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   After enjoying time with family over the 
holiday break, our minds are refreshed and 
our bodies are rejuvenated. A newness of 
attitude gives us a fresh start for 2022. Posi-
tivity is in the air!
    One thing for certain is the Rio Grande 
Valley knows how to work. The combination 
of ethnicities and cultural diversities come 
together with chemistry, synergy and prac-
ticality. Ideas comes to the table and solu-
tions are discovered. Deep South Texas is a 
beautiful place in my opinion because of the 
people. We come together for the common 
good. 
    Hard-working people who care about 
the communities we serve is the Valley’s 
DNA. When hearts and heads come together 
to prosper the region while enriching the 
quality of life for residents, the outcome is 
magnificent. The strengthening of the local 
economy is proof our four counties are expe-
riencing a revitalized spirit of unity. 

    Counties are helping each other. Cities 
and towns are sharing development leads 
with one another. As I drive throughout our 
communities and visit with business leaders, 
you can bet 2022’s growth is just the begin-
ning. Supporting local businesses during 
really tough times jump started the Valley’s 

recent economic spike. Buying products and 
services at home is powerful, very powerful. 
    Raising our glasses starts January, and 
raising our standards to take the RGV to 
another level of greatness is our plan. We can 
do this, and we will. Why? Because we are 
one. We are the Rio Grande Valley. 

New Year -- New Beginnings
by: Todd Breland
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Wishing you a blessed
and �osperous
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Entrepreneur Transforms Space To Success
By Ricardo D. Cavazos, Content Editor

  Roxy Trevino figured it would be a gap 
summer after earning a graduate degree in 
architecture from Texas A&M University.
   Back home in Weslaco, she was helping her 
parents run one of the Rio Grande Valley’s 
better-known Mexican food restaurants. 
Trevino lent a hand with the business’ social 
media, marketing and event planning. It 
was the summer of 2019. She was getting a 
breather after rigorous academic work that 
included doing research in Spain. 
   “I was going to give it a few months, may-
be a year, and then join corporate America,” 
Trevino said.
  Before then, there was a small building to 
explore on the grounds of the family’s Nana’s 
Taqueria that was being used for storage. She 
recommended that it be converted into a gift 
shop, to which her parents then said, “figure 
out what to do with it.”
   The goal, Trevino said, was to do “some-
thing that would add to the experience.”
   It would be the beginning of Para Mi, an 
artisanal gift shop of vivid colors filled with 
handmade products originating from 10 Mex-
ican states. The items are not there by chance. 
Trevino personally travels across Mexico, 
meeting with the artisans. She then decides 
on what will be the best fit into the concept 
and design of her shop and online offerings.
   “I want to give the essence of Mexico 
without being literal,” said Trevino, who is 
the daughter of Mexican immigrants. “I hand 
select every item.”
   Sounding very much like an architect, she 
speaks of using “space, scale and design” to 
go with effective lighting in making a store 
presentation that dazzles the eyes.
   “I’ve heard kids come into the store and 
say, ‘Mom, look, it’s like Coco in here!’”
   The reference to the Disney animation 
movie certainly pleases her in what she’s 
trying to do with her Weslaco shop.
   “I really like that sense of magic,” Trevino 
said.

Brilliance Of Colors
   Walking into Para Mi, it’s a blitz of colors.
   Earrings attach to traditional Mexican 
bingo cards. Virgencita dolls line up in neat 
rows. Christmas ornaments feature Freida 
Kahlo, the legendary Mexican artist. Purses 
made of textiles splash with flowers of all 
colors. A stylish holiday gift basket has a 

label that says, “Presented by the Ramirez 
family, hecho en Oaxaca, Mexico.”
   This is the sort of personal connection Tre-
vino wants to make with her shop.

