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Volume 15, Number 4, July-August, 1986

from the editor

We've three topics on our mind: traffic hazards,
the weather, and subseription renewals.

Driving in Newfoundland, particularly to the
uninitiated, can be a harrowing experience,
Potholes, non-existent shoulders, unmarked road
construction sites are just some of the pitfalls. But
lately, two hazards seem much more prevalent:
speeders and lawless bicyclists. On our way to
work and on the highroads, we have been passed
by motorists as if we were standing still. In St.
John's these speeders seem bent on driving as fast
as possible so that they can screech to a stop at
the next red light. They should realize speed limits
are the speed limits “‘under ideal conditions™.
Such ideal conditions do not include heavy traffic,
pedestrians, fog or rain. Speeders aside, this sum-
mer, bicyclists have to take the prize for being the
most dangerous. They zip in and out of traffic,
coming seemingly from nowhere, and they appear

to think traffic lights, stop signs, and hand signals
are designed for everyone but them. We wish
they'd slow down to live.

We can't resist a mention of the much touted
topic of our weather. We should be more
philosophical. We worry that tourists won’t enjoy
themselves. Not so. Many of them are relieved to
find crisp or cold or even rainy weather because
where they come from it's unbearably hot. Some
areas are experiencing such drought that crops
and livestock are dying. Also, we're not being
flooded out, nor is the forest fire index very high.
We should adopt a more positive attitude and be
thankful we don’t need air conditioners.

Finally, this is the time of year when most of
your subscriptions are due to expire. Please renew
to avoid missing any magazines. Just fill out the
enclosed subscription card and we'll be happy to
process it for you. Meanwhile, enjoy the rest of the
summer, we’ll see you in the fall

/J‘% J,_,‘,_“W
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DEPARTMENT OF RURAL, AGRICU! TURAL AND NORTHERN DEVELOPMENT
Government of Newloundand and Labr

Qf&)

Honourable Robert J. Aylward
Minister

Financial Assistance and Business
Advisory Services Available

If you are starting your own business or expanding your present business in
the manufacturing, processing or tourism sectors, the Department of Rural,
Agricultural and Northern Development may have a Financial Assistance pro-
gram to fit your needs.

The Department also provides Advisory assistance in Management and Ac-
counting systems, marketing and production and technical engineeering.

The Department has Business Development offices located throughout the Pro-
vince for your convenience. Why not visit the office nearest you and let our com-
petent staff explain these programs to you?

Eastern Region Central Region
4th Floor Provincial Building
Confederation Building Annex Grand Falls

St. John's 489-5771
576-3184 Ext. 234

P.O. Box 598 P.O. Box 352
Harbour Grace Gander
596-2872 256-3024

P.O. Box 239

Clarenville

466-2210

Western Region Labrador

Sir Richard Squires Building P.O. Box 280
Corner Brook Goose Bay

639-2201 896-2400
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Special Section

infroduction

When John Cabot claimed Newfoundland in
1498, he noted the waters teemed with fish. He was
as much businessman as explorer. Similarly, the
first Newfoundland colonist, John Guy, was lead-
er of a business venture for the Company of Ad-
venturers and Planters of London and Bristol. He
wanted to establish a commercially successful
colony. The fishermen who visited Newfoundland
for centuries had one overriding motive—to show
a profit earning a living through their own efforts.
The merchant families that established on Water
Street had the same thought in mind. But they de-
pended on thousands of small fishermen who each
year made arrangements with the merchant for
his supplies and the sale of his catch. Inshore
fishermen were some of the first small business-
men in Newfoundland.

Newfoundland fishermen today remain one of
the single largest group of independent business-
men. However, in this issue we have chosen to look
at some other small businesses that make up the
Newfoundland economy such as sales, service,
and manufacturing. We feature stories on owners
of a variety of small businesses, some very suc-
cessful, some still struggling to climb the “‘greasy
pole of success’. To expand our coverage of the
province, we have had some Extension Service co-
ordinators each research and help write an
article.

A number of organizations offer help to small
business: The Newfoundland Labrador Develop-
ment Corporation, the Federal Business Develop-
ment Bank, the Department of Rural
Development and Tourism, the P.J.Gardiner In-
stitute for Small Business, TIEM, the YM/YWCA
Youth Enterprise Centre, and the Department of
Regional Industrial and Economic Expansion
(DRIE). They are all featured in this issue—
except for DRIE who, at press time, took excep-
tion to the article we wrote about them. Unfor-
tunately, they hadn’t the time to help us revise the
article, consequently we cannot carry it.

What is small business? We’ve defined it as an
organization employing fewer than 50 people—but
most are much smaller. What kind of person
starts a small business? Almost anybody. There
are no hard and fast rules. It doesn’t take a lot of
education although education doesn’t go astray

. and it doesn’t necessarily take an initial pile of
money. Mostly it takes ideas and work.

Kay and Jerry Saunders of Natural Enterprises.

Gar Pynn and Memorial University’s Peter
Gardiner Institute have helped a lot of en-
trepreneurs. He notes that many are from fami-
lies with a history of business enterprises. Often
first-time businessmen are older, aged 30 or
over, and they frequently have nursed a secret
desire to go into business for themselves. En-
trepreneurs are much studied by business schools
that, ironically, are almost incapable of produc-
ing them (MBAs and B. Comms most often go
intob t of medi and large-
sized companies. They seldom start small busi-
nesses.)

Gar Pynn makes a distinction between small
businesses. There are those he calls “‘easy-in easy-
out”’—corner stores that open with a little inven-
tory and close just as quickly when the inventory
is exhausted. Then there are businesses based on
a concept unique to the region which usually re-
quires capital and development. Examples in this
issue are Terry Kennedy, who has developed a

* new saltfish product, and the Brothers brothers

who operate what is now Newfoundland’s only
foundry.

So what’s so special about small business? Ac-
cording to small business specialists TIEM, small
business gives employment to about 40 per cent
of the work force in Canada—that’s 750,000 small

from Ne dland to British Colum-
bia. What’s more, 95 per cent of all new jobs are
created by companies employing less than five
people. Small business is important to New-
foundland.

Small businesses

in Newfoundliand
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Artistic Drapery

When Minnie Lane, started
making drapes, she had no idea
she would own her own business
today. With just $35 in her pock-
et and a small portable sewing
machine the prospects of steady
employment appeared slim, but
anyone who knows Minnie
wouldn’t be surprised at the out-
come. If hard work, long hours
and a will to succeed count for
anything in business, then Minnie
and her brother Wallace (Wally)
had a guarantee of success. The
fact that all five members of the
family were physically han-
dicapped didn’t deter them.

““None of the family has taken
a cent from the government,”
Minnie states with pride. ‘“You've
got to try to make it the best way
you can. I was looking for work
at the time and a friend who was
building a house knew of my in-
terest in sewing. He had a five-
bedroom home and $500 for
drapes. I did the whole house—
bedspreads and everything—and
the next thing I knew his friend
wanted his house done. When the
third one came along with the
same story of limited finances, it
clicked in my head. I said

the businesses

Minnie Lane, owner of Artistic Drapery, Goulds, Newfoundland.

‘enough is enough’ when I real-
ized there was money in it.”

Minnie did the drapery work
for Quality Services at $3 a width
for six months and built up a
clientele of her own. By 1972 when
Quality Services went out of bus-
iness, she already had her first
sewing machine, her vendor’s
number and her business.

