Lone Star Na-
tional Bank brought in Jeremy Lin of the Houston 
Rockets to sign autographs for people who donated 
to the Food Bank. ASAP Printing provides in-kind 
event ticket printing.   Produce packers and farmers 
are dependable supporters as well. Hunters participate 
in a Feed the Hungry program by donating their har-
vests of deer and hogs. Rotary clubs pay for the meat 
processing, Rodriguez said, and the meat goes into the 
Food Bank’s large freezer to supplement dietary pro-
tein.   
 Companies can also hold food drives either 
monthly or seasonally. Others sponsor fund raisers, 
donating a portion of the proceeds from 
sales to the non-profit.  For example, 
Costa Messa restaurant has designated a 
Monday of every month to benefit a lo-

cal non-profit, with the Food Bank in 
the rotation of beneficiaries. Rodriguez 
is aware that most businesses operate 
on a slender profit margin and have to 
carefully apportion their contributions.   
“We do our best to market our contrib-
uting businesses through social media. 
We say who has helped us out (with a 
specific donation.)”   
 Rodriguez has also seen groups 
from a business come in and apply their 
experience to their volunteer work.  On 
an annual basis, UPS brings in a global 
management team that volunteers and 
lends their expertise to resolve the Food 

By Eileen Mattei 
 “The Food Bank RGV couldn’t have 
the same impact without the generosity and 
support of local businesses,” said Terri Drefke, 
Food Bank RGV Chief Executive Officer.  “We 
are always looking forward to creating new 
partnerships in our mission to end hunger in 
South Texas.”
 Growing from an emergency food 
pantry started in Pharr in 1983, the Food Bank 
today has grown to the fifth largest food bank 
in Texas and provided over 20 million pounds 
of food last year.  “In the last 12 months, we 
have had a 40 percent increase in the number of 
people requesting food,” said Omar Rodriguez, 
director of marketing and advocacy.  “Unfor-
tunately there has been no decrease in demand 
since 2008.” The last census put 37 percent of 
the Metro McAllen MSA below the poverty 
level. 
 Earlier this year, the Food Bank of RGV 
relocated to a historic building, the former Val-
ley Fruit & Vegetable Company produce pack-
ing warehouse on 14 acres in Pharr.  The Food 
Bank RGV, which belongs to the Texas Food 
Bank Network and Feeding America, is a distri-
bution system. “We work with 217 pantries or 
agencies that deliver food to clients.  The agen-
cies are the front line, giving food out on a bi- 
weekly or monthly basis,” Rodriguez explained. 
“When someone needs food assistance and calls 
us, we refer them to the closest pantry.”  The 
local pantries verify the applicant’s eligibility.  
Many times, people come to a food bank be-
cause they have fallen through the cracks, either 
because of unexpected medical or car bills that 
leave them vulnerable. 
 The impact of donations to the Food 
Bank is significant.  “For every $1 donated to 
us, we are able to provide 5 meals for kids. With 

The Food Bank’s North Cage warehouse is filled with do-
nated cereal, juices, vegetables and other foods that will be 
distributed to 217 area food pantries.  (VBR)

This volunteer from UTPA along with numerous volunteers 
from Valley businesses and associations sort through items col-
lected during a food drive.  (VBR)

Premium Automotive Services
Land Rover / Volvo / Jaguar Service, Repair & Diagnostics

Dealer Equivalent Services, 
Repairs & Computer Diagnostics

  

Factory Trained Master Certi�ced Land Rover, 
Volvo & Jaguar Technician Support

  

24 Month / 24,000 Mile Warranty
  

24 Hour Valley Wide 
Wrecker Service 

956.577.1238

956.287.0900
122 N. McColl Rd at Hwy. 107  Edinburg, TX      premautosvc@yahoo.com

Premium Automotive Services is an independent business specializing in the service and repair of Land Rovers, Volvos, and 
Jaguars.  We are not an authorized Land Rover/Volvo/Jaguar dealership, we do not sell new Land Rovers/Volvos/Jaguars, and 

we’re not otherwise a�liated with, originating from, sponsored by, or approved by Land Rover/Volvo/Jaguar in any way.
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In our January 2013 cover story, 
VBR will be featuring 

under 40 year-old CEOs.  

WE NEED YOUR HELP
with locating and contacting 

CEOs under the age of 40.  

