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T H E D R E A M C A T C H E R S –  P R O F I L E S O F E N T R E P R E N E U R I A L O P P O R T U N I T Y A N D S U C C E S S

ICER’S INC.
OSS HANSEN built his bu s i n e s s
with a cool invention that became

a hot commodity almost ove rnight. He
d i d, h oweve r, go through 26 pro t o t y p e s
b e fo re his product sat i s fied his ow n
ri gid specifi c ations. When he decided
the product was re a dy for pat e n t , t h e
m a rket was re a dy to bu y. 

I c e r ’s Inc. manu fa c t u res and wh o l e-
sales a unique safety product known as
I C E R ’s (fo rm e rly SuperSoles). Th e s e
d u rabl e, s e l f - cl e a n i n g, ru bber safe t y
soles are equipped with metal studs
and act as studded snow tires. Simple
ve l c ro straps allow customers to we a r
the soles over regular fo o t we a r, p rov i d-
ing instant traction and stability on
s l i p p e ry winter surfa c e s .

Based in Fredericton, New
Brunswick, the business is owned by
Ross, his wife Diane, and partner Peter
Baldwin. The idea for the soles actual-
ly came from Ross’s own experience.
He suffered a broken neck in a car
accident in 1980 and went though
years of exhausting rehabilitation.
“People told me I’d never walk again,
but I knew I would eventually. Over
time, I progressed from a wheelchair
to a walker, then to a cane. But I dis-
covered I had a lot of difficulty walk-
ing on slippery snow or ice. I kept
falling down and needed help to get 
up so, eventually, I just stopped going
out in winter.”

Since many people with disab i l i t i e s
ex p e rience the same difficulty and fe a r,
Ross fi g u red a product like this could
m a ke life a lot easier. The business also
a ffo rded him a chance to be his ow n
boss in a situation that mat ched his
needs and ab i l i t i e s .

“ B a s i c a l ly, I had an idea, a lot of
faith and $15,000 in fi n a n c i n g,” h e
recalls about starting his business in
1989. “In our fi rst year of bu s i n e s s ,
we made $70,000 in sales.” Sales 

fi g u res now exceed $400,000 annu a l ly
in Canada alone, and more than
$1,000,000 wo rld wide. This success
results from add ressing the needs of a
wider market than prev i o u s ly identi-
fi e d. “ We ori gi n a l ly thought of seniors
and people with disab i l i t i e s ,” R o s s
a dds. “But then we we re ap p ro a ch e d

by Canada Po s t .” The postal corp o ra-
tion ord e red a pair for eve ry letter car-
rier in the country (21,000 in total).
Th ey claim the product reduces letter
c a rrier injuries and saves 3,500 days 
a year in lost time. 

I c e r ’s Inc. licenced a we l l - k n ow n
A m e rican company to distri bute its
p roduct in the United Stat e s , thus tap-
ping into an even gre ater market. A
second production plant was opened 
in Po rt l a n d, M a i n e. Ross’s simple 
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i nvention now also sells in Norway,
S we d e n , S w i t ze rl a n d, Jap a n , E n g l a n d,
G e rm a ny, D e n m a rk , and Au s t ri a .

Ap a rt from the usual diffi c u l t i e s
with fi n a n c i n g, Ross contended with
equipment pro blems. In fa c t , t h e re
wa s n ’t any actual equipment ava i l abl e
since his product was a new inve n-

tion. Th ey designed and modifi e d
m a ch i n e ry themselves. 

Owning your own business is a
h u ge re s p o n s i b i l i t y. “ Yo u ’re always at
i t ,” he explains. “Sometimes leav i n g
your wo rk at the office is hard. At 
one point, I wo re so many hat s , it 
was hard to ke ep on top of eve ry-
t h i n g. Now I’m able to delegate more
often. This comes with the stability 
of your bu s i n e s s .”

“ B a s i c a l ly, I had an idea, a lot of faith and $15,000 in fi n a n c i n g.”


