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Do you have a clever way of performing a 
task or activity which enhances business 
performance? If so, consider sharing this 
idea with MSSA and possibly earning $500. 
Each participant will have an opportunity 
to describe their trick verbally, in photos, or 
video to attendees during “New Ideas, New 
Possibilities” Conference in Tunica, MS Friday, 
November 1st.  A vote by attendees at the 
end of all presentations will determine the 
winner of MSSA “Tricks of the Trade”.  For 
example, let’s say someone found a new 
tool that makes a process in manufacturing 
or installation easier/quicker.  They would 
attach a description of the tool from a 
catalog or print off info from the internet.  
MSSA “Tricks of the Trade” is an opportunity 
to educate others about techniques that will 
MAKE YOU MONEY.

Not mandatory, but preferred, each company 
registered for MSSA “New Ideas, New 
Possibilities” would  submit a “Trick” and 
provide necessary documents that would 
enhance the description.  So that preparation 
may be completed for your “Tricks of the 
Trade” presentation, please complete “Tricks 
of the Trade” form which may be downloaded 
(www.midsouthsign.org/PDFs/Tricks-of-the-
Trade-Form.pdf) and forward to MSSA by 
October 18th.  This form will accompany your 
“Trick” during your presentation.   

For each company providing a “Trick”, a free 
registration is offered to 2nd attendee.  
Venders  providing a trick, MSSA requests 
that it be informative and non-commercial.  

Categories:  Administration, Installation & 
Service, Design, Shop Management and Sales

“Getting Turned On To Dynamic Digital Signage”
Interested in Making $500? 

Share Your “Tricks of the Trade”
Helping sign companies understand a growing technology and how to leverage it in 
their business.

Dynamic Digital Signs are a form of electronic 
display that shows dynamically moving 
information including video programming, 
menus, advertising, emergency alerts, and 
other types of messages.  Dynamic digital signs 
frequently utilize digital display technologies 
such as LCD, LED, or projected images to 
display content.

Why it is important for a sign company 
owner to attend this session:

• Dynamic digital signage is the newest trend 
   in the sign industry growing at over 
   20% per year and will become an increasingly larger part of your sign business.
• Since dynamic digital sign content can be both frequently and easily updated, it 
   saves the printing and/or construction costs associated with a traditional sign and 
   provides a new source of revenue to the sign shop.
• Because of its interactive touch screen capabilities it is winning wide acceptance in 
   the marketplace as a continuance of smart phones and the tablets that we are all 
   now using.

In this educational session you will learn:

• What is dynamic digital signage?
• How it differentiates from static signs 
   and LED message centers.
• How it can be used to supplement or 
   complement traditional signage.
• How you as a sign company can add this 
   technology to your business and to your 
   customers’ business.
• Is this growing technology a threat or 
   opportunity for your company?

A demonstration using either a 55” or 65” Samsung 
Display is planned.

Brian Gorg, DSCE, is the Executive Director of the Digital Signage Federation (DSF), an 
association representing the general interests of the digital signage industry and its 
members.  He serves as the DSF liaison to the advisory board for the Digital Signage 
Experts Group (DSEG), the premier certification body in the digital signage industry.  
Brian also serves on the editorial boards for industry publications.

November 1-2, 2013
Tunica, Mississippi
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MSSA Hall of Fame - Bill Cairns, Owner and President of Sign Builders
“Everyone in the sign industry knows Bill Cairns and what 
he has accomplished in the wholesale sign manufacturing 
business, and what he has meant to MSSA.  But most do not 
know the good humanitarian inside the savvy businessman.
 
Bill has helped so many people (both in and outside of the 
sign industry) and never once wanted to take credit for it.  He 
just goes on in his quiet, unassuming way doing what he feels 
is the right thing to do.  Well, for once we get to publicly 
recognize this man for all his accomplishments, and thank him 
for all he has meant to this industry, this organization, and to 
us – his friends.”
Trent Butler, General Signs

“Congratulations to Bill for receiving this award, it is an award 
well deserved for his service to his company and the hundreds 
of employee’s he has touched over forty years. Bill has given all of us opportunities for advancement in our careers through different 
sources, and mine was in sales. Many are now owners of their own business. He has financially supported the Steve Metheny Scholarship 
Foundation and MSSA, as a Premium Gold Sponsor. Bill, you are a great person and I hope you continue doing what you do best, helping 
people become their best and always placing others above yourself.”
Randy Wade and Sign Builders Employees

“Bill gave me one of my first jobs as a sign painter when I was 17 back in 1987. I was a junior in high school and really enjoyed painting signs. 
I was making great money for a teen, at $4.25 hour (minimum wage was $3.35). In fact I was making so much money that I announced to 
Bill that I was quitting school and planning to work for him full-time. That didn’t go over so well. He told me that if I quit school he would 
fire me. He was serious. In fact he said, for now on I want to start looking at your report cards and if you’re not passing all of your classes, 
I’ll lay you off until your grades are back up. Yes, I can thank Bill Cairns for making me finish High School. 

