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Tanya Davis: ...May Be Halifax’s Poet 
Laureate But She Hasn’t Forgoten Her Home 
Province...

The following is our in-
terview with Poet / Musi-
cian Tanya Davis, hot on 
the heels of the release of 
her first book, released 
through PEI’s The Acorn 
Press. Next time around 
we’ll be reviewing Tan-
ya’s book, the poetry re-
lease called AT FIRST, 
LONELY. Until then. 

ISLAND BUSINESS 
NEWS (IBN): A lot of 
artists start writing and 
performing at a very 
young age, is that what 
happened in your case? cont’d on p. 3

The following is our 
Q&A with Jill Hardy 
of Jill Hardy Photogra-
phy as we chat with her 
about her new studio 
location and expansion.

ISLAND BUSI-
NESS NEWS (IBN): 
Can you tell us about 
the changes that have 
taken place since the 
last time we profiled Jill 
Hardy Photography? 

JILL HARDY (JH): 
Big things have hap-
pened since our last in-

Jill Hardy Photography: 
There She Grows Again

cont’d on p. 2

The Trance Man  - 

If you didn’t know 
there was a per-
forming hypnotist 
based right in PEI 
you’re not alone.  I 
didn’t realize it my-
self until this year.  
But sure enough, 
The Trance Man, 
Master Hypnotist 
Ed Ratelle, is based 
in Summerside, a 
fact more and more 
Islanders are dis-
covering especially 

by Corey Poirier
Part 1 of  2

cont’d on p. 6

TANYA DAVIS 
(TD): Not at all. I just 
started performing 
music 6 years ago and 

writing and perform-
ing poetry 12 years ago.

The following is the result of 
our recent Q&A with ATELKA 
and next month we’ll be follow-
ing up with part 2 of this piece 
which is a profile on ATELKA.

ISLAND BUSINESS NEWS 
(IBN): Can you provide a brief 
history of Atelka as an orga-
nization? For example, when 
was the organization started? 

ATELKA (A): Atelka is a pri-
vately held Canadian based contact 
center and technology outsourcing 
company headquartered in Mon-

ATELKA: Your Source For Contact Centre and 
Technology Outsourcing In Prince Edward Island (and Globally)

Part 1 of 2

Why Not Lend Him Your Imagination

now that Ed is taking 
on more corporate and 

public events these days.cont’d on p. 4
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...and I Quote....

Welcome back ev-
eryone. That’s right; 
Island Business News 
is back after our small 
regular summer hiatus. 
We hope you enjoyed 
the Summer Edition, 
and we hope you enjoy 
this issue just as much.

This issue does hold a 
major significance as well, 
for this issue is our AN-
NIVERSARY EDITION. 

That’s right; believe it 
or not, we’re now enter-
ing our 5th year of pub-
lication, with close to 50 
issues in print and over 
1000 editorial pieces. 

That’s kind of excit-
ing, especially consid-
ering that we launched 
just before the economic 

uncertainty that has 
plagued North America 
since 2008. Perhaps it 
helps that we chose not 
to participate in the “so 
called” recession. But I 
would say it’s more be-
cause of your continuous 
and tremendous support. 

For that I say thank 
you.  

Oh, and if you’re won-
dering what’s new, check 
this out. In November 
we’ll be releasing our sec-
ond book, CONVERSA-
TIONS WITH ATLANTIC 
CANADIANS, and we’re 
now taking pre-orders 
so that we can get them 
in reader’s hands well 
in time for Christmas. 
If you’d like to order a 
copy (or multiple copies) 

you can do so by email at 
bookings@coreypoirier.
com or 1-866-522-7769. 
Oh, and just check out 
the list of some of the 
Atlantic Canadians that 
are being profiled / fea-
tured in this new book.

- Chef Michael Smith
- Musical Comedian 
  Jimmy Flynn
- PEI Fiddler Richard 
Wood and Nova Scotia 
Fiddler Ashley MacIssac

- Actors Cathy Jones (This 
hour has 22 minutes), 
Jonathan Torrens (host 
of wipe-out Canada, on 
Trailer Park Boys, Street 
cents, Jonovision, Call me 
Fritz and TV’s Jonathan 
Torrens) and John Dun-
sworth (Mr. Jim Lahey of 
Trailer Park Boys)

- PEI Born Poet / Musician 
Tanya Davis
- Award Winning Island 
Business Leaders Krista 
Walsh and Rachelle Wood

- Professional Speakers 
Gair Maxwell and Mark 
Black – Mark is a Double 
Lung and Heart Transplant 
Recipient and Marathon 
Runner and Gair has 
shared the bill with the 
likes of Gene Simmons 
and Richard Branson

- Dave Carroll (Sons 
of Maxwell and United 
Breaks Guitars youtube 
video fame)
- PEI based Hypnotist Ed 
Ratelle
AND MANY, MANY MORE

As you can tell, even 
if it seems like I’m sim-
ply trying to promote an 
upcoming project, I’m re-
ally excited about releas-
ing a book designed to 
preserve the unique her-
itage, culture and stories 
of this great region and 
just even a small list of 
the people who help make 
the region what it is.

Oh, and by the way, 
the new picture above 
is from me and my re-
cent skydiving adven-
ture and I’ll share that 
story in a future edition.

Until next time, 
Here’s to your 

greater success.

Corey Poirier
Founder / Publisher, 

Island Business News
“That Professional 

Speaker / Trainer Guy”
Author, Conversations 

With Islanders
www.coreypoirier.com

terview, about a month 
after that, I gained a 
small studio space in the 
McNeil Mall on the low-
er level. It was so great to 
finally be operating out 
of a commercial space!!

IBN: And you moved 
again recently I be-
lieve? Why the move? 

JH: After a year in the 
first spot, I moved just 2 

spaces down the hall to a 
much larger spot, it was 
a no brainer, much big-
ger & more open.  I feel 
like this space is perfect 
for what I do, it’s more 
“me”, if that makes sense. 
Every time I step foot in 
my studio, I have a huge 
smile on my face. Things 
have been great with the 
new space, I have a tons 
of room to display my 
work & people can see 
it when they walk by.

IBN: How do you ap-

proach customer ser-
vice now and how (if 
at all) will the new lo-
cation impact that?

JH: I still offer the same 
“small business” service, 
I try to customize each 
and every session to the 
client and their needs. I 
never rush a session and 
never book back to back, 
unless they are promo-
tional mini sessions.  
Customer service is my 
number one priority!

IBN: Does the new loca-
tion differ from the previ-
ous one in terms of prod-
ucts or services offered? 

JH: I still offer the 
same great tried and 
true products, but have 
a better way to display 
them now, and have lots 
of different size options 
available as samples.

IBN: Since we last 
chatted, what is your sat-
isfaction level with the 
business and its growth?

JH: They say “chose 
a job that you love and 
you’ll never work a day 
in your life” and that is 
what I’m doing.  I love 

what I do, and I hope 
that it shows in my im-
ages.  Business is good, 
I feel that it’s growing 
at a steady pace and 
that feels safe to me.

IBN: Have your long 
term goals of (future 
plans for) your business 
changed since the move?

JH: My long term 
goals have changed, yes!  
The last time we spoke, 
my goal was to get a stu-
dio, and I have done that 
(twice!!) so now I guess 
the goal is to eventually 
start holding my proof-
ing session at the studio 
instead of online, I feel 
this will add more to the 
custom nature of the ex-
perience that I provide.  
There is nothing better 
than seeing the emotion-
al reaction of a Mom and 
Dad seeing their baby/
child in a beautiful image!

You can learn more 
about Jill Hardy at 
www.jillhardyphotog-
raphy.com and her new 
space is located down-
stairs in the McNeil 
Mall in Summerside. 

Jill Hardy
cont’d from p. 1

Do not follow where the path may lead. 
Go instead where there is no path 

and leave a trail.
Harold R. McAlindon

Leadership: The art of getting someone else 
to do something you want done because 

he wants to do it.
Dwight D. Eisenhower
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As I prepare to record 
my 3rd CD, The UPSIDE 
of PASSION, I find myself 
reflecting on some of my 
interviews over the years 
with Canadian Leaders.  

No matter if it was a 
World Champion, Olym-
pic Gold Medalist, Award 
Winning Performer or 
Athlete that we were 
interviewing, the most 
common trait among 
those who have achieved 
at the highest level, at 
least the ones we have 
profiled, is PASSION.

We recently inter-
viewed John Dunsworth 
(known the world over 
as Mr. Jim Lahey, 
Trailer Park Boys) and 
check out his comment 
(as taken from the front 
cover of one of our re-
cent issues of Island 
Business News Publica-
tion) about living, and 
working with PASSION:

“I was just working on 
the set of the TV show 
Haven, now in its second 
season, the other day, 
and after 14 hours I still 
had a smile on my face. 
When they asked where 
I get my energy, I tell 
them I just love being 

involved in the creative 
process and I love what 
I do. When you truly 
love what you what do, 
it doesn’t feel like work.”

