
continued on page 12 

 

 

Welcome to our twenty-second edition of “What’s        

going on at HOME” a monthly newsletter of the         

Hawkinsville-Pulaski Chamber of Commerce.  This 

newsletter will feature news and happenings in and 

around our community.  If you have an article that 

you would like to share with the community, please 

feel free to submit it to the Chamber office.  Deadline 

for submission to be included in the next newsletter 

will be August 10, 2021. It can be dropped by or 

emailed to info@hawkinsvillechamber.org 

What’s 

going on at  HOME  

#comehometohawkinsville 

  PREMIUM MEMBERS 

PLATIUM GOLD SILVER 
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Main Spotlight: Get Used to It - The Pivot Is Not 
Going Away 

     The return to bricks-and-mortar shopping is on the rebound, with consumer exuber-
ance pushing supply chains to near failure and inventories for many goods to all-time 
lows. In fact, according to the Bureau of Economic Analysis (BEA), overall consumer ex-
penditures increased 11.3 percent in the first quarter of 2021. 
     While it may feel and look similar to consumerism à la 2019, we cannot let the excite-
ment mask the fact that interactions between businesses and consumers have funda-
mentally changed, creating new opportunities for how small businesses can generate 
revenues. And small businesses have gotten the message. According to the inaugu-
ral American Express Entrepreneurial Spirit Trendex survey of U.S. small and mid-sized 
business owners, 76 percent of those polled have pivoted or are in the process of piv-
oting since the pandemic, and among those, 73 percent expect to pivot again in the next 
year. As such, the “pivot” is here to stay. 
     One of the more obvious shifts that occurred included the increase in the number of 
small businesses conducting sales through e-commerce platforms. And while we are 
making great strides with getting more businesses online, there are many more actions 
small businesses can explore as part of their long-term “pivot plan.” To get started, let’s 
explore 11 shifts small businesses should take into consideration: 

July 7, 2021 | Main Spotlight: Get Used to It – The Pivot is Not Going Away | By: 
Matthew Wagner, Ph.D., Chief Program Officer, Main Street America |   

https://www.google.com/url?sa=t&rct=j&q=&esrc=s&source=web&cd=&ved=2ahUKEwiy4KCt_7zxAhUqGTQIHUY2DFEQFjAAegQIAxAD&url=https%3A%2F%2Fwww.bea.gov%2Fsites%2Fdefault%2Ffiles%2F2021-05%2Ftech1q21_2nd.pdf&usg=AOvVaw3xByeMQu6-zuEHzekWBxf3
https://about.americanexpress.com/all-news/news-details/2020/The-Entrepreneurial-Spirit-in-the-United-States-Remains-Strong-/default.aspx


The Ranger is currently on display at            

go by & see it and buy your tickets! 



 

Hawkinsville’s  own 

“The Grill”             

restaurant won 

Georgia’s Best   

Burger award from 

the Georgia Beef 

Board in their         

recent 2021 contest! 
 

https://www.13wmaz.com/article/news/local/georgias-best-burger-drive-down-i-75/93-065ac197-df9d-4d2a-8f3d-91f4a45ebd84?fbclid=IwAR2PqVp_stLMChaXem5MlPTnvGOA8pUaB3R-mIHyWljuEJ_1ADevgzR4b2g




 

CLICK HERE FOR MORE DETAILS AND TO REGISTER 

August 5, 2021 

https://tiktoksmallbizblockpartymsa.splashthat.com/


 FOR HONORING OUR LOCAL 

VETERANS IN SUCH A SPECIAL 

WAY! 





 

M. E. Roden Library  
presents: 

“A Talk With The Author” 

Meet Joe Cook, author of the Ocmulgee River 

User's Guide.  Listen to Joe explain how his 

guide will help the novice and experienced 

water sports enthusiasts find all the infor-

mation required to enjoy the full length of the 

river through Macon to its confluence with 

the Altamaha near Lumber City.  

He will discuss how the guide includes          

detailed maps, put in and take out sugges-

tions, fishing and camping locations, mile-by-mile points of interest, and 

an  illustrated guide to the animals and plants commonly seen in and 

around the river.  

