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Policymakers must address Canada’s business investment crisis

and particularly in the case of Canada, labour productivity 

growth may fail to compensate for a growing scarcity of labour.

Crucially, the growth of labour productivity is tied to increased 

capital investments, particularly investments in machinery, 

equipment and intellectual property products such as 

software. Since capital is a complementary input to labour, 

increased investment directly contributes to increased labour 

productivity. As well, capital investment remains a major 

channel for the introduction and diffusion of new technology 

that, in turn, indirectly improves labour productivity. Hence, 

Canada’s future economic prosperity depends on robust 

private-sector investments in productivity-enhancing assets. 

If recent growth rates of private-sector investment continue 

into the future, the outlook for improved living standards in 

Canada is bleak.

The growth of Gross Fixed Capital Formation (GFCF) represents 
the increase in capital assets in the private, government and 

household sectors combined. In Canada, total investment 

growth slowed consistently over the post-2000 period, with 

the growth rate from 2015 to 2019 (prior to the pandemic) 

only about two-thirds the rate from 2010 to 2015 and less 

than half the growth rate from 2005 to 2010.

Moreover, corporate investment as a share of total investment 

declined from an average of 50 per cent from 2011 to 2015 

to 46.6 per cent in 2019. Conversely, household investment 

(basically residential housing) as a share of GFCF increased 

entral bankers, including Bank of Canada governor Tiff 

Macklem, say recent and substantial increases in rates 

of inflation are transitory and largely the consequence 
of global supply chain disruptions related to the pandemic.

But while COVID and the associated public health measures 

have contributed to a decrease in labour force participation 

with associated adverse consequences for the operations of 

ports and other key elements of supply chains, developed 

economies including Canada will likely face stagnant labour 

supply growth for decades to come. An aging population 

foreshadows, at best, a labour force that will barely grow 

over the next two decades barring faster-than-anticipated 
immigration growth or a substantial increase in the percentage 

of Canadians aged 65 and older remaining in the workforce.

To calculate economic output, you multiply the number of 

workers by the output produced per worker. If the number 

of workers does not increase over time, economic output 

can increase only if output per worker (also known as labour 

productivity) increases. If a slow rate of labour productivity 

growth constrains the growth of economic output, increases 

in the demand for goods and services in the private and 

public sectors will primarily result in higher prices (inflation) 
rather than higher real standards of living. In short, the future 

economic prosperity of the world’s wealthy economies, 

including Canada’s, will primarily depend upon increased 

rates of labour productivity growth given projections for little 

to no increase in the overall supply of labour. Unfortunately, 

C
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from an average of 33.6 per cent from 2011 to 2015 to 36.4 

per cent in 2019, while government investment as a share of 
GFCF increased from 16.1 per cent to 17 per cent.

Hence, the marked slowdown in capital investment in Canada 
in recent years has been particularly pronounced for corporate 
investment. While residential housing and specific types of 
public investment can contribute to improved productivity, 
increased private-sector investments in machinery, equipment 
and intellectual property products are critical to improving 
labour productivity.

WHY THE DRAMATIC SLOWDOWN IN 
CORPORATE INVESTMENT?

Of course, Canada has seen a collapse of investment in the 
oil and gas sector due in part to price drops for Western 
Canadian Select crude oil, pipeline capacity constraints and 
tighter environmental regulations. But other Canadian industries 
also experienced investment slowdowns. Specifically, while 
the mining industry (which includes oil and gas) experienced 
the largest decline in investment from 2014 to 2019, fully 
seven of 15 major industries experienced a decline over that 
period. Moreover, a majority of those 15 industries decreased 
investments in machinery, equipment and intellectual property 
products.

Indeed, broad influences discourage business investment 
including relatively unfavourable corporate and personal tax 

regimes, particularly compared to the United States, and the 
increased cost burdens imposed by government regulations, 
particularly on small and medium-sized businesses.
 
Business investment ultimately depends on the expected net 
revenues associated with investments and the cost of financial 
capital (debt plus equity) used to finance the investments. It’s 
also influenced by substantial uncertainty surrounding future 
profitability, fuelled in part by ever-expanding government 
legal and regulatory measures. In this regard, governments 
across Canada could take several steps to significantly 
improve the country’s private-sector investment environment.

For example, both the federal and provincial governments 
could reduce regulatory red tape by eliminating duplicative 
regulations and regulations that no longer serve legitimate 
social or economic purposes. Policymakers could also make 
Canada’s tax system more supportive of entrepreneurial 
risk-taking by reducing relatively high marginal tax rates. The 
combined federal and provincial personal income tax rates 
on top-earners in Canada are higher than in the highest-tax 
jurisdictions in the U.S. Too many educated Canadians, 
especially those with training in science and engineering, 
move to the U.S. to start companies (hello Elon Musk) or 
help others start and grow successful businesses.

Clearly, Canadian policymakers should make an improved 
environment for business investment a top priority. However, 
they should resist implementing policies and programs 
that explicitly promote investments in specific industries or 
geographic regions via subsidies and tax holidays, which are 

Policymakers must address Canada’s business investment crisis

https://thecbq.ca


ultimately funded by taxes or government borrowing that 
could have funded other private-sector investments. There’s 

no reason to think that public-sector bureaucrats are more 

capable than private capital markets at identifying capital 

investments that will create durable high-paying jobs and 

other economic benefits for Canadians. Rather, initiatives 
that give more power to political appointees to influence 
business investment decisions will encourage private-sector 

business to spend time and corporate financial capital 
lobbying those appointees for preferred treatment, paving 

the way for potential corruption and unfairness, while firms 
waste scarce resources.

 

Canada must improve the environment for private-sector 

investment. Whatever specific initiatives policymakers 
implement, Canadians, including politicians, must understand 

and acknowledge that all investing is risky and profits are 
the reward for putting financial capital at risk. Hence, 

government leaders should embrace, not demonize, successful 

business growth and robust corporate profitability.

This fundamental rethinking of the social benefits of business 
profits is arguably a precondition to any durable improvement 
in Canada’s investment environment in a post-COVID world.

Steven Globerman is the professor emeritus at Western 

Washington University and resident scholar of Fraser 

Institute, www.fraserinstitute.org

Policymakers must address Canada’s business investment crisis
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BUSINESS’ CYBERSECURITY 
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It should come as no surprise to any employee, manager or 
business owner that remote and hybrid work models are here 
to stay. While the future state of the global pandemic remains 
uncertain, many businesses have proven that they are resilient 
and can operate efficiently while employees are not physically 
working in the same space. With this innovation, though, comes 
one pervasive and unignorable challenge: cybersecurity. As a 
business owner, you may have had secure and trustworthy 
cybersecurity solutions already integrated into your office 
IT network. But with employees working remotely and using 
personal devices, a more robust cybersecurity plan must be 
implemented to match the shape of your office’s unique working 
model. This doesn’t just mean investing in new technology, it 
also means educating your employees on best practices when 
working from home. 

So, what can you do to increase your employees’ cybersecurity 
know-how in the new working landscape? CDW Canada’s team 
of dedicated experts are here to help businesses ramp up their 
cybersecurity tools and have shared some key observances as 
businesses continue to transition to new working models.

THE THREAT LANDSCAPE IN CYBER- 
SECURITY AND THE VULNERABILITIES  

THAT BUSINESSES FACE

Before we get into the nitty gritty, it is important to get an 
overview of Canadians’ current understanding of cybersecurity 
and what businesses are doing to address contemporary 

CDW Canada
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The survey found that Canadians are experiencing a wide 
range of cybersecurity concerns with 67 percent of working 
Canadians citing data leakage, identity theft and/or hackers, 
66 percent citing malware and 58 percent citing phishing 
scams as their top concerns across devices. Despite the 
awareness of cyberthreats and a general understanding of 
cybersecurity, many working Canadians still do not take 
device protection seriously. This is a major issue for businesses 
with remote and hybrid work models as it costs both time 
and money to resolve individual cybersecurity issues that fall 
outside of the physical office’s IT network. Perhaps more 
concerning is the possibility of a business’ confidential and 
proprietary information being compromised. 

It is vital that organizations address cybersecurity concerns 
and identify potential threats proactively rather than reactively 
to avoid costly consequences. Ongoing cybersecurity 
education, protecting personal devices and improving 
day-to-day cybersecurity hygiene habits are essential to 
minimizing vulnerabilities when overseeing hybrid and 
remote work models. How, then, should a business be 
proactive? It all begins with the employees.  

INVEST IN EMPLOYEE’S CYBERSECURITY 
EDUCATION TO INSTILL BEST PRACTICES 

Businesses’ first line of defence are their employees and it is 
essential that they understand how to best protect themselves. 
Investing in employee education to instill best practices has 
become imperative with the rise of remote and hybrid work 
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cybersecurity concerns. CDW recently commissioned a survey 
in partnership with Angus Reid to analyze the sentiment of IT 
security in regard to the impacts of the global pandemic on 
business and the future of work. The findings offered valuable 
insight into the threat landscape in cybersecurity and the 
vulnerabilities that businesses face in today’s increasingly 
digital world. This is especially important as we continually 
develop what the future hybrid workplace may look like in 
Canada.  
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and not knowing how. This indicates that there is a tremendous 
lack of education surrounding basic privacy settings and their 
implications on personal devices. It is vital that employees are 
aware of the significant risks that come with not reviewing 
cybersecurity and privacy settings on personal devices, and that 
this can have a negative impact on their workplace’s security 
posture as a result. Considering the pervasive use of personal 
devices in employees’ professional and personal lives, education 
in best practices for personal devices is a necessary foundation 
on which to build upon more comprehensive cybersecurity 
hygiene.

EMPHASIZE DAY-TO-DAY CYBERSECURITY 
HYGIENE AND ADOPT MULTI-FACTOR  

AUTHENTICATION 

From there, placing an emphasis on day-to-day cybersecurity 
hygiene is a natural next step for employees to gear up their 
cybersecurity. Day-to-day cybersecurity hygiene is all about 
routine and process, just like physical hygiene. This process 
trains people to think proactively about their cybersecurity 
posture in order to mitigate any potential risks or security 
issues. This includes integrating the process of using unique 
passwords and passphrases, frequently changing those 
passwords and passphrases, and having separate sets of 
login information for applications, devices and networks.  

The survey results also show that while the majority of 
Canadians use unique passwords or passphrases for their 

environments. Despite the increase in cyberattacks over the 
course of the pandemic, only 51 percent of working Canadians 
indicated their organization had prepared employees with 
security education prior to the remote transition. It is no surprise, 
then, that only 53 percent of working Canadians believe there is 
a positive correlation between their organization’s cybersecurity 
posture and their ability to effectively do their jobs. These 
numbers are concerningly low, especially as cyberattacks 
increase in scope and sophistication. Cybersecurity education 
for employees must consequently be treated as an essential 
aspect of employee training both during and long after the 
pandemic. 

An often overlooked, but ubiquitous area to introduce 
employees to basic cybersecurity measures is personal 
devices. Naturally, when working from home, people integrate 
their personal devices into their work. The convenience of 
cross-platform integration between smart phones, tablets 
and computers can often overshadow the vulnerabilities of 
these personal setups. 

CDW’s latest data shows that regular review of cybersecurity 
and privacy settings on personal devices remains a challenge 
for working Canadians. Concerningly, a mere 41 percent of 
Canadians review their cybersecurity and privacy settings on 
their personal devices once per year or less, with 15 percent 
only doing so upon setting up a new device and five percent 
having never reviewed this. For the 26 percent of Canadians 
who rarely or never review their cybersecurity or privacy 
settings, their cited reasoning is not having thought about it 

CDW Canada
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practices. This is particularly important as the survey results 
indicate that 10 percent fewer Canadians are using unique 
passcodes and passphrases to protect their phones, 
computers, networks and smart devices than they were in 
October 2020. These numbers are quite concerning and need 

to be addressed proactively as alternative work environments  

devices – 77 percent for phones, 78 percent for computers 
and 75 percent for networks – only 65 percent say the same 
of smart devices. This leaves nearly one quarter of working 
Canadians at risk. This links back to properly managing privacy 
settings on employees’ personal devices. Using and refreshing 
unique passcodes and passphrases is the next layer of best 

https://thecbq.ca


EQUIP EMPLOYEES WITH THE TOOLS 
THEY NEED TO WORK SECURELY AND 

SUCCESSFULLY FROM HOME

All of the above best practices begin with employees, but it 
is ultimately the business’ responsibility to educate and train 
them. According to the survey, only 51 percent of working 
Canadians say their experiences with workplace technology 
and connectivity since the transition to hybrid or remote  
work have been positive. Additionally, only 48 percent of 
working Canadians feel their organization adequately prepared 
employees with the security tools and processes needed to 
work remotely. In other words, only half of Canadians feel 
that the business they work for has given them the tools 
they need to work securely and successfully from home. Not 
only does this place unnecessary pressure on employees, 
but it affects the agility and security of the business as a whole. 

Investing in employee cybersecurity education, protecting 
personal devices and improving day-to-day cybersecurity 
hygiene habits are all critical to minimizing vulnerabilities 
when operating a business within remote and hybrid work 
models. This is no longer a nice-to-have, but a must-have in 
today’s ever-evolving digital landscape. While this may seem 
like a daunting challenge, partnering with dedicated cyber-
security experts can help keep your employees’ and business’ 
IT network safe and secure. 

To learn more about cybersecurity and how CDW can 

help, please visit: www.cdw.ca/security

are tracking to become a norm in a post-pandemic world, 

making it imperative that businesses focus on privacy and 

keeping data secure.  

The next habit that is key to adopt is multi-factor authentication 
(MFA). It may sound complex, but this is a simple and effective 
security tool to improve cybersecurity hygiene. 

How do you know that someone trying to access information 

on your businesses’ IT network is who they say they are? When 

working at a physical office, you visually recognize all your 
employees and would not think twice when someone goes 

to grab a document from the file cabinet. The same does not 
apply when employees are working remotely, especially as 

issues of digital identity theft increase in prevalence. 