Interestingly, this 
trait, passion, is the 
same trait I have dis-
covered when I have 
studied those who con-
sistently serve their cus-
tomers with PASSION.

The most common 
question I get from my cli-
ents, especially Business 
Owners and Managers, is 
how do I get my employ-
ees to serve our cus-
tomers with PASSION?

Here’s the quick an-
swer – if your employees 
don’t live with passion, 
chances are, they won’t 
(or can’t) serve with pas-
sion. If you want a person 
to serve with passion, 
you need to hire a per-
son with passion, or, and 
this one is much harder, 
help your employee be-
come passionate about 
life, and that passion will 
carry over to their work.

Put simply, you can 
train skills, but it’s much 
harder to train a person 
to love life, and/or live 
with passion. That is 

perhaps why a recent 
client said to me, when I 
was talking about hiring 
for passion, and train-
ing the rest, that their 
company motto of “hir-
ing tough, managing 
easy” has served them 
very well over the years.

So, how do you apply 
this? Whenever you hire 
in the future, make sure 
you spend the appropri-
ate amount of time mak-
ing sure you’re hiring 
the right person, and 
that they have the right 
attitude toward both 
customers and their fit 
within your company. 

With your current em-
ployees, if they are sal-
vageable, and hopefully 
they are, spend time get-
ting to know them and 
look for ways that you 
can help them become 
more passionate people, 
and/or take a good look 
if there is a better posi-
tion in the company that 
may allow them to be 
more passionate about 
their role within the or-
ganization. This may 
result in changing the 
positions of two or more 
employees but that could 
result in having two 
passionate employees, 

rather than one or zero. 
I think we can all agree 
that having two passion-
ate employees is better 
than two unhappy ones.

Then, as you hire pas-
sionate people at every 
opportunity going for-
ward, you’ll find that 
the entire culture will 
become more and more 
passion filled as a re-
sult of your passionate 
additions to the team. 

At worse, you’ll learn 
a lot about who is, and 
who isn’t, a good fit with-
in your organization. At 
best, your customers will 
begin to (or continue to) 

Corey Poirier with Actor John Dunsworth 
(aka. Mr. Jim Lahey of Trailer Park Boys and Haven)

Standing Ovations From 
Every Customer: 

by Corey Poirier

This month’s feature - Serving With Passion

rave about their great 
experiences, as they are 
served with passion by 
your 5-star employees. 

If that isn’t motiva-
tion enough, it may help 
to know that most of 
the organizations that 
we have interviewed, 
studied or worked with, 
who hire tough and man-
age easy, have less than 
10% employee turnover.

By comparison, in 
my first corporate ca-
reer, only 1 in 20 hires 
lasted a year, and my 
employer’s approach 
was to hire the first per-
son through the door 

for any open position.

Which organi-
zation would you 
rather head-up?

Corey Poirier is found-
er / publisher of Island 
Business News, one of 
Atlantic Canada’s only 
independently owned / 
operated Business Pub-
lications, author of CON-
VERSATIONS WITH, a 
customer service expert, 
a journalist, award win-
ning sales professional, 
award winning speaker, 
and seasoned performer 
who spends the major-
ity of his time working 
with clients in a profes-
sional speaking capacity. 
www.coreypoirier.com 

IBN: Wow, you’ve sure 
made up for any lost time 
quickly. Becoming an 
internet sensation with 
over 3,000,000 views on 
youtube for your poem 
set to your music called 
How To Be Alone which 
was filmed by filmmaker 
Andrea Dorfman. Not 
to mention becoming 
Halifax’s Poet Laureate 
and reading one of your 
poems during the Cana-
da Games Ceremonies. 

TD: It’s been an in-
teresting few years, 
that’s for sure. 

IBN: Where you’re 
among the few, rather 
than the many, who has 
reached over 1,000,000 
views for a single you-
tube video, have you 
learned any strategies 
for what videos seem to 
become popular, that per-
haps others could learn 
from when consider-
ing a video for youtube?

TD: It seems to me 
that the videos that do 
well on youtube are the 
ones that are either re-
ally funny, really cute or 
really true in that people 

can relate to them. And 
of course they have to 
be authentic for people 
to want to pass them on.

IBN: Going back to the 
first question as I’m sure 
other artists would like 
to know the best path to 
take to enjoy early suc-
cess in their careers, how 
did you actually learn to 
write poetry, and music?

TD: I’m completely 
self-taught. I was doing 
some spoken word po-
etry without music in 
Vancouver when I lived 
there, and then when 
I moved back east, I 
taught myself to play gui-
tar and introduced some 
music to my writing.

IBN: So, you’re self 
taught, do you feel 
someone can learn to 
become successful as a 
writer, and as an artist?

TD: Absolutely, I 
think there is some as-
pect of your creativ-
ity that is internal but of 
course you can learn dif-
ferent approaches, and 
of course you’re always 
developing your craft. 
And success is all rela-
tive to your own point of 

view, but I will say that 
in order for someone to 
become self-sufficient in 
the art world, they really 
should spend the time 
learning about the busi-
ness side of the industry.

IBN: How im-
portant is passion?

TD: Crucial. A per-
son needs to have pas-
sion to endure the chal-
lenges and obstacles 

they’ll face along the 
road if they have decid-
ed to become an artist.

IBN: You mention 
the business side of 
being an artist, are 
you completely self-
promoted / published?

TD: I book my own 
tours and shows, and 
that can be exhausting at 
times and has some set-
backs, but at the end of 
the day, it works for me. 

With the book though, I 
decided to go with a pub-
lisher to let someone else 
handled that side of my 
career. So, it depends on 
the side of the business 
we’re talking about. Es-
sentially, I believe in 
hiring for your weak-
nesses or non-passion 
areas, and so I farm out 
the things I am not best 
doing, and spend my 
time doing what I either 
love or I am skilled at.

IBN: Speaking of the 
book, how have things 
changed since its release?

TD: I’ve been going to 
more writer’s festivals, 
and I’ve had some suc-
cessful launches since 
its release. Plus, the 
book makes me want 
to write even more and 
release future books.

Tanya Davis
cont’d from p. 1

cont’d on p. 5 
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Batten Down The Hatches - Hurricane Season Is Upon Us
Hurricane season is 

underway and like ev-
ery year Atlantic Canada 
will be bracing for storm 
activity over the next 
few months.  The Ca-
nadian Hurricane Cen-
tre (CHC) is predicting 
12-18 more storms this 
year, six to ten of which 
could develop into hur-
ricanes, making this a 
critical time for property 
owners to think about 
damage prevention.

Although Maritimers 
may be seasoned storm 
survivors, hurricanes 
can be unrelenting once 
they make landfall and 
even the strongest of 
buildings need prepara-
tion and an emergency 
response plan. Here are 
some tips to consider 
to help you prepare for 
a hurricane and what 
you can do to help miti-
gate damage to your 
home and business.

Before:
•Call your insurance 

company before hur-
ricane season begins 
and see what’s cov-
ered in your home/
business insurance

•Keep a record by 
taking photos or vid-
eos of personal items 
in your home/items 
in your business

•Keep important 
documents and photos 
in a safety deposit box

•Prepare an emer-
gency contact list with 
phone numbers of 
your family, friends, 
doctor, insurer, etc.

•Keep your yard clear 
of any loose objects and 
keep bushes and trees 
trimmed. Tie down 
anything that could be 
blown away or could 
cause damage to peo-
ple and your property

•Listen to the 
weather forecast and 
be attentive to any 
evacuation warnings

•If you choose not to 
evacuate, determine 
where your safe shelter 
will be and communi-
cate this to other mem-
bers in your household. 
If you’re in an area that 
is in danger of flood-
ing, do not seek shel-
ter below ground level

•Ensure your safety 
shelter is well-stocked 
with emergency sup-
plies and essentials such 

as water, first-aid kit, 
prescription medication, 
non-perishable food, 
sleeping bags, flash-
lights, radio and batteries

•Consider installing 
storm shutters on your 
house or use plywood 
to help prevent win-
dows from breaking

•Do your research and 
interview disaster resto-
ration experts. By having 
the conversation with 
them now and creating a 
disaster plan, if disaster 
strikes, you know who to 
call. Preparation is key

•For businesses, ensure 
you’re reviewing safety 
policies regularly to en-
sure they’re up-to-date

During:
•Keep all doors 

and windows locked
•Stay away from win-

dows and glass doors
•Fill your bath-

tub with clean water
•Remain in your shelter 
•Don’t use elec-

tronic devices and 
don’t light candles. 
Use flashlights instead

•Keep your radio on so 
you can monitor the weath-
er and follow instruc-
tions from authorities

After:
•Check for dam-

aged power lines and 
stay clear of them

•Water systems often 
become contaminated 
after a hurricane, so do 
not drink or brush your 
teeth with tap water un-
til told to do so by author-
ities. Use water bottles 
to avoid contamination

•Try to avoid 
skin contact with 
flood water or mud

•Hire a certified disas-

ter restoration profes-
sional to help remedi-
ate, restore and rebuild 
after a hurricane. Look 
to the professional to 
safely remove fallen 
trees and fix any dam-
age done to roofs and 
the rest of your property

For more information 
visit www.firstonsite.ca.

