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 1.0 Introduction  
 
This project came about because of some vision and hard work from several key 
members of the Central Island Community Futures staff, working with Officers from 
Service Canada in Nanaimo.  A special thank you must go out to Lee-Anne Veres, 
Sherree Walter, Janis Sall, Wanda Zink, Jeanetta Hall and the rest of the staff in CF 
Nanaimo as well as David Olsen and his colleagues at Service Canada for seeing the 
necessity of this project. Staff began working on this initiative in late 2007 and began a 
dialogue in earnest with Service Canada in early 2008, following up until July 2008 
when approval was granted.  The outline summary of the approval was to execute a 
JCP over a 6-month period that would examine the amount of support in the business 
community for a business centre in Nanaimo with satellite offices in Oceanside and 
Ladysmith.  
 
Originally, the idea of a business centre came from the observed need for one: not only 
was there no where to go for business support when starting out other than a start-up 
program for EI eligible individuals, but especially for established businesses.  This is 
where the idea of a business incubator first emerged; an established office setting that 
existing businesses could readily access in order to maintain and grow their businesses 
and maximize their potential.    
 
This is a very important initiative given that small business is the driver of economic 
growth in Canada, both towards GNP and in the creation of jobs, which directly benefit 
communities.  To this end, the goal was to determine the level of support in the 
communities of Ladysmith, Nanaimo and Parksville/Qualicum for a business centre to 
be located in each one of these communities with the main centre being located in down 
town Nanaimo. 
 
In early August an office was set up in the Central Island Community Futures location at 
420 Albert Street in Nanaimo and a coordinator was brought on by mid – month.  Two of 
the three eventual participants were hired and began in the first week of September and 
the project was well underway by mid September as the participants began researching 
businesses in the mid-island region.   
 
Other acknowledgements and sincere thanks go out to all the individuals and business 
owners that participated in the study.  Much appreciation also goes out to the key 
Research Assistants, Carol, Karen, Sharron, Jan, Charlee, Joy, Raveena, and Denise 
for doing such a professional job.  Appreciation is also extended to all outside 
contributors for their feedback and support, Cyndy Ireland-Bresdan, Wade Simmons, 
John Predyck, Nita Grant, the Chambers of Commerce and Oceanside Tourism.   
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2.0 Executive Summary  
 
As recently as 2006, 98% of all enterprises in BC were classified as small businesses 
and provided 47% of all employment in the province.  In the corridor from Ladysmith to 
Bowser, the population is over 130,000 people and there are over 5,000 small 
businesses.  It has been recognized that a significant part of the future for this region is 
in small business.  It is this reality that led to the research project, which was 
undertaken to identify the specific needs of small enterprises and the communities at 
large.  With the assistance of the Federal and Provincial governments under the Job 
Creation Partnership Program (JCP), roughly 500 businesses and 400 individuals were 
surveyed to find out if a comprehensive business centre was something they would use.  
 
We learned that both business and individuals want to see and would make use of this 
type of centre.  The centre concept ties into the provincial Action Plan for Small 
Business in that it addresses small business concerns directly by supporting small 
business start up and growth.  In the Oceanside area, (Bowser to Nanoose), 59% of the 
businesses surveyed and 46% of the general population stated they were in support of 
the Business Centre.  This was the lowest level of support as Ladysmith came in at 70% 
and 67% respectively, while Nanaimo came in at 59% and 65% respectively.   
 
We now know the market exists and which services are most in demand; advertising, 
access to capital, business planning, succession planning, human resource planning, 
financial management, entrepreneurial training, consulting, and market research.  
 
We also learned that businesses are not getting the support they need as only 2% 
indicated they were not interested in a centre because they were already accessing the 
business assistance they required.   
 
We also asked respondents if they were willing to pay a fee for service and over 90% 
either said yes or would consider doing so depending on the amount.  This speaks 
directly to Centre sustainability to continue to evolve and assist entrepreneurs over the 
long run.  
 
Our next challenge is to make these Centres a reality in the communities of Oceanside 
and Nanaimo, with a satellite presence in Ladysmith.  Although the original idea called 
for a primary centre in Nanaimo with satellites in Parksville and Ladysmith, after 
completing the research, we determined the population of Ladysmith is insufficient to 
warrant a full-time office there while Oceanside can support a centre on its own. 
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 3.0 Time Line  

The Project Step by Step  
 
Phase 1  

 
The main activity in phase 1 was launching the project.  Obtaining requisite approvals, 
finding office space in the three communities, advertising, hiring staff and participants, 
and setting up systems for both reporting and administration. 
 
Phase 2 

 
In this phase, the researchers collected the raw data to be used in the main body of the 
research study.  Eventually it was determined that the best place to find the data was 
the library where the participants spent several weeks.   
 
Phase 3  

 
While the researchers were in the library, the project manager set up meetings with a 
few key business individuals to obtain input and feedback about the project and its’ 
goals.   Some new ideas were gained during these meetings.  Generally, though, the 
exercise simply proved to be a vote of confidence and support for the project but also 
for the idea that a business centre would be an asset in each community.   
 
Phase 4  

 
As part of phase 4, the researchers went out into the community to test the efficiency of 
the developed tools in practice.  All three communities were visited and the team spoke 
to over 100 members of the public in each.  Upon review, only minor refinements were 
made prior to use with the business community. 
 
Phase 5 

 
We took the raw data on business names collected in the library during phase 2 and 
randomly sampled an appropriate number of names from each of the lists for each 
community in the study.  Databases were created in Excel and the names of the 
businesses to be contacted were entered.  Several weeks were spent reviewing the 
accuracy of the final databases and owners names were verified prior to first contact.  
 
Phase 6 

 
The researchers contacted and interviewed small businesses in the various 
communities.  As the researchers completed the surveys, they were handed over to the 
primary administrative assistant and the results were entered into the corresponding 
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databases.  This method allowed for a simplification in work processes and a greater 
degree of quality control with less opportunity for error.  
 
Phase 7   

 
The research coordinator followed up with the community at large and traveled to 
nearby major centres to conduct additional research on successful business models 
already operating similar to the original vision presented at the outset of the project.   
 
Phase 8 

 
Data analysis began as each of the communities was completed.  Ladysmith was 
completed first in December 2008.  Oceanside was completed next finishing up in 
March 2009 and Nanaimo, which was completed in late June 2009.  
 
Phase 9  

 
The writing of the final report began early in the project as the various phases were 
concluded. The idea was to capture details for the final report by recording the activities 
as they unfolded.  The final report was completed in July of 2009 and posted on the 
CFCI website.      
 
Phase 10 

 
As over 50 businesses voluntarily provided their contact information and asked to be 
contacted once the centres were open, we followed up with them to provide a copy of 
the final report as we endeavor to move forward and open the centres.   

3.1 Factors Affecting the Timeline  
 
There were challenges to the proposed timeline from day one.  The project coordinator 
was under an existing contract and did not start until the second week of the project but 
even then, only on a part–time basis for much of the first month.  Complicating this was 
the fact that although advertisements were placed for JCP staff in very early August, 
only five applications were received.  The poor response was probably due to a 
combination of factors but primarily that summer holidays were in full swing.   
 
Due to the late start, a full staffing complement was not attained until well into the month 
of September.  Two Research Assistants were hired from the Oceanside area even 
though the ideal was to have one participant from each of the represented communities.  
 
Subsequent advertising with Service Canada and the local area service providers such 
as S.E.T. in Nanaimo, Employment Navigators in Ladysmith and the Career Centre in 
Parksville did result in more qualified applicants but the slow hiring process did hold 
back the project from reaching its deadlines on schedule.   
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The third participant was hired in mid-September but left the project three days later for 
a better opportunity.  Again, the hiring process began and a replacement was hired but 
was unable to start until late October, which put us behind by at least two months.     
 
The possibility of a project extension was first discussed with Service Canada in early 
October to be revisited later. By the time it was all said and done, the project backers, 
Service Canada and the Province of BC, granted two extensions that put the project 
time to one year.  Human resource activities took up much more time than was 
anticipated due to the high staff turnover.  In the end, 10 researchers came through the 
project with eight leaving for other jobs, the primary goal of the project as defined in 
page one of the JCP agreement.   
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4.0 Methodology  
 
We originally considered all factors that would relate to understanding the feasibility of a 
business centre as noted in the chart in Appendix 1.  As a mathematical equation it 
would look like   

�  ƒ �  + �  + �  /{�  (�  +�  +�  +	 +
 )} 
 

Where 
 

�  is the overall centre feasibility as a function of 
 

� , which is �  R1 R2 R3 small business demand for services across the three regions 
 

� , which is �  R1 R2 R3 medium business demand for services across the regions 
 

� , which is �  I1 I2 I3 demand for services from individuals across the regions 
 

divided by the total sum of money available from 
 

�  (Big business)  + �  (Level 1 Gov’t)  +  �  (Level 2 Gov’t)  + 	  (Community Support) 
 

and where  
  is fees collected from users of the services. 
 
It would have been great to examine all these variables as they relate to the feasibility of 
a business centre, however, the proposal submitted and the time and resources allotted 
did not permit such a large undertaking.  It was clear from the parameters of the 
proposal that our mandate was to examine only the first variable � , and so we did.   
 
As well, we were, in the course of tool refinement, able to delve into �  variable in a 
meaningful way, which would provide an interesting cross reference to the data 
captured pertaining to � , the stated and primary target of the research.   
 
So, �  was purposely omitted.  While 
  was included in the survey, no meaningful 
number could be estimated given the framework in place.  
 
The variable 	  was captured only in that we did speak with key people and 
organizations in the community and we could quantify their support as strong or 
otherwise.   
 
As for the other variables � , � , and � , we could not expect to obtain any firm 
commitments at this stage of the project nor were we expecting that.  Still, out of all the 
factors, these are the most important if the project is to launch and some time was 
devoted to making contacts and identifying potential funding sources.  
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4.1 Survey Review   
 
It was determined that capturing data by community would be of value since it would be 
wrong to assume that each community was identical in its needs.  Still, it was important 
to use one single tool that could easily be compared across the various geographic 
areas and for amalgamation purposes to produce an aggregate result.   
 
A list of possible centre offerings was created based on interviews with key business 
experts in each of the communities, the participants and the staff at Community Futures.   
This resulted in 13 choices.  It was determined that in order to obtain meaningful data 
about what should be offered, that a gateway limit of five choices would be established 
for the public survey and three choices for the business survey.  This was to ensure that 
people did not opt for the “they are all good” option by checking off every item on the 
list: it forced them to think about which would be most valuable to them.   
 
After running the first part of the survey and going out to the public, the feedback given 
from executing the survey as well as ideas from the Research Assistants were 
considered for the final version for business.  It should be noted that no major revisions 
were required and there were no changes made to the major categories as a result of  
the testing and the subsequent feedback. 
 
