
After conducting 38 consultation sessions with women business
owners in 21 cities across the country over a six-month period,
Sarmite BulteÕs(Member of Parliament, Parkdale-High Park) work
as Chair of the Prime MinisterÕs Task Force on Women
Entrepreneurs is really just beginning. The Task Force was created
to advance the contribution of women entrepreneurs to the
Canadian economy and will be presenting its findings in a report to
the Prime Minister soon. The MP’s attention will then turn to ensur-
ing that the recommendations – which form the basis of a national
strategy for women entrepreneurs – are implemented. 

“The response to the Task Force has been overwhelmingly positive,”
says Sarmite. “Women entrepreneurs applauded the fact that, for
the first time in Canada, the Task Force provided an important plat-
form to listen to their concerns. One Saskatchewan woman even
drove 10 hours from Clear Lake to Regina in order to appear before
us and share her story.”

One of the biggest takeaways from the whole exercise is how little
research has actually been done in the area of women entrepreneur-
ship. “In fact, women-owned businesses in Canada contribute over
$18 billion to the Canadian economy,” Sarmite emphasizes. “They
are as important as the aerospace sector and need to be taken 

seriously when it comes to
their need to access capital.” 

The expectations of women
business owners from the
Task Force are high. As RBC
Royal Bank® client Rosaleen
Citron , CEO of technology-
based Whitehat Inc. in
Burlington, Ont., puts it,
“This Task Force gives us a
voice – as women business
owners – that we didn’t
have before.”

Sarmite urges women to raise their voice individually and collectively
and to provide the impetus for action and implementation of the
recommendations to ensure that the political will exists to move 
forward. “Let your Members of Parliament and Senators know how
important the report and recommendations are.”

Visit www.liberal.parl.gc.ca/entrepreneur for more information on
the Task Force.

There’s no question that
the Prime MinisterÕs
Task Force on Women
Entrepreneurs is the
most extensive consulta-
tion of women business
owners ever undertaken
in our country. RBC

Financial Group was pleased to be part of
this national undertaking by hosting four
consultations this past spring for our clients
and by presenting a detailed submission,
including our recommendations, to the task
force in Ottawa in June. You can view the
details by visiting
www.liberal.parl.gc.ca/entrepreneur. 

We recognize the unique challenges that
women entrepreneurs face, such as access
to financing, and we continue our efforts to
demystify the application process and to
provide information and business planning
assistance. Our submission emphasized
women’s exploding contribution to the
Canadian economy and urged the govern-
ment – among other things – to harmonize
support for women’s businesses across all
regions, like that offered by WESBC (see
page 2). I applaud all of you across Canada
who took the time to appear before the 
task force or to send in a submission – all 
of which heightens the awareness of the
economic power of women. 

Rosaleen Citron, who attended one session
that we hosted, told us: “It’s good that RBC
Royal Bank is stepping up to the plate to host
forums like this that allow women business
owners to bring forward critical issues. I
would like to see more of these.” We hear
you – and the women entrepreneurs of
Canada – loud and clear, Rosaleen. Let us
know your ideas for other roundtables.

Betty Wood
National Senior Manager, Women’s Markets
RBC Financial Group

Taking Matters to Task 
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(l-r) Jo-Ann Grimwood, Judy Mason, Kate Frank, Sarmite Bulte (Task

Force Chair), Maureen McMurtrie (RBC), Karen Redman (Task Force

Member), and Andrina Lever (Task Force Advisor) at the Independent

Achievers-hosted consultation in Red Deer, Alberta, in May.
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Have you thought about exporting your products or services to international markets
as a growth strategy for your business? If you do your homework, it can be easier 
than you think, and participating in a trade mission is an excellent starting point. Trade 
missions are an ideal way for small business owners in particular to research new mar-
kets and make valuable contacts that can lead to partnerships and deals.

But for many women entrepreneurs, there’s a mystique around trade missions. How do
you find out about them? Is it just the chosen few who get to participate? The answer
is categorically no. There are a number of ways to get into the loop (see page 3).

And what are the benefits? Participants often find that they not only expand their
global contacts, but also find new domestic partners among the other participants
with whom they can do business. Take Diane Williamson , for example, the President
of Digital Wizards Inc. (www.digitalwiz.com) in Cambridge, Ontario. Diane was one of
nine Canadians who visited France and Germany this past February as part of the
Digital Media in Europe trade mission.

“As a direct result, I am partnering on a product development project with one of the
other Canadian women delegates,” says Diane. “As well, a number of delegates 
continue to provide leads for each other as we now know everyone’s businesses and
have established professional relationships. The mission was an excellent introduction
to the French and German markets and I now feel much better informed about doing
business abroad.”

