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Your Guide to 
Enduring Growth

INTRODUCTION:

You know as well as anyone: building a thriving business isn't just about good ideas or 
smart strategies. It's a relentless, often unpredictable journey. There are the incredible 
highs, sure, but also those quiet, tough moments that truly test what you're made of. 
And it's in those "hard-won" moments that the deepest lessons are learned.

This isn't a textbook, or a dry academic paper. Instead, it's a direct peek into the minds of Canadian 
entrepreneurs who've truly been in the trenches. We've pulled these insights straight from our exclusive 
LinkedIn Live series, where these founders and leaders openly shared their stories – the struggles, the 
pivots, and the breakthroughs that forged their success. They've navigated everything from fierce 
competition and economic downturns to global disruptions, emerging not just intact, but stronger and wiser.

Inside these pages, you'll uncover the core principles that allowed them to not just endure, but to redefine 
their industries and build legacies. You'll gain:

Every lesson here is born from genuine experience, showing you how these insights were earned and giving 
you actionable takeaways you can apply in your own business, right now. If you're a business owner 
committed to growth and ready to build something truly lasting, "The Silver Circle" offers the kind of wisdom 
that can shift your perspective and boost your confidence.

Ready to turn today's challenges into tomorrow's triumphs? Let's dive into "The Silver Circle" and equip 
yourself with the wisdom to secure your business's lasting legacy.

Welcome to The Silver Circle: 25 Hard-Won Business Lessons.

Real-world strategic 
blueprints for creating 
a business that stands 

the test of time.

Proven approaches 
to build a team that's 

loyal, driven, and 
truly connected.

Tactical insights to 
spot opportunities, 
even when the path 
ahead looks unclear.

Invaluable leadership 
lessons forged in the fires 
of real-world challenges, 

not hypothetical scenarios.
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Cultivate a Grand Vision from Day One

The Hard-Won Insight: Most of us start a business because we see a problem and have a solution. But the real 
game-changer comes when you dare to envision the absolute biggest market for that solution, well beyond 
what feels comfortable or immediately achievable. Nicolette Leonardis, co-founder of Vertical Impression, 
didn't just dream of screens in a few local buildings. From day one, her team focused on the entire North 
American elevator market – over 1.3 million units. This wasn't just a big number; it forced a mindset of 
constant scalability and innovation, pushing them to solve fundamental problems like getting internet into 
elevators in a cost-effective way. It taught them that a limited mindset can be the greatest barrier. 

Actionable Tips:

LESSON #1

PART 1: VISION & RESILIENCE – THE FOUNDATION

Dream Board for Your Business: Spend 
time sketching out your wildest vision for 
your business. Who are all the people you 
could serve? What's the ultimate impact 
you could have? Don't censor yourself.

Future-Proof Your Foundations: With 
that grand vision in mind, look at your current 
systems, technology, and partnerships. Are 
they built to scale 10x, or even 100x? Identify 
what needs to be robust now to support 
massive future growth.
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Embrace Naivete as a Strategic Advantage

The Hard-Won Insight: Sometimes, knowing too much about an industry's "rules" can actually hold you back. 
Nicolette admitted she and her co-founder knew "nothing about advertising" or "computer science" when 
they first started Vertical Impression. But here's the kicker: this lack of traditional background was a huge 
asset. They weren't tied down by conventional thinking or discouraged by industry-specific challenges others 
faced (like complex patents for elevator internet). Their raw passion and ambition allowed them to challenge 
norms and pursue disruptive ideas that established players might have dismissed. This "naivete" was, in her 
words, their "superpower."

Actionable Tips:

LESSON #2

Host a "Beginner's Mind" Session: 
Periodically invite someone new to your 
industry (or even a new employee) to observe 
your processes and ask "dumb questions." 
Their fresh perspective can reveal hidden 
opportunities or outdated practices.

