
The key to success in getting financing to grow your company is the
ability to pitch your business persuasively to investors and to ask
for the money specifically. These were takeaways from a spring
seminar on The Right Way to Raise Funds and Grow Your Business
– for Women Entrepreneurs, presented by the Toronto Venture
Group (www.tvg.org) in partnership with International Trade
Canada (www.itcan-cican.gc.ca). 

“Your number one job is to market your company – sell, don’t tell,”
was the advice from Robin Sundstrom, President of Ciris Investor
Relations (www.cirisint.com). “Women are often leery about 
selling. Good selling isn’t pushy. It’s simply convincing people to
take action.”

Since most women tend to self-finance their business start-up and
growth and often struggle to raise funds, the seminar presented tips
from financial experts on how to sell yourself to banks, venture 
capitalists and angel investors. Regardless of where you are on 
the growth spectrum and whether you are seeking debt or equity
financing, there’s no question one of the key, basic ingredients you
need is a good, solid business plan. 

Bankers expect a business plan with projections, including an
income statement, balance sheet and cash flow on a monthly or
quarterly basis, said Suzanne Mar, Senior Account Manager with
RBC Royal Bank® Technology Banking Group. “They also look for a
well-rounded, professional management team, a proprietary 

product or technology, your own ‘skin in the game’ in terms of equi-
ty investment and a board of directors or advisors.”

Banks are debt - not equity – lenders, she explained, and can pro-
vide working capital and other financing once you are in a position
to roll with the ups and downs of business growth. In addition to
love money (from family and friends), personal savings or credit,
equity financing can come from angels and venture capitalists. 

“Angel investors come
into play between love
money (under $100,000)
and venture capital ($5
million+),” noted
Frances Fast of the Toronto Venture Group. In addition to money,
angels bring knowledge to the table to help your company grow.

Don’t expect to tap into venture capital if you have a lifestyle 
business, advised Dr. Ilse Treurnicht, President & CEO of Primaxis
Techonolgy Ventures Inc. (www.primaxis.com). However, if yours is
a scalable, growing global business, VC is a good route. You can
impress VCs with a compelling business plan, strong executive
summary and a sizzling elevator pitch, demonstrating the high
potential of your business.

For more tips on how to raise capital, visit 
www.rbcroyalbank.com/sme/women/ missed_the_event.

Recently appointed to
oversee RBC Royal Bank's
women's market activities,
I am excited about taking
on the challenge of this
North American responsi-
bility. As a Métis woman
with 14 years in business

banking, my passion is working with
Aboriginal people and with women. This 
role provides a great opportunity to leverage
learnings from one segment to another and 
to apply them to the African American market
in the Southeast U.S., which also falls under
my umbrella. 

Among my priorities will be building on RBC
Royal Bank’s commitment to women entrepre-
neurs by continuing to provide information, 

create networks, develop relationships and 
share financial advice in order to facilitate the
growth of successful businesses.

As my predecessor, Betty Wood, moves on to a
new role, I want to acknowledge her for the
strong foundation she created and to wish her
success in her new position. I respect the good-
will she has generated with so many women
entrepreneurs nationally and internationally
and I intend to build on this. 

I’ve already had the opportunity to meet a
number of our women entrepreneur clients.
What impresses me is the energy and vitality
that you, as women business owners, exude.
In the days ahead, I look forward to meeting
with even more of you and to sharing the 
evolution of our strategy. 

Carla Woodward,
Director, Women’s Markets
RBC Financial Group 
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The business specialists in RBC Royal Bank’s vibrant cross-Canada network of women’s mar-
ket champions have a passion for serving women entrepreneurs in their communities. These
account managers provide valuable information, networking connections and the financial and
banking advice to help clients succeed. In this feature, we introduce you to one of these
champions and a client who is thriving and growing. To find the champion in your area, visit
www.rbcroyalbank.com/sme/women/meet_champion.html.

Corey Lee Hill
Owner, Choosing to Live Healthy
Location: Ohsweken, Ontario    519-445-0707 
coreylee16@hotmail.com

If Corey Lee Hill has her way, the health spa she
started on the First Nations reserve near Brantford,
Ontario, in her early 20’s will soon offer a full range of
therapeutic services. Already a personal trainer,
esthetician, aqua trainer and aromatherapist, this
young, resourceful entrepreneur – who started her
career as a welding technician in a gas company at
age 22 – hopes to complete studies in a sports injury
therapy program soon. “That way I can move into a
clinical focus and help clients with arthritis, diabetes
or sports injuries.” 

