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Countdown to Small Business Week
Inaugural event seems headed for success

By: Jennifer Layman
jenn@ovbusiness.com

Running an inaugural event
can be a bit of a guessing
game when it comes to
whether or not the event will
be successful. But if the line-
up of seminar hosts is any
indication, the first annual
Ottawa Valley Small Business
Week should be a sell-out.

34 seminars are on the
schedule, ranging from
insurance and investing to
employee assistance and
funding programs. The event
has also attracted three
headline sponsors - Best
Western Pembroke Inn, TD
Canada Trust and 1000 Islands
Region Workforce
Development Board.

300 tickets have been
printed, and are available at
Forward Thinking, The
Ottawa Valley.com or
purchased online through
downtownpembroke.com. The
Upper Ottawa Valley Chamber
of Commerce and the Renfrew
Chamber of Commerce are
also selling tickets.

The Difference
The Ottawa Valley Small
Business Week runs at the
same time as the Small

Business Week across Canada.

However, the local program is
highlighting the talent
available locally, as opposed
to fielding a group of
“experts” from outside the
area who are not able to be
contacted easily. With local
expertise, Small Business

Week highlights the skills
available within our local
economy, and gives attendees
resources that aren’t going to
leave town at the end of the
day. By showcasing what
products and services are
available locally to business,
the event will hopefully add to
the message of buying local
that has spread across the
County.

OVB: Special Edition

A few weeks prior to the
event, Ottawa Valley Business
will publish a Small Business
Week Special Edition. This
will include a schedule of
seminars and hosts, as well as
information on the seminar
topics. The program will also
be available online at
downtownpembroke.com, and
in hard copy format at the
Small Business Week event.

Source: Ipsos-Reid Poll

experience in the workplace.

There's a lot to be said for both age and

63% of small and medium-sized businesses
in Canada have "multiple age generations of
employees" within their business. These
generation are described as young
entrepreneurs (18-34 years of age), middle-
aged entrepreneurs (35-54 years of age) and
older entrepreneurs (55+ years of age). And

Technology and

Multi-Generation Entrepreneurs
Comments show similarities and differences

each have very different perspectives on

business.

What you can't do without

When asked what they can't live without in
order to run their business, more than half of
middle-aged and older entrepreneurs said they
need a security system for data, and computer
programs that help create business collateral
(invoices, etc.) Young entrepreneurs put these
items right down at the bottom of their list.

Please see “Technology” on Page 4

2007 Ottawa Valley Small Business Week

Advance Tickets: $25/person or $100/five tickets

Atthe DoorTickets: $35/person
Tickets available online at: www.downtownpembroke.com, at yourlocal
Chamberof Commerce office, Forward Thinking, or The Ottawa Valley.com.

Brought toyou by: TD Canada Trust (Pembroke), 1000 Islands Region Workforce
DevelopmentBoard and Best Western Pembroke Inn & Conference Centre.
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By: Robbie Anderman,
Co-Owner, Cool Hemp
www.coolhemp.com

Cool Hemp frozen dessert
has grown from local sales
in the Valley to sales in
more than 300 stores in
Central and Eastern Canada.

Starting a business selling
a product that has never
been made anywhere
before, requires a great
amount of research and
education. At first we
thought that getting listed
by a distributor was the
whole challenge. Then we
learned a key point:
distributors do not promote
items very much. That was
our job. Even though we
knew how wonderful our
products were from a taste
and nutrition standpoint, no
one else did.

We discovered that when
introducing a food product
made from a unique and
new ingredient, one must
give away samples at
‘demos’ held in the stores
where customers can
actually buy the product (or
at shows, festivals or events
with a theme that matches
the product). These
“tastings” must be
performed by professionals
who know the product’s
attributes, can communicate
them, and be accompanied
by literature that has
nutritional information
(with logo) for the customer
to take home.

Learning happens
everyday. Lessons usually

come when least expected.

Your source for_
professional marketing.

g
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Ph: 613.732.7774
jenn@fwdthink.net

Business Planning Works For
New and Existing Businesses

By: Todd Peever

Renfrew County
Community Futures
Development Corporation

Is your business making
money? If not, why not? If
yes, how can you make more?

A well thought out business
plan can answer all these
questions and help you
achieve your business goals.
Whether you're just starting
out or if you've been in
business for several years, this
working document can help.

Abusiness plan assists the
owner to keep the business on
track. It is a map of where you
want to go and how to get
there. And, once you’re there
you can look back and see
whether you stayed on track or
if you took another route.

