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Introduction
Culinary Tourism is defined as the pursuit of unique and memorable eating and drinking experiences, while traveling.  With the Culinary Tourism and Wine mission we wanted to discover new and updated ways to exemplify our products in Atlantic Canada. After much research we gratefully chose a destination that has successfully created a culinary name for itself.   The mission visited Montreal, known as a culinary Mecca in Canada.  To further prove our rationale, Montreal was recently ranked the second best dining city in North America after San Francisco and ahead of New York.

The previous mission to Montreal in 2006 received outstanding reviews and was seen as relevant and informative to Atlantic Canadians on the mission.  Many institutions and establishments such as The ITHQ which is one of the leading training institutions in North America specializing in the tourism, hotel and restaurant services industry, and Academie Culinaire which offers cooking courses from renowned professional chefs were made available to discuss their range of knowledge in the culinary industry for this mission.

Purpose

The mission travelled to Montreal, Quebec and visited several successful food/wine establishments with experienced chefs/managers and exemplary technical skills and setup. Food interpretation, cooking school experiences, and culinary tourism experiences will be featured on this particular mission. The establishments will provide an authentic tourism experience whereby the participant learns about, appreciates, and consumes food/drink that reflects the local, regional, or national cuisine, heritage, culture, tradition, or culinary techniques.

Primary Expectations

· To learn about the different types of assets which are necessary to be highly competitive in the culinary tourism marketplace.

· To develop an understanding of what challenges Atlantic Canadian stakeholders need to overcome when developing an authentic culinary experience. 

· To learn about where cuisine and cooking schools are heading, markets for specialized short courses, and to discuss what types of research, learning activities, and technology do these institutions incorporate into their programs?
· Discuss the recent trends, techniques, innovations, and ideas in the wine industry and improve knowledge of food/wine pairings while enhancing the guests’ authentic experiences. 

· Learn how to tie in regional cuisine, stories, and authentic experiences that are thematically linked to culture and heritage. 

· Learn how to best target the “gourmande” tourist.

· To gain knowledge on how to effectively promote and market taste education and the successful means of educating the consumer on the source and story of the product.

· To learn how leveraging rich cultural resources support the local economy and community development.

· To understand how to connect producers and potential consumers through educational events such as fairs, markets, and local events as a means to showcase products 

· To learn of ways of illustrating the source of the products, allowing diners to learn more about the farm community and the farm-to-table concept.

· To learn how to assume distinct roles in preparing the region for further market readiness, and work together to create unique experiences for the visitor (i.e. culinary and wine education sessions)

· To learn how to enhance the presentation of gourmet products, how to effectively combine and package products (pairing food service with wine bar), and the useful marketing techniques for doing so.

· To gain knowledge on how to make quality culinary dining experiences an exceptional addition to high end and unique accommodations, and how to add a culinary tourism experience to an existing tourism experience to increase value or to rejuvenate a tired destination.

· To determine what makes an attraction superior or “top quality” and how to maximize an attraction’s potential by offering complimentary products and services.

· To learn how to attract high-value consumers who tend to become repeat visitors and what marketing strategies would be most effective to reach this target market
Mission Itinerary

Monday Oct 18

Late Morning: Travel from Atlantic Canada to Montreal, Trudeau Airport

3:00 p.m. 
Check into Montreal Hyatt Regency
5:45 p.m.
Meet in lobby of hotel.  Travel to Decca 77

6:00 p.m.
Meet N’ Greet with all business operators. 

Interactive 3 course dinner at the Decca 77

Meet with Executive Chef Daren Bergeron. 

· Discuss how Decca 77 attracts and keeps repeat customers, the importance of product presentation, and how exceptional service plays a key role in becoming recognized in the restaurant community.

Presenter :  
Isabelle Saint Jacques 

Daren Bergeron 

Tuesday Oct 19

8:00 a.m.
Breakfast on own – offered at hotel but not comp. 

8:50 a.m.
Leave for ITHQ  
9:00 a.m.
Discussion and Detailed tour of L’Institut de Tourisme et d’Hotellerie du Quebec. “Culinary School”

· To learn about where cuisine and cooking schools are heading, markets for specialized short courses, and to discuss what types of research, learning activities, and technology do these institutions incorporate into their programs.
· To discuss the success of the Hotel and Cooking institution and its mission and main objectives. 
Presenter: 
Amelie Arbour  - School Department


Carole Richer – Director of Sales and Banquets
11:20 a.m.
Leave for Chez L’Epicier 

11:30a.m.
Lunch and Discussion at Chez L’Epicier 

· To learn about presentation, product development of gourmet boutique products, packaging (pairing food service with wine bar), updating the wine cellar, and marketing techniques.

· A special Maple Kir will be served to enjoy before the meal.

