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O ver beers John MacDonald and Les Lang 
settled on the name Brimrock Group Inc.
(Brimrock) for their new company. Brimrock 

is a play on the word brimstone, the biblical term for 
sulphur. The two colleagues had recently left Enersul 
Inc., a leading service company in the processing and 
handling of sulphur, and had set up their own company. 
They incorporated Brimrock in 2006.

They started by offering consulting services primarily 
as a means to pay the bills. Their real passion was to 
become a technology company. Les and John both felt 
that the industry was using outdated technology and 
there was an opportunity to make significant improve-
ments by using off-the-shelf technology in new ways. 
As John says, “We had the knowledge and the opportu-
nity to bring the industry into the 21st century.” 

John MacDonald had 
worked as a senior 
executive in the truck-
ing and railroad industry 
when he joined Enersul 
Inc. in 2000. As VP of the 
Technologies Business 
Unit, John and his team 
secured a number of ma-
jor sulphur equipment 
supply contracts in Rus-
sia and the Middle East.   

Les Lang has over 40 
years of experience 
working at all levels in 
sulphur plants including 
forming and handling. 
Les grew up on a farm 
near Pincher Creek, 
Alberta where he devel-
oped a deep understand-
ing of mechanical equip-
ment. He worked for 
Enersul for 27 years and 

in his last position, he was Manager of International 
Marketing and Sales.

IDENTIFYING AN OVERLOOKED OPPORTUNITY

Les had worked on a number of projects where sul-
phur blocks needed to be re-melted. Les noticed that 
after re-melting the pure sulphur from the blocks at 
the top of the pile, the area would be left with “dirty or 
contaminated sulphur” at the bottom. The blocks sit on 
pads in the yard. The sulphur closer to the pad is mixed 
with soil and other organic material. This contaminated 
sulphur is either pushed aside or ends up in a landfill. 
Hazardous waste can cost up to $150 per tonne plus 
transportation to landfill.

One of Les’ ideas for enhancing the sulphur handling 
process through technology was to design and manu-
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facture a contaminated sulphur re-melter that would 
extract the contaminants allowing the plant to recover 
and put the clean sulphur back into the supply chain. 

 

In late 2006 and 2007, Brimrock began undertak-
ing third party engineering and design work to further 
refine the concept. Not known to do anything by half 
measure, Les and John intended to build a full scale 
working prototype. They just needed $1 million to do it.

John approached the National Research Council – 
Industrial Research Assistance Program (NRC-IRAP) in 
Calgary for assistance and received a $35,000 grant. 
Through NRC-IRAP, John and Les were introduced to 
CETAC-WEST. They attended CETAC’s Entrepreneur to CEO 
workshop where the two focused on developing their 
strategy. Gaining IRAP’s support confirmed for John, that 
their ideas had merit and that their business proposi-
tion was marketable to investors. 

Inspired by the workshop, John wrote a business plan 
and began pitching the concept to venture capital-
ists. Brimrock’s business model was to build a modular 
working unit and approach sulphur production compa-
nies to clean up their contaminated sites. He spent an 
entire year trying to raise the capital necessary but had 
difficulty gaining traction with the idea. 

SELLING NEW TECHNOLOGIES WITHOUT                                 
A TRACK RECORD

Les and John had developed other ideas for new tech-
nology by this time. John was busy selling their prod-
ucts without ever having manufactured any of them. Les 
was spending time developing the technology.

Brimrock was contacted by a Swiss based marketing 
company that wanted help with seting up a sulphur 
forming and handling facility in Jubail, Saudi Arabia. 
Les began researching the equipment the Saudi project 
would require. In his search, he stumbled upon the Mar-
tin Resource Management Corporation (Martin Group). It 
was late in 2008 and with the world financial crisis the 
sulphur market crashed putting the Saudi project on 
hold.

STRATEGIC PARTNERSHIP GIVES THE COMPANY HOPE

During the period from 2006 to the beginning of 2009, 
Brimrock had been self-financing the design and engi-
neering of their technologies through their consulting 
services. But they were close to the end of their ability 
to continue supporting those R&D activities. 

Contaminated Sulphur
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   Sometimes a market
opportunity exists right

in front of you.

   Turning a concept into
reality requires buy-in.

   They were selling products without 
ever having manufacturing any.



The Martin Group was interested in more than just the 
Saudi project. Through their various subsidiaries, the 
Martin Group manufactures and markets processed sul-
phur products among other things. They liked the ideas 
Les and John were advancing for modernizing sulphur 
processes and suggested that they would like to invest.

