OTTAWA VALLEY

BUSINESS

Renfrew County’s Business 2 Business Newsletter.
JULY 2007

From Tragedy to Triumph

Combermere’s resiliency shines through

12

population sign!

By: Jennifer Layman ribbon-cutting ceremony on heartache is still there.

jenn@ovbusiness.com

When you consider the
hardships that we face in
business, surviving a tornado
isn’t likely one of them. But
for businesses in Combermere,
that’s exactly what they had to
face.

With many businesses in that
area wiped out entirely or in
part, the question became
whether it was worthwhile to
re-build. While insurance
could help with some of the
financial difficulty, it never
truly covers the costs of
replacing an established
business.

Hyde’s Bay Marina was one
business that didn’t re-build
after the 2006 tornado.
However, that proved to be
advantageous for Andrew
Haden and Margaret Haden-
Pawlowski. The couple
decided that the prime
waterfront property was too
good to pass up, and they
quickly got to work on a
business plan. The results of
their work were unveiled at a

June 29th, as Combermere
welcomed The Wine Cellar
and Serenity on the Bay.

“We missedour
summer lastyear.”
- AndyHaden

The Wine Cellar is the area’s
newest restaurant, boasting a
significant collection of good
wine. Add in some homemade
recipes and some live jazz,
and you’ve got a new hot spot.

“The whole idea is to make
it an event,” says Andy, “a
place to get together.”

A few feet from the
restaurant is Serenity on the
Bay, a spa that provides
manicures and pedicures,
while guests overlook the
gorgeous surroundings. This
year marks the Spa’s third year
of operation.

“Who would have thought
that a spa would go in
Combermere,” says Margaret.
“We don’t even have a

The couple was hard at work
on opening day, and accolades
were abundant from MPP John
Yakabuskie, Mayor John
Hildebrandt and Councilor
Shelley Maika.

“You are showing us the
resiliency of Combermere,”
said Yakabuskie. “You are
showing us the confidence in
having a business here.”

While the day was full of
treats and goodies, the
tornado’s aftermath was not
completely forgotten. The
damage is still present and the

“We missed our summer last
year,” said Andy.

For some other areas that are
highly dependent on tourism, a
tornado may have spelled the
end of business. In
Combermere, it spelled
resiliency.

Website Correction

The correct web address for
Purposeful Life is:
www.life-with-purpose.com.

Bay Auto Service, Barry's
Bay’s newest vehicle garage,
officially opened to the
public on July 20th. The
business is owned by Jim
and Debbie McKenzie.

Jim has been a mechanic
for several years at various
locations, but began the
process of starting his own
business in the winter of

Bay Auto Service Opens

2006-07. With the help of
the local Economic
Development office and
Renfrew County
Community Futures, Jim’s
dream came to life.

Bay Auto Service is
located at 19451 Opeongo
Line. You can reach them by
calling: 613-756-AUTO
(28806).

$20 Greenfee on Wednesdays, and after 2:00pm on Sundays.
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By: Shawn Galant
The Ottawa Valley.com

Being an entrepreneur
means a lot of different
things to a lot of different
people, depending on what
industry your business falls
under. What one business
owner will face when
starting up will vary greatly
from what the next will
face, sometimes within the
same industry. There is one
common denominator,
however, across any
industry, career, job or new
business: customer service.

Perhaps you don’t have
any direct customers, but
your relationship with
suppliers, employees, your
delivery company or even
your bookkeeper can greatly
affect how your business
performs and whether it
succeeds or fails.

To achieve a high level of
customer service, make the
time you have with your
customer a positive
experience, and make sure
you are knowledgeable
about your product or
service. Always re-evaluate
what you do and how you
can do it better. You should
do the best job you can do
every single time.

And one more thing. If
you can find them, hire
people who will treat your
business as though it is their
own. As they say, “you
never get a second chance
to make a first impression,”
so make sure the impression
you give is a good one.