There is no question that the biggest benefit of trade missions is access to valuable
international contacts that are so key to success in the global marketplace. As a result
of participating in the first-ever Virtual Trade Mission (VTM) for Canadian and
Australian businesswomen, networking gurus Donna Messer , President of ConnectUs
International Inc. in Canada (www.connectuscanada.com), and Robyn Henderson ,
President of Networking To Win in Australia (www.networkingtowin.com.au), have
linked up to launch National Networking Day, to be held “down under” in August 2004.

Likewise, VTM participant Nerella Campigotto , President of Boomerang Consulting
Inc. (www.boomerangconsulting.com) in Vancouver, B.C., is now representing an
Australian speaker and trainer in North America as a result of a referral from another
mission participant. 

If you are interested in exploring business opportunities with Australian women entre-
preneurs, there is still time to join the Virtual Trade Mission. Registration is free for RBC
Royal Bank clients. Visit www.dfait-maeci.gc.ca/trade/missions/oltm/AusCan.
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WHAT IT IS: WESBC assists women entrepre-
neurs in establishing and growing successful
businesses. Funded by Western Economic
Diversification Canada, it provides financing up
to $100,000, complimentary business counselling,
training, resource information and referrals.
WESBC serves all of British Columbia through 
its head office in Kelowna and satellite office 
in Vancouver.

UNIQUE STRENGTH: Whether you are searching
out niche markets, exploring export opportunities
or looking to improve cash flow, WESBC can
help. Professional staff – most with first-hand
entrepreneurial experience – provide informed
and objective input and connect women with
business organizations in their own community.
“WESBC understands women entrepreneurs 
and is constantly striving to find innovative and 
effective ways of addressing their business 
challenges,” says Sharon Hughes-Geekie ,
WESBC executive director. 

WHAT YOU GET: 
Financing, complimentary business counselling;
interactive, hands-on training by telephone
(InTouch) to support women in remote commu-
nities; and a virtual trading centre – Business
Beyond the Box (www.bbtb.ca) – that offers
modules in several formats and topics ranging
from marketing to financial management.
Training is accompanied by forums and facilitated
chat rooms.

COST: Membership is free. There is a $75 loan 
application charge.

INFO: 1-800-643-7014, e-mail to
info@wes.bc.ca or visit www.wes.bc.caor
www.bbtb.ca

“WESBC does more than deliver
services…it is the gateway to
women’s entrepreneurial success.”

Association Profile

Diane Williamson (far left), President of Digital Wizards Inc., was among the delegation of Canadian women who
participated in the Digital Media in Europe trade mission in Munich, Germany, earlier this year. They are shown here
with representatives of the Canadian Consulate, Industry Canada and Canadian Heritage.

Trade Mission Success
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Tips for trade mission success
1. Research, research, research. Read up on the market you will be visiting and

utilize the services of The Canadian Trade Commissioner Service 
(www.infoexport.gc.ca)

2. Contact other delegates in advance to determine if you can combine efforts.

3. Leverage your investment. Follow up afterwards - via telephone, e-mail and
repeat visits - with the contacts you made. 

4. Be patient. Remember that a trade mission is just the beginning of a long-term
investment. It can take time to build the relationships that lead to new business,
particularly with other cultures. But the wait is more than worth it!

For more on trade missions, visit 
www.rbcroyalbank.com/sme/women/exporting.html and 
www.infoexport.gc.ca/businesswomen 

Originally slated for September 2003, the Women Trading Globally Trade Mission
and Forum has been rescheduled to the spring of 2004. Presented by RBC Financial
Group and the Global Banking Alliance for Women (GBA), the mission will be held in
Vancouver from March 31-April 2, 2004. (Additional business matching for interested
participants will take place in Toronto April 5 & 6.)

The mission is designed for women entrepreneurs from all sectors who operate and
own small to large-sized enterprises. Events will connect like-minded women from
Canada, the U.S., Australia, New Zealand and Ireland who are export-ready and inter-

ested in expanding their businesses in these countries. Activities include business matching, sector specific visitations, one-on-one meetings
and top-quality speakers. 

Early Bird Discounts are available as well as special pricing for RBC Royal Bank clients and customers of the other member banks in the GBA.
Register today by calling 1-800-672-0103 or visit www.WomenTradingGlobally.comfor more details.

“I felt very fortunate to participate
in the videoconference with
Australian businesswomen. 
What a powerful tool!”

— Gail Morris, President, GTM Enterprises, Toronto, 
and participant in the Virtual Trade Mission between
Canadian and Australian businesswomen

Connect with Women Globally

How to find out
about trade missions
1. Make yourself known to 

government officials, federally and
provincially, and register your 
interest with Canadian embassies
overseas.

2. Plug into different networks
like the Organization of Women in
International Trade (www.wito.ca),
other businesswomen’s and industry
associations, your local Chamber 
of Commerce and Boards of Trade.

3. Visit the International Trade
Centre in your region 
(www.strategis.gc.ca/itc-cci) to 
find out about Team Canada 
trade missions.