My story doesn’t end there. Right after high school graduation I joined the Marines. I started having severe health problems within the first 
several months. I developed a crippling form of arthritis and would spend 6 months confined to a wheel chair in Bethesda naval hospital. 
When I finally learned that I was being medically retired from the Marines, I was very scared. I had no job. No real job training. And I had no 
idea if I would ever walk again or have full function of my arms and hands. I called Bill on a pay phone from my wheelchair in the hall way of 
the 5th floor in Bethesda Naval Hospital. I called the 800 number at SBI at 7PM. Bill answered the phone. I explained to him my situation and 
he told me not to worry, assuring me that I had a job waiting for me when I get home. I arrived a month later to find a new computerized 
router, new computer, and new office (with a wheelchair size door) waiting for me. I had never turned a computer on before and Bill said, 
“there’s the book, figure it out!” So, I did. Not only did Bill never give up on me, he wouldn’t let me give up on myself. 

My story doesn’t end there. November 2nd 1994, a tremendous fire at Sign Builders claimed the lives of one of our friends and sent several 
of us to the hospital including Bill. He and Steve Metheny were the first people at my bedside that night in the hospital. They had their 
arms around each other. We cried, we prayed, and we reassured each other that we’d all be okay. Bill managed to work out a deal with the 
insurance company so that SBI employees could take care of the demolition and some of the construction. Those of us that were injured 
were given every bit of support and encouragement needed to recover and mourn. Not one employee of SBI was laid off. In fact, no one 
missed a pay check. 

I can continue telling dozens of other stories about how Bill has made a contribution to my life or kept me on the right path, or taught 
me a lesson in some form. But I’m not unique. Any person that has ever taken the time to get to know Bill will have similar stories of his 
compassion, his generosity, and his love for others. He continues to inspire me to this day and I will forever be grateful to the man who has 
had the greatest amount of influence on my life. I love you and I thank you from the bottom of my heart.” 
David Watson, Watchfire Signs by Time-O-Matic
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Driving Growth: Quick Tips on Selling LED Signs to Auto Dealers
By Dave Warns
If you aren’t talking with auto dealers about investing in LED signs, you could be missing a lucrative opportunity. The auto industry is on the 
rebound. In 2012, auto sales increased by 13.45% and 2013 growth estimates are strong.  In 2013, 61 new or redesigned vehicles will hit 
the market. Advertising these vehicles will be a priority for auto dealers. Industry growth is only one aspect of the opportunity this market 
presents. 

Here are a few selling tips:
1. Talk about Smart Advertising: Auto dealers are savvy advertisers spending approximately $622 per car, or $367,000 annually per dealer. 
   Educate dealers on the value and effectiveness of their signage. LED signs are far more cost effective than TV, radio or newspaper 
    advertising.  Helping your customer understand they can get greater results for less money can help you make the sale. 

2. Focus on Growth: Auto dealers typically see an increase in business when they reinvest in their dealership.  Why else would the largest 
   brands mandate factory image upgrades to drive sales? You can help dealers see exactly what kind of ROI they can expect from their 
   signage investment by breaking down the costs and providing sales growth estimates from real-world data. Talk about what 5 or 10  
   percent growth would mean. 

3. Explain the Benefits of Flexible, Targeted Messaging: One advantage of LED signage is the ability for dealers to promote all of their 
    products and services. Share how other dealers use their sign to advertise repair specials, new services, used vehicles, high-margin 
    accessories, rebates, financing and dealer warranty programs to potential customers already at their front door. Traditional advertising 
    media are less effective because they lack geographical or demographic targeting unlike an LED sign.

