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LaDonna Cruse, Stephanie Hebert’s Insurance Agency, and Laura Bourgeois, Business First Bank, attend May’s 
Business After Hours at Morrison Terrebonne Lumber Center.

Jason Bergeron, Technology Professionals speaks during the Chamber’s General Membership Luncheon in May.  
Specials thanks to Technology Professionals and their entire staff for attending and sponsoring the event. 

Photo Gallery

Greg Landry, Morrison Terrebonne Lumber Center selects a winner for a door prize at the Business After Hours 
in May as Doug and Elise Gregory prepare to announce the winner.  Special thanks to Morrison Terrebonne 
Lumber Center for sponsoring the event.

From left to right: Karen Schilling, Leadership Terrebonne Alumni Association, Chamber President/CEO Suzanne 
Nolfo Carlos, Tay Rusich, A Place of Restoration, and Roslyn Chauvin, Southdown Mini Storage, pose at May’s 
Business After Hours at Morrison Terrebonne Lumber Center. 

Chamber Board members Mona Christen, Mona & Company, Inc., and Stephanie Hebert, Stephanie Hebert’s 
Insurance Agency attend May’s Business After Hours at Morrison Terrebonne Lumber Center.

Karen Rousse, Ramada Inn of Houma, and Desiree Hayes, Cameron Isles Apartments, enjoy networking at 
May’s Business After Hours event at Morrison Terrebonne Lumber Center.
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 Member News“Take Aim at Heart Disease”

 
 The Foundation for Terrebonne Gen-eral Medical Center (TGMC) is hosting its in-augural “Take Aim at Heart Dis-

ease Sporting Clay Shoot” on Saturday, 
October 5, 2013 at Tri-Parish Sporting 
Clay in Houma.  Shooting enthusiasts 
will have a great opportunity to ex-
plore their competitive nature, enjoy 
great conversation, delicious food and 
a spirited auction. The event is expect-
ed to attract around fifty teams made 
up for four people per team. The en-
try fee for a team of four is $700 with 
optional clay shooting games for an ad-
ditional cost.   A wide range of spon-
sorship opportunities are also avail-
able to individuals and businesses. 
 TGMC and Cardiovascular Institute of 
the South (CIS) have teamed up to pro-
vide world class cardiovascular care and 
advanced technology for the people of 
our region.  “After hearing of the ad-
vances being made in the research and 
treatment of cardiovascular diseases 
that are being conducted right here at 
TGMC by the expert physicians at CIS, 
The Foundation board began explor-
ing means of generating funds to con-
tinue and further  cardiovascular excel-

lence,” said Mike 
Fakier, Board Chairman of 

The Foundation for TGMC. 
 “The purpose of the inaugu-

ral Take Aim at Heart Disease Clay 
Shoot benefiting The Foundation at 

TGMC is to generate funds so that TGMC 
and CIS together can continue research 
that allows us to bring the utmost care in 
cardiovascular services,” explained Paul 
Labat, The Foundation spokesperson. 
 The mission of The Foundation for 
TGMC is to develop and maintain a 
comprehensive program of financial 
giving in the community for the sole 
purpose of promoting, developing, 
and expanding the services, func-
tions, purpose, and mission of TGMC 
in providing exceptional healthcare 
with compassion. The goals of The 
Foundation are to expand healthcare 
opportunities, utilizing the talent and 
professionalism at TGMC, for the resi-
dents of our area and to nurture and 
encourage a philanthropic spirit for all.
 For more information on how to 
participate or enter the “Take Aim at 
Heart Disease Sporting Clay Shoot” 
or the benefits to be derived from 
supporting cardiovascular heart 
health, contact The Foundation 
for TGMC office at (985) 873-4603.

