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Message from the President / Un mot de notre Président

Over the past 35 years, private 
equity, from early venture to 
later stage buyout, has evolved 
from a cottage industry to a well 

established and increasingly high-profile asset 
class. Transactions such as the buyout of BCE 
and, more recently, the bid for TransAlta are 
grabbing the headlines and putting private 
equity into the public lexicon.  

But that doesn’t necessarily mean that the 
private equity sector is well understood.

Private Capital, a new publication from 
Canada’s Venture Capital and Private Equity 
Association (CVCA), is setting out to help 
change that.

I am particularly honoured to be stepping into the role of 
president of the CVCA. Part of my mandate over the next 
year is to build on the excellent work done by Rick Nathan, 
our board of directors, association staff and membership to 
raise the profile of our sector and its contribution to Canada’s 
economic and social fabric. 

Private equity — and the innovation and discipline it brings 
— has saved and created hundreds of thousands of jobs 
and built stronger, reinvigorated Canadian companies that 
will stand the test of time. Private equity has added billions 
of dollars to our national economy. It has also returned 
tremendous value to Canada’s pension funds, including 
the Ontario Teachers’ Pension Plan, Caisse de dépôt et 
placement du Québec and the Canada Pension Plan, among 
others, as well as their millions of beneficiaries.

Au cours des 35 dernières années, 
le capital privé a évolué d’une 
industrie artisanale à une classe 
d’actifs bien établie et de plus 

en plus connue. Les transactions comme 
l’acquisition de BCE et, plus récemment, 
l’offre d’achat publique de TransAlta, 
occupent les manchettes et font entrer le 
capital privé dans le discours populaire.

Mais cela ne signifie pas nécessairement que 
le secteur du capital privé est bien compris.

C’est ce que veut changer Private Capital 
Privé, nouvelle publication de l’Association 
canadienne du capital de risque et 
d’investissement (CVCA).

Je me sens spécialement honoré d’accéder à la présidence de 
la CVCA. Une partie de mon mandat de la prochaine année 
sera de poursuivre l’excellent travail de Rick Nathan, de 
notre conseil d’administration, de nos permanents et de nos 
membres pour donner plus de visibilité à notre secteur et à sa 
contribution au tissu socio-économique du Canada.

Le capital privé – avec l’innovation et la discipline qu’il 
apporte – a sauvé et créé des centaines de milliers d’emplois 
et bâti des entreprises canadiennes plus fortes et revigorées 
qui résisteront à l’épreuve du temps. Le capital privé a ajouté 
des milliards de dollars à notre économie nationale. Il a 
aussi rapporté une valeur formidable aux fonds de retraite 
canadiens dont l’Ontario Teacher’s Pension Plan, la Caisse de 
dépôt et placement du Québec et le Régime de pensions du 
Canada de même qu’à leurs millions de bénéficiaires.

Cette feuille de route est le résultat direct des stratégies 
de création de valeur spécialisées et des techniques de 
développement d’entreprise éprouvées que le capital privé 
apporte. Les investisseurs de capital privé d’aujourd’hui visent 
le long terme et savent gérer astucieusement les finances et 
les risques. Ils ont aussi un grand sens de la responsabilité 
corporative et de l’obligation de rendre compte aux parties.

Les 1500 membres de la CVCA représentent la majorité des 
sociétés de capital privé au Canada. Ils se spécialisent dans 
les acquisitions, dans le financement secondaire ou le capital 
de risque, et gèrent un total de 65 G$.

La vigueur de notre secteur a un impact profond et direct sur 
la santé économique du Canada de même que sur le bien-
être financier de millions de Canadiens. C’est là une grande 
responsabilité que nous prenons très au sérieux.
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Private	equity	—	and	the	
innovation	and	discipline	it	

brings	—	has	saved	and		
created	hundreds	of	thousands	

of	jobs	and	built	stronger,	
reinvigorated	Canadian	

companies	that	will	stand		
the	test	of	time

Gregory	Smith
President	CVCA



This track record is a direct result of the specialized value 
creation strategies and proven business-building skills that 
private equity brings to the table. Today’s private equity 
investors are long-term operators who are astute managers of 
finance and risk. They also have a strong sense of corporate 
responsibility and accountability to stakeholders.  

The CVCA’s 1500 members represent the majority of private 
equity companies in Canada. They specialize in buyouts, 
mezzanine financing or venture capital, and collectively have 
more than $65 billion in capital under management.  

Clearly, the strength of this industry has a direct and 
profound impact on Canada’s economic health as well as on 
the financial well-being of millions of Canadians.  That’s a 
big responsibility, and we take it very seriously.

The BCE transaction illustrates well that as the contribution 
of private equity grows so too does the breadth of our public 
audience. The increasing diversity of our stakeholders  
—  from public policymakers to foreign investors to 
individual Canadians in every community across the country 
— means that we need to create opportunities to build 
understanding and support for private equity and  
the positive socioeconomic role that the sector plays. 

This priority is reflected in Private Capital. Our goal with  
this new publication is to challenge conventional thinking 
about private equity. Private Capital will offer a definitive 
voice and view on industry concerns that matter most to  
our members. 

Each issue will also reflect the sector’s successes and 
challenges. Private Capital will put forward well-informed 
views on key public policy issues and demonstrate the strong 
values and corporate citizenship of our members.  It will offer 
a mix of thematic features, regular columns with a range 
of guest writers, case studies, firm or member profiles and 
current industry facts and figures.

I hope you find Private Capital to be thought provoking and 
informative, and we encourage you to let us know what you 
think at privatecapitaleditor@cvca.ca.  

To learn more about the CVCA’s mandate and commitment to 
advocacy, professional development and support of Canada’s 
private equity industry, please visit www.cvca.ca.

Sincerely, 
Gregory Smith 
President 
CVCA

La transaction de BCE montre bien que notre auditoire 
augmente avec la contribution du capital privé. La diversité 
croissante de nos partenaires – des artisans des politiques 
publiques aux investisseurs étrangers en passant par 
les Canadiens de toutes les collectivités – signifie que 
nous devons créer des opportunités de développer la 
compréhension et le soutien envers le capital privé de même 
qu’envers son rôle socio-économique positif.

Cette priorité se reflète dans Private Capital Privé. Notre objectif, 
avec cette nouvelle publication, est de remettre en question les 
idées conventionnelles sur le capital privé. Private Capital Privé 
fera autorité sur les préoccupations prioritaires de nos membres.

Chaque numéro reflétera aussi les succès et les défis du 
secteur. Il présentera des points de vue éclairés sur les 
enjeux des politiques publiques et démontrera les valeurs 
fortes et l’esprit civique de nos membres. Le magazine offrira 
une combinaison de dossiers thématiques et de rubriques 
régulières, avec toute une série de rédacteurs invités, d’études 
de cas, de profils et de statistiques récentes.

J’espère que vous trouverez Private Capital Privé stimulant 
et instructif, et nous vous encourageons à nous envoyer vos 
opinions à privatecapitaleditor@cvca.ca.

Pour en savoir plus sur le mandat de la CVCA et son 
engagement en matière de représentation, de développement 
professionnel et de soutien au secteur canadien du capital 
privé, visitez www.cvca.ca.

Cordialement,
Gregory Smith

Président
CVCA

Le	capital	privé	a	sauvé		
et	créé	des	centaines		
de	milliers	d’emplois		
et	bâti	des	entreprises	

canadiennes	plus	fortes		
et	revigorées	qui		

résisteront	à	l’épreuve		
du	temps
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May	–	July	2008

u  RBC Venture Partners welcomes three new directors: alex 
Baker, Jean-David Begin and Matt Golden.  Baker, a horizontal 
specialist in payments and financial services, is focused on 
investments in payments, investment and wealth management 
solutions and P2P services. Begin oversees direct investments 
in a broad range of information technology companies, and 
Golden is focused on mobile investments through the BlackBerry 
Partners Fund. He will oversee direct investments primarily in the 
mobile space.

u	christopher Dingle and roy trayhern have joined iNovia 
Capital as a venture partners. Dingle was vice-president and 
chief technology officer at 24/7 Real Media from 1998 to 2000 
and then vice-president and chief marketing officer of My Virtual 
Model. Trayhern established a successful track record with Smith 
& Nephew plc, where he was president of several divisions, most 
recently president of Dermagraft Joint Venture. 

u   olga caliujnaia has joined JLA Ventures, in Toronto, as an 
analyst to assist with investments focused on information 
technology. David Dufresne joined JLA Ventures in June 2008. 
Dufresne started his career in venture capital in late 2001 as an 
analyst at Desjardins Venture Capital, where he quickly moved 
to an investment manager position and completed numerous 
transactions at all stages of the venture investment cycle. 

u  Celtic House Venture Partners is pleased to announce the 
appointment of Pierre-andré Meunier as partner. Meunier  
will lead the firm’s investment activities in the Ottawa-Montreal 
region. He has held various senior operational positions, 
including president & CEO of Codagen Technologies and 
executive vice president of ISR Technologies. Most recently, he 
was a partner at GTI Capital in Montreal.

u   Marc Faucher, formerly at Summer Hill Ventures, has joined 
JLA Ventures, in Toronto, as a partner to focus on mobile 
investments for the BlackBerry Partners Fund.

u  The Ontario Teachers' Pension Plan is pleased to announce the 
promotions of andrew claerhout, shael Dolman and Glen 
silvestri to vice-president, Teachers’ Private Capital, the fund’s 
private investment arm. 

u  andrew claerhout is responsible for the pension fund's private 
equity investments in Europe, the Middle East and Africa and 
is also head of Teachers' Private Capital's London office. Shael 
Dolman oversees Teachers' private equity investments in the 
business services and diversified industrial sectors, and Glen 
Silvestri leads the fund's private equity transaction activities in 
the telecom, media and technology sectors. 

