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By JuaNita CraiG

Does the idea of a golf 
holiday in Ireland 
and Scotland tickle 

your fancy? Then perhaps 
William Hush's golf tours 
would appeal to you. Origi-
nally from Edinburgh, 
Scotland, Hush moved 
to Quebec City in 2000 
to be with his Québécois 
wife, Annie. His company, 
Scottish Golf Tours, has 
been up and running since 
the end of 2010.

From 2003 to 2010, 
Hush promoted and ran a 
soccer program at all of the 
English-language elemen-
tary schools in Quebec City 
as well as at Quebec High 
School. During that time, 
he organized and took 
groups of students on trips 
to Scotland, Disneyworld 
and Los Angeles.

An avid golfer, Hush 
started to wonder, “If I can 
organise trips for kids, why 
not for adults?” There are 
many people of Scottish 
and Irish descent here in 
Quebec City and he felt 
this was a good reason 
to choose Scotland and 
Ireland as golfing destina-
tions. That and the fact 
that golf brings in over 
$23,000,000 to Scotland 
alone every year.

With this in mind, Hush 
made contact with people 
in Britain and eventually 
contacted and visited every 
golf club in Scotland, as 
well as the hotels within 
the vicinity of each golf 
course. He explained that 
he wanted to ensure that 
people would, “get what 
they pay for and have a 
nice, clean hotel with 
a good breakfast (as it) 
really makes a difference 
to peoples' experience by 
having good accommoda-
tion.”

Hush works with local 
people and with local 
businesses, thus assuring, 

“they are people you can 
trust and will provide good 
quality.” This approach 
also gives clients a more 
authentic cultural experi-
ence as they interact with 
people at the grassroots 
level.

What is different about 
these tours is that, as Hush 
states, “I know the lay of 
the land and what Scotland 
is really like. Anywhere 
in Scotland I can tell you 
about. Therefore, I can 
suggest what could be good 
for you, be honest with you 
and give you the best value 
for your money. I believe in 
paying for quality but not 

robbing people.”
Tours may be taken any 

time of year. During Spring 
Break, prices are less ex-
pensive but the weather 
is not the best. The Ed-
inburgh tour runs every 
week from May to October. 
To make enquiries and 
bookings for these tours, 
you may either contact 
William Hush directly via 
his Web site http://www.
scottishgolftours.ca/  or 
through the travel agency 
Voyages Paradis at  http://
www.voyagesparadis.com/. 
Charles Paradis of Voyages 
Paradis has been in busi-
ness for over 50 years and 
there are three branches 

- in Lévis, Charlesbourg 
and Sainte-Foy. Potential 
clients will receive all of 
the necessary information 
about their tour within 24 
hours of their enquiry.

Each tour is custom-
ised to meet the needs of 
the client, particularly in 
terms of the type of hotel 
desired - three, four or five 
star, their specific needs 
and their budget. There 
are no limits on how many 
people are needed to book 
a tour. There are no age 
restrictions but there are 
special rates for pension-
ers. Each tour includes 

return flights from Quebec 
City to either Scotland or 
Ireland, car rental hire, 
accommodation in hotels 
which include breakfast 
and, in Scotland, a tour 
of the Highlands. The 
bus tours are provided 
in French or English to 
accommodate the needs 
of Quebec clientele. Coin-
cidentally enough, it is the 
only bus tour in Scotland 
that provides this service.

Hush's objective is to 
provide people with an un-
forgettable trip and enjoy 
themselves. He claims, 

“This is not just a business 
for me, it's both a passion 
and a business. It is a 
dream for me that allows 
people to retrace their 
ancestors and find their 
own clan and people, thus 
allowing them to follow 
their own dreams.”

W i l l i a m Hu sh  h a s 
another dream and that is 
to bring people to Quebec 
through the medium of golf. 
His honest and respectful 
approach exemplifies his 
efforts to treat people as 
more than just a number. 
With this approach to life, 

he has certainly started off 
on the right tee.
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By BethaNN G. Merkle

“Our province is home to 
some 310,000 small- and 
medium-sized enter-

prises,” said John Buck, 
executive director of the 
non-profit Community 
Economic Development 
and Employability Corpo-
ration (CEDEC) last week. 
He continued, explain-
ing the importance of 
entrepreneurs in Quebec. 

“These businesses form the 
backbone of our economy, 
accounting for 97% of all 
businesses in Quebec, and 
employ over half of our 
province’s workforce.”