4. Talk about Energy Cost Savings: Frequently, auto dealers with old bulb signs can upgrade to a new LED sign several times larger and save 
    hundreds of dollars a month on energy costs. The product manufacturer does make a difference; it’s worth the time to help your customer 
    find the most energy efficient, yet bright and impactful LED sign. Your customer may be eligible for energy rebates from utility companies 
   and government agencies, often netting thousands of dollars. Educating dealers on these rebates is another great opportunity to build a 
   long-term relationship with them.  

5. Choose the right manufacturer: Working with an LED sign manufacturer who will support you as the sign dealer, and not compete 
    with you, is critical. The best manufacturers will provide all the tools to help your customers make a wise investment. Your manufacturer’s 
  representative should be able to provide dealership traffic analysis, animated renderings and ROI calculation tools. The next step is 
   educating auto dealers on critical differences between LED sign manufacturers in energy efficiency standards, service, customer support, 
   warranty programs and graphics software. These distinct differences can play a huge role in how happy your customer will be with their 
    investment long-term. 

Dave Warns is vice president of on-premise sales for Watchfire Signs, a manufacturer of digital on-premise and outdoor LED signs. 

Connect with other MSSA Members and 
get the latest on Facebook and Linkedin.
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Digital / Vehicle Graphics
“Pee Wee’s”, Mitchell Signs
Designer, Ben Davidson

Wall Signs
“Blues Café”, Mitchell Signs
Designer, Ben Davidson

0-50 Square Feet
“John W. McDougall Co.”, Jarvis Sign Co.
Designer, Jeb Puente

50-100 Square Feet
“Targil Seasoning”, Gibko Signs
Designer, David Holsomback

100 Square Feet and Above
“Chappell Hill”, State Signs
Designer, Michael Reta

Best of the Best
“John W. McDougall Co.”, Jarvis Sign Co
Designer, Jeb Puente

Congratulations to the Winners of the MSSA 2013 Sign Design Contest

MSSA sign companies and their graphic designers’ creative ideas are put to the test every day.  When these ideas are 
in sync with their client’s goals, the result is magic!  Who else should judge MSSA Sign Design Competition than the 
members who understand what you do for a living?  MSSA is happy to present the following winners of its 2013 Sign 
Design Competition with $100 cash prize awarded to each winning graphic designer per category.
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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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Congratulations to the Following 
Recipients of the 2013 Steve Metheny 
Scholarship Foundation!
Receiving a scholarship is a moment of significant joy for the 
recipient. A MSSA scholarship not only provides significant 
financial aid to the recipient, but is also a source of great pride. 
To date, six hundred forty-two scholarships have been received 
totaling a financial investment of $954,900.  MSSA thanks all who 
have contributed toward the educational investment of our younger 
generation.

“Thank you for my scholarship, for without it I would not be able to attend University of San Diego. I 
plan to pursue a double major in Spanish and Biology. I’m also giving thought toward pre-med.” Mina 
Krenz, Miratec Systems

“The Mid South Sign Association scholarship has been a huge help to me throughout college, and 
I have received this scholarship all four years. I start clinicals this fall, and I will graduate with a 
bachelor’s degree in Radiologic Technology. I would like to thank everyone who has made this 
scholarship possible.” 
Gabrielle Trainor, A-1 Signs - TN Continued on next page...

Nathan Alcazar Stephanie Guerin Cara Pridmore

Dylan Allen Lucas Hale Stephanie Qualls

Ryan Boudreaux Tristen Haynes Troy Quicksall

Haley Copeland Aimee Hyde Karan Sharma

Sherriann Cosgrove Adela Kodra Aimie Simmers

Trae Crocker Joseph Krenz Linsey Brooke Singletary

Adam DeMoss Mina Krenz Camille Smolucha

Caroline Denzinger Jill Laurie Weston Stofel

Elisa DiMen Michaela Macre Nadine Suleiman

Douglas Dousay Camden Mason Amanda Taylor

Rachel Ducote Hannah Miller Jordan Thorp

Lauren Duplessis Autumn Nabors Mary Toohey

Paige Foote Courtney Nicely Gabrielle Trainor

Briana Gamez Kayla Nipper Gabrielle Weeks

Patrick Garcia Andrew Peterson Kelsey White

Stephanie Gomez Lindsey Pipkin Sara Williams

Jack Graham Samuel Plotkowski Erica Yopp

Jordan Gregory Julie Polaski Joseph Maxx Young, II
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“Thank you very much for considering and awarding me with the Mid South Sign Association 2013 
Steve Metheny Scholarship. Without the aid of this award paying for College would be a greater 
challenge than it already is. The time and effort that you put into selecting recipients is greatly 
appreciated.
This is my third year to receive this scholarship; please know that it is not taken for granted. The 
requirements and parameters that you, as a committee, have set help me to strive to be a better 
student. The honor of this scholarship reminds me that I am held to a higher standard where my 
education is concerned.
Thank you, again, for your time and diligence, as a committee, and for your service to the recipients.” 
Hannah Miller, Signs First Metro