Tips provided by Fir-
stOnSite Restoration 
– Canada’s Emergency 
Restoration Experts

treal with global technol-
ogy deployments in over 
30 countries, 4 languages 
spanning 2,297 seats. 
Atelka provides multi-
channel support opera-
tions in contact centers - 
Customer Service, Sales 
and Technical Support 
services - for large US 
and Canadian telecom-
munications and tech-
nology companies. Atel-
ka also has additional 
support facilities in Leb-
anon and a partnership 
in Egypt to provide uni-
lingual English, French 
and bilingual support 
capabilities. Founded 
in 2003 as an outgrowth 
of its sister technol-
ogy company Aheeva 
(which was launched in 
2000), Atelka’s two ma-
jor shareholders are 
the founders, Georges 
Karam, CEO and Fran-
çois Lambert, Partner. 

IBN: Can you also 
provide a brief history 
of the Charlottetown Of-
fice? For instance when 
did Alteka move to PEI, 
and why Charlottetown? 

A: The contact centre 
in Charlottetown was an 
integral part of a strate-
gic acquisition decision 
made in the fall of 2010. It 
is now one of three Atel-
ka sites in the Maritimes. 

Atelka Charlotte-
town Site Facts include:

- Address: 50 
Watts Avenue, Char-
lottetown, PEI, C1E 2B8

- Currently have 
375 workstations with 
expandability in current 

site of 500 workstations.
- Building was 

part of Atelka’s acquisi-
tion in October 2010 and 
previously known as 
D+H, Resolve and Watts. 

- Atelka owned 
building, including 2 
full floors with all neces-
sary accommodations.

The City of Char-
lottetown is beautiful 
and close to the other 
sites that we have. We 
saw an interesting op-
portunity with D + H 
therefore we seized it. 

IBN: Where else are 
you located (Prince Ed-
ward Island/Worldwide)?

A: Others sites include:
Montreal, QC (two 

sites), St. Jerome QC, St-
jean-sur-richelieu QC, 
Fredericton NB, St. John 
NB and we have a techni-
cal office in Lebanon and 
a partner/site in Egypt.

IBN: Can you describe 
your core business fo-
cus? Have you added 
any new services / ser-
vice offerings in recent 
years? If so, can you 
share some of the details?

A: Atelka’s award 
winning Customer Con-
tact Services platform 
has been developed by 
Aheeva Technology Inc. 
The company develops 
and markets turnkey 
contact center solutions 
that enhance customer 
interaction and optimize 
agent productivity. The 
ability to provide an in-
tegrated contact center 
solution which is owned 
by the company allows 

Atelka to be highly com-
petitive in the market.  

The system we use 
offers full feature in-
bound and outbound 
capabilities, quality 
monitoring tools, full 
digital recording, load 
balancing, online man-
agement tools, real-
time stats and support.

IBN: How many em-
ployees do you have lo-
cally (in PEI) and how 
many employees in total?

A: Atelka has 2,474 
employees total, includ-
ing 241 in Charlottetown.

IBN: In a very competi-
tive industry, what makes 
Atelka unique? Why do 
customers choose Atelka?

A: We have the stron-
gest, experienced and 
dedicated team, we take 
care of our clients and 
excellent customer ser-
vice is mandatory to us. 
Our industry knowledge 
& expertise and one of 
the largest providers of 
sales & technical support 
to the Canadian telecom 
sector helps set us apart. 
Several of the largest 
Canadian Telecom com-
panies are our clients 
and we have facilities in 
multiple regions within 
Canada and expansion 
capabilities in North 
Africa (English, French 
and bilingual), Egypt 
and Lebanon. We have 
a strong Canadian foot-
print, we understand the 
Canadian market and 
are actively involved in 

Atelka
cont’d from p. 1

cont’d on p. 6
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Tanya Davis
cont’d from p. 3

Many investors 
caught a case of the jit-
ters recently as fears 
about the global econ-
omy spooked the mar-
kets.   In August, stock 
markets tumbled as in-
vestors became increas-
ingly worried the U.S. 
economy was headed to-
ward another recession 
and the possibility that 
Europe’s debt crisis 
might spread to larger 
economies.  With re-

cent general weakness 
and yesterday’s sharp 
pullback, major stock 
markets have erased 
year-to-date gains.

Keep Market condi-
tions in perspective

Although it’s discon-
certing to see the value of 
your portfolio shift sig-
nificantly, there are steps 
you can take to ride out 
market volatility, partic-
ipate in market opportu-

nities and improve your 
confidence that you’re 
still on track to achieve 
your investment goals. 

Reaffirm your risk
• By using a defined 

process that strategi-
cally designs an asset 
mix and selects the right 
combination of funds 
for you, your financial 
security advisor/finan-
cial security and invest-
ment representative 
can reaffirm your toler-
ance for risk and verify 
your overall portfolio is 
correctly aligned with 
your investment needs. 

Realign 
expectations
• It’s important to use 

reasonable performance 
numbers when crafting 
your financial security 
plan because history has 
shown you can’t rely on 
a never-ending series 
of market gains. Work-
ing with your financial 
security advisor/finan-
cial security and invest-
ment representative 
to find a conservative 
rate of return assump-
tion can provide for a 
level of security and help 
keep short-term fluc-
tuations in perspective.

Rebalance 
your portfolio
• Rebalancing makes 

sure you maintain the 
appropriate long-term 
asset mix recommended 
for your risk tolerance. 
Depending on your tol-
erance for risk, you may 
need to change some of 
the investments within 
hour portfolio to become 
more aggressive (using 
ore equities) or more 
conservative (using more 
fixed income products).

Reinvest in your plan
•Don’t wait to invest. 

Down markets provide 
buying opportunities - 
consider the adage buy 
low, sell high - because 
some investments’ prices 
drop below their value. 

During times of eco-
nomic and market tur-
moil, when the headlines 
bombard you and cause 
concerns, the advice of 
your financial security 
advisor/financial secu-
rity and investment rep-
resentative is even more 
important. He or she can 
help you stay on track 
and avoid emotional reac-
tions that can derail you 
from achieving your long-
term investment goal.  

Financial 
Tips

by Peter Mullins

Market Volatility... What to do

Paperflow has been 
servicing fellow busi-
nesses, small and large, 
in Prince Edward Island 
for over 11 years now.  
We take great pleasure 
in being able to keep you 
informed and up -to-date 
on the latest, products, 
services and offerings 
available from our busi-
ness partner Xerox.

One of the solutions 
which has been a suc-
cess with our clients 
over the last few years 
is in an area called Man-
aged Print Services.  Our 
strong and local team of 
Account Managers, Sup-
plies Specialists, and Ser-
vice consultants work to-
gether to ensure that we 
provide first class cus-
tomer service and solu-
tions that Prince Edward 
Island businesses expect.

Here are some good 

points and questions to ask 
yourself when you think 
aboutprinting services. 

Do you understand 
the total cost of print-
ing in your organiza-
tion? Do you have the 
experience and knowl-
edge to control your 
print spending? Do you 
know how much time 
and money are tied up in 
your printing processes?

Many companies don’t 
which is why they turn 
to us. Through managed 
print services, our cus-
tomers gain visibility and 
control of their spend-
ing. This helps them free 
up budget for innovative 
projects that improve ef-
ficiency and drive com-
petitive advantage. The 
ones we’ve helped have 
reduced their total print-
ing costs by as much as 
30%.  Our managed print 

services make print-
ing simple and easy, 
so you can concentrate 
on your core business. 

How we help?
We use a comprehen-

sive assessment based on 
Lean Six Sigma method-
ologies to see how your 
business prints. Then 
we look for ways to: 

* improve employ-
ee-to-device ratios

* match printers with 
your business needs

* reduce the num-
ber and types of de-
vices and supplies

* turn slow, paper-
based processes (like rout-
ing and approvals) into

automated, digital ones
* remove unnec-

essary steps from 
your print process

We don’t stop once 
we’ve put the ideal so-

lution in place. We con-
tinually monitor your 
printing activity to 
see if we can save you 
more time and money.

This has proven to 
be a success with both 

small and large busi-
nesses in both the pub-
lic and private sector 
across the province.  

For more information 
on Paperflow’s products, 
services and solutions 

pleasevisit www.paper-
flow.ca or call 902-569-1800.

One of our account  man-
agers, Erica MacIntyre  
or, Peter Doiron would 
be happy to help you. 

Let The Team At PAPERFLOW Save Your 
Company Up To 30% In Printing Costs

IBN: I’m sure the book 
is a major milestone 
to you; can you share 
some others with us?

TD: Being recognized 
in the CBC Poetry Face-
off was really exciting. 
And yes, the book of 
course, and the youtube 
video. Each CD was 
a milestone and even 
moving to Halifax was. 
Becoming the Laure-
ate of Halifax and being 
involved in the Canada 
Games. I’ve really been 
blessed in recent years.

