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You spoke, MSSA listened!

The Mid South Sign Association Board of Directors has spent the past year listening to feedback 
from our members on what has worked and more importantly, what hasn’t worked in regard to 
our Annual Convention and Trade Show. Your suggestions and experiences continue to help us 
understand where we can improve.

With that in mind, we are delighted to invite you a completely revamped MSSA Annual Summer 
Convention and Trade Show! This year’s Annual Meeting promises several fresh, new elements 
and is the result of the hard work and creative vision of the MSSA Convention Committee.

Attend and experience several key seminars and networking events focused specifically on ways 
your company can capture greater margin and generate higher revenues.

Thursday evening MSSA will host a National Sign Company Networking Reception, and Friday 
members will get a chance to discuss the importance of signage from the perspective of the 
National End User, Walgreens Company. Saturday’s Exhibitors’ Trade Show boasts 70 vendors 
all waiting to demonstrate the latest and greatest products and services in the sign industry 
today. As always, MSSA has planned a fun Saturday evening for everyone as we will enjoy food, 
drink, and entertainment at the House of Blues!

We are committed to making the MSSA Annual Summer Convention and Trade Show an 
educational, valuable, exciting, and supportive experience for ALL MSSA members.

See you in New Orleans!

Registration, hotel, and schedule of events are available online www.midsouthsign.org

WARNING!
Members are receiving 
e-mails advertising hotel 
rooms for MSSA’s Annual 
Meeting / Trade Show in 
New Orleans July 23rd 
- 26th. National Travel 
Associates is not authorized 
to offer hotel rooms for our 
event.

MSSA authorized hotel 
reservation information:

Marriott Hotel and Resort
555 Canal Street
New Orleans, LA 70130

Group Rate: $129 plus tax,
identify Mid South Sign
Association

Reservations: 
1-877-622-3056

Reservation Cutoff Date:
July 11, 2014



Grow your business 
with digital.

Grow your business 
with Daktronics.

888-325-7446
daktronics.com

commercial@daktronics.com

w w w . d i r e c t s i g n w h o l e s a l e . c o m

w h o l e s a l e  C h a n n e l  L e t t e r s

866-278-5543
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Let the Good Signs Roll - MSSA 2014 Annual Meeting & Trade Show Activities

WEDNESDAY, JULY 23RD
5:00 p.m. - 7:00 p.m.
WELCOME TO THE “BIG EASY” RECEPTION SPONSORED BY EASTERN METAL SUPPLY
Join us in the heart of the French Quarter in a 100 year old shotgun double house, one block from Bourbon Street around the corner 
from the oldest bar in the country – Lafitte’s Blacksmith Shop. 

Hosted by Eastern Metal Supply, come enjoy hors d’oeuvres with a local flavor, along with complimentary beer and wine. 
From 6:30-8:30, enjoy AMAZING live local music by Tanya and Dorise (Thanks to your friends at Eastern Metal Supply and faces!)

Open to registrants

THURSDAY, JULY 24TH
3:00 p.m. - 5:00 p.m.
“PRINCIPLES OF ESTIMATING AND PRICING SIGNS” SEMINAR
In this seminar we will discuss the differences between estimating and pricing, and how they work together in the sign industry. This 
course will explain cost estimating in detail; analyzing how materials, buyouts, and labor/burden come together to make a concise 
reflection of a company’s cost to produce a product. Each attendee will use Dan Hale’s estimating program which offers a sliding scale 

system and formulates leasing.
Open to registrants

5:00 p.m. - 7:30 p.m.
NATIONAL SIGN COMPANY NETWORKING RECEPTION & GOLF CALCUTTA
Want the opportunity to network with some of the country’s largest sign companies?  Join MSSA for our National Sign Company 
Networking Reception.  MSSA will be hosting a reception that will allow you to introduce yourself and network with National Sign 
Companies as they look to expand their install and manufacturing partnerships. Don’t miss this event if you are looking to bring some 
business back from New Orleans.

MSSA Golf Calcutta will take place around 6:45 and is an open auction to bid on your favorite golf team.
Open to registrants

FRIDAY, JULY 25TH
8:00 a.m. Shotgun Start, please arrive by 7:00 a.m.
ELVIS DAVIS GOLF CLASSIC, STONEBRIDGE GOLF CLUB
When asked if you’re attending the MSSA Convention/ Tradeshow for work or pleasure, you must answer “YES!”  Let’s play GOLF!  The 
Stonebridge Golf Club is located just minutes from the Marriott, with a course offering winding canals and bayous. You won’t have to 
look far to find one of many species of reptiles and waterfowl that make their home in this region. A complimentary lunch and two 
drink tickets will be provided.  MSSA golf awards presentation will immediately follow the tournament.

