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A Message from the Honourable Brad Duguid

Ontario Minister of Economic Development and Innovation

Small businesses are the key drivers of innovation and job creation in 
Ontario. One of the many programs that support our government’s 
commitment to entrepreneurship is called Summer Company. This 
program provides Ontario’s youth with funding, business training and 
mentoring to support the launch of their businesses.

In 2011, Summer Company provided 695 Ontario youth, ages 15 to 
29, with the opportunity to experience entrepreneurship first-hand. 
This yearbook showcases 28 of these young entrepreneurs and 
highlights their successes as well as how they overcame a variety of 
challenges. 

Summer Company businesses are as varied as their owners, ranging 
from automobile detailing, tennis lessons and swimming instruction 
to offering unique products such as hand-crafted hula hoops, custom-
made fire pits and cupcakes. Some of these students will continue to 
operate their companies while in school and many plan on resuming 
their businesses in future.  

As part of Summer Company, students receive help from volunteer 
business mentors in their local communities. These mentors, 
including two that are profiled in this yearbook, coach and share their 
experiences with Summer Company program participants.

I take great pride and inspiration in these success stories and 
congratulate all Summer Company program participants. They 
demonstrate the incredible positive spirit and ingenuity of our 
province’s youth. Our future depends on them. 

Brad Duguid

Minister of Economic Development and Innovation
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M i ka e l a  Ba r n es
Splash Summer Swim
Renfrew, Ontario
Mikaela Barnes understands how a positive image helps create a 
successful venture. Mikaela used the $1,500 start-up grant that she 
received from Summer Company to make the kind of “splash” that 
made her swimming instruction business stand out. 

“The money allowed me to purchase high-end swimming equipment, 
safety supplies, teaching kits and business marketing essentials,” she 
says. “Without this assistance, it would have been challenging to 
establish a successful image.”

Mikaela’s business, Splash Summer Swim, offered lessons for 
children in her family’s backyard pool in Renfrew, a community without 
a public pool. “Word of mouth and positive feedback from customers 
proved most valuable in reaching a larger clientele,” she says. 

Mikaela plans to resume her business next summer. “Most of my 
clients are returning for swimming lessons next summer,” she says, 
adding that she might even consider including water fitness classes.

Br i t t a n y  Be l l
Door-Step Detailing
Barrie, Ontario
Not everyone has time to clean their cars. Realizing that, Brittany Bell 
took her Barrie car-detailing service directly to customers for on-
the-spot cleaning. “We cleaned while people worked,” Bell says. “They 
didn’t have to go to a shop and give up their car for our service.” 

Despite no prior entrepreneurial experience, the Georgian College 
marketing student learned quickly. “Every day, we discovered new and 
better ways to operate the business,” she says.  Weather presented 
an unforeseen challenge.  A mobile tent was obtained so cleaning 
appointments could proceed in the rain.  

Bell also learned about time management. “After cleaning for nine 
hours,” she says, “I needed to make time for accounting, bookings, 
equipment restock, etc. Without proper time management,   
a successful business is not possible.” 

Bell plans to operate Door-Step Detailing again next summer—
and make it bigger. “Eventually, I would love to franchise it,” she says.

J e n n i f e r  B r ox t e rma n
NutritionRx
London, Ontario
Jennifer Broxterman had a life-changing summer. The registered 
dietitian and sports nutritionist launched and operated a 
phenomenally successful nutritional counseling business that offered 
clients one-on-one nutritional counseling, diet analysis and nutrition 
seminars designed to help them reach their health goals.

Having learned first-hand of the ups and downs of running a business 
while assisting her life-partner operate his business, Jennifer applied 
these lessons, along with the advice that she received from her 
Summer Company mentors, in her start-up, NutritionRx. 

The University of Western Ontario graduate student credits Summer 
Company for giving her the confidence, guidance and financial 
support that she needed to start a business and launch a professional 
career. “My goal is to expand my business and hopefully hire two or 
three other registered dietitians once I graduate in 2012,” she says. 
“I couldn’t be happier being paid to do what I love and be my own 
boss!” she adds.
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E l i z a b e t h  B r y a n
Breaking Ground CSA
Amaranth, Ontario
Although Elizabeth Bryan grew up on a farm just northwest of 
Orangeville, she knew little about the business of agriculture until she 
started her own operation. “I watched my dad run the farm, but I didn’t 
understand the commercial aspect of it,” Elizabeth says. 

