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“It’s great. If Mom is still at the market, Dad can bring 
the kids here. They hear a nice story or two and get a 
free cookie. It expands reading and gets people down 
to Afterwords. They also get to see our menu if they’ve 
never been in before. It’s a great partnership.”

Goodwin said they held the first storytime at the front 
of the store, but decided to move it to the back of the 
new portion. They plan on having different readers each 

week. “I can’t wait for my turn,” Goodwin said.
Afterwords is just one of the partners for 222, Goodwin 

said. “We wanted to offer an avocado, which is a coffee 
drink that you put a scoop of ice cream in,” she said. 
“We called Kay at Annie’s Custard, and they provide the 
custard.” 

Goodwin said she likes events that appeal to chil-
dren. She said that when she grew up, she and her 
mother often went to a corner drug store with a soda 
fountain where she knew the employees and they 
knew here. 

“We want to be like that old corner drug store,” she 
said. “A safe place for kids where they know people.” 

The storytimes will continue through the market’s sea-
son. “When the market ends, we’ll move the storytime 
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During the last few years, media have inundated 
us with bad news about higher education. Whether 
it is student debt, sexual assaults, or decreased 
enrollments, colleges and universities seem to be 
under siege. Add to that the bad press from op-ed 
writers about political correctness, uselessness of 
certain degrees, and the fascination with techno-
logical fads such as MOOCs, and one can see how 
controversial higher education has become.

Apparently, someone forgot to ask students what 
they think. 

Now a new national study seems to take care of 
that. According to a survey conducted with Gallup 
and Strada Educational Network that drew nearly 
90,000 respondents, the quality of the education 
former students received is not a major concern for 
most American college goers. This survey shows 
that four of five respondents who completed a 
credential or degree program said they received a 
high-quality education, ranging from 81 percent of 
vocational or technical credential holders, as well 
as associate degree holders, to 95 percent among 
graduate degree holders. Not only that, but 70 
percent of respondents who attended college but 
did not complete said they received a high-quality 
education.

This is important for several reasons. To begin 
with, this is the first time that the most fundamen-
tal question – student satisfaction – has been asked 
at the national level for all disciplines, including 
people who, for whatever reason, did not graduate. 
Interestingly, this is a question never scientifically 
explored by the plethora of rankings that are pub-
lished every year and whose meanings are doubtful 

at best. 
The other important aspect is that although the 

general level of satisfaction is high, there is obvi-
ously room for improvement. So, we need to look 
at what can be done to achieve higher levels of sat-
isfaction, and that is up to colleges and universities 
to do through better analysis of exit interviews of 
their graduates. 

There are other aspects of this Gallup-Strada 
Educational Network survey that need to be looked 
into. For example, more than half of respondents 
said that they would have changed at least one of 
these three decisions if they could do it all over 
again: their major, college attended or credential 
pursued. The most common regret was their choice 
of major, with 36 percent saying they wish they 
would have chosen differently. Twenty-eight per-
cent of respondents said they would have chosen 
a different institution, while 12 percent said they 
would pursue a different degree.

Regarding their choice of major, 40 percent who 
pursued or completed a bachelor ’s degree would 
pick a different field of study compared to 31 per-
cent of those who hold a technical or vocational 
certificate. These results suggest that people pursu-
ing a higher education degree made the decisions 
about a major, institution or level of degree without 
appropriate information that included, but was 
not limited to, “an understanding of employment 

opportunities, earning potential or the implications 
of long-term student debt,” according to the report. 
Also, it seems that many had a faulty understand-
ing of what the major they chose was really all 
about or what skills they really learned while mas-
tering those subjects.

Not surprisingly, respondents who attended 
graduate or vocational programs were the least 
regretful, since both are narrower in scope and 
students are more clear about what they want.

Thus, we need to make sure that we provide 
as ample and accurate information to incoming 
students as possible. To that end, we need to go 
beyond posting facts and figures on a website to 
a more personalized approach. Many institutions 
will hesitate to do that because of the cost. 