   “You see the importance of a physical space 
with a storefront,” she said. 
   Showing a visitor around her store and its 
cascade of colors, she said, “It’s hard to trans-

Roxy Trevino has converted storage space at 
her family’s restaurant business into a vibrant gift 
shop. (VBR)
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late this into digital.”
   Trevino knows the importance of the latter 
while designing her shop’s physical space for 
maximum visual effect. She is very much a 
millennial entrepreneur when she describes 
“small batch wholesale,” in which she hopes 
to sell products online in big volumes to 
museums and bigger shops. Para Mi’s sales 
mix of 75 percent store and 25 percent digital 
makes sense when considering the time Tre-
vino has invested in transforming a storage 
space to a multi-layered shop that has all the 
colors of a rainbow, and then some. 
   It’s not only the presentation. On a recent 

- 149 +/- Acres                      - Affordable Prices
- Industrial Zoning               - Opportunity Zone Designation
- Easy access to IH-2           - Centrally Located
- Minutes away from the Progreso International Bridge

Mid-Valley International
Industrial Park

Land for Sale in Weslaco, TX

P: 956-969-0838        E: weslacoedc@gmail.com 

Contact us!Contact us!

Art pieces are aplenty at 
Para Mi in Weslaco. (VBR)

Mexican artisans hand make all 
of the items at Para Mi. (VBR)

Handmade products and vivid colors fill 
Para Mi. (VBR)
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busy weekday afternoon, she gracefully con-
nected with her customers and gave insights 
on the products she was selling.
   “You lose that sense of connectedness in 
the digital era,” Trevino said.

Looking At The Future
   Trevino’s short-term plan of “a gap sum-
mer” and then doing her part at the family 
restaurant has morphed into thinking about 
her longer-range goals. Para Mi has done 
better business wise than she could have 
imagined. Trevino is having so much fun 
running her business that she sometimes asks 
herself, “Did I even work today?” 
   She is still open to pursuing the right kind 
of architectural opportunity if a firm offers 
the sort of meaningful and socially impact-
ful work she seeks. At the same time, she 
and her younger sister, Citlali, also a Texas 
A&M graduate, are taking a bigger role in the 
family business. Nana’s will have a second 
location next year. The sisters are at the fore-
front in deciding where that will be. 
   “I don’t know exactly where I’m headed in 
the future,” Trevino said. “I know one thing. 
I’m going to keep the shop going.”

Earrings on Mexican bingo cards are 
among the features at Para Mi. (VBR)
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Business Perseveres & Keeps Faith In Employees 
By Ricardo D. Cavazos, Content Editor

   Rose Snell’s two decades of experience of 
being a business owner were put to the test in 
early 2020.
   The fears and uncertainties of the time left 
businesses like Snell’s FASTSIGNS to grasp 
for answers. Business plummeted at her stores 
in Harlingen and Brownsville as public health 
concerns took root. 
   “The phones stopped ringing,” she recalled of 
that time. “We didn’t know if the business was 
going to survive.”
   It wasn’t long before Snell reached a cross-
roads. How many of her employees could she 
keep on? She valued every employee, with 
many of them working with and for her since 
she began with her first store in Harlingen in 
1998. Keeping all of her employees didn’t make 
business sense in the present. On the other hand, 

letting them go and being understaffed when 
things rebounded would result in huge struggles 
later on.
   “We prayed with our employees and decided 
in March (2020) that we weren’t going to cut 
hours,” Snell said. “Then every single day that 
followed, everyone showed up.”
   They would do what it took. It’s how Snell 
described the resolve she shared with her em-
ployees. Snell would bank on the competencies 
and experience of her employees and the cut-
ting-edge technology invested in the business.
 
A Change In Direction
   The crisis that took the business returned it 
with the new and changing environment that 
companies were operating in. Hospitals and 
clinics were in need of face shields as protec-

tive equipment for their staffs to protect them 
against a fast-moving virus.
   Offices and restaurants needed standing 
and upright plastic shields to place between 
workers. They were also in need of protection 
in public places where customers were back. 
Social distance signs were needed everywhere. 
FASTSIGNS could create all of those prod-
ucts. Business ramped up so quickly that “by 
summer, we were so busy that we didn’t know 
what to do.”
   Sitting in her Harlingen Sunshine Strip office 
recently, Snell thought of the decision to keep 
all of her employees and leave staffs intact 
when there was next to nothing in the immedi-
ate aftermath of COVID-19 reaching the Valley. 
Her business would not be one of those strug-
gling to hire back workers and fill out staffs 

