


Executive Summary

Program Background

Importance of Business Retention and Expansion..........cccccccveeiiiiiniiiiiiienneen. 4
Profile of North Bay ECONOMY.......c.euiiiiiieie e 4
Mission and Objectives of Business Retention and Expansion..............cccceeee... 4

Program Organization

Program STrUCTUIE.........eeiii e 5
North Bay Volunteer Team STruCture ..........coooiiiiiiiiiiiee e 6
Y =1 gToTe (o] lo T VPP PO PPPPPPRPPPRPRN 7
Survey Participant Profile...........oooi i 8

North Bay Business Retention and Expansion Survey Results
Findings Overview

BUSINESS ENVIFONMENT ....eeeeiece e 8
Technical REQUIrEMENTS .......uuiiiiiiiiii e 9
HUMAN RESOUICES......ceeeiieeccceee et e e e e a e e e 9
SWOT ANAIYSIS oot s e 10
Business Retention and Expansion Findings
[ T0 T4 (=TT 13
ReCOMMENAALIONS......cooeiiieiecrecer e e e e e 14
Appendix

SUINVEY RESUIS .. e e e 17



In 2005, the City of North Bay, through the Mayor’s Office of Economic Development in partnership with the North Bay
& District Chamber of Commerce, undertook a formal Business Retention and Expansion Program (BR&E). Designed as
a tool to help gauge the health of the local economy and collect empirical data for use in long range planning, the BR&E
program also served to open the lines of communication with the business community.

The findings, derived from confidential interviews with 230 local firms, are based on both perception and reality of those
living, working, and operating a business in North Bay. Data collected indicates common trends among small, medium and
larger businesses with five main areas highlighted as requiring improvement: communication, labour force, commercial
taxes, infrastructure, and airport.

These key areas of concern are based on the frequency of related “Red Flags” and in many cases also represent opportunity
for North Bay to improve and promote on exciting initiatives. Nine recommendations reflect the major priorities identified
through the survey process including:

¢ both the City of North Bay and the North Bay & District Chamber of Commerce to implement a detailed communication
strategy that works to address information sharing practices

¢ an industry sector wide approach to succession planning and training to help grow a qualified local workforce and

increase awareness of support programs

review of commercial tax rate policy

engage community stakeholders in infrastructure projects

maintain and capitalize on airport assets

cultivate local expansion opportunities

encourage business involvement in development process

address labour market shortages through youth out migration and immigration

target investment attraction initiatives that complement the existing economic base.

With the data collection, analysis and review phase complete, this document has been prepared to provide an overview of
the BR&E program, its findings and recommendations, including proposed action activities to address issues. Although the
program captured in excess of 500 Red Flag issues from participating firms, overwhelmingly the prevailing message was
that the business community was pleasantly surprised to see the municipality and business association taking an active
role in learning about existing business, their challenges, successes to date, and what will help them prosper in the future.



The Mayor’s Office of Economic Development, in partnership with the North Bay & District Chamber of Commerce, would
like to thank the Rural Economic Development Program for their financial support and the many community-minded
volunteers, who helped deliver the 2005 local Business Retention and Expansion Program.
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Importance of Business Retention and Expansion (BR&E)

Although not a new phenomenon, in recent years more and
more emphasis has been placed on the growth and retention
of existing firms as a key driver of the local economy.
Rationale behind this shift in thinking suggests it is easier to
put protocols and supports in place to help retain and grow
established local companies than it is to compete in a global
market place to attract new businesses to a community.
Qualified sources such as Statistics Canada and Mathew
Fischer & Associates Inc. indicated that in smaller urban
centres, such as ours, local firms will account for up to 90%
of a community’s job growth and even in the largest urban
centres the majority of foreign direct investment will flow to
existing Canadian operations of foreign parents.

In 2004, the Mayor’s Office of the North Bay Economic
Development, with the support of City Council, restructured
its programming and priorities to focus on three main
pillars in supporting the local economy: investment
attraction, sectoral development, and business retention
and expansion. Specific programming was outlined for
each pillar with a formal Business Retention and Expansion
Program identified as the mechanism to help facilitate
local re-investment in the community. Additionally, given
the importance of public sector employment to most of
our communities, and given that many of their issues are
common to the private sector employers, it was decided to
include them in the program.

The local BR&E initiative, modeled after the Ontario
Provincial and International programs, was customized to
meet the needs of our rapidly changing business community.
Several socio-economic factors and projected large scale
developments for the region were considered during the
design of our program.

The BR&E program provides stakeholders with a structured
approach to gathering empirical data and critical input from
the business community as they move forward with the
development process. Information collected clearly outlines
a community’s strengths and weaknesses as a place to do
business. The program also helps the business community
to identify short term and long term opportunities and threats
relating to the business climate and the overall economic
conditions in North Bay.

With a population of approximately 54,000, North Bay
serves a regional economic catchment area of 103,000
people with a strong public sector employment base. The
diverse private sector economic base thrives because
of the community’s strategic location at the intersection
of two national fibre optic networks, intersection of two
national rail lines, major highways 11 North and Trans
Canada 17, and with air service supported by one of four
10,000 foot operational runways in Ontario. Being both
a transportation and telecommunications hub city, North
Bay projects growth in health, education, information
communication technology, aviation, resource industries
and light manufacturing sectors. North Bay is home to 12
multinational companies with Canadian headquarters in the
community, producing estimated revenues exceeding $250
million annually providing highly engineered products and
services to global markets.

The area has a labour force of approximately 53,850
and experiences an average unemployment rate of 7%.
Although North Bay offers distinct cost of living advantages
with overall housing prices more than 20% below market
sales in communities of comparable size, 2001 Census
data indicates average full-time earnings are 8% less than
the provincial average.

The mission of the North Bay BR&E Program:

A program designed to enhance the prosperity of our local
businesses delivered locally, through the Mayor’s Office of
Economic Development, in partnership with the North Bay
& District Chamber of Commerce.

The North Bay BR&E Program has three objectives:

1.To gain a better understanding of what makes local
businesses successful and what could help improve
their business environment.

2.To help facilitate problem resolution for existing
businesses and create awareness of the support
available for businesses to remain and expand in
North Bay.

3.To increase communication with the business
community and help acknowledge their importance to
the North Bay economy.



Program Structure

Initiated in 2004 by the Economic Development Department, the North Bay Program is a partnership between the Mayor’s
Office of Economic Development, the North Bay & District Chamber of Commerce, and the Province of Ontario through
the Ministry of Northern Development and Mines funded in part by the Ministry of Municipal Affairs and Housing’s Rural
Economic Development Program.

The North Bay initiative incorporated components from international programs as well as Ontario’s. It was implemented
as an economic development strategy dependent upon the strengths and resources of the program partners. The Mayor’s
Office of Economic Development was identified as the administrative lead for the program providing overall program
coordination while the Chamber of Commerce worked to mobilize community volunteers.

The North Bay model consists of three distinct volunteer groups connected by the administrative hub and Program
Coordinator.

1.The Survey Volunteer Visitation Team
A task force comprised of 35 community minded volunteers was assigned to data collection through the confidential
BR&E survey visitation process. Inteams of two, the volunteers visited local businesses to meet with the owner/manager
to explain in more detail the program, complete the survey and note any issues/concerns of the business referred to as
“Red Flags”.

2.The Leadership Team
A group of volunteers representing the business community and program stakeholders assigned to champion the program
by promoting the concept to the community and tasked with reviewing Red Flag issues and providing suggestions to the
administrative team for problem resolution.

3.The Response Team

A group of 13 City of North Bay department heads and community partner representatives that work with the program’s
administration team to review and provide resolution to Red Flags issues.

The Program Coordinator

The BR&E Program Coordinator, an Economic Development Officer with the City of North Bay, guides the volunteer teams
and leads the administrative support functions. Coordinator role includes program development and volunteer training,
participating on all teams, liaison with community and government partners, helping to resolve Red Flags, data gathering,
input and analysis in order to generate program findings.

The Administration Team

Works with the Program Coordinator to support all aspects of the BR&E program including: schedule volunteer/company
visits, prepare and distribute surveys and correspondence, data entry/analysis, and assist with issue resolution.



Leadership Team

Who:

Local community, business,
government, education,

and development organization
representatives

Responsibilities:

Champion program / promote
to community

Visit firms

Conduct confidential surveys
Identify Red Flag Issues
Return surveys to administrator
Communicate issues
Maintain communication with
volunteer teams

Keep program moving

Visitation Team

Visitation Team

Who:

Local community, business,
government, education and
development organization
representatives

Responsibilities:

Visit firms

Conduct confidential surveys
Identify Red Flag Issues
Return surveys to administrator
Communicate issues

Leadership Team

Economic Development and

Chamber of Commerce

Issue Flow

Communication Flow

Response Team

Who:

City department representatives,
agency representatives as
required

Responsibilities:

Work with administrators to
resolve issues

Provide timely response to
Red Flag issues

Provide input/recommendations
for long term issue resolution
Communicate with
Leadership Team as required

Response Team

Program Administrators

Who:

Economic Development/
Chamber staff, Ministry staff
provide advisory support as
required

Responsibilities:

Oversee administration of
program

Participate in some visits and
issue identification
Communicate with all
volunteer teams

Work with appropriate parties
to resolve issues



In March of 2004, North Bay City Council adopted the Business Retention and Expansion model as a priority for the Mayor’s
Office of Economic Development’s programming. Application for funding assistance was made to the Government of
Ontario in May 2004 and the program was launched in a pilot phase in November 2004. In preparation for the role out
of the program the municipal Economic Development Officer, BR&EI Certified in 2002, gathered required resources and
partner buy-in.

The City of North Bay’s Business Directory was used as the data base for the program. The business listing was
categorized by industry to ensure representation from all sectors. A target of 225 completed business surveys within one
year was established. The Ontario model was used to develop the local survey. Additional sections were created to ensure
representation from the Transportation Sector and Non-profit/Government Agencies.

Visitation Team volunteers were selected and a program information session was held for community stakeholders. The
Leadership and Response Teams were established and visitation team volunteer training commenced. Businesses were
solicited to participate by phone while public notices encouraging participation were placed in the local newspaper,
community newsletters, and program details were announced in the media.

Sample surveys were completed during this pilot phase until the MOED received provincial program funding support
approval in March 2005. With the official launch in June 2005 the program was solidified and picked up momentum
completing 230 surveys within the project period.

Data was collected through the survey process and Red Flags were identified and brought to the attention of the Response
and Leadership Teams for resolution. Of the 536 Red Flags identified, 160 were addressed by the teams and the remainder,
more general in nature, are outlined in this report.

