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Hy-Tech Drilling is headquartered 
in Smithers B.C. and always will be 
according to company president Brian 
Butterworth. The highly specialized 
business of drilling in remote and 
difficult terrain began with visionary 
Smithers entrepreneur Harvey Tremblay 
in 1991. From its humble beginnings 
with only a handful of employees and a 
prototype drill, to a worldwide business 
with more than 200 employees and 20 
operating drills during peak season, 
Butterworth says Hy-Tech’s success is 
due to its continued focus on its most 
important resource: people. 

Unlike other drilling operations, Hy-
Tech’s patented drills are designed 
to drill in areas with no road access, 
seemingly impossible terrain and even 
underwater. The proprietary technology 
developed by Hy-Tech provides power, 
depth and drilling accuracy with a much 
smaller footprint. Says Butterworth, 
“our focus on continuous improvement 
has also minimized our impact on the 
environment.” 

 
 

In 2008, Hy-Tech was the first northern 
B.C. company to access Northern 
Development’s Competitiveness 
Consulting Rebate (CCR) program 
to support its growth. Management 
has always recognized when to bring 
in outside expertise to help register 
patents, implement quality and 
environmental management systems, 
establish a software development 
division and develop HR systems and 
procedures. 

“It’s all about the people. We needed the 
outside expertise to develop a plan for 
our people at all levels of management 
as the company grew.” Hy-Tech is 
focused on controlled growth with the 
right people in place, he said, “we have 
an organizational chart that establishes 
who will move into key roles as we grow.” 
The consulting program in 2008-2009 
helped access qualified HR specialists 
to build a plan and a framework for the 
future [that remains in place today].  
The benefits for northern B.C. are clear 
– stronger companies means a stronger 
north, and Hy-Tech has no intention of 
leaving the region. 

“It’s all about the 
people. We needed 
the outside expertise 
to develop a plan for 
our people at all levels 
of management as 
the company grew.” 

Brian Butterworth
President
Hy-Tech Drilling
Smithers, B.C.

Competitiveness 
Consulting Rebate 
program’s first client

SUCCESS STORY  
Hy-Tech Drilling success fostered by 
culture of continuous improvement
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The Trust’s Competitiveness Consulting 
Rebate program has helped reinvent 
a major player in Burns Lake’s tech 
sector – and they’re busier than ever. 
Tech North president Ron Zayac admits 
to some tough years for his business 
following the 2012 Babine Forest 
Products sawmill explosion, but it wasn’t 
long before he recognized his company 
needed the expertise of a consultant to 
successfully redevelop his business. 

Following the mill disaster, three of Tech 
North’s employees left the company to 
pursue other opportunities. For the next 
18 months, Tech North operated on bare 
bones with one tech and actively tried 
to add to their work force. “We knew we 
needed help to completely redevelop our 
strategic plan and a key part of that was 
our employee attraction and retention 
plan,” said Zayac.

With the help of Northern Development’s 
Competitiveness Consulting Rebate 
program, Tech North was able to hire 
Kelly McCormack of McCormack 
Management. McCormack created a 
strategic plan, helped with attraction and 
retention of employees and streamlined 
internal business processes. “Kelly 
helped us integrate new software with 
our accounting system to tie the tech 
side of our business to our management 
side giving us real information on 
profitability,” said Zayac. “This allowed 
us to confidently attract two new skilled 
staff, retain our local customers and 
attract many new clients.” 

Zayac recommends other business 
owners take advantage of the 
Competiveness Consulting Rebate 
program. Zayac feels very positive about 
living and doing business in Northern 
B.C., “we’re busier than we’ve ever been 
and importantly, all our clients are busy 
working too.”

SUCCESS STORY  
Streamlined business process and 
an employee attraction and retention 
program generates new business

“We’re busier than 
we’ve ever been and, 
importantly, all of 
our clients are busy 
working too.”

Ron Zayac
President
Tech North
Burns Lake, B.C.
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Northern Development Initiative Trust (Northern 
Development) is an independent, non-profit economic 
development corporation serving central and northern 
B.C. supporting communities, First Nations, local 
governments, not-for-profits and businesses. Northern 
Development acts as a catalyst by providing capacity 
and funding to identify and pursue new opportunities 
for stimulating economic growth and job creation 
within the region.

The Competitiveness Consulting Rebate (CCR) 
program is the signature business program offered 
by Northern Development on a continual basis 
since 2008. The CCR program provides a rebate 
to small and medium sized companies engaged in 
manufacturing, innovative technologies, resource 
processing, transportation, distribution and their first 
line suppliers for outsourced management consulting 
services. As the economic opportunity from proposed 
major projects in mining, energy, transportation and 
construction in the region grows, local businesses 
need to be prepared to engage in the industrial supply 
chain supporting these projects. The Competitiveness 
Consulting Rebate program is a key driver to  
support business readiness across the Northern 
Development region.

Over the past years, the CCR program has assisted 
hundreds of central and northern B.C. businesses 
to access outsourced, third-party management 
consulting to help build capacity and capabilities in 
their business. A total of 350 consulting projects have 
been delivered to 234 unique businesses through the 
CCR program. Approximately 30% of CCR projects have 
supported health and safety program development and 
registration on vendor pre-qualifications systems –  
a prerequisite for bidding on major projects.

Northern Development has invested more than 
$2.9 million to support local businesses, which has 
leveraged incremental private sector investment of 
$3.4 million. Businesses participating in the CCR 
program are located across Northern Development’s 
four regions. The highest participation (47%) is from 
the Prince George region, the business service hub of 
northern B.C. The program has grown significantly with 
the budget more than doubling to $700,000 in 2015. 

In the three year period from 2013-2015, CCR 
reporting businesses had a 14.2% increase in revenues 
from $396 million to $452 million. For 2015 alone, 
the estimated direct economic impact of all CCR 
businesses was $2.1 billion employing 8,900 people in 
the region. On average, CCR businesses also created 
2.3 more jobs than non-CCR businesses in the same 
three year period resulting in an estimated $6.6 million 
in incremental wages contributing to the northern B.C. 
economy. 

Feedback from businesses is overwhelmingly positive 
to the program and its benefits. Success stories 
provide rich context to the financial contribution made 
by the Trust. The Competitiveness Consulting Rebate 
program helps businesses grow, implement best 
practices, become more competitive and ultimately 
build a stronger North.

Executive Summary
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The Economic Impact Report profiles the activity and impact on the northern economy by 
businesses who have participated in Northern Development’s Competitiveness Consulting Rebate 
program over the past eight years. Both from a quantitative and qualitative perspective, this report 
summarizes the scope and benefit of the program as well as feedback and first hand experiences 
from a sample of participating businesses. 

