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Accountability Groups – Much More Than Networking
Kurt Refvik - MHBAC Chair

Sleeping in, working late, being master of your own 
hours, avoiding the commute and doing business in 
your housecoat or pyjamas are just a few of the 
perceived benefits of being a home based business 
owner. Time for a reality check. Distractions such as 

cooking and cleaning, that annoying home repair project and of course the TV 
can challenge a homepreneur’s focus and motivation. Time management is 
essential but without a boss to report to (other than yourself or a spouse) 
staying focused on tasks and meeting deadlines does not come easy for everyone. Perhaps equally challenging 
is overcoming the isolation and loneliness of working from home.

Dr. Jason Ediger, PhD, C. Pysch. A Winnipeg based Physcologist uses the 
phrase “Accountability Group” to refer to a regular feature of his own practice 
that addresses some of the issues mentioned here. He meets regularly with a 
group of colleagues with similar interests and in related fields. Each person has 
the opportunity and indeed the obligation of discussing the progress of their 
own working projects since the previous meeting and indicating their goals for 
the next session. Participants can bring up challenges and offer suggestions 
and support based on their own experience. The group also offers a degree of 
informal social contact and occasionally meets strictly for an event such as a 
dinner.

Steve Loney, TheWebGuy, referred to the group as “the Boss” and suggested that even though there is no 
direct obligation, group members would not want to simply report “work in progress” and would be motivated to 

show real progress in line with previously stated goals.  This accountabil-
ity factor for each business owner’s progress differentiates the “Account-
ability Group” from some of the more traditional lead and networking 
organizations which often focus on exchanging referrals and new client 
acquisition.

According to Dr. Ediger, the optimum number of participants in a regular 
Accountability Group (particularly for small business owners) is some-
where between 6-8 people. While not strictly policed, members are 
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encouraged to attend all sessions. Meetings can range in duration but an 
hour and a half is reasonable and frequency (monthly or bi-weekly) based 
on the needs of the the group.

Are you interested in joining an “Accountability Group”? Email your name, 
business name, contact information and any questions you may have to 
MemberServices@HomeBusinessManitoba.ca.

Are You Ready?
Sheri Glugosh  www.PrairieIdeas.ca

Its 2 pm on a Wednesday afternoon, your phone 
rings and it’s a local reporter.  Do you answer the 
call? or let it go to voice mail with the hopes you 
won’t ever have to speak to the media. If you do 
the latter, you are not alone.

But, it doesn’t have to be this way, and it’s all in 
the preparation.  Answer the phone and ask the 
reporter what they are calling about? What are 
their questions? What is the deadline for their 
story, i.e. are they writing for today, next week? 

Tell them you will need a few moments to gather the information together 
and ask them for a number that you can call them back at, and hang up the 
phone.

Now take a few moments to consider 
– what messages do you want to 
deliver, on behalf of your business, or 
your profession?  Write them down 
and edit them for your own voice. 
Practice saying the answers out 
loud, not once but five or six times 
until they feel comfortable to you.  
Make sure you have your facts are 
correct. Take a few deep relaxing 
breaths (stomp your feet in one place 
if you need to relax) and return the 
call.  

More often than not you will find that 
your interview goes smoothly and 
that you are able to deliver the mes-

sages you believe are important.  
Reporters appreciate interview-
ees who are prepared and know 
their material after all that is why 
they called you in the first place 
because someone has told them 
you are the person to talk to about 
your business or profession.

Stay calm, trust your own voice 
and prepare.  Speaking to the 
media can be a wonderful oppor-
tunity for you and your business to 
put your best foot forward.

Next month – When to hire a 
media relations professional?

Trade Exchange Barter - Part 3
Kurt Refvik - MHBAC Chair
In the first two articles of this 
series on organized business to 
business barter, we discussed the 
origin and growth of the trade 
exchange industry as well as the 
legal basis and tax implications of 
this type of system. The reason for 
the widespread acceptance of b2b 
barter lies in the many benefits 
afforded to business members.

NEW REVENUE – Most often, 
barter sales represent additional 
revenue that a business would not 
otherwise have had. Members 

look first to the 
trade exchange 
when buying 
products or 
services and 
accepting that 
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trade gives the selling merchant a 
competitive advantage over 
non-member companies.

UTILIZE EXCESS CAPACITY – 
Barter is an effective means to 
move surplus inventory or reduce 
excess capacity. Whether it is 
empty restaurant seats, idle time 
for a trades person, slow moving 
shelf items or an unused radio time 
slot the new barter sales can help 
minimize otherwise unsold prod-
ucts or services – especially wast-
ing assets, such as hotel room 
nights that lose all value once time 
has passed.