IBN: Where would 
you like to see your-
self and your ca-
reer in 5 years time?

TD: I would like to see 
more financial stability, 
I’d like to be able to take 

a month off whenever I 
want without having to 
worry about how many 
bookings I have lined up, 
to have a more diverse 
portfolio, and a little more 
work life balance. And 
I’m always working to-
ward getting to that spot. 

IBN: Next month 
we’re going to be review-
ing your new book, but 
I have to tell you that I 
really enjoyed it overall.

TD: Thank you so 
much. And thank you 
for taking the time to 
speak with me today.

IBN: Thank you Tanya.
You can learn more 

about Tanya Davis at 
w w w . t a n y a d a v i s . c a 
and Tanya will also be 
featured in our upcom-
ing book CONVER-
SATIONS WITH AT-
LANTIC CANADIANS
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...and I Quote....

The Trance Man
Edmond Ratelle
continued from p. 1

ATelka
continued from p. 4

Ed and his wife, Mar-
sha, returned to Sum-
merside to live in 2000.  
Avid sailors, they sent 
their belongs on ahead 
and sailed their 28 foot 
Aloha down the St. Law-
rence from Kingston, On-
tario, where Ed had just 
retired from the military 
as the Catholic chaplain 
at the Royal Military Col-
lege of Canada.  “It was a 
trip of a lifetime!” they 
both exclaimed, as they 
recounted their adven-
tures during the month 
long trip.  “The best part 
was watching the show 
the whales put on for 
us as we sailed around 
the Gaspe Peninsula!” 

Ed, a social work 
counsellor for 20 years 
and then military chap-
lain for 10, went back to 
work as a therapist in 
Summerside, and a few 
years later also began his 
private practice at home.  
He used a lot of guided 
imagery, especially in 
grief work, and began 
noticing that his clients 
seemed to be in trance.  
He also saw the positive 
impact it made on his cli-

ents.  An avid reader, he 
began devouring every-
thing he could find about 
hypnosis.   It wasn’t long 
before he sought training 
and became a Certified 
Hypnotherapist with the 
National Guild of Hypno-
tists.  In part 2 of this two 
part article, we will talk 
about Ed’s Counselling 
and Hypnotherapy prac-
tice, but at this point I was 
interested in how he got 
into the entertainment 
business as well, doing 
comedy hypnosis shows.

Ed was asked to teach 
a course on Self-Hypno-
sis for the Community 
School in Summerside, 
which he did two years 
in a row.  One night a 
student asked if he could 
put on a hypnosis show.  
Thinking he was being 
asked to his home to 
demonstrate hypnosis 
to a group of people, Ed 
thought it would be fun 
and agreed.  He later 
found out that the “show” 
was for 250 people belong-
ing to the Good Samari-
tan’s RV Club who would 
be gathering in Abram’s 
Village in the spring!  
Not wanting to disap-
point or go back on his 
word, he decided he had 
better learn something 

about comedy hypnosis.

Believers in learn-
ing from the best, they 
headed for Las Vegas 
that winter to train with 
some of the best stage 
hypnotists around.  What 
better place to learn 
about entertainment 
than in Vegas, the enter-
tainment capital of the 
world!  Both of them took 
the training thinking 
they might be a husband 
and wife team on the 
stage.   However, Mar-
sha decided she would 
prefer working behind 
the scenes, and would 
be happy running the 
music and effects for the 
shows.  Later she also be-
gan booking Ed’s shows 
and taking care of all the 
details around advertis-
ing,  sound equipment, 
etc.  Ed became a mem-
ber of SHOW (Show Hyp-
notists of the World), all 
in time for his first show.

They laughed when 
they told me about that 
first show.  It was not 
without its challenges!  
Even as Ed was being in-
troduced, he tripped on 
the top step leading up to 
the stage. He managed to 
make a soft landing, but 
then ten minutes into the 

show they lost all their 
power.  (Marsha still 
needed to learn about 
charging batteries, plug-
ging things in, etc.) “I was 
mortified”, said Marsha, 
“and then amazed as Ed 
continued the show with-
out any music or sound 
effects, and still pulled 
off a very funny show.

People were enter-
tained!  They liked the 
show, and even with 
the mishaps, we en-
joyed ourselves too!” 

Since that first show 
Ed and Marsha have 
been determined to learn 
from their mistakes, and 
to continually hone their 
craft so that they can pro-
vide the best hypnosis 
entertainment they can.

Ed genuinely likes 
people, something that 
is evident as he works 
with his “committee” on 
stage.  He is interested in 
making them the “Stars 
of the Show”.  “It’s not 
about me”, says Ed.  
“People are so wonder-
ful and so funny!  I can’t 
wait to see what they will 
do next!  Counselling can 
be heavy and draining at 
times.  But on the stage I 
find that I relax and have 
fun.  I love doing it!”

Ed always educates 
his audiences about the 
myths surrounding hyp-
nosis, and assures them 
that no one is ever em-
barrassed on his stage.  
He has a great respect for 
people and for the power 
of hypnosis.  “All I ask 
people to do is to “Lend 
Me Your Imagination”.  
All hypnosis is self-
hypnosis.  The hypnosis 
is just the guide.  The 
guide makes suggestions 
and the fun begins!”

The Trance Man has 
been having his busiest 
year yet performing at 
festivals (The Tyne Val-
ley Oyster Festival, The 
Summerside Lobster 
Carnival), Island venues 
such as Harmony House 
Theatre in Hunter River, 
and numerous corporate 
events and conferences.   

Marsha is busy booking 
events for this year’s 
Christmas holiday sea-
son.  “Our hypnosis show 
is a great segue between a 
dinner and a dance, or in 
place of a dance, at staff 
Christmas parties”, says 
Marsha.  “It’s fun to try 
something different, and 
we do everything pos-
sible to provide a profes-
sional, worry-free event.”  

As we approach the 
busy holiday season, 
feel free to visit www.
thetranceman.com to see 
how Ed might be able to 
fit into your Christmas 
event plans.  And join 
us next time when we 
share part 2 of this ar-
ticle in which we will 
focus on the therapeu-
tic side of Ratelle Hyp-
nosis & Counselling.

our local communities. 
We have expert consul-
tative and relationship 
selling competencies in-
cluding up sell & cross 
sell expertise. We have 
an Experienced/Expert 
Bilingual Agent Work-
force located in Montre-
al, we can provide any 
required capacity in-
cluding dedicated facili-
ties, flexible and rapidly 
scalable service, and a 
dedicated operations 
and account manage-
ment resources, and of 
course we have competi-
tive, value based pricing

IBN: How does your 
service benefit Atlan-
tic Canada businesses? 
How does Atelka support 
the local community?

A: We’re creating em-
ployment and contribut-
ing to the local economy, 
and even though we 
have not been in Char-
lottetown for a long time, 
we do have projects that 
we’re working on, and 
in Fredericton, on June 
10 our site participated 
in The Canadian Can-
cer Society’s ‘Relay for 
Life’.  We were a rookie 
team this year, and won 
the ‘Rookie of the Year’ 
award for participation, 
being the 4th highest 
fundraising team for 
the Fredericton relay, 
raising $7237.99 (Gold 
Award).  Also, on our 
team was the 2nd high-
est individual fund-
raiser for the Frederic-
ton Relay, John Staples 
with $1692.18. We were 

There go the people.
I must follow them for I am their leader.

Alexandre Ledru-Rollin

What chance gathers she easily scatters. 
A great person attracts great people and knows 

how to hold them together. 
                               
                                 Johann Wolfgang Von Goethe

one of the 70 teams that 
participated in the Re-
lay for Life and a total of 
$190,000.00 was raised in 
Fredericton. We intend 
to do the same in every 
city we are present. Also, 
Atelka participated to 
the Gold Cup Parade 
and won the “Presi-
dent’s Choice Cup”. It 
was Atelka’s first par-
ticipation in this event.

In part 2 of this fea-
ture, we’ll focus on how 
Atelka approaches Cus-
tomer Service, what 
they cite as their success 
factors, executive bios, 
major milestones, chal-
lenges and perhaps most 
importantly, where we’ll 
see Atelka in the future.

You can learn more 
at www.atelka.com
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Canadians in total
Our first book, Conver-

sations with Islanders in 
Business was released to 
great acclaim in 2010 and 
yet, this new book is fo-
cused on the entire Atlan-
tic Region and sure to be 
a favorite among Atlantic 
Canadians everywhere.

