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The Business Retention & Expansion (BRE) development strategy focuses on the 

existing businesses within the community so that they can develop and expand. 

The initial objective of the strategy is to evaluate, using a standardized interview 

process, the barriers of the near-past, measure where businesses are in the 

present and therefore be able to evaluate in the future whether or not the BRE 

efforts were effective. Furthermore, by maintaining a baseline the snapshot of 

business development increases.   

Through the development of the baseline, and opportunity & barrier identification, 

the BRE committee can begin to evaluate and measure trends. From there, the 

community can zero in on short-term targets, identify long-term goals, monitor the 

development toward those goals and break them down into manageable and 

measurable pieces.  

Business Retention & Expansion is about more than gathering data it is about 

building relationships and increasing communications with businesses throughout 

the community. Through the establishment of relationships it is possible to maintain 

the momentum needed to impact and respond to the business community and 

maximize return on investment.  

  
 

The primary focus of a retention program is to grow a 

communityõs existing business base and increase job numbers.  

Understanding Business  
Retention and Expansion 
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1) Gather & maintain a 

baseline of community & 

business related data  

2) Evaluate & measure 

trends  

3) Identify barricades to, & 

opportunities for, business 

retention & expansion  

4) Share data and work to 

enhance communication 

among businesses 

 

THE MISSION:  

THE VISION 
ñMaple Creek boasts a stable local economy where the business environment is conducive to 

expansion and reinvestment.ò 
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According to Executive Pulse, the Business Counts 
BRE program developers used as the standardized 
interview for all phases of the Maple Creek BRE 
project, a well rounded BRE program:  
 

¶ Targets limited economic development resources to 
the most appropriate private sector companies, 
company sectors and industry clusters 
 

¶Streamlines and continually improves service delivery 
to these private-sector companies 
 

¶Makes participating companies better able to compete 
in national and international markets 
 

¶Provides a sustainable mechanism for listening to and 
learning from core business constituents 
 

¶Holds the ñsystemò accountable by quantifying and 
qualifying individual and aggregate impact of the 
interaction with private sector companies  
 

¶Unifies and coordinates disparate economic, 
community and workforce development agencies 
 

¶Enhances local and regional incubation and 
recruitment efforts 
 

¶Creates world class communities by ñraising the barò 
across company sectors and industry clusters  
 

¶Maintains a significant cost/benefit advantage over 
other economic development activities such as 
recruitment and incubation 
 

¶Counters the commonly held misconception that 
economic development activities are focused on 
industrial prospecting rather than industrial gardening.  

While expansion within existing 
industries is not covered as 
frequently as other community 
initiatives in the media, these 
expansions are critical to the overall 

economic climate in Saskatchewan. 

Furthermore, according to Executive Pulse, most 
business retention programs are not effective because 
they have not been designed with the end user, private-
sector business, as a focal point.  
 
To adequately serve the private-sector, Executive Pulse 
encourages service providers to think and act like the 
private sector and take a proactive rather than reactive 
stance toward Business Retention & Expansion. 
Economic Development is anything that the private-sector 
customer wants, needs or expects from the BRE team, 
which includes traditional and non-traditional activities 
and assistance.  
 
When creating a strategic plan and deploying response 
actions the BRE committee is reminded that all private-
customers are not created equal. For that reason, the 
bulk of resources and actions as the BRE project matures 
will be directed towards the customer base, aka business 
base, that will maximize the communityôs return on 
investment.  
 
Maximizing the programs return on investment usually 
translates into good jobs, capital investment, technology 
transfer and quality of life.  
 
The primary focus of a retention program is to grow a 

communityôs existing business base and increase job 

numbers.  
 
 OUTCOMES OF A BEST PRACTICE 

BUSINESS RETENTION PROGRAM: 
 

¶ Demonstrate appreciation to the customer 

¶ Match customer wants, needs, and 

expectations with available resources 

¶ Use customer attitudes and opinions to 

impact programs, policies and strategies 

 

ELEMENTS OF A BEST PRACTICE 
BUSINESS RETENTION PROGRAM: 

 

¶ Highly trained outreach specialists 

¶ A cohesive and broad-based team of 

service providers 

¶ Strong, centralized management 

¶ A powerful data warehouse 

 

 

60-80% of future job growth results from the expansion of existing industries 
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Pathway to Business Retention & 
Expansion in Maple Creek: 
 
The Maple Creek Chamber of Commerce 
and the Maple Creek Main Street Program, 
with support from the Town of Maple Creek, 
collaborated on a BRE program for the 
community of Maple Creek.  
 
