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Did You Know… 

 Employment in small 

businesses (those 

with fewer than 100 

employees) increased 

by 69, 780 in the third  

quarter of 2006 com-

pared with the same 

quarter of 2005.  this 

number represented 

29.0% of net new jobs 

in the Canadian econ-

omy, down from 

36.7% in the previous 

quarter.    

~ Small Business Quarterly 

 

 

“ B I D  T O  B U Z Z ”                 

C A N C E R  F U N D R A I S E R  

W E ’ R E  O P E N  F O R  B U S I N E S S  

L E T  U S  H E L P  Y O U  W I T H  Y O U R S !  

Business Hours: 8:30am—4:30pm        

Monday—Friday                                    

Closed for lunch 12:00-12:30pm 

Unable to get into the office during 

regular hours?  Call and we’ll be happy 

to schedule a time that works for you. 
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  

The Business Development Officer 

meets with clients throughout  the    

entire region.                                       

Contact the office at 1-800-567-9911 or   

email:  iwiebe@cfdcsuncountry.bc.ca                            

to book an appointment.                                              

Current Scheduled Visits:                         

Lillooet                                                      

Friday, June 15th                                              

Hope                                                        

Tuesday, June 26th 

The Sun Country      

Region 

Community     

Futures Sun 

Country Business           

Development    

Officer Ian Wiebe 

volunteered to 

have his head 

shaved at the 

Ashcroft            

Secondary School 

as a part of the 

“Bid to Buzz” Cancer Fundraiser.  

June 2007 

Please Note: Summer Office 

Hours Starting June 11th will be  

8:00am—4:00pm 
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Good Customer Service Made 

Simple 

     Good customer service is the 

lifeblood of any business.  You can 

offer promotions and slash prices to 

bring in as many new customers as 

you want, but unless you can get 

some of those customers to come 

back, your business wonôt be prof-

itable for long.  

     Good customer service is all 

about bringing customers back.  

And about sending them away 

happyðhappy enough to pass posi-

tive feedback about your business 

to others, who may then try  the 

product or service you offer for 

themselves and in their turn be-

come repeat customers. 

     If youôre a good salesperson, 

you can sell anything to anyone 

once.  But it will be your approach 

to customer service that determines 

whether or not youôll ever be able 

to sell that person anything else.  

The essence of good customer ser-

vice is forming a relationship with 

customersða relationship that that 

individual customer feels that he 

would like to pursue. 

     How do you go about forming 

such a relationship?  By remember-

ing the one true secret of good 

customer service and acting ac-

cordingly; ñYou will be judged by 

what you do, no what you say.ò 

     I know this verges on the kind 

of statement thatôs often seen on a 

sampler, but providing good cus-

tomer service IS a simple thing. 

     If you truly want to have good 

customer service, all you have to 

do is ensure that your business 

consistently does these things: 

1) Answer your phone. 

Get call forwarding.  Or an an-

swering service.  Hire staff of 

you need to.  But make sure that 

someone is picking up the phone 

when someone calls your busi-

ness.  (Notice I say ñsomeoneò.  

People who call want to talk to a 

live person, not a ñfake recorded 

robotò.)  

2) Donôt make promises unless 

you WILL keep them. 

Not plan to keep them.  Will 

keep them.  Reliability is one of 

the keys to any good relation-

ship, and good customer service 

is no exception.  If you say, 

ñYour new bedroom furniture 

will be delivered on Tuesdayò, 

make sure it is delivered on 

Tuesday.  Otherwise, donôt say 

it.  The same rule applies to cli-

ent appointments, deadlines, 

etcé Think before you give any 

promiseðbecause nothing an-

noys customers more than a bro-

ken one. 

3) Listen to your customers. 

Is there anything more exasperat-

ing than telling someone what 

you want or what your problem 

is and then discovering that that 

person hasnôt been paying atten-

tion and needs to have it ex-

plained again?  From a cus-

tomerôs point of view, I doubt it.  

Can the sales pitches and the 

product babble.  Let your cus-

tomer talk and show him that you 

are listening by making the ap-

propriate responses, such as sug-

gesting how to solve the prob-

lem. 

4) Deal with complaints. 

No one likes hearing complaints, 

and many of us have developed a 

reflex shrug, saying, ñYou canôt 

please all the people all the timeò.  

Maybe not, but if you give the 

complaint your attention, you may 

be able to please this one person 

this one timeï and position your 

business to reap the benefits of 

good customer service. 

5) Be helpful ïeven if thereôs no 

immediate profit in it. 

The other day I popped into a local 

watch shop because I had lost the 

small piece that clips the pieces of 

my watch band together.  When I 

explained the problem, the pro-

prietor said that he thought he 

might have one lying around.  He 

found it, attached it to my watch 

bandðand charged me nothing!  

Where do you think I will go when 

I need a new watch band or even a 

new watch?  And how many peo-

ple do you think Iôve told this 

story to? 

6) Train your staff (if you have 

any) to be ALWAYS helpful, 

courteous, and knowledgeable. 

Do it yourself or hire someone to 

train them.  Talk to them about 

good customer service and what it 

is (and isnôt) regularly.  Most im-

portantly, give every member of 

your staff enough information and 

power to make those small cus-

tomer-pleasing decisions, so he 

never has to say, ñI donôt know, 

but so-and-so will be back atéò 

      

8  R U L E S  F O R  G O O D  C U S T O M E R  S E R V I C E  
F R O M :  S U S A N  W A R D  

ò There is no 

comparison 

between that 

which is lost by 

not succeeding  

and that which 

is lost by not 

trying.ó 

~ Francis Bacon 

Caption describing picture or 

graphic. 

www.smallbusinessbc.ca 

eBusiness Tip 

When looking for a busi-

ness name, do a Domain 

Name search at the same 

time to make sure you 

have the name you want 

for both your business 

and website. 
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7) Take the extra step. 