Please email us at 
editorial@valleybusinessreport.com 

-Company name
-CEO name

-Contact info

Calling All 
CEOs 

Under 40!

Training Can Save Your Business
that employee, your business may be held liable for 
fraud. Training your employees on the services you 
provide, and what can be negotiated to accommodate 
your clients needs is a valuable tool that can affect 
your company. This can help you increase your profits 
while decreasing the quantity of employee misrepre-
sentations and fraudulent claims.  
 Employees should always complete the terms 
outlined in your client’s con-
tract. Proper training ensures 
they know how to complete 
a job and how to prevent any 
unexpected complications that 
could arise from doing so. 
Having safeguards in place and 
training your employees to rec-
ognize a problem before it oc-
curs is as important as training 
them on how to carry out the 
terms of the contract itself. Failure to do so could re-
sult in breach of contract or in a failure to complete 
contract lawsuit. This litigation could prove costly to 
your business and leave you in financial ruin.
 Employee training is a tool that promotes 
consistency, details employee expectations and in-
creases efficiency within the workplace. Make sure the 

managers and the supervisors who provide the 
training are qualified and have the necessary li-
censing to instruct and certify your employees 
if required. At the most basic level, have your 
managers and supervisors follow through with 
manual reviews, instruction and tests so your 
employees are more than qualified to provide 
complete services on behalf of your company. 

Consult with an attor-
ney who can review your 
training procedures and 
make recommendations 
on how you can reduce 
your liability. If you do 
not provide proper train-
ing, your business’ suc-
cess could be at stake. 

If you have questions about 
creating a training manual or implementing safe-
guards to protect you from liability, contact Mi-
chael Pruneda from The Pruneda Law Firm at 
956-702-9675, or via web at:
www.themcallenbusinesslawyer.com or www.mi-
chaelpruneda.com

By Michael Pruneda
 In last month’s article, part of the series 
“Top Ten Ways to Prevent a Lawsuit,” we learned 
the #4 reason to prevent your company from being 
involved in a lawsuit. Sexual harassment claims 
can be devastating to your business. If you don’t 
address concerns immediately after they occur, 
your business may be vulnerable to serious litiga-
tion.  

#3 Training
 Jason owned a dialysis treatment fa-
cility. His manager was responsible for train-
ing new employees on the safe collection and 
disposal of hazardous waste. This training con-
sisted of a lecture and a review of the employee 
manual. The manager skipped the lecture and 
told them to read the manual, but there was 
never any formal review or follow up to ensure 
that they read and understood the material. 
 During a busy week, one of the new 
hires threw away the used needles in a regular 
trashcan. A patient came into contact with them 
and poked herself. She contracted hepatitis and 
sued the doctor for negligence. His failure to 
properly train his employees led them to expose 
their patients to a risk or foreseeable injury and 
there were injuries or damages as a result. The 
court ruled in favor of the patient. 
 Properly training your employees can 
save your business from increased liability and 
unnecessary litigation. While it is important to 
demonstrate and train your employees on how 
to use equipment safely, it is more important 
for them to understand various forms of liabil-
ity that are associated with their jobs. This in-
cludes agreeing to do a service that is beyond 
their capabilities, misinforming clients on pro-
vided services and failure to complete tasks as 
detailed in your client’s contract. 
 When a poorly trained employee per-
forms a service he is not qualified to perform, 
and he causes an injury to a client or patient 
because of it, the liability falls on the business 
owner. Highly specialized medical fields that 
use lasers and anesthesia often use assistants to 
prep and even perform the procedure, and this 
is when a lot of accidents take place. It is imper-
ative that all trainees are qualified to properly 
perform a procedure and are tested regularly 
to ensure their licenses and their knowledge is 
current. Failure to comply with safety standards 
and those dictated by OSHA can lead your 
business in serious trouble. 
 If an employee informs a client of a ser-
vice, and the client relies on that information to 
purchase or enter into a contract, and that ser-
vice does not exist at the capacity detailed by 
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not retire. A few extra years in the workforce, 
with the benefits of additional retirement sav-
ings contributions, extended insurance coverage 
and compounding time, may allow you to pull 
out more income from your retirement savings 
without increasing the risk of money running 
out later. Statistically, people are living longer. 
Working longer is a way to hedge against lon-
gevity. By extending your stop-work age, you 
delay claiming Social Security. By hanging on 
just three years more than you’d planned, you 
could increase your monthly check from the 
government by upwards of 30 percent. Benefits 
currently average $1,130 a month. 
 Use the 4 Percent Rule When With-
drawing. The market isn’t priced to support 
larger than 4 percent withdrawal rates right 
now, according to a Money.com article that de-
termined the most that retirees could safely pull 
from savings each year. Research showed that 
if people limited themselves to an initial draw 
of approximately 4 percent (e.g., $20,000 on 
a $500,000 portfolio), then adjusted that an-
nually for inflation, they’d have a high level of 
assurance of their assets lasting at least 30 years. 
With a shorter time horizon, you may be able 
to increase your initial withdrawal to slightly 
above 4 percent while minimizing your risk of 
running out of money. Retirees over age 70½ 
must take required minimum distributions 
(RMDs) from traditional IRAs and 401(k)s or 
pay stiff penalties. 
 Keep in mind that everyone’s financial 
position and objectives are different. Consult a 
financial advisor to create a customized retire-
ment plan specifically for you.

