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This fall, I had the pleasure of celebrating the fi rst annual 
QSB Open House with alumni from across Canada. The 
highlight of the event was a tribute to QSB benefactor 
mel Goodes, BCom’57, LLD’94, who brought 24 members 
of his family to see fi rst-hand his legacy, Goodes Hall. To 
celebrate Mel’s extraordinary generosity and support for 
Queen’s School of Business, it was my honour to present 
him and his wife Nancy (pictured) with a key to Goodes 
Hall. But not just any key. This was a re-plated Victorian-
era key to symbolize how his investment in Queen’s School 
of Business helped us take something old—a 110-year-
old red brick schoolhouse—and transform it into the new 
home of Canada’s best business school.  

Mark your calendar now for the second annual QSB 
Open House and offi cial opening of Goodes hall’s new west 
wing on September 14 & 15, 2012. Details of this milestone 
event will follow.

Not only will the new wing expand the footprint of QSB, it will also enable us to con-
tinue our strategy of measured growth in key programs, such as Commerce and two of 
our graduate programs that are experiencing unprecedented demand—the Master of 
Finance and Master of International Business. The expansion will also help us grow and 
enhance the whole-student experience—that “secret sauce” that is such a key ingredient 
in helping students realize their full potential.

This issue of QSB Magazine profi les alumni who exemplify how a Queen’s School of 
Business degree can lead to varied and dynamic careers. Recent graduates Derek Szeto, 
BCom’05, michele Romanow, MBA’08, and Tim Ray, AMBA’11, chose to be entrepre-
neurs in the emerging business of online group buying (page 23). Erin Crowe, BCom’93, 
chose to put her career on ice—in a good way—as Executive VP and CFO of the National 
Hockey League’s Ottawa Senators (page 9). Meanwhile, two other alumni have parlayed 
their business savvy into Canadian diplomatic posts in two of the most vibrant markets in 
the world—John Prato, MBA’91, MPA’99, as Consul General in New York (page 20), and 
Stewart Beck, MBA’79, BAPHE’75, as the High Commissioner to India (page 12). QSB’s 
growing international network of alumni strengthens our global relevance and opens 
opportunities for QSB grads around the world. 

Here at Queen’s School of Business, we continue to increase our profi le as thought 
leaders in business education with talented faculty, such as Jana Raver. You can read 
about Prof. Raver’s internationally recognized research on workplace dynamics on 
page 16. As we continue to grow, we will add more faculty members who will expand 
our research into exciting new areas that, like Prof. Raver’s, are highly relevant to today’s 
business challenges.

Enjoy catching up on your school, and as always, we hope to hear from you!
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About Professors Past
(Summer Issue, In memoriam, p. 11)
Re Cecil Law: Your article on this amazing individual was very interesting. I am 
sorry I never met him. Could you give me the title of his book covering the libera-
tion of Holland in 1945? (Ed: Kamp Westerbork, Transit Camp to Eternity: The 
Liberation Story, by Cecil Law, Clementsport, NS; Canadian Peacekeeping Press, 
2000. ISBN 1896551351.)

Also, If my memory is correct, Norm Macintosh was the star of the Crescent 
Heights High School basketball team in Calgary, several years running. I cheered 
for the opposition and he broke my heart several times. I mentioned his name 
to my brother, who is four years my senior and a contemporary of Norm’s. He 
remembered that Norm and his brother Don were an athletic powerhouse at Cres-
cent Heights High in the early 1950s. The Macintosh brothers went on to do well 
in athletics at the university of Alberta.

LUCIEN LIEBERmAN, mBA‘63, VANCOUVER

QSB ADvISORy BOARD MEMBERS

LETTERS

Send your letters to qsbmagazine@business.queensu.ca or to the address on page 1, Attention: Shelley Pleiter.

Cecil Law Norman Macintosh
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Karyn Brooks, BCom’76, Senior VP &  
Controller, BCE Inc.

Iain Bruce, BCom’81, Managing  
Director Risk Management, AMBAC  
Assurance Corp.

Jeff Carney, BCom’84, Senior Managing  
Director & Head of Global Marketing &  
Products, Putnam Investments

Chris Clark, BCom’76, Former CEO, 
PricewaterhouseCoopers LLP

Greg Cochrane, MBA’74, Managing  
Director, VRG Capital

Shawn Cooper, BCom’87, Managing  
Director & Country Manager Canada,  
Russell Reynolds Associates

David Court, BCom’79, Director (Senior 
Partner), McKinsey & Company

Jerry del Missier, BSc(Eng)’85, MBA’87,  
Co-Chief Executive & Co-Chair, Executive 
Corporate & Investment Banking,  
Barclays Capital

Andrew Dunin, BSc’83, MBA’87,  
Dunin Management Services

Mike Durland, PhD’91, Co-CEO,  
Scotia Capital, Group Head, Global  
Capital Markets

Ian Friendly, BCom’83, Executive  
VP and COO, US Retail, General Mills Inc.

Ryan Garrah, BSc’00, MBA’04, General 
Manager, Emerson Climate Technologies

Paul Hand, BA’69, MBA’73, Managing  
Director, RBC Capital Markets

Eve Heersink, MBA’74, Managing Director, 
ONEX Corporation

Lisanne Hill, BCom’80, President,  
Contor Industries Ltd.

Glenn Ives, Chairman, Deloitte Canada

Michael Kehoe, BCom’78, CEO,  
Cosmetica Laboratories Inc.

Tom Kinnear, BCom’66, PhD, LLD’02,  
Eugene Applebaum Professor of  
Entrepreneurial Studies, University of  
Michigan Ross School of Business

Sam Kolias, Chairman & CEO, Boardwalk 
Real Estate Investment Trust

Jim Leech, MBA’73 (Chair) President & 
CEO, Ontario Teachers’ Pension Plan

Doug McIntosh, BCom’82, Managing  
Director, Alvarez & Marsal Canada ULC

Gord Nixon, BCom’79, LLD’03,  
President & CEO, RBC Financial Group

Thomas O’Neill, BCom’67, LLD’05,  
Chair of the Board, BCE & Bell Canada

Sam Pollock, BCom’88, Senior  
Managing Partner, Brookfield  
Asset Management

Sharon Ranson, BCom’80, President,  
The Ranson Group Inc.

Don Robinson, President and CEO,  
Cara Operations Limited

David Sculthorpe, BCom’83, CEO,  
Heart and Stroke Foundation of Canada

John See, BSc’79, MBA’81, President,  
TD Waterhouse Discount Brokerage

David Shaw, BCom’75, CEO, Knightsbridge 
Human Capital Management

Michael Sifton, BCom’83, Managing  
Partner, Beringer Capital

Donald Sobey, BCom’57, Chairman  
Emeritus, Empire Corporation

Robert Sobey, BAH’88, President & CEO, 
Lawtons Drug Stores Ltd.

Penny Somerville, BCom’78, Executive  
Vice President, Technology & Operations  
Initiatives, BMO Financial Group

Colin Taylor, BCom’84, Partner and  
Managing Director, DLJ Merchant  
Banking Partners—Credit Suisse  
Alternative Investments

Bill Thomas, CEO & Senior Partner,  
KPMG Canada

Mary Ann Turcke, MBA’97, BSc’88,  
Executive VP-Field Services,  
Bell Canada Enterprises

Robert Wardrop, BCom’86,  
Co-CEO, Belvall Capital

Benita Warmbold, BCom’80, Senior VP  
and COO, CPP Investment Board
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Mike Durland, PhD’91, is Group Head, 
Global Capital Markets (GCM) and 
Co-CEO of Scotia Capital. In the latter 
role, he shares responsibility for the 
overall management of Scotia Capital’s 
operations worldwide. As Group Head, 
GCM, he has overall responsibility 
for the organization’s capital markets 
operations on a global basis. Since 
joining Scotia Capital in 1993, he has 

held various management positions, among them Deputy Head 
of Global Capital Markets and Head, Capital Markets Group, 
responsible for leading an integrated derivatives and fixed 
income products team, including debt-raising and risk manage-
ment products and activities. 

Sam Kolias is Chairman and CEO of 
Boardwalk Real Estate Investment 
Trust in Calgary. In 1984, with a Civil 
Engineering degree from the Univer-
sity of Calgary, Sam, then 22, and his 
younger brother Van founded Board-
walk as a private company and bought 
a 16-unit walk-up in Calgary. Their 
public company, Boardwalk Rental 
Communities, has since grown into a 

real estate empire with more than 35,000 rental units in build-
ings across Canada. At a value of more than $4.5 billion, it is 
Canada’s largest publicly listed, multi-family rental housing 
unit owner in Canada.

Sam is active in his community, serving as a Director of the 
Calgary Homeless Foundation, supporter of the Jesus Loves 
You Society (a neighbourhood soup kitchen), a member of the 
President’s Advisory Group (U Alberta) and of the Faculty 
of Medicine Advisory Board (U Calgary). He and his wife 
Melissa are proud parents of four children, including Samantha, 
BCom’09, and Hugh, a Queen’s Engineering student. 

Glenn Ives is Chairman of Deloitte in 
Canada, a role he assumed in June 2010. 
Born in England, Glenn graduated 
from the University of Waterloo in 1984 
and was an Ontario UFE (Chartered 
Accountants exam) gold medalist. His 
career began with Clarke, Henning & 
Co. and progressed through stints with 
Coopers & Lybrand and TVS Gold 
before he joined Vancouver-based 

Vengold Inc. in 1988 as a Director and CFO. In 1999, he joined 
Deloitte as a partner and audit specialist and led the transforma-
tion of the firm’s mining practice into one of Canada’s largest 
professional services groups dedicated to that sector.

His community service includes decades spent coaching 
hockey and soccer teams, serving as Deloitte’s Vancouver 
United Way Leader and as a Board member of the International 
Financial Centre of BC for eight years. 

Bill Thomas is CEO and Senior Partner 
of KPMG Canada, a 4,500-person audit, 
tax and advisory firm headquartered 
in Toronto. He had served as the firm’s 
Deputy CEO since 2007 and previ-
ously held a variety of leadership roles 
in KPMG’s Vancouver practice culmin-
ating in his role as Office Managing 
Partner. The University of British 
Columbia BSc graduate has served on 

the World Science Board, the CA School of Business Board, 
the BC Business Council and the Vancouver Board of Trade. 
He also chaired the Finance Committee of the 2006 World 
Junior Hockey Championships and is a past Director of the 
Arts Umbrella, a fine arts school for children in Vancouver. 

meet QSB’s new Advisory Board members

Visit qsb.ca/advisory_board for bios of all Board members.
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Jay handelman comes full circle 
PhD grad is new Associate Dean, Research, and PhD/mSc Director

There was a changing of the 
guard at QSB in July when 
Julian Barling, Associate Dean, 
Research, and Director of PhD 
and MSc programs, stepped down 
after 12 years and Marketing 
Professor Jay Handelman took 
over the roles. Julian’s many 
contributions to the School were 
recognized at a reception in the 
fall, when colleagues and several 
graduate students he supervises 

paid tribute to his dedication, research excellence and exem-
plary leadership. 

“Julian certainly set the bar very high,” says Jay. “Under 
his leadership, faculty research has made great strides and 
recruitment of top students has greatly enriched the MSc and  
PhD programs.” 

Jay is well positioned to comment on the PhD program 
specifically since he is one of its proud graduates (1996). Previ-
ously, he had completed his MBA at McGill, then launched a 
start-up in the food services industry in Winnipeg before deciding 
that his future lay in academia. “Steve Arnold was my faculty 
supervisor, and I couldn’t have asked for a better mentor,” Jay 
recalls of the marketing professor whose scholarship on the 
Wal-Mart phenomenon is well known in academic circles. After 

completing his PhD, Jay accepted teaching positions at the 
University of Lethbridge and McGill before returning to QSB 
in 2003 as an Associate Professor of Marketing. Within a year 
of his arrival, he founded QSB’s Centre for Corporate Social 
Responsibility (since renamed the QSB Centre for Responsible 
Leadership) to educate students and foster research, outreach, 
and advocacy on responsible leadership. He stepped down as 
its Director in 2008.

As Associate Dean of Research, Jay is responsible 
for fostering, promoting and communicating the research 
conducted by the School’s professors. “Our faculty have made 
great strides in accessing research grants and publishing in pres-
tigious journals,” he says. “Supporting this role and broadening 
the communication about this research are important priorities 
for the School.” As Director of the PhD and MSc programs, Jay 
and his team are focused on attracting the top students who, 
in turn, draw new faculty interested in working with up-and-
coming researchers.

As someone who has dedicated his professional life to the 
study of marketing, it’s hardly surprising that Jay plans to raise 
the profile of the research and post-graduate programs. “In an 
era where the dissemination of information is a mouse-click 
away, I’m looking forward to helping the School convey our 
scholarship and expertise to a broader audience,” Jay says.

 check online at business.queensu.ca/grad_studies for updates  
on his progress. 

Gold-mining Executive-in-Residence brings a world view to QSB
Larry Phillips has spent a lot of time in 
airports. In his 21-year career as a founder and 
later EVP Corporate Affairs of Toronto-based 
IAMGOLD, he would typically spend upwards 
of 20 weeks per year outside of Canada. The 
travel came with the territory in his role as an 
executive of one of the largest publicly traded 
gold mining companies in the world, with 
6,000 employees producing nearly one million 
ounces of gold annually on three continents. 

After retiring in June, he received 
numerous offers to serve on corporate boards 
but saw something different in a proposal from 
QSB. Would he be interested in becoming 
the School’s Executive-in-Residence? He’s 
certainly familiar with Queen’s as a proud parent of Andrew, 
Artsci’10, and Emily, Comm’12, and also as a guest speaker in 
Prof. Keith Rogers’ undergraduate International Business class. 
The corporate directorships may follow, but for now, a one-year 

term as the School’s newest Executive-in-
Residence fits the bill. 

“What appeals to me is the opportunity to 
look at some of the challenges in international 
business from a fresh perspective by really 
engaging the students, seeking their ideas and 
tapping into their enthusiasm,” he says. “I see 
it as an exercise in challenging the students 
to realize that their new ways of approaching 
problems can really be valuable.”

