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The Entrepreneur to CEO Workshop 

Background 

Once a year at the 

Entrepreneur to CEO 

Workshop, CETAC-WEST 

brings entrepreneurs 

together for a unique retreat 

dedicated to sharing 

collective wisdom and 

practical business learning. 

This network-based business experience gathers over sixty 

participants; including some-fifty SMEs (small-to-medium sized enterprises) together to share 

and discuss common entrepreneurial pains, challenges, and opportunities.  Similar to previous 

years, participants become aware of the Workshop through invitation and referrals. The 

Workshop is intended to serve new CETAC-WEST clients with fundamental business lessons, as 

well as provide continuous support to the growing CETAC-WEST Alumni, also known as the 

Friends of CETAC-WEST. 

 

Wisdoms in Business Strategy, Market Strategy, Finance and 

Corporate Governance are shared amongst the Workshop participants 

through several carefully crafted and well facilitated events: 

× Group mentoring sessions 

× Interactive panel discussions 

× Multitude of business case discussions 

× Break-out group case studies 

× Expert financial and venture capital advice 

× Special guests sharing business experience 

Always present at the Workshop are appointed 

Sheriffs (who seem to have a prerequisite of 

exceeding at least a six-foot stature) that keep 

attendees in line by implementing out-of-pocket 

penalties if they are not on task and on time. This 

reinforces that “time is money”, just one of the many 

timeless teachings entrepreneurs will absorb in a 

matter of 5 days- lessons that have taken other 

entrepreneurs an entire career to recognize.    
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ñRead the market, 

lead the market, and 

educate your marketò 

 

Business Strategy 

This year’s theme, “Show me the Deal,” challenges 

entrepreneurs to ask themeselves:  

× What is my business? 

× What is my business case? 

× How do I sell it? 

To kick-off  the Workshop,  program faciliator Blaine Lee 

presents attending entrepreneurs with an engaging opening 

session and a valuable lesson: a successful business case begins 

with a well-thought-out business strategy. Blaine educates 

entrepreneurs that they first need to be aware of the target customers’ pain, and  secondly, their 

competition.  If there is no competition, it is possible that there is no market, so do the research.  

 

A sound strategy, he explains, is when you have the capability of being able to deliver products 

or services in a way that is of greater value to the customer than the competition and at a price 

that will provide an attractive level of profitability to your shareholders.  

 

Entrepreneur Interview 

Select CETAC-WEST clients that have recently shown success as a result 

of strategic business decisions are interviewed- Russ Hebblethwaite, of 

EnviroVault (and also the 2012 Entrepreneur to CEO Entrepreneur of the 

Year Award Winner) as well as newly established President, Brian 

Rosentreter of Global Analyzer.  

 

Russ, who learned early in his career the value of quality products and 

good workmanship, was able to strategically determine how the 

EnviroVault could make an impact in the market during the recent 

economic downturn.  Brian’s first challenge, having been thrown into the 

leadership role unexpectedly, was to keep the company surviving in spite 

of an uncertain future and with the confidence of clients wavering.  

 

Keeping this in mind, both entrepreneurs followed similar steps in 

upholding a successful business, and encourage attendees to do the same: 

× Know the market and follow your instincts 

× Take pride in a quality product or service, and equal pride in your 

relationship with your clients 

× Seek out Mentors to help you gain confidence and knowledge in your 

business 
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Entrepreneur to CEO Strategy Implementation Panel 

 

Workshop participants are then given an 

opportunity to learn from four experienced Strategy 

panelists. The Mentors display useful examples on 

successful business strategy, which they describe as 

a constantly-evolving process.  

 

In a casual but enlightening discussion, attendees 

learn practical ways of transforming a business 

strategy into an action plan, and then 

communicating that plan. As an entrepreneur, one mentor explains, there is a constant need to 

review and then modify the strategic plan of your company as it moves forward. In other words, 

evolve with your business. Constantly innovate your product or service; and adapt “on the fly.” 

