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Kevin DesRoches 
and his daughter Ka-
tie officially opened 
the doors of City Floor-
ing on April 1, 2010. 

After a few months of 
debating and planning, 
they decided that there 
was a growing need for 
another flooring store 
in the Summerside area. 

Kevin had a long histo-
ry in the flooring indus-
try and has always passed 

City Flooring

City 
Flooring

 Mark Black is a Heart 
and Double-Lung Trans-
plant Recipient - turned 
4-Time Marathon Run-
ner, Best-Selling Au-
thor Life-Coach and 
Motivational Speaker.

Born with a life-
threatening heart de-
fect, Mark underwent 
two open-heart surger-
ies before the age of one. 
He battled his condition 
and it’s limitations for 
twenty-two years quite 

Mark Black Speaks By Corey Poirier

festival of SMALL HALLS Prince Edward Island
June 16-26, 2011

                MUSIC SHOWS: $20     STORYTELLING SHOWS: $12/$15
                                                                                         LATE LATE SHOWS: $10

Richard 
Wood

ALL SHOWS: 7:30PM

(with the exception of Grand Finale matinee at 2PM)
All taxes included

cont’d on p. 14 
Gordie Sampson

cont’d on p. 2

Mark Black - inspiring people across North America 
with his unique story and powerful life lessons.

The following is our 
interview with Global Pet 
Foods Area Supervisor 
Josh Blinder, in discus-
sion about the new Glob-
al Pet Foods store that 
just opened at the first 
of June in Summerside. 

Enjoy. 

Global Pet Foods...Enjoys The Addition Of 
A Second Home In PEI

Staff in S’side, L-R; Susan 
Woods, Caitlin Heckbert 

and Katelyn Fitzgerald, are 
proud to provide customers 

with the best in pet nutrition 
and accessories at thier new 
location on Granville Street.
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Taking Care of Business
by Corey Poirier, Founder/Publisher, Island Business News

• Global Pet Foods - the addition of a second
   Island Home
• TNT Training
• First OnSite
• ProfitLearn
• Island Taylored Meats Expands to serve more
  Islanders
• KISH Relay For Life Event a success once again
• City Flooring
• AVON
• Olde Lovely - still lovely after 5 years
• St. Eleanor’s Dairy Bar - new ownership, same 
  great service and products
• Festival of Small Halls
• Mark Black Speaks
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along his knowledge and 
interest with regards to 
flooring to his children. 

City Flooring is very 
complimentary to other 
businesses in the reno-
vation sector as they 
have many different 
types of floor covering, 
paint, window cover-
ings, and an assortment 
of trims to make home 
renovating or building 
as stress free as possible.

City Flooring strives 
to maintain a great re-
lationship with their 
customers built on the 
trust and understanding 
of the needs and wants 
of their customers. 

They have been so 
overwhelmed by the pos-
itive response the com-
munity has given them 
and look forward to many 
more business opportu-
nities in the near future.

You can visit City 
Flooring and see their 
showroom at 601 Read 
Drive in Summerside

As we prepare for our 
usual summer break, and 
for some cool new addi-
tions to the Island Busi-
ness News brand that 
will be launched between 
now and when our next 
issue comes out in early 
September, we are also 
preparing to enter our 
5th year in publication.

Time sure flies, doesn’t 
it?

As we welcome this 
major milestone, we’d 

also like to reach out to 
you to provide us with 
some feedback on your 
thoughts on the Island 
Business News Publi-
cation over the years? 

Positive feedback, 
suggestions for improve-
ments, types of articles 
or content you’d like to 
see – it’s all welcome.

We’d even liked to 
start running letters 
to the editor in our fall 
/ September edition.

Therefore, we invite 
you (and encourage you) 
to send along your com-
ments and feedback to 
islandbusinessnews@
gmail.com and who 

knows, you might see 
your article / letter in 
print in a future edi-
tion or even your sug-
gestion implemented 
in a future edition.

In the meantime, I’d 
like to personally thank 
you all for making Is-
land Business News the 
brand it has become 
over the past 4 years and 
for making it all pos-
sible in the first place.

I’d also like to thank 
all who have purchased 
the Conversations With 
Islanders book since it’s 
release in December 2010 
(additional detail and 
ordering info at www.
tisti.ca) and for those 

who have brought me 
to in work with (pres-
ent to, train, consult 
with) staff and your 
organization over the 
past four years as well.

Whether it has been as 
an emcee for an event, a 
performer or a Speaker 
or Trainer assisting 
with staff development 
or company initiatives, 
I have enjoyed it all.

Many thanks and 
best wishes for an 
awesome Summer.

Yours in Success,
Corey Poirier
Founder / Publisher, 

Island Business News

successfully, but at 23 
yrs old, Mark was sud-
denly faced with the big-
gest challenge of his life. 
His doctor informed him 
that his heart was failing 
badly and that without a 
rare and dangerous heart 
and double-lung trans-
plant, he would not like-
ly see his 25th birthday. 

In October 2001, Mark 
moved thousands of ki-
lometers from home and 
was put on the trans-
plant waiting list. After 
just four months on the 
list, Mark’s condition 
grew worse and he was 
placed in the hospital. 
His condition was wors-
ening quickly and he 
had to be placed on 24hr 
monitoring to ensure his 
safety. Mark stayed in 
that little hospital room, 
living like a caged ani-
mal, for SIX MONTHS. 

Finally, by the grace 
of God, on September 
7th, 2002, after almost a 
year on the list, Mark re-

ceived a second chance at 
life: a life-saving Heart & 
Double-Lung Transplant.

Since receiving his 
second chance at life 
Mark hasn’t wasted a 
moment. He has now in-
spired more than 45,000 
people across North 
America with his truly 
unique story and power-
ful life lessons that help 
his audience members 
live life with passion and 
purpose.  Mark’s ability 
to inspire an audience 
has made him a regular 
guest speaker and mo-
tivator for the Running 
Room, sales meetings, 
corporate retreats, high 
schools and universities 
across North America.

Mark lives in Moncton, 
where he spends as much 
time as possible with the 
three most important 
people in his life; his wife 
Marise daughter Emma 
and new son Matteo.

The following is Island 
Business News Founder 
Corey Poirier’s inter-
view with Professional 
Speaker Mark Black.

Corey Poirier (CP): 
Mark, how did you 
get involved in the 
speaking industry?

Mark Black (MB): 
Quite by accident, in 
fact. After my transplant, 
I was asked to speak at 
Rotary and on behalf of 
other volunteer asso-
ciations. In 2004 I spoke 
at a local high school 
graduation and realized, 
maybe there is a career 
here – especially when I 
found out that people got 
paid to speak (laughs).

CP: Knowing first 
hand how much travel 
is involved in being a 

speaker, and given your 
health, especially tak-
ing on a speaking career 
after your transplant, 
has your health impact-
ed your scheduling or 
your ability to maintain 
such a heavy schedule?

MB: I have to say 
that I have been lucky, 
I really have. I haven’t 
had to cancel a gig due 
to health since I started 
speaking professionally 
7 years ago. Weather 
of course can impact 
things, but even though 
you don’t know what 
will happen in relation 
to one’s health, again, I 
really have been lucky.

CP: Perhaps it also 
has a lot to do with 
your positive attitude 
and positive outlook?

MB: I do try to look 
on the positive side of 
things and hopefully that 
has played a part as well.

CP: Every now and 
then, I hear people say 
“we want to hire the per-
son from away”, and I’m 
sure you hear that every 
now and then as well. 
Do you find it a chal-
lenge living in a smaller 
region and having lo-
cal company’s say that?

MB: I believe that 
no matter what region 
you’re based in, there are 
always going to be some 
who feel if a person flies 
in from another town, 
they must be better some-
how, and I do a lot of my 
work in other areas, like 
Ontario and Saskatch-
ewan, but it’s just some-
thing you accept and if 
you loose a speaking gig 

Mark Black
cont’d from p. 1

...and I Quote....
Everyone needs to be valued.
Everyone has the potential to 

give something back.

                                         Princess Diana 1961-1997
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Global Pet Foods
cont’d from p. 1

Nathan 

MacIntosh
“I’ve tried advertising 

but it just doesn’t work 
for my business.”  When I 
hear this from otherwise 
savvy business owners, 
it illustrates how easy it 
can be to make critical 

mistakes that will reduce 
your promotional dol-
lars effectiveness.   Un-
less you are one of those 
fortunate few whose 
business prospers on re-
ferrals alone, most of us 

need a little help to reach 
prospective custom-
ers.   And advertising - a 
term broadly used for all 
manner of promotional 
activities from media ad-
vertising to direct mar-
keting to social media 
- can be a strong contrib-
utor to your bottom line.  
Here are five reasons 
why your marketing 
may not be working and 
what you can do about it.

#1. You don’t have a 
plan

What is your key mar-
keting goal?  Is it to reach 
out to new customers?  
Or to sell more to the 
customers you already 
have?  Are you commu-
nicating an event or try-
ing to build your brand 
image?  The marketing 
tactics you’ll need to 
implement in each case 
can be dramatically dif-
ferent.   Identifying what 

you’re hoping to accom-
plish is the first step 
to doing it effectively. 

#2.Your messaging is 
off target

You may have some-
thing to share that ex-
cites you but will your 
prospective customers 
care?  Relevant, targeted 
messages are critical to 
breaking through the 
clutter; think about how 
many messages your au-
dience sees every day.  
What can you do to be 
sure they notice yours?

#3.You’re using the 
wrong media

I know business own-
ers who find that radio 
really helps to drive 
their business and oth-
ers who swear that social 
media is all they need.  
But just because it’s 
right for them, doesn’t 
mean it’s right for you.  

Why Advertising Doesn’t Work Knowing how your tar-
get audience thinks and 
acts will help you deter-
mine their media habits.

#4.  You’ve spread your 
budget around too thinly.  

Like anything in life, 
doing one or two things 
really well is more effec-
tive than doing  a larger 
number halfheartedly.  
And promoting your 
business is no excep-
tion.  Take a look at what 
you spend each year in 
small amounts here and 
there, and ask yourself 
if you couldn’t make 
a bigger impact with 
a more focused effort.

 #5.  You think of mar-
keting as an expense.  

When you view mar-
keting as an expense, 
you treat it differently 
than when you think of 
it as an investment in 
your business.  Inves-
tors research their op-
tions carefully and make 
thoughtful choices.  

They make adjustments 
to their plan as required.  
And they know that with 
a little patience, they 
will reap their rewards.  

You can too.

Jane Sharpe is 
Chief Marketer at 

Black Point Marketing 
& Communications. 

You can reach her at 902-
436-2834 or visit black-
pointmarketing.com. 

ISLAND BUSINESS 
NEWS (IBN): Can you 
provide us with a back-
ground / overview 
of Global Pet Foods?

GLOBAL FOODS 
(GPF): Global Pet Foods 
is a chain with ap-
proximately 140 stores 
in Canada. In PEI, our 
Charlottetown store 
opened 6 ½ years ago 
as a corporate store and 
less than two years later, 
in 2006, store customers, 
pet lovers, and Islanders 
Verna McGuigan and 
Linda Keane decided to 
purchase the rights to 
the Charlottetown store. 
Global’s head office is in 
Ontario and most of the 
stores are currently oper-
ated as private franchis-
es, although many of the 
stores in the Maritimes 
were originally opened 
as corporate stores.  