Canadian Virtual Trade

Mission participants at

videoconference hosted

by RBC Royal Bank.



Name: Angela Shu-Hui Tu
604-617-8306 or 604-857-4978
atfortune@shaw.com

Job description: President and Owner, AT Fortune Holdings Inc.

Location: Aldergrove, British Columbia

Quote: “If you want to achieve something, you must have a goal.”

When Angela Shu-Hui Tu left behind her career as a corporate
lawyer and public relations director in Taiwan in 1995, she and her
family chose to settle in Canada because it offered the best quality of
life and the best educational opportunities for her gifted son.
However, starting out as a woman entrepreneur in a new country did
offer its challenges…but Angela was more than ready to tackle them. 

“Experience has taught me that if you want to achieve something,
you must have a goal,” she says. With her background in law and
the hands-on experience of a father who owns one of the top 
50 construction companies in Taiwan, Angela was inspired and
determined to become a property developer. It took perseverance,
patience and a refusal to be defeated by setbacks, but she is now
the successful President and Owner of AT Fortune Holdings Inc.

Upon arriving in Canada, Angela enrolled in classes to upgrade her
English skills and then set about obtaining a realtor’s licence. Then
she began looking for an investment property and found one in a
Husky gas station in Aldergrove, British Columbia. She chose it for
carefully considered reasons: it was under-performing, it had a
strategic location where two main highways interconnected, the
general location was prime for re-development and it was large
enough, at one acre, for future development. Under her vision, the
once small, straightforward gas station was revitalized into a dynamic

business with a full selection of food, beverage and convenience
items. Her restoration included replacing the gas storage tanks,
upgrading the natural gas delivery system and new landscaping.

At the same time, Angela had moved forward to grow her business
by attracting the interest of a Burger King franchisee and redeveloping
her site next to the gas station with a building to lease to Burger
King. But the path to growth is not an easy one, as she soon discov-
ered. Almost everything that could occur to hinder her project did –
from building permit delays to petroleum seepage and underground

storage tanks that had to be removed. Undeterred and committed
to preserving the environment and being a good neighbour, Angela
worked with an environmental consultant to solve the problems. 
Her persistence paid off with the grand opening in June 2002. 

Along the bumpy road to redevelopment, RBC Royal Bank stepped
up to the plate to provide financing and guidance. After considering
proposals from four banks, Angela chose RBC Royal Bank because
“they offered something different: advice, information, a positive
attitude and ‘can do’ problem solving” each step of the way. As
Angela says of her account manager, Monica Bird , “She is very
impressive and efficient…someone who works hard to help her
clients and gets results quickly.”

In fact, Monica - referred by Angela’s lawyer - did more than help
with financing, as Angela points out. “There are many differences in
doing business in Canada and Taiwan. For example, Canada has a
small population and a big land mass, whereas Taiwan is the size of
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Monica 
Bird

Angela 
Shu-Hui Tu

The small business specialists in our vibrant cross-

country network of women’s market champions have a

passion for serving women entrepreneurs in their com-

munities. These account managers provide valuable

information, networking connections and the financial

and banking advice to help clients achieve their goals.

Meet one of these champions and a client who is

growing with this help. (For profiles of more champion

account managers, visit our web site at 

www.rbcroyalbank.com/sme/women/meet_champion.html)

RBC Royal Bank Champions

client | profile

“There are many differences in doing
business in Canada and Taiwan.”



Name: Monica Bird
604-533-6817    monica.bird@rbc.com

Job description: Senior Account Manager

Location: Langley, British Columbia

Quote: “It’s very rewarding to help move a business to the next
level of success.”

Although she has worked in different capacities since starting with
RBC Royal Bank in 1987, Monica BirdÕsroots and passion lie in
business banking. “This is the best job in the world if you like busi-
ness because you can get involved in so many different businesses
and meet so many enthusiastic entrepreneurs,” she explains. “It’s
very rewarding to help move a company to the next level of success
– from local to national to global.”

Monica particularly enjoys being a women’s market champion – a
role she took on in 1999 – but one she has held unofficially since
1990 when she was the only woman in her Vancouver branch.
Women clients felt comfortable approaching her for a loan. “This
role is all about matching women entrepreneurs with the resources
available and helping to create networking opportunities for them.”

Living in a province that is home to a large immigrant population,
Monica is very sensitive to the needs of women from other countries
trying to set up business in Canada. “It’s important to be patient
when there’s a different business culture and a different first 
language and to be prepared to offer advice and assistance in both
business and banking matters to get the relationship started.”

A prime example is the partnership she has forged with client
Angela Tu , whom she has coached on doing business the Canadian
way. “When we first met, we talked quite candidly about the differ-
ences between doing business in Canada and Taiwan,” Monica 
explains. “For instance, the property development process here is
more complicated, so I helped her navigate through the bureaucracy
of permits and regulations.”