The Saskatchewan Economic Development 
Association (SEDA) identifies that 80% of 
economic development within a community 
comes from the efforts and successes of a 
communityôs existing business core, while 
only 20% generally comes from the 
establishment of new business and industry 
within a community. 
 
For this reason, BRE Programs are now 
being widely utilized by communities across 
North America as part of their local Economic 
Development efforts; it is seen as a critical 
and logical first step in the development of 
any local economic development strategy. 
 
Launching BRE in Maple Creek 
 
The Maple Creek Main Street Program 
coordinated a BRE information session on 
Feb. 27th, 2012.  Kent Dubreuil led this well 
attended session.   
 
Mr. Dubreuil served as the Economic 
Development Officer for the Town of Biggar, 
a trainer and facilitator with the 
Saskatchewan Economic Development 
Association, and most recently he worked on 
the West Central Enterprise Regionôs BRE 

initiative. 
 

The path to business retention in Maple Creek  
Looking beyond the centrally located businesses 

The session with Mr. Dubreuil resulted in the 
following outcomes: 
 

1) The commitment to pursuing the 
development of a BRE program for 
Maple Creek. 
 

2) Objectives for the local BRE 
program were identified to: 
 

a. Build capacity within the 
local business community. 

b. Reduce business leakage & 
business closures. 

c. Maximize the economic 
benefits of tourism 
development. 

d. Identify & address barriers 
to business development & 
expansion. 
 

3) The Maple Creek Chamber of 
Commerce agreed to establish a 
BRE Committee that will spearhead 
the initiative. 
 

4) The BRE Committee would gather 
data from the business community 
with the goal of identifying strategic 
actions necessary to achieve the 
four objectives of the local BRE 
initiative. 

 
5) The BRE Committee will work with 

Southwest Enterprise Region 
(SWER) to ensure that the local 
BRE initiative links with SWERôs 
regional BRE initiative. 

 
With the dissolution of Enterprise 
Saskatchewan and subsequently the 
Southwest Enterprise Region, the Maple 
Creek BRE Committee signed on with the 
Saskatchewan Economic Development 
Association (SEDA) ñBusiness Counts 
Saskatchewanò BRE program. 
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Introducing the Maple Creek BRE committee  

The Maple Creek Chamber of Commerce - BRE 
Committee was organized and started meeting in the 
spring / early summer of 2012. 
 
The BRE Committee is Chaired by Blaine Filthaut and 
originally include; Jori Kirk, Laurie Leigh, Kerri 
MacPherson, Johanna Koch & Royce Pettyjohn. 

 
BRE vision 

 
  ñMaple Creek boasts a stable local economy where 
the business environment is conducive to expansion 
and reinvestment.ò 
 

BRE mission  
 

 ñGather & maintain a baseline of community & 
business related data.  Evaluate & measure trends.  
Identify barricades to, & opportunities for, business 
retention & expansion.  Share data and work to 
enhance communication among businesses.ò 
 
The BRE Survey:  
 
At the February 2012 community-session there was a 
commitment to undertake the BRE data collection / 
surveys in a phased approach starting with the 
businesses located within the Maple Creek Heritage-
District. 
 
The Saskatchewan Economic Development Association 
(SEDA) assisted with the development of the survey so 
that it was consistent with the ñBusiness Counts 
Saskatchewanò program. 
 

Phase I 
 
Elizabeth Heatcoat of Matenic Service Support 
Solutions Inc. completed Phase I at the end of February 
2013.  Phase I represented 40 BRE survey interviews 
with businesses within the Maple Creek Heritage-
District. July 2013, a final report prepared for the Maple 
Creek Chamber of CommerceðBRE committee 
summarized the results from Phase I of the BRE 
program in Maple Creek.  
 

FINAL REPORT CHECK-STOP 

 An introduction to the BRE interviews, goals 

and objectives.  

