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By Andy AshBy

StoneCrest Investments LLC is starting 
construction on the 107,000-square-foot sec-
ond phase of  its $32 million Wedgewood 
Commons Shopping Center in Olive Branch.

The Austin, Texas-based commercial real 
estate company got enough pre-
leasing activity completed to 
start moving dirt in the 28-acre 
retail center at the northeast 
corner of  Goodman Road and 
Pleasant Hill Road.

The first phase consists of  
a 127,000-square-foot Target 
Corp. store and two outparcel 
buildings of  18,826 square feet 
and 9,800 square feet. These 
outparcels are fully leased with 
tenants such as Hollywood 
Feed, Gould’s Salons Inc., and 
AT&T.

The second phase has sev-
eral free-standing buildings: a 
24,000-square-foot TJ Maxx, a 
22,000-square-foot Ross Dress 
for Less, a 21,360-square-foot 
Michaels Stores Inc. and a 5,500-square-foot 
Rack Room Shoes. The project’s second phase 
also includes two outparcel retail buildings 
of  19,489 and 14,000 square feet. The outpar-
cels have leases with C-Spire Wireless and 
Sweet Peppers Deli, while StoneCrest is ne-
gotiating with up to three other tenants to 
fill those buildings.

The company has been working on the 
second phase since the Great Recession, ac-
cording to StoneCrest president Brad Smith.

“Most retailers weren’t expanding from 

By Christopher sheffield

Humana of  Tennessee has started a new 
three-year contract with Baptist Memorial 
Health Care Corp. with hopes of  leveraging 
that into a larger presence in the West Ten-
nessee market.

Evans Looney, president for Humana of  
Tennessee, says the “better-priced plans” it 
will put on the street through the deal with 
Baptist “benefits employers and saves money 
for them.”

“We think it enhances our position in the 

market,” says Looney. 
Louisville, Ky.-based Humana 

Inc. has traditionally been one 
of  the smaller health insurance 
players in the Memphis mar-
ket. It entered Memphis in 1995 
through an acquisition of  Green 
Bay, Wis.-based Employer’s 
Health Insurance. The relation-
ship with Baptist stretches back 

more than two decades. 

By MiChAel sheffield

With its $4.4 billion acquisition of  
Austin, Texas-based Temple-Inland 
Inc. completed, International Paper Co. 
can now begin the process of  integrat-
ing the company — along with its 10,000 
employees, 59 box plants, 14 building 
products plants and seven container-
board mills — into its own massive op-
eration. 

The process began in earnest this 
week with activities ranging from 
changes in office and facility signs to 
the elimination of  Temple-Inland’s 

ticker symbol, to assign-
ing the company’s em-
ployees with Internation-
al Paper email addresses. 

But Mark Sutton, senior 
vice president of  indus-
trial packaging for IP, says 
the Memphis-based com-
pany’s major priority is 

taking advantage of  Temple-Inland as-
sets that represent new territory for IP. 

Among those are large-scale box 
plants and a stronger presence in the 

See interntional paper, Page 29

Preleasing drives 
Wedgewood start

Humana seeks higher stake in Memphis market

See wedgewood, Page 28

See humana, Page 28
Customers lined up in the pre-dawn hours of 
Black Friday at Wedgewood Commons
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2008 through last year,” he says. “This is 
the really the first major tenant expan-
sion we’ve been dealing with in three 
years.”

Jason Polley, managing leasing direc-
tor with StoneCrest, and Gil Ryan, pres-
ident of  Ryan Commercial Properties 
LLC, brokered the leases for these ten-
ants, many of  which were new to DeSoto 
County.

The expansion also shows Olive 
Branch as a maturing retail market in 
DeSoto County. StoneCrest has been 
talking with national retailers for years 
about expanding its Memphis-area op-
erations into DeSoto County and several 
of  them have made the move with these 
recent leases, which then paved the way 
for construction.

“Getting them to commit was the cata-
lyst for this,” Smith says. “If  you look at 
the amount of  retail in the market, the 
densities, the growth and corporate re-
locations, Olive Branch is becoming a 
strong market in terms of  expansion. 
This area is still under-retailed.”

Construction financing has improved 
for experienced developers with well-
located properties, according to Smith.

“I think where properties in retail suf-
fer is where there is a large amount of  
retail that is vacant or large amounts of  
area which are over-retailed,” he says.

Smith hasn’t seen much speculative 
retail development in its main markets 
in Texas and Memphis. He is starting to 
see centers that are 40 to 60 percent pre-

leased begin construction.
“You won’t see as much spec retail for 

the next year or two because the lending 
criteria is probably going to prevent it,” 
Smith says.

StoneCrest has been relatively quiet 
in Memphis development since finish-
ing its Stonecreek Centre at Poplar and 
Forest Hill-Irene for $16 million in 2007.

