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AN INTERNATIONAL
COMPANY REMAKES
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Waterloo is home to new
research & development site
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HolidaySEASON
PLANNER

Corporate Christmas Party 
December 4th

A great opportunity for smaller size companies to join in for a big size Christmas party
offering a full Christmas Buffet Dinner followed by DJ music and dancing in Rushes Restaurant.

$49 per person, plus tax & gratuity

November and December 
Christmas Parties

Some dates still available to host your own Christmas party
or family gathering with delicious Christmas dinner menu selections.
Special overnight room rates for any size group of 10 or more!

Christmas Day Dinner Buffet 
December 25th

Festive and sumptuous, enjoy roast hip of beef, honey-baked ham, roast turkey plus all
the fixings from potatoes and yams to seafood bar, fresh fruit and gorgeous desserts.

$40 per person plus tax & gratuity

www.waterlooinn.com
475 King St. N. Waterloo, ON     519.884.0220     1.800.361.4708

New Year’s Eve Dinner
Rushes Restaurant

Rushes Restaurant offers the best of local and Canadian fare, deliciously prepared into
a five course dinner. The evening includes dinner, midnight toast, DJ music and dancing.

Overnight packages also available. Reservations starting at 6 pm

New Year’s Day Brunch
January 1st 

Celebrate 2011 with the finest brunch in town offering hot entree selections,
omelette station, seafood and salad bars, fresh baked breads and our fabulous dessert selections

$25 per person plus tax & gratuity

Ruby’s Revival
New Year’s Eve Party

1980’s - Ruby’s was the place to be!  Disco’s - DJ’s and Dancing Your Pants Off!
30 years later, we’re doing all again. Get a group together and come play!  One night only!

Includes Evening Buffet, Live 6 Member Band, Party Favours and a Charity Donation
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Flexibility and functionality are what make the Mercedes-Benz Sprinter the choice  
of the construction industry. We offer best-in-class cargo capacity, best interior 
standing height, a maximum side and rear door opening and best-in-class fuel 
efficiency complements of our BlueTEC V6 diesel engine. And we surrounded it  
all with the comfort and engineering you’ve come to expect from Mercedes-Benz.  
In other words the Sprinter has everything you need, for whatever you need it for. 
For more information, visit www.victoriastar.com.

Higher cargo compartment. 
Lower operating costs. 
Everything else you need in between.

The 2010 Mercedes-Benz Sprinter. 
Starting at $45,900.*
© 2010 Mercedes-Benz Canada Inc. *Price does not include Freight, PDI,  
dealer Administrative fees, GST or PST.

Victoria Star Motors, 125 Centennial Drive, 519-579-4460, www.victoriastar.com
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KITCHENER
932 VICTORIA ST. N., 
(AT RIVER ROAD) 
519-578-0300

BRANTFORD
195 HENRY ST.
(NEXT TO CORA’S RESTAURANT)
519-750-1118 

BARRIE
42 CAPLAN AVE.
(NEXT TO HOME DEPOT) 
705-719-1390 

MON. TO FRI. 9-9, SATURDAY 9-6, SUNDAY 11-5www.taappliance.com

Come see Viking appliances on display at all TA stores 
and while your there, talk to our kitchen specialists to learn more.

Cooking up a holiday feast for all your guests becomes an en-

joyable experience with Viking Designer Series Appliances.   Big 

tasks become small and unpredictable results turn into deli-

cious meals because a Designer Kitchen performs.  It’s where 

restaurant quality performance meets style. Your Designer 

dream kitchen is perfect for the holidays.  

A Viking kitchen
for the holidays!
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In 1821, Nicolas Rieussec changed watch-making forever with the 
invention of the first chronograph. Since “chronograph” literally 
means “writing time”, the Montblanc Nicolas Rieussec Chronograph 
rewrites timepiece history. Crafted in the Montblanc Manu-
facture in Le Locle, Switzerland, this masterpiece is a worthy tri-
bute to its visionary namesake. Monopusher chronograph,      
self-winding manufacture movement. 30 min. and 60 sec. rotating disc 
counters fixed on the counter bridge.

In 1821, Nicolas Rieussec changed watch-making forever with the 
invention of the first chronograph. Since “chronograph” literally 

self-winding manufacture movement. 30 min. and 60 sec. rotating disc 

MONTBLANC. 
THE TIMEWRITERS.

w w w . m o n t b l a n c . c o m

c o n e s t o g a  m a l l ,  w a t e r l o o • 5 1 9 - 7 4 7 - 2 4 4 4 • r a f f i w a t e r l o o . c o m
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FINDING OUR “PIVOT POINTS”
Successful business leaders know how to spot the key moments

PAUL KNOWLES is editor of

Exchange Magazine. He is an

author and public speaker.

email: paul.knowles@

exchangemagazine.com

by PAUL KNOWLES Iinterviewed Ian McLean two days after he moved into
his new office. In early October, he officially became

President and CEO of The Greater Kitchener-Waterloo
Chamber of Commerce.

In spite of his very brief tenure at that point, McLean
was pretty firm about one thing – this is an important
time for business in the region. He called it a “pivot
point”. That phrase caught my imagination.

From McLean’s perspective, “pivot point” means he
has come to his role at a key time for the Greater KW
business community. He understands part of his job to
be “advocacy” for business – and he argues that a one-
year period that includes the formation of new munici-
pal councils, a provincial election next fall, and a feder-
al election that could come at any time, is an ideal
opportunity for an advocate.

When elected positions are on the line, political
leaders are readily available, and they listen. That situ-
ation is key to McLean’s short-term advocacy roles,
and as a just-retired Waterloo municipal councillor, he
understands the situation perfectly.

It is a “pivot point” for the Chamber.
But as I thought about the phrase, it occurred to me

that businesses continually find themselves at “pivot
points” – and our reaction in those situations has a
great deal to do with the future success... or failure... of
our enterprises.

When I was a young journalist, in the long ago
1970s, I carried both a notepad and a camera. My film?

EDITOR’S NOTE

8 | w w w . e x c h a n g e m a g a z i n e . c o m

Agfa. The paper in the darkroom where I braved the
fumes of developer and fixer? Agfa.

Today, film is almost extinct. But intriguingly, Agfa is
not. In fact, the international company is thriving, and is
expanding its Agfa HealthCare R&D facility in Waterloo.
The company has completely reinvented itself. When it
hit a “pivot point”, corporate leaders were wise enough
to recognize the challenge and seize the moment. The

Agfa story is a great example of corporate adaptation,
survival and, well beyond survival, success.

Agfa is an international story with a local connec-
tion. Our second feature is very much local – the story
of Josslin Insurance, a Waterloo Region business with
a 130-year history. Full disclosure: every member of
the family that owns Josslin – parents Don and Rose
Wagler and sons Steve and Scott – are close friends of
mine. However, I neither developed the story nor
wrote it, but I am pleased to be part of the magazine
that is publishing it. The Josslin story is also an
account of “pivot points”, from Don and Rose’s pur-
chase of the company to the continual expansion of
this business through acquisition of other brokerages.
Don explains their growth: “Business is like riding a
bicycle: If you stand still, you’ll fall over. Keep moving
and keep your balance.”

“Pivot points”: each issue of Exchange features busi-
ness people who have learned to recognize these situ-
ations, to seize the moment and take the risk. That’s
surely a key part of the definition of “entrepreneur”. X

The Agfa story is a great example of corporate adaptation, survival and,
well beyond survival, success.

–
o

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

*2011 Lexus RX 350 BK1BAT A suffix - $49,035.40. Price includes freight/PDI $1,950.00, tire stewardship fee $30.40, OMVIC fee $5.00. Licensing and all taxes are extra. Dealer may sell for less.

our inspiration was quite simply, you.
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BUSINESS MONITOR

With country music star Naomi
Judd as a keynote speaker,

the 2010 Inspiring Women “The Ex-
perience” event, held Sept. 16, at-
tracted a sold-out crowd of over
600 people... almost all women.
Judd, also known as a health and
wellness advocate, talked about
“How to have a breakthrough not a
breakdown”.
The event was held at Bingemans.

Hosted by the Waterloo Region

OVER 600 WOMEN ATTEND SOLD OUT EVENT

Small Business Centre and title spon-
sor TD Canada Trust, this was one of
the only events in Ontario to feature
outstanding women speakers who
connect to the audience by candidly
discussing personal and professional
challenges, adapting to change and is-
sues that matter most to women.
Speakers included Audrey Wilson, a

local entrepreneurial success story.
The founder of Gemini Group told her
audience about her professional jour-
ney “From farm girl to fashion model”.
Author, entrepreneur and Food Net-
work Canada celebrity chef Anna
Olson’s theme was “In good taste... a
culinary journey”. And Cathy Jones,
writer, award winning actor and star of
This Hour Has 22 Minutes talked
about “Appreciating the moment with
curiosity no matter what (defining suc-
cess by your own experience)”.
The goal of The Inspiring Women's

Event “the Experience” was to em-
power women with information, inno-
vation, inspiration and the tools and
resources they need to create balance
in their personal and professional
lives.
“The speakers take the audience

through their journey to success; pass-
ing on the wisdom, life-lessons and
the practical tools they have learned
to make a difference every day and, by
their example, inspire us to do the

What are the people
in Waterloo Region

most concerned about?
What improvements are
needed; what successes
can be found?

The fourth Waterloo
Region’s Vital Signs re-
port, issued by The
Kitchener and Waterloo
Community Founda-

tion and the Cambridge & North Dum-
fries Community Foundation, tells a story about a community that has

accomplished much but still knows that there is room for work and improvement.
Jane Neath is Executive Director of Cambridge & North Dumfries Community

Foundation. In an exclusive interview with Exchange, she highlighted the positive
findings in the 2010 report: “As a Region, there are many characteristics to cel-
ebrate. Most notably, the Composite Learning Index score continues to be higher
than both Ontario’s and Canada’s scores. In addition, our motor vehicle theft rate
has declined by 52% since 2004 and our police-reported robbery rate is half of
what is seen across the province and the country. Last but not least, many of our
citizens recycle and compost.”
However, Neath also underlined some areas of concern, according to Vital Signs:

“New to the list of concerns is the area of belonging and leadership. This year we
have noted that our charitable giving numbers are somewhat stagnant and even
decreasing. In addition, our volunteer rate is down, our sense of community be-
longing is sagging and our life satisfaction has also taken a hit. When we get in-
volved by volunteering, voting and donating, we feel more connected to society
and to one another.”

VITAL SIGNS REPORT HIGHLIGHTS SUCCESSES,
CONCERNS

Audrey Wilson (above) founder of Gemini
Group, spoke to the audience about her
professional journey “From farm girl to
fashion model”.

Keynote speaker, country music star and
wellness advocate, Naomi Judd (right)
talked about “How to have a breakthrough
not a breakdown”.

same,” said Chris Farrell, Manager,Wa-
terloo Region Small Business Centre.
This year local businesses donated

over $7,900 in products and services
as raffle prizes for the event. All funds
raised from the prizes are donated to
the MS Society, Waterloo Region
Chapter.

Inspiring Women award winner Cheryl Perry
established the Canadian Testicular Cancer
Association after her son Adam died in
2003.

Neath was asked, “Who should now take action on the findings?” and she laid
the responsibility on “all citizens.” She said,“Waterloo Region’s Vital Signs is about
building community vitality. It is designed to encourage all citizens across the Re-
gion to come together and get involved with community issues by finding ways to
give back their time, talent, and treasures. This year’s report also provides useful
tips for each key area so that each person can take action – check out the ‘You
Can’ suggestions in the 2010 report and then take action.”
Other findings in the report: Waterloo Region residents use less water; families

enjoy a higher income than other Canadians; and this is one of the safest com-
munities in the country.
However, a release from the Community Foundations continued, “Arts and Cul-

ture continues to be an area of concern as noted by our loss of cultural workers,
lack of government and private sector investment and a low number of our citi-
zens attending cultural events and festivals. In addition, we have a significantly in-
creased Youth Unemployment Rate, making it harder for our youth to integrate into
the workforce. This year’s report also found that our activity levels are lower here
than across the country, access to long-term care beds has decreased consider-
ably, and we still don’t have enough doctors.”
“Vital Signs is a tool for community understanding, discussion, reflection, and

change,” said Rosemary Smith, CEO of The Kitchener and Waterloo Community
Foundation.“We want it to assist our non-profit sector, businesses, governments,
and residents in saying: ‘Yes, we have achieved so much together, but there are
still areas where further development is needed. Let’s not settle on being a good
community – let’s be a great community’.”
The report also suggests that Waterloo Region is well on its way to becoming a

large, urban centre.While still faring better than Ontario and Canada, the Region
is slowly trending toward provincial and national averages and experiencing more
of the challenges associated with urban living.

10 | w w w . e x c h a n g e m a g a z i n e . c o m
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Tim Jackson and Jacqui
Murphy, partners in Tech

Capital Partners, are taking
their approach to venture
capital investments and put-
ting it to work for the region’s
non-profit sector. In early Oc-
tober, they announced the
formation of Social Venture
Partners Waterloo Region
(SVP Waterloo Region), a
new network of community-
minded individuals who
combine financial contribu-
tions and professional skills
with a passion for philan-
thropy.
Shifting away from tradi-

tional “cash only” donations,
SVP’s model of engaged phi-
lanthropy follows a venture
capital model: partners pool
their donations, provide
funds to a small number of
promising, carefully selected
non-profits, then actively nur-
ture their "investments" by
providing hands-on guidance

and working collaboratively with the non-profit to strengthen the organization.
“For more than 150 years, our region has had a tradition of neighbours help-

ing neighbours,” explained Jackson. “As our community evolves, the hands-on

philanthropic approach of SVP seems like an obvious extension of our culture of
‘barnraising.’ Our goal is to bring together members of our community who real-
ize that collectively we can do much more than we can as individuals.”
In addition to pooling resources and expertise, SVP Waterloo Region’s other mis-

sion is to educate new philanthropists to be informed, effective, and engaged.
“There’s a groundswell of people in our region who care deeply about our com-

munity, want to get involved, and want to see the direct impact of their giving,” said
Murphy. “SVP will provide a way for partners to really see the difference we’re
making.We will learn about our community’s issues and needs, we will have a say
in where our money goes, and we will learn about giving strategically for bigger
impact.”

