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Big changes are ahead for the iconic Brick Brewery property on King
Street in UptownWaterloo. Scott Higgins, President of HIP Developments,
who owns the property at 181 King Street S. has officially announced the
building will now be a condominium with sales launching as early as this
summer. “We had been debating between a rental apartment building or
condominium in terms of what was most suitable for the property but
ultimately the strength of the location and overwhelming feedback from
local buyers led us to condominiums”, explains Higgins. The change will
now enable those looking to buy or invest in Kitchener-Waterloo’s
emerging condo movement an opportunity to purchase in what is
expected to be one of the most significant condo developments ever
envisioned in the Region. The building, which is taking inspiration from
trendy hotels and urban hotspots in cities like Toronto, Vancouver, San
Francisco and Miami will be the first condominium building in the area to
offer an outdoor pool and rooftop lounge atop its 6th floor terrace as well
as a host of other amenities that will provide all of the comforts of home
and a wide-array of technological features that promise to make life
easier, if not a lot more fun.

Among other features being planned for the building are electric vehicle
charging, car share programs, keyless suite entry, advanced home
automation from the likes of Apple and Amazon, co-working space built
into the building with unlimited usage for residents, and arguably one of
the coolest of all: the ability to order room service to your suite or to the
rooftop pool deck directly from the restaurant & brew pub planned for
the building’s main floor. The features are intended to create a modern
building with cutting edge technology, something that Higgins feels has
been missing in the area, “especially given our position as such a design
and tech-centric community” he comments. “We’re expecting a diverse
mix of individuals in the building. Everyone from urban professionals, tech
executives and other progressive locals looking to capture the
convenience of condo living while taking advantage of all the amenities
this location has to offer.”

Jeff Gibson, Co-Founder and Broker of Record at Condo Culture, a
locally-based real estate and design company who specializes in
condominiums and who has been engaged to provide sales, marketing
and interior design for the project says “the building will be a game

BIG CHANGES
PLANNED FOR
FORMER BREWERY SITE

UPTOWN WATERLOO

changer in the local condominium market”. “We’re working on some
pretty amazing stuff right now with the team at HIP (Developments)”,
comments Gibson. “The features being integrated into this building are
definitely far beyond what we have seen to date in other local buildings
and it is sure to create a very compelling opportunity within the local
condo market.” “We’d love to take credit for it”, jokes Gibson, “but truth
be told many of the features and amenities being integrated are exactly
what many of our clients have been asking us for and it’s exciting to see
a developer take notice of these trends and integrate them into such a
landmark development”.

The property itself, which is located between King Street and Caroline
Street in Uptown Waterloo, is home to a number of recently built
condominiums including the Bauer Lofts, RED Condominium, 144 Park
and the currently under construction Caroline Street Private Residents.
These developments as well as the hundreds of new residents that now
call them home are continuing to help pull even more amenities to the
neighbourhood. Local and longstanding independent grocer Vincenzo’s is
located right around the corner as well as numerous restaurants, cafès
and boutique shops all within walking distance from the building.

The property is also uniquely situated immediately between the region’s
new north and southbound LRT (light-rail transit) lines giving future
residents the ability to quite literally step outside their front door and
take the train to various parts of Uptown and the universities to the north
or go south and commute within minutes to Downtown Kitchener and the
area’s Innovation District. “There are lots of great areas within our local
cities to call home”, comments Gibson, “but if you’re looking for
something to live in or invest in that is truly walkable and close to
everything, this location is hard to beat and for that reason remains one
of the most livable urban areas of our Region”.

Sales for the project are expected to start this summer with construction
to commence shortly after. To register for future updates and to learn
more about this project visit www.181King.ca.

HIP DEVELOPMENTS
www.hipdevelopments.com
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In this issue,
Exchange maga-
zine highlights

family business in
Waterloo region,
especially focusing
on the Centre For
Family Business,
celebrating its 20th
year. We talked to
the founders of the
o r g a n i z a t i o n ,
exploring the rea-

sons they banded together, two
decades ago. It turns out, their reasons
then are still the main reasons that
family businesses need the CFFB today.

We also feature the venerable Water-
loo Region social service organization,
“House of Friendship.” It may have
started as one single house, but today,
its 20 programs are making a difference
in every part of our region, and their
work is crucial – especially as they fight
on the front lines of the battle against
opioids.

I was intrigued to discover that a sig-
nificant amount of its support comes
from family businesses.

I was also intrigued by a secondary
theme that emerged from many of the
interviews we did: the role of high tech
firms in the greater community.

Some leaders of the family business
organization wonder if there is a viable
connection with new tech companies –
which may not be family businesses in
the traditional sense, but because of the
intense relationships inherent in a start-
up, may actually function like one, and
might benefit from lessons learned in
family businesses. So will there be a
link forged there?

And then there are the comments
that suggested that local high tech com-
panies don’t think “local” – that they are
not active supporters of social services,
arts or culture, in this community. As
one long-time local businessman told
me, there is a responsibility inherent in
living and earning money here. This
feels like a story that has yet to unfold –
stay tuned.
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THEIR LEGACY
LIVES ON
BY PAUL KNOWLES

Five founders tell the story of the origins
of the Centre For Family Business

The Centre for Family Business is celebrating its 20th
anniversary this year. The CFFB is in good shape, with
a strong membership and effective programs. And its

65 current member businesses seem to have nothing but
praise for the organization as it enters its third decade.

Included among those 65 are five businesses that have
been part of the CFFB from the very beginning. And the
business leaders who are part of that original group have

very clear memories of how it all began. They say that it
really comes down to two people, both now deceased. Jim
Erb, one-time partner in of Erb & Good Funeral Home in
Waterloo, and now a part-time staffer there, told Exchange,
“Peter Hallman and Milo Shantz were the two people
involved in getting this going. Milo had the vision. Peter took
the bull by the horns and made the thing happen.” Peter
Hallman passed away in 1999, in a motorcycle accident (see
sidebar); Milo Shantz died in 2009. But in the CFFB – and in
business enterprises and philanthropic organizations across
the region – their legacy certainly lives on.

The “original five” companies that are still part of the
CFFB include Bingemans, Riverside Brass, Key Brand Foods,
D.H. Jutzi Ltd., and Erb & Good. Lawrence Bingeman
remembers the phone call from Peter Hallman that drew him
into the mix. “He was the driver,” says Bingeman. “He con-
tacted me. He’d been chatting with Milo; Milo gave him
some encouragement. It was Milo’s comment that got the
whole ball rolling.” And at that early point, says Bingeman,
“John Fast got involved as well.”

John Fast holds a PhD and is now the expertise behind

“Family Business Doctor”. In 1997, he conducted a seminar
on succession planning at Conrad Grebel College; Milo
Shantz was in the audience.

Everyone involved with the CFFB – from the earliest days
to today – will tend to agree that succession planning is the
biggest challenge that family businesses face. Fast says,
“After that seminar, Milo and Peter sat me down and said,
‘John, can you help us. This is the biggest issue we face.”
The three men began to formulate a plan that came together
very quickly, as the Centre for Family Business was born.

Fast became executive director, a position he held for
seven years. Dave Schnarr succeeded him in 2005, and
remains in the role today. Peter Hallman was the founding
President of the CFFB; after his death in 1999, Jim Erb
assumed the Presidency. He was succeeded by Barney
Strassburger, who now heads Key Brand Foods and an
investment company that owns 35 properties. He is a long-
time force in the food industry, whose family business once
owned 101 Kentucky Fried Chicken, Taco Bell and Pizza Hut
restaurants.

“Peter Hallman and Milo Shantz were the two
people involved in getting this going. Milo had the
vision. Peter took the bull by the horns and made

the thing happen.” – Jim Erb

COVER STORY

Family business visionary, the late Milo Shantz.

CFFB founding executive director, John Fast.
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Strassburger was also originally recruited by Hallman.
“Five us of started to have a meeting once a month,” he
remembers, “and we kept inviting people in… Peter wanted
to talk about the common problems and experiences of fam-
ily ownership.” Strassburger is quite forthright; he explains
that family businesses can be fraught with conflicts that
need to be resolved. In his words, “None of us really had the
best time with our fathers.”

As the family business members started to talk together –
for many, a unique experience, given the fact that working

with family members can leave you somewhat isolated from
the larger world – they discovered that their “issues were the
same,” says Strassburger.

Riverside Brass was founded by Ervin Steinmann in 1966;
it became a family business in 1980, and today – 17 years
after Ervin retired – the business still includes family mem-
bers, President David Seyler, Vice President Doug Stein-
mann, and director Susan Seyler. David Seyler says that the
CFFB has been an invaluable resource. Family businesses
face challenges unique to that situation, and Seyler says it is
immensely helpful “to share with others who are facing the
same challenges.” He says the organization helps its mem-
bers “sort out priorities between family and business.”

Seyler says “one of the strengths of the organization is the
family business stories” that are part of each meet-

ing. Strassburger points to another longstanding feature of
the CFFB – the “roundtables.” These are groups of 10 busi-
ness people that “share experiences with other family busi-
ness members. Roundtables are really good. We help each
other through family experiences.” Strassburger says that
no one tells anyone what to do; instead, they respond by
saying “in my experience,” simply telling their own stories.

