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What Is KAHBA?

TheKingston & AreaHomeBusinessAssociation (KAHBA) isagroup of home-based
entrepreneurs, both full and part-time, offering experience, education, information, and
support to each other. KAHBA is proud to announce it is now in its 15th year of opera-
tion. Initial membership to KAHBA is $55.00 for the first year, and $45 for each yearly
renewal. For moreinformation, please contact our Membership Director, David Kempson
at 544-2178, or contact any executive member on our websitewww.kingstonhomebiz.ca.

KAHBA's Executive

The KAHBA executiveisasfollows:

President - Rej Bruneau; Vice-President - L orayne Bradshaw;
Secretary - Melanie Babcock; Membership - David Kempson;
Treasurer - Lyle Merriam; Guest Director - Sidney Berry;
Publicity - Gerry Koster; Newsletter Editor - Fred Georgeadis

Mailing Address Web Site
KAHBA our web siteis:
PO Box 35051, Stn Kingston Centre www.kingstonhomebiz.ca

Kingston, ON K7L 5S5

Next KAHBA Meetings
Meetings are usually held monthly. Our next meeting will be announced viae-mail and
will be on the 2nd Saturday in Feb *08. Aswell, KAHBA holds one evening meeting, to
accomodate those who are too busy for Saturday mornings. This happens on the last
Monday of each month, timesare 6:30 - 8:00 pm. - placewill be announced shortly. Come
and have supper with us!! Our next evening meeting will beon Monday, 28 Feb ‘ 08.

Guests and Potential Members Are Always Welcomed

Membership to KAHBA isawaysWelcomed. Please take the time to bring afriend who
may be considering, or already has, a home-based business. Guests who wish to just
check us out, are also welcome to do so. See you at the meeting!!

C This Newsletter designed by: .(MLS‘%S )

fred@simplycreativesol utions.com




“Why We Fear To Sell ... And How You Can Overcome It”

Robert Warlow
Small Business Success

S0, you have set up your business, got all your
stationery printed, got the premises and office
sorted and now you have to get out there and
...sall! Suddenly you break into acold sweat but
you persevere, pick up the phone or approach
your first customer and it all goes horribly
wrong! Thisrealy setsyou up for the next one!
Thefear of sallingissomething which most first
timebusi nessownerssuffer from. Sellingisnot
something we are taught in school or shown
by our parents (unlessyou areimmersedinbusi-
nessfroman earlier age!) and so thewhole proc-
ess is alien to us. In this article we are
goingtolook at exactly why wehavethisfear of
sdlling and what you can do to overcomeit.

Fear of Failure

Undoubtedly thebiggest fear most peopleinsdll-
ing, and businesshaveisthefear of falure. There
isnothingmoredemoraisingthanacontinua lack
of success! Fear of failure hasbeen ingrained
from school - remember all thosetestswhen the
resultswereread out for al theclassto hear?If
you had apoor result, you never felt liketrying
again! But, don’'t belike Homer Simpson when
hetriedto consol hisson

Bart who had failled in hisbid to be classpresi-
dent, " Youtriedand youfailed. Thelessonis...
never try.” So, what can you do to conguer your
fear of fallure? Thebottom lineisthat youneed a
rock solid positive attitude. You must have an
inner voicewhichiscontinudly pushing you onto
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the next prospect and saying, “Comeon, let’s
find the one who’'s going to say yes!”
Failure hasto be seen asalearning opportunity.
Inevery falure, thereisanugget of information,
which next time, can point you in the
direction of better success. James Dyson, the
inventor of the revolutionary vacuum cleaner,
summed up the need for a positive
attitude, when he said, * Successis made up of
99%failure. You gdvaniseyoursdf and you keep
goingasafull optimist.”

Image Fear

Not everyone has boundless self-confidence.
When you start out in business, thereis some-
timesanagging doubt that you may have bitten
off morethan you can chew. Thisinner doubt
chipsaway at your self confidenceand soonyou
have apoor self image, which reflectsin your
salespitch. To beasuccessful salespersonyou
haveto haveastrong self image.

Toimprovetheimageyou haveof yoursdlf, fol-
low these steps:

* Writedown the qualitieswhich you believea
successful salesperson should possess. Try and
limitthelistto4 or 5key qualities

* Find aquiet spot and relax your body and mind
with deep and steady breathing.

