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We are often asked; “Why do some 
businesses succeed while others fall 
to the wayside?”  

Experience, education and ability 
play a part but, perhaps surprisingly, 
are not the determining factors. Pas-
sion is the first key. Loving what you 
do and getting excited about your 
business. Passion expressed 
through effort and determination. 
You need to spend each working 
day focusing on your business, giv-
ing it everything you can and being 
open to new possibilities. 
 

A willingness to grow is the second 
key.  Learning new things, having 
new experiences, changing the way 

you view the world and leaving 
your comfort zones all increase 
your chances for success. These 
things are not always easy, but 
extremely gratifying once you 
see the results.  
 

The final key is having a defini-
tion of success.  This varies from 
person to person. Setting goals 
and measuring your progress is 
vital to the growth of any busi-
ness. 
 

Remember, have a passion for 
what you do, be open to new 
possibilities and embrace suc-
cess.  

dates des séances et pour 
vous inscrire. 

��Le Club 2000 Niagara Inc. 
en partenariat avec Job Gym 
vous invite à son Salon de 
l’emploi le mardi 20 
septembre prochain de 9 h 30 
à 13 h au 620, rue Niagara, à 
Welland.  

 

�Le Club 2000 Niagara Inc. 
vous invite à une réception 
champêtre le jeudi 6 octobre 
prochain, de 15 h à 18 h au 
marché Welland. Cet événe-
ment présentera des entre-
preneurs agricoles et ruraux 
régionaux tout en rencontrant 
des experts en marketing, en 
développement économique 
et des leaders touristiques. 

 

Pour toute formation afin 
d’améliorer vos services en 
français, rendez-vous au 
Collège Boréal à Welland 
ou contactez le 
905.714.9888 ou 
888.368.9198 ou 
www.borealc.on.ca.  

�Ateliers  

L’art du réseautage – Les 
secrets du réseautage 
positif 

Le 22 septembre 2005 de 
19 h à 21 h  

�Programme ontarien de 
formation en gestion 
(POFG) 

Chaque cours est de 30 
heures – 12 semaines   

Les communications 

Le travail d’équipe et le 

leadership 

La tenue de livres d’une 
petite entreprise 

L’excellence en service à la 
clientèle 

Cours en ligne : Simdut / 
Whimiss - durée de 90 
minutes  

Autres cours: La grammaire 
du français, rédaction des 
documents, French as a 
Second Language et French 
Conversation. 

 

�Séances d’information 
destinées aux petites 
enterprises et présentées par 
l’Agence du revenu du 
Canada. Veuillez contactez le 
905.984.2274 pour de plus 
amples renseignements, 
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�Camille Julien-Snelgrove is a young busi-
ness owner who has successfully started her 
community oriented business with the assis-
tance of the Self-Employment Benefit pro-
gram. Since she started her business back in 
June 2005, she has exceeded her expecta-
tions in some areas and faced the unex-
pected in others. 

 She understands what is needed to meet 
the requirements of her young clients.  What 
has been unexpected is the time that had to 
be invested in the infrastructure of her busi-
ness. She spent hours on developing poli-
cies and procedures for her staff.  There 
were questions concerning what was re-
quired by law, by the industry and to meet 
her standards.  There was a great deal of 
time spent in getting her insurance in place. 
She has accomplished this through the dedi-
cation she has in making her business, Brick 
by Brick Therapy & Wellness, a successful 
and thriving part of the Niagara community. 
She loves to talk about her successes to 
date. 

 “BRICK by BRICK Therapy & Wellness is 
helping to tackle disorders like Autism and 
ADHD by constructing a comprehensive, fun 
and flexible curriculum available to children 
age 1-12. Each specialized program is tailor-
made to meet the child’s specific areas of 
need. BRICK by BRICK Therapy & Wellness 
offers therapy in the following areas: 

Applied Behavioural Analysis (Flex Pro-
gram), Sensory Integration, Behaviour Man-
agement, Life Skills Training and Social De-
velopment Intervention. 

 It is our mission to bring together a treat-
ment plan that encompasses the most effec-
tive components of the successful, time-
tested treatment principles in addition to add-
ing our own flair and expertise to the mix.  

Continued on page 8.��
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Everyone tells us we 
must network to get 
ahead in our business. 
What is networking? 
According to Webster©s 
New World Dictionary, 
a network is a "group, 
system, etc. of inter-
connected or cooperat-
ing individuals." Net-
working, therefore is 
the use of this group or 
system to achieve 
some sort of end re-
sult. In business, the 
end result is business 
growth. It is viewed by 
many as the leading 
contributor to business 
growth, and who 
among us would turn 
down a way in which 
we can make our busi-
nesses grow?  