“I think of myself as a supplier, an advisor and a virtual partner,”
adds Monica, who has gone from financing Angela’s first challeng-
ing construction project to introducing her to a new real estate
investment opportunity through the local Chamber of Commerce.

What impresses Monica is Angela’s persistence. “How you deal with
the many problems that arise in business is probably more important
than how you solve them,” she notes. “I have tremendous respect
for Angela’s patience and dedication to the end goals…and I 
admire her courage in taking on aggressive projects. She purchased
an under-performing gas station, increased sales and created a 
successful business.”

Based on her active involvement in the women’s networking com-
munity, Monica urges women entrepreneurs to form alliances when
appropriate. “It’s impossible to be a business owner now and wear
all the hats,” she insists. “Successful business management today 
is all about partnering and relationships…and thinking globally.”

Her best advice for women seeking growth funding? “Come with
your passion and come with your plan and we can work on it!” 
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Vancouver Island and has a population as large as Canada’s, making
everything easier to sell there. Monica helped me understand the
different business processes here.” 

Having leased out the day-to-day management of her Husky station to
another operator on a contractual basis, Angela is seeking a second
investment for her company and is negotiating for yet another two to
three-acre site to develop. Her plans include successful completion of
a new housing project in phases over the next three to five years.

What is Angela’s secret to success? “She is a classic case of someone
who dedicates herself to achieving her vision, setting new goals for

herself, and then working extremely hard to achieve them,” 
explains Monica. 

Developing and following through on plans is in fact Angela’s
biggest recommendation to other women business owners. And her
suggestion to women from other countries who want to start a
business here is to “Take time to learn the language, the culture and
the business environment from Canadians. Don’t be rushed.”

champion | profile

“I think of myself as a supplier, an 
advisor and a virtual partner.”
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Cathy Allen, President

Company: Redline Cycles Ltd., Saskatoon, Saskatchewan
306-934-2750  cathy@redline.sk.ca  www.redline.sk.ca 

Description: 10,000 sq ft of premier sales and service space for Harley
Davidson and Buell motorcycles with a fully-stocked, well-displayed
downtown showroom, including all types of branded clothing and
accessories – from clocks to martini sets. Cathy manages the business
overall, while her husband, Nick, manages Bike Sales and Service. 

Background: Cathy and Nick took the money they received as a
wedding gift in 1983 and forfeited their honeymoon in order to lease
a warehouse and buy a business licence and equipment to start a
performance shop for motorcycles. Keeping her day job as an office
manager for a construction company, Cathy juggled the parts 
ordering and bookkeeping for their new business at night, while 
Nick serviced the bikes. In 1988, they became a Harley Davidson
dealer and now have 13 employees. This year they received Harley
Davidson’s Trev Deeley Retailer of the Year Award for superior 
performance as a Canadian dealership. 

Unique Feature: The Allen’s schedule motorcycle rides in the com-
munities where their clients live, often taking along their two girls.
The rides typically end with a barbecue dinner, reinforcing the rela-
tionship with their clients. “You’re able to be there for them, not just
when things go wrong and they need the service department, but
when things are going right and they’re having fun.” 

Keys To Success: Mentored by her father – a successful car dealer -
Cathy treats her customers the way she would like to be
approached: promptly, fairly and with dignity and respect. By 
listening to her customers and constantly updating her knowledge
and training at the Harley Davidson University, she is taken seriously
as a woman in the motorcycle business. 

Growth Tip: “Don’t expand too quickly. Grow as you are able to
afford. And, remember to go with your intuition. Women often get
swayed by others. Believe in yourself, have confidence and don’t 
be intimidated.” 

How RBC Royal Bank Helps: “As our business has grown over the
years, our account managers have been in close touch, recommending
products and services to help - from online banking to merchant
Visa*. A great experience for me has been participating as a mem-
ber of RBC’s Small and Medium Sized Business Advisory Committee,
enabling me to give input into bank services and to meet and brain-
storm with other business owners.”

Sylvie Boileau, President

Company: Dubo Electric Ltd., Montreal, Quebec
514-255-7711  sboileau@dubo.qc.ca  www.dubo.qc.ca 

Description: As a distributor of electrical and automation prod-
ucts to industrial, commercial, institutional and electrical contrac-
tors’ markets, as well as to residential customers, designers and
architects in Canada and internationally, Dubo is a frontrunner 
in this industry. With three branches and a central warehouse 
in Quebec, the company is part of Canada’s first buying and 
marketing group in this field – I.E.D., composed of independent
electrical distributors.

Background: Starting as a receptionist and taking responsibility
for special projects in this family-owned business founded in
1955, Sylvie – along with her sister – purchased it from her
father 15 years ago and became President a decade ago. Today,
her sister serves as Controller for the company. Through involve-
ment in industry associations – including sitting on various boards
– as well as active networking, Sylvie not only established her
credibility as a woman in this male-dominated industry but
earned an excellent reputation among her peers. She has further
distinguished herself by leading an export buying consortium
throughout Quebec. 