The impetus for establishing the Competitiveness Consulting Rebate program was simple - limited 
access to qualified management consultants in central and northern B.C. The program’s primary 
objective is to provide businesses with resources that would enable them to work with qualified 
management consultants at critical stages of their growth and development. 

In many cases, the consulting fees and consultant travel costs, particularly in the north, give 
business owners reason to defer or avoid getting the expertise they need. Affordability and access 
to qualified consultants (who are plentiful in larger urban centres) can be a significant disadvantage 
to businesses in the north. The CCR program helps to reduce the barrier to engaging management 
consultants by offsetting a portion of consulting fees and enabling timely expertise. In addition, 
businesses that have limited experience engaging consultants and/or have not identified a 
consultant for their project can request a qualified consultant referral. Approximately 30% of 
businesses accessing the CCR program have asked for a consultant to be recommended. 

With the significant economic activity planned for central and northern B.C. in mining, energy, 
transportation and construction, local businesses need to be prepared with the proper certification, 
systems, policies and procedures to engage with multi-national businesses as these major  
projects commence. 

Unless businesses have the necessary tools, certifications, systems and qualified human resources 
to manage growth, B.C. businesses risk losing out to competitors. According to the Organization 
for Economic Cooperation and Development (OEDC), Canada’s productivity is lagging behind other 
industrialized countries and the gap is growing. The Competitiveness Consulting Rebate program 
acts as a stimulus for businesses to invest in best practices that improve their productivity and  
increase competitiveness. 

Introduction



7

Hiring external consultants is a cost-effective way 
for businesses to leverage specialized knowledge. 
There may be a skill gap, time limitations, or simply 
that the expertise is not within a company’s core 
competency. The smaller the business, the more likely 
that the expertise is not in-house and can be difficult 
to financially rationalize. Business consultants are 
typically contracted when the business has a goal for 
growth (i.e. building a health and safety program or 
developing a strategic plan) that cannot be realized with 
existing resources or when a business has a significant 
challenge that puts them at risk (i.e. shrinking profits 
or loss of a key customer). Hiring a good management 
consultant can save time, improve the bottom line and 
ultimately achieve a better outcome for the business.

A 2010 Angus Reid study of Canadian entrepreneurs 
asked why they invested or intended to make 
investments in their business. The three main  
answers are: 

1. Need to improve procedures and productivity (47%)

2. Keeping up with competition (34%)

3. Saw an opening in the market and decided to be 
proactive (32%) 

Investments in a business can take the form of 
capital investment (buildings, equipment, tools 
software systems) or equally valuable human capital 
investments (skill development, training, management 
coaching). While the value of investing in consulting 
expertise is typically considered less tangible, several 
studies have demonstrated the return on investment. 

 
In July 2013, Industry Canada conducted an 
independent study of Business Development Bank of 
Canada SME (small and medium sized enterprises) 
clients and their financial performance over a five 
year period. Research showed that clients who 
accessed consulting services performed better than 
a comparable industry group in terms of annual sales 
growth (8-25%), employment growth (8-14%) and 
productivity growth (4-13%). 

A 2010 study by the Management Consultancies 
Association reported that 99% of clients were satisfied 
or very satisfied with the work of their consultants and 
on average realized a 10x multiple of the fees paid to 
the consultant. 

The Consulting  
Value Proposition

“One of the things consultants can do 
is help you broaden your scope and lift 

your eyes above the horizon.” 

Dominic Barton
Executive Director
McKinsey and Co.



Smith Connelly Services Ltd. (SCS) is a 
civil construction contracting company 
based out of Dawson Creek. Blair 
Smith and Paul Connelly’s diversified 
interprovincial registered company 
provides labour and equipment for a 
variety of projects throughout the peace 
region. General manager Blair Smith 
knew that a Certification of Recognition 
(COR) for SCS’s health and safety 
management system was critical to 
their business success. Smith accessed 
Northern Development Initiative Trust’s 
Competitiveness Consulting Rebate 
program to help offset the costs of 
becoming COR certified. 

“I learned about the consulting rebate 
program through Kathleen Connolly 
of the Dawson Creek Chamber of 
Commerce,” explained Smith. He inquired 
with Northern Development and was 
pleased with the ease of the application 
process and the helpful staff. “There’s 
no other program like this that helps 
you save money,” Smith said. “Northern 
Development’s business assistance and 
financial assistance was invaluable.”

SCS hired Intention Safety Services 
and Western Safety Consulting to 
conduct a gap audit and assist their 
company in gaining COR certification. 
SCS demonstrated their commitment 
to raising the standard of worker health 
and safety and proved their health and 
safety management systems meet the 
approved industry standards. “We’re 
really proud of how well our company 
and our crews did,” said Smith, “we put 
a lot of work into getting COR certified 
because we knew it was essential to our 
success.” SCS is now able to work with 
more clients, which equates to more 
revenue and a stronger business.

“We’re really proud 
of how well our 
company and our 
crews did. We put 
a lot of work into 
getting COR certified 
because we knew it 
was essential to our 
success.” 

Blair Smith
General Manager
Smith Connelly  
Services Ltd.
Dawson Creek, B.C.

SUCCESS STORY  
Dawson Creek civil construction  
company hires consultant to assist in 
COR certification
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The Competitiveness Consulting Rebate program was 
created in 2008 by Northern Development Initiative 
Trust to support businesses in manufacturing, resource 
extraction and processing, distribution, innovation, 
transportation and their industrial supply chain 
suppliers. These sectors are significant contributors to 
the economy of central and northern B.C. and as such 
their productivity and competitiveness is a regional, 
provincial as well as a national priority. 

The program supports businesses to engage external 
consultants to assist with business planning, market 
development, human resources, operational efficiency 
and quality management and management capacity 
building by offsetting up to 50% of the consulting fees 
to a maximum of $30,000 per business. 

Eligible businesses for the Competitiveness Consulting 
Rebate must meet the following criteria:

• Incorporated, small and medium sized companies 
engaged in manufacturing, innovative technologies, 
resource processing, transportation, distribution 
and their first line suppliers.

• Generating revenues (or expecting to 
commercialize within the next year)

• Headquartered or have major centres of operation 
in the region

• Privately owned (i.e. not publically traded)

• Less than $100 million in revenues 

• Less than 500 employees

The program helps to level the playing field for central 
and northern B.C. businesses to access qualified 
management consultants who are more available and 
affordable in larger urban centres. Originally launched 
in collaboration with the Business Development 
Bank of Canada (BDC) Consulting Group, Northern 
Development outsourced the consulting services and 
project management for clients accessing the program.

From 2008 to 2011, BDC Consulting Group exclusively 
delivered the program on behalf of the Trust. In May 
2011, Northern Development hired a director of 
business development. By acquiring internal business 
consulting and project management capabilities, 
the program was able to be expanded to include 
independent consultants, consulting firms and their 
clients’ access to the consulting rebate program. 