According to Statistics 
Canada, 10,155 people in 
the Capitale-Nationale 
region report English 
as their primary official 
language, and of these 
residents there are 560 
entrepreneurs and another 
4,884 employees. Thanks 
to our Community Eco-
nomic Development and 
Employability Corporation 
(CEDEC) office and the 
more recently established 
par tnership bet ween 

Voice of English-speaking 
Quebec (VEQ) and Youth 
Employment Ser v ices 
Montreal (YES), local 
entrepreneurs right now 
have a wealth of resources 
at their fingertips.  

CEDEC’s mission is 
to “support communities 
across Quebec by providing 
personalized business-
development services in 
English. And we follow 
through with every client 
to make sure they have the 
tools to succeed.” YES has 
a complimentary mission, 
focused on the foundation 
required for such busi-
ness development. “As a 
not-for-profit organiza-
tion, YES enriches the 
community by providing 
English-language support 
services to help Quebecers 
find employment and start 
businesses.

CEDEC and YES offer 
one-on-one business coach-
ing and workshops and 
seminars on topics as 
wide-ranging as writing 
legal contracts, social 
media marketing, building 
your own website, or and 

business skills for artists. 
Additionally, YES offers ac-
counting and legal advice, 
and CEDEC emphasizes of-
fering online and in-person 
networking opportunities. 
Both organizations also 
offer specialized services 
for youth, and CEDEC 
also has a Mature Workers 
Initiative.

In an effort to increase 
awareness about their 
services, particularly net-
working capacity, CEDEC 
held a province-wide press 
conference on May 16, 2012. 
The conference highlighted 
a developing CEDEC ini-
tiative, the Small Business 
Support Network (SBSN). 
Réal Chabot, the Quebec 
City SBSN representative, 
quoted the CEDEC motto 
by way of explanation, 

“We support communities 
across Quebec by providing 
personalized business-
development services in 
English. And we follow 
through with every client 
to make sure they have 
the tools to succeed.”  The 
SBSN is “a non-profit, 
Quebec-wide initiative” 

which CEDEC notes is 
“the only network of its 
kind in Quebec positioned 
to help English-speaking 
entrepreneurs develop 
business-to-business re-
lationships, locally and 
beyond.”

The press conference 
also featured talks by 
specia l  g uests  Peter 
McAuslan (President 
and founder of McAuslan 
Brewing) and Fraçois 
Charron (a Quebec-based 
technology expert), each 
of whom noted aspects 
of business development 
critical to their success. 
McAuslan emphasized the 
importance of networking, 
saying, “Make sure you are 
out there talking to people 
in the community about 
what you do.” He also said, 

“We need to encourage a 
pattern of small businesses 
and entrepreneurs being 
actively engaged in our 
community.” Charron spoke 
of the critical need for en-
trepreneurs to engage with 
online technology, saying 
small businesses lose 
clients by not being visible 

online. He pointed out, 
“one out of two small- and 
medium-sized enterprises 
in Quebec do not have a 
website,” and noted, “over 
80% of Quebecers use the 
internet to inform or make 
purchases, but only 10% 
of small businesses here 
conduct business online.”  

The day after, May 17, 
2012, VEQ and YES hosted 
one of an on-going series 
of entrepreneur-oriented 
workshops.  Entitled “Vali-
date your business project,” 
the interactive presenta-
tion by business coach 
Douglas Leahey focused 
on the preliminary start-up 
phase. He encouraged par-
ticipants to answer a series 
of questions, such as “What 
is the problem, and how 
can you solve it uniquely?” 
and “W ho needs this 
problem solved?” He then 
broke down these topics 
into even more pointed 
questions which can serve 
as a starting point for 
individuals considering 
a business endeavor. One 
key consideration Leahey 
emphasized is identifying 

and knowing your target 
audience. He said, “Not 
everyone is a potential 
client. Figure out who is, 
or you are wasting time 
and money.”

In order to take ad-
vantage of opportunities 
like this workshop, and 
the coaching, planning 
and networking support 
offered by CEDEC or YES, 
you must sign up for their 
respective programs.  The 
CEDEC SBSN is free to 
join, and the YES Business 
Coaching program only 
requires a one-time $20.00 
activation fee.  For more 
information, visit http://
www.cedec.ca and http://
www.yesmontreal.ca.  

In the meantime, be 
on the lookout for the 

“Love Your Local Business” 
awareness campaign and 
contest soon to be launched 
by CEDEC.  During the 
campaign, we can act on 
Peter McAuslan’s parting 
admonition, “Doing things 
that are of value to your 
communit y pays div i-
dends.”  

BIG deal: Local resources available to support 
English-language small businesses

William Hush and Annie Kelly on their wedding day. 

Cultural golf tours: a hole in one