MFA requires that digital users provide at least two types of 

authentications to prove their identity and gain permission 

to access the data they desire. It acts as a safeguard against 

identity fraud and gives employees peace of mind knowing 

that they are securely accessing data without compromising 

any sensitive information. 

Implementing MFA systems is an effective way to reduce 

security risks that might arise when working from insecure 

locations, like working from home or using public Wi-Fi, as 

it provides extra hoops for cybercriminals to jump through in 
order to gain access to secure information.   

CDW Canada
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he Canadian Bar Association’s Business and Human 
Rights (BHR) Guide helps Canadian lawyers and their 

clients account for human rights in their operations.

What is the role of business when it comes to respecting 
human rights? The answer depends on who you ask, and 
what you are asking about. In Western liberal democracies, 
human rights are integrated into our constitutional order. 
There are clear legal consequences if human rights are 
ignored. It is easy to forget that this approach is not widely 
shared around the world. Does that mean that outside Canada, 
businesses can simply ignore human rights? No. Human rights 
laws, regulations and decisions are evolving constantly, and 
businesses face legal, financial and reputational exposure for 
failing to respect them – even if they do so unwittingly.

There are no easy answers here. That is why the Canadian 
Bar Association has added the new Business and Human 
Rights Guide to its practice tools. The CBA Guide is designed 
to help lawyers and businesses integrate human rights into 

their operations when acting abroad.

THE RISKS

Human rights violations can be perpetrated by anyone from 
company directors to state actors, sub-contractors, or private 
security forces. They can happen anywhere along the global 
supply chain. 

Relevant information and actionable guidance are some of 
the best ways for businesses to avoid being exposed to this 

risk. One of the CBA Guide’s fundamental goals is to help 
Canadian lawyers and businesses avoid getting caught up 
in problematic human rights situations. The Guide is also 
there to help them respond to situations that are hard to 
predict. 

Businesses must have up-to-date knowledge of expectations 
on critical social factors like international human rights. Such 
factors change rapidly and can catch practitioners by surprise. 

A CHANGING LEGAL  
LANDSCAPE

We have been feeling the effects of globalization since 

the 1990s. That, coupled with the internet and associated 

technology, makes it possible for large and small businesses 

to operate globally. With so much foreign business influence 
in their economy, governments sometimes find challenges 
in their ability to oversee business activities and ensure that 

human rights are protected. 

The United Nations Guiding Principle 13 explicitly states that 
businesses have the responsibility to avoid causing or 

contributing to adverse human rights impacts through their 

own activities and address such impacts when they occur; and 

to prevent or mitigate adverse human rights impacts that 
are directly linked to their operations, products or services 
by their business relationships, even if they have not contributed 

to those impacts.

T

The Business of Human Rights
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LITIGATION RISKS

In recent years, there have been human rights cases brought 
by foreign litigants against Canadian companies. As outlined 
in the CBA Guide, there is now an emerging Canadian body 
of jurisprudence highlighting that Canadian businesses can 
be held liable for human rights abuses connected to their 
international operations. Surprisingly, when responding to 
such litigation, there are factors beyond just the legal issues 
which may drive the decision making process. 

Often in business human rights litigation, what’s at issue isn’t 
the human rights violation itself but whether a company 
should be held legally responsible for that human rights 
violation. A company might well win in court but still lose in 
the marketplace and suffer great damage to its brand and 
reputation. A customer is much more likely to remember 
the association between a brand and an event abroad than 
they are to remember that the court actually found the 
company not liable. Just the fact that there was a court case 
might be enough to cause irreparable harm to a company’s 
reputation. 

Businesses seen as having fallen short of their obligation to 

ensure human rights are respected can see their “social license 

to operate” undermined by public opinion. This can hurt the 

businesses’ ability to increase their market share, find 

employees, obtain regulatory approvals, and expand their 
operations to other countries. 

INTERNATIONAL HUMAN 
RIGHTS OBLIGATIONS

There is no international obligatory standard of corporate 
liability when it comes to violations of human rights. However, 
human rights violations abroad may expose companies to 
criminal liability in their own countries for activities that happen 
elsewhere. 

At the international level, criminal charges for alleged business 
complicity in international crimes are increasing – this includes 
activities that constitute crimes against humanity. The case 
of the French multinational Lafarge is particularly interesting. 
Both the parent company and its subsidiary, Lafarge Cement 
Syria, were indicted for complicity in crimes against humanity, 
among other charges, for the subsidiary’s operations during 
the Syrian civil war. This was the first time a French parent 
company was charged for the actions of one of its subsidiaries 
abroad. The case is still before the courts. 

In addition to potential corporate liability, in some jurisdictions 
including the UK, France, California and Australia, directors 
and officers can also be held personally liable for failure to 
comply with human rights obligations. 

Canada does not have a similar regime, but Bill S-216, the 
Modern Slavery Act, tabled in the Senate in 2020, tried to 
address some of these issues by making directors and officers 
personally liable for their actions if they directed, authorized, 
assented to, acquiesced in or participated in the offence, 
whether or not the person or entity has been prosecuted or 
convicted. If passed, the Bill will enact Canada’s first modern 
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slavery disclosure legislation. Under current Canadian law, 

corporations (and possibly their directors and officers) can be 
held criminally responsible where a “real and substantial 

connection” can be made between Canada and the alleged 

offence. It is crucial for Canadian directors and officers to 
take note of how foreign legislation is impacting businesses 

operating in those jurisdictions to inform their assessment of 

potential liability that may arise in Canada. 

MANDATORY DISCLOSURE

Provincial securities legislation obliges Canadian public 

companies to disclose material risk to their business. This 

includes business human rights issues that would be material 

to any reasonable investor. But other than in Quebec, at the 

moment, there are no concrete requirements that public 

companies disclose BHR or modern slavery risks. 

However, Canadian companies that operate in jurisdictions 

with regulations requiring disclosure of BHR or modern slavery 

risks, such as the UK, France, California and Australia, are 

subject to disclosure requirements in those jurisdictions. 

Businesses often find that the least costly approach is to 

simply comply with the highest disclosure standards required 

and apply that to their operations in all jurisdictions. 

Regardless of government regulations, there is a class of 

investors who evaluate companies based on business human 

rights ranking, voluntary disclosure, and benchmarking tools 

developed to incorporate the United Nations Guiding Principles. 

That means that good performance on these benchmarking 

tools can facilitate access to this exclusively available capital. 

BEST PRACTICES

As the business human rights landscape continues to evolve, 
businesses and their lawyers need to manage BHR risks as 
they do any other legal, regulatory or operational risks. 

The CBA Guide contains a section emphasizing best practices 
to enable lawyers and their clients to decide when business 
activities or relationships pose too high a risk to human rights 
or at least require a mitigation strategy. 

The fundamentals of BHR compliance derive from corporate 
governance and risk management practices that are already 
familiar to business lawyers. Basic components include 
effective board level oversight, a public commitment to 
respect human rights, due diligence to “identify, prevent, 
mitigate and account” for adverse human rights impacts, 
sufficient training, proper control of business partners’ 
conduct all along global supply chains, proper disclosures 
and grievance mechanisms. 

CONDUCT OF LAWYERS

The CBA Guide also includes a section on the duty of lawyers 
and law firms to avoid causing or contributing to adverse 
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human rights impacts through their own activities. It helps 
clarify the role of Canadian lawyers in advancing the objectives 
of the United Nations Guiding Principles in accordance with 
their professional responsibilities as set out in the Model Code 
of Professional Conduct established by the Federation of Law 

Societies of Canada (FLSC Model Code). 

CONCLUSION

Respect for human rights is increasing everywhere around 

the world and we all have a role to play to ensure continued 

progress. 

The legal landscape of business human rights is in constant 

evolution. It is critical for businesses to engage with BHR 

risks. These risks will continue to grow. Managing them is 

both a legal and strategic imperative for lawyers and their 

business clients alike. With the help of the CBA Guide, risk 

management becomes a little bit easier. 

Special thanks to Claudia Feldkamp and Josh Scheinert for 

their tireless leadership on assembling the CBA Guide. 

Warren Ragoonanan is the Chair of the International Law 

Section of the Canadian Bar Association and Tina Parbhakar 

is the Section’s Past Chair and a member of the Business and 

Human Rights working group of The Canadian Bar Association 

(CBA), www.cba.org
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PENINSULA
STRATA

MANAGEMENT
EXTENSIVE STRATA 
MANAGEMENT EXPERIENCE

ith origins stretching back over 20 years, 
Peninsula Strata Management prides 
itself on providing customized services 

to strata corporations and properties within the 
lower mainland and Fraser Valley areas of British 
Columbia.

 

W
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Peninsula Strata Management

President, partner, and Senior Strata Agent Scott Ponuick has 
been licensed to work as a Strata Agent since 1998, and has 
been employed by several of the largest Strata Management 
companies in BC. He has experience managing a mixture of 
residential, commercial, and industrial strata corporations, 
and provides a hands-on approach to strata that has allowed 
him to become a specialist in the management of newly-built 
developments. By working with developers during the planning 
stages, he ensures strata’s foundation is laid for success. Mr 
Ponuick joined us recently to discuss the formation of the 
company, the range of services Peninsula offers, and the 
benefits of being a small company in a rapidly-changing 
industry.

STEADY GROWTH

“Peninsula Strata Management was formed in May of 2012,” Mr 
Ponuick says, “by myself and my past business partner. We 
purchased the strata management division and the contracts 
of another brokerage that had been in operation since 1998. 
So, we’re steeped in a long-term clientele.”

Mr Ponuick and his former partner took this existing client 
list and formed a new management company, a process 
which included keeping all staff and moving into new offices 
in South Surrey, British Columbia, where the company is still 
based today.

“One of the very first things we did was we hired Cecilia Hu, 
who is our CFO. I’d known Cecilia from a past employer that 
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my partner’s shares in the company, and so I did that. In 
doing that I was smart enough to keep Cecilia around and 
I offered her to come in on a partnership.”

Since that time the company has grown significantly, averaging 
around 20% or more growth per year. Peninsula manages a 
portfolio of residential, commercial and industrial strata 
corporations in the Fraser Valley region in British Columbia.

“The demand for the services we provide has increased,” 
Mr Ponuick adds, “and has caused us to expand our reach 
to a number of other municipalities in the lower mainland. 

Peninsula Strata Management

I worked with, and she was brilliant, super smart, a great 
accountant. Acquiring Cecilia to work for Peninsula was a 
definite asset and she was a great addition. It was nice at 
that time to have a familiar face that we could trust.”

In 2015, Mr Ponuick’s partner was diagnosed with cancer 
and left the business to focus on his health. The company 
continued, with Mr Ponuick and Cecilia Hu taking over 
management operations and moving the company forward.

“Ultimately, over the next few years it became evident that 
I needed to purchase the rest of Peninsula and purchase 
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site visits and meetings, obtain quotes and so much more. 
Basically, it’s full service.” 

In the case of smaller strata corporations and properties, 
cost and retention of a management has been a major hurdle 
for the company. The solution was to create an accounting only 
service, a more cost-effective option for smaller corporations 
and properties.

“Peninsula completes the monthly accounting duties, the 
management of the finances of the property in accordance 
with the Strata Property Act, and/or the required laws 
we’re operating under, and then should the client need any 

Peninsula Strata Management

It’s been a great run, and we’re officially 10 years next year, 
so we’re doing well.”

The scope of the business includes offering strata and 
property management services to both existing and newly 
built residential, commercial, and industrial strata properties 
throughout the lower mainland of British Columbia., which 
consist of full management, accounting only, and consulting. 

“With full management, we handle the day-to-day operations 
of the property, including full cycle accounting, strata agents 
involved every day, we process all the property forms; the 
agents liaise with council, the owners [and] trades, attend 
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consultation for any special projects or tenants at meetings, 
we can assist with that at an additional cost.”

The final package the company offers is consulting services, 
which have been sought out by a some of the largest 
development companies in BC. Peninsula provides consultation 
during the initial planning stages, working with the developer 
to create proposed budgets and fees, bylaws and rules, and 
anything else needed to make the development a success.

“We hold accounting very high in our company, it’s something 
that we cherish. Based on my experience as a strata agent, 
accounting is the number one thing that strata corporations 
care about. If you haven’t got financial sense in your business, 
your situation with your customer is not good.”

One of the key differentiators between Peninsula and its 
competitors is adaptability, which it achieves due to its size. 
As a smaller company, Peninsula is fortunate enough to be 
able to make decisions quicker than its larger competitors. 

“We have a high level of service and work ethic, our experience 
and our commitment to the quality is the difference. Being a 
smaller management company, we’re focused on providing 
value and a personalized level of service that the larger 
companies can’t offer, and then we’re focused on the needs 
of the client because of that.”

Even as a small company, Peninsula deals with some of the 
largest developers in BC, including Beedie Development, 
Mosaic Homes, Dawson & Sawyer, and Isle of Mann. It is a 
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on a national level. This has helped the company deliver 
exceptional services.

“The people that are involved are a major asset, not only because 
of what they do now, but because of what they’ve done. 
They have a different viewpoint, which has been a big asset. 
That is backed up by our support staff – our administrators, 
our accounting, and of course the management team.”

The company is big on encouraging staff to further their 
professional development and continue their own education, 
providing partial or full tuition reimbursement, as well as 
offering regular training sessions, bringing in suppliers and 

testament to what the company offers that developers of 
that size are coming to Peninsula.

“Our agents,  are licensed to provide either strata or property 
management, so when it comes to real estate, we can manage 
anything. The majority of those agents have been in the 
business greater than ten years, and their past work experience 
helps them to anticipate, understand, and adapt to any of the 
situations that they may encounter.”

The experience of the Peninsula team members is varied 
but impressive, with one being a former real estate developer, 
one having been a contractor, another in sales and flooring 

https://www.sejda.com/call/6042748440
mailto:info@richmond-elevator.com
https://thecbq.ca
https://www.sejda.com/call/18668528086
http://servicemasterbc.ca


The Canadian Business Quarterly - www.TheCBQ.ca30

Peninsula Strata Management

products, and providing presentations to help staff better 
understand the business.

