
S P R I N G / S U M M E R  2 0 1 8P E t E R  B.  G U S tav S o N  S c h o o l  o f  B U S I N E S S  a N d  S a R d U l  S .  G I l l  G R a d U at E  S c h o o l  M a G a z I N E

PM40065475

PItch  
PERfEct
Garry van SoeSt  
RaISES the capital

acE It
$1 million Gift 
EMPowERS 
entrepreneurS 

tech hr star
chRIStINa
SEaRGEaNt

Power
People



B u s i n e s s  C l a s s   |   P E T E R  B .  G U S TA V S O N  S C H O O L  O F  B U S I N E S S      3

On the cover: Christina Seargeant, photo: UVic Photo Services
This page: (Top right and bottom photos) UVic Photo Services

Departments

4 Message from the Dean
The spirit of entrepreneurship 

5 Biz Bites
DeYa honours slack founder,  

2018 trusted brands and more!

19 Research Feature
local buyers pay more

24 Giving Back
BMO gifts $1 million to aCe program

26 Class notes
new businesses, career updates and shout outs

30 The World looks Different
Paying forward a remarkable experience

31 View from exchange
an elephant’s smile

GUSTAVSON SCHOOL OF BUSINESS ANd GILL GRAdUATE SCHOOL MAGAzINE S P R I N G / S U M M E R  2 0 1 8

Contents

Features

Calculated Risk 8
From silicon Valley back to BC

Winds of Change 10
Mike Corrigan on his next voyage

adventures in africa 11
Microfinance abroad with Mackenzie Bailey

Raising the Capital 12
Garry van soest shares tips on funding, launching and selling 
start-ups

Hands on the Money 14
students invest $500,000 through applied course

Work Rules 16
How Christina seargeant earned her place in an HR tech 
empire

Global Reach 20
Connecting careers across continents

Honour Roll 22
Thanking long-time instructors for their contributions

Back to Class 28
entrepreneurship faculty talk shop



B u s i n e s s  C l a s s   |   P E T E R  B .  G U S TA V S O N  S C H O O L  O F  B U S I N E S S      5

Ph
ot

os
: C

ou
rt

es
y 

of
 a

la
n 

W
in

te
r; 

co
ur

te
sy

 o
f s

la
ck

; i
llu

st
ra

tio
n:

 is
to

ck

B i Z  B i T e s

SPRING/SUMMER 2018

Business Class is published biannually for:
Peter B. Gustavson school of Business
university of Victoria 
3800 Finnerty Road
Victoria, BC  V8P 5C2
Canada

Phone: 250-472-4139
Website: www.uvic.ca/gustavson

EDITOR sasha Milam

MaNaGING EDITOR natalie Bruckner-Menchelli

aRT DIRECTOR edwin Pabellon

CONTRIbUTORS Maye akama, natalie Bruckner-Menchelli, 
Michael Dittrich, laurie Jones, anja Karadeglija, stacey 
Mclachlan, Mike Mcneney, sasha Milam, Rich Taylor

EDITORIal bOaRD lindsay Bell, Krista Boehnert, Pat 
elemans, Jay Gillette, Marina Hutton, Robby Judge, sasha 
Milam, sudhir nair, lisa saklas, Yan shen

PRODUCTION MaNaGER Kristina Borys 

IMaGING TECHNICIaN Mandy lau

For advertising please contact  
Rebecca legge at 604-299-7311  
or businessclassadvertising@canadawide.com

Canada Wide Media limited
230, 4321 still Creek Drive,
Burnaby, B.C. V5C 6s7
Phone: 604-299-7311
Fax: 604-299-9188
email: editor@uvic.ca

CHaIRMaN & CEO Peter legge, O.B.C., llD (HOn.)

PResiDenT samantha legge, MBa

DiReCTOR OF eDiTORial Michael McCullough

ViCe PResiDenT/sales Rebecca legge (on leave)

eXeCuTiVe CReaTiVe DiReCTOR Rick Thibert

DiReCTOR OF PRODuCTiOn Kim Mclane

Business Class is the alumni publication of the university of Victoria 
Gustavson school of Business. Your comments are welcome.  
Please write to us: university of Victoria, 3800 Finnerty Road,  
Victoria, BC  V8P 5C2 www.uvic.ca/gustavson Tel: 250-472-4139 
Business Class magazine is published biannually by Canada Wide Media 
limited for the Gustavson school of Business, university of Victoria.  
no part of this magazine may be reproduced without written  
permission of the publisher. 
Phone: 604-299-7311. Fax: 604-299-9188. 
Mail: 230, 4321 still Creek Drive, Burnaby, BC  V5C 6s7. 
Canadian Publications Mail Product sales agreement no.40065475.

4     u n i V e R s i T Y  O F  V i C T O R i a   |   s P R i n G / s u M M e R  2 0 1 8

COnvOCaTiOn is always an exciting time in our calendar. Years of work, late 
nights studying, and new understanding of career and self, all culminate in a day of 
celebration for our graduates, their families, friends and faculty.

Any convocation that includes a new program’s first graduates, however, is cause 
for an added degree of hat-tossing, and this spring’s convocation is just such a day. 
The 20 graduates of our first custom MBA program—the award-winning MBA for 
TELUS—walk across the stage. Sincere congratulations go to these dedicated and 
inspiring professionals as well as to all of our graduates. I know that they will go on 

to do great things.
Other exciting news on the program front 

at Gustavson are the establishment of a fourth 
Master of Global Business path, through which 
students will study in Victoria, Scotland and 
Thailand, and the approval of a brand-new 
Master of Management degree, to launch in 
2019. Aimed at non-business grads, the Master 
in Management is a pre-experience master’s 
degree focusing on general management 
practice. It will enable students to pair their 
undergraduate degrees in a wide variety of 
different fields with comprehensive business 
knowledge. We are excited to be empowering 
these students to enter the workforce with well-
rounded, relevant skill sets.

On the topic of firsts, we recently announced Gustavson’s commitment to full 
carbon neutrality, a step we believe makes us the first business school in the world 
to fully offset our carbon emissions. Over 90 per cent of Gustavson students and 
faculty travel internationally every year, forming a cornerstone of our ability to 
develop globally minded business leaders. Offsetting the resulting greenhouse gas 
emissions, and those emissions associated with employee commuting, is one way 
we are enacting our values of sustainability and responsible leadership. We look 
forward to sharing more on this initiative in the coming months.

You will see many of these stories in the pages of this issue of Business Class. 
You may also notice a subtle theme of entrepreneurship weaving throughout 
this issue: from articles on how to get funding for a venture, to insights into 
how entrepreneurship teaching has changed through the years, readers with an 
entrepreneurial bent will find much to interest them.

There is, however, only so much that can fit in 32 pages, and I encourage you 
to look online for other exciting developments in the school. Both our 2017 Year 
in Review, an annual retrospective of newsworthy events, and the SEEK Research 
Report, a snapshot of some of the ground-breaking work being generated by our 
faculty, may be found at uvic.ca/gustavson/about.

Best wishes,

Message from the Dean
The spirit of entrepreneurship

dr. Saul Klein
Dean, Peter b. Gustavson School of business
deansaul@uvic.ca

dR. ALAN WINTER has held a lot 
of impressive titles over the years: 
CEO at Genome bC, New Media 
Innovation Centre, MPR Teltech 
ltd., and a host of other leadership 
roles; Gustavson adjunct professor; 
and, as of February 2018, bC’s first 
innovation commissioner.

“It’s an honour to serve as 
bC’s innovation commissioner,” 
says Winter of the newly created 
position. “My role is to encourage 

the federal government, the private sector and international groups 
to invest in innovation in bC—whether that innovation is in tech or 
other sectors. From a personal point of view, I’ve always believed that 
sustainable prosperity in a country or province is driven by innovation 
in its widest sense across business, government and academia. If we 
do not invest, then the next generation will not have opportunities in 
this emerging economy, and we will not have the wealth as a province 
to afford our existing services. So I look forward to making a positive 
contribution to bC in my role as innovation commissioner.”

ON MAy 11, Gustavson’s 
Distinguished Entrepreneur 
of the Year award turned 15 
(and it did so with panache. 
look for more in the fall 
issue of Business Class). 
This year’s recipient is a 
top designer, entrepreneur 
and technologist, a man 
with accolades to his name 
like Time magazine’s “100 
Most Influential People in 
the World” and The Wall 
Street Journal’s “Technology 

Innovator of the Year.” after 
founding photo and video 
sharing service Flickr, which 
was acquired by Yahoo! in 
2005, he went on to create 
a communications platform 
that just about anyone 
working in an office is familiar 
with: Slack. Moreover, he 
has roots in Victoria, having 
received his undergraduate 
degree in philosophy right 
here at UVic before going 
on to earn his master 

of philosophy from the 
University of Cambridge.

Guessed it yet? Our 
2018 honouree is Stewart 
butterfield, currently CEO  
and co-founder of Slack.

“Stewart’s entrepreneur-
ship is an inspiration to  
our students and our city,” 
says Gustavson Dean Saul 
Klein. “It is wonderful to  
be able to celebrate a  
homegrown talent at our 
15th annual gala.”

