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The Pelican is a community 
initiative made possible with 
funding and support from  
Community Futures  
Lac La Biche.  Please forward 
comments, suggestions or story 
ideas to contact@cfllb.com

We had a fantastic turnout for 
the Business Leaders’ Breakfast 
at the Almac Hotel on Feb 20th. 
Our theme, Shout Loud, Far and 
Wide, provided an opportunity 
for robust discussion among 
those who attended. Following is 
a summary of the introduction I 
provided:

Ambitious, driven and efficient 
people have goals. If you are 
attaining goals, it means you’re 
likely on a path to success. When 
we share the wisdom of our suc-
cess with others, it reveals many 
things that you and they may 
not realize. It says that you have 
goals that you have achieved.  

People want to be associated 
with success. Any self-help book 
will tell you to associate yourself 
with those who you want to be 
like.  

Business people want to learn 
from the very best so that they 
can be just as successful. I joined 
the Chamber of Commerce in 
2008 because I liked something 
they had done.  I wanted to be 
part of it and associated with 
their achievements.

Sharing success is celebration 
in its most basic form. The 
fact that you are sharing your 
achievement means that you 
recognize the importance of your 
accomplishment and that it is 
worth  celebrating.  Celebrating 
is as much a social activity as it a 
way to mark a milestone. Much of 
the reason people are driven to 
succeed is because they want be 
accepted socially.  In turn, closer 
relationships at work make it 
more likely that our employees 
will function as a cohesive team 
and achieve results. 

Another benefit to celebrating 
achievement is that success is a 
great way to cover past mistakes. 
People like to see progress. 
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WINNING GOVERNMENT CONTRACTS
CFB Cold Lake is expanding and new govern-
ment contracts for goods and services will 
be available. Community Futures Lakeland 
(Bonnyville) is hosting a series of “lunch ‘n 
learn” sessions to help regional companies 
qualify and win government contracts. These 
sessions are open to businesses in our Lac La 

Biche region as well as through a webinar, 
allowing you to view the live presentation 
from the convenience of your office. Each ses-
sion is an hour in length from noon – 1:00 PM. 
If you are interested in participating in any 
of the following sessions, please contact 
Community Futures Lakeland at 
780-826-3858 to register. ■

 
SESSIONS RUN FROM 12noon- 1:00pm

MARCH 25: BIDDING ON CONTRACTS
 
APRIL 8: SUPPLIER DEBRIEF - When you did not get the contract

If they had a bad experience with you or your 
business, a great success story might be in-
centive enough for them to give you another 
chance. Customers often just want to know 
that a business “listened,” and improved, so 
that they have reason to come back.  

There is simply too much negativity out there. 
With all the negative messages distributed 
more widely and quickly than ever before, 
people yearn for positive messages (why else 
to watch cute animal videos?).
Also - we all want to feel better.  So let all of 
us try to send a positive message whenever 
we can. 

Research shows younger generations will 
spend more money with corporations and 
brands that demonstrate pro-social messag-
es, sustainable manufacturing methods, and 
ethical business standards. 76% of young 
people said they have purchased (53%) or 
would consider purchasing (23%) a brand/
product to show support for social issues as-
sociated with the company. Conversely, 67% 
of millennials have stopped purchasing if the 
company stood for something or behaved in 
a way that didn’t align with their values. This 
could demonstrate that positive messages 
and stories of success resonate more with 
younger generations than any other demo-
graphic.   

Perhaps it is because they are looking for 
hope? Regardless of who you reaching with 
your success stories, share them often. 

From a community perspective, our successes 
send the same type of message.  Commu-
nity success will demonstrate that  we are 
ambitious, sociable achievers.  It will mean 
that we are proud,  cooperative, collabora-
tive team players and like to celebrate.  As a 
community, do we know what we stand for? 
Do we know what we want to stand for? As a 
community we need to stand for something 
and become a strong brand that everyone 
wants to be associated with.

What if we shared nothing but positive 
success stories about our businesses and 
community? How would that change custom-
er and visitor perspectives? Pretty easy to see 
that it would be a positive.  As they say, smile 
and you and everyone around you will feel 
like smiling too. ■ 

(Gene’s column continued from page  1)

In light of the coronavirus pandemic, personal 
and workplace hygiene has become a hot 
topic at coffee time and in the media. While 
the pandemic has lit the fire regarding this 
subject, proper hygiene is important all the 
time. All places of work need to be safe and 
hygienic, not just the ones that are handling 
food or providing personal services. Although 
provincial health and safety regulations 
provide minimum standards to be followed, 
proactive businesses  should develop a work-
place hygiene policy with input from employ-
ees, customers and other stakeholders.

Workplace hygiene can be divided into 4 basic 
priorities: personal, work area, washroom fa-
cilities, and kitchen cleanliness. The provision 
of soap, hand sanitizer, towels, and proper 
waste disposal are critical to the prevention 
and transmission of disease, and as we are 
witnessing with coronavirus, critical to the 

on-going operation of small businesses and 
the overall economy.

Employers, managers, and business owners 
are in position to lead the way by setting 
an example of best-practice personal and 
workplace hygiene. They can also ensure 
employees know what is expected of them 
and make workplace hygiene a regular topic 
of discussion at staff meetings. Although a 
small business may not be able to prevent a 
world-wide pandemic, by practicing safe hy-
giene practices, we can minimize the impact 
of staff absence due to illness throughout the 
year. Let’s make workplace hygiene a routine 
rather than a regulation to be followed or 
something that becomes an important focus 
in a time of crisis.