Individuals wishing to participate, please contact MSSA’s own golf Pro, Elvis Davis (901) 335-8473 or elvisdavis@comcast.net.
See registration form - Cost $75
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8:00 a.m. - 12:00 p.m.
BUS TOUR OF CITY OF NEW ORLEANS/LA LONGUE VUE HOUSE / ST. LOUIS I CEMETERY TOUR
Depart from Hotel Lobby 8:00 a.m. and return 12:00
New Orleans is like a good memory that rests easy on your mind—the music is sweet, the food divine, the atmosphere captivating, and 
the pace relaxed. Join MSSA on a tour of New Orleans as we explore all that makes New Orleans “America’s Most European City.” 

We will begin our tour in Jackson Square where our guide will begin to reconstruct the first days of the old French City.  As we drive by 
the French Market and U.S. Mint, we will find ourselves surrounded by the sights and sounds of the mighty Mississippi River, the St. 
Louis Cathedral, The Cabildo, and Pontalba buildings.

Next we will tour the St. Louis 1 Cemetery, founded in 1789 and listed on the National Register of Historic Places. St. Louis Cemetery 
No. 1 is the burial ground of some of New Orleans’ most illustrious citizens, including the supposed resting place of Voodoo Queen, 
Marie Laveau. Notable structures include the famed oven wall vaults and the magnificent tombs of the French, Italian, Portuguese, and 
Spanish societies.

We will then arrive on Esplanade Avenue, the outermost boundary of the French Quarter and home to stunning displays of many fine 
Creole homes furnished with delicate wrought iron fences and balconies. We will continue to make our way to Longue Vue House and 
Gardens as we drive by Lake Pontchartrain.

Longue Vue House and Gardens features classical revival style buildings, landscaped gardens, and a magnificent collection of European 
and American decorative and fine arts pieces. The estate was designed in 1939-1942 for philanthropists Edgar Bloom Stern, a New 
Orleans cotton broker, and his wife Edith Rosenwald Stern, an heiress to the Sears-Roebuck fortune.

Please see registration form - Cost $50

2:00 p.m. - 3:15 p.m.
“OBAMACARE AND YOUR BUSINESS: WHAT YOU NEED TO KNOW” SEMINAR
The Affordable Care Act (ACA), or Obamacare, will impact the bottom line of EVERY sign company. This presentation will provide you 
with the information necessary to make critical business decisions that will affect your company for years to come.
  
Key Learning Points Include:
• The ACA’s ever-changing implementation dates
• The impact of the individual mandate on sign companies, and the employer mandate
• Payroll implications and tax penalties resulting from the Affordable Care Act
• Questions employers should consider before reducing the hours of employees
• The implications of offering group insurance
• Communicating and offering education on the ACA to your employees

David Hickey is Vice President for Government Relations of the International Sign Association where he oversees and coordinates the 
organizations’ sign code, regulatory, and legal efforts. Prior to joining ISA in 2006, David worked for three years in the U.S. Senate and 
for three years in the U.S. House of Representatives where his portfolio included small business, judiciary, and environmental issues. 

B. Ronnell Nolan, HIA, CHRS the President and CEO for Health Agent for America, Inc., has nearly 20 years of experience in Louisiana 
and Washington, DC as a trade association lobbyist and a successful contract lobbyist for several corporate and non-profit clients.  With 
the passing of the Patient Protection and Affordable Care Act, she has dedicated her time to understanding the law and providing on-
going education to the American public.  
           Open to registrants



Track Your Orders Online at signfaces.com  

For Your Complete Sign Needs 800 800 3223  

Don’t let our name fool you! We also make:  
 

See our new  
web site 
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LED-1260MPS
Compact LED Power Supply

Dry/Damp Listed

LED-1260PS
Premium LED Power Supply

Dry/Damp/Wet Listed
IP67

Sign Accessories

LED Fast-Pak
TM

mini

Speed installation with

Includes pre-wired LED-1260MPS
Compact Power Supply and Switch

Powering Signs since 1913 
Contact Us:  (800) 793-4793   email: sales@sfeg.com

Quality, Reliability & Value from the Name You Can Trust

Sign Accessories

Let the Good Signs Roll - MSSA 2014 Annual Meeting & Trade Show Activities

3:30 p.m. - 5:30 p.m.
“SIGNAGE, HOW IMPORTANT IS IT OR HAS BEEN TO THE ADVANCEMENT OF WALGREENS AS A COMPANY?” 
Join this session to gain unique insight from an end user’s perspective:  

• Why brick and mortar still matters in a multichannel world
• How Walgreens is redefining the drugstore experience
• The value of creating a multi-dimensional brand story
• What Walgreens values and measures (key performance indicators) for their business partners and vendors

Christina Galgan joined Walgreens architectural staff in 2002. Walgreens is the nation’s largest drugstore chain and is the 
destination to help people get, stay and live well. In Christina’s current role in Store Design and Planning, she is responsible for 
establishing the creative vision for all stores’ exterior brand, signage and graphics. She additionally manages the existing store 
signage program and large scale exterior signage rollouts.   