ἦ Interview interpretation, feedback and insight 

on the survey process, questions and next steps 

Retention Survey 

Maple Creek Survey 

Retail Survey / Professional Services 

ἦ Identification of Strategic Themes and 

recommended actions  

ἦ Survey Results 

 

Phase II 
 
Phase II interviews were conducted by Heatcoat in the 

spring of 2013. 78% percent of business agreed a visit. 

Phase II consisted of businesses outside of the Heritage-

District and located on the south side of the CPR tracks.  

Phase III 

Phase III interviews were conducted by Heatcoat during 

the winter of 2013 and into January of 2014. This group 

showed the lowest uptake of the Survey with only a 64% 

completion rate. Many business owners stated that they 

were unable to participate because they were too busy or 

were not available at predictable enough hours to schedule 

an interview. Phase III consisted of businesses located 

north of the CPR tracks. 

This report prepared December 2014, summarized the 
results from Phase II and III of the BRE program in Maple 
Creek.  
 

  

 

 

͂ǟɺ ʀɴɱ ɮʁɿɵɺɱɿɿ ʃɻɾɸɰ̲ ʀɴɱ 
rearview mirror is always clearer 

ʀɴɭɺ ʀɴɱ ʃɵɺɰɿɴɵɱɸɰ̵̓ 
Warren Buffet 
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23 
14% 

32 
3% 

33 
3% 

41 
3% 

42 
9% 

44 
12% 

45 
6% 

48 
3% 

51 
3% 

54 
6% 

62 
3% 

71 
3% 

72 
15% 

81 
17% 

NAICS  
CATEGORIZATIONS 

 
The North American Industry Classification System (NAICS) is an industry classification system. For the 
purposes of the Maple Creek BRE project the coding helps identify concentrations and shortages in the local 
economic structure.  
 
In the case of the Maple Creek non-heritage district the NAICS classification of participating businesses 
displays that a relatively balanced cross-section of industries throughout Maple Creek participated in the 
survey; particularly when compared to the Heritage-District results that demonstrated a high concentration of 
accommodation and food services in Maple Creek, primarily food services.  
 
However, it should be noted that the manufacturing and wholesale trades, both income generating industries, 
represent a limited percentage of businesses in this survey. These industries, most notably manufacturing, 
are some of the most important income generators, aside from agriculture, oil and gas, in a rural  
Saskatchewan servivce region.  

 

Categories # of Businesses % of Businesses 

23 - Construction 5 17% 

32 - Manufacturing, (wood, paper, etc.) 1 3% 

33 - Manufacturing, (primary and fabricated metal, etc.) 1 3% 

41/42 - Wholesale trade 4 13% 

44 - Retail Trade, (motor vehicle, furniture, etc.) 2 7% 

45 - Retail Trade, (sporting goods, book, music, etc.) 1 3% 

48 - Transportation and Warehousing, (air, rail, truck, etc.) 1 3% 

51 - Information 1 3% 

54 - Professional, Scientific, and Technical Services 2 7% 

62 - Health Care and Social Assistance 1 3% 

72 - Accommodation and Food Services 5 17% 

81 - Other Services (except Public Administration) 6 20% 
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Responses # Businesses % Businesses 

Emerging 2 8% 

Growing 6 25 

Maturing 14 58% 

Declining 2 8% 

Total 24 100% 

 

No response 
7% 

<1 year 
3% 

1-4 years 
7% 

5-9 Years 
10% 

10-19 Years 
21% 

>20 Years 
52% 

How Long has the facility operated?  

MAPLE CREEK ð NON-HERITAGE DISTRICT  
RETENTION SURVEY RESULTS INTERPRETATION & FEEDBACK 

  

A total of 29  businesses were represented in the BRE interview process.   
 
Varying total response numbers are attributed to different variables such as time constrains, such as 

whether or not a question or collection of survey questions were app licable and/or whether an interviewee 

was willing or able to answer a question.  When participating in the BRE interviews, participants were 
always informed that Öno Response× is an applicable and acceptable answer. 

