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Let’s Talk Tax
Navigating today’s complex tax system requires thought leadership and in-depth experience

to consistently deliver best-in-class results. This means having the local market insights,

customized strategies and national resources to take your business even further. Our tax team

has a long-standing commitment to Atlantic Canada – delivering the solutions that help our

communities and local business thrive.

To talk about a tax strategy that’s most effective for you, call Kirk Higgins, Regional

Managing Partner, Atlantic Canada at 902.493.5452 or email kirk.higgins@mnp.ca

(Back Row – Left to Right) Linda Menzies, Greg Mosher, Robert Dean, Jerry Inman, Stephanie Smith, Maura Timmons

(Front Row – Left to Right) Sean Stuart, Krysta Adamski, Earl MacLeod, Bill Vienneau, Giselle Linden
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door 
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Nova Scotia has a wonderful opportunity to turn our 
demographic disadvantage to an economic advantage.”
— Mark Fraser, Chairman of the Board, Halifax Chamber of Commerce
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FRANCHISES
AVAILABLE

www. pizzapizza.ca/franchising

franchisinginfo@pizzapizza.ca

1-800-263-5556

Pizza Pizza gives you the opportunity to succeed
in your own business with the security of an

established brand behind you.

EVENTS

CHAMBER EVENTS For a full and up to date list of our  
Chamber events, please visit  
www.halifaxchamber.com/events
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SPEAKER: Janet Knox,  
President & CEO,  

Nova Scotia Health Authority 
HOST SPONSOR:  

Medavie Blue Cross 
DATE: Friday, May 5 

TIME: 11:30 am – 1:30 pm
LOCATION: Halifax Marriott  

Harbourfront Hotel

PRESENTED BY:  
FMP Mortgages 

DATE: Wednesday, May 10
TIME: 5:30 – 7:30 pm

LOCATION: Suite 800,  
1701 Hollis Street, Halifax

PRESENTING SPONSOR:  

DATE: Thursday, May 11
TIME: 5 – 9:30 pm

LOCATION: World Trade & 
Convention Centre, Halifax

LET’S TALK EXPORTS 
BREAKFAST
HOST SPONSOR:  

Export Development  
Canada 

DATE: Wednesday, May 17
TIME: 7:30 – 9:30 am

LOCATION: Pier 21, Halifax

DATE: Wednesday, May 17
TIME: 12 – 1 pm

LOCATION: Halifax Chamber  
of Commerce 

Networking Trade Show 
DATE: Wednesday, May 17

TIME: 2 – 4 pm
LOCATION: Pier 21, Halifax

DATE: Friday, May 19
TIME: 12 – 1:30 pm

LOCATION: Halifax Chamber  
of Commerce 

NETWORKING  
AT NOON

FACILITATED BY: Level Chan,  
Partner, Stewart McKelvey

DATE: Thursday, May 25
TIME: 12 – 1:30 pm

LOCATION: Halifax Chamber  
of Commerce 

REGISTRATION OPEN!
DATE: Thursday, June 15 

LOCATION: Oakfield Golf Course 

THANK YOU TO OUR  
APRIL SPONSORS:



PRESIDENT’S MESSAGE

I’m placing you into the entrepreneur/ 
intrepreneur categories for a reason. 
Maybe you’re above the curve in terms 
of: creativity, systematizing, writing, 
problem solving, project management, 
leadership skills, sales and the list clearly 
goes on. Your dreams are the passions 
and goals that brought your business to 
life. You realize that being a member of 
the Chamber will help you achieve those 
goals, and so much more. We want you 
to reconnect with why you started, and 
imagine the possibilities.

You raise the bar for the rest of 
us. It is my belief that entrepreneurs 
think differently. You frame your world 

Welcome to our incoming Chair
 president@halifaxchamber.comMark Fraser will help us imagine the possibilities

PATRICK SULLIVAN  
PRESIDENT & CEO

It’s hard to believe that it’s the time 
of year to welcome a new chair to the 
Halifax Chamber of Commerce. Mark 
Fraser, Executive Vice-President of T4G 
has taken the helm of our board of direc-
tors with the support of Cynthia Dor-
rington of Vale & Associates following 
suit as Vice-Chair. For those of you who 
don’t know Mark, you’ll learn more about 
him in this issue.

Timing would have it that the 
change in the board and the seasons is 
signifying more change in your Chamber 
of Commerce. Change that will be led 
by Mark and myself. What I’ve learned 
about Mark is that he is a catalyst for 
innovation. He’s an intrapreneur. I’ll 
remind you that our membership is made 
of up 83 per cent small businesses. That 
means most of the people we’re talking to 
every day are entrepreneurs, — or hope-
fully, intrapreneurs — like Mark.

Mark’s innovative thinking will 
be incredibly helpful over the upcom-
ing year as we start thinking about the 
Chamber’s next strategic plan. While 
we’ve dedicated our time and resources 
to our current strategy, it’s also important 
to look at what’s to come and what will 
be important to Halifax over the next five 
years. Imagine what you want Halifax to 
look like in 2023 and we’ll build a strate-
gic plan to get there. We’ll be looking at 
what our members need, what priorities 
we need to set to serve those needs and 
how we can best allocate our resources 
to succeed. You’ll be hearing from us 
when the time comes. We need input for 
the entrepreneurs, intrapreneurs and the 
business community because without 
you, we would cease to exist.

differently. You’ve faced your challenges, 
but from what I’ve seen, most of you are 
looking at your situations with optimism 
and purpose. Otherwise you wouldn’t 
be doing it. And the Chamber is in your 
corner, helping you make it a reality.

I hope that our members can learn 
from people like Mark and catch on to 
this entrepreneurial mindset that he so 
clearly demonstrates. As for the Cham-
ber, if you start to think of us as an exten-
sion of your team, you have more people 
you can count on to help your business 
run smoothly. We will help make your 
business thrive.

Just imagine what’s next.

We’ll be looking at what our members need, what 
priorities we need to set to serve those needs and how  
we can best allocate our resources to succeed.”

B U S I N E S S  V O I C E 5
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CHAIN-YARD CIDER
Mike Lim
2606 Agricola Street, Halifax, NS
902-407-2244
mike@chainyardcider.com
www.chainyardcider.com
RESTAURANTS, FOOD & BEVERAGE – 
Brewery 

CLEAN FOUNDATION
Clean Foundation provides the knowl-
edge, tools and inspiration needed 
to encourage the individual actions 
that add up to positive environmental 
change. Founded in 1988, we are a non-
profit organization that works for a clean 
climate and clean water — and to help 
reach these green goals, we foster and 
support clean leaders.
Scott Skinner
126 Portland Street, Dartmouth, NS
902-420-3474
sskinner@clean.ns.ca
www.clean.ns.ca
ENERGY & ENVIRONMENT – 
Environmental Services

COLLIERS INTERNATIONAL  
(NOVA SCOTIA) INC.
Colliers International (Nova Scotia) 
Inc. has been providing commercial 
real estate solutions to clients for more 
than 25 years. Our professionals are 
experts in office, retail, industrial and 
multi-family properties, investment, 
research and hotels. Our dynamic team 
approaches each project with a high level 
of local market knowledge and creative 
solutions. 
Adam Tenwolde
202 Brownlow Avenue, D103
Dartmouth, NS
902-482-2620
adam.tenwolde@colliers.com
www.colliers.com
REAL ESTATE/CONSTRUCTION –  
Property Management

NEWSMAKERS

NEW & NOTED
We welcome our new Chamber members

ANNA CARTER INCORPORATED
Anna Carter Incorporated works with 
small to mid-sized companies to pro-
vide accounting solutions that fit their 
business needs. This could be either an 
ongoing part-time assignment for which 
a full-time resource is not required, a 
temporary assignment for a project or 
to fill a short-term absence.
Anna Carter
Lawrencetown, NS 
902-452-4487
anna.carter@annacarterinc.ca
FINANCE & INSURANCE – Accounting

ATLANTIC YOUTH CONSULTING INC.
Andrew Middleton
5288 St. Margarets Bay Road, Unit 204
Upper Tantallon, NS
902-820-1234
middleton@atlanticyouth.ca
www.atlanticyouth.ca
HEALTH CARE – Counselling 

BLUE COW CREATIVE
Blue Cow Creative is Nova Scotia’s only 
Infusionsoft Certified Partner company. 
Founded by entrepreneur Shaun 
Whynacht in 2009, Blue Cow Creative 
works with small businesses to imple-
ment real, results driven digital market-
ing systems and strategies that grow 
sales, get companies organized and save 
them time.
Shaun Whynacht
3066 Lovett Road, Coldbrook, NS
902-300-3030
shaun@bluecowcreative.ca
www.bluecowcreative.ca
ADVERTISING, PR & MEDIA –  
Marketing Consulting 

BREAKTHROUGH  
BUSINESS CONSULTING
Could your business benefit from an 
experienced Marketing Director part-
time? Growth hinges on your ability to 
identify and satisfy customer needs. 
Whether it’s one or two days per week 
or project based, I offer unique perspec-
tives that focus on your success. I do 
everything: strategic marketing, brand 
management and project completion. 
Let’s discuss.
Dwayne Boudreau
Valley, NS 
902-476-9876
boudreaudwayne@gmail.com
BUSINESS & PROF. SERVICES –  
Business Consulting

MARKET PLACE
To place an ad call:  
426-2811  ext. 1163
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COMVEST COMMERCIAL REAL ESTATE
ComVest Commercial's vision is to 
become the commercial real estate 
broker of choice in Atlantic Canada.  
We have the scale and the scope of 
services to handle all your commercial 
real estate needs and we will focus on 
your real estate needs so you can focus 
on your business.
David Larkin
Halifax, NS
902-406-7352
dlarkin@comvest.ca
www.comVest.ca
REAL ESTATE/CONSTRUCTION –  
Real Estate Commercial

COPIA PROFESSIONAL  
SERVICES LIMITED
“People are the competitive edge.” 
Copia’s human resources professionals 
are passionate about helping businesses 
acquire and develop top performing 
teams. Copia provides human capital 
solutions to address all stages of your 
business cycle including: talent acquisi-
tion, workplace preparedness programs, 
performance management, human 
resources policies, organizational devel-
opment, training, occupational health 
and safety.
Anna Marie Hubbard
99 Wyse Road, Suite 1100
Dartmouth, NS
902-880-2242
anna@copiaprofessionals.com
www.copiaprofessionals.com
HR, EMPLOYMENT & STAFFING –  
Human Resources

FORMA DESIGNERS INC.
Alberto Berardinelli
Halifax, NS 
902-477-7706
alberto@formadesigners.com
www.formadesigners.com
HOME & GARDEN –  
Interior Designers

NEWSMAKERS

HALIFAX LIFE REAL ESTATE GROUP
Cecil and Cheryl lead Halifax Life Real 
Estate Group under the Brokerage of 
Keller Williams Select Realty. Cecil is a 
member of the Associate Leadership 
Committee for Keller Williams and has 
40 years of experience. Cheryl Jenkins 
is a Fellow of the Real Estate Institute 
of Canada with more than 25 years of 
entrepreneurial experience. 
Cheryl Jenkins
Bedford, NS
902-442-7622
Cheryl@Halifax-Life.ca
www.HalifaxHouseFinders.ca
REAL ESTATE/CONSTRUCTION –  
Real Estate Residential

HARBOUR CITY IMAGERY
Harbour City Imagery provides your 
business with a customized collection 
of images to truly represent your 
people, your work environment, and 
your culture. Specializing in interiors, 
architecture and work style photography, 
Ros works at your location to build 
a cohesive visual library for all your 
marketing and advertising needs. 
Ros Rheaume
Halifax, NS 
902-329-7736
ros@harbourcityimagery.ca
www.harbourcityimagery.ca
PERSONAL CARE & SERVICES – 
Photography

HOLIDAY INN EXPRESS & SUITES 
HALIFAX / BEDFORD
Start your day with our complimentary 
Express Start Buffet Breakfast. Enjoy free 
parking and Internet with USB charge 
stations in every room, along with Keurig 
Coffee Brewer, microwave and mini-
fridge. Ideal for your next meeting with 
more than 3,000 sq. ft. of meeting space. 
Charge up at our electric charge station.
Alison Jordan
980 Parkland Drive, Halifax, NS
902-444-6700
sales@hiexhalifax.com
www.hiexpress.com/halifaxbedford
TRAVEL & TOURISM – Accommodations 
(General)