Rose Snell relied on employees like Clarissa 
Elizondo, center, and Christina Duran, far right, 
to get through tough times in early 2020. (VBR)
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after letting them go thin.
   “It was an amazing decision,” she said of 
keeping her Harlingen and McAllen staffs 
whole. 
   Snell spoke with pride of the resiliency her 
employees showed as well as the gratitude she 
feels toward her customers. 
   “We always feel grateful for how the com-
munity has supported us,” she said. “Things 
change, but one thing that has stayed consistent 
for us are the relationships we’ve built in the 
community that go beyond technology and 
doing business.”

Partners In Operating Stores
   Having gone through a rough patch, Snell 
now points with pride to her McAllen store 
moving to a new location on the busy intersec-
tion of 23rd Street and Nolana Avenue. It’s a 
building her business will own. 
   “That’s so huge for us after all these years,” 
Snell said. “It will be nice to be in our build-
ing.”
   She and her husband, Rod, live in Harlingen, 
a city where they moved in the late 1990s. He’s 
an engineer by training but those jobs were 
hard to find in that era, so being a tennis pro 

is what originally brought them to the Valley 
before Rod secured a job at Lockheed Martin in 
Harlingen.
   In more recent years, he has committed 
to partnering with his wife in running and 
operating their two stores. They moved into the 
McAllen market in 2006. Their biggest custom-
ers are hospitals and school districts, with many 
small businesses turning to their FASTSIGNS 
stores for the array of services offered beyond 
sign making. Those services include graphic 
designs, promotional products, exhibits and 
displays. FASTSIGNS also advises businesses 
on compliance with local laws, codes and regu-
lations prior to installation.
   Technological advances have taken much of 
the work done by hand in the 1990s to the faster 
production and brilliant color designs of the 
present era. Employee know-how and expertise 
remains as important as ever as does connecting 
those services to customers that keeps them 
coming back to Snell’s stores.
   It was all of that and more that was needed in 
the spring of 2020. Adaptability and competen-
cies came into urgent focus as Snell’s FAST-
SIGNS became one of those businesses that not 
only survived, but prospered through economic 

upheaval. 
   “One thing we all have in common is we did 
something,” she said of companies that got 
through the difficult times. “We didn’t just sit 
back. We adapted.”

School districts are among the biggest 
customers for Rose Snell’s FASTSIGNS 
stores. (VBR)

An employee at FASTSIGNS in Harlingen 
works on signs for a fitness club. (VBR)

ALAMO EDC REVOLVING
LOAN FUND PROGRAM

The Revolving Loan Program is just one of the incentives the
Alamo Economic Development Corporation has established as

part of our efforts to encourage business growth and job
creation in the city. This program is designed to assist small
businesses and start-ups by providing a low-cost alternative

financing option. 

TO QUALIFY:
Business must be located in
Alamo.

Applicant must contribute
25% of the total project cost.

51% of the businesses must
be owned by US Citizens or
Resident Aliens.

Loans need dollar-to dollar
collateralization. 

LOAN TERMS
Loan terms and
conditions vary
depending on the
project, financial need,
and type of asset used as
collateral. The interest
rate varies between 4-
10%. The typical loan is
between 5-6%. The
minimum loan amount
is $10,000. The maximum
loan amount is $150,000.
The maximum term is 10
years. 

LOAN USES:
Working Capital.

Start-up cost.

Construction.

Repair and Renovations.

Purchase of equipment.

Business Expansion. 