“I would like to thank all who made this scholarship possible because it will help me in my higher 
education at the University of Mount Union, where I will be playing Women’s Tennis and studying. 
Thank you again for your generosity.” 
Elisa DiMeo, GE Lumination

“I would sincerely like to thank the MSSA for awarding me with this scholarship. It has helped me 
push my education dreams to the next level, and I wouldn’t have been able to do what I am this year 
without it. I truly appreciate your generosity and consideration for the future of all of those who won! 
Thank you so much!” 
Aimee Hyde, Allen Industries

“It is with the greatest appreciation that I thank the MSSA for the recent Steve Metheny scholarship 
award.  It has been my dream to be a nurse for a very long time, this scholarship is helping that dream 
come true.  I will continually strive to be the best representative of not only myself and my family, but 
also the MSSA organization as I endeavor to achieve my goals.” 
Jordan Ayree Thorp, Harbinger

“I feel so fortunate to have been selected as a 2013 Steve Metheny scholarship recipient.  As a student 
at the University of Minnesota, I plan on taking several core cell biology classes for my major, along 
with an oceanography class and a plant biotechnology class this fall. The funds from the Steve Metheny 
scholarship will help to relieve the financial burden that comes with enrolling in excess courses that 
require expensive supplies and course fees.  Again, thank you so much for funding my pursuit of a BS 
in cell biology with a minor in Spanish.” 
Joey Krenz, Miratec Systems
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MSSA / ISA Member Benefit!

ISA Webinars (As a sign company member os MSSA, you are a member of ISA.)

ISA Member Companies can participate in two webinars at no charge* in 2013 as a 
benefit of ISA Membership. Register online (www.signs.org) and enter memberweb as the 
promotional code to take advantage of this valuable opportunity, or contact ISA at (703) 
836-4012 for assistance.

Urban Wayfinding: Managing the Design Process
Thursday, September 26, 2013
2:00 pm - 3:30 pm ET   Price: Member: $49, Non-member: $99

The Signage Foundation Inc. has developed a comprehensive guide to urban wayfinding from planning to implementation, and ISA 
has developed a six-part webinar series based on this manual. This fourth webinar in the series will explore the complete wayfinding 
management process from overall planning to designer selection to fabrication management. Each webinar stands alone – you do not 
need the preceding sessions as a precursor.

Webinar Highlights:
• The Planning Process
• Designer Selection and Management
• Fabricator Selection and Management

Urban Wayfinding: Best Practices for Planning, Design, and System Management
Thursday, October 17, 2013
2:00 pm - 3:00 pm ET   Price: Member: $49, Non-member: $99

The Signage Foundation Inc. has developed a comprehensive guide to urban wayfinding from planning to implementation, and ISA 
has developed a six-part webinar series based on this manual. This fifth webinar in the series focuses on the leading design issues 
impacting wayfinding systems including development strategies, legibility research, and designing for ongoing management. Included in 
this program will also be best practices for digital wayfinding and gateways.

Webinar Highlights:
• Best Practices for System Planning
• Legibility and Scale Approaches
• Design Approaches
• Digital Wayfinding and Cities

Urban Wayfinding: Ongoing Maintenance and Management of Wayfinding Programs
Thursday, November 14, 2013
2:00 pm - 3:00 pm ET   Price: Member: $49, Non-member: $99

The Signage Foundation Inc. has developed a comprehensive guide to urban wayfinding from planning to implementation, and ISA 
has developed a six-part webinar series based on this manual. This sixth webinar in the series focuses on the integration of system 
management principles into the planning, design, and implementation process.

Webinar Highlights:
• Materials Selection and System Durability
• Managing the System
• Maintenance
• Expansion and Design Management
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Miratec Systems, Inc. Celebrates 25 Years
Miratec Systems, Inc. celebrating 25 years 
in business as well as a member of Mid 
South Sign Association.  Miratec System, 
along with seven other companies, was 
honored as 25 year members of Mid 
South Sign Association during MSSA 
convention in Huntsville, Alabama in July.

