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before. Recognizing the talents and skills within Canada, as 
well as the unique opportunities afforded to tech innovators 
by remaining in Canada, our nation can hold on to talent and 
continue to strengthen our reputation as a tech innovation 
capital.  

Differences in character between Canadian and U.S. 
entrepreneurs play a significant role in the growth of Canada 
as a tech centre, specifically in how Canadian entrepreneurs 
face challenges and seek collaboration. 

With 20 years of Canadian tech experience across a variety 
of regions, I have seen firsthand how willing Canadian 
entrepreneurs are to align resources and cooperate with 
other innovators, driving international growth. Less access 
to capital compared to startups in the U.S. or Europe also 
results in Canadian tech innovators doing more with less, 
exemplifying a strong value for resourcefulness and creativity. 

Canadians are gritty by nature, often acting faster and 
recognizing new opportunities before our global competitors. 
Often still in the earthly stages of growth, Canadian offices 
of international firms tend to act as “labs” for their global 
parents. As a result, these Canadian locations are often 
willing to try new things quickly, opening up vital market 
opportunities for entrepreneurial companies. 

Canadian innovators exemplify a stronger tolerance to risk, 
more often than not taking the large, yet calculated bets on 
new innovation, approaches to business or partnerships 
required to scale. This keeps Canadian startups generally 

he geographic capital of tech innovation is changing. 
Once holding the monopoly over tech startup success, 
Silicon Valley is falling victim to a barrier faced by major 

hubs of the past — they have centralized similar innovative 
minds but are now unable to pivot fast enough with changing 
global markets. To combat this issue, Silicon Valley is now 
outsourcing to acquire the new skills and traits necessary in 
the age of rapid tech innovation. This is where Canada and our 
wealth of homegrown talent comes into play.

Often deemed the hub for technological innovation and 
production, Silicon Valley is globally recognized as the 
unofficial destination for upcoming tech entrepreneurs and 
startups. However, with the growing number of major tech 
companies setting roots in alternative regions such as Georgia, 
Florida, Ontario and British Columbia – it’s important for 
emerging tech startups to note why a variety of Canadian 
cities are gaining notoriety for their tech innovation and skill. 

As the global job market widens, companies around the world 
are looking to Canada for remote talent, leading to possible brain 
drain as our brightest and best are recruited for established 
opportunities in other countries. While remote hiring has 
ample benefits for both employers and applicants around 
the world, rapid and excessive outsourcing of Canadian talent 
will have critical and long-lasting effects, including a catastrophic 
reduction in tech innovation and development of local startup 
economies. 

A fine balance between global hiring of Canadian talent and 
retaining Canadian innovators is more important than ever 

T
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one step ahead of the competition and able to capitalize on 
new opportunities for investment and innovation.

Across the country, tech hubs are sprouting up, including 
The Corridor — spanning from Waterloo to Toronto, spear-
headed by Shopify, Google and D2L — and the growing tech 
hub in Metro Vancouver. 

The first major advantage to organizations looking to settle in 
Canada compared to major U.S. cities is the economic boost. 
The tax benefits, lower rent and easy access to talent via 
expanding remote opportunities allows startups to operate at 
a lower cost while achieving similar revenue results to 
conducting business in the U.S. As all startups aspire to achieve 
significant profit growth, basing headquarters within Canada 
makes good business sense.

Canadian-based startups also offer a unique benefit to their 
local ecosystems and are known for their ability to connect 
with local industries to accelerate innovation. Perfect examples 
include Shopify’s ability to spark local ecosystems surrounding 
e-commerce and drive the development of new breakout 
companies. Canada’s ability to share, collaborate and support 
others as an innovation community allows our startups the 
chance to excel.

Looking to the future of Canadian tech growth, Artificial 
intelligence (AI) and machine learning, two integral technological 
innovations to solving a host of major global issues, are Canada’s 
strength. Continued innovation and funding within these 
ecosystems are vital and will ensure Canada continues to stake 
its claim as the new Silicon Valley.

During a time when global hiring and outsourcing of talent 
is growing exponentially, Canadian entrepreneurs need to 
be even more aware of the opportunities and talent present 
at home. National remote teams should be capitalized on, 
allowing diverse skills and ideas to be shared across growing 
innovation hubs, with the aim of increasing the quality of 
Canadian products and expanding operations. 

Recognizing and celebrating Canada’s ability to take on the 
identity of a new tech hub is not only beneficial in terms of 
topping the global ranking for tech innovation, but it solidifies 
what we already know — that we continue to be the underdog, 
able to excel with few resources and surpass the usual leaders. 

This also acts as a strong lesson for tech startups. If you 
have a great idea, it’s probably best to stay here. 

Rory Capern is the Chief Revenue Officer of Certn, 
www.certn.co

The new Silicon Valley: How Canadian culture is driving tech startup success
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T2 UTILITY 
ENGINEERS
INDUSTRY-LEADING UTILITY  
ENGINEERING SERVICES

roviding Subsurface Utility Engineering consulting 
services since 1993 in the United States and 2002 in 
Canada, T2 Utility Engineers specializes in services that 

reduce the risk of existing underground and above-ground 
utilities for infrastructure projects.
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2019 we have been 100% owned by Integra. We are one of 
five divisions working together to provide engineering services 
across Australia, the United States, New Zealand and Canada.”

The Canadian arm of the company provides utility engineering 
services with a staff of around 100, running out of three offices 
in Ontario – Whitby, Oakville and Ottawa – and one in Edmonton, 
Alberta. T2 provides similar services in the United States, with 
approximately 300 staff, under the leadership of US President 
Craig Snyder.

Mr Bourgeois has been with the company for over 16 years, 
having studied civil engineering at Loyalist College in Belleville, 
Ontario, and finding himself in the industry several years later.

President of the Canadian business of T2 Utility Engineers, 
Matt Bourgeois has been with the company for more than 16 
years, working closely with an exceptional team and Leadership 
group providing industry-leading Utility Engineering services 
to clients across Canada. Over the years Mr Bourgeois has held 
numerous positions throughout the organization and continues 
to be passionate about providing quality service to clients 
and helping them resolve their utility related challenges. We 
spoke to Mr Bourgeois about the evolution of the company, the 
industry-leading advanced services that T2 offers, and the 
varied and interesting projects it has been involved in over 
the years.

JOINT VENTURE

“The company started in Canada back in 2002,” Mr Bourgeois 
explains, “with a joint venture between Totten Sims Hubicki [TSH], 
a small consulting firm offering various engineering services 
in Ontario, and the US-based firm, Tampa Bay Engineering 
[TBE], specializing in Subsurface Utility Engineering.”

This joint venture was formed to provide services to the 
Canadian market, leveraging TSH’s client base combined 
with TBE’s technical expertise. The company grew quickly, 
resulting in AECOM purchasing TSH and Cardno purchasing 
TBE in 2008.

“TSH/TBE continued to operate as a joint venture, and in 
2012 it was renamed T2 Utility Engineers. The name comes 
from taking one ‘T’ from TSH and the other from TBE. Since 



At T2ue, we specialize in managing and mitigating utility risk. Our 
teams provide project stakeholders with quality utility information, 
professional insight, and deliverables that streamline construction, 
improve project safety, and set the standard for the utility engineering 
industry. We help clients across Canada avoid costly utility-related 
damage and keep projects moving forward. Contact us!

 • Subsurface Utility Engineering
 • Utility Coordination

 • Multi-Channel GPR 
 • CCTV Investigations

Don’t let Unknown 
Utility Risks slow 
down your project.

1-855-222-T2UE | info@t2ue.com
www.T2ue.com

mailto:info@t2ue.com
http://www.t2ue.com
tel:18552228283
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The services the company offers fall into a few different 
categories, the largest being Subsurface Utility Engineering, 
while it also offers Utility Co-ordination, CCTV Sewer Investigations, 
and Advanced Geophysics.

“Subsurface Utility Engineering is the collection and depiction 
of underground utility information, following the industry 
standard ASCE 38, with the objective of reducing the overall 
risk and cost to design and construction projects.”

Another service offered is Utility Co-ordination, which focusses 
on minimizing the need for relocations through early identification 
and communication with the project design team, reducing claims 
and extensive delays during construction.

“CCTV Sewer Investigations is essentially driving remote- 
controlled devices through pipes in order to determine condition 

“After graduation, I started working in the residential design 
business. In 2005 the firm decided to move things from Ontario 
to Vancouver. As I was recently married with a young family, 
relocation was not something I was interested in, so I started 
a job search, which found me at T2 Utility Engineers.”

Mr Bourgeois started at the company as a drafting technician, 
taking on new challenges and positions as the business grew. 
These positions included Project Co-ordinator, Project Manager, 
Branch Manager, Regional Manager, and his current role as 
President.

“I was hired as the fifth employee back in 2005,” Mr Bourgeois 
says, “and today we have approximately 100 staff across 
Canada. It has been a very rewarding journey with so many 
amazing people.”

SERVICING A VARIETY OF INDUSTRIES

“We provide support to any industry that needs to better 
understand the below ground and requires assistance dealing 
with potential impacts to their proposed work. The majority of 
industries we work with are transportation, water/wastewater, 
land development, telecommunications, energy, and gas.”

The company works with many different clients to provide 
Subsurface Utility Engineering services in accordance with 
industry-recognized standards and guidelines. These clients 
include municipalities, government agencies, consulting 
engineers, land developers, and property owners.

T2 Utility Engineers
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sewer systems and overland drainage routes across the city. 
We have been involved in this basement flooding protection 
program for over ten years, providing survey, mapping, chamber 
investigations, and CCTV services.”

The company’s Edmonton office is currently working with the 
overall design team on the Yellowhead Trail Freeway Conversion 
project, which will convert 25km of road into a freeway, with a 
program budget of $1bn.

“Providing valuable and often surprise information to our 
clients is one of the most enjoyable aspects of the job. On 
one project, we were able to identify a 100-year-old area 
of railway track in a developed downtown area. Identifying 
this early in the design allowed for proper planning, cost 
estimating, and scheduling.”

Another project saw the design team’s plans to relocate utilities 
under the sidewalk changed after early investigations by T2 
determined that the basements of numerous buildings protruded 
to the curb line of the road, which allowed designs to be 
changed, saving costs and avoiding scheduling problems.

“We recently had a job in Moose Factory, which is a very 
remote location in Northern Ontario. Our field crews needed 
to drive eight hours to Cochrane, load trucks and equipment 
onto a train for the trip to Moosonee, then go by helicopter 
over to Moose Factory island to complete our investigations.”

One of the most interesting aspects of the business for Mr 
Bourgeois is having the opportunity to work on so many 
different projects with different clients across Canada. T2 gets 

and alignment, which aids in the design and maintenance 
planning.”

Advanced Geophysics is the provision of specialized geospatial 
surveying and mapping services, using ground-penetrating 
radar and other tools to investigate underground voids, tunnels, 
sceptic beds, grave sites, and other anomalies.

The company has many interesting projects currently on the go, 
including supporting the Finch West Light Rail Transit project in 
Ontario, along with the Scarborough Subway extension, for 
which it is providing mapping and utility co-ordination services.

“In the city of Toronto, for a number of years, they have been 
working to reduce the risk of flooding by improvements to the 

T2 Utility Engineers



involved in many unique investigations to help clients with 
underground challenges. 

“I have even received a phone call from a homeowner who was 
looking for assistance finding five pails of gold bars buried by 
his grandfather on their property. He had a treasure map, and 
surprisingly enough he had already found four of the five pails, 
but needed help with the last. Unfortunately the area he needed 
us to investigate was heavily treed, preventing equipment access, 
and the client elected not to clear the area.”

PASSIONATE PEOPLE DEDICATED  
TO CLIENT SERVICES

The utility engineering industry is currently experiencing 
extensive growth, which looks set to continue as more project 
owners and designers appreciate the importance of quality 
information as early as possible in the lifecycle of a project. 

Alongside this, continued education through industry associations 
and groups suggests a bright future for the industry. But there 
are still challenges, most notably scope clarity, which has had 
some improvements over the years, but still has a long way to go. 

“In general, I feel that Request For Proposal scopes are needed 
to be a bit clearer. Unfortunately, I’ve talked to too many clients 
that have not received the needed information to complete 
their designs, and this often comes down to the original scope 
requested.”

16 The Canadian Business Quarterly - www.TheCBQ.ca
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designers, municipalities and project owners reduce their overall 
risk on projects.

“The health and longevity of any business,” Mr Bourgeois 
concludes, summing up the biggest lesson he has learned in 
his 16 years in the industry, “is based on passionate people 
dedicated to client service, quality and teamwork.”

Specializing in providing reliable underground and  
above-ground utility information to reduce the risks that 
utilities present for infrastructure projects, T2’s professional 
and comprehensive services help clients manage the complexity 
of existing utilities. Find out more about T2 Utility Engineers 
by visiting www.t2ue.com 

Project owners should clearly request investigations be completed 
in compliance with ASCE 38, to ensure proper processes are 
followed and deliverables will be reviewed, signed, and sealed 
by a professional engineer.

“Working with a trusted, experienced firm can help refine the 
scope, maximize value, and ensure the information critical to the 
design and construction is provided,” Mr Bourgeois believes.

This clear understanding of the industry and commitment to 
exceptional client service demonstrates just how T2 helps 

17The Canadian Business Quarterly - www.TheCBQ.ca
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Either way, I feel responsible to do my part to better inform 
the donor population one conversation or opportunity at a time.

THE FIRST MYTH I’D LIKE TO UNPACK IS THAT 
THE MAJORITY OF DONOR DOLLARS GOES 

TOWARDS SALARIES AND OPERATIONS AND 
NOT THE ORGANIZATIONS’ MISSION

According to CanadaHelps, 90% of donor dollars is directed 
to charitable activities; 9% is spent on administration and 
1% on direct fundraising costs. Additionally, the Charities 
Directorate of Canada Revenue Agency (CRA) closely monitors 
and guides charities through a rigorous process called a 
Registered Charity Information Return or T3010. This filing 
includes the charities’ financial statements and other essential 
information that holds charities accountable for every dollar 
spent. This process ensures complete transparency so 
that donors can feel assured that their generosity is being 
stewarded properly.  

For instance, CRA would not deem it acceptable for a charity 
to spend more than 70% on fundraising expenses and would 
almost assuredly trigger the revocation of its official status. 
Generally speaking, CRA considers fundraising ratios of 35% 
or less to be acceptable although most organizations aspire 
to reach somewhere between 20%-30%, and lower if possible. 
It is important to acknowledge that a very unfair double-edged 
sword exists that makes it exceedingly challenging for charities 
to ensure that donor confidence remains intact. A case in 
point is the use of professional accountants and auditors 

aving hung my hat in the charitable sector for the past 
31 years, I have reflected time and time again through 
conversations with people, that an ongoing and negative 

perception exists regarding Canada’s charitable sector.  How 
can it be that the very sector that has protected, nurtured, 
provided refuge and basic necessities to those most vulnerable 
since the early 1900’s, be so misunderstood? How is it that 
the social construct that has demanded the necessity of the 
86,000 registered charities and 84,000 not-for-profits 
across the country, be the very one that considers the fair 
and appropriate salaries of staff to be less a concern for 
charities than with the for-profit sector? It’s important to 
note that I don’t offer these reflections lightly or as a judgement 
on those who don’t live and breathe all things philanthropic, 
but rather as impetus to drive important advocacy of the 
sector forward. 