With the business survey completed, we undertook internal testing with several practice 
sessions with staff posing as business owners.  This exercise was very useful in 
identifying wording issues in the survey and to a lesser degree content issues.  For 
example, we wanted to get the small business owner to open up and engage in a 
dialogue with the researchers so that we could get away from simply ticking the boxes 
with relatively little engagement.  We had originally included the question “Are you 
optimistic about the future?” but as the practice sessions unfolded it was realized that 
although the question may engage the individual to open up, it was not going to give us 
what we wanted.  After considering options around rewording the question, it was 
subsequently changed to “What is your greatest challenge going forward?”  With this 
change, we would be in a much better position to capture data that could be charted 
and the question was worded in a much more positive manner.   

4.2 Defining Small Business  
  
Referencing back to the original equation with respect to the overall business centre 
feasibility, our mandate was to look primarily at small business only.  The question then 
was what is small business and how do we define this.  Would we look at revenues to 
determine inclusion or other factors?  
 
The definition of Small and Medium sized business varies according to different 
sources:  
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·  According to Canadian Industry Profiles, a small business is defined as one with 
revenue between $30,000 and $5 million. A medium business has revenues 
between $5 million and $25 million.  

 
·  Statistics Canada defines small businesses as firms with less than 500 

employees and less than $50 million in annual revenues.  
 

·  The Canadian Council of Ministers of the Environment defines business size 
according to the number of employees. Small Business has less than 50 
employees. Medium Business has 51 to 500 employees. *  

 
We decided to choose a cutoff that we could more easily measure and one that was 
consistent with intention of the study and so chose to define small business as a 
business with less than 20 employees.  This allowed us to quickly determine whether a 
business should be included in the study or not.   
 
*Enterprise Toronto Website www.enterprisetoronto.com/index  
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5.0 Survey Development  
 
As there was not time or resources to set up an advisory committee to steer the project, 
the idea of gathering ad hoc advisory input prior to engaging in the field work seemed to 
make sense as it would be an efficient way to duplicate that process given the 
constraints around resources.  Several key people in each community were contacted 
and interviewed for input into the project in the general sense but also asked for direct 
feedback on the tools developed to that point in time.   
 
The general ideas ranged from the idea of keeping the centre(s) open in the evening to 
the personnel being entrepreneurial in nature to ideas about what the centre may offer 
such as training, offices, lectures, loans and many other ideas.   
 
I am going to focus on that feedback as it pertained to ideas to be included in the 
research tools, the surveys that were used to gather the information that was 
subsequently analyzed in the final report. 
 

·  General feedback surrounded using very simple language and not combining 
ideas at all in any of the questions 

·  Possible incubator partnership with RBC (they recently advertised small 
business) 

·  Offer group incentives like health or liability insurance (group) as an enticement  
·  Looking at funding or affiliation opportunities with the CFIB  
·  Collecting more psychographic information on the survey  
·  Looking at the packaged office model to determine a user pay profile and 

revenue determinant estimate 
·  Gathering as much detail as possible on user fees 
·  Suggested reorganizing survey, simplifying language, and being clearer about 

the part on advertising/marketing 
·  Tie in with the Chamber and Merchants Associations 
·  Address the ongoing issue of staffing for small business 
·  Mentorship opportunities  
·  Business incubator 
·  Packaged offices were mentioned several times  
·  Entrepreneurship training 
·  Ideal to have a big business sponsor and piggy back (on that)  
·  Strong connection to Chambers member services 
·  ISO 2000 HR Department for small business 
·  Packaged offices  
·  1-1 consulting, expert resources 
·  Reception services 
·  Store front – main street location connected to C. Centre, Econ. Development 

offices and the Chamber of Commerce 
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Everyone we spoke with was supportive of the business centre idea as a much needed 
and potentially valuable addition to all the communities.  

5.1 Testing  
 
The survey was developed using this input and the basic outline as presented in the 
narrative and goals in the JCP proposal.  It was then time to see if it made sense, if we 
were missing some important point(s) or if it just did not work.  The research assistants 
went out into the field to conduct some preliminary research using the developed tool.  It 
should be noted that during this time and the time leading up to the testing, there were 
four versions as subsequent changes and fine tuning ideas were implemented. 
 
Public feedback was positive.  Findings and results garnered from this process are 
discussed in Sections 8 through 11 of this paper.  We learned that we had indeed 
covered all the major and minor aspects of the question at hand and less than 5% of the 
respondents had anything to add or suggestions to make on what else might be asked 
in the survey.  As is typical in most survey situations, people become more hesitant to 
disclose information as the personal sensitivity of the information increases.  We did ask 
about family income and the length of time they had been in the area but decided not to 
request additional psychographic information beyond that.  
 
An indirect positive of the testing process was twofold: firstly, the researchers created a 
“buzz” in the communities about what was coming and secondly, the results will provide 
a backup research that will both enhance and provide a broader picture or context for 
the primary research.  The final survey for individuals’ is located in Appendix 2. 

5.2 Final Survey     
 
The final survey was derived from the individual or test survey with several additional 
questions designed to draw information out of the perhaps reluctant business owner.  
The first part of the survey will lend itself well to data analysis while the last several 
questions are designed to be points of discussion more than questions with answers 
that fit neatly into checked boxes.  It was hoped that discussions might lead to new 
ideas of what the business community needs that the business centre would then seek 
to ultimately provide.  
 
Several dry run practice sessions were held with the research assistants in order to gain 
a familiarity and comfort speaking to business owners in a very knowledgeable and 
professional manner. Interviewing skills were honed and developed and an ongoing 
process of review was simultaneously undertaken.  The review sought to carefully 
examine whether the questions made sense as posed, if we would learn something of 
value and if there might be a better way to word the question.  This resulted in some 
fine-tuning, the omission of one question and the rewriting of two others. Other staff 
members were brought in to pose as business owners for additional practice.  
 
The resulting final survey used to survey businesses is located on Page 61. 
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6.0 Sample Determination and the Public (Test) Surv ey 
 
These surveys were conducted through the three target communities in a variety of 
locations in order to get a random sample of individuals for each community.  We took 
the population numbers from Statistics Canada web sources and used these to 
calculate the appropriate sample sizes.    
 
For the town of Ladysmith including Yellow Point and Saltaire, at a population of 9,314, 
using Raosoft® sample size calculator from their website, it was determined that an n of 
100 (sample) would provide results that were accurate on a 95% confidence interval ± 
6%.   
 
We did the same calculation for Nanaimo using a population of 80,000 and n came out 
at 139 to give results on a 95% confidence interval ± 5%.  
 
For Parksville, the same process yielded a sample size of 138 for a population of 
43,054 again on a 95% confidence interval ± 5%.    
 
The locations of the researchers in Parksville were the downtown core, the Civic Centre 
and library, the Wembley mall area, Thrifty’s mall and the Industrial Park.  In the 
Qualicum Beach area, researchers went to Ravensong Pool, the Civic Centre, the Town 
Centre, library and other high traffic areas. 
 
In Nanaimo, researchers covered the following regions; downtown along Terminal 
Avenue and Commercial St., Rutherford Mall, Woodgrove Mall, Bowen Road strip malls, 
Beban Recreation Centre, the downtown Library, and the Harbour Boardwalk. 
 
In Ladysmith and area, the researchers concentrated on downtown, the Library strip 
mall and the highway strip mall at Safeway.   
 
These locations worked very well.  All together, 377 individuals were surveyed over a 3-
week period in September 2008.  Most of the individuals approached were willing to 
take the time to complete the survey, which is a credit to the research assistants and 
how well they presented themselves.  The researchers interviewed the individuals by 
asking the questions as they appeared on the survey.  In a few instances, when they 
handed over the survey for completion, it was not filled in correctly.  This just reinforced 
the parameters that the researchers should keep control of the survey but move through 
it as quickly and efficiently as possible.   The surveys took less than 2 minutes on 
average to complete.   
 
The surveys were conducted from September 18 to October 1, 2008.  All population 
figures were derived from the 2006 Stats Canada census survey.  
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6.1 The Business Survey Data  
 
The basic idea was to approach businesses in a controlled manner and the best method 
was determined to be the random selection of names.  This would ensure a professional 
execution of the survey and statistically valid results. 
 
The first challenge was in obtaining a current directory of names.  After considering 
different options such as the phone book, Yellow Pages®, on-line directories, business 
lists from the various Chambers of Commerce, and business license lists from the 
various jurisdictions, it was apparent that none of these would directly yield the 
information we would require to do the study.  What we needed was a list of active 
business that had less than 20 employees with the name of a key contact person so 
that the initial call was extremely professional such that it would result in a face-to-face 
appointment at which time the survey would be conducted. 
 
We decided to screen out subsidiaries of larger companies as they did not meet the 
criteria of the study.  We also screened out franchises.  Although they were small 
businesses by our definition, as part of their overall franchise package, they obtained 
business help directly from corporate headquarters.  We debated this point with the 
notion that the business support received may not be very good or even adequate but 
decided to accept the structure at face value.  This purposeful omission should enhance 
the true accuracy of and demand for business centre services.     
 
The question remained, where would we get all this information in the format we 
wanted?  We contacted the local library and they had a copy of The BC Contacts 
Directory® for 2008-2009, which we ended up using.  The directory contained the 
businesses by employee size, gave a physical address plus a key contact person and 
was broken down by community, into the form we needed.  Finding this resource likely 
saved hundreds of hours of extra research, as we were able to identify, in one-step, the 
relevant businesses from the start. The researchers were in the two Nanaimo libraries 
from September fifth through the eighteenth and recorded thousands of names, from 
which we were then able to sample. 

6.2 Sample Determination and the Business Survey  
 
The total number of eligible business was determined in each of the sub areas.  Next, it 
was decided that to balance statistically significant results with a workload that was 
realistic, a 95% Confidence Interval with a 5% plus or minus error margin would be best 
and achievable across all areas to be surveyed. 
 
Ladysmith had 395 small businesses eligible for the study, which resulted in surveying 
132.  After getting into the study, the researchers found many businesses duplicated on 
the list and many others no longer in business.  After accounting for these variations the 
final numbers were 256 total businesses resulting in 112 surveys.  Nanaimo had 2,823 
small businesses eligible resulting in 185 surveys while Oceanside with 1,231 small 
businesses resulted in 172 surveys.  
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The business total across all regions was 4,310 and with a sample size of 469 resulted 
in the aggregate numbers accurate to plus or minus 4% on a 95% Confidence Interval.      

6.3 The Random Selection Process  
 
The random selection process was undertaken using the three master lists containing 
all the businesses in that town divided by the number to be sampled.  In Nanaimo, at 
the outset there were 3,201 eligible businesses, which led to a sample size of 185.  
(Later the number of businesses was revised down to 2823 as the researchers found 
some were not eligible and some had closed.)  After dividing the two numbers, a ratio of 
17 resulted and this was used as the basis for counting out the random selection as 
follows.     
 
Each list was laid out, A to Z and starting with number one as the first selection then 
counting down the list the ratio number and stopping on that number and recording that 
entry as number two and so on down the entire list.  If a name was chosen that was 
missed earlier in the screening as a franchise or large business, the next business down 
the list became the selection and the counting continued from that point on which added 
an additional degree of randomness to the selection process.  
 