HOUSEMASTER HOME INSPECTION
Doug Wheatley
Dartmouth, NS 
902-406-4663
doug.wheatley@housemaster.com
www.housemaster.com/halifax
REAL ESTATE/CONSTRUCTION – 
Inspection Services

IFS FINANCIAL SERVICES INC.
Since 1977, we have been one of Canada’s 
largest premium financing organization. 
As the only 100 per cent Canadian-
owned company providing premium 
financing across Canada, we take 
pride in our superior customer service 
and long-standing relationships with 
Canada’s insurance brokers. This is why 
we feel IFS is “The better way to finance 
premiums.”
Jai Laba
250 Brownlow Avenue, Suite 1 
Dartmouth, NS
902-481-6106
jai@ifs-finance.com
www.ifs-finance.com
FINANCE & INSURANCE –  
Financial/Insurance Services

immediaC WORLDWIDE INC.
Since 1998 immediaC has delivered 
more than 3,700 custom websites, web 
applications and mobile applications, 
more professional web designs than any 
other company in Canada. immediaC’s 
customers include the Nova Scotia 
Teachers Union, the Registered Nurses 
Professional Development, Canoe 
Kayak Canada, Massage Addicts, and 
many other well known local businesses. 
immediaC — Friendly. Web. Experts.
John Leahy
Sun Tower, Suite 600 
1550 Bedford Highway, Bedford, NS
902-491-4485
jleahy@immediaC.com
www.immediaC.com
ADVERTISING, PR & MEDIA –  
Internet Marketing



LEASE BETTER PROPERTIES INC.
Jordan Hipson
1697 Brunswick Street, Suite 1
Halifax, NS
902-707-0164
jordan@leasebetter.ca
www.LeaseBetter.ca
REAL ESTATE/CONSTRUCTION –  
Property Management

MY HOME APPAREL
My HOME Apparel celebrates where you 
call home, while working to give all Cana-
dians a home. All products are made in 
Canada and handprinted in Nova Scotia. 
Five per cent of all profits are donated 
to help end homelessness in Canada. 
Together, we can give all Canadians a 
home. www.myhomeapparel.com.
Miriah Kearney
131 Esplanade Street Truro, NS
902-843-5899
miriah@myhomeapparel.com
www.myhomeapparel.com
SHOPPING & SPECIALTY RETAIL – Retail 
(General)

POP-A-LOCK
Pop-A-Lock provides 24-hour unlocking 
service for cars, homes and businesses. 
At their Burnside location, they cut keys 
and supply door hardware. They offer 
fast onsite replacement of car keys and 
remotes. Business owners and facility 
managers trust Pop-A-Lock to ensure 
their properties are properly secured.
Laurie Rogers
48 Trider Crescent, Unit 6
Dartmouth, NS
902-469-3694
laurierogers@popalock.ca
www.popalockHalifax.ca
SAFETY & SECURITY – Security Systems/
Locksmiths

REACHABILITY
Scott Eckstein
3845 Joseph Howe Drive, Suite 201
Halifax, NS
902-429-5878
scott@reachability.org
www.reachability.org
NOT-FOR-PROFIT GROUPS –  
Not-For-Profit Groups

NEWSMAKERS

ROYAL NOVA SCOTIA  
INTERNATIONAL TATTOO
Where will you find pipers, drummers, 
dancers, acrobats and cyclists under one 
roof ? At the Royal Nova Scotia Inter-
national Tattoo! This fast-paced show 
combines the best in military, police 
and civilian performers from around the 
world and has been running since 1979 
as a week-long extravaganza! Don’t miss 
it. Visit www.nstattoo.ca.
Jennie King
10 Morris Drive, Unit 10, Dartmouth, NS
902-420-4624
jking@nstattoo.ca
www.nstattoo.ca
NOT-FOR-PROFIT GROUPS –  
Not-For-Profit Groups

SANOFI-AVENTIS CANADA INC.
Sanofi, a global healthcare leader,  
discovers, develops and distributes  
therapeutic solutions focused on 
patients’ needs. Sanofi has core 
strengths in diabetes solutions, human 
vaccines, innovative drugs, consumer 
healthcare, emerging markets, animal 
health and Genzyme. Sanofi is listed  
in Paris (EURONEXT: SAN) and in  
New York (NYSE: SNY).
Blair Davis
Conception Bay South, NL 
902-457-4262
blair.davis@sanofi.com
www.sanofi-aventis.ca
HEALTH CARE – Health Care Services, 
(General)

SKYLINE IT SOLUTIONS
Hai Hu
1505 Barrington Street, 7th Floor 
Halifax, NS
902-579-5878
hai@orgrimmar.io
www.theSkyline.io
COMPUTERS, IT & TECHNOLOGY –  
IT Products/Services

SOLID STATE PHARMA INC.
Solid State Pharma Inc. (SSPI) is the 
partner to global pharmaceutical and 
natural product companies to bring 
value through understanding the solid 
state of the drug candidates, extending 
the patent life of the drug and also devel-
oping crystallization processes 
that will lead to optimal bioavailability, 
physical properties, morphology and 
particle size distribution through crystal-
lization engineering.
Mahmoud Mirmehrabi
Halifax, NS
902-442-4012
Mahmoud@solidstatepharma.com
www.solidstatepharma.com
COMPUTERS, IT & TECHNOLOGY – 
Research/Development

STANHOPE SIMPSON INSURANCE LTD.
We are proud to be an industry leader 
among insurance brokers in Atlantic 
Canada for commercial insurance and 
surety bonding solutions, with a strong 
focus on the construction, development 
and seafood industries. We have a highly 
talented personal lines team that is dedi-
cated to providing exceptional insurance 
advice and product selection.
Shawn Freeze
300 – 3845 Joseph Howe Drive, 
Halifax, NS
902-454-8641
sfreeze@stanhopesimpson.com
www.stanhopesimpson.com
FINANCE & INSURANCE –  
Financial/Insurance Services

THE QUALITY INN MAGNETIC HILL
Martine Godbout
2530 Mountain Road, Moncton, NB
506-386-6749
martine.cna20.moncton@gmail.com
www.qualityinn.com/CNA20
TRAVEL & TOURISM – Accommodations 
(General)

M A Y  2 0 1 78
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NEWSMAKERS

TIDAL TRANSCREATIVE  
LANGUAGE & CONTENT SERVICES
Tidal Transcreative provides turn-key 
language solutions to Atlantic Canadian 
companies. Tidal takes promotional, 
corporate and educational content and 
trans-creates the message into acces-
sible media for the global marketplace. 
With a local and global talent squad, 
Tidal adapts your content and message 
into another language while maintaining 
style, intent and ethos.
Daniel Baugh
Prospect, NS 
902-223-7673
daniel@tidaltranscreative.com
www.tidaltranscreative.com
ARTS, CULTURE & ENTERTAINMENT –  
Film/Television

WE ARE YOUNG ASSOCIATION
The We Are Young (WAY) Association is 
a non-profit organization that works to 
grant unfulfilled wishes to elders living 
in Nova Scotia. By granting wishes, the 
WAY Association hopes to raise social 
awareness around the inequalities of our 
elders, honour the role they play in our 
society, and help bridge the gap between 
generations.
Cara Boudreau
PO Box 35202, Clayton Park, NS
902-574-8044
cara@weareyoung.ca
www.weareyoung.ca
NOT-FOR-PROFIT GROUPS – 
Associations/Agencies

RETIRED MEMBER:
Ann Trecartin
Halifax, NS 
902-429-5923
ann@mainbrace.ca

STUDENT MEMBERS:
Brandon McKay – Engineering, DAL
Halifax, NS 
506-424-0712
brandon.mckay@dal.ca

Hugh McNamara – MBA, DAL
Dartmouth, NS 
902-448-6315
Hmcnamara@dal.ca

Piaoqing Lin – Accounting Student 
Graduate
Halifax, NS 
902-989-2861
piaoqing.lin2@msvu.ca

Are you a new member?  
To submit your 50-word description for New 
& Noted, please contact Melissa MacDonald, 
Communications Specialist at Melissa@
halifaxchamber.com or 902-481-1238 within  
the first six months of membership.

MARKET PLACE
To place an ad call:  
426-2811  ext. 1163

PLANNING
A TRIP?
Let us help you 
get there!
• Passport & ID Photos
• US Waiver Services
• Parental Affi davits & Oaths
• Fingerprinting for Travel Visas
• Homewatch

Serving all of Nova Scotia with offi ces in:

Halifax • Truro • Kentville • Sydney

commissionaires.ns.ca • 1 877 322 6777
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 WWW.BOUNTYPRINT.COM

Get your message out on target and on time.
    

A full-service commercial printer with direct-mail capabilities, unique in Atlantic
Canada, Bounty Print offers a wide range of services for all your printing needs
including a newly installed wide format division.  

Bounty’s industry-leading team has the knowledge and experience to deliver
great value and impact for your next print project.  

BOUNTYPRINT
Y O U R  F U L L - S E R V I C E  C O M M E R C I A L  P R I N T E R

NEWSMAKERS

TOWER INTERIORS RECEIVES AWARD
Tower Interiors has been recognized 
by the Consumer Choice Awards for the 
seventh year in a row in the category 
of Interior Design. Consumer Choice 
Award recipients are not selected by a 
panel of judges, but are chosen by you… 
the consumer. Each year, consumers 
are surveyed to gather their opinions, 
perceptions and expectations regarding 
the services they choose on a daily basis. 
“We are honoured once again to be cho-
sen by the public as their interior design 
firm of choice,” says Owner Pam Tower. 
“This is an incredible award to win, to 
have our efforts acknowledged. We are 
truly committed to creating functional 
design solutions to enhance work and life 
for our clients.” Thank you for all of you 
who made this a reality!

A.P. REID INSURANCE AMONG  
TOP 10 BROKERAGES
An annual report published by Insurance 
Business Magazine recognized A.P. Reid 
Insurance Stores as one of the “Top 
10 Insurance Brokerages in Canada.” 
The company, which took fourth place, 
was the only Atlantic Canadian-based 
brokerage to be featured on the list. 
The special report released weighed the 
metrics from hundreds of brokerages 
nationwide; and took into account areas 
of business, such as revenue growth, 
revenue per broker, client growth, and 
policy growth. “We’ve worked tirelessly 
over the last seven years to build a first-
class, national organization capable of 
competing with the large national and 
multi-national insurance brokerages 
from Ontario and Western Canada.”

CHRISTINE’S COMMONSENSE  
HEALTH COACHING LTD. CELEBRATES 
THE LAUNCH OF THE NEW ENERGY  
REBOOT PROGRAM
Christine’s Commonsense Health 
Coaching Ltd. just launched the new 
Energy Reboot Program. It is specifi-
cally designed for individuals who are 
exhausted, tired all day, stressed or burnt 
out. The new Energy Reboot Program 
consists of eight weekly or bi-weekly 
structured sessions addressing all aspects 
of health to help their clients get the 
vibrant energy and lasting health they 
desire with natural means. Dr. Christine 
Sauer is a German physician and Naturo-
path. She lives in Halifax since 1997 and  
is now working as a Mobile Energy, 
Health and Wellness Coach. For more 
info contact 902-222-2742. 

MEMBERS IN THE NEWS
How our members are growing Halifax
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DRESS FOR SUCCESS  
RECEIVES SUPPORT
RBC Dominion Securities employees 
spent a day with Dress for Success Halifax 
as a new initiative launched during 
International Women’s Week and pre-
sented Brenda Saunders/Todd, Executive 
Director of Dress for Success Halifax 
with $5,000. “We are incredibly grateful 
for the local support of RBC Dominion 
Securities, as well as their national con-
tribution to launch the Dress for Success 
Canada office in the amount of $50,000. 
These financial contributions are in 
complete alignment with RBC and their 
mandate to support the advancement of 
women across the country,” says Presi-
dent Julie Morine. For more information, 
www.halifax@dressforsuccess.org.

