
 

 
Guelph Woman of Distinction 
for Business/Entrepreneur!! 

 
In May, I was chosen as the recipient 
of the Guelph Woman of Distinction for 
the Business/Entrepreneur category! 
It was a wonderful night held at the 
Sleeman Centre to celebrate the 39 
nominees in 11 categories and I was 
honoured to be selected from the 
group of five amazing and successful 
Guelph businesswomen.  
 

 
Are You Prepared For A 

Disaster?? 
 
There seems to have been no 
shortage of disasters lately. Building 
collapses, train derailments, floods 
and other bad weather stories have 
filled the media. A crisis for a company 
can include anything from power 
outages and equipment breakdowns 
to plant closures and product recalls – 
anything that can temporarily cripple a 
company and prevent it from doing 
business as usual.  
 
The time to prepare for a disaster is 
when there isn’t one. No one plans to 
have a disaster, but you do have to 
plan how you would deal with one. 
 
Does your company have an issues 
management and crisis plan in place? 
Have you considered how you would 
deal with any type of event that would 
interrupt your business activities? Do 
you know what you would do if your 
equipment failed? If the power went 
out? If a supplier went out of 
business? If there was a fire or a 
security threat? I have specialized 
training in dealing with issues 
management and crisis situations and 
can help you develop a plan that you 
can put into place when you need to.                                                                                     

 

 
 

 
 
 
 
 
 
 
 

 
 

IABC/ Toronto’s Boutique 
Agency of the Year! 

 
I was honoured to be named by 
IABC/Toronto as their 2013 Boutique 
Agency of the Year in May. It is the 
fifth year I have been selected as an 
Agency of the Year: 2013, 2012, 2010, 
2009 and 2008. 
 
In addition to this award, I received an 
Award of Excellence for Issues 
Management and Crisis 
Communications for the closing of the 
Strub’s plant in Brantford, ON.  
 
At the IABC 2013 World Conference 
held in New York City in June, I also 
received two Gold Quill awards: one 
for Leadership Communication for a 
program I did for the President of the 
Fastfrate transportation company and 
another one for the Strub’s plant 
closing.  
 

Speaking of… 
I have been chosen as a member of 
the IABC 2014 World Conference 
Program Advisory Committee. I would 
love to know what communication 
challenges you are facing as this will 
help identify the types of speakers and 
presentations that should be on the 
program agenda. Send me an email or 
give me a call. 

 
 
 
 
 
 
 
 

BDC Report Outlines Five 
Consumer Trends to Watch 

 
The Business Development Bank of 
Canada (BDC) conducted a survey of 
1,023 Canadians in August to try and 
tap into consumers’ current mindsets. 
The research report, “Mapping Your 
Future Growth: Five Game-Changing 
Consumer Trends,” revealed that 
consumers have changed and the 
result is a marketplace that is  
complex and at times even 
contradictory. Profit Magazine and 
Marketing Magazine both ran stories 
this week highlighting the information 
discovered. Findings included: 
 70% of consumers trust opinions 

posted online. They have high 
expectations of the websites they 
visit, and want more than just an 
address and store hours; but they 
are less impressed with flashy 
graphics and background music. 
They want easy-to-navigate pages 
with lots of detailed information 
about products, including specs, 
photos and customer reviews -- 
even bad ones that show that the 
company is responding to 
consumers.  

 The average Canadian spends 
$935 on health and wellness 
every year, they are hungry for 
products and services they 
perceive as promoting wellness 
and vitality and are willing to pay a 
premium for it. 

 66% of Canadians made an effort 
to buy local or Canadian-made 
products recently because they 
believe they are of better quality. 

 Allowing consumers to customize 
products leads to an average 
order increase of 20%. They want 
products that allow them to be 
different from their peers. 

 No big surprise that consumers 
are looking for value and expect 
deals from retailers; debt levels 
are high and they don’t have much 
spending money. Coupons draw 
in first-time users, but retailers 
need to carefully manage their use 
and buyers are increasingly 
looking to rent/share wares.  
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