Open to registrants

5:30 p.m. - 6:00 p.m.
NEW MEMBERS RECEPTION 
When asked why a member rejoins from year to year, one explanation which always places within the top three: MSSA members enjoy 
being around other MSSA members. A meeting space is being provided for each new member so that other members may drop by for a 
visit. The reception is open to all members to meet members who have been unable to attend a MSSA function.  

So that table may be reserved in your honor, please contact MSSA (Karen@midsouthsign.org).     
Open to registrants

6:00 p.m. - 6:30 p.m.
CLASSIC CREAOLE AND CAJUN CUISINE BUSINESS DINNER
Come learn and relax while we openly discuss several short business matters and enjoy a dinner of Creole and Cajun cuisine.

Open to registrants

6:30 p.m.
“THE STEVE METHENY SCHOLARSHIP FOUNDATION” SCHOLARSHIP AWARDS, LIVE AUCTION, AND RAFFLE 
This is a very exciting year for MSSA! 2014 marks MSSA total scholarship funding history reaching beyond $1,000,000! MSSA has 
given much thought into how to make this a special event for both the association and all who have helped throughout the years to 
enable MSSA to reach this threshold.  We invite you to attend and experience this special event and time with MSSA.  You will not be 
disappointed!
   
Immediately following the presentation of scholarship awards, The Steve Metheny Scholarship Live Auction and Raffle will begin.  Once 
again, MSSA is blessed to have Richard Clifton as our auctioneer. As the saying goes, Bid High and Bid Often for scholarship funds are 
obtained through items sold during both live and silent auctions.
  
MSSA is proud to provide higher education financial awards to employees or dependants of employees of MSSA member firms. Fifty-
four $1,500 scholarships were awarded in 2013. Attendees are responsible for donating and bidding on items for auction.
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To donate to the Steve Metheny Scholarship Fund, please contact prior to July 21st concerning the items you would like to donate:

Steve Metheny at stevebmetheny@gmail.com (205) 410-3223

Sean Schultz, Reece Supply Co., sean.schultz@reecesupply.com (800) 776-0130

David White, Reece Supply Co., david.white@reecesupply.com (214) 794-0450

Labon Tatum, Reece Supply Co., labon@reecesupply.com (404) 512-8772

Mid South Sign Association info@midsouthsign.org (901) 452-6444
Open to registrants

SATURDAY, JULY 26TH
10:00 a.m. - 3:00 p.m.
EXHBITORS’ TRADE SHOW (CASH PRIZES) & SCHOLARSHIP SILENT AUCTION
****FREE Exhibit Hall Entry for Sign Company Attendees****
Motivational drive will overtake all as they enter into the exhibit hall to view the latest and greatest in the sign industry. The face-to-
face interaction with nearly 65 table top Exhibitors will help influence how your business develops over the years. $100 cash prizes 
will be given away every 30 minutes during exhibit hours to a sign company representative who is in the exhibit hall.  

During exhibit hours, silent auction items will be available for your inspection and bidding to support the Steve Metheny Scholarship 
Foundation.  Bidding will close promptly at 3:00 p.m.

Open to Registrants

10:00 a.m. - 3:00 p.m.
SPOUSE / KIDS OUTING - AUDUBON AQUARIUM OF THE AMERICAS
Only .3 miles or a 12 minute walk from Marriott Hotel and Resort, the Audubon Aquarium of the Americans is full of adventure! If 
interested in visiting with other MSSA families during a tour of Audubon Aquarium of the Americas, please meet in the hotel lobby @ 
10:00 am to either share a taxi or ride / walk together.  

Each family is responsible for their entrance fee.

6:30 p.m. - 9:30 p.m.
THE HOUSE OF BLUES, MAGIC, AND JAZZ; A “BIG EASY” SATURDAY EVENING
New Orleans is a city known for its unique culture and mystery. What better way to cap off our Convention than enjoying jazz music, 
good food, and a little magic! 

Join MSSA as we dine at the House of Blues and enjoy entertainment courtesy of the Louis Ford Band and the Magic of Dante. As you 
may know, MSSA doesn’t like to disappoint our members, so we are very excited to be able to offer two entertainment acts for this fun-
filled event!
 
Relax with MSSA while we spend an evening listening to authentic New Orleans music performed by the Louis Ford Band. Louis is an 
accomplished clarinetist and saxophonist who is truly dedicated to the preservation of jazz.

Having performed worldwide with more than 15 years of experience as a professional magician, the Magic of Dante will leave you 
gasping in amazement as he performs tricks of illusion by sleight of hand.

See you there!
  Please see registration form - Cost $65



6

Mid South Messenger - June 2014

2014 Premium Gold Sponsors
Mid South Sign Association extends a heartfelt thank you to our 2014 Premium Gold Sponsors for their generous contributions in 
helping make MSSA’s vision a reality by offsetting our cost of holding the Annual Meeting in New Orleans.  As we continually grow, 
please know that partnerships with our sponsors are vital to the success of our association. You are truly appreciated.