The following statistics are from program inception to 
July 30, 2016, unless otherwise noted. 

Levelling the  
Playing Field

“This partnership generates significant 
business development opportunities 
and positive economic spin offs for 
manufacturing in central and northern 
B.C. Additionally, this partnership serves 
to fulfill the shared mandate of both 
Northern Development and BDC to 
support the sustainability and growth 
of Canadian manufacturers and their 

suppliers in our mutual territory.” 

Scot Speiser
Vice President
BDC - BC North and Interior
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The Competitiveness Consulting Rebate program 
was launched in 2008 with an initial budget allocation 
of $750,000 over two years. By the end of 2009, a 
total of $265,857 (or 35% of the budget) had been 
approved through BDC Consulting Group referred 
projects. Not until 2012 did project approvals begin 
to increase, doubling both in number of projects and 
approved funding from the previous year. In 2013, the 
Board approved an increase of the annual budget to 
$400,000. As a result of the many Contractor-Supplier 
Bootcamps delivered by Northern Development, and 
the significantly higher interest by businesses, the 
Board approved an increase in the annual budget from 
$500,000 to $600,000 for fiscal 2015. By mid-year 
2015, a growing demand for the program resulted in 
the Board approving a further $100,000 increase to the 
budget for an annual program allocation of $700,000. 
The budget increase was well founded as year-end 
results confirmed the highest number of approved 
applications (81) of any Northern Development funding 
program and effectively full allocation of the annual 
$700,000 budget.

While the global economic downturn, felt by local 
businesses in late 2014 and early 2015 was a threat 
to business investment and capacity building, the 
2016 year to date (end of July) results remain strong. 
However, the nature of the consulting projects has 
shifted from certifications and health and safety to 
more strategy and market development. This has 
resulted in the need for more complex expertise with 
higher consulting fees which is reflected in a higher 
average rebate in 2016. As of July 30th, 43 projects 
have been approved for $474,000 (68% of budget) in 
anticipation the full 2016 budget allocation. 

Program Uptake by Year

201620152014201320122011201020092008

19 21

32

18

39
35

62

81

43

350
PROJECTS SINCE 2008

Cross Regional
Northwest
Northeast
Prince George
Cariboo-Chilcotin/Lillooet

47.4%22.3%

18.3%

3.1% 8.9%

% of projects per region

YTD



$6,377,826
TOTAL PROJECT VALUE

Project Value $
Rebate Value $

201620152014201320122011201020092008

Nearly $3M
IN REBATES TO DATE

% project funding sources

year $ rebate $ project value

2008 144,919 290,104

2009 120,938 241,875

2010 298,215 598,752

2011 116,370 238,893

2012 388,102 890,480

2013 325,618 672,460

2014 447,136 983,936

2015 680,352 1,495,629

2016 473,630 965,698

TOTAL 2,995,280 6,377,826

201620152014201320122011201020092008

$7,627

$8,558
AVERAGE REBATE VALUE

$5,759

$9,319

$6,465

$9,951
$9,303

$7,212

$8,399

$11,014

Private sector investment
Northern Development funding

46.9% 
$2,995,280

53.1% 
$3,382,546
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11 CROSS REGIONAL PROJECTS
$105,075 IN FUNDING

78 PROJECTS
$705,962 IN FUNDING

NORTHWEST REGION

64 PROJECTS
$546,711 IN FUNDING

NORTHEAST REGION

166 PROJECTS
$1,376,622 IN FUNDING

PRINCE GEORGE  
REGION

31 PROJECTS
$260,908 IN FUNDING

CARIBOO-CHILCOTIN/  
LILLOOET REGION

# and $ of projects and dollars invested by region
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Industry Canada defines small and medium sized 
enterprises (SME’s) as businesses with less than 500 
employees. Medium sized businesses are those with 
100-499 employees and small businesses have less 
than 100 employees. According to 2013 statistics, 
B.C. small and medium sized businesses contributed 
29% of the province’s total gross domestic product 
(GDP), which is a key measure of economic output 
(BC Statistical Services). Shown below is the profile 
of businesses accessing the CCR program with 84% 
categorized as “small” and 16% as “medium” sized. 

While the profile of businesses in northern B.C. 
is predominantly “small business,” the uptake of 
businesses to the CCR program is well distributed 
among businesses of all sizes. While 40% of CCR 
clients reported revenues of $5 million or greater, the 
program has supported a larger proportion of clients 
(60%) with revenues below $5 million. This trend likely 
reflects a great dependency on off-setting costs for 
external consulting expertise. 

Profile of CCR Clients

More than 100 employees

51-100 employees

26-50 employees

11-25 employees

10 or less employees

16%

10%

14%

16%

44%

% business size by employee

More than $10M in annual revenue

$6M - $10M iin annual revenue

$1M - $5M in annual revenue

Less than $1M in annual revenue

21%

19%

37%

23%

% business size by revenue

14%

8%

31%

37%

10%

Resource Processing
Industrial Services
Industrial Supplies 
Transportation/Distribution
Manufacturing

% business sectors

Of the total 350 projects approved 
in the CCR program, 234 (66.8%) 
were first time applicants. On 
average, approximately one third 
of the CCR projects annually are 
with repeat clients having different 
consulting requirements as the 
business evolves. 

Returning
New

66.8%

33.2%

% repeat clients



A small First Nations community in 
B.C.’s Chilcotin is bucking economic 
trends with a new locally-harvested and 
manufactured beverage: Crazy Horse 
Energy Drink. Not so long ago, the 
Alexis Creek First Nation (Tsi Del Del), 
located two hours west of Williams Lake, 
was a forestry and logging-dependent 
community. But all that changed when 
the Mountain Pine Beetle epidemic 
wiped out much of B.C.’s interior pine, 
and forced communities such as Alexis 
Creek to pull together and focus on 
economic diversification. 

“We wanted to show entrepreneurial 
leadership and build something our local 
youth could get excited about and take 
pride in its success. Our youth need 
more career options than cutting trees 
and sawing logs,” stated Percy Guichon, 
councillor, Alexis Creek First Nation. 

In 2009, Tsi Del Del Enterprises, a 
development corporation of Alexis Creek 
First Nation, explored the opportunity to 
commercialize products from abundant 
traditionally-harvested local plants and 
berries. By 2012, enough research had 
been completed to develop a business 
plan for Crazy Horse Energy Drink, which 
would be manufactured using locally 
harvested ingredients such as rose hips 
and saskatoon berries.

The name Crazy Horse is a nod to the 
community’s vibrant ranching and horse 
culture, which is showcased each year at 
the annual Redstone Rodeo. 

