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As we celebrate the recipients of this year’s
RBC Canadian Woman Entrepreneur Awards,
I want to emphasize what a delight it has been
for RBC to sponsor these awards that recog-
nize the best across the country. The record
number of nominations received for the 2005
Awards is indeed a testament to the increased
profile and prestige the program has attained. 

Congratulations to the five outstanding women
selected! And, thanks to all of you who took the
time to submit nominations and applications,
the bar is being raised. Remember, it’s not too
soon to think about entering the 2006 Awards.

Stay tuned for details on our web site at
www.rbcroyalbank.com/sme/women.

The focus of this issue of Champions is on 
personal financial planning as well as improving
productivity. Read what successful women
entrepreneurs say about these important topics
within our client profiles. These subjects are also
featured in RBC’s latest Definitive Guides – see
page 8 to find out how to get your free copies. 

In sharing information through Champions,
we continue to strive to both educate and
inspire. Enjoy!

Kristina Depencier
National Manager, Small Business and 

Women’s Markets

RBC Financial Group

Comment

Congratulations to the five winners of the 2005 RBC Canadian Woman Entrepreneur
Awards (CWEA), selected from a record 564 nominations received from across Canada: 

Awards Raise the Bar

Congratulations!

Sherri Stevens,
Stevens Resource Group
Inc., Woodstock, ON - RBC
Momentum Award

Sharon McNamara,
Kiln Art, Chester Basin, NS -
Deloitte Start-Up Award

Andrea Feunekes,
Remsoft, Fredericton, NB -
Intel Innovation Award

Lynda Powless,
Turtle Island News
Publications, Ohsweken,
ON - Bell Trailblazer Award

Wendy McDonald,
BC Bearing Engineers
Limited, Burnaby, BC -
Energy Savings Group of
Companies Lifetime
Achievement Award

> Visit www.theawards.ca for more details on the awards
and winners.Watch www.rbcroyalbank.com/sme/women
for the secrets of success of this year’s recipients.

The preeminent awards, presented at a gala ceremony in
Toronto this fall, provide national recognition to Canada's
women entrepreneurs, whose successful businesses play a
pivotal role in the growth of our local, national and global
communities. 

PAGE 3
How to Pick a
Financial Advisor

PAGE 6
Boost Your
Productivity 

PAGE 7
Tips on Getting
Publicity



2 WOMEN ENTREPRENEURS www.rbcroyalbank.com/sme/women

Toby Belman admits that her first attempt at running a
conference back in the early 80s – on art investing for pro-
fessionals – didn’t fly. But this former and fearless litigator
refused to walk away defeated. Instead, being well-versed
in the law and unimpressed by the conferences of the day,
she organized a legal conference in 1985. It was such a
success that her conference-producing business took off
and she gradually wound down her law practice. 

Today, her company, C5 Group – which includes The
Canadian Institute, the American Conference Institute 
in New York and C5(UK) in London – employs over 250
people worldwide. Together they produce over 500 
business conferences on topics ranging from law, energy
and natural resources, to life sciences, telecom, finance,
banking, insurance, international trade, health care,
infrastructure and public policy – held throughout North
America, Europe, Russia and CIS, Africa and Asia. A
China office will open soon.

An Industry Pioneer
A trailblazer in the conference industry, Toby believes the
quality of her company’s offerings is what sets it apart. “If
your product has high quality, you will get your market share
no matter how competitive the landscape,” she insists.

The research and knowledge that allows her company to
produce top-notch conferences also brings Toby her 
greatest satisfaction. “What we do is very mind-expand-
ing,” she explains. “It’s our job to know what’s going on in
every sector at any time in any part of the world. There is
never a time when we are not learning.” 

Toby has learned some lessons, too, over time, about
expanding a business. “If I had it to do over, I would

create a strong management structure, making
the company independent of me much sooner
than I actually did,” she reflects. 

Entering new markets with different business 
cultures can also be a challenge, but one that
Toby relishes. She has travelled extensively to
China to develop her company’s Chinese business. “In
North America, sometimes friendship arises out of a
business relationship. In China, friendship comes first
and out of that relationship, business opportunities
arise,” she explains. “You must be patient if you really
want to build a solid foundation.”

Fearless and Flexible
Driven by a strong belief that she can do anything, Toby
is undaunted by challenges. “She’s extremely flexible and
creative in doing business…and a real survivor,” RBC
Dominion Securities Investment Advisor Alice Bastedo
says of her client of 10 years. “Wherever the business
needs her most, she goes.”