As of today, Conver-
sations With Atlan-
tic Canadians is being 
readied for formatting 
shortly and then print-
ing and we have to have 
all orders in by October 
13th to guarantee to get 

 .....Just like we (Is-
land Business News and 
Career Alternatives) 
offered you the oppor-
tunity to pre-order the 
C O N V E R S A T I O N S 
WITH ISLANDERS book 
in time for Christmas 
last year, as Island Busi-
ness News, the publica-
tion, heads into its 5th 
year of publication, we 
have some major news:

If you like to reward 
staff or give a great gift 
to yourself, family and/
or friends that they can’t 
get elsewhere but have 
the challenge of finding 
something they don’t 
have, I have a way that 
you can give an exclu-
sive gift that represents 
our great Atlantic Re-
gion and the likes of:

 
Chef Michael Smith, 

Jimmy Flynn, Ashley 
MacIssac, Caricature 
Artist Wayne Wright, 
TV’s Jonathan Torrens 
and PEI’s Richard Wood 
and PEI’s Tanya Davis 
(and close to 50 more 
leaders representing our 
region) this Christmas! 

 
But time is of the es-

sence and only those who 
take part (and order) by 
the deadline of Oct. 13th 
are guaranteed delivery 
well before Christmas as 
the 1st printing will most 
likely sell-out beforehand.

So, here’s the news:
 
As a follow-up to our 

highly acclaimed 2010 
Conversations With Is-
landers book, we (Island 
Business News & Career 
Alternatives) are finally 
releasing the bigger, 
and highly anticipated, 
Conversations With 
Atlantic Canadians. 

 

AND Just check out 
some of our fellow Atlan-
tic Canadians whose Suc-
cess stories (and lives) 
are profiled in the book:

• Musical Comedian 
Jimmy Flynn

• Chef Michael Smith
• Simply For Life Founders, 
and business leaders, Bruce 
and Claudine Sweeney
• Jonathan Torrens (TV’s 
Jonathan Torrens, Call 
Me Fritz, Street Cents, 
Wipe Out Canada and 
Trailer Park Boys)
• 2010 Great Canadian
Laugh Off Winner, Picnic-
Face Founder), Mark Little
• PEI’s Tanya Davis
• Heart and Double Lung 
Transplant Recipient, and 
Speaker Mark Black 
• Actor John Dunsworth 
(Mr. Lahey of Trailer Park 
Boys)
• Dave Carroll of United 
Breaks Guitars and Sons 
of MaxWell
• DJ Skratch Bastid
• Branding Expert Gair 
Maxwell (Gair has shared 
the bill with the likes of 
Gene Simmons and Rich-
ard Branson)
• PEI Born, Halifax based 
Fitness Model and Retail 
Business Owner Krissy 
Adams-Schofield
• Corey Poirier
• Ashley MacIssac
• Dr. Dena Churchill 
(Speaker, success ex-
pert)
• Sexy Girl’s Founder 
Rachel Dodds
• Success Expert Richard 
St. John (has interviewed 
the likes of Martha Stew-
art and James Cameron)
• Smiledog Founder Jeff 
Doyle
   And close to 50 Atlantic 

Island Business News Provides You With A Chance To Purchase Copies (for yourself or 
staff) Of The Exclusive Upcoming Conversations With Atlantic Canadians Book, 
Featuring Many Islanders and Well Known Atlantic Canadian Icons and Legends

copies to everyone well 
before Christmas (cur-
rently scheduled for Mid-
Late November arrival).

 
And so, here’s 

the special offer for 

those interested:
 Each single copy of 

the book is just $20.00 (in-
cluding tax and shipping) 
for orders placed by the 
timeline, and we’re now 
finalizing pre-orders so 
that we can get the copies 
to our supportive clients 
(and their staff / clients) 
from the first printing. 

 
Also, for those who or-

der 10 copies by the dead-
line, they also get either 
a complimentary ad in 
an upcoming Island Busi-
ness News Publication or 

a seat in our upcoming 
public seminar with their 
order. (we have seminars 
coming up in early Octo-
ber in both Charlotte-
town and Summerside) 

 We do require pay-

ment on order to confirm 
ordering status and for 
ordering the appropri-
ate numbers but we can 
invoice for payment for 
receipt (payment can be 
made by cheque or credit 
card securely through 
our paypal account) 
and we will distribute 
the book(s) as soon as 
it’s in our hand much 
like we did last year, 
and much like we dis-
tribute the paper to our 
reader locations as soon 
as we have it in hand.

 
Re: Book Pricing, ad-

ditional specials are for 
quantities of 3, 5, 10 & 20 
copies orders as follows:

• 3 copies are just
           $55.00+gst 
• 5 copies for just
           $90.00+gst 
• 10 copies for just
          $170.00+gst 
• 20 Copies for just
          $300.00+gst

Please ask for pricing 
regarding larger quan-
tities - all copies of the 
book ordered by the Oct. 
13th timeline will be per-
sonally signed with the 
message you request. 

 To order your copies 
today, please contact us 
via email at bookings@
coreypoirier.com or 
toll free at 1-866-522-7769

Nikki 

and 

Emillio

Jimmy 

Flynn

photo left
Nikki Payne 

is a Canadian 
comedian and 
actress, from 

Lower Sackville, 
Nova Scotia.

photo below
Jimmy Flynn is 
a high-energy 

musical comedian 
whose material gets 
everyone laughing.

last y
ear’s b

ook  



A general is just as good or just as bad as 
the troops under his command make him.

General Douglas MacArthur 

...and I Quote....
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L’Université Sainte-
Anne, whose main cam-
pus is located in Church-
Point, remains the only 
French-language Uni-
versity in Nova-Scotia. 
Over the years it benefits 
from great success in the 
teaching of French as a 
Second Language, mainly 
because of its know-how 
and of its capacity to ad-
just its courses to learn-
ers’ specific needs, from 
beginners to advanced 
students. Besides its ex-
cellent French immer-
sion program of Church-
Point, the university 
offers language training 
throughout Canada. 

Since 2009, 
L’Université Sainte-
Anne provides language 
training in Prince Ed-
ward Island. Its Char-
lottetown Formation 
Center has since proven 
itself as a reliable and 
successful service pro-
vider, has built a strong 
and excellent reputation 
and has been growing 
since its opening. Indeed, 

very few started the in-
tensive training pro-
gram and the full-time 
or part-time tutoring, 
while today the learners’ 
population has grown, 
and the school hosts 
students coming from 
all over the province.

Due to a growing de-
mand in Charlottetown, 
l’Université Sainte-Anne 
has diversified its ser-
vices by increasing the 
number of offered pro-
grams (see below). In 
fact, the wide-ranging 
programs allow students 
to choose among courses 
that are more suitable 
to their needs. This in-
dividualised approach 
to learning has con-
tributed to our success 
in Charlottetown and 
guarantees success to 
those who wish to enjoy 
learning French with us.  

For whichever rea-
sons you choose to learn 
French, be it for employ-
ment, business opportu-
nities, travelling, study-

ing, l’Université Sainte 
Anne’s language train-
ing formation centers 
will help you achieve 
your goals of becom-
ing bilingual in learn-
ing either one of our 
two official languages. 

New program start-
ing this Fall: Part-time 
program, Fall 2011

Starting this Fall the 
C H A R L O T T E T O W N 
FORMATION CENTER 
will offer a part-time 
training program for 
an affordable price. Stu-
dents enrolled in this 
10-week program will at-
tend classes once a week 
from 6 pm to 8h30 pm. 
This ideal program is for 
those who wish to learn 
French or maintain their 
level, but are unable to 
attend a full-time or day-
time-training program. 

Courses offered at 
various levels: Begin-
ner, Intermediate, Ad-
vanced, Intermediate 
conversation and Ad-
vanced conversation. 

Offered programs in 
Charlottetown: 

Fall, Winter and 
Spring-Summer sessions 
for all of our programs. 

Informations and reg-
istrations: http://www.
usainteanne.ca/french-
as-a-second-language-
in-charlottetown-pei

Group training - 
Full-time French In-
tensive programs: 

Intensive: 5-weeks 
program. Beginner, 
intermediate and ad-
vanced courses. Monday 
to Friday, from 8:15AM 
to 3:30PM. Students are 
granted a certificate 
upon satisfactory com-
pletion of every 5-weeks 

program. On the Campus
Intensive+: offers an 

additional one-hour one-
on-one tutoring session 
every day after the Inten-
sive courses, from 3:30PM 
to 4:30PM. On the Campus

Group training - Part-
time French programs

Once a week for 10 
weeks from 6:00 to 8:30. 

Students are granted 
a certificate upon sat-
isfactory completion 
of every 10 weeks pro-
gram. On the Campus

One-on-one, part-time 
and full-time tutoring: 

Levels B and C oral, 
comprehension and writ-
ing. Duration is at your 
convenience. On the 

Campus or at your place.

208, Queen Street.  Char-
lottetown, PE, C1A 4B6

Phone: 902-892-9255
Fax: 902-892-9255

Contact person : Djes-
sika A. Emunganya

Informations and regis-
trations : http://www.

usainteanne.ca/french-
as-a-second-language-in-

charlottetown-pei

Université Sainte-Anne Charlottetown Center 
Le français à la carte/French a la carte

Men are governed 
only by serving them; 

the rule is without 
exception.

                   V. Cousin

...and I Quote....
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Started in 2002 by Eric 
Papillon, Mindsweep 
Inc. has relatively quick-
ly become an award 
winning successful Web 
design corporation. 

