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Black Point Marketing 
and Communications 
is about to celebrate its 
first anniversary in busi-
ness and business has 
been great says owner, 
Jane Sharpe.  “I’ve met 
some wonderful people 
and have had the chance 
to work on some interest-
ing projects in a variety 

Black Point Marketing 
And Communications 

by June Ellis

When you walk 
through the doors at 
Samuel’s Coffee House, 
you instantly realize it 
is not just a place to pick 
up a quick coffee.  You 
are surrounded by more 
than the rich aroma of 
fresh roasted coffee, you 
have the feeling of being 
in the right place.  The 
mood is historical and 
the atmosphere is friend-
ly, a feeling of coming 
to visit an old friend.

For Moyna Matheson, 
Samuel’s was a dream 

Samuel’s Coffee House
by June Ellis

Donna Sonier estab-
lished Donna’s Transport 
Limited Mobility Service 
in 1980 to provide mo-
bility to those in wheel-
chairs, manors, nursing 
homes, or simply living 
at home in the Summer-
side area. As some of 
these individuals could 
not pursue their person-
al goals without access to 
transportation, the ser-
vice grew quickly, and 
has been going strong 
ever since. When Donna 
decided to retire, she sold 

Donna’s Transport
by Cheryl Ann Wartman

the company to one of her 
employees, Rodney Savi-
dant and his wife Brenda. 

In July 2010, Rodney 
and his wife, Brenda, 

took ownership. They 
gave assurance to all cli-
ents, their families and 
caregivers, that the won-
derful service they were 

cont’d on p. 4

The Business of Holidays - To Bonus or Not
Long, long ago, in a fis-

cally confident time, em-
ployers would share the 
company’s good fortune 
and offer their employees 
Holiday Bonuses.  But, 
considering the impact 
of the economy, what 
will employers do this 
year?  Can they afford to 
give Holiday Bonuses?  
Is it even a good idea?  
Why exactly do compa-
nies continue to give, or 

even contemplate giving, 
these year-end Bonuses? 

It is probably a fair 
assumption that employ-
ees know only too well 
not to count on getting a 
Holiday Bonus this year.  
Times are tough and keep-
ing their jobs is really 
their priority.  But what 
are employers think-
ing?   And, what should 
employers be thinking?

cont’d on p. 4

of different sectors.  And 
I can’t say enough about 
how supportive the lo-
cal business community 
has been in helping me 
get oriented.” Jane also 
values the support that 
she receives from her 
husband, understand-

Tanya Sieliakus
Jane Sharpe
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Black Point Marketing 
and Communications
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

ing the commitment she 
has to put into making 
her business successful.  

Ms. Sharpe is not new 
to the business.  She has 
over 30 years experience 
in the marketing field 
and over those years 
has learned doing the 
work up front is essen-
tial.  “The creative part 
may be the most fun, 
but if you haven’t done 
your homework – set 
clear objectives, devel-
oped a firm strategy and 
uncovered the key cus-
tomer insights – you’re 
likely not going to be as 
successful as you’d like 
to be.  Beyond that, do 
have fun and don’t for-
get to measure your re-
sults,” says Ms. Sharpe.

What sets Black Point 

Marketing and Commu-
nications apart is the 
depth and breadth of 
experience Ms. Sharpe 
has to offer.  “I’ve been 
extremely fortunate 
to have garnered ex-
perience in many ar-
eas including product 
and business launches, 
multi-media advertising 
programs, public rela-
tions, large events, spon-
sorship and even em-
ployee communications.  
I’ve had the opportunity 
to work with some amaz-
ing people – corporate ex-
ecutives, small business 
owners, creative teams, 
celebrities and volun-
teers.  I also have a real 
love of entrepreneur-
ship – and I hope that 
shows,” says Ms. Sharpe.

She realizes that mar-
keting is sometimes a 
confusing world for some 
businesses.  Because Ms. 

Sharpe has lived and 
breathed the concept of 
marketing her whole 
working life, she is there 
to guide her customers 
to building their busi-
ness. She is there to 
help them figure what 
they need to do to get 
where they want to be.

To be successful, a 
business has to be visible 
through networking and 
creating opportunities.  
For Ms. Sharpe to be suc-
cessful, she credits being 
able to deliver what she 
promises. She has two 
measurements of suc-
cess “Of course there’s 
the financial measure.  
But at this point, my 
first concern is client 
satisfaction.  If I get that 
right, the rest should fol-
low,” states Ms. Sharpe.

Technology allows 
Black Point to operate 
across the Island.  “Be-
sides the efficiencies of 
being able to work any-
time/anyplace, technol-
ogy allows the extraor-
dinary opportunity of 
pulling together teams 
that are uniquely quali-
fied for a particular proj-
ect or client’s needs.  You 
know, it doesn’t matter 
if my client is in Sum-
merside, my designer 
is in Montague and my 
printer is in Charlotte-
town, I can get the best 
possible job done for my 
clients at a reasonable 
price.  And the side ben-
efit is that I get to work 
with a lot of very inter-
esting and talented peo-
ple,” admits Ms. Sharpe.

With technology, 
comes the emergence 
of social media.  Ms. 
Sharpe states, “The first 

thing to remember about 
social media is that it’s 
just one more tool in the 
marketing tool kit.  And 
the basic principles of 
marketing still apply.”  
You have to determine if 
it is right for your busi-
ness and your clients 
and are you properly 
able to manage it, advis-
es Ms. Sharpe. She does 
think that having an 
online presence of some 
kind is crucial in today’s 
environment, but you 
have to determine what 
is best suited for your 
business.  To do this ef-
fectively and efficiently, 
you should have a plan 
that’s aligned with your 
marketing objectives.

Ms. Sharpe advises 
any businesses consider-
ing the launch of a mar-
keting campaign, “The 
recipe is pretty straight 
forward - plan, plan, plan.  
Then execute against 
your plan, measure your 
results, revise your plan 
if needed and repeat.” 

Jane Sharpe loves 
talking to business peo-
ple and tells everyone 
she is just a phone call 
away.  “If you have an 
idea you want to talk 
about or need some help 
with a marketing chal-
lenge, it doesn’t cost 
anything to pick up the 
phone and have a chat.”  

Jane Sharpe is owner 
and Chief Marketer at 
Black Point Marketing & 
Communications and can 
be reached at (902)436-
2834 or visit www.black-
p o i n t m a r k e t i n g . c o m 

I’m going to do some-
thing a little different 
this time around. I’m go-
ing to share with you a 
portion of my introduc-
tion for our upcoming 
Conversations With At-
lantic Canadians book, as 
a teaser perhaps, but also 
so that you’re getting ex-
clusive access to content 
from this new book, just 
by reading the Island 
Business News publica-
tion this time around. 

Oh, and don’t forget 
to visit our new Fa-
cebook Fan Page for 
the upcoming book 
and “like” the page so 
that you can be kept in 
the loop in the future.

Now, before I share 
that introduction, let me 
just say that I’m very 
excited by this latest is-
sue of Island Business 
News as it is not only full 
of timely information 
about not only Prince 

Edward Island, and our 
people, but also informa-
tion that you can apply 
immediately to your life 
and your business, if you 
so choose, in your effort 
to continue to grow and 
evolve. And so, while 
you’re reading the con-
tent in this issue, per-
haps consider studying 
the lessons shared by so 
many Canadian Leaders 
again this time around 
and proceed accordingly, 
at your own discretion

Until then, below is 
a taste of our upcoming 
Conversations With At-
lantic Canadians book 
that is currently sched-
uled to hit the streets 
the week of December 
12th. If you’d like to or-
der your copy today so 
you get it in time for 
Christmas, you can do so 
by visiting www.tisti.ca 
or emailing us at book-
ings@coreypoirier.com 

I N T R O D U C T I O N 
FROM NEW CONVER-

SATIONS WITH ATLAN-
TIC CANADIANS BOOK

For me, one of the 
most exciting things 
about bringing this book 
together was the fact that 
I get to realize the many 
significant achievements 
made by the many Atlan-
tic Canadians who help 
make this region such 
a great place to work, 
live, succeed and pros-
per in. It also serves as 
a great reminder that an 
astounding level of suc-
cess and achievements 
can be realized no mat-
ter where you’re from, 
or where you reside.

Still, I’d be lying if I 
didn’t stress that I myself 
was kind of blown away 
by the many achieve-
ments realized by lead-
ers and peak performers 
from our small portion 
of this great country.

As an example, I did 
not know when I start-
ed work on this book 

cont’d on p. 10 
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HYPNOSIS - A Powerful Tool For Achieving Your Goals

Samuel’s Coffee House 
cont’d from p. 1 

with years in the mak-
ing. The steps to that 
dream began to unfold 
about one year ago.  Sam-
uel’s was named after 
Captain Samuel Holland, 
the Surveyor General of 
PEI.  There is a family 
connection as Moyna is 
a descendant of Samuel 
Holland.  While coffee 
is the main product, a 
sense of history and cul-
ture is ever present.  “I 
wanted people to leave 
knowing a bit of the sto-
ry,” says Ms. Matheson.  

“I grew up hearing sto-
ries and seeing pictures 
of a vibrant, prosper-
ous and busy downtown 
Summerside.  My grand-
father and grandmother 
ran several businesses 
in Summerside and one 
was the Clifton Hotel, 
which would have been 
located directly across 
the street from where 
Samuel’s is now.  I want-
ed to offer a place that 
the community could 
gather for arts, culture, 
conversation, friendship 
and great coffee and I felt 
strongly that this place 
needed to be downtown,” 
says Ms. Matheson.

Samuel’s, located on 
Queen Street in down-
town Summerside in 

part of the Journal Pio-
neer building, offers 
fresh roasted coffee with 
both organic and Fair 
Trade varieties, special-
ty coffees, teas, in-house 
baked goods, panini 
sandwiches and soups.  

Many important influ-
ences contributed to the 
creation and implemen-
tation of this fine coffee 
house.  Family played a 
role in getting it started, 
offering encouragement 
every step of the way.  
Currently there are elev-
en employees who work 
in various positions 
throughout (two who 
are family members).  
A great deal of busi-
ness planning went into 
Samuel’s.  It was a full-
time job for over a year 
for Ms. Matheson.  With 
time spent researching 
the right product, loca-
tion, design, concept, 
construction, and clien-
tele.  She visited over 30 
cafes to collect informa-
tion on what seemed to 
work and what did not. 

Samuel’s is unique in 
that they offer a coffee 
experience rather than 
just a coffee.  All of the 
products are carefully 
chosen so that they have 
health and environment 
in mind.  The setting is 
historical with many 
customers wanting to 

hear the story, while oth-
ers wanting to add to it.  
The section that peaks 
customers curiosity is 
‘The Vault’.  The build-
ing, once the Summer-
side Bank, still contains 
the original vault.  It is 
used as a private room 
for meetings, studying, 
relaxing or whatever 
the individual chooses. 
Patrons take great de-
light using ‘The Vault’.