The Steve Metheny Scholarship Foundation Reaches a Milestone!

This is a very exciting year for MSSA! 2014 marks MSSA total scholarship funding history 
reaching beyond $1,000,000!  MSSA has given much thought into how to make this a 
special event for both the association and all who have helped throughout the years to 
enable MSSA to reach this threshold. We invite you to attend and experience this special 
event and time with MSSA. You will not be disappointed!
   

Celebrate with MSSA on Friday, July 25th @ 6:30 p.m. during The MSSA Annual Convention, Marriott Hotel and Resort, 555 Canal 
St., New Orleans, LA.

While MSSA is focused on the celebration, it’s also interested in this year’s scholarship fund raising events! We are excited to see what 
the 2014 fundraising will bring! How you can help? Donate an item(s) for either the Live or Silent Scholarship Auctions, or forward a 
financial contribution.  Mid South Sign Association info@midsouthsign.org (901) 452-6444

STEVE METHENY
S C H O L A R S H I P  F O U N D A T I O N

T H E

Interested in learning more about MSSA Annual Meeting and Trade Show sponsorship opportunities? Visit www.midsouthsign.org or 
contact MSSA (901) 452-6444
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Longest and strongest warranty
in the industry!

(800) 336-1224
www.miratecsystems.com

Absolute front-lit/back-lit color 
control, consistency, and accuracy.

   

  PureColor 
Technology™
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More Effective Signage: A Quick Tip!
What is wrong with this sign?

Nothing obvious, right? Clear font, strong background contrast. So what is the 
problem?

The problem is that the sign utilizes ALL CAPITAL LETTERS.

While it may seem that capitalizing all of your sign’s letters will convey added 
excitement or importance, using all capital letters actually makes a sign less 
legible than a mixture of capital and lower case letters. This applies to all 
signage types – not just channel letters.

As stated in a signage industry reference book: “the reason for that is that the 
portions of the letter which extend above or below the main letter body give many 
words a recognizable profile or shape, even when the reader is unable to bring 
the actual word into clear focus. This is particularly important when a sign is to 
be read from a distance. Upper case words have little or no distinctive variations 
from a distance, while lower-case letters create recognizable shapes even when 
blurred.”1

The Government has recognized this principle as well, and is now requiring future 
highway signage to use a combination of upper and lower case lettering. Here is 
an example from Brandon Industries’ Blog:

Their blog cites data which states signs using mixed-case text are 
approximately 15% easier to read than signs with upper case text only.

Use this knowledge to make your client’s channel letter sign more effective. If 
your client submits a design to you using ALL CAPITAL LETTERS, suggest they 
change it to a caps/lower case mix. This method will produce better signage 
results.

John Baylis
Direct Sign Wholesale
jb@directsignwholesale.com

1. Charles R. Taylor, Thomas A. Claus and Susan L. Claus, On-Premise Signs as Storefront Marketing Devices and Systems, 
(The Signage Foundation, P.O. Box 30, South Bend, IN 46624) 9.8 and 9.9.

New Orleans, LA
800-776-0130

Quality service, supplies & equipment
for the sign, screen & digital printing industry.

www.reecesupply.com
Atlanta, GA
800-776-0115

Proud members of MSSA since 1974
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3 Killer Communication Mistakes to Avoid

By Scott Eblin

When was the last time you saw a project run off the rails because of poor communication? No doubt you’ve seen this happen. In my 
work as an executive coach in large organizations, I see these situations occur pretty frequently.

Since I’m involved with the organization but not a part of it, I have the advantage of looking at the situation with an outside-in 
perspective. When I do, I see three common killer communication mistakes that lead to project derailment:

1. Lack of clarity and agreement on the project itself.
2. Varying levels of understanding or mixed buy-in on why the project is important.
3. Unclear lines of accountability about who’s doing what.

When you’re the project leader, whether you’re planning a simple office party  or launching a multimillion-dollar product, there are 
three simple questions you can regularly ask to avoid these three killer communication mistakes. The good news is that these three 
questions are so simple you probably don’t even need to take notes. Ready? Here they are:

• What?
• So What?
• Now What?

Don’t let the simplicity fool you. Asking these questions of yourself when you’re planning your communications or leading a project 
team meeting can help everyone to avoid the three killer communication mistakes.

Asking “What?” helps to clarify the project itself. A good answer to “What?” will take this type of construction: “We are doing X so 
that Y happens. When we’re successful in completing X, this is what we should see.” Asking “What?” will help to outline the relation 
and causation of various factors involved in creating successful project outcome. 