“Embracing technology is another big thing for this industry. 
We’re a very small industry, so there’s not a lot of stuff that’s 
been created specific to property and strata management. 
But there’s stuff that’s happening, so when technologies do 
arrive, implementing those tools, policies and procedures 
has helped us to increase our staff’s efficiency.”

The company actively strives to bring in tools and procedures 
that will add value for clients, making informed and equipped 
choices to maximize those tools and utilize its size to its 
advantage.

A CHANGING INDUSTRY

“There’s been significant changes [in the industry] over the 
years,” Mr Ponuick says. “When I started in the business in 
1998 to now, there’s been a lot of changes, but the biggest 
ones I think would be legislative changes that have been 
brought in by the government.”

Changes in legislation have happened in order to provide 
more transparency in the industry, with the effect being an 
increase in work, especially in terms of documentation, which 
has also created the potential for more liability for agents.

“There has been so much new construction, our industry at 
the moment needs more bodies to manage that. That is a 
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massive challenge for any business, to find people to work, 
but ultimately with what we do, you have to be licensed, you 
have to have the education and then having some experience 
in the industry is vital.”

Because of the rising costs of land and real estate, many 
people are moving towards multi-family accommodation 
scenarios like a strata or co-op, and these buildings need to 
be managed efficiently and effectively according to legal 
needs. The stark reality is there is a shortage of qualified 
people to do these jobs.

“[Another issue is] affordability, obviously with purchase of the 
housing, but also the costs related to the maintenance of the 
building itself. You’ve got the cost of insurance, maintenance, 
and repairs. Insurance has gone up by a significant amount 
over the last 2-3 years, and this has had a dramatic impact on 
many stratas and properties we manage.” As strata’s navigate 
these rising costs, it can be a big challenge to maintain the 
investment. 

“As a company, we will continue to focus on what made us who 
we are. What has worked for us. We’ll continue to be customer 
service driven, find positive solutions to the problems our clients 
face. We’re excited to continue working with the development 
companies that we’ve built a long relationship with, and we 
look forward to the new developments we have coming in 
future.”

By focusing on new business development and manage-
ment opportunities and a commitment to exceptional cus-
tomer service, Peninsula has a bright future ahead. Find 
out more about Peninsula Strata Management by visiting 

www.peninsulastrata.com

Peninsula Strata Management
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he task of tackling climate change is mammoth. It requires 
an ‘all-in’ approach among Canada’s business leaders, 
governments, and the clean tech industries. But done 

right, not only can we mitigate environmental catastrophe – 
we can drive economic growth by building a sustainable green 
economy and leveraging our unique position as a global leader 
in clean energy. 

It is no exaggeration to say that the future of our planet resides 
in the palms of today’s business and political leaders. We are 
all too aware that we are running out of time to mitigate 
catastrophe before it is too late. While climate change must 
be addressed through a global approach, Canada must act now 
if it has a chance of reaching its goal of net-zero emissions 
by 2050.  

Reducing our carbon footprint is a key challenge for 
corporate Canada. As a nation we face unique challenges 
and opportunities. We have one of the highest energy 
consumption rates per capita in the world – and we are 
warming at twice the average global rate. The backbone of 
our economy is built on natural resources, with fossil fuels 
currently serving 80 per cent of all energy needs in Canada. 
Oil and gas represented around $105 billion in GDP in 2020, 
but it also accounts for a large share of Canada’s emissions. 
Meanwhile, analysis by Royal Dutch Shell projects that global 
energy demand will triple by 2050. And we still face significant 
challenges with many of Canada’s 170 remote and Indigenous 
communities being ‘off the grid’ and forced to rely on costly 
and high-emitting diesel. 

THE TASK AHEAD IS MAMMOTH –  
BUT THERE IS A PROVEN PATH 

We have a monumental task ahead. One that requires a 
massive energy system transition leveraging the full mix of 
low-emitting energy sources if we are to be successful. 
There is no perfect – or easy – solution. But there is a proven 
viable path. And the reality is that we have no choice but to 
pursue that path if we have a chance of mitigating climate 
catastrophe. 

That path must include all viable clean energy technologies, 
and that means renewables working together with nuclear. 

It’s hard to fathom the extent of global scientific research that 
has gone into helping understand the path to fight climate 
change. Based on that research, scientists, governments, 
environmentalists, and climate change experts across the 
world have concluded over and over that it is just not possible 
to get to net zero without nuclear in the mix. This is a fact, not 
an opinion. 

WHY NUCLEAR? 

Nuclear energy is a clean, energy-dense, carbon-free, reliable 
energy available around the clock. 

Nuclear power produces less CO2 emissions over its lifecycle 
than any other electricity source, according to a recent report 
by the United Nations Economic Commission for Europe 
(UNECE). The commission found that nuclear power has 
the lowest carbon footprint measured in grams of CO2 per 
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kilowatt-hour (kWh) compared to any other electricity sources 
– including wind and solar. 

Nuclear is also the most land-efficient means of producing 
clean energy; at least 15 times more efficient than renewable 
sources like wind and solar. And it serves as one of the 
most affordable electricity sources worldwide. 

As someone who spent much of my career in renewables, 
I am a true proponent of maximizing the full potential of 
solar, wind, hydro and other renewables. But the fact is that 
20 years ago, when I started in the renewables sector, 36 
percent of the world’s electricity supply was non-emitting. 
Today – two decades later and following huge investments 
ramping up wind and solar – we’re still at 36 per cent 
non-emitting electricity on the world’s grids. We just cannot 
get to net zero through renewables alone.

NEW NUCLEAR INNOVATION 

THROUGH SMRs 

There is significant focus on the role SMRs (small modular 
reactors) must play, leveraging innovative technology for safe, 
cost-effective small-scale fission reactors that can be built in 
factories and easily transported on-site. Not only do SMRs 
provide clean electricity, but they can also play an integral role 
in decarbonizing Canada’s heavy industry, including the oil 
and gas sector that represents such a significant part of our 
economy. And they can serve small or remote communities, 
including the many Indigenous communities that currently rely 
on diesel. Unlike most renewable energy sources, they can also 

provide high-density, zero-emission energy around the clock.

NUCLEAR CONTRIBUTION  

TO A GREEN ECONOMY 

The nuclear industry contributes over $6 billion in revenue 
annually in Canada and represents 76,000 jobs. But we have 
only scratched the surface of its potential to drive economic 
growth. The projected growth of the nuclear industry means 
an early leadership position for Canada in SMRs. According to 
the SMR Roadmap, the estimated total global export potential 
of SMRs is approximately $150 billion per year for 2030 to 
2040. 

 NUCLEAR IS DECARBONIZING  

THE WORLD 

Nuclear is the only technology that has achieved deep 
decarbonization of entire economies in adequate timeframes. 
Places such as France, Sweden, and the province of Ontario 
have been able to decarbonize their electricity grids and limit 
or phase out coal generation thanks to nuclear. 

ROLL-OUT OF INVESTMENTS IN  

NUCLEAR ACROSS THE WORLD 

Several countries have recently announced significant 
investments in nuclear technology as part of their net zero path, 
including $200 million in SMR investments in the UK, $1 billion 
in France, and $2 billion in the U.S. This is on top of the $6 
billion the U.S. has committed to reinvest in existing reactors 
and the billions that will be invested in France’s plans to build 
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new large reactors. Meanwhile in Canada, Ontario Power 
Generation (OPG) just announced it will work together with 
GE Hitachi Nuclear Energy to deploy a small modular reactor 
at the Darlington new nuclear site, with completion as early 
as 2028.

NUCLEAR PLAYS A VITAL ROLE IN 
PRODUCING CLEAN ELECTRICITY 

Creating clean electricity will be a key component of Canada’s 
path to net zero. The International Energy Agency (IEA) 
projects that electricity generation will be about 2.5 times higher 
in 2050, stating that “Spreading the use of electricity into more 
parts of the economy is the single largest contributor to reaching 
net-zero emissions.” Nuclear is one of the largest producers of 
clean electricity around the world and in Canada, and already 
accounts for about 15 per cent of Canada’s electricity. But it 
has the potential to do so much more. 

NUCLEAR TECHNOLOGY  
CAN SUPPORT A CLEAN  

HYDROGEN ECONOMY 

There is increasing focus on how the hydrogen economy will 
be a critical part of our clean-energy future. The Hydrogen 
Council estimates that by 2050 hydrogen will represent 18 per 
cent of the energy delivered to end users, avoid 6 gigatonnes 
of carbon emissions annually, enable U.S.$2.5 trillion in annual 
sales, and create 30 million jobs globally. When hydrogen gas 
reacts with oxygen it releases clean energy, and the only 
by-product is pure water. Like SMRs, hydrogen has the 

potential to help Canada transition remote communities away 
from high-emitting diesel and to decarbonize heavy-industry 
operations, transport, and community infrastructure. Today, 
almost all hydrogen comes from high-emitting fossil fuels. 
However, nuclear technologies make hydrogen gas a more 
practical fuel for a carbon-free energy system. Economical 
production of hydrogen would usher in a new era of hydrogen- 
powered vehicles that would create no more emissions than 
walking.

CANADA’S NUCLEAR MEDICINE 

SAVES MILLIONS OF LIVES 

Nuclear medicine is used to help diagnose and treat millions of 
Canadians every year. Through exports, Canada’s nuclear 
healthcare innovation saves millions of lives each year in 80 
different countries, with significant economic benefits. For 
example, more than 50 per cent of the world’s supply of 
cobalt-60 isotopes is produced at Canadian nuclear power 
plants, within a global business estimated to grow over U.S.$17.1 
billion by 2023.

CANADA IS UNIQUELY  
POSITIONED TO TAKE A GLOBAL 

LEADERSHIP ROLE  

Canada can drive environmental, social, and economic 
advantage on the global nuclear stage. For many years 
Canada has been a leader in nuclear technology, exporting 
reactor systems developed in Canada as well as supplying a 
high proportion of the world’s medical radioisotopes. We also 

The Canadian Business Quarterly - www.TheCBQ.ca 35

It’s impossible to tackle climate change without nuclear

https://thecbq.ca


have the largest reserves of high-quality uranium in the world 
and are the second largest producer and fourth largest 
exporter of uranium. Canada’s nuclear industry has an 
impeccable safety record spanning 65 years, and we are 
proud to have world-class regulatory oversight. 

NOW IS THE TIME FOR INDUSTRY 
AND POLITICAL LEADERS TO  

WORK TOGETHER TO BUILD A 

GREEN ECONOMY  

The socio-economic cost of climate change is huge – and 
growing. Business and industry leaders across Canada know 
that this is not an issue we can pass on to our next generation 
leaders to resolve. We are at a pivotal moment in time. Canada 
needs to take decisive action to mitigate catastrophe and to 
avoid falling behind other countries who are accelerating 
their path to net zero through clean nuclear. We cannot 
afford to lose out on the unique advantage Canada has in 
nuclear innovation.  

Having targets is imperative, but we need tangible plans 
and actions that unite the public and private sectors and 
acknowledge the need for the right investments, infrastructure, 
and regulatory oversight. Corporate Canada must work 
in partnership with the government to build out a concrete 
and ambitious plan to incent fuel-switching and to signal to 
the clean energy sector what’s required.
 
The task in front of today’s business and political leaders to 
fight climate change is no doubt daunting. But the opportunity 
to work together to build a better and more prosperous 
future is far greater. 

John Gorman is the President and CEO of Canadian Nuclear 

Association, www.cna.ca
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NORTH 
CANADIAN 
CONSTRUCTION GROUP
EXCEEDING CUSTOMER  
EXPECTATIONS

locally-owned company that has been 
renovating and building high-quality 
homes in Regina, Saskatchewan for 

over 10 years, North Canadian Construction 
Group (NCC) ensures quality craftsmanship 
and communication to provide a transparent 
general contracting experience that takes care 
of all the details.
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Owner Brandon Fuchs has been in the construction industry 
for almost 20 years, turning his childhood love of tools and 
building into an entrepreneurial passion which continues to 
grow as the company expands operations across Western 
Canada. Mr Fuchs recently created the North Advantage 
Program, an innovative membership program which provides 
homeowners with peace of mind and access to NCC and its 
network of trades for their properties. He is equally passionate 
about community involvement and is actively involved in 
supporting groups such as Big Brothers Regina and spear-
heading charitable events such as Build Love. Mr Fuchs spoke 
to us recently to discuss some of NCC’s recently completed 
projects, the issues currently faced in the construction industry, 
and the focus on loyalty and honesty that has helped NCC 
build a successful locally-owned business.

BUILDING RELATIONSHIPS

“NCC is a company that focuses on providing high quality 
renovations and builds to both residential and commercial,” Mr 
Fuchs explains. “We are currently operating out of Regina and 
Saskatoon and we are expanding as well to Alberta, BC, and 
Manitoba. Our five year plan is to expand into those regions 
and provide a high quality service.”

Having worked as a subcontractor for other construction 
companies, Mr Fuchs has learned more about how the company 
differentiates from its competitors, with one of the main 
differences being loyalty, which helps build positive relationships 
with trades and customers.

“We are very loyal to our subtrades and our suppliers, and by 
doing so they provide us with very competitive pricing and a 
better position in the calendar when we’re trying to schedule 
them. They prioritize our projects, primarily because we’ve 
got their back. Our customers see this and they enjoy seeing 
a lot of the same trades on all of their projects.”

The business is all about relationships. By building great 
relationships with customers, those who hire NCC always feel 
they are in good hands. By doing the same with suppliers and 
sub-contractors, everyone involved in the process is happy.
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appreciate hiring a professional. The company doesn’t perform 
the individual task, but is a specialist in managing professionals 
for each part of a job.

“If you’re somebody that’s looking at building a home, and you 
want professionals to complete the entire thing, that’s the 
way we operate our company. If you’re looking at renovating 
your home, we bring in professionals for each part. So our 
customer really is somebody who appreciates that.”

“There is something to be said about just being loyal and 
letting somebody trust you. I think trust in construction is 
something that doesn’t really exist that much anymore, 
unfortunately, and I think that we stand at the front of that 
and try to provide that trust both for our customer and our 
sub-contractor and our supplier.”