“I'm not a person who'll sit
down and accept things the way
they are and there’s a lot of New-
foundlanders like that,” she ex-
plains. “I took my opportunity
when it came and I've never
regretted it. The draperies are
still the biggest part of the busi-
ness, but I do quilts, bedspreads,
cushions, sheers, shades,

and small business assistance
programs.

“When you're trying to build up
a little family business the
government won't help you,” she
exclaims. “And I worked too
hard to turn everything over to
the bank, so I don’t overextend
myself. The money I make in the
six good months from August to
January sees me through the rest
of the year.

“Kids nowadays expect to get
$7-10 an hour and you can’t get
any government help if you want
to hire family. When Wally
worked for a company on com-
mission hanging draperies he had
to use his own car. Now he does
my hanging. I don’t have the
money behind me but I supply
him with a car and whatever else
he needs. When he was away on
the mainland I couldn’t find any-
one who could do the job. If some-
one can’t produce half of what I
can, it's no use to me."”

Minnie doesn't believe affirma-
tive action programs are the an-
swer either.

“Iwould have liked to hire han-
dicapped people because we have
the drive to get ahead and do
things for ourselves,” she rea-
sons. “‘But, at the time, the first
thing the government told me
was I could only pay them $25 a
week for training. How could I
look myself in the face and abuse

body like that with five of us

1 and upholstery, too. All
my work is completely cus-
tomized, every kind of fabric and
styling and drapery work. Most
of the material and supplies come
in from Montreal by Continental
Air Freight. It's expensive, but
it’s worth it because I know the
material will arrive in three days
for a 10-15 days’ turnaround. I
had one parcel comé in by CN
and it took 28 days to get here.”

Minnie is not very impressed
with government job creation

in the family handicapped? I
came up through the school of
hard knocks. it makes me so mad
to hear people saying a han-
dicapped person can only get this
much and someone else who'’s not
even producing the same amount
gets paid more. It makes my
blood boil.

“I need to hire the best people
for the job. If you're trying to
build up a small business, the
only thing that keeps you going is

A
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reputation. If you put out five or
six bad jobs you lose 40 or 50 cus-
tomers; if you put out five good
jobs you've got 40 new customers.
1 have customers I've had for 10
to 12 years—some I've done five
or six homes for. The draperies
might clinch a sale and some of
my customers take their drapes
with them when they move out so

1 then have a new client for their
house.”

Minnie's persistence and atten-
tion to detail have carried the
business through, and the busi-
ness courses she took along the
way have helped to make the
necessary decisions. Now, for the
first time since 1972, she’s final-
ly allowing herself some time off.

*“This year I'm taking a threeL
week vacation in my van,” she
laughs. “There’s been more than
one night T woke up across the
machine and realized it was 2 in
the morning. You do what you
can to make a living. Now I work
my hours and then I take a break
and that's something new for
me."”

Atlantic Planning Associates

In 1970, Ann Hutcheson and her
husband, Fred, moved from On-
tario to Fredericton, New Brun-
swick, where Ann wrote for a
local newspaper. It was the next
to last stop on a journey that
brought them to Newfoundland 15
years ago. For Ann 1t was a

ing of sorts,
her parents were from Spring-
dale and Torbay.

A short while later Ann became
a consumer broadcaster with
CBC Radio and her long-term as-
sociation with food began. Now
she operates Atlantic Planning
Associates Ltd. with her friend
and fellow food lover, Mora
Bussey.

“Let’s face it, I love food,” Ann
admits and her face lights up as
she talks about her favorite sub-
ject. “My training is in food and
1 like eating it and working with
it. Mora and I have been in busi-
ness for a little less than a year.
It’s the kind of thing you think
about for years, but you're a lit-
tle scared of being on your own.
Mora and I talked about going
into busi and finally decided

cently bought a computer for our
company and my husband Fred’s
experience with computers
makes a great deal of difference
when we find ourselves in trouble
at the learning stage.”

The company offers a variety
of services, but the main thrust
remains food consulting.

contract a lot of our layout and
paste-up work once the initial
ideas have been cleared with the
client. The way I look at it is that
you need that finished quality.
The important thing is to see that
the client is happy with the
product since it bears his name,
not ours. We've just finished i

“When I was a
for nine years, I had

‘Why not?’. We had the same in-
terests and training and we
meshed really well. I didn’t par-
ticularly want to be a one-person
firm and this seemed like a good
idea.

“The money you can earn is
important, but it’s the feeling of
independence that makes the
difference. Women are in a bet-
ter position to start a small busi-
ness if there is already a steady
income in the family. There’s the
comforting feeling that you won't
starve if things don’t work out
that well. And the support of the
whole family means a lot. We re-

a lot of freedom to do the shows
1 wanted, especially in the sum-
mer,” Ann reports. “In 1984 I did
a whole series on the fishery from
the consumer point of view and it
sparked my interest in that kind
of work. When we started out we
felt there wasn’t enough in food
consulting alone, so we b

hlet for the New dl.
Chicken Marketing Board.”

Ann and Mora did not run into
the kinds of problems that many
small businesses encounter dur-
ing their first year, perhaps be-
cause they took one step at a time
and received good advice.

“The busmess sxde of things is
more n I real-

out in a number of directions.
“‘Most of our clients are firms
looking for product promotion,
especially pamphlets. It's the
kind of thing that hasn’t been
offered before and companies are
a little reluctant to hire someone
with specialized training. We sub-

ized,” Ann explams “We talked
to a management consultant with
expertise in small business who
was a great help in preparing us
for our trip to the bank. We didn’t
» "ve any trouble finding financ-
ing, perhaps because we had a
plan to build slowly. Now we're
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thinking of expanding our
services.

“‘We're trying to put together a
tourist promotion of fish and fish
products, both as a marketing op-
portunity for local companies and
as an activity for visitors. We
want to present a well-rounded
package of fish handling and
cooking of Newfoundland
products, so that people remem-

ber Newfoundland fish as some-
thing special. After eating the
best quality fish here they’ll de-
mand Newfoundland fish when
they get home. We have to whet
their appetites.™

The project is just getting off
the ground and it looks like Ann
and Mora's vision will help the
fishing and hospitality industries.

“It’s a natural,” Ann con-

cludes. “When you're on vacation
you're in a great mood and open
to new experiences. Visitors want
local flavor. People whiz by our
best natural resources. We have
to show them the difference be-
tween visiting, viewing, seeing,
and experiencing. Tourist
brochures aren’'t doing that

now.
|

It’s a new business, but when
you enter The Baker’s Scale in
Stephenville it looks like you're
stepping into an old-time commu-
nity store. The Baker’s Scale car-
ries different flours, rices, dried
vegetables, popcorn, pure choco-
late and baking soda. And the
bins display the old-fashioned
peppermint knobs and lumps so
familiar in our grandfathers’
day. Even the name of the busi-
ness reflects the past.

“We were seeking a name,
looked at all the products we had,
and found most were connected
with baking,”” comments Bob
Houston, who runs the store with
his wife, Diane. ““The other idea
was that everything would be
measured on a scale weight at the
counter. So we came up with The
Baker’s Scale.”

Bob and Diane have always
been interested in cooking, bak-
ing and the food industry. Before
coming to Newfoundland 11 years

Bob and Diane Houston

The Baker’s Scale

ago, Bob worked with the British
Navy as a purser and handled all
food orders and supplies. He has
an inter-provincial cook’s certifi-
cate and teaches food-related
courses at the Bay St. George
Community College. Diane has
completed a commercial baking
program, and their joint ex-
perience is an asset to their new
business.