“We’re trying to build well-located 
community-style centers with anchor 
tenants,” Smith says. “We would have 
liked to stay busy, but the reality is there 
was nothing going on.”

StoneCrest has room for a third an-
chored phase at Wedgewood Commons.

Linkous Construction Co. Inc. is build-
ing the second phase while SunTrust 
Bank is financing it.

Rusty Linkous, director of  business 
development with Linkous Construc-
tion, says a lot of  the retail construction 
work it’s doing is filling out and finish-
ing centers.

Wedgewood is a good example, as 
StoneCrest started the first phase years 
ago. Linkous Construction is also build-
ing a HomeGoods store at Collierville’s 

Gallino Centro development, a project 
that already has numerous tenants. 
Similarly, Linkous Construction has 
done retail work at 385 and Winchester 
Road for various Michael Lightman Re-
alty Co. developments.

“It’s not ground-up, where we’re going 
to build a 200,000-square-foot retail cen-
ter from scratch,” Linkous says. 

Kroger Co. has also been active in 
Memphis retail construction through 
redevelopment. 

Linkous also notes outlet center activ-
ity as a hot area of  retail development 
right now.

For example, Poag & McEwen Lifestyle 
Centers has an outlet center planned for 
Southaven.

“I think that’s an area we’re going to 
see some continued activity in,” Link-
ous says. “I don’t think we’re going to 
see anyone break ground on a Carriage 
Crossing or Saddle Creek anytime soon, 
but I will think you will see a lot of  our 
local retail developers here filling out 
and completing their centers.”
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Wedgewood: Retail expansion launched by preleasing activity
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Humana’s more aggressive move into 
the Memphis market, and its target of  
larger employers, could amp up com-

petitive pressures among 
the major medical insurers 
here. 

David Elliott, Baptist’s 
vice president of  managed 
care, says the contract ne-
gotiations with Humana 
were part of  a standard 
process that happens every 
two to three years. 

However, this year Humana came to 
the bargaining table at Baptist with an 
attitude of  wanting to be more com-
petitive with both the “price point” and 
benefits available to small and larger 
employers that would allow it to make 
significant in-roads in the markets they 
jointly serve.

“At the end of  the day, we believe we 
achieved that,” Elliott says. 

 Negotiations between hospital sys-
tems and managed care providers is a 
bit unique in the Memphis market due 
to exclusive agreements some providers 

have with the systems, says Cristie Tra-
vis, CEO of  Memphis Business Group 
on Health. 

Those arrangements have both pros 
and cons, she says. 

“Because of  the exclusive contracts, 
it really is more of  a partnership,” she 
says. “You know you are in this togeth-
er.” 

The hospital cares about how many 
covered lives, or customers, the provider 
has and can steer to the system while the 
provider is looking to align with a sys-
tem that is geographically and service-
diverse. 

Exclusive contracting also leads to 
longer partnerships and both working 
to make the arrangement beneficial to 
both. 

One of  the negatives is that custom-
ers — employees — feel they have no 
choice and have to pick one system over 
another. 

“With a PPO you have a choice, but you 
have to pay more if  you go outside the 
network,” Travis says. 

As part of  the new contract with Bap-
tist, Humana agreed to pilot its work-
place wellness program, HumanaVital-

ity, in the market with its larger custom-
ers, those with 100 or more employees, 
Looney says. 

The company rolled out HumanaVital-
ity last summer as a joint venture with 
South Africa-based Discovery Holdings, 
but in the Memphis-area market it was 
offered to just its small employers, Loo-
ney says. 

Starting Jan. 1, the points-based re-
wards system became available to com-

panies of  all sizes, he says. 
To date, the company has more than 

40,000 HumanaVitality members in Ten-
nessee with more coming on each month 
as accounts renew, says Humana Inc. 
spokesman Jeff  Blunt. 

Travis says Humana has “tried to be 
an innovative company” in the Mem-
phis market and others it serves.

“They are always looking for innova-
tions and trying to find Internet-based 
and computer-based programs and get 
them deployed and adopted by mem-
bers,” she says. 

Workplace wellness programs that 
can demonstrate results, in terms of  im-
proving health outcomes and reducing 
premium costs, are increasingly popu-
lar and in demand by employers, Elliott 
says. 

Adding that feature locally was an 
important element in attracting larger 
employers, he says.

“In the past, it was driven by price,” 
he says. “Now the focus is on quality of  
care being delivered. We try to improve 
process and quality.” 
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‘Olive Branch
is becoming a 

strong market in terms 
of expansion. This area  
is still under-retailed.’

Brad Smith
StoneCrest Investments LLC

‘In the past,
it was driven by price.  

Now the focus is on  
quality of care being 

delivered. We try to improve 
process and quality.’

David Elliott
Baptist Memorial Health Care Corp.




