
STEPHEN LEOPOLD - ~ontreal is still one of the major 
urban centres in North America; there are 

three million people in the metropolitan 
area and the city is services centre for 

one-third o f  the Canadian market. That's 
not changing. JJ  

MONTREAL CALENDAR MAGAZINE - OCTOBER 1984 



technology critic since his election in 1981, 
and whose social analyses are regularly 
published in public policy journals and on 
oped pages, the new eloquence of French- 
speaking business leaders - such as Lome 
of the Exchange, Pierre Laurin of Alcan, or 
Raymond Garneau, formerly of the City 
and District Savings Bank (now a federal 
Liberal MP) - is an epochal event: the rise 
ofthe francophone business world is occur- 
ring at the same time as the PQ's coalition of 
public sector-oriented opinion-makers has 
run out of steam. More and more, the 'new 
ideas'in Quebec are coming from business, 
not from academics and journalists. 

In a brilliantly-timed article published in 
Le Devoir in December 1982, at the tumul- 
tuous peak of Quebec's public sector 
strikes, he contended that it was now clear 
to Quebec public opinion that the public 
sector was not the saviour it had been por- 
trayed as since the 1960s. The 'hegemony 
of the journalists, artists, unionists, teachers 
and academics who reigned over public 
opinion for more than a decade, was over. 

By 1984, French felt confident enough in 
thegeneral thrust of his ideas to take them a 
step further. In a closely-reasoned paper 
delivered at York University, "Governing 
Without Business: The Parti Qu4b4cois in 
Power." French concluded that a 'market- 
oriented middle class' - business - had 
now gained enough power in French 
Quebec that it was more and more on the 
offensive, proposing ideas, setting the agen- 
da and demanding government action. And 
since the PQ could not risk being too alien- 
ated from Quebec's new social leaders, in- 
itiatives such as Parizeau's pro-business 
budget would increasingly be used to court 
Montreal's francophone executives, finan- 
ciers and corporate leaders. Parizeau him- 
self has admitted, somewhat apologetically: 
"It is true that.,, we are giving systematically 
more room to business now than in the 
past ... We are working out a kind of concen- 
sus which did not exist ten years ago ... We 
must not be afraid of business." 

R ichard French smiles at this kind of 
about-face on the pan of the pequistes. 
But in conversation, he doesn't cling to 

his own party's line, preferring to throw in a 
quote from Gramsci here, a reference to the 
sociology of Pinard and Hamilton there, 
Born in Montreal, French lived in Boston, 
Toronto and Vancouver before winning a 
Rhodes Scholarship at UBC. On his return 
to Canada, he was engaged by the Privy 
Council Office as a science policy advisor, 
which led him to do a technical study of 
deepest Ottawa entitled How Ottawa De- 
cides. Today, as an MNA, he is still able to 
shift easily from dealing with politics at the 
riding level, with its church basement hand- 
shaking and problem-solving, to the some- 
what lofty ranges of political analysis. 

But as persuasive as French's ideas are, 
one is still left wondering whether the idea 
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that Montreal's francophone business lead- 
ers are on the rise is not simply a reflection 
of the hopes of a modern conservative. In 
response,French is willing to predict that 
the next Quebec election will be won or 
lost by the party that can recognize the new 
power of business. 

"This government's record on labour re- 
lations, investment, regulatory reform and 
the idependence issue make it the natural 
adversary of business. Francophone busi- 
ness leaders are impatient; they don't think 
they can realize their ambitions under the 
PQ. But-and it's a big but- the PQ could 
turn things around with a new leader, say, 
Jacques Parizeau or Pierre-Marc Johnson. 
Thev would have to address the issues ~~~ ~- 

which business has moved up the political 
agenda, such as economic efficiency and 
the encouragement of investment. But if 
they cannot make this kind of pitch success- 
fully to French business, then they just can- 
not hold on too much longer." 

STEPHEN LEOPOLD 

I n the spring of 1977, when business- 
men in Montreal were united in a 
chorus of 'the-sky-is-falling!' after the 
first election of the PQ, a young En- 
glish-speaking businessman made a 
deliberate decision to invest his 

career in the most deeply depressed sector 
of the Montreal economy - commercial 
real estate. Stephen Leopold, then 25 years 
old, couldn't help being aware of the pre- 
vailing wisdom: lie low, move to Toronto 
and above all keep out of real estate. 
Leopold had other ideas. 

Seven years later, he is still too canny to 
say 'I told you so.' Instead, the offices of 
Leopold Properties on the 33rd floor of 
Place Ville-Marie offer the visitor a sense of 
the company's success: an elongated Jack 
Bush painting dominates the entrance, 
while Leopold's own office on the north- 
west corner of the building offers one ofthe 
most striking views of Mount Royal and the 
downtown. 

,. . I m not a contrarian," Leopold says, 
leaning back on a couch, taking in the view, 
"and I'm not eager lo be known as 'the 
outspoken Stephen Leopold.' Still ..." This 
reservation often signals that Leopold is 
ready to embarkon his favourite theme, the 
somewhat contrarian notion that the Man- 
treal market is basically and unshakably 
strong, a good place for long-term invest- 
ments. 

"Montreal," he reflects, "is still one ofthe 
major urban centres in North America; 
there are three million people in the metro- 
politan area and the citv is services centre 
for one third of the canadan market. That's 
not changing. Companies serving this mar- - 
ket have growing office space require- 

ments, while several Toronto-based nation- 
al firms have been stepping up their region- 
al presence here. Consequently, even in the 
weakest years, there was always a growth in 
demand for commercial office space." 