In any case, although there is room for improve-
ment, we should not fool ourselves about trying 
to achieve perfection. Most students make insti-
tutional choices based on location and cost, so 
for many the choices are limited. Another factor 
that we should not forget is that, according to 
this survey, respondents who attended college 
but did not receive a degree were the most likely 
to say they would change at least one of the three 
educational decisions mentioned earlier. After 
all, according to federal statistics, students who 
take out loans for college but never graduate are 
three times more likely to default. Not surpris-
ingly, respondents with more student loan debt 
said they would make different decisions.

However, there was very little variation by 
debt level among respondents on whether they 
would pursue a different major, with an overall 3 

percentage point range across all five quintiles of 
debt level. But large debt holders were more like-
ly to say they would attend a different institution 
or pursue a different type of degree.

This is also an incentive for academic depart-
ments to come up with better marketing approach-
es in order to make sure that they attract the 
students that are more likely to succeed in 
their disciplines. This approach would serve to 
increase retention and graduation rates, which 
have become a benchmark for funding of public 
institutions. 

This survey is expected to be carried out on 
an annual basis from now on, so it will provide 
a timeline perspective of how things are (or are 
not) changing through time. Gallup and Strada 
have said that the report would be the first of 
many from a three-year survey, dubbed as the 
“Education Consumer Pulse.” The survey will be 
conducted daily, with a goal of asking 360,000 
current, past and prospective college students 
about their experiences in higher education.

This “Education Consumer Pulse” should cer-
tainly help to provide a much better picture 
of what we need to improve higher education 
nationwide, certainly a more useful tool than 
meaningless rankings. The current survey can 
be read in full at http://stradaeducation.gallup.
com. 

Dr. Aldemaro Romero Jr. is a writer and college pro-
fessor with leadership experience in higher education.  
He can be contacted through his website at: http://www.
aromerojr.net
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Even with the addition of 
Amazon’s 750,000 square foot 
fulfillment center, the Gateway 
Commerce Center has more than 
2,300 acres of developable space. 

The Lakeview Commerce Center 
is the next largest with regard to 

acreage and employment. It has 
well over 750 acres, with 350 acres 
still undeveloped, according to 
LCSI. Lakeview recently completed 
a $1.5 million infrastructure update.

Northgate Industrial Park’s largest 
tenants include Gateway Packaging, 
Chestnut Health Systems, and 
Heidtman Steel Products. It has 700 
acres of developable property.

The three centers – Gateway, 
Lakeview and Northgate – are all 
prime development locations in 

southwestern Illinois, said Ronda 
Sauget, the executive director of LCSI. 

“When these sites are partnered 
with our multi-modal strengths, 
these locations are even more 
appealing,” Sauget said in the 
release. “It is no surprise to the 
region that (real estate brokers) 
Cushman & Wakefield named 
Gateway Commerce Center as one 
of the top 10 hottest locations in the 
nation.”
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Restore Decor was originally created to serve as a 
way to raise money to support the remodeling of a 
Habitat for Humanity house located in Edwardsville.  
The idea was simple.  Accept donated, unwanted furni-
ture from community members, ask local volunteers to 
paint and refurbish the furniture, sell the furniture in a 
store in downtown Edwardsville, and use the funds for 
supplies needed at the Habitat home.

After Newsong Fellowship Church donated vacant 
space in its building at 111 Second Street for a storefront, 
Adams began refurbishing furniture in her garage and 
Restore Decor was born.  It opened on Saturdays in 
concert with the Goshen Market and saw immediate 
success.  It has since grown to the point that it opened 
its second location at 223 North Main St. in 2016.

Adams pointed out that they may have two locations 
now, but there's still much that is the same from day 
one.  “We're still the same in that we rely on dona-
tions of furniture and home accessories. We're still all 
volunteers. We don't have any paid positions,” she 
noted.  “We're still painting furniture. Still only open 
on Saturdays.”

Although the store was fortunate to be recently fea-
tured on Tim Ezell and Virginia Kerr's KTVI show, The 
Thread, Adams stressed that they “still don't pay for 
advertising.”  “We just do Facebook.  It's all word of 
mouth and people sharing our story, which is kind of 
neat and different than most retail spaces,” Adams said.  
“And we're still giving all of our money away.”