Your source for_
professional marketing.
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Ph: 613.732.7774
jenn@fwdthink.net

Buyer's Edge Opens
Frank DeVries has opened The
Buyer's Edge, a home
inspection service operated
from his home in McNab-
Braeside. DeVries has 25
years of construction
experience, and has been
trained in home inspection. He
will be providing services
throughout the Ottawa Valley.
DeVries has completed more
than 3,000 inspections in his
career prior to launching The
Buyer's Edge. Locally, he was
also the site coordinator for
Bonnechere Manor and other
local bridge projects. You can
contact The Buyer's Edge at:
613-623-2043.

Calabogie 1o Get Cell
Coverage
By Labour Day, the cellular
phone tower needed to provide
cell phone coverage in
Calabogie should be in place.
Calabogie Peaks signed an
agreement with Rogers
Wireless to have the tower
installed. While it won't
provide coverage to the
entirety of Greater
Madawaska township, it will
certainly fill a huge area, and
assist with lobbying efforts to
have the entire Township
serviced for cell phone
reception.
Staples Coming to Renfrew
Renfrew council is making it
easy for Staples to move into
town. An approval in principle
was granted for a 15,000-
square foot store in the Riocan
property near No Frills.
Construction is expected to
take four to five months to
complete.
North American First
The Galilee Centre in
Arnprior is now home to
North American's first
residential tobacco-addiction
treatment centre. The model
being used earned an 80%
success rate when tested in
Alberta and in New York City.
The team consists of four
qualified national Certified

Tobacco Addiction Specialists,
including a first-nation's
healer.
Incredible Country
Hardward Store Opens
The TSC store, which
markets itself as “The
Incredible Country Hardware
Store” is open for business on
Staye Court Drive in Arnprior.
The facility includes 18,000-
square feet of retail space and
will employ 15-20 full and
part time associates. The store
will carry everything from
ATV's to hardware to a casual
work clothing line of sizes up
to SXL.
County Hires Ottawa
Marketing Firm
Renfrew County Place,
located at 250 O'Brien Road,
is going to be home to new
tenants including Ontario
Works, Enterprise Renfrew
County and the Renfrew
County Housing Corporation.
With only 8,000-square feet
remaining to be leased,

_News Around The Ottawa Valley

Renfrew County has hired an
Ottawa marketing firm to find
tenants for the remaining
space. A grand opening will be
held in September.
Renfrew Downtown
Revitalization Program
The already bustling
Downtown Renfrew has hired
Mike Beattie to co-ordinate a
downtown revitalization
program. Beattie was hired
under a program through the
Ministry of Universities and
Colleges, and has already
started surveying business
owners, customers and
creating an inventory of
downtown businesses.

For more news around the
Valley, see page five.

CNR Bookkeeping
<L
ay,

We manage your books
S0 you can manage y

162 Pembroke St. W., Pem
(Entrance at rear of building
Phone: 613-732-4340

Email: cnr@downtownpemkil
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Now Carrying Propane

D ANNES .

Energy efficient propane furnaces,
water heaters, fireplaces and stoves.

W.O Stinson & Son Ltd. has been looking after yd
commercial and residential heating and cooling needs for
years. The addition of a propane division to our compal
furthers our commitment to provide you with the best
options for your home or business. Learn more about
propane and other divisions at: wostinson.com.

STINSON

& SON LTD.

Pembroke: 613-732-7400 Arnprior: 613-623-4207

Toll Free: 800-766-7451

Toll Free: 800-790-9265
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ABOUT THE PUBLICATION

Ottawa Valey Business is afree emai
publication that reaches morethan
1,500 businesses, municipal
administrators, counciors and
organizations in Renfrew Gounty.

It is published Forward Thinking.

OVB focuses on the business
environmentof the Ottawa Valley. It
is distrbuted on the 15th day ofeach
month. Copies arealso avaiable for
download from the Forward Thinking
website: www.fwdthink.net.