SVP Waterloo Region will operate with the support of The Kitchener and Water-
loo Community Foundation. A member of Social Venture Partners International,
SVP Waterloo Region joins the world’s largest organization for individual philan-
thropists.
“We are delighted to welcome Waterloo into the Social Venture Partners net-

work,” said Ruth Jones, Chief Executive Officer, Social Venture Partners Interna-
tional. “Waterloo is our 26th member and our fourth Canadian member, joining
organizations in Calgary, British Columbia, and Toronto. Today, the SVP network is
made up of 2,000 philanthropists who are transforming communities throughout
North America and Japan.”
To date, SVP organizations have contributed more than $26.5 million in grant in-

vestments and countless volunteer hours to more than 300 non-profit organiza-
tions.

SVP Waterloo Region invites individuals who want to pool financial contributions
and skills to help non-profits thrive to join its growing partner team. Interested in-
dividuals can contact Jennifer King, Executive Director of SVP Waterloo Region.

King joins the organization on a part-time basis, also continuing her ongoing
work with Capacity Waterloo Region, which has included managing the pre-start-
up of the organization and leading a one-year Social Ventures initiative. Prior to
Capacity Waterloo Region, she spent more than a year in Sri Lanka building the
organizational capacity of a social enterprise that provides training and market
linkages for rural food producers, most of them women. Her background is in
community and economic development and marketing and communications,
having worked with many non-profit and for-profit organizations over the past 15
years, including Canada’s Technology Triangle, Communitech, and the Waterloo Re-
gion Small Business Centre.

This fall, partners will select an investment focus area for SVP Waterloo Region’s
first call for proposals, due to be announced in early winter. In the spring of 2011,
one Waterloo Region non-profit organization will begin a three to five year relation-
ship with SVP Waterloo Region, benefiting from annual grants and professional
volunteer expertise. At least one new organization will be supported each year.

LOCAL VENTURE CAPITALISTS FOUND NEW PHILANTHROPIC GROUP

BUSINESS MONITOR

Tim Jackson is co-founder of Social Venture Partners,
Waterloo Region.

The Communitech Hub, the digital innovation centre located in the 150-year-old
Lang Tannery building in downtown Kitchener, officially opened October 7.

The Communitech Hub is already home to 14 “early stage technology compa-
nies”, along with “enterprise” tenants including Research in Motion, Agfa, Open
Text and Christie Digital.
The Hub includes 30,000 square feet of space, and is ready to welcome many

more participants. Tenants in the facility have access to Communitech's Execu-
tives-in-Residence program. Startups will also gain connection to the Commu-
nitech network of more than 700 technology companies in Waterloo Region, and
have access to the specialized tools and Research and Development infrastruc-
ture available at The Hub.
“Waterloo Region is increasingly being recognized as one of the best places in

the world to do a startup,’ said Iain Klugman, president and CEO of Communitech.
“We’ve modeled The Communitech Hub on the considerable success of our part-
ners at the Accelerator Centre. And we’ll be working closely with them to offer a
coordinated set of programs and services to startups in Waterloo Region, both at
the Accelerator Centre, and at the new facility.”

Christie Digital plays a key role at the Hub, as provider of advanced visualization
tools and integration expertise to help companies explore new concepts and ad-
vance their initiatives. Featured prominently in the partner space is a four-sided,
3D ‘immersive environment’ (known as the Hub Interactive Visualization Environ-
ment or HIVE), designed and integrated by Christie. The HIVE enables the display
of vast amounts of data in a totally immersive setting – providing advanced re-
search capabilities.
“The Communitech Hub is where ideas will incubate. Canada’s future is with

start-up companies that drive innovation forward and we are proud to provide
our support,” said Gerry Remers, president and COO, Christie Digital Systems
Canada Inc. “We want these start-ups to embrace our technologies to explore
new concepts and advance their ideas.”
Wilfrid Laurier University is a founding academic partner of The Communitech

Hub. As the Hub’s academic partner, Laurier will create opportunities for faculty
and students to share their expertise with new entrepreneurs and early-stage
companies.While all Laurier faculties and departments are invited to participate
in the Hub, the Laurier School of Business & Economics will play a key role.
“This is a perfect fit for Laurier,” said WLU president Dr. Max Blouw. “More than

1,000 Laurier graduates work in the local technology industry. In many cases
they underpin the business success of the companies. Their impact reflects the
innovative approach of our faculty members and of our emphasis on developing
well-rounded graduates who excel academically and who are inspired to get in-
volved and play a leadership role in all aspects of their lives.”
The Communitech Hub is one of many facilities and organizations that comprise

the Canadian Digital Media Network, which aims to establish Canada as a world
leader in digital media by fostering connections and speeding the commercial-
ization of Canada’s digital talent, products, and companies.

THE BUZZ AROUND THE HUB
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Christie Digital provides advanced visualization tools at The Hub
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CHANGING OF THE GUARD AT GREATER K-W CHAMBER

The Greater Kitchener-Waterloo Chamber of Commerce has two new faces in its
key positions.Waterloo City Council veteran Ian McLean took over at President

and CEO in Early October, and Jeff MacIntyre, owner of Winexpert Kitchener South
and So There Business Solutions, has been elected Chamber Chair for 2010-
2011.
McLean’s position is a paid, full-time post; MacIntyre and other executive mem-

bers serve as volunteers. McLean succeeds Joan Fisk in the CEO office; Fisk left
the Chamber in the summer. MacIn-
tyre followed Mary D’Alton as Chair.
McLean brings experience in the

private, public and not-for-profit sec-
tors, as well as having served as a
Waterloo councillor for seven years.
He is a shareholder in McLean & As-
sociations, along with his father, for-
mer MP Walter McLean. Ian McLean
will remain as Chair of that company,
but has given up day to day respon-
sibilities. “All of my energies are fo-
cused now on the Chamber of
Commerce,” he said.
He told Exchange that he has come

to the Chamber role at a “pivot
point” for the organization. He ticked
off the significant events that are oc-
curring in a twelve-month period –
the municipal elections, provincial
elections, potential for a federal
election, and the Chamber’s 2011

celebration of its own 125th anniversary. “It’s been a tough last few years,” he
said, “but now is the time for advocacy for business.... It’s a unique opportunity.”
McLean believes his experience in workplaces ranging from Labatt’s and Lake-

port breweries to the Workplace Safety Insurance Board give him broad perspec-
tives on the businesses and challenges of Chamber members.
The Chamber is currently completing a strategic plan; McLean says his role will

be to “operationalize it,” once the Board has approved the plan.
He is looking forward to the 125th anniversary as an opportunity both to cele-

brate what the Chamber has meant to the region over a century and a half, and
just as importantly, to look to the future: “What role can we play to continue to grow
our economic prosperity?”
Concerning McLean’s appointment, D’Alton said, “We are delighted to welcome

Ian to this position. He has an impressive track record of commitment to the com-
munity, understands how government works both from an elected and a staff per-
spective and brings business experience to his new role.”

At the time of his appointment, McLean said,“It is a great honour to take on this
role. The Chamber has a long and proud history of being a positive catalyst and
vibrant part of the growth of this community. Greater KW is a progressive and in-
volved community and I look forward to working on its behalf along with our staff,
stakeholders and partners.”
Jeff MacIntyre greeted his installation as Chair of the Board of the Chamber by

saying,“Any business owner across the Region of Waterloo faces significant chal-
lenges on a daily basis. Our Chamber’s responsibility is to ensure governments
implement an agenda that allows economic growth, job creation, and community
prosperity. Combining that with providing members the necessary opportunities
and forums to expand their business is critical.”
Three new members were elected to the Chamber Board, including Linda Dancey

(Grand River Personnel), Rosa Lupo (Gowling Lafleur Henderson LLP), and Lois
Norris (Dare Foods Ltd).

BUSINESS MONITOR

These individuals will join MacIntyre and Rick Baker (Spirited Investors Corp),
Brian Bennett (BME Consulting), Murray Costello (Union Gas), Mary D’Alton (Wa-
terloo Inn Conference Hotel), Ginny Dybenko (Laurier School of Business & Eco-
nomics), Paul Eichinger (Coldwell Banker Peter Benninger Realty), Al Hayes (The
Walter Fedy Partnership), Rahim Hirji (Manulife Financial), Dave Jaworsky (Re-
search in Motion), Karen Mason (Equitable Life of Canada), Scott Murphy (Data
Perceptions Inc), Sandra Stone (Conestoga Mall), Tim Sothern (BDO Canada
LLP),Trevor Strauss (NextEnergy Inc),Tim Strome (Reid’s Heritage Homes Ltd), and
Diane Wolfenden (RBC Dominion Securities)
The Executive Committee is composed of Jeff MacIntyre, Chair Elect Brian Ben-

nett, Past Chair Mary D’Alton,Vice Chairs Murray Costello and Sandra Stone, Sec-
retary Tim Sothern, and Treasurer Tim Strome. Ross Wells of Gowling Lafleur
Henderson LLP and Heather Melrose both retired from the Board.
The Greater KW Chamber of Commerce is the largest accredited, with distinction,

Chamber of Commerce in Ontario.

The October edition of Exchange magazine included an “Initiatives” column by
regular contributor Dennis Grimm. Grimm wrote on the subject of pensions in

Canada, at the request of Exchange.
His column prompted a response from Robert Astley, Chair of the Board of Di-

rectors of the Canada Pension Plan Investment Board.Astley, a Kitchener-Water-
loo resident, is the former President of Sun Life Canada and former President
and CEO of Clarica Insurance Company.
Astley wrote, “I am writing to correct an inaccuracy in the article ‘Peter Is Broke,

So Paul Is On His Own,’ by Dennis Grimm, which appeared in the October edition
of Exchange Magazine.
“Mr. Grimm stated that the stability of the Canada Pension Plan has been an

issue for several decades. In fact, federal and provincial policy makers success-
fully reformed the CPP in the mid-1990s so that it would be sustainable for gen-
erations to come. The Chief Actuary of Canada published a report in October
2009 reaffirming that the CPP is sustainable, at current contribution and pay-out
rates, for the 75 year period covered by his report.
“The CPP Investment Board invests the funds that are not needed to pay current

benefits. It currently has assets of $130 billion, which are projected to grow to ap-
proximately $465 billion within the next two decades. It will be 11 years before
even a small portion of the CPP Funds investment income will be required to help
pay pension benefits.
“Canadians can be assured that the CPP will remain the foundation of their re-

tirement security.”

CPP CHAIR RESPONDS TO EXCHANGE
COLUMN

PUTTING PORK ON THEIR FORKS

Agroup of area businesspeople and
farmers have banded together to

deliver a practical solution to local
hunger. Volunteers from St. Jacobs,
Tavistock, New Hamburg and the sur-
rounding area are providing fresh
pork products to area charity food
banks in Kitchener, Stratford, New
Hamburg and Tavistock.
The project is called “Pork for Life”;

the goal is “to be able to provide fresh
pork products to a number of local
charity good banks for those in the
community who need assistance.”
A number of area farmers have

agreed to donate butcher pigs each
month; companies including Reist &
Weber butchers and Krug’s Meats are
preparing the meeting; volunteers are
assisting in processing, packaging
and delivering the food to House of
Friendship in Kitchener; House of
Blessing in Stratford; Wilmot Family
Resource Centre in New Hamburg;

and the Tavistock Assistance Program.
The organizers explain that while the

program is very dependent on dona-
tions of the meat, services and volun-
teer time, there are still costs – the
government environment charge, cas-
ings for the sausage and a portion of
the killing and processing costs. Total
cost is about $85 per hog, or $500
for one month of the program.The or-
ganizers are seeking donations to
help share the costs; tax deductible
donations can be made through the
charity food banks involved.
The program has been operating for

more than six months, and organizers
are planning for growth, because the
need has been clearly demonstrated.
For more information, contact Clair
Schlegel (519 662-6122), Bruce
Schumm (519 662-6798), Lynn
Yantzi (519 662-2580) or Bob Jantzi
(519 655-2221).
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New Chamber CEO Ian McLean

XQuote
“This persistent weakness in the country’s venture capital ecosystem began

around 2004, it has now reached crisis levels and it has serious implications for
the future of our technology sector and the future of Canada. The ongoing Cana-
dian funding crisis in venture capital continues to have a negative effect on our
tech sector, and as a nation we need to rapidly adopt key policy responses that
will help build our Innovation Economy, [and] create jobs."

- John Ruffolo, National Leader, Technology,
Media & Telecommunications Industry Group, Deloitte.
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Popeye’s Gym, a popular Kitchener-
Waterloo facility for 34 years, has

experienced a re-branding. The local
landmark is now part of the interna-
tional World Gym family. The branding
change does not affect the local own-
ership; the newly minted World Gym
continues to be owned and operated
by the Hodgson family, including
President Marty Hodgson and Man-
aging Partner Wes Hodgson.
Wes Hodgson told Exchange that the

Popeye’s brand is being phased out;
the business is now a World Gym, the
first of that brand in Ontario. The
Hodgsons own the local franchise of
the company, which has about 200
gyms around the world. Hodgson
added that all 3500 Popeye’s mem-

POPEYE’S GYM IS NOW A WORLD GYM
bers now have the benefit of mem-
bership access to all World Gyms,
which are located in 17 countries.
“We’ll be able to offer our members

an enhanced workout experience, a
greater range of health supplement
products, and a more comprehensive
pro shop,” added Marty Hodgson. “It
also provides us, as a company with
the flexibility to expand into other
markets in the future.”
Wes said, “It’s the perfect marriage

of two fitness icons. Both Popeye’s
Gym and World Gym started out in
1976, and the similarities between
our approaches and ideals toward
health and fitness are uncanny. This
is why there was no doubt in our
mind that becoming a World Gym

was a great move for our members
and for us.”
Sherry Hodgson is CFO of the KW

operation. She stressed that the
friendly atmosphere of the family-run
business “is not going to change. One
of the reasons we’ve been able to
stay in business for over three
decades is because we genuinely
care about the members of our club.”
Wes pointed out that “World Gym is

a great name to be associated with,
but most important of all was being
able to maintain full ownership and
independence of our business, so we
could continue to run things they way
we want to and they way our mem-
bers like it.” For more information,
visit www.worldgym.com/kitchener.

• Since 2006, the amount of treated
water used in the Region has been
decreasing, making us one of the
lowest water users per capita in the
province. (Waterloo Region’s Vital
Signs report)

• Since 2004 the motor vehicle theft
rate has declined by 52%. (Vital
Signs)

• Charitable giving numbers over the
past few years are stagnant. They
have slightly decreased since 2006.
(Vital Signs)

• The unemployment rate for youth
has increased by 45% since 2008 –
a significant increase when com-
pared to the provincial increase of
27% and national increase of 32%.
(Vital Signs)

• Only 9% of our residents over the
age of 75 could be served from all
available long term care beds – a
13% decrease from 2005, and lower
than Ontario and Canada. (Vital
Signs)

• Hate crimes have risen significantly
since 2006 – much higher than
Canada’s rate. (Vital Signs)

• According to a Robert Half Manage-
ment Resources survey, 24% of
CEOs interviewed said that, other
than technical or functional expert-
ise, integrity is what they look for
most when grooming future leaders.
Interpersonal and communication
skills followed, being chosen by 23%
of respondents.