Her fitness centre and spa, which she started from
humble beginnings in rented space in 1997, now
operates in her own facility. It was built in 1999 and
features a gym, therapy pool, juice bar, hair salon
and esthetic services. Corey is proud of the 5,200
square-foot building she designed and helped build
with her carpenter father. “Trying to run my business
and build at the same time wasn’t easy,” she recalls.
“My clients would see me in cover-alls one minute,
then doing a massage the next.”

Raised in a family of entrepreneurs, Corey admits “I
always wanted to open my own business” and has
managed to tackle the many obstacles in her path to
growth. Starting the reserve’s first health spa was a
gutsy move. Back in 1997, most people had not even
heard of aromatherapy and reflexology, so she ran
educational workshops to raise awareness. 

A client of RBC Royal Bank “since I was 18 and got my
first car loan”, Corey sourced start-up funding from
the bank, as well as the Two Rivers Community
Development Centre on the reserve. She also received
a loan from RBC two years ago when she added the

therapy pool. Accessing capital has never been easy
for her. That’s why Corey appreciates the support she
gets from her account manager, Alison Stevens.
“When I first met her, she really inspired me,” recalls
Corey. “I respect that she took the time to visit me and
that she continues to give me advice and support.”

Corey’s greatest personal support comes from her
family, particularly her sister who owns a coffee shop
and helps advise small businesses as part of the
Community Futures program on the reserve. And
Corey, herself, is a mentor to her younger sister, who
started the juice bar in the spa as a summer student
and who is being encouraged to take over the
accounting when she graduates.

ACTIVE IN COMMUNITY

Corey’s community work is as active as her business
life – volunteering for the women’s shelter, Heart and
Health Committee, youth workshops and women’s
networking events. Her biggest source of pride,
though, is clearly the pioneering Women’s Box Lacrosse
League and team she started, that has gone on to win a
championship. “It’s a lot of work – like running a sepa-
rate business – but it’s a hobby for me because I love
fitness and I like helping women change their lifestyle
by getting into fitness that is fun.”

This desire to help others is really her driving force.
“My biggest reward is seeing the results after I edu-
cate people – whether they are overweight, ill or going
through a difficult time.” She continually upgrades
her own knowledge and skills in order to serve her
customers better. “In this business, you always have
to be on your toes, looking for new things,” she
emphasizes. “My customers are my bosses.” 

Growing a business is not easy, Corey maintains. “It’s
a real commitment, but the more you put into it, the
more it will pay off.” The pace, however, has left her
little personal time. “I’ve given so much to my busi-
ness and now I would like a family,” she says. In the
meantime, she tackles stress by working out regularly.
“If I’m not healthy, how can I promote healthiness?”

RBC Royal Bank Champions

“My biggest reward is seeing
the results of helping people.”>
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Take Control of
Clutter 
Is your desk littered with paper,
your monitor a sticky note grave-
yard? Reality check – your space
needs an overhaul. Fortunately, help
is just a click away. According to Lisa

O’Connell of Positive Place Design
(www.positiveplacedesign.com),
even the worst clutter bug can bring
functional control and harmony to
their work or living space.

Lisa recommends patience and a
positive attitude to improve the
functionality and energy level of
your work environment and your
life. Before attempting any radical
makeover, do some evaluation and
set goals. First, analyze the state of
the space you inhabit and why it is
not working for you. Do you have
too much stuff, or not enough space
or storage? Also consider your per-
sonal feelings and what negative
emotions the space restrictions
engender. Write down first what you
want to achieve, including what you
want to get rid of, change or
improve.

For Lisa’s seven step process on
how to take control of your environ-
ment, visit www.rbcroyalbank.com/
sme/women/biz_strategies.html

Work-Life

Alison Stevens
Senior Account Manager - Business Markets 
Location: Brantford, Ontario    519-758-2541
alison.stevens@rbc.com    www.rbcroyalbank.com/sme/women

An urban planner by vocation, Alison Stevens began her career with RBC Royal
Bank as a part-time teller back in 1988. She worked her way through audit, cash
management and sales and now specializes in commercial real estate. “I love busi-
ness development!” she says, and particularly enjoys working with women entre-
preneurs. “I live vicariously through them and I think they know that,” she reveals.
That connection gets translated into solid support for clients like Corey Lee Hill,
whom she met two years ago.

