





they point to that is important. “The people who work at the Stax restaurants are also
family. We work with people, they do not work for us,” says Koumoustiotis. “We have
employees that have been here since each restaurant has opened and we treasure them.”

For more information about the Stax family of restaurants, visit wiww. Stax.com.

technology and services machines and computer systems.

Herb and Anne Carson worked side by side every day in the business but tragedy struck
in 1962 when Anne was killed in an auto accident, son Chris broke bones and was in a coma
for four months and Herb Carson was hospitalized for a month. Son David had only minor
injuries.

With his Depression-era determination, Herb Carson moved the business to Laurens
Road in 1972. Son David worked his during his teenage years and then went to Furman. He
joined his father in the business after college and Herb Carson remained in control until his
death in 1995.

Immediately after his death, Carson’s two sons and stepson Scott worked at running the

his father before him, he says “I

hope to have a lot of good years
ahead of me — I'm not ready to

turn over any reins just yet!”

For more information, visit
www.plusine.net

Ayers Leather Shop

Atlanta and narrowed their
search to Miami and Greenville.
With family here, Greenville
won out. So Ayers Leather Shop
has been part of the community
business fabric for 60 years this
August.

Starting with a leather repair
shop in the Poinsett Hotel,



Deb Ayeps

and 201 North Main became a retail store for Ayers Leather.
Deb Ayers, current owner, says, “every morning when my
father opened the front door he said a thank you to Max
Heller who was so instrumental in the growth of downtown.”

According to Deb, her parents worked side by side and were
a perfect complement for each other. “Dad was the risk taker,
always looking for an edge, whereas Mom would make him sit
back and think about what he wanted to spend.” Only child
Deb also admits that she was taken to daycare for a couple of
days but cried the whole time so her parents started bringing
her to work with them. She officially joined the business in
1971 asVice President. She eased herself into buying, managing
and displays, all the while absorbing what was important and
what wasn’t so when her parents retired in 1995, she was well
equipped to take over.

The valuable lessons that she learned have allowed the busi-
ness to survive and grow even though there is a single location
now — the Main Street store holds her heart.

W

“Omne of the best lessons [ learned is that if you go into retail
leather goods you can offer some exotic items but think about
the basics: everyone needs like a wallet or briefcase. The average
American buys eight umbrellas a year. People travel and need
luggage, business people need desk accessories, and men need
shaving kits.”

“The second most important thing is that we sell quality.
We don't play with prices and there are no sales games. In most
categories, we sell from the basic to the finest of the item but it
1s all good quality. That also means that when something wears,
we can repair it rather than throwing it away. That works for
both the retail and repair side of our business.”

The third generation, in the form of Deb’s youngest son
Peyton, has been around the business his whole life too but has
only been paid for working there for the past two years. There
seems to be an easy working relationship between mother and
son. “He keeps me current knowing that we need to have cases
for iPads, various cell phone cases and even locally made leather
bracelets.” Peyton counters with,“I need her to pick out the
handbags and sometimes give me pointers on repairs.” He said
this as he was covering the metal portions of a Michael Jackson
style jacket with tape so it could be dyed.

With both the second and third generations treasuring
thar spot at 201 North Main Street, the 100th anniversary is
not out of the question.

What’s Most Important
There are many different types of family businesses and
as tnany reasons that they succeed. But one common
clement that each of the family businesses mentioned
was that they felt it was important to give back to the
community that supported them. Whether it is serv-
ing on boards, giving goods in-kind or outright dollar
donations, each person mentioned that they support
someone or some group. They also believe in buying
their goods locally when possible so the cycle of local
businesses thriving can continue.
Perhaps the real bottom line for all of them is
L, caring. GBM
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