 Networking is not a 
way to get sales.  It is a 
way to make contacts 
which may eventually 
lead to opportunities. 
They may also help 
you find new employ-
ees when you are in a 
position to hire. These 
contacts may be a 
source of information 
about an area in which 
you are unfamiliar. You 
know one of your con-
tacts specializes in this 
area so you can go to 

them for information.  

Your network is made up of 
almost anyone you©ve ever 
met. Of course not every-
one is part of your active 
network, but each person 
has the potential of leading 
you to other contacts. The 
relations within your net-
work are bi-directional. In 
other words, one hand 
washes the other. Don©t 
hesitate to offer support as 
well as ask for it.  

Members of your network 
can include, but are not 
limited to: business associ-
ates, professional associa-
tions, friends and family, 
former professors and in-
structors, and former class-
mates.  

SHY? Some of us, by na-
ture, find it very difficult to 
approach people. How do 
you network, if just saying 
hello to a stranger sends 
shivers up your spine. The 
experts say that you 
shouldn©t change your per-
sonality and suddenly be-
come outgoing. You should 
put yourself in situations 
where you will have the 
opportunity to meet people. 
For example, doing volun-
teer work will give people a 
chance to see you in action 
and possibly approach you. 
This will also give you the 

opportunity to establish rap-
port with others. If the tele-
phone is a problem, you can 
keep in touch with members 
of your network via snail mail 
or email. Don©t forget net-
working opportunities on the 
Internet. Message boards 
offer a good way to do this. 

 

 

Networking takes time… 

have patience.  

Grow and nurture your net-
work��
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Canada Revenue Agency 32 
Church Street, St. Catharines Small 
Business Information Seminar, a 
two-hour free session to help small 
business entrepreneurs. Call 905-
984-2308 or 905-984-2274. 

 

�Welland/Pelham Chamber of Com-
merce at Seaway Mall, Niagara 
Street, Welland 

September 9 and 10, 2005 – Busi-
ness Opportunity of the Year, a two 
day tradeshow. Show space rates 
$250 + GST for members and $450 
+ GST for non-members. Call 905-
732-7515. 

 

�St. Catharines Chamber of Com-
merce at the Holiday Inn, Lake St. 
and QEW, St. Catharines 

September 21, 2005 – Good Morn-
ing St. Catharines Business Break-
fast. Registration at 7:15 am, break-
fast at 7:30 am, presentations at 8 
am. For information call 905-684-

2361 or email 
stc@scchamberofcommerce.com . 

 

�The Standard, in partnership with 
Sears Canada and Meridian Credit 
Union at Quality Hotel and Parkway 
Convention Centre, 327 Ontario 
Street, St. Catharines 

October 17, 2005 – 11 am - 6th An-
nual Women in Business Luncheon 
with speakers – tickets $30 available 
at the Standard and Sears Cosmetic 
Counter at the Pen Centre, St. Ca-
tharines. 

 

�Small Business Club Niagara at Four 
Points Sheraton Suites, Schmon 
Parkway, Thorold 

October 19, 2005 – 7 to 9 pm – Busi-
ness networking event with speaker 
TBA 

November 16, 2005 – 5 to 9 pm – 
Business Card Exchange 

February 15, 2006 – 12 to 8 pm – 

Trade Show. Admission to the pub-
lic is free. Details available Decem-
ber 15, 2005.Monthly events for 
non-members are $20. For more 
information call 905-685-6100. 

 

�WIN – Women in Niagara at Pel-
ham Hills Golf and Country Club 

November 10, 2005 from 6 to 10 
pm – Winning Ideas for the Holi-
days! An evening of networking, 
shopping and turkey dinner. 

March 3, 2006 from 11 am to 2 pm - 
International Women’s Day Lunch-
eon. Details to follow. 

For more information view 
www.sbcn.ca or call 905-685-6100. 

Networking Opportunities 
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From our first session on business plan development, we talk about the need to be properly insured.  Insurance cost 
is one of the expenses we cover. Some listen and get coverage.  Others listen but put off getting protection. Still oth-
ers never heed the valuable insight.  

 Without proper insurance coverage you are taking a big and unnecessary risk. Larger companies invest in depart-
ments that do nothing but handle risk management.  You don’t have a department but what you can do is find a repu-
table insurance broker who is willing to listen to you.  You must talk to your broker about what you do and find out 
exactly what you need – liability, property, automotive, errors and omission, etc. 