In 2009 they completed the deal with the Martin 
Group. Their investment turned into a majority share 
position. It also resulted in a more complex corporate 
structure. Brimrock Group became a wholly owned sub-
sidiary of a new company, Brimrock International. Les’ 
and John’s shares were rolled into a minority position in 
Brimrock International.

John took on the role of President of Brimrock In-
ternational and its subsidiaries and Les became VP of 
Marketing and Engineering. Both were happy with the 
arrangement. They now had the capital necessary and 
operational leeway to develop their technology. As an 
added bonus they could work and live in Calgary. 

TECHNOLOGY DEVELOPMENT

By this time, the contaminated sulphur re-melter was 
one of four technologies Les had been developing. It 
was the furthest along on the development path so they 
built it first.

They sold it to a sulphur forming and handling facility 
owned by one of the Martin public companies in Beau-
mont, Texas. It was just a one-off sale.

 If Enersul had not been happy that John was now 
working with some of their best technical people, Les 
being one, they were really unhappy with Brimrock’s 
newest technical advancement, the RS1500 granulator.

The granulator takes liquid sulphur and re-solidifies 
it so that it can be safely sent to manufacturers and 
turned into by-products such as fertilizer. Enersul’s 

granulator could solidify 1,100 tonnes per day. Brim-
rock’s RS1500 could do 50% more or 1,500 tonnes per 
day.

Brimrock’s CSR 575 Contaminated Sulphur Re-melter

Brimrock’s RS1500 Granulator
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Sulphur is transported in liquid form from the SRU. 
There is usually residual H2S present when it arrives at 
the forming and handling facility. At high enough levels 
the H2S presents a danger to handlers. A degasser re-
moves the H2S for safe handling. 

The Brimrock team was contracted to design and 
engineer a pure sulphur re-melter for a French com-
pany. They quickly did the same for a new and updated 
sulphur degassing process for the same client. Both 
technologies now operate at a sulphur facility in Bay-
onne, France.

These were multi-million dollar pieces of equipment. 
From 2009 to 2013, Brimrock sold five units to both the 
public side of Martin in Beaumont, Texas and to a sister 
company of Total SA in Bayonne, France. They sold one 
CSR575 contaminated sulphur re-melter, one SR800 
pure re-melter, one RS1500 granulator and two DG35 
degassers.

TECHNOLOGY SOLD OUT FROM UNDER THEM

The Martin Resource Management Corporation 
(MRMC) was a private company held by Martin Mid-
stream Partners LP, a public company. Late in 2013 the 
public company made the decision to restructure MRMC 
for tax purposes and to do it by December 31st of that 
year. When John got the call, he could not believe it. He 
had less than a month to raise the over USD$2 million in 
capital if they wanted to buy the company. There simply 
was not enough time. 

To make matters worse, the public entity did not sell 
the company; instead they sold the technology, patents 
and brand to Brimrock’s largest competitor, Sandvik 
Process Systems (Sandvik) out of Stockholm, Sweden. 
This left John and Les with little to show for their seven 
years of hard work developing the technology. 
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Brimrock’s DG35 Degasser

Brimrock SR800 Re-Melter
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John and Les stayed with Brimrock to oversee the 
disposition of the assets. They then went to work for 
Sandvik for six months but did not have the heart to 
work for a company that had previously been their ma-
jor competitor.

NEW BEGINNINGS

Within months John and Les were making plans to set 
up their own consulting practice, Sulphuric Group Inc. 
(SGI). They now provide turn-key solutions for custom-
ers around the world. They also have negotiated “take 
or pay” contracts that keep the pair busy. They act as 
the agent for Trammo Inc, a commodity trading com-
pany looking after their sulphur and petroleum coke 
interests in Canada.

SGI is working with small companies on exciting proj-
ects that look to use sulphur in new ways. For example, 
Bio-Cycle Solutions (www.bio-cycle.ca) is looking to 
make a new fertilizer combining compost collected from 
major grocery chains and mixing it with sulphur. 

Les and John work out of their respective homes 
and they have as much work as they can handle. They 
are proud of the impact their technology and ideas of 
improving sulphur processes have had. Their names are 
on several patents and the Brimrock brand continues to 
resonate around the world today in the sulphur industry.
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The generous and 
timely support by the

National Research Council –
Industrial Research 
Assistance Program

has been a significant contribution 
to the company’s growth.
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