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2008 Small Business of
the Year Recognition

Nominations Due April 23
LUNCHEON MAY 7TH

Chamber members are encouraged to
nominate a business to be recognized as
the Granville County Small Business of
the Year for 2008. Award criteria and
forms are available on the Chamber’s
website, www.granville-chamber.com
and newsletter enclosures.

Our Chamber, along with Warren,
Franklin and Vance County Chambers,
and the Small Business Center of
VGCC, will sponsor a Small Business
Luncheon on Thursday, May 7 at 12:00
noon at Henderson Country Club to rec-
ognize area winners.

Watch for luncheon details . . . and be
thinking of someone to nominate.

What an incredible display of talent and entertainment
awaits Granville County this year as the Chamber presents, for
the seventh year, ALIVE AFTER FIVE. Three exciting and
very popular performing groups will be with us for our 2009
ALIVE AFTER FIVE events.

Our first event will be held Thursday, May 7, from 5:30
p.m. until 8:30 p.m. in Oxford’s downtown parking lot on
Littlejohn Street. “JIM QUICK AND COASLINE BAND”
will be the entertainers for the evening. In August, Creedmoor’s
event will feature “THE FANTASTIC SHAKERS” and in
September, we will have “THE CRAIG WOOLARD BAND”
in Oxford.

The Chamber will need approximately 60 VOLUNTEERS
per event to check ID’s, sell tickets and serve beverages.
Hopefully, everyone will take a turn and volunteer so these
events will continue in their customary style. Please invite your
business associates to join in volunteering.

This Chamber newsletter, “The Brightleaf,” the Chamber’s
website, www.granville-chamber.com, local newspapers and
radio will have more details as the date approaches. Mark your
calendar now for these dates.  We hope to see everyone there!

About JIM QUICK AND COASTLINE BAND…
~ May 7th, Oxford ~

Mark Twain once said, “A Southerner talks music.” If this is
true, Coastline speaks volumes. An eclectic blend of soul, blues
and rock has produced the sound known as Coastline. From
hard driving Carolina back beats, to Georgia southern rock,
from Cajun inspired grooves, to Texas and Delta blues, Coast-

line truly defines the
soul of historical

Southern music. With finesse, the pure forms of southern
music are transformed into a modern contemporary art form.

The inimitable vocals and humorous antics of lead singer
JIM QUICK are captivating and a perfect hybrid of every
essence of soul. He has won more accolades than any other
entertainer at the Carolina Music Awards.

Guitarist Casey Meyer is the blues boy in the band.
Although the youngest member of Coastline in regard to age,
Casey slides on his guitar with the confidence and grace of his
many adored older mentors. He is the essence of Coastline’s
roots and earmark. His partner in crime Albert Rogers on bass,
comes to Coastline via The Band and Grayson Hugh, not to
mention Albert’s a great singer in his own right. The multi-
talented Glen Tippett rounds out this perfect culmination of
musicians. This virtuoso is a highly trained saxophonist and
keyboardist and completes this unique sound of the south.

Coastline is signed with Atlanta-based label, Landslide
Records. Their debut national release, “Sweet ’n Ripe,”
released in April of 2005, is a perfect collection of the nuances
of the band. Over half of the album is original material written
by the group, while the remainder of the album is comprised of
rare material from legendary impressionable artists such as
Hank Ballard, Lee Dorsey and Jimmy Reed.”

Band Recordings
Familiar recordings include: “Turn Me Over,” “Sweet

Mama Do Right,” “Sweat,” “Late At Night,” “She Poured It
On,” “Swamps of the Old Santee,” “Tiki Bar” and “My Little
Lucy.” Most recent recordings, which have surged the band’s
popularity are “My Big Sister’s Transistor Radio” and “Mama’s
Drinkin’ Liquor Again.”

BUSINESS LINK
NORTH CAROLINA

The North Carolina Department of
Commerce has just launched Business
Link North Carolina to connect busi-
ness owners with a wide array of busi-
ness services available from statewide,
state supported agencies. 

BLNC, or “blink”, offers quick
access to a wide range of information
and resources available from statewide,
state supported agencies and organiza-
tions.

Currently, an in-state advertising and
public relations campaign are working
to help promote the new business serv-
ice and to encourage business owners or
those considering starting a business.

Check it out at www.blnc.gov or
800.228.8443.