u  Tech Capital Partners is pleased to announce that Jacqui 
Murphy has been promoted to Partner. Jacqui has been part 
of the Tech Capital team since 2001 and was most recently 

a Vice President of our fund management team focusing on 
investment opportunities in the new media, internet, wireless, 
and communications sectors. She currently sits on the board of 
directors of AideRSS, LiveHive Systems and Overlay.TV

February	–	April	2008

u  The Business Development Bank of Canada announced the 
appointment of sarah raiss and rosemary Zigrossi to BDC’s 
board of directors. Raiss is currently executive vice-president 
of corporate services with TransCanada Corporation in Calgary, 
while Zigrossi is vice-president, Asset Mix and Risk, with the 
Ontario Teachers’ Pension Plan.

u  iNovia Capital, in conjunction with the launch of iNovia II, 
announced that shawn abbott has joined the management 
team as partner. Abbott brings to the team over twenty years 
of experience as a technology entrepreneur, an angel investor 
and a venture capitalist. He was most recently general partner 
with the Alberta-based venture capital fund SpringBank 
TechVentures.

u  TD Capital Private Equity Investors is pleased to announce that 
ian carew has joined the TD Capital investment team as vice 
president, based in Toronto. Carew brings over nine years of 
global private equity fund and co-investment experience to TD 
Capital and will be active in sourcing, evaluating, structuring and 
executing private equity transactions across TD Capital’s global 
investment program.

u  VenGrowth Private Equity Partners announced the addition 
of three experienced business executives, Doug Berchtold, 
Donald s. Mccreesh and Leonard simak, to its Traditional 
Industries Advisory Board. Berchtold was most recently 
president and CEO of Brick Brewing Co. Limited., while 
McCreesh is currently a management consultant and president 
of The Garnet Group. Simak was most recently president and 
CEO of Footmaxx Holdings Inc.

To submit information to Private Capital for its People on the Move 
section, please email peopleonthemove@cvca.ca.

u	u  People on the Move
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u cVca’s annual General Meeting, 
reception, Dinner and ‘Deal  
of the Year’ award ceremony

 September 23, 2008

u Professional Development series  
‘Global customers, investors and 
acquirers: Do or Die’ October 15, 2008

 Seminar will take place in Toronto  
(1:30- 5:00 p.m. Est) and will be  
video-broadcast into Vancouver,  
Calgary, Winnipeg, Ottawa, Montreal, 
Quebec City, Halifax and Fredericton 

u Montreal networking  
reception - Montreal October 15, 2008

u calgary networking  
reception - calgary October 28, 2008

u ottawa networking  
reception - ottawa November 5, 2008

u cVca’s 2008 new Members’  
reception - toronto  
November 13, 2008

 Open to CVCA Members Only 

u Private equity symposium - toronto
 January 22, 2009
 In collaboration with The Canadian 

Institute of Chartered Business  
Valuators (CICBV), Financial  
Executives International (FEI)  
and the CFA Society

u cVca’s 2009 annual  
conference – calgary May 27-29, 2009

 Calgary Hyatt Regency Hotel

For more information on venues  
and registration at these and  
other events, please visit  
http://www.cvca.ca/news/events

u	u  What’s On



10    Private Capital Privé  INAUGURAL EDITION 

u Ontario announces $115-MM  
top-up to new Fund of  
Funds program

(June 2008) The Ontario Ministry of 
Research and Innovation announced 
that its $90-MM investment in the newly 
created Ontario Venture Capital Fund 
(OVCF) has received a $115-MM top-up 
by a group of institutional players that 
include the Business Development Bank 
of Canada, OMERS Capital Partners, 
RBC Capital Partners, Manulife Financial 
and TD Bank Financial Group. 

The fund’s primary mandate is to  
invest in venture capital funds, but it  

has the option to spend up to 20 per 
cent of the fund’s capital in direct  

co-investments, and up to 25 per 
cent in small and mid-cap private-
equity funds. The group is hoping 

to raise another tranche of funds in a 
second closing.

u Alberta announces $100-MM 
Alberta Enterprise Corporation 
Fund of Funds plan

(April 2008) The Province of Alberta 
announced plans to establish Alberta 
Enterprise Corp., a $100-MM new 
venture capital fund dedicated to 
providing seed money for early-stage 
high-tech companies, preferably in 
Alberta. The government fund will only 
funnel cash into other private sector 
venture capital funds, which will choose 
where to invest.

u British Columbia launches $90-MM 
Fund of Funds program

(April 2008) The Province of British 
Columbia has launched a $90-MM 
venture capital fund aimed at the 
province’s technology and life sciences 
sector. Six external managers have been 
initially announced under the new B.C. 
Renaissance Capital Fund: Arch Venture 
Partners, VantagePoint Venture Partners, 
Kearny Venture Partners, Walden Capital, 
Ventures West and Celtic House Venture 
Partners. Combined, these managers 
have more than $2.3 billion in capital 
available for investment. 

u	u  LP News

New LP Funds January - June 2008

Ontario Venture Capital Fund  ($205 MM)

B.C. Renaissance Capital Fund  ($90 MM)

iNovia Investment Fund II  ($107 MM)

BlackBerry Partners Fund  ($150 MM)

Avrio Ventures I  ($75 MM)

Knight’s Bridge Capital Partners Fund I  ($62 MM)

ARC Energy Fund 6  ($721 MM)

Source: Thomson Reuters



INAUGURAL EDITION  Private Capital Privé    11

u ENSIS merges into  
Canadian Fund

(July 2008) The ENSIS Growth Fund 
and the GrowthWorks Canadian Fund 
announced that ENSIS shareholders 
passed a resolution approving the 
merger of the ENSIS Fund into the 
Canadian Fund. The ENSIS Growth Fund 
was first established in 1996 to provide 
Manitoba entrepreneurs with a source 
of patient equity capital to grow and 
expand their business and to provide 
Manitoba investors with an experienced 
and proven management team capable 
of maximizing shareholder returns.

u ARC Energy Fund 6 Launched

(June 2008) ARC Financial’s new fund, 
ARC Energy Fund 6, had its first closing 
for $721.5 MM.  The focus for Fund 6 
will continue to be building a portfolio of 
$25-$75 MM equity investments in the 
Canadian and global energy business.  
Additional closings are planned for the 
summer of 2008 with the final closing 
expected in the fall of 2008.

u New BlackBerry Partners Fund

(May 2008) Research In Motion and 
Thomson Reuters announced plans to 
launch the BlackBerry Partners Fund, 
a US$150-MM venture capital fund, 
to invest in mobile applications and 
services for the BlackBerry platform and 
other mobile platforms. The fund is to 
be co-managed by JLA Ventures and 
RBC Venture Partners and will consider 
investments at all stages of development 
and in all regions of the world.

u Second closing of  
Avrio Ventures LP I

(May 2008) Avrio Ventures announced 
the second closing of Avrio Ventures 
Limited Partnership I in which additional 
commitments of $25 MM have been 
secured. New investments have been 
received from a number of leading 
Canadian institutions, and capital 
commitments to Avrio Ventures I now 
total $75 MM. Avrio provides growth 
capital to companies focused on 
advanced materials originating from 
agricultural or related technologies. 

u BC Advantage to  
streamline structure

(May 2008) BC Advantage Funds has 
announced changes to simplify its fund 
structure. Advantage and Pender NDI 
Life Sciences Fund Inc., doing business 
as Advantage Life Science Fund II, will 
amalgamate into one fund company and 
the Advantage Technology Fund will be 
merged into the Advantage  
Venture Fund.

u iNovia Capital announces  
closing of second fund

(March 2008) iNovia Capital, a manager 
of seed and early stage venture capital 
funds, announced the launch of its 
second fund, iNovia Investment Fund 
II LP, a $107-MM Canadian seed and 
early stage venture capital fund focused 
on the information technology, life 
sciences and cleantech sectors. Capital 
was raised from a number of investors 
including Consensus Business Group, 
Caisse de dépôt et placement du 
Québec, FIER Partners, BDC Capital, 
AVAC Ltd., Solidarity Fund QFL, Export 
Development Canada (EDC), Fondaction, 
McGill University’s Endowment fund, 
the University of Alberta, Université 
de Sherbrooke, Bishop’s 
University Foundation CSN, 
Gestion Univalor L.P. and 
Telesystem Ltd., as well 
as a number of strategic 
angel investors.

u	u  Fund News
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u Knight’s Bridge announces  
closing of new private  
equity fund

(March 2008) Knight’s Bridge Capital 
Partners Inc. recently announced that 
Knight’s Bridge Capital Partners Fund I  
has closed on capital commitments in 
excess of $62 MM. The Fund will make 
equity and equity-oriented investments 
of up to $10 MM in small to mid-market 
businesses in Canada and the United 
States. Knight’s Bridge had targeted for 
the Fund to raise between $50 and  
$80 MM, requiring one or more 
secondary closings; however, as a 
result of the rapid and overwhelming 
support by investors, the Fund does not 
anticipate any additional closings.

u Novacap closies on two new 
sectoral funds

(Feb 2008) Novacap announced the 
closing on two new sectoral funds: 
Novacap Industries III, LP and Novacap 
Technologies III, LP. Novacap Industries 
III, with a $400 MM closing, will acquire 
majority interests in industrial or consumer 
product manufacturers and service 
companies with revenues of $40 MM to 
$300 MM. Novacap Technologies III, with 
a fund size of $165 MM, will acquire major 
interests in Information Technology and 
Communication firms with revenues of  
$10 MM to $200 MM.  

u Emerald Technology Ventures 
Holds Reopening

(January 2008) Emerald Technology 
Ventures is pleased to announce it 
has held a reopening of Emerald 
Technology Ventures II, a cleantech 
focused venture fund, increasing total 
commitments to US$220 MM. The fund 
was reopened to allow the addition 
of a number of strategic investors 
including Robert Bosch GmbH, Saint-
Gobain and VKR Holding A/S. Emerald 
is a global leader in cleantech venture 
capital and will continue to invest in 
early and expansion stage companies 
primarily located in North America and 
Europe. Approximately 15 per cent of 
Emerald Technology Ventures portfolio 
companies are Canadian.

u Summerhill Venture  
Partners Closes Inaugural  
US$175 MM Fund

(January 2008) Summerhill Venture 
Partners in pleased to announce the 
closing of Summerhill Ventures I,  
with commitments of US$175 MM. 
Summerhill is a venture capital 
firm which invests in the areas of 
communications, digital media, and 
information technology.  Summerhill, 
formerly known as BCE Capital, spun 
out in July 2007 in order to diversify its 
institutional base of limited partners. 
Summerhill maintains a strong 
relationship with Bell Canada, which 
continues to be a limited partner in 
the fund. Summerhill’s limited partners 
include Paul Capital, Permal Capital 
Management, Montagu Newhall, Credit 
Suisse Strategic Partners, Nortel  
and others.

u GrowthWorks

(September 2007) GrowthWorks’ 
Working Opportunity Fund and BC 
Medical Innovations Fund, managed by 
Medical Innovations Management Inc., 
announced the successful completion 
of their previously announced merger. 
The merger was completed through 
an asset purchase transaction whereby 
Working Opportunity Fund acquired 
the net assets of the British Columbia 
Innovations Fund and shareholders of 
BCMIF became shareholders of WOF.

u	u  Fund News
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Professional Profile

The scene wasn’t unusual. A  
large conference facility, a full 
audience and a talking head 
behind a podium. 