 

To keep up with the changing times, there are many 

free online tools that can be used to simplify the way 

in which your business is run, therefore creating 

possibilities to eliminate unnecessary roles. For both 

emerging and experienced entrepreneurs, developing 

your team should be a top priority. This takes a great 

amount of discipline and sometimes even sacrifice.  

 

Considering the array of SMEs attending the 

Workshop, it is concluded that there are various levels 

of business sophistication. Entrepreneurs can adopt a strategy implementation process that is 

appropriate for their business and current stage of growth. Once this has been established, see 

that it evolves as the business continues to develop. 
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Market Strategy 

Garnette Weber, a popular guest speaker, provides Workshop 

participants about their Marketing Strategy. One of the first insights 

she shares is to “know your market”. By assuming that your product is 

useable for everyone, she explains, there is a risk that investors can be 

led to the assumption that you’re a naïve entrepreneur.   

 

Of all successful companies on the market, Garnette uses Subway as 

an example of a business who displays effective target marketing. 

Subway has differentiated themselves from other fast-food chains by 

identifying a market segment that wants to eat healthy food in a hurry. 

While still continuing to perfect service quality, Subway has been able 

to maintain a leading role in the fast food market because of its effective marketing tactics. 

Garnette’s illustrative examples remind attendees that the selection of a Target Market requires 

the utmost level of confidence that their product or service has a significant “Relative 

Competitive Advantage”, and can deliver greater value to the customer than the competitor’s 

offerings. 

Market Strategy Implementation Panel 

A panel of four entrepreneurs now communicate 

their experiences in successful implementation of 

market strategies. They emphasize that market 

strategy is a core foundation of business strategy: 

both a market analysis and a marketing plan are 

critical to a sound business plan. 

 

Reflecting on their personal experience, panelists 

also illustrate several examples on how to reach 

new markets: 

× Appear to be an influential company (even if you’re not) when communicating with 

potential buyers by generating a large online presence 

× Consider greater possibilities for your product or service once it is well-established, such 

as researching and targeting potential international markets 

Marketing yourself as an entrepreneur is also key to professional success. A panelist questions 

the attendees- how do you present yourself to your clients to maintain your credibility? 

Following a short discussion, a simple and effective answer presents itself: stay in touch with 

your clients. Every piece of communication sent to customers should include valuable 

information. Within this constant interaction, be sure to get to know your customers on a 

personal level to be genuinely aware of their needs and to foster a strong business relationship.  
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Financial Statements: What are they Telling You?  

Are your financial statements providing the information you need? 

Bob Burton, Director of Finance at Canam Pipe and Supply, delivers 

an enlightening presentation that makes the complex field of finance 

more understandable and approachable for entrepreneurs.  

 

Thursday’s session stresses the importance of becoming involved in 

the financial process of your business- not just leaving it up to the 

accountant or bookkeeper.  

 

If you have a clear picture of the financial state of your company, 

explains Bob, you can better manage your overall performance.  

 

Key information is categorized in three Financial Truths: 

 

Financial Truth #1: Reports prepared for tax or financial reporting purposes do not help you 

manage your business. To do this efficiently, you must: 

× Customize financial information to your specific business 

× Identify key revenue streams with associated gross margin 

× Know explicitly how much you are spending in the areas of marketing and sales, 

business and product development, and administration. 

With a full understanding of the financial needs, the entreprenuer is in a position to manage the 

business in a rational manner. Financial information that is well-organized and straightforward 

will allow you the essential opportunity to be proactive with important business decisions. 

 

Financial Truth #2: If you optimize your gross margin and manage your cash flow, your profits 

will be a natural result 

 

Financial Truth #3: You need a clear picture of your financial operations.  

 

Bob provides information on how to organize financial information and financial measurements 

to get a simple yet solid understanding of the financial state of a business. Most importantly, he 

introduces the key economic measurement- Gross Margin.  