Asking “So what?” helps to establish  why the project matters. A word of warning here — the reason it matters to you won’t be a one-
size-fits-all reason for everyone involved. Senior management’s answer “So what?” (e.g. to increase profitability) will likely be different 
than the answer of people on the front line (e.g. to keep my job). In shaping the “So what?” of your communications, put yourself in 
the shoes of each group of stakeholders. This will help ensure understanding and buy-in.

Asking “Now what?” helps you and everyone else to understand what to the next steps will be and who is accountable for those next 
steps.  When you’re planning your communications strategy for a project conversation, ask yourself, “What do I want people to do, 
know, think, feel or believe at the end of this conversation?”

In the moment itself, check-in with everyone involved to ensure they’re clear on next steps. A good model for this is when you’re 
sitting in the exit row on a plane and the flight attendant asks you for eye contact and a verbal “Yes” that you’re willing and able to 
assist in the event of an emergency. Getting your version of a verbal “yes” when you get to the “Now what?” part of the conversation 
will help everyone to understand their involvement and  accountability for next steps.

What would you add? What other communication mistakes lead to poor performance? What do you do to avoid them?

http://smartblogs.com/leadership/2014/02/20/3-killer-communication-mistakes-to-avoid/?utm_source=brief

                            watchfiresigns.com800-637-2645  
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Employee Health and Workers Compensation Costs

There’s an insidious threat driving an increase in worker’s comp claim dollars in the marketplace.  It’s 
certainly not new, but it is multiplying FAST!  And as you read this, it’s probably already in place at your 
company, perhaps even before the first injury of 2014 occurs.  It’s called comorbidity.  

Sounds scary right?  Well, it kind of is.  

For those in the medical industry, the concept of comorbidity is pretty old news.  But for most people, 
it’s more like a big scary word.  So, let’s define it:

“A comorbidity is a medical condition that exists simultaneously with (and usually independently from) the condition being treated.”

For example, a patient being treated for a back injury could also have diabetes.  During the treatment of the back injury, diabetes 
would be considered the comorbidity.  Comorbidities can be any medical condition, but the four most common are obesity, diabetes, 
hypertension, and drug abuse.

So how do comorbidities impact your workers compensation costs?
•  They’re creeping up more and more often: Recently the National Council on Compensation Insurance (NCCI) released a study 
    reviewing nationwide data on comorbidities in workers’ comp patients.  According to the study, the percentage of workers’ comp 
    claims with a comorbid diagnosis of diabetes, hypertension, or obesity nearly tripled between 2000 and 2009.  Drug abuse as a 
    comorbid diagnosis actually quadrupled in the same time span.

•  They have a major impact on return to work:  While comorbid conditions are not usually covered under workers’ comp, they can 
    definitely slow down the patient’s recovery and return to work.  The NCCI study took a close look at the impact of these conditions 
    on lost-time wage payments (indemnity).  Normally, the majority of workers’ comp claims are classified as medical-only, meaning 
    the injured worker returns to the job quickly enough that the claim never results in indemnity payments.  Only 19% of all claims 
    include lost-time payments.  Cases with a comorbid diagnosis, however, are usually evenly split between medical-only and those 
    requiring indemnity payments (fifty percent of claims with drug abuse diagnosis, and 55 percent of claims with a diabetes 
    diagnosis include lost time).  Obesity falls on the upper end of the scale, with 81 percent of cases involving an obese injured 
    worker resulting in indemnity payments.

What’s the Solution?
•  Encourage Employee Health!
•  Educate your Employees!  Just because an item has 40 percent fewer calories or half the fat of a comparable item, does not make 
    it healthy!!  Whole foods, such as fruit and vegetables, are always the best option.
•  Create a Wellness Program!  This can include:
           - Wellness Communication (email, newsletter, etc)
           - Health risk assessments or screenings
           - Workshops or other exercise programs
           - Breaks during the work day for physical activity
           - Have healthy snacks available on site
           - MAKE IT FUN!!!

Casey O’Quinn, Mikos/Kampakis Insurance Service coquinn@mkinsure.com 

Casey O’Quinn, CPCU
Mikos/Kampakis Ins Svc

Capabilities
• Custom Signs / Channel Letters 
• Formed Faces / Flexible Faces 
• Electronic Change Price Units

Call today for your complete Outsource sign needs / Quality Production

Phone: 800.874.3334 • Fax: 888.793.4455 • www.wwsign.com • sales@wwsign.com

Connect with other MSSA 
Members and get the latest on 

Facebook and Linkedin.
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Creating a More Effective Signage Proposal in One Easy Step

How can you close more signage proposals? The answer is simple, use facts and statistics.

Does that sound boring? It isn’t – using facts and statistics in your proposal can substantially help your chances of closing a sale. 
Professional copywriters actually do it all the time. Facts and stats are helpful to use during your proposal because customers are 
naturally skeptical of sales copy; their eyes tend to glaze over when they read flashy verbiage such as: “these new signs will result in 
a huge sales increase for XYZ Appliances.”