IBN: You men-
tioned the owners 
are Pet Lovers….

GPF: Yes, they have 
multiple animals.

IBN: And yet, the 
stores don’t carry pets?

GPF: We actually see 
the fact that we don’t car-
ry pets as one of the great 
things about our stores, 
as it may not really be 
the best homes for pets 
while they seek owners 
and so we’d rather sup-
port organizations like 
the PEI Humane Society 

or reputable breeders. 

IBN: Success fac-
tors of the local Glob-
al Pet Foods Stores?

GPF: Well, first and 
foremost, our employees 
are basically all passion-
ate about the product(s) 
and the industry. Other 
factors that have con-
tributed to our successes 
include our focus on cus-
tomer service, our belief 
in the products and that 
we have staff that are (or 
become) pet food special-
ists when they represent 
our store. We also take a 
consulting type approach 
which sees us asking 
our clients questions 
(rather than making as-
sumptions) and serving 
accordingly. We have 
unique diets and special 
foods that you may not 
be able to get anywhere 
else and we are a one stop 
shop for all your pet’s re-
quirements. I’d also say 
that our air miles and 
frequent buyer program 
and the fact that we guar-
antee all foods and treats 
factors into our success.

IBN: And you 
have just opened a 
store in Summerside? 

GPF: Absolutely, we 
are really excited about 
the new Summerside 
store and are expecting 
it to do very well. The 
Charlottetown store is 
now self-sufficient and 
so the opportunity pre-
sented itself to open the 
store in Summerside, 
and given our support 

of the western portion of 
the region over the years, 
we felt we owed it to our 
treasured customers to 
open up this second store 
in our effort to cover the 
Island to a larger degree.

IBN: Any plans for 
other Island Stores?

GPF: No plans for oth-
er stores on the Island 
at this time but we are 
contemplating a deliv-
ery service. Grooming 
may someday be a pos-
sibility and our Char-
lottetown store already 
needs to look at expan-
sion. Plus, we have just 
purchased a vehicle that 
will be well logo-ed that 
could factor into our pos-
sible delivery service.

IBN: In other words, 
there are many growth 
areas to keep you 
busy going forward?

GPF: Yes, and we are 
in a rapidly growing in-
dustry, and Islanders 
have been demonstrating 
an interest in our prod-
ucts at a growing rate 
as well. On top of that, 
Global Pet Foods is Can-
ada’s largest chain of pet 
food stores specializing 
in natural, holistic, and 
organic food and supple-
ments with us opening 
this last month in the US, 
so even the organization 
is in a growth pattern.

IBN: How many people 
do you employ in PEI?

GPF: We have 4 staff 
in the Summerside store, 
4 in Charlottetown (in-
cluding a manager in 
each store and a receiv-
er in Charlottetown), 
and an area supervisor.

IBN: Why do em-
ployees choose Glob-

al Pet Foods as their 
employment option?

GPF: Most of our staff 
is very passionate about 
pets, and some are work-
ing toward a career with 
animals, like becoming 
a veterinarian for ex-
ample, and perhaps just 
as significant, Global Pet 
Foods truly treats their 
employees well. The com-
pany hires well, trains 
well, pays well, and the 
company truly believes 
our employees are the 
face of the organization. 
The result of course is 
that turnover is very low 
and most turnover usu-
ally simply relates to a 
staff member returning 

to school or attending 
college or university.

IBN: Anything else 
you’d like to add?

GPF: Yes, we’d like 
to thank Islanders for 
their support so far, 
and we look forward to 
having you visit us at 
our established Char-
lottetown store and of 
course our new store 
in Summerside as well.

You can find the new 
Global Pet Foods location 
in Summerside at 454 
Granville Street or the 
Charlottetown Store at 
405 University Avenue.

Remember that happi-
ness is a way of travel, 

not a destination.
Unknown

You cannot hurt your 
eyesight - by looking 

on the bright side.
Unknown

It takes all sorts, to 
make a world.

Proverb

...and I Quote....

...and I Quote....
A good deed is never lost; he who sows courtesy...

reaps friendship, and he who plants 
kindness...gathers love.

                                                          St Basil 330-379
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TnT Training Solu-
tions offers straightfor-
ward, interactive, safety 
training that aids clients 
in meeting the require-
ments of Occupational 
Health and Safety, when 
and where they need it. 
Terry Jeffery, has been 
hooked since he attended 
his first Certified Mem-
ber Training Program of-
fered by Jaycees (Junior 
Chamber of Commerce) 
roughly seventeen years 
ago. Initially, doing safe-
ty training in the time 
available after work-
ing at his full time job, 
he maintained a steady 
growth in clients. Plan-
ning the business took 
years of sitting with a pen 
and paper, writing down 
how training programs 
should be run, review-
ing potential clientele, 
and determining how 
he could best suit their 
needs while giving them 
the knowledge to be safe 
and meet OH&S require-
ments. Four years ago, 
Terry was finally able 
to do safety training full 
time. The joy he found 
working with people and 
his belief in a priority 
for safety on the job site 
were transformed into 
a career that is making 
a difference. With more 
than 15 years experience 
in safety, Terry brings 
a wealth of knowledge 
and experience to his 
training sessions geared 
to the adult learner.

This one man operation 
offers training when and 
where the client wants 
it. As with any business, 
Terry’s clients are very 
important to him. Mak-
ing every effort to give 
complete 100% service 
to all clients is integral 
in making TnT Train-
ing thrive. Ice sheds, bait 
sheds, outdoors, board-
rooms, and lunchrooms 
are just a few of the 
places TnT courses have 
been offered. Flexibility, 
starting as early as six in 
the morning or as late as 
eleven at night, willing-
ness to collaborate, and 
training from an adult 
learners perspective 
keep customers coming 
back to TnT Training 
Solutions. Every time 
the phone rings with a 
customer requesting a 
training session it is a 
milestone for Terry. Per-
haps the biggest thus far 
was when he was asked 
to offer services through-
out the Maritimes.

Balancing work, fam-
ily, and altruism can 
be tricky at times espe-
cially when you are the 
only one running the 
business. Terry is thank-
ful for the many people 
who have supported him 
along the way. He has 
been married for twenty-
four years, and has two 
children, a boy eighteen 
and a girl twelve. On top 
of that he has been in-
volved in a lot of chari-
table work through the 
Jaycees, even serving as 

president. Today when 
he makes donations it 
is typically to organiza-
tions that deal with chil-
dren’s issues. One day 
he hopes to have enough 
money to help children 
who otherwise would 
not have the same expe-
rience in life, as he truly 
admires the work D.P. 
Murphy does in this area.

Terry only looks at 
challenges as opportu-
nities, so there are op-
portunities for him ev-
erywhere. His biggest 
successes have come 
from the acceptance of 
his clients and their will-
ingness to invite him 
back to do more training. 
One of the lucky people, 
who get paid to do what 
he, loves, Terry says:

“No one has ever 
achieved anything with-
out the help of others. I 
have had amazing sup-
port along the way and 
to each and every per-
son who has helped me 
in my achievements I 
can’t thank you enough. 
I am not going to name 
names, but I believe 
each of you reading this 
will know who you are 
and how much your 
time, guidance and rec-
ommendations of my 
service is appreciated.”

“To my clients, thank 
you for all the hospital-
ity and acceptance you 
give me each and every 
time. Thank you.”  

TnT Training Solutions
by Cheryl Ann Wartman

First OnSite - There When You Need Someone

cont’d on p. 6

ISLAND BUSINESS 
NEWS (IBN): Can 
you provide us with 
a background / his-
tory of FirstOnSite?

FIRST ONSITE (FO): 
FirstOnSite Restora-
tion is formally known 
to Islanders as Ezi-Way 
Cleaning, for 30 plus 
years. The first branch 
was opened in 1979 by 
Dale Hudson in Summer-
side, the second branch 
was opened in 2002 in 
Charlottetown, the third 
branch in Moncton NB 
in 2000 and we have 
just expanded again to 
open another office in 
Montague, PEI. These 
operations have been 
run locally by Dale Hud-
son, his daughter Jodi 
Getson, who is the Gen-
eral Manager, his son 
Jeff Hudson who is the 
Branch Manager of the 
Summerside office, and 
Don Cameron, who is the 
Branch Manager of Char-
lottetown and now Mon-
tague. Dale has recently 
retired but still helps 
out when he is needed. 

In August 2008, Ezi-
Way Cleaning and Fir-
stOnSite Restoration 
merged together along 
with a collection of ex-

perienced and reputable 
independent operators 
across the country to 
become an organization 
that is both expanding 
and coming together at 
the same time. To date, 
the local branches are 
still run by Jodi Getson, 
Jeff Hudson and Don 
Cameron. Just over a 
year ago Dale Hudson 
decided to retire, but 
not a week goes by that 
you cannot find Dale 
in one of the offices. 

IBN: How many 
people are involved 
in the organization?

 
FO: Across Canada 

we have over 1100 em-
ployees, and on PEI 
we have 42 employees.

IBN: What makes 
First Onsite unique? 

FO: FirstOnSite is 
dedicated to providing 
superior customer ser-
vice and has a true coast-
to-coast presence. Our 
technicians are highly 
skilled, experienced, 
and go through in house 
training, and are IICRC-
certified. FirstOnSite 
can mobilize and scale 
quickly for any disaster, 
employing the largest 

inventory of state-of-the-
art equipment in Canada 
(as we did during the NS 
and NB wind storms in 
December 2010 and are 
currently doing at Slave 
Lake). FirstOnSite ac-
tually has set up a 10 
acre command center to 
house people dedicated 
to getting the people 
up and running again.     
FirstOnSite also offers a 
consistent service deliv-
ery model from branch 
to branch and province 
to province. Our Com-

mercial Division has the 
ability to help business-
es before a disaster and 
after like no one else in 
Canada. Our Priority Re-
sponse Emergency Plan 
is a unique offering from 
FirstOnSite. The PREP 

program includes a dis-
cussion and planning 
session with a business 
before any disaster oc-
curs. It prepares FirstOn-
Site to act immediately 
and with knowledge of 
that business to better 

mitigate danger and be-
gin restoration when a 
claim is initiated. Fir-
stOnSite also has a pro-
prietary billing system 
that allows work to occur 
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ProfitLearn PEI is 
launching an innovative 
program for new busi-
ness owners eager to be-
gin their business jour-
ney on a solid footing. 
Business Start-Up Boot 
Camp is an intensive, 
hands-on program de-
signed around building 
management strength 
within new entrepre-
neurs. Twelve new busi-
ness start-ups can sign 
up for this targeted busi-
ness training.  It will 
encourage participants 
to activate their dreams 
and get their busi-
ness moving forward.

