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No succession plan?

No effective shareholder agreement?

Conflicts between family and non-family executives?

When it comes to family business, it’s nice to know you’re not alone. 

From succession and will planning to shareholder agreements and family conflicts, 

we’re here to help. Find the support, services and advice you need with our team 

at Grant Thornton. For more information, and to find a Grant Thornton office near 

you, visit www.GrantThornton.ca or contact us at:

Jim Mills, National Leader 
Family Enterprise
T (250) 712 – 6800 
E jmills@GrantThornton.ca

Shelagh Rinald, National Leader 
Succession and Estate Planning 
T (250) 383 - 4191 
E srinald@GrantThornton.ca

Chartered Accountants
Management Consultants

www.GrantThornton.ca
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WELCOME!

Welcome to our very first edition of Canadian 
Family Business, this replaces the Enterprizer 
which ran for a number of years. Published bi-

annually, it is our hope that this publication will become 
the “must read” for business families and those who sup-
port them in Canada.  As such we are looking to capture 
what is happening beyond just the activities of CAFE. You 
will see articles from who ever the editorial team feel can 
add value to your read. Some articles will go directly to 
our web resource page as well, so make sure you check 
that out! 

So please read this as a work in progress and feel free to 
give us your feedback. I am excited in this opening edition 
to look at some families who have found success because 

The Succession FundTM gives family business owners a way to sell shares
and achieve partial or complete liquidity. We support shareholder
realignments, succession transactions, management buyouts, and any
situation where shareholders want to take “Chips off the Table”.
Contact Larry Klar at 416.867.8090 or klar@argosypartners.com.

got liquidity?

need it? the succession fund can help.
                                                      visit www.successionfund.com.

“Chips off the Table”
The Succession Fund Solution

of the shared experience of CAFE as an association. Also 
we have some exclusive, never published content from 
the Grant Thornton survey that was unveiled for the first 
time at a recent Family Business day event in Toronto.

If you have anything you would like to see cap-
tured within these pages please let us know by email  
info@cafecanada.ca.

Cheers

Lawrence
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CEO’S CORNER

day event David Ganong president of  
Ganong Brothers spoke with great 
eloquence about how committed to 
the community they are. He believes 
strongly that Families keep busi-
ness close to home and hence stop 
what he called “the hollowing out 
of Canada”. For example, they built 
a Chocolate Museum with the local 
authority in St Stevens, NB in their 
old factory when they built a new fa-
cility.  This kind of support is some-
thing that families I meet across 
Canada are readily stepping up to 
as employers, stewards and most 
importantly passionate members of  
their communities.

So what gift should we be giving 
CAFE on its silver anniversary in 
2008? I believe it is simply to hon-
our our past whilst building a better 
future. We will work to strengthen 
what we do for existing members, 
broaden what we do to attract new 
members and give with open arms 
anything we can to build the climate 
for continued excellence in the family 
business field. The theme for sympo-
sium 2008 reflects this idea in stat-
ing “Making A Good Family Business 
Great”. Keep the dates in May clear 
and plan to join us, keep an eye on 
the web site for further updates.

Because Family business Matters! 

Lawrence Barns, CEO

What do you give on a Sil-
ver anniversary? This is 
exactly where I have been 

puzzling when I spend time think-
ing about this massive milestone for 
CAFE . We will have a great sympo-
sium in Halifax in May of next year 
and award the Canadian Family busi-
ness of the year award, both have a 
special place in the life of CAFE.

We are also in the midst of the new 
awards at the local chapter level, 
as I write this winners have been 
announced in GTA, Saskatoon, Ed-
monton, SWO, Vancouver Island and 
Montreal. These Grant Thornton 
Achievement awards strengthen our 
commitment to showcase the great 
stories of families in business across 
Canada. Each local chapter winner 
will be automatically entered for the 
Canadian award. I have to tell you, 
based on what I have seen so far, 
finding a winner from the list of lo-
cal winners is going to be an almost 
impossible job.

In fact when I look at the finalists on 
chapters lists , as I haven’t been in-
volved in the judging, I have a tough 
time separating them at all. This 
bodes well for the Canadian economy 
as these companies are the backbone 
of what drives us forward.

One thing that has been resonating in 
my mind is how important families 
in business are in building commu-
nities. At the SWO Family Business 
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Sharing Success
Building a Franchise on Family

At the core of CAFE is shar-
ing experience amongst our 
families. As we gather stories 

from the local winners of the Grant 
Thornton awards of excellence for 
the Family businesses of the year in 
each chapter, we will dig below the 
surface to see what makes these 
businesses tick.

The very first local award was pre-
sented in the GTA chapter of CAFE to 
Peekaboo Child Care. Peekaboo is a 
family owned and operated business 
founded by Lee-Anne Arkell in part-
nership with her husband Paul. Join-
ing them in this family intensive en-
terprise is Lee-Anne’s mother Kathy 
and father Joe, who are franchise 
owners, her sister Stacey Cunning-
ham, and her aunt and cousin. Be-
yond that every franchise owner has a  
personal connection to the found-
ers.  Currently Peekaboo has 16 lo-
cations, with over 400 employees 
and care for over 2,200 children on a  
daily basis.