Alamo EDC (956)787-6622           www.alamoedc.org
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School Of Rock Beating Strong In McAllen
   The practice rooms at the McAllen school 
on north Ware Road bear the names of 
musical icons whose songs students learn 
to play.
   Zeppelin, Hendrix, Queen and Rush are 
among the names on windows looking into 
the practice rooms at the School of Rock 
McAllen. Inside there are guitars in blues, 
black and green standing tall on stands 
where the instruments lean over just right. 
Drum sticks line up like pencils on small 
tables. Drum kits are arranged and set to be 
played in most rooms. 
   The instruments aren’t there just for 
show. The students who fill these rooms 
– and most of them are teenagers – will 
be taught to play the music of AC/DC, Me-
tallica and The Beatles. They form bands at 
the school to play songs from those groups 
and many others as well. Once reaching 
a level of mastery, they will take the next 
step in the learning process and perform 
before live audiences at venues in McAllen 
and other area communities.
   “This is a performance-based music 
school,” said JJ Gomez, the music director. 
“We want to put them on a stage.”
   One poster at the school highlights the 
performance piece. It says “Classic Metal,” 
featuring the music of Green Day. The out-
door concert took place June 26 in Mission 
on the 5X5 Brewery parking lot. Bands 
formed from School of Rock students 
played that evening, as they do quarterly 
before live audiences that can number in 
the hundreds.
   “We put them in a position to not only 
learn how to play an instrument, but to 
do it on a stage with lighting and in front 
of people,” said Leo Salazar, the school’s 
owner. 
   Beyond the music, Salazar wants stu-
dents to be inspired and learn how to work 
together. He wants them to know what it 
is to be accountable to others in meeting 
responsibilities. He saw firsthand years 
ago the difference a School of Rock in the 
Houston area made in the life of his son. 
Salazar wanted to bring that kind of expe-
rience to the Rio Grande Valley. It took a 
while to convince School of Rock brand 
managers that such a school could work in 
this region.

Bringing The Concept Home
   The two-story music school in McAllen 
opened in the summer of 2019.
   Its range of programs and lessons is 
extensive. Guitar lesson offerings range 
from beginner to the more advanced player. 
There are also programs for drummers, 
bass guitar, keyboards and singing. The 

goal is to move toward being part of a 
band and learning to play whole songs. The 
eventual aim is then to perform live. 
   It was a challenge to bring the School of 
Rock concept to the Valley. Salazar, who 
also owns businesses in construction and 
real estate, tried for a year to persuade 
School of Rock operators to give him a 

By Ricardo D. Cavazos, Content Editor

Leo Salazar, left, the owner of School of 
Rock McAllen, and JJ Gomez, his musical 
director, hope to open new music schools 
in the Rio Grande Valley. (VBR)
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franchise for the Valley market. 
   “They kept telling me there wasn’t 
enough money here,” he said. “I told them, 
`come and visit,’ and when they did, they 
saw for themselves. They ended up saying, 
‘you could do three schools here.’ The de-
mand is here. Kids want to be musicians.”
   That goes for adults as well. Being in 
a rock band can be a bucket list item for 
some grownup men and women. Salazar 
described a lawyer, “a straight-up attor-
ney,” he said, who becomes someone else 
behind a drum kit, rocking it to a different 
groove. 
   “It’s a dream come true,” said Gomez, 
who oversees a staff of 15 instructors. He 
sees the joy students of all ages experi-
ence at the school. “I’ve seen the school 
grow and seen our students become better 
musicians.”

Expanding Reach
   From here, Salazar wants to add more 
locations of School of Rock in the Valley.
   “We haven’t even touched one percent 
of the Valley,” he said of his school of 200 
students. He’s cheerful and enthusiastic 
about what is possible. 
   “It’s everything else in addition to the 
music,” Salazar said of the impact he 
sees the music schools making. “It builds 
confidence, friendships and learning how to 
work as part of a team.”
   He finds fulfillment when parents tell 
him how much their children are enjoying 
taking lessons and find meaning in what 
they’re learning.
   “I’ve had parents come to me and say, 
‘Thank you for everything this school has 
done. This school has saved my son or 
daughter,’ ” Salazar said. “It gives them a 
place where they can fit in and find a sense 
of belonging.”