But you had a sense that this wasn’t just 
any luncheon speaker. This fellow had a 
certain look— a cross between Neil Young 
and that smart guy in your high school 
computer science lab. And to boot, his 
band Moonalice provided that evening’s 
entertainment at the gala dinner.

Yet in the end, it was his message 
— part optimism with a healthy dash 
of unvarnished honesty — that made 
you pay attention. You knew that Roger 

McNamee, a general partner of Elevation 
Partners, speaks from the heart; even 
when he’s telling you what you don’t 
want to hear. 

The message VCs hear from Canada’s 
key limited partners is “returns, returns, 
returns.” Who better to ask about 
generating superlative returns than the 
man who recently sold BioWare/Pandemic 
Studios to Electronic Arts for $800 million? 

Mark McQueen: One of the points you made 
during your CVCA speech in Montreal 
was that if venture capitalists want better 
returns, they’d have to work harder. Is 
the industry resting on its laurels?

Telling it like it is
Celebrated	and	outspoken	Silicon	Valley	investor	Roger	McNamee	shares		
his	thoughts	on	the	North	American	VC	industry	and	expands	on	some	of	the		
themes	raised	in	his	keynote	address	at	the	CVCA’s	recent	conference

by Mark McQueen



Professional Profile

Roger McNamee: VCs in Silicon Valley don’t 
need to work very hard, unless they want 
to generate high rates of return. The 
expectations of LPs aren’t actually very 
high, so firms just play the percentages. 
They cast a wide net and hope for the 
best. Venture investors are not as deeply 
involved in their companies as they 
used to be, and the big firms are getting 
involved later in the company life cycle. 

This wouldn’t be a problem except the 
needs of new ventures are changing. 

In the 80s, when most venture dollars 
were going into semiconductors, P.C. 
software, motherboards disk drives, 
the strategy was long term, as those 
businesses required many rounds 
of investment and traditional stages 
of building a company. Today’s web 
companies are much more front end 
loaded. The required capital is much 
smaller, and the outcomes more binary. 
The companies need more support from 
their investors early in the venture, 
but aren’t getting it because major 
venture firms are trying to invest later 
rather than earlier in each company’s 
development. 

Entrepreneurs are experiencing a service 
gap, and have been forced to rely more 
heavily on angels. Even if they were 
willing to invest earlier, few VCs have 
the bandwidth to do what a start-up 
needs in the early days because most sit 
on eight, 10, 12 boards. I am convinced 
that venture investors today would have 
better results if they reduced the number 
of companies they invest in and were on 
only four or five boards.

McQueen: If I’m not mistaken, you take 
your own advice at Elevation Partners.

McNamee: Thanks to the credit crisis, 
we can anticipate some kind of shift in 
the economy and the markets. I believe 
fewer, bigger bets will work better for 
everyone at every stage. In venture, I 
think diversification is reducing return 
without reducing risk.

McQueen: What do you see coming down 
the road vis-à-vis returns?

McNamee: Venture exits now consist 
mostly of sales to strategic players in the 
industry. In any given category there 
are only a couple big players, which 
favours the buyer in M&A transactions. 
The strategic sale requires venture 
investors to be very capital efficient, 
investing as little as possible and selling 
as soon as possible. That is not what we 
do at Elevation, but it works in venture. 
Elevation’s style is to build a small 
number of companies with real legs, 
keep them independent and see how far 
they can go. After 26 years, I’ve been 
blessed by operating in two of the best 
bull market environments in history, 
which has helped a lot! 

McQueen: The NVCA recently put out 
a press release lamenting the lack of 
IPOs in the second quarter. Are you 
concerned about this in terms of your exit 
opportunities?

McNamee: It may take a few years, but the 
IPO market will come back. But when 
it does, it may focus on different sectors 
than in the past. I’m pretty sure there will 
be a public bull market in Greentech. All 
of the preconditions have been met to 
have something really exciting happen 
there. There are a lot of big projects 
that need a bull market to get proper 
financing. I suspect the first Greentech 
mania will spill over into the public 
market some time in the next five years.

McQueen: And for Web 2.0?

McNamee: So much of the activity around 
the web, particularly around the Web 
2.0 stuff, is in businesses that don’t 
have an operating model yet. It is kind 
of hard to imagine the public market 
embracing Web 2.0 IPOs of companies 
with no revenue. Think Twitter. It is a 
social phenomenon, but when will it be 
a business? The public market has an 
incentive to wait and see. 

McQueen: As an investor, you’ve spent as 
much time and money in Canada as any 
U.S. venture capitalist. Why?

McNamee: I was lucky! At different 
times, different things have drawn me 
to Canada. Electronic Arts bought a 
fantastic studio in Vancouver. Silicon 
Graphics led me to Alias. We acquired 
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“I	am	convinced		
that	venture	
investors	today	
would	have	better	
results	if	they	
reduced	the	number	
of	companies		
they	invest	in		
and	were	on	only	
four	or	five	boards”	

Roger	McNamee	
Elevation	Partners
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Seagate when they owned Crystal 
Decisions and spun it out separately. I 
found Pivotal through work in enterprise 
software. My partners found Bioware. 
Over the years, I have also had public 
market positions in companies like RIM.

I have never had a Canadian strategy. 
I look for the best companies I can find, 
wherever they are. Some of the best are 
in Canada. Lucky for me, essentially 
everything I have done in Canada has 
worked. My hit rate in other countries 
is not that good. That is one reason why 
I’m so fond of Canada. As far as I’m 
concerned, you can’t go wrong north of 
the border!

McQueen: This bodes well for the local VC 
industry I would think.

McNamee: Absolutely. The opportunity 
in Canada is as good as it is anywhere. 
In my speech I talked a lot about my 
confidence in the mobile market. You 
have extraordinary resources there. 
Canada is home to major players in 
every category in data communications, 
whether mobile or not. RIM is an 
incredibly entrepreneurial company, 
which bodes well for companies founded 
by people who leave there. 

Canada also has tremendous exposure in 
all sectors of interactive entertainment. 
Waterloo produces great computer 
science talent, especially in graphics. 
These are great facts for venture 
investors. In mobile, the game is 
changing towards radically greater 
consumer functionality. This will open 
up a huge range of new opportunities. 
And at some point, enterprises may 
choose to move from client/server to web 
architecture for their applications. 

Canada now has a real community of 
entrepreneurs who’ve made the bet and 
succeeded, who can teach everybody else. 
RIM is one of the three companies that are 
really today in the industry – Apple and 
Google are the other two – and CVCA 
should have meetings with people from 
RIM as often as possible. The people at 
RIM could single-handedly transform the 
VC business in Canada if they wanted to. 

McQueen: What trends in the U.S. market 
concern you?

McNamee: We’re in the maturity phase in 
the U.S. venture market, where venture 
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“Elevation’s	
style	is	to	build	a	
small	number	of	
companies	with	real	
legs,	keep	them	
independent	and	see	
how	far	they	can	go”

Roger	McNamee	
Elevation	Partners

no longer behaves like an alternative 
asset category – it is very mainstream. 
There is far more capital looking for 
institutional venture relationships than 
opportunity. As a consequence, a lot of 
GPs are just accumulating assets and 
collecting management fees.

McQueen: What is happening with average 
investment horizons?

McNamee: I believe the biggest arbitrage 
that exists today is based on time. The 
person willing to accept longer illiquidity 
can get paid handsomely for that. One 
of the big issues in venture today is that 
whether people realize it or not, time 
horizons have gotten shorter. The big 
venture firms express that by getting 
involved later. 

At Elevation Partners, the kinds of stuff 
that we are doing…whether it is Palm or 
Forbes or Move or SDI, our time horizon 
is seven to ten years. My sense is that 
most venture investors hope for liquidity 
in three years, and generally check out if 
a deal hasn’t worked in five. 
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I’m not saying our approach is 
better. I’m saying that hardly 
anyone else is doing it, so there is 
no competition. 

McQueen: Who is driving the shorter 
investment horizons, the LPs or the 
GPs?

McNamee: Both. LPs want GPs to 
manage more money, and GPs 
have responded by becoming 
asset accumulators. Most GPs are 
cycling the money as quickly as 
possible. The goal is quick returns, 
not big multiples of capital. 

It’s through the interaction of 
the LPs and the GPs that they’re 
arrived at this. This wouldn’t be 
possible if the LPs weren’t supportive 
of it.

McQueen: One key challenge in the 
business is generational change. Have 
you seen a model where the younger 
partners have been able to step in for 
the founders?