“We’re really a bulk food store,
although many people look on us
as a health food store,”” Bob says.
“We do get in what people con-
sider health foods, but our basic
attraction is that there is no pack-
aging of food. It’s displayed in the
bulk form in which we buy it.”

Bob and Diane had always
been interested in developing
their own business. ,

‘It started mainly as a way of
creating a job for Diane,” Bob
confides. “She had i

came up, so we thought we’d find
ourselves a job.”

It didn’t come easy. Diane has
spent long hours every day since
April writing letters, phoning
suppliers, and getting informa-
tion on rules and regulations
governing the food industry.

“Living out here we have little
sub-offices of everything,” Diane
sighs, in reference to government
offices and help from business
agencies. “We experienced so
much red tape in our first efforts
to get the business started. Just
finding out what you can do on
your own, when you need a law-
yer, what forms are required,
and locating suppliers are all in-
itial obstacles to overcome.”

Another problem for small bus-
iness is money, and putting
together a financial package was
a headache for Bob and Diane.
They checked with the Federal
Business Development Bank
(FBDB), the banks and govern-
ment departments for advice,
but, in the end, used their own
means to finance their venture.

“‘Government departments
should be more simplified,” Di-
ane suggests. “We weren't look-
ing for funding as such—we just
wanted to find out how to go about
things.”

The FBDB office in Corner
Brook did help in providing a list
of suppliers and government

ies from its p ized
system. But there were other
problems.

“Addresses change, especially
government departments,” Di-
ane notes. ‘“People move from
one buildi her and the

for jobs all over the place and
went to interviews but nothing

amount of time and energy wast-
ed trying to find people you need
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to see is very frustrating.”

Another sore point is the con-
fusing information on financial
assistance. Bob and Diane visit-
ed the LEAD Corporation in
Stephenville and the Newfound-
land and Labrador Development
Corporation (NLDC) in Corner
Brook to seek a start-up loan.

“LEAD is, ina word, mislead-
ing,” Bob states, “and so are the
FBDB and NLDC because they
want the same kind of equity as
the banks. You think there’s lots
of money for starting or expand-
ing your business."”

““Well, that’s not the case,” Di-
ane interjects. “The require-
ments will just blow you apart.”

Bob thinks more education on
business practices, how to start

up, and how government loans
and grants work is needed. Diane
agrees, weighing her words as
she weighs some peanut butter.

““An introductory en-
trepreneurship course in high
school would be a help to young
people wishing to start a busi-
ness. Many good business ideas
are lost because people don’t un-
derstand how the system works,”
she reasons.

Since The Baker’s Scale
opened on June 24, business has
been good, showing that it's
catering to a need.

“We offer good service to our
customers, and that’s impor-
tant,” comments Diane. “If a
customer wants a particular item
not in stock or demand, we’ll find

out how much is required and
bring it in.”

Besides good service, advertis-
ing is also important for small
business. The best advertising is
word of mouth.

“It can be both positive and
negative,"” Bob points out. “It can
make a business or it can kill it,
so it's up to the operators to give
good service and to ensure every
comment is positive. If people do
have a complaint, we want to
know immediately for two rea-
sons: first, so we can give the
customer’s money back, and se-
cond, to find out what went wrong
so we can adjust recipes or cook-
ing methods. We want people to
be totally satisfied.

Belvy Aviation

“The first thing I cried for at
Christmas was an airplane,”
recalls Rex Boyd, 38, as he talks
about his lifetime love affair with
flying. “When I was 10, a pilot
stayed at our house and he took
me up for a ride.”” Rex had had
a taste of something that was to
become his career.

Born at Flowers Cove, Rex's
family moved to Main Brook on
the eastern side of the Northern
Peninsula when he was 2, so he
considers himself a native of
Main Brook. Today, he's busy ful-
filling his dream. He and his wife
Barb own and operate Belvy Avi-
ation, an air charter business. He
owns 2 planes: a Cessna 85 that
can land on water or land, and a
Helio Courier, a floatplane.

“Barb looks after the finances
and the general running of the
business and I do the flying. We
specialize in sightseeing, fishing
and hunting trips and we also
take freight and p chart-

Rex Boyd

worked for awhile at Newfound-
land Tractor and Equipment as
an apprentice mechanic in Corn-
er Brook and later worked with
the Bank of Nova Scotia in Toron-
to. While in Ontario he obtained
his flying licence, then later his

ers. We fly mainly between Cart-
wright and Daniels Harbour but
we also take some trips to
Stephenville, Gander and Goose
Bay—we’ve been in business for
seven years.”

After taking Grade 11 at home,
Rex moved to Cold Lake, Alber-
ta, where he completed Grade 12.
At the air force base there he was
further exposed to flying. He

cial licence and finally
his instructor’s rating. He had
decided on a career in flying.

He bought his first airplane but
it was damaged in a windstorm
so he had to find work.

“That meant I had to go to
work at I0C in Labrador, and in
1974 Barb started up the Sears
Catalogue store while we were
there, so she got a taste for busi-
ness, too. When we moved to

Main Brook, Barb ran a retail
store and I went to Labrador in
the summers to fly for Ashauni-
pi Aviation.”

Then with a partner, Jim
Troke, he set up a flying school in
Labrador which operated for
about two years. Buying one of
Jim’s planes, Rex returned to
Main Brook with the intention of
flying fresh fish to Churchill
Falls, Labrador City and Goase
Bay. But this was just the begin-
ning. Business picked up with
wildlife officials conducting
patrols for the government. Next
came hunting trips, freight trips,
and then charter flights to
Labrador. Today, Belvy Aviation
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operates year round and the bus-
iness includes charter flights for
wildlife and fisheries officials,
contractors, Newfoundland
Hydro, hunters, sports fisher-
men, sightseers and freight.

“‘Each year it keeps building.
You could keep going from day-
light to dark seven days a week
if the weather were suitable,”
says Rex. “‘But the way it is here
in northern Newfoundland usual-
ly seven days’ work has to be
done in four. It’s critical to have
someone else working with
you—last year I had another pi-
lot flying for me and this year I
hope to have someone else.”

What problems has Rex ex-
perienced in getting his operation
off the ground?

““Mainly it was the established
aviation firms who didn’t want us
in the business. And, of course,
trying to get funding when we
wanted to expand.”

Rex did manage to obtain
grants under the joint Federal-
Provincial Tourism Develop-
ment Subsidiary Agreement for
planned expansion but, as he
says, it's a good investment for
the government. Additional
tourist dollars will come into the
area and jobs will be provided for
local people. Now, Rex and Barb

are well on their way to expan-
sion. They are building a hunting
and fishing lodge scheduled to
open next spring at Southwest
River in Main Brook.

“The lodge will be an A-frame
with a wing for sleeping accom-
modations to cater mainly to non-
resident tourists. We’ll have a
large living room with a fireplace
and in the basement we're having
a sauna, jacuzzi, shower and a fit-
ness room for those who are
physically inclined. We hope to
specialize in local food such as
crab, salmon and lobster.”

Rex maintains it’s important to
take the trouble to find out just
what the tourist wants. He be-
lieves his having lived on the
mainland has helped him see the
potential of the Main Brook area.