We sat down with Lee-Anne, Paul 
and Stacey to discuss what has made 
their business so successful.

It becomes clear very quickly that 
this family has been built on running 
business from when the sisters were 
young and worked in a business their 
parents owned. “We didn’t call them 
Mom and Dad at work,” commented 
Lee-Anne, “It was natural for us to 
have two separate identities, one at 
work and one at home”. This, it seems, 
continues today as they often surprise 
people when they mention Kathy is 
their mother. One thing is clear - the 
entrepreneurial background is in 
their blood and continues to drive  
this business. 

However, it is also very clear that 
their brand is built on delivery of a 
service parents feel more than com-
fortable with. In fact, to place a child 
in Peekaboo today may take several 
months on a lengthy waiting list. 

Why then haven’t they expanded at 
a more rapid rate?  Paul has a clear 
view as to what really matters: “We 
are working with a model that allows 
us to grow in a comfortable fashion. 
That means we know that the chil-
dren will always get the level of care 
we would want for our own kids.” As 
a result they have family at the core 
of the franchise model, which is now 
beginning to expand to a long stand-
ing staff member.

CAFE GTA Gala Dinner, October 15, 2007
Back row, left to right: Paul Arkell, Chris Sideris, Carol Sideris
Front row, left to right: Joe Cunningham, Lee-Anne Arkell, Kathy Cunningham, Stacey Cunningham

Gordon D. Wusyk
B. Ed., C.L.U., Ch.F.C., C.F.P

President & CEO of Predictable Futures, 
The Business Family Centre
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greater goal than purely building a  
cash generator.

Lee-Anne is clear that in the case of 
Peekaboo the family element is es-

They deliberately recruit young peo-
ple and work them through the roles 
internally to provide a backbone of 
long standing staff that guard the 
Peekaboo methods, keeping the 
brand identity stong and unified.

“Because of our model I speak for 
all franchises in some of our key re-
lationships, it benefits us all while 
maintaining a platform to build Peek-
aboo in the future” said Lee-Anne.

When asked about their success as 
a couple that works together, Lee-
Anne and Paul thought for a while as 
to what makes it work. What is very 
clear is the mutual respect they have 
for each other in their roles within 
the business. They have refined 
roles to focus on what each Family 
member does best. Stacey already 
had a PR background so was a natu-
ral to work alongside her sister and 
brother in law. Paul is very clear on 
why the model works “We have very 
defined roles for all of us and a very 
public leader in Lee-Anne. That clar-
ity has been a vital underpinning to 
our success”.

While they now are involved with 
CAFE in a formal sense they were 
getting informal support from a 
CAFE member for a number of 
years. The Cator family who own 
Cardinal meats are firm friends and 
convinced Lee-Anne and Paul to be-
come involved, but equally they had 
shared their experience before they  
joined CAFE.

It is clearly a different family who 
cares so much for their business that 
growth isn’t the order of the day if it 
will in any way detract from the brand. 
Clearly their passion for building 
a quality educational environment 
where children are nurtured is a far 

sential for success, “The Family ties 
have made us a stronger business 
and I feel the experiences we share 
in the business have made us a more 
cohesive family”. 

AND SUPPORTER
OF CAFE NATIONAL

AND CAFE OTTAWA

D a n  G r e e n b e r g  
P R E S I D E N T

O t t a w a ,  O n t a r i o

O P L R C

PROUD MEMBER
OPL RENTAL COMMUNITIESIS A
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From Necessity to Strategy

ture, which is more geared to boost 
revenue in the short term by, for 
example, increasing production or 
storage capacity. 

While the pursuit of innovation is 
compatible with long-term goals—
and a seemingly shrewd way to 
capitalize on the opportunities cre-
ated by the surging Canadian dol-
lar—family enterprises are only 
investing in innovation at a moder-
ate rate. Just half of those who par-
ticipated in the 2007 Grant Thorn-
ton Family Enterprise Survey say 
that they’re planning to increase 
their investment in innovation in 
the next twelve months. Regionally, 
Ontario firms are the most aggres-

Currently, according to the 
2007 Grant Thornton Family 
Enterprise Survey, a proprie-

tary survey of 201 private mid-sized 
Canadian companies, mid-sized 
Canadian family enterprises are, in 
general, positive about the future, 
anticipating rising or at least stable 
revenues and profitability over the 
next year. Despite this, current in-
vestment levels and the overall in-
vestment outlook for the coming 
year are both low. This hesitancy 
to invest as strongly or as quickly 
as conditions seem to recommend 
is consistent with the long-term 
growth strategies that tradition-
ally drive family enterprise invest-
ment, as opposed to the fast-return 
mindset of external investor-driven  
business models. 

