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Over the last four years, an
aging but inviting semi-de-
tached bungalow on a quiet

street in Waterloo’s student neigh-
bourhoods has turned into an acci-
dental boot camp for students and
grads looking to break into the start-
up scene.

When Michael Litt, a graduate of
the systems design engineering pro-
gram at the University of Waterloo,
and his brother, Stephen, bought the
house in May 2008, he didn’t immedi-
ately see it as a training hub. He just
wanted to own a home close to school.

“I just didn’t like the concept of
paying rent without paying down
principle,” says Michael, who now
heads Vidyard, a Kitchener firm that
hosts online videos for businesses
frustrated with services like Vimeo
and YouTube.

The house, on Batavia Place and
referred to as The Bat Cave by its
owner and occupants, looks like any
other student rooming house in the
blocks between Waterloo’s two uni-
versities. Bottles of liquor line the
dining room table. Dishes mount in a
deep sink in the kitchen. Shoes casu-
ally tossed off form a small pile in the
mudroom. The bedrooms are modest,
with small beds and tiny wooden
furnishings. Outside, lawn chairs are
arranged in a circle around a fire pit,

while a trampoline sits nearby. 
The large den at the back of the

house has served as home base for a
myriad of tech endeavours over the
last few years.

Eric Migicovsky and Rahul Bha-
gat, co-founders of Allerta, developer
of the InPulse watch, which alerts
wearers to calls, emails and messag-
es they receive on smartphones, built
many of their first prototypes in a
mock factory in the den. Housemates
watched movies and played video
games on a giant projector screen

while Allerta’s first employees craft-
ed and wired together parts.

Allerta evolved into Pebble Tech-
nology, which is now based in Califor-
nia and produces the Pebble watch.
The firm gained widespread media
attention earlier this year for raising
more than $10 million for the venture
through Kickstarter. 

Dan Holowack, who lived in the
house from May to September of 2011,
recalls a collegial, competitive envi-
ronment fuelled by caffeine and
televised soccer. “It wasn’t really the

location but the people and the atti-
tude,” he says of the space where he
and two colleagues started putting
together Twitsprout, a social media
analytics service. He says he “got
energy from working together” with
others in the house, even if they were
involved in separate businesses.

Holowack and his budding firm
later relocated to Toronto.

Michael Litt says that eventually
he wants the house to serve as a home
exclusively for promising young tech
entrepreneurs. Once he encounters
“a windfall” of success, he says he
will nurture people living in the
home, offering advice, funding and
assistance.

“Legal (advice), corporate (is-
sues), I don’t want you to even think
about that,” he says he would tell
aspiring entrepreneurs. Litt says he
would help them take care of the
gritty business details that often
frustrated him when he first started
in business.

He says he is in the right spot to
help others with their startup issues
as “you need to get mentorship from
someone 10 or 15 steps (ahead of
you).” People who are established
and successful “don’t remember
what it was like,” he says. “In two or
three years, when my company is
profitable, I won’t remember what it
was like.”

Bat Cave is a nest for kids with dreams

RECORD STAFF

Michael Litt stands in front of Batavia House, a student home in Waterloo that
has evolved into an incubator of sorts for young tech entrepreneurs.

Chris Herhalt, Record staff
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Cloud computing is hot in the
global information technol-
ogy sector right now. Given

that Waterloo Region is a world
class location for tech-related
innovation, business and educa-
tion, it is an ideal location for
cloud computing initiatives. This
area is not only in the geographic
sweet spot in southern Ontario,
outside of the Greater Toronto
Area, but it also has exactly the
right ingredients to be successful
— talent, power and location —
making it an ideal cloud comput-
ing hub for Ontario and for Cana-
da. 

The cloud can be a rather neb-
ulous term that encompasses quite
a lot of technologies and services.
But think of it this way: Cloud
computing is internet-based com-
puting where a company’s data
and technology capabilities are
maintained off-site and delivered
on a demand service basis via the
internet; it’s not unlike a public
utility for services such as water
or electricity. The increasing im-
portance of the cloud is in part due
to the growth of digital content —
known as Big Data. As the volume
increases, its storage becomes
increasingly more difficult.

Another factor driving in-
creased demand for cloud comput-
ing is the explosion of mobile de-
vices and society’s demand for
instant access to massive volumes
of rich data on the fly without
having to navigate cumbersome
corporate firewalls. Today’s digi-
tal multimedia, including music,
e-books, video, collaborative gam-
ing and online shopping, further
expand the need for the cloud,
resulting in a corresponding ex-
plosion of data centres.

Large corporations, with deep
pockets, have the option to build
their own data centres, whereas
small to medium-sized enterprises
have to rely on co-located public
data centres creating an abun-
dance of opportunity for potential

partners who are
capable of filling
the growing
demand. 

Geographi-
cally, Waterloo
Region exists in a
highly advanta-
geous location
with its proxim-
ity to Highway
401and Toronto,
the business
capital of Cana-
da, and its corre-
sponding heavy

data needs; yet it is far enough
away to act as a safe haven to se-
curely back up the data. 

Our cold climate, relative to
other global cities, reduces server
cooling costs. Unique to Canada
and a big draw to our American
neighbours are our less intrusive
copyright laws when compared to
the Patriot Act of the United
States. Waterloo Region, with its
three electrical utilities in proxim-
ity, offers a unique level of flexibil-
ity in location to allow for power
source redundancy. In addition,
our abundance of fibre connectiv-
ity enhances this region’s attrac-
tiveness to data centre startups.
The crown jewel in the equation is
the region’s volume of top-tier
technical talent for which the area
is well-known around the world. 

To ensure we are able to proper-
ly service the companies that are
already here, as well as attract
new tech firms with advanced data
centre needs, Canada’s Technolo-
gy Triangle has undertaken, with
community stakeholders, the first
phase of a study examining chal-
lenges and strengths to ensure
that the region remains on the
forefront and is a leading force in
the field of information and com-
munication technology.

Waterloo Region has
bright future in the cloud

JOHN JUNG
CEO of
Canada’s
Technology
Triangle Inc.

John Jung is the chief executive officer of
Canada’s Technology Triangle. He can be
reached at john@techtriangle.com.

It’s hard to resist a good Top 10 list,
and even harder to write one
about Waterloo Region’s tech

sector, given all that’s happened since
last year’s Technology Spotlight hit
the street. I could start with the 50-
per-cent increase in the number of
active startups, to 450 from the 300 we
reported last year. 

Or the 25-per-cent growth of our
tech ecosystem, which now stands at
1,000 companies, up from 800. Those
are just two bites from the buffet of
highlights from which I chose the
Tech Top 10. Here is the list: 

10: as in BlackBerry 10
It’s been a challenging year for

Research In Motion as it works to-
ward the release of the BlackBerry 10
platform in early 2013. True to form,
the community has rallied to support
RIM and its employees. If early re-
views of BlackBerry 10 are an in-
dication, get ready for a great turn-
around.

9: the embrace of Silicon Valley
Once a remote and mystical place

that swallowed the few who managed
to break in, Silicon Valley is increas-
ingly a routine stop for entrepre-
neurs who return to keep building in
Waterloo Region. Vidyard, Pair, Peb-
ble and BufferBox are among those to
capitalize on Valley opportunities
while maintaining a strong presence
here.

8: the emergence of a new crop
of world-class entrepreneurs

Leaders such as Mike McCauley of
BufferBox, Michael Litt of Vidyard
and Ben Bittrolff of Cyborg Trading
Systems are aggressively chasing
opportunities in large international
markets, inspiring a generation of
young entrepreneurs to think big.

7: the launch of Communitech
Hyperdrive

Hyperdrive, our $30-million-plus
startup incubator, has helped solidify
Waterloo Region’s place among the
world’s top centres for innovative
entrepreneurship.

6: Desire2Learn’s growth
Founded as a University of Water-

loo student project by John Baker in

1999, De-
sire2Learn is our
newest entrant to
the large-compa-
ny category, with
560 employees,
200 openings and
no end to the
growth in sight. 

5: The return
of venture capital

After several
years marked by
few venture capital

deals, our companies are seeing
resurgent interest from VCs across
North America. Notable recipients of
multimillion-dollar investments
include Vidyard, Well.ca, TribeHR,
Axonify, Kik Interactive, Pair, Sweet
Tooth and Cyborg Trading Systems.

4: expansion of the Communi-
tech Hub

Having reached capacity in its
first year, the Communitech Hub’s
30,000-square-foot space in Kitche-
ner’s Lang Tannery grew by another
14,000 square feet in February, with
the addition of the VeloCity Garage
and other work space. More than 100
firms have a home in the Hub.

3: the emergence of a new tech
company every day

With barriers to entry lower than
ever, new entrepreneurs of all ages
are stepping forward at an unprece-
dented rate.

2: 6,370 jobs created and re-
tained over the past two years

That’s just one of the results of our
success at building the region’s tech
sector, as measured by Deloitte and
The Evidence Network.

1: 458 companies created in the
past two years

Software has replaced shoe leath-
er, but throughout our 200-year histo-
ry, Waterloo Region has never lacked
for entrepreneurial spirit. We intend
to do our part to keep it that way.

Local tech sector 
has lots to celebrate

Iain Klugman is the president and chief executive
officer of Communitech. He can be reached at
iain@communitech.ca.

IAIN KLUGMAN
President 
and CEO of
Communitech

People who aren’t familiar with
Waterloo Region are often
surprised to learn that there is

more to our high-tech sector than
Research In Motion. That discovery
tends to alter their impression that
the local economy must be in dire
straits due to the well-publicized
struggles of the BlackBerry maker.

Most people who live here un-
derstand that the tech sector, and the
broader economy for that matter, has
a lot going for it apart from RIM.

If the new BlackBerry 10 smart-
phones, expected to be launched in
the first quarter of 2013, don’t spark

RIM’s revival, the
blow to the local
economy will be
significant. But
Waterloo Region’s
economy, and its
tech sector in
particular, have

more than enough
diversity and
strength to contin-
ue moving forward
even if the worst
should happen.

Established companies such as
OpenText, Google, Christie Digital,

MKS, Descartes, Com Dev, ATS Auto-
mation Tooling Systems, Teledyne
Dalsa, Agfa Healthcare, NCR, Sand-
vine and Sybase iAnywhere give the
tech community strength and stabil-
ity.

Newer firms such as De-
sire2Learn and Miovision are poised
to join them. At the fledgling end of
the technology business develop-
ment spectrum, the pace of startup
activity continues to pick up. It seems
as if a new tech company is being
launched every day.

Not all of those startups will sur-
vive or grow to employ more than a

handful of people. The challenge for
Waterloo Region’s technology com-
munity is to grow enough of them to a
significant size that they can create
employment for hundreds and pos-
sibly thousands of people. That’s the
best recipe for creating a viable,
growing tech sector.

As for RIM, it is working hard to
turn BlackBerry 10 into a success.
Everyone in Waterloo Region is root-
ing for the company. 

No one will complain if people
continue to talk about Waterloo Re-
gion as the place where the Black-
Berry comes from. 

Growing startups to significant size is challenge for tech sector

RON
DERUYTER
The Record’s
business editor.



“Timing, strategy and sheer luck

affect the magnitude of success.

But the fundamental element is still

giving people something they want.”
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Eric Migicovsky and his company Pebble Technology have seen

astounding consumer demand for their innovative new smart watch.

In May, the Pebble E-Paper Watch raised more than $10 million from

almost 69,000 backers via Kickstarter – the highest revenue generated

to date on the crowd-funding site. A Faculty of Engineering graduate,

Eric began prototyping early versions of smart watches as a member

of the university’s VeloCity program. Now based in Palo Alto,

California, Eric and his team are finalizing production of their highly

anticipated Pebbles.

Whether transforming ideas into new businesses, improving quality
of life for seniors, or conducting ground-breaking research into quantum
technologies, you’ll find it all at the University of Waterloo.
uwaterloo.ca
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Tucked in a corner of an indus-
trial building in New Ham-
burg that is filled with rubber

tires, gears and transmissions is a
small area where the future of space
exploration is taking shape.

Ontario Drive & Gear, makers of
the Argo all-terrain vehicle, is fine-
tuning a vehicle that it hopes will
rocket into space and travel to the
moon. In July, it put the latest proto-
types through tests to determine
whether the rover is able to endure
the extreme climate and rough land-
scape of the moon. With officials
from NASA watching, two proto-
types, both called Artemis Jr., were
run over the rough volcanic craters
of Hawaii. The demonstration proved
that the company can successfully
develop a reliable vehicle that can
handle any terrain on Earth — and
beyond. “Everything went flawlessly
for us,” says Peter Visscher, the
firm’s space and robotics manager. 

The space agency was impressed
with the durability and reliability of
Artemis Jr., says Visscher. “NASA
has requested this rover for a flight,”
he says. “The way they look at it is,

this works so well we couldn’t ask for
anything more.”

The rover needs only the approval
and funding of the Canadian Space
Agency and the federal government
to take part in a future lunar mission
that will prospect for water and other
resources. If all goes as planned, it
could be carrying the Canadian flag
to the moon on a proposed launch in
2017.

Ontario Drive & Gear — or ODG as
the company refers to itself — started
its space and robotics division in 2008
after being approached by the space
agency to develop a vehicle that could
be considered for a lunar mission. It
took only six weeks for the company
to create a few concepts; those con-
cepts evolved into the first genera-
tion of ODG rovers, called Juno.
“We’ve gone a lot farther a lot faster
than we thought,” says Visscher

After receiving acclaim for the
simple but durable rover, the compa-
ny was contracted to upgrade Juno,
which lead to the development of the
Juno II and the current rover, Arte-
mis Jr. The company, which is cele-
brating its 50th anniversary this
year, says its rovers are successful, in
large part, because of their simplic-

ity. “They’re very easy to drive and
they’re easy to design,” says Vissch-
er. “Some of the other NASA rovers
that they sent to Mars were very
complicated.”

Unlike other rovers that have a
motor for every wheel on the vehicle,
Artemis Jr. uses only two motors.
Every motor on the vehicle requires
its own wiring, sensors, controls and
heaters so by having fewer motors,
fewer parts are used, saving the pro-
ject time and money. 

“We were targeting a less expen-
sive rover, a simpler rover and ulti-
mately one that is reliable for years
to come,” Visscher says. The battery
that powers the rover is ingeniously
built into the frame, protecting it
from the elements and reducing the
rover’s bulk.

The biggest challenge the compa-
ny faced was designing wheels for
temperatures that rubber could
never withstand. “We have to operate
between minus 150 (Celsius) and plus
150 (Celsius), so that’s a pretty ex-
treme range,” says Visscher. “At 150,
the rubber would melt; at minus 150 it
would shatter.” Even if the tempera-
ture wasn’t a problem, the combina-
tion of no atmosphere and extreme

radiation on the moon would destroy
any rubber tire that touched down on
its surface. “We’ve basically had to
invent our own wheel, reinvent the
wheel,” says Visscher. The wheels on
the current prototype are a combina-
tion of metals, including titanium,
spring steel and aluminum. 

The tests in Hawaii, conducted as
part of NASA’s Exploration Technol-
ogy Development Program, were
designed to determine how the Arte-
mis Jr. would fare on the moon and
identify problems in the rover’s de-
sign. While the terrain was rough on
the wheels of both prototypes that
were tested – they had to drive over
rocks and craters – they performed
well and didn’t fail. Visscher says
that for the actual flight to the moon,
the wheels will be scaled down in size
and will be lighter to take advantage
of the lack of gravity in the lunar
environment. 

From the wheels to the tiniest
wire, the rover is being perfected to
serve its purpose of carrying the
NASA payload: the Regolith and
Environment Science and Oxygen
and Lunar Volatile Extraction. 

DAVID BEBEE, RECORD STAFF

Peter Visscher, manager of Ontario Drive & Gear’s space and robotics division, stands next to two earlier generations of the company’s lunar rover.

ODG’s lunar ambitions take flight
Linda Givetash, Record staff

‰ Lunar continued on page 9
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The extraction technology
planned for the payload — a Canadi-
an drill and NASA commissioned
chemical plant and spectrometers –
are intended to search for oxygen,
water, ice and other resources that
might exist on the moon. If these
basic resources are found, space
agencies can begin plans to develop
fueling stations on the moon. “If we
find water on the moon, first of all
we can support people there for a lot
longer and a lot cheaper,” explains
Visscher.

He adds that if water is found it
might be possible to create rocket
fuel on the moon so travel could be
extended. Launching rockets off the
moon is much easier and requires
less fuel than it does on Earth be-
cause the moon doesn’t have the
same gravity and atmosphere. “If we
ever want to send big spaceships out
to Mars, we can save a lot of money
by producing fuel on the moon,”
Visscher says.

Other possibilities that Visscher
says may be a bit more “out there”
include harvesting helium-3, a po-
tential fuel source that is scarce on
Earth but found in abundance on
the moon. If the right technology
can be designed, the helium isotope
could be used in nuclear fusion to
generate energy with less risk of
radioactivity, or for nuclear medi-
cine.

Before any of those possibilities

can be explored, NASA first needs to
get rovers on the moon to determine
how accessible water and other
resources are, and what equipment
would be needed to extract them.
“Once we set up that infrastructure
on the moon some of these things
that sound far fetched might not be
so far fetched,” says Visscher.

If water and oxygen are found,
ODG could play a big role building
the infrastructure to harvest those
resources. “What we’re looking at is
lunar tractors,” says Visscher. “For-
tunately I have a farming back-
ground so a lunar tractor makes
sense to me.”

While ODG’s space and robotics
department is excited by the oppor-
tunities for space travel in the years
to come, the company has not lost
sight of its strengths. While waiting
for the 2017 lunar project to be ap-
proved by the Canadian Space Agen-
cy, the company is maintaining its
focus on its core products – power
transmission components, includ-
ing gears, and the Argo all-terrain
vehicle. “What we’re doing is we’re
taking some of the technology we
developed under these (space) con-
tracts and we’re trying to put them
to use in our commercial products,”
Visscher says. 

As the Argo benefits from in-
novations made with the lunar ro-
ver, ODG will further solidify its
reputation for building vehicles that
can conquer any terrain — on Earth
or otherwise.

JOE BIBBY, NASA

The Artemis Jr. lunar rover runs through rigorous testing conducted by NASA
in Hawaii.

‰ Lunar continued from page 8
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Technology entrepreneurs
revel in heroic startup stories
set in musty basements or

cluttered garages. For Ali Asaria, it
all began in the back closet of his
father’s pharmacy in downtown
Guelph in 2008.

Today, Asaria’s rapidly growing
online store, Well.ca, is completely
out of the closet, with about 110 em-
ployees and a football field-sized
warehouse on the city’s outskirts
that stocks about 65,000 different
health, beauty and baby products.
The Guelph-based company is now
moving into the pet and food catego-
ries. But Asaria, 31, has a grander
vision. “There aren’t a lot of compa-
nies in the world that are taking
e-commerce to the next level,” says
the University of Waterloo computer
engineering graduate. “Someone has
to reinvent the way shopping is done,
and that’s exactly what we’re doing.”

For Well.ca, that brave new world

for buyers will be built on the savvy
blending of high-tech and high-touch
that has helped the company double
or triple in size every year since its
inception. With a staff of about 20
software developers based in the
Tannery building in downtown
Kitchener, Asaria says that Well.ca is
one of the few e-commerce firms in
the world that makes a significant,
ongoing investment in creating cut-
ting-edge technology for online shop-
ping.

At the same time, he adds, Well.ca
takes an “excessively friendly” ap-
proach to customer service that has
won the hearts of thousands of Cana-
dians. Its premeditated acts of kind-
ness include free shipping in Canada
and a handwritten thank-you note
with every order. “We do everything
we can to have the best possible expe-
rience for our customers,” says Asa-
ria. “People tell their friends, and
this is why the customer focus is so
important to us.”

That concern for customers seems

fitting for the son of a family pharma-
cist. Asaria’s father, Sultan, still runs
Norfolk Pharmacy & Surgical Sup-
plies on Norfolk Street in downtown
Guelph. In fact, the entire family is
involved in health care. Asaria’s
mother, Nasrin, is an optician, and
his older brother and younger sister
also work in the medical field. 

Asaria says he never set out to be
an entrepreneur. While a student at
UW, he spent his co-op terms working
for Research In Motion, observing
the tech giant’s meteoric rise from a
ringside seat. During one of those
work terms, Asaria used his spare
time to develop Brick Breaker, a
game for the BlackBerry that caught
on like wildfire, and is now loaded on
an estimated 20 million BlackBerrys.
There have been reports that even
U.S. President Barack Obama is a
Brick Breaker fanatic. The game’s
success was a defining experience for
Asaria: “It really inspired me early
on,” he says, “to know what it feels
like to build something on your own

and put it in the hands of millions of
people. That feeling is really addic-
tive.”

After graduating in 2005, Asaria
set up shop as an independent con-
tractor, working on web software and
e-commerce projects. His father
suggested doing something with the
pharmacy, so Asaria took over a back
closet and tried selling some of the
store’s products online. Soon, Well.ca
was born. “I just fell into it,” he says.
“I didn’t know I was becoming an
entrepreneur. I just wanted to solve
this problem of selling these prod-
ucts.”

In a matter of months, Asaria
moved to larger quarters — his apart-
ment down the street — and he’s
never looked back. Well.ca maintains
a marketing and merchandising
team in Toronto, but relies mainly on
word-of-mouth, top-notch service
and a vast selection to attract cus-
tomers. 

DAVID BEBEE, RECORD STAFF

The warehouse of Ali Asaria’s e-commerce company, Well.ca, stocks more than 65,000 different products.

Well.ca ready to head to next level
John Schofield, Special to The Record

‰ Well.ca continued on page 11
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Ninety-five per cent of its custom-
ers are Canadians, distributed across
the country and divided evenly be-
tween urban and rural residents. The
majority are women aged 35 to 45
years old.

Customers love Well.ca’s personal
touch, says Asaria. It’s a refreshing
change for Canadians, he adds, be-
cause they’re generally resigned to
poor customer service. Well.ca oper-
ates its own call centre in Guelph,
and staff members are told to answer
every call on the first ring and to
speak in a friendly tone. The compa-
ny even pays for returns. Its Face-
book fan page offers a sampling of
customers’ enthusiasm. “Love Well-
.ca,” says Facebook user Kathleen
Vernier. “Good deals, great prices,
delivered fast, and a personal note in
every order. They know what custom-
er service and satisfaction is!”

But complaints occasionally crop
up. ResellerRatings, the San Francis-
co-based website that solicits con-
sumer reviews of online retailers,
gives Well.ca a rating for the past six
months of 3.3 out of 10, based on about
six reviews. 

When frustrations arise, they
often focus on long delivery times.
Asaria says delivery remains one of
the biggest challenges for online
retailers because they usually have
to depend on third party providers.
Well.ca relies on Canada Post to get
the goods to its customers as quickly
as possible. But the company recent-
ly started doing its own delivery, on a
test basis, in major metropolitan
centres where scale permits it. “That
last mile we don’t have full control
over for now,” he says. “We’re work-
ing on improving the control that we
do have.”

Asaria and his executive team
have tried to create a corporate cul-
ture dedicated to continuous im-
provement, underpinned by a work-
hard, play-hard attitude. He says the
company looks for employees who
personify its core values of kindness
and caring, integrity, innovation,
diversity, and “being silly and having
fun.” Corporate events are designed
to reinforce that sense of joy and
esprit de corps. At a camp night earli-
er this year, for example, employees
were treated to serenading musi-
cians, a go-cart track, and games like
ping-pong and foosball. During a
time of rapid growth, when hiring
can be a challenge, Asaria says
Well.ca’s culture and its location in
the Guelph-Waterloo Region area has
helped it attract top talent. 

In the CEO’s Guelph office in a
former legion hall, the learning
curve has been steep, admits Asaria.
He had to learn about finance, mar-
keting and sales — aspects of the
business that he says were foreign to
him before. “In order to do well in
this space, you have to be good at the
fundamentals of retail — having the
right product at the right price,” he
observes. “But that’s coupled with
great technology to make shopping
easier and better for customers.”

Those customers are asking Well-
.ca to “sell everything,” says Asaria,

and he promises that eventually it
will. International expansion is a
possibility down the road, too, he
adds. But he believes that the compa-
ny’s potential in Canada is enormous
because he says no one is doing e-
commerce well. 

Canada trails behind other coun-
tries, in part, because consumers
here are more cautious about online
transactions — even though we’re
among the heaviest internet users in
the world, says Michael Burt, associ-
ate director of economic trends at the
Ottawa-based Conference Board of
Canada. Online purchases as a per-
centage of total retail sales are less
than four per cent in Canada, com-
pared with about five per cent in the
United States and 13.5 per cent in the
United Kingdom. Part of the chal-
lenge, Burt adds, may be educating
consumers about the advantages of
shopping online, including better
selection and easier price compari-
son. 

“We may be lagging our global
peers,” he says, “but the number of
transactions online continues to rise.
If Canadian retailers aren’t going to
fill the void, foreign retailers may
step in.”

Well.ca’s superior service and
cutting-edge technology will help it
leapfrog the competition — no matter
where it comes from, says Asaria. In
fact, he adds, some of those compet-
itors — including a few of Canada’s
top retailers — have approached
Well.ca seeking its e-commerce ex-
pertise. The company’s software
development team has filed a number
of patents, and is seeking protection
for a type of robotic technology relat-
ed to e-commerce. He believes that
earnings from technology licensing
and e-commerce consulting could
one day rival Well.ca’s profits from
its own online sales. 

The future of e-commerce will be
based largely on mobile technology,
says Asaria, and Well.ca is well ahead
of the curve. During the month of
April this year, Well.ca set up what it
called North America’s first virtual
store just outside Toronto’s Union
Station. By downloading a Well.ca
app to their smartphone, busy com-
muters could simply scan the QR bar
codes on products pictured on a store
shelf to order them from Well.ca.
Asaria foresees a mobile app that
would allow consumers to keep track
of items in every room of the house
and reorder them through their
smartphones when they run low. “It
used to be that shopping was always
in the store,” he says. “But that
doesn’t have to happen anymore. The
mall can come right to you.”

Well.ca is just getting started, says
Asaria. And, by all indications, he’s
in it for the long haul. He says many
of his university classmates who
started companies have already sold
them, in some cases prompted by a
funding crunch. By contrast, he
notes, Well.ca has chosen to grow
more slowly and to be less reliant on
investors. But its goals are no less
ambitious. 

“We still have aspirations to be
big,” says Asaria. “And we don’t see
any limits to growth.”

‰ Well.ca continued from page 10
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Asked for the secret behind
Desire2Learn’s explosive
growth over the past 10 years,

chief executive officer John Baker is
unable to point to a single magic
bullet. Instead, he cites a number of
factors behind the e-learning compa-
ny’s phenomenal expansion.

This area’s great post-secondary
institutions and a supportive tech
community played an important
role, as did the company’s hard-work-
ing employees and its ability to “lis-
ten very closely to its customers,”
says Baker, who launched the Kitche-
ner company in 1999.

Desire2Learn wasn’t afraid to act
boldly when needed, he says. In 2002,
despite having just 12 employees, it
won a breakthrough contract to
supply course management software
for a statewide system run by the
University of Wisconsin. At the time,
“we had more people evaluating our
software than we had in the compa-
ny,” Baker says with a chuckle.

Surviving a gruelling patent law-
suit in 2009 launched by arch-rival
Blackboard Inc. was another critical
step, he says. But probably the big-
gest push came from “a radical trans-
formation in the educational experi-
ence,” Baker says. Print went digital,
online learning displaced bricks and
mortar, teaching moved from one-
size-fits-all to a personalized model
and a host of new tools including

analytics, mobile and cloud-based
platforms arrived on the scene.
Standing at the crossroads of all
these changes was Desire2Learn.

Baker’s focus has always been to
build “an enduring company,” not
one that would be sold in five or 10
years. It’s why Desire2Learn only
accepted its first venture capital
funding in August of this year – a
whopping $80 million, a record for a
Canadian software company.

With eight million learners using
its software worldwide and a work-
force that has quadrupled in the last
two years to 560 employees and coun-
ting, Desire2Learn has become one of
this area’s biggest tech success sto-
ries of the last five years. The little
company started in Baker’s dorm
room at the University of Waterloo in
1999 is at the top of everyone’s list for
homegrown tech companies that
have morphed into large corpora-
tions in the past few years.

Sadly, that list is not a long one,
says Randall Howard, a longtime
investor and entrepreneur in this
area’s tech community. During the
1980s and ’90s, our tech community
was a much smaller cluster of about
40 to 50 companies, he says. Despite
its compact size, about a dozen com-
panies grew into significant enter-
prises, including Research In Mo-
tion, OpenText, Descartes and the
company he used to run, MKS, How-
ard estimates.

Howard, founder and partner of

Verdexus, a Waterloo-based invest-
ment firm, says that in the first de-
cade of the new millennium, the
number of companies in the cluster
grew to 200 or 300. Yet from that ex-
panded ecosystem emerged just a
handful of larger homegrown compa-
nies, including Desire2Learn, Covar-
ity and Sandvine, he says. Today the
region’s tech community has explod-
ed to beyond 800 companies, includ-
ing more than 300 startups, but the
jury is still out on how many will
become anchor companies. Howard
is not optimistic. “I think we could be
doing better,” he says.

How does Howard define large?
When a company gets beyond $10
million in annual sales and has 50 to
100 employees, then it’s beginning “to
get beyond the raw, early-stage start-
up phase,” he says. Too much atten-
tion has been focused on startups and
not enough on developing the next
RIM or OpenText, he believes. “It
feels like there’s a lot of noise in the
ecosystem. There’s a lot of startup-
level activity, but not a lot of large-
company-creating activity.”

With RIM downsizing and other
homegrown tech anchors such as
Dalsa and MKS now under foreign
ownership, the issue takes on more
importance, Howard says.

Yvan Couture, another veteran
tech entrepreneur and observer of
the local scene, agrees. “We’ve done a
helluva good job to promote starting
stuff, but we’ve done very little to

finish stuff,” says Couture, currently
chief executive of Primal, a startup
that develops technology that person-
alizes web searches.

The local tech community has a
lot of “walking wounded,” firms that
have attracted government incen-
tives and investment capital, but
aren’t gaining traction in their mar-
kets, he says. That money might be
better spent betting on fewer compa-
nies with more growth potential, he
adds. “We fund too many startups,
and not enough cash goes to those
who show promise.”

Iain Klugman, chief executive
officer of Communitech, the associa-
tion representing tech firms in the
region, doesn’t see much to complain
about in this area’s mix of compa-
nies. One by one he ticks off the firsts
in this area’s tech cluster: Canada’s
largest tech company (RIM); the
largest software company (Open-
Text); the largest imaging company
(Christie Digital); the largest e-learn-
ing company (Desire2Learn); and the
largest space satellite equipment
company (Com Dev). Not to be forgot-
ten are the global players that have
moved into this area through acqui-
sition: Google, Intel, Electronic Arts,
SAP, Agfa and Raytheon. “We’ve done
pretty well on both sides of the equa-
tion,” says Klugman. Having said
that, “we would like more,” he ad-
mits. 

PETER LEE, RECORD STAFF

John Baker, founder and chief executive officer of Desire2Learn, says his goal was always to build an “enduring company.” 

Startups to standouts is a challenge
Chuck Howitt, Record staff

‰ Desire2Learn continued on page 13
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Klugman sees no reason for pessi-
mism going forward. The region’s tech
cluster is like a large funnel, he says.
The bigger the size of that funnel —
and it has grown significantly in the
past 10 years — the greater the chance
that large and medium size firms will
squirt out the bottom.

The funding situation is much
better than it was a few years ago, says
Klugman. In Golden Triangle Angel-
net, “we’ve got a great set of angels,”
and Communitech’s new $30-million
Hyperdrive program can compete with
any tech incubator on the continent,
he says. Venture capital funding is
more plentiful, but with its emphasis
on exits and liquidity after a certain
number of years, “it is not right for
everyone,” he says.

Contrary to what many people
think, Klugman doesn’t believe a
“game-changing or revolutionary
technology” is necessary for a technol-
ogy company to succeed, and it may
even be a handicap, he says. Compa-
nies fare better at the intersection of
changes in technology, he says, citing
the example of Desire2Learn, or by
developing an old product in a new
way, like Starbucks and Lululemon
have done. Even the acquisition of
Dalsa and MKS by American firms in
recent years is not cause for gloom,
Klugman says. The core operations of
those companies have remained here.
Other companies bought years ago and
shut down, such as Pixstream,
spawned new ones such as Sandvine,
he says.

Still, Klugman acknowledges that
there’s no substitute for having a cor-
porate headquarters in your backyard.
Apart from the leadership talent,
higher wages and research it brings, it
puts your community on the map, he
says. Every mall needs a Bay or a Sears
as well as small stores to thrive, he
notes. Companies used to look to ini-
tial public offerings of shares to fuel
growth. But the bar for IPOs has been
raised in the last 10 years from $20
million in annual sales to about $100
million, says Howard. On the plus side,
the new Alpha Exchange has pledged
to make it easier to do IPOs in Canada,
he says. 

Despite his pessimism about our
ability to turn startups into standouts,
Howard sees several “points of light”
going forward. Golden Triangle Angel-
net, to cite one example, has financed
25 companies since starting up three
years ago, he says. The goal is to get
them from 10 to 20 employees to the 50
to 60 range when they are beginning to
achieve critical mass, says Howard,
who sits on Golden Triangle’s board.
Still, there are no easy answers, he
says. Building large companies may
not be rocket science, but it’s pretty
darn close. “No one initiative is going
to solve it,” Howard says.

Savvas Chamberlain understands
more than most people what it takes to
build a large tech company in Waterloo
Region. He founded Dalsa Corp. in 1980
out of research at the University of
Waterloo and built it into a digital
imaging and semiconductor company
with more than $200 million in annual
sales and 750 employees. In 2011, he

sold it to Teledyne Technologies of
California when three hedge funds
with large holdings in the company
wanted to cash in their shares.

The first thing Chamberlain
preaches is patience. It takes 11to 14
years before a startup begins to
achieve significant revenue traction,
he says. Dalsa was 14 years old before it
began to surge, and other innovations,
including HDTV, the digital camera
and the cellphone, took an equal
amount of time, he says. Desire2Learn,
to cite the most recent example, is 13
years old. “A company is like an indi-
vidual. He has to go to elementary
school, then go to high school, go to the
university. .. It takes time,” says Cham-
berlain, whose new firm, Exel Re-
search, invests in local tech compa-
nies. If a company accepts venture
capital, the investment must be long-
term, Chamberlain warns. And found-
ers should not become too enamoured
of their technology, he adds. He sug-
gests 70 per cent of their money should
be invested in finding customers.

Lorne Wallace echoes that state-
ment. “We were always focused on
getting to the business, where I find
many startups get caught up in the
idea-plans-more ideas spiral,” says the
founder of Lone Wolf Real Estate Tech-
nologies, a Cambridge-based devel-
oper of real estate accounting software
with annual sales of $18 million, 171
employees and a client list 9,200 bro-
kerages across North America.

Properly gauging the market is also
critical, Wallace says. “For us, selling
into a real estate industry that has
gone through a horrible downturn
over the last five years has been a huge
opportunity to get our message out.”
Another trick is tracking sales growth
and using that to predict where the
company is going, he says. “When
growth has happened we have been
ready for it, instead of trying to catch
up to it.”

And then there’s the old thinking-
outside-the-box approach. “For the
hundreds of trade shows we’ve done
over the years, it still amazes me that
other vendors don’t attend the social
events where all the real action hap-
pens,” Wallace says.

Jeffrey Crelinsten co-authored a
2009 study on failure rates of early-
stage research companies across Can-
ada. One of its key findings was the
prevalence of “dysfunctional inves-
tors,” who had more experience in
finance than the sector they were
investing in and couldn’t offer crucial
guidance, he says. Often they were
more of a hindrance than a help. The
problem is also cultural, he says. “It’s
very hard to find young guys and gals
who want to grow a company the size
of RIM.”