Armstrong Joins Staff
 Thibodaux Regional Medical Center 
is pleased to announce that Mayfield 
B. Armstrong, ATC, CPed, has joined 
our staff as Director of Orthopaedic 
and Sports Medicine Services.  Arm-
strong has more than 35 years experi-
ence working as an athletic trainer and 
consultant with high school, college 
and professional athletes. He holds 
the unique credentials of a Certified 
Athletic Trainer and a Certified Pedor-
thist. Armstrong has served several 
roles for the National Football League 
(NFL) including Head Athletic Trainer 
for NFL Europe, Head Athletic Trainer 
for Regional Combines, ATC Concus-
sion Observer for the Atlanta Falcons, 
and has most recently formed First and 
Ten Health and Fitness to serve the NFL 
and its game officials.  Armstrong also served as the Sports 

Medicine Director for Champion Sports 
Medicine (CSM), Birmingham, Alabama. 
CSM works closely in conjunction with 
world-renowned Orthopaedic surgeon 
and sports medicine physician, James 
Andrews, MD, and the Andrews Sports 
Medicine and Orthopaedic Center in 
Birmingham. 

 Armstrong earned a Bachelor of Science de-gree from Florida State University, and attended Tu-lane Uni-
v e r s i t y 
for post 
graduate 
studies. 
He is board certified by the National Athletic Train-

er’s Association and American Board 
for Certification in Orthotics, Prosthet-
ics & Pedorthics.  “Thibodaux Regional’s Orthopaedic 

and Sports Medicine Center has been 
providing exceptional care and ser-
vice to athletes and others through-
out the region,” said Greg Stock, CEO, 
Thibodaux Regional. “With Mayfield’s 
extensive knowledge and experience 
we will be able to further expand our 
Orthopaedic and Sport Medicine pro-
gram.”    

Leads @ Lunch
Charter Business and Comcast Business will be hosting monthly networking

lunches. Leads @ Lunch will help local business professionals establish

valuable relationships in a fun, friendly atmosphere - our local restaurants!

Each month a new restaurant will be chosen. Professionals will gather

together to share leads, lunch, and best practices.

Join us for our 1st Leads @ Lunch on Thursday, Sept. 26th, 12:00 Noon at

Big Mike’s BBQ; hosted by Charter Business & Comcast Business

For More InForMatIon Call (985) 446-4928 or traCy.adaMs@Charter.CoM

Rooftop Roundup The Foundation for Terrebonne Gen-
eral Medical Center (TGMC) will host 
the second Annual Rooftop Roundup 
on Thursday, October 3, on the roof-
top of the TGMC parking garage. This 
event promises a casual atmosphere 
featuring a delicious meal from Big 
Mike’s BBQ, a bird’s eye view of down-
town Houma during beautiful early 
fall weather and lively music from Kyle 
Domangue, Billy Stark and friends. The 
Rooftop Roundup will begin at 5:30 pm 
and continue until 8:30 pm. “The Foundation wishes to invite 

our community to join in the festivities 
while supporting health and wellness 
in our community,” explained Mike 
Fakier, Chairman for the Foundation 

for TGMC. “Last year’s event proved 
to be the ultimate rooftop experience 
and we are now going to make it an an-
nual event that is open to the public to 
enjoy,” Fakier said.   Proceeds from the event will support 

various health and wellness related ini-
tiatives at TGMC through the Founda-
tion that will benefit the people of our 
area. “The funds raised will stay in our 
community to help provide support to 
those in need,” added Fakier.  
 Individual tickets for the Roundup 
will include food, drink, music and at-
mosphere for only $40.  Tickets may be 
purchased in the TGMC Gift Shop or by 
calling (985) 873-4603.
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One-on-One with Morgan Stanley

 The Chamber randomly selects Chamber Member 

businesses and organizations to interview and high-

light in this monthly publication. Tim A. Emerson, CFP, 

CFA, CIMA, Senior Vice President of Morgan Stanley 

was selected in a drawing at a recent Chamber of 

Commerce General Membership Luncheon to be fea-

tured here today.

 Earlier this month we interviewed Tim to learn 

more about Morgan Stanley, located at 1340 West 

Tunnel Boulevard, Suite 405, Houma.

How long has Morgan Stanley been in business?

 The local branch was originally opened here in Hou-

ma in 1975 managed by James Gueydan as a How-

ard Weil office.  In 1986, Howard Weil merged with 

Legg Mason.  In 2005, Smith Barney and Legg Mason 

merged the brokerage division into Smith Barney 

changing the name of our branch to Smith Barney.  