Even as a ‘seasoned’ fundraising professional, I still find myself 
astounded by the impact the sector has on the economy 
as only one measurement of its viability and value within 
our country and communities. Employing 2.4 million people 
(approximately 10% of Canada’s full-time workforce) and 
utilizing the support of 13 million volunteers (equivalent to 
2 billion volunteer hours each year), the charitable sector 
accounts for a whopping 8.5% of Canada’s GDP or $169 
billion dollars. Downright impressive isn’t it? 

Yet somehow there are a couple of very disappointing myths 
that I continue to hear floating around – perhaps as a way for 
donors to seek transparency and accountability or perhaps as 
an easier way to rationalize our own philanthropic shortcomings. 

H
Addressing the myths facing the Canadian charity sector



who for most organizations, would be financially prohibitive 
yet at the same time would be ideal to ensure public trust. 
It’s kind of a ‘no-win’ situation for them.

MYTH NUMBER TWO HIGHLIGHTS THE 
CONCERN THAT MOST CHARITIES ENJOY 

LARGE STAFF COMPLEMENTS 

When in fact CanadaHelps confirms that 80% of charities 
raise less than $500,000 in revenue per year; 91% employ 
fewer than 10 full-time staff and 58% are run by volunteers. 
This means that most organizations are, in fact, “small shop” 
operations, each grappling with the challenge of delivering 
on their mission with limited resources. From securing skilled 
staff, to ensuring talented and experienced fundraiser(s) are 
in place, to scrounging through all clearance bins at Staples 
for office supplies, to bartering with companies to obtain 
used office furniture; the task of ensuring that the organization 
continues to honour its mission with the very modest budgets 
they have is nothing short of extraordinary. I know this 
because I lived through the ‘small shop’ reality on more than 
one occasion throughout my career and it requires a healthy 
dose of courage to survive when the odds are seemingly 
always against you. As much as possible, I try to weave this 
reality into conversations with people in an attempt to share 
important insight that may very well be the impetus needed 
for increased donations to the charitable sector. Or at least 
I like to think so.

The Canadian Business Quarterly - www.TheCBQ.ca20

Finally, I am very eager to share this last point that I am 
particularly proud of. I would be willing to place a significant 
bet on the fact that if you were to poll Canadians on their 
understanding of where the charitable sector fits within 
Canada’s Gross Domestic Product (GDP), they would either 
not be aware that it ranks at all within this important economic 
index, they would likely rank it as being low. I understand 
why this perception exists as the charitable sector is often 
thought of as a ‘feel good’ sector. Full of ‘do-gooders’ who 
ideally volunteer their services/skills so that more money 
raised goes towards the cause. Am I right?

In fact, the charitable sector ranks as the 3rd largest segment 
of Canada’s economy – it contributes an impressive 8.5% of 
our country’s GDP. More than the transportation and agricultural 
sectors, which on its face seems impossible but nonetheless 
is the reality. 

I often wonder what society and our local communities 
would look like if this sector did not exist. What happens to 
the women who are fleeing domestic violence with children 
in tow? Or how exactly does life-saving hospital equipment 
become available when the government’s financial support 
does not go beyond the bricks and mortar and operational 
costs? What about all the medical research that is being 
done every day to advance the treatments and controls for 
diseases such as Cystic Fibrosis? As a past employee and 
consummate supporter of Cystic Fibrosis Canada, I have 
enjoyed a front-row seat to the extraordinary research 
accomplished that has led to 50 percent of Canadians with 
cystic fibrosis being expected to live into their early 50s and 

Addressing the myths facing the Canadian charity sector
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what can we do today to help enlighten and enlist the support 
of others who may very well need this same nudge to enact 
meaningful change of thought – change of action and finally, 
change of heart.

Lois Graveline is the Founder & CEO of Harmonia Philanthropy, 
www.harmoniaphilanthropy.ca

beyond, and 60 percent of all people with cystic fibrosis in 
Canada living into adulthood. In the 1960s, most children 
did not live long enough to attend kindergarten.

As the Honourable Terry M. Mercer put it in his 2019 Report 
on a roadmap to a stronger Charitable Sector, “the charitable 
and non-profit sector has suffered from benign neglect for 
too long.”

There is no doubt that charities play a critical role in communities 
right across Canada, providing expertise and support to every 
aspect of our lives, such as healthcare, education, alleviation 
of poverty and the environment, among many others. The 
sector equally reigns when it comes to advocacy and 
important policy changes such as donation incentives; tax 
credits and vital legislation that ensures the rights of our 
BIPOC population. Yet somehow there is this disconcerting 
and persistent assumption that charities should operate on 
a dime that in any other context (i.e., the transportation sector) 
would absolutely not fly.  

So, I ask you this: Can we, as responsible and compassionate 
citizens of this great country afford to perpetuate these 
myths and misconceptions that have likely impacted our 
collective power to do great things for those who are in 
need of our help? You don’t have to look far to reach this 
same conclusion; your family, your neighbourhood, and perhaps 
your own experiences are shining examples, beacons of the 
essentialness of charitable organizations and the volunteer 
base that supports them. Where would we be without them?  
What would happen to our loved ones without them? And 

Addressing the myths facing the Canadian charity sector



PFN 
GROUP OF 
COMPANIES
BUILDING RELATIONSHIPS

he Pasqua First Nation Group of Companies, 
better known by the acronym PFN Group of 
Companies, is a company owned by the Pasqua 

First Nation and acts as the major thrust in the Nation’s 
economic development strategy.

 

T
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there was just an LP and a General Partner with no staff. So, 
Chief Peigan and the Council approached me and asked me 
if I would come and help them out, as the President and CEO.”

Previous to beginning this role, Mr Missens had forged a 
successful career in academia, having spent 27 years as a 
facility member of the School of Business at the First Nations 
University of Canada in Regina.

“When the Chief and Council asked me to be a big part of the 
new company, I was honored. One of the first initiatives we 
wanted to do, in speaking with the Council, was build some 
capacity. We now have a Business Development Manager, and 
we’ve employed a professional Agrologist on staff to help with 
some of the farm planning we have in mind.”

Mr Missens quickly set out to work on identifying opportunities 
for the company, including ways of creating employment and 
training for First Nations members, and developing a strategic 
plan for moving forward. In early 2020, the Group and Council 
established an independent Board of Directors.

SUBSIDIARY ACTIVITIES

The PFN Group of Companies is the overarching organization, 
and it contains four subsidiary businesses that the group 
manages under its portfolio, the biggest of which is Pro Metal 
Industries located in Regina.

“[Pro Metal] is one of Western Canada’s premier precision, 
custom manufacturing, assembly, metal fabrication, and welding 

Group CEO, Richard Missens, is a member of the Pasqua First 
Nation #79, a Saulteaux/Cree First Nation, and lives on the 
reservation located 60km northeast of Regina and 15km west 
of Fort Qu-Appelle in Saskatchewan. The reserve currently has 
an area of almost 9k hectares, approximately 264 hectares of 
which is valley land. Pasqua First Nation has approximately 
2,000 band members, of which around 69% live off reserve. 
Pasqua First Nation is a member of the File Hills Qu’Appelle 
Tribal Council, which is part of Treaty 4 Territory. Mr Missens 
spoke to us recently about the beginnings of PFN Group of 
Companies, the Indigenous values that guide the company in 
achieving the Nation’s economic strategy, and the commitment 
to building relationships that benefit both the First Nation and 
Canada.

PASQUA FIRST NATION

“[PFN Group] is a company 100% owned by the Pasqua First 
Nation here in Saskatchewan,” Mr Missens says. “It was 
established by the Chief and Council in 2012, and it was set 
up as a joint venture company to partner with industry.”

In 2018, the council decided it wanted the company to do more. 
It developed the PFN Group of Companies Limited Partnership, 
making PFN Group of Companies Inc. the general partner. It was 
to be the major thrust of the Pasqua First Nations’ economic 
strategy.

“I joined the company in 2019. In line with what the council 
wanted to do, the company didn’t have any staff at that time, 
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[specialists]. We bought it in 2015, and the company has done 
really well since we’ve purchased it. During the pandemic Pro 
Metal was able to pivot the company, and we grew our sales 
from $2m in 2019 to over $10m.”

This new growth was partly due to the realization that many 
of the laser cutting and waterjet tools the company had could 
cut through a quarter inch of Plexiglas as easily as it could cut 
through six inches of steel.

“So we started making protective barriers for schools and 
offices. We also started manufacturing portable sinks and 
handwashing stations. We designed a division of the company 
called Sage Pro Protect, which delivered PPE and products 
to First Nations organizations, schools and government.”

This pivot helped the company grow despite the pandemic, 
at the same time providing vital assistance to other First 
Nations people. The company was seen as a preferred service 
provider for PPE in helping Indigenous Services Canada deliver 
these essential products.

“The other business, [Paskwa Pit Stop], we inherited actually, 
which has been running on the reserve for 20 years. It is a 
small convenience and gas station that provides fuel, tobacco, 
convenience, and grocery products to the local households 
and families here on the reserve.”

At the time the LP was created, Chief and Council moved the 
Paskwa Pit Stop business under the control of PFN Group of 
Companies, and it has been a successful business for over two 
decades, running on a team of 8 full-time and 7 part-time staff.

PFN Group of Companies
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“It does really well,” Mr Missens explains. “It’s cash positive, 
been doing that for 20 years. It employs people and creates 
revenues, and most of all providing what I think is essential 
products and services here in the Nation.”

Another company owned by the group was one it developed 
in 2018, Pasqua First Nation Land Holdings Ltd, a business was 
established as a land and property management company 
that buys land and buildings in the area and acts as landlord 
for some of the other businesses the group runs.

“Right now, the company manages approximately $8m of 
commercial and agricultural land. So, for example we’ve got 
roughly 1,300 arable acres of land, in 10 quarters, right next 
to our reserve community, and that’s owned by this company. 
We currently lease it out, so we get some lease revenues 
from that.”

The company also owns vacant commercial land in the town 
of Fort Qu’Appelle, about 20 mins from the reserve. The land 
was given to the land holding company, and PFN Group of 
Companies is currently looking at economic opportunities 
for how to best utilize it.

“The last entity we have is a very new one, a very young one. 
It is actually managed out of our community Public Works 
department. It’s our PFN Tire Shop, located right on the reserve, 
and it provides tires and tire servicing to the residents and 
businesses on the reserve.”

PFN Group of Companies
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The PFN Group has equity in a number of companies, one 
of which is Atlantis Research Labs, a Canadian research and 
development company located in Medicine Hat, Alberta. The 
group’s interest was in a product called PureJet, a proprietary 
technology developed by Atlantis to effectively treat waste 
gas and eliminate harmful emissions.

“In 2019, the governments of Alberta and Saskatchewan 
changed the regulation with the oil and gas industry around 
flaring of gas, which doesn’t do a good enough job in trying to 
dismantle waste gas. According to the Atlantis executives, 
PureJet technology is 99.99% effective in dismantling and 
treating this waste gas, and eliminated all the harmful emissions 
that were coming from that.”

As a small company, the tire shop borrows its capacity from 
the Nation’s Public Works Department. There are currently 
plans to turn it into an independent, standalone tire garage 
and brake service for the community in the near future.

INVESTMENT STRATEGY

“Part of our investment strategy is to actually own businesses 
and operate them, but we are also investing, by purchasing 
equity in other businesses that we think are doing really well, 
and have that have products, services and opportunities 
that align with PFN Group of Companies needs and values.”
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Oil and gas is one of the biggest industries in Alberta and 
Saskatchewan, but the Pasqua First Nation’s values revolve 
around taking care of Mother Earth, and as such the group must 
be careful with its business choices.

“Our corporate values wouldn’t permit us to invest in oil and 
gas exploration and development, but it’s perfect for us to 
get involved in helping to clean up. This product is now out into 
the industry, so we’re pretty proud to be a part of Atlantis 
Research Labs.”

Another company the PFN Group owns 50% equity in, is 
NP Aerospace, a world leader in advanced low weight, 
high-performance armor systems for personal and platform, 
the integration of military vehicle systems, and delivering 
complete turnkey composites engineering services for 
commercial applications.

“We make ballistic protective devices like shields, vests for 
military and police services. We also make ballistic helmets. 
In 2018, we won the contract to manufacture 33,000 helmets 
for the Canadian Army.”

The company’s main manufacturing plant is located in Coventry, 
UK, but it also has a smaller plant in London, Ontario. PFN 
Group invested in the company as part of its strategy to enter 
into the global military and defense industry.

“We’ve had a lot of First Nations elders and people who have 
served in military conflicts Canada has been involved in, so we 
have First Nations veterans from our community. We thought 

PFN Group of Companies
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“When the cannabis industry in Canada became legalized, it 
was a big boom of speculation and growth, everybody was 
scrambling to build capacity in providing cannabis products. 
We went to our elders, our community and our families and 
asked them – is this an opportunity we would like to be involved 
in as a Nation, and we got a resounding ‘no’.”

The concern came from cannabis being an illegal drug until 
recently. The Nation has struggled with issues of substance abuse 
in its own communities, creating some hesitancy about getting 
involved in cannabis production.

“One of the things we did find out is that cannabis is made up 
of two main compounds, THC and CBD. THC is the recreational 
side of it, and the CBD is the medical side of it, and that’s 
where we were very intrigued with what Atlas Biotechnologies 
were doing. They positioned themselves as a medical cannabis 
company.”

The company developed a lab and started identifying derivatives 
of CBD, signing agreements with medical schools around 
the world – including Harvard and University of Alberta – to 
provide high-value cannabis CBD oil, derivatives and flower 
for research.

“As an example, the Harvard Medical School is doing research 
on neurological diseases, such as epilepsy and Parkinson’s 
and trying to find if these CBD derivatives can be useful in 
treatments. So we were very intrigued by that, and we went 
back to our Council and community members to confirm 
medical cannabis was okay to be a part of.”

DON’T JUST DIG.... 
HYDRODIG
Great work by Richard and his team at PFN!   
Hydrodig looks forward to supporting your future endeavors!

CALL 403-748-2110 
WWW.HYDRODIG.COM  
ADMIN@HYDRODIG.COM

contributing to the protection of soldiers and military service 
personal was a good way for our community to give back.”

The last company that PFN Group has invested in is Atlas 
Biotechnologies Inc., which produces and distributes 
pharmaceutical products, in particular providing cultivation and 
production of medical cannabis products for healthcare sector.