Foster a "Challenge the Status Quo" 
Culture: Encourage your team to 
question long-held assumptions and 
traditional methods. Reward curiosity 
and unconventional thinking, even if 
not every idea pans out.
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The Unsung Power of Daily Grit

The Hard-Won Insight: We often celebrate the big wins – the massive funding rounds, the huge client 
acquisitions. But the true foundation of an enduring business is the consistent, sometimes unglamorous, daily 
grind. Nicolette candidly shared that the toughest part isn't the occasional crisis, but the "sheer amount of 
daily grit that's required"—showing up every single day, pushing forward even when personal life gets messy 
or the calendar is overwhelming. It’s that relentless, often unseen, effort that truly builds momentum. Andre 
Gagnon of Lift Boss also echoes this, emphasizing that their growth came from just relentlessly "going at it" 
day after day, year after year.

Actionable Tips:

LESSON #3

Master Your Mornings (or Evenings): 
Identify 1-3 non-negotiable tasks that, if 
completed daily, consistently move your 
business forward. Protect this time fiercely.

Celebrate Small Wins: Don't wait for 
major milestones. Acknowledge and celebrate 
consistent effort and small achievements within 
your team. This builds collective resilience and 
reinforces the value of daily dedication.

1 2
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Transforming Adversity into Unforeseen Opportunity

The Hard-Won Insight: A significant external shock, while terrifying, can surprisingly reveal new market 
demands and accelerate necessary strategic pivots. Think about the COVID-19 pandemic. While many 
businesses in out-of-home advertising crumbled, Vertical Impression, having recently expanded to Toronto, 
found an unexpected boom in residential elevator advertising. People were home, stuck in their buildings, and 
suddenly, those screens were a valuable captive audience. The crisis forced them to lean into this niche, 
creating a new, viable "line item" in media strategies across Canada. Similarly, Holly Jones, President of Max 
Caroline Group, noted how the pandemic became a "major accelerant" for their company's Lean 
transformation, forcing efficiencies out of necessity that might have taken years in normal times.

Actionable Tips:

LESSON #4

"Crisis Brainstorm" Sessions: When 
faced with a major disruption, gather your key 
people not just to triage, but to brainstorm 
unexpected shifts in consumer behavior or 
market needs that your business could address.

Pivot Resources Decisively: Be ready to 
quickly reallocate capital, talent, and energy 
to capitalize on these new opportunities, 
even if it means temporarily pulling back from 
previously established areas.
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Build Partnerships on Mutual Benefit, Not Just Transactions

The Hard-Won Insight: For truly sustainable growth, your core relationships – whether with early customers, 
key suppliers, or financial partners – must be built on a clear, win-win value exchange. Vertical Impression's 
breakthrough into residential towers came from offering condo boards a crucial communication tool and an 
actual revenue share. This wasn't just a sales pitch; it genuinely benefited the buildings, making them eager 
partners. Andre Gagnon also highlighted how his strong relationship with their bank, ETB, based on 
transparency, made them a "fabulous partner" vital for securing financing and navigating growth. When 
everyone sees clear value, relationships endure.

Actionable Tips:

LESSON #5

The Partnership Value Check-Up: For 
your top 3-5 critical partnerships, clearly 
articulate what unique value they receive 
from working with you. Is it balanced? How 
can you enhance their benefit?

Co-Create Solutions: Involve key 
partners in brainstorming sessions to solve 
shared challenges. When they have a stake in 
shaping the solution, their commitment and 
collaboration deepen significantly.

1 2
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De-Risk by Diversifying Supply and Building Vendor Loyalty

The Hard-Won Insight: Putting all your eggs in one basket, especially for critical supplies or services, can expose 
your business to immense risk. Joelle McLaren of California Closets Alberta learned this early, proactively 
choosing to diversify her vendors across Canada and invest in her own manufacturing to control costs and 
buffer against currency fluctuations and freight issues. This foresight was a game-changer. Andre Gagnon 
further emphasized this by sharing how their fierce loyalty to vendors, nurtured over years, paid off during a 
challenging business integration. Because they had built that trust, their suppliers gave them "a lot of leeway" 
and support when they needed it most.

Actionable Tips:

LESSON #6

Supplier Vulnerability Audit: Identify 
every single-source supplier for critical 
components or services. What's your backup 
plan if they fail? Where can you diversify?