A number of partner organizations 
worked collaboratively with the Alexis 
Creek First Nation to take the energy 
drink from vision to commercialization, 
including: Northern Development 

Initiative Trust, the National Research 
Council (NRC-IRAP), Cariboo Chilcotin 
Beetle Action Coalition (CCBAC) 
and Aboriginal Affairs and Northern 
Development Canada. 

In 2014, with Health Canada approval, 
the first 20,000 cans of Crazy Horse 
Energy Drink came off the production 
line and into local stores and gas 
stations. The initial distribution strategy 
was straightforward – get the cases in a 
truck and deliver them into consumers’ 
hands throughout B.C.’s interior. 

Yet the production process was not 
without its challenges. After a lengthy 
search, Tsi Del Del Enterprises was 
unable to find a co-pack facility in 
Canada. They had to settle for the 
Portland Bottling Company in Oregon to 
pack the product. 

“With so many micro-breweries in B.C. 
you would think access to canning would 
be easy but it’s not. Processing lines for 
beer can be contaminated with yeast 
and we could not take that chance,”  
said Bravi. 

Today, Tsi Del Del Enterprises has 
secured an independent distributor and 
is in final negotiations with two major 
convenience store chains to ship their 
products to consumer shelves across 
Western Canada. 

“It has been a very long process to get 
this far. This is the tipping point for Crazy 
Horse,” stated John Charleyboy, director, 
Tsi Del Del Development Corporation.” 

“Without the Northern 

Development funding 

for specialized 

consulting, the critical 

marketing, distribution 

and human resource 

plans would have been 

far more difficult to 

accomplish. It is these 

essential planning 

pieces that form the 

foundational knowledge 

to scale up our 

business.” 

Becky Bravi
General Manager
Tsi Del Del Enterprises
Alexis Creek, B.C.

From forest to fizz! 
First Nation diversifies economy with 
forest-based energy drink
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Program Impact

Since inception (July 2008 to July 2016), the Competitiveness Consulting Rebate program has supported 350 
projects with 234 unique clients. Data collected from a sample size of 45 participating business for the three 
year period from 2013-2015 is shown below. Total revenues and employee numbers are best estimates from a 
statistically significant reporting sample (34.3%). The period from 2013-2015 provides the best opportunity for 
analysis with the largest number of participating businesses with three full years of reporting. 

Revenue Impact (Output)
The total economic activity measured by revenues 
of the CCR reporting businesses is significant and 
shows a positive trend over the three year period. 
Between 2013 and 2014 revenues grew by 19.2% 
consistent with improving economic conditions in 
the region. 

While an economic slowdown has been widely 
felt across the region for the last 12-14 months, 
total revenues for the reporting businesses also 
decreased but not back to 2013 levels. Overall 
revenues increased 14.2% between 2013 and 
2015. Several CCR clients have reported that 
diversification and expanded market reach has 
mitigated the impact of a slower economy.

$ business revenues

201520142013

$396.6M

$472.7M
$453.1M

$2,054,013,884
ESTIMATED DIRECT ECONOMIC IMPACT OF ALL CCR CLIENTS
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Employment Impact
A total of 259 incremental jobs were created by 
reporting CCR businesses from 2013 to 2014. This 
represents a 14.3% increase in total employment 
and averages 5.75 new jobs per business. While 
employment numbers dropped in 2015 with 93 fewer 
jobs, CCR businesses gained efficiency as shown by 
revenue per employee. Revenues per employee grew by 
just over $10,000 per employee from $219,172 (2013) 
to $229,297 (2015). Greater employee productivity is 
typically gained through training, better procedures 
and operational controls. Of the total CCR clients, 
18.5% completed projects in human resources, quality 
management and operational efficiency. 

By comparison, Statistics Canada reports the number 
of B.C. jobs created by comparable industries in the 
development regions served by Northern Development 
between 2013 and 2015. Businesses in the region 
created 3,100 new jobs or 1.38 jobs per business. 
Over the same time period, reporting CCR businesses 
created 3.68 jobs per business or 2.3 more jobs than 
non-CCR businesses. 

At a conservative estimate of $40,000 annual salary 
per job, CCR reporting businesses created $6,640,000 
in incremental wages contributing to the northern B.C. 
economy. 

Indirect Impact
Every incremental dollar of economic activity created 
by CCR businesses creates additional spending in 
the economy. This multiplier effect is estimated to 
range between $1.27 and $3.00 for goods producing 
industries. Based on a median multiplier of $2.15 on 
incremental revenues generated by CCR reporting 
businesses the indirect impact is estimated to be 
$121,471,717 for 2015 alone.

# business employees

201520142013

1,810
2,069 1,976

8,958
ESTIMATED NUMBER OF EMPLOYEES 

FOR CCR CLIENTS IN 2015
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Project Types

The summary of consulting project types indicates 
a strong focus on health and safety with nearly 30% 
of total projects and 65% in the past two years. The 
demand for health and safety programs was clearly 
a response to pre-qualification for major projects. 
Without advanced health and safety program 
standards, such as Certificate of Recognition (COR), 
and prequalification registration on various platforms, 
businesses knew that they would be ineligible for 
contracted work. Several CCR clients indicated that the 
health and safety programs, implemented with support 
from Northern Development, were instrumental in 
securing incremental work. As important an outcome is 
workplace safety. 

A recent independent study conducted by UBC for 
WorkSafe BC confirmed the compelling benefit of 
implementing a comprehensive health and safety plan 
and achieving COR certification. The study showed 
a reduction of serious injuries, short and long term 
disability claim of 12 –17% lower for certified firms. 
The reduction of these injury costs well outweighs the 
business investment in the health and safety program 
implementation and also results in reduced WCB rates 
for COR certified businesses. 

Other
Innovation
Quality Management
Operations Efficiency

Health & Safety
Strategy
Human Resources
Marketing
Business Planning

13%

13%

8%

18%

30%

7%

3%
3% 5% % project types
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Business Planning
Business planning come in 
various forms. Business plans are 
prepared at different stages of the 
business life cycle and developed 
for different purposes – operations, 
financing and/or investment 
attraction.

A rudimentary business plan is 
a broad document that includes: 
corporate structure, product or 
service being offered, defined 
market and expected market 
share, positioning and market 
strategy, resources (people, place 
and equipment), costs, pricing 
and financial requirements. The 
level of detail in a business plan 
is determined by the audience 
(internal management team, 
banker, angel investor etc.). 

Business planning does provide 
significant value as shown by 
management research. Growth in a 
business is increased by a factor of 
~ 30% as a result of documenting 
a business plan (Journal of 
Management Studies, 2010).

“The CCR program helped us access the expertise to 
develop our business plan, sequence our opportunities, 
increase our focus and execution. With our professional 
plan we were successful in raising the necessary working 
capital to prepare for the next major step in the company.” 