• Most jobs carry a certain amount of
stress, but work-related pressure has
grown for many, according to a new
OfficeTeam survey. 25% of managers
interviewed said they are more
stressed at work today than they
were one year ago. In addition, 22%
expect their anxiety levels to in-
crease in the coming year, compared
to 11% who anticipate reduced
stress.

• Home sales to the end of the third
quarter of 2010 in KW are ahead of
last year by 4.5%.There were a total
of 5,113 home sales through the
Multiple Listing System of the Kitch-
ener-Waterloo Real Estate Board
during the first nine months of the
year, compared with 4,892 during
the same period of 2009.

• The most popular price range year-
to-date has been for homes selling
between $225,000 and $250,000,
with nearly 15% of sales in that
bracket, down slightly from 2009,
when the percentage was 16%.

• The number of residential sales in-
creased in every price category
above $250,000, with the biggest
jump occurring in the most expen-
sive homes. 62 homes sold to the
end of September for more than
$750,000, compared to 24 last
year at this time, a jump of 158%.

• The average price of all residential
properties sold year-to-date was
$288,887, a 9.1% increase relative
to 2009 results.

• Tourism spending in Canada was up
1.5% in real terms in the second
quarter, as increased spending by
Canadians more than offset a de-
cline in spending by international
visitors to Canada, according to
Statscan. This was the fourth con-
secutive advance in tourism spend-
ing in Canada. With this recent
upswing, tourism spending has re-
covered from its year-long decline
that began in Q3, 2008.

• Canadians’ spending in Canada on
tourism advanced 2.2% in Q2, fol-
lowing a 0.6% gain in Q1.

• Spending by international visitors to
Canada fell 1.4% in real terms in
Q2. This decline followed a strong
gain in Q1 that was related to the
2010 Vancouver Winter Olympics.

• Tourism gross domestic product

XQuarterly – www. xquarterly.ca

(GDP) increased 0.9% in the second
quarter, the fourth consecutive quar-
terly advance. Gains were registered
across most tourism industries, no-
tably in transportation (+1.2%).

• The strength in tourism GDP did not
translate into employment, however,
as tourism jobs declined 0.5% com-
pared with the first quarter. Job gains
in the recreation and entertainment
and non-tourism industries were not
enough to compensate for job
losses in other tourism industries.

• Canadians used the Internet in 2009
to place orders for goods and serv-
ices valued at $15.1 billion, up from
$12.8 billion in 2007, according to
Statscan.The increase resulted from
more online shoppers and a higher
volume of orders.

• In 2009, about 39% of Canadians
aged 16 and over used the Internet
to place more than 95 million or-
ders. This was up from 32% and the
70 million orders placed in 2007,
when the survey was last conducted.

• Average value per order declined from
$183 in 2007 to $158 in 2009.

• World trade is expected to grow by a
brisk 13.5% this year, a turnaround
from a 12.2 % drop in 2009, ac-
cording to the World Trade Organiza-
tion.

• Statscan says labour productivity of
Canadian businesses fell 0.8% in
Q2 following gains of 0.5% in Q1
and 1.2% in Q4 of 2009. The pro-
ductivity decline in Q2 reflected a
slowdown in business output, com-
bined with a rise in hours worked.

• The pace of growth in the real gross
domestic product of businesses
slowed in the second quarter, up
0.5% compared with 1.7% the pre-
vious quarter. Output in the second
quarter was moderated primarily by
a decline in services industries. How-
ever, the output in goods producing
industries (+1.9%) continued to in-
crease in the second quarter, but at
a slower pace than in the previous
quarter.

Junior Achievement of Waterloo Region has turned 40, and to highlight this mile-
stone, the organization held a birthday celebration, Sept. 22. Featured speaker

was Robert Herjavec, star of TV’s Dragon’s Den and Shark Tank.
Margo Jones, President of the Junior Achievement Board of Directors said, “We

are thrilled... to celebrate Junior Achievement’s 40 years of delivering business ed-
ucation programs to local youth and honour the spirit of entrepreneurship in our
community.”
Herjavec was presented by Sun Life Financial. “At Sun Life Financial we believe

strongly in being active in the communities in which our employees live and work,”
said Vice-President of Human Resources at Sun Life Financial Canada, Sandy
Delamere.“We were pleased to be the presenting sponsor of this event, as it sup-
ports our commitment to financial literacy and educating youth about the impor-
tance of making sound financial decisions.”
Junior Achievement of the Waterloo Region Inc. is a non-profit organization ded-

icated to providing business education and staying in school programs since
1970.Annually, Junior Achievement of Waterloo Region provides a valuable busi-
ness learning experience for over 13,000 students.The Junior Achievement expe-
rience helps young people understand the ins and outs of business, finance,
banking, entrepreneurship, leadership and workforce readiness skills.

JA WATERLOO CELEBRATES 4OTH

Participants in the re-branding of
Popeye’s Gym as the first World Gym in Ontario.
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“Given the fact we’re a family business, we
really don’t look at the people we work

with as ‘people we work with’. Families are
all about help and support, and that’s

what we do.” - Scott Wagler

Scott, left, and Steve Wagler
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Scott Wagler, of Josslin Insurance Brokers Ltd., is waxing philosophical about the company’s attitude to busi-
ness: “It’s part of our moral fabric. What we’ve learned from our life – and our background – is humility”.
The New Hamburg-headquartered brokerage, which is celebrating its 130th anniversary in 2010, is owned by

the Wagler family. Scott, along with his father, Don, mother, Rose, and younger brother, Steve, are Josslin’s only
shareholders.

Of course, morality and humility aren’t attributes that everyone would apply to the insurance industry, but
Scott thinks they are central to the continued success of the firm.

According to both Don and Steve, there are other factors that contribute to the fabric of the company: family,
naturally, and responsibility. The Josslin definition of “family” isn’t limited to relatives, but also includes employ-
ees, clients, suppliers (insurance policy providers) and the community at large.

Scott says: “What we think makes us unique is, given the fact we’re a family business, we really don’t look at the
people we work with as ‘people we work with’. Families are all about help and support, and that’s what we do.”

He adds, “We’re connected as individuals, and we’re connected
to the community that we live in. That’s why we have the loca-
tions that we do: we want to stay connected to the communities
that we live in.”

That sense of connection came to the fore in late December,
2008, when New Hamburg suffered devastating floods that
caused severe damage to many residents’ homes. Josslin Insur-
ance was instrumental in galvanising support for the local flood
relief fund, which raised over $60,000 in donations. The money
was distributed amongst flood victims to help pay for essential
items that had been destroyed, such as furnaces and boilers.
Steve Wagler sat on the fund’s committee, alongside a represen-
tative from a local competitor, Zehr Insurance, and also helped to
raise donations from the brokerage’s suppliers. The combined
efforts of the two brokerages alone contributed $20,000.

Steve adds, “We do good works with our partners, charitable
works. More often than not, they’re happy and willing to help out.”

Don explains a flood isn’t something that is easily insurable
because they mostly happen in flood plains, but the losses are
real. “It’s not something we could cover with insurance, but we
felt a responsibility to the community.”

Charity may begin at home, but, in the minds of Josslin’s princi-
pals, it continues far beyond national borders. In September, the
company wrote a substantial cheque for the Mennonite Central
Committee’s flood relief efforts in Pakistan. Earlier this year it also
donated financial assistance to Haiti, following the deadly earth-

Josslin Insurance continues to grow, nurtured by the
company’s deep roots in five communities

130 YEARS OF HELP
AND SUPPORT
BY NIGEL GORDIJK

Mark Bingeman

MOVER & SHAKER

Josslin Insurance is a family business in every sense of the word, owned and oper-
ated by Rose, Don (left), Scott and Steve Wagler.
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quake in January. In that case – and many
others — Josslin matched the donations
raised by its employees.

According to Scott, on a local level the
company can offer direct financial help;
for a global reach, Josslin works with
MEDA (Mennonite Economic Develop-
ment Associates), a faith-based organiza-
tion of compassionate businessmen and
women who invest in people living in
poverty around the world.

The School Of Experience
Don Wagler is a self-made man.

Raised in new Hamburg, he reluctantly
dropped out of high school after one day
in Grade11 at Waterloo-Oxford to work in
his father’s agriculture vehicle and imple-
ment business. “When I arrived home, I
was told that if I wanted to go to school,
he would sell everything.”

After five years, he realized that there
was only so far he could go in his father’s
business. He tried his hand at boat-build-
ing, but that didn’t take, either. So, when
he was offered a job by The Prudential
Insurance Company of America, he
accepted. Don made progress at the com-
pany during his 10-year career, but then
came a turning point. To go further he
would have to move around the country,
which didn’t appeal to him.

Wanting to remain in New Hamburg,
Don began negotiations with J.B. Josslin
to buy his local insurance company. “J.B.
Josslin was a respected individual in the
General Insurance industry, having been
a former executive of the Shaw & Begg
group, and having grown up with the
CEOs of his time.”

Josslin Insurance Brokers was founded
in 1880 in New Hamburg by Louis Peine,
who operated the business until his death.
It had several owners until 1953, when
John (J.B.) Josslin acquired a partnership
interest, becoming sole owner a year later.

J.B. Josslin was a student of the insur-
ance business and is regarded by some as
having been the best in the industry
because he was so well respected and
knowledgeable. He was a colourful charac-
ter who had a reputation as a dapper
dresser and bon vivant. According to Don,
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“There’s certainly no shortage of
potential purchasers, but we’re

not for sale. We don’t even
entertain the conversation.”

- Don Wagler

11 Henry Street, St. Jacobs, ON N0B 2N0 • Tel (519) 664-2221 • Fax (519) 664-2105

The Store Fixture Company That Does It All

Kraemer Woodcraft Ltd.
www.kraemerwoodcraft.com

SINCE 1951
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he liked to “socialize” after a game of golf,
often closing the New Hamburg Legion
with “one more final-final.” However, if you
needed J.B.’s help, he gave you his undivid-
ed attention. “He was a tough nut. After
lengthy negotiations, I presented our final
offer - take it or leave it. And he took it.”

Family Business
The deal was finally completed in late

’74, and Don took over the company on
January 1, 1975. It has operated as a fam-
ily business ever since. Don’s wife, Rose,
joined the business as a licensed insur-
ance broker in 1977.

Scott and Steve both joined Josslin in
1991, a few months apart. Steve joined
straight from university, while Scott
became part of the company after gaining
experience elsewhere in the industry.
Both earned their current positions by
working their way around and up through
the company so that they could deter-
mine their individual strengths. “No one

was parachuted into their positions,” pro-
claims Don, proudly.

As with any family, there can some-
times be tensions. Don describes the mix-
ture of family and business as “living life
in a goldfish bowl”, but Scott doesn’t see
that as a bad thing. “What can be difficult
– not just for us – is the dynamic of fami-
ly. We’re a close family. We work together
and we often vacation together.” Steve
jokingly interjects that at family Thanks-
giving and Christmas dinners there are
no buns flying. All of the children and
grandchildren love each other and enjoy
spending time together. That family bond
is unique and vitally important because,
continues Scott, “it can tear businesses
apart.”

When the company has changed
hands over the years, the name has
changed, too. So why didn’t Josslin Insur-
ance become “Wagler Insurance”? The
aforementioned humility is one reason.
When Don bought the company in 1975,

he felt that, “In my opinion, I had an okay
reputation. But J.B. Josslin had an excel-
lent reputation and was known in the
industry. What was to be gained?” Also,
J.B. stayed with the bought-out company
for another five years, so changing its
name didn’t feel right.

After a company changes proprietors,
some clients can feel connected to the
previous owner, but not the new one. So
there’s a more pragmatic reason for
keeping the old name, too. When the
Waglers bought Josslin Insurance from
J.B., it was a 100% cash deal. “We could-
n’t afford to lose any business,” says Don.
When people think of Josslin Insurance –
both then and now – they hold the bro-
kerage in high regard, recognizing that
the firm will be there when people need
them. “That’s a reputation earned.”

Besides, adds Scott, “it’s the people
that are behind [Josslin Insurance] that
actually matters.” Retaining the name of
the old company is also a way for the
Waglers to separate family and business.
Steve observes: “You can make decisions
that are business decisions, and not
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“We’re connected to the
communities we live in. That’s

why we have the locations
that we do. We want to stay

connected to the communities
that support us.”
- Steve Wagler

MOVER & SHAKER

Don Wagler bought Josslin in 1974
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always family decisions.”
Don says he’s tried to make Josslin

Insurance a place where people look for-
ward to coming to work, rather than
resenting it. “We treat employees like
family members. We’re not strong on
titles or positions.”

The Personal Touch
“We don’t use voicemail,” notes Don. “I

resent being on the phone for 20 minutes,
being told how important I am when
there’s nobody to talk to. And when I do, I
find they’ve connected me to the wrong
person.” The main reason why there’s no
voicemail at Josslin is because when
someone calls the office, they need help
right away, an issue they need to resolve.
Josslin has two receptionists in New
Hamburg who answer all the calls and
then dispatch them appropriately to one
of the five offices.

New Hamburg is Josslin’s communica-
tion hub. When someone phones the
company, the New Hamburg office routes
their call via a live answering service.
“Customers speak to a real per-
son, 24/7,” says Don, who once
received a forwarded call while
sitting on a boat in the middle of
the Atlantic. “No voice-jail here!”
jokes Steve.

Scott adds: “To make the state-
ment, ‘We’re focused on cus-
tomer service’, and then treat a
[customer] that way, is oxy-
moronic.”

The cost of doing business in a
multi-location environment is not
without drawbacks. With offices
in New Hamburg, Elmira, Tavis-
tock, Wellesley and Kitchener,
“our overhead is huge,” says
Steve, “but there’s a good reason
for it.” Scott elaborates: “We’re
connected as individuals, and
we’re connected to the communi-
ties we live in. That’s why we
have the locations that we do. We
want to stay connected to the
communities that support us.”

When looking for new hires, Josslin
always searches for talent that is local to
where the employee will be working. This
allows the company to maintain its con-
nection to the community, which Scott
refers to as following its mission of “foun-
dation of protection.”

“Keep Moving”
Why continue to expand? Don resorts

to an analogy: “Business is like riding a
bicycle: If you stand still, you’ll fall over.

Keep moving and keep your balance.” In
other words, says Scott, “As an organiza-
tion and as individuals, we’re not com-

placent. We don’t sit still well. We either
move forward, or we die.”