Based on a cold call sales approach, 400 local businesses were contacted to participate in the BR&E Survey process. Of those:
¢ 230 local businesses/organizations completed the survey process

¢ 170 firms chose not to participate in the program

Reasons for not participating include:

¢ 18 cancellations (survey visits were booked, cancelled, and were not rescheduled)
® 64 no response/left messages

¢ 33 too busy (seasonal, staff levels, length of survey)

¢ 17 would contact us if they decided to participate

¢ 12 absent owners/managers

* 6 new businesses (not enough background on company/industry)
* 5 no issues/opportunities to share

¢ 4 head office decision

® 4 no longer in business

¢ 3 did not feel survey was applicable

¢ 2 medical reasons

¢ 1 company information private

¢ 1 upcoming retirement



_ , o Survey Participants by Business Sector
Nearly 10% of the businesses in North Bay participated

in the survey process representing approximately 9,000 Natural Resource

employees. The sample size also represents 26% 3% Construction

of the North Bay & District Chamber of Commerce’s Uansfortat_'on
H anufacturin:

membership. Other g

12%
30%

Of the 230 firms interviewed, 68% were corporations,
12% were sole proprietorships, 4% partnerships, 10%
non-profits/government agencies and 5% were other

types of businesses. ,
Retail & Whole Sale

Arts & Culture 25%
Data indicates that 64% of the firms surveyed had less Food Services
than 20 employees with 3% having more than 300 staff. Q‘;i?;?g:at'on &
Seventy-eight percent of the businesses surveyed said 13%
the owner was involved in the day-to-day operations
of the business and 73% have been in business for 10 Education & Health Business Support
years or more with 21% indicating they have been in 7% Services

operation in this community for over 35 years. 1%

BR&E Findings Overview

Through the BR&E survey process, 42% of firms indicated they are planning to expand their operations within the next two
years, one of which could be a re-location outside the community and results uncovered two potential closures. In total,
536 Red Flag concerns were recorded and of that there were nearly 200 individual issues.

Based on frequency of Red Flag responses in the information collected through the confidential BR&E survey process, the
top 5 issues facing North Bay firms are:

Communication

Human Resources/Skilled Trades/Youth Out-migration
Taxation

Infrastructure

Airport

SAEE A

Business Environment

Survey results indicate that 53% of participants own their facility and 52% are completely satisfied with their current site.
Of the 42% that were somewhat or not very satisfied with their current site participants credited property taxes, size of
facility, and inconvenient location for customers as the top three contributing factors.

Of those planning to expand 36% said their expansion would lead to an increase in floor space, 37% an increase in
workforce, 34% additional investment in technology and equipment, and 35% additional products/services to customers.
Of those respondents already underway with their expansion plans the number one difficulty they are experiencing relates
to accessing financing.

Looking forward to the next five years, improvements in customer service, energy costs, workplace health and safety,
workforce skill development, and availability of telecommunications services ranked among the highest in ensuring that
the business remains competitive.



Technological Requirements

When asked how important computer capabilities, telecommunications, business planning, and other technologies and
applications are to their business operations, the majority of respondents indicated that telecommunication factors were very
important and planning and other technologies and applications were somewhat important.

Technological Factors Affecting Business Operations
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Results indicate that 90% of the
participating firms now have access to
the Internet with 67% having access to
high-speed broad band network. With
75% operating web pages and 47%
performing E-Commerce functions North
Bay companies compare favorably to
national averages. According to Industry
Canada’s Business and Consumer data
for 2005 these technology penetration
rates are 38% and 43% respectively
indicating North Bay firms, traditionally
early adopters of technology, continue to
utilize on-line tools to improve business
practices. The majority of respondents
indicated they have business cell phones
and only one quarter claim to be using
pagers while a smaller population report
using wireless handheld devises such as
palm pilots or blackberries.

Although 33% of respondents are satisfied with the existing role technology plays in their business, when asked what,
if anything, was keeping the remaining participants from implementing a new technology, they cited cost and lack of
experience with technology applications for business as their main reasons.

Human Resources

The majority of respondents indicated no change or an
increase in their employee numbers in the last two years.
The top factors affecting these increases were identified
as an increase in sales driven by an increase in market
share, resulting in new products/services introduced.
This was often accompanied by an expansion. The
greatest factor influencing a decrease in staff numbers
for participating firms was an increase in competition
generating a decrease in sales.

While only 24% of respondents indicated they foresee a
community labour shortage in the next two to five years,
the majority of participants did note concerns about
the aging workforce and youth out-migration. Results
show 47% are currently having difficulty recruiting staff;
however, North Bay does have an extremely low turnover
rate compared to the national/provincial averages with
70% indicating a 0% - 5% annual turnover in staff and
only 12% experiencing problems with absenteeism.

Local Annual Employee Turn Over Rate

70%

16%

©
X

Between 0% -
5%

10%

Above 10%
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Between 6% -



Over the next two vyears, 53% of

Importance of Skills Sets in Workforce to respondents think the number of
Local Employers

employees in their business will increase
and data suggests employers most value

@ Very important o Somewhat important o Not important literacy, sales and basic computer skills as
o Not at all important = Not Applicable

90%

key assets. For the most part employers
require high school education and are

80%

70%

60% |

willing to provide on the job training.

50%

There is a need for employees with

40% +

specialized skill sets such as Millwrights,

30% -

20% |
10% 4
0%

—

Electricians, Plumbers in the trades, as
well as Engineers and Pharmacists. A

Literacy skills
I
Advanced computer skills
Sales skills r‘ I
Management skills I_]‘H
1

Basic computer skills I_, I
College Diploma

Technical Trade / Apprentice

University Degree

large number of the firms indicated their
largest human resource recruitment
challenge was in securing people for front
line and entry level positions with strong
work ethics, basic customer service skills
and common sense approach to working
in a business environment.

]
High School i
Bilingualism
Other 1

Based on the information gathered through the BR&E survey process, a SWOT (strengths, weaknesses, opportunities and
threats) analysis of doing business in North Bay was completed. The SWOT framework provides a means of categorizing
business environment responses from the participating firms and pulls from data collected in the “local community” section

of the survey.

STRENGTHS

e Quality of Life

e | ocation

e The People

e Competitive Operating Costs

OPPORTUNITIES

e Airport

¢ 4 Laning

¢ Regional Hospital Project
e Waterfront Development

WEAKNESSES

e Communication

¢ Infrastructure

¢ Job Opportunities and Slow Growth
e Supporting Local Establishments

THREATS

* Taxes

¢ Skilled Workforce

¢ Youth Out-migration
¢ Transportation Costs



1. Quality of Life

An overwhelming 86% of respondents indicated quality of
life was an advantage to doing business in the area and the
majority identified it as one of the community’s top strengths.
Responses also indicated participants are concerned about
maintaining and improving our natural amenities such as
trail systems, parks, beaches, lake quality and activity
centres which all contribute to lifestyle in North Bay.

2. Location

Responses indicate that 33% of participants listed
location as one of North Bay’s strengths as a place to
do business. Many felt our community is well positioned
for future development because of its close proximity to
major Southern Ontario urban centres and its function as
a transportation hub and gateway for Northern Ontario.
Although reactions to location based on access to markets
and supplies were mixed with 30% stating a disadvantage,
33% stating an advantage and 26% indicating no difference,
location of the community as it relates to business attraction
and retention is a positive.

3. The People

Slightly more than 30% of respondents cited the people
that live and work in North Bay as one of the community’s
biggest strengths. Although the business community was
noted as “clicky” and “hard to break into”, 59% said once
established in North Bay the business community supports
its own.

4. Competitive Operating Costs

Respondents indicated that operating their business in
North Bay as opposed to other urban centres offers them
a competitive advantage. Labour costs and an extremely
low turn over rate, coupled with affordable lease space, are
advantages of the area.

1. Communication

Results show that 31% of respondents indicated that they
do not know if the municipality is taking an adequate role
in business and economic development and of that 72%
responded that way because they do not know what is
currently being done. Communication issues between the
City of North Bay and the business community, the North Bay
& District Chamber of Commerce and their members, and
North Bay business to business was identified as one of the
top 5 Red Flag issues. Although many noted the situation
as improving, respondents indicated more work needs to
be done to inform the business community of development,
policy and procedural activities, and to further improve
the perception of working with the municipality. Survey
participants felt that the Business Retention and Expansion
program was a first step to improving communications with
the business community and were overwhelming receptive
to the initiative. Business owners were happy to see the
municipality and Chamber of Commerce taking such an
interest in learning about local firms and the factors affecting
their operations.

2. Infrastructure

Respondents noted infrastructure as one of North Bay’s
weaknesses as a place to do business. Although 10% of
respondents were very satisfied with street repair, 35% were
somewhatand 29% were dissatisfied or very dissatisfied with
the level of service provided to the community. Infrastructure
related concerns including availability, quality and service of
roads, water, sewer, hydro and telecommunication ranked
among the top 5 Red Flag issues. A common theme
prevailed surrounding traffic flow throughout the City and
numerous concerns noting alternative access to the West
Ferris area were shared by businesses located throughout
the community. Although infrastructure related concerns
did not rank significantly high as a barrier to businesses
coming to North Bay and the majority cited North Bay as
being no different in terms of water and sewer capacity as
opposed to other areas, 26% of respondents did note that
they felt slow approval processes, coupled with lagging
infrastructure, impedes new business development.

3. Job Opportunities and Slow Growth

Although only 15% of respondents indicated they did not
feel the municipality is taking an adequate role in business
and economic development, the majority of the responses
indicate that more effort needs to be placed on attracting high
paying manufacturing jobs to the community. Respondents
also saw the expansion of the retail sector as an opportunity



for growth of local job opportunities and tourism attraction.
The biggest concern as it relates to development addressed
the issue of youth out-migration and the need to create jobs
that will keep recent graduates in the community

4. Supporting Local Establishments

Overall, respondents cited support from the residents,
business community and the municipality as an advantage
to doing business in North Bay. However, 29% listed the
resistance from the local businesses as a barrier to new
businesses coming to North Bay. In addition, the majority
of retailers surveyed noted growing concerns over the
community not shopping locally to support existing firms
that can often accommodate customer requests given the
opportunity.

1. Airport

Although the Airport was listed as one of the top 5 Red Flags
as it relates to customs, passenger and cargo service, the
majority of respondents see the airport and airside assets
as an under promoted opportunity. Responses indicate
that many of those interviewed see it as a potential strength
or currently underutilized.

2. Four Laning of Highway 11 North

The need for continued pressure on the provincial
government to honor their commitment to complete the
4-laning of Hwy 11 North was a key theme from survey
participants. Numerous participants raised it in discussions
outlining strengths and weaknesses of our community and
many felt that the completion of the project will help to
better position North Bay for future development and ease
transportation barriers. Also, many felt that the completion
of this project would assist North Bay in branding itself and
help to dispel the “northern” perception.

3. The Regional Hospital Project

Although many patrticipants noted past challenges and on-
going concerns about the development of the new North
Bay District Hospital, most were optimistic that the new
centre will be a catalyst for the community and are eager to
see construction commence.

4. Waterfront Development

Participants provided mixed comments regarding the rail
lands re-development project. Many expressed frustration
surrounding process and timing, but for the most part
business owners were optimistic about the project and see
great potential for North Bay to provide enhanced amenities
for residents and visitors. When asked what type of business
they would like to see added to the community 6% said
they would like to see some type of conference facility and
referred to the waterfront development as a prime location.