Jessica Pothier - Aretas Sensor Networks Inc.
Mackenzie, B.C. - Business planning

“When we joined the MEC group, Van Valve was in its 48th 
year in one location. Now, after celebrating our 50th year, 
we have expanded to Vancouver Island and have a very 
successful mobile testing. During my time in this [MEC] 
group, the knowledge, ideas and support that I received 
have helped us not only expand but the changes internally 
have made our business run smoother and better.” 

Mike Bartha - Van Valve Service Centre & Sales
Prince George, B.C. - Manufacturers Executive Council

“The [study conducted by MNP] for a camp manufacturing 
facility gave us a comparative analysis that not only 
recognized “First Nations” as a lead proponent but gave 
us the information to make serious concrete decisions on 
whether or not to move forward on this project. This quality 
of study wouldn’t have been possible without the support 
of Northern Development’s program.” 

Al Gerow - Burns Lake Development Corporation
Burns Lake, B.C. - Manufacutring plant feasibility
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Marketing
A marketing strategy focuses 
on the market opportunity and 
those customers’ best aligned 
with the company’s products or 
services. A well-defined strategy 
includes research to identify the 
best customer(s), understand 
their needs and describes the 
most effective marketing efforts 
to reach that audience. The 
strategy outlines the specific 
business activities, targets and 
timelines to achieve the marketing 
objectives. Typically, a company 
will undertake a marketing strategy 
to extend brand awareness, gain 
new customers and grow the  
business through trust and 
confidence in the brand.

“The brand repositioning strategy and web site 
development has increased our competitiveness.  
The state of the art interactive web site has improved 
company moral, which has had a trickle-down effect 
of raising performance standards of several key 
departments… We have attracted more new independent 
dealers in the past six months than we have in the past 
three years. Thus Northern Development has assisted 
us in achieving one of our strategic goals of expanding 
our market with better quality and more professional 
representation throughout our market place.” 

Don Ross - Winton Homes Ltd.
Prince George, B.C. - Brand repositioning and  
online marketing

“The program allowed us to research the target market 
for our product and helped us hone in on who would be 
best to focus our efforts on. We have significantly grown 
our market in the U.S. I would definitely recommend the 
Competiveness Consulting Rebate program. It’s a great 
helping hand to get both the expertise and the  
financial aid.” 

Steven Findlay - Noratek Solutions Inc.
Prince George, B.C. - Customer discovery and  
marketing strategy

“Part of our growth plan is to bring more work into the shop 
for prefabrication. The marketing strategy supported by 
Northern Development helped us build on our reputation 
for quality and reliable service. The results are showing.” 

Tyson Kranrod - Tyrod Industries Ltd.
Prince George, B.C. - Marketing Strategy
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Human Resource 
Management
Human resources planning is a 
process that links the current and 
future human resources needs 
with the company’s business 
strategy. A comprehensive HR 
plan includes both tactical day – 
to day requirements (employee 
policies and procedures, payroll 
and benefits, training, government 
regulations) as well as strategic 
(talent recruitment, specialized 
training, professional development, 
profit-sharing) activities. 
With purposeful planning the 
development of existing staff and 
the recruitment of needed talent 
can increase productivity and 
give companies a competitive 
advantage in their market. 

“The consulting rebate helped Monster become a more 
diverse and safety oriented company which allows us to be 
more competitive in a larger market without the full cost of 
a big business. We developed policies and were able to hire 
a person to manage our health and safety program.” 

Kyle Thompson - Monster Industries Ltd.
Houston, B.C. - Human resources policies  
and recruitment

“The Competitiveness Consulting Rebate has allowed K&D 
Logging to more effectively and efficiently manage their 
human capital. This has increased the cohesiveness and 
productivity of our work force and allowed us to expand 
our operations. Because of the changes implemented in 
our human resources policies and procedures, we have 
become a more profitable company.”

Adam Wunderlich - K&D Logging/KDL Group
Fort St. James, B.C. - Human resources policies, 
procedures and performance management

“While N’usi Seafood is no longer operated by the  
Heiltsuk Economic Development Corporation, the operation 
is leased to an independent management company.  
The positive outcome from the effort [to re-open the 
shuttered fish plant] is that there are still 92 band  
members working at the plant today and these are jobs  
we did not have before.” 

Dave Jephcott - Heiltsuk Economic Development Corp.
Bella Bella, B.C. - Human resource planning and  
food safe program

201620152014201320122011201020092008

5

4

3

6

2

33 3

29
TOTAL HUMAN RESOURCES PROJECTS



21

Strategy 
Development
Strategic planning is typically 
undertaken when the business 
has reached a growth plateau or 
there is a major event impacting 
the business (i.e. new competitor 
in the market, economic downturn, 
currency fluctuation or opportunity 
for diversification and/or greater 
market share). The strategic 
plan examines the strengths 
and opportunities, weaknesses 
and threats to the business and 
outlines a plan of action with goals 
and objectives against which 
progress can be measured. The 
distinction between business plans 
and strategic plans is the first 
addresses the question “what will 
the business do?” while the latter 
details “how will it be done?”

“The business tools developed through the consulting 
project were helpful and provided clarity for the business 
to move forward. We identified and defined specific roles 
each company member played, thus enabling FloRite 
to maximize value in each company position. The [CCR] 
rebate was paramount to engage outside support. It made 
the project viable for our company.” 

Art Jarvis - FloRite Environmental Systems Inc.
Fort St. John, B.C. - Leadership development and 
business continuity

“Having the guidance of expert consultants allowed 
our Excel Group to create a new direction and develop 
expertise with-in. From 2013 through 2015 the Excel Group 
purchased a smaller trucking company in a new region, 
diversified into wood grinding in the bio-energy sector, and 
expanded into the oil and gas sector. All of these have been 
significant undertakings with timely support from Northern 
Development.” 

Annie Horning - Excel Transportation
Prince George, B.C. - Strategic planning and  
operational efficiency

“In order to build CCT into a leader in instrumentation we 
needed to build the systems to manage our team and 
realize our aspirations. Hiring a top talent business coach, 
helped us to build a culture that was not just words on 
paper. Knowing that we had the financial support of the 
[CCR] program helped us achieve our goals. Our revenues 
grew over 200% and we doubled our “problem solvers” 
(employees).” 

Blaine Kitzul - CCT Compressor Control Technologies Ltd.
Fort St. John, B.C. - Strategic planning
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Health & Safety
Health and safety programs are 
developed to establish rules, 
procedures and processes 
designed to mitigate risk and 
prevent injuries in the workplace. 
Health and safety programs are 
required and regulated in the 
workplace by occupational health 
and safety (OH&S) legislation. 
Basic health and safety programs 
have been enhanced in recent 
years with employer incentives 
and reduced worker compensation 
fees for employers implementing 
proactive programs (i.e. return to 
work). Major industries also require 
heightened health and safety 
programs and validation through 
prequalification systems before 
bidding on contracts. 