* Onceyou aretotally relaxed recitethe strong,

self image qualities you identified earlier

* Imagineor visualiseyoursalf possessing each
(continueson ..pg. 8)



Create a Giant Postcard to Market Your Business and Get Results Fast!

Copyright © 2006 Karen Saunders

A wonderful, hardworking marketing tool is a
giant postcard! With colorful eye-catching
graphics on one side and your promotional copy
on the back, it will grab attention faster than an
email, ad or sales letter.

Make it BIG - A giant postcard, also called an
oversized, jumbo, or #14 postcard is a low-cost,
effective device for branding your business and
creating prospect response. Start with a 6" x 9"
or larger size postcard and print in full color to
make it stand out from the stack of white enve-
lopes in today’s mail. Postage is the price of a
first class stamp.

Customize It - Find a printer who can print
“variable data” and you can customize the post-
card with your prospect’s first name in the de-
sign along with their mailing address. Who can
resist reading a postcard with their very own
name in the headline? You don’t need to use
peel and stick address labels anymore either!

Brand It - | recommend several mailings using
the same brand, theme, or graphic to make a
memorable impression in your prospect’s mind.
Make your brand simple, unigue and easily iden-
tifiable. If you are selling an informational prod-
uct, workshop or seminar are positioned your-
self as the expert, | reccommend that you use an
engaging photo of yourself somewhere in the
layout.

Make a Series - Remember, it takes repeated
impressions-some say 7 or 9 times-before your
prospect will buy. Mail out your postcard or
series of postcards before and/or after an event
such as a tradeshow or conference where you
are exhibiting or before your own event.

Use a Catchy Headline and Stunning Graphics

On the front side, write a provocative statement,
compelling question or catchy headline directed
to your target market. Add an unusual, colorful,
or stunning graphic or photo. Check out roy-
alty-free stock libraries for low cost photos and
illustrations at these sites: ww.istockphoto.com,
www.photos.com, andwww.bigstockphoto
.com. If you lack creative talent, hire a graphic
designer to prepare the file for your printer.

Keep it Simple - The copy on the back side of
the postcard needs to be compelling, clear, clean
and simple. No one will take the time to read a
“ textbook” of tiny type. Use bullet points if
necessary to break up the text and turn it into
an easy-to-use list. Highlight your contact in-
formation (phone number and/or website) with
acontrasting color or bold font. Be sure to leave
5/8" margin of white space on the bottom end
of the mailer side. This is where the post office
will imprint a bar code, and you don’t want it
to cover your important information!

Tell the Prospect What to Do - You may want
the prospect to call you or contact you via email.
You can direct him/her to your website for free
offers. Then capture their email addresses when
they sign up for your free ezine, report, audio
recording. Be sure to follow up right away.

Don’t forget your call to action. Be absolutely
clear with what you want your prospect to do
next. This is the last line of text on the back side
of the card, right above your contact informa-
tion.

Put this hard working tool to work for you

(continueson ..pg. 12)



A WarmWelcome for New KAHBA Members

Please welcome Ray M asse asanew member. Hisbusinessis:

Altaray Property Services

Address: PO. Box 1423
Kingston Ontario, K7L 5C6

Cal: Ray Masse Ph: (613) 549-7769 Cell Phone: (613) 539-2825
Fax: (613) 549-1099 Email: dtaray@mail.com

Providing the following services:

Painting; Masonry; Window Cleaning; Eaves Cleaning; Ceramic
Tiles, Deck Restoration; Pressure Washing; Driveway sealing;
Bathroom Renovation; Insulating Basements, Caulking; etc.

Please welcome to KAHBA, Sandra Cotton and her business

H.U.GS. Homecare Services

Contact: Sandra Cotton Phone: (613) 329-4268

Email: H.U.G.S.Homecar e.Ser vices@cogeco.ca

H.U.G.S. providesthefollowing:

Homecare for the Elderly, Intellectually & Physically Challenged members of the
Kingston Community. Offering a Bilingual Service — English or French. Individu-
alized & Personalized Services — Non-Medical Care Provider — Assistance for
Independent Living — Safety and Personal Monitoring — Physical and Emotional
Support, — Respite Care — Friendly Visiting — Transportation — Errands —
Grocery Shopping — Light Housekeeping — Meal Preparation — Laundry — Pet
Care HELPING—UNDERSTANDING—GUIDING—SUPERVISION




Pigs Don’t Sing

by: Laurie Hayes

Never try to teach a pig to sing. It wastes your
time and it annoys the pig. — Mark Twain

Wonderful analogy to prove a powerful point
... don’t push yourself to be or do something
you are not and don’t push someone else to go
against his or her natural configuration.

