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Many thanks to everyone who joined us for our Annual
General Meeting in November. The AGM is an important
milestone each year and your input is valued. As we
reflect on 2015, we are proud of the progress we have
made as an organization and, more importantly, the
growth and success of local companies. It’s been a
remarkable year.
This month, as always, we look to share your business
news and shine a light on the fabulous businesses
located here in the Kanata North Business Community.
Have a story to share? Reach out to us anytime. It is
our job to help tell your story.
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Kanata North Executive Group Benefit Plan
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A world-class place to work
with world-class benefits

When you join the Kanata North Executive Group Benefit Plan
you receive all the advantages that larger companies enjoy
—customized to your needs for two or more staff members.
Each plan is supported by our Third Party Administration.
Open to all members of the Kanata North BIA.

Join us for the launch at our Open House!
Tuesday, December 15 from 12–2pm
Beverages and snacks provided

™

200-300 Terry Fox Drive Kanata, ON K2K 0E3
P. 613-599-6100 F. 613-599-7100 1-855-599-6100
info@bairdbenefitsplus.com

WHAT’S

NEW

WHAT’S

NEXT
L-SPARK CALL FOR APPLICATIONS
FOR SECOND INCUBATOR COHORT

EMPLOYEES’ CHOICE AWARDS
SURVEY

WOMEN POWERING TECHNOLOGY
(WPT)

Apply before December 18, 2015

Registration deadline: January 12, 2016

L-SPARK is looking for entrepreneurs
with a customer-ready enterprise SaaS
or cloud product to join their second
Incubator cohort!

The Ottawa Business Journal and
Ot tawa Chamber of Commerce
are looking for O t tawa’s bes t
employers. They have enlisted the
help of TalentMap, Canada’s leader
in employee engagement surveys.
The Employees’ Choice Awards (ECA)
program honours organizations within
Canada’s National Capital Region that
recognize employees as their greatest
asset. This is the National Capital
Region’s only employee-driven awards
program.

Women Powering Technology (WPT)
is an organization created to inspire,
support, elevate and empower women
in technology personally, professionally and together as a community. The
Ottawa Chapter for WPT welcomes
students, young and established
professionals, and leaders to their
fast-growing community. The Ottawa
group regularly holds networking
events and skill-development workshops. For more information visit
www.womenpoweringtechnology.org

In the four-month program, you will
receive hands-on mentoring with an
experienced executive who will work
with your startup two days per week,
plus operational support and access
to a network of C-level and Business
Development Directors.
What else can you expect from
L-SPARK? A strategy to refine your
value proposition, develop a go-tomarket strategy and prepare an
effective pitch. L-SPARK also facilitates guided meetings with early
stage VCs and institutional investors,
and provides the opportunity to travel
to VC hubs in the US (Silicon Valley,
Boston and NYC).
Ready to join the L-SPARK Incubator?
Apply here before December 18th:
http://www.l-spark.com/programs/
incubator/
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The selection, recognition and
awarding of the Employees’ Choice
Awards allows organizations to
demonstrate why they are an ideal
place for employees to work. Don’t
miss your chance to really listen to
your employees! Register today
for the Employees’ Choice Awards
Survey.

experience brookstreet
276 four-diamond guestrooms Modern conference & business meeting facilities
Inspired cuisine at Perspectives Restaurant Options Jazz Lounge with live jazz every evening
Au Natural Spa Flex Fitness Studio Indoor and outdoor saltwater pools
Zone 525 interactive games room B Café serving Starbucks coffee

Five Twenty Five Legget Drive | Ottawa Ontario K2K 2W2
613.271.1800 | brookstreet.com

/Brookstreet

@ BrookstreetOtt

experience the marshes
The Marshes 18-hole championship golf course designed by Robert Trent Jones Jr. & Sr.
European PGA approved 9-hole short course, Marchwood Modern meeting facilities
Eclectic dining at Ironstone Grill Jones Lounge for social gatherings
Enjoy Thirsty Thursdays with the Dueling Pianos

Three Twenty Terry Fox Drive | Ottawa Ontario K2K 3L1
613.271.3370 | themarshesgolfclub.com
/MarshesGolfClub
@MarshesGolfClubt

WHY BUSINESSES CAN’T SURVIVE
WITHOUT SOCIAL MEDIA
REPRINT FROM FORTUNE INSIDER
NOVEMBER 18, 2015

Commentary by Ryan Holmes, CEO of Hootsuite
Photograph by Tanya Goehring

Do you have an online social media
presence that makes it easier for your
customers to find you and do business with your company? Are you still
unsure about the impact of social
media and how it can contribute
to your business? Then you may be
interested in reading “Why Businesses
Can’t Survive Without Social Media”
by Ryan Holmes, Canadian-born
CEO of Hootsuite, one of the world’s
most widely used social relationship platforms. Hootsuite allows you
to manage multiple networks and
profiles, engage your audiences and
measure ROI, all on one dashboard.
MORE COMPANIES NEED TO GET
ON BOARD.