Toby believes it’s important for entrepreneurs to have an
investment advisor. “If you are focusing on your business,
as you should be, it’s better to have a professional handle
your investments,” she advises. When it comes to selecting
an advisor, Toby says trust is key. “It’s really important
that your advisor listen to you,” she stresses. “Alice is a
listener. The first thing she did was get an understanding
of my attitude towards investing and my risk tolerance.
She knows exactly where I’m coming from and I totally
trust her to give the right recommendations to me.” As 
a very busy person who is constantly on the road, Toby
also appreciates proactive communication. “Alice feels
it’s her responsibility to check in with me regularly and
that makes a difference.” 

RBC Champions
In this issue, we introduce you to two RBC Dominion Securities’ Investment Advisors and one

of their woman entrepreneur clients. RBC Dominion Securities is one of many investment

solutions from RBC Financial Group, providing services for individuals and businesses. For a

full range of investment options, visit www.rbcinvestments.com/personal_hp.html .

Toby Belman
President and CEO, C5 Group 
Location: Toronto, ON  t.belman@americanconference.com 
416-927-0718, ext 320 www.canadianinstitute.com

client | profile

“It’s really important for an 
investment advisor to listen to you.”>

ALICE



Alice Bastedo
Investment Advisor, RBC Dominion Securities Inc.
Location: Toronto, ON  alice.bastedo@rbc.com 
416-842-7030   http://dir.rbcinvestments.com/alice.bastedo 

champion | profile

A mother of three grown children, Toby anticipates less business travel
in the days ahead and more time to pursue interests at home. She
tackles work-life stress by running a lot. “But my greatest pleasure is
reading,” insists this life-long learner who credits her son with keeping
her current on the latest works of “some of the most interesting new
authors around the world!” 

At a very early age, Alice Bastedo figured out that money brings 
independence and power. This seasoned Investment Advisor, with 25
years of experience, grew up with investing in her blood. Her father
was in the investment business and Alice watched him carefully. 
“I could see what happened if you took the time to invest properly
rather than focus on short-term trading.” 

Today, Alice takes pride in teaching her many clients how to manage
risk. “I ensure they separate investment money from emergency
money, so they have something to draw on if their company gets into
any financial trouble.”

Alice and her Associate, Angel Tang, enjoy working with women
entrepreneurs and educating them about investing. Their advice?
“Don’t neglect your personal financial planning and investments.
Take charge!” 

For more on Alice and Angel, including their tips on what to expect
from an Investment Advisor, visit
www.rbcroyalbank.com/sme/women/meet_champion.html

TOBY BELMAN

ANGEL TANG

BASTEDO
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Since women live longer than men, planning
your financial future is one of the most 
important things to do for yourself. And if you
don’t have a good financial advisor to assist
you, there are a myriad of choices and a long
list of financial resources available to help 
you make those critical decisions, including
financial planners, investment advisors, 
stockbrokers, commodity brokers, mutual
funds salespeople, insurance agents, and more. 

Be aware that some who call themselves 
financial planners are really just 
commissioned salespeople who want to sell
you financial products. Insist on proper
accreditation. Here are some guidelines to
help you make the choice that’s best for you.

What to Look For
Find someone who:
• Is experienced and trustworthy
• Has a professional designation 
• Is a good fit, sharing your philosophy of

investments and money and understanding
your risk tolerance

• Fully assesses both your current financial 
situation and future goals 

• Explains investment recommendations clearly
• Gives you advice over a broad range of 

financial solutions
• Provides access or referrals to specialized

financial services or products you may need
related to estate, and retirement tax planning

• Is willing to work with other advisors you
have, such as your accountant and lawyer. 

• Clearly explains how he/she is compensated

What should a financial advisor do for you? 
Go to www.rbcroyalbank.com/sme/women/
time_4u.html to find out.

Choosing a
Financial Advisor

Uncertain of where to begin when it comes to 
planning investments? You can start with a discussion
with one of RBC’s Business & Personal Account
Managers. Visit your branch or call 1-800 ROYAL® 2-0
(1-800-769-2520) for details.



From Not-for-Profit to
Profitable 
Donna Warenko, President,
Granite Internet Services Inc
Pinawa, Manitoba  
204-753-2071  info@granite.mb.ca 
www.granite.mb.ca

When Donna Warenko moved to a rural Manitoba area,
she was completing her computer science degree. “I
needed Internet access in order to do my homework, 
but there was none available,” she says. She joined a non-
profit group that provided limited access. Seeing an
opportunity, she and a partner made a pitch to privatize
it and founded Granite, becoming the only private
Internet Service Provider (ISP) for the area. 