Elizabeth, who operated Breaking Ground CSA, a community garden 
that allowed customers to buy a share of a vegetable garden, and in turn, 
receive a portion of the harvest, now understands the farming business.

To prepare, she read “tons of books” on Community Supported 
Agriculture and checked out farming websites. With the newly acquired 
knowledge, and after some trial and error, her garden flourished into a 
successful business.

Elizabeth is excited about her future. She is expanding her venture 
and is accepting new clients for next summer. The experience has also 
inspired her to establish a camping program as a way to give back to 
the community.
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An t h o n y  Dav is
Start-Up Strategies
Sudbury, Ontario
In consulting, it’s not your experience, but your knowledge that 
counts. “If you provide quality services at a fair price, consumers will 
find the value in your product,” says Laurentian University business 
student Anthony Davis. 

Davis applied the knowledge gained from his accounting, finance and 
business management courses into his summer consultancy business 
which provided business planning, financial training and marketing 
advice to Sudbury-area start-ups. 

Networking was the key to his success. Says Davis: “By attending 
events, I was able to make invaluable contacts. I was also able to meet 
people that helped me excel at my business and improve my services.”

Start-Up Strategies did so well that he expects to continue 
operating the business. “Once I graduate, I plan on running my company 
as a part-time job while I am fully employed elsewhere,” he says. 

Lu k e  D iMa r c o
DiMco Productions
Cobourg, Ontario
Luke DiMarco turned his lifelong passion for computers and the latest 
Internet technology into a business. DiMco Productions received 
products from technology companies, which Luke reviewed and tested. 
After assessing the products, Luke posted video testimonials online for 
view by potential product customers. Luke, in turn, earned revenues 
from embedded advertising in his YouTube assessment videos. 

Luke credits Summer Company for “opening his eyes to business 
opportunities in his community.” A local contact that he learned about 
from Summer Company helped him establish other connections, which 
led to new business opportunities, and ultimately boosted his earnings. 

Luke says the most important lesson he learned from operating his 
own business was to “pamper your customers.” He adds: “They are 
what make your operation hold up. Work hard for them. Show them 
dedication, and they will recommend your services.”

S t e fa n  D i na 

Tennis, Anyone?
North York, Ontario
When Stefan Dina’s North York tennis instruction business got off to 
a slow start, he launched an aggressive marketing effort. “The main 
challenge I faced was finding enough clients at the beginning,” says 
Stefan, a certified tennis coach. 

To boost the number of students for his fledgling operation, Stefan 
turned to flyers, friends and relatives. Once he started teaching, word-
of-mouth quickly spread and produced a steady flow of students to 
Tennis, Anyone? As the summer wore on, half his clients came 
from referrals. 

The York University business student learned a profound business 
lesson: “If sales don’t go as planned, don’t give up.” Stefan adds, “Sales 
and customer demand are constantly fluctuating. Realizing this is 
important in operating a business in the long run.”

Summer Company gave him a positive taste of entrepreneurship. 
“Running a business gives you more freedom to do whatever you 
want in your life,” he says.
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K assa n d r a  Dz i k ew i c z
You Can Swim With Us!
Whitby, Ontario
For first time entrepreneur, Kassandra Dzikewicz, Summer Company’s 
startup grant was critical to the success of her swimming instruction 
business, You Can Swim With Us!

 A Whitby high school student, Kassandra, who provided lessons 
to children and adults in her family’s backyard pool, says the most 
important aspect of Summer Company was “getting funding to pay for 
initial advertising and the coaching that I received from the program on 
how to budget.” 

Despite her lack of experience operating a business, Kassandra soon 
learned that “sustained advertising and networking with customers 
are key,” adding that the experience also taught her the importance of 
being organized. 

She also learned the importance of providing excellent customer 
service. It not only earned her repeat business from existing customers 
and led to new customer referrals, but also allowed her to stay a step 
ahead of the competition.

