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Susy Pardo calls herself the
CBOof her company. Chief Bak-
ingOfficer, that is.
Having attended SheridanCol-

lege for journalism, and worked
as a projectmanager at an adver-
tising agency, owning flourgirls,
a specialty cupcake and cookie
shop in Milton, Ont., is far from
where Pardo, 35, imagined her
lifewouldbe.
Born and raised in Canada,

Pardomarried anAmerican and
moved to New York for several
years where she worked remote-
ly for an advertising agency in
Toronto.
While food, specifically

desserts, had always been a pas-
sion of Pardo, it was the “circus
of food” in New York combined
with the desire tomeet people in
anewcity that broughther to en-
rol in cooking school at the
French Culinary Institute in
NewYorkCity.
And once she walked through

the door on her first day in the
kitchen, she knew she was
where shebelonged.
“I just loved it. I just loved the

feeling I got from being in the
kitchen,” she recalled. “If some-
one had toldme 15 years ago that
I would’ve ended up at cooking
school in New York, I wouldn’t
havebelieved it for aminute.”
Eventually moving back to

Canada, Pardo and her husband
decided to settle in Milton, west
of Toronto.
Pardo started flourgirls online

as a virtual store in February
2005 while still working full-time
as a projectmanager at an adver-
tising agency in Toronto. Ten
months later, after having dis-
tributed dozens of cookies to a
lot of people, “the right people
started eating my product,” she
remembers.
InNovember of the same year,

she had her first big break –
Sweetspot.ca, a cookingwebsite,
ran an email about flourgirls
cookies.Pardoreceived300emails
about her products in the first 24
hours. ThenMaclean’smagazine
called,wanting toaddflourgirls to
the “Recommended List” in their
Newsmakers2005issue.
Pardo decided to resign from

her full-time job andmake flour-
girlsher career.
“The workload started to in-

crease to the point where I just

felt that I needed to focus on one
or theother,” she said.
And choosing to pursue her

opportunities with flourgirls
wasn’t a difficult decision for her
tomake.
The virtual store allowed Par-

do the flexibility of not having to
deal with the overhead costs of
opening up a shop or keeping
regular business hours. She was

available to meet clients in the
evenings or weekends for wed-
ding consultations from her din-
ing room table. She did every-
thing fromclient consultation, to
delivery, tobaking.
Eventually, though, sheneeded

to hire someone to help with the
baking. And by December 2007,
flourgirls had its first retail loca-
tion and three new staff mem-
bers.
Pardo says things worked out

well for her, thanks to a very sup-
portive environment and family.

She cites the move from a home
business to the storefront as the
biggest challenge she’s faced
with flourgirls because of the
lackof personal time.
Though Pardo’s career started

out completely different from
where she is now, she says she
believes that her past career
paths have given her the founda-
tion to succeedwhere she isnow.
“They always say that people

end up with six or seven careers
in their lifetime, so I don’t regret
it at all,” she said.

A trip to India was the final
piece of a puzzle that was to

become Jennifer Lonergan’s
new life. A historian by training,
she had spent years in the sti-
fling bureaucracy of Canada’s
museums system, constantly
bumping up against bureaucra-
cy that dashed months of work
or relegatedbright ideas todusty
shelves.
Visiting India with a friend,

they were in a village in Uttar
Pradesh at a school started by
one individual.
“The children were there, sit-

ting at desks,” recalled Loner-
gan, 42. “It was the first time I
had a sense that one person can
actually do something.Witha lit-
tle bit of money and a little bit of
effort, oneperson canmakeadif-
ference.”
Wanting to make a difference

had been building up in Loner-
gan for years, ever since she be-
ganwork at theMuseumof Civi-
lizationwhere she eventually be-
cameassistant curator.
“One of the jobs I had to do

was focus on collections,” said
Lonergan,who receivedherPhD
in women’s intellectual history
fromBristol University. “I began
to realize we don’t have very
much that will help us tell
women’s stories.”
Asahistorian, shewasdealing

with lots of writtenmaterial, but
in this environment she saw that
there were very few objects that
enabled the museum to tell
women’s stories.
“It was really then that I devel-

oped this consciousness of the
dearth of women’s things and
how we don’t value them,” she
said.
She discovered that women

don’t even value their ownmate-
rial culture; they would donate
their husband’s uniforms or oth-
er material, but either throw
way their own stuff or not want
to part with it for sentimental
reasons.
“I began to nurse this idea in

my head, looking for the way to
encourage women to value their
ownart.”
Women’s creations are often

crafts, Lonergan realized, and
we really don’t value craft the
way we do art. So she came up
with an idea of opening a place
that would sell women’s art; and

she added to that after the India
trip a way to promote women’s
work indevelopingcountries.
“The stuff from India, that

beautiful embroidery that evolved
from their long artistic tradition,
fitintomyplan,”shesaid.
Frustrated after two years at

another job in Ottawa, working
for the National Historic Sites,
she decided the timehad come to
turn her idea into reality. She
volunteered for about a year in
her spare time forTenThousand
Villages, the fair-trade store, and
this February, she moved to
Montreal, where she took a busi-
ness course for entrepreneurs
and wrote up her business plan.
All the while, she had been
scouting potential artisans
whose work she liked and began
in earnest to search for a loca-
tion forher store.
She financed the venture with

