
CLICKABLE
CALCULUS
Maplesoft
makes
calculations
efficient and
effective for
engineers

INSIDE:
• Tax Tips &Tricks
• Houses and Dreams
•Maximizing the Selling
Price of Your Business

MAGAZINE FOR BUSINESS & ENTREPRENEURS SEPTEMBER 2008 - $4.95

AWATERLOO REGION COMPANY IS
MAKING TRACKS FOR THE MOON

MAXIMIZING THE SELLING PRICE
OF YOUR COMPANY

VOLUNTEER CHOIR RAISES FUNDS
FOR HUMANITARIAN CAUSES

Exchsept08_pgs1-27:Exchjulaug08_pgs1-26_6.0  7/25/08  2:26 PM  Page 1



Exchsept08_pgs1-27:Exchjulaug08_pgs1-26_6.0  7/25/08  2:26 PM  Page 2



2008 ES350
STARTING FROM $39,900*

2009 RX350
STARTING FROM $42,950*

INSPIRED STYLE
& REFINEMENT.
CIVILIZED IN
EVERY WAY.

*2008 ES350 'A' suffix $39,900, 2009 RX350 'R' suffix $42,950. Freight/PDI $1,780, $100 air tax, $75 gas tax ES or $200 gas tax RX. Licence, insurance, registration,
applicable taxes and fees are extra. Dealer may sell for less.

3131 KING STREET EAST, KITCHENER 519 748-9668 | www.heffner.ca
THE OFFICIAL WATERLOO REGION - WELLINGTON COUNTY LEXUS DEALER

"
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If you’ve been looking for the perfect place to raise your
family look no further than Riverwood, the prestigious new
riverside community nestled into one of Kitchener’s most
beautiful naturescapes. This thoughtfully designed commu-
nity offers high standards and uncompromising quality.
Riverwood’s street patterns are laid out to facilitate traffic
calming. The landscaping within the community is nothing
short of opulent and an abundance of green space weaves
its way throughout Riverwood.

One Grand Community

3 GREAT MODELS!3 GREAT MODELS!

Riverwood Offers You:
• Stringent architectural controls to protect the investment

you’ve made in your home
• A choice of lots ranging from 30' up to 50' wide
• A short walk to the Grand River
• An abundance of parkland
• Convenient access to the adjacent Natchez Park

Conservation Area

1.519.885.0200
www.aberdeenhomes.ca

Fabulous 30' Single
Detached Family Homes

From $252,900
1.519.885.5553

www.hawksviewhomes.com

40' Bungalow, 2-Storey
& Multi-Level Homes

From $299,900

1.519.580.5248
www.surducanhomes.com

Amazing Bungalow & 2-Storey
Homes on 40' & 45' Lots

From $389,900

1.519.747.2834
www.kenmorehomes.ca

Spectacular
Open-Concept Homes!
Model Home Now Open!

1.519.748.1023
www.savichomes.com

Detached Bungalow & 2-Storey
Homes on 40' & 43' Lots

www.hallmanconstruction.com

From $399,900

One Grand Community
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At Exchange, we
like to think we

are usually ahead of
the curve. While that
may sound some-
what self-aggrandiz-
ing, I was intrigued
when we received a
new BMO economic
report, only a day
before we were to
send this magazine
to the printer.

As you can read
in our Monitor piece

on the report, Dr. Sherry Cooper, Chief
Economist, BMO Capital Markets, stated:
“Waterloo-Guelph has developed a repu-
tation for innovation. Its entrepreneurial
spirit has allowed it to reinvent itself over
the years.”

The evidence for this conclusion could
be lifted right from the pages of
Exchange. We report on innovative
entrepreneurs in every issue – and we
are proud to be a main sponsor of the
Ontario Innovation Excellence Awards,
to be presented for the first time this fall.

Once again, in this issue, there are
stories big and small about innovators.
Jon Rohr’s cover story about Maplesoft
tells a story of continuing innovation.
This is a company which as devoted fully
half of their 120-person staff to research
and development.

Meanwhile, I was fascinated by the
information I learned from Joerg Stieber
and his team at Ontario Drive and Gear,
who are working with the Canadian
Space Agency to develop the chassis for
a lunar rover, as part of the CSA/NASA
program to return to the moon in 2020.

I was also struck by the innovation inher-
ent in the incentive program being operat-
ed by a local private school, Scholar’s Hall.
Owner Fred Gore is leveraging his educa-
tional program to help bring new doctors to
the region – an inventive incentive.

I would hate to become boring about
the innovation in this area, but it would
be a shame to take any of this visionary
entrepreneurism for granted. BMO didn’t,
and neither do we. X

A VISIONARY
FOUNDATION
More examples of innovation
throughout our business community

PAUL KNOWLES is editor of
Exchange Magazine. He is an
author and public speaker.
email: paul.knowles@
exchangemagazine.com
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HUNGRY AND LEAN
Local companies are stretching our community vision, all the way into outer space

JON ROHR is publisher of
Exchange Magazine for
Business. email: jon.rohr@
exchangemagazine.com

by JON ROHR certainly incomplete; there just were not enough pages
to tell the entire story of this dynamic Waterloo cre-
ation and their relationship to everything... including
the second feature.

In a unplanned twist, the second feature, Moon on
their Minds, ODG’s ride into outer space, has a con-
nection with the Maplesoft team. We discovered it dur-
ing the final days of proofing. It started with confusion
over the placement of an image of the space shuttle’s
Canada Arm. Originally, the image was placed as a
opener for Maplesoft. The reason? Their connection
with one of the many contributors who helped build
the arm. Exchange editor Paul Knowles asked why the
caption referred to Maplesoft when it was clear to him,
it was part of the ODG story – via Neptec’s involvement
in the Canada Arm, the same company that is the lead
in the ODG consortium, working on the Moon Rover.
Neptec has the camera on the Canada Arm – a small
but meaningful coincidence.

I mention this because it highlights the future manu-
facturing this area continues to gravitate to. Which is
all good, because this area abounds with creative engi-
neering talent, talent that engages the future, rather
than waits for it.

“Well done” to two home grown companies and the
vision of their CEO’s and shareholders, who highlight
our community’s path to prosperity by – to borrow
an overly used phrase – “boldly go where no one has
gone before,” and lead their industry, keeping it hungry
and lean. X

Never before have I been so impressed with the limit-
less potential of the companies profiled in our fea-

ture stories.
Clickable Calculus, the feature on Maplesoft as seen

through the eyes of long time employee and CEO Jim
Cooper resonated with me in ways only a closet geek
can share.

The company abounds with opportunity, overflows
with creativity – yes you heard it right, creativity – and
after 28 years of progress is only now capitalizing on a
new strategy – commercialization of their product.
It’s no wonder that major Maplesoft shareholder Jim
Balsillie invested so heavily – its future was untapped.

Maplesoft is truly one of the great contributors to
solving global challenges. The physical environment, the
one in which we interact and live, is mathematically
sound. As such, Maplesoft’s ability to model complex
situations, relationships that occur in the physical
environment, has no limits.

A key “eureka” that came out of talking with Cooper
was the death of math. That is not to say we don’t need
math, but that the development of equations and their
relationships with each other is complete. Which
leaves only how we use math, or what we know, to
explain things and adapt things. Enter Maplesoft and
their clickable software, days of tedious calculations,
figuring out meaningful information, performed in
nanoseconds. Which translates into a huge time saver
for engineers and designers alike.

If there is one fault with the story, it is that it is

PUBLISHER’S NOTE
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www.covarity.com/careers
Where are you going?

Proud sponsor of
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Expertise and leverage
Zehr Kalman Levesque Inc. – a new company
with 88 years experience

C O R P O R AT E PR O F I L E

For the partners at Zehr Kalman Levesque (ZKL), it’s all about
leverage. The three men, Don Zehr, Mike Kalman and Reg

Levesque bring a combined 88 years of experience in construction
and property development /management business to the partnership.
Zehr has extensive experience in property acquisition, development
and management while Kalman and Levesque both have long
histories in construction.
Zehr Kalman Levesque Inc. was officially founded January 1,

2007, and has since carried out construction projects ranging from
renovations to a just completed $15 million, 75,000 square foot
head office facility for Mammoet, in Edmonton. ZKL is the newest
member of a family of companies branded collectively as The Zehr
Group. Don Zehr is the one constant among these enterprises which
include Zevest Development Corporation., Zehr Management
Inc.,and ZKL. Zehr is also a licensed Real Estate professional and
works with Colliers International, an ICI brokerage, as part of the
Retail LeasingTeam and as a consultant.
Zehr brings 25 years of experience in the property development

business. In 1984, he joined Zevest which today owns 300,000
square feet of commercial property. Zehr Management was initially
created to manage the Zevest portfolio but has expanded to

manage income producing properties for third party clients. His
portfolio now consists of approximately 900,000 square feet.
Construction projects have always been an element of Zehr

Management’s activities and in 2005 they completely renovated
and restored 678 - 692 Belmont AvenueWest, Kitchener, (Belmont
Village). In late 2006, the decision was made to reach higher. As
this concept took form, Zehr shared his vision with a fellow member
of the Kitchener Rotary Club, Mike Kalman. Kalman has 25 years
experience in the construction business. And thus was launched the
company now known as ZKL. Kalman brings a wealth of construc-
tion expertise and experience. He owned his own construction
company for 18 years, building multi-million dollar projects.
His experience covers the spectrum of construction projects, a

key element in the strength he brings to ZKL. Kalman points to a
few examples of this diversity; negotiated design build industrial
projects such as Heartland Appliances in Cambridge and the
200,000 sq ft distribution centre for ABT Canada in Milton, several
retirement and long term care facilities including the multi-storey
Sandhills Community in Kitchener, places of worship projects such
as the Toronto United Mennonite Church, recreational work such as
the Rebel Creek Golf Club clubhouse, institutional work like the
gymnasium addition to J.F. Carmichael Public School and civil
projects such as the ConestogoWater Reservoir.
Given the strength of experience and leverage the partners bring,

it is not surprising that ZKL has been busy from the start. One
early opportunity was located in Edmonton, Alberta. Mammoet

Canada, the “heavy lifting and transport company” headquartered
in Cambridge, planned a major new facility to service its operations
in the Alberta oil sands.
Tim Sittler, President and CEO of Mammoet Canada, asked

ZKL to act as the construction manager of the $15 million project.
ZKL’s hands-on leader for the project was Reg Levesque, the

third partner in the company. Levesque is a goldmine of construc-
tion expertise, a man with 38 years experience in the business.
Levesque sums up his experience succinctly:“I have built a lot of

buildings here.”
The list is impressive, his involvement with the building of the

unique Heffner LexusToyota project in Kitchener, the Ernst andYoung
building in K-W, the Fischer Canada facility in Waterloo, several
residential high rise projects throughout the region, and many com-
mercial plazas. Levesque has made his mark in construction and now
says the ZKL partnership is bringing challenging new opportunities.
Mammoet’s Sittler says the Edmonton project was carried out

“very well.”Working with ZKL made it possible for Mammoet to
have “more input” in the ongoing project. ZKL’s guidance meant
“we have a better building at the best possible price.”
ZKL’s other projects to date include the construction of a

16,000 square foot commercial plaza and many build-outs, renova-
tions and re-fits. ZKL’s impressive level of expertise combines with
the leverage provided through the network of The Zehr Group and
the parallel network of contacts the three partners have developed.
The founders stress the synergies they bring will produce quality

projects completed on time and on budget with open communication
through out. Most important is the 88 years of varied experience
the three men bring to the table.
Kalman adds that ZKL has of course the capabilities of doing a

wide range of projects, “from interior fit-outs for tenants” “to
large, multi-million dollar projects”. In addition, they can provide a
range of services for multi-use developments such as the new Lang
Tannery project in Kitchener.
ZKL has attracted interest from across North America. Their

hands-on involvement in their projects, plus their array of experience
and expertise, means the partners provide “the whole package” to
clients. Says Kalman, “to different clients we bring different
strengths and services. For certain clients, we can provide all of it.
We have a lot of synergy.” Or as Zehr says, “we cover all the
bases.” And Levesque calls it “one stop shopping for development,
construction and management”.