SEATTLE CITY LIGHT SELECTS  
INTERTALK DISPATCH CONSOLES
InterTalk (formerly Pantel Interna-
tional) has been awarded a contract with 
Seattle City Light, the 10th largest public 
power system in the United States, to 
upgrade their existing dispatch console 
system after successfully completing a 
competitive procurement process. The 
22-position console system will feature 
an IP-connected backup facility, and will 
take advantage of InterTalk’s integrated 
radio voting and transmitter steering 
system. Serving approximately 400,000 
customers, the utility’s new system is 
expected to go live later this year. To 
learn more, visit intertalksystems.com. 
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RODD HOTELS & RESORTS  
INVESTS IN YARMOUTH 
Mark Rodd, President & CEO of Rodd 
Hotels & Resorts, recently announced a 
$2-million investment in the Rodd Grand 
Yarmouth Hotel. Renovations are cur-
rently underway with a focus on refresh-
ing and modernizing guest rooms, fitness 
facilities, meeting space and common 
areas. Renovations will be implemented 
strategically in phases during non-peak 
times to limit any potential interference 
with guests. Providing employment for 
more than 80 people in peak season, 
Rodd Grand Yarmouth prides itself in 
being a part of the local community. 

HALIFAX STANFIELD LAUNCHES  
NEW VISUAL IDENTITY AND TAG LINE
The new Halifax Stanfield logo and 
tagline: Connecting Means the World, 
was recently unveiled at a public launch 
event for passengers, airport community 
members and stakeholders. “We are 
thrilled to share our new visual iden-
tity with the world,” says Joyce Carter, 
HIAA President and CEO. “The focus 
of our new tagline, Connecting Means 
the World, reflects the potential Halifax 
Stanfield has to transform lives and to be 
a catalyst for growth in our region’s econ-
omy. It also mirrors the essence of Hal-
ifax Stanfield — our people who create a 
positive, human and caring experience 
through the personal connections we 
make with passengers and visitors.”

THE LUNG ASSOCIATION OF  
NOVA SCOTIA PARTNERS WITH  
CAMP BRIGADOON
The Lung Association of Nova 
Scotia is pleased to partner with Camp 
Brigadoon for a sixth year to bring Camp 
Treasure Chest to children and youth liv-
ing with asthma and other lung diseases. 
Campers from across the Maritimes 
take part in a variety of activities while 
meeting other children who share similar 
experiences, all while under the watchful 
eye of doctors, nurses and respiratory 
therapists. Thanks to our donors, we can 
ensure that no camper is left out because 
of financial barriers. There is always a 
place around the campfire. For more 
information, visit www.ns.lung.ca. 

HALIFAX AREA SENIOR CARE EXPERTS 
OFFERS SENIOR CYBERSECURITY
Canadians aged 65 and older represent 
the fastest growing group of Internet users 
according to Public Safety Canada, but they 
do not always take the precautionary steps 
to stay safe online. Home Instead Senior 
Care collaborated with Public Safety 
Canada to launch a new public education 
program, Protect Seniors Online, available 
at www.ProtectSeniorsOnline.ca. The 
program offers complimentary resources 
and tips to help seniors understand how 
scammers operate and take proactive 
steps to help protect sensitive information. 
For more information, call Home Instead 
Senior Care at 902-429-2273. 

DMC OPENS NEW OFFICE
DMC is delighted to announce the 
opening of its Halifax office to better 
serve its many Nova Scotia clients and 
to welcome new clients. Since it began 
in 2002, DMC has achieved national 
success as a disability management 
company with more than 460 clients 
across Canada. DMC manages workers’ 
compensation and sick leave claims for 
employers, and offers services in safety 
consulting, safety training, and industrial 
hygiene. By minimizing lost time and 
improving productivity, DMC delivers 
exceptional results: 91 per cent of DMC’s 
clients pay below industry rates for 
workers’ compensation and 94 per cent 
benefit from decreased claim costs.  
www.dmconsulting.ca.
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PROSTATE CANCER CANADA ATLANTIC 
EXECUTIVE DIRECTOR APPOINTED
Prostate Cancer Canada is pleased 
to announce the appointment of Ellen 
Townshend as Executive Director for the 
Atlantic Region. Ellen has held senior 
roles in philanthropy for the past 10 years, 
including leading corporate development 
since joining Prostate Cancer Canada 
Atlantic in 2013. Ellen has a passion for 
connecting people and investing in her 
community. Congratulations! 

ST. JOHN AMBULANCE NS/PEI 
RECEIVES GRANT
St. John Ambulance NS/PEI was 
recently granted $150,000 by Bell Let’s 
Talk. The funds will be used to innovate 
their national First Aid Training pro-
grams by including mental health first 
aid. The work will be led by N.S./P.E.I. 
Council in partnership with our National 
Office in Ottawa.

CUT STEAKHOUSE WINS  
COVETED AWARD 
For another year, CUT Steakhouse 
has been awarded the coveted CAA/
AAA Four Diamond Award. What is truly 
outstanding is that CUT Steakhouse 
has maintained this esteemed rating 
for nine consecutive years. There are 
only a total of six restaurants in Atlantic 
Canada to receive this highly esteemed 
Four Diamond Award in 2017. “We are 
tremendously proud of our staff … this is 
truly their accomplishment,” says Robert 
Risley, President of RCR. CUT Steak-
house offers a relaxed dining experience 
to please even the most sophisticated 
diners. CUT features dry-aged USDA 
prime beef, aged and butchered in-house 
to our own exacting specifications. 
 

NEWSMAKERS

TESLA COMES TO THE HOLIDAY INN 
EXPRESS & SUITES HALIFAX BEDFORD
Palm Holdings is excited to announce the 
installation of 22 high-powered, electric 
vehicle charging stations for guest use 
across their properties in Canada and the 
United States. The new stations, installed 
through a partnership with electric auto 
manufacturer Tesla Motors and charging 
installation company EnviroSpark 
Energy Solutions, are located at Palm 
Holdings prominent hotels. Not only 
will these stations serve as an amenity 
for Palm Holdings’ environmentally 
conscientious guests, but they will also 
serve to bolster Palm Holdings’ commit-
ment to cleaner air and environmental 
stewardship.

HALIFAX CONVENTION CENTRE 
CORPORATION CEO APPOINTED
The Halifax Convention Centre  
Corporation announced that Carrie 
Cussons has been appointed President 
and CEO of the organization for a con-
tract period to Nov. 30, 2018. Cussons 
brings a diverse business background, 
including more than two decades of man-
agement experience with a concentration 
in financial and operational leadership. 
She joined the organization in 2009 as 
chief financial officer and oversaw the 
corporate services group with respon-
sibility for finance, human resources 
and technology. She quickly became a 
strategic lead in all areas of the business 
and was responsible for developing and 
implementing the organization’s plan 
to prepare for the transition to the new 
Halifax Convention Centre. 

CATHERINE J. WOODMAN JOINS 
KNIGHTSBRIDGE ROBERTSON SURRETTE
Knightsbridge Robertson Surrette 
is pleased to welcome Catherine J. 
Woodman to the firm’s Human Resource 
Consulting practice as a Senior Consul-
tant focused on leadership solutions. As 
the firm helps clients strengthen their 
organizations through leadership and tal-
ent development, Woodman’s uniquely 
diverse leadership experience in HR 
management and public relations offers 
client’s valuable perspective. Woodman 
joins a diverse team of skilled profession-
als who comprise the firm’s HR con-
sulting practice. Together, they address 
a wide array of challenges beyond 
recruitment through leadership coaching 
and development, talent assessment, 
strategic planning, change management, 
compensation consulting and contract 
HR consulting services. www.KBRS.ca.
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ARNARLAX TURNS TO MARITECH FOR 
INTEGRATED SEAFOOD SOFTWARE
Maritech, a global leader in seafood 
data and software, announced that 
Arnarlax, the largest farmer and 
producer of quality salmon in Iceland, 
has selected Maritech’s software 
solution to streamline its business 
processes. When it came to the choice 
of a software provider to implement 
this ambitious digital expansion, the 
decision to partner with Maritech, which 
has more than 40 years of experience 
in developing software for and with the 
seafood industry, was as clear as the 
pure Icelandic waters from which the 
company draws its pristine quality fish 
stocks. 

SOBEY SCHOOL OF BUSINESS  
MARKS 25 YEARS
2017 marks the 25th anniversary of the 
Sobey School of Business at Saint Mary’s 
University Executive MBA program. 
The program has helped more than 
625 business leaders make an impact 
with purpose and it’s still going strong. 
Businesses, not-for-profit organizations 
and government departments across 
the region have benefited from having 
a leader go through the Sobey EMBA. 
This year, IvyExec.com has ranked the 
AACSB-Accredited Sobey EMBA program 
fifth in Canada. As the second-year EMBA 
students leave in March for a 10-day 
whirlwind trade mission to Ho Chi Minh 
City, the year continues to accelerate 
toward an anniversary celebration with 
our partners and alumni in April.

NEWSMAKERS

NEW TERM BEGINS FOR  
NOVA SCOTIA ASSOCIATION  
OF REALTORS® PRESIDENT
The Nova Scotia Association of 
REALTORS® (NSAR) is pleased to wel-
come its new President Anne Da Silva. 
Da Silva was handed the reigns from 
Roger Sanford at the Association’s recent 
Annual General Meeting. Da Silva is a 
Real Estate Broker based in Halifax, 
Nova Scotia but works with offices 
around the Province. During her 13-year 
career, Anne has served on the Board of 
Directors of the Nova Scotia Association 
of REALTORS®, as a Regional Director 
twice for the Halifax-Dartmouth Region, 
Chair of Professional Standards and 
members of the Executive Committee  
as Vice President and President-Elect. 

GREAT EARTH EXPEDITIONS INC.  
WINS AWARD
The folks at Great Earth Expeditions 
Inc. — Nova Scotia’s adventure tour 
specialists have much to celebrate these 
days. They have recently been awarded 
Halifax’s “Tour operator of the Year” 
from the Luxury Travel Guide based 
in the U.K. To celebrate their recent 
achievement, owner and local travel 
writer Ryan Barry has plans to open an 
office on the Halifax waterfront and 
begin offering foraging tours, camping 
trips and even international tours. Ryan 
will also begin filming for a local travel 
show in May which will showcase the 
hidden gems of Atlantic Canada.  
Visit www.greatearthexpeditions.com  
for more details. 

THE LEUKEMIA & LYMPHOMA SOCIETY 
OF CANADA DELIVERS MORE THAN 
200 CARE PACKAGES
In the summer of 2016, The Leukemia 
& Lymphoma Society of Canada’s 
(LLSC) Atlantic Region launched their 
new patient care initiative, the Empower 
Pack (a free care package for blood 
cancer patients). They are proud to 
announce that since its launch, they have 
delivered more than 200 care packages 
across Atlantic Canada at no cost to the 
patients, and hope to continue this suc-
cess in 2017 by delivering an additional 
200-300 more care packages. The LLSC 
would like to thank their generous donors 
for their contribution in making this 
initiative possible. To learn more, visit 
www.llscanada.org/empowerpack.



Mark Fraser has innovation on his 
mind. Innovation is a word that gets 
thrown around a lot these days, but it’s 
probably safe to say that the new Chair 
of the Halifax Chamber of Commerce 
understands it better than most.

“I think we can do more,” he says. 
“I also believe that a lot of people think 
that innovation equals science or techno-
logical adaptation, but it’s not true. Just 
because you’re better at something today 
than you were yesterday, doesn’t mean 
it’s innovation. It’s improvement.”

Fraser is Executive Vice President 
and partner in T4G, an agency that 
focuses on “brilliant technology solutions 
for your business.” T4G’s work spans 

plaza of small businesses on Kempt Road. 
Fraser jokes about the slightly gritty view, 
saying T4G has a long-standing tradition 
of setting up shop in city neighbourhoods 
that are more “up-and-coming” than 
currently “cool.”

But in fact, nothing could be cooler 
than this open-concept offi  ce and Fraser 
himself, dressed casually in jeans and a 
patterned dress shirt. In a way, it’s the 
“hidden gem” factor of T4G and doz-
ens of other innovative businesses and 
organizations in Halifax that inspires 
and drives Fraser in his work to promote 
this city as a leader in innovation and 
economic growth.

“This idea that there’s nothing 
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Keeping our 
foot on the gas
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Meet Chamber Chair Mark Fraser  By Erin Elaine Casey

digital marketing, custom development, 
managed services and leadership on the 
forefront of data science. The company 
serves the retail, travel, fi nancial services, 
communications and public sectors.

Winding your way through the 
maze of tidy yet funky cubicles and 
bright offi  ces that house T4G’s 64 Hal-
ifax employees, it’s easy to see where 
Fraser gets at least some of his infectious 
energy. Everyone is clearly working very 
hard, and most of the faces that glance 
up to check us out as we walk by are — 
there’s no other way to say it — young.