On June 20, 2013 Miratec Systems proudly 
celebrated their 25th year anniversary in 
the electric sign industry. After spending 
21 years at 3M, Founder and President 
Bert Guinee wrote the strategic plan 
that would serve to launch his own 
company, Miratec Systems. Opening its 
doors in 1988, Miratec Systems was the 
first wholesale-only graphics company 
in the electric sign industry.  25 years 
later, Bert Guinee has continued to demonstrate Miratec’s dedication to providing a quality product, on-time, at a 
fair price, and with respect for its customers.

A company founded on innovation, Miratec Systems has continued to develop new technologies and practices within 
the electric sign industry.  In 2001, Miratec was responsible for introducing direct-to-flexible sign face printing to the 
industry on a national scale. Then in 2005, Miratec developed mirror image, day and night color consistent technology, 
and most recently, in 2012 announced their proprietary PureColor Technology™ color management system.

Online Learning, Straight From Your Computer!
Online Learning from the ISA Sign Academy is expert-led, sign industry training that you can take on your computer, 
available at your convenience any time you’re online. The courses are available to ISA members and being an MSSA 
member, this means YOU! Price range is $50. Annual subscriptions are available to ISA members so you can pay one 
low rate and provide access to everyone or a select number of employees at your company. To learn more about annual 
subscription packages, please email education@signs.org.  Participants should use MSSA’s code, MSSAONL.

Current topics include:
• Sign Installer’s Guide: Electrical Sign Installation
• Sign Installer’s Guide: Safety Course
• Sign Installer’s Guide: Wall Signs
• Sign Installer’s Guide: Freestanding Signs
• 2013 ISA International Sign Expo Education Sessions

For more information on ISA’s Online Courses, visit www.signs.org



Midsouth Messenger — October 2013

9

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 2013 MSSA members 
to support MSSA in 2013.  Please consider the following companies as you conduct business in 
2013. 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.

ABC Sign Products

Admiral Wholesale Sign Components

Advanced Plastics

Advantage Sign Supply

AgiLight, Inc.

Akzo Nobel Coatings

Allanson Lighting Components

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

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

Dixie Graphics

Eastern Metal Supply

EBSCO Signs & Displays

EGL Company, Inc.

Elliott Equipment Company

Elrod & Company, 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

Hudson & Hudson Neon

Hybroco Sales, Inc.

Indy Imaging Inc.

Johnson Sales Company/Jasper Plastic 

    Solutions

KeyedIn Solutions

Matthews Paint

McGill Marketing Group

MET Laboratories

MetalSource

Mikos / Kampakis Insurance Service

Milam Machinery Co. Inc.

Miratec Systems, Inc.

Mr Plastic, Inc.

MultiCam Inc.

MYCO, INC

N. Glantz & Son

NESCO Sales & Rentals

Nova Polymers, Inc.

Optec Displays

Orafol Americas

Palram Americas

Permlight

Phoenix Metals Company

Piedmont Plastics, Inc.

Plaskolite, Inc.

PolyOne

Principal LED

Reece Supply Co

Rick McClain & Associates, Inc.

S & F Custom Sign Corp

SA International

SABIC Polymershapes

Saginaw Pipe

Scott Powerline & Utility Equipment

Seiko Instruments USE, Inc

Sign & Digital Graphics

Sign Builders, Inc.

Sign Fab, Inc.

Sign Society, LLC

Sign Tracker

SignComp

Signdrafting, LLC

SloanLED

Southern Stud Weld

Steel Art Company

Sullaway Engineering, Inc.

Thinksign Optoelectronics, Inc.

Transco To Go, LLC

Trinity Products

Tubelite Company, Inc.

Universal Lighting Technologies

US LED, Ltd.

USAwning Network

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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See Your Shop Floor in a New Light
How to Utilize a Project Management Philosophy for Greater Visibility, Accountability & 
Adaptability
By Johnathan Warren, Marketing Associate at KeyedIn Solutions, Inc.