Practice rooms have all the instruments 
needed to play rock-and-roll. (VBR)

Guitars are plentiful at School of 
Rock McAllen. (VBR)
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Finding Fertile Ground In “Underserved” Weslaco
   Corporate Asset Partners has developed retail 
and business plazas across South Texas and one 
of its chief executives has come to a conclusion 
about Weslaco.
   “The community has been underserved,” said 
Craig Garansuay of the San Antonio-based 
asset partners. 
   Garansuay has crunched the numbers and 
determined that Weslaco is above area market 
averages in some key consumer categories. In 
Weslaco, restaurants featuring hamburgers are 
35 percent above area averages in that dining 
sector. With chicken-themed restaurants, it’s 
34 percent better. Sit-down restaurants do 40 
percent better over area market averages.
   What it tells Garansuay is that many Weslaco 
residents stay closer to home and frequent the 
same businesses over and over. 
   “It’s how Weslaco is able to produce greater 
volume with less people,” he said in citing 

some adjacent communities with larger popu-
lations.
   The data in hand is leading developers like 
Corporate Assets to accelerate projects in 
Weslaco. For CAP, it means completing a plaza 
along Expressway 83 in front of Lowe’s. The 
city’s first Wing Barn has already moved into 
the development. Weslaco’s second Starbucks 
is under construction at the same location. 
   It’s not only retail and restaurants. McAl-
len-based Domain Development made 86 lots 
available on Westgate Drive. These residential 
lots on Weslaco’s west side were sold out in 
less than 10 months. Esperanza Homes recently 
broke ground on a 180-lot housing develop-
ment on Texas Boulevard north of the express-
way. Esperanza’s president Nick Rhodes noted 
in a company press release that Weslaco has 
experienced “substantial growth over the past 
decade which encouraged the home building 

company to make a move into the growing Rio 
Grande Mid-Valley community.”
   “Weslaco works because it’s a real city,” 
Garansuay said during a commercial and 
investment tour event recently at Weslaco City 
Hall. “It has a medical community, residential 
growth, an airport, good schools, all of the 
ingredients that lead to growth.”

Highlighting Its Location
   The Rio Grande Valley’s growth trends are 
positioning Weslaco to serve the entire region 
from its mid-point location. 
   Individual community identities are still in-
tact, but giving way to a more regional perspec-
tive as the Valley grows into being more of a 
single metropolitan area.   
   “In the past, being in the Mid-Valley didn’t 
seem to be a big advantage because every com-
munity had its own identity,” said Steve Valdez, 

By Ricardo D. Cavazos, Content Editor

Schlotzsky’s is among the restaurant 
chains entering the Weslaco market in 
recent years. (VBR)
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the executive director of the Weslaco Eco-
nomic Development Corporation. “It means 
a lot more now to be centrally located with a 
regional identity.”
   Garansuay called Weslaco “a hub in the 
Mid-Valley,” with a growing industrial park 
and quick access down FM 1015 to an interna-
tional bridge in Progreso. The central location 
with ready access to highways and transporta-
tion corridors was a key consideration to H-E-
B’s decision to place its Retail Support Center 
in Weslaco. The importance of that strategic 
move years ago has grown in importance as the 
center grew to serve stores in Laredo as well 
as those in the Valley. The center’s reach from 
Weslaco will soon grow further as it begins 
serving some H-E-B stores in the Coastal 
Bend.
   “It’s because of our central location and the 
access we have regionally,” said JJ Serrano, 
the facilities leader at the retail support center, 
when discussing the expansion of his center. 
   Being in Weslaco has also given the H-E-B 
distribution center access to a wide employee 
applicant pool in the Valley. Workers come 
from throughout the region, commuting to a 
midpoint location just off the expressway.

City Upgrading Services
   Weslaco is using its current momentum to 
push ahead with a series of community im-
provements.
   The city recently broke ground for a new 
public safety/law enforcement building that will 
house the city’s police department. Plans are 
to build a new library. Several million dollars 
have been invested in improving drainage in the 
city. Flooding has been a persistent problem in 
Weslaco, including a section of Westgate near 
the H-E-B support center.
   Albert Aldana, the city engineer for Weslaco, 
conceded at the tour event that drainage poses 
some “tough challenges” in his city. He then 
outlined the recent projects that have been 
completed to help alleviate the problem. There 
is much more to do on that front. Aldana says 
Weslaco has identified $84 million in drainage 
improvements that the city needs.
   David Suarez, the city’s mayor, alluded to 
some of those challenges in his talk while being 
bullish about Weslaco’s future.
   “It’s congested to the west of us,” the mayor 
said. “We still have a lot of land available by the 
expressway, so you’ll continue to see develop-
ment come this way, all the way to Harlingen.”