DEYA REcognizEs 
PhilosoPher,  
TechnologisT,  
enTrePreneur Stewart 

butterfield

Dr. alan  
Winter
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EQUIS 
Confirms 
Excellence at 
Gustavson
GUSTAVSON GAINEd 
European Quality Improvement 
System (EQUIS) re-accreditation 
for another five years in 2018, 
after a vigorous peer-review visit 
evaluating the business school’s 
internationalization, corporate 
connections, program quality, 
research output and more. Only 
106 institutions worldwide 
hold the highly sought-after 
EQUIS five-year accreditation, 
which the Financial Times 
hails as the “gold standard” 
for business school quality 
assurance. Gustavson also has 
a spot among the elite group 
accredited by both EQUIS and 
aaCSb, a qualification held by 
less than 1 per cent of business 
schools in the world.

BC innovation Gets a
New Champion
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ANy BCOM COMING through Gustavson after 
2004 remembers the RbC Case Competition: 
three intense rounds of analyzing a case, 
presenting to judges, and answering questions 
as a team. 

and anyone who remembers RbC Case 
Competition likely remembers Tom Siemens, 
VP of commercial banking at RbC, who brought 
the RbC title sponsorship to the competition in 
2004; and Rebecca Grant, associate professor 
and RbC Case Competition co-ordinator since 
2010. These two stalwart supporters of the 
program stood at the podium for the last time 
in 2018; both Siemens and Grant retire this 
year. Professor Chris Graham, who was the 
competition’s original coordinator from 2004 to 
2010, will take on the role once more.

“I’m looking forward to coming back to help 
the bCom RbC team with the 2019 competition,” 
says Graham. “Rebecca has grown the competition 
over the past eight years and leaves it in great 
shape. as always, the challenges will be selecting 
the ‘right’ cases, recruiting and briefing 75 judges, 
and helping to organize 250 bCom students.”

We asked 6,342 consumers to score 299 Canadian 

companies and brands on a range of brand value 

measures. The result? Our fourth annual Gustavson 

Brand Trust Index, measuring the performance of 

brands and companies in 26 industry sectors.

GUSTAVSON’S FIRST CUSTOM Mba, the 
Mba for TElUS, has had a big year so far: in 
addition to presenting diplomas to its first 
graduating class in June, the program was 
recognized by the aaCSb International as 
one of 30 Innovations that Inspire.

“The biggest risk to business schools is 
not the rapid pace of change. It is in failing 
to prepare the next generation of business 
leaders to cope with that change,” said 
Thomas R. Robinson, president and CEO of 
aaCSb. “Through its best-in-class leadership 
development program, the Mba for TElUS at 
the Gustavson School of business is ensuring 
that the business leaders of tomorrow will be 
ready for whatever lies ahead.”

The program also won the Silver award 
for Talent Development at the European 
Foundation for Management Development’s 
2018 Excellence in Practice awards.

COMING IN MAy 2019: our Master of  
Management degree! This brand-new pre-
experience master’s program aims to comple-
ment a bachelor’s degree with a one-year 
program teaching general business manage-
ment. Finishing with a mandatory co-op work 
experience, the new program bridges the gap 
between undergrad and the world of work, 
and helps students fast track their career.

MBa for Telus
Trailblazers

MasTeRinG
MaNageMeNTVIATEC RECOGNIzEd Professor Mia Maki for more than 20 years 

of active involvement in Victoria’s tech community by awarding 
her their 2018 Colin lennox award for Technology Champion.

Says VIaTEC CEO Dan Gunn of Maki’s selection: “Not only has 
she worked in the tech community and consulted for some of 
Victoria’s most well-known tech firms, but she has also shaped 
some of our community’s brightest minds and provided major 
opportunities while teaching entrepreneurship at the University 
of Victoria. If you give me an hour to talk about Mia Maki, it still 
won’t be enough time.”

Victoria Tech scene Honours  
Professor Mia Maki

Gustavson Bids
Adieu…

B i Z  B i T e s B i Z  B i T e s

STUdyING IN VICTORIA, Glasgow and 
bangkok, students at the Sardul S. Gill 
Graduate School can now choose a fourth path 
of the multi-country, two-year Master of Global 
business program. Starting at Gustavson, 
students will then travel to the University of 
Glasgow in Scotland and on to Chulalongkorn 
University in Thailand. Students in this new 
fourth path will begin in January 2019.

ORCas, KilTs 
and PaD THai,
Oh My! 

TrusT Me
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GUSTAVSON SAyS FAREWELL this year 
to one of the co-op program’s longest-
contributing members, Bert Klatt. 
Through his 23 years with Uvic, Klatt 
has helped thousands of Gustavson 
students take their first steps into the 
world of work through his role as co-op 
coordinator. we wish him all the best 
upon his retirement this year. 

Well Wishes

Tom Siemens, VP of commercial banking at RbC, retires this year after 14 years of stalwart support 
for the RbC Case Competition.
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Good timing and a bit  
of luck help a lot
Fitzgerald joined US software 

company Symantec as a manager in 
2010 and rose to VP and chief security 
officer, where he led a team of 150 
until he opted to leave the firm in 2017. 
(He is now chief information security 
officer for the UK-based computer 
chip maker, Arm Holdings). Lange 
joined Symantec in 2009 as senior 
principal security analyst, and went 
on to become director of information 
risk management. “We were on the 
forefront of helping to define what 
cyber security was,” says Fitzgerald.  
“It was exciting and interesting, with 
good career prospects, but we were 
taking a pretty big chance. It helped 
that it was an emerging field.”

“If we had gone in thinking we 
needed to be experts, we never would 
have started,” adds Lange. “We didn’t 
come in with tech backgrounds, but we 
were able to learn and figure it out.”

Embrace change
Skills and experience are 
important. Using them to 

seize opportunities in unfamiliar 
territory like the cyber security sector? 
That’s big. 

“You’ve got to get comfortable with 
being uncomfortable,” says Fitzgerald. 
“Every time there was a gap or an 
opportunity I would step in and say,  
‘I think I can do this. Let me help.’  
It solidified my skill set and earned 
me respect from the decision makers.” 
For her part, Lange quickly realized 
that change is a fact of life in a Fortune 
300 company. “I had 10 supervisors 
in six years. It was about figuring out 
how to navigate and still show success 
when the path that you were on just 
disappears.”

Find a (suitable) mentor
A mentor doesn’t need to 
be someone near the top of 

the food chain. Lange suggests finding 
someone who is “one step up” the 
ladder. “It can be very casual. It can be 
with someone who doesn’t recognize 
that they are your mentor.”

“It’s important to find those people 
that you can have a real relationship 
with. Where it’s not just, ‘what can you 
do for me?’” Fitzgerald says.

Productivity rules
“Focus on where you can 
deliver, not just being 

visible,” says Lange. “If you have 
the right network set up and you’re 
seen as a collaborator, then it doesn’t 
necessarily mean that you’re always 
there in the building.”

“Sometimes young employees 
feel like they need face time, or to 
demonstrate lots of volume of work, 
when really people are looking for you 
to deliver something meaningful,”  
adds Fitzgerald.

Workplace identity  
can start in  
business school

Undergraduate years are formative. 
They’re a chance to put a stamp on 
what type of person you want to be 
in life. For Fitzgerald, a personality 
test during his undergrad tagged him 
as an “armchair quarterback.” He 
railed against that label and became 
determined not to be that way in his 
career. “Once you get in the work 
world there’s a lot of people telling  
you what to be. If you don’t go in with 
a sense of identity, you can get lost 
fairly quickly.”

Balance, balance, 
balance
Taking vacations and 

enjoying the northern California 
lifestyle meant Fitzgerald and Lange 
got plenty of good-natured teasing from 
colleagues about being “so Canadian” 
by taking time off. But it’s something 
they held onto, before parenthood 
and after the kids (now ages four, 
seven and nine) came along. “I don’t 
think you can fully comprehend how 
fast-paced and insane Silicon Valley 
is until you’re down there,” Fitzgerald 
says. “It’s not just ping-pong tables and 
weird shoes. It is intense. There’s a lot 
of money on the line, so people can be 
pretty cutthroat.” n
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S
ometimes taking a risk is  
the secret to finding security.

After graduating from the 
Gustavson BCom program  
in 2003 with specializations  
in entrepreneurship, and 
taking brief detours to jobs  
in Ontario, Erika Lange  
and Tim Fitzgerald put  
faith in their young 
careers and accepted 
positions with KPMG’s 
San Francisco office. 

They thrived for a 
dozen years in Silicon 
Valley’s intense culture of 
innovation, competition and 
financial incentives. Now they’ve 
come home to Victoria where they 
are raising their three young kids. 
They recently chatted with Gustavson 
over afternoon coffee and shared some 
tips on what they’ve learned and the 
career choices that have made them 
leaders in the business of protecting 
corporate digital footprints.

Corporations have 
already set cyber 
security protection 
high on the agenda, 

but Fitzgerald says they can 
expect to see consumers taking 
more interest.

The chief security officer 
with arm Holdings semiconduc-
tors predicts a backlash. “Cyber 
security has been consistently 
ranked in the top five risks a 
company faces for the last five 
years. it has the potential to 
bring companies to their knees. 
Companies really care, but 
they’re struggling with how to 
do it well. it’s an imprecise  
science at this point.”

Fitzgerald sees consumers 
waking up to the fact that 
they’re completely profiled 
online. “Everything they do 
is available—not just to the 
companies they’re giving data 
to for free services, but to just 
about everybody else, because 
it’s being stolen so regularly.”

not only will users be more 
careful with their information, 
Fitzgerald thinks it’ll lead to 
new laws and regulations.