Even if they do, they don’t get a lot
of help, says Crelinsten, whose con-
sulting firm, The Impact Group, spe-
cializes in science and technology
policy. “There’s very little focus on
helping companies cross that $50 mil-
lion revenue barrier and get to $1bil-
lion in revenue.” The tech sector in
Canada could learn from investors in
the oil, gas “and mining sectors, Cre-
linsten says. “They’re world leaders
who know how to get small exploration
companies going and growing.” 

‰ Desire2Learn continued from page 12
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eggs. So you are talking about mil-
lions and billions of chicken eggs.” If
anything goes wrong with the patho-
gen-free egg production, “you are left
with the inability to produce enough
vaccine for a population.”

The big challenge in using cells as
“factories” for churning out vaccine
products is that the production can
be inefficient. Aucoin likens it to
having “too many cooks in a kitchen”
who get in each others’ way. 

“You are not necessarily using all
of the resources of the cell efficient-
ly,” he says. His lab is working on
techniques to try to stagger the pro-
duction of the different components
of the products made inside a cell, in
order to make that production look
more like an efficient assembly line.
The goal is to get these cells to pro-
duce larger amounts of vaccine fas-
ter and at less cost. 

“That makes it more available to
everybody,” Aucoin says.

His lab is also part of a network of
facilities working on improving the
potency and the effectiveness of the
breast cancer drug Herceptin, some-
thing Aucoin says is of high priority
in Canada. Herceptin (trastuzumab)
is a monoclonal antibody that has
been shown to be effective in target-
ing the protein HER2 (human epider-
mal growth factor 2), which is associ-
ated with certain types of very ag-
gressive breast cancer. The problem
is that not all tumours respond to the
treatment and people develop a resis-
tance to the antibody. That may be
related to the way that cancer cells
use glucose (sugar) to fuel tumour

Abetter cancer drug. A clean-
energy power grid. A flexible,
wearable cellphone. These

products that are being developed or
researched are completely different,
yet have something in common –
chemical engineering.

The University of Waterloo has
long been known for producing soft-
ware and computer engineering
graduates to populate the area’s
high-tech companies, but chemical
engineering, a founding department
of the 55-year-old university, is the
faculty that touches virtually every
aspect of modern life. From pharma-
ceuticals and manufacturing to the
production of clean energy and new
nanomaterials, “the door is wide
open” into any type of industry for
students with chemical engineering
backgrounds, says Eric Croiset,
chair of the department.

With 39 faculty members, the
department takes in 140 undergradu-
ate first-year students at the Waterloo
campus every year; another 40 to 50
at UW’s Dubai campus do two years
of their studies in Dubai and two in
Waterloo. The department also has
more than 180 graduate students in
master’s and PhD programs. The
growth of the department is one
reason for its move in 2011from the
oldest building on the campus into a
new 115,000-square-foot-building. “All
of our labs were fully utilized,” says
Croiset. “We even had to host some of
our professors in other departments
because we had absolutely no room
left.” 

The new building came with well-
ventilated modern labs. 

“Ventilation is very important to
us in chemical engineering,” Croiset
says. “You’ll see a lot of fume hoods, a
lot of ventilation.” 

While the building is modern and
well-equipped, it is the diversity of
the research that goes on in those
labs that is most striking. When most
people think about chemical engi-
neers, they think of chemical produc-
tion factories. But in chemical engi-
neering professor Marc Aucoin’s lab,
the “factories” he works with are
biological cells, like the cells in our
bodies. “Cells are our factories for
producing products, be they proteins
or viruses or DNA,” Aucoin says.

One area of research his lab works
on involves the use of cells to more
efficiently produce influenza vac-
cines. During the H1N1flu epidemic
of 2009, there were worries about a
possible vaccine shortage. That
didn’t happen, but in a future severe
and fast-moving epidemic, ramping
up the vaccine production will be a
huge issue. The majority of influenza
vaccines are still produced using
chicken eggs, Aucoin says. “For ev-
ery chicken egg, you get one third of a
dose, and so for every vaccine dose,
you are talking about three chicken

growth. Aucoin’s lab is working on
the chemical engineering of the drug
to get around that problem and make
it more effective in neutralizing the
cancer. “What we are trying to do is
control how the sugars attach to the
protein and make the cancer drug
more effective for the patient,” Au-
coin says. “We also want to produce it
so that we need less of the protein,
which reduces the cost of the drug.”

In another lab, chemical engineer-
ing professor Boxin Zhao studies
materials produced in nature, in
order to mimic their properties and
create new and useful products. It is a
field known as biomimicry. Zhao is
particularly interested in using the
knowledge gleaned from nature to
enhance the stickiness or slipperi-
ness of surfaces. For example, he is
intrigued by the footpads of the
gecko, a lizard that is able to walk
upside down across ceilings because
it has microscopic foot hairs that
adhere strongly to surfaces. “In some
applications you want adhesion, and
in other applications, you want a
surface that repels any residue,”
Zhao says. Examples in nature might
be the way water beads up in the
morning dew on a spider web, or the
way raindrops roll off a lotus leaf,
carrying away any residue from the
surface. This area of research,
known as biomimetic surface engi-
neering, has all kinds of applications,
in everything from medical implants
to cellphones and playground equip-
ment. Zhao and a student have a
provisional patent for an “underwa-
ter superglue” that could be used for

underwater construction and repair.
There is also interest from microelec-
tronics companies that want wa-
terproof interfaces, he says. In medi-
cine, an implant used in knee re-
placement surgery is an example of
something that needs to have a “bio-
compatible coating” at the interface
between the implant and the body’s
own tissues. There also is interest in
adhesives that could be used as an
alternative to stitches in surgery. In
cosmetics, there is the possibility of
skin-like materials that will stick to
the face yet allow the skin to breathe,
which would be a boon to anyone
whose face is disfigured.

In the cellphone industry, electri-
cally conductive “adhesive poly-
mers” could be used to replace solder
joint interconnects in circuit boards,
Zhao says. By getting rid of the spac-
es between solder joints, the perfor-
mance of the device can be improved;
and less lead would be used, resulting
in a more environmentally-friendly
product. Many advanced materials
Zhao works on are developed using
nanotechnology, which involves the
manipulation of matter in the realm
of “nanometres,” the tiniest size that
atoms and molecules can be mea-
sured. When UW started its under-
graduate program in nanotechnol-
ogy engineering several years ago,
chemical engineering was one of
three departments that made up the
multi-disciplinary program, along
with chemistry, and electrical and
computer engineering.

Chemical engineering research
touches every aspect of life 

RECORD STAFF

Marc Aucoin, a chemical engineering professor at the University of Waterloo, uses bioreactors in his research into
using cells to produce vaccines.

Rose Simone, Record staff

‰ Chemical continued on page 15
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Aiping Yu is another chemical
engineering professor whose work
involves nanotechnology. She is
working on materials for the next
generation of super capacitors,
which will used to store a tremen-
dous amount of energy and quickly
release it when needed. A simple
ordinary capacitor might be a couple
of pieces of metal foil with an in-
sulating or non-conducting film in
between. But they can’t really store
that much charge. “If you want to
store more charge, you either need to
have a huge capacitor, or a lot of
plates assembled together,” Yu says.
That’s where super capacitors come
into play. They could be used on the
brakes of a hybrid car, to release the
emergency doors of an airplane, or in
any other situation that requires a lot
of power in a fraction of a second.

Nanomaterials are the key. When
you get down to that tiny, invisible
nanoscale, the properties of a sub-
stance will change, Yu says. “New
properties emerge and you can get a
lot of exciting properties.” One of the
substances she works with is gra-
phene, carbon atoms arranged in a
honeycomb shape that are cut into
ultra-thin nanoscale slices. At the
nanoscale, graphene has remarkable
electrical conductivity and is ex-
tremely lightweight, which makes it
perfect for super-capacitors, she says.
The big challenge of using such a
nanomaterial is the cost. A chemical
agent is normally used to cut the
graphene, but it takes Yu’s lab a cou-
ple of days just to get a couple of
grams of graphene. So, one of the
things her lab has been working on is
a new way of cutting graphene, using
a surfactant (soap) agent.

Overcoming the challenges and
bringing new super capacitor mate-
rials to the market will be important
for a whole range of new applica-
tions, Yu says. For example, there is
the possibility of “smart grid” clean
energy systems that store energy
from solar or wind and are able to
release that energy even on days
when it’s not sunny or windy. The
electronics and mobile computer
industries are also interested in

flexible, transparent super-capacitor
materials, to make flexible, bendable
electronics.

Not all chemical engineering
researchers use exotic equipment.
When professor Luis Ricardez San-
doval is asked where his lab is, he
points to the computer in his office.
He works on modeling events on the
computer, in order to come up with
the optimal design for a system. “It
can apply to any company at any
level,” he says. “Right now, for ex-
ample, I am doing a project where we
have a distillation unit that separates
chemical products. So let’s say you
have products a, b and c, and based on
the properties of the components,
they use different separation tech-
niques. Optimal design can tell them
which techniques they can use to
separate those components while
minimizing the cost.”

The modeling can be used to come
up with the optimal design of the
internal components of a cellphone,
so that if it is dropped it is more likely
to withstand the external shock. “It’s
all about how we can get an optimal
design in the presence of these ex-
ternal perturbations, so that at the
end of the day, the design is robust,”
Sandoval says. Sometimes, the work
he does involves taking the results of
experiments done by other research-
ers and building a model to explain a
process. In other instances, it in-
volves building models to predict
what will happen. Sandoval says
some projects require such a huge
amount of computer power that he
has to turn to ComputeCanada, an
organization that has clusters of high
performance computers that act as a
supercomputer.

Croiset, the department’s chair, is
doing research on high temperature
fuel cells that might make it feasible
to produce clean electrical energy for
a local grid. He is also one of the re-
searchers looking at new ways of
producing hydrogen, which is touted
as the clean energy source of the
future. From big products, such as
energy plants, to products that are
produced by the tiniest cells, chem-
ical engineering is “very, very
broad,” Croiset says. “It is every-
where.”

PHILIP WALKER, RECORD STAFF

University of Waterloo chemical engineering professor Aiping Yu is working
on super capacitors that incorporate nanomaterials. On the left is a regular
super capacitor; on the right is a flexable super capacitor of the type that
could be used in electronics.

‰ Chemical continued from page 14
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Mike Morrice chuckles when
he talks about the origins of
Sustainable Waterloo Re-

gion. The idea started as a university
research project that examined the
implications of carbon pricing mech-
anisms and the viability of estab-
lishing a not-for-profit organization
in Waterloo Region that would help
companies reduce their carbon foot-
print. “I got a course credit for doing
the research,’’ he quips.

It was a humble beginning, says
Morrice, who now serves as the non-

profit’s executive director. “Our first
office was in my apartment.”

A few volunteers started working
with the non-profit in the summer of
2008 and despite bad economic times
on the horizon they managed to raise
$140,000 from grants and $60,000 from
six local companies. Far from a
laughing matter now, Sustainable
Waterloo Region has seven full-time
staffers, three co-op students, 48
active volunteers and a record to be
proud of. Last year, its 41corporate
members ran programs and initia-
tives that collectively resulted in the
reduction of 45,000 tonnes of green-

house gases. From an emissions
perspective, that is the equivalent of
taking 10,000 cars off the road.

Today, 46 members, including
high-tech firms Athena Software,
Miovision and NDI, pay fees ranging
from $500 to $5,000 a year, depending
on the number of employees.

Companies or organizations that
become members of Sustainable
Waterloo Region commit to varying
degrees of involvement. 

Bronze pledging members like
Athena commit to reducing green-
house gas emissions by 20 per cent
over 10 years; gold pledging members

like Enermodal Engineering and
XCG Environmental Engineers and
Scientists commit to a 60-per-cent
reduction over 10 years; a number of
companies have joined as observing
organizations, meaning they plan to
track and report emissions or work
towards greater participation in the
future.

Sustainable Waterloo Region’s
primary focus continues to be the
regional carbon initiative, a volun-
tary program that allows members to
plug in to a community of support,
and access networks, resources and
expertise they can use to cut green-
house gas emissions. 

The initiative was inspired by a
similar model in Silicon Valley.
When it was launched, Morrice an-
ticipated a greater buy-in from Wa-
terloo Region’s fast-growing tech
sector. That didn’t happen, but he
says that “we’re proud to have lead-
ers like Athena Software, Miovision
and NDI on board as members and
hope their shared success will in-
spire other leaders to see the busi-
ness value of embracing sustainabil-
ity.”

MATHEW MCCARTHY, RECORD STAFF

Mike Morrice (centre), the executive director of Sustainable Waterloo Region, is working with Diane Stanley-Horn (left) and Pat Chan of Athena Software to
reduce Athena’s greenhouse gas emissions. 

Non-profit group focuses 
on environmental sustainability
Bob Burtt, Special to the Record

‰ Sustainable continued on page 17

Athena Software was one of
the first members of Sus-
tainable Waterloo Region.

The Waterloo company provides
client information management
software for behavioral health and
social service agencies dealing with
issues such as domestic violence,
substance abuse and disabilities.

“Basically our application (soft-
ware) is an integrated case man-
agement system and it allows orga-
nizations to co-ordinate all of the
activities of their staff,” says Diane
Stanley-Horn, the firm’s director of
business development and leader of
its green team

Using Athena’s software, case-
workers can access real-time in-
formation on their iPads or laptop

computers while they are still in
their client’s home. “Each company
has its own system set up to meet
their particular needs. We provide
consultative services, help with set
up and training for end users and all
of that can be done remotely from
the Waterloo office,” Stanley-Horn
says.

Athena on board to reduce emissions
Bob Burtt, Special to The Record

‰ Athena continued on page 17
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Sustainable Waterloo Region’s
offices are in the Tannery building in
downtown Kitchener, a building that
is home to Communitech and a host
of established and emerging technol-
ogy companies. 

Morrice says the entrepreneurial
energy in the building was a big
factor in the decision to move there;
the downtown location, proximity to
public transit and the adapted reuse
of a building that at one time was the
largest leather tannery in the British
Empire also were big pluses with the
new location.

Since developing the regional
carbon initiative, Sustainable Water-
loo Region also has partnered with
Waterloo Region and REEP Green
Solutions to develop the climate
collaborative. Unlike the carbon
initiative, which relies on a one-to-
one relationship with individual
members, the collaborative will look
at total emissions in the region and
set a goal for reductions.

Sustainable Waterloo Region’s
impact reaches beyond regional
borders as other communities look to
what is happening in Waterloo Re-
gion and seek assistance and support
as they set up similar programs.
“Everything that members do is on a
voluntary basis,” says Morrice.
“What you are seeing across the
board are businesses and organiza-
tions taking leadership and taking
the opportunity to get ahead of reg-
ulations (that might be invoked).
Leadership is increasingly at the
community level and what we see in
Waterloo Region is an example of
that.”

“We don’t just talk about the num-
ber of members,” Morrice says.
“That doesn’t speak to the change
that is being produced. More than
companies listed on a website, it is
about getting them to make these

changes. It is about them making a
commitment and working towards it.
We need to measure success.”

The organization helps members
to do their own energy audits, identi-
fy cost effective projects and develop
action plans. “We know that a great
majority of our members our on
track to meet their commitments,”
Morrice says.

The benefits of getting on a carbon
diet and going green are many. Com-
panies often save money with the
changes they implement, but that’s
just the beginning. 

“There is research that suggests
Gen Y employees are willing to work
for less to be able to be with a compa-
ny with an environmental strategy,”
Morrice says. 

“Young people applying for work
now are asking employers those
questions and companies like Ernst
& Young and Deloitte & Touche (both
members of Sustainable Waterloo)
can point to greenhouse gas emission
reductions when they are asked.”

Jenn Carreiro, Sustainable Water-
loo Region’s volunteer community
relations lead, points to research that
says 50 per cent of Gen Y members
are willing to take a lower salary to
work for a company with a good rep-
utation on sustainable development;
35 per cent agree that sustainability
in business creates opportunities
and 92 per cent would be more in-
clined to work at an environmentally
friendly company.

Carreiro is one of 52 volunteers
serving with the organization. Even
though she has moved from Waterloo
to Vancouver, where she has paid
work, she continues to volunteer
with Sustainable Waterloo.

Morrice says the arrangement
with volunteers is one of mutual
benefit. The employees get experi-
ence and the organization benefits
from the work and the services they
offer.

‰ Sustainable continued from page 16

With a background in environ-
mental biology, and an interest in
issues like climate change, getting
involved with Sustainable Waterloo
Region seemed like a good way for
Stanley-Horn to stay connected with
individuals and organizations that
shared her values.

Athena has pledged to cut green-
house gas emissions by 20 per cent
over 10 years. A decision in 2011, to
make fewer, but longer trips to Aus-
tralia, home to about 30 per cent of
the company’s customers, resulted in
substantial cuts in the Athena’s
greenhouse gas emissions. 

Flights to and from Australia
continue to be a major source of
Athena’s emissions, says Stanley-
Horn. The company, founded in 2001,
has formed a partnership with an
Australian firm and that is expected
to further reduce the number of
flights and emissions even as the
company continues to grow.

“They (Sustainable Waterloo
Region) provide software that makes

it easy to calculate your emissions
and to compare to a base year,” says
Stanley-Horn.

Athena encourages its 11employ-
ees to walk or bike to work or car
pool, and efforts are made to reduce
the amount of garbage generated at
the office. All of the garbage is
weighed before it is tossed out.
“Things that get measured get done,”
Stanley-Horn says.

So far, there are three members in
Sustainable Waterloo Region re-
presenting the region’s hi-tech sec-
tor: Northern Digital, Athena Soft-
ware and Miovision. “Some sectors
have higher participation and some
lower,” says Mike Morrice, the orga-
nization’s executive director.

“When you are working with any
business on reducing carbon, it often
comes down to energy conservation,
energy efficiency, renewable energy
and air travel,” he says. “Data stor-
age and energy consumed by servers
has a significant carbon impact.
Research shows the tech sector im-
pact is comparable to the aviation
industry.”

‰ Athena continued from page 16
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former telecommunications giant
that slid into bankruptcy. Earlier this
year, the cover of Canadian Business
magazine featured a BlackBerry in
black, like a tombstone; inside was a
picture of a casket with “The End of
RIM” written in a floral arrange-
ment. But is it really “the end of
RIM?” Is this another Nortel? And
what will happen to Waterloo Region
if the direst predictions about RIM
come true?

The company insists that reports
of its death are greatly exaggerated.
When it reported its second quarter
results this fall, RIM surprised its
naysayers by announcing an in-
crease in the number of BlackBerry
subscribers and a loss that was small-
er than analysts expected. 

“I think we have a clear shot at
reinventing RIM and making it as
strong as it was before,” chief exec-
utive officer Thorsten Heins said in
an interview after the results were
released.

Heins, who took over as chief
executive in January when former
co-CEOs Mike Lazaridis and Jim
Balsillie stepped down, admits that it
was a “very tough” first nine months
in his new role, but he is convinced
the new BlackBerry 10 platform,
scheduled to be released in early 2013,
will make believers out of people who
have written the company off. “I am
not sleeping very much these days,
but I am excited about where I think
this company can be and that keeps

In 1984, the year Electrohome Ltd.
stopped making television sets in
Kitchener, 23-year-old Mike Laza-

ridis and his high school buddy, Doug
Fregin, launched a startup called
Research In Motion in a 500-square-
foot office above a bagel shop in up-
town Waterloo.

At the time, the area was known
for making tires, boots, car parts,
beer and sausages. But it also had a
reputable engineering school at the
University of Waterloo, the reason
Lazaridis came here from Windsor.

While the eventual demise of
Electrohome, one of the region’s first
big technology companies, was a
blow to the local economy, the engi-
neering school gave the area an ad-
vantage at a crucial moment in histo-
ry. The year RIM was founded was the
same year the first Apple Macintosh
computer hit the market and the first
“dot.com” domain name was about to
be registered. The global economy
was on the cusp of being shaken to its
core by the personal computer and
internet revolutions.

RIM initially worked on various
technologies, including a video dis-
play terminal for in-store advertising
and an electronic film counter for the
movie industry. But as the wireless
world evolved, it focused on an inter-
active pager. In 1999, it came out with
the BlackBerry — the first mobile
device capable of sending emails.

The BlackBerry put RIM and
Waterloo Region on the map. In the
years that followed, it seemed noth-
ing could go wrong for RIM. The
BlackBerry became a favourite gad-
get of celebrities such as Oprah Win-
frey and political leaders including
U.S. president Barack Obama. It was
lauded as crucial technology for
keeping communications flowing
even when phone networks went
down, as was the case during the 9/11
terrorist attacks in the U.S.

RIM grew to employ 17,500 people
around the world. In 2008, as the
stock hit a high of $150, it briefly was
Canada’s most valuable company,
worth more than the big banks. But if
RIM enjoyed a meteoric rise, its for-
tunes also declined rapidly. 

The company was pounded by
costly patent litigation, but its big-
gest troubles came with the growing
popularity of Apple’s consumer
friendly iPhone and smartphones
powered by Google’s Android operat-
ing system. 

The BlackBerry bled market
share. Instead of growing, it started
downsizing. The company embarked
on a program to shed $1billion in
expenses, including the elimination
of about 5,000 jobs worldwide. Its
stock came close to falling below $6 at
points this year. 

The backlash from investors and
the media was harsh. Some com-
mentators have compared RIM’s rise
and fall to the demise of Nortel, the

me going, and it keeps my team go-
ing,” Heins says. 

“Everyone is totally committed to
the future of RIM and we are very
excited about that future,” adds An-
drew MacLeod, managing director
for RIM Canada.

RIM says the BlackBerry 10
phones will be more sensual, more
responsive and different enough
from other smartphones to re-estab-
lish the brand. The company is court-
ing developers around the world in
hopes they will develop a myriad of
applications that will make Black-
Berry 10 phones attractive to con-
sumers. It also believes it can capital-
ize on its strength in the area of se-
cure software, and use its robust
QNX operating system, the guts of
BlackBerry 10 and the Playbook
tablet, to connect the computing
interfaces of everything from cars to
homes to banks to health diagnostic
and monitoring systems. “What we
are focusing on is building out our
core framework and building out a
platform that will allow for the future
mobile communications and comput-
ing experience,” MacLeod says. “But
in conjunction with that, we are
totally committed to also building
out the BlackBerry hardware.”

RIM is in “a period of transition,”
MacLeod says. Although it is a chal-
lenging time, he emphasizes that the
company is working from a position
of strength. It still has 80 million
BlackBerry subscribers in 175 coun-
tries. It also has more than $2 billion
in the bank and no debt.

THE ASSOCIATED PRESS 

Research In Motion CEO Thorsten Heins says the new BlackBerry 10 platform gives the company an opportunity to reinvent itself.

RIM looks to the future
Rose Simone, Record staff

‰ RIM continued on page 19



Sortable.com created this
infographic to demonstrate that
Waterloo Region’s technology sector
is about much more than Research
In Motion.

Publicly, RIM has offered only
glimpses of the BlackBerry 10
phones. Privately, it has previewed
the phones with wireless carriers,
and their reaction has been very
positive, MacLeod says. “These are
people who see every device, every
platform and every software variant
of every product in the world and
when we showed them the future of
the BlackBerry, they were genuinely
excited.” 

But will BlackBerry 10 be enough?
That’s the question analysts such as
Carmi Levy ask themselves. Levy
says the market votes with its pocket-
book and RIM, which once accounted
for half of the world’s smartphone
sales, now has a market share in the
single digits.

“It is hard to quibble with what
happened to the stock price because
really, it is simply a one-for-one re-
flection of the company’s market
trajectory,” he says.

But Levy believes it is premature
to say the game is over. “It is not as if
the company has no more options. It
does have options and it is very ag-
gressively pursuing them at this
point in time.” 

Even when the current round of
layoffs is completed, RIM will be a
large technology company with
about 10,000 employees. With the cash
it has in the bank, “it can afford to go
for a number of quarters before
things get really tight,” Levy says.
“So the company does have some
runway and it is taking its best shot.”

The big challenge RIM faces re-
lates to the reality that it often is not
good enough to build a better mouse-
trap, he says. “You can have the best
mousetrap in the world, but there are
so many more factors and other fac-
tors in play that determine whether
that great mousetrap, or that differ-
entially competitive technology, will
be enough to convert into market
supremacy.”

In BlackBerry 10 preview demon-
strations, the new software platform
was smooth, “didn’t hiccup once,”
and “was sufficiently different to get
people’s attention,” Levy says. But
for RIM to succeed, “it will need to
market the daylights out of it and
create the kind buzz for the technolo-
gy that Apple and to a lesser extent
Google have managed to create for
their offerings.”

That will be a monumental chal-
lenge for RIM, he says. “RIM has been
a phenomenally successful engineer-
ing-driven company, but not really

known for creating a huge amount of
emotion surrounding its products.”
In recent years, as market share
dropped, “the brand itself has taken
it on the chin.”

“A lot of people are basing their
assumptions and evaluations on the
old technology, not the new,” Levy
says. “So RIM has a higher and steep-
er mountain to climb than any other
company. That doesn’t mean it is
impossible, but as it funnels resourc-
es into developer relations, which are
absolutely critical to the platform, it
also needs to funnel resources into
marketing and do it at a level and a
scale and scope that it has never done
before.”

Tim Ellis, chief executive officer
of the Accelerator Centre in Water-
loo, home to a large number of emerg-
ing tech ventures, may have a home
team bias, but he isn’t counting RIM
out. “I’m still confident that RIM will
make it through this,” he says. There
are precedents. Back in 1997, another
technology company saw its sales
drop 28 per cent, lost more than $1
billion and was 90 days away from
bankruptcy. That company was Ap-
ple, now the most valuable company
in the world. 

Whether or not RIM succeeds,
Waterloo Region is not facing a Nor-
tel scenario, says Iain Klugman, chief
executive officer of Communitech,
the association that represents the
area’s technology community. Unlike
the Ottawa area, which was intensely
focused on telecommunications,
Waterloo Region’s tech sector is in-
credibly diverse, he says. Few compa-
nies are focused exclusively on the
BlackBerry.

Sortable, a Waterloo startup that
runs a website that helps people sort
out which consumer products best
meet their needs, recently created an
infographic to provide some context
for the RIM story. The infographic
shows that the region has 850 tech-
nology firms, generating more than
$21billion in revenue, and producing
new patents at a rate of more than
three times the national average. The
local tech sector is “very healthy,”
says Chris Reid, Sortable’s co-found-
er.

At the Communitech Hub in
downtown Kitchener and the Accel-
erator Centre, about 50 startups are
being incubated. In the region as a
whole, there are hundreds of active
technology startups. Waterloo Re-
gion also is home to international
technology companies like Google,
SAP and Agfa Healthcare. Home-
grown companies, such as OpenText,

which employs 4,600 people globally
including 1,000 in Waterloo, and De-
sire2Learn, which has grown to
about 600 employees and recently
secured $80 million in venture cap-
ital financing to fuel more growth,
are leaders in their markets. With the
job cuts at RIM, established compa-
nies and startups have been able to
scoop up much needed talent.

But even with the all the success
the tech sector has enjoyed, RIM still
casts a long shadow over the area. It
is a giant, and giants are hard to come
by. 

“The reality is that a $20-billion
Canadian company is going to be a
rarity,” says Ellis of the Accelerator
Centre. More companies the size of
OpenText or Desire2Learn certainly
is achievable, he says. “People will
ask me, ‘are you looking for the next
RIM?’ And I will say that really, I will
have done a better job if I can contrib-
ute to a more diverse ecosystem.”

Larry Smith, an economics pro-
fessor at UW, says Waterloo Region
has repeatedly built national and
international companies. For ex-
ample, Lang Tanning, Kaufman
Footwear and Electrohome “were all
global powerhouses of a different
time and in a different context,” he
says. “There is nothing to prevent a
local company from growing into a
global powerhouse.”

Klugman says Waterloo Region
can be described as “entrepreneurial
cluster,” an attribute that gives this
area its edge. If there is a lesson in
RIM’s story, it is that “the technology
sector is hugely volatile and can
change overnight,” he says. “But it
can also grow faster than anything
and create massive wealth for com-
munities and countries.” Smith
agrees. “You have to be fast on your
feet; always anticipating the next
move; always running scared. What
happened to RIM is a reminder that
no one is immune to competitive
pressures and the greatest danger is
to think you are.”

While RIM is working hard to
launch BlackBerry 10, Waterloo Re-
gion needs to focus on its “platform”
— the engineering talent and brains
that will come up with the innova-
tions of the future, says Klugman.
Those people are this region’s most
valuable resource, he says. “We don’t
have the oilsands and we don’t have
the resources that other parts of the
country have. What we have are great
academic institutions. We have the
brains and we have the entrepre-
neurs who want to build great busi-
nesses.”

PHILIP WALKER, RECORD STAFF

Research In Motion has been shedding jobs, but even after the cuts it will still have 10,000 employees, making it the
giant of Waterloo Region’s tech sector.

‰ RIM continued from page 18
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Carol Leaman, president and
chief executive officer of Ax-
onify Inc., has a lot to cele-

brate these days. The company, a
startup that develops software that
delivers workforce training in short,
fun bursts, won Fortune magazine’s
Brainstorm Tech Startup Idol compe-
tition in July. In August, it an-
nounced that Toys R Us chose it to
provide training to the retailer’s
employees through its eLearning
platform. Earlier this year, Axonify
secured $2 million in venture capital
financing.

That’s impressive for a company
that had four employees when Lea-
man came on board in 2011, the same
year the business was founded under
the name 17 muscles.

Axonify, which now has 17 employ-
ees, combines games with brain
science to develop what the company
describes as “the next generation
e-learning platform.” 

“E-learning typically is done in a
pull environment,” says Christine
Tutssel, Axonify’s vice-president of
sales. “Employees take an online
course, write a test and promptly
forget everything. We are able to
push learning through small snip-
pets of information repeated at reg-
ular intervals in a quick and fun way.
We’re turning e-learning on its
head.” 

Employees play games that in-
clude quizzes on topics they should
know. The 90-second games provide a
personalized knowledge map to
strengthen an employee’s knowledge
and provide short information boosts
to reinforce problem areas. The
games can be customized to suit a
client’s corporate culture.

“Research shows that if you tell an
employee something once, the re-
tention rate is less than 10 per cent, 30
days later,” says Leaman. “If you
repeat a concept six times over 30
days, the retention rate jumps to 90
per cent. Repetitive reinforcement
leads to automatic recall.”

Employers using Axonify’s plat-
form can provide rewards for partici-
pation such as points that can be
redeemed in an eBay-type auction,
gift cards for Starbucks or Tim Hor-
tons, or a cash incentive that is depos-
ited to their pay.

“Corporate training in North
America is a $300-billion market, and
$30 billion of that is spent on e-learn-
ing platforms, which consists pri-
marily of passive webinars,” Leaman
says. “If employees are having fun
while they are learning, they are
going to be more willing to partici-
pate.”

The company’s name incorpo-
rates the word “axon,” which refers
to a nerve fibre that transits electri-
cal impulses. The firm was founded
as 17 muscles, but changed the name
to Axonify to better represent how its
software bridges knowledge gaps in
training. “We are creatures of habit,”
says Leaman. “We tend to do things

the same way all the time. Our plat-
form programs the axons in the brain
to make the right thing the default
action.”

Workplace safety and loss preven-
tion are two key areas Axonify tar-
gets. 

Leaman says retailers spend mil-
lions of dollars a year on accidents
and injuries. But when it comes to
training about workplace safety,
part-time employees are often over-
looked or they receive inadequate
training. “A memo in the lunchroom
doesn’t cut it,” says Leaman. “Em-
ployees end up doing what they think
is right, and they get hurt. One law-
suit will wipe out the cost of the train-
ing. Our reports show a 30-per-cent
reduction in accidents. That’s a tan-
gible return on investment.” 

Loss prevention is another area
Axonify’s platform is designed for.
Leaman notes that 60 per cent of
retail theft is done by employees. By
teaching employees to look for signs
such as merchandise that is in the
wrong place and by highlighting
incentives for reporting theft, Axon-
ify’s platform helped one customer
reduce theft by 50 per cent, she says.

“Employees who don’t steal keep a
closer eye out for employees who do,”
she says. “Employees who do steal
will be more aware of others watch-
ing them and will be less likely to
commit the theft because they know
they are being watched. It produced
an immediate positive reduction and
a tangible return on investment for
the training module.”

The e-learning platform is de-
signed so that a customer’s training
department can customize the con-
tents, highlight and prioritize in-
formation, and decide on the timing,

the games and the rewards. Alterna-
tively, Axonify’s instructional de-
signers can pull out key learning
points and create effective questions
for a client. The platform can be cus-
tomized by job title or procedure. It is
designed to be completely plug and
play.

“We want to be recognized as the
market leader in corporate learn-
ing,” says Tutssel. “We’re changing
how e-learning is done.”

Leaman initially joined the com-
pany in an advisory capacity. She
came with a proven track record of
building technology businesses. A
chartered accountant, her technolo-
gy career goes back to Fakespace
Systems, a Kitchener-based provider
of 3-D virtual reality systems that
was owned by Electrohome Ltd. As
president, she helped build the busi-
ness from annual sales of $3 million
to $30 million before orchestrating its
sale to Iowa-based MechDyne Corp.
in 2003.

After leaving Fakespace, she be-
came chief executive officer of RSS
Systems, a Kitchener company that
provided enterprise software to opti-
mize shop floor operations. In 2006,
RSS was sold to Visiprise Inc., an
Atlanta-based company that was
acquired by SAP in 2008. Most recent-
ly, Leaman was CEO of PostRank, a
Waterloo startup that developed a
web app that measured audience
social engagement. It was sold to
Google in 2011. “We had sold Pos-
tRank to someone else the day before
Google came calling,” Leaman says.
“Google was a much better fit, and a
great company to deal with.”

Leaman, the 2011winner of the
Waterloo Region Intrepid Award for
Entrepreneurship and the 2010 win-

ner of the Sarah Kirke Award for
Canada’s leading female high-tech
entrepreneur, says Waterloo Region
is the ideal place to launch a tech
startup. The University of Waterloo
is “pumping out computer science
grads who understand technology
best,” she says. “We have a communi-
ty of leaders who are all about help-
ing and supporting each other. I can
call anyone in the region and they
will help me whether they know me
well or not and vice versa. We also
have Communitech and the Acceler-
ator Centre that have a mission to
support and foster early stage tech-
nology startups in this region.”

As a serial entrepreneur, Leaman
insists that successful entrepreneurs
need to believe in what they are doing
even when critics say their idea or
business won’t work. And getting a
business or product off the ground is
10 times harder and takes 10 times as
long as you expect, she says. En-
trepreneurs also need to trust the
people around them. “I’ve never
thought I was the genius in the
crowd,” says Leaman. “I know what I
know and what I don’t know. I have no
qualms with allowing the people I
work with to give their advice to
make the product better. Entrepre-
neurs don’t know everything. They
need other people to have big voices
in the conversation. Many entrepre-
neurs have big egos and don’t make
as much progress because they don’t
listen to the people around them.”

Leaman says there are many great
ideas out there, but not all of them
are viable from a business perspec-
tive. There may be issues with the
marketability of the product or sig-
nificant hurdles to raising the capital
needed to develop and grow the busi-
ness. “If no one is willing to pay mon-
ey for it, it isn’t going to succeed,” she
says. “Entrepreneurs need to do
more market analysis. How can you
target a market if you don’t know
what you do? You need common
sense and a realistic idea of how they
are going to raise capital. Not all
businesses suit venture capital inves-
tors.” 

Winning the Startup Idol competi-
tion was a big deal for Axonify, says
Leaman, because it “validated the
concept and validated the market.’

Earlier this year, the company
secured $2 million in venture capital
funding from California-based Brid-
gescale Partners and the Ontario
government’s Investment Acceler-
ator Fund. The money allowed Axon-
ify to re-engineer the technology and
hire more staff.