For instance, if someone walks 

into your store and asks you to 

help them find something, don’t 

just say, “It’s in Aisle 3.”  Lead 

the customer to the item.  Better 

yet, wait and see if he has ques-

tions about it, or further needs.  

Whatever the extra step may be, 

if you want to provide good cus-

tomer service, take it.  They may 

not say so to you, but people 

notice  when people make an 

extra effort and will tell other 

people.   

8) Throw in something extra. 

Whether it’s a coupon for a 

future discount, additional in-

formation on how to use the 

product, or a genuine smile, 

people love to get more that 

they thought they were getting.  

And don't think that a gesture 

has to be large to be effective.  

The local art framer that we 

use attaches a package of 

picture hangers to every pic-

ture he frames.  A small thing, 

but so appreciated.   

If you apply these eight simple 

rules consistently, your busi-

ness will become known for 

its good customer service.  

And the best part?  The irony 

of good customer service is 

that over time it will bring in 

more new customers than 

Your Government.  The Canadian 

government has set aside more 

than 120 billion dollars in funding 

programs (grants & loans) for fi-

nancing small businesses like 

yours.  Free government grants are 

available to help you start-up, ex-

pand or improve your business, if 

you are eligible. 

Your Money.  Whether you need 

Small Business Funding  Centre 

Your Business.  Need money to 

finance your small business in 

Canada?  Want to get a grant, a 

loan or financial aid for new equip-

ment, fixtures, renovations, train-

ing, advertising or to hire staff?  

Let us show you some examples of 

grants and loans recipients from 

your province by visiting our grant 

recipients section. 

$100 or $100,000 don’t miss the 

opportunity to take advantage of 

the available government grants 

& small business loans.  Knowing 

where and how to apply gives you 

a real advantage.   

Contact Us: 

1-800-455-4130                 

www.cdn-grants-loans.org/index.php 

C O N T I N U E  F R O M  P G  2 . . .  

 

5  T I P S  T O  M A K E  T H E  M O S T  O F  Y O U R  P D A            
( P E R S O N A L  D I G I T A L  A S S I S T A N T )   
P R O V I D E D  B Y  H P  

your PDA is lost or stolen. 

Secure your device.  Use your 

PDA’s password and data en-

cryption features.  Or switch to a 

device that offers biometric rec-

ognition based on fingerprints or 

facial characteristics, or signa-

ture recognition that requires 

you to literally sign on.  If you 

trade in or give away your de-

vice, be sure to sanitize your 

data. 

Go wireless.  With a wireless 

connection, you can use your 

PDA to access your corporate 

network and email anytime 

you’re near a Wi-Fi hotspot.  

For security, implement WEP 

(wireless encryption proto-

col).   

Stay productive with accesso-

ries.  PDAs can connect to full

-size keyboards, portable 

printers, and Bluetooth mo-

bile connectivity to help keep 

you productive while away 

from the office.  

Read the manual.  PDAs are all 

about efficiency, so learning 

about all of its features from the 

start can help speed data entry 

and lookup.  Even if you’ve been 

using your PDA for a while, you 

might learn something new. 

Set up a synchronization sched-

ule.  Synchronize your PDA with 

your PC at least once a day, per-

haps when you arrive at the office 

or return home each day.  Syn-

chronizing makes data entry eas-

ier and acts as a backup in case 

Two words that 

persuade 

Two key words will 

make you more 

persuasive.  The 

words: òifó and 

òthen.ó  Whether 

youõre trying to sell 

a car or an idea, 

the message that 

works is òif you will 

take this action, 

then youõll get this 

reward.ó  The next 

time you are 

planning on 

persuading 

someone, use 

those two words to 

get what you want. 

 

~ Source: Overcoming 

Resistance, by Jerald M. 

Jellison, Simon & 

Schuster.  

Communication 

Briefings 
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310 Railway Avenue                                          

Box 1480                                                    

Ashcroft, B.C.                                                     

V0K 1A0                                                               

Phone: (250) 453-9165                                    

Toll Free: 1-800-567-9911                              

Fax: (250) 453-9500                                          

Email: vision@cfdcsuncountry.bc.ca  

What We Offer in Your Community 

Community Futures Sun Country is a non-profit community economic development       

organization partnered with Western Economic Diversification.  Sun Country is      

governed by a volunteer board of directors and exists to assist rural areas            

experiencing slow economic growth.                                                                                                     

 

 Loans for Business Start-Up 

 Loans to Expand Existing Businesses 

 Confidential Business Counselling                                                                          

and Advice 

 Business Resource Centre 

 Business Plan Assistance  

 

 

We Are On The Web 

www.cfdcsuncountry.bc.ca  

 
 

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/70mile) 

Staff Members 

General Manager:      

Debbie Arnott 

Business Dev. Officer:  

Ian Wiebe 

Accounting Clerk:   

Chrissy Schmitz 

Receptionist/ Information 

Officer:                         

Linsie Lachapelle &   

Terry Daniels  

 Business Workshops 

 Computers with Internet Access 

for Business Purposes 

 Business Resource Library 

 Business Start-Up Programs 

 