The Leadership Insider network on
Fortune.com is an online community
where the most thoughtful and influential people in business contribute
answers to timely questions about
careers and leadership. Today’s answer
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to the question: What’s the best way
to keep your company successful? is
written by Ryan Holmes.
Today, it’s hard to imagine business
without the Internet. Rewind a few
years, however, and it’s amazing how
many digital skeptics were still around.
Case in point: In 1995, Newsweek
published the now infamous article
titled The Internet? Bah! Insisting
the web was just a fad, the article
wrote off the idea of “cyberbusiness” altogether: “We’re promised
instant catalog shopping—just point
and click for great deals. We’ll order
airline tickets over the network, make
restaurant reservations and negotiate
sales contracts. Stores will become
obsolete. So how come my local mall
does more business in an afternoon
than the entire Internet handles in a
month?”
What’s laughable, of course, is how
dead wrong the author was. Each and
every one of these outcomes came to
fruition. We now shop, order airline
tickets, make reservations and negotiate sales over the Internet—on a
daily basis. Stores have become obsolete, in many cases. I’m not sharing
this (as funny as it is) just to walk down
memory lane. I have a point to make
for companies today. Right now, we’re
undergoing a business transformation
just as momentous as the advent of
the Internet. Its promise is almost as
limitless and yet there are still holdouts who insist it’s “just a fad.”
I’m talking, of course, about social
media. Facebook, Twitter, Instagram,
LinkedIn and other networks are
fundamentally changing how we reach
and interact with customers, offer
products and services, communicate
with employees and—in a nutshell—

do business. Social media is the next
wave of the digital transformation that
started with the web. And its bottomline impact is proving just as huge.
For businesses today, the best way to
keep your company successful, in my
estimation, is to fully embrace social
media. Not incorporating Twitter,
Facebook and other social channels
into your strategy in 2015 is roughly
the equivalent of insisting the web was
just a fad a decade or so ago: backward-looking, blinkered, and above
all, a serious business liability.
I’m sure that for many people this may
be dead obvious and hardly worth
pointing out. Of course, social media
is here to stay. But it’s amazing how
many senior executives, CEOs, and
decision makers still — in 2015 —
remain confused about what social
media does and how it can contribute
to a business. Granted, I come from
a social media background. The tool
we built helps more than 10 million
people and users at more than 800 of
the Fortune 1000 companies manage
their social media accounts. I saw the
potential in social media from the
beginning, and I’m surrounded by
huge companies that leverage it every
day to boost their earnings.
So let me make the case with hard
numbers, not anecdotes and sound
bites. Three-quarters of online adults
in the U.S. now use social media
sites, according to the Pew Internet
Project. If we’re talking just about
millennials and young people—i.e.
tomorrow’s consumers—that number
gets dramatically higher. (How many
teenagers do you know who aren’t on
social media?) More telling, however,
is how much people are using social
media: The average user logs in for
nearly 1.7 hours every day or 12 hours a

week, according to GlobalWebIndex.
Millennials watch more YouTube than
TV, by some accounts. Facebook’s
1.4 billion monthly ac tive users
around the world spend an average
of 20-plus minutes a day, every day,
365 days a year, on the network. (Little
wonder that social media now drives
more traffic to websites than search
engines.)
Lots of companies, of course, get this.
Their customers are on social media.
Their competitors are on social media.
So it would be crazy for them not to be
there, too. Nine out of 10 U.S. companies, in fact, are already using social
media. And they’re already seeing
concrete results: 90% of businesses
see increased exposure and more
than half report improved sales from
social media. So let’s put the social
media ROI question to bed once and
for all. But the reality is that many businesses still aren’t on social and those
that are often fail to tap social media’s
full potential. A 2012 McKinsey Global
Institute Report concludes that social
technologies stand to unlock $1.3 trillion (yes, trillion) in business value. And
yet, only 3% of businesses are maximizing this opportunity. Marketing,
it turns out, is just the tip of the