“The greatest joy in 
this business is getting 
to know all the people 
who come through the 
doors,” says Moyna. 
They are considered 
more than just custom-

ers, they are friends 
greeted with a smile and 
a sincere feeling of want-
ing to get to know them 
better.  There are many 
times when customers 
want more than a latte or 
a sandwich, they want to 
be entertained, listened 
to and cared for.  Sam-
uel’s is there to provide 
the simple pleasures that 
add a special touch to 
someone’s day and per-
haps make a difference.

The opening of Sam-
uel’s happened in pro-
gressive stages.  Just like 
baby steps, they opened 
with baked goods and cof-
fee products in August.  

Then two months later, 
they launched a simple 
but quality lunch menu 
and have progressed to 
hosting several evening 
community events and 
offering free Wi-Fi to its 
patrons, creating a ven-
ue for the self-employed, 
tourists, meetings and a 
place to study.  They hope 
to continue to offer new 
initiatives, such as mu-
sic, trivia, book clubs or 
coffee education nights.

Speaking from the 
heart, Moyna reveals, “I 
wanted to ‘create’ some-
thing and wanted people 
to benefit and enjoy that 
creation. As much as 

Samuel’s is historic in 
its name and location, 
I want it to be a gather-
ing place that all people 
of Summerside can be 
proud of.  When I see 
their faces come through 
the door and the notion 
that just ‘being there’ 
makes them feel good, 
lets me know I achieved 
what I set out to do.”  

Moyna’s goal is to con-
tinue to grow and be a part 
of a re-birth of downtown 
Summerside.  In closing, 
she says, “I would like 
to see Samuel’s as a con-
tributor in the commu-
nity both within its walls 
and outside of them.”

Ed Ratelle’s clini-
cal work with people 
spans a period of over 
30 years, and he has had 
a broad exposure to the 
human condition.  In 
last month’s issue we 
talked about how Ed and 
his wife, Marsha, sailed 
their 28 foot sailboat 
down the St. Lawrence 
from Kingston, Ontario, 
to Summerside in Au-
gust, 2000.  Ed had just 
retired after ten years as 
a military chaplain and 
they had decided to move 
home to be closer to fam-
ily, and to eventually re-
tire in their hometown.  
Ed quickly returned to 
his long-standing prac-
tice as a registered so-
cial worker (twenty 
years) and eventually 
opened his own practice.

Using guided imagery, 
Ed began to notice that 
his clients often seemed 
to be in trance, and he 
saw the positive impact 
it had on them.  “I be-
gan to learn as much as 
I could about hypnosis”, 
said Ed. “As I increas-
ingly applied hypno-
therapy, I became pro-
gressively impressed by 

its benefits.”   Today, as 
a Certified Hypnothera-
pist and Member of the 
National Guild of Hyp-
notists, Ed has a busy 
hypnotherapy practice.

“All hypnosis is self-
hypnosis”, Ed explains.  
“What I mean is that I, 
as the hypnotist, act as 
a guide.  Participants 
are always aware and 
have control.  They will 
never do or say anything 
against their will.”  Most 
commonly, Ed uses hyp-
nosis to help people stop 
smoking, overcome fears 
and phobias, manage 
pain and stress, and im-
prove their performance 
in sports or academics.   

“We don’t know ex-
actly how it works, but 
we know that it can 
be very effective.”  To 
make the point, Ed men-
tions an August 16th ar-
ticle in The Guardian. 
“The article described 
how hypnosis is being 
widely used in Europe 
for medical purposes.  
In Belgium, doctors say 
nearly any surgery done 
with local anesthetic 
could work with hypno-
sis.  The recovery time 
is faster and the need for 
painkillers is reduced.  
Hypnosis is not a pana-

cea, but it can be a very 
powerful tool for those 
who want to utilize it.”  
However, he describes 
hypnosis as a comple-
ment to medical treat-
ment, not a replacement.  

Our subconscious 
mind influences our ac-
tions without our full 
awareness.  Ed explained 
it’s the part of the mind 
that takes over when we 
are driving.  “While our 
conscious mind is busy 
thinking about the er-
rands we have to run or 
a problem at the office, 
our subconscious mind 
is driving the car.  We’ve 
all arrived at our destina-
tion and couldn’t remem-
ber a part or even most 
of the drive.  It’s called 
“highway hypnosis”.  

There is a debate about 
how to define hypnosis.  
Ed describes it as bring-
ing a person into a very 
relaxed state where the 
subconscious mind be-
comes very open to sug-
gestion.  When the sub-
conscious mind latches 
onto something it accepts 
it as fact.  “But I can’t 
hypnotize someone who 
doesn’t want to be hyp-
notized.  The person’s 
willingness is the key to 
the process.  Most peo-

ple who are open can be 
hypnotized, but it’s more 
difficult for those who 
have difficulty trusting, 
who are abusing alcohol 
or drugs, have severe 
active psychiatric disor-
ders or who are severely 
intellectually impaired.  
Studies have shown that 
the ideal age for hypnosis 
is around seven years.”

An area that Ed finds 
very rewarding is work-
ing with children.  “Chil-
dren are very creative 
and have wonderful 
imaginations, and can 
utilize hypnosis to solve 
a number of problems 
such as difficulty sleep-
ing, managing stress 
and anxiety, overcom-
ing fears and phobias, 
and resolving the prob-
lem of bedwetting.  Un-
like adults, they have 
little difficulty moving 
from rational thinking 
to creative imagination, 
an asset when it comes 
to hypnosis.  Parents 
are frequently amazed 
at how quickly and com-
fortably children accept 
and utilize hypnosis to 
solve their problems.”

“Let’s go back to the 
part about how all hypno-
sis is self-hypnosis, and 
the hypnotist is simply 

a guide”, said Ed.  “That 
is why I usually teach 
people to do the process 
themselves, so that they 
can direct their subcon-
scious mind towards 
achieving their goals.  
We know our bodies re-
act to our imaginations, 
and that makes hypnosis 
a powerful instrument “.  
Ratelle described one of 
his most dramatic suc-
cess stories.  “A gentle-
man left after the first 
session of my two-session 
Stop Smoking Program 
and never came back for 
the second.  (The first ses-
sion included education, 
hypnosis for confidence 

building, and learning 
self-hypnosis.  It didn’t 
include hypnosis with 
suggestions about not 
smoking, which only 
happens in the second 
session.)  “A couple of 
weeks after he left his 
wife called asking for 
an appointment because 
her husband was doing 
so well.”   Apparently 
he didn’t realize he was 
supposed to come back.

Self-hypnosis is a won-
derful tool to manage 
stress, help with insom-
nia or to manage pain.  
The following steps, 

Part 2 of 2

cont’d on p. 5 
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Donna’s Transport
cont’d from p. 1

accustomed to would 
remain the same in ev-
ery way. Even down to 
keeping the same name 
and phone number. 

Today, Donna’s Trans-
port operates from seven 
until five, Monday to Fri-
day for private individu-
als, residents of various 
Manors and Nursing 
homes, and hospital pa-
tients. Individuals have 
the freedom to go to and 
from various locations, 
such as Doctor’s offices 
and hospitals through-
out P.E.I. as well as 
off Island, if required. 
Weekend service is also 
available by prior ap-
pointment. A voicemail 
service is in place for 
clients and caregivers 
to leave messages any-
time of the day or night, 
seven days a week. Mes-
sages are checked sev-
eral times per hour each 
day, and are replied to 
as quickly as possible. 
Rodney and Brenda ad-
here to traditions set 
down by Donna, while 
satisfying client’s new 

requests when possible.

Specializing in trans-
porting seniors, as well 
as those with intellectual 
and physical challenges, 
Donna’s Transport Mo-
bility Service has the 
capabilities to transport 
wheelchair and ambu-
latory patients in their 
vehicles. The two wheel-
chair vans can carry up 
to five wheelchairs and 
three to four ambulatory 
passengers at the same 
time. A PT Cruiser is 
used for ambulatory pas-
sengers. The three other 
vans (seven, twelve, 
and fifteen passengers) 
can transport regular 
clients or are avail-
able for shopping trips, 
group sightseeing tours, 
or company meetings 
held outside the city. 

Their non-emergency 
stretcher service is pro-
vided for considerably 
less than the cost of am-
bulance service; and is 
available to patients re-
quiring non-paramedical 
transportation to doctors 
and hospitals in such 
centers as Moncton, 

Saint John or Halifax, as 
well as local hospitals on 
P.E.I. This two-way ser-
vice, has eliminated the 
need to arrange for am-
bulances from both di-
rections. The driver and 
attendant from Donna’s 
Transport take the client 
to their destination, wait 
for them, and return them 
to their point of origin. 

Donna’s Transport 
Limited has a stellar 
reputation as a mobil-
ity service that employs 
the dignity and respect 
toward their clients 
that everyone deserves. 

If further information 
on availability or rates is 
required for any of their 
services, simply call Don-
na’s Transport at (902) 
436-3394 Monday to Fri-
day from 7 a.m. to 5 p.m.!

The fact is that Holi-
day Bonuses are not 
always the most mo-
tivating.  If you give a 
bonus out of obligation, 
employees will know it. 
I once worked at a place 
that gave turkeys each 
year for no other reason 
than that was what had 
been done for the last 50 
years.  Each employee 

had to pick up their tur-
key from the main office 
on the day of delivery, 
from the back of the deliv-
ery truck, whether they 
were scheduled to work 
that day or not.  Employ-
ees could not stop talk-
ing about how insulting 
the whole process was, 
kind of like a food bank 
feeling for many of them.  
Given how the bonus 
turkeys were received by 
the employees, the com-

pany would have been 
better off giving nothing.

Giving Holiday Bo-
nuses doesn’t sound 
like it should be a diffi-
cult process, but a lot of 
companies get it wrong.  
In reality, the Holiday 
Bonus is one perk that 
should be handled very 
carefully and with some 
extra thought.  If you’re 
going to give a bonus, 
think through the whole 
process.  Which isn’t 

to say you have to give 
what you don’t have! 

Industry at large is 
strapped for cash.  Bo-
nuses that are small 
can be appreciated, or 
at least, understood for 
what they are.  Employ-
ees can feel grateful for 
even the most modest of 
bonuses.  Having said 
this, if you’re going to 
give your employees 
an inexpensive bonus, 
there’s a good argu-
ment for being clever 
and thoughtful about it.