ADVERTISING
Various advertisingoptions are

available in OVB. Our most popuar
requested ad sizes are asfollows:

Business Card Size........wrecsnnes $80
QUAIET PAZe....ooevoeereerrsserssrssssns $180
Half Page $340

For more information, download our
Rate Cardby visiting our website at:
www.ovbusiness.com. Or, just ask for
it and we’llsend it to you.

CONTENT & SUBMISSIONS

News, article suggestions and letters
to the editor are welcomed and
encouraged. Content wil be edited to
fit the space avaiable.

Please suomit materials by the 9th
day of eachmonth (ie: January 9th for
the January 15th issue).

HOW TO SUBSCRIBE

To subscribe to Ottawa Valley
Business, send an email to:
jenn@ovbusiness.com.

FOR MORE NFORMATION

Jennifer Layman

Forward Thinking

PO Box 1141

Pembroke, Ontario KBA6Y6
Phone: 613.73.7774

Emai: jenn@ovbusiness.com
www.ovbusiness.com

Kelsey’'s Petawawa Wins
Inaugural Award

By: Jennifer Pickett
jpickett@edowntownpembroke.com

Kelsey's restaurant in
Petawawa was recently
surprised with an “Unsung
Hero” award at their Cara
Foods banquet in Niagara
Falls. Kim Clouthier, Kelsey's
general manager in Petawawa,
had no idea she was going to
be presented with the award
until her name was called. The
shock and surprise brought on
the tears as she accepted the
award with a mix of emotions.

“We always felt like we
were such a small piece of
what makes up the Kelsey's
enterprise,” said Clouthier.
“To be recognized on this
level felt nice.”

This is the first year for the
award that is given by
Kelsey's head office. The
Petawawa Kelsey's won out
over 127 other locations. The
award represents excellence of

execution, brand commitment,
strong community
involvement and positive
guest experience. When it
comes to customer service it is
sometimes the little things that
add up to make a pleasant
experience. For example
Kelsey's in Petawawa is the
only Kelsey's restaurant to be
equipped with a generator
allowing people in the
community to get good food
when the power goes out. It
was a focus on customer
thinking that put Kelsey's in
Petawawa above the other
locations. Clouthier says that
the customers are just as
thrilled about the award.

“I have customers tell me
that they are really happy and
proud that we won the award,”
she says. “That could only
come from being in a small
town. They are so proud of
achievements in the
community, it's just great.”

OVB AUGUST FEATURE:

Eventually, you have to get out

of business, and whether you

are selling or passing the
business down to the next

generation, it is important to

know how to get out of business

in a successful transition.

You should advertise in this

issue if you are in the
business of: Real Estate,

Investment Planning,

Succession Planning or any

other industry involved in
this critical line of work.

The customers were not the
only ones who noticed the
good work done by Kelsey's.
Not long after the word got
out about the Unsung Hero
Award, Clouthier received a
congratulatory certificate from
MPP John Yakabuskie.

The more than 60 members
of the staff and management
are also thrilled about their
role in helping bring this
honour back to the Town of
Petawawa.

“We believe our business
stands out because our staff
truly care about each guest
who walks through the door,”
says Clouthier, “whether they
are regulars or first time
patrons. Our managers work
with intention. Especially
being in a military community,
our job is even more
personal.”

Self-Employed
Trend Grows

According to TD Bank, the
trend of self-employment is
alive and well this summer.

While the self-employed
category makes up only about
10% of overall employment in
Canada (private paid and
public employees comprising
the remainder), it generated
one-third of the net new jobs
in June and has accounted for
about three-quarters of the
overall gain since last autumn.

Given the tightness in the
job market, the growth in self-
employment is likely
voluntary in nature.

B gardenimages.ca
L L/
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Small Business Week

Chooses Local Experts

By: Jennifer Layman
jenn@ovbusiness.com

Every year in October, there
is a national Small Business
Week program. Various
agencies throughout Canada
host trade shows, seminars,
workshops and related
promotional venues to assist
and promote small business in
their area. This October, the
Ottawa Valley will have their
own program during the same
week as the national event.