The focus will centre 
on operational tools and 
best practices around 
topics from accounting 
to marketing, network-
ing to strategic planning 
and much, much more, 
as it lays out foundation-
al material essential to 
new company develop-
ment in Prince Edward 
Island. The dates for de-
livery of this ProfitLearn 
Business Start-Up Boot 
Camp are Friday June 

17, Saturday June 18 
and Sunday June 19, 
2011. The location is the 
Rodd Royalty in Char-
lottetown, each day from 
9am - 4:30 pm. The cost is 
$199.00 +GST/participant. 

Bill Martin, a skilled 
business leader and 
trainer, will facilitate the 
majority of the sessions.  
Bill has assisted dozens 
of new entrepreneurs 
in building successful 
business operations. 
He recently led a group 
of thirty new entrepre-
neurs through a session 
on the “Ten Essentials 
to Starting a New Busi-
ness”. Participants rec-
ognized his skill in teach-
ing as well as the value 
of the material that was 
presented. This will be 
even more evident in the 
three days of Boot Camp.

As well as interactive 
discussion under Mar-
tin’s leadership, one af-
ternoon will be spent with 
a panel who will share 
their opinions and sug-
gestions around making 

a successful entry into 
the world of business.   
Catherine Arsenault, 
owner/operator of “PEI 
Local”, an innovative 
company featuring an 
online directory for local 
PEI businesses, and Ja-
net Lester, Accountant 
with BDO are two of the 
presenters along with 
a banker and lawyer. 

Since business mar-
keting is such a vital fac-
tor in business,  Melody 
Dover, an award winning 
local marketing expert, 
will lead a working lunch 
session around “Brand-
ing – WHO are you?”

Participants will also 
have a working lunch 
activity centered on 
business idea generation 
and sharing, along with 
a surprise guest or two.

Marg Weeks, Prof-
itLearn PEI Manager 
offers this comment, 
“ProfitLearn is encour-
aging anyone who is 
new in business to join 
Business Start-Up Boot 
Camp. It is a great in-
vestment in yourself 

and your business idea.”
To register or find 

out more about Busi-
ness Start-Up Boot 
Camp, contact Marg 
Weeks at marweeks@
upei.ca or 1-800-270-4795.  

ProfitLearn assists 
PEI small business own-
ers gain management 
skills through hands-on 
training.  ProfitLearn op-

Business Start Up Boot Camp
A Learning Investment for New PEI Entrepreneurs

erates in communities 
across Prince Edward 
Island in cooperation 
with Marketing Part-
ners including Cham-
bers of Commerce, PEI 
Business Women’s Asso-
ciation, Resources West, 
CBDC’s, TIAPEI, indus-
try Sector Councils and 
other groups involved in 
economic development 

within PEI.   In operation 
since 2003, it has provid-
ed learning activities to 
over 5000 participants, 
under a funding partner-
ship with the Atlantic 
Canada Opportunities 
Agency (ACOA), Innova-
tion PEI and the Univer-
sity of Prince Edward 
Island.  Website: http://
p r o f i t l e a r n . u p e i . c a

Brian Keefe, Director, Business Development at Innovation PEI and 
Bill Martin, program trainer congratulate graduates from a recent 
ProfitLearn Entrepreneurship Training workshop series, featuring 

Business Start-Up Boot Camp content.

St. Eleanor’s Dairy Bar - New Owner, Same Great Product, Same Great Staff
A little less than 

two years ago, the St. 
Eleanor’s Dairy Bar 
changed hands when 
Roger and Maggie Wells 
purchased the thriv-
ing business from Kel-
vin and Dorothy Birch. 

The St. Eleanor’s Dairy 
Bar, opened almost twen-
ty years ago by Jimmy 
Arsenault, was operated 
by Arsenault for 8 years 
and then (Kelvin and 
Dorothy) for 12 years be-
fore Wells took the helm.

This extensive his-
tory was a big factor in 
the Well’s decision to 
become the new owners.

Roger noted, “The 
Dairy Bar had, and still 
has, a very loyal follow-
ing in Summerside and 

throughout PEI, and the 
food is excellence, and 
the service and people 
are first class as well. 
Purchasing the Dairy Bar 
was a no brainer for me. 
Oh, and I grew up just 
down the road and so it 
had a sentimental value 
as well. I think a lot of 
people thought that once 
we owned the Dairy Bar 
we would make some ma-
jor changes. Why would 
we, the system works, 
customers are happy and 
employees are happy. It 
wouldn’t have made sense 
for me to get in-between 
a working system. To 
tell you the truth, I con-
stantly remind staff that 
they are the system, they 
are the face of the St. El-
eanor’s Dairy Bar. I’m 
just the guy who drops 
by in the morning to see 

if they need anything and 
to make sure the grounds 
are clean. (laughs)”

If the line of cars that 
steadily fill the parking 
spaces in front of the 
Dairy Bar each day, the 
friendly faces of the staff 
working inside, and the 
organization’s continued 
year over year growth 
are any indication, it ap-
pears that the Wells deci-
sion not to make many 
noticeable changes to 
the working system ap-
pears to be the right one.

Adds Roger, “We 
couldn’t remain a suc-
cess if not for our loyal 
customers, and of course 
our great staff, and so 
it really is as a result of 
their support that the 
Dairy Bar continues to 

flourish. It also helps that 
Kevin and Dorothy, the 
previous owners, have 
become mentors to me 
as well. They did such an 
awesome job of making 
the St. Eleanor’s Dairy 
Bar what it is today, I’d be 
foolish not to accept their 
guidance when offered.”

As to why they decid-
ed to get involved in the 
Dairy Bar business, the 
Wells are quick to cite his 
connection to the area 
of St. Eleanor’s / Sum-
merside the St. Eleanor’s 
Dairy is located near, and 
that they wanted to buy 
a turn-key business at 
this stage in their lives. 

One can easily tell 
upon speaking to The 
Wells’ about the St. El-
eanor’s Dairy Bar and 

other nearby properties 
they also own, that pur-
chasing the Dairy Bar 
was and is one of the 
highlights of their lives. 
One can also tell by the 
smiles the Dairy Bar puts 

on the faces of many of 
their regular customers, 
that odds are pretty good 
that the St. Eleanor’s 
Dairy Bar will be putting 
smiles on people’s faces 

cont’d on p.  12
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First OnSite
cont’d from p. 4

On Friday, a Hercu-
lean effort by a tireless 
and committed group of 
student co-chairs paid off 
in yet another success-
ful KISH Relay For Life.  
Thanks to their efforts, 
plus the support of their 
teacher-advisors, the ad-
ministrative and custo-
dial staff and the entire 
community, we raised 
over $82,000.00 for the Ca-
nadian Cancer Society.

Of special interest 
this year was the pro-
duction of a calendar 
entitled, “Give Oth-
ers Hope”, featuring 
monthly pictures of can-
cer survivors and their 
inspiring reflections.  

Many thanks to Buffie 
Boily for the photog-
raphy, Mike Smith of 
the County Line Cou-
rier for the cover design 
and Danny Perry of 
Colours for the printing.  

While the Relay itself 
is over for the year, we 
are still taking orders 

2011 Another Successful 
Relay For Life For 

Kensington Intermediate High School

Special 
this year 

a 
Calendar 
featuring 
monthly 

photos of 
cancer 

survivors 
and their 
imspiring 
reflections

for the calendars, at 
$20 each.  This venture, 
along with our other 
Relay activities was en-
thusiastically embraced 
by the community and 
we will continue to ac-
cept calendar orders 
until Friday, June 24th. 
Interested parties may 
contact KISH @ 836-8901 
or email Heather Carver 
hxcarver@edu.pe.ca.

transparently with part-
ners – this is especially 
powerful if there are 
multiple cases (for eg, in 
a catastrophe situation). 

IBN: How does 
your business ben-
efit customers? 

FO: With resources 
across Canada, FirstOn-
Site is able to service 
customers better due to 
the use of expertise from 
so many different people. 

FirstOnSite is very big 
on keeping employees 
educated through inter-
nal programs which only 
make the service better. 
I would say the biggest 
thing is that FirstOnSite 
is run by locals: which 
means we understand the 
needs of our local people.

IBN: Approach to 
customer service? 

FO: Customer Service 
is number 1 and Fir-
stOnSite is very focused 
on making sure the cus-
tomer is happy and that 
everything is done to 

make their loss as less 
stressful as possible. 
Keeping the customer 
informed and letting 
them know that Fir-
stOnSite is here to help. 

IBN: How has 
the economy im-
pacted First Onsite?

FO: Because FirstOn-
Site is a national compa-
ny, it has had less of an 
impact compared to com-
panies who might be in 
a province like Ontario. 

IBN: How has tech-
nology changed First 
Onsite?

FO: There is now 
more equipment that 
can help save contents, 
both hard and soft and to 
restore damaged items. 
With BlackBerry’s, lap-
top computers and the 
computer  programs 
being continually up-
dated all the time, it 
means quicker informa-
tion updates, quicker 
insurance claims, and 
quicker approvals. 

IBN: How much busi-
ness planning do you do?

FO: There is a lot of 
planning that goes into 
FirstOnSite as the com-
pany is always looking 
at ways of improving 
service to the insured’s, 
and the Insurance Com-
panies. It starts at each 
branch and then is ex-
panded out to the head 
office. There are many 
services offered, so there 
is a need to have many 
experts on the team. Not 
many employees work a 
regular week; this is not 

an 8 to 5 job as the com-
pany is on call 24 hours 
a day 7 days a week.

IBN: Where do 
you see First On-
site in 5 years time?

FO: The plan is to 
continue to provide su-
perior customer service, 
setting the standard in 
the industry in terms of 
the quality of service, 
and the integrity of the 
FirstOnSite people.

IBN: Thank you so 
much.

FO: Thank you.

You can learn more 
about FirstOnsite at 
www.firstonsite.ca

...and I Quote....
Pray, how you can, 
not how you can’t.

Unknown
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Looking for ways 
to improve your com-
pany’s cash flow? 

No small business can 
thrive without cash flow 
to pay bills, suppliers, 
employees and – you! 
One of the best ways 
to maintain a positive 
cash flow is with well-
managed accounts re-
ceivable. Keeping track 
of who owes money and 
your due dates keeps 
your business efficient.

Here are a few 
tips to keep your ac-

counts receivable – and 
your client relation-
ships, in top shape.

•Know your customers. 
Do some research before 
granting credit to a new 
client. This may involve 
talking to a credit rating 
agency to help determine 
a client’s credit history.

•Talk to your clients. 
If there is a concern 
about a late payment, 
call your client. If there 
was a problem with your 
product or service, it pro-
vides you with an oppor-

tunity to correct it and 
satisfy your customer.

•Set parameters. If your 
clients know at the outset 
what the terms of pay-
ment are, they are more 
likely to follow them.

•Keep good records. 
No business owner likes 
additional paperwork, 
but keeping track of who 
owes you money – and 
who you owe money to, is 
critical to maintaining a 
good client relationship.

•Consider offering a 
discount for early pay-

ment of bills or an interest 
penalty for late payment 
to encourage custom-
ers to pay you promptly.

•Arrange and encour-
age your customers to use 
credit and/or debit cards 
to pay you, both of which 
provide instant cash.