Growing from 3 em-
ployees in 2002 to 9 em-
ployees and locations in 
both New Brunswick and 
Prince Edward Island 
less than 10 years later, 
Eric couldn’t be happier 
with the organizations 
growth over the years.

Eric’s original goals 
were to bring on rough-
ly 100 new customers 
per year, and at 800 cus-
tomers since launching 
9 years ago, he is just 
roughly 100 customers 
less than his original 
goal. When you consider 
the unplanned economic 
uncertainty that has 
taken place since his 
original goals were set in 
place that is an impres-
sive accomplishment. 

In fact, considering 
the amount of organi-
zations whose entire 
growth pattern and sales 
plans were disrupted due 
to the economic turmoil 
in 2008, this is an impres-
sive showing, even if it 
is perhaps just slightly 
below original goals. 

Add to this the fact that 
Mindsweep is current-
ly managing over 3500 
email accounts and that 
many of their custom-
ers have become repeat, 
long term customers, 
and you can appreciate 
the considerable suc-
cess they have enjoyed.

So the new question 
becomes, why have they 
enjoyed this success 
over the years despite so 
many unexpected glob-
al developments since 
their launch in 2002?

That answer might 
just come down 
to 3 key factors.

The first is the unique 
focus they place on 
serving their custom-
ers with passion and 
their process for en-
suring that it happens. 

As some examples of 
how they ensure this 
happens, and even how 
the organization is dif-
ferent from many sup-
pliers in their industry, 
Mindsweep is set up to 
host their client’s web-
sites locally, they custom 
build their client web-
sites from the ground 

up (rather than using 
templates for every web-
site), they are extremely 
flexible in assisting their 
customer when the cus-
tomer’s website goes 
down at a time that may 
fall outside of normal 
business hours, and they 
strive not to talk in high-
ly technical terms the 
customer may not under-
stand in the first place.

Perhaps most signifi-
cant though is that they 
have a process set up to 
ensure they reach out to 
their customers at cer-
tain intervals after the 
customer’s website has 
been launched to ensure 
happiness, check for any 
issues, and to see if there 
are ways they can help 
the client enjoy a seam-
less web experience.

The second reason for 
Mindsweep’s success 
could be the engagement 
that takes place inter-
nally. The level of staff 
engagement that takes 
place means that employ-
ees are willing to give 
everything they can to 
help ensure the organiza-
tions continued success.

But it takes work 
on everyone’s part 
in making sure that 
engagement occurs. 

In contrast to the 
way a lot of organiza-
tions are run today, the 
staff members of Mind-
sweep have a great deal 
of input into everything 
right down to day to 
day business decisions.

For instance, when 
they were deciding 
whether to move to their 
current location in New 
Brunswick, from their 
previous location, Eric 
allowed staff members to 
have a say and actually 
vote on whether the move 
was in the interest of the 
organization, and even 
though Eric himself ini-
tially voted against the 
move, the staff members 
out-voted him, and in 
keeping with his promise 
to involve employees in 
all aspect of the business, 
the move still occurred. 

The result however, has 
been extremely positive.

As noted above, staff 
are willing to do what-
ever they can to help the 
organization grow, help 
customers outside of 
normal business hours 
if needed, employees 
are willing to pitch in 

to help during slower 
times knowing they’ll 
be rewarded during the 
busier times, and the big-
gest positive result may 
be the fact that Mind-
sweep’s turnover has 
been almost non-existent 
while many organiza-
tions struggle with staff 
issues on a weekly basis.

The last, but not least, 
reason for Mindsweep’s 
success might just be 
Eric’s approach to busi-
ness, and Eric himself.

For starters, Eric is 
not a suit and tie guy and 
his approach to work-
ing with customers typi-
cally makes customers 
feel more than comfort-
able working with him 
personally, and his team 
since his team is very 
reflective of the internal 
culture he has created. 

Additionally, Eric’s 
solid determination and 
dynamic personality, as 
well as his client-centric 
approach and dedica-
tion to perfection, have 
earned MindSweep 
a reputation of trust, 
know-how and honour. 

Plus, Eric’s combined 
college training (a grad-
uate of New Brunswick 
Community College), 
his vast business experi-
ence, and his expertise 
in the area of graphic de-
sign and project manage-
ment has ensured that he 
brings together only the 
most highly skilled and 
qualified professionals. 
These talented individu-
als not only compliment 
his skills, but fulfill the 
varied needs of his ever 
expanding company.  

Together, as a well-
run team, they have built 
MindSweep into the suc-
cessful web design busi-
ness it is today, and it 
makes it a pleasure to 
watch Mindsweep rocket 
onto the National and 
International scene, 
making it one of the top 
web site design agen-
cies in Eastern Canada.

One thing is for cer-
tain, whether they are 
working with customers 
in Prince Edward Island 
or New Brunswick, and 
whether those custom-
ers are with Mindsweep 
for one or all three of 
the reasons mentioned 
above, The Mindsweep 
team will continue to 
do whatever they can to 
help their customers in 
both Provinces, and be-

yond, build their online 
presence, and their en-
tire online brand in the 
eyes of their customers. 

You may say it’s a 
collaborative effort 
of customers serving 
customers or perhaps 
you may even say it’s a 
collaborative effort of 
friends serving friends.

You can learn more 
about Mindsweep at 
w w w . m i n d s w e e p . c a 

MindSweep: Getting Ready To Sweep Your Mind Away 
About What’s Possible Online and What’s Possible Offline

...and I Quote....
If you do not hope, 

you will not find what 
is beyond your hopes.

St. Clement of Alexandra
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A Quick Q&A With Dr. Trina Stewart, 
MD. CCFP Of PEI Botox/Esprit Medical

ISLAND BUSINESS 
NEWS: What is the most 
common question / mis-
conception you hear in 
relation to your services?

DR. TRINA STEW-
ART: The cost. Treat-
ment with botox and 
fillers is actually quite 
affordable and falls in 
the ball park of most 
other beauty services:  
hair colour/extensions, 
teeth bleaching, face 
creams and lotions.  

I ask patients to cal-
culate how much they 
would spend on those 
services in a year and 

they are usually amazed 
that the annual cost 
of botox and/or der-
mal filler is similar.  

An individual con-
sultation is important 
as each person is differ-
ent and treatment/cost 
will vary dependent on 
individual needs.  How-
ever, most patients 
can fit cosmetic treat-
ments into their budget 
with some planning.  

It is important to con-
sult with an experienced 
cosmetic physician to 
get an appropriate treat-
ment plan and estimate.

Article from CANA-
DEXPORT For-
eign Affairs and In-
ternational Trade 
Canada May 13, 2011

What was once a grow-
ing trend is now a full-
blown opportunity for 
minority suppliers such 
as women, Aboriginal, 
disabled and visible mi-
nority entrepreneurs. 
Supplier diversity pro-
grams are initiatives 
designed to ensure that 
governments and large 
corporations do busi-
ness with diverse sup-
pliers by establishing a 
set percentage or dollar 
amount of their annual 
spend on certified minor-
ity-owned businesses.

Diversity equals 
opportunity in the 
global supply chain

Today, 97 percent of 
all Fortune 500 compa-
nies have supplier diver-
sity programs. In 2009, 
Walmart spent $9.2 bil-
lion and AT&T commit-
ted $6.9 billion to diverse 
suppliers. They’re not 
alone. Governments and 
big business in Canada, 
the United States, the 
United Kingdom, China, 
India and South America 
have also recognized the 
value that diverse sup-
pliers bring to the sup-
ply chain by establishing 
supplier diversity initia-
tives. These programs 
usually require tier-one 
suppliers to purchase 
from or subcontract to 
other diverse suppliers—
setting in motion a chain 
of opportunities. In the 
U.S. alone, it’s a multi-

billion dollar industry.

“Each company keeps 
a diversity scorecard to 
track what they spend 
on women and minori-
ty-owned products and 
services,” says Philadel-
phia-based Trade Com-
missioner Beth Pomper. 
“Some CEOs receive per-
formance pay based on 
how successful their pro-
grams are. They’re not 
only passionate about 
it—supplier diversity 
is ultimately important 
to their bottom line.”

How to tap into 
supplier diver-
sity opportunities

• Get certified as a 
majority-owned and con-
trolled woman, Aborigi-
nal or minority supplier.

• Participate in sup-
plier diversity missions, 
procurement fairs and 
trade shows, such as 
the upcoming women’s 
mission to Las Vegas 
from June 20–23, 2011.

• Once certified, reg-
ister your interest on 
the supplier diversity 
websites of the large 
corporations and gov-
ernments you wish 
to do business with.

• Research your target 
organizations. Under-
stand their needs and 
figure out how you can 
fill a gap or create a need.

• Take the time to 
network and build re-
lationships with diver-
sity procurement of-
ficers. Customize your 
pitch and demonstrate 
the value your prod-
uct or service offers.

