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The roughneck’s best friend –
changing the culture of an industry.

uinn Holtby did not grow up wanting to
be an entrepreneur. He was living away
from home but his mother, who owned
the local restaurant, saw the dangers of working
on a drilling rig. Customers would come in with
a variety of injuries to their hands, arms and
legs. She forbade Quinn to work on a drilling rig.
The day Quinn turned 18 he started working as
a roughneck for Baltic Drilling, the same company as his brother-in-law. On his first day he
experienced the official “popping of a wet one”;
getting sprayed with drilling fluids, whether they
be water-based or oil-based.

not require a tool to install. At that time he did
not know anything about polymers.

Before developing the Kelly Kan, being a roughneck
was a dirty job.

On Quinn’s first day he
Quinn Holtby,
Founder, President and
CEO of Katch Kan Ltd.

There was no tool that would fit either the
kelly, the heavy weight, or the drill collars. It was
standard practise to use a plastic bag, gunny
sack or even someone’s coat. Quinn could see an
opportunity to supply safety products; and had a
clear vision on how to address the need. He felt
that by using lightweight plastics, he could produce products that were easy to use and would

experienced the official “popping
of a wet one”; getting sprayed
with drilling fluids, whether they
be water-based or oil-based.
Quinn worked his way up from roughneck to
driller. As a driller, no one on Quinn’s shift was
ever injured. He ensured that everyone followed
the proper processes for each job, followed
safety practises, and slowed down. He regularly
checked the equipment. While working on the
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rigs he took the time to study every inch of the rig to
learn how it worked and how products could work with
it to be safe. At that time there were no manuals or procedures. After two years as a driller, Quinn knew it was
time to get off the rigs if he was ever to come back and
“change the industry” with safe products.
| 1994 |

others that what he was doing was not possible. Vince
Lombardi’s quote, “Winners don’t quit and quitters
don’t win,” played in his mind as he kept pressing forward. It took 97 pours, to get the right material and get
it to set properly in the mould, before he got it right.
| 2009 |

As Quinn learned about

Fifteen years after leaving the rigs, Quinn went back
with a prototype of his first product, the Kelly Kan,
made out of fence posts and sewer pipe. The Kelly Kan
is a lightweight mud bucket that controls and redirects drilling fluid. He first showed it to the HR person
who originally hired him on the rig at 18, who now was
working at Akita Drilling Ltd. She liked the concept and
introduced Quinn to the operations manager who not
only purchased the product for all his rigs, but was
convinced to pay for part of the order up front. Akita
Drilling proved a good fit as the company is known as a

polymers, he established that the

leader in looking for ways to improve their operations.

Quinn left the rigs to sell real estate just as the real estate market crashed, in the mid 1980’s, after a brief stint
as a car salesperson. “If you were to be successful selling real-estate in the 80’s you had to learn how to sell,”
Quinn said. He sold real estate by day and worked on
his “opportunity” at night; learning about polymers and
studying equipment in his garage. Quinn incorporated
Katch Kan Enterprises Ltd. (Katch Kan) in 1994.

polymer he needed
did not exist at the time.
As Quinn learned about polymers; their strength and
the molecular structure, he established that the polymer he needed did not exist at the time. “The right
polymer was critical, as most conventional polymers
available in the market build up static electricity (think
of balloons),” Quinn said. Quinn knew that specific areas
on the rigs needed to be clear from all discharge and
sparks, or they risked a static electric discharge that
could cause an explosion. He used the Alberta Government test facilities to test different polymers over the
course of two years.
Through this process, Quinn then developed his own
super polymer that could withstand the harsh operating environments in Alberta and mitigate the static
discharge issue. The National Research Council – Industrial Research Assistance Program (NRC-IRAP) funding
helped offset some of his research and development
costs. Quinn was told repeatedly by engineers and

The Kelly Kan was developed to direct drill fluid down, away
from the workers.

The Kelly Kan was gaining market acceptance with
Canadian drilling companies. However, Quinn realized
he needed to build a unit to catch the redirected drilling
fluid. His second product, the Katch Kan, was designed
to capture and redirect operating fluids under the rig
floor. These fluids can then be reused, eliminating the
need for reclamation services, and reducing operating
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costs for the oil and gas companies. By putting the two
together Quinn had now created a Zero Spill System™.
Katch Kan has won numerous awards for their innovative products; the Alberta Emerald Award and the Manning Innovations Award to name two.

business and did not factor into their return on investment (ROI) calculations.
An entire industry had been built up providing reclamation services, cleaning up the sites after the drilling
rigs were gone, and selling drilling fluids. The Katch Kan
would eliminate the need for reclamation services and
significantly reduce the amount of drilling fluid required. Consequently, the Katch Kan had only captured
30% of this market at that time.
Today 98% of oil and gas companies invest in social responsibility and take it seriously. Whether it is
reclaiming the water from the water-based fluids or
keeping the potentially toxic oil-based fluids out of the
environment, the oil and gas companies want to do the
right thing. But this change in attitude did not happen

The Katch Kan captures fluids under the rig floor.

in the Canadian market until 2004.