“While not yet showing a year over year revenue increase 
from the COR program it has definitely helped us in making 
sure we are compliant with current safety standards and 
requirements. It has also helped us get recognized by 
companies we wouldn’t have been recognized by in  
the past.” 

Philipe Bernier - BV Electric Ltd.
Telkwa, B.C. - COR certification

“The reward for this new, higher level of accountability is, 
first and foremost, a safer, healthier work force. [It] makes a 
strong public statement about the company’s commitment 
to protecting the well-being of workers and maintaining 
a culture of safety. With the rebate it makes it more 
compelling to get programs put into place.” 

Jerry Van Halderen - All-West Crane and Rigging Ltd.
Quesnel, B.C. - COR certification

“COR was a requirement to be eligible for Site C work. This 
summer (2016) we will be completing ~$700,000 worth of 
work on Site C. With the downturn in mining and oil & gas 
we are very glad to have this new work.” 

Dallas Barlow - Westech Drilling 
Prince George, B.C. - COR certification and  
ISN registration

“It would have been easy for us to sit back and be content 
with the business we have, but I’d rather step outside of the 
box once in a while and create something new. Northern 
Development became a key partner in our ability to 
proactively go after new business. Working with them  
was a very smooth, efficient process.” 

Willy Manson - Stinger Welding
Prince George, B.C. - COR/welding certification and MEC
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Operational 
Efficiency/Quality 
Management
Operational efficiency is the 
development of strategies to 
effectively combine the essential 
resources of people, processes 
and technology. The goal is 
to deliver cost-effective and 
timely products or services 
to the customer. Often cost-
cutting is the main driver for 
improving operational efficiency, 
however, cost savings should 
not be realized at the expense of 
delivering on customer needs or 
customer satisfaction. Efficient 
and profitable operations meet 
customer needs with the optimal 
amount of resources, people  
and time. 

The benefits of the [CCR program] are twofold; increased 
internal efficiency and a platform facilitating Spectrum’s 
growth and increased capacity. The [CCR] program 
parameters pushed us to use the funding for long-term 
cost savings as opposed to a one-time injection of funds 
for a specific development. There will be payback from  
this funding each time we need to make a change and  
it can be completed internally.” 

Duane Maki - Spectrum Resources Group Inc.
Prince George, B.C. - Resource management system

“With the consulting program, we were able to access 
specialized consulting services to learn proper techniques 
on how to operate the new [granite cutting] equipment. 
Since then our output has increased significantly, resulting 
in a five time revenues increase over three years.” 

Terry Thiara - Lithium One Imports Ltd.
Prince George, B.C. - Training and operational 
procedures

“Our business needed to move to an online platform to 
streamline reporting and our operations. The new system 
has created efficiency for the management team and 
increased client access to project information. We have 
taken another step to show that if and when these projects 
come through, we are ready.” 

Jordan Nicolussi - Sibola Mountain Falling
Prince George, B.C. - Operations management online 
platform

“As we take on larger and more complex projects, the 
requirement for a fully integrated quality management 
system is critical to successful bidding and managing 
these projects. Even while implementing the QMS with [a 
consultant referred by Northern Development], we were able 
to market ourselves to be direct awarded a major contract 
for Alta Gas.” 

Paul Tiefensee - Formula Contractors Ltd.
Prince George, B.C. - ISO quality management system
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Innovation
Innovative enterprises are most 
often a response to an identified 
customer or market need. Most 
innovation projects are incremental 
– small improvements to a 
company’s existing products or 
services, processes or methods. 
Incremental innovations result in 
improved efficiency, productivity 
and competitive differentiation. 

Transformational innovation 
projects typically focus on new 
product development rather than 
improvements/changes to existing 
products or services. In some 
cases transformational innovations 
are disruptive and create a 
breakthrough that changes society 
(i.e. the lightbulb, the combustion 
engine or the personal computer). 

“Through constant improvement in technology we have 
doubled the efficiency of the horizontal drilling equipment 
developed and manufactured in our Prince George 
shop. Northern Development Initiative Trust helped us 
to successfully apply for a number of tax rebates under 
the Scientific Research and Experimental Development 
Program. Northern Development has been a valued resource 
to support our innovative technology which ultimately 
benefits the mining industry.” 

John Irving - Sims Group.
Prince George, B.C. - Scientific research and experimental 
development (horizontal drill)

“Honestly, without the support of the Competitive 
Consulting Rebate program I would not have been able to 
undertake the work I needed to get done. The [program] 
allowed me to work with BCIT and take my proof of 
concept and develop it into a functional product. The 
support of programs like the CCR to small companies  
is huge.” 

Sterling Roberts - Sterling Innovation
Prince George, B.C. - New product development  
(Safe T Plug)

TOTAL INNOVATION PROJECTS
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There is strong evidence, both from economic reporting 
and first hand feedback, that the Competitiveness 
Consulting Rebate program has positively impacted 
participating businesses. 

Those businesses who have invested in consulting 
services represent an estimated $2 billion dollars of 
direct economic activity in the region and account 
for millions more in incremental wages through job 
creation as well as indirect economic spin-offs. They 
have created more jobs per business than the industry 
average in the region. They have created new business 
opportunities and acquired new clients.

Although we cannot assume a direct correlation 
between the CCR program and positive business 
impacts, it is clear that participating businesses are 
doing better in 2015 than in 2013 despite an evident 
economic downturn. 

The program has helped more small than medium-
sized businesses, and CCR clients have appreciated 
the program accessibility and turnaround time for 
applications. While many projects may have proceeded 
without the CCR program funding, it is recognized as a 
catalyst to invest in management capacity building. The 
value add business program not only provides offset 
funding but also access to management consulting 
expertise. The CCR program provides small and 
medium-sized businesses with support that enabled 
timely and critical investment to implement world class 
business practices and become more competitive in a 
global economy. 

Conclusions



Getumdone Contracting is living up 
to its name and building First Nations 
business success through safety, 
collaboration and cultural understanding 
in northern B.C. The Aboriginal-
owned, Houston, B.C.-based company 
supplies field crews to industrial 
projects in northern B.C.  Not long ago, 
Getumdone’s owner Layne Boucher 
knew that if he wanted to help his 
company grow and give back to the 
community he would need to meet 
certain industry – required health and 
safety standards to become a prime 
contractor for the TransCanada’s Coastal 
GasLink project. 

“The planning for the Coastal GasLink 
pipeline was well underway, and we 
needed to be able to get to the table to 
provide input about the local impact 
to the territory and ensure that First 
Nations were also benefitting from the 
development,” said Boucher. 