D e
\BUY
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Business Week series is that
many businesses and
organizations are not aware of
the services available locally,
and may be spending more
money than they have to by
using non-local suppliers.
This is also an excellent
opportunity for municipalities
and other organizations to see
what services they may be
able to use locally as well.
The 2007 Ottawa Valley
Small Business Week is
keeping costs friendly in
hopes of reaching their goal of
250 participants. If paid in
advance, the cost to attend is
$25, which gives you access to
as many seminars over the
three days as you wish to
attend. There is also a group
discount of five passes for
$100, if all attendees are from
me organization. If paid

BUSINESS FEATLjﬁEdoor, the cost is $35 per

The 2007 Ottawa Valley
Small Business Week is a
series of 36 seminars, held
October 15th-17th at the Best
Western Pembroke Inn.

The event is hosted by
DowntownPembroke.com, a
business partnership between
Forward Thinking and The
Ottawa Valley.com, created to
help market the core
commercial district in
Downtown Pembroke. They
have also adopted the “Buy
Local” theme for the inaugural
event.

Most of the 36 seminars will
feature local experts in various
fields of business. Unlike
seminars where the speaker
gives a presentation and then
leaves town, these speakers
are local, and are still here
when the seminar is over. For
businesses wishing more
advice or assistance, they have
a person available
immediately to help them.

Another reason for the Small

person.

Each participant will receive
a “goodie bag” for attending,
the contents of which will be
provided by the seminar hosts.
A few additional items will be
added, all of which will be
purchased locally. 250 goodie
bags will be prepared, so
online registration will be
encouraged.

For more information, you
can visit the website at:
www.downtownpembroke.com
and click on the logo for the
2007 Ottawa Valley Small
Business Week. The pages will
be updated regularly with
seminar host bios and
schedules, as well as the
online registration process.

Are youa business that
buys locally? Ifso, tell us
and wewill doa story on
your commitmentto
growing business in the
Ottawa Valley.

2007
SMALL BUSINESS WEEK

1000 Island Region
Workforce Development Board

Agnes Branecka
(Edward Jones)

April Cappell
(Buy Local)

Shawn Gallant
(The Ottawa Valley.com)

Elizabeth Graham
(Ottawa Valley Waste
Recovery Centre)

Judith Gilchrist
(Life With Purpose)

Gwen & (ive Greenstock
(Greenstock Enterprises)

Sara Hashem
(Canadian Youth
Business Foundation)

Louise Hermitte
(Speedpro Signs)
Chris Hinsperger
(The Delfi Group)

Andrea Hoffman
(CNR Bookkeeping)

Katherine Jensen
(The 8th Side)

JenniferLayman
(Forward Thinking)

Joyce Layman
(Forward Thinking)

Tina Morneault
(Valley Employee & Family
Assistance Program)

Mike Neville
(Century 21 Neville Realty)

Jennifer Picket
(JP Event Planning)

Elizabeth Radey-Walters
(Active Chiropractic)

Gail Richardson
(The Delfi Group)

De-Ann Sheppard
(Sheppard'’s Life Centre)

Jim Slavin
(The Delfi Group)

TBD
(TD Bank Pembroke)

We have openings for five additional seminars, and two
additional major sponsorships. Please contact Jennifer
Layman at: 613-732-7774 or jenn@fwdthink.net.

For more information, please visit:
www.downtownpembroke.com.
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More News Around The Valley

(Continued from page two)

OVTA Targets Motorcycle
Enthusiasts
The Ottawa Valley Tourist
Association is developing a
map to target the motorcycling
public. It will include six
routes throughout Arnprior,
Calabogie, Renfrew, Barry's
Bay, Foymount and other
areas throughout the County.
Horton Issues Warning
The Township of Horton has
issued a warning to business
owners who do not have
required planning approvals in
place. CAO, Mackie McLaren
indicated that “there are many
small commercial and
industrial operations such as
automotive garages, body
shops, welding shops, etc.
which have been operating
without the proper approvals.”
The Township's planning
committee has agreed to
pursue actions against all
property owners who do not
conform. Businesses are asked
to contact the Township's
Municipal Office to ensure
their compliance by
September 30, 2007.
Ray's Flowers Moves
Ray's Flowers in Renfrew
has moved to the Downtown
and is now located at 266
Raglan Street South. Their
phone number is: 613-432-
3705.
DRDH Seeks New CEO
The Deep River District
Hospital is seeking a new

embroRe Ijs

HISTORICAL GRI

You'll never look at history the same way again!