2011 Summer Company Yearbook www.ontario.ca/summercompany 2011 Summer Company Yearbook www.ontario.ca/summercompany



A l ex  Fos t e r
GlenGarry Landscapes
Brighton, Ontario
For Alex Foster, taking care of people’s lawns, walkways and patios 
over the summer became a pathway to financial success. Summer 
Company gave the GlenGarry Landscapes proprietor the kick-
start that he needed to launch his business.

To meet the growing demand for his landscaping services, Alex 
employed one full-time and two part-time employees. Along the way, 
he learned an important lesson, and a common complaint among small 
business owners—the burden of keeping accurate records. “I had to 
stay on top of the paperwork,” he says. “It is extremely important that 
everything is in order, especially when tax time comes.”

Alex, who is considering a long-term career as an entrepreneur, 
plans to offer a new service when he resumes his business. He says, 
“This program has given me the ability to get a head start on my 
entrepreneurial career and ensure a financially secure future.” 

Na t a l i e  Has t i n g s
Gazoo Hoops
Guelph, Ontario
It’s a tough job selling hula hoops. Just ask Natalie Hastings. “People 
are way more likely to purchase a hoop after a conversation, demo 
or lesson,” says Natalie, who spent a good part of the summer 
visiting farmers’ markets, festivals and fairs around Guelph to sell her 
handcrafted hoops. 

To get them to buy her colourful unique hoops, which are larger, 
heavier and more sustainable than regular ones, Natalie, a certified 
fitness instructor, explained to customers how she became a good 
hula hooper and even taught them some fun tricks.

The Gazoo Hoops owner, who is also a health studies student at 
the University of Guelph, thinks the hoops may have a place in her 
future. “Summer Company definitely opened my eyes to business 
possibilities,” she says. “I hope one day to combine my degree and this 
small business to make a living.”

Saman t ha  H y l a n d 
Sam Hyland’s Estate & Liquidations Consultant Services
St. Catharines, Ontario
Samantha Hyland is a bargain shopper. And she knows some of the 
best bargains can be found at garage or estate sales. Samantha also 
knows that downsizing or dealing with a personal loss can be very 
difficult emotionally. Her St. Catharines Summer Company business, 
Sam Hyland’s Estate & Liquidations Consultant Services, 
provides support during these times. “Parting with lifetime possessions 
is a very big transition, and can be very hard,” she says.

Dealing with pushy clients who wanted extra services for free was initially 
a challenge for Samantha. But as her confidence grew and she learned 
how to stand her ground, she hit her stride and her sales improved. 

An aspiring life-long entrepreneur, Samantha, who plans to operate 
her business while attending Brock University adds: “I’ve always 
wanted my own business. Summer Company made going it alone in 
the business world less scary.”
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N a t asha  La r i v i e r e
7 Spirits Leadership Team
North Bay, Ontario
Natasha Lariviere’s take charge attitude helped with her business of 
running workshops, day-long seminars and summer camps directed 
at Aboriginal youth and teens, especially those considered “at risk.” 
“The main goal was to engage youth in a positive way,” she says, “by 
promoting healthy lifestyles as well as encouraging them to stay in 
school and complete their education.”

Natasha, a first-time entrepreneur, who hired four employees - all 
Aboriginal students, learned important lessons while operating her 
7 Spirits Leadership Team business which served clients residing 
in various Aboriginal reserves in the North Bay area. “You have to make 
sure you keep track of your money and supplies. You should always 
know your budget so that you don’t overspend or underspend. 
You want to make sure you are not spending a lot of money on 
supplies or you will not make a profit,” says Natasha. 
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N i c o l e  Le fa i v e
Ariko
Penetanguishene, Ontario
Singer and violinist Nicole Lefaive performed several times last 
summer for visitors to the Ontario historic site Sainte-Marie, 
including on Franco-Ontarian Day.

While playing music may be fun, Nicole learned that the performing 
business can be hard work. She says, “In order to start and run a 
successful business, it takes determination and perseverance.” It is a 
lesson that she learned when inclement weather forced her to cancel 
several planned concerts, which she eventually rescheduled.