Scotiabank has the 
knowledge and resourc-
es to help small business 
owners succeed, and 
we are here to help you 
find the money to reach 
your business goals.

Tips To Keep Your Small 
Business Cash “FLOWING”

Heidi J. Lawlor, Manager Small Business
143 Grafton Street, Charlottetown, PEI 
Phone: (902) 629-7755      Ext. 3002

Fax: (902) 566-3601                        
heidi.lawlor@scotiabank.com

Getting it clean

1.You can’t disin-
fect dirt. Getting rid of 
germs is a 2 stage pro-
cess, first you need to 
clean to remove dirt 
and then you disinfect.

2.Read the fine 
print on your “disin-
fectant” wipes. Most 
products will read:

 “To disinfect:  First 
thoroughly clean surface. 
Then use sufficient wipes 
to allow surface to re-
main wet for 10 minutes.”  

See our website (www.
healthypcsolutions.ca) 
for a link to a study with 
the concern that when 
not used correctly, “dis-
infectant’ wipes can actu-
ally spread germs. Also, 
not all keyboards are 
designed to protect the 
interior circuitry from 
accidental spills, so be 
careful about using too 
much liquid when clean-

ing. Cloths should be 
slightly damp but not wet.

3. Don’t put your 
keyboard in the dish-
washer unless it has 
been designed to be dish-
washer safe. Not all key-
boards are dishwasher 
safe. Check with your 
manufacturer. Regard-
ing regular keyboards, 
some people have put 
them in the dishwash-
er. While it sometimes 
works the first time, 
generally by the 2nd or 
3rd time, the keys mal-
function. We do not rec-
ommend this due to the 
risk of the keys malfunc-
tioning. Also, keep in 
mind that it takes about 
24-72 hours to dry out. 

4.Call us to 
get you started.  

•We have special 
tools to get into crevices 
and areas that wipes 
and dust cloths cannot. 

• Our superior 

3 stage process will 
clean and disinfect your 
computer, phone and 
other equipment safely 
and more effectively 
than other methods.

• Our PC Anti-Bac 
is a hospital-grade disin-
fectant that kills on con-
tact, no 10 minute wait.

• We will leave 
you with a kit* to help 
you maintain your 
workspace between 
professional cleanings.

Keeping it clean

1. Try to avoid eating 
and drinking at your com-
puter. Food crumbs at-
tract microscopic germs 
as well as mealworms, 
earwigs and mice, who 
may leave droppings on 
and between your keys.

2. If you have a liquid 
spill, do not turn your 
keyboard upside down. 
Most keys are shaped 
like cups which will fill 

with the liquid and would 
have to be individually 
removed to be cleaned; 
otherwise they would 
attract germs and bugs. 
Also, you would stand a 
higher risk of liquid get-
ting to the electronic com-
ponents under the keys. 
Instead, tip it up slowly 
until your keyboard is 
standing on its side and 
allow liquid to drain 
out below the space bar.

3. Do not use harsh 
cleaners on your comput-
er. Stick to products that 
are designed to be safe 
for computer use. Keep 
your equipment disin-
fected with our Health 
Maintenance Kit.* 

4. Call us to 
professionally clean 
your equipment ev-
ery 6 months to 1 year.

*Health Maintenance 
Kit includes one 1oz bottle 
of   PC Anti-Bac, one 1oz 
bottle of PC Data Vision, 
and 12 lint free cloths.

Caring For Your Computer 
by Healthy PC Solutions

...and I Quote....
Some people complain because God put thorns 
on roses, while others praise Him for putting 

roses among thorns.
Unknown

If it’s not fun,you’re not doing it right.
Bob Basso

Gratitude makes sense of our past, brings peace 
for today and creates a vision for tomorrow.

Melody Beattie b.1948

Every cloud has a silver lining.
Proverb

An objection is not a rejection...
it is simply a request for more information.

Bo Bennett b.1972

...and I Quote....
Good nature is worth 
more than knowledge, 

more than money, 
more than honour, 
to the persons who 

possess it.
Henry Ward Beecher 

1813-1887

Think fairly 
Love widely

Witness humbly
Build bravely

Unknown

If opportunity doesn’t 
knock...build a door.

               Milton Berle 
                     1908-2002
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In small communities 
it is difficult not to take 
receivables management 
personally. Having a 
hard-nosed or a tough ap-

proach to collections does 
not always yield the best, 
or most desirable results. 
Such attitudes can make 
a person less effective 
and decrease the chanc-
es of payment. Business 
owners must be careful 

not to offend or threaten 
their customers as cli-
ent relationships an im-
portant part of building 
and maintaining a busi-
ness in any community.

Occasionally, a collec-
tor must be stern when 
explaining the current 
situation, but the most 
effective collectors never 
bully, threaten, or raise 
their voices.  Instead 
they clearly explain 
the account situation, 
the potential actions 
and the consequences 
that may follow if pay-
ment is not received.

Keep in mind the fol-
lowing traits, so as to keep 
your customer on side 
while still getting your 
overdue accounts paid.

Patience - Not 
everyone has the 
means to pay their 
past due account 
in its entirety. 
Most debtors are 
going to need your 
expert guidance 
in order to prop-
erly budget their 
existing debt. You 
have to be patient 
with them as you 
conceive an ap-
propriate payment 
plan that is go-
ing to lessen their 
debt load and re-
sult in payment. 

Keeping The Peace

better chance at being 
paid when the money be-
comes available.  Keeping 
the account fresh in their 
memory is an important 
tool to recovering debt.

By Krista T Walsh, 
CFCP,  President of 

KC Collect!

Persistence - The “out-
of-sight, out of mind” 
mentality is quite com-
mon when attempting to 
collect debt. If you keep 
persisting, you have a 

Empathetic- Being 
sensitive to the debtor’s 
current situation will 
most likely aide in your 
attempts in getting paid. 
Most people have the 
best intentions to repay 
debt, but, due to unfore-
seen circumstances, 
have fallen behind on 
their bills. Working to-
gether to resolve the debt 
will instil proper money 
management and better 
the individual for future 
financial transactions.

Combining theses 
three traits, patience, 
persistence and empa-
thy will usually result 
in fewer receivables for 
your company, reduce 
your stress and increase  
your  cash  flow. 

...and I Quote....
Forgiveness does not 

change the past, 
but it does enlarge 

the future.
Paul Boese

It is only possible to 
live happily ever after 
on a day to day basis.

Margaret Bonnano 
b.1950

The most effective way 
to achieve right rela-
tions with any living 

thing is to look for the 
best in it, and then 

help that best into the 
fullest expression.

J. Allen Boone 
1882-1965

There is exactly as 
many special occa-
sions in life as we 

choose to celebrate.
Robert Brault

There is no way to 
happiness...Happiness 

is the way.
Buddha 624-543BC

...and I Quote....
THEME: TIME MANAGEMENT

“Better three hours too soon, than one minute too late.”
William Shakespeare

“Time is the wisest counselor of all.”
Pericles

“Time is the school in which we learn, time is the fire in which we burn.”
Delmore Schwartz

“Nothing is a waste of time if you use the experience wisely.”
                                                                                                                          Rodin
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Mark Black
cont’d from p. 2

or two for that reason lo-
cally, in the Maritimes 
for instance, you hope 
you pick up another to 
replace it in another re-
gion. For me though, the 
bigger challenge early 
on was simply planning 
travel; and I did learn 
the lesson, the hard way, 
that you should never 
fly out on the same day 
as your event. Monc-
ton has a great Interna-
tional Airport though, 
so these things only 
presented small speed 
bumps along the way.

CP:  What type of 
clients do you work 
with most often?

MB: I work with profes-
sional associations and 
corporations of all sizes 
and when there is time, I 
also like to do work with 
high schools and colleges.

CP: And I’m sure there 
are a lot of schools near 
each other in larger re-
gions, and therefore you 
could perhaps travel less 
and find more clients 
in a smaller geographi-
cal region if you simply 
moved to Ontario say. 
Why do you choose to 
stay in Atlantic Canada?

MB: For me per-
sonally, the sacrifice 
in lifestyle wouldn’t 
be worth the move.

CP: Do you find a dif-
ference in your work with 
schools and corporations? 

MB: Yes, absolutely, 
most of my school work 
is inspirational and mo-
tivational, but with a 
tangible takeaway. My 
work with corporations 
for instance, involves 
helping people work with 
company challenges, 
and can involve a more 
hands on approach, in-
cluding break-out work-
shops, coaching and so 
on. “My ultimate goal, no 
matter who I’m speaking 
to, is to help people gain 
new perspective on their 
challenges so that they 
can turn adversity into a 
competititve advantage.”

CP: Where your focus 
has shifted to include 
more corporate clients, 
how has the economy 
impacted your business? 

MB: Well, I find my-
self talking to people 
these days whose busi-
ness dropped as much 
as 50% as a result of the 
economy, and demon-

strating the value of my 
services to those clients 
has required me to pro-
vide my clients with 
more take-aways, and 
to bring them more tan-
gible results, and to also 
demonstrate how we can 
measure the return on 
investing to bring me in 
to work with their staff.

CP: Milestones 
through the years?

MB: Writing and re-
leasing my first book. 
Personally it was some-
thing I always wanted 
to do, and profession-
ally something I had to 
do. Another milestone 
for me, is having had 
the opportunity to share 
the bill with speakers 
along the lines of Rich-
ard Branson, Kevin 
O’Leary, Rick The Temp, 
Craig Kilborn, Arlene 
Dickinson and George 
S t r o u m b o u l o p o u l o s .

CP:  Success Fac-
tors over the years?

MB: Self-Belief. You 
have to believe in what 
you’re doing; other-
wise you won’t make it 
through the rough patch-
es. I know I wouldn’t 
have. Other traits one 
needs to survive, at least 

in the speaking busi-
ness, and most business 
I believe, are determi-
nation, and hard work.

CP: What do you 
feel is the key thing 
about business ev-
eryone should know?

MB: That it takes a lot 
of work. Eventually it 
can get easier but as an 
example, when I started 
it could take as many as 
500 emails to get one gig. 
But then you work with 
certain clients or in my 
case, present at a certain 
event and then things 
just spitball or gain mo-
mentum from then on.

CP: What about short-
cuts?

MB: Surrounding 
yourself with the right 
people and finding good 
mentors, both from in-
side and outside of your 
industry who have been 
where you need to go, 
and learning from their 
experience. To me, no 
matter what industry, 
you’re in, that is a great 
approach to take. Keep 
in mind that sometimes 
a mentor can be a one-off 
situation and other times 
it can be ongoing. A good 
way to accomplish this 

or ensure this happens 
is to join associations 
where those mentors are 
sure to be. Just know 
that to see the benefit of 
this type of networking 
or these types of associa-
tions; you will have to be-
come actively engaged, 
by attending events, 
reaching out and intro-
ducing yourself and so 
on. The first time I joined 
a similar association, I 
really didn’t engage in 
the association and as a 
result, I didn’t see much 
benefit. Once I became 
actively engaged, I no-
ticed a world of differ-
ence. It’s like people who 
buy a Gym Membership 
and never use it and then 
complain it has no value.