D.H. Jutzi Limited is a fuel distribution company based in
Stratford, founded by David Jutzi in 1953. His three sons –
Dean, David and Brian – have carried on the company, and
added facets to it, including a water treatment division and a
gas bar in Ayr. Dean, treasurer of the company, has been“Round tables are really good.We help each other

through family experiences.” – Barney Strassburger

Barney Strassburger is shown with a portrait of his late father, Barney Sr. The younger Strass-
burger still has the tie shown in the painting.

Riverside Brass founder Ervin Steinmann, right, is shown with current president David Seyler.
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most involved with CFFB, serving as volunteer treasurer for
many years. He echoes the words of the other founding
members: “Oh, we had challenges.” Among them? Not sur-
prisingly, succession planning. The second generation was
not the issue – Jutzi says “The three of us have different
areas of expertise, so you didn’t have three brothers fighting
over the same job.” The issue now is that, although two
third-generation family members are employees, neither is
interested in ultimately owning and operating the compa-

ny. “The third generation looks at how hard the first and
second generation worked and says, ‘I don’t want to do
that!’”

Jutzi says that everything offered by the CFFB has been
useful, from its origin to today. “We always learn something
from the speakers.” More specifically, “We used CFFB as a
transition for my parents to the next generation.” Prior to
joining the family firm, Dean Jutzi, a CPA, worked with an
accounting firm that specialized in family businesses, and he
says he continually saw the value of an organization like
CFFB. Lawrence Bingeman – who continues to be involved
in Bingemans, the burgeoning entertainment enterprise now
headed by third generation Mark Bingeman – explains the
initial attraction of CFFB. “I recognized,” he says, “that I can’t
do this alone.” Lawrence and his brother Jonas ran Binge-
mans (founded by their parents) until Jonas passed away in

1993. That left Lawrence feeling very isolated. “I wished I
could talk to somebody… and then, here was this thing that
presented itself.” He says that the founders of CFFB brought
instant credibility to the organization, because of their expe-
rience, and also, their level of success. “The dollars repre-
sented there that day were humongous!”

Dave Gascho – a Bingeman brother-in-law – has been a
CFFB director since 2011. He is not only connected with
Bingemans, he also owns another family business, Gascho
Automotive Limited. He has high praise for the resources
CFFB offers to family businesses – “the meetings, the semi-
nars, the events, the small groups available to all members.
It’s a tremendous resource for personal growth as well as a

“Our CFFB is still one of the largest in
North America, in terms of attendance.

It’s very significant.” – John Fast

COVER STORY

Bingeman family members Mark Bingeman (left), Lawrence Bingeman and Dave Gascho.

Jim Erb was the second
President of the Centre

For Family Business
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place to bounce off an idea in a confidential forum.” Jim Erb
can actually quote some of the advice he recalls from CFFB
speakers. For instance, “You have to treat a family business
like a precious family heirloom…. Look after it, maintain
it.” Like his colleagues, Erb found the CFFB a place where
he received support and encouragement and, particularly,
the realization he was not alone. “We wanted to be with like-

minded people. We learned that we were not the only ones
dealing with the same problems. We were sharing the same
kinds of issues and concerns that were popping up every
day.” The CFFB, says Erb, “was the best thing that ever hap-
pened to us in terms of being aware of these issues and how
to address them. It was a real gift.”

Barney Strassburger says that members learn a great deal
about a wide variety of issues including, of course, succes-
sion planning, but also estate planning, wills, operational
issues, conflict resolution. They learn from guest speakers,
and from the professional “sponsors” who are affiliated with
the CFFB, but most importantly, they learn from each other.
CFFB members are experts through experience; most impor-
tantly, adds Strassburger, “They’re friends.”

Founding executive director John Fast says that these
kinds of personal connections can make it easier for compa-
nies to follow the example of others. “People have to be
ready to make changes. There has to be a readiness, first. It’s
important to help them get over their fears, and that’s the
deepest part of the peer support” offered by fellow members
of the CFFB. Fast also points out the value for dollar invest-
ed in the organization. “The family business centre became
an inexpensive way to support families in terms of peer sup-
port.” Not surprisingly, it has thrived. Fast says “Our CFFB is
still one of the largest in North America, in terms of atten-
dance. It’s very significant.”

“It’s a tremendous resource for personal
growth as well as a place to bounce off

an idea in a confidential forum.”

All remaining founders of the Centre For Family Busi-
ness echo the same refrain: Peter Hallman was the
driving force that brought the CFFB to reality. The

original vision came from regional business icon Milo
Shantz (who passed away in 2009), but “the driver” – in the
words of Lawrence Bingeman – was Hallman, also the
founding president.

So when Peter Hallman was killed in a motorcycle crash
in 1999 – only two years after the CFFB was formed – it was
a tremendous shock. Bingeman recalls the exact event –
June 22, 1999. He and founding executive director John Fast
were awaiting a meeting with Hallman at the Waterloo Inn.
Instead, they received a call from funeral director Jim Erb –

ironically, the man who suc-
ceeded Hallman as CFFB
President – telling them of
the fatal accident.

Jim Harper, now with the
RaeLipskie Partnership, was
with BDO at the time. He
recalls a phone call from his
friend, Peter Hallman, who
insisted BDO should be the
first sponsor of the CFFB,
then based at Conrad Grebel
College. Harper agreed to
meet Hallman and Fast on
the morning of June 23 – and
instead, arrived to learn of
Hallman’s death.

The loss of their leader could have been a terminal blow
to the organization; or, Hallman’s co-founders could have
decided to build on their friend’s legacy. They opted for lega-
cy, and 20 years later, a thriving CFFB is testimony to Hall-
man’s inspiration.

Hallman was 48 years old when he died in the accident,
in north-eastern Ontario. He was a motorcycle enthusiast,
who loved riding the open roads. He was survived by his
wife, Brenda Snyder, and five children.

He was president of Hallman Eldercare, which operated
retirement homes in the Region, and was operating officer
of the Hallman Group of Companies.

He was one of the leading philanthropists in the KW com-
munity. The year he died, he was chair of the KW Communi-
ty Foundation, as well as the CFFB; director, coach and
organizer for the Breslau Recreation Association; and volun-
teer in several roles at the Breslau Mennonite Church. Hall-
man had also been chair of the K-W Hospital Board, United
Way Board Member, and an enthusiastic sponsor of the
Waterloo Hallman Twins Senior Fastball Team.

Bingeman says, “He was such a great guy; Mr. Sports!”
And, like Erb, Harper and dozens of others, CFFB found-

ing executive director John Fast remembers Peter Hallman
simply as “a good friend.”

LOSS
OF THE LEADER

Dean Jutzi, long-time CFFB treasurer.

Peter Hallman died in a 1999 motorcycle crash

xx
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when he joined the board – which he
did on the premise that “You really do
get out of something what you put
into it. For the first couple of years [on
the board] I learned more than I gave.
I brought that technical component to
the board that everyone felt was use-
ful, but they brought all that other
intangible stuff that I soaked up.”

He sees growth potential for the

CFFB. “We have lots of opportunity to
continue to become much more rele-
vant to businesses as we grow into
the next decade

Sheila Hannon, of Systems Plus – a
Baden-based family business that is
manufactures and distributes analyti-
cal testing and quality control supplies
– is the immediate past president of
the CFFB.

Hannon is equally optimistic about
the future of the organization. She
told Exchange, “CFFB has been

There are plenty of statistics that indicate a strong future for the Centre for
Family Business – its solid membership, totaling 65; the fact that the CFFB
is celebrating its 20th year; the reality that the Waterloo-region based

CFFB is “one of the largest in North America,” according to executive director
Dave Schnarr.

But perhaps you only need to look as far as the organization’s new president,
Don Linders, of Georef Systems, to see that the future is rosy. Because Linders is
not a typical CFFB member, although with his wife, Janice, and a close-knit team
of employees, he certainly has a family business. What’s unique and hopeful
about Linders is that Georef is a high tech company – and that’s a new frontier
for CFFB.

What’s also intriguing about Linders is that he joined the CFFB in the early
2000’s – and quit. A few years later, he realized what he was missing, and signed
back on – and today, he is the volunteer President of the organization.

He told Exchange that during the hiatus from CFFB, he realized, “I’m not get-
ting that support, I’m not getting that teaching any more. I needed that.”

Linders says, “We were growing, things were popping up that I hadn’t seen
before.” He found answers simply by “going to the CFFB and listening to people
speak and watching other people do what they do…”

He sums up the benefits: “Life long learning is a thing, in my opinion.”
Georef Systems is a company that, in Linders’ words, “does one thing and

does it well.” That single focus is “student transportation planning software…
route planning of school busses,” and Georef serves clients in Canada and the
US, owning more than 80% of the business in Ontario.

He says, “I don’t know of too many family businesses that are in the high tech
industry. The dynamic of this company is a little different: we’re not venture cap-
ital based, we’re family-based.”

But his tech background was more than welcomed at CFFB, and especially

“Life long learning is a thing,
in my opinion.”