By putting some 
thought into a Holiday 
Bonus, you can avoid a 
lot of problems. Don’t 
give anything too person-
al, anything that contra-

dicts the receiver’s value 
system (such as giving 
alcohol to a non-drinker), 
or anything that could be 
misinterpreted (for in-
stance, giving female em-
ployees beauty kits and 
male employees jumper 
cables, thereby reinforc-
ing stereotypes).  Most 
importantly, should your 
company provide a year-
end bonus, be fair about 
it. You may like one em-
ployee better than anoth-
er, but don’t give $10 to 
one and $200 to another if 
they’re both performing 
the same basic functions. 

But do employers 
even have to give a bo-
nus?  And, what about 
non-monetary bonuses?  

The fact is that many 
companies stopped their 
Holiday Bonus programs 
in the early 2000s.  Besides 
the obvious economic 
rationale for discontinu-
ing year-end bonus pro-
grams, other reasons 
employers ended bonus 
programs include switch-
ing to performance-
related compensation 
plans, rising corporate 
sensitivity to workplace 
diversity, and serious 
issues of entitlement 
that arise when provid-
ing an obligatory bonus. 

Still some employers 
see the Holiday Bonus as 
a company’s chance to 
say thanks and to offer 

cont’d from p. 5

To Bonus or Not
cont’d from p. 1

Well, of course, you 
can read about them in 
the upcoming CONVER-
SATIONS WITH ATLAN-
TIC CANADIANS BOOK 
(Details at www.tisti.
ca) BUT, just as impor-
tant, you can learn how 
to apply The Better Life 
Formula they all prac-
tice (either consciously 
or unconsciously) to be-
come or remain a high 
achiever or just live a 
fulfilling life by attend-
ing one of the upcoming 
BETTER LIFE FORMU-

LA Seminars this Month.

These powerful, re-
vealing sessions are be-
ing facilitated by Corey 
Poirier, Researcher of 
over 1000 high achiev-
ers AND Publisher of 
Island Business News, 
and open to the public.

THIS IS ONE THE 
FIRST TIMES IN 10 
YEARS OF OPERATING 
AND PRODUCING SEM-
INARS, THAT WE ARE 
OFFERING THE OPPOR-
TUNITY FOR YOU TO 
ATTEND ONE OF OUR 
SEMINARS AT SUCH A 
LOW COST! – THANKS 

MOSTLY TO THE 
SPONSORS BELOW.

Of course, this is a 
first come, first serve 
Opportunity and you 
must register by Tues-
day, November 23rd (at 
the very latest) while 
seats remain, but the 
sooner you reserve 
your spot, the better:

The Better Life For-
mula Seminar De-
scription as Follows 
(Based On Our New 
CD of the Same Name)

Components of this 
Public Seminar Include:

- The Power of the 

E+R=O equation 
- The Power of In-

creasing P Energy 
- The Power of De-

creasing N Energy 
- The Common 

Traits of the Highest 
Personal Achievers 

- The Power of Com-
fort Zone Expansion 

Importance of Dedi-
cation to PD & PD 

The Better Life For-
mula Finally Revealed 

Much More.... 
Details Of The Three 

Offerings Include:
Location: 
                 Delta Halifax-
                 Halifax 

Date: November 17th 
Time: 9:00am - 12:00pm 

Location: Loyalist Inn –
                 Summerside
Date: November 28th
1st Time: 1pm –3:30pm
2nd Time: 6pm –8:00pm
Cost = $25 + tax with a 
portion going to charity 
from this event

Location: Holiday Inn –
                Charlottetown
Date: November 29th
Time: 9am – 12:00pm
COST = $25.00+tax with 
a portion going to char-

FOR IMMEDIATE RELEASE:
NOVEMBER, 2011
PRINCE EDWARD ISLAND / 
NOVA SCOTIA

What Do Award Winning Entertainers,Musical Comedians, 
International Leadership Gurus, Television Personalities and 

Business Leaders Have In Common?
ity from this event

Sponsors For this 
Event Include: A.P. 
Reid / Spartan Fit-
ness / Island Inkjet / 
Sites and Bytes Com-
puter Services / Sim-
ply For Life - Summer-
side and Charlottetown

This is a first come, 
first serve event and 
we expect seats to be 
gone before the session.

To reserve your 
seat(s) please email 
bookings@coreypoirier.
com as soon as possible 
to avoid disappointment.

“Empty heads have 
long tongues.”

Bruce Lee

...and I Quote....
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when practiced daily, 
can be transformative:

1. Lie down or sit in 
a comfortable location, 
free from distractions.

2. Take a few deep 
breaths, breathing from 
your abdomen not chest.

3. On your last exha-
lation, tell yourself to 
relax.  Perhaps pinch 
your thumb and finger 
together on each hand.

4. Progressively imag-
ine your muscles re-
laxing one by one from 
the top of your head to 
your toes:  eyes, jaw, 
neck, shoulders, arms, 
back, hips, abdomen, 
legs, ankles and feet.

5. Imagine yourself at 

a favourite place that’s 
safe and peaceful.  The 
more detailed you imag-
ine the scene the better.  
Visualize yourself there 
or imagine what it would 
feel like to be there.

6. Once you’re very 
relaxed, repeat a posi-
tive statement related 
to the goal you want to 
achieve.  For example, 
if you want to build self-

confidence, it might be 
something like, “I am a 
capable person.  I am a 
talented person”.  Repeat 
the statement about  10 
times and try to visual-
ize yourself that way.  

Feel free to visit www.
ratellehypnosis.com to 
see how Edmond might 
be able to help you 
achieve your goals a little 
more quickly, and easily.

Hypnosis
cont’d from p. 3

Tanya Sieliakus, VP 
Consulting Services, 
HR pros incorporated, 
(902) 293-0253 tanya@hr-
pros.ca www.hr-pros.ca 

I was speaking with 
some staff at a gas sta-
tion yesterday about 
how their industry is be-
coming more and more 
of a self-serve driven 
industry, and perhaps 
losing some of its person-
alization in the process. 

When people ask me 
why I think customer 
service is heading in the 
wrong direction, I often 
cite our continued ob-
session with becoming 
a self-serve society that 
feels at least some of its 
identity is held in our 
hand-held devices; as 
just one of the problems.

As we become more 
“social” as in “social 
media”, in many ways 
we become less social as 
in “real life”, and I of-
ten wonder how many 
years our obsession with 
bigger, badder, faster, 
will take us “backward” 
in the long run – espe-
cially in relation to our 
ability to serve cus-
tomers with passion.

In either case, when 
I had a quick conversa-
tion with these two em-
ployees of the gas station 
I was at, I brought up 
how the pumps are going 
more self-serve, and even 
the stores inside the sta-

tion are becoming self-
serve, elimating more 
and more the need for 
gas station attendants.

The two employees 
seem to feel the more they 
go self-serve, the more 
their station will need 
in-store employees serv-
ing customers, and they 
also feel strongly that 
customer service hasn’t 
suffered in anyway as 
we become more of a self-
serve society that focuses 
(at least sometimes) more 
on the data device in our 
hands than the person 
standing in front of us.

I’d be interested to 
hear what you think?

In my opinion, the 
facts seem to indicate 
that gas stations have 
less in-store employees 
than when their pumps 
were all full service, and 
the service I’m experi-
encing has suffered – re-
member the days when 
the person working at 
the station was excited to 
have a conversation with 
the person getting the gas 
while perhaps also check-
ing their oil, asking if 
they wanted their wind-
shield washed, and so on?

So, what do you think? 
And, if you think it 

has suffered, would you 

like some ideas for how 
you can take some of the 
power back, and make 
sure your business (no 
matter what industry 
you’re operating in) 
doesn’t become less per-
sonalized as our world, 
and society, does? Would 
you like to hear about 
some of the strategies 
we have used to make 
sure our businesses re-
main personalized in a 
less personalized soci-
ety, like using a phone 
service to make sure 
someone answers with a 
smile, or sending hand-
written thank you notes.

Remember: It doesn’t 
matter whether you 
operate a one-person 
trades business, you 
work for someone else’s 
business, you operate 
a global company, per-
form on stage, or you 
operate a gas station, 
you can apply the same 
strategies in your effort 
to get standing ovations 
from every customer.

The last question be-
comes…are you will-
ing to do what it takes 
to find out whether 
you’re currently getting 
standing ovations from 
your customers, and if 
not, are you willing to 

make the changes nec-
essary to make stand-
ing ovations possible?

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   

Standing Ovations From Every Customer

by Corey Poirier

This Month’s Feature: Bigger, Badder, Faster or Backwards?

their employees some-
thing extra along with 
their December pay-
cheque. Their experience 
is that Holiday Bonuses 
do positively impact mo-
rale and company loyalty.  

One of the biggest fal-
lacies of the year-end 
bonus is the method by 
which the bonus is de-
termined.  The senior 
management teams sits, 
sequestered, in a board-
room.  They look at how 
much money they have 
at their disposal and try 
to match the bonus to 
the fiscal reality.  What 
is missing in this ap-
proach?  The employees’ 
voice and preference!

The need to be trans-
parent about the stand-
ing of the company is a 
whole other article.  Hav-
ing said this, sharing the 
fiscal realities and how 
these relate to the year-
end bonus is imperative.  
Building an employee 

Corey Poirier with Arlene Dickinson
CBC Dragon’s Den. (CBC)

To Bonus or Not
cont’d from p. 4

team to help match the 
fiscal reality to the Bo-
nus is just good common 
sense.  Having that team 
conduct and interpret a 
quick survey of employ-
ees’ and their prefer-
ences is just plain and 
simply a best practice!

Whether the bonus 
will be more of a sym-
bolic gesture this year 
or something signifi-
cant, employees know 
best what will create 
that elusive motivation 
and loyalty- they might 
surprise you!  More of-
ten than not, it is not the 
financials of the bonus 
but rather the impact.  
Employees might well 
prefer a day off with pay 
than a $50 gift certificate 
to the local grocery store.  
They might prefer a per-
sonalized and framed 
letter from the company 
CEO, acknowledging 
their contributions, over 
a pen and pencil set.  
They might prefer a well 
thought-out, no-cost-to-
the-employer Employee 

Discount Program over 
a basket of fruit.  Or, em-
ployees might prefer a 
holiday party, with good 
food and time away from 
the office with friends and 
new friends rather than 
the obligatory turkey.  

To bonus or not to bo-
nus is the question.  Well 
thought-out bonuses 
might very well increase 
employee motivation 
and loyalty.  There are 
creative ways to give 
your employees bonuses 
that don’t necessarily 
need to break the bank.  
Involving existing em-
ployees, educating them 
about the financial re-
alities and tasking them 
with advising what the 
best Holiday Bonus is 
might well be the best 
practice of the year.  

“A man is a suc-
cess if he gets up in 
the morning and gets 
to bed at night, and 
in between he does 
what he wants to do.” 

