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2011 B.C. Community Achievers Announced
VANCOUVER - Thirty-six outstanding British Columbians were today named the
recipients of the eighth annual BC Community Achievement Awards by Premier
Christy Clark and Keith Mitchell, chair of the British Columbia Achievement
Foundation.
“Each of these people has a remarkable record of enhancing the quality of life of
residents throughout the province,” said Premier Christy Clark. “And each truly
deserves to be singled out and recognized by all British Columbians for their
contributions.”
“These individuals work diligently all year round and their contributions yield
concrete and lasting benefits for all of us,” said Mitchell. “Their work stands as a
beacon to selfless community service, and our lives are richer for it.”

Debra Arnott, Cache Creek
Debra Arnott is a community leader and role model who promotes business and
community economic development in the Central Interior as general manager of
Community Futures Sun Country. Debra also supports a wide range of
community initiatives as a volunteer including the Regional Literacy group,
Thompson Rivers University,
Regional Welcoming
Communities, and the
Historic Hat Creek Ranch to |
name a few.

The Board and Staff of
Community Futures
congratulates you on this
award and thanks you for all
the hard work you do within
our communities.

Values, Standards &
Performances

Core Values

Honesty —We will be genuine, fair,
truthful and sincere in our dealings.

Respect—We will show considera-
tion and deference for the contribu-
tion of others.

Trust—We will behave responsibly
and honorably, we will allow our-
selves to be open, approachable and
create an atmosphere that encour-
ages candor.

Openness—We will share informa-
tion in a timely fashion respecting the
need for prudence and confidential-

ity.

Results—We will create positive
community outcomes through inno-
vation, entrepreneurial leadership,
excellent client care and strong part-
nerships.
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Phone Answering Tips to Win Business

~ Susan Ward, About.com Guide Visit us on the web: www.cfsun.ca
Phone answering skills are critical for know?”, train yourself carefully not make him think that his call isn’t
businesses. The telephone is still to use these when you speak on private. The only time to use a
most business’s primary point of the phone. speaker phone is when you need
contact with customers. And the way 6. Train your voice and vocabulary more than one person to be in on
you answer your company’s phone to be positive when phone the conversation at your end.
will form your customer’s first answering, even on a “down” 11. If you use an answering machine
impression of your business. These day. For example, rather than to answer calls you can’t, make
phone answering tips will ensure that saying, “l don’t know”, say “let sure that you have a professional
callers know they’re dealing with a me find out about that for you.” message recorded, that does the
winning business: 7. Take telephone messages same thing as tip #3, and gives
completely and accurately. If callers any other pertinent
1. Answer all incoming calls before there’s something you don’t information before it records their
the third ring. understand or can’t spell, such as message. Update your
2. When you answer the phone, be a person’s surname, ask the answering machine message as
warm and enthusiastic. Your caller to repeat it or spell it for needed. For instance, if your
voice at the end of the telephone you. Then make sure the business is going to be closed for
line is sometimes the only message gets to the intended a holiday, update your recorded
impression of your company a recipient. answering machine message to
caller will get. 8. Answer all your calls within one say so, and to say when your
3. When answering the phone, business day. | can’t emphasize business will reopen.
welcome callers courteously and this one enough. Remember the 12. Train everyone else who answers
identify yourself and your early bird? The early caller can the phone to answer the same
organization. Say, for instance, get the contract, the sale, the way, including other family
“Good morning. Cypress problem solved... and reinforce members if you’re running a
Technologies. Susan speaking. the favorable impression of your home-based business. Check on
How may | help you?” No one business that you want to how your business’s phone is
should ever have to ask if they’ve circulate. being answered by calling in and
reached such and such a 9. Always ask the caller if it’s all seeing if the phone is being
business. right to put her on hold when answered in a professional
4. Enunciate clearly, keep your voice answering the phone, and don’t manner. If they don’t pass the
volume moderate, and speak leave people on hold. Provide the test, go over this telephone
slowly and clearly when caller on hold with progress answering tips list with them.
answering the phone, so your reports every 30 to 45 seconds.
caller can understand you easily. Offer them choices if possible,
5. Control your language when such as “That line is still busy.
answering the phone. Don’t use Will you continue to hold, or
slang or jargon. Instead of saying should | have call you
“OK, or “No problem”, for back?”
instance, say “Certainly”, “Very 10. Don’t use a speaker phone unless @ Q
well”, or “All right”. If you're a absolutely necessary. Speaker
person who uses fillers when you phones give the caller the
speak, such as “uh huh”, “um”, or impression that you’re not fully
phrases such as “like”, or “you concentrating on his call, and




The 100 Mile Diet for Small Businesses

~Susan Ward About.com Guide

Visit us on the web: www.cfsun.ca

By now you’ve heard about the 100 Mile Diet, the result
of a pledge by Alisa Smith and James MacKinnon to buy
or gather their food and drink from within 100 miles of
their apartment in Vancouver, BC for one full year.

But have you considered putting your small business on
the 100 Mile Diet?

It’s Not Just About Food

Eating locally is old news for those in the restaurant
business, of course, many of whom base their
reputations on elevating the locally available into fine
cuisine.

But the 100 Mile Diet isn’t just for restaurants because
it’s not just about food. More broadly, the 100 Mile Diet
is about a commitment to green procurement, a
commitment that every small business concerned about
the environment should make.

What is Green Procurement?

Green procurement means seeking out and buying
goods and services that are less environmentally
damaging. When we look at purchasing a particular
product and consider how “green” it is compared to
other product choices we might make, we have to
consider the product’s entire life cycle from
manufacturing and transport to processing, disposal and
recycling.

So, for instance, if | operate a retail store, and am
committed to green procurement, | might choose to bag
customers’ purchases only in paper bags rather than
plastic because of the horrendously long time that plastic
bags take to decompose in landfills, and institute other
policies such as offering cloth bags for sale, to wean
customers away from traditional bagging practices. In
terms of green procurement, the question becomes,
what is the best green source for these paper (and
perhaps cloth) bags?

“Procurement policies could have a significant impact on
a company’s environmental “footprint,” given that
somewhere between 50 and 70 percent of a company’s
overall costs originate from purchasing” (Green
Procurement Still a Work in Progress, Sustainsource).

Making Green Procurement Easier

While green procurement is obviously a worthwhile goal,

figuring out which product is greener than another and
by how much can feel like you’re working your way
through a hedge maze and be just as time-consuming.

But you can use the 100 Mile Diet idea to simplify the
process. Generally, goods and services that are
produced locally are going to be less environmentally
damaging than goods and services produced from afar,
as less energy is expended getting them to the
consumer.

Even if all | do is buy my office supplies from a supplier in
my local town, rather than driving to another town to
purchase them, I’'ve eliminated the amount of carbon
emissions my vehicle would emit as | drove those extra
miles. Consider how much more vehicle pollution | could
erase by doing this all year long.

Now obviously this example of green procurement
breaks down when we think about the production aspect
of office supplies. Many of us (including me) live in
places that don’t produce things such as pens and
paper. We may or may not even be able to find a
producer within a thousand miles, let alone 100!

But we can supplement our green procurement practices
with other environmentally friendly practices, such as
reusing and recycling.
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