S. Scott Allex is a Certified Wealth Strategist® with 
First Allied Securities, Inc., a Registered Broker/
Dealer. Member: FINRA/SIPC, who offers advi-
sory services through First Allied Advisory Service, 
Inc., a Registered Investment Advisor. He is officed 
with Long Chilton in Harlingen.  This article 
represents the views of Cassie Piercey, a freelance 
financial writer and news commentator, not the 
named Representative or the Broker/Dealer, and 
should not be construed as investment advice or a 
recommendation. Neither the named Representa-
tive nor Broker/Dealer gives tax or legal advice. 
All information is believed to be from reliable 
sources; however, we make no representation as to 
its completeness or accuracy. The publisher is not 
engaged in rendering legal, accounting or other 
professional services. If expert assistance is needed 
in these areas, the reader is advised to engage the 
services of a competent professional. Please consult 
your Financial Advisor prior to making any in-
vestment decisions.

Retirement Planning for 2013 and Beyond
Special to VBR
 Many Americans find planning for 
retirement disheartening.  Slowing global and 
domestic growth and high government debt 
don’t foretell a bull market to come...one that 
would deliver returns reminiscent of the ‘90s. 
Turning savings into lasting income has become 
more challenging in the current economy, espe-
cially for individuals picking up the pieces of 
nest eggs that were unwillingly downsized in 
the recession. Alternatively, in retirement your 
household and entertainment expenses may de-
cline, a consideration when determining how 
much you need to save.
 Financial advisors can offer saving and 
tax planning tips to pad your nest egg for 2013 
and beyond given current and past market 
trends. As you proceed with your retirement 
savings plan, consider these factors: 1. What 
is your anticipated retirement age?  2. What 
income will you need for retirement? Keep in 
mind you face rising health care costs. 3.Deter-
mine what sources of income you can rely on. 
4.Finally, determine your need for savings. 
 Maximize Contributions. In a non-
recession economy, financial experts would 
advise maximizing annual contributions. 

This “going all in” approach may not be realistic for 
many Americans today. In 2012, the elective defer-
ral contribution limit for employees participating in 
a corporate-sponsored 401(k), 403(b), or 457(b) plan 
and the federal government’s Thrift Savings Plan is 
$17,000. Catch-up contributions for those 50 years 
or older is $5,500. Additionally, for IRAs the current 
contribution limit is $5,000 if you are under 50 and 
up to $6,000 if you are over 50.
 Although contribution limits have not been 
announced for 2013, the IRS predicts contribution 
limits will be adjusted for inflation and can be in-
creased in $1,000 increments. If you can’t max out 
your contributions each year, try making smaller ad-
ditions to current contributions, such as an extra $25 
to $100 a paycheck.
 Tax Plans and You. Take a look at your 2012 
transactions and pending purchases before year-end. 
Large financial transactions such as purchasing or sell-
ing real estate, starting a business, or earning a large 
commission or bonus, could get you more bang for 
your buck come tax time. If you are a high-income 
earner and have the option to postpone a portion of 
the taxable income you will make in 2012 until 2013, 
you could see some tax savings.
 Consider Extending Your “Stop-work” Age. 
The popular retirement planning strategy today is to 





Late September, business 
deals were getting done 
at the Brownsville Event 
Center thanks to the 
Brownsville Chamber of 
Commerce Business to 
Botana Expo. Sponsors, 
fellow exhibitors and at-
tendees exchanged cards, 
made pitches and sam-
pled restaurant delica-
cies at this annual event. 
(Courtesy)