Bob Dylan

...and I Quote....
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Rob Dixon started 
making and selling do 
it yourself ink jet refill 
kits, in his garage, in 
Courtenay, B.C. about 
twelve years ago. Corey 
Porcher, a customer of 
Rob’s, saw the potential 
and said he could sell 
these to corner stores on 
the “island”. They called 
the company Island Ink-
Jet. Eventually, the first 
refill kiosk for Island Ink-

Jet was opened in a shop-
ping mall in Victoria. 

Island Ink-Jet grew 
from there. Products 
and services expanded to 
include selling replace-
ment ink jet cartridges, 
laser toners, printers, 
paper and other print-
er related products. 

Island Ink-Jet & La-
ser Toners technicians 
refill ink-jet cartridges, 
explain how to use and 

care for cartridges, 
and provide advice 
on printer selection. 

Today, Island Ink-Jet & 
Laser Toners is Canada’s 
leading specialty chain 
offering quality environ-
mentally friendly on-site 
ink jet cartridge refill 
service, brand name 
printers, and replace-
ment ink jet and laser 
toner printer cartridges. 

Island Ink-Jet & Laser 
Toners is the only ser-

vice provider that refills 
the customer’s ink jet 
cartridge and returns 
the same cartridge to 
the customer. The com-
pany offers “while you 
wait” or “drop and shop” 
service with expert 
knowledgeable service. 

As a national com-
pany with over seventy 
locations, they use cor-
rect inks to refill all car-
tridges, and have access 
to research and develop-
ment provided by the 
company. Island Ink-Jet 
& Laser Toners offers a 
thirty day money back 
guarantee if a customer 
is not satisfied. Employ-
ee expertise, saving mon-
ey, quality product and 
honesty keep customers 

by Cheryl Ann Wartman

Does it really “cost” you to have electronic equipment cleaned?
Most people I visit 

in my sales calls agree 
that computer cleaning 
is needed. They under-
stand that computers 
are neglected and dirtier 
than toilet seats. They 
want me to clean them; 
however, they wonder 
how to fit this new “cost” 
into their budgets. Here 
are 6 reasons why com-
puter cleaning is actually 
a cost cutting measure:

1. Reduce costs as-
sociated with employee 
illness. Statistics Cana-
da reports the average 
number of days lost per 
full time employee for ill-
ness in 2010 at 7.4 days. 
They report the average 
PEI wage at $142/day. 
Our services cost about 
$60-80 per employee per 
year. Now multiply that 
savings by how many 
people are in your office 
and factor in other costs 
such as benefits, cost of 
temporary workers, and 
lost productivity to see 
how much you could 
save.  (http://www.stat-
can.gc.ca/daily-quoti-
dien/110525/dq110525e-
eng.htm, http://www40.
statcan.ca/l01/cst01/

L A B R 7 9 - e n g . h t m )

2. Boost employee 
morale. Organizations 
that place a high value 
on workplace health 
attract and retain the 
best employees while 
reducing employee turn-
over, increasing job sat-
isfaction and morale. 
(http://www.halton.ca/
cms/Oneaspx?portalI
d=8310&pageId=8991)

3. Increase Produc-
tivity. Now your em-
ployees are healthier 
and happier, so what 
is next? They are more 
productive. GPI Atlan-
tic reported that every 
dollar invested in work-
place health resulted in 
a gain of $2 in productiv-
ity. (http://www.howat-
thr.com/images/pdf/
enhancingdna/Cost%20
of%20Stress%20and%20
S i c k % 2 0 T i m e . p d f )

4. Enhance Profession-
al Image. Everyone likes 
cleanliness, but more 
importantly customers 
commonly associate the 
quality of service they 
expect to receive with 
the appearance of your 

business. Perception 
is reality, so having a 
clean workplace is very 
important for all types 
of businesses. (http://
www.cleanercomput-
e r s . c a / i n d e x . s h t m l )

5. Save on Energy Costs 
and Equipment Break-
downs. Clean equipment 
runs cooler, quieter, and 
uses less energy. Some 
of our customers have 
reported that their key-
boards functioned better 
after cleaning because 
the keys no longer were 
sticking. Customers 
who have had internal 
cleanings done reported 
that their equipment 
ran faster after clean-
ing. Fewer equipment 
breakdowns increase 
ROI and productivity.

• “Maintenance is 
critical to system lon-
gevity. Heat and dust 
are the biggest killers 
of computers, says HP’s 
O’Grady. ‘Unless you 
do preventive main-
tenance, the dust gets 
inside a PC and causes 
it to fail over time,’” 
– Computerworld

• “Dust clogs the vents 

behind your computer, 
which causes your CPU 
to heat up—and heat is 
the biggest cause of com-
ponent failure in com-
puters. Regular cleaning 
could save you costly 
maintenance fees down 
the road.” – Microsoft 

• A grocery store in 
rural Ontario imple-
mented a regular clean-
ing program for their 
$42,000 four-lane front 
end checkout system at 
a cost of less than $50.00 
per month. The lifespan 
of the last system was 5 
years without mainte-
nance, and with regular 
cleaning the current sys-
tem is estimated to last 
at least 7 years. That 40% 
increase in lifespan is a 
$16,800 savings for that 
business. This is how reg-
ular preventative main-
tenance can save your 
business money. (http://
www.cleanercomput-
e r s . c a / i n d e x . s h t m l )

6. Reduce Environ-
mental Impact. You 
can’t put a price on 
the value of protect-
ing our environment. 

• We think of the en-
vironment in the ser-

vices we provide. We 
do not use harsh chemi-
cals. Our tools, brushes 
and clothes are wash-
able and re-usable. 

• Clean equipment that 
is using less energy ben-
efits our environment. 

• Few equipment 
breakdowns keep equip-
ment out of the garbage 
system (not all com-
ponents are recycled).

• Let’s not forget the 
trees we can save by us-
ing less facial tissue too! 

We recommend exter-
nal cleaning twice per 
year. Internal cleaning 
of the CPU depends en-

tirely on the dust con-
ditions in your place 
of business. We have a 
qualified IT Specialist 
on staff who can help 
you check to see if it is 
needed when we are do-
ing external cleanings. 

For the best return on 
your dollar, have your 
equipment cleaned in the 
fall, before cold and flu 
season starts, and again 
in the spring, when cold 
and flu season is over.

Jenniffer Lolacono
Healthy PC Solutions

coming back. One cus-
tomer refilled the same 
cartridge thirty-seven 
times before it had to be 
replaced. Technicians 
will take the time to ex-
plain how the customer’s 
cartridge works, proper 
care of their purchase, or 
why their cartridge may 
not be refillable. Once 
they use the service, cus-
tomers love being able 
to save money by “refill-
ing and not landfilling”!

In 2002, when looking 
for a new business op-
portunity, Graham Mc-
Quat applied for and was 
given an Island Ink-Jet 
franchise in Nova Sco-
tia. He has continued in 
business in Dartmouth 
for over nine years. 

Today, the Dartmouth 
store has one owner and 
one full time employee. 
However, it is time for 
Graham to semi-retire. 
He is looking to sell this 
opportunity to a young 
retiree, new business 
owner, immigrant, or 
ideally, an existing busi-
ness that can use this 
business to complement 
their prime business. 
Cross-marketing to cli-
ents would be benefi-
cial to both businesses.

For more informa-
tion contact the Island 
Ink-Jet & Laser Ton-
ers Dartmouth loca-
tion at dartmouth@is-
landinkjet.com or visit 
www.islandinkjet.com 

Atelka, a Canadian 
corporation, provides 
award winning cus-
tomer contact services 
to their clients. Qual-
ity of leadership in the 
field of telecommunica-
tions and contact center 
management sets them 
apart. Since 2003, Atelka 
contact center solutions 
have been penetrating 
numerous market seg-
ments from headquar-

ters in Montreal, Que-
bec. Rapid expansion has 
been attributed to their 
ability to listen to cli-
ents-partners and react 
rapidly to their needs. 

Atelka’s Approach
To Customer Service
A partner relationship 

with their customers is 
encouraged. Employing 
almost 2,500 employees 
worldwide; Atelka offers 
unmatched service qual-
ity for client-partners by 
encouraging a constant 

collaboration in order 
to help clients to get the 
leading position in their 
market. A continuous 
process of technologi-
cal development in or-
der to be positioned at 
the cutting edge of mar-
ket technologies is em-
ployed. Their expertise 
can ensure the success 
of every project, from ev-
ery aspect, technically, 
strategically and quali-
tatively. Furthermore, 
performance is consis-

Atelka: Your Source For Contact Centre and Technology Outsourcing In Prince Edward Island (and Globally)
Part 2 of 2

by Cheryl Ann Wartman

cont’d on p. 10

Jenniffer and Vincent Lolacono

The Mo Bros on day 1 of Movember.
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out the year scheduling 
classes, ordering the 
latest gadgets, keeping 
on top of fabric trends 
and new patterns re-
leased and organizing 
promotions and events 
throughout the year.”  
It is busy, but enjoyable 
with a great variety.

Being Island owned 
and the oldest indepen-
dent fabric shop on PEI, 
Ms. Lane looks forward 
to celebrating 20 years 
in business in June 2012.  
Down the road, she would 

What is 
Crowdsourcing?

Crowdsourcing is es-
sentially outsourcing to 
a group of freelancers, 
and only paying for your 
favorite submission. The 
website either charges 
a fee, or a small portion 
of the prize budget goes 
to the website, and the 
bulk goes to the free-
lancer. Although web-
sites vary, services that 
can be crowdsourced 
include logo design, web-
site interface creation, 
copywriting, business 
naming, and all sorts of 
illustrations and market-

ing designs (and much 
more). Some crowdsourc-
ing websites include: 
www.crowdspring.com, 
www.99designs.com, and 
www.squadhelp.com.  
I’ve only used Crowd-
Spring, but I’ve used it 
3 times for 3 different 
logos and have been 
happy with the process.

How Does 
Crowdsourcing Work?
1) Choose your “prize” 

or budget, and send all 
info pertaining to your 
project and answer a few 
questions to give the free-
lancers an idea of what 
your expectations are.

2) Various designers 
from all over the world 
take their stab at the proj-
ect in order to compete 
for the prize. Remember, 
only your favorite sub-
mission wins the prize.

3) As designers sub-
mit their work, you are 
expected to rate each 
submission and give 
them suggestions to how 
they can tailor it to your 
liking.  This can be time 
consuming as I’ve had up 
to 100 submissions for a 
project, so dedicate some 
time to monitor and 
rate the submissions.

4) Choose the win-

ner. Ask the designer to 
make any final tweaks. 
Then once you’ve re-
ceived your files, the 
designer gets paid.