The company’s recent advantage program has opened it up 
to any clients who need work done in their home and can 
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have goals to try to produce at least one episode a month. 
Trying to manage a construction company that’s growing 
across Canada, and film a lot of the things you are doing, is 
very complex.”

The company has recently finished a number of impressive 
commercial projects, including Regina’s coffee-shop hotspot, 
The Everyday Kitchen, a swanky, relaxing space where 
people can work and socialize. Another recently completed 
commercial project was for Paradise LeisureScapes in Regina. 

“That’s about a 14,000sqft space that focuses on hot tub, 
leisure, pools, and accessories. We’ve actually just finished a 

The company’s main demographic is the high to medium 
income range client, people who would benefit from property 
maintenance, or those with multiple locations. Knowing that 
customers can call one company to take care of all their 
needs is a key selling point.

One of the company’s most impressive features is the digital 
marketing campaign it has embarked upon over recent 
years, which includes at its heart a YouTube channel, NCCTV, 
which brings to life the company’s daily workload.

“NCCTV was us just trying to show our customers who we 
are, show our customers the professionals that we use. We 

North Canadian Construction Group
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deck that they added on at the end – it’s designed to hold 
three hot tubs, and run smoking functions outside. It’s a super 
cool, unique space that we were very fortunate to be trusted 
to build.”

On the residential side, NCC has recently renovated the 
home of one of its designers – a 6,000sqft home with an 
indoor pool and a total of six-car garage space. The house 
has just been sold in less than 48 hours and has gone for 
over the asking price.

“So many super unique projects that we get to work on,” Mr 
Fuchs says. “We’ve got probably over a hundred projects a 
year, and each one is just very special and very different, 
and we’re so fortunate to be able to work on such unique 
projects.”

INEFFICIENCY IN THE INDUSTRY

Every industry has struggled during the COVID-19 pandemic, 

and construction is no different. Mr Fuchs explains that he 
took some time to really get a handle on what problems the 

pandemic had created for the industry.

“You listen to your customer, and their frustrations. Then you 

listen to the subcontractor and their frustrations. Then you try 

to step back for a moment, you try to figure out what is going 
on. Everything isn’t working. I realized it’s a major inefficiency 
in how the world is operating right now, unfortunately.”
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One example Mr Fuchs gives is of one of the company’s 
subcontracted electricians looking for a basic screw from his 

supplier. The supplier didn’t have the screw that was needed, 

and the electrician had to visit two more suppliers to get it.

“You can imagine that driving all over the city took nearly 

three hours. Then by the time he got back to site, that normal 

process maybe would have taken one hour. But it took three 

times as long to find a screw. That’s just one subtrade, and 
we deal with hundreds. You can imagine the inefficiency 
that’s happening.”

For a company like NCC this has created the need to always 

be pivoting and looking for a solution to unnecessary problems. 

The issues in the industry don’t change the expectations of 
customers, who still expect their job to be done on time and 
on budget.

“It’s a struggle. The other part that I’ve learned to this is to 

just be honest. Tell your customer what’s going on. Don’t burden 

them with it, but allow them to understand the magnitude of 

some of these inefficiencies that are happening, because 
then their reactions when things don’t go to plan won’t be as 

complicated to deal with.”

Over the years in the construction industry, many with a number 

of different of organizations, Mr Fuchs admits to getting a lot 

of life lessons that have helped him navigate the different 

business environments he has chosen to work in.
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North Canadian Construction Group

“All of those situations are experiences,” he says. “My 
recommendation to anyone is to really figure out who your 
customer is, and what their expectation is, and find a way to 
exceed it. When you can focus your business on exceeding 
your customer’s expectation, everything else will come 
together.”

With a focus on loyalty, honesty and integrity, NCC has 

shown how to build a successful locally-owned business 

that continually exceeds customer expectations. Find out 

more about North Canadian Construction Group by visiting 

www.nccgroup.ca 
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Inflation: Demand creates its own supply

past year and retail inventories have plunged 18%. At the same 

time, sales are down 20% and new orders have fallen 10%. 

Auto-buying intentions are down to four-decade lows. The 

story here is that as weak as demand has been, the supply 

shortage has dominated and as such we have a big inflation 
surge in this key sector. A case, again, of supply being weaker 

than demand. But demand is weak and that is a key point and 

when the supply does come back, demand is bound to lag 

behind and the price action will reverse. This is likely to be a 

theme in 2022 but not yet appreciated.

 

Of course, at the root of this supply situation is what 

has happened to global supply chains for key inputs, and 

particularly for semiconductors. But I am seeing an impressive 

supply response already taking place. Domestic production 

of micro processing chips has risen 9% from year-ago levels. 

The onshoring of production is already taking hold. And we 

also see that imports of electronic components from abroad 

are seeing a sharp rebound — finally — as they are up 23% on 
a year-over-year basis. And let’s face it — if the chip shortage 

was some sort of long-lasting phenomenon, someone has to 

tell that to the sector stock index, which is hovering near 
all-time highs. You will not find this in the morning papers 
where inflation has reached a feverish pitch and is a key selling 
topic for the readership.

 

Meanwhile, for all the talk of a reversal in globalization, exports 
out of Singapore are up 23% YoY, up 19% in Korea, up 20% 

in Taiwan and up 24% in China. In fact, it is my contention that, 

he point has to be made that while we clearly have a 
stickier inflation situation on our hands, the entire story 
relates to the pandemic and the impact this has had 

on impeding the supply side of the economy. This is not a 
demand story one iota, which means that the Fed really is 
not at all well equipped to deal with this sort of inflation 
without driving the economy into recession. 

We have a highly inelastic aggregate supply curve on our 
hands. In some industries, it can be argued that the supply 
curve has turned vertical in shape. What that means is that 
you don’t need incrementally strong demand to generate 
these wild increases in prices — even small moves can do 
the trick. For now, and the near-term, but not indefinitely. 
My view is that the supply curve will resume its normal 
shape of sloping upward from left to right on the price-output 
chart, even if we have to wait longer. But what I don’t see 
changing is the secular softness in demand, which was a 
principal feature of the 2009-2019 economic cycle.
 
The principal risk to my view is if the price action feeds in 
a broad-based manner into wages, and we embark on a 
wage-price spiral. A few headline contract disputes and strike 
action will have to broaden out to cause a shift — so far, many 
measures of wage growth are contained among the youth, 
uneducated and unskilled in some of the public-facing cyclical 
industries, like retail and leisure/hospitality.
 
Let’s look at the auto sector, which has been a poster child 

for this inflation surge. Production has plunged 25% in the 

T
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America and abroad, have wreaked havoc with supplies. 

Demand for food tends to be very stable and people don’t 

shift their appetites this quickly. So the big food inflation in 
the CPI data reflects all this and with a lag from the prior 
surge in the commodity pits. But we have recently seen a 

thaw in the price action at the early farming stages and this 

too will filter next year into some much-needed relief. Food 
prices rose with a lag, and they will come down with a lag. 

Nothing here is permanent — any more than the doubling in 

agricultural prices in the mid-1930s with the “Dust Bowl.” In 

1934 alone, that caused a massive 800-basis point swing up 

in the headline inflation rate! Somehow, when all was said 
and done, nobody seemed to recall that, because of a supply 

shock in the context of the Great Depression, we did have a 
two-year inflation shock to deal with. Those who believed 
the Fed would respond and bond yields would soar were 

surely disappointed.

 

Now for the housing aspect to this story. Yes, the dominant 

rental components, including OER, are filtering through with 
a lag. This will likely persist into 2022. But the Fed has never 

before reacted to this force within the inflation data, and I 
doubt that Powell (or whoever may replace him) will bother 

to respond to the rental influence on the data. The key, as I 
said before, is the extent to which all of what we are seeing 
will feed into wages. So far, let’s just say that wages have 

lagged behind prices in six of the past seven months, during 
which real work-based pay has contracted at nearly a 3% 

annual rate. We shall keep an eye on this since this is the 

with the property market in disarray and retail sales in a deep 

funk in China, the next big theme will be an export boom out 
of China because this will have to be the offsetting safety valve 

to prevent the economy there from slipping into recession. 

This will be another theme ahead — China again becoming 

export-dependent and this will actually be a deflationary 
force on the global economy. Again, who is writing about this?

We also see a similar situation in the energy market as with 

autos. Supply is being constrained and the only reason why 

OPEC+ has remained stringent is because it sees demand 

softening in the coming year. But as with autos, demand is 

below pre-pandemic levels across all segments — while real 

consumption has obviously rebounded from the 2020 lows, 

whether you look at gas usage volumes, miles driven or air 

travel, they are all significantly below pre-COVID-19 levels 
— which was a time when WTI was sitting at $53 per barrel, 

not $83 per barrel. If production wasn’t set to recover before 

too long, I doubt that we would be seeing the mid cap auto 

manufacturing stocks not just carving out a bottom but up 

nearly 10% so far in November (ditto for the small cap parts 

producers, which are up more than 9% month-to-date and 

are at all-time highs).

 

Food has been a big problem and, again, this is not due to 

demand. It is part transportation costs (and fuel for farmers) 

and part disrupted supply chains for food producers. But it 

is mainly the fact that violent climate shifts, such as droughts 

and floods in key food producing regions both within North 

Inflation: Demand creates its own supply
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area that would cause us to shift our view on inflation being 
“non-permanent.”

 

Again, the supply front is showing some verve. With the 

rental vacancy rate at a 35-year low of 5.8% and quoted 

rents running hot at +12.5% YoY (was +0.2% a year ago!), the 
real estate developers are springing into action. The story here 

is that it isn’t just demand — but until recently, new supply 

was dormant. So much so that apartment unit completions 

as of September were down 42% to their most depleted 

levels in two years!
 

But now we are seeing rental building permits up 16% YoY 

to their highest level in six years; multi-family starts have 
soared 38% YoY; and units under construction — and soon 

to hit the market — are up more than 6% and 714k units (the 

highest they have been in 45 years). To be sure, it takes 12-18 

months (versus 7 months for single-family) for a high-rise 

building to morph from start to completion. But what lies 

around the bend, nonetheless, is a return to either a better 

balance in the rental market or a move back to excess supply. 
Whether it is a 2022 or 2023 story, the future is one of supply 

playing catch-up; and we will no longer be talking about 

rampant rental inflation in the CPI data.

David Rosenberg is the Founder and President of Rosenberg 

Research and Associates, www.rosenbergresearch.com
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ALTASCIENCES
FULLY INTEGRATED 

PROBLEM-SOLVING SOLUTIONS

eadquartered in Laval, Canada, Altasciences is 
an integrated drug development solution 
company offering sponsors a one-stop solution 

for all their early phase drug development needs.

 

H

https://thecbq.ca


Altasciences

The Canadian Business Quarterly - www.TheCBQ.ca 49

“In 2017, we had new owners, and under them we added a 
preclinical CRO, which was a key piece in that plan, and a 
CDMO, which was also a differentiator. Then in 2021 we had 
another set of new owners, and they acquired Altasciences 
on the basis of showing that our plan was viable, and we have 
added two more preclinical facilities and a clinic in Los Angeles.”

At the same time, the company made a number of organic 
changes, such as building large and small molecule bioanalysis 
laboratory capabilities, and adding Program Management 
services to help provide the integrated comprehensive early 
drug solution that had been envisaged.

“We also implemented cross-selling, rethought the org chart to 
ensure our vision of integration was mirrored by the reporting 
and the responsibilities at the senior level. Then in 2019 we 
changed to the Altasciences name, and positioned ourselves 
as a solution provider for early-stage drug development.”

Chris’ journey to the top of the company has been a long one. 
Forty-seven years ago, he began working with Huntingdon 
Life Sciences in England as a toxicologist. He stayed in the 
field of preclinical testing until 2010, in both CROs and the 
pharmaceutical industry, where he had been moving up the 
seniority ladder since arriving in Canada in 1988.

“When the Montreal CRO where I was working was acquired 
by Charles River Laboratories in 2004, for the next six years 
I managed all their North American facilities, and we built 
one in China.”

Altasciences CEO Chris Perkin has over 50 years of experience 
in the CRO industry, having started his career as a toxicologist 
for a preclinical CRO in England and worked his way up the 

ranks. Since Chris took on the leadership of Altasciences in 2010, 

he and his team have transformed the company from a CRO 

that supported only generic drug development to an integrated 

solution that supports novel drug development for small 

and large biopharmaceutical companies. For his leadership at 

Altasciences, he was named ‘One of the 100 Most Inspiring 

Leaders in the Life Science Industry’ by PharmaVOICE magazine 

for four consecutive years, and was made a Red Jacket honoree 

in 2019. Chris spoke with us recently about the origins of the 

company, the shift in dynamics in the pharmaceutical industry 

due to the so-called ‘patent cliff’, and the integration model at 

the heart of Altasciences’ DNA.

COLLABORATION AND TRUST

“Altasciences actually started off as a different company,” 
Chris explains, “Algorithme Pharma was a fairly small clinic and 
laboratory focused entirely on generic drugs. When I joined 
in 2010, it was facing significant price competition out of India, 
and we started transforming the company by repositioning it 
as an innovator drug testing clinic.”

This transformation led to the company’s first acquisition in 
2013, an innovator drug clinic in Kansas. This was the start of 
the development of the idea behind Altasciences – a full-service, 
integrated, early phase CRO.

https://thecbq.ca


Working his way up the ranks in this way helped Chris develop 
a management style that prioritizes collaboration and trust in 
working relationships. He is a true believer in the power of 
communication, a founding principle on which Altasciences 
was built. 

THE PHARMA INDUSTRY

The CRO industry replaces internal capacity in both large and 
small pharmaceutical and biopharma companies, providing 

in-depth services which are expensive to build and staff, 
helping drugs through the research phases and regulated 
requirements for any country, which are very stringent, and 
finally bringing it to market.