 

Whenever possible, Emerging 
8% 

Growing 
25% 

Maturing 
59% 

Declining 
8% 

Life cycle stage of a firm's 
primary product / service  

 

It is notable that 58% of businesses indicated that their product or service is the maturing stage of its lifecycle. In contrast 
to the 46% of businesses within the Heritage district that indicated their primary product/service is in the growing stage of 
its lifecycle. This reflects more comfort and stability within the non-heritage business community. It should also be 
mentioned that when compared to Phase I responses, the businesses interviewed in phase II and phase III were less 
likely to mention a multi-year impact in sales decline and subsequent rise following the flood.  
 
It is important that businesses with a primary product or service in the maturing stage of its lifecycle seek to identify 
diversification and begin the process to ensure they are pro-active in their business planning and development prior to 

the primary product or service entering the declining stage of its life cycle.  

Responses # Businesses % Businesses 

No response 2 7% 

<1 year 1 3% 

1-4 years 2 7% 

5-9 years 3 10% 

10-19 years 6 21% 

>20 years 15 52% 

Total 29  

 Nearly ¾ of businesses interviewed and operating within 
the Non-Heritage District, have been established for more 
than 10 years. The majority have been established more 
than 20 years. A mature business base demonstrates 
long-term confidence within the community and ample 

resource for a business mentorship program.  
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FOCUS QUESTION:  
 

What are the factors that make your business successful here?  
*Increased frequency of mentioning increases the font size * 

 
 
 

Frequent return of local customers  
Tourism Season  

Able to employ quality people  
Makes products locally  

Not a lot of competition in the area  
Primarily agriculture (cattle and wheat) in the area  

A strong business plan  

Good customer service  
Flexible hours  

Offer a variety of products / services  
Business model  

Contribution to the community  
Financial strength  
Clean community  

Pipeline and gas opportunities  
Community events  

Regional customers are willing to travel  
Geographic location and proximity to Alberta  

Location  

Quality workmanship 
Willing to travel for work  
Identified a niche market  

Identifying opportunities to expand 
Competitive pricing (compared to the city) 

Longevity  

Large drawing area  
New / well-designed buildings 

Focus and investment 
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According to the Canadian 
Federation of Independent 
Businesses (CFIB), there will 
be a massive transfer of small 
business assets in the next 
decade ï possibly more than 
a trillion dollars. Most 
businesses do not have a 
Succession Plan in place.  

Many of the businesses 
within Maple Creek Non-
Heritage District that have 
been recorded as having a 
pending ownership change, 
have the beginning 
arrangements for a successor or purchaser in place. However, there are a few 
simply hoping for a sale at some point in the future, and have noted that if an 
ownership change is not successful they will consider liquidating their products 
and equipment.  

The reality for small-town business owners, particularly in the retail and 
professional services industries, is that the success of the business venture is 
directly linked to the engagement and activity owner.  On the other hand, 
businesses, which sell a product rather than a serviceðsuch as manufacturing 
businessesðtypically have a team of professional managers, sales persons 
and developers. These businesses also tend to prescribe value in developing 
and following a business and succession plan.  

Succession Planning 

A succession plan is a detailed overview of how the ownership of a business 
will be transferred. It identifies potential successors or confirms a successor 
and lays out the details for the transfer of the ownership.  
 
Examples of items included within a succession plan: 

¶ An updated business plan 

¶ Identification of potential or confirmed successors 

¶ Retirement and financial plans, insurance and estate 

planning 

¶ The anticipated transition timeline for assets and knowledge 

transfer to the successor 

¶ Communications planning 

¶ Taxation and legal issues preparation 

¶ Planning for incapacity or untimely death 

There is no cookie cutter approach to succession plans, which are 

as different from each other as the organizations for which they are 

developed. 

 

Responses # Businesses % Businesses 

1 year or less 1 25% 

3 years or more 3 75% 

Total 4 100% 

 

If yes, what is the anticipated 
time frame?  

Yes 
25% 

No 
75% 

#  
of 

Bus
ine

sse
s 

Res
pon

ses 

Yes 
21% 

No 
79% 

Is an ownership change 
pending for this facility?   

Responses # Businesses % Businesses 

Yes 6 21% 

No 22 79% 

Total 28 100% 

 

What is the estimated age of the 
interviewee? 

Is there a formal succession plan?   