 Kir is a popular French cocktail made with a measure of crème de cassis (blackcurrant liqueur) topped up with white wine and a hint of maple.
· Lunch will be served after discussion

Presenter:
Chef Laurent Godbout 

1:15 p.m.
Leave for SAQ Visit 

1:30 p.m.
Meeting with Representatives of the SAQ

· Discuss the recent trends, techniques, innovations, and ideas in the wine industry and improve knowledge of food/wine pairings while enhancing the guests’ authentic experiences. 
Presenter:
Lilli Prud’homme, Director of Business Intelligence
· Discuss the importance of demonstrating exceptional customer service within the industry

Presenter:
Langis Rioux 

Mahjoub El Hamakani

3:00 p.m.
Leave for Toque 

3:30 p.m.
Discussion and Tour of Toque


· To learn about the farm-to-table concept and about how leveraging rich cultural resources support the local economy and community development.

· Discuss the importance of targeting all levels of guests. Christine will discuss the new lower-scale restaurant that caters to more price conscious consumers but yet reflects similar concepts and meals as Toque. 



Presenter:
Christine Lamarche 

4:30 p.m.
Return to Hotel/ Time on your own

5:40 p.m.:
Meet in Hotel Lobby, and leave for Accord Restaurant

6:00 p.m.:
Dinner and Presentation:  Wine Pairing with a 3 Course Meal
· Learning how Accord is operated and how to attract high-value consumers who tend to become repeat visitors? 
· Learning of the marketing strategies that would be most effective to reach this target market
· The importance of incorporating local products into your menu and how to go about doing it? 
Presenter:
Philip Morisset – Wine Sommelier and Restaurant Guru

Wednesday Oct 20
7:00 a.m.
Breakfast on own – offered at hotel but not comp. 

8:30 a.m. 
Leave for North Hatley 

10:15 a.m.
Discussion and Kitchen Visit at Cafe Massawippi 

· To discuss the importance of unique product development to distinguish from industry competitors.

· To learn about the different types of assets which are necessary to be highly competitive in the culinary tourism marketplace. 

Presenter: 
Maryse Carrier and Dominic Tremblay – Chef and Owners
11:00 a.m. 
Visit  Manoir Hovey  with owner and Chef and lunch 
· How to make quality culinary dining experiences an exceptional addition to high end and unique accommodation.

· How to add culinary to increase value or rejuvenate a tired destination.


Presenter:
Jason Stafford- General Manager of Manoir Hovey

12:30 p.m.
Leave for Dunham 
1:45 p.m.
Site Visit at L‘Orpailleau vineyard 
· Discuss the development and promotion of the wine route

· Have a tour of the vineyard while discussing the product, the various workshops offered, the museum, and how they go about attracting a certain type of tourist

· Discuss the importance of partnering with other local producers to create a higher level of service and a better product. 


Presenter:
 Sylvie Beauregard - Propriétaire

2:35 p.m.
Leave for Hemingford 

3:45 p.m.
Discussion and Site Visit at La Face Cachee.  

· Discussion will include a brief history of La Face Cachée and the production of apple ice wine 

· How to effectively promote and market taste education and the successful means of educating the customer on the source or story of the product.

· Apple ice wine tasting session, served with local cheese. 

· Chance for participants to ask questions to Olivier, who is an ex-wine counselor from the SAQ and purchase products from the Boutique which is 10% cheaper than at the SAQ. 

Presenter :
Francois Pouliot – Owner



Olivier Monette – Responsable de l’agrotourisme

5:00 p.m.
Depart for Montreal (1hour drive)

6:00 p.m.
Arrive back in Montreal

Return to hotel 

Free Time

7:15 p.m.
Leave for Apollo Restaurant 
7:30 p.m.
Dinner at Apollo Restaurant and Traiteur 

Meet Chef Giovanna Apollo 

· Learn how to target the gourmand tourist

· Learn how to enhance presentation of gourmet products and how to effectively combine and package products (food and wine) and marketing techniques for doing so.


Presenter:
 Olivier St. Amant – Maitre D’hotel

Thursday Oct 21 

8:00 a.m. 
Breakfast on own – offered at hotel but not comp.
8:45 a.m.
Depart for meeting with Ron Poire, VDM 

9:00 a.m. 
Site Visit with Visites de Montreal and Culinary Tour of Old Montreal

· Discuss the culinary tours VDM offers to tourists, how to effectively market and promote this type of culinary experience. 

· Discuss the criteria required for culinary establishments to being a part of the culinary tour is (i.e. does their product need to be at a certain level), 

· Discuss the importance of partnering for this type of experience and how the culinary establishments work together to be promoted as a unit on the food tour.   

· Ronald will also take the group on a brief culinary tour so that participants will be given the opportunity to see what visitors usually experience. 
Menu for Tasting:
· Macaroon and coffee 

· Foie gras and Rillete

· cheese from Québec

Presenter: 
Ronald Poire -  Special Project Manager with Vistes de Montreal -




10:30 a.m.
Leave for Fourquet Fourchette 

11:00 a.m.
Discussion and Lunch at Fourquet Fourchette including a culinary experience.