“i think they’re going to 
start demanding legislation 
from their various governments 
who will start having a very 
heavy hand with some of these 
technology companies.”

in the end, it comes down 
to trust. “Consumers are going 
to demand a higher level of 
trust from the companies they 
do business with.  i think we’re 
reaching a tipping point where 
real performance in security 
will be marketed as a feature of 
something you’re buying, not 
just an afterthought of some-
thing you’ve already bought.”

smart choices led alumni couple 
to careers in silicon Valley and a 
return to their BC roots
by Mike McNeney
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M ackenzie Bailey, BCom ’15, understands 
that investing in people is key to building a 
successful business; so much so that when 

she was invited by a young female entrepreneur she 
was mentoring to drive eight hours on a packed bus, 
hike another three to a remote home in Dodoma, 
Tanzania, and subsequently slaughter a goat for dinner, 
she approached each task with the same amount of 
enthusiasm she approaches everything in her life.

“Looking back, it was a crazy experience. I was 
declared missing for two days! But I strongly believe in 
immersing myself into any situation. You need to take 
the successes, challenges and unexpected experiences 
for everything they offer,” says Bailey, who specialized 
in entrepreneurship at Gustavson and has spent time 
working in microfinance, human rights advocacy and 
at the home-grown African social enterprise The Great 
African Food Company.

The young entrepreneur in question was a lady 
named Banou. “She was born to a father who didn’t 
believe girls were worth educating. When I met Banou, 
she and her daughter were eating one meal a day, 
usually consisting of bread or a piece of fruit. Although 
Banou was illiterate, she was hungry to make a better 
life for her daughter. Together we created a business 
plan, raised the financing and hired the construction 
team to build her new store.

“Despite Banou not speaking 
a word of English, and me 
speaking only basic Swahili, we 
ended up forming an amazing 
friendship. The business changed 
everything for Banou and her daughter—I just was 
honoured to be a part of that transformation.”

When reflecting on the experience, Bailey notes, 
“My time in Africa was an interesting chapter for me. It 
underscored the value that comes from taking time to 
actively gain a deep understanding of the needs of the 
particular context that you’re in, and the people you 
serve. Solutions come from insights, and insights only 
happen when you analyze the context, think creatively, 
and have the humility to step outside yourself. Working 
in Africa definitely made me more confident; it allowed 
me to be versatile in my skill set, and creative in my 
problem solving.”

With a year in Africa behind her, and a desire to do 
a master’s degree in marketing overseas at a Global Top 
40 business school, Bailey decided to enrol in the MSc 
in Marketing Strategy and Innovation at Cass Business 
School in London, England.

“I wanted to carve out an area of expertise and deep 
knowledge, and Cass Business School was a perfect 
choice. It offers a specialized program, and is linked 
into the business community in London and across 
Europe. We are exposed to the latest academic thinking, 
and fantastic insight from industry experts who are 
brought into the program as guest speakers.”

With a set of skills from her foundation at Gustavson, 
a unique global set of experiences from working and 
living abroad, and now studying in one of the world’s 
leading business hubs, Bailey is looking to the next 
exciting challenge.

When asked what the future holds, she says, “At the 
end of the day I do want to launch my own business. 
But I also recognize the benefits of learning from others. 
I think that there is value in building your relevant 
skill set and network, as this lets you control some of 
the risks that come with launching a business. Risk 
is central to entrepreneurship, but I think successful 
entrepreneurship is about taking smart risks, while 
controlling what factors you can.” n

ADVENTURES IN AFRICA
Mackenzie Bailey gains unique experience 
working abroad with small business owners
by Natalie bruckner-Menchelli

bailey with small business owner Esther angavu.

R eaders of Business 
Class might recog-
nize Mike Corrigan, 

MBA ’00, from the cover 
of our fall 2012 issue. On 
January 1, 2012, Corrigan 
had a defining moment in 
his career as he moved from 
COO to CEO at BC Ferries. 

Corrigan spent the 
intervening five-and-a-half 
years building a legacy of 
strong union relations and 
safety advancements at BC 
Ferries. Now at another 
career turning point, he 
has taken the helm at 
Interferry, the world ferry 
trade association. Gustavson 
recently caught up with 
Corrigan about the move to 

Interferry and his reflections 
upon receiving Gustavson’s 
Distinguished Alumni 
Award in 2018.

What appealed to 
you specifically about 

transitioning to Interferry?
I have a passion for 
the ferry industry and 

I have a passion for safety. 
One of the big things that 
Interferry is really involved 
with is improving the safety 
standard around the world 
among ferry operators. 
We’ve just started up a safety 
committee for Southeast 
Asia. The developing 
countries down there 
that don’t have the same 
standards as the developed 
world—Europe, North 
America and Australia—are 
the leaders in that regard, 
and we want to draw on that 
to get the rest of the world 
up to the same standard. 
That was something I really 
wanted to focus on.

What are the short-term 
goals you’re hoping to 

accomplish at Interferry?

I want to grow the 
breadth, scope 

and influence of the 
organization. We represent 
the ferry industry 
worldwide, but there are still 
areas where we need to get 
more members and to have 
a greater influence. 
Southeast Asia, 
for example. 
We also need 
to make sure 
that the ferry 
industry’s 
not forgotten, 
and that it’s 
taken seriously, 
by the International 
Maritime Organization 
(IMO), which is the 
regulatory body that sets 
shipping rules for the entire 
world. I mean, as big as we 
like to think ferries are, they 
only represent three per 
cent of the entire shipping 
world population. So when 
the IMO or the European 
Union are setting regulatory 
standards, we need to make 
sure they’re taking into 
consideration the unique 
concerns of ferry operators. 

What does receiving the 
distinguished Alumni 

Award mean to you? 
I certainly appreci-
ate it, and I see it as a 

significant accomplishment. 
I’ve been very proud to have 
gotten my MBA at UVic, and 

proud of where I 
was able to take 

my career over 
the years. I’ve 
always had 
a great deal 
of respect for 
UVic, and the 

program there, 
and receiving this 

award is certainly 
a feather in my cap and I’m 
proud of it. At this point in 
my career I always said when 
I left BC Ferries that I had one 
more chapter left, and that 
chapter right now is Inter-
ferry. So it’s a nice boost to 
push you into the next phase 
of your career, so to speak. It’s 
a certain level of validation, 
I guess, but it’s also a boost—
just that added level of energy 
you need to know that people 
are recognizing the good work 
that you’re doing. n

MIKE 
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Garry van Soest 
knows what it takes to 
launch and finance a 

successful start-up
by Natalie bruckner-Menchelli

ine out of 10 start-ups fail. 
That’s a pretty hard pill to 
swallow for any entrepreneur 
wanting to get their foot in the 
door of the business world, 
but this figure comes as no 

surprise to Garry van Soest, BCom ’95, 
who has not only created, nurtured 
and harvested, in one shape or another, 
nine companies over the past 30 years 
(most recently AVS Systems Inc., 
which he sold for $45 million), but also 
seen and been part of his fair share of 
start-up failures.

“Success doesn’t teach you a whole 
lot, it’s in failure that you get a chance 
to reflect and iron out the errors,” says 
van Soest, who was a member of one of 
the first business graduating classes at 
the University of Victoria.

Back in 1995, during his final 
semester at UVic, van Soest had already 
jumped onboard the start-up train 
and was powering full steam ahead. 
“Like most things in my life, I had a 
compressed mode of getting through 
business school. I started a company 
called Boulevard Technologies, got 
married and had a kid on the way,” 
laughs van Soest. “That first business 
was a success and I went on to help a 
number of start-ups attract funding and 
monetize their intellectual properties. 

I started with more of a consulting role 
and then realized it would be smart to 
negotiate equity in some of the projects 
and that developed into executive roles. 
Some of the projects were great, some 
were stinkers.”

One of those “stinkers” was a tech 
company in the Okanagan. “My wife 
and I decided to move here 22 years 
ago. At the time there were around 30 
software tech companies in the area; 
far from today’s figure of around 700 
in what has been coined the Silicon 
Vineyard. I came to the area and 
managed to raise a bunch of start-up 
capital for a company . . . but that 
company failed. That was a pretty 
big failure for me. The founder of the 
company was a great guy and had an 
unwavering vision for his product that 
he was willing to die for and wasn’t 
willing to adopt a more commercial-
ready attitude, he wanted all singing, 
all dancing, and that got to be really 
expensive to deliver.”

Sourcing investors and raising 
capital is never the issue, says van 
Soest: “Once you’ve got the initial 
funding in place, money isn’t tough 
to get, the tough part is understanding 
what you need and how you are going 
to use it. If you have $50,000 cash and 
a compelling concept, you can start 

a business. You’ll have to find more 
investment, but that initial money 
should come from trusted people who 
see something in you. Then when 
you bring others into this business 
environment, they’ll see other people 
have the trust to invest in you.”

In order to get funding, says van 
Soest, people need to stay away from 
the same old, same old. Mention 
PowerPoint presentations and his 
reaction is: “I have zero tolerance to 
sit through another one of those,” he 
laughs. Instead, van Soest learned the 
value of coloured markers and a bunch 
of whiteboards. “I recall a Toronto 
banker about 15 years ago who I 
managed to get up to the board to draw 
and write things out that he thought 
I needed to get done. He ended up 
saying, ‘How did you get me up here?’ 
I said, ‘You’re the strongest character 
in this room and I wanted to pay you 

the respect of 
learning from 
you.’ He wrote 
me the biggest 
cheque and we 
are still friends to 
this day. It’s about 
getting the smart 
people to show 
you what they know.”