When the researchers completed the exercise, they recounted to ensure they had the 
target number.  As they rounded down there were a few extra names, which was fine 
since we knew not everyone on the list would complete a survey and that we would 
likely need a few extra names.   
 
The next step was a second verification of the data, which was performed electronically 
with internet searches to double check the accuracy of the contact and other 
information.  We also cross-referenced against Chambers of Commerce lists and other 
directory lists that were useful.  
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7.0 Database Development   
 
After preparing the master list and going through the various steps previously described 
we reviewed the two surveys and designed a database using Excel®.  It was important 
to be able to sort the data based on groupings.  For example, knowing that we could 
sort by whatever variables were necessary to answer questions about the various 
needs across the three communities as well as in the aggregate, was ideal.  There were 
eight data bases set up in total, one for each of the geographic regions for the test 
survey (public) and the same for the business survey.  Two more were created by 
taking all the data from each type of survey and creating two aggregate results tables.  
 
 
Excel 2003 was used to record all the data and to deal with any queries around sorting.  
For the business survey, we assigned each business name a row to record the data 
corresponding to a series of columns for each of the answers provided.  The data was 
easy to sort and manipulate because of this approach.   
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8.0 Survey Summary Nanaimo (Test Survey)  
 
As previously described, in the pursuit of feedback on the survey, testing was 
conducted in the field.  Since we were already committed to being in the field and 
talking to members of the public, it was desirable to do a sufficient number such that 
statements could be made about the findings.  Using the number 79,446 as the 
population of Nanaimo, we determined that a sample of 139 or (n=139) would yield a 
result that was statistically significant 19 times out of 20 or on a 95% confidence 
interval.  In other words, we could state something statistical with 95 percent certainty.  
The margin of error with n=139 came to ±5% which was very acceptable.   
 
Of the 139 individuals that were surveyed, 82 persons said yes to the question “Would 
you make use of a business centre in town that offe red a full range of business 
services ?”  That works out to 59%!   
 
Of those that said no, they were not interested in a business centre the reason most oft 
cited was that “I am not going into business now”, 39 of 57 (68%).  Ten stated they 
would not use since they were presently not in business.  Together these two categories 
accounted for 49 of the 57 no responses or 86%. 
 
The conclusion we can safely draw here is that more than half the population of 
Nanaimo, 59% ±5% wants to see and would use a business centre.  This is at the very 
least support of 54% of the population.  

8.1 Nanaimo Data Table   
 
(n=82 yes) 
 
Type of Service    Raw Data  Percentage  
Business Planning  43 52 
Financial Management 38 46 
Venture Capital & Loans 33 40 
Marketing & Advertising 25 30 
General Consulting 23 28 
Market Research  23 28 
Entrepreneur Training  22 27 
Mentorship 12 15 
Packaged Offices 8 10 
H.R. Planning  7 9 
Business Incubation 7 9 
Business Succession 5 6 
Video Conferencing 4 5 
Other 2 2 
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Note that the numbers in the raw data column = 252.  Survey respondents were 
requested to select the items they wanted to use in a business centre up to a maximum 
of five.  If all yes respondents had selected five then there would be 410 items in the 
raw data column.  The reason for the number we see is that some respondents checked 
five, some four and some three or less.  All respondents indicating yes checked at least 
one. The same also holds true for the percentages since they do not add up to 100.   
 
What is most noteworthy is the desire for Business Planning at 52%.  This finding 
suggests that not only is Nanaimo an entrepreneurial region, whether in business or just 
considering a business, people are aware of the need for planning resources to map out 
the way.  Once the plan is in place, money is required to make it happen so we find 
Financial Management second at 46% closely followed by Loans & Access to Capital at 
40%.  
 
Clustered between 27% and 30% are Marketing/Advertising, Market Research, General 
Consulting and Entrepreneurial Training.  
 
Mentorship is down at 15% followed by another cluster around 10% with Human 
Resource Planning, Business Incubation and Packaged Offices.  
 
People surveyed have the least interest in Business Succession and Video 
Conferencing with each category scoring 6% or less.  Perhaps this is not too surprising 
since non-business owners would have little practical application for these services.     
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9.0 Survey Summary Ladysmith (Test Survey)  
 
Using the number 9,314 for the population of Ladysmith, we determined that a sample 
of 100 or (n=100) would yield a result that was statistically significant 19 times out of 20 
or on a 95% confidence interval.  In other words, we could state something statistical 
with 95 percent certainty.  The margin of error with n=95 came to ±6% which was very 
acceptable.   
 
We ended up with 100 completed surveys.  Exactly two out of three or 67% said yes to 
the question “Would you make use of a business centre in town tha t offered a full 
range of business services?”     
 
Of those that said no, they were not interested in a business centre the reason most oft 
cited was that “I am not going into business now”, 22 of 33 or 67% with four stating they 
would not use since they were presently not in business.  Together these two categories 
accounted for 26 of the 33 no responses or 79%.  Seven selected “other”.  
 
The conclusion we can accurately draw here is that over 60% of the population of 
Ladysmith, 67% ±6%, wants to see and would use a business centre in town.  

9.1 Ladysmith Data Table   
 
(n=67 yes) 
 
Type of Service    Raw Data  Percentage  
Business Planning  40 60 
Financial Management 34 51 
Marketing & Advertising 33 49 
Venture Capital & Loans 28 42 
Entrepreneur Training  27 40 
General Consulting 26 39 
Market Research 19 28 
H.R. Planning 16 24 
Mentorship 11 16 
Video Conferencing 6 9 
Packaged Offices  5 8 
Business Succession 2 3 
Business Incubation 1 2 
Other 1 2 
  
Note that the numbers in the raw data column = 249.  Recall that survey respondents 
were requested to select the items they wanted to use in a business centre up to a 
maximum of five.  If all yes respondents had selected five then there would be 335 
items in the raw data column.  The reason is that some respondents checked five, some 
four and some three or less.  All respondents that indicated yes for the business centre 
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did check at least one service they would like to see. The same also holds true for the 
percentages since they do not add up to 100.  
  
What is most noteworthy is the demand for Business Planning at 60%.  This finding 
suggests that people are aware of the need for planning resources to map out the way.  
Next, we see Financial Management at 51%, then Marketing/Advertising at 49%, Loans 
and Access to Capital at 42%, then Entrepreneur Training at 40% rounding out the top 
five.   
 
The least selected were Business Incubation and Business Succession, each with only 
2%.    
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10.0 Survey Summary Oceanside (Test Survey)  
 
As previously described, in the pursuit of feedback on the survey to be used, testing 
was conducted in the field. A population estimate of 43,054 was used for the Oceanside 
area, which includes Bowser to the North, Nanoose to the South as well as Errington 
and Coombs to the west.  It was determined that a sample of 138 or (n=138) would yield 
a result that was statistically significant 19 times out of 20 or on a 95% confidence 
interval.  In other words, we could state something statistical with 95 percent certainty.  
The margin of error with n=138 came to ±5%.   
 
Of the 138 individuals surveyed, 63 persons (46%) said yes to the question, “Would 
you make use of a business centre in town that offe red a full range of business 
services?”    
 
Of those that said no, they were not interested in a business centre the reason most oft 
cited was that “I am not going into business now”, 56 of 75 or 75% with 11 stating they 
would not use since they were presently not in business.  Together these two categories 
accounted for 68 of the 75 no responses or 90%. 
 
The conclusion is that nearly half the population of Oceanside, 46% ±5% wants to see 
and would use a business centre.  This is at the very least support of 41% of the 
population.  It is interesting to note that for Nanaimo, the percentage was only 13 points 
higher which is remarkable since the Oceanside area is largely a retirement community 
where as Nanaimo is much less so.  
 

10.1 Oceanside Data Table  
 
(n=63 yes ) 
 
Type of Service    Raw Data  Percentage  
Business Planning  35 56 
Entrepreneur Training 26 41 
Financial Management 24 38 
Marketing & Advertising 24 38 
Venture capital & Loans 24 38 
H.R. Planning 18 29 
Mentorship 17 27 
General Consulting 14 22 
 Business Succession 12 19 
Market Research 9 14 
Packaged Offices 7 11 
Business Incubation 5 8 
Video Conferencing 2 3 
Other 0 0 
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Note that the numbers in the raw data column = 217.  Recall that survey respondents 
were requested to select the items they wanted to use in a business centre up to a 
maximum of five.  If all yes respondents had selected five then there would be 315 
items in the raw data column.  The reason for the resulting number is that some 
respondents checked five, some four and some three or less.  All respondents that 
indicated yes did check at least one. The same also holds true for the percentages 
since they do not add up to 100.   
 
What is most noteworthy is the desire for Business Planning at 56%, much like the 
Nanaimo survey where it came in on top as well at 52%.  This number indicates that not 
only is Oceanside an entrepreneurial region, whether they are in business or just 
thinking about a business, that people are aware of the need for planning resources to 
map out the way.  Entrepreneur Training came in at second with 41%, whereas in 
Nanaimo, Loans and Access to Capital was second coming in at 40%.  
 
Tied for third was a cluster at 38% that comprised Marketing/Advertising, Financial 
Management and Loans.  
 
In the middle of the pack, H.R. planning scored 29%, closely followed by Mentorship at 
27%, then General Consulting at 22%, with Business Succession Planning at 19%.   
 
The least popular categories were the same as in Nanaimo, Business Incubation (8%) 
and Video Conferencing (3%) being the lowest.  Third lowest was Packaged Offices at 
11%   which was ranked 11 out of 14 but still scored higher than Nanaimo.  
 
In terms of results, there is not much variation across regions except for some smaller 
preferences.    
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11.0 Aggregate Individual Summary (Test Survey)  
 
The total number of surveys for the entire area came to n = 377 over a total population 
estimated at 131,814.  These ratios result in findings that can be stated with 95% 
confidence or 19 times out of 20 with a margin of error ± 3%, which is excellent.  
 
Of the 377 individuals that were surveyed, 212 persons said yes to the question “Would 
you make use of a business centre in town that offe red a full range of business 
services ?”  That works out to just over 56%!   
 
The conclusion we can clearly draw here is that over half the population of the mid-
island corridor, Ladysmith to Bowser wants to see and would use a business centre.  
This is at the very least, support of 56 ± 3% or 53% of the population.  It is interesting to 
note that the variances across regions were not huge with Nanaimo at 59%, Ladysmith 
at 67% and Oceanside at 46%.  The Oceanside area has an older age demographic 
with more retirees where as Nanaimo and Ladysmith are less so.  This fact would seem 
to account for the slightly lower overall numbers in the Oceanside region.  Still, each 
area has demonstrated a strong and irrefutable support for a small business centre in 
their town.  
 