· Discuss what Fourquet Fourchette represents and how they focus on "terroir" or local produce, as well as marrying beer and cuisine, within a traditional decor and atmosphere.
· Discuss how to tie regional cuisine and authentic experiences that are thematically linked to culture and heritage
· Lunch to follow that includes 4 beer tastings matched with some local homemade products
Presenter:
Marie-Josee Grenier – Director of Sales and Restoration



Christopher Rassi – Assistant – English

12:25 p.m.
Depart for Montreal (35 minute drive)

1:00 p.m.
Free Time

2:45 p.m.
Meet back at the hotel and depart for Carte Blanche 
3:00 p.m.
Site Visit at Carte Blanche and meet with owners, Sylvie Loiseau Vioux and Chef André Loiseau

· Discuss ways in which Carte Blanche differentiates itself from other establishments or competitors, and importance of using local and regional products to support the community.

· Discuss the Society of Chefs and Pastry chefs of Quebec (SCPCQ) and the various projects Carte Blanche is involved in such as the creation of an online recipe site, and recettes en vendetta, and how becoming involved with these projects add value to the restaurant. 

Presenter: 
Sylvie Loiseau Vioux

4:30 p.m.
Return to the hotel 
5:25 p.m.
Leave for DNA Restaurant 

6:00 p.m.
Dinner at DNA Restaurant and meet with owners, Derek Dammann and Alex Cruz


· Learn of how DNA acknowledges and implements different revenue generating techniques such as the “DNA Market.” 

· Discuss importance of partnering with suppliers.

Presenters:
Derek Dammann – Chef and Partner

Alex Cruz – Wine Director and Partner

Friday Oct 22

8:00 a.m. 
Breakfast /Checkout – can leave bags with doorman and pick up on the way out to airport

9:10 a.m.
Leave for visit with Isabelle Letourneau 
9:30 a.m.
Visit Le Marché des saveurs du Québec, la Librairie Gourmande, and the 


marché Jean Tallon 

· Learn how to connect producers and potential customers through educational events such as fairs, markets, and local events as a means to showcase products. 

Presenter:
Isabelle Létourneau
10:40 a.m.
Leave for Academie Culinaire 
11:00 a.m. 
Academie Culinaire for cooking class, lunch, and discussion with the Chef


· Interactive cooking class with the Chef. Participants will prepare an Asian sauté that includes one glass of red wine per person and a special dessert of the Chef. 

· Chance for discussion revolving around the Academie Culinaire and the programs and courses offered.

· Discussion on how to assume distinct roles in preparing the region for further market readiness and how to effectively create unique experiences for the visitor through such things as culinary education experiences. 

· Participants may ask questions to both the Chef and Sofia Bulota, Chief of Corporate Activities. 

Presenter:
Sofia Bulota

 12:30 p.m.
Travel back to hotel to pick up luggage and travel to Airport

3:00 p.m.
Shuttle to airport – fly back to Atlantic Canada

Mission Lead
Sarah Stewart – Tourism Atlantic, ACOA-APECA 

Dan Campbell - Tourism Atlantic, ACOA-APECA
Participants

Newfoundland and Labrador
Nancy Brace – Restaurant Association of Newfoundland and Labrador 
Jennifer Davis – Sophia’s Heritage Inn and Fine Dining

New Brunswick
Sara Caines- Fresh

Janet Everett – Magnetic Hill Winery

Denise Boudreau – Tourism NB
Nova Scotia

Pete Luckett- Luckett Farms
Brenda Bradford – ACOA NS

Lise Roy – Alcove Bistro and Lounge

Earlene Busch – Chanterelle Country Inn

Scott Vail – The Halliburton Inn

Prince Edward Island
Mitchell Jackson – Dalvay by the Sea

Harvey Larkin – The Olde Glasgow Mill

Karen Davey – The Inn at St. Peter’s

Mark Derry – Tourism PEI

Mission Activities and Presentations

1. Meet and Greet with Decca 77 Restaurant 
Background
Contemporary in cuisine and in design, DECCA77 breaks with tradition, and it begins in the kitchen. Boasting not one, but three reputed chefs, every meal is every bit a memorable culinary experience. Led by Executive Chef Daren Bergeron, the kitchen team focuses on blending the best from international cuisines with market-fresh, seasonal ingredients, creating simple-to-the-eye, complex-to-the-palette dishes.

Contacts
Isabelle Saint Jacques – Director of Special Events 
Comments of the activity/presentations, and lessons learned
· Great way to start the mission.  Casual – relaxed – nice venue – appropriate allotment of time to get to know other guests and network.

· The presentation was about the marketing direction and how they approach it was helpful.  Food was good, appointments were good.

· Presentation of food was great.  
· Interesting wine cellar storage!