For more information refer to:
www.alberta.ca/ohs
www.alberta.ca/coronavirus  ■

WORKPLACE HYGIENE IS ALWAYS A PRIORITY
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Business Leaders Breakfast 2.0
Thurs. Mar 19, 2020 8:00-9:00 AM Almac Hotel  
Register at: http://bit.ly/BizMar19

LACK OF FOCUS
It’s easy for many business owners with an 
entrepreneurial mentality to continually be 
coming up with new ideas and be “all over the 
map” related to core operations. It’s almost a 
natural instinct to keep building and growing, 
but with a lack of focus, most small business-
es will find themselves stretched too thin to 
take the best care of your customers, staff, 
and key business activities. 

Here are just a couple of reasons why having a 
strong business focus makes sense: 
  
1. A successful marketing and advertising 
strategy requires a targeted approach to 
your audience and product.  If you contin-
ually expand your product and service line 
without ensuring that you have your existing 
offerings well in hand, promotion of your ser-
vices will be difficult and potential customers 
might be confused as to what your business 
actually offers. Keeping your services and 
product line simple makes it easier and less 
expensive to market, and it allows you to 
make better connections with your audience. 

 
2. A successful business requires inno-
vation. To be competitive, your business 
must stay on top of technology, product 
innovations, supply chain management 
and delivery. The less focus that you 
have on  specific products or services, 
the more difficulty you will have in keep-
ing up with your competitors.  Simply 
put, you can’t be everything to everyone. 
 
Staying focused is not easy. It takes a 
great deal of effort and an on-going 
review of your overall business activity. 
Whether your company uses a strategic 
plan or any type of business plan, stick 
to it. Review it every few months to 
make sure you are staying on track. Keep 
lists of new ideas. Review them often 
and eliminate the ideas that no longer 
make sense. Once you have determined 
that you would like to implement a new 
product or service, consider all the pros, 
cons and what-ifs. Ask yourself whether 
the new thing fits into your business 
strategy. Does it build on your  product 
or service line? Or will it dilute your abili-
ty to do or offer what you do best? 
 
Remaining focused on your business and 
being very disciplined about under-
taking new activities or more products 
will help you to build your client base, 
strengthen your brand, and will be key to 
your on-going success. ■

ROABA Golf Tournament 
Thursday May 28, 2020 
Lac La Biche Golf and Country Club  
Call 780-623-3144 for more information

All of us in the Lac La Biche region 
are familiar with the Festival of 
Speed that takes place each winter. 
Did you know that during this time 
our community is home to the larg-
est ice fly-in runway in Canada? ■

Photo: Oriana Kononchuk
Speaker Session: Business Brilliance  
and Networking Expertise
Tues. Mar 24, 12:30-3:00 PM Portage College  
Open to the Public | McGrane Theatre | Free

bradhestbak
Cancelled 2



Telephone contact: 780-623-2662    
 
E-mail: contact@cfllb.com
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Put your business on the map and be part of the App by 
registering it on the Lac La Biche Region Business Direc-
tory at:  www.llbbusiness.com
Download the phone App on iTunes or Google Play.  
Search “Lac La Biche Region.”
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WAYS TO WIN 
AT BUSINESS 

DON’T SETTLE- 
Like Quicksand it might kill you

While it’s easy and often safe to keep your nose to the prover-
bial grindstone and stay with a routine, in today’s competitive 
business environment, it’s important to strive for the very best 
business practices and to stay on top of new technology, busi-
ness developments, and management trends.  Here are some 
ways to help you and your company find excellence: 
  
1. Be passionate and proud about the work you do. Demon-
strating your passion and enthusiasm over the most routine 
tasks will drive your quest to be the best that you can and 
motivate you to aim higher.

2. Look at the positive side. Focus on solutions not problems 
and strive to remove the negativity from your workplace.
 
3. Take risks. Those who have achieved excellence have not 
taken the safest route. If you are satisfied with the way things 
are, the likelier that they are to stay that way.
 
4. Know your strengths (and weaknesses). By playing to your 
strengths and aligning resources to support your weaknesses, 
you and your company will be in a better position to do the 
best job possible. 
 
5. Work hard, smart, and avoid procrastination. Excellence is 
not achieved through minimal effort or by avoiding hard work 
or difficult situations. Reviewing your business priorities on a 
regular basis will help you stay focused and get more things 
accomplished.
 

6. Keep learning. Don’t settle for what you already know. 
Taking advantage of professional development and learn-
ing opportunities will expand your horizons, generate 
new ideas, and provide you with the direction you need to 
achieve excellence. 
 
Don’t settle for the way things are now. Think about where 
you want your business to be in 6 months, 1 year and 5 
years. Write a business plan that will take you there. ■ 
 

PROVIDE OPPORTUNITIES 
FOR CUSTOMER FEEDBACK

If you are really serious about providing the best customer 
service, your business should provide several “touch points” 
or opportunities for customers to offer feedback. Wheth-
er it is a short phone survey at the end of a phone call, a 
feedback form on your website, or an organized approach 
to managing comments on your social media pages, each 
provides a mechanism for your clients to offer compliments, 
complaints, and ideas for improvement.  
 
By documenting compliments and complaints as well as 
keeping track of any related data, your business is in a better 
position to make decisions and changes to procedure based 
on fact, rather than a hunch. Your company will be seen as 
an organization that is continually looking to improve, and 
one that is willing to consider ideas from everyone. A focus 
on customer feedback will also let your staff know that 
customer service is a top priority and critical to the overall 
success of your business. ■ 