The company operates under precision, controlled laboratory 
conditions and is expertly positioned to cultivate the most 
consistent medical cannabis products. The PFN Group’s interest 
was in the medical research and the potential health and 
wellness benefits to society.

PFN Group of Companies
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The downstream opportunity we realized from this investment 
was the creation of a new Indigenous product line of medical 
cannabis products soon to be launched under the brand 
called Mino-Ahki (Good Earth) and a unique line of topical 
creams that combine traditional medicines and the benefits 
of cannabis CBD.

FUTURE VISION

When Mr Missens joined the company in 2019, it had already 
established a number of joint ventures and understandings 
with other companies. Having started life as a joint venture, it 
was well placed to form a number of beneficial partnerships.

“When Enbridge Line 3 Replacement was coming through 
Western Canada, when potash exploration development was 
happening, oil and gas exploration was happening – companies 
were looking for Indigenous partners to partner with.”

When these partnerships presented themselves, PFN Group 
of Companies took a good look to see what benefits there 
could be for the group and the Nation itself. This resulted in 
some important joint ventures.

“We continued on that path when I came on in 2019. We now 
have eleven partnerships with various companies in various 
industries. For example, we have engineering, logistics, 
construction, architectural companies, pipeline fabrications, line 
servicing, hydrovac. We wanted to develop a comprehensive 
group of companies that we called our alliance.”

PFN Group of Companies
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One untapped resource the Nation has is its current land 
holdings, and future land to be purchased as part of a Treaty 
Land Entitlement agreement with Canada. 

“Under the TLE, we have the ability to buy upwards of 30,000 
acres of land and turn it into a reserve. Right now we have a little 
over 11,500 acres of arable farm land, but that land is currently 
all rented out or leased to non-resident farmers. So it’s not Pasqua 
First Nation band members directly benefiting from farming on 
our land.”

After some discussion with the Council, the plan is to develop 
this land into a corporate farm, Pasqua Farms Ltd, which will 
be 100% owned by the PFN Group and built the capacity with 
band members trained to run the operation. The farm would 
start with grain and oilseed, before moving into poultry, bison 
or other agricultural products.

“When I met with our elders, they reminded me that we have a 
spiritual connection to the land, we always have as First Nations 
people. We live in harmony with the land, we are part of this 
ecosystem, and we’re taught that everything is connected.”

The Pasqua Elders remind Mr Missens and the group to be 
very careful and deliberate with its ecological choices. The way 
in which the land is taken care of is paramount for the Nation 
and for the PFN Group that represents it.

Now, when the group is looking to provide services to both 
the Pasqua First Nation, other Nations, governments and, 
large companies, it reaches back into the alliance to find all the 
services and products it would need to bid on local or larger 
large contracts.

“So, we developed a round table discussion group where we 
sit with our eleven partners in order to plan, strategize and 
explore new opportunities for the alliance. PFN Group of 
Companies is the common denominator and we organize this 
on a quarterly basis. So, it’s something different.”

This approach has been extremely beneficial both for the 
companies involved in the alliance, and for PFN Group of 
Companies, which is now able to position itself to provide 
labor, training, lobbying and profit sharing.

“We saw a lot of win-win in this. For our companies, bringing 
the alliance together and helping to take the lead on some 
of these bids and project negotiations and lobbying, we think 
we can bring more work to them in that respect. We just 
started this year, and we’re pretty excited about the future 
of that one.”

As a community-driven company, the future of the group is 
influenced by discussions with Chief and Council and the 
Board, but also just as importantly with members of the Nation 
and especially from our elders, which Mr Missens has made 
a commitment to doing.

PFN Group of Companies
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“But, we have to take a different approach, For example, we’re 
looking at things like the current agriculture – the industry is 
dominated by heavy use of chemicals, they’re draining 
wetlands, taking down trees, all to try and get from 40 bushels 
an acre to 60 bushels an acre. But you can’t squeeze that much 
out of the land, Mother Earth can only give so much – we are 
taught by the elders that you’ve got to be able to give back 
and take care of her.”

In a farming practice, the PFN Group would need to be very 
deliberate in its actions, maintaining soil health and protecting 
watersheds, as well as protecting the forests by planting bushes 
and trees for the animals.

“We’ve got to be able to minimize climate pollutions that we 
produce. The goal is, to sustainably farm the land so it’s there 
for our children that for the generations no yet born. That’s 
something our elders teach us – to look far, far ahead. We’re 
just borrowing the land, and that it does not belong to us.”

First Nations people have been isolated on their reservations 
for over a hundred years, set aside as Canada was developed 
as a nation. This means that in terms of business, First Nations 
are 25 years behind the rest of the world.

“We can be great partners, we can be great contributors to 
local economies, provincial and national economies, and we 
become more self-sustaining and self-dependent and less 
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dependent on Canada. This becomes an important part of our 
self-determination – and it won’t take 25 years to catch up.”

Investing in First Nation businesses helps create better partners 
with direct benefits back to the company through increased 
supplier productivity, better quality products and services, 
and increased reliability.

“Economic development is an important part of the development 
strategies within First Nations governments, but it’s just the 
means to an end. It is getting to a place where we can begin 
to address some of the social pathologies we deal with as 
First Nations people.”

The economic benefits such as wealth, profits and jobs created 
by PFN Group of Companies go directly back to the community. 
These benefits have a positive impact within the community by 
spending the proceeds on community programs and services, 
education and training, healthy water and homes.

“We want to be able to provide opportunities for our families, 
especially young families, to look after themselves, to look 
after their children, to create opportunities and jobs. One of 
the ways we see that happening is by asking corporate Canada 
to invest in us. When you make friends with First Nations people, 
it’s for life.”

With a commitment to building strategic partnerships 
and investing in Indigenous owned businesses we can 
contribute to a brighter future within First Nations 
communities. Find out more about PFN Group of Companies 
by visiting www.pfngroupinc.com

PFN Group of Companies
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JUSTIN TRUDEAU

The Canadian Business Quarterly - www.TheCBQ.ca 33



Pierre Poilievre 

n September 2021, Canadians will go to the polls in a federal 
election to determine whether or not Prime Minister Justin 
Trudeau will be granted a third term. Trudeau’s record since 

he’s come to power is continuously under question, with a 
number of scandals threatening to derail positive work he 
has done in passing a number of progressive bills, and the 
general sense that this is a government with a poor overall 
record. Mr Poilievre served as Minister for Democratic Reform 
from 2013 to 2015 and Minister of Employment and Social 
Development in 2015, and currently represents the suburban 
Ottawa riding of Carleton and serves as the Opposition critic 
for jobs and industry. He spoke with us recently to take us 
through the record of the Trudeau government. 

AN UNPOPULAR  
PRIME MINISTER

“Trudeau is not that popular,” Mr Poilievre says. “In the last 
election he only got 33% of the vote. He’s very popular with 
the media, but he’s not popular with the general public. His 
approval ratings have been consistently very low.”

The distribution of votes won the election in 2019, according 
to Mr Poilievre, which gave Mr Trudeau a lot of seats with very 
few votes. One of the most insistent charges the Prime Minister 
has faced during his time in office are his attacks on free speech.

“Trudeau’s most direct attack on free speech was a bill called 
C-10, which would give the Canadian telecommunications 

regulator the control of what you see and say online. Basically, 
the pretext for the bill was that it would protect Canadian 
content.”

The C-10 bill was designed as an update to the Broadcasting 
Act, Canada’s existing legislation aimed at promoting and 
developing Canadian producers and creators, and requires 
broadcasters to support cultural industries financially. Mr 
Poilievre believes this is censorship, and he was a part of the 
backlash that eventually prevented the bill from passing.

“Trudeau saw it as an opportunity to begin regulating what 
people get to see online, in order to ensure that they get more 
left-wing, liberal propaganda that is approved by the state 
and therefore promoted in our regulatory scheme that gets 
to manipulate the algorithms. So, we fought back, and that is 
one of the big issues that’s at stake in this election.”

Another important bill to look at is C-36, which amends the 
Criminal Code to create a recognizance to keep the peace 
relating to hate propaganda and hate crime. Mr Poilievre 
considers this a further arm of the governments ‘attack’ on 
free speech.

“Trudeau is regularly warning that criticism of him will result in 
great danger to all of society, and therefore he should have 
exceptional powers to control what individuals say and see 
online. Of course that’s antithetical to a free and democratic 
society.”

To the rest of the world, there doesn’t appear to be too much 
to dislike about Justin Trudeau and his government, but 

I
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Canadians know all too well the string of political scandals that 
have followed him since his first election to office in November 
2015. The most prominent was the SNC-Lavalin affair in 2019, 
when a newspaper article accused the organization of bribing 
the Gaddafi family in order to defraud the Libyan people of 
$100m. 

“You’d think that a woke, anti-colonial, modern progressive 
would be outraged by a western company stealing from poor 
African people. Trudeau pressured his indigenous Attorney 
General to have the charges dropped, and a special agreement 

signed that would allow the company to avoid even pleading 
guilty.”

Attorney General Jody Wilson-Raybould refused to do what 
was asked of her, believing that a legal process should 
commence to determine the company’s guilt or innocence. The 
result of this refusal was that Wilson-Raybould was relieved 
of her duties.

“He claimed it was all about protecting jobs – but they were 
convicted, and nobody lost their job. It wasn’t about protecting 
workers, it was about protecting a liberal-linked multinational 
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corporation from accountability. It stands as a glowing example 
of his personal hypocrisy and utter moral failing.”

Mr Trudeau was the first sitting Prime Minister ever caught 
breaking conflict of interest rules, of which he was found 
guilty twice, the second time after accepting $250k worth of 
vacation gifts from someone with whom he had government 
interest. In most countries, Mr Poilievre says, this would have 
been enough for a criminal prosecution.

Then came the scandal surrounding the WE charity, an 
international charity and educational partner that claims to 
transform lives through sustainable impact. The scandal refers 
to members of Mr Trudeau’s family receiving speaking fees 
from the charity soon after he became Liberal leader.

“There’s not a lot of scrutiny about what they actually do, what 
good they produce with the millions of dollars they raise. This 
scrutiny led to Justin Trudeau’s family because they had paid 
his mother and his brother and his wife a total of half a million 
dollars for speaking fees and travelling expenses. Trudeau then 
approved a half billion grant to the organization.”

Trudeau’s involvement was eventually uncovered and the 
program was cancelled, with the Prime Minister insisting he did 
nothing wrong and his Finance Minister resigning as a result of 
the decision to award this money. For Mr Poilievre, it is just 
another example of a culture of corruption surrounding Mr 
Trudeau and his government.

PANDERING TO  
FOREIGN INTERESTS

In one sense the failures of the Trudeau government have 
been laid bare in the contention between western and 
eastern Canada, particularly in the Prairie Provinces of 
Alberta, Saskatchewan, and Manitoba, who have been left 
so disenchanted by their own country that separatist 
movements such as “Wexit”, the Alberta separation movement 
have seen significant support over the last few years.

 “It’s been the outright hypocrisy and frontal assault of 
the Trudeau government on Alberta’s way of life and its 
resource-based economy. Trudeau has welcomed hundreds 
of millions of barrels of foreign oil into Canada off the east 
coast of the Atlantic.”

At the same time, two major pipelines that would have helped 
western Canada get oil to market have been killed, leaving 
the province with a terrible discount on its oil. Western Canadian 
Select is a blend of petroleum that is $15-20 cheaper than 
the world price because it is unable to be taken to the world 
market.

“99% of all Canadian oil exports go to the US, because of 
Trudeau’s effective blockade on the oil sands. That has led 
unemployment to 8%, it is blowing a multi-billion dollar hole in 
government revenues and in the local economy. So naturally, 
Albertans are wondering what future they have if their own 
national government is going to deliberately attack their 
economy while favoring foreign oil imports.”

Pierre Poilievre 
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This has led to many people joining calls for Alberta to separate 
from the rest of the nation, calls which Mr Poilievre considers 
unjustified, despite the extremely unfair circumstances for 
people living in the province.

“The solution to this is quite clear,” for Mr Poilievre. “It’s to stop 
importuning foreign oil and use our own, and encourage the 
continued improvement in environmental standards in the 
western Canadian oil sector so that the resource can be harvested 
responsibly even as we move towards a lower-carbon global 
economy.”

There have been questions asked by Albertans as to the 
ethics behind these decisions, with much of the imported oil 
coming from Middle Eastern countries where dictatorships 
prosper and human rights records are questionable if we’re 
being kind. 

“It’s not surprising that [Trudeau] would favor foreign 
petro-dictatorships over Canadian oil and gas production. 
He has shown a great affection for dictatorships around the 
world; he praised Fidel Castro as a great revolutionary; when 
asked what was his favorite government he said that the 
Communist dictatorship in China was the model he most 
preferred.”

China’s role in the COVID-19 pandemic has come under 
increasing scrutiny since the initial outbreak in Wuhan in late 
2019, with a number of conspiracy theories growing around 
the origins of the virus.

It comes at a time when Canada’s relationship with China is 
already strained, leading back to the detention of two Canadian 

Pierre Poilievre 
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citizens on spying charges in 2018. The government’s handling 
of China’s treatment of the detainees is becoming an increasingly 
contentious issue going into September’s election.

“They’ve got two of our citizens hostage, so we shouldn’t be 
doing business with them until they release our people. Rather 
than taking a strong stand, Trudeau believed all of Beijing’s lies 
about the early pandemic and actually attempted to sign a deal 
allowing for Canadians to buy the CanSino vaccine (manufactured 
by China)”

This proposed deal created a delay in Canada receiving vaccines 
from other sources, setting the nation’s vaccination efforts 
back 100 days. As far as Mr Poilievre is concerned, this and 
other questionable arrangements points to Trudeau’s ongoing 
attempts to pander to Chinese interests, which he believes 
is putting Canada in great risk long-term.

“We need a full, forensic investigation into the origins of the 
virus,” Mr Poilievre says. “We know China lied about the very 
existence and severity of the virus at the outset, which denied 
the world valuable response time we could have used to contain 
its early spread.”

Prime Minister Trudeau called an early election, with obvious 
expectations that he would win. With these issues stacking up 
against him, however, he may have his work cut out persuading 
Canadians to give him a third term. 

“He thought he would just grab a majority, because people are 
still afraid of covid, and he thinks that having given away lots 
of money, people are going to be wonderfully grateful for his 
benevolence. I think it’s backfiring; he’s plummeted about 10 
points in the polls since he called the election. He could be in 
some real trouble”

Pierre Poilievre 
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PINNACLE
GROUP

RENOVATIONS
POSITIVELY AFFECTING FAMILIES 
IN THEIR HOMES FOR LIFE

roviding design-build renovations and custom homes 
for over 35 years, Pinnacle Group Renovations 
believes in serving Calgary’s families by creating 

homes for a lifetime of living that encourage and support 
a healthy family dynamic.