However, says Steve, “Our goal is not
to be big; it’s to be the best”. Acquisitions
are a calculated way of enabling Josslin
to build its expertise in niche areas. For
example, Elmira is known for farming
and agri-business, while the Kitchener
office has plenty of commercial experi-
ence. “We simply can’t be experts at
everything,” points out Scott, “so we
acquired the necessary local specialists.”

The main reason for this “knowledge
acquisition” approach to growth is also
pragmatic. By increasing the company’s
areas of expertise, neither customers nor
insurance partners need to go to Toronto
for the services they require. Josslin’s
expansion methods allow it to offer prod-
ucts that support local industries.

Josslin Insurance is likely to continue
growing in an organic way. Steve
observes, “It’s not growth at all costs; it’s
controlled growth, it’s understood
growth, it’s strategic.”
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MOVER & SHAKER

PROFESSIONAL JANITORIAL
SERVICES FOR BUSINESS

Specializing in Commercial,
Industrial and Institutional facilities

Call us for all your cleaning needs:
� General Janitorial & Office Cleaning
� Carpet Cleaning
� Floor Stripping & Waxing
� Interior/Exterior Window Cleaning
� Ultrasonic Blind Cleaning
� Construction Cleanup
� Factory Cleaning
� Computer Cleaning

We will help protect
your Real Estate investment

Tel: (519) 884-9600
Waterloo, Ontario

Fax: (519) 884-8699
Toll Free: 1-800-983-6661

wwwwww..jjddiicclleeaanniinngg..ccoomm
BONDED & INSURED

Member of the Canadian Franchise Association 
and Better Business Bureau

“As an organization and 
as individuals, we’re not 

complacent. We don’t sit still
well. We either move forward, 

or we die.”  - Scott Wagler

Steve Wagler served as President of the Ontario Insurance Brokers.
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Copper’s cookie cutter solutions can box you in and limit business growth.  Atria’s 
� bre-optic Internet and network connectivity meet your application demands with 
lightening speed.  For enhanced productivity, go Atria Fibre-optics.
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All this expansion has not gone unno-
ticed, making Josslin attractive to others
in the industry. At least once a week the
company receives an offer to buy it.

“There’s certainly no shortage of
potential purchasers,” says Don, “but
we’re not for sale. We don’t even enter-
tain the conversation.”

If you want to get the Waglers animat-
ed, ask them what they think about banks
and supermarkets selling insurance. “I
don’t mind competition and we don’t care
who they are, as long as they’re qualified
and we have a level playing field,” Don
states firmly, with a steely glare. He com-
plains that banks have so much money
that it can skew the market by limiting
choice.

Many of the financial products that
supermarkets and department stores in
Canada sell are “white label” services

provided by banks, a tech-
nique copied from the United
Kingdom. Don points out
that several have failed,
leaving customers high and
dry. This is because, Steve
elaborates, the supermarket-
s’ financial products don’t
take a long-term view,
adding, “Canada’s unique in
so many ways. You can’t
simply transplant ideas from
other countries and expect
them to work here.”

Built-In Succession Plan
So, what about Josslin’s

future? Does the company
have a succession plan? Don
says: “Scott and Steve are

the succession plan, along with the rest
of the team.” That team includes people
who have been with the company for
over 20 years. While a more defined plan
is not yet in place, the topic is clearly on
the minds of those who will be most
affected. “It’s a very big issue right now,”
says Steve. “We’ve been asked to present
(our views) to a panel about family suc-
cessions. We see a lot of companies that
have sold out to insurance companies”
because they didn’t plan ahead.

He adds: “It’s better to start earlier than
later because many companies find there
isn’t a plan in place, so they end up sell-
ing out.”

That’s not a route Don wants to follow,
relishing Josslin’s independence. When
brokerages are in a partnership with an
insurance company, there are often
strings attached. If they’re approached by

a potential client, “They’ll say, ‘Okay, you
have to give us first crack at the busi-
ness’.”

It’s all about integrity in the market-
place, says Steve, who served as Presi-
dent of the Insurance Brokers Association
of Ontario in 2007-2008. “We want to
make sure there are many independent
competitors out there because it’s better
for the customer.”

He explains that there are two ways
brokerages in Ontario have grown. One is
the way Don pursued when he bought an
existing operation. He had a background

in life insurance, which enabled him to
hone his skills as a good manager of peo-
ple, teaching them to look after their
clients. The second way, which was
prevalent in the 1970s, involved salesmen
hanging out their shingle and growing
their businesses from the ground up.
They were good at sales, but poor at
managing people.

“They would reach a certain size and
then implode because they didn’t have
any management skills,” says Steve.
“We’re good at getting the best out of our
people so they can give their best to our
customers.”

MOVER & SHAKER

X

“We do good works with our
partners, charitable works. More
often than not, they’re happy and

willing to help out.”
- Steve Wagler

Scott Wagler joined the family firm in 1991 after working elsewhere in the industry.
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The company named Agfa is exactly as old as Canada itself. In 1867, as the
Canadian confederation was becoming a reality under leaders such as Prime

Minister John A. MacDonald, Agfa was launched in Belgium as a pioneering pho-
tography products business.

Most people who carried cameras in the pre-digital age know the name as the
brand on the film they shot, and perhaps on the boxes of paper stored away from
the light and developed in their own darkrooms.

As the era of digital photography began, the film business clearly was not a
path toward future success. But Agfa adapted, brilliantly, and today is a shining
international success story, with a major facility located right here in Waterloo
Region.

It’s not about photography any more. In fact, in 2004, Agfa divested its photo
activities to an independent, newly-founded company called AgfaPhoto.

Today, the web site of the company now known as the Agfa-Gevaert Group
offers this description: “Agfa is now a 100% business-to-business company, fully
focused on its three business groups: Graphics, Health Care, and Materials.” Busi-
ness is booming for the company that has re-invented itself.

Agfa HealthCare is the group impacting on Waterloo and area, since Agfa has
named this facility as key to the Health Care business across North America.

Just over a year ago, Agfa HealthCare announced that it had “chosen Canada
as a site for reinvestment and expansion.” The company approved an investment
of about $200 million in its Ontario operations in Waterloo and Toronto. The
province of Ontario kicked in a $30 million grant. By fall, 2010, Agfa was employ-
ing 350 people in the Waterloo facility, and a total of 470 in Ontario. Agfa’s
world-wide staff numbers about 5,000 people.

Agfa HealthCare’s Director of External Collaborations, Jeff Nesbitt, is a gradu-
ate of both the University of Waterloo and Conestoga College. The K-W native,
who had travelled the world for Agfa for 13 years, played a pivotal role in con-
vincing Agfa to base its research and development facilities in Waterloo, and was
rewarded with the top management position at the facility, which he describes as
Agfa’s premier North American research and development site. Agfa HealthCare
also has sales offices in Toronto and in the US.

Nesbitt explains that judicious acquisitions have been part of the path to suc-
cess for the new and dynamic Agfa. He notes that successful companies “recre-
ate themselves.” Recent corporate history shows acquisitions around the globe;
key to the Health Care group was the acquisition of Mitra in 2002. Waterloo-
based Mitra was “one of the most important global suppliers of imaging in infor-
mation management systems for healthcare.”

That was a key acquisition, but by no means the only one. Agfa has aggressive-
ly pursued a policy of acquiring compatible companies and start-ups. That kind of
growth has spurred a hiring trend at the company; Nesbitt quoted the staff figures

Waterloo is home to Agfa’s premier North
American research and development site.

A COMPANY
REMAKES ITSELF
BY PAUL KNOWLES

Agfa adapted, brilliantly, and
today is a shining international
success story, with a major
facility located right here in
Waterloo Region.

FEATURE
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Jeff Nesbitt, right, and Chris Townend
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noted above, but quickly added that these
figures will probably be surpassed within
days or weeks. “We’ve been recruiting for
the last year and a half... there are anoth-
er 44 positions to be added.”

The new R&D site is “a true success
story,” he says, as he conducts a whirl-
wind tour of the facility. “For Waterloo
Region, it’s a terrific story.”

The sales pitch
Agfa is a truly international company.

Headquarters is still in Belgium, but it is
active in over one hundred countries on
every continent. There are two dozen

“top R&D sites around the world”, and
Nesbitt used every wile he could muster
to convince his employers to choose
Waterloo as the North American centre
for R&D. He didn’t do it alone – he credits
former University of Waterloo President
David Johnston – now Canada’s Gover-
nor-General – with playing a pivotal role,
and also gives credit to the work of Iain
Klugman, President and CEO of Commu-

nitech. The level of active community
support left him “amazed,” says Nesbitt.
“The collaboration was instantaneous.”

He also credits the active involvement
of local politicians, and of the Ontario
government, including Premier Dalton
McGuinty.

The deal was done in January, 2009,
with the announcement of a five-year
plan, including the development of a
brand-new facility, which will be open
and occupied by March, 2011.

Currently, the Waterloo Agfa operation
is based in a 75,000 square foot facility
owned by Research in Motion. But within

a few months, Agfa will move to a
100,000 square foot facility in the Univer-
sity of Waterloo Tech Park.

The products
So far, this story is about what Agfa

has done in Waterloo, in terms of corpo-
rate growth. It has also stated what the
company no longer does – photo sup-
plies. But what does Agfa HealthCare do,

in terms of product?
In order to answer that question, Nes-

bitt and his colleague, Chris Townend,
like to sit a visitor down in front of a bank
of computer monitors, in order to demon-
strate their contribution to the world of
modern health care. Townend is Director
of Marketing.

In a rather densely phrased descrip-
tion, here’s the pitch: “Agfa HealthCare is
a leading provider of IT-enabled clinical
workflow and diagnostic image manage-
ment solutions, and state-of-the-art sys-
tems for capturing and processing images
in hospitals and healthcare facilities.”

When they show this in practice on the
computer screens, it all makes a lot of
sense. Agfa systems enable health care
works – not only neurosurgeons with
their specialized equipment, for example
– to call up all the information, medical
images and all, about a specific patient. It
can all be there for all doctors and nurses
to see through systems that are all known
by acronyms: PACS (Picture Archiving
and Communication Systems), LIS (Labo-
ratory Information Systems), CVIS (Cardi-
ology Information and Image Manage-
ment Systems), and many more.

Townend notes that Agfa has designat-
ed “R&D centres of excellence” all over
the world; Waterloo is the centre of
excellence for PACS.

Essentially, Agfa systems allow effec-
tive distribution of information through-
out a health care facility, and between
health care professionals, wherever they
are located.

For a layperson, the three-dimensional
images and wealth of information that
pop onto the screen may not mean a lot,
but it isn’t hard to grasp that, for a med-
ical practitioner, having this much data –
images and all – about a patient is going
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Townend says that “Canada is one of the leading countries
when it comes to health care.”

MHBC ANNOUNCES NEW PARTNERS AND LEADERSHIP 
MHBC is pleased to announce new partners and 
leadership to continue our commitment to 
provide high quality service to our clients. 

David Aston MSc., MCIP, RPP and Nick Miele BLA,
OALA, CSLA, ISA joined the �rm’s Partnership.  

Brent Clarkson has taken over as the �rm’s new 
President. Ian MacNaughton remains as 
Chairman of the Board of Directors. Brian Zeman 
has joined the Board of Directors as Vice President. 
Paul Britton remains as Secretary/Treasurer and 
Vice President.

MHBC has also promoted Lana Phillips, Oz Kemal 
and Eldon Theodore as Associates in the �rm.

Kitchener  |  GTA  |  Barrie  |  London  |  Kingston   www.mhbcplan.com

P L A N N I N G
URBAN DESIGN 
& L A N D S C A P E  
ARCHITEC TURE

M H B C

Since 1973, MHBC has grown to o�er services across 
Ontario through 5 o�ces. MHBC services include: 

 - Urban Design  -  Resource Management
 - Landscape Architecture -  LEED Certi�cation
 - Land Use Planning -  Recreation & Trail Planning
 - Cultural Heritage -  Visual Impact Analysis

- Municipal Planning -  Renewable Energy

Director of Marketing Chris Townend
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1860 Edouard Heuer founded his workshop in the Swiss Jura.

1916 First mechanical stopwatch accurate to 1/100th of a second.

1969 First automatic chronograph.
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to speed up understanding and appropri-
ate treatment significantly.

It is no secret that the medical field has
been one of the slowest to adapt to the
possibilities of the digital age. Many doc-
tors’ offices have only recently gone to
fully computerized operations. In the past
year, news stories have covered the debate
about the use of antiquated pager systems
for doctors in hospitals. How much better
would be a system that used Blackberrys,
for example, to convey not only an emer-
gency call, but also all the medical infor-
mation about the patient involved, includ-
ing X-rays, CT scans, and more.

Townend notes that Agfa does not
develop the diagnostic software – the
company develops the systems that com-
municates the information. He says that
Agfa specializes in “integration... we have
always been known as the integration
experts, from the days of Mitra.” That
means that Agfa systems can work with
any software developers that follow the

accepted standards. “We do not go down
the proprietary road,” he says. “We can
integrate with anybody as long as they
comply with the standards... we are a
global integrator.”

And he is quick to point out that while
Agfa systems allow the appropriate dis-
semination of medical information, there
are careful safeguards to protect privacy.
“These are fully secure, encrypted.”

To illustrate that statement, he notes
that a major client is the US Department
of Defense. “We have to meet their
strongest security rules.”

Canada a leader
Townend says that “Canada is one of

the leading countries when it comes to
health care.” Many of the medical leaders
in this country understand the benefits of
effective, efficient communication of
medical information and images because
of the large land mass and small popula-
tion. Cutting-edge treatments now
involve tapping the expertise of doctors
who may be thousands of miles away
from the patient. Picture Archiving and
Communication Systems may, for exam-
ple, hold the key to life-saving treatment
based on full information.

“We have been very successful in
Canada,” adds Townend. “In Canada we
are number one by far when it comes to
imaging.”

In five Canadian provinces – Nova Sco-
tia, New Brunswick, Prince Edward
Island, Manitoba and Alberta – Agfa sys-
tems are virtually the only systems used
in the medical field.

Ironically, Agfa doesn’t dominate in
Kitchener-Waterloo; only St. Mary’s Hospi-
tal uses their solutions. Townend and Nes-
bitt are not thrilled to have to admit that.

All about adaptation
Providing the best in medical imaging

is a moving target. That’s why the R&D
centre in Waterloo, well populated with
development experts, is so crucial to
Agfa’s future. But the company is building
on an impressive history of innovation
and adaptation. Agfa started with film,
which led it into medical imaging. When
computerization changed the model,
Agfa adapted. Then came PACs. Each
time, says Townend, “we made the tran-
sition.” The plan is, to keep adapting.