social media iceberg. Social tools are
being used to streamline customer
service, for shopping and commerce,
for product development, sales and
HR. Social applications like Facebook at Work and Slack, meanwhile
have changed collaboration inside
companies, breaking down silos and
boosting productivity. In the same
way that the web itself transformed
almost all parts of business, so too is
social media changing not one thing
but everything.
So why aren’t more businesses on
board? For starters, there’s an ever
increasing number of social networks
out there; the options are changing
all the time and it can seem overwhelming. What networks do I use?
How do I start? What’s worth my
time? On top of that, there’s still a
real reluctance on the part of senior
management to dedicate resources to
social media, partly because results
can be hard to measure compared to
old-school media like web, print and
broadcast. I’d argue, however, that
both of those issues are eminently
solvable. Social media education and
onboarding programs have come
of age—strategy and structure is
out there, oftentimes free, for those

looking to design a social media plan.
Meanwhile, improved web tools can
now track and quantify social media
efforts, validating results in dollarsand-cents terms. The argument so
often cited by executives—that social
media is too new, too fluid and too
“soft” and unquantifiable to merit
serious consideration—no longer
holds water.
Around 2 billion people—more than
a quarter of the planet—are now on
social media. Investing in a social
strategy now is the single best way
to future-proof your business for the
years ahead. Technological change is
always jarring. But wishing it away—
or ignoring it altogether—inevitably
backfires. Just imagine if you had
taken that Newsweek article to heart
and written off the Internet all those
years ago. What would your business
look like today? More to the point,
would you even have one?
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ENTREPRENEUR SPOTLIGHT

MIKE MANSON, CEO TARASPAN
Q: WHERE DID THE IDEA FOR
TARASPAN STEM FROM? AND
HOW DID YOU GET STARTED?

Photo credit: Mark Holleron

In light of our recent Diplomatic Tour
and Dinner that took place in Kanata
North on November 12th, we thought
it would be interesting to reach out to
other multinational companies in the
region to find out more about their
business. We contacted Mike Manson,
CEO of TaraSpan Inc. to obtain some
history on the company.
TaraSpan is a multinational company
with headquarters in Canada and
India. Their customers include some
of the world’s foremost technology
companies and India’s prominent
corporations. Their solutions enable
global companies to accelerate and
de-risk their business growth in India
and for Indian companies to enjoy the
benefits of market-leading technology
solutions from around the world.
With offices in India in Gurgaon,
Mumbai, Pune and Bengaluru, they
represent and sell some of the world’s
best technology products in the areas
of Unified Collaboration, E-learning,
RF infra and Customer Experience
Management to Indian corporates.
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Ten years ago I went to India to help
an Ottawa company with its offshore
development strategy and I was
amazed at the market opportunity in
India for technology companies. Think
about it: India has 1.2 billion people,
600 million of whom are under the
age of 25. Their economy is on fire.
When we came back home I started
meeting with various CEOs and asked
them about their India strategy, and
basically got blank looks from them
all. No one was thinking India. Canadian tech companies were completely
missing the market opportunity. It
was then that we focused TaraSpan
on helping Canadian tech companies
do business in India. A few weeks later
I got a phone call from Terry Matthews
and Peter Sommerer saying that they
had the same revelation with India and
had just set up a company in India. A
few weeks after that we had merged
TaraSpan in Ottawa with their company
and TaraSpan became a multinational.
By 2013 we had grown the company
to 170 people, with a holistic view to
India strategies for tech companies
including market entry and product
sales in India, software engineering
and global support.
Q: HAVE THERE BEEN ANY
PERSONAL CHALLENGES IN
WORKING WITH PARTNERS IN
INDIA, CONSIDERING YOU ARE
NOT FROM THE COUNTRY?

India can be very, very challenging for
a foreigner. The business culture is
different from Canada’s. The bureaucracy and compliance requirements
can be very frustrating. I’ve been to
India over 60 times, and every trip
there is still a surprise or two. Doing
business in India requires presence,
perseverance and patience. Having

said this, the rewards of doing business in India are well worth the effort.
Q: HAVE YOU RECEIVED ANY
ASSISTANCE FROM THE OTTAWA
GOVERNMENT OR DEPARTMENT
OF FOREIGN AFFAIRS AND TRADE
DEVELOPMENT IN EXPANDING
YOUR BUSINESS? AND, IF SO,
WHAT TYPE OF ASSISTANCE?

The High Commissioner and Trade
Commissioner Service in India have
been great supporters of our business.
They have some deep connections
with industry in India. I see the government’s commitment to India through
the number of trade offices now in the
country. Export Development Canada
is also very active in India, as it is one
of their priority markets.
Q: CAN YOU BRIEFLY EXPLAIN THE
TYPE OF GLOBAL SUPPORT YOU
ARE PROVIDING FOR
TECHNOLOGY COMPANIES IN
INDIA?