His company's successful innovation - 
offering brokerage services strictly to the 
office space tenant - grew out of Leopold's 
observation that real estate brokers were 
generally working both sides of the street: 
they were at once promoting a particular 
office building. and telling the ootential 
client that theycould assure him "the best 
deal possible." This conflict of interest, con- 
cluded Leopold, could be overcome by en- 
gaging seasoned legal and financial consul- 
tants to work exclusively for the tenant. In 
this way, instead of ending up with "a lease 
of 70 pages, 69V2 of which favoured the 
landlord," negotiations on a lease would be 
tougher, better-informed, and more favour- 
able to the tenant. Since 1977, Leopold 
Prooerties has represented clients such as 
~ e t n a  Canada (at 1001 de Maisonneuve 
West), Burns FrvLtd. (now at Place Mercan- 
tile,. I!'A-~J thi. b ~ n k  liu-'to!! Cre~lit ' I IJ I -  
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Leopold is a genuinely engag& man 

with an ability to communicate enthusiasm 
for his projects. He is unabashedly ambi- 
tious and he enjoys underlining success 
stories from first-hand observation as well 
as from an anecdotal version of business 
history. 

Leopold's road to real estate brokerage 
has been repeatedly interrupted by forays 
into politics. In the early 70s, as a restless 
first year law student at McGill ("They were 
always trying to force you into their 
mould"), he read about the beginning of 
investigations into Watergate. Intrigued, he 
wrote to several senators requesting a - 
reasearch position in one of the committees 
and was eventually hired as an 'investigator' 
on Sam Ervin's 'Senate Select Committee on 
Presidential Campaign Activities.' On his re- 
turn to Montreal in 1974. Leooold worked . . 
in commercial real estate with Marcil Mort- 
saee Inc. before takine six months off to ., ., . . 
i i i r  the com-itn. JS liruii Mulr:,iii?v -i cxcc 
unn: .i.\iist~nt di-ir~nr Ihi urst Ti'n 1e-i.k-r- 
ship bid. Finally, in 1978, the president of 
Leopold Properties took a stab at city pol- 
itics, running unsuccessfully as a candidate 
for the Municipal Action Group (MAG) in 
Snowdon. 

A s his company has grown in influence, 
Leopold has taken on other political 
hot potatoes, sometimes with mixed 

results. In June, for example, he bought 
full-page advertisements in the business 
sections of both L a  Presse and The Gazette. 
Addressing his 'fellow businessmen,' 
Leopold argued against further delays in the 
controversial McGill College development 
by Cadillac-Fairview. The "most important 
project since the Place Ville-Marie," he 
argued, should not be studied to death 
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when it offers such clear benefits for urban 
revitalization. While Leopold received sup- 
port from many businessmen who agreed 
with his position, the overall effect of the 
ads was ambiguous, There was a broad con- 
census among the general public that the 
project should be revised, and Leopold may 
have overplayed his hand by assuming that 
it could be nudged quickly ahead without 
meeting clearly the public's objections. 

But his company's growth and diversi- 
fication now occupies much of Leopold's 
energies. With the substantial cash flow 
from his basic interest, Leopold Properties 
(the company earns a 30 per cent annual 
commission on the rental of properties), he 
is looking closely at the fields of robotics 
and biotechnology. These industrial pro- 
cesses, he contends, could flourish in Mon- 
treal, given the city's prime asset: its access 
to cheap and bounteous electricity. 

As a potential investor in these high- 
technology fields, he underlines forcefully 
what a great asset electricity could be in 
their development here. He points to the 
example of Alcan, which grew up in then- 
remote Chicoutimi ("it was like the Arctic is 
today"), largely because of the Saguenay's 
electricity source. 

"Today," he says, "electricity is every bit 
as big a competitive advantage as it was 
then. It could greatly spur the growth of 
some high-technology industries such as 
robotics. And once again, it's the business- 
men with an eye to the long term who will 
do well." 

THOMAS REINER 

A s Thomas Robert Reiner talks ab- 
out his firm's success in the diffi- 
cult Montreal housing market of 
the early 1980s, there is a bit of 
the evangelical in him, some im- 
patience that the opportunities 

he has created have not been more widely 
recognized. Reiner's firm, Thomas Robert 
ReinerIArcbitectes, has emphasized the de- 
sign element in medium-priced housing 
and within the framework of the City's 
'20,000 Logements' programme has been 
able to rack up an impressive string of win- 
ning proposals. Most recently, the firm's 
design has been selected for the 850-unit, 
$65 million 'Floralies de IaMontague' pro- 
ject to be constructed on the vacant CN 
lands at the foot of Guy Street. 

The offices of Reiner's firm are in an 
unprepossessing C6te des Neiges tower. 
The halls are overwhelmed with sketches 
and photos of the work of Reiner and his 15 
designers and architects. Yet, when Reiner 
takes a break from his frantic schedule, sits 
J w n  wiili gl.15, -f C i k ,  l i~ lus  up J pipe 
and ri'flci'ii ~ h n u t  rhr .iiru;tion 01 his firm 
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WON'T SQUEEZE 
YOU IN. 

Le Neufchbtel has only 16 
tables. And we wouldn't think 
of squeezing more in. Because 
like our service and menu, 
intimacy is something we take 
pride in. 
Our size means we can pro- 
vide you with the most personal 
service. And by serving just a 
few, we can offer you a menu 
of the finest quality and 
selection. 
We suggest reservations in 
advance. Because no one 
deserves to be squeezed in. 

Le Chateau Champlain 
Place du Canada, Montreal 

878-9000 
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