“‘People want to get away from
it all but they want cornfort while
they’re doing it. Tourists are
overwhelmed by the natural
beauty. The local people just take
what we have for granted. We
don’t think anything about the
icebergs or the whales that are a
constant sight around here. We
want our guests to enjoy them-
selves so when they go back to the
States or mainland Canada they
will tell everybody about what a
great time they had.”

Rex does have some advice for
those who might be thinking
about going into business for
themselves.

“‘Persistence is the most im-
portant thing. If you set out with
an idea, don't let the first few
failures get you down. If you can
possibly manage, keep going.
Don’t be discouraged regardless
what may happen, at least not un-
til you see there is no way to
make it. If you drop everything
because of a couple of failures,
it's harder to start something
than to keep going at what you've
already started. It's a matter of
building a reputation. Just keep
on going, things take time—
nothing happens overnight. Take
me, for instance, when I first
started flying fish to Labrador I
didn’t ever imagine I would be
doing this type of charter work.”

Rex and Barb will soon be hir-
ing some extra people: another
pilot, a cook, a housekeeper and
a handyman.

“And we’ll need three or four
guides during the hunting and
fishing seasons. The government
will get a good return on their
grants for construction and mar-
keting because new funds will be
generated in the area.”

Bird Island Charters

Now in its second year of oper-
ation, Bird Island Charters is an
example of the kind of tourist
venture emerging in areas of the
province where the fishery has
failed to provide a living. It was
this decline in the fishery that
prompted Loyola O'Brien, 24, and
his brother, Joseph, 23, to carve
a viable future in a new field.

“We fished with our father un-
til 1984, Loyola explains, ‘‘rising
at 2 or 3 a.m. and fishing until 10
p.m. six or seven days a week. At
the end of the season we had noth-
ing to show for it and the last year
1 went into the hole. My future
was not in the fishery.”

Loyola assessed his resources:
he was a good seaman trained by
his father since boyhood and

Loyola O'Brien.

more recently at the Marine In-
stitute, he owned a 40-ft. Cape Is-
lander bought with his father in

Nova Scotia in 1979, he loved
meeting people, and he lived on
the doorstep of one of the world’s
largest seabird sanctuaries. It
didn’t take long for Loyola to see
the possibilities.

‘““We were transporting
researchers from Memorial
University and NORDCO (New-
foundland Oceans Research and
Development Corporation) to the
islands in our fishing boat, who
pointed out the importance of the
sanctuary. In fact, it was the
researchers who first suggested
a full-fledged boat charter oper-
ation,” Loyola reports.

Money was a problem, but
Loyola liked the idea and with the
savings from a job on a fisheries
research vessel was able to earn
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enough money to refit their Cape
Islander. An application to get
tourism funding was unsuccess-
ful, partly because Loyola was
not used to government forms.
He wasn’t discouraged, though,
and began to refit his boat with
his own funds.

“I'd given up on funding,”
Loyola admits, “but an Audubon
Society member from New York
was so impressed with the sanc-
tuary that she wrote enough let-
ters to the various government
departments to convince the
Tourism Marketing people that
we should submit a new applica-
tion for funding.

“I enlisted the aid of a friend
with a Bachelor of Commerce
degree and the application was
approved, with government
agreeing to cover 75 per cent of
promotion and 60 per cent of
retrofitting expenses. We extend-
ed the cabin, built benches on the
deck, and installed washrooms
below deck for the comfort and
safety of 25 passengers. We even
bought a canopy to cover the
whole deck for bad weather. A
large life raft, life jackets, VHF
ship-to-shore radio, fire extin-
guishers, and emergency flares
were all purchased to meet
Department of Transport lifesav-
ing and safety regulations.”

The first two months’ operation
were difficult because invoices
had to be paid before the govern-
ment could reimburse expenses.
April to mid-June is also a very
slow period in any aspect of
tourism in Newfoundland. Loyo-
la and Joseph operate seven days
a week from mid-April to mid-
September and, at the height of
the season, the operation em-
ploys up to six people to pilot the
boat, provide ground transporta-
tion and answer teleph en-

Explanations to tourists before getting underway from Bay Bulls.

lively atmosphere and being Ir-
ish, I like to dance, and I can't
help doing a little jig along the
way.”

The music stops and engine
speed is reduced as the boat
nears the lee side of Gull Island.
Nesting seabirds may be dis-
turbed from their breeding
ledges, so Loyola coasts quietly
by as Joseph talks about the
habits of the puffins, kittiwakes,
herring gulls, murres, Leach’s
storm-petrels and black
guillemots.

“We simply let passengers en-
joy the sights and sounds of the
birds which line the cliffs and
soar overhead as far as the eye
can see,” Loyola tells us.

The next stop is Green Island,
where feeding whales sometimes
circle the boat and apparently ex-
press their enjoyment by slap-
ping their flukes on the water—a
bonus for the passengers who are
rarely disappointed.

Loyola has plans to build a

quiries. The tours take 21/2
hours, cost $20 per person and
offer a unique experience.
“‘Before leaving the dock, we
give a short history of the Bay
Bulls area,” Loyola explains.
“We have wildlife and fisheries
posters to assist us in talking
about the marine wildlife and the
fishery. Underway, we play Irish
Newfoundland music to create a

restaurant/hospitality
home to serve a steaming bowl of
fresh fish chowder or a baked cod
dinner to tourists. Already in mo-
tion is a van to transport tourists
from hotels in St. John's by way
of Cape Spear, Maddox Cove and
Petty Harbour.

“We've already catered to
tourists and birdwatchers from
all over the world,” Loyola notes,
*‘and the response has been very

favorable. Even well-travelled
birdwatchers have commented
on the sanctuary’s appeal, and
we hope government will assist
with a worldwide marketing sys-
tem. Successful promotion of the
sanctuary and our charter oper-
ation should have spinoffs for
other island businesses.”

During the off-season, Joseph
drives a truck supplying his un-
cle’s fish plants at Bay Bulls and
Witless Bay. Loyola has been a
full-time second mate on an off-
shore supply boat to supplement
income from Bird Island Chart-
ers. Loyola is hoping petroleum
industry activity will pick up
enough to be rehired in the fall,
but his layoff this summer ena-
bled him to devote himself to his
business.

“To establish a successful boat
charter operation, you must be a
good seaman and very persona-
ble,” advises Loyola who obvi-
ously meets the requirements.
“And you must be prepared to
work long hours. My days start at
7 a.m. and don't end until late
evening, but I enjoy the people
and they seem to enjoy me. When
I wake up in the morning, I al-
ways feel great.”

And that’s another plus for
Loyola, who has turned his three
loves—the sea, his boat, and
people—into a promising
venture. ﬂ
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The name Briffett has been
identified with lumber and build-
ing supplies in Glovertown for 75
years now. It all started with
Louis Briffett’s sawmill in Rose-
dale which dates back to a few
years before one of the sons in the
business name was born. Eric
Briffett laughingly admits to
“‘pushing 70”", but retirement is

Eric Briffett

something that hasn’t entered his
mind.

“Four of us brothers were
equal partners in the business.
Now there’s just me and the old-
est of the four, Willis, who's 10
years older than me,” Eric tells
us. “I've never thought of
retiring—not yet anyway. I've
grown up with the business, all of
us did. We were into a lot of
things in our day: the sawmill,
cutting wood for export, pitprops
during the war and cutting pulp-
wood for Bowater’s around Indi-
an Bay for seven years. When we
finished there, we came here and
used the sawmill as the basis of
the business of selling lumber.