We provide advanced global technical customer support to Canadian
technology companies, primarily
in the enterprise B2B SaaS market.
These companies are acquiring global
customers at a ferocious rate and much
earlier in their lifecycle than other tech
companies. We augment their Canada-based support with a “follow the
sun” support model to provide 24x7
customer support across the globe.
Q: TELL US A LITTLE MORE ABOUT
THE PRODUCTS YOU OFFER LIKE
THE UNIFIED COLLABORATION,
AND E-LEARNING PLATFORM?

The India market for enterprise
communication and enterprise education is absolutely booming. We are
the largest reseller of Mitel products
and solutions in India, with a focus
on IP-based unified communications.
In the education market, we have
targeted call centers and have trained

over 65,000 call center agents by using
a Canadian cloud-based e-learning
platform, developing and publishing
our content in India, and sourcing and
coordinating a network of trainers
across India.
Q: WE SEE YOU HAVE EXPERIENCED
ENORMOUS GROWTH OVER THE
LAST FEW YEARS. WHAT HAVE
YOU CONTRIBUTED TO THIS
SUCCESS?

In the early years we had to innovate a lot with different go-to-market
models. It was important to really
listen to the market, and not just
assume that a business model from
the west will work in India. We have
been very persistent in the market and
continue to invest.

Q: WHERE DO YOU SEE TARASPAN
IN THE FORESEEABLE FUTURE?

The future in India is cloud, and we
continue to position ourselves to
become a cloud applications provider,
bringing the best solutions from North
America to India.
Q: HOW HAS THE LOCATION OF
YOUR BUSINESS IN KANATA
NORTH BENEFITED YOUR
COMPANY?

The growth we’ve enjoyed is highly
connected to Kanata North. I would
guess that over the years, 80% of our
customers are within a 5km radius of
our office in Kanata North. The concentration and diversity of companies
here is great. And they all understand
the requirement to go global.

WHAT ARE YOUR THREE TIPS
TO RUNNING A SUCCESSFUL
MULTINATIONAL BUSINESS?

1. Communication is key.
Use all means at your disposal
to keep connected to your
staff and your customers.
2. Be committed to the market.
3. Embrace the best aspects
of business culture within
the countries you operate.
Do away with the worst.
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FUNDRAISING EFFORTS BY CAINCO
PHOTOGRAPHY HELPS YOUTHS’ HOCKEY
DREAMS COME TRUE
Written by Amie Kandalaft

Two young hockey-loving boys, Tysen
Lefebvre and Lukas Hooper, thought
they could never play the sport they
love due to severe health issues that
makes participating in sports not only
difficult, but dangerous. Through the
Capital City Condors, a hockey club
that works to make the sport accessible to young athletes with special
needs, it was learned that the two
boys could get on the ice with the help
of special equipment. A device called
the Kaye Trainer—large metal frames
and a harness and wheels on each
leg—would provide enough protection and support to allow the boys
to play. Unfortunately, each device
comes attached with a steep price
tag of $2,500.
The company that created the device
kindly donated one Kaye Trainer to
the Condors. Steve Cain of CainCo
Photography then took it upon himself
to fundraise the cost of the other by
dedicating his White Shirt Gallery
project to this fundraising effort. The
project started in 2007 and became
a fundraiser for the Condors in 2010,
who receive 100% of the proceeds.
The concept of the project is to
photograph a specific white dress
shirt on as many different people
in as many different situations as
possible with the images eventually
being published as a coffee table
book. With approximately 90 participants thus far, participation is open
to anyone, and has included business
leaders, politicians, TV personalities
and professional athletes, including
Mayor Jim Watson, Kyle Turris, Chris
Neil, Ron MacLean, Angie Poirier and
Jose Canseco. The white shirt has even
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been worn by the Stanley and Grey
Cups! Recently the shirt was worn in
a national advertising campaign shot
by Cain in his studio and now appears
on 700 billboards across the country.
Cain met his initial goal of raising
50% of the cost of the Kaye Trainer,
which was presented at the Condors’
annual banquet in May. To have the
Kaye Trainer available in time for the
start of hockey reason, Cain, over the
course of the summer, amped up his
efforts to raise the remaining $1250,
and with the help of the community,
he was successful in reaching the goal
and more, with community interest still
brewing. On September 19th, Cain
was among those who got to witness
the boys using the equipment for the
first time. “It was an emotional experience for everyone present,” said Cain.