A “Hidden Gem”
CFFB reaching out to younger members, tech community

COVER STORY

Sheila Hannon and her daughter, Gina Ruttan



around for 20 years, and we’re cele-
brating with special events during this
coming year. I think CFFB will be
around for a long time – small busi-
ness is really the lifeblood of our
economy and actually becoming
more important. As long as CFFB

remains responsive to its members’
needs, it can continue indefinitely to
help entrepreneurs create successful
and long-lasting businesses. “

She believes that the organization
meets a unique need. “One of the
most important reasons for joining
CFFB is to be with a group of people
who are also focused on entrepre-
neurship – in particular, family busi-
ness. CFFB has a wide range of family

WE’RE GOING TO DO IT
ONCE AND WE’RE GOING
TO DO IT RIGHT

DETAILS
MATTER
NEVER COMPROMISE

Q U A L I T Y
GIVE BACK TO YOUR 

C O M M U N I T Y

www.sgcunningham.com

General Contractors     Construction Consultants     Project Managers

“We always come away with
some nuggets of knowledge –
and spend the trip back to the
office discussing how best we
can apply it to our company.”
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businesses — entrepreneurial enterprises, encompassing family-based values.
Definitely, there is the traditional nuclear family, but we’re also seeing multi-
generational, friends as partners, and larger enterprises that began as smaller
family enterprises.”

Hannon echoes Linders’ comments about the “life long learning” benefits.
“Most small business owners don’t have time for lengthy seminars, or funds to
hire consultants. The guest speakers at each meeting provide insight into the

COVER STORY

New CFFB President Don Linders and his wife and business partner, Janice.
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different aspects of running a success-
ful business. We always come away
with some nuggets of knowledge – and
spend the trip back to the office dis-
cussing how best we can apply it to our
company.”

And she stresses that guest speakers
are not the only sources of key infor-
mation. “My husband and I have
learned a great deal from two sources
at CFFB: other business owners
who’ve been there, done that, and from
informal chats with members who are
sponsors and advisors of the group.
When you’re a small business owner,
it’s rather intimidating to determine
when you need outside expertise and
then to approach a firm. You don’t
know who to call or what you really
want done. At CFFB, you have a chance
to meet people who work at these firms
– get to know them as people, under-
stand what their area of expertise is….
We’ve worked with several of the advi-
sors and sponsors who are at CFFB –
and it’s been a very beneficial experi-
ence each time.”

Hannon argues that CFFB can also
be very relevant to members of the tech
community even if, as Linders stated,
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most of them are not traditional family
businesses. “There definitely is a role for
CFFB with the tech community in
Waterloo Region… The tech community
is today’s version of the traditional
mom-and-pop enterprise. The owners
may not be related by blood, but they
are tied together by bonds of respect,
shared experiences, and a passion for
the product or service they are develop-
ing or have developed… Technology is
where it’s at today. And don’t forget, our
current members are embracing tech-
nology – constantly updating and incor-
porating technology into their process-
es.”

Dave Schnarr is the executive director
of CFFB. He points out that “the per-
centage of family businesses in North
America is huge.” But he admits that
the traditional family business model is
less prevalent in the tech community – a
key sector in Waterloo region.

Schnarr suggests that some of the

role played by CFFB is available to tech
companies through organizations like
Communitech, but he also believes tech
companies could benefit through
involvement in the CFFB.

That doesn’t mean sweeping changes
are coming to the CFFB. “We surveyed
our members,” says Schnarr, “and they
loved what we are doing, but we’re
always looking at new things.”

Hannon applauds that direction.
“CFFB has changed over the years, and
will continue to change…. But what I
hope will remain constant is our focus
on the needs of our members – our
sponsors, advisers and business mem-
bers. CFFB offers education and support
so we can learn and grow as entrepre-
neurs in a risk-free atmosphere.”

Schnarr mentions a theme common
to every discussion about family busi-
ness – and the value the CFFB brings:
succession planning. He cites a PWC
survey that indicates that “43% of family

firms do not have a succession plan in place.” Perhaps equally sobering, “only
12% of family businesses make it to the third generation.”

Schnarr adds that present-day second generation family business owners are
facing unique challenges, as well – “They’re taking on the business, running it,
they have a young family, their spouse might be working in another place, their
kids may be into sports… they have a lot of pressure on them.”

So the CFFB is development programs specifically for second generation
owners.

A frequent comment from members – whatever generation they represent – is
that they felt alone until they found the CFFB, a safe place to share confidences,
learn from others, and feel peer support.

Hannon says, “CFFB is perhaps one of the little-known gems in the business
community.” x
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nesses make it to the third gen-
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As we interviewed the founding members of the
Centre For Family Business who are still involved
with the organization, Exchange magazine took the

opportunity to bring out a crystal ball, and ask each of
them for a comment about the economy over the next
few years. Will it be good news or bad, bulls or bears?

Perhaps not surprisingly, their
responses were mixed – although
leaning somewhat toward the opti-
mistic.

Barney Strassburger, of Key
Brand Foods, was perhaps the most
bear-ish. This veteran of the food
industry kept his prediction simple:
“I believe that every 10 years, there
is a recession, from 1969 to 2009, and I believe it will
happen again.”

Strassburger was looking at the big picture; some local
leaders focus more on the Region’s economy. Mark
Bingeman, third generation leader of the Bingemans
entertainment empire, says “The Region is growing. We
have a very unique microcosm… this region is the expres-

Bulls or Bears, or a
bit of both
Mixed reaction on economic predictions from veteran family
entrepreneurs

sion of what an entrepreneur is, and Bingemans’ success
mimics that of the region.”

But Bingeman sees challenges ahead. “We’re in the
shadow of Toronto. Sometimes, that’s not a bad thing – it
presents us with a lot of great opportunity. But the chal-
lenge we’re going to have, once we’ve established our-
selves, and once everything recognizes the significance
of our region, is how we play on a national and interna-
tional basis.

David Seyler is President of Riverside Brass, a foundry
whose clients are 80 per cent US-based. He says that
even under the current American administration, “As far

as the economy goes, not a lot will
change between Canada and the
US.”

That may be good news,
although, “As the US goes, Canada
will go.” However, “For the next
two to three years, it looks like the
status quo,” he says.

Lawrence Bingeman is not wor-
ried at all. “I am entirely optimistic,” he says. “We’re
going to have some pitfalls, but we in this region are
very blessed to have three universities and colleges. With
the infrastructure being built here now, it’s going to
improve the whole area.” He categorizes “our business”
as “the playground for the techs.”

Dave Gascho, of Gascho Automotive Limited, agrees.

“We’re going to have some
pitfalls, but we in this region are

very blessed to have three
universities and colleges.
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“I’m also optimistic.” In terms of his
own business, he says, “I think
there’s a good opportunity to grow
in a mid-to-upper level quality of
vehicle and service.”

Dean Jutzi, of D.H. Jutzi limited, in
the fuel business, says that what he
sees as over-regulation as a deter-
rent to economic growth in his
industry. “The thing that changes,
especially in the fuel industry, is reg-

ulation. Every few years some gov-
ernment body finds a way to make
every gas bar spend $30,000 to stay
up to date.” He points to changes
that raised the cost of a delivery
truck from $125,000 to $300,000.

Jim Erb, former partner in Erb &
Good Funeral Home, brings a
unique perspective to the question.
He now works part-time as a self-
described “greeter” at the funeral
home, and devotes most of his
attention to volunteer work, espe-
cially as a fundraiser for community
organization. Asked about the econ-
omy, he says “I think we’re still in a
transition here” in Waterloo Region,
moving from manufacturing to a
tech-based economy. “I think we’re
going to be okay,” he says, “but
we’re still in a pretty major shift.”

And for Erb, that shift has an
impact beyond financial results. He
looks at the apparent lack of com-
munity involvement and support for
social service and cultural programs
in the community. “What concerns
me is how hard it is to connect
these [tech industry] people to the
community. We have to learn a new
way of engaging people in the com-
munity.”

J U L Y / A U G U S T 2 0 1 7 | 15

“The Region is growing.
We have a very unique

microcosm… this region is the
expression of what an
entrepreneur is, and

Bingemans’ success mimics
that of the region.”
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Bankstyle Shuffleboard Tables
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• Free parking at the door! 

519-745-4053
Mon-Fri 10:30 - 6 • sat 11-4
www.jamiesonsbilliards.com
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Indoor/OutdoorSee Us for:
• Pool Table Sales, Service, 
Supplies and Accessories

• Recovering and Refurbishing
• Billiard Table Lights 
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Equipment,
Cabinets &
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• Delivery

Capitalizing on the
Change in SME Ownership 

Langdon Hall 
October 18th 2017

With  aging  owners,  over  the
next 5 years,  demographics
alone will drive an unprecedented
change in ownership in the 
medium sized business sector.

The symposium provides practical
tools  for  proactive  planning
and examines  opportunities  
for  both buyers and sellers.