“Our goal is to become the solution for outsourced, early-phase 
drug development, from the time that the lead candidate is 
identified, through to the studies which show it actually works 
in a small group of patients. We’ve put together the pieces 
that are traditionally offered by separate CROs. Nobody 
else to date has done that in an integrated fashion.”
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Whether it is one study or a whole program, Altasciences 
aims to provide a simple, integrated, outsourcing solution 
with a focus on customer service, that removes the need for 
multiple service providers during the early stages of drug 
development.

Part of the original idea that the company started putting 
together in 2013 was to approach early drug development 
in the way the client approaches it, rather than in the way 
that a provider would normally approach it.
 
“It’s assigning a single program manager to a client, to manage 
their whole program for them across Altasciences, centralized 
scheduling tools that actively manage multiple studies, no 
matter in which facility or which discipline or capability is 
involved.”

One of the major issues identified by clients was that they 
had to provide information too many times across the 
different areas of the business. With communication as a 
founding principle, Altasciences built a tool to ensure that 
the client only has to share key information once.

“It doesn’t matter how many studies they are doing, or how 
many facilities or departments are involved, we actively 
cross-sell our services to become more of a problem-solving 
solution. By putting together the whole early development 
process, we can actually reduce early development time by up 
to 40%, and reduce costs by performing all those services 
in a single, integrated CRO.”

Integrating all these pieces has been built into the company 
from day one, a core requirement of the business model. 

Chris doesn’t believe in retrofitting integration – it must be a 
part of the DNA and culture of a company in order for it to 
be successful.

“Before we even started implementing this idea, we did a lot of 
road testing. We talked to a lot of clients and marketing firms, 
we had surveys done. There was a lot of interest, but a lot of 
skepticism. When you offer something unique in an industry 
not really known for its innovation and out-of-the-box 
thinking, you get a lot of questions, which result in hesitancy.”

The real turning point for the company came with the onset 
of the COVID-19 pandemic. All of a sudden travel was next 
to impossible, with a huge number of issues stemming from 
the fact that supply chains stretched across continents.

“A single CRO solution became much more attractive. We’ve 
seen and continue to see a significant increase in clients 
interested in using the multiple capabilities and with everything 
that integration means, particularly in those small to mid-size 
biopharmas.”

The pharmaceutical industry is now increasingly reliant on 
small to mid-size biopharma for early-stage development, 
following the reorganization after the ‘patent cliff’ that started 
in 2010 – a sharp decline in revenue or profitability after a 
patent’s expiry, opening companies up to competition.

“Big pharma realized that shots-on-goal wasn’t working, and 
just acquiring the small start-up biotechs wasn’t a sustainable 
solution. They now tend to leave them to do that early 
development, take it to proof of concept, and then they will 
step in for the later stages of development. And it’s working 
very well, it’s a very synergistic relationship.”

Altasciences
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Outsourcing made easy with a one-stop 
solution to early phase drug development.

Whether for a single study or multiple programs, 
Altasciences’ full-service offering is always tailored 
to your specific research needs:

• Preclinical research

• Clinical research

• Bioanalysis 

• Manufacturing and analytical services 

SPEAK WITH OUR EXPERTS
contact@altasciences.com

altasciences.com

Proactive Drug Development are three words 
you’ll hear often at Altasciences. They encapsulate 
our approach and our commitment to helping you 
bring potentially life-saving drugs to the people who 
need them, faster. We handle all early phase CRO/
CDMO activities for you; we synchronize our services to 
improve communication and collaboration, mitigate risk, 
and save you time and costs. 

With these three words, we have built a whole new, 
more seamless, more integrated, outsourcing experience 
for our clients. ”

“

Chris Perkin,
Chief Executive Officer, Altasciences

A DIFFERENT KIND OF 

CRO/CDMO. 
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In addition, new drugs are getting more complex to evaluate, 
with new molecules, indications and mechanisms. This makes 
it more difficult for the larger clinical CROs to maintain the 
infrastructure needed to assess tolerance and safety, key 
for early stage development.

Later stage clinical development is therefore becoming 
increasingly separate, handled mostly by the larger CROs, 
meaning that early-stage development CROs are taking a 
different and critical role within the whole organization.

IDENTIFYING SYNERGIES

“We’ve got very active owners, who are very supportive of 

this model, and quite excited by it actually,” Chris says. “So, 
we have a growth plan: keep building the capabilities – both 

by acquisitions and organically – and the capacity to enhance 

that integrated full-service early drug development model.”

This will involve adding more capabilities and, crucially, more 

geographical reach. There are already plans to move into 

Europe, with active pursuit for geographical growth currently 

in progress.

“We will continue to focus on that lead candidate selection to 

proof of concept area of development. Everything that we add 

will plug on to that. Every client that comes to Altasciences 

is potentially a client for every one of our services, whether 

they are using them or not.”

Since 2020, the company has completed four acquisitions, 

adding the former Alliance Contract Pharma, WCCT Global, 

Calvert Labs, and Sinclair Research. There are more acquisitions 

currently in discussion.

“Over the years we have developed a very elegant integration 

process, that identifies and realizes true synergies really 

quickly by establishing cross-functional teams from day one, 

for each department to evaluate and adopt best practices.”

Altasciences
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Many of the tools that have become key to this model have 
come from companies that have been added to Altasciences. 
These synergies have never been about cost-cutting and 
headcount reductions, rather helping develop and grow the 
model.

“For over 30 years now, I could never understand the logic 
behind early drug development being so siloed,” Chris 
concludes. “As far as a drug is concerned, it’s a single pathway 
from lead candidate selection to clinical proof of concept.”

After the emergence of the patent cliff and the re-evaluation 
of the role big pharma would play in drug development, there 
became a significant gap in the market, exacerbated by the 
larger CROs getting even larger, decimating the mid-level CRO 
tier that traditionally serviced small to mid-sized biopharma.

“I, and a number of other senior operations, scientific, and 
business development staff, decided it was our opportunity. 
The unique mix and range of CRO experience in our 
management team has made it not only possible, but it’s 
created a significant barrier to entry, and that’s really allowed 
us to grow significantly to date and will enable us to continue 
to do so in the future.”

Having expanded from one clinical site to eight locations 
across North America, and offering preclinical, clinical, 
bioanalytical, formulation, and drug manufacturing 
services in one integrated model, the future looks bright 
for Altasciences. Find out more about Altasciences by 
visiting www.altasciences.com
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INSURANCE
SPROULE
STRAIGHTFORWARD INSURANCE 
PRODUCTS, ADVICE AND PRICES 

full service, boutique, general insurance 
brokerage in Calgary, Alberta, Sproule 
Insurance sells and provides advice for 

automobile, property, commercial, and life 
insurance products for all Albertans.
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Company owner and Broker Principal Jay Sproule is an 
entrepreneur with a background in hospitality, retail, sales, 
and management, and an insurance professional. In 2013, he 
had the idea to create a new insurance brokerage, focused 
on referral marketing and a unique customer experience 
designed to deliver products, services, and advice tailored to 
the individual customer. Mr Sproule spoke to us recently to 
tell us about how he built the business, the unique offering 
the company has in the industry, and the resurgence of 
Alberta as a great place to do business.

BUILDING A BUSINESS

“I started in the business back in 2003,” Mr Sproule says, “just 
fell into the business in a customer service role with a different 
brokerage, and learned the ins and outs of the insurance 
business, and all the products and the services and understanding 
the customer.”

Mr Sproule soon moved into a sales role with this brokerage, 
spending his time meeting new customers and learning all 
about their businesses and what they needed to help them 
grow. This later led to a move into a management role, and 
the opportunity to buy in an equity position in his existing list 
of clientele. 

“By 2012, I could see changes happening in the industry, and 
I had a real vision of what I wanted to do and bring to the 
table. I was at an age where I could take on a bit more risk, 
and was pretty excited about maybe what I could do in the 
industry. To that end, I made an offer to purchase my book of 
clientele.” 

From there, Mr Sproule met with various top ten insurance 
companies operating in Canada and was able to obtain contracts 
to place his business. By May of 2013, he was able to open 
Sproule Insurance Inc. as a full-service general insurance 
brokerage.

As a full-service brokerage for products and advice, the company 
offers automobile insurance (personal or commercial), personal 
property insurance (homes, condos, rented and seasonal 
dwellings), commercial insurance (small, medium and large 
businesses), and term life insurance.

“One of the newest products that we have to offer that we’re 
incredibly proud of is a high-valued homeowners insurance 
product. It’s a very specialized, niche product. We have the 
availability of a few unique products, and we’re one of the 
few brokers that have access to this line of business.”

The insurance space in Canada is big, and there are a lot of 
different ways to operate within it. Sproule Insurance takes a 
flexible approach, doing business whichever way the individual 
customer wants to.

“Insurance started as a brick-and-mortar situation, and really 
over the last ten years or so there’s been a switch to the digital, 
online space. I think moving to the digital space our competitors 
have tried to make insurance seem very simple, and it can be 
in some respects, but these are very complicated products.”

Customers need trained staff to help navigate these complex 
contracts, and Sproule Insurance aims to sit in the middle 
of the digital and traditional spaces, bringing both a hand-holding 
approach and an online offer.
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“Whether customers want to meet us face-to-face,” Mr 
Sproule adds, “either at our office or their place of business, 
or complete the process online, we can certainly accommodate 
all those facets.”

INDUSTRY ISSUES

As with most industries, the recent COVID-19 pandemic has 
created some interesting effects when it comes to insurance, 
with Sproule Insurance encountering several different issues 
in terms of staff, customers, and the company as a whole.
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“Luckily with our staff and team, we had already put the 

infrastructure in place prior to covid hitting, which we’re 

certainly thankful for, having the ability for staff to work 

outside of the office. So we were able to really just flick a 
switch, so the learning curve for us was very simple. I think 

the customers had a harder time with it.”

As a result of the industry serving several different demo-

graphics, issues arose from the difference in age ranges and 

comfort levels in doing business online. This resulted in the 

need to spend more time with customers, teaching them how 

Proudly Home to 

Congratulations     
Sproule Insurance
on all of your growth 
and success
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to use the online infrastructure and communicate with the 
company in a different way. 

“If we look at it from a provider’s standpoint, it actually had 
some positive impact in certain ways. We can talk about less 
frequency of claims, less vehicles on the road. Also with staff 
working from home, they’re able to mitigate problems that 
were happening at home, so we’re actually seeing a little bit 
of a decline in claims frequency on property insurance too.”

In the vast insurance space in Alberta, Sproule Insurance is a 
mature business moving through an ever-changing industry, 
with one of the most significant recent changes being the 
move to a direct compensation model for automobile insurance.

“We’ve had to navigate these changes, and certainly it brings 
an importance to dealing with a good insurance company. 
We’re really having to communicate to customers some of 
these changes.”

Another big issue in the industry is the continuing impact 
of climate change, which has made a big difference in the 

availability and cost of insurance, as the frequency of extreme 
weather events rises. 

“As urbanization continues to happen, especially in western 
Canada, with two large cities in Calgary and Edmonton, bad 
things tend to hit significant areas. Insurance companies are 
trying to navigate how to provide a high level of coverage 
and mitigate the increase in costs.”

Another big change has been the recent huge consolidation 
in the brokerage industry, with an influx of capital to larger 
brokerage corporations helping them make big moves in the 
industry, which has come with both positive and negative 
impacts.

“Some of the larger players are buying up a lot of the smaller 
Mom-and-Pop brokerages. In generations past, some of these 
brokerages would be handed down to future generations or 
sold to other individuals. We’re finding a lot of customers 
don’t want to be caught up in that mix, so as a medium-sized 
brokerage we’re finding some real advantages in that.”
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A RESURGENT ALBERTA

As a referral-based marketing business, the future goals 
for Sproule Insurance hinge on making more connections 
with referral sources such as like-minded and complimentary 
businesses such as real estate agents, car dealerships, and 
lawyers.

“We also want to bring to market more specialized services 
for our clients, and create a situation where we’re providing 
specialized products for a number of people. In terms of growth 
and expansion, we’re definitely Alberta-based, there’s lots of 
room to grow in this province, but long term hopefully there’s 
the opportunity to work outside the province.”

The future for the area itself in Alberta, and Calgary in particular, 
looks equally bright, after years of the province being known 
primarily for oil and gas, and struggling to expand into other 
sectors.

“It’s really exciting to see our mojo coming back. We moved 
our office to downtown Calgary just before covid hit, and we 
started to see some excitement happen, with other types of 
businesses coming downtown to repopulate. We’re seeing 
finance, IT, green energy and these kinds of things. Alberta is 
up and coming again.”

With its straightforward insurance products, advice and 

prices, Sproule Insurance is providing the insurance advice 

that Albertans need. Find out more about Sproule Insurance 

Inc. by visiting www.sprouleinsurance.com

Sproule Insurance
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DIGITAL TRANSFORMATIONS
ON THE WRONG END OF THE STICK
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Digital transformations on the wrong end of the stick

It’s not all bad news. The technology-first approach to 
organizational transformation in the pursuit of operational 
excellence has provided infrastructure with tremendous 
potential. Access to data stored and managed in the cloud 
has grown exponentially. Analytics tools and platforms offer 
limitless analysis capability. Now, anything is possible!

Unfortunately, potential doesn’t pay the suppliers. Potential 
doesn’t pay the shareholders. Potential doesn’t deliver value 
to other stakeholders like customers, regulators, communities, 
etc. “Potential is like a summer crop. If it don’t rain, it don’t 
grow.” – Charles Oakley.

This is a classic case of Field of Dreams – build it and they 
will come. “Data informs decisions!” we shout. This is precisely 
where one should question – which decisions exactly? And 
how? Because that’s where the conversation usually ends.

Our digital transformations haven’t been working because 
it’s been technology first, people and decisions second. Few 
initiatives have included an appropriate organizational redesign 
and new competencies for its people. Fewer changes have 
been accompanied by revised operating and governance 
models that complement the new technology. There’s lots 
of talk about Industry 4.0 but technology isn’t enough when 
people and decision-making are not adequately supported. 
We’ve missed the boat on Industry 4.0.