New retail and business plazas are 
popping up along Expressway 83 in 
Weslaco. (VBR)

Weslaco has seen considerable 
retail and restaurant growth along 
Expressway 83, including this 
Starbucks building that’s under 
construction. (VBR)

Tuesday – Saturday 11am – 10pm
Sunday 11am – 3pm • Monday closed

1601 W Trenton Rd, Ste C, Edinburg, TX 78539
956.348.2499
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Mission Ranks Top Texas City For Winter Texans
   The city of Mission every February hosts a 
Winter Texan Fiesta to show its appreciation 
for tourists who are often seen more as local 
residents than visitors.
   Winter Texans have been mainstays in the 
Rio Grande Valley economy for decades. 
Mission perhaps more than any other Valley 
city has a reputation for catering to its winter 
visitors. It has more RV parks than other 
Valley cities. The Greater Mission Chamber of 
Commerce counts 47 of them in their commu-
nity 
   Brenda Enriquez, the chamber’s president, 
estimated that about a quarter of the Valley’s 
Winter Texan population lives in Mission. 
That would come to 25,000 Winter Texans 
residing in the city every tourist season. Given 
Mission’s focus on its winter visitors, city 

officials were gratified to learn recently that 
their community was ranked fourth nationally 
among the top destinations for “Snowbirds.”

Making A Move Nationally
   The STORAGECafe survey lists Mission 
as the only Texas city among the top five on 
its list. All of the cities on the November list 
ranked above Mission are in Florida. McAl-
len ranks 16th on the national list. Enriquez 
was elated to see her city rank so high on the 
STORAGECafe survey.
   “We feel we have the space and facilities 
needed for anyone coming down with their 
RV, or who are looking for a second home,” 
Enriquez said. “Hospitality is big in the city of 
Mission.”
   The local friendliness when combined 

with the city’s lower cost of living are big 
draws for Winter Texans. The national survey 
showed that Mission’s average home price is 
$165,388. This is more than 50 percent less 
than home prices in Florida. Average rent 
prices were hundreds of dollars less monthly 
in Mission than its competitor cities in Florida. 
   “Cost of living is something we’ve always 
had going for us in the Valley,” Enriquez said. 
   Some of these key numbers and factors look 
favorable for the Valley as it competes to draw 
winter visitors. The huge Baby Boomer popu-
lation is reaching greater retirement numbers 
yearly. A big question is how well Mission and 
the Valley will compete against larger Florida 
and Arizona markets for retirees. They now 
have more choices on where to go and what 
to do.

By Ricardo D. Cavazos, Content Editor

RV and trailer parks have daily events for Winter 
Texans residing in their facilities. (Courtesy of 
Welcome Home RGV)
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Numbers Making A Comeback
    The University of Texas-Rio Grande Valley 
and its predecessor institutions have done 
detailed studies of the Winter Texan industry 
for over 30 years.
   Its last study came in 2018. The survey 
estimated the Valley’s Winter Texan popula-
tion at that time was about 106,000 seasonal 
tourists. The economic impact on the Valley 
from the tourist trade is at $520 million, with 
56,700 Winter Texan households spending an 
average $9,314 during their stays here. These 
numbers seem impressive, but when compared 
to 2010, they show a significant drop. In 2010, 
Winter Texans had a $800 million impact on 
the regional economy.
   There was some slippage in Winter Texan 
numbers between 2010 and 2016, the URGV 
study said, but by 2018, those population 
estimates were on the rise again. There was 
a steep drop in 2020 although there are no 
official numbers on how many fewer Win-
ter Texans came during that year. Enriquez 
reported seeing a moderate increase in tourist 
numbers in 2021 when compared to previous 
year. She said her city and UTRGV need to do 

RV parks are found throughout 
the Valley with Mission having 47 
parks for these residential vehicles. 
(Courtesy)

Mission prides itself as being the 
Valley city that caters the most to 
Winter Texans. (Courtesy)

Certi�ed HUB and Veteran Owned Business

956.969.5855

SKY I.T. Solutions

www.skyitsolutions.com

Computer/Server Services • Networking
Network/Phone Cabling • VoIP Phones

Surveillance Camera Systems
Wireless Communications • Security



16

further research and studies to determine how 
the pandemic has affected the Winter Texan 
industry.
   “Canadians didn’t come down last year,” 
she said. “We felt their absence. Many of them 
volunteer in our community, so without them, 
many programs and organizations lost their 
volunteers.