Mike Kalman, Don Zehr
and Reg Levesque

Mammoet, Edmonton

607 KING ST.W, SUITE 205A,KITCHENER
519.576.2233 • www.zehrgroup.ca
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BUSINESS MONITOR

Anewly relocated and expanded Waterloo law firm may be a perfect symbol ofthe strength and potential of this region. Borden Ladner Gervais LLP – theWa-
terloo office of an international law firm – has in recent months been joined by
the firm formerly known as Shortt, Hanbidge Richardson and Welch. The newly
merged team has relocated to offices in the Waterloo City Centre, 100 Regina
Street South.
And they have done all of this as an act of faith in the continuing success of this
region’s high-tech driven and diverse economy.
Rick Morelli is a partner in Borden Ladner Gervais and the man who was sent
from Toronto by the firm in 2005 to build the business. He talked to Exchange pub-
lisher Jon Rohr about his vision for the region and for his company.
The firm has seen significant growth in a few years. Today, says Morelli, there are
“10 professionals, and in terms of overall numbers, we’re in the neighbourhood
of 25 to 30 and probably rising.” Borden Ladner Gervais focuses on business law,
with expertise in “manufacturing, financial services and high tech sectors,” he
says.
Morelli adds, “We have three intellectual property professionals... and we have
put together the largest tech-focused intellectual property practice in southwest-
ern Ontario; we want to be very strong in that sector.”
Serving these specific growth sectors is the reason for the combining of the two
offices, which officially took place January 1, 2008.
But Morelli has a keen sense of the need for a law firm like his to have roots in
its community, even as it strives to be a leader in ever-changing fields like intel-
lectual property and financial services. He says,“With the Shortt, Hanbidge group
joining us, what we got were deep roots within the community, great expertise in
real estate law, corporate commercial law, and some more traditional areas of
practice in the community. That is part of our strategy – to build a balanced at-
tack, to weave ourselves into the fabric of the community, and have a great office.”
Weaving the fabric
He says it is already clear that the union is a success.“We’ve been really pleased.
The Shortt, Hanbidge team are delighted to have joined us, and it was very im-
portant for us to get into one location... Often, when you combine enterprises, it’s
hard to weave the fabric of the different offices if they remain in separate physi-
cal locations.
“Considering the challenges in bringing two offices together, it’s been incredibly
smooth... Internally and externally, we want to have a good reputation in terms of
Borden Ladner as a great place to work. And I think we’re well on our way to that
objective.”
Of course, another key objective is to grow the business. Morelli says that his
firm’s success is directly linked to the success of the larger community.“I think our
clients will dictate how we will grow...We see the community growing, so you will
see us grow with the community.”
Great potential
Morelli was raised in Hamilton, Ontario. He first attended university at Colgate,
in upstate New York, and then completed his law studies at the University ofWest-
ern Ontario and in Cleveland. In the mid-90s, he joined the Toronto office of the
company that was to become Borden Ladner Gervais – which came into existence
with the merger of five firms from across Canada, in 2000.
Borden Ladner had offices in British Columbia,Alberta, Ottawa,Toronto and Mon-
treal, but saw strong potential in Waterloo Region. Soon after the founding of the
local office, Morelli came toWaterloo as their point man, and he quickly became
a big booster of his new home town.
“I’m by trade a corporate commercial lawyer. I help people in a variety of com-
mercial matters ranging from financings to acquisitions, restructuring... That’s my
speciality. Historically I’ve acted for companies with profiles that are similar to
many of the companies here – private companies, family owned companies.” He
felt right at home.
He says that both he and his company,“wanted to be in the region.We see great
potential... I understood the vision and the opportunity and I wanted to be a part
of it and help lead it.”
Reflecting on the combination of the two law practices, Morelli suggests this is
a response to current realities. “What I see is that technology is driving change in
a lot of ways. It has changed the speed with which we have access to information,
and it has changed the speed with which we can do transactions.
“When you couple the speed with increasing complexity in certain areas, that
drives a need to develop areas of specialization and familiarity so that you can re-
spond quickly and effectively in current time. And really what is driving all of this
is the need of our clients and what they want.

“They are dealing with more complex issues, they are able to move more quickly,
and so to keep up with them, we have to be able to do the same. In combining
offices, firms, what people are looking for... are economies of scale in some ways,
but also a greater pool of knowledge, greater expertise, so you can respond to
your clients, effectively and efficiently both from a knowledge perspective and also
from a cost perspective.”
Innovative community
Morelli echoes a term used frequently to describe the larger Waterloo commu-
nity: “One of the things I love about the community is, it’s a tremendously inno-
vative community. I recognized that early on. The community constantly wants to
move forward and in order to do that, you need to have good people who can
support your objectives and your goals, going forward.
“The community has been very receptive to us being here, and I felt very wel-
come. Although Borden Ladner has not been here for many years, we’ve worked
really hard at becoming part of the community, and having the former Shortt, Han-
bidge members join us has also gone a long way to help us integrate.”
Fully integrated
Morelli doesn’t knock Toronto, but he does boost Waterloo. “Historically, my col-
leagues very much perceive me as a city person, and I do love the city and very
much enjoyed what Toronto has to offer. My standard answer is, they are different
places with different advantages and disadvantages.
“TheWaterloo Region is a wonderful place to get around, it’s got fabulous diver-
sity, it has the country at your fingertips.To me, that’s a tremendous advantage over
Toronto.”
He points to their new office facilities as a good example of the advantages.“The
building in and of itself is a first-class building. Our staff are really happy to be
here. It’s a great area.There’s a lot of activity in uptownWaterloo.There are restau-
rants, stores, financial institutions, we even have a little bit of nature out back.” He
has nothing but praise for the staff of Waterloo City Centre.
And he returns to a familiar theme: “The other thing that I’m not sure everybody
outside this community realizes is, this is an innovative community. I think this
community wants to and has always punched up to the next level... I think we are
stepping it up.”
He stresses that Borden Ladner Gervais intends to be part of that.“I have a huge
bias. I think we have excellent lawyers and we provide great services. That is my
belief.We want to work with like-minded people.
“The firm is delighted to be here.We’re going to continue to celebrate.A lot of pos-
itive things are happening for us in this office, we think there are going to be more
great things happening in the community and we’re going to be around to sup-
port that.”

MOVING AHEAD TO SUPPORT INNOVATION
AND GROWTH
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Rick Morelli, partner in Borden Ladner Gervais
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BUSINESS MONITOR

The University of Waterloo is achievinganother first in the Environment Faculty.
It has received a financial gift to set up a
Environmental Chair that will bring a sen-
ior professor to Waterloo to study the
“green practices of finance”.
The gift – $150,000 per year for five
years– comes from Export Development
Canada, and is considered a “very large
gift” which will accomplish a “whole bunch
of things,” says Dr. Deep Saini, Dean of
Faculty of Environmental Studies.“We are
going where nobody’s gone before.”
The faculty of Environmental Studies is
not unfamiliar with being first. It was the
first such faculty in the country, said UW
President David Johnston, as he high-
lighted the increased interest the study
has generated, as the faculty experiences
the largest increase in applications for un-
dergraduate studies in its history. It is un-
dergoing an “increase of 60% in young
people wanting to study environment,” and the single largest increase was seen
in the relatively new Environment and Business program.
Johnston noted that “this wonderful initiative” recognizes that trading with the
world, in higher education and research, is a wonderful thing. Johnston said he
“could not be more thrilled about this partnership between University of Waterloo
and the Export Development Corporation.”
The new chair will be titled “the EDC Chair in Environmental Finance.” The sen-
ior professor will study “how companies can adopt better environmental busi-
ness practices and enhance their triple bottom-line performance through ‘green’
financial tools and services.”
These include carbon credits, socially responsible investing, risk principles in
capital project financing, and consumer products like green credit cards.
The new position will add to the faculty of the Centre for Environmental Business.
The recently renamed faculty has had a program in environmental business for
the last seven years.“We’ve graduated two groups.This year [2008-09] we’ll have
about 400 students starting in that program, and we have taken this program
overseas," said Dr. Saini.
The environmental program will have students study for two years in China, and
then come toWaterloo for two years. They will graduate with joint degrees from a
University of Finance and Economics in China and University ofWaterloo.“This is
a unique program. It’s the only one of its type in North America and we’ve set up
a centre, experimented with it long enough, it’s been very successful, it attracts
top students.We’ve set up an independent centre in environment business around
that program and we’re in the process of creating a Masters Degree.Which would
be positioned as two MBA’s," Dr. Saini added.
In environmental education,Waterloo is competing very favorably internationally,
and is viewed as the leader in the area of Environmental Business.This is becom-
ing even stronger, "because in the last two years, we’re in the process of chang-
ing a lot of things in the faculty and coming up with new, innovative programs to
address the contemporary needs of the area...The University of Leeds is the only
other program in the world that has a degree program dedicated to bringing the
environment and business together.We know that Oxford is going into that now...
Simon Fraser is going to be following.This is a model that is politically important,”
Saini said.
The purpose of the new program is "to change the business practices from within
the businesses," traditional relationships between business and environmental-
ists having been that of oil and water! "We are changing that paradigm, we are
about getting students who are trained in both business and the environment. It’s
not about taking a few courses in environmental sustainability, and a few course
in business and just pretending to be a green business person. Every single
course that we have in the program has both the considerations embedded to-
gether, to create students who are really good at both things. These are the peo-
ple who are going to bring corporate change, towards sustainability."
Export Development Canada representative Ruth Fothergill echoes Johnson’s
and Saini’s comments. "At EDC we’re a business that believes in a business case
and valuation, so it took us quite a bit to build a business case for this, and make
sure it would pass the muster of EDC finance."
The program passed after "it took several months, and then we decided what else
would be possible." EDC has a reasonably sophisticated return on investmentmodel,

Spirited Investors sponsor
charity tournament

Collaboration is All About the Green
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so part of the their negotiation with the
university was to insure additional op-
portunities, and "maybe influence the
University with some of the ideas we
have about outreach".
Fothergill states that "It’s about clos-
ing the loop, so everyone understands
how things fit together. The University
of Waterloo are first class people to
work with.We both have excellence as
a model, so it’s been a very good fit."

(Above) Dr. Deep Saini (left), Dean of Environmental Studies, Sherry Noble, Export Development
Canada, Ruth Fothergill, Export Development Canada and David Johnston, president of University
of Waterloo. (photo right): Steven Young, Director Centre for Enviromental Business.

Jim Beingessner, Dr. David Drinkwalter, Rick Baker and Jim Locke from Spirited Investors

Spirited Investors of Waterloo was the corporate sponsor of this year’s SpiritedInvestors 2008Westmount Charity Golf Classic.All proceeds from the tourna-
ment went to Heartwood Place, the regional charity whose mandate is to build
safe, affordable and adequate housing.
Heartwood Place has been in existence since 2001; the organization received
part of the tournament’s proceeds in 2003, but this is the first year that all pro-
ceeds have gone to that cause.
Heartwood’s Mary Bales expressed thanks both to Spirited Investors and to the
volunteers who organize and run the tournament. She described the event as “a
wonderful opportunity for Heartwood Place.”
The need is very real. Bales states that “10,000 people are looking for afford-
able housing in the Region of Waterloo.” Heartwood Place is currently carrying
out a $10 million project in downtown Galt/Cambridge.
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Best Western celebrates 10th Anniversary

BestWestern St. Jacobs Country Inn celebrated its 10th anniversary, hosting a party for 320 in-
vited guests. Director of Hotel Operations Larry Martin told Exchange that the party was a

thank-you to his staff, the investors in the project, and the community at large.
He said, “You can never have success without the human resources needed to do it,” and there-

fore, the event was an opportunity to “thank our staff.” He also thanked the community, saying
“The community from the beginning embraced us... we’ve had good support from day one.”
He added that he also wanted to “thank our shareholders... at the start, you have no idea where

it’s going to go,” paying special tribute to board chair Arnold B. Brown. In fact, “where it has gone”
is from success to success – the St. Jacobs Country Inn group purchased the Destination Inn and
Suites and added a 50-room tower and other facilities, so that the organization is now “the largest
accommodator in the region, with 223 rooms,” says Martin.
Also speaking at the celebration were Woolwich Mayor Bill Strauss, Regional Chair Ken Seiling,

and Roman Jaworowicz, the first Canadian Director of BestWestern International, and owner of two
Best Western facilities. Jaworowicz noted that the St. Jacobs hotel is “in the top two per cent of
Best Westerns in North America,” a group that includes about 2400 hotels.Arnold Brown, Board of Directors, Stacey Coupland, General Manager of Best

Western Orangeville and Cara Fabian, General Manager, Destination Inn & Suites.

Ian and Sandra MacNaughton and Murray Haase, Board of Directors. Walter Hachborn, founder of Home Hardware, Jean Hachborn, and George
Piller, entrepreneur. (Photo right): Larry Martin, Director of Hotel Operations.

Fred Gore is an enthusiastic man.
He’s enthusiastic about the schools

he owns, in partnership with his wife,
Bonnie. He’s excited about new pro-
grams and developments at those
schools. He’s delighted with the suc-
cesses of his students.
And he’s pumped about a new initiative

he has developed, to encourage new
doctors to come toWaterloo Region.
Fred Gore is the man behind two well-

known Waterloo Region educational in-
stitutions: St. Jude’s School, inWaterloo,
and Scholar’s Hall, in Kitchener. He has
owned and operated St. Jude’s for three

decades; Scholar’s Hall came into being
10 years ago.
And just lately,he has developed a plan

to use Scholar’s Hall as an incentive to
encourage new doctors to come to this
region. Gore told Exchange that “this
community has been extremely good to
us.My wife and I, about a year ago, said
that this community has provided us with
a reasonable living; it’s really timewe give
something back.”
He added, “we have been really fortu-

nate in always having a family doctor...
it’s terrible to get sick and not have a doc-
tor.” The Gores knew that the Greater
Kitchener-Waterloo Chamber of Com-
merce was involved in recruitment cam-
paigns, so they approached the Chamber
with a proposal – they will provide a free
year of education at Scholar’s Hall for the
children of any new doctor whomoves to
the region and sets up a practice.
The incentive is relatively new, and al-

though no doctor has finalized such an
arrangement, Gore says there has been
interest; oneM.D. is planning to take ad-
vantage of the offer when his infant child
is ready for school.
Gore notes that such recruitment efforts

are more necessary than ever; there are
a few new doctors in the region, but only
enough to inspire the province to down-
gradeWaterloo Region’s priority.Gore be-

lieves local businesspeople like himself
can help the recruitment program.
And make no mistake – while he is an

educator (he worked with the Roman
Catholic School Board from 1967-
1980), he also sees himself as a busi-
nessman. He believes that is the only
responsible way to run a private school.
As such,Gore sees his proposal to doc-

tors as “a win-win” – he believes the ex-
perience during the free year he is offering
will convince the doctor to continue to
have his or her children educated at
Scholar’s Hall.“It’s good for me,”he says,
“and I can help the region.”
Gore founded St. Jude’s in 1980 as “a

temporary alternative to the publicly-
funded schools, for bright, learning-dis-
able students.” The concept was – and
still is – that students whowere struggling
because of learning disabilities could
come to St. Jude’s for a period ranging
from a year to three years, “and then
they’re ready to leave St. Jude’s and re-
enter the public system.”
St. Jude’s – and its younger sibling,

Scholar’s Hall – are “unique,” says Gore,
as “the only privately-owned, private
schools in the entire region.”He notes that
with the exception of the K-W Bilingual
School, his schools are also the only pri-
vate schools not affiliated with a church.
The other difference – any conversation

with Gore returns to this theme – is that
“I run both schools like a business.”
There are a lot of implications to that

philosophy. For instance, once parents
have paid tuition for their child, they will
never be asked to participate in or con-
tribute to fundraisers. As well, Gore ar-
gues that too many schools – public,
separate and private – download home-
work responsibilities,project preparation,
home reading – to the families of the stu-
dents. Those things,he contends,are the
jobs of the school and its teachers.
That philosophy was the underpinning

of the business model of St. Jude’s. The
educational approach included small
class sizes, and lots of individual atten-
tion from teachers.
Not surprisingly,parents wanted to enroll

students in St. Jude’s for the educational
approach, even though the students did
not have learning disabilities. “At the be-
ginning of the 90s,” he says, “more and
more families were coming tome,saying
‘We want our children to attend your
school’.” At first, Gore refused. Then two
things occurred to him: first, that “any
child would benefit from our type of edu-
cation,” and second, that there was a
genuine business opportunity involved.
He accepted the new students.By 1995,
there were 100 enrolled at St. Jude’s,with
a waiting list of 25.
Gore realized“St. Jude’s was evolving in

two directions”– at the same time as the
Waterloo building they were then occu-
pying was becoming outdated for their
purposes.The result? Gore opened a sec-
ond school,on a 10-acre Kitchener cam-
pus in the Huron Business Park –

Scholar’s Hall offers incentive to MD’s
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• Statistic Canada reports that Ontari-
ans are generating more waste than
ever before, at a cost of $870 million
to taxpayers each year. Garbage dis-
posal rose from 9.8 to 10.4 million
tonnes, an overall increase of 4%,
while Ontario’s diversion rate has actu-
ally decreased one percentage point,
dropping to 2.3 million tonnes.