As a result of our visit at Decca 77 the following points have been noted:

The presentation of the restaurant was what caught the participants’ eyes.  Everyone noted the little things that create a brand for the restaurant.  It was neat to see how the operations as simple as adding to the utensils rather than taking them away have sparked an interest in the participants.
2. Discussion and Detailed tour of L’Institut de Tourisme et d’Hotellerie du Quebec.
Background
L’Institut de Tourisme et d’Hôtellerie du Québec is the first educational establishment in Canada to specialize in tourism, hotels, and restaurants all under the same roof. Teaching programs are offered at the secondary, college, university and continuous education level. Founded in 1968, l’Institut has forged a reputation of excellence and has issued thousands of diplomas whose graduates now work in some of the best establishments in Quebec, Canada, and in the world.
Contacts
Carole Richer – Event and Banquet Coordinator 
Comments of the activity/presentations, and lessons learned
· Incredibly inspiring.

· Meticulous, clean, professional.

· Customer service and tourism initiatives are so important in showcasing our area.  Every single part about this visit affirmed that they take it very seriously. 

· Visiting this school was an inspiration, both in terms of their program and student selection but the exposure to the latest equipment.  

· The students appear very professional and well trained.  It may be a good location for Atlantic Canada to recruit CO-OP students for work terms.

· It was very interesting to see how Quebec is promoting its culinary training to produce a quality product which has enormous benefits to tourism.

As a result of our visit at the ITHQ, the following points have been noted:

It was inspiring to see how the school operates in Quebec.  It is definitely a great model for Atlantic Provinces to emulate.  It also offered excellent partnership and networking opportunities for business operators to have access to exchange students to work in their establishments.   
3. Lunch and Discussion at Chez L’Epicier 
Background
Products from the land, adroit mixtures of flavours, French and Asian influences, all contribute to Chez L’Epicier’s distinct personality. This quality restaurant-wine bar also offers a complete assortment of fine foods sold over the counter. This restaurant has unique cuisine, a warm and relaxed atmosphere with ancestral, yet modern décor.

Contacts

Laurent Godbout – Chef and Owner
Comments of the activity/presentations, and lessons learned
· One of my favourite visits.  Lunch was delicious, service was professional and the time given to us from the chef/owner was very generous.

· The information provided was practical and could easily create an added value for the consumer but more importantly a revenue generator for the operator.

· The chef/owner talked about the changes and evolution throughout the years.  Always changing to meet the demands.

· Interesting to see how diversification impacts business growth and attracts a wider range of clientele 
As a result of our visit at Chez L’Epicier, the following points have been noted:

· Chez L’Epicier had a concept that offered a combination of retail and food, which was made known that to keep up with the demand of consumers the product must always be changing.  It cannot sit still and think it will survive in the ever demanding world of consumers.   It was great to learn of ways to enhance the offerings, not only with food but by offering new products or to sell sauces and herbs that are used throughout the meal.
Most of all the meal was succulent and the owner was most gracious with his time and knowledge.
4. Discussion and Tour of Toque
Background 
In the heart of Montréal, the restaurant Toqué, with its light-filled dining room and its contemporary atmosphere, is the meeting place for gourmets in search of new flavours to share with friends. The chef, Normand Laprise supports local suppliers and farmers through his cuisine, true artisans of taste who help turn his culinary experiences into truly great moments of discovery. The finest products from Québec are featured and the dishes featured in a menu of seven pictures which is accompanied by a superb, audacious wine list. Toqué! was recognized as the best Debeur restaurant in 2005 by the Guide Debeur and has received the guide’s highest rating of four stars for the past several years. The first edition of the Zagat Guide to Montréal restaurants puts Toqué! at the top of its list of the most popular restaurants.


Contacts
Christine Lamarche  - Owner
Comments of the activity/presentations, and lessons learned
· We visited just before service which was great to see the staff involved in prep, to chat with the owner was great

· Visiting this restaurant was an inspiration. 
· Interesting how local farmers deliver food to facility – even while we were there!  It was fantastic to see that!

· Nice to see how it is really done!  Very impressive

As a result of the presentation with Christine the following points have been noted:

Toque was a high end upscale restaurant that made it difficult to compare especially with the drawing of downtown business clientele that dine here, but it was a successful destination where  the participants were glad to learn that there is success in using local products.  It is in how you market the products and entice the consumers that are willing to pay the prices to support fresh and local practices.  It was interesting to see the behind the scenes action of a restaurant, within the kitchen and wait staff.   It was however a successful and most appreciative location from the views of the participants.
5. Accord Dinner & Presentation 
Background

In addition to offering a cellar teeming with bottles from around the world, Accords is home to a dedicated team that is passionate about wine. Working under sommelier Philip Morriset, they are excited to share their expertise and act as your guide through a culinary adventure, suggesting the perfect wine to accompany your meal. In fact, Accords restaurant aims to take the experience a step further by offering wine and food pairings that are totally unexpected. It’s something we call “Accord/Discord.” What does that mean? For example, our sommelier may suggest you pair your rib-eye steak with a red Bordeaux (accord) or a rosé champagne (discord). You’ll love discovering new taste combinations while sharing the experience with family, friends or colleagues! 