The first step to achieving prime 
contractor status was to upgrade the 
company’s existing health and safety 
program (SEBASE) to meet the rigorous 
industry requirements of ISNetworld 
certification. Getumdone Contracting 
then contacted Northern Development 
Initiative Trust to inquire about the 
Trust’s Competitiveness Consulting 
Rebate program, which they heard about 
from other businesses in the region and 
knew could help them offset the costs 
of hiring a first-rate consultant to help 
them achieve improved health and safety 
standards.

“The [Northern Development] application 
was user-friendly and made it easy to 
take advantage of the opportunity,” said 
Getumdone co-owner Chrisann Boucher.

“The money [from 
the rebate] is less 
important than the 
opportunity it created. 
We have found our 
niche and are able to 
employ First Nations 
people by providing 
work training 
and meaningful 
mentorship.” 

Layne Boucher
Owner
Getumdone  
Contracting Ltd.
Houston, B.C.

SUCCESS STORY  
Aboriginal Business of the Year  
achieves industry standard and opens 
doors for aboriginal employment
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Local First Nations employment was 
a key priority for Getumdone, and 
the company soon saw results after 
achieving ISNetworld certification. The 
company has successfully focused on 
creating employment opportunities for 
oft-overlooked demographics, which 
include workers under 25 years of age 
and over 65. 

 “The money [from the rebate] is 
less important than the opportunity 
it created. We have found our niche 
and are able to employ First Nations 
people by providing work training and 
meaningful mentorship,” said Layne.

Today, Getumdone is one of 
TransCanada’s prime contractors in the 
area for the Coastal GasLink project, 
which has allowed the company to 
establish a unique working relationship 
as a known and successful First Nations 
employer.

Getumdone collaborates with the 
TransCanada team on the “iTOK” 
program that supports intergenerational 
transfer of knowledge between youth 
and elders through traditional activities 
such as songs and storytelling while 
combining work training and mentorship. 

Industry representatives may 
accompany Getumdone into the 
traditional Wet’suwet’en territory to 
understand how their proposed project 
will impact the region and its people.

“Our collaboration has paid huge 
dividends through on-the-ground 
education of our youth and engaged 
industry decision makers. As a result 
[Coastal GasLink] has truly recognized 
the importance of protecting cultural 
heritage by looking for alternate, less 
impactful routes for the proposed 
pipeline,” explained Layne. 

Good work comes with deserving 
recognition so it is no surprise that 
Getumdone Contracting Ltd. has been 
awarded 2016 Aboriginal Business of 
the Year (10 or more person enterprise) 
by the British Columbia Achievement 
Foundation. Layne and Chrisann are 
humble yet proud of they what they have 
achievements. Layne comments, “The 
future is full of opportunity. We now have 
experience and the tools for success.” 
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Northern Development acts as a catalyst to stimulate business development throughout 
central and northern B.C., creating wealth through employment, capacity building 
and sustainability. Northern Development provides direct support to manufacturers, 
innovators, processors and their suppliers to grow their business, implement world-
class business practices and become more competitive in the global market. Since 
2008, business support programs have been offered to build management skills and 
operational capacity to businesses throughout the region. 

Various business programs have been created, expanded and/or withdrawn to reflect the 
evolving needs of local businesses and major industries investing in the region.

Northern Development  
Business Programs

Capital Investment and  
Training Rebate Program
The Capital Investment and Training Rebate program 
provided eligible businesses in wealth creating, export-
driven sectors of the economy with up to $10,000 per 
new job based on direct capital investment and training 
expenditures related to the expansion or establishment 
of a business where two or more new jobs are created.

The program was launched in 2008 in response to an 
economic downturn with the objective to stimulate 
job creation. Over the four years of the program, 46 
projects applications were received with 19 projects 
completed. An estimated 954 jobs were created 
through this program however, as the economy 
recovered, the funding was no longer considered a vital 
incentive for businesses. The program was withdrawn 
at the end of 2011. 

Northern Industry Expansion 
Program
The Northern Industry Expansion program was 
established in 2010 as a loan guarantee partnership 
with Business Development Bank of Canada (BDC) to 
increase access to capital for small and medium-sized 
businesses in central and northern B.C.’s resource 
processing, manufacturing and supply sectors. It 
provided eligible projects and borrowers with the 
opportunity to access loan guarantees from Northern 
Development for up to 25% of BDC’s loan amount. 
A total of $15 million was set aside by Northern 
Development for the program. The loan guarantee 
program was extended to other financial institutions 
including National Bank (specialists in supply chain 
financing) however the program realized limited uptake 
as the economy recovered from the 2008 – 2009 credit 
market collapse. The program was withdrawn at the 
end of 2014. 
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Contractor-Supplier Bootcamps
The Contractor-Supplier Bootcamps provide local 
businesses with relevant information and resources 
that can help them be ready to become part of the local 
supply chain for major industry. Participants in the 
three-hour workshop are briefed on the state of major 
industry in northern B.C., opportunities and obstacles 
to local procurement, and the process for getting 
one’s businesses ready and qualified to work on major 
projects planned and underway in the northern B.C. 
Since the first bootcamp delivered July 2012 in Burns 
Lake, over 30 workshops have been delivered across 
the region to more than 500 participants. Feedback 
from the sessions was overwhelmingly positive – 
94% of participants indicated that the bootcamp 
was informative and relevant and 91% indicated that 
they would apply the information in their business. 
Bootcamps continue to be offered to communities on  
a by request basis.

LNG-Buy BC Workshops
The LNG-Buy BC workshops were delivered through a 
partnership agreement between Northern Development 
Initiative Trust and the Government of British Columbia. 
The workshops were developed along the same 
framework as the Contractor-Supplier Bootcamps with 
LNG-specific content. The workshops helped to inform 
and educate businesses, entrepreneurs and interested 
community members about the necessary business 
requirements and procurement opportunities related 
to the proposed liquefied natural gas (LNG) projects 
in British Columbia. The LNG- Buy BC workshops 
supported an overall government strategy to develop 
a nascent liquefied natural gas industry in B.C. A total 
of nine workshop were delivered across the province 
between May 2014 and February 2015. 
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RFP Readiness Workshops
The Request for Proposal workshops were delivered 
in conjunction with the LNG-Buy BC workshops. The 
custom-designed content was intended to teach 
businesses how to prepare and respond effectively 
to the kind of request for proposals (RFP) typically 
associated with major projects. An additional nine 
workshops were delivered in the same time period as 
the LNG-Buy BC workshops.

Forest Innovation Fund
The Forest Innovation Fund was launched in March 
2016 to provide forest sector businesses with 
incremental and complementary funding to support 
innovation projects focused on mitigating the 
economic impact of the pine beetle epidemic. A total of 
$1 million has been budgeted over two years. To date, 
a total of 10 projects have been approved for $386,745. 

