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The Mission of EDN

I_ To promote and facilitate entrepreneurship amorggpleewith disabilities.
To understand and represent the needs of entrepsawéh disabilities.
L To advise government, business service providaspghers on how best to

serve entrepreneurs with disabilities.

Last newsletter we introduced you to our new posaenpaign, and displayed our first three posters
that were complete. The remaining two, in the sevigfive posters are now complete. They look
amazing and we look forward to many more postec®ioe. Below are the two posters, featuring two
great EDN members hard at work! Keep looking iufatnewsletters to see other great EDN members
and their posters!

creallng 1hese de\nces

& ORTHOHQI
atRVICEBINC.
bona: (802) BO0-B088 taxi (§02) BE5-611
K BONOE,COm  INTO - Gorthatics com

Jeff Collins, President/CEC & his
staff create orthotic and prosthetic

devices for man’s best friend.

K-9 Orthotics & S es Inc. offer
these services nati le and are
dedicated to providing optimum fit,
comfort and function.

I B |
I| Pictured above are small sized posters of EDN mesnlef Collins of K9 Orthotic: ||
||I and Janelle Tyler of Gypsy Road thriving in theatural environments! |||
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“Thank you” to our many members who recently cdnited their time and responded to EDN’s first
independent organization-wide evaluation!! The gisiwe learned will help guide us as we move
forward to serve you, our members, throughout N®e@tia. Below are the report’'s recommended
areas to focus on.

Awareness and Profile
o0 We will continue to grow in our poster campaignyagl as have articles in local daily and
weekly newspapers and on radio stations relatimgember activities.
Workshops and Networking
o EDN will continue offering workshops — there wik lnore offerings similar to our Fall “Keg
Restaurant Event”, (a highly rated mid-day memiven® and more communication regarding
various entrepreneurship training, networking, selling events and opportunities around the
province.
Services
o0 We have recently developed a new organization datglwe are developing new assessment
tools that will enable us to be more aware of ymusiness goals and obstacles; and we will
explore ways to make better use of technology.
Board Governance
o You are all invited to our April 12 Annual General Meeting, where you will have a ciato
discuss our by-laws, our last year’s financial lss@and our goals for the future!!!
Relationships
o We will be continuing our efforts at growing oumngee to members through strengthening
partnerships with community business supports éat#iroughout the Province.
Revenue and Funding Partners
o EDN has very strong partners — it is clear thatlike,all organizations, need to grow our
funding base in order to be in a position to makegér term plans.
Strategic Plan
o Like all businesses — we have to constantly keepyaron our plan — work it, reflect on it,
update it, all with our vision and mission as gside

We were young, but we had good advice and goodided lots of enthusiasm."
- Bill Gates, founder of Microsoft Corporation

"Nobody talks about entrepreneurship as survival that's exactly what it is and what nurtures
creative thinking. Running that first shop tauglg business is not financial science; it's aboulirica
- buying and selling."

- Anita Roddick, founder of The Body Shop

"An entrepreneur tends to bite off a little morarnte/she can chew hoping he/she will quickly learn
how to chew it".
- Roy Ash, co-founder of Litton Industries



Joan Blood spent 11 years in the military duringolhime she met her
husband. While living in England and subsequemtlialy, she made her
living making ball gowns. Now, living in Sackvilldpan’s love for
sewing has led her to develop a new market - makiisgpm fabric vases
and bowls. She is currently taking a 3-year progirafashion design and
merchandising. Joan began her business, “Just $®Wjiril 2006
designing and sewing drapes and bedding. In Aughstcame across a
design for vases and bowls that no one was makeggly, and she
jumped at the opportunity. Although Joan has fomdficult to
always find a place to sell her product, she iy yp&ssionate about
her work and you can see that when she talks dimygewing.
she is selling her bowls at craft shows and eviectdly, and
hopes to soon sell at the Farmers market and iasstnd
galleries. Joan currently works from her home mgkier work,
but eventually would like to find someplace to workiside of her
home due to the amount of space she takes upwiBmeake
custom bowls to suit everyone’s taste and prefereGontact
EDN to place your orders!!!

Anna Quon began freelance writing in 1998, andes@02 freelance
writing has been her fulltime job. Anna has alwhgsd a passion for
writing, particularly about persons with disabégi She has worked on
many projects that serve to increase awareneds®issue. In one
project, a contract with Canada Association of petelent Living
Centres, Anna worked on a book of stories to ravgareness of people
living with disabilities in the past, present andiire.

