
YOUR WEEKLY SOURCE OF REGIONAL BUSINESS INTELLIGENCE SINCE 1989 www.biv.com ! 604-688-2398

Issue 1067 ! April 6–12, 2010 $3.00 ! $79.95 annually ! subscribe@biv.com

Subscriber details

RETURN UNDELIVERABLE CANADIAN ADDRESSES TO CIRCULATION 
DEPARTMENT: 102 EAST 4TH AVENUE, VANCOUVER, B.C. V5T 1G2.

Business in Vancouver Issue 1067

list

FORESTRY

New roots
Rick Doman sees forest industry future out east, not in B.C. 3

MARKETINGEDUCATION

Class actions
Patti Bacchus’ tough school board budget lessons 5

B.C.’s biggest M&A and 
stock and 
debt deals 16, 18, 20, 22

Amielle Lake 
Tagga Media founder bridging the gap between 
advertisers and mobile consumers

Profile, page 38

Taxed to the max
B.C. municipalities in danger of killing their 
industrial golden goose    News, page 4

Cloud formations
Shared computing options cutting business IT 
costs  Technology, pages 8-9

Out back and in town
Resort results and office space moves inspire 
real estate optimism Real estate, page 13

Courts and sparks
Competition Act complications; cash from health 
care; who’s getting sued

Legal Matters, pages 25-29

Real estate wrestling; ALR 
speculation; casino connections
Renshaw, Ladner and 
Holman Op/ed, pages 36-37

THIS WEEK

>Surrey extends 
tax breaks for 
developers, but says 
it’s co-operating 
with neighbours 
not competing for 
entrepreneurial 
action in the region

>Vancouver hoping 
to lure companies 
from New York, 
Silicon Valley, 
Shanghai and London

>But location 
remains a critical 
consideration for 
business owners 

Cities hustling hard for business

Clean sweepstakes: Surrey and Vancouver 
vie for region’s green-technology crown
Surrey o! ers tax holiday for environmentally sustainable 
companies; Vancouver to consider similar incentives
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For temporary, permanent and 
contract staffing call today 

604-694-2500   miles.ca

GLEN KORSTROM

Surrey Mayor Dianne Watts’ strategy of  using 
financial incentives and tax holidays to lure de-

velopers and entrepreneurs has been so successful 
that she’s extending them for another year. 

Watt’s municipality is already the lowest business 
tax jurisdiction in Metro Vancouver, and she’s com-
mitted to keeping it that way.

She stressed, however, that her agenda is not to 
recruit Vancouver businesses. 

“We’re not competing with Vancouver,” Watts 
said. “I don’t think it’s a competition. Every city in 
Metro Vancouver has assets to contribute. Once 
people are investing in the Metro Vancouver area, 
there’s no delineation between Richmond, Vancou-
ver, Burnaby or Surrey.”

Vancouver Mayor Gregor Robertson is singing 
from the same songbook.

He told Business in Vancouver that he’s focused 
on attracting companies from four areas:

GLEN KORSTROM

CEOs at environmentally sustainable technol-
ogy companies say it will take more than Sur-

rey’s recently announced tax breaks and fee cuts 
to lure them to Metro Vancouver’s fastest grow-
ing city. 

Surrey Mayor Dianne Watts announced March 
"# that any company in the environmentally sus-
tainable technology sector that moves to Surrey 
will pay:

no property tax for three years;
$%& less on building permit fees; and 

see Competitiveness, 2

see Relocation, 3

Deal-makers: Brent Cunningham (left) and Chris Larmer, 
Sequoia Business Brokers principals on buying and selling 
businesses and the art of the deal: see, Motivated, 19 

Mergers and 
acquisitions, 
stock and debt: 
Deals of the year 

see Biggest Deals, 15-24
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Doing What it Takes

RICHARD CHU

For !"-year-old Conrad 
Lefebvre, selling his 

private professional training 
school was a fairly quick pro-
cedure. After formally be-
ginning the selling process 
in September, he received an 
offer in November. The sale 
closed in January. 

But the speed of the sale 
didn’t mean it was easy. In 
fact, several times during 
the deal process, his frustra-
tion reached a point where 
he was close to scuttling 
the sale. “When it got really 
frustrating, I felt I could have 
just walked away and said I 
wasn’t interested. I did that 
about three, four times.”