1. Taxes

North Bay’s commercial tax rate was identified as one of the
top 5 Red Flag issues facing local businesses. Although it
is difficult to determine if all respondents were referring to
the municipal tax versus the provincial property assessed
value, it is clear that many had concerns with both. Of the
participating firms, 42% said they were somewhat or not
very satisfied with their current site of operations and of that
11% of them indicated their discontent stemmed from high
taxes. Also, 49% of respondents indicated that they feel
municipal taxes are a barrier to new businesses coming to
North Bay.

2. Skilled Labour Force

One of the top 5 Red Flag issues and most common themes
prevalent throughout survey responses was the lack of a
skilled labour pool. Local businesses are finding it difficult
to recruit highly skilled workers and those with basic service
skills. Results indicate that 47% of those surveyed have
difficulties recruiting qualified staff for their operation, but
once hired 79% do not have problems retaining workers
and only 12% have problems with absenteeism. Moreover,
70% indicated their turnover rate is 0% to 5% annually
indicating on average North Bay experiences a very loyal
and dedicated workforce. Also, 33% of participants
considered the availability of skilled labour a disadvantage
to doing business in North Bay with 7% of the 26% currently
experiencing difficulties with their expansion plans citing
labour availability as a cause. Results indicate that 27% of
respondents indicated labour availability is a barrier to new
businesses coming to the community.



3. Youth Out-Migration

One of the most frequent concerns noted among survey
participants was declining population base and specifically
the loss of our community’s youth to more southerly urban
centres. Many of the Red Flags and general comments
addressed this issue and although the community has seen
recent strides to combat the problem, it still remains a top
priority for the business community.

4. Transportation Costs

With the rising cost of gasoline, cuts to air and rail
service, and slow progression with the 4-laning of Hwy 11
North, respondents are concerned with the rising cost of
transportation. Although our geographic location is one of
the community’s biggest attributes, it is also a detriment to
those shipping goods and people with 42% of participants
indicating they are disadvantaged by transportation costs
associated to operating in North Bay.

Priorities

Based on the data collected, the following areas have been identified
as priorities for the business community:

* Improved communication with and among business community

e Sustaining population through immigration and youth retention

¢ Enhancing workforce of trades, professionals, and basic skills

¢ Continuing to build on strengths of education sector and improve linkages with industry

¢ Address commercial tax rate concerns to help sustain existing firms and attract new
investment

e Keep momentum and accelerate pace of major community initiatives such as waterfront
and downtown re-development project

¢ Continue to improve City Hall accessibility and eliminate red-tape surrounding
development process

¢ Encourage local involvement in the development process beyond traditional players

¢ Encourage community support of local firms in order to build a stronger business base

¢ Working within financial restraints, closely examine infrastructure
priorities as they relate to maintaining existing services provided to the community and
the attraction of new industry

¢ Address the need for a cohesive, coordinated community
approach to projects to reduce duplication of efforts and achieve desired outcome

¢ Encourage businesses to embrace a vision for the city’s future development and help
foster actions that will support the vision

¢ Work to attract business investment while supporting and respecting requirements of
existing firms



Recommendation One:

Improve Internal and External Communications

Survey findings indicate that the North Bay business
community sees a need for improvement in communications
from City Hall, from the Chamber to its members, and
among the business community in general. Although many
noted a steady improvement in communications over the
past two years, better communication relating to programs
and services, process and developments is required.

Therefore, the City of North Bay should implement a detailed
communication strategy that works to address information
sharing practices both internally and externally. The strategy
should take a multi-faceted approach to messaging to
ensure that the broad spectrum of stakeholders benefit.
Access to information, key messaging, dissemination
vehicles, technology, and managing timely and relevant
data should all be evaluated through this process.

Potential Local Action to Support Recommendation:

1. Website re-development with partners

2. Better utilize media network to communicate
messaging

3. Better utilize existing communication vehicles with
business

4. Produce a semi-annual community update to
stakeholders

5. Institute a formal communication policy and
procedures

Recommendation Two:
Address Workforce Shortages

Over the next two years, 53% of respondents project an
increase in their employee numbers. With 47% of the
businesses surveyed indicating they are currently having
difficulties finding qualified employees, coupled with an
aging workforce, the North Bay firms will face major staffing
challenges in the future. Results indicate that only 38% of
local firms have conducted a formal training needs analysis
for each position.

Therefore, an industry sector wide approach to succession
planning and training should be examined to help increase
awareness of support programs, customized training
opportunities, and hiring and growing a qualified local
workforce.

Potential Local Action to Support Recommendation:

1. Address disconnect between local Industry and
Education

2. Encourage community stakeholders to be more
pro-active in responding to industry needs

3. Promote wage support programs to employers and
encourage their participation

4. Work to shift negative local perception of job
opportunities

5. Support firms in their efforts to hire locally and
encourage “home grown” mentality

6. Continue to support and help promote Skilled
Trades and Youth Out-Migration programs

Recommendation Three:
Review Commercial Tax Rate to Ensure it is Competitive

Although 52% of participating firms are satisfied with the
current site of their operation within their community, the
remainder cited their number one reason for not being
completely satisfied with their location as high property
taxes. Survey results indicate that 38% of participants feel
municipal taxes are a disadvantage to doing business in the
city and 49% feel the tax rate is a barrier to new businesses
coming to the community.

In order to ensure competitive operating costs, North Bay
should review the existing commercial tax rate policy and
penalties associated with arrears.



Potential Local Actions to Support Recommendation:

1. Review commercial tax rate from both a relative and
an absolute perspective

2. Address concerns over the punitive interest rates
for tax arrears payments

3. Increase awareness of the difference between the
provincial assessed value and the municipal tax rate

4. Increase awareness of the existing long-term tax policy
and continue to review on an annual basis

Recommendation Four:

Review Infrastructure Upgrades Required to Support
Community Development

While 35% of respondents were somewhat satisfied with
street repair for the City of North Bay, 29% were not or were
very dissatisfied. Many indicated they did not feel informed
about what improvements where being done, why or when.
Others expressed specific concern about water quality,
hydro interruptions, and telecommunications connections.

In order to improve public support of local infrastructure
projects additional effort should be made to inform and
educate the business community about initiatives and the
correlation to development.

Potential Local Action to Support Recommendation:

1. Actively participate in the Official Plan review
process

2. Clearly communicate planned capital upgrades and
maintenance schedule

3. Ensure telecommunications network is maintained
and upgraded with emerging technology to support
local enterprise

4. Work to upgrade hydro service to the downtown
core to alleviate power interruptions

Recommendation Five:
Promote the Airport as a Community Development Tool

The Airport and its surplus assets were identified as one of
North Bay’s opportunities for development. Not only does
the airport have unique infrastructure that supports the
aerospace industry, transportation of goods and people is
key in attracting and retaining business and industry.

Potential Local Action to Support Recommendation:

—_

Ensure passenger and cargo service is not scaled back

Maintain 10,000’ runway and relating service equipment

3. Better integrate opportunities into Economic
Development material and program

4. Promote North Bay as a viable cargo shipping centre

5. Aggressively promote surplus airside assets for

development

N

Recommendation Six:

Foster an Expansion Friendly Business Environment

Results indicate that 42% of local firms surveyed plan to
expand their operations within the next two years. Those
with expansion plans currently underway cite access to
financing, information and access to labour market, and
awareness of business support tools as the top reasons
they are experiencing difficulties.

Therefore, in order to better support the existing local
businesses in their retention and expansion endeavors, a
structured support program should be implemented and
promoted to the business community.

Potential Local Action to Support Recommendation:
1. Implement an on-going business visitation program

2. Continue to support downtown re-development efforts
3. Better promote business support services



Recommendation Seven:

Engage the Local Business Community in the
Development Process

When asked how local businesses could support economic
development efforts the majority of respondents indicated
that business involvement and education are key. There
is a willingness from the business community to support
the development process; however, most respondents are
unclear how they can best utilize their resources, time and
expertise to help North Bay grow and prosper.

Clear messaging should be sent to the business community
inviting them to become more educated about their
important role and engaged in the development process.
Local businesses are the base of the North Bay economy
and need to be given the tools to help foster an investor
friendly culture.

1. Development and implementation of a business
ambassador program

2. Well communicated local referral network to generate
investment leads

3. Opportunities for local firms to participate in economic
development initiatives

4. Support business advocacy groups such as the North
Bay & District Chamber of Commerce

5. Support North Bay businesses by promoting shopping
locally

Recommendation Eight:
Develop a North Bay Population Growth Strategy

One of the biggest concerns cited by survey participants
was North Bay’s declining population as it relates to youth
out-migration and a loss of labour pool. Data indicates that
47% of local firms currently experience difficulty in recruiting
qualified employees and have concerns about the impact of
future demographic shifts on their companies.

A North Bay re-population strategy needs to be developed
and well communicated to local businesses in order to
mobilize a community wide effort to retain and attract
workers.

1. Foster and promote an immigrant friendly culture
2. Promote and utilize youth retention support programs
3. Develop tools and culture that encourages ex-

residents to move home

4. Engage community in review of North Bay official plan
for future development

5. Maintain, improve and promote qualify of life

Recommendation Nine:

Encourage Investment Attraction and Growth
Opportunities

Results indicate that 42% of respondents would like to
see some type of additional commercial development,
19% of respondents would like to see a new large scale
manufacturing operation in North Bay, and 7% prefer more
small businesses.

Targeted initiatives need to be implemented in concert with
stakeholders to generate investment and communicated
to the business community to foster support and
participation.

1. Promote targeted industries and incentive programs
internally as well as externally
2. Focus efforts on proven existing lead generators
3. Showcase community assets and instill positive
community messaging mentality
4. Engage a northern pool of Angel Investors to backfill
existing financing gaps for business.



North Bay Business Retention and Expansion Results 2005

The following survey is a summary of the quantitative responses provided by participants during the
BR&E interview process. Qualitative responses to questions have been omitted due to their length and
variety however, input was used for issue identification and resolution.



GB1. What is the legal form of this business?

L7 0T oTo] =11 To] o H P PURPFFT 68%
S To] [N a0 o 1] o] =1 o] o N PPURRFFT 12%
[N [o] g e o) 11 A @7 0T g 0T =11 o] o HN U 10%
7= Tg o o TN o =T o | PRSP 0%
= T =T =] o1 o J PSP 4%
LOTeTo] o 1=T= 11 1Y/ U 0%
L1 1= U 5%
LN TO I (=TT o o] LY SRR 1%

GB2. Is this business a franchise?

D G PP UUPPPU 18%
L SRR 81%
[N TO T (=TT o o] LY PSP 1%

GB3. What primary business activity does this company conduct? By primary we mean the portion of the
business that is responsible for the largest share of the revenue.