Douglas Hubbard, a risk and decision expert and author 
at Hubbard Decision Research has asserted, “The most 
important decision you will make is how you will make your 

here’s a growing body of evidence demonstrating 
technology-led digital transformations are overpromising 
and under-delivering returns on investment for owners 

in asset-intensive organizations.

According to McKinsey & Co., 70% of digital transformations 
are failing to meet stated business goals. For industrial sectors 
like manufacturing, utilities, energy and mining the reports 
are worse, the rate can soar to 80%. That doesn’t mean these 
major projects aren’t providing any value, just that the ROI 
can and should be questioned as a good business decision.

Certainly, asset owners are spending millions or tens 
of millions of dollars on technology investments to revamp 
their enterprise solutions architecture. By no coincidence 
management consultants, systems integrators and solution 
providers are making millions or tens of millions from these 
improvement initiatives. 

What value are the asset owners realizing? The exact returns 
on these investments are often unclear, obfuscated and 
rarely published in investor presentations and annual reports. 
Despite research to the contrary, most companies believe 
what they’ve done is good enough, thank you very much. 
Nothing to see here. This is fine.

This, of course, impacts Canadian business competitiveness both 
domestically and globally. It adversely impacts productivity 
which lowers profitability in private sectors and increases 
the cost of service in public sectors.

T
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decisions.” This statement is profound in the pursuit of 
operational excellence as a business outcome. Excellence is 
an incredibly high bar without room for compromise.

One root cause in underperforming digital transformations 
is that in the face of massive investment, organizations 
collectively are still no better at decision-making than they 
were before the change took place. This is the battleground 
where operational excellence is won and lost.

Our technology investments have revealed an immediate 
bottleneck – our people’s capability to ask and answer the right 
questions resulting in more, better decisions. Data scientists 
can do almost any manipulation of the data but require 
capable subject matter expertise to ask and answer the 
right technical questions with the data and analytical tools. 

It isn’t just the practitioners; leaders are also at fault. What 
are the key management questions operations leadership 
is asking of its organization and to what quality are those 
questions being answered by its practitioners? How are these 
questions and answers leading to decisions?

What is a decision exactly? It is a choice made under conditions 
of complexity and uncertainty to meet business objectives.

A decision’s level of structure and rigour applied must be 
consistent with its degree of complexity and consequence 
potential. Some decisions are a simple yes/no choice where 
it is appropriate to use experience and intuition. Other decisions 

are very complex involving multiple solution options for multiple 
objectives requiring considerable data and analytical evidence. 
Good decisions must incorporate not only the best available 
knowledge but the uncertainty around that knowledge. This is 
why many decisions should be made with simple quantitative 
two-pass model frameworks. The first pass gets us into the 
ballpark while a refined second pass reduces uncertainties 
associated with the inputs.

There are many questions that should be considered in proper 
decision-making: What are the important decisions to be 
made? Who makes them and who is included to provide 
support? When should they best be made? What knowledge 
is required? Does knowledge come from experience, data 
evidence or both? What options, alternatives and scenarios 
should we consider? What business objectives do we value? 
How will we balance financial (production revenue, cost) 
with non-financial (safety, environmental, customer service 
and quality, social governance and sustainability) drivers? Is 
this a satisfying decision or an optimization decision? If 
optimizing, for what and over what period? What if we’re 
wrong? What are the constraints and can they be tested? 
What biases exist and can they be minimized? What if we’re 
wrong? Is the decision reversible? Can we live with the decision 
if the result turns out poorly?

This structured decision-making technique is rarely utilized.

What’s at stake? A lot. By definition, performance benchmarking 
allows only 10% of operating companies in the top decile and 
25% in the top quartile. These organizations already have good 

Digital transformations on the wrong end of the stick
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management practices to get them there and believe in 
continuous improvement to raise the bar even higher. That 
means the remaining 75% of companies either stuck in the 
mediocrity of second or third-quartile (or worse) have a lot 
of work to do to keep up and catch up. The good news is it 
can be done. McKinsey & Co. say that 10% of companies can 
actually make the leap to displace an incumbent in the top 
quartile.

According to Solomon Associates, the difference between 
average and top-quartile performers can be a 6% increase in 
production and a 45% reduction in spending. That difference is 
massive in any organization and is largely due to the organization’s 
decision-making capacity. Decision management is the key 
to operational excellence results.

How good is the organization’s current decision-making? 
Hubbard says it is reflected in the organization’s decision track 
record. Unfortunately, most organizations are not very good 
at tracking their decisions, actions, and results. Sadly, many 
managers would prefer their decisions not to be tracked as 
the transparency can be uncomfortable. Ultimately, however, 
decision quality is reflected in operational performance. In 
the words of W. Edwards Deming, “Your system is perfectly 
designed to give you the results that you get.

Often the important decisions are obscured in our policies, 
standards and business processes. Or there is some expectation 
of some nameless decision to be made with data once analyzed. 
“Data informs decisions!” we repeat.

There is a principle, an acronym called DIKDAR adapted from 
data quality management that tells a story. Data > Information 
> Knowledge > Decision > Action > Result is a progression 
more than a process. Data by itself is not useful until the 
technical context is added. This may be done through analysis 
to synthesize data into information. Information is still not 
yet actionable until the business context is added to form 
knowledge. With knowledge, a decision may be made. The 
decision guides what action will be taken in the form of plans 
and tasks that deliver a result.

Everyone wants great results. Most people are predisposed 
to action so once the decision is made, execution is assured 
to follow so the ‘A’ and the ‘R’ are not the problem here. The key 
is to make the right decision. Many people will concentrate on 
the data and information with some notional idea of a decision. 
This discovery method yields mediocre results. A better way is 
to centre on the decisions to be made and work backwards. 
Start with a decision and determine the knowledge required 
to make the best decision possible at every opportunity. Then 
determine the information and analytics required to support 
that knowledge, and finally, determine what data is useful to 
support the required information. This more deliberate method 
provides superior results. Some data is more important than 
other data. The deliberate approach allows the distinction of 
valuable data to support the decision while the discovery 
approach does not.

What are the important decisions to be made in operational 
management? The ISO 5500x Asset Management family of 
standards provides guidance on how asset owners should 

Digital transformations on the wrong end of the stick
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coordinate the organization’s activities to create value from 
its assets to meet the strategic organizational objectives for 
its stakeholders. These expectations are communicated more 
practically in the Asset Management Landscape document 
by the Global Forum for Maintenance and Asset Management 
(GFMAM.org). This reference clearly and simply outlines the 
fundamentals of asset management and the 39 subjects of 
asset management in six subject areas. This set of practices 
cover the entire asset lifecycle from cradle to grave.

Formal asset management should be foundational for all asset 
owners but the adoption of this relatively new disciple and 
emerging profession has been slow globally, particularly in 
North America. The reason in part for the slow uptake is 
because of how asset management practitioners have tried 
to offer and deliver asset management as a heavy-handed 
standalone documented asset management system that does 
not integrate well with the asset owners existing operational 
management.

A more beneficial approach is to cut to the chase, go directly 
to the important decisions throughout the asset life cycle. 
Fortunately, there are a finite number of important decision 
types within those 39 subjects of asset management. A more 
effective management system framework would codify those 
decision types and offer a decision model for each enabling the 
best decision possible at every opportunity. Decision models 
can be standardized by decision type using simple and proven 
problem-solving and decision-making methods like the A3 
PSDM. Now the knowledge, information and data required 
to make the best decision are revealed and made obvious. 

An interesting phenomenon happens when the perspective 
changes from managing the “tasks to be done” to the “what and 
how decisions are made”. Suddenly the overwrought business 
process becomes simplified. We no longer need volumes 
of policy, standards, processes and procedure documents 
that no one reads (TL;DR - too long didn’t read). Better 
decision-making can be accomplished with only a modest 
investment in our people’s competencies and simple tools 
to consistently make more, better decisions.

Data is the wrong end of the stick. Digital transformations laser 
focus on data and data management in its technology-led 
solutions has obfuscated the forest for the trees. Decision 
management is the right end of the stick. Leaders would do 
well to center themselves and their organization on more, 
better decision-making.

Decision-making doesn’t need to be perfect for perfection 
is not a reasonable expectation. In all decisions made by either 
commission or omission, there will always be good decisions 
with good outcomes, bad decisions with good outcomes, 
bad decisions with bad outcomes and good decisions with bad 
outcomes. Decision-making simply needs to be better than 
it was before and hopefully better than peers or competitors 
to realize more value through continuous improvement.

Digital transformations to date have left operational leaders 
greatly underserved for the job-to-be-done: to direct the 
organization’s activities to deliver more value from the same 
assets with fewer resources. There is a solution. An Enterprise 
Operational Management System (EOMS) as a simple and 
effective framework gives leaders the tools to manage, lead 
and govern the organization.

Digital transformations on the wrong end of the stick
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The EOMS is the lens through which leader see their 
organization. It is the space where they think about 
operational performance. It is the canvas upon which they 
decide where to disproportionately apply its vast and scarce 
resources. It is how they instruct the organization to act 
to achieve the desired business outcomes. See. Think. 
Decide. Act.

Intelligent EOMS design starts with first-principles decision 
management and also includes systems thinking, human- 
centred design, modern leadership attributes, choice 
architecture as well as asset management fundamentals 
and select operational excellence practices all wrapped in a 
low administrative burden framework.

The EOMS reframes the wicked problem of value leakage 
from suboptimal decision-making. It provides the right balance 
of structure and discipline with flexibility and innovation. It 
integrates all the activities of the organization to deliver more 
value than would the sum of its parts. It is built for leaders 
and first-principles decision-making. As a framework, EOMS 
fits any organization regardless of maturity or complexity.

An enterprise operational management system is the 
keystone apex solution that courageous operational leaders 
in progressive organizations need to manage, lead and govern 
their organizations. The EOMS is the technology missing from 
digital transformation projects and the enterprise solution 
architecture in the odyssey operational leaders are undertaking. 
Maybe we will get it right in Industry 4.1.
After the digital transformation, operational leaders now need 
a transmutation of their organization’s decision-making 
capability. Let it rain to nurture our crops. Step out of the 
cornfield onto the field of dreams. 

Paul Daoust is the Founder & Managing Director of Scio 
Asset Management Inc., www.scioam.com
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THE BROTHERS 
OF BARGAINS

RIDE
TIME

ocated in Winnipeg, Manitoba, used car 
dealer Ride Time provides innovative 
credit solutions and quality vehicles, 

and is committed to creating a positive 
experience for customers, even under the 
toughest circumstances.
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Co-Owners Andrew and Doug MacIver – otherwise known 

as the ‘Brothers of Bargains’ – are the head and the heart at 

Ride Time, an independent dealership in Winnipeg, Manitoba. 

As third generation car dealers, Andrew and Doug have been 

around vehicle dealerships all their lives, and have leveraged 

technology, social media, and video content to create a 

brand that is recognized across North America and beyond. 

They were subjects of a national reality TV show called 

‘Bargain Brothers’ and have both received Auto Remarketing 

Canada’s ‘40 Under 40’ award. The brothers spoke to us 

recently about growing up in a family of car dealers, the 

freedom gained from foregoing the franchise model to 

become independent, and the commitment to a customer first 
business that has brought Ride Time incredible international 

recognition.

RIDING HIGH

As third generation car dealers Andrew and Doug are once 

had six franchise stores inside the family. Their father was 
particularly successful in the franchise business, at one 

point being the largest Chrysler dealer by volume in Canada.

“Ride Time really started back in 2007,” Andrew explains. 
“I started it with my dad after I graduated from Georgian 

College, and we really wanted to start from scratch. If we 

didn’t have a franchise dealer to tell us what to do, how 

could we recreate the business, and we’ve done that with 
some of our unique processes.”

After having worked within the franchise model for such 
a long time, the family came to a point where this model 
had become restrictive, and Ride Time grew out of a desire 
to break free of these restrictions and become independent.

“My dad was tired of the handcuffs that the franchise model 
put around you from marketing, or choosing what inventory 
you had to carry,” Doug says. “Having a used car dealership 
where you’re 100% in charge of your future was really 
appealing to him.”

The brothers’ paths into the industry were surprisingly dif-
ferent considering their family ties. Doug played professional 
hockey for nine years, spending six of those with in the US 
Minor Leagues and three in Europe, before joining his father 
and brother Andrew, who had a much more straightforward 
journey, in the business in 2010.

“I knew that I wanted to be in the car business my whole 
life,” says Andrew. “I had a passion for it. I remember at six 
years old begging my dad to allow me to come into work on 
Saturdays. My first job in the dealership was a greeter – I 
stood by the front door and anyone that walked in, I would 
thank them for coming to visit my dad and hope that they 
buy a car.”

From there, Andrew began answering the phones, and 
once he had obtained his driver’s license started washing 
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and driving cars. After High School, he took a year out before 

going to study to make sure this was really the business for 

him.

“I felt blessed my whole life that I always knew what I wanted 

to do. I always thought it would be a shame that you would 

go through four years of post-secondary education to get 

out and find that you hated what you did every day.”

In 2012, the brothers’ father sadly passed away, signaling a 
change in both their lives and the direction of the business. 
Doug and Andrew were suddenly thrust into leadership 
roles in the dealership, and decisions needed to be made on 
how to move forward.

“We hired an advertising agency out of New York,” Doug 
says, “and they were going to help us with digital marketing 
and some different things. When our dad passed away we 

Ride Time
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had a meeting with them and they said we’ve got to brand 

ourselves – in conjunction with them, we came up with the 

‘Brothers of Bargains’.”

This unique rebranding led to a number of TV spots 

promoting the dealership, with new commercials every 

month helping create a following for the business, with the 

brand beginning to grow significantly as a result.

“The automotive industry suffers from a perception issue,” 

Andrew says. “My firm belief is one of the biggest problems 
traditional dealerships have is they force customers into their 

sales process, and their sales process is developed to bene-

fit the dealership, not necessarily to benefit the customer.”

At Ride Time, the true competition comes not from other 

dealerships, but the perceptions of customers in other 

industries they deal with. Andrew cites Amazon as a perfect 

example of a company that has spent time and money 
reducing any friction in the sales process, making the sales 

process it as easy as possible for the consumer.