Day-trippers will enjoy the guide's fascinating description of the 

cultural and  natural heritage of this richly diverse waterway.   

Come meet Joe and learn how this comprehensive guide can help 

you have an enjoyable day on the Ocmulgee for years to come. 

COME JOIN US AT 

THE LIBRARY 

August 31st @ 

2PM 
151 Commerce Street 

(478)892-3155 

SPONSORED BY: 

PULASKI 



 

 

Mark your calendars! 

It’s almost peanut season! 
It’s a time we look forward to every year! 

Georgia peanut season is almost here! 

Our green peanuts will become available for purchase on our website on August 1st. We will 
have green jumbos in stock on August 1st and green runners in stock on August 4th.  

We anticipate a great crop this season and look forward to sharing it with you! 

-The HFP Team 

Visit the shop 

http://www.hardyfarmspeanuts.com/shop




 
 

 

Let's Get Started  

Headaches, neck, back and extremity 

pain affects millions of Americans na-

tionwide every year, and unfortunately 

many Americans don’t receive the 

care they need to alleviate that pain. 

Discover solutions to your pain and a 

new approach to wellness with Perry 

Chiropractic Health Center 

 

 

SCHEDULE AN APPOINTMENT 

1. Add a Subscription Service 
     According to Forbes, from April 2014 to April 2018, subscription services grew by 890%. Small businesses can leverage this in 
two fundamental ways. The first option is to offer a monthly or quarterly subscription box that contains a curated set of prod-
ucts tailored around a specific niche or theme. Small businesses can send the boxes directly to customers or make them availa-
ble for local pickup. According to a Clutch report, more than half of online shoppers (54%) say they subscribe to a subscription 
box service. The second option is to base your subscription service on a primary product or service draw. In 2020, Panera 
launched their $8.99 monthly coffee subscription, accumulating more than one million subscribers within seven months. 
 
2. Transition a Core Skill/Expertise to Small-Scale Production 
      Etsy, the global platform for makers, artists, and artisans, grew the volume of sales on its marketplaces 118% in the last 
quarter of 2020, year-over-year, with overall revenue growing by 129% in 2020. From jewelry to jeans to bikes (and breweries 
and coffee roasters, of course), the opportunity to take a locally made product and scale it globally has huge potential. The bar-
riers relative to logistics, production costs, and access to markets continue to lower and place a small producer on par with larg-
er manufacturers. This shift shows no signs of slowing down as consumers continue to want products that speak to their life-
styles and enable storytelling. For Main Streets looking to grow this sector, check out the new book Recast Your City by Ilana 
Preuss. 
 
3. Launch a Pop-Up, Pushcart or Mobile Option – It’s Not Just for Start-Ups! 
     A key ingredient for seeking out growth opportunities is to minimize financial risk while obtaining consumer feedback. As an 
existing store, rather than seeking out a second location immediately, try an alternative that is flexible, much cheaper, and pro-
vides you with the ability to try out multiple geographies for testing. Participating in a pop-up, buying a pushcart  and tracking 
local events, or setting up a mobile operation are perfect options to explore. 

Main Spotlight continued from page 1 

https://perrychirowellness.com/contact-us/
https://www.forbes.com/sites/richardkestenbaum/2018/05/30/the-subscription-box-business-continues-to-grow-and-change/?sh=145529b2c3e4
https://clutch.co/logistics/resources/subscription-box-service-statistics
http://www.etsy.com/
https://islandpress.org/author/ilana-preuss


. The Moody Dog in Belfast, Maine, operates both a pushcart and food truck to spread its consumer reach. For more infor-
mation on this check out a blog post I wrote on the subject earlier this year. 
 
4. Employ Tactics including Line Extensions, Complementary Product Mixes, or Adjacent Markets Opportunities in Growing 
Sectors 
     While typically a domain of much larger companies, small businesses can use these tactics to remain agile during economic 
downturns and/or consumer trends shifts: 

• A line extension is taking a product that you make from a core ingredient and expanding that into a faster growing sector. 
For example, you might take the lavender that you are using to make soap and expand that into producing lavender sup-
plements addressing anxiety and sleep difficulties. 

