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tioned buses — or even air-conditioned
classrooms — the reality is that today’s
back-to-school experience is a far cry
from what it was back then. 

Today’s parents must navigate a
maze of required supply lists, lab and
workbook fees, back-to-school meet-
ings and endless fundraisers. 

When my Mom went to the local
dollar store with her back-to-school
shopping list for elementary-school me,
it was indeed a lot simpler. The list
consisted mostly of nonspecific essen-
tials such as “loose-leaf paper,” “lunch
box” and “Elmer’s glue.” It was also a

far shorter list; much of a student’s
supplies were provided at the school
(often by the teacher out of her own
pocket). 

By contrast, the required supply list
for a second-grader at one of our Jack-
son-area schools has 19 separate items,
many specific — i.e., “8 folders with
pockets and brads 2 (1 plastic, 1 paper)
each color — red, blue, yellow, green.”
And a note at the bottom reads: “Note:
Additional supplies may be requested
by your child’s teacher when school
begins.” 

If you’ve gone to the local big-box

retailer recently, the school-supply area
can be a zoo. Shopping for your kids has
become a stressful event, and it seems
at least some people are taking their
time to finish. A recent study commis-
sioned by the National Retail Feder-
ation bears that out. According to the
NRF’s Back-to-School Spending Survey,
the average family with children in
grades K-12 has completed just half of
their shopping at this point.

“As expected, families are carefully
measuring where, when and how they 

Back-to-school shoppers taking their time 

See Shoppers, Page 2C

Where did the summer go? While
many Mississippi adults wax nostalgic
for the “good old days” when we didn’t
go back to school until after Labor Day
and point out to today’s “coddled” gen-
eration that we managed to make it to
adulthood without having air-condi-
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blasting through 15 floors and blow-
ing out or busting more than 1,000
windows. One-fifth of Hancock
employees lost everything. Another
1,200 found their homes barely
standing. More than 1,000 associates
on the Mississippi Gulf Coast no
longer had offices. In New Orleans,
1,000 more associates waited and

A decade ago on Aug. 25, Han-
cock Holding Co. officials were
preparing for Hurricane Katrina.

Tuesday, they rang the opening
bell of the Nasdaq Stock Market to
mark 10 years of recovery.

Katrina damaged or destroyed
just more than half of the Gulfport-
based bank’s branches on the Mis-
sissippi Gulf Coast and the New
Orleans area. The Gulfport head-
quarters just north of U.S. 90 got the
worst of it. 

That made communication
among branches and backup data
centers in Baton Rouge and Chicago
impossible. Tellers couldn’t make
transactions for weeks after the
storm. Instead, they retrieved what
cash they could from ruined ATMs
and night deposit boxes and ran it
through washing machines and
dryers — literally laundering it — so
the bank could be somewhat liquid.

What transactions could be done
on paper had to be meticulously
entered digitally after being driven
from Gulfport to an operations cen-
ter in Louisiana that had escaped the
worst of Katrina’s wrath.

In Gulfport, a waterspout razed
the roof of the company’s corporate
headquarters tower, sending a vor-
tex of rain, sea spray and debris

hoped until the city regained livabil-
ity.

“Hurricane Katrina redefined
our central Gulf Coast landscape
but not our strong spirit and Amer-
ica’s instinctive unity in crisis.
Thousands came to help. Our asso-
ciates brought our core values to
life. People and the communities we

serve believed in us,” Hancock
Holding Co. President and CEO John
Hairston said. “In the past 10 years,
the Gulf Coast has rebuilt a robust,
diverse regional economy that
brings thousands of people and busi-
nesses to the area and billions of
dollars to America’s economy each
year. Mother Nature was tough. Our
people were tougher.”

Hairston was joined by Hancock
Holdings Chief Operating Officer
Shane Loper, Whitney Bank Presi-
dent Joe Exnicios, chief financial
officer Mike Achary, and Trisha
Carlson, investor relations manager.
Hairston said Hancock rang the
Nasdaq bell “to honor and thank
people across the Gulf Coast, the
country, and the world who made a
difference for our hometowns and
our company. The force of their
caring propelled us from one of the
region’s bleakest times into one of
its brightest eras of opportunity.”

At least financially, and at least
for Hancock, that has proved true.

Hancock has grown from $4.8
billion in assets in 2005 to $21.5 bil-
lion as of June 30. The bank has
doubled its market cap to $2.2 bil-
lion, thanks to the 2011 merger be-
tween Hancock and New Orleans-
based Whitney Bank. 
Contact Clay Chandler at (601) 961-7264 or cchan-
dler@gannett.com. Follow @claychand on Twitter.

STOCK MARKET

CHRISTOPHER GALLUZZO/NASDAQ OMX

Hancock Holdings executives ring the Nasdaq’s opening bell Tuesday. The event was part of the bank’s observing 10 years of recovery from Hurricane Katrina. From left are
Hancock investor relations manager Trisha Carlson, COO Shane Loper, President and CEO John Hairston, CFO Mike Achary and Whitney Bank President Joe Exnicios.

