
 

Is it Time to Grow Your Business? (Podcast) 

What are some of the signs it’s time to grow your business, and, if it’s time, how do you undergo that 
expansion? Marg Hachey, Managing Director of GroYourBiz, and former owner of Duocom, shares the 
lessons she learned about business growth as an extremely successful entrepreneur, how she stays up-
to-date in the business world today, and what she does now to help other women grow their 
businesses. 

Kathleen Burns-Kingsbury: As a business owner, how do you know when it’s the right time to grow your 
company? Today, we’re going to answer that question with the help of Marg Hachey. She’s the 
managing director of GroYourBiz, and a former owner of Duocom Canada Inc. That company was 
extremely successful, and earned the recognition of Canada’s 50 Best Managed Private Companies. 
Marg was also ranked in the Top 10 of 100 women business owners, 10 years in a row before she sold 
the company. Obviously, she has a wealth of experience and insight to share with us today about when 
is the right time to grow your business, and when is it the right time to say, “You know what? I’m going 
to stay the course.” So I’m so happy to welcome Marg Hachey to the call. 

Marg Hachey: My pleasure, Kathleen.  

KBK: I would love to know a little bit about founding your company, Duocom, in 1980. It was a time 
when women working outside the home, and starting companies, really wasn’t as common as it is today. 
So, tell us a little bit about how you decided to start your company because it has been so successful, or 
has been so successful. Can you fill us in a little bit? 

MH: Absolutely. And thank you Kathleen. At the time, in 1980, I was working for a large multi-national 
corporation. And, I was working probably 60 to 90 hours a week, and after doing that for almost five 
years I thought, if I’m going to work this hard, I decided it was going to be for me. I started doing 
research in areas where I really liked, and communication was one of those areas. So after doing much 
research, to be honest, I bought a 3-M dealership, and at that time, we were selling overhead projectors 
and transparency film. So it was a very exciting time in my life. I had to mortgage the family home to buy 
the business, so that was a little stressful at times! But it was a very, very exciting time for me.  

KBK: And so, you really had to take a risk and that risk paid off because you were successful, and there 
was longevity that you had in this field. What do you think made you successful, or your company 
successful? 

MH: Well, you know, there are many elements to running a business. I often joke, and I call it ‘the joy of 
six.’ And there are six elements to running a successful business. But I think the key for me was being 
willing to change. Being involved in the industry, and we all know, overhead projectors and 
transparencies are no longer around, so if I wasn’t willing to adapt and change with the technology, I 
would have been left behind in the dust. So I think that’s really important for any entrepreneur to think 
about. What’s the next blue ocean? You need to be always looking, and be willing to embrace change. 
One of the things that I found helped me be very successful was by listening to customers. They give you 
the clues that you’re looking for to grow your business. When I started pioneering data projectors, you 
know, they were about $10,000 or $12,000 each, and I had a client say to me, “Marg, we’d like one, but 
we don’t have the budget. Could we just rent one for our meeting?” And I thought, well, why not? It’s an 
opportunity, it’s another revenue stream. So I started renting my demonstration units and, the next 



 

thing you knew, I had no demonstration units because they were all out on rental! So I put another 
mortgage on the house, and went to the bank with $50,000, and I said, “Will you match it for me?” And I 
took that $100,000, and bought an inventory of rental projectors. I leased a van, hired a guy to do 
deliveries, and we piloted that project in one of the major cities, in Toronto, actually. And the first year, 
we generated a million dollars in revenue on just doing rentals.  

KBK: Wow! 

MH: So, your customers give you the clues. So you have to listen carefully. And you have to ask 
questions. Be curious. Dig down to see what problems you need to solve for them.  

KBK: And so it sounds like that curiosity is really important, but it also sounds like, again, taking another 
mortgage on your house, that there was a part of you that was open to taking risk. Now, how did you 
know that that risk was going to pay off? Or, how did you get the chutzpah, so to speak, to say, “I’m 
going to give it a go!”? 

MH: Well, I knew I had the market, Kathleen. They were already asking for the product, so I knew the 
market was there. And by just promoting it a little bit more, the market grew. So it was amazing how 
there was that potential to grow the business. And I knew it was there. Even though it was taking a risk, 
it was a calculated risk.  

KBK: And that’s interesting because there are a lot of entrepreneurs that start out say, ‘I’m really 
passionate about something, and I want to bring this product to market.’ And then sometimes it works 
out and sometimes it doesn’t. And what you’re saying is that it’s really important to say, ‘What is the 
problem in the market, and what does the market need,’ and then create a solution around that. 

MH: Exactly. And you need to be strategic. And analytical about the way you’re going with your 
business. I think that’s really important. 

KBK: So, strategic. When you say that, can you give the listeners an example of something that you did 
that was strategic? 

