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Sustainability Pu

The Sustainability Purchasing Network (SPN) defines sustainability purchasing
as “a management process used to acquire goods and services ("products”) in
a way that gives preference to suppliers that generate positive social and
environmental outcomes, and that integrates sustainability considerations into
product selection so that impacts on society and the environment are minimized
throughout the full life cycle of the product”.

Sustainability purchasing entails looking at what products are made of, where
they have come from, who has made them, how they will be ultimately disposed
of and whether the purchase needs to be made at all.

Joanne Hritzuk, Sportex Marketing, attended the workshop “Introducing
Sustainability Purchasing to Your Organization” sponsored by Road Map 2020
and presented by Tim Reeve of SPN. At the October 3 meeting of the
Saskatoon Chapter of the SHBBA, Joanne led a discussion sharing what she
had learned.

Members discussed what they are doing now and some next steps toward sus-
tainability purchasing. Using green products, talking to current suppliers about
sustainability, considering the full life cycle of the products, encouraging
customers to purchase product that will be used over a number of years, and
choosing new suppliers with a sustainability commitment were just a few of the
topics covered.

As responsible business owners, we must ensure we can meet the new
purchasing habit s being adopted by today’ s consumers.

To join the Sustainability Purchasing Network or for further information visit
www.buysmartbc.com. Let’s all work toward a healthier world!

TRADESHOWS

SHBBA - BBB

SMALL & MEDIUM SIZED
BUSINESS EXPO
November 1 - 3

Registration Deadline: Sept 28

Saskatoon Chapter
Member-to-Member Showcase
(Tradeshow & Marketing Exercise)

October 3 Details on pages 9 - 10
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The Canadian Youth

Business Foundation
cybf.ca

Driving Canada’s business success by
helping youth help themselves

info@cybf.ca 1-800-464-2923

The Canadian Youth Business Foundation is a national charity
founded in 1996 to provide startup mentoring, financing, and
business resources for young Canadians aged 18 - 34 helping
them create their own successful business. It is an organization
that is all about dreams, energy and momentum supporting youth
who would not otherwise have the opportunity to realize their full
potential and launch a business.

CYBF provides loans of up to $15,000 and online business
resources. This combined with the mandatory world class men-
toring program has provided successful startup for more than
2079 young entrepreneurs resulting in more than 11,600 new
jobs in Canada. Visit their website at http://www.cybf.ca to find
out more about this exciting foundation.

Saskatoon Chapter News % .

The annual Saskatoon Chapter’s wrap-up celebration
which was a BBQ held on June 6 was well attended.
Members were able to network in the informal

setting at the home of Gordon Peters.

The Chapter kicked off this season with a meeting at
business infosource on September 3. Joanne Hritzuk
gave a presentation on Sustainability Purchasing.

Don’t miss our next meeting on October 3 - our annual
Member-to-Member Tradeshow - a great marketing exercise.
7:15-9:00 pm
business infosource
345 Third Avenue South, Saskatoon

VOLUNTEERS NEEDED
Volunteer Opportunities:

- Board & Executive positions
- Membership Coordinator
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BizPaL Now Available to More Saskatchewan
Communities and Business Sectors
By Tim Tororey

BizPaL, the one-stop website for Business Permits and Licences
(BizPaL) required by federal, provincial and municipal governments,
is now available for 31 cities and towns in Saskatchewan, covering
more than 50 percent of the population.

Saskatchewan is leading all other provinces in Canada in the number
of municipalities on-line. Saskatchewan's Regional Economic
Development Authorities (REDAS) have been instrumental in BizPalL's
rapid expansion in the province. By the end of December 2007,
BizPaL will be rolled out to 20 additional Saskatchewan communities.

In Saskatchewan, BizPaL now includes permits and licences required
by businesses in the retail, construction, food service, accommodation,
and a number of service sectors among many others.

In May 2007, manufacturing permits and licences were made available
on BizPaL, bringing the number of sectors online in the province to
233. Permits and licences for natural resources businesses such as
mineral exploration, oil and gas and forestry are expected to be available
online within the next six months. BizPaL has also been recently
expanded to include information on the province's business registration
and Workers Compensation Board requirements.

This quick and easy to use service is mainly targeted to business
people who are starting or expanding small or medium-sized businesses,
which make up 95 percent of Saskatchewan's business community.

Users of the service pick the city or town in which they want to open a
business, pick the business type, answer questions for that type of
business, and are then provided with customized information on permits
and licences they may require. Links are provided to more information,
and in most cases, application forms that they can print out, or in
some cases submit online.

