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The Business Development  
Officer meets with Clients 

throughout the entire region. 
Contact the office at 1-800-567-9911 to 

book an appointment. 
Current Scheduled Visits: 

Lillooet 
Thursday, April 12th  

Hope 
Tuesday, April 24th  

We’re open for business.  

Let us help you with yours! 
 

Business Hours: 8:30 AM – 4:30 PM 
Monday — Friday 

Closed for lunch 12:00 – 12:30 PM 
   

Unable to get into the office during 
regular hours?  Call and we’ll be 

happy to schedule a time that works 
for you. 

 
  * Marketing  
    Strategies 
 
  * Getting your Small  
    Business ready for 
    tax time. 
 
  * Doing Business in 
    BC– One Stop. 

 



                                                                                              
 

 

 
 

What would          

life be if we          

had no courage        

to attempt                

anything? 

 

~ Vincent Van Gogh 

 

Sun Country 

Staff 

 
Debbie Arnott 

General Manager 

 
Ian Wiebe 

Business Dev.  

Officer 

 

Chrissy Schmitz 

Accounting Clerk 

 
Linsie Lachapelle/ 

Terry Daniels 

Receptionist/  

Information  

Officer 

Effective Strategic Sales & 
Marketing Strategies 
for Small Business 
Owners and Entrepre-
neurs  
  
The 7 Proven Strategies 
  

7 Proven Strategies to stimulate new 
clients, increase business from those 
already on board, and build repeat 
sales and subsequent business. 
  

1.  Formalized Process to Reward 
Frequent Buyers: Strategy to capture 
repeat business from clients you      
already do business with. Marketing 
needs a 'Call to Action' (ex: Expiry 
date, limited offer) and have points   
accumulated and redeemed within a 
set time frame.   
  
2.  Discounting Caution - if done too 
often, it can lose the effectiveness    
almost completely. If you are going to 
discount, have a 'reason' for doing so 
or risk the possibility of creating an   
impression that you usually over-
charge. Suggested reasons could be: 
Inventory is overstocked, just imported 
a large amount of product, your anni-
versary, a holiday, introductory offer for 
new customers, an offer on a new 
product or service.  
  
3.  Premiums, essentially say 'buy this 
XXX and get this free". A recent trend 
is the use of enticing premiums, such 
as free colour VCR, DVD, TV, Air con-
ditioning, attached to business         
services, with the purchase of a certain 
amount of supplies. Your customer can 
spend tax deductible dollars for sup-
plies and receive free and tax free a 
gift they will be able to use in their 
home (TV/DVD etc). This will require a 
certain amount of education.   

  
4.  Packaging or bundling of prod-
ucts or services together. Used to 
increase the average purchase size in 
a business.  
  
5.  Prepay agreements, (gyms are 
legendary for this - to the point where 
you just expect it). Can be used in 
many different industries and even pre-
sents a potential opportunity for the 
small business owner to create 
'operating capital''- by collecting in ad-
vance for business. Sell memberships 
to Fitness Club before it opens.  
  
6. The acceptance of credit cards: 
Every business should accept Master 
Card, Visa, Am Express, Diners Club 
and any Card clients might be using. 
The basic premise being -- make it 
easy to have the customer to do busi-
ness with you!  
  
7.  Regular mailings to past, present 
and prospective clients. Monthly 
Newsletters like this one. Keeping in 
touch is important on many fronts;  
  
A  Creates habit - your customers ex-
pect and develop the habit of reading 
it. 
B  You are in their consciousness 'Out 
of Sight - Out of Mind'. 
C  Pass along useful information and 
ideas.  
D  You demonstrate your expertise 
(create positioning!) in your field.  
E  Will stimulate 'word of mouth' ad-
vertising for your company 
F  Effectively you are advertising in 
your company publication.  
G  All leaders in their industry put out 
newsletters on a regular basis 

   
Gregor Anton 

Sr Marketing Coach  
Small Business Marketing Coaches Inc.  

Authorized Licensee Leader Global Consulting  

You must learn 

from the mistakes 

of others.  You 

canôt possibly live 

long enough to 

make them all 

yourself. 

 
~ Sam Levenson 



 

 

                                                                                              

Getting Your Small Business 

Ready for Tax Time 

"In this world nothing can be said to 

be certain, except death and taxes"  -  Benjamin Franklin, 1789  

For some, 'tax' is a dreaded term. Doing your taxes, paying 

your taxes, goods and services taxé it's a lot to consider! And, 

as a small business risk an inconvenient visit from an auditor 

with the Canada Revenue Agency (CRA).  

Using the Quick Method, the Canada Revenue Agency assumes 

that the amount you spent on GST for items for your business 

is about the same as 2% of your income. So, you just keep 

2% of the 6% GST you collected, send in the rest and youôre 

done. But, if you think you actually spent more than this on 

GST, you can use the Regular Method  of calculating GST Input 

Tax Credit, where you calculate how much GST you actually 

paid on the products and services you bought, and subtract 

that from the GST youôve collected. When you are making 

your calculations, remember that as of July 1, 2006, GST was 

reduced to 6% from 7%. Remit taxes accordingly.  