In early 2009, Morgan Stanley formed a joint venture 

with Smith Barney with the option for Morgan Stan-

ley to buy the remaining share of the firm from Smith 

Barney.  Morgan Stanley did opt to buy the remaining 

share of Smith Barney and our office is now a Mor-

gan Stanley office.  Morgan Stanley’s first office was 

opened at 2 Wall Street on Monday September 16, 

1935.

How long at this location?

 James Gueydan opened this office in 1975.

Do you have other locations?

 Morgan Stanley is a leading global financial services 

firm providing a wide range of investment banking, 

securities, investment management and wealth man-

agement services.  The firm’s employees serve clients 

worldwide including corporations, governments, in-

stitutions and individuals from more than 1,200 of-

fices in 43 countries.  

What are the major products you carry?

 Morgan Stanley is a financial holding company 

comprised of three segments: Institutional securities, 

Global Wealth Management and Asset Management.  

We are part of Global Wealth Management providing 

a broad range of investment services and products for 

individuals, foundations and corporations.  We work 

together with our clients to define goals and objec-

tives to design a customized strategy to help them 

achieve their financial goals.

What are your best-selling products?

 Many of our clients prefer our consulting advisory 

services providing manager discretion.  Also tax ex-

empt bonds are popular.  Because of the size and 

scale of our firm, we are able to offer variety at very 

competitive pricing and research coverage.

What are your oldest lines?

 Trading of stocks and bonds have been the basis of 

our business since the beginning.

What are your newest lines?

 Alternative investments such as hedge funds are 

relatively new.

How many people do you employ?

 Morgan Stanley employs about 57,000 firm wide.   

 There are five of us here in Houma.

What are your business hours?

 We are open from 8:00 AM until 4:30 PM Monday 

through Friday.

In what ways has the industry changed the most 

over the years?

 The changes in the markets can create anxiety and 

excitement from time to time and can at times height-

en clients’ emotions of fear and greed.

What do your customers like best about Morgan 

Stanley?

 Our clients seem to like the comfort of being with 

a large, well known, and reliable firm that provides a 

− continue on page 18 −

Morgan Stanley staff members from left to right: Michele Dantin, Financial Planning Specialist, Financial Advisor, Robyn Hornsby, Senior Registered Service Associate, Tim Emerson, CFP®, CFA, CIMA®, Senior Vice 

President, Resident Manager, Portfolio Manager, Marguerite Knight, CFP®, Senior Vice President, Financial Advisor, Sherri Roach, CFP®, Second Vice President, Financial Planning Specialist, Financial Advisor

Shop local.    Eat local.    Enjoy local.
It takes YOU to start the trend.

Support the local businesses who support the area where you live, work and play.

AD SPACE

$50 PER MONTH
(with 6 month commitment)

Ad Size: 3.34”W x 2.12”D
FREE PROCESS COLOR

Attention Chamber Members!
Advertise your LOCAL business, service and specialties right here!

for as little as $50 per month.
Call Lacey Hearn at (985) 850-1102

to learn more about this unique advertising offer.

Distributed Monthly In
Sunday Courier

Mailed to Members

Pick-up at Chamber Office

For More Information Contact
Lacey Hearn at (985) 850-1102

lacey.hearn@houmatoday.com



Yes, I’m interested in reserving an advertisement for 
my business.

Yes, pick up my ad and publish in the Thibodaux Chamber’s 
Monthly Magazine, Insight for a 20% Discount.

Company Name:

Contact Person:

Mailing Address:

Business Phone:

Email Address:

Please return on behalf of the
Houma-Terrebonne Chamber of Commerce

c/o Lacey Hearn
P.O. Box 2717

Houma, Louisiana 70361
Phone: (985) 850-1102    Fax: (985) 857-2229

E m a i l :  l a c e y. h e a r n @ h o u m a t o d a y. c o m
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Get Organized with a Content Calendar
by Charles Gaiennie
For Focus

 In our consultation 
to clients, one of the big-
gest concerns we hear is a 
fear of creating content of a 
sufficient quality and quan-
tity to feed an online, 
all-the-time world. It 

goes like this, “With my schedule, there is just 
no way I can sit down at the computer and make 
daily posts to Facebook, write a blog and send 
out emails.” Trust us, we get it and feel the same 
way.  Fortunately planning combined with a little 
technology can go a long way to helping you become 
quite the conversationalist without having to put your 
fingers on the keyboard more than once or twice a 
month.  Here’s how.
 It all starts with the creation of a content calendar 
or an outline of topics to write about over a set pe-
riod of time. You might be surprised at how many top-
ics you can come up with at just a single setting.  The 
easiest place to start is with the months of the year. 