Supply Chain Connector
The Supply Chain Connector database was developed 
in response to major industry seeking to engage the 
local industrial supply chain to support major projects 
in the region. Designed and developed by a local IT 
developer, the database was launched in 2012 with 
over 1,000 industrial supply and service businesses 
across central and northern B.C. Businesses in the 
region without an on-line presence are able to create 
a business profile (at no cost) to highlight their 
qualifications, certifications, specialized equipment or 
services. To-date, the database exhibits 2,300 supply 
chain business profiles. 

Competitiveness Consulting 
Rebate Program
The Competitiveness Consulting Rebate (CCR) 
program supports businesses to engage external 
consultants to assist with business planning, market 
development, human resources, operational efficiency 
and quality management and management capacity 
building by offsetting up to 50% of the consulting fees 
to a maximum of $30,000 per business. Details of the 
CCR program are the subject of this report. 
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Business Facade Improvement 
Program
The Business Façade Improvement program provides 
participating communities with $20,000 annually to 
offer incentives to local businesses to improve the 
appearance of their commercial storefronts. The 
program provides a rebate to businesses who make 
visual improvements such as façades, signage, murals, 
architectural features, siding, lighting and awnings in 
an effort to enhance economic viability and vibrancy 
in central and northern B.C. communities. In 2016, 34 
communities are participating in the program. 

Love Northern BC Shop Local 
Program
The Love Northern BC shop local, on-line marketing 
program was launched in 2013 under the banner 
of Small Town Love. As the program evolved and 
expanded across our service region, the marketing 
strategy changed to reflect a more northern look and 
feel. While the shop-local framework remains intact, 
a new brand was developed to better showcase 
the unique attributes of central and northern B.C. 
businesses. To-date, 30 websites showcasing 
34 communities and more than 1,500 unique, 
independently-owned businesses are profiled with 
professional photography and copywriting. Northern 
Development staff have been dedicated to the ongoing 
management and marketing of the program.



“As a result of the 
Trust’s program we 
not only opened 
up a new SpeeDee 
in Fort St. John 
but we also set up 
a furniture show 
room and an office 
supply distribution 
warehouse in  
Prince George.” 

David George
President and General 
Manager
SpeeDee Printers
Prince George, Fort St. 
John, Terrace, B.C.

SpeeDee Your Office Experts utilized 
Northern Development Initiative Trust’s 
Competitiveness Consulting Rebate 
program three years ago to improve 
internal reporting systems at their 
Terrace, Smithers and Prince George 
branches. President and general 
manager of SpeeDee, David George, 
recognized that their business reporting 
system wasn’t keeping up with their 
changing needs and they needed to 
gain operational efficiency. “As you grow 
you need a good reporting system to 
measure how you are doing in each 
location,” said George. “This gives us 
goals and allows us to make informed 
adjustments.” The consulting rebate 
program helped SpeeDee see which 
areas were excelling and which areas 
required adjustments. “This helped us 
grow,” said George. 

“As a result of the Trust’s program we 
not only opened up a new SpeeDee 
in Fort St. John but we also set up 
a furniture show room and an office 
supply distribution warehouse in Prince 
George,” said George. SpeeDee was able 

to scale up their business by growing 
new markets and expanding their office 
furniture business. “In our market area 
there is a huge potential and we are 
preparing ourselves for a busy future,” 
said George.

George recommends Northern 
Development Initiative Trust’s program to 
other businesses. “The Competitiveness 
Consulting Rebate helped our business 
gain focus,” said George. “The program 
was absolutely amazing, the staff were 
excellent and it’s worked out very well.”

SUCCESS STORY  
Rebate program enables growth  
of SpeeDee Your Office Experts



A Prince George business networking 
group has helped a local drilling 
company improve its bottom line and 
expand its footprint into the Lower 
Mainland.

Geotech Drilling, headquartered in Prince 
George, specializes in geotechnical, 
environmental, geothermal and 
exploration drilling. Over the past 
20 years, the company’s focus on 
continuous improvement and growth 
has made Geotech Drilling an industry 
leader. 

In 2013, Jason Oliver, Geotech vice 
president, joined the Manufacturer’s 
Executive Council (MEC), a senior 
executive peer mentoring group led by a 
facilitator from Canadian Manufacturers 
and Exporters. Northern Development’s 
Competitiveness Consulting Rebate 
program has helped offset the costs of 
the MEC program for Geotech Drilling 
and seven other local industry players, 
allowing them to more easily access the 
resources and expertise that MEC offers 
in order to help their businesses grow.

Four years later, Oliver remains in the 
MEC group, which meets on a monthly 
basis in Prince George to discuss 
challenges and opportunities within their 
businesses, market conditions, business 
intelligence and taps into the collective 
knowledge of seasoned, like-minded 
business owners and leaders.

“While the networking is valuable, the 
greatest benefit from the group is the 
sector intelligence from [complementary 
but non-competing] businesses that 
helps you capitalize on emerging 
opportunities and better defines your 

market position,” said Oliver. “It was just 
such strategic intelligence that prompted 
Geotech to make the investment and 
open an office in Vancouver this year. 
“The company is committed to growth, 
downsizing is not an option,” stated 
Oliver.

Although Geotech employs more 
than 200 staff and works on projects 
around the world, its roots are here 
in B.C. It made sense to expand 
their market reach into Vancouver, 
where infrastructure and commercial 
projects are abundant and it provides 
visibility to the more than 600 mining 
companies that call Vancouver home.
Oliver said his company has had a lot of 
experience with public sector funding 
programs, but Northern Development’s 
Competitiveness Consulting Rebate is 
one of the best he’s seen and it has really 
helped Geotech.

“We joined MEC for the networking, 
but the financial contribution from 
Northern Development through the 
Competitiveness Consulting program 
has been the value-add for Geotech. 
Northern Development is an organization 
whose legitimate purpose is to help 
well-managed companies do better. That 
is rare. Geotech has also accessed the 
Competitiveness Consulting rebate to 
optimize their health and safety program 
thorough on-line reporting. “The 50% 
rebate was the tipping point for Geotech 
to make the investment. Many funding 
programs create such an administrative 
challenge that they are not worth 
the effort. We recommend Northern 
Development programs to other northern 
businesses that are trying to do better.”

“The financial 
contribution 

from Northern 
Development 

through the 
Competitiveness 

Consulting 
program has been 

the value-add for 
Geotech. Northern 
Development is an 

organization whose 
legitimate purpose 

is to help well-
managed companies 

do better.  
That is rare.” 

Jason Oliver
Vice-President

Geotech Drilling
Prince George, B.C.

SUCCESS STORY  
Consulting rebate and peer-networking 
group help Geotech drill for success
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