 

Due dates have changed  

The remittance due dates for both GST and PST have changed 

as of April 1, 2007 from the 15th of the month following the 

remittance period to the 23rd of the month; for example, if 

you remit quarterly, your first PST and GST remittance would 

be due by April 23, 2007. Remittances must be received by 

the due date, not just postmarked on the due date. If the due 

date falls on the weekend, or on a Statutory Holiday, your 

documents need to be remitted by the start (8:30am) of the 

first business day following. Donôt be late, or youôll be charged 

1% or more on the overdue amount!  

 

Income Taxes ï What You Need to Know  

As a small business owner, you may be either paying your 

taxes as a sole proprietor (your personal income tax and busi-

ness taxes are done together) or a s a corporation (your incor-

porated business has its own tax return, and you personally 

have another).  

 

Auditing ï Keep it for Five Years  

When you hear the word taxes a common fear tends to spring 

to mind ï will I be audited?  

One of the reasons so many people fear the audit is that it is 

enormously challenging to keep such detailed records for 

seven long years. Good news! Effective February 21, 2007 ï 

this 7 year timeframe has been reduced to 5 years.  
 

Running your own business, or thinking of it? Wanting to know 

whatôs deductible and what isnôt? Use these tips from Small 

Business BC seminar presenters and CGAs at Loren & Com-

pany in North Vancouver:  

 

 

 

Be Reasonable  

 

Sure, itôs exciting to maximize your deductions as your own 

business (especially as a reward after all those hard -worked 

hours and well -calculated risks!), but you want to avoid any 

ógrey areasô ï especially those that might set off triggers with 

the Canada Revenue Agency. To reduce risk (and just sleep 

well at night) keep deductible expenses reasonable and report 

all your income.  

 

Travel for Work and Play  

As a self -employed person, you have the opportunity to com-

bine personal and business travel ï and realize a tax savings! 

When planning a business trip, see if the trip can be extended 

for personal travel, and take along your family or partner. You 

can legitimately write off costs relating to the business por-

tion ï just remember to use your corporate credit card for 

that portion for easy accounting. Travel expenses are 100% 

tax deductible.  

 

Getting the Percentage Right  

While expenses like accounting fees, bank charges, work -

related memberships and business insurance are 100% de-

ductible for your small business, expenses relating to your car 

and ñbusiness use of homeò are only deductible to the extent 

that you use your car or home for work. If you drove 

10,000kms in 2006 and yet only 2,000kms were for work, 

only 20% of your fuel, auto insurance, repairs are tax de-

ductible. Most home offices take up about 10% of a houseôs 

entire square footage. In this case, 10% of your hydro, heat-

ing, house insurance, rent, and mortgage interest is tax de-

ductible.  

Entertaining clients and feeding yourself in the process is an-

other fun tax deduction. However, youôre only permitted to 

deduct 50% of entertainment and meal expenses. According 

to Anna Kouwenberg of Loren & Company CGAs in North Van-

couver ( www.loren.bc.ca) this deduction limit was likely set 

because people were taking too much advantage of the op-

portunity to ówrite offô meals not entirely for business pur-

poses.  

Websites:  

¶ GST/HST Taxes:  

          www.cra -arc.gc.ca  

¶ PST:  

         www.sbr.gov.bc.ca/ctb/publications/brochures/   

         SmallBusinessGuide.htm  

¶ Income Taxes:  

          www.cra -arc.gc.ca/tax/business/sme/  

          itax/menu -e.html  

¶ Ministry of Small Business and Revenue 2007 Notice to 

Tax Payers:  

www.sbr.gov.bc.ca/ctb/notices/

Limitation_Period_Changes.pdf  

 

http://www.cra-arc.gc.ca/tax/business/topics/gst/soleprop/itc/howto/menu-e.html
http://www.cra-arc.gc.ca/tax/business/topics/gst/soleprop/itc/howto/menu-e.html
http://www.loren.bc.ca


                                                                                              
 

 

 

Attention All Business Owners In The Sun Country Region! 
Please send your business cards to our office 

And we would be happy to display them for you. 
Box 1480, 310 Railway Ave. Ashcroft, BC V0K 1A0 

 

Bright, Spacious Conference 

Room (reasonable rates)  

   Call  to Book 

 

Computers With 

Internet Access 

 

COMMUNITY FUTURES SERVICES 

 

Business  

Resource  

Library 

 

CFDC  

 Sun Country 

Board  

Members 

 
Chair 

Kevin Taylor 
(Lillooet) 

 

Vice-Chair 

Jim Ryan 
(Spences Bridge) 

 

Secretary-Treasurer 

Michael Cobbe 
(Ashcroft/Cache Creek) 

 

Director 

Jane Bryson 
(Lillooet) 

 

Director 

Laurie French 
(Hope) 

 

Director 

Sandra Gaspard 
(Ashcroft/Cache Creek) 

 

Director 

Al Kemp 
(Logan Lake) 

 

Director 

Scott Medlock 
(Hope/ Boston Bar) 

 

Director 

Barb Spooner 
(Savona) 

 

Director 

John White 
(Clinton/70 Mile House) 

 

The Sun Country Region 

Welcome to the OneStop Business Registry where you can do the most commonly 

required business registration and transaction. 

 

 