Hancock officials celebrate
Katrina recovery at Nasdaq
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Hancock Holdings executives rang the Nasdaq’s opening bell Tuesday. The event was
part of the bank’s observing 10 years of recovery from Hurricane Katrina. 
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should spend on fall
apparel items, school
supplies, electronics and
other necessities,” said
NRF President and CEO
Matthew Shay. “Late
summer promotions and
sales tax holidays around
the country are likely
contributing to the delay
in back-to-school shop-
ping this year, which
means the next few
weeks could be excep-
tionally busy for retail-
ers large and small.”

Mississippi held its
sales tax holiday on July
31 and Aug. 1, with many
families taking advan-
tage of the opportunity
to buy certain items
without having to pay
sales tax. And if you look
around, many retailers
are still holding sales
and promotions to get
you into the stores. “Re-
tailers, hoping to strike a
chord with both budget-
conscious and value-
focused parents, will roll
out hard to pass up pro-
motions designed to
capture the attention of
those last-minute shop-
pers,” Shay noted.

The survey found
about one in five parents
admit to not having even
started their shopping,
but that’s down a bit
from last year’s 23.6
percent. A few families
(about 13 percent) say
they’re done. 

Here are a few more
findings: 

» Coupons and promo-

cent this time last year.
But before we com-

plain about the anarchy
in the school-supply
aisles or gripe about
having to write that
check for the lab fee, it’s
a good idea to keep in
mind that most teachers
still pay for at least some
supplies out of their own
funds and school admin-
istrators are trying to
stay ahead of a bewilder-
ing array of laws and
regulations, while
they’re all simultaneous-
ly trying to help our kids
grow and succeed. (In
the interest of full dis-
closure, I must confess
some bias here; I was
raised by a teacher, her-
self the daughter of
educators.) 

As parents, while it
might be hard to navi-
gate the back-to-school
maze, it’s part of holding
up our end of the part-
nership to help prepare
our children for the day
they’ll be the ones doing
the back-to-school shop-
ping. So, take some com-
fort in that truth as you
search frantically for
that last box of “Crayola
fine-tip classic colored
washable markers.”
Contact Bill Moak at moak
consumer@gmail.com.

tions continue to res-
onate; those who have
already started shopping
indicate about half of
their purchases (51.3
percent) were influ-
enced by coupons, sales
and promotions, down
from 58 percent last
year.

» When it comes to
classroom needs, the
survey found parents
are on the hook to con-
tribute several items. On
average, parents say
64.4 percent of their
purchases of pencils,
folders and other school
supplies are influenced
by classroom lists or
school requirements. In
addition, 45.9 percent of
their electronics pur-
chases for back to school
are influenced by the
lists and requirements of
their family’s schools.

» As for where con-
sumers will finish their
shopping, discount
stores will see the most
traffic (53.4 percent),
while 46.8 percent will
shop at department
stores, 36.6 percent at
clothing stores and 12.8
percent will wrap up at
electronics stores; 27.2
percent will check out
retailers’ best online
deals, up from 24.8 per-

Shoppers
Continued from Page 1C

64.4 %of parents 

purchase pencils, folders and

other school supplies because

they are influenced by class-

room lists or school require-

ments according to a National

Retail Federation Back-to-

School Spending Survey.

The Shoe Choo Train, which special-
izes in children’s shoes, clothing and
accessories, is now in The Promenade
shopping center at 860 Avery Blvd. in
Ridgeland.

Shoe Choo Train moved to The Prom-
enade in July after it lost its lease at
Magnolia Marketplace in Rankin Coun-
ty, said Myra Phillips, store manager
and buyer. 

“We’re eight miles from our former
location if you take Spillway Road,” she
said. “We’ve now got a mix of old and
new customers. We’ve attracted new
customers who were driving on County
Line, happened to spot the store and
stopped by.”

Other businesses in The Promenade
also draw customers. Among those
businesses are The Beagle Bagel Café,
Ruchi India restaurant, Ciara’s Bakery
& Café, The Blind Place, Little Tokyo
Sushi & Teppan, Jazzy Dancer, Morri-
son Brothers Music, Jackson Fish &
Coral and Doors by Design.

In business since August 2008, Shoe
Choo Train is owned by Brenda Bizzell
of Flowood and Linda Skyrme of Con-
way, Arkansas, Phillips said. There is
also a store in Conway, Arkansas, which
makes it easy to transfer inventory
when needed, she said

The store carries a large selection of
children’s shoes from sandals to sneak-
ers, moccasins to Mary Janes and casu-
al styles to dressy in sizes 0 to 7. Prices
range from $30 to $150. 