By employing this method, the same sentiment can be expressed by the following: “the U.S. Small Business Administration has stated 
that a signage configuration of this type typically results in a sales increase of 14%.” Now you have a compelling sales argument.

Employ “The Dos and Don’ts of Facts and Statistics” to create an effective proposal:

DIMENSIONS – Use the exact proposed signage dimensions in your written proposal. 

      DON’T: “Our custom signs will be a great complement to the face of the building.” 

      DO: “These 38” by 24” channel letters will fit perfectly on your 48’ by 15’ building façade.”

COLORS – Use the exact proposed signage colors in your written proposal.

      DON’T: “The red letter faces will stand out well on the blue building façade.”

      DO: “Our acrylic face color recommendation is #2283 Red, as shown in the illustration below. We believe this color will have  
       a favorable contrast to the medium blue façade paint.”

QUANTITIES – Use the exact proposed signage quantities in your written proposal.

      DON’T: “This signage covers all 4 of our identified locations, and will provide a strong signage presence for ABC Appliances.”

       DO: “This complete program of 4 individual signs covers all of the necessary locations for an effective ABC Appliances signage 
       program. The complete set encompasses 28 separate sign letters, with a total coverage area of 72.8 square feet.”

EXPERIENCE – Use your company’s credentials in your written proposal.

      DON’T: “Our sign company has extensive experience with this type of signage program.”

      DO: “Our sign company has installed over 48 similar signage projects (including 5 just this year), and has been producing this 
      type of  signage for over 13 years.”

EXPLAIN HOW SIGN IS MADE – Be specific about your production and materials used. 

      DON’T:  “These durable channel letters are made from high quality materials.”

      DO: “These front lit channel letter sets are constructed from .063 aluminum returns, 3/16” heavy-duty acrylic face materials 
      and are U.L. listed. This material configuration consistently provides a long-lasting signage product.”

COMPANY CERTIFICATIONS – Comfort your client with the specifics of your company’s resume. 

      DON’T:  “Our company has all of the necessary state certifications for a project of this type, and we use only environmentally 
      friendly materials.”

      DO: “We are state licensed (permit #445544) for electrical signage installations, and we are also bonded in the state of 
      Colorado. Our company was also pleased to receive our LEED manufacturing facility certification in 2011 from the United States 
      Green Building Council.”
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Creating a More Effective Signage Proposal in One Easy Step (continued)

SIGNAGE IMPACT – Use statistics to give insight into the power of your customer’s purchase. 

     DON’T: “These signs will result in a substantial increase in business at this location.”

     DO: “An independent survey from the U.S. Small Business Administration showed that similar signage configurations of this type 
     resulted in a sales increase of up to 14%.”

Get the idea? 
Use facts and statistics throughout your channel letter sign proposal, and you will close more projects. 

John Baylis
Direct Sign Wholesale
jb@directsignwholesale.com

Create a Facebook Business Page

Facebook has become an essential part of any inbound marketing strategy. To 
set up a Facebook business page, follow these steps:

1. Go to www.facebook.com/pages/create.php and choose from one of the six   
    classifications, including “Company, organization, or institution”   
    or “Brand or product.”

2. Complete basic information. Keep in mind that your category and name 
    should be consistent with your brand and other marketing activities. 

3. Upload the main photo for your page. Ideally, your company logo. 

4. Write your “About” section. This is a two-to-three sentence description for 
your 
    company. Be sure to include a link to your company website as well.

5. Fill the page with content. Be sure to use a variety of content that your audience 
    would be interested in and include images, events, photos and more.

6. Build your audience. First invite your brand advocates to start engaging with your content. Once your page has some interactions, 
    invite more fans and contacts. Soon you’ll have a thriving Facebook business page!

PIP Printing Newsletter April 2014

Sales Volume Needed to Support One Employee?

What is the average sales dollar volume needed to support an employee per month in an average sign shop (cut vinyl, vehicle 
lettering, graphics, banners, yard signs etc)?  This question was asked by a MSSA sign company member and answered by several 
MSSA sign company members with an unofficial answer of around $10,000 per month per employee including administrative, if 
only production, the sales volume is higher around $15,000 - $18,000.
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Fatigue Costs Businesses
“Fatigue is a major issue facing workplaces today,” said Safety Services Company spokesman Michael Rich, “it not only reduces 
productivity, but increases the possibility of injury.” 
 
A 2007 study of U.S. employers, detailed in the Journal of Occupational and Environmental Medicine, found that fatigue 
carried overall estimated costs of more than $136 billion per year in health-related lost productivity – $101 billion more than 
for workers without fatigue. A total of 84% of the costs were related to a reduction in performance while at work, rather than 
absences.
 
Total productive time lost averaged 5.6 hours per week for workers with fatigue, compared to 3.3 hours for their non-fatigued 
counterparts. Fatigue impacted 40% of workers, according to the study.
 
