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Every business, big or small, needs customers. Fortunately,
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Services offered at the BRC:
• Business Retention & Expansion Strategies
• Single point of contact for
business info and resources
• Free consultations
• Workshops/Seminars
• Business Registration/Renewal
• Legal & Accounting
Mentorship Program
• Networking
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For more information, resources & helpful tips visit: Business Resource Centre 519-756-4269 www.businessresourcecentre.ca
Royal Bank Business Centre 519-758-2500 www.rbcroyalbank.com
63704899