CP: Long term goals?

MB: More engage-
ments locally, and at least 
no more travel than now. 
If I can keep the travel 
to the level it is at now, 
and do more local work, 
that would be a perfect 
scenario. I also want to 
continue to create more 
long lasting value for 
my clients, and perhaps 
even begin to offer more 
web-based products.

CP: Mark, you have 
a unique story and mes-
sage. Going from some-

Deep in the heart of 
Burlington, PEI, near 
the Burlington Amuse-
ment Park, and in fact 
directly across the street 
from what was known 
for years as the popu-
lar Woodleigh Replica 
site, rests a cozy little 
giftware & garden shop 
called Olde Lovely.

Operated by Gene and 
Cyndy Crawley, Olde 
Lovely has been in busi-
ness for 5 years, and 
has become so popular, 
despite it’s somewhat 
remote location, that 
during opening week-
end, which lands on the 
May long weekend each 
year, cars are lined up 
throughout the weekend, 
across the lawn and even 
stretching up the road.

Looking at the little 
quaint shop from the 
outside, it’s surpris-
ing to think of just how 
busy it gets during peek 
times, but once you step 
foot inside the special 
little treasure shop, and 
discover the sights, and 
smells that is Olde Love-
ly, it becomes less sur-
prising by the minute. 

one who went through a 
transplant where there 
was a real possibility 
of not coming out of the 
surgery, to someone who 
the medical society told 
that you would be lim-
ited to what you could 
to, to running four mara-
thons and becoming a 
successful speaker, what 
do you hope your clients 
take from your story?

MB: I hope my story 
helps show people any-
thing is possible. I hope 
it takes away excuses 
they may have, wheth-
er professional or per-
sonal. I hope my story 
empowers them to push 
themselves a little fur-
ther, and a little harder. 

CP: I know your story 
has continued to inspire 
me Mark, and I know it 
has many others. Thank 
you for that and for 
doing this interview.

MB: Thank you 
for the opportunity.

You can learn more 
about Mark Black and 
how he can help trans-
form your company 
or your staff at www.
markblackspeaks.com 

In terms of what you 
will find upon entering 
Olde Lovely, it changes 
by the day throughout 
the busy summer sea-
son, but common items 
include (primitive coun-
try) home decor, gift-
ware, garden accesso-
ries, wreaths, garlands, 
candles, and even their 
own line of Historic 
Rubbish, (hand made). 

And it’s all nestled in 
their newly renovated 
barn. You see, we re-
ferred to it as a shop 
above, but one of the 
great parts of Olde Lovely 
is the fact that the shop is 
actually a two level barn.

It’s easy to see during 
your visit that Cyndy and 
Gene take great pride in 
creating a new experi-
ence for each customer 
who walks through the 
door, and that they have 
dedicated much time to 
making sure Olde Lovely 
appeals to the various 
senses, touch, sight, smell 
and even taste, of their 
many visitors each year.

As to why Olde Lovely 
has become so successful 

over the years, Gene cred-
its it to his background 
in analyzing, tracking, 
and measuring customer 
trends, and patterns, and 
Cyndy’s knack for mak-
ing the shop / barn, and 
it’s products so unique, 
special and appealing.

They also cite their 
unique, and also highly 
successful, girls night out 
parties during the holi-
day season (the one other 
time, other than summer 
that they are open dur-
ing the year) as another 
reason for their success 
since opening the doors.

But deeper than all of 
that, I believe it is their 
approachable, down 
to earth, customer fo-
cused demeanor that 
is at the heart of their 
success in keeping cus-
tomers coming back.

Mind you, the unique 
products, most made by 
Gene and Cyndy’s very 
hands, along with Olde 
Lovely’s relaxing atmo-
sphere, doesn’t hurt.

 

Olde Lovely: Your Drive To 
Burlington Will be Rewarded

cont’d on p. 12
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Island Taylored Meats 
Inc. uses quality Island 
meat from their farm 
and other local farms to 
hand-make sausages and 
other meat products. Di-
anne and Martin (Marty 
to most everyone) Taylor 
started with a five year 
franchise. The training 
in product production 
the franchise provided 
was important. After this 
training, they bought 
their own farm in Victo-
ria Cross near Montague, 
Prince Edward Island; 
and developed a unique 
brand of fresh and qual-
ity smoked products. 
Both Dianne and Marty 
are pleased that the fam-
ily is able to enjoy and 
learn from the business. 
Four of their children 
are employed with them. 
Now their grandchildren 
are becoming familiar 
with the business, learn-
ing math and social skills 
while providing excel-
lent customer service. 

Selling products at 
farmers’ markets, re-
tail outlets, two Island 
Superstores, several 
restaurants, and ac-
commodations across 
the Island, has fostered 
a sizeable client base. 

Their fresh sausage 
feature is low fat, with no 
MSG, preservatives, fill-
ers, byproducts or gluten, 
but with a natural casing 
and is hand twisted. My 
children swear they can 
taste the difference, and 

I must agree. Many Is-
landers go for a Saturday 
sausage at the Farmer’s 
Market. Island Taylored 
Meats Inc. also processes 
product for other farm 
operations. “The Char-
lottetown Farmers’ Mar-
ket has been the back-
bone of our business for 
18 years,” says Dianne. 
“We’ve never missed a 
Saturday. We also serve 
our products at special 
events, trade shows, 
and Island festivals.”

Perseverance and be-
lieving in their products 
has certainly paid off. 
Island Taylored Meats 
Inc. was named the 2010 
Eastern PEI Business of 
the Year. Resulting in a 
positive problem, they 
were running out of pro-
duction and cooler space 
required to meet market 
demands. Local, tourists 
and island customers 

wanted to have consis-
tent availability to Island 
Quality Meats’ products. 
Therefore, an expanded 
production area and a 
new retail outlet were 
added in December 2010 
to give their customers 
the best products and 
service possible. While 
also allowing Island 
Taylored Meats Inc. to 
add employees, provide 
a safer work environ-
ment, and give space for 
the development of new 
ideas. Open six days a 
week, the shop will con-
tinue to provide the top 
quality friendly cus-
tomer service everyone 
is used to, while giving 
consistent access local 
customers had sought. 

Island Taylored Meats 
provides the best qual-
ity and service possible 
while meeting their cus-
tomers’ deadlines. When 

Island Taylored Meats
by Cheryl Ann Wartman

AVON began with a 
few beauty products one 
hundred and twenty five 
years ago. Today AVON 
is not just make-up. Along 
with your everyday es-
sentials, they have many 
other items like shoes, 
clothing, NHL products, 
and Curves products. 

Celebrities who endorse 
their products include: 
Fergie, from the Black 
Eyed Peas; Ashley Green 
from Twilight; and Re-
ese Witherspoon as 
their global ambassador. 

With the lowest start-
up fee in the industry, 
only $20, AVON pro-
vides free training and 
support as the business 

grows. Products are de-
livered up front, repre-
sentatives receive the 
cash (no credit cards) 
from the customers, 
and then it is paid back 
to the company. Their 
leadership program 
has amazing incentives 
with big bonus money 
when you build a team. 
Kerri Trevors’ favourite 
things about AVON are 
the money, trip incen-
tives, and the fact AVON 
is such a great global 
citizen. Representatives 
grow relationships with 
their community and 
customers. AVON is re-
ally a very giving com-
pany, raising money for 
breast cancer research, 
domestic violence, many 
relief programs, and 
even local fundraisers. 

Both men and women 
are AVON representa-
tives in PEI. In fact the 
top PEI seller is a man. In-
dividuals and teams from 

various backgrounds 
identify with AVON as it 
is a worldwide company. 
Many new immigrants 
love being able to work 
with something familiar 
in their new home. All 
representatives learn 
practical skills for run-
ning a business and 
working with custom-
ers. Everyone is familiar 
with AVON! Kerri says 
the secret to AVON is 
to brand yourself as an 
AVON representative, 
make sure everyone 
sees the brochure, talk 
about it, and give your 
customers that one on 
one service. Some people 
join to get the represen-
tative discounts, others 
only sell to family and 
friends, and others can-
vass their neighbour-
hoods and workplaces. 
There are as many op-
tions as there are rep-
resentatives. No sales 
Quotas or territories al-

low for this flexibility. 
It is still a business, so 
the bigger the order the 
bigger the commission. 

People are looking for 
value for their money. 
You cannot beat AVON’s 
prices. Another factor is 
that people are looking 
to make a bit of money 
on the side while sav-
ing their own household 
expenses. New repre-
sentatives are coming 
onboard with new cli-
ent bases. Even with the 
current economic land-
scape, AVON is thriving. 

Kerri started doing 
AVON on the side while 
working as a civil en-
gineer. As a represen-
tative, a leader, and a 
single mom, she enjoyed 
AVON. It gave her extra 
money, plus the added 
tax return benefit of hav-
ing a home-based busi-
ness. She never really 
saw herself as a manag-
er, until an AVON man-
ager approached and 
convinced her to become 

a manager. Two years as 
the manager for PEI has 
changed her career and 
her life! Travelling to 
three countries in the last 
couple of years has been 
exciting. Kerri was hon-
oured to be in the top ten 
percent of managers in 
Canada last year becom-
ing a Circle of Excellence 
manager. PEI ranked 
19th place in Canada out 
of 187 districts for AVON. 
With such success in 
her first two years who 
knows where Kerri will 
be in the next five years. 

To become part of the 
AVON team, you can 
register on the website 
www.avon.ca or contact 
Kerri directly by e-mail: 
Kerri.Trevors@AVON.
com or phone: 902 724 
2398. If you decide to join 
after reading this article, 
mention the name of the 
publication when you 
contact Kerri. At the time 
of your appointment, you 
will receive a FREE skin-
care product worth $35. 

Kerri Trevors Going Strong With Avon
by Cheryl Ann Wartman

Island Taylored Meats (Martin & Dianne Taylor), 2010 
Eastern PEI Business of the Year with Pres. Joan. 

issues arise they will try 
to make it right. The cus-
tomer focused mission 
statement is to provide 
top quality friendly cus-
tomer service. They plan 
to continue adding new 

items to their menu and 
to provide their signature 
quality friendly service. 
Long term plans are to ex-
pand the market on PEI by 
making the product more 
available to all Islanders, 

and to continue doing 
what they are doing im-
proving where possible. 
This strategy required 
that they solidify the 
expansion scheme, and 

cont’d on p. 12
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At The Co-operators, 
we believe in being a 
responsible corporate 
citizen. As an insurer, 
employer, investor, com-
munity partner, and 
a co-operative, we’re 
finding new ways to do 
our part to help ensure 
a sustainable future. 

More than just 
“going green”
What exactly is sus-

tainability? It’s not just 
another fashionable, 
feel-good buzzword for 
the new-age generation. 
Sustainability is about 
providing for today 
while ensuring enough 
for the future. It’s all 
about balancing the 
triple bottom line: the 
economic, social and en-
vironmental sustainabil-
ity of the world we live 

in. For us, sustainabil-
ity is a way of business 
that is ingrained into 
the decisions we make 
and the work we do.

