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MaRS accelerates growth-ready ventures driven 
by applied science and technology.

M
ISSIO

N
 & C

EN
TR

E



M
a

R
S

IN
V

E
S

T
M

E
N

T
S

 /  3

TORONTO:  A HUB FOR CANADA’S CONVERGENT INNOVATION 

Sources: Stats Canada & Brookings Institute Global City GDP 2014; TechToronto  / Statistics Canada; University of Toronto; OECD patent cooperation treat and Thomson Reuters 

400,0002X the job growth rate
of Canada 2010-2015

technology employees

Strongest Patenting and VC 
Investment in Canada

Most Diversified Economy + 
Largest Industry Clusters 

Greatest Concentration of 
Canadian GDP

Toronto
19%

Montreal
10%

Vancouver
7%

Calgary
6%

Edmonton
5%

Ottawa
4%
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THE GLOBAL GEOGRAPHY OF INNOVATION IS MOVING
WHERE MaRS PLAYS: PLACE MATTERS IN THE NEW GEOGRAPHY OF INNOVATION

Innovation is moving from suburban research parks to downtown 

innovation districts, as the global innovation economy is increasingly 

driven by a leading group of urban regions. These innovation 

hotspots have several common features:

Cities that are important nodes in the global economic system https://en.wikipedia.org/wiki/Global_city 

• strong academic institutions 

• exceptional (young) talent base

• a rich pool of startups and innovative global companies 

• availability of risk capital

• government support and focus on innovation

• access to open, dynamic markets (at home and abroad)

• intense interactions and collaboration between science, 

startups, business, creative industries (convergence)
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MaRS VENTURE SUPPORT PROGRAMS ARE SEGMENTED 
BY STAGE TO FOCUS ON HIGH GROWTH 
HIGH POTENTIAL VENTURES

SCALE

10% of Ventures

$5-50M in revenue
Series B or more

Customized 
1:1

MaRS Service Teams, Lead Advisor, 
and Client Engagement manager 
develop a Scale Plan with venture. 
Client Engagement Manager 
coordinates as different teams at 
MaRS work directly with different 
members of the venture’s C-Suite 
team to accomplish their Scale Plan. 

GROW

25% of Ventures

$1-5M in revenue
Series A funding

Specific
1:Few

Sector Advisors anchor the 
relationship with the venture, 
typically dealing mostly with the 
founder(s). Engagement is ad hoc or 
milestone specific. Lead Advisors 
may make introductions to other 
MaRS services (e.g. Market 
Intelligence, MarComm, Talent, etc.)

START

65% of Ventures

$0-1M in revenue
Pre-seed funding

General 
1:Many

Founders use a self-serve model to 
access a variety of programs, 
workshops and peer networking 
events offered by the MaRS Start 
team. 
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SCALE PROGRAM
TARGET VENTURES

MaRS is seeking 

out a select group of 

ventures to join the 

Scale Program.

Ideal ventures fit the 

following criteria:

REVENUE – MaRS will target ventures with $5-50M in revenues for this program

CAPITAL – MaRS will target ventures with $10M+ in capital raised for this program

MARKET DEMAND – They have major global market opportunities

DISRUPTION – Exponential acceleration driven by science and technology, digitization and connectivity 
across converged sectors and disciplines

ASSETS AND EXPERTISE – Toronto, and Canada, are (or can be) centres of excellence

• Biotech & Pharma
• Health & Wellness
• Digital Health
• Medical Devices

Health
• Agri-tech
• Advanced Materials
• Advanced Manufacturing
• Energy
• Transportation
• Waste Management
• Water

Energy & Environment
• AI, Data & Analytics
• Alternative Finance
• Cybersecurity
• Insurance Tech
• Marketplaces
• Online & Mobile Retail
• Payments 
• Retail Tech

Finance & Commerce
• HR & Workforce Management
• Education & Training
• Enterprise Software
• Business Intelligence, Analytics 

& Performance Management

Enterprise
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MaRS SERVICES
FOR SCALING VENTURES

The MaRS Venture Services team will assist with: 

• CORPORATE ENGAGEMENT: Connect to our corporate partners, two-
sided introductions to ensure problem-solution fit.