Even though Nicole offered free concerts from time to time as a 
way to attract potential paying customers, and despite the challenges 
that she faced, her Ariko entertainment business was incredibly 
successful, earning revenues that surpassed her expectations.

Speaking of Summer Company, Nicole says, “Because of my wonderful 
experience, I will be able to continue my business for many years to 
come and maybe even make it grow into a career.”

Em i l y  Mo r r i s o n
Sundae Treats
Lucknow, Ontario
Emily Morrison heartily endorses the Summer Company requirement 
to produce a business plan. “A very solid, detailed and well-researched 
plan is key to success,” Emily says. “It keeps you going in the right 
direction, instead of wandering aimlessly and becomes your reference 
when things do not turn out as expected.” 

Fortunately for Emily, Sundae Treats, an ice cream and homemade 
waffles business in Lucknow performed incredibly well, earning close 
to $20,000. 

“Running my own business is something that I always wanted to do,” 
says Emily, who grew up in an entrepreneurial environment, helping 
out on her family’s strawberry farm. “Being brought up that way and 
taking control has been ingrained in me.”

The experience has been a confidence booster. “At age 21, I owned my 
own business, putting everything on the line.  And I succeeded,” Emily 
says. It also affirmed her aspiration to become a life-long entrepreneur. 

An d r ew  N u l lm e y e r 
North Joe Kafé
Parry Sound, Ontario
Andrew Nullmeyer confronted the realities of running a business 
head-on.  When, on opening day, the main freezer stopped working 
and $300 worth of ice cream was ruined, he had to make some 
decisions – fast. “I was able to open up with half of the advertised 
flavours, find a used freezer within a few days and get our supplier to 
rush a replacement order,” he recalls.

This experience prepared Andrew for other challenges along the way. 
To make up for the business lost on rainy days, North Joe Kafé 
stayed open later on sunny days, and by the end of the summer, the 
ice cream and coffee café that was located at a Muskoka marina, 
became a popular destination.

Despite the rocky start,  Andrew says that operating a business was “an 
incredible learning experience,” which the Western University business 
student adds has confirmed that he is on the right career path.
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T i i a  P l a n e r t
Cupcakes! Cupcakes! Cupcakes!
Waterloo, Ontario
Cupcakes are a recent craze that Queen’s University student Tiia 
Planert turned into a business opportunity. Operating mostly from 
the famous St. Jacobs Market outside of Kitchener, Tiia baked and sold 
gourmet cupcakes made from natural ingredients and decorated with 
flavoured-frosting, ranging from butter cream, vanilla and cream cheese.

“Running Cupcakes! Cupcakes! Cupcakes! was life-changing,” 
Tiia says. “I learned so much in such a short period of time.” 

With no prior knowledge of the food business or an understanding the 
industry’s regulations, it soon became apparent to Tiia that operating her 
business would be no cake-walk. Fortunately for Tiia, her Summer Company 
mentors helped her navigate hurdles like finding an approved commercial 
kitchen and obtaining the appropriate insurance for the business. 

Clearly savouring the success of running a profitable business, Tiia 
says that the most important lesson she learned was that “with 
determination, hard work and creativity, you can accomplish a lot.”
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E r i c a  P l a n t e
ACE Swim School
Guelph, Ontario
Although Erica Plante had no prior entrepreneurial experience, she 
had a skill upon which to build a business. A certified lifeguard, Erica 
parlayed her expertise into ACE Swim School, a Guelph-based 
swimming instruction business that offered private and group lessons 
to children aged three to thirteen. 

Early on, Erica learned the particular challenge of the service industry. 
“It’s different from offering a product,” she says. “Client interaction 
is crucial. Patrons have to feel comfortable with the people who are 
offering the service.”

Not only did Erica gain satisfaction from running her own business, 
she also took pride in helping children learn a vital skill. “I am helping 
children enjoy a pastime,” Erica says, “that will hopefully help children 
stay safe in and around the water, and contribute to the decline in 
water-related incidents.”

To meet the growing demand for swimming lessons in her community, Erica 
intends to continue operating her business and hire more instructors.