Farming — crop and animal ProdUCHION ..........oo i e 0%
FOrestry and LOGQING .. ..o cuueeeeiiiireeeeeeiitiee e e et e e s s te e e e s s esse e e e s s anr e e e e s samseeeessanseeeessannreeeesaannneeesanns 0%
Support Activities for Agriculture and FOrestry ... 0%
Support Activities for Mining, Oil and Gas EXtraction ..., 3%
BT IES ettt eeie ettt e e e e e e e e e e aaaeeeeeeeeaaaeesae e snnsaseeeeeeaaaaeeeaaannnnrnnreeeaaaaaans 0%
(O] g 11 ({0 To3 4o o [N 2%
Manufacturing — FOOd and BeVEIrage.........ccuueeeiiiiiiiiei ettt e e nn e e 0%
Manufacturing — Textile, Clothing, Leather ... 1%
Manufacturing — Wood, Paper, Petroleum, Chemical, Mineral ...........ccccccoiiiiiiiiiiiiiiiiiieeeeeeeen 2%
Manufacturing — Primary, Fabricated Metals ... 1%
Manufacturing — Machinery, Equipment, EIECIrONICS. .....ccoouiiiiiiiiiiiiiieee e 2%
Manufacturing — Furniture and Related Products ... 0%
AT gTo) (=T T= 1LY =T [V PSSR 2%
RS e 1 I =T /YRR 23%
Transportation, Warehousing and StOrage ........ccoooiiiiiiiiiiei e 2%
Information and CUlUral INAUSTIHES. .......ciiiiiiiiie ettt e e e e e e e e s e e eeaaeeeeeees 0%
Finance and Insurance, Real Estate and Rental ServiCes .........ooouvuieiiiiiieiiiiiiieiicce e 5%
Professional, Scientific and TEChNICaAl SEIVICES .......uuiiiiiiiiiiieiieieeeree e e 4%
Management of Businesses, Administrative and Support SErviCes.......cccooveiviiiiiiiciiniiieeeeeeeeenn. 3%
Health Care, SOCial ASSISTANCE ......ccvvuiiiiiiiiiiee ettt e e e e e e e e e e e eaaa e e e e e ersaaeeeaeees 4%
Arts, Entertainment and RECreation........... .o e e e e e e e e 3%
Accommodation and FOOA SEIVICES .....uuuuiiiiiiiiiii it e e e e e e e e e e e e e e e e e e eeeeeeeenees 10%
(O 1 1Y PN 30%



GB5a.

GB5b.

GB6.

GB?7.

GB8a.

GB8b.

GB9.

How many employees work at this location?

O = e e e e e e e e EE e e e e e e nEE e e e e e RE e e e e e e nrr e e e e e anee e e e e e nrreeeeennnees 21%
LI PSPPSR PSSP 20%
BT PP PTRTRI 14%
LRSI 1 O PPPRPPRPPPRRR 9%
20 = 20 e e e — e e e e e e E e e e e e e E e e e e e e e e e e e e e re e e e s e e e ee e e e e arreeeeeanees 8%
B0 4O e e e e e e e e e e R e e et e e nre e e e e e e nre e e e e e e re e e e e nrreeeeeanes 7%
B0 = 90 L e e e e e e e e e e e e e e e e e e nE e e e e e e rr e e e e e nr e e e s e e nrr e e e e e e s 10%
TOO = 299 .t e e e E e e e e e E e e e e e e e R E e e e e s e e rrree e e e anrreeeeaannrneeesaarreeesans 6%
K100 T T =TSP PRSTP 3%
And how many of those are

L1 0T PSSP 28%
= O {0 =SSP 19%
ST K To] o b= o Tl (=1 0] o o] = 1o /RO P PR 9%

Is the owner (or at least one of the owners) involved in the day to day operations of the business?

D GG TP UUPPPTT 78%
N[ TR 20%
N[O I (=TT o o] a1V PPPTT 2%

D GG TP UUPPPTT 74%
N[ TR 23%
N[O I (=TT o o] a1V PPPTT 3%
Is this business location the only location?

D GG TP UUPPPTT 61%
N[ TR 36%
N[O I (=TT o o] 01TV PSPPI 3%
Is this location the headquarters?

D GG TP UUPPPTT 61%
N[ TR 36%
N[O I (=TT oo 01TV USRI 3%

(@] 01 = [« 12%
(@721 7= Lo = 0%
L0 LTI =To S 2= 1 (=TT 3%



GB10.

GB11.

GB12.

GB13.

Where are the other locations for this business?
THIS COMIMUNITY ..ttt ettt et e et e s ae e e e sse e e saee e e e se e e saseeesneeesnneesanneeeanneaaas 9%
L@ 101 7= VT LRSS 11%
LT LYo [ €= = SR 8%
L 1 = PR 7%
How do the facilities at the other locations compare to this location? Other location facilities are:
1st other 2 other
location location
INEWEK ...ttt ettt ettt et e e e e e oo e e et e e et e e e e e e e e e e e e s nseeeeeeeeeaaeseeaaannnnnnneeas 16% 7%
L0 1o 1= SRR 10% 6%
= o = U RT 10% 3%
ST T =Y SRR 18% 10%
More effiCIENT ... e 6% 1%
LeSS effiCIENT ... e 6% 4%
About the same/little differenCe........ooccvveiiiicciiiii e 10% 7%
L 1 =Y SRR 2% 1%
How satisfied are you with the current site of this business in this community? Would you say you
Completely SAtISTIEA .....oeiiiie e n e s ne e e ne e e enee e 52%
Somewhat SAHISTIEA .......eoiiiiiiie e 39%
NOt Very SatiSTIEd ......eeeiiiiieee e e s e e s s e e e s e nrn e e e e 3%
NOt @t @ll SALISTIEA ... e e e e e e e e e e as 0%
N (o R (=TT oo £ Y PP PPTT 6%
Why are you dissatisfied with this location?
S 1 (I LS (Yo I o - ] USSR 11%
ST R T (o To I E- T o [ RO P PRSP 2%
Inadequate utilities/energy, that is the type, level or quantity available..............ccccoooeiiiinnnens 4%
Location is inconvenient for CUSTIOMErS.......o.oo e 10%
Lack of access to research and development facilities in the area..........cccccoiiiiiii. 2%
Difficulty getting labour Or @mMPIOYEES .....ccoi i 7%
Building is in @ poor State Of rEPAIN ........ceeieiiiiiie e 5%
B L= 1gE] 0T g €= Lo o (U PP UPRP 2%
High property taxes ON SITe.....o i 11%
Poor community DUSINESS SUPPOIT........uiiiiiiiiiiie ettt e e e e e e e e e e 2%
AGE OF DUIIAING .. e e e e s e e e s sne e e e e e eamnneeeeeans 6%
General apPEAraNCe Of SItE......uuiiiii i e e s e e e s e e e e e s e e e e e e nnees 6%
Location is inconvenient for EMPIOYEES ..........civiiiiiiiiii e 2%
Employee skill level available 10CallY...........oocreeeiiiiie e e 5%
Distance from transportation rOULES .........ooiii e e 2%
POIICING/SECUIEY ..eneeee ettt ettt e e et e e s be e e s be e e sse e e s ne e e eneeesnneeeanreaan 3%

3 other
location

are:

6%
1%
3%
5%
0%
2%
4%
0%



GB14a

GB14b

GB14c

GB15a

. Does the owner of this business, own or lease the facility?
L@ o O RPTUPPP PRI 53%
=TT PO PP RRFUPPPRPR 45%
N[O R (ST oo 0 £ Y PP PP 2%
. When does the lease expire?
LI T=1 =T g o F= T =Y T PSRRI 8%
NS A== T PSPPSR 6%
T2 (o TR Y = PSP TTRSTPR 9%
OVEI 3 YEAIS fIrOM NOW ...ciiiiiieeitee et e et et e et e et e e st e e e s e e e sse e e sameeeeamseesanseeesaneeeanneeesneeans 18%
. Do you anticipate any problems in renewing the lease?
B S SRR 13%
NN o TP RP PSP 40%
. For about how many years has this business been in operation in this community?
IS g = g Y= = PSPPSR 5%
I (O TG A= L T PSPPSR 5%
OVEr 3 YEAIS 10 T0 YEAIS ..uueeieiieieeiieeeiiee et ee et e et e e s b e e e s e e e s se e e s ameeesanseesanseeesseeaanneeesneeans 17%
OVEr 10 YEAIS 10 25 YEAIS .. .eeiiiieie ittt ettt e e s te e e s ane e e s sae e e s se e e saneeesneeesnneaans 33%
OVEr 25 YEAIS 10 35 YEAIS . .ueiii ittt e e e e ar e e e e e e sne e e e ne e e eneeaans 17%
OVEI 35 YEAIS ...nuteeeuiieeetie et e e e ettt e et e e et e e e e e e e e aaee e e e se e s e asee e s seeeeaseeesanseesanseeaanseeesaseeeannneesneeans 21%
N (o R (=TT oo 0 £ Y PP PPT TSR 2%
GB15b. Was the business started in this community?
B S RSP PRPPP 77%
N o TR RP PSP 19%
N (o R (=TT oo 0 £ Y PP PPT TSR 4%
GB17a. Which of the following energy sources does this business use?
GB17a GB17b
Use Main
EleCtriCity/NYAro ....co e 97% 63%
NALUFAl GAS .. cii i e 77% 12%
U 1=T o | PRSPPI 7% 0%
PrOPANE. ...t a s 10% 0%
OTNET et et ne e ne e nee s 3% 0%

GB17c
Prefer

12%
12%
0%
0%
0%



GB17d. Why don’t you use the type of energy you prefer?

Not available in thiS COMMUNILY ..o 1%
NOt available tO MY SIt......coiii e e e e 3%
Insufficient/inadequate availability Of SUPPIY ....ccveviiiiiciiiie e 0%
(o7 YU PUPPPT 2%
@701y Ao T 1 = 11 = 1 o o PSR 2%
L 1 =Y SR 1%

GB18a. Listed in this next question are a number of factors that may or may not play a role in operating this business.
For each one, please indicate how important it is to this business. If it doesn’t apply at all, please tell me.

Very Somewhat Not very Not at all Not
important important important important applicable

Computer Capabilities

Computerized record keeping/tracking ........... 81% 11% 3% 1% 1%
Telecommunications

Digital telephone service (touch tone).............. 77% 13% 6% 2% 1%
Access to Internet — High Speed ..................... 70% 14% 9% 3% 1%
Intranet (within your company).........ccccceveenneee. 51% 9% 5% 8% 1%
Other Technologies and applications

Waste management efficiency...........ccccceeeeee. 34% 33% 15% 12% 2%
Geographic Information System (GIS) ............... 6% 12% 16% 53% 1%
Process Controls......ccccccccvveeeieeiieeeeeecieee e 32% 12% 13% 33% 3%
Business/Organizational Planning

Business management skills............cccccceeeeenn. 82% 13% 2% 0% 2%
Business planning ..........ccoceveerieeeeeeesieee e 62% 21% 2% 2% 13%
Management Standards —

SO, HACCP, WHMIS ... 40% 24% 10% 17% 1%
Other Standards .......ccccceeeecvvieie e 39% 3% 0% 8% 49%

GB19. Listed here are a number of types of telecommunication technologies.