McNamee: A few firms have made a 
successful generational transition. 
Sequoia, Kleiner Perkins, New Enterprise 
have done it, but not too many others. 
Venture is a business about individuals, 
so most of the really talented people end 
up at their own firms.

McQueen: From the LP’s perspective, 
buyout has been the flavour for some 
time. Venture has been essentially 
shunned in Canada, and in the U.S., 
firms have been forced to shrink their 
next fund to get them closed. Yet over 
the long term, venture returns have 
exceeded all others.

McNamee: Buyout in the U.S. began in 
earnest in the late ‘70s. The early years 
were really important for restructuring 
the U.S. economy after the first oil shock. 
You are talking about a 30-year period 
during which we have harvested the 
U.S. economy. During the period from 
the mid-‘70s to the late-‘90s the buyout 
business played an important role in 
unlocking capital from industries that 
had lost competitiveness. LBO firms 
picked the low hanging fruit in the early 
‘80s, the middle of the tree in the late 
‘80s and early ‘90s, and the upper part 
of the tree in the late ‘90s. Armed with 
ridiculously cheap debt, they spent the 

first seven years of this decade picking 
rotten fruit off the ground. Now it’s time 
for the LBO industry to find a new act. 
Thanks to the credit crisis, there should 
be lots of opportunity. 

Nearly half the money that has ever 
gone into venture was raised in ‘99 
and 2000, right at the top. I have read 
that cumulative lifetime returns for the 
industry may be negative at this point. 
They are certainly negative if you take 
Google out. 

It’s likely that the LBO industry is going 
through the same thing right now. The 
industry had a comparable blowout, 
ending a year ago. The industry took 
in half of its capital in 2006 and 2007; 
absent some kind of miracle, LBO returns 
are likely to be pretty awful for a while. 

McQueen: Is there a role for 
government in fostering venture 
capital?

McNamee: Certainly. Tax incentives 
and policy can make a huge 
difference, as we have seen with 
the Canadian film industry. The 
Canadian government could do the 
same thing around venture. That 
would attract capital from the U.S. 
and elsewhere.

McQueen: One of the things 
being toyed with is to have the 
governments set up VC funds. 
Thoughts?

McNamee: Yikes! I would not expect 
government-sponsored venture 

investments to be successful. I think 
it is less effective for a government to 
play an LP role than to use tax laws and 
the educational system to stimulate the 
venture business. 

McQueen: Do you see any scenario  
where the Canadian LPs will look at 
venture again?

McNamee: The battle between fear and 
greed swings back and forth, but the 
good news is this: fear is transitory, greed 
is permanent. And because greed is 
permanent, people will eventually figure 
out that there is a tremendous venture 
opportunity, and they will find it. The 
advantage you have in Canada is fewer 
dollars pursuing the deals. In a sense, 
people in Canada are forced to do the 
right thing: to concentrate their bets, 
because there’s less capital. If they see it 
that way, and operate that way, they can 
be successful. 

McQueen: Any parting advice for the 
Canadian market players?

McNamee: Stop saying ‘this is Canada 
and we can’t do it like that.’ I ask, why 
not? Look at RIM. You’ll seldom see 
a company that ‘went for it’ any more 
aggressively than RIM. They made a 
really focused bet and just nailed it.

Mark McQueen is president & CEO of venture debt 
firm Wellington Financial LP and a member of the 
CVCA board. He also serves as a member of the 
board of directors at Nexient Learning, the Toronto 
Port Authority and several non-profit organizations 
including the CVCA. He can be reached at 
mmcqueen@wellingtonfund.com

“It	may	take	a	few	
years,	but	the	IPO	
market	will	come	
back.	But	when	it	
does,	it	may	focus	
on	different	sectors	
than	in	the	past”	

Roger	McNamee	
Elevation	Partners



Report

On May 29, 2008, Canada’s 
Venture Capital and 
Private Equity Association 
(CVCA) published a 
special report on Canada’s 

private equity industry entitled “Why 
buyout investments are good for Canada.”

The first of its kind in the country, this 
groundbreaking report provides an 
overview of the private equity industry 
as well as an in-depth look at Canadian 
buyout funds and their contribution to 
Canada’s current and future economic 
prosperity. Through research and a 
number of case studies, it demonstrates 
that private equity owners employ 
various high-value, focused practices 
that enable their portfolio companies to 
outperform their peers and the market. 
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The value of  
buyout investments
Canadian	buyout	funds	are	important	to	
Canada’s	economy	and	future	prosperity,		
reports	a	recent	CVCA	study

Of the three segments of private equity —  
venture capital, mezzanine and buyout —  
the $38.2-billion buyout segment 
accounted for most of the growth, with 
a 28 per cent increase shown in capital 
under management between 2005 and 
2006. While commenting on all three 
areas of private equity, the focus of the 
report is the buyout industry.

Highlights of the report include:

u Over the last five years, buyout 
investors have added $25 to  
$30 billion in value (GDP) to the  
Canadian economy and have  
created 114,000 jobs;

u Private equity is driving corporate 
innovation and productivity; and

u Value creation leads to substantial 
corporate tax revenues and benefits 
for investors, notably pensioners.

Focused	strategy		
The report ties this high level of value 
creation to the focused strategy deployed 
by private equity owners. A typical 
private equity buyout fund purchases the 
majority of the equity in an established 
company with profits between $5 million 
and $1 billion and greater. 

In determining whether or not to invest 
in a particular company, a buyout 
investor develops a view as to how its 

On	average		
the	value	of	
buyout	investors’	
portfolio	companies	
increased	by		
83	per	cent	in		
the	U.S.	and		
81	per	cent	in		
Europe	over	a		
three-year		
hold	period

by John MacIntyre 
and Thecla Sweeney



Report

ownership can create real economic 
value. This value creation can take 
many forms including, but not limited to, 
supporting a company in an industry out 
of favour, investing in an undermanaged 
or undercapitalized business (people 
and/or financial), bringing together 
multiple companies to create scale 
benefits or focusing a diversified 
company on its core business. 

Through due diligence, the investor 
works to understand the relative 
competitive position of the target 
company and how a strong management 
team and active ownership can either 
continue to build on past successes or 
transform a historically poor  
performing business. 

The value creation plan developed by 
the buyout investor forms the basis of a 
“100-day plan,” which outlines the two 
or three critical tasks or changes that 
must be implemented immediately post-
investment. The change of control event 
triggered by a private equity investment 
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creates an environment whereby the 
need and the urgency for change are 
established. The buyout investor’s “100-
day plan” accelerates the momentum 
required to enact real change in  
the organization. 

Effective	change		
As the majority owner, the buyout 
investor can pull any and all of the 
strategic, operational, organizational 
and financial levers necessary to 
implement the prescribed change. To 
facilitate a rapid and focused effort, the 
buyout investor can deploy a number 
of “enablers”: strong governance, long-
term perspective, enhanced management 
and incentive alignment. 

With this focused approach, the report 
notes that on average the value of 
buyout investors’ portfolio companies 
increased by 83 per cent in the U.S. 
and 81 per cent in Europe over 
a three-year hold period 
from 2003 to 2006. 
In comparison, the 

public market returns over the same 
period were 33 per cent and 23 per cent 
in the U.S. and Europe respectively. 

The often cited criticism of buyout firms 
using too much leverage is also addressed, 
with research showing that while higher 
debt is used as compared to public 
companies, it is the main value added lever 
in only 30 per cent of transactions.

The report concludes by noting “a 
vibrant, well-functioning private equity 
industry is an indispensable motor of 
Canada’s economic growth and corporate 
renewal.” While the buyout industry has 
grown significantly, more can be done 
by enhancing the tax and regulatory 
environment to facilitate improving 
Canada’s less than six per cent share of 
global private equity under management.

For the full report on Canada’s 
private equity industry, please go 

to www.cvca.ca

John MacIntyre is a managing 
partner at Birch Hill Equity 

Partners and a member 
of the CVCA board. He 
is also is a member of 

the advisory boards of TD Capital 
Private Equity Global Fund of Funds 

and Tricap Partners Restructuring Fund. 
Thecla Sweeney is a principal at Birch 

Hill and has worked as a consultant 
with Bain Capital. John can be reached 

at jmacintyre@birchhillequity.com. 
Thecla can be contacted at  

tsweeney@bhep.ca.

Over	the	last	five	
years,	buyout	

investors	have		
added	$25	to		

$30	billion	in		
value	(GDP)		

to	the	Canadian		
economy	and		
have	created		
114,000	jobs
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Since the summer of 2007, a 
lacklustre credit environment 
has dampened activity in the 
financial markets and taken 
some of the spring out of 

dealmakers’ steps in Canada’s buyout 
and VC sectors.

The first half of 2008 has seen a 
downturn in Canadian buyout 
fundraising to $718 million from $1.7 
billion in 2007.

But while market conditions continue 
to challenge and frustrate, industry 
performance in the first half of 2008 —  
fundraising levels aside — underlines the 
fundamental strength of the buyout industry. 

The number and size of Canadian 
buyouts may be down from peak levels 
in 2007, but they are largely on pace 
with 2006 and in fact ahead of all prior 
years. This track record suggests that 
there is still an appetite for mid-market 
transactions in Canada in the face of 
volatile public markets and a tighter  
credit environment.

Notably, private equity buyouts still 
account for a significant share of total 
M&A activity in Canada, a trend that 
many experts expect to continue. Indeed, 
Canadian buyout firms appear to be 
strengthening their position relative 
to the United States and other major 
markets. With the retreat of the mega-
deal, historically the bread and butter 
of U.S. buyout firms, the pace of buyout 
transactions in Canada appears to be 
sound and offers somewhat of a harbour 
from the storm. 