Every business has some seasonality to it so think of 
the things that are relevant to your market by month.  
Major holidays like Christmas or July 4th are easy and 
can be as simple as a personal greeting from you. 
Weather is also a good starting place if there is any-
thing about your business that relates to hot or cold, 
warming or cooling.  Sporting seasons are also a great 
source of content as are new product releases or the 

addition of staff. The anniversary date of your busi-
ness, your company’s annual support of a charitable 
event or your participation in a trade show all create 
a great foundation for topics that you can write about 
easily.
 Once you have your ideas, physically move them 
into a calendar. Whether you use an electronic calen-
dar or something on your wall really doesn’t matter. 
The idea here is just to get them somewhere where 
you can begin to plan.  The very act of moving them 

into the calendar will also spur additional topic ideas 
and begin to reveal themes and campaigns.
	 With your content calendar now in place, technol-
ogy will allow you to pre-write content to post or go 
out without any further effort on your part.  For ex-
ample, most email marketing tools will have a sched-
uling function that allows you to send your messaging 
at a specific date and time for up to a year or more. 

Social media management tools like Hoot Suite 
also provide similar functionality for posts that 
go out on social media.  The function is even 
built directly into Facebook or can be managed 
through second-party tools for Twitter. 
 So see, there’s really no reason to get over-

whelmed. With a nice cup of coffee, a content calen-
dar and a little bit of technology, keeping up is really 
not so hard to do.
 Charles is the owner of local marketing and advertis-
ing agency, The W.L. Gaiennie Company.  His work as 
a marketing consultant to business spans more than 
two decades and hundreds of companies. He can be 
reached at 985-262-4634 or by email at cgaiennie@
wlgaiennie.com

“With a nice cup of coffee, a content 
calendar and a little bit of technology,  
keeping up is really not so hard to do.”

Welcome New Members

CPR SAV-A-LIFE
Tammy Smeal
(985) 860-2483
302 Agnes Street
Houma, LA 70363
Categories: CPR Training, Safety Training & 
Consulting
www.cprsavealife.com

THE LAW OFFICE OF
DENNIS J. ELFERT
Dennis Elfert
(985) 655-3333
522 Roussell Street
Houma, LA 70360
Categories: Attorneys, Legal Services

TURN KEY TITLE OF
LOUISIANA, LLC
Sam Markus
(985) 655-8181
511 Roussell Street
Houma, LA  70360
Categories: Title Companies

STELLA LEARNING
CENTER
Daisy Alviar
(985) 868-2671
2600 Coteau Road, Building #2
Houma, LA 70364
Categories: Education - Schools, 
Therpay - applied Behavioral Analysis
www.stellalc.com
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For Membership Information, please visit
www.HoumaChamber.com or call (985) 876-5600
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 The Chamber selects member businesses, organiza-
ti ons and individuals to highlight in this monthly pub-
licati on. Synergy Bank was selected at a recent Gener-
al Membership Luncheon to be featured. Earlier this 
month we interviewed Denise Garofalo to learn more 
about her and Synergy Bank.
In your own words, describe Synergy Bank.
 Synergy Bank is a community bank that plays an ex-
tremely acti ve role in giving back to our community. 
We volunteer at numerous events in the area and vol-
unteer countless hours of our ti me.  We make it our 
mission to help the citi zens of our parishes. 
How long has it been in business?  Is it locally owned 
and operated?  Tell us a litt le about the history of 
Synergy Bank.
 Synergy Bank was formed in 1998 and opened its 
fi rst branch in 1999.  The group of local business lead-
ers, who started the bank, shared a common vision of 
a new type of fi nancial insti tuti on for the area. They 
wanted a bank with a true sense of local identi ty, a 
bank which would celebrate local values, with a pro-
found commitment to the growth and prosperity of 
our community and its citi zens. Today, the bank has 
fi ve locati ons in Terrebonne and Lafourche. We just re-
cently announced the constructi on of a sixth locati on, 
which will be on South Acadia Road in Thibodaux. 
 Where is the main offi  ce located?
 The main offi  ce is located at the corner of Synergy 
Center Blvd and Marti n Luther King Blvd. 
What is the company’s specialty?
 We off er a full range of fi nancial services but we 
also off er something more – a unique brand of cus-
tomer service that you just can’t get anywhere else. 
How many people are employed by Synergy Bank?
 115