 

P
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Founder and CEO of Pinnacle Group Renovations, Paul Klassen, 
is an inter-provincial journeyman carpenter with more than 
three decades in the construction industry, bringing a wealth 
of construction knowledge, having spent considerable time as 
a developer in the spec and custom home markets, general 
contracting, project management and upscale, design-build 
renovations. Industry-leading best practices continue to 
positively influence Pinnacle’s customer reviews and satisfaction 
ratings, along with the consistent delivery on its project cost 
and completion date guarantee. Mr Klassen spoke with us 
recently about the services that Pinnacle specializes in, the 
long list of awards the company has gained over the years, 
and the commitment to customer transparency that helps it 
support families for life.

DESIGN-BUILD  
RENOVATIONS AND  

CUSTOM HOMES

“We began building custom homes over 35 years ago,” Mr 
Klassen explains, “in the neighboring province of Saskatchewan, 
but for the last 22 years have been providing design-build 
renovations and custom homes to client families here in the 
Calgary area.”

Congratulations  
Paul and the Pinnacle team 

on all your success!

Thank you for allowing us to play a part in it!

403-269-3444 • www.digilife.ca • info@digilife.ca
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In addition to renovating upscale homes across greater Calgary, 
the firm has two specialized services that have been added over 
the years, the first being the creating of ‘Forever Homes’ for 
clients who choose to remain in their home rather than moving 
to a villa or senior care facility, which has increased in popularity 
in the wake of COVID-19.

“Number two is renovating homes for those living with a disability, 
to provide maximum freedom and autonomy. It’s a huge passion 
for us, and we do that through implementing universal design, 
technology and smart home systems.”

Pinnacle Group’s journey as a company has led it to deliver 
a long list of outstanding renovations and custom homes in 
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Calgary, which it has achieved by attracting team members 
with values that resonate with the group’s mantra, taken from its 
vision statement, to ‘positively affect clients and their families, 
in their homes, for Life’. 

“That vision statement honestly is what drives our entire team 
of staff, our trades, our suppliers, every single day. We truly 
do our best, we’re obviously not perfect, but we certainly do 
our best to affect everyone we meet in a positive way, but 
specifically as it relates to transforming the way families live 
and thrive in their homes.”

Pinnacle Group Renovations  
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Established in 1988, we specialize 
in Custom Landscape features 
including Decorative Privacy Screen, 
Shade Structures, Water Features, 
Outdoor Kitchens and more.

 Design & Build
Work with our designer and our 
construction crews will bring the plan 
to life.

Design
our designers can create a plan to 
your specifications.

Build
If you already have a plan, our 
construction crews can bring it to life.

Contact us on 403-236-1948
yearroundlandscaping.com
moreinfo@yearroundlandscaping.com

Our Business is Electrical.  
Our Specialty is People.

p Residential, Commercial, Service & Repair

p 24 hour Emergency Service

p Servicing Calgary since 1989!

Call today  403-248-0037 
4StarElectric.com 

service@4starlectric.com

The firm is involved with a number of industry bodies, prominent 
among which are the former Calgary Home Builders Association, 
BILD Calgary, the peer-policed organization for renovators 
RenoMark, of which Pinnacle is a founding member, and the 
Better Business Bureau, where it has been an A+ credited 
business for years. 

“[Also] National Kitchen and Bath, we have our own custom 
shop, so we are members in terms of cabinetry and designs; 
National Association of Home Builders, we attend the national 
events; and Houzz Pro is another organization that really 
helps us market our product, as well as a peer group called 
Remodelers Advantage.”

Mr Klassen believes strongly in education for both staff and 
clients, and the firm continues to keep abreast of the latest 
developments by having memberships with all these different 
organizations, as well as preparing and educating prospective 
clients by offering a number of free resources, webinars, open 
house and Reno Tours, podcasts, and seminars. 

“We would much rather educate and provide helpful resources 
that then prompts a prospective client to call us, than bombard 
consumers with radio and TV ads. We prefer to provide education 
resources through blogs, downloadable resource documents 
and video, all of which ultimately lead our customers to trust our 
team to serve their family.”
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NET PROMOTER SCORE
Having participated for many years in Calgary’s main recognition 
for the residential construction industry (the SAM Awards); over 
the last decade Pinnacle has focused on direct customer opinions 
as part of an industry-leading metric called Net Promotor Score.

“We met up with an organization called Client Insight in 2004, 
very intrigued by their third-party customer interviews. The 
intense metrics that we discovered that they work with, coming 
from the first inbound customer phone call, to the last touch 
up as we complete a project, just really resonated with us. 
So we’ve been working with them since 2004.”
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The firm continues however to participate in awards, and Mr 

Klassen remains extremely thankful for the many Sam Awards, 

Consumer Choice Gold, Best of Houzz and others it has received 

over the years. 

“Probably the Award that really sticks out, I think over the 

years, is the Better Business Bureau Ethics Award. That was 

the first time a renovator had have ever won that award. We 

felt we had finally made some inroads in breaking down the 

paradigm of shoddy workmanship from dishonest renovators.”

We are Veteran Experts in Real Estate & Renovation  
showing homeowners all the outstanding possibilities  

their current home, it’s real market value, 
& our professional team can provide.  

We would love to chat with you!

Think it’s time for a decision to  
renovate or sell your home?

Request a free Market Consultation  
with Renovation Analysis

Professional Home Value Assessment
Prepare for Budgeting & Planning

Expert Solutions Provided by Our Top Resources
Access to Trained Eyes on Current Home Design

www.viewcalgaryareahomes.ca
403-870-8704    Rob@robvanoteam.ca  
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Much of this success has come from earning client trust, 
which Mr Klassen understands can take time. With over 35 
years in the construction business, 22 of which have been in 
Calgary, Mr Klassen and his wife Elaine have been developing 
that trust for some time. 

“People prefer experience, knowing Pinnacle’s ownership has 
weathered a lot of economic ups and downs, having renovated 
and custom-built countless projects here across western 
Canada. Those years of experience brings our customers a 
true feeling of comfort and trust.”
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Another area of trust comes in the Pinnacle team of design-build 
professionals in both staff and suppliers, where senior staff 
member tenure is approaching 10 years and beyond, and trade 
relationships span almost two decades of working alongside 
some of Calgary’s best trades and suppliers.

“They also trust the client reviews. We were doing reviews 
before Google reviews existed. In 2004, when we partnered 
with Client Insight to improve on our client experience, we never 
looked back. Clients now having access to over 16 years of 
reviews, once again that brings that comfort and trust.”

Another key area of the company’s customer offering is its 
trademarked educational resource known as DNA (Design/
Needs/Alignment), which is one of the first documents made 
available to client families contacting Pinnacle for the first time. 

“It’s a 36-page electronic document designed to educate 
them on how to hire a contractor. We give them nineteen 
questions to ask everybody they are interviewing. It’s an intense 
questionnaire, drilling down on how they want to live in their 
new home through renovations or custom-build.”

That proprietary process has led to design being one of the 
highest-scoring metrics in its customer reviews, consistently 
scoring 100%. This is one of the key reasons why Calgary-based 
clients hire Pinnacle Group Renovations.
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“Our trademarked SCC 3-Way Guarantee is part of the 
questionnaire, and we constantly hear people say they hired 
us for that. SCC is start-date, completion date, and cost, and 
we guarantee all of it, which nobody does in this town. When 
you can take the three main angst points off a client’s head, 
that’s just huge in my view.”
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The company pays a $400 non-complete penalty if it falls 
short on any of these three major guarantees, giving clients 
the comfort of knowing Pinnacle’s team is motivated to finish 
the project on time and on budget.

“Something we don’t share a lot with our customers is the 
underpinning culture and mantra that we all live by day-by-
day, and that’s that excerpt from our vision statement: ‘Our 

journey is one of innovation, quality, gratitude and pride in 
our ongoing renovation progress, as we support and affect 
families in their homes – for Life’.”

Pinnacle continues a lifelong journey with its client families, 
remaining in a position of support and continuing to positively 
affect them as much as they allow, for Life. The company 
has had many opportunities to continue to positively affect 
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2777 Hopewell Place NE Calgary • (403) 250-1020 • Toll Free: 1-800-382-8502

Come in and talk to us about your project! Our showroom is open from 
Monday - Friday 8am - 4:30pm | www.prestigerailings.com
“We’re passionate about bringing spaces to life. Together with you.”

Consistency • Quality • Craftsmanship

  
30

client families many years after their renovation or custom 
home has been completed. 

“That customer experience journey that we’ve strived for 
for all these years is really the crowning metric that defines 
our success as a company, and that is to positively affect 
families in their homes for Life. That’s really it.”

With a strong focus on the happiness of clients in their homes, 
Pinnacle stands out from the crowd in serving Calgary families. 
Find out more about Pinnacle Group Renovations by visiting 
www.pinnaclerenovations.ca
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Effective asset management starts with good assets
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rom a long career in engineering, project management, 
maintenance, reliability, and asset management, here 
are some of my observations and related thoughts. My 

experience has taught me that there is a very direct link 
between effective asset acquisition (project selection and 
execution), and effective asset operation (asset operations 
and maintenance) in providing value to the organization.

INITIAL STEP IN IMPROVING 
PERFORMANCE IN ASSET  

INTENSIVE ORGANIZATIONS

From the ISO-55000 standard, an asset “has potential or 
actual value to an organization”, and asset management is 
“coordinated activity of an organization to realise value 
from assets.”

From an organizational strategy viewpoint, an organization’s 
physical assets are the physical embodiment of their actual 
asset management strategy. Confusion and credibility 
problems can occur when the clear statements made by 
those physical assets are in conflict with the organization’s 
stated asset management strategy.

Assets have a significant impact on revenue derived from 
Operations and on O&M (Operations and Maintenance) 
costs for the life of the asset. Once an asset is in physical 

form, it can be difficult to improve revenues and O&M costs 
significantly.

Getting it right at the beginning is a much more effective 
use of limited resources (capital, people, and timeliness of 
opportunities), than trying to manage the deficiencies from 
substandard physical assets. In many cases if not done right, 
the assets remain in the compromised state, as it is often 
not technically, or economically, or politically feasible to 
address the deficiencies. 
 
It may not be technically possible to physically change 
the asset to reduce the deficiencies significantly. Given 
the required amount of time and money (CAPEX and 
lost revenue) to implement, it may not be possible to put 
together a compelling business case for further change. 
Furthermore, organizations and the individuals who manage 
them do not like to admit they have made mistakes in the 
initial project, so the political will to identify errors and 
make significant changes rarely exists. 

 
To provide the greatest organizational value, assets need 
to be suited for their intended use. Functional requirements 
for physical assets should include required quality standards 
and operating rates, as they impact revenue. Requirements 
should also include allowances in operations scheduling 
for scheduled maintenance, and identify and specify 
requirements for reliability and maintainability, as they 
affect output, revenue, and maintenance costs.
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project deliverables then get put into service potentially with a 
gradual ramp up through commissioning, finally going into full 
rate of operations generating cash based upon revenue gen-
erated and the related O&M costs. The slope of the cash flow 
versus time during the operating phase, is the project return 
versus time, and is greatly impacted by the project deliverables. 
Eventually the project break even point will be reached when 
the money invested in the project deliverables is recovered by 
the cash flow generated through the operation phase.

When things go wrong with project execution, often the impact 
is to the budget or the schedule, and it is obvious when the 
budget or schedule compliance is not met. Hence project 
managers focus closely to manage both budget and schedule. 
Depending upon the severity of the non-compliance, it can 
be a short-term issue in managing cash flow until the project 
deliverables pay back the investment.

Often the bigger long-term lifecycle issue is project deliverables. 
If the return versus time related to the deliverables is lower 
than forecast, then it will delay the project payback and this 
may not be obvious immediately, but only investigated after 
some time has passed. This lower return will continue for the 
duration the assets remain in that suboptimal configuration. 
Unlike the short-term impact of project budget and schedule 
non-compliance, this can be a permanent state, as operational 
or procedural changes can only go so far, and require intense 
management focus. The magnitude of operational improvements 
is constrained by the capability of the assets.  

IMPORTANCE OF PHYSICAL 
ASSETS TO ORGANIZATION

Changes to physical assets may be made to address a 
combination of regulatory requirements, strategic objectives, 
or to improve business performance. Improvements to business 
performance can include improvements in customer perceived 
quality of product or service offering (improving marketability 
or margin). It can also include Economies of Scale with increases 
to production or service volume resulting in higher profitability, 
or Economies of Scope with flexibility in volume or customization 
of service or product offering potentially reducing costs or 
improving customer service related to variable market volume 
or offering. Or it may be improvements to financial performance 
through reducing labour costs, variable costs, or overhead costs.

In asset intensive industries, effectiveness of capital investment 
is often measured through ROA / RONA (Return On Assets / 
Return On Net Assets). To increase overall ROA, a new initiative 
requires greater return than the average organizational ROA, 
while remaining within the organizational risk tolerance.

For projects, if we visualize the cumulative cash flow versus time 
during project execution and through the operating phase, it 
has the traditional project execution “S” curve with the gradual 
increase in spending as more resources get added and more 
work gets done, through to a higher “cash burn rate” during 
execution, then tapering off toward project completion. The 
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can occur during operation, only if the assets are appropriate 
to their intended use.

Identify all dependencies of initiatives as the benefits are 
unlikely to be fully achieved without implementing them 
all. An example is implementing transactional software 
(ERP, CMMS, etc.) to achieve significant benefits, assuming 
a change in processes to achieve those benefits, not just 
automating existing transactional processes which only 
reduces incremental labour costs. Without the investment 
in redesigning processes and training in the new processes 
or software, it is unlikely to achieve the desired benefits on 
transactional efficiency only, and therefore unlikely to provide 
the required return on investment.

Identify all resources required for success of initiatives 
including changes to OPEX and required CAPEX to achieve 
specified benefits, and the value of in-house resources 
(quantity and skill) required. Initiatives that use in-house 
resources should not skew evaluation against those using 
outside resources. Those in-house resources could provide 
value to the organization doing other work, if they were not 
doing project related work.

Perform incremental analysis of initiatives and evaluate 
changes to potential benefits of incremental increases of the 
investment. Determine if the additional expenditure will increase 
the overall ROA of the initiative. For example, a one percent 
increase in CAPEX may increase the return by a significant 
amount, and well below the point where diminishing returns 

A common contradiction in asset management strategy is 
where an organization is aspiring to be a “world class” operation, 
but the dominant selection criteria for suppliers and service 
providers is “low bid”. In that situation, the aspiration is unlikely 
to be achieved. When making investments, the focus should 
be on value relative to cost, not just cost alone. Short-term 
focus on project related costs only and not value, can compromise 
the level of benefits from the project deliverables, and reduce 
the ROA.

In one severe case observed, a client made such poor decisions 
in vendor selection and project execution, that the site never 
operated above 70% of plant design nameplate. That resulted 
in an extremely poor operation and a poor return on their 
investment.