11.1 Aggregate Data Table   
 
(n=212 yes) 
 
Type of Service    Raw Data  Percentage  
Business Planning  118 56 
Financial Management 96 45 
Venture Capital & Loans 85 40 
Marketing & Advertising 82 39 
Entrepreneur Training 75 35 
General Consulting 63 30 
Market Research 51 24 
H.R. Planning  41 19 
Mentorship 40 19 
Packaged Offices  20 09 
Business Succession 19 09 
Business Incubation 13 06 
Video Conferencing  12 06 
Other 3 01 
  
Note that the numbers in the raw data column = 718.  Recall that survey respondents 
were requested to select the items they wanted to use in a business centre up to a 
maximum of five.  If all yes respondents had selected five then there would be 1060 
items in the raw data column.  The reason for the resulting number is that some 
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respondents checked five, some four and some three or less.  All respondents that 
indicated yes did check at least one. The same also holds true for the percentages 
since they do not add up to 100.  The average was 3.4 items indicating the individuals 
surveyed took the time to consider the types of services they would especially like to 
see rather than just marking off the first five items at the top of the survey.  
  
What is most noteworthy is the consistent desire for Business Planning  as it came in 
first across all communities at 56% and was 11 points ahead of the next closest service, 
Financial Management  that came in at 45%.  Just 5% lower we find Venture Capital 
and loans  in third very closely followed by Marketing/Advertising  in fourth spot at 
39%.  Entrepreneurial training  was number five at 35% and rounding out the top six 
General Consulting  at 30%.  Note that all these services garnered over one third 
except Consulting which was very close.  These results are significant in that they are 
clear in terms of the primary services the public wants from a business centre.   
 
The small middle cluster, from 19 – 24% included Market Research  at 24%, H.R. 
Planning  for small business at 19% and Mentorship  at 19%.  
 
The final cluster ranged from 9% to 6% with “other” coming in at 1%.  Packaged 
Offices  and Business Succession Planning  came in at 9% each with Business 
Incubation  and Video Conferencing  garnering just 6% each.    
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12.0 Business Survey Ladysmith  
 
We arrived at 256 as the number of small businesses in Ladysmith that met and fit the 
criteria to be used in this survey.  Calculations showed that conducting 112 surveys 
would give results statistically significant 19 times out of 20 or on a 95% confidence 
interval.  The margin of error with n=112 came to ± 5% which was acceptable.   
 
Originally, there were well over 300 business names that were deemed eligible for the 
survey, however, as the researchers went into the field that number shrank due to 
businesses having closed permanently or for the season.  This is one figure we did not 
track as it only became apparent in retrospect and was a surprise.     
 
In total there were 112 completed surveys and 78 of the 112 or 70% said yes to the 
question “Would you make use of a business centre in town tha t offered a full 
range of business services ?”   This is identical to the public test survey (once the 
margin of error, 5%, is factored in), where 67% said yes to the same question. 
 
Of the 34 that said no, 16 said they had no interest in growing their business now, which 
included those that were semi-retired or selling their business.  The category “other” 
was selected five times while nine said they had no need, as business was already 
great.  Only four respondents said they already got the services they needed elsewhere.  
With just four out of 78 having their service needs met, this number is a clear 
endorsement of the need for a business services centre.  
 
At a minimum 65%, (70% ±5%) of business owners would use a business centre.  

12.1 Business Data Table Ladysmith  
 
(n=78 yes) 
 
Type of Service Raw Data Percentage  
Marketing/Advertising 41 53 
Business Planning 27 35 
Venture Capital & Loans 26 34 
Human Resource Planning 21 27 
Market Research 21 27 
Financial management 17 22 
General Consulting 16 21 
Business Succession 15 19 
Packaged Offices  12 16 
Entrepreneur Training 8 10 
Business Incubation 4 5 
Video Conferencing  4 5 
Mentorship 2 3 
Other 1 1 
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Note that the numbers in the raw data column = 215.  Recall that survey respondents 
were requested to select the items they wanted to use in a business centre up to a 
maximum of three.  (For the public test survey respondents were asked to select five, 
which we then reduced to three for the business surveys.)   
 
If all yes respondents had selected three then there would be 234 items in the raw data 
column.  The reason for the number we see is that not all respondents selected three 
although most did.  All respondents that indicated yes for the business centre did check 
at least one service they would like to see. The same also holds true for the 
percentages since they do not add up to 100.  
 
Somewhat like the public survey in Ladysmith the top grouping and the bottom grouping 
were similar.  The largest differences are Human Resource Planning rising to fourth 
from eighth and Financial Management falling to sixth from second place.  Someone 
already in business would tend to have a much higher awareness of the human 
resource issues than a member of the public so that would explain the Human 
Resource change in rankings.  With Financial Management, it is likely that an existing 
business owner has a bookkeeper and/or accountant to help them understand cash flow 
and their business financials thus less of a need as opposed to a non-business owner 
that may be over whelmed at the financial aspects of operating their own business.   
 
Businesses in Ladysmith want help with Marketing as over half selected this category, 
which was the only category to garner over a 50% response.  Business planning was 
the second highest category but was first with the public survey so little changed there.   
 
Venture Capital and Loans was also largely the same, selected third by businesses and 
fourth by the public.  Market Research rose to fifth from seventh while Entrepreneur 
Training fell from fifth to seventh. General Consulting was nearly identical at seventh 
place by the businesses and sixth by the public.   
 
The least selected items were similar although the order was different except for the 
Entrepreneurial Training, which we already noted.  The bottom dwellers in the business 
survey were Business Succession, Packaged Offices, Business Incubation, Video 
Conferencing, and Mentorship at the bottom.  In the public survey, they were the same 
although Incubation was last in those surveys.   
 
For Ladysmith it is clear that whether in business now or not, that there is a strong 
demand for these services: 
  

·  Marketing 
·  Planning (Business & H.R.) 
·  Venture Capital & Loans 
·  Financial Management 
·  Market Research  
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There is little demand for: 
 

·  Business Incubation 
·  Succession Planning 
·  Video Conferencing  
·  Mentorship 
·  Packaged Offices  

 
There is some demand for the other services asked about which include: 
 

·  General Consulting 
·  Entrepreneurial Training  

 
In summary, Business Planning , Human Resource Planning , Financial 
Management , Venture Capital & Loans , Marketing, Market Research,  General 
Consulting  and Entrepreneurial Training  are services to offer the community of 
Ladysmith with confidence they would be welcomed and used.   
 
A Mentorship Program  is a consideration although potential conflict of interest issues 
may arise due to the small market area.  It is also possible that a small number of 
Packaged Office spaces may receive some uptake but Business Incubation, 
Succession Planning  and Video Conferencing  can be expected to be sporadic at 
best.   

12.2 Human Resources  
 
These numbers are from data taken from 112 surveys conducted from November 08 
through January 09 and are scientifically accurate to within 5% on a 95% confidence 
interval. 
 
Over 59% of businesses said they were not having trouble finding staff , 31% said 
they were, while only 10% said they were sometimes having trouble finding staff. 
 
Where is the difficulty concentrated?  Which sectors are experiencing the most difficulty 
finding staff? 
 
Of the 31% stating they were having difficulty finding staff the table below shows the 
sectors having the most trouble. 
 
Sector Yes Respondents 

% 
Service 65 
Retail 20 
Food 12 
Imp/Exp  3 
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Not too surprisingly, we find the Service sector in front followed by Retail.  Together 
they comprise 85% of the businesses struggling to find staff.  It is possible that this may 
be systemic due to structural changes resulting from demographic shifts coupled with 
the reality that these are low paying dead end jobs and generally of little interest to most 
in the labour market.    
 
Of the yes respondents having trouble finding staff, 41% were in the $100,000-499,999 
range of sales per annum, while 35% of the businesses were $100,000 or less.  Only 
15% were in the $500,000-999,999, 6% in the $1,000,000-4,999,999, and only 3% had 
a sales per annum of $5,000,000 plus. In summary it is the smaller enterprises, (76% 
with sales less than $500,000) suffering the most here, perhaps because they cannot 
pay as much as larger companies. Wholesale, manufacturing, and technical businesses 
reported no difficulty finding staff. 

12.3 Estimates  
 
Taking the 31% of businesses that stated they were having trouble finding staff and 
factoring in the total number of businesses with the assumption that each small 
business is seeking just one person:  
 

.31 x 256 = 79 (±5%), positions available (winter 08-09) concentrated in 
retail/service and some in food 
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13.0 Business Survey Oceanside  
 
There were 1231 small businesses in Oceanside that met and fit the criteria to be used 
in this survey.  Conducting 172 surveys would give results statistically significant 19 
times out of 20 or on a 95% confidence interval.  In other words, we could state 
something statistical with 95 percent certainty.  The margin of error with n=172 came to 
± 5% which was acceptable.   
 
Originally, we started with over 1430 business names eligible for the survey, however, 
as we went out into the field we found a number of businesses either closed 
permanently or closed for the season.     
 
Of the 172 completed surveys 101 or 59% said yes to the question “Would you make 
use of a business centre in town that offered a ful l range of business services ?”   
This result was higher than the public test survey for Oceanside where 46% said yes to 
the same question. 
 
Of the 71 that said no, 28 said they had no interest in growing their business now, 
because they may be semi-retired and selling their business.  The category “other” was 
selected seven times, while 29 said they had no need, as business was already great.  
Four respondents said they got the services they needed elsewhere. As just four of the 
101 total surveyed said they already had a place to get the services they need, it would 
appear there is a great need for a business services centre in Oceanside.  
 
The conclusion is that 54% of the small businesses in and around Oceanside, 59% ± 
5%, want to see and would use a local business centre.  

13.1 Business Data Table Oceanside  
 
(n=101 yes) 
 

Type of Service Raw Data Percentage 
Marketing/Advertising 65 64 
Venture Capital/Loans 38 38 
Business Planning 32 32 
Financial Management 31 31 
H. R. Planning 23 23 
Entrepreneur Training 23 23 
Business Succession  21 21 
General Consulting 21 21 
Market Research 14 14 
Mentorship 10 10 
Business Incubation 3  3 
Packaged Offices  1  1 
Video Conferencing  1  1 
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Note that the numbers in the raw data column = 283.  Recall that survey respondents 
were requested to select the items they wanted to use in a business centre up to a 
maximum of three.  (For the public test survey respondents were asked to select five, 
which we then reduced to three for the business surveys.)   
 
If all yes respondents had selected three then there would be 303 items in the raw data 
column.  The reason for the number we see is that not all respondents selected three 
although most did.  All respondents that indicated yes for the business centre did check 
at least one service they would like to see. The same also holds true for the 
percentages since they do not add up to 100.  
 
Somewhat like the public survey in Oceanside the top grouping and the bottom 
grouping were similar.  In fact the top six items were identical except for the order.  
Businesses in Oceanside wanted Marketing services much more than anything else.  
This category was 26% higher than the second choice of Access to Capital & Loans.  
Marketing came up to number one from fourth place in the public survey.  Access to 
Capital climbed from fifth to second although the percentage scores were identical at 
38%.  Business planning was still high but fell from first in the public to third for 
businesses. Financial Management was pretty much unchanged falling from third to 
fourth while H.R. Planning dropped one spot to fifth from fourth place in the public 
survey.  Rounding out the top six was Entrepreneur Training, which fell to sixth from 
second.  This change is understandable, as persons already in business probably do 
not need training as much as someone with no experience in business.   
 
