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CLIENT LIST 
Human Resources and Staffi  ng

ACSESS  

Adecco 

Eagle Professional Resources Inc. 

excelHR / altisHR  

The People Bank  

Staff  Click Personnel 

Workopolis 

Financial Services

Eastern Financial Florida Credit Union 

Mass Mutual 

Merrill Lynch 

RBC Dominion Securities  

Royal Bank of Canada  

Scotiabank 

Sun Life 

Government and Public Sector

Canada Post 

Department of International Trade 

Export Development Canada  

Health Canada 

Revenue Canada 

Media and PR

Conference Board of Canada 

Progressive Business Publications  

Trader Publications 

Semiconductor Insights 

Skyline 

Agriculture

Dow AgroSciences 

Mosaic Company 

Technology

Corel Corporation 

DAP Technologies 

Fundraiser Software 

Learning Tree International  

Matrikon 

Protus IP  

Replicon 

SofterWare 

Talkswitch  / Centrepointe Technologies  

United Online / NetZero / Classmates 

Whitepages.com 

Bio Technology

Boehringer-Ingelheim  

DNA Genotek 

Dow AgroSciences 

Fermentas 

MDS Nordion  

Manufacturing

Hood Packaging  

Petro Canada 

Pick Seed 

SupremeX 

TransCanada Pipelines 

Retail

Canadian Gift and Tableware Association  

Promotional Product Professionals of  
Canada

Sears Canada  

Hospitality

Comfort Inn 

Hard Rock International 

HelmsBriscoe 

Radisson Hotels and Resorts 

Travel Lodge 

“Colleen provides sales training that 
resonates with people. She has a great 

way of getting her messages across 
and makes people take responsibility 

for their own outcomes.” 
Kevin Dee, CEO & Owner, 

Eagle Professional Resources

“Thank you so much for the 
inspiration. Your selling techniques 

were just the shot in the arm that this 
old veteran really needed. I have 4 

new clients in just a week’s time! Hip 
hip hooray!!” 

Nancy Daniels, Regional Director, 
HelmsBriscoe

“Literally 30 minutes after my first 
teleconference with Colleen I was 

on the phone applying concepts and 
strategies I learned that enabled me 

to effectively move forward a deal 
accounting for 57% of my quota for 

the entire sales quarter.” 
Raj Shahani, Yahoo!