A business plan should be
prepared by the business
owner, or the owner must have
considerable input in the plan
in order for it to be most
effective. Get help when

The Federal
Government
As A Client

Learn the fundamentals of
selling goods and services to
the Government of Canada
through a free seminar that
provides information on how
to market to the federal
government, how the
government does its buying,
and how to keep track of
opportunities to bid on
Canadian government
purchases. Upcoming dates
include: September 27th,
October 25th and November
22nd. Seminars run 9:00am-
12:00pm in Ottawa. For more
information, email:
ncr.contractscanada@pwgsc.gc.ca
or call the InfoLine at 1-800-
811-1148 (select option 2).

needed, and make sure you
understand the process.

The plan should project at
least three years into the future
and should be reviewed
annually. This planis a
changeable document, so don’t
be afraid to make changes
when appropriate. Something
you thought might work for
your business a year ago may
not be relevant today.

Markets change. So can you!

A business owner doesn't
have to have an MBA to
prepare their plans and you
don't necessarily have to spend
a lot of money on business
planning software. You can

Influenza Immunization Program

An employee with influenza (the Flu)
is an employee who is not at work.

Carefor can help you set up an influenza
clinic to provide flu shots at your company,
administered by certified nurses.

SERVICES J DE SANTE COMMUNAUTAIRES

‘ Contact Sharon Maye:613-732-9993 ext. 3218.

HEALTH & COMMUNITY Jf SERVICES & SOINS

complete a professional
looking business plan using a
simple and free program
developed by the Canada
Business Service Centre called
“The Interactive Business
Planner.” It is available at:
www.canadabusiness.ca/ibp.
If you would like to talk
confidentially about your
business, please call Todd
Peever, Business Development
Officer for Renfrew County
Community Futures
Development Corporation.
Phone: 613.735.3951 ext 224
E-mail: tpeever@bellnet.ca.

Work Safe. Always.

FIRE&SAFETY

235 Biesenthal Road, Pembroke
Phone: 613-687-2896 Mobile:613-732-5320
laymanfireandsafety.com joel@laymanfireandsafety.com

Workplace safety is a
priority.Layman Fire &
Safety carries a complete
line of certified safety
products for municipal,
commercial, industrial and
everyday use. Visit our
website to download our
catalogs.
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OTTAWA VALLEY

BUSINESS

Renfrew County’s Business Publication.

ABOUT THE PUBLICATION

Ottawa Valley Business is a free
email publication that reaches
more than 1,500 businesses,
municipal administrators,
councilors and organizations in
Renfrew County. It is published
Forward Thinking.

OVB focuses on the business
environment of the Ottawa Valley.
It is distributed on the 15th day
of each month. Copies are also
available for download from the
Forward Thinking website:
www.fwdthink.net.

ADVERTISING

Various advertising options are
available in OVB. Our most
popular requested ad sizes are as
follows:

Business Card Size........c.c.ouuue. $80
Quarter Page
Half Page.......ccccoieiiiiiiincs

For more information, download
our Rate Card by visiting our
website at: www.ovbusiness.com.
Or, just ask for it and we'll send it
to you.

CONTENT & SUBMISSIONS

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

Please submit materials by the 9th
day of each month (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 INFORMATION

Jennifer Layman

Forward Thinking

PO Box 1141

Pembroke, Ontario K8A 6Y6
Phone: 613.732.7774

Email: jenn@ovbusiness.com
www.ovbusiness.com

News Around The Ottawa Valley

Pinnacle View Homes
Norm Bujold and Peter
Schurm are partners in a
Renfrew subdivision
development. The duo formed
Bonnechere Development
Corporation and is building 26
semi-detached and garden
homes over the next three
years. The subdivision will be
wired using modern, energy
star equivalent technology. It
will be called Pinnacle View
Homes.

New Owners at Stone

Meadows Kitchen Shop
Wanda and Al Scully are the
new owners of Stone
Meadows Kitchen Shop in
Renfrew. Former owner, Carol
Bell Smith sold the business to
do work in Africa, providing a
great opportunity for Wanda
Scully, who managed the
business for two and a half
years, to take over the reigns
of ownership. Stone Meadows
is located in Downtown
Renfrew.

Arnprior School Leads

Province in Solar Heating
McNab Public School is 100
percent functional with a solar
hot water heating system. The
Renfrew County District

School Board saw a 50 percent

drop in the school's heating
bill last year when not all of
the solar panels were fully
functional. McNab Public
School is the first solar heated
school in the province.