The word is already out that this former 
mining executive is willing to share the wealth 
of his experience. In November, he was a 
featured speaker at ComSoc’s annual Queen’s 
Conference on the Business Environment 

Today (Q’BET) and a guest speaker in the International Exec-
utive Program in Mining Leadership offered by QSB Executive 
Education. There will be ample opportunities for more dialogue 
during his periodic visits to QSB throughout the school year.
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The 7th Annual Responsible Leadership Summit held in October 
drew a record crowd of Commerce and MBA students enrolled in 
QSB’s Certificate in Socially Responsible Leadership program. 

Justin Trudeau, Member of Parliament for Papineau, QC, 
delivered an inspirational opening address calling on students 
to embrace the notion of creating shared values. This positive 
message for change and the need for strong, responsible leadership 
to address the needs of society were reinforced during the plenary 
sessions. Concurrent panels addressed such topics as leveraging 
community partnerships, social entrepreneurship, socially respon-
sible investing, consumerism and shared values, creating sustain-
able communities, and renewable energy and conservation.

“This year’s Summit was a tremendous success, thanks to the 
31 wonderful speakers who came to share their ideas, experience 
and advice with students, and through the support of our many 
generous sponsors,” says Tina Dacin, Director of QSB’s Centre 
for Responsible Leadership.

The Summit provided the opportunity to announce a new 
partnership between the Centre and Suncor Energy Foundation, 
which has granted the Centre $500,000 over the next five years. 
“Queen’s School of Business is pleased with the opportunity to 
partner with Suncor,” says Dean David Saunders. “With this new 
funding, the Centre will be able to expand its programming to 
include new initiatives in the area of social innovation.”

The Summit ended with an inspirational talk by Ray Zahab, 
ultra-marathoner and founder of impossible2Possible. Ray shared 
his story of how he went from a pack-a-day smoker to an ultra-
marathoner, imparting the message that people can do anything 
that they put their minds to.

 Visit qsb.ca/centres for more information on the summit. 

mP Justin Trudeau addresses Responsible Leadership Summit

Keynote speaker Justin Trudeau with CRL Summit students Beau 
Sackey and Eileen Prasad

The view from the Kingston waterfront has been transformed 
since the 2009 completion of the Wolfe Island wind farm. Its 
86 giant turbines dominate the skyline and, up close, greatly 
impressed members of the MBA Energy and Industry Club 
during their tour of Canada’s second largest wind farm in 
September. “It’s almost impossible to describe the immensity of 
the turbines and blades,” said Club President Christina Waters, 
MBA’12. “You have to see them in person to fully appreciate 
their impressive dimensions.” 

The visit was part of a full day 
of activities focused on wind energy 
and entrepreneurship. The morning 
session kicked off with a campus pres-
entation by Samit Sharma, MBA’02, 
founder and Projects Director of 
Kingston-based Gaia Power. As an 
MBA student, Samit devised the 
Wolfe Island Wind Farm concept for 
his New Ventures project, which won 
that year’s competition. Following 
graduation, he formed Gaia Power 
and began translating his concept 
into a viable business. 

Samit’s passionate presentation focused on what it takes to be 
a successful entrepreneur and how an MBA degree can position 
graduates for a career in green energy. Next up was a trip by ferry 
to Wolfe Island for a site visit led by Mike Jablonicky of TransAlta, 
the owner/operator of the wind farm. “The site visit provided an 
excellent opportunity for our members to understand the massive 
scale and planning required for large energy projects,” Christina 
reflected. “Many club members were inspired by the visit and are 
now considering careers in the energy sector.”

mBA Energy Club tours Wolfe Island wind farm
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Riyadh, Saudi Arabia, may seem an unlikely place to 
find locals familiar with the coffee shop in Goodes Hall 
or the best places to snag a parking spot on the Queen’s 
campus. In fact, there are nearly 70 people in Riyadh 
with a QSB connection. They are all alumni of the Saudi 
Industrial Development Fund (SIDF) Credit Officer 
Program delivered by QSB for up-and-coming finance 
staff members of the Fund and the national govern-
ment’s Department of Finance. SIDF provides financing 
for major infrastructure projects that encourage indus-
trial development in Saudi Arabia. 

This partnership with QSB began in 2007 when 
SIDF officials were looking for assistance in developing 
a training program to replace one that had been deliv-
ered by the Chase Manhattan Bank in New York. QSB’s  
extensive experience and international reputation for 
executive education proved instrumental in securing 
the partnership. “Our experience in delivering execu-
tive education programs in the Middle East and North 
Africa region was also in our favour,” says Tom Anger, 
Executive Director of QSB Executive Education (formerly 
Queen’s Executive Development Centre), noting programs deliv-
ered in Dubai, Abu Dhabi, Oman and Nigeria. 

The Saudi students spend 20 weeks in Kingston taking MBA 
courses in finance, accounting and general management as well 
as conducting a New Venture Project as part of an evolving 
curriculum. Upon successful completion of their studies, the 
students receive four MBA credits, a certificate and the potential 
opportunity to return and complete their MBA. 

“The partnership has certainly proved valuable to both 
SIDF and its employees who have studied here,” Tom notes.  

“It has helped develop a pool of managers whose careers are 
being fast-tracked into more senior positions at SIDF and the 
Saudi banking sector at large, as well as having produced an 
entrepreneur or two.”

Benefits to the students include a cross-cultural educa-
tion that extends beyond the classroom. Their interaction 
with Queen’s MBA students, professors and staff has fostered 
friendships and contributed to the decision of four ‘alumni’ of 
the program to return to complete their MBA degree. While no 
additional marks are given, they all get due credit for surviving 
Kingston’s chilly fall and winter seasons!

From Riyadh to Kingston—Executive education program deepens ties

From left, MBA student and SIDF Credit Officer Program (COP) alum Firas Al 
Hajaj with colleagues currently enrolled in the COP, Abdullah Alwaily, Abdullah 
Al Dubaib, Rakan Alotaishan and Abdulaziz Alumaye

In late October, Queen’s Commerce Society 
Outreach Commissioners sold t-shirts on 
campus to raise funds and improve aware-
ness of the mental health services available 
for Queen’s students. 

“We want to do what we can to encourage people to reach out 
if they are feeling overwhelmed and to reduce the stigma around 
talking about mental health,” said Warren Duncan, Comm’12.

The Queen’s Wears Green campaign sold 1,600 t-shirts and 
raised more than $3,000, which was donated to the Canadian 
Mental Health Association and the Jack Project.

 Visit qsb.ca/queenswearsgreen

ComSoc’s “Queen’s Wears Green” campaign raises funds for mental 
health services
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Research excellence was recognized at 
a reception in November when Dean 
David Saunders presented the QSB 
Award for Research Achievement 
to Steve Salterio, Pricewaterhouse-
Coopers/Tom O’Neill Faculty Research 
Fellow in Accounting. The New 
Researcher Achievement Award went to  
Jean-Baptiste Litrico, Assistant 
Professor of Strategy and Organiza-
tion. The Awards were decided by a 
committee comprised of previous 
recipients, which makes the recognition 
especially meaningful. 

The goal of the Research Achieve-
ment Award is to recognize a faculty 
member whose research is acknow-
ledged internationally as outstanding 

Professors Salterio and Litrico named top QSB researchers

Jacob Brower is an Assistant 
Professor of Marketing 
who joined the School in 
July. He received his PhD 
and an MSc in Marketing 
from the University of 
Texas at Austin, after two 
Economics degrees: BA 
(SUNY College at Geneseo) 
and MA (Syracuse Univer-
sity). His research interests 
include corporate reputa-
tion and brand management, 
corporate social respon-

sibility, and sustainability. His research has been presented 
at national and international conferences, and he won the 
best paper award at the American Marketing Association’s 
2010 Marketing and Public Policy Conference.

A native of the Syracuse, NY, area, Professor Brower has 
worked as a consultant and market research analyst special-
izing in brand management and tracking for several Fortune 
500 clients, including FedEx, AT&T and IBM. 

F A C U L T Y

Yolande Chan, E. Marie 
Shantz Professor in  
Management Information 
Systems, stepped down as the 
Director of The Monieson 
Centre, a position she held 
since 2006. She is now on 
sabbatical, concentrating  
on her research.

Scott Carson, formerly 
Director of the full-time 
MBA program, was 
appointed the Centre’s  
new Director, effective July. 

and who has brought considerable credit to 
Queen’s School of Business. Prof. Salterio’s 
impressive record of publishing in top-tier 
journals, his role as Senior Editor of the 
Contemporary Accounting Research journal 
(one of the top five such publications in 
the world) and his leadership as Founding 
Director of the CA-Queen’s Centre for 
Governance were cited by the committee in 
making its selection. His research interests 
include corporate governance, with special 
attention to the role of the audit committee 
and external auditor; negotiations between 
auditor and client management; and  
judgmental effects of performance measure-
ment systems.

He has received numerous honours 
from his profession, including the Canadian
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Academic Accounting Association’s 
Haim Falk Award for Distinguished 
Contribution to Accounting Thought; 
the American Accounting Associa-
tion’s Audit Section Notable Contri-
bution to the Auditing Literature 
Award; and the title “Fellow of the 
Institute” bestowed by the Institute of 
Chartered Accountants of Ontario. 

The goal of the New Researcher 
Achievement Award is to recognize 
a faculty member whose research 
during the pre-tenure period is 
considered outstanding and who has 
also brought considerable credit to 
QSB. Since joining the School in 2009, 
Jean-Baptiste Litrico has accumu-
lated an impressive record of research 
published in academic journals. His 
current research examines how organ-
izations adopt novel management 
practices and how industries respond 
to legitimacy threats. He regularly presents his research at the 
annual meetings of the Academy of Management, the European 
Group on Organization Studies, and the Administrative Sciences 
Association of Canada. His research has been published or is 
in press at Organization Studies, Human Relations, Journal of 
Organizational Behavior, and the Journal of Business Ethics. 

The committee selected Jean-Baptiste for his impressive 
record of publication in such a short period of time. In addi-
tion, he has a very active, ongoing stream of research that is 
highly relevant and is likely to continue to be published in the 
top journals.

Jean-Baptiste Litrico and Steve Salterio with Dean David Saunders

The 2011 ComputerWorld Canada IT Leadership Award 
recipients were celebrated on Oct. 26 in Toronto. James 
McKeen, Distinguished Faculty Fellow in Management 
Information Systems, was named IT Educator of the 
Year, while QSB grad Kalyan Chakravarthy, MBA’07, 
took top honours as IT Manager of the Year for Small 
and Medium-sized Enterprises. 

Prof. McKeen was cited for co-founding two industry 
forums connecting leaders in the industry to discuss 
critical IT issues, bringing IT research into the classroom 
and linking graduate students with business leaders.

Kalyan Chakravarthy, Director of IT for the 
Toronto International Film Festival, was recognized 
for moving the festival’s email platform into the Cloud 
and ensuring a smooth transition of IT services when 
the festival moved to its new home at the TIFF Bell 
Lightbox in 2010. 

Prof. James mcKeen and grad honoured by IT industry
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ERIN CROWE, BCom’93, is a major player on the Ottawa business scene. 
In a town that has embraced its beloved Ottawa Senators, the team’s 
Executive VP, CFO and Alternate NHL Governor is often sought out, 

whether at business functions or when hanging out with fellow parents at the 
local rink. The perception is that she has Sens tickets to give away (she does, but 
they’re used to entertain business contacts or support good causes). Or that she 
has the inside scoop on the latest player acquisition or NHL announcement (she 
does, but she’s not talking). A frequent misconception is that she, like the players 
and coaches, doesn’t work in the off-season. “It’s a $120-million business,” she 
laughs. “Of course I work through the summer. It’s actually one of our busiest 
times because that’s when we do our strategic and long-term planning and wrap 
up our fi scal year-end.” 

CFOCFOCFO

ERIN CROWE STICK-HANDLES THE 
OTTAWA SENATORS’ FINANCES
BY SHELLEY PLEITER
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People are also surprised to learn that it takes a staff of 
more than 200 to run Senators Sports and Entertainment, the 
umbrella company that owns and manages the Senators hockey 
team and Scotiabank Place, the 20,000-seat arena that serves as 
the Senators’ home ice. When the Sens aren’t in town, the arena 
hosts acts as diverse as Pearl Jam and André Rieu, Cirque du 
Soleil and Disney extravaganzas. 

“Many people don’t realize that in most ways we’re an 
organization much like theirs. We have building staff, fi nance, 
sales, HR and marketing departments,” Erin explains. “The 
whole machinery is the same as that of other organizations. 
We’re just doing something that’s more visible to the public, 
and fun, too. We’re not making widgets or software, we’re 
putting on hockey games and concerts, but you still need that 
infrastructure behind an operation to support the generation of 
$120-million in revenue each year.” 

Having just turned 40, Erin is far too young to remember 
the 1950-60s game show ‘What’s my Line?’ that featured celeb-
rity panelists trying to guess a hidden guest’s occupation. If the 
show was revived and she was a contestant, the panel probably 
wouldn’t stand a chance. First, Erin is one of very few women 
in the senior ranks of the NHL. Second, she’s young relative 
to the other seasoned veterans in senior management. When 
she attends NHL Board of Governors meetings, not only is she 
the only woman in the room, she’s also the youngest person in 
the room. When she went to her fi rst meeting in 2009, it was a 
bit disconcerting. “I walked into the room; it was all men and 
me. And they were all looking at me as if to say, ‘What are you 
doing here?’ I’m sure they thought I was an assistant to Cyril 
Leeder (the Senators’ President), but now that they know my 
role, they understand that I do have a place at the table.”

A place at this particular table wasn’t something she’d 
ever envisaged, not when she started with the organization 
in its fi nance department in 1996, and certainly not when she 
was a Commerce student at Queen’s in the late ‘80s and early 
‘90s. Ottawa may have been fi xated on hockey in those years—
fi nding an owner, lobbying to get a team, building an arena, 
selling season tickets and fi nally kicking off its inaugural season 
in 1992/93, but Ottawa native Erin largely missed 
the excitement. “I was busy with my studies, 
and it was a challenging curriculum. Plus 
I was involved in the Commerce 
Society and on the executive of 
ICBC (Inter-Collegiate Business 
Competition),” she recalls, 
adding that she “also made 
friendships that have lasted 
to this day.” 

A summer job with 
KPMG in her third year led 
to a job offer post-gradua-
tion. She returned to Ottawa 
and greatly enjoyed her time at 
the fi rm. “When I started there, 
I thought I had my career mapped 

out. I loved the company, loved the people, and fi gured it was 
where my future lay.” Then she got a phone call from a client 
whose organization she’d audited: Would she be interested in 
a job in the fi nance department of the Ottawa Senators? Even 
though the young team was struggling, on the ice and fi nan-
cially, she accepted the offer and hasn’t looked back. 