“We will be profitable next year,”
says Leaman. 

“We’re going to build a successful
company that is based on a simple
principle. When anyone says Axon-
ify, people will know who we are.
We’ll have done enough great things
that we will be a brand name in this
community. If you do the right things
to build the business, people will take
notice. We want to be a name that
people know.”

Axonify injects fun into e-learning

DAVID BEBEE, RECORD STAFF

Carol Leaman (left), chief executive officer of Axonify, and Christine Tutssel,
the company’s vice-president of sales, say Axonify’s technology is turning
corporate e-learning on its head by combining fun and brain science.

Lisa MacColl, Special to The Record
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Providing automated
trading systems for
financial firms, Cy-

borg Trading Systems could
have set up shop anywhere. A
financial centre such as New
York or Toronto would have
been a logical choice for its
headquarters.

But the company chose to
base its operations in Water-
loo Region. Cyborg, founded
in 2008 by James McInnes,
Ben Bittrolff and Peter Met-
ford, also has offices in Lon-
don and New York. It has
about 30 employees, includ-
ing co-op students.

“We could have located
anywhere,” says Bittrolff,
the firm’s chief financial
officer. “I was in Montreal,
James was in Toronto and
Peter was in Amsterdam
when we founded the compa-
ny. Waterloo Region had the
expertise we required and we
chose to locate here.”

The company, one of the
first tenants of The Hub,
Communitech’s business
incubator in the Tannery
building in downtown Kitch-
ener, works closely with the
University of Waterloo’s
Advanced Interface Design
Lab and the Pattern Analysis
and Machine Analysis
Group. “The depth of the
talent pool in our region
suited our needs,” says Bit-
trolff.

McInnes, the company’s
chief executive officer, was
working as a derivatives
trader at Refco when he met
Bittrolff, who was managing
a fixed income derivatives
desk at the New York-based
financial services firm.
McInnes has a computer
science degree from UW;
Bittrolff has an MBA in fi-
nance from Wilfrid Laurier
University.

Metford, Cyborg’s chief
technology officer, was a
family friend of McInnes. He
has a master’s degree in
nuclear physics and a PhD in
electrical engineering from
McMaster University. His
thesis focused on stealth
aircraft detection and track-
ing algorithms.

When Refco collapsed in
2005, McInnes contacted
Metford about an idea he had
to build a trading tool to help
traders compete without the
need for complex program-
ming or scripting. ADAM GAGNON, SPECIAL TO THE RECORD

Peter Metford (left), James McInnes (centre) and Ben Bittrolff are the founders of Cyborg Trading Systems, a startup that
develops automated trading systems for financial firms.

Cyborg brings algorithmic expertise
to high frequency trading systems
Lisa MacColl, Special to The Record

‰ Cyborg continued page 24



Technology Spotlight y 23

When he worked at Spar
Aerospace, Randy MacDon-
ald would occasionally roll

up his sleeves, square his jaw and
face a formidable opponent — the
Canadarm. He was one of many engi-
neers in the late 1970s and early 1980s
working on the first of two Cana-
darms that would enjoy long careers
moving things around in space.

But to get there, it had to undergo
a series of high-tech and low-tech
tests. “I used to arm-wrestle with it,’’

MacDonald says from his office at
RMA Technologies Inc., a Cambridge
company that makes unusual elec-
tronic components. 

Today, testing at RMA includes
squeezing, pushing, waving and
sitting, not to mention a variety of
electronic inspections to ensure that
circuits work and wires aren’t
crossed.

One of his take-aways from the
aerospace industry, he says, is an
obsession with testing and check-
lists. “Problems are smart,” MacDon-
ald says. “They have a way of sneak-

ing around people in a company.’’
MacDonald and four employees

make an odd range of products in a
shop at the back end of an industrial
plaza off Pinebush Road. The prod-
ucts include circuits and relays that
do such things as monitor the tem-
perature inside grain elevators and
start emergency lighting when eleva-
tors fail. 

One contract that still gives Mac-
Donald a rush of pride some 15 years
later involved designing and build-
ing controllers for spacecraft an-
tennae. The client was Cambridge-

based Com Dev International. 
A large part of RMA’s business

seems to be inspired out of a sense of
humour. It develops components for
exhibits, museums and playgrounds
— things that light up, talk, make
noise or set off spouts of water.

A bench along one partition in the
shop looks like a quiet place to solve a
software glitch or plan a vacation. It’s
made from the rich, heavy wood of
the ipe (ee-pay) tree, cultivated in
South American groves. 

DAVID BEBEE, RECORD STAFF

Randy MacDonald, president of RMA Technologies, sits with some of the components of the custom interactive display and exhibit technology created by his
company.

‰ RMA continued on page 25

RMA has fun with odd technology
Christian Aagaard, Special to The Record
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Metford came on board as chief
technology officer and Cyborg was
born.

The company’s name came from a
trading floor rant in which someone
quipped that the machines had al-
ready won and mentioned the movie
Cyborg. “The name stuck,” Bittrolff
says. “We want to take technology
and make it work for the person.”

Cyborg’s technology simplifies
the design and implementation of
complex algorithmic strategies for
banks, brokerages, exchanges and
hedge funds. Essentially, its platform
translates all transactions into algo-
rithms. The focus is high-frequency
trading, where milliseconds can cost
seconds.

“We use a combination of math,
science and artificial intelligence,”
says Bittrolff. “Everything becomes a
science problem rather than a fi-
nance problem. Our clients under-
stand how the market works and
what they need to be effective. We
provide the tools to do that.”

The technology is, as Cyborg
describes it, fault intolerant. Multi-
ple layers of logic tests are coded into
the system, which will stop complete-
ly if it detects behaviour out of the
normal bounds. For example, the
system checks not only whether a
transaction makes sense, but wheth-
er the account has the authority to
make the trade in the first place, or
whether the algorithm has the au-

thority to make the trade.
In August 2012, a glitch in an auto-

mated trading system at Knight
Capital Group in New Jersey caused
a domino effect that resulted in a $440
million US loss – $10 million US a
minute in the 45 minutes it took
someone to detect the problem and
shut the system down

“Our platform has a hierarchy of
checks to the millisecond,” says
Bittrolff. “We have logic checks for
correctness and multiple layers of
risk. If Knight’s system had been
fault intolerant, it would have
stopped long before it could do signif-
icant damage.”

Metford’s expertise in stealth
technology and mission critical
systems was invaluable in building
the fault intolerant system, says
Bittrolff. His knowledge and experi-
ence allowed him to bring a different
perspective to building a robust
platform. “When you’re flying a jet,
you can’t suddenly get a blue screen
of death and reboot,” says Bittrolff.
“He (Metford) was able to bring that
specialized expertise to bear and
build a stable, robust system because
he was aware of risks we didn’t think
of.” 

Cyborg’s clients are able to cus-
tomize its platform to meet the specif-
ic trading needs of their own cli-
entele. Its Cloud Trader platform
makes use of cloud computing, pro-
viding data storage and relay servic-
es in ‘the cloud,’ so that the compa-
ny’s trading algorithms can be de-

ployed globally and managed remote-
ly.

The company provides both in-
person and online support to its
customers. Currently, its online
support is limited to trading hours in
Europe and North America, but as its
client base expands to other parts of
the world, Bittrolff expects that it
will offer 24-7 support across trading
time zones.

Bittrolff expects that within the
next five years, individual investors
will use a financial interface that will
automate rebalancing, buy and sell
orders and support self-managed
portfolios. 

“We want to democratize access
for everyone and level the playing
field,” he says. “Consumer investors
will be the next big growth sector. We
want to be the thought leader in the
field.”

With support from the Canadian
Digital Media Network, Cyborg re-
cently opened an office in New York.
Having a presence in New York al-
lows the company to ramp up in the
United States, where 90 per cent of its
customers are based.

It opened the office through the
digital media network’s “soft landing
program,” which provides Canadian
startups looking to move closer to
emerging markets and investors with
up to $4,000 for transportation and
hotel costs as well as up to three
months of residence in a facility run
by one of the network’s partners.

Cyborg has temporary quarters in

the Varick Street Incubator, a facility
that is similar to Communitech’s
Hub and is located at the Polytechnic
Institute of New York University. The
company has two full-time staff in
New York and is looking for space to
build a base of operations. Next on
the expansion agenda is the estab-
lishment of an office in Chicago.

One of the company’s biggest
challenges is securing funding.
“There’s a fundamental philosophi-
cal difference between the U.S. and
Canada,” says Bittrolff. 

“In the U.S., investors will invest
in the idea development if the idea is
sound and has obvious potential. In
Canada, you have to significantly
develop the idea before investors will
take a risk. Facebook would have
never become a reality in Canada.”

He says Communitech is improv-
ing the situation for emerging com-
panies in Waterloo Region by provid-
ing a focal point for investors. “Start-
ups are all located in one place and it
becomes a gravity well for investors.
We were able to secure $2 million in
venture capital funding because of
our association with Communitech.”

Bittrolff says nurturing new tech-
nology companies is the most impor-
tant thing the government and tech-
nology community can do. 

“It comes back ten-fold to the
community that nurtures it. First
generation tech companies in Silicon
Valley are now the investors in the
next generation. There’s no reason
why this region can’t do the same.”

‰ Cyborg continued from page 22
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Sitting on it, however, activates
any one of a number of sound effects,
from roaring lions and passing trains
to a trumpet salute. Far from being a
gag product, the Audio Song Bench is
attracting interest among agencies
that care for people with physical or
mental challenges.

“I like to create new things,” Mac-
Donald says, “and develop technolo-
gy for entertainment.”

Touch-sensor components devel-
oped by RMA have ended up in such
museums as Science North in Sud-
bury and the Canadian Sports Hall of
Fame in Calgary. Children grasping a
pressure-measuring handle can
compare the strength of their grip to
that of an orangutan. They can slip
their feet into a set of skis and try
virtual ski-jumping. For the Region
of Waterloo Museum, RMA came up
with the sensors that start an exhibit
that focuses on Kitchener’s history
with hydro electricity. And there is
RMA technology in the torpedo-room
dials of a submarine exhibit being
installed at the National WWII Muse-
um in New Orleans.

Companies also use RMA compo-
nents to run the sound, video and
animated features of exhibits they
set up at trade shows and conven-
tions.

While the technology is meant to
amuse, the work that goes into it —

creating software, drawing schemat-
ics and building the circuit boards —
is serious business. What people
don’t fully realize, MacDonald says,
is that the result comes about by trial
and error and thousands of dollars
spent on design and development.
“For me,” he says, “fun is something
that happens for 10 minutes at mid-
night, when you have a delivery to
make the next day, and it works
right.’’

RMA has three lines of business:
Inside Your Product, for custom-built
components that end up in elevators,
satellites and other devices; Inside
Your Exhibit, for components that
add interactivity to museum exhibits
and corporate trade shows; and Fun-
tioneering, for piano floors, audio
benches and other products that
usually end up in play centres.

MacDonald’s Funtioneering busi-
ness card lists him as the “head fu-
natic.”

On the way to putting noisy
boinks in a life-sized Super Mario
exhibit and adding realism to the
air-traffic control scopes seen in
Pushing Tin, a Hollywood movie
starring John Cusack, MacDonald
worked on satellites and software. As
a Spar engineer, he stood close
enough to launch sites in Florida and
French Guiana to feel rockets roar
into space with payloads he helped
test. 

Jobless and fresh out of engineer-

ing school at the University of Toron-
to, he and a classmate took on a one-
of-a-kind project in the late 1970s:
they came up with a cash register to
keep track of admissions to 18 thea-
tres in a new entertainment concept
— a cineplex.

MacDonald’s career has twice
taken him to Spar Aerospace to work
on the Canadarm and a long list of
satellites. He was a manufacturing
engineer for two years at Mitel Corp.,
a Canadian computer systems maker.

In university and through his
career, he had built circuit boards
and exhibit components for friends
and clients. When he was let go by his
last employer, Electronic Marketing
Systems of Toronto in 1988, he formed
RMA Technologies. RMA moved to
Pinebush Road in 1997.

There have been years when annu-
al sales reached and passed the mil-
lion-dollar mark. MacDonald says he
sometimes feels as if he is “still being
groomed” for a breakthrough prod-
uct — one that will change lives,
make him millions of dollars and
turn him into a chief executive of a
large company. It’s a fleeting image.
Deep down, he says, he doesn’t want
to lead a large organization with
layers of management cutting a wide
swath between him and the products
coming off the line.

In a five-person operation, he is
the person looking for missing cir-
cuit paths in schematics, tracking
cash flow, pitching the company’s
products at trade shows and hiring.
“Hockey taught me a lot about what
you need in business,’’ says MacDon-
ald, a lifelong player. “You must try in
the face of adversity, and you’ve got to
hustle.’’

Last June, he interrupted the
usual workflow one day for a special
event — the transit of Venus. He set
up a pair of binoculars outside the
shop, angled them toward the sun,
then invited employees to follow the
planet’s path across the face of the
sun by watching a projection. “I built
my own telescope as a kid,’’ MacDon-
ald says. “It got me into engineering
and making things. I think I’m more
interested in making things than
using them . . . I’m always looking
skyward.’’

‰ RMA continued from page 23
IN QUOTES RANDY MacDONALD
RMA TECHNOLOGIES

“I think I’m more interested

in making things than using

them . . . I’m always looking

skyward.”
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For Dave Caputo, it was one for
the record books: three in-
ternational red-eye flights

back-to-back. This past July, when
many Canadians were relaxing at the
cottage, the chief executive officer
and co-founder of Sandvine Corp.,
the Waterloo-based manufacturer of
network control hardware and soft-
ware for internet service providers,
took a marathon, one-week business
trip to London, Dubai, Mumbai and
Bangalore, where the company has a
software development office.

For three consecutive days, he
slept only on airplanes. The epic
journey is one sign of how global the
11-year-old firm has become. “I’ve
done a lot of travelling,” says Caputo,
a native of Sault Ste. Marie, Ont., and
a local tech industry veteran. “But
this is the first time I looked at the
itinerary with fear about whether I
could survive or not.”

Sandvine’s own survival seems
assured — thanks in part to an all-out
effort over the past five years to ex-
pand its global footprint and diversi-

fy its customer base. At one time, up
to 60 per cent of the company’s reve-
nue came from one customer — the
giant U.S. cable TV and internet
services provider Comcast. Today,
Sandvine’s long list of clients in-
cludes more than 250 internet service
providers in about 90 countries —
equally divided among North Amer-
ica, Europe and the Asia-Pacific
region. Its customer base is also
balanced among cable companies,
telecom operators and wireless data
firms. Its technology helps internet
service providers, known as ISPs,
manage and monitor their networks,
enabling them to provide a high
quality user experience for their
customers.

In the rapidly evolving world of
the internet, Sandvine has navigated
some choppy waters. But Caputo says
the firm’s strong corporate culture,
known as the Sandvine Way, has
helped drive growth from zero to
about $90 million in revenue last
year. “We believe we’re in a growth
industry,” he says. “There’s no ques-
tion we’re at the very beginning of
internet access being used and sold

in many ways.”
Sandvine rose out of the ashes of

another Waterloo Region technology
star — PixStream Inc., which devel-
oped hardware and software for
transmitting digital video over
broadband networks. Two years after
PixStream’s launch in 1996, co-found-
ers Brad Siim and Marc Morin lured
Caputo away from Hewlett-Packard’s
data storage division in Colorado to
join PixStream as vice-president of
marketing. In 2000, at the height of
the twin internet and telecom equip-
ment investment bubbles, the compa-
ny was acquired by Cisco Systems
Inc., the San Jose, Calif.-based net-
working equipment titan, for the
equivalent of $554 million.

But four months later, the dual
bubbles burst wide open. In the ensu-
ing panic, Cisco shut down Pix-
Stream, throwing 170 employees out
of work. “It was a shock to every-
body,” says Caputo. “But from great
adversity comes great opportunity.
We had this excellent team that was
ready, willing and able, and investors
who were willing to invest only in the
team.”

Twelve hours after the closing,
urged on by Canadian technology
pioneer Terry Matthews (an early
investor in PixStream), Caputo,
Siim, Morin, and fellow PixStream
executives Don Bowman and Tom
Donnelly were already laying the
groundwork for Sandvine. The com-
pany officially opened for business in
October 2001with 40 employees and a
healthy $19.5 million in financing
from four venture capital firms. 

It went public on London’s Al-
ternative Investment Market in
March 2006, and issued shares on the
Toronto Stock Exchange in October
of that year. 

Today, Sandvine employs more
than 350 people in seven offices
around the globe. 

As the man at the helm, Caputo
comes well qualified. The son of
Italian immigrants says he craved a
career in technology by the age of 12,
when he started hanging out with his
two older brothers in a newly chris-
tened computer room at Bawating
High School in Sault Ste. Marie. 

CHLOE ELLINGSON, RECORD STAFF

Under the leadership of chief executive officer Dave Caputo, Sandvine Corp. has become a global company with customers in about 90 countries.

Sandvine improves web experience
John Schofield, Special to The Record

‰ Sandvine continued on page 27
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In his teen years, he worked at a
local computer store, and later went
on to study computer science at York
University. His entrepreneurial
streak was already showing. While
still in high school, Caputo teamed
up with two friends to start RSC
Lures, Manure & Rotavating, a di-
versified fishing lure and landscap-
ing venture. While at York, he started
Aqua 1, a Sault Ste. Marie water de-
livery firm that he later sold, wiping
out his student debts. He did free-
lance computer programming and
worked for Commodore Internation-
al, the now defunct computer manu-
facturer, going from store to store
and training salespeople. 

As his time at York University
neared an end, Caputo says he re-
alized he was more interested in
making a computer sell better than
in how to program one. 

Despite his youth, he convinced
the University of Toronto’s MBA
program to accept him. After gradu-
ating with his MBA in 1992, he was
recruited by Hewlett-Packard in
Waterloo and, four years later, was
transferred to H-P’s Colorado opera-
tions. But the urge to create his own
company was already brewing when
Siim and Morin, two colleagues from
H-P in Waterloo, came calling. “The
internet was happening, and it
seemed like it might be a once-in-a-
lifetime transition,” he recalls. “I

wanted to participate in it.”
That entrepreneurial journey has

been an “incredible ride,” says Capu-
to — but not one without some bumps
along the way. Sandvine survived
perhaps its roughest ride in 2008,
when it became embroiled in the
debate over so-called network neu-
trality, or the principle that internet
service providers should in no way
limit internet access or speed. 

Philadelphia-based Comcast,
Sandvine’s largest customer, came
under attack from critics when it was
accused of deliberately using its
network management equipment to
slow down peer-to-peer communica-
tion. Sandvine was side-swiped by
the backlash, and its stock fell to $1.23
in March of that year from a high of
just over $7 in the fall of 2007. Net-
work neutrality or “fair-share traf-
fic” was poorly defined at the time,
says Caputo. 

“That has come to a better place,”
he says. “People know you need rea-
sonable network management to
deliver a fair experience to all sub-
scribers.”

Sandvine’s share price has never
regained its former heights — still
trading recently at about $1.20. In
2011, Sandvine reported a net loss of
$5.7 million for the year. Last March,
it adopted a shareholder rights plan,
prompting speculation that it might
be a takeover target. Two of its key
competitors, France-based Allot
Communications Ltd. and Procera

Networks Inc. of Fremont, Calif.,
have shown stronger growth and
profitability in recent years, says
Tom Astle, a technology analyst and
managing director of research for
Toronto-based Byron Capital Man-
agement. At the same time, he adds,
Sandvine is flush with cash and has
invested more in R&D than its peers.
Investors are hoping it will pay off.
“There’s a little frustration around
the stock,” he says. “But it’s still a
company with good technology, good
finances, and there’s still good oppor-
tunity.”

With its expanded global reach,
Caputo says Sandvine is well posi-
tioned for growth. It remains com-
fortably placed in the Branham300
rankings of the country’s top technol-
ogy revenue producers. 

In September, it announced more
than $5 million in orders for network
control equipment from an unidenti-
fied “tier 1” customer in the Asia-
Pacific region. And as the internet
evolves, Sandvine is changing, too.
Caputo says the company is in the
midst of a transition from its prima-
ry focus on traffic management to an
emphasis on “service creation.” The
shift, he says, will enable service
providers to sell access in a growing
variety of ways for an ever expanding
array of devices with internet access. 

To help its customers anticipate
and design future services, Sandvine
produces its annual Global Internet
Phenomena Report. For 2012, it re-

ported findings that YouTube is now
the largest source of mobile video
traffic in every region examined,
accounting for between 12 and 25 per
cent of network data. Audio and vid-
eo streaming, the report predicted,
will surpass 60 per cent of North
America’s mobile data by late 2014.
“The internet’s really transformed
from download and enjoy later to
entertain me right now,” says Capu-
to. 

“People are going to have very
specific quality expectations for that,
and that’s what Sandvine is doing.” 

Just as Sandvine engineers its
products, the company’s founders
decided from day 1to engineer the
corporate culture, too. The result was
the Sandvine Way — an eight-point
manifesto designed to minimize
office politics and to maximize in-
novation, customer success, and the
internet experience for everyone.
Caputo says the Sandvine Way, which
is printed on the back of every em-
ployee’s name badge, has been crit-
ical to the company’s success, and is
the main reason why it has been
recognized as one of the Best Work-
places in Canada by the Great Place
to Work Institute for the past six
years. It’s also the basis for what
Caputo calls a “very fluid ideation
process,” in which good ideas can
come from anywhere in the company.
“Sandvine’s sole reason for exist-
ing,” he says, “is to innovate and
make our customers successful.”

‰ Sandvine continued from page 26
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The cyber burglars are out
there. They prowl the internet,
looking for an opportunity to

break into private storehouses of
data, steal the contents and sell them
to the highest bidder — and they’re
doing it without leaving their homes
in Russia, Iran, China and several
other countries.

“As a country, and as a community
of enterprises, we are not as well
protected as we need to be,” says
Doug Blakey, founder of Waterloo
Security Ltd., or WatSec.

Blakey has made it his mission to
equip operators of small to medium
businesses with tools and strategies
to keep the hackers on the outside.
After nine years with IBM, he started
WatSec with his son Steve in 2009,
using money from his own pocket,
after recognizing a desperate need to
improve computer security in most
of the of the nation’s business opera-

tions. “The tech companies under-
stand the problem, and the big com-
panies have IT departments that can
address the issues,” he says. 

“It’s the manufacturing and the
service sector that don’t quite get it.”
That makes them vulnerable to cyber
thieves looking for banking and
credit card information, not only
from the host business, but from its
customers and suppliers as well, he
says.

“This is organized crime. We’re
not talking about some high school
kids hacking into computers, al-
though there is still some of that. We
are dealing with international crimi-
nals who are extremely well-funded,
who sell the information to each
other, who live in countries with
different laws than our own.”

And it’s not just what they take.
Sometimes, it’s what they leave be-
hind — viruses and malware that
enable the raiders to take control of
that computer to launch assaults on

other computers. “Anybody’s com-
puter may have been taken over, and
the user might not even be aware that
it has happened. And then it can be
used for knocking on other doors, a
thousand times a second, to see
which ones are unlocked,” says Bla-
key. 

“There are thousands of potential
vulnerabilities.”

Blakey says the U.S. postal service
and the FBI recognize cyber theft,
fraud and vandalism as the fastest
growing crime category in the United
States. There’s no reason to believe
things are any different in Canada,
he says. “And what we do hear about
it is only the tip of the iceberg. In
Canada the big issue is awareness.
People don’t know what they don’t
know.”

If Blakey sounds alarmist, he
means to. Shortly after getting the
business off the ground, he did a
vulnerability audit for a large, well-
known local company — “a house-

hold name,” he says. It failed. “Our
jaws dropped,” Blakey says. 

“I got in touch with them right
away and said, ‘We’ve got to talk.
Face to face.’ We discovered that
they’d left the back door wide open.
When I saw that such a large corpora-
tion was not protected I realized we
were on to something here.”

WatSec offers a two-part program.
First, it surveys a firm’s computer
system from the outside, looking for
a way in. Second, it trains the compa-
ny’s employees on the need for cyber
vigilance and teaches them what
they need to know to help protect the
organization’s databases. “It’s not
good enough to put out the fires,”
says Blakey. 

“It’s all about making sure they
don’t start. Too many companies are
in a react mode, and you can’t do that
with security. Most businesses need a
third-party point of view.” 

MATHEW MCCARTHY, RECORD STAFF

Doug Blakey, president of Waterloo Security Ltd., or WatSec, says cyber crime is more prevalent than most people think.

WatSec’s on guard against cyber crime 
Dave Pink, Special to The Record

‰ WatSec continued on page 30
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Meticulous is the word to
describe Dave Beaton, pres-
ident and chief executive

officer of Formulating Change, a
startup that hopes to revolutionize
charitable giving in North America.

The Kitchener company is the
creator of ChangeIt, a program of-
fered by financial institutions that
allows people to donate virtual
change from their everyday trans-
actions to charities of their choice.

In his journey from high school
math teacher to company CEO, Bea-
ton has exercised patience and care-
fully cultivated connections, while
tapping into Waterloo’s rich technol-
ogy resources. 

“Maybe that comes from starting
a company in your forties as opposed
to 25,” says Beaton, who is 45. “You’ve
had life experiences. You have people

you can go to for help. It’s not a sign of
weakness when you want to seek
assistance from others. It’s arguably
a strength.”

Formulating Change was founded
in 2008 after one of Beaton’s teaching
colleagues, Lucky Sharma, had an
inspired idea while watching some-
one pump gas. 

The customer was carefully at-
tempting to fill his tank to the nearest
dollar, even though he was paying by
credit card and wouldn’t end up with
a handful of loose change. What if
people had the option of using their
virtual change like pocket change,
and wouldn’t it be great if they could
donate it to charities? Over lunch
hour meetings, Beaton and his col-
leagues began asking, in practical
terms, how they could make it hap-
pen.

“It transformed into this real
mission of vision, which is to make

charitable giving part of everyone’s
everyday transactional behavior,”
says Beaton. “In other words, doing
something for others when we do
something for ourselves. I took the
ball and started running with it for
the group.” 

Beaton’s first step was to deter-
mine whether a patent for the pro-
cess they envisioned already existed.
In fact, there was one. It was sitting
in a filing cabinet in Georgia, donat-
ed by its creator to the American
Cancer Society. 

“I felt some initial disappoint-
ment,” Beaton admits. 

“But like any good idea, lots of
people are going to think of it. How
many people actually act on it?”
Beaton set about building relation-
ships with the patent’s creator, and
also with the American Cancer Soci-
ety, with whom he signed a licensing
agreement in 2009.

Beaton, who has a degree in math-
ematics from the University of Water-
loo, began building a prototype, and a
team. 

“I officially resigned in August of
2010 from teaching,” says Beaton. “I’d
removed the safety net. It’s a fairly
scary proposition with a wife and
three children,” He adds that his
wife, an optometrist, was extremely
supportive.

Formulating Change was accept-
ed into the Accelerator Program, an
incubator for technology companies
that builds sales and marketing,
accounting, business development,
and public relations support into the
price of renting space. 

“We’re very lucky to call Waterloo
home,” says Beaton. “The feeling of
collaboration in this community is
phenomenal.”

RECORD STAFF

Dave Beaton (sitting), chief executive officer of Formulating Change, and colleagues (from left) Matt Potts, Jim Stirtzinger, Nick Goral, Philip Hatcher, Ingrid
Schiller and Lana Turner have developed technology, called ChangeIt, that allows people to donate virtual change to charities.

Formulating Change 
builds up business through giving
Carrie Snyder, Special To The Record

‰ Change continued on page 30
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As well, he cautions managers
and business owners that sometimes
the greatest threat comes from inside
an organization. 

It could be from employees acting
out of ignorance, or a desire for re-
venge, or who are looking for inside
information that might give them a
leg up when they go looking for a job
at a competitor.

And, Blakey warns, there’s no
such thing as a perfect security sys-
tem. Cyber thieves are tricky and
relentless, and the best any of us can
do is to make computer break-ins
more difficult and more unlikely.
That’s why he has partnered with the
insurance industry, which now sees a
big opportunity in cyber liability
coverage.

WatSec is working closely with
Abex Affiliated Brokers Exchange in
Waterloo. The two firms are negotiat-
ing with the British insurer Lloyd’s
to underwrite cyber insurance pol-
icies. 

As well, WatSec has a working
relationship with Gougeon Insur-
ance, a large insurance broker based
in Sudbury, and is developing rela-
tionships with other insurance
firms. “We’ll reduce the risk to a
manageable level, and transfer
what’s left over to our insurance
partners,” he says. “They recognize

there is a big need, and they see the
synergy with us.”

For now, WatSec is based in the
Accelerator Centre in the David
Johnston Research and Technology
Park in Waterloo, but as business
improves Blakey hopes to build stan-
dalone headquarters in the same
neighbourhood. 

The company started with three
employees and now has about 10 —
including full-timers, part-timers
and consultants. Within five years,
Blakey expects total employment to
rise above 100 people. “We have been
growing the company slowly and
methodically,” he says. “But it is
looking very rosy for us. We have
some very exciting things happen-
ing.”

As for WatSec’s profits, Blakey
says they’re being channelled back
into the company to fuel the growth.
The company will do its 1,000th assess-
ment this fall.

WatSec deals directly with clients
in the Waterloo Region area and has
sales agents throughout Canada. It
has opened an office in Morgantown,
W.Va., the home of the University of
West Virginia, to market to the U.S.
“We live in a global village,” says
Blakey. “That means that these days,
all of us live on the same street. We all
face the same threats. But in Canada
we don’t seem to take those threats
seriously.”

‰ WatSec continued from page 28

In February, 2012, the company
graduated from the program, and
moved into its current location in the
Communitech Hub in the Tannery in
downtown Kitchener, where it has 10
full-time employees.

To launch ChangeIt, Formulating
Change has to build relationships not
just with charities, who have been
very receptive to the concept, but also
with financial institutions, whom
Beaton notes “are very conservative
by nature.” Beaton and his sales team
are in conversation with financial
institutions across Canada and the
United States, including credit
unions, major Canadian banks, and
regional banks in the U.S. It hopes to
sign up a local credit union in 2013 so
that Waterloo Region residents can
participate in ChangeIt. It also hopes
to secure a deal with a national credit
card issuer next year.

While the industry moves slowly,
the team is pleased with its progress.
“There’s actually a technology shift
in the environment,” says Jim Stirtz-
inger, Formulating Change’s chief
operating officer. “We’re moving to a
cashless society.”

“It lines up well with the whole
direction that the financial industry
is going,” says Beaton, who adds that
financial institutions “understand
there’s a strong case for corporate
social responsibility.”

ChangeIt went live in Canada in
September 2011with the Ukrainian
Credit Union. Since then, credit

unions in British Columbia, Sas-
katchewan, and Nova Scotia have
signed on. Local charities in these
locations have been brought on
board, in addition to many national
charities. “What we’re doing right
now is we are getting that footprint
across the country that will allow us
to bring on that national presence,”
says Beaton. “As much as we want to
shout it from the mountain tops,
we’re being very patient and diligent
on how we roll this out.”

The company’s main source of
revenue will come from financial
institutions who license the product,
and whose customers will be able to
use ChangeIt in exactly the way Bea-
ton’s colleague originally imagined
it: to donate virtual change to chari-
ties of their choice every time they
use a credit or debit card. The inter-
action is seamless and does not alter
the sales receipt. Flexible giving
options controlled by the cardholder,
and donations are easy to track on-
line. The average cardholder donates
about $15 a month. Beaton calls it
“giving as a function of your spend.”

Although the story of Formulat-
ing Change is one Beaton has told in
countless meetings with charities
and financial institutions, he re-
mains driven by his colleague’s origi-
nal idea to harness the power of vir-
tual pocket change. “I’m the evan-
gelist. I believe in it so strongly that I
can’t even put words to it. It’s built
into my DNA right now. In an ideal
world we’d like to see every cardhold-
er have the opportunity to do this.”

‰ Change continued from page 29
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Dec. 31, 2009, is a day
that’s burned into
Daryoosh Saeedkia’s

memory. 
That’s the day he received

an email telling him he was
being fired from a company
he had poured his heart and
soul into for the previous
four years.

As T-Ray Science’s chief
technology officer, the Irani-
an immigrant was the driv-
ing force behind the small
firm’s pioneering research
into terahertz radiation and
its potential use in skin-
cancer detection and other
applications. Based largely
on Saeedkia’s work at the
University of Waterloo, T-
Ray was incorporated in
2006; several managers were
brought in from Vancouver
to commercialize its re-
search and take the company
public. 

With this business acu-
men on board, T-Ray secured
more than $550,000 in govern-
ment funding and another
$1.5 million through an of-
fering of shares on the TSX
Venture Exchange.

In late 2009, worried that
he was losing control of the
company, Saeedkia began
pressing for more authority.
But he never expected those
actions would lead to his
departure from the company.
Later, he learned through the
news media that T-Ray’s
managers had discovered
more advanced research into
skin-cancer detection at the
B.C. Cancer Agency and
were investing in that. 

The company is now
called Verisante Technology,
reflecting the name of its new
skin-cancer detection device.

For Saeedkia, it was a
rude introduction to North
American-style capitalism.
Looking back, he acknowl-
edges he must accept part of
the blame for his fate. 

His big mistake, he says,
was spending too much time
on research and not enough
on the business affairs of the
company and ensuring that
his interests were protected.

“From that point of view, I
guess, I was quite naïve,” he
says. He also realized he
should have been more care-
ful in choosing his partners.
“I didn’t do enough due dili-
gence.”

For the first six months
after he was dismissed,
Saeedkia eked out a living
doing consulting work while
he waited for a non-compete
agreement with T-Ray to
expire. While he was able to
draw strength from his expe-
riences adapting to a new
country, getting over the
emotional blow was still
difficult. “I used to spend 10
to 12 hours a day in a lab.
Having all that disappear, it
was very tough.”

Then he set to work
launching a new company.
Called TeTechS Inc., it uses
terahertz radiation to ana-
lyze plastics for the recycling
industry. Based in Waterloo,
it has four employees, in-
cluding Saeedkia, and is
about to sign its first con-
tract with a waste recycling
company.

“Now everything is excit-
ing again. The future is
bright,” he says.

Saeedkia also is working
hard to make sure he doesn’t
make the same mistakes he
made at T-Ray. He attended
workshops on how to manage
a company at the Accelerator
Centre in Waterloo; he stud-
ied articles on the website of
the MaRS innovation in-
cubator in Toronto; and he
read books and more than 100
articles on all aspects of
running a business. “One of
the good things about the
whole thing was that I came
of that shell of being a pure
technologist,” he says.

Saeedkia’s experience is
one of the untold stories in
Waterloo Region’s tech sec-
tor. Scores of startups are
launched every year, often

with considerable fanfare.
Numerous resources are
available at the Communi-
tech Hub and the Accelerator
Centre to help them succeed.
But not everybody makes it.
Many startups stumble or
fail, and when they go, unless
they are a large company,
they usually go quietly.

With roughly 800 tech
firms in this region, “you can
count on a fair number of
them failing,” says Randall
Howard, former chief exec-
utive officer of Waterloo
software company MKS and
a member of Golden Triangle
Angelnet, a group of angel
investors who invest in tech
companies locally. Others
flirt with failure, then pivot
in a whole new direction to

avoid the precipice.
Data on failure rates in

the region is hard to come by.
Communitech, the associa-
tion that speaks for tech
firms in the region, is quick
to hail new startups in the
area, but it doesn’t keep
statistics on how many go
under. The organization’s
venture services division
offers a range of services to
help startups succeed.
“There are 400 companies in
the queue” waiting for that
help, says Kevin Tuer, vice-
president of digital media at
Communitech. “Certainly, I
don’t think there’s any ex-
pectation that those 400 will
all be successful.”