RECEIVE FULL VALUE – Typically 
when a company 
is faced with wast-
ing assets or 
surplus inventory 
they often reduce 
to deep discounts 
and blow-out 
sales. This lowers 
their revenue, can 
“cheapen” their 
product and set a 

dangerous precedent for future 
customers to seek lower prices. In 
the trade exchange members gen-
erally provide their products and 
services at regular prices so busi-
nesses get better returns and 
increase their profits.

CONSERVE CASH – By accessing 
a wide range of business related 
products and services through 

trade, cash expenses can be effectively reduced 
and cash flow better protected. Since it is new 
barter sales that are generating the revenue to 
make these cost reducing purchases, a company 
can conserve existing cash and improve 
profitability. Trade exchanges typically offer 
many items such as advertising, printing, 
computer services of all kinds, accounting, legal 
and much more. 

In the next issue of News4u some of the additional features and benefits 
of trade exchange membership will be explained. If you have any 
questions contact Kurt.Refvik@NEWS4U.ca

The “S” Word
Kurt Refvik - MHBAC Chair
A good structured sales presentation, whether in person or cold call on the 
phone, can be crucial to the survival of a business. While there are 
probably as many pitches as there are people selling, a few basic 
elements can be found in most sales calls. Always open with a short 
INTRODUCTION. Keep it brief and simple. State the name of your 
company and the reason for the call with at least one benefit statement to 
catch the interest of your prospect. 

If you have permission to continue, provide a clear OVERVIEW of your 
business, again pointing out what you can do for your prospect. Follow 
with a few PROBING or QUALIFYING questions to learn more about your 
prospect and establish that you are dealing with the decision maker and 
that they do indeed have a need for whatever you have to offer. People 
like to talk about themselves or their own business and probing is a good 
way to keep them interested.  

Having established a need, move into your “formal” comprehensive 
PRESENTATION and this should 
address most questions that a 
potential customer is going to ask. 
Explain the features of your 
business but emphasize the 
benefits. In years of sales, I have 
never had a customer stop me part 
way through a presentation to get 
out their cheque book out. You have 



to ask for the sale!  A TRIAL CLOSE is the first step in the process of completing the sale. This tentative ask for 
the order is actually more of a fishing expedition to uncover your prospect’s OBJECTIONS, which must be 
handled before proceeding. Objections can simply be an issue covered in your presentation which must be 
re-addressed, a real concern or simply “smoke & mirrors” put out by your prospect simply because they do not 
like to be “sold.” All objections, no matter how mundane, must be acknowledged and never trivialized. Trial 
closes may be required numerous times to reveal the “real” objections. 

Once you feel you have handled the objections satisfactorily it is time to go in for the real CLOSE and complete 
the deal and ask for the cheque! Not every sales call results in a sale. Be prepared to take a “NO,” move on to 
the next call and don’t let rejection stand in your way.  Think of sales as a weeding out process and each “NO” 
a step closer towards a YES & SUCCESS.

UPCOMING EVENTS

CMBSC Business Service Centre   204-984-2272 
www.canadabusiness.mb.ca

 • 27 Common Business Mistakes & How to Avoid Them  - May 27 10:00 AM - 12:00 PM
 • Trade Show Selling - June 17 1:00 PM - 3:00 PM

Technology in the 21st Century: Making it Work for Small Business
www.wecm.ca

On June 1 the Women’s Enterprise Centre is presenting ‘Technology in the 21st Century: 
Making it Work for Small Business’. This year our focus is helping business owners work 
smarter not harder. We will delve into cloud technology and the latest innovations in hardware 
and software, all with the purpose of eliminating the uncertainty and anxiety that is often 
associated with the implementation of new technology.

We have an impressive roster of experts from around 
North America speak about the latest business 

technology and tools that can enhance productivity and profitability. A 
panel of local entrepreneurs and technology experts will share their 
triumphs and challenges of incorporating new technology into their 
business. You will hear first-hand what they learned and what they would 
do differently if they were to do it again.  

There will also be a trade show featuring a variety of technology providers 
to show and explain the products and services that can help you make 
good tech choices. You get all of this for just $150. Register online 
at www.wecm.ca or by calling our office. 
“There's No Place Like Home To Do Business” is a newsletter of The Manitoba Home Business 
Advisory Council (MHBAC)  published ten times yearly by News4U.ca to share information of 
interest with MHBAC members and home business owners. MHBAC invites articles of interest to the 
membership to be submitted by individuals or organizations.  Newsletter display advertising for 
suppliers of goods and services to the home based business market is available by contacting the 
publisher News4U.ca at 228.3968 or by email at Kurt.Refvik@NEWS4U.ca
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