The early years may have been challenging, but the team 
spirit made it all worthwhile. “Everyone I work with enjoys 
what they do,” she explains. “That’s what I liked when I started 
here, and it’s still the case. All the staff have an incredible 
passion for the team and for making this place successful.”

It’s a passion Erin shares and had the chance to demon-
strate when the Senators faced bankruptcy in 2003. “The 
team had been struggling fi nancially, and there was a real 
risk it wouldn’t survive,” she recalls. “We went through many 

iterations of deals and various attempts at getting 
the transaction done, and when these 

failed, we had to fi le for bankruptcy 
protection.” She played a key role 

in the financial restructuring 
that saw the team emerge 

with a new owner, pharma-
ceuticals magnate Eugene 
Melnyk, and a renewed 
commitment to make the 
team successful. 

Gone were the days 
of short-term decisions 

based on cash impact. “We 
had been making decisions in 

the heat of the moment, which 
is diffi cult for an organization. 

Erin faces off against Ian Clarke, CFO of Maple Leaf Sports & 
Entertainment, in a photo taken for a calendar produced by the
Institute of Chartered Accountants of Ontario in 2006.

When she attends NHL Board 
of Governors meetings, not 

only is she the only woman in the 
room, she’s also the youngest 

person in the room.
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How can you take a step forward when you can’t do what’s 
right for the organization in the long term? The new owner’s 
arrival in 2003 was a fresh start. We had the proper financial 
resources in place to really focus on strategic decision-making 
and forward thinking.” Since then, as a member of a three-
person executive team, along with President Cyril Leeder 
and EVP and General Manager Bryan Murray, Erin has been 
instrumental in establishing the strategies and tactics that have 
led to revenue growth of more than 25 per cent. These days, the 
Senators consistently rank in the top half of the league in ticket 
revenue and corporate sponsorships, and Scotiabank Place has 
been ranked as one of the top 40 concert venues in the world. 

Three years after the dark days of 2003, life on the home 
front was brightened by the birth of Erin’s first child, Owen, 
with husband Joe Abel, general manager of a facilities manage-
ment firm. Daughter Reganne followed in 2008. Managing a 
demanding job and a young family, frequent travel and hosting 
local and out-of-town contacts at hockey games requires some 

juggling. An extremely supportive husband and a highly valued 
weekday nanny make it all possible. In recent years, her multiple 
responsibilities have also included serving as Chair of Roger’s 
House, a pediatric palliative care facility named in memory of 
former Senators coach Roger Neilson, and as a board member 
for CHEO, the Children’s Hospital of Eastern Ontario. 

Her front office success and community contributions  
have certainly been recognized. Erin was named Ottawa’s  
Businesswoman of 2010 by the Ottawa Women’s Business 
Network, and in 2009 she made Ottawa Business Journal’s  
‘Top 40 Under 40’ list.

This season, the team celebrates its 20th anniversary with 
themed games commemorating some of the Senators’ mile-
stones, like their first playoff appearance in 1996 and the Stanley 
Cup finals round in 2007. The young Commerce grad who 
couldn’t afford hockey tickets when she returned to Ottawa in 
1993 is a regular attendee whenever the Sens play in town. 

“Now I live and breathe hockey,” she laughs.  

“We’re not making widgets or software, we’re putting on hockey games  
and concerts, but you still need the infrastructure to support the  

generation of $120-million in revenue each year.”

Hockey Night for Roger’s House residents and their families, hosted by Erin and other Senators staff in November.
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CRICKET IS TO INDIA what hockey is to Canada. So learned Stewart 
Beck, MBA’79 (BAPHE’75), soon after his arrival in New Delhi as 
Canada’s High Commissioner in 2010. “You can’t live in India and not 

learn about cricket,” he explains, confessing that he enjoys watching T20, a short-
ened version of the game that features players in colourful uniforms and even 
cheerleaders. Even so, Stewart—a former Golden Gael during his undergrad 
years—remains true to his earlier basketball roots, lacing up his high-tops for 
regular games on Saturdays. 

If his Saturday scrimmages serve as a stress reliever, he’s too diplomatic 
to say. His responsibilities as Canada’s top representative in India (population 
1.15 billion) are complex and cover a wide spectrum: bilateral trade, cultural 
exchanges, educational initiatives, a nuclear cooperation agreement, and support 
for Canadians travelling and living in India, among many others. The High 
Commission of Canada to India is Canada’s largest overseas mission, comprising 
400 staff in New Delhi and seven regional offi ces in India. It also represents 
Canadian interests in Nepal and Bhutan.

“India is a remarkable country,” Stewart says admiringly. “It’s not just a large 
country; it’s also diverse in terms of languages—there are 22 offi cial languages 
and hundreds of dialects. India and Canada share many similar values. India has 
a parliamentary democracy, a central government, states and municipalities, so its 
organization is similar to Canada’s. However, India’s current political landscape is 
quite complicated with a coalition government comprised of ten political parties.

PROMOTING CANADA’S 
BRAND IN INDIA A TOP 

PRIORITY FOR CANADIAN 
HIGH COMMISSIONER 

STEWART BECK, MBA’79
BY SHELLEY PLEITER
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 When I’m at a dinner with ten people, it’s hard to find even one 
of those ten who agrees with another on matters of politics.”

If it sounds like a daunting place to do business, Stewart 
concedes that it can be. He’s quick to add it also has opportun-
ities not seen elsewhere. “The reforms the Indian government 
introduced in the 1990s have paid 
dividends with resulting economic 
growth rates exceeding 8.5 per cent 
per year,” he explains. “This has 
put India on a path to being one 
of the leading economies of the  
21st century.”

A career in Canada’s foreign 
service wasn’t on Stewart’s radar 
during his undergrad days. Neither 
was an MBA until he crossed paths with QSB Professor and 
Gaels football coach Bill Miklas, MBA’65 (Arts’63), shortly 
after he completed his Phys Ed degree and was working in the 
Athletics Department. “The only reason I did my MBA was 
because of Bill Miklas. He was a great guy, very helpful, and 
he encouraged me to do it. It was one of the best decisions I’ve 
ever made.” 

He also fondly remembers professors Bill Cannon and the 
late Frank Collum and Norman Macintosh. “Norman had a great 
line: ‘There’s value to having grief in the system.’ He explained 
that conflict in a system can lead to positive results when that 
conflict forces more inventive solutions.” While Prof. Macintosh 
was referring to managerial accounting conflicts, the fact that 
Stewart remembers the quote more than 30 years later suggests 
some first-hand experience with the phenomenon.

As his MBA graduation neared, Stewart planned his next 
move. Aiming for a career in professional sports administration, 
he sent letters to every professional team in North America. 
He scored an interview with the Toronto Blue Jays and was 
delighted to receive an offer, then disappointed when the job 
failed to materialize.

“It all worked out though,” he says philosophically. “I ended 
up staying at QSB to teach organizational structure and design, 
and human behaviour, and it was during those two years that I 
became increasingly aware of the importance of international 
trade for Canada.” 

While on vacation in Cuba in 1982, he looked up a former 
classmate, Stephen Brereton, BA’78, then an Assistant Trade 
Commissioner in Cuba (now Canada’s Consul General in 
Atlanta). “Seeing what Steve was doing in the international 
trade field really intrigued me,” Stewart recalls. After returning 
to Canada and writing the foreign service exam, he was offered 
a position in the Department of Foreign Affairs and Inter-
national Trade (DFAIT). His first posting was to San Francisco 
as a trade commissioner—memorable also for having intro-
duced him to his future wife, Brenda Branin, with whom he 
now has three sons: Alex, BSc(Eng)’11, Matthew, a third-year 
Queen’s Economics student, and Graeme, in grade 7 at the 
American Embassy School in New Delhi.

It was while operating a one-man trade office in Silicon 
Valley in 1985 that he acquired what would become a career-
long interest in innovation and technology. Successive, increas-
ingly senior postings followed—to Miami, and Taipei, then as 
Consul General to Shanghai and later to San Francisco. In 
Ottawa, he served as DFAIT’s Assistant Deputy Minister for 

international business develop-
ment, investment and innovation.

Finding innovative ways to 
boost Canada and India’s bilateral 
trade is one of the High Commis-
sion’s, and therefore Stewart’s, top 
priorities. While both countries 
have trillion-dollar economies, 
bilateral trade sits at just over  
$4-billion per year. The Canadian 

and Indian governments recently committed to raise bilateral 
trade to $15-billion by 2015—a tall order, but an achievable one, 
Stewart says. 

“It’s all about getting more Canadian businesses entering 
the Indian market,” he explains. “Our strategy is to work with 
partners like Export Development Canada and the Business 
Development Bank, as well as the Canadian banks that operate 
in the Indian market. It’s our job to let them know about busi-
ness opportunities here and access their client networks to help 
spread the word.”

He believes Canada is well positioned to take its trade 
activities to the next level in India. Canada has excelled in 
exporting commodity-driven products, including potash and 
agricultural products such as lentils, he explains. “Lentils are 
a dietary staple in India and Canada produces 24% of India’s 
considerable requirements. We’re also leaders in the energy 
field; Canada has a 60-year history in the hydro sector in India 
and we introduced India to CANDU nuclear technology,” he 
says. Where Canada can make a difference is in enhancing the 
efficiencies and effectiveness of such sectors through the use of 
Canadian technology, he says.

“You can’t just come into a 
market like India’s and say,  

‘I’ll just sell my product  
and go,’” Stewart cautions.

His Majesty Druk Gyalpo Jigme Khesar Namgyal Wangchuck, 
Mang-pos Bhur-ba’i rgyalpo, King of Bhutan (right) greets Stewart 
Beck after accepting his diplomatic credentials



“It takes time to develop relationships and to 
understand how to do business here.”
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1. It’s very far away. Many Canadian businesses are intimidated 
by the distance between Canada and India. Stewart believes 
the opportunities outweigh the challenges of conducting 
business at a distance, especially when email, Skype and 
other online and videoconferencing technologies abound. 

2. It’s a relationship-based economy. “You can’t just come 
into a market like India’s and say, ‘I’ll just sell my product 
and go,’” Stewart cautions. “It takes time to develop rela-
tionships and to understand how to do business here.” 
One advantage Canada has is the more than one million 
Canadians who can trace their roots to India. “By introdu-
cing their fellow Canadians to the opportunities India has 
to offer, Indo-Canadians can play a key role in helping to 
forge links between Canadian and Indian companies.” 

3. It takes patience to master the cultural differences. “It 
can be frustrating, and this isn’t a place for people who want 
everything neatly lined up in advance. I explain to visiting 
senior offi cials in business and government—even federal 

ministers—that I can’t guarantee you’ll have a program in 
place before you arrive, but I can guarantee you’ll have had 
a good experience by the time you leave.”

4. It takes perseverance. Stewart cites McCain Foods’ experi-
ence in establishing a potato processing operation in India. 
“It took McCain more than six years to develop a busi-
ness plan to produce potato products here. It conducted 
research to identify the best type of seed potato to use, 
adapted its farming model to suit India’s small-plot farming 
system, designed new seeding and harvesting techniques 
and new types of equipment and training programs. It part-
nered with McDonalds and KFC, whose presence in India 
has grown in response to demand from India’s growing 
middle class. McCain also produces indigenous products 
for the heavily vegetarian Indian market. Since its fi rst plant 
opened in 2007, production has doubled and it’s become 
a real Canadian success story.” 

India at a glance
 1.15 BILLION: Population

 22: Offi cial languages

 100s: Dialects spoken

 10: Parties in the current 
  national coalition 
  government

 8.5% PER YEAR: Growth rate of the 
  Indian economy

“There are great opportunities in agricultural logistics, 
for example. Approximately 25% to 35% of agricultural prod-
ucts are spoiled or wasted because there isn’t adequate ware-
housing storage and distribution networks are lacking. Canada 
has considerable expertise in this area, and companies in this 
space—in silo manufacturing, cold storage and distribution 
networks —would fi nd opportunities here.” 

While the $15-billion target is daunting, Stewart sees great 
potential in areas where India has a demand and Canada has the 

expertise and capability to collaborate. “Governments are respon-
sible for putting in place the necessary framework for stimulating 
economic development,” he says, “but it’s up to companies to take 
advantage of a more open commercial environment.” 

Those with an entrepreneurial spirit take note: India is very 
much ‘open for business.’ And Stewart Beck and his colleagues   
are ready to lend a hand in helping Canadian businesses make 
their mark in one of the world’s most dynamic, interesting and 
potentially profi table markets.  
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Stewart tours the McCain Foods experimental farm in Gujarat, 
India with McCain’s offi cials

Doing business in India—A Primer
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A recent study 
looks at the impact 

of highly agreeable and 
disagreeable people 

GOOD EGGS
and

 BAD APPLES 
on overall 

team performance.

ONE BAD APPLE
PROFESSOR JANA RAVER EXPLORES THE DARK SIDE OF WORK LIFE. 
DYSFuNCTIONAL TEAMS, DESTRuCTIVE CRITICISM AND TOXIC BOSSES 
ALL FIGuRE IN RESEARCH THAT IS ATTRACTING ATTENTION IN 
ACADEMIA AND BEYOND. 
BY ALAN MORANTZ

The seeds of a fertile research career can be sown in 
unlikely places. For Queen’s School of Business Asso-
ciate Professor Jana Raver, a fascination with organ-

izational behaviour can be traced to a brief stint working in 
a dysfunctional offi ce in the late 1990s. After graduating from 
the University of Florida with a BSc in Psychology, she landed 
a job as an executive assistant to an offi ce manager who turned 
out to be tyrannical. “She made her employees’ lives hell,” 
Jana recalls, cringing at the memory. “Since I was her assistant, 
everyone would come to me, so I acted as the toxin handler. The 
experience left a lasting impression that eventually infl uenced 
my research interests.”

In the years since, Jana has moved from toxin handler to 
organizational immunologist. She has built an international 
reputation for her scholarship in interpersonal relations, group 
processes and culture. Her drive to explore the dark side of 
work life—to understand how and why we undermine one 
another and how behaviours can be shaped for the better—has 
earned her publication of her articles in blue-chip journals such 
as Science and the Academy of Management Journal, grants 
from the Social Sciences and Humanities Research Council, 
mentions in the national and international media, and awards 
for her research.