• Consider adding complementary product mixes to your inventory. For example, a business selling lawn and garden sup-
plies should take note that shed sales were up 400 percent in 2020. Rather than start a stand-alone shed business, the 
business could add a few sheds to its inventory given that they are complementary to many of its other product offerings. 

• Finally, expanding into adjacent markets focuses more on complementary consumers that are not core but represents 
unique geographic segments (using ecommerce, mail order, subscriptions) or represent similar psychographic (e.g. life-
style, attitudes, purchasing habits) characteristics to your current consumers. 

5. Create a Third Space for Your Business 
     Given the rise in remote work, coupled with human instinct to want to be around other people, there is an opportunity for 
businesses of all types to leverage the rising demand for places to socialize and work remotely. Whether its through a parklet 
or in-store seating areas, third spaces can help a business build on engagement and connection to their consumers. 
 
6. Allow for In-Store Pop-Ups or Shared Space with Complementary Businesses 
     With current supply chains constraining store inventories, coupled with bricks and clicks that may result in lessening the 
need of volumes of inventory on-site, we may continue to see the shrinking of retail footprints. Given the very nature of our 
downtown and older neighborhood commercial district buildings, leverage this shift as an opportunity to create in-store pop-
ups or as a shared space with another business. In doing so, you bring new uses and functions to your store, without necessari-
ly having to make the investment on your own. Previous business coupling examples had often involved food and drink in com-
bination with products (i.e. bike store with a coffee café). Going forward, it is more important to think through your current 
inventory and customer mix and look for other businesses that can encourage engagement in either off-cycle times or attract a 
unique customer mix different than your own. 
 
7. What was Temporary is Now New Norms 
     During the height of the global pandemic, many businesses started delivery and pick-up services and offered outdoor dining 
and shopping options. While these shifts may have been projected as temporary in some communities, the writing is on the 
wall: consumers are not turning back to 2019. If you were one of the millions to utilize these often new services or experiences, 
most studies indicate that new habits have been formed. As such, small business owners and new entrepreneurs will need to 
incorporate as part of their overall business models. 

https://themoodydog.com/
https://www.mainstreet.org/blogs/national-main-street-center/2021/02/11/main-spotlight-pop-up-retail-not-just-for-start-up


8. Having a Website is Different from e-Commerce 
     Likely obvious, but while great strides have been made by small businesses and entrepreneurs to add an e-commerce sales 
channel, there is still a long way to go. From April 2020 to January 2021, MSA research suggests that small businesses not en-
gaged with e-commerce dropped from 63 percent to 53 percent. However, of those businesses, less than one-third are con-
ducting more than 10 percent of their business sales online. So, while we must continue to generate more small businesses with 
“bricks and clicks” options through tools like MSA’s newly released Main Street Online Tool, we must also link our small busi-
nesses with the skillsets to leverage these opportunities for broader sales generations. Using something like GoDaddy’s Empow-
er digital marketing coursework represents a great starting point. Watch for the upcoming release of a new MSA portal to ac-
cess the Empower program coming in mid-summer. 
 
9. Watch for Emerging Social Media Platforms for Business 
     Numerous small businesses leveraged social media platforms like Instagram and Facebook as effective, free tools for reach-
ing consumers during the pandemic. Two others you may want to consider as emerging platforms for showcasing your business 
are TikTok and Snapchat Spotlight. Given that both are newer, they do not currently have the same algorithms that require 
strong following before your videos are highlighted for users. As such, it is easier to build a following in a relatively quick period 
for those small businesses presenting interesting content, whether demonstrations, something educational, or showcasing a 
personal story that connects to consumers. 
     For inspiration, check out Artesana Soaps in Downtown Camden Main Street, Arkansas, on TikTok or view one of their videos 
at right. 
 
10. Cut Costs while Gaining Time and Efficiency 
     Any tactic to reach new customers or gain additional revenue channels takes some time and resources.  The shift to engage 
in new technology tools may help in the long run to create more efficiencies in your business operation and cut costs allowing 
for additional scaling resources. Four areas that represent most likely to impact cost and time include: 

• Email Marketing/CRM software 

• Accounting Software 

• Cloud-Based Ecommerce 

• POS software 
To understand what software packages might be most advantageous to your particular/unique situation, consider taking 
the Main Street Online Tool assessment. 
 