How we’re helping
our clients become
more sustainable
One of our goals is to 

meet the needs of our 
clients while minimiz-
ing the impact on the 
environment. We reward 
clients who make an ef-
fort to help preserve the 
earth with products and 
services that support 
their efforts, including 
the following options 
for your auto, home 
and investment needs.

•If you drive a hybrid 
vehicle, you’ll receive an 
automatic 5% discount 
on your auto policy pre-
miums when you pur-
chase new auto insur-
ance, add or change a 
vehicle on a policy, or au-
tomatically on renewal.

•With our Enviroguard 
coverage, we encourage 
you to replace damaged 
property with more eco-
friendly and sustainable 
products. For a flat fee of 
$40 per year, we will pay 
an additional 10% above 
the claim amount, up to 
a maximum of $50,000. 

•Our Envirowise dis-
count offers a 10% sav-
ings for eligible Lead-
ership in Energy and 
Environmental Design 
(LEED) certified dwell-
ings*, including resi-
dences, seasonal and 
mobile homes, farm 
dwellings and hobby 
farms, and revenue dwell-
ings with up to six units.

•By choosing our 
Socially Responsible 
Investing (SRI) funds, 
you can bring your in-
vestment portfolio in 
line with your personal 
values by supporting 

companies that share 
your ethical values con-
cerning environmen-
tal protection, climate 
change, human rights, 
and product safety.

Encouraging 
tomorrow’s leaders
An important part of 

ensuring a sustainable 
future is to educate our 
youth and get them in-
volved in developing new 
solutions. In September 
2009, The Co-operators 
hosted the first Impact! 
The Co operators Youth 
Conference for Sus-
tainability Leadership. 

The four-day event 
brought together an 
outstanding group of 
180 Canadian students 
and experts represent-
ing business, academia 
and non-governmental 
organizations to develop 
real sustainability solu-
tions for their campuses, 
communities and future 

workplaces. Among the 
many highlights, key-
note speaker David Su-
zuki focussed on the im-
portance of reconnecting 
with nature, and the re-
alities of our overwhelm-
ing reliance on the Earth. 
The conference not only 
reinforced The Co op-
erators commitment 
to sustainability, but 
also empowered future 
leaders to take action. 

Join us in our 
continuing efforts
We believe that think-

ing and acting responsi-
bly today helps to create 
a sustainable tomorrow. 
Providing an opportunity 
for you to understand the 
issues and opportunities 
related to sustainability 
is an important part of 
realizing our strategy. 
For more information 
on our sustainability 
plan and to read our an-
nual Sustainability Re-
port, visit our website 

at www.cooperators.ca.

*For more informa-
tion on LEED certifica-
tion, visit http://www.
c a g b c . o r g / l e e d / s y s -
tems/homes/index.php 

Auto insurance 
not available in Brit-
ish Columbia, Mani-
toba or Saskatchewan.

Enviroguard™ is a 
registered trademark 
of Co-operators General 
Insurance Company, 
use with permission

Mike Bradley

Working Today For A Sustainable Future

And so, if you’re look-
ing for unique gifts along 
the lines of Primitive 
country home décor, you 
might find like I did, Olde 
Lovely is worth the trip 
to Burlington. Besides, 
they are just up the road 
from the long running 
Burlington Amusement 
Park, so you can prob-
ably find an easy way 
to make a day (or eve-
ning) out of your trip.

Olde Lovely is locat-
ed at ------, and is open 
Tuesday to Sunday from 
10:00am to 5:00pm from 
Mid-May to Mid-Sept and 
also Mid-Nov to Mid-Dec.

You can reach Olde 
Lovely at (902)836-3087

for many years to come.
In terms of big news 

for this year, The St. El-
eanor’s Dairy Bar is also 
pleased announce that 
once again this year, 
Walter Gretzky, known 
to most as the Father of 
Hockey, will be on-hand 
at the Dairy Bar on July 
18th to draw the win-
ner’s name for the Dairy 
Bar’s summer bike draw. 
The draw takes place at 
5:00pm on the 18th, and 
you do have to be in at-
tendance. The bike being 
drawn is a brand new 

Pepsi Rally Mountain 
Bike, valued at $1000.00. 
In addition, The Dairy 
Bar will be making a 
donation to the Boys & 
Girls Club of Summer-
side to thank Walter for 
agreeing once again to 
take part in the draw.

The St. Eleanor’s Dairy 
Bar opened for business 
this year on April 13th, 
is open from 11:00am 
– 9:00pm daily will re-
main open until fall. 

You can find the St. 
Eleanor’s Dairy Bar on 
the corner of Linkletter 
Road and South Drive.

Dairy Bar
cont’d from p. 5

Walter Gretzky will be on-hand to draw the winning name of 
St. Eleanor’s Dairy Bar Summer Bike Draw on July 18th.

Olde Lovely
cont’d from p. 10

continue to strategize de-
veloping new ideas. It is 
an exciting time for this 
Island family business. 

Island Taylore Meats 
can be contacted via-
phone: 902-838-3988, fax: 
902-838-2849, toll Free: 
1-866-838-3988, or e-mail: 
marty838@hotmail.com. 

Check out their website 
at: www.peilocal.com/
islandtayloredmeats 

                 or 
just stop out at 

the store, located at 
978 Queen’s Road,
Victoria Cross, 
Prince Edward Island

Island 
Taylored Meats
cont’d from p. 11

...and I Quote....
The past should be a 

springboard...
not a hammock.

Unknown

Opinions are made to 
be changed - or how 
is truth to be got at.

Lord Byron 1788-1824

Judge not, that ye be 
not judged.

Proverb

Enthusiasm is the 
greatest asset in the 

world, it beats money, 
power and influence.

Henry Chester

If you really want 
something, you can 

figure out how to 
make it happen.

                Cher b.1946

ISLAND BUSINESS 
NEWS: Do people com-
monly choose Botox or 
your services for profes-
sional reasons, for in-
stance, career image? If  
so, is it a large percent-
age or would most be 
looking to enhance their 
personal image?

DR. TRINA STEW-
ART: The reason why 
patients choose to get 
cosmetic treatments 
usually is an effort to 
match the way they are 
feeling on the inside 
with the way they feel 
on the outside.  

Life is busy, and the 
negative repercussions 
of  stress, pollution, and 
sun damage are lines and 
wrinkles that contribute 
to a look of  tiredness, an-
noyance or anger.  

Peels and laser im-
prove the general texture 
and condition of  the skin.  
Cosmetic treatments do 
not change an individu-
al’s overall appearance 
but certainly do soften 
one’s look and enhance 
their self  esteem and con-
fidence by allowing them 
to look the way they feel. 
You...only better.

A Quick Q&A With Dr. Trina Stewart, 
MD. CCFP Of PEI Botox/Esprit Medical
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Susan Manion MacDonald

How many individu-
als misunderstand the af-
fects of an overabundance 
of yeast in the body?

Yeast becomes abun-
dant with the incorpora-
tion of antibiotics, the use 
of birth control, certain 
medications or chlorine 
use in swimming pools 
can also deplete good 
bacteria. Depletion of 
good bacteria allows pro-
liferation of yeast in the 
body. Yeast is not a wom-
an’s issue, it is a condi-
tion that all humans can 
be affected by; a vagina is 
only one of many places 
yeast affects. In men the 
symptoms can portray 
jock itch or athletes feet.

When yeast affects the 
intestines, rhizoids ad-
here to the walls and cre-
ate holes allowing food 
particles to travel into 
the blood stream. Once 
this occurs, the immune 
system attacks what it 
believes is a predator 

and the food particle 
then transforms into a 
food allergy. Each time 
a different food enters 
the blood system this 
way, it develops into a 
food allergy. Over time, 
if not reversed, the in-
dividual can become al-
lergic to almost all foods, 
as in the case of one of 
my students (clients). 
This can be reversed 
and has in this case! 

Auto immune dis-
ease is also derived 
from the above process, 
disease such as Lupus 
or Wagner’s Disease.

The sinuses also re-
quire good bacteria and 
when depleted, create a 
number of symptoms, in-
cluding burning tongue, 
as acid drips down from 
the nasal cavity; inter-
ference with the voice 
box, with the build-up of 
mucus; tinnitus, as the 
moisture in the mouth 
changes due too lack of 

good bacteria, causing 
the vibration to the ear-
drum to shift, and more..

Ear infections, Au-
tism and even ADHD 
are by-products of this 
simple yet debilitating 
toxin. Then of course 
the usual symptoms 
of vaginal discharge 
can occur or thrush. 

A good quality Candi-
da Kit is essential so that 
rhizoids will be expelled, 
and healing can take 
place, while balance oc-
curs. Kroeger is the brand 
I recommend more often 
as healing results are 
faster, including the dis-
charge of white strings 
in the feces (rhizoids). 

Once yeast has taken 
residence in the body 
for a number of years, it 
can weaken the immune 
response and parasites 
can also proliferate. The 
symptoms to look for 
are drooling while sleep-

ing and grinding teeth. 

Children with yeast 
issues: The most com-
mon reason is yeast that 
is present in the mother 
while pregnant. If your 
child had a broken leg 
you would immediately 
take them to the doctor 
for help. Please under-
stand that a reaction of 
eating a hotdog laced 
with MSG or food mixed 
with artificial coloring 
where the child loses 
control and can become 
violent is not safe for the 
child or the parent. This 
is a symptom related to 
yeast issues affecting 
brain cells. See a natu-
ral health practitioner 
today. Essential Fatty 
Acids (flax, omega’s or 
fish oils) taken daily 
strengthen cells, all hu-
mans should ensure this 
is taking place. Remove 
food containing artifi-
cial coloring, and MSG 
products from your 
home. Proceed with a 
30 day yeast cleanse. No 
whites, sugars (except 
fruit), no vinegars, alco-
hol (including rubbing), 
no peanut butter or but-

Yeast Infection (Candida)
by Susan Manion MacDonald

ton mushrooms during 
this period. When using 
yeast kits understand 
that children’s weight 
determines the amount. 

A regular Kroeger kit 
is for an adult of ap-
proximately 150 pounds. 

Make Today Count!

...and I Quote....

There is no such thing on earth as an uninterest-
ing subject; the only thing that can exist is an 

uninterested person.
Gilbert Chesterton 1874-1936

It’s not who you are, that holds you back...It’s 
who you think you’re not.

                                                                     Unknown

You can purchase the 
Conversations 

With Islanders Book 
and/or get more information 
about the book at www.tisti.ca  

 
 “a thoughtful and thought-provoking book - an 
alchemist at heart, poirier distills every drop of 
gold out of these everyday islanders until they 
shine - intelligent, insightful and highly enter-

taining...”

-stephen patrick clare, arts east.
 