Issues emerge, however, when 
hesitancy to invest spreads to in-
novation. Not only are family en-
terprises often born of innovation, 
innovation is highly compatible 
with long-term success and sus-
tainability strategies. It can create 
value through new practices and 
processes that will pay off down 
the road by giving the innovating 
company a unique market advan-
tage over its competition, in con-
trast to investment in buildings, 
equipment and other infrastruc-

sive with 57 per cent planning an 
increase while Quebec firms are 
the least likely at 36 per cent. (See 
Table 1)

The data also shows a decline in 
the level of innovation-related in-
vestment as companies age. Close 
to half (45 per cent) of companies 
operating for less than 20 years in-
vested at least 5 per cent of their 
revenues in innovation in the past 
12 months. This is followed by 38 
per cent of those in business for 20–
39 years and 33 per cent of those 
over 40 years old. This undoubted-
ly reflects the danger that mature 
companies, having achieved a level 
of success, can become overly risk-

As a leading professional services provider to Canada’s family enterprise sec-
tor, we at Grant Thornton are proud of our association with CAFE and pleased 
to present this examination of innovation in Canadian family enterprise for 
the inaugural issue of Canadian Family Business. This article is a previously 
unpublished excerpt from Family Enterprise Insights 2007, a Grant Thornton 
report, and exclusive to CAFE.

REGION Less than  
5% of revenues

5% or more  
of revenues

Western Canada 63% 37%

Ontario 54% 39%

Quebec 59% 36%

Atlantic Canada 51% 46%

Table 1:
Innovation investment over the past year among mid-sized family enterprises  
by region.

N = 201
Source: 2007 Grant Thornton Family Enterprise Survey
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to innovation, and hence the most 
to potentially gain. (See Table 2)

It’s true that similar numbers of 
family enterprises invested at least 

averse in the interest of “steward-
ship”—somewhat ironic given the 
fact that these companies have the 
most potential resources to devote 

5 per cent of revenues in innova-
tion over the past 12 months and 
experienced a 5 per cent or more 
rate of return on innovation-relat-
ed investment, so there is no sense 
on the part of family enterprises 
that investing in innovation is a  
losing proposition. However, there 
also doesn’t appear to be a huge 
amount of confidence in innova-
tion as a potential major revenue 
driver: a majority (60 per cent) 
say less than 5 per cent of revenue 
came from innovation over the past 
12 months, with 19 per cent saying 
that 5–10 per cent of revenue was 
innovation-driven. 

Table 2:
Innovation investment plans over the next year among family enterprises by 
years in operation.

Years in  
operation

Stay about 
the same

Increase Significantly 
increase

<20 41% 47% 12%

20-39 54% 31% 13%

40+ 47% 34% 14%

N = 201
Source: 2007 Grant Thornton Family Enterprise Survey

A book that records your achievements can be a unique marketing and
promotional vehicle. Tribute Books can create that book for you. We are
a company of publishing professionals and acclaimed authors who can
research, write, design and co-ordinate the publication of a customized,
high-quality book about you, your business, your family. For full details
of who we are, what turn-key services we offer, and how smoothly the
process works, please visit our website at www.tributebooks.ca or call
Jack McIver in Toronto at 416.599.8975, extension 247, or Paul Grescoe in
Vancouver at 604.947.9182.

You’ve built your family business...
Now celebrate it–and even
market and promote it–with
an ENDURING BOOK

www.tributebooks.ca

Innovation in Canadian Family Enterprise
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It appears somewhat encouraging 
that just as many family enterpris-
es Canada-wide plan to increase 
investment in innovation as plan 
to keep it the same, but just 13 per 
cent of firms are planning a signifi-
cant increase. Regionally, Ontario 
firms are the most likely to increase 
investment in innovation substan-
tially, but even that number is just 
16 per cent. Quebec lags behind 
the other regions with just 8 per 
cent planning a significant increase 
in innovation-related investment. 
(See Table 3)

Despite these relatively low 
numbers, there is no perception 
amongst firms that they are in any 
way lagging: half say they have 
been more innovative than other 
leading firms in their sector while 
most of the rest (46 per cent) feel 
they have been just as innovative. 
Family enterprises in Western  
Canada and Ontario are the most 
likely (53 per cent each) to con-
sider themselves more innovative 
than other leading firms in their 
sector, followed closely by Atlan-
tic Canada with 46 per cent, while 
firms in Quebec were least likely at 
26 per cent. Quebec firms, however, 
were the most likely (72 per cent) 
to see themselves as just as innova-
tive as other firms in their sector.  
(See Table 4)

But not feeling you’re lagging is not 
the same thing as taking the lead. 
In a 2006 Statistics Canada re-
search paper entitled “Innovation 
Capabilities: The Knowledge Capi-
tal Behind the Survival and Growth 
of Firms,” authors John R. Baldwin 
and Guy Gellatly note a link be-
tween the success and longevity of 
small and medium sized firms and 
the level of their commitment to 
innovation: “It is the development 
of specialized competencies in ar-
eas that support innovation (e.g., 
R&D and technology utilization) 
that often differentiates growth 
oriented and high-performance 
firms from other businesses.” (28). 
Clearly convinced that the success 

Table 3:
Innovation investment plans over the next year among family enterprises  
by region.

