THE

CHAMBER VOICE
N E W S L E T T E R

JANUARY DINNER
MEETING
Tuesday, January 20, 2015
Cascades Casino Resort Ballroom
20393 Fraser Highway, Langley

PLEBISCITE 2015:
Funding Transportation for the Future

Many people are unaware of the upcoming
transportation and transit plebiscite or what it
means for Langley and Metro Vancouver.
Don’t miss this opportunity to learn how this
plan will affect you and your business.
Mike Buda, Executive Director of the Mayors
Council, will provide an introduction of the
plan followed by a debate of the pros and cons
with representatives from the “NO” Campaign
and the “YES” Campaign.
Registration and Networking: 5:00 pm to 6:30 pm
Dinner and presentations to follow.

RESERVATIONS REQUIRED BEFORE
5:00 PM ON FRIDAY, JANUARY 16th.
Members: $3500 + GST ~ Non Members: $5000 + GST
p: 604-530-6656 e: info@langleychamber.com
w: www.langleychamber.com
Greater Langley Chamber of Commerce Cancellation Policy:
Event payment is due upon registration. An event registration is
considered a commitment to pay - no refunds or credits after
12:00 pm on Monday, January 19, 2014.
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PRESIDENT’S REPORT

TRANSPORTATION

AND

TRANSIT PLEBISCITE

It’s a Complicated Matter to Consider

T

he Greater Langley
Chamber of Commerce
has stated that it is not
supporting the plebiscite because
of the following concerns:
• the lack of stated mechanisms
to mitigate the negative impact
on Langley due to leakage of
investment and consumers into
Abbotsford and the U.S. to
avoid a regional tax
• the level of proposed
improvements and investments
put forward in the Mayor’s vision for the first ten
years that will directly impact the Langley businesses
• the risk of South of Fraser investments being
deferred and/or delayed if the other larger projects
go beyond the original budgets or incur construction
delays
Our Board has invested a significant amount of time on
the issue and considered many questions when assessing
this issue, such as:
• Do we believe transportation improvements are
needed?
• Does the vision provide for improvements that are
positive to the Metro Vancouver Region?
• Do the benefits to the Region directly and/or
indirectly provide benefits to Langley businesses?
• Langley has several individual communities, how
do we juggle the fact that each community has a
different perspective as to the cost/benefit question?
• Langley has a very diverse range of business, where
the cost/benefits vary immensely for each, what is the
best approach to balance the different perspectives?
• We operate on behalf of our members, the majority
of those members are small businesses with less than
5 employees. Should we focus purely on the direct
impact to those small businesses, and ignore the
fact that their success is dependent on the economic
success of the overall Langley community, Metro
Vancouver Region, and the Province?

• We recognize there is only one taxpayer. If we want
to see transit improvements, we have to decide the
most fair and equitable method to pay for them. We
strongly recommend mobility pricing, but that will
take time to implement properly. So what is the
fairest/most equitable method for the interim?
• If the plebiscite is not successful, what will happen?
There will be transit cuts because costs are growing
due to inflation and population growth and the costs
will exceed the revenues. Langley has some rural
areas with low ridership numbers. It is reasonable
to predict that currently low serviced areas could
be negatively impacted with service cuts. How do
we prevent cuts when we actually want additional
service?
• We want to be an organization that facilitates positive
change to impact businesses in Langley. We are
putting forward our concerns to the plebiscite, but
we clearly articulated our concerns. A simple no, is
not going to solve congestion problems and facilitate
positive impacts for business. If we want improved
transportation in the region and Langley, we need to
propose practical solutions.
We came to our stated position, but there were many
debates in the following areas:
• the Greater Langley Chamber of Commerce
has actively lobbied for improvements in the
transportation network in Langley and the larger
Metro Vancouver Region – as the Chamber believes
the transportation network is a positive facilitator
of the movement of goods and services – the
effectiveness of our economy positively impacts our
local businesses, provides their employees with quality
local jobs, which in turn ensures those residents
reinvest in our community, but how can we confirm
that the planned improvements will have a positive
impact on Langley?
• We have lobbied for transportation improvements to
improve the movement of goods and services. The
current Mayors’ Vision investments are focused on
the improved transportation of residents, therefore
the benefits are not directly focused on business. Will

continued on next page
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TERESA RHODENIZER
All inclusive for two people
including air flight
presidential suite sleeps 8
value $12,000 Prize
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WWW.DEBBIEMOZELLE.COM
Next Contest #10
Draw Date March 28th 2015