Active Tourists
   Looking at the positives, the STORAGECafe 
survey gives Mission its highest marks for cost 
of living, Internet speed, and the number and 
availability of golf courses. 
   The most recent UTRGV study also found 
cost of living as the region’s best attribute in 
the view of Winter Texans. Friendliness of the 
area and climate ranks second and third. Mov-
ing forward, Enriquez cited the need for more 
data while building on local strengths. She 
believes Winter Texans are becoming “more 
outdoorsy,” and with Mission’s butterfly and 
birding centers to go with Bentsen State Park, 
the city is well positioned in that category. 
   “We have lots going for us,” Enriquez said. 
“Our Winter Texans know that Mission is a 
city that will always cater to them.” 

Winter Texans are becoming more “outdoorsy” in the 
view of the president of the Greater Mission Chamber 
of Commerce. (Courtesy)

Mission’s Winter Texan 
Fiesta draws thousands of 
the seasonal tourists every 
February. (Courtesy)

Randy joined us in 1997 
after a 15 year career in 
banking.  He presently 
serves as Vice President/-
Sales Manager for Davis 
Equity Realty and the 
Davis Equity Team.  
Receiving his CCIM 
designation in 2003, 
Randy specializes in 
tenant representation, 
retail/industrial/o�ce 
sales and leasing, as well 
as land sales.  He is one 
more reason why you 
should use Davis Equity 
Realty, the RGV’s largest 
locally owned Commercial 
Real Estate Brokerage �rm.

2300 W. Pike Blvd. Suite 101 - Weslaco, Texas 78596
info@davisequity.com          www.DavisEquity.com

(956) 969-8648

Randy Summers CCIM
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Entrepreneur Sees Good In Life After Great Loss
   When Denise Sandoval met Marshall 
Eason in the hallways of McAllen High 
School, she didn’t realize it was fate. 
   Denise moved to McAllen from Mon-
terrey at age 9 and was already fluent 
in English and Spanish. Her mom’s first 
language was English, having been raised 
in Chicago until she was13 and her parents 
decided to return to Mexico. Her father 
had left his native country to serve in 
WWII, deciding later to remain in the 
United States and bringing his young bride 
from Monterrey to live in Chicago.
   Denise’s father, born and raised in Mex-
ico, chose to move the family to McAllen 
so Denise and her brother would have 
greater opportunities.

Marshall, meanwhile, is from Iowa, mov-
ing around most of his life as his father, a 
food scientist, took jobs with the likes of 
Jimmy Dean and Del Monte. Marshall’s 
mother, a teacher, adapted to each move. 
When Marshall was 16, they moved to 
McAllen. 
For Denise, college was a given, and she 
enrolled at then-University of Texas-Pan 
American, majoring in public relations and 
advertising.
   “Looking back, I wish I had gone to 
culinary school,” Denise said, “but no one 
talked to us about that in high school.” 
   One job Denise took while in college 
was at Seagate in McAllen, a technology 
company.

   

“My first day, I walked up and knocked on 
the door. Marshall answered,” Denise said. 
“I remember thinking, ‘He’s the cutest man 
I’ve ever seen. I’m going to marry him.’ 
But we actually just became good friends.”