There has a been a positive reception to BizPaL from the general
public, business people and business organizations such as the
Chamber of Commerce and the Canadian Federation of Independent
Businesses because the service reduces red tape and makes it easier
to do business in Saskatchewan.

Industry and Resources Competitiveness Branch is leading BizPalL
implementation in communities across the province in partnership
with Industry Canada, other provincial departments, municipal
governments, and REDAs. The initiative is part of the provincial
government's Regulatory and Service Enhancement Initiative - a
comprehensive new approach to enhancing the Saskatchewan
business environment and government service.

BizPalL

Your source for online
Business Permits and Licences

Municipal ® Provincial * Federal
Visit www.BizPaL.gov.sk.ca

Saskatchewan!

BizPalL has won several national
awards including the prestigious Gold
and Diamond Canadian Information
Productivity Awards. Most recently, the
BizPaL team responsible for imple-
menting the service in Saskatchewan
received the 2007 Premier's Award for
Excellence in the Public Service for
quality service.

For more information call Ken Lewis at
306-787-2246.
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BREAKFAST SERIES

7:30 - 8:30 AM

Sep 26 - Point of sale systems

Oct 24 - Competitive Advantage
Nov 28 - Basics of a Contract

Jan 23 - Business Crime Prevention

WOMEN ENTREPRENEURS
WORKSHOPS & SEMINARS
Visit http://www.womenentrepreneurs.sk.ca for information.
Call 477-7173 to register one week prior to session
Breakfast Series and Lunch & Learn Sessions
Free for WE Members or $5.00 for non-members

Free Entrepreneur
Self-Assessment & ldea
Generation Session
Tues. Oct 16
at 6:30 OR 8:00
(2 sessions)

LUNCH & LEARN

Oct 10 (noon - 1pm) - Mentors f

Nov 14 (noon - 1pm) - Goal Setting

Jan 9 - (11 am - 1:30 pm) é
Marketing & Information Superhighway ‘

ATTITUDE - by Linda Day

"Having ability and intelligence is not the key.
It's recognizing that ability, confessing it,
appreciating it, developing it, and then using it."
- Zig Ziglar -

Attitude is everything! How true this statement is. You are
probably much more capable than you think you are. All you
may need is a word of encouragement and some direction.
The good news is that you hold what you need in your hands
right now. Everyone has the ability to make something of
themselves, as long as they are willing to go the extra mile -
to do what it takes to become successful. If you are willing to
be consistent in your efforts and work hard, with strong ethical
principles, you will go far. Combine that with a good positive

attitude and you will go even further.

Working as a receptionist in a large company | feel it is very
important to greet everyone with a smile and a friendly positive
attitude. | am the ambassador of my company - the first voice
they hear on the phone and the first face they see when they
enter the door. Is it not important to greet people with
friendliness and a smile? How many times have you walked
into a business and been greeted with a frown or a grumpy
attitude? Or talked with someone on the phone and they can't
even give you the time of day, let alone be friendly? This
happens far too often and it certainly doesn't foster a good
impression of that person, does it? I've had many people
compliment me on my attitude. It's always great to hear these
comments and gives me the satisfaction of knowing that | am
doing a great job.

Often, it is our fears that affect our attitudes. Whether we've
had a bad day, been treated rudely by someone else or what-
ever the case may be, that doesn't give us the right to be rude
to others. Shyness, insecurity, and lack of self esteem and
confidence are also factors that affect our attitude.

Submitted by: Linda Day

Years ago | left a marriage with my self confidence and esteem
about as low as it could get. Getting up the courage to leave
was the hardest thing | ever did. But once | made up my mind,
| couldn't be stopped. Having been a housewife and mother for
ten years, | had never worked outside the home. | gained
employment, found my own place, enrolled my two children in
school and moved to the city. It was a great boost to my self
esteem to realize that | could actually make it on my own. With
that boost, came a change in my attitude. | had taken a big
step towards self sufficiency!! To actually realize that | could
make it on my own with my children was one of the greatest
feelings | had ever experienced and it was one of the most
exciting times in my life.

Was | scared? You bet. But | learned to confront my fears and
take action. A'can-do' attitude provided me with the extra push
| needed. When you believe you can do something, you gain
the courage to move forward despite being afraid. Go in with
a positive attitude and prepare beforehand to the greatest
extent possible - don't be overly concerned with the result. It
will be what it will be! Consider yourself an immediate winner
when you take the step to do the thing you fear. You're a
winner just by entering the arena and participating, regardless
of the result.