This  half  day  session  will  be
of interest to owners of businesses
with  an enterprise value of at
least $3 million.

www.rincroft.com

For more information contact
Carson O’Neill at

coneill@rincroft.com
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Beauty attracts.
Beauty takes effort. 
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CENTRE FOR FAMILY BUSINESS
2017 AWARDS AND MILESTONES
Family businesses were honoured for longevity milestones at the annual Centre for Family Business Gala. As well, shown above, long-
time treasurer Dean Jutzi, right, was presented with the Leadership Award by CFFB board member Scott Wagler.
Photos on opposite page: Top row, from left: Dana Shortt (right) – Dana Short Gourmet, 15 Years Award, presented by Michelle Hundt-
Tupman of Great Canadian Holidays & Coaches; (from left), Tim Weber and Robin Near - T. Weber Company 45 years, presented by
Jon Rohr of Exchange Magazine; Derek Hori (left) and John Rose (right) - Oak Bridge Holdings Inc. 15 years, presented by Dave
Gascho of Gascho Automotive.
Second row, from left, John Chambers, Francine Chambers, Carinne Chambers Saini and Rick Saini – Diva International 15 years, pre-
sented by Sabrina Fitzgerald, PwC; Dave Walden, left, TW Properties 35 years, presented by Scott Wagler, Josslin Insurance Brokers.
Third row, from left, Jenny Knapp, Lauren Knapp, Kevin Schwartzentruber, Donna Schwartzentruber, presenter Dean Jutzi of DH Jutzi,
Jim Knapp, Amanda Knapp, and Graham Taylor, of Knapp Fasteners 30 years; Amberlea Melloul and Joel Melloul – Melloul-Blamey
Construction 35 years, presented by Sheila Hannon of Systems Plus.
Fourth row, from left, Shirley Flanagan and Dan Flanagan – Flanagan Foodservice Inc. 40 years, presented by Donna Schwartzentru-
ber, Knapp Fasteners; Nancy Thompson and Bob Thompson – Hammond Power Solutions 100 years, presenter (left) Paul Drouillard of
DSK.

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

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 as-
sociations. Since 1997, CFFB has been delivering relevant educational programs and providing the necessary support that allows families to achieve their enterprising goals, ful-
fill their dreams and strengthen their families. Centre for Family Business 2017/18 Staff and Board of Directors -Photo l-r Stephanie Rose, Donald Linders, Rick Baker, Dave Gascho,
Sabrina Fitzgerald, Donna Schwartzentruber, Paul Drouillard, Dave Schnarr, Sheila Hannon, Jon Rohr, Michelle Hundt-Tupman, Scott Wagler, Dean Jutzi, missing is Richard Jaques

SUPPORT - ENERGIZE - EDUCATE

CFFB Fall 2017 Family Business Program

Friday September 29, 2017 (breakfast event) 
Daphne McGuffin shares her thoughts on 
Creating a Sustainable Saleable Business

Friday October 28, 2017 (breakfast event) 
2nd Generation panel gets into 
Continuity Planning, The Next Generation’s View

November 24, 2017 (breakfast event) 
Dave Howlett from Realhumanbeing.org speaks on
Breaking Down Silos & Changing Behaviors

For more information call 519•749•1441 or visit www.familybiz.ca

PPllaann  ttoo  aatttteenndd  oonnee  ooff  oouurr  FFaallll
22001177  FFaammiillyy  BBuussiinneessss  SSeemmiinnaarrss

CCeennttrree  ffoorr  FFaammii llyy  BBuuss iinneessss  ssttaaffff   aanndd  22001177//1188  BBooaarrdd  ooff   DDiirreeccttoorrss
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It just takes two numbers to make you understand how
special the Kitchener Blues Festival really is. To quote
artistic director Claude Cloutier, “This year we have 86

shows at the festival. And 83 of those are free.”
From August 10-13, the only ticketed shows are the acts

in the fundraising concert on
the Thursday night. From then
on, everything  is free. Blues
Festival President Rob Barkshire
says, “We want to focus on our
artistic presentation; we truly
believe that the product of the
festival is what we put on the
stages.”

It’s not easy, running a major
festival that it almost entirely free. Estimated attendance is
140,000 – which organizers term “a small city within the
city.”

The key sources of revenue are grants and sponsorships –
and the volunteer board goes out of its way to honour those

supporters.
Barkshire acknowledges that the income from attendees

is unpredictable. “There are a lot of unknowns with the festi-
val. Is the weather going to be great? If it’s great, people
come out, if they come out, they spend. If they spend, we
meet our budget numbers, and if they really spend, we go
above and beyond that a bit.”

But he’s thrilled that heading into the 2017 Bluesfest, “Our
grants committee has exceeded their budget, a little bit. And
our sponsors once again have come to the table. So that’s all
a little bit ahead of the curve, too. We’re feeling pretty
buoyed from a financial perspective. “

A lot of the budget goes to the musical acts. Says Bark-
shire, “Claude has done a stupendously great job. He’s got a

significant artistic budget.”
Financial considerations

have caused a change in
administration. For several
years, local bluesman Rob Dey-
man has been employed as
executive director of the event,
but the board decided to return
to an all-volunteer operation.

This year, Deyman is
involved in two other ways – he is the recipient of the Mel
Brown Blues Award, and Cloutier has booked what he terms
“a Rob Deyman retrospective,” which has Deyman playing
five gigs during the festival.

Barkshire says that the change back to a fully volunteer

BLUESFEST READY
TO ROCK & ROLL
Sponsors, musicians, volunteers and “a small city” of patrons
create Kitchener’s “signature event”

BY EXCHANGE MAGAZINE

“We always pride ourselves that we’re 
blessed here with local talent. It’s remarkable. 
Fifty per cent of our artistic lineup this year is
from the Waterloo Region… We believe in 

showcasing our local talent.”

QUALITY 
CONSTRUCTION.
SOLID VALUE.

Industrial – Commercial – Design-Build – Project Management

GranVal Construction Inc. is a design-build firm that focuses on innovative 
approaches to new construction technologies, products and methods, with an
emphasis on energy efficiency and environmental responsibility, resulting in

what are more efficient, more creative and more effective buildings.
35 Lingard Road, Unit #3 
Cambridge, ON, N1T 2H4 

www.granval.ca 
Tel: 519-621-2970 
Fax 519-621-1136
Email: granval@granval.ca

Design-Build
General Contracting
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operation “came down to financial structure and sustainability. Festivals lately
have had a hard time with sustainability, coupled with a very strong US dollar
compared to the Canadian dollar, which for a blues festival in particular is tough,
tough, tough. US acts don’t change their rates just because our exchange rate
went wonky. So there were a lot of financial pressures, and we have a duty to
sponsors and our granters to manage our finances.”

Cloutier points out that, “You can’t have a blues festival without American
artists. It’s an American art form. And we budget for that.”

The organizers are thrilled with their line-up this year, which includes “a tri-
fecta”. Says Cloutier, “This year, we’ve got Bobby Rush, the 2017 Grammy win-
ner. Paul Reddick, a 2017 Juno winner, and the Living Blues Award winner, Lur-
rie Bell. “The line-up also includes Michel Pagliaro, Booker T. Jones, and a cast
of… well, a lot of talented people. The Festival offers a fantastic mix of talent,
from across Canada, the U.S. and even Australia, but Cloutier notes, “we always
pride ourselves that we’re blessed here with local talent. It’s remarkable. Fifty per
cent of our artistic lineup this year is from the Waterloo Region… We believe in
showcasing our local talent.”

Barkshire stresses the importance of striving for the highest quality in all areas
of the Festival. “The money we invest in the stage production is critical. You can’t
bring in top acts and put them on a lousy stage with a lousy sound system. So

we’ve had a long partnership with
Sherwood Systems, who do a fantas-
tic job year after year.”

Cloutier and Barkshire have noth-
ing but praise for the Festival’s spon-
sors, from the largest to the smaller
sponsors. 

Title sponsor is TD; the stage at the
City Hall is branded the YNC Stage;
OLG sponsors the stage in Victoria
Park. Barkshire adds, “The City of
Kitchener has stepped up over the
past few years.”

Barkshire says, “There’s no way
that this festival could exist without
the sponsors. They’re a critical com-
ponent to our financial model. We do
things for the sponsors. We situate
them in specific areas. We do
research during the festival, and peo-
ple do show that they recognize the
sponsors. It’s great value in terms of
brand recognition for them, and they
get to be part of what we think is the
signature event in Kitchener.”

Cloutier adds, “We’ve been to a lot
of Canadian blues functions, and our
brand is good.”

One other element that makes the
brand so good is the volunteer contin-
gent of over 400 people. Barkshire
says, “It would be impossible without
the volunteers.”

Both men have been asked, more
than once, “How do you guys do it?”
There’s a short answer – they don’t. It
takes 400 volunteers, 86 musical acts,
dozens of sponsors and 140,000 enthu-
siastic patrons to make it happen.
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Rob Barkshire, left, and Claude Cloutier of the Kitchener Blues Festival.

x
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border to visit customers or attend trade shows will likely
be considered to have a US trade or business.

While many Canadian corporations that have a US trade
or business are not actually subject to US tax as a result of
the provisions of the Canada-US Treaty, these corporations
are required to file Form 1120-F, “US Income Tax Return of
a Foreign Corporation” with the IRS on an annual basis in
order to claim the benefits of the Canada-US Treaty and
exemption from US taxation. The penalty for not filing this
disclosure with the IRS can be $10,000 per year of non-
compliance.  

The IRS has stated that it will use various external data
sources to identify noncompliant foreign corporations and
encourage them to file returns. These sources may
include:

• Information forms filed by US persons indicating pay-
ments to foreign corporations (Form 1042 of Form W-8ECI)

• Customs information on goods entering the United
States

• Information on deductions taken for payments to for-
eign corporations by US persons discovered via audit or
other means

• Information from the states on foreign corporations fil-
ing state tax returns such as state business registrations
and sales & use tax filings

The goal of this campaign is to encourage and solicit
voluntary compliance with tax filings. The first step is to
trigger compliance of foreign corporations. Next steps may
include more detailed audits to confirm the filing position
taken by the foreign corporation is actually correct. A non-
compliant Canadian business may face significant penal-
ties if it does not file accordingly.