 

By examining their own financial statements, attendees develop a better understanding of where 

their company is making money, where it is going, whether they are in a position to borrow, and 

whether they are managing their cash properly. An overwhelming number of participants find the 

topic of Gross Margin to be extremely enlightening, some further expressing after the fact that it 

was of the greatest help during the Workshop (see Appendix G). 

If you donôt measure it, 

you canôt manage it!   
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Leveraging your Money 

Friday’s panel provides attendees with information on 

support programs and non-dilutive funding sources to 

support their product or service development, covering 

support programs through the full development spectrum, 

from early stage to well-established companies. Funds 

can range from $15,000 to $10,000,000.   Programs 

discussed by the panel include:  

× Scientific Research & Experimental Development 

(SR&ED) tax credits 

× NRC-Industrial Research Assistance Program (NRC-IRAP) 

× The Alberta Innovation Voucher program  

× The Climate Change and Emissions Management Corporation (CCEMC) 

× Various federal technology demonstration funding programs  

× The Business Development Bank of Canada (BDC)  

Also discussed were private sector companies (represented by Tervita), 

that can also provide SMEs with opportunities to form beneficial 

partnerships and access to larger market opportunities.   Entrepreneurs are 

further informed about alternative support and advisory services, 

including SR&ED and NRC-IRAP program advisors, and the Alberta 

Connector service.  

To further increase the chance of a financially successful SME, knowing 

where and when to access additional support and funding is essential. 

Panelists stress the benefit of these support programs that make it increasingly possible for 

entrepreneurs to achieve their highest potential for success. 

Show me your Business Case 

On the final day of the Workshop, three SMEs in attendance 

that have each displayed strong prospects for a successful 

entrance into the market are chosen to present their business 

case to a panel of angel investors. The experience provides 

insight on not just how to look for money from investors, but 

how they can strengthen their business offering for all interested parties, including investors, 

customers, and (down the road) potential buyers when the entrepreneurs are ready to exit.  

 

Feedback from the panel is consistent with the interests of all potential investors. Throughout the 

presentations, it is made clear that presenters are aware of their customers’ pain, where the 

money is coming from, and if they thoroughly understand the market. Also examined are the 

strengths and risks of the business plans of each SME, helping entrepreneurs to comprehend the 

level of knowledge involved in delivering a valuable business proposition. 
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Business Case Presentations 

While every day has an overlying theme, twenty entrepreneurs take the 

oppourtunity throughout the week  to present a brief summary of their 

business challenges to the group. With the feedback of the Workshop 

facilitator, the Mentors and Workshop attendees; this opportunity assists 

entrepeneurs to clarify and resolve their business pain. The feedback often 

fuels dynamic and insightful discussions, and attendees are made aware 

that they are not alone in their business challenges. Audience members 

learn from the mistakes and triumphs of others rather than having to re-live 

the same situations themselves. 

Formal Case Studies and Breakout Group Discussions 

Discussions regarding the daily challenges of SMEs 

continue on into the evening. Four groups, all led by 

a different Mentor, break out to examine real-life 

case studies based on the hurdles that CETAC-

WEST clients have previously faced. Overlying 

issues presented in the three case studies throughout 

the week are universal and can be applied to any 

business.  

 

After the initial examination, groups are challenged to advise the subject company on strategies 

to overcome the difficulties encountered at earlier stages of their business development. Groups 

brainstorm solutions and question the representative of the subject company, who are all present 

at the Workshop. Following an in-depth analysis and the morning debriefings of each break out 

session, the entrepreneur informs attendees on their decisions, often unexpected solutions, and 

outcomes. 

 

Mentor’s Corner & Meeting Point 

The end of the evening case studies signal time for the 

Mentor’s Corner and Meeting Point. The Mentor’s 

Corner offers Team Mentoring to individual SMEs. The 

Mentor teams are tailored to the individual business 

challenges of the entrepreneurs, who offered 

enthusiastic praise for this segment.  

 

After the rewarding but exhausting sessions, workshop 

attendees, Mentors and infrastructure representatives wind down and take part in some informal 

but beneficial networking at the Meeting Point- an opportunity that would be hard to find 

elsewhere. Here, they could exchange ideas and continue to foster the business relationships built 

at the Entrepreneur to CEO Workshop.