A series of twists and turns leads us 
to a large conference room with a wall 
of windows looking out on a utilitarian 
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here,” Fraser says, smiling. “We need to 
break that, because there’s lots here. We 
can always do a better job of storytelling. 
The days of companies being a ‘best kept 
secret’ need to be over.”

So do the days of Halifax itself play-
ing second fi ddle.

Fraser sees opportunity all around 
us, from the exceptional talent pool grad-
uating from Halifax’s many post-sec-
ondary institutions to the fl ow of skilled 
immigrants to the increasing roster of 
internationally successful businesses. 
“There are enough businesses here doing 
well on the global stage that we can say: 
These are not fl ukes,” he says. “We’ve got 
a good thing going and that proves that 

this is a scalable phenomenon.”
Fraser should know. He’s been with 

T4G Limited, a Canadian company with 
more than 220 employees, offi  ces across 
Canada and a growing presence in the 
United States, for 18 years. Today, Fraser 
is responsible for the fi rm’s digital mar-
keting practice, including T4G Kick — a 
full service digital-fi rst agency — as well 
as the content and campaign execution 
delivery teams. Over the years, he has 
played a key role in the growth of the fi rm 
and been engaged in many of the compa-
ny’s key accounts.

At the Halifax Chamber AGM in April, 
Fraser moved from his board position of 
Vice-Chair and took over as chair of North 
America’s oldest chamber of commerce. 

“Patrick Sullivan and his team are 
the face of the Chamber for activities, 
public statements, and lobbying,” he 
explains. “The role of the board is gov-
ernance and setting long-term strategy. 
We’re part of the business community 
and we have to be the conscience of the 
community. Our job on the board is to be 
listening and listening really well, and 
that takes time and eff ort. That can be 
hard to do if you don’t practice it.

“I’m thrilled that I was considered 
for the role,” he continues, “and I’m 

excited to be in the middle of so many 
things happening! I’m looking forward to 
continuing the progress that the Cham-
ber has made over the past few years.”

Fraser credits his staunch support 
for the business community to his long 
career at T4G. He grew up in Clayton 
Park, went to Halifax West High School 
and Mount Allison University, and set off  
on a trajectory that ultimately landed him 
at T4G in Toronto. 

“In 2003, I moved back here from 
Toronto to open our offi  ce by choice. I 
choose to live here. The trade-off  is being 
on a plane almost every week, but I make 
that choice because of what this region 
provides. It’s a great place to be.”

“We’re here because of the talent
supply that this city provides,” he 
explains. “We didn’t come here for the 
work, we came here for the people. There’s 
a heavy concentration of post-secondary 
institutions, and for this reason we’ve 
done a terrifi c job of attracting talent that 
is extremely capable, highly skilled, and 
very loyal. Turnover rate is very low. And 
we’ve been able to translate that into being 
a great place to work.” 

T4G was recently named to the Great 
Place to Work list in Canada for the 10th 
year in a row.

There are enough businesses here doing well on the 
global stage that we can say: These are not fl ukes. 
We’ve got a good thing going and that proves that 
this is a scalable phenomenon.”
— Mark Fraser, Executive Vice President, Partner, T4G
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What does this perspective mean to 
Fraser’s role at the Chamber? He believes 
not so much in products, and systems, and, 
well, stuff. He believes in people, and in 
their talent, education, skills, commitment 
and ideas. He believes the future lies in 
cultivating, capturing, and exporting what 
we do best: creating and innovating.

“We’ve got a wonderful opportu-
nity to look at new things we can export. 
We’re pretty solid in exporting products, 
but we can look more at exporting ser-
vices. Advanced analytics and innovation 
services are a great example. Our ability 
to export that in Canada and the U.S. is 
directly related to our excellent talent 
supply. That’s something I think we can 
do more with.”

Fraser also believes there is more we 
can do to improve youth retention in the 
region. “It’s not about convincing people 
this is the only place in the world to be,” he 
says. “It’s about communicating to youth 
that there are fantastic companies here 
where you can start and keep a very satis-
fying and joyful employment experience. 
And if you do choose to move outside the 
region, there are awesome organizations to 
come back to if you choose to come back.”

Improving immigration rates and 
skills development are also key goals for 
the Chamber and for Fraser personally. 
“All that construction around the city 
requires skilled workers,” he explains. 
“In terms of immigration, the Chamber 
has worked hand in hand with Nova 

“Nova Scotia has a wonderful oppor-
tunity to turn our demographic disadvan-
tage to an economic advantage. We have 
the conditions here to create real estate 
development to attract retirees who have 
money to spend: recreational activities, 
top-notch health care and world-leading 
research in areas critically important 
to seniors. We’re known worldwide for 
orthopaedic research, for example, and 
there are health tech and information and 
communications technology start-ups 
focusing on the seniors market. The talent 
to care for us is here — being able to proj-
ect that to the broader seniors community 
is key.”

The timing for this particular kind 
of innovation is ideal, and Fraser thinks 
more and more aging Canadians will con-
sider staying and living in Canada more 
of the time. 

“With the right policy development 
from the provincial government, and the 
right mindset from the business commu-
nity, we have a great opportunity to be 
known worldwide as THE place to age 
gracefully.”

Scotia Immigration to provide support 
to the business community and to lobby 
the federal government for increased 
quotas, particularly for the provincial 
nominee program. Last year saw our 
highest number of immigrants to Nova 
Scotia since World War II. Immigrants 
are essential to our economic success in 
this region — there’s more to be done. If 
it were up to me, there would be no limit 
to the number of skilled workers we can 
attract and bring in.”

The economic challenges in this 
region are magnified by demographics: 
an aging population, a low birth rate and 
youth outmigration. 

“Those three factors conspire to cre-
ate a very challenging economic situation. 
We can mitigate that by keeping our foot 
on the gas when it comes to immigration, 
and being energetically creative when it 
comes to exporting services,” says Fraser.

Fraser has another vision for Halifax, 
one that also fits squarely in the hidden 
gem category: He thinks Nova Scotia, and 
Halifax in particular, is the perfect place 
for seniors. 
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It’s not about convincing people this is the only place in  
the world to be — it’s about communicating to youth that 
there are fantastic companies here where you can start and 
keep a very satisfying and joyful employment experience.”
— Mark Fraser, Executive Vice President, Partner, T4G
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This ability to see the bright side 
and wring every ounce of energy and 
positivity out of life is not limited to 
Fraser’s work world. As an alumnus of 
Mount Allison, he serves as a Regent 
and member of the executive committee 
of the Mount Allison University Board 
of Regents. He’s also a graduate of the 
comprehensive Program for Leadership 
Development at Harvard Business 
School. In 2007, Fraser was named as  
one of Canada’s Top 40 Under 40.

Oh, and he’s also a marathoner and  
a Level 1 Alpine Ski Canada Official.

Running marathons is another way 
for Fraser to exercise his drive and com-
mitment and get some time for himself. 
He does one every couple of years, and is 
running the Berlin marathon this fall. Life 
is, after all, very busy. His “very patient” 
wife, Mylene, is an entrepreneur with her 
own interior decorating business, and 
14-year-old son, Cole, and 12-year-old 
daughter, Paige, are competitive alpine 
skiers. 

“For me, running is my opportunity 
to think. It’s therapeutic and I get to do 
my own private problem solving.”

To wrap up, we talk about the Cham-
ber’s goal to make Halifax among the top 
three highest growth city economies in 
Canada by 2018, and Fraser practically 
jumps out of his seat. 

“We’ve already achieved it!” he says. 
“In 2017, it looks like Halifax will be still 
among the top three city growth econo-
mies in the country.” 

The Conference Board of Canada 
places Halifax, with a projected GDP 
growth in 2017 of 2.4 per cent, tied for 
third for growth among the top 13 census 
metropolitan areas (CMAs).

This is no accident. “The Chamber 
worked to support the attraction of mega-
projects like the Big Lift, Nova Centre, 
shipbuilding, and producing materials 
for Muskrat Falls. More than 80 per 
cent of our members have fewer than 
24 employees. It can be hard for smaller 
businesses to get involved in those things. 
The Chamber’s programs and services 
helped our members be a part of those  
big projects.”

“Our job now is to create a new  
strategic goal,” Fraser says. 

It’s clear that for him, optimism is 
evidence-based, not pie-in-the-sky. He 
knows Halifax will grow because it has 
the talent, perseverance, skills, track 
record — and most importantly, people — 
to thrive.

June 22-23, 2017
Halifax Harbourfront Marriott Hotel

BBISummit.ca

To request an information package please call
902-426-8683 or 1-888-664-9333
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One need only turn on nightly news 
to see that xenophobia — and the urge to 
close borders to outsiders — seems to be 
on the rise in today’s world. Thankfully, 
Canada is standing out as a noticeable 
exception to that trend.

In fact, our country has put in place 
programs and incentives designed to 
attract entrepreneurs to our shores. 
Case in point is Canada’s Start-up Visa 
program, offered in Nova Scotia through 
companies like Innovacorp. In place 
since 2014, this program is designed to 
entice entrepreneurs with the skills and 
vision to build innovative businesses and 
create jobs for Canadians.

“Most of our applications come from 
the ICT, life sciences, clean technology 
and ocean technology sectors,” explains 
Innovacorp CEO Stephen Duff. “We 
tend to see the majority of applications 
coming from the ICT sector — probably 
because it typically has the lowest barrier 

to entry in terms of start-up capital 
requirements of any sector we work with. 
Software companies in particular are also 
much easier to relocate than companies 
with significant physical assets or infra-
structure.”

Duff says potentially successful 
applicants for Innovacorp need to have 
“a unique technology product and/or 
service that cannot be easily duplicated. 
In addition, the business must be past 
the idea stage and have a working 
prototype.”

These are just some of the criteria 
required — this is not an easy club to join. 
Since 2014, Innovacorp has seen many 
applicants, but few who have crossed the 
finish line. 

“We have had more than 500 appli-
cants and have accepted six companies 
into the program to date: MouseStats 
(ICT, Iran), Skyline (ICT, China), Shout! 
(ICT, Portugal), Agada Biosciences  

ATTRACTING ENTREPRENEURS

An open door policy
Canada’s Start-up Visa program attracting entrepreneurs from around the world  By Jon Hiltz

The local and federal 
government, as well 
as local agencies like 
Innovacorp, are offering 
many supporting 
programs to start-ups 
to help them bootstrap 
through the early 
stages, which we found 
greatly helpful and 
user-friendly.”
— Dr. Hai Hu,  
 Co-Founder,  
 Orgrimmar  
 Technologies Inc.

Photo: Joseph Robichaud/Tanglewood Studio 



B U S I N E S S  V O I C E 19

(life sciences, U.S.), Apptonomy (ICT, 
Costa Rica), Inboundli (ICT, Germany).”

One of these companies, MouseS-
tats, agreed to talk about its experiences 
with the program, and tell Business Voice 
why it is such a needed commodity in 
today’s business world.

“MouseStats is a visitor experience 
analytics suite for websites. Website 
owners are utilizing our services to get 
insights on how visitors are interacting 
with their webpages,” explains CEO 
Kousha Nakhaei.

Kousha and his brother Ehsan, 
brought their expertise from Iran, and 
they are convinced this was the right 
decision for them and the company. 

“Running an information technol-
ogy start-up needs some strong IT- 
related infrastructures. Our service main 
target audiences were premier websites 
and other world-class start-ups, as well  
as local businesses.”

Further to that point, Kousha has 
some very positive words for both the 
start-up program and for Canada. 

“A few countries had start-up visas 
and Canada was the best choice. This 
includes great Internet infrastructure, 
supported in a high priority in almost 
all services, good investment opportu-
nities, and the most important thing: a 
clear and fair residency path. Canada has 
not forgotten the point that humans are 
behind start-ups, and a job is just a part of 
life. No one is truly interested in invest-
ing time, money and paying taxes in a 
country which you are not accepted as a 
real resident.”

Originally, the two brothers had not 
even considered Canada as a choice, but 
that quickly changed. 

“Our initial goal was to register 
an overseas corporation, and immigra-
tion was not in mind. I was searching 

ATTRACTING ENTREPRENEURS

We tend to see the 
majority of applica-
tions coming from the 
ICT sector — probably 
because it typically  
has the lowest barrier 
to entry in terms of 
start-up capital 
requirements of any 
sector we work with.”
— Stephen Duff,  
 CEO, Innovacorp
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and comparing overseas options, and I 
randomly got to know some countries 
that were starting start-up visa programs. 
I searched more and reached the CIC 
website and read about Canada’s Start-up 
Visa. The description was more than 
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appealing, addressing all our business 
requirements, and we made it our top 
priority.”