“When I first visited Corey’s business, I thought ‘Wow! What an amazing lady at
such a young age.’ She impressed me as a real go-getter – very smart, resourceful
and determined. For example, she watched and waited for someone to go out of
business, carefully sourced and then purchased second-hand equipment.”

At the time they met, Corey was struggling to finance an expansion. Alison thor-
oughly reviewed her financials with her and advised her on how to best prepare
them to access capital. She also explained RBC’s support to women entrepreneurs,
introducing Corey to resources like the bank’s Web sites for women business own-
ers (www.rbcroyalbank.com/sme/women) and Aboriginal Banking (www.rbcroyal-

bank.com/aboriginal). “I think these resources are excellent, particularly because
women often lack a network around them,” says Alison. “All of us in business need
that support.”

And that is why Alison looks for opportunities to refer business to her clients. She
also encourages Corey, whom she views as a healthy role model to other Aboriginal
women, to get out and speak in the community. “What is unique about Corey’s spa
is its simplicity – without the fluff that often surrounds women’s spas,” explains
Alison. “Getting the clientele in and helping them is what is most important to her,
reflecting the holistic nature of her business.”

Despite the many obstacles Corey has faced as a young Aboriginal woman growing
a business, Alison is convinced she will always surmount them through her
resourcefulness. “She’ll get to where she wants to be, despite the obstacles in her
path, and she will continue to offer a great service to her community.”

More for the 
Organizationally Challenged

• Professional Organizers in Canada

www.organizersincanada.com

Find the right professional help for
any organizational need. This not-for-
profit association has 200 members
across Canada.

• The Paper Tiger 

www.thepapertiger.com 

If managing paper is a real struggle,
The Paper Tiger filing system soft-
ware can help you get – and stay –
organized.

champion | profile

“I live vicariously through
women entrepreneurs.”
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Cara Brown, Principal   Brown Economic Consulting, Calgary, Alberta
tel: 403-571-0118    cara.brown@browneconomic.com    www.browneconomic.com

Cara Brown has always been her own boss…and she wouldn’t
have it any other way. “I like to call the shots and make deci-
sions,” says this no-nonsense owner of a forensic economic 
company that focuses on labour market trends and statistics.
The firm completes economic assessments for lawyers and
insurance companies to determine such things as the value of
loss of income and then provides testimony in court. Included
among the high-profile cases she has worked on is the Milgaard
family $10 million settlement.

A client of RBC Royal Bank since 1995, Cara credits the bank for
giving her a loan early on to purchase equipment. Not only 
has she grown the firm from zero to 10 employees, but she has
also established branch offices in Kelowna, Halifax and New
Brunswick, written a book on economic assessments and devel-
oped software. She is a prolific writer and speaker, and has testi-
fied as an expert witness in court more than 100 times. “There
are probably only three or four expert witnesses in the country
who have as much trial experience,” she says. 

HR A CHALLENGE
It’s no wonder that this producer extraordinaire finds managing
people the biggest challenge of growing a business. “As a small
business owner, it’s difficult finding that balance between doing
the work and managing your company. There’s a constant ten-
sion in setting boundaries around what’s best for you versus
what employees expect, which may not always be realistic for a
small business,” she notes. Some of the strategies Cara has used
to tackle HR challenges include working on her own personal
growth, getting advice from a professional business coach, and
holding employee retreats.

SOLID TRACK RECORD
Although being taken seriously as an expert witness in court was
difficult for Cara when she first started testifying as a young
woman in her 20’s, she now has a reputation as one of the tops
in this niche. Along the way, she has learned some valuable les-
sons. Her advice to other women starting out? “If going for the
sun and moon is realistic, embrace it!” 

A WORLD CHAMPION
A highly competitive Ringette player since she was eight years
old, Cara has been both a national and international champion
multiple times, was nominated to Ringette Canada’s Hall of
Fame, and named in the 2000 edition of Who’s Who in Canadian
Sport. She has a loving and supportive partner of 12 years. “In
not desiring to have children, it’s been easier for me than for
women with kids who do sacrifice some accomplishments to
give time to their families.” 