Canada’s buyout  
and VC sectors 
proving their mettle
Despite	signs	of	life,	tough	market	conditions	
continue	in	the	first	half	of	2008
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While most industry professionals are 
cautiously optimistic about the prospects 
for Canadian private equity in 2008, it is 
fair to say that the longer term outlook 
remains relatively favourable. The mid-
market profile of Canada’s marketplace 
means that Canadian buyout firms are 
well positioned to weather the current 
market volatility and to capitalize on 
new opportunities as market conditions 
stabilize. Canadian investors are also 
expected to continue looking abroad 
for opportunities, which makes building 
international relationships an important 
focus for the CVCA.

Investment activity in Canada’s venture 
capital market through the first half of 
the year continued to reflect a weak 
fundraising environment. While this 
performance was generally in line with 
the North American trend, financings in 
the U.S. were 2.5 times larger on average 
than in Canada, where transaction sizes 
continued the shift to smaller deals. 

The Canadian sector has also seen a 
decrease in international investment 
levels since 2007, although a slight 
rebound in the second quarter suggests 
a continuing healthy foreign appetite 

Source for statistical data: Thomson Reuters
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for high quality, emerging Canadian 
companies. Notably, in the second 
quarter foreign activity, which declined 
14 per cent from the second quarter 
last year, proved to be steadier than 
domestic activity, which dropped 37 per 
cent over the same period in 2007.

Lower levels of venture capital activity 
in Canada registered across almost 
all major sector categories. A notable 
exception was cleantech, which 
captured a growing share of total 
disbursements (14 per cent in Q2 2008 
versus 4 per cent in Q2 2007) as energy 
and environmental plays continued to 
gain traction with investors seeking a 
foothold in the evolving green economy.

Overall, this performance — and the 
rate of domestic support versus foreign 
— highlights the need to identify new 
sources of Canadian risk capital for 
our entrepreneurs and to create the 
conditions necessary for our venture 
capital sector to succeed.

Some important progress on this front 
is occurring, with the governments in 
Ontario, British Columbia and Alberta 
stepping up to the plate over the past 
year with new capital commitments for 
venture capital funds as well as other 
incentives to encourage investment in 
early-stage companies. These vehicles 
include the $205-million Ontario 
Venture Capital Fund, the $90-million 
B.C. Renaissance Capital Fund and 
the $100-million Alberta Enterprise 
Corporation. Collectively, these funds 
will help to cultivate leading edge 
companies that over time will contribute 
to national employment, productivity 
and prosperity.

It has been a challenging year for PE 
and VC firms in Canada, the U.S. and 
abroad. While economic fundamentals 
in Canada appear to be stronger than in 
other markets, uncertainty prevails. 

Conditions in the second half of the 
year are likely to remain tough, with 
some prospect of improvement into 
2009. Canadian buyout firms, with 
their mid-market focus and relatively 
conservative approach, are likely to 
remain solidly positioned throughout 
the storm and in fact are performing in 

line with the historical trend excluding 
the extraordinary 2007. Similarly, the 
Canadian VC space is underpinned 
by quality companies that continue to 
attract capital from abroad and that are 
building increasing funding support 
here at home. 

Take The Inside Track

Victoria Park Capital Inc. is a venture capital and private equity management
company with offices in Regina and Saskatoon, and an investment portfolio
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CVCA Annual Conference
Venture	capital	and	private	equity	professionals	gathered	in	Montreal	in	May	for	the		
CVCA	Annual	Conference.	The	event	was	a	grand	success,	attended	by	leading	
representatives	of	the	industry	in	Canada.	Informative	sessions	during	the	day	were	
followed	by	evenings	dedicated	to	networking,	socializing,	and	of	course,	Scotch	sampling.	
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Richard L’Abbe, formerly of Med-Eng Systems, 
is this year’s recipient of CVCA’s Entrepreneur 
of the Year Award. The award is handed out 
annually to honour and celebrate successful 
entrepreneurs leading private equity or  

venture-backed Canadian companies. 

L’Abbe, the former president and CEO of Med-Eng Systems, 
has consistently succeeded in building and growing the 
company he co-founded in 1981 when he was only 24 
years old. Eleven years later, in 1992, Med-Eng had an 
approximate 80 to 85 per cent market share in the industry. 
Its sales grew from $64MM in 2005 to $261MM in 2006,  
and in 2007 it was sold to Allen-Vanguard for $650MM.

“Richard L’Abbe was an exemplary entrepreneur,” says  
Tim Lee Senior, vice president of investments GrowthWorks, 
the CVCA member company that nominated this year’s 
award winner. “He always tried to follow best practices in 
all aspects of his business. He sought and accepted advice 
from his board of directors and was able to attract a strong 
management team to help formulate and deliver on his  
great business vision.”

This vision included diversifying the company’s product lines 
to protect against the cyclicality of the bomb suit market. 
Today, Med-Eng Systems sells military personal and vehicle 
cooling systems, military force protection suits and IED 
jammer systems. It is a leading global supplier of Explosive 
Ordnance Disposal (EOD) equipment and is a world market 
leader for bomb disposal suits and helmets.

CVCA’s Entrepreneur of the Year

u Richard L’Abbe (right), formerly of Med-Eng Systems, is honoured with the 
CVCA’s 15th Annual ‘Entrepreneur of the Year Award.’ To his left is Richard 
Charlebois of Growthworks, the CVCA member company that nominated the winner.    



Market Insight

Income trusts were once the 
darling of the Canadian 
investment community. For retail 
investors, income trusts provided 
monthly, tax-advantaged cash 

flow. For private equity and venture 
capital investors, they were an attractive 
exit vehicle.

But on October 31, 2006, finance minister 
Jim Flaherty crashed the party with 
proposed legislation to tax income trusts 
in a manner similar to corporations 
starting in 2011. This announcement 
effectively wiped out income trusts’ 
tax advantage over corporations and 

Income trusts debuted in Canada in 
1986, with Enerplus Resources Fund’s 
$9 million initial public offering. Over 
the next 20 years, they emerged as a 
wildly popular investment vehicle for 
companies looking to raise capital and 
for individual investors drawn to the 
relatively favourable yields. 

The structure of income trusts allowed for 
lower costs, making them a formidable 
competitor to private equity investors. 
As corporations saw they could pay less 
tax, many wanted to convert. Then, as 
income trusts became bigger, they began 
to compete with buyout funds and could 
outbid them.

A	tool	for	investors		
In their heyday, income trusts were often 
an innovative and useful exit door for PE 
and VC investors.

“We sold one business through an 
income trust,” says Brent Belzberg, 
senior managing partner of Torquest, a 
private equity firm founded in 2002. “The 
value was no higher than if we funded it 
in other ways but it was available to us 
and it was an interesting way to  
access funds.”

Gilbert S. Palter, chief investment officer 
& managing partner at EdgeStone 
Capital Partners, comments that, 
“Historically, income trusts have been 
both a source of acquisition targets and 
an exit mechanism for us. Whenever 
we decide the time is right to sell one of 
our portfolio companies, we investigate 
all the possible exit alternatives… Prior 
to October 2006, an IPO via income 
trust sometimes offered the best exit, 
considering a variety of factors including 
valuation, liquidity and terms.” 

Palter cites EdgeStone’s profitable use of 
income trusts to monetize investments 
in companies like BFI Canada and 
Richardson Packaging. 

Now that the market for income trusts 
has all but evaporated, those trusts 
with solid underlying businesses are 
increasingly appealing to PE investors. 
EdgeStone has been active in the market, 
striking agreements last year to privatize 
Custom Direct and Stephenson’s Rental.
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The uncertain future  
of income trusts
With	2011	just	around	the	corner,	private	equity	
investors	are	examining	the	role	of	income		
trusts	in	their	businesses		
by Aaron Hoos

eliminated billions of dollars in market 
capitalization virtually overnight. 

The market appears to have largely 
lost its appetite for income trusts, 
which creates both challenges and 
opportunities for PE and VC investors 
now taking a hard look at how or 
if income trusts have a role in their 
practices. As one industry professional 
puts it: “What happens in 2011? Do 
income trusts convert to a traditional 
format? Do they keep the income trust 
format despite the loss of tax incentives? 
And, what business opportunities exist 
out there tied to income trusts?”



With 2011 looming, new deal 
opportunities are being created in 
Canada’s M&A market. For Palter, the 
opportunity is very straightforward. 
“[Income trusts] continue to be a source 
of acquisition opportunities, (but) by 
December 2010, there is no longer 
a reason for most income trusts to 
continue,” he says. “Almost all of them 
will have to choose one of three options: 
sell to a strategic buyer, go private or 
convert to a corporate structure.”

Making	the	right	decision	
Palter reflects that for most income 
trusts with a market capitalization below 
$500 million, converting to a corporate 
structure is not an attractive option. 
“Historically, income trusts have had 
a natural retail ownership base who 
were happy owning small pieces of 
$100 million to $500 million market cap 
companies,” he explains. 

“However, ownership of publicly 
traded corporations is dominated 
by institutional investors who don’t 
want to have large, illiquid stakes in 
small cap companies. A smaller cap 
income trust that converts to corporate 
form will likely become an orphaned 
stock, trading by appointment at a 
disappointing valuation. So that leaves 
a sale to a strategic buyer, or going 
private as the much more attractive 
alternatives.”

Torquest’s Belzberg also sees 
opportunities. “The minister made a 
policy decision because income trusts 
were affecting the tax base and they 
were affecting the reinvestment of 
capital,” he comments. “Formerly, 
income trusts paid out to investors. 
I think Canada will be better off for 
this decision… We think there are 
opportunities there.” 

INAUGURAL EDITION  Private Capital Privé    2�

What role can PE firms play? According 
to Palter, the path to unlocking value 
is clear. “For those income trusts that 
desire to remain independent,” he says, 
“a private equity firm represents a very 
attractive partner to facilitate going 
private. As retail investors continue to 
abandon the income trust sector, driving 
valuations lower, more and more income 
trusts are entering a valuation range 
where the returns on going private are 
starting to make sense.”