The fact that Kousha and his brother 
were able to qualify is a testament to 
not only their keen instinct on where 
to do business, but also indicates that 
Innovacorp knows how to vet the proper 
companies. The process is quite an uphill 
climb and rightfully so.

 “The whole procedure took over a 
year and half. We had been interviewed 
by Innovacorp for more than six months 
and I think getting hired at Google 
requires less interviews. This time is rea-
sonable [however] if one considers how 
complicated it is evaluating a start-up.”

Moving forward, MouseStats clearly 
has taken advantage of the opportunities 
available to them in the great white north. 

“We are permanent residents now, 
living in Halifax. The company has 
grown in the past year and a-half, and 
several famous international enterprises 
are among our customers. More than 95 
per cent of our earnings are made outside 
Canada, mostly from U.S. We are paying 
taxes and taking advantages of available 
infrastructures here.”

Another company that has taken 
advantage of Start-up visa incentives 
is Orgrimmar Technologies Inc. Also 
known as Skyline, they are a Halifax- 
based tech start-up in the enterprise 
software solution space. 

“We help mid-sized, high-growth 
companies convert their data into 

insights and action by rapidly building 
custom workflow apps and dashboards 
that connect data, systems and people,” 
said Dr. Hai Hu, one of two company 
founders. Dr. Hu and his colleague,  
Dr. Changhai Jiang are now permanent 
residents from China and have eight 
employees in Halifax and Beijing.

Hu is clearly aware of the services 
available to him by bringing his company 
to Nova Scotia as opposed to elsewhere. 

“Having experienced both Beijing 
and Silicon Valley, Halifax draws our 
attention for its many great benefits for a 
tech start-up. First, we have a big pool of 
young grads in engineering and technol-
ogy, with a notably lower salary base as 
well as renting costs, which helps the com-
pany to run lean and grow fast,” he says.

“Second, the local and federal 
government, as well as local agencies like 
Innovacorp are offering many supporting 
programs to start-ups to help them boot-
strap through the early stages, which we 
found greatly helpful and user-friendly. 
Last but not least, Halifax is a great 
location culturally and geographically as 
a gateway to the North American market. 
Ontario and the East Coast U.S. is close 
enough to build business ties.”

Hu also recognized the process and 
the help that Innovacorp provided to 
make their connection a viable one. 

“It’s a very efficient and well organized 
process. We have all the help we need from 
Innovacorp throughout the entire process 
before and after landing in Halifax.”

In the end, four members of the 
Orgrimmar team received their perma-
nent residency through the Start-up Visa 
program and things with the company 
are moving forward. 

“It’s been great working from Halifax, 
we are still looking for a pilot customer 
here, but I am confident that with the 
value provided in our product and services, 
it should happen in the near future.”

As Orgrimmar expands, it will not 
only be good for them, but for Halifax as 
well, as they will continue making the 
great city their base of operations. 

“We will grow our business locally 
from Halifax, and eventually extend to 
other parts of Canada and the US market.”

Most people who live in our expan-
sive, opportunity-filled country will tell 
you firsthand that Canada is among the 
top places in the world to live. But hear-
ing that from people who have come from 
many other countries around the globe, 
with their extensive research on the best 
places to do business, is a testament to 
the quality and efficiency of Canada’s 
appeal as a business destination.

As the Start-up Visa program contin-
ues to invite the best and brightest minds 
to join the Canadian experience and 
bring their talents to our soil, it’s clear 
that programs like these should make 
every Canadian feel proud.

To those who have been successful 
in bringing their companies to Canada 
through this program, Canadians say: 
“welcome home.”

Canada has not 
forgotten the point 
that humans are 
behind start-ups,  
and a job is just a part 
of life. No one is truly 
interested in investing 
time, money and 
paying taxes in a 
country which you  
are not accepted as  
a real resident.”
— Kousha Nakhaei,  
 CEO, MouseStats

ATTRACTING ENTREPRENEURS

Photo: Contributed
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If you’re standing still, you’re going backwards. A lot of 
companies realize they need to continually innovate and 
move forward, but they just don’t know how to do it.”
— Mike Maloney, Co-founder, Barn Raisers

from our first day is now in a position to 
earn millions for non-profits. We knew 
we were onto something good.”

That’s when they opened Barn Raisers 
to do the same thing for businesses.  
They still pop-up The Give Agency 
and helped good causes, with weeks in 
Toronto and Halifax in 2017. Maloney 
says the investment brings rewards. 

“If you’re standing still, you’re going 
backwards. A lot of companies realize 
they need to continually innovate and 
move forward, but they just don’t know 
how to do it.”

The idea behind Halifax-based Barn 
Raisers is simple. Canada has plenty of 
businesses that want expert help to take 
them to the next level, but they don’t 
want to hire an agency to access its public 
relations experts, creative directors, busi-
ness strategists and copywriters. Instead, 
they hire Barn Raisers — and they bring 
the experts to them for a day of “acceler-
ated strategic ideation.”

Co-founder Mike Maloney explains: 
“In the traditional agency model, 
someone from the company would be 
the liaison between the agency and the 
company,” he says. “The agency would 
go back and maybe a month later bring 
a couple of concepts. The person on the 
client side would then try and sell that to 
the rest of the company.”

You can see the gaps into which 
projects disappear. If the agency gets it a 
little wrong, or the liaison doesn’t deliver 
the plan accurately, the whole thing falls 
apart. Barn Raisers gathers all the key 
players in the same room for the day 
session. “We eliminate all of those steps. 
We make the client a part of the agency 
for the day.”

Maloney is the communications 
and media expert, bringing his 20 
years in public relations with compa-
nies including the Nova Scotia Liquor 
Commission, Adobe, Corel and Cisco 
Systems. Co-founder Brian Hickling is 
the advertising and brand specialist, 
drawing on his two decades working on 
ad campaigns for the likes of Ikea, Nike, 
Labatts and Rogers Communications. 
Chaz Thorne, the corporate strategist, 
uses his MBA and 20 years in business to 
bring a veteran eye to operations.

“Our goal is if they have a marketing 
challenge, a branding issue, or an inno-
vation challenge, we help them generate 
up to 100 ideas to solve that problem and 
then narrow it down to five or 10 transfor-
mative ideas that they’ll want to run with 
immediately,” Maloney says.

Barn Raisers started as The Give 
Agency. “It was a one-week pop-up 
agency where we invite marketers and 
ideas people from all different disciplines 
together in one room for one week to help 
non-profits, free of charge,” Maloney 
says.

Transformative ideas
A day with Barn Raisers will raise your company’s roof   By Jon Tattrie

They held the first session in Halifax 
for Feed Nova Scotia. The day produced 
one really big idea: Nova Scotia’s Biggest 
Potluck, which had citizens host their 
own potlucks across the province to raise 
money for the food bank. It cost $200 to 
organize the potluck, and it brought in 
$33,000.

“That has since taken off tremen-
dously and we are in final talks with a 
national retailer to blow that out nation-
ally,” Maloney says, adding that Canada’s 
Biggest Potluck would benefit food banks 
across the country. “One of our first ideas 

PROFILE 
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From left, Chaz Thorne, Mike Maloney and Brian Hickling are the three 
principles of Barn Raisers Inc. You can find them at www.barnraisersinc.com.
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Halifax’s five-year Economic 
Growth Plan for 2016-21 has set an 
ambitious vision for long-term economic 
and population growth. By 2031, we aim 
to grow Halifax’s population to 550,000. 
And we’re on the right track. To meet our 
target, we need to make Halifax the most 
welcoming to immigrants and young 
professionals.

This has been a record year for 
population growth. We grew by two per 
cent, the city’s best population growth 
since 2001, bringing our annual growth 
above the 1.7 per cent target. This is a 
great start, but we need to continue to 
build on this success for the next 15 years 
to sustain our growth. The new ONE N.S. 
Dashboard — a dashboard measuring 
progress toward the ONE N.S. goals — 
shows that we’re also making progress 
on our provincial population goals. More 
working age Nova Scotians are staying, 
more people are moving here from other 
provinces, and some people who left are 
now returning. We are also seeing a trend 
towards increased immigration and a 
growing number of international students 
studying at our universities and colleges. 
Given opportunities, many are choosing 
to stay here after graduation. This is all 

positive news for our city and province — 
trends that must continue for long-term 
economic growth and prosperity.

There’s never been more support 
for businesses to attract global talent 
and grow their workforces. It just 
became easier to hire immigrants and 
international graduates through the 
Atlantic Immigration Pilot. Through this 
program, Nova Scotia can nominate 800 
more immigrants for fast-tracking into 
the province. International professionals 
are provided priority processing at the 
federal level and quicker access to a 
work permit, while employers can access 
permanent intermediate skilled labour 
and international graduates without 
submitting a Labour Market Impact 
Assessment Form. This is an incredible 
opportunity to grow our population and 
skilled workforce. However, it’s a case of 
“use it or lose it.” Nova Scotia employers 
need to demonstrate the demand for 
immigrants or these 800 positions will 
be delegated elsewhere.

Growing our population also 
depends on our ability to retain young 
professionals. The Partnership’s Game 
Changers Action Plan was inspired by a 
call to action from the One Nova Scotia 

Growing our 
numbers
The latest population trends signal progress  By Ron Hanlon, President and CEO, Halifax Partnership

Report to stem youth out-migration. 
Game Changers is inspiring and 
supporting businesses to hire young 
professionals, provide experiential 
learning opportunities, and connect 
young people to local business networks 
through the Partnership’s Connector 
Program. The goal is to reduce the net 
average loss of youth from 1,300 a year to 
0 by 2019. We are already seeing progress 
with 500 more youth aged 20-29 staying 
in the province in 2015-2016 than the 
year before. Moreover, Halifax saw an 
increase in the number of youth aged 
20-29 for the first time in 10 years. The 
new Game Changers Guide to Hiring Youth 
provides the information and resources 
businesses need to hire and engage young 
professionals, and can be downloaded at 
halifaxgamechangers.com.

Every business has a role to play in 
making Halifax a top location for talent. 
I encourage you to take advantage of 
the Atlantic Immigration Pilot, the 
Game Changers Action Plan and other 
workforce development programs. Let’s 
keep moving in the right direction and 
working together to make Halifax and 
Nova Scotia a more welcoming, attractive 
place to live and work.
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How did you feel when you read 
that title? Did your chest tighten as you 
thought: “Wow, I hope not!” Did you 
think “Absolutely not — I have great 
employees who would never do that!” 
Well, think again.

The Association of Certifi ed Fraud 
Examiners has consistently reported 
that, on average, organizations “typi-
cally lose fi ve per cent of their revenue 
in a given year as a result of fraud.” If 
fraud were a country it would have the 
fi fth largest economy in the world today. 
Seriously! This consists of a mix of fraud-
ulent fi nancial reporting — where senior 
executives “cook the books” to meet the 
expectations of investors and creditors, 
and misappropriation of assets, where 
employees steal from their employers.

Both are common. We are all famil-
iar with Enron, WorldCom, Livent, Sino 
Forest and numerous other high-profi le 
multi-billion-dollar fi nancial statements 
frauds, but often it is much closer to 
home. Recently it was disclosed that 
James Gladden, Vice President of Infor-
mation Technology for the Alberta Motor 
Association (AMA), a non-profi t organi-
zation, allegedly defrauded his employer 
of $8.2 million over a three-year period. 
This is a shockingly large amount over a 
relatively short period of time, especially 
for an NPO. Sadly, frauds like this are 
discovered all the time, which means 
many more are happening and haven’t 
yet been discovered and may never be.

Are your employees 
stealing from you?
Three things that allow it to happen

RATIONALIZATION
The claims against Gladden are yet 

unproven, so we don’t know what the 
rationalization for his theft was. Most 
corporate fraud is committed by fi rst 
time off enders who don’t see themselves 
as criminals. The fraudster justifi es 
their behaviour to themselves in a way 
that is acceptable to their internal moral 
compass. Sometimes the employee 
believes that they are just “borrowing” 
money and will pay it back eventually. 
Sometimes the employee is dissatisfi ed at 
work due to inadequate pay or a per-
ceived slight and believes management 
deserves it. And sometimes management 
cheats customers or uses high pressure 
sales tactics themselves and therefore the 
employee believes that they are justifi ed 
in their fraudulent behaviour.