Responses # Businesses % Businesses 

Over 65 2 9.5% 

55-59 7 33% 

50-54 6 29% 

45-49 4 19% 

44 and under 2 9.5% 

Total 21 100% 

 

Over 
65 
9% 

55-59 
33% 50-54 

29% 

45-49 
19% 

44 and 
under  
10% 
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Yes 
15% 

No 
85% 

No response 
3% 

Decreased 
17% 

Stayed the 
same 
52% 

Increased 
28% 

Responses # Businesses % Businesses 

No response 1 3.4 

Decreased 5 17 

Stayed the same 15 52 

Increased 8 28 

Total 29 100% 

 

Responses # Businesses % Businesses 

No response 1 3 

Declining 7 24 

Staying the 
same 

13 45 

Increasing 8 28 

Total 38 100% 

 

Historical Employment Trends 

 

No response 
3% 

Declining 
24% 

Staying the same 
45% 

Increasing 
28% 

How did the number of staff change, 
if at all, in the last 3 years?  
  

Have you experienced or anticipate any significant 
changes to the make-up of your workforce?   

WORKFORCE INFORMATION 

 269 PEOPLE are employed by the Maple Creek Non-Heritage District surveyed businesses 
 
Of those more than 100 positions are full-time.  
 
 

Responses # Businesses % Businesses 

Yes 6 5% 

No 30 13% 

Total 36 100% 

 

If you anticipate a change to the make up of your 
workforce, how will you deal with the change? 

¶ Currently overstaffed. Will reduce by attrition.  

¶ Recruiting additional employees. 

¶ Offering internships  

¶ Use Maple Creek as a stepping stone to urban 
placement   

 

FOCUS QUESTION: 
 

of businesses 
attract their  
workers locally.  

A few businesses mentioned higher turnover 
than previous years and attributed it to 
international recruits being able to move on.  

 

 

88% 
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Yes 
64% 

No 
36% 

Responses # Businesses % Businesses 

Yes 14 64 

No 8 36 

Total 22 100% 

 

FOCUS QUESTION:  
 

 

If yes, please specify the position or reasoning.    
*Increased frequency of mentioning increases the font size *   

 
Journeyman trades 

Difficult to recruit to ñsmall town.ò They want the urban placements.  

General Managers  
All positions  

Difficult to identify young people that want a job 

Skilled operators 
2nd level manager  

Foreman  
Sales persons  

Technicians (industry specific) 
Difficult to compete with oil patch wages 

Support staff 
No longer bringing in foreign workers. It is too difficult to find them a place to live.  

 
 
 
 

  

 

WORKFORCE NOTES:  
 

¶ When asked to indicate whether or not investment in employee training is stable, increasing or 
declining, nearly 50% of businesses indicated training was stable or increasing. However, nearly 
30% of businesses provide no training, aside form orientation.  One business said they are 

investing less time or resources into employee and personal development.  

Are you experiencing recruitment problems with any employee or position or skills?  
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¶ When sales trends are compared to the responses that 
demonstrate where the local businesses primary products or 
services are at within their lifecycle (pg. 6) it is possible to 
interpret a sense of comfort, security, and developmental 
stagnancy for the majority of businesses within the non-
heritage district.  

 

¶ The total percentage of businesses that identified their sales as stable or increasing, 76%, is relatively on par 
with the number of businesses that identified with being in the growing or maturing stage of their lifecycle, 83%.  

 

¶ A trend which needs to continue being monitored and considered is the 21% whose sales were stable or 
declining. This percentage is a drastic increase compared to the number of businesses, 8%, who responded that 
their products or services were in the declining stage of their lifecycle.  

 

¶ Within Maple Creek and surrounding area, there is a not a large overlap of products and services. This is 
reflected in the responses from 85% of businesses that their market share is increasing or stable.   

 

¶ Businesses that noted their market share is decreasing generally served the accommodation, food and 
beverage or retail trades industries and primarily competes with heritage district businesses. One business 
noted it is a losing market share to national competitors.   

 
*Since the bulk of interviews were 
completed during the last quarter 
of 2013, businesses were 
encouraged to evaluate their 
sales trends using the 2013 year. 
Most businesses in the heritage 
district evaluated their 2012 sales 
trends.  
  