One of Anna’s favourite projects is her Christmastpy project; every year publishing and selling a
different piece of poetry. Lately, Anna has beemgadhrough some changes associated with her
writing and was unsure of the direction she watigdwriting to continue in. This past summer, she
received a scholarship from Writers Federation o¥@NScotia, and spent two weeks in Russia on a
course with Summer Literary Seminars (SNS). Thesmwas focused on creative writing critiques
and literary seminars, and is one of the largegisdort in the world. It was in St. Petersburgs8&a
where she really began to realize what she wargedéxt project to be. After being encouraged to
write a novel, Anna has begun to write about thaggfles of a young woman who is half Chinese and
half English. Anna hopes to finish her novel sometin 2007. Most recently, Anna has done some
excellent work with us here at EDN working on ouedia Campaign and has had her work featured in
The Chronicle Herald. Contact EDN to check out Aameork!




Art has always been present in Lisa’s life. Growirpgin Dartmouth, Lisa’s late grandfather Lawrence
McAvoy was a well-known artist in Nova Scotia arftea drew for her as a young girl. Lisa never
thought she would follow in her grandfather’s shdms it was around the same time he passed away

in 2000, that she began to do some casual paih@rsglf.

Lisa would paint and make crafts in her spare @®@ hobby. In
2003 she began to take lessons from Patrice Hapetaer various
artists throughout the HRM. She never thought sbeldvsell her
artwork, but with more and more people telling slee could make
money she thought she’d give it a shot. She fokt ber artwork
with the Boardwork Artists on the Dartmouth watenrft, and since
then she has had her work in the Craig Gallery Wintmouth
Visual Arts and has had showings in Mic Mac Malkd’s number
one selling item is her cards, in which she talexspaintings and
turns them into blank greeting cards.
Lisa always has cards on her in

which she sells to friends, art class members ceseclass friends, and

anyone else she meets on her way. Getting to vdherés now has not

been easy for Lisa. Living with mental and learniligpbilities have

challenged her every step of the way, but sheteraened not to let

that stop her. Proving this, Lisa has recentlyrgatwork into Illusions

Gallery in Truro, and also has work at Veith Sti@atlery in Halifax.

Lisa’s future goals include continuing to sell meark and become a well-known artist. To find out

how you can see more of Lisa’s work, contact USCN.

Paul Sharp has always been involved in constru
work, and is well known for his custom wood work.
For the last four or more years however, Paul'g lov
of guitars have led him to begin building acoustic
steel string guitars.

Paul uses a variety of woods, typically a local red
spruce for the top resonating area of the instrus;
and a variety of hardwoods for the back and sides.
He is currently exploring the tonal qualities oéth
ornamental tree the Black Locust.

His goal is to build well-constructed, good quality
handmade and easily playable guitars.

Paul has built 4 guitars to date; each guitar gkin
approximately a month to produce. The craft of
hand building a musical instrument is a highly
specialized one, and requires fine skills, patience
and an immense aptitude for attention to details.

He is currently working on ways to market his
instruments. His prices range in the $2500 area,
which is standards for a high quality guitar, and
inexpensive for a hand-made product.

E P (Paul) Sharp,Custom Wood Work
Handmade Acoustic Guitars, Phone (902) 624-9307

Nancy Marshall is always trying to come up w

new ideas and projects to work on. Her latest,ya da
planner, includes pick up times for the Access-a-B
for riders to keep track of. You may have even segq
Nancy featured on Live at 5 for this project. Na
decided to include the Access-a-Bus-schedule in |
planner because she realized that there was nothi
like this available, and she found a market foait-
true entrepreneur! Like all entrepreneurs though,
Nancy had obstacles, mainly getting people to

an interest in her book. Getting the word out thgug
through Live at 5 and the EDN Holiday Social,
Nancy’s book touhed people’s hearts, which was
exactly what she set out to do. She has now sdild

of her first order of 60 and has ordered more! Nan¢

has quite a few new projects in the works. inclgdi
planner for the 2008 year, a biography, more poet
and a boolon pregnancy and the disabled. Nancy
many motivating factors in business, including
having some spending money for her two daughte|
Her interests

and talents range
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from tole painting
to poetry, to tutoring
and writing.

Contact Nancy via
EDNI!!




Business
101
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Need Customers? Pick Up The Phonel!
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The first step in getting past a fear is admittpg’re afraid. Just say it once out loud: “Yess it'ue, | am
afraid to pick up the phone and talk to potentidtomers.” Good, now we can move on to the sestepl—

identifying why you are afraid.

O O O0OO0OO0OOo

They will say “no” right away.

| am afraid to pick up the phone because: (chotbsgpplicable answers)
The person who answers the phone will be rude to me

I might ask a stupid question and the other pevabitaugh at me;

I might mispronounce their name and offend therever;

The receptionist /secretary will not send my aaliite right person;
| will be asked a question | won’t know how to aeswor

Whether you've checked one answer or all six, vidhat
important is you have identified why you are natikoig
up the phone. Let’s see if we can now eliminateesom
these fears.

The person who answers the phone will be
rude to meThis can certainly happen if you are calling
people at home. Disturbing people when they ark wit
family, eating meals or enjoying some relaxation ca
produce harsh responses. Whenever possible, igdentif
how you might reach your potential customer at work
As a rule, rude and business do not go togethdach
at work we expect the phone to ring and to heanfro
people who have applicable ideas or products.