ñI am deeply thankful to have Mentors 

who taught me the elements of good 

businessò ïElona Malterre 
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Appendix A 

2012 Entrepreneur to CEO Award Winners 

CETAC-WEST Alumni Award  

Entrepreneur of the Year: 

 

 

 

 

 

 

 

 

 

 

 

 
Russ Hebblethwaite, EnviroVault 

 

CETAC-WEST Alumni Achievement Awards: 

 

 

 

 

 

 

 

 

 

 

 
Fabian Wolk, Rockland Scientific(L) 

Sharon Odegard, ComfortPak Canada (M) 

Greg Sutton, TinyEYE (R) 

 

CETAC-WEST Entrepreneur to CEO ñJodaò Award 

An award to the entrepreneur who has gone from challenge to challenge with no loss of enthusiasm 

 

 

 

 

 

 

 

 

 

 

Mike Curry, Curry Industries(R) 
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             Appendix B 

CETAC-WEST Mentor Bios 
 

 

Dr. Blaine Lee acts as the workshop facilitator. He is a veteran management 

consultant who assisted in developing the MBA Program at the University of 

Calgary, has instructional experience at the Banff School of Advanced 

Management and at the MBA level. Dr. Lee contributes over 30 years of 

management experience to operating companies. 

 

Bob Burton is the Director of Finance at Canam Pipe and Supply. He facilitates 

the Finance session of the Entrepreneur to CEO Workshop. 

 

 

 

 

 

Don Quist is the Managing Director of Hood Group.  He has over 25 years’ 

experience in the industrial engineering and construction industry, and has 

extensive project management and construction supervision experience within 

an operating plant environment.  Much of Don's career has been as an owner's 

representative on numerous industrial projects varying in background including 

Tar Sands, Mining, Oil & Gas and Chemical Manufacturing projects. 

 

Terry Moffatt , a Mechanical Engineer and Petroleum Technologist, has an 

excellent understanding of the oil and gas industry.  His industry knowledge 

stems from direct experience in the drilling and production sectors, as well as 

extensive reviews of field operating practices and implementation of production 

optimization techniques. A serial entrepreneur, throughout his career Terry has 

founded five start-up companies, (two of which have been sold and three that 

are successfully operating and gaining market share). 

 

 

 



18 

 

John Jackson is a serial entrepreneur who has the uncanny ability to recognize 

an opportunity and capitalize upon it.  John’s latest venture involves the 

operation of Jackson Hardware, a building supply store he purchased in Golden 

B.C.  Prior to this, John was the President of Entech (a Calgary based company) 

which he grew into the largest stack sampling company in Canada 

 

Ian Dowsett, as the President of First Response, is responsible for the financial 

success of the company, ensuring and maintaining business systems, required to 

support business activities and for setting and maintaining the technical 

direction of the company.  Ian has 10 years’ experience in the pipeline industry, 

16 ½ years with the Energy and Utilities Board as a technical programmer and 

senior public safety advisor, 10 years in engineering consulting. 

 

 

Garnette Weber attended the University of Saskatchewan where she obtained a 

Bachelor of Science degree.  Garnette also served as a member of the 

Saskatchewan IT Minister's Advisory Council and is currently the Vice Chair of 

the Saskatchewan Entrepreneur Foundation. Itracks is one of the first companies 

in the world to offer Internet based market research data collection.  To date, 

Itracks has established itself as a premier provider of data collection services to 

the market research industry and services 25 of the "Top 50" market research 

firms in the world.   

 

Hal Hamilton  has extensive experience in starting new companies and leading 

established businesses to pursue new opportunities. Hal is the former President 

and CEO of Golder Associates Corporation, a multinational engineering and 

environmental sciences firm, operating worldwide. He was also the President and 

founder of Verdant Energy Ltd., a private company that develops and owns 

renewable energy power projects. His international business experience extends 

across North America, Europe, Australia and Southeast Asia.  