Michael Hanson, senior
vice-president of BDO Dun-

woody in Kitchener, says his
firm handles only two or
three bankruptcies a year in
the tech community. Most
don’t file for bankruptcy
because they can’t afford the
fees, he says. “A lot just dis-
appear or get bought up or
absorbed if they get in trou-
ble.”

In the wake of the dot-com
meltdown, tech-related bank-
ruptcies topped 200 across
Canada in 2002, but those
numbers have since dropped,
according to the Office of the
Superintendent in Bank-
ruptcy. For the past four
years, bankruptcies have
ranged from 71in 2008 to 36
last year, the office says.

Failure 
often the
best lesson
for tech
founders

, RECORD STAFF

Daryoosh Saeedkia, founder of TeTechS Inc., shows hardware that is part of technology that
uses terahertz radiation to analyze plastics. He started the business after a less than
successful experience with T-Ray Science, his first startup.

Chuck Howitt, Record staff

‰ Lessons continued page 32

IN QUOTES DARYOOSH
SAEEDKIA
TETECHS INC.

“I was quite naive.”
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The reasons why tech firms dis-
appear are myriad. A 2009 study of 18
company failures across Canada by
the Impact Group listed 18 main
reasons, including no revenue from
customers, misreading of markets,
poor business judgment, dysfunc-
tional governance, bad luck and
greed. Contrary to popular wisdom,
lack of capital was not a factor in
their demise, says Jeffrey Crelinsten,
co-author of the study. “There’s tons
of money around, but it’s smart mon-
ey,” he says. “It’s not investing in
teams that don’t know how to do
business.”

Many entrepreneurs fail because
they fall in the love with the technolo-
gy they have developed without hav-
ing any customers who actually want
or need it, says Crelinsten, whose
Toronto-based firm specializes in
science and technology policy. “It’s
not enough to have a neat technology.
You need to find customers, or find a
problem that a customer needs
solved.” The problem is not a lack of
natural talent, Crelinsten says. “The
graduates coming out of our post-
secondary institutions are second to
none in technical fields.”

Failure in business should not
necessarily be looked on as a bad
thing, says Howard. “What is failure
but an opportunity to learn how to do
it right the next time.” The ability to
work through adverse circumstances
is often a better teacher than when
times are going well, he says. “Maybe
that failed startup is more valuable
than an MBA.”

Christopher Buzny can cite a
laundry list of reasons why his first
tech startup, TxtiQ, based in Cam-
bridge, went under late in 2010 after
less than two years in existence. He
had high hopes for his mobile app,
which allowed house hunters to pull
up information on their smart-
phones about a property at curbside.
He says it was a potential game-
changer in real estate, but when he
outsourced development to a firm in
Montreal, production was delayed
and he couldn’t access government
incentives. His partners didn’t share
his dedication, and when Re-Max
unveiled a similar mobile app, his
fate was sealed.

Buzny, 32, has used those lessons
to launch a new startup, Mind Over

Mobile. It offers an all-in-one messag-
ing engine for unions, school boards,
municipalities and retail customers.
He’s doing much of the work in house
and is Mind Over Mobile’s sole em-
ployee. A mentor, Lorne Wallace,
owner of Lone Wolf Real Estate Tech-
nologies in Cambridge, has provided
office space. “The road I’ve chosen is
not the easiest,” Buzny says. Losing
TxtiQ was “extremely stressful” and
the only thing that kept him from
“living under a bridge in a box” was
the support of his girlfriend and
other colleagues, he says. What keeps

him going is an intangible desire
shared by many entrepreneurs. “I
don’t want to end up being that guy
that’s two feet from gold.”

Crelinsten’s advice to not fall in
love with your technology is some-
thing Simon Woodside heartily en-
dorses. In 2004, the UW computer
science grad, with the help of a
friend, developed an app to enable
cellphones to read barcodes and QR
codes, those puzzle-like graphics
widely used in e-commerce today. In
his mind, it was a worldwide first. In
Japan, cellphones came pre-loaded

with the technology, but no one was
making software that could be dis-
tributed over the internet like Wood-
side’s.

He formed a company called Se-
macode, based in Waterloo. Its tech-
nology was so cool that Semacode’s
blog was jammed with readers. “We
had 100,000 hits in one day,” he says.
“The possibilities seemed endless.”
There was one huge glitch. Outside of
Japan, QR codes weren’t widely used
at that time. Even when the codes
started to pop up on the market, no
one could figure out how to monetize
them.

Semacode limped along generat-
ing modest revenues and research
grants until Woodside shut it down in
2009. Woodside admits he messed up
sales negotiations that might have
helped the company survive, but he
says it never would have been “wildly
successful.” His low point came
when he had to let two co-op students
go early because the company had
run out of money.

Woodside has since gone on to
form a new company, Monolith Inter-
active, that builds customized soft-
ware programs on the Apple plat-
form, mainly for health-care clients.
Before launching Monolith he spent
a lot of time talking to potential cus-
tomers about what they might need
and what they would be willing to pay
for. “Finding people who will pay you
for something is not as easy as it
sounds,” he says.

Woodside, 35, also spent countless
hours trying to figure out the best
way to charge for his product.
“You’re nothing if you don’t have a
good business model. If-you-build-it-
they-will-come syndrome never
works.” Looking back, he doesn’t
view the demise of Semacode as a
failure. The vast majority of entre-
preneurs don’t succeed on their first
try, he says. “Nothing is really a fail-
ure if you learn from it.”

RECORD STAFF

Christopher Buzny used the lessons he learned from the failure of his first
tech company when he launched Mind Over Mobile, a startup that offers
customers an all-in-one messaging service for email, social media and text
messaging.

‰ Lessons continued from page 31
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SIMON WOODSIDE
MONOLITH INTERACTIVE

“Nothing is really a failure

if you learn from it.”
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Two storeys above the tea-col-
oured Grand River, the office
John Bell occupies — as little

as possible — seems to be a great
place for day-dreaming. 

But this corner in a carpeted suite
occupied by Bell’s firm, Onbelay
Investments Corp., lacks the lived-in
look. There are no coffee cups leaving
rings on desk, no coats tossed in a
chair, no piles of paper that might, on
some rushed Friday afternoon, swal-
low a set of car keys.

It is merely a stopover for some-
body who prefers the concrete floor
of a busy factory under his feet. “I
just love growing businesses,” Bell
says. 

“Sitting up here isn’t nearly as
exciting as having 500 people work-
ing for you.”

Bell has had a long, successful
history as an entrepreneur in Water-
loo Region, primarily in Cambridge.
He started Shed-Tech in 1977, rescued
Polymer Technologies in 1996 and
has current interests, through Onbe-
lay, that range from mining technolo-
gy in Australia to startups in Water-
loo Region. People call on him to fix
things. Frustrated shareholders
tagged Bell as interim chief executive
officer of ATS Automated Tooling
Systems in 2007 to lead the then
struggling manufacturer of factory
automation systems. He was brought
in to head the board of Cambridge
Memorial Hospital in 2004 when the
provincial government insisted on
organizational reforms. Five years
later, he resigned after another pro-
vincial intervention led to the depar-
ture of chief executive officer Julia
Dumanian, a person he holds in high

regard. Bell “brings a number of
things to the table,” says Susan Whe-
lan, executive director of the Rare
Charitable Research Reserve in Cam-
bridge. He helped bring North
House, a demonstration project the
University of Waterloo undertook for
energy-efficient construction, out of
storage and to a site on Rare’s land
beside Blair Road. 

“First and foremost he’s a well-
respected individual in the commu-
nity and he knows a lot of partners,
and he can bring opportunities to
Rare,’’ Whelan says. 

“With regards to North House, he
has been able to reach out to individ-
uals and work with us to negotiate
arrangements for the move.”

Bell started his first business after
being fired from another. “I never
again wanted the humiliation of
cleaning out my desk drawer,” he

says. “That’s the day I became an
entrepreneur.”

Shred-Tech began with $10,000
borrowed from his mother, the pur-
chase of an idle industrial shredder
and some profitable musing about
what might happen if somebody
bolted the shredder to the back of a
truck. Bell was an out-of-work ac-
countant at the time, still smoul-
dering after a Cambridge company
showed him the door when he re-
fused to muddle the earnings. 

He called in the auditors.
Shred-Tech had sales of about

$70,000 in its first year by turning
waste such as cardboard and tires
into chips. Sales reached about $15
million by the time Bell sold the com-
pany in 1995. It is still doing business
on Pinebush Road.

MATHEW MCCARTHY, RECORD STAFF

John Bell stands next to the North House, an energy efficient demonstration house. He played a key role in efforts to move the house to the Rare Charitable
Research Reserve.

John Bell: An entrepreneur at heart

‰ Bell continued on page 34

Christian Aagaard, Special to The Record
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Bell could have retired. Instead, he
bought a languishing factory in the
city. Polymer Technologies, a maker
of plastic components, was within a
whisker of closing and putting 90 out
of work. Bell focused production on
auto parts and applied a bit of advice
from his banker father – support
your people. As he sought to control
costs and get more out his production
line, Bell introduced profit sharing
and a scholarship program. “When
margins start getting squeezed, it’s
amazing how smart you can get,’’
Bell says.

The auto industry took the compa-
ny and Bell on some wild highs and
lows over the next 10 years. In the late
1990s and early 2000s, before being
pummeled by cheaper products made
in China, the company employed 500
people in Cambridge and another 100
in Mexico. Bell pushed annual sales
from $9 million to $150 million.

He sold his stake in the company
in 2007. Polymer folded two years
later. 

Onbelay Investments Corp.,
founded in 1995, has him looking at
opportunities near and far. Bell still
has a hand in the auto industry
through Onbelay Automotive Inc., a
parts maker and coater in Chatham,
Ont.

A recent trip to Fort McMurray,
Alta., took him to a property where
one of his investment interests,

Strongco, plans to build a dealership.
Strongco sells cranes, earthmovers
and other mobile heavy machinery.

Bell has invested in BufferBox, a
business that designs secured-access
drop-off boxes for parcels and mail. It
was spun out of a fourth-year engi-
neering design project at the Uni-
versity of Waterloo.

It isn’t necessarily products that
catch Bell’s attention. “I like the
people, and feeling comfortable with
them is No. 1,’’ he says. “I like man-
agement you can relax with and have
a laugh.’’

John Tennant, former head of
Canada’s Technology Triangle Inc.,
worked with Bell 10 years ago as
Waterloo Region’s two chambers of
commerce and other business groups
formed the Prosperity Council. Bell
chaired one of the forums to help set
the council’s mandate. “I would cer-
tainly say John is seen and respected
as a very successful entrepreneur – a
serial entrepreneur – in ventures
that have shown others the way,” says
Tennant, who now runs his own
consulting company.

Under the eye of his father, a bank-
er, Bell learned to read an accounting
ledger by the time he was 14. He grew
up in 13 homes in Ottawa, Toronto
and London, an experience he didn’t
want to repeat for his own family. He
and Dian, his wife of 40 years, raised
three daughters on Wentworth Ave-
nue in Cambridge. 

Now adults with careers of their

own, the daughters have moved out
and the Bells live in the Blair area of
Cambridge.

Tidy as it is, Bell’s office over the
Grand River does have a few homey
touches, including paintings of land-
scapes he did on a trip with friend
and art instructor Hugh Thompson.
“He has a heart like a lion, in that you
can put him in a situation that is
difficult from an art standpoint,”
Thompson says. 

“And that was in Ireland on the
west coast. It was cold and rainy, with
the odd bit of sun. He was thrown to
the lions, to sit down and study a
scene and do an accomplished paint-
ing.”

Besides scouting for new invest-
ment opportunities, Bell fills his
calendar with a list of other business
and community appointments.
These commitments, past and pre-
sent, range from the Waterloo Re-
gional Police Services Board to Rare,
the new home of North House. Dian
is a former president of the board
overseeing the Cambridge and North

Dumfries Community Foundation.
She is currently on the board at Li-
saard House, a Cambridge facility
providing care for the terminally ill.

Community work is in the family
DNA, Bell says, but the fact that there
are fewer and fewer deep-rooted,
family-owned companies lending
support gives him cause for worry.
“I’m struggling to see the next gener-
ation,’’ he says. “I’m sitting around
tables with too many old guys like
me.’’ 

For a man who seems happiest in
noisy manufacturing environments,
Bell takes on a hefty share of board
work. He’s a director with Crohn’s
and Colitis Foundation of Canada,
and sits on the president’s advisory
council at Wilfrid Laurier University.
The banker’s son has a front-row seat
on the future of cash or cashless
transactions as board member with
the Royal Canadian Mint.

Bell’s interests often involve poli-
ticians, and he doesn’t mind giving
them an occasional jab. He described
the 2009 report on Cambridge Memo-
rial Hospital as a “clearly flawed
document.” Regional councillors, he
once said, lack “the expertise or
sophistication” to pick apart the
police budget. 

Bell took his own shot at public
office when he ran for the Liberals in
the 1990 provincial election. “It’s
probably a good thing I didn’t win,”
he says. “I’ve had a wonderful career
since then.’’

‰ Bell continued from page 33
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Considering Desktop Virtualization?
Let FoxNet Be Your Guide.
The move to a virtual desktop infrastructure (VDI) can help
you simplify administration and reduce operating costs,
while maintaining reliability and safeguarding against
disasters.
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$ Centralized control and zero client
administration lowers costs
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and complex IT environments
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Critical information always
stays secure in the data centre

End users can access their virtual
desktop from any device anywhere

FoxNet’s team of consultants can help you define your
desktop virtualization strategy and bring together the
right technology solution for your needs.

While a lot of tech startups
like to think of themselves
as being hip, that is the

perfect description for the company
founded by Armen Bakirtzian, An-
dre Hladio and Richard Fanson. 

While they are working with cut-
ting-edge technology, they aren’t
concerned in the least with the latest
fads in culture, fashion or food. They
are more interested in the joint at the
top of your leg. 

Their company, Avenir Medical, is
developing intelligent instruments
for orthopedic surgery, specifically
for hip replacement. The Waterloo
startup is creating technology to help
surgeons more easily and accurately
align hip implants. 

With people living longer, hip
replacement surgery is becoming
more common. Most surgeons are
still aligning hip implants by eye, a
process Avenir likens to putting up a
shelf without using a level. 

Statistically speaking, it is esti-
mated that about one in 40 patients
suffers from alignment-related com-
plications. 

Startup’s company’s hip technology
may revolutionize surgery 

Kevin Wood, Special to The Record

‰ Avenir continued on page 37
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Avenir Medical CEO Armen Bakirtzian says the startup’s technology will make it easier for surgeons to do hip
replacement surgery.
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It’s a storied and star-studded
name in Waterloo Region’s tech-
nology universe — Watcom.

Founded in 1981by pioneering Uni-
versity of Waterloo computer science
professor Wes Graham and three of
his students, Watcom was one of the
university’s first spinoff companies,
and the seed that blossomed into
Sybase iAnywhere, the Waterloo-
based developer of mobile business
software that is now owned by Ger-
man enterprise software giant SAP
AG.

While iAnywhere has evolved
over the years, the spirit of the late
Wes Graham still looms large. The
company’s head office is located at
445 Wes Graham Way in UW’s David
Johnston Research and Technology
Park. But more important, it’s still
guided by Graham’s vision, says

Terry Stepien, president of Sybase
iAnywhere Solutions and a Watcom
veteran.

“He had a real vision of how to
map the technology to a solution that
business could use,” he observes.
“There was a real market focus.”

That philosophy has fuelled Sy-
base iAnywhere’s continued dyna-
mism and growth, says Stepien —
even as successive takeovers have
made it a smaller piece of an increas-
ingly larger pie. 

With SAP’s 2010 acquisition of
California-based Sybase Inc., iA-
nywhere, which employs about 300
people in Waterloo, is now part of a
global enterprise technology power-
house with 60,000 employees.

In early 2013, the company will be
rebranded SAP alone, dropping the
Sybase iAnywhere label. The rela-
tionship is a “win-win” for everyone
involved, says Stepien. Waterloo’s

iAnywhere made a critical contribu-
tion to Sybase, and he predicts it will
do the same for SAP as the tech titan
puts an increasing focus on mobility
software. 

“You always love the name you
have,” he says. “But the most impor-
tant thing is to do well in the mar-
ketplace you’re in, and there is an
incredible opportunity for us by
joining this organization.”

SAP counts some of the largest
companies in the world among its
more than 183,000 clients in 120 coun-
tries, notes Stepien.

About 80 per cent of Fortune 500
companies use SAP software, he
adds, including IBM, PepsiCo. and
Ford. Its steady growth and global
reach, he argues, will keep iAnywh-
ere stable in choppy economic waters
and generate more employment, not
less. In Canada, he adds, SAP em-
ploys 2,500 people in three cities —

Vancouver, Montreal and Waterloo.
More than 2,000 of those are software
developers. “You look at a 2,000-plus
enterprise software development
capability — that’s big,” says Ste-
pien. “It’s very exciting.”

Stepien, 54, is one of a dwindling
number of Watcom veterans at Sy-
base iAnywhere who have watched
the company rise from its UW roots.
A native of Guelph, he first fell in love
with computers as a student at John
F. Ross Collegiate Vocational School
in the 1970s. Progressive for its time,
the school offered a computer course,
although students had to travel to the
University of Guelph campus to
actually use one. Stepien’s passion
led him to co-op studies at UW, where
he graduated with a master’s degree
in mathematics, specializing in com-
puter science. 

PETER LEE, RECORD STAFF

Terry Stepien, president of Sybase iAnywhere Solutions, is one the few staff members who started with the business when it was Watcom, one of the first tech
companies to spin out of research at the University of Waterloo.

iAnywhere true to founder’s original vision

‰ iAnywhere continued on page 37

John Schofield, Special to The Record
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“It’s very problematic for patients
who have to go in and have corrective
surgeries. Hospitals have to pay for
those, health-care systems have to
pay for those, so our objective is to get
it right the first time.” says Bakirt-
zian, Avenir’s co-founder and chief
executive officer.

Avenir is working to perfect a
system that uses sensors to track the
motion of the patient’s pelvis and the
surgeon’s tools, and calculates the
optimal positioning and alignment of
the prosthetic implants. 

Development thus far has been
focused on hip replacements, but the
technology will be adaptable to other
joint replacement surgery.

Patents are still pending on the
system, dubbed PelvAssist, and Ba-
kirtzian estimates the company still
has several months of development
work ahead. 

He expects to have a clinical ver-
sion in operation for live-patient
trials by the fall of 2013 and hopes to
proceed to market within the next 18
months.

Computer-assisted surgical devic-
es already are in use in a few hospi-
tals, but Avenir hopes to leapfrog the
current technology by introducing a
system that is portable, much easier
to use and far less expensive than
existing equipment.

Avenir’s three founders are for-
mer UW mechatronics engineering
classmates who graduated in 2008.

Their endeavour began as a fourth-
year design project inspired by Ba-
kirtzian’s father, an orthopedic sur-
geon. 

After graduation, all three went
on to different master’s programs —
Bakirtzian earning his in biomedical
engineering. In considering their
various career options, the three
returned to their previous design
project.

“Entrepreneurship wasn’t really
on the forefront for us.” says Bakirt-
zian. 

“It was really (winning) the (Onta-
rio Centres of Excellence) Discovery
2010 competition that gave us the
confidence we needed to put all of our
eggs in this basket and pursue it full
time.”

“We were very lucky to get men-
torship early on, which said that ‘If
you’re going to fail at doing a startup,
you want to fail as quickly as pos-
sible, so don’t kind of do it on the side
and put half your effort in. If you’re
going to fail in a year, you might as
well fail tomorrow and move on and
do something else.’ 

“We really took that advice to
heart and gave it our all from the
beginning.”

The trio has embraced the entre-
preneurial approach and was select-
ed to join the Canadian delegation
this year and last at the G20 Young
Entrepreneur Summit. This year’s
summit was held in Mexico City in
June.

Bakirtzian says Waterloo has been

an excellent fit for Avenir: “Waterloo
has a very unique culture. It’s not
something you can find in Toronto or
elsewhere. I’ve had the opportunity
to live in a lot of places in this coun-
try and Waterloo is unique. People
are very open, they are very willing
to help, especially if you are connect-
ed with people who have been in a
startup space before — and there are
more and more of those types of peo-
ple in this community.” 

The company has been incorpo-
rated for a little more than two years
and has operated out of the Acceler-
ator Centre at the University of Wa-
terloo’s David Johnston Research
and Technology Park for the past
year, a facility for which Bakirtzian

has high regard. 
“A lot of people in different coun-

tries are looking at this building as a
template for a perfect incubator,” he
says.

Bakirtzian praises the spirit of
camaraderie, mutual support and
friendly competition among those at
the centre and credits it with being
instrumental in creating a self-sus-
taining entrepreneurial ecosystem
in the region.

Without a product on the market
yet Avenir is still “pre-revenue,” but
Bakirtzian says the business has lots
of momentum and has managed to
raise a couple of million dollars in
capital from a variety of sources.
“Government has been very good to
us and so has the angel market” he
says. In April, Avenir announced that
the Georgian Angel Network in Col-
lingwood, Ont., had made a $750,000
investment in the company.

Representing Canada at the G20
Young Entrepreneur Summits has
given Bakirtzian a favourable per-
spective on building a business in the
region. 

“Being able to speak to entrepre-
neurs from other countries, even just
speaking with people from the U.S.,
there is always the notion that Amer-
ican entrepreneurs have more mon-
ey than we do, but I think, overall,
that our system is a lot healthier here
and frankly there is no other country
and no other region that I’d rather be
doing business in than Canada and
Waterloo.”

‰ Avenir continued from page 35
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“People (in Waterloo) are

very open, they are very

willing to help, especially if

you are connected with the

people who have been in a

startup space before.”

At Waterloo, he worked for Wes
Graham’s Computer Systems Group,
a research initiative, and was later
hired at Watcom.

Watcom first made its name as a
producer of educational software,
but later came up with programming
languages used to develop software
for IBM computers and other plat-
forms. Despite its small size, Watcom
gradually built a reputation in the
industry for high-quality software.
In 1992, it moved into the database
market with the introduction of
Watcom SQL, a database server prod-
uct. The success of Watcom SQL
attracted the attention of Massachu-
setts-based Powersoft Corp., the
leading maker of development tools
for client-server computing. Client-
server software helps corporate
programmers create custom applica-
tions for the information in their
company’s databases.

Powersoft acquired Watcom in
1994. A year later, Powersoft merged
with Sybase, and Watcom SQL was
renamed SQL Anywhere. The prod-
uct helped Sybase become a leader in
the mobile database market. In 2000,
Sybase launched its mobility subsid-
iary, Sybase iAnywhere, and kept it
in Waterloo. 

Now known as SAP Sybase SQL
Anywhere, it remains the Waterloo
operation’s flagship product. Accord-
ing to company estimates, it is in-

stalled in more than 10 million loca-
tions around the world, with par-
ticular strength in the health-care,
retail, financial services and govern-
ment markets. The most recent edi-
tion, SQL Anywhere 12, offers a com-
prehensive suite of tools for mobile
database management. 

Company literature states that the
software can keep data synchronized
with thousands of mobile devices or
remote offices, allowing business
users to access “any time, any-
where.” 

Developers can use SQL Any-
where to develop “powerful, data-
driven applications that run remote-
ly on laptops, handhelds and smart-
phones.” The product also promises
to minimize database administration
thanks to “out-of-box performance
and self-maintenance features.”

Sybase iAnywhere is now part of a
new SAP venture called App Haus,
launched this past summer to create
intuitive, easy-to-use mobile applica-
tions for smartphones and tablets
that will help SAP clients better
connect with employees and consum-
ers. 

The company opened its first App
Haus “mobility design centre” in
Dublin, Ireland, in July. A second
location in Palo Alto, Calif., was
unveiled in September. “I’ve been
working together with the folks out
of Palo Alto to get this started in
Canada,” says Stepien. “We’re just
anxious to get it going. Hopefully it

becomes a big part of what we do
here.”

The venture is recognition of the
fact that mobile technology is chang-
ing the way people do business, says
Stepien.

Some industry watchers call the
trend the consumerization of IT.
According to a study earlier this year
by the global IT firm Unisys and
Forrester Research, the phenomenon
is driven by a growing number of
tech-savvy employees who, shaped by
powerful consumer technologies and
smart mobile devices, are now
equipped to be more productive,
engage with customers more effec-
tively, and deliver added value to the
enterprise. 

“This design centre embodies the
spirit of the new SAP — where, to-
gether with our customers, we will
dream it, say it, and do it,” Geraldine
McBride, the president of SAP North
America, said in a news release. 

“We are in the midst of a revolu-
tion, and the days of taking weeks
and months to deliver innovation are
gone — our customers want and
demand things done in hours and
days. The new unwired reality is
here, and these centres are how we
will make SAP not only pervasive,
but ubiquitous.”

That bodes well for Sybase iA-
nywhere. The company’s mobile
expertise is perfectly aligned with
SAP’s strategic direction, says Ste-
pien. New mobile business software

will generate volumes of data, and
SAP’s cutting-edge technology can
process that information in seconds.
It’s a winning scenario for SAP’s
clients and their customers, too, he
argues. 

Mobile devices will allow compa-
nies to reach out to consumers direct-
ly for feedback, allowing them to
make better decisions and opening
the way for so-called one-to-one mar-
keting. 

A chain restaurant on the West
Coast, for example, will be able to
change its lunch menu based on what
was popular that day on the East
Coast. 

“What you allow businesses to
do,” says Stepien, “is something
they’ve desired for years: to have the
predictive ability to meet the needs of
their customers. You can actually
reach people where they are.”

Mobile software will also play a
huge role in what Stepien calls “the
internet of things” — everyday, in-
ternet-connected machines on the
shop floor or in the home that can
communicate. 

It all seems like a long way from
Watcom. “If you were to ask me 15
years ago, ‘Do you think you’ll have
60 per cent of the world’s business
transactions running through your
software?’” says Stepien, “I’m not
sure I would have got that.” But clear-
ly, he’s not complaining. And some-
where up there, Wes Graham is prob-
ably smiling, too.

‰ iAnywhere continued from page 36
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Easing one of Canada’s biggest
health-care dilemmas may be
a simple matter of mathemat-

ics.
Lengthy and uncertain waiting

times in hospital emergency rooms
have been a source of frustration not
only for people needing medical care,
but also for health-care administra-
tors. But now, a team working out of
St. Mary’s Hospital in Kitchener is
refining a method for dealing with
those wait times based on observa-
tion and algorithms.

“With math, we can look into the
future and that’s very powerful,”
says Franck Hivert, president and
chief executive officer of Oculys
Health Informatics, the startup that
has taken on the task of developing
and marketing this hospital man-
agement system. “It looks simple.
These are just numbers. But what’s
behind these numbers is a great deal
of research and understanding.”

The Oculys system is the result of
more than 800 hours of observation
by University of Waterloo mathema-
tician Kenneth McKay. He studied
the emergency room at St. Mary’s,
then framed those observations
inside a mathematical calculation
and saw a clear pattern in the need
for, timing of and delivery of medical
care. Based on his calculations,
McKay was able to predict the min-
ute-by-minute demands on a hospital
emergency room — with 90 per cent
accuracy. This allows hospital man-
agers to anticipate the problems and
needs of emergency room patients; it

also equips patients with informa-
tion they can use to avoid long line-
ups or at least know what they’re in
for at any given time.

“He dissected the emergency
department. He put in hours and
hours into understanding what goes
on in an emergency room, and he
became an expert on ERs,” says Hiv-
ert. “No one had ever done that be-
fore.”

Wait times and the current patient
count are tracked and posted on the
St. Mary’s Hospital website. They are
updated throughout the day as cir-
cumstances change. “This is what
the public wants to see,” says Hivert.
Surveys show that many people need-
ing non-emergency medical care are
content to wait up to 24 hours to see a
doctor, but they aren’t willing to
waste that time in a hospital waiting
room. Equipped with the informa-
tion provided on the website, people
can determine the best time to go the
hospital, or choose not to go.

“If we can influence the public’s
behaviour, then we will see gains,”
says Hivert. “It eases the highs and
the lows. Positive things happen
when people know what to expect, so
how about letting the patients do a
little bit of the managing.”

The Oculys emergency room
tracking system has been in place at
St. Mary’s since April, and it’s al-
ready showing positive results. Early
statistics show that emergency room
visits by people seeking non-emer-
gency care during peak times is down
by about 14 per cent, says Hivert.

Critics of the system have suggest-
ed that those needing urgent care

might be discouraged from going to
the hospital if they know the wait
times, but Hivert says emergency
room visits by people with high-
priority needs were up slightly over
the same period.

The Oculys system, which works
on a Microsoft platform, is expected
to be in place at Grand River Hospital
soon. Smaller hospitals in Listowel
and Wingham are now using the
system, and it also is being put in
place at Hotel Dieu-Grace Hospital in
Windsor. 

McKay remains involved in the
product’s development, and negotia-
tions are continuing over the rights
to his intellectual property.

The Oculys system not only tracks
emergency room care, it also moni-
tors other hospital functions, al-
lowing managers to get a quick up-
date on patient numbers and where
they are, with simply a glance at
their BlackBerry or iPad. This aspect
of the system has been in use at St.
Mary’s since 2008 and at Grand River
since 2009. This tracking system is
owned by the St. Mary’s Hospital
Foundation, and is now being mar-
keted throughout Canada and the
United States. “The goal is to return
the profits and the dividends to the
foundation,” says Hivert, who was
recruited to run the company early in
2011by hospital president Don Shil-
ton. 

“When I met with Don he showed
me this tool, and I said ‘Wow.’ I imme-
diately saw the power of it,” Hivert
says. “Our goal now is to sell this
technology to other hospitals so that
they can benefit from it as well.”

Hivert is confident that within a
year the technology will be in use in
10 to 15 hospitals. It will be tailored to
meet their individual needs. “Each
emergency room is different,” he
says. “We respect that.” 

The company’s name is a varia-
tion on the word occulus — the open-
ing at the top of a cathedral’s dome
that allows light in.

Hivert came to Canada from
France in 1977. He previously was
chief operating officer of Covarity
Inc., a Kitchener-based company that
develops loan monitoring software
for the banking industry, and was
with Manulife Financial in Waterloo
for 10 years before that. As well, he’s
been the president of the Kitchener
Soccer Club, and its minor soccer
program, for five years. For now,
Hivert, two full-time employees and
the occasional co-op student work out
of what used to be the hospital’s
eighth-floor operating rooms amid
high-powered lights, sinks and medi-
cal cabinets.

Scott Marnoch is the firm’s direc-
tor of business development. He had
been the director of channel sales
and strategic marketing for Konica-
Minolta Medical Imaging USA, Inc. 

Charlie Farkas is the head solu-
tions engineer. He’s a recent master’s
degree graduate from the University
of Waterloo’s systems design engi-
neering program.

“It’s an unbeatable team,” says
Hivert, who has a passion for mo-
torcycles and motocross racing. “It’s
just feels very good, like a motorcycle
when all the parts are working as
they should.”

RECORD STAFF

Franck Hivert (left), Charlie Farkas, (cente) and Scott Marnoch run Oculys Health Informatics out of a former emergnecy room at St. Mary’s Hospital.

Oculys sheds light on ER wait times
Dave Pink, Special to The Record
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The average person didn’t see it
coming, but the world of bank-
ing was on the brink of a major

evolution in 1972 when NCR Corp. set
up an office in Waterloo. There were
no automatic teller machines as we
know them now and no personal
computers to do online banking.
People still had to see a human teller
during business hours in order to do
any banking. 

But behind the teller counters,
electronic machines that could read,
encode, endorse and sort cheques
were already making banks more
efficient, and the National Cash
Register Co. in the United States,
which became NCR Corp., was devel-
oping that technology. The company
sent a group of engineers from the
U.S. to Waterloo to set up an office
here. The idea was to draw on the
skilled labour and engineering talent
at the University of Waterloo to devel-
op and produce those machines for
NCR’s bank customers.

Fast forward 40 years: Not only
have ATMs and computers made it
possible for people to do deposits and
withdrawals at any time of the day or
night, but with the latest digital im-
aging and software technology, in-
formation on cheques has become
just that — information that can be
digitally captured using the camera
in a smartphone, tablet, fax machine
or ATM, and transmitted in seconds
over computer networks. 

NCR’s research and development
centre in Waterloo has been critical
to that transformation, says Chris
Dell, the company’s director of pro-
ject management mobility and on-
line financial services. “We have a
real domain expertise here in imag-
ing and payment technology.”

The company itself had to evolve,
moving from its focus on making and
selling machines, to becoming more
of a software engineering business.
From making cheque processing
machines for banks, NCR’s Waterloo
operations went on in the 1990s to
become a big manufacturer of ATM
and self checkout machines for
stores. Global forces caused manu-
facturing to be outsourced in 2007,
but NCR kept research and devel-
opment here. About 200 people work
at NCR Waterloo, now housed in
offices on Northland Drive.

Some 238 patents have been issued
for NCR technology developed in
Waterloo over the past 40 years. That
technology is being used by 19 of the
world’s top 20 banks and in hundreds
of thousands of ATMs in more than
100 countries. Some 245 million fi-
nancial transactions that happen
every day around the world are using
NCR technology that was largely
designed and developed here.

In some cases, technology devel-
oped in Waterloo is adopted in other

countries long before Canadians see
it. NCR technology that allows people
to take an image of a cheque with a
smartphone or scanner, and submit
the picture for deposit, instead of
having to go to an ATM, is already in
use in the U.S. Technology that al-
lows people to deposit cheques and
cash into ATMs without having to
put the paper into envelopes first and
manually record the deposits also is
in use in the U.S. At those ATMs, you
just feed the bills and cheques into
slots in the machine. The machine
takes the images of the cheque or bill,
and records the amount being depos-
ited. The U.S. ventured into remote
cheque imaging long before Canada,
in part because of the 9/11terrorist
attack that practically brought fi-
nancial activity in that country to
standstill. Driven by a need to reduce
the number of physical cheques that
needed to be transported to process-
ing centres for verification, the U.S.
passed legislation in 2004 that en-
abled images of cheques to be accept-
ed instead of physical paper.

This fall, legislation is expected to
pass that will enable images of
cheques to be accepted in Canada as
well. The remote deposit capture
regulations, drafted by the Canadian
Payments Association, will allow
Canada to adopt the latest technology
that is engineered in Waterloo. 

“We have been working a lot with
banks in the United States to make
this happen, but now, it is in our own
backyard and the banks that we bank
with will be rolling this out,” says
Dell. Canadian banks will also be
able to leapfrog into the latest ver-
sion of intelligent deposit ATMs that
allow “mixed cheque and cash depos-
its,” says Sue Carreon, NCR’s direc-
tor of media handling and hardware
engineering. You will be able to feed a
fistful of cheques and cash — up to 50

cheques and notes in a single bunch
— into one slot, without an envelope
and without having to record each
item as is done now. The machine
will take an image of each item, read
the information and record the de-
posit. By making cheque deposits
more convenient and easier to verify,
people are more likely use a machine
to do those transactions, especially if
they can get the cheque validated and
get money against it right away, Car-
reon says. 

“The banks save money by having
more of these transactions done at
the ATM and their people are freed
up to focus on the higher value trans-
actions, rather than just counting up
deposits.”

The technology also helps reduce
fraud because the software automat-
ically images and reads everything
that is put into machine “instead of
just trusting what someone says has
been put into envelope.”

John Busch, the company’s direc-
tor of payments software engineer-
ing, says the technology will also
make back-end processing of cheques
faster and more cost-effective. At the
moment, when you put cash and
cheques into an envelope at an ATM
in Canada, “it is a day or two-day
process before it gets worked through
the back-end systems,” he says. With
the new technology, “you have an
image that is captured and the data is
being collected and is flying down the
wire.”

The software is smart enough to
know what to look for in a digital
image of a cheque, says Denis Berge-
ron, director of product management
payment solutions at NCR. That
should help in fraud prevention. “A
lot of catching fraud is about timing.
The faster you can flag it, the faster
you can put a hold on the funds to
stop it from happening.”