There was a time when project management was associated with businesses primarily focused on fixed-
time client relationships, such as consulting and services firms. Today project management strategies are 
being applied to a broad range of fields including manufacturing and shop floor operations.  Whether your 
shop floor is mass-producing materials or making custom pieces, adopting a project management strategy 
has numerous benefits for small and midsized manufacturers.
If this seems like a leap to you, consider this: the sum of a manufacturing business’ operations is really 
a series of processes aligned around a common goal. So it is with project management as well.  Every 
customer order can be viewed as an all-encompassing project that includes every related material, labor, milestone, expense, and quality 
benchmark. Bringing all of the processes and pieces together in a project-oriented view provides dramatically greater insight into the production 
process and helps align expectations – so that what was envisioned and designed is exactly what is delivered.

Visibility, Accountability and Adaptability
In a project management setting, time is money. Technicians must keep pace with the expected timeline. Materials must be available when they 
are needed. Any delay means jeopardizing the completion of the project within the customer’s expectations.
Project management is about visibility, accountability and adaptability.  Real-time visibility into exactly what is going on with a certain job at 
any given moment; accountability of the technicians and other influencers to perform at or above expectations; and adaptability to enable 
issues to be addressed proactively before they negatively impact the job.
In short, project management ensures that a manufacturer’s resources are used strategically, risks are addressed, and costs are managed tightly 
– together driving project performance and profitability.

A Competitive Edge
In manufacturing, where quality standards and time-to-delivery are vital, employing a project management philosophy can be a great asset in 
delivering on these objectives consistently. 
With each customer order, a project is opened in your enterprise resource planning (ERP) solution and all of the related job information is 
associated with it – specs, materials, shop orders, permits, related jobs. As the job progresses, key milestones are entered.  
Let’s compare two possible scenarios – one project-based and one traditional – from a make-to-order manufacturer.

Traditional Process – less control/insight
1. A customer explains their needs and budget
2. Manufacturer presents a design along with the estimated cost
3. An agreement is reached and production begins
4. The shop-floor manager oversees production 
5. The shop-floor manager fields questions from the sales and executive about the progress and reports back 
6. Production is completed and delivered (hopefully on time, barring any machine malfunction, resource shortage or quality issues).

Project Management-Based Process – greater flexibility/complete insight
1. A customer explains their needs and budget
2. Manufacturer presents a design along with the estimated cost
3. An agreement is reached and the project manager designates the needed resources, scheduling, and quality standards
4. Production begins and real-time data is collected at each stage
5. The project manager oversees production as the project moves through its processes, making adjustments as necessary to ensure 
              quality standards are met and that the project is running on-time and on-budget
6. Executives and sales staff check project status, viewing progress based on real-time data
7. Production is completed and delivered with significantly greater likelihood of meeting cost, quality and time-to-market expectations.
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The difference between the two scenarios is minor in terms of process. The greatest difference comes with the project-management scenario 
delivering greater visibility, accountability and adaptability, thereby increasing the likelihood of success.

If It Ain’t Broke… 
Those resistant to incorporating project management in their manufacturing operations may see them as too rigid or confining. In fact, the 
exact opposite is true: when project leads and decision makers have a real-time detailed view into production timelines and how resources are 
being utilized, it actually provides greater flexibility to manage time and resources to their maximum potential. 
For example, by reviewing the data within a project, a project manager may see that a certain technician is more efficient operating a certain 
machine than other technicians. Scheduling can be adjusted to boost productivity. Or perhaps the project data reveals that a certain machine is 
operating more slowly than usual. Getting this insight early-on puts you in a position to fix the issue before a total shut-down and potentially 
re-map the workflow so that the project doesn’t fall behind.
A project management strategy – supported by an intuitive technology solution that is designed for project management – parlays the power 
of a traditional enterprise resource planning (ERP) solution into an action-based framework. A customer wouldn’t call in wondering what your 
monthly production rates are. They would call wanting to know what the production status is of their order. With a project-based strategy, you 
can provide a more exact answer. 
Furthermore, a project management methodology helps keep the big picture in sight for everyone involved. Project managers, decision makers 
and management are given a clear window to the mission critical elements of a job: planning, scheduling, risk management, quality management, 
quality assurance and quality control.

Getting Started
If you are seeing the benefits that project management strategy can provide for manufacturers, the first step would be to establish a 
methodology, making certain that there is at least executive support, if not full collaboration. Next, look for a technology solution that can 
support your methodology. It’s important to select a vendor that is focused on the manufacturing industry and has successfully delivered project 
management solutions to manufacturers. If IT budget is a concern, consider solutions delivered as software as a service (SaaS). These solutions 
require less start up costs than on-premise solutions and typically can be up and running much more quickly.