Shoe Business Opens

In Downtown Arnprior
Sandra Lubimiv has opened
Sandra B. Shoes in downtown
Arnprior. Lubimiv closed her
former shoe business in
downtown Pembroke
(Pembroke Street Shoes) to
open her new business with a
new location on John Street in
Arnprior.

Burnstown Store Closes
After 10 years in the Ottawa
Valley, Forella's Antiques &
Treasures in Burnstown will
be closed permanently on
Sunday, September 23",

Owner, Bonnie Aspin, is
relocating to Paris, Ontario.

Awards Continue For

Speedpro Signs

Speedpro franchise awards
continue to roll in for
Pembroke’s Speedpro Signs.
The Pembroke franchise was
named “Franchise of the
Month” after producing the
top sales volume nationwide
for June 2007. Then, a month
later, they beat their own
record to score the “Franchise
of the Month” one more time.
Congratulations Chris and
Louise Hermitte.

Olympian To Speak in

Renfrew

Jason Dunkerley of Ottawa
will be the keynote speaker at
a Disability Workshop being
held in the Town of Renfrew
on September 25th. The one-
day workshop is free to all
employers in the County of
Renfrew, and is designed to
help local employers

understand the issue of
disability in the modern
workplace, and help them
accommodate various
disability needs. Advance
registration is required. There
is no cost to the event, and
lunch and refreshments will be
served. The workshop is
scheduled for 9:00am at
Mateway Park in Renfrew. For
more information, contact
Bruce Mclntyre, Media
Relations Coordinator for the
County of Renfrew, at: 613-
732-5945.

ATC Panels Creates 87 Jobs
The Ontario Ministry of
Natural Resources has
provided a grant of $1.6-
million to ATC Panels for
upgrades at the Pembroke
mill. The investment will ad
87 jobs to the mill. The total
value of the upgrades to the
mill is valued at $19.5-million.

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

HRAC=

v Member Company

Contractor Excellence in Action

I i N
BUY
CA

i Kanfreud Gountyy

1-866-273-9016

www.advancedairquality.ca
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The Importance of
Target Marketing

As a small business owner
and advertising professional,
I know my business isn’t
suited for everyone. I
provide a service to a very
specific group of the local
business community. By
understanding target
marketing, I can identify
with those businesses most
likely to buy my services,
and can then develop a plan
to reach that group within a
limited advertising budget.

Many business owners and
believe marketing and
advertising is too expensive,
and they simply can’t afford
it. Unfortunately, business
owners who believe this miss
wonderful opportunities to
promote their business. Your
marketing plan doesn’t have
to be elaborate, and your
advertising budget
doesn’t need to be big. All
you need to know is your
potential consumer and how
to capture their attention.

Smart marketing starts
with a good marketing plan
and careful media buying.
Start by identifying your
target audience - the group to
whom you will gear your
marketing and advertising
campaign. You may have a
single market or you may
have several markets. If you
have multiple markets, it will
be important to develop
different strategies to reach
different market segments.

There are many things to
know about your target
market, and you find out by

boar'

W acivertis iTH]

researching key information.
What is the age range of the
customer who wants your
product? Which gender is
more interested your
product? What is their
income level? What is their
education level? What is
their marital or family
status? How does your
product or service benefit the
potential customer? Where
do they gather their decision-
making information?

Lifestyle factors are also
important when considering
how you will advertise.
Where does your customer
live? Do they workout, eat
out or dine-in? Are they
active and health-conscious
or are they couch potatoes
and junk food eaters? What
do they do for a living? What
is their political stance? This
information helps you find
the best ways to reach your
customer, which makes your
advertising more effective.

Once you have this
information, you can develop
a precise profile of your
customer. This will help you
make many decisions about
your business including how
to make advertising media
purchases.

To learn more information
about how you can reach
your target market, visit
miniboardadvertising.com or
call 613.639.4271. You can
also attend my advertising
seminar at Small Business
Week on October 17th at
9:30am and 3:30pm.

GET THEIR ATTENTION. WHERE THEY LEAST EXPECTIT

Technology and Entrepreneurs

Continued from Page 1

For these young
entrepreneurs (54%) their
priorities are communication
and collaboration tools that
help provide a better work-life
balance. Less than half of the
older and middle-aged
entrepreneurs felt this was a
priority. The second need for
younger entrepreneurs was a
website to raise awareness of
their business locally and
globally. Again, older and
middle-aged entrepreneurs did
not see this as a priority.