MH: One of the things I learned (and I didn’t understand initially) was understanding my financial 
statements. My accountant would bring me my year-end financial statements, and my financial reports, 
and I’d kind of skip down to the bottom to the profit and loss statement – oh, great, we made money. 
But I didn’t know how to analyze them. And when I learned how to truly understand a balance sheet, 
and truly understand not just budgeting (I was great at forecasting sales), but I wasn’t good at 
understanding cash flow. And that really gives you the clues as to when you’re ready to invest. So I got 
help from my banker – they have some great spreadsheets to help you with that. So by really 
understanding when I was going to have enough money to do things, that really helped as well. 

KBK: It sounds like it was not only getting and education, or getting support from your banker around 
cash flow, and financial statements, and that piece, it also sounds  like – in terms of the traits you 
possess, and the traits that successful entrepreneurs possess – that there was a level of confidence but 
also a level of curiosity. And that, along with the strategy, really helped you move forward and become 
extremely successful, and eventually sell your company. 

MH: Very true. Very true. I mean, I’m fairly confident in my own ability. Now, I’m not technical even 
though I had a technical business. I hired the intellectual property. Areas I wasn’t an expert in, I made 



 

sure I had that knowledge on staff. It’s a combination of knowledge and strategy that can really help you 
grow your business. 

KBK: And filling those gaps, right? That you didn’t have to be an expert at everything.  

MH: Exactly. And one of the mistakes I found a lot of entrepreneurs make is they try to do everything 
themselves. You have to be able to delegate. And you need to hire people with not the same skill 
because we tend to gravitate to people we like, and it’s really important to hire opposites in some cases.  

KBK: Now, do you find there is a gender difference in terms of our ability, as business owners, to reach 
out and get support, or hire support, or fill those gaps? Or is it just a common business owner problem? 

MH: It’s probably a common business – you know, I think it is best to get advice when you’re starting 
out, especially. And one of the things that I got advice on that was extremely helpful was documenting 
my processes. Often, we start and we do processes and procedures, but we don’t document them. And I 
found by doing that, it really helped me stay on top of things. So when we were onboarding a new staff 
member, it really helped. Now, it’s a living document. It keeps changing as your company evolves, and 
your processes change, but it makes life much easier. You’re not starting from square one with every 
person you onboard as well. I found that was very helpful. 

KBK: You know, it’s interesting because when you say that, I have my own company, and I’m think about 
all the standard operating procedures that my team is putting in place. I know some people out there 
are passionate about process, and it’s great. Myself, you say that and I go, “aw, I don’t want to do that. 
It’s more fun to do what I love.” And so, how do you encourage people to get over that roadblock, or 
how could you encourage me, actually, Marg? 

MH: Outsource it! You don’t have to do it all yourself. I was in sales, that was my background. I loved 
meeting people and selling. But when it came time for doing administrative, detail-oriented things, that 
wasn’t my passion, Kathleen. So I’d hired an administrative assistant, and that was part of their role; 
keeping that living document up to date. Delegating. You know, I think the key for any entrepreneur 
though, is when you delegate, is having a reporting protocol back to you. We’re never comfortable 
passing something off to someone. By having a reporting protocol where you check in with them on a 
regular basis to get an update, makes us as entrepreneurs feel much more comfortable as to how things 
are progressing.  

KBK: That’s a great idea. That’s advice I certainly will take. Now, I’m wondering as a business owner – 
not just myself but people listening in – I want to take my business to the next level. What are some of 
the steps I should take, in addition to developing standard operating procedures or processes, that will 
help me take it to the next level? 

MH: Well, as I mentioned earlier, really listening to your customers. I had a similar thing happen in the 
rental division. We were selling projectors, and they’d become very popular because it was a great way 
for people to share data with an audience, and people said to me things like, “Marg, we don’t want this 
projector on our boardroom table. It’s making it look messy in our boardroom. Can you put it in the 
ceiling for us?” And so, I leased another van, and this time I hired two guys with a ladder, and we started 
doing what I called installs – projector in the ceiling, projector on a stick. And the next thing you know, 
customers are asking for sound systems, and video conferencing. So I had to take a step back, say, “Time 
out,” and actually hire design engineers, technical directors, project managers. And we stopped 



 

installing and started integrating boardrooms. And that became the biggest part of my business. There 
was a huge opportunity to do network operations centres, boardrooms, classrooms. We even did 
simulation rooms for the Canadian Space Agency – which was a very exciting project! But again, it’s by 
listening to your customers, and making sure the timing is right. There are times when you shouldn’t 
grow, to be honest. You need to look at times when maybe you’re overextending yourself financially. 
And I mentioned earlier: business owners are typically good at creating budgets and forecasts. But 
preparing those cash flow forecasts is also critical to give you clues as to when you’ll have enough funds 
to grow. And also, working with your banker. There are times when I needed what we called a ‘bulge’ on 
the line of credit because I knew I had a huge project coming. So having a good relationship with your 
banker; they almost become your business partner if you will. I could pick up the phone and call my 
banker in January and say that I had a lot of government orders coming down in March, and I need to 
buy the inventory now. I need a bulge on my line of credit. And he knew enough about my business to 
enable me to do that. So I think just working smarter, not harder, and really building some strong 
relationships; not only with your customers, your banker, but your employees as well.  