The end result will be frustration, annoyance
and disappointment.

Have you ever tried to be someone or some-
thing you were not? How did you feel? You
may have done this thinking it was the right
thing to do or because someone else expected it
of you, but in the end, what was the result?

You may have felt unfulfilled, suffered a blow
to your confidence because you believe you
failed, or lost all hope whatsoever of creating
real happiness for yourself.

You worked hard, gave everything you got and
still felt dissatisfied in the end.

Before committing to a goal and pouring all of
your energy into making it a reality, you need
to know if it is in alignment with who you are,
not who you think you should be.

The best way to determine what makes you
happy is to venture out and create a variety of
experiences for yourself.

Whether it be socializing with many different
people; committing yourself to a month of soli-
tude to begin writing a book, song or screen
play; taking a variety of short courses or par-

ticipating in workshops; or experimenting with
photography, painting or any other creative
endeavor, allow yourself to experience a wide
variety of activities so you can determine what
makes your heart sing and gets you excited.

What is an exercise that you do that causes you
to lose all track of time? When you are in “the
zone” and hours fly by without you noticing,
you are being authentic.

If your day is dragging by and your energy is
low, you are functioning outside of your au-
thentic self.

When you are operating in alignment with your
true self, there is a flow that carries you effort-
lessly and you feel inspired, excited and on pur-
pose.

If you have a child that loves to sit and draw,
don’t insist he or she take up ballet or piano
because you think it is better.

By all means, expose your children to the wide
variety of learning opportunities available to
them, but let them settle into their chosen activ-
ity once they have been able to sample other
offerings.

Jim Carrey, the actor who starred in Ace
Ventura, The Mask, Liar Liar, and many other
hit movies, used to spend hours in front of a
mirror as a child, making faces at himself and
practicing impersonating others.

Most would have thought him a strange child,
but his passion has made him a multi-million-
aire, famous around the world, and he is doing

what he loves to do.
(......goto pg. 9)



Bring Them
An article by David Dossett

Another Remembrance Day hascomeand gone.
Thisyear | waslooking ahead and looking to the
past as | remembered the sacrificesthat were
made and are still being made by our brave Ca-
nadian troops.

| wasfortunate to have taken part in two pro-
ductionsdeaingwith the Great War: “ The Great
War” docudramathat wasfilmedin2006in &t-
Bruno Québec and aired on CBC/Radio-
Canadalast Easter, and the Paul Grossmovie
“Passchendd e’ that jus finishedfilminginCdgary
andisscheduled to beintheatresNovember 11,
2008. Both experiencesweretruly amazing, but
not always pleasant. During the former it was
required that welive asthey did, with no show-
ers, no change of clothes, no deodorant, and
under military rulefor two weeks. For thelatter,
we were caked in mud and drenched in water
and endured freezing temperatureson many days.

During thefilming of both productions| wasim-
pressed by the valour and commitment of the
many Canadian Forces personnel who also
played therole of Great War soldiers. Whenwe
werewaiting to be placed on set (and therewas

Back Safe!!

alot of waiting) | had the chanceto ask some of
themwhy they would chooseto beintheArmed
Forces, especialy sincethey would very likely
be sent to Afghanistan. | received many replies.
Some said that it was the job that they were
trained to do.

Others said that they were doing their part to
maketheworld just alittle safer. Another was
even more eloquent. Hetold methat he saw a
statue of alittlegirl giving aflower toasoldier.
He said that because asoldier did hisjob, that
littlegirl wasdlive.

Sothispast year | reflected onthewarsthat our
ancestorsfought inthe past, especialy the battle
of Passchendael ethat ended in November 1917
withover 14,000 Canadianskilled. And | thought
about our troops around theworld representing
our country by saving thosewho would be help-
lesswithout our support.

May God bring them all back safely andin one
piece.

This article was submitter by David Dossett
who is a current member of KAHBA. In this
article, he shares some of hisexperiencesand
his thoughts. - Thanks David.