Possibly the biggest difference in Restore Decor five 
years later is that it no longer funds the Habitat For 
Humanity house.  That home was completed and sold 
in January of 2016.  Since then, Restore Decor has select-
ed a different local group or family every month and 
has given all of its sales on one Saturday per month to 
the individual, group or family chosen.  

Restore Decor literally takes the full day's worth of 
sales to its accountant who tallies the total, writes the 
check and gives it to the individual, family or group.  
“They can use it for medical bills or they can use it to 
take a family vacation. Whatever they need,” Adams 
emphasized.

She gave an example of a Saturday sale they had 
done for a local boy battling cancer.  Unfortunately, the 
boy passed, but his mother told Adams that they used 
the Restore Decor donation to help pay for the boy's 
funeral.  “That kind of stinks but I'm glad that they 
didn't have to worry about that. So we don't put any 
conditions on how they use it.  It's strictly based on their 
need,” Adams said.

The same philosophy applies to organizations that 
are chosen for a Saturday sale.  “We choose groups in 
our community that we know are doing good things 
and need the funding. Some have been established for 
many years like Community Hope Center and some 
are relatively new groups like Eden's Glory which is 
actually a safe house for sex trafficking victims,” Adams 
said.  “Eden's Glory is located in Bond County – so in 
the Greenville area – but when we say “our communi-
ty,” we open our arms to people that are in the St. Louis 
metropolitan area.”

Proceeds from these monthly Saturday sales events 
have allowed Restore Decor to help Habitat for 
Humanity, Willow's Warriors, TWIGS, Parents N.O.W., 
Serving Area Kids (S.A.K.), Main Street Community 
Center, Wishes for Whitley, Churches on the Streets, 
Faith in Action, Crushing Cancer with Collin, Chosen 
to Shine, Good Samaritan House, Homework Help & 
Hoops, St. John's Community Cares, Fairmont City 
Christian Activity Center, Eden's Glory, Community 
Home Center and Hometown Hero.

The next fund-raising sale will be July 22 for 
Riverbend Family Ministries which should raise any-
where between $2,000 and $5,000.

So why doesn't Restore Decor designate all of its prof-
its every Saturday to a different person or organization 
in need?  Although the space on Second Street has been 
donated since day one, Restore Decor has always, tithed 
to Newsong Fellowship Church as a way to thank them 
for their tremendous generosity and support from that 
very first day when Newsong Pastor Dave Romoser 
encouraged Adams by saying, “why not just try it.”  
“Without Pastor Dave's encouragement and the gener-
osity of their church, Restore Decor never would have 
happened.  They didn't ask us for any money when they 
gave us the space to use so we offered to tithe to them,” 
Adams explained.  “When we offered to give 10 percent 
of our proceeds back to them, they graciously said that 
isn't necessary, but we said, in faith, we'll do that and 
we don't know if it will be $1 or $10.  And at the end of 
the first year, it was almost $10,000 we were able to give 
to them.  Just a testimony to what God can do and what 
the people in our community can do working together.”

Restore Decor also has additional expenses of paint, 
paintbrushes and supplies.

Another significant difference that has happened 

over time is the opening of the second location on Main 
Street in January of 2016.  Restore Decor had intended to 
move its sales operation to the Main Street location, but 
once they moved into the new space, Adams noted that 
they realized a few things.  “First of all, you can' t park 
on Main Street so Saturday parking would have been 
absolutely impossible for people bringing furniture in 
and out,” Adams pointed out.  “We're here (Main Street 
location) more than we are at the other shop because we 
are here multiple days of the week painting.  And so I 
hated to have a store front on Main Street that people 
only saw activity one day a week basically. This way 
we're in and out multiple days and evenings of the 
week.”

“Also because of the proximity of the two shops it's 
just worked out beautifully,” Adams added.  “We never 
could have dreamed that we'd be able to find an addi-
tional location that was so close to our original shop so 
that people could just walk back and forth between the 
two locations.  It's actually worked out very well even 
though it's exactly opposite of what we thought we 
were going to do,” Adams said.