 

 We hear all the excuses.  “I’m not running much of a risk.” “I’m not big enough.” “I’ll get it later.” or worse yet,  “I can’t 
afford it.” You are running a risk, you are big enough, later is too late and you can afford it.  The question is “Can you 
afford the loss that would result from an accident, fire or theft”? 

 

 Part of owning and operating a business is protecting it from avoidable risks. Call your insurance broker now.  It may 
just be the best business move you make. 

Are You Protected? 
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Banish Those Record-Keeping Blues! 

Are you one of those people who are 
guilty of just stuffing your receipts into 
a folder and thinking ©I©ll sort that out 
when I©ve got time©?  
 

Do you need a more organized re-
cord-keeping system, nothing too 
flashy, just something that©s simple 
and easy to manage? 
 
Follow my suggested approach be-
low and you©ll soon have that simple 
and easy-to-manage record keeping 
system that won©t bring you out in a 
cold sweat whenever you hear the 
words ©tax return©. And I promise you, 
it works!  
 
Gather your supplies! 
Get hold of a large ring binder, di-
vider cards, A4/letter-sized paper,  
stapler, pen, all your business re-
ceipts and invoices, accordion files 
and a large coffee (or whatever else 
you prefer!). 
 
Then lock yourself away for a couple 
of hours. 
 
Get organized 
You now need to organize your ring 
binder into the following sections: 
 

Money You Owe:  

 
Vendor Invoices - Unpaid -- this sec-
tion is for your outgoing business 
expenses that have not yet been paid 
i.e. supplier invoices. Write on the top 
of each invoice the date it needs to 
be paid by and place all unpaid in-
voices in ©date to be paid© order with 
the earliest one on top. 
 
Vendor Invoices - Paid -- this section 
is for your outgoing business ex-
penses that  
have been paid or you©ve paid at the 
time service was rendered, i.e. that 
ream of paper that you bought from 
the office supplies store. Staple each 

receipt on to a blank piece of paper 
rather than just putting them directly 
into the ring binder. This just makes it 
easier to see at a glance all your re-
ceipts and you can also make notes on 
the paper. Also write on the top of each 
invoice/piece of paper the method of 
payment. Ie. Slips from banking ma-
chines, Visa purchases, and cash from 
your pocket.  
 
Money Owed to You: 

 

�Sales Receipts - Unpaid -- this section 
is for all your invoices that you have 
sent to clients that have not yet been 

paid or partially paid. Write on the top 
date payment is due and put them in 
date order so that it©s easier if you 
have to chase overdue invoices. 
Sales Receipts - Paid -- this section 
is for all your invoices that have been 
paid. Write on the top the date it was 
paid and how it was paid i.e. bank 
transfer, cheque #, credit card, etc. 
 
Bank Statements -- this section is 
self-explanatory! Just keep every-
thing in date order. 
 
Schedule It In 
Now that you©ve got your system in 
place, schedule in each week/month 
to keep your record keeping binder 
up-to-date. In between updating 
place all your receipts and invoices in 
a plastic folder so that everything is 
together when you come to update 
your system--it would be too time-
consuming to add each receipt as 
you get it! 
 
What Next? 
Depending on how far you want to 
handle your own accounts, you can 
either hand your very organized re-
cord-keeping binder over to your 
bookkeeper/accountant at the end of 
the financial year for them to prepare 
your final accounts, or you can main-
tain your own books with the use of a 
manual bookkeeping system or com-
puter software program. �
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Setting up your service-based business in the health 
care field can be very rewarding, but it should be in 
an area where you have had previous experience. 
Your credibility is critical in developing a client base. 
Chances are poor for those who try it on their own 
with no background or contacts to rely on. 

 

 Be as qualified as you can be. Maintain your profes-
sional qualifications and always stay within the guide-
lines of that organization. It assures the public of 
quality. Find a mentor, be a mentor, upgrade, teach, 
join professional associations, keep up-to-date. The 
public will not entrust their health care to someone 
with no credibility because they will have to live with 
your mistakes on a very intimate level. 

 

 Your must believe in your service and be able to cre-
ate promotional material that shines with enthusiasm, 
thus convincing your target market of the need &/or 
usefulness of your service. Contact your former co-
workers and other allied health care people to let 
them know you’re in business. Their clients are your 
potential clients, too! 