Accessing supplier 

diversity programs re-
quires certification 
through WEConnect 
Canada or the Canadian 
Aboriginal and Minority 
Supplier Council. To be-
come certified, a compa-
ny must be at least 51 per-
cent majority-owned and 
controlled by a woman, 
Aboriginal or minority 
entrepreneur. Although 
any firm can do business 
with multinationals and 
governments, certifica-
tion is an absolute must 
if you want to access sup-
plier diversity programs. 
After all, buyers are re-
quired to demonstrate 
diversity in the contracts 
they award to businesses 
through these initiatives.

“Certification has 
been golden for us,” says 
Marla Kott, co-owner 
of Vancouver’s Imprint 
Plus, a name badge 
manufacturer. “There is 
definitely a real desire to 
give women and diver-
sity owned businesses a 
chance. They can’t prom-
ise they’ll buy from you 
because that would be 
ridiculous. You have to 
offer a quality product 
or service that provides 
them with exactly what 
they’re looking for.”

Since becoming certi-
fied and accessing sup-
plier diversity programs, 
Kott’s business has 
grown rapidly in Cana-
da, the U.S. and Europe. 
She now sells to 21 differ-
ent industries, including 
such big names as Avis, 
Hyatt, Fairmont, Macy’s, 
MGM Casinos and UPS. 
“We had $8.5 million in 
sales in 2009 and $7.6 

million in 2010, which 
we attribute to the eco-
nomic downturn. Right 
now, we’re on track to 
doubling our numbers 
within three to five years 
thanks to supplier di-
versity,” says Kott. “I’m 
absolutely confident that 
our sales will eclipse what 
we’re doing right now.”

PEI’s Duinkerken 
Foods is also seeing 
success through sup-
plier diversity. The 
gluten-free baking mix 
company caught the 
eye—and tastebuds—
of Walmart buyers at a 
supplier diversity trade 
show in the U.S. last year.

“Once I became certi-
fied as a woman-owned 
enterprise, the doors 
really opened,” says 
owner Brenda vanDu-
inkerken. “It put us on 
Walmart’s radar and 
today, my products are 
on Walmart shelves 
across Canada, with 
plans for the U.S. next.”

To find out more about 
supplier diversity op-
portunities and how 
to tap into them, con-
nect with the Canadian 
Trade Commissioner 
Service and Foreign Af-
fairs and International 
Trade Canada’s Busi-
ness Women in Interna-
tional Trade program.

On PEI, women who 
owned, controlled and 
managed 51% of their 
business can contact 
Joan Fleming, Executive 
Director of PEI Business 
Women’s association at: 

9 0 2 - 8 9 2 - 8 9 0 3 
or 

j o a n @ p e i b w a . o r g 
for more information.

Diversity Equals Opportunity 
In The Global Supply Chain

The real leader has no need to lead--
he is content to point the way.

Henry Miller

Be known for pleasing others, especially if you 
govern them...Ruling other has one advantage: 

you can do more good than anyone else.
                                                  Baltasar Gracián

...and I Quote....



Island Business News Page 13October Edition  2011

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 $10, AVON provides 
free training and support 
as the business grows. 
Products are delivered 
up front to your door, 
representatives receive 
the cash (no credit cards) 
from the customers, 
and it is then 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 custom-
ers that one on one ser-
vice. Some people join 
to get the representative 
discounts, others only 
sell to family and friends, 
and others canvass their 
neighbourhoods and 
workplaces. There are as 
many options as there are 
representatives. 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 technician. As a 
representative, a lead-
er, and a single mom, 
she enjoyed AVON. It 
gave her extra money, 
plus the added tax re-
turn benefit of having 
a home-based business. 
She never really saw her-
self as a manager, until 
an AVON manager ap-
proached and convinced 
her to become a manager. 

Two years as the man-
ager for PEI has changed 
her career and her life! 
Travelling to three coun-
tries in the last couple of 
years has been exciting. 
Kerri was honoured to 
be in the top ten percent 
of managers in Canada 

last year becoming a Cir-
cle of Excellence man-
ager. 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 reg-
ister 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. We have 
a current promotion of 
FREE PRODUCTS up 
to $300 in worth, avail-
able to achieve, if you 
join before OCT. 14.

Kerri Trevors going stong with AVON
by Cheryl Ann Wartman

Kerri Ann Trevors

Summary: The staff 
and board of directors 
of the Prince Edward Is-
land Business Women’s 
Association have started 
selling tickets for their 
2011 fundraising event, 
The Business of Mur-
der. The event is open 
to the public, you don’t 
have to be a woman or 
own a business to attend. 

(CHARLOTTETOWN 
PE) August 22, 2011 – 
While brainstorming 
ideas for a unique new 
fundraising event for the 
Prince Edward Island 
Business Women’s As-
sociation, the staff and 
board of directors of the 
not-for-profit organiza-
tion decided to hold the 
event during the last 
weekend of October so 
it could be a “spooktacu-
lar” Halloween-themed 
evening of mystery.

“We all agreed that 
there aren’t enough 
tasteful, Halloween 
events to attend on PEI, 
so we decided to create 
our own,” states Jaime 
Lee Mann, one of the 
PEIBWA Board of Direc-
tors’ members at large. 

The Business of Mur-
der will take place at the 
Stanley Bridge Country 
Resort on Saturday, Oc-
tober 29, starting at 6pm 

with a welcome recep-
tion, followed by a three-
course murder mystery 
dinner theatre. Guests 
will be treated to a fun 
and exciting evening 
of intrigue, laughter, 
and maybe a bit of busi-
ness networking as well. 

Because the event will 
be held on the weekend 
of Halloween, those who 
enjoy the holiday will 
get a chance to wear 
their spookiest costume. 
There will be a prize 
awarded for best dressed, 
so costumes are encour-
aged, but not required.

Roundtrip transporta-
tion that evening from 
Charlottetown to Stanley 
Bridge will be provided by 
Target Tours, and rooms 
at the resort will be avail-
able for $99 that evening.

“We wanted to make 
sure we’d thought of ev-
erything to make this an 
exciting, not-to-be missed 
event,” says president of 
the PEIBWA board of di-
rectors, Kerry Anne Mac-
Dougal. She adds, “Since 
we will be hosting the 
event outside of the city 
where a high concentra-
tion of our members live, 
we wanted to make sure 
everyone who wishes 
to indulge in ‘spirits’ 
that evening is able to 
make it home safely!”

Speaking of spirits, af-

ter the dinner theater is 
over, guests will be able 
to sit with one or both of 
the spiritual mediums 
who will be on site of-
fering readings. There 
will also be dancing.

Executive Director of 
the organization, Joan 
Fleming, says, “We will 
only be selling 150 tickets 
for the event and inter-
est has been quite high”. 

Tickets can be pur-
chased online, in per-
son at the PEIBWA of-
fice in the Sherwood 
Business Centre, or by 
calling 1-902-892-6040. 

For full details about 
the event or to get tick-
ets, visit http://busi-
n e s s o f m u r d e r . c o m 

PEIBWA Invites You To Experience The Business of Murder

Contact: Joan Fleming
P: 1.902.892.6040
E: joan@peibwa.org
W: http://businessofmurder.com
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The following is the re-
sult of our Q&A with Lin-
da Stewart of Laser Ease 
in which we chat about 
the addition of their 
2nd and new location in 
Charlottetown, added 
after the success they 
have enjoyed in their 1st, 
Summerside location.

ISLAND BUSINESS 
NEWS (IBN): Wow Lin-
da, since we last chat-
ted there have been 
some big developments 
at Laser Ease. I be-
lieve you just recently 
opened a 2nd location?

LINDA STEWART?? 
(LS): Yes, we opened a 
location in Charlotte-
town, and it has been 
doing remarkably well. 

IBN: Why the second 
office?

LS: We have and will 
continue to build our 
business around what’s 
best for our clients. Hav-
ing clients who enjoy 
more success when they 
come in for regular ses-
sions, we felt the best 
thing for those clients, 
to help them avoid a lot 
of travel in the winter, 
would be to have a pres-
ence in both major mar-
kets in PEI and that way 
our clients in the Eastern 

end of the Island would 
have a lot less travel in-
volved in making it to 
their regular appoint-
ments. We just wanted 
to be able to offer our 
clients more accessibil-
ity no matter where they 
were based in PEI. This 
is really crucial for our 
stop smoking and stress 
relief clients who come in 
regularly for follow-up.

IBN: And the result?

LS: It has al-
lowed us to help and 
serve more people.

IBN: Speaking of 
service, has it changed 
how you approach 
customer service?

LS: Not at all. Serving 
our customer properly is 
the most important com-
ponent of our business, 
and always will be. In 
fact, we try to do all we 
can to ensure our cus-
tomer’s success in the 
area of their life that we 
are helping them with. 
That’s why part of our 
service includes coun-
seling before and after 
treatment and follow-up 
at specific intervals long 
after initial treatment.

IBN: Do you still of-
fer the same services 

in Charlottetown?

LS: Yes, with the ex-
ception that we don’t 
offer pain relief in Char-
lottetown since there 
is another provider 
nearby who does that 
we can refer clients to.