In the middle of the pack were Business Succession rising to seventh from ninth, 
General Consulting unchanged at eighth, and Market Research unchanged at ninth.  
 
The least selected items were identical although the order was a bit different.  The 
laggards in the business survey were from the bottom up, Video Conferencing, 
Packaged Offices, Business Incubation, and Mentorship. The only exception here was 
Mentorship, which came in seventh in the public survey as opposed to tenth in the 
business survey.   
 
Comparing the demand for Packaged Offices, there was just one business indicating an 
interest as compared to seven respondents in the public survey.  This is a clear 
indication that the market for Packaged Offices while small, exists mainly with 
individuals that are not yet in business.   
 
Whether in business now or not in Oceanside there is a solid demand for: 
   

·  Marketing 
·  Venture Capital & Loans 
·  Planning (Business & H.R.) 
·  Financial Management 
·  Entrepreneurial Training  
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There is little demand for:  
 

·  Business Incubation 
·  Video Conferencing  
·  Packaged Offices  

 
There is some demand for the other services asked about which include:  
 

·  General Consulting 
·  Mentorship 
·  Succession Planning 
·  Market Research  

 
In summary, we would want to offer Planning assistance, Financial help and Loans, 
Marketing and Research assistance, General Consulting and some Training to the 
Oceanside community and would do so with a good deal of confidence these services 
would be well received.  A Mentorship program may be of some interest although 
potential conflict of interest issues may arise.   
 
A few packaged office spaces may receive some uptake likely from those not yet in 
business, but Business Incubation and Video Conferencing can be expected to be 
sporadic at best.  It does not mean we would not offer these services but that we would 
not begin there nor would we expect much demand when we did offer such services.  
We would have to market them effectively and consistently to reach a target audience 
that is very small in Oceanside.       

13.2 Human Resources  
 
This data was taken from 172 surveys conducted from November 2008 through 
February 2009 scientifically accurate within 5% on a 95% confidence interval. Over 61% 
of businesses said they were not having trouble finding staff, while 24% said sometimes 
they were, while only 15% said that they were having difficulty finding staff. 
 
Where is the difficulty concentrated?  Which sectors are experiencing the most difficulty 
finding staff? 
 
Of the 15% stating they were having difficulty finding staff the table below shows the 
sectors having the most trouble. 
 
Sector Yes Respondents 

% 
Service 54 
Retail 31 
Food 11 
Mfg.  4 
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Not too surprisingly, we find the Service sector in front followed by Retail.  Together 
they comprise 85% of the businesses struggling to find staff. 
 
Wholesale, import/export, and technical businesses reported no difficulty finding staff. 
 
Of the yes respondents to “having trouble finding staff”, 62% were in the $100,001-
499,000 range of sales per annum, while 23% of the businesses were $100,000 or less.  
Only 11% were in the $1,000,000-4,999,999 and 4% had sales per annum of 
$5,000,000 plus. 

13.3 Estimates  
 
Taking the 15% of businesses that stated they were having trouble finding staff and 
factoring in the total number of businesses with the assumption that each small 
business is seeking just one person:  
 

.15 x 1231 = 185 (± 5%), positions available (winter 08-09) concentrated in 
retail/service/food with a few in manufacturing.  
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14.0 Business Survey Nanaimo  
 
There were 2,823 small businesses in Nanaimo that met and fit the criteria for this 
survey.  We calculated that conducting 185 surveys would give results statistically 
significant 19 times out of 20 or on a 95% confidence interval.  In other words, we could 
state something statistical with 95 percent certainty.  The margin of error with a sample 
size n=185 came to ± 5% which was acceptable.   
 
Originally, we started with over 3200 business names eligible for the survey; however 
as we continued to confirm survey eligibility and conduct surveys in the field we found 
46 businesses had closed with many others attached to a primary head office as part of 
a chain which disqualified them.     
 
In total, 120 of the 185 or 65% said yes to the question “Would you make use of a 
business centre in town that offered a full range o f business services ?”   This is 
higher than the public test survey where 59% said yes to the same question. 
  
Of the 65, that said no, 28 said “they had no interest in growing their business now”, 
which included the semi-retired and those selling their business.  The category “other” 
was selected 13 times while 15 said they had no need, as business was already great.  
There were nine respondents that said they got the services they needed elsewhere.  
 
Considering just nine of the total sample of 185 said they already had a place to get the 
business services they required, we can conclude that a large need for a business 
services centre exists.  
 
14.1 Business Data Table Nanaimo   
 
(n=120 yes) 
 
Type of Service Raw Data Percentage  
Marketing/Advertising 68 57 
Financial management 39 33 
Business Planning 34 28 
Venture Capital & Loans  34 28 
Market Research 32 27 
Business Succession 23 19 
Human Resource Planning 21 18 
General Consulting 20 17 
Mentorship  9 8 
Entrepreneur Training 8 7 
Other 5 4 
Business Incubation  4 3 
Video Conferencing  4 3 
Packaged Offices & Reception 1 1 
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Note that the numbers in the raw data column equal 302 and that survey respondents 
were requested to select up to three services they wanted from a business centre. (For 
the public test survey respondents were asked to select five, which we then reduced to 
three for the business surveys.)   
 
If all yes respondents had selected three then there would have been 360 items in the 
raw data column.  The reason for the number we see is that not all respondents 
selected three although most did.  All respondents that indicated yes for the business 
centre did check at least one service they wanted. The same also holds true for the 
percentages as they do not add up to 100.  
 
Like the public survey in Nanaimo, the top five are identical.  The largest difference was 
Marketing/Advertising rising from fourth to first concern for business while Business 
Planning fell from first in the public survey to third here.  Succession Planning rated 
much higher for businesses rising to sixth from twelfth place in the public survey.  This 
makes sense since a business owner is much more likely to be concerned with selling a 
business than a non-owner.  General Consulting, Human Resource Planning and 
Entrepreneur training were in the middle of the pack in both studies and did not change 
much.     
 
The least selected items were similar although the order was a bit different with 
Packaged Offices, Business Incubation, and Video Conferencing having the least 
demand in both surveys.   
 
In Nanaimo, whether in business or not, there is a strong demand for 
   

·  Marketing/Advertising 
·  Planning (Business & H.R.) 
·  Venture Capital & Loans 
·  Financial Management 
·  Market Research  

 
There is little demand for  
 

·  Business Incubation 
·  Video Conferencing  
·  Packaged Offices  

 
There is some demand for the other services asked about which include  
 

·  General Consulting 
·  Entrepreneurial Training  
·  Mentorship 
·  Succession Planning  
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In summary, we would want to offer Marketing/Advertising, Financial Management, 
Business Planning, Loans, and Market Research as core services.  Consideration 
would also be given to General Consulting, Succession Planning, Human Resource 
Planning and some Entrepreneur Training.  Based on the survey numbers, there is a 
good deal of confidence these services would be well received and utilized.   

14.2 Human Resources  
 
Data taken from 185 surveys conducted from March 09 through July 09 is scientifically 
accurate to within 5% on a 95% confidence interval. 
 
Over 72% of businesses said they were not having trouble finding staff, while 18% said 
they were, and only 10% said they were sometimes having trouble finding staff. 
 
Where is the difficulty concentrated?  Which sectors are experiencing the most difficulty 
finding staff?  Of the 18% stating they were having difficulty finding staff the table below 
shows the sectors having the most trouble. 
 
Sector Yes Respondents 

% 
Service 54 
Retail 37 
Food 06 
Manuf. 02  
Tech. 01 
 
Not too surprisingly, we find the Service sector in front followed by Retail.  Together 
they comprise 91% of the businesses struggling to find staff.  It is possible that this may 
be systemic due to structural changes and basic demographics coupled with the reality 
that these tend to be low paying dead end jobs.   
 
Of the yes respondents to “having trouble finding staff”, 43% were in the $100,000-
499,999 range of sales per annum, while 9% of the businesses were $100,000 or less.  
Only 24% were in the $500,000-999,999, 19% in the $1,000,000-4,999,999, and only 
5% had a sales per annum of $5,000,000 plus. Wholesale, manufacturing, and technical 
businesses reported little or no difficulty finding staff.  

14.3 Estimates  
 
Taking the 18% and factoring in the total number of businesses with the assumption 
that each business reporting is seeking just one worker the math follows:  
 

.18 x 2823 = 508 (±5%), positions available (Spring/Summer 09) concentrated in 
retail/service and some in food 
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15.0 Business Aggregate (Entire Mid-Island)  
 
The total number of surveys for the entire area came to n = 469 over a total small 
business population estimated at 4,310.  These ratios result in findings that can be 
stated with 95% confidence or 19 times out of 20 with a margin of error ± 4%, which is 
excellent. 
 
Of the 469 businesses surveyed, 299 business owners said yes to the question “Would 
you make use of a business centre in town that offe red a full range of business 
services ?”  That works out to 64%!   
 
It would appear that over half the small business owners in the mid-island corridor, 
(Ladysmith to Bowser) want to see and would use a business centre.  This is at the very 
least, support of 60% of the business population, (64 ± 4%).  The variances across 
regions were minimal with Nanaimo at 65%, Ladysmith at 70% and Oceanside at 59%.  
Interestingly, considering each area was surveyed independently, the final numbers 
show a range of less than 10%.  After factoring in margin of error fluctuations of 5% the 
variation shrinks to just 1%. (Ladysmith at 70 – 5 = 65 while Oceanside at 59 + 5 = 64.)  
 
15.1 Aggregate Data Table   
 
(n=299 yes) 
 
Type of Service    Raw Data  Percentage  
Marketing & Advertising 174 58 
Venture Capital & Loans 98 33 
Business Planning 93 31 
Financial Management 87 29 
Market Research 67 22 
H.R. Planning 65 22 
Business Succession 59 20 
General Consulting 57 19 
Entrepreneur Training 39 13 
Mentorship 21 07 
Packaged Offices  14 04 
Business Incubation 11 04 
Video Conferencing  09 03 
Other 05 02 
  
The numbers in the raw data column total 799.  Recall that survey respondents were 
requested to select the items they wanted to use in a business centre up to a maximum 
of three.  If all, yes respondents had selected three then there would be 897 items in the 
raw data column.  The reason for the resulting number is that some respondents 
checked three, some two and some just one.  All respondents that indicated yes did 
check at least one. The same also holds true for the percentages since they do not add 
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up to 100.  The average was 2.9 items selected indicating the business owners used 
nearly all their selections and took the time to consider the types of services they need.  
  
What is most noteworthy is the consistent desire for Marketing/Advertising  as it came 
in number one across all communities and in the aggregate at 58% which was 25 points 
ahead of the next closest service, Venture Capital and Loans at 33%.  Rounding out 
the small cluster around the 30% mark was Business Planning  at 31% and Financial 
Management  at 29%.  
 
The next cluster (mid-tier) ranged from 22% - 19% and included Market Research  and 
Human Resources at 22%, followed by Succession Planning  at 20% and General 
Consulting  at 19%.  
 