• CAPITAL: Strategies, Needs assessment, Capital connections, 
Exposure to international investment partners

• TALENT: One-on-one & Open call, Global talent, Executive talent, HR 
Tech and Services marketplace, Compensation data

• TECHNOLOGY: Feedback on product/technology roadmaps, 
Connections to accelerate product/tech rollout

• PR AND MEDIA: Exposure, Media, Brand positioning
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MaRS Ventures Raised $867MM in 2016 MaRS Ventures Prove Revenue Traction

MaRS – A Track Record of Growth

Venture portfolio continues to grow, with 47%
CAGR since 2008.

More than half of all revenue derived from export
markets, particularly US and China.

$24
$80

$123

$277
$349

$451

$547

$785
$867

2008 2009 2010 2011 2012 2013 2014 2015 2016

For reference, in 2016, CVCA recorded all VC
funding to Canadian ventures as $3.2B, of
which Ontario-based investments were $1.5B.
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MaRS Corporate Partners
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MaRS Corporate Innovation Program
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Note to users -
Performance and Non-GAAP Measures
We use a number of non-GAAP financial measures to measure overall performance and to assess each of our businesses.  A financial measure is considered a 
non-GAAP measure for Canadian securities law purposes if it is presented other than in accordance with generally accepted accounting principles used for the 
Company’s audited financial statements. Non-GAAP measures include:   Core Earnings (Losses); Core return on common shareholders’ equity (“Core ROE”); 
Diluted Core Earnings Per Share; Constant Currency Basis; Premiums and Deposits (P&D); Assets under Management; New Business Embedded Value and 
Sales. Non-GAAP financial measures are not defined terms under GAAP and, therefore, with the exception of Net Income Attributed to Shareholders in 
Accordance with U.S. GAAP (which is comparable to the equivalent measure of issuers whose financial statements are prepared in accordance with U.S. GAAP), 
are unlikely to be comparable to similar terms used by other issuers. Therefore, they should not be considered in isolation or as a substitute for any other financial 
information prepared in accordance with GAAP.  Core earnings (losses) is a non-GAAP measure we use to better understand the long-term earnings capacity 
and valuation of the business. Core earnings excludes the direct impact of equity markets and interest rates as well as a number of other items that are considered 
material and exceptional in nature. While this metric is relevant to how we manage our business and offers a consistent methodology, it is not insulated from 
macro-economic factors which can have a significant impact. Core ROE is a non-GAAP profitability measure that presents core earnings available to common 
shareholders as a percentage of the capital deployed to earn the core earnings.  The Company calculates core ROE using average common shareholders’ equity. 
Diluted Core earnings per share is core earnings available to common shareholders expressed per diluted weighted average common share outstanding. The 
Company uses financial performance measures that are prepared on a constant currency basis, which exclude the impact of currency fluctuations and which are 
non-GAAP measures.  Quarterly amounts stated on a constant currency basis in this presentation are calculated, as appropriate, using the income statement and 
balance sheet exchange rates effective for the fourth quarter of 2014. Premiums and deposits (P&D) is a non-GAAP measure of top line growth.  The Company 
calculates premiums and deposits as the aggregate of (i) general fund premiums, net of reinsurance, reported as premiums on the Consolidated Statement of 
Income, (ii) segregated fund deposits, excluding seed money, (“deposits from policyholders”), (iii) investment contract deposits, (iv) mutual fund deposits, (v) 
deposits into institutional advisory accounts, (vi) premium equivalents for administration services only group benefits contracts, (vii) premiums in the Canadian 
Group Benefits reinsurance ceded agreement, and (viii) other deposits in other managed funds. Assets under management is a non-GAAP measure of the size 
of the Company.  It represents the total of the invested asset base that the Company and its customers invest in.  New business embedded value (“NBEV”) is 
the change in shareholders’ economic value as a result of sales in the reporting period. NBEV is calculated as the present value of expected future earnings, after 
the cost of capital, on actual new business sold in the period using future mortality, morbidity, policyholder behaviour, expense and investment assumptions that 
are consistent with the assumptions used in the valuation of our policy liabilities. Sales are measured according to product type. (i) For individual insurance, sales 
include 100 per cent of new annualized premiums and 10 per cent of both excess and single premiums. For individual insurance, new annualized premiums reflect 
the annualized premium expected in the first year of a policy that requires premium payments for more than one year.  Single premium is the lump sum premium 
from the sale of a single premium product, e.g. travel insurance.  Sales are reported gross before the impact of reinsurance. (ii) For group insurance, sales include 
new annualized premiums and administrative services only premium equivalents on new cases, as well as the addition of new coverages and amendments to 
contracts, excluding rate increases. (iii) For individual wealth management contracts, all new deposits are reported as sales.  This includes individual annuities, 
both fixed and variable; mutual funds; college savings 529 plans; and authorized bank loans and mortgages. As we have discontinued sales of new VA contracts in 
the U.S., beginning in the first quarter of 2013, subsequent deposits into existing U.S. VA contracts are not reported as sales. (iv) For group pensions/retirement 
savings, sales of new regular premiums and deposits reflect an estimate of expected deposits in the first year of the plan with the Company.  Single premium sales 
reflect the assets transferred from the previous plan provider.  Total sales include both new regular and single premiums and deposits. Sales include the impact of 
the addition of a new division or of a new product to an existing client. For further information regarding these subjects, see our press release announcing our 
fourth quarter of 2014 results.
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Thank you
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Investor Relations contacts