Donna bought out her partner in 2002, invested in
upgrades, streamlined operations and expenses, and
turned a profit within nine months. Today, this award-
winning company provides dial-up and high-speed 
wireless service, designs, builds and maintains Local and
Wide Area Networks, and offers web design and hosting. It’s
the only high-speed provider in some areas. “We prevented
the departure of some businesses,” she says proudly.

“It’s been very exciting on my own. First came the fear
factor and then a comfort level set in,” Donna laughs.
While the original motivation for owning a business was
to gain the freedom of managing her own time, “That isn’t
very realistic,” she admits, referring to the long hours. 
Her main goal is to be financially successful. “I believe a 
financially successful company will offer me that freedom.”

Improving productivity while at the same time keeping
customer service high and retaining loyal employees 
are priorities for Donna. She hired a service to handle 
technical support calls evenings and weekends. 

“A financially successful company
offers freedom.” >

Meet Four of Our Thriving Clients 
Moving Forward with the Past
Renee Switzer, President, William Switzer &
Associates Ltd., Vancouver, British Columbia
604-255-5911    rswitzer@uniserve.com
www.williamswitzercollection.com

From the set of TV’s The Apprentice to upscale hotels and
fine homes, Switzer’s reproductions of antique furniture
bring a touch of the old world to the new. Each piece is
hand-crafted, using the finest woods, construction 
methods and finishing treatments.

There is a sense of tradition too in the structure of the
firm. Renee Switzer is president of a truly family-run
enterprise that has grown from humble beginnings to a
global player, with agents in Hong Kong, London and
Athens and showrooms throughout the U.S. and two in
Canada. Established by her father, William, 50 years ago,
the firm also includes her brother, Allan Switzer, Vice
President, as well as her son. “There is an ingrained 
loyalty and love for the company,” she says.

Renee, who focused on classical studies at university,
took an entry level job with Switzer upon graduation to
help her father and became president five years ago. She
learned by watching her father and expresses admiration
for his patience, integrity and honesty. “These are core
values of the company.”

Into the new millennium
The high-end furniture is assembled in Europe and 
finished in its Vancouver plant, using techniques developed
in the 18th century. “It’s not that easy to meld that 
artisan-type workshop atmosphere with modern 
business theory and technology,” Renee explains. “We’re
in two worlds at the same time.” To meet this challenge,
the company is currently overhauling everything from
computer systems to personnel management, with 
strong training in place. 

“Financial management has a lot to do with common
sense,” Renee says. “You need to use that and your gut
instinct in the best possible way.” 

Renee credits RBC Royal Bank with helping Switzer 
attain its expansion goals, especially when opening new

Visit our web site for more on Renee’s experiences
in running a family business steeped in tradition.

“Financial management has a lot to
do with common sense.”>

FOR MORE DETAILED PROFILES OF THESE DYNAMIC WOMEN,       

showrooms in the U.S. “We wanted to grow our sales and
expand and we needed a bank’s support in order to move
forward – RBC was there for us.” 

>



women have difficulty with their relationship to money,
but financial planning is essential,” she emphasizes.
“Since women generally outlive men, we do not want to
be poor as we grow older. And we must have something
in order to give back to society.” That’s why one of the
Network’s core values is prosperity. 

Nicole also encourages women entrepreneurs to be more
aggressive in promoting themselves. “Be sure of your
product or service and go out and blow your horn. As
women, we are often too low-key.”

The Network will soon celebrate its 25th anniversary. In
looking back, Nicole has seen women entrepreneurs evolve
and is proud of the role the Network has played in 
mobilizing them into a powerful force. She has worked
hard to change the mindsets of many women who equate
small with uninfluential and believes women entrepreneurs
are reaching a new level. She points to the confident
younger women her members have mentored. “They will
go further than we ever did. The doors are wide open!” 

Lessons Learned
“The actual knowledge level that you need to grow a 
business like this isn’t the technical aspect, it’s the financial
side,” Donna asserts. “That’s what really will make or
break it.” She also believes that personal and business
finances should be separate, and recommends asking for
advice. “There’s no reason to operate in a vacuum.” She,
herself, has a personal financial advisor and business
advisor, and never hesitates to consult her RBC banker.