Even though Canadians do a lot of
their banking transactions with
their smartphones, almost one bil-
lion cheques are still written in Can-
ada each year. So allowing people to
send an image of a cheque will go a
long way toward digitizing a big part
of their banking. That will be good
news for businesses and profession-
als who are paid by cheque or deal
with certified deposits and cheques.
Being able to send images from a fax
machine or a smartphone means
they don’t have to waste time going to
the bank, and it gives them cash flow
a lot faster, Busch says.

The evolution of digital banking
isn’t over yet. NCR Waterloo is now
working on technology that could
change the way we get cash from
ATMs as well. Using bar codes, it will
allow you to use your smartphone to
“pre-stage” cash withdrawals, long
before you get to an ATM. You can set
up the amount of cash you would like
to withdraw from your account, and
receive a bar code for the transaction.
When you arrive at the ATM, you
won’t have to put in a debit card or
punch in your personal identifica-
tion number; you just scan the bar
code and get your cash, in less than 10
seconds. 

“You will be able to start the trans-
action on bus or the subway, and then
complete it very quickly front of the
ATM,” Dell says.

Although that technology is still
in development, it will move people
much further along the road of using
smartphones in the same way they
use debit cards today. That begins to
unlock “a whole new realm of possi-
bilities,” Dell says. One example he
cites is using a smartphone to stage
pre-approval for a loan while doing
house-shopping. Of course, cash is
not likely to disappear any time soon,
so ATMs will be around for a long
time. “I see the future of ATMs evolv-
ing though, and I think the inter-
activity between the mobile banking
and ATMs will be one of the key steps
in that,” Dell says.

Carreon adds that the ATM in-
terface will change. In the U.S., pilot
projects are starting where a tablet is
embedded into the teller counter. “So
it could be like the fast lane in the
grocery store, where you can scan in
your own groceries, but now you can
go to a teller counter and do most of
your own transactions and then the
teller can just come up and finish it
up for you,” she says.

With so many aspects of banking
going digital, NCR Waterloo is in a
good position to continue to play a
key role in the transformation, being
located so close to a big software
engineering school. “A base was
started here 40 years ago because of
the universities,” Busch says. “It has
evolved since then and we have been
able to maintain a market-leading
position in what we do.”

NCR Waterloo plays key role
in digital banking revolution
Rose Simone, Record staff
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Sue Carreon, NCR’s director of
media handling and hardware
engineering, demonstrates the
company’s new ATM software.

RECORD STAFF

NCR’s Julie Smutniuk can
photograph a cheque with her phone
and deposit the funds remotely.
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If you are injured and unable to
move, followed on your walk
home late at night or working

alone in a remote area, having a
home security system or panic alarm
won’t help you if you can’t reach it to
activate it.

Aware of the need for personal
security and the flaws of current
technology such medical alarms, the
founders of Mindr Mobile Inc. have
launched a smartphone app that can
send a message for help when you
can’t. What makes the Mindr Mobile
personal monitor different from
other alarms is that it doesn’t wait
for a phone carrier to trigger an alert
— it automatically sends an alert to
emergency contacts if you don’t
respond to the prompts it sends out at
set intervals throughout the day.

The Waterloo startup’s founders
— Phil Thomas, Geoff Vanderkooy
and Bob Young — have teenagers and
older parents to care for and thought
a smartphone app was the best device
to meet their diverse needs. “One of
the first reasons someone buys a
mobile device is for safety,” says
Young. For Young, the issue of per-
sonal safety hit close to home after
his mother fell and was unable to
trigger her medical alert button.
Although he was lucky to find her not
long after she fell, the shortcomings
of medical alert buttons became
obvious to him.

Collaborating with Mindr Mo-
bile’s co-founders, Young was able to
fulfill his desire to create something
with technology that would benefit
people.

The app can be customized to
trigger checks as frequently or in-
frequently as the user requires and
send alerts to whoever the user
chooses, such as friends and family
members. It uses GPS to include a
link to a Google map of where a user
is located when an alert is sent, mak-
ing it easier for emergency contacts
to respond during an emergency. It
can also be programmed to include a
photo of the user and information
about his or her travels, such as the
route of his or her walk home.

When someone is out with friends
or on a date, a discreet feature can be
activated that hides the app’s in-
terface, replacing it with a home
screen of the phone or a clock. The
app still functions in this mode, re-
quiring check-ins at desired inter-
vals, but it won’t grab attention from
anyone nearby.

Mindr Mobile launched in June
for Android devices. The company
started with Android because An-
droid phones can often be found at
lower price ranges than other smart-
phones, making them appealing to
teens and seniors, Young says. The
app, available in the Android apps
store, costs $2.99 a month, with a
one-week free trial to test its features.
The company is developing a system

through the web-based network
OneAPI that will allow users to have
the charge added to their cellphone
bills. Mindr Mobile also is working
on developing the app for the Black-
Berry and iPhone.

The founders say they are happy
with the progress they’ve made in
launching the Mindr Mobile person-
al monitor. “There’s such a time of
uncertainty that you go through
thinking, ‘Is this ever really going to
get there?’ So this is great to be here
now,” says Young.

In need of career changes, the
founders met through the career
transition and organizational con-
sulting firm, Right Management.
After coming up with the idea for
Mindr Mobile, they have been “boot-
strapping” the project without addi-
tional funding in order to get it run-
ning.

The founders say that being part
of Waterloo Region’s technology
sector helped them maintain their
momentum over the last two years.
“It’s really helped motivate us having
seen the success of so many startup
companies,” Young says.

The company knew it was moving

in the right direction, when the
Mindr Mobile app received the en-
dorsement of the National Council of
Women of Canada earlier this year.
The council says it partnered with
Mindr Mobile – the company will
donate part of the proceeds from the
sale of the app to the council – be-
cause of the independence the app
gives female users by allowing them
to proactively monitor their safety.
“We recognized this is a really cool
product,” says council spokesperson
Darla Campbell. She noted that the
app is the first technological tool the
council has endorsed.

Campbell says the council will
inform its partner organizations
across the country about the app so
that they can promote it among their
members.

Young says the council’s support
has helped the company get the atten-
tion of other women’s organizations
in the country. Many of them sub-
sequently “liked” the app’s Facebook
page, making the product known to
more women and their families.
“We’re quite fortunate to have them
recommend this,” he says.

Mindr Mobile delivers peace of mind

PHILIP WALKER, RECORD STAFF

Bob Young is one of the founders of Mindr Mobile, a Waterloo startup that
developed a smartphone app that sends out an alert if the user is in trouble.

Linda Givetash, Record staff

PHILIP WALKER, RECORD STAFF

The Mindr Mobile smartphone app
sends messages to emergency
contacts if the user doesn’t respond
to prompts delivered at set times.
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It’s been 10 years since One-Eighty
Corp. went live with software
designed to improve the process

of selling cars at dealerships. But as
innovation moved its platform from
office desktops to tablets in the show-
room, the core value of the company
has remained the same — putting the
customer first.

“We wanted to make the sales
process more transparent to the
consumer, more customer friendly,
more customer facing (and) make it
all much more efficient for the car
dealership,” says Kerry Mueller, the
company’s president. “The focus has
not changed.”

Among other things, One-Eighty’s
web-based sales software takes in-
ventory of vehicles, provides detailed
information about models and calcu-
lates quotes at the click of a button.

The idea for developing easy-to-
use sales software came about after
Mueller’s husband and business
partner, A.J., discovered firsthand
the challenge of selling cars — and
specifically giving accurate quotes —
while managing a BMW dealership
in Waterloo.

The math involved in calculating
a quote can be complicated, says
Mueller, and without technology in

place to do it, salespeople often
passed on that responsibility to more
senior staff. The cumbersome pro-
cess took more time, lacked transpar-
ency and created room for errors. “As
a consumer, you find someone has
made a mistake and ‘Oh my good-
ness, someone is trying to pull one
over on me’ is usually the percep-
tion,” Mueller says. “And that’s
where I think there’s a perception
that everybody in the car business is
crooked and that was the thing we
wanted to dispel.”

With the goal of solving that sales
problem for dealerships, the couple
set out to develop their A-Z sales
system. The company’s name, One
Eighty, reflects their belief that their
system turns around the way dealers
sell cars.

Over time, the platform expanded
to include more services for dealer-
ships, including tools to streamline
business office functions and provide
data for marketing, eliminating the
need for multiple software systems.
“We don’t stand still at all,” says
Mueller. “We’re constantly updating
the software. We’re on a two-week
release cycle; we’re always adding
new tweaks.”

The expanding scope of the soft-
ware is one reason dealers like Vic-
toria Star Motors in Kitchener have

remained loyal clients of One-Eighty.
The dealership has subscribed to
One Eighty’s software for almost 10
years. “The system was based on a
sales and customer relations system
initially, it’s expanded beyond that,”
says Justin Nesbitt, general manager
of Victor Star. “It certainly reduced a
lot of duplication and created a lot of
efficiencies that we had hoped for but
didn’t know if we actually get.” Nes-
bitt says the ability to better manage
past and prospective customers has
resulted in greater sales.

This summer, One-Eighty
launched a mobile-friendly version
of its software that can be used on
any smartphone or tablet. The “mo-
bile showroom” gives salespeople the
flexibility to present information to
customers no matter where they are.
“You can get up out of the chair and
you can go to the consumer’s house
or you can walk across the lot or you
can take it on a test drive and you
have the information at your finger-
tips,” Mueller says.

In typical One-Eighty fashion, the
company collected feedback from
clients at an event in May and then
piloted the new mobile functionality
at several dealerships. The response
was positive. “There’s a lot of excite-
ment for being able to do it,” Mueller
says. The mobile version went live for

all One-Eighty clients in July. All that
remains to be seen is what models of
tablets dealers will buy for their
salespeople and how much of a 24/7
sales culture the new technology will
create. “I think it’s going to be very
good for consumers,” Mueller says.

With more than 300 clients across
the country, One-Eighty services
about 10 per cent of the new car sales
market in Canada. More than 30
brands, including Bentley and Toyo-
ta, are sold using its technology.

The company, housed in offices in
the Marsland Centre in Uptown
Waterloo, employs 50 people.

Despite the company’s success,
consumers don’t often realize they
had a positive purchasing experience
because of homegrown software.
“The consumer doesn’t really look at
the logo at the bottom of the page for
the software,” says Mueller. “They’re
just happy they’re clear and they’re
comfortable and they came in to do
what they want to do.”

Happy customers mean there is a
lot of potential for growth in Canada
— and south of the border. “There’s a
lot of growth in Canada for us still but
we have looked at the (United) States
as place to expand as well because a
lot of our integration partners are
run out of the States,” Mueller says.
“I imagine it will happen.”

PETER LEE, RECORD STAFF

Kerry Mueller (right) and her husband, A.J., owners of One-Eighty Corp., hold tablet computers that are running the mobile version of their auto dealership
software.

One-Eighty Corp. drives car sales
Linda Givetash, Record staff
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Imagine clothes that tell you what
goes with what, a roof that calls
the landlord when it detects a

leak, bandages that track infections
and call your doctor, a bar coaster
that can order you another round.

Thanks to Ric Asselstine and
Jayna Sheats, co-founders of Terepac
Corp., intelligent inanimate objects
that talk will no longer be the stuff of
cartoons and children’s stories. Very
soon your house, your appliances,
your farm fields, your clothes and
even your bar coaster will be talking
– not just to you, but to each other. 

We will soon be living in a world in
which everyday things in, on and
around our daily life will be given
electronic voice. Asselstine calls it
“the internet of things.” 

Asselstine, the company’s chief
executive officer, says he likes to ask
prospective customers: “If your prod-
uct could talk, what would it say?
What would you want it to tell you?” 

Terepac promises to provide the
computing power of the first person-
al computer in the space taken up by
the period at the end of this sentence.
The company was founded in 2004 on
the basis of technology that has al-
lowed it become a pioneer in elec-
tronics and miniaturization. It has
made the jump from printed circuit
boards to printed circuit tape

It uses a manufacturing process
that allows the firm to handle the
tiniest imaginable object. Asselstine
describes it as taking the “pick” part
out of the “pick and place” process of
making semiconductor circuits. In
building semiconductor circuits,
automated arms pick up chips from a
wafer and place them on a printed
circuit board. Naturally, there is a
point at which the piece simply be-
comes too small for the equipment to
handle.

Terepac says it is capable of print-
ing entire devices – complete with
microprocessors, memory and sen-
sors – smaller than “a millimetre
square, thinner than paper and flex-
ible enough to bend around a pencil”
with no loss in performance – and at a
fraction of the cost of conventional
circuits. Better still, these devices
can connect with and communicate
with each other.

The potential for ubiquitous com-
puting is enormous as is the potential
for collecting data on a massive scale.
The commercial advantages just in
terms of reducing the weight and size
of electronic devices are also enor-
mous. And such tiny circuitry re-
quires far less energy to power it and
leaves a much smaller environmen-
tal footprint. “Everything wants to
talk,” says Asselstine. “We give
things voice.”

Terepac grew out of a dinner con-
versation between Asselstine and
Sheats in Palo Alto, Calif., in 2004.
Both bring impressive resumes to the
table. Sheats, the company’s chief
technical officer, holds a PhD in phys-

ical chemistry from Stanford Uni-
versity and has worked in industrial
research and development for 30
years, 19 of them with Hewlett-Pack-
ard Laboratories, where she worked
on microlithography, superconduc-
tivity and organic electrolumines-
cence. Before Terepac, Sheats was
vice-president and chief technical
officer of Nanosolar Inc., and co-
founder and CTO of Intelleflex Corp.
According to her bio, she has contrib-
uted to more than 55 journal articles
and 50 patents.

Asselstine, a Wilfred Laurier
University graduate, has an MBA
from the University of Windsor and
worked in senior management at
Union Gas for several years before
becoming an entrepreneur. He found-
ed Employee Staff Leasing Inc., a
business that eventually morphed
into consulting work providing sup-
port for tech startups. Asselstine also
founded the search-engine company
Practical Approach and honed his
knowledge of the commercial print-
ing business as president of Spectrim
Label & Equipment Ltd.

Asselstine says the entrepreneur-
ial atmosphere and ready availabili-
ty of technical expertise in Waterloo
Region has been a tremendous asset
to the company. At the same time, it is

very much a global company. While
based in Waterloo, Terepac has a
reliability lab in Dresden, Germany;
Sheats is based in Palo Alto. “A com-
pany like ours literally could not
have existed pre-internet. We were
born global,” says Asselstine.

Terepac kept a low profile while
developing its technology and owes
its existence to the financial support
of the Canadian “angel investor”
community. But that is about to
change. Over the past 18 months, the
company has evolved to become what
the market has indicated it wants: a
full service company that can pro-
vide full solutions. Asselstine says
Terepac can provide digital products;
turn those products into networked
data collection instruments; collect,
manage and analyze the data; and
provide post-purchase customer
service. “We are merging two big
themes – which is the internet of
things and big data,” he says. 

From the customer’s point of view,
dealing with a single service provid-
er makes sense in terms of conve-
nience and accountability, but also
reliability, because, as Asselstine
points out, “failures tend to come at
the interface points.” From Terepac’s
point of view, being a full service
provider allows it to handle the full

customer experience while giving
the company multiple revenue
streams. 

This summer Terepac signed its
first commercial customer – a multi-
national with which it expects to
form a long-term strategic partner-
ship. The company, which also an-
nounced this summer that Rockwell
Automation will provide support to
allow Terepac to scale up its produc-
tion of micro circuits – isn’t yet able
to disclose the identity of the custom-
er, but Asselstine says it is a signif-
icant deal.

Terepac expects to scale up to full
manufacturing over the next 18
months. “We’ve achieved commer-
cial traction, and I say that with the
greatest amount of thanks and hum-
bleness to all of those people who
have supported us over 100 months of
development,” he says. “Because it is
on their shoulders: Every team mem-
ber at Terepac, every funder, every-
one who has ever taken the time...e-
veryone who has gone without – and I
can assure you our team has gone
without – it is with the utmost thanks
to those people that I can say we’ve
achieved commercial traction.”

“We’ve stepped over that most
critical line of any early stage tech
company to revenue, now it is just a
matter of scale.”

Asselstine has high expectations
of just how large that scale could be.
As Terepac’s profile has risen in the
last year, it has been approached with
several offers of funding. He expects
the next year to bring major changes,
including many more customer
signings and expansion. “We’ve
operated on an accordion organiza-
tional form where when the funds are
aplenty, the accordion is wide,” he
says. “When the funds are not so
much – well, that’s why they call it a
squeeze box. Now, we are moving to a
piano.”

Terepac has used contractors for
much of its development work, up to
40 depending on the work required
and the funding available. Now that
the company is preparing to scale up,
it will start building an “organiza-
tional architecture,” Asselstine says.

Stressing that Terepac has been
successful at turning capital into
value, Asselstine says Terepac is a
company that could really benefit
from an initial public offering of
shares as it could absorb a lot of cap-
ital and become a major corporate
entity. Going public is something he
foresees as a definite possibility
within the next five years.

Terepac lists Gov.-Gen. David
Johnston as one of its earliest cheer-
leaders. Asselstine says he is glad the
business is based in Waterloo, ex-
plaining that the skills and expertise
in the region are, at minimum, equal
to anything available anywhere else.
“This is a company that has global
reach, but to get from the idea to
commercial traction, Waterloo is on
par with any place around the
world.”

Terepac helps make everything smart

RECORD STAFF

Ric Asselstine, chief executive officer of Terepac Corp., displays a test chip
that contains about individual 200,000 chips 160 microns in size.

Kevin Wood, Special to The Record
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On a muggy Tuesday evening,
deep in the heart of the Boehmer Box
building on the edge of downtown
Kitchener. a handful of people stand
anxiously around a giant mysterious
machine aimed threateningly at a
piece of Styrofoam. At first glance it’s
hard to tell what the machine’s func-
tion is — beyond capturing the curi-
osity of everyone around it.

A switch is flipped, and the ma-
chine, which sounds like a saw and
looks like a truck bed, begins doing
whatever it is supposed to do. 

Troubled glances are exchanged.
A dial is cranked higher. The noise
gets louder, yet nothing significant
happens. The Styrofoam remains
motionless and unmolested despite
the menacing sound around it. It’s
deafening, but the words “melting
it?” can be heard from a concerned
onlooker. Eventually the machine is

turned off, the crowd disperses, and
the foam is temporarily reprieved
from its fate. 

Though it may have sounded
something like it, the machine’s
failure is not the end of the world. It
turns out that it’s an old tape library
salvaged from a junkyard in Toronto
and ambitiously repurposed as a
general purpose milling machine.
This was just one test of many.

Why would anyone bother to take
the time and effort to build a milling
machine out of a junked tape library?
For the members of Kitchener’s
Kwartzlab the answer, and the moti-
vation behind most of their projects,
seems to be, ‘why not?’

Kwartzlab is what is known as a
makerspace. It is part of a growing
movement of organizations also
known as hacklabs, hackerspaces or
creative spaces. No matter what the
name, the concept is similar — to join
creative people in one space where

ideas, material, resources and en-
couragement can be shared. What
they create is entirely up to the mem-
bers.

Members of Kwartzlab pay month-
ly membership dues of $50, which
gives them 24-hour access to the tools
and resources located in the 3,000-
square-foot industrial space once
occupied by a soap manufacturer.

Doug Moen is a dues-paying
Kwartzlab member like any other,
but every Tuesday evening, when
Kwartzlab is open to the public, he
acts as an unofficial ambassador,
greeting non-members and touring
them through the sprawling lab.

“This is the heavy work space,”
Moen says as he walks through a
massive room packed full of one
man’s trash serving as another man’s
treasure. 

Some projects are easier to identi-
fy than others. In one corner sits a
customized motorbike; in another,

two makers tease each other as they
work on a monorail that will run
through the lab.

Along the right-hand wall is the
mysterious giant milling machine
where its creator Don Leibold is
tinkering. 

“Don has the talent of building
machines from things that other
people throw away,” Moen says. And
what talent does Moen bring to
Kwartzlab? “Administration,” he
says with a shrug and a smile. “I hack
people and organizations instead of
objects.”

Managing the daily affairs of
Kwartzlab is not the most creative
task, but it is a necessary one since
the organization was founded in 2009.
It all started when founding father
Michael Hiemstra posted a proposal
to start a maker lab in Waterloo Re-
gion on a popular maker blog.

ADAM GAGNON, SPECIAL TO THE RECORD

Henry Liu (from left), Raymond Cheng and Kevin Luo, first-year students at the University of Waterloo, talk to James Tordiff about his Kwartzlab project to
rebuild a 600-watt yttrium aluminum garnet laser that was scrapped by UW.

Anything is possible at Kwartzlab

‰ Kwartzlab continued on page 46

Sam Toman, Special to The Record
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“About 30 people showed up at
(Williams Fresh Café) and said, ‘Let’s
do this,” says Kwartzlab president
Darcy Casselman. 

At first, the group met in an empty
classroom in a math and computer
science building at the University of
Waterloo, but as its ambition grew, it
moved to its current location in the
Boehmer Box building at Duke and
Breithaupt streets. 

The lab is all-volunteer, self-sus-
taining and completely not-for-profit.
The name, Kwartzlab stand for K-W
arts lab, with a nod to the quartz
crystals often found in electronics.
The rent, insurance and other ancil-
lary costs are covered by the monthly
membership dues and a one-time $100
introductory fee for new members,
with other members contributing
materials and services in-kind. Wire-
less internet in the space is provided
by one member who runs an internet
service provider.

Beyond free WiFi, Kwartzlab also
features a stocked fridge, a lounge/
reception with couches, a TV and
stacks of old video games. Hanging
out and having fun seem just as im-
portant as milling Styrofoam.
“Kwartzlab is a social place where

people are collaborative. It’s a chance
to make things in a social environ-
ment,” says Moen.

The roughly 30 full-time Kwart-
zlab members range in age and gen-
der but tend to be cut from the same
occupational cloth. When asked
about their day jobs, both Moen and
Casselman answer in unison: “pro-
grammer.”

While most members do work in
information technology, it’s not a
requirement to participate as evi-
denced by a trip to the craft space
opposite the heavy work space. It’s
here where the ‘art’ in Kwartzlab
really shines. A star attraction and
the most expensive piece in the craft
space is the laser cutter. Agnes Nie-
wiadomski, working as an artist in
residence, is using it to craft elegant
3-D sculptures of fish and potted
plants out of old silk neckties and
other fabrics. 

In another corner sits a 3-D print-
er. “It was just a box full of parts when
we got it. There were no instruc-
tions,” says Moen. 

Eight members put their heads
together and finally got it working.
Building it was the fun part — but
now? 

ADAM GAGNON, SPECIAL TO THE RECORD

Don Leibold demonstrates his homemade CNC machine in the Kwartzlab
workspace in Kitchener.

‰ Kwartzlab continued from page 45

‰ Kwartzlab continued on page 47
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“It’s a piece of crap and I want to
replace it,” he says unsentimentally. 

Replacing it might not be easy.
Like many not-for-profits, an audit of
Kwartzlab would reveal a surplus of
ideas and a deficit of cash. Moen
points to a whiteboard in the lounge
covered in post-it notes with sugges-
tions on how to improve the space.
Ideas include: ‘geek garage sale,’ ‘buy
property,’ and ‘high school slaves.’

Kwartzlab’s future success really
lies in attracting more members
from the public (not enslaving them).
It’s something Moen says will happen
if they, “execute better at being awe-
some.” That’s why the weekly Tues-
day night open houses are so crucial.
They are a chance for Kwartzlab to
showcase the level of creativity on
display.

As if on cue, a maker named Alex
McKinnon bursts in. “Just to show
you how freaky this place is, some-
one brought in a giant laser,” he says
while grinning. A maker wheels in a
contraption the size of a shopping
cart and a crowd of open house visi-
tors gather around it while keeping a
safe distance. 

It turns out the laser is ten times
more powerful than the one in the
laser cutter. “This thing can cut
through steel,” says Moen. Someone
leans in and asks the maker what he
intends to do with it. Without re-
plying he looks up confused, as if that
was some kind of trick question.

ADAM GAGNON, SPECIAL TO THE RECORD

James Bastow, a founding member of Kwartzlab, shows some of the equipment available to members.

‰ Kwartzlab continued from page 46
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Bogdan Frusina knows soft-
ware and he learned a thing or
two watching news reporters

cover election campaigns. It only
made sense that he would adapt one
to make the other one easier.

Over the past 20 or so years, Frusi-
na has hired himself out to politi-
cians of all stripes, to help with some
of the technical aspects of their cam-
paigns. When he was riding the buses
during those first few campaigns he
saw how reporters did their jobs,
filing their story of the day and then
kicking back to prepare for the next
day.

In more recent campaigns, things
had changed. The needs of new and
ever-hungry websites were forcing
both print and broadcast reporters to
file stories two, three or more times a
day — using technology that wasn’t
really up to the task.

Frusina, founder and majority
shareholder of Waterloo-based Dej-
ero Labs, has addressed the problem.
He developed software to enable the
quick relay of live news stories from
the street to the website — even the
technically complex video reports
that are the staple of TV news. Dejero
makes and markets the devices that
make that possible. 

“Reporters are under a lot of pres-
sure. They’re in a 24-hour news cycle.
It never stops,” Frusina says. 

“There is a new paradigm. There
is now this need to get live content to
the studio or to the readers. The issue
is, they still want quality, and that
puts a lot of stress on reporters. They
need the tools that can make that
possible.”

The solution, Frusina says, in-
volves digitally breaking down a
report into pieces and then sending
those many pieces across existing
cellphone networks using several
simultaneous connections. As the
calls are received the report is reas-
sembled and made web-ready. The
entire process takes a second or two.
“What we had to do was create the
software to make that possible, that
was easy to use,” says Frusina. “It
had to be simple and quick and able
to generate content.”

The company’s name is based on
the Latin adjective degero, meaning
live, as in living.

Its Dejero Live platform can set up
on a reporter’s iPhone or Android
system for as little as $50 a month on
a pay-for-use or daily plan. The com-
pany also is working on making the
system available for BlackBerry
smartphones. 

The high-end, live-to-air devices
needed for television cost about
$20,000, which Frusina points out is
considerably cheaper than a satellite
truck. “It’s really just a computer in a
box that transmits video over exist-
ing call networks,” he says. “But we
enable the reporters at the corner gas
station to get that story on gas prices
to wherever they want it to go, imme-

diately.”
The company’s technology is

catching on. Paul Singh, Dejero’s
vice-president of finance and opera-
tions, says that after the product was
launched broadcasters would buy
one unit to try it out. “Now, they’re
been calling back and ordering five at
a time.”

Encouraging words came early on
when Frusina explained the concept
during a meeting with Bob McLaugh-
lin, the then general manager of
breaking news channel CP24. “He
said, ‘If you can create this, you will
have created the Holy Grail of broad-
casting,’ ” Frusina recalls.

The company’s big break came in
the lead-up to the Vancouver Winter
Olympics in 2010, when chance put
Frusina in touch with executives at
CTV, who gave Dejero the opportuni-
ty to cover and stream the coast-to-
coast torch run on to the internet.
“Our technology was perfect for
that,” Frusina says. “It started with
3,000 viewers and it just grew from
there. On the day before the Olym-
pics we had 1.7 million viewers. That

is a crazy number ... The timing was
right. A symbol as simple as a flame
can mean so much. It really united
Canada.”

Dejero has turned the corner, says
Frusina. Sales have increased 350 per
cent each year over the past three
years, and long and short-term pros-
pects look good, he says. Dejero’s
client list includes the CBC, CTV and
Rogers Cablevision, as well as broad-
cast outlets around the world. 

“We’ve hit some bumps. There
were times when we came very close
to failure, but 2012 has been a great
turnaround year,” Frusina says,
adding that local angel investors
Mike Stork and Larry Innanen de-
serve a lot of thanks for their sup-
port. Now, he’s anticipating total
sales will approach $100 million with-
in four years.

Dejero has 30 employees. Most
work at the company’s King Street
headquarters in Waterloo, but there
are five in sales offices in Connecti-
cut, Illinois and Texas. The company
also has sales agents in Mexico and
Australia, and is looking at mar-

keting its products around the world.
Frusina, the company’s chief

technology officer, says Dejero has
three major competitors, but he
believes his small firm has the edge
because it can reinvent the product
more quickly and adapt to changing
marketing conditions more easily.
“Our competitors all have more em-
ployees and more resources, while
we have had to live within our means
from the beginning,” he says. “But
we know we can’t take anything for
granted. You can never let yourself
think you have the lead.”

Dejero recently went through a
corporate restructuring. Brian Cram
joined the company as its chief exec-
utive officer in August following the
departure earlier this year of former
CEO Dan Mance due to health rea-
sons. Todd Schneider has joined the
firm as chief operating officer.

“These guys are good, and we have
a phenomenal development team and
a phenomenal production team,”
says Frusina. “I’m setting the road
map, but I’m turning myself into the
chief relationship officer.”

Dejero helps broadcasters go live, fast

PETER LEE, RECORD STAFF

Bogdan Frusina, founder of Dejero Labs, says the company’s Dejero Live technology is a cost effective alternative to
satellite trucks for doing live broadcasts.

Dave Pink, Special to The Record
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It seems that one good idea can
lead to another, and then another.
The challenge, says Mike Litt, is

to keep the momentum going.
Litt, along with business partner

Devon Galloway, launched Build
Scale Inc. and its subsidiary, Red-

woods Media, just two years ago to
produce short animated videos for
local clients wanting to advertise on
YouTube. Then, when clients asked if
they could mount those videos on
their own websites, the partners
devised software to make that hap-
pen. They called this spinoff compa-
ny Vidyard. Then, they discovered a

way to determine how potential cus-
tomers were watching their clients’
websites, what they were watching
on those websites, and for how long
— a service they call analytics. “That
is interesting information to provide
to a company,” says Litt. “If you’re
investing money in a website, you
want to be sure that you’re getting

people to watch it.”
For now, the Vidyard business

plan is simple — remain price com-
petitive and develop the next big
thing. “I have three worries,” says
Litt. “How much is in the bank? Are
we able to find the best talent? 

DAVID BEBEE, RECORD STAFF

Michael Litt (on the fire pole) and Devon Galloway recently moved their startup, Vidyard, into a home on Oak Street in Kitchener.

Vidyard looks for the next big thing
Dave Pink, Special to The Record

‰ Vidyard continued on page 51
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“Ithink of myself as an activist
in entrepreneurial cloth-
ing,” Nolan Andres says

before laughing. He’s wearing an
orange T-shirt and sandals.

PeaceWorks, the information
technology solutions company An-
dres founded in 1996, has grown from
a one-man operation to a team of 35
employees with offices in Waterloo
and Winnipeg, but Andres admits
he’s only recently come to peace with
his identity as chief executive officer
of a successful business.

Andres, 43, was born and raised in
a Mennonite family in Saskatoon,
Sask., where his father worked for
Federated Cooperatives Ltd. Though
cooperatives have all but disap-
peared in Ontario, they continue to
thrive in Western Canada, operating
on principles of local ownership,
community focus, with centralized
administrative support for members.
It was a model Andres looked to when
he shaped his own company’s vision,
although the business, which is a

for-profit corporation, existed with-
out a formal structure for its first six
years: “Sometimes people have a
plan,” says Andres, “but that’s not
my history.” 

After high school, Andres spent
four intense years earning a degree
in computer science from the Uni-
versity of Saskatchewan before feel-
ing the pull to do something com-
pletely different: “I was looking for
the way I could make myself useful.”
He volunteered on a youth discovery
team that took him to Central Amer-
ica and then entered the two-year
diploma program in Peace and Con-
flict Studies at Conrad Grebel Col-
lege in Waterloo. 

While studying at Conrad Grebel,
Andres volunteered with a friend on
a project for Ten Thousand Villages,
a local non-profit organization. It
was 1995. The internet was just start-
ing to be used and understood, and
non-profits were struggling with the
technology. What began as volunteer
work quickly transformed into a
small business.

“PeaceWorks sent its first invoices

in January, 1996,” says Andres. The
company grew steadily, gaining cli-
ents by word of mouth. 

In 2003, with seven employees on
board, PeaceWorks incorporated. In
2011, a new shareholder agreement
was created to reflect the company’s
values: community, social justice and
integrity. “Radical integrity” is how
Andres puts it. He defines Peace-
Works as a social enterprise. “Our
social responsibility bottom line is
watched with the same rigor as our
bottom line.”

The company lives out its core
beliefs. Of 250 active clients, roughly
eighty per cent are charities, non-
profits, educational institutions and
social enterprises. These clients are
offered discounts based on need and
are subsidized indirectly by clients
from the for-profit sector. In the 2010-
11fiscal year, PeaceWorks applied
more than $750,000 in discounts to
non-profits. How does this affect the
company’s bottom line? Andres ad-
mits that running a business without
formal training continues to be a
learning process. 

There have been setbacks and
stress, and occasionally the company
has given away more than it could
afford, at least temporarily. But un-
conventional thinking has also been
the company’s means to success.
PeaceWorks is one of the first compa-
nies in Canada to qualify as a B Cor-
poration, a certification program for
businesses whose goals include ad-
dressing social problems. “Employ-
ees are keen on our values and mis-
sion,” says Andres. “We have a strong
emphasis on work-life balance.”

Most important, PeaceWorks
makes a genuine difference to its
clients, creating efficiencies in infra-
structure that make it easier for
them to do their work. 

Andres’ role has shifted over the
years, but his enthusiasm for both
the technical and human elements of
his work shines through as he tells
the story of a recent PeaceWorks
project with Waterloo-based Menno-
nite Economic Development Associ-
ates in Tanzania. 

DAVID BEBEE, RECORD STAFF

PeaceWorks employees, who include (back row, left) Scott Bauman, Stacey Saunders and Michael Kaplan; (middle row, left) Susan Climenhage, Nolan Andres
and Geoff Vanderkooy; and (front row, left) Trevor Dueck and Andrew Cressman, are as committed to social responsibility as they are the bottom line.

PeaceWorks takes socially responsible
approach to information technology
Carrie Snyder, Special to The Record

‰ Peaceworks continued on page 54
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And do we have the most innova-
tive feature set?”

When it comes to the company’s
bank account, angel investors have
liked what they’ve seen from this
little upstart. They’ve been very
supportive, says Litt. Of the compa-
ny’s 10 angel investors, eight are in
California’s Silicon Valley, among
them legendary investor Ron Con-
way, and Jawed Karim, who was one
of the first backers of YouTube. Lo-
cally, the company got early backing
from Dennis Kavelman, a former
chief financial officer at Research In
Motion and now chief operating
officer at educational software com-
pany Desire2Learn. 

As for talent, Vidyard needed to
look no further than the University of
Waterloo. “Every term, we hold a
recruiting buffet at a local pub to find
the right kind of people,” says Litt.
“We’ve been lucky. I’ve had no trou-
ble recruiting some amazing talent
— people that want to stay in this
community.”

As for an innovative product line,
well, so far, so good. “You have to be
looking for the opportunities that are
emerging,” Litt says.

All in all, for two guys who gradu-
ated from UW’s engineering program
just last year, they’ve done rather
well. 

Galloway tends to stay in the back-
ground, keeping the production team
on track and marshalling the compa-
ny’s resources. If he had a title, he’d
be the chief operating officer. “He’s
an engineer and the son of two ac-
countants,” says Litt. “He has an
interesting way of looking at things.”
Litt looks after marketing, sales,
business development and product
innovation. He understands that it’s
not enough to just make the product
— it has to be marketed as well. “To-
gether we are an unstoppable force,
but I make more noise,” says Litt.
“Devon works behind the scenes to
make sure everything falls into
place.”

And, everything does seem to be
falling into place. “We are growing
really aggressively, by about 30 per
cent month over month,” says Litt.
“That allows us to think about
growth, and new hires.”