The potential for Agfa solutions seems

Agfa is moving to a
100,000 square foot facility in

the UW Tech Park.

Nesbitt and Townend, with an artist’s rendering of the new Agfa HealthCare
facility in the University of Waterloo Tech Park.
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Calgary  |  Montréal  |  Ottawa  |  Toronto  |  Vancouver  |  Waterloo Region
Lawyers  |  Patent & Trade-mark Agents  |  Borden Ladner Gervais LLP is an Ontario Limited Liability Partnership.
blg.com

WATERLOO REGION,
YOUR LEGAL NEEDS DON’T END  
WITH INTELLECTUAL PROPERTY.
NEITHER DOES OUR EXPERTISE.
To be successful, you need a diverse legal partner who can address your business needs on a local  
and national level. Although we built our local reputation on intellectual property, the Waterloo Region office  
of Borden Ladner Gervais LLP (BLG) has grown and evolved to become a full-service business law firm 
equipped with lawyers who specialize in everything from corporate tech law to commercial real estate  
to day-to-day business legal advice. Our professionals are committed to service excellence and offer  
the experience necessary to help you achieve the best possible results.

To discover how we can work together as your business grows, contact:

Neil Henderson | 519.747.6160  |  nhenderson@blg.com  
Ken Hanbidge | 519.747.6155 | khanbidge@blg.com
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limitless, especially because of develop-
ments such as the federally-funded Cana-
da Health Infoway. On Sept. 27, the Cana-
dian government announced funding
totalling $500 million, most of which is
intended to speed up the implementation
of electronic medical record systems, sys-
tems that, according to an Infoway
release, “are the gateway that will enable
physicians and nurse practitioners to
securely access vital patient information
including diagnostic images, blood test
results, drug histories and clinical reports.”

Canada Health Infoway CEO Richard
Alvarez said, “The time has come to shift

our attention to the front lines, where the
lion’s share of care is delivered, so more
physicians and nurse practitioners can

access and retrieve the information
stored in these systems.”

This is music to the ears of the Agfa
executives. Townend refers to the
Infoway as “the Holy Grail”.

Nesbitt points out that Agfa’s solutions
are very user-friendly. Another

catch-phrase pops up in the conversation:
“XERO” technology, an element of Agfa
solutions that basically refers to the need

for no – zero – software installation.
XERO underlies developments like IMPAX
Data Centre Viewer, a “zero footprint
medical image and report viewer devel-
oped to provide access to imaging infor-
mation for clinicians at any point of care.”

The average business reader probably
doesn’t need to understand that, but Nes-
bitt insists that medical personnel under-
stand completely and quickly. A radiolo-
gist, for instance, “will typically get two
hours training, one on one with an expert
from Agfa.”

The bottom line
Nesbitt and Townend love to talk tech-

nology, but they also get really excited
about the human factor. And that’s where
all the technology really makes the differ-
ence.

Townend refers to the situation in the
North West Territories, where medical
images on film had to be sent by plane to
an expert in another part of Canada. The
process could often take “at least a week”
before action could be taken in the NWT.

Now, using the Agfa systems, adds
Nesbitt, radiologists in Nova Scotia are
getting the images instantly, reading
them, and returning their reports within
the day. Lives are being saved.

The same is true halfway around the
world, where wounded soldiers in
Afghanistan are receiving treatment
based on expert readings done by doctors
in North America.

The next step
Agfa is now aiming to bring its appli-

cations to smartphone platforms. This
would not be used for diagnostic purpos-
es, but could be invaluable in terms of
conveying the range of medical informa-
tion available through the system.

The exciting part is, no one is really
sure where Agfa may go, next. The future
lies in the minds of the hundreds of R&D
staff at the Waterloo facility; in the effec-
tiveness of the Infoway; in the willingness
of doctors and administrators to adopt
technology that will make live easier –
and healthier – for staff and patients.

One thing is certain, though: Agfa will
continue to be synonymous with adapt-
ability.

820 Victoria St. N., Kitchener 519.742.5851
admin@ballcon.com www.ballcon.com

The Canadian government announced funding totalling $500 million...
to speed up the implementation of electronic medical record systems.

Building Canada’s future since 1923

LEEDing a Vision

Pioneers in
Sustainability

Exch-novdec10_pgs14-29:Exch-pgs14-27  10/18/10  11:46 AM  Page 28



Friday, November 12th, 2010

Random acts of kindness are a wonderful 
way to reach out and touch the lives of 
others and make our world a better place.

Kitchener -Waterloo and area!

YOU! Anyone can spread kindness! 

Help make kindness a priority 
in our community!

Random Act of Kindness Day
cards are available by calling 
The KWCF office at: 519-725-1806

Follow us on:

Check out www.kwcf.ca for ideas!

Random acts of kindness are a wonderful dness are a wonderful of kindness are a wonderful rful re a wonderful l

others and make our world a better place.
way to reach out and touch the lives of 
Random acts of kindness are a wonderful 

i
Help make kindness a priority 

our world a better place.ake our world a better place.
and touch the lives of out and touch the lives of 

dness are a wonderful of kindness are a wonderful 

dness a priority 
ity!

ke kindness a priority 

er place.aa better place.
s oftthe lives of 

erful re a wonderful 

a priority s a ority 

.

l

y

when?
, November 12th, 2010Fridayy, November 12th, 2010

who?

community!in our

ber 12th, 2010b

nity!mmunity!

re?where?
aterloo and area!Kitchener -WWaterloo and area!

who?
Anyone can spread kindness! YOU! 

erloo and area!terloo and area!

can spread kindness! c pr neess! 

re YOU planning on How are Y
reading the gift of kindness?spreading the gift of kindness?

Check out www

U planning on YOU planning on 
gift of kindness?g the gift of kindness?

wcf.ca for ideas!.kw orww

ning on n n
kindness?f kindness?

as!r ideas!

?

office at: 519-725-1806The KWCFF
e available by calling cards ar
Act of Kindness DayRandom 

Follow us on:

t: 519 725 119-725-1806
by calling g

dness Day

Exch-novdec10_pgs14-29:Exch-pgs14-27  10/18/10  11:46 AM  Page 29



30 | w w w . e x c h a n g e m a g a z i n e . c o m

carato’s family physician’s report which indicated that
there was no prognosis of when Naccarato could
return to employment. Costco argued that based on
Naccarato’s continued absence from work and his
ongoing inability to return to work due to illness (con-

firmed by his physician), his contract of employment
had become frustrated. Naccarato sued for wrongful
dismissal and argued at trial that Costco had not estab-
lished that there was “no reasonable likelihood of him
being able to return to employment in the foreseeable
future”. Naccarato argued that the response of his
physician indicated that he was still attempting treat-
ment through a referral to a new psychiatrist and it was
unknown when he would be able to return to work.

In the Naccarato case, while the duration of the ill-
ness was significant, the trial Judge found that the
medical evidence did not support a finding that there
was no reasonable likelihood of the employee return-
ing to work in the reasonably foreseeable future.
Rather, the evidence from the Court’s perspective sup-
ported that the employee was still being treated by his
doctor and a new psychiatrist was being sought.

The Court also recognized that given the clerical
position of Naccarato within the organization, there
was no evidence that his absence was harmful to the
company or that maintaining his employment status
resulted in any disruption to Costco’s business.

Naccarato was successful in his wrongful dismissal
action against Costco and was awarded damages
equivalent to 10 months earnings.

Costco might have had more success if the position
held by Naccarato would have been of a management
or more senior level employee. In a 2007 Court deci-
sion, it was recognized that if an absent employee is a
senior executive whose absence cannot be tolerated
for any extended period of time if the business is to
succeed, then a relatively short period of incapacity
may frustrate the employment contract.

In my experience these cases are rife with difficul-
ty, exposing an employer to possible litigation in a
wrongful dismissal action and/or an application to
the Human Rights Tribunal. Much patience is required
by employers to navigate their way through these
thorny issues; however that patience will avoid costly
legal fees and court or administrative proceedings.

FRUSTRATION OF CONTRACT
And the answer is: “It depends”

One of the most difficult issues my employer clients
face is managing the employment relationship with

employees who have been ill and off on an extended
sick leave. I am often asked the question, “At what
point can they terminate the employment relationship?

Is there an obligation to pay severance?” A primary
legal concern is to ensure that the employer’s actions
do not violate the Ontario Human Rights Code which
guarantees an individual’s right to equal treatment
with respect to employment without discrimination
because of disability (which has been broadly defined
to include a handicap or illness). If there is a violation
of the Code, in addition to damages for any wage loss,
damages can be awarded to compensate for injury to
dignity, feelings and self respect.

Under the common law, from which our law of
wrongful dismissal is derived, when an employer ends
the employment relationship there is an obligation to
provide reasonable notice or payment in lieu of notice.
Does that obligation exist where an employee has
been absent due to illness for a significant period of
time? As is often the case the answer is: “It depends”.

There is a legal doctrine known as frustration of
contract. A contract of employment can be frustrated
by an employee for illness or incapacity, but is depend-
ent upon whether or not the illness or incapacity is of
such a nature or likely to continue for such a period of
time that either the employee would never be able to
perform the duties contemplated by the original
employment contract or that it would be unreasonable
for the employer to wait any longer for the employee
to recover. In the recent decision of Naccarato v. Cost-
co Wholesale Canada Ltd. (“Costco”), the Court was
asked to determine whether Costco was entitled to
end the employment of Naccarato after a continuing
and lengthy absence from employment, without any
common law pay in lieu of notice.

Naccarato commenced employment with Costco in
1990. He worked as a clerk. In 2002 he became ill and
went on a medically approved sick leave. He initially
received short term disability benefits and then quali-
fied for long term disability benefits. After an absence
from employment of almost five years, Costco termi-
nated Naccarato’s employment on the basis of frustra-
tion of the employment contract. It relied upon Nac-

MELANIE REIST is a civil litiga-

tion lawyer and a partner in

the Kitchener firm of

Charles Morrison & Melanie

Reist.

by MELENIE REIST

If there is a violation of the Code, in addition to damages for any wage loss,
damages can be awarded to compensate for injury to dignity, feelings and self respect.

BUSINESS AND THE LAW

X
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information delivered passively is valuable and essen-
tial, director orientation must be tailored to the new
board member’s specific needs and the board’s require-
ments.

The need for a mentoring relationship recognizes
that new director orientation can rarely address all of
the issues and questions that a new Board member
may encounter. After a new Board member has served
as a director for some time following the formal orien-
tation, new issues often arise without an ability or

forum to have questions addressed. A mentoring rela-
tionship provides the means of closing this gap.

An effective director mentoring process, then,
should be viewed in the context of a new director ori-
entation program that serves to introduce the “softer”
side of the board: its culture, the relationship with
management, group dynamics and other governance
“informalities”. This can be achieved through a mentor-
ing relationship that can help establish rapport and help
to set expectations around director contribution and
performance. One way to tackle this side of director ori-
entation is for established board members to mentor
new appointees through easily accessible off-line

LEVERAGING POSSIBILITIES
Achieving success with Board mentoring relationships

Many boards see the wisdom in supporting new
directors by assigning a more senior or seasoned

board member to act as their mentor. The mentor can
provide ongoing, real time, practical support that is
intended to supplement the theory that is often the
basis of traditional new director orientation sessions.

Mentoring programs rarely deliver on their intended
objectives until such time as they are formally struc-
tured and a level of accountability is established for
their success.

Providing new Directors with the support they need
to the point where they are able to fulfill their potential
as valued contributors is a significant challenge requir-
ing a strategically designed process to ensure individ-
ual director success in the boardroom. More broadly
speaking, organizations need to proactively identify
director developmental needs and to establish a
planned and concerted program to properly orient and
develop new Directors.

Typically, the Board Chair and the Corporate Gover-
nance Committee have critical roles in making sure
that the potential new directors bring to the board-
room is leveraged as fully as possible. While general

JOHN DINNER is president

of John T. Dinner Board

Governance Services

(www.boardgovernance.ca).

He can be reached at

john@boardgovernance.ca

by JOHN T. DINNER

Mentoring programs rarely deliver on their intended objectives until such time as they are
formally structured and a level of accountability is established.

coming this October.
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advice. The mentoring relationship should
be established as part of new director ori-
entation objectives and deliverables.

Positioning for Success
Board mentoring processes often fail

because the mentoring process is not
spelled out clearly so that all participants
share commonly held expectations and
understanding of how the relationship
will unfold and work. Some of the follow-
ing dynamics often contribute to the fail-
ure of mentoring relationships:
• an absence of clear roles that both the

new directors and senior board mem-
bers are to play;

• a lack of a formal and explicit introduc-
tion and launch of the mentoring rela-
tionship;

• a lack of clarity as to who is responsi-
ble for ensuring the success of the
mentoring relationship;

• a lack of accountability for ensuring
that the relationship delivers on its
objectives; and,

• a lack of staff support that may be need
from time to time.
To ensure success of the mentoring

initiative, the following steps should be
considered:
• a formal, in-person introduction of the

mentor and mentoree;
• clear descriptions and expectations for

both the mentor and mentoree roles;
• well defined objectives for the mentor-

ing relationship;
• an explicit timeline the relationship is

expected to last;
• clear expectations set as to what the

interaction can or is expected to look
like during this time; and,

• a mechanism for reporting back or
assessing the mentoring relationship.
To enhance the opportunity for per-

sonal interaction, consideration should
be given to having the mentoree assigned
a mentor who:
• resides in the same area to facilitate in-

person interaction; and,
• serves together on a board committee

to to enhance the opportunity for per-
sonal contact.

Mentor Role
The mentor’s role would be to be

available, ideally in person or, if more
convenient, by telephone, to give an
overview of how the Board operates from
the perspective of a Board member and
to answer questions and issues as they
arise for the new Director. It is estimated
that the mentor role would involve an
average of one hour per month over one
year. This time may be concentrated in
the first several months, depending on
the needs of the new director.

It should be the mentor who is prima-
rily accountable for initiating contact and
ensuring the relationship with the new
director is successful. Given that any suc-
cessful relationship is based largely on
effective communication, the experi-
enced director is in a better position to
foster this essential component of the
mentoring process.