Many income trusts have already 
converted to corporate structures, 
engaged in strategic reviews or put 
themselves up for sale. While some 
income trusts may continue to operate 
as such, most face limited options. 
However one thing appears certain:  
the next two years will be  
characterized by significant M&A 
activity in the sector.

Now	that	the	market	for	income	trusts	has	all		
but	evaporated,	those	trusts	with	solid	underlying		
businesses	are	increasingly	appealing	to	PE	investors



International Monitor
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In 2007, the CVCA undertook to 
raise the visibility of the VC and 
PE asset class to potential LPs in 
Canada. Presentation materials 
were developed profiling the 

benefits to Canadian financial institutions 
in terms of portfolio diversification, risk 
mitigation and returns that come from 
investing in this asset class. 

What became increasingly clear as work 
got underway was the correspondingly 
large need to bring the message to the 
international LP base. So in the summer 
of 2007 a small group of interested 
VCs came together to discuss ways in 
which the CVCA could interact with 
international institutions and bring the 
message to them. By early fall, we held a 
number of conference calls and started to 

formulate some ideas for action. 

Coincident with these discussions, 
the CVCA received an invitation 

for the Israeli Venture Capital 
Association (IVA) to attend 

its annual AGM and build 
closer ties with the VC 
community in Israel. We 
assembled a group of 
interested participants 
and with the help of 
friends, the IVA, the 
federal department of 
of Foreign Affairs and 
International Trade 
(DFAIT), we organized 
a mission to Israel to 
take part in the  
IVA AGM. 

In Israel, it became 
clear that while 

individual members of 
the CVCA had strong 

ties to international 
financial institutions, 

Canada as a country and our 
industry in particular, were 

virtually unknown as attractive 
investment opportunities. 

In many ways, this was the beginning 
of the International Committee. In the 
late fall of 2007, the CVCA established 
the committee to build an action plan 
that will help bring the CVCA’s message 
to the international community.

Getting the  
message out

	
The	CVCA’s	newly	formed	International	Committee	
aims	to	raise	the	profile	of	the	Canadian	VC	and	PE	

community	in	the	global	arena,	writes	its	chair	

by Leo Lax
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India highlight Canadian investment 
opportunities and to strengthen the 
associations’ relationship.

Since then, we have met with missions 
from Egypt, Saudi Arabia and Sweden. 
Ongoing discussions with many of these 
groups should help further raise our 
visibility in these countries. 

The committee has also prioritized  
a list of regions to focus its efforts 
on, with the U.S. and Europe as key 
geographies, followed by the  
Middle East and Asia,on a more 
opportunistic level. 

We agreed with the following objectives:

u Raise the visibility of  
Canadian GPs and their  
funds to international  
financial institutions;

u Establish stronger  
co-investment links  
between international and 
Canadian VCs and PEs;

u Establish relationships  
with other national associations 
to foster stronger ties with their 
members; and

u  Support Canadian  
missions abroad and host  
international delegations  
in Canada as needed.

Our 2008/2009 action plan is currently 
in development. In particular, we are 
investigating the possibility of hosting a 
CVCA reception in London, England in 
the late fall to bring our message to the 

European investment community. We are 
also considering undertaking research 
to define the level of awareness of the 
Canadian GP community abroad, which 
would form the basis of an action plan to 
raise that level of awareness. 

Our work is just beginning. I invite 
you all to participate in our initiatives, 
provide feedback and input in forming 
our plans, and to help spread the 
message that Canada’s VC community is 
vibrant and open for business. 

Leo Lax co-founded Skypoint Capital Corporation 
in 1998. He has been the company’s CEO since 

its inception and a principal of Fund I and Fund II. 
Prior to launching Skypoint, Lax was an executive 

at Newbridge. He is also the chair of the CVCA 
International Committee. 

He can be reached at llax@skypointcorp.com

 

Developing	dialogue		
One of our first initiatives was to 
establish a dialogue with the Ontario 
provincial government and the federal 
government on the importance of raising 
the visibility of Canada’s VC and PE 
community on the international stage. 

A large portion of the capital of Canadian 
VC and PE funds comes from outside 
Canada and we have all experienced 
the challenges of raising funds from 
these sources. As a group of self-reliant 
individuals, we traveled abroad and raised 
awareness of our individual capabilities, 
understanding that by combining our 
efforts under the CVCA and addressing 
our concerns with the federal government, 
we could leverage our individual initiatives 
to be more effective. 

Consequently, the CVCA met with senior 
officials of DFAIT for whom encouraging 
cross-border VC and PE initiatives 
was emerging as a priority. The result 
was a Memorandum of Understanding 
(MOU) between the CVCA and DFAIT, 
with the latter agreeing to second 
one of its personnel to the CVCA to 
provide a point of liaison between the 
organizations. It also agreed to raise 
the CVCA’s international objectives on 
Government of Canada missions abroad, 
thereby helping to spur our committee’s 
momentum. 

In February, 2008, Sunil Sharma 
accepted the position of director of 
international relations with the CVCA. 
His prior posting was consul-general in 
San Diego where he had been a keen 
supporter of Canadian VCs visiting the 
San Diego area and where he helped 
promote Canadian opportunities in 
Southern California.

Eye	of	the	world	
In late 2007, we received another 
invitation to attend the Indian Venture 
Capital Association Annual Meeting. 
This invitation resulted from ongoing 
consultations between a number  
of VCs in India and the CVCA,  
including the exchange of information 
on our charter which helped establish 
the Indian Venture Capital Association. 
In December 2007, CVCA board 
member Sunil Selby led a mission to 

CVCA	International	
Committee	
The members of the CVCA 
International Committee are: 

u Sunil Selby, Trellis Capital

u Jennifer Brooy, EDC 

u Scott Dunlop, Cobalt Capital 

u John Marshall, Ontario  
Provincial Government MRI

u Sunil Sharma, CVCA 

u Leo Lax, Skypoint Capital  
(current chair)

u Richard Rémillard, CVCA

While	individual	members	of	the	CVCA		
had	strong	ties	to	the	international		
financial	institution	community,	Canada		
as	a	country	and	our	industry	in		
particular	were	virtually	unknown	as	
attractive	investment	opportunities



LP Watch

relatively small amount of money has 
actually been put on the table. Canada’s 
largest pension funds are among the 
most sophisticated institutional investors 
in the world, but many smaller shops 
lack the internal resources and staff 
to properly evaluate and pursue new 
opportunities outside their typical frame 
of reference, either in Canada or abroad. 

As a cyclical strategy, the distressed 
investing space has picked up steam 
in recent months. Many lenders have 
been hammered in the credit crunch 
and more investors are betting that a 
portion of the lower-grade debt issued 
for leveraged buyouts in recent years 
is now at greater risk of default in the 
current credit climate. 

“The LBO debt refinancing balloon on 
the horizon will explode,” says Dietrich, 
who notes that he has “seen several 
fund closings where PE sponsors have 
acquired stranded debt at a discount.” 

Players in distressed debt and equity 
are likewise increasingly active 
in those sectors that are currently 
struggling or vulnerable to erosion, 
such as manufacturing, or where out-
of-favour companies can be picked up 
at fire sale prices. 

A trend to specialization is also evident, 
particularly when it comes to alternative 
categories of assets that are intrinsically 
stable throughout the economic cycle. As 
an example, infrastructure has evolved 
from a niche sector within the private 
equity space to a separate asset class in its 
own right, with many investors — including 
Canada’s largest pension plans — holding 
it as a separate allocation within their 
portfolios to offset the market volatility that 
characterizes equities and fixed income. 
This shift also reflects the influence of 
the liability-directed investing model on 
pension funds and institutional investors, 
which, in addition to infrastructure, has 
attracted growing interest to real estate  
and to real return bonds. 

Another noticeable and related 
development in the private equity space 
is that the largest pension funds are 
increasingly becoming direct or co-investors 
in assets to fill out their alternatives 
books, thereby gaining more control over 
management activities and accordingly 
lowering overall fees. As Dietrich explains, 
“The larger pension funds have been 
building their capability to do direct deals, 
thus disintermediating sponsors.” 

Meanwhile, smaller funds, according 
to Dietrich, are starting to “[increase] 
allocations to the private equity space, 
particularly to infrastructure funds, at 
home and abroad, thus making up the 
decreased fund activity by the majors.”

As with any high-stakes venture, those 
players that are creative in how they 
approach the market are most likely to 
emerge from the current environment in 
a strong position. Which bets will pay off? 
Time will tell.
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LP Trends 
In	troubled	times,		
where	are	savvy		
investors	placing		
their	bets?	

“The	new	species	are	funds	whose	sweet	
spots	are	mid	market,	distressed	debt	and	

equity,	infrastructure	and	real	estate”

Nicholas	Dietrich,	
Gowlings	Lafleur	Henderson	LLP

In the current market 
environment, many investors are 
focused primarily on rebalancing 
their existing portfolios rather 
than expanding their books or 

looking for new asset classes. 

As a result, fundraising remains 
challenging. But uncertainty typically 
creates opportunities for those with the 
ability — or insight — to ante up.

“The new species are funds whose sweet 
spots are mid-market, distressed debt 
and equity, infrastructure and real estate, 
especially for pension funds whose 
horizon is patient and long term,” says 
Nicholas Dietrich, a partner at Gowlings 
Lafleur Henderson LLP. 

Buyout opportunities have slowed in 
Canada but can still be found as the 
underlying fundamentals for quality  
mid-market transactions remain 
relatively strong in historical terms, with 
favourable acquisition multiples relative 
to the mega-market deals previously 
seen in the U.S. and foreign markets. 

Indeed, Canadian LPs appear to be 
largely sticking to what they know; while 
there is significant interest in developing 
markets, especially BRIC countries, a 



Legal Update

On February 28, 2008, 
the Canadian Securities 
Administrators (CSA) 
released draft National 
Policy 31-103 and the 

related Companion Policy containing 
revised proposals designed to 
harmonize and streamline the securities 
registration regime throughout Canada. 
The revised proposals were released 
in response to a record number of 
submissions made on the original draft 
released in February 2007.