Vidyard was actually an engineer-
ing school project completed as part
of Litt’s fourth-year systems design
program. The company currently
employs 14 people and until its recent
move to its own quarters was the
largest of the 29 startups operating
out of Communitech’s VeloCity Ga-
rage in the Tannery building in
downtown Kitchener.

Vidyard plans to keep hiring as
good candidates come along. It is
looking for cybersavvy team players
who can work and play together. To
accommodate this growing work-
force, the partners bought a house on
Oak Street — they call it Vidyard
House — that is within sight of the
Tannery building. They moved in
mid-September. 

At the age of 25, Litt has a resume
that would make most wannabe

entrepreneurs green with envy. In his
younger days, he sold firecrackers to
his friends and franchised out pieces
of his newspaper routes. He’s done
work terms at RIM and in Silicon
Valley. 

Along the way he dabbled in stock
trading, when he first partnered with
Galloway, and considered starting a
biofuels production plant. But he’s
always had the knack of taking elec-
tronic devices apart and understand-
ing how they worked. 

After the birth of Vidyard, the
partners applied to become part of
the highly regarded Y Combinator
accelerator centre in California. As
part of the application, they were
required to provide a video. Then,
when Litt and Galloway showed up
for a face-to-face interview with the
judges, they explained precisely how
the judges had watched that video,
based on Vidyard’s analytics system.
“They were knocked out,” says Litt.
“They’d never seen anything like
that before.”

The partners were tempted to
remain in California, but came back
to Waterloo Region for three good
reasons. First, government support
programs make starting a business
in Canada just a little easier. 

“The Scientific Research and
Exploration Development program
is the government’s way of reducing
out marginal tax rate,” says Litt,
citing one example. “It makes being
here much more cost effective.” 

Second, it’s easier to find and
retain good technical employees — at
least in Waterloo Region. “Ron Con-
way said that the biggest issue we
would face would be finding and
retaining digital talent,” Litt says.
“There’s some high-quality people
here, and less competition for them.”
And third, Litt and Galloway seem
happy to remain in the area where
they grew up — even if it does mean
frequent six-hour flights to northern
California to confer with customers
and investors.

Litt concedes that he’s never
brought any business along quite
this far before, but for now, he says,
the only direction is up.

‰ Vidyard continued from page 49
IN QUOTES MIKE LITT
VIDYARD
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Everything is motoring along
nicely for Miovision Technol-
ogies these days.

The rapidly growing Kitchener
company, which produces hardware
and software to help monitor traffic
flow in cities around the world, dou-
bled its office space last year when it
moved one street over from its previ-
ous location on Otonabee Drive to its
current quarters in the former Cana-
dian Automobile Association build-
ing on Manitou Drive. The approxi-
mately 20,000-square-foot, three-level
space currently houses about 75
Miovision staff, an impressive num-
ber considering the tech firm gradu-
ated from the University of Water-
loo’s Accelerator Centre in late 2008
with 20 employees.

For Miovision co-founder and
chief executive officer Kurtis
McBride, the company’s original
move to Otonabee Drive was some-
what daunting but one that ultimate-
ly helped prepare him for his firm’s
more recent relocation. 

“We moved in with 20 people and I
remember thinking there’s no way
we’re ever going to use all this space,
like a ‘what have we done’ kind of
thing. And then a year-and-a-half
later, sure enough we needed to
move,” says McBride. “When we
moved into this spot (on Manitou
Drive), I think there was a bit of that
same sentiment, just that we’d taken
over a lot of space but we filled it up
pretty quickly. I think having gone
through the experience of moving
into the Otonabee location a couple of
years before, even though I felt the
same way (this time), I think I kind of
knew that it was going to sort itself
out.”

The company’s full-speed-ahead
development included the opening of
a European office in Cologne, Germa-
ny last year, now staffed by nine em-
ployees. Miovision already had cli-
ents in Europe and the Middle East,
and McBride says the time was right
to establish a base overseas to fur-
ther explore the global market. “It got
to the point where we were pretty
sure there was a real market opportu-
nity out there but, between the lan-
guage barriers and the time zone
differences, and even some of the
things around shipping prices and
things like that, it was difficult to get
beyond what we call early adopters,”
he says.

Although Miovision now has
clients in 29 countries, McBride says
he wasn’t necessarily thinking glob-
ally when he founded the company in
2005 with UW systems design engi-
neering classmates Kevin Madill
(now chief sales and marketing offi-
cer) and Tony Brijpaul (chief opera-
tions officer). The three entrepre-
neurs started out with a “very North
America-centric” mindset, McBride
recalls, until the economic downturn
in 2008 forced them to expand their
horizons. 

It’s full speed ahead for Miovision

RECORD STAFF

Kurtis McBride, chief executive officer and co-founder of Miovision, sits beside a traffic signal cabinet control for
traffic lights. The company develops hardware and software for automating the process of collecting and analyzing
traffic data.‰ Miovision continued on page 54
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“We started to look international-
ly just to essentially hedge our bets
and when we did that we realized
there was this need everywhere,” he
says.

That need is a problem that tran-
scends all national and cultural bar-
riers — traffic. Miovision’s Scout
Video Collection Units are assembled
at the Manitou Drive facility and
shipped around the world, where
they can be mounted at key intersec-
tions in cities to record traffic counts
throughout the day. 

Most of the company’s customers
are municipalities — current clients
include major Canadian cities like
Vancouver, Edmonton and Ottawa —
that usually use the data collected by
Miovision software and the Scout
units to reset the timing of traffic
lights along high volume streets to
keep cars moving during rush hour.
But there are multiple other uses for
Miovision’s products. 

A city could measure how many
cars turn left or right at a given in-
tersection, for example, or plan out
its infrastructure spending by coun-
ting the volume of cars on its high-
ways and then use the data to esti-
mate when pavement might need to
be replaced. 

The company’s products are also
now used in ‘origin-destination’
studies, which determine where cars
enter and exit the highway through-
out the day to monitor traffic flow
across an entire city. “We call our
product the Swiss Army Knife of
traffic data collection,” McBride
says. “You can do a whole range of
studies that a draft engineer would
care about all with the one device.”

Although Miovision’s rise has
been swift, McBride says the focus on
employee culture has been a constant
since the company started. 

The firm is always looking to
attract “cream of the crop” employ-

ees, he says, people who exhibit key
traits like humility, open-minded-
ness and fearlessness. “We always
say seven out of 10 is better than five
out of five, so we look for people that
are willing to take some chances —
calculated chances, obviously — but
we don’t necessarily shy away from
failure,” he says. “If we’ve stretched
and failed, it’s better to have done
that than to have not tried.”

The firm also places a high value
on mentorship and community in-
volvement and is a supporter of local
tech organizations such as Commu-
nitech. 

“Ultimately, the community is the
reason we exist,” says McBride. “The
pay-it-forward attitude that the com-
munity has, we’ve tried to engender
that internally and also in terms of
how we engage with the community
— other startups in town, for ex-
ample. We make mentorship, both
being mentored and mentoring some
of the startups in town, part of how
we measure ourselves internally.”

In May, the Canadian Advanced
Technology Association honoured
McBride with the 2012 Peter Brojde
Award for Canada’s Next Generation
Executive Leadership. But McBride
is quick to emphasize that any
awards he receives are an indicator
of the quality of his employees and
their instrumental role in Miovi-
sion’s success.

“A lot of times CEOs such as my-
self get recognized for these types of
awards but ultimately my team is the
one that makes me look good. (The
award) means a lot to me in the sense
that I think it’s a reflection of my
team’s ability to move mountains,”
he says. 

“I always make the joke that these
days I don’t actually do anything
around here, I just take these kinds of
phone calls and take all the credit
when things go well, but my team is
ultimately the one that is propelling
the company forward.”

‰ Miovision continued from page 52

The organization was distribut-
ing locally made mosquito nets to
people in need, but its paper voucher
system was inefficient and vulnera-
ble to corruption. PeaceWorks and
the organization’s consultants
worked together to build a special-
ized solution using readily available
technology: cellphones. A unique
password, generated and sent on
demand to a doctor in response to a
text message, replaces the paper
voucher. The client takes the pass-
word to a distribution centre where
the vendor sends it to the system via
text. The client receives a mosquito
net and the distribution centre is
informed that more stock is needed.
At every step in the process technolo-
gy eliminates waste, corruption,
error, and allows for followup and
tracking. 

The story highlights Andres’
belief that technology, applied with
care and thought, forges concrete

and specific solutions to difficult
problems: “It’s not just about the nuts
and bolts. It’s about processing in-
formation more efficiently,” he says.

PeaceWorks offers a full menu of
information technology services,
including domain hosting, a help
desk, IT personnel, custom software
application development, app devel-
opment, web design and mobile ap-
plications. But the work is also per-
sonal, and involves building relation-
ships, and listening and responding
to clients’ needs. A favourite facet of
Andres’ job continues to be hearing
what clients are working on, and
why: making the connection between
shared values.

Going forward, Andres hopes that
other enterprises might model them-
selves on PeaceWorks — and he
would be happy to share his hard-
earned lessons. “PeaceWorks is the
result of what happens when an ide-
alist with a certain skillset matches a
need,” he says. It’s proven to be an
inspired match.

‰ Peaceworks continued from page 50
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The origins of a low-profile
research centre at the Uni-
versity of Waterloo can be

traced back to 1994 when the City of
Waterloo faced the grim prospect of
paying millions of dollars and dig-
ging up to 4,000 front lawns to replace
sewers that failed much sooner than
expected.

The sewers were made of what
was referred to as black pipe, which
consisted of layers of fibre that had
been impregnated with bitumen or
tar and wound in a number of layers
to form a circular pipe.

The city approached UW’s civil
engineering department if it knew of
any alternatives that would cost less
and could be accomplished without
ripping up front lawns. The short
answer was no. However, after con-
tacting the National Research Coun-
cil and conducting a search, the uni-
versity located a company in Calgary
that had developed technology that
might work.

The company, TRS Pipe Bursting,
agreed to demonstrate the technolo-
gy in Waterloo. “The company per-
formed what you might call micro
surgery,” says Mark Knight, exec-
utive director of the Centre for Ad-
vancement of Trenchless Technolo-
gies at UW. “You make a small excava-
tion at the basement and another one
at the street and you burst the old
pipe and pull in a brand new polyeth-
ylene pipe.”

The demonstration was an un-
qualified success. “The technology
worked and a $40,000 investment by
the city saved $4 million,” says
Knight. 

“It was a win for the city, a win for
the homeowner and a win for the
public.”

Each sewer lateral — the stretch of
pipe that connects a home or busi-
ness to the main sewer line — was
fixed for about $4,500, about $2,000
less than the $6,500 that conventional
technology would have cost.

The successful test also laid the
foundation for the centre, a small,
relatively unknown but hugely effec-
tive group dedicated to solving some
of the challenges cities face with
buried sewer and water services. 

The group, with about 25 founding
members, including the City of Wa-
terloo, other municipalities, the
National Research Council, utilities
and consulting firms, became an
official UW research centre in 1996.
“We started with 25 members and
evolved to more than 70 and the cen-
tre is now probably the most active
training organization in Canada
(dealing with trenchless technology)
for consultants, city workers and
engineers,” says Knight.

Jonathan Pearce, a construction
inspector with the City of Waterloo,
says the new approach paid immedi-
ate dividends. 

Trenchless tech unearths big savings

PHILIP WALKER, RECORD STAFF

Mark Knight (on ladder), executive director of the Centre for Advancement of Trenchless Technologies, and Jonathan
Pearce, a construction inspector with the City of Waterloo, visit a site in uptown Waterloo where trenchless
technology is being used to put in a main sewer line.

Bob Burtt, Special to The Record

‰ Trenchless continued on page 56
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“We had several thousands of
these pipes in the ground and some of
them were blistering, deformed and
had holes in them. The stuff was not
lasting the way we thought it would,”
he says. “Using the trenchless tech-
nology really paid off for the city.
When we had to dig up people’s front
yard, we didn’t always make friends.
It was disruptive.”

Pearce has been involved with the
research centre at UW from the be-
ginning and continues to play an
active role.

The centre has come a long way
since it was established. “We evolved
from installing pipes using micro-
surgery and now we can use old bur-
ied pipes that have deteriorated un-
derground,” says Knight. Instead of
bursting the old pipe and installing a
new one, the old one is actually re-

built. “You have an old sewer,
cracked, leaky and deformed. We go
in and pull in a new sock with resin
in it and we can build a new pipe in
the old pipe without digging up the
street. We can do it through the man-
holes.”

To appreciate the importance of
this innovation, you have to under-
stand the enormity of the problems
municipalities face when it comes to
infrastructure. Historically, munici-
palities haven’t charged enough for
water services, says Knight. 

“It is like having a car and paying
for it, but not setting anything aside
for repairs. We have ignored our
critical infrastructure for a long
time.”

Unless that changes, says Knight,
municipalities will encounter more
breaks, more dirty water and more
sewer backups. 

“We need to increase water rates.

They are too low and it is not sustain-
able,” he says.

The good news, he says, is that
new trenchless technology reduces
the cost of solving the problem. While
the challenge of upgrading infra-
structure remains daunting, the
ability to repair instead of replace old
lines will help cut the cost of many
projects. For example, it costs about
$1,000 a metre to dig up old sewer
lines or water mains compared to
about $600 a metre to repair and
restore old pipes using trenchless
technology.

Researchers at the centre also are
examining new ways municipalities
can pay for some of their infrastruc-
ture. Officials from the cities of Wa-
terloo, Niagara Falls and Cambridge
are part of a research team that hopes
to develop an asset management
system that can be used to set fi-
nancially sustainable water rates

over the long term and more sustain-
able capital works programs. The
same system will be able to be used to
determine the long-term impact of
policies implemented by senior lev-
els of government or regulators.

Early results from that research
demonstrates that it costs more in
the long run to defer or ignore work
that is needed than it does to replace
and repair old lines. Knight says
research also shows that it is cheaper
for municipalities to borrow money
and have the work done earlier than
it is to defer the work and pay as you
go. The interest payments are in-
significant compared to the addition-
al maintenance costs and lower per-
formance, he says.

Water rates need to go up by about
seven to eight per cent every year for
at least the next 10 years to ensure
that municipalities can pay for the
required work, Knight says.

PHILIP WALKER, RECORD STAFF

Employees of Ward & Burke Construction work in uptown Waterloo where a boring machine is being used to put in a new main sewer line under the street.

‰ Trenchless continued from page 55
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The growth strategy for Water-
loo-based eSolutions Group is
simple — if there’s a need in

the market, fill it, and if the customer
needs a new service, provide it. For-
get about thinking outside the box.
At eSolutions — where employees
handle, manage, examine, interpret,
apply and then re-examine client
data — they don’t even have a box.

“We ask our clients, ‘What is your
problem and how can we solve it?”
says eSolutions president Karen
Mayfield. “Service is our No. 1prod-
uct. We’ll meet with our clients to
determine what they need, then we’ll
work out a strategy within their
existing system.

“We don’t come in and impose a
system,” she says. “We’re really good
at integrating systems.”

The evolution of eSolutions seems
to have been, for the most part, one
thing leading to another. Its parent
company, Conestoga-Rovers & Asso-
ciates, established itself locally, then
nationally, as a troubleshooting envi-
ronmental engineering firm. As its
engineers acquired the data needed
to solve whatever problem was on the
table it only made sense to package
and interpret that data for custom-
ers.

Mayfield, who had studied archi-
tectural technology, was brought in
to help with the process 21years ago.
One early assignment involved ex-
plaining the damage that had been
done and the necessary solution after
a toxic chemical leak began affecting

residents of the Love Canal neigh-
bourhood in Niagara Falls, N.Y. New
technology allowed her to examine
the computer models of the area, map
out the underground trouble spots
and upload that information to a
website so the general public could
understand what was going on.

“We were picking up data in the
field everywhere we went. We had
data on everything,” Mayfield says.
“It only made sense to put it out there
so people could understand the prob-
lem.”

Conestoga-Rovers spun off eSolu-
tions as a separate company in 2005
and Mayfield was tapped on the
shoulder and asked to run it. She was
the first woman and first non-engi-
neer to ascend to the Waterloo com-
pany’s partnership level. “When I
was asked to be a partner I was
tasked with making a business out of
what we were already doing,” she
says. “We saw an opportunity and we
grabbed it.

“Every organization has silos of
data. We just help them pull it all
together,” says Mayfield.

There was no point stopping at the
simple management of data. That
information could be channeled into
marketing and creative services and
it was obvious who the potential
customers for these services would
be. “We looked at the municipal-
ities,” says Mayfield. “They need all
the things we do, and that became the
market we went after.”

It’s all worked our rather well.
Municipalities account for 65 per
cent of eSolutions’ business — it

works with about 80 municipalities,
both large and small. Then there is
the 19 business and professional
associations that count on eSolutions
for one service or another, and the 50
for-profit businesses, as well as 12
technology companies, 11economic
development organizations, 22
schools, school boards and universi-
ties, five public and private energy
firms, 11health organizations, 29
non-profit corporations, 13 provin-
cial and federal government agen-
cies, and 11tourism businesses and
boards. 

The company, which also is start-
ing do more work for the insurance
industry, offers wide-ranging servic-
es. 

They include custom applications
development, information technolo-
gy consulting, creative services (in-
cluding website design and video
production), geographic information
systems services, learning and train-
ing services, and data management
and networking.

Mayfield says most of the compa-
ny’s business comes from referrals
and word-of-mouth endorsements.

One secret to the firm’s success is
communication with the clients, says
Saj Jamal, who joined eSolutions
three years ago as managing director
of marketing and creative services.
Since starting with eSolutions, he’s
negotiated tourism strategies with
First Nations bands in the Yukon, set
the course for a tourism promotion
for Prince Edward Island, and helped
develop a strategy to entice scientists
into the chemistry department at

Memorial University of Newfound-
land.

“Don’t guess. Understand the
customer first, and then come up
with a marketing plan,” he says. “It’s
not just about asking a lot of people a
lot of questions, it’s about asking the
right people the right questions.” 

Another eSolutions ace is the
2,000-square-foot data centre it oper-
ates in Waterloo. It is a $5.5-million
investment in computerized infra-
structure that allows the company to
store data belonging to its smaller
clients and back it up for bigger ones.

Employee retention is a priority
for eSolutions, says Mayfield. “Con-
estoga-Rovers has always believed in
its people.” 

The company was launched with
10 staff members, and now has 55,
most of them in the company’s Water-
loo offices. Mayfield says that in five
years as many as 100 people could be
working at eSolutions, including
those at the company’s just-opened
office in Toronto, which specializes
in mobile applications. “Our future
is very bright,” she says. “We’ve just
had our best year ever.”

Just how good, in terms of sales
and profit, Mayfield won’t say. But
after standing tall through the 2008
economic collapse, “we’ve grown 30
to 50 per cent in revenue and profit
every year over the last three or four
years,” she says. “With risk there is
reward. I am cautious to do the right
thing, but I let good ideas guide us.
We can’t be afraid to fail, but we can’t
call anything a failure if it has been a
learning opportunity.”

RECORD STAFF

Karen Mayfield, president of eSolutions Group, says the company is coming off its best year so far.

eSolutions partners tech, creativity
Dave Pink, Special to The Record
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When you’ve got an idea for a
new business, crafting a
simple, intriguing name

can deliver the kind of recognition a
firm in its early stages can’t afford to
buy with slick marketing.

WillPwn4Food, CloudDiary and
Giving it Away Ltd. are three start-
ups that have attracted lots of atten-

tion by those puzzled at how busi-
nesses with seemingly fantastical
names could make money. But some-
times making money isn’t even the
goal.

Siddarth Jha is finishing his final
year of a computer science degree at
the University of Waterloo. He devel-
oped CloudDiary, a virtual online
journal service that anyone can use
for free.

It has about 500 regular users. He
rents no office space and has no pay-
roll. The service can be managed
from end to end on his personal lap-
top. He says he got the idea after los-
ing one too many paper journals
while travelling. 

“You misplace it, or something
happens, and then you have to start
afresh,” he says. 

“So I just wanted to take that and

put it in the cloud, because you could
never lose that.”

Jha was determined to develop a
web-based note-taking service that
was easy to use and “cozy.” Many
other cloud-based word processing
systems “feel like some kind of a
machine and not like a diary or jour-
nal,” he says. 

PHILIP WALKER, RECORD STAFF

Ivan Lukianchuk is the founder of WIllPwn4Food, a website where gamers compete for cash in online matches.

Inventing quirky names gives
shoestring startups better profile
Chris Herhalt, Record staff

‰ Quirky continued on page 59
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“You have this text box, and then
you have buttons, and then you have
a button to create a new post. I got rid
of all of that.”

CloudDiary uses Amazon Web
Service to store people’s thoughts,
feelings and intimate details in “the
cloud.” 

The system is cheap to maintain.
Jha says he may develop a “premium
model” that would give users access
to expanded features or a mobile app
to generate revenue from the service.
But for now, CloudDiary merely
“scratches an itch” and he isn’t
looking to monetize it.

While the name Giving it Away
attracts interest, users may scratch
their heads over how its founders
plan to make a living from the busi-
ness. 

Odum Idika and a partner set up
the Giving it Away website in 2011. On
the site, he stars in YouTube videos
and offers viewers the opportunity to
win prizes provided by corporate
partners who donate products as a
way of marketing them to a dedicat-
ed, web-savvy demographic. 

Users increase their chance of
winning by tweeting about the con-
tests to their friends. 

“We promote brands, products
and services to a loyal community
through interactive, unique and

entertaining online giveaways,”
Idika says. 

The startup has held 200 give-
aways. A recent giveaway offered an
Amazon Kindle Fire e-reader, an
Xbox 360 or $200 cash.

Nearly 19,000 people regularly
visit the site to participate in give-
aways. While Odika says he’s open to
partnering with any business for a
giveaway, some things don’t appear
too appealing in a YouTube video. 

“I can tell people about your shin-
gles, that’s no problem, but they
might not be really too interested in
winning some shingles,” Odika says. 

Another startup has incorporated
a widely used piece of gamers’ ver-
nacular into its name, hoping to
attract those who “Pwn” others to
make use of its service. Pwn is slang
term in the gaming world that refers
to dominating or humiliating oppo-
nents.

WillPwn4Food, founded by Ivan
Lukianchuk in 2009, is a website
where gamers compete in online
matches and win credits that can be
converted into cash. 

In Dodgebots, the first game to be
launched on the site, players “buy in”
with credits purchased through
PayPal to participate in a match.
They control small robots who try to
avoid dodgeballs and bombs fired at
them by a human-controlled turret.
The last five players left standing at

the end win smaller and smaller
shares of the “pot” of credits. They
can be used to buy in-game upgrades
as well as customizable costumes. 

“Everybody’s got a friend of a
friend who’s played online poker and
made all of this money,” Lukianchuk
says. “As a gamer, you’re like, ‘I wish I
could be that kid in the dorm room
who just plays games and makes
money instead of going to class.’ ”

WillPwn4Food began testing the
game in September. “We’re basically

just trying to make sure the technolo-
gy is working and bug-free,” Lu-
kianchuk says. 

With funding from investors affili-
ated with Golden Triangle Angelnet
and Communitech’s Hyperdrive
program, Lukianchuk was able to
hire two employees to help with mar-
keting and game development. He
offered his first hire, Ted Southard, a
small stake in the company.

Lukianchuk says he hopes to
develop a variety of games to lure
more people to the site. “We’ve got to
do that fast before we run out of mon-
ey so we can raise the next round (of
investment),” he says.

Although some people might
consider the startup’s games to in-
volve a form of gambling, Lukian-
chuk says he’s built in safeguards
that will prevent users from spend-
ing more than a set amount of money
on his site in a day. “We make skill
games,” he says. “In Canada and
about 33 (U.S.) states, skill gaming is
legal.”

WillPwn4Food, CloudDiary and
Giving it Away may stand out be-
cause of their unusual names, but
success isn’t guaranteed for any of
them. 

At this stage in their development,
the founders can only hope users will
flock to their sites, looking to “Pwn,”
create a diary in the cloud, or put
their name in for the latest giveaway. 

‰ Quirky continued from page 58
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Structured Products
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It was a Sunday morning Peter
Mabson won’t soon forget. At 2
a.m. on Sunday, July 23, while

most people were tucked in bed,
Mabson and several of his fellow
space technicians were glued to their
computer screens at ExactEarth’s
headquarters in Cambridge.

Despite the early hour, Mabson
didn’t need coffee to keep him awake.
Adrenalin was coursing through his
veins. Commanding his attention
was a rocket launch from Kazakh-
stan carrying an ExactEarth satellite
equipped with the company’s most
advanced technology yet to monitor
ocean-going ships back on Earth.

Mabson, president of ExactEarth,
had been waiting for more than a
year for the launch of the EV-1satel-
lite, as it was called by the company.
The satellite itself had been ready for
some time. The problem was outside
the company’s control.

Carrying the ExactEarth payload

was a Russian-built Soyuz rocket.
Russia and Kazakhstan had been at
loggerheads ever since the Central
Asian country left the Soviet empire
in 1991. 

Mabson and his crew had been
ready to pop the champagne corks six
weeks earlier, but Kazakhstan sud-
denly decided it wanted more money
from Russia and the launch was
delayed yet again. “We’re hitchhik-
ers. We put these spacecraft on other
people’s rockets,” Mabson explains.
“You’ve got to find a ride that’s going
where you want to go. You don’t leave
until they do.”

The EV-1finally went up as
planned on July 23, giving Exact-
Earth five satellites in space to re-
ceive “automatic identification sys-
tem” signals that all large ocean-
going ships are required to transmit
to avoid collisions and mark their
locations for governments and ship-
ping companies.

The delay was one more obstacle
in a series of many that Mabson and

ExactEarth have had to overcome
since parent company Com Dev In-
ternational embarked on this voyage
about eight years ago. At the time,
Com Dev had been exploring strate-
gic new initiatives to bolster its core
technology of manufacturing compo-
nents for commercial and military
satellites. The Holy Grail was mak-
ing its own microsatellites and sell-
ing data from those satellites to cre-
ate a recurring-revenue stream,
something it lacked with the one-
time sale of satellite equipment.

While working with several Euro-

pean customers on improvements to
GPS technology, some of Com Dev’s
scientists made the “serendipitous”
discovery of a potential application
to decode signals sent from ships,
says Mabson. Many more months of
hard work followed before the compa-
ny was able to successfully test the
technology aboard a nanosatellite it
sent up in space in 2008.

In all, ExactEarth plans to have
eight satellites in space by the end of
2013. Two were leased to get the sys-
tem up and running more quickly.
They eventually will be dropped,
giving ExactEarth six of its own
spacecraft to deliver the service over
the long haul. Each satellite will
follow a polar orbit at a different
angle, circling the Earth every 90 to
100 minutes. With the Earth spinning
in a west-east direction, each satellite
can monitor more territory as it
passes overhead in a north-south
direction. 

ExactEarth makes waves from space
Chuck Howitt, Record staff

DAVID BEBEE, RECORD STAFF

Peter Mabson, president of ExactEarth, stands in a control room with a model of the satellite the company uses to monitor ocean-going ship traffic.

‰ ExactEarth continued on page 61
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That also allows ExactEarth to
have fewer ground stations because
northern stations can see the satel-
lites on every pass.

The company, housed in offices on
Struck Court, plans to have eight
ground stations in place by the end of
2013, including one at Com Dev head-
quarters on Sheldon Drive in Cam-
bridge. All of this wouldn’t have been
possible even 10 years ago, Mabson
says. 

Smaller, less expensive satellites
flying at lower orbits, improvements
in radio-frequency electronics, mi-
croprocessor speed and computer
memory have opened the door.

“We’ve got 10 gigabytes of memory
on this satellite,” he says of the EV-1. 

“A decade ago, you wouldn’t have
been able to do that. Ten gigabytes of
memory would have been enormous.
Now it’s on a couple of chips.”

Just picking up the weak signal
from ships was a tremendous chal-
lenge. The signal is transmitted
along the ocean surface instead of
into space and at very low power,
about 12 watts of energy, says Mab-
son. The satellite is expected to pick
this up from 700 kilometres up in
space. It’s like trying to detect a light
bulb in Cambridge from a receiver in
Montreal, he says.

Another huge hurdle was making
sense of the AIS signals sent out by
the 80,000 ships it currently tracks on

the high seas around the globe. From
700 kilometres up, each satellite can
monitor an area of about 5,000 kilo-
metres in diameter. In that region,
there could be 6,000 to 8,000 ships
sending out signals. It’s like if you
were sitting in the rafters of a giant
dining hall full of people, all talking
at the same time, and trying to make
sense of each conversation, Mabson
says.

ExactEarth cuts through all this
noise by sending its AIS data from
the ground stations to a central pro-
cessing centre in Toronto. There, it
can throw a thousand times more
processing power at the data than it
could in space. This enables it to strip
apart the signals with the help of
some “very sophisticated algo-
rithms,” Mabson says.

As if these technological hurdles
were not enough, ExactEarth faced
obstacles of a different sort. Com
Dev’s stock had been languishing in
the doldrums for years, and share-
holders were clamouring for a better
return on their investment. Mean-
while, another competitor was loom-
ing on the horizon. Orbcomm, a satel-
lite manufacturer based in New
Jersey, was planning to offer a satel-
lite-AIS system of its own, deploying
more spacecraft and ground stations
than ExactEarth. ExactEarth found
itself in a race against time to get its
venture up and running more quick-
ly.

While Orbcomm posed a signif-

icant threat, Mabson argues that
ExactEarth’s system is superior
because it can process AIS signals
more accurately on the ground that
OrbComm’s space-based system. In
any event, he believes it’s better for
two companies to operate in the
space. “It will be a two-horse mar-
ket,” he says. “A lot of our customers
are governments. If there was only a
single source that would worry
them.”

Mabson estimates that the global
market for AIS services is worth
about $100 million. If ExactEarth can
capture half of that market, another
$50 million in annual revenues will
flow into Com Dev’s coffers, boosting
sales by a hefty 25 per cent. Even
better, it will be recurring revenue.

To get the venture up and running
requires a big capital investment,
$100 million in total. Thirty-five mil-
lion in equity financing is coming
from Com Dev, $15 million from His-
desat, a Spanish partner in the ven-
ture, and the rest from debt-financ-
ing and cash flow, says Mabson.

Four years into the venture and
with 38 employees, ExactEarth is still
in the red. For the quarter ending
April 30, it lost $1million on revenues
of $2.5 million. 

But with more than 40 customers
around the world, 80 per cent of
whom are governments, and another
50 trials going on, Mabson says the
company is on target to be in the
black next year and hit the $50 mil-

lion target in five years. “It’s a strong
endorsement that customers around
the world see value,” he says.

Robert Young, a stock analyst with
Canaccord Genuity, says Com Dev
was initially criticized for moving
away from its core business into data
services with ExactEarth. 

But Com Dev has delivered the
service on budget and “de-risked”
the investment by bringing on His-
desat as a strategic partner, he says.
Moreover, the venture has enabled
Com Dev to gain experience building
microsatellites, “which expands its
capabilities up the value chain,”
Young says.

The company could have moved
more quickly to get the service up
and running, but once a satellite is in
orbit, it is difficult or impossible to
fix, he says. ExactEarth lowered the
cost and risk, and established a prov-
en track record by piggybacking on
other satellite launches, Young says.

The $100-million market for AIS
data is not a large one by space-in-
dustry standards, Young points out,
but other potential applications,
such as commodity-flow tracking,
could boost the revenue flow. For
example, a Com Dev manager recent-
ly used the service to track a contain-
er of his family’s possessions as it
was being shipped to Cambridge
from the United Kingdom. “I think
there could eventually be a consumer
market for this kind of data,” Young
says.

‰ ExactEarth continued from page 60
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Rising to
the challenge
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Contact one of PwC’s business advisors for more information about how we can help you meet
your business challenges.

Paul Hendricks

519 571 5736
paul.hendricks@ca.pw.com

Jennifer Psutka

519 570 5706
jennifer.psutka@ca.pwc.com

Jay McLean

519 570 5759
jay.j.mclean@ca.pwc.com

© 2012 PricewaterhouseCoopers LLP, an Ontario limited liability partnership. All rights reserved.
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A CONDOMINIUM RESIDENCE
AS SMART AS YOU ARE

• Exceptional Quality Suites, Lofts, Penthouses and Villas

• Over 20,000 sq. ft. of exclusive recreational amenities

• Waterloo’s most upscale new address

• Priced from the mid $200s to over $700,000

thecarriageclub.ca

Catherine Carroll is passionate
about preventing drinking
and driving.

The chief executive officer of
Sober Steering has made it her mis-
sion to prevent impaired driving
using a transdermal sensor the size
of a small, round bandage. The sen-
sor is installed in the vehicle’s
steering wheel. 

It detects pre-perspiration gases
and blood alcohol concentration
through interaction with the driver’s
hands on the steering wheel and, if
necessary, immobilizes the vehicle.
“Technology exists to solve the prob-
lem of drunk driving,” says Carroll.
“We just need to raise awareness.”

Sober Steering Sensors Inc. was
founded in Florida in 2008 by Dennis
Bellehumeur, who pioneered the
concept of the transdermal sensor.
Originally tasked with developing
the business plan and putting a tech-
nical team together to make Belleh-
umeur’s vision a reality, Carroll
moved to Waterloo Region in 2009 and
launched Sober Steering Sensors
Canada Inc. 

The move was made to take advan-
tage of the expertise available in
Waterloo Region. 

Sober Steering combats drunk driving

DAVID BEBEE, RECORD STAFF

Catherine Carroll, chief executive officer of Sober Steering, says the company’s sensor technology can be a key
weapon in the fight against drinking and driving.

Lisa MacColl, Special to The Record

‰ Sober continued on page 63
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3131 KING STREET EAST, KITCHENER 519 748-9668
THEOFFICIALWATERLOO-WELLINGTONCOUNTY LEXUSDEALER
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OBJECTS IN THE REARVIEWMIRROR
ARE EXACTLYWHERE THEY BELONG.

The All-New 2013GS series
Starting From: $57,030†

Taxes & licensing extra

3.5L 306 hp V6 engine • Six-speed automatic •
Available 12.3 inch high-resolution display •
Available Lexus Night View System •
Available F Sport package

†Complete Lexus Price is $57,030 for a new Lexus 2013GS 350AWDSfx ‘A’. ~Upgraded F sport package shown: $61,080. Complete Lexus Price includes freight and PDI ($1,995), EHF Tires ($29), EHF Filters ($1), A/C Tax ($100), and
OMVIC Fee ($5). Taxes, license, registration (if applicable) and insurance are extra.

GS F package shown

GS

“The Accelerator Centre was a
good fit for us and we have access to
researchers in automotive design,
pharmacology and computer engi-
neering, among others,” says Carroll,
a former New York investment bank-
er who became the company’s chief
executive officer earlier this year.
“Technology exists to end drinking
and driving. We need to raise that
awareness.”

Ontario invested almost $1.5 mil-
lion in the technology in 2009
through the Innovation Demonstra-
tion Fund. The company has also
benefitted from federal funding.
Sober Steering has a strong board of
directors, Carroll says and a “core
group of angel investors who have
been with us from the beginning and
are committed to our success.”

Sober Steering’s sensor is passive
and non-invasive. It requires no
change in driver behaviour and is
hard to detect once installed. The
company notes that having an alco-
hol interlock device on the family
vehicle punishes the entire family.
And if an employer has an alcohol
use policy and sees an interlock de-
vice in a sales rep’s car, concerns will
be raised regardless of whether the
employee has any convictions for
impaired driving. “Children are the
innocent victims when an interlock
device is installed because their
friends ask embarrassing ques-
tions,” says Carroll. “It won’t make

you a popular member of the car pool.
Our product is a fraction of the cost of
other alcohol interlock devices, it’s
less invasive and accomplishes the
same goal.”