“The store here and our branch
store in Pound Cove, near Wes-
leyville, started up in 1958. At that
time, there was one other store in
Glovertown. When we had the
sawmill, lumber was very big
and the business has grown as
we've added other lines. We al-
ways have our eyes open for any-
thing new. We’'ve supplied

Louis Briffett and Sons Ltd.

communities in Bonavista North
from here and our branch in
Pound Cove, which is smaller
than the store here.”

The Glovertown store has a
selection of everything the
homeowner or builder might
need, but it has something else,
too.

“We’ve built the business on
courtesy and service,”’ Eric ex-
plains. “It’s important to have
enough staff on hand to answer
questions and find items people
can’t find on the shelves. Lots of
times people need a bit of en-
couragement to buy. We can help
them decide what’s best for their
needs. If they can’t find some-
thing and there’s no one on hand
to help, they’ll be out the door. We
have seven employees here at the
peak season, four of them year
round. The Pound Cove store has
three permanent employees and
two more in summer.”

Eric has seen a change in the
business over the years and he
has adapted to new market con-
ditions.

“We supply on contracts and
bid on items for the federal and
provincial governments. Terra

Nova National Park was a big
customer at one time, but they’re
not building much now,” Eric ad-
mits. “We buy what we can on
the island, but most of our lum-
ber comes from the mainland.
We can’t get sufficient stocks
here to meet the demand, and
some of the woods are not grown
here at all. There used to be a
good demand for cedar but it’s
too expensive to bring in now.
One of our biggest sellers is
panelboard. We had a lot of busi-
ness from Gander when we first
started, but there are similar
businesses there now."”

Eric has no regrets about get-
ting involved in business. He
wishes there had been equipment
around in the early days when
everything had to be hauled out
by horses, but he wouldn’t have
changed anything else.

“‘Ilike meeting people and you
deal with so many different
types. None of my children was
interested in the business—I
guess they saw the long hours we
worked,”” he surmises.

The Pound Cove Store
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C & W Welding

Men in coveralls, some with
welding masks still on their
heads, are pushing a shiny, new
19-ft. aluminum boat out of the
doors of C & W Welding's plant at
Bay Bulls. The men stop to ad-
mire their work for a minute,
then return to the shop to finish
welding a second boat. Upstairs,
the walls of a small office are co-
vered with photos of fish-cutting
tables, conveyors, hoppers, alu-
minum cabin cruisers, and men
working on the oil drill rig John
Shaw. It’s a catalogue of the com-
pany’s achievements. The man
sitting at the desk quietly signing
pay cheques for the firm’s 30 em-
ployees is Terry Crane who, with
partner Gordon Williams, start-
ed the business in 1972.

“I was working for E.F.
Barnes in St. John’s as a
machinist and I wanted to try
something new. Gordon was an
auto-body person. I had a small
lathe, my father had a welding
machine. It wasn’t much but it
gave us a start, and we rented an
old building next to the fishplant
here.”

The two men did fabrication
and repairs but gradually aban-
doned auto-body work. They were
also literally sitting on the door-
step of a potential industry:
fishplant-processing equipment
manufacture. But that required
more specialized work in alumi-
num and stainless steel, which in
turn meant sophisticated welding
equipment and heavy metal
brakes and shears. After five
years the men decided they
would have to expand. With a
grant from DREE and a loan
from the Federal Business De-
velopment Bank, they raised
$125,000, enough for a new
4,000-sq. ft. building and some
equipment. The risk paid off, bus-
iness picked up to the point where
two years later they needed to ex-
tend the 80-ft. building by 20 ft.

“We made conveyors, fish ta-
bles, packing tables, hoppers,
freezer pans—too many things,”
admits Terry. “You have to
make a lot of things to stay alive

but then it’s hard to be efficient.
For designs, we copied some
things, improved others, and de-
veloped some things ourselves.
We've just built a fish-sorting
machine that’s hooked up to a
computer and video camera so it
can tell a fish by size, weight, and
species.”

Terry works in the office, does
estimating and visits clients. His
brother Irvin is shop foreman.
Gordon, a trim, energetic man
works mainly on the shop floor,
and chases delinquent accounts.
Real order was only achieved
when the men hired Fern Burke
as secretary, girl Friday, and

The sound of a sick faucet.

It's kind of hard on Reddy when
the water he's heating is wasted
through faulty outlets. He'd
much rather you, not an empty
sink, were getting the full
benefits of his heating service.
Help him out; turn off faucets
firmly and check your water
facilities periodically so Reddy
can do the best job for you --
heat-wise and money-wise.

(/szfounc{[anc[

LIGHT & POWER

o. Limited

Remember, Reddy supplies the electricity — only you can use it wisely
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mobile fact sheet who carries the
entire company’s data in her
head—and reminds the men
when to phone home.

“I don’t remember any phone
numbers,” says Terry, “‘but Fern
must have about 500 in her head.”

Boatbuilding is a recent ven-
ture for the company after Ter-
ry built a 25-ft. aluminum cruiser
for himself. They've built a 28-
ft. model and about 20, 19-ft. trap
skiff type boats used for pleasure
or fishing. The fisherman’s price

i R |
| k

-
Terry Crane

on a 19-ft. aluminum boat is
around $6,000, almost twice the
price of a similar fiberglass one
and perhaps four times the price
of a wooden one. ‘‘Aluminum
will always be more expensive
but it’s more durable than fiber-
glass or wood—if you get frost un-
der fiberglass it separates. Our
boats are broader too, you could
put some fiberglass boats inside
ours and have room to walk
around between them. Alf Burton
of the provincial Department of
Fisheries designed ours.”

To accommodate the boat-
building, the company added a

Terry Crane and partner Gordon Williams with 19-ft. aluminum boat.

second 3200-sq ft. building that
cost around $70,000, part of it
financed by a grant from the Bus-
iness Development Division of
the Department of Rural,
Agricultural and Northern De-
velopment (RAND). The building
has a higher roof to accommo-
date a crane — in case demand
for oil work picks up again. But
fishplant work remains their
mainstay and this year is the best
to date.

Since C & W Welding started
manufacturing fishplant equip-
ment, the competition has in-
creased. Firms in Nova Scotia
and P.E.I. bid on Newfoundland
jobs, and there are other fabrica-
tors in Glovertown and Stephen-
ville. There are also fabricating
companies in St. John's original-
ly set up to handle Newfound-
land’s projected oil industry that
are now looking to the fishing in-
dustry for work. Consequently, C
& W.Welding must bid on work
across the province. Working
with aluminum has some
advantages—it's lighter, easier
to handle and cut—but it requires
sophisticated welding machines
and the raw material is expen-
sive. The company used $300,000
worth of aluminum last year and
about 15 per cent was wasted in
scraps and off-cuts. Trying to
decrease waste and increase ef-
ficiency is one of Terry's pri-
orities.

“Every job that goes to the

floor has to be drawn up first and
that takes so much time. A
computer-assisted drafting
(CAD) system would save us
time, especially in correcting er-
rors on the drawing. On a com-
puter it's quick to fix. On paper
you start all over again. I'd also
like a computer for Fern for her
accounts payable and receivable.
I'm sure it would free up her
time. A whole system would be
about $60,000, but the problem is
finding the right software to run
it, and how do you find out?”