KBK: Great advice. Now, what market conditions are best for business growth, and what market 
conditions are not great for growth? 

MH: Well, that’s a great question, but it really depends on the industry. For our business, when there 
was a recession going on, it was an excellent time for growth for us because companies were having 
more business meetings. They were installing more video conferencing systems because they wanted to 
save the money from flying their executives all over to have meetings. So that was an excellent time for 
us to really grow our business. So it really depends on the industry. And I strongly recommend for 
people to get involved in their industries. I used to go to manufacturer’s roll-outs so I knew what was 
coming down the pipe before it arrived. I could have my marketing plans, and my strategies in place 
before a product was even available.  

KBK: That’s great. So, I’m curious though, as a busy person (any business owner is very busy), how did 
you, and how do you recommend other people, stay abreast of the changes in the economy, the 
changes in their industry, because there’s so much information coming at us these days? 

MH: There certainly is. There certainly is. And because I live in a major centre, to be honest, I spend a lot 
of time commuting. One of the ways I keep abreast of what’s going on in the world is, I listen to talk 
radio while I’m driving. It keeps me up to date on what’s happening in the world; we certainly are now 
bombarded by social media. I do recommend being involved with industry groups on LinkedIn. I also use 
Google Alerts. I strongly recommend that people put their own company names in there so if anything’s 
in the news about you, you’ll know. But I also used to Google Alert some of my key customers, and 
definitely my competitors. So I knew what they were up to as well. This is information that can be very 
helpful to you. I mean, if they’re sending out a press release, you know that’s an area they’re going to be 
focusing on. So it can give you some really good insight into some of the things you should be looking at, 
or changing how you do things. But really, you know I have to be honest, I think talk radio is one of the 
best ways that I keep up to date on what’s happening. First of all, changes in the economy, and what’s 
happening in the world around us.  

KBK: And I love that those tips are so practical. The talk radio piece, that’s something I certainly do as 
well, and enjoy listening to it when I’m commuting. But also, it sounds like you get really strategic, or 
recommend business owners get really strategic with the Google Alerts, and really getting very specific 



 

because it’s so easy today to get really distracted by everything that’s going on. I don’t know if 
everybody has this on their phone, (that’ll tell you I’m a Gen X’er not a millennial), but basically, now 
they have how much time you’ve spent on social, how much time you’ve spent doing different things on 
your phone, and in some ways, that can be helpful as well to realize where is my time going as a 
business owner.  

MH: You really, as a business owner, in order to… you have to be disciplined, Kathleen. That’s the key 
word when it comes to social media. We can lose an hour, just like that. And, so, I think it’s really 
important to be disciplined, especially during business hours anyway, about the time you spend on 
social media. There are so many tools today where you can schedule your items that are going out using 
Hootsuite, or one of those products that can help you with scheduling. It can make a huge difference to 
how much time you have to spend. But it can be all-consuming. And I think having a strategy around 
using social media, but I also use social media to listen, and that’s what I do with the Google Alerts to 
keep me up on what’s happening in the world. And you can do Alerts on corporate Facebook, and on 
LinkedIn as well.  

KBK: So you really, if I had to pick a theme or a word for today in talking to you, it’s really that listening, 
that curiosity, that using all the skills of the people around you to be able to tap into what a client, or a 
potential customer is saying to you. Now, Marg, as Managing Director of GroYourBiz, is that something 
that you then help the women who participate in that organization do as well?  

MH: Yes, definitely. One of the things I say, Kathleen, is that no one of us is as smart as all of us. And it’s 
amazing, I always said that to my own team, and today, when I look around a boardroom of women 
entrepreneurs in a GroYourBiz environment, I always say to them, “don’t do it alone.” I had so much 
support when I was growing my business. I had an advisory board that made a huge difference to me. I 
got more strategic and more analytical being part of that board. And it’s an opportunity for you to 
bounce ideas off other entrepreneurs; talk about your ideas, and your challenges, because every 
entrepreneur faces challenges in finance and human resources – those two can be the key areas that are 
challenging to entrepreneurs. But I strongly recommend that you don’t do it alone. You really need to 
have a support group around you. The GroYourBiz Advisory Boards are global. We are now starting to do 
more virtual boards. So if women entrepreneurs are in remote areas where they can’t come into a 
board meeting, we can now use technology to help them. So that’s my best advice to any entrepreneur, 
actually: Don’t do it alone. You need an advisory board for sure.  

KBK: You know, Marg, it’s been so enjoyable getting to know you a little bit through this process, and to 
hear from you today about what you think made you successful, and you’re offering tips to tips about 
what’s going to be successful for somebody out there looking to grow their business in terms of being 
strategic, and the right timing… and so, just on behalf of BMO for Women, and everybody listening in, I 
want to thank you for your time and your expertise. You’re really an inspiration. 

MH: Thank you, Kathleen, it’s been truly my pleasure.  

 

 

 



 

 

 