Sa ra h  Ra y
All Duct Out
Innisfil, Ontario
Duct tape is said to have 1,000 uses. Innisfil high school student, Sarah 
Ray, has found number 1,001. Sarah uses duct tape to make a variety of 
crafts and small items ranging from bracelets to wallets.  And they are 
not all grey or silver. 

“There are over 20 different colours and patterns of duct tape,” 
Sarah says. 

With help from Summer Company, Sarah established All Duct Out, 
which she initially promoted on her Facebook page. Later, she 
showcased her accessories at local flea markets and craft shows. 

Over the summer, Sarah learned to become more efficient. “The first 
wallet I made took about five hours,” she says. “Now, it’s about two 
hours.” Running her own business also taught Sarah the value of time 
management and how to prioritize her responsibilities. “I purchased 
an agenda and began to plan activities days, weeks or even months in 
advance,” she says. “That’s something I wasn’t used to.”

Che l s ea  Ro d r i g u e s 

Sunshine Sweeties
Stirling, Ontario
For Chelsea Rodrigues, selling fishing and camping gear was more 
than a business experience. “It was also a confidence boost and a large 
influence on my self-awareness,” she says. 

Chelsea explains: “My biggest challenge was my shyness. I worried that I 
would make a mistake when dealing with customers - that I might fail.”

But she soon realized that, “the more I spoke to customers, the more 
confident I became, and the better my business performed,” she adds. Not 
only did Rodrigues grow personally, but sales at Sunshine Sweeties, 
located in a RV summer campground on the Trent River, also grew, with the 
business making a tidy profit that surpassed Chelsea’s expectations. 

And once she developed self-confidence, the next business lesson 
came relatively easily. “Take the initiative and have confidence in your 
ability to learn. No one will make your business triumph except you,” 
Rodrigues says.
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J u s t i n  R u e t z
Justin’s Premium Produce
Port Elgin, Ontario
To be successful in business, you have to be passionate about it. Without 
loving his work, Justin Ruetz would have found his long work weeks of 
growing and selling vegetables in the Port Elgin area a tough slog. 

Justin’s advice to prospective Summer Company applicants: “Choose 
something that you enjoy doing and be willing to listen to other 
people’s ideas,” noting his conversations with other farmers were 
helpful in pointing out some of the challenges that he was likely to face. 

He acknowledges that “motivation was sometimes hard,” but adds that 
he was able to achieve a work-life balance despite the daily demands of 
operating Justin’s Premium Produce. He intends to resume the 
business next summer.

The experience also taught Justin something about himself. “In the 
future, I hope to remain my own boss,” he says. “However, whether or 
not it will be in this business or in another passion, only time will tell.”
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Ty l e r  S t a n f o r d
Stanford’s Household Services
London, Ontario
Tyler Stanford has turned a traditional childhood money-making 
venture into a fully-fledged business. Mowing neighbours’ lawns is 
but one “odd job” Stanford’s Household Services offered 
residents in the London area. 

He credits the London Small Business Centre for providing him 
with the support he needed to ensure that he operated a successful 
business. “They made sure I wasn’t missing any steps – from getting 
quotes for liability insurance to tips on how to register the business 
name,” he says. 

Tyler’s success has inspired him to expand his business. He is planning 
to buy a truck for use next year. “Over the winter I want to develop a 
business plan that may include hiring other students to help me out,” 
Tyler says. 

Like all businesses, Tyler also learned the importance of word-of-
mouth. He explains: “You have to take the time to talk about your 
successes to everyone who will listen.”

Ben  S t r aa t h o f
Farmboy for Hire
Westmeath, Ontario
Ben Straathof’s Farmboy for Hire did not become profitable until 
Ben started marketing his services. “When I started my business, I did 
not understand the importance of advertising,” he says. 

Initially, Ben handed out business cards and posted flyers advertising 
his availability to do odd farm jobs in Renfrew County, including milking 
cows and shearing sheep. “I had some success, but wanted more,” he 
says. “It was not until I began calling folks I knew and asked them to 
refer their friends that I achieved the success I wanted.” 

Ben advises future Summer Company participants to “advertise, 
keep the business organized and remember to have fun.  If you do not 
have fun with Summer Company, it becomes difficult to embrace your 
responsibilities, rather than something to look forward to.”