 

 Know your target! Who is going to be the likely con-
sumer? Know their wants and needs, how and where 
to reach them, the price that will make for success 
and provide you with an adequate income.  

 

 Dress the part. Your credibility will be enhanced 
when you present yourself professionally. Wear 
clean, crisp and appropriate work clothes. Be 
squeaky-clean personally. Leave the heavy make-up, 
perfume or cologne and bright-coloured nail polish for 
your private life. If a jacket, lab coat or smock can be 
worn, do it! All these things enhance your first impres-

sion. If your service includes client contact, wash your 
hands before and after contact, and make sure they 
are aware you are doing it. 

 

 Consider mobility when providing a health care ser-
vice. The largest growing sector is the senior sector. It 
is also the most likely one to need a health-related ser-
vice. If you can, provide your service in their home. If 
that’s not possible, make it easy to access your office. 
Include as much of the following as possible:  

Adequate and free parking 

Handicap accessible parking 

Ramps or barrier-free entryways 

Wide doorways inside the building 

Firm chairs with arms 

Well-lit surroundings 

Spacious waiting rooms for walkers and wheelchairs 

Accessible and pleasant washrooms 

If your clients find it difficult to get to you, you won’t 
generate the business you need to succeed, no matter 
how good you are! 

 I’m sure many of my suggestions could apply equally 
well to other enterprises, but they are absolutely critical 
when providing a service in the health care industry. 
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Judy Tucker has been operating 
Ouchless Therapies since March of 
this year.  She is on the path to 
achieving all the goals she set out in 
her business plan.  Judy feels that 
her success is the result of staying 
with her marketing plan and network-
ing, networking, networking. Many of 
her clients are a result of the interest 
she raised by continually keeping 
herself visible to the public. 

 

Another factor in her success has 
been maintaining professional stan-
dards. By attending as many work-
shops and seminars as possible she 
stays abreast of the latest information 
and innovations in her field.  She has 
also raised her profile by  contributing 
articles on her specialty to local 
newspapers and magazines.   

 

Here she talks about one of the 
therapies she offers: Sensitiv-
ity/Allergy Elimination. 

 

“This therapy essentially resets the 
brain and nervous system responses 
to perceived allergens, using muscle 
response testing and acupressure 
points. Since underlying allergies, 
particularly to foods, play a role in 
many conditions, this therapy can be 
used to some benefit for most clients.  

 

Initial treatments involve testing for 
sensitivities to basic nutrients such as 
proteins, vitamins, minerals, and nutri-
ents needed for normal physical, 
mental and emotional functions of the 
body. Virtually all seasonal allergy 
sufferers are allergic to Vitamin C. 
The number of treatments a client 
requires depends on their general 
health, immune system, and the un-
derlying sensitivities. 

 

As an example, proteins are the most 
essential nutrients in our body. Sensi-
tivity or allergy to protein can make 
you susceptible to colds, flu-like 
symptoms, bronchitis, sinusitis, pneu-
monia, asthma, skin problems, hair 
problems, digestive disorders, muscle 
and joint pains, fatigue and weakness 
of the muscles, poor blood circulation, 
high cholesterol, high blood pressure, 
water retention in the tissues, mental 
or manic disorders, poor memory poor 
concentration, headaches, sleep dis-
orders, irritability, hyperactivity, and 
more. 

 

Even though this therapy is relatively 
simple, it is a lot for the body to proc-
ess. Allergens are believed to be 
blockages in one or more of the en-
ergy meridians. Typically, only one 

item should be treated per visit. At the 
next visit, the item is retested and if 
okay, the next item is treated. Most 
clients receive treatments once every 
week or two to give the body time to 
adjust. 

 

Better health can only be achieved 
through proper nutrients, and proper 
nutrients mean non-sensitive and non-
allergic nutrients. Better health through 
the right nutrients can give you a bet-
ter quality for life for a longer period of 
time.” 

Sensitivity/Allergy Elimination 

Continued from page 2 

We are off to a great start at doing just 
that! One mother who’s young son has 
Asperger’s Syndrome wrote “I am so 
impressed with the work you have 
done with my son in such a short time 
– but it is not just what you do it is how 
you do it - that has made his experi-
ence so successful!” 

 

 Rates are very affordable, and chil-
dren can receive treatment through 
our service, even as they sit on a wait 
list. More than this, parents can opt to 
take the government’s funding directly 
(Direct Funding Option) and enroll 
their children in our program! We can 
help these children NOW!” 
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