See winners pictures on our website www.debbiemozelle.com and Facebook/ debbiemozelle designer optical

DEBBIE MOZELLE
DESIGNER EYEWEAR
WWW.DEBBIEMOZELLE.COM

WHITE ROCK
CENTRAL PLAZA
1554 Foster St
(behind the TD Bank)
604-538-5100

LANGLEY MALL
#123 - 5501 204 Street
(next to Army & Navy
in the Court Yard)
604-532-1158

Family Owned and Operated for over 24 years

FREE SIGHT TESTING

Ask about Digital Progressives with no
peripherial distortion!
*With eyewear purchase. Must be over 19 & under 65 years of age.
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THE VOICE OF BUSINESS
Chamber to help residents cast informed vote
from previous page

Visit our exciting website
Langley.ca
“40 years in Langley”
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these improvements reduce cars on the road and
congestion, which in turn will improve the efficiency
of goods movement in the region?
• There are not a significant number of capital
improvements that are specifically focused on the
Langley region, so it is hard to measure the potential
positive impacts of our investment when there are
varied perspectives. How much benefit will Langley
actually see?
• For a Langley company that is focused more on
manufacturing, production, distribution and receives
supplies or delivers products throughout the Metro
Vancouver region, reduced congestion will have a
direct impact on reducing transportation costs
• For a more service based company that serves
customers in the community, such as a restaurants
and personal services, there are less directly positive
impacts, but when we consider the larger picture
we note that these businesses are successful due to
the loyalty of the local residents. The quantity of
residents living in Langley, their disposable income,
and quality of life directly impacts local spending.
Therefore, if we have residents moving to Langley,
but working at quality jobs outside the region and
relying on the transportation system, these residents

will reap the benefits and spend their money with our
local businesses.
• Many parts of Langley have very little transit
investments, but it is difficult to measure how much
those residents and businesses still access other parts
of the network (use major road network, drive to a
park and ride, bus lanes, carpool, etc.)
• Langley Township is one of the fastest growing
municipalities. A strong community relies on
transportation to attract business and residents. We
need to make investments to prepare for growth, but
when is the right time to start investing?
• If the current investment plan is delayed, when will
Langley move up the queue and become the priority
for the region?
At this point, we want to focus on informing our
members, getting feedback on their thoughts and
doing additional research on our noted concerns.
Our residents have to vote on this issue, so we want
to ensure they are making an informed decision,
considering all the potential impacts, thinking about the
future of Langley, and using their democratic powers to
facilitate positive change.
Kristine Simpson
President
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Greater Langley Chamber members save 30% on
UPS® shipments in Canada or Internationally

Country Meadows
3070 264th St., Aldergrove, BC
604-856-9880 toll free 1-800-834-0833

www.bestwesterncountry.com
Completely Renovated
Ask about our Business Class and Jacuzzi
Suites where comfort and luxury awaits you.
Call us now to book your accommodation
and Best Rates in the Valley!
**Special Wedding Group Rates available***
Centrally located between Langley & Abbotsford
on 264th St & Fraser Hwy intersection.

Now featuring our
Luxury Style Pillow Top
Mattresses, Duvets,
HD TVs in Guest Rooms
and with our Full Hot
Buffet Breakfast along
with Indoor Pool
& Hot Tub.

ELEMENTS
BY SANDHILL
THE PLACE TO BE...

UPS® Members Benefit Program
Make the most out of your Greater Langley Chamber of Commerce membership and take advantage of some of
the most competitive rates available on shipping services with the UPS Members Benefit Program. Put logistics
to work for you. You can receive these discounts even if you already have a UPS account. It’s free to sign up
and there are no minimum requirements. See how you’ll save:

Member Discounts

UPS Services
Shipments within Canada

30%

elementsinlangley.com
604.533.7718

Shipments to the U.S.