• Ontario spends $870 million a year on
waste disposal, up $2 million from
2004 which represents about $55 per
person per year. Transportation and
collection of trash represents more
than 50% of that number.

• The richest 10% of Canadians create
a bigger ecological footprint – 66%
higher – than the average Canadian
household, says a new study by the
Canadian Centre for Policy Alterna-
tives. The richest 10% of Canadian
households create an ecological foot-
print of 12.4 hectares per capita –
nearly two-and-a-half times that of the
poorest 10%.

• Canadian provinces are failing to keep
up to U.S. states on some of the most
important measures of entrepreneur-
ial activity, according to a new study
by independent research organization
the Fraser Institute. The top 10 juris-
dictions with the highest net business

creation rates were U.S.states.Nevada
had the highest net small business
creation rate at 5.2%. The highest
ranking Canadian province, Alberta
(ranked 11th),had a net business cre-
ation rate of 2.5%. BC and Ontario
were the only other provinces in the
top half of the rankings; the remaining
provinces ranked 49th or lower.

• Canadian provinces generally had high
rates of self-employment and, as a re-
sult, all were in the top-half of the 60
jurisdictions. BC is the top jurisdiction
with a self-employment rate of 11.9%.

• Of all the Canadian provinces and the
U.S. states, Massachusetts had the
highest venture capital per person
($379) in 2005. Massachusetts and
California ($296 per person) attracted
significantly more venture capital to
fund entrepreneurial businesses than
any other jurisdiction.Quebec, the only
province in the top 10, recorded $93
in venture capital per person. Only
three other provinces (Ontario,BC,and
Saskatchewan) ranked in the top half.

• Automotive fuels accounted for almost
12 cents of every dollar spent in retail
stores in the first quarter of 2008,
about twice the share it represented in
1999. Sales of automotive fuels rose
20.5% compared with the first quar-
ter of 2007, the second consecutive
increase of at least 20%.According to
the Consumer Price Index, gasoline
prices rose 14.9% from Q1 2007.

• In the first quarter of 2008, Canadi-
ans spent 6.0% more on food and
beverages over the same period in
2007. Food sales, which represent
the majority of sales in this grouping,
were up 5.9%.

• Alberta has the highest level of eco-

nomic freedom in Canada, and the
second highest level in North America,
trailing only Delaware and tied with
Texas, according to a new study from
independent research organization the
Fraser Institute.But the rest of Canada
badly trails Alberta. Ontario has the
second highest economic freedom
ranking in Canada, but is 51st overall
in North America, trailing every US
state except West Virginia. British Co-
lumbia (52nd),Newfoundland (tied for
53rd) and Saskatchewan (tied for
53rd) follow Ontario.

• China's economy will overtake that of
the US by 2035 and be twice its size
by midcentury, says a report by econ-
omistAlbert Keidel of the Carnegie En-
dowment for International Peace.
Under current market-based esti-
mates, China's gross domestic prod-
uct is about $3 trillion compared to
$14 trillion for the US.

• The Canadian Trade Surplus ex-
panded from $4.8 billion in April
2008, as exports to countries other
than the United States reached their
highest level ever and exports to the
United States remained strong.
Canadian exports rose for the fifth

consecutive month, increasing 5.4%
to $42.1 billion, as both volumes
and prices increased.

• Imports increased 3.9% to $36.6 bil-
lion, their largest increase since July
2007. Volumes were up, while prices
declined. Nevertheless, import prices
have been on an upward trend for the
past seven months, while movements
in volume have been more volatile.

• Exports to the United States in-
creased for the fifth month in a row,
reaching $31.3 billion, their highest
level since December 2006. Imports
grew by almost the same dollar
value as exports, leaving the trade
surplus with Canada's largest trad-
ing partner virtually unchanged at
$8.1 billion.

• Exports to countries other than the
United States surpassed the $10-
billion mark. Since the growth in ex-
ports was twice as large as the rise
in imports, the trade deficit narrowed
to $2.5 billion from $3.3 billion.This
growth was partially attributed to in-
creased coal exports to Japan and
South Korea, where it is used to pro-
duce steel.

XQuote

“This [Statistics Canada] survey confirms that we need to do more to reduce
waste – Ontario has clearly fallen behind. The garbage crisis needs to be
addressed on several fronts, starting with curbing our consumption habits with an
emphasis on prevention. We need strong leadership from government to enforce
regulations and support recycling infrastructure and programs. It is also essen-
tial that businesses and industry commit their participation...The escalating cost
of waste disposal in Ontario demonstrates a real missed opportunity. These
investments are literally going to waste. So much could be done to reduce waste
generation and disposal if we reinvested that money into reduction and diversion
programs and infrastructure."

– JO-ANNE ST. GODARD, EXECUTIVE DIRECTOR
OF THE RECYCLING COUNCIL OF ONTARIO

Scholar’s Hall.That is now the school for
the non-learning disabled students,
while St. Jude’s continues to meet the
original mandate in new quarters inWa-
terloo. Scholar’s Hall offers classes from
Junior Kindergarten to Grade 12,as well
as a popular P.H.D. (Primary HeadStart
Diploma) program for “academically-
ready four-year-olds.”
Gore continues to implement new ini-

tiatives. He launched highly successful
tutoring schools at both facilities, in the
evenings and on weekends. He has ini-
tiated one-month English as a Second
Language and Canadian culture experi-
ences for foreign students; this summer,
there were 30 or more students at
Scholar’s Hall from Korea, from Colom-
bia, France and Spain. In front of the
school Gore has installed 12 flagpoles
to carry the flags of the countries repre-
sented in the multi-national, multi-cul-
tural school. This fall, there are 24
students at St. Jude’s on a full-time
basis, about 105 at Scholar’s Hall, and
more than 250 in the tutoring schools.
That represents consistent growth, but

Gore says there is room for more. He is
also considering opening small St.
Jude’s style schools in some of the com-
munities that now are sending students
to the school – Cambridge, Guelph or
Stratford. If the business model works,
Gore will undoubtedly make it happen,
as he continues to combine his love for
educating young people with a unique
entrepreneurial vision.

The BMO Capital Markets Economics Department has
praised the spirit of innovation in Waterloo Region and

Guelph,suggesting that innovation and the local entrepreneur-
ial spirit will keep this region at the forefront of economic
strength.
A BMO report suggests that “With youthful demographics,

strong educational institutions, and its diversified industrial
mix, the area encompassing the Waterloo Region and Guelph
should perform well as the broader North American economy
remains slow.”
The report sparked a comment from Dr. Sherry Cooper, Chief

Economist,BMO Capital Markets: “Waterloo-Guelph has devel-
oped a reputation for innovation. Its entrepreneurial spirit has
allowed it to reinvent itself over the years.Old companies close
their doors, but new ones are continually opening up.”
She added, “Waterloo-Guelph is leading the charge from

the old economy based on traditional manufacturing to the
new economy based on high technology manufacturing
and services.
A statement from BMO said, “The Waterloo Region and

Guelph have endured a couple of challenging years.The local
economy has grappled with the surge in the Canadian dollar,
a pronounced drop in U.S. auto demand, and record energy
prices.Along with rising competition from China, these forces
have all weighed heavily on the Region’s manufacturing base.
“Even so, the area’s economy still enjoys solid underpinnings,

with unemployment below and incomes above the provincial
and national benchmarks.”
According to Dr. Cooper.“Through the second half of this year

and into 2009, the area’s economy will continue to face the
challenges of a high Canadian dollar and weak U.S. demand.”
According to Cooper, “Nonetheless, the economy should

see the start of a turnaround next year, and then enter a pe-
riod of strong growth by 2010. We expect real GDP growth
of 0.5% per cent in 2008, but closer to 2%. Once the cur-
rent weakness passes, we expect growth in Waterloo-Guelph
to exceed both the Ontario and Canadian rates over the
2009-12 period.
The complete report can be found at www.bmocm.com /eco-

nomics.

Local region expected to be national leader;
2% growth predicted for 2009
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If ever there was a contest for academic project, turning
into global influencer, Waterloo Maplesoft would be a
great candidate. Maplesoft would also rank high as a com-

pany whose current model for innovation is a direct result of
leveraging the global connectivity of passionate mathemati-
cians and engineers, whose global grey matter is focused on
circumventing almost any problem known to the human race
– and not limited to the human race, in the near future.

“We started a project that became Maple Software in 1980,
with colleague Gaston Gonnet, purely as a academic project
– at that time,” says Dr. Keith Geddes, recently retired Univer-
sity of Waterloo professor and founder of Maplesoft. Geddes
and Gonnet, who also helped start Open Text, ceased to be
business associates in the early 90’s. But their product – sym-
bolic mathematical calculations using a computer – carried
forward despite not having a business plan, but experiencing
a growing need to mail floppies with software to academics
around the world.

“Throughout the eighties we were talking about software
algorithm development at conferences around the world.
More and more people were asking us for the software that
we were talking about,” Geddes tells Exchange. The reason
was simple: “because it could do some useful mathematics”.

Growth was very organic and the partners had to make
some business decisions to help cover the demand. “Early on

“I had no concept when I started
that a decade later this would
come to dominate my life”.

– JIM COOPER

BY JON ROHR

Maple makes calculations efficient and effective for engineers

CLICKABLE
CALCULUS
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in the eighties we started to charge a
bit because we had to hire a secretary –
to make a tape of the software and send
it out.”

The original charge for the program
was $250. Since the operation was
research-based, and the research depart-
ment was unrelated to the business plan,
funding continued to drive new direc-
tions. The closest they came to a busi-
ness model was to charge for the non-
academic services required to distribute
the product. Research funding came from
National Science and Engineering
Research Council of Canada, and “before
that some funding from the University,
through the dean,” adds Geddes. “So we
had some people hired to work with us
and we had graduate students who did
some work with us with Masters and PhD
degrees. We were just seeing what we
could do in the way of symbolic algebra
and symbolic calculus on the computer.”

In the 80’s, math wasn’t new; but what
was new, was the ability to do complex
mathematics using a computer. “A lot of
the time is pure number crunching, and
this [Maple] was going to a higher level
of mathematics.”

Crunching numbers via computer is
really is not as fast as you may think it is.
Says Geddes, “It starts off seemingly anti-
speed; that is, it starts out wanting to
work with the symbols, carrying around
x’s and y’s and so on that don’t have
numerical values, and talking about
modelling the basic physical equations
they work with, such as designing an
automobile or airplane or whatever. Each
are equations involving variables.”

Prior to modelling computer program-
ming in the 50’s, 60’s and into the 70’s, “if
there were x’s and y’s in a program, they
better have had specific numerical val-
ues.” What Maple did was to start work-
ing with the more basic levels of mathe-
matics, “the way mathematicians
throughout the centuries have worked
with symbols. They did it with pencil and
paper and we did it with a computer. ”

Unlike today’s hot technology prod-
ucts, Maple’s success didn’t happen
overnight. “It really took a couple of
decades for this to be an efficient way for
engineers to do design projects.”

Says Geddes, “As we were interested
in it as a academic project, it was unclear
that we could make things go fast
enough. When you do decide to carry
expressions with all these variables, it
takes memory space and more time.”
When engineers design a automobile,
they use simulation programs that are
based on numerical computing. Geddes
states that they traditionally have to say
“we’re going to try a model on a comput-
er but we have to give values to all the
parameters to try something, and then
maybe change those numbers, and try
something different.”But utilizing Maple,

MOVER & SHAKER
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“It was never in my mind that this is heading in a
commercial direction,” – DR. KEITH GEDDES.

Dr. Keith Geddes, recently retired University of Waterloo professor and founder of Maplesoft.
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“we can now talk about carrying a
symbol, and then optimizing those values
to what you’re trying to optimize in
your design.”

“Instead of an engineer having to
choose some values for x and y and then
try it and see what happens, we can say,
here is the formula in terms of x and y,
and now you can talk about optimizing
something. You can talk about what’s the
best value about x and y to minimize
something or maximize something, and
so on. You can formulate a mathematical
problem in a more efficient way.”