It’s also won the admiration of her colleagues. Says Julian 
Barling, QSB Professor of Organizational Behaviour and a 
Queen’s Research Chair, “Jana’s research is invariably of the 
highest quality. There are very few business school professors 
who have published the results of their research in the presti-
gious journal Science, as Jana has.”

Her research is not only on one of the hottest topics in 
organizational behaviour, it’s also attracting the attention of law-
makers intent on reducing the incidence of workplace bullying. 

( )
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In the second study, participants were told they would be 
working in teams of two on a complex task to create words 
from a collection of letters. They were actually paired with an 
experimental confederate posing as a student, who was tasked 
by the researchers to deliver constructive or destructive criticism. 
Actual performance levels were assessed based on the students’ 
performance after receiving criticism.

Jana and her colleagues found highly competitive people 
on the receiving end of destructive criticism are indeed motiv-
ated and say they will work even harder to prove themselves and 
maintain their superiority. However, they actually perform worse. 
They perceive the criticism as an attack on their self-identity, so 
their performance suffers as they obsess over the criticism rather 
than bear down and perform the task at hand. “Interestingly, 
highly competitive people say they are motivated toward higher 

performance, but they can’t 
translate that into effective 
performance on a complex 
task,” Jana explains.

People scoring low on 
competitiveness don’t have 
such issues. They may not 
like experiencing destruc-
tive criticism, but their 
jobs are not as central to 

their identity. As a result, when faced with such harsh feedback, 
they are better able to focus on doing what’s necessary to better 
perform the task. Perversely, it may even motivate them. 

“I’d never advocate destructive criticism as a managerial 
style,” Jana says. “However, people who aren’t very competi-
tive, who don’t seem to care much about their performance, 
occasionally need a wake-up call. There was something about 
the harshness of feedback that motivated them to change. That 
surprised us. We didn’t expect people low on competitiveness to 
perform better when the criticism was destructive.”

Increasingly in her research, Jana is trying to understand the 
nuances of team dynamics and their bigger implications in the 
workplace. “When you study the dark side of organizations,” she 
says, “eventually you have to study how to overcome it.” One of 
her recently published studies, for example, looks at the impact 
of highly agreeable and disagreeable people (“good eggs” and 

Jana was ahead of the curve a decade ago when she began 
her post-graduate studies. After her close encounter with the 
boss from hell, she attended the University of Maryland and, 
in 2004, completed her PhD. During those years, much of her 
research focused on sexual harassment and interpersonal 
aggression at work. 

“At the time of my dissertation, people in Europe were 
talking about issues of hostile treatment in the workplace, but it 
wasn’t being covered as much in North America,” says Jana, who 
arrived at QSB in 2004. “I’m from the US, and to this day there’s 
not a lot of attention paid to understanding workplace aggression 
there. That’s one of the things that attracted me to Canada. There 
seemed to be greater respect for and focus on these issues here.” 

Her research has uncovered uncomfortable observa-
tions about life in organizations and team dynamics. A case 
in point is her study of 
“destructive criticism,” the 
withering, disrespectful 
feedback that attributes 
poor performance to a 
person’s character: “You’re 
an incompetent presenter” 
or “You suck at fi nancials,” 
for example. Working with 
Jaclyn Jensen and Jung-
hyun Lee of George Washington University and QSB graduate 
Jane O’Reilly, MBA’00, who is now at the University of British 
Columbia, Jana looked at how different types of people perceive 
and respond to such criticism. 

The researchers focused on trait competitiveness—the 
degree to which people defi ne themselves as being superior 
to others and strive to maintain superiority—a key factor that 
infl uences how people interpret criticism. They devised two 
experiments involving undergraduate students. In the fi rst, 
students completed a screening survey to assess their level of 
competitiveness. The students read a case scenario and were 
asked to imagine themselves as consultants working on a 
project for a client. They received either constructive or destruc-
tive criticism from a peer, and then responded to questions 
assessing their perceptions of the criticism and their motivation 
to perform afterwards. 

“You’re an incompetent presenter” or 
“You suck at fi nancials” are examples of 
destructive criticism that attributes poor 

performance to a person’s character. 
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Team leaders need to signal  

that cooperation and teamwork  

are priorities and then model  

and reward those behaviours.

The most effective way to deal with these corrosive effects, 
she says, is for team members to agree on clearly defined norms 
at the outset of a project or task. Team leaders need to signal 
that cooperation and teamwork are priorities and then model 
and reward those behaviours. Jana says she has worked with 
organizations with team-based award systems where team 
members can give others gold stars or other symbolic rewards. 
Members then trade in these teammate rewards for prizes, such 
as a breakfast with the company’s president.

It’s proven to be a rich stream of research and one that 
occupies a great deal of her time. She typically has ten research 
projects on the go, in addition to her teaching responsibilities 
in the MBA, PhD and MSc programs, supervision of graduate 
students, and contributions to scholarly organizations. In her off 
time, Jana continues her explorative ways as an avid scuba diver 
poking around shipwrecks in the waters near Kingston. 

Meanwhile, how would she score on the good egg versus 
bad apple survey? She offers a clue when talking about her 
most rewarding moments as a scholar. “They’re when I feel 
like I’ve made a dent in the world. I love it when my work is 
picked up. For me, it’s the realization that my work matters in 
the greater scheme of things and that I’m making a difference 
in peoples’ work lives.”    ae

Photos by suzy lamont

“bad apples”) on overall team performance. Jana and colleagues 
Mark Ehrhart of San Diego State University and QSB doctoral 
student Ingrid Chadwick studied the performance of 47 student 
teams working on a semester-long project at the School. The 
students first completed personality tests to measure how well 
they scored on key factors such as agreeableness, conscientious-
ness, concern for others and a personal belief in helping others. 
They were then randomly assigned into teams. At intervals 
during the project, students filled out questionnaires on how 
they felt others in their groups were contributing. 

Jana and her colleagues found that students who were abra-
sive and didn’t care what others felt had a particularly strong 
and corrosive impact on team collaboration, which eventually 
rubbed off on others and created dysfunctional dynamics. By 
the sixth week, a familiar conversation kicked in. People started 
to ask, “Why should I help you, since you aren’t helping me?” 
Teams with at least one bad apple devolved into a collection of 
independent players who cared little about helping fellow team 
members to succeed.

In the real world, many astute team leaders try to over-
come the influence of bad apples by inserting “good eggs” into 
the mix. Unfortunately, says Jana, the positive influence of 
highly agreeable and helpful people doesn’t hold up over the 
long term. Her study found that bad apples have a much more 
powerful influence than good eggs.
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JOHN PRATO, MBA’91, MPA’89, fi elded his fair share of phone calls as 
Managing Director in the Equity Capital Markets Group at TD Securities. 
This former Bay Street insider had a direct line to many of the senior 

players in Canadian and international fi nance circles, including federal govern-
ment offi cials who sought his views on the world’s economic turmoil after the 
fi nancial crisis hit in 2008. He also traded calls with movers and shakers in 
Toronto’s cultural and philanthropic communities as a board member of the 
Royal Ontario Museum, St. Michael’s Hospital Foundation and the Canadian 
Foundation for AIDS Research. But the phone call he received in November of 
2010 wasn’t from one of the usual suspects. This time it was the Prime Minister’s 
offi ce calling. Would John be interested in a diplomatic posting as Canada’s 
Consul General in New York?

JOHN PRATO, CANADA’S 
CONSuL GENERAL 

IN NEW YORK
BY SHELLEY PLEITER

Bay Street
        Wall StreetMEETS
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recalls. “I didn’t quite know how to respond, so I said I’d have to 
discuss it with my wife and get back to them.” He’d only just wed  
Lori Billinghurst, MD’01, the month before, surrounded by family 
and friends, including best man Craig Desjardins, MBA’91, and 
other classmates.  The newlyweds’ new life together seemed 
ideal: John was nearing the 20-year mark with TD Bank Finan-
cial Group in a job he loved, and Lori was thriving as a pediatric 
neurologist. Then one phone call changed everything.  

When he and Lori discussed the offer that evening, she said, 
“You may never have another chance to serve your country to 
this extent.” The New York Consulate employs a staff of nearly 
100 at offices in the heart of midtown. Representing Canada 
in the one of the world’s financial capitals offered the ultimate 
opportunity to promote Canada’s interests. There was also a 
personal connection: John had proposed to Lori there in 2010, 
taking her to Ellis Island, where his grandfather had first arrived 
in North America from Italy before settling in Toronto. 

That same evening the couple agreed the posting was 
an opportunity not to be missed, though it involved Lori  
foregoing her medical practice. After months spent wrap-
ping up their responsibilities in Toronto and finalizing all 
the required paperwork, the couple moved into the Consul 
General’s official residence on Park Avenue in the heart of 
Manhattan in March.

“New York is an incredible city and I feel privileged to be 
here at a unique time,” John says. The worldwide financial crisis 
continues to reverberate globally, and nowhere has its impact 
registered more strongly than in New 
York, arguably the financial capital 
of the world. While other countries, 
notably Greece, Italy, Ireland, Spain 
and even the US, have struggled, some 
with nearly cataclysmic consequences, 
Canada has weathered the storm.  
“Thanks to a well-regulated, well 
capitalized banking industry and the 
prudence demonstrated by Canadian 
lenders, our banks weathered the 
financial crisis without a single bank 
bailout or failure,” he explains. “For 
the fourth year in a row, the World 
Economic Forum rated Canada’s 
banking system the soundest in the 
world and five Canadian financial 
institutions were recently named 
to Bloomberg’s list of the world’s 
strongest banks—more than any 
other country.”

“We have a strong economic brand that comes from having 
managed our economy in a much better manner than most 
other western countries,” John says. “People are now looking 
to Canada and asking, ‘How have you been able to manage this 
financial crisis and perform better than most nations?’ When 
our Prime Minister and Finance Minister come to New York, 
they’ve been very well received. People want to hear what 
Canada has to say on a number of issues, but especially on 
economic ones.” 

It’s little wonder that Canada wields serious economic clout 
in New York these days. The NY Consulate General’s area of 
responsibility encompasses New York City, Eastern New York 
State, New Jersey and Connecticut—a region with a population 
of 21 million people. Trade between Canada and the Tri-state 
area (including all of NY State) has soared to US$50-billion, 
up almost 300% over a 12-year period. If this region were a 
country, it would be Canada’s second largest trading partner, 
the largest being the rest of the American states, combined. 

“My role as Consul General is quite straight-forward,” 
John explains. “Simply put, it’s to promote, advocate for and 
strengthen Canada’s objectives in the Tri-state area.” While 
these objectives are many and include furthering Canada’s 
political, economic, cultural, security and immigration inter-
ests, there are three main priorities that occupy much of John’s 
time: finance and investment; energy and the environment; 
and border security and economic competitiveness.

His role regarding finance and investment involves gathering 
intelligence from the local financial community and conveying 

his analysis to officials in Ottawa. It’s 
the kind of unique insight that comes 
from meeting with senior executives in 
the financial community and those in 
the many think-tanks headquartered 
in New York. Access at the highest 
levels of the banking community also 
opens doors when the federal and 
provincial governments and Canadian  
businesses are looking to access capital 
from world lenders. 

On the energy and the environ-
ment front, the NY Consul General 
is front and centre in putting forward 
Canada’s position on such initia-
tives as the Keystone Pipeline, the 
US$13-billion project that proposes 
to deliver crude oil from Alberta 
through the US heartland to refineries 
in the Gulf States. While this project 
continues to generate controversy 

“People are now looking to Canada and asking, ‘How have you been able to 
manage this financial crisis and perform better than most nations?’”

Bay Street
        Wall Street
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and protests, fueled in part by concerns over 
greenhouse gases, John sees the opportunity 
for a teaching moment. “I highlight the number 
of jobs—some 400,000 we believe—that would 
be generated in the US related to our oil sands 
development initiatives.”  Canada and the US 
also share similar views on the importance of 
protecting the environment. “I explain that 
Canada and the US have the same goals coming 
out of the UN environmental conferences in 
Cancun and Copenhagen,” he says. “We share 
the same objective—that is, a 17% reduction in  
greenhouse gas emissions by 2020, compared to 
2005 as the base year—but we’ll do so differ-
ently than the Americans because our economy 
is different.”

Finally, in a post-9/11 world, border security 
and economic competitiveness are priorities of 
both the Canadian and US governments. President 
Obama and Prime Minister Harper signed a  
Memorandum in February 2011 to work on 
making the border more secure and less of an obstacle to 
international trade. “We realize there is a serious security 
component,” John explains, “but we also want to ensure that 
legitimate business is not stifled and that the border doesn’t 
become an impediment to economic growth.” 

Managing these priorities that shape Canada’s rela-
tionship with its largest trading partner and closest ally is  
challenging in itself. Getting heard above the noise in the 
city that never sleeps adds another level of complexity. “Our 
biggest challenge is making an 
impression in a global city such 
as New York,” he concedes. 
Not only is the city a financial 
capital, with 86 Fortune 500 
companies’ head offices and 
numerous North American 
headquarters of multinational corporations based there, it’s also 
home to international media conglomerates and the world’s 
largest concentration of diplomats, due to the presence of the  
United Nations. 

“We’re able to get attention these days because people are 
interested in Canada’s position on financial management,” he 
explains. “Our message has to be clear and focused, but it also 
has to be pertinent to US interests. You can’t just come here 
and advocate for something that’s very narrowly in Canada’s 
interest. By focusing on American interests and how they’re 
tied to ours, we’re able to break through and get noticed.”  

Jobs and economic recovery are top-of-mind issues on 
both sides of the border these days. John isn’t shy about quoting 
some impressive statistics that speak to the importance of the 
Canada-US relationship in fostering both. “Most Americans 
don’t realize that 35 of the 50 states have Canada as their  
#1 export market; or that 8 million US jobs depend on Canada-
US relations.”

Promoting the Canada brand in a city as vibrant as New 
York has its perks. Within a week of starting his new job in 
March, John attended a screening of Québécois filmmaker 
Denis Villeneuve’s Oscar-nominated Incendies at the Museum 
of Modern Art and co-hosted a reception with the Delegate 
General of Quebec in New York. The next night, he and Lori 
attended a performance at Carnegie Hall by the Toronto 
Symphony Orchestra and rubbed shoulders with some of New 
York’s key decision-makers. “It doesn’t get any better than that 

in terms of advancing the partnership, 
especially here, in one of the cultural 
capitals of the world.”