IRS Letters Should Not Be Ignored
The IRS’ course of action is the mailing of a soft letter to

taxpayers identified as potential non-filers asking for the
following:

• Confirmation a return was filed
• Copies of the delinquent returns
• A letter outlining why a US tax return is not required
The intention of the IRS is to follow up on each and

every soft letter sent. If a taxpayer does not respond to the
letter, the LB&I Division intends to conduct examinations
of the taxpayer. This could lead to increased questions
from the IRS and the imposition of annual penalties. My
recommendation is this letter should not be ignored.

The first round of soft letters was expected to be sent by
the IRS in May 2017. If you are a recipient of one of these
letters, you should take steps to ensure a prompt response
with the requisite returns or a detailed letter outlining why
returns are not needed. 

As the penalties for noncompliance can be significant,
now is the time to assess your company’s IRS filing obliga-
tions and become compliant. Review your US tax filing
obligations with your tax advisor and determine the appro-
priate course of action to become compliant if necessary.
The IRS has a history of leniency when taxpayers come
forward voluntarily. If a taxpayer waits for the IRS to
assess noncompliance, leniency may not be an option.  

IS THE IRS 
TARGETTING 
CANADIANS?

The IRS has recently revamped
its approach to taxpayer com-
pliance and audit examina-

tions. Facing challenges of limited
resources and compliance burdens,
the change in audit approach aims
to focus IRS audit efforts and
resources on specific issues or
transactions where the IRS per-
ceives a high volume of taxpayer
noncompliance. This will allow the
IRS to streamline its audit efforts
and conduct examinations on a

greater number of taxpayers rather than conducting com-
prehensive audits of a small number of taxpayers
What Does This Mean for Canadian Corporations?

At first Canadian business owners might think that the
IRS’ audit efforts will not impact their business. After all,
many Canadian corporations are relatively small compared
to the average US multinational taxpayer, and most Cana-
dian businesses are actually not even subject to US taxa-
tion as a result of the Canada-US Income Tax Treaty. How-
ever it is exactly this fact pattern that has led to the focus of
one of the 13 new campaigns. Earlier this year, the Large
Business & International Division of the IRS announced 13
campaigns which will be the focus areas for the foresee-
able future. These campaigns are the result of an extensive
internal examination as to where the IRS believes noncom-
pliance is a significant issue, and this IRS audit activity can,
and likely will, have a direct impact on Canadian corpora-
tions with US activities that have not previously been filed
with the IRS.
IRS Focus: Foreign Corporation Non-Compliance 

The first campaign which will impact Canadian business-
es of any size, and even those with minimal US based
activities, is the “Form 1120F Non-Filer Campaign”. Based
on the IRS’ comments, this campaign will focus on foreign
corporations that are “doing business in the US” but are not
in compliance with US filing obligations.  

By way of background, US domestic law requires foreign
corporations to file a US tax return with the IRS if they have
a “trade or business” in the United States. Although the
concept of “trade or business” is not explicitly defined in US
tax law, case law precedent provides that a “trade or busi-
ness” can be created with a very low level of activity. In
fact, a Canadian Corporation that has several US based
customers and occasionally has employees crossing the

The IRS changes its approach to taxpayer audits ... and sets it
sights on Canada?

x

BY JULIA KLANN - REGIONAL PRACTICE LEADER OF KPMG IN CANADA’S US & CROSS BORDER TAX GROUP
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Iactually believe the entrepreneurial model is somewhat
broken.” That’s the word from Jim Estill, the Guelph
entrepreneur and venture capitalist who definitely

knows what he is talking about. Estill
has been involved in about 150 busi-
nesses; since 2015, he’s been CEO of
Guelph-based Danby Appliances, a
North American leader in refrigeration
and specialty appliances.�

Estill is not a man to make idle chat.
He does believe there is a huge gap in
entrepreneurship – so he teamed up with
Innovation Guelph to offer a solution, an
event they branded as “Reverse Collision
Day.”� Estill told Exchange Magazine,
“What  inspired it was, I lived in New York and I was doing
Venture Capital. I had been to 50 or so ‘collision days’,

FIXING THE BROKEN
ENTREPRENEURIAL
MODEL
Danby and Innovation Guelph reverse the start-up formula with
Reverse Collision Day

[where] the entrepreneur comes with their idea, and it’s a
little like Dragon’s Den.” He describes the process: the
entrepreneur says he or she wants to design a new product,
and “Mr. Venture Capitalist, invest a million dollars and
we’ll design it and build it.’”�

Estill is quite blunt as he points to programs like Dragon’s
Den as the perpetuators of this approach to entrepre-
neurism. But the problem is, he says, this model depends on
every idea being a new idea. He admits that of all the busi-
nesses he has been involved with as an investor, “Twenty-
five I sold… so I’ve had over 100 that failed. My experience
of the 100 that failed is that they were missing one piece,
and that’s the sales. That’s because most people who start
tech businesses are engineers, techie people.” 

Estill says that these innovators
“create, but no one buys…. people go
to build a product and hope they can
sell it. And they find out, oh, the cus-
tomers don’t want it.”

What’s missing in this “Collision
Day” model is the reality that most
businesses are not the result of an
epiphany. They don’t begin with a
brand new idea. They simply fill an
existing need.

“If you look around Guelph, or
Kitchener or Cambridge or whatever, 90 per cent of the
businesses are not new ideas,” he says.
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“I’ve got a global company 
to run and I can’t afford to be 

distracted, but I have a bunch of
solid business opportunities 

I could easily spin-off – if I had
someone to run with them.”

Madorin, Snyder LLP is pleased to announce that Tony Keller is joining the firm as counsel.

482 Years of Combined Legal Experience

55 King Street West, 6th Floor
P.O. Box 1234

Kitchener, Ontario
N2G 4G9

519-744-4491www.kw-law.com
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And that is the thinking behind the first-ever Guelph
Reverse Collision Day. In contrast to Collision Days, where
entrepreneurs pitch to VCs, at the Reverse Collision Day,
held on May 25, would-be entrepreneurs were invited to
take a look “inside” Danby, looking for new business
opportunities in the company’s operations and supply
needs.

Interviewed during the Reverse Collision event, Estill told
Exchange of one participant who has a small trucking com-
pany. “We actually spend six million dollars a year on
trucking. He’s starting a trucking company. For him to go in
and look at what we do, it’s perfectly linked.”

Estill believes that such an entrepreneur can take advan-
tage of unprecedented synergies in a new relationship with
a company like Danby, which has sales of about $400 mil-
lion annually, on two million appliances. The trucking com-
pany might be able to offer trucking services at a lower
cost, while taking advantage of available office space, a
large yard for parking trucks, and other synergies. At the
same time, Danby might gain branding opportunities if the

trucks carried Danby branding on their trailers. Estill adds,
“To start a business, you’d have to spend $100,00, whereas I
have all that – warehouse space, an office, we can do book-
keeping.”

Says Estill, “It’s basically spawning a business out of a
business… I look for entrepreneurial win-win. I look for
leveraging assets.”

Anne Toner Fung is executive director of Innovation
Guelph. She echoed Estill’s comments: “A collision day is
when a large company looks out into the broader economy
for new innovation, new technologies, new potential strate-
gic alliances, sometimes new companies to invest in. When
we had that conversation with Jim, he said, ‘I’m not really
there. I’m trying to take advantage of the opportunities
inside Danby. If I just had somebody who could run with
them, potentially they could be the next multi-million dollar
business in Guelph.’”� Toner Fung says, “So we coined the
phrase Reverse Collision Day.” A Reverse Collision Day
reveals opportunities that exist within large companies,
resulting from unmet needs, new product ideas and ineffi-
ciencies. The objective is to spark the formation of success-
ful spin-off companies by leveraging the infrastructure of the
larger enterprise.

Toner Fung describes the ideal outcome of the day as
“two or three new businesses that come out of the existing
assets in the community.”

Estill enjoys comparing “sexy” start-ups with the solid
opportunities that arise from synergies with existing, “bor-
ing” businesses. He says, “You take a company like Danby
Appliances. We do boring stuff, but we buy a million dollars
worth of packaging a year. Would you like to start a packag-
ing business? We could leverage our resources.”� One of the
keys to success in a Reverse Collision exercise is that the
host company – in this case, Danby – be open and transpar-
ent about its needs and its finances. Potential new partners
need to know how much Danby is spending on trucking, or
packaging, or promotional supplies, for example, says Estill.
� “If you came into Danby and looked at our expenses, and
said ‘Wait a minute, you’re spending $200,000 a year on this,

Jim Estill
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would you buy it from us for $150,000,’ the answer is ‘Of
course’. We’re not stupid.”�

Says Toner Fung, “Business owners and entrepreneurs
had the opportunity to meet one-on-one with Danby execu-
tives to find ways to grow their business or create a new
business by providing smart, agile solutions that address
existing needs or inefficiencies.”� And the result could be
dramatic. Successful synergies will allow the larger compa-
ny to focus on its primary objectives, while Reverse Colli-
sion partners can handle more peripheral concerns. 