This is where having a mentor 
comes in. Someone who is able to 
expose your weaknesses, without 
having any financial interest in your 
business. But van Soest warns that 
you need to be willing to expose those 
weaknesses. “Ego is important for self 
preservation; but it can also be your 
worst enemy, and you need to know 
when to hang it on the door.”

Once funding has been secured, 
the next step is growing a business, 
and van Soest says those that do well 

are the ones who 
have figured out 
how to leverage 
organic growth. 
The ones who 
fail, or who fail to 
attract investors 
in the first place, 
are those without 

a solid marketing plan. “The old adage 
is true that the marketing plan is always 
the Achilles heel in the tech community. 
This part of business requires a lot of 
social understanding, and a lot of tech 
people are not socially gregarious. It’s 
tough to find an entrepreneur that has 
all that stuff put together.”

So you’ve secured funding, grown 
your business, been transparent with 
your investors and reported back in 
a timely manner, avoided conflicts 
by being up front and having the 
paperwork in place from day one . . .  
what’s the next step? It’s time to 
consider selling!

“Never fall too hard in love with 
your business. It’s a vehicle, it needs 
to be serviced, you will get tired of 
driving it. It’s great to believe in your 
business, but everything is for sale. 
And never sell your own business. 
Only a fool tries to sell his/her own 
business. If I’m going to buy a business 
and a business owner is going to sell it 
to me, I will get a deal. People who sell 
and buy businesses, it’s their business, 
and they are good at it, like you are 
good at what you do.”

In the end, van Soest says to be 
successful requires an understanding 
of how much time you have in a day, 
as small-business entrepreneurs are 
committed to doing everything to 
begin with. This self-awareness is also 
essential to understanding when you 
may be on the wrong path. “If your 
marketing strategies aren’t coming 
to fruition, and you’ve changed and 
changed them again, and taken advice 
and it’s still not working, it may be 
time to rethink. I always give Q-tips 
as an example. When they started up 
they probably never had the electronics 
industry in their marketing plan, and 
yet 60 per cent of Q-tips are now used 
in electronics factories. Your customers 
are a business too, so ask them what 
they think.” n

Ego is important for self 
preservation; but it can also 

be your worst enemy, and 
you need to know when to 

hang it on the door.
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w hen it comes to preparing 
students for the workplace, 
nothing gives a bigger leg up 

than hands-on experience. When your 
chosen career involves managing large 
sums of money, however, that applied 
experience can be tricky to come by. 
Imagine, then, being given $650,000 
of real money to invest. That’s exactly 
the opportunity that select students are 
given through the Applied Portfolio 
Management Program.

“In this competitive industry, having 
hands-on management experience and 
access to mentors can be the difference 
between getting hired and not,” says 
Jordie Hutchinson, director of the new 

Students experience 
what it takes to be  
investors in the  
real world
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program and member of Chartered 
Financial Analyst (CFA) Society Victoria, 
who was instrumental in developing the 
Applied Portfolio Management Program. 
“The idea is to connect industry profes-
sionals with motivated students and 
help them navigate a career path in the 
finance and investment management 
industry, and obtain a CFA designation.”

Consisting of two courses, the 
Applied Portfolio Management Program 
is designed to set students and the 
fund up for success by first offering a 
non-credit foundational course, Applied 
Investment Management. Students who 
complete this course are then invited to 
apply for the highly selective Applied 
Portfolio Management course. Once 
accepted, students are tasked with 
managing a real investment portfolio 
and their activities are overseen by 
an investment advisory committee 
comprised of industry professionals 
and UVic faculty members.

“The first step was to get the invest-
ment management course up and 
running—which the president of the 
CFA Society and myself did in 2016—
in order to put students in a position 
to become portfolio managers in the 
second half of the program,” says 
Hutchinson.

The applied portfolio management 
course is done through four quarterly 
meetings with the investment advisory 
committee. “Other than that, it’s all 
on the students to communicate and 
Skype once or twice a week throughout 
the year,” says Hutchinson. “It’s a 
heavy commitment for the students—
they take it on in addition to their 
standard course load. It’s not for 
everyone by any means, but for the 
ones who are doing it, the reward of 
knowledge and opportunity that can be 
translated to work co-op positions or 
full-time opportunities in the industry 
is worthwhile.”

The program is a natural fit for 
Gustavson’s collaborative and integra-
tive learning style, since students come 
from both economics and business 
departments, and mentors and instruc-
tors are members of the community 
with a wealth of real-world experience.
Hilary Echtner, MBA ’08 and a program 
mentor, was excited to participate.

“I am an alumna of the MBA program 
at UVic, and my career and educational 
background has all been in finance,” 
she says. “I was in the capital markets 
for 16 years, and I’m currently with 
Suncor Energy in Calgary managing 
our joint venture audit group, which 
is a more commercial role.” Echtner 
says in the early days of her career she 
received some great mentorship and 
wants to pay that forward. “I would 
like to give some outside experience 
because it’s pretty hard to go it alone in 
this industry, especially when you’re 
just starting out.” She adds, “For my 
own career, a program like this would 
have been very important when I was 
an undergrad student.”

Echtner says the current Applied 
Portfolio Management group, which 
includes one of her mentees, did 
an outstanding job preparing their 
first quarterly package. “The quality, 

professionalism, sophistication in 
writing and analysis was excellent.”

Thomas Cecchi, BCom student 
and member of the current Applied 
Portfolio Management course, notes 
the course is more hands-on than 
the preliminary Applied Investment 
Management course. “Our $500,000 
fund came from contributions from 
UVic and generous donors to the 
business school,” he says. “We 
received the funding in the middle of 
October, and we were fully invested by 
the middle of November.”

Cecchi explains that they invest 
as a group. “We have two different 
teams—a strategy team that focuses 
more on the macroeconomics side, and 
an investment team that does specific 
company research. The way it is set up, 
students will spend an equal amount of 
time on each task over the course of the 
year.” The students have to manoeuvre 
through a steep learning curve, but 
for most of them, it is what they are 
aspiring to for future careers. “I think the 
highlight of being in this program is the 
real-world experience,” says Cecchi. “To 
have this opportunity is great for myself, 
and for future students who want a 
career in investment management.”

And there is every reason to expect 
that the program will continue to 
thrive, as donors salute the potential 
of the program with additional funds 
throughout the coming year.

“This has been a game-changing 
addition to my time at Gustavson,” 
says Cecchi. “It’s a great advantage to 
have this experience starting out.” n

applied Portfolio Management 
students present quarterly 
results to the investment 
advisory committee.

the idea is to connect industry  
professionals with motivated 

students and help them 
navigate a career path in 

the finance and investment 
management industry, and 

obtain a cfa designation.
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The

by laurie Jones
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the entrepreneurship program  
at Gustavson gave me great 

insight not just into how to be  
an entrepreneur, but how to 

support one. It was so valuable  
to have in my toolkit.

‘‘
’’

 Work
Rules!

How Christina Seargeant earned her place  
in an HR tech empire

by Stacey Mclachlan

t’s hard to believe that just seven years ago, 
it didn’t even occur to Christina Seargeant 
that HR was a career option. “HR wasn’t even 
on my radar,” says Seargeant, who today 

is a senior HR business partner at Workday, a 
software company specializing in cloud-based 
management for finances and employees.

But springboarding from her BCom degree 
into the tech world offered endless potential 
and possibility—and she found herself, after 
graduating in 2011, on a career path she had 
never imagined. “Not enough BCom students are 
thinking about HR, and not enough HR students 
are thinking about tech, even though it’s Victoria’s 
largest industry,” says Seargeant.

Because start-ups so often need to fill so many 
entry-level positions—junior product managers, 
HR and executive assistants alike—with young, 
hungry workers, Seargeant believes that BCom 
students and tech are a perfect match. “Business 
students just have that hustle, and I think it can 
be a strong pairing.” Not to mention the attractive 
advancement factor: “The career mobility in this 
sector is practically infinite.”

Having tried her hand at a tech customer 
service position with AbeBooks after graduating, 
Seargeant jumped at the chance to explore the 
industry in a deeper way when an executive 
assistant role at a young tech company in town, 
MediaCore, opened up. “I thought, ‘How great, 
I get to be a generalist,’” says Seargeant. “I came 

out of the BCom with an entrepreneurship 
specialization, which means I’m not deeply 
specialized but feel like I’m open to taking  
on anything.”

At MediaCore, Seargeant was a Jane-of-all-
trades. From her perspective assisting in the CEO’s 
office, she was able to see from the senior level 
what a start-up looked like, and offer support. 
“The entrepreneurship program at Gustavson 
gave me great insight not just into how to be an 
entrepreneur, but how to support one,” she says. 
“It was so valuable to have in my toolkit.”

Though there were only eight staff at MediaCore 
when Seargeant first joined the team, she quickly 
identified the people side of the business as a 
passion, and CEO Stuart Bowness encouraged 
her to develop that skill set. “The more I learned 
about that side of the house, the more I started 
to feel like a professional,” says Seargeant. She 
pursued her professional HR designation while 
building MediaCore’s HR protocols from scratch.