Under the proposed new rule, there would 
be three general categories of registration: 
investment fund manager, dealer, and 

INAUGURAL EDITION  Private Capital Privé    2�

Understanding  
securities  
registration reform 
Legal	expert	Gary	Solway	addresses	some	of	the	
questions	being	raised	about	proposed	changes	
to	the	securities	registration	regime

by Gary Solway

adviser. Registrants must comply with 
specified compliance, proficiency, 
conduct, conflict of interest, insurance and 
capital requirements which differ for each 
registration category. Submissions on the 
revised proposals were due at the end of 
May. No response has yet been released 
by the CSA.

The CVCA met with Ontario Securities 
Commission staff prior to the submission 
deadline and also made written 
submissions in response to both 
proposals.  In our submissions on the 
revised proposals we explained that 
the substantial majority of the members 
of the CVCA are small firms operating 
on small budgets with essentially fixed 
incomes (management fees that have 
been set for the life of the fund based on 
a percentage of committed capital). 

It is important to note that the senior 
partners, officers and employees of 
private equity and venture capital firms 
often do not have the credentials sought 
by the regulations for registration.  In 
fact, investors in the venture capital, debt 
and private equity industry deliberately 
select firms on entirely different 
criteria.  Entrepreneurial skill, technical 
and scientific expertise, business- 
building and strategic prowess, and 
networking skills are some of the key 
attributes sought by the investor base.  
Furthermore, the proposed proficiency 
requirements involve education in 
matters that are largely irrelevant to 
successful venture capital, debt and 
private equity investors.

These firms cannot afford additional 
professional staff. Applying the proposed 
registration regulation to these firms 
would amount to an undue hardship for 
no apparent benefit. The current system 
has worked well, with no complaints or 
failures in the market resulting from a 
lack of registration.

It is our impression based on the 
discussions we have had that the CSA 
does not intend to regulate active 
investors such as venture capital 
and private equity/debt investors by 
requiring them and their staff to register 
in connection with ordinary course 
activities in which they engage.

In our meetings and submissions, we 
expressed our view that the draft national 
instrument, read alongside other existing 
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legislation, made the applicability 
of these new rules to venture capital 
and private equity investors unclear.  
We therefore requested that further 
clarification be included in the new rules.

The draft Companion Policy does include 
some language regarding venture 
capital. It states that registration may 
not be required where a venture capital 
fund organized as a limited partnership 
makes investments that it actively 
manages and develops.  However, this 
wording does not establish any “bright 
lines” for venture capital or private 
equity exemptions from the registration 
requirements.  In addition, the draft 
Companion Policy does not address the 
following:

u What “actively manage and 
develop” means (including whether 
syndicate participation is “active”); 

u  Whether the involvement of a 
fund manager in the investment 
decisions of a fund would require 
registration as an adviser;

u  Whether the involvement of a fund 
manager in raising capital for a 
fund or portfolio companies would 
require registration as a dealer; 

u Whether or not the type of security 
utilized by a fund to make its 
investments has any bearing on the 
requirement for registration; and

u  Whether changes in role over time 
(from an active management to a 
passive investment) are relevant for 
classification purposes. 

Proposed	Additions	to	
Companion	Policy		
In the CVCA’s submission to the CSA, we 
suggested adding the following language 
to the existing language of Section 1.4 
of the draft Companion Policy under a 
revised heading of Venture Capital and 
Private Equity.
u  None of (a) the management firm 

managing (whether by contract, 
through ownership of the general 
partner, manager or otherwise) a 
venture capital or private equity/

debt fund (each a “Fund”), (b) 
the Fund itself (including its 
general partner or other similar 
managing entity), or (c) their 
respective officers, directors or 
employees will be required to be 
registered (i) to raise capital for a 
Fund (or a prospective Fund) or 
for an investee of a Fund (in the 
case of a management firm, an 
investee of a Fund managed by the 
management firm), or (ii) to assist 
that Fund in making investment 
decisions provided that (I) the stated 
purpose of the Fund is to be actively 
involved in the management of 
investees, and (II) at the time 
each Fund investment is made in 
an investee, the Fund is actively 
involved in the management of that 
investee either directly or through a 
syndicate partner or other Fund. A 
management firm, a general partner 
or other similar managing entity 
that is paid a separate fee for raising 
capital for Funds or investees (as 
opposed to management fees for 
managing a Fund or sharing in 
gains of a Fund) may be required 
to be registered as a dealer having 
regard to the business triggers.

u  “Actively involved in the 
management of the investees” 
means an investment in an 
investee pursuant to a written 
contract that entitles the investor 
to certain rights in respect of 
the management, direction or 
oversight of the investee. Those 
rights could include one or more 
of the following: board or observer 
nominee rights; approval rights 
or vetoes with respect to specified 
management, board or shareholder 
matters or material transactions; 
approval of annual budgets; 
financial covenants for the purpose 
of monitoring the business; special 
information rights beyond that 
which is normally required under 
general corporate law; or special 
rights to participate in subsequent 
financings. The effect of the rights 
granted must be to enable the 
investor to have (or to have had) 
some meaningful influence on some 
material decisions which might be 

taken by the investee. Those rights 
must extend beyond the rights the 
investor would have as an investor 
at law without the benefit of the 
specific contract negotiated with the 
investee. The characterization of 
active involvement in management 
would not change if a Fund were 
to cease to be actively involved in 
the management of an investee 
over time as an investee’s business 
develops and changes. For 
example, if an investee becomes a 
public company, the Fund would 
likely cease to have any further 
contractual rights to be involved in 
management of the investee. The 
change in status of an investment 
from active to passive will not 
require registration. 

u  A Fund will be considered to 
be “actively involved in the 
management” of an investee if 
(a) it co-invests in an investee 
through a syndicate of investors 
(contemporaneously with the initial 
investment by a lead investor or at a 
later juncture) in which at least one 
investor obtains management rights 
of the sort described in the preceding 
paragraph granted pursuant to a 
written contract with the investee, 
and (b) the Fund is also a party to the 
agreement with the investee.

u  Any person or entity that is not 
required to be registered to engage 
in the activities referred to in 
paragraphs 1 to 3 will be entitled 
to use the registration exemptions 
in, and will not be a “market 
intermediary” for the purposes of, 
applicable securities legislation 
when engaging in those activities.

Given the significant negative impact 
on the CVCA firms, should the revised 
proposals require registration of firms 
and their staff, the CVCA is committed to 
pursuing this matter vigorously on behalf 
of its membership.

Gary Solway is a partner at Bennett Jones LLP  
and a member of the CVCA board.  

Bennett Jones LLP has been representing the CVCA 
in its submissions on the registration proposals. 
He can be reached at solwayg@bennettjones.ca



Giving Back

In the private equity world, the 
most obvious measure of success 
is achieving or exceeding the 
expected return on investment. 
But social responsibility is also top 

of mind for many of the world’s largest 
PE players and financial organizations. In 
fact, it is increasingly recognized as a vital 
part of the overall value equation. 

That’s one reason why Macquarie 
Group, an international financial services 
company with a strong PE presence in 
Canada for nearly 10 years, invests in 
the communities it serves in 25 countries 
across the globe with the support of the 
Macquarie Group Foundation.

“Social responsibility is a core value 
of Macquarie,” explains James C. S. 
Cowan, managing director and co-head, 
Private Placement Group, Americas, 
Macquarie Group Ltd. “Through our 
philanthropic efforts, we are providing 
human and capital resources to 
deserving organizations, which helps 
strengthen our relationship with key 
stakeholders in the community.”

Macquarie’s philanthropic activities are 
aimed at directly improving the economic 
and social circumstances of underserved 
groups within the community. The 
objective is to have a direct, tangible 
impact through funding dollars, 
volunteerism or donation of employees’ 

time and expertise. In the past year alone, 
the Foundation, together with the efforts 
of Macquarie staff, contributed more 
than C$22 million in community grants 
to more than 800 organizations globally, 
says Cowan, who heads up a volunteer 
committee of Macquarie’s Canadian 
employees that is charged with evaluating 
local opportunities for charitable giving. 

In Canada, Macquarie supports a number 
of charitable causes. As well, financial 
donations from staff are matched by the 
Foundation. Earlier this year, Canadian 
staff raised more than $40,000 for cancer 
research through the Ride to Conquer 
Cancer. Staff also volunteered their time 
to support Earth Day initiatives.

Macquarie also recently inked a three-
year partnership with Youth in Motion, a 

Canadian charity that works with youth 
from all walks of life to provide them 
with the opportunities and tools they 
need to succeed. 

“We met with the CEO [of Youth in 
Motion], we liked their mandate and 
we liked what they do,” says Michael 
Bernstein, managing director and head 
of Canadian Infrastructure and Utilities 
Advisory at Macquarie North America 
Ltd. “We want to take that incredible 
spark that Canadian youth have and we 
want to nurture it”. Today, Bernstein sits 
on Youth in Motion’s board of directors.

Tools	for	a	better	life	
Macquarie’s funding dollars are 
earmarked for Youth in Motion’s 
Opportunities Unlimited program, 
which helps young at-risk women by 
providing them with life skills, career 
placement opportunities and mentors to 
help unlock their potential. This program, 
says Bernstein, helps “maximize the 
performance and opportunities for youth 
in Canada…. Reaching someone at a 
young age creates benefits for them – in 
happiness, health, finances and equality.” 

Priorities for the program in 2008 include 
developing an alumni and resource 
network so that graduates can continue 
to benefit from the strong friendships and 
professional relationships that they have 
formed through the program.

Opportunities Unlimited has been a real 
success story for Youth in Motion. The 
organization reports that 86 to 93 per cent 
of program graduates go on to fulfilling 
jobs or back into school. In an industry that 
measures success by the numbers, that’s an 
ROI that anyone can get excited about. 