Invest in Supplier Relationships: Go beyond 
simple transactions. Get to know your key 
vendors, communicate openly, and demonstrate 
appreciation. Strong relationships mean reliable 
support when you hit a bump in the road.
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Embrace Iterative Learning from "Failures"

The Hard-Won Insight: No business journey is without its bumps and bruises. True growth comes not from 
avoiding mistakes, but from treating every setback as a valuable learning opportunity. Joelle McLaren 
acknowledged that "failures happen a lot" and that the key is to "figure it out, pick yourself up, and keep 
going." She shared a poignant example from a period of remote work during a crisis, where trusting a leader's 
reports without direct verification led to significant operational damage. This "huge failure" taught her the 
vital lesson of "trust but verify" and the importance of frequent direct engagement, revealing that true 
learning comes from analyzing setbacks, not just shrugging them off.

Actionable Tips:

LESSON #7

The "Post-Mortem" Protocol: After any 
significant setback or failed initiative, gather 
your team for a blame-free discussion. Focus 
on "what happened," "what we learned," 
and "what we'll do differently next time."

Cultivate Psychological Safety: Create 
an environment where employees feel safe to 
admit mistakes and share insights without fear 
of severe repercussion. Learning only happens 
when vulnerability is accepted.

1 2
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Establish Clear Leadership "Swim Lanes"

The Hard-Won Insight: When you have multiple strong leaders or co-founders, ambiguity around roles can be 
a silent killer of efficiency and morale. Clearly defining distinct areas of responsibility (or "swim lanes") early on 
is crucial. Nicolette and her co-founder made a conscious decision to split their business into "supply side" and 
"demand side." This wasn't about limiting their individual abilities (they could both do almost anything), but 
about creating focus, preventing overlap, and ensuring accountability. This foundational decision significantly 
reduced internal friction and allowed for specialized expertise to flourish.

Actionable Tips:

LESSON #8

PART 2: LEADERSHIP & TEAM DYNAMICS

Role Clarity Workshop: Gather your 
leadership team and map out every core 
business function. Assign clear primary 
ownership for each, ensuring no critical areas 
are left unassigned or have confusing overlaps.

Dynamic Role Reviews: Understand that 
swim lanes aren't set in stone. As your 
business grows or pivots, revisit these roles 
periodically. What worked at 5 people might 
need adjustment at 50.
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Prioritize Mutual Respect in All Relationships

The Hard-Won Insight: The absolute bedrock of any enduring partnership – whether with a co-founder, a key 
employee, or a long-term vendor – is unwavering mutual respect. Nicolette highlighted this as the 
fundamental reason her 15-year partnership with her co-founder has thrived, allowing them to navigate 
disagreements and role shifts gracefully. Without this deep respect, even the most promising ventures can 
unravel. It's the lubricant that keeps the wheels of collaboration turning smoothly, especially during friction 
points. Andre also points to treating all vendors with high regard, as they're essential to his business.

Actionable Tips:

LESSON #9

Practice Empathetic Listening: In any 
discussion, especially disagreements, make a 
conscious effort to truly understand the other 
person's perspective before formulating your 
own response.

Regularly Acknowledge Contributions: 
Actively and publicly recognize the unique 
talents, efforts, and contributions of your 
partners and team members. This consistent 
appreciation reinforces their value and builds a 
stronger, more cohesive unit.
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Develop Your Leaders From Within

The Hard-Won Insight: Relying solely on external hires for growth can be risky; it often means losing out on 
deep institutional knowledge and genuine value alignment. The most successful businesses invest heavily in 
upskilling and promoting their existing talent. Joelle McLaren strongly believes in training, coaching, and 
mentoring her California Closets team to "skill people up first and foremost." This strategy not only retains 
valuable employees but also ensures that core company values and a deep understanding of the customer 
journey are embedded and propagated through new leadership, building a more resilient and cohesive 
organization. Andre also points to the impressive long tenure of his management team, some with 17 years, as 
a direct result of internal development and support.

Actionable Tips:

LESSON #10

Identify Internal Bench Strength:  
Proactively identify high-potential employees 
and discuss their career aspirations within 
your company.