Which of these you have in place in thisr business?

INEEINET ACCESS ...ttt ettt e e e e e e e e e e ae e ee e e ee e e e e e s e e e nnnseeeaeeeaaaaaeas 90%
L= o I o 7= T TP PP PRSPPI 75%
=T =Y (= R 25%
(@[ 01 = Tgh £=1 =Y o] o Vo] 1= USSR 83%
ElECIrONIC COMMIEBITE ...ttt et e e et e e e e e e e e e nnneeeeeeaaaaaaas 47%
High—speed broad—band NetWOrk @CCESS ........coiiiiiiiiieiiiiieee e 67%
(] o (=Y o] o1 [0 PSPPSR PPURPT 24%
Digital telephones (FOUCH tONE) ......ciiiiieiiiiiieciiiee e e e e e snneeee s 93%
L1 =Y USSR 27%

None of these/NO PIANS fOr @NY......cuiii i ee e s sare e 0%



GB20. What, if anything, is keeping you from implementing any of these new telecommunication technologies?

Lack of telecommunication infrastructure in COMMUNItY.........occeeeeiiiiiiiee e 4%
L T XX e 1= 1 PSPPSR 15%
Lack of experience with telecommunication applications within the business............ccccccceee. 7%
Lack of telecommunication information to the buSINeSS..........oooiiiii e, 2%
Lack of local training opportunities for staff ... 3%
Effectiveness or usefulness of the technology is uncertain...........cccoocoieeei i 4%
TOO DUSY ettt ettt e e e e e e s e e e e e e nn e e e e s s e s e e e e e e e nnn e e e e e e nrn e e e e e nreeeeeaanrreeeeaas 7%
L 1 = PR 2%
NO reasons have What iS NEEAEA...........oii e e 33%

FP6. Within the next 2 years, do you plan to undertake major renovations at this site?

D GG TP UUPPPTT 35%
N o 2SR PRRPT 62%
N (o R (=TT oo £ Y PP PPTT 3%

FP7. Within the next 2 years, are you planning to expand your operations in this community?

D GG TP UUPPPTT 42%
N o 2SR PRRPT 54%
N (o R (=TT oo £ Y PP PPTT 4%

FP8. Will your expansion lead to...

AN INCrease iN WOIK fOFCE ...coiiiiiiee ettt et e e e e e e e e nne e e e e e e e e e e s 37%
AN INCrease iN flOOr SPACE. ..o e e e e e e e e e e e e e e e e as 27%
¥Yo [ 11T g T= TN o) de o 8Ty g =Y ) R 21%
Additional Services fOr CUSTOMENS ........uiiiiiiiii et e e e e 30%
Additional investment in equipment and teChNOIOGY.......cc.ueiiiiiiiiiiii e 35%
Importing goods or SErvices t0 Canada .........cueiueeiiiiieiiie et 13%
Increase in export Of JOOAS OF SEIVICES.......ccuuiiiiiiiiiieee e e e e e e e s ssnre e e e s e ennn e e e e 8%
L 1 = PR 4%

FP9. Is the business experiencing any difficulties with its expansion plans?

FP10. What difficulties is the business experiencing with its expansion plans?

T F= T o7 o T PP 13%
LOCAI DY WSttt e e e e s e e e e e e e e e e s sanr e e e e s e annneeeeeaa 3%
Labour availability ..........o oo e e 7%
Land availability .........coeeeiieeeee e e e e e e e e s e ern e e e 6%
(=Yoo TN g (o) (o= = 1] o] e TSP PRPPUPPRRR 6%

Availability Of BUIIAINGS ......eeeiiiieeeee e e e e e e e e e 3%



IMporting Of JOOAS AN SEIVICES ....coiiiuiiiiei e e s e e s s e e e s e enne e e e e 1%

EXporting Of JOOAS @Nd SEIVICES ....cciiiuiiiieiiiiiiee e e e s s e e s ssne e e e e s e ennneeeeeaas 0%
General INVESTMENT SEIVICES......ciiii it ettt e e e s s ree e e e s ssee e e e e e eaee e e e esnraeeeeennnees 1%
L0 AT g = Ty (0 T (U YRS 4%
Finding/developing strategiC allianNCes ..........cooiuiiiiiii i 5%
Y= T4 =11 o O SPP PP RUPPRRR 4%
L 1 = PR 7%

FP12. Within the next 2 years, do you plan to remain in this community?

| GG TP UUPPPTT 38%
N o 2P PURPPT 0%
[N (o R o] oo £ YU RTPPRRPT 62%

FP15. There are advantages and disadvantages to doing business in any area. We would like you to consider each of
the following issues and tell us whether you would consider the current situation to be an advantage or a
disadvantage in doing business in this area compared to other areas.

No Not
Advantage Disadvantage difference applicable

Availability of skilled labour...........ccccoeeeiieerennnee. 30% 33% 26% 9%
Labour COSES ....ooiiiiieeeieeee e 46% 6% 36% 9%
Transportation COStS ... 12% 42% 30% 13%
Availability of transportation ..........ccccoeeieeeiennee. 27% 18% 39% 13%
Availability of appropriately zoned land............... 14% 10% 23% 49%
Land COSES .ooiiiiiieeeee e 21% 13% 19% 40%
Cost of construction .......cccceecceeeeiiiciieee e 15% 22% 30% 30%
Cost of leasing Space ........ccecceereieeeeieeeeceee e 25% 13% 22% 34%
Local permit proCess .......cceeeveieeeeieiciciieeeeeeeeeeennn 18% 15% 26% 35%
Utilities available .........ccceeeeccieee e 31% 5% 48% 12%
Access to markets/customers/clients ................. 33% 30% 26% 8%
Access to supplies required........cccceeevveeeencceennnn. 27% 29% 39% 6%
Municipal taXes......ccccoumriieieeee e 14% 38% 28% 14%
Quality Of life .eveiecrieee e 86% 2% 7% 3%
Water and sewer capacity ........ccccceevcveeeeriieeennn. 30% 12% 41% 13%
Development charges.........ccccveiiieeneeiieee e 11% 10% 25% 49%
Support from municipality........ccccccecveeeiiicienennne 47% 16% 23% 9%
Support from local busiNesS..........cccvveeieciieeenne 59% 9% 22% 8%
Support from local residents..........ccocceeercciveeennne 56% 7% 24% 10%
Municipal by —1aws.........ccccoeiiriiieee e 15% 13% 44% 23%

Telecommunication infrastructure
capacity, e.g. fibre optics and

Internet acCess ......ccccumiiiiieiei e 45% 7% 37% 7%
Size of regional market ..........cccveieeriieneciiee e, 29% 39% 17% 12%
Access to research and development ................. 13% 19% 30% 32%

Access to training facilities ..........cccccveeieeeneenee 21% 26% 26% 23%



MAS.

MA4.

MAS.

MAG.

MA?7.

To which countries do you export most of your products and services? If more than three, please tell me the top three.
Qualitative responses omitted due to length and variation.

Does the business import products or services directly?

| G PP UUPPPTT 34%
o 2SR 43%
[N [o R (=TT oo £ Y USRS 23%

From which countries do you import these products or services?

Qualitative responses omitted due to length and variation.

What products or services do you purchase from these countries?

Qualitative responses omitted due to length and variation.

Looking forward to the next 5 years, please tell us how important each of these factors will be in ensuring that

this business will remain competitive. Please consider each factor on the list below and tell me how important
each issue is.

Very Somewhat Not very Not at all Not
important important important important applicable

New product research and development................. 48% 25% 10% 3% 11%
New market development:
® OCAIIY .. 59% 20% 8% 3% 6%
e outside local area ........ccccuueeeiieeiiiiii e 57% 20% 11% 2% 7%
Access to exporting and international markets........ 17% 7% 14% 13% 45%
Add or change in businesses, products or services ....44% 29% 10% 4% 9%
Strategic alliances (joining with other
business to provide products/services) .........ccccc..... 38% 27% 13% 5% 12%
Improving worker productivity........ccccoecceeeiiiiineennnn. 53% 25% 7% 2% 8%
ISO9000/14000 or HACCP management
sStaNdards ... 16% 15% 13% 8% 40%
Other management standards ..........ccccoeecveeeeeeinen. 23% 9% 3% 1% 18%
Expansion of company workforce (employees)....... 31% 36% 17% 4% 7%
Workplace health and safety.......ccccocoeeeiiiiennnns 67% 17% 5% 1% 5%
Workforce skill development ... 64% 25% 2% 0% 3%
ENergy COStS....uuiiiiiiiee e 72% 17% 3% 1% 4%
Water/sewer availability...........ccoeeiiiiiieeiiiiiieeeees 51% 22% 12% 3% 10%
Water/SEeWer COSES ....ooiiiiiiiiiiiiiieeeeeeee e 49% 28% 9% 2% 9%
Improvement of customer services........cccccceeeeeennn. 83% 14% 0% 0% 0%
Availability of telecommunication services .............. 63% 25% 6% 1% 1%
Exchange rate for Canadian dollar..............cccceuueeeen. 42% 18% 10% 6% 19%
Accessing capital ........cccoeciiieniiieie e 45% 24% 12% 4% 11%
Improved business management...........ccccceeiieeenn. 59% 32% 3% 1% 1%

Other ... 9% 0% 0% 0% 9%



MA11.How do you identify your customers’ needs?

CUSTOIMET SUMNVEYS ...ttt et et e et e e s e e e s se e e s ane e e s aaeeesamseeaanseesanneessneesanneessaneeaans 43%
CUStOMEr COMMENT CAIOS ... .uviieeiiiiiie e cecieee et e e e e e e e e e e e e e e e e ssee e e e e eansreeeeeenreeeeeennsees 27%
Informal CUSTOMEr CONTACT ... e e e e 84%
LOT0S] (o] 09 = oo )0 o] o] =11 o £ USSR 74%
Customer database Management ..........oociii i e 40%
SAIES CalIS ..ueiiiiiiiiieee ettt et e e e e e e e e e e e e e e e e e e e e e e e e —rr e e e e e nree e e e aarreeeeeanrreeeeannnees 45%
Trade or industry PUBIICAtIONS ........ooo i 41%
Marketing PUBIICALIONS .......eoiiiieeee e e e 47%
Electronic communications (Internet,Web Page) ........cuuvviciiiiiiiciiiiee e 56%
ONEI WAYS ..ttt ettt ettt ettt et e e bt e e s ae e e e se e e e seeesanee e e aaseeeamseeeeaseeeaaneeesnreeanreesanneeenn 30%

MA12a. Do you utilize local Business Associations, such as the North Bay & District Chamber of Commerce and/or
economic development offices?