Entrepreneurial training  was well down the list at number nine and came in at 13%.  
The least popular items did not change much from the public survey with Mentorship  at 
7%, Packaged Offices  and Business Incubation  at 4% while Video Conferencing  
came in at only 3%.   
 
Other  was 2% and included items such as Business Coaching , Accessing Grants, 
and Taking Your Business On-Line .   
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16.0 Survey Comments  
 
The following comments were taken directly from the surveys conducted in the field with 
business owners.  They provide additional insight into the reality of small business and 
the challenges that the small business community is facing.  The remarks were grouped 
together as certain themes became apparent.  There was no editing except for the 
occasional comment that contained questionable language.  
 

16.1 Staffing Issues  
 
“The biggest problem we have right now is the lack of education. It seems like our 
education system is teaching kids the wrong kind of education and they aren’t learning 
any skills.” 
 
“Staffing has been an issue for me. It is difficult to find people who are good at the job. I 
hired a staff person to work as a floral arranger – she had the certificate to say she 
could do the job but was unable to create even a simple flower arrangement. Maybe the 
Business Centre could offer a list of skilled people for hire.” 
 
“I am having a hard time finding skilled workers in this industry. There needs to be a link 
in order to communicate my need for specific employees to the schools that offer such 
training.” 
 
“ There is a shortage of skilled workers…we need skilled workers to do technical 
trades.” 
 
“I need to find employees who can think.” 
 
“I’m having trouble finding skilled tradesmen to work in the business.” 
 
“The education system is not providing employment skills for kids; eventually these kids 
who have no motivation or real skills will go on EI or welfare.” 
 
“In my industry it is very hard to find the right people; we often end up hiring them 
directly out of college.” 
 
“Good, reliable staff is hard to find, though it’s improved in the last few months.” 
 
“It’s terrible trying to find good staff. We do group interviews now and we hire for 
personality. We can teach the skills. We’ve had too many staff spending most of their 
day on Facebook, Email, etc.” 
 
“It’s a constant struggle and challenge to find good staff.” 
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“It’s hard to find good, reliable staff.” 
 
“It’s hard to find qualified staff.” 
 
“I don’t know where to go to find people (staff).” 
 
“Good staff is an issue that needs to be addressed.” 
 
“I always have problems finding staff; all businesses are vying for the same pool of 
resources. I also need staff that ‘fit in’ with the rest of the business to create a teamwork 
environment.” 
 
“It’s hard to find reliable staff. Training requires a lot of time away from growing the 
business and with high rates of turnover due to unreliable staff, there is more time spent 
on training than on expanding.” 
 
“I’ve been looking for staff for a while now, but have not hired. I can’t compete for skilled 
workers when other companies can offer bigger salaries.” 
 
“It’s hard to find well-trained and qualified staff that fit with the employees we already 
have.” 
 
“We have trouble finding good staff – especially as young people lack the work ethics of 
older workers.” 
 
“If I were looking for staff, finding the right people to fit in is often the most difficult part of 
the business.” 
 
“I’m currently expanding my business and may need to hire more staff soon.” 
 
“My biggest challenge is time management whenever I get too busy. What I need is a 
flexible office assistant.” 
 
“A referral service that would enable me to access staff with specific qualifications (i.e. 
Early Childhood Education) would be very helpful.” 
 
“Right now I’m staffed the way I want and I’m very fussy.” 
 
 “There is a shortage of skilled workers in the computer industry.” 
 
“I used to have problems finding staff, now really good people are walking through the 
door looking for jobs.” 
 
“Finding staff has been really easy compared to last August when I couldn’t get enough 
applicants.” 
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“Staffing these days is very easy.” 
 
“The recession makes it much easier to find staff. Before, it was hard to reprimand staff 
because you needed them. Now there is an abundance of people who need jobs.” 
 
“Due to the slowing economy, I have had to lay off half of the staff that we had this time 
last year; however, it does appear to be turning around now.” 
 
“We have trouble finding staff with the specialized technological skill set we need. We 
moved the business here from Vancouver and the trouble in recruiting staff to move 
here is that the spouse is often unable to find suitable employment. Nanaimo has a bit 
of a reputation.” 
 
“We’re very particular about who we hire. Young people have the computer skills we 
need but they lack the people skills, especially customer service skills. We have hired 
three young people and none of them worked out. We can’t teach customer service 
skills. We’ve gone back to hiring Baby Boomers because they have the customer 
service skills and it’s easier to teach them the computer skills.” 
 
“I like to locate my staff through word-of-mouth.” 
 
“I recently had to hire for one part-time position. Though I received many resumes, not 
many of them actually pertained to the position I had posted or had the experience I 
was looking for.” 
 
“In terms of staffing, we keep seeing an extremely low quality of resumes. The people 
teaching resume-writing skills need to do a better job. Job seekers need to pay more 
attention to employer’s needs and target their resumes better.” 
 
“Generally, it’s a waste of time going through resumes that aren’t good – nobody targets 
for specific positions; they seem to throw their resumes around.” 

16.2 Fee-For-Service  
 
“You need to charge for the business services because if you don’t people will think 
there’s no value in it.” 
 
“If you don’t charge people for the service, people won’t think it’s worth anything.” 
 
“You need to charge something for your services – if the ideas are free, people won’t 
use them as they won’t seem worth anything.” 
 
“Business people are not looking for handouts.” 
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“A small fee of around $20 would be fine, but nothing over $50. Then you have to start 
considering how much money it will cost the business for the owner to be out for the 
day.” 
 
“If I had a project on the table, I would probably miss it (the workshop) even though I 
had paid $20 or $30. Maybe something like a graduated income scale would be helpful 
so that the fee for workshops reflects the company’s income.” 
 
“The courses need to be low-cost as small business owners can’t afford to pay high 
fees for the 10-week courses offered at Vancouver Island University.” 
 
“I am willing to pay for services at a Business Centre but they must be in the evening as 
I won’t pay an employee to cover my business while I’m away on training.” 
 
“I am interested in the services you plan to offer at the Business Centre but can’t afford 
to pay for them at this time.” 

16.3 Specific Business Services Requested  
 
“Community Futures really should offer Human Resource Planning for both incorporated 
business as well as for sole proprietors. Sole proprietors really need help addressing 
this issue as they can’t have employees but may want to hire associates. What are the 
liability issues? I want to be able to sub-contract and I need sub-contractors to have 
their own liability insurance. This issue could be addressed in workshop format.” 
 
“Business is changing and we need to diversify and sell new products and services. 
What do people want? We would like to hire someone to do research on this. Can you 
tell us what is lacking in the community? Which products and services are needed in 
Nanaimo?” 
 
“If Community Futures offered a research service, we would use it. We would like to hire 
an outside Research Company and would pay for surveys and research about trends 
and needs of our business.” 
 
“The Business Centre needs to offer IT planning for employers as it’s something they 
often overlook – perhaps because they don’t understand it.” 
 
“Offer psychological testing for potential business owners to determine their suitability to 
be an entrepreneur.” 
 
“Help local businesses to sell their existing business while it is still viable.” 
 
“I would like Community Futures to provide information on how small business drives 
the economy so that it is in a format that is readily accessible to small business owners. 
It would be nice to have this at our fingertips for whenever we need this.” 
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“Teach people how to become Export Ready. What’s an Export Ready business?” 
 
“My greatest business challenge is being able to increase advertising income. I also 
need to overcome the negative image my company had prior to me buying it.” 
 
“Explain the difference between wholesale tour operators vs. receptive tour operators.” 
 
“My greatest business challenge is creating a clear branding message for my business.” 
 
“Initial mistakes for small businesses can really spell doom and gloom.” 
 
“I need to learn management skills so I can be less of a buddy to my employees and 
more of a manager. I feel guilty asking them to do something I don’t want to do.” 
 
“I would like to see the centre offer a workshop on existing business evaluation. I think 
sometimes small business owners are too busy with their business to take care of their 
business.” 
 
 “We really need support for business planning and incubation.” 
 
“The economy has changed the type of visitors to my B & B. I’d like to get the USA 
visitors back.” 
 
“Have a workshop on how to ‘beat’ the Big Box stores.” 
 
“(We need) a service that would advocate for educating the real costs of doing retail 
shows, also of manufacturing.” 
 
“I’d like to see a resource for finding local food groups (i.e. Growers, Farmers) and 
organizations such as farmer’s market societies. This would be a great asset to those 
interested in eating locally produced foods.” 
 
“Community Futures should hold small conferences with experts in the field of people’s 
interests. For example, if people are interested in setting up a photography business, 
hire an expert in the photography business and invite all clients who share that interest.” 

16.4 Rental Offices  
 
“If you have offices for rent, I would be interested in that in the future.” 
 
“A useful service for the Business Centre would be to have work stations available to 
small business owners to rent by the hour with access to business software such as 
QuickBooks so people can either test it out before they buy or to just use the software 
in-house on an as-needed basis.” 
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16.5 Financial Management  
 
“Careful financial management is an ongoing concern for all small business owners. 
Financial management support is the key to business success. I would like to access 
that service at your Business Centre.” 
 
“What I could really use help with is financial management training. I would like to know 
how to deal with the tax department and do my own books. I would like some ‘plain 
language’ financial language training. This would teach people bravery when dealing 
with lawyers, accountants, etc. who speak their own private language. I’ve joined the 
Canadian Federal Independent Business (CFIB) Association to help me deal with 
government red tape.” 
 
“We really need help for small business owners who are not attached to E.I. I’d like the 
Business Centre to help us create financials – that’s the hardest thing to get help with – 
how to do projections, read a financial statement, etc.” 
 
“A small business accounting service would be a useful offering at the Business 
Centre.” 
 
“Teach people to use QuickBooks so they can do their own books.” 

16.6 Market Research  
 
“People need more help with market research. Many small business owners don’t really 
understand how to survive and thrive in Nanaimo which is largely a blue-collar town and 
mindset. If my business had been in Victoria or Vancouver, I would have done much 
better. You need to better promote other areas of Nanaimo rather than just the north 
end with the ‘Big Box’ stores.” 
 
“Are there any specific formulas to follow regarding market research? If there are, I’d 
like to learn them. I hope you can offer that service.” 
 
“I really need help with research before starting a small business.” 

16.7 Seminars / Workshops  
 
“I am interested in business workshops.” 
 
“I need help training staff in customer service. Customer relations = more sales = higher 
wages.” 
 
“Courses we think Community Futures should offer are: Export Readiness, Business 
Valuation and how to maximize your value. Bookkeeping, Simply Accounting and 
QuickBooks have been good moneymakers for other Community Futures offices.  
Teach people how to do remittances, file for PST and GST, teach people how to read a 
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Balance Sheet, bank statements, Variance, etc. Offer cooperative advertising 
opportunities. House the Name Registration Office under the same roof as Community 
Futures and teach people how to do a name search.” 
 
“What I’d really like the Business Centre to offer are courses on Stress Management 
and Time Management for small business owners.” 
 
“The workshops that are available right now are too expensive to put all employees 
through (at University). It would be great to have workshops clarifying the issue of 
employee’s rights and how to deal with difficult customers.” 
 