Unique Feature: Organized into specialized business units to
serve its various markets, Dubo operates like a group of small
companies and can thus provide superior customer service. With
an advanced computer system linking its branches, it offers
same- or next-day delivery right to its customers’ doors and 
24-hour service. 

Growth Tip: “Keep up with the evolution of your market and 
be open to new ideas and to changing the way you do business
in response.”

How RBC Royal Bank Helps: With Dubo Electric an RBC Royal
Bank client since its inception, Sylvie’s long history with the bank
has proven to be mutually beneficial. “I’ve always had good
account managers, and at the end of the day that’s really what
makes a difference. And two years ago, I was recruited by the
bank to be part of an Advisory Committee for Small Business. 
I was impressed to see they did listen to our recommendations
for improvements and they implemented changes. It proved to
me how much the banking world has changed.” 

RBC Royal Bank Salutes Women
Entrepreneurs Across Canada 
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From east to west and all points in between, women entrepreneurs are

thriving across Canada and, with the help of RBC Royal Bank, are finding

the financing and advice they need to grow their businesses. We are

proud of our clients and introduce you to some of them hereÉ

Sylvie Boileau, Cathy Allen, Joy Neill and Connie Hayward

Joy Neill, President

Company: Jellien Nurseries Ltd., Armstrong, Ontario
807-583-2477  joyneill@hotmail.com 

Description: Jellien Nurseries Ltd. supplies major lumber companies
such as Domtar and Bowater with spring plantings for forest renewal.
Since its inception in 1983, Joy’s company has produced over 35 
million pine and spruce trees for Northwestern Ontario’s forests and
has received kudos for its high-quality seedlings.

Background: While the Ontario government was committed to supply-
ing seedlings to forest companies, by the early 1980s it no longer had
the funds to finance more nurseries, so sent out a call for proposals.
Joy responded with a Letter of Interest and now, 20 years later, operates
14 greenhouses covering close to 20 acres, with 20 full and part-time
employees. She has always been active in the community in which she
works, and these days has taken on an advocacy role for First Nations,
helping to develop business opportunities that will enable others to
become more self-sufficient.

Unique Feature: “We are a central harvesting area for forestry 
companies, providing us with an immediate marketplace. And our
hardy microclimate is ideal for the forest seedlings.”

Keys To Success: “You have to be committed to making your 
business work and flexible enough in the challenging years to adapt.”

Business Tip: “Get involved in your community. I’ve found it a positive
experience, both professionally and personally.” In fact, Joy originally
found out about the forestry greenhouse opportunity through her work
as the President of the local Chamber of Commerce.

How RBC Royal Bank Helps: “A good working relationship with my
account manager is actually one of the keys to my success. My cash
flow is different from 95% of the businesses out there in that I only
receive two cheques annually per client, and in the lean years my
account manager has always been able to put together a financing
plan that works.” 

Connie Hayward, President

Company: Hayward Interiors, St. John’s, Newfoundland
709-726-3452  connie@haywardinteriors.com 
www.haywardinteriors.com 

Description: A 20,000 sq ft showroom displays Hayward
Interiors’ upscale home furnishings along with upholstery,
window coverings, fixtures and accessories. There is also an
on-site custom sewing room and a soon-to-be 3,900 sq ft
warehouse that will ensure case goods are always in stock.

Background: Connie started her business out of necessity 30
years ago. “I was working as an interior decorator out of my
home and finding it difficult to source nice home furnishings
for my clients; so, little by little, I brought items in and it
went from there.” Now she employs eight full-time staff and
was nominated this year for the 2003 Canadian Woman
Entrepreneur of the Year award.

Unique Feature: What makes Hayward Interiors stand out
from other furniture stores is the advice and attention to
detail provided by Connie who is a professional interior
designer. “My husband joined me over 17 years ago to over-
see the finances and administration. That allowed me to do
what I do best.”

Keys to Success: “I built up my client list one person at a
time, while developing a reputation for quality.”

Lesson Learned: “Success is all in your attitude. Perhaps it’s
because my father was an entrepreneur who had three
daughters and no sons, but I don’t believe in a glass ceiling.” 

How RBC Royal Bank Helps: “RBC Royal Bank has been
there for us from the beginning, whether it was my first line
of credit to open the business or obtaining the mortgage on
our house. It’s been a partnership.”



The nature of the business  

Survival Gu
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It’s tough to be superwoman – tougher still if you’re an entrepre-

neur. Filled with visions of flexible hours and a more balanced

lifestyle, many women start businesses of their own. However, while

more than 50% of all self-employed women work from home and

fall between the ages of 35 to 54, half have children, almost 80%

are married, and most have elderly parents. This makes ‘doing it all’

seem a daunting task. Adhering to the following four steps will

help you to establish that dreamed-about work/life balance.