There is an old “20-60-20” rule that 
says that 20 per cent of the people will do 
the right thing all the time, 20 per cent 
of the people will do the wrong thing in 
most instances if given the opportunity 
and the other 60 per cent can be swayed 
either way. This leaves a lot up to the 
“opportunity” point of the fraud triangle. 
So tight internal controls, continuous 
monitoring and strong management 
oversight are required to protect your 
hard earned assets. 

To learn more about how to protect 
your business from employee fraud 
contact Executive Finance Partners.

How does this still happen after all 
of the awareness of fraud and changes 
to auditing standards? Let’s look at the 
Fraud Triangle. This illustration shows 
the three risk factors necessary for fraud 
to occur:
OPPORTUNITY

Fraud happens when it can. Fraud-
sters fi nd loopholes in systems and pro-
cedures that allow them to steal and get 
away with it. For us accountants, we call 
this a lack of internal control — defi ned as 
rules, requirements and system limitations 
that prevent and detect errors and fraud. 
In the AMA example referenced above, 
internal controls were weak. Gladden 
was trusted by his employer and had sole 
authority to process and approve the pur-
chase and payment for goods and services 
used by AMA’s IT department. Because 
of this power he was able to fabricate 
invoices and funnel payments to his own 
companies. In his role as VP of Informa-
tion Technology, he was also able to give 
himself authorization to view senior exec-
utive email accounts and therefore access 
to information not required for his job. His 
fraud was uncovered when he was forced 
to go on disability leave and someone else 
took over his duties.

Ensure you have tight internal con-
trols in place such as segregation of duties, 
dual signatures and computer controls 
that limit access to sensitive information.
PRESSURE

Gladden owned expensive cars and 
homes — including a vacation home in 
Arizona and a $5-million investment 
property in Edmonton. He lived a life-
style that was far beyond what he could 
aff ord on his $210,000 a year salary.

Employees will look for opportuni-
ties to commit fraud when they feel pres-
sure to “keep up with the Joneses,” have 
excessive personal fi nancial obligations 
or need to support an addiction such as 
gambling or drugs. Look for signs that 
your employees are living beyond their 
means or exhibit suspicious behavior that 
hints at an addiction.

TRENDS

JENNIFER NICHOLSON CPA, CA,
PARTNER, EXECUTIVE FINANCE
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us because we help and trust each other, 
have an open line of communication and 
possess similar values. 

Our dinner guests play an integral 
role in the success of our business. Not 
only do they help to push our brand by 
telling others and sharing their experi-
ence digitally, they also give us much- 
appreciated feedback. Feedback gives us 
an opportunity to improve and innovate, 
adds value to our business, and helps us 
to commend and train our employees. 
Because of the way we interact with our 
guests, we’ve come across people with 
great culinary know-how who’ve ended 
up contributing articles on our blog,  
sharing their insights of the food world.

Food festivals present opportunities 
to promote our brand while being a part 
of and interacting with our local com-
munity. One thing to note is that not all 
partnerships will necessarily involve the 
product or service you deal with. At Eliot 

& Vine, we also make sure we do our part 
to contribute to local charities to help 
with their fundraising endeavours.

As seasons change, we tweak our 
menu to reflect the change in local fare. 
When our new menu is ready, we love to 
bring in local influencers, the media and 
some of our valued guests to have a taste 
of our new offerings and give us honest 
feedback. This allows us to provide 
engaging content for our media and in 
return, get feedback plus some press and 
photography for our restaurant.

At the end, measuring the success 
of a collaborative effort helps us to assess 
what went well and where we would 
improve next time. Adapting and evolv-
ing based on that data is what will make 
future partnerships easier to execute and 
more successful. Collaborating demands 
of us to realize that there is enough to go 
around for everyone. This is what opens 
the door to amazing relationships.

In the restaurant industry, the ability 
to tap into a hyper-interactive digital 
world excites us and also challenges us to 
stay relevant and re-think how we view 
our internal and external relationships. 
The deeper we look, the more we realize 
our connections are limitless and that to 
succeed, collaboration is key! Technology 
has put the world at our fingertips and has 
drastically increased the audience that 
both our private and work lives can reach.

Internally, it’s important to create 
an environment that merges employees’ 
individual goals with those of the busi-
ness. Knowing an employee’s end goal 
helps the employer and employee work 
together and consider what roles and 
tasks will help them achieve job satis-
faction and also reach their ambitions. 
Collaborating with your team also means 
having an environment that fosters the 
sharing of ideas, and suggestions for 
innovation. Employees who interact 
directly with your customers will have 
unique and important perspectives on 
ways to innovate that will keep your cus-
tomers coming back again and again.

Externally, there is a vast pool of 
potential partners when thinking of 
collaborating externally. For a restaurant 
these will vary from vineyards to local 
food tours, from guests to local foodie 
influencers. One of our favourite ways 
to collaborate is to plan intimate dinner 
events, with offerings different from our 
regular menu. We partner with our wine, 
beer and spirits suppliers and influential 
personalities in the industry to create 
special beverage and food pairings, 
shared over some great storytelling in 
an intimate setting. This works well for 

JOHANNA 
ELIOT 
PRESIDENT, 
ELIOT & VINE
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Employees who interact directly with your customers 
will have unique and important perspectives on ways 
to innovate that will keep your customers coming back 
again and again.”

TRENDS

Collaboration is key
The strategy that opens the door to amazing relationships 
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you’re excited, you’re proud, and you’re 
already counting down the days until 
your next race. Crossing the finishing line 
together with your colleagues will be an 
experience like no other, guaranteed to be 
fondly remembered for years to come. 

The relay breaks the marathon route 
up into eight legs, which range from 3.8 to 
6.3 km in distance to welcome people of 
all fitness abilities. What makes the event 
so great for team building is that it’s not 
about how fast you get to the finish line, 
but how much fun you have getting there. 
It’s not a team building event that lasts 
one day, as the weeks leading up to the 
event are sure to bring many other team 
building opportunities. Many corporate 
Relay teams train for the event together. 
This can involve running, cross training, 
stretching and trying new healthy recipes 
as a group.

The Blue Nose Marathon welcomes 
approximately 13,000 participants to the 
event each year — there’s entertainment 
on course, spectators cheering you on 
all over the city, and even a dedicated 
running support team to help you over 
those pesky hills. There’s never a dull 
moment on race weekend and everybody 
walks away feeling inspired, motivated 
and proud to have been a part of Atlantic 
Canada’s largest running event. 

So, instead of planning an activity 
that feels like another day at the office —  
why not try out the Killam Properties 
Marathon Team Relay? Spend time 
together, share an experience and work 
towards a common goal — it’ll be your 
best time ever! 

The Scotiabank Blue Nose Marathon 
takes place May 19-21, 2017.

Team building is the most important 
investment you’ll make for your business. 
It builds trust, encourages communica-
tion, increases collaboration and allows 
your team to learn new skills. Effective 
team building activities will almost always 
lead to more engaged employees — an 
invaluable asset for every employer. 

When considering your next cor-
porate team building activity, seek out 
experiences that challenge your team. 
Choosing an activity that’s unique and 
slightly outside of people’s comfort zones 
will encourage them to come together 
in a new way. Potlucks, barbecues and 
weekend retreats are wonderful network-
ing opportunities, but they lack the most 
important element of a successful team 
building activity: the challenge. 

Introducing: The Killam 
Properties Marathon Team Relay. 

Perfect for people of all fitness levels, 
the Marathon Team Relay provides a 
unique opportunity for individuals to run 
the Scotiabank Blue Nose Marathon in an 
entirely new and exciting way — as part 
of a team!

In teams of four to eight people, 
Relay participants will each run a portion 
of the full marathon course, running 
amongst participants from the Marathon, 
Half Marathon and 10K. At the end of the 
final leg, the team will cross the finish 
line together and have the bragging 
rights of finishing a marathon (and a 
shiny new medal to hang in the office!). 

The rush of crossing a finish line is 
like no other — you’re tired but energised, 

Photos: Contributed

Perfect for people of all fitness levels, the Marathon Team 
Relay provides a unique opportunity for individuals to 
run the Scotiabank Blue Nose Marathon in an entirely 
new and exciting way — as part of a team!”

TRENDS

Ditch the company potluck
Challenge is the most important element in team building exercises

DANIELLE RUSSELL MARKETING 
AND COMMUNICATIONS 
COORDINATOR, SCOTIABANK 
BLUE NOSE MARATHON
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the dialogue on commuter rail. Front 
line customer service and regulatory 
issues are huge for our members so the 
attention by both the provincial and 
municipal governments after many years 
is gratifying.

We are your champions, leaders 
and collaborators. We are your local 
Chamber on the ground working for 
you for more than 250 years — 100 years 
before confederation by the way. We 
step up and take the backlash when 
needed or we support those leading the 
charge for change. Whatever it takes to 
get the job done.

So, keep in touch and when your 
Chamber staff calls let us know. We want 
to hear from you — we walk the talk.

You may have seen the work we 
have done over the past few months on 
pre-budget submissions, letters to gov-
ernment and commentary on issues that 
impacts you — our members — and you 
may have thought so ok, but then what?

Well, we continue to work on the 
files — via meetings with government 
officials and our elected leaders — MPs, 
MLAs, ministers, the mayor and council, 
reminding them of the issues that impact 
you every day. At these meetings, via our 
communications vehicles and in social 
media, the lines have been drawn, these 
are our expectations and we want action. 
Whatever it takes to get the job done,  
we do it.

Our members value a competitive 
tax regime, regulations that make sense 
and an open for business environment.

In our advocacy efforts, the key focus 
continues to be tax reduction, regulation 
reduction and indexing personal income 
tax brackets. Governments have many 
competing demands and voices. Some 
say why not increase spending. But we 
must live within our means. We pay some 
of the highest taxes in the country. It is 
critical that the concerns and impact on 
our members be heard — consistently 
and often. Certainly, there are many 
that view the business community does 
not understand or even contribute to the 
needs of the community. Businesses hire 
people, support many on-the-ground 
initiatives and pay lots of taxes that 
in turn support education, health and 
community services.

This is long-game work. It requires 
being watchful for a shift in the political 
winds to ramp up, pivot quickly and raise 
the volume on our work.

So, do we make a difference? Yes. 
The last time you pre-cleared at the Hal-
ifax Airport, shopped on Sunday, heard 
talk about coding in the classrooms, 
healthy workplaces, a rebalance of 
commercial and residential tax burden, 
and the urgency around our demographic 
issues to name a few — we were there.

But we are ground level as well — 
connecting you to who and where you 
need us, commenting on bylaws that 
don’t make sense, questioning the lack of 
predictable development approval times, 
seeking efficient transit and even raising 

WORKING FOR YOU

NANCY CONRAD SENIOR VP 
POLICY, HALIFAX CHAMBER  
OF COMMERCE

So what happens now?
The Chamber continues to work on the files important to our members

We step up and take the backlash when needed or  
we support those leading the charge for change.”
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Imagine, for a moment, your business 
thriving at its highest potential. What does 
this look like? Depending on your busi-
ness, the answer may be a better product, 
new technologies or a wider client base. 
No matter the answer or business, the 
most important question to ask is; what is 
holding you back from succeeding?

For many businesses, the answer is 
cash flow. There are many opportunities 
to receive grants, incentives and funding 
for Nova Scotians through many different 
organizations and we’ve made finding 
the right match extremely simple. Pro-
viding easy access to funding is just one 
of the many resources offered through 
Grow HALIFAX, a Halifax Chamber of 
Commerce initiative.

Grow HALIFAX was created as a way 
to connect our members to the resources 

• Provide employees with transferable  
 skills 
• Upgrade skills 
• Increase inter-provincial and  
 international competitiveness 
• Foster workplace diversity

Businesses of all sizes can receive  
up to $10,000 per employee for skills 
upgrades, which include tuition, examina-
tion fees, textbooks and even travel costs.

Eligible applicants for WIPSI must be:

• Located in Nova Scotia 
• Active in the NS Registry of Joint  
 Companies/Incorporated by an Act  
 of the Nova Scotia Legislature 
• Have existed for more than one year 
• Able to demonstrate the need for  
 training 
• At least $25,000 in wages or owner  
 remuneration

By taking advantage of funding oppor-
tunities, your business can grow faster to 
reach new successes. These resources are 
available to help invest in the future of your 
business, and when our businesses grow 
so does our city! So, check out our website 
for more information on funding available 
to Nova Scotia’s, and feel free to reach out 
to us if you have any questions. 