CUSTOM ELECTRONIC DESIGNS
SIDNEY M. BERRY

51 Alwington Avenue
Kingston, ON. K7L 4R4
Tel: (613) 536-5666 Fax: (613) 536-0342
e-mail:sidneyber ry@sympatico.ca

a4 Quote of the Month )

Shoot for the moon. Even if
you miss, you’ll land among
the stars.

Les Brown

k J




(from pg. 3)

of these qualities. Seein your minds eye how
you look, now that you havethesequalities. See
how successful you are, how you look, and the
car you are driving, where you are living
* Repeat to yoursdlf that you are assuming each
of these qualitiesand becoming abetter person
with each day that passes

Repest thisexercisefirg thinginthemorningand
last thing at night and you' || soon find your self
image and confidence levels increasing!
Fear of Rgection. Closely linked with thefear
of faillureisthefear of rejection. Hearing there-
sponse“No” isnot agreat motivator! Themain
wal to deal with rejectionisjust to accept that it
happens. Try and re-frameany rejection you get
by sayingtoyoursdlf that it’sthe customer who
losesout, not you. Walk avay withasmug smile
on your face and remind yourself that you are
onestep closer to someonewhowill say “Yes'.

Product Knowledge Fear

A lack of in depth knowledge about your prod-
uct or servicequickly findsitsway to making for
apoor presentation. Thereisonly onesolution
...andthat’sto get learning! Absorb yourself in
the product.

Understand a| thefeaturesand benefits, so that
you can confidently talk about all aspectsof your
offering. Banishing thisfear isone of the easy
onesto put right.

Criticiam

Noonelikesto becriticised, especially if you
have tried your hardest. Unless you are very

8

thick-skinned, harsh criticism can knock
you back. If you carry out the exercisesonim-
proving your self-image, your ability totakecriti-
cism will also improve. Decide to view
criticism more asfeedback than adirect attack
onyou. Thereisusudly somedement of truthin
the majority of critical comments and it's
important that you take the opportunity tolearn
and change.

Presentation Fears

You may know all thefeatures and benefits of
your product but, like an actor, you suffer from
stagefright! The presentation fear can bedown
toalack of structurearound your sales process.
Write abasic outline on how you wish aperfect
sales pitch to go. Prepare a script for the
key partsof the presentation and rehearse, re-
hearse, rehearsel!

Why not ask someoneto help you role play a
sdespresentation? Thiswill giveyou the oppor-
tunity to makeall themistakesyouwant butina
risk-freeenvironment! You shoulddsovisit your
local BusinessLink officeand seewhat courses
they are running on sales skills. Look out for
booksand tapeson effectivesdling. All of these
actionswill assstinimproving your confidence
(...goto Pg. 12)
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Happy Valentine'sDay!!

Valentines Day is February 14.
This day is set aside for exchanges
of love with sweethearts, friends

and family.

Expressions of love such as Valentine Day greeting
cards, boxes of chocolates, flowers, presents or spe-
cial events mark the occasion. A Frenchman, Charles,
Duke of Orleans is credited with writing the first Valen-
tine. He was captured by the English during the battle
of Agincourt in 1415. On Valentine's Day he sent his
wife a rhyming love letter from the tower of London,
where he was imprisoned.

There are different ideas as to where or how the cel-
ebration of Valentine’s Day began. The Roman’s cel-
ebrated a festival called Lupercalia on February 15.
This festival was held to ward off the danger of wolves
to their flocks and honored their God Lupercalia. This
is one idea. The Christian Church had two Saints
named Valentine and two other ideas center around
them. The Roman Emperor, Claudius the Il forbade
young men to marry in 200 A.D. He believed single
men made better soldiers, free of family concerns. A
priest named Valentine disobeyed the Emperor and
married couples in secret. The next Saint Valentine
was a lover of children but, was imprisoned when he
would not honor other gods. The children missed him
and wrote messages of affection to him. They threw
their notes through the bars of his cell. This may have
been the beginning of exchanging messages. He was
executed on February 14, 269 A.D. Pope Gelasius in
496 A.D. named February 14th, Valentine's Day, after
him. The fourth idea concerning the celebration of
Valentine’s Day is based on the belief that birds or fowl
pick their mates on February 14th. It was believed
love birds in particular, chose this day to begin mat-
ing.

The modern day celebration of Valentine's Day seems
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(continues from pg. 6 Pigs)

You never know what lies ahead for you or your
children, but by allowing yourself to do what
feels right and trusting you are on the right path,
you will find your purpose.