RBC Royal Bank Salutes Women
Entrepreneurs Across Canada
With the help of RBC Royal Bank, women entrepreneurs from across Canada are
growing their businesses in leaps and bounds. Meet three of them…

Heidi Reimer-Epp, General Manager    Botanical PaperWorks Inc., Winnipeg, Manitoba
tel: 204-956-7393    heidire@botanicalpaperworks.com    www.botanicalpaperworks.com

Reviving the ancient art of hand papermaking, Winnipeg-based
Botanical PaperWorks Inc. designs and manufactures enchanting
stationery from recycled fibres, flower petals, herbs, spices and
more, exporting 90% to the U.S. market. Heidi Reimer-Epp is
one of four co-owners, including her mother, father and 
husband. Their key to success as a family-run business? “Each
person has their own distinct role,” explains Heidi, “and we try
not to talk shop at family gatherings!” 

A 32-year-old mother of two, Heidi credits her own mother,
Mary, for teaching her great things, especially about working
with other people. “I learned that it pays off to provide flexibility
and training.” And when it comes to trying to balance work and
raise a family, “Good employees make such a difference in help-
ing you manage easily from a distance.”

NICHE EXPERTS 
Heidi and Mary have even written three papermaking and
bookbinding books, which are sold in Canada, the U.K. and 
Australia through their U.K. publisher. “Writing books is good 
for establishing your credibility in the marketplace.” They also
help fuel international sales. 

ACCESSING SUPPORT
Financing support from RBC Royal Bank – coupled with share-
holder investments – provided the start-up capital for
Botanical. The bank also helped finance the company’s foray
into the U.S. market in 2000. And Heidi is still grateful to her
account manager at that time who introduced her to the
Women’s Enterprise Centre (WEC - www.wecm.ca) to source
additional funds. 

Heidi says WEC has been a great source of support, providing
advice and helping with the due diligence when Botanical
looked into acquiring another company. She also participated
in one of its weekend business camps. “It was exhilarating to be
with other entrepreneurs and I brought back many great ideas
to incorporate in my business.” 

To avoid entrepreneurial isolation, Heidi turns to a casual 
network of business owner friends. “They’ve helped me figure
out how to run a manufacturing business tightly,” she says. “In
a handcraft industry, we must really watch our cost of manufac-
turing to ensure we make money.” It’s that constant financial
analysis and vigilant attention to key indicators, she empha-
sizes, that have been so instrumental in Botanical’s successful
and profitable growth. 

There’s More to Her than Numbers It’s All in the Paper for this Family

F O R  M O R E  D E TA I L E D  P R O F I L E S  O F  T H E S E  A M A Z I N G  W O M E N ,     

“If going for the sun and moon is
realistic, embrace it.”>

“There’s something great about
working with family.”>



Cara Brown Heidi Reimer-Epp Luce Mathieu

Luce Mathieu, Farm Producer and Operator    Ferme Luce Mathieu, Sainte-Hélène-de-Bagot, Quebec
tel.: 450-791-2947

The sixth of 11 children of a farmer from La Présentation, near Saint-Hyacinthe, Luce
Mathieu has always cultivated her independence. Fifteen years ago, the energetic
woman purchased a 41-hectare calf-breeding and corn farm in Sainte-Hélène-de-
Bagot (80 km from Montreal) from one of her brothers. Not content with only raising
hogs – as is the case with 40% of local breeders – Luce, who operates the farm herself,
is constantly expanding.

Many men, not to mention women, would think twice about choosing a life filled with
hard work and long days – from 5.30 a.m. to 6.30 p.m., 365 days a year. What’s more,
Luce went into business alone, without a diploma or any training. “When it comes to
calves, schooling doesn’t bring you any more success,” she says. “I learned from work-
ing with my brother. The rest comes from experience.”

AN ACTIVE PARTNERSHIP
There is only one other female farm owner-operator in the area. “At first, it was hard to
get people to respect my decisions, but things have changed as more women have
gone into farming.” Financing for purchasing the farm (and for the ensuing projects)
was obtained from RBC, supported by the office of Crédit Agricole (la Financière
Agricole du Québec). RBC has also gradually increased her credit lines over the years.
“My account manager has become more confident in what I can do.”