This difference of priorities
is attributed to how younger
entrepreneurs think. This is
due in part to their age, that
they are generally early on in
the business cycle, and they
have different visions of how
to grow their business.

The age groups converge in
the belief that technology is
key to helping baby boomers
pass on their businesses to
their next generation. All
agreed that technology is

needed to increase profits,
grow the customer base, keep
track of vital customer
information, compete globally
and that technology is a good
way to attract the younger
generations into the business.

When it comes to tracking
customer data, older and
middle-aged entrepreneurs
rely on their contacts/address
book in their email
application, while young
entrepreneurs tend to keep
track of business records on a
spreadsheet, or by using
customer relationship
management software.

The bottom line is that all
entrepreneurs agree that as
business owners retire, it is
technology that will help
sustain and grow the business
for the next generation.

CNR Bookkeeping

We manage your books, o |

S0 you can manage your busines:

162 Pembroke St. W., Pembroke
(Entrance at rear of building)

Phone: 613-732-4340

Email: cnr@downtownpembroke.com

~ T8\
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FedNor

Small Business Loans
Pret aux PME
$5,000 - $150,000

RENFREW COUNTY

Community Futures Development Corporation

Société d’aide au développement des collectivitiés

Phone: 613-735-3951 ext. 224
2 International Dr.,
Website: www.rccfdc.org

Pembroke
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Customers Want Service
When Asked To Buy Local

Program being created for local businesses

By: Jennifer Layman
jenn@ovbusiness.com

The Buy Local initiative
recently hired Catherine
Higgins as their Customer
Service Program Development
Officer. The following is a
brief Q&A with Catherine on
what this position will entail.

Q: What benefit will this
provide to businesses?

It will give businesses in
Renfrew County the
opportunity to take advantage
of a training program that is
going to be designed based on
their needs, as defined from
the results of information we
will be gathering. We are
aiming to make the training
flexible for business owners,
by not requiring employees to
take time off during working
hours. It is also our hope to be
able to provide the training
program free of charge.

The current Buy Local
program focusses on what
people can do to “buy local”
and keep their dollars in our
own community. This new
aspect of the program is a way
for business to take part in the
process, by giving them an
opportunity to ensure their
staff is trained in providing
excellent customer service,
which is an added motivation
for customers to buy locally.
Q: What is Buy Local's
objective with this position?

This position was created
out of a response from
comments brought forward
when Buy Local was being
introduced to the community.
Some people indicated they
might buy local more often if
they were provided with better
customer service. Our
objective is to provide our
local businesses with access to
a program that will provide

tools for always providing
excellent customer service. We
would also like to be able to
recognize those businesses
that provide good service
through a recognition program
of some sort.

Q: Can you provide me with
a bit of background
information on yourself.

My professional experience
is in the advertising and
communications fields. I have
worked primarily in the client
services area of business.

Q: Why did you apply for
this position and what is
your vision for it?

It just seemed like such good
timing and a good fit for my
experience, and I remember
thinking that I could really
enjoy this job!

I would like to see
businesses take advantage of

the program and really come
on board with the whole idea.
I am hoping that it is seen as a
positive tool that is available
and useful to them. The whole
Buy Local program is meant
as a way of the community
really coming together and
helping each other to make it
the best it can be.

Q: Can we do anything to
help you get started?

I need as much feedback as |
can get from the general
public about their views on the
customer service in Renfrew
County: what they like, what
they don't like, and what they
would like to see changed. Il
be doing short surveys, but
would also encourage people
to send their thoughts by email
to the following address:
renfrewcountycsp@hotmail.com.

Comfort You Can Trust.

For 70 years, WO.

comfortab

Stinson has been keeping you

le in heating and cooling options
2 g

for your home and business space.

Our propane and oil-fired products are among the

most energy efficient in the industry.

STINSON
& SON LTD.

Arnptior: 613-623-4207 = Pembroke: 613-732-7400
Toll Free: 800-267-9714 = wostinson.com

Envision Success
(Bal Sl

By: Tony Davies

tony.davies@momentumbusiness.ca

The Power of Clarity

One of the main reasons we
do not reach our goals or have
the level of success that we
desire, is because we lack
clarity in terms of what it is
we want. Very few people can
articulate exactly what it is
they want out of life. Most
will say things like, “good
relationships,” “happiness,”
“lots of money” or “a great
career.” Unfortunately, these
goals are not nearly specific
enough. In fact they are not
goals at all, but are merely
dreams or wishes.