RECOMMENDATIONS FOR ASSETS TO 
PROVIDE MORE VALUE TO ORGANIZATION:  

BE SMART IN SELECTING AND INVESTING  
IN PHYSICAL ASSETS

Use a structured evaluation process and include scoring 
for key organizational priorities. Strategic objectives, mandatory 
requirements, risk, and required timing / urgency / dependencies, 
as well as the financial measures should all be considered. 
The focus is on reducing subjectivity in selecting investment 
initiatives, and focusing on organizational values. Where 
appropriate, focus on increased revenue, as cost reduction 
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project execution aspects, including risk, project planning, 
people management, time management, and adapting to 
unexpected events, and with sufficient time allocated to 
manage all their roles, is also critical for project success. It is 
not unusual for members of the project team to need to 
manage multiple tasks or projects, but there must be enough 
time allocated to manage all the required work.

Involve end-users in the project execution team to make better 
decisions using their different perspectives and increased 
knowledge base, combined with that of the project team 
specialists. Similar to the discussion above on selecting 
initiatives, their involvement also improves buy-in with the 
end user group who can have much to say about how 
successful the project was. This too can require additional 

come in. Incremental analysis is counter to the common 
practice of constraining costs to the point where it often 
reduces the value from the deliverables thereby reducing 
the resulting ROA. This adverse result may occur through 
not fully understanding where the benefits come from and 
what dependencies are required to achieve the full benefit. 
Often in these situations it is assumed the benefit is achieved 
without making the full investment. Understand that the law of 
diminishing returns works at both extremes. As you decrease 
costs past a point, the value of the benefit you forgo, may 
be much greater than the money saved.

Involve the end-users in development and evaluation of  
initiatives to get their knowledge and perspectives in defining 
the issues that need to be addressed and the development 
of effective solutions. Their involvement in identifying the 
issues and potential solutions will improve their buy-in on the 
chosen solution, which can greatly increase the success of the 
initiative. This may require additional effort by project and 
engineering technical resources to effectively communicate 
with non-technical end-users.

BE SMART IN PROJECT  
EXECUTION

Use the resources needed to effectively execute. Using competent 
and motivated resources with available time allocated to 
effectively support the project, are critical for success. A 
competent project manager capable of managing the critical 
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to determine what the actual investment was as part of 
evaluation for consistency in evaluation between projects.

Use performance of project deliverables as a critical measure 
of project success (O&M costs, quality, output, etc.). Weight 
its performance high within the organization for its long-term 
value generation and impact on lifecycle costs, relative to 
shorter-term impact of project budget and schedule 
compliance. Effective project deliverables can over time 
offset the impact of the budget and schedule non-compliance. 
A project with poor project deliverables done on time and 
on budget, remains a bad project with its negative long-term 
impact.

Review the structured evaluation process to ensure the 
priorities are correctly reflected in the scoring, including 
dependencies. Determine if the right projects are being 
approved, and that lower priority projects are not approved 
over higher priority projects. Adjust scoring and weighting 
systems to improve evaluation process results, as required.

The bottom line is that the organizational culture needs to 
be embedded with the philosophy that addressing assets at 
the beginning, will achieve the best performance for the 
organization. This is especially important at the top of the 
organization where investment decisions are typically made, 
but where potential outcomes and how the value is provided 
may not be fully understood. 

Leonard G. Middleton is a Former Director of PEMAC, 
www.PEMAC.org

effort and time from the project technical specialists to 
effectively communicate with the non-technical people.

Plan well, and watch for and manage deviations from the 
project plan. Effective project planning is fundamental to 
good project management, and the capability of the project 
manager is critical to its success. One of the truisms of project 
management is “we do not plan to fail, but may fail to properly 
plan”.

Improve cash flow during Start-up by planning the ramp-up 
phase effectively. During start-up, it needed the resources 
prepared and available for use. These include documents 
(current drawings, manuals, SOPs, maintenance tactics, job 
plans, BoMs / spare parts lists, etc.), supporting spares and 
special tools. And have trained competent resources to 
operate and maintain project deliverables to support optimal 
ramp-up.

CHECK HOW SMART THE  
INVESTMENT WAS

Evaluate project deliverables, after the assets have been in 
service for sufficient time for proper performance evaluation. 
Evaluate the deliverables performance relative to what the 
project initiative promised. Evaluation should include all actual 
one-time project related costs, both CAPEX and OPEX during 
the early operating phase. Sometimes OPEX is used to 
address project deficiencies that were not resolved during 
the project phase, and should be included in project costs 
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STRATEGIES
INNOMAR

DRIVING PATIENT ACCESS, 
PRODUCT SUCCESS THROUGH 

AN INTEGRATED MODEL 

ince its inception in 2001, Innomar Strategies 
has grown from a team of three to a staff of 
more than 2,200 team members. The company, 

which is playing a critical role in COVID-19 vaccine 
distribution efforts, has built an integrated model to 
increase patient access to specialty pharmaceutical 
products and support manufacturers at each step of 
the commercialization journey.
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Throughout his career, Guy Payette, president of Innomar 
Strategies, has been a champion for improving patient access 
to medication. In 2001, Payette had a vision of changing the 
specialty pharmaceutical marketplace. Now, 20 years later, 
Innomar Strategies is Canada’s leading specialty pharmaceuticals 
service provider and offers an integrated healthcare service 
network that reaches across Canada. Through its integrated 
model, the company delivers a wide-range of solutions that 
support patient access to specialty pharmaceutical products 
and help pharmaceutical companies maximize product success. 
As the company marks its 20-year anniversary, Payette spoke 
to us about the humble beginnings of Innomar Strategies, the 
strategic acquisitions that have helped it achieve its goal of a 
better connected healthcare system, and the key role it has 
played in helping Canadians all over the world get vaccinated 
for COVID-19.

INNOVATIVE MARKET ACCESS

“Innomar was founded in 2001,” Payette explains, “around 
my kitchen table, with three individuals. We had a theory 
around the emergence of specialty medications entering the 
pipeline of pharmaceutical companies. When you looked at the 
pharmaceutical supply chain, the access, the navigation of how 
patients were getting reimbursement, it was very fragmented, 
and there was very little support to help patients gain access to 
these very complex medications.”

The founding belief of the company was that there had to 
be a better way for this system to work, and Innomar Strategies 
was born. The company’s name reflects this goal – Innomar 
standing for Innovative Market Access.



“This combination could help to address gaps in the Canadian 
healthcare system, where the system wasn’t supporting patients, 
or there wasn’t reimbursement for patients. Manufacturers 
stepped up to fill that gap. We thought we could integrate all 
of those services  into a seamless, end-to-end solution for 
the patient and the provider.”

What makes Innomar so unique, and such a strong partner for 
pharmaceutical companies, is both its collective experience and 

“Based on the conversations we had with manufacturers, it 
was clear there was a demand for more of an integrated 
model. In creating Innomar, we sought to address this issue 
and help to expand patient access to these complex and 
innovative therapies.”

From the start, Innomar sought to create an integrated 
model that combined third-party logistics, market access 
consulting, regulatory services, patient support services, 
specialty distribution, infusion services, and network pharmacies.

The Canadian Business Quarterly - www.TheCBQ.ca60



pharmaceutical products for rare and orphan diseases and 
cell and gene therapies.”

Between 2016 and 2019, the company made several strategic 
acquisitions to build out its integrated model, including the 
acquisition of Cameron Stewart LifeScience (CSL). CSL specializes 
in digitizing co-pay and other services for the pharmaceutical 
industry, better connecting pharmacies, patient support 
programs, and providers.

“We added Wyatt Health Consulting, which is a market access 
company, and our most recent acquisition was TPIreg, which 
is a full-service regulatory company that helps manufacturers 
submit their new drug submissions to Health Canada for 
approval in the Canadian landscape.”

Even more recently, the company has been focused on 
expanding its suite of digital solutions to support healthcare 
providers, patients, payers, and manufacturers. 

“We’ve added capabilities that enable us to increase patient 
engagement, expedite speed to therapy, create efficiencies 
for payers, and eliminate barriers along the patient journey. We 
made a small but strategic acquisition of a patient app called 
Chronically Simple in FY19 and launched AvidityHealth later 
that year.”

AvidityHealth’s suite of digital solutions generate and connect 
data across multiple sources, bridging existing gaps between 
the essential human touch patients require and the efficiencies 
healthcare providers need.

the wide range of services it offers to support manufacturers, 
healthcare providers, and patients.

“It’s taking all those services and making the process as 
seamless for the provider and patient, while also building a 
patient-centric model that provides value to the pharmaceutical 
manufacturers at each stage of the product journey.”

Innomar Strategies has evolved greatly over the last 20 years, 
adding new services and solutions in ongoing efforts to meet 
the needs of patients, healthcare providers, and manufacturers. 
A core part of the company’s evolution came in 2009, when 
AmerisourceBergen, a global healthcare solutions leader, 
acquired Innomar.

“Since we first launched, we sought the reach and resources 
of a larger company. In addition to its robust distribution 
services and capabilities, AmerisourceBergen shared our vision 
and our commitment to creating healthier futures. Since that 
acquisition, we’ve continued to expand our commercialization 
services offerings, and our footprint.”

This period of expansion has included the development of a 
GMP-compliant facility in Milton, Ontario, which is essentially 
a model and a feature for cold chain distribution in the 
Canadian landscape. 

“The investments that we made in our distribution capabilities, 
particularly around these delicate and specialty products, 
[have meant] that we are able to store and handle all 
pharmaceutical products, including complex specialty 
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Following the acquisitions, Payette has expanded his role. He 
is also president of CSL and HealthForward, the leading payer 
service provider for Medication Management and Preferred 
Pharmacy Network solutions in Canada.

COVID-19 PANDEMIC

In December 2020, shortly after Health Canada authorized the 
first COVID-19 vaccine, the Government of Canada announced 
that Innomar Strategies, in collaboration with FedEx Express 
Canada, would support COVID-19 vaccine distribution efforts 
across the nation.

“That was quite a historic moment for us, and it came just as 
we were celebrating our 20th anniversary,” Payette said. “In 
recent years, we had made a number of strategic investments 
to enhance our capabilities. Those investments enabled us to 
support the storage and distribution of temperature-sensitive 
products at such an immense scale.”

There was little time to celebrate, however. With the first 
shipments scheduled to arrive in Canada just prior to December 
25th, the company needed to get to work. In collaboration with 
FedEx, teams at Innomar built rigorous yet flexible logistics 
strategies to enable the reliable and secure distribution of 
vaccines across the country. In its role, Innomar stores the new 
shipments of COVID-19 vaccine doses in temperature-controlled 
units inside its GMP-compliant distribution center in Milton, 
where teams perform the required quality assurance services, 
including physical inspection and identity confirmation. Teams 
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then place the doses into validated cold-chain packaging 
solutions that protect the product integrity throughout 
the shipment, including long-distance deliveries to remote 
communities. As of late August, Innomar and FedEx have 
distributed more than 22 million COVID-19 vaccines to provinces 
and territories across Canada. 

“We are able to turn shipments around within 24-48 hours, 
which helps expedite patient access to these vaccines,” Payette 
said. “In working with FedEx, we’re able to send these vaccines 
to all parts of Canada, and we can monitor the shipments 
throughout the entire delivery. FedEx uses live GPS trackers 
that provides us with full visibility, including the location of 
the shipments and the internal temperature. Those real-time 

metrics are critical in order to provide proof of shipment 
stability and to ensure the vaccines are safe and ready to be 
administered when they reach their final destination.”

In addition to its storage and distribution services, Innomar 
operates an integrated healthcare service network that includes 
more than 150 clinics and 11 pharmacies across Canada. Each 
site of care serves as a critical access point for people in 
communities across the country, and it has taken a great effort 
to ensure patients have continued to receive the care they need 
throughout the pandemic.

“Many patients who go to our clinics require treatment or 
services that can’t be delayed. These are, in a lot of cases, rare 
orphan diseases. They cannot miss their therapeutic window, 
which means that every month they require their medications, 
otherwise they will become very sick. They cannot afford any 
interruptions to their treatment.”

Innomar teams pivoted quickly, moving to a remote environment 
from a call center and support perspective, while also implementing 
the necessary safety policies to enable front-line workers to 
continue to provide in-person care.

“We developed very stringent protocols, including screening, 
to make sure that both our patients and staff were fully 
protected,” Payette said. “We haven’t missed a single patient 
appointment during the entire pandemic. We are really proud 
of that statistic because it shows how committed the team is 
to ensuring patients receive the care they need. Our frontline 
team members are true heroes.”

Innomar Strategies

The Canadian Business Quarterly - www.TheCBQ.ca 63



It took a concerted and equally heroic effort from the entire 
team to make this happen, with staff working incredibly long and 
hard in pharmacies, distribution centers, and in the administration 
department at the company’s head office.

BRIGHT FUTURE

Even as pandemic restrictions begin to lift, Innomar Strategies 
will continue to support efforts that allow Canadians to return 
to a more normal lifestyle. At the same time, the company 
remains focused on continuing to evolve and expand its 
capabilities to best support patients, healthcare providers 
and pharmaceutical manufacturers. 

“As the pipeline of specialty pharmaceutical products grows, 
we will continue to make strategic investments, so we 
remain well-positioned to deliver the support needed to 
expand access to these products,” Payette said. “The reliable 
distribution of products like cell and gene therapies—which are 
even more complex and require unique storage and handling 
support—requires supply chain partners with extensive specialty 
logistics expertise and cold chain capabilities, like Innomar.”

Throughout the pandemic, Innomar has worked closely with its 
sister company World Courier, a global specialty logistics provider 
and another AmerisourceBergen company. The collaboration 
underscores AmerisourceBergen’s global reach and capabilities. 
In fact, in addition to its work in Canada, Innomar has supported 
vaccine distribution efforts to people in many other countries. 
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“We have shipped products out to over 94 countries around 
the world, and to different Canadian embassies, to make sure 
that Canadians, wherever they were in the world, had access to 
COVID-19 vaccines. World Courier played a very critical role as well.”

The future looks global for the company, with the belief that 
Innomar’s integrated model can be taken to different parts of the 
world. With AmerisourceBergen’s recent acquisition of Alliance 
Healthcare, one of the largest pharmaceutical wholesalers in 
Europe, the power of the company’s global reach will only be 
enhanced.

“With World Courier, and Alliance, and Innomar, I think we will 
be able to come up with new models to serve patients around 
the world, so that patients in different countries have access 
to these very complex and specialty products.”

As Innomar looks towards a bright future, full of amazing 
R&D and new opportunities in the pharmaceutical and biotech 
industries, the importance of supporting patient access through 
services is only going to grow.

“Innomar and AmerisourceBergen are going to continue to 
innovate to find new ways to improve and create efficiencies 
in both the supply chain and the service side, and particularly 
around the digitization of a lot of services that are going to 
make us a much more connected healthcare system and will 
make these products accessible more quickly to patients.”