A VERY AMBITIOUS PROJECT
Despite difficult conditions, Luce has grown her herd significantly, and three years ago
she began cultivating her land, which she previously leased out. Her corn and soybean
output has risen, as has her production of veal calves. Soon, Luce will raise 400 calves
with a new automated milk feeding system. Being the first in Quebec to use such a
system doesn't faze her, nor does making such a huge investment. Once finished with
her expansion projects, her goal is to increase the number of calves to 1,100 per year. 

A WORD OF ADVICE
“The most important thing is to love what you do. The rest is management,” says Luce.
“When I get up in the morning, I look forward to tending to my calves.”

Cultivating a Passion Day after Day

Hone Your
Interview Skills

V I S I T W W W. R B C R O Y A L B A N K . C O M / S M E / W O M E N / P R O F I L E S

“The most important thing is to love
what you do. The rest is management.”>

One of the best skills you can learn
in life is good, effective interview-
ing skills. “Whether your business
is small or large, these skills are
important – even when dealing
with a new business associate,
partner or supplier,” says Dianne
Ramster, Hunt Personnel
(www.hunt.ca). She offers these
strategies to help you select the
best candidate.

Prepare ahead:

• Write out the job description –
identify the skills, experience and
education required for the job
and eliminate the resumes that
don’t match.

• Perfect your listening skills
(instead of thinking about the
next question you want to ask).

The interview:

• Consider doing a phone inter-
view first. This allows you to be
more focused on questions.

• Use the 10/90 rule in the infor-
mation gathering stage of the
interview. Ask open-ended ques-
tions and stop talking. If you are
speaking more than 10% of the
time, you will not do an effective
interview.

• Rate the candidate immediately
after the interview against the job
description and ideal candidate
profile on a scale of 1-10.

After the interview:

• Do reference checks specific to
what you need for the job and
qualify the reference giver in
terms of their experience and
management level.

• To find out about weaknesses,
always ask, “Would you hire this
person again?”

Visit www.rbcroyalbank.com/
sme/women/biz_strategies.html
for more from Dianne on sharpen-
ing your interviewing skills.
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Financing Your Growth
What a Bank Can Do for You
When you need a large infusion of capital to start or expand your business, your banker may be the first
person you approach. However, banks are debt lenders and often debt lending is not what is needed in the
early stages of growth. That’s when you need to seek equity financing from sources like family, angel
investors and venture capitalists.

“Once you have demonstrated the ability to generate enough cash flow to
withstand the ups and downs of running a business, there are a number of
ways your bank can help finance profitable growth,” explains Suzanne Mar,
Senior Account Manager, RBC Royal Bank Technology Banking Group. Banks
can provide debt financing, such as working capital, small business loans and
leasing (see page 7). Be sure to talk to your account manager about other
options, beyond traditional financing, such as foreign exchange and cash
management and ask for referrals to qualified professionals, such as VCs,
lawyers and accountants.

Growing Your Business in a Male-Dominated Industry
It’s not always easy for women to break into areas that have been traditional male domains. Here are
three dynamic women entrepreneurs who have not only done it successfully, but are frontrunners
in their respective industries.

ENTERTAINMENT

Betty Thomas, Board Chair &
President, Thomas FX Group,
Vancouver
(www.thomasfx.com) 

Early in her career, Betty faced
discrimination as a woman

stunt performer and was resented for taking work
away from men. Her response? She took intensive
stunt driver training and became better than
many men who lacked formal training. 

Her advice: “Don’t let discrimination get you
down. Use it as a stimulus to become even 
better at what you do. After all, discrimination 
is not about you, it is about the person who 
discriminates.” 

METAL

Irene Ramsperger, President,
Havelock Metal Products Inc.,
Havelock 
(www.havelockmetal.com) 

Supplying metal products to
the traditionally-male con-

struction and home renovation industries, Irene
successfully competes with larger, well-estab-
lished firms. A key for her was negotiating excel-

lent purchasing terms with her suppliers, and
passing along any discounts to her customers. 