I might ask a silly question and the other
person will laugh at meédow many times in your life
have people laughed at you when you've asked a
guestion? Are you really prone to asking silly dises?
Again, as arule, there are no silly questions pRelike
to talk about their business, what they do, whay'tre
accomplished. Asking them about their company isn'’t
silly, it is respectful and usually very apprecthte

I might mispronounce their name and offend
them foreverYou have two choices: ask someone (like
the receptionist) how to pronounce the name cdyrect
ask the individual directly. You can say sometHikg:

“I am totally unfamiliar with your last name. How it
pronounced?” The person will be genuinely pleasad y
asked, and you will begin to build rapport immeeliat

The receptionist/secretary will not send my
call to the right personThis can certainly happen, and
will, but not intentionally. The best way to avdhds is
to use Canada’s magic word — help. By using thrageh
“I'm wondering if you can help me ...”, you will enisu
that the receptionist/secretary provides you withliest
possible information.

| will be asked a question | won’'t know how to
answer.lnevitably this will happen. It is important to
know that if they are asking you questions, they ar
interested in your service or product. And if yan
know the answer, say so: “I've never been asked tha
guestion before and | don’t know the answer offttige
of my head. But | promise I'll find out and call ydack



no later than tomorrow morning.” It is a perfectya Still not picking up the phone? Need a bit
guarantee that you will have another conversatiiim w more motivation? How about this: If you don't call

your new “hot” prospect. people and let them know about your product oriserv
you are doing them a disservice — you are prevgntin

They will say “no” right awayThis them from making the best possible business decisio

can't be avoided. There will be potential custontbed

are not interested in your service or product. éigry To clarify, if someone needs to hire a

“no” brings you closer to a “yes”. And, be gratefol caterer, when they sit down to make their finalisiea

those people who give you a direct answer. They are and your information is not there, they can't pblsi

respecting your time. It is the people who warday make the beddecision. Whether people choose to work

“no” but keep saying “maybe” that waste your tinmel a with you or not, it is your job to make sure theyvé

effort. your information to consider. So ... pick up the phon

4%

Mary Jane Copps is The Phone Lady. She trainsishtils how to communicate effectively on th
phone and provides marketing support and trairorigpth entrepreneurs and corporations.

Which of your entrepreneurial characteristics are n play today?

r——————

PESSIMISTS - think their glass is half empty.
OPTIMISTS - know their glass is half full.
I ENTREPRENEURS will refill your glass and recommend
wonderful hors d’oeuvre!

Entrepreneurs — Reflect!
We all know successful entrepreneurs often move fsoe exciting moment to another... one amazing |
about successful entrepreneurs is they are refteptiactitioners... Entrepreneurs reflect on the Tligls is
also related to one of the key concepts practigeslibcessful entrepreneurs — workorgthe business
rather than being trapped working exclusively
in the busineds

Entrepreneurs — Connect
Connectiveness — one of the quintessential charstote found in many successfui enuepreneurswho,
do you know? We have all been building a net thhowg our lives, some of us consciously, some
unconsciously... cast your net at every opporturiyhuge component of moving any business ideadahea
is based on who you know, and who knows whatybis need to know! You are one of over 400 members
of Nova Scotia’s EDN- it's time we met!!!!

Entrepreneurs — Curious!
How did they bunu ownehenge? Hdengdid it take to build Rome? Hodo they get the caramer i uie
Caramilk Bar? These are things that took ideascagativity, and have become the stuff of legends!
Without initiative, curiosity, and the sense théelevable is possible, there might be no heavigsoc
standing in a circle, Rome (sic) would be used doiyaimless walking, and Caramilk bars would bt
messy.



Upcoming Events

Please call to register in advance

Please join us for our Annual General Meeting — Thrtsday, April 12, 2007 at Halifax’s Citadel

Inn on Brunswick Street. We will be electing newalBd Members, reviewing our annual financial
statements, having an member “show and sell”, aegegmting a guest speaker or two on topics near
and dear to the hearts of entrepreneurs! (as walbme snacks!) Please call Kyle at EDN at 426-8578
to book a sales table or to save a seat. The ngesttants at 4pm come and celebrate with us, and to
give us your input as we move into ouf"&ar!

Please call to register in advance
All sessions are FREE and open to all persons with disabilities who are interested in
entrepreneurship and self-employment, or to those who are currently operating a business,
and / or involved in providing services to persons with disabilities.

ASL Interpreter Services will be available upon request.
Please request in advance your personal accommodations or alternate format requirements.

Contact us at:

Entrepreneurs with Disabilities Network Voice & TTY:(902) 426-0591 or 1-800-668-1010
(NS)
1575 Brunswick Street Fax: (902) 426-6530
Halifax, Nova Scotia B3J 2G1 Emabn@ednns.ca

Web-site: www.ednns.ca