Contacts
Phillip Morisset – Wine Sommelier and Restaurant Guru
Comments of the activity/presentations, and lessons learned

· One of my favourite spots for dinner
· The wine knowledge of the presenter was impressive

· Great to see a good customer base visiting that evening.  
· Food and presentation was very good!

· This restaurant uses wine pairings with its food which I felt could have been integrated somewhat more with our experiences.

· Very personable, the sommelier was very informative and service was very professional.

· Staff was very well informed about the wine and food

As a result of the presentation at Accord the following points have been noted:

Learned of the opportunities with wine pairing in meals, and how to offer a more efficient service based around the presentation of food and wine.  The information and the experience was a benefit with visiting this restaurant.  As the set up was not meant for presentation style, Phillip still managed to discuss the inner workings of the restaurant with the group and we learned from seeing firsthand how the staffs interact with the customers.  It was inventive to see how they are able to have over 50 bottles of wine open and how they adjust to the consumers needs.  It was inspiring to see how they pair their meals with the wine and not the other way around, definitely an approach that can be developed here by sommeliers.
6. Discussion and Kitchen Visit at Cafe Massawippi 

Background

Café Massawippi is known as the leading establishment for haute cuisine in the Eastern Townships. House classics are foie gras and deer tartar and the level of expertise evolved through such distinguished tables as Manoir Hovey, Auberge Hatley, Restaurant Laloux, Restaurant Laurie-Raphael, etc. Various gastronomic options are available, such as : dining-room, chef at home, catering, chef for a day and culinary challenge. Maryse and Dominic’s ongoing quest is to explore a wide scope of bold new flavours and daring combinations, while insisting on first-rate, top quality products from our suppliers.
Contacts
Dominic Tremblay – Chef and Owner
Comments of the activity/presentations, and lessons learned

· Most informative! 

· The presenter/chef/owner really spoke candidly about the business which seemed to be very real, and honest.  
· This felt more like the businesses we are all involved in on a daily basis 

· Very truthful!

· Clean and well organized

· Appreciated Dominic’s honesty and the challenges he faces in the slow season.  Small scale and probably the most relevant to our style of businesses.  

As a result of our visit with Dominic, the following points have been noted:

We learned new strategies on how to grow businesses in Atlantic Canada on the off-season including catering, which is a growing trend with Atlantic Canadian businesses.  The group liked the honesty that Dominic delivered, it was a fresh feeling that is not addressed at all times.  There was lots of learning based around internet marketing and how to address consumers past and present as well as delivering new information regarding your restaurant, whether it is a new menu, an event, or specials of the day/week.  It was uplifting to know that similar difficulties exist everywhere, especially with the local and sustainable offerings within a tourism business. 
7. Visit  Manoir Hovey  with owner and Chef and lunch
Background

The Manor is renowned for its friendly, personalized service and its innovative Quebec cuisine, which uses the finest local and regional products. The extensive wine list with over 1000 labels contains many treasures and has earned the Best of Award of Excellence from Wine Spectator magazine every year since 2004. The cheese cart, the biggest in all the province, has a rare selection of local raw-mik and artisanal cheeses, standouts among which are an aged chèvre, rich and slightly grainy, the brie-like Mi-Carême and the triple crème Brillat Savarin. 

Contacts
Jason Stafford- General Manager of Manoir Hovey

Comments of the activity/presentations, and lessons learned
· I would have loved to spend an hour with GM Jason as the Inn business is different than just a restaurant.

· Gorgeous old fashioned place!

· Service was top notch!

· Food was very well presented

· An exquisitely beautiful place and its appointments were perfect 

· The rural inn has managed to remain very competitive and uses a strong marketing campaign through its quality designation to increase its seasonality. 

As a result of our visit with Jason, the following points have been noted:

The Manoir was very relevant in the terms of its offerings to many Atlantic Canadian businesses.  It is stationed within a small community, and is counting on the hands of tourism to support its business.  The Manoir is one of the only Canadian Relais and Châteaux.  It was appreciative to have them welcome us into their dining room and speak with us on some of their everyday ventures.  Due to time constraints there was not a lot of time allocated to discussions but more irreplaceable knowledge was gained in the deliverable of the meals, and the service allocated to us by the wait staff.  
8. Site Visit at L‘Orpailleau vineyard
Background
At L’Orpailleur, the owners turn a blind eye from the vagaries of the climate and create fine products such as their succulent white wine. The vineyard offers winery workshops and the cooper's workshop while teaching visitors about the use of wine presses, hoes, and bush hooks. Before leaving the site, be sure to sample the poet’s wine and visit the museum.  

Comments of the activity/presentations, and lessons learned

· Well run operation.  Interesting to see the space allocation for tasting, information and sales.

· Excellent presenter, good business to emulate

· At our winery we also don’t charge for the tasting, and try to give guests an educational experience.  Fun to watch and learn about their methods of presentation.  Also, doing weddings every Saturday – so will look at that on their website.