Her advice: “Don’t be intimidated and don’t be
put off or get discouraged when you come up
against a business that is dominated by men. If
you work hard and take the words ‘I can’t’ out of
your vocabulary, anything is possible.”

ELECTRICAL

Sylvie Boileau, President,
Dubo Electric Ltd, Montreal
(www.dubo.qc.ca) 

Starting as a receptionist in
this family-owned distributor
of electrical and automation

products and eventually purchasing it from her
father, Sylvie not only established her credibility
as a woman in this male-dominated industry
but earned an excellent reputation among her
peers by leading an export buying consortium
throughout Quebec. 

Her advice: “Get involved in your industry 
associations, sit on various Boards and 
network actively.”

What is Successful
Growth? 

There tends to be a huge gap
between perceptions and
realities of success, and the
notion exists that success =
“hypergrowth”, which can
create unrealistic expecta-
tions, says Rossana
Magnotta, Co-founder and
President, Magnotta Winery
Corp (www.magnotta.com).
“In reality, growth often hap-
pens with a series of small
steps – look at breaking into
new markets first by city,
then expand by province and
internationally,” she advises.

Rossana recommends a new
definition of success and
growth that takes the unique
aspects of women entrepre-
neurs into account:

• A recognition of family
responsibilities that are so
important to most women.

• A patient approach to
growth. (“It seems almost
sacrilegious to condone
slow business growth, but
most women entrepreneurs
are patient.”)

“We need to celebrate slow
and steady growth and little
wins. If slower growth also
means you can spend more
time with family, and that is
success to you – then let the
statisticians wring their
hands.”

For more on Rossana’s view-
point, visit www.rbcroyal-

bank.com/sme/women/

build_ur_success_jun04.html. 

Growth Capital for Women

BDC Venture Fund for 
Women Entrepreneurs.
The Business Development Bank 
has a $25 million fund for prof-
itable, established, fast-growing
women-owned firms looking to
expand. For information, visit
www.bdc.ca or e-mail Susan
McIntosh at susan.mcintosh@bdc.ca
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In the News

Kudos go to Maxine Westaway, the first recipient of
the inaugural JoAnna Townsend Award, honouring an
outstanding woman in Ontario who, through her
business and personal networks, fosters opportuni-
ties that actively support women entrepreneurs to
achieve success in international business. Finalists
included Andrina Lever and Diane Girard. The award
was launched by the Organization of Women in
International Trade-Toronto (www.owit-toronto.ca) in
memory of JoAnna Townsend, a champion of women

exporters, and is sponsored by RBC Financial Group.

For the first time, the annual conference of the Women Presidents’ Organization

(www.womenpresidentsorg.com) will take place in Canada (Toronto) April 7-9, 2005.
The WPO, an international not-for-profit membership organization with over 36
chapters in the U.S. and Canada, brings together women who have guided their
businesses to at least $2 million in gross annual sales (or $1 million for service-
based companies). In Canada, there is a chapter in Montreal, two in Toronto (recruit-
ing for a third) and soon to be moving west. For information, contact Angela Balan

at abalan@karioss.com.

Consider
Equipment Leasing*

Leasing can be an effective way to manage
growth and plan for the replacement of existing
equipment, while at the same time, preserving
capital. Leasing can also free up cash to help
you take advantage of growth opportunities,
rather than tying up money in purchasing equip-
ment that depreciates quickly. In addition, there
may be possible tax advantages. Depending on
your company’s tax situation, lease payments can
be tax deductible. The after-tax cost of leasing
equipment may be more beneficial to you than
other financing alternatives.

Is leasing right for your business? Here are some
questions to consider:

• What is the expected useful life of the asset?
• Do you routinely replace equipment?
• Is new equipment key to increasing your

capacity?
• Can you make better use of working capital

and realize tax advantages by leasing rather
than buying equipment?

Your account manager can help you determine if
leasing is your best path to growth and will out-
line the various options. You may choose a con-
ventional lease, or it may be that multiple leases
or a lease line of credit is the best fit. You may
also opt for variable rates for savings over the
long term or fixed rates to hedge rate risk and
make planning easier. RBC Royal Bank account
managers have access to leasing specialists who
can help structure a lease to suit your situation.