“If you’re forcing your customers through a traditional sales 

process at a dealership, you are creating friction, and that 

friction hampers the customer experience. So when we 
created this business, what we really tried to create is a 

customer-first business.”

In practice, this looks like a single point of contact for 

customers, who look after their best interests, with none of 

the traditional rigmarole of having to contact the manager 
and retell their story before any deals can be made.

“All of our salespeople are non-commission, which means the 
customer can have the peace of mind that whatever we’re 
trying to help them with, is the best fit for them, not necessarily 
the vehicle that makes the salesperson the most money.”

Ride Time is always looking to offer the best value to the 
customer, running services such as complementary oil changes 
for life, and a heavy focus on merchandising inventory so 
that customers can see exactly what they are looking for 
before they even enter the dealership.

“Our consumers, from no matter where they are in the world, 
can see forty-plus High Definition photos of each vehicle,” 
Doug adds, “as well as videos of the vehicle, and we have 
three different 360 immersive views of each piece of our 
inventory.”

When the dealership put up a new facility was built in 2016, 
it was built around a state-of-the-art photo studio, so that 
no matter the weather, Doug and Andrew can always take 
unbelievable photos of their inventory.

THE POWER OF VIDEO

The growth of the dealership over the years since the 
‘Brothers of Bargain’ rebranding has been astonishing, with 
the success of Ride Time’s YouTube channel helping to 
promote the business across the world.

Ride Time
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We are here for you.

At iA Dealer Services, we partner with dealerships to provide financial peace of mind to consumers. We are committed 
to delivering customer value with industry-leading products and creative solutions through efficient, seamless and reliable 
service across Canada. 

Every day, 150 consultants, trainers and specialists, backed by more than 550 employees, support you by creating new 
processes and online training to drive enhanced customer and dealer experience, digitalization and remote selling. Our 
dealership support speaks for itself: 225+ web training sessions and 2,700+ dealership employees virtually trained in 2021. 

We have been here to help you reinvent your business to adapt to clients’ new needs.

To find out more about iA Dealer Services or to become an iA Dealer Services dealer partner, contact us today.

web: iadealerservices.ca • email: info.iads@ia.ca • call: 1 855 725-6584
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“It all goes back to the power of video,” Andrew says. “At 
this point we’ve got millions of views on our YouTube 
page, and that really had to do with us making a video of 
each vehicle that we have for sale. We started posting 
that on our YouTube channel and our viewership grew 
from there. It’s the power of the internet being able to 
shrink the world.”

This ability to shrink the world has seen the dealership sell 

vehicles in the United States, Germany, Lebanon, and the 

Bahamas, as well as extending its reach across Canada 
and into the Northern Territories. This has been achieved 

through utilizing the tools available and making service 

and price point desirable to overseas consumers. 

“We joke that we’re addicted to technology,” Doug adds. 

“We price our inventory through a third-party technology 

partner, to make sure we are the most competitive price 

out there. Obviously, if you’re shopping from different 

parts of the world, you’ve got to have a reason why you’re 

going to do business with somebody. Our pricing is second 

to none.”

The automotive industry has been hampered by the 

COVID-19 pandemic, just as every other industry has, with 

the big talk being about the shortage of vehicles being 

sold into the used market.

“Used cars are created from rental car companies, repos 

and lease returns,” Doug explains, “and when a vehicle is 

sold. A lot of new car sales have used car trade-ins, and 

that’s how these used cars are created. Well, if new car 

supply is off or non-existent, there’s going to be no trade-ins.”

The Canadian government did a decent job of protecting 

and feeding the automotive economy throughout the 

pandemic, and as a result repossession dropped to the 

lowest it has been for a very long time.

“Travelling globally came to a screeching halt; manufactur-

ers quit selling rental car companies vehicles, because they 

didn’t have enough to supply their own retail customers, so 

there were no rentals coming back. It’s really put a strain on 

supply. Also, if new car dealers don’t have new cars to sell, 

they’re going to get more active in the used car market.”

With new car dealers typically holding around 70% of 

their inventory as trade-ins, without those trade-ins they 

end up fishing in the same pond as independent dealers 
such as Ride Time. The hope had been that this issue 

would be resolved this year, but all signs look like it will 

continue into 2023.

“What we do find is,” Andrew says, “the price of a new car 
has got so expensive. Since 2017, the average new car 
price [in the US] is now up $11,581, or roughly 33%. That 

number in 2017 was up 35% in the last 20 years. That 

means new car prices have gotten so expensive that you’re 
going to push a lot of people out of that new car market.”

Ride Time
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With the coming interest rate rises in Canada, new vehicles 

are only going to get more expensive. For Ride Time, this 
creates a great opportunity to sell more used vehicles to 

people getting priced out of the new car market.

“Vehicles in general are a need, especially in the Prairies,” 

Doug adds. “We travel greater distances. Consumers still 

need vehicles. We made a commitment that we’re always 

going to stock inventory. We’ve done our best to keep our 

inventory levels high, because people in our community 

and across the country are going to need used cars.”

All the signs are pointing to the used car industry continuing 

to grow, as more and more consumers decide that the high 

prices of the new market are just not worth it for the value 

they offer. Which means the future for dealerships like Ride 

Time promises to be bright.

“The car business is an interesting industry,” Doug concludes, 

“because no two days are the same. There are always 

challenges, there are ups-and-downs forever, and it’s 

an exciting, exhilarating industry to be involved in.”

With its commitment to selling used cars on the customer’s 

terms, Ride Time and the ‘Brothers of Bargains’ are well 

set to take advantage of the bright future for used car 

sales in Canada and across the world. Find out more 

about Ride Time by visiting www.ridetime.ca

Ride Time
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REAL ESTATE GROUP

PROPERTY
SOLUTIONS
DELIVERING FLEXIBLE 
AND POSITIVE REAL  
ESTATE SOLUTIONS

Calgary-based real estate and property 
management company that promises a 
positive experience for every customer, 

Property Solutions Real Estate Group helps 
clients maximize cash flow and reduce the stress 
associated with investing in real estate and rental 
properties.
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Combining a passion for helping people, entrepreneurial spirit, 
and background in negotiations, legislation, and contracts, 
Property Solutions Broker/Owner Kerry Hunter brought her 
vision of a full-service Property Management and Real Estate 
brokerage to life in 2013. With over 20 years of experience in the 
industry, Kerry has grown the brokerage into the successful 
company it is today, managing over 600 properties in that time, 
and producing top selling realtors. We spoke to Kerry recently 
about her beginnings as a realtor, the major issues currently 
affecting the industry, and the relationship-building approach 
that defines the company’s offering.

BUILDING RELATIONSHIPS

“When starting as a Realtor, I noticed a gap in the market,” 
Kerry says. “At the time, not many brokerages provided both 
the property management side and the real estate side of 
the business, so I really wanted to provide more options for 
consumers, as well as realtors to be able to offer more 
solutions to their clients.”

At Property Solutions, Realtors can be involved with the 
leasing and communication with owners and tenants. This helps 
the firm provide personal assistance for an owner wanting to 
purchase additional properties to add to their portfolio or sell 
their existing investments, or for a tenant looking at buying 
their own home.

Kerry’s route into Real Estate came about from a number of 
what she describes as “sliding doors moments”, with her 

previous legislative work leading her into a job that started 

her on the path to Property Solutions.

“I had a background in criminal justice and legal contracts, and 

I was then hired in a position overseas in Brunei Darussalam, 

working as a housing manager. I worked for a company 

providing homes for teachers, and I just loved the diversity. 

Every home was different, every landlord had something 

different to offer, and I really began to love the Real Estate 

process.”

On her return to Calgary, Kerry used personal and family 

property investment and management to start her own 

company. Once she became licensed, she worked with a 

franchise brokerage, and then expanded to a full-service 
brokerage.

The driving principle of Property Solutions is to recognize 

that each property and owner situation is different, allowing 

the team to prioritize responding to the individual needs of 

each client.

“Ultimately, it’s about taking the time to find the best solution 
for each client, and that is what makes us different. I feel 

every client deserves a Property Manager and a Realtor 

they can trust. We ask a lot of questions, finding out the 

short and long term goals, as that’s important in making a 

decision.”
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tenants for specific properties, and protecting the properties 
– looking at minor repairs or renovations that might be needed.”

Protecting the investment property and maximizing profits 
are essential from a business perspective, and that requires 

exceptional relationship building and trust and communication 
with property owners and tenants.

“Right now, in Calgary specifically, home sales are on the 
rise, and this is reflective of the market really over the last 
two years, when some homeowners became unintentional 

In a constantly changing market, it pays to look carefully at 

what those solutions might be. By working with investors to 

find appropriate properties that fit their diverse needs, the 
company builds relationships with the owner and the tenant, 

further protecting their investment and maximizing profits.

“Our Administrators and our Realtors are fantastic, and an 

exceptional brokerage cannot run without an amazing team. 
Day-to-day responsibilities range from assessing properties 

for sale, working with tenant issues, trying to find the best 
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landlords. They had a home, their situation changed, they 

couldn’t sell it at that time, so they rented it out for a 

while – they’re now able to sell their homes at a good price.”

Another issue in the industry is relocation for work, with 

many owners moving out of the country and wanting to 

keep hold of their homes. Property Solutions therefore 

works with many non-residents of Canada, supporting them 

through that change.

“One of the things we’re seeing recently is a lot of outside 

province investors, and of course they need good Property 

Management to take care of their investments, they’re not 

there just to see what’s happening. So that trust has to be 

there.”

The issues created by the COVID-19 pandemic forced the 

company to work remotely and perform virtual inspections 

when it wasn’t possible to enter a home. By adapting 

electronic delivery of services, the team can now easily 

switch from office mode to remote work. Clear communication 
has been essential during this time.

“The last couple of years have been a challenge for sure,” 

Kerry says, “but I’m really proud of the way the team has 

worked together with their landlords and tenants, having 

those difficult conversations with respect and kindness.”

In an ever-changing market, keeping on top of shifts in the 

business landscape is particularly important, something 

Property Solutions Real Estate Group
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Property Solutions is committed to doing in order to help 
clients get the very best of its services.

“We’re working to build our Realtor team as well, making 
sure that our Realtors are well-versed at Real Estate 
and Property Management, so they can offer the different 
solutions to our clients and reducing that stress for home-
owners, regardless of their situation, whether it’s to sell now 
or invest in a difficult buying market and what that might 
look like in the future.”

Despite the challenges of the pandemic and the turbulence 
of ever-changing markets, good business always comes 
down to respect, relationship building, communication, and 
trust, and these remain key components in Real Estate.
   
“It’s not just about the properties,” Kerry concludes. “It’s 
about people, their homes, their investments, sometimes 
emotional attachments to that, and planning for the future. 
Every situation is different, every person is different. At 
Property Solutions we genuinely want to listen, and offer 
sound, flexible, and positive solutions. Really, that’s what 
we’re about.”

By recognizing that each property and owner situation is 

different, and prioritizing and responding to the needs of 

each client individually, Property Solutions is making a 

real difference in the Calgary Real Estate market. Find out 

more about Property Solutions Real Estate Group by visiting 

www.propertysolutionsrealestate.ca

Property Solutions Real Estate Group
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VYTALITY
AT HOME
PROVIDING EXCEPTIONAL 
HOME CARE EXPERIENCES  
IN CALGARY

airing a family focus with innovative 
technology to create a transparent 
approach to care, Calgary-based home 

care service Vytality at Home aims to create 
exceptional experiences and an enhanced 
quality of life for all its stakeholders.
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As co-Presidents and co-Directors of Vytality at Home, Brad 

Lohman and Nicole Dyer’s passion for seniors allows them to lead 

their growing team in creating exceptional experiences for 
their clients, families, and partners. Mr Lohman is a Registered 

Psychiatric Nurse and holds a Masters of Nursing in Health 

Administration. His passion for assisting seniors and their 

families has shaped his 30 year nursing career and led him to 

complete well over 10,000 geriatric assessments. Mrs Dyer is 

a Chartered Professional in Human Resources and holds an 

Associate Trainer certification from the Alzheimer Society 
of Calgary. She has worked with seniors and within senior 

living since 2003, and was named as one of Calgary’s Top 40 

under 40 by Avenue Magazine in 2020. We spoke with the 

co-Presidents recently about the innovative products that 

help Vytality provide care, expansion plans for the future, and 
the overall goal for creating exceptional experiences to help 
senior clients age at home.

CREATING EXCEPTIONAL  
EXPERIENCES

“Vytality at Home was founded in 2018 by both Brad and I,” 

Mrs Dyer explains. “We both have a strong background in 
seniors and senior housing. What we really started to see 

was that seniors were lacking choice in the homecare sector, 

and we really wanted to create something that was innovative 

and gave seniors and their families choice and transparency.”

When the company was created, the decision was made to 
make it a fully private company, which allows Vytality to 
remain flexible in its service offerings, without the need for 
government funding.

“What we do offer is the ability for our clients to age in 
place successfully, wherever they live,” Mr Lohman adds. 
“Whether it’s their home or in long-term care. We do this 
by offering a wide-range of services and support which can 
include homemaking, meal preparation, laundry, cognitive 
activities, personal care – whatever the client requires.”

Since the company began in 2018, it has been growing 
continuously, and now employs just over 100 staff who help 
to service around 70-80 senior clients in the goal of ageing 
in place and leading a happy and healthy lifestyle.
.
The company has a number of key differences that distinguish 
it from competitors in the space, not least the diversity of 
background and expertise of the co-Presidents in senior 
care, as well as the fact that the team is employed rather 
than contracted. 

“We’ve also designed and developed this very innovative 
mobile app,” Mr Lohman says, “that our clients and families 
really love, because it gives them peace of mind and 
transparency, and communication with our team, which is 
not done in the industry.”

In addition, a number of key partnerships allow Vytality at 
Home to create a circle of care around its clients, providing 

Vytality at Home
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a variety of needs designed to keep them safe and happy as 
they remain in their homes.