Through innovation, knowledge, and hard work, Innomar 
Strategies’ integrated healthcare model has been helping 
patients throughout Canada access complex medication 
for over 20 years. Find out more about Innomar Strategies 
by visiting www.innomar-strategies.com

      

Innomar Strategies
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PENTICTON
TOYOTA
STATE-OF-THE-ART NEW 
AND USED CAR DEALERSHIP

erving the local community for over 40 years, 
Penticton Toyota is a locally owned and operated 
dealership, offering next-level service from its 

recently-renovated, state-of-the-art showroom and 
cutting edge service centre.

 

S



Penticton Toyota
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“Penticton is in the southern part of the Okanagan valley, so we’re 
about 45 minutes from the US border. It is pretty well known I 
think throughout Canada, and probably even internationally, 
for being one of the most beautiful parts of Canada. We have 
amazing lakes, mountains, world-class skiing, wineries. Just so 
many amazing things.”

The allure of the city continues to bring people from all over 
Canada, with those retiring or selling their homes from the 
lower mainland. There has been a lot of development and 
redevelopment over recent years, creating more modern, 
high-density living.

General Manager Larry Pidperyhora Jr. has been with the 
dealership for nearly 10 years and is a second-generation 
operator, with his father Larry Pidperyhora Sr. currently 
serving as Dealer Principal. Mr Pidperyhora Jr. has served in 
many positions at the dealership, starting in sales, then 
Financial Services, Sales Manager, and now General Manager, 
and prides himself on being a hands-on operator that 
engages his team to always strive to grow, develop, and carry 
the business forward. He credits the dealership’s success to his 
team of loyal and dedicated staff and the relationships that 
have been forged with the dealership’s clients and community. 
Mr Pidperyhora Jr. spoke with us recently about his career 
path through the dealership, the issues currently being faced in 
the automotive industry, and the new state-of-the-art facilities 
that are helping the dealership remain sustainable into the 
future.

FAMILY BUSINESS

“We’re a family owned and operated dealership,” Mr Pidperyhora 
Jr. explains. “My father Larry Sr. is the Dealer Principal. He’s 
been with the dealership since 1992, when we moved back 
to Canada. He has grown through the business in the same 
capacity as I have – Sales and Sales Manager, and grown 
through all levels of the business.”

Mr Pidperyhora Sr. partnered with Tony Whiles who was his 
counterpart in parts and service, going through a complete 
buyout of a previous business partner in 2015 and now owning 
the business together.

Insurance 
made easy.

Talk to a CapriCMW 
Risk Advisor Today. capricmw.ca

At CapriCMW, we provide 
personalized insurance and 
custom risk solutions to give you 
the confidence and freedom to 
focus on what matters to you.

HOME · AUTO · BUSINESS · TRAVEL

http://capricmw.ca
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“There’s a lot of growth happening, a lot of people moving 
to the area, they’re discovering it and deciding that’s where 
they want to be, once they’re done with their career, and 
just taking advantage of everything we have to offer. It’s an 
amazing city.”

Mr Pidperyhora Jr. became involved in the business after 
graduating business school at Okanagan College in Kelowna. 
He began working at a smaller dealership, and after interviewing 
with the management team at Penticton Toyota, made the 
decision to move.

“I wanted to make sure that if I was going to come aboard that 
it was a going to be a good fit for everybody and myself. So 

I started at the dealership in 2012 as a salesperson, then I 
started to progress and learn a lot of the different aspects 
of the business and various departments.”

It was important for Mr Pidperyhora Jr. to join the business and 
learn from the bottom up, and throughout the years he has 
passed through the roles of salesperson, Finance Manager, 
Used Vehicle Manager and Sales Manager, before finally 
arriving at his current role as GM.

“Knowing from an early standpoint that this was going to be 
what I wanted to do for a career, it was very important as a 
second generation to carry the torch so to speak from the 
success that my father’s had, taking the dealership to the 
next levels.”

Penticton Toyota

At Penticton Toyota, we are driven to provide a different sales and 
service culture for our customers. They are the lifeblood of our business, 
and our customer centric approach will always put their needs first. 
We are ever grateful for your continued support.

Call 250-493-1107
www.pentictontoyota.com
sales@pentictontoyota.com

tel:2504931107
http://www.pentictontoyota.com
mailto:sales@pentictontoyota.com
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SINGLE POINT STORE

Penticton Toyota is a single point store, independently 
owned and operated. In today’s automotive landscape, a lot 
of dealerships are owned by dealer groups of various sizes, 
with some running as many as 50 dealerships or more.

“Being an independently owned and operated single point 
means that we are the only store within the group. That gives 
us a lot more of a hands-on culture, and given the fact that 
your Dealer Principal is in the dealership every day, you really 
get that feeling of knowing who you work for and knowing 
the message and the philosophy you’re carrying out.”

Penticton Toyota
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There is a lot to admire in the corporate culture of the bigger 
groups, operating impressively with so many moving parts, 
and it is becoming quite rare for single point dealerships to 
be operating, as much of the time it makes more sense to 
sell to a group.

“We love it,” Mr Pidperyhora Jr. says. “We can focus 100% of 
our efforts and energy on this location, knowing what’s going 
on inside and out and having a really strong ‘finger on the 
pulse’ type of management style.”

The Toyota brand is well known throughout the world as 
very high-quality, and Mr Pidperyhora Jr. has nothing but 
good things to say, recognizing that many people who buy 
Toyotas are owners for life.

“When I talk to a customer in our showroom, or to someone 
I’ve met for the first time, you ask them if they’ve ever owned 
a Toyota, and the stories come out about what their first Toyota 
was, or what they did with their first Toyota. We’re known for 
our reliability, dependability, quality and resale value.”

As an innovative automobile manufacturer, Toyota is 
regularly coming out with the newest technology, whether 
its safety features, alternate power trends, fuel efficiency, or 
environmentally-friendly building practices.

“I’ve seen more first-time Toyota buyers in the last three years 
than I ever had before that, so a lot of people are starting to 
open up to the brand, particularly through the avenue of hybrid 
and plug-in hybrid. We’re seeing those people trading in 
other makes and really understanding what Toyota is all about.”

Penticton Toyota

tel:18884084545
https://yourwarrantyteam.com/aftermarket-extended-warranties/automotive-road-hazard-coverage/#utm_source=website&utm_medium=banner&utm_campaign=CBQ&utm_id=CBQ
https://yourwarrantyteam.com/aftermarket-extended-warranties/automotive-road-hazard-coverage/#utm_source=website&utm_medium=banner&utm_campaign=CBQ&utm_id=CBQ


Toyota remains one of the most recognized brands in the 
world and as such still commands a huge amount of respect 
amongst the public. Mr Pidperyhora Jr. and the team at 
Penticton Toyota are extremely proud to work with and 
represent the brand.

The automotive industry across North America is currently 
suffering from a parts shortage, with supply issues meaning 
new vehicles are sometimes not able to be built, which is 
creating a high demand.

“You have a sales velocity that is absolutely unprecedented. 
What we’re selling as a percentage of what’s available to us 
is just bizarre. When you have a scarcity of new vehicles, 
you’re not taking in as many trade-ins, so we’re now seeing 
the same thing happen with pre-owned vehicle market.”

This means that there is a huge jump in value on certain 
vehicles, which is forcing dealers to adapt in order to find 
ways to keep inventory levels healthy enough to meet 
ongoing sales objectives.

“The way consumers have changed their buying habits 
through COVID, they realize there’s a better way, that they 
don’t have to come to the dealership. They want to do as 
much of the process online, or contactless, or at their own 
pace, so a lot of dealers are adjusting to different buying 
behaviors.”

All of these changes come on top of the continuing move 
towards alternate power trends, whether that be electric, 
hybrid, plug-in hybrid, or in the case of Toyota, hydrogen, 
which is where the future focus is going to be.

Penticton Toyota
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“What we see happening today, we’ve never seen anything 
like it. There is all sort of speculation and talk about when things 
might correct, when will production catch up to demand. 
You’ve got to take it day by day and keep your eyes open for 
what’s going to happen in the future. There are a lot of real 
struggles because of inventory availability.”

SUSTAINABLE BUSINESS

Servicing the communities within the South Okanagan including, 
Penticton, Summerland, Oliver, and Osoyoos. Penticton Toyota 
sells around 650 new vehicles and 500 used cars annually. 
Staff levels at the dealership have increased over 40% in the 
last eight years, and it currently employs 50 full time staff, with 
some working at the dealership for upwards of 30 years. 

“One of the biggest things in our business is parts and service; 
it’s not just when we sell the vehicle, it’s how we look after the 
customer after the sale. We needed more capacity in our service 
department, so in 2017 we underwent a massive renovation, 
doubled the size of our service facility, added more technology, 
more abilities to look after our service guests.”

The renovation was timely, as the demand for vehicles and 
servicing over the last few years has grown significantly, with 
huge increases of sales over a large section of different models 
the dealership offers.

“Pre-owned vehicles has been the same thing. We’re currently 
under construction of a brand new used-car facility right next 
door. So we’re growing our pre-owned operations, we’ve grown 
our parts and service operations, with increased volume, which 

hired more sales staff, more sales managers, more accounting 
staff. We’ve created a lot of jobs.”

The growth of the company has been exceptional over the 
years, and Mr Pidperyhora Jr. is confident that it is sustainable 
growth, with the capability of adapting to the business as it 
goes through changes.

“The big thing is, we want to look after our existing customers 
– the people that have purchased from us and serviced with 
us, get a repeat sale out of it – and in addition to that, to grow 
our business, we want to go after those new Toyota owners 
and earn their business, get them to buy into the product, and 
hopefully add them to our customer portfolio base.”

Penticton Toyota
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The future of the business is likely to see some structural 
changes, with Larry Pidperyhora Sr. looking to begin moving 
towards retirement, which would eventually see Mr Pidperyhora 
Jr. take over the dealership.

“As I mentioned earlier, we are building a pre-owned facility 
next door, about 6,000sqft on an additional acre of land, that 
is going to house all of our pre-owned vehicle operations and 
our reconditioning of used vehicles.”

This change will allow for more service capacity, so the 
dealership can utilize the property it currently works from 
to focus on new car sales, which will involve hiring new 

people, and adjusting processes and company structure to 
accommodate the changes.

“From there it’s just staying on top of everything Toyota is 
doing, waiting for the new product cycles to come out. We 
want to get even more ingrained in our community, and 
continue to be good corporate citizens and do everything 
we can to keep the business sustainable and have some fun.”

With continued growth and a keen awareness of how to 
adapt to industry conditions, Mr Pidperyhora Jr. and the 
team at Penticton Toyota are committed to building a 
sustainable future for the dealership. Find out more about 
Penticton Toyota by visiting www.pentictontoyota.com
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PROFESSIONAL 
DEVELOPMENT IN 

MARKETING 
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etting started on your digital marketing career can be 
an exciting journey but can also be difficult to know 
which courses and certifications will be of the most 
benefit to you in helping you achieve your goals. There 

are many digital marketing bootcamps, courses, and programs 
to choose from, which can be a little overwhelming to 
understand which one will best propel you on your career 
journey. How can you know which course will help you land 
the job and have you feeling prepared when you’re actually 
working the job too? Well, there’s three questions you can 
ask and investigate when looking for a digital marketing 
bootcamp.

These questions will help you understand the validity of the 
course as well as how useful it will actually be for you. Once 
you start looking at the courses available through this lens, 
it will be clear which ones you’ll walk away feeling great 
about or the others that will be more of a bust when it comes 
to enhancing your skills. Read on to find out what three 
questions will help you when searching for your digital 
marketing bootcamp! 

WHAT CERTIFICATES WILL  
I WALK AWAY WITH  

WHEN I’M COMPLETE?

When taking courses for digital marketing, your main goal is 
to walk away with certifications and recognition that will 
help you not only land jobs, but feel prepared for them. 
When you sit down to do your work everyday, you’ll want to 

feel ready and confident that you can navigate any task or 
project that comes your way. To ensure you receive this 
type of preparation, you’ll need to find a digital marketing 
course that provides qualified certifications that focus on 
the applied skills needed in your desired roles. This would 
include certificates such as Facebook Blueprint, Google 
Analytics, Google Ads and others that are highly relevant in 
the digital marketing industry. It’s important you do research 
on the types of jobs you want to land and succeed in, and 
which certificates will be appropriate for that position. 

In addition to developing the necessary skills, it’s important 
the course provides industry recognized certifications that 
you can achieve alongside your course as well as providing 
credentials that are external from the course itself. In the 
case of a school like Red Academy going bankrupt, it left 
students with nothing to show for their experience. By picking 
a course that uses evergreen and consistent certifications, it 
ensures you have those skills no matter what happens to the 
institution. Having evergreen certifications for digital marketing 
will be a key way to maintain a standing when the industry, 
and the bootcamps to educate the industry, are constantly 
evolving.

HOW IS THE COURSE TAUGHT? 

Is it live, on demand or a mix of both? How your digital 
marketing bootcamp is conducted will have a large impact 
on what you will take away from the course. The best way 
to take a digital marketing course is with a live format to get 
the most from the curriculum. Having a class that is live is 

G
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great for the reason that you get fresh and current content 
that evolves with the industry’s needs. Digital marketing 
changes so much, even daily, and it’s important that these 
topics are live vs. pre-recorded so no important updates are 
missed. When taking a digital marketing course that is taught 
live, you’ll have an advantage when entering the job market 
by being knowledgeable on the current topics and trends. 

Additionally, by having a synchronous course, it allows students 
to participate and ask questions as the materials are presented. 
When you’re learning complex topics such as SEO, digital 
ads, PR, and social media, it can be hard to absorb all the 
content on your own without any additional questions. There’s 
many layers and additional teachings that go with each of 
these topics that could simply not be covered via a pre- 
recorded lecture. Jelly Academy is a digital marketing course 
that teaches all of these topics live and allows for interactive 
activities with students to participate in. This provides students 
with a well-rounded experience that has them feeling prepared 
and asking questions in class, opposed to feeling lost on 
the job.

IS THERE A GOOD  
TIMEFRAME TO COMPLETE  

THE CERTIFICATIONS? 

A reason to take a course in the first place is for accountability 
and assistance through the certifications and to successfully 
complete them. You should aim to finish all certifications 

while in your course in order to maintain the motivation 
and responsibility to finish. Otherwise you could be doing it on 
your own with free lessons you find on Youtube without the 
same educational value. Along with accountability, doing your 
certifications throughout your digital marketing bootcamp 
allows you to discuss questions, findings, or noteworthy pieces 
with your instructor. This is key for really digging deep and 
understanding the concepts of digital marketing. 

In addition to accountability and support in completing your 
certifications, if a course shapes the curriculum by finishing 
your certifications before graduation, this has you leaving 
the entire program completely ready to enter the job market. 
By the time you’ve completed your bootcamp, you will have 
various certifications along with the certification of the 
course itself, which will definitely be a boost to your resume!