REGION Stay about 
the same

Increase Significantly 
increase

Western Canada 49% 35% 12%

Ontario 40% 41% 16%

Quebec 64% 28% 8%

Atlantic Canada 54% 32% 14%

N = 201
Source: 2007 Grant Thornton Family Enterprise Survey

Table 4:
Family enterprises’ perceptions of own innovativeness relative to other leading 
firms by region

REGION More 
innovative

About 
the same

Less 
innovative

Western Canada 53% 37% 10%

Ontario 53% 41% 3%

Quebec 26% 72% 2%

Atlantic Canada 46% 51% 3%

N = 201
Source: 2007 Grant Thornton Family Enterprise Survey
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The good news is that family enter-
prises stack up favorably against 
non-family enterprises of similar 
scope when it comes to investment 
in innovation, with more fam-
ily enterprises than non-family 
enterprises planning to increase 
their investment in innovation over 
the next 12 months (49 per cent vs. 

of highly innovative firms man-
dates greater concentration on in-
novation as a strategic imperative, 
Baldwin and Gellatly assert that 
“innovation is active, not passive” 
(41) and conclude that “a more 
intensive commitment to innova-
tion and all the concomitant com-
petencies can, in the main, improve 
a firm’s chances for success.” (42). 
Clearly, family enterprise, as a sec-
tor that traditionally embraces 
the long view, can benefit from  
this conclusion.

While the potential advantages 
of dedicated innovation strate-
gies seem clear, the numbers have 
shown that innovation is not cur-
rently a major sector priority. The 
reality is, the reasons why family 
enterprises pursue innovation—
and the ways in which they pursue 
it—make for a complex and evolv-
ing dynamic. It may well be that 
innovation is often understood in 
a different sense in family enter-
prise. As Grant Thornton partner 
Larry Munroe notes, “There is a 
bit of a disconnect between what 
many family enterprise leaders 
would call innovation and what an 
R&D manager would call innova-
tion. If an entrepreneur gets where 
he wanted to go when he started to 
build his business, he probably sees 
that as a highly innovative process.” 
Innovation is often something that 
develops out of necessity rather 
than strategy, and innovation may 
also worry some business families 
who are hesitant to change a sys-
tem or structure that has been suc-
cessful in the past. It’s true that the 
drive to remain competitive won’t 
allow firms to become too discon-
nected from innovations in their 
fields, but this is a limited com-
mitment to innovation. Firms will 
certainly want to have the latest 
equipment that does what they do, 
but they may not be able to invest 
in its development and improve-
ment. Innovation in the sense of a 
consistent commitment to R&D is 
simply beyond the resource scope 
of many family enterprises. 

38 per cent). It is also encouraging 
that innovation within the family 
enterprise sector is no longer dom-
inated by the largest firms. Small 
family enterprises ($15-$25 M in 
annual revenues) lead investment 
in innovation, with 42 per cent hav-
ing invested at least 5 per cent of 
their revenues in innovation in the 
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Family Enterprise Insights 2007: Breaking 
through the ice: understanding where the myths 
lie in Canadian family enterprise, a comprehen-
sive Grant Thornton report examining the most 
pressing issues facing Canadian family enter-
prise is now available for download. To obtain 
a complete version of the report, please visit  
www.GrantThornton.ca/familyenterprise. 

Table 5b:
Innovation investment plans over the next year among family enterprises by 
years in operation.

Annual 
revenues

Stay about 
the same

Increase Significantly 
increase

Small ($15-25 M) 54% 30% 13%

Mid-sized  
($25-75 M)

43% 39% 16%

Large ($75-500 M) 46% 45% 9%

N = 201
Source: 2007 Grant Thornton Family Enterprise Survey

Annual Revenues Less than 5% 5% or more
Small ($15-25 M) 56% 42%

Mid-sized ($25-75 M) 57% 37%

Large ($75-500 M) 65% 32%

Table 5a:
Innovation investment over the past year among family enterprises by revenue.

and in so doing to help maintain the 
forward-looking mindset that has 
always been at the heart of family 
enterprise in Canada. Understand-
ing innovation as a growth strategy 
as opposed to a simple response 
to market pressure will be key to 
helping family enterprises stay a 
step ahead in the drive to build a 
lasting legacy of success. 

past 12 months. This is followed by 
mid-sized firms ($25-$75 M) with 
37 per cent and large firms ($75 
- $500 M) with 32 per cent.  