Resourcing and Accountability
In addition to the mentor and men-

toree roles, there are other contributing
roles to be played to support and ensure
an effective director mentoring process.
These could include:
• the Corporate Governance Committee

to give ongoing active oversight of the
mentoring program as part of its over-
all “ownership” or responsibility for the
orientation of new directors;

• the Board Chair who would have a
more active role, possibly, in assigning
mentor relationship and monitoring
their effectiveness; and,

• a Staff Coordinator who would provide
logistical and other forms of “opera-
tional” support as required.
To address many of the factors that can

undermine the success of a mentoring
program, it is recommended that the
Board Chair take an active role in estab-
lishing and monitoring mentoring relation-
ships between the newer and more experi-
enced directors. It would be the Chair’s
responsibility to check in with the new
director during and at the conclusion of
the mentoring relationship to determine
whether then needs and expectations of
the new Directors have been met and to
arrange for further follow up, if required.

One way to tackle this
side of director orientation is

for established board members
to mentor new appointees
through easily accessible

off-line advice.

It is estimated that the mentor
role would involve an average of

one hour per month over one year.

X
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Without disputing the accuracy of the CLC’s research, I
pose a rhetorical question to readers: Is an employee’s
chance of succeeding at the next level solely deter-
mined by his/her capabilities? I dub this question
rhetorical because the answer, in my mind is ‘no!’

It is our role as leaders to collaborate with our high-
potential employees to prepare them for success with-
in their present and future roles with the organization.

With constant demands and pressure on us every day,
it is hard to fathom spending more time coaching and
mentoring our employees.

However, spending at least 20% of your time recog-
nizing and developing the talent within your teams will
pay significant benefits to you and your ability to man-
age successful results in your department and organi-
zation! Building capability in your team, builds your
ability to get things done with the right quality, timeli-
ness, and cost effectiveness.

Recognizing Potential
To reiterate from previous articles, it is the executive

team’s responsibility to lead by example in talent devel-
opment by demonstrating that recognizing potential
talent is a priority. Executive meetings and departmen-
tal meetings should have “Talent Development” on the

If you followed the steps from my last article, “Align-
ing Talent to Strategy’, you may have already defined

your goals where talent can be leveraged; identified
the skills and behaviours required to achieve these
goals; and assessed the skills and behaviours of your
team to identify any gaps. The last step we touched on
was filling the gaps through training, recruiting, or re-
organizing your talent pool. My tendency is to lean

towards training and re-organizing the talent within
because it increases retention of high-potential
employees, sustainability of corporate knowledge, and
overall employee engagement.

The key ingredients to successfully develop the
potential within your current employees are:
1.Recognizing where potential resides within your

organization;
2.Understanding where each employee’s potential can

best be deployed to benefit the organization;
3.Developing high-potential employees for their cur-

rent and successive roles in advance of the need.
According to the Employee Value Proposition Survey,

2009 conducted by the Corporate Leadership Council,
only 8% of employees have better than a 75% chance of
succeeding at the next level, creating a finite number of
candidates with potential to succeed in critical roles.

It is our role as leaders to collaborate with our high-potential employees to prepare them
for success within their present and future roles with the organization.

DEVELOPING POTENTIAL
Building capability in your team builds your ability to get things done

LEADERSHIP AND TALENT

MICHAEL SNYDER iHCS/ CIM is

a Senior Partner with Future

Focus Inc., which provides

consulting and education in

talent development, leader-

ship, and general HR prac-

tices; email:

msnyders@future-focus.ca.

by MICHAEL SNYDER
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agenda – who are our high-potentials?
Where can they best be deployed and
where are they interested in contributing?
What state of ‘readiness’ is each high-
potential at in their development? It is
also wise to measure the retention rate of
your high-potentials the same way we
measure overall employee retention.

Recognizing high-potential talent starts
with the leader’s observation, but this
should be further supported by both quali-
tative and quantitative evidence. Perform-
ance evaluations, behavioural and skills-
based assessments, and their participa-
tion in learning events are all evidence to
answer the question “Is this employee
capable, motivated, and interested to suc-
ceed in their role and future roles?”

Deploying Potential
We now know where potential lies

within our team or organization, now
what do we do with this knowledge? A
good place to start, and probably the eas-
iest, is to ask your high-potentials first.
Each leader should meet one-on-one
with their talented employees and take
them through a ‘career interests discus-
sion’. You can find information online on
how to conduct this discussion, but here’s
a summary:

Armed with the employee's perform-
ance evaluations and assessments, you
can start this discussion by letting
him/her know why you consider them a
great employee and that you want to sup-
port their career development within your
organization. Following this, ask the
employee about his/her interests, aspira-
tions, special talents, and where they
would like to see their career develop.
Additionally, ask the employee if he/she
feels their talents and potential are being
utilized and recognized.

After you have identified the high-
potential’s career aspirations, collabora-
tively discuss the opportunities and career
paths that are available or will be avail-
able in the future. With this information
you can now go back to the departmental
or executive meeting to discuss how you
feel this person’s talents can best be
deployed considering the organization’s
current and future talent requirements.

Developing Potential
We know who we have and why we

consider them to be high-potentials; and
we have a pretty good understanding of
where their talents can best be deployed.
The key to the term high-potential is the
word “potential”! To round out the high-
potential development equation, we need

to understand the how and when.
In coordination with the high-potential

employee, create annual development
plans that focus on going from good-to-
great with their strengths, and shoring up
any significant challenges that may nega-
tively impact their career progression.

Any of their skills and attributes that fall
in-between these two extremes can be
valuable to develop as well, but the
employee will see the greatest progress
by focusing on the top strengths and
most significant challenges. Focus only
on two to three competency development
areas so that the employee can reason-
ably achieve professional growth.

The 70/20/10 Model for effective
learning is a widely-adopted and logical
application for creating development
plans for high-potential employees. To
put it simply:
• 70% of learning and development takes

place from real-life and on-the-job
experiences, tasks, and special proj-

ects. This is the most important aspect
of any learning and development plan.

• 20% comes from coaching, mentorship,
and from observing and working with
role models.

• 10% of learning and development
comes from formal training. Even with

learning that is acquired through
coaching, mentorship and formal train-
ing, the real learning for a skill
acquired takes place back on the job
when the skill or feedback is applied to
a real situation.
In all cases of high-potential develop-

ment, it is always the responsibility of the
high-potential employee to take owner-
ship of his/her career development. As
leaders, it is our responsibility to coach,
guide, support, and encourage develop-
ment opportunities. The more you
become involved, provide encourage-
ment and visibly track their progress, the
more they will be motivated toward suc-
cess.

In all cases of high-potential development, it is always the
responsibility of the high-potential employee to take ownership of

his/her career development.

X
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have one of the world’s tech giants in our backyard,
and enjoy the benefits of being in one of the fastest
growing economies in the country – but I fear that in
our drive to develop our community’s creativity – and
prosperity – through talent, hard work and enterprise,
we sometimes overlook a more fundamental inspira-
tion for creativity – Love.

If you haven’t yet seen it, “Love what you do” has
been Blackberry’s ad campaign for this past year. The
ads showcase an array of almost caricature-like,
stereotypes of people: an Asian surfer dude, a black
hair stylist who’s into hip haircuts, a new-age-20-
something female yoga instructor, a teenage girl who’s
being teased about a boy she likes, a pair of gay male
interior designers, a Paris Hilton wannabe extolling the
benefits of being able to see if someone has read her
messages, and a Hispanic gang banger who’s into
souped-up cars – all of whom use their Blackberry and
the Blackberry Messenger Service (BBM) to be cool

with their friends and the people they work with. The
ads end with all the people making funny sounds, fol-
lowed by Blackberry’s tagline: “Love what you do.”

Meanwhile, Apple’s iPhone 4 ads have been high-
lighting the phone’s Facetime feature by focusing on

CREATIVITY AND LOVE
RIM and Apple agree on a theme

Much is being talked about and pursued in our com-
munity around the issues of improving our capaci-

ty for knowledge, innovation and creativity. There are
initiatives to make greater investments in arts and cul-
ture, so that we can better attract smarter and more
talented people from around the world to come into
our Region and contribute to making life better here
through what they do.

And because of what we’ve already accomplished,
and what we’ve done, our achievements have been
quite exceptional. We’ve been recognized as the most
intelligent community in the world, have a university
presence in all of our major city centres in the Region,

SUNSHINE CHEN is president

of Urban Imagination &

Design Co. email:

sunshine@uimagine.ca.

by SUNSHINE CHEN

‘Love’ as a driver for creativity and innovation in business, enterprise, and growing our
community – a little too far fetched, and new age?

Since 1951, Schiedel Construction
Incorporated has provided Design
and Construction for Industrial, Com-
mercial, and Institutional
buildings. It is our continued
commitment to work persistently
and diligently to provide the
highest degree of professional
construction services possible. You
can count on Schiedel Construction
for Quality, Value and Performance
on your project.

COMMITMENT

405 Queen Street West
Cambridge, Ontario N3C 1G6
(519) 658-9317
www.schiedelconst.com
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significant moments in peoples’ lives that
are made better with an iPhone. A father
away on business can see his wife, watch
their baby crawl, and see their daughters
play; grandparents can see their grand-
daughter on graduation day in cap and
gown; girl friends can help each other
pick out clothes while they chat about a
date; a soldier away on duty can see the
first sonogram of his new baby with his
wife back at home; and a boyfriend can
sign “I love you” to his deaf girlfriend.
Fade to Apple logo while Louis Arm-
strong sings “When you’re smiling, the
whole world smiles with you.”

Now although some might say that the
Apple ads are too sentimental, and too
emotional, they remind us not just to
‘love what you do’, but what’s more, to
‘love who you are’ and ‘love who you’re
with’. Even though Apple and Blackberry
are in the same business of selling smart-
phones, it seems to me that RIM aims to
change the way we work with the Black-
berry, and Apple aims to change the way
we live with the iPhone. The Blackberry

ads draw attention to how you could be
more efficient – and ‘cooler’ – with a
Blackberry. The iPhone ads show how
you can better connect with the people
that matter to you, and how your life
could be more meaningful with an
iPhone.

By putting feeling into technology at
Apple, and by putting emotion into com-
puter animation at Pixar, by focusing on
‘Love’, Steve Jobs and his companies are
not only changing the way people use
technology to communicate with one
another, but they are revolutionizing and
improving the way people relate to one
another, understand more about each
other, and reminding us all that technolo-
gy and enterprise are here to enrich our
experience of who we are and who we’re
with. In the process, Pixar and Apple
have become arguably two of the most
profitable, influential, innovative and cre-
ative companies working in the world
today.

So ‘Love’ as a driver for creativity and
innovation in business, enterprise, and
growing our community – a little too far
fetched, and new age?

I remember watching a documentary
on the birth of the Renaissance in Italy. It
asked where, when, or to whom, could
the beginning of the Renaissance be
attributed. I thought it would have been
Pietro Brunelleschi, the builder of the
Dome of Florence, or Leonardo da Vinci –
but no, they concluded that the Renais-
sance began with St. Francis of Assisi. St.
Francis and his capacity for love was so
great that it changed the very notion that

divine love was beyond the grasp of
human beings, and instead, allowed peo-
ple to see that human love was divine.
And in so doing, the idea that man was
the centre of his universe unleashed the
creative explosion, scientific and artistic
pursuits, and the period of innovation
and high invention that we now know as
the Italian Renaissance.

How about that – the beginning of a
whole new way to see the world, all that
because of Love.

Makes me wonder, why can’t we put a
little more ‘Love’ in our lives here in our
community as we go about ‘What we do’?

FROM THE GROUND UP

X

In our drive to develop
our community’s creativity – and

prosperity – we sometimes
overlook a more fundamental

inspiration for creativity – Love.
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ple trading in their new cars after six years and typical-
ly around 70,000 miles.

Your car, new or used, is loaded with wearing com-
ponents and materials that require regular mainte-
nance or replacement. Follow the manufacturer’s
scheduled maintenance plan, and you stand a pretty
reasonable chance of having a reliable vehicle that will
last for years. Skip the prescribed maintenance, and
you could end up stranded on the side of the road, late
for work, and facing significant repair bills.

Your factory is pretty much the same. Poorly main-
tained equipment will leave you with unplanned
downtime, quality problems, frustrated employees and
irate customers, independent of whether newer, faster,
bigger equipment is available. And in a lean environ-
ment, where we focus on creativity over capital,

newer, faster, bigger equipment is the antithesis of
what we are after. Maintaining simple, right-sized
equipment, capable of meeting short-term deadlines,
and available when called upon, is the number one
priority. And that maintenance is no more difficult than
maintaining your car.

Equipment manufacturers provide everything from
maintenance schedules to spare parts lists to help you

While there will come a time when it makes sense to
replace an aging piece of equipment, hopefully it’s

not because it is letting you down.
Most machines have consumable and replaceable

materials and components. Consider your car as such

a machine – a very complex and expensive piece of
equipment you spend years paying for. It’s a machine
that you rely on to start when you need it to, so it will
take you where you need to go every day. The U.S.
Department of Transportation reports that the average
life span of a vehicle is just over 13 years, with a final
mileage of 145,000 miles. Few people keep their cars
this long however. The most recent estimate has peo-

MAINTAIN YOUR
PROFITABILITY
Care for your factory the way you care for your car

MANUFACTURING METHODS

DOUG CATER is a founding

partner of Process Impact

Inc., a manufacturing con-

sulting company. email:

dcater@pii.on.ca.

by DOUG CATER

Maintaining simple, right-sized equipment, capable of meeting short-term deadlines,
and available when called upon, is the number one priority. And that maintenance is no

more difficult than maintaining your car.
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keep your equipment in top shape. Did
you purchase an older machine without a
manual? No problem – have your mainte-
nance personnel spend some time look-
ing it over for grease fittings, oil cups,
belts, clutches, brakes, load cells, chains,
sprockets, bearings, gaskets, filters, lin-

ings and seals, then develop your own! If
you still need help, contact the manufac-
turer to obtain recommended service and
replacement frequencies or go on-line to
find user and equipment manuals. These
are often available even for equipment
produced before these companies even
had websites.

Just a few other maintenance thoughts
and questions:
• Are clear expectations and measure-
ments available and communicated
with respect to equipment reliability?

• Does your company differentiate and
track planned vs. unplanned mainte-
nance hours and costs?

• Are breakdown events analyzed to
determine the root cause of their fail-
ure?

• Do maintenance “projects” take prece-
dence over preventive maintenance
activities?

• Do you schedule maintenance activi-
ties, or maintenance personnel?

• What history is available to show repair
costs vs. event frequency?
Most organizations spend an inordi-

nate amount of time fixing equipment
rather than preventing its failure. Think
again about your car. Preventive mainte-
nance includes, everything from washing
your vehicle, to changing the oil (engine,
gear oil, transmission oil, etc), and
replacing brake pads and clutch linings –
exactly the types of activities that prevent
premature, unplanned and expensive
break-downs on large capital equipment.