“We’re both really excited about expansion plans,” Mrs Dyer 
adds. “We’ve dipped our toe in the water out in Vernon, 
British Columbia, and started a satellite location out there. 
We’re currently looking at options of expansion in other 
Alberta cities, both Lethbridge as well as Edmonton, and 
look forward to looking at the Prairie Provinces in late 2022/
early 2023.”

The COVID-19 pandemic has shined an interesting light 
on the homecare industry, with Mrs Dyer and Mr Lohman 
understanding well before the start that individuals who are 

ageing want the option to be able to age in place, with one 
study saying that 83% of seniors would do whatever it takes 
to live out their golden years at home. 

“I think the media has really showcased a lot of the challenges 
for seniors during covid, as far as forced isolation requirements 
in long-term care and supportive living. These challenges 
have created a chance for families to discuss the importance 
of looking at options to allow their loved ones to stay at 
home as they age.”

Added to this, seniors are becoming far more vocal about 
their needs and expectations as they age. Where in the past, 
many would have been complacent about the kinds of services 

https://thecbq.ca
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that are available to them, most now want to ensure they 

have a choice.

“Current seniors, and future seniors, are now saying not only 

do I want to choose who’s coming to the door, but I want to 

choose when they are coming and I want to outline exactly 
what they’re going to do for me while they’re there. These 

are all elements that we’ve really built into the foundation of 

Vytality at Home.”

The core value of the company is to stay true to its purpose 

of creating exceptional experiences for its clients, and it 
recognizes that there is no ‘one size fits all’ offering for in 
home care services.

“We really customize our services to each and every client 

that we support,” Mr Lohman says. “Some clients want basic 

housekeeping, and some clients want us to be there 24 

hours a day to help them through their palliative care 

experience. We recognize that by focusing on the customer 
experience and staying true to our purpose we remain able 
to assist in a wide range of services and supports, and 

allow that individual to age successfully in their home.”

With a foundation of creating exceptional experiences, 

Vytality has been able to grow significantly, and looks 

forward to continuing to grow and provide services to even 

more Canadians over the coming years. Find out more about 

Vytality at Home by visiting www.vytality.ca
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he tensions currently exposed between the People’s 
Republic of China (PRC) and the United States, let 

alone the more than 100 years of competition between 

Communist regimes and the assorted democracies that styled 

the West (from the early 1917 Bolsheviks via the Cold War 

Eastern Europeans to present day super-power PRC), are 

real enough. Trade, freedom of navigation in the South China 

Sea, intellectual theft on a scale never seen before, “social 

credit / surveillance communism” and continued human rights 

abuses all make for a toxic conversation. But the reported 
defection of top spymaster State Security Vice Minister Dong 

Jingwei made news beyond online commentators like SpyTalk 

or regional service Chanel News Asia based in Singapore. 

Intelligence chiefs are rarely the news story themselves – they 

are more civil servant and bureaucrat than fast driving, 

martini drinking James Bond creatures from the world of 

espionage literature. Think more Sir Humphrey from Yes 

Minister than an older Jason Bourne or even Liam Neeson 

on a bad day. William Colby the CIA Director for part of the 

1970s or Alan Wrigley ASIO Director General in the 1980s 

were consummate leaders with strong values – but never let 

themselves become the focus of the organisation or the 

narrative.

Dong Jingwei is said to be in hiding or detention or under 

protection. This prominent Chinese spy in simple terms – more 

a spymaster or leading organisational figure – was reported 
to have defected to the United States and offered information 

about the start of the covid pandemic. News that has slowly 

gained some traction since February of this year. Deputy 

Minister of State Security Dong Jingwei is said to have 

secretly flown from Hong Kong to the United States on 

February 10, according to information that initially surfaced 

on Chinese media sites and Twitter. 

It was alleged that he travelled alongside his daughter Dong 

Yang and has sought asylum. Rumours are circulating that 

Jingwei has offered to pass vital confirmation data about 
the Wuhan Institute of Virology, at the center of the covid 

lab leak theory that had been downplayed as a “conspiracy” 

by many over the past 18 months. The lab leak narrative is 

getting more oxygen and may feature in President Biden’s 
soon to be concluded report on the pandemic.

But do spymasters matter? Can you trust the words of 

someone who is desperate to be given a new life even if under 

the closest protection for the rest of their lives? History and 

common sense suggest a mixed picture between trust versus 
deception. But in this era of big data, global technology and 

severe levels of disinformation that would have been seen 

as pathetic over the top propaganda in earlier times, there 

are few guarantees.

Dong Jingwei was a prestigious head of counterintelligence at 

China’s Ministry of State Security, also known as the Guoanbu. 

His intelligence world would have included knowledge about 

China’s high technology intellectual property strategies, 
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suppression policies towards minorities (religious, ethnic or 

ideological) and the controversial  early pathogenetic studies 

of the virus, patterns of the predicted spread of the Covid-19 

virus with the associated damage to the global economy and 

societies from PRC decisions taken on people movement 

and transport. The murky details of the money trail between 

other governments or corporations that might have had a 

hand in funding controversial research are also in play.

Former Chinese Foreign Ministry official Dr Han Lianchao, who 
defected after the Tiananmen Square massacre in 1989, wrote 

in a tweet in July that Dong Jingwei’s defection “is really a 

big bombshell”. He also reportedly shared a photo of Mr. 

Jingwei, claiming that he was last seen in public in September 

2020. The photo has since allegedly been removed from the 

Chinese search engine Baidu. So much smoke, so many mirrors.

There are more questions and precious few answers. It was 

reported that this spymaster was an attendee at a recent high 

level Chinese government meeting (with plenty of photos to 

prove it) but critics and cynics cry “photo shopping or make 

believe”. 

There are mysteries and there are secrets. Secrets are 

knowledge held by the few from the many. If Dong Jingwei is 

really in the hands of the West (somewhere safe, secure 

and hopefully unknown to the Chinese regime) he may 

provide some of the missing jigsaw pieces to gain a better 

understanding of what is happening in China and how China 

is dealing with its immense power at a time when internal 

pressures (demographic, economic and social) are proving 

hard to suppress. 

Spymasters are not Merlin or even Alchemists. They may not 

be the key piece of the puzzle but can give context, detail 
and interpretation to whatever evidence, data or accepted 

testimonials the West, the WHO or anyone else can muster 

to better understand the origins of the pandemic. 

Sir Humphrey used to offer Jim Hacker always options – 

including the brave one. This was sure to steer the hapless 

politician from that direction or strategy. Today we might need 

to have politicians, business leaders and journalists embrace 

the unpalatable truths (as best we can establish) to enable us 

to tackle the challenges of a global breakdown in international 

affairs. 

We are not at war yet … but we are in a warlike environment 

of hybrid grey zone conflict where the national interest and 
the broader global peace are precariously balanced between 

poor decisions and no decisions. This spymaster may hold 

some of the keys to our better decisions.

Noel Hadjimichael is a London based public policy consultant 

in the security, defence and civil society space with relevant 

experience working in politics, the civil service, industry and 

the charitable sectors
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ANSARADA
(ASX:AND)

DEVELOPING SOFTWARE FOR 
COMPANIES TO PROTECT AND 
REALISE THEIR POTENTIAL IN 
THEIR MOST CRITICAL ACTIVITIES

global B2B SaaS company, ASX-listed Ansarada 
(ASX:AND) develops technology to solve the 
problems and frustrations caused by legacy 

tools, processes, and ways of thinking, enabling 
businesses to know, raise, and realize their potential.
 

87

A

https://thecbq.ca


Ansarada CEO Sam Riley’s vision is to help millions of 
businesses raise and protect their potential so they can grow 
sustainably and have a positive impact. Ansarada was established 
with just $30k in capital and now is publicly listed (ASX: AND). 
With more than 500,000 professionals using Ansarada’s 
platform, the company has been a winner of Great Place to 
Work Awards for 11 consecutive years. Mr Riley is passionate 
about leadership, simplicity, challenging the status quo, and 
serving those less fortunate. We spoke with him recently about 
the formation of the company, the unique products it offers 
to help customers realize their potential, and the sustained 
success it has seen since becoming publicly listed.

M&A DEAL

Starting off the back of a Mergers & Acquisitions deal, Ansarada 
is a growing company with a unique name, devised as a 
formation of the first names of the company’s four founders 
– CTO Andrew Slavin, CEO Sam Riley, CFO Rachel Riley, and 
COO Daphne Chang.

“In 2005, Rachel, my sister, was working for KPMG preparing 
a company to be sold,” Mr Riley explains. “Andrew was the 
Chief Information Officer of that company, and Daphne was 
the financial controller. During that process they had to get 
due diligence information ready, which was very stressful 
and they discovered all these issues in the business.”

When it came time to take the company live, all this information 
was disclosed to potential buyers. Back then, buyers would 

do due diligence in person, flying in to the location and 
physically looking through stacks of paper documents for 
the information needed.

“The advisors at the time said they should get a virtual data 
room, because it’s going to be quicker and cheaper, and you 
get a bit more control. So Andrew ended up building one on 
his own for that particular deal, and as the deal completed 
they thought there must be a business in this.”

It was at this point that Mr Riley became involved. With 
Andrew taking care of software engineering, and Rachel and 
Daphne being accountants, the group needed somebody 
with sales and marketing skills to round out the company.

“There was a lot of time and stress involved in these deals. 
There’s a lot of risk, there’s a lot on the line. So the four of us 
got together, and our original goal was just to make life easier 
for those people, save them some time, reduce some stress, 
give them some analytics to make a confident decision.”

The company is dedicated to getting to know clients well 
enough to be able to adapt to their problems and therefore 
help them as well as possible. After many years of doing 
deals it has been able to identify the gaps in the business 
that due diligence can illuminate.

“It’s often too late to fix them in a few weeks or a month, 
and we see a lot of businesses fail or really get an adverse 
outcome. To be honest there are some investors and advisors 
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out there that would take advantage of those gaps in the 
company to serve their own needs.”

Mr Riley admits this never sat well with him, and this was a 
driving force behind the company’s offering – to help companies 
become more aware and prepared to fill some of these gaps 
and improve day-to-day operations.

“That would make a huge difference to their potential, and 
that would protect them from adverse things and help them 
grow sustainably. So that’s where we started diving in, to 
governance, and risk, and compliance, because usually it’s 
those things that are neglected in a company’s day-to-day 
operations, but they’re so important.”

In addition, industry trends dictate that deals involve more 
risk and compliance activity, with businesses getting more 
complex. It’s no longer sustainable to manage this kind of 
information manually on spreadsheets, and that’s where 
Ansarada comes in.

“It’s almost like a hidden tax – if they don’t fix it today then 
they’re going to have to pay it later anyway. So that’s where 
we started building products for people to do governance, 
risk, and compliance, and we made a couple of acquisitions.”

Another area Ansarada’s products are used in is to help major 
infrastructure delivery, such as the building of airports or 
public rail systems, where there’s a big tender process, a lot 
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of due diligence and questions asked, and it has to be a fair 

and equitable process.

“All the functionality we built for people to do that in M&A, we 

extended that into tendering and procurement, particularly 
in high-value, high-risk projects. Trillions of dollars of major 

infrastructure delivery runs on our platforms, which is a very 

fast growth area of the economy.”

The company has a number of products in addition to the 

impressive Tender Platform, with the major offerings being 

Deal Preparation, Board Management, and a specific product 
to help with Risk & Compliance and ESG Management and 

Reporting.

“The deals product can be used to do targeted acquisitions, 

and the integration work. Post-merger there’s a lot of 

integration of companies, so we’ve got an excellent work-

flow tool that helps companies do the integration. If you’re 
raising capital, like debt-based, equity, you’re doing an IPO, 

you’re going to sell an asset – our deals product runs all of 

that.”

The board governance product is useful for keeping things 

organized during board meetings, as well as committees 

such as Audit & Risk and Renumeration, all of which can be 

managed through that product.

“We are very unique, there’s no one company that does all 

of these things on one platform. There are individual solutions 

within each of those categories, but what makes us unique 

is we’ve looked at the problem holistically.”

The company’s core market is the lower-middle market 

companies that are growing, but the CFO has all of these 

Risk & Compliance issues on their plate in addition to running 

all of the finance needs.

“Those companies are our overall target market, because 

we give them the software capability and automation that 

can often help them when they need it, instead of having to 

hire ten people to do all that work.”

The company has now been ASX-listed for just over a year 

(ASX:AND), and has reported six times to the market. Each 
time it has reported improvement in revenue, customer 

growth, and profitability, with the company trading at 50% 
revenue growth YOY.

“We’re in a great shape. The milestones that led to it were 

solving customer problems, which they see as valuable, and 

expanding our customers into all those solutions that I spoke 
about. The major strategy we have is to offer everything in 

bitesize chunks, and we make that use initially free. So there’s 

no risk for the customer to use any part of our product.”

This ‘freemium’ strategy allows customers to assess the value 

in a product, being able to convert it into a paid customer if 

and when they identify value in it. This also means that every 
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deal it is involved in, the company is exposed to a number of 
other organizations, making it an excellent expansion channel.

“The long term goal is we want millions of businesses operating 

with a high degree of confidence, and growing sustainably 
and having a massive impact, and we want to do that by 

helping them with all their governance, risk and compliance 

needs. We also want to bring a great ESG solution to the 

market.”

Being able to express Environmental Social Governance 
capability to the market is increasingly important for 

companies, and there aren’t many solutions in the space, all 

of which are incredibly complex. Ansarada wants to make 
that easy for companies.

“I really recommend everyone dive on our website,” Mr Riley 

concludes. “We have ansarada.com/tv, and we’ve got 2-3 

minute films around our customers who tell their story in 
their own language. So if a lot of this work that we do is foreign 

to you, just check out some of those videos and you’ll hear 

various people’s experiences and the value we bring to 
them.”

With over $1 trillion in deal value transacted on its platform 

since 2005, Ansarada has accumulated over fifteen years 
of experience on 24,000+ critical deals, helping raise and 

protect every company’s potential. Find out more about 

Ansarada by visiting www.ansarada.com
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