In what ways has the industry changed the most 
over the years?
 In the last 41 years, so much has changed in the 
banking industry. When I fi rst started in banking 
ATMs were just coming out. The industry was predict-
ing that eventually money would no longer be used 
and everything would be electronic. Today, so much 
is electronic and the regulati ons have made banking 
and getti  ng a loan much more complex, but that’s 
why it’s so important to provide the best in customer 
service to help educate our customers to ulti mately 
achieve their fi nancial goals.
What do your clients like best about Synergy Bank?
 Customers like that we are a local bank with local 
directors. Our customers know that they can pick up 
the phone or come in to our branch and speak direct-
ly to our president or a vice president.  
What is the one experience you want for the clients 
of Synergy Bank?
 Our purpose is to help our customer reach their 
fi nancial goals while providing the best in customer 
service. If that means purchasing a home or help-
ing them save for reti rement, we want customers to 
know we are here to help them with all their fi nancial 
needs and there is no need to go anywhere else.
Where were you born and raised? Tell us about your 
family.
 I was born and raised in Terrebonne Parish. My hus-
band Anthony and I have two children, three grand-
children and two step-granddaughters.
Did you att end/graduate from college? School? 
Years?
 I graduated from Terrebonne High School and have 
been a Terrebonne Parish Notary public for 27 years.  
What is your ti tle?
 Vice President, Mortgage Lending
What are your primary responsibiliti es?
 My primary responsibiliti es include home loan 
lending, purchase, home refi nance, constructi on and 
secondary market lending. 
How long have you been in the industry? How long 
with Synergy Bank?
 I’ve been in banking 41 years and 14 years at Syn-
ergy. 
What do you like best about Synergy Bank?
 I work with a great group of people who are dedi-
cated to Synergy Bank and our mission to help im-
prove our community.

What is most challeng-

ing about your job?  Favorite part of your job?
 Since my primary responsibiliti es are loans for 
home purchases, the industry has had sweeping gov-
ernment reforms and regulati ons over the last couple 
of years, but it’s all worth it when you help to make 
someone’s dream of owning a home come true. That’s 
my greatest sati sfacti on.
Do you have a fundamental philosophy for life or 
business that you can share?
 If it doesn’t work out something bett er is sti ll to 
come.
Tell us about the relati onship between Synergy Bank 
and the Houma-Terrebonne Chamber of Commerce. 
Why does Synergy Bank invest in the Houma-Terre-
bonne Chamber of Commerce?
 Synergy Bank has been a member of the Chamber 
since 1999 when the bank opened. Synergy acti vely 
parti cipates in the Chamber because of our conti nued 
commitment to the growth of our local economy and 
businesses. 
Can you share any of your company’s involvement or 
your personal involvement with the Chamber over 
the years?
 We have had several offi  cers who have served on 
the Chamber board in various capaciti es including our 
President, Jerry Ledet, who served as the Chamber’s 
2006 Chairman.
Why should other businesses invest in the Houma-
Terrebonne Chamber of Commerce?
 Investi ng in the Chamber helps our local economy 
and builds a bett er workforce. The Chamber provides 
valuable opportuniti es 
to culti vate and maintain 
business relati onships 
and prospects. 
Any other news you 
would like to share?
 It is a great ti me to pur-
chase, build or refi nance 
your home especially with 
the low interest rates.  
Come visit with me for 
more details.
 

•―•

One-on-One with Synergy Bank

What is most challeng-
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