In order to be competitive in the 
short run and sustain growth in the 
long run, however, family enter-
prises need to be more innovative 
in their pursuit of innovation, to 
find capital to invest in innovation, 

N = 201
Source: 2007 Grant Thornton Family Enterprise Survey

VANCOUVER  •  VICTORIA  •  CALGARY 
TORONTO  •  MONTREAL

Phone: 1-800-661-6141
Website: www.phn.com
 Email: info@phn.com

Pleased to participate 
in the début of 

Canadian Family Business

Straightforward advice and 
long-term planning to help

Canadians invest in their future
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From Learning Comes Trusting

As one of Canada’s leading business 
family learning centres, we saw this 
growing awareness as an opportu-
nity to help advisors perform bet-
ter for their family clients, and by 
extension to help entrepreneurial 
families get better results through 
their advisors.”

Developing a curriculum that would 
meet the needs of both the advising 
community and business families 
required extensive consultation 
with both groups. The end result is 
a flexible program that addresses 
the key issues that affect the growth 
of the family business in both per-
sonal and financial terms. Through 
a balance of theory, strategy and 
real-life case studies, the Advising 
Certificate program tackles a broad 
range of topics specific to the busi-
ness family, including family and 
business life cycles, forms and struc-
tures of ownership, strategic plan-
ning processes, theories of change 
and assessment tools, governance, 
succession and continuity plan-
ning. The program also delves into 
the ‘soft’ or human issues as well, 
helping advisors to connect with 
multiple generations in the same 
family, and to mitigate any friction 
between family members. 

The Business Families Centre paid 
careful attention to provide a cross-
disciplinary element in the pro-
gram. In this way, advisors from 
different disciplines get more than 
the information relevant to their 

It is a fundamental question 
business family members have 
to ask: If they are to trust coun-

sel from their professional advi-
sors, shouldn’t those advisors be 
schooled in the tricky business-fam-
ily dynamic? Some advisors gradu-
ally acquire that kind of knowledge 
through years of hard-won experi-
ence; unfortunately, some never get 
it at all. Even if they wanted to, there 
really wasn’t a place for members of 
the advising community to acquire 
the core knowledge, insight and 
practical skills needed to deal effec-
tively with the complexities inher-
ent in most every business family. 

This October, the Business Families 
Centre, together with UBC Sauder 
School of Business, has launched a 
new certificate program designed 
to fill this knowledge gap. The 
Business Families Advising Cer-
tificate Program will provide ac-
countants, lawyers, bankers, edu-
cators and trusted family insiders 
with access to the latest thinking, 
training and techniques in family  
business advising. 

“Family enterprises succeed for a 
lot of reasons. But one of the most 
important factors in their continued 
growth is the acumen of their pro-
fessional advisors,” says Judi Cun-
ningham, executive director of the 
Business Families Centre. “Increas-
ingly business families understand 
this, and are now demanding a 
great deal more from their advisors. 

practices. They also gain an under-
standing of how to better integrate 
their counsel with that from peers 
in other fields. 

The Advising Certificate program 
consists of four modules lasting 
four days each. The core module, 
Understanding Business Fami-
lies and Business Family Advising, 
serves as the foundation for the 
program. The other three modules 
may be taken over the course of 
three years, in any order, to com-
plete the program. They are: Busi-
ness Family Governance and a Mul-
tidisciplinary Approach to Advising; 
Business Family Planning Process; 
and Family Relationships and  
Managing Complexity.

“We are really excited to be work-
ing with the advising community 
to help make their practices even 
more effective for their business 
family clients,” says Judi. “By aug-
menting their unique position in 
the business-family dynamic, we 
can also leverage our effect on fam-
ily enterprise. For every advisor 
we train, we touch literally dozens 
of business families across Canada, 
and potentially around the world.”

Fo r  m o r e  i n f o r m a t i o n  o n 
the Business Families Advis-
ing Certificate program, visit  
www.sauder.ubc.ca/bfc. 

Would you have more faith in an advisor trained in business family  
affairs? UBC Sauder School of Business and the Business Families  
Centre built a program because families said that indeed they would.

Judi Cunningham



1� CANADIAN Family BUSINESS

A
Q

Leadership Insights 
Did you always see 
yourself taking on 
the reigns of the  
family business?

I did not see myself work-
ing in the family business 
when I was growing up. I 
did not grow up sweeping 
the floors at the business 

or with any regular involvement. I 
would occasionally visit the office 
with my father but never felt any 
pressure to become involved. I did 
not work at Wilson Fuel until after 
achieving a university degree and 
even then, it was a summer job to 
earn money for further education. 
Once I became involved with the 
business I did not really think about 
taking a leadership role. After seven 
years of work and at the age of thirty, 
I was thrust into the role when my 
father, the president of the company, 
died unexpectedly.  I was the only 
family member who was active in a 
day to day role at the business and I 
volunteered to become the president 
of the company.  

How did the fam-
ily prepare you for the 
role, and how will you 
prepare your children 
for their future role in  
the business?

It was always expected 
that I would receive a 
quality education includ-
ing a university degree. 
The subject of study was 

As of September there is 
a new leader at the helm 
of CAFE, Ian Wilson leads 

his family firm Wilson Fuel and 
was named in the top forty un-
der forty by the Globe and Mail 
in  2006. 