Be open to possibility, have the courage to ex-
plore, and the strength to walk away from situ-
ations that do not serve you.

About The Author

Laurie Hayes is one of Canada’s leading Life
Strategy Coaches and founder of Where the Heart
Is Life Coaching. She is the author of several arti-
cles and an e-book designed to inspire action in
others to live their best life. To download a free
copy of her e-book, “10 Guidelines for Attrac-
tion,” wvisit http://www.wheretheheartis-
lifecoaching.com.

coachhayes@wheretheheartis-lifecoaching.com

to have begun in France and England. On Valentines
Eve young people would gather and pick names be-
coming a valentine to whose ever name they chose.

Cupid, Doves, Love Birds, Roses, Hearts and Arrows
are all symbols of the Valentine’s Day Holiday.
Cupid was the symbol for the Roman God of Love.

Don’t Forget your
Sweetheart on
Valentine' s Day




“The Hidden Power of Networking”

by Robert Warlow
Small Business Success

We all make use of traditional forms of getting new
business in — advertising, direct mail, brochures
etc but networking is one form of marketing which,
has been under-utilised. Until now that is. Small
business owners are finally beginning to under
stand the power of networking and what it can do

for their sales figures.

But what is networking?

In its most basic form, it's word-of-mouth advertis-
ing but originated by you, not your customers. It
involves taking every opportunity to raise aware-
ness of your product or service amongst the peo-
ple you meet. At a more sophisticated level, net-
working can be achieved by taking advantage of
the formal networking groups or events that have
been arranged purely with the idea of putting po-
tential partners together. Perhaps the most famous
example of effective networking was the First Tues-
day group, which during the height of the dot-com
era, was the primary way of getting new business

ideas across to the people with the dosh!

But how can you, as a small business owner, be-
come a more effective networker and take full ad-
vantage of the opportunities presented? We are

(oorditouges somqaon 8KePHs and ideas on how

to be a better networker.

What arethekey advantagesof networking?

Networking has some very good advantages over
the traditional type of marketing:

- It's free! Talking to someone costs nothing ex-
cept your time

- It's targeted marketing in that it's likely the per-
son you are talking to has a direct interest in your
product or service. Consider newspaper advertis-
ing, which will mostly be read by people who have

no interest in what you have to offer

- It's face-to-face marketing unlike direct mail, ad-
verts and telephone calls. You have the immediate
opportunity to establish rapport and get an under-

standing of the person’s problems

- You have the chance to mix with business own-
ers in other industries, which may open the door to
new opportunities you had not previously consid-
ered

-It's not only a way of creating business but also a
great way to solve problems and seek advice. Why
sweat over a solution when someone has probably
already experienced and solved the same problem?

Ask and find out who can help you

Wheretofind anetwork

Finding a place to network, where like minded busi-
ness owners are present, is not that difficult. Whilst
you should be networking all the time — taking the
opportunity to promote yourself where ever you can
— it's more effective if you can meet people who

(......goto pg. 11)

DIGITAL &
ANALOGUE

TELEPHONE SERVICES

Paul Grass Ph: (613) 542-6268
Customer Sarvice \/ojce Pgr: (613) 540-6288

28 Years Experience on large  e-mail:paul grass@sympatico.ca
Business Telephone Systems www.dats.ca
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(continues from pg. 10)

are there to do the same thing; you can get onto
the same wavelength that much quicker. Here are
some possible networking opportunities to think

about:

- Your local Chamber of Commerce or business
club - as well as hosting their normal meetings
(which are great networking opportunities anyway)
they may hold regular networking sessions which

are dedicated to putting business people together

- Business Link — with their remit of helping local
small businesses, some of them may already hold
network meetings where they bring together a
batch of ‘new recruits’. Check out the Business
Link website for details of your nearest office and

give them a call (Www.businesslink.orq)

- Trade Associations — your industry may have an
association which holds regular meetings. Whilst
you are dealing with businesses in the same line
as you, so making it difficult to get new business,
you will still be able to find solutions to problems
and pick up new ideas. Who knows, if you estab-
lish good rapport with another business, they may
be happy to refer surplus work to you or tap into a

unique specialisation you may have?