Onwards and upwards was my goal and this is an attitude that
| maintain to this day. | can remember my mother saying "if it's
to be, it's up to me" and that is still one of my favorite sayings.
Because it really is up to me, you or the other person. No one
can do it for you. As Zig Ziglar says,

"Anything | can do, | can do better."

Ph: 780-885-5469 Iday5926@shaw.ca

Linda was an active volunteer while she was a member of the SHBBA. We were sorry to lose her to Alberta.
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business infosource is pleased to announce several interesting afternoon presentations scheduled for this fall.
These FREE presentations offer you quick-to-learn, quick-to-use business basics. Learn from professional and
experienced presenters in a casual classroom environment, via video-conference from The Business Link offices

in Edmonton and Calgary, to our boardroom here in Saskatoon.

There is no fee for the present ations, but pre-registration is required. Register for one or several.

To register , call 306-956-2323 or e-mail saskatchewan@cbsc.ic.gc.ca

ﬂ

business /entreprises

o0
Infosouiice P BRI

Lentre de services aux enireprives . A
Canada - Sackale hru‘:::m Presented in partnership with the

Business Service Centre Entrepreneurship Learning Centre at
The Business Link

Transferring a Proprietorship to a Corporation Thurs. Sept 27 -

Presented by: Dave Singleton - The Legal Ease Library Inc.

E-Business Basics Tues Oct 2 -

Presented by: Craig Bedard - iAppeal Web Design

Bookkeeping Skills for Small Business Thurs Oct 11 -

Presented by: Clifford L. Spyker, CA - Mount Royal College

E-Exporting Tues Oct 16 -

Panel: UPS Supply Chain Solutions; Erin Wilkinson,
The Business Link's Export Link; John Beauchamp,
The Business Link's Alberta E-Future Centre

Subcontracting Tues Oct 30 -

Presented by: Dan Bokenfohr, Lawyer - McLennan Ross LLP

Importing 101 Tues Nov 13 -

Presented by: Erin Wilkinson, The Business Link's Export Link

Computerizing Your Bookkeeping Thurs Nov 15 -

Presented by: Andrew Holmes,
Chartered Accountant - Accounting Cycle

Underst anding Legal Issues for Business Success Tues Nov 20 -

Presented by: Borden Ladner Gervais LLP (BLG)

Intellectual Property Law in a Nut shell Thurs Nov 22 -

Presented by: Richard P.W. Stobbe, Lawyer,
Registered Trade-mark Agent - Brownlee LLP

The Myth about Grant s Tues Nov 27 -

Presented by: The Business Link

Home-Based Businesses - T ips on how to be Successful Thurs Nov 29 -

Presented by: Anne Stone, Founder - Women in a Home Office

E-Mail Marketing for Small Business Tues Dec 4 -

Presented by: Angus Ng - Digital Tea Group Inc.

Marketing Planning: From Ato $ Tues Dec 11
Presented by: Jared Smith, Incite Solutions Inc.

Visit the business infosource website to check the comprehensive province-wide listing
Events being held by various associations and organizations.
http://www.canadabusiness.ca/sask/whats_new.cfm
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Look for V alerie’ s display at the
Saskatoon Chapter ’s
Member-to-Member Showcase
on October 3.

Our home based businesses
are constantly evolving - it is a
challenge to keep up to the
many changes.

Crystal Stroeder , Saskatoon is using her creativity in her
new business Crystal’'s Custom Cake Creations .

Beth Campbell has expanded her business to include an
online Arts & Craft Gallery, The Art Shop.ca. Fellow artists
can display and sell their artwork and products. Visit
www.theartshop.ca.

See more about the exciting expansion of Ron Jacobs *
businesses on the back cover of this issue.

Rosanna Parry Photography is now displaying her work
at the Saskatoon Farmers’ Market on Thursdays from
noon - 5:00.
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The Saskatchewan Bed & LA
Breakfast Association’s o ‘e
2008 Annual B&B / Country = w
Vacation Conference will be = s
at the Calling Lakes Centre il

near Fort Qu'Appelle on BED AND EREAKFASTE
March 14 & 15, 2008.

Members of the SHBBA have once again been given

the opportunity to plan and participate in a Tradeshow

to be held in conjunction with this event. If you are

interested contact Beth Campbell at 1-877-887-4222

or email beth@prairiewebs.com.