What’s next for Granite? Growth plans include providing
high-speed wireless access to all customers. “And then it
will be time for a new plan!”

Muttluks Reaches Muttopia

Marianne Bertrand, President and
Founder, Muttluks Inc. Toronto, Ontario, 
1-888-MUTTLUK (688-8585) 
marianne@muttluks.com
www.muttluks.com 

Marianne Bertrand – winner of the
2002 Canadian Woman Entrepreneur
Award for Innovation – started her
business in her home in 1994, making
a quintessential Canadian product – dog boots to protect
hounds’ paws from harsh elements like ice and snow.
Today, her company – Muttluks Inc. is housed in a 
10,000 square-foot manufacturing plant and exports 70%
of its quality canine paw wear, primarily to the U.S. The 
company’s recently expanded product line includes 
dog coats… and coming soon are toys and books as it
transitions to its new name – Muttopia. 

Making a Difference and
Making Money

Nicole Beaudoin, President & CEO,
Quebec Business Women’s Network 
Montreal, Quebec
514-521-5119, ext. 113
1 800 332-2683
nicolebeaudoin@rfaq.ca   www.rfaq.ca

A woman trailblazer in the railroad and pulp and paper
industries, Nicole Beaudoin remembers being called
crazy for leaving corporate life to buy a privately-owned
network for businesswomen. “I wanted something 
fulfilling that would make a difference.” Tapping into the
growing desire of women to connect, she expanded the
Quebec Business Women’s Network province-wide. It
provides training, support, mentoring and networking 
for 2,500 members throughout 12 regions. 

“My vision was to bring together women with similar
values in order to claim our rightful place and change
things in society,” she says. “If you’re alone in your
corner, you won’t change anything.”

Expertise sought globally
Today this visionary travels the globe to build relationships
for her members and to share her successful formula for
developing effective women’s networks. A Chartered
Accountant by trade, Nicole’s message for other women
entrepreneurs is to seek financial abundance. “Some

“Seek financial abundance.”>

To find out how Donna improves productivity,
visit our web site.

For more on Marianne and her business, visit our
web site.

Visit our web site for more of Nicole’s insights on why financial planning is essential for women entrepreneurs.
And see page 6 for more on taking charge of your personal finances. 

     VISIT www.rbcroyalbank.com/sme/women/profiles
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>Forecast

>Budget
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Take Charge of Your Personal Finances

Financial Management

3 Ways to Boost Your
Company’s Productivity

When you own a business, your business and personal
financial affairs are often intertwined. That’s why it is
important to plan and manage your personal financial
situation just as you do your business. But many 
entrepreneurs neglect their personal financial well-being,
failing to address the many opportunities that independent
business ownership provides. These include:

• Receiving income in many forms
• Funding retirement in alternative and 

complementary ways
• Investing widely
• Managing the tax bite
• Using holding companies and trusts to establish a

financial legacy for family members
• Paying your living expenses when everything is in 

the business

Good business practices can help protect your firm from
waste and loss, simplify day-to-day operations and pave
the way to enhanced productivity. For small or single-
employee companies, establishing these practices means
that you protect your own investment. Losing control of
processes, receivables or payables can prove costly – in
both money and time. Implement these operational
basics and you will be well on your way to improving
operations and boosting productivity.

1. Budget Planning and Control – Keep proper financial
records. These are not just for the tax department, they
will help you analyze your company’s progress, identify
weak spots, and track overspending. For example, using
your budget to forecast results will help you predict cash
flows and cash needs.

2. Supplier Management – Selecting the right
suppliers early on can save a lot of trouble
later. Let potential suppliers bid for your business to get
the best price and quality. And establishing a formal and
fair bidding process helps you get the best value for your
purchasing dollar, while ensuring suppliers make their
best proposals based on your real needs. 

3. Employee Practices – Develop an employee handbook
so that all staff know where their day-to-day tasks fit 
into the big picture, what is expected of them and the 
procedures they need to follow. It will save a lot of time
and energy answering simple questions, and it’s a handy
reference document that ensures everyone is playing by
the same rules. 

From RBC Royal Bank’s free resource ‘Definitive Guide to Improving Your Company’s Productivity through Sound Business Practices’.

Here are some basic guidelines for taking control of your
personal finances:

Budget, especially for taxes – An often neglected part of
the budget is the tax instalment payment. Pay on time
and keep money aside for the year-end tax bill if the
business will be more profitable or your personal income
will be higher this year.