“Tysen and Lukas were so excited
to step on the ice for the first time
ever, fulfilling a dream they thought
was impossible; their parents and
family members proud to experience
this monumental event; the coaches
anxious to welcome these two new
players to the Condors family—I’m
thrilled to have played a part in making
this happen.”
The White Shirt Gallery project is
on-going and anyone interested in
participating can contact Steve. Steve
Cain has also recently received his
national accreditation from the Professional Photographers of Canada.
For more information on CainCo
Photography’s services and charity
work, visit www.caincophoto.com.

Condors coaches with the Lefebvres and Hoopers at the end of the very first session with the Kaye
Trainers. Tysen gives a thumbs-up to the experience!

GRAPHITE SOFTWARE OPENS BEIJING
OFFICE AND PLANS TO DOUBLE ITS
OTTAWA WORKFORCE.
Robert about the significance of this
trip and the $5M agreement with
ZVCA in China.
During our recent international tour and
dinner for the diplomatic community
we had the opportunity to introduce
a delegation of ambassadors and
trade commissioners to a few of the
outstanding technology companies
here in Kanata North. One company
we did not get a chance to visit on
the tour has been making great strides
in global success. Graphite Software,
a mobile solutions company that has
redefined the mobile user experience.
We got in touch with Robert Grapes,
VP, Marketing & Operations to share
with us some of these key milestones.
In November, Graphite Software
made three major announcements
that included:
• Signing of a global partner
agreement with Beijing NationSky
Network Technology, a Chinese
enterprise mobility solution vendor.
• The opening of a Beijing office
that will be home to Graphite’s
new Chinese subsidiary.
• A $5million investment agreement
with China Zhongguancun Private
Equity & Venture Capital Association (ZVCA) which will enable the
company to double its Ottawa
workforce.
Since its start in 2012 Graphite Software has been very active developing
partners and customers in China. In
November of this year the CEO of
Graphite Software, Alec Main, participated in the Ottawa Trade Mission
to China with the mayors of Ottawa
and Beijing in attendance. We asked

“The trade mission in November
provided us with a milestone for all
parties to benefit from the exposure
that accompanied the trade mission.
This will be the second round of
funding that Graphite has received and
will see us through our transition from
a startup to our growth phase. Our
revenue growth and this funding will
allow us to hire the necessary resources
to continue developing and expanding
our lead in the Android virtualization
market while meeting all of the project
commitments for new OEM devices
launching this year and next.”
Graphite Software is a virtual phone
solution vendor and the creator of
‘Secure Spaces’, an Android virtualization platform that enables multiple
virtual devices or “Spaces” to co-exist
on a single device—such as a Personal
Space, a Kids Space, a Work Space
and a Mobile Banking Space—with
strong isolation between the Spaces.
This addresses not only fundamental
Android security and privacy issues
but also enables Spaces to provide
different user experiences in terms of
apps, wallpaper, launcher and unique
Space security settings, which leads
to new forms of app discovery and
distribution.
The opening of its Beijing office and
creation of its China subsidiary, allows
Graphite Software to expand their
global footprint and provide direct
access to technology partners and
the enterprise and consumer markets
in China. Grapes says, “The purpose
of the Beijing office is to be as close
as possible to our OEM and solution

partners and to provide them with
timely and efficient integration and
support for our projects. We are
also hosting our services in China
to reduce latency.” The company is
already actively interviewing for local
employees for customer support, integration services, dev ops and program
management.
Graphite Software Corp. is located
at 555 Legget Drive and currently
employs 25 employees, most of which
are based in their Ottawa offices. Their
plan for 2016 includes doubling their
Kanata office and establishing a team
in Beijing.
For more information visit their website
at: www.graphitesoftware.com
We also asked Robert if there were any
benefits to having their office located
in Kanata North.
“Kanata North offers a rich source
of high-tech talent, access to local
amenities including hotels, restaurants, recreation facilities and OC
Transpo, close access to downtown
Ottawa and the airport and a thriving
business community. There is a great
pool of talented engineers in Kanata
of all ages. While working in a start-up
is all encompassing at times, at least
they know there are excellent schools,
community services and affordable
housing for their families—which
makes it easier for them to give the
extra effort needed to compete on
the world’s stage and have an accomplished hi-tech career.”
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KANATA NORTH BUSINESSES TAKE TO
THE STAGE AT THE BOB AWARDS GALA
Neptec Design Group Ltd on Legget
Drive is an aerospace engineering
company that specializes in the development, integration and support
of intelligent spaceflight sensors,
payloads, instruments and equipment
for the space market. The company is
working on a camera that will be used
on Mars rovers to further explore the
planet, and has participated in many
projects with NASA and on the International Space Station.