Debbie Mpofu attended Ryerson University in
Toronto last year to obtain her Canadian Midwifery
License (she already had her British Midwifery
License). She completed her practicum in Thunder
Bay where she delivered 51 babies in 4.5 weeks.
Debbie will be one of the first midwives to work in
the clinics being set up in Regina and Saskatoon.
Debbie can be reached at:

306-374-0900 or 306-222-8140

or email: djsmpofu@sasktel.net

Beth Campbell received an Honourable Mention for
her painting of “Beaver Paradise” at the Saskatoon
Exhibition. She will be displaying with the Mayfair
Artists at the Circle Centre Mall from October 22 -

November 25.




Trade shows can be divided into two main categories.
The first category includes the shows you will attend
as an exhibitor to promote your products and services.
The other category includes the shows that are trade
specific and provide you the opportunity to purchase
items for resale or use in your business.

Tips When Exhibiting

- Start selling in the target area before you get to the
show.

- Set sales goals - keep them specific and write them
down.

- Know in advance the layout, activities, and schedule
of the show.

- Arrive early.

- Assess show security.

- Have a game plan:

Key element s of a present ation:
a) Welcome;
b) Qualify your prospects;
c¢) Inform, Demonstrate, Sell;
d) Close;
e) Thanks.

Tips for success:

- Dress, manner, and style will impact on your success
- Be a good listener.

- Be familiar with displayed products/services you are
promoting.

- Determine the approach of handling giveaways/
literature.

- Follow-up with prospects and fulfill all requests you're
committed to.

- Evaluation - this will assist you in planning for your
next show.

Buying T ips

- Research demographics of trading area.

- Know your customers' needs/wants prior to show.

- Establish a budget based on pre-determined sales
categories.

- If possible, obtain an exhibitors list prior to the show to
schedule your meetings.

NOTE: Often associations provide space for displays at
their annual conventions. This can be an excellent outlet
to introduce your new product(s) and service(s).

The following are some popular trade show related
web sites, which you may find useful:

The Ultimate Event Resource (http://www.tsnn.com/)

SourceCAN Tradeshow
(http://www.sourcecan.com/E/sb1410.cfm)

Trade Group (http://www.tradegroup.com)
Tradeshow Week (http://www.tradeshowweek.com)

TradeshowBizCanada
(http://Iwww.businesseventsguide.com/defaultl.asp)

Canadian Association of Exposition Management
(http://www.caem.ca)

Related reading:

Exporting Fact Sheet - Know Before you Go - U.S
Exporting Fact Sheet - Travelling to Foreign Markets

Prepared by: Saskatchewan Regional Economic and Co-operative Development
Last Modified: 2007-06-29

Canadi

07 SHBBA IN-HOUSE



Maureen Tazzioli

ReZults Matter
Regina

Ph: 306-751-0009
www.rezultsmatter.com

Visit ReZults Matter
today and see how your
organizarion can benefit.

Subscribe to receive
your copy of Maureen’s
free weekly Thoughts &
Inspirations e-bulletin.
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Promotional T ips for Entrepreneurs
by: Maureen Tazzioli of ReZults Matter

As a passionate entrepreneur, do you ever feel overwhelmed or frustrated with the pace
your business is moving? Do you find it difficult to juggle your time between family com-
mitments and business ambitions? Do you sometimes wonder if your promotional methods
are really working?

For some entrepreneurs, capturing the attention of potential customers means knowing
whether or not to choose a colorful brochure, eye-catching flyer, or an interactive website
to get their message across. For others, it is a strategic process that is given great consid-
eration as they try to match the needs of their potential clients, to that of the benefits offered
through their products and services.

Since | truly believe that we, as entrepreneurs, are all capable of great success, | would like
to share a number of things | have learned about promoting yourself and your business.
My hope is that through these shared insights you may find it within yourself to do what you
can to improve your own results and in turn move towards the outcome you desire.

1. Define Success - How do you define success? To me ultimate success means
having my health, a loving family, true friendships, and a career | love. Regardless as
to what your answer may be, take the time to write it down, by doing so you can help
guide yourself and your business in the direction you wish to travel. Knowing where
you wish to go can help you determine the price you are willing to pay to get there.

2. Be Passionate - When you are passionate about your business it shows. From the
words and images you choose for your promotional items, to the professional grace
you display when communicating with others. If you want to leave a positive
impression, realize the power behind your passion and direct it in such a way that your
confidence and business etiquette is what people will remember. For once people
have you in mind they will be more inclined to contact you directly, when your
products and services meet their needs.

