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“welcome 1o our tamily,

and the same atmosphere

corporate headquarters, warchouses and main show-
room. Smiling employees and warm grectings are the
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BRANCHING OUT:

The Burton family,
clockwise, from left: b,
Bob Burton, Rachael Dillon,
Michael Burton, Emma Lou
Hubbard, Maxine Burton
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rule, not the exception, at this 26 vear-old tamtly-owned

business, the largest supplier of balloons and coordmat-

ing gift products in the United States.,

“I've always thought our biggest assct was our peo

i
B

ple,” savs Michael liwm 1, son of tounder, president,
and chief operating officer Maxine Burton, and her hus
i‘r*nr.{ Bob, w'-‘v serves as the company's chiet executive

olficer. Mich: who works in sales, believes the 364

cmplovees *.x'hf‘.: work for the company — many of whom

have been there for 20-plus vears — “make™ the compa
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nv. “They take our customer service to the next level,
he savs.

Customer service is a burton + Burron’s hallmark. In

January 2006, the company transitioned from its original

name. Flowers, Ine. Balloons, to burton Burton. a

unique stvling using lower and upper case *Bs® 1o signity
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the com pany s past and tuture,




With customers worldwide, bur-
ton + Burton offers more than
15,000 products, many developed
and designed by its creative team in
Bogart., The company services gift
shops, boutiques, hospital gift shops,
pharmacies and floral shops via cata-
logs and website, In addition to the
Bogart showroom, there are show-
rooms i the Atlanta, Dallas and
Chicago merchandise mares. It's an

amazing operation and a story of

now one determined woman witly an
idea helped change an industry.

Bob Burton was a partner in
Flowers, Inc., a retail/wholesale
tlorist in Athens, in 1982 when he
told Maxine of an article he’d read
about balloon bouquets delivered by
clowns. “At that time, balloon shops
were Cropping up on every corner,”
Maxine says,

She played around with the idea
of balloons as a greeting card, even
creating her own balloon bouguet
packaged in a large wedding bou-
quet box. *My children loved open
ing it, sceing the balloons Hoat our,”
she savs,

Maxine sensed that balloons had a
transcendent and inexpensive appeal.
She understood the floral market
and believed balloons could enhance
an arrangement. “It was a win-win,”
she savs, “Customers liked balloons
because it was fun, new and differ-
ent; store owners liked 1t because
customers did and it was an inexpen
sive add-on,” Maxine convinced
many of their customers that adding
balloons would expand their busi
ness, adding a twist to what they'd
alwavs done; thus, Flowers Inc.,
Balloons was born,

Masine savs being able to spot
trends and being willing to diversify
therr product line [to mclude home
décor items] has aided the compa-
ny’s success. Bob agrees, “It’s a con
stant evolution. It’s a tvpe of fashion
industry in that much of how some
thing selis is how it’s presented.”

Both Bob and Maxine are acuve-
ly involved in spotting and buying
iems. “It’s not an exact science,”
Bob says, “but after 26 vears of expe-
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ricnce vou ger a sixth sense about
what sells.™

Maxine’s parents,
Emma lLou Hubbard, were mstru-

Maxie and

mental in the company’s starwup.
Though Maxie is now retired, Emma
Lou remains actively involved, man-
aging the company’s warchouse
operations. And the third generation
came on board siX years ago when
Bob and Maxine’s now-married

daughter, Rachael Dillon, joined the
company,

“We talked about expectations
beforchand and saw we were on the
same page,” savs Rachacel, who grad-
uated with a degree in education like
her mother, tcaching for several
vears Dbetore returning to  the
University of Georgia in 2002 for
her master’s in business administra-
tion. She joined burton + Burton in
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e |. Smith Lanier & Co.
* \Wachovia
* Anagram

¢ Full-A-rart, Atanta (Vinner)
* Traton Homes, Marietta (Finalist)
* Turner Furniture Company (Finalist)

Cox Century Award Winner:
* Harris Ace Hardware & Building Supply. Jesup

and would litee lo thant

walulale the

2008 winners and finalisls

* hurten + BURTON, Begart (Winner)
* J&| Industries, Dalton (Finabst

/

* im Ellis Automotive Group, Atlanta (Finalist)

* Parker's Heating & Air Conditioning, Americus (Winner)

* Acree Qil Company, Toccoa (Finalist)

* Stripling’s General Store, Cordele (Finalist)

* Hablf, Arcgeti & Wynne, LLP

—— for their support of this event
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2003 and through the vears has worked in different
departments, learning the business. She’s currently
“shadowing” her mother.

“*I'm trying to learn cverything that’s in her head,”

Rachael says, “ceven things she doesn’t realize she
knows!™

Michacl worked for several different companies before
joining the family firm in January 2007. Through his
past business experience, he knows there’s a different
atmosphere at burton + Burton. “It’s a place where peo-
ple truly care,” he says. “That’s rare in a corporate envi-
ronment.”

“It’s been a tun run,”™ Bob savs. “When I thmk about
starting something, something that started from one per
son, and sceing it grow
Secing it succeed, 1t's been the American dream.”

it’s been pretty amazing,
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ENDURING LEGACY:
Pull-A-Part's Ross 4

Kogon, left, and
Gregg Cohen
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WHEN A CAR HAS RACKED UP tens of thousands of
miles and made s last grocery store run, Pull-A-Part
provides a “dignificd™ last stop before the shredder; a