“It seems to me that the book might have found its 
way under a lot of Christmas trees this past year, 

because it’s the gift that keeps on giving…:-)”

Nancy Regan – Former Live @ 5 JournalistAward Wining Speak-
er/Award Winning Sales 
Professional, Author, 
Trainer, Consultant and 
Island Business News 
Founder Corey Poirier an-
nounces extremely high 
value “public” seminar(s); 
which include ongoing 
support (including 8 week-
ly videos in the two months 
following the workshops)

In running seminars 
(with over 2000 attend-
ees in our public semi-
nars alone, and hosting 
speakers like Journalist 
Barb Stegemann, Simply 
For Life Founder Bruce 
Sweeney & Fred Con-
nor of TV’s XWeighted) 
over the past 12 years 
and reviewing evaluation 

forms over that time, the 
most common feedback 
THE COREY POIRIER 
TRAINING COMPANY 
receives on evaluation 
forms during public 
seminars is that attend-
ees love the public semi-
nars and walk away very 
inspired and informed, 
BUT once they leave the 
room, their chances of ex-
ecuting most of what they 
have learned descreases. 

Some execute and make 
life long changes, others 
find they get back into 
the mix and it’s hard to 
continue with the change. 

Perhaps it’s because they 
get back to the busy office, 
or because there isn’t an 

ongoing component, and 
so on. The ongoing compo-
nent (similar to coaching) 
is something The Corey 
Poirier Training Com-
pany does with corporate 
clients with great results.

…AND the most popu-
lar comment we receive 
when we ask which topics 
most attendees would like 
to learn more about are:

1. Reading & Adjust-
ing to Personality Types 
and 2. Creating A+ Cus-
tomer Experiences. 

In an effort to show you 
we continue to listen, FOR 
THE FIRST TIME EVER 
in a Public Seminar Ca-
pacity we are offering 
two half day workshops 
/ seminars to cover the 
two topics you have been 
asking for and with an el-
ement of ongoing support 
to help increase the odds 
of retention and execu-
tion of the lessons covered 
during the session(s). 

Here are the details:

Public Seminars

cont’d on p. 15
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Thurs. June 16th 
King’s Playhouse
Georgetown
An Opening Fit for Kings 

- Meaghan Blanchard 
Band • Le Vent du Nord 
•Irish Mythen • Richard 
Wood • Storytellers (Da-
vid Weale • Erskine Smith 
•Donna Morrisey) Col-
lege of Piping Dancers 
(Cameron Francis •Katie 
Ramsay •Juliette Roberts)

Friday,   June 17th
St. Mary’s Church
Indian River
Small Halls. 
Big Church!
Le Vent du Nord • 

The Once • J.P. Cormier 
Dancer Katie Ramsay

Orwell Corner 
Community Hall,
Orwell Corner
Wee Hall. Big Tunes!
The Chaisson Trio • Irish 

Mythen Ashley Condon
St. Patrick’s Hall
Grand River
Storytelling in 
Grand River
David Weale •Erskine 

Smith and musical guest
St. Peter’s Courthouse 

Theatre, St. Peter’s Bay
Storytelling at 
the Courthouse
Patrick Ledwell •Donna 

Morrissey & musical guest
Sat., June 18th
Murray River Hall
Murray River
Come See the Capers
J.P. Cormier • Dawn 

& Margie Beaton
Mont Carmel Parish
Centre, Mont Carmel 
Le Vent du Nord et The 

Once
Samantha Gallant •
The Once
Le Vent du Nord
Victoria Playhouse
Victoria-By-the-Sea
Songwriters 
By-The-Sea
Chas Guay Trio • 

Brooke Miller & Don Ross
Irish Mythen
St. Mary’s Anglican 

Church, Summerside
Storytelling 
in Summerside
David Weale • Erskine 

Smith & musical guest
Milton Community Hall
Milton 
Storytelling in Milton
Patrick Ledwell • Donna 

Morrissey & musical guest
Sun., June 19th 
Stanley Bridge Hall
Stanley Bridge
Brooke & Don 

and The Once Again
The Once • 
Brooke Miller & Don Ross
Milton Community Hall
Milton
Red like the Clay
Meaghan Blanchard • 

Dawn & Margie Beaton
St Margaret’s Par-

ish Hall, St. Margaret’s
Chaisson Trio wel-

comes J.P. and J.J.

J.P. Cormier • J.J. Chais-
son • The Chaisson Trio

Bites Café, Hampton
Storytelling at Bites Café
David Weale • Donna 

Morrissey & musical guest
Monday, June 20th 
Linkletter Community
Hall, Linkletter
Link...Lett ‘er roll!
Vishtèn • Frank Ferrel
Mike Dixon & James
Phillips
St. Anthony’s 
Parish Hall, Bloomfield
Fiddle and Song - Up West
Cynthia McLeod • Allan 

Rankin, Gordie McKeeman 
& His Rhythm Boys

L.M. Montgomery 
Theatre, North Rustico

Storytelling at Montgom-
ery Theatre

David Weale • Donna 
Morrissey & musical guest

Tuesday, June 21st
Heritage Hall, 
Dundas Plowing Match
Grounds, Dundas
Fiddle and Song - 
Down East
Frank Ferrel • Tony Mc-

Manus, The Chaisson Trio 
• Cynthia MacLeod

Lot 16 Community Hall,
Lot 16
A LOT of Ladies
Catherine MacLellan • 

Nuala Kennedy, Anastasia 
DesRoches, Brent Chais-
son & Mylène Ouellette

Alberton Arts and 
Heritage Centre, Alberton
Storytelling in Alberton
David Weale • Erskine 

Smith & musical guest
Wed, June 22nd
North Rustico Lions 

Club Hall, North Rustico 
Night Out in the Crick
Catherine MacLellan • 

Troy MacGillivray, Tony 
McManus • Nuala Ken-
nedy, Chris Gauthier & 
Emmanuelle LeBlanc

Harmony House 
Theatre, Hunter River
A Blast of Bluegrass
Eddy Poirier Family 

Band, Janet McGarry & 
Wildwood

Corran Ban Hall, 
Corran Ban
Storytelling in Corran Ban
David Weale • Patrick 

Ledwell & musical guest
Old Lorne Valley School-

house, Lorne Valley
Old Fashioned Square 

Dance (A Partnered Event)
The Chaisson Trio
Thursday, June 23rd
Crapaud Community
Hall, Crapaud
Fiddle Summit and
Dance Showcase
Liz Carroll • J.J. Chais-

son • Troy MacGillivray 
College of Piping Dancers 
(Cameron Francis/Katie 
Ramsay)

Centre Expo-Festival
Abram-VIllage 
Des Capers, des Acadi-

ens et Violins, En Masse! 
Chrissy Crowley Trio • 
Colin Grant Trio, Pastelle 
LeBlanc & Pascal Miousse 

• Fayo
Brackley Beach Com-

munity Centre,
Brackley Beach
The Stars come out 
in Brackley
Tony McManus • Nuala 

Kennedy Cynthia MacLeod
Sir Andrew Macphail
Homestead, Orwell
Storytelling at 
the Homestead
David Weale • and mu-

sical guest        $12
Friday,   June 24th
Victoria Playhouse
Victoria-By-the-Sea
Ennis and The Colin 

Grant Trio, Colin Grant 
Trio • Ennis • Dennis Ells-
worth, Katie Ramsay

St. John’s Church
Belfast
Belfast Hosts 
‘The Grammys’
Katie McGarry • Liz 

Carroll, Gordie Sampson • 
Troy MacGillivray

Palmer Road Commu-
nity Centre, Palmer Road

Celtic Ladies from All Over
Colette Cheverie • 

Chrissy CrowleyCeltic La-
dies • Cameron Francis

Palmer Road Commu-
nity Centre, Palmer Road

Old Lorne Valley 
Schoolhouse, Lorne Valley

Storytelling at the
 Old Schoolhouse
Erskine Smith • Alan 

Buchanan & musical guest
Saturday, June 25th
Eastern Kings Commu-

nity Centre, Munns Road
Girls Night Out
Colette Cheverie • Liz 

Carroll, Andrea Beaton • 
Meaghan Blanchard, Katie 
Ramsay

Harmony House 
Theatre, Hunter River
Songwriter’s Circle with 

Gordie Sampson
Hosted by Gordie 

Sampson, Chas Guay • 
Katie McGarry • Dennis 
Ellsworth

St.Mark’s Hall, Burton,
Lot 7
Give me a Song, a 

Fiddle and a Dance
Ennis • Sheila Fitzpat-

rick & Lester Stubbert, 
Cameron Francis

Stanley Bridge Hall,
Stanley Bridge
Boys Night Out
Richard Wood Trio • 

Owen Steel, Chris Gauthier
Bonshaw Community
Hall, Bonshaw
Storytelling in Bonshaw
Erskine Smith • Alan 

Buchanan & musical guest
Sunday, June 26th
New London Com-

munity Complex, New 
London (2pm Matinee)

Small Halls. Grand Finale!
J.J. Chaisson • Vishtèn 

• Ennis • Andrea Beaton 
• Gordie Sampson • Col-
lege of Piping Dancers 
(Cameron Francis • Katie 
Ramsay • Juliette Roberts)

Small Halls
cont’d from p. 1

“I did not mar-
ry you to be mar-
ried to a bartender!”

I should have paid 
more attention to the 
truth of her words, they 
clearly stated that she 
did not love me for who I 
am. In retrospect, it was 
the most obvious red flag 
she ever waved, but I was 
young, naive and in love, 
and the real meaning 
went right over my head.

“I’m not a bartend-
er; I’m a writer,” I 
replied defensively.

“You’re not a writer; 
you’re not published.”

It was a sucker punch! 
She knew I was writing 
eight hours a day, five 
days a week, and had 
for years. She knew I 
had completed dozens 
of short stories and two 
novels. She also knew... 
I had a stack of rejection 
letters to show for each.

My wife of three 
years was saying the 
same sort of things that 
my father had said. It 
was a sore spot for me, 
and a fight we would 
repeat many times.

A short time later, 
she asked me to become 
a partner in her busi-
ness. She explained 
that she wanted to ex-
pand the business into 
several new states, and 
needed help to do it, 
but couldn’t afford to 
hire someone. She said 
my experience in ad-
vertising would be ben-
eficial to the company.

I was already feel-
ing guilty that I was 
not more a of success in 
her eyes; and thinking 
I could win her love for 
good, I acquiesced. My 
decision meant working 
up to sixteen hours a day 
in an industry I hated. 
It meant traveling alone 
all over the southeast-
ern United States by car, 
selling a product I didn’t 
understand or believe in. 
Worst of all, it meant giv-
ing up writing full time. It 
was the biggest sacrifice 
I have made in my life. 

And, in the end, 
it went complete-
ly unappreciated. 

Four years later a 
change in the industry 
caused us to close the 
business. By that time, 
I’d lost the momentum 

of writing fiction. On the 
other hand, I had learned 
so much from the expe-
rience of marketing my 
own company that I was 
able to take that knowl-
edge and assist other 
companies in growing 
their business. But, the 
biggest benefit I gained 
from the experience 
wouldn’t come until years 
later when we divorced.

As our marriage 
deteriorated and the 
fighting escalated, one 
day she yelled at me, 

“You’ve never done 
anything for me.”

“Are you kidding me?” 
I cried. “I gave up my big-
gest dream for you! I quit 
writing fiction to help 
you build your business, 
and I’ve never been able 
to get fully back into it.”