30%

Shipments to Worldwide Destinations

30%

elementsinlangley.com

Imports into Canada

25%

Freight Services: Heavyweight, LTL shipments

Minimum 75%

The UPS Store®: Printing, packaging and mailbox rentals

10% by using the ‘Get More’ card

Brokerage entry preparation fees

20%

Weekly Service Charge (Automatic Daily Pickup)

100% waiver

UPS On-Call Pickup® service

100% waiver

Freight Collect 3rd Party Surcharge

100% discount

Plus, UPS is committed to providing value that goes beyond cost and on-time delivery. Customized solutions and
reliable services for shipping, tracking and billing drive greater efficiency and streamline internal processes.

To get started today:
CALL 1-800-MEMBERS (636-2377) M-F, 8 a.m. – 6 p.m. EST
VISIT membersbenefitprogram.com/glcc

                                    
Please ask for the Chamber
of Commerce Discount

From Our Family to Yours

STAY
INDULGENT.
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24726 - 52 Avenue, Langley, BC, Phone: 604-856-2431
Open Monday - Saturday 9:30 am - 6 pm
Sundays 10 am - 5 pm
Visit us at our deli and bistro in Langley or
check us out online at:
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Locally owned & operated
ottercoop.com
Located at the corner of 248 Street & Fraser Hwy. 604 856-2517

STAY YOU.™
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THE VOICE OF BUSINESS

Nine critical skills for successful salespeople
Courtesy of Business
Development Bank of
Canada ~ www.bdc.ca
The secret to making
consistent sales is to stop
selling.
Instead of pushing for a
transaction, salespeople
should ask questions, make statements and suggest
value propositions that help customers realize they
have a need to address, says Nigel Robertson, BDC’s
Regional Training Coordinator for Ontario.
“The sales person with a pitch he relentlessly makes to
prospects is out of date,” Robertson says.
He offered nine essential tips to help sales professionals
generate more consistent sales:

1. Adopt an adviser mindset
The best salespeople are trusted advisers. “Nobody likes
to be sold to, but everybody likes to buy,” Robertson
says. At the first level of the buying decision, most
people are unaware they have a need or are simply not
interested in what you have to offer. So that certainly
isn’t the point in the buying cycle to ask for an order.
Instead, ask questions to uncover needs you could
meet.

2. Listen actively and bring value
Successful salespeople are genuinely helpful. Listen
closely to what your prospective customer is saying and
respond with solutions that meet those expressed needs.
“This is how you actually help the prospects make their
own decision to buy,” Robertson says.
A sales professional will soon lose credibility if he or
she doesn’t show a deep understanding of a prospect’s
needs or doesn’t understand in detail his or her own
company’s offerings.

3. Call high
Seek out prospects who have the authority to make an
order.

4. Be disciplined
Keep an up-to-date prospects list, where you gather
information about each prospect including their needs,
their level of their interest in your offerings, the date
of your last conversation and proposed future steps.
Group prospects into categories: Excellent, average or
weak leads. This will help you adapt your strategy and
follow-up efficiently.

5. Be systematic about generating leads
You need a structured process-based approach to
meeting your sales objectives. Make sure you’re

systematically generating sufficient sales prospects on
a weekly basis. You or your sales team should have
specific targets for the number of prospects you need to
have in the pipeline at any given time.

6. Manage your time diligently
“Firmly pull the weeds from your garden.” Identify
leads who will never buy from you and focus your
energy elsewhere.

7. Be ready to respond to objections
You have to be prepared to handle them immediately.
Consider beforehand the strong and weak points of
your product or service and how a prospect is likely to
resist buying.

604.525.4465

YOUR NEAREST & BEST TOUR & CHARTER VENUE
With 23 years of Experience on BC’S Famous Fraser River
tScheduled Cruises t Weddings t Corporate Events
t Wilderness and Sightseeing Cruises.
Great Food, Great Fun, Great Memories. Located in New Westminster, BC
www.vancouverpaddlewheeler.com
info@vancouverpaddlewheeler.com

8. Ask for a next step
Every time you have a telephone call or face-to-face
meeting with a prospect, you should “sell a concrete
next action.” If you’re not closing the sale at that point,
ask if you could get together again and continue the
discussion. It’s what Robertson calls a “pre-sale trial,”
a test of earnestness. “This is how you know if you can
take this further or you are just wasting your time and
energy.”