Create Structured Development: 
Implement mentorship programs, leadership 
training, and opportunities for employees to 
take on more responsibility. Delegate, rather 
than simply direct.

1 2
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Connect Every Role to the Customer's "Joy Outcome"

The Hard-Won Insight: It's easy for team members, especially in larger organizations or back-office roles, to 
lose sight of the ultimate impact of their work. A truly successful business ensures that every employee, from 
frontline to support staff, feels a direct connection to the positive outcome for the customer. Joelle McLaren's 
personal "joy" came from seeing her customers' excitement after a closet installation. As her business grew, her 
leadership shifted to empowering her team to experience that same joy, ensuring that every operational task 
ultimately contributed to that profound customer satisfaction. This shared purpose energizes the entire team, 
making their efforts more meaningful.

Actionable Tips:

LESSON #11

Bring the Customer Front & Center: 
Regularly share direct customer feedback, 
testimonials, and success stories with every 
department. Make it personal and specific.

"Why We Do What We Do" Sessions: 
Periodically bring teams together to discuss 
the broader impact of their work and how 
their specific roles contribute to the 
company's mission and customer satisfaction.

1 2

Hire for Value Alignment First, Skill Set Second

The Hard-Won Insight: Technical skills can be taught or refined, but a person's core values are far more 
difficult to change. The enduring strength of a company culture is built by recruiting individuals whose 
personal values resonate deeply with your company's core principles. Joelle McLaren admitted to making 
"poor hiring process" decisions early on by relying too much on gut feeling alone. She learned that prioritizing 
candidates who align with values like "we deliver what we promise" ensures a more organic, harmonious, and 
committed team. This intentional hiring strategy minimizes friction and builds a foundation of shared purpose.

Actionable Tips:

LESSON #12

Define Your Non-Negotiable Values: 
Clearly articulate the 3-5 core values that 
truly define your company's identity and 
behavior.

Develop Value-Based Interview Questions: 
Design specific behavioral interview questions 
that probe how candidates have demonstrated 
your core values in past roles. Involve multiple 
team members in the interview process to get 
diverse perspectives on cultural fit.

1 2
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Lead with Radical Honesty and Vulnerability

The Hard-Won Insight: In a world that often pressures leaders to present a perfect image, authenticity and 
openness about your business's challenges and realities build profound trust and rallying power within your 
team. Andre Gagnon of Lift Boss champions being "very open and honest, almost too open and honest 
sometimes" with all stakeholders, including his bank and employees. This directness fosters a culture where 
problems are acknowledged, rather than hidden, allowing for collective problem-solving and a shared sense of 
ownership. It makes the team feel truly bought in, because they know the real story.

Actionable Tips:

LESSON #13

Communicate the "Why" Behind 
Decisions: When making tough calls 
or experiencing setbacks, explain the 
reasoning and context to your team. 
Don't just issue mandates.

Foster a "Safe to Speak Up" Environment: 
Actively create channels and opportunities for 
employees to voice concerns, ask questions, 
and offer honest feedback without fear of 
negative repercussions. Value their perspective.
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Prioritize Personal Connection in a Digital World

The Hard-Won Insight: While digital tools offer incredible efficiency, the deepest, most resilient business 
relationships are still forged through direct, personal interaction. Andre Gagnon of Lift Boss emphasizes that a 
direct phone call or an in-person visit holds far more weight than emails or texts, especially for critical 
conversations or resolving conflicts. Joelle McLaren also observed that even after the necessity of virtual work 
during a crisis, her customers still strongly preferred the intimate, in-person touch for her services. These 
personal connections build a "relationship report card" that far transcends mere transactional value, offering 
invaluable goodwill during tough times.

Actionable Tips:

LESSON #14

"Call Over Email" Policy: For complex, 
sensitive, or relationship-building 
communications, encourage your team to 
default to a phone call or, when feasible, an 
in-person meeting.

Invest in Face-to-Face Culture: If you have 
a distributed team, prioritize regular in-person 
gatherings. These events build camaraderie, allow 
for non-verbal communication, and strengthen 
the bonds that make a team truly cohesive.

