
ATLANTIC WHEELCHAIR
IERRE MALLET chose to
make his entrepreneurial debut in

a business where he understood the
products, the customer expectations,
and the market demands. While this is
a basic rule for any new entrepreneur,
the fact that Pierre is also a potential
customer gave him a unique perspec-
tive of the realities and opportunities
of managing his business.

L o c ated in dow n t own Moncton, N ew
B ru n sw i ck , Atlantic Wh e e l chair wa s
e s t ablished in early 1991. The company
sells and rents wh e e l ch a i rs , m e d i c a l
s u p p l i e s , hospital beds and car acces-
s o ries (such as lifts, hand controls and
remote controls) needed by people with
p hysical ch a l l e n ges. Pierre ’s own ex p e-
rience as a quadrap l egi c, resulting fro m
Muscular Dystro p hy, taught him that
equipment emergencies ra re ly happen 
at convenient times, so Atlantic Wh e e l-
chair also offe rs 24 hours a day emer-
ge n cy serv i c e. “ I t ’s a sense of securi t y
for many customers ,” he admits.

P i e rre happened into entrep re n e u rs h i p
as a means of personal employment. “ I t
was difficult for me to find wo rk ,” h e
c o n fides. “ Th e re are n ’t many opport u n i-
ties for quadrap l egic employees. But I
k n ew wh at I was cap able of. I had 
completed two ye a rs of my commerc e
d egree at l’Unive rsité de Moncton, a n d