www.pembrokehauntedimgicom

CEO after Carolyn Zacharuk
was terminated recently, just
two weeks after a positive
report was released at the
hospital's annual general
meeting. The report indicated
that the hospital had balanced
the budget for the first time in
five years, and included other
achievements such as the
Family Health Team and the
hospital's accreditation for the
Ontario Breast Screening

Program.

Joyce Colton was appointed
as the new chair of the
hospital's Board of Governors
at that meeting, and was not
elaborating on why Zacharuk
is no longer with the hospital.
Of the last four administrators
at the hospital, just one left
voluntarily.

) Residential & Commercial Duct Cleaning
C ) Restaurant Kitchen Exhaust Cleaning
) Mobile Pressure Washing

v Member Company

Contractor Excellence in Action

1-866-273-9016

www.advancedairquality.ca

ntﬁd Histor ]

WALK_I.N.G. TOUR

Book tours by &ll31§35-728

Envision Succe{
BT

By:dny Davies
tony.davies@momentumb

Be A Life Changer

One of the things I hear on
a continued basis is, “I’'m just

not motivated...” Well, if
you’re waiting for someone or
something to come along and
provide motivation, it’s not
going to happen. Motivation
comes from within. It comes
from having a sense of
purpose and clarity. It also
comes from taking action.

If you want to be a Life
Changer, you must decide
what it is you want, and get
started at working towards it.
Just by taking action, you will
find your first motivation. If
you find yourself dragging
your heels to get started,
remember that beginning is
often the most difficult part of
the process. However,
procrastination is nothing
more than a habit, and habits
can be changed. Life Changers
conquer procrastination
simply by beginning, right
where they are with the
circumstances they have.

What You Can Do

Here are three things you an
do to take action and become
motivated:

1) Develop a take charge
attitude. Be decisive in what
you want to accomplish by
choosing one area of your life.
2) Embrace and practice the
“Ready...Fire...Aim” mantra.
Resist getting caught up in the
trap of waiting for everything
to be perfect. Chances are, that
perfect condition will never
materialize.

3) Develop the habit of taking
action. The more action you
take, the more you will want
to do!

You can become a Life
Changer. If you need some
guidance, please contact us.
We can help!
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Stress and Long Hours Increase

Work-Related Injuries
75% of all injured workers are blue-collar men

Source: Statistics Canada

An estimated 630,000
Canadians sustained at least
one non-fatal injury at work in
2003 that resulted in work
activity being limited. Nearly
75% of injured workers were
men in blue-collar
occupations.

A study, published in Health
Reportsused data from the
2003 Canadian Community
Health Survey to analyse on-
the-job injuries and examine
the relationships between such
injuries and various aspects of
an individual's work and
personal life. The survey
estimated that about 460,000
men, or 5% of the male
workforce, had suffered an on-

suffered at least one work-
related injury in 2003.

Nearly 28% of all work-
related injuries in 2003
involved the hand, followed
by the lower back (16%). The
most frequent type of
occupational injury was a
sprain or strain, followed by
cuts, then fractures.

Fractures accounted for 19%
of injuries sustained by those
working in agriculture,
forestry, and other primary
industries. Overexertion or
strenuous movements and falls
accounted for nearly half of all
work injuries.

