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The Purdy Crawford Chair in Aboriginal Business Studies was 
established at Cape Breton University in 2010 in response to 
Aboriginal community leaders’ expression of the need for 
entrepreneurship, business investment, and corporate skills  
training for the purpose of creating a model of self-reliance.

Named in honour of Canadian lawyer and corporate boardroom 
leader, the late Mr. Purdy Crawford, the Chair aims to promote 
interest among Canada’s Aboriginal people in the study of business 
at the post-secondary level.

The Purdy Crawford Chair in Aboriginal Business Studies focuses  
its work in four areas:

• �Research on what “drives” success in Aboriginal Business
• �National student recruitment in the area of post-secondary  

Aboriginal business education
• �Enhancement of the post-secondary Aboriginal business curriculum
• Mentorship at high school and post-secondary levels

“�Meaningful self-government and economic 
self-sufficiency provide the cornerstone of 
sustainable communities. My wish is to 
enhance First Nations post-secondary 
education and research to allow for 
the promotion and development 
of national Aboriginal business 
practices and enterprises.”

   Purdy Crawford, C. C.
   (1931-2014)

Purdy Crawford Chair in 
Aboriginal Business Studies

Shannon School of Business
Cape Breton University

1250 Grand Lake Rd, Box 5300
Sydney, NS   B1P 6L2

©2016

www.cbu.ca/crawford
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SLICK’S HAIR SALON AND BOUTIQUE 
 
 
After more than a decade running Slick’s Smoke Shop and Rosie’s Hair Salon in 
Eskasoni, Nova Scotia, Rose Marie Basque expanded her successful esthetics business 
into the nearby community of Membertou, leasing one of the spaces in the newly 
erected Business Centre. In 2016, having operated Slick’s Hair Salon and Boutique for 
almost four years, she wondered what advertising and differentiation strategies would 
enhance her sales.  

 
 
ROSE MARIE BASQUE  
 
Rose Marie Basque (Rosie) grew up in Eskasoni First Nation, the largest Mi’kmaw 
reserve in Cape Breton, Nova Scotia with a population of more than 4500. Eskasoni is 
located alongside the Bras d’Or Lake and is surrounded by beautiful mountains and 
fresh water rivers, enriched with nature’s beauty and Mi’kmaw culture.  
 
Rosie never planned on becoming an entrepreneur; her dream was to become a social 
worker for the community of Eskasoni. She graduated with a Bachelor of Community 
Studies degree from Cape Breton University in 1995. After graduation she worked full-
time at Mi’kmaw Family and Children Services.  Rosie continued her journey in 
education and began her first year in social work studies until tragedy hit her family. Her 
husband Will Basque passed away suddenly and a few short months later her eldest 
son Bryan Basque was killed in a car accident. She became a single mother with three 
young children to care for. The job she held required a great deal of travel and long 
working hours, so Rosie decided to leave her employment to have more time with her 
children. Her children were happy they got to spend more time with her, but soon they 
became concerned about household bills. Rosie needed to find a solution that worked 
for her and her family’s lifestyle. Rosie’s friend soon recruited her to become a Mary 
Kay product consultant.  
 
Working as a Mary Kay consultant became Rosie’s new passion, because she was able 
to make money and stay at home with her children. Rosie made $1,500-2,000 a week 
as a consultant and she would often be booked to do at least two or three Mary Kay 
parties each week. She served First Nation and non-First Nation customers all over 
Cape Breton and Nova Scotia. She also trained her children so that they could sell Mary 
Kay from home in her absence; this helped especially when Rosie was out hosting a 
Mary Kay party at a client’s home or other venue.  
 
The home-based business quickly grew and Rosie decided that it would be a good idea 
to get into cheque cashing because of the need for the service in her community. The 
traffic of customers to Rosie’s home grew and, after six months, it became clear that it 
would be better to build a store so that her family could have its privacy again.  
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SLICK’S SMOKE SHOP AND ROSIE’S HAIR SALON 
 
Rosie constructed a building adjacent to her house and, in 2000, she turned it into a 
smoke shop and convenience store, and continued to cash cheques for the community. 
Soon, Rosie was approached by a friend who asked if she should be interested in 
opening a hair salon in Eskasoni. After discussing the proposal, Rosie decided to 
proceed. Though she first rented space for the salon, she later re-located her salon next 
to the smoke shop in a new building. Both businesses continued to grow and Rosie 
responded to the wants and needs of her customers in the community. 
 
Slick’s Smoke Shop sold tobacco and convenience grocery items, and provided cheque 
cashing services. Also available were home décor items, fashion accessories, and body 
and beauty products. On occasion, her friend Marie sold meat ball subs, and, during the 
summer, her son Nicholas sold nutritious smoothies. Rosie’s Hair Salon provided cut, 
colour, and styling services. In-home services were available for Elders and special 
events (such as weddings) in various Mi’kmaw communities. Clients could also 
purchase hair products for men and women from the salon, as well as gift cards and 
gift baskets.  
 