Step 1: Align what you want with what youÕre getting.
Spend some time articulating your goals, both personally and professionally. Why did
you start your business? What do you want to get out of it? Is this a long-term
enterprise for you, or do you want to create a business that can be sold, or acquired
by another company? Carefully decide on some potential exit strategies for yourself,
to make sure the company you’re building is going to get you where you want to 
be – professionally, financially, and personally.

Step 2: Learn how to say ÒNOÓ.
Once you have decided upon the ideal direction for your company, make sure that
everything else you do, personally and professionally, contributes to making that

A Work-Life Survival Guide – by Ruth Bastedo

WeÕve all heard those stories about successful women business 

owners who had to get their husbands to co-sign for bank 

financing. Perhaps you even experienced this situation in the 

past. But what about today? Perceptions still exist that women 

entrepreneurs are not taken seriously by bankers, even though

recent research proves otherwise. **

To clear up the myths, we talked to RBC Royal Bank’s Rod Hunt , National 
Manager for Small Business.

Myth: Women entrepreneurs are approved for credit less often than men.

Fact: A Statistics Canada survey on financing of small and medium businesses in
2000 found that female entrepreneurs were in fact approved at a slightly higher 
rate than their male counterparts - 82% to 80% (see http://strategis.ic.gc.ca/epic
/internet/insbrp-rppe.nsf/vwGeneratedInterE/rd00649e.html). For example, the largest
small business lender in Canada, RBC Royal Bank, approves more women than men
for start-up loans. However, statistics also show that women are less likely to borrow
in the first place, relying more on personal savings. Women-led businesses tend to
have a more conservative capital structure with less debt than men. In general, the
characteristics of the business, size, tenure in business, and industry - rather than
gender - drive the credit decision. 

RBC Royal Bank salutes
Saskia Van Viegen ,
Program Director, English
School of Canada in 
Toronto (416-686-1596,
www.esc-toronto.com), 
winner of the Best New
Youth Business at the 2002
awards gala presented by the

Canadian Youth Business Foundation (CYBF),
of which RBC Royal Bank is a founding spon-
sor. Saskia started the English School of
Canada with business partner, and now hus-
band, Anthony, in June 2000 after receiving
funds from the bank under the Young
Entrepreneurs Program developed in concert 
with the federal government. 

“It’s great to see RBC Royal Bank reaching out
– banks can be intimidating when you are just
starting your business, but entrepreneurs
always remember who supported them from
the beginning,” says Saskia. “That first loan
was our gateway into the business; it allowed
us to quit our jobs and start the process of
opening the school, which we did six months
after receiving the funds.” 

Having welcomed more than 4,000 students to
date, the school has blossomed into a
Canadian educational and cultural experience
that brings young people together from 30
countries around the world. In fact, 98% of
the students are international visitors to
Canada. From a business perspective, its
founders have also achieved a 23% profit 
margin within the first two years of business. 

What’s next? “I’d like to capitalize on the rela-
tionships that we’ve created with our students
and see one of our schools in every major city
across Canada,” Saskia says with enthusiasm.

For information on the Canadian Youth
Business Foundation, call (416) 408-2923 
or visit www.cybf.ca and for the Young
Entrepreneurs Program, visit 
www.ontario-canada.comor speak to a 
representative at RBC Royal Bank.

Special Salute
Best New Youth
Business Winner

Demystifying Those Credit Myths 



vision a reality. Say no to everything else. Is your goal to take advan-
tage of the $500,000 tax exemption for the sale of shares in a 
private business? If so, consult a good lawyer ahead of time to 
figure out how to structure the company for acquisition. Want to
stay small, but work with a select up-market clientele? Say “no” 
to those who don’t fit the profile. Need to spend evenings and
weekends with your toddlers? Block that time off, and force yourself
to build a business that fits into the constraints of your lifestyle.

Step 3: Streamline your business life Ð make time for
your personal life.
Many entrepreneurs are control freaks. This is good – up to a point –
but getting good, talented support to fill in your weak spots is part 
of what makes a business prosper, and allows you to take time off.
This means taking a serious look at your business plans and your
lifestyle expectations and design your business accordingly. Seek out 
a business advisor or coach if you need guidance here.

Step 4: Get support when you need it!
Women entrepreneurs need support on both the home and business
fronts in order to have a semblance of work-life balance. As your
company grows and income frees up, invest in household help so
you can devote more time to your personal and family life. Consider

hiring a professional coach who can help you perform at your best.
And find a good networking group of your peers by joining quality
business associations or groups. Be aware of the financial implica-
tions of all your actions and have a plan in place to reach your goals.
Find a financial advisor you like and trust, who can help you achieve
your life goals.

Starting and growing a business can be one of the most empowering
initiatives a woman will pursue. The key to integrating this with a
balanced life is to be brutally honest with yourself about what you
want and need from the business in order to have the life you want. 

