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RISING STARS

Although 13 in number, the 2010 class of Rising Stars
is a diverse group destined to make their own luck in
the Canadian oil and gas industry

RISING STARS

CETAC-West offers a road map
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Eight out of ten start-ups ultimately fail, but
CETAC-West has a roadmap it hopes
will improve the odds for
green entrepreneurs

by R.P. Stastny
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. Two mule deer graze in front of the conference

Blivious to the people shuffling by in

the half-light on their way to or from the dining hall

The humans aren't particularly moved either. Thisis

Banfl Centre after all, where this year's CETAC-West
Entreprencur to CEO Workshop is being held

"Do you know what your company’s white space

ks Joe Lukacs, president and chief executive of(i-

or-profit firm

has helped over 1 small and medium-sized ente
prises develop and commercialize new environmental
technologies. But that role may now be at risk in the
wike of the recession

Lukacs poses the white-space question to about 50
entrepreneurs, past alumni, business advisors, and a
handful of Industry research and support government
representatives gathered from across western Canada
Outside the room's northwest-facing wall of glass, sun
shine lights the trees of Tunnel Mountain, If the wisdom
of running industry in a sustainable, environmentally
responsible manner was ever in question, it's self
evident here

“White space—Iis it patents a company holds?
one suggests

Not quite, Lukacs says

The term *white spac
tation by Michael Carten, president and chief executive
officer of Sustainable Energy Technologies, a public com
pany that develops and manufactures power conversion
preducts for the renewable energy industry. In discuss
ing the company’s technology, Carten said, *We own
the white space”

“I8 it the market segment the company operates in?*
is another suggestion

rrower than that
# company's competitive advantage "
Closer, but there's more to it
This interactive approach is typical of what the

getaway from the tele
grind to think abeut and focus on their business &
and to learn the principles that drive business su

The workshop has evolved since then. 1t's still a week
of 14-hour days of instruction, case studies, and net-
working, but it's no longer just experts presenting to
a group. [t's more discourse, It's of people
who, by virtue of their diverse backgrounds and expe-

nience, help solve one ancther's business challenges. A
“mini-MBA," i you like. »
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entrepreneurial management

Darryl shopped his idea to tank manufacturers to no avail
and he didn't have the money to get a unit in the field, Then
he met and teamed up with Hebblethwaite, who did have the
resources to develop the product but who also understood that
the tank manufacturers weren't “the ones feeling the pain® It
was the truck operators and producers who were stuck with the
extra costs and delays of shipping their oil—and in eventually
cleaning up the mess. So in 1956, Hebblethwaite launched Enviro
Vault Canada and pursued a two-pronged marketing push w0
simultaneously convince preducers and the tank manufacturers.

Asking, *who feels the pain?” may be common sense, butit’s
also & chapter out of Entrepreneurship 101. Being clear on this
allows the entrepreneur 1o move on to the hard work of bullding
a business. And building a business often calls upon different
talents than just coming up with a goed idea. So at the request
of Darryl in 1598, Hebblethwaite became the sole shareholder,

Most of Day 4 is dedicated to funding options. And under-
standably sc—money affords power. It is one of the critical
resources of 3 business, along with such things as control over
land, transportation, and energy. But access to money has also
become more difficult across many sectors, including the not-
for-profit sector, following the global economic meltéown,

CETAC-West's range of entreprensur support services actually con-
stitutes quite a machine. Bessdes putting ca the annual Entrepreneur
to CEO Workshop, it helps ts clients with marketing assessments,
technology and competitive-advantage analyses, and financing
evaluations. It organizes Round Tables where business and indus-
try sector experts test, pred, and provide advice to entrepreneurs,

CETAC-West also matches entrepreneurs to experienced busi-
ness mentors or even helps form advisory boards te guide and
advise. In 16 years of businesses, CETAC-West has complied an
impressive Rolodex of investors, potential sector partners, tech-
nolegy demonstration providers, and alliance opportunities.

All of this takes money te keep running. That funding has
traditionally come from 2 combination of fees-for-services
which, given the financial constraints of start-ups, are typically
collected on a pay-when-you-can basis, and from the feceral and
Alterta governments. Ballooning government budget deficits
now force CETAC-West to struggle with atleast one of the same
challenges faced by many entrepreneurs: operating cash flow.

Fortunately, CETAC-West alse has an impressive track record of
successes to recommend it to further funding even when govern-
ments have 10 count every cent, Besides all the support services
it provides and the $100 million it has helped its clients raise
over the last decade, perhaps the most telling statistics CETAC-
West provides is this in 2008, 100 of its alumni generated $200
million in annual revenues and employed more than 950 pecple.

“Our work has impact,” Lukacs says in a private conversa-
tion in the lobby.

Lukacs is in his mid-70s, but his characteristic intensity and
commitment to a cause, whether to building his own business or
in providing a social good, hasn't dulled. He's clearly not going
to take this latest challenge sitting down,

“Cur role is to build capacity for green technologies,” he says.
“We provide a significant economic, environmental, and social
benefit"m

Confirming what we already knew.

Fraom the first time we meat 2010 Rising Star recigient Kim Farwed, PEng. we knew she woukd be an nsaring additon
to our industry and community. Kim continues to cutshing hersalf every year Dy 30ding 1o an Jready imprassive Ist
of accemrplenments In hes role as Presdent of The Assocation of Prafessional Engneers, Gedlegsts and Gecplysiasts
of Alberta she leads by example. AS 8 Syncrude employee she makexs advances in comvnercial Bitumen extracton
Processes. It's no woncer Km was also horourad with the prastigious APEGGA Early Achevement Summit Awarc™®
Congratulations from Syncrude and your 57000 feliow APEGGA Members
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