“We just sent several of our staff members to training workshops in Vancouver. It would 
be great if these workshops were provided locally.” 
 
“Would be great to attend workshops in town which would eliminate travel and hotel 
costs.” 
 
“I would prefer business seminars in person rather than through video conferencing.” 
 
“On-line courses and audio courses would be advantageous.” 

16.8 Loans & Grants  
 
“The Business Centre should teach people how to access business grants and awards.” 
 
“I’m looking for funding to expand my business. If I could, I would rather go through 
Community Futures than the banks.” 
 
“I would especially like access to resources like loans and marketing.” 
 
“Make loans more accessible to small business owners. Community Futures could offer 
staffing specific to employer needs – a specialized employment centre.” 
 
“We have a need for micro-banks in Canada (and micro-loans).” 

16.9 Mentoring / Coaching  
 
“Please offer a mentoring program or business coaching service. I would use that even 
though I’ve been in business almost 20 years.” 
 
“I would like to have access to a business coach. I need help with specialized marketing 
and would also like assistance with market research, website development and learn 
how to access the media for publicity.” 
 
“Community Futures should provide business coaching (mentors) from people who are 
experts in their field of business. People don’t really understand what it means to be in 
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business. It’s all about sales. It’s all about the numbers. Business coaching has been so 
important in teaching me things I needed to know to actually make my business a 
success.” 
 
“Mentorship is an excellent community asset to have available.” 
 
“I’d like to learn how to grow my business from someone with more experience – 
perhaps a mentor.” 
 
Note: five of the businesses surveyed offered to provide mentorship to struggling 
business owners.  

16.10 Advertising  
 
“I’d be interested in learning more about low-cost ways to advertise.” 
 
“Offer packaged advertising opportunities similar to what Tourism Vancouver Island 
does.” 
 
“Low-cost advertising opportunities would be useful.” 

16.11 Business Startup/Regulations  
 
“Small business owners are required to pay very high taxes.  My property tax this year 
is about $5,500.  We need some breaks on our taxes as they impede business growth.” 
 
‘I’d like Community Futures to help small business owners with their challenges.” 
 
“We need a business liaison to help small business owners navigate all the government 
red tape.  Are there any grants to help small business?  Are there any tax subsidies?” 
 
“Please provide training regarding GST & PST.  When do you need to file?  Do you 
need to file, etc?  I would prefer the business centre to be within walking distance of the 
Gabriola ferry.” 
 
“Small businesses need help to understand who to contact to get information for certain 
issues, like taxes.” 
 
“The government wants a lot of paperwork and often phones to check the paperwork.  
This really cuts into time that I could be working with clients.” 
 
“More education is needed for small business start-ups.  I am a member of the 
Chamber of Commerce but feel there is no benefit.  Business incubation is needed 
especially for start-ups.  A business centre is not financially viable for me without a 
subsidy or no charge. I feel that the government doesn’t have enough resources for 
small businesses (i.e. can’t file PST online). I also feel that the amount of stress and 
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money demanded by the government doesn’t equal a payoff.  Small businesses fail due 
to lack of education and support from local and provincial governments.” 
 
“Government impedes business growth, especially the province with their unrealistic & 
difficult regulations.  Cost and red tape impede business growth.  They should consult & 
support businesses more.” 
 
“It is important to keep up to date on certain changes in the laws, but there needs to be 
resources to look to and get simple answers.” 
 
“It would be useful if the Business Centre was able to provide really good advice about 
government tax rules re: GST, PST, payroll deductions, etc.  Please help small 
business with all of the red tape issues.  ” 
 
“I would like to learn how to franchise my business – especially the legal end of the 
business.” 
 
“What really needs to be offered is resources that can help businesses navigate the 
government red tape.  It could have information on government programs and for 
example, how to get a GST number. ” 
 
“Please supply government forms & some services to help businesses maneuver 
through the bureaucracy.” 
 
“I would be interested in information on government grant programs and small business 
tax planning.” 
 
“(Ladysmith) it’s terrible.  Main Street is dying and the community is unsupportive of 
small business.  Need access to grant money for expansion.  Need more info available 
for wage subsidy program. ” 
 
“Credit card fees are way out of line.  It’s hard to find a company that gives decent rates.  
The Chamber does not really serve the needs of B&B’s.  We work mainly with Tourism 
and the B&B association. ” 

16.12 Networking  
 
“The Business Centre could be a place of resource and support – a place to have 
questions answered with local knowledge and also be a place to network.” 
 
“I’d like to join forces with other businesses that are trying to get into the European and 
Japanese markets.  I’d also like to encourage more locals to visit Gabriola – ex. the 
Vancouver Island market.” 
 
“I would really like to join a business support group in order to move my business 
forward.  I’d like to be able to network with other micro-business owners.” 
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“Have a place where small business owners can gather to network – at the Business 
Centre.” 
 
“It would be really nice if the centre could connect you with people that are in the same 
positions that we are.  For example, businesses that have been in business 6 months, 
what are the challenges, are the situations similar?  What are others doing differently?  
Maybe have one for 5 years as well.” 
 
“We need local event planning enhancements which include the merchants in 
organizing.” 
 
“I would like the Business Centre to offer networking opportunities with other small 
business owners.” 

16.13 Specific to Ladysmith  
 
“We are looking at getting into a new building, but banks are not business friendly.” 
 
 “Service industry in area is a 4 out of 10.  No care being put into job or the service.  
There seems to be no pride in the work.  Help!” 
 
“Government doesn’t support ECEs.  Government is going in the wrong direction with 
ECEs, giving money to daycares instead of education for ECEs.  Children are suffering 
because of this practice.” 
 
“Taxes (in Ladysmith) are too high.  There is no help for small local businesses to be 
competitive with large chain stores.” 
 
“Don’t know why small businesses fail (as there is) no reason for it.  The city has no 
plan and no support for the business community.” 
 
“Ladysmith’s vision is not broad enough.  Not enough involvement and therefore 
business development is at a snail’s pace.” 
 
“Ladysmith has high industrial taxes, 4-1/2 time’s residential tax.  Industrial taxes need 
to be made the same as residential as the tax rate deters new business in the 
community.” 
 
“Ladysmith not doing enough, not promoting, discouraging business because 
municipality makes it difficult for business to exist and function.” 
 
“Small business is not taken care of by the city as well as it could be.  Promote small 
business through web page and advertising.” 
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“There is no community support for small businesses.  A lot of horror stories about failed 
businesses.” 
 
“Business community (in Ladysmith) is stagnant.  Individual businesses are more 
proactive than community associations and local government.” 

16.14 Specific to Nanaimo  
  
“My best advice to a newcomer is to introduce yourself to the key people in town.” 
 
“In Vancouver, people would be thrilled to pay for business ideas – in Nanaimo; they’re 
not sophisticated enough and won’t pay for it. Nanaimo is not set up to pay for 
intangibles – maybe if you had a storefront location. For the Business Centre to 
succeed here, you will most likely need to act like you’re better than everyone else – 
snob appeal.” 
 
“I’ve been open less than a year and business is not as good as what we hoped and 
expected. The downtown of Nanaimo is not busy enough, so I’m thinking of moving to 
Victoria or Vancouver.”  
 
“There’s a different mindset here – even in Victoria, the more you charge the better. 
There’s a weirdness in Nanaimo that makes it difficult to succeed with intangibles here. 
People come here from Toronto or Vancouver and are blown away that they can’t do 
things the same way here. Nanaimo is totally unrelated to Victoria, Toronto, and 
Vancouver – people don’t do business the same way here at all.” 
 
“Nanaimo seems to be more of a ‘big box’ type of town, whereas Victoria and 
Vancouver encourage more street shopping.” 
 
“Business in Nanaimo needs to be diversified. There are not enough consumers and 
they are not consistent for a business to be fully reliant on this market.”  
 
“Downtown locations and negative publicity regarding drug users may be discouraging 
people from shopping downtown. Nanaimo is known for its discount ‘big box’ stores. 
People need to appreciate quality Canadian/North American products.” 
 
“Downtown location may be limiting my business. No new people have moved 
downtown. We need more customers – perhaps this will change when all the condos 
are sold.” 

16.15 Economy  
 
“There was a big effect on our business when the local saw mills closed.” 
 
“I might sell or close one of my businesses unless business improves.” 
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“We have seen a slight downturn in sales. Part of it may be due to the economy, but the 
main reason is the weather.” 
 
“My greatest business challenge this year has been the weather, especially the snow – 
combined with a slowing economy made worse by negative media.” 
 
“Our sales are down this year. We think it’s because of the economy.” 
 
“Demographics are a concern for us as young people don’t want to make their own wine 
– too much work for them. The economy seems to help people buy an occasional cheap 
bottle of wine from the store now rather than spending a larger amount to buy 30 bottles 
at once at a wine-making store.” 
 
“The greatest business challenge for next year would be the slowing economy, though it 
is not a serious challenge (for us). Nanaimo hasn’t been affected as severely as other 
areas of the world.” 
 
“The slowing economy is the biggest business challenge for me in the upcoming year. 
Many of my clients have had spouses that have lost their jobs.” 
 
“My biggest business challenge is the ferry. The cost to travel here as well as the 
slowing economy could affect my business.” 
 
“Some businesses are really hurting right now, however, those that are diversified are 
fairing much better.” 
 
“The greatest business challenge for me is the way the Canadian dollar fluctuates 
affects imports based on US dollars.” 
 
“Our B&B business is down 26% from last year; however, it’s the same as it was two 
years ago. I think it was overly high last year.” 
 
“ The negative news we’re bombarded with is affecting our business. Harewood is one 
of the most stable economies in Nanaimo due to the University. Prices haven’t dropped 
there like they have in the North End.” 
 
“Business is booming in spite of the negative media. Being able to adequately serve our 
market is our biggest business challenge.” 
 
“ All the negative media hype is affecting business.” 
 
“The negative media about the economy is really hurting local businesses.” 
 
“My business is definitely feeling the recession, however, I think that we’re starting to 
turn the corner.” 
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“Sell high quality/high price products that will last a lifetime. It happens to be the trend 
now to be eco-friendly but when I started people thought my business would never 
make it.  I don’t really need to grow it any bigger.” 
 
“My biggest concern is a fear of my customers going under and not being able to pay 
me.” 

16.16 General  
 
“Renting on a week-to-week basis at the Mall can be a challenge. We can be kicked out 
at any time even if business if going well.” 
 
“The greatest business challenge is that I’m a one-man band – free time is an issue. I 
work 24/7 and 354 days a year.” 
 
“It’s hard to keep up with the store’s growth without hiring additional staff.” 
 
“My greatest business challenge is being able to stay on top of the software in order to 
do web design, etc. as customers will ask for help with specific technology.” 
 
“There is a lack of knowledge as to what is available for small businesses.” 
 
“Government needs to help small businesses, not just the corporate giants.” 
 
“I’ve been in business 18 years, and this is the first time that someone has approached 
me with the idea of starting a center that would help small businesses.” 