 
EXPANSION 
 
Slick’s Smoke Shop and Rosie’s Hair Salon had experienced steady growth during the 
twelve years they had been open. The community of Eskasoni enjoyed going to Rosie’s 
Hair Salon, because of its convenient location and because purchases on the reserve 
were tax exempt. Rosie enjoyed socializing and networking with her clients, and loved 
seeing their faces light up because they felt good about themselves.  
 
At the same time, demand for her services was growing in many nearby First Nation 
communities, particularly for holidays and special occasions. Rosie enjoyed travelling to 
different Mi’kmaw communities, helping with hair and makeup for weddings, proms, 
socials, and other events.  
 
In 2011, Rosie began thinking about expanding her business to another Mi’kmaw 
community. She knew that Membertou (a nearby Mi’kmaw reserve with a population 
of approximately 800 living on reserve) was experiencing significant economic growth 
and was located in the middle of Sydney, which had a population of approximately 
31,000. She knew that there was no hair salon located in Membertou. The community 
had recently built a Business Centre, which was meant to provide office and small 
business space to facilitate entrepreneurship. Rosie recognized the opportunity for 
growth and felt that the expansion had potential, but she also realized that it could be 
risky because she was not a Membertou community member. If she did decide to take 
the leap, she estimated that she would need approximately $40,000 to set up the 
second location.   
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Rosie began investigating her options and applied for First Nation business grants to 
help fund the possible expansion. One of her efforts, an application for a grant through 
Ulnooweg Development Group, Inc, was approved on a Monday. When it was realized 
that she was planning to open a business outside her own Mi’kmaw community, her 
application was rejected – just three days later on a Thursday. Rosie did not let that 
stop her; she quickly changed her plans and borrowed money from her savings in her 
existing businesses, Slick’s Smoke Shop and Rosie’s Hair Salon in Eskasoni. Four 
months later, her lease was signed, the fit-ups were done, and her business was open. 
 
 
SLICK’S HAIR SALON AND BOUTIQUE 

In 2012, Slick’s Hair Salon and Boutique opened in Membertou First Nation. It has 
experienced steady growth since its opening. Clients from the city of Sydney and 
community of Membertou enjoy going to Slick’s Hair Salon and Boutique because it’s 
convenient and close to home, and for those eligible, the products and services are tax 
exempt because Slick’s is located on a reserve. The location also offers ample parking.  
 
Slick’s Hair Salon and Boutique offers a variety of products and services. Several hair 
stylists cut, colour, and style hair. Esthetic services, such as pedicures, manicures, 
waxing, and spa care, are also available.  A variety of products, including accessories, 
jewellery, cosmetics, clothing, and bath and body merchandise, are available for 
purchase.  
 
The clientele of Slick’s Hair Salon and Boutique is diverse and draws from both the 
immediate Mi’kmaw community and the broader surrounding community of Cape 
Breton Regional Municipality. This is enabled by the salon’s location in the Membertou 
Business Centre, which is situated along the busy Churchill Drive that leads from 
Sydney’s main artery (King’s Road) to the Cape Breton Regional Hospital. The area 
experiences heavy traffic during the day.  
 
 
ADVERTISING 
 
Rosie’s two businesses in Eskasoni are well-established and have a large customer 
base drawn primarily from the community. Advertising in this context is not necessary. 
Her new salon and boutique in Membertou, however, is a different story. It has been 
open for almost four years.  During that time, Rosie has tried various ways to advertise 
her business, including radio (101.9 The Giant) and traditional media, such as 
newspapers. She has also used social media for promotional purposes, because it is 
free of charge. 
 
Additionally, Rosie advertises with two mobile signs, which cost approximately $159 
per month to rent. The first is located along Churchill Drive, the main road through 
Membertou that leads to the Regional Hospital. Thousands of cars travel this road 
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every day. The second billboard is located on King’s Road in Sydney, which is the main 
road into Sydney. There is no real evidence, however, to suggest that they have helped 
raise sales at Slick’s hair salon.  
 
 
ATTRACTING NEW CLIENTS 
 
While there is no immediate competition for Rosie’s business in Membertou, there is a 
great deal of competition in the hair and esthetics business sector in Sydney, Nova 
Scotia. Rosie feels this pressure and has the capacity to provide services and products 
to a larger customer base than she is currently serving. She is not sure if she should 
invest more money into advertising or a short-term contract to hire a marketer to help 
increase sales, or if some other strategy would be better. She is also contemplating 
differentiation and how that might attract new customers to Slick’s Hair Salon and 
Boutique.  
 
 
CONCLUSION 
 
Rose Marie Basque expanded her successful esthetics business into the nearby 
community of Membertou after more than ten years of operation in Eskasoni, Nova 
Scotia. In 2016, having operated Slick’s Hair Salon and Boutique for almost four years, 
she was contemplating whether to invest more money into advertising and marketing 
to increase her customer base and sales, or to take a different approach.  
 
 
 

 

 

 



 