 

Walter Kmet  spent his entire career with the ATCO Group commencing in 

1961 in a sales position based in Edmonton, AB with the Industrial Shelter 

Division (the founding business of ATCO).  He finished his career with ATCO 

Group as the President & CEO of ATCO Structures and Managing Director of 

the Industrials Business Group. Walter currently serves as a Director of the 

ATCO Utilities Business Group, a Director for Chariot Manufacturing and a 

member of the advisory board of the International Advisory Board of the 

University of Calgary. 
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John Jorgensen is currently the General Manager of G.A.S Analytical Systems 

Ltd which is a leading supplier of analytical instrumentation to the process 

analyzer industry in Western Canada.  The company currently has ~20 

employees and three offices in Western Canada. An accountant by training, 

John’s career has spanned many different industries in a number of managerial 

and entrepreneurial roles. 

 

Oleh Hnatiuk  is currently the President of Connect Capital Corporation and 

has been an investor, director and advisor to companies ranging in size from 

startups to $300 million in revenue.  Oleh’s past experience includes President 

and CEO of CCR Technologies, President and CEO of University Technologies 

International Inc. and a founder and Senior Vice President, Investments of 

Vencap Inc., a publicly traded investment company.  

 

Walter Saponja, also known as Mr. TransAlta, graduated from the University 

of Alberta in 1961. He was hired on with Calgary Power as a junior engineer- 

the second mechanical engineer ever hired by the company. Saponja also served 

as interim president & CEO of TransAlta in 1996. In 1999, he received a 

Distinguished Service Award from the Canadian Electricity Association in 

recognition for his contribution to the electric utility industry. Walter retired in 

1998, having contributed 37 years of service to TransAlta.  

 

Shawn Abbott, a partner with iNovia Capital, is an investor and board member 

with numerous technology and software companies. Over the last 20 years, 

Shawn has been an investor, entrepreneur and a manager across fifteen 

communications and internet start-up companies. He has delivered many 

successful presentations on digital security and entrepreneurism and has taught 

courses on software design all over the world. Shawn is also an active rotary 

wing pilot.  
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Appendix C 

Entrepreneur to CEO Full Attendance List 
 

SMEs 

     

Josh Anhalt Greenpath 

Brodie Biggar Global Analyzer 

Brad Bly Agwest Bio 

Mike Curry Curry Industries 

Dan  Dalidowicz Skystone Engineering 

Phyllis  Day Chief Advanced Water Technology 

Cameron Doepker Gradient Thermal 

Russ Hebblethwaite EnviroVault 

Owen  Hoffman Anzoic 

James Holoboff Process Ecology 

Anouk Kendall WADE Canada 

Bill  Lightowlers Hummingbird Hydrogen 

Zoltan Lukacs  Futureworld.hu 

Elona Malterre Enviroline 

Mary Lou  Manson Enviro Tub Canada 

Murray Manson Enviro Tub Canada 

Dave  Metituk 45 Innovations 

Mike Nielsen EnviroVault 

Sharon Odegard Comfort Pak  

Josh Pinter Insight Emissions 

Marc Polivka Integrated Modelling 

Brian Rosentreter Global Analyzer 

Mark Rowsell Skystone Engineering 

John Sames Sulphur  Experts 

Peter Scarth Hummingbird Hydrogen 

Jody Sewall TCB Welding 

Bill  Sewall TCB Welding 

Ross Sinclaire Creative Energy Solutions 

Homer Spencer Seal Well 

Thomas Spencer Seal Well 

Greg Sutton TinyEye 

Jamie Swallow Sulphur Experts 

Henri Tessier Calscan 

Scott Van Vliet ERS 

Fabian Wolk Rockland Scientific 

Derek  Zaharko Sulphur Experts 

Brent  Zettl Prairie Plant 

Larry  Zwarich Comfort Pak  

  
 

Full Time SMEs 

     
 

Part Time SMEs 
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Infrastructure  
 

  Doug  Boyler ERCB 

Jordan Eliason KRIC 

Paul Jiapizian Environment Canada 

Twyla Legault IRAP 

Ann Lloyd Alberta Advanced Education and Technology 

Larry Sparks KRIC 

   Mentors 
 

  Bob Burton Canam Pipe and Supply 

Louise Clarke Shear Wind Inc. 