It certainly wasn’t easy. “I would say that there 
was a lot of trial by fire,” laughs Seargeant. “At 
MediaCore I was learning HR from the ground 
up, running faster than my feet could carry me, 
and making mistakes along the way—but that 
environment was a wonderful opportunity to fail 
fast and iterate as I went.” Working for Amazon 
previously and knowing what they had for their 
HR setup gave her a head start, but she also 
reached out to community mentors, and followed  

I
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Christina Seargeant shares her tips for 
creating an HR program from scratch 

Put people in the forefront  
of your business priorities. 
“Too often, HR programs and initiatives 
are shelved and considered too late,” says 
Seargeant. “Even if you don’t have a fully 
polished HR department or policy manual, 
there are things you can do to demonstrate 
that you care and value your employees.”

Create a solid employer brand.
When it comes to recruitment, always 
question what would make a candidate 
leave their current job, doing the same 
work, to come work for your organization, 
suggests Seargeant. “Think about your 
value proposition as an employer and how 
you can build a solid employer brand in 
your community.”

Ask for help.
Don’t be shy about reaching out to other 
companies—be they fellow start-ups or 
more established tech companies—to 
collect intel and advice about their HR 
practices. “Someone who knows the 
space and can guide you to understand 
priorities,” Seargeant notes.

START-UP HR

an HR checklist. From 
Seargeant’s perspective, putting 
an HR mindset in place early 
on in the development of a 
business “is never a bad idea. 
When you start off even trying 
to put things in place, it’s an 
opportunity to show your team 
that employees are put first, 
and there’s someone thinking 
about their advancement, 
which is reassuring, no matter 
the size of the company or the 
resources.”

Over the course of her 
seven-year career, Seargeant 
has become a leader in her 
field, winning the 2016 CHRP 
Rising Star award, taking on 

a role as leader of the Victoria chapter of Ladies Learning 
Code and volunteering on the board of VIATEC. But the 
accomplishment she’s most proud of is a grassroots project: 
PeopleOps, her start-up HR networking group.

“After joining MediaCore, I found myself wildly 
unprepared to be building an HR program from scratch, and 
I thought ‘but there’s got to be other start-ups going through 
the same things.’” So she went out and found them: she 
sent out an email to HR professionals, administrators and 
office managers, inviting them to meet up. This gesture of 
community spawned a monthly meetup for shop talk and 
professional development, along with a Slack channel where 
Victoria’s HR people share intel and questions daily.

In the summer of 2016, MediaCore had grown to 30 
employees and raised another round of funding, and 
Workday came knocking at their door. “The work I did at 
MediaCore helped us mature the company from a people 
practice standpoint, which I think did lend well towards our 
acquisition,” Seargeant says. “The biggest thing I am proud 
of, however, is the culture we collectively built at MediaCore, 
and how that stood out to the Workday team.” From the dust 
of the acquisition, Seargeant emerged as the HR partner of 
Workday Canada, with 200 people to consider.

It’s certainly different from those scrappy early learning-
HR-on-the-fly days. “Now that I’m in an environment that 
has a lot of that groundwork already polished and in place, 
it allows me to take my business partnership to a whole 
other level,” says Seargeant. But while the responsibilities 
have grown—with Seargeant ensuring all her employees 
have the tools and resources they need for career success, 
developing and implementing HR initiatives for recruitment, 
onboarding, training, development, performance 
management and policy development—there’s plenty that 
has stayed the same . . . and she wouldn’t have it any other 
way. “What keeps me engaged about HR is that I get different 
challenges all the time,” she explains. “Ultimately the things 
that cross my desk are different every single day.” n
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Buying
Power

study looks at how  

local-global identity affects  

your shopping habits

by Sasha Milam

T hink you’re only will-
ing to pay more for 
that expensive local 

cheese because the cows 
live down the road? Think 
again. Anyone who has 
compared products before 
buying—whether vegetables, 
clothes, or services—knows 
that something labelled 
“local” usually dangles a sig-
nificantly higher 
price tag than 
the same product 
made elsewhere. 
A recent study 
published by 
Gustavson’s Dr. 
Huachao Gao, 
however, raised 
an interesting new question: 
are consumers willing to pay 
more because the product is 
local, or because they think 
of themselves as people with 
a strong local connection?

While this may sound 
like two sides of the same 
coin, the study turned up a 
surprising finding: consumers 
with a strong local identity 
(i.e. those who place a high 
value on local traditions, 

culture and people) are 
willing to pay more for goods, 
regardless of whether they 
were locally made or not.

“As any business knows, 
increasing prices is typically 
not a popular move with 
consumers,” says Gao. “This 
paper asked: how does the 
consumer’s identity as a local 
or global buyer affect their 

sensitivity to a 
price increase?

“Our research 
suggests that 
consumers with 
a local identity 
[as opposed to a 
global identity] 
will have a lower 

sensitivity to price increases, 
even for products that have 
no clear origin. This is be-
cause a local identity often 
triggers a customer’s ‘sacri-
fice mindset,’ which persists 
in justifying a higher price, 
even when the product is  
not local.”

This puts a new spin on 
the marketing story as it’s 
currently told; whether at 
multinational enterprises, 

the coffee shop down the 
street, or initiatives as broad 
as buy-local movements. 
Many, like the Local Farms, 
Food, and Jobs Act in the 
U.S. that proposes to invest 
$200 million to help local 
farmers, focus on driving 
demand simply by extolling 
the virtues of buying local 
products. “While this and 
similar efforts may serve 
many admirable and useful 
purposes, they may not be 
affecting customers’ price 
sensitivity in quite the way 
we thought,” says Gao. 
“Communications efforts 
should be aiming to activate 
consumers’ local identities, 
as well as promoting the 
benefits of buying local.”

Gao and his co-authors 
conducted an extensive 
series of 14 studies, two of 
which took place in China 
and the remainder in the 
U.S., and involved over 
5,000 participants in surveys, 
randomized field studies, 
and online experiments. 
These studies looked at price 
increases ranging from one to 

Dr. Huachao Gao

25 per cent, affecting goods 
such as groceries, furniture 
and electronics.

One of the team’s studies 
looked at consumer purchase 
behaviour of eggs, milk and 
rice in response to price 
increases at a grocery store in 
Hefei, China. Data collection 
took place over a period 
of 35 days, during which 
time the researchers knew a 
price increase would occur. 
Customers entering the store 
were randomly selected to 
receive a brochure designed 
to activate either local identity 
(“think local” movement) or 
global identity (“think global” 
movement). Customers 
signed the brochure to 
show their support for the 
assigned movement, and 
entered into a prize draw 
upon submitting the signed 
form to the cashiers. The 
cashiers collected the signed 
brochures and recorded the 
quantity, date and price of 
the consumers’ purchases. 
This allowed Gao and his co-
authors to track participants’ 
local or global identity and 
how behaviour changed 
before and after the price 
increase.

“The data from these 
studies indicates that 
consumers with an activated 
local identity experienced a 
17 per cent decrease in price 
sensitivity, compared to 
their global-identity peers,” 
says Gao. “This is definitely 
relevant insight for 
marketing professionals who 
are responsible for managing 
price increases, as well as 
interesting awareness for 
consumers.” n

➔  Gao, H., Zhang, Y., & Mittal, 
V. (2017). How Does local-
Global Identity affect 
Price Sensitivity? Journal 
Of Marketing, 81(3), 62-79. 
doi:10.1509/jm.15.0206
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Shortly after completing their 
MGB journeys, Alice Rebondy 
and Katie Pearce (both MGB ’15,  
who lived and studied in 
Canada, Taiwan and Austria 
as part of the 2015 Path 1 
cohort), were catching up over 
Skype. Rebondy had recently 
started working in London with 
business travel management 
company Carlson Wagonlit 
Travel, while Pearce had just 
returned home to Canada and 
was looking for a job after 
completing an additional 
internship in Austria.

“As we were talking, it 
popped into my head that there 
was a new opening in my team 
as a bid writer,” Rebondy says. 
“Katie is a skilled writer—I 

When the opportunity arose to relocate 
from Vienna to manage the US operations 
of Austrian industrial manufacturing firm 
Semperit AG Holding, both Irene Coughlin, 
MGB ’13, and her employer knew that a 
particular background was required to fill the 
business development manager role she would 
be leaving behind.

“My manager was looking for someone with 
my skill set,” says Coughlin. “I reached out to 
[former MGB Associate Director] John Oldale, 
who provided me with the resume of a recent 
MGB grad named Hossein Kharazian.”

With previous work experience in Asia, 
Africa and the Middle East, Kharazian had 
chosen UVic’s program with the aim of 
enhancing his international career. After 
graduating, Kharazian, MGB ’16, planned to 
take his next professional steps in Canada. 
With Oldale’s recommendation, however, 
the MGB network’s tendency to present 
unexpected opportunity struck once again.

“John introduced me to Irene, and I had 
a very long procedure of different stages 
of interviews and online tests, and a final 
interview in Vienna, which took almost seven 
hours!” says Kharazian. “After some time I got 
the call and was offered the position. Although 
I had been targeting Canada, I have always 
been open to challenges, so I said yes.”