1 2
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Cultivate a Culture of Continuous "Fix 
What Bugs You" Improvement

The Hard-Won Insight: Moving beyond perpetual firefighting requires a fundamental shift to a Lean mindset, 
where everyone is empowered to identify and eliminate inefficiencies, no matter how small. Holly Jones's 
profound "Two Second Lean" epiphany wasn't about grand, sweeping changes, but about systematically fixing 
daily frustrations. This approach decentralizes problem-solving, frees up leadership from constant 
micro-management, and systematically builds a more efficient, less chaotic operation. The cumulative impact 
of these "two-second fixes" is massive, allowing the business to move from just "good" to consistently "great" 
in its operations.

Actionable Tips:

LESSON #15

Implement a Simple Improvement System: 
Create an incredibly easy way for every 
employee to submit ideas for fixing "bugs" or 
small inefficiencies they encounter in their 
daily work.

Empower Immediate Solutions: Give 
teams the autonomy to implement simple 
solutions themselves, rather than requiring 
lengthy approvals for minor improvements. 
Celebrate these quick wins to reinforce the 
culture of continuous improvement.

1 2
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Build a Strategic Circle of Mentors and Advisors

The Hard-Won Insight: Rapid growth and navigating uncharted territory are significantly accelerated by 
surrounding yourself with experienced mentors and advisors who've faced similar challenges. Nicolette 
Leonardis credits Bruce Johnson (inventor of TurboTax) and his team of former C-suite executives for changing 
Vertical Impression's trajectory. Their expertise provided crucial insights into scaling, operational efficiency, 
and overcoming fear during critical junctures. Joelle McLaren also found immense value in her peer group, the 
Women Presidents Organization, for "solving challenges and soundboarding when you're really in a low spot." 
These external perspectives are invaluable for navigating complex entrepreneurial paths.

Actionable Tips:

LESSON #16

PART 3: STRATEGIC GROWTH & ADAPTATION

Identify Your Blind Spots: Pinpoint the 
areas where you or your core team lack deep 
expertise (e.g., specific market entry, complex 
financing, technology shifts).

Proactively Seek Guidance: Approach 
potential mentors with specific questions and 
a genuine desire to learn. Be open to advice 
that might challenge your current thinking, as 
this is where true growth happens.

1 2



Start Lean and Frugal, But Always Plan for Exponential Growth

The Hard-Won Insight: While bootstrapping and disciplined spending are essential in the early stages, a truly 
successful entrepreneur never loses sight of the larger, exponential scaling potential of their business. Andre 
Gagnon founded Lift Boss with incredibly limited capital ("a couple hundred thousand dollars and an empty 
bank account") and maintained a "frugal" approach throughout. However, every strategic decision—from 
expanding to Calgary early to continuously seeking new, broader product lines—was made with the intent of 
significant growth and market dominance, not just survival. This delicate balance of conservative spending and 
expansive vision prevents stagnation.

Actionable Tips:

LESSON #17

Strategic Capital Allocation: Even with 
limited funds, invest judiciously in 
foundational elements that will unlock future 
growth, such as scalable technology, key hires, 
or essential property.

Visualize Your Growth Trajectory: 
Regularly revisit your long-term market 
potential. Are your current operations and 
decisions positioning you for easy replication 
or significant expansion into new territories 
or customer segments?

1 2

Align with Partners Who Offer True Support, Not Just Services

The Hard-Won Insight: Beyond mere transactional efficiency, building loyal partnerships with your vendors, 
banks, and other service providers who genuinely share your values is a powerful de-risking strategy. Andre 
Gagnon highlights Lift Boss's "loyal to a fault" approach, noting that their bank, ETB, became a "fabulous 
partner" because of open communication and their willingness to support growth through challenging times. 
These deep, trust-based relationships mean partners are more likely to "step up" when you truly need them, 
offering flexibility and support (like during complex product line changes) that you can't put a price tag on. 
Joelle McLaren's reliance on her long-standing financial partners also underscores this value.

Actionable Tips:

LESSON #18

Evaluate Beyond Price: When selecting 
suppliers or financial partners, prioritize 
reliability, open communication, and their 
willingness to support you through challenges, 
not just the lowest cost.