Says Estill, “I’ve got a global company to run and I can’t
afford to be distracted, but I have a bunch of solid business
opportunities I could easily spin-off – if I had someone to
run with them.” Estill adds that the opportunities that may
arise from a Reverse Collision can reach beyond potential
suppliers – there is also the possibility of “leveraging the
Danby brand… Danby has a very good name. We don’t sell
vacuum cleaners. If you want to sell quality vacuum clean-
ers… use the name…. If you want to go into the vacuum
cleaner business today, you’ll need a warehouse, and we
have warehouse. How are you going to get into Costco?
Danby can get into Costco.”

He adds, “I believe in leveraging brands. We’re not geo-
graphically limited. This is the first one – this could spread.
In this situation you want entrepreneurs to come in with an
open mind: ‘I don’t have a business idea, but I’ve got a
team. Tell me what you’ve got.’… Look at someone’s busi-
ness and spawn a business out of the business.”

NEXT 
GENERATION 
OF MASS 
PRODUCTION?
UW receives largest-ever government investment in additive
manufacturing research

The University of Waterloo is building one of the largest
university-based facilities in the world to advance
additive manufacturing (AM) and help companies

adopt AM processes for innovative and customized prod-
ucts.� UW’s retiring Dean of Engineering, Pearl Sullivan,
said, “Throughout history, the periods of greatest economic
growth have been driven by major manufacturing innova-
tions. Additive manufacturing will have impact on that
scale, transforming the global manufacturing ecosystem.
Instead of dominant, super-sized factories there will be

“This will change the entire 
manufacturing enterprise.” - Ehsan Toyserkani

BY EXCHANGE MAGAZINE

countless small
makers in the
cities, the suburbs,
rural areas and
even the most
remote towns in
northern Canada.”

She added, “This
is Canada’s great
opportunity. The
most competitive
nations will be the
ones with the most
highly integrated
manufacturing sup-
ply chains. Not the traditional parts supply chain as we
know it, but the supply of new ideas, designs and deliver-
ing methods. Our challenge is to be agile enough to trans-
late these ideas into commercially viable solutions.”

“This will change the entire manufacturing enterprise,”
said Ehsan Toyserkani, the professor of Mechanical and
Mechatronics Engineering, who leads the UW research
team. “In the era of the fourth industrial revolution, indus-
trialized countries have made additive manufacturing a
priority.”

In the place of traditional manufacturing processes that
cut and shape individual parts out of blocks of material,
additive manufacturing devices gradually build up by
adding layers of material in a process based on three-
dimensional computer designs. AM gives manufacturers
much greater design flexibility while also reducing waste
and saving energy. They will also be able to rapidly proto-
type and quickly repair, instead of replacing, worn or bro-
ken parts.� The new UW lab has received nearly $27 mil-
lion in funding and in-kind support. 

The Waterloo lab is focused on the development of next-
generation AM to process metals through the use of new
sensors, quality assurance software and machine intelli-
gence. A major patented innovation is the fabrication of
smart components by 3D printing of sensors and then
embedding them into metal parts.� Experts at the lab will
work directly with companies to develop high-value prod-
ucts using AM processes, equipping them to either do their
own production or outsource it.� At an event at the lab,
$8.9 million in funding from the federal government was
announced by Bardish Chagger, MP for Waterloo and Gov-
ernment House leader. As well, the province of Ontario will
give $6.2 million. Sullivan said, “This is the largest govern-
ment investment ever in additive manufacturing at a Cana-
dian university.”�

Building on expertise and patented technology devel-
oped at Waterloo in the last 17 years, research will involve
at least 14 professors and dozens of engineers, post-doc-
toral fellows, graduate students and co-op stu-
dents.� Toyserkani  said that, when fully equipped, the
Waterloo lab will be one of the 10 largest university-based
AM facilities in the world. He added that UW is “committed
to be a leader in the development of sustainable manufac-
turing processes.”

FEATURE STORY

UW Engineering Dean Pearl Sullivan



GATEMAN-MILLOY INC. HAS ANNOUNCED a
$50,000 donation to Innisfree House
over the next five years. “We enjoy
many long-term relationships that start
with ideas, develop through construc-
tion and extend through on-going
maintenance and other support,” said
Michael Milloy, President, Gateman-
Milloy, on presenting the cheque to
Kim Robinson, Executive Director of
Innisfree and Lisaard Houses. “Gate-
man-Milloy has been a proud partner
and supporter of Innisfree through the
development and construction period,
and now with our property mainte-
nance services. We are thrilled to be
extending this partnership to include
Lisaard House as well. It is an honour
to continue to be associated with a
place that provides so much support

for so many people in our community
and we’re pleased to be able to make
this donation.”�

The completed facility has earned
accolades for Gateman-Milloy, includ-
ing Community Builder of the Year
from the Grand Valley Construction
Association as part of its Building
Excellence Awards in 2016. The con-
struction firm was also recently recog-
nized by the Canadian Construction
Association with the National Commu-
nity Leader Award, in part because of
its work on Innisfree House.

FOR THE FIRST TIME IN ITS HISTORY, the Univer-
sity of Guelph will have one of its own
graduates serving as its chancellor.
Martha Billes, the controlling share-
holder of Canadian Tire Corp. Ltd., has
been installed as U of G’s ninth chan-
cellor. The Canadian business icon and
well-known philanthropist is a 1963
graduate of the Macdonald Institute,
one of U of G’s founding colleges.�

As the only daughter of A.J. Billes,
Canadian Tire’s co-founder, she joined
the board of Canadian Tire in 1980,
taking up her father’s seat, which he
gave up specifically to make a place
for her. Three years later, she and her
two brothers acquired control of the
company through the purchase of
shares held by the estate of her uncle,
J.W. Billes. In 1997, she acquired her
brothers’ shares to become sole con-
trolling shareholder.� Billes is the third
woman to hold the position since the
University was established in 1964.

FLANAGAN FOODSERVICE IS CELEBRATING its 40th
anniversary. It’s the largest privately
owned foodservice distributor in Cana-
da, employing over 520 people in four
branches across Ontario. The fleet,
which now consists of over 80 vehi-
cles, delivers over 10,000 foodservice
products to restaurants and foodser-
vice operators across Ontario and into
South-Western Quebec.�

AN AWARD-WINNING ENGINEER, professor and
administrator who has spent more
than 20 years in academia will become
the next dean of the University of
Guelph’s newly renamed College of
Engineering and Physical Sci-
ences.� Mary Wells will begin a five-
year term November 1. Wells is associ-
ate dean of outreach and a professor
in mechanical and mechatronics engi-
neering at the University of Waterloo.
She chairs the Ontario Network of
Women in Engineering 

SAM ALTMAN, THE PRESIDENT OF Y COMBINATOR —
considered the world’s most powerful
startup incubator — was among the
distinguished recipients of honorary
doctorates at the University of Water-
loo’s spring convocation ceremonies. 

Y Combinator has had a role in the
growth of many billion-dollar compa-
nies. A number of companies that
went through the University of Water-
loo’s Velocity program have also gone
through YC, including Thalmic Labs,
Vidyard, Pebble, and Bufferbox.

Altman, also co-chairman of Ope-
nAI, a non-profit company that con-
ducts research on artificial intelligence,
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From left to right: Margot Vanderlaan, Development Manager, Innisfree House and Lisaard House; Melissa Milloy, HR Manager,
Gateman-Milloy Inc.; Michael Milloy, President, Gateman-Milloy Inc.; Sheila Ainsworth, Chair of the Board of Directors, Innisfree
House and Lisaard House; Kim Robinson, Executive Director, Innisfree House and Lisaard House; Shawn Milloy, VP Operations,
Gateman-Milloy Inc.; Daryl Rossi, Property Maintenance Division Manager, Gateman-Milloy Inc. 
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received an Honorary Doctor of Engi-
neering degree. 

OPENTEXT HAS ENTERED INTO a definitive
agreement to acquire Covisint Corpo-
ration, a leading Cloud platform for
building Identity, Automotive, and
Internet of Things applications. The
acquisition is expected to deepen
OpenText’s EIM offering with a cloud-
based IoT platform-as-a-service and
expand OpenText’s presence in the
automotive industry through strong
customer relationships and strategic
partnerships for supply chain collabo-
ration. The transaction purchase price
of $2.45 per share is approximately
$103 million of market value, or $75
million of enterprise value. 

“THE STRIPPERS,” DESCRIBED AS “Southern
Ontario’s furniture refinishing, paint-
ing, repairing and restoration experts,
held a customer appreciation day
recently, “to show our appreciation to
over 16,000 loyal customers.
Included in the celebration was a pro-
gram supporting the Emergency Food
Hamper program at the House of
Friendship. 

Donations from The Strippers and
its customers totalled over 400 pounds
of food for the program. The Strippers
has been in business since 1982.

THE CITY OF WATERLOO HAS RECEIVED national
recognition for its PickUpHub online
sport booking platform from the Cana-
dian Association of Municipal Admin-
istrators. The City was presented with

the 2017 CAMA Willis Award for Inno-
vation, in the 20,000 to 100,000 popu-
lation category.� Waterloo leveraged
newly-developed, local technology to
address a gap in sport service delivery.
PickUpHub allows players to register
online to play in drop-in sports pro-
grams. 