- Seminars — keep a look out for seminars being
run for small business owners. As well as being
informative, they are a great networking opportu-
nity, especially over coffee and lunch when you have
the chance to start a conversation going along the
lines of, “How do you think you're going to apply
that point we learnt this morning in your line of busi-
ness?” In just this one question you will have found
out what business they are in and one of the prob-
lems they are currently facing. If you're lucky, you

may be able to offer help as well — one extra sale!

- Anywhere and everywhere — remember to network
all the time! Never miss an opportunity to tell peo-
ple what you do. You may only get a successful
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hit in one out of a hundred contacts, but one sale
may be enough to make it all worthwhile!

Where and when are meetings likely to be
held?

Formal networking events can be held over break-
fast, lunch and dinner. Breakfast sessions are popu-
lar because it allows business owners to start the
day on a positive note, leaving the remainder of the
day free for ‘business as usual’. However, how good
are you at holding a sensible conversation at 7
o'clock in the morning? If you don’t look or sound
your best in the early morning, then you had better

find an alternative!

The best networking events are where you are free
to ‘work the room’ and not be tied to a table with

food being served.

Hotels and pubs are popular venues but if you are
attending events hosted by Business Link then you

may find them held at their offices.

What to prepare

As with any marketing promotion, any networking
should be thoroughly prepared for. Badly presented
sales pitches lead to lost sales; the same goes for
networking. So what should you do before attend-

ing a networking session?

Step 1: know your products and services inside
out. If you are only just starting out, make sure
you are fully briefed on all the in’s and out’s of your

product.

Step 2: Write and rehearse an opening statement
to the question “What do you do?” This may sound
an easy question but try thinking an answer on the
spot and at the same time making it some good!
Not so easy. Write a clear and concise statement,
which encapsulates everything about your busi-
ness. Remember, this is your chance to impress!

(continueson ..pg. 12)



(continues from pg. 8)

and resultinamore professiona salespresenta
tion.

Sdlling doesnot haveto beafearful experiencel
If you havetheright attitude, astrong self belief,
a full understanding of your product and
plenty of practice, then youwill havenothingto
fear. So, take alook at each of thesefearsand
put aplanin placeto tacklethem today!

(c) Robert Warlow Small Business Success
www.smal lbusinesssuccess.biz <http://
www.smallbusinesssuccess.biz/>
Small Business Successisaresource dedicated
to hel ping small business owners be more suc-
cessful. If you arelooking for aregular flow of
ideas and tipsthen subscribeto Small Business
Successafree newdetter, which providesyou
with quick tips, ideasand articles. For morein-
formation http:// www.smallbusinesssuccess.biz

(From Pg. 4)

and just watch your response rate soar!

Karen Saunders is the owner of MacGraphics
Services, a unique design firm for today’s en-
trepreneur. Whether you outsource your pro-
motional pieces or are a do-it-yourselfer, Karen
takes the mystery out of marketing. Learn the
Top 5 Mistakes that can cost you money by sign-
ing up for her FREE e-course, available for a
limited time. To take advantage of this e-course
and find out how easy it can be to attract more
clients, http://macgraphics.net/FreeStuff.php
.You can also contact her at 888-796-7300, or
Karen@macgraphics.net.

(frompg. 11 - Hidden Power of Networking)

Having decided on your opening line, rehearse, re-
hearse and rehearse. It has to be word perfect and

confident sounding.

Step 3: Make sure you have enough business
cards. You don’t want to scribble your number on

the back of a napkin! Not very professional.

Step 4: Double check the venue and time. You
don’t want to turn up late and miss any opportuni-
ties or appear to be lacking in time management

skills.

Step 5: Dress to impress. Make sure you are neat
and tidy — everything a successful small business

owner should be.

Step 6: Leave your house/office in plenty of time
to make sure you don't arrive totally stressed out

You’'re off!

You have arrived at the venue and if this is your first
time, what are you likely to do? Find the nearest
corner and pray that someone doesn't approach
you! Networking, especially the first time, can be
nerve-wracking. It does take a degree of confidence

but over time this gets better.
© Robert Warlow - Small Business Success

www.smallbusinesssuccess.biz

Small Business Success is a resource dedicated
to helping small business owners be more suc-
cessful. If you are looking for a regular flow of ideas
and tips then subscribe to Small Business Suc-
cess a free newsletter, which provides you with
quick tips, ideas and articles.

For more information visit

http://www.smallbusinesssuccess.biz
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