Australian networking guru Robyn Henderson

[right] (www.networkingtowin.com.au) was
special guest speaker at a spring session
sponsored by RBC Royal Bank. The event
marked the culmination of the Women

Trading Globally Forum & Trade Mission pre-
sented by the bank in collaboration with the
Global Banking Alliance for Women (GBA).
Robyn, who offered tips and strategies for
developing successful strategic alliances, is
shown here with GBA members Simonne
Hogan [left] of Westpac (Australia) and Verna
Gessaman [centre] of RBC Centura (U.S.). 

Nearly 100 women entrepreneurs gathered at a special RBC celebration this summer to bid
farewell to Betty Wood, former Director of Women’s Markets for RBC Financial Group, and to
meet her successor, Carla Woodward. Betty, who served in this position for over six years and
spearheaded many of RBC’s groundbreaking initiatives in the area has moved on to a new role
in sales management. “This position has afforded me the privilege of meeting and working

with so many intelligent, creative and enthusiastic businesswomen
in Canada and even around the world,” she said. “They have
inspired me with their drive, their courage and their passion. 
I take with me to my new role all that women entrepreneurs have
taught me and I will continue to champion women and the causes
that are important to us.” 

Having worked for RBC for 14 years, Carla brings a wealth of experi-
ence from business and commercial banking, human resources and
risk management to this position. “I look forward to meeting our
clients and the many women entrepreneurs who are increasingly
contributing to the strength of our economy,” she says. 

* Approval is subject to RBC Royal Bank's lending criteria in effect
at the time of your application.

[l to r] Yanka Van der Kolk, Liz Tower, Betty Wood
and Marilyn Wetston

Farewells … and Introductions

(l) Carla Woodward with Mary Anderson
(r), Co-President of the Organization of
Women in International Trade – Toronto. 

[l to r] Diane Girard, Maxine
Westaway, Ida Townsend (mother of
JoAnna Townsend), Andrina Lever
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Sonia Lapierre
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sonia.lapierre@rbc.com

Ontario
Andrea Law

416-974-5904

andrea.law@rbc.com

Prairies
Denise Ludwig

403-292-2142

denise.ludwig@rbc.com 

British Columbia
Corinne Schindler 

604-665-0717 

corinne.schindler@rbc.com
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For further information on RBC Royal Bank services and on local initiatives for women entrepreneurs,
please contact the Champion in your area:

You'll find more news, tips and

resources... a single source of 

information for Canadian women

interested in growing their businesses.
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www.rbcroyalbank.com/sme/women

The Definitive Guide to Maximizing Cash Flow. It’s not enough to iden-
tify a market, create a product offering and mobilize the resources to
manufacture, sell and distribute that product at a profit. You must also
be able to produce a flow of cash that pays the bills until your customers
pay you. This guide, ideal for small and medium-sized businesses, offers
practical advice on ways to manage cash flow effectively. It includes
sample charts, case studies and a Workbook with a detailed example on
how to forecast cash flow.

Pick up a free copy of the latest in our series of Definitive Guides at your
local branch or visit www.rbcroyalbank.com/definitiveguide to obtain a
complete set.

Best Practices for Women Entrepreneurs in Canada. A report of successful initiatives
from the public, private, non-profit and academic sectors that have been used to support
the growth of women entrepreneurs, released by the Foundation of Canadian Women
Entrepreneurs, in partnership with the Business Development Bank of Canada. It also 
documents recent changes and trends related to women-owned businesses. For more
information, or to obtain an electronic copy of the report, call Kartini International at 416-
462-1714 or e-mail kartini@sympatico.ca .

Managing for Growth: Enabling Sustainable Success in Canadian SMEs. Relinquishing
some control is one of the most difficult hurdles faced by business owners attempting to
grow their operations. If this sounds like a challenge you encounter, then you may want to
check out this study commissioned by RBC Financial Group, Canadian Manufacturers &
Exporters, and Queen's School of Business. The report brings together the research to date
on the management and growth of small and medium-size enterprises, suggests strategies
for dealing with internal barriers to growth and recommends additional steps that can be
taken by business, government, academia, and the financial community to improve the
chances for success of SMEs in Canada. The full report can be accessed online at
www.rbc.com/newsroom/reports.html.

calendar/events
For an up-to-date listing of events for

women entrepreneurs, check out the

Events page on our Web site at

www.rbcroyalbank.com/sme/women