On October 2, 2012 
Harlingen Medical Cen-
ter celebrated its 10 year 
anniversary of providing 
quality healthcare ser-
vices for the people of the 
Rio Grande Valley.   Since 
opening in 2002, Har-
lingen Medical Center 
has cared for over a quar-
ter of a million patients, 
saved countless lives and 
has established itself as a 
premier healthcare facil-
ity.(Courtesy)
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In the Spot light

For the Good of My Patients: The History of 
Medicine in the RGV, written by VBR editor 
Eileen Mattei, has just been released.  The illus-
trated, 152-page popular history begins in 1535  
and tells stories of herbalists, epidemics and doc-
tors driving horse-and-buggies as well as mod-
ern medical practices, research and education. 
The book, published by the South Texas Medical 
Foundation, is the fourth that she has written 
on south Texas history. For more information 
call 956-421-5750.  (VBR)

Al Coleman, Community Affairs Specialist with the Division of Depositor and Consumer Protection 
for FDIC (Dallas Region) conducts a FDIC Money Smart session for young adults, adults and small 
business owners during the city’s first Financial Education Summit which took place at the Brownsville 
Event Center Oct. 18.  (Courtesy)

First National Bank, along with several other 
businesses across the Valley, have partnered with 
AACT to get the vote out early.  Early polls 
show that as compared to the 2008 Presidential 
Election, there has been an 42.9% increase in 
turnout during the first three days of Early Vot-
ing (34,782 in 2012 as compared to 24,338 in 
2008).  If the trend continues, this year’s Gener-
al Election is poised to shatter previous turnout 
records. (Courtesy)



McAllen & Brownsville...
Here come The People You KnowTM

Texas Regional Bank is a bank on the move.  It’s a bank that is growing across 
the Rio Grande Valley and fast becoming the bank of choice for many businesses. 

Join us, as we celebrate our expansion into Brownsville and McAllen to offer 
you the banking service you expect from our growing team of banking veterans.  

2019 S. 77 Sunshine Strip • Harlingen, Texas • (956) 428-7400
4501 N. 10th St • McAllen, Texas • (956) 618-3808

805 Media Luna, Suite #101 • Brownsville, Texas • (956) 554-0155
401 N St. Marys St • Falfurrias, Texas • (361) 325-5646

texasregionalbank.com

A subsidiary of Texas State Bankshares, Inc.

Member FDIC

Michael K. Lamon 
Bank President

Paul S. Moxley 
Director / CEO

Carlos Rodriguez 
Brownsville Market 

President

Brent Baldree
McAllen Market

President

Brownsville  
Ground Breaking &

Mobile Bank Opening 
Tuesday, December 4 

4:30pm - 6:30pm
 

3450 Pablo Kisel Blvd

EQUAL HOUSING
L E N D E R

McAllen 
(Opening November)

Grand Opening Celebration 
Thursday, December 6 

5:00pm - 8:00pm
 

4501 N. 10th St 



The University Center • 2424 Boxwood, Suite 101-E • Harlingen, Texas 78550 • Phone 956.364.4503 • Fax 956.364.5181 • www.tropicaltexasrcic.org

Spinning Dreams into Reality.
Invention to Marketplace.
A dream is only a dream unless you know what to do with it. 
Tropical Texas Regional Center of Innovation and 
Commercialization exists to inspire technology, innovation, and 
commercialization, create technology companies and grow them 
into viable businesses in our region. It is our goal to help new, 
early, and mid-stage technology ventures make their dreams and 
ideas become a reality through the Texas Emerging Technology 
Fund (TETF).

In 2010, the RCIC did just that when the state of Texas believed in 
and invested $1.5 million through the TEFT in the FibeRio 
Technology Corporation (www.fiberiotech.com) for the 
development of equipment for fabrication of nanofibers.  The TEFT 
helped expedite innovation and commercialization by providing 
much needed capital for this start-up technology company.

If you have dreams of creating innovative products like FibeRio, 
and want to take a great idea to the marketplace, maybe we can 
help.  For more information about our services or the Texas 
Emerging Technology Fund, visit our website at 
www.tropicaltexasrcic.org or call 956.364.4503 to make an 
appointment.

Nanofibers require a specialized microscope to see them. Nanofibers provide incredible performance like water repellency.