She said, “That was 
a long time ago. I’m 
talking about now.”

I was shocked, 
my loving gift had 
meant nothing to her.

Love is a powerful mo-
tivator that drives us to 
do all sorts of things. It 
puts a spring in our step, 
and at the beginning will 
even make us believe we 
live in a perfect world. 
Too often, however, we 
fail to begin the pro-
cess in the right place.

The good news for me 
is that my divorce start-
ed me asking questions 
about myself. I needed to 
understand why my mar-
riage didn’t work. And, 
what my part had been 
in its demise. Surprising-
ly, I was eventually led to 
the wisdom of William 
Shakespeare, “To thine 

own self be true, and it 
must follow, as the night 
the day, thou canst not 
then be false to any man.”

I learned that in order 
to win true love, that you 
must love yourself first. 
When you love yourself, 
that is, take care of your 
needs and dreams, you 
develop the self-confi-
dence to attract a lover 
who will respect you. 
And, while there may 
be compromises, there 
will never be sacrifices.

Nowadays, when I 
find myself acting all 
goofy around an at-
tractive woman, I start 
singing these words 
from rocker Big Bop-
per’s Chantilly Lace: 

“Chantilly lace had a 
pretty face; And a pony 
tail hanging down. That 
wiggle in the walk and 
giggle in the talk; Makes 
the world go round. 
There ain’t nothing 
in the world like a big 
eyed girl; That make me 
act so funny, make me 
spend my money; Make 
me feel real loose like a 
long necked goose. Oh 
baby that’s what I like!”

Then, I laugh my-
self back to reality.

Robert Evans Wil-
son, Jr. is a motiva-
tional speaker and hu-
morist. He works with 
companies that want 
to be more competitive 
and with people who 
want to think like in-
novators. For more 
information on Rob-
ert’s programs please 
visit http://www.jump-
startyourmeeting.com

Love Makes You Do Stupid Things
by Robert Evans Wilson, Jr

Robert E. Wilson
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by  Nancy M. Doucette
From The Heart

Special June Birthdays ~ From My Heart

June 1st    Eric Yeo  My Cousin
June 3rd    Mark Gallant  My Cousin
June 4th   Eileen Arsenault My Cousin
June 7th    Carrie Lynn Paynter My Cousin
June 8th    Corey Poirier  My Son
June 10th    Henry Hustler  My Uncle (Deceased)
June 19th    Jack Cheverie   My Dear Friend
June 19th    Robbie Bernard My Cousin
June 19th    Joelene Gallant  My Cousin
June 27th   Colleen Boddy  My Friend
June 27th    Lacey MacQueen My Friend
June 27th   Mary Simpson  My Cousin
June 28th    Sara Smith  My Cousin
June 30th    Leo Doucette  My Cousin
June 30th    Stephen Gallant My Cousin

Congratulations to my cousin &  her husband on their Wedding Anniversary 
Kent & Bev Marchbank – June 6th 

As I write this poem today emotions run high, it is my son’s 36th birthday
I think of that 8th day of June & I can so recall everything about that long ago yesterday
The day he was born and how everything changed for me in a very  positive way
I close my eyes and can still see him & his friends and/or cousins as they would play.

Fate decided I would only have one child, I was blessed in the one given to me
Never for a moment have I regretted motherhood or the responsibility
I could not have raised him alone without the constant presence of family
For that I would like to sincerely thank every single member of my family tree.

When I hear someone complain they have no babysitter & they can’t go out
I remember how fortunate I was, it wasn’t ever something I had to fret about
Between his father’s family and members of my own someone always was there
For me to today saying thank you to both families seems fitting and fair.

Some of the members of both families have passed on and are no longer here to see
What a fine young man he has become – we can be proud of who he has grown up to be
The credit is not mine to take alone, it belongs to all of those who helped me along the way
For each who helped I am most grateful, & for the blessings that came to me each & every day
Father’s Day is approaching and I dread it knowing my Dad is no longer here
So I’ll just say Happy Father’s Day Dad – I keep your memory ever so near…

There is nothing bet-
ter than spending time 
outdoors on a sunny 
summer day. There is a 
sense of well-being that 
goes along with being out 
and about in the summer 
time, but it is important 
to remember that sun 
exposure has both posi-
tive and negative effects. 

Time in the sun pro-
vides us with vitamin 
D – an essential vitamin 
– increased opportunity 
for physical activity, 
and can help enhance 
our mood. Unfortunate-
ly, unsafe sun exposure 
can also lead to pre-
mature aging, eye dis-
eases, and skin cancers. 

Did you know that 
Nova Scotia and Prince 
Edward Island have the 
highest rates of mela-
noma skin cancer in 
Canada? Approximately 
20 people per 100,000 
in these provinces will 
develop melanoma, 
compared to about 11 
per 100,000 across the 
country.  The primary 
cause of skin cancer is 
overexposure to the sun; 
repeated unprotected ex-
posure to the sun’s UV 
rays can put you at risk. 

“We know that in 
this part of the coun-
try we have a more fair 
skinned population and 
we do seem to have an in-
creased tendency in our 
population specifically 
towards melanoma – al-
most twice as much as 
the rest of the country,” 
says Dr. Peter Green, 
Dermatologist, IWK 
Health Centre, Chair, 
Sun Safe Nova Scotia, 
and Associate Professor, 
Division of Dermatology 
and Cutaneous Science, 
Dalhousie University.  
“For some reason our 
population is at more 
risk of melanoma and 
we have to be vigilant to 
that. When we’re talking 
about sun safety, we’re 
not talking about avoid-
ing outdoor activities 
entirely. It’s a matter of 
avoiding excessive ul-
traviolet exposure and, 
specifically, burns.”

Tips for safe 
fun in the sun

 “The most important 
things to remember are 
the basics,” says Dr. 
Green. “Remember to 
avoid the midday sun, 
look for shade, cover up 
and apply sunscreen.”

The sun’s rays are 
most powerful between 
11 a.m. to 4 p.m. Try to 
avoid being in the direct 
sunlight during these 
times. Look for shaded 
areas for activities, such 
as under trees or umbrel-
las. Wear clothing that 
covers as much of your 
skin as possible by choos-
ing materials that are 
light and cool. Also, wear 
sunglasses that have 100 
per cent UV protection to 
avoid causing eye dam-
age. Most importantly, 
apply a broad spectrum 
sunscreen, with SPF 30 
or higher, 15 to 30 min-
utes before going out-
side. Reapply 15 to 30 
minutes after sun expo-
sure begins, and then ev-
ery two hours after that. 

Before going out to 
enjoy the good weather, 
make sure you are aware 
of the risks associated 
with prolonged sun ex-
posure and the measures 
you can take to protect 
yourself and your family.

For more information 
on the positive and nega-
tive effects of the sun and 
how to protect yourself 

and your family, visit 
www.cancercare.ns.ca.

Inside Your IWK is a 
joint project by the IWK 
Health Centre and IWK 
Foundation. To view 
some of the interview 
with Dr. Green, please go 
to www.Youtube.com/
user/IWKHealthCentre.

Inside Your IWK: Enjoying 
Fun in the Sun - Safely

Dr. Peter Green

Morning Seminar:
Reading and Adjusting 

to Personality Types (at-
tendees will learn their 
own personality type, 
how to adjust to the vari-
ous types of personalities 
they meet, and we will 
take part in break-out ses-
sions to strategize around 
best use of this knowledge)

Date: July 7th, 
8:30am - 12:00pm 

Location: Holiday Inn 
Express – Charlottetown

Afternoon Seminar:
 
Creating A+ Cus-

tomer Experiences)
(attendees will learn 

about the 5 steps to cre-
ating a customer experi-
ence, how to most effec-
tively serve with passion, 
how to increase your value 
with current and prospec-
tive clients, how to turn 
an unsatisfied customer 
into a life long client and 
more - this session will 
also include a break-out)

Date: July 7th, 
1:00pm - 4:00pm 

Location: Holiday Inn 
Express – Charlottetown

 
What you receive when 

you attend these sessions:

• Half Day or Full 
Day of Training (depend-
ing if you register for one 
or both sessions, which 
will build on each other) 

• To ensure ac-
countability and best 
chances of executing 
what you’ve heard, Corey 
will provide all attend-
ees with a weekly video 
for 8 weeks dedicated to 
the themes covered dur-
ing the applicable session 
and describing how you 
can apply what was cov-
ered during the session 

• During each of 
the two sessions, Corey 
will spend 30 minutes en-
gaging in a Q&A with at-
tendees (and fielding your 
questions) so that attend-
ees can tap into the knowl-
edge Corey has acquired 
while publishing one of 
Atlantic Canada’s Only In-
dependent Business Publi-
cations (and interviewing 
the likes of CBC Dragon’s 
Den’s Arlene Dickinson, 
Leadership Gurus Robin 
Sharma and Zig Zigar, 
Cora Breakfast’s Founder, 
Success Magazine Publish-
er Darren Hardy and so on) 
and also while presenting 

his message to over 50,000 
people during his career 
as a presenter / speaker. 

• Attendees will 
also receive a certificate 
of completion for each ses-
sion and reference material 

• Finally, attend-
ees will all be invited to 
take part in a conference 
call in Sept. to finalize the 
Seminar follow-up period

COST 
$55.00+gst * to attend 

one of these 1/2 day ses-
sions 

-or-
$80.00+gst * to attend 

both of these sessions (full 
day) 

* based on payment 
received by June 30th.

For multiple people 
attending for the full 
day, please inquire 
about applicable rates.

 

Note: Clients typically 
pay thousands to bring 
Corey in to present and/
or work with their staff 
in either of these areas 
but thanks to the event 
sponsor (Scissors and 
Sun) we are able to of-

fer this session at such 
a heavily reduced rate.

 
To register or reserve 

your seat (pre-payment 
and pre-registration re-
quired), please email 
us at bookings@corey-
poirier.com or call us 
toll free at 1-866-522-7769

 OUR SERVICES 
INCLUDE: 
•Speaking 
•Training  

•Facilitating (including Ex-
ecutive Retreats) 
•Emcee Services 

•Consulting & Coaching 
•Helping to Conduct 

Surveys and Facilitate 
Focus Groups for Staff & 

Company Initiatives 
•Helping with 

the Creation of 
Training Programs 

•Voice-Over Work for 
Commercial Projects

•Observing and Consulting 
Potential Employee 

Interviews
•Assisting Executives with 

Communication and 
Leadership

•Helping with Redesign of 

Performance Evaluations 

Seminars
cont’d from p. 13



RED SHORES Summerside
at Summerside Raceway

RED SHORES Racetrack and Casino
at Charlottetown Driving Park

redshores.ca   1 .877.620.4222

You must be 19+ to purchase, play or redeem Atlantic Lottery gaming and lottery products at Red Shores. Know Your Limit. Play Within It.

With a panoramic racetrack view from every table, the Top of the Park Restaurant is the only place 
on the Island where you can watch the horses cross the � nish line, while � nishing your dessert.

IT ’S A ‘      
       

  ’ THING.

CHE
ERIN

G

DUR
ING

DINNER