9. Ask for referrals

OUTDOOR
SIGNAGE SALE!
CALL NOW FOR DETAILS

Recommendations from satisfied customers build your
credibility and increase your trustworthiness in the
minds of prospects. Referrals shorten the selling cycle
and enhance the chances you’ll get the sale.
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Fresh Authentic
Greek Dishes

Open 7 Days for Dinner

KOSTA’S GREEK

R E S TA U R A N T

The Greater Langley
Chamber of Commerce
Board of Directors would
like to thank Dennis
Davidson of Keepsake
Portraits for being our
official Dinner Meeting
photographer for many,
many years. He donated
many hours of his time taking and editing photos
each month for the Chamber. Dennis is busy
working on some new and exciting projects for
his own business but will still be involved with the
Chamber as a member. His support and generosity is
greatly appreciated. Thank you!

LIVE MUSIC FRIDAY & SATURDAY

Take Out and Free Delivery

Proud supporters of the Chamber of Commerce

20080 FRASER HWY, LANGLEY • 604-530-9531

Andrea Hammond
Sales Representative

(604) 530-0231
Serving Royal LePage Customers Since 1982

                                   

Summers Over... Come and Have
The Best Thai Food In Langley

NO
MSG

THE BEST OF THE BEST!

restaurant

the art of Thai cuisine

mythailangley.com

604.514.8886

20542 Fraser Hwy., Langley
Mon-Sun 11am-9pm

Daily and
Early Bird
Specials

INDEPENDENTLY OWNED AND OPERATED

Accounting 𝛝 Auditing 𝛝 Estates
Personal & Corporate Taxes
Management Consulting
LOCAL FOCUS. GLOBAL REACH.
Langley 604-534-1441
Maple Ridge 604-467-5561
White Rock 604-536-7778
AN INDEPENDENT MEMBER FIRM OF THE EPR CANADA GROUP INC.

www eprcga com

Sandwich Platter
Feeds 10-12
RECEIVE

5 Off
WITH THIS AD
$

Regular $45 • Expires Feb 2/15

Tracycakes Bakery Café
in Murrayville & Abbotsford
Visit tracycakesonline.com

Canadian Made
Quality Furniture
& Mattresses
PROUD CHAMBER MEMBER SINCE 1993

20273 Fraser Highway

604-534-4611

mclearys.com
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THE VOICE OF BUSINESS

WHO’S WHO at the Chamber
EXECUTIVE COMMITTEE
PRESIDENT ~ Kristine Simpson, BDO Canada LLP
VICE-PRESIDENT ~ Scott T. Johnston,
Campbell Burton & McMullan LLP
SECRETARY-TREASURER ~ Paul van Koll, Deloitte LLP

COMMUNITY DIRECTORS
LANGLEY CITY ~ Mike Morrison, Envision Financial
NORTH LANGLEY ~ Rick Barnett, Valley First Aid Ltd.
ALDERGROVE ~ Scott Waddle, Precision Auto Service Ltd.
SOUTH LANGLEY ~ Kris Mohammed, Sun Life Financial

DIRECTORS AT LARGE
CLAUDE CHOQUETTE, Audacious Living Inc.
BRIAN DOUGHERTY, Horizon Landscape Contractors
JANE FEE, Kwantlen Polytechnic University
TAMMY REA, TD Canada Trust
NATASHA WADDELL, Alikova & Associates Inc.
SHERRI-LEE WOYCIK, Social Media Minder

THE VOICE OF BUSINESS CONTACTS:
Lynn Whitehouse
Greater Langley Chamber of Commerce,
Executive Director

604-530-6656
lynn@langleychamber.com

Jaclyn Van Den Berg
Greater Langley Chamber of Commerce,
Events and Communications Coordinator