A reception he hosted at his 
official residence for QSB alumni in 
December was on a smaller scale but 
no less important in John’s eyes. “My 

Queen’s experience was an incredible time in my life—the 
campus life, friends I met there, the quality of the education 
and the professors who really cared about you—I’ve never 
forgotten it.” One such professor was Bill Cannon, who John 
had the chance to see at a QSB Club event in NY shortly after 
the new diplomat’s arrival. 

“I had to see my old finance prof, one of the strongest influ-
ences on my life. He used to have us memorize material, and 
we’d complain, ‘Why do we need to memorize all these things 
when we’ll have the books when we’re working?’ He replied, 
‘When you’re in a meeting with a client and they ask questions 
about this, if you don’t know the answers without consulting a 
book, you’re not representing your firm well.’ He was right, and 
I’ve never forgotten it.”

Being prepared, knowing the ins and outs of a complex 
portfolio, is a lesson he has elevated to an even higher level now 
that he’s representing his country on the world stage.  
Photos by Ken Jones

“Our biggest challenge is  
making an impression in a 

global city such as New York.” 

Holiday cheer on Park Avenue: QSB alums at the reception hosted by John Prato  
at his official residence in December
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visits through a group-buying online site from a local business 
I didn’t know existed—at a third of the price I’d been accus-
tomed to paying,” he enthuses. “Nice!”

Shopping and buying via the Internet have never been 
more popular, John says. “Group buying is just the latest itera-
tion of e-tailing and social networking. And it’s big in Canada, 
which has more group-buying sites per capita than the US 
[100+ at last count, according to GroupbuyingCanada.com]. 
However, with increased competition and consumers becoming 
more aware of their choices, the challenge will be to fi gure out 
how to evolve and make this segment sustainable for all stake-
holders (e.g. consumers, merchants, producers).” 

Derek, Tim and Michele are well aware of this and the 
other challenges that come with launching a new venture. 
Despite their relative youth, all three are seasoned entrepre-
neurs, having launched at least one other business venture in 
addition to their current ones. They all credit their Queen’s 
experience as having provided fuel to feed their entrepre-
neurial spark.

On any given day, there are online deals to be scooped. 
One random day in mid-November, the deals 
included a car detailing and a mechanical inspection 

for $39 (regularly $159) from Deal of the Day; $50 worth of 
pork chops for $25 from WagJag; and Executive Limo service 
to Toronto’s Pearson Airport from Buytopia for $39 instead of 
the typical $99. Besides offering signifi cant savings to internet-
savvy Canadian shoppers, these industry-leading sites all have a 
QSB connection: Derek Szeto, BCom’05, founded Deal of the 
Day as an offshoot of his highly successful RedFlagDeals.com 
website; Tim Ray, AMBA’11, launched Foodscrooge, a grocery 
group-buying site acquired by TorStar’s WagJag in September; 
and Michele Romanow, MBA’08, is the co-founder of Buytopia, 
a site that offers discounted services with a charitable twist. 

Shoppers have been fl ocking to online group-buying 
sites in recent years. Six of ten Canadians have tried them, 
according to QSB Professor John Pliniussen, who specializes 
in sales, e-marketing and innovation. He not only studies their 
offerings, he buys them. “I just purchased three acupuncture 
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At 29, Derek Szeto is a veteran in the 
online retail sector with 11 years’ experi-
ence and a YouTube video to prove it 

(“Eleven Years in 3 Minutes” at www.youtube.
com/redfl agdeals). “I did a lot of my shopping 
online, trying to save money,” he recalls. “I was a 
high school student in Oakville, and there wasn’t 
a lot of money to go around. I thought I could 
share the deals I found with others and learn a bit about the 
Internet in the process. It really wasn’t meant to be any kind 
of business.” 

It turned out to be just that, though—a business he 
would run on a part-time basis while completing his Queen’s 
Commerce degree, and one he would pursue full-time after 
graduating. RedFlagDeals.com 
began in Derek’s basement in 
2000 when he launched a rudi-
mentary website about online 
shopping deals in his area. A 
degree in business was a logical 
next step. “I knew I wanted to 
go into business, whether as an 
entrepreneur or not,” he says. 
He’d seen fi rst-hand what running 
a business entails by watching and helping out his parents at 
their Chinese fast food restaurant in Hamilton. 

As a Commerce student, Derek pursued a generalist path. He 
fl irted with going the accounting route, even spending a summer 
with Ernst & Young, which he remembers as a “great experience.” 
It wasn’t until he had to decide on whether he’d pursue a specialty 
that his career aspirations became clear. “I thought back to my 
summer job at E&Y and compared it to my part-time job running 
RedFlagDeals and realized that I was having more fun, was more 
interested and more engaged in doing something for myself. Any 
time you can combine what you’re passionate about—in my case 
it was shopping and saving money—with what you do for a living, 
well, that’s the path to take.”

By foregoing a specialty, Derek was free to pursue a broad 
variety of courses that interested him. “I took Managerial Tax 
with Prof. Dan Thornton and thought that was an amazing 
course. I was able to apply what I learned there to my business. 
I also really appreciated the breadth of content the Commerce 
program offered and the opportunity to learn from my class-
mates and professors, who were exceptional.” 

One such professor was Marketing Hall of Legends 
inductee Ken Wong, who acted as a mentor and served on 
RedFlagDeals’ Advisory Board in the early years. “I could pitch 
ideas to Ken and get his feedback. If we needed introductions, 

he would help. He and some of the other profes-
sors were always happy to give their time to lend 
a hand,” Derek recalls appreciatively. 

Armed with his BCom, Derek took the 
plunge in 2005, leased a 400-sq.-ft. office in 
Toronto and hired his fi rst employee. He also wed 
his Commerce classmate Sharon Lee, who has 
been with KPMG in Toronto since graduation. 
RedFlagDeals.com was in the right place at the 
right time to succeed, Derek refl ects. “We were 
ahead of our time and we really focused on the 
Canadian consumer. There were very few deals 
and online shopping sites targeted at Canadians. 

There were a lot of sites in the US providing shopping informa-
tion for US consumers, so we adopted their model and brought 
it to a Canadian audience that was underserved.”

The site grew and prospered by charging retailers a fee 
for sending online shoppers to view their specials. More staff 
were hired and a larger offi ce space was acquired in 2006 when 

Derek was profiled in Inquiry
magazine, this publication’s 
predecessor. By 2009, RedFlag-
Deals had two million unique 
visitors each month. It also 
attracted the attention of poten-
tial site buyers. “We had been 
profi table for a very long time 
and had no need to be acquired,” 
Derek explains, “but when 

YellowPages called in 2009, it was a different story.” Yellow-
Pages offered the chance to provide more local content, to tie 
deals to specifi c stores in the consumer’s city, and to map their 
locations. It also offered an opportunity to break into the 
French language market in Quebec, something Derek had been 
interested in for some time. 

“Any time you can combine 
what you’re passionate about 
with what you do for a living, 

that’s the path to take.”



qsb.ca/magazine  WinTer 2012   mAGAzINE  25

Much has changed since Derek launched that basic website 
from his parents’ basement, but one thing has not: He still loves 
to shop and he still loves getting deals. “We just had our first child, 
Matthew, in May. Of course I found a lot of deals for baby things 
on RedFlagDeals.com,” he laughs. 

The deal was finalized in February 
2009, with Derek becoming General 
Manager of Deals, Coupons and 
Shopping within the YellowPages 
group. He and his team of 30 continue 
to manage RedFlagDeals.com, as 
well as a later offering, Deal of the 
Day (www.dealoftheday.ca) / Promo 
du jour (www.promodujour.ca) that 
launched in September 2010. Like 
other group-buying sites, Deal of the 
Day offers time-limited bargains on a 
wide variety of goods and services. 

Working for a conglomerate 
versus owning one’s own business 
has its challenges, Derek concedes.  
“At a large company, decision-making 
is more time consuming,” he admits. 
“You have to make sure everyone  
is on board and in sync. The advan-
tage is, you can leverage a lot more 
resources. We had an insert in the YellowPages directory in 
Toronto, for example, with a circulation of several hundred  
thousand, and there’s an ad on YellowPages.ca promoting our 
offers. That site’s not even open to external advertisers, so that 
gives us a big edge.” 

It wasn’t even that much of a leap. Tim had 
spent five years at Maple Leaf Foods managing 
all the company’s commodity poultry sales 
for Western Canada. Even though the AMBA 
program is designed for those who continue to 
work while pursuing their degree, Tim decided 
to leave Maple Leaf to devote his full energies 
and attention to his studies. “I was a classic 
example of a concept that (Strategy Professor) 
Elspeth Murray covers in her classes: successful 
entrepreneurs who often get real-world experi-
ence in a particular industry and then look for 
opportunities to innovate within that space.” 

By the time the consulting projects class 
wrapped up, Tim had already chosen a name for his 

new venture, Foodscrooge. “I registered the name and incorporated 
it the week after that class. Within weeks, I was preparing the busi-
ness case and going full steam. By January, after classes had ended 
in December, the business would become my full-time job.” 

The concept was a simple one: Source deals directly from the 
manufacturer in bulk-packaged formats and make them available 
to subscribers for pick-up from a local retailer. Tim’s extensive 
contacts in the meat industry would open doors to suppliers who 
recognized the opportunity to reach a new market. 

When Tim Ray was 21, he had 
a list of things he wanted to 
accomplish before he turned 

30. With that milestone approaching in 
September 2010, he was well on his way to 
crossing off two items: “Get an MBA” and 
“Become a full-time entrepreneur.” He 
instinctively knew when compiling his list 
that completing the one could lead directly 
to accomplishing the second. 

The idea for Foodscrooge, an online grocery group-buying 
website, came to Tim when he was nearing the end of his Queen’s 
Accelerated MBA (AMBA) for Business Graduates program 
in late November 2010. “I was listening to a team present  
its consulting project for a company in the group-buying space,” 
he recalls. “At that time, I had no idea what group buying was. 
As soon as I heard their presentation, it was like putting two 
and two together. I thought, ‘I could do a group-buying site  
for food.’”

A banner day at RedFlagDeals.com: Derek Szeto (second from right) and his team
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It became apparent that he had come up with a winning 
idea when he entered and won a business case competition 
organized by QSB’s Monieson Centre in partnership with the 
Prince Edward/Lennox & Addington Community Futures 
Development Corporation (PELA/CFDC). Tim’s was one of 
three enterprises pitched by Queen’s students that received a 
$150K loan funded by the federal government to launch start-
ups in the region. (See the full story in QSB Magazine, Summer 
2011, page 8.)

The loan, combined with his own capital, was enough to set up 
shop in the Picton Innovation Centre run by Conrad Guziewicz, 
one of the competition judges who became a mentor. He also 
brought in his business partner, Jonathan Ambeault. Tim and 
Jonathan had launched their first venture, EcoSpark Technolo-
gies, in 2008, a venture they pursued in addition to holding down 
full-time jobs. The company focuses on facilitating the adoption 
of electric vehicles through the placement and installation of  
charging stations in convenient locations at affordable cost. 

“Jonathan is a very detail-oriented, process-driven kind of 
guy,” Tim explains. “I’m more the visionary, ideas, sales kind of 
guy. We complement each other really well, kind of like Ying 
and Yang. One of the important lessons I learned as an entre-
preneur is that it’s really important to surround yourself with 
people who have the skills you don’t have.”

Tim found that having a Queen’s MBA was an added 
tool in his arsenal when meeting potential suppliers, investors 
and other professional contacts. “The Queen’s name is highly 
respected,” he says. “When you’re an entrepreneur and you’re 
trying to break into business, having an MBA is a definite plus. 
Then when people found out I had an MBA from Queen’s, it 
added a second point of reference that helped give more weight 
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to what I had to say.” His credibility was 
definitely on the line when he went into 
the Dragons’ Den, the hit CBC-TV show 
that gives budding entrepreneurs the 
chance to pitch their ventures to potential 
investors. Tim’s appearance was taped in 
April and aired in December. “We ended 
up doing deals with Arlene Dickinson 
and Bruce Croxon and both provided 
invaluable advice and mentoring.”

Foodscrooge was ready to launch 
in April with a test run in the Greater 
Toronto Area. So successful was that 

foray that the site attracted the attention of two potential 
buyers. One was WagJag, a TorStar company that is the largest 
online group-buying site in Canada. A July meeting pretty 
much sealed the WagJag-Foodscrooge deal. “TorStar is such 
a strong brand, with a lot of companies under its banner—
industry leaders like Metroland, Save.ca and Flyerland already 
in the grocery space. We wanted to go national, and TorStar has 
the resources to make that happen,” Tim explains. “They were 
immediately interested in acquiring Foodscrooge because they 
wanted to add a grocery component to their already successful 
WagJag site.” Over the summer the deal took shape and was 
finalized September 23. The timing might have been better. Tim 
and his fiancée Julia Jordan were married on Sept. 17. “This 
past year has been a bit of a roller coaster, but it was a good 
ride,” he laughs. 

As General Manager of WagJag Grocery, Tim is frequently 
on the road, working on expanding into other markets. 
Vancouver and Ottawa are up next, with more to follow. As 
Derek Szeto also found, there are pros and cons to working 
in a corporate versus an entrepreneurial environment. “While 
there are processes to follow and some red tape involved, we 
can draw on WagJag’s 100 staff to help us scale up the business 
quickly,” Tim explains. “I really enjoyed the daily challenge of 
trying to grow something from nothing. There’s an excitement 
and adrenalin rush in trying to succeed in making a go of a 
new concept. But there were also things I didn’t enjoy—putting 
in 16-hour days because I was the Finance, Customer Service, 
Sales and Operations departments, for example. Now WagJag’s 
customer service staff answer those types of emails and I’m 
freed up to focus more on strategic and growth aspects of the 
business. And yes, my quality of life has greatly improved.”

“It’s really important to surround 
yourself with people who have  

the skills you don’t have.”

Tim Ray, left, checks out the wares at vince’s Market in Toronto. Local retailers are key 
partners in WagJag Grocery’s success.
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the highest tribute given to Queen’s students by 
their peers for service to the University in extra-
curricular, non-athletic activities. 