16.17 General Support  
 
“Nanaimo does a very poor job of advertising what’s happening in town. Please promote 
the Business Center well once it’s up and running.” 
 
“My business challenge is: Where do I go from here? Community Futures could help 
with this.” 
 
“This is for a great cause and good luck in accomplishing it all!” 
 
“Need to make local (small businesses) more prominent.” 
 
“Went through Business Works to set business up and would use further community 
help.” 
 
“We need more help keeping our small businesses afloat! Small businesses are a key 
component to small towns.” 
 



49 

“Anyone coming (to start up a business centre) has to be more professional. We need 
help!” 
 
“The Business Center should have professionals on site. You could rent out space to a 
lawyer, accountant, web master, etc. to be on-hand for advice.” 
 
“I would love to see a centre that focused on helping small businesses rather than large 
corporate giants.” 
 
“Much needed on the island, let me know when it’s open!” 
 
“I think more attention should be paid to small businesses rather than corporate giants.” 
 
“I don’t like the North Town area as much as the downtown. I hope the downtown will 
thrive and I think the Business Centre should be downtown.” 
 
“I really like the idea of having a centre in Ladysmith.” 
 
“The community needs help to sustain and grow their small businesses.” 
 
“I think that the idea of the business resource centre is great.” 
 
“I started my business through Community Futures. Any resources available to 
entrepreneurs would be a positive move.” 
 
“Proper support for home-based businesses would be awesome!” 
 
“I would use a business centre and would also send clients to it.” 
 
“You must hire experienced business people to teach your courses.” 
 
“I am certain other businesses could use the business centre” 
 
“Although the Business Centre might not be helpful for my business, I think it would be 
useful for small business owners who earn less that $500, 000 annually.” 
 
“I think that the idea of the business resource center is great; however, my business is 
growing so fast right now that I probably would not use the services.” 
 
“I already have it all together (in regards to business needs), but I can see how it (a 
business resource centre) would be valuable for people starting up.” 
 
“I wouldn’t use a Business Centre to help with my business, but I think it would help a lot 
of other small business owners. Community Futures helped me launch my business 
nine years ago. They helped me be where I am today. We need more small business 
owners in the world.” 
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“Had you been around a few years ago, we would have used this service (in reference 
to the Business Centre) over and over.” 
 
“Though I would not personally use the centre, I can see the assets of it.” 
 
“I think the business centre is a great idea, but at the moment I don’t need the service.” 
 
“Though I personally would not use this service (I am really too busy), I believe that it is 
important to help businesses that are starting, to realize the reality of the retail market.” 
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17.0 Community Support  
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18.0 Similar Projects  
 
The original vision for the research project and business centre was borne out of 
observed necessity.  This implies that there is nothing out there like a business centre, 
but to ensure this; we did a thorough search examining all possible organizations we 
could find that even in the most remote sense could be considered a possible 
competitor.  We will start with government-funded programs.  

18.1 Government Programs  
 
Other than the recently discontinued BASE program run by the City of Parksville, that 
offered free services to small business and entrepreneurs there is nothing else that is 
government funded and free to anyone wanting assistance.  This program was very 
small and confined to the Oceanside area.  They worked one on one with individual 
business people and helped them move forward with their business and plans.  
 
The primary no fee government contracted option around is the self-employment 
program run by Ethos which is not competition since we are looking at a centre where 
anyone can access service.  For the Ethos program, participants require an 
Employment Insurance attachment and it is only for new businesses and not for 
established ones.  The centre would support clients that finished the Ethos program and 
needed more help but the centre would also support the Ethos program and refer EI 
clients to them.    
 
Our mandate, being wider in breadth and scope, would endeavor to be inclusive to all, 
regardless of circumstance.   

18.2 Private Companies  
 
We found no private firms operating in Oceanside and according to staff at the Career 
Centre, there are clients that request business assistance and they have no place to 
send them.   
 
As for Ladysmith, there is no street front private operation in the region other than the 
Chamber and some merchant associations, which have limited resources.  
 
In Nanaimo, there are a few options such as the Raincoast and Townsite business 
centres.  Townsite ceased operations in 2008 and Raincoast recently relocated.  These 
centres offer a variety of business services and are private companies with no 
government-funding component.  We do not see these as competitors since they offer 
only hard services such as office space, boardroom, secretarial and reception services.  
In speaking with both office managers they were clear that consulting, market research, 
loans, training, marketing, mentorship, business planning and the like were not of 
interest to them.  They provide the space for business to operate in, not the consulting 
services needed to grow a business.  We would not compete with them and would not 
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offer like services except if it could be proven there is no service provider in the area.  
We want to augment existing services rather than compete against them.  

18.3 Existing Models  
 

1. The S.U.C.C.E.S.S. organization in Vancouver offers a full service business 
centre, which includes a mentorship program, market research, consulting, and 
business start-up, management, incubator, as well as office space, boardroom 
and mailbox rentals.   

 
2. There is a private business centre in Victoria as well that is purported to operate 

without any government assistance and is a private business.      
 

3. Business incubators exist all over Canada.  There are over 100 listed on the 
CABI website (Canadian Association for Business Incubators) with three located 
on Vancouver Island, all in Victoria.  The Island incubators are technology centric 
and provide a model to follow as a good reference point for those with science 
and technology related business interests.   

 
4. Mid Island Science and Technology has a free short-term business coach 

program but tends to stay within their mandate, which is science and technology 
related enterprises. 



58 

19.0 Recommendations  
 
When we began the study in August of 2008 we could not help but think that there was 
going to be some evidence of a demand for the services a business centre would offer.  
Further consideration of what that could look like conjured up ideas that even a 20 
percent response in favour may be enough of a “yes” vote to move forward with the 
establishment of the centres.  We have seen double and triple that number and higher. 
 
The research was undertaken within the strictest of standard research practices and 
parameters.  Research assistants were trained for weeks prior to heading into the field 
to ensure the phrasing of the survey questions was beyond reproach and completely 
void of any leading or assumptive questions or statements such that would skew the 
results in favour of a centre.  The survey execution was revisited constantly throughout 
the project as the high in favour results came in which, at first glance, looked high in 
favour. The Research Assistants were constantly reminded of the importance of not 
introducing bias of any kind into the survey.    
 
Given the care taken with the surveys, the yes response obtained in both the general 
population and in the small business community is very noteworthy. To say it has 
exceeded our expectations is an understatement.  Such has been the affirmation of the 
vision to provide the centres that the researchers in the field, upon return from 
conducting surveys stated, “Business owners are very excited about this.”   

19.1 The Plan  
 
The research showed that the business community of Ladysmith was not large enough 
to support a full-time business centre as there were only 256 small businesses whereas 
Oceanside had over five times that and Nanaimo over 10 times.  As a result, CFCI will 
seek to open two centres, one in Oceanside with a central location such as down town 
Parksville and the other to be located in Nanaimo, possibly down town although this has 
not been finalized.  The town of Ladysmith would be serviced by the Nanaimo office 
with a one or two day per week representative available. 

19.2 Funding  
 
We will require a significant amount of money to open one centre.  At the time of this 
report, that was yet to be determined but would be in the range of $200,000 or more per 
centre.  Which ministry the funds could come from has not been determined either.  It is 
the hope that the funds will be located by the end of August 2009 so that a centre can 
be up and running by October of 2009. 
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20. 0 Appendices  
 
Business Centre Survey (For the Public)  

 
Location________________ 
 

 
1. Would you make use of a business centre in town that offered a full range of 
business services?  

Yes 

No 
2. If not, why not? 

Not going into business 

Not in business now 

Use other services (if so, where?) __________________ 

Other  ________________________________________ 
3. If yes, which services would you most likely use ? (Max 5) 

Access to venture capital, loans 

Business Planning 

Business Incubation 

Business Succession 

Entrepreneur training 

Financial Management 

General Consulting 

H.R. Planning for small business 

Marketing/Advertising 

Market Research 

Mentorship 

Packaged Offices (including reception) 

Video Conferencing 
 

Other (please specify)  
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4. Are you currently... 

A service business owner 

A retail business owner 

Considering going into business 

An employee 

A student 

Semi-retired 

Unemployed 
5. If you are considering starting a business, what  type? 

Retail 

Web 

Service 

Restaurant 

Import Export 

Wholesaling 

Manufacturing 

Home based 
8. Gender 

Male       Female 
 
9. Household income  

$20,000 or less 

$20,001 - $34,999 

$35,000 - $49,999 

$50,000 - $74,999 

$75,000 plus 
10. Have you lived in your community... 

Less than 2 years                       Between 5 and 10 years 
 

Between 2 years and 5 years       More than 10 years 
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Business Centre Survey (For Owners)  
 

Location ____________________    Business ________________________________ 
 

 
1. Would you make use of a business centre in town that offered a full range of 
business services?  

Yes 

No 
2. If not, why not? 

No need – business couldn’t be better 

Not interested in growing my business right now  

We already get the business services we need at __________________________ 

Other  ________________________________________ 
3. If yes, which three services would you most like ly use?  

Access to Venture Capital and Loans 

Business Planning 

Business Incubation 

Succession Planning 

Entrepreneur Training 

Financial Management 

General Consulting 

Human Resource Planning 

Marketing/Advertising 

Market Research 

Mentorship 

Packaged Offices (Including Reception) 

Video Conferencing (Business Seminars) 
 

Other (Please Specify)    
 
4. Would you be willing to pay a nominal (small) us er fee for service? 
    

_ Yes                         No                     Maybe  
___________________________________________________________________ 
____________________________________________________________________  
5. Is your current business in... 



62 

Service        Home Based 

Retail 

Food services  

Import/Export 

Wholesale 

Manufacturing 

Technology/Internet  
6. Are you considering starting another business? I f so, what type? 

Retail            Home based 

Web 

Service 

Restaurant 

Import Export 

Wholesaling 

Manufacturing 

Technology/Internet 
7. Gender 

Male       Female 
 
8. Business sales per annum   

$100,000 or less 

$100,001 - $499,999 

$500,000 - $999,999 

$1,000,000 - $4,999,999 

$5,000,000 plus 
9. You have been in your current business…  

Less than 2 years                         Between 5 and 10 years 
 

Between 2 years and 5 years       More than 10 years 
 
 

 
 
 
10. Are sales up this year over last year? What is your explanation? 

Yes                         No                     Not sure         Unchanged    
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____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
   
11. What is your greatest business challenge for th e next year? 

Credit       Slowing Economy     Staffing      Inflation    Not sure      
 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
 
12. Are you planning on retiring in the next  few y ears? 

Yes                         No                     Not sure             
 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
 
13. Are you planning on selling the business in the  next few years? 

Yes                         No                      Not sure           
 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
 
14. Are you having trouble finding staff? If yes, w hat is your plan?  

Yes                         No                     Sometimes              
 
____________________________________________________________________ 
____________________________________________________________________ 
____________________________________________________________________ 
 
 
 
Notes 
    
____________________________________________________________________ 
____________________________________________________________________ 
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JCP Project Gantt Chart  
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