MONTHLY
MEMBERSHIP MEETING

Granville Health System
Cordially Invites

Members of the Granville
County Chamber of Commerce

to attend
Business-After-Hours

Thursday, April 23
5:30 until 7:30 p.m.

In the first floor dining room of
Granville Health System
1010 College Street, Oxford

Hospital Tours Provided

Please reply by April 16th to:  
919.528.4994/Theresa, or

919.693.6125/Wanda
theresa@granville-chamber.com

granvillechamber@embarqmail.com

2009 ALIVE AFTER FIVE EVENTS
Thursday, May 7 — Oxford ¥ Thursday, Aug. 27 — Creedmoor ¥ Thursday, Sept. 24 — Oxford
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Consumer confidence is at an historic low, and the financial news
seems to get worse by the day. With a new Administration in Washing-
ton, there’s a lot of uncertainty about exactly how and when promised
changes will take place. But even if your business is struggling, you can
take steps to turn it around and be poised to grow this year. Try employ-
ing these practical tips from industry leaders:

1. Keep Selling. Purchasing agents are reporting sharp drops in
weekly sales calls across many industries.  That means less competition for
your products or services. It’s easier to get a commission-only sales force
going today with so many individuals looking for jobs, experts say.  Give
your salespeople the tools they need and have them redouble their efforts.

2. Evaluate Marketing Effectiveness. Don’t cut your advertising
and marketing budgets, but put tight controls in place that allow you to
gauge the response and adjust your expenditures on a weekly basis. If
something’s not working, make changes sooner rather than later.

3. Anticipate Opportunities. In whatever form it takes, there will
likely be a large influx of government money this year as part of presi-
dent Obama’s economic stimulus plan. With that much money flooding
into the economy, of course there's going to be an effect, experts predict.
Prepare a strategy for tapping into it, and you can take advantage of it.  

4. Create A Rapid Response Team. Set up a recession-busting com-
mittee that can anticipate the effects of the downturn and react quickly.
If there’s an item on your menu that no one’s buying, get rid of it. If
you’ve got trucks returning from runs empty, schedule a third stop where
they can pick up goods and eliminate empty miles.

5. Get Creative. Brainstorm innovative solutions to your business
problems. One business owner was making hinges for the auto industry
and they were going out of business. Now they’re making hinges for
caskets and they’re recovering. Stop panicking and get on with business are
the words of advice being heard from business experts across the country.

6. Minimize Layoffs. You may have no option but to cut some staff.
However, do your best not to make sweeping cuts that will cause morale

and productivity to drop among your remaining employees and drive
other workers out the door. Another negative — customers who hear that
you’ve downsized may lose confidence in your company’s ability to
handle a new order.

7. Look For Alternatives. Explain to your employees that you are
looking for ways to cut costs and avoid layoffs. Ask them to come up
with suggestions and reward the idea that saves the most money. If your
solution includes pay cuts, shorter workweeks, or giving employees extra
responsibilities, they will react more favorably if they know you’re doing
everything you can to keep them on the job. Tell them that austerity
measures will be lifted as soon as the company recovers sufficiently.

8. Touch Base With Customers. Provide clients with reports showing
the work you’ve done for them and the results you’ve achieved. If most of
your dealings are done over the phone, make a point of holding face-to-
face meetings periodically. Meeting in person says you are interested and
gives you an opportunity to literally see things that you can help address.

9. Ask For Feedback. Don’t assume your customers are satisfied.
Ask how you’re doing and take their suggestions seriously. Don’t use
jargon or acronyms when talking to your clients unless you know they’re
familiar with them. Customers feel more like you’re a part of their team
if you use terms they readily understand.

10. Take Complaints Seriously. If clients ask for changes, investi-
gate what it is they want and then accommodate them, if at all possible.
(If not, explain why not). As proud as you may be about your product or
service, remember it’s being made for the customer. If it’s not working
for them, it’s not working. Be flexible and work with your customers, and
they’ll want to work with you,.

11. Resist Negativity. All these crises are creating an opportunity
we’ve never seen before in business, experts say. It forces small business
management to be more professional and more mature than it’s ever
been. It’s time to seize the moment.

TURNING AROUND A STRUGGLING BUSINESS

— Source: Businessweek, NCRMA,
“The Retailer,” Feb. 1, 2009, Vol. 9

 