Michele continued to keep an eye on The 
Tea Room’s progress during her MBA studies, 
an intense 12-month experience that whetted her 
entrepreneurial appetite even more. She teamed 
up with fellow Engineering grads Anatoliy 
Melnichuk, BSc’07, Arts’08, and Ryan Marien, 
BSc’08, Arts’08, to compete in several business 
case competitions pitching Evandale Caviar, a 
sustainable sturgeon aquaculture facility. They 
captured fi ve fi rst-place prizes totalling more 
than $100,000 in competitions across North 

America, including Michele’s Dare to Dream Internship from 
QSB that contributed $15,000 towards the total. 

“After my MBA graduation, I turned down a couple of job 
offers in order to launch the caviar business with my engineering 
classmates,” Michele recalls. “We chose New Brunswick, where 
we lived for three months to establish the fi shery, then went on 
the road, visiting high-end restaurants to sell our product.”

They grew a profi table business before two disasters struck, 
the 2008 recession that drastically affected luxury purchasing 

Michele Romanow, youngest of the 
trio at 26, is on her third new venture 
and enjoying the ride. The Calgary 

native’s latest enterprise is Buytopia.ca, an 
online group-buying site that offers consumers 
the chance to discover and explore their city by 
trying new experiences such as a new restaurant 
or spa or taking scuba diving at a fraction of 
their usual price. Buytopia also offers charities 
the opportunity to introduce their members and 
stakeholders to these online offerings and take a percentage of 
the value of purchases generated through their referrals. 

Her entrepreneurial bent and social conscience were 
revealed during her engineering student days at Queen’s. 
Along with several classmates, she founded The Tea Room 
in 2005, the place for exotic teas and cappuccinos on campus 
that pioneered new environmentally friendly technologies and 
practices. Her role as a co-founder and her impressive contribu-
tions to Queen’s garnered Michele the 2007 Tricolour Award, 

Michele Romanow (far right) and the Buytopia team celebrate making deals come true.
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to entrepreneurship elective courses and gain hands-on experi-
ence through business plan competitions and the Tricolour 
Venture Fund—Canada’s fi rst student-advised venture capital 
fund that allows Commerce and full-time MBA students to 
manage a multi-million dollar fund. In addition to the Dare to 
Dream Internship and the PELA/CFDC Business Plan Compe-
tition mentioned earlier, undergraduate students can compete 
in the Kinnear Business Plan Competition, funded by brothers 
Paul (BCom’63) and Tom (BCom’66) Kinnear. The $5,000 top 
prize is awarded to the student with the best business plan for 
a newly operating or soon-to-launch venture.

Strategy and Organization Professor Kelley Packalen 
teaches the Commerce entrepreneurship courses and oversees 
the Kinnear Business Plan Competition. She’s impressed at the 
high quality presentations she sees from students competing 
for the top prize. “Last year, all the fi nalists were already in 
business and all were already generating revenue,” she says. “It 
was a similar scenario in the PELA competition. These weren’t 
theoretical concepts, the teams had all made signifi cant progress 
in terms of developing their key products or services.”

an operation with 20 staff and an offi ce in Toronto’s trendy King 
Street West district. The site now serves consumers in Canada’s 
fi ve major metropolitan areas: Vancouver, Edmonton, Calgary, 
Toronto and Montreal. They’ve done deals with thousands of 
local merchants and have also partnered with national brands 
such as Staples, Sears and Cirque du Soleil. 

Repeat customers are a key ingredient in Buytopia’s success, 
Michele says. “If people try a new restaurant using a Buytopia 
voucher and if they’re treated really well and enjoy the experi-
ence, they’ll be back, and they’ll tell their friends. They’ll also come 
back to Buytopia to see what other great deals we have to offer. 
To encourage sharing and repeat visits we give our consumers 
Buytopia credits every time one of their friends buy. And the 

merchants come back because 
they’ve seen the results.” 

Like Tim and Derek, she 
acknowledges that there’s a 
signifi cant time commitment in 
starting a new venture. “I don’t 
think there are many Saturdays 
or Sundays when I’m not here in 

the offi ce, but that’s just part of the territory when you’re a 
growing enterprise. And I love the excitement of growing it, 
going from three to 20 employees. Seeing that growth and the 
opportunities that come from it is really exciting.” 

Another bonus is helping local businesses prosper. 
“I really like the business we’re in,” she says. “It’s great to 
offer incredible deals to consumers, to give charities a chance 
to fundraise, and to help new and established local businesses 
in their communities. Everybody wins.”

and new federal legislation that effectively put an end to their 
ability to export their product. Without access to the lucrative US 
and Asian markets, the business faltered. The partners went on to 
other endeavours with Michele landing a position at Sears Canada 
as Director of Corporate Strategy and Business Improvement 
in Toronto.

“I switched gears and went into a corporate role,” she says. 
“I had a wonderful time there developing growth strategies for 
the company, looking at how to take a department store, one of 
the oldest models in retail, and update it.” 

While investigating retail promotions opportunities at 
Sears, Michele was introduced to the group-buying concept. 
When Ryan returned from his studies in the UK and settled in 
Toronto, the three business part-
ners reunited to explore another 
new venture opportunity. “When 
we were starting the caviar busi-
ness, we must have revised our 
business plan 100 times,” Michele 
laughs. “This time, we decided 
to put together a group-buying 
website and see how it fared. Our fi rst deal (a Toronto spa 
promotion launched in December 2010) made $10,000, so we 
fi gured this was a business worth pursuing.” Michele left Sears 
to focus on the new start-up full-time and Buytopia has been 
thriving ever since, with revenues doubling each month over the 
last six months and counting. 

“We’ve had multiple offers for funding and investment, but 
we’ve chosen to stay independent,” Michele explains. They’ve 
also grown from a start-up comprised of the three founders to 

It’s hardly surprising that QSB is turning out highly 
successful entrepreneurs according to Elspeth Murray, Asso-
ciate Dean, MBA programs and the CIBC Faculty Fellow in 
Entrepreneurship. “We fi rmly believe that no MBA should 
graduate without having walked a mile in an entrepreneur’s 
shoes,” she says. “Our whole premise is that we want to improve 
the odds of success of new ventures. We don’t try to make entre-
preneurs. We take born entrepreneurs and make them better.” 
For those not so inclined, it’s nevertheless important that they 
understand entrepreneurship concepts. “They’ll cross paths with 
entrepreneurs in business, whether in accounting fi rms or the 
fi nance sector, as clients, suppliers or partners,” she elaborates. 
“In many large organizations there’s an emphasis on innova-
tion and ‘intrepreneurship’ whereby employees are expected 
to pitch new businesses, products or services within the larger 
organization. The entrepreneurship knowledge our students 
gain at QSB is invaluable in helping them excel at doing so.”

All of the School’s MBA programs include required courses 
in entrepreneurship or the completion of either a New Venture 
or a Consulting project. Undergraduate students are exposed 
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but knowing full well the risks and how they’re going to over-
come them.”

Derek, Michele and Tim know the risks—they’ve experi-
enced their fair share so far. All three are confi dent the group-
buying phenomenon is here to stay, but this is the internet after 
all. Version 3.0 anyone?  

A common trait among successful entrepreneurs that’s 
shared by Derek, Tim and Michele is summed up by Kelley. 
“People perceive entrepreneurs as being risk takers when 
in fact they tend to be calculated risk takers. They’ve done 
their homework. They get a sense of the odds of success and 
they understand these. They go into business optimistically, 

Check out other recent QSB grads who have launched new ventures, below. 

Alyssa Richard, BCom’07, launched Ratehub.ca, a search engine for Canada’s best mortgage rates. 
View her fi rst-person account on being a successful entrepreneur at qsb.ca/magazine/ratehub

Iqbal Ahmed, BCom’10 Build my lanyard—Custom designed lanyards buildmylanyard.com

Robin Axon, MBA’01 mantella Venture Partners—VC investors in mobile and Internet 
software businesses

mantellavp.com

Ian Barker, CQEMBA’08 Symtext—“Liquid textbooks” incorporate profs’ and other content symtext.com

Virginia Block, BCom’06 Amego Electric Vehicles—Electric, eco-friendly scooters amegoev.com

Chris Bryson, BCom’06 UNATA—Mobile and desktop apps connected to retailer 
loyalty programs

unata.com

Ricky Chandarana & Simon 
Hamilton, MBA’11

CIBO Systems—iPad-based restaurant Point of Sale system cibosystems.com

Emily Dimytosh, Comm’12 Whadyathink mobile—Mobile app that delivers instant feedback 
from guests

whadyathinkmobile.com

Nathania Go, CQEMBA’11 Punchdrunk Panda—Consumer goods with a funky design twist punchdrunkpanda.com

Chad Hamre, EMBA’11 Ethical Ocean—Eco-fashion and eco-friendly products ethicalocean.com

Jake Housdon, Comm’14 Oohlala mobile—Mobile app for students and student organizations gotoohlala.com

Dave Howell, CQEMBA’08 Avatron Software—Apps for Apple products, e.g Air Share, Print Share avatron.com

Leon Liu, CQEMBA’11 Viscore Technologies—Photonics company providing optical 
network support

viscore.com

Kyle Maloney, Comm’14 Journal Prep—Editing services for academics and researchers journalprep.com

Cord McGee, Ryan 
Peterson, Comm’13

Lawn in Order—Kingston landscaping and lawn care lawninorder.ca

Scott Metherell, BCom’09 Big Red Works—Cottage maintenance services in Georgian Bay bigredworks.com

Yafa Sakkejha, BCom’07 house of Verona—Health resort in Blue Mountain, ON houseofverona.com

Chris Sinkinson, MBA’11 Cutcom Software Inc.—Software solutions for business cutcom.com

André Souroujon, 
CQEMBA’11

Pikto Inc.—Multipurpose space & photo services in Toronto’s 
Distillery District

pikto.com

Colette Summers, BCom’01 Bratopia—Lingerie store in Calgary bratopia.ca

more grads and their ventures are listed in QSB Magazine’s online issue at qsb.ca/magazine. 
Check them out and add your own new venture to the interactive list. 

WATCH LIST
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Each Sunday evening, Scott Pearman joins the six other 
members of his executive MBA team to discuss their 
course assignments. Before getting down to work, they 

typically spend a few minutes chatting about their families and 
favourite ice hockey teams.

All are enrolled at Queen’s University in Kingston, Ontario. 
But Mr Pearman lives 1,700km away in Bermuda, where he 
is chief operating offi cer of the hospitals board, and his team-
mates are scattered across Canada from Fort McMurray, centre 
of the Alberta oil sands, to the prairie city of Winnipeg.

With the help of sophisticated 
video-conferencing technology, they 
form a “desktop learning team,”  
holding their weekly meetings and 
receiving about half of their course 
instruction online.

About 15 of the 84 students 
enrolled in Queen’s EMBA this year 
are members of online teams such as Pearman’s. The rest come 
together in person every second week in corporate boardrooms 
around the country, but take part in the same online classes as the 
desktop teams. Classes meet every second week, for almost the 
full day on Friday, continuing on Saturday morning.

“The reality is that the technology that we’re seeing 
factored into everyday living will have to be factored into 

education,” says Elspeth Murray, an associate dean at Queen’s, 
citing students’ ever-growing familiarity with social media, 
smartphones and tablets.

Many business schools post teaching materials online. Some 
allow recruiters to use their video-conferencing facilities for job 
interviews with students. But few have gone as far as Queen’s in 
bringing the classroom into far-away homes and offi ces.

Madrid’s IE Business School, Cornell University’s Johnson 
school, Duke University’s Fuqua school and the University of 
North Carolina’s Kenan-Flagler school are among others that 

offer some form of distance learning. 
Cornell leases Queen’s technology, 
developed by Polycom, a California 
based supplier of videoconferen-
cing equipment. 

Doug Shackelford, an asso-
ciate dean at Kenan-Flagler, says, 
“We believe there’s a tremendous 

market out there for people who have a great job and don’t 
want to leave it, or who live in a place where there’s not a top-
tier [business] education within driving distance.”

Kenan-Flagler launched a two-year online MBA course, 
known as MBA@UNC, in July. Although not an EMBA, it does 
not require regular classroom attendance and shares many of 
the characteristics.

A CLASS APART
...but technology is bringing together 
students scattered around the world. 
BY BERNARD SIMON (A Financial Times article reprint)

“We don’t just chuck
people into a group and
say ‘hope you get along’”

FINANCIAL TIMES



 WinTer 2012   mAGAzINE  31qsb.ca/magazine

Fuqua’s “cross-continent” and 
“global” EMBAs include weekly “chat 
sessions” with faculty, similar to corporate 
conference calls but without video.

The school puts modules on its 
computer servers and provides students 
with CDs that Jennifer Francis, senior 
associate dean, describes as “very, very 
souped-up Powerpoint presentations.”

The Queen’s programme grew out 
of video-conferencing facilities that the 
school began using in 1994. Groups of 
students would assemble simultaneously 
in boardrooms across the country.

Pearman can see his Queen’s team 
on his laptop during their Sunday get-
togethers. For lectures, students’ screens 
are split between the professor and 
course material. Participants can raise 
virtual hands to ask a question, speak 
to the instructor through microphones 
and communicate with each other via 
instant messaging.

Shackelford says that UNC’s “bedrock motto” in its online 
programme is to match the standards of its residential courses. 
“If anything has to be compromised, we’re not going down that 
path,” he says.

Still, many schools have yet to be convinced that 
online education can match face-to-face teaching. London 
Business School, Columbia in New York and the University of 
Hong Kong jointly offer a “global” EMBA, and put much of 
their learning material online. But teachers and students still 
shuttle between the cities for classes.

Amir Ziv, vice-dean at Columbia, stresses that “the school 
strongly values the classroom experience and in-classroom 
instruction, as it leads to peer inter-
action and exchange between faculty 
and students.” It also promotes prac-
tical learning through working in 
small groups, and networking. 

Queen’s requires students to 
attend a two-week residential session 
at the start of the EMBA, as well as 
two one-week sessions during the 16-month programme. Each 
team also comes together for a project outside North America. 
“We don’t just chuck people into a group and say ‘hope you 
get along’,” Murray says. A coach assesses how the teams work 
together. “We work very hard to establish trust,” she adds. 

Even so, virtual attendance undoubtedly presents chal-
lenges. Without the benefi t of close-up body language, Queen’s 
lecturers have had to change the way they communicate with 
students. “Even though you’re seeing them on your screen, you 
have to be a bit more explicit about saying what you mean,” 
Murray says.

Video-conferencing is also ill-suited 
to more than one person talking at a 
time. According to Pearman, “you have 
to be very organised and very specifi c.”