“a little bit of love money” from
her parents and cash from a por-
tion of her own savings, and
opened up in September on Park
Ave. inMileEnd.
“I represent the artisans inmy

shop,”saidLonergan,whose takes
all the pieces on consignment.
“For me, it seems like the most
concreteway that I could imagine
of really encouraging women’s
creativityandwomen’sart.”
She carries works of about 30

artists, items like ceramic table-
ware in desert colours made by
Anne-Marie Garceau, woven
scarves and embroidered shawls
in silk and wool from India, sil-
ver jewelry from a Calgary sil-
versmith and mosaic-topped
sidetables fromQuebec.
The shop is named Artistri.

She isgivingherself ayearof los-
ingmoney, she says, and hopes to
be making a good enough profit
after three years that she can live
off thebusiness.
It’s hard work and she doesn’t

sleepmuch these days. But life is
exciting, Lonergan says, partly
because handling bureaucracy
has been reduced to dealingwith
the likesof Hydro-Québec.
“Now, if I have an idea, I can

move on it,” she said. “That’s the
most liberating thing. I don’t
have to wait; if it doesn’t work, I
try somethingelse.”
This business, she believes, re-

alizes her dreams and gives
women artists access to a mar-
ket.

Artistri will hold a holiday event
on Thursday, Dec. 11, from 5
p.m. to 9 p.m. at 5319 Park
Ave., between Fairmount and
St. Viateur. Artisans will be on
hand to answer questions.

donnanebenzahl@videotron.ca
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Global Crossing -
Hiring Customer
Care Specialists

We are looking for full time candidates
who are multi-lingual (English/French/
Spanish) to join our team in Montreal pro-
viding world-class service to our Tele-
Conferencing clients. We provide you the
training that in turn will allow you to help
educate clients on conferencing prod-
ucts, services and pricing. This is NOT a
tele-marketing position, inbound calls
only relating to Call Reservation and Call
Execution processes.
Qualified candidates will have previous
customer service experience and HS
diploma or equivalent. We also require
solid verbal communication skills; 25
wpm typing and the ability to work vary-
ing shifts, which might include weekends.
We pay a competitive wage. Interested
candidates should e-mail their resume in

English to
resume.administrator@globalcrossing.com
or fax to 1-585-324-4003. Reference
“Customer Care” in subject line.

UUPPSS CCAANNAADDAA

Only resumes of candidates under consideration will be
acknowledged. UPS is fully committed to employment equity.

Complete benefit package
Pension Plan
RRSP Plan
Tuition reimbursement
Referral bonuses
Career development

Premium Sales Associate
Provide the highest level of service to
the client and other company
departments in accordance with
company policies. Qualify and scope
leads, provide support to clients and
sales dept. Bilingual with knowledge
of Microsoft Office, ability to handle
stressful situations, good time
management and attention to detail.

Apply online:
wwwwww..uuppssjjoobbss..ccoomm

Or email us at: emploimtl@ups.com

Key Account Executive
Developing sales strategies and
generating business opportunities.
Cultivating multi-level customer rela-
tionships and coordinating contract
implementations. Requirements:
undergraduate degree, bilingualism,
knowledge of Microsoft Office,
strong organization skills, 2 years of
sales experience and ability to work
on the road.

The Syncrude Project is a joint venture operated by Syncrude Canada Ltd. and owned by Canadian Oil Sands Limited, Conoco–Phillips Oil Sand Partnership II, Imperial Oil Resources, Mocal Energy Limited, Murphy Oil Company Ltd., Nexen Oil Sands Partnership,
and Petro-Canada Oil and Gas.

You supply the dream.
We’ll provide the opportunity.

A leader in oil sands development, Syncrude is the largest producer in
Canada’s growing oil sands industry. Our operation is expanding and so are the

opportunities to join a new frontier—one full of excitement, adventure and success.

Our high-tech and team-oriented environment is perfect for motivated
individuals who share our commitment to safety, integrity and community.

We’re currently seeking qualified applicants for the following full-time,
Fort McMurray-based permanent positions:

Mine Operations Leaders
Process Operations Leaders
Utilities Operations Leaders
(Experience in the oil sands industry is an asset)

We offer exceptional salary and benefits that include:
• Company-matched savings plan • 100% Company paid defined

benefit pension • 100% Company-matched Supplementary
Retirement Plan • Comprehensive benefit plan
• Variable incentive pay • Relocation program

To learn more and to apply visit syncrude.com

DONNA NEBENZAHL

Deciding to do something
different is inspiring and scary

WORKOLOGY

From cooking class
to entrepreneur

Some careers take twists and turns
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Susy Pardo owns flourgirls, a specialty cupcake and cookie shop, that started as an online company.