These reasons plus the fact that Restore Decor has 
a wonderful relationship with Newsong Fellowship 
Church and with the Goshen Market ultimately result-
ed in the decision for the Main Street location to become 
the primary production space while the original Second 
Street space became the Saturday show room.  “I tell 
people that my favorite part about this shop (on Main) 
is that it tells our whole story,” Adams said.  “People 
can come in and obviously they see our furniture dona-
tions – there's a big pile back there - our to-do pile.”

“Often on Saturdays we have volunteers painting 
in the back so they can actually see some of the piec-
es being refurbished.  Obviously they can see a few 
finished pieces up here in front and in the window,” 
Adams added.  “But all around the walls of this shop 
we have pictures of the different local families and 
groups that our proceeds have gone to support. That's 
really the best part of the story is that people can see 
when they donate with us, volunteer and shop with 
us, that the money is staying locally in our community, 
and put faces with all of those things and real dollar 
amounts.”

Adams said that something else that Restore Decor 
has been trying to do in addition to fundraisers is just 
raise awareness for groups.  “Sometimes groups don't 
need funding, but what they need are volunteers or 
just awareness from the community about the different 
volunteer opportunities that are available,” she said.

For example, Restore Decor plans to do an upcom-
ing awareness event for the Community Mission 
Garden at St. John's United Methodist Church.  “They 
don't need our money, but what they need are people 
to come and help pull weeds.  They need volunteers. 
So they are just going to come to Restore Décor one 
Saturday and tell our customers about what they are 
doing,” Adams said.

Restore Decor has also done several collection drives.  
They just finished one for the African Vision of Hope 
where they collected white socks to give as birthday 
gifts to children in Zambia. “The month before that our 
customers were bringing in bras and feminine hygiene 
products for Support The Girls,” Adams said.  “There's 
always something going on and always some way to 
give back to the community at Restore Décor.”

Since Restore Decor has grown a lot in the last few 
years, it has also added furniture painting times which 
take place at the Main Street location.  Currently vol-
unteers are welcome to stop by and paint Tuesdays 
from 10 a.m. to noon, Tuesday and Thursday from 6:30 
p.m. to 8:30 p.m. and Thursdays noon to 2 p.m.  “One
of the nicest things is that if you just have an evening
or daytime free, you can just stop in. You don't have to
sign up. You don't have to bring anything.  Just spur of
the moment, come and help,” Adams noted.

She stressed that “absolutely no experience is 
required” to paint.  “We've had kids help us.  We've 
had ages from about two to 89 volunteering with us.  
Although we do not encourage the two year olds,” 
Adams said with a chuckle.  “We really like the kids to 
be in middle school.  The point is literally anyone can 
do it.  We get a lot of people who say, “Oh I'd like to 
help but I'm not creative or crafty.”  But you don't have 
to be. It's very easy, and we always have volunteers 
here that can show new volunteers what to do.”

“We also need volunteers to help us in the shop 
on Saturday morning,” Adams said.  “Now that the 
Goshen Market has opened, we are extremely busy.  
So we just need people to greet customers and help get 
pictures down off the walls.”  

Volunteers can also always be used on Monday and 
Thursday nights from 6:30 p.m. to 8:30 p.m. when 
furniture needs to be moved or they can use people 
willing to bake some cookies, which Restore Decor has 
become known for having on hand for customers on 
Saturdays.  

Follow Restore Decor's latest happenings on 
Facebook, reach out to them by email at restore-
decoredwardsville@gmail.com or visit faithcoali-
tionedwardsville.com.  Both Restore Decor locations 
are open Saturdays from 8 a.m. to 3 p.m. and the 
phone number is 618-980-2018.
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Getting their kicks
Above, youngsters give bubble making a try Saturday during the Route 66 Festival in 
Edwardsville City Park. The activity was presented by the Edwardsville Children's Museum. 
Below, a vintage Ford Torino awaits inspection during the Route 66 Car Show on Saturday. 
More Route 66 Festival photos will appear in Saturday's Intelligencer and online at www.
theintelligencer.com.


