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“Toronto won hands down against other North American 
cities, most obviously New York: there’s more P3 activity 
in Toronto, costs are more reasonable, and work permits 
were easier to arrange.”

Operating from London since its founding in 1990, 
Operis had attracted clients in Africa, Europe, the 
Middle East and North America, as well as the UK. 
But by 2014, the firm was conducting almost one-
third of its work in Canada. It participated regularly 
in the annual conference of the Canadian Council for 
Public-Private Partnerships in Toronto, the largest 
event of its kind in the world, and it was involved in P3 
projects throughout the country, offering a portfolio 
of services specifically focused on project finance. 

“Canada has the best P3 market in the world right 
now,” says Managing Director Paul Myers, who joined 
Operis in 1998. “There are government agencies to 
support projects at all levels, and the organization  
of the industry is very strong.”

Operis’s services extend to funding advice, modeling, 
model auditing, training and software, but distance 
limited the scope of service that it could provide to 
its overseas clients. “We can’t offer credible financial 
advice if we’re 4,000 miles away,” Myers says.

For these clients, the company focused primarily 
on modeling and model auditing, conducting due 
diligence on models constructed by third parties, so 
that clients could rely on them in raising financing 
from banks and investors. 

Finally, after more than 20 years in business,  
Operis decided to extend its global reach by opening 
a second office and began exploring its options. 
Initially, the firm considered expanding to cities like 
Johannesburg, Dubai and Istanbul. “But once we 
decided on Canada, it didn’t take long to pick Toronto,” 
Myers says. “By being in Toronto, we can offer all our 
services more immediately. 

“Toronto won hands down against other North 
American cities, most obviously New York,” he 
continues. “There’s more P3 activity in Toronto, costs 
are more reasonable, and work permits were easier 
to arrange, since Canada and the UK both have the 
Queen on their bank notes!” 
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For more information on the TFSA and Toronto’s financial 
services sector, please visit tfsa.ca or call 416-933-6780.

Operis began its expansion in earnest in August, 2014, 
aiming to open its office in Toronto by November to 
coincide with the CCPPP Conference. With fewer than 
twelve weeks to meet its objective, Operis dispatched 
three of its 45 employees to Canada.

“The Canadian High Commission in London helped 
us with introductions and work permits,” says Myers. 

“Through them we contacted Invest Toronto, who 
helped us with practical matters such as realtors, 
office space, and pointing us at the right universities 
for recruiting.”

With backgrounds primarily in engineering, 
mathematics and physical sciences, Operis 
employees have earned a reputation for the  
quality of their service. 

“The availability of local talent was of course a factor in 
our decision to open an office in Toronto,” says Myers, 
who holds a masters degree in computer science. 

“But we took it as a given that we’d find people in the 
Toronto region with the specific skills, intelligence and 
education to become analysts. Now that we are on 
the ground, we are looking for people with experience 

in P3 infrastructure projects so we can provide fuller 
advice and help clients to structure deals.”

In moving to Toronto, Operis contacted other agencies 
for assistance at the federal, provincial and local levels. 

“We’ve also developed a longer-term relationship with 
TFSA,” Myers says, “which began in London and now 
involves a lot of networking. In fact, we received so 
much help from everyone that one of our problems 
was figuring out how to use it all.”

Even after less than a year, the results of the move 
are already conclusively successful. “We hadn’t given 
ourselves much time, so it was pretty hectic,” Myers 
says, “but we managed to get people to the city, into 
our new office, with apartments where they could 
live, all in time for the CCPPP Conference. Now we’ve 
incorporated as a Canadian company and have 
recruited two local staff members from universities 
in southern Ontario, we will be able to offer a greater 
amount of broader advice over the longer term to the 
North American market. And in the meantime, we’ve 
received a very warm reception from our clients. In 
fact, most of them asked what took us so long!”

“The availability of local talent was of course a factor in 
our decision to open an office in Toronto.”