Terry likes working for him-
self, although he sometimes wish-
es he had more advanced
education, say in engineering and
accounting. But for some, a lack
of advanced education is their
reason for going into business.
Figuring they would never com-
plete the training necessary for
the professions, they devote their
energies to business and still
achieve financial success. Not
that Terry is claiming financial
success.

“Financial-wise, as far as
money in my pocket goes, I
might’ve been just as well off if
I'd just stayed working for some-
one. There've been years when
we scarcely made any money.
Maybe if we ever sold the place
1'd be better off. I don’t know. But
right now, I do know this place
has a lot of potential.”

|
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Captain Quik

In 1979, 26-year-old Jim Baird
saw the family insurance and
wholesaling business he'd
worked in for eight years
declared bankrupt. The idea of
working for somebody else didn’t
appeal to him, so he set out to
open his own convenience store.
He cashed in his $3,000 RRSP,
took a $10,000 second mortgage
on his house and borrowed a fur-
ther $10,000 from the Federal
Business Development Bank to
open a Captain Quik store on
Mayor Ave, St. John's. Working
15 hours a day, 7 days a week,
and 52 weeks a year, he stayed
afloat—just. Jim couldn’t afford
to pay his one employee the first
few months and he stayed solvent
only with the help of his wife,
Angela, who left their son with
Jim'’s parents while she worked
in a bank. Seven years later, Jim
has 15 convenience stores and 110
employees. He looks youthful,

Jim Baird

they’re all small ones. Short of
burning the place down there's
not too much an employee can do
that can’t be corrected. The Kinds
of things that drive you nuts are:
the beer truck didn't show up, the

alarm'’s going off, the door won’t
lock, somebody broke the win-
dow, the key broke off in the lock,
the cash register won’t open,
we're out of quarters, the slicer
doesn’t work, I've cut my finger,
Joanne didn't show up, Mildred
quit....”

Jim spreads his arms and looks
at the ceiling in his “why me,
God?" pose, then laughs.

“It’s a people business, that’s
the good thing about it. People
are fun, they're nice, they're
helpful, and they make your life
great.”

Jim'’s need for people, both cus-
tomers and staff, was matched
only by his increasing need for
capital. In a local economy where
venture capital for the service in-
dustries is almost non-existent,
Jim is constantly looking for new
ways to raise money. For exam-
ple, the logistics of running 15
stores, accounting, inventory,

confident, and ful

“‘When I opened that first store
1 was scared to death,” admits
Jim in retrospect. “I didn’t know
how to operate a cash register, or
how to retail price. Most men
have no idea of the price of
groceries, so if something came
on the counter and wasn’t priced,
it was a major panic.”

Graduating from one store to 15
took more than hard work and
luck. It required an uncanny abil-
ity to predict the future. So how
did Jim manage it?

“Every business has a trade
Jjournal,” he explains. “I ordered
all the back issues of all the con-
venience store journals and read
them cover to cover. Ontario is
generally five years behind the
United States in these things, and
we are five years behind Ontario,
so I was able to see exactly which
way I should be headed.”

Less than a year later Jim
opened a second store on Hamil-
ton Avenue followed by a third on
Pennywell Road. His friends said
he was mad to consider a second
store. It was inviting too many
problems.

“‘Sure we have problems, but

The Right Place!

The Right Price!

Best Western Travellers Inn located in the heart of St. John's
busiest commercial district features clean, comfortable, affor-
dable accommodations, — fine dining at Mrs. T's dining
sual relaxing lounge. All of this
presented with The Travellers **Old Fashioned Hospitali-
ty”” makes the Travellers Inn the Travellers Choice. If you're

room and Mr. T's,

a regular visitor to St. John's then as bout the V.L.T.
program and how you can get all it's benefits with one night
free for every ten you stay with us.

92 BEAUTIFUL ROOMS MRS.
MEETING FACILITIES

S DINING ROOM
MR. T'S LOUNGE

“Old Fashioned Hospitality”

199 KENMOUNT ROAD
ST. JOHN'S, NEWFOUNDLAND A1B 3P9
PHONE (709) 722-5540 TELEX 016-4730

TOLL FREE RESERVATIONS 1-800-528-1234
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and the hidden menace of
“shrinkage’” — people taking
merchandise without paying —
was something that cried out for
a computerized control system.
The technology was available,
but it was in the United States
and it wasn't cheap.

“Ilooked at a control system at
a trade show at Chicago in 1981
and again later in Los Angeles. I
talked to people who had it. They
said it worked. But the software
alone was $35,000 and nobody was
going to finance me when all I
was getting was a little disk. I
also needed a specific computer,
an IBM 36, and that was another
$65,000.”

Then Jim discovered creative
financing. A fellow St. John's
businessman found himself
locked into a long lease on an
IBM 36. To rid himself of the
computer, he made Jim a gener-
ous payment to assume the lease.
Jim got the computer he needed
and enough money for a sizable
down payment on the software.
Jim now has enough computer
capacity to monitor 200 stores if
need be. He is also the software
company’s figst international
customer.

Jim’s trips to trade conventions
in the United states are the
nearest thing he’s had to a holi-
day since starting the business.
They are also the source of many
of his ideas and innovations. For
example, two of his stores sell
fried chicken, a fairly common

Jim Baird's latest Captain Quick store and gas bar at Mount Pearl, New-
foundland.

concept in the States but less well
known in Canada.

“Look, with a convenience
store I've already got the build-
ing in place, and the lights and
mortgage are being paid, soall I
need is $15,000 to $20,000 for
equipment to do fried chicken.
Then the only difference between
me and Colonel Sanders is the

break-even point. Mine is much - |

lower.”

Another innovation in Captain
Quik stores has been a frozen,
carbonated beverage machine
that produces ““‘Quickie”, a semi-
solid beverage that you slurp
rather than drink. Jim had seen
them in the trade journals but
getting more information from
the Canadian manufacturer
proved difficult. Somehow his

Jim ordered eight.

As the number of Captain Quik
stores grew, so did the range of
their services. Besides regular
grocery and confectionery Jim'’s
stores provide drycleaning serv-
ice and tickets to shows like Tina
Turner, and in the new Mount
Pearl outlet a gas bar, on-site
bakery, and delicatessen. He in-
sists he hasn’t had an original
idea in his head and that he’s only
selling convenience to a road or
a neighborhood. But he must be
doing something right.

I spend a lot of time with the
business,” admits Jim. ‘I don’t
smoke, I do drink, but I don’t
have a boat or a country cabin.
I'm asset rich but I never have
any money in my hand. Ido have
a nice car, but only one, not three.
Sometimes my mother asks me if
1 can afford these things. I tell
her, ‘Sure, it’s paid for with in-
terest on that RRSP I invested
seven years ago — the one you
thought I shouldn’t risk.” u
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Continental Marble

Lorne Janes is a big cheerful
man who describes himself as be-
ing under 40 and a little over 200
Ibs. He's the type of man who
likes to make things happen,
which is perhaps why he has four
companies instead of one. Chief
among them is Continental Mar-
ble which produces cultured mar-
ble vanities, bath tubs, counter
tops, and fireplaces at the
Goulds, Newfoundland. He is the
only marble manufacturer in the
province and Continental’s
products have been used exten-
sively in homes, apartment
blocks, hotels and the new Con-
federation complex. They have
also won awards for excellence in
international competition. But
the route to marble manufac-
turer has been a long one for
Lorne.