Moving to Austria and beginning with 
Semperit in January 2017, Kharazian achieved 
his goal of expanding his international career 
into new territory. And the MGB—its unique 
network included—proved to be the perfect 
vehicle to do so. “When I was choosing MGB 
I was 100 per cent confident that there is 
no other program like it, which gives you 
the opportunity to develop this diverse 
international network,” Kharazian says. “It’s 
just so incredibly valuable.”

global
Connecting careers across continents
by Rich Taylor

M aster of Global Business (MGB) alumni face a 
unique networking conundrum. Whereas your 
typical business program gives you the opportunity 

to build up your professional contacts in the city, region or 
even just the country you study in, following graduation, 
MGB alumni quickly spread far and wide.

However, as any resourceful MGB graduate will tell you, 
this potential hindrance can be turned into a boon. Knowing 
someone in a different part of the world isn’t just a useful 
way to save costs on hotels in Paris, Beijing and New York—
it can also act as a launchpad to an international career, as 
these inspirational examples demonstrate.

Irene Coughlin and  
Hossein Kharazian

Alice Rebondy 
and Katie Pearce

alice Rebondy (second from left) and Katie Pearce (centre) with fellow MGb students.

Although it spans time zones, oceans and 
continents, the MGB network can often be closer 
than you might think. As our alumni will agree, 
part of the magic of the program is that its 
life-changing ability to connect people across 
countries and cultures doesn’t just last for a year—
it continues past graduation and into careers. n

actually used to send her blog 
to my parents so they could see 
what I was up to during our 
MGB—so when I saw the bid 
writer position I knew she’d 
be great. And she’d talked 
about always wanting to live in 
London, so I thought, why not 
give it a try?”

While the connection seemed 
natural to Rebondy, it wasn’t on 
Pearce’s radar. “It didn’t cross 
my mind for a second to ask 
Alice about jobs in London—we 
were just catching up about 
her birthday,” she laughs. “But 
the next day, Alice emailed 
me saying; ‘Hey, really nice 
talking to you. My company 
is looking for somebody with 
your experience. Do you want 
to apply?’ I was like, London 
has been a dream of mine for 20 
years, don’t hang this carrot in 
front of me! But I submitted my 

application and things moved 
pretty quickly from there.”

Within a month, Pearce was 
in London, complete with a 
visa, job and apartment. She 
has since moved up to manage 
the company’s global bids team, 
liaising with colleagues across 
Europe and North America 
every day and realizing a 
long-held ambition to work 
internationally. Rebondy, 
meanwhile, has recently moved 
on to a new challenge with 
a different company, but the 
connection that led the two to 
work together remains.

“Every year that my 
anniversary of starting this job 
comes up, I send Alice a little 
card saying, ‘I’m only here 
because of you—you helped my 
dreams come true,’ It means a 
lot that she was such a big part 
in that,” Pearce concludes.
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John Oldale has been at the heart of our  
Master of Global Business program ever  
since its inception in 2010. Over the years,  
Oldale has welcomed hundreds of students  
from all over the world to Victoria, supported  
and assisted them on a transformational, 
international journey of learning and discovery, 
and congratulated them  
when they became  
MGB alumni.

David 
McCutcheon
UVic – 1993-2018

A trailblazer in e-commerce and tech, Dr. Rebecca Grant 
always connected the broader community with the 
business school. In addition to bringing business leaders 
into the classroom, she recruited them to be volunteer 
judges for the school’s annual RBC Case Competition. 
Grant also connected her students to community 
organizations, such as CanAssist and United Way, through 
integrated class projects. And if that wasn’t enough, she 
always had a spare tie or two on hand for students in need 
of a wardrobe upgrade before a big presentation.

Known in our hallowed halls as “Super Dave,” 
Dr. David McCutcheon has been a driving force 
in the administration of our programs, from 
spearheading the implementation of our 2+2 
model for the BCom program to overseeing our 
assurance of learning details for accreditation. 
McCutcheon has used his military precision to 
keep Gustavson’s programs in top form, all while 
maintaining his research and teaching duties in 
the classroom. Super Dave, indeed!

Rebecca 
Grant

UVic - 1993-2018
John Oldale
UVic – 1996-2018

‘‘ John’s tenacity of purpose and ongoing support 
throughout the MGB program cannot be overstated. He 
helped all of us in our search for global education, added a 
familiar face to Uvic, and was a pillar of support through each 
step of our journey. i wish him nothing but the best in his 
retirement; there is nobody more deserving.’’– Garett Senez, MGB ‘11

‘‘ i’d like to congratulate 
John on his retirement, and 
thank him for all he has done 
for this program. it was a 
life-changing experience for 
me, and for so many others, 
and John was a big part of 
making it all possible! i wish 
him luck with wherever life 
takes him next.’’– Rachel Mack, Bcom ’14, MGB ’16

‘‘ Dave’s leadership style is giving 
others the space to feel confident in 
the innovations they suggest, and 
then providing a steady hand to 
support their implementation.’’– Sheryl Karras, director administration, 

pre-experience  masters programs‘‘ when issues arise and i make my way over to Dave’s open door, i am always 
greeted with an amused, wry smile that says ‘Come on in, i’m looking forward 
to hearing what interesting problem you have!’ Then, Dave will effortlessly 
provide great advice that is meticulous and fair to resolve the issues at hand. 
He will be greatly missed. Happy retirement!’’– wendy Mah, program manager, Phd program

‘‘ angela is an outstanding accounting 
professor. Her tough-love approach and 
humour always keep the classroom lively. 
angela truly cares about her students and 
teaching them what they need to do to be 
successful in the boardroom.’’– Kate donovan, director administration, 

undergraduate programs

‘‘ you may not know this, but angela 
started her academic career later in life. i 
can attest to the fact that she is very proud 
to have earned her education while raising 
three children on her own. students describe 
angela as ‘tough as nails . . . but only on the 
outside.’ she has been and always will be 
vivacious, sassy and gregarious—and some 
say ‘kinda out there!’’’– Pat Elemans, assistant dean, external relations

‘‘ Rebecca’s business technology class was the only 
one of its kind. it had a lasting impact on me because  
it was so ahead of its time. she saw an opportunity that 
was only going to get bigger and kids needed to know 
about it and how to take advantage of that industry.’’– derek MacNeil, Bcom ’98

‘‘ Rebecca gave us so much energy and instruction 
during our very first case competition. [BCom students] 
benefited so much from her coordination and 
dedication to the work.’’ – Nellie yue, Bcom ’17

Honour  
roll Thank you

for the lessons
C

An accomplished researcher with 
a flair for making finance fun, Dr. 
Angela Downey brought her unique 
perspective to the classroom. Her 
research focuses on the financial 
implications of changes in health-
care system delivery and in her 
managerial accounting courses she 
drew examples from the health 
sector to show students that finance 
careers aren’t limited to accounting 
firms alone. 

Angela 
Downey
UVic – 2008-2017T

here comes a time in every educator’s career when they exit 
the classroom door in pursuit of their next great lesson. For 
four of Gustavson’s long-term instructors, that moment came 

this year as they each embrace the art of retirement. Their next 
chapters hold the promise of many new adventures, and we wish 
them all the best. Thank you, Dr. Angela Downey, Dr. Rebecca 
Grant, Dr. David McCutcheon and Mr. John Oldale for the lessons, 
wisdom and advice you’ve shared with us over the years. Class 
won’t be the same without you!
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G i V i n G  B a C K

Group has committed $1 
million to create the BMO 
Aboriginal Canadian Entre-
preneurship Catalyst Fund. 
The first program expansion, 
a Vancouver Island-based 
ACE for Artists, launched 
in June 2018, and supports 
entrepreneurial training for 
Indigenous artisans wanting 
to launch or expand their 
business artist venture.

“As an artist, I’m excited 
to see the idea of an ACE for 
artists program become a 
reality,” says Ben Davidson, 
an ACE graduate. “In 2014 
when I was taking the ACE 
program, I had already 
started my own business. 
I soon realized that I had 
done many things the hard 
way or the wrong way. 
Through the ACE program 
I learned to delegate and 
build a good team, as well 

as create multiple revenue 
streams with my art. It’s a 
very beneficial course.”

The program currently 
operates in three areas of 
BC: the North West (NW-
ACE) in Prince Rupert and 
Terrace, Central BC (LD-
ACE) in the greater Enderby 
area, and the Haida Owned 
and Operated program that 
rotates between Old Massett 
and Skidegate. Over 20 
weeks, ACE participants 
engage in classroom learning, 
mentorship coaching sessions 
and hands-on entrepreneurial 
learning exercises, including 
the development of a business 
plan for a start-up venture.

More than 275 graduates 
from 26 Indigenous commu-
nities across BC have taken 
it; 72 business ventures 
have been launched; and 
many more are in the plan-

aCe It!
$1 million gift empowers 
indigenous entrepreneurs
by anja Karadeglija

ning stages. In addition to 
entrepreneurial start-ups, 
program graduates pursue 
further education, or secure 
employment in their busi-
ness area of interest.

“The participation of 
Aboriginal people in the 
economy as business 
owners contracting and 
doing business with other 
Aboriginal businesses 
and with non-Aboriginal 
businesses is the highest 
form of economic 
development,” explains 
Frank Parnell, CEO of 
TRICORP. “And it provides 
the greatest promise for our 
people.”

The BMO 
Aboriginal Canadian 
Entrepreneurship 

Catalyst Fund received 
an initial $250,000 from 
private donors Tim and 
Frances Price to support 
in-community entrepre-
neurship educational 
opportunities.