Benefits Of 
Crowdsourcing:

•see the designs 
before committing 
to pay a designer

•lots of perspectives 
on your project (great 
for brainstorming when 
you aren’t exactly sure 
what you are looking for)

•easy process
Disadvantages Of
Crowdsourcing:

•typically amateur 
designers working on 
your designs (though 
there are some very 
talented designers)

•may be missing out 

on key marketing el-
ements that a more 
experienced design-
er would implement

Get The Best Of 
Both Worlds:

Typically what I’ve 
done is use crowdsourc-
ing as a source of in-
sights and creativity.  
Whenever I didn’t have 
a concrete idea of what 
I wanted, I’d post the 
project on CrowdSpring 
(cost was roughly $350) 
then choose my favorite.  
From that, I would have 
a decent logo, but I’d 
have a much better idea 
of what I wanted. Then 
I’d take that logo and 
hire a more experienced 
graphic designer to im-
prove it (only an hour or 

two of their time).  The 
end result is a fantas-
tic logo for less money 
than going through an 
experienced designer 
to create from scratch.

CrowdSourcing 101

If you are like me, 
I am always amazed 
at the intricate work 
that goes into making 
a quilt.  The stitching, 
colors and complex pat-
terns are something to 
behold.  It is a creation 
of superb craftsmanship.  

To assist with these 
creations is Quilting B & 
More owned by Suzanne 
Lane and staffed by Kar-
en Beauregard and Joyce 
Doyle.  These ladies are 
there to give guidance 
to crafters and supply 
top quality products.  
The Quilting B & More 
opened its doors in June 
1992 as a shop in the for-
mer Prince Edward Hotel 
(Delta).  They carry 100% 
cotton dress weight fab-
ric, perfect for quilting, 
threads, books, patterns, 
batting and top brand 
sewing machines.  In ad-
dition to that, they offer 
a wide variety of sew-
ing and quilting classes.  

Quilting B & More 
take pride in their great 
customer service and 
the immense knowledge 
of sewing and quilting 

techniques they have to 
offer their customers.  
“We try very hard to 
make each customer who 
comes into our store feel 
special.  We want them to 
come back and we want 
them to love sewing as 
much as we do,” says 
owner Suzanne Lane.  
They make every effort 
to go out of their way to 
help solve any problems 
their customers have 
and guide them through 
their unique creations.

An important mile-
stone for the company 
was in 1999 when Quilt 
Canada was held on PEI.  
“We held a pajama shop-
ping party and if custom-
ers wore their pajamas, 
they got a bigger discount 
on their purchases.  The 
party ended at midnight 
and with quilters from 
all over Canada attend-
ing the conference, the 
store was filled to capac-
ity.  We then attended 
Quilt Canada in Ottawa 
as a merchant and trans-
ported that entire inven-
tory by van,” says Ms. 
Lane.  Such an event gave 
great promotional recog-
nition to the company.

There have been chal-
lenges over the past 19 
years.  One challenge 
has been to educate Is-
land sewers and quilters 
about the difference be-
tween good quality and 
poor quality products; 
and how much qual-
ity makes a difference 
in their end creation.  
Another challenge says 
Ms.  Lane, “Is to foster 
the love of sewing and 
quilting and helping the 
next generation to learn 
the art.”  They promote 
this by offering sewing 
and quilting classes.  

With the downturn 
in the economy, sales 
tend to be brisker.  Ms. 
Lane states, “Tradition-
ally when the economy is 
poor, people turn to sew-
ing because it is more 
economical to make your 
own clothes or gifts than 
to buy, so fabric stores 
tend to do better when 
the economy is poor.” 

The emergence of new 
technology has benefited 
Quilting B & More by en-
abling them to keep better 
track of their inventory 
through the implemen-
tation of a computerized 

point of sale software.  
“We have also been able 
to keep our advertising 
costs reasonable through 
the use of email lists to 
use when sending news-
letters to our custom-
ers.  The capabilities 
of sewing machines to-
day that are computer-
ized are amazing.  They 
can sew while we do 
the laundry or watch 
TV,” says Ms. Lane.

Ms. Lane acknowl-
edges, “She and her staff 
are kept busy through-

like to see Quilting B & 
More increase its space 
to display more of the lat-
est fabrics, newest and 
most advanced sewing 
machines, latest patterns 
and offer sewing classes 
every day all day long.  

When you enjoy sew-
ing and creating as much 
as Ms. Lane and her 
staff do, there is noth-
ing better than to see 
the pride in a customer’s 
eyes when they bring 
in their finished quilt 
to show their creation.

Quilting B and More
by June Ellis

Matt Sullivan

  10 years ago this past 
September, we decided to 
take the plunge and start 
our own business from 
our home in Quispamsis, 
NB.  Celebrating 10 years 
of hard work, determina-
tion and success is truly 
a testament of how “go-
ing for it” is worth it!!

Simply Fit, as it was 
called back then, began 
with a passion and ob-
session for nutrition & 
fitness.   Bruce devel-
oped his own methods 
based on many years of 
studies, research and 
trials.  The clients he 
worked with the first 
couple of years will at-

test that the meal plans 
that he created were 
strict, simple and some-
times bland, but with a 
“tough love” approach 
during the consulta-
tions, clients were able to 
achieve tremendous suc-
cess. They realized how-
ever, that after following 
such strict guidelines, 
clients were not able to 
maintain this regimen.  

Since those early days, 
a new company name 
emerged:  “Simply For 
Life”.  This became our 
mantra on what we want 
our clients to focus on….
healthy lifestyle choices 
are not just “simply for 

3 months”, but “Sim-
ply For Life”.    New 
foods were introduced 
to the program, more 
flexibility and amaz-
ing recipes. The biggest 
complaint from clients 
was that there is too 
much food on the menu!   
With the evolution of 
the program, a larger 
percentage of clients 
reached and maintained 
their goals and found 
it easier to adapt into 
a permanent lifestyle.

SFL’s Consulting style 
has not changed.  The 
goal is always to bring 
clients to the finish line, 
even though the road 
will get bumpy along the 
way.  “I often see myself 
caring more about my 
client’s health than they 

do.  My job it so make 
them understand that it 
matters.  It matters what 
food choices you make 
each day, it matters not 
only to themselves, but to 
their family and future.”  

Today, 36 locations 
later, Bruce and Clau-
dine are proud to have 
an amazing network of 
clinics and consultants 
across Canada who de-
liver the Simply For Life 
methodology of health, 
motivation and educa-
tion.  As a company, they 
believe that nutrition 
is truly the medicine 
of tomorrow.  The phi-
losophy will always be 
focused on real whole-
some foods and teaching 
clients how to manage, 
prepare and eat their 

way to optimal health.
“To everyone who 

supported and believed 
in us over the last 10 
years, THANK YOU.”

“To those still try-
ing to reach the “finish 
line”…never quit on 

your health and trust 
that we are always here 
to coach you through 
that bumpy road ahead. “

Bruce & Claudine Sweeney
SFL Founders

Bruce’s Buzz
The Evolution of Simply For Life

The Team at Quilting B holds up a quilt that they donated to Haiti last year, after the earthquake. 
Featured L-R are Joyce Doyle, Quilting B owner Suzanne Lane, and Karen Beauregard.
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Taking Care of Business
cont’d from p. 2

Internal Fraud Prevention Forum - West Prince
Almost on a weekly 

basis reports come for-
ward about cases of 
fraud in communities 
across Prince Edward Is-
land.  In support of busi-
ness owners looking to 
combat this crime, an In-
ternal Fraud Prevention 
Forum is coming to West 
Prince.  ProfitLearn 
PEI, in association with 
CBDC West Prince Ven-
tures, Resources West 
and the Rural Action 
Centre, Alberton, is 
joining forces with the 
RCMP to host a half day 
event Fraud Prevention 
Forum: Tips, Trends & 
Tactics for the West 
Prince business commu-
nity.  Small businesses 
and not-for profit groups 
are encouraged to attend  
this half-day session 
scheduled for Wednes-
day November 23,  2011, 
from 9 am to noon, at the 
Rodd Mill River Resort. 

The Forum will assist 
owner-managers to mini-
mize the risk of becoming 
victims of internal crime 
and increase their under-
standing of appropriate 
internal protection prac-
tices.  Participants can 

expect discussion around 
common and emerg-
ing internal fraud tech-
niques, “red flag” aware-
ness, effective controls, 
and how to deal with 
fraud when discovered. 

Maxine Rennie, Ex-
ecutive Director of the 
CBDC West Prince Ven-
tures, says, “ProfitLearn 
has built this program 
by connecting with two 
certified fraud exam-
iners, Corporal Troy 
MacLean, “L” Division 
Commercial Crime with 
the RCMP in Charlotte-
town and Mary H. Best, 
a chartered accountant 
with Arsenault, Best, 
Cameron, Ellis, Accoun-
tants. We welcome the 
partnership and know 
this Forum will address a 
growing need within our 
business community.” 

Through a panel of 
experts from law en-
forcement and profes-
sional organizations (ac-
counting, law, human 
resources and insur-
ance) the session will 
provide advice on how 
to minimize the risk of 
internal crime in orga-

nizations large or small.  
Corporal MacLean of-

fers this advice, “The 
best way to address fraud 
is to set up controls that 
will prevent attempts in 
the first place. A Forum 
like this is a great way for 
business owners to learn 
how to diminish opportu-
nities for fraud to occur.” 

The cost is $25 + GST 
per person.  To register, 
please contact:  Barb 
MacDonald   Rural Ac-
tion Centre, Alber-
ton   barb.macdonald@
cbdc.ca     Tel: 853-3616

ProfitLearn PEI deliv-
ers foundational busi-
ness training across 
Prince Edward Island. 
This Fraud Prevention 
Forum is an example of 
the practical manage-
ment skill development 
that small businesses can 
experience through the 
program.  ProfitLearn 
PEI is supported through 
a partnership with the 
Atlantic Canada Oppor-
tunity Agency (ACOA), 
Innovation PEI and the 
University of Prince Ed-
ward Island. For more in-
formation contact Marg 
Weeks 1-800-270-4795   

that Atlantic Canadians 
have appeared on David 
Letterman, Good Morn-
ing America, had won 
Grammys, Shared the 
bill with Shania Twain, 
Gene Simmons, Richard 
Branson, Been Awarded 
the Order of Canada, been 
viewed on YouTube over 
40,000,000 times, Person-
ally Interviewed and/or 
spent time with the likes 
of Bill Gates, Academy 
Award Winners Rus-
sell Crowe and Goldie 
Hawn, Oprah, Garth 
Brooks, taught Jerry 
Seinfeld, Performed on 
the Grand Ole Opry (at 
80 Years Old), had writ-
ten Songs for the likes of 
Keith Urban, Carrie Un-

derwood, Rascal Flatts, 
had their work praised 
by Jon Bon Jovi, sold 
in excess of 25,000,000 
books, had an album that 
outsold Jurassic Park in 
Atlantic Canada, Won a 
Star Search Award, Won 
many Canadian Comedy 
Awards, trained the likes 
of Sidney Crosby and 
spent time with Wayne 
Gretzky, and that one 
Atlantic Canadian had 
won 18 Gemini Awards, 
and so much more.