It was tremendously exciting to see
the number of Kanata North companies walking the red carpet and called
up on stage at the Best Ottawa Business Awards (BOBs) on Nov. 18th at
the Shaw Center. Testament to the
talent and innovation brewing in Canada’s Largest Research & Technology
Park, we could not be more proud to
be part of this multi-talented high-tech
community.
The Best Ottawa Business Awards
(BOBs) is the city’s inaugural business
award program that takes place every
November. Organized by the Ottawa
Chamber of Commerce and Ottawa
Business Journal, the BOBs recognize
the most successful and innovative
companies and the people behind
them. Businesses from all sectors
are nominated under a variety of
categories.
THE 2015 CATEGORIES INCLUDE

• Best Business
• Best New Business
• Best Performance in Export, HR,
Marketing, Sales, Philanthropy and
Sustainability
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IN THE BEST BUSINESS CATEGORY
NOMINATIONS ARE BASED ON
COMPANY GROWTH INITIATIVES,
FINANCIAL STRENGTH, MARKET
POSITION AND COMMUNITY
INVOLVEMENT.

Three Kanata North companies won
this award:
Martello Technologies on March Road.
With revenue growth topping 600%,
they earned the number one spot as
fastest growing company on OBJ’s
2015 list. Martello provides comprehensive voice and data monitoring, and
remote access services. Their highly
successful Software as a Service (SaaS)
solution enables telecom resellers to
reduce the cost of supporting their
customer VoIP networks.

You.i TV on Solandt Road, makes user
interface software that powers the
application of TV experiences and
multiscreen video applications. 2015
has been a stellar year for You.i, with
an announcement in September that
it landed $15 million in venture capital
funding to support the Appification
of TV, and then making the Canadian
Business PROFIT 500 list of Canada’s
Fastest-Growing Companies. CEO
Jason Flick was also named Startup
Canada’s Entrepreneur of the Year.
Adding to this list of accomplishments
You.i brought home a BOB award for
Best Business.

IN THE BEST NEW BUSINESS,
CATEGORY NOMINATIONS ARE
BASED ON LEADERSHIP, GROWTH
INITIATIVES AND FINANCIAL
FOOTING.

There were three more Kanata North
companies that were recognized for
their outstanding growth and leadership including:
Clariti Group Inc. on Legget Drive.
Headed by local entrepreneurs, Tara
Azulay and Kevin Barwin, Clariti offers
an array of services to employers
including outplacement support, HR
consulting services and leadership
development workshops, in addition
to one-on-one career and leadership
coaching for individuals. The company
offers over 40 years of combined
experience assisting individuals facing
career challenges, transition or leadership development considerations.
Their mission is to help individuals and
teams achieve clearly great careers.

Solink, located on March Road, offers
a security platform that captures and
audits 100% of video and transactional
data to reduce fraud proactively. The
platform provides everything users
need to collect, analyze, investigate
and manage their data. Solink is the
first to offer Fraud Prevention as a
Service, helping businesses to be data
driven instead of incident driven. Their
Video Discovery application allows
users to search for any event, putting
an end to manually retrieving evidence
by time and location.

The Better Software Company on Terry
Fox Drive is a fast growing software
company founded by Ottawa entrepreneur, Steve Cody who is no stranger
to the service business. Generating
over 250 million in sales in the rental,
e-commerce and retail markets, Steve
and his team have developed a fully
integrated Small Business Software
solution to help owners Improve and
Simplify their entire business, using a
Software as a Service (SaaS) model.
The software is configured to service
small and medium sized enterprises
in a diversity of vertical markets
such as Rentals, Service, Retail and
E-Commerce, with features such as
CRM, scheduling, billing & invoicing,
reporting & analytics and inventory
management.
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IN THE BEST PERFORMANCE
CATEGORIES THE FOLLOWING
COMPANIES WERE BIG WINNERS:

Gigataur located on March Rd. is a
gaming company. Formerly known as
Glitchsoft, they are the creators and
publishers of high-end mobile games
for the entertainment industry. Now
working with some of the largest
content companies in the world
including Nintendo, Ubisoft, Lucas
Arts, Marvel and Mattel. Gigataur
brought home a BOB for Best Technology Deal of the Year! And, it’s
no surprise, as the company secured
a partnership with Disney Interactive
on the launch of their new game, Star
Wars Rebels: Recon Missions, a new
action-platformer game for mobile
devices.