Ruth Bastedo is a Toronto-based Investment Advisor
at RBC Dominion Securities Inc., an RBC Women’s
Market Champion and previously an entrepreneur
who sold her very successful business. She can be
contacted at 416-842-7038 or
ruth.bastedo@rbc.com. 

For information on women’s business networks in your area, please
visit: 
www.rbcroyalbank.com/sme/women/women_entrepreneurs_gral.html

 and the company’s assets – rather than gender...

uide
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Myth: Banks ask for more personal
guarantees and security from women
entrepreneurs than from men.

Fact: The nature of the business and the
company’s assets – rather than gender – will
determine what assets need to be pledged
and whether personal guarantees are
required. For most start up and smaller busi-
nesses, a personal guarantee will be required
to provide the lender with some security and
to demonstrate commitment on the part of
the owner towards the success of the busi-
ness. Where personal assets are required to
support loans, a spousal guarantee (whether
from a husband or wife) is often necessary
when joint assets such as a home are held.
Remember that once your business is run-
ning well and the risk has lessened, you can
then approach the bank to discuss changing
the security requirements of your loan. 

Myth: Access to financing Ð especially
start-up capital Ð is the key barrier to
growth for women entrepreneurs. 

Fact: While access to capital is often stated
as a key barrier to growth, last year a study
sponsored by RBC Royal Bank, the Canadian
Federation of Independent Business and the
Canadian Manufacturers & Exporters found
that women ranked this as the third most
important issue. Competition was the num-
ber one issue cited by female respondents,
with staffing and retaining good employees
as the second largest issue (see
www.rbc.com/newsroom/pdf/20021007
CanadaSME.pdf). 

Myth: A business plan is always
required in order to get a line of credit. 

Fact: At RBC Royal Bank, a business plan is
not required to apply for loans below
$100,000. You can apply for our RBC Royal

Bank VISA* CreditLine for small businessTM

(visit www.rbcroyalbank.com/business/
apply.html ) by completing and submitting a
simple one-page application. Although a
business plan is not essential, we do recom-
mend that you develop one, whether you
are a new business or an established firm. It
acts as a roadmap in helping you reach your
goals. The Big Idea is a useful tool that can
be downloaded from our Web site at
www.rbcroyalbank.com/business/toolsto
guide you in preparing a business plan.

**RBC Financial Group responded to financing assump-
tions in its submission to the Prime Minister’s Task Force
on Women Entrepreneurs. Visit
www.liberal.parl.gc.ca/entrepreneur to view 
the presentation

For tips on accessing growth capital, visit
www.rbcroyalbank.com/sme/women/
financing_your_business.html 

Align what you want with what you’re getting.

Streamline your business life – make time for your personal life.

Get support when you need it!
Learn how to say “NO”.



resource
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Time for an Advisory Board?

1. Define what you expect from members. 
Are you looking for a sounding board on strategy setting 
and management issues? Do you want to source new 
business contacts, ideas, and business intelligence? Are you
seeking mentorship?

2. Who should be on your board? 
Look for people who have skill sets and industry expertise
you need. For example, if you are trying to grow your 
business, find individuals who’ve been through a growth
cycle. Those who have knowledge of your firm and its key
operational issues will be a great asset. And ensure diversity
in the members selected so that you benefit from a variety 
of perspectives. 

3. Where do you find good people? 
Create a short list of potential members by tapping into your
personal business network and networking organizations to
which you belong. Let associates, customers, suppliers and
your lawyer, banker and accountant know about your search
and the profile of the people you need. 

4. Recruit. 
Now that you have your short list, determine if everyone has
the industry experience, functional experience, passion and
fit that you’re looking for.

If you think advisory boards are just for the big guys – like banks – think again.
An advisory board can be a powerful growth tool for your business. It can provide
you with valuable input as well as bring some accountability to your decision
making. While an advisory board does not have the legal responsibilities of a
board of directors, it is more structured than an ad hoc group of peers. 

A good advisory board will provide sound advice and will guide your evolution as
a business owner as you transition from day-to-day operational involvement to
leading your management team.

How to set up an advisory board

¥ Set clear expectations. Spell out the tasks the mem-
bers will be expected to perform right up front. This
includes not only expectations for each individual, but the
board as a whole.

¥ You get what you pay for. Based on your criteria for
membership to the advisory board, keep your members
motivated by compensating them adequately for their 
services. And depending on their role on the board, it can
be appropriate to pay different amounts. Methods of com-
pensation can range from reimbursement of expenses to an
annual honorarium to payment of a fee per board meeting.

Remember, large organizations – like RBC Royal Bank, for
example – gain tremendous input from advisory boards of
clients. Maybe it’s time for you to reap benefits too. Start
now to think about setting up your own board!

Extracted from High Performing Advisory Boards – CEO
Perspectives, from the Leading Growth Firm Series, published
by the Ontario Ministry of Enterprise, Opportunity and
Innovation. For copies of this and other reports in the Series,
visit www.ontario-canada.comand click on publications.