“It was never in my mind that this is
heading in a commercial direction,” says
Geddes.
Enter Jim Cooper

The year Maplesoft was launched, Jim
Cooper was graduating from Engineering
at the University of Waterloo. The com-
pany which he now leads as CEO was
emerging “maybe two hundred yards
away” from his classrooms.

He joined Maple in 1990. “I had no con-
cept when I started that a decade later
this would come to dominate my life”.

Cooper says the company started
focusing on “doing symbolic mathematics
using a computer – this was leading edge
research. It wasn’t thought computers
could do this type of work, it was very
much in the field of artificial intelligence.
Back then the very best computers could
do more numeric calculations using FOR-
TRAN programming. The concept of
Maple was actually to develop a new lan-
guage, that you could work in the lan-
guage of mathematics.”

Today, Maplesoft has about 120
employees, with a main location in
Waterloo, small offices in France and
Vancouver, a very small office in San
Diego, and a single person office working
out of Boston. The Boston and France
offices are sales-oriented, the Vancouver
office is based at Simon Fraser University
and is mostly research-oriented, as is San
Diego. Annual revenue is not published,
but Cooper says “the company grew very
quickly in the early stages.”,

Growth occurred mostly in the aca-
demic area; once the company was
incorporated, revenue went from $1 mil-
lion, to $2 million, $4 million, $8 million,
“very quickly”. By the later 90’s the aca-
demic market was saturated. “We feel
we’re in 95% of educational institutions
world wide today,” says Cooper. “There is
a large penetration; it is very difficult to
get an academic degree without hitting
Maple at some point in your education.”
For a small company, Maple has incredi-

ble global reach: “roughly 50% of our rev-
enue is outside of North America, 25% in
Asia and 25% in Europe.”
Management challenges

However, Maple’s growth was not
accomplished without dropping the occa-
sional zero in the wrong spot. In the early
90’s, the company ran into some man-
agement issues that nearly led to filing
for bankruptcy. To survive, Maple had to
shift gears, after realizing the academic
market was relatively saturated. “It’s a
very good market” says Cooper, because
it is stable, and renews on a continuous
basis. But with a growth rate that is rela-
tively low – a “high single digit growth
rate” – the market offered nothing to
carry them to the next level. Maple man-
agement had to look for a different way
to grow. They chose to focus their soft-
ware on commercial applications. “So we
made a strong shift, to sell the product,
not only to the academic market but also
to the commercial market.”

The commercial market represents a
smaller piece of Maple’s revenue at
approximately 25% of revenue, but “this
is where the high growth is for us. We’re
growing at around 100% per year in the
commercial market,” since entering it in
2005, “but we started at a relatively small
percentage.”

In 2004 Maple released a product
called Maple 10, that “introduced a differ-
ent way of working at the technical docu-
ment interface”. Before Maple 10, calcu-
lations were very much a programming
language; “you would do mathematical
problems by writing a script.” Maple 10
introduced an application approach to
working, “like a Word environment, or a
Power Point environment” says Cooper.
You enter math that looks like math,
point and click, right click options so you
can perform that math.

Working in this engineering environ-
ment, after you do your calculations, you
document the calculations, so “now you
can do both at the same time, in one
environment”. This translates into a huge
time savings for engineers in the com-
mercial market, “they do research faster
and get products to market faster.” Time
saving holds great appeal in the commer-
cial market, “so when we released Maple
10 we saw a major explosion, in the
update within the professional market,
separate from the academic market.”

Maple has a very large, solid, but slow
growing academic base now coupled
with a smaller but faster growing profes-
sional base, and “we’re trying to manage,
those two markets.”
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Embracing tough problems
As well, “we do some consulting in the

professional markets; we consider that a
separate activity,” says Cooper. Consult-
ing consists of a large number of PhD’s
trying to solve very hard problems. Coop-
er, an passionate engineer, likes it when
companies bring hard problems they can
work on. But they have to be related to
the use of the Maple product.

He cites a challenge regarding the logis-
tics of human resource personnel at Toyota.
“We’re helping to manage that complex
transformation in a higher planing capacity.”

Toyota had a problem, trying to opti-
mize a number of new plants coming
online, and they were shifting people
from other plants from different places in
the country so they had to optimize the
flow of the people. “This was a very hard,
multidimensional problem,” adds Cooper.
“So they came to us and we were able to
do research to model the problem and
then to optimize the best solution. As
opposed to finding a solution, we can
actually find the best possible solution.”
Capacity the only limit to growth

For commercial applications where it’s
all about speed, the Maple innovators feel
what limits their growth rate is how fast
they can bring new products to market. If
they can cut that time in half, they can
double their growth rate. It’s all about
how fast you can do good design, but you
can’t trade off on quality. At Maple, says
Cooper, quality is a given.

Cooper believes the difference at
Maple is that they shifted models. In the
early days Maple was very mathematical-
ly-orientated company, “but we wanted
to apply that mathematics in a more

practical way, from a revenue point of
view, making money by doing technical
computation that was a larger market for
us, so we actually shifted from mathe-
matics, into a much more engineering-
based market”. Even though there were
many product innovations along the way,
it was that shift to a professional. practi-
cal engineering market that was Maple’s
key change.

Cooper remembers a recruitment
campaign they once ran: “This is Rocket
Science”.

At Maple, innovation doesn’t stop for
anything. “We’re probably unique in a
couple of ways,” says Cooper. “We do
have a very large research and develop-
ment organization. Of the 120 people, we

probably have 60 who are directly related
to the research and development side.”
Globally Maple is positioned as one of the
higher level, problem-solving think sinks.
“The other way that we’re unique, we
actively sponsor university research
around the world. From Waterloo and
Western to Moscow State, we’ll sponsor
projects in such a way that we can inte-
grate it into the project. It allows us to
have a very deep, far-reaching expertise
within the product that we wouldn’t have
been able to attain any other way. And I
don’t know of any other company that
has harnessed that university research,
that set of labs as well as we do.”

Maple allocates a large piece of their
R&D budget towards funding advance

MOVER & SHAKER
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(Above left): The Canada Space Agency used Maple to generate mathematical models and simulators to test the robot arm of
the Mobile Servicing System at the International Space Station. (Right): SkySails is a German company that used Maple in the
production of the world’s first cargo ship run on ocean wind power. The ship is controlled by a computer operated kite.
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research labs at universities all over the
world. Overall, R&D and intellection capi-
tal equals nearly 50% of revenue, “which
is very significant,” Cooper adds.

The universal collaboration arose from
an environment of advanced learning.

Maple focuses on fostering these rela-
tionships, but in a business mode. “We
truly are a commercial operation, we
want to grow the top line, we keep an
eye on the bottom line, but I think we are
unique that we still have these ties to uni-
versity research labs around the world.”

Maple originated partly because UW
has a premier reputation in computer sci-
ence, world-wide. Many of the
researchers who originally contributed
code to Maple gave talks at international
conferences, forging connections and
eventually, forming a community. That
higher level learning community has long
been a reality for Waterloo.

Maplesoft’s reputation has always
been that of a first class institution well
populated with intelligent number
crunchers eager for challenges. “There is
no question, we have lots of people in
this company who are zealously passion-

ate about the mathematics.” Cooper’s
passion lies elsewhere: “What gives me a
great deal of thrill is to see advanced
mathematics being used to solve a real
practical engineering problem.”

Cooper isn’t easily impressed ... or so he
thought. During his engineering career
Cooper had solved a difficult equation; “it
had taken me a day to do it.” During his
familiarization process at Maple, he
entered his difficult equation, “and it just
solved it instantly.” Cooper called this “one
of those gasp moments. I was so impressed
that it this could have saved me a day.”

And he laughs and confesses, “Also, I
got it wrong.”

“What I’m passionate about is to take
this really advanced technology and to use
it in practical engineering examples.” And
that fits perfectly with Maple’s new direc-
tion. Maple has transformed over the last
five years into a company where many peo-
ple are passionate about the pragmatic
engineering side, and how it can be actually
used. “This is different from the early days
when they were more passionate about
mathematics.” Cooper says the two pas-
sions “are quite different and very strong,”
and adds that there is a healthy conflict
between those two groups even today.
The future

Where is the future for Maplesoft? Sim-
ply stated, it’s in the professional, com-
mercial market place. What’s new for
Maple is “what the industry calls physical
modeling”. Cooper explains that If you
modeled something previously, you would
write code one line at a time, or you
would do a block diagram with very sim-
ple operations that would model the sys-
tem. In a physical model, you would have

a block that would represent a pump,
another one that would represent a motor,
and you would drag them onto a canvas,
and they would work out the mathematics
of how they interact. As an example, “the
pressure increases and the pump goes
faster. If you know what this pump does
and you know what this motor does, then
work out the equations, to figure out how
they were going to interact and what the
mathematics would be.”

He says, “This isn’t super advanced
mathematics, in fact it’s not research
level, it’s something that any engineer
could do but it takes time. So there is no
reason why a computer program with a
mathematical base cannot do that for you
automatically, quickly and in a error free
way,” says Cooper.

Today, most engineering is done by
developing the equations from the bot-
tom up. With Maple’s developments, “You
can enter that ladder much higher up; the
computer can do a great deal of that
lower level grunt work for you. And that’s
just were the industry is.”

The efficiency gains, increased productiv-
ity “is really amazing, and it’s just happening
right now in the professional market.”

Cooper sketches the history of engineer-
ing: “The first step was do the work in a little
black book; you would hand it to the person
next to you and they would check your
work. The next step, you would do exactly
the same thing except you were typing it into
a computer. Maybe the computer would do
some checking for you, but someone else
would probably check your work. You were
still doing it an equation at a time. The step
this decade is that mathematics is done for
you, automatically. You still have to design a

MOVER & SHAKER
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“We do have a very large research
and development organization. Of
the 120 people, we probably have
60 who are directly related to the
research and development side.”
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system.” It’s automatic formation of the basic
equations at a higher level; “the basic flow
terms of how energy moves around a sys-
tem, that can and should be done in an auto-
matic accounting method,” says Cooper.

Another example, simple in Maple stan-
dards: if you’re constructing a building, you
have the components, you know the heat
sources, you know where heat is going to
leak out. The software should be able to
generate these equations and what your
heat balance should be. “You shouldn’t
have to work it out one room at a time.”

That’s tremendous efficiency, and to
Cooper, it’s a very exciting area. “We now
have clickable calculus, where someone
never enters a line of syntax or code,
they simply enter math the way that they
would write it on a piece of paper, and
then they interact with it. It takes away
the grunt work of the math and elimi-
nates dropping a zero in the wrong pace
and making a mistake.”

Maple’s future consist of building and
assembling components in a structural
virtual environment. Again enter Toyota –
the cars they build have thousands of
components, made by subcontractors.
“They want to take all those components,
and be able to put them into a model and
simulate how the resulting system is
going to work. And they want to do it
quickly, before they build a prototype, so
they can fix problems and save time.”

Toyota is putting a process into place
that not only will develop models for their
own components, but if you’re a supplier
to Toyota, when you deliver a part to a
specification, you will also provide a com-
puterized model of that part, and “that
just fits into the hierarchy of all the com-
ponents. It can be used in a electronic
computer simulation and I think that’s an
interesting concept,” says Cooper.

As a global player, Maplesoft has
groups of companies and people from
around the world that meet to talk about
advances in physical modeling and how
people are using that structure as a con-
cept. These meetings “very much relate
to developing tools and working at a
higher level.” These individuals, “working
with these models, want to push the state
of the mathematical art.”

The world is in a change mode; many
industrialized countries are moving away
from manufacturing into higher level
knowledge management. Maple is the
kind of company that can empower that
new age. “You can’t work at that higher
level in isolation. What you’re doing has
to fit into the other companies you’re
working with,” concludes Cooper. X
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The corporate name may not seem all that sexy or inspiring: “Ontario Drive & Gear Limited.” But ODG
actually has plenty of enthusiastic fans all around the world, people who rave about the company’s popular

amphibious, all-terrain vehicles, the Argo and the Centaur.
However, ODG’s corporate sex appeal is about to be kicked up several notches – maybe even all the way

to the moon – because the New Hamburg company is part of a consortium competing to design lunar rovers

BY PAUL KNOWLES

A Waterloo Region company is making tracks for the moon

THE MOON ON
THEIR MINDS

FEATURE STORY
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ODG’s “moon men” : from left Joerg Stieber,
Peter Visscher and Thomas Polanic
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for the Canadian Space Agency/NASA
program that aims to put humans back on
the moon – and leave them there for six
months at a time.

ODG and its partners are in the earliest
stages of development, but the excitement
over the lunar rover project is palpable in
the corporate office.

Exchange magazine interviewed ODG
CEO Joerg Stieber, International Sales
Manager Thomas Polanic, and engineer
Peter Visscher, the morning that the con-
nection between New Hamburg and the
moon was first revealed. They did not try
to hide their delight at being involved in
the Canadian Space Agency’s bid to put
Canadian vehicles in space.

It must be stressed that there are plenty
of stages to the development process, and
several competitors. ODG and its partners
may not make it through the intense – and
sometimes politically loaded – process. But
Stieber and his team believe there are
many benefits to simply being involved,
including the development of new con-
cepts, techniques, and designs that could
be applied to their all-terrain vehicles.

None the less, it’s clear they are all hop-
ing to make it all the way to the moon.
Lunar Consortium

Stieber told Exchange that ODG did not
initially seek to be part of the lunar rover
project. The company was contacted by
another firm – Neptec, from Ottawa – who
were working with the Canadian Space
Agency to develop a lunar vehicle. ODG
was invited to join the team – as were sev-
eral other firms and institutions, including
Cambridge’s Com Dev and the University
of Waterloo.