Wilson Fuel Co. Limited is a 
Nova Scotia based family busi-
ness.  The Wilson family has 
been in business in Nova Scotia 
for eight generations.  Wilsons 
has been in the home heating 
business since the turn of the 
century. Originally, they distrib-
uted wood and coal in central 
Nova Scotia, eventually making 
the switch to heating oil.  Wilsons 
is a full service home heat com-
pany offering equipment sales, 
leasing, and service as well as 
delivering furnace oil, propane 
and biofuel.
      
The company diversified into 
the retail gasoline business in 
1989.  Wilson Fuel markets gas-
oline under the Wilson and Esso 
brands. The company supplies 
over 275 retail gasoline outlets 
throughout Atlantic Canada. 
They directly operate more than 
45 stations with convenience 
stores under the Go! Store ban-
ner and have branded food 
partners such as McDonald’s, 
Tim Horton’s, Robins Donuts and 
Greco Pizza.  

A

QBusiness & Estate 
Planning Services Inc.

30 Concourse Gate, Suite 209
Nepean, Ontario K2E 7V7

613-727-1235
www.millarcorp.ca

CONGratulatiONS
to CaFE

on the launch of
“Canadian Family 

Business”
magazine.

Ian Wilson
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What Do You Get When You
Cross An Advisor Who Also

Works In The Family Business?

Douglas V. Nelson
B.Comm. (hons.), CFP, CLU, MFA

Family Business Facilitator & Partner
NELSON FINANCIAL CONSULTANTS

www.knowledgebureau.com 1-866-953-4769

Call us today for a truly 
unique perspective.

Author:

The Advising Family Business Course

The “6 Step Succession Mapping” Process

always left up to me and did not in-
clude business training. I didn’t think 
I would be involved in business. Af-
ter completing a Masters of Science 
degree in environmental technol-
ogy, I started working full time in the 
family business. It was an entry level 
position in a new part of the busi-
ness that was just starting to take off. 
I was employee number two for that 
division and was a jack of all trades 
assistant. I grew with the business 
and picked up a great deal of skills 
and knowledge on the job. When I 
was in my late twenties, the family 

started to talk about succession and 
how the family would approach own-
ership and management succession. 
The discussions were not complete 
before the situation changed with 
the passing of my father.

Any business that has 
survived multiple gen-
erations finds itself 
with a complicated 
generational struc-

ture, how does Wilsons deal with  
this issue?

Our family business histor-
ically was passed to a sin-
gle individual in the next 
generation, typically the 

eldest son. This model was changed 
when my grandfather passed the 
business to his two sons but not his 
daughters. In my generation there 
are seven cousins who may enter 
into ownership of the business. Mod-
ern times require modern solutions 
and we are looking to shareholder 
agreements to backstop our relation-
ship. The document is complicated 
and my expectation is that any issues 

Q

A Q&A with new CAFE chair,  
Ian Wilson, Wilson Fuel Co. Limited

A
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will be dealt with through open com-
munication and mutual consent. The 
other issue is to continue to grow 
the business so that it can meet the 
expectations of a larger number  
of shareholders.

How did the Wilson 
family become involved 
with CAFE?

Some individuals in the 
region became aware 
of CAFE and decided to 
start a Nova Scotia chap-

ter. They approached my father as a 
member of the family business com-
munity to help get the chapter start-
ed. We strongly identify ourselves as 
a family business and there was an 

immediate affinity to an organiza-
tion that brought similar people to-
gether. I eventually joined a Personal 
Advisory Group, the board of the 
chapter, became chapter president 
and then made my way to the CAFE  
Canada board.

What would you say has 
been the greatest value 
of CAFE to you person-
ally and your family as 
a whole? 

I have received a great 
deal of support, knowl-
edge and wisdom from 
my interaction with oth-

er members. I have learned a great 
deal from my time with my PAG, the 

board and with members at events. 
CAFE has also been a catalyst in help-
ing the family address the soft issues 
facing family business as well as pro-
viding resources to implement the 
technical issues once the soft issues 
are resolved.  

What would you like 
to see CAFE achieve 
during your time as  
the chair? 

I want our members to 
think of CAFE and their 
fellow members as the 
first place they turn to 

when they have family related issues 
that impact their business.  We have a 
wealth of experience and knowledge 
in our association which can deliver  
incredible value.

If you were asked your 
most important piece 
of advice for a family 
business leader what 
would it be?

Communication. Talk-
i n g  a b o u t  i s s u e s 
w i t h  f a m i l y  m e m -
bers can be difficult. 

N o t  t a l k i n g  a b o u t  t h e s e  i s -
sues will ultimately create far  
more difficulties.  

A
Q

A Q&A with new CAFE chair, Ian Wilson, Wilson Fuel Co. Limited Cont’d....

Q

A

Q
A

Q

A

Comprehensive, customized, confidential 
family office service 

for successful entrepreneurial families.