D GG T PRSP 70%
[ RO PPPPPPPR 27%
INO FESPONSE ... eeeeieiee ettt e e oot oot ee ettt e e e e e e e e e as st e aeeeeeaeeeseaa e nnssreeeeeaeaaeeesaaannnnenneeas 3%

MA12b. What more could they do to reflect your business needs?

Qualitative responses omitted due to length and variation.

IN1. Which of the following best describes where you purchase your products or services?

Majority purchased within the COMMUNILY .........cooiiiiiii e 30%
Majority purchased outside of the COMMUNILY ..........oiiiiiiiiiii e 36%
Mixed, some within, some outside of the COMMUNItY ......coooiiiiiiiii e 31%
N (o R (=TT oo £ YU PPPTT 3%

IN2. What products or services, if any, are you purchasing from outside the community for which you would like to
have a local supplier?

Qualitative responses omitted due to length and variation.

IN3. Why are products or services NOT being purchased from within the community?

Product not available Nere ... e 56%
UNaware Of 10CAI VENUOIS ......ooiiiiiiieeee ettt e et e e e e e e e e e e e e ee e e e e e e e e s 4%
HIGNEr COSES IOCAIIY....cceiiiiiiee it e e e s e e e e e s sane e e e e s eannneeeeeans 9%
No control, head OffiCe AECISION .......ceuuuiiii e e e e e e e e e re s s 10%
Quality of available ProdUCTES .......c.iiiiiiiee e e e 4%
Long term contract with outside SUPPIIEL ........oo i 5%
Loyalty tO CUITENT SUPPIIET ...coeiieeeeee et e e s e e s s e e e e e s s emnneeeeeaas 4%
Not applicable 10 OUF DUSINESS .........eeieeeeeee e e e e e e e 1%



HR1.

HR2.

HR5.

HR6.

HR7.

Over the next 2 years, do you think the number of employees in this business will increase, decrease or stay the
same? If you anticipate an increase or decrease, please write in the number you will lose or gain.

[ Lol (Y= YRR 53%
DT o (=T T R RRSRRTNS 1%
RS P T IE=T=T 0 o[ YRR 39%
DON'T KNOW .. .ciiiiiiieeeieetiee e e e ettt e e e et re e e e e e teea e eee st e saaa e s eesessanasaseessssansaesesssnnsaseesasnsansaessnssnnenesees 5%
[N [o R C=S] oo £ Y USRI 2%

Have you conducted a formal training needs analysis in your organization where you assessed the future
training requirements for each position?

| G PP UUPPPTT 38%
I o 2SR 60%
[N (o R C=TS] oo £ YO SRRR 2%

In just the past 2 years, which of the following factors has affected the number of people employed by this
business at this location? For each one that has affected employment please tell me whether it increased or
decreased employee numbers.

Number of employees:
Increased Decreased No effect

Business did not exist before............ooiiiiiii e 2%
Technological changes in your bUSINESS ........cceeeiiiiiiiiiiiiieeee e, 20% 27% 60%
Increase or decrease in ComMpPetition.........cccueiiiiiiiieii i 17% 13% 58%
Corporate decision OF POIICIES ........uuuiiiiiiiiiiiiiiiere e 27% 8% 53%
Renovation or @XPanSion ..........ccceeeiii it 32% 2% 56%
Increase or deCrease iN SAIES.....cccuuii i 47% 12% 31%
New products or services introduced...........ccceeeeeeeiiiiiiiiiiiiiiieeeeeeeeeen 30% 1% 56%
Entered NeW mMarket ... 30% 1% 56%
Increase or decrease in market share.........cccceeeeiieiiiiniiiiciiieieeeeeeeen 33% 8% 47%
11 = RS PRRRN 4% 3% 2%

Does this business have difficulty recruiting qualified employees for this location?

D G PP UUPPPTT 47%

N R 49%

[N TR C=S] oo E=1 = YRR 4%

What skills or qualifications, if any, do you find lacking in the local workforce?

Qualitative responses omitted due to length and variation.



HR8a. Does this business have difficulty keeping employees?

D GG TP UUPPPTT 17%
N o 2 USSP PPPPT 79%
N (o R (=TT oo £ Y PP PP PP 4%

HR8b. Does this business have problems with absenteeism?

| GG TP UUPPPTT 12%
N o 2 USSP PPPPT 84%
N (o R (=TT oo £ YT RPPPTR 4%

HR8c. What is your employee turnover rate?

(0T T Y 70%
(ST 10 7 16%
F AN X0 AV T 0L S 9%

HR8d. Do you foresee a labour shortage in the next 2-5 years?

D GG TSP UUPPPTT 24%
N o 2RO PPRPT 58%
[N (o R (oS oo £ YU PURPT 18%

HR8e If so, what factors do you believe will contribute to this shortage?
Qualitative responses omitted due to length and variation.
HR9. Different types of businesses require employees with different skills and professional qualifications. We have listed

here a variety of skills and qualifications; for each one please tell me how important it is that some of the
employees in this business possess the skill or qualification.

Very Somewhat Not Not at all Not
important important important important applicable

Literacy sKills .......ccooeeeeeeeiiiieeeeeeeeee e 77% 19% 0% 0% 0%
Basic computer sKills.........ccooeviiiiiiiiiiiinn. 57% 27% 9% 2% 1%
Advanced computer sKills...........ccooveiiinnnnnnnnnn. 26% 39% 22% 6% 4%
Sales SKills ....ovvveceeieeieeeee e 60% 25% 9% 1% 3%
Management skills ..., 45% 42% 9% 1% 0%
College diploma.........ccceerieerniieeeeeeeeieee e 22% 31% 32% 7% 5%
Technical trade (completed apprenticeship).... 27% 18% 20% 9% 21%
University degree......ccveevvvieeeeeeiieeeee e 18% 23% 36% 11% 9%
High School (grade 12) ......cccccveiiiniiiiieieeenee 51% 23% 4% 4% 5%
Bilingualism.......cccoviciiiiiiiiiee e 16% 44% 12% 2% 0%

OFher . 24% 0% 0% 1% 0%



FI1. Where is the main financial institution (e.g. bank, trust company, credit union) for this business located?

[N thE COMMUNILY ...t e e s e e e s e e e e e s e nnn e e e e e annneee s 83%
Outside oOf thiS COMMUNITY .......ooiiiiieiee e e 13%
[N TO I (=TT o o] LY PSPPSR 4%

FI2. Are you able to secure sufficient capital through your financial institution whenever you need it?

F A Y SRS UTRPP PR 47%
L) 1 (=Y o IS E PP 9%
RS Te 0 0= =Y P PUTRFPT 14%
LN L Y PSPPSR 6%
[N [o1 =T o o] [oz=1 o1 (=Y g T=T =Y L= o SRR 18%
LN TO I (=TT o o] LY SRR 6%

FI3a. Have you investigated alternative sources of funding for the business? This could be through private
investors, business development corporation, venture capitalists, etc.

D G PP UUPPPU 36%
L SRR 55%
[N TO T (=TT o o] LT Y PSPPSR 9%

FI3b. Have you ever used any of these alternative sources of funding?

Fl4. Have you made any capital investments in the past 3 years?

D G PP UUPPPTT 62%
L U 31%
[N TO I (=TT o o] LY PR 7%

Fl5a. Are you planning on any capital investment in the next 3 years?

D G PP UUPPPTT 55%
L U 37%
[N TO T (=TT o o] LY PSPPSR 8%

FI5b. How will this be financed? Will it be with...

(o= 1] o HP PPN 27%
[Tt o] e ¢=To || APPSR 23%
NEW EUILY .. eeteeteeeeeeetetee e et e e e et e e e e e e e e e e see e e e e e asn e e e e e e ann e e e e e e s ne e e e e e e nne e e e e e nnreeeeeeannreeeeeannes 10%
(O 1 1Y PN 14%



LC2. What new business (es) or services would you like to see added to this community?

(070 a1 a1 (o1 F= | PN 42%
ManufacCturing / INAUSTIY ......coor e e s e s e e e e e nnne e s 19%
SIMAII BUSINESS....ccituuiiieiiiiiiieeeeeetiee e e e ettt e e e e e e eraaa e e e e e s eeaas e eseesassanssaseersssanssaesrssssseserssnnnnnseseenrnnnn 7%
(O 1 1Y PN 32%

LC3a. Are you aware of any customers, suppliers or related industries from outside of this area that are not
located locally that are looking to relocate their business?

| G PP UUPPPTT 10%
L R 79%
[ Lo T (=TT o Yo LY 11%

LC3b. Would you name the business (es) and their product or service?
Qualitative responses omitted due to length and variation.

LC4. In your opinion, which of the following factors are barriers to new businesses coming to this community?

Lack of water/SEWage CAPACITY ......c.iiiiiieiiiiiie et e e s e e e s e e e e e 7%
Lack Of SEIVICEA JANMA.........eeiiiiiieeee e e e e s e e e s sanr e e e e s e anrn e e e e e 9%
Resistance from 10Cal DUSINESS ......oooiiuiiiiiiiee e s 29%
Lack of proactive new business reCruitment ..o 23%
Availability of properly zoned and designated 1and .............cooiiiieiniiiiee e 11%
SIOW APPIOVAl PrOCESSES. .. c.uuiieiiiiiiiiee e e et e e e ertrre e e e et e e e e e e s e e e e e e s anr e e e s e anee e e e e eanreeeeseanreeeeeeannes 26%
Availability and variety of different sized parcels of land ............cccooii i 12%
DeVvelopmeENnt Charges .........ecii e e s e e s e e e e nneee s 15%
HIGN TaXES ... e s 49%
INnadequate [ADOUF SUPPIY ....coiiiiieie ittt e s e e s ann e e e e e annneee s 27%
Inadequate tranSPOITAtION ........cc.eiiiii e 15%
INnadequate Water SUPPIY .....cooi it e e e e e e s s ane e e e e s e mnneeeeeaas 3%
Information teChNOIOgY CaPACIY ....cciicueeieiiii e 3%
Inadequate SECUNItY/PONICING . ... ittt e e e e s e e e s e mrneeeeeaas 2%
Availability Of NAUIAl GaS .....eiiiieiiee e e 2%
Availability of space for rent Or 18aSE .......couui i 15%
1O 1 1= PSP PP PRRPPP 18%

LC5. In your opinion, does the local municipality take an adequate role in business and economic
development in this community?

D G PP UUPPPTT 51%
L SRR 15%
[N TO T (=TT o o] LY PSPPSR 3%

[ L0 1 A 1 1 R 31%



LC6. If no, is this because you don’t know what is being done or you don’t know if it is enough?

Don’t kKnow what iS DEING ONE .....coiiiiiiiiec e 72%
Don’t KNOW if it IS @NOUGN ..o e s 28%

LC7. What suggestions do you have for ways in which the business community could help with economic
development?

Qualitative responses omitted due to length and variation.

LC8. In the past 2 years has your attitude about doing business in this community changed?

| GG TP UUPPPTT 42%
N o 2 USSP PPPPT 50%
N (o R (=TT oo £ YT RPPPTR 8%

LC9. If yes, is your attitude now more positive?