Neptec brings space experience to the

mix – it specializes in video systems,
including the external system on the Cana-
da Arm on the space shuttles. ODG was
invited on board because of its world-class
expertise in building all terrain vehicles,
including speciality vehicles that function
in some of the earth’s toughest terrain.

Says Stieber, “We have a knowledge of
off-road platforms for difficult terrain...
that’s our core competency.”

He adds that when the call came about
the moon mission, there was not a
moment’s hesitation: “Of course we want
to do this,” was his immediate reply.

In fact, ODG all-terrain vehicles are
already involved in the space program;
they are used on sites, such as one in
Hawaii, where lunar terrain is simulated.
ODG Argos haul the equipment to those
sites, in preparation for trials of extrater-
restrial designs. Polanic says, “We’re active
in support roles for the Canadian Space
Agency and for NASA.”

But those ODG products are still earth-
bound, and are built using conventional
materials; they are now looking to design
the platform – wheels and chassis – of lunar
rovers (people and supply movers and also
mining machines) for use on the moon.

Polanic notes that “there are two proj-
ects running side by side – a personnel car-

rier” that would function as a full-sized
transport vehicle on the moon (Visscher
calls it “a moon truck with all kinds of flexi-
bility”) and a second project, led by a com-
pany called Norcad, designing smaller vehi-
cles for use in mining. These are not com-
petitors – in the end, it will all be one Cana-
da Space Agency project, but each is focus-
ing on its participants’ core competancies.
Concept stage

The project is still very much in the con-
cept stage – nothing has actually been built
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outside a computer, as yet. But engineer
Peter Visscher gets very excited about the
designs that he displays on a computer
screen. It’s not simply the end result that
excites him, though – it is also the incredi-
ble number of challenges they face, and
the process that is underway as concepts
come and go, almost by the hour.

For example, Visscher notes that rubber
cannot be used on the lunar rover – unlike
the material in every tire of an Argo or
Centaur that is produced in the 105,000
square foot, recently expanded New Ham-
burg plant... which Stieber says will be
enlarged if the moon project moves to its
next stage. Rubber is out, extraterrestrially,
because of the extremes in temperature on
the moon, and the design challenge that
the lack of atmosphere means nothing
mitigates heat generated by moving parts.

So if rubber can’t be used on the moon,
what can? Visscher explains that the lunar
rovers used in earlier trips to the moon
had tires made of metal mesh; the weight
demands of the new generation of vehicles
appear to prohibit that.

The answer? He doesn’t know... yet. But
he is supremely confident that he will know,
and that the ODG designers will solve every
problem themoon throws at them.
Ready to soar

Stieber is no stranger to lift-off. The ODG
CEO flies small planes, and gliders. He was
coach of the Canadian Soaring Team that
competed in the World Gliding Champi-
onships in Lüsse, Germany, August 2-15.
Stieber has flown in two world champi-
onships, in Austria in 1989 and in Texas, in
1991. This year, he coached the two-man
team of David Springford, from Waterloo,
and Jerzy Szemplinski, fromMississauga.

Stieber has been flying since 1969, and
gliding since 1972. It’s perhaps not surpris-
ing, then, that he jumped at the chance to
get involved in a project that will fly all the
way to the moon.

He explains that the Canadian Space
Agency has very specifically targeted lunar
rovers as “its niche to work in, in the inter-
national space program.” However, that is
not a guarantee that men and women on
the moon will be driving vehicles bearing
the red maple leaf. There are many com-
petition levels before the supplier of the
lunar rovers is named.

And there are also many years involved
– Visscher notes that NASA’s schedule calls
for the first new mission to the moon to
launch in 2020. But that is just the begin-
ning, and might not even involve human
beings on the first flight.

Stieber explains that, unlike the historic
moonmissions – “One small step for man...”

– this time, NASA wants to establish a per-
manent space station. The site has been
identified – at the south pole of the moon,
where mountains provide permanent shade,
but where solar panels can be placed in per-
manent sun on the top of those mountains,
this generating vital energy.

Solar energy is not the only essential.

The ODG experts point
out that living on the moon requires a
guaranteed supply of oxygen and water –
and that it will not be possible to transport
enough from earth for long-term stays.
Therefore, says Stieber, “they will have to
use lunar materials to create oxygen... they
will have to mine the moon.”

And that is why, in addition to a lunar
rover, ODG is also involved with its partners
in developingmobileminingmachinery.
Next stage

The ODG team is confident that their
work will advance to the next stage – cryp-
tically known as Stage One, because that

FEATURE STORY
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The Canadian Space Agency has
very specifically targeted lunar

rovers as “its niche to work in, in
the international space program.”
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is the first level at which Canada Space
Agency funding kicks in. It reaches to the
end of 2009. That’s when some scale
model prototypes could be produced, and
then full-scale models, but Polanic and
Visscher insist that the final product will be
many stages removed from anything pro-
duced in the near future. Polanic notes that
the earliest lunar designs were using the
familiar, eight-wheel Argo model. “That
evolved from the eight-wheel Argo chassis
into an articulated, two-vehicles in one.”

As the project continues, steps will
involve taking prototypes of “analog sites”
which simulate lunar conditions. “For the
next five or six years,” says Stieber, “every-
thing will be earth stuff.”

Stieber says that nothing is yet carved in
stone, but “what we’re hearing from our
consortium team leader is that there is a
strong indication Phase One will happen.”
He adds, “We’ll take it phase by phase. We
have already benefited and learned from
Phase Zero, and from Phase One it will be
funded. We hope we go all the way to the
moon, but there’s no guarantee.”

Commenting on the benefits already
experienced, Stieber points to “the obvi-
ous public relations value,” and adds,
“this will allow us to develop technology

we can use for projects on earth. That’s
one of the intended side effects. It will
help us to do research we otherwise can-
not afford to do... This will make the
Argo better.”

The CEO adds that “quite likely we’re
going to expand our facility, for research
and development, as well as sales support.”

Visscher points out that “some of the
benefits you don’t even know until you
stumble on them.”

ODG today consists of two divisions –

one, the “world leader in amphibious vehi-
cles,” and the others, the manufacturer of
gears, transmissions and couplings. They
are housed in two adjacent buildings on
the New Hamburg campus.

And all three men laugh when Visscher
proposes a third arm: the ODG Aerospace
Division. Polanic adds the slogan: “Not just
global... universal!” And while they are
laughing, there is a certain look of deter-
mination on their faces... or maybe the
moon got in their eyes. X

And all three men laugh when Visscher proposes a third arm: the ODG Aerospace Division. Polanic adds the slogan: “Not just global...
universal!”
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today’s corporate secretary: playing a support role that
is often undervalued and overlooked but critically
important to success.

Generically defined, the corporate secretary is a sen-
ior officer with wide-ranging responsibilities, serving
as focal point for communication with the board of
directors, senior management and a company’s share-
holders, and playing a key role in the administration of
important corporate matters. In addition, the corporate
secretary often plays the role of confidant and coun-
selor to the board chair, Chief Executive Officer and
other members of senior management.

Even though the role of the Corporate Secretary varies
significantly between organizations, the core areas of
responsibility for most Corporate Secretaries can be
divided between administrative and strategic duties.

The administrative responsibilities of the corporate
secretary speak to how the role has been traditionally
regarded. This includes attending board and committee

meetings and recording minutes, orchestrating share-
holders’ meetings, overseeing the preparation of meet-
ing materials, managing meeting logistics and main-
taining key corporate documents and records.

THE BOARD SECRETARY AS
CORPORATE SHERPA
Climbing Everest while carrying a heavy load and providing guidance

In most organizations, the role of corporate secretary
is as common as the chief executive or chief financial

officers, but rarely shares the same profile. Nor is there
a common understanding of what the job delivers
beyond attending board of director meetings and tak-
ing minutes.

While the basic duties of a corporate secretary are
easily defined, the role’s overall responsibilities make

the role more difficult to explain in terms of its contri-
bution and accountabilities. The image of a Sherpa
guiding a team up Everest, bearing a heavy load and
providing guidance is one that can accurately depict

The corporate secretary often plays the role of confidant and counselor to the
board chair, Chief Executive Officer and other members of senior management.

GOOD GOVERNANCE

JOHN DINNER president of John
T. Dinner Board Governance
Services, works with boards of
directors across all sectors to
help them improve the
effectiveness with which they
carry out their oversight
accountabilities. e-mail:
john@boardgovernance.ca

by JOHN T. DINNER
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In recent years and in some organiza-
tions, the secretary to the board of direc-
tors has become far more strategic, given
the continual emergence of new gover-
nance guidelines and demands on the
board. These strategic duties include bal-
ancing governance needs and organiza-
tional goals, developing the organiza-
tion’s approach to governance in consul-
tation with the Board and Management,
acting as advocate for the Board with
Management with respect to roles and
accountabilities and how these con-
tribute to organizational success, sup-
porting the Board Chair in performing
his/her role, and supporting and directing
governance processes.
The very nature of the role presents

some key challenges, including working
simultaneously with the board and man-
agement, acting as the gateway and facil-
itator for information between these two
autonomous power bases and balancing
governance team (board chair, CEO, etc.)
needs with organizational goals.
Managing dual accountabilities to the

board and management is often one of the
greatest challenges to this role. The corpo-
rate secretary is often the primary liaison
between Directors and Management. This
involves a great many things, including,

but not limited to helping “orient” new
directors to the corporation and the board,
advising and keeping directors informed of
corporate and legal responsibilities, assist-
ing, as required, with compliance issues,
coordinating and organizing the flow of

information to directors, obtaining infor-
mation from directors needed for legal and
regulatory compliance, assisting directors
with travel and other logistical arrange-
ments to and from meetings, advising the
chairman of the board on committee
assignments for directors, keeping man-
agement informed of director views and
preferences, providing assistance on the
selection of new directors.

The corporate secretary provides serv-
ices to senior officers similar to those
provided to directors, including advising
on and keeping senior officers informed
of corporate legal responsibilities, assist-
ing with compliance issues, obtaining
information needed for legal and regula-
tory compliance, assisting, when
required, with travel arrangements to and
from corporate meetings, when applica-
ble, advising the chief executive officer
on management committee assignments
for officers, alerting senior officers to
matters which should be brought to the
attention of other officers or the board or
board committees, and providing advice
and counsel to officers preparing presen-
tations and memoranda to be presented
to the board or committees.
As a result of the central role the Cor-

porate Secretary plays in matters affect-
ing senior managers and directors, the
Corporate Secretary frequently becomes
the Chief Executive Officer’s confidant
and counsellor, and may play a similar
role for other members of senior man-
agement as well. While not usually a for-
mal part of the Corporate Secretary’s job
description, the role of confidant and
counsellor is frequently one of the most
important functions of the position. X

In recent years and in some
organizations, the secretary to

the board of directors has
become far more strategic, given
the continual emergence of new

governance guidelines and
demands on the board.
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TAX TIPS AND TRAPS
When employees cross-border travel for work

Identifying opportunities for growth and expansion is
incorporated into the annual goals of many organiza-

tions. When seeking new markets or clients for a prod-
uct or service, organizations often budget for travel,
enabling them to take their product or service to where
new customers are located.

If your business activities require international travel,
you need to be aware of possible tax implications as a
result of entering different tax jurisdictions. Here are
some key considerations you should keep top of mind
when planning business travels:

1. Employee business activities = company activities.
While an employee may be the one physically cross-

ing the border, by extension the company is also consid-
ered to have crossed the border. Depending on the busi-
ness activities conducted cross-borders by the employ-
ee, the company may also be considered to have under-
gone business.

To promote international trade and investment, Cana-
da has a tax treaty with a number of developed coun-
tries. Under the terms of most tax treaties, a company
from one country can engage in business activities with
another country without being taxed. This remains valid

TAX MATTERS

as long as the company does not have a permanent
establishment in the country, such as a place of manage-
ment, a branch, a factory or an office. There are certain
business activities that can render a permanent estab-
lishment, so it is important to be aware of what activities
are protected under the treaty.

There are areas that are not governed by a treaty. For
example, if you travel to the US regularly, you should be
aware that while the US federal government employs a
tax treaty, its 50 states do not have treaties. For a busi-
ness traveller, this means that if your business activities
include more than soliciting sales, the employee could
create a state income, sale or tax exposure for the com-
pany otherwise known as “state tax nexus.”
2. Know your boundaries when working in other countries

Just like working in Canada, employees may be required
to abide by income tax regulations while working in anoth-
er country. However, tax treaties do have maximums for
certain services your employees undertake while working
in different countries. For example, the treaty between
Canada and the US includes a provision whereby a Canadi-
an employee will not be taxable in the US if that employee

passes one of two tests: the employee’s earnings in the US
from that employer do not exceed US$10,000 or, the
employee is present in the US for no more than 183 days
during the calendar year, and the compensation is not
borne by an employer in the US or by a permanent estab-
lishment that the employer has in the US.

There is a pending change to the Canada/US Treaty
that could make it somewhat more restrictive to qualify
for an exemption as stated above. Under the new proto-
col, a Canadian resident employee will be taxable in the
US under the second test above if the employee is pres-
ent in the US for greater than 183 days in “any 12 month

If your business activities require international travel, you need to be aware
of possible tax implications as a result of entering different tax jurisdictions.

NOREEN MARCHAND LL.B, MBA,
is Partner, Southwestern
Ontario Region Cross Border
Tax Services, KPMG LLP,
Waterloo; email:
nmarchand@kpmg.ca

by NOREEN MARCHAND
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TAX MATTERS

period” or the compensation is “paid by or
on behalf of” a person resident in the US
or by a permanent establishment in the US
3. Payroll Reporting and Withholding

Employers and employees need to be
aware of payroll reporting and withholding
tax requirements of the country in which
they are working. In certain situations, the
activities of an employee working in
another country may require the company
to adhere to the payroll reporting and with-
holding in the other country. An example: a
Canadian company with one or more
employees working in the US needs to
report the compensation of the employee if
it exceeds US$3,400 (limit for 2007) for
his/her US work days. While employees
can complete and submit US federal forms
8233 (treaty exemption), the employer is
still liable for withholding and reporting the
income and the employee must complete
and file a tax return. Employers can face
severe penalties for failing to comply.