Some of the most popular styles are
Chaco sandals and Chuck Taylor All
Star Converse tennis shoes in almost all
colors of the rainbow, Phillips said. 

“It’s hard to keep Converse in stock,”
Phillips said. “They’re hip for every-
thing from proms to weddings, and
usually styles that are popular with
adults trickle down for children.”

At Shoe Choo Train, Converse tennis
shoes may be personalized by having a
monogram or a favorite team stitched
on the shoe’s tongue, she said.

The store sells clothing from sweet,
smocked styles for infants to trendy
styles for girls up to size 14. Styles for
boys go up to size 10. 

For girls, trends for fall include
metallic print leggings, touches of gold
or sequins and ankle boots with zippers
or buckles. Under Armour is popular

with boys.
“It’s all some boys want to wear,”

Phillips said. “That starts as young as 3
or 4.”

Consider Shoe Choo Train next time
you’re shopping for a birthday party or
baby shower because it stocks fun
jewelry for little girls, an assortment of
stuffed animals, all sorts of baby gear
and more.

Service to customers is a point of
pride, Phillips said.

“We’re seasoned pros when it comes
to working with children and their fam-
ilies,” she said. “We have one mother of
triplets who will call ahead, tell us she’s
coming in and ask us to pull outfits and
have them ready for them to try on,”
Phillips said. 

The Shoe Choo Train is open from 10
a.m. to 7 p.m. Monday through Sat-
urday and from 1-6 p.m. on Sunday.
Contact Nell Luter Floyd at nellfloyd@bellsouth.net.

Shoe Choo Train reroutes to Ridgeland
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Assistant Manager Patty Jensen steams dresses at the Shoe Choo Train on County Line Road in Ridgeland. 

Nell Luter
Floyd
RETAIL COLUMNIST

Airline fare wars are making a come-
back.

Don’t expect widespread sales or
cheap flights home for Thanksgiving.
But several cities are seeing ridiculously
low prices at off-peak hours — prices the
industry has spent years trying to elim-
inate.

Fliers have been able to fly from Chi-
cago to Boston for $80 roundtrip, San
Francisco to Las Vegas for $67 roundtrip,
and New York to Los Angeles, with a con-
nection, for $150 roundtrip.

“This is the big break consumers have
been waiting for in response to lower
fuel prices,” says Seth Kaplan, managing
partner of industry newsletter Airline
Weekly.

The price of oil is at the lowest level in
61⁄2 years and the industry is saving bil-
lions of dollars on fuel, giving airlines
leeway to cut fares but still post healthy
profits. Airlines have also added larger,
more efficient planes to their fleets
while packing more seats into existing
jets. So, while the number of domestic
flights is down slightly over the past 12
months, there are now 3.4 percent more
seats for sale — too many to meet the de-
mand in all cities. To fill those extra
seats, airlines have had to offer dis-
counts.

Still, airlines are being very selective.
Forget finding a deal for busy holidays or
on Mondays, Thursdays and Fridays
when business travelers fly. The best
prices are for flights on traditionally
slow days like Tuesday, Wednesday and
Saturday. And it helps if Southwest Air-
lines, Spirit Airlines or Frontier Airlines
flies the route.

For instance, Frontier recently had a
sale for members of its club who pay an
annual $50 fee. Tickets were being of-
fered for $15 one-way including taxes.

American Airlines and — to a lesser
extent — Delta Air Lines and United Air-
lines are matching some of the discount
fares. By doing so, they actually under-
cut the ultra-low-cost carries because
Spirit and Frontier charge customers ex-
tra to use overhead baggage bins or to
have a drink of water.

“They’re trying to force them out of
the market and they have the power to do
this because they are making record
profits,” says George Hobica, founder of
travel deal site AirfareWatchdog.com.

American spokesman Casey Norton
says the airline “constantly looks at how
we compete against a wide variety of air-
lines — from low-cost carriers to premi-
um global brands.”

Delta and United declined to com-
ment. However, Delta has expanded its
“Basic Economy” fare to more than 450
markets. Fliers booking these tickets
typically save $15 each way, but are not
given advance seat assignments, can’t
cancel or change the flight and are last to
board.

Fare wars were destructive to the in-
dustry in the 1980s. Airlines were fo-
cused on being the largest carrier on a
route, even though it often meant losing
money.

Today’s airline industry is more disci-
plined, so the fare wars cause much less
damage. The airlines still collect sub-
stantial fares on highly-profitable busi-
ness routes and for holiday travel. Addi-
tionally, they take in billions of dollars
for checked baggage fees and other
things that were included in the ticket
price in the 1980s.

ELAINE THOMPSON / AP

Colin Drummond, 4, pushes luggage as he walks with his family to check in a relative for an
Alaska Airlines flight at Seattle-Tacoma International Airport.

Airfare deals pop up
as US airlines wage
limited fare wars
SCOTT MAYEROWITZ
ASSOCIATED PRESS
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