And that is actu-
ally just scratching 
the surface, as you’ll 
see as you make your 
way through this book. 

The message? You 
don’t have to move 
away to be successful… 

For more, don’t forget 

to order your copy of the 
new Conversations With 
Atlantic Canadians book 
featuring the likes of 
Chef Michael Smith, Mu-
sical Comedian Jimmy 
Flynn, Journalist Nancy 
Regan, International 
Leadership Guru Rob-
in Sharma, and many, 
many more (35-36 in total)

Until then, Enjoy,
Corey Poirier

Founder / Publisher
Island Business News
Author, Conversations 
With Islanders (2010)

That Professional Speaker / 
Trainer Guy

www.coreypoirier.com
www.tisti.ca

www.islandbusinessnews.com 

tent which is manda-
tory. Clients-partners 
can put all their trust 
in Atelka’s know-how.

Atelka in 
Charlottetown, PE
On October 7, 2010, 

Atelka acquired Davis 
& Henderson’s non-fi-
nancial services Contact 
Centre business. “We 
are pleased to be expand-
ing into Charlottetown,” 
said Georges Karam, 
CEO of Atelka, when the 
company arrived in PE. 
“This move strengthens 
our presence in Atlantic 
Canada and represents 
a key milestone in the 
implementation of our 
expansion plans and 
growth in new markets.”

Their 214 dedicated 
employees on Watts Av-
enue, in Charlottetown, 
Prince Edward Island 
work hard, participate 

in community activities 
and always find creative 
ideas to make their work 
environment fun and 
welcoming. The team 
plans to run The Cana-
dian Cancer Society’s 
‘Relay for Life’. They al-
ready participated in the 
Gold Cup Parade, where 
the team won the “Pres-
ident’s Choice Cup”. 
Furthemore, the whole 
corporation is currently 
supporting the famous 
international cause for 
the research for pros-
tate cancer, Movember, 
by actively collecting 
funds but also by sport-
ing different types of 
Moustaches, if possible.

Atelka’s 
Success Factors
The Atelka system 

uses full feature inbound 
and outbound capabili-
ties, quality monitor-
ing tools, full digital 
recording, load balanc-
ing, online management 

tools, real-time stats 
and support. This sys-
tem is unique in that:

•They have the 
strongest, experienced 
and dedicated team

•They take care of the 
clients – excellent custom-
er service is mandatory 

•Industry knowledge & 
expertise and one of the 
largest providers of sales 
& technical support to the 
Canadian telecom sector 

•Four of the larg-
est Telecom compa-
nies are their clients 

•Facilities in multiple 
regions within Cana-
da and expansion in 
North Africa (English, 
French and bilingual)

•Strong Canadian 
footprint, understand-
ing the Canadian market 
and actively involved in 
the local communities 

•Expert consulta-
tive and relationship 
selling competencies 

• E x p e r i e n c e d /

Atelka
cont’d from p. 6

cont’d on p. 13
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“You have to stop tell-
ing customers they don’t 
need a new computer.”

Those were the words 
that became the cata-
lyst for ACTS Computer 
Training & Services. 

Well, sort of.
Owner/Operator Ter-

ry Arsenault was work-
ing in computer sales 
at the time, and even 
though sometimes the 
customer really did need 
a new computer, some-
times, they didn’t, and 
couldn’t afford a new 
one. Terry felt it was cru-
cial to be open and honest 
with the customer about 
their real, and full, needs. 

In an environment 
where sales are the 
key success indica-
tors; such openness 
isn’t exactly welcomed. 

Eventually, Terry re-
alized that even if the 
openness wasn’t wel-
comed, it was important 
to him, and he knew it 
was important to cus-
tomers - customers who 
had a wide range of ques-
tions for Terry, and of-

tentimes were filled 
with confusion about 
their computer’s 
operation as well.  

Terry came to the 
conclusion that an 
environment that 
didn’t thrive on cus-
tomer education, 
and training, wasn’t 
an ideal fit for Ter-
ry, and he moved 
in a different direc-
tion with his career.

But, as a person 

sible, Terry again moved 
in a different direction 
and decided to go back 
to school, and as a result, 
he proceeded to earn an 
A+ Certification as a 
professional IT Techni-
cian in December 2007. 

He actually gradu-
ated, with honors, from 
the Academy of Learn-
ing “Computer Service 
Technician” course 
in December 2008.

Fast forward just a 
little, and Terry real-
ized his dream when he 
launched ACTs Comput-
er Training and Services.

Today, Terry is fol-
lowing his Passion with 
ACT’s as he teaches 
people of all ages to work 
more effectively with, 
and gain more confi-
dence with, computers, 
and he really enjoys 
teaching seniors how 
to use web cams, book 
airline tickets online, 
and just become more 
tech-savvy in general.

Terry is also married 
with three grown sons 
and even though he pro-
vides computer training, 
and even repair service, 
throughout the Island, he 
resides in Summerside. 

The messages here?
If you do what you 

love, it’ll never feel like 
work, and whether you 
don’t know how to turn 
a computer on, or you 
just don’t know how to 
use some of the more 
technical aspects of 
your computer, ACTs 
Computer Training and 
Services is here to help. 

Acts Computer 
Training & Services
“All About Helping Others While Allowing An 

Entrepreneur To Do What He Loves”

who has been passionate 
about computers since 
the days of Commodore 64 
Computers and Dot Ma-
trix Printers, he wasn’t 
ready to leave the indus-
try completely, and he 
ultimately found himself 
working for a local com-
puter service and sales 
centre who at least be-
lieved in the importance 
of computer education.

It did become appar-
ent to Terry along the 
way that while he was 
learning more about 
computers, his ultimate 
passion was helping peo-
ple gain more confidence 
and familiarity with 
their own computers. 

He recognized that 
the most effective way 
to accomplish this was 
first, for Terry to round 
out his own knowledge, 
and eventually launch 
a training program 
for computer users.

He even had inten-
tions of helping the or-
ganization that he was 
working for at the time 
launch a training centre 
but when it was realized 
that it wouldn’t be fea-

We announced a few 
months ago that East 
Prince Funeral Home had 
expanded their location, 
and services, to serve 
their families better.

If you’ve been to 
the expanded funeral 
home since, or if you 
found yourself driving 
by during the renova-
tions, you saw (and have 
seen) first hand the big 
changes that took place.

We thought it might 
be a great time to catch 
up with Funeral Direc-
tor, Larry MacKinnon 
to get his take on the 
recent developments 
and feedback he might 
have received about 
the Funeral Home’s re-
cent, and continued, 
forward movement.

ISLAND BUSINESS 
NEWS (IBN): Good Morn-
ing Larry, the last time 
we chatted, the renova-
tions were still taking 
place. Now that they are 
complete, can you share 
with us what has taken 
place in the way feed-
back from the families 
and how the chapel addi-
tion has been received? 
You didn’t have a chapel 
before, is that correct?

LARRY MACKINNON 
(LM): Yes, we didn’t have 
a separate chapel be-
fore. We discussed add-
ing one in 2000 but the 
numbers didn’t work at 
that time. This time, the 
renovation was moving 
forward so adding a sepa-
rate chapel made perfect 
sense. We have received 
all positive feedback 
about the Chapel addi-
tion, and we’ve seen a 
lot of families make use 
of the Chapel’s services. 
It has all been positive.

IBN: Can you give us 
a percentage in terms 
of how much more it 
costs to use the Chapel 
as part of the services a 
family would require? 

LM: The biggest sur-
prise I believe that most 
families get is that there 
is no extra charge to use 
the Chapel. People have 
told us they expected 
an extra charge so we 
know it surprises some.

IBN: Surprises me, 
in fact. But wow, that’s 
great. What are some 
of the main benefits of 
having the chapel and 
a larger funeral home?

LM: I believe the big 
thing is it means in in-

clement weather, peo-
ple don’t have to stand 
outside. Another thing 
is that we have a lot 
of elderly people that 
come here, and the Cha-
pel means that with a 
larger wake, they aren’t 
standing as long. When 
we have a larger wake, 
the extra seating allows 
us to avoid the longer 
lines as well. It really is 
a positive for everyone.

IBN: Other new posi-
tives that have come as a 
result of the renovations?

LM: Sure. Our new 
display screens are great 
additions as well. We can 
display a lot more, up-
date it more frequently 
than a manual board and 
it’s easier to read as well.

IBN: Any other new 
developments you’d 
like to share with us?

LM: We’re trying 
something new this year 
that we know has been 
tried in other areas, and 
we’re hoping it goes over 
very well so that it be-
comes an annual thing. 
We’re holding a Holiday 
Memorial Service this 
year and inviting every 
family we served in 2010, 
and then going forward if 

East Prince Funeral Home Continuing To Evolve 
As The Needs Of Families Evolve

You can find East 
Prince Funeral Home at 

245 Pope Road.

it goes over as well as we 
are hoping it well. We’ll 
have refreshments and 
music, by local musician 
Rodney Savidant, and 
we’ll also be recogniz-
ing members of the fami-
lies we served as well.

IBN: When is the    Memo-
rial Service taking place?

LM: December 3rd.

IBN: I’m sure it 
will be a great suc-
cess Larry. Thank you 
for taking the time to 
speak with us today.

LM: Thank you.
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IBN: How did you 
get started in Comedy?

In 1998, I didn’t have a 
clue what I wanted to do 
with my life. I was work-
ing in factories over- 
night, and coming home 
sick and tired because of 
my allergies to dust. I got 
fired after two months, 
but I told my aunt that 
the power was out and 
they sent us home. At 
supper, I saw this Indian 
comedian who was tell-
ing jokes. I didn’t move 
from the sofa or finish 
eating. I just laughed, 
while my family looked 
at me like I’d lost my 
mind. As soon as the 
show was over, I found 
out it was Russell Peters. 
I ran upstairs, and called 
my cousin Monti. Af-
ter he calmed me down, 
the first thing that came 
out of my mouth was “I 
want to be a comedian”.

IBN: How many 
performances would 
you guess that you’ve 
been a part of to date?

So far, I have per-
formed at least 3000 times!

IBN: What are the 
toughest aspects of be-
ing a Muslim Comedian?

 The hardest part is 
the fact that I am not a 
practicing Muslim. After 
one of my shows, this guy 

by Cheryl Ann Wartman
came up to me and said 
he has not met a Muslim 
like me. I felt like an alien.

IBN: Best ad-
vice / worst advice? 