In order to achieve success,
it is critical that we have very
clear goals and objectives. If
we desire wealth, we must be
able to state it exactly: how
much money, in what
timeframe, what specifically
we plan to do with it, how it
will change our life, etc. From
there, we can work on and
implement the action plans
that will propel us towards the
goal.

What You Can Do

There are three things you
can start doing immediately
that will help you to achieve
the goals you most desire:

1) Reflect on what it is you
want to accomplish in life.
Dare to dream big go deep to
determine your true desires.

2) Write down, very
specifically, what your goals
are. Why do you want to
achieve this goal? What is the
goal? When do you want to
achieve it? How can you make
the goal reality?

3) Take action to start working
towards your goals. The
journey of 1,000 miles begins
with a single step!



OTTAWA VALLEY BUSINESS

SEPTEMBER 2007

PAGE SIX

Marketing As A Group

There is strength in numbers when the
benefit to the group as a whole prevails.

By: Jennifer Layman
jenn@fwdthink.net

The business community in
the Ottawa Valley is alive and
well with business groups and
associations. There are
Chambers of Commerce,
BIA’s, business associations
and a slew of groups (BNI,
Women in Business, etc.) that
further the growth of business
in our communities. To all of
you who organized and run
these organizations, thank you.

While there is certainly truth
to the “strength in numbers”
parable, there are key points to
recognize when marketing as a
group. This works for any kind
of group - whether it be a
distinct organization, or just a
group of like-minded
businesses hoping to pool
funds and market together.

The Focus

As a group, you need to
decide make it very clear what
you are focused on as a group.
For example, the Women in
Business group clearly focuses
on women - whether they
own, manage or work in
business. They want to attract
more members who are
women. Their speakers and
discussions are geared to
issues specifically faced by
women. This is their focus.

For a group of five

2007

SMALL BUSINESS WEEK

businesses who are
independent contractors under
the same roof, the focus is on
why you want people to come
to the building. What is their
“one-stop shopping”
opportunity?

Once you have decided you
focus, you can move on to
how to market that focus.

Something for Everyone

When you make the decision
to market as a group, you need
to make sure that you spend
promotional dollars and time
in areas that benefit everyone.

DowntownPembroke.com is
a website that ties together a
group of businesses in
Pembroke. It benefits equally
by giving them the same
opportunity: a web presence,
online advertising, news
postings, etc. Regardless of
what kind of business you are
in, whether you have a website
or not, your business derives a
benefit from this group
marketing idea.

This can be a very difficult
task, so be very sure that the
benefit is dispersed equally
amongst the members of the
group. If you cannot offer
everyone an equal benefit, you
need to re-visit how you are
doing things.

The Sum of the Parts

Group marketing will only
work if the decisions made

reflect the organization as a
whole, versus specific
individuals. Perhaps no one
does this better than the
Chambers of Commerce.
Their membership is open to
anyone, their benefits serve
anyone, and they market the
Chamber - not individual
business. Their job is to
promote their organization,
which in turn, promotes each
member business.

Leave Your Ego At The Door

In order to keep your group
successful and happy, your
focus must remain on the
group. If you find that ideas
being brought forward are
only serving a specific
business, you need to ask the
group to re-focus on the bigger
picture. Oftentimes, a single
event cannot satisfy everyone,
so you may need to plan
multiple events in order to
ensure that the entire group
feels good about the direction
of the organization.

Group marketing can be an
effective way to share costs
and derive significant benefits.
And, it works best when the
focus remains on the bigger
picture.

For more ideas on group
marketing, give us a call at
Forward Thinking.

a matter of fact

The Ontario
Wine Industry
Numbers

56%

...of Canadians believe
foreign ownership is a
problem in Canada.
16%

...of Canadians feel we
should be trying to attract
more foreign investment.
70%

...of individuals without a
high school diploma
believe foreign investment
is a problem.

52%

...of university graduates
believe foreign ownership
is a problem.

48%

...of Canadians believe the
government is not strict
enough in its regulation
of foreign investment and
ownership in Canada.
50%

...of Canadians in 1989
believed foreign
ownership to be a
problem in Canada.

Source: lpsos-Reid

See us at Small Business Week!
Tickets on sale now.

MARKETING (0.
Phone: 6 13-732-7774 % jenn@fwdthink.net # fwdthink.net




	Page 1
	Page 2
	Page 3
	Page 4
	Page 5
	Page 6