Nurture Relationships Actively: Treat 
your key vendors as extensions of your team. 
Consistent communication, fair dealings, and 
showing appreciation build the goodwill that 
pays off in unforeseen ways.

1 2
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Strategic Diversification Drives Resilience and Growth

The Hard-Won Insight: Relying on a single product, service, or market segment can leave your business 
vulnerable. Continuously evaluating and expanding your offerings or target markets can unlock significant 
growth opportunities and build crucial resilience against market fluctuations. Lift Boss, for instance, strategically 
diversified by adding their own "Lift Boss" brand electric forklifts and, critically, partnering with JCB for a full line 
of construction equipment. Vertical Impression also adapted by expanding from residential buildings to 
hospitals, hotels, and transportation hubs due to new legislation. These moves, often born from necessity or 
foresight, created new revenue streams and bolstered their market position.

Actionable Tips:

LESSON #19

Regular Portfolio Review: Periodically 
assess your current product/service offerings. 
Are there adjacent markets or complementary 
services that leverage your existing strengths 
or customer base?

Monitor Industry & Regulatory Shifts: 
Stay vigilant about changes in your industry, 
technology, and legislation. These can reveal 
unexpected pathways for diversification or 
new verticals that others might miss.
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Proactive and Transparent Communication Through Transition

The Hard-Won Insight: Any significant business transition, especially changes in leadership or ownership, 
creates uncertainty. To maintain trust and avoid internal disruption, proactive, consistent, and transparent 
communication is non-negotiable. Holly Jones candidly shared how her initial transition into the president role 
was "not well" managed by her father, leading to staff confusion. Learning from this, when structuring the 
multi-owner partnership years later, Holly and her family prioritized being "as transparent and open as possible," 
ensuring "nothing was left unsaid" for all involved parties. This intentional approach prevents rumor mills and 
solidifies a sense of shared understanding and buy-in.

Actionable Tips:

LESSON #20

Over-Communicate During Change:   
When major changes are imminent, 
communicate frequently and through multiple 
channels. Don't assume silence means 
understanding or acceptance.

Tailor Your Messaging: Develop specific 
communication plans for different audiences 
(employees, customers, external partners, 
non-involved family members) to address their 
unique concerns and answer anticipated 
questions honestly.

1 2
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Embrace Remote Work to Unlock a Wider Talent Pool

The Hard-Won Insight: The global shift to remote work, accelerated by recent crises, isn't just a temporary 
trend; it's a strategic advantage for accessing top talent and fostering a flexible, modern workplace. Vertical 
Impression, for example, has leveraged this beautifully, winning "Best Place to Work Remote in Canada" 
multiple years in a row. This approach allows them to hire specialized developers who can work from anywhere 
in the world, dramatically broadening their talent pool beyond local geographical constraints and giving them a 
competitive edge in securing highly sought-after skills.

Actionable Tips:

LESSON #21

Re-evaluate Location Requirements: 
For roles that don't strictly require a physical 
presence, consider opening up your hiring to 
a wider geographical area. This can lead to 
diverse skills and perspectives.

Invest in Digital Infrastructure: Ensure 
your technology stack, communication 
platforms, and virtual collaboration tools are 
robust enough to support a highly effective 
remote or hybrid team, fostering both 
productivity and connection.

1 2

Focus on Market Share for Long-Term 
Absorption and Sustainability

The Hard-Won Insight: While individual sales are important, a deeper, more sustainable strategic focus for many 
businesses, especially those with ongoing service components, lies in increasing market share. Andre Gagnon 
explained that for Lift Boss, a "high population of our equipment" directly sustains the "absorption rate for our 
service departments." This means that having a larger installed base of their machinery translates directly into 
consistent, predictable revenue from parts, service, and maintenance – often higher-margin activities that 
provide a stable foundation and buffer during sales downturns.

Actionable Tips:

LESSON #22

Beyond Sales Targets: Track Market 
Penetration: Go beyond just total sales figures. 
Analyze your percentage share within specific 
geographic areas or customer segments to 
understand your true market dominance.