Please contact President & CEO, Tom McCullough, at (416) 409-7479 
or tmccullough@northwoodstephens.com for more information.

www.northwoodstephens.com
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Generation Next

When CAFE’s (CEO) Law-
rence Barns asked me to 
write an article for their 

new magazine from a successors 
perspective, I was thrilled – sur-
prised, but thrilled. I was thrilled 
because I am a business owner; 
founder and I love to write. Sur-
prised because I don’t work daily 
for my family’s business. In fact, I’m 
not even an owner of our family’s 
business and we have agreed, as a 
family, to keep it that way. So what 
do I know about succession from a 
successor’s standpoint? 

First let me share with you 84 years 
of history that culminated in our 
business succession beginning in 
earnest 4 years ago. 

In 1921 my Great Grandmother 
Fanny Rayner picked up what was 
at the time – a party line phone only 
to overhear her husband’s boss 
talking about firing him. She was a 
very spirited woman and jumped 
in with – “When my husband gets 
back there – tell him to come home 
because you can’t fire him – HE 
QUITS!” This inspired her husband, 
WWI veteran Fred Rayner, to start 
a heating and ventilation company 
– Vet’s Sheet Metal Ltd. He began 
by carrying his tools and materials 
on his bicycle to the job site and fo-
cused on Edmonton’s growing resi-
dential market.  In 1944 Fred’s son 
Al took over the business, working 
with his brother Gordon to expand 
the capabilities of the company 
and foresaw the impending in-
creased commercial and industrial  

construction in Edmonton. Al’s el-
dest son David, my dad, worked 
outside the business and took post 
secondary courses at the Northern 
Alberta Institute of Technology be-
fore returning to the company in 
1974. It was exactly 30 years later 
that my brother Sean and I received 
the call no one wants to get. 

We were both in Toronto on what 
we called “externships” from the 
business (and the family!) when we 
got the news that Dad was seriously 
ill and going for massive surgery. 
We both went home to be there for 
the surgery and it became evident 
right away that if there was going to 
be a succession of our family’s busi-
ness – it had to start NOW. So, we 
packed a U-Haul and moved home 
to facilitate David/Dad’s retirement 
and continue the family legacy  
of entrepreneurship. 

I had been working at the CBC in 
Toronto and came home to try and 
carve a niche for myself in the fam-
ily’ sheet metal business. Television 
to heating and ventilation - let’s just 
say the interest was not there for 
me. It took me the first six months 
of being back in Edmonton to real-
ize that. I thought that in order to be 
part of the legacy, I had to be part of 
the business. Which is not the case 
– thank goodness. 

I took it upon myself to support the 
succession process at this point and 
take ownership not of the shares of 
the business but of the part of the 
legacy that belongs to my family – 

Erin Rayner
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It wasn’t easy realizing that it wasn’t 
my job to make an 85 year old busi-
ness fit me and my interests but 
along the way I have learned a lot 
about succession and successors. 
Not only that, but I’ve also started 
my own business which has given 
me incredible insight into the mind 

we have had a successful business, 
together, for more than 85 years. So 
what if I don’t work there? In our 
succession, I am on our board of di-
rectors and do what I can with my 
skills in marketing and facilitation 
to support my brother, father, moth-
er and the business. 

of the founder and I am better able to 
understand the struggles they face. 

Erin Rayner is president of ED Mar-
keting and Communications Inc. in 
Edmonton, AB and a CAFE certified 
family council facilitator.

The Top 6 Lessons for Successful Successors 

I tried to make it 5 but I just couldn’t decide which one to cut!

1.  Get to know and believe your family’s values and traditions because they guide the  
workings not only of your family but also of your company – keep in mind these evolve  
over generations.

2.  Communication is Key - top down, bottom up, side to side; in any direction it is the most 
important aspect. 

3.  Know when to walk away, know when to run – know and understand that half the choice to 
be or not to be the successor is yours. 

4.  May the Schwartz be with You – Are you passionate about the business? 

5.  Get Great Advisors - No it’s not an oxymoron – they are out there and you can’t do it alone.  

6.  Mentor/Tormentor - Support & Mentorship, whether it is from a board of advisors or a Peer 
Advisory Group, it will help lighten the load.  

Lawrence Goebel – Lyle Goebel – Kelly Goebel
Proud to Be a Family Business

Flat Bottom Bins & Steel Floors            

PRAIRIE STEEL PRODUCTS
& MANUFACTURING LTD.

Celebrating 31 years in Business

Agricultural,  Industrial &              
Commercial Buildings
Metal Cladding

Hopper Bottom bins 

Hoppers & Custom Hoppers            
Containments            

www.prairiesteel.com
Toll Free: 1-888-398-7150, Clavet Saskatchewan
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Bolen Books
111-1644 Hillside Ave
Victoria, BC V8T 2C5

(250) 595-4232      www.bolen.bc.ca

ORR DEVELOPMENT (1980) CORP.