Like many other Summer Company entrepreneurs, Ben intends to 
continue operating his business while at school. 

Ke n  Tammi n g a 

Iron Embers
Orangeville, Ontario
As a business student at Sheridan College, Ken Tamminga knows the 
importance of offering a unique product. Summer Company gave him 
the opportunity to apply that knowledge.

The result: Iron Embers, Ken’s Orangeville business that made 
steel plate customized backyard fire pits. Tailored to a client’s taste 
or outdoor décor, the fire pits are now poised to sell across Canada 
and the United States. “I didn’t sell a product or service,” Ken says. “I 
sold a unique experience targeted at a very specific niche.” He adds, 
“There are a growing number of consumers who are frustrated with 
low-quality, cheap products and are willing to pay for locally produced 
quality goods.”

The business clearly delivered and sales exceeded Ken’s expectations. 
He plans to launch new products next spring and says, “Summer 
Company gave me the opportunity to be an entrepreneur and apply my 
education in a way that no other job could have.”

I n  2 0 1 1  t h e s e  y o u n g  e n t r e p r e n e u r s  t u r n e d  t h e i r  i d e a s  i n t o  a  b u s i n e s s I n  2 0 1 1  t h e s e  y o u n g  e n t r e p r e n e u r s  t u r n e d  t h e i r  i d e a s  i n t o  a  b u s i n e s s

L i v i a  Tsan g
Live, Laugh, Draw
Whitby, Ontario
Whitby artist Livia Tsang was well-versed with entrepreneurship - 
her parents are entrepreneurs, her brother participated in Summer 
Company, and she’d dabbled in a photography business. She decided to 
apply to Summer Company with the hope of taking her hobby of making 
unique pencil-drawn artwork to the next level. 

Livia promoted her pencil portrait business Live, Laugh, Draw using 
both traditional as well as online methods. She acknowledges that while 
finding clients who wanted their portraits done was a major challenge, 
she overcame it by promoting her business on social media, attending 
local shows and events and handing out business cards.

The experience taught her the importance of time management. “Not 
just in terms of getting commissions done,” she says, “but also by allotting 
enough time so that the clients receive their products on time.”

Livia plans to keep operating her business “as long as there are people 
who love art.”
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A l i  Usha ksa rae i
Auto Bath
Hamilton, Ontario
Ali Ushaksaraei started his Auto Bath business by knocking on 
doors in high-end Hamilton-area neighbourhoods. When people 
answered, Ali told them he would wash, detail and wax their luxury 
cars - Lamborghinis, Ferraris and Mercedes for less than what they 
would have to pay elsewhere. Then, word of mouth took over—and 
the business took off. 

“Customers appreciated my hard and honest work for a fair price,” 
the McMaster University commerce student says, adding that his 
diligence paid off. 

With no practical experience in entrepreneurship, Ali notes the 
support he received from Summer Company mentors and program 
providers helped him deal with various aspects of the business. 

Ali says, “Summer Company is an experience of a lifetime - one that I 
will never forget. The lessons that I learned will continue to add value 
throughout my career.” He adds the program has inspired him to 
mentor marginalized youth to start their own ventures. 

Ev g u e n i i a  V i e r o u
BT Designs
North York, Ontario
Good organization skills are the key to any successful venture. For 
Toronto-based balloon event-decorating business owner Evgueniia 
Vierou, keeping track of clients’ requests for their birthday parties, baby 
showers and retirement celebrations was particularly important. 

Evgueniia says, “When working with multiple clients, it’s hard to 
remember what each client wants and their preferred colours, so it’s 
really important to be organized.” She adds, “As soon as you have a 
meeting or phone conversation, write everything in a planner so that 
you don’t forget.”

One of the challenges that Evgueniia faced while operating BT Designs 
was time management. She says, “Every night I would make a to-do list 
of the things I needed to get done the next day and during the week. 
That way, I always got my tasks done on time.” 

Her diligence paid off. She operated a profitable business that served 
numerous clients in her community.