Whatever the drawbacks, propon-
ents of online teaching point to some 
tangible advantages over classroom 
tuition. Class sizes are generally smaller, 
allowing more individual attention and 
less disruption.

According to Murray, “it’s been 
fascinating to see how the faculty has 
really changed their course material 
to leverage what’s possible.” She cites 
electronic tools that help teams conduct 
simulations and surveys.

Francis says that Fuqua’s students 
have responded enthusiastically to the 
CDs provided by the school. “It’s a very 
flexible and accommodating way to 
learn the material,” she says, noting that 
students can repeatedly review modules. 
Some use them to study on plane trips.

Polycom, which supplies the technology used by Queen’s 
and Cornell, provides virtual meeting rooms not only for the 
entire class but also for small break-out groups. 

Polycom says that its “immersive telepresence solu-
tion” provides real-life dimensions, allowing participants 
to read each other’s body language on the screen. Another 
product, known as “eagle-eye director” uses two high-defi n-
ition cameras that automatically zoom in on the person 
who is speaking, thus eliminating much of the “sea-sickness” 
common in manual camera systems.

Marci Powell, Polycom’s global education director, says that 
such technological advances have made business schools less 

hesitant about using online tools. As a 
result, students are increasingly willing 
to pay full price for online tuition.

Both Queen’s and UNC charge 
close to $90,000 for their online 
programmes. Schools that have 
embraced distance learning see it as a 
way of accelerating the globalisation 

of business education. For example, Queen’s is assessing oppor-
tunities for team-based courses in India and Latin America.

According to Shackelford of Kenan-Flagler, “we’re 
expending a lot of time, a lot of money and a lot of energy on 
what we believe is the vanguard of business education.”

Pearman in Bermuda agrees, predicting that when his three-
year-old daughter graduates from high school, “she’ll have to 
decide whether to go to university or cyber-college.”  

This article originally appeared in the uK’s Financial Times Business 
Education Magazine, oct. 24, 2011.

Elspeth Murray, associate dean at Queen’s 
school, says students expect modern 
technology on their courses

to the instructor through microphones 
and communicate with each other via 
instant messaging.

programme is to match the standards of its residential courses. 
“If anything has to be compromised, we’re not going down that 
path,” he says.

“There’s a market out 
there for people who don’t 

want to leave their job”

F
E

A
TU

R
E



ALUMNI NOTES

32 mAGAzINE  WinTer 2012  

1949
Edgar Benson 
(BCom) LLD’08, 
passed away on 
Sept. 2 in Ottawa, 
at the age of 88. 
After completing 
his degree, he 
became a widely 
respected and distinguished accountant 
who practised his profession in Kingston 
and taught at QSB. He was elected to 
Parliament in 1962 and represented the 
riding of Kingston and the Islands for  
10 years. During that time, he held many 
roles in the governments of Lester Pearson 
and Pierre Trudeau, including Minister of 
Finance and Minister of Defence. After 
retiring from politics in 1972, he was 
the President of the Canadian Transport 
Commission for 10 years. Between 1982 
and 1985, he served as Canada’s  
Ambassador to Ireland.

1962
John michael Christodoulou (mBA) died with 
family by his side at a Toronto hospital on 
July 14. He leaves his wife Irene, former 
wife Jenifer, children Michael, Nicholas, 
Stephanie and Dimitri and grandchil-
dren John Richard, Katherine and John 
Andrew. After teaching at Queen’s and 
York universities, John had stints as “a 
brilliant investor” at Triarch and Swiss 
Re, eventually joining Guardian Capital in 
the 1970s and becoming its major share-
holder, President, CEO and Chairman of 
the Board. He was passionately involved 
with the Greek Orthodox Church, received 
the Church’s highest possible honour for a 
Greek layman, and founded the university-
accredited Toronto Orthodox Theological 
Academy. John will be remembered for his 
charitable and compassionate nature. 

George Thiel (BCom), CA, who died April 28 
in Etobicoke, ON, was the beloved  
husband of Bernice (McCartney), Arts’58, 
father of Gregory and Jennifer, and  
grandfather of Garrett Campbell. George 
was known for his generosity, devotion to 
his family, and his competency and hard 
work in accounting and finance with Fenn 
Publishing, Mississauga, ON. 

1972
John Abbott (BCom), MBA (Calgary),  
and Laurie (Gauchie) Abbott (Artsci’71) 
recently celebrated their 40th wedding 
anniversary with a cruise to Alaska and are 
pictured at the Mendenhall Glacier near 
Juneau. Joining them was their 18-month-
old granddaughter Katharina and her 
family from Aberdeen, Scotland. John 
recently accepted a position with Essential 
Energy Services in Calgary as Director, 
Human Resources, and Laurie lectures 
part-time at Alberta Bible College. They 
can be contacted at abbottj@shaw.ca

1963
John Gordon (mBA), Professor Emeritus and former QSB Dean, was inducted into  
the Kingston Business Hall of Fame in June. He was honoured for his mentorship of  
students at The Monieson Centre and in the MBA program.

Bruce alexander adds an honorary degree

Bruce B. Alexander, QC, BCom’60, 
received an honorary degree 

(LLD) at Queen’s November Convoca-
tion in recognition of his substantial 
contributions to the university and  
to Canada. 

After his BCom, he added degrees 
from the London School of Economics 
and Dalhouse Law School and began 
his career in 1967 with the law firm 
Osler, Hoskin and Harcourt in Toronto. 
He then spent 13 years with the 
Ontario provincial government before 
becoming a Special Advisor to the 
Right Hon. Joe Clark, then federal 
Minister for Constitutional Affairs, 
during the Charlottetown Accord negotiations. He returned to the private sector in 
1993 as a principal in GlobeInvest Capital Management and was subsequently  
Vice-President of McCutcheon Steinbach Investment Management. Since 1999 he  
has been Vice-Chair of the Ontario Workplace Safety and Insurance Appeals Tribunal.

His service to Queen’s dates all the way back to his student days as President of 
the AMS 1959-60 and recipient of the A.E. MacRae Award in 1960. He was elected 
to two terms on the university Council (1968-80), received its Distinguished Service 
Award in 1988, and was a valued member of the Board of Trustees from 1970 to 
1982. He chaired the Toronto Alumni Branch’s John Orr Dinner in 1984 and 1985, 
was co-founder of the Kingston and Queen’s Rowing Clubs, and had a role in founding 
Queen’s Public Sector Management Program. In addition to his DSA, Bruce has 
received the National Alumni Award (1991), the Toronto Branch Award (1995),  
and the John Orr Award (2001).

CanGrad Studios
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1974
BCom’74 classmates Bob Rollwagen (left) 
and Jim Dinning, Chancellor of the univer-
sity of Calgary, reconnected at u of C’s 
June convocation ceremony at which Bob’s 
daughter Heather was awarded her PhD.

Gerald E. “Gerry” hagerman (BCom), CA, died 
suddenly on May 21, aged 59. Born and 
raised in Virginiatown, ON, he excelled in 
sports of all kinds. After obtaining his CA in 
1976, he embarked on a 36-year career with 
KPMG, working in their Kingston, Sydney, 
Bathurst, and North York offices. Left to 
mourn his passing are his wife Hollis, son 
Mark (Nelofer), grandsons Edward and Alex-
ander, and 19 nieces and nephews. Gerry 
had strong Queen’s connections: his father, 
Dr. Gerald Hagerman (MD’45); siblings 
Joe (Carol), Barb (NSc’73; Dr. Bill Pine, 
BCom’73), Keitha (NSc’77; Lance mitchell, 
BCom’77), Patty (NSc’80; Dr. John Rodgers) 
and his twin, Doug (BCom’74); as well as 
his sister-in-law, Corinne (Wood) hagerman 
(Arts’72, mBA’75). 

Albert Riddell (BCom) of St. Thomas, ON, 
passed away June 9 in his 60th year. Born 
in Kingston, Al was retired as Canadian 
Timken’s first Canadian President. He 
enjoyed playing hockey and was active in 
the community, having served as President 
of the united Way, the St. Thomas Export 
Development Corporation, Big Brothers/Big 
Sisters, and the Maple Leaf Foundation. 

1976
Christie J. “Chris” Clark (BCom) retired  
in June as CEO and Senior Partner of 
PricewaterhouseCoopers Canada in 
Toronto. His distinguished career with the 
firm began in 1978. In 2001, Chris was 

appointed one of two National Managing 
Partners and became a member of the 
National Executive team, taking on the 
role of CEO later that year. He remains a 
member of QSB’s Advisory Board. 

1978
melodie L. (Offer) Campbell (BCom) is 
currently the General Manager of Crime 
Writers of Canada. After a career writing 
comedy and managing associations, 
Melodie’s comic fantasy novel, Rowena 
Through the Wall (Imajin Books) is avail-
able at Amazon, Barnes and Noble, and 
Chapters/Indigo. She has written more 
than 200 publications and has won five 
awards for fiction. To learn more, visit 
www.melodiecampbell.com, check out 
her comic blog at http://funnygirlmelodie.
blogspot.com or email info@crimewriter-
scanada.com.

Eric Cousineau (mBA, Artsci’76) was 
elected a Fellow of the Certified Manage-
ment Accountants of Canada and also 
received his Senior Human Resource  
Practitioner Certification recently. Eric 
continues as Managing Director of OCG 
Strategy and Organization Consulting and 
EVP Corporate Services for CAREpath,  
both in Toronto.

1979
Jim Keohane (mBA) is now President and 
CEO of the Healthcare of Ontario Pension 
Plan (HOOPP), for which he has worked 
since 1999, most recently as Senior Vice 
President, Investment Management, and 
Chief Investment Officer. 

1980
Benita Warmbold (BCom) has been 
appointed to the Canadian Public Account-
ability Board, a regulator overseeing the 
auditors of Canadian public companies. 
Benita is Senior Vice President and COO  
at the Canada Pension Plan Investment 
Board (see her profile in QSB Magazine, 
Summer 2011). She also serves on the  
QSB Advisory Board and the Audit 
Committee of Queen’s Board of Trustees. 

1982
Jo-Anne Brady (mBA) has been appointed 
Vice-Provost (Planning and Budgeting)  
at Queen’s after 15 years as university  
Registrar and five years prior to that as  
Business Manager in the Faculty of Arts and 
Science. “Some of us just can’t get away from 
Queen’s!” she says. Email bradyj@queensu.ca

Douglas George (mBA) was named Canada’s 
Ambassador to the State of Kuwait by the 
Department of Foreign Affairs and Inter-
national Trade in July. He joined the depart-
ment in 1982 and has had a varied career 
there, including stints in the Office of the 
Minister of Foreign Affairs, as Director of the 
Softwood Lumber Task Force, Director of the 
Intellectual Property, Information and Tech-
nology Trade Policy Division, and Director 
of the Tariffs and Goods Market Access 
Division. His previous foreign postings were 
to Jamaica, Belgium, and Switzerland.  

David B. mcNab (BCom), having 
successfully patented a solu-
tion for measuring cross-sales, 
product substitution, incremental 
sales and retention in multi-
product companies (“An age old 
problem; ask your banker,” he 
says), has joined IBM as a Senior 
Managing Strategy Consultant 
in their Business Analytics and Optimiza-
tion practice in Toronto. Married, with two 
cats, no kids, Dave gets his kicks from art 
(“Wife Karen is an artist; Google her,” he 
suggests), blogging, playing with his guitar 
collection, and enjoying rock and roll and the 
blues. Dave adds, “Anyone into 21st century 
analytics is welcome to ping me on LinkedIn.” 
See more on Dave’s take on analytics in his 
complete Alumni Note at qsb.ca/magazine. Or 
contact him at david@objectivebusiness.com
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Lea Anne (Brueton) Sexton (BCom) is  
celebrating her first year as head of 
her own consulting business, Two Way 
Consulting (TWC) (www.twowayconsulting.ca) 
in Vancouver, BC. TWC works with  
project managers of development and 
infrastructure projects to effectively  
engage and communicate with residents 
and businesses in the communities  
where the projects are being planned  
or built. She can be reached at  
lsexton@twowayconsulting.ca

1996
Jim Dennis (BCom) and his 
wife, Meghan Kennedy, 
welcomed daughter 
Evelynn Jane Alicia on July 
8. Eve has a big brother, 
Alexander. The family 
lives in Toronto, where Jim 
is a Vice President for Richardson GMP, 
Canada’s pre-eminent wealth management 
firm. Email: jwdennis@rogers.com

michael Spence (BCom) married 
Amanda Cowan on August 21, 
2009, at the Palais Royale in 
Toronto. Many Queen’s alums 
were in attendance to celebrate 
the happy day, including  
father-of-the-bride  
Ross Cowan (BCom’66) and 
other Commerce grads  —  
Jim Dennis and PJ Gordon (both 
BCom’96), and best man Andrew Calder 
(BCom’99). Michael and Amanda are 
also thrilled to announce the birth of their 
first son, Wesley, born March 12, 2011, 
weighing 6 lbs., 13 oz. The family currently 
lives in Toronto, where Michael works at 
CB Richard Ellis Limited, a commercial  
real estate company.

Jeanette S. hepburn (BCom) is thrilled to be 
back at Queen’s, where she’s working with 
the Development and Alumni Relations team 
at QSB as a Senior Relationship Manager. 
She travels frequently to Toronto and the uS 
to connect with the School’s alumni. She 
commutes to Kingston from her Belleville 
home, where she lives with her husband, 
Mark Schneider (BEd’96), and children  
Alexandria (10) and Duncan (6). Email:  
jhepburn@business.queensu.ca

1989
Bruce Kagan (BCom) has joined Gluskin 
Sheff & Associates as Vice President in 
Toronto. Email: bkagan@gluskinsheff.com

michael King 
(BCom), his wife 
Yvonne and their 
two sons (Robert, 
12, and Peter, 
9) have returned 
to Canada after 
spending three 
years in Basel, 
Switzerland. 
Michael has joined the university of 
Western Ontario as an Assistant Finance 
Professor in the Richard Ivey School of 
Business. Having spent the past three 
years working on the financial crisis and 
regulatory response with the Bank for Inter-
national Settlements, Michael reports he is 
happy to be changing gears and returning 
to the classroom. He will be teaching 
HBAs, MBAs and business executives 
while continuing his research on banking, 
international finance and foreign exchange 
markets. See his profile at http://www.ivey.
uwo.ca/faculty/Michael_King.htm 

1990
Peter Teti (BCom) has been promoted to 
Managing Director of Rothschild (Canada) 
Inc. He has been with the financial 
services company since 2002 and is  
based in its Toronto office.