These are the three questions that you should be asking 
before signing up for your digital marketing course. These 
specifics should help you find the right digital marketing 
program for you and your career goals and have you completing 
the course feeling positive and ready to get going in your 
career. The best thing you can do is research the course 
thoroughly and ensure it hits these three marks, along with 
any other goals you want to achieve by taking it. Once you 
decide on your course, enjoy the process and all the exciting 
tools you’ll learn in your education. Good luck on the journey!

Darian Kovacs is the Founder of Vancouver based SEO company 
Jelly Digital Marketing & PR, www.jellymarketing.ca

Questions to consider when advancing your professional development in marketing
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WRM STRATA 
MANAGEMENT & 
REAL ESTATE SERVICES
SETTING THE STANDARD FOR PROPERTY 
MANAGEMENT IN BRITISH COLUMBIA

perating in the Whistler and Sea to Sky Corridor 
for over 35 years, WRM Strata Management & 
Real Estate Services provides proactive strata 

management services to a range of strata properties 
including residential and commercial buildings.
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Director Beau Craig arrived in Whistler in 1996, and instantly 
fell in love with the area, drawn in by the mountains and culture 
that existed in this quaint but international resort community. 
He began working with WRM in 2003, building on prior property 
management experience. In 2016 he purchased the company 
and has been instrumental in growing the business as a leader 
within the industry, managing over $3.5bn of real estate and 
over 200 strata corporations. Mr Craig spoke to us recently 
about the development of the business, the benefits of being a 
key part of the Whistler community, and the further growth of 
its niche resort-style strata management planned for the future.

RESORT-STYLE  
STRATA MANAGEMENT

“The company was established in 1986,” Mr Craig explains. 
“It started because of the building boom that happened in 
this area at that time. In the early 90s, a lot of accommodations 
were being built, hotels, restaurants and things of that nature, 
which needed management companies. So that’s where the 
company was born – out of necessity.”

Since then, WRM has evolved into a resort-style strata 
management company, which is different than a lot of other 
strata management companies that do primarily residential, 
where people occupy the buildings all the time.

WRM Strata Management & Real Estate Services
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suggested that WRM – a growing strata company that was 
looking for people – was worth considering.

“After I spoke with [the owners] and heard what their plans 
were for the business,” he says, “I immediately gave my notice 
and jumped on board, and I was working here a couple of 
weeks later.”

With the difficult year and a half of the pandemic starting to 
stabilize, now that borders are opening up and business is 
returning to usual, WRM’s position as a locally-owned and 
operated company will create plenty of advantages.

“We have grown significantly and pretty steadily over the 
years. We currently manage just over 200 different strata 
corporations, which also represent just over 17,000 units, and 
we do certainly have the biggest market share in the area.”

The company manages a variety of different types of units, 
including residential, commercial, and mixed-use strata 
corporations. WRM operates primarily in Whistler, Squamish 
and Pemberton, while also having a couple of properties in 
Vancouver and Vancouver Island.

Mr Craig came to Whistler in the mid-1990s, and was working 
for a nightly rental management company when a colleague 

CORPORATE
ELECTRIC LIMITED

Industrial • Commercial • Service/Maintenance • Residential

1-855-879-0551 Toll Free • Email – info@corpelec.com • corpelec.com

Servicing all your electrical needs in the 
Vancouver / Sea to Sky area since 1986

WRM Strata Management & Real Estate Services

tel:18558790551
mailto:info@corpelec.com
http://corpelec.com


division that can go into people’s properties to make sure that 
the heat is on, make sure there are no leaks in their units while 
they’re not here. Owner’s really like the idea that we can go into 
the unit and make sure it’s ok. This also satisfies their insurance 
companies requirements to cover any losses that originate when 
the property is unoccupied for extended periods of time”.

Because of the region’s proximity to the United States, and 
Seattle in particular, there are a lot of Americans who come 
to Whistler, purchasing second properties they can easily drive 
to on weekends and for vacations.

“Those properties haven’t been able to be used for the past 
year and a half, during the pandemic, so the news that the 
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“We do have a few competitors in the area, but they’re not 
part of the community. They have offices based in Vancouver 
or somewhere else, and they have a satellite office setup here. 
A lot of our clients see our local knowledge and presence as 
a huge advantage, because we have all of our staff live and 
work here. We’re a big part of the community.”

Another big advantage comes in the company’s relationship 
with local tradespeople, as it is able to use its size to offer a 
lot of business to trades, leveraging them to get the best 
deals for clients, which smaller companies are not able to do.

“We also have a Home Care Division. Because we’re in Whistler, 
where people don’t occupy their units all the time, we have a 
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borders are going to be open on August 9th is great news 
for our clients that are from the States that can finally come 
up here for non-essential travel.”

The day-to-day issues that the company generally deals with 
are similar to those that would be found in nightly rental 
properties, such as noise complaints, problems with leaks and 
floods, as well as structural issues that develop over time.

“Because we live in the mountains, the properties themselves 
take a bit of a beating. They get much more abuse than they 
would typically get in the lower mainland or in a different climate. 
We get freeze/thaw cycles, we get lots of snow, all the way 
down to -30C in the winter time, and then +40C in the summer 
time. The drastic change in temperature requires us to have a 
lot of eyes on the building to make sure things are working as 
they should.”

One of the biggest issues in the strata industry in BC over the 
last few years has been to do with insurance, with higher 
premiums popping up as a result of the insurance industry 
being hit with an increasing number of natural disasters.

“What we’re able to do, based on our buying power, is negotiate 
with brokers and insurance underwriters to get the best deal 
for our clients. If we go to those underwriters with a very large 
chunk of our portfolio, they give our clients a much better deal.”

It has continued to be a challenge for WRM, because of the 
heavy losses people have continued to suffer, but this strategy 
has allowed the company to successfully get the best insurance 
deals for its strata properties.

WRM Strata Management & Real Estate Services
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Staffing in the area is always difficult, but Mr Craig admits 
they don’t see a great deal of turnover on staff levels, with 
changes to the way people work and the lure of Whistler 
ensuring people tend to stay around, and the company offering 
a good work package to incentivize them to do so.

“We have a good group of year-round locals here. We do see 
more people now coming from Vancouver and trying to move 

to Whistler. The pandemic really has shown people can work 
from home, and we have some of our staff that are working 
from home as well. It’s a nice place to live, a nice option for 
people to come up here.”

The future goals for the business revolve around growth. The 
company has been very successful in the Whistler market in 
regards to a resort-style strata management service, a model 
which Mr Craig can see gaining popularity elsewhere.



“There are a lot of other areas within BC that would benefit from 
the same type of service. The Okanagan in British Columbia is 
very similar to Whistler, in that people go there for vacations 
and they have second properties there that aren’t occupied all 
the time. Same thing on Vancouver Island – Tofino, Ucluelet, 
Sunshine Coast. There are a lot of areas where we would like to 
expand in the next few years. I see it as a very big advantage for 
us moving forward.”

Another success for the company has been in project 
coordination/management. Managing some large projects in 
the area that have needed work such as full roof replacements, 
deck repairs, window replacements and full envelope repairs 
has been more and more common as buildings age.

“With the introduction of depreciation reports in British Columbia, 
it’s really helped us guide our strata councils in how they should 
be funding these projects, and then getting them through 
them, which is really taking a lot of the workload off the strata 
councils and putting it onto the management companies. It’s a 
big part of why we’re succeeding right now.”

With a strong local business in Whistler, and plans to grow 
its resort-style strata management service into other areas, 
WRM is a company looking forward to the next stage of 
its journey. Find out more about WRM Strata Management 
& Real Estate Services by visiting www.wrm.ca

WRM Strata Management & Real Estate Services
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HOW BRAZILIAN CACAO PRODUCTION 
SUPPORTS LOCAL COMMUNITIES THROUGH SUSTAINABLE FARMING
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anadian businesses are preparing to enter a post- 
pandemic world where environmental sustainability is 
of the utmost importance to consumers, paired with 

an increased desire to experience high-quality food and 
beverage products, whether that be at home or at a restaurant. 
Brazil has established processes that prioritize the protection 
of their native environments, economy and populations. 
Through inventive and tested policies and practices that 
lead to responsibly sourced products, Brazil has become an 
important exporter in the global market. In addition to 
offering products backed by environmentally sustainable 
and socially responsible cultivation methods, the fifth largest 
nation in the world also presents itself as a steadfast food 
importer as its vast and varied market for gourmet goods is 
hungrier than ever. 

CACAO AND PEANUTS AS 
EXAMPLES OF SUSTAINABLE 

PRODUCTION

One of the products cultivated in the South American country 
that acts as an archetypal symbol of sustainability in agricultural 
production is cacao. “Not only does Brazil produce some of 
the planet’s highest quality cacao bean and chocolate - it 
also protects nature by doing so,” explains Andrea Mansano, 
Market Intelligence Coordinator at the Chamber of Commerce 
Brazil-Canada (CCBC), a non-profit organization that has 

been facilitating trade between the two countries for nearly 
50 years. “There are different types of cacaos in Brazil, the 
seventh largest global producer in volume, presenting a 
great variety of flavours and characteristics. One of the 
most sustainable and unique ways to produce cacao in 
Brazil is the Cabruca system, a method that is as innovative 
as it is inveterate.” 

The Cabruca system is based on shade planting under the 
canopy of forest trees. This technique provides ideal conditions 
for cacao and promotes biodiversity (it’s the agricultural 
system with the richest native biodiversity in the world). The 
system which has been used in the Brazilian state of Bahia 
for 200 years is characterized by the fact that cacao 
cohabitates in the shade, thriving on 30% sunlight and 70% 
shade, with other native species. Producers must plant native 
trees which has led to 400,000 hectares of cattle pastures 
in the state of Pará having given way to cacao plantation 
and native forests, and 565,000 hectares of cacao in Bahia 
with approximately 70% being produced in accordance with 
the Cabruca system. 

Chocolate made with Brazilian single origin cacao therefore 
brings with it two crucial characteristics for responsible food 
production. The first is environmental sustainability, since 
the Cabruca system is unparalleled when it comes to the 
preservation of natural resources, as it protects the Atlantic 
Rainforest. The second characteristic is social responsibility, 
as, besides having strict laws against child labor and forced 
labor, Brazilian cacao production system promotes the 
development in small local vulnerable communities.

C
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The country’s cacao is grown in various biomes, and each 
produces fruits with unique characteristics, just like grapes 
produced in different terroirs yields unique notes in wine. 
Chocolate made with Brazilian cacao is globally revered for 
its refined taste and unprecedented quality, with cacao 
produced in Pará featuring more butter (58% where cacao 
produced in other tropical countries typically contains 52%) 
and has fat with a higher melting point than other cacaos. 
Public policies also incentivize cacao cultivation in this 
Amazonian region that yields such a high-quality product. 
This, teamed with the fact that Brazil is one of the few 
self-sufficient countries when it comes to producing ingredients 
for manufacturing chocolates and candies, has contributed 
to its global reputation for producing some of the best cacaos 
in the world, used in chocolates of the highest quality at the 
hands of not only Brazilian chocolatiers but also those around 
the world. 

Peanuts are another local product that represent sustainable 
and responsible production and desirable high quality. 
Around 90% of peanut cultivation and processing in Brazil 
takes place in the Mogiana and Paulista regions, in a system 
that rotates with sugarcane: every five to six years, 10-15% of 
the crop is reformed and replanted to recover land productivity, 
incorporate nutrients such as nitrogen into the soil and interrupt 
cycles of pests and weeds. The Agronomic Institute of 
Campinas developed four peanut varieties with high oleic 
content between 2011 and 2015, extending the shelf life of 
these Brazilian peanuts and making them highly competitive 
on the global stage. 

BRAZIL’S UNWAVERING  
GOURMET FOOD MARKET

Brazil and Canada share a long history of close economic 
relations, both ranking the other among their respective top 
10 major investors. With a GDP of $1.445 trillion and with a 
population of nearly 215 million people, Brazil is one of the 
largest consumer markets in the world. In fact, the country’s 
trade relations with Canada have been consistent despite 
the effect the pandemic has had on global trade – to illustrate 
this, Brazilian imports from Canada of edible vegetables 
and certain roots increased by 50% in the fourth quarter of 
2020 when compared to the same period in 2019.

Canadian companies can turn to the largest country in 
South America as a destination for their high-quality, gourmet 
food and beverage products. Over 20 million Brazilians,  
which represents 10% of the country’s population (over half 
of Canada’s population) – is hungrier than ever for imported 
gourmet goods. While increased unemployment during the 
pandemic resulted in a decrease in expenditure on gourmet 
food items in many markets, this wasn’t the case in Brazil. 
Consistent demand for premium products can be found in 
the aforementioned wide and varied group of financially 
resilient consumers who are willing to pay more for high-end 
goods as they seek innovative flavours, single origin products 
and unique experiences. 
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This progressively sophisticated consumer culture creates 
an unwavering demand for upmarket Canadian food and 
beverage products that appeal to an appetite for elaborate 
culinary styles. This market, known in Brazil as the “High 
Gastronomy” market, includes cheeses from boutique dairies 
and imported wines. To illustrate this enduring interest, Brazil’s 
cheese market represented US$ 5.2 billion in retail value in 

2020 and is projected to expand to US$ 7.4 billion in 2025. 
Similar projected growth can be seen in the country’s demand 
for wines as in 2020 the market size had a volume of 289.8 
million litres and is expected to hit 390.8 million litres in 2024.

The hospitality industry in Brazil is also enjoying exciting 
growth with a rise in popularity in Japanese and other Asian 
cuisines (especially in São Paulo where there are more than 
3,000 restaurants in this category). This expansion has 
generated an increased demand for imported Canadian 
seafood including saltwater fish, snow crabs, lobster and 
scallops, the latter of which has become a frequent feature 
on the menus of some of the country’s finest restaurants. In 
fact, Clearwater Seafoods, a Canadian company, has found 
success in exporting their products to Brazil by making 
them available to foodservice providers daily and providing 
support in incorporating the ingredient in restaurant menus.

There exists in Brazil a largely untapped market for other 
Canadian specialty items including jams, maple syrup, duck 
meat and foie gras. By connecting Canadian and Brazilian 
companies, helping them evaluate market trends and navigate 
bureaucratic procedures, the CCBC is uniquely equipped to 
help bring sustainable products to Canada and supplying 
Brazil with unique Canadian food and beverage gourmet 
products.

Paulo de Castro Reis is the Director of Institutional Relations, 
Chamber of Commerce Brazil-Canada, www.ccbc.org.br 
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MOVING THROUGH ORGANIZATIONAL 

CHANGE TOGETHER
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Moving through organizational change together  

ATTITUDES, BEHAVIOUR, AND 
STRUCTURE ARE RECIPROCAL 

Making an impactful change towards equity and inclusion 
doesn’t always start with changing someone’s attitude. While 
many see this as the first step, it is insufficient on its own for 
changing people’s behaviour. To make real change you also 
need to influence organizational leadership and impress the 
importance of a cultural shift. 