In Canada, employers must withhold
income taxes on compensation paid to a
non- resident of Canada for services ren-
dered in Canada, even if the payment is
made outside of Canada and the payment
is exempt from tax pursuant to a tax treaty.
The employer can avoid withholding tax if

the employee or employer obtains a waiv-
er from the Canada Revenue Agency and
the waiver can take weeks or over a
month to obtain. Even with the waiver, the
employer must still file a “Statement of
Remuneration Paid” (T4 slip) and the
employee must file a Canadian income tax
return to report the exempt income.
4. Stealth employee and tax implications

An employee who travels across inter-
national borders without the knowledge of
the company’s tax department is referred
to as a ‘stealth employee’. While success-
ful in bringing new business activities for a
company, a stealth employee can create
havoc on the company’s tax requirements.
Here are some tips:

Know your business travellers: ask your
travel services or accounts payable depart-
ment for a list of employees who travel out of
country regularly. Ask employees that travel
internationally to keep travel journals.

Communicate: tax compliant employers
communicate the requirements to ensure
employees are aware of the tax rules that
apply to their situation and understand the
importance of tax compliance. Provide this
information each time they travel.

Accountability: some employers hold
employees responsible for ignoring the tax

regulations.
5. Good governance practices

The board of directors of a company
should be concerned with proper compli-
ance, as failure to comply with payroll
withholding could result in a personal lia-
bility. In extreme situations, the unrecord-
ed liabilities of failing to comply could
result in a qualified audit report. For this
reason, complying with business traveller
issues should get board level attention.

To help your company avoid a tax situa-
tion, be aware of business travel activities
of your employees and understand the tax
requirements of the countries in which you
do business. Investigate the tax implica-
tions before you engage in any cross border
business activity.

From a tax perspective, the keys to
being successful in cross border business
activities are to track the cross border
employees‚ compensation, comply with all
the reporting and withholding require-
ments, and help employees with their
compliance requirements.

Recognize that there is a cost to doing
business when crossing international
boundaries and realize that it is a small
price to pay for new business development
opportunities. X
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than other buyers because they see more value in the
acquisition (and possibly less risk) than do other buy-
ers. Perhaps it is because they will gain synergies as a
result of the acquisition, or because they can see them-
selves doing great things with your business. But for
whatever reason, the right buyer sees more value to
the acquisition and is willing to pay more.

DDoo aa ggoooodd jjoobb ooff mmaarrkkeettiinngg yyoouurr bbuussiinneessss:: The goal
of marketing is build the perceived value of your busi-
ness in the mind of the buyer and create excitement for
the acquisition. The more value the buyer sees in your
business, and the more excited he is about acquiring
your company; the more he will be willing to pay. This
means that both your information package and your
verbal communications need to place your business in
the best possible light. Don’t get me wrong  – you do
need to accurately communicate all relevant informa-
tion to the buyer. But it is how that information is posi-

tioned that makes the difference.
OOrrcchheessttrraattee aann eeffffeeccttiivvee ssaallee pprroocceessss:: The seller’s

source of negotiation power comes from the fact that
they have options. The sale process needs to give the
seller options – most notably, the option to sell to a com-

If you are a business owner, the majority of your per-
sonal net worth is probably tied up in your business.

That being the case, the biggest financial event in your
lifetime will likely occur when you sell your business.
And yet with as much as is at stake, most business own-
ers are at a loss as to how to best accomplish the task. 

The following summary should provide some clarity

for business owners who are wondering what they need
to do to get the best possible price for their business.

AAttttrraacctt tthhee rriigghhtt bbuuyyeerr((ss)):: The challenge in selling
your business is not in finding a buyer, but in finding
the right buyer. The right buyer is willing to pay more

The intrinsic value of your business is only one factor. 
You don’t sell your business in a vacuum, you sell it into a market.

MAXIMIXING THE SELLING
PRICE OF YOUR BUSINESS
The right buyer, the right time, the right price

EXIT STRATEGY

LOU DIETRICH (MBA) is a VP of
Spirited Investors, a local 
Private Equity firm that invests
in underachieving businesses
and assists owners looking to
build and/or sell their 
companies.  email: 
ldietrich@spiritedinvestors.ca

by LOU DIETRICH
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peting buyer. But the seller needs to be
careful in how they approach this, as they
don’t want to scare away potential buyers
that aren’t interested in participating in a
bidding war. There are a variety of process-
es that the seller can use, each with varying
degrees of competitive tension. It is impor-
tant that the seller choose a process that’s
appropriate for their circumstance.
NNeeggoottiiaattee eeffffeeccttiivveellyy:: The seller needs

to have a strong negotiator on their team.
Although you may be a good negotiator,
resist the temptation to play that role
yourself. Since the buyer needs to work
with you (at least for a transitional peri-
od) following the acquisition, the buyer
needs to see you as someone who is easy
to get along with. Business owners who
attempt to play the negotiator role are
placed in a very compromising catch-22
situation that severely inhibits their ability
to negotiate with the buyer.
AAppppllyy ccrreeaattiivviittyy ttoo tthhee ddeeaallmmaakkiinngg

pprroocceessss:: The best possible deal does not
always come at the expense of the buyer. In
my experience there are always opportuni-
ties to substantially improve the deal for the
seller in ways that leave the buyer just as
well off. This comes down to understanding
both parties‚ perspectives and using that

knowledge to finding creative ways of bet-
ter meeting the needs of both parties.
SSeellll aatt tthhee rriigghhtt ttiimmee:: Choosing the right

time to sell is somewhat of a challenge
because there are two independent timing

factors that need to be considered. The first
factor is the intrinsic value of your business.
This is essentially a function of the magni-
tude and direction of your company’s earn-
ings. The higher your company’s earnings
and the more favorable the earnings trend,
the higher will be the intrinsic value. How-
ever, the intrinsic value of your business is
only one factor. You don’t sell your business
in a vacuum, you sell it into a market – so
you the price you get for your business will
also depend on the state of the market at
the time you sell. The state of the market is

EXIT STRATEGY

Value erosion can occur as a result
of the business owner allocating
too much time and attention to

selling their company rather than
running their company.

a big consideration for business owners
wishing to maximize their selling price, as
earnings multiples paid for businesses can
experience wide swings over time.
Avoid value erosion: Value erosion

refers to the phenomenon where the
process of selling the business causes the
value of the business to deteriorate.
Value erosion can occur as a result of the
business owner allocating too much time
and attention to selling their company
rather than running their company. Such
a situation will negatively impact the
company’s earnings, and therefore will
cause the company’s value to deteriorate.
Another factor that can cause value ero-
sion is lack of confidentiality. If it
becomes public knowledge that your
company is for sale, you run the risk of
losing employees, customers, and suppli-
ers. If you hire a good advisor to manage
the sale process, the value erosion prob-
lem will be negated.
Because the stakes are so high when you

are selling your business, it is important
that you do everything you can to maximize
the selling price of your business. If you and
your advisor(s) properly address each of the
above stated tasks, you can be confident in
the result you will achieve. X
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brick can be so artfully assembled and powerfully
transformed to reflect the spirit of possibility, imagina-
tion, and creative potential of a culture and its people?

But as I traveled up Columbia St. and looked around
me at the new student residence buildings being put
up along King at Columbia Streets, and all the way up
towards the University of Waterloo Campus, all I could
think of was, how is it that a city can be none of those
things that I have just mentioned about Barcelona?

Instead, what came to mind in witnessing the trans-
formation of this part of the city from low-lying student
houses, to monotonous high rise student housing, was
a comment made by an American writer named John
Cheever, about the housing projects of New York City
in the 1960’s: “The uptown slums are being demol-
ished – but the rectangular tenements that replace
them have not a trace of invention,” he wrote. “Their
bleakness is absolute. No man has ever dreamed of a
city of such monotonous severity, and there must be
some bond between our houses and our dreams.”

Sure, the buildings along Columbia St. are not as
blatantly ugly as those built in the New York City proj-
ects; but essentially, these are tenement buildings that
try to pack as many students as the zoning will allow
onto the property, and prettied up enough so that they

would meet minimum site plan approval guidelines in
order to get a building permit. Beyond that, however,
as Cheever said, they “have not a trace of invention.”

“What does it matter if these buildings aren’t inven-
tive, interesting, or imaginative?” one might ask.
Besides, if the buildings are satisfying the demand for
new housing by students coming into the local univer-
sities, by providing new and improved accommoda-

HOUSES AND DREAMS
Why is Waterloo failing to create inventive, interesting, or
imaginative buildings?

FROM THE GROUND UP

Have you seen what they’ve been building along
Columbia St.? They’re architectural atrocities! It’s

no use trying to make a difference, to want to try to
create interesting buildings and environments – if those
buildings reflect the state of architecture and design in
Waterloo, then we might as well just give up as archi-
tects and designers working in this community.”

This comment was from a very spirited discussion I
was having with a designer friend of mine who prac-
tices in Waterloo. We were talking after a recent trip I
took to Barcelona and we were comparing the state of
art, culture, architecture and urban design here in our
community with other cities and places around the
world.

How is it that in cities like Barcelona, in almost
every street and around almost every corner, you’ll
find architecture and urban design with the power
uplift and to inspire? How is it that its buildings can
move you to smile or even to tears with their beauty,
that its streets and public squares can bring about a
sense of joy and delight with their vibrancy and activi-
ty? And how is it that wood, steel, stone, glass and

“No man has ever dreamed of a city of such monotonous severity, and there must be
some bond between our houses and our dreams.” - JOHN CHEEVER

SUNSHINE CHEN is president
of Urban Imagination &
Design Co. email:
sunshine@uimagine.ca
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tions for student housing over the old,
run-down houses, what does it really
matter if they aren’t as beautiful or inter-
esting as one might find in other parts of
the world?

It’s just that the lack of imagination
embodied by these styrofoam-clad, stuc-
co veneered, concrete structures runs
contrary to the very values and aspira-
tions the city and the university are trying
to achieve in their projects and visions for
the future of the community. When the
University of Waterloo is building an
Institute for Quantum Computing, a
Research and Technology Park and a host
of other new buildings and additions to
old buildings for faculties on campus, and
buildings like the new Pharmacy School
and the School of Architecture off cam-
pus to sustain its reputation as the most
innovative university in the country, and
when a company like Research in Motion
continues to grow its sprawling complex
to attract smarter and better workers,
and institutes like Perimeter and CIGI are
trying to attract the top global talent in
their respective fields, poorly built stu-
dent housing adds little to enhancing the
city’s image as the most “intelligent com-
munity” in the world.

“There must be some bond between
our houses and our dreams.” And what
these student housing projects say to the
students who are starting their academic
careers as a new academic calendar
begins, is that in this “Intelligent Commu-
nity”, the dream is for mediocrity and lack

of imagination in those places you live
and reside – the places you call ‘home’.

Maybe that’s the economic reality of
the state of architecture and design, not
just in Waterloo, but in Canada as a
whole. When it comes to housing, we just
can’t afford to build anything more than
‘mediocre’.

But I remember studying in Helsinki,
Finland, living in a student residence
building located in the technical universi-
ty of Helsinki, just around the corner from
the global headquarters of telecom giant

Nokia. My residence was a part of a com-
plex that was truly remarkable in its inte-
gration with its natural surroundings and
its ability to bring out a sense of commu-
nity within the student village.

At the time, there were new housing
projects being built across the bay. I
asked some of my co-workers in the
office where I was interning, about the
projects and was amazed to find out that
the cheapest buildings being built there
was probably 10 times more expensive
than the most expensive housing projects
that were being built in Toronto. Stunned,
I asked, “How can you afford to build
these housing projects?” In response, my
co-worker replied: “Finland is a small
country with little resources. We can only
afford to build things once. So, we cannot
afford to build badly.”

We can probably learn something in
that statement. Considering that Nokia
continues to be the world’s largest
telecommunications companies, and one
of the few telecom companies that could
take over RIM, maybe there is something
to be learned from “a small country with
little resources,” about aspiring to some-
thing greater than mediocrity in our
houses and in our dreams. X

FROM THE GROUND UP

And what these student housing
projects say to the students... is

that in this “Intelligent Communi-
ty”, the dream is for mediocrity.
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BUSINESS & THE LAW

HIGHLY SIGNIFICANT RULING
An important surprise from the Supreme Court

The Supreme Court of Canada released its decision in
Keays vs. Honda Canada Inc. on June 27, 2008. To

say this is one of the most significant employment
decisions in the last few decades is an understatement.

In my November 2006 Exchange column, I wrote
about the Ontario Court of Appeal decision which
affirmed the trial Judge’s award of 15 months notice,
an additional extended notice period of nine months of

“Wallace” or extended damages for the bad faith con-
duct of Honda. The Court of Appeal reduced the puni-
tive damages awarded at trial from $500,000 to

$100,000.
In a surprising turn of events, the Supreme Court of

Canada called into question what had become a foun-
dational principle of employment law since 1997,
namely, the awarding by Courts of extended notice
periods following the Supreme Court of Canada deci-
sion in that year of Wallace v. United Grain Growers.
The Supreme Court of Canada was critical of the prac-

tice of our courts in awarding an arbitrary extension of
the notice period to address the conduct of an employ-
er in the manner of termination.

Mr. Keays was a fourteen year employee with Honda

The difference now, however, will be that rather than an increase in the notice period, a
Court will look at an award that reflects the actual damages sustained by the employee.