1525 West Broadway Avenue
Vancouver, BC  V6J 1W6

Phone: 604-731-8261  Fax: 604-731-3175

Commercial & Residential Real Estate Owners

Bluenose in Halifax Harbour, 
courtesy of Nova Scotia Tourism, Culture and Heritage

May 21 to May 23, 2008
CAFE National Symposium

From May 21 to May 23, 2008 Nova Scotia will play host to the 2008 
CAFE National Symposium as we continue to share the experiences of 
business families. Taking place at The Halifax Marriott Harbourfront 
Hotel, this ‘AAA’ diamond hotel is connected to the dazzling Casino Nova 
Scotia, and steps away from the World Trade & Convention Centre.

Mark these dates in your calendar and join us as we explore, “Making a 
Good Family Business Great”, the theme for the 2008 National Sympo-
sium. Nova Scotia is known for the pristine beauty of its natural land-
scape,  the panoramic Atlantic coastline, numerous historical sites and 
spectacular nightlife.

While in Halifax, visit the Maritime Museum of the Atlantic, located in 
the heart of Halifax’s revitalized waterfront, go aboard the 200 capacity 
Hallgonian III vessel, spend the day sea kayaking or an evening at the 
Valley Wine Tours.

Commited to the SuCCeSS
of familieS and their BuSineSS

foCuSed on leaderShip development

family dynamiCS, Group & family BuSineSS CoaChinG.
www.nci-solutions.com

Ph: 905-846-8162

Michael Lobraico
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Serving entrepreneurs and families of wealth
www.mcgowangroupinc.com

An exciting new initiative!
Congratulations on your premier issue of 

Canadian Family Business Magazine.

“Helping Business Owners Retire 
Within or Without their Business” TM

Creating strategic solutions and 
investment management for the 

business owner.

Chris Kerrigan, CIM, FCSI, Ch.P. 
416-231-6312

chris.kerrigan@rbc.com
www.kerriganadvisory.ca

1-888-817-9777
3250 Bloor 
Street West, 
Suite 705
Clarica Centre, 
East Tower 
Toronto, ON         
M8X 2X9

Pervin Family Business Advisors Inc.

94 Cumberland Street, Suite 604
Toronto, Ontario M5R 1A3 Canada
PHONE: +1-416-360-0177
FAX: +1-416-360-3924

Aron R. Pervin, CMC, ICD.D, TEP
apervin@pervinfamilybusiness.com
www.pervinfamilybusiness.com

The Canadian leader in the 

resolution of complex family 

enterprise and ownership 

situations and business family 

relationships – for business 

families who want results, 

not recommendations®.
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Toronto
1.866.216.0860 ext. 229

Fax: 416.512.8344

Winnipeg
1.866.201.3096

Gainesville
1.877.234.1863

www.med iaedgepub l i sh ing .com

Is your staff frazzled with trying
to write editorial and create
a “look” that will effectively
portray your association and
what it represents?

Are you at a loss as to what DPI,
a PDF, or FTP is?

Is your association publication
creating more of a headache
than a statement?

Our committed team of sales
staff, editors, and designers
will work with you  to build a
dynamic, fresh publication for
your association.

Let us take the guesswork out
of creating a lasting, effective
publication for you.

It’s time to get MediaEdge
working for you.

Give yourself the EDGE



You have priorities.
We do as well – you.

DISCOUNT BROKERAGE FINANCIAL PLANNING PRIVATE CLIENT SERVICES

1-866-280-2022 tdwaterhouse.ca

TD Waterhouse offers complete personalized portfolio management,
allowing you to focus on life’s other priorities.

TD Waterhouse Private Investment Counsel Inc. offers you dedicated
portfolio management. Your Portfolio Manager brings you committed
personalized service – handling the construction, monitoring,
rebalancing and performance reporting of your portfolio – always
taking into account your unique needs. Ongoing contact is maintained
to ensure your plan remains flexible, moving with you through each
stage of your life. A highly disciplined investment process is followed
and every decision is backed by a team of experts who seek to achieve
above average returns with below average risk. Leave the day-to-day
monitoring and management to us, so you can focus on life’s other
priorities. Professional and personalized, Private Investment Counsel
is just one of the wide range of fully integrated and customized wealth
management solutions TD Waterhouse offers to help you achieve your
financial goals. Ensure your investments are professionally
managed the way you want. Talk to your Private Investment
Counsel Portfolio Manager, call 1-866-280-2022, or speak with a
representative at your local TD Canada Trust branch.

•  Tailored portfolios,
managed for you

•  Highly disciplined
investment process

•  Dedicated portfolio
management team

TD Waterhouse represents the products and services offered by TD Waterhouse Discount Brokerage, TD Waterhouse Financial Planning, and TD Waterhouse Private Investment Advice, which are divisions of
TD Waterhouse Canada Inc. (Member CIPF), TD Waterhouse Private Investment Counsel Inc., TD Waterhouse Private Banking (whose services are offered by The Toronto-Dominion Bank) and TD Waterhouse
Private Trust (whose services are offered by The Canada Trust Company). TD Waterhouse is a trade-mark of The Toronto-Dominion Bank, used under license.