The economist Milton Friedman may 
disagree, but creating lasting value 
for investors increasingly means 
encompassing and addressing the needs 
of all stakeholders, which includes 
helping to foster healthy, productive 
citizens and robust communities. For 
Macquarie, that includes empowering 
Canadian youth to become successful. 

“As individuals, and as an organization, 
we have a responsibility for bettering the 
society we’re all a part of,” says Bernstein.
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Investing 
in the future

The	Macquarie	Group	dedicates	time,	money	and	
effort	into	helping	the	less	fortunate	

by Aaron Hoos

Earlier	this	year,	
Macquarie’s	
Canadian	staff	
raised	more	than	
$40,000	for	cancer	
research	through		
the	Ride	to		
Conquer	Cancer



32    Private Capital Privé  INAUGURAL EDITION 

Everyone who works in private equity and venture 
capital knows that a closing is the culmination of 
months, sometimes years, of effort. From the initial 
word of a possible opportunity, through the intense 
review and negotiation, structuring and strategic 

business planning, the end result of a completed transaction is 
always satisfying. 

But investors also know that the closing of their investment is 
really just the beginning – the first step in the value creation 
cycle that really just turns the page to the next chapter, to the 
growth and development of the business.

So it is with the closing of this first issue of Private Capital. One 
of the most important missions of the CVCA is to act as the 
voice of Canada’s private capital markets. Whether speaking to 
the press, to governments, to the broader business audience or 
the general public, it is essential for us to clearly articulate our 
views on issues that affect us. 

After many months of development and planning, we have 
reached this page, and the closing of the first edition of our 
CVCA magazine. As we move to strengthen our collective 

Tous ceux qui travaillent dans les domaines du capital 
de risque et d’investissement savent qu’une signature 
est le point culminant de mois – parfois d’années 
– d’efforts. De la première rumeur d’une opportunité, 
en passant par les phases intenses d’examen, de 

négociation, de montage et de planification stratégique, le résultat 
d’une transaction conclue est toujours gratifiant.

Mais les investisseurs savent aussi que la conclusion de leur 
investissement n’est que le début – la première étape d’un cycle de 
création de la valeur qui ne fait que tourner la page du prochain 
chapitre, celui de la croissance et du développement de l’entreprise.

Ainsi en est-il de la conclusion de ce premier numéro de Private 
Capital Privé. L’une des plus importantes missions de la CVCA 
est d’agir comme porte-parole des marchés canadiens des 
capitaux privés. Que l’on s’adresse à la presse, au gouvernement, 
au monde des affaires ou au grand public, il est essentiel de bien 
expliquer notre point de vue sur les enjeux qui nous touchent.

Après de nombreux mois de développement et de planification, 
nous avons atteint cette page est la conclusion de notre premier 
numéro du magazine de la CVCA. Alors que nous agissons pour 

Just the beginning 
Ce n’est qu’un débutby Rick Nathan

u	u  Closing
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voice as an industry, we are only beginning the cycle of growth 
that lies ahead.

And for myself, the closing of my term as CVCA president 
represents the completion of three years of navigating the often 
challenging terrain of representing Canada’s venture capital 
and private equity markets:

u  Three annual conferences were all highlights, from 
Henry Kravis and kilts to Roger McNamee and 
Moonalice, perhaps the most lasting legacy will be the 
institutionalization of a fine Scotch tasting event as a 
conference tradition! 

u Our CVCA research program has become increasingly 
important to build and protect our markets, from our 
watershed study of the Drivers of Venture Capital 
Performance through this year’s release of Why Buyouts 
are Good for Canada. 

u Our collective efforts have also led to a growing 
appreciation among governments of the importance 
of our sector to the long-term health of our economy, 
reflected in their increased focus on our issues. 

u And of course, it has been great to watch the strong 
growth of the CVCA itself, with more members, 
representing more capital, attending more events in  
each successive year. 

None of these achievements would have been possible without 
the tremendous help from the volunteers around our CVCA 
board and committees and our great CVCA staff, and I want to 
thank all of you for all of your hard work and support during my 
term as president.

As I step back from the lead role in the CVCA, it too, like a 
closing, opens the next chapter of growth and development. 
For the CVCA, this leads into a full program of new initiatives 
under the leadership of Greg Smith as we continue to build our 
association and our industry. 

For me, the post-closing agenda means more time to focus on 
investing and deal making. When I look across our economy, 
I see companies that continue to need funding while our 
competing suppliers of capital at the banks and in the public 
markets are still quiet. There are many high quality ideas 
looking for investors, as the high noise levels of mid-2007 
have given way to a more realistic environment and prices are 
finally drifting down. 

The road ahead looks very interesting and I can’t wait to take 
the next step: This is a great time to be an investor in Canada’s 
private capital markets!

Rick Nathan was the CVCA president from 2005 to 2008.  
He is also managing director at Kensington Capital Partners Limited. 
He can be reached at rnathan@kcpl.ca

renforcer notre voix collective, comme secteur, nous ne faisons 
qu’entamer le cycle de croissance qui nous attend.

Quant à moi, la conclusion de mon mandat de président de la 
CVCA représente l’achèvement de trois ans de navigation sur 
le terrain souvent difficile de la représentation des marchés de 
capital de risque et d’investissement du Canada :

u Les trois congrès annuels ont tous été des moments forts, de 
Henry Kravis à Roger McNamee en passant par Moon Alice. 
L’héritage le plus durable sera peut-être l’institution d’une 
dégustation de whisky fin comme tradition de notre congrès!

u Notre programme de recherche de la CVCA est devenu de 
plus en plus important pour bâtir et protéger nos marchés, 
de notre étude des Facteurs de performance du capital de 
risque à la publication, cette année, de Pourquoi les rachats 
d’entreprises sont bons pour le Canada.

u Nos efforts collectifs ont aussi mené à une  
appréciation croissante, parmi les gouvernements, de 
l’importance de notre secteur dans la santé à  
long terme de l’économie.

u Bien sûr, il a été formidable d’observer la forte croissance 
de la CVCA elle-même, avec plus de membres, 
représentant plus de capitaux, qui assistent à de plus en 
plus d’événements chaque année.

Rien de tout cela n’aurait été possible sans l’aide formidable 
des bénévoles qui participent au conseil et aux comités de 
la CVCA et à notre équipe de permanents. Je tiens à vous 
remercier tous de votre ardeur au travail et de votre soutien 
durant mon mandat de président.

La conclusion de mon rôle dirigeant dans la CVCA ouvre le 
prochain chapitre de notre croissance et de notre développement. 
Pour la CVCA, cela conduit à un programme complet de nouvelles 
initiatives sous le leadership de Greg Smith alors que nous 
continuons de développer notre association est notre secteur.

Pour moi, cette fin de mandat apporte plus de temps pour me 
concentrer sur les investissements et les marchés. Quand je 
regarde notre économie, je vois des entreprises qui continuent 
d’avoir besoin de financement sans que les autres fournisseurs 
de capitaux que sont les banques et les marchés boursiers ne 
lèvent le doigt. Il y a de nombreuses idées de grande qualité qui 
recherchent des investisseurs, maintenant que les hauts niveaux 
de bruit du milieu de 2007 ont cédé la place à un environnement 
réaliste et à des prix qui descendent enfin.

La route s’annonce très intéressante, et j’ai hâte à la prochaine 
étape : C’est une époque formidable pour être un investisseur 
dans les marchés de capital privé du Canada!

Rick Nathan a été le président de la CVCA de 2005 à 2008.  
Il est aussi directeur général de Kensington Capital Partners Limited. 
On peut le joindre à rnathan@kcpl.ca

u	u  Closing
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...and get up to 
$2,250 in tax credits!*

About VentureLink
VentureLink LP manages four VentureLink funds including VentureLink Brighter Future Fund. The Fund’s objective is to achieve long term capital appreciation 
by making primarily equity investments in a diversified portfolio of securities of eligible businesses involved in energy, water and waste management, 
telecommunications, biotechnology and information technology. 

With over $280 million under management, VentureLink Funds are a diverse group of labour-sponsored funds (“LSIFs”).

VentureLink LP
One Richmond Street W., Suite 801
Toronto, Ontario  M5H 3W4

Phone 416 681 6676
Toll Free 800 253 1043
Fax 416 681 6661

www.venturelinkfunds.com

Time is running out!
Don’t let this opportunity
pass by – get in now for a 
rewarding 35% tax credit.

ACT NOW! Our Brighter Future Fund ROIF status 
will expire at the end of 2008. 
Get your 35% tax credit now while you still can!

Strong Performance
Dedicated team of Managers
Commitment to the future

Invest in mature, established Ontario companies in...
Alternative Energy
Water and Waste Management
Environmental Technologies
Software
IT
Biotechnology

* Please read the Funds’ prospectuses for further details. $2,250 in credits are only available for purchases of VentureLink Brighter Future Fund until December 31, 2008. Read a mutual fund’s 
prospectus and speak to an advisor before investing.

VentureLink Brighter Future Fund Inc. was formed under the Canadian Business Corporations Act by articles of amalgamation dated July 31, 2006 amalgamating VentureLink Brighter Future 
(Equity) Fund Inc. and VentureLink Fund Inc. VentureLink Brighter Future Fund provides a 15% Federal Tax Credit on a purchase of up to $5000 per annum and a 20% Provincial Tax Credit on a 
purchase of up to $7500 per annum to investors in Ontario until December 31, 2008 and a 15% Provincial Tax Credit thereafter. Important information is contained in the prospectus. Please read it 
before investing. Commissions, trailing commissions, management fees and expenses all may be associated with this investment. The fund is not guaranteed and its value may fluctuate. Investment 
must be held for eight years to keep the tax credits.  VentureLink, VentureLink Funds, and VentureLink Brighter Future Fund are trademarks of VentureLink LP. 09/08.  



Our focus 
is on helping you achieve your goals.

Be it your first or tenth 
fund or investment, 
our customized approach 
will help your business 
flourish — whatever the 
environment.

For more information
please visit gowlings.com.
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