KRP Properties on Legget Drive
brought home two Per formance
category awards. One for Best Performance in Sustainability and another
one for Best Real Estate Deal of
the Year! KRP properties specialize
in turn-key real estate development,
construction and property management. They also own and manage
several million square feet of commercial office space. The group evolved
out of Kanata Research Park Corporation, a privately held company
established in 1986 by Sir Terence
Matthews.

The Real Estate Deal of the Year was
made back in January when KRP Properties expanded its portfolio with a
$69 Million deal to acquire seven office
buildings from Colonnade management. This gave KRP 50% of Kanata’s
total commercial market and a large
stake in the Kanata North Technology
Park, where they can now offer affordable options to either small or growing
businesses looking for premium office
space with amenities to boot.

Congratulations to all eight
companies from the Kanata
North business community who
brought home a BOB award.
It is truly an accomplishment
to have that many companies
representing our area. We wish
you all continued success in the
coming year.

KRP has a strong focus on sustainability
that is similar to industry standards like
LEED and it has created its own KRP
Green designation, which focuses on
energy and waste reduction, as well
as other sustainable practices such
as water conservation, green cleaning
and site operations.

Photos courtesy of the Ottawa Chamber of
Commerce.
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DATAKINETICS LAUNCHES NEW COMPANY
TO DELIVER OMNI-CHANNEL CUSTOMER ENGAGEMENT
SOLUTIONS TO GLOBAL 100 RETAIL COMPANIES
Written by Jacqueline O’Callaghan, Director of Communications Services,
EyeVero Marketing Communications Group.

infrastructure. omNovos’ highly engaging business process
is designed to help increase conversion metrics for its
customers.
For more information regarding omNovos and its full suite
of omni-channel customer engagement solutions, visit
www.omNovos.com.

Though many may consider Kanata-based DataKinetics to
be Ottawa’s best kept secret, the company has spent its
35+ years in business garnering majority global marketshare
in the mainframe industry, becoming the world’s leader in
data performance and optimization solutions.
With clients including the largest banks and insurance
companies in the world, the company is regularly featured
as an industry leader in the news including CNBC, MarketWatch, Reuters and more. Now, DataKinetics is once
again making headlines with the launch of its new spin-off
company, omNovos.
DataKinetics created omNovos to deliver a full complement
of omni-channel customer engagement solutions to Global
100 retail companies. As a new company, omNovos has
already begun its trajectory with an impressive group of
professionals, including a full division of data connectivity
experts, marketing automation professionals and senior
application developers—all to further extend DataKinetics’
offerings from the global financial space to the world of
large retail companies.
omNovos will be offering three distinct and comprehensive
solutions to global retailers:
payNovos – A Mobile Retail Application for customers
and in-store staff that enables customers to engage their
favorite retailers in a fully bi-modal manner, combining
mobile device in-store scan and pay functionality with
recommendation advertising and more.
veloNovos – A leading-edge approach to Omni-Channel
Sales and Marketing Automation.
dataNovos – A comprehensive Data Connectivity Professional Services offering that will create the platform on
which e-commerce and in-store ecosystems reside.
omNovos will be addressing the omni-channel customer
engagement market through an evolved ecosystem, one
that supports not only the customer, but also its clients
and the technology behind engagement strategies and
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Q&A CORNER

JOSHUA VAUTOUR, CEO AIRVM

AIRVM SOARS TO NEW HEIGHTS IN CLOUD SERVICES WITH
$8M IN FUNDING, NEW PRODUCT LAUNCH AND PARTNERSHIPS.
An additional highlight for AirVM
this year was the announcement of
their collaboration with Rackspace—
the world’s largest managed cloud
company—as a ser vice provider
partner to speed up delivery of
VMware cloud services to customers.
Rack space is VMware’s larges t
partner, making this a huge win for
the company.
We contacted Joshua Vautour, CEO
AirVM, for more background on their
cloud management platform.
Q: WHEN DID AIRVM FIRST GET
THEIR START?