Mat t h ew  W i l u sz 

MJ Improvements
Hamilton, Ontario
McMaster University MBA student Matthew Wilusz credits the 
“unbelievable support” from his Summer Company program provider 
for the success of his fence-and-deck building business. “The Hamilton 
Small Business Enterprise Centre staff connected me with seasoned 
experts in accounting, marketing, advertising and entrepreneurship,” 
Wilusz says. “These experts raised my efforts and the quality of my 
business to an entirely new level.”

But even with all the expert help, running MJ Improvements 
required extraordinary effort. “It was quite a challenge working alone 
for 12-to-14-hour days,” Wilusz says. “And you still have to set up 
your next jobs several weeks into the future and keep your customers 
in the loop, especially when weather is a factor. I found that relaying 
information to my clients to make sure that they understood how the 
weather may affect their project was my biggest challenge.”

Nevertheless, Wilusz clearly overcame all obstacles. He made over 
$70,000 in the summer, seven times his forecast. 

I n  2 0 1 1  t h e s e  y o u n g  e n t r e p r e n e u r s  t u r n e d  t h e i r  i d e a s  i n t o  a  b u s i n e s s I n  2 0 1 1  t h e s e  y o u n g  e n t r e p r e n e u r s  t u r n e d  t h e i r  i d e a s  i n t o  a  b u s i n e s s

M i c hae l  Zo n d e r va n
Mike’s Maintenance and Lawncare
Midland, Ontario
Coming from a family of entrepreneurs, running a business or the 
“hustle” as he calls it, was not new to Michael Zondervan. It is Summer 
Company, however, that gave Michael the confidence he needed to run 
his own business. 

With help from his Summer Company program provider, Michael, who 
operated Mike’s Maintenance and Lawncare in the Beausoleil 
First Nation, located in the Georgian Bay region, learned some basics of 
running a successful business. “You need to be on the lookout for new 
jobs, and you need to go do them,” Zondervan says. “Otherwise, there’s 
always someone else to take your job.  And once you lose that customer, 
it’s hard to get them back.”

Michael has certainly caught the entrepreneurial bug! An aspiring 
inventor, he plans to follow in his parents’ footsteps, and advises future 
Summer Company applicants to network and seize opportunities that 
come their way.
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Me n t o r s

S t ewa r t  McLa r e n
Almac Industrial Systems
Aurora, Ontario
Stewart McLaren has lots in common with the Summer Company 
students he mentors. Stewart, who began his entrepreneurial 
career as a student with the help of a program similar to “Summer 
Company”, designed and sold a stone-cutting tool to landscapers and 
rental stores.  And he credits much of his later success to mentors 
who helped him.

“There were many people who mentored me over the years,” says 
Stewart, now president of Almac Industrial Systems in Aurora. “From 
the neighbour who worked on cars to teachers, tradespeople and 
professionals.”

He adds: “It was a privilege to be asked to help mentor the Summer 
Company entrepreneurs.” His primary focus while working with the 
students is to gauge their needs and provide guidance.

While Stewart gets great pleasure mentoring, he gains from the 
experience, too. He says, “The students have taught me new methods, 
shown me new markets and kept me inspired.”

Pe t e r  Towne n d
Marketing Consultant
Lindsay, Ontario
For retired entrepreneur Peter Townend, measuring a student’s 
success in the Summer Company program involves more than how 
much money the business makes. Peter says the program’s real value is 
teaching young people “life’s great lessons.”

He explains: “Learning to deal with people, gaining exposure to a variety 
of situations and knowing how to handle oneself are more important 
than earnings.”

Peter, who still does some marketing consulting, has been a Summer 
Company mentor with the Kawartha Lakes Small Business Enterprise 
Centre since 2003. 

“I went into business for myself at age 49 and found it much more 
difficult than I expected,” Peter says. “I get great satisfaction in knowing 
that by sharing my experiences and expertise, I can help Summer 
Company participants launch a successful business.”

He especially enjoys working with young people that “have an ambition 
to succeed and exhibit enthusiasm”—a formula for success in any field. 
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For more information and to find your nearest 
Summer Company program provider, call 1-888-745-8888 

or visit www.ontario.ca/summercompany

http://www.facebook.com/summercompany
http://www.youtube.com/user/summercompanyon