· Very informative!  Nice to see how the wine industry has evolved in Quebec, great products, knowledgeable staff!  A real pleasure!
· A very interesting visit of Quebec’s oldest winery – the wine route is relevant- the cheese and wine presentation was excellent.  Shaded terrace lovely no charge to museum – good idea and store was easy to buy from.

As a result of our visit at L‘Orpailleau vineyard, the following points have been noted:

The relevance of their operations was significant to our Atlantic Canadian learning.  The vineyard is part of a Tourism Wine Route that taught many operators the benefit of partnering with other competitors and seeing the advantage of growing a larger number of visitors to the area.   It was great to learn new techniques when hosting a group of people, something to emulate in our Atlantic Canadian businesses in all areas, not just around wine.  By offering the ease of visiting and purchasing from L’Orpailleau has greatly enhanced the experience at the winery.  It is a successful business because of the success on the small matters as well as the large.
9.  Discussion and Site Visit at La Face Cachee
Background

In the early 1990’s, well-known film director Francois Pouliot was driven by a passionate desire to create a fresh, authentic product inspired by the bracing chill of the Quebec winter. His goal was to develop something different and special. Its development inspired by our very particular climate, apple ice wine was born out of the Quebec terroir, which has the extreme cold winter temperatures to produce the concentration of sugars for its creation. In 2000, demand for apple ice wines really began to grow, embarking on a long upward trend. Today, apple ice wine is the top selling terroir product in Quebec!

Contacts

Francois Pouliot – Owner
Olivier Monette –Event Coordinator 
Comments of the activity/presentations, and lessons learned

· Very well executed

· These guys were ready for us – gave us a brief but very informative talk on their concept.  Was most interesting for sure!

· Fantastic packaging and marketing 

· Branding cheese plates, icicle toothpicks - great touches to presentations.

· Very professional presentation.  

· A wonderful experience, unique product, great marketing strategy.

As a result of our visit with Francois and Olivier, the following points have been noted:
This was a successful visit as we learned the perks of packaging, and the importance behind branding.  It was a favourite visit from many of the participants as it was where we learned the general knowledge of “simple things.”  Not only is La Face Cachee successful in producing wine, but in selling it and packaging their products with not only themselves but with partnering up with Lise Watier, with every purchase of either Neiges Perfume or Neige Apple Ice wine, you were given the other in a package.  It was a great marketing and brand awareness session for the participants in Atlantic Canada.  Again the perks of partnering were brought to the table.  Many of the participants mentioned the branding of wine glasses when they returned home.  It was successful in many wanted to offer that additional experience for their customers.
10. Dinner at Apollo Restaurant and Traiteur
Background

From behind a great glass wall comes the inspiration of Chef Giovanni Apollo who invites you to discover his culinary creations. Each element of the menu can be prepared in three or four different ways, promoting discovery, sharing and gastronomic pleasure in a relaxed, bistro BYOW (bring your own wine) atmosphere. To make any event a success, Apollo also offers a catering service. Thanks to the great creativity and savoir-faire of Apollo’s culinary team, sophistication and discovery are on the menu for cocktail receptions, galas, conventions and launches.
Comments of the activity/presentations, and lessons learned
· Very much appreciated, the presenter/owner preparing to discuss certain things with us.

· I felt like he was truly proud to have us in his house and he offered great info on his own personal story

· The owner was very entertaining, had great lines!

· Very entrepreneurial!

· Presenter was passionate about his work!  Very humorous and entertaining 
· Interesting concept to food and presentation.  
As a result of our dinner at Apollo, the following points have been noted:
Apollo is a restaurant based solely around the offering of tapas’.  It was significant in our experience as we got to see a restaurant form their menu around choices for their guests.  When speaking with Chef Apollo it was amazing to learn of his story and the changes he has made for society.  He has many aspects to his business along with many restaurants.  It was appreciative for him to take the time to speak with us on the many legs of his business.
11. Site Visit  with Visites de Montreal and Culinary Tour of Old Montreal
Background
 Visites de Montreal(VDM) is a well established Montreal tour guide and event planning company. Various culinary tours which focus on a vast array of themes such as chocolate, local markets, ethnic foods, Quebecois food, wine and more are offered and lead by a team of very knowledgeable and well educated tour guides.
Contacts

Ron Poire – CEO Vistes de Montreal
Comments of the activity/presentations, and lessons learned

· Well informed guy!

· Great overview of good businesses in Montreal

· I would love to clone this presenter and his product in our province

· Great way to see Montreal, at the same time learning how to conduct tours.

· Interesting concept.  I don’t believe any location is doing this in Atlantic Canada.  Definitely would have to be in a populated cluster with a group of entrepreneurs wanting to work together.  Probably not relevant to our business. 