11. Think Creatively About Labor 
     While this is not a commentary as to the issues surrounding workforce hiring issues – especially in retail, restaurants, and the 
hospitality sectors – solutions for addressing labor in the near-term will require creative approaches.  A few ideas to consider: 

• Shared employment with like-type businesses – e.g. Owosso Michigan’s Foster Coffee developed an agreement with other 
food businesses to train and share food service employees. 

• Raise wages. While there is no federal law requiring minimum wage changes, small businesses that have raised their wages 
to or near $15/hour have resulted in many more applicants and full staffing. 

• Tell a story about your business. Employees want to work for a business in which they share a value-set. 

• Offer a sign-on bonus. 

• Adjust hours for the near-term. This will allow you to better balance available staff with greatest concentration of consum-
er demand. Thus, rather than closing just on Monday, consider Monday and Tuesday. For most retailers and restaurants 
Wednesday through Sunday represent peak demand. 

• Offer more value-adds to increase prices allowing for higher wages: 

• Classes 

• Demonstrations 

• Options to Wholesale 
 
Summary 
The global pandemic presented challenges for small business owners, the likes of which we have never experienced. At the 
same time, opportunities for growth and cost-effective tools for reaching consumers through new revenue channels has greatly 
accelerated. As Main Street programs, while we are not necessarily direct small business counselors, we remain critical connect-
ors to both technical and financial resources that provide the ideas and funding to execute on the next set of small business 
pivots. 

http://www.mainstreetonlinetool.org/
https://www.godaddy.com/godaddy-for-good/our-work
https://www.godaddy.com/godaddy-for-good/our-work
https://www.tiktok.com/@artesanasoaps?lang=en&is_copy_url=1&is_from_webapp=v1&item_id=6981587299356167429
http://www.mainstreetonlinetool.org/




 
     Hawkinsville is beginning to see some new faces in town and one of them is the new owner of the Hawkinsville Antique Mall, 

Ms. Terri Suggs.   

Terri was born in Nebraska but made her home all over the world.  Her father was in the Air Force, so they moved every two 

years.  Their travels brought them to Georgia during Terri’s senior year in High School and she graduated from Northside High 

in Warner Robins.  This was her first experience with the Middle Georgia area.  After high school Terri kept on traveling be-

cause she liked discovering new places and meeting new people. 

     From the time she was nine until she turned fifteen, her family lived in the Philippines.  She said she loved the tropical feel 

and even the humidity, it was one of her favorite places during their travels.   

     All grown up, Terri raised and home-schooled two daughters as a stay-at-home mom.   They are both currently attending 

college at Liberty University in Lynchburg, Virginia.  Emma is a Senior and Eva is working on her Masters.  They both love vis-

iting Hawkinsville and Terri hopes they might settle nearby when they finish school. 

Terri found out about The Mall being for sell from her sister Kim, who is a vendor at the Antique Mall.  She had been looking for 

a way to be closer to her family, who are mostly located in the Middle Georgia area.  She had also been thinking of trying her 

hand at having her own business.  She had learned a great deal over the years about running a business by being exposed to 

the day-to-day operations of a family business.  She thought buying the Mall would be the perfect opportunity to accomplish 

both. 

     She visited the site, made her plans and June 1st took over the operation.  She has many plans for the business and building.  

She could see how Marcia and Darrell Wright had grown the business over the years and has some great ideas to continue that 

growth.  She talked about how welcoming the vendors have been to her and how excited she is to work with them to grow the 

business.  She told me how fortunate she is that so many of them are so talented and really go out of their way to keep their 

spaces attractive and inviting. 

     She has already extended the hours to be open on Mondays now and said it is already paying dividends.  She also stated that 

they will extend their hours by opening at 7AM on the Friday and Saturday of Peaches to Beaches coming up on the 6th and 7th 

of August. 

     Renovations are underway, beginning with some interior painting, rearranging and a new computer system.  Some updates 

to some mechanical systems, window repair, exterior painting and awnings are to come.  She also has future plans to use her 

lot next door as an event space.  She plans to invite some food and music vendors to the spot to bring in additional crowds. 