World class organizations focus on
increasing planned (preventive) activities
first, in anticipation of reduced break-
down maintenance requirements. They
also spend a significant amount of time
and energy developing and reporting
appropriate measures to track and sup-
port the analysis of breakdown causes
and their impact on profitability.

Poorly maintained equipment
will leave you with unplanned
downtime, quality problems,

frustrated employees and
irate customers.

X

MANUFACTURING METHODS

•Visible results from the
very first treatment

•Long term results
•Certified Laser Technicians
•FREE Consultations

9 Cameron St., Kitchener, ON
www.cosmetic-lasercentre.ca519-581-1182

Clinically proven FDA approved
Lightsheer Technology delivers
safe and effective treatments
for both men and women.

We’ll pay the HST

with keynote speaker Phil Barrette
what happens when equal parties sit

at a roundtable?

The Centre for Family Business (CFFB) strives to help business families 
reach their fullest potential, and has become one of Canada's largest
membership based family business associations. Since 1997, CFFB has 
been delivering relevant educational programs and providing the 
necessary support that allows families to achieve their enterprising
goals, fulfill their dreams and strengthen their families.

For more information call 519.749.1441 or visit www.cffb.ca
SUPPORT – ENERGIZE – EDUCATE

BREAKFAST SEMINAR - November 19, 2010
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Savvas Chamberlain and former UW President David Jonston, now Canada’s Governor-General; the Chamberlain family has donat-
ed $3 million to the University of Waterloo.

WATERCOOLER

THE FOUNDER OF DALSA CORP. has donated $3 million to the faculty of engineering’s Vision 2010
Campaign at the University of Waterloo. In recognition of the gift from the family of
Savvas Chamberlain, the electrical and computer engineering wing in the new Engi-
neering 5 building will be named the Savvas Chamberlain Family Floor. The dona-
tion will support the faculty of engineering’s infrastructure program as well as provide
scholarships for undergraduate and graduate students.

Chamberlain, a former University of Waterloo electrical and computer engineering
professor, is widely respected as a scientist, academic, inventor and entrepreneur.

“Savvas Chamberlain’s early and pioneering work helped put Waterloo on the inter-
national map of microelectronics research,” said Adel Sedra, dean of engineering.
“Savvas has given a lot of his time over the last few years to ensure that the department
of electrical and computer engineering continues to thrive and be among the best in the
world. Now, Savvas and his family are continuing in this generous vein by making a
substantial gift to the department.”

Chamberlain founded DALSA, a University of Waterloo spin-off, in 1980, based on
extensive research in CCD (charge coupled device) technology and MOSFET (metal-
oxide-semiconductor field-effect transistors) image sensors. He is currently chairman of
the company’s board.

Under Chamberlain’s leadership, DALSA has grown worldwide from few employees
to more than 1,000 employees worldwide. As chief executive officer, he was responsible

for corporate strategy, strategic technology
direction and long-term planning, as well as
setting the direction of the company’s cul-
ture.

Chamberlain continues to spearhead the
faculty of engineering’s faculty, staff and
retirees campaign as a dedicated co-chair
and volunteer. He sits on the faculty’s
dean’s advisory council and is the incoming
chair of the dean’s development council.
The development council oversees the
Vision 2010 Campaign, which so far has
raised $75 million of its $120-million target.

ROGERS COMMUNICATIONS INC. has entered into an
agreement to acquire Atria Networks LP,
owner and operator of one of Ontario’s
largest fibre-optic networks for cash consid-
eration of $425 million, subject to certain

adjustments. Atria Networks is privately
owned by Birch Hill Equity Partners.

The purchase of Atria Networks, based
in Kitchener, augments the Rogers Busi-
ness Solutions offering by enhancing its
ability to deliver on-net data centric serv-
ices within and adjacent to the compa-
ny’s cable footprint.

“The business-to-business market rep-
resents a significant opportunity for
Rogers. The acquisition of Atria strategi-
cally fits with our enterprise strategy to
offer on-net, high growth data services to
small and medium sized businesses,” said
Nadir Mohamed, President and Chief
Executive Officer, Rogers Communica-
tions Inc. “Atria brings a highly experi-
enced and dedicated management team
with a strong track record of success. We
are pleased to welcome Atria’s 130
employees to the Rogers team.”

Atria’s unique and scalable network
includes 5,600 fibre route kilometers and
over 3,800 on-net buildings in high-
growth territories including Ottawa, Corn-
wall, Kitchener-Waterloo, Cambridge,
Guelph, Richmond Hill, Markham, Hamil-
ton, Barrie, Orillia, Peterborough and
Vaughan. Atria serves a diverse customer
base of over 1,100 customers spanning
the public sector, enterprise and carrier
providers.

COM DEV EUROPE, a subsidiary of space hard-
ware manufacturer COM DEV Interna-
tional Ltd, has signed a 5 million Euro
contract with the European Space
Agency for the development of new SB-
SAT (SwiftBroadband for Satellite) tech-
nology. Partnered with Inmarsat and
Broad Reach Engineering (US), COM DEV
Europe will develop an SB-SAT terminal
that will enable 24/7 access to Low Earth
Orbiting spacecraft, utilising Inmarsat’s
existing I-4 satellite network.

Low Earth Orbiting (LEO) spacecraft
can currently only communicate with the
ground during the ten minute period
when they fly over a dedicated ground
station. Consequently, satellite operators
have to invest in expensive ground seg-
ment infrastructure, or lease dedicated
facilities, in order to communicate with
the spacecraft for just a short period a
few times a day. Satellites have to be
designed to store data until the satellite
passes over a ground station and such
data is very often ’out of date’ by the time
it reaches the user.

The SB-SAT concept would enable
LEO spacecraft to continuously commu-
nicate during the whole orbit. Space-
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qualified SB-SAT terminals, which will be
specially adapted versions of Inmarsat’s
aeronautical SwiftBroadband service, will
be incorporated on LEO spacecraft. The
terminals relay signals to the Inmarsat
satellites located further out in space, in
geostationary orbit, and then through the
Inmarsat ground stations to the user or
operator, making full use of Inmarsat’s
mobile broadband system and its proven
infrastructure. This will allow 24/7 access
with very low latency at data rates up to
475kb/s, opening up new mission oppor-
tunities.

REGION OF WATERLOO PUBLIC HEALTH has honoured
the winners of Waterloo Region’s
Healthy Workplace Awards Program.
This program recognizes and celebrates
workplaces in Waterloo Region who
demonstrate a strong commitment to
improving the health of their employees.

The following workplaces were recog-
nized for one of the award levels at the
Awards Ceremony on October 7:
Boehmer Box; Equitable Life of
Canada; Erb Group of Companies;
Labstat International ULC; Raytheon
Canada Limited; Babcock and Wilcox;
Canada Revenue Agency; Christie
Digital Systems Canada; City of
Kitchener; Corporate Benefits Ana-
lysts; Enermodal Engineering Ltd;
Extend-A-Family Waterloo Region;
Region of Waterloo; Sun Life Finan-
cial of Canada; Toyota Motor Manu-
facturing Canada; Trinity Village;
Waterloo Wellington Community
Care Access Centre.

EXCITING ADVANCEMENTS IN specialized medical
care for children with special needs were
announced at KidsAbility Centre for
Child Development, including plans
that are currently underway to open a
new site in Kitchener in Spring 2011.

Through the generous support of local
donors, Dr. Karen Backway has joined
the KidsAbility staff on a part-time, week-
ly basis while Developmental Paediatri-
cians Dr. William J. Mahoney and Dr.
Olaf Kraus de Camargo will provide
outreach clinics at KidsAbility sites in
Waterloo, Cambridge and eventually
Kitchener. Attracting such highly-trained
specialists to Waterloo Region is a major
achievement for not only KidsAbility but
for the Region as a whole. Families that
have children with special needs, have in
the past had to travel to various medical
appointments in much larger cities that

have teaching hospitals; facilities that
typically attract Developmental Paediatri-
cians.

“The addition of these specialized
physician resources will be a huge benefit
to our community in terms of supporting
the development of care for children with
complex medical needs and complement-
ing the skills of our talented local paedia-
tricians,” said Stephen Swatridge, CEO,
KidsAbility Centre for Child Development.

These three new physicians will sup-
port the interdisciplinary teams at
KidsAbility and enhance the medical
expertise, skill and knowledge available
locally.

“Having this level of expertise avail-
able and accessible to families in our
community is wonderful news,” said Sue
Simpson, Community Resource Coordi-
nator, Waterloo Region Family Network.
“Families have been asking and hoping
for this for quite sometime. It speaks to a
growing need in the area of complex spe-
cial needs and we welcome these paedi-
atric specialists with excitement and
anticipation.”

“Our deepest gratitude is extended to
our donors whose continued support has
helped to make the appointment of Dr.
Backway to the KidsAbility staff a reality,”
added Lisa Talbot, Executive Director
KidsAbility Foundation.

THE UNIVERSITY OF WATERLOO has officially opened
its new world-class Energy Research
Centre, which will support cutting-edge
research and technology development in
energy conversion. At the opening cere-
mony, the university also announced the
appointment of University of Waterloo
professor Claudio Cañizares as the
inaugural Hydro One Chair in Power
Engineering. The Hydro One Chair in
Power Engineering is funded by a $2.5-
million agreement signed last year with
Hydro One Networks Inc.

The Energy Research Centre provides a
focal point for energy research groups in
the faculty of engineering at Waterloo,
including the Centre for Advanced Photo-
voltaic Devices and Systems, solar ther-
mal research laboratory, energy and pol-
lution modelling, and fuel cell research
and development labs.

“The University of Waterloo has made
energy a top strategic priority and
through the Waterloo Institute for Sus-
tainable Energy (WISE), we address the
full spectrum of sustainable energy R&D,
education, partnerships and commercial-
ization,” said Jatin Nathwani, executive

WATERCOOLER

director of WISE. “Energy challenges con-
tinue to command attention at the
national and international levels. It is a
reasonable premise that a healthy energy
equation requires balance among the
energy sources: those we know and
those that we have yet to discover.”

In its 14,000-square-foot research
facility on the ground floor of the Energy
Research Centre, CAPDS conducts key
work in photovoltaic energy conversion,
which turns sunlight into energy.

The Energy Research Centre also
houses laboratories in the department of
mechanical and mechatronics engineer-
ing: solar thermal research lab, which
develops new solar thermal technologies
mainly aimed at housing; advanced glaz-
ing system lab, which analyzes energy-
efficient glazing systems and shading
devices; and lab for fuel cell and green
energy research and development, which
investigates cost-effective and reliable
fuel cell technology and clean biodiesel
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engines. Research is also carried out in
pollution dispersion and energy storage
through computer modelling.

The rooftop of the Energy Research
Centre features test platforms for the
solar thermal lab and for wind turbine
acoustics, which examines the causes of
excessive wind turbine noise.

Funding for the Energy Research Cen-
tre came from Canada’s federal govern-
ment, Ontario’s provincial government,
industry and the University of Waterloo.
The 43,200-gross-square-foot Energy
Research Centre cost $11.4-million to
build. Federal and provincial government
funding totals $31.3 million for lab equip-
ment and research support.

GREY CANADA HAS ANNOUNCED the opening of a
new branch in the heart of Canada’s
Technology Triangle. The new GreyKW
office will be located in The Commu-
nitech Hub: Digital Media and Mobile

Accelerator, in the Lang Tannery build-
ing, in downtown Kitchener. This loca-
tion puts GreyKW in the centre of Cana-
da’s thrust for achieving digital media
excellence through innovation.

“This initiative is very exciting because
it allows us to explore new business
opportunities in a very vibrant region
within Canada,” said Ann Nurock, Presi-
dent and CEO, Grey Canada. “The region
of Waterloo has a thriving business com-
munity with a range of industries that
can benefit from the global expertise that
a company like the Grey Group can pro-
vide. We are keen to become part of and
support the business community in the
region.”

The key driver for opening this region-
al office was to be part of the excitement
generated by the Communitech Hub. This
location offers a very dynamic compo-
nent for Grey Group’s expansion into the
region. As part of the Hub community,
Grey’s team will be working directly with
startup companies, to assist them in cre-
ating their marketing strategy and estab-
lishing sales opportunities. The global
marketing experience plus the strategic
and creative excellence that Grey is
known for will be of great value to entre-
preneurs and companies throughout the
region.

Grey has appointed Beth Cotter as
Business Director for this office. Cotter is
a long time resident of KW and has over
18 years marketing, communications and
branding experience, working exclusively
in Kitchener Waterloo with B2B compa-
nies. Cotter began her agency career at
Quarry Communications in Waterloo.
She also worked as a Brand Strategist
with MFX Partners. Beth has a Canadi-
an Advertising Agency Practitioner
(CAAP) designation from the Institute of
Canadian Advertising (ICA).

Outside of the agency business, Beth is
a member of the Board of Directors of the
Food Bank of Waterloo Region.

ECONOMIC DEVELOPMENT EXECUTIVES from 11 large
Canadian cities across the country – the
“C-11” – have created a new unified
brand called ConsiderCanada.ca. The
ConsiderCanada.ca brand will be
launched in November.

Canada’s large cities represent more
than 50% of Canada’s economic activity.
Similarly, the globe’s top 25 mega-cities,
including Beijing, Mumbai and Mexico
City, account for more than half of the
world’s wealth. The C-11 will be working

in cooperation to attract trade and
investment opportunities from around
the world.

The C-11 member from Waterloo is
John Jung, Chief Executive Officer,
Canada’s Technology Triangle.

Economic development agencies par-
ticipating in the C-11 include the Greater
Halifax Partnership, Quebec Interna-
tional, Montreal International, OCRI
(Ottawa Centre for Research and
Innovation), City of Toronto, Cana-
da’s Technology Triangle Inc. (Water-
loo Region), Economic Development
Winnipeg Inc., Saskatoon Regional
Economic Development Authority,
Edmonton Economic Development
Corp., Calgary Economic Develop-
ment, and the Vancouver Economic
Development Commission.

GREENWAY HOME PRODUCTS, under its operating
division of Greenway Water Technolo-
gies, has announced a new Cana-
da/China joint venture with Ningbo
Aquaworld Group Co. Ltd. of Ningbo,
Beilun China. Focused on expanding its
residential water treatment business to
international markets, Greenway (Ning-
bo) Water Technologies Co. Ltd. will also
support Greenway’s growing North
America business with added engineer-
ing, product development and manufac-
turing capacity.

“This is a great opportunity for Green-
way to further participate in the global
Residential Water Treatment market,” say
Phil Greenway, Chairman. “China’s
surging domestic market and the global
thirst for clean, safe drinking water
makes it the right time to expand our
global reach. Selecting a partner for our
expansion that holds the same values

WATERCOOLER
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and goals is often difficult; however in
this case it was easy. Aquaworld has
been a strategic supplier to Greenway
over the past decade and their participa-
tion in the domestic China and world
markets will assist us in achieving our
global objectives in residential water
treatment.”