Optimize Customer Lifetime Value (CLV): 
Understand the long-term profitability of 
acquiring and retaining a customer, especially if 
your business relies on recurring service or 
repeat purchases. Strategies to increase CLV 
often naturally contribute to growing your 
overall market share and recurring revenue.

1 2
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Be Generous in Your Community, Without Expectation

The Hard-Won Insight: True business leadership extends beyond the bottom line into the community. 
Proactively engaging and contributing to your local area, without the immediate expectation of a direct return, 
fosters profound goodwill and significantly strengthens your brand's reputation. Andre Gagnon shared that 
community involvement is a core tenet for Lift Boss. This "give first" mentality, while it might occasionally be 
taken advantage of, overwhelmingly creates a positive ripple effect, leading to unexpected referrals, stronger 
local relationships, and a magnetic reputation that attracts both customers and talented employees. Holly 
Jones's family business also has deep roots in community engagement, underscoring its long-term value.

Actionable Tips:

LESSON #23

Identify Aligned Causes: Find community 
initiatives, charities, or non-profits that 
genuinely resonate with your company's 
values or mission. Authenticity in giving builds 
stronger connections.

Encourage Team Involvement: Empower 
your employees to volunteer, participate in local 
events, or lead community projects. This boosts 
team morale, fosters a sense of purpose, and 
extends your brand's positive reach organically.
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Secure Your Own Real Estate (Strategic Asset Support)

The Hard-Won Insight: For any business with physical operations, strategically owning its real estate provides a 
crucial layer of asset support, long-term stability, and control that leasing simply cannot. Andre Gagnon 
highlighted Lift Boss's commitment to owning their properties, recognizing it as a key element that "supports the 
business really well" by providing tangible asset backing. This approach not only reduces rental dependencies 
and builds equity over time, but also offers greater flexibility for future expansion, adaptation, or even as a 
capital reserve, creating a robust foundation for decades to come.

Actionable Tips:

LESSON #24

Conduct a Lease vs. Buy Analysis:   
Perform a thorough financial and strategic 
analysis comparing the long-term benefits and 
costs of purchasing your business premises 
versus continuing to lease.

Plan for Future Property Needs: If 
you decide to buy, ensure the property 
has adequate room for anticipated future 
growth, or can be adapted to evolving 
business requirements, such as adding 
new manufacturing space, service bays, 
or warehousing.

1 2
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Ready to Transform 
Your Business?
The journey of an entrepreneur is rarely easy, but as you've just seen, it's rich with profound lessons. 
The insights shared in "The Silver Circle" aren't just stories; they're blueprints for resilience, growth, 
and enduring success, hard-won by Canadian business leaders who walked the talk. You've got the grit. 
You've got the vision. Now, it's time to add these tested strategies to your toolkit.

"The Silver Circle" is just the beginning of what you can learn and achieve. To deepen these insights, stay 
connected with us, and be part of a vibrant community of entrepreneurs who are actively navigating and 
mastering their growth journeys. Let's keep the conversation going. We're building something special, 
and we want you to be a part of it.

We believe in the power of connection and community for business owners.
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Embrace Perpetual Evolution (Grow or Be Dead)

The Hard-Won Insight: Comfort often leads to complacency, and in business, complacency is stagnation, and 
stagnation is eventually decline. The most resilient and successful enterprises actively foster a culture of 
continuous innovation and a relentless pursuit of "what's next." Andre Gagnon's blunt but effective philosophy, 
"grow or you're dead," encapsulates this perfectly. It’s about consciously dedicating time in leadership 
meetings to explore new opportunities, potential product lines, and market expansions, preventing your 
business from resting on its laurels. This proactive approach ensures continued relevance, vitality, and 
readiness for future challenges.

Actionable Tips:

LESSON #25

Dedicated "Future" Sessions: Schedule 
regular, dedicated time (e.g., quarterly or 
annually) with your leadership team to focus 
solely on innovation, emerging trends, and 
new strategic initiatives, completely detached 
from day-to-day operational issues.

Foster Intrapreneurship: Create clear 
pathways and provide resources for 
employees to bring forward and even test new 
ideas for products, services, or processes. 
Empowering internal creativity can unlock 
your next big breakthrough.
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