D (T 26%
1 9%
1Y 1= 8%

LC10. What has caused your change of attitude?
Qualitative responses omitted due to length and variation.

LC11. Listed here are a variety of services provided for the community. For each of these, please tell me your level of
satisfaction with the service provided.

Very Somewhat dis— dis— Not
satisfied satisfied satisfied satisfied applicable

Planning, zoning, and building permit ................. 20% 26% 7% 4% 37%
Health department approvals .........cccccceeeeeeeeennn. 19% 23% 3% 1% 49%
o] [ To7 1Yo SR 50% 33% 7% 2% 4%
Fire prevention and services..........ccccoereeeeeeeennn. 60% 28% 2% 1% 6%
Medical health services for the community ......... 25% 37% 17% 13% 3%
Provincial approvals. ..o 7% 10% 7% 8% 27%
Federal approvals ..........cccoeiiiiiiiiiiiiiieeeeeee e 3% 14% 7% 4% 28%
PUublic UtIHIES ...vveereeeieee e 37% 41% 3% 4% 3%
Street rePair .....occeveeee e 10% 35% 8% 21% 2%
SNOW remMOVal ......ueeeeiiiiiieee e esreee e 28% 47% 26% 7% 2%
Garbage removal .........coeceeeiiieneiiee e 36% 37% 11% 6% 12%
Public transit .........cocceereiiciieee e 24% 32% 5% 3% 27%
Post secondary institutions ...........cccceevcieeeeennee. 55% 24% 7% 2% 11%
Industrial training ..o 12% 22% 3% 4% 46%
Y] aTo o) [ SRR 51% 28% 9% 0% 10%
Child care SErviCes.......ccccvvieiieeeesiiiiieeeeecieeeee s 23% 22% 5% 1% 40%
Cultural facilitieS........ceeveeerieiciieee e 30% 38% 6% 2% 17%

Recreational facilities.........cceeeveeeeiiiieeiiieeeeees 40% 37% 7% 2% 5%



LC12. Would a mentoring program be of value to this business? This would involve meeting and working with those of
other local businesses as a way of learning new skills.

S SRR 29%
o PSP 39%
N[0 =T 1= 13%
[N (o R (oS oo 0 £ USSP PRPPTP 19%

LC13. In which areas could a mentoring program be of value to this business?

BUSINESS PIaNMING ...ttt e e e e e e e e e e e e e e e e e e e e e e e e e nnnnrnereeeeaeaeeas 20%
Y= T4 =711 o e PP 27%
T aF= T aTox F= | H PRSP 16%
B E=Te] a1 T[T | USRS 9%
HUMAN RESOUICTES ....coeeitieiieeeeee ettt ettt e e e et e e e e e e res e e e s eesaa e e e s s essana e s eeransannseesensnnnnnss 17%
0T 11 o 1T o TS 6%
(o Yo 1Sy Tors (o 153 (g1 o101 i oY o ) PRSP 8%
L0 { =Y SR 5%

LC14. Please list 3 of the community’s strengths as a place to do business.
Qualitative responses omitted due to length and variation.
LC15. Please list 3 of the community’s weaknesses as a place to do business.
Qualitative responses omitted due to length and variation.
LC16. What barriers to the growth of any business, if any, would you say exist in this community?

Qualitative responses omitted due to length and variation.

MI1. Which of the following best describes this business?

Assaying and analyliCal SEIVICES .......uuueiiiiiiiiiii e e e e s e e e e e e e s 0%
Drilling services and SUPPHES ... e e e e s e e s e e e e e e e e e e e e s 29%
Consulting and ENGINEEIING ......eeiiiiiiiieee et eee e e s s aree e e s s ssee e e s e s aseeeeeesnreeeeesannees 0%
Mineral exploration and developmMENt .......cooooi e 0%
Mining and mineral extraction, processing

=T aTe [ o] (oo [¥ oz 1 o] o FH PP 0%
Geophysical Services and SUPPHIES ....ceuveiureiiiiiiiiiiee et e e e e 0%
EqQuipment SUPPIY @nd SEIVICE. ...t e e e e 57%
Y TR eTo] a1 = Lo 1] o T PSPPSR 43%
Investment and fiNANCIAl SEIVICES......oiuuiiiii e e e re e e 0%
Safety and security SUPPIIES AN SEIVICES....cciiiiiiiiiiiiiee et 0%



MI2. Do you sell the products or services to?

[aTe 1AV To [UE= 1 PSSR 43%
L Te LT o YT 0T o] o] 11T SRS 29%
RS e 11 [ PRSP RRR 14%
Contractors, sub—contractors or CONSURANTS .........cevvvuveiuiiiiiiiieeiee e eee e re e 57%
Mining or mineral extraction COMPANIES. .........uiiiiiiiieiee e e e ennee e 86%
V=] o= g F=Tg 1] (TSRS 14%
L { V=Y 29%

MI3. Do you feel that the economic importance of the mining industry is understood by the business community to be
a vital part of the economy of this community?

| GG TP UUPPPTT 57%
N o 2 USSP PPPPT 29%
[N (o R o] oo £ YU RTPPRRPT 14%

MI4. In what ways if any, could local business associations and/or economic development offices help assist the
mining businesses of your area?

Marketing and trade promotion and coO—ordination ...........ccoooiiiieeiiiiiiiee e 8%
Investment and financial planning assiStanCe ...........cciv i 14%
Co-ordination of entrepreneur and education workshops (business planning, etc.)................. 14%
Co-ordination of industry issues with government...........ccoi i 29%
Identifying and tracking labour availability and

SKill NEEAS OF INAUSTIY ...t e e s e e e e e e e 14%
Lobbying of government (taxes, regulations,legislation, etC.) ......ccccccvrriiiiiiinieeccee e 14%
L0 {0 T PP PRPUPRROPRPN 14%

MI5. In what ways if any, could the local government help assist the mining businesses of your area?

Streamlining of local regulatory and permitting

processes (e.g. building permits, zoning changes, €1C.).......cccciiiiiiriinniie e 29%
Development of strategic plan for COMMUNItY........c..eeiiiiiiiii e 43%
REVIEW Of 1aXES AN TEES.....cciiiiii et e e e et e e e e e e eea e e e e e e aanaeeeeeensanannns 43%
Establishment of special entrepreneur zones for

NEW DUSINESS IN COMMIUNITY ...eiiiiiiiiii it e e e s e e e e e e 43%
Investment and financing assistance (low cost loans,

AL L UGN o= T o = | =1 o SRS 43%
Infrastructure maintenance and improvement (roads,

telecommunications, energy supply, SEIVICES, E1C.) ..iiiiiiiiiiiiiiiiie e 43%
Co-ordination of business initiative between

industry, education, government and assoCiations .............eeiiiiiiiiiiiiiiiiiee e 29%
Database of available local skilled 1aDOUr..........ccoooeiiiiiiiieeec e 43%
Marketing, trade and PromMOTION .........e i e e e e e 14%



MI6. Please tell us how important each of these factors will be in ensuring that this business remains competitive.
Consider each factor and tell me how important each issue is — is it very, somewhat, not very or not at all
important?

Very Somewhat Not very Not at all Not
important important important important applicable

More co—operative marketing with:

e Other like bUSINESSES .......cuuiiiiiiiiieiiiieeeiiees 0% 43% 43% 14% 0%

e Government agenCiesS .......ccuveeeeriireeeeeesieeeennn. 0% 14% 71% 14% 0%
Development of export markets .........ccccceeeeeeennn. 43% 43% 14% 0% 0%
Direct marketing to consumer/buyer ................... 43% 14% 29% 0% 14%
Improved:

¢ Transportation (air, water, road, rail) ............... 71% 14% 0% 14% 0%

¢ Infrastructure (sewer, water, energy/power) ....... 0% 57% 14% 14% 0%

e Telecommunications ........cccccvereeeereeneeeeeeicnns 29% 29% 14% 14% 0%
L@ 1 =T SRR 0% 0% 0% 0% 0%

MI7a. During the next 12 months, please tell me how critical each of the following factors are to this business?

Very Somewhat Not very Not at all Not
critical critical critical critical applicable

Commodity PrICES .....cccvereeereeiiecreecte et 29% 0% 0% 0% 0%
Land use issues (access, tenure, etc.).......cccueun.ee. 14% 0% 14% 0% 0%
Permitting and regulations (process,
changes to, increasing regulation) ..........ccccceveeennene 14% 0% 14% 0% 0%
Overall cost of doing business.........c.cccecvrverieenenne 29% 0% 0% 0% 0%
Attracting capital and financing .......ccccceveeevvveeeiennns 0% 0% 29% 0% 0%
Shortage of skilled labour ........ccccceeveveceveceerceenee 14% 14% 0% 0% 0%
AGING WOFKFOICE ......oeeiiiiiiiiiee e 14% 14% 0% 0% 0%
Public concern and opposition to industry............... 0% 0% 29% 0% 0%
International competition..........cccovveriinicinnienneen, 29% 0% 0% 0% 0%
Technological changes........ccccveerienieenceseeseeee 14% 14% 0% 0% 0%
Oher .. 14% 0% 0% 0% 0%

MI7b. Looking forward to the next 3 years, please tell me how critical each of these factors will be to this business.

Very Somewhat Not very Not at all Not
critical critical critical critical applicable

Commodity PrICES .....ccceeererrirrecee e 100% 0% 0% 0% 0%
Land use issues (access, tenure, etc.).......cccueun.eee. 29% 0% 29% 14% 29%
Permitting and regulations (process,
changes to, increasing regulation) ..........ccccceveeennene 14% 14% 43% 14% 14%
Overall cost of doing business.........c.cccecerverieencnne 71%
Attracting capital and financing ........ccccceeeevvceeenneen. 29% 29% 0% 0% 14%
Shortage of skilled labour ........ccccoververveninnienenne 57% 43% 14% 0% 29%
AGING WOFKFOICE ......oeeieiiiiiiee e 43% 43% 0% 0% 0%
Public concern and opposition to industry............. 43% 0% 0% 0% 14%
International competition........c.cccovverivnncinnienneen, 57% 29% 45% 0% 14%
Technological changes........ccccvverierieenceseeseeee 57% 29% 0% 0% 14%

OFher . 0% 0% 0% 0% 0%



RB1. As aretailer, we would like your opinion on the local shopping area. Using the scale provided please indicate how
well you think your shopping community does for each factor.