“I grew up in Carbonear, my
father George D. Janes was a
schoolteacher there, but I left in
1961 to go to Toronto to study elec-
tronics. Then I went with IBM for
a while and got some good busi-
ness basics. They were paying
me around $200 a week when $150
a week was a good wage. But
they were charging out my time
at more than $200 a day. It didn’t
take me too long to see I'd do bet-
ter working for myself."”

Lorne left for the United States,
and abandoning electronics start-
ed a furniture retailing company,
a land development company,
even a model airplane manufac-
turing company. He started nine
companies in all, eight of which
are still in business. In 1979, he
sold his business interests and
returned to Newfoundland with
his American-born wife Sherrie.

“We had no particular plans,”
he recalls. “We just thought we'd
come and look, and if we liked it,
we’d stay.”

They liked it. In fact they
opened a nightclub at St. John’s
called the Foxhunt. Still, Lorne
was on the lookout for some other
type of business, until it occurred
to him there was no marble fac-
tory in Newfoundland.

“I was in construction in the

Lorne Janes

States, and marble and moulded
bathroom fittings are big there.
If you had told somebody you
were going to take a piece of par-
ticle board, stick plastic laminate
onit, cut a hole in it and put a sink
in it for a bathroom, they'd laugh
at you. That’s OK in a kitchen but
the laminate never matches the
rest of the fittings in a
bathroom.”

A Tradition in
Newfoundland Homes
For more than a
Quarter of a Century

Lorne travelled back to the
States to learn how to make cul-
tured marble, which inessence is
finely ground marble mixed into
a resin matrix then poured into
moulds. He returned with the
knowledge, and a collection of
moulds necessary to go into
production. The basic raw
materials were available from
Canadian suppliers.

“‘Getting the finances together
took me almost two years. It took
every penny we had, plus selling
one car and taking second and
third mortgages on our house.
DREE gave us a grant and I had
about five different loans.
Whenever the bank manager’s
station wagon passed our home
we’d joke he was looking at what
a fine property he'd have if we
went under."”

Lorne and Sherrie didn’t go un-
der. Sherrie conceived the name
“Continental Marble”” and the
couple rented the old St. Paul's
Anglican school in the Goulds and
worked 18 hours a day. They
hired Dave Day to help who, in
turn, hired Derrick Guest. The
men were dealing with un-
familiar technology, but in theory
they had only to add resin and
mix. It was a disaster.

“The weather in Maryland is

/3

Newfoundland Television

NTV: NEWFOUNDLAND'S FIVE STAR NETWORK, 24 HOURS A DAY
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warm and dry. Here it's cold and
damp. The moisture affected the
wax used to separate the mould
from the product, and without
heat the resin would not set. We
had to change the environment of
the building, close up the win-
dows, put in exhaust fans and de-
humidifiers.”

Finally they were successful,
production increased and they
hired Sonny Brockerville and Bri-
an Lamb—and bought out the
building. Today, working in two
shifts, the men produce around
2,000 Ibs of products a day. (Ba-
sins weigh 50 lbs, fireplaces 200
Ibs.)

The company has proved so
successful that Lorne formed
another company, in joint ven-
ture with Tiffany Marble Moulds
of Key West, Florida, to market
the marble manufacturing
concept.

“We advertise nationally in the
financial papers for people want-
ing to start their own manufac-
turing business. We send them to
our mould supplier in Key West
for theoretical training and give
them practical training here. You
can start up a marble manufac-

People who've been to us have
opened marble factories in Otta-
wa, Toronto, Thunder Bay, Win-
nipeg, and even Cannes, France,
and Geneva, Switzerland.”

turing plant for around $150,000.

Lorne Janes with Derrick Guest at Continental Marble’s factory.

Continental Marble's products
use all Canadian labour and
materials, with the exception of
the moulds. And Lorne is working
on that. He recently received a
research grant from DRIE to de-
velop mould making in New-
foundland.

Another of Lorne’s businesses
(Plex-Acrylics Co. Ltd.) includes
plastic lamination of cards and
paper up to 25-inches wide and
unlimited length, and manufac-
turing plastic cases for retail
stores. In all, he employs 13
people.

Lorne’s creed is that in busi-
ness, people count, That’s why he
has both his home and business
phone number on his card.

““If somebody has a problem,
the sooner he gets to me the less
mad he is.”

“The government and banks
have been good to me with grants
and loans. That's what's allowed
me to bankroll these guys who do
the real work,” says workaholic
Lorne modestly. “Take yester-
day when I had an idea for
producing a new sales manual.
We started at 2 in the afternoon
and it was after midnight when
we finished. All they wanted was
a bucket of chicken, and they
stayed until the job was done."”

NEED TO CHARTER A
BUS FOR TOURS AND

CONVENTIONS?

T

Metrobus offers a comprehensive
transportation system

CALL AND CHECK OUR RATES FOR:
- convention charters
- general charters
- out of town charters
- special tours

Telephone
722-9400

ST. JOHN'S TRANSPORTATION
COMMISSION

Metrobus Transit Centre

245 Freshwater Road

St. John's, NF A1B 183

METROBUS . .
transportation system serving you

. a modern
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Corner Brook Drug Mart

George Hutchings, 44, pharma-
cist, businessman, politician and
conference organizer is planting
shrubs in his yard.

“I know absolutely nothing
about landscaping—I can mow
the grass—that’s about all. I was
told to put some bone meal in
with the shrubs. 1 thought I'd bet-
ter check with the nursery who
told me I would have killed the
roots with bone meal. This is a
perfectly good example of des-
troying something when you
don’t know what you're doing.

“In running a business, the
same principle applies.
Knowledge is important. You
have to have the tools to work
with. You need information from
people who've been in business.
You can't say, ‘I don’t need you
to tell me how to run this
business’.”

George and Barbara Hutchings
own and operate Corner Brook
Drug Mart at 204 O’Connell
Drive. George describes the bus-
iness as a neighborhood pharma-
cy. Besides the prescription
service, he provides health items,
and the usual shampoos and cos-
metics, but because he’s not
downtown he carries some con-
venient food items and video ren-
tals as well.

But what made George decide
to start his own business? It's a
long story. “My father died
when I was very young and I, as
the second oldest in the family,
left school to go to work—
someone had to put the food on
the table. But after a few years,
1 realized I couldn’t spend the
rest of my life washing windows,
loading pulpwood trucks—just
doing odd jobs. Not if T was to
have anything in life.”

George went to night school. He
says without the encouragement
of Jim Quick at the pharmacy on
West Street he never could have
done it. George remembers he
was so embarrassed to be going
back to school he wrapped his
books in brown paper so no one
would know where he was going.
After completing high school he

George Hutchings

went on to study pharmacy. He
then held a series of pharmacy-
related jobs.

“Iworked for a while in Grand
Falls and Corner Brook and in
1973 I worked as an assistant to
Frank Moores (then premier) as
an assistant for the west coast for
three years. But I thought I'd bet-
ter get back into pharmacy be-
fore I'd have to go back and take
all kinds of refresher courses.”

George, who always likes to be
busy, thought about opening his
own drugstore and eventually
bought the land on O’Connell
Drive.

“Mr. Wiseman, the bank
manager at the time, had faith in
me and my project. Things are
very different today. Everything
is computerized, the numbers all
have to jive and every loan has to
be totally secured. I don't think
the banks are the risk takers they
were years ago.”

In planning his drugstore, he
thought it might be a good idea to
rent office space to a couple of
doctors who, in turn, could gener-
ate some prescription business.