1991
Peter Andress (BCom) was promoted  
from Senior Manager to Partner at  
Deloitte LLP in Ottawa. 

1983
David Sculthorpe (BCom), a member and past 
Chair of QSB’s Advisory Board, was named 
CEO of the Heart and Stroke Foundation of 
Canada in September. He had served as 
CEO of the Heart and Stroke Foundation of 
Ontario since 2009. He is a devoted volun-
teer in his community, working with several 
local and national organizations including 
the Canadian Parks and Wilderness Society 
(past Board member); PREVnet, a national 
network committed to stopping bullying in 
Canada (founding Board member and now 
Chair); the Soulpepper Theatre Company 
in Toronto (Vice-Chair); and the Crescent 
School (Board member). 

1984
Shelagh Campbell (BCom) was awarded 
her PhD (Management) from Saint Mary’s 
university in January. Shelagh and her family 
continue to call Halifax home for the time 
being as she considers her next steps.

1988
Bronwen Beedle (mBA) retired in May from 
her position as the BC Government’s Chief 
Negotiator for aboriginal treaty cases. She 
negotiated the province’s first urban treaty of 
modern times, the Tsawwassen Treaty, and 
had been working on several others before 
she retired. Bronwen was formerly Deputy 
Chief Forester for the Ministry of Forests in 
Victoria. She and her husband Peter built a 
new house and moved to Courtenay, BC, in 
October. Email peterbee@telus.net

Bruce Beggs (BCom), CA, is now an Associate 
Partner with Deloitte LLP in Edmonton. 
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David Sculthorpe, far left, pictured with his family, 
sports a beard in support of the NHL Players 
Association Beard-a-Thon, which raised funds for 
defibrillators. The fundraiser coincided with the 
Becel Heart & Stroke Ride for the Heart campaign. 
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Daniel Tisch (EmBA, Artsci’91), President 
and CEO of Argyle Communications in 
Toronto and a Queen’s Trustee, is also 
Chair of the Global Alliance for Public Rela-
tions and Communications Management, a 
confederation of the world’s major PR and 
communication management associations 
and institutions. Since graduating, he has 
shared his expertise in public relations 
through lectures at QSB. 

1998
Gen Lamorie-Wallace (BCom), along with 
her chef husband Steve Wallace, has 
opened Burnt Butter Italian Kitchen in 
Ottawa, the realization of their lifelong 
dream. The food is inspired by the fl avours 
and traditions of Italy, Gen says, yet is 
“infused with Steve’s inventive style that 
favours simple, seasonal elements.” Burnt 
Butter has been a hit since its mid-August 
opening and seats are hard to come by! 
Gen continues in her role as Vice-President 
with Phase 5, a market research consult-
ancy. Email: gen@burntbutter.ca or check 
www.burntbutter.ca

1999
Richard Francki (EmBA) joined York univer-
sity in November 2010 as Associate Vice 
President, Campus Services and Business 
Operations. Richard and Joan live in Ajax, 
where they enjoy sailing on Lake Ontario. 
They are expecting their second grandchild 
early in 2012. Email: francki@sympatico.ca

Jamie Leong-huxley (EmBA) reports 
that QSB professors Elspeth murray 
and Peter Richardson were in Calgary 
to deliver the Leading Organizational 
Change course for QSB Executive 
Education. MBA alumni took the 
couple out for dinner on September 
13 and all enjoyed the wonderful 
conversation, food and drink. 
Pictured, from left, are Jack hoog-
straten, Cathy Grant, John Nesbitt, 
Jamie Leong-huxley, Catherine Bell, 
Professsors murray and Richardson, 
and michael Bishop (Absent: 
Corinne Wilkinson).

2000
Erin zipes (BCom) recently accepted a 
position as Legal Counsel at Nordion, an 
Ottawa-based health sciences company. 
Email: erinzipes@hotmail.com

2001
Ian Clark (BCom) has relocated to Toronto 
to take a Manager position specializing in 
CRM with PwC’s technology consulting 
practice. Email: Ianarclark@me.com

Kevin horseman (mBA) was married in 
April to Tara Leech on the Mayan Riviera. 
They live in Ottawa, where Kevin continues 
to work for Deloitte as a Management 
Consultant specializing in change manage-
ment. He also serves as President of the 
Capital’s QSB Club and would love to get 
together with former classmates based 
in Ottawa or those just passing through. 
Email: kehorseman@deloitte.ca

2002
heather E. Campbell (BCom) married Adam 
Gordon (mBA’09) on June 25 in Kingston, 
with a reception at Ban Righ Hall. They 
are living now in the Beach neighbourhood 
of Toronto. Adam works as a Manage-
ment Consultant and Heather works as 
an IT/Business Consultant. Concurrently, 
they also continue to grow Adam’s family 
company, YouBidLocal, which is being 
run by Sushee Perumal (mBA’07). Email: 
heatherellencampbell@hotmail.com

Follow us on 
Facebook & LinkedIn

facebook.com/
QueensSchoolofBusiness

linkedin.com/company/
queen’s-school-of-business
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2002
Sean Friday (EmBA) is now Commander of 
8 Wing, CFB Trenton. A Colonel in the Royal 
Canadian Air Force, his previous appoint-
ment was Deputy Chief of Staff—Plans, at 
Canada Command Headquarters. He has 
flown operational missions around the world, 
including deployments during the Gulf War, 
Operation Airbridge (Bosnia-Herzegovina), 
and Operation Determination (Kuwait). In 
2008, he was deployed to Joint Task Force 
Afghanistan as Commanding Officer of the 
Theatre Support Element at Camp Mirage 
in the united Arab Emirates. He has also 
carried out several humanitarian airlift oper-
ations, including deployments to Djibouti/
Ethiopia, Kenya/Somalia and uganda. 

David hart (EmBA), head-hunted from 
Milwaukee, WI, has been appointed 
the new Managing Director of Fronius 
Australia, Solar Electronic Division, located 
in Melbourne. Fronius, a global company, 
manufactures solar inverters. David 
comments, “Over the last few months, 
we have invested a great deal of energy 
in the renovation of our new branch. I’m 
delighted that we’re now really getting 
started!” David’s wife Marilyn (PhD) has 
been appointed Immunology Manager at 
the Commonwealth Serum Laboratories. 
Email: kwdhart@yahoo.com 

Jeannot Rakotomalala 
(EmBA) is living in 
Brussels and serving 
as Ambassador and 
Head of Mission of 
Madagascar to the 
European union. 
He is also Madagas-
car’s Ambassador to 
Belgium, the Nether-
lands and Luxembourg.  
Email: rakotomalala@travel-net.com

Jeffrey Veffer 
(mBA) has taken 
on a new position 
with the Toronto 
Board of Trade as 
Director, Product 
Innovation. He is 
responsible for 
the innovation and 
development of 
an exciting suite 
of non-technology and technology-based 
products that will have a meaningful 
impact on the way the membership of  
the Board of Trade does business.

2003
Ian Di Tullio (EmBA) has had an exciting year 
to date: he joined Air Canada as Director 
of Loyalty Marketing in April, married Lisa 
Campisi in Hawaii in June and wrapped up 
his PhD thesis in the last quarter of 2011. 
Email: Ianditullio@gmail.com

2004
Robert T. Arnoth (EmBA) helped 
organize a conference at 
Queen’s in July that welcomed 
more than 300 martial arts 
practitioners from around the 
world. One of the keystone 
events was the planting of  
50 Yoshino cherry trees at  
Lions Civic Gardens in West 
Kingston by Kingston Mayor 
Mark Gerretsen, pictured 
(second from right) and  
visiting Japanese dignitaries.  
Email: robarnoth@attglobal.net
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Send an 
Alumni Note  

Update
 Tell your classmates what’s 
new with you!

 latest updates will appear 
on QsB magazine online 
and in the next print issue

 don’t forget to include  
a recent photo!

It’s easy!
Go to qsb.ca/magazine

Or mail your submission to: 

Queen’s school of Business 
Kingston, on, canada
K7l 3n6
attn: shelley Pleiter
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2004
Kamyar Kazemi moud (mSc) moved to 
New York City in May after more than four 
successful years in San Francisco at Moody’s 
Analytics as the Head of Advisory Services-
Americas. His new position is with the Risk 
Advisory team of NYC-based State Street, 
where he works closely with hedge fund and 
pension fund front offices and risk functions. 

Joanne Sallay (BCom) has joined 
her family’s business, Teachers 
on Call, after spending seven 
years in a variety of progressive 
roles at RBC (Royal Bank).  
With more than 25 years’ 
experience, Teachers on Call  
is a leading tutorial service 
in the Greater Toronto Area 

dedicated to helping preschool to university 
students achieve success in school and 
life. Joanne looks forward to connecting 
with fellow alumni and can be reached at 
joanne@teachersoncall.ca

2005
mohamed Amin m. Jagani (EmBA) launched 
a second company, Hayyan Healthcare, 
in July. His previous venture, Clinetica 
Biosciences Inc., launched in 2006 after  
he won the $10,000 QSB New Venture 
Competition. Hayyan Healthcare is a 
Clinetica company that consists of a medical 
clinic, wellness centre and a compounding 
pharmacy staffed by a multidisciplinary team 
of healthcare professionals. “Come visit us  
in Richmond Hill, ON, or check us out at  
www.hayyan.ca,” Mohamed suggests.  
Email: mjagani@clinetica.com

2007
Colin Lynch (BCom) recently joined 
McKinsey & Company’s Chicago office. 
Over the past year, Colin graduated from 
Harvard’s MBA program, spent the summer 
working in Canadian politics, and travelled 
to five continents (he’s trying to find a way 
to visit Australia to complete the tour, he 
says).  In April, he was elected to Queen’s 
Board of Trustees and welcomes QSB 
graduates’ thoughts and suggestions on 
“anything Queen’s.” He can be reached 
at colin.kr.lynch@gmail.com

huey Lee (EmBA, Artsci’98), is now  
Deloitte LLP’s Associate Partner in their 
Vancouver office. 

2008
Roy Sudipto (EmBA) married Neelanajana 
in March. Neela is from Mumbai, India, 
and was working as a Quality Consultant 
with an Indian multinational. The marriage 
was celebrated in Roy’s hometown of 
Kolkata and was generously blessed and 
cheered by parents, relatives and friends 
of both families. Email: Roy.Sudipto@
ConocoPhillips.com

2010
madeline Wang 
(mBA) is engaged 
to Matthew Wong 
(“finally,” she says). 
They’re in the process 
of planning their 
wedding for next year. 
Email: mwang2010@
queensbusiness.ca 

2011
Danny Iny (EmBA) 
has written a recently 
published book titled 
Engagement from 
Scratch! How Super-
Community Builders 
Create a Loyal Audi-
ence, and How You Can 
Do the Same! It features 
contributions from 
major industry players, 
including Guy Kawasaki, 
Brian Clark, Mitch Joel, and many others. 
Visit www.EngagementFromScratch.com 
for more information or email  
iny.danny@gmail.com
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Calgary

andre Baribeau, amBa’06, dean david saunders, mikael 
sears, emBa’00, alex danzinger, emBa’05, and allison 
moore, Bcom’04, at the october event at calgary’s fair-
mont Palliser that featured a presentation by the dean on 
the school’s strategic direction over the next ten years. 

TOrONTO
NEW yOrK

a reception featuring a panel discussion by film festival 
executives at the Tiff Bell lightbox attracted a crowd of 
QsB alumni in Toronto in July. Pictured are cameron Bailey, 
co-director, Piers handling, arts’71, ceo and director, 
allison freeman, Bcom’05, senior marketing manager and 
howard Kerbel, VP marketing, sales and sponsorship.

alumni attend a december reception hosted 
by John Prato, mBa’91 (mPa’89) canada’s 
consul general in new York (see his profile 
on page 20).

OTTaWa

andy gross, Bcom’79, ceo of giant Tiger (pictured 
with his wife nora, artsci’82) was the keynote 
speaker at an october Business club event at 
ottawa’s prestigious rideau club.
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OTHEr alUMNI EVENTS

Fall OPEN HOUSE

alumni and current students of QsB’s master 
of finance (mfin) and mBa programs at a  
nov. 17 networking event in Toronto with  
mfin director sean cleary.

gary ito, mBa’85, Jacline abray-nyman, QsB’s executive 
director of development and alumni relations, dean david 
saunders, Warren Bonham, Bcom’85, and grant Wickes, 
Bcom’82, attend a dinner in dallas for local QsB alumni. 

alums stuart clare, emBa’99, carlos lee, 
artsci’82, and david Brining, Bcom’79, 
at the reception in Bermuda for more than 
40 alumni hosted by dame Pamela Banks, 
emBa’98, and her husband andrew, 
which featured a presentation  
by Prof. Julian Barling.

QsB’s inaugural fall open house on october 22 gave alumni the opportunity to tour goodes hall’s new 
wing-in-progress, find out about QsB programs and initiatives and reconnect with old friends. a brunch 
in the Bmo atrium topped off the festivities that attracted 150 guests, including benefactor mel goodes, 
Bcom’57, lld’94 (pictured, above left, with student Tyler hennick) and his extended family, fellow 
alumni and guests, QsB faculty, staff and friends. 
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Goodes Hall’s new west wing takes 
shape and is on target for Spring 
2012 completion. Official opening 

ceremonies on Sept. 14 & 15.
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offi ce of the dean 613.533.2305

development & alumni relations 877.533.2330

Business career centre  613.533.6715

commerce  613.533.2301

mBA PROGRAmS

Queen’s mBa (full-time) 888.621.0060

Queen’s executive mBa/cornell-Queen’s executive mBa 888.393.2622

Queen’s accelerated mBa for Business graduates 888.460.5869

GRADUATE STUDIES

Phd & msc 613.533.2303 

master of international Business/
graduate diploma in accounting 866.861.1615 

master of finance 855.253.9697

EXECUTIVE EDUCATION

QsB executive education

Kingston: 888.393.2338 

Toronto: 416.214.9655

CENTRES

QsB centre for Business Venturing 877.955.1800

QsB centre for responsible leadership 613.533.2366

ca-Queen’s centre for governance 613.533.3254

The monieson centre 613.533.2350

Queen’s executive decision centre 613.533.6681

If undeliverable, please return to:

Queen’s School of Business
Marketing & Communications
Kingston ON K7L 3N6
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