“Supporting the ACE 
program with customized,  
in-community entrepreneur-
ship training is aligned with  
our desire to support new 
business leaders,” says Mike  
Bonner, BMO senior VP, BC  
and Yukon. “At BMO we’ve 
been thrilled to learn about all  
the business enterprises that  
have started in various com-
munities and are honoured 
to support a program that has 
collaborated so successfully 
to support Indigenous entre-
preneurs in advancing their 
business goals.” n

‘‘ the participation of 
aboriginal people 
in the economy as 
business owners 

contracting and doing 
business with other 

aboriginal businesses 
and with non-

aboriginal businesses 
is the highest 

form of economic 
development. and it 

provides the greatest 
promise for our people. 

’’
Representatives of TRICORP, 
UVic, bMO Financial Group and 
Gustavson gathered to celebrate 
the $1 million gift. 

F or aspiring Indigenous 
entrepreneurs in 
Canada, there’s no 

power greater than combining 
business know-how and 
confidence to forge economic 
self-reliance. The unique 
community-based Aboriginal 
Canadian Entrepreneurs 
(ACE) program—developed 
by a partnership between the 
Tribal Resources Investment 
Corporation (TRICORP) 
and Gustavson—has been 
a key driver in supporting 

exactly that empowerment 
since its inaugural class in 
2013. Bringing culturally 
sensitive and community-
tailored business education, 
by invitation, to Indigenous 
communities across 
BC, the impact of this 
unique program has been 
immense—and is continuing 
to gain momentum.

To help expand this inno-
vative program throughout 
BC and to other regions across 
Canada, BMO Financial 

Our heartfelt thanks to all our donors for making innovative business education a reality for our students. and a special shout-out to  
our alumni donors, both those listed here and those who prefer to remain anonymous, for their contributions to uVic in 2017.  

Your generosity helps ensure today’s students have an experience every bit as meaningful as your own.

Thanking Our 2017 Gustavson Alumni donors

www.uvic.ca/gustavson/giving  |  bizalum@uvic.ca

♥ Saare adams, bCom ’06
♥ Evelyn adu-Febiri, bCom ’04*
♥ Glen allen, ba ’89, Mba ’01
♥ Dylan amirault, bCom ’16
♥  Stephen anderson-Macdonald,  

bCom ’01
♥ Tina belcourt, Mba ’09
♥ alfie betker, bCom ’07
♥ allison boulton, bCom ’98
♥ Marcus brandt, bCom ’08
♥ lindsay brookes, bCom ’15
♥  Jill Carruthers, bSc ’08, Mba ’16
♥ Hao Chang, Mba ’10
♥ Jenny Chen, Mba ’02
♥ David Clark, bEng ’92, Mba ’12
♥ Marilyn Copes, Mba ’99
♥ John Craig, bCom ’12
♥ James Derpak, bCom ’04
♥  liz Diaz Merino, ba ’08, bCom ’11
♥  Kailee Douglas, bCom ’08, MPa ’16

♥ Sihong Fu, Mba ’14
♥ Salona Gounden, bCom ’13
♥ Phil Graham, Mba ’05
♥  Jeff Harris, Mba ’95 & lisa Harris, ba ’91*
♥ Carolyn Hillar, MGb ’15
♥ brad Hodges, Mba ’03
♥ Patrick Hundal, bCom ’00
♥ Mike Hurrell, bCom ’05
♥ David Jiang, Mba ’04*
♥  brent Kokoskin, Mba ’99 &  

Veronica Winkler, bCom ’98
♥ Hilde lensing, Mba ’01
♥ Kelly loudon, Mba ’15
♥ Sang-Kiet ly, bCom ’99
♥ linda Mah, bCom ’01
♥ Shelby Manton, bCom ’13
♥ Darius Naigamwalla, Mba ’01*
♥ Jessica Ng, bCom ’05
♥ Siong Ng, Mba ’04
♥ lesley Patten, bCom ’96

♥ Howard Plato, Mba ’02
♥  Matthuw Ronald-Jones, bCom ’99
♥ Gabriel Rose, bCom ’05
♥ alicia Roske, bCom ’12
♥  Mike Sandhu, bCom ’08, JD ’13
♥ John Selby, ba ’93, bCom ’99
♥ Grant Shapka, bCom ’17
♥ Kirtikumar Shetty, Mba ’08
♥ Janice Snow Maese, bCom ’00
♥ Dustin Taylor, bCom ’13
♥ Michaela Tokarski, Mba ’01*
♥ Sybil Verch, bCom ’97*
♥ Nigel Vincent, Mba ’07
♥ Peter Wang, Mba ’08
♥  andrew Work, Mba ’02 &  

alisha Work, Mba ’96
♥ amanda Wright, bSc ’01, Mba ’07
♥ lane Yu, Mba ’05
♥ Qiusheng Zhang, MGb ’14
♥ Jane Zhu, Mba ’06 *

“Raven,” by aCE graduate 
lianna Spence (pictured with 

her art front right on facing 
page). Spence presented 

bMO with a print of “Raven” in 
acknowledgment of their gift.

*Leadership giving donors
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Kevan Matheson
Program: bCom
Graduation year: 2015
Business Name: Crypto Capital Partners

Business Update: I left my career in institutional 
finance to start a blockchain advisory firm in 
Vancouver. I am a strategic adviser for venture 
capital deals, public company financings and 
enterprise consulting clients. My proudest 
achievements so far include advising clients 
during equity issuance of roughly $20 million, 
writing a book and being elected to the board 
of directors at a publicly traded cryptocurrency 
mining operation.

Personal/career Update: My business and social life 
are interconnected (mostly because I am always 
working). One of the best aspects of running  
my own business is the flexibility to work 
remotely—I head to Whistler and Cypress often, 
and spent most of the winter in California and 
South East asia.

Lauren Minogue
Program: bCom
Graduation year: 2014

Personal/career Update: I’m 
fortunate to be building my 
practice at Connor, Clark & lunn 
Private Capital in Vancouver, a 
partner-owned investment firm 
with over $74 billion in assets 
under management and notable 
clients like the CPP. My practice 
caters to private wealth families, 
business owners and small 
foundations. I’m passionate 
about finance and continuing 
my post-graduate professional 
development, and am currently 
a level III CFa candidate. I am co-
chair for the MS Society’s 2018 
Vancouver Walk, with a goal to 
raise over $210,000 locally.

Florencia Pergament
Program: Mba
Graduation year: 2009

Personal/career Update: Since graduation, I have been 
working in the manufacturing sector for high-end 
products for the hotel industry. Upon graduating, 
I joined Northern Feather Canada, where I moved 
through the ranks from strategic manager to VP sales & marketing. after 
seven years there, I moved to the U.S. and joined Samuelson Furniture as a 
general manager. Currently, I am seeking my second masters, an MS in data 
analytics at Montclair State University, as I believe it is a great complement to 
my Mba and business career. after all, data is everything nowadays. 

Colin Filliter
Program: Mba
Graduation year: 2016
Business Name: Suavair aerial Imaging

Business Update: Suavair was 
developed through the Mba 
entrepreneurship specialization 
at UVic in 2015 and continues to 
grow as the applications for aerial 
drones expand. We remain focused 
on the forestry, mining and natural 
resource industries as a drone service 

provider, and now have a diverse 
client base throughout coastal and 
interior bC.

Personal/career Update: Nuch 
Chanthasirichot, Mba ‘16, and I 
were married in late 2017. We met 
in the UVic program as classmates 
and recently purchased a house 
together in Campbell River, bC. Nuch 
is enjoying her career, currently 
working as an adviser to Health 
Emergency Management bC.

Sean Wiggins
Program: bCom
Graduation year: 2013
Business Name: North Digital

Business Update: North Digital is a 
digital marketing agency based 
in Vancouver, serving clients in 
very diverse industries around 
the world. Recently, North 
Digital began offering a full suite 
of marketing services in English, 
Mandarin and Cantonese. 

Personal/career Update: after 
finishing a master in accounting 
degree and passing the exam 
to get my CPa designation, I 
did a 180 and started a digital 
marketing agency. I have built 
the agency from the ground up 
and now have an established 
team in downtown Vancouver. 
I plan to continue to scale the 
agency and my personal brand 
in the digital space. 

Andrea Bava 
Ramsden
Program: bCom
Graduation year: 2004
Business Name: blitz Media & 
Events

Business Update: In 2008, I took the 
leap of starting my own boutique 
communications agency in 
Vancouver. blitz Media focuses 
on PR, social media management 
and event production, and works 
with a small team of highly skilled 
PR pros.

Personal/career Update: I am a 
proud and exhausted mother 
of two and recently escaped 
the bustle of Vancouver for 
Nanaimo, where we are settling 
into our island lifestyle.

Pat Hundal
Program: bCom
Graduation year: 2000
Business Name: PSH business 
Consultants Inc.

Business Update: I launched PSH 
in 2017, in Victoria. Our firm’s 
strength is implementing and 
maintaining strong internal 
control environments and 
financial practices, in companies 
from a range of industries. 

Personal/career Update: after 18 
years as a finance professional, 
working in various industries, 
cities and countries, I was ready 
to take a risk and start my own 
firm. I am ecstatic to be back 
and building roots in Victoria. 
I am actively involved with 
Gustavson, VIaTEC and other 
local associations. It took some 
convincing at first, but my wife is 
loving island life as well. 

new businesses, 
career uPdaTes  
and shouT ouTs

Class
Notes

Amrit Lalli
Program: bCom
Graduation year: 1999
Business Name: lalli Wealth Management/ 
Investors Group

Business Update: 2018 marks the 18th year of 
developing my personal financial planning practice 
specializing in business owners and professionals 
with Investors Group. I have had varying roles with 
Investors Group, but my passion remains guiding 
individuals to financial success.