SANDVINE CORPORATION HAS BEEN ACQUIRED by a
private equity company,  an affiliate of
Vector Capital. Vector Capital is a glob-
al private equity firm specializing in
transformational investments in estab-
lished technology businesses. Under
the Arrangement Agreement, and with
support from Sandvine’s Board of
Directors, an affiliate of Vector Capital,
Scalar AcquireCo Corp., will acquire all
of the issued and outstanding shares
of Sandvine, other than certain shares
held by members of management, for
CAD $3.80 in cash per share. 

The price per share implies an
aggregate fully� diluted equity value
for Sandvine of approximately CAD
$483 million.

�
SUMMER MAY BE JUST BEGINNING, but plan-

ning is well underway for a new Okto-
berfest festhalle experience in Water-
loo Region. With the launch of a new
Oktoberfest website and a call out to
have the people choose the beer that
will be poured, Bingemans is putting
together what it calls its “most exciting
Oktoberfest program in the 49 years it
has been celebrating Bavarian culture
in Waterloo Region”.�

“Our patrons have been clear that
they are looking for excitement, vari-
ety and, above all else, a grand Okto-
berfest experience,” says Mark Binge-
man, President of Bingemans. “With
Oktoberfest Kool Haus, the best fes-
thalle this side of Munich, our annual
Bavarian feast and a dynamic enter-
tainment lineup, we are going to pro-
vide just that and more.”� Celebrating
its 49th Oktoberfest at Bingemans, this
year’s program has been tailored to
meet the requests of Oktoberfest
guests for the most Bavarian festival
experience possible outside of
Munich.�

This year Bingemans is proud to
have the opportunity to partner with a
local icon and pioneer in the regions
craft beer industry, Waterloo Brewing.
Their unique offerings are a huge part

of Waterloo Region’s local culture.
Alongside Waterloo Brewing beers,
Bingemans Kool Haus will be offering
Hacker-Pschorr and Paulaner, two
authentic German beers from Munich. 

In advance of Oktoberfest, Binge-
mans is giving all patrons a chance to
pick two local craft beers that will also
be poured at the Kool Haus festhalle.
Each visitor to  can vote for their two
favourite craft beers from a vast selec-
tion of local brews. The two with the
highest votes will be featured at this
years’ Bingemans Oktoberfest festivi-
ties.�

Bingemans has been a very proud
and active supporter of the free Okto-
berfest Family Breakfast for several
years and is excited to once again be
the host venue for this tradition for its
36th year. 
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WOMEN’S CRISIS SERVICES OF WATERLOO REGION
has thanked OpenText, who dedicated
their spring campaign to help Rebuild
Haven House, the shelter supporting
abused women and their children
located in Cambridge. OpenText
announced a donation of $44,000 in
the safety and the future of women in
the region.�

The charitable proceeds from the
David Johnston Research and Technol-
ogy Park golf tournament will also be
directed to Haven House. 

DESCARTES SYSTEMS GROUP HAS ACQUIRED
ShipRush, a provider of e-commerce
multi-carrier parcel shipping solutions
for small-to medium-sized businesses.
US-based ShipRush helps e-commerce
SMBs and omni-channel retailers exe-
cute parcel shipments for last-mile
delivery to customers. With integra-

tions to over 60 business systems,
including leading ERP, e-commerce
and supply chain platforms, the
ShipRush platform helps customers to
streamline their supply chain and
reduce transportation costs by auto-
matically importing orders, comparing
carrier rates, printing shipping labels
for all major carriers, and tracking
through final delivery.� ShipRush is
headquartered in Seattle, Washington.
Descartes acquired ShipRush for up-
front consideration of approximately
$USD 14.0 million satisfied with cash
on hand, plus potential performance-
based consideration. 

WILFRID LAURIER UNIVERSITY HAS APPOINTED Dou-
glas H. Deutschman as the new dean
of its Faculty of Graduate and Postdoc-
toral Studies. Deutschman joins Laurier
from San Diego State University, where
he has been associate dean of the Col-
lege of Sciences since 2016. At Laurier,
he will also have a tenured faculty
appointment in the Department of Biol-
ogy. Deutschman’s term at Laurier will
begin Oct. 1, 2017. 

A NEW RESEARCH REPORT FROM the Lazaridis
Institute for the Management of Tech-
nology Enterprises says international
sales are a key driver for overall rev-
enue growth for Canadian tech firms.
While the United States is typically the
first market entered, the report indi-
cates 83 per cent of businesses selling
outside of Canada serve markets out-
side the U.S.� The report goes one step
further to show how the path to strong
sales growth differs by firm age and
firm type.�

This is the second year the Lazaridis
Institute for the Management of Tech-
nology Enterprises, located in the
Lazaridis School of Business & Eco-
nomics at Wilfrid Laurier University,
has released findings examining how
technology start-ups and scale-ups can
succeed.� The report examined firms
from across Canada that report an
average sales growth of over 141 per
cent per year.� “These are successful
firms that have found ways to grow
their sales revenue,” said Nicole
Coviello, Lazaridis Institute research
director. “We wanted to learn and
report on what they do, and what areas
of their business they invest in. This

knowledge will help us empower all
Canadian technology companies to
reach their next level of perform-
ance.”�

According to the report, for high
growth, the younger software-as-a-
service (SaaS) firms ramp up sales
expenditure quickly, and they work
with customers and outside parties to
create new products. They also reward
employees based on the value they
provide rather than the status or title
they hold within the firm. Older SaaS
firms emphasize relationship-building
with customers and shift their invest-
ment from sales activities to market-
ing.� For non-SaaS tech firms (e.g.,
hardware, emerging technologies, digi-
tal media) success drivers are more
specific. Successful young firms help
customers make the best decision for
their needs, even if it means encourag-
ing them to buy from another compa-
ny. Successful older firms are better at
integrating their two customer-focused
activities: selling and marketing.�

THE PROJECTED SHORTFALL IN AIRPORT CAPACITY in
Southern Ontario played a major part
in the Region of Waterloo International
Airport’s recently released 20 year
Master Plan and is tied directly to the
unprecedented growth in projected air
travel demand. With air travel demand
forecast to outpace the current capaci-
ty of the region’s airports, a group of
eleven Southern Ontario airports have
responded with the launch of the
Southern Ontario Airport Network
(SOAN). 

The group, comprising eleven of the
region’s most commercially significant
airports, is dedicated to making sure
the growing demand for air travel in
Southern Ontario, which is expected to
reach approximately 110 million pas-
sengers by the early 2040s, is support-
ed.� Members of the Southern Ontario
Airport Network include: Toronto Pear-
son International Airport, Billy Bishop
Toronto City Airport, Hamilton John C.
Munro International Airport,
Kingston/Norman Rogers Airport, Lake
Simcoe Regional Airport, London Inter-
national Airport, Oshawa Executive
Airport, Niagara District Airport, Peter-
borough Airport, Region of Waterloo
International Airport, and Windsor
International Airport. 
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ALEX MUSTAKAS, FOUNDING AND CURRENT Artistic
Director of award-winning Drayton
Entertainment, has been honoured by
His Excellency the Right Honourable
David Johnston, Governor General of
Canada, with the prestigious Meritori-
ous Service Medal (Civil Division).�

Created by Her Majesty Queen Eliza-
beth II, the Meritorious Service Decora-
tions recognize Canadians for excep-
tional deeds that bring honour to this
country. �

Mustakas is being celebrated for his
lifelong commitment to making the
performing arts affordable and accessi-
ble throughout the province of Ontario.
His peerless vision has created one of
the largest and respected charitable
arts organizations in Canada, featuring
up to 20 productions annually across
seven venues to an audience of
250,000, and generating $40 million in
benefits throughout wider society each
year.�

“I am beyond humbled to be singled
out with this honour, and share this
recognition with everyone involved in
the success of Drayton Entertainment,”
said Mustakas. “It takes an entire cre-
ative community to produce such an
ambitious lineup of shows each sea-
son, including our artists, musicians,
technical crew, administrative staff,
volunteer Board of Directors, sponsors,
donors, and front line volunteers. Each
person involved with our organization

plays an integral role and shares in this
accomplishment.”�

COMMUNITECH HAS OFFICIALLY LAUNCHED the
Communitech Data Hub with founding
partners CIBC, City of Waterloo and
Quantum Valley Investments. Located
in Uptown Waterloo, the hub at 14 Erb
Street West is the region’s new home
for the data-driven tech communi-
ty.� Formerly a police station, the
newly renovated 19,000+ square foot
facility offers a collaborative space for
a mix of tech and data-driven clients
and enterprise partners. This work
environment is available to startups
and scale-ups , features several data-
specific special interest zones and is
home to Canada’s Open Data
Exchange (ODX) –a federal govern-
ment initiative that helps enterprises
and startups generate new commercial
applications using open data sets.�

“There’s this notion data is the new
gold, and more and more we’ve seen a
rise in local tech companies specializ-
ing in open data, artificial intelligence,
connected vehicles, cyber security and
smart cities,” said Iain Klugman, CEO,
Communitech. “The new data hub sup-
ports and connects these companies in
the region while also welcoming new
partners in the space.”�

CIBC, the data hub’s official founding
bank partner, is introducing its new
Data Studio at Communitech. A team
of full time data scientists paired with
local co-op students will tap into the
thriving startup environment and work
with key partners to explore new capa-
bilities.�

“Being part of a collaborative
ecosystem at Communitech means we
can identify new ways to harness the
power of data to deliver leading
insight, advice and solutions for our
clients,” says Jose Ribau, Chief Data
Officer, CIBC. “It’s exciting to be part of
this innovative partnership that will
enable established companies and
start-ups to grow and use data to its
full potential.”�

“We are very pleased to welcome
Communitech back to Waterloo. The
data hub in our community is vibrant
and Communitech further strengthens
it. The work and synergies generated
by these smart and innovative organi-
zations is exciting and we look forward
to years of success and creativity,” said

Waterloo Mayor Dave Jaworsky.