Fatigue levels are not easily measured or quantified; therefore, it is difficult to isolate the effect of fatigue on accident and injury 
rates. However, fatigue causes a lack of concentration and reduced response times to stimuli, both symptoms that can contribute 
to accidents.
 
Some research studies have shown that when workers have slept for less than five hours before work or when workers have been 
awake for more than 16 hours, their probability of making mistakes at work due to fatigue are significantly increased.
 
Other research ties 100,000 motor-vehicle accidents and 1,500 deaths to fatigue each year.
 
Safety Services Company, 3-13-14

City Planners Workshop; It’s All in the Details!

Success is difficult to attain without the proper training and education.  Mid South Sign 
Association and International Sign Association are offering a joint workshop, “Planning 
for Sign Code Success” July 25th, in New Orleans, Louisiana in conjunction with MSSA’s 
Annual Meeting and Trade Show. 
 
Are there city officials/professionals in your city who might NEED education addressing the 
use of signage? Please forward their contact information to Karen@midsouthsign.org.

Digital Signage Back On in Major U.S. City

It was a big win in Chicago this month as city leaders voted to allow digital signage again. The city had issued a moratorium on 
what it termed “dynamic image display signs” last July. This move put a stop to pending projects and prohibited new projects 
from beginning—which meant significant revenue losses for sign companies working there and potentially prevented businesses 
from reaching their customers.

Kenny Peskin, ISA manager of state and local government affairs, and members of the Illinois Sign Association worked closely 
with Chicago city staff and a City Council task force. The work on behalf of the sign industry position led to the elimination and 
reduction of several proposed regulations as well as corrected technical and grammatical errors in the proposal.

While sign code issues are numerous, ISA finds that digital signage is a specific target for regulation. Restrictions or bans on the 
use of digital signs could happen in your local area and this victory by ISA and the Illinois Sign Association sends a message to 
other areas of the country that appropriate sign codes are important for businesses. If you are in need of sign code assistance 
or just have a question, contact ISA’s team of sign code experts – assistance is free as a benefit of your ISA and Mid South Sign 
Association membership.

To learn more, contact Kenny Peskin, kenneth.peskin@signs.org or follow him on Twitter @signcodeguy.
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Calendar of Events

MSSA Annual Meeting 
& Trade Show

New Orleans, LA
July 24-27, 2014

MSSA Annual Meeting
& Trade Show

Murfreesboro, TN
July 23-25, 2015

MSSA Annual Meeting 
& Trade Show

Biloxi, MS
July 28-30, 2016

ISA Releases Wide Format Print & Mixed Media Report

New research shows that digital printing is already the primary production method within the signage and graphics market. This 
information will help members navigate the rapidly changing technologies in our market.
  
ISA, in partnership with 3M Commercial Graphics, developed this research report on the state of the signage and graphics 
market. It also takes a close look at the tools, technologies, and brands that ISA membership counts on to conduct its business.

This is a FREE report for Mid South Sign Association members and brought to you by ISA – a savings of $24.95!  
Get your copy or for more information about this report here: http://www.signs.org/EducationEvents/IndustryResearch.aspx.

Sign Companies Get Voice on Capitol Hill

The 2014 National Association of Manufacturers (NAM) 
Manufacturing Summit is just a few weeks away and 
International Sign Association (ISA) wants you to be 
there. The Summit is an outstanding opportunity to meet 
with congressional leaders and get the sign industry’s 
voice heard on Capitol Hill. As you may know, ISA often 
works with the NAM in order to get the voice of the sign 
and visual communications industry heard in DC and 
around the country on manufacturing and small business 
issues.

This year’s summit is June 10-11 in Washington, 
D.C. Having this event before the November elections 
presents a fantastic opportunity to raise awareness of 
our industry and to provide sign companies with a better 
understanding of how they can make a difference in our 
nation’s capital.

To learn more, please contact ISA’s David Hickey, 
david.hickey@signs.org .
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ISA International Sign Expo Raises the Bar

It’s official! ISA International Sign Expo 2014 has raised the bar for future expos.

More than 18,000 people explored 198,900 square feet of innovative exhibits and 
booths in Orlando. That’s a 10 percent increase compared to the 2012 show, which was 
also held in Orlando. More than 580 companies set up on the expo floor to showcase 
new products and technologies.

Here are some of the highlights: 

• The Dynamic Digital Park was 34 percent larger than in 2013.
• There was a big boost in attendance to ISA’s interactive educational events. 
            Attendance was up 34 percent from 2012.
• ISA’s first expo app was a hit with attendees looking for details on exhibitors or 
            for those who wanted to connect with others at the show. 

Planning for ISA International Sign Expo 2015 in Las Vegas is already underway. Are you ready? To learn more and to connect 
with ISA, visit www.signs.org.