As an addition to our special multinational issue of the Kanata Networker
we are featuring a series of successful
global companies making their mark
on the world’s stage. AirVM is one
such company. They have employees
in Canada, the USA and Europe, and
partners located as far away as South
Africa and New Zealand.
Earlier this year AirVM announced they
closed $8.0 million in Series A funding.
Led by RHO Canada Ventures, joined
by Build Ventures and current investor
Wesley Clover, the Series A financing
positions AirVM for continued global
growth. The company plans to leverage
this funding to expand into new
regions, new cloud services and new
platform technologies. At VMworld®
2015 in San Francisco they launched
AirSembly 2.0, a turnkey platform that
provides Managed Service Providers
(MSPs) with the functionality they need
to quickly deliver new revenue-generating services to multiple customers
and increase operational efficiency.
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AirVM was founded in November
2008. The company began as a service
provider offering a white-labelled,
infrastructure-as-a-service (IaaS) cloud
platform. AirVM Cloud was built to
enable resellers to sell cloud services
to their customers.
In August 2010 our flagship AirSembly
software was launched to enable
service providers and white-label
distributors to sell and deliver cloud
services at scale. In February 2012,
multi-channel support for AirSembly
was officially launched at VMware’s
Partner Exchange conference, and
in May of that year we were invited
to join the Wesley Clover group of
companies.

Q: CAN YOU GIVE US A BRIEF
OVERVIEW OF YOUR CLOUD
SERVICE PLATFORM?

AirVM’s flagship produc t is our
AirSembly software—a complete
cloud management platform that
enables cloud service providers to sell,
manage, bill for and provision cloud
services.
With AirSembly, cloud ser vice
providers can resell their VMware cloud
services, and any other services they
offer, either directly to end customers
or through channel partners (distributors and resellers).
Because our software was built for the
service provider market by a company
that itself began as a service provider,
AirSembly is uniquely positioned to
address the challenge of growing your
cloud business without the increased
operational costs normally associated
with growth. It addresses many of the
operational challenges associated
with providing the cloud to enterprise
customers, allowing service providers
to deliver their services faster and
more efficiently.
It is also the only platform that offers
a fully integrated billing system, saving
providers and their channel partners
additional time and operational costs.

Q: WHAT ARE SOME OF THE UNIQUE
FEATURES OF AIRSEMBLY?

The AirSembly platform has three core
components. When combined they
offer a complete platform for cloud
service providers.
MARKETPLACE STOREFRONT

The marketplace storefront is the
ecommerce engine within AirSembly.
It is here that cloud service providers
customize and brand their product
catalogue for all types of services, and
then make them available for channel
partners and end customers to order.
Self-serve ordering capabilities are
built in for added efficiency.
BILLING AND CHARGEBACK

AirSembly’s billing and chargeback system offers cloud service
providers an accurate view of services
consumed. Automated metering,
billing and invoicing is available, and
the platform also supports multiple
payment options, currencies and tax
jurisdictions.
AUTOMATION AND PROVISIONING

Once an order for a new service is
finalized, provisioning begins automatically. This shortens order fulfillment
times, reduces operational costs, and
gains the provider additional billing
days. Our partners have found they
can begin billing customers up to
60% sooner for new services. To see
more about AirSembly check out the
AirSembly Overview Video.

Q: HOW WILL THE NEW SERIES A
FUNDING IMPACT THE FUTURE
OF AIRVM?

Q: WHAT ARE THE BENEFITS TO
HAVING YOUR BUSINESS
LOCATED IN KANATA NORTH?

The Series A funding ensures we will
continue to innovate and grow to meet
the demands of the rapidly growing
cloud industry.
AirVM will strengthen its already deep
integration with VMware technologies,
expand support for third party public
clouds like Amazon Web Services and
Microsoft Azure, and integrate with
other leading cloud technologies such
as OpenStack and Microsoft Hyper-V.

Kanata North is a great area to grow
our business! Events and networking
opportunities are plentiful, the workforce is highly talented and motivated
and the startup community is full of
ambitious people and smart ideas. As
a bonus there are several nearby locations for our employees to socialize
with each other. All of this contributes
to the culture in the office and makes
it a place our team loves to work.

These new integrations will enable
us to win new business with cloud
service providers who do not work
with VMware, as well as grow our
current business with partners who
offer multiple cloud options to their
customers.

In August of this year Network World
reported AirSembly 2.0 was Named
One of the Hottest produc ts at
VMworld 2015. Since then AirVM
has announced four more strategic
partnerships to further enhance the
Company’s growth.

Q: HOW MANY EMPLOYEES DO YOU
CURRENTLY EMPLOY AND ARE
THERE PLANS TO HIRE
ADDITIONAL STAFF?

AirVM is Located at 390 March Road.
For more information visit their website
at www.airvm.com.

We’ve experienced rapid growth in
the first nine months of 2015, going
from less than 15 employees to almost
50. We are currently hiring strategic
engineering positions in our Saint
John, NB offices.
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