· The weather was not great for an outside tour but the presenter was wonderful.  He gave us a great deal of information that everyone could take with them.
As a result of our walking tour, the following points have been noted:
The walking tour of Old Montreal was a successful take away for Atlantic Canada.  It would be easy to emulate this product offering in the cities and towns back home.  Many brains were clicking when visiting the different places that were on the tour.  It was successful in accessing different types of business that could promote tourism in the inner workings of the city.  It gets tourists into the area where it isn’t heavily promoted and gives them the cultural experience as well as the local culinary offerings.
12. Discussion and Lunch at Fourquet Fourchette including a culinary experience.
Background

 The Fourquet Fourchette is a culturally and regionally focused dining establishment in which New France is the main inspiration. Throughout the years, the Fourquet Fourchette has become distinctive thanks to its incomparable craft and promotion of the local market and received many awards over the years. In 2009, Fourquet Fourchette received the Laureate crown at the 24th Quebec Tourism awards, dining – Tourism Development – Montreal region, Category: Restaurant industry development. In addition to this exceptional fine dining culinary experience, the establishment also has a boutique, which offers many of the fine products used in many of the dishes. 
Comments of the activity/presentations, and lessons learned
· This place was a great pick in that it was absolutely beautiful and really geared to tourism.  

· It was a great spot for us to get a local souvenir to bring back home – and the beer pairing was a fun element that is not often seen.  Something to add to my own event possibilities 

· Décor, theme, experience, theatre – ALL GOOD!

· Excellent food and presenter.  Beautiful location and excellent retail opportunity- added value to products

· The detail to décor, bathrooms, tables, packaging, and the story is all inspiring.

· Unique concept and products available.
As a result of our visit at Fourquet Fourchette, the following points have been noted:

Fourquet Fourchette has two restaurants, one in Chambly and the other downtown Montreal.  By visiting the country style restaurant outside of the city we were able to experience the tourism offerings.  The restaurant had different offerings but was easily relatable to Atlantic Canada and could easily be manipulated into the offerings from restaurants across Atlantic Canada. 
13. Site Visit at Carte Blanche
Background

 Carte Blanche is a combination of attentive service, a hearty meal using local products, and a great wine list offering a selection of private imports marrying perfectly the dishes offered. The Chef André Loiseau who has just been elected Chef of the Year 2010 for the Montreal area, is an active member of the Society of Chefs, Cooks and Patry Chefs of Quebec. He regularly takes part in events organised by the SCCPQ such as the annual Beer and Flavour Fest of Chambly, where he introduces some of his recipes. The Chef is also a member of a new recipe website “Recettes de chefs” in which he shares many of his innovative and Quebec inspired dishes.Carte Blanche is not only renowned for its excellent food, but also for its high fashion design. Soon after its opening in 2006, Carte Blanche was nominated as finalist of the Creativity Montreal contest, which rewards the best commercial designs of the year. 

Contacts

Chef André Loiseau – Chef and Owner
Sylvie Loiseau Vioux – Co-owner

Comments of the activity/presentations, and lessons learned
· This discussion was most relevant to our own experiences and challenges in that they were open about being small in a tough market.

· This entrepreneur gave a very different perspective of the restaurant business.  A reality check that some of us in the government are not always aware of.  However, in the hospitality business we always aim to please and this operator seemed to believe that the customer also needs to adjust to their limitations.

· The honesty of this woman was amazing.  She was very interesting to listen to and gave good insight as to how competitive the industry is. 

· Some of the same challenges as we have at trying to find new customers and keep them at the cost of running your business.

· This was for me the most interesting and informative venue.  The presenter was real! She spoke of issues that are universal to the restaurateurs.  They were friendly and knowledgeable.  As a small business in the city, they were accessible where other places were not so much.

As a result of our visit at La Carte Blanche, the following points have been noted:
After speaking with Sylvie and Andre, it was a relief to understand that it is not just Atlantic Canada that has difficulties with their products and offerings.  What we learned here was the ability to differentiate your restaurant or product from the crowd.  It is even as simple as painting a wall another colour.  It was great to see that it is finally “not all about the customer,” limitations have to be set on both sides.  It was great to learn of extended options to help promote your business, such as selling certain tapas’ for retail use.  The real issue that was faced and more heart struck was in learning how to attract and establish a repeat customer base.  It is a relief to see and know that we are not alone in the difficulties we face when operating a tourism business. 
14. Academie Culinaire for cooking class, lunch, and discussion with the Chef

Background

 Since 1995, Academie Culinaire has been offering a wide range of cooking courses for beginners to seasoned cooks. An ideal spot for culinary training or a team-building, the centre can host groups from 8 to 120 who enjoy ultramodern kitchens and guidance from renowned professional chefs. 

Contacts
Sofia Bulota – Executive of Corporate activities 
Comments of the activity/presentations, and lessons learned
· An interesting and unique concept that could be implemented on a smaller scale to many of us.

· Got my business brain working on a new venture for Halifax!

· This was a great experience and a valuable lesson.

· Several ideas and concepts learned. 

· Corporate team building seminars are a great idea.  We already host a lot but perhaps we can work on better packages.

· Also, again reminding us to apply for Research and Development projects.  Project dollars that I knew about but haven’t really used in developing new products.

· Very interesting concept, something we should have here. 