No 
response 

10% 

Declining 
17% 

Stable 
52% 

Increasing 
21% 

Is the market share or the company's products 
declining, stable or increasing? 

No response 
3% 

Declining 
21% 

Stable 
31% 

Increasing 
45% 

Are your sales declining, stable or 
increasing?   

SALES INFORMATION 

88% of businesses ranked their productivity as 5,6, or 7 
 on a scale of 1 (low) and 7 (high) 

 
Of those more than 100 positions are full-time.  
 
 

Responses # Businesses % Businesses 

No response 1 3 

Declining 6 21 

Stable 9 31 

Increasing 13 45 

Total 29 100% 

 

Responses # Businesses % Businesses 

No response 3 10% 

Declining 5 17% 

Stable 15 52% 

Increasing 6 21 

Total 29 100% 
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FOCUS QUESTION:  
 

What % of your sales are sourced locally / regionally,  
provincially, nationally or internationally? 

 

One of the priorities when creating an economic development action plan for a community is identifying which businesses 
are income generatorsðthe ones bringing new money into the communityðand subsequently focusing on supporting 
their growth and development.  
 
For the purposes of the Maple Creek BRE Project the regional service area was considered to be an approximately 50km 
radius. Beyond the 50 km radius, customers tend to visit an alternative regional hub, and/or travel the additional distance 
to the nearby cities of Medicine Hat or Swift Current. There is a selection of income generators within in the Maple Creek 
non-heritage district.  Although the majority of the businesses surveyed attract at least 60% of their sales revenue from 
within the 50 km radius.  
 
A competitive benefit for a number of non-heritage district businesses, particularly trades-based businesses, is the 
associated expenses, such as mileage, that are added on to a customerôs service fee when sourcing an outside firm.  In 
other words, trades and services based businesses have less of a provincial or national threat than the majority of 
heritage district retail businesses.  

 
 

 .01 - 14% 15 - 29 30 - 44 45-59 60-74 75-89 90+ 

Locally / 
Regionally 

5 1 2 1 4 6 6 

Provincially 10 8 2 0 5 1 0 

Nationally 6 2 3 0 2 1 1 

Internationally 4 0 0 0 0 0 0 

 

Fifteen (15) of the businesses identified that at 
least 90% of their supplies were purchased from 
provincial, national or international suppliers.  

 
  

People & Skills in the industry, according to Canadian Manufactures & Exporters (CME) 
 

Canadaôs highly skilled workforce continues to be an ongoing strength and a competitive advantage for Canadian 
manufacturers. This status will be challenged in the years ahead by a confluence of factors, such as: changing 
demographics, including an aging workforce and increasing immigration, regulatory changes; competition from emerging 
markets; competition for talent; pressure on training and education budgets; economic uncertainty; technology 
advances; and, a persistent gap in essential skill levels. Employers must adapt through investment and innovation.  

 

Topics that matter most to CME members:  
 

¶ Best practices and other programs for hiring, training and 
retaining 

¶ Policies, tools and programs for compliance 
 

What % of your sales are sourced locally / regionally, provincially, nationally or internationally? 

Three businesses were able to source 
at least 70% of their supplies locally.  
 

3 15 

¶ Health and safety 

¶ HR policy, legislation and regulation 
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A community BRE program is typically pursued because: 

1. New businesses are difficult and expensive to attract. 
2. Increasing the value and fostering the growth of existing businesses is a less costly process, and demonstrate   

more immediate results  
3. New business and industry are drawn to communities the provide quality and beneficial service to the current 

clients.   

What is the value of retaining a trade-based or manufacturing business?    

 This demonstration is based about the Saskatchewanôs average wage, as reported in the 2013 Saskatchewan Wage Survey) for 
labourers in processing, manufacturing and utilities. This unit group includes labourers, who perform material handling, clean-up, 

packaging and other elemental activities in processing, manufacturing and utilities, footwear, furniture and electrical and electronic 
products and by printing and packaging companies. 

 

 

 

 

 

 

 

 

Multiplying the value 

 

 

 

 

 

 

 

If those 3 businesses, or one small business of 15 employees, exist for 10 years they have the potential to re-invest a 
total of over $6.4 million directly into the community. *This basic example is not accounting for any business growth 
allowing for an increase in wages. 