IBN: Finally, have 
your long term goals 
changed with the move?

LS: Absolutely. I now 
find myself thinking a 
lot bigger picture and 
about areas where we 
can expand and grow. 

IBN: Anything else 
you’d like to add?

LS: Yes, I’d like to 
thank our supportive 
clients because we have 
discovered that our big-
gest source of contin-
ued growth has been a 
result of their referrals 
and the word of mouth 
recommendations they 
have put forth. They 
have continued to help 
with our success and we 
couldn’t be where we 
are today without them.

IBN: Thank you Linda.

LS: Thank you.

You can learn more 
about Linda Stewart and 
laser Ease at www.laser-
ease.com and you can 
find full details about 
both their Charlotte-
town and Summerside 
location addresses on 
the bottom of the main 
page of their website 
at www.laserease.com.

Laser 
Ease
with Linda Stewart

Children’s 
Memories of Pain
Did you know that 

a child’s memory of a 
painful experience can 
follow them throughout 
their life? The memories 
that children develop of 
painful procedures may 
even predict whether 
they will seek or avoid 
medical care as adults. 

“The memory for pain 
is as important as the ac-
tual experience of pain 
itself,” explains Melanie 
Noel, Clinical Psychol-
ogy PhD Student, Dal-
housie University, and 
trainee at the Centre 
for Pediatric Pain Re-
search (CPPR) located 
at the IWK. “Children 
who remember these 
experiences as more 
negative are more like-
ly to be distressed and 
feel more pain the next 
time they experience 
a painful procedure.”

Melanie is interested 
in the role anxiety and 
fear play in the devel-
opment of children’s 
memories of pain. She is 
conducting research on 
this topic at the CPPR, 
which is made up of an 
interdisciplinary group 
of researchers com-
mitted to understand-
ing pain in childhood.  

In 2010, Melanie re-
cruited children and 
families in Halifax and 
surrounding areas to 
take part in a study that 
would shed some light on 
whether or not a child’s 
emotions before a pain-
ful experience would 
impact their memo-
ries of the experience. 

“I expected that chil-
dren who were more 
nervous before the pain-
ful experience would be 

more likely to develop 
negative memories of 
pain,” says Melanie. 
“And children who were 
calmer would develop 
more positive memo-
ries. I also expected 
that children who had 
more positive memo-
ries would cope better 
with pain in the future.” 

Half of the children 
who participated in 
the study believed that 
they would have to give 
a speech and complete 
a math task in front of 
judges, while the other 
half believed that they 
would have to watch a 
nature video. Children 
were then asked to com-
plete a safe pain task 
(immersion of a hand 
in cold water), describe 
how scary and painful it 
was (on three separate 
occasions), and com-
plete the task again after 
a month had gone by. 

“This allowed us to 
look at an initial pain 
experience, children’s 
memories of that experi-
ence and then any chang-
es that occurred in how 
they experienced pain 
over time,” says Mela-
nie. “As for the results, 
as anticipated, children 
who were more nervous 

before the painful expe-
rience were more like-
ly to develop negative 
memories than children 
who were calmer. They 
also felt more pain when 
completing the pain task 
for the second time.”

There are ways in 
which you can help chil-
dren cope with pain be-
fore, during and after 
a painful medical pro-
cedure, and help them 
develop more positive 
memories of pain. Numb-
ing creams and distract-
ing children by allowing 
them to listen to their 
iPod or talking to them 
about other things can 
help reduce their pain. 
After the procedure 
ends, you can highlight 
for them what went well 
and downplay the things 
that did not go well. 

For resources on pain 
assessment and man-
agement in children, 
visit the CPPR online at 
www.pediatric-pain.ca.

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

There is always room for a man of force and he makes room for many. 
Society is a troop of thinkers and the best heads among them 

take the best places.
Ralph Waldo Emerson 

If your actions inspire others to dream more, learn more, 
do more and become more, you are a leader. 

                                                                                                  John Quincy Adams 

...and I Quote....
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by  Nancy M. Doucette
From The Heart

Special October Birthdays ~ From My Heart
October 17th    Alice Gallant  My Aunt
October 19th    Cindy Galt  My Friend
October 20th   Ann Wright  My Friend
October 26th    Butch Ramsay  My Friend
October 26th    Mike Bernard  My Cousin
October 26th    Sandra Gallant  My Aunt

Men’s Slo-Pitch League - each and every member now, and in years 
gone past mean so much to me. This League is more than a group of men 
to me - they’re more like a large extended family. Ones who have passed on 
are so much more to me than just a distant memory. Could I find a paper 
big enough I’d enter each and every name for my own personal family tree.

 
St. Eleanor’s Lions Club  -  through the years this club has provid-

ed a place for loved ones and I to celebrate, be it a wedding or an anniver-
sary. Growing up in St. Eleanor’s it has always been a special place I’ve felt 
has stored for me many a cherished memory. When it’s been necessary to 
book a hall, it’s always been for me the 1st choice, the obvious place to call. 
Seems it’s just perfect - as it’s never too big and then again never too small.

 
Last but not least: East Prince Funeral Home - the number one choice when I 

had to decide who’d hold my loved one before they take their last journey home. I 
never have felt leaving them there like I was leaving them totally alone. It takes a 
special kind of person to work in this type of environment. Tells me ones like Larry 
and his staff are truly to us heaven sent.

There are other organizations that have touched my heart but none to the extent 
of these three.

Organizations That Have Touched My Heart

Special September Birthdays ~ From My Heart
September 6th    Erma Gallant   My Cousin
September 13th   Doug Gallant  My Cousin
September 17th   Becky Gallant  My God-daughter
September 20th   Donnie Doucette My Cousin
September 23rd   Cecil Gallant  My Cousin
September 27th   Angela Doucette My Cousin
September 29th   Ian Galt  My Friend

Happy Anniversary to my Special Cousin and His Wife 
Neal & Debbie Riley - 13 SEP 03

As the need for commu-
nity care and assisted liv-
ing continues to grow, so 
does Whisperwood Villa. 

Adding 22 new units 
to their facility just this 
year alone, Whisperwood 
continues to be a re-
source to our aging pop-
ulation whether they are 
in need of independent 
living facilities, assisted 
care, or long term care. 

In fact, no matter 
which stage one of their 
residents are at (needing 
an independent apart-
ment, short term assisted 
care or long term assisted 
care) they can literally 
remain in the same envi-
ronment with the same 
people and same qual-
ity levels of food even if 
they move through all 
three stages of living in 
their later years of life. 

This is something 
that is rarely possible 
as Whisperwood is one 
of the few facilities that 
offer this unique oppor-
tunity to its residents. 
More often, a resident 

would have to move from 
facility to facility should 
their assisted living 
needs change over time.

Among the advantages 
of the recent expansion,” 
notes Marion Younker, 
Director of Care, “Are 
that we have also been 
able to expand our ser-
vices to include more 
activities and more din-
ing options. We have ex-
panded various rooms 
in the facility itself, in-
cluding our dining room, 
kitchen and our activ-
ity room. We have even 
been able to add some 
new rooms like a new 
staff room and a new cha-
pel for our residents.” 
She also adds, “The great 
thing is that the owner, 
Bob Nutbrown, has al-
lowed the residents to 
be involved and to give 
input right from the 
very beginning and they 
still have input now.”

As for other new addi-
tions that have come with 
the new bed units and ex-
pansion at Whisperwood 
Villa, the residents will 

now have an enclosed 
garden where they can 
spend time. Staff are 
now working with a new 
nurse call system that al-
lows for more of a home 
environment feeling, 
because it means less 
overhead system call-
ing throughout the day.

But the big thing that 
hasn’t changed is the 
quality of the food and 
the quality of service. 
In fact, their food is still 
prepared by a Red Seal 
Chef to keep in theme 
with the importance they 
place on quality food and 
quality service as it re-
lates to their residents.

I think it’s safe to say 
that as the needs of our 
communities and our 
fellow Islanders con-
tinue to grow, Whisper-
wood Villa will contin-
ue to do what it can to 
grow with those needs.

You can learn more 
about Whisperwood 
Villa at www.charlotte-
town.peiseniorshomes.
com/whisperwood-villa

Whisperwood Villa: 
Continuing To Care For Our Communities 
As The Needs Of Our Communities Grow

He who has never learned to obey
cannot be a good commander.

Aristotle

The proverb answers where the sermon fails. - W. 
G. Simms

Human success is a quotation from overhead. - 
Charles H. Parkhurst

A well-cultivated mind is, so to speak, 
made up of all the minds of preceding ages; 

it is only one single mind which 
has been educated during all this time. 

                             Bernard de Bovier de Fontenelle

...and I Quote....

...and I Quote....
When I quote others I do so in order to express my own ideas more clearly. 

- Michel de Montaigne

It was a high counsel that I once heard given to a young person, 
“Always do what you are afraid to do.”

Ralph Waldo Emerson

Take calculated risks. 
That is quite different from being rash.

George S. Patton

Storms make oaks take roots.
Proverb