Although Carroll’s goal is to have
blood alcohol detection devices be-
come as commonplace as airbags, the
company is rolling them out in phas-
es. A pilot project involving school
bus fleets is expected to begin by the
end of 2012. “A good driver can have a
bad day, and that bad decision puts
our children at risk,” she says.
“Starting with school buses made
sense.” 

Motor coaches, vehicles that
transport hazardous materials, off-
road construction vehicles and trans-
port trucks will be involved in phase
two of the rollout. Vehicles in fleets
usually are equipped with diagnostic
systems that monitor speed and
driving habits so adding a sensor to
detect alcohol impairment would be
straightforward. After the fleet mar-
ket, the focus will shift to young driv-
ers and drivers who have been con-
victed of impaired driving.

The number one killer of young
people under the age of 25 is drunk
driving and that number is not de-
clining, says Carroll. While ignition
disablers are effective, she prefers a
transmission disabler so the vehicle
could still run the heater or air condi-
tioner, and power the radio or cell-
phone. “We don’t want people to
drink and drive, but we don’t want to
strand them either,” she says. “We

can program our device to disable
either the ignition or the transmis-
sion. Push technology exists to send
a text message with GPS co-ordinates
if the device detects a failed test.
They can be comfortable while they
wait for a ride.” 

Sober Steering intends to partici-
pate in a review of automobile insur-
ance rates that the Financial Servic-
es Commission of Ontario will con-
duct in the fall of 2012. Carroll will
lobby for the introduction of a premi-
um discount when an alcohol in-
terlock device is installed in a vehi-
cle, something that would require
regulatory approval. She plans to
launch a social media campaign to
raise awareness about the issue.
“Parents who have young adults on
their auto insurance policies are not
always aware of the ramifications if
their child is caught drinking and
driving,” she says. “Having the sen-
sor installed on the car gives them
peace of mind, and our technology is
significantly cheaper than the
breathalyzer model and much less
intrusive. It just makes sense.”

Carroll says there currently are
about 280,000 ignition interlocks
installed in vehicles in the United
States. Each one costs about $1,500 a
year to operate, which translates into
a market worth about $400 million a
year. The costs per vehicle in Canada
are similar, she says.

She notes that impaired driving
laws are becoming tougher in an
effort to combat driving and driving.

In Ontario, a first conviction of im-
paired driving now requires the
installation of an interlock device
and the United States is following
suit with tougher penalties. Carroll
would like the sensor to be the device
of choice, something that would
require state regulatory approval.
“Once we get regulatory approval in
the U.S., we anticipate we will absorb
a large portion of the DUI (driving
under the influence) market,” she
says. “We have better technology and
a cheaper price. When you’re drink-
ing you are not in a position to deter-
mine your blood alcohol level. We
need to make use of existing technol-
ogy.”

Sober Steering is still in the build-
ing phase and currently has four
full-time employees, who are assisted
by 35 researchers and developers at
various universities. The company
also has its eye on other applications
and markets. Once it has finalized
the alcohol sensor, it plans to develop
technology to detect other substanc-
es, or medical conditions, including
diabetes and cancer. The sensor is
portable and could be installed in
handheld devices.

For now, Sober Steering is intent
on achieving its mission of stopping
drinking and driving. “No mother
should have to lose their son or
daughter to drunk driving, either
through death or because the child is
incarcerated for drinking and driv-
ing,” says Carroll. “We are selling
peace of mind.”

‰ Sober continued from page 62
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It’s inevitable that the delivery of
higher education is in for big, big
changes — and Saif Altimimi

figures he might as well lead the way.
And he’s in a hurry to get it done.

The vision is simple. The time has
come to take the post-secondary
classroom to a whole new electronic
level. Bricks-and-mortar lecture
halls are, or should be, a thing of the
past. The day of the cyber classroom
is at hand. “Students are already
bringing their devices to class,” says
Altimimi. “Students love technology.
It is a behaviour that already exists.
What we are doing is just a natural
extension of what is already in use.”

To begin with, Altimimi and part-
ner Gabriel Chan developed a plat-
form that allowed college and uni-
versity students to upload the course
notes they took and make them avail-
able, for a fee, on Notewagon.com.
The contributing students would
split the revenue with Altimimi’s
company, Scholar Panda Inc. The
quality of the course notes was rated
by the buyers, and priced according-
ly. “It just took off,” says Altimimi.

Chan was brought on board be-
cause “I needed somebody who knew
how to build product,” says Altimi-
mi. Chan, a graduate of the Universi-
ty of Waterloo’s systems and design
engineering program, had worked
with Altimimi the previous year at a
company called Think Panda. That
business had been dissolved, and
Chan was recruited, first as a consul-
tant and then as a partner in Scholar
Panda. Beginning as a pilot project at
UW, Wilfrid Laurier University and
the University of Guelph in 2011, and
funded with $5,000 out of the part-
ners’ pockets, Notewagon.com was
marketed on Twitter and other social
media and spread quickly through-
out North America. Once the tech-
nology and consumer interest had
been proven, local investors chipped
in $200,000. The website is currently
being used by close to 100,000 stu-
dents just about everywhere across
North America. Altimimi says a
survey of Notewagon.com subscrib-
ers showed an individual improve-
ment in grades of between five and
seven per cent.

Now, Scholar Panda is launching
an even bigger venture called Cour-
semodo. It’s being marketed to col-
lege and university instructors as a
means to interact with their students
without the necessity of regular
lectures and scheduled office hours.
Students would pay to become part of
the Coursemodo network in the same
way they now pay for books and
course materials. “It’s relevant to
any learning experience,” says Alti-
mimi. “We’re not creating content.
We’re just providing educators with
a better environment to engage and
interact with students.

“We think this is going to be game-
changer,” he says. “The lecture hall is
a very inefficient way of delivering
content. Coming to class should be

collaborative and social, not one-
sided and repetitive.”

While Notewagon.com contained
just one app, Coursemodo contains a
suite of apps that will allow instruc-
tors to quiz students, poll them and
even take attendance, in addition to
delivering course content in a vari-
ety of ways. “The strategy now is to
roll this out to as many educators as
possible,” he says. “We’ll be rolling
out a series of apps suited to the indi-
vidual course experience.”

Altimimi was expecting to have
8,000 paying customers on Coursemo-
do as the school year began, and as
many as 30,000 by January. “After
that, the sky’s the limit,” he says.
“Our biggest focus is building a great
product. That’s what separates us
from all the other noise that’s out
there. We are motivated to make a
real impact on the education system.
We want to build the Facebook of
education.”

Early response has been encour-
aging. After just a few weeks of avail-
ability, Altimimi believes that the
interest being shown in Coursemodo
will allow Scholar Panda to turn the
corner and become a profitable com-
pany as early as January. “That’s
when we’ll see where we’re going
with the company,” he says.

Investors also seem to like what
they see at Scholar Panda. The com-
pany has attracted generous support
from seven backers in Canada and in
Silicon Valley — due largely to fre-

quent visits to northern California
by Altimimi and Chan to court in-
vestment. And it was a winner on the
CBC TV show Dragons’ Den last
October, when all five dragons agreed
to put in their own money. “They
loved us. They were fighting over it,”
says Altimimi. But in the end, Schol-
ar Panda did not take any of the drag-
ons’ money. It came with too many
restrictions, Altimimi says.

From Altimimi’s perspective the
only impediment to his company’s
success is the tradition-bound nature
of colleges and universities. “We are
in a space that is resistant to change,
but education will change, drastical-
ly,” he says.

Rather than market to individual
colleges and universities, Scholar
Panda has opted to approach individ-
ual instructors, expecting they are
more receptive to innovation. Altimi-
mi says the firm’s competitors have
focused their marketing campaigns
on approaches to post-secondary
institutions with seemingly less
success. Ideally, he says, the Scholar
Panda platform will become the
standard acceptable model for these
changes.

“This type of company needs to
exist in an ecosystem of billion-dollar
ideas,” says Altimimi. Eventually, he
expects the company to either go
public or be acquired by a larger
player. He says several publishing
companies, the firms that publish
academic textbooks, are showing

interest. Eventually, the 21-year-old
Altimimi says he may go back to
school and finish his own education.
He was in his third year of an engi-
neering program at the University of
Guelph when he quit to focus on the
business.

For the first six months of its exis-
tence, Scholar Panda operated out of
the VeloCity Garage in the Tannery
building in downtown Kitchener. The
company has since moved into a
house near downtown Toronto — to
be closer to the homes of most of its
new staffers — but it remains affiliat-
ed with Communitech, Waterloo
Region’s technology association.

For now, Altimimi divides his
time between his home in Waterloo,
fundraising trips to the company’s
office in San Francisco, and the
house in downtown Toronto where
the company is currently based.
“Most of the staff is from Toronto. It
just made sense to be here,” he says.

Scholar Panda employs 13 people
— 10 full-time and three part-time —
most of them software engineers who
spend their days and nights writing
code. As well, business partner Ja-
mie Wang, who graduated a short
time go from the Western Universi-
ty’s Ontario’s Ivey School of Busi-
ness, sees to the company’s financial
concerns. “The social good and build-
ing a business can go hand in hand,”
says Altimimi. “You can build a great
product that helps people, and build a
business that’s profitable.”

Scholar Panda aims to empower educators

MATTHEW SHERWOOD, SPECIAL TO THE RECORD

Saif Altimimi (left) and Jamie Wang are the co-founders of Scholar Panda, a startup that has developed an interactive
learning platform for post-secondary education.

Dave Pink, Special to The Record
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The story of GrowpleMeet is a
story of a startup in its infancy.
It also is a story of false starts,

passion and two determined en-
trepreneurs — Kevin Kim and Fred-
dy Hidalgo-Monchez — whose youth
belies the depth of their experience.

Hidalgo-Monchez, 24, and Kim, 22,
met in the fall of 2011at the University
of Waterloo where they were stu-
dents, studying psychology and eco-
nomics, respectively. Both wanted to
build something new and had experi-
ence starting businesses. They hit if
off and in February 2012, they began
brainstorming ideas. Their initial
conversations were as much about
values and concepts as they were
about practicalities. They agreed
that they weren’t looking for a quick
sellout; they believed in a broad vi-
sion that would see people using
technology to connect in real life. 

Their initial product pitch — a
Facebook app that would allow users
to create real-life challenges for
themselves and their friends — met
with swift approval. They created a
prototype, and their new company,
Growple, earned a spot at VeloCity
Garage, a startup incubator in the
Tannery building in downtown
Kitchener that provides free space
and mentoring for students and
alumni of UW. 

Growple — the name comes from
the idea of ‘growing people’ together
with technology — moved into the
VeloCity Garage in April. In May, the
team was joined by another UW stu-
dent, Elton Shehdula, 19. No one was
earning a wage.

On a scorching hot day in July, the
three young men met to reflect on
their progress. They wore matching
T-shirts and radiated enthusiasm. 

“We’re crazy enough to believe we
could grow our company to some-
thing that’s big like Google if we keep
grinding and stick to it,” Kim said at
the time. “We want to make an im-
pact. We don’t want to just build a
cool product and finish.”

But their business structure re-
mained ad hoc. “We get criticized
about this,” said Hidalgo-Monchez.
“We’re trying to see what the core
team is going to look like before we
sign any documents. We feel like
premature organization would hurt
the way we work together.” 

As the conversation deepened, a
word came up over and over: sacri-
fice. It was clear that while their
approach was idealistic, neither
Kevin nor Freddy could be accused of
being naïve. Both drew on previous
experiences owning niche business-
es.

Kim started an e-commerce site in
first-year university, importing
clothing from his home country,
South Korea, and distributing it
across North America. He ran the
company for three years. “It was
getting really big,” he said. “I
couldn’t do school work. When my

revenues went up, my marks would
go down.” 

Hidalgo-Monchez launched his
first business, an events planning
company, at age 17 while he was still
in high school in Vancouver. “The
industry we were headed toward, I
didn’t think would fit my person-
ality,” he said, adding that “we’ve had
successful ventures, we’ve made
money. But it was a failure in the
sense that it wasn’t what we wanted
to be doing.” 

“Startup is all about passion,”
said Kim.

The meeting ended with smiles,
handshakes and an unanswerable
question. Where was Growple head-
ed? Lack of a formal business struc-
ture allowed the team to be flexible,
responsive, and creative; they partic-
ipated in 48-hour “hackathons,”
where developers get together to
build something new and raw. But
the price was high — instability.

Indeed, two months later, much
had changed.

Shehdula left the team. The com-
pany was no longer part of VeloCity
Garage’s program. Hidalgo-Monchez
was in Montreal working on a free-
lance project while Kim was in Wa-

terloo working part-time. Neither of
them was in school.

Growple transformed into Grow-
pleMeet, a side project that had been
on the back burner in July when the
focus was on Growple.

Despite the challenges ahead,
both Kim and Hidalgo-Monchez
exude optimism. “We’re always excit-
ed,” Kim said in an interview outside
a coffee shop in uptown Waterloo. 

Their new product is less abstract
than their first. GrowpleMeet will
provide interactive tablets to local
bars and restaurants, customized
with menus, information about spe-
cials, rating systems, and the poten-
tial for table-to-table interaction
through games and chat. 

“It’s still a fragile idea,” said Kim,
who is working on building a proto-
type using Research In Motion’s
Playbook. He added that his part-
nership with Hidalgo remains
strong. ““We’ve had a lot of ups and
downs. We want to grow Growple
together. Time is everything we’ve
got.”

Over the phone from Montreal,
Hidalgo-Monchez expressed excite-
ment about GrowpleMeet, and said
he looks forward to returning to

Waterloo. There is no doubt his part-
nership with Kim will continue.
“We’re continuing full on,” he said.
“Our skills complement each other.
Our visions align.”

In some ways, their backgrounds
align, too. Kim’s parents, who still
live in South Korea, gave him the
opportunity to come to Canada with
his aunt when he was only 11. They
believe in education and traditional
career choices. Hidalgo-Monchez’s
parents came to Canada separately
as refugees from El Salvador in the
1980s. They risked their lives for
more secure opportunities, and
while supportive of their son, they
have difficulty understanding why
he would choose an entrepreneurial
path fraught with risk rather than
get a job with a regular paycheque.

Neither young man comes from a
background that encourages en-
trepreneurship. But both are moti-
vated to succeed so that they can give
in return. “This might sound too
cheesy, but the thought of being able
to do something that affects other
people’s lives, then it’s worth it,” said
Hidalgo-Monchez. “Kevin agrees —
we want to give back to people in the
same situation as us.”

Duo grapples with startup challenges

MATHEW McCARTHY, RECORD STAFF

Kevin Kim (left), Elton Shehdula (centre) and Freddy Hidalgo-Monchez were excited about their startup called
Growple. Now Shehdula has left the team and Kim and Hidalgo-Monchez are working on a new venture called
GrowpleMeet.

Carrie Snyder, Special to The Record
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S ACCELERATOR CENTRE
Address: 295 Hagey Blvd., Waterloo, ON N2L 6R5

Phone: 519-342-2400 Fax: 519-513-2421

Contact: Tim Ellis

Email: tellis@acceleratorcentre.com

Website: www.acceleratorcentre.com

Waterloo Region's high tech success starts here. The Accelerator Centre (AC) is a
world-renowned, award-winning facility for technology start-ups offering services and
mentorship aimed at one goal: to accelerate the growth of successful new technology
companies. Now with two locations in the Waterloo Research & Technology Park and
in Kitchener’s Tannery building associated with the Communitech HUB, we have over
50,000 square feet of space dedicated to the unique needs of early stage companies.

• Tiers of business development programs for entrepreneurs geared to a company’s
maturity level and advisory needs

• Onsite management expertise, mentorship and education programs

• Fully equipped, turn-key office space in suites of varying sizes

• Full service amenities and administrative support

• Contemporary high tech environment built for creativity and collaboration

If you are a fledgling technology start-up or small business looking to move to the next
stage of maturity, have a product or service that will be ready for the market in 12-18
months’ time, and a management team in place with a business plan to make that
happen, you may be a candidate to become our next Accelerator Centre client. Apply
online at www.acceleratorcentre.com/apply/ pp yt

ACTIVA GROUP

Address: 735 Bridge St. W., Waterloo, ON N2V 2H1

Phone: 519-886-9400 Fax: 519-886-9406

Contact: James Boudreau

Email: jboudreau@activagroup.ca

Website: www.activagroup.ca

Developing Communities, Defining Lifestyles

Established in 1984, Activa is a leading land development company with nearly 30 years
of experience in pioneering and shaping the most definitive neighborhood, condominium
and commercial projects within the Region of Waterloo and select areas of Southern
Ontario.

The result is a practice of not only implementing innovative ideas based on physical
requirements — but also on how the selection and integration of key features will
ultimately impact each individual who will experience these spaces on a daily basis.

This is why Activa has spearheaded initiatives, such as stringent architectural standards,
the integration of community parks and walking trails, the preservation of greenspaces
and the establishment of a Common Element Condominium Corporation, in order to
ensure that Carriage Crossing truly embodies the lifestyle it promises.

For more information on Activa and its achievements, visit www.activagroup.cag p

ADVANCED BENEFITS CONSULTING
Address: 39 Durward Place, Unit 2, Waterloo, ON, N2L 4E5

Phone: : 519 576 5678 Toll Free 1 866 733 7771

Email: jimk@advancedbenefits.ca

Website: www.advancedbenefits.ca

Contact: Jim Kilgour

Understand. Collaborate. Guide.

Advanced Benefits commits both time and energy to fully UNDERSTAND the corporate
culture of our clients and prospective clients. We then COLLABORATE with both our
in-house experts, along with our strategic industry partners to identify issues and
opportunities relative to each client scenario. Once programs are in place, our ongoing
role is to GUIDE our clients forward to ensure they get where they want to go and
provide a resource to help navigate any curves the benefits environment might throw
their way.

We do all of this in harmony with our clients, and with regard to both the Human
Resource as well as the Finance perspectives the plans may impact. Our goal is to
deliver the maximum value from your benefits programs, through our ongoing process,
as opposed to focusing on a single event. We create benefit plan solutions that are
reflective of the needs and goals specific to your organization.

In short, we create leading strategies and customized tax efficient employee benefit
solutions that align the needs of the business – and the valued people in it.

Advanced Benefits is the proud advisor to the Accelerator Centre and their ‘Accelerated
Benefits Plan’ available to all Accelerator Centre client members.

ATS AUTOMATION

Address: 730 Fountain St. North, Cambridge, Ontario N3H 4R7

Phone: 519-653-6500

Email: info@atsautomation.com

Website: www.atsautomation.com

ATS Automation provides innovative, custom designed, built and installed manufacturing
solutions to many of the world's most successful companies. Founded in 1978, ATS
uses its industry-leading knowledge and global capabilities to serve the sophisticated
automation systems' needs of multinational customers in industries such as life sciences,
computer/electronics, energy, transportation and consumer products.

It also leverages its many years of experience and skills to fulfill the specialized
automation product manufacturing requirements of customers. Through its Ontario solar
business, ATS participates in the solar energy industry. ATS employs approximately
2,400 people at 20 manufacturing facilities in Canada, the United States, Europe,
Southeast Asia and China. The Company's shares are traded on the Toronto Stock
Exchange under the symbol ATA.

For more information, visit our websites at www.atsautomation.com

BERESKIN & PARR

Address: 101 Frederick St., Suite 1004, Kitchener, ON N2H 6R2

Phone: 519-783-3210 Toll Free: 1-888-364-7311 Fax: 519-783-3211

Email: info@bereskinparr.com

Website: www.bereskinparr.com

Contacts: Tim Sinnott and Jason Hynes

Founded in 1965, Bereskin & Parr LLP is a leading Canadian intellectual property (IP) law
firm serving clients in over 100 countries worldwide. With more than 260 people, including
more than 70 lawyers, patent and trade mark agents, Bereskin & Parr and its award-
winning professionals are consistently rated in Canada as the benchmark for IP law.

Bereskin & Parr has offices in Toronto, Montréal, Mississauga, and the Waterloo Region.
The firm has dedicated practice groups such as Biotechnology & Pharmaceutical,
Electronics & Computer Technology, Mechanical/Industrial, Chemical, Automotive,
Clean Tech, Trademarks, Litigation, Licensing & Transactions, Regulatory, Advertising &
Marketing, and New Media/Copyright.

The Waterloo Region office provides a full range of IP services with a focus on patents
and IP management for technology companies. In addition to our core patent services,
we provide trade mark, copyright, confidential information advice and strategic
business counsel as it pertains to IP. Members of our litigation group meet with clients
in the Waterloo Region to help advise on enforcement and defense in IP matters. Our
experts on packaging, labeling and other regulatory compliance matters are also easily
accessible to our Waterloo Region clients.

The firm’s hallmarks of delivering the highest levels of excellence, integrity and professionalism
provide clients with customized solutions for the use, licensing, protection and enforcement
of patents, trade marks, copyright, industrial designs, trade secrets, and issues including
transactions, portfolio management, packaging requirements, and promotional and
advertising claims. With depth of experience and diverse technical backgrounds, Bereskin &
Parr offers focused, timely advice and practical, cost-effective results.

BORDEN LADNER GERVAIS LLP
Address: Waterloo City Centre,

100 Regina Street S., Suite 220, Waterloo, ON N2J 4P9

Phone: 519.747.6160 Fax: 519.579.2725

Email: nhenderson@blg.com

Website: www.blg.com

Contact: Neil Henderson

The Waterloo Region office of Borden Ladner Gervais LLP (BLG) offers a complete range
of day-to-day and transactional corporate, commercial and intellectual property legal
services to individuals and companies of all sizes. Our local lawyers and agents are
available to assist you with all of your legal services needs .

Borden Ladner Gervais LLP (BLG), the largest full-service Canadian law firm, is driven to
help achieve the best possible results for all our clients. With more than 750 lawyers,
intellectual property agents and other legal professionals in six offices, BLG provides
corporate, litigation and intellectual property solutions to a wide range of clients
nationally and internationally. And as a bilingual English-French firm, BLG excels under
both the common and civil law systems in Canada.

Understanding your business and how legal changes affect you today and tomorrow is
BLG’s business. Like you, BLG believes that nothing less than achieving results through
excellence will do. This commitment to service has resulted in the frequent recognition
of many of BLG’s legal professionals at home and abroad. The Firm is also featured
consistently in various national and international legal publications, including Best
Lawyers in Canada, Chambers Global – The World’s Leading Lawyers for Business, and
The Lexpert/American Lawyer Guide to the Leading 500 Lawyers in Canada.

For more information, visit www.blg.comg
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BLUE COAT

Address: 209 Frobisher Dr. Waterloo, ON N2V 2G4

Phone: (519) 884-6173

Website: www.bluecoat.com

Blue Coat Systems is a leading provider of web security and WAN optimization solutions
that provide the visibility, acceleration and security required to optimize and secure the
flow of information to any user, on any network, anywhere. This application intelligence
enables enterprises to tightly align network investments with business requirements,
speed decision making and secure business applications for long-term competitive
advantage. Blue Coat also offers service provider solutions for managed security and
WAN optimization, as well as carrier-grade caching solutions to save on bandwidth
and enhance the end-user web experience. For additional information, please visit
bluecoat.com

Blue Coat has an aggressive strategy and solution roadmap to advance the integration of
web security, WAN optimization and cloud services, and is trusted by more than 15,000
customers worldwide, including 86% of the Global FORTUNE® 500.

CHRISTIE DIGITAL SYSTEMS CANADA INC.
Address: 809 Wellington Street North, Kitchener, ON N2G 4Y7

Phone: 519-744-8005 Fax: 519-749-3136

Website: www.christiedigital.com

With more than 1000 employees worldwide, Christie is North America’s only
manufacturer and provider of a variety of visual solutions using sophisticated projection
technologies including LED, DLP® and LCD. Christie’s Canadian manufacturing
headquarters is ISO9001 and 14001 certified. Christie was the first manufacturer of
DLP Cinema projectors for commercial theatre use and today has more than 5,000
theatres equipped and showing digital movies to over three million audiences globally.
Additionally, Christie’s Mirage series projectors were the first purpose-built 3D projectors
and they continue to be the most installed 3D display technology around the world.
Christie holds over 40 AV industry firsts and over 27 industry awards including two
Oscars® for technical achievement from the Academy of Motion Pictures Arts &
Technology.

COMMUNITECH

Communitech: 295 Hagey Boulevard, Accelerator Building Suite 16, Waterloo
ON N2L 6R5

Communitech Hub: 151 Charles St. W., Suite 100, Kitchener ON N2G 1H6

General Phone: (519) 888-9944

Toll free: 1-855-390-TECH (8324) Fax: (519) 888-7007

Email: info@communitech.ca

Founded by a group of dedicated entrepreneurs in 1997, Communitech is the regional
hub for the commercialization of innovative technologies supporting and building a
Southwestern Ontario tech cluster of almost 1,000 companies that now generates more
than $30B in revenue. A member of the Ontario Network of Excellence, which is funded
by the Ontario government, Communitech supports tech companies at all stages of their
growth and development – from start-up companies, to rapidly growing SMEs, to large
global players – to create greater numbers of successful global businesses for Ontario
and for Canada.

CONESTOGA COLLEGE INSTITUTE OF TECHNOLOGY AND ADVANCED LEARNING
Address: 299 Doon Valley Drive, Kitchener, ON N2G 4M4

Phone: 519-748-5220 ext. 3656 TTY: 1-866-463-4484
(program and course information)

Email: askme@conestogac.on.ca

Website: www.conestogac.on.ca

Conestoga College Institute of Technology and Advanced Learning is Ontario’s fastest-
growing college, with a broad range of education and training opportunities through
degree, diploma, certificate, post-graduate and apprenticeship programs, as well as
corporate training programs and part-time studies designed to serve the needs of the
labour market.

Conestoga’s network of campuses and training centres across southern Ontario
provides pathways for students to continue their education in the areas of Engineering,
Information Technology, Trades and Apprenticeship, Business and Hospitality, Health
& Life Sciences and Community Services, Media and Design, Liberal Studies and the
Conestoga Language Institute.

As a leader in polytechnic education, Conestoga’s contribution to the community can
be seen through the accomplishments of our students, who apply their knowledge and
skills to help fuel the area economy and make Waterloo region prosper. Conestoga
is consistently ranked among the very best of Ontario’s colleges for the quality of its
programs and services, as well as student, graduate and employer satisfaction.

COREWORX

Address: 22 Frederick Street, Kitchener, ON N2H 6M6

Phone: 519-772-3181 1-866-763-8466

Email: info@coreworx.com

Website: www.coreworx.com

Contact: Mark Anderson

Coreworx provides tools to help asset owners and contractors involved in capital projects
around the globe reduce their project development costs, improve project transparency,
and lower their project risks by capturing, controlling, and managing project information,
costs and performance KPIs.

The Coreworx solution suite is a proven, web-based, enterprise software system that
enables contractors and owner-operators to automate best practices and improve
performance throughout the entire project lifecycle. Coreworx services customers with a
portfolio of projects valued at over $500 billion across more than 50 countries, on more
than 500 capital projects with nearly 70,000 users.

For more information, visit www.coreworx.com www.coreworx.com

COWAN INSURANCE GROUP

Address: 705 Fountain Street North, Cambridge, ON N1R 5T2 or
151 Charles Street West, Suite 100, The Tannery, Kitchener, ON N2G
1H6 (Mondays and Tuesdays)

Tel: (519) 804-2305

Email: techlife@communitech.ca

Cowan Insurance Group has partnered with Communitech to offer an exclusive benefits and
insurance program, TechLife Benefits and Insurance Program, to Communitech Members.

All Communitech Members have access to flexible, budget-friendly products and services
which address their unique insurance and risk management needs.

Contact the Cowan TechLife Benefits and Insurance Program team to discuss…

- Group Benefits
- Group RRSP
- Business Insurance
- Group Home and Auto
- Wealth Management

A TechLife team member is onsite at the Communitech HUB, Mondays and Tuesdays.

** With over 300 employees, operating out of nine locations in Ontario, Cowan
Insurance Group helps clients strategically manage their financial and insurance risks.
We do this by focusing on what our clients care about, whether it is a specific product or
an integrated solution to meet your needs. **

DESCARTES SYSTEM GROUP INC.
Address: 120 Randall Drive, Waterloo, on N2V 1C6

Phone: 519-746-8110 or toll-free 1-800-419-8495 Fax: 519-747-0082

Website: www.descartes.com

Descartes (TSX:DSG) (Nasdaq:DSGX) is a global leader in providing on-demand,
software-as-a-service solutions focused on improving the productivity, performance and
security of logistics-intensive businesses. Descartes' B2B network, the Global Logistics
Network, integrates more than 35,000 trading partners to our cloud-based Logistics
Technology Platform to unite their businesses in commerce. Customers use our modular,
software-as-a-service solutions to route, schedule, track and measure delivery resources;
plan, allocate and execute shipments; rate, audit and pay transportation invoices; file
customs and security documents for imports and exports; and complete numerous other
logistics processes by participating in the world's largest, collaborative multi-modal
logistics community. Our headquarters are in Waterloo, Ontario, Canada and we have
offices and partners around the world. Learn more at www.descartes.com

FOXNET

Address: 28 Erb Street East, Waterloo, ON N2J 1L6

Phone: 519-886-8895 Fax: 519-886-7456

Email: info@foxnetsolutions.com Website: www.foxnetsolutions.com

Serving Southwestern Ontario and the Greater Toronto Area, FoxNet is a premier provider
of IT solutions for mid to large-sized enterprises. Our firm offers smart, creative solutions
for datacenter infrastructure including server and storage consolidation, virtualization,
Business Continuity, file archiving and WAN optimization to solve your business
challenges and get you better results, faster.

FoxNet is proudly partnered with best in class manufacturers Hewlett Packard, Cisco
Systems, NetApp, VMware, CommVault, F5, Quantum, and Riverbed.

Be sure to follow us on Twitter @FoxNetWaterloo to stay up to date on events and
promotions.
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S GIFFEN LLP
Address: 50 Queen St. N., Suite 500, P.O. Box 2936, Kitchener, ON N2H 6M3

Phone: 519-578-4150

Email: dco@giffenlawyers.com

Website: www.giffenlawyers.com

Giffen LLP is an innovative, well-respected mid-sized law firm. Our clients range from
large corporations and financial institutions to small businesses and individuals.

Our lawyers currently represent and have acted for many software, hardware and other
technology businesses, from start-ups to mature companies. As a result, we have gained
an understanding of the unique opportunities and challenges technology companies face,
including short product development and commercialization cycles, proper clearance and
protection of intellectual property rights, global distribution and competition, obtaining
capital and human resources issues, to name but a few.

While Giffen LLP is one of the largest locally-based law firms in Waterloo Region, we
also draw on a broad network of counsel in other jurisdictions and areas of specialization
(including patent, copyright and trade-mark lawyers and securities law specialists) to
help our clients achieve their goals. Contact Don Olson to find out more.

GOWLINGS

Address: 50 Queen St. N., Suite 1020, P.O. Box 2248, Kitchener, ON N2H 6M2

Phone: 519-576-6910

Email: infocoat@gowlings.com

Website: www.gowlings.com

With a long history of advising technology companies and technology users in Canada’s
Technology Triangle, our Waterloo Region Technology Law Group is well-positioned
to provide sophisticated, practical and timely advice. Gowlings is one of Canada’s
largest business and technology law firms with over 700 professionals. Drawing on
the strengths of our corporate, commercial, intellectual property, securities, litigation
and government relations practice groups, we advise our technology clients on mergers
and acquisitions; debt and equity financing; licensing, distribution and strategic alliance
arrangements; intellectual property protection; taxation; employment; immigration;
leasing; commercial litigation; privacy and regulatory matters. Our clients range
from start-ups to established international companies and are involved in all types of
technology including software, advanced manufacturing, biotech, Internet, wireless,
semi-conductors and networking.

HEFFNER LEXUS

Address: 3131 King Street East, Kitchener, ON N2A 1B1

Phone: (519) 748-9668 Fax: (519) 895-9147

Web: www.heffner.ca

The Heffner automotive story began on September 1, 1960, when Mr. John Heffner Sr.
opened shop on a small lot on Breithaupt Street in Kitchener. After a few years, the business
moved to King Street East, across from Rockway Gardens, where it was located for 25 years.

Heffner Lexus is family owned and operated, which means the Heffner’s are directly
involved in day-to-day operations and know many of their customers on a first name
basis. Heffner Lexus is committed to the promise of something better and that’s exactly
why they’ve been satisfying customers for over 50 years.

In addition to the New Toyota and Used Vehicle showrooms, the dealership includes an
extensive Parts and Service Department, a state-of-the-art Body Shop, and a full-service
Auto Cleaning and Detailing Centre. As well, leasing can be handled on the premises.

Come visit Heffner Lexus today and see why at Heffner’s “You’re part of the family”.

JOMAR SOFTCORP INTERNATIONAL

Address: 1760 Bishop Street, Cambridge, ON N1T 1J5

Phone: 519-740-0510 Fax: 519-740-9812

Email: sales @jomarsoftcorp.com

Website: www.jomarsoftcorp.com

JOMAR SOFTCORP INTERNATIONAL in Cambridge, Ontario, directs JOMAR SOFTCORP
SERVICES in Cambridge and JOMAR SOFTCORP USA in Charlotte, NC to develop,
implement and support JOMAR’s ‘Next Generation’ ERP and Smart Grid Utility Systems
integrated with our Enterprise Mobility Software Solutions.

We continue to roll-out software solutions for diverse products and processes using our
advanced IT infrastructure, mobile apps that integrate SmartPhones/Tablets and the
Software Development ToolSet.

JOMAR provides innovative and proven business software since 1982 that is scalable for
small to mid-size companies and multi-national corporations.

Call John or Mark Blasman at 519-740-0510 and arrange your visit to our ‘Technology
Learning Centre’.

Note: please see our advertisement on page 34.

MARSLAND CENTRE

Address: 20 Erb Street West, Box 370, Waterloo, ON N2J 4A4

Phone: 519-886-2940 Fax: 519-886-5209

Contact: Brad Marsland, Vice President

Email: lbm@marsland.on.ca Website: www.marsland.on.ca

Marsland Centre Limited develops, owns, and manages a portfolio of commercial and
industrial real estate primarily located in Waterloo, Ontario. We are a high-value-added
space provider concentrating on custom turnkey office and light manufacturing space
for knowledge-based industries, all of which is professionally space-planned and built to
suit. We offer our clients in-house contracting and construction management services,
and a network of proven, cost-effective, and technically knowledgeable subtrades and
consultants.

More info on our properties and current availability is available on our website.

MILESTONE

Address: 101 King Street West, Cambridge, ON N3H 1B5
401 Richmond Street West, Toronto, ON

Phone: 1-800-609-0722

Email: stacy@milestoneintegrated.com

Website: www.milestoneintegrated.com

Contact: Stacy Barr, Partner, 519-653 2654

Milestone is a full-service, integrated marketing agency that has been building brands for
more than 20 years. Our teams are exceptionally knowledgeable in CPG, technology and
B2B marketing. We have grown to serve clients worldwide, primarily through referrals
and by delivering results.

Of course, it’s not really about us.

In a way, it’s not even about you. It’s about them.

You know, THEM. The people that buy your product or service. Those folks who are just
a little tired of being treated as if they were a demographic. Or a psychographic. Or just
a plain old graphic referenced in a PowerPoint somewhere.

This is about them.

This is about ideas that reach them.

It’s about delivering your brand in a consistent and powerful way across an integrated
marketing mix. Because that’s the way consumers interact with your brand. That’s how
they see it.

It’s how we see it too. It’s what we are passionate about. And, it’s how we bring your
brands to life and deliver outstanding results. If this sounds like the approach you’d like
to take, we’d love to chat with you. 1-800-609-0722.