She loves the vibe of Hawkinsville and is excited about the revitalization plans that are underway.  Please welcome Terri, Home 
to Hawkinsville, I think she will be a great asset to our community. 







 Through federally provided funds for emergency student aid grants, the College will provide each credit student 
with a grant in the amount of $321 (non-Pell eligible) beginning Fall term. Pell eligible students will receive $325 
since funds must be prioritized by need. High school dual enrollment students and eligible adult education stu-
dents are slated to receive $100 each term they are enrolled until funds are exhausted. 
  
For regular credit students, this amount can be applied to the student’s account directly by checking the CARES Act 
Emergency Authorization in Banner Self-Service (BannerWeb). (Step by step instructions for this process will be 
made available to students.) By doing so, students who receive some other form of aid (HOPE, Pell, etc.) have greatly 
reduced their out-of-pocket expense. If a student is eligible for and enrolled in a HOPE Career Grant program, this 
new initiative may eliminate all out-of-pocket expenses for tuition and fees since those enrolled in high-demand 
HOPE Career Grant programs receive additional funding. Books will still be a factor, but every little bit helps! 
  
What can you do to help students take advantage of this program? 
Encourage students to enroll in a diploma or certificate program that is HOPE Grant/HOPE Career Grant (HCG) eligi-

ble (see list here). 
 Even if the student ultimately wants a degree, the most advantageous starting point is the diploma if it is a HCG 
program. Students can submit a program change to earn a degree once the diploma is complete. 
 Encourage students to apply for aid—Everyone should fill out the FAFSA! 
We all know that many of our students face financial concerns. The most important way we can help our students is 
to advise them in such a way to take the best advantage of the aid programs available to them and help to reduce 
the possibility of debt for the student. 
  
How long will this initiative be in effect at CGTC? 
Projections indicate that the $3,2,1 GO initiative is sustainable through Summer 2023. However, funds are limited 
and when they are exhausted, the program will end. 
  
 

By now you may have 
heard of the College’s 
new initiative for Fall 
referred to as $3 . . . 2 . . 
1. GO! As marketing for 
this new program ramps 
up, I wanted to provide 
all of you with more de-
tails so that you can 
effectively answer stu-
dent’s questions. Also, 
the Marketing team has 
developed a website 
with information for 
students. Please read 
this so you can be 
knowledgeable 

www.centralgatech.edu/321GO 
  
$3…2..1 is a play on the college’s mandatory fee amount per semester. In a nutshell, the purpose of this initiative is to 
provide students with an option to complete their education at CGTC with as little out-of-pocket cost as possible! 

https://nam10.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.centralgatech.edu%2Fwp-content%2Fuploads%2Fpdfs%2Ffinaid%2FHopeCareerGrantList.pdf&data=04%7C01%7Cmearly%40centralgatech.edu%7Cb7b05d73c6d04932450508d9453ab07c%7C74be36d91e1345789a26a8a0451
https://nam10.safelinks.protection.outlook.com/?url=http%3A%2F%2Fwww.centralgatech.edu%2F321GO&data=04%7C01%7Cmearly%40centralgatech.edu%7Cb7b05d73c6d04932450508d9453ab07c%7C74be36d91e1345789a26a8a045185559%7C0%7C0%7C637616940687616965%7CUnknown%7CTWFpbGZsb3d


To Register: 
 

CGTC Office of Continuing  

Education 

478-757-3445 

ceinfo@centralgatech.edu 

www.centeralgatech.edu/ce 

Why is CGTC doing this? 
The College has the unique opportunity to provide these emergency grants to students. After careful thought and considera-
tion, the College has decided that this plan can provide the greatest benefit to the most students and allow students to achieve 
their educational goals with little to no debt. Also at this time, the high-demand career job market is booming! Employers need 
a qualified and well-trained workforce. CGTC can provide that—we just need the students. This new initiative provides stu-
dents with an avenue for success that they may not have had before. 
  
How can I help spread the word? 

• Make recruitment part of your job! Tell everyone you know and ask them to share too!  
Are you on social media? Share our posts! Check out our Facebook page and share the good news with friends and fami-
ly. https://www.facebook.com/centralgatech 

• Commercials are airing on radio, broadcast, and cable stations. 