Steven Moore, MBA, FCSI, CGA, CFA, CFP
Senior Vice President and Treasurer

steven_moore@manulife.com
(416) 926-6495

Robert Veloso, MBA, CFA
Vice President

robert_veloso@manulife.com
(416) 852-8982         

Daniel Kenigsberg, MBA, CFA
Assistant Vice President

daniel_kenigsberg@manulife.com
(416) 852-7208         
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Opening Markets and Driving Adoption

Health Providers 

& Adopters

Advanced 

Energy Centre

Financial Markets 

& Partners

Education 

Systems

Innovation needs adoption. 

Adoption is the greatest 

challenge in the innovation 

lifecycle, especially in highly 

regulated markets such as 

Healthcare, Finance and 

Energy. 

MaRS Venture Services works 

directly with its partners to:

§ Open markets 

§ Address regulatory barriers

§ Accelerate adoption.
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Recent Successes: FINTECH and ENTERPRISE
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• WealthSimple – raised $100M from Power Financial/Portag3

• Element AI – raised $100M from Data Collective, Fidelity, Intel Capital, NVIDIA, Microsoft 

Ventures and Real Ventures

• Interaxon/Muse – raised $29M from Horizons Ventures, OMERS, Felicis Ventures and ff

Venture Capital

• Rubikloud – raised $45M from Horizons Ventures, Intel Capital and iNovia

• Hubba - raised $50M from Social + Capital, Brightspark Ventures and Goldman Sachs

• Borrowell – raised $17M from Equitable Bank, OakWest, Whitestar Capital and 

PowerFinancial
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• Bionym – raised $32M from Relay Ventures, Ignition Partners, Gil Tech Ventures, Mastercard

and Salesforce

• Bitstrips – raised $11M from Horizons Ventures, Kleiner Perkins (Acquired by Snap 

for$100M)

• Layer6 acquired by TD Bank for $100M

• Unata acquired by Instacart for $65M

Enterprise
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Recent Successes: HEALTHCARE and CLEANTECH
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• Interface Biologics – raised $32M BDC and DSM Venturing
• League - raised $30M from OMERS, Real Ventures, Foundation Capital and Power Financial
• Figure1 – raised $23M from RHO Ventures, SamsungNEXT and Union Square Ventures
• Swift Medical – raised $11M led by Data Collective
• Highland Therapeutics – raised $200M from private equity group

• BlueRock Therapeutics – raised $250M from Bayer and Versant Ventures
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• Ecobee – raised $146M from Amazon, Relay Ventures, Thomvest, and Energy Impact
• Ranovus– raised $24M from OMERS, Azure Capital, T-Ventures, BDC
• Sparq Systems – raised $11M led by Arctern Ventures
• GreenMantra– raised $17M from Cycle Capital and Arctern Ventures
• MineSense – raised $49M from Cycle Capital, Prelude Venture and Caterpillar Ventures
• Transpod – raised $20M from Angelo Investments
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INNOVATION HUBS: North America