SAVE THE DATE

Keeping manufacturing in-mind, be sure to save the date for this year’s Sign Manufacturing Day, Friday October 3, 2014. On this 
day, sign manufacturers across the United States will open their doors to explain their business, connect with high school and 
college students interested in a career in the sign and visual communications industry.  If you are interested in participating in 
Sign Manufacturing Day, contact Alison.Kent@signs.org.
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As a matter of principle, MSSA 
member companies do everything 

they can to conduct business within 
the membership of the association 

because MSSA understands it 
cannot succeed without the success 

of its member companies.

Looking for a new career in the 
Sign Industry?

Looking for a better job in Signs?
Need qualified sign people?

Ready to hire?
Visit www.SignCareers.com

MSSA’s sign employment resource.

MSSA and Mikos/Kampakis
INSURANCE PROGRAM

MSSA and Mikos/Kampakis 
Insurance Service have partnered 

to ensure that you have an 
opportunity to deal with a team 

of insurance professionals geared 
toward providing insurance at a 

competitive price in a very timely 
fashion.

STEVE METHENY
S C H O L A R S H I P  F O U N D A T I O N

T H E

The purpose of “The Steve 
Metheny Scholarship Foundation” 

is to provide financial awards to 
employees or dependent children 

of employees of Mid South Sign 
Association member firms. It is 
the desire of MSSA to promote 
excellence in our industry by 

encouraging the young, bright, and 
talented to further their education.
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Members Supporting Members

At MSSA, we understand and appreciate the investment of time and money from all of our 
member companies.  As a matter of principal, MSSA member companies do everything they 
can to conduct business within the membership of the association because MSSA understands 
it cannot succeed without the success of its member companies. The following product 
manufacturers, engineers and suppliers have agreed by registering as 2014 MSSA members 
to support MSSA in 2014.  Please consider the following companies as you conduct business 
in 2014. A current membership list is available for viewing by visiting www.midsouthsign.org  
or if question a company’s MSSA membership, contact MSSA for clarification (901) 452–6444.

3M Commercial Graphics Division
A.R.K. Ramos Foundry & Mfg. Co. Inc.
Admiral Wholesale Sign Components
AgiLight, Inc.
Akzo Nobel Coatings
Allanson Lighting Components
Ally Wholesale Signs
Altec Industries
American LED Technology, Inc.
Arlon Graphics, LLC
BDB Enterprises, Inc.
Bayer MaterialScience
Bitro Group, Inc.
CAO Group, Inc.
Charleston Industries
Cincinnati Sign Supplies
Cirrus Systems, Inc.
Cooley Sign & Digital Products
Cornerstone Engineering
Curbell Plastics, Inc
Custom Foam Fabricators
Custom Products Corp
Cyrious Software
DADSCO
Daktronics, Inc.
Descant Awning and Sign Company
Direct Sign Wholesale
Dixie Graphics
Eastern Metal Supply
EBSCO Signs & Displays
EGL Company, Inc.
Elliott Equipment Company
Elrod Engineering, LLC
Facecrafters
faces
FDC Graphic Films, Inc.
Formetco
France
GE Lighting Solutions

Gemini, Inc.
Gerber Scientific Products
Graphic Solutions Group
Gravograph
Grimco, Inc.
Gulf Signs, LLC
Hartco
Herring Sales
Hiscall, Inc.
Hudson & Hudson Neon
Hybroco Sales, Inc.
Indy Imaging Inc.
Johnson Sales Company/Jasper Plastics 
    Solutions
KeyedIn Solutions
Matthews Paint
MET Laboratories
MetalSource, a division of M-D Building 
    Products
Mikos / Kampakis Insurance Service
Miratec Systems, Inc.
Mr. Plastic, Inc. 
MultiCam Inc.
MYCO, INC
N. Glantz & Son
Nova Polymers, Inc.
O’Neal Flat Rolled Metals
Optec Displays
Orafol Americas
Palram Americas
Permlight
Phoenix Metals Company
Piedmont Plastics, Inc.
Plaskolite, Inc.
Principal LED
Reece Supply Co
Rick McClain & Associates, Inc.
S & F Custom Sign Corp
SABIC Polymershapes

Saginaw Pipe
Scott Powerline & Utility Equipment
Scotts Sign System
Seiko Instruments USA, Inc
Sign & Digital Graphics
Sign Builders, Inc.
Sign Fab, Inc.
SignComp
Signdrafting, LLC
SloanLED
Southern Stud Weld
Sullaway Engineering, Inc.
ThinkSIGN, Inc.
Thompson Engineering Services, LLC
Transco To Go, LLC
Trinity Products
Tubelite Company, Inc.
Universal Lighting Technologies
US LED, Ltd.
USCutter, Inc.
Utility Equipment Service
Vantage LED
Ventex Technology
Voltarc
Wagner Zip-Change, Inc.
Watchfire Signs by Time-O-Matic
World Wide Sign Systems
Wrisco
YESCO Electronics
Z3 Graphics, Inc.
Zlight Technology, LLC
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