Katch Kan had changed the
operating philosophy of an entire
industry internationally.

The Splash Guard was later developed, keeping the rig
floor clean.

The first thing Quinn learned was that he had a different market for each product. The Kelly Kan was purchased by the contractor, and he had already captured
80% of that market. The Katch Kan posed different
marketing challenges. The contractor does not buy the

Because of the slow market acceptance of the Katch
Kan in Canada, Quinn started selling his products internationally in 2000. He took advantage of all the resources available to him to develop international markets. He
received both NRC-IRAP funds and a grant from Export
Development Canada (EDC). EDC had a team designed to
support exporters especially those with award winning
products. They had contacts in embassies, trade offices,
and industry associations who in turn were able to set
up high level meetings with the national oil companies
in other countries. He drew on Ambassadors and their
offices. The Alberta Government too, had trade offices

drilling fluid; the oil and gas companies do. It proved

around the world who were able to help Quinn establish

difficult at that time to convince a contractor to put
something on a rig that saved the oil and gas company
money. At the time oil companies were not measuring the cost of drilling fluids; it was just a cost of doing

These relationships proved invaluable door openers and still do today. Initially Quinn worked with the
large national oil companies who understood operating

a presence.
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costs, as they had a Government to account to. These
companies facilitated testing the products in their drilling operations. They could see the return on investment
and eventually made Quinn’s products a standard in
their Health and Safety and Environmental (HSE) policies and regulations at a governmental level. Katch
Kan had changed the operating philosophy of an entire
industry internationally.

succeed in international markets. The company continues to build its future on creating original solutions
with global patents, but it has solidified its place in the
market by steadily improving build quality.
Additional factors that contribute to the success are
the strategic location of Katch Kan offices: Canada, USA
and Bahrain, along with the distributor network and the
product quality. Each of their distributors has a fully
trained representative for Katch Kan on staff. Quinn was
an entrepreneur and visionary but he knew that for successful growth of the company he needed to develop
leadership and management skills. Quinn took several
courses and training; specifically, the CETAC Entrepreneur to CEO workshop was a great opportunity to learn
those skills and also contributed to the success.
| 2015 |
Today Katch Kan is active in over 60 countries, has
nine distributors, and numerous strategic alliances.
Katch Kan’s sales force includes both inside and outsides sales representatives. To this day, sales rest on
the message coming down from top management to
use safety equipment. “You need buy in from all levels,
senior management and mid managers. On Katch Kan’s
website, katchkan.com, you can watch the animation
video and the impact video. That helps you understand
how the systems work and the ROI,” Quinn said. Quinn
has given hundreds of information sessions both to
the operators (oil and gas companies), showcasing the
savings, and to the drillers (contractors) showcasing
the safety aspect. “When the two come together, so do
sales,” Quinn said.

Taking Katch Kan international with a well-developed tradeshow presence, here at The Global Petroleum Show, Calgary.

Katch Kan still participates in trade missions and

Katch Kan’s headquarters in Edmonton operate a

international trade shows to market and showcase

48,000 square foot manufacturing facility, a much larger

their innovative solutions. Over the years competitors
have emerged, attempting to replicate Katch Kan’s success. But Katch Kan has continually honed its craft and
steadily improved its product quality. Under Quinn’s
guidance, Katch Kan has achieved COR, ISO 9001 and
14001 certifications. Certifications are a key factor to

space from the previous 5,000 square foot facility. With
this larger facility, Quinn has the space to develop additional product lines, all focused on safety – mats and
splash guards for drilling rig floors, products for service
rigs and well heads. “We have created a cradle-to-grave
solution,” Quinn said. All products can be characterized
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as lightweight, easy to use and reduce hazards for workers. Katch Kan is now a “household” name in product
safety equipment. Katch Kan regularly offers new innovative solutions like the recently added line of cleaning solutions with a wide range of industrial vacuums.
Companies reach out to Katch Kan when looking for
solutions to solve their challenges. Some of his products go against an engineering way of thinking. “With
new polymers, products do not need to have the weight
of steel to have the strength of steel. You just have to
think outside the box,” Quinn said.
Quinn still faces challenges retaining quality staff.
But the 2015 downturn has had a hidden benefit in
that it has given Quinn the time to review his current

way of doing business. During this recession he has
streamlined his product offering and tightened up his
manufacturing processes. Though sales are down, his
profitability increased over 200% in 2015. With high staff
turnover, the recession has also given him a larger pool
of talent to draw on.
| The

Future |

International sales have eased the burden of this
downturn. The opportunity to review how you are doing
business has allowed the company to become lean and
efficient. They are well positioned for when the market
recovers.

The Katch Kan team

••• 7 •••

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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