The best advice I can 
give is to start looking at 
comedy like a business. 
Keep it real because you 
feel comfortable. Start-
ing out make a business 
card, record your set, 
and review it. Even if 
one person laughed it is 
still good. It is a clue that 
there might be some-
thing there. Ask come-
dians how good or how 
bad the set was. Most of 
all watch other comedi-
ans, study them to deter-
mine styles that you like. 

The worse advice is 
to tell you to steal jokes 
or laugh on stage af-
ter you tell your jokes. 
Also, swear on stage 
and tell dirty jokes, 
because that’s not go-
ing to get you on TV.

 
IBN: Were you ner-

vous the first time 
you took the stage? 
Did it ever go away?

Even though I had ex-
perience in drama, I was 
nervous. Stand-up is dif-
ferent. You are alone. 
I get nervous if family, 
traditional older folks, 
or Muslims are present 
because some feel like 

I am making fun at the 
religion. Now after 10 
years, most audiences 
are on board with me. I 
still sometimes get ner-
vous if I feel the crowd 
wants dirty comedy.

IBN: What do you no-
tice are the most common 
success traits among 
successful comics? and 
successful performers 
in general? What does 
success in life and on 
the stage mean to you?

Successful comedians 
are the ones who prac-
tice. Sometimes you will 
notice the same joke 
that bombed in an ear-
lier show developed into 
a Perfect routine. Good 
comics pay attention to 
the crowd, as the routine 
can be tailored to the 
flow of the room. Tak-
ing chances, they show 
others what they can do, 
and go out of their way to 
go to different countries. 
The other important fac-
tor is they write material 
that others can relate 
to, for example they can 
turn pain into humour. 

Being successful in 
life is different things 
to different people. One 
person can say that I 
have a good career, a 
great family, and job to 
make enough to keep the 
family happy. While oth-

ers want to make lots of 
money, have fame, and 
have power to change 
peoples’ lives. To me suc-
cess is making people 
laugh, whether  3 or 1000, 
and  get paid for what you 
love to do.  My goal is to 
actually get into movies 
and choose the types of 
role I play. The money 
will come, but first it is 
doing what I love to do.

 
IBN: Who is your fa-

vorite East Coast Comic? 
Favorite Atlantic Cana-
dian, or Canadian Com-
ic? Who are your favorite 
comics overall to watch?

My Favorite east cost 
comic is Mark Walker 
who is actually from Tru-
ro. I have known him for 
10 years and also had the 
chance to work with him 
in Toronto and Halifax. 

My Favorite com-
ics in Canada are Ron 
Josol, Kenny Robin-
son, and Jean Paul. 

I love watching 
George Carlin, Mitch 
Hedberg, Chris Rock, 
Dave Chappelle,Richard 
Pryor, Ron Josol, 
and Russell Peters

IBN: Did you have any 
mentors along the way? 

From the Start, Rus-
sell Peters taught me 
that it’s about being you. 
Mark Breslin, the owner 
and founder of Yuk Yuk’s 
Comedy Club Interna-

tional, said to watch out 
for my accent because 
people won’t understand 
even if it is funny. Ron 
Josol, a very good friend 
to me, often would cut me 
off during a conversation 
and say “Rasul talk about 
this on stage”. Gavin Ste-
phen taught me about 
not telling easy jokes. 
Last but not least Jean 
Paul taught me “Suc-
cess is the best revenge” 

IBN: Do you pre-
fer to host, head-
line or middle? Why? 

I like to host because I 
am not intimidating, and 
very good at understand-
ing the crowd while tak-
ing control of the show 
from the beginning. I 
love the idea that a host 
can make audience forget 
all their problems. Also, I 
like to throw in jokes, be-

Q&A with Comedian Rasul Somji

cause if it doesn’t work I 
just say, “Hey I am just 
the host but your next 
act has better jokes.” 

IBN: The one thing 
the average person (who 
hasn’t performed stand-
up) wouldn’t realize 
about stand-up comedy?

The hardest thing is to 
get a reaction from a joke 
that has been told more 
than 10 times, because 
the comedian gets bored. 
Joke telling contains the 
element of surprise.  That 
is one of the biggest rea-
sons why when strangers 
approach you, and tell 
you to tell them a joke, it 
won’t work. People don’t 
understand that comedi-
ans are business people; 
they often want us to 
perform for free. Jokes 
are our merchandise. 

Expert Bilingual 
Agent Workforce 

•Can provide any re-
quired capacity includ-
ing dedicated facilities

•Flexible and rap-
idly scalable service 

•Dedicated  opera-
tions and account man-
agement resources

•Competitive val-
ue based pricing

However the top three 
success factors accord-
ing to Atelka’s team are:

1.People – Creating 

a great place to work 
and to build a career.

2.Performance – Set-
ting new standards of 
sustainable excellence.

3.Partnership – 
Investing in long 
term relationships. 

Atelka’s 
Executive Bios
Although focus is on 

the clients-partners’ 
needs, Atelka has a stel-
lar team to work with:

•Georges Karam, CEO, 
co-founded Atelka in 
2003. He aims to make 
Atelka a leader in pro-

viding IP call center solu-
tions. Expert in Comput-
er Telephony Integration 
(CTI), Interactive Voice 
Response (IVR) and tele-
communications and te-
lephony protocols, Mr. 
Karam brings more than 
15 years of related experi-
ence to Atelka and its cli-
ents. Under Mr. Karam’s 
direction, Atelka experi-
ences continued success 
in their several offices.

• Gilles Fagnan, Vice 
President Finance and 
Administration, joined 
Atelka in 2005.

• Elizabeth Tropea, 

Principal Vice President 
Operations, joined Atelka 
in 2011.

• Claude Voisine,Vice 
President Shared Services, 
joined Atelka in July 2009. 

• Heidi Solomon, Senior 
Vice President Business 
Strategy & Development, 
joined Atelka in 2010. 

•Stéphane Désormeaux, 
Vice President Account 
Management, joined Atelka 
in 2008. 

• Godfrey Jesudian, 

Atelka
cont’d from p. 10

Vice President Business-
Development, joined Atelka 
in 2006.

• John Brennan, Vice 
President Business 
Development,  joined 
Atelka in 2011.

Atelka’s Challenges
Every business has its 

share of challenges and 
successes; it is part of the 
game. In Atelka’s case, 
their  biggest challenge 
was their biggest success. 

The company has grown 
so fast in so little time; 
that they constantly have 
to readapt to maintain 
their quality of service – 
which they are able to do.

Atelka’s Future
Atelka would very 

much like to take ex-
pansion internation-
ally and target new 
markets and industries.
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Laser 
Ease

with Linda Stewart

Just in case you’re 
not already familiar 
with their work, Laser 
Ease Therapeutics is an 
organization that offers 
a very comprehensive 
therapy system for the 
treatment of sports in-
juries, arthritis, and a 
wide variety of muscu-
loskeletal pathologies, 
plus a new and incred-
ibly successful method 
to stop smoking and 
help you lose weight! 

We announced just 
a few months back 
that Laser Ease Thera-
peutics was expand-
ed to Charlottetown 
to serve you better. 

Believe it or not, 

they are at it again – 
this time moving to a 
newer, larger location 
to continue their effort 
in serving you better.

Crediting the word 
of mouth marketing 
made possible by their 
treasured clients, the 
need for a larger loca-
tion is bringing them to 
549 North River Road. 

The new question be-
comes, is the new move 
the only way they are 
evolving to serve you 
better? The answer 
is a resounding no!

They are also talking 
with clients about adjust-

ing their Charlottetown 
hours to serve their cli-
ent better, about the new 
space itself, and even 
about the best methods 
of keeping their clients 
in the loop in the future.

Whether the feed-
back brings Laser Ease 
in the direction of a 
company newsletter, a 
continued evolution of 
their Facebook page, or 
just little tweaks in the 
system that move them 
forward in the right di-
rection, the one contin-
ued theme remains the 
same as this editorial 
– that Laser Ease is fo-
cused on continuing to 
find ways to serve their 
treasured clients better.

In the meantime, 
starting December 1st 
you can find them in 
Charlottetown at their 
new location on North 
River Road, and at their 
Summerside location 
at 251 Water Street in-
side the McNeil Mall.

You can learn 
more about Laser 
Ease Therapeutics at 
w w w . l a s e r e a s e . c o m 

  

What’s New At 
Laser Ease Therapeutics

Growing Again 
To Serve You Better 

Lawrence Grassi 
1890-1980

Master Trail Blazer
                 
“He sought new paths, 

made rough places 
smooth, pointed the 
way to higher levels and 
loftier achievements.”

My buddy Wally Ko-
zak and I were hiking in 
Kananaskis Park in the 
Rocky Mountains of Al-
berta, Canada, when we 
came upon this plaque 
dedicated to Lawrence 
Grassi, a mountain ex-
plorer of the last cen-
tury who had discov-
ered and trail blazed 
this part of the beauti-
ful Canadian Rockies. 

Four years earlier, 
Wally had a major heart 
attack while working 
on the ice with Pros-
pects of the Women’s 
National Hockey Team. 
After he was taken to 
the hospital and checked 
out, he was given a 
2% chance to survive. 

As we hiked up the 
Mountain, Wally told me 
that this was something 
he thought would never 
happen as he was going 
through an extensive re-
hab period. Wally, howev-
er, is no ordinary human 
being and is not satisfied 
with mediocrity; he has 
huge dreams, and much 
like Lawrence Grassi, 
he is a “Trail Blazer”. 

Wally, in the opinion 
of many of the world’s top 
Hockey People, is one of 
the Best “Hockey Minds” 
in the sport of hockey. He 
played a large part in the 
success of the Canadian 
Women’s Program when 
they won Olympic gold 
medals and world cham-
pionship rings. He also 

played with the Men’s 
National Team and 
coached in Japan as well. 

 
Wally has devoted his 

life to teaching young 
people as a high school 
physical Educator and 
coach in many sports. 
He wants to spend the re-
mainder of his life help-
ing young people and 
coaches better under-
stand the sport of hockey 
and life in general. To 
give an idea of the degree 
of his energy and com-
mitment, the Saturday 
prior to the writing of 
this, Wally spent most 
of the day on the ice and 
in the classroom with 
coaches, and in the eve-
ning we attended a Midg-
et Boys hockey game. 

The following week, 
Wally took me to visit a 
26 year old young man in 
a wheel chair who was 
involved in a motorcycle 
accident and was brain 
damaged, and was strug-
gling with his recovery. 
I watched as Wally com-
municated with this for-
mer AAA hockey player 
and brilliant computer 
technician. I could see the 
love and respect he had 
for Wally and the only 
two words I heard him 
say with difficulty were 
“Crosby” and “Wally”; 
his eyes brightened up 
and a hint of a smile was 
evident as he pronounced 
the names of these two 
special people. Wally 
later told me that he felt 
God had allowed him to 
live so he could help this 
young man recover his 
health. He figures it will 
take him five years and I 
believe that Wally, who 
had suffered brain dam-
age himself and received 
five heart bypasses, will 
stick with this young 
man until he is well. 