3. Stay Focused - You owe it to yourself and your business to stay focused. Avoid
spending money on promotional items or ideas that are not in alignment with you or
your target market. If another business is doing something that appears to be work-
ing for them do not assume that the same methods of promotion will grant you the
same results. Instead, try to find cost effective promotional ideas that best reflect
your professional business style. Remember potential customers - your customers -
will come to you because they want to benefit from the products and services you
provide. So have the confidence to stay focused on your own ideas.

4. Create Opportunities - Instead of waiting for that perfect venue in which to promote
your business, realize that every day is a day in which opportunities can exist. For
example, the way you work through conflicts, difficulties or stressful situations may
actually reflect your level of professional self-control. The way you express yourself
when you are happy or extremely pleased with a situation may also reflect your ability
to remain professionally gracious. As humans, it is okay to realize that we will never
be perfect, however creating opportunities everyday to put our best foot forward may
help.

5. Believe in Yourself and Your Business - No matter what promotional options you
choose, believing in yourself and the quality of your products and services, is
extremely important. If you can share your passion, stay focused on your goals and
objectives, create opportunities from daily encounters, and carry a solid belief in your-
self and your own abilities, then the road to success, your success, may be easier to
follow.



MEMER-TO-MEMBER SHOWCASE

Don’t miss the October regular meeting of the Saskatoon Chapter of the SHBBA.

It is our Member-to-Member Tradeshow, one of the most exciting meetings of the year. Members get a
"hands-on opportunity" to learn more about marketing, setting up a booth and participating in tradeshows.

Very interactive - very informative - for both p  articip ants and spect ators.

Space is limited. Contact Gordon Peters at 978-0182 (gordonpeters@sasktel.net) to reserve your spot.

SMALL & MEDIUM SIZED BUSINESS EXPO

The SHBBA and the Better Business Bureau are joining forces to present a series of tradeshows. The first
will be the Business Expo for Small & Medium Sized Businesses in November at the Best Western Inn,
Saskatoon. Cost for members to participate is $49.00. Each exhibitor will be required to send out 20 con-
firmed invitations and to supply a doorprize. Members of the SHBBA and the BBB are encouraged to book
their space early since the space is limited.

Find the Registration form and more information on page 10.

VOLUNTEER OPPORTUNITIES

You have the chance to make a difference!
You have the opportunity to promote your business, your association and fellow association members.

Volunteers are welcomed to assist in the upcoming tradeshows. Participate in the planning stages, at the
show, or both. Participate in one tradeshow - or all. The choice is up to you. Contact Rosanna Parry, Ron
Jacobs or a member of the SHBBA Board / Executive.

What a great way to get to know other business owners

while networking to exp and & enhance your business!
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Registration Form

Small and Medium-sized Business Expo
(co-sponsored by SHBBA and BBB)

November 1 - 3, 2007
Best Western Inn, 1715 Idylwyld Dr. N., Saskatoon

Name

Business Name

Address

Telephone Cell

E-mail

Mail to Rosanna Parry - address below

Small and Medium-sized Business Expo

Thursday, November 1 6:00-9:00p.m. Set -up
Friday, November 2 5:00-6:00p.m. Exhibitor Supper (at your own expense)
6:00-9:00p.m. Open to Public

Saturday, November 3 10:00a.m.-5:00p.m.  Open to Public

*  Exhibitor must be a member of Saskatchewan Home-Based Business Assamiati
Better Business Bureau

* Each exhibitor is expected to send out 20 confirmed invitations

* Please provide a door prize to be drawn at the close of the tradeshow.

*  All exhibitors must be insured to display their products at tradeshows.

REGISTRATION DEADLINE IS FRIDAY, SEPTEMBER 28, 2007

SHBBA members:  Contact Rosanna Parry (229.8289)
Please make your cheque for $49.00 payable to SHBBA
c/o Rosanna Parry, #602- #180v8nue N,
Saskatoon,SK  S7K 2R2

BBB members: Contact Ron Jacobs (229.0569) BBB members will pay fees to
Ron Jacobs Nettwo Solutions Inc.