Personal/career Update: Celebrating 16 years of marriage 
to amy Robertson, bCom ’00; two children, 13 and 11.

Amy Robertson
Program: bCom
Graduation year: 2000
Business Name: amy Robertson Mediation Services

Business Update: I specialize in divorce, family and 
workplace mediation services and provide a neutral 
space for clients at my office, which was renovated for 
the sole purpose of conducting mediations.

Personal/career Update: I have chosen to work in a field 
where I support people during challenging times. 
Several years ago I made the decision to utilize my 
skills and experience as a management consultant 
and chairperson for a federal administrative tribunal 
for a different purpose. I have now conducted 
hundreds of mediations and support people in 
making big and small decisions. 

ShoUt-oUt to claSSMatES:
Shout out to Pia Nagpal, 
who is also her own boss 

and about to have her 
third baby boy! And to 
Kristen Suess, who I 

am constantly trying to 
convince to move back to 

the island.

ShoUt-oUt to claSSMatES:

Old and new 
friends! I’d love 

to reconnect or be 
acquainted. I’m 
easiest to track 

down on LinkedIn.

ShoUt-oUt to claSSMatES:

Please reach out on 
LinkedIn if you would 

like to reconnect!

2000 2004

1999

2000

2013 2014 2015

20162009
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hen UVic’s business school was founded in 1990, three 
“concentrations” were offered to students: international 
business, tourism and entrepreneurship. Over the 
intervening 28 years, “concentrations” have been 

replaced with “specializations” and the topics have evolved, but  
entrepreneurship is still a popular choice among students. Whether 
you were in the classroom five or 20 years ago, some things in 
entrepreneurship education haven’t changed—and some are 
unrecognizably different. Here to share their insights on this topic, 
gained from their 70-plus collective years of teaching at Gustavson, 
are none other than our entrepreneurship faculty themselves.

BROCK SMITH
Years at Gustavson: 27

What is the most important skill or 
learning you hope your students 

walk out of class with?
First, they will develop skills in 
identifying, analyzing and realizing 

opportunity. by the time the program is over, 
most will have developed the beginnings of an 
expert script that will allow them to perform 
much better than other entrepreneurs. 
Second, I hope they gain an appreciation for 
both evidence and rationale. Entrepreneurs 
need passion, but evidence is going to help 
you avoid making poor decisions. anyone 
can make strategy and tactic decisions—but 
those entrepreneurs who can add rationale 
to those decisions from business theory, 
concepts and best practice are going to be 
more successful in the long run. 

SARA SOARES 
TRAQUINA  
ALVES ELIAS
Years at Gustavson: 2

What is your favourite 
lesson to teach, and why?
Paradigm shifts and the 
process of creating value—

both concepts are fundamental 
to entrepreneurship and strategic 
management. I particularly enjoy 
the discussion with students 
around “outside-of-the-box” 
thinking, the different types of 
value one can create beyond 
profit alone (e.g. societal, 
aesthetic, cultural). In one of  
my favourite classes, students 
engage their imaginative minds 
to create value on campus 
from office supplies. Students 
often find this a fun class that 
allows them to experiment with 
seeing things differently, all 
while leveraging their creativity 
and developing teamwork and 
communication skills. n

GRAHAM BROWN
Years at Gustavson: 6

What is your favourite 
lesson to teach, and why?
Negotiation, because 
everyone can get better. 

Most people do not understand 
negotiation and are afraid of it—it 
is another way to create value and 
teaches the importance of honesty, 
respect and trust better than any 
other exercise or lesson I have.

What is the most important 
skill or learning you hope 

your students walk out of  
class with?

Go for it, whatever it is. Don’t 
be afraid, try things and keep 

going. Our students are young and 
so now is a great time to learn and 
make mistakes—don’t try to make 
mistakes, but the world doesn’t end 
if you do, and you can learn so much 
by trying.

BRENT MAINPRIZE
Years at Gustavson: 10 

How has the content of your courses, and the field 
in general, changed during your time teaching?
The most important change over the past 20 years is 
the role entrepreneurs are playing (and are expected 

to play) in society. The defining elements of success as an 
entrepreneur have changed. I have learned from working 
with Indigenous communities that entrepreneurship must be 
taught by balancing what we know as the 3Cs: Community, 
Culture and Cash. This holistic approach to entrepreneurship 
is deeply rooted in Indigenous ways and is something that 
our mainstream or non-aboriginal entrepreneurs are gaining 
a deeper understanding of, and perhaps beginning to adopt 
more explicitly. The millennial generation seems to be 
naturally wired this way, and are rapidly driving change using 
this approach.

MIA MAKI
Years at Gustavson: 10 

How has the content of your 
courses, and the field in general, 

changed during your time teaching?
Entrepreneurial finance and venture 
capital has completely changed in 

recent years. Ten years ago, if you were 
starting a business, you really did need to go 
raise capital. Now you can get pretty far just 
bootstrapping and figuring it out on your 
own. because the online platforms and tools 
exist, you don’t need as much money to get 
started and see if you really have something, 
and maybe even start generating revenue. 
Of course, you do still reach a point when 
you need to go raise capital, and the venture 
capital world is a widely different landscape 
than it’s been in the past. angel investors 
have much bigger chequebooks than before, 
pension funds are coming down to dabble in 
venture capital, and crowdfunding platforms 
are emerging—all creating some interesting 
new personas to work with.

CLAUDIA SMITH
Years at Gustavson: 15

What is your favourite lesson to 
teach, and why?
How do you choose amongst your 
children? In all seriousness, what 

makes ENT 100 so special is that each class 
is intentionally designed to fundamentally 
change how students think. One favourite 
class is on social entrepreneurship. It is just so 
fun to see the penny drop for many students 
that an entrepreneurial mindset can be applied 
equally to addressing today’s pressing social 
issues as to building a lucrative business.
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While studying in Thailand, Kobylanski was struck by how the demand for elephant rides was exploiting these animals. “Sanctuaries like Happy 
Elephant Home, which rescue exploited elephants, inspired me to recognize the gravity of our consumer choices.”

An Elephant’s Smile
by Ian Kobylanski, fourth year bCom student
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PaYinG 
Forward 
a ReMaRKaBle
exPeRIeNCe

’ve always considered 
myself a lifelong learner, 
so when I heard that 

TELUS and UVic were 
working together to offer a  
custom MBA, I was immedi-
ately drawn toward the  
possibility of participating. 
The fact that I would be on 
this learning journey with  
19 equally inspired colleagues 
from across the TELUS team 
was compelling, as was the 
appeal of sharpening my 
professional skills. I had 
high expectations of the 
program going in, but after 
two years and over 3,000 
program hours, hindsight 
confirms that the experience 
has absolutely exceeded 
those expectations.

Perhaps the deepest, 
richest and farthest-reaching 
experience was triggered 
as a result of the program 
encouraging us to explore 
ways of engaging in work 
that is more directly 
connected to a personally 
meaningful purpose.

I consider myself fortunate 
to have begun my journey 
toward just such a purpose, as 
a result of my MBA capstone 
project. During our third-term 
sustainability course with 
Professor Heather Ranson, 
we discussed the challenges 
of meeting food production 
demands associated with our 
growing global population. 
Although previously I might 
have felt that this was a 
problem that was outside 
my realm of expertise, I felt 
a newly heightened sense 
of social responsibility and 
chose to invest my talents and 
energy in a capstone project 
looking at what technological 
innovation in agriculture 
production could do to help 
solve this challenge.

I had the good fortune 
to be able to work on the 
project with three amazing 
colleagues. Over the course 
of our second year in the 
program, we collectively 
invested over 1,000 hours of 
research. We concluded that 

providing smart agriculture 
solutions to the Canadian 
agriculture industry presents 
a significant opportunity for 
TELUS and the communities 
in which we live, work  
and serve.

Smart agriculture solu-
tions can assist greatly in 
improving the 
overall efficiency 
and sustainability 
of agriculture-
based operations, 
translating into 
safer, healthier 
food supplies and 
communities, as 
well as improved 
quality of life  
for all those involved in  
the industry. Moreover,  
this conclusion paved the 
way for the creation of a 
new role within TELUS:  
I am now leading the TELUS 
initiative to explore how we 
will support our Canadian 
agriculture industry with 
world-leading agriculture 
innovations.

In my eyes, the MBA has 
been a shining example of an 
investment in personal and 
professional development, 
backed in a meaningful way 
by TELUS. Today this trans-
lates into an initiative that 
will not only pay back this 
academic investment, but 

also pay forward 
the learning in 
a way that will, 
optimistically, 
help solve a very 
significant global 
challenge.

Prior to my 
UVic MBA 
experience,  
I would have 

defined my role as a leader 
within the parameters of my 
job title, and perhaps my 
organization. Through this 
experience, I now appreciate 
that our role as leaders does 
not stop when we leave 
the office, but that it in fact 
permeates every aspect of 
our lives and all matters of 
societal concern. n

by Michael Dittrich, Mba for TElUS ’18

Michael Dittrich
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