• Targeted digital ads are also being utilized to encourage enrollment in HOPE Career Grant programs. 
  
The College expects that this initiative will positively impact enrollment. Please make sure you stand ready to accommodate 
new applicants quickly and efficiently. Ensure that we provide stellar customer service and follow up to ensure the student has 
reached the end of the enrollment cycle—REGISTRATION!! If the student does not register for classes, our efforts do not 
count. The College is also focused on ensuring adequate seats in courses and a variety of delivery options to accommodate stu-
dent preference. As our enrollment grows, the College must grow to meet the demand. 
  
Thank you for your help and for making recruitment and enrollment at CGTC your priority! If you have questions, or need clari-
ty on the information above, please don’t hesitate to reach out. 
  
Warm Regards, 

https://nam10.safelinks.protection.outlook.com/?url=https%3A%2F%2Fwww.facebook.com%2Fcentralgatech&data=04%7C01%7Cmearly%40centralgatech.edu%7Cb7b05d73c6d04932450508d9453ab07c%7C74be36d91e1345789a26a8a045185559%7C0%7C0%7C637616940687626962%7CUnknown%7CTWFpbGZ


 

With COVID considerations and as a convenience to attendees for 

games, Hawkinsville High School will be    going to cashless ticket sales 

for all sports this school year.  Tickets will be able to be purchased by 

going to ticketspicket.com.  Search for Hawkinsville High 

School on Ticket Spicket to find available events.  Purchasers will 

need to create an account on Ticket Spicket.  There will also be a  

credit card reader available at the gate on game nights for those who 

do not purchase tickets online.  Again, you will not be able to          

purchase tickets at the gate with cash for any games this season. As 

always you can find this and other information on our school and    

system websites and Facebook pages.  Thank you for being a loyal 

supporter of Red Devil athletics.  

 

Big events, Little effort 

https://ticketspicket.com/


How do you want to die? 
 

What a title, right? Now that I have your attention let’s talk about life. We celebrate birth, graduations, marriages, milestones, birth-

day parties, vacations, and weddings. Why not plan for our death? One hundred percent of humans die. Let me say that again, 100% 

of humans die!                                                                                                               

I have been blessed to be a nurse for more than 30 years. At the start of my career, I served as a trauma nurse and wit-

nessed sudden death more times than I could count, while doing everything humanly possible to prevent it from happening. The 

most rewarding time in my career has been serving as a hospice nurse – experiencing death as a journey rather than a sudden death. 

The questions I would like to ask you is this  

How do you want to die? If you could decide what would your end of life journey look like? 

At a hospital, connected to a machine? 

At home with your loved ones and pets? 

Or maybe at a facility where you receive end of life care? 

 

We start these conversations with our teenagers when they get their driver’s license by asking them if they want to be an organ do-

nor. By asking them to make this decision, we are actually asking one of the most important questions: When you die, what are your 

wishes?  

I believe we need to continue these conversations not only with our children but with our family and friends. When you find yourself 

in the ICU waiting room it is not the time to figure out what their last wishes were.  

Let’s talk! Our team is passionate about life in fact our motto is “adding more life to each day.” 

If you would like a presentation regarding hospice and the benefits we can provide or a presentation  

About end of life planning please give us a call. 

 

Sabrina Griffin, RN,BSN 

Administrator,Affinis Hospice 

 

 

 

http://www.affinishospice.org/ 

http://www.affinishospice.org/
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Keith Myers 
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John Jones, Chairman Elect 

Jonathan Rogers, Vice Chairman 

Jessica Davies, Secretary-Treasurer 

CLICK THIS LINK TO SEARCH MIDDLE GEORGIA AREA 

JOBS 

Visit www.hawkinsville-pulaski.org/downtown/ and see what properties 

are available in the downtown district.  Also check out the incentives avail-

able for purchase, rehab and job creation.  Have a building in the down-

town district you want listed then contact Sandy for more details. 

https://mgeaworks.com/
https://mgeaworks.com/
http://www.hawkinsville-pulaski.org/downtown/