The odds of injury were 40%
higher for men who worked 45
to 79 hours a week than they
were for those who worked
less than 35 hours a week. The

the-job injury, compared with
170,000 women, or 2% of the
female workforce. This
amounted to an overall
workplace injury rate of 4%.
Not surprisingly, injuries
were more common in “blue-
collar” jobs than they were in
“white-collar” jobs. Nearly
10% of workers in trades,
transport and equipment
operation sustained an on-the-
job injury. This was more than
four times the rate among
people employed in white-
collar occupations, such as
business, finance, education,
administration, or religion.
Among the workers at
highest risk were machinists
and metal formers and
shapers, 13% of whom

Workplace safety is a prioagynan Fire & Safet
carries a complete line of certified safety pr()aI/uctﬁar carries high-end, tactical
for municipal, commial, industrial and everyd

useVisit our website to download our catalqgsAmerica. Having first-hand

LAYMAN

FIRE&SAFETY

235 Biesenthal Réambroke
Phone: 613-687-2896 M6hBe732-5320
laymanfireandsafety.com joel@|agamaisfafety.com

odds of injury were nearly

Work Safe. Alwaypgairime

chance of injury among
women was not related to
hours worked. On the other
hand, women in jobs they
perceived as being
“extremely” stressful

Founded by a true Canadian
Infantry soldier, Full Spectrum

products from across North

experience about the
requirements of combat, the
business is filling requests
from soldiers for more
suitable, tailored combat
equipment.

Full Spectrum Gear is also
poised to attract business from
civilian groups, such as law

experienced nearly three times
the odds of injury on the job.
As well, women who held
more than one job had higher
odds of sustaining a work-
related injury than did those
who held one job.

Individuals who smoked on
a daily basis had a higher
likelihood of work injury
compared with occasional or
non-smokers.

Workers who reported three
or more chronic conditions
were more likely to have had a
work injury than were those
with fewer or no conditions.
Migraine, arthritis and
multiple chemical sensitivities
were among the specific
conditions associated with the
risk of injury.

Two-thirds of workers who
sustained an injury on the job
sought treatment. Hospital
emergency rooms were by far
the most common facilities
where injuries were treated
(51%), followed by doctors’
offices (21%) and clinics
(20%).

Military Requests
Prompt Business Launch

enforcement, emergency
response teams and outdoor
adventurists, as they carry a
wide selection of merchandise
that is useful in these pursuits.

Full Spectrum Gear is
located on Victoria Street in
Petawawa, across from the
Lions Club. You can reach
them at: 613-687-4757.

Full Spectrum Gear is
owned and operated by
Ronnie and Amanda Cheverie.
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Business-Customer Match Is Key
For Promotional Product Value

By: Jennifer Pickett
jpickett@downtownpembroke.com

Almost every household
today contains a promotional
product from a local company.
Whether it be a notepad or a
pen, there is a chance that it
has the name of a local
business on it.

For many companies, a large
part of their marketing budget
is spent on promotional
products. Promo Magazine
estimates that $80 billion is
spent in North America every
year on promotional products
and activities, and that almost
$30 billion is spent on
consumer incentives, such as
give-aways, free gifts with
purchase and loyalty
programs. So, what are
businesses in the Ottawa
Valley spending their
promotional dollars on?

Louise Hermitte from
Speedpro Signs in Pembroke
says that pens are most
popular choice because they
are cost efficient and they
travel well. She adds that pens
become part of a person's
everyday surrounding, and
because of that, the company
message in constantly being
seen. However, there are more
than 50,000 products available
in a range of per unit pricing.

“Every customer who comes

a

into our business wants
something different, “says
Hermitte. “I recommend that
they put their logo on items
that are compatible with their
business, such as key chains
for car dealers and notepads
for schools.”

When and where you
distribute your products is an
equally important
consideration. If you are
representing you company at a
trade show, a less expensive
item is recommended as you
will be giving out large
quantities. If you are looking
to thank a long-time customer,
you may consider something
in a higher price-range, such
as a leather portfolio.

“When it comes to a
company's budget, I like to ask
how much they wish to spend
on each person,” says
Hermitte. “I also like to know
a little bit about their customer
and how they are giving the

product out. That allows me to
find the promotional product
that will suit their needs.”