PRINTED MEMBERSHIP DIRECTORY ADVERTISING 
MAKE THE MOST OF YOUR ADVERTISING BUDGET

Reply request by Friday, October 4 to Karen@midsouthsign.org.
 ____________________________________________________________________

 
2013-2014 MSSA Membership Directory with Buyers Guide

Published annually with circulation to all MSSA Members
Spiral bound with heavy card stock cover with All Color Ads 

Buyers Guide listed in directory and posted MSSA website, www.midsouthsign.org
 

Size/Description                                              Rates per Year          Space
□ Full Inside Front Cover Color ad                        $800                             4.25” (w) x 7” (h)       SOLD
□ Full Outside Back Cover Color ad       $1,000                            4.25” (w) x 7” (h)       SOLD
□ Full Inside Back Cover Color ad                         $700                             4.25” (w) x 7” (h)       
□ Full Inside Color ad                                           $700                             4.25” (w) x 7” (h)       Only 1 remaining
□ One Half Page Inside Color ad                          $500                             4.25” (w) x 3.25” (h)  Only 2 remaining
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MSSA Sign Companies, do 

you need help fighting state 

and local government sign 

industry issues?  YOU are the 

first line of defense; contact 

MSSA if help is needed.   Call 

91-452-6444 or email Karen@

midsouthsign.org.
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Specified by
National Brands

Trusted by Local
Sign Companies

Phone: 800-336-1224
Email: sales@miratecsystems.com

Wholesale Only
Graphics Manufacturing
“It’s On Time Or It’s On Us” 
 Shipping Guarantee

100% Satisfaction Guaranteed

PureColor™

Miratec Systems® Printed Sign Faces

now with                    technology.

miratecsystems.com

Introducing BoxStar ® 
for sign cabinets and large channel letters. 

Up to 450 lumens/ft., the brightest LED 
system for signs. Uses high-brightness 
Seoul Semiconductor LED with a CRI of 85 
for colors that pop. Highly versatile. Also 
available in ready-install kits. 

Very competitively priced.

Veritas® 500 LED modules for small 
and medium-sized channel letters.  
80 CRI, superior high-temp qualities, 
outstanding lumen maintenance, and 
tight control binning for color consistency. 
White, red, blue, and green available.

83 years in sign lighting with a reputation built on long-
term customer relationships, quality products, and trust. 

Bringing the Brightness Back

Call to speak with one of our lighting experts at  
1-800-345-9010

The EGL Company, Inc.
www.egl-lighting.com
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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

LEDs look much
better in uniform.

           Makrolon® LD polycarbonate sheets deliver uniform 
light diffusion for today’s LED signage.
They feature an advanced light diffusion technology that provides excellent  
light uniformity. LED hot spots and shadowing are eliminated in flat or formed 
applications. Makrolon LD is available in a range of standard sign colors  
and can be custom matched to industry colors. Don’t limit your design flexibility  
with LEDs. Makrolon LD delivers now.

Call 800-254-1707 for samples or visit www.sheffieldplastics.com to locate your 
local, authorized distributor.

Helping you plan for tomorrow......

Today.

• Preferred MSSA Memeber     
 pricing provided through  
 our company partner EMC  

 Insurance Companies

• Insurance and Risk  
 Management Services

• General Liability, Workers   
 Compensation, Property, Auto,   
 Inland Marine, and Bonding

• Customized Safety and Disaster Planning

For more information contact Casey O’Quinn 
at coquinn@mkinsure.com  

or Emily Sartain
at esartain@mkinsure.com

MSSA Member 
Insurance Program

MidSouthAd.indd   1 9/8/11   8:25 PM

,  I n s u r a n c e  P r o g r a m
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MEMBERS

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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No Fees.
No Gimmicks.

Just Jobs.

Start Your Career or 
Find The People You 

Need!

Visit signcareers.com or 
send an email to 

karen@midsouthsign.org 
or call (901) 452-6444 for 

more information.

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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209 S. Jefferson St 
No.1076
Winchester, TN 37398

PRSRT STD
U.S. Postage

PAID
Memphis, TN

Permit No. 1023

Friday, November 1st
• Welcome Reception
•  “Tricks of the Trade” practical ideas that 
     save you time and little frustration

Saturday, November 2nd
• Dynamic Digital Signage, a new idea for 
   revenue stream

Visit midsouthsign.org for more details

Harrah’s Hotel and Casino
Tunica, Mississippi