His frustration is not 
unique, and is a fairly typ-
ical emotional response dur-
ing the sales process, said 
Chris Larmer of Sequoia 
Business Brokers, who was 
involved in the sale of Le-
febvre’s business. “Every sell-
er that we’ve worked with, 
without question, has had 
second thoughts at some 
point. It’s ultimately a re# ec-
tion of their motivation, so 
the stronger and more real 
their reason for selling, the 
more they are likely to carry 
through with it.”

For Lefebvre, elements of 
the due diligence process cre-
ated the most irritation. “$ e 
whole process felt like they 
were putting you through the 
wringer. It was almost like 
being on trial.”

Sequoia’s Brent Cun-
ningham noted that any as-
pect of the sales process can 
stress a seller. Choosing the 
lawyers and accountants and 
deciding whether to engage 
a business broker to start the 
sales process can be over-
whelming. 

Waiting for a broker or 
M&A adviser to bring the 
seller an offer can create 
anxiety, especially if it takes 
longer than the seller expects 
or wants. 

And once o% ers are com-
ing in, the amount of infor-
mation sellers have to pro-
duce can be daunting. The 
time spent negotiating, an-
swering questions and pro-
viding reference material can 
push people to the limit, es-
pecially if they are still active 
in the day-to-day operations 
of the business. 

Once a sale price is ar-
rived at, the seller o& en must 
wait for the buyer to con' rm 
he or she has the ' nancing to 
purchase the business. And 
even a& er the deal is closed, 
the seller then has to intro-
duce the new owner to sta% , 
which can be stressful.

“$ ere is just wave a& er 
wave of thresholds that have 
to be crossed until a seller 
finally gets to the closing 
date,” said Cunningham. 
“But getting there is not easy, 
because there are a lot of little 
things that have to be nailed 
down. And it’s stressful be-
cause all they want to do is 
get the sale behind them.”

The secrecy during the 
selling process can be chal-
lenging. Chris Morrey-
Jones, who recently sold his 

textile screen-printing busi-
ness in Burnaby, had to keep 
the deal a secret, “especially 
from everybody in the in-
dustry and my employees. 
$ e strength of the company 
was the value of the employ-
ees and their expertise, ex-
perience and capabilities, 
and to jeopardize that was 
tricky. I even had to keep it 
from my best friend, because 
he knows people in the busi-
ness.”

But the confidentiality 
was needed in order to en-
sure the business would suc-
ceed a& er he had built it up 
for (! years. 

“I believe in the business. 
It certainly has a life going 
forward and can potentially 
be more successful under a 
new owner.”

$ e key to ensuring a deal 
closes ultimately rests on a 
seller’s motivation to divest 
from the business. Larmer 
said it’s important that sell-
ers are properly quali' ed and 
focused on selling their busi-
ness. 

“A lot of the time, when a 
sale doesn’t work out, it’s be-
cause a broker hasn’t quali-
' ed the seller properly,” said 
Larmer. “We’ve been on the 
other end of a deal where we 
brought buyers with all-cash 
o% ers, and the vendors still 
decided not to sell.”

Cunningham said a sell-
er’s reason to divest from 
a business should be a sol-
id and positive one. It can 
be anything from wanting 
to fully retire, travel more, 
spend much more time with 
family or try a new venture. 
If business owners just want 
to sell because they don’t 
want to deal with the stress 
of the business, a deal can 
easily derail because sellers 
can feel the selling process 

is far more challenging than 
the day-to-day struggles of 
the business. 

He usually asks potential 
sellers to visualize the selling 
process to give them a sense 
of what they’ll go through. 
He goes through everything 
from imagining what it feels 
like to disclose con' dential 
company information to 

Chris Larmer (left) and Brent Cunningham, principals, Sequoia Business Brokers: “every seller that we’ve worked with, without question, has had second thoughts at some point”

“A lot of the time, when 

a sale doesn’t work 

out, it’s because a 

broker hasn’t qualified 

the seller properly”
– Chris Larmer,

principal,
Sequoia Business Brokers

quali' ed buyers and signing 
on the dotted line of the sales 
contract to driving past the 
business they had created for 
so many years. 

“We make sure they can 
feel what it’s like. If they can 
swallow that and get past it, 
then we know they want to 
sell.”

For Morrey-Jones, the 

sale couldn’t have come at 
a better time. He was able 
to fully enjoy the Olympics 
and recently returned from 
a week-long ski trip. 

“It was the right time and 
I feel like the business is in 
good hands. I’m looking for-
ward to more sun, tennis and 
travelling.” 
rchu@biv.com
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COVER STORY

Motivated 
to sell
Being psychologically 
prepared to extracate 
yourself from your business 
is key to a successful sale
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