Are you interested in Grow HALIFAX? 
Contact Ashley@halifaxchamber.com

they need to be productive and competi-
tive in today’s market. This is achieved by 
determining needs, making meaningful 
connections, delivering training/edu-
cation programs, executing events and 
providing access to funding.

Just head to our website, www.
halifaxchamber.com and click ‘Funding 
Opportunities’ under the Grow HALIFAX 
tab. There, you’ll find dozens of links to 
funding programs in different categories 
including opportunities specific for 
small businesses, start-ups, exporters 
and creative industries. Funding is 
also available for staffing, training and 
increasing diversity in the workplace.

KNOWLEDGE IS POWER
An example of an opportunity 

available to business owners in Nova 
Scotia is the Workplace Innovation and 
Productivity Skills Incentive (WIPSI). 
This initiative of the Canada Nova Scotia 
Job Grant and provides eligible employers 
with funding to invest in employee skills 
through workforce training.

WIPSI is designed to encourage 
employers to invest in training to:

• Improve productivity 
• Increase innovation 
• Support the introduction of new  
 technology, machinery and  
 equipment, or work processes 

WORKING FOR YOU

Funding to grow
Connecting companies with the resources they need to succeed

KAYLA COTTON HALIFAX 
CHAMBER OF COMMERCE

Grow 
HALIFAX



MEMBER SATISFACTION 
SURVEY 2016

Most Important to your Business Our Members value our work

Top Benefits of being a Member

Why businesses remain

94%

80%

88%

85%

82%

HALIFAX CHAMBER OF COMMERCE

This survey is in the field every Fall and is used to gather information about the satisfac-

tion level of our Members. 131 Members responded to this survey between November 

25 - December 16, 2016.

How do  
we know?

of Members would recommend 

joining the Halifax Chamber to 

another business

are satisfied with their  

Membership

   Group Health Insurance

   Member to Member Marketplace

   Home & Auto Insurance

   Networking & development

   Keep up to date on issues affecting business

   Establish a business profile

Value our

Communications

Value our

Events

Value our

Policy Work

   Promote Entrepreneurship

   Champion Common Sense Regulations

   Build a vibrant downtown core

-
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220 Golf Course Rd • Chester • NS • www.chestergolfclub.ca • Tee Times & Pro Shop: 902-275-4543 • Dinner Reservations: 902-275-4702

A UNIQUE SEASIDE GOLFING EXPERIENCE

Chester offers visitors the magic of a classic golf course in a seaside setting. The course routing provides a golfi ng adventure that is both 
challenging and enjoyable for all skill levels. It is a joy to play, whether you aspire to break one hundred twenty or par of seventy. 

Any missed shots will be due to the distracting beauty of the Atlantic Ocean, the islands and the colourful sailboats tacking in the wind.

After your round, come in and sample some of the fi nest seafood found in Nova Scotia. We’re told the seafood chowder is superb.

WE LOOK FORWARD TO SEEING YOU!

SPECIAL FEATURE GOLFING GETAWAYS

A course with seaside charm
Chester Golf Club offers many interesting twists  By David Pretty

Chester Golf Club in Mahone Bay 
is one of Nova Scotia’s oldest and most 
unique golfing destinations. Its breezy, 
ocean-side vistas and tree-lined fairways 
have attracted and charmed players since 
1955.

Club General Manager Dave Mac-
Millan says Chester’s “undulating and 
challenging greens” make for a genuine 
challenge.

“The greens and the precarious 
winds are the course’s greatest defence,” 
he adds.

Renowned Canadian course archi-
tects such as Bill Robinson, Graham 
Cooke and Les Furber have all contrib-
uted. The Chester course, for example, is 
a 6,100-yard, 18-hole, par-70 with many 
interesting twists. After three seaside 
holes, the course cuts into the woods and 
then emerges back onto the coast for the 
final three.

“The back nine is a wonderful series 
of ball striker’s holes that can make or 
break your round,” MacMillan enthuses.

The 17th hole brings players  
oceanside again to contend with the 
on-shore breeze. The 18th plays along 
the coast one final time before leading 
players back to the clubhouse for 
refreshments and more breathtaking 
views.

“First time visitors to Mahone Bay 
are always blown away,” MacMillan says. 
“It’s ‘Canada’s ocean playground’ in one 
gorgeous vista.”

Chester Golf Club’s accessibility is 
also appealing.

“We’re completely open to the public” 
MacMillan notes.

Atlantica Oak Island Resort and 
Conference Center, the Best Western 
in Bridgewater, and a few local bed and 
breakfast spots all offer affordable “stay 

and play” deals for those who want to 
make a weekend out of their game.

Group rates, power carts, rental 
clubs, an on-site driving range and prac-
tice facilities, men’s and women’s locker 
rooms with showers and a fully-equipped 
boardroom all make Chester Golf Course 
an ideal destination for charity events 
and corporate outings.

“Our clubhouse is also a very popu-
lar dining destination,” MacMillan adds. 
“We’re particularly well-known for our 
seafood and our chowder is some of the 
best around.”

Between the fantastic menu, 
friendly service, and spectacular view, 
dining at Chester is the perfect accompa-
niment to your golf day.

Make Chester Golf Course your 
play and dine destination this summer to 
discover a special place tailor- made for 
unforgettable memories!



Only want to play 9 holes? 
We can accommodate your group anytime including weekends.

902.384.2033 | rogc@ns.aliantzinc.ca | www.riveroaksgolfclub.ca

LET US HOST YOUR CORPORATE EVENT

$59.99 +tax 
pp

Starting at Includes 18 hole green 
fee, shared cart, and 
BBQ steak dinner. 
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One of Nova Scotia’s most beautiful 
golf courses, Lost Creek, in Beaver Bank, 
is getting geared up for a new season of 
golf for members and the general public.

Lost Creek has gone through 18 
years of transformation, all to improve 
the aesthetics and play-ablility. The 
enhanced quality and re-design of many 
holes has been the responsibility of Lost 
Creek’s Superintendent Mike Duchesne, 
who has been awarded the 2017 Atlantic 
Canada’s Superintendent of the Year 
Award. You will see it is well deserved 
when you play the course.

The club is ideally set up for 
corporate events, whether it’s a company 
tournament, a reception, or a wedding. 
The fully-equipped and licensed club-
house can serve up to 250 guests per day 
and the spacious upper deck is ideal for 
groups of up to 60 people, with another 
60 being able to enjoy the new lower 

Beauty and challenging golf
Lost Creek is ideal for corporate events and tournaments  By Carol Dobson

for all, especially the organizer.
Come and enjoy The Creek, only 

minutes from Bedford-Sackville and 
downtown Halifax –Dartmouth.

For information on the course and its 
offerings, contact at the club@lostcreek.ca.

deck. If the weather turns grey, there’s  
a cozy fireplace at the ready.

Lost Creek makes life easier for 
those tasked with planning corporate 
events with a number of packages that 
can be tailored to make the day enjoyable 

SPECIAL FEATUREGOLFING GETAWAYS



Golfer’s Delight Package
The Golfer’s Delight package includes:

103 Shore Road • Digby • Nova Scotia • pines@digbypines.ca • www.digbypines.ca

• One night accommodation
• Full breakfast buffet
• One round of golf

• 50% Off additional rounds of golf
•  Rates starting from $129.00 per person, per 

night, plus tax, based on double occupancy
* Rooms and rates based on availability at time of booking.

Call to book this package:
1 (800) 667-4637
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The best of past and present
Digby Pines mixes old fashioned charm with a challenging course  By Zack Metcalfe

The famous golf course designer 
Stanley Thompson was known for his 
habit of incorporating the lay of the land 
into his final designs. In other words, 
he worked with what the landscape 
gave him, and of all the courses he 
championed from coast to coast, one 
awaits you in Digby.

“The layout, bunkering and stuff 
like that is all in his original design,” said 
Scott Nickerson, Head Professional of 
Digby Pines Golf Resort. “Other than 
adding a few tee decks and parking lots, 
it’s pretty much [as Stanley left it]. We 
have a lot of undulation in our fairways, 
and not a lot of flat ground, which puts a 
lot of extra trickiness into the game.”

Unlike most modern courses, Nick-
erson and his staff make no effort to tame 
the forest lining the course’s fairways, 
allowing for its 18 holes to be subdivided 
by true wilderness. Besides the natural 

beauty this affords golfers, it also pres-
ents a challenge above and beyond the 
glades surrounding other courses.

“You’re punished if you go in the 
woods,” Nickerson joked, their thickness 
making a free swing difficult.

But golfers at Digby Pines have more 
to admire than just the trees. Several of 
the course’s holes overlook the Annapolis 
Basin as well as the course’s resort. The 
hotel, built in 1929, catches the eye with 
old fashioned charm.

Of course these antique details are 
complemented by the trappings of a mod-
ern course, with a resort restaurant, a 19th 
hole, spa, outdoor pool, outdoor chess, 

hikes, some 30 cottages and packages 
which allow visitors to experience every-
thing else this region has to offer. Nicker-
son makes special note of whale watching.

Digby Pines has approximately 150 
members at its course, catering primarily 
to tourism traffic and one-off visits. But 
its all-inclusive memberships remain 
competitive. Nickerson said they hope 
to begin the 2017 season May 5 and 
will remain open until the weekend of 
Thanksgiving. In a typical year they’ll 
host 20,000 rounds.

“We had one of our best years last 
year,” he said, “and we’re looking forward 
to topping it.”

Other than adding a few tee decks and parking lots,  
it’s pretty much [as Stanley left it].”
— Scott Nickerson, Head Professional, Digby Pines Golf Resort



PLAY FOR THE CHALLENGE … 
COME BACK FOR THE VIEW

WHERE ARE YOU PLAYING THIS SEASON?
Take a Test Drive with our Shareable Passes for as low as $40/round.

Contact us today — admin@granitespringsgolf.com or call 902-852-3419 xt.226

GRANITESPRINGSGOLF.COM
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Of all the courses in HRM, none 
offer quite as classic a golfing experience 
as Granite Springs, its humble greens 
nestled amid Bayside scenery.

David Perry is the club’s general 
manager, taking the helm only recently, 
and as a lifelong golfer he attests to the 
uniqueness this course brings to the tee. 
For one, its holes are smaller than those 
of other courses and designed more tact-
fully, demanding strategy from its golfers 
rather than a strong swing. The 18 holes 
in question range from 6,400 yards down 
to 4,800 on front tee decks.

“They’re not 7,500 yards, so you 
don’t need to be a heavy-hitter to play 
them,” said Perry. “It’s more cerebral,  
so you need to think your way around  
the course and pick your spots.”

Granite Springs also feels the wind 
of Shad Bay, its tees confronting these 
gales from several directions, which  

Nothing beats a classic
Granite Springs prepares for 26th season  By Zack Metcalfe

is complimented by the Bayside Bar & 
Grill. Located between the front and 
back nine, the club itself hosts everything 
from tournaments to weddings.

Memberships range from fully priv-
ileged to intermediate and include spe-
ciality offers for senior and junior players. 
As well, Perry is introducing 20, 30 and 
40 round golf passes which are entirely 
transferable and offer visitors a flexible 
alternative to memberships. Clinics will 
also be on offer for juniors and ladies.

All told, Perry said the true allure 
of Granite Springs is the natural beauty 
which surrounds it, said to be stunning 
enough in places that golfers have diffi-
culty concentrating on their shots. This  
is true of the course, the lodge, even of 
the drive separating you from them.

“The people who play out here  
absolutely love it,” he said, speaking,  
of course, from experience.

creates a variety of challenging holes.  
As well, this club has been sprucing itself 
up in recent years, widening the course, 
softening its fairways and converting the 
relative jungle surrounding them into 
appealing glades.

“It’s going to take on a new feel,” 
said Perry.

Granite Springs makes a point of 
opening earlier than its provincial coun-
terparts, beginning the season in late 
April and continuing well into November, 
weather permitting. And this year, their 
26th running, Perry is reaching above 
and beyond the 20,000 rounds they’ve 
hosted in previous seasons. For this, he 
plans to use their facilities to the utmost.