 

+15,000 in Additional Contributions, Property Taxes and Community Sponsorship  

$212,600 / year 

Annual Payrol (40-hour work week) 

$197,600 

Small Business A 

5 employees @ $19.00 / hour    

$637,800 / year  

Business 
C 

Business 
B  

Busness 
A 
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FACILITY INFORMATION 

Fair 
14% 

Good 
55% 

Excellent 
31% 

Facility Condition 
No response 

4% 

poor 
3% 

Fair 
10% 

Good 
52% 

Excellent 
31% 

Equipment Condition 

Responses # Businesses % Businesses 

No response 1 4% 

Poor 1 3% 

Fair 3 10% 

Good 15 52% 

Excellent 9 31% 

Total 29 100% 

 

1 

4 

13 

11 

1 

3 

15 

10 

No response Declining Staying the same Increasing

Investment in building and equipment (past 18 
months compared to historical trends)  

Building Equipment

Responses # Businesses % Businesses 

No response 1 3% 

Declining 4 14% 

Staying the 

same 
13 49% 

Increasing 11 38% 

Total 29 100% 

 

Responses # Businesses % Businesses 

No response 1 3% 

Declining 3 10% 

Staying the 
same 

15 52% 

Increasing 10 35% 

Total 29 100% 

 

Over 85% of the businesses surveyed in the non-heritage district had facilities in good or excellent condition. Many of 
those businesses had relatively recently expanded, built onto or renovated their existing structures. Comparably 83% of 
businesses had equipment in good or excellent condition.  
 
It should be noted that non-heritage businesses were more likely to budget for repairs, upgrades and maintenance and 
where appropriate, particularly in the manufacturing, industrial and agricultural service businesses, have a staff member 
designated to maintaining the property and equipment.  
 
 

EQUIPMENT INVESTMENT 

Responses # Businesses % Businesses 

No response 0 0% 

Fair 4 14% 

Good 16 55% 

Excellent 9 31% 

Total 29 100% 

 

FACILITY INVESTMENT 
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Yes 
39% 

No 
61% 

Does the company have plans to 
expand in the next three years?  

Yes 
43% 

No 
57% 

If yes, is the site adequate for the 
proposed expansion? 

Responses # Businesses % Businesses 

Yes 11 39% 

No 17 61% 

Total 28 100% 

 

Responses # Businesses % Businesses 

Yes 6 43% 

No 8 57% 

Total 14 100% 

 

 
FOCUS QUESTION:  

What are your constraints to expansion?    
*Increased frequency of mentioning increases the font size *   

 

 

Finance 

Identifying and 
accessing new 

markets 
Lack of skilled staff 

Lack of suitable premises 
 
 
 
 

(OTHER) 
Seasonal shutdowns 

Building expansion doesnôt make sense from capital stand.  

Making the decision to expand 
Just a shoe string business  

Need family support  
Over staffed  

Industry dictated by gas production  

Time 
Stability of the market doesnôt call for expansion 

Comfortable in current position (profitable 
and manageable)  

New acquisition. Still assessing 
Already too big for the community 

Expanded not long ago 
Working with different levels of government  

 

 

 

 

Yes 
78% 

No 
22% 

If yes, will it be in this community?  

Responses # Businesses % Businesses 

Yes 7 78% 

No 2 22% 

Total 9 100% 
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FOCUS QUESTION:  

 

What are the communities STRENGTHS as a place to do business?     
*Increased frequency of mentioning increases the font size * 

 

 
Good and loyal customers  

Close to Cypress Park 
Tourism  

New Hospital  
Many festivals and events  

Service  
Decent infrastructure  
Close to Highway 1 

Friendly 
Primarily agriculture community  

Know your neighbor/personal connections 
Unique/high quality food and service in restaurants  

Very community minded  

Climate ï Banana belt of Saskatchewan 
Unique shopping 

Large regional area to serve  
Good small business vibe  

Lots of different opportunities  

Good service  
Nice sized community 

Safe community  
A lot of through traffic  

No commuting  

Proximity to Highway 1 
Variety of services  

Great national resources in the area  
State of the art high school  

Affordable living  
Established community  

Known as a cattle community 
Lots of seasonal work opportunities  

 

 

 



 17  

BUSINESS CLIMATE 
Whenever a low rating was given the interviewee was invited to expand upon their reasoning for 

the low rating.  