MELANIE REIST is a civil
litigation lawyer and a
partner in the Kitchener
firm of Charles Morrison
& Melanie Reist.
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who developed chronic fatigue syndrome.
It was Mr. Keays’ argument that he was
singled out and required by Honda to jus-
tify his medical absences because of his
particular disability when employees with
“mainstream” illnesses were not so
required.

Due to absences caused by his disabili-
ty, Honda subjected him to the first step
in the discipline process and then refused
to remove the disciplinary “coaching”
from his record. It also required him to
attend an interview with the company
doctor where he argued his disability was
belittled. Ultimately Mr. Keays’ employ-
ment was terminated after he hired a
lawyer and refused to attend a further
medical examination by Honda’s doctor

Since the release of the Keays decision
much of the analysis has focused on what
is perceived as being the elimination of
Wallace damages (an extension of the
notice period) to address employer mis-
conduct at the time of dismissal. I don’t
read the decision that way. While it did
criticize the practice of awarding arbitrary
extensions to applicable notice periods,
the Supreme Court of Canada reaffirmed
that damages resulting from the manner

of dismissal must still be made available
where the employer engages in conduct
during the course of dismissal that is
“unfair or is in bad faith by being, for
example untruthful, misleading or unduly
insensitive.”

The Supreme Court hearkened back to
an old English case known as Hadley v.
Baxendale, which established that in

breach of contract cases, aggravated
damages would only be awarded where
they were in the contemplation of the
parties at the time the contract was
entered into. While this will rule out
damages for the normal distress and hurt
feelings resulting from dismissal, the
Supreme Court went on to state that cer-

tain conduct will still be compensable
and gave the following examples: where
an employee’s reputation is attacked by
the employer at the time of dismissal;
where misrepresentations are made
regarding the reason for the decision; or
where the dismissal is meant to deprive
the employee of a pension benefit or
other right.

The difference now, however, will be
that rather than an increase in the notice
period, a Court will look at an award that
reflects the actual damages sustained by
the employee. The onus will be on the
employee to prove his or her damages. If
successful, unlike an extended notice
period, these damages will not be consid-
ered as income and thus not taxable to
the employee.

While the Keays decision significantly
re-frames the manner in which damages
will be awarded for employer misconduct
at the time of dismissal, it is still advis-
able for employers when terminating the
employment relationship to treat employ-
ees in a candid and fair fashion to avoid
any claim for aggravated or compensa-
tory damages over and above the obliga-
tion to provide reasonable notice. X

It is still advisable for employers
when terminating the

employment relationship to
treat employees in a candid

and fair fashion.
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BUSINESS & THE LAW
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WATERCOOLER

EASTFOREST HOMES has begun construction of the largest design studio in the region. Not only
is the sheer size and scope of the new facility a first in the region but more importantly

putting interior design and lifestyle at the heart of construction is an industry innovation.
As Vice-President Operations, Janice Kochan, told a crowd of local officials at the

launch of the project, the construction of the Eastforest Homes Design Studio is a
sign of “confidence in the region where employment is among the highest in Ontario,
where 2009-2012 economic growth is forecast to outpace both the Ontario and Canadian
economies and where construction of single detached homes continues to grow.”

Elizabeth Witmer, MPP for Kitchener/Waterloo echoed these sentiments by adding,
“We thank you for the confidence you exhibit in this region, for the innovation and the
leadership that you show.”
The new studio underscores Eastforest Homes' innovative approach to homebuilding.

As Kochan explains, “While paint colours, fixtures and finishes are usually chosen at the
end of construction – like icing on a cake – the new design studio puts lifestyle at the core
of the construction. The walls and foundation simply anchor that dream.”
“Growing family, empty nester, week-end chef, home theatre enthusiast, home-based

business owner, exercise buff… whatever the lifestyle, a home should suit your personali-
ty and support the pursuit of your dreams,” said Kochan. “That's why every homebuyer
consults with a qualified designer, so even your first home can be your dream home” – a
reference to Eastforest Homes' award-winning construction of the 2007 Kitchener
Rotary Dream Home.

Kelly Galloway, Kitchener Councillor, agreed: “This is definitely a unique design serv-
ice for new homebuyers in the region. With the growth that's forecast, the one-stop shop
will be a very convenient option.” Construction is expected to conclude in Spring 2009.

AN ANNOUNCEMENT from the governments of Ontario and Canada related to $6.2 billion in
funding for infrastructure projects is excellent news for Waterloo Region, according to
Ross Wells, Chair of the Greater Kitchener Waterloo Chamber of Commerce.
Officials from both levels of government announced that rapid transit in Waterloo

Region is an initial priority project where joint efforts between Ottawa and Queen’s Park
will proceed. A statement from the Chamber said, “With the high volume of demands for
infrastructure across Ontario, it is a major achievement for our Region that we are being
designated to move forward. The prospect of 730,000 residents in 20 years makes the
commencement of effective planning an imperative.”
“The announcement is the result of successful advocacy from across the Region, includ-

ing the business sector, local governments, and community organizations,” added Wells.

GUELPH CHAMBER OF COMMERCE has elected its Board of Directors for 2008-2009. The Board is
headed by Chair David W. Gray, of ROCG Pacesetter Consulting. Vice Chair is
Andrew Anderson, Devlan Construction Ltd. Ramona Ostrander, of Junior
Achievement Guelph Wellington, is Past Chair.

Lloyd Longfield is President & CAO of Guelph Chamber of Commerce. Other Board
members include Geoffrey Smith, University of Guelph; Kevin Cahill, Kevin Cahill

Financial Services; Christopher Bisson,
The Mortgage Centre; Alex Mitchell,
Vestigo Corporation; Geoff Pantling,
Arrow Hose & Tubing Inc.; Tanya Rie-
mann, Platypi Designs; Alan Boivin,
Delta Hotel and Conference Centre;
Lisa Gazzola, Smith Valeriote Law Firm;
Angus Gordon, Miller Thomson; Murray
Short, RLB LLB; Dan Lawson, Blount
Manufacturing; Janet Roy, Prior Re-
source Centre; Amy McKee, Conestoga
College; Marc Brombal, Sidonio’s;
Lynne Bard, GlobalTrox; Mark Rodford,
Downtown Board of Management (ex
officio) and Jim Mairs, City of Guelph
Economic Development (ex officio).

WATERLOO REGION BUSINESSES have been awarded
eight “Best Travel Value” Awards byWest-
Jet’s Up! In-Flight Magazine. In a recent
survey,WestJet’s Up!Magazine asked their
readers to nominate the best travel values
in their favouriteWestJet destinations. The
results of the survey are published this
month in the July 2008 Up! WestJet Maga-
zine entitled “Value Awards”.
“Congratulations, this magazine will

be in the seat-backs of the entire WestJet
fleet throughout the month of July – over
74 aircraft servicing destinations in
Canada, the United States, Mexico and
the Caribbean,” said Regional Chair Ken
Seiling. “This is a win for our entire com-
munity. It will promote the region on an
international stage and increase aware-
ness of the Region of Waterloo Interna-
tional Airport’s daily Calgary service!”
Ontario received 40 “Best Value

Awards” with eight of those awarded to
local tourism businesses in Waterloo re-
gion, including: Golf Locations: Grey
Silo Golf Course; Nightlife: The Flying
Dog; Breakfast: Country Boy Family

Janice Kochan, VP of OperationsJanice Kochan, VP of Operations, Kelly Galloway, Kitchener Councillor, Peter
Cantana, President, Elizabeth Witmer, MPP and Rick Martins, VP Construction

We take the junk, you get back to business
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Restaurant; Ski Hills: Chicopee Ski and
Summer Resort; Cultural Attractions:
K-W Multicultural Festival; Spa: Gina’s
Spa Hair Studio and Medi Spa; Event:
Kitchener-Waterloo Oktoberfest; and
Family Attraction: The Children’s Mu-
seum of Waterloo Region.

DALSA CHAIRMAN AND FOUNDER DR. SAVVAS CHAMBERLAIN
was inducted as a fellow of the Canadian
Academy of Engineering at an awards

ceremony on June 16
in Montreal.

The Canadian
Academy of Engi-
neering comprises
many of the country's
most accomplished
engineers who have
expressed their dedi-

cation to the application of science and
engineering principles in the interests of
the country and its enterprises. The
Academy was established in 1987, and
is an active member of the international
Council of Academies of Engineering
and Technological Sciences, which in-
volves 24 other leading countries.

In addition to his role as Executive
Chairman of DALSA, an international
leader in high performance digital imag-
ing and semiconductors, Dr. Chamber-
lain serves as the Company's Chief
Technology Officer. Prior to September
2007, he was DALSA's CEO. Dr. Cham-
berlain has a background as a scientist
and professor at the University of Water-
loo for more than 20 years.

COBER PRINTING, a leading edge printing busi-
ness in Kitchener recently certified to

three standards of responsible forestry
management as part of their Corporate
Social Responsibility Policy. The certifi-
cations make the family run business the
first in this region and one of a handful
in Canada to achieve this.

VODAFONE AUSTRALIA, Cisco and Research In
Motion (RIM) have announced a three-
way initiative to deliver integrated busi-
ness communications services in
Australia, to be marketed as Vodafone
Business One.

Launching later this year, Vodafone
Business One will combine all telecom-
munication services – fixed and mobile,
voice and data, services and equipment –
into one simple, managed service with
single-point accountability on installa-
tion, technical support and fleet manage-
ment and one monthly invoice. Focusing
primarily on small-medium sized busi-
nesses of between 10 to 100 employees,
the integrated solution uses the latest,
business grade technology, delivering ef-
ficiency, scalability and cost benefits to
Vodafone Business One customers.

The announcement marks the first
move beyond ‘mobile-only’ communica-
tions services for Vodafone Australia
and is the first instance globally of a
Cisco Unified Communications solution
with BlackBerry smartphones as a hand-
set option.

Jeff McDowell, Vice-President, Global
Alliances, Research In Motion, said: "We
are very pleased to support Vodafone
Australia in delivering this full service
telecommunications solution. Vodafone
Business is an innovative offering that
enables small businesses to gain the
benefits of convergence with the sim-
plicity of a turn-key service."

THREEYEARSAFTERA STRIKE against Babcock and
Wilcox Canada, the United Steelwork-
ers' Local 2859 has ratified a new
three-year contract with the company
that increases wages by a total of
8.5%.The agreement, effective Sept. 1,
also boosts workers' pensions by $2 a
year, along with a pension bridge that
goes from $200 a month to $350. The
union also negotiated improved benefits.

The union attributes the quickly-
achieved settlement and ratification to
an improved relationship with the com-
pany over the period since the 2005
strike, an era that has seen grievances
against the company fall from 50 per
year to one, allowing the union to focus

more on member education.
"This should be a lesson to employers

that choose not to work with the union,"
said USW Ontario/Atlantic Director
Wayne Fraser. "In
this age of increased
globalization, the
union can be a com-
pany's most valuable
ally in protecting
profits and market
share. All it takes is
vision and a willing-
ness to see the union
as a true partner in prosperity."

GOLIGER'S TRAVELPLUS has the received the
prestigious Circle of Excellence award
from Air Canada. This award recognizes
the top 50 agencies is Canada for their
sales efforts. President/Owner, Peter
Vanderheyden says "this is an amazing
honour for our team of professional
travel agents. We would not have been
able to accomplish this without the sup-
port and loyalty of our customer base
and the amazing travel agents on our
team! This is a great way to celebrate
our 21st year in business serving the Re-
gion of Waterloo."

DUETOTHE SUPPORTAND DEDICATION shown by Lau-
rier’s Career Development Centre to-
wards the Canadian Association of
Career Educators & Employers, the
university has won the Educational In-
stitution Recognition Award, one of the
major annual awards of the association,
at the recent 2008 CACEE National Con-
ference in Montreal.

Laurier “has always been a strong

Dr. Savvas Chamberlain

Wayne Fraser

Banquets • Catering • Restaurants
• Corporate Catering
• Bus Groups
• Sat. evening, Sunday Buffet (All Day)

• Visit Angie’s Gift Shop (St. Agatha)

UptownWaterloo
47 Erb St. W.

(519) 886-2540

St. Agatha
1761 Erbs Rd.
(519) 747-1700

Minutes from Stratford, Brampton
& Kitchener-Waterloo Theatres

info@angieseats.com

• Specializing in Business
Delivery Solutions

• Direct, Same and Next
Day Delivery

• Serving all of Ontario

WATERCOOLER
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supporter of CACEE in every regard,”
said Julie Khan, presenter of the award.
“Their nomination and list of contribu-
tions include four full pages of volun-
teerism, sponsorship and absolute
dedication to the association.”

A second honour – the Outstanding
Achievement Award – was presented to
Partnerships for Employment, a col-
laboration between Laurier, Conestoga
College and the universities of Guelph
and Waterloo. This recognition was
awarded for contributions to the field of
career planning and recruitment through
the development and co-sponsorship of
the largest annual Career Fairs and Job
Fairs in Canada.
Jan Basso, director of Co-operative

Education & Career Development at
Laurier, has been a CACEE member for
30 years. Other Laurier staff who are
current members include Joy Mitchell,
co-ordinator of employment services,

and Frances Humphreys, manager
of career development, SBE

graduate programs.
“Receiving these awards from CACEE

has been an honour,” says Basso. “These
relationships, resources and information
exchanges have contributed significantly
to the services we are able to provide
our students and alumni through the Ca-
reer Centre.”

VIRTUALCAUSEWAY has been named, for the sec-
ond consecutive year, as one of Canada’s
fastest-growing companies in PROFIT
magazine. A leading outsource provider
of integrated sales and marketing serv-
ices, Virtual Causeway has received
recognition from the magazine as: one of
Canada’s fastest-growing companies (in
the annual PROFIT 100 ranking for 2006
and 2007); and one of Canada’s hottest
emerging growth companies (in the
PROFIT 50 ranking for 2005).