AFTER A 25-PLUS YEAR CAREER serving the City
of Kitchener, with five years in the
city’s top job, Chief Administrative Offi-
cer Jeff Willmer has announced his
intention to retire on August 31, 2017.
�

RINCROFT INC., ACQUISITIONS AND DIVESTITURES
consultants, have celebrated their 20th
anniversary of being in  business in
Waterloo Region.

LYME DISEASE CUT SHORT THE LIFE of Magnotta
Winery co-founder Gabe Magnotta.
Now the foundation created in his
name has given $1.4 million to the
University of Guelph to help prevent
and fight the debilitating disease. The
grant creates the G. Magnotta Lyme
Disease Research Lab, to improve
diagnostic testing and treatment to
prevent long-term suffering.

WATERCOOLER
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with some success – to the tech sector.
Neufeld brings a unique background to his role as execu-

tive director – a theology degree, a social work degree, and
an MBA – and while the first two may prepare him for work
in the social services sector, the latter means he “looks at
this from a business perspective… as an entrepreneurial
story.”

That’s one of the reasons he has recruited Lucas from her
career in business – she worked in marketing with Dare
Foods for 14 years – as the new Development Director of
House of Friendship. Lucas is heading up the “Close to
Home” initiative.

Cambridge’s Haven House – a women’s shelter – has
moved to new facilities, which presented an opportunity to
House of Friendship to improve is addiction treatment serv-
ices for men, and also to expand its footprint in Cambridge.
A similar situation led to House of Friendship acquiring K-
W’s Anselma House in 2011.

The history of House of Friendship is one of growth, inno-
vation and adaptation. The organization has created pro-
grams – and ended some whose time had come – over the
years.

It started simply enough – the original group of women
around that table began a feeding program for men left des-
titute during the Depression. A minister affiliated with the
group bought a home on Charles Street in Kitchener, and
“let some of the men sleep over,” says Neufeld.

That grew in all directions – although House of Friendship
is still headquartered on Charles Street. A food bank style of
program was begun in 1958, but in 1982, House of Friend-
ship become on the founding partners of the Food Bank of
Waterloo Region, an affiliation that continues. Not that
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they’re completely out of the food business – they still pro-
vide more than 25,000 emergency food hampers each year.

In the 1980s, a volunteer started an appliance repair
program for people who could not afford to fix or replace
a crucial appliance in their homes. Today, “Canada’s only
appliance repair program” does 600 service calls a year.

House of Friendship continues to be heavily involved in
providing or facilitating housing, but the scope of that has
changed dramatically. The men’s hostel still provides shel-
ter for 51 men each night, but House of Friendship has
also developed supportive housing facilities including Eby
Village, Charles Village and Cramer House.

The organization operates three summer camps – Hid-
den Acres near New Hamburg, Camp Shalom, near Ayr,
and Camp McGovern, near Elmwood. House of Friendship
offers programs in four community centres, as well as
partnering with the Lyle S. Hallman Foundation in Better
Beginnings programs across the region.

A vital part of the House of Friendship program is their
alcohol and drug addiction work. Addiction recovery pro-
grams – including dry houses (most recently they are

involved in the new Vera’s Place dry house for women, in
Kitchener).

Neufeld points to the extensive “family outreach pro-
gram” which he terms “a bit of a game-changer for us.”
Through a competitive application progress, House of
Friendship became the lead agency for family outreach in
the region. The Family

Outreach Program provides services to families with
children living with low income in the community.

That’s important, not just because of the program, says
Neufeld. It’s important because it will help change the
erroneous public perspective concerning House of Friend-
ship. “We are seen as more of a Kitchener program,” he
admits. “But we have boots on the ground in every low-
income area of the region,” working in community centres
and local social service outlets, both in the cities and in
the townships, in locations such as Wilmot Family
Resource Centre in New Hamburg.

The goal is to meet needs, right across the region. “If
you’re struggling,” says Neufeld, “where you live really
doesn’t matter to us.”

Neufeld says, “I think the House of Friendship is a
reflection of the best of Waterloo Region… doing whatev-
er it takes to serve my neighbour.”

And – reflecting on Jim Erb’s concerns about the high
tech sector in the Region – Neufeld is optimistic. He
believes that people in that sector tend to be a different
personality type that many in other fields of business –
more introspective, and perhaps even introverted. So
Neufeld is devising unique ways of engaging people from

“We are seen as more of a Kitchener program.
But we have boots on the ground in every 

low-income area of the region.”CONTINUED FROM PAGE 30

Margaret Lucas joined House of Friendship in 2016.

MAKING A DIFFERENCE
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the tech sector.
House of Friendship has created mentoring programs

where reps from tech companies work with lower-income
school children to teach them tech skills like 3D printing.
And Neufeld goes out of his way to spend time with peo-
ple from the tech businesses – and this includes forging a
relationship with leaders at Communitech, and holding the

House of Friendship annual meeting at The Tannery.
House of Friendship operates on an annual budget of $9

million (excluding the current capital campaign). When the
20-plus programs right across the region are considered,
there’s no doubt they are making optimal use of that fund-
ing.

When told that this issue of Exchange magazine is
focusing on family business, Neufeld was quick to
respond. “Family businesses are key to our ability to do
what we do. The biggest supporters thus far have been
family businesses. They resonate with what we are doing –
they get it.”

“Family businesses are key to our ability to do
what we do. The biggest supporters thus far have
been family businesses. They resonate with what

we are doing – they get it.”

John Neufeld brings an “entrepreneurial approach” to his job.
x

MAKING A DIFFERENCE
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It’s called “House of Friendship”, but don’t be fooled – this“House” is a structure big enough to cover the entire
Region of Waterloo, with wide-ranging programs and an

“entrepreneurial” approach to providing essential services
to people in need throughout the community.

The organization was started in 1939 “by a group of
women sitting around a table, saying ‘How can we respond
to economic depression’,” says Executive Director John
Neufeld. But in 2017, its original founders might not recog-
nize their offspring. “Today, we’re serving 43,000 people,
with 170 team members, 1,000 volun-
teers, and 20 programs.”

Included in those key programs are
new efforts to meet the horrific opioide
crisis, to provide “dry houses” for men
and woman recovering from addictions,
and on a completely different note, to
develop programs that will attract volun-
teers from the region’s burgeoning high
tech community.

The latter may in its own way be as great a challenge as
any facing House of Friendship. The organization is in the
midst of a fundraising campaign – “Close to Home,” a $3

million capital campaign that will fund the purchase of the
former Haven House facility in Cambridge, which will house
a new residential addiction treatment program for men.
Waterloo businessman Jim Erb – a founding member of the
Centre for Family Business – is co-chairing “Close to Home”.
The campaign slogan does not refer to House of Friend as
“Home”, by the way – it reflects the sobering reality that
struggles with addiction are “close to home” for everyone.

Margaret Lucas, Development Director at House of
Friendship, says, “One in four Canadians are impact by

addiction. Addictions hit close to home
for many families.”

Jim Erb is a veteran community
fundraiser, and he told Exchange that
the biggest challenge facing this, and
every other community organization, is
connecting with members of the tech
community. He talks about “how hard it
is to connect these people to the com-

munity. We have to learn a new way of engaging people in
the community.” He believes that people who live and work
here have a responsibility to give back.

John Neufeld is already on the case. He has reached out –

MAKING A DIFFERENCE
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“Today, we’re serving 43,000
people, with 170 team 

members, 1,000 volunteers,
and 20 programs.”

A “KITCHEN TABLE”
GROUP THAT NOW
SERVES 43,000

BY PAUL KNOWLES 
Margaret Lucas and John Neufeld of House of Friendship

House of Friendship has “boots on the ground”
across the region
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SOPHISTICATION 
WITH AN EDGE. 
THE ALL NEW RX 350.

The all-new RX makes a powerful visual statement 

at every glance. Every feature has been chiselled and 

sharpened to enhance RX’s road stature and aura of 

rock-solid stability. Test drive the new 2017 RX today 

starting at $57,973.47*

*2017 Lexus RX 350 all in price from $57,973.47 includes Freight/PDI $2,045.00, tire stewdardship fee $18.47, air tax $100, OMVIC $10. 
Other taxes, licensing fees extra. Dealer may sell for less. 

EXTENDED SERVICE HOURS 
TO SERVE YOU BETTER.

Tuesday - Thursday until Midnight 
Fridays until 9 pm

Saturdays 8 am - 5pm.
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