604-530-6656
events@langleychamber.com

Barb Sytko
The Langley Times,
Advertising Sales Coordinator

New
Member
Spotlight
Adventure K9 Dog Walking & Pet
Services
Miranda Hebert
778-809-9255
www.adventurek9.ca
miranda@adventurek9.ca
Animal Services
Bravo Apparel
Monty Nahal
778-565-4970
105-5433 152 Street
Surrey BC V3S 5A5
www.bravoapparel.com
monty@bravoapparel.com
Business Services
C & D Logistics Ltd.
Dana Matheson
604-881-4440
205-20171 92A Avenue
Langley BC V1M 3A5
www.cdlogistics.ca
dana@cdlogistics.ca
Brokers
Christmas in Williams Park Society
Barbara Sharp
778-836-0887
barbsharp@shaw.ca
Associations

Columbia Vapour
604-510-8273
103-20457 Fraser Highway
Langley BC V3A 4G2
www.columbiavapour.com
esmokecanada@gmail.com
Retail
Export Development Canada
Chris Theeparajah
604-678-2257
1055 Dunsmuir Street, Suite 400
Vancouver BC V7X 1L5
www.edc.ca
ctheeparajah@edc.ca
Imports & Exports
Hempyz Gifts and Novelties
Randy Caine
604-725-2064
110 – 20200 54A Avenue
Langley BC V3A 3W7
www.hempyz.com
randy@hempyz.com
Retail

                 

Pop! Social Media Solutions
Consultants
Steph Applin Dance Instructor
Consultants
WSI Digital Results
Al Vandergoot
604-351-3100
2058 204A Street
Langley BC V2Z 2A2
www.wsidigitalresults.com
alvandergoot@wsidigitalresults.com
Advertising, Marketing & Promotions

January Chamber Lunch & Learn
Build Your Business with Constant Contact … More Than Just Email
Speaker: Sherri-Lee Woycik, Authorized Local Constant Contact Expert
Spend your lunch break with Sherri-Lee and learn why email marketing is a crucial
part of your marketing plan and how easy it is to implement it with Constant Contact.

Wednesday, January 21, 2015

604-533-4157
barb@langleytimes.com

Mary Kay by Anna
Anna Holbeche
778-686-7550
129-15353 105 Avenue
Surrey BC V3R 0J1
www.marykay.ca/aholbeche
annaholbeche@hotmail.com
Consultants

12:00 pm to 1:30 pm
Greater Langley Chamber of Commerce Boardroom (#1-5761 Glover Road,)
Chamber Members: $10.00 + GST / Non-Members: $15.00 + GST

Please bring your own lunch to enjoy.

Open Late for Business at
Langley Senior Resources Society
Come see what the Langley
Senior Resources Society
can do for your business!
Register for this
FREE networking event
and enjoy complimentary
beverages and appetizers,
presentations, facility tour
and door prize draw.

Thursday, January 29, 2015
4:30 pm to 6:30 pm
20605 51B Avenue, Langley
This event is FREE for all guests to attend but an RSVP is required:
p: 604-530-6656
e: info@langleychamber.com
w: www.langleychamber.com

Only 10 seats available so register today!
p: 604-530-6656 | e: info@langleychamber.com | w: www.langleychamber.com

                                  

8th Annual Fraser Valley Spring Business Showcase
Mark Your Calendar!
Wednesday, April 15, 2015
3:00 pm to 7:00 pm
Ramada Plaza & Conference Centre
36035 North Parallel Road, Abbotsford
You are invited to attend the Fraser Valley’s most inclusive networking
event of the year! Presented by the Fraser Valley Chambers of Commerce:
Abbotsford, Chilliwack, Cloverdale, Langley, Maple Ridge-Pitt Meadows,
Mission, Surrey and South Surrey-White Rock. Meet hundreds of people
from all over the Fraser Valley and expand your network, visit over 60
exhibitor booths and enjoy complementary refreshments at the 8th Annual
Spring Business Showcase in Abbotsford. Guest registration (free to attend
but an RSVP is requested for catering purposes), exhibitor booth booking
and sponsorship opportunity information is all available on the Abbotsford
Chamber of Commerce website at www.abbotsfordchamber.com.
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