As Wally and I reached 
the top of that mountain 
and looked down on the 
beautiful Valley below, 
the thought came to me 
that, “Sometimes you 
have to climb a moun-
tain to appreciate the 
beauty of the Valley.”

As we struggle through 
the valleys of our time 
here on earth (whether 
in sport or everyday 
life), we sometimes fail 
to realize the importance 
of struggle in increasing 
our strength and general 
development. Sometimes 
we fail to take time to be 
thankful and to appreci-
ate the beauty around 
us. We are not always 
aware of the strength we 
have gained from our 
struggles until we take 
time to climb a moun-
tain and look down on 
the beauty of the valley. 
It is here that we begin to 
understand that it is in 
the Valleys that we grow 
and “become” the people 
we were meant to be. 

Like Wally Kozak 
and Lawrence Grassie 
who have become “Trail 
Blazers” by giving of 
themselves and invest-
ing their lives in the 
lives of others, to help 
make a better life for all 
of us, we too can make a 
difference. It may be in 
sport, at home, in school 
or where we work. The 
kindness we show to oth-
ers may seem a small 
thing to us, but to some-
one in need it can make 
a world of difference. 

Let it be our desire 
that a hundred years 
from now, someone will 
look back at our lives 
and say that like Wally 
Kozak and Lawrence 
Grassi “We sought new 
paths, made rough places 
smooth, pointed the way 
to higher places and loft-
ier achievements” and 
made a positive differ-
ence in the lives of others. 

Keep Dreaming BIG 
and Working Hard 

Allan Andrews

The Hockey Professor

Allan Andrews



Island Business News Page 15Early Winter Edition  2011

by  Nancy M. Doucette
From The Heart

Special November Birthdays ~ From My Heart
November 1    Mark Triantafillou Very Special Person
November 2    Joey Gallant  My Cousin
November 3   Rayona Lee Arsenault My Cousin
November 11   Marlene Cameron My Friend
November 16    Shirley Riley  My Aunt
November 18    Doreen Gallant  My Aunt

“Days Gone Past”

Special December Birthdays ~ From My Heart
December 1    Clayton   My Uncle
December 15    My Father  the late Eddy Doucette
December 15    My Father-in-Law the late John P. Poirier 
December 15   Wilfred Doucette My Uncle
December 21   Jane Poirier  My Sister-In-Law
December 21   Mike Alexander My Friend
Decmeber 22   Linda Gallant  My Uncle
December 23   Bobby Gallant  My Uncle
December 23   Brian Williams  My Friend
December 28   Dora Deschamp My Aunt
December 29   Gloria McKinnon My Cousin

EI Changes Affect Both 
Self Employed and Small Businesses

by Richard Corkum

In 2011, two new Em-
ployment Insurance 
(EI) measures were in-
troduced. The first was 
the special benefits 
for self-employed indi-
viduals and the second 
was the hiring credit 
for small businesses.

Special Benefits for
Self-Employed 
Individuals
Beginning in 2011, 

self-employed Canadi-
ans are eligible for cer-
tain types of benefits 
under the Employment 
Insurance Act. The four 
types of benefits are:

•Maternal benefits 
– you gave birth to 
a child or children;

•Parental benefits 
- you are caring for 
a newborn or adopt-
ed child or children;

•Sickness benefits 
- you are ill, injured, 
or in quarantine; and

• C o m p a s s i o n a t e 
care benefits - you 
need to provide care 
or support to a grave-
ly ill family member.

To be eligible for 
these benefits you must:

•operate your own 
business, or if you work 
for a corporation but can-
not access EI benefits be-
cause you control more 
than 40% of the corpora-
tion’s voting shares; and

•be either a Canadian 
citizen or a permanent 
resident of Canada.

Self-employed indi-
viduals who are already 
eligible to receive EI 
through the regular EI 
program benefits (such 
as barbers, hairdress-
ers, taxi drivers), as 
well as fishers who are 
included as insured per-
sons under the EI Fish-
ing Regulations, are not 
eligible to register for 
these special benefits.

In order to qualify to 
receive EI special ben-
efits, you must have 
registered and waited 12 
months from the date of 
your confirmed registra-
tion, (that is you need 
to register at least one 
year in advance of apply-
ing for the benefits) and:

•you have reduced the 
amount of time devoted 
to your business by more 
than 40% because of one 
of the reasons stated 
in the benefits above;

•you have earned a 
minimum amount of 
self-employment earn-
ings during the calendar 

year preceding the year 
you apply for benefits. In 
order to claim benefits 
in 2011, your earnings 
in 2010 had to be at least 
$6,000.This amount may 
change each year; and

•for maternity or pa-
rental benefits, you must 
provide the expected 
date of birth of the child 
and the actual birth date 
once it has occurred, or 
the official placement 
date in the case of an ad-
opted child or children;

•for sickness benefits, 
you must provide a med-
ical certificate as proof 
that you are unable to 
work because of illness, 
injury or quarantine;

•for compassionate 
care benefits, you must 
provide medical proof 
showing that a grave-
ly ill family member 
who is at risk of dying 
within 26 weeks needs 
your care or support.

Once you are regis-
tered for EI benefits, you 
are required to pay EI 
premiums based on your 
net self-employed earn-
ings for the year (this will 
be calculated when filing 
your personal income 
tax return) or, if you are 
a shareholder of a cor-
poration, the amount to 
be paid is based on your 
insurable earnings and 
will be deducted from 
your pay and submit-
ted by the corporation. 
In both cases, only the 
employee’s portion of 
EI is to be contributed.

If you are eligible to 
receive EI benefits from 
both self-employed earn-
ings as well as being 
an employee, you can 
choose to apply for EI 
special benefits either 
as a self-employed per-
son or as an employee.

Once you are regis-
tered to participate in 
the EI program, you have 
60 days to cancel the par-
ticipation and not be li-
able for any premiums. 
After the 60-day period 
you can terminate your 
participation only if you 
have never claimed any 
benefits through the pro-
gram as a self-employed 
person and the termina-
tion is only effective on 
December 31, no matter 
when you file the notice 
of termination. For ex-
ample, if you file a notice 
of termination on March 
1, you are still required 
to pay premiums up to 
and including December 

31 of that year. If during 
this period, you can still 
apply for the special ben-
efits if eligible and your 
termination request will 
be rescinded.  In all cas-
es, once you have made 
a claim you are no lon-
ger eligible to terminate 
your participation and 
you are required to con-
tribute as long as you 
are self-employed, even 
if the nature of your self-
employment changes.

Hiring Credit for
Small Businesses
The 2011 federal bud-

get introduced a one-time 
credit to small business-
es intended to stimulate 
new employment and 
support small businesses. 
This credit is similar to 
the New Hires Program 
from a few years ago.

The government will 
credit any small busi-
ness the amount of the 
increase in employer’s 
share of EI premiums 
for 2011 over that paid 
in 2010 up to a maximum 
of $1,000.  Generally, 
Canada Revenue Agency 
(CRA) defines a small 
business for this credit is 
being a business where 
the amount of employer 
EI premiums paid in 2010 
was $10,000 or less. If the 
business has more than 
one payroll account, 
CRA will use the aggre-
gate of all accounts to 
determine eligibility and 
amount of the credit. All 
new businesses started 
in 2011 will be eligible for 
the credit if it has insur-
able employees and any 
businesses that ceased 
in 2011 will be eligible 
if there was an increase 
in employer EI premi-
ums before cessation.

There are no calcula-
tions or forms to be filed 
by the business – CRA 
will do the calculation 
subsequent to the filing 
of the 2011 T4 Informa-
tion Return. Nor are 
there any special records 
required to document 
the increase. Any credit 

received will be used to 
pay off any outstanding 
balance on the payroll 
account(s) with the re-
mainder being credited 
to the 2012 payroll ac-
count. Therefore, in the 
spring, it will be impor-
tant for the person re-
sponsible for payroll in 
the business to check the 
Source Deduction Remit-

tance Form to determine 
the amount of the credit 
and reduce a future pay-
ment by that amount.

This article is a gen-
eral overview and each 
person’s/business’ af-
fairs are unique, there-
fore further profes-
sional advice is always 
advisable before any 

action is undertaken.

Richard Corkum, 
B.Sc., FCGA Is a board 
member of the Certified 
General Accountants As-
sociation of Prince Ed-
ward Island and is the 
Proprietor of Poole Cork-
um, Certified General Ac-
countants in Summerside.

In days gone past I’d walk into a local store
Greeted with a smile and “How can I help you?” as I walked in the door

Things have changed drastically and I am not really sure why
Workers seem more interested in us making our purchase & quickly saying goodbye..

With the Holidays right around the bend, you’d think our purchases would be
of great importance to a business’ that they’d be looking to reach a sales high
The appearance and ease of shopping on Ebay is surely something that can

affect a business’sales & that no one can deny
Even if one has a bad experience on Ebay you can still have the sale dealt with

by staff who want the Ebay  business to grow
So if you have a worker, make it your business to find out how they treat your 
customer, it will help your sales & since you pay staff to serve your customer 

 it is your right to know…

If I go into a store today and the sales clerk goes out of their way 
I carry that experience with me throughout my whole day

But on the other hand if I go in & the clerk is obviously bothered a customer is there
Next time be assured I’ll shop elsewhere & this the owner will see on sales

The owner can easily change this experience for us if for the customer the owner does care…

Personal cell phone calls and sending a text should not be allowed on company time
While me & other customers wait at the checkout sometimes more than one of us in a line

I’ve had this happen to me (others tell me it’s happening to them too) & quite a bit lately
A change in this type of customer service is something I hope I live to see…

In days gone past it was often the owner themselves who waited on us
They wanted their business to grow, it reflected on the service given us - on that 

we could trust
It’s sad that we no longer receive this type of service when we walk in to a store
Don’t let technology rob us of what is rightly due – personally I liked the way it was before

All it takes is one store owner saying it’s time we go back to yesterday
Telling your staff to serve us better & leave their Cell Phones put away

I really don’t care to hear what the staff is playing for that night and the next day
If you want your sales to improve take the time to listen to what the customer has to say…

“The guys like Tavares, Duchesne and Crosby, they know how to control 
their thoughts, to focus on the positive. They are willing to put in the time, and 
the practice. They also have a quiet confidence. I’ve also noticed that the best 
of the best, and even some who may not be the best, they have an edge the oth-
ers don’t have, and perhaps most important, they have a hunger for perfection.”

...and I Quote....
QUOTES FROM CONVERSATIONS WITH ATLANTIC CANADIANS

Doug Shepherd
Elite Skating Coach & Executive 

Director of Andrew’s Hockey Growth 