Watch for information about upcoming SHBBA - BBB Tradeshows coming in 2008
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WHITE FLOUR - Sugar in another form!!!
by Paulette Millis

Did you know? White flour is considered a high sugar food! The

enzymes in our saliva (amylase) convert the flour (starch) into glucose

(sugar.) Because all of the bran and many other nutrients are removed,

there is nothing to slow down the absorption rate. As you may know,

'sugars' cause blood sugar imbalance, with symptoms such as fatigue,

depression, mood swings, lack of energy, and brain fog, to name a few. Paulette Millis, RNCP, RHN, RSW, is
White flour has had as many as 40 nutrients removed from the whole an author, speaker and counselor.

wheat kernel, and usually about 12 replaced. Therefore the word For speaking engagements or nutri-
‘enriched’ is relatively meaningless. Our body experiences cravings for | tional counseling, contact Paulette at
sweets or starch after eating white flour due to the lack of B vitamins eatingforhealth@sasktel.net or check
and chromium. the website www.heallingwithnutri-
In addition to this sad state, the gluten content of wheat itself has tion.ca for her services. Eat Away
risen. Itis 6 times higher than it was in 1940. Gluten is a common lliness, and Nutrition Cooking and
allergen for many people. Gluten flattens the villi of the bowel, causing Healing are available at your health
many bowel health problems. Detrimental effects of eating white flour food store, McNally Robinson, U of S
occur so insidiously over time that most people overlook the cause. Bookstore, and Book and Briar.
Decide today to switch to whole grain flours, and to avoid processed
foods and white flour. Better yet! Use whole grains themselves and 306-244-8890
eliminate flour completely! Your body will love you for it. eatingforhealth@sasktel.net

www. healingwithnutrition.ca

Employment: Business Opportunities Sold at Seminars

Reproduced with permission from the Better Business Bureau of Saskatchewan
Visit the “CONSUMER TIPS” section of their website for other interesting articles at
http://www.bbbsask.com

The following is general information on business opportunities sold at seminars.

Consumers who plan to attend seminars should be aware that in most cases the presenters will promote products
and services that are for sale. Products sold at these seminars include self-improvement, investment education
materials, and home-based businesses, including real estate buying and selling.

Individuals interested in home-based businesses need to consider all aspects and costs of starting and operating
a business. These may include licensing, advertising, bookkeeping, and other related expenses. The BBB suggests
that consumers who are considering getting started in one of these businesses ask for the names of several
people who have completed the program. Contact these people to find out if they have made the income promised
in the seminar. In any business venture, area saturation can occur due to lack of territorial restrictions. In all
cases, a wide variation of earnings should be expected. Be sure to read and understand any refund policy or
contract, including rescission clauses, if any, before you sign the contract or purchase the product. Keep in mind
that with a traveling seminar, you may not be able to track the company down if you have difficulties or want a
refund at a later date.

Interested individuals should consider their own abilities to successfully sell and market the product or service
being promoted at the seminar before committing to a large investment.

If the seminar involves a specific field, you may wish to contact the government agency that regulates that industry,
as well as any trade associations or professional organizations in that industry to determine if they have any
information on the company or can give you more information about the industry you are considering. They also
may be able to give you insight into any earning claims that are made by the promoter.

Be sure to obtain a reliability report on both the seminar company, as
well as the company representing the product or service from the BBB.
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Ron Jacobs has expanded his company into Alberta,
British Columbia. His business represents the Better
Business Bureau and markets The Business Works and

Consignall.ca in the Western provinces.

Opportunities exist for SHBBA members to work with the
Better Business Bureau as an addition to their home

based business.

The Business Works has changed its look and format.
SHBBA members are invited to list their business on that site.

Contact Ron Jacobs
Phone: 229-0569
Email: office@nettwo.ca

www.thebusinessworks.ca & www.consignall.ca

SHBBA website: http://www .shbba.sk.ca - see what is happening - a grea

JOIN THE SHBBA

Junior member ...... $25.
Individual member . . . . .. 50. Deadline for
Local Patron ........ 150.
Provincial Patron ... .. 250.

Reciprocal Member .....No fee
Apply online at www.shbba.sk.ca

PM #40041848

SHBBA In-House
#500 - 8B, 3110-8th Street East
Saskatoon, SK S7H 0wW2

Submit an article
showing your expertise.

In-House submissions:
Winter 2008 edition:

Nov 25

In-House
Advertising Rates

1/8 page ... .$ 15.
#500, 8B, 3110-8th St. E. 1/4 page ..... 25.
Saskatoon, SK 1/2 page ..... 40.

Contact:

In-House Editor

S7H OW2 1page ...... 60.

or info@shbba.sk.ca

MAIL TO