Greenway’s existing Suzhou China
Office will assist the new Joint Venture
with Administrative and Logistics sup-
port.

ALLAN HOLMES led the Grand River Conser-
vation Authority through its darkest
times when he was Chief Administrative
Officer between 1991 and 2000, but his
passion, commitment and integrity
helped overcome funding cuts and put
the GRCA on a solid footing. Holmes, a
resident of Guelph, picked up his 2010
Grand River Conservation Honour Roll
Award at the GRCA awards ceremony in
Cambridge in September. This is a special
award that is not given out by the GRCA
every year.

The 1990s were difficult times and
Holmes knew many challenges were
ahead when he accepted this position at
the GRCA. In 1991 he conducted an orga-
nizational review so when the province
cut funding from $4 million to under $1
million the blow was lessened.

“I wanted to maintain the integrity of
the organization and stabilize the GRCA
to ensure it generated income of its own,”
he said. In the years since, up to half of
the GRCA’s annual budget has come from
self-generated income. The rest is from
municipal levies and grants.

Despite the challenges, there were
many great successes for the GRCA dur-
ing those difficult years, including the
designation of the Grand River and its
major tributaries as a Canadian Heritage
River in 1994.

“Allan really put his heart and soul into
getting the Heritage River designation.
This was a tremendous achievement for
the GRCA,” said Barbara Veale, coordi-
nator of policy planning and partnerships,
who worked on this project. This distinc-
tion has helped bring recognition, part-
nerships, tourists and funding for many
improvements. Most importantly, it
turned the attention of residents back to
their local waterways, where they found
exceptional recreational opportunities
close to home. Holmes also had a hand in
securing the land for the 75 kilometres of
rail- trails during the 1990s.

After retiring, Holmes was on the

Grand River Conservation Foundation
board until 2008, and continues to be a
great contributor as a Grand Champion.
Contributions of more than $25,000 were
made in his honour when he retired and
this was just the beginning, as he has
actively worked with the foundation on
many projects.

Five 2010 Grand River Conservation
Awards were also given out. They went to
Clare Rennie for his work on the Guelph
Rotary Forest, Chuck Beach for environ-
mental work including the Brantford
Earth Week committee, Paul and Steve
Cressman for tree planting and steward-
ship of their two farms near New Ham-
burg, Ducks Unlimited Canada for wet-
land creation and enhancement through-
out the watershed, and Wellington
Green Legacy which has planted a mil-
lion trees since starting in 2004.

THE UNIVERSITY OF GUELPH has launched The
BetterPlanet Project, an ambitious plan
to help improve the quality of food, envi-
ronment, health and communities here
and around the world.

The BetterPlanet Project spells out a
vision of what the University wants to
accomplish, a $200-million fundraising
campaign to help build human capacity
and a strategy for accelerating innova-
tion. Guelph alumnus Tye Burt, presi-
dent and chief executive officer of Kin-
ross Gold Corp. and vice-chair of the
University’s Board of Governors, will lead
the campaign.

“The Better Planet Project is a call to
action for the University and concerned
citizens everywhere to work together to
improve life on this planet,” said U of G
president Alastair Summerlee. “The
world is at a critical point, and the Uni-
versity of Guelph is uniquely positioned to
make a significant contribution... We
have the interdisciplinary expertise to
make a difference, but we need to accel-
erate the pace of change — we must
transform the way we are contributing to
make this a better planet.”

The campaign, which has already
attracted close to $88 million, will provide
the people and tools required for discovery
and for translating U of G innovation into
practical, useful applications, Burt said.

AT THE ECONOMIC DEVELOPERS ASSOCIATION OF CANADA’S
annual conference in Quebec City, the
Waterloo Region Manufacturing
Innovation Network or MIN was hon-
oured with a 2010 Marketing Canada

Award in the Digital Media –
Niche/Specialty Microsite category.

Launched in January of 2009, the MIN
(www.waterloomin.com ) provides free
tools to local manufacturers like an online
company directory, job board and expert
blogs. With over 750 members from
across the region, province and globe –
the MIN is a central online resource for
Waterloo Region manufacturers.

COVARITY INC., HAS RECEIVED an additional $2.3
million in investment funding from Busi-
ness Development Bank of Canada -
GrowthWorks, Tech Capital Partners,
VentureLink Group of Funds and
Ontario Emerging Technologies
Fund. The funds will be used to execute
the company’s growth plans to expand its
presence in the U.S. financial services
market.

“Over the past six years, we have seen
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attempt was made to change the power
balance between the so-called northern
and southern nations.

She loved the work but the position
was based in Toronto and involved
extensive overseas travel. Though she
was strongly supported by her husband
Michael on the home front, the commut-
ing and travel was too overwhelming.

She thus left and began the next chap-
ter of her career in a new position at the
United Way of Kitchener-Waterloo and
the Townships of Wellesley, Wilmot and
Woolwich as the Director of Planned Giv-
ing and Leadership Giving. She said she
“loved the diversity of constituencies that
United Way is involved with – business,
labour, non-profit organizations and peo-
ple from all walks of life.” She recalled
that United Way supported her early work
in Windsor and she has been a supporter
ever since.

In the mid-1990’s her husband Michael
decided to retire from his federal govern-
ment position and yearned for another
oversees experience. Things happened
quickly and following French language
training in Strasbourg, France, Hulene
and Michael became country directors
with Mennonite Central Committee in
Burkina Faso. They worked there for five
years helping to develop local leadership
and working with Ten Thousand Villages
to get new products into their stores.

Returning to Kitchener-Waterloo in
2003, Hulene took a position as Senior
Director of Government Relations and
Development at the University of Water-
loo. It was an exciting time when the uni-
versity began planning for the develop-
ment of their downtown Kitchener cam-
pus and focusing on the knowledge econ-
omy. She recalls working with then presi-
dent (and current Governor General)
David Johnston as especially gratifying.

She left that position in 2005 to help
launch the Lyle S. Hallman Foundation. A
prominent local entrepreneur and philan-
thropist, Hallman died in an automobile
accident in 2003. Montgomery describes
this organization as “an amazing
resource for the community.” It makes
grants in the areas of health, education
and children’s development, all special
interests of Hallman. In this role, she
sticks to her commitment of working with

“Hulene has spent her life
creating community that is both

expansive and inclusive.”

MAKING A DIFFERENCE

Covarity grow and transform the way
financial institutions manage their com-
mercial credit portfolios – becoming a
critical component of the success of their
clients,” said Andrew Abouchar, Part-
ner, Tech Capital Partners. “We are proud
of our ongoing contribution to their
progress and look forward to watching
Covarity take advantage of an extremely
exciting market opportunity.”

STEMMLER MEATS OF HEIDELBERG has been hon-
oured as one of the Top 100 Canadian
Food and Beverage Processors as listed in
the September 2010 issue of Food In
Canada magazine.

Stemmler’s has been recognized based
on the type of work it does in filling the
void of allergy sensitive meat products
and the sales growth it has experienced
over the last number of years. Stemmler
Meats celebrated its 25th Anniversary in
October.

THE WATERLOO CATHOLIC DISTRICT SCHOOL BOARD has
announced that David Eby is the Board’s
2010 Distinguished Graduate. A lawyer by
training, David attended Canadian Mar-
tyrs Catholic Elementary School in Kitch-
ener and is a 1994 graduate of St. Mary’s
High School. He is presently Executive
Director of the B.C. Civil Liberties
Association.

Recognized by Vancouver Magazine
as one of the city’s “Power 50” most influ-
ential advocates, David is the author or
lead editor of five publications on the
state of housing and social sustainability
in Vancouver. He has appeared frequently
in national and international venues,
speaking and writing on civil liberties.

THE GREATER KITCHENER WATERLOO CHAMBER OF COM-
MERCE has announced that nominations for
the 2011 Business Excellence Awards are
now being accepted. The following award
categories are available for nomination:
• Business of the Year (over 20 employ-

ees)
• Business of the Year (under 20 employ-

ees)
• Environment Award
• Innovation Award
• Michael R. Follett Community Leader

Award
• Non-Profit/Charitable Award
• Volunteer of the Year Award
• Workplace Training Award
• Young Entrepreneur of the Year Award
• Waterloo Regional Immigration

Employment Network (WRIEN) Award
See www.greaterkwchamber.com.

Deadline for Nominations is Friday
November 5th, 2010 at 5:00pm.

MTE CONSULTANTS INC. HAVE DONATED $10,000
towards the Market Square Skating Rink
/ Water Feature that is being built outside
Guelph’s new City Hall.

CANADA’S MINISTER FOR SCIENCE AND TECHNOLOGY,
Gary Goodyear, recently announced the
launch of the Graduate Enterprise
Internship initiative, the second in a
series of new funding initiatives FedDev
Ontario will deliver to build a Southern
Ontario Advantage.

The announcement was made at Agfa
HealthCare in Waterloo.

Goodyear said, “This program will sup-
port businesses and not-for-profit organi-
zations as they provide recent STEM (Sci-
ence, Technology, Engineering and Math-
ematics) graduates and current graduate
students with internship and structured
mentoring opportunities to help them
gain business and management knowl-
edge in a workplace environment. Busi-
nesses will also benefit from the technical
and scientific knowledge of students and
recent graduates.

“I invite all not-for-profit organizations
and post-secondary institutions located
in southern Ontario that currently offer
mentorship or internship programs for
STEM graduate students and recent grad-
uates of undergrad programs to submit
applications for this new program.”

Details about the Graduate Enterprise
Internship are available at
www.feddevontario.gc.ca; 1-866-593-
5505, or at info@feddevontario.gc.ca. Xwww.myvip.biz
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people to develop good proposals for
funding.

Asked about her motivation to do all
these things, Montgomery referred to the
“three F’s – faith, family and friends”. She
believes “we are all part of God’s world”
and caring for it and its people is at the
core of what she does.

She added her family upbringing, par-
ticularly the influence of her late mother
Annette, has been profound. “My mother
was involved with the YWCA in Cam-

bridge. We often hosted international
guests in our home. This gave me a win-
dow on the larger world,” she recalled.
“My grandmother took in other kids who
became part of our family. Our home was
always open to people.”

She also emphasizes that she could
never have accomplished all she has
without the abiding support of her hus-
band Michael, who shares her interests
and values. Daughter Heather and her
two grandchildren are also sources of
great joy in her life.

Finally, her varied paid and volunteer
jobs have left her with a wide circle of
friends around the world. She noted they
are a “great support and also a lot of fun.”

Community and organizational devel-
opment consultant Theron Kramer is one
of those friends. He has known Mont-
gomery for 30 years. He said, “Hulene
brings incredible vision and passion to
everything she does. She sees the big pic-
ture, but more importantly, works dili-
gently at using her wealth of community
knowledge and contacts to link people
and build networks that move the com-
munity forward in meeting the needs of
some of its most vulnerable populations.”

Another close friend, Spiritual Director
Margaret Nally, first met Hulene in the
early 1980’s at the Global Community
Centre. “The ethos of Global Community
has been a wonderful metaphor for how
Hulene moves in the world,” Nally
recalled. “Hulene has spent her life creat-
ing community that is both expansive
and inclusive.” In so doing, she is making
a difference in our local community and
in the global community as well.

MAKING A DIFFERENCE

Montgomery worked with the Mennonite Central Committee in Burkina Faso.

In 2005, she helped launch
the Lyle S. Hallman Foundation.

Montgomery describes this
organization as “an amazing
resource for the community.”
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MAKING A DIFFERENCE

If you have ever worked in community development
across Ontario or in Africa, chances are you’ve met

Hulene Montgomery. She thinks, but especially acts,
both locally and globally.

From her first jobs picking tobacco and working as a
lifeguard in her hometown of Ayr, Montgomery has
gone on to work in government, university and non-
profit settings leaving a remarkable legacy in the
process.

Currently the Executive Director of the Lyle S. Hall-
man Foundation, Montgomery has extensive experi-
ence working for agencies that have both granted and
received grants from a variety of private foundations

by BRIAN HUNSBURGER

continued on page 44

and government sources. This experience has rein-
forced one cardinal rule for her: “Programs that are set
up without consultation with those who will be the
end user of the funds are bound to fail.” She noted that
a recent publication of Grant makers for Effective
Organizations is titled “Do nothing to us without us.”

Montgomery started her career after graduating
from the University of Guelph working in Windsor
doing what she called “door-to-door community devel-
opment.” She founded an agency called Home Help. In
the early 1970’s she started an Opportunities for Youth
program in Essex-Kent-Lambton where she also set up
a grant-making process.

Following a stint with a Federal Government
employment support and small business development
program in Toronto, she ended up in Kitchener-Water-
loo in 1977, working for the federal Local Initiatives
Program (LIP).

Regional Chair Ken Seiling first met Montgomery
around that time when he worked as Director of the
Wellington County Museum. “Hulene is the kind of
person who is not a blocker, but a facilitator of good
work,” he recalled.

In the late 1970’s immigrants from south-east Asia
were flooding into Canada. “Waterloo Region spon-
sored more families than any other community in
Canada,” Montgomery noted with pride.

She moved into a refugee liaison position and
helped establish a coordinating committee in coopera-
tion with Kitchener-based Mennonite Central Commit-
tee of Ontario (MCC). “I loved that job,” she recalled. It
was her first, but not last, experience working with
MCC.

While volunteering at the now defunct Global Com-
munity Centre, then Executive Director John Van Mos-
sel encouraged her to apply for a George Drew Com-
monwealth Award that matched people and projects in
various Commonwealth countries. Through this
process she and her husband Michael Graham and her
daughter Heather ending up working with CUSO in
Marpong, Botswana, from 1982-1985. Their job was to
help set up a knitting factory to replace South African
imports that were banned because of trade sanctions
against the apartheid regime.

Upon returning, she soon found herself Executive

Director of the local YWCA that was struggling at the
time. In her tenure there from 1986-1989 the agency
shifted its focus to concentrate more on social issues.
She recalled working with an outstanding board that
made this transition possible.

From there she took a job with the Anglican Church
of Canada as Director of the Primate’s World Relief and
Development Fund. The focus of her work was in
human rights advocacy in 60 countries where an

In the late 1970’s immigrants from south-east Asia were flooding into Canada.
“Waterloo Region sponsored more families than any other community in Canada,”

Montgomery noted with pride.

BRINGING THE GLOBAL
COMMUNITY HOME
Hulene Montgomery has had a remarkable career
building community both locally and global
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