N/A No Response Poor Fair Good Excellent

Access to Highways 0 0 1 4 16 8

Access to Markets 0 3 3 7 14 2

Access to Suppliers 0 0 3 6 17 3

Availability of Road Transport 7 0 4 6 11 1
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N/A No Response Poor Fair Good Excellent

Availability of Rail Transport 24 1 3 0 0 1

Availabilty of Warehousing 17 2 5 1 3 1

Recycling 2 1 1 4 17 4

Inspections 7 2 2 3 14 1
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Highway  ï   Highway 21 could use some work  
ï Needs more access blading  
ï Throughways need to be repaired.   
ï Only has grid road access  

 

Markets / Supplies / Road Transport   
   ï  High freight costs  
ï Distance from urban centres  
ï Need a transport company based out of Maple Creek  

 

Rail Transport  ï Would be nice to have loading/unloading facility other than grain. 
ï Would use, but bylaw prevents.  

 

Recycling  ï Need more outreach education 
ï Geared toward household recycling programs 

 

Inspections  ï Permits are very rarely inspected   
 

F
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N/A No Response Poor Fair Good Excellent

Development Approval Process 12 2 1 3 10 1

Telecommunications 1 1 1 6 18 2

Building Availability (Lease or Purchase) 12 3 2 7 3 2

Water and Sewage Supply 1 1 2 3 17 5

Appropriately Zoned Land 11 4 1 3 9 1
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No Response No Opinion Poor Fair Good Excellent

Workforce Quality 1 2 3 7 12 4

Workforce Availability 2 1 11 9 5 1

Workforce Stability 1 3 1 11 10 3
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Development   ï  Town is accommodating  
   ï No consistency for business upgrades  
   ï Would be beneficial to have a guideline for who 
needs to be contacted.   

Telecommunications ï  Internet is especially poor ï Pay big $ôs to get the service that cities do.  
ï Many Sasktel issues  
ï Many dead points in surrounding area   

Building Availability  ï Nothing industrial or commercial available  
ï A lot of empty buildings  
ï Limited options   

Water and Sewage  ï Water issues directly impact business  
ï Expensive   

Zoned Land  ï Needs more forethought into industrial development 
ï Needed to have land re-zoned when building  
ï Always competing with oil and gas. Hard to compete with wages 
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No Response No Opinion Poor Fair Good Excellent

Local Government 1 5 2 10 9 2

Local Tax Structure 6 7 0 10 6 0

Provincial Tax Structure 1 6 3 9 10 0

Workers Compensation Rates 1 6 3 9 10 0
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Workforce Quality  ï Difficulty to pay at oilfield rate 
ï Lack of willingness to work  
ï A lot of untrained people  

 

Workforce Availability  ï  Difficult to find reliable workers  
ï Employees donôt want to work weekends, but they want a part-time job. 
ï Entry level staff are hard to find  
ï Hiring via agencies and hiring retired people  
ï Contractors are overrun  
ï Anyone that is good has a good job and is treated well 

 

Workforce Stability  ï  A lot of no-shows at work  
ï Always competing with oil and gas. Hard to compete with wages 
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Local Government ï Need to maintain quality recreational facilities  
   ï Choose to be removed from local politics  
   ï The drive toward heritage and tourism is not 
necessarily appropriate  
   ï A lot of employees in the office  
   ï Would like to see more visibility in the community 
   ï Need more welcoming business focus. Vocalize, 
ñWe want industry.ò  
   ï Need to provide services that are paid for   
   ï Mentality that you need to own it to control it 
 
Local Tax Structure ï Maple Creek is the most expensive 
location  
ï SAMA is broken  
ï Taxes have fluctuated with no real reason why  
ï Taxes are high ï mentioned repeatedly  
ï Negatively impacting ability to sell business 
 
Provincial Tax Structure  ï   No PST in Alberta is a huge draw away 
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BUSINESS CLIMATE SUMMARY 
45% of businesses rated the business climate in Maple Creek as fair.  

28% of businesses rated the business climate in Maple Creek as good.   
 
 