Keeping In Touch
   Marshall later moved to Colorado and 
California, earning a bachelor’s degree 
in international business and a master’s 
in business along the way. They stayed 
in touch. Marshall eventually returned to 
McAllen. As fate would have it, he and 
Denise became a couple.
   They shared an interest in creating a food 
business. In 2009, as they tested cupcake 
recipes, Marshall returned to school for 

By Chris Ardis

There is a story behind each Ice Cream & 
Bananas flavor. Café De Olla and Guanábana 
Sorbet pay tribute to owner Denise Eason’s 
Mexican heritage. (Courtesy)

Denise Eason and her late husband 
Marshall shared a love of food, customer 
service and business. Together, they 
created – and Marshall named – Ice 
Cream & Bananas. (Courtesy)
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a bachelor’s in computer engineering. 
Denise became a kindergarten teacher at 
Agape Christian School, where Marshall’s 
mother served as director.
   In 2012, a sudden illness resulted in doc-
tors diagnosing Marshall with an enlarged 
heart. Their first-born son, Marshall, was a 
year old at the time. Denise walked out to 
the hospital lobby and sat down, sobbing.
   “A hand touched my shoulder,” De-
nise said. “I said, ‘God, I put this in your 
hands.’ I felt immediate relief.”
   Marshall went to Dallas for treatment, 
but there was nothing permanent doctors 
could do. A year later, daughter Matilda 
was born. Marshall and Denise revisit-
ed the idea of starting a business. After 
tasting Black Cat Ice Cream at a Farmers 
Market in Iowa in 2016, Marshall had an 
epiphany.
“We should make ice cream,” he told De-
nise. “There’s nothing like this in McAl-
len.” 
   Denise began researching, leading her to 
the book Ample Hills Creamery.
    “I read their story,” she said. “I told 
Marshall, ‘They did it, we can, too!’” 
   Marshall found “the lucky dozen” 
churners at an end-of-season sale. Denise 
insisted they have a recipe with choco-
late-covered bananas because she loved 
both, causing Marshall’s second epiphany.
   “We’re going to call it what we make, 
Ice Cream & Bananas,” Marshall told her.
    They developed recipes and began 
selling at the McAllen Farmers Market 
that year. Business grew and a third child, 
Miles, joined the family. In June 2019, 
Marshall told Denise he wanted to move 
to Iowa. Denise felt heartbroken, but she 
knew how important it was to him. They 
closed up shop and left the city where 
their love story and their business began.

Plain Jane is one of the most popular Ice 
Cream & Bananas flavors. (Courtesy)
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Making Life Good Again
   As Denise prepared to interview for a job 
in Iowa, Marshall returned to McAllen to 
sell their home. The evening of Sept 25, 
2019, Denise missed Marshall’s call. He 
sent her a text: “Love you. Sweet dreams.” 
   She tried to reach him several times, 
but Marshall had passed away in his sleep 
from cardiac arrhythmia. He was 41. De-
nise returned to McAllen.
   “My business, my parents, my people 
were there,” she said. “And it was my con-
nection to my husband.”
   On Nov. 7, 2020, Denise returned to 
the McAllen Farmers Market.  She sells 
her original-recipe, homemade ice cream 
there every Saturday, from her best seller, 
Honeycomb, to her Café De Olla, one of 
several that pays homage to her Mexican 
heritage.
   “I can’t see myself doing anything but 
ice cream,” Denise said. “People tell me 
it’s the best ice cream they’ve tasted. It’s 
my passion.”
   Denise can also be found at the Tres La-
gos Farmers Market on the first Sunday of 
each month. She now makes her ice cream 
at CC’s Sweets commercial kitchen, thanks 
to her friend, owner Roberta Castillo. In 
March 2022, she will fulfill a dream by 
taking a coveted position at the renowned 
Penn State Creamery for the 130th Penn 
State Ice Cream Short Course.
   “You learn to live with your grief,” 
Denise said. “There are still lessons in life 
I need to learn and my children will learn, 
too. We have learned we can be happy 
again.”
   Marshall’s T-shirts of choice were from 
Life is Good, and this is exactly how De-
nise Eason chooses to see the future.

Denise and Marshall Eason’s daughter Matilda 
poses with her dad before his untimely passing 
in 2019. (Courtesy)

These scoops were the first Denise and Marshall Eason 
made with the “lucky dozen” in late summer 2016. (Courtesy)
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