Get the most out of your advisory board

If you’re looking for the latest in economic forecasts, visit

www.rbc.com/economics. After receiving your ID and password,

you’ll be able to access a wide range of financial reports and

detailed tables including global and provincial forecasts as well

as industry monitoring services. And, best of all, this service is

available free of charge to clients of RBC Financial Group. 
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In the News

Anne Stone

Bank-hosted Events

“An exhilarating experience”
is how RBC Royal Bank client Barbara Mowat ,
President of Impact Communications Ltd. 
(barbara.mowat@impactcommunicationsltd.com),
described her involvement in the Afghan
WomenÕs Economic Empowerment Initiative ,
sponsored by UNIFEM, and supported by the
Afghanistan Ministry of Commerce, Ministry of
Women’s Affairs and the Government of Italy.
Barbara, an entrepreneur herself who assists
micro-entrepreneurs in entering the global 
marketplace, travelled to Afghanistan in June for
over two weeks. 

Barbara, as the team leader of this initiative, 
utilized her company’s “Uniquely Canada ”
model, which RBC Royal Bank has sponsored for 
many years. It included adjudication of over 
500 products by a North American team of 
merchandise specialists and buyers, followed by
the Afghan Women’s Business Conference and
Exhibition, as well as the launch of the Afghan
Business Women’s Council. 

History in the making
The North American buyers adjudicated a vast
array of products, including glass, ceramics, 
clothing, carpets and jewelry, along with exquisite
embroideries. Approximately $25,000 US worth
of orders were placed from this first initiative that
reviewed Afghan products. Women entrepreneurs
from each of Afghanistan’s 33 provinces partici-
pated in the exhibition, with average sales of over
$600 US per day from the show that was open 
to the public. 

“We shared with BBC, CNN and Voices of
America how enterprising and capable Afghan
women are of helping to bring economic stability
to their country once again – it was indeed ‘history
in the making’ for women who have waited for
25 years,” says Barbara. “There is tremendous
potential for the beautiful products that they
make, and together we need to enable them to
achieve economic sustainability in the private 
sector. Economic security is key to their empower-
ment, and trade is such an integral part of the
economic revival of Afghanistan.”

For a full account of Barbara’s trip to Afghanistan,
visit www.HomeBusinessReport.comor
www.ImpactCommunicationsLtd.com 

Home Office Association Goes National 
Did you know that as many as 240,000 women across Canada are running home-
based businesses, according to the 2001 Census. That’s why Women in a Home
Office – an organization linking women who work out of their homes and live in the
Beaches neighbourhood of Toronto – has taken the big leap from local to national.

“What I’ve learned over time – and as the local chapter has grown from a group of 
25 to a network of over 240 – is that women value the opportunity to network, learn
and share their energy and ideas,” says Anne Stone , who founded the organization
in the fall of 2000. Women across the country now have the opportunity to communi-
cate with each other through a Web site, monthly tele-meetings, E-learning workshops,
and a virtual meeting room. 

Interested in getting involved? Visit www.womeninahomeoffice.comor call 
1-888-384-0785.

Award Winners Honoured 
The 2003 Manitoba Woman Entrepreneur of the Year awards gala, hosted by
Women Business Owners of Manitoba (WBOM), took place on May 29. Each year this
gala dinner honours the finalists and winners from across the province whose ener-
gies and creativity represent the best of the entrepreneurial spirit. RBC Royal Bank
client winners from Winnipeg include: in the Building Business category, Carrie
Forsythe , Ambrosia Healing Centre, and in the Contribution to Community category,
Jan Lowe , Lowe Refrigeration & Air Conditioning Ltd. Congratulations!

Trade Without Travel: Gail Morris (l), President of
GTM Enterprises, and Jana Hall of Goodmans LLP
interacted virtually with Australian women entrepre-
neurs during a spring videoconference hosted by 
RBC Royal Bank. The videoconference is part of the
first-ever Virtual Trade Mission (VTM) for Canadian
and Australian businesswomen, launched in February, 
to encourage women to do business overseas by
reducing the amount of required travel 
(www.dfait-maeci.gc.ca/trade/missions/oltm/auscan).
The VTM will culminate in the spring of 2004 with 
the Women Trading Globally trade mission to Canada
by Australian businesswomen (see page 3). 

Celebrating Success: (l to r) Author Joanne
Thomas Yaccato, Kevin Olfert, National Manager,
Access Toyota, Toyota Canada Inc., Sean
McSweeney, Assistant Manager, Mountain
Equipment Co-op’s Toronto store, and Betty Wood,
RBC Financial Group, at a June celebration hosted
by RBC Royal Bank to honour the launch of
Joanne’s latest book, The 80% Minority: Reaching
the Real World of Women Consumers (see page
12). Over 100 women entrepreneurs and bankers
gathered for the event. 
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