Not
Excellent Good Fair Poor applicable

Exterior appearance of the downtown area................... 5% 26% 54% 10% 5%
Exterior appearance of other retail
areas in the COMMUNItY .......coooerierieiee e 6% 29% 61% 3% 1%
Roadside signs for advertising..........cccovverierieeneennens 14% 36% 39% 6% 5%
Traffic flow on streetsinthe area........cccocceveeieennnn. 11% 21% 62% 6% 0%
Parking facilities..........coeieeerieneree e 16% 21% 53% 9% 1%
Parking Signage.......c.cceevereneeneeee e 9% 23% 62% 2% 3%
Public safety support — e.g. lighting, security,
police pPresence, etC. ......oucvevrerreeeiee e 8% 11% 53% 26% 1%
Mix of businesses to attract variety of customers......... 7% 23% 56% 10% 1%
Special events or promotions held in the
] ale] o] o] aTe [F=T (Y- TR 10% 23% 55% 6% 5%
Display/presentation of products and services............. 3% 29% 62% 2% 1%
Competitive PriICES ....coeverrierree e 6% 23% 60% 7% 5%
Competitive advertiSing.........cooeveereerenrerrereeseeseeeen 8% 11% 53% 26% 1%
Strategic plan that addresses promotion/
marketing for retailers...........coooeierieneiee 18% 36% 28% 2% 13%
Uniform hours of operation ..........cccccveveeinninniennnee 33% 14% 40% 3% 9%
CUSIOMEN SEIVICE .....eeieeeeiee et 2% 25% 61% 8% 3%
Quality of merchandise available..........c..ccoccverieenennnen. 1% 16% 68% 11% 2%
Accessibility for people with disabilities .........c.c.......... 13% 25% 47% 8% 5%
Downtown Improvement Association (DIA)................. 10% 11% 38% 11% 26%
Chamber of Commerce/Board of Trade ..........ccccc..... 8% 10% 52% 9% 17%
Other retail association .........ccccceeeeeeeiiiiiiiiicciiieeeee, 5% 18% 66% 3% 1%
Overall shopping environment...........ccoooeiiiiiinieeeeenn. 5% 18% 66% 3% 1%
L@ 1 = SRR 2% 1% 1% 0% 0%

T1.  Which of the following best describes the tourism industry in your area? Is it ...

Year round tourisSmM/VISItOr traffiC.......cueeei i 46%
Summer only tourisM/VISITOr traffiC ... 14%
Winter only tourism/VISitor traffiC .........oooo e 3%

Mostly summer but some off season traffic ... 37%



T2. Do you feel that the economic importance of tourism is understood by the business community to be a vital part
of the economy of this community?

T3a. Have you ever worked with other businesses or sponsors to develop “packages” to attract visitors?

T3b. Would you like information about developing packages to attract visitors?

PSPPI 80%
o 2 PSPPI 14%
N (o R (=TT oo £ Y PP PPTT 6%

T4. What sort of marketing activities are you currently engaged in to promote this business?

= T £ SRR 83%
=T | TSP RPRPT 57%
L] 517 o] o PP PRPRT 29%
Travel, sports and trade SNOWS.........uuiiiiiiiee e e e e s 29%
N TS [T £ =T = PSPPI 37%
Direct mail/database Marketing .........coueoeeeiiiii e 46%
Travel [INKS (1—800—ONtari0) .......ceiiiiriiiiieieiee ettt e s e s e e e ens e e e e e e anneeeens 14%
Co—0p MArketing IOCAIY .......ceiiiiiiiiee et e e e nr e e e e anes 23%
Co—op with provincial marketing iNitiatives.........cuoo i 20%
Co—op with marketing regionally (such as

OTAP [Ontario Tourism Agreement Program] .......cc.ooouieeeieriieeeesniieee e esiieee e e e s seeee s s 17%
WOKA OFf MOULN ... e et e e e e e e e an s e e e e e e e e e e e e e eaennns 91%
L1 T PSR 26%

T5a. Injust the past 5 years have you upgraded facilities in this community?

5 PP 74%
N o T PRSPPSO 23%
N (ol =TT o To] o E=1= TP PRSP RPPRUPPPPR 3%

T5b. Were those upgrades?

Capital EXPENAITUIES .....eeiiii et e e s s e e e s s e e e e e s are e e e e s snreee e e e anes 66%
MaiNteNaNCE ANA FEPAIIS ...cceeiiiiiee ettt e e et e e e e e e e e e e nrreeeeee e e e e e s ea e nnnseeeneeeaaaaaean 54%

T5c. Injust the past 5 years, about how much has been spent on upgrades to facilities in this community?

(0o LY 10N 010 [ ISR 68%
$10,000 10 UNAEE $25,000.........eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeseeseseeeeeseseeeeneeeeenes 3%
$25,000 t0 UNAET $50,000.......eeveeeeeeeeeeeeeeee et eeeee et eeeeeseeseeseeeeeeeseeeeeeeeeseeseseseaseeereeseeeseeeseenens 14%
$50,000 t0 UNAEr $100,000........eeereeeeeeeeeeeeeeeeeeeeeeee e et eaeeeeeeeeeeseseeesseeeseseeeaseeaseeseeseeeaseseeareneneans 14%
B100,000 OF MIOTC.eeeeeeeeee e et e e e e e e e e e e e e ae e eeeeeeeeeeeeeeaaeaeaneeeeeeeeeaeesseaaaaaanneeeneeeaeeeeesaaaaans 34%

[ L0 I A 2 1 /2N 3%



T6a. Are you planning any major capital expenditures in the next 24 months?

D GG TP UUPPPTT 49%
N R PRSP 43%
N[O I (=TT o o] 01TV PSSP P PR 8%

T6b. Is the primary focus of your business consumptive (hunting and/or fishing related) tourism?

D GG TP UUPPPTU 14%
N R PRSPPI 80%
N[O I (=TT o o] a1V USSP PRTT 6%

T7a. Do you belong to any tourist association(s) in your area?

D GG TP UUPPPTT 26%
N R PRSP 66%
N[O I (=TT o o] 0 LTV PP PPTT 8%

T7b. Do you belong to any provincial, national or international tourist organizations?

D GG TP UUPPPTT 29%
o PR 63%
N[O I (=TT oo 01TV USRI 8%

T7c. Which organizations do you benefit from the most?
Qualitative responses omitted due to length and variation.

T8a. Do you have plans to refocus your marketing efforts to attract new clients to your business in the immediate

future?

SR SPPPSPR 60%
N TR SSR 31%
LI L0 TN (== o Yo 1= 91%

T9. What is the most significant barrier to the expansion of this business?

oY (o T o= 1 o 1 - | 25%
Municipal government policy and regulations ............coooiieiei i 14%
Provincial government policy and regulations..........ccoooooiiiiiiei e 11%
Federal government policy and regulations...........cceeeeeiiiieeee e 0%
[ 1T T8 Y N o0 1= £ 4%
TranSPOrtAtION COSES ...ttt e e e e e e r e e e et e e e e e e s e e e nnnseeeeeeeaaaaens 0%
Lack of communication services (phone,

£ SO [0 Y g U=y AT VATt SRR 0%
6= Tod Qo ) =1 =Y 1 [ |2 0%
Competition from other tourist businesses

L L= IE= =T PRSP 14%
SeaS0Nality Of DUSINESS .. .ueiiiiiiiiiie ettt e e e st e s s n e e e sne e e sne e e snneeennes 4%
Availability Of STAff.........eeiiieieeee e ————————————— 0%
Training Of Staff ..o e e e 4%
=17 1¢=To [ aTo I o] o] oo {1 114 == R 0%
Y= T =11 o PP PEPPPPPRRR 4%



TP1. How much of an impact does each of the following have on your business?

Large Little No

Impact Impact Impact
FUBT COST .. 100% 0% 0%
Toll/Landing fEES.......eiiii e 33% 67% 0%
Office location relative to customers/suppliers .........coeeeeuriveeeennnn. 33% 67& 0%
Cost of maintenance (1abour)......ccoueuiii e, 67% 33% 0%
Costs of maintenance (SUPPHES) «.eeevveeeeiiiiiiiiiieeeee e, 67% 33% 0%
INAUStrY reguIAtiIoONS ....ccooeeeee e 67% 33% 0%
TrainNiNg COSES ..ceiiiiiiiee e 33% 67% 0%
HWY 4-18NING ...ttt e 67% 33% 0%
ACCESS 10 CUSTOMS ...t 67% 33% 0%
INAUSErY PErCEPLION .....eeiiiieeieee e 33% 67% 0%
Access to serviced airside Property .......ccccceeeeeeeiicicieieeeeeeee e 33% 67% 0%
1O 1 1= TP 0% 0% 0%

TP2. How do you see this industry growing?
Qualitative responses omitted due to length and variation.

TP3  What opportunities are there to grow North Bay as a transportation hub?
Qualitative responses omitted due to length and variation.

TP3 Is the majority of your fleet:

BUY NEW....ee e e e 33%
BUY USEA ... e e e e e 0%
LY 1o Tl TSN VA= T Lo VT <Y o R 0%

TP5 How satisfied are you with the facilities in our area for this type of industry?

Completely SatiSfIed . ......uiiiiiii e e e 0%
SALISTIEA ...t e e e e e nr e e e e nnes 33%
DTSz 11 =T PP PPPRPPRUPPRPR 0%

Completely DISSatiSTied ........cueiiiiiieee e 0%



GNP1 Do you feel there is sufficient communication and/or ties between community agencies with similar mandates in
order to accomplish common goals?

D S PSP PPP PR SPRPRPR 39%
N o RSP PPRPR ST 61%
DIOM’ T KNOW ...ttt ettt et e e e et e e e s e ab e e e e e s aune e e e e s e mne e e e e e anrneeessannreeeesaannneeenaan 0%
Linkages NOt IMPOITANT ........cooi et e s s e e e e e s ene e e e e s e amnneeeeeaas 0%

GNP1a If yes, please share an example of successful partnership development.
Qualitative responses omitted due to length and variation.

GNP1b If no, how do you suggest these ties be strengthened?
Qualitative responses omitted due to length and variation.

GNP2 Listed below are a number of factors that may affect the sustainability of your organization. Please indicate the
importance of each.

Very Somewhat Not very Not at all
important important important  important
Access to core funding ........ccovveiiiiiniiiieee e 67% 11% 6% 11%
Access to project specific dollars..........ceveiiiiiiiiiiininneen. 50% 22% 17% 6%
Recruitment of volunteers..........oooiiieee, 61% 17% 6% 11%
Community awareness of program
ANA SEIVICES ...uuuiiiiieiiaeei e et e e e e e e e e e e e e as 83% 11% 6% 0%
Availability of office Space .........ccceevviiiieiiiiiee e, 28% 33% 22% 6%
Availability of office equipment..........cccceeeiiiiiiiiiiiiineen. 33% 28% 6% 6%
Cost of office equipment ..., 44% 28% 0% 6%
Recruitment of qualified staff..........cccoeeiiiie 61% 17% 17% 6%
Access to funding for staffing purposes.........ccccccveeneenn. 56% 28% 0% 6%
Shift in government poliCy .......cccoveiieeiiiiieee e 61% 22% 6% 0%
Restructuring / Corporate decisions........ccccoccveeeveiieeeenn. 72% 22% 6% 0%
OtNEr e 33% 28% 17% 6%

D G PP UUPPPTT 61%
I o 2SR 28%
[N TR C=S] oo E=1 = YRR 1%

GNP3b If yes, how?

Qualitative responses omitted due to length and variation.



Final Report

Notes:
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