Ian Dowsett Skystone Engineering 

Hal Hamilton 
 Oleh Hnatiuk Connect Capital 

John Jackson 
 John Jorgensen 
 Terry Moffatt Sirius Controls 

Don Quist Hood Group 

Walter Saponja 
 Lynda Skene Genesis 

Garnette Weber ITracks 

Dan Weber ITracks 

   Guests 
 

  Shawn Abbott iNovia 

Mark Carlson AVAC Ltd. 

Geoff Gregson University of Edinburgh 

Neville  Johnson BDC 

Jeremiah  Lindstrom Tervita 

Razvan  Rusescu University of Saskatchewan 

  



23 

 

 
Monday Tuesday Wednesday Thursday Friday 

  February 13 February 14 February 15 February 16 February 17 
    Breakfast 7:00 - 8:30 

Vistas Dining Room 

Breakfast 7:00 to 8:00 
Breakfast 7:00 to 8:30 

Breakfast and Check 
Out 

7:00 to 9:00 
8:00 AM   Yesterday's Highlights 
    Program Overview 

Case Study Debriefing 
Yesterday's Highlights 

9:00 AM   

 INTRODUCTIONS 

Case Study Debriefing 
Yesterday's Highlights 

    
MARKET STRATEGY 

From an Entrepreneur 
Case Study Debriefing 10:00 

AM 
  YOUR FINANCIAL 

STATEMENTS 
What Are They Telling 

You? 

    
STRATEGY 

IMPLEMENTATION 
PANEL 

LEVERAGING YOUR 
MONEY 

Financing Opportunities 

11:00 
AM 

  
MARKET STRATEGY 
IMPLEMENTATION 

PANEL 
  

 12:00 
PM 

 

Photo/Lunch 
12:00 to 1:00 

Lunch 
12:00 to 1:00 

Lunch 
12:00 to 1:00 

  
 

Lunch 
12:30 to 1:30 1:00 PM   

Business Case 
Presentations 

 
Peer Review 

Business Case 
Presentations 

 
Peer Review 

SHOW ME YOUR 
BUSINESS CASE 

 
What Investors Are 

Looking For 
Panel Discussion 

    

Business Case 
Presentations 

 
Peer Review 

2:00 PM 
Registration 

2:00 - 3:30 (PDC) 
  

3:00 PM 

  OPENING SESSION    

4:00 PM 3:30 to 5:00   

  Rm 301 Kinnear   

5:00 PM 
Supper 

5:00 to 6:30 
Supper, 

Reading Break 
5:00 to 7:00 

Supper, 
Reading Break 

5:00 to 7:00 

  

  Supper, 
Reading Break 

5:30 to 7:00 

  

6:00 PM   

  
BUSINESS STRATEGY 

 
 Entrepreneur Interview 

  

7:00 PM Case Study: 
 

Breakout Groups 

Case Study: 
 

Breakout Groups 

Case Study: 
Financial Case 

Breakout Groups 

  

    

8:00 PM   

  MENTOR'S CORNER & 
MEETING POINT 
Fireplace (PDC) 

MENTOR'S CORNER & 
MEETING POINT 
Fireplace (PDC) 

MENTOR'S CORNER 
& MEETING POINT 

Fireplace (PDC) 

MENTOR'S CORNER 
& MEETING POINT 

Fireplace (PDC) 

  

9:00 PM   

    

10:00 
PM 

Curfew! Curfew! Curfew! Curfew!   

Appendix F 
The Entrepreneur to CEO Workshop Program 
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Appendix G 

Post-Workshop Survey Results 
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Question 1 Results: 
What components of the Workshop were of 

greatest value to your business? 
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