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Il CelIular's compact, hand-held DYNA
A* C 8000X can be conveniently carrier!
?flj location or locked into a vehicle mounit
On-hook cal processing.

Bd to communicate outside the office,
I/el frequently or wish ta take advantage
cOmmuting time for communications.
Cartel's vice president of sales and
,rketing, Paul Kavanagh, said "it is clear
It cellular has broad business appeal _
Id Personnel who work at remote loca-
ns; engineers, architeots arnd contractOrS
10 travel around job sites and need access
tradespeople and customers; sales Per-
nnel who need ta make better use of their
Lirs on the road, - almost every industry
ci Profession has a need for the produc-
itY benefits of cellular".
Ken Newland, assistant manager of mer-
ting for Bell Cellular added that the new
Stem "will decrease wasted time arnd ln-
Base efficiency and profitability".

fllolng developments
ýIluIar technolagy is considered by many
the breakthrough that wilI change how

1,3iresa people think about and use the'
'aPhone for communication.
The telephone will become a totally par-

ble communications device as miniaturiza-
>fl of the batteries used in the phones will
ýQr make possible smaller units completelY
ýe from a permanent installation. Usera wii
'Sable ta carry a phone ln their pocket or
Ir8e and receive and make cails where'Jer
eY happen ta be.

Anld since cellular technology can be
)Plled ta virtually any service now affered
e Wireljne telephones, users wll be able

acceas voice mail and amher services
even connect their cellular phone ta a

o>der and computer ta transmit data or
'-ss a remote dat base.

Low-cost consulting for smaller businesses
Students at three eastemn Ontario univer-
sities, the University of Ottawa and Carleton
University in Ottawa and Queen's University
in Kingston, are offering consulting services
for smail businesses at a fraction of the cost
of professional consultants.

The service, which las available for any
independent business, is offered part-tlme
during the school year and full-time front
May until August.

First contact f re
The Initial interview, for which there is no
charge, is arranged by contacting the ser-
vice. Based on information fromt the inter-
view, the students prepare a proposai out-
llning the work ta be done, the expected
completion date and the cost.

The service includes financiat planning,
inventory contrai and market analysis. For
new businesses, advice is offered on the
start-up procedure, developing a business
plan, and operatianal procedures.

Brenda Valoi, manager of the University
of Ottawa service, sald most of lits clients
are businesses with average sales of about
$1 million, but they have helped companies
with sales Up ta $15 million. She added that
about 75 per cent of the students' business
involves marketing studies.

Paul King, owner of the Food For Thought
bookstore in Ottawa, has used the Univer-
sity of Ottawa ýservice twlce. ln the first
instance mhe students prepared a marketing
survey ta find out if he should establish a
specialty bookstore selllng cookbooks.

In 1982, Mr. Klng decided ta expand and
wanted ta know what books people were
most lnterested In. Based partially on infor-
mation f romt asurvey conducted by the stu-
dents, he moveci ta a larger store, doubled
his stock and brought ln more fiction ta add
ta his base stock of cookbooks. The expant-
sion lncreasd his saes by 80 par cent ln
two-and-a-half years and he attributes part
of the increase ta the students' work.

Special business class air-travel service