Statistically speaking, businesses get more white and male- 
dominated the closer to the top we look. This is where you 
need the change to happen. Changing behaviour comes from 
personal transformation and transformation within teams and 
departments. If the racist or biased issue is in the very fabric 
of the organization then it can be near impossible to change 
without leadership driving new policies and procedures at all 
levels of an organization. 

MOVING THROUGH BIAS TOGETHER

It’s not uncommon for people to feel uncomfortable and 
judged when faced with addressing their biases. When we feel 
this way, there are two issues at play. One is the lack of access 
to information — understanding equity language and concepts 
in itself is exclusive. People can feel like the beliefs they were 
raised with are now being punished, simply because they didn’t 
have access to other points of view. The other is the idealistic 
way in which the move for change is often presented. When the 

aking an organization more equitable and inclusive is 
a process that goes beyond just agreeing with each 
other that ‘discrimination is bad’. With racial injustice, 

and therefore diversity in the workplace, being such a prevalent 
issue, it makes sense that the steps an organization takes to 
overcome these problems fall under scrutiny. Instead of putting 
emphasis on how we are different, there needs to be a focus 
on the work that brings everyone together. Organizations need 
to take action and encourage people to work together on a 
shared issue in order to overcome their differences. 

Through that “doing” we can bring about change, confront biases 
and stereotypes, and encourage growth and collaboration. If 
good processes are not followed, people can struggle to find 
what it takes to make a change. However, the right parameters 
can establish grounds that allow corporate and organizational 
cultures to make necessary changes and give people the tools 
to grow and develop.

FOCUS ON ACTION TO BRING  
BEHAVIOURAL CHANGE 

Equipping people with tools and processes they can use 
is essential to achieving behavioural change. When people 
work together to overcome challenges, they put aside their 
differences and get to the task at hand. Being able to equip 
those within an organization with the knowledge and behavioral 
practices needed to come together in order to engage in shared 
work is key. Focusing on shared work will allow vested interests 
to flourish and ease friction that may have been shadowing them. 
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DON’T TELL PEOPLE,  
LET THEM FIND THEIR WHY 

When someone is intrinsically motivated they are more likely 
to believe in the changes they are trying to make. In order to 
help someone find their why you need to help them see the 
value in change by directing it through their work. Work only 
gets better when everyone appreciates the people they are 
working with and understand that they are all working toward 
something together. 

For those who feel uncomfortable with change, they need to 
find peace with what has been done in the past, whether by 
their forebears, their direct ancestors, or even themselves. Then, 
they can move forward with new knowledge. But acceptance 
around diversity is a challenging issue, and generally those 
who think they have the answer are missing something. More 
than just training, working together for a common goal can 
empower people and organizations to understand why it’s 
valuable to embrace change. Then, they will be prepared to take 
their own steps forward and create lasting, systemic change. 

The Outside brings together constellations of people from 
disparate teams, organizations, and jurisdictions to solve 
problems and scale impact. We have the missing piece of the 
puzzle: a practical understanding of the process and infrastructure 
of equitable systems change.

Tim Merry is the Systems Change Strategist of The Outside, 
www.findtheoutside.com

need for change is presented as dogmatic, it will alienate those 
who fall into the “wrong” category, which automatically puts 
their defenses up and makes them want to reinforce their beliefs. 

If people focus on their actions and working together while 
collaborating with others, then you can change not only their 
attitudes and beliefs, but their work practices and relationships. 
To follow through, the focus still needs to be on the organizational 
structure to support those changes. 

GETTING THROUGH “WHITE FRAGILITY” 
IS NECESSARY FOR CHANGE 

Issues with diversity and inclusion in the workplace aren’t a 
one sided issue. “Tackling these issues will require all of us to 
deal with things that are confronting and painful,” says Tuesday 
Ryan-Hart, Partner at The Outside, who leads organizations 
through systemic change. 

If work is at the center of what you’re doing, then problems 
become less personal. Instead of making each other the issue, 
give people a similar issue to focus on together. Shame is a 
tool of oppression, so remove the shame and get to work! 
Tuesday explains that “the best way out of guilt and shame is 
to take action.” So if someone is feeling attacked for being a 
white person with bias, they can be supported to embrace the 
discomfort of learning and change, and channel that feeling 
into working collaboratively with others. Making a lasting change 
takes a community effort and unwavering leadership and support. 

Moving through organizational change together  



n ASX-listed mineral explorer with assets in three sites 
across Greenland and Australia, Conico Ltd has recently 
received exciting news, having seen positive indicative 

results suggesting the presence of minerals at its Ryberg site.

POLYMETALLIC 
EXPLORATION
IN GREENLAND 

CONICO Ltd

A
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Conico Ltd

Listed on the ASX (ASX:CNJ) in 2006, Conico Ltd has recently 
begun polymetallic exploration at two sites in Greenland. Executive 
Director Guy Le Page joined the Conico board in March 2006, 
and is currently assisting with the management of the Greenland 
exploration activities, which is now in its second field season. Mr 
Le Page has ten years of experience as a geologist and has 
spent over twenty years as a resource analyst and Corporate 
Advisor with RM Capital Group, where he is actively involved in 
a range of corporate initiatives from mergers and acquisitions, 
and initial public offerings, to valuations, consulting and corporate 
advisory roles. Mr Le Page spoke with us recently to explain the 
background of Conico, the details of its portfolio of projects, 
and the positive indicative results recently found at the Ryberg 
project in Greenland.

Conico has two projects in Greenland, Mestersvig and Ryberg. 
The project area at the Ryberg site, where the company will be 
spending the entire of its second field season, is located within 
the North Atlantic Igneous Province (NAIP), and has two prospects 
so far, Sortekap and Miki Fjord. 

Additionally, Conico is involved in a domestic project in Mount 
Thirsty, a cobalt/nickel project located 16km northwest of 
Norseman, Western Australia, which is a 50/50 joint venture 
with Barra Resources.

MULTIPLE PROJECTS
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“The company was listed in 2006,” Mr Le Page explains. “It 
was a spin out from Tasman Resources Ltd, which I’m also 
on the board of. It had a portfolio of exploration projects in 
South Australia, and then moved into cobalt and nickel by 
acquiring the Mount Thirsty project.”

Mount Thirsty is Australia’s most advanced genuine cobalt 
project, and had a Pre-Feasibility Study (PFS) completed in 
2020. The project is close to all necessary infrastructure and 
in a mining-orientated state. Since the completion of the 
PFS, cobalt prices have dropped, meaning the project will 
require a price rise to get it re-incubated.

“More recently, in late 2020, we finished the acquisition of 
Longland Resources, which had title to the Ryberg project 
in Greenland, and then subsequently we picked up Mestersvig 
to the north, so most of our activity has been directed 
towards Greenland [since then].”

The site at Mestersvig is a lead and zinc historical mine, 
which produced about 0.5m tonnes of 9% lead and 9% zinc 
back in the 1950s and early 60s. It is a large license area 
near the Danish military base, with good access and port 
facilities.
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“We had intended to go and do some work [in Mestersvig] 
this year,” Mr Le Page says, “but ran out of time unfortunately. 
The main focus this year is at Ryberg, where we have got 
two prospects.”

A multi-element project spanning an area of 4,500 km2 area 
on the east coast of Greenland, Ryberg is an under-explored 
mineral province with a significant amount of magmatism that 
has intruded the sulphur-rich sediments of the Kangerlussuaq 
Basin. 

“We got attracted to the project based on some high-grade 
nickel, copper, gold, cobalt and palladium assays on the surface,” 
Mr Le Page says. “They were taken by Longland a few years 
ago, and some of the sampling we did last year confirmed 
those results.”

Magmatic sulphides have been seen throughout the licence area, 
but most activities to date have focused on the Miki and 
Sortekap Prospects. Drill ready targets for potential disseminated 
to massive sulphide accumulations have already been identified 
via a high-resolution electromagnetic survey.

“We’ve had visual indications of mineralization that look 
encouraging. We haven’t got any assays back yet, but visually, 
we’re pretty encouraged by what we’ve seen. So a couple of 
big announcements and plenty of interest from the stock 
market, which is good.”

The company’s second field season has been in progress for 
about four weeks on the ground in East Greenland, with 

three rigs on site and a team working off a ship not far from 
the project area in Miki Fjord.

“[At] Miki Fjord we got some nickel, copper, platinum, palladium, 
gold and cobalt assays from the surface rock chipping that 
we’re following up, and I suspect that’s what we’ve been 
intercepting in the holes we’ve put down there so far. About 
20km away at the Sortekap project, [we’ll have] predominantly 
gold, nickel and copper by the look of it.”

Conico’s exploration into its Greenland sites are still in the early 
stages, but the company’s longer-term strategy is already taking 
shape. The priority for 2021 has been to follow up on the 
surface rock chips found in Ryberg and see if the results could 
be replicated through drilling. 

“Miki has been the focus of about eight holes so far, seven of 
which have hit sulphides, anything from massive sulphide to 
disseminated, so that’s been pretty encouraging. We’re continuing 
to drill along a 50km strike length at approximately 1km to 
1.5km intervals.”

Another area of focus is the maiden drilling programme at 
Sortekap. The last hole was finished recently, producing some 
high-grade magnetite containing disseminated sulphides, 
predominantly chalcopyrite and pyrrhotite.

“Field season will wrap up in early October this year, so that 
will conclude a three month drilling programme. There will 

94

Conico Ltd

The Canadian Business Quarterly - www.TheCBQ.ca



be a lot of work coming up in October through to May, not 
only planning an early entry back into Greenland in May, but 
also analysing all the assays and re-logging core from this 
years field season.”

The company will be assaying for a large suite of metals, 
and already knows there are large zones of mineralization, 
so the excitement is building around seeing the assays to 
find out more specific information about what is present 
with good results likely to prompt an expanded programme 
for the 2022 field season.

As the company gathers pace and builds towards more focused 
activity, the executive team is working primarily in a part-time 
capacity, the idea being that with some good results in 
Greenland the people working on a full-time basis will be 
added to.

“The main driver of the project is [CEO] Thomas Abraham 
James, who is a geologist and founder of Longland Resources. 
He’s been based on site in Greenland, managing this programme, 
so he’s been exceptionally busy managing people, rigs, food, 
logistics. It’s been a very busy three months, and looks set to 
continue for the next couple of months.”
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The executive team is completed by Mr Le Page and Chairman 

Greg Solomon, who has practised as a commercial/corporate 

lawyer in WA for over 25 years. Non-executive members 

Doug Solomon and James Richardson make up the remainder 

of the Conico team.

“The next milestone will be to get all the assays back from 

this field season, because we haven’t been able to ship many 

samples out yet. We’re trying to ship one lot out at the 

moment, but we should have all the assays back in November/

December this year.”

The potential is there for all to see, and Conico will now be 

looking to build on the positive indicative results it has seen 

in the Ryberg region, with potential investors having an eye 

on results due later in CY 2021.

“Logistics are challenging,” Mr Le Page concludes, “but I think 

the prize is pretty big. It’s the first diamond drilling programme 

that’s ever been undertaken in this part of east Greenland, so 

we’re all pretty excited to see what comes of it.”

With a very promising set of early findings at its Ryberg 
site, the future looks bright for Conico’s polymetallic 
exploration in Greenland. Find out more about Conico 
Ltd by visiting www.conico.com.au
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The drastic changes occurring in corporate culture through Covid’s technology boom 

to adapt as the company evolves from the prevailing state 
towards the long run state. Failure is not the tip, but part of the 
educational process to implement further changes and must 
consider learning as an ongoing experiment.

Innovation is the resulting change in how the organization 
evolves and does not require changes in how people behave. 
For organizations to embrace innovation, teams must embrace 
the way that they interact at the local level, communicate across 
the created virtual workspace, and operate in a less structured 
environment.

With technologies that equal the playing field, management, 
team leaders and frontline employees must develop a sense 
of trust, eliminate the traditional hierarchy, and permit for a 
free flow of information across the corporation and celebrate 
risk and reward.

To compete on an ever-growing global scale, management 
must make efforts to inspire all levels of the organization to 
feel free to be creative where their voices are heard. With the 
scarcity of talented employees, organizations must learn to be 
lean, using the incredible technological advances we have seen 
over the past 18 months. Those who embrace this innovative 
strategy stand on the verge of becoming industry leaders at 
warp speed.

We now have the flexibility to permit employees to figure in a 
very reduced stress environment, contributing at every step 

anagement is currently scrambling to take a position 
into innovative technologies thanks to the cultural shift 
that has reared its ugly head over the past 18 months. 

The belief of the disruption in employee hiring and retention 
supported by the work-from-home movement has taken the 
facility away from corporations. Technology isn’t any longer a 
“nice to have”, but a requirement, and together with that, the 
fact that innovation initiatives frequently fail, or the “we’ve 
always done it this way” mentality hampers their performance.

From an administrative perspective, there could also be a 
transparent business strategy, but without the organization 
working in harmony towards a typical goal, the innovative 
strategy can fail. Success relies on three pillars to succeed; 
management’s will to speculate the resources, team leaders that 
evaluate the requirements to fulfil the mandate, and therefore 
the front-line workers who inevitably are required to utilize the 
technologies without proof of efficiency improvements.

In order to form an innovative culture, team leaders need to 
ensure that each one of the employees know that innovation is 
not an option. It must be woven into the culture of the business, 
with a transparent understanding within their performance 
descriptions and procedures, also because the perceived 
improvements that the innovation will help attain a higher life/
work balance. Based on the changing work model, team leaders 
also are tasked with ensuring that there is not a decrease in 
productivity.

Innovative companies understand that success is not an on-the-
spot result and must have the determination and endurance 
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of the process. Increased visibility across the entire supply 
chain creates a real-time communicative environment. This 
independence brings a newfound sense of purpose and 
community.

While most of the above has focused on the positive, as my 
subject line indicates, all is not as simple as it has been laid 
out. There are always individuals who fight change, are 
comfortable with the status quo, and do their best to sabotage 
the innovative initiative. My personal experience as founder of 
Timereaction exposed them to be the insecure employees, 
the ones that are just skating by, frightened that transparency 
will expose their inadequacies. This type of sabotage is discreet, 
whispering at the water cooler, referred to as workplace 
deviance, can destroy the efforts of months of planning, and 
engaged employee performance. These deviants may make up 
a minute percentage of the organization, but their impact 
cannot be overlooked. Like cornered rats clinging on to self-
preservation, they seek out those that question the innovative 
intentions, and draw them into the dark side. 

If such behavior is not detected and surgically removed like a 
cancer, workplace bullying can distract innovation throughout 
the organization, often targeting the best employees because 
they are the most threatening to their position. Of all the 
workplace environments that I have had the pleasure of 
participating in change management initiatives, these are the 
most dangerous of individuals, and the greatest cause of failure.

Allan Diamond is the Co-founder of Timereaction, 
www.timereaction.com
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