"It’s a great privilege to be part of
PROFIT magazine’s prestigious rankings
for two years running," says Rick Endru-
lat, President of Virtual Causeway. "Our
continued growth, support from the
community and exceptional team have
made it possible for us to be among the
most successful entrepreneurs in
Canada."

THE WATERLOO WELLINGTON TRAINING & ADJUSTMENT BOARD
has begun a new program that will
match retired seniors to serve as busi-
ness mentors with young people. Sen-
iors are 55+ and are retired, or working
part-time, from any business or industry.
Previous experience as a mentor is not
required. Youth are 18-30. The program
is funded by a one-year grant from the
federal New Horizons program. The pro-
gram is called 'KnowledgeShare' and is
coordinated by Steve Lindt of Waterloo.

Says Lindt, “While the role of the
mentor will vary with the need, at pres-
ent we see the mentor helping mentees
in three ways (i) starting a business (ii)
career advice (iii) general workplace
skills. KnowledgeShare is not an em-
ployment agency. The purpose of
KnowledgeShare mentors is to provide
career and business advice to youth.
Mentees do not pay for the service. Men-
tors are not paid.”

Seniors wanting information or
volunteering to be a mentor can call
519-740-6541 or email knowledge-
share@wwtab.com.

UNIVERSITY OF WATERLOO geographer Bruce
Mitchell, one of the top water-manage-
ment researchers in the world, is this
year's winner of the Massey Medal,
named after a former governor general
of Canada.

Mitchell, also an associate provost at
Waterloo, was selected for the award by
the Royal Canadian Geographical So-
ciety. The prize, established by the late
Vincent Massey in 1959, recognizes out-
standing achievement in exploring, de-
veloping or describing the country's
geography.

"His ground-breaking and innovative
research in the areas of water and envi-
ronmental management has been
widely recognized and his advice is
sought by governments and interna-
tional organizations," says Giselle
Jacob, president of the Royal Canadian
Geographical Society. "For his critical
thinking on water systems, he has re-

Professional Real Estate Services Specializing In:

Industrial/Commercial Sales & Leasing

Investments

Consulting

Mortgage Financing

76 Dawson Road, P.O. Box 923
Guelph, Ontario N1H 6M6
Tel: (519) 824-9900 Fax: (519) 824-2471
Website: www.parkcapital.ca
E-Mail: info@parkcapital.ca

PROFESSIONAL MANAGEMENT
SPECIALIZING IN:

MULTI-RESIDENTIAL

COMMERCIAL

INDUSTRIAL

PROJECT MANAGEMENT

LOCALLY BASED - ON CALL 24 HRS.

Website: www.orbis.ca

DIVISION OF I-A-C INC.

Website: www.parkcapital.ca
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ceived numerous national and interna-
tional awards and distinctions."
Internationally, Mitchell advises gov-

ernments and universities in Australia,
Indonesia, China, Nigeria and India, as
well as in Canada.
His work has contributed toward de-

veloping what is referred to as inte-
grated water-resource management.
This research approach focuses on se-
lected yet key variables affecting water
and surrounding ecosystems, rather
than trying to address all variables in a
river basin.

OPEN TEXT CORPORATION has been active in ac-
quisitions of late. The company has ac-
quired eMotion LLC from Corbis
Corporation and the Spicer division of
PrinterOn.
The eMotion division will become

part of Open Text's Artesia Digital
Media Group.
The acquisition gives Open Text's

Artesia Digital Media Group a broader
portfolio of offerings for marketing de-
partments and advertising agencies,
adding capabilities that complement its
industry-leading enterprise marketing
asset management solution, Artesia
DAM. The move will extend Open Text's
digital media capabilities as part of its
Enterprise 2.0 strategy.
As well, PrinterOn Chairman Glen

Wright has announced the sale of one
operating division of the company to
Open Text. PrinterOn will transfer the
Spicer division, consisting of the docu-
ment management business, to Open
Text, while the mobile printing business

will remain under the current ownership
and management and continue on
under the PrinterOn brand.
Approximately 30 employees from

this Spicer division will be joining Open
Text, most of whom are based in Kitch-
ener, located nearby Open Text's corpo-
rate headquarters. Open Text purchased
the assets for approximately $12 million
effective July 1, 2008. It is currently antic-
ipated that the financial terms and future
impact of the acquisition will not have a
material effect on future financial results
of Open Text.
"This acquisition will complement

and extend Open Text's existing ECM
Suite, providing
flexible document
viewing options
and enhanced
document security
functionality," said
John Shackleton,
President and
CEO of Open Text.
"Through this ac-
quisition, Spicer customers benefit from
access to an expanded ECM solutions
portfolio and our commitment to contin-
ued Spicer product availability with en-
hanced innovation, development and
24x7 customer support."

Tim Lehan and Patrick Pidduck,
long-standing leaders from Spicer, will
join Open Text and form the nucleus of
Open Text's Content Viewer Solutions
Group.

A UNIVERSITY OF WATERLOO EXPERT on global busi-
ness will lead an international research

project on 'born global' startups – new
ventures that enter markets around the
world soon after their founding. Rod
McNaughton, a professor of manage-
ment sciences in the faculty of engineer-
ing, heads a $1.9-million project, entitled
International Entrepreneurship Strategic
Knowledge Cluster, IE-scholars.net. The
strategic knowledge cluster, one of 11
established recently by the Social Sci-
ences and Humanities Research
Council, draws together researchers
and partners in Canada, the United
States, United Kingdom, New Zealand
and Finland.
McNaughton, who also holds UW's

Eyton Chair in Entrepreneurship, says
the project will eventually involve up to
200 researchers from around the world.
The UW-led knowledge cluster, which
will receive its funding over eight years,
brings together a co-investigator from
McGill University and collaborators from
the University of Ottawa, York University
and University of Toronto. Partners in
the cluster include IGLOO Software and
Communitech Technology Association
in Waterloo Region; Centre for Inter-
nalization and Enterprise Research at
the University of Glasgow in Scotland;
University of Ulster in Northern Ireland;
Lappeenranta University of Technology
in Finland; University of California at
Los Angeles; and the University of
Otago in New Zealand.

McNaughton's research interests in-
clude the pace of internationalization in
small- and medium-sized enterprises
and how best to guide software compa-
nies concerned about protecting intel-
lectual property in foreign markets. X

WATERCOOLER

John Shackleton
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intended as a one-off thing.” Marketed
under the banner, “The Gift of Messiah,” its
success greatly exceeded expectations.
Dyck was interviewed by Adrienne Clark-
son, then a CBC Television host, and CBC
Radio host, the late Peter Gzowski, about
this production.
He soon got a call from SONY Classi-

cal, who had been getting requests for the
recording and wanted to market it. “Twist
my arm!” was my reply, Dyck quipped.
SONY explained that, for marketing pur-
poses, the group needed a name. “I went
to my friend Peter Erb, a Religion and Cul-
ture Professor at Laurier and the best
Latin scholar I know, for advice. He sug-
gested Consort (meaning ‘group’) and
Caritatis (meaning ‘for charity’).”
Consort Caritatis recorded four more

CDs and has done 10 international tours,
most recently to Croatia and Italy this past
summer. The recordings have netted
$250,000 that, in addition to the initial caus-
es, have supported the banning of land
mines and combating HIV/AIDS in Africa.
Choir members come from across

Canada and all volunteer their time and
pay their own transportation. The size of
the choir has ranged from 40 to 100
members. About 60 is ideal, Dyck feels.
His wife Maggie handles the travel
arrangements and logistics and is “the
brains behind the operation.”
The international tours have included

several European countries as well as
China. “These trips are not vacations,”
Dyck emphasizes. “We’re working very
hard and we’re not mere tourists. It
allows us to connect to different cultures
in ways that we could not otherwise.”
Two Consort Caritatis experiences

especially stand out for Dyck. One was a
trip to the Yunnan Arts Institute in Kun-
ming, China, in 1999. Kunming is the
capital of Yunnan Province, one of the
country’s southern-most provinces. In
preparing for the concert there, Dyck sug-
gested a variety of orchestral pieces the
choir could perform. “Almost as an after-
thought, I added Handel’s Messiah,” he
recalled. “They went straight for it.”
He subsequently learned that there

were about a dozen indigenous minority
tribes living in the mountains of the
region. One of these, the Miao, had been
visited by Roman Catholic missionaries in
the mid-19th century. The missionaries
taught them Gregorian chants as well as
The Messiah. When Dyck learned that
they could sing The Messiah in four-part
harmony, even though they were musi-
cally illiterate, he quickly concluded,
“We’ve got to meet these people.”

MAKING A DIFFERENCE continued from page 46
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Since the concert was sold out, he
invited them to attend the dress rehearsal.
About 30 Miao people made the arduous
journey on foot, by ox cart and bus to
Kunming. During the dress rehearsal they
listened intently. When it came time for
the Hallelujah Chorus, Dyck invited the
guests to come on stage to sing it with the
choir. “It was one of the most powerful
experiences of my life,” Dyck remembers.
“Marginalized people in a remote region
of China instantly bonded with western
foreigners who shared no language but
music. The event was covered by Chinese
National TV. That’s the largest audience
I’ll ever get for sure,” Dyck chuckled.

On the same trip, Dyck gave a lecture
(through a translator) at the Yunnan Arts
Institute, about The Messiah. “I struggled
with how to explain the Christian theo-
logical origins of it to people in a Com-
munist country,” he recalled. But as he
attempted to do so, he could see nods of
understanding from his audience. After
the lecture, a young man raised his hand
and asked, “Mr. Dyck, do you have
Christmas in your heart?” Not normally at
a loss for words, Dyck admitted to being
left temporarily speechless by the profun-
dity of the question. After a moment of
reflection, he replied. “Yes... yes, I do!”

Another noteworthy experience with
Consort Caritatis came in January 2005
following the devastating Indian Ocean
tsunami on Boxing Day, 2004. While
many struggled with how to respond,
Dyck and Maggie flew into action. Within
weeks they organized a Consort Caritatis
benefit concert featuring Mozart’s
Requiem. “Everything was donated,” Dyck
says, including the Centre in the Square
and the services of the Kitchener-Water-
loo Symphony Orchestra. “The choir
members all knew the piece so we had
one rehearsal – that’s it.” The federal gov-
ernment matched the proceeds and the
event raised $150,000 for tsunami relief.

Ken Frey describes this as “the defin-
ing moment of Howard’s leadership and
commitment – this event was organized
and delivered through the sole efforts of
Howard and Maggie. It was a magical
moment of community building and
spoke to our collective responsibilities as
our ‘brother’s keeper’.”

Dyck ended his 32 affiliation with CBC
Radio with his last Choral Concert show
in August. While he is hoping to slow
down a bit, his choir conducting
and other musical interests will continue
his life-long passion for making great
music, and through this, to help the dif-
ferences between us to melt away. X

FOR SALE

HANOVER EST 1998
- Rented - 1600 sq ft

STRATFORD EST 1999
- Leased - 1600 sq ft

• Absent Owner
• Trained Expert Staff
• Includes furniture, fixtures,

inventory

Confidential Inquiries:

Jo Ann Switzer 519-274-3852 or jvswitzer@sympatico.ca
www.simplylovelylingerie.com

(Website is also available with purchase of both stores)

L INGERIE

MAKING A DIFFERENCE
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Howard Dyck’s rich, deep, melodic voice has the res-
onance of an experienced radio broadcaster. He is

well-known to classical music lovers across Canada as
the host of three different shows on CBC Radio over
the past 32 years. But his most profound communica-
tion experiences have come through music, not
through words. “In the presence of great music,” Dyck
says, “the things that divide us just melt away.”

Dyck is best known locally as the artistic director
and conductor of the Grand Philharmonic Choir (for-
merly Kitchener-Waterloo Philharmonic Choir), a posi-
tion he has held for the past 36 years. Choir member
(and Past Board President) Jay Black, says, Dyck has
“brought the choir to a level of musical performance
that is probably the best in the country for large choirs
and he has produced concerts with world-class
soloists that enrich all of us.”

A native of the primarily Mennonite community of
Winkler, Manitoba, Dyck studied music initially in Win-
nipeg and subsequently studied choral, orchestral and
opera conducting in Detmold and Stuttgart, Germany.
He came to Waterloo in 1972 to assume a position in the
music faculty at Wilfrid Laurier University. Within a year
he succeeded Walter Kemp as conductor of the Kitchen-

“In the presence of great music,”
Dyck says, “the things that divide

us just melt away.”
by BRIAN HUNSBERGER

Howard Dyck is Artistic Director and Conductor of the Grand Philharmonic Choir
and Consort Caritatis.

continued on page 44

IN CONCERT FOR CHARITY
Some of conductor Howard Dyck’s most memorable musical
experiences have come through performances of Handel’s Messiah
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er-Waterloo Philharmonic Choir. For the past two years
he has also conducted the Bach Elgar Choir in Hamilton.

Dyck has received many honours and awards for his
contributions, both nationally and internationally.
These include: Doctor of Laws degrees from the Uni-
versity of Waterloo and Wilfrid Laurier University
(1996); Honorary Professor of Music by the Yunnan
Arts Institute in Kunming, China (1999); Member of the
Order of Canada (2000); Queen’s Jubilee Medal (2002);
and the Association of Canadian Choral Conductors
Distinguished Service Award (2004). In May 2007, he
was inducted into the Waterloo County Hall of Fame.

Amid all these achievements, Dyck is most proud of
Consort Caritatis, a volunteer choir that he co-founded
with his friend, management consultant Ken Frey, in
1994, to raise funds for humanitarian causes. “Initially,
our goal was to make a recording of excerpts from Han-
del’s Messiah as a fundraiser for Mennonite Central
Committee and Habitat for Humanity,” he recalls. “It was
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