As a result of our visit at Academie Culinaire, the following points have been noted:
The largest take away from this product offering was creating more teambuilding activities.  By offering an experience in the kitchen cooking with the Chef of your restaurant can capture a new audience and regain the promotion of a company.  There were many concepts learned and gained from our presentation as well as watching our meal be cooked in front of us.
Evaluation of Mission (Taken from participant surveys and debrief discussions)

Positive comments about the mission included:

· Diversity of participants
· The relevance to my own personal business as well as the others in the group.
· The activities scheduled and the range of outings
· The ambitious itinerary – which was achieved through discipline – to allow us to stay on task.
· The selection of venues (material) was perfect
· Great class selection of Atlantic entrepreneurs
· Was able to learn from the party members, very well organized
· The variety of the venues visited and the composition of the group invited to the mission
· The exposure to all of the aspects of culinary tourism.  I enjoyed meeting the chefs and hearing their approaches and philosophy. 
· Being in Montreal and seeing how culinary tourism opportunities dominate the city.
· Diverse décor of businesses
· Got to meet other people and learn what is on the their menu and new ideas
· The participants in the group were also an industry cross-section and each made an effort to learn from all participants. The group became very adhesive which promoted a richer learning environment. 
· Lots of opportunity to talk with other participants and ask questions to presenters
· Seeing unique products and services
· Access to people in the industry we might not otherwise be able to confer with 

Recommendations to improve future missions:

· The time allotted to some of the visits versus others.  Some of the stops were too rushed to do the business owners justice in showcasing their product.

· I would eliminate the presentation of the research findings of the liquor commission, although I appreciated the statistics on trends given by the first presenter. 

· Perhaps a bit more lecture or study on food and wine pairings. 

· It was a very busy mission

· None that I can think of. (
· More time in rural areas would have been beneficial

· Mission participants backgrounds were very diverse

Lessons Learned / Recommendations

· Develop culinary offerings (e.g. cooking weekend)
· For me personally it was the little things relating to the décor and the cosmetic aspects of the restaurants that I was most interested in.  
· The branding of the name for example and the presentation of dishes were interesting for me.  I plan to implement some of these ideas into my own space. 
· The wine lists were very interesting, something that I have been wanting to improve on.  Was nice to see what others were offering.
· Packaging of products – wine labels!
· I envision a new type of culinary tour within the region and maybe even on a provincial scale 
· I am going to try to hire a student chef from the Institute of Tourism. 
· Now creating a new pamphlet.  Hopefully it will be inclusive of all services/events and promote these.
· Try more internet marketing; collecting emails and send out when new wines are released, awards, shows, etc. 
· To increase the diversification of offerings within my business to remain competitive and use networking within the industry to form partnerships which will impact my business.

· I am putting my logo on my wine glasses; I am working with our local RDA to promote Antigonish as a destination.

I think the biggest change is in my attitude toward my own business and the industry in general I am very motivated to make my business the best that it can be.  It was a life changing opportunity and I am so grateful for having been selected.

Please see Appendix A for graphed results of the post-mission evaluation.   
Conclusion

The Culinary Tourism and Wine was a successful mission in terms of the relevance within the mission to each of the participants.  Much of the success was in relation to the diverse offering of participants that were on the mission.  Everyone by the second day had moulded into a network that fed off of each other’s ideas, comments and even suggestions.   The itinerary was ambitious with many highlights however; the group was great to keep on track and on time.  It was a different learning experience being in a large city, but the scope was very similar to Atlantic Canada and it was great to see the Canada’s “mecca” of culinary offerings was doing and how we back home could improve our offerings by creating a “gourmande” destination. The trip had many highlights and many tips on how to improve Atlantic Canada’s offerings which I hope to see change for the tourism season of 2011.  A notable highlight was the experience of seeing the background work and the kitchens of many established restaurants, especially with Toque.  We were offered the experience of seeing the kitchen during prep and delivery of products.  It was unique to see and offered many participants the chance to improve and learn how to run their own operations.
Other highlights were sessions with La Carte Blanche and the honesty delivered on their offerings of their restaurant and products.  It was fresh after a long week to hear the striving of a small restaurant in a big city and their success story.  The walking tour in Worcester was valuable, providing ideas for the operators and councils to take back to Atlantic Canada.  This will hopefully increase not only the marketing of local art works but increase the visibility of the towns as ‘gourmande.’
The mission received a great deal of positive feedback as the post mission evaluations were very constructive.  The overall hospitality while on the mission was noted, as all locations visited were very welcoming and gave the group feedback as if we were their partners.  Particularly, organizations visited were very candid about the way they operate behind the scenes and the group was able to relate their stories to their own operations.   Throughout the whole mission the group was presented with new ideas for marketing and on presentation of their products to the public.  Overall, the mission was very educational and offered Atlantic Canadian operators the opportunity to learn about a broad scope of new ideas and practices to take home and implement in their respective restaurants, wineries, and other organizations and associations. 
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