“With the help of my accoun-
tant and my banker, I put

together a proposal to two doc-
tors to act as a group on the real
estate portion of the thing and I
would guarantee my company
would rent 50 per cent of the
space. Before I knew it, there
were four doctors, and instead of
my original idea of building a
one-story 2500-sq. ft. neighbor-
hood pharmacy, it turned into a
full-fledged 6400-sq. ft. medical-
drugstore combination. That's 10
years ago. In five years we'll
have the place paid for."”

George also is sold on com-
puters, maintaining that they
make it possible to know on a
regular basis whether or not he's
making money. His advice is to
find an accountant who will pro-
vide the service for a nominal fee
because an accountant who
merely provides figures once a
year isn’t of much help.

The pharmacy hasn’t been his
only interest. George was elect-
ed mayor of the City of Corner
Brook and served for two terms
until the municipal elections in
November 1985 when he decided
not to run again. He admits polit-
ics took a lot of his time that he
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might better have put into the
business, but he enjoyed the work
and the people he met.

““If you're going to run a small
business you have to be there
yourself. You can’t just decide to
go into business and hope that it
will run itself. You can forget
about running off to Florida for a
holiday. I've been lucky, though,
because my wife, Barbara, is in
the business, too. We take the
business home with us, which
sometimes can be a disadvan-
tage. But if I'm not there, like to-
day, I know she is.”

While he was mayor, and after-
wards, George worked on plan-
ning the Enterprise West
Conference held in Corner Brook
this May. The conference objec-

__ A
tive was to provide those interest-
ed in starting a business or those
already in business with the
tools to do a good job.
“We had workshops on com-

advertising. While he didn’t
make a great saving, he esti-
mates that he saved about $720
which more than paid for his $75
registration fee.

It is evident that George thinks
being in your own business is the
best route to take. He wouldn’t be
surprised if his son, Tom, 19,
might be thinking of going into
business for himself. His daugh-
ter, Catherine, 17, still has
another year in high school.

“Way back in my day, you
either went to Toronto or you got
a job at the mill. You were al-
ways thinking about going to
work for somebody else. One of
the ideas of Enterprise West was
to try to light a fire under people
to encourage them to go into bus-
iness or try to expand their exist-
ing b Our last project is

puters, gY,
cash flow, advertising, etc. I
don’t like to mention all the peo-
ple who were involved with the
planning because I'm bound to
leave someone out. But some of
the organizers were the City, the

to produce a book called ““‘Doing
Business in Newfoundland”. It’ll
retail for something under $5 and
should be out by the fall. We're
hoping it will contain everything
you'll need to know about doing
s o foundland, It

Chamber of Ci ce, federal
and provincial governments, and
the university.”

George estimates that if people
got as much out of the workshops
as he did, the whole idea was a
huge success. He picked up a cou-
ple of pieces of information that
helped him with his cash flow and

won't be a book you'll just put on
your shelf, it’ll be on your desk.
Perhaps people who are con-
sidering going into business
might take a page from that
book—as George says, ‘“‘You need

the tools to do the job.”
|

The LeDrews of the Kelligrews
area are well known as workers
in wood. Ralph LeDrew, 45, has
uncles and cousins working at
LeDrew Lumber, but he is best
known as the owner of Country
Trailer Sales, manufacturers of
the “Country Lane” line of trav-
el trailers.

“We actually started selling
trailers in 1967, Ralph relates.
““The years 1970, 1971 and 1972
were very good, and we decided
to add the manufacturing the fol-
lowing year. 1 sold Rambler
Trailers and spent a lot of time
with their designer, Bill Mercer,
from Bell Island, at their plant in

Country Trailer Sales

Ralph LeDrew beside a recently completed F-10 compact truck camper.

e
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Ready for the ro:

Burlington, Ontario. Just paying
the freight charges on the units
was a big expense, considering
we were selling 115 to 120 units a

ear.

“Bill quit and came here to go
into business with me, but he
didn’t have the finances and built
just one trailer that first year.
When he left the business the next
year I was on my own. We had
represented a quarter of Ram-
bler’s total production, so they
didn’t stay in business long after
losing our sales. The first full
year of production I built 150
units, and we went up to 220 a
year afterwards.”

Production of the trailers start-
ed in September and went right
through until the end of May.
With three or four different
models from 13-and-a-half to
22-ft. trailers and five or six deal-
ers around the province as well
as his own sales outlet, Ralph had
no problem selling everything
built in those days.

“Our biggest problem was to
convince Newfoundlanders toac-
cept the local product,” he
recalls. “When we were building
travel trailers we had 12 people
on staff and we’'d complete five or
six trailers a week. It was an
assembly-line operation and we
ran it that way until 1981 when the
recreation business just about
died because of the high cost of

as.

“Most of the supplies for the
trailers used to come from the
USA by tractor trailer and we

a Country Lane travel trailer.

would fill a 45-ft. van once a
month. That would be cheaper
than finding suppliers in Canada,
because nearly all recreation ve-
hicles in the USA are built in Elk-
hart, Indiana, and we could buy
everything in one location. It
doesn’t pay for us to buy like that
now because we don’t have the
volume. We get our kiln-dried
spruce and pine from Montreal
and the plywood panelling is spe-
cially made for the recreation
market.”

Ralph has switched emphasis
away from the recreation field to
steadier work in the commercial
sector, although he has recently
seen an increasing demand for
motor homes and truck campers
as the economy improves and gas
prices decline somewhat.

“It's very important to be able
to make a switch,” he says.
“Back in 1981, we were caught

Mr. and Mrs. Leonard Petten’s Country Lane motor home.

with about 200 travel trailers and
it took three years to sell them
with interest rates at 23 per cent.
We went into prefab buildings
and since then we've added
truck-body building.

“Most of our work is with truck
bodies, which we fabricate here,
and we also make dump bodies
from scratch. I strongly believe
that Newfoundlanders can do
most anything if they have the
materials. We take raw sheets of
steel and everything is complete-
ly customized—everyone else
buys the bodies in kit form and
welds them together. We make
up to 28-ft. freight bodies, up to
15-ft. dump bodies, and snow
plows as well. We're also building
motor homes, mostly on Ford
bodies, although we did build two
on Chevs. The truck company
supplies a stripped-down chassis
and cab and we do the rest.”

Ralph has six people on staff,
having had to lay off four the day
before, but two are coming back
on staff because work picked up
again. That's good news for
Ralph because his is very much
a family business.

“My oldest son, James, 24,
works here full time; my second,
Terry, 22, is at university and fills
in here on his time off; and my
daughter, Susan, 19, takes care of
sales and pickups during the
summer. My wife, Ruby, did the
books for years, but it got to take
up too much of her time,” Ralph
concludes.

\
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Newfoundland

and] abrador

MESSAGE FROM THE MINISTER

The Small Business sector in
Newfoundland and Labrador is the
backbone of the Province's economy.

Small Business enterprises employ
thousands of Newfoundland residents and,
at the same time, foster the entrepreneurial
spirit and experience that will shape the
Province's commercial and industrial future.

As Minister of Development and
Tourism, | am committed to Government's
policy to encourage economic growth and
a more versatile economic base by
promoting new and established Small
Business ventures.

Jo

HAL BARRETT, MHA
Minister, Development & Tourism

DEPARTMENT OF DEVELOPMENT AND TOURISM
Government of Newfoundland and Labrador
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