The golf course itself is inland, said 
Perry, but their lodge, with a total capac-
ity of more than 400 people, offers spec-
tacular views of Bayside and the ocean 
which borders it. The lodge’s dining room 

SPECIAL FEATUREGOLFING GETAWAYS

zack.metcalfe@gmail.com
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The Atlantic Immigration  
Pilot Program
A new option for immigrating to Atlantic Canada  By Suzanne Rix

Great news! There is a new 
option for employers wishing to hire 
immigrants and for immigrants 
wishing to immigrate to Nova Scotia, 
New Brunswick, Prince Edward Island 
and Newfoundland and Labrador. 
The Canadian government and the 
governments of the Atlantic Canadian 
Provinces have recently announced the 
new three-year Atlantic Immigration 
Pilot Program.

The program is designed to allow 
employers looking to fill labour gaps 
with applicants who meet their needs 
by providing them with job offers and 
settlement support. In 2017, up to 2,000 
applications will be accepted under the 
program.

The Atlantic Immigration Pilot has 
two programs for skilled workers:
• The Atlantic High-Skilled Program;  
 and
• The Atlantic Intermediate-Skilled  
 Program. 

It also has one program for interna-
tional student graduates:
• The Atlantic International Graduate  
 Program.

PROGRAMS FOR SKILLED WORKERS
For the skilled worker programs, the 

applicant must have worked for at least 
one year (1,560 hours total or 30 hours 
per week) within the last three years. The 
work must be paid, in one occupation, 
and at skill level 0, A, B (high-skilled) or 
C (intermediate-skilled) of the National 
Occupational Classification (NOC).

This is a positive development 
because usually only NOC 0, A and B 
work is considered eligible work (with 
certain limited exceptions), but the 
Atlantic Immigration Pilot also applies  
to NOC C occupations.

Another positive aspect of the 
Atlantic Immigration Pilot is that the 
minimum language level is Canadian 
Language Benchmark (CLB) Level 4 in 
English or French. This is lower than the 
current requirement for most programs 
of CLB Level 5 or 7.

In terms of education, workers must 
show that they have either a Canadian 
high school or post-secondary diploma, 
certificate or degree; or an Educational 
Credential Assessment showing that their 
education is equal to a completed Cana-
dian secondary (high school) or post-sec-
ondary diploma, certificate or degree.

PROGRAM FOR INTERNATIONAL 
GRADUATES

Applicants under the International 
Graduate Program do not need any work 
experience, but they do need a minimum 
two-year degree, diploma, certificate or 
trade/apprenticeship credential from a 
recognized publicly-funded institution in 
an Atlantic Canadian province.

Applicants need to have been a 
full-time student in Canada for at least 
two years and have graduated in the 

The program is designed to allow employers looking to 
fill labour gaps with applicants who meet their needs by 
providing them with job offers and settlement support.”



Our immigration lawyers will help you navigate the complexities of immigration
law so that you, your family or your employees can work or study in Canada.

Based in the Halifax office of Cox & Palmer, Suzanne Rix and Emily Racine advise
clients on which type of immigration application would have the greatest success.
Legal services are offered in English and German.

Cox & Palmer is a full-service, top-ranked Atlantic Canadian law firm with the
knowledge and experience you can rely on for solid legal solutions. We work with
clients to understand their needs andprovide valuable advicewhen itmattersmost.

Helping you grow in Nova Scotia

Suzanne Rix
srix@coxandpalmer.com
902.491.4124

Emily Racine
eracine@coxandpalmer.com
902.491.4102

SPECIAL FEATURELEGAL SERVICES

last 12 months before applying. They 
need to have lived in one of the Atlantic 
Provinces for at least 16 months in the 
last two years before they graduated.

This will be a great option for 
international students wishing to stay  
in the region.

PROGRAMS FOR BOTH SKILLED 
WORKERS AND INTERNATIONAL 
GRADUATES 

All applicants must have a job offer 
from a designated employer in an Atlan-
tic Canadian Province (Nova Scotia, 
New Brunswick, Prince Edward Island 
or Newfoundland and Labrador) for a 
non-seasonal job. Employers can apply 
to be designated and eligible under the 
Atlantic Immigration Pilot via applica-
ble provincial bodies.

Although the employer does not 
need a Labour Market Impact Assess-
ment (LMIA), the employer does need to 
show that efforts to hire locally have not 
been successful. The employer must also 
provide an individualized settlement 
plan co-signed with the foreign worker 
and must commit to working with 
a service provider organization on 

settlement and retention.
In summary, the Atlantic Immi-

gration Pilot is a wonderful new option 
for both regional employers and 
qualified applicants wishing to come  
to Atlantic Canada who have a job offer 

from a designated employer!

Suzanne Rix is a leading immigration 
lawyer and partner in the Halifax office 
of Cox & Palmer.
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The Atlantic Immigration Pilot is a wonderful new 
option for both regional employers and qualified 
applicants wishing to come to Atlantic Canada who 
have a job offer from a designated employer!”

Ph
ot

o:
 D

an
ie

l E
rn

st
, 12

3/
RF



M A Y  2 0 1 736

SPECIAL FEATURE LEGAL SERVICES

Succession planning for  
small business owners
Making sure your wishes are respected  By Carol Dobson

A will is one of the most important 
documents a person can have, as it exists 
to ensure their wishes are respected and 
acted upon after their demise. This is 
especially important if a person is the 
owner of a business, to ensure a succes-
sion plan is in place in case something 
unexpected happens.

In fact, Heather de Berdt Romilly, 
the Executive Director of the Legal Infor-
mation Society of Nova Scotia, says that 
wills and estate planning calls (including 
personal health directives and powers 
of attorney) are top of the list in terms of 
the 20 thousand annual calls to LISNS’ 
hotline.

“Our ‘It’s in Your Hands’ docu-
ment about life cycles is our most often 
requested publication,” she says. “And 
it will be updated later this year as the 
legislation changes.”

LISNS is currently in the process of 
making writing a will a more technically 
convenient process through the develop-
ment of a wills app and is hoping to create 
a similar app for small business owners 
on various legal aspects of small business 
in the near future.

“We want to be able to take what 
is involved in writing a will, putting 
together the information that can be 
transferred into a will template so that 
an individual can do it and then have it 
reviewed by a lawyer,” she says. “By help-
ing people do that work up front, it will 
save on lawyers’ fees and it will also be 
good for lawyers who do wills and estates 
because they will be able to be more effi-
cient and do more wills. So both sides will 
know what is expected of them.”

Over the past number of months 
a team of students from Saint Mary’s 
University has been working under the 
Co-Curricular program at the univer-
sity to develop the application. De Berdt 
Romilly says they have been an incredible 
asset and having one of the students as a 
Commonwealth Scholar doing a Masters 
degree in digital security encryption has 
been key when it comes to privacy issues 

around the final version of the app.
The app has been beta tested in 

several different situations, including 
with volunteer navigators, students in the 
wills clinic at the Schulich School of Law, 
and at the IWK hospital.

The first step in developing the app 
was designing the 12 screens that include 
common phrases used in wills and the will 
template itself. Currently it can be filled 
in and saved to a USB drive or printed off 
in draft form. Then the individual can 
take the document to a lawyer for review, 
modifications and anything else required 
to make the will legal and valid.

“We believe this is going to be a way 
for people living in remote areas of the 
province to be able to create these docu-
ments without a lot of travel and they can 
set up talks with their lawyer by Skype or 
Face Time if needed,” she says.

The final phase, she hopes, will be 
rolled out at the end of the year and will 
involve the will app, plus a way to create 
a personal health directive and power of 
attorney. Given the positive comments on 
the app so far, LISNS is already looking 
at how they can create similar apps for 
other legal aspects of life, including some 
geared for small business.

We believe this is going to be a way for people living in 
remote areas of the province to be able to create these 
documents without a lot of travel and they can set up  
talks with their lawyer by Skype or Face Time if needed.”
— Heather de Berdt Romilly, Executive Director,  
 Legal Information Society of Nova Scotia

Photo: wirojsid/123RF



CUSTOM EXECUTIVE EDUCATION

Custom Programs
• Created for your company

• Customized for your needs

• Contextualized for your industry

dal.ca/execed/custom

Imagine the possibilities.

Preparing today’s leaders for tomorrow’s challenge.
Using a personalized needs assessment and development process, we design

cost conscious programs and workshops, which enable accessibility to

custom education for companies of all sizes.
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2. CROSS-FUNCTIONAL TRUST
Innovation will not thrive if it 

is only the “R&D people” that are 
engaged. Silos tend to create echo 
chambers that limit the intelligence 
of the team, while collisions among 
diverse team members add dimension 
and perspective to anything the team 
works on. Trust needs to be present on 
innovation programs right across the 
entire enterprise so that opportunities 
to innovate have already considered the 
sales team or the CFO, as opposed to 
isolating them from the process.

3. RESERVED TIME FOR THE  
 EXERCISE OR PROGRAM

Truly successful innovation programs 
need to have company capacity reserved 
for it. Time and resources need to be set 
aside so that participants can plan for their 
activities, reduce the need for compromise 
when it comes to priorities and eliminate 
hope as an innovation strategy. Hope is 
never a good strategy for anything.

4. A COMMON LANGUAGE
Whether it is design thinking, 

agile or lean start-up, there are many 
commonly accepted approaches, systems 
and lexicons that can be used for teams 
to coordinate activity. The use of a 
common vernacular pays dividends, and 
it is less about which approach you use, 
and more that one is used consistently by 
all participants.

5. UNDERSTANDING THE 
 DIFFERENCE BETWEEN  
 ADAPTATION AND INNOVATION

Adaptation — also known as incre-
mental improvement — is NOT innova-
tion. Adaptation is your job: the incremen-
tal improvements that companies make 
on a regular basis in response to changing 
market conditions, customer feedback 
and product roadmaps. Innovation is  
completely different. Adaptation changes 
the slope of the curve that your business  
is on today. Innovation puts you on a  
completely different curve altogether. 

A t risk of upsetting the many 
engineers who read Business Voice, 

it is my opinion that innovation cannot 
be managed. There. I said it.

Although there are many tools 
and processes that can be employed 
for innovation, rigorous process and 
enterprise systems can have a negative 
impact on innovation efforts by 
supressing creativity and spontaneity. 
So I am an advocate for an alternate 
model — one that is centered in attitude 
and behaviour. Instead of attempting 
to manage innovation, I believe that 
organizations should instead focus  
their resources on setting the conditions 
that will allow innovation to thrive.

Many companies, one way or 
the other, are working on innovation. 
This can range from back-of-napkin 
conversations all the way through to 
heavily funded and structured R&D 
departments. And I would argue that 
innovation can happen at any company, 
and with meaningful result, if the 
following six conditions were present.

1. A CULTURE WILLING TO TAKE  
 RISK & ACCEPT FAILURE

Most attempts at innovation do 
not lead to success. Instead, they lead 
to other attempts at innovation. So be 
prepared to take risks with your efforts, 
and reward failure like you reward 
success: Good job, we got an answer,  
let’s move on to the next challenge.

MESSAGE FROM THE CHAIR

Managing innovation  
can be tricky

6. LEADERSHIP
Leadership needs to be present on 

these initiatives. Leadership not only 
needs to support the setting of these 
conditions, but they also need to partic-
ipate themselves. Innovation is increas-
ingly being discussed at the board level 
within the enterprise and leadership is 
the conduit to the board, communicating 
the value of innovation in exchange for 
their commitment to make resources 
available. With leadership participation, 
that conversation will always be more 
productive, and will also help people feel 
more inspired — generating new leaders 
at all levels of the enterprise

Managing innovation can be tricky. 
But these conditions will absolutely pro-
vide the right kind of internal supports 
for it to thrive.

Mark Fraser is Chair of the Board  
of Directors of the Halifax Chamber 
of Commerce and Executive Vice 
President at T4G Limited. T4G’s 
Innovation Practice (www.t4g.com/
services/labs/) is concentrated in 
Halifax where they help companies 
bring to life innovation programs.

MARK FRASER 
CHAIR OF THE BOARD

Although there are 
many tools and 
processes that can 
be employed for 
innovation, rigorous 
process and enterprise 
systems can have a 
negative impact on 
innovation efforts by 
supressing creativity 
and spontaneity.”

Instead of managing, focus on creating the right conditions for innovation



Personalized service your business
deserves is just around the corner.
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Rogers Small Business Centre
5693 Spring Garden Road Halifax, NS, B3J 1G9

Join us at our upcoming event.

Visit www.rogersbusinesscentres.com for more information.

Receive valuable business insights, gain networking opportunities and experience
thought leadership from local small business experts.