MILLER THOMSON

Address: Accelerator Building 295 Hagey Blvd., Suite 300 Waterloo, ON N2L
6R5

Phone: 519-579-3660 Fax: 519-743-2540

Website: www.millerthomson.com

Miller Thomson LLP enjoys a reputation as one of Canada's most respected national
business law firms. Our consistent ability to provide practical, creative and cost-effective
advice, combined with an unyielding full-service commitment to our clients and a strong
dedication to our lawyers, staff and the communities in which we practice, gives us a
unique position in the Canadian legal industry. Miller Thomson’s Kitchener-Waterloo
office has deep roots in the regional landscape, having served this community for
over 150 years. Today, our over 40 lawyers serve clients in virtually all sectors of
the economy in all aspects of business law, including information and communication
technology, bio-technology, agribusiness, manufacturing, real estate, construction,
financial and health services, retail, insurance, hospitality and tourism.

PWC
Address: 95 King Street South, Suite 201, Waterloo, ON N2J 5A2

Phone: 519-570-5700 Fax: 519-570-5730

Contact: Paul Hendrikse, SWO Technology Practice Leader

Website: www.pwc.com/ca/technology

Taking innovation to the next level - Tech companies are defined by a fast paced
environment, innovative ideas and a rich research and development culture. PwC's
technology industry team understand this culture and has experience helping emerging
and established technology companies find the right solutions for their challenges.
Our team of technology specialists offer insights and targeted solutions, from start-up
financing and tax incentive programs to audit, tax, and business advisory services.
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PACKETWORKS

Address: 7-515 Dotzert Court Waterloo, ON

Phone: 519-579-4507

Website: www.packetworks.net

Since 1996, we have provided reliable, robust Internet to the Region’s best and brightest
companies. Specializing in difficult non-urban public sector organizations and business
connectivity, we provide high bandwidth at reasonable cost to level the playing field for
remote players.

Call to develop your cloud app in our Data Centre in downtown Kitchener.

PERIMETER DEVELOPMENT

Address: 119 King Street W, Suite 220, Kitchener, ON, N2G 1A7

Phone: (519) 745-3800

Email: cbeattie@perimeterdevelopment.com

Website: www.perimeterdevelopment.com

Contact: Craig Beattie

Perimeter specializes in adaptive re-use, infill, redevelopment and mixed-use projects in
growth markets across the GTA and Southwestern Ontario. The company’s vision includes
new development opportunities that play a vital role in community master planning and
development.

PHILLIPS LYTLE LLP
Address: The Communitech Hub, 151 Charles Street West, Suite 152,

The Tannery, Kitchener, ON N2G 1H6

Phone: 519-570-4800 Fax: 519-570-4858

Email: info@phillipslytle.com

Website: www.phillipslytle.com

Contact: Thomas E. Popek, tpopek@phillipslytle.com, 519-570-4800

Since Phillips Lytle was established in 1834, the firm remains a highly respected legal
advisor, welcoming trusts and responsibilities, and fulfilling them with skill and fidelity.
Our attorneys are passionate people who take a pragmatic approach to the law.

As a regional law firm, with offices across New York State, we are positioned at the
gateway to the U.S.-Canada corridor. For decades, we have helped Canadian businesses
expand into the U.S. With an office located in The Communitech Hub in Kitchener,
Ontario, we are more accessible than ever.

As a testament to Phillips Lytle high quality of work, we earned a total of 26 top
rankings in the U.S. News & World Report's Best Law Firms®ss 2011-2012 survey; 642
of our attorneys are named in the 2013 edition of The Best Lawyers in America®, the®

oldest and most respected peer-review publication in the nation; and 46 of our attorneys
were recognized by Super Lawyers magazine for being at the top of the legal professions
in New York State for 2012. We have also been included for four consecutive years in
Chambers USA: America's Leading Lawyers for Business for excellence in environmentals
law.

Phillips Lytle has a dedicated Canadian Team who works with Canadian companies to
enable them to position themselves in New York or anywhere within the United States,
or internationally.

We routinely assist Canadian companies with acquisitions, cross-border financing,
technology transfer and licensing, intellectual property, labour and employment,
distribution, franchising, securities law, employee benefits, tax, commercial litigation,
corporate, immigration, joint ventures and strategic alliances.

We have a diverse client base ranking from emerging hi-tech start-ups to manufacturers
and distributors to engineering consultants to international investors.

When the opportunity presents itself to expand your operations into the U.S., Phillips
Lytle has a proven track record in providing the legal services necessary to make your
transition a smooth one.

REGION OF WATERLOO INTERNATIONAL AIRPORT (YKF)
Address: 1-4881 Fountain St. N., Breslau, ON N0B 1M0

Phone: 519-648-2256 or toll free 1-866-648-2256

Email: ykfairport@regionofwaterloo.ca

Website: www.waterlooairport.ca

Contacts: Chris Wood, Airport General Manager

Skip the line-ups and travel hassle free! The Region of Waterloo International Airport
is easy to navigate with free Wi-Fi, complimentary baggage carts, licensed departure
lounge café, National, Avis and Hertz Car Rentals onsite. Fly American Airlines non-stop
twice daily to Chicago with connections to over 250 cities in 40 countries, WestJet
non-stop daily to Calgary or choose one of Bearskin Airlines multiple daily departures to

Ottawa. Weekly Sunwing flights to Punta Cana, Dominican Republic return December
26, 2012. Save up to four hours round trip and pay just $6 per day for onsite parking.

The Region of Waterloo International Airport is a full service modern facility which
supports commercial, corporate and general aviation and is classified as an Airport of
Entry by Canada Border Services. Looking to relocate? The airport has 30 acres of fully
serviced leased land available with secure airside access and excellent roadside visibility.
For more information, visit www.waterlooairport.cap

ST. JACOBS COUNTRY INN INC.
Address: 50 Benjamin Road East, Waterloo, ON N2V 2J9

Phone: 519-884-9295 Fax: 519-884-2532

Email: sjci@golden.net

Website: www.stjacobscountryinns.com

As a leading accommodations provider in Waterloo, we operate two hotels to pamper
you when you need to stay away from home.

• The courtyard by Marriott Waterloo, St. Jacobs, located on Benjamin Rd. in the St.
Jacobs Country market district is convenient to the universities and high-tech business
community. Features: meeting facilities, business amenities including high-speed
internet, local shuttle service, complimentary hot continental breakfast and licensed
lounge (evenings) & mini refrigerators and microwaves in all rooms.

• Destination Inn & Suites is located on King St. across from the Conestoga Mall with its
public transit terminal. It too is convenient to the universities and high tech business
community. The 50 room all suites addition features in addition to a pool, whirlpool
and fitness centre, flat screen TVs, mini fridges and microwaves in all rooms plus fixed
and wireless HSIA. Come be our guest.

TELEDYNE DALSA
Address: 605 McMurray Rd., Waterloo, ON N2V 2E9

Phone: 519-886-6000 Fax: 519-886-3972

Website: www.teledynedalsa.com

Teledyne DALSA is an international leader in high performance digital imaging and
semiconductors with approximately 1000 employees worldwide, headquartered in
Waterloo, Ontario, Canada. Established in 1980, the company designs, develops,
manufactures and markets digital imaging products and solutions, in addition to
providing specialized semiconductor products and fabrication services. For more
information, visit us at www.teledynedalsa.comy

UNITRON

Unitron Corporate Office

Address: 20 Beasley Drive, P.O. Box 9017, Kitchener, ON N2G 4X1

Phone: +1 519 895 0100 Toll Free: +1 877 492 6244
Fax: +1 519 895 0108

Email: info@unitron.com

Unitron is a global innovator of technologically advanced hearing instruments. We
care deeply about people with hearing loss and work closely with hearing healthcare
professionals to make advanced, purpose-driven solutions available to everyone.
Headquartered in the Waterloo Region, Canada, Unitron, a member of the Sonova
Group, meets the needs of our customers through 19 international offices and through
distributors in a further 45 countries.

For more information on career opportunities, please visit us at:
www.unitron.com/careers/
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S UNIVERSITY OF WATERLOO

Address: 200 University Avenue West, Waterloo, ON N2L 3G1

Telephone: 519-888-4567

Website: www.uwaterloo.ca

In the heart of Waterloo Region, at the forefront of innovation, the University of
Waterloo is home to world-changing research and inspired teaching. At the hub of a
growing network of global partnerships, Waterloo shapes the future by building bridges
with industry and society, and between disciplines, institutions and communities.

Consistently ranked Canada’s most innovative university, Waterloo is home to advanced
research and teaching in science and engineering, health, environment, arts and social
sciences. From quantum computing and nanotechnology to clinical psychology and
health sciences research, Waterloo brings ideas and brilliant minds together, inspiring
innovations with real impact today and in the future.

As home to the world's largest post-secondary co-operative education program, Waterloo
embraces its connections to the world and encourages enterprising partnerships in
learning, research, and commercialization. With 34,000 full- and part-time graduate
and undergraduate students studying at our campuses and education centres around the
world, Waterloo is shaping the future of the planet.

A culture of innovation, entrepreneurship and experience-based learning distinguish
Waterloo from other universities. A unique intellectual property policy attracts risk-taking
students and faculty, whose ideas are supported through several innovation-focused
initiatives. These include:

VeloCity Residence
www.velocity.uwaterloo.ca/residence/

The VeloCity student residence provides a unique opportunity for University of Waterloo
students to live in an innovative and entrepreneurial environment right on campus.
Students are given access to the latest technologies and the opportunity to learn from a
great network of mentors and entrepreneurs.

VeloCity Garage
www.velocity.uwaterloo.ca/garage/

The VeloCity Garage houses University of Waterloo students and alumni who need free
space and mentoring to kickstart their companies. These aspiring entrepreneurs join
other companies building successful startups to learn, collaborate and innovate.

Conrad Business, Entrepreneurship and Technology Centre, University of Waterloo
www.conrad.uwaterloo.ca

The Conrad Business, Entrepreneurship and Technology Centre at the University of
Waterloo explores new ways of commercializing ideas to help entrepreneurs foster
innovation, create new ventures and identify new markets. Offered by Conrad, the
Master of Business, Entrepreneurship and Technology (MBET), is a specialized business
degree that develops leaders who are able to commercialize ideas, discover and exploit
new market opportunities, and introduce innovation and disruptive technology within
existing organizations.

The University of Waterloo north campus is a magnet for start-up and established
companies, drawn to our research and technology park.

David Johnston Research + Technology Park, University of Waterloo
www.rtpark.uwaterloo.ca

Named after the fifth President of the University of Waterloo and the current Governor
General of Canada, the University of Waterloo's David Johnston Research + Technology
Park is a $214-million project that brings together the Government of Canada, the
Province of Ontario, the Region of Waterloo, the City of Waterloo, Communitech, and
Canada’s Technology Triangle in a unique partnership. Designed to accommodate 1.2
million square feet of office space on 120-acres (49 hectares), the R+T Park is an
innovation centre for Canada’s top technology talent. The park provides a powerfully
supportive base for radical, high impact research. The park is filled with companies
who seek commanding commercial advantage through technological leadership –
organizations with the vision and drive to shift the ground under their competitors. Gain
access to the newest technology and research options.

Proud and active member of AURP, AURP Canada, IASP, NBIA, and CABI

Stats: Broke ground in 2002, 2012 – 60+ companies, 3500 knowledge workers in nine
buildings occupying 860,000 square feet. The tenth project in the park is underway and
will focus on the convergence of global companies with graduate start-ups and co-op
students.

VOLKSWAGEN WATERLOO

Address: 550 Weber Street N, Waterloo, ON N2L 5C6

Phone: 519-884-7470

Contact: Dietrich Look

Web: www.vwwaterloo.com

Volkswagen Waterloo was founded in 1973 as Auto-Haus Waterloo and has been at
the same location since. After an ownership change in the mid nineties, the name
was changed to Volkswagen Waterloo to signal a new beginning. With a strong focus
on customer satisfaction in all departments, the company has grown substantially. As

a result, both the shop area and the showroom were expanded. Today Volkswagen
Waterloo is the leading VW retailer in the region. For the past nineteen years the
company has been led by Dietrich H. Look, a 52-year veteran within the Volkswagen
retail organization.

For the last five years Volkswagen Waterloo has been presented with the prestigious
Wolfsburg Crest Club award. This award is given annually by VW Canada to dealerships
who consistently deliver high Customer Experience ratings. The dealership must also
meet or exceed targets in New and Used car sales, Parts purchases and comply with
Volkswagen‘s Brand standards including certification, building and other operational
aspects.

Volkswagen Waterloo is a member of the Kitchener Waterloo Automobile Dealer
Association (KWADA), CADA, OADA, UCDA, and the German Canadian Business
Association.

VW Waterloo’s charitable involvement includes the KidsAbility, Grand River Hospital, Tree
of Hope Campaign, German Language Awards, Doctors without Borders and a number
of other local charities.

Please visit us for all your Volkswagen needs. We are looking forward to serving you.
Check out our website at www.vwwaterloo.com

WATERLOO HONDA

Address: 545 King Street North Waterloo, ON N2L5Z6

Phone: 519-746-4120 Fax: 519-746-7337

Website: www.waterloohonda.com

Contact: Lothar Quak

Welcome to Waterloo Honda, a business founded by husband/wife team, Robin and
Phyllis Lowe whose son, Greg Lowe has continued in their footsteps. Greg's parents
started it in 1972 in Kitchener and branched out to Waterloo in 1979 moving to its
present location at 545 King Street North across from Conestoga Mall in 1986. Since
that time, the Lowe family has increased the size of their service and parts department,
added an express service lane, and a onsite vehicle detailing service to name a few
changes.

We offer a full range of new and used vehicles. We boast an enthusiastic and competent
sales staff to help you every step of the way.

Our service and parts department takes pride in offering top quality service from our
team of factory trained staff. We have expanded our service and parts departments
to satisfy and exceed our customers growing needs. In the last few years we have
added two do-it-yourself carwash bays and an onsite tire storage service available to
our customers.

In the area of technologies we have added on our website an express service lane web
cam and a carwash web cam so you can see how busy those departments are to arrange
the best time for you to drop by. As well we offer free wireless internet for our customers
in our service lounge and vehicle showroom.

Even with the numerous upgrades and expansions of the last few years, we still offer a
family-like atmosphere for all your automobile needs.

Waterloo Honda is a proud member of Kitchener Waterloo Automobile Dealer Association
(KWADA), CADA, OADA, UCDA and Ontario Honda Dealers Association.

Please visit us for all your automotive needs. Check out our website at
www.waterloohonda.com
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WILDEBOER DELLELCE LLP
Address: 187 King Street South, Suite 205, Waterloo, ON N2J 1R1

Phone: 519-741-8708 Fax: 519-741-9576

Email: waterloo@wildlaw.ca

Website: www.wildlaw.ca

Contacts: Carolyn Musselman 519-741-9083 – cmusselman@wildlaw.ca
Amy Hastings 519-772-5616 – ahastings@wildlaw.ca
Eric Apps 519-741-6925 – eapps@wildlaw.ca

Founded in 1993 by five lawyers from one of Canada’s largest law firms, Wildeboer
Dellelce has grown into Canada’s largest standalone corporate finance transactional law
firm. Through our offices in Toronto and Waterloo, our firm has represented many of
Canada’s pre-eminent technology and new economy companies throughout all facets of
their growth including early stage financings, going public transactions and mergers &
acquisitions.

Our Waterloo office, while focussing on corporate commercial, corporate finance, leasing,
and banking law, has particular experience in working with many of the emerging
companies in the local technology industries. Through our involvement in Communitech
and our presence at the HUB, we assist companies with their general corporate and
commercial services, employment and consulting contracts, licensing and technology
agreements and commercial financing.

Wildeboer Dellelce was founded on an entrepreneurial platform and continues to be
innovative and creative in its business, finding flexible and effective ways to deal with
the needs of start-up and emerging companies in particular. Our firm is committed
to providing clients with accessible, responsive, client-focused and high quality legal
services at exceptional value, and strives to be the premier transactional law firm in
Canada for deal makers, and the “go to” partner for leaders driven to grow or transform
their businesses.

WHITNEY & COMPANY REALTY LIMITED

Address: 219 Labrador Dr., Suite 200, Waterloo, ON

Phone: 519-746-6300

Email: nick.boertien@whitneyre.com
darren.shaw@whitneyre.com

Website: www.shawboertien.com

Contact: Kelly Tousek

WILFRID LAURIER UNIVERSITY

Wilfrid Laurier University, School of Business & Economics

Address: 75 University Avenue West, Waterloo, ON N2L 3C5

Phone: 519-884-0710 ext. 2948

Email: sbenews@wlu.ca

Website: www.wlu.ca/sbe

Laurier’s School of Business & Economics (SBE) is one of Canada’s leading and largest
business schools. The SBE has demonstrated an exceptional ability to connect technology
with the world of business through creating innovative programs and developing
strategic partnerships.

With approximately 150 faculty and more than 5,500 students at the undergraduate
and graduate levels, the SBE offers breadth and depth in all key functional areas of
business. SBE students are among the best and the brightest in Canada and contribute
to the vibrancy of the Laurier community with their enthusiasm and leadership.

Home of the Schlegel Centre for Entrepreneurship, as well as chairs in Management
of Technology Enterprises, Enterprise Integration and Technology management, Supply
Chain Management and Insurance, in 2004, and again in 2009, the SBE was awarded
international AACSB accreditation; the highest standard of achievement for business
schools worldwide. The advancements that SBE makes each year ensure that Laurier
remains at the centre of business and economics education in Canada.

Wilfrid Laurier University, MBA Program

Address: 75 University Avenue West, Waterloo, ON N2L 3C5

Phone: 519-884-0710 ext. 6220 Fax: 519-884-6016

Email: mferraro@wlu.ca

Website: www.wlu.ca/mba

The Laurier MBA program has a long-standing reputation for excellence. At the forefront
of innovation, the Laurier MBA was the first in Canada to offer a fully integrated core,
the first to offer a combined CMA and MBA program, the first to offer an innovation
and entrepreneurship option, and the first to offer a part-time weekend program. Laurier
MBA graduates are sought after in the marketplace for their in-depth quantitative and
qualitative training and versatility, as demonstrated by their outstanding performance in
both case competitions and in accounting exams. Laurier graduates have the distinction
year after year of performing among the highest of achievers on their Chartered
Accountancy Qualifications (CA) and their Certified Management Accountant (CMA)

exams. Laurier's MBA/CFA® students have a current pass rate of 100% on Level One
CFA(R) exams and 86% on Level Two CFA® exams.

Designed to fit your lifestyle, the Laurier MBA is offered in multiple formats including:
a full-time (one year); MBA full-time with Co-op (20 months); MBA with CMA or CFA
option; and the NEW Innovation & Entrepreneurship MBA option. Classes are held at
both our Toronto and Waterloo campuses. Call for more information!

School of Business & Economics, PhD in Management

Website: www.wlu.ca/sbe/phd

Phone: 519.884.0710 ext 2745

The PhD program accepts only a select cohort of qualified students for five fields
of concentration: Accounting, Financial Economics, Marketing, Operations & Supply
Chain Management, and Organizational Behaviour & Human Resource Management.
The program is designed to develop students' skills in research with both theoretical
and practical understanding of the complex problems of business management.
Opportunities to partner with several prestigious research centres within the School
provides a unique learning environment.

School of Business & Economics, Master of Finance

Website: www.wlu.ca/sbe/phd

Phone: 519.884.0710 ext 2745

The Master of Finance degree (MFin) program is targeted at students who want
to pursue a career in Finance in positions that demand both extensive finance
knowledge as well as excellent quantitative research skills. The students will conduct
empirical research in equities, fixed incomes, derivative products, corporate finance
and portfolio management. Positions in finance that require this depth of analytical
skills are found in major investment banks, pension funds, insurance companies and
financial services consulting firms. The program provides students an opportunity to
prepare and write Chartered Financial Analyst (CFA) levels I and II exams. The CFA is a
globally recognized finance professional designation. The Master of Finance Program
is the first of its kind within a School of Business & Economics in Ontario.

School of Business & Economics, MSc in Management

Website: www.wlu.ca/sbe/phd

Phone: 519.884.0710 ext 2745

The MSc in Management program offers three fields of concentration: Executive
Masters in Technology Management (EMTM), Organizational Behaviour & Human
Resource Management, and Supply Chain Management. The EMTM program is an
11-month program designed to prepare executives to harness their ingenuity and drive
in order to reshape their organization in a rapidly changing and complex global business
environment. OB/HRM takes a strategic perspective on micro and macro processes in
management, included are courses in human resource management, organizational
behaviour and organizational theory. Supply Chain Management is a multi-disciplinary
program focusing on; SCM, operations management, management of innovation and
technology. Laurier is one of the first universities to offer SCM education at Bachelor,
Masters, and PhD levels with one of the largest group of professors in SCM in Canada.

XYLOTEK

Address: 3-600 Jamieson Parkway, Cambridge ON N3C 0A6

Phone: (519) 584-2089 Fax: (866) 318-5707

Email: info@xylotek.ca

Xylotek is a full-service, IT consulting firm based out of Cambridge in the technology
hotbed of Waterloo Region, Ontario. One of Canada’s fastest growing companies, it
was established in 2005, and has built a loyal and diverse customer base. Xylotek has
received significant recognition as a technology growth company. For two years running
(2008 and 2009), it made the PROFIT HOT 50 list, which is the definitive ranking of
Canada’s Emerging Growth Companies. In March of 2010, Xylotek was again honoured
by the Greater Kitchener Waterloo Chamber of Commerce as a nominee for Business of
the Year for firms with under 20 employees. In 2009 it won the award. In addition,
Xylotek was named the 1st place Canadian company, 3rd place overall for North
America, in the 2010 Best Tech Workplaces awards.

Xylotek has a focus on system and network administration, and handles everything from
designing and implementing specific projects to complete IT department outsourcing.
It takes a preventative mindset approach to all system and network administration
activities, and regards such issues as fault tolerance, redundancy, and security as key
considerations for any task involving network or systems design. The objective is to
ensure the reliability, recoverability, and integrity of a customer’s data, and also to
position customers so they can successfully deal with any possible system or component
failures and other recovery needs.
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You might call it a new kind of
model car.

The MapleSim software
tool from Waterloo-based Maplesoft is
helping automotive giants like Ford
and Toyota develop virtual proto-
types for new vehicles without hav-
ing to go through the costly process of
building the actual model itself. Paul
Goossens, Maplesoft’s vice-president
of applications engineering, says the
technology allows car companies and
other manufacturers the chance to
discover flaws in their design before
they start building. “Essentially what
we’ve come up with is a tool that re-
ally appeals to the whole process of
what’s called model-based design,
sometimes called virtual prototyp-
ing,” he says. “And the reason why
people are picking it up is because
certainly automotive companies, and
in fact any engineering company
now, can’t afford to build prototypes
or systems and find that that’s where
the failures are.”

CHLOE ELLINGSON, RECORD STAFF

Paul Goossens is Maplesoft’s vice-president of applications engineering.

Virtual prototyping puts 
Maplesoft in the driver’s seat

JONATHAN VINDEN, MULTIMATIC

This driving simulator at Multimatic in Markham, Ont., uses Maplesoft’s MapleSim software. The simulator makes it
possible to test drive vehicle prototypes on virtual road and track courses.

Neil McDonald, Special to The Record

‰ Maplesoft continued on page 74
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Kunal Gupta has the eyes of an
entrepreneur. While studying
software engineering at the

University of Waterloo from 2003 to
2008, the chief executive officer of
Toronto-based Polar Mobile quickly
spotted the emerging market for
mobile phone software.

During a study term in Hong
Kong, he saw people watching TV
shows on their cellphones when
North Americans were just begin-
ning to text. In the summer of 2007, he
teamed up with five classmates to
start Polar Mobile. Their timing was
fortuitous. At UW, the friends had
watched the meteoric rise of Re-
search In Motion, some of them while
working as co-op students for the
BlackBerry maker. A month before
they launched Polar Mobile, Apple
unveiled the iPhone. And only
months later, Google introduced the
Android platform. “We thought
there’s an opportunity here,” recalls
the 27-year-old Montreal native. “We
knew there must be a better way to

consume content on a smartphone.”
They came up with the SMART

platform, a technology that allows
content-rich applications — or apps
— to be used easily on mobile phones
and tablet computers, including
BlackBerrys, iPhones and iPads,
Android devices and Windows
phones. Polar Mobile’s technology
also helps clients get their apps to
market in as little as two weeks. Gup-
ta and his co-founders moved the
company to downtown Toronto, and
braced themselves for rapid growth.
Today, the company boasts 45 employ-
ees, 400 clients in 12 countries, and
key partnerships with technology
giants like RIM, Microsoft, Samsung
and Nokia. About 60 per cent of its
revenues are from outside Canada.

Ninety-five per cent of its clients
are media related, including iconic
magazines like Time, and some of the
world’s best known newspapers,
broadcasters and online portals.
“What differentiates these guys is
how disciplined they are and how
focused they are on the user experi-
ence,” says Sean Bell, manager, digi-

tal assets for the Canadian Football
League, which called on Polar Mobile
to develop the CFL Mobile app. “They
don’t try to be everything to every-
body, which in technology is easy to
do. They’re just a bunch of young,
smart, aggressive people who believe
mobile is the next frontier.”

Polar Mobile has produced about
1,200 apps in total. This past summer,
the number of articles served by its
apps surpassed two billion. “One of
the things we’ve learned,” says Gup-
ta, “is the importance of focus. With
focus, you can really make things
happen.” That focus now is on the
company’s newest product, Medi-
aEverywhere, which will allow pub-
lishers to deliver content across
every internet-connected screen. In
the future, Gupta predicts, those
screens may be on watches, washing
machines or toasters. To reach them
all, the product is based on HTML5,
the next-generation internet pro-
gramming language. “Content pro-
ducers are finding it very challeng-
ing to get their content across every
platform,” says Gupta. “Our solution

is intended to alleviate the pain
points they’re facing today. We’ve
designed a solution that we think will
change the way the industry works.”

Polar Mobile hopes to start by
helping media companies actually
make money from online content — a
perennial problem for most pub-
lishers since the dawn of the internet.
Along with the ability to optimize
content for every of screen — giving
readers a smooth and engaging expe-
rience — MediaEverywhere promis-
es to provide publishers with de-
tailed data about their readers that
could be used to attract advertisers.
To aid in the effort, last May Polar
Mobile unveiled Polar Premium, an
advertising service that can place
display, banner and rich-media ad-
vertising on mobile websites and
mobile apps across all major devices.
“We’ve introduced a lot of flexibility,”
Gupta notes, “to help our customers
make money.”

MediaEverywhere has already
won the confidence of investors. 

MATTHEW SHERWOOD, SPECIAL TO THE RECORD

Kunal Gupta, chief executive of Polar Mobile, says the company’s MediaEverywhere solution makes it easy for media companies to deliver content across
multiple platforms.

Polar Mobile keeps media moving
John Schofield, Special to The Record

‰ Polar continued on page 74
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The technology is a potential boon
for the beleaguered auto industry,
saving car manufacturers large
amounts of two of their most pre-
cious resources — time and money.
“If you just shave off one prototype
cycle in the automotive industry,
you’re saving millions,” Goossens
says. “A single prototype could (tradi-
tionally) be between six months and
a year to develop. We can put one of
these system models together in a
matter of a couple of weeks.”

Launched in 2008 and already in
its sixth version, MapleSim helps car
designers ensure the up to 50 sep-
arate computer systems found in
modern vehicles operate seamlessly
without negatively affecting the
overall performance of the proposed
vehicle. In addition, engineers can
“test drive” the cars in a virtual envi-
ronment, Goossens says.

“They can take this through a
virtual drive cycle, they can take it
around (German race track) Nur-
burgring or a city drive cycle, actu-
ally in simulation. And that then
gives the engineers a really good
handle on ‘do we have a good design
here,’ and it’s at that point when they
start to make the decision, ‘OK, let’s
build a prototype,’” he says.

Goossens says MapleSim is often
used in the design of a car’s power-
train system (which includes the
engine, transmission and drive shaft)
and is also used in the design of elec-

tric vehicles, given the complex
needs surrounding battery and ener-
gy efficiency in electric cars.

MapleSim is currently being used
by European company VI-grade,
which is working on developing a
virtual car. A powerful simulator
that sits on a motion platform devel-
oped by U.K. firm Ansible Motion and
Markham, Ont.-based Multimatic,
the proposed virtual vehicle would
make it possible to test drive proto-
types while generating quantitative
data for analysis. “Their goal is to be
able to put a test driver into one of
these things and the test driver would
not be able to tell the difference be-
tween the simulator and driving a
real vehicle,” says, Goossens, adding
that MapleSim was used to help de-
velop the controls of the system.

Now a subsidiary of Japanese firm
Cybernet Systems Co., Maplesoft was
founded 24 years ago as the result of
an advanced research project at the
University of Waterloo. The compa-
ny’s flagship software product has
traditionally been Maple, a powerful
mathematics tool that can manipu-
late complex equations into a solv-
able form instantly, saving engineers
and students hours or even days of
work.

Hugely successful in the academic
realm — Goossens estimates Maple is
now used at virtually every universi-
ty in North America that offers tech-
nical programs and in about 50 per
cent of similar learning institutions
around the world — MapleSim was

developed as a way to engage a
“much broader range of users” in the
engineering sector, he says. “Ma-
pleSim is essentially this tool that
allows the engineer to access the
power of Maple, in a way that’s more
intuitive and faster to learn than
trying to learn the Maple language to
do the things that they want to do.”

The product’s flexibility and ease-
of-use has been a powerful selling
feature. “This is one of the reasons
why people are really paying atten-
tion to us — not only can we do all the
simulation and the modelling, but
because we use equations to do this
the way that we formulate the model
is very, very efficient,” says Goos-
sens.

The product has been successful
beyond the auto industry, with appli-
cations in manufacturing, solar
power, aerospace (particularly in
drone design) and even outer space.
The Jet Propulsion Laboratory at
NASA — the key developers of the
Curiosity rover that recently landed
on Mars — have lately acquired a
“large number of licenses” for Ma-
pleSim, Goossens says.

The product can even be used in
the development of theme park rides.
For example, MapleSim might be
used to determine the size of the
motor required to drive a ride full of
people while also determining how
much acceleration will be put on
passengers’ bodies. “If you’re going
to have humans interacting with
very large machines running at very

high speeds, you better make sure
this thing isn’t going to kill some-
body,” Goossens says.

MapleSim also owes some of its
success to a movement emerging in
Europe via an organization called
Modelica, which has been defining a
structured language for engineering
simulation. Goossens says Maplesoft
decided to adopt the Modelica lan-
guage very early in the development
of MapleSim. “The language maps
beautifully to the way that we do
things in Maple so that wasn’t a big
paradigm shift for us to do this,” he
says.

Many engineers at car companies
are already on board with this “revo-
lutionary” process, Goossens says,
which bodes well for widespread
adoption of the product. “This is
actually pretty exciting. This is going
to create, I think, a fairly major move-
ment in the design process that will
be as — I’m trying to avoid clichés
here — but it will be as much a game
changer as the introduction of sim-
ulation software back in the ’80s. So
our goal is to really start promoting
Modelica as the language for doing
these kinds of things,” he says.

It may also mean a whole new
model for doing business at Maple-
soft. “Maple’s always going to be
there, but Maplesoft as a company
has gone from being an academic
computer algebra software company
to a major player in the engineering
software industry,” says Goossens.

‰ Maplesoft continued from page 72

A funding drive concluded last
January by Toronto-based Georgian
Capital Partners attracted $6 million,
including additional money from
previous angel investors such as
Jordan Banks, the managing director
of Facebook Canada, and Charlotte
Burke, a former executive with BCE
Inc. Polar Mobile is also using the
money to eventually expand its To-
ronto staff to about 80 and to open
offices in New York and London.
Banks says he is impressed by Gup-
ta’s leadership. 

“Kunal is a terrific leader and
mobile visionary and he has a track
record of building compelling prod-
ucts that delight both the enterprise
and the consumer.” 

Named in 2011as Ontario’s Emerg-
ing Entrepreneur of the year by glob-
al consulting firm Ernst & Young,
Gupta remembers vividly when he
got his first computer — 1993 — and
his first cellphone — 1997. Growing
up in Ottawa, he was steeped in an
entrepreneurial environment. His
father Mukesh, an accountant by
trade, ran his own retail businesses,
and today serves as director and head
of operations for Tata Consultancy
Services Canada Inc., part of the Tata
Group, one of India’s largest con-
glomerates. His mother Neerja
worked in the family businesses, and
his sister, Kanika, is the founder of

SoJo, an interactive, online resource
that helps young people turn their
ideas for social good into action. 

As a high school student in 2002,
Gupta attended Shad Valley, the
summer, science-and-technology
enrichment program offered at uni-
versity campuses across Canada. As
a student at UW, he established the
Impact Entrepreneurship Group, an
organization that promotes entrepre-
neurship and business leadership at
the post-secondary level. He still
serves as the group’s chair. 

As a budding entrepreneur at
Waterloo, Gupta says he found the
university’s co-op program espe-
cially valuable. Because of co-op, he
notes, the team of six classmates that
started Polar Mobile (five of whom
are still with the company) brought
to the table experience with about
two dozen high-profile firms, in-
cluding RIM, IBM, Google and Ama-
zon.com. 

Despite the company’s Waterloo
roots, Gupta says Toronto was a natu-
ral fit for Polar Mobile because it is
primarily a business-to-business
company, and Toronto is the coun-
try’s business capital. The city’s
vibrant nightlife and rich cultural
scene also appeal to the company’s
employees, who average about 27
years of age. 

Its location in a heritage building
on Front Street gives staff easy access
to downtown amenities. “We like to

go to Jays’ games and bars and res-
taurants,” he says. “The team hangs
out a lot outside of work.”

Creating a stimulating corporate
culture is critical to attracting and
retaining top talent, which is always
a challenge, notes Gupta. It’s par-
ticularly hard to find recruits who
combine strong software develop-
ment skills and a keen design sense.
To keep its developers engaged, Polar
Mobile schedules “hack days” every
six weeks, when the company’s engi-
neering team is given a full 24 hours
to do a project. They then demon-
strate what they’ve done to the entire
company.

Polar Mobile also organizes week-
ly town hall meetings for employees
and lunch and learn sessions featur-
ing outside speakers. Gupta and chief
technology officer Michael Russo are
personally involved in shaping Polar
Mobile’s corporate culture. “I think
every business leader should be,”
says Gupta. 

“A critical key to success is our
people — it’s the only thing. We need
to invest more and more in making
this a great place to work and setting
up our team members to succeed.”

Polar Mobile’s success is also
driven by the continuing growth of
the mobile technology market, which
Gupta says has largely shielded it
from the economic turbulence of
recent years. Estimates on the value
of the global mobile app market vary

wildly, from the $15 billion US report-
ed last year by research firm Gartner
Inc. to the $24 billion US published
earlier this year by Visiongain, a
London-based research firm.

Polar Mobile has worked hard to
expand its clientele globally, as wit-
nessed by Gupta’s 82 flights last year
to countries like India, China, Indo-
nesia and the United Kingdom. And
as an early developer of mobile apps,
the company is striving to stay ahead
of the curve technologically. “There’s
more change and transformation
still needed,” he says, “and we’re
trying to make that happen.”

Canada’s richest natural resource
is its technology talent, says Gupta.
He’s encouraged by the large number
of technology startups the country’s
entrepreneurs are launching today.
But he says he’s concerned by the
“acqui-hire” trend, in which large
tech companies — often based in the
U.S. — buy up smaller Canadian
firms mainly to acquire their talent,
not the companies themselves. 

To discourage that trend, he ar-
gues, Canadian tech companies
could use more support in making
the leap from 10 or 12 employees to 40
or 50. “We have to be careful around
not becoming farm teams for the big
boys in the U.S.,” he says. “We need a
healthy ecosystem of growing tech-
nology companies that see the world
as their market.” Clearly, Polar Mo-
bile already qualifies.

‰ Polar continued from page 73
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Career-Ready Graduates
Conestoga’s student-focused, project-based learning model helps students reach their full potential.
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