With so many promotional
products to choose from, every
now and then an order will
stand out as being truly unique
and original. For Speedpro
Signs, the most unique
promotional piece that has
been ordered has been an
optical crystal with a three-
dimensional logo displayed
inside the crystal. The entire
piece was illuminated with
LED lights.

The great thing about
promotional products is that
there is a price range and
selection for every type of
business. The key to getting a
return on investment is to
understand your target market.
It can make the difference in a
successful promotion and a
product sitting in the bottom
of a drawer.

EVENT/PLANNII
Open houses, meeting

anniversary celebration
sales promotions, custo
appreciation days and m

Phone: 613-401-3

jpickett@downtownpembroke

We can put your logo on anything.

Speedpro Signs

6B.732.7775 speeapom

» T

a matter of fact

Why Do You
Use Promotional
Products?

26%
Business gifts.
(Gifts tofoster customer
goodwill and retention.)
15%
PublicRelations
(Fundraising, sponsorship,
school programs, media
relations andimage.)
8%
Employee Events
(Morale, orientation,
corporate communication
and referral programs.)
7%
Employee Awards.
(Anniversaryrecognition,
service awards, etc.)
7%

Brand Awareness
(Promotion of brand
¢wareness andloyalty.)
7%

Trade Shows
6%

New customer or new
account generation.
5%
Not-for-Profit Programs
4%
Introduction ofa new
productor new service.
4%
DealerPrograms.
(Dealerincentives, co-op
programs, etc..)
2%

Customer referral
incentives.

Courtesy: Talbot Marketing
Source: Promotional Products
Association of Canada




OTTAWA VALLEY BUSINESS

JULY2007

PAGEEIGHT

Marketing Your Good News

People like to do business with successful companies,
so tell everyone what you have accomplished!

By: Jennifer Layman
jenn@fwdthink.net

Last month I ran a feature on
Gwen Greenstock - a jeweller
with Fifth Avenue Collection
who, in just eight years with
the company, is the sales
leader in Eastern Canada. We
also prepared a press release
for the media, detailing her
achievement and her amazing
story of how this business
helped her, and her daughter,
in their lives. It is a truly
inspirational story, and none of
the media covered it.

In my opinion, achievements
in business are valuable stories
in our local community. We
should take pride in the fact
that we have award-winning
businesses here in the Ottawa
Valley. We have restaurants
that are the best in Canada.
We have sign companies that
are the best in North America.
We have independent
businesses that continue to
win award after award after
award from their respective
organizations. Should we not
be proud of that?

What Municipalities
Can Do

Craig Kelley is the

Economic Development

Officer for the Township of
Madawaska Valley. When a
new business opens there, they
(the municipality) hold a
ribbon-cutting ceremony and
invite the media to attend.
(This is how OVB learned of
The Wine Cellar opening.)
What a great idea!

Along that same line,
municipalities could use these
business achievements as
ways to grow economic
development. Achievements
could be posted on the
municipality’s website,
included in the annual report,
mentioned at council meetings
and added to promotional
material as a way to attract
new development.

People like to be affiliated
with successful businesses.
Businesses like to be affiliated
with successful municipalities.

What You Can Do

You should take every
opportunity to promote your
success. You could have a sale
to announce an award you
have won. You could offer $70
off in honour of your 70th
anniversary, which is what
W.O. Stinson is doing. You
can list your achievements on
your website, with an
explanation of what the award

is all about. You can include it
as part of your telephone
message for a month. You can
re-print business cards that
announce your achievement.
You can add it to your vehicle
with vehicle graphics. And the
list goes on.

The whole point is to let that
recognition be known to your

customers and potential
customers. This is especially
true if those customers are
other businesses.

You work hard at what you
do. You make sacrifices and
commitments of time and
energy to be the best you can
be. Be proud of yourself, and
everyone else will be too.

-

Need To Reach Business?

=

business to business publication.

OTTAWA VALLEY

USINESS

jenn@ovbusiness.com ~ 613-732-7774

Specializing in ideas that work.

MAREING@O
Phone: 6 13-732-7774 % jenn@fwdthink.net # www.fwdthink.net
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