Know your resources – You’re probably familiar with your
assets, liabilities and income, but pay special attention to
expenditures to determine a net monthly amount that
you can channel toward savings.

Forecast your capabilities – Understand the type of 
investments you are comfortable with and forecast an
average rate of return and a projected year-end 
accumulated total up to retirement.

Set goals – Know what you are aiming for: set short-term
goals for the next five years and long-term goals for 10 
or 20 years away, and be prepared to adjust the timelines
if necessary.

From RBC Royal Bank’s free resource ‘Definitive Guide to
Personal Financial Management for Business Owners’.
For professional advice on financial planning and the
wide array of solutions RBC can provide, visit
your branch or call 1-800 ROYAL® 2-0 
(1-800-769-2520) for details.

“Everybody should have a plan and
feel secure about it.”
Renee Switzer, President, William Switzer & 
Associates Ltd. 

See page 8 
to find out
how to
access both
these Guides. 

Business Management

>
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How to Get 
Media Exposure 

Marketing/PR

In the News
Congratulations to…

…RBC Royal Bank client Kim McArthur, President of
McArthur & Company Publishing Ltd., named the 2005

Greater Toronto Business
Woman of the Year by
Consumers’ Choice
Awards…Sherill
Hersberg, Hartford
Investments Ltd., and
Donna Warenko,
Granite Internet

Services Inc., bank clients
who were among the
recipients of the 2005
Manitoba Woman
Entrepreneur of the Year
Awards (www.wbom.mb.ca)

… client Donna Messer, ConnectUs Communications,
who won an award from the Canadian Association of
Career Educators and
Employers
(www.cacee.com)
…and Susan Langdon,
Executive Director of
the Toronto Fashion
Incubator and winner
of the 2005 JoAnna
Townsend Award, 
presented by the
Organization of
Women in
International Trade-Toronto (www.owit-toronto.ca) to

honour a women’s trade
advocate. 

Check out new resources!
• Ontario’s Network for Women Entrepreneurs (NWE),

toll free: 1-888-300-9308, www.cbsc.org/ontario/nwe
• Quebec’s Women’s Entrepreneurial Centre (WECQ),

toll free: 1-866-521-5733, www.wecq.ca

>
The old saying that “bad publicity is better than no 
publicity at all” recognizes that media exposure can be a
powerful way to get attention. And good press can be far
more effective – and certainly less expensive – than other
forms of marketing. 

But creating a profile with the media doesn’t typically
happen overnight. It requires a clear, targeted approach
and patience in building relationships. Here’s how to
start building an effective media relations strategy to
ensure you and your business stay top-of-mind with
busy reporters. 

1. Deliver what the media wants.
Before preparing anything – whether it’s a full media 
relations plan or a single press release or article – keep in
mind what appeals to media. Journalists look for: drama
and relevance (eg. make a dramatic statement about what
a dry stat means to the reporter’s audience); unusualness
of the story you’re telling; local angle; and timeliness of
topic (eg. if you operate an accounting service, develop a
story about RRSP investment options at tax time).

2. Develop a media kit.
A good kit can serve as an introduction to a targeted media
list or as an immediate info package ready to respond to 
a reporter’s query. Your kit should include a company 
backgrounder, your profile (including a good photograph),
fact sheet, recent news releases, customer testimonials 
and samples of past media coverage. If you have a web site,
your kit should be posted in a media or press room.

3. Build a media list.
Look at all the options, not just daily newspapers, TV and
radio. Community papers and trade publications often
welcome contributed articles from experts. Be sure to
add journalists to your list who have reported on topics
relevant to your field. Gather names from your industry
publications and check out media directories such as
Bowdens and CCNMatthews. 

For more tips on pitching to reporters and developing 
a media profile, visit our web site at
www.rbcroyalbank.com/sme/women/biz_strategies.html 

Many previous Canadian Woman

Entrepreneur Award recipients gathered in

Toronto for one of several cross-Canada

RBC receptions this spring to launch the

2005 Awards program. They are shown

here with RBC hosts Jim Westlake [back

left] and Gay Mitchell [front right].

Finalists of the Organization of Women in

International Trade’s 2005 JoAnna Townsend

Award – [l to r] Robin Kay, Susan Langdon, 

Dr. Barbara Orser and Deborah Turnbull. 

The Third Annual RBC Dominion Securities

Cruise for Female Entrepreneurs that

sailed from Vancouver to Los Angeles in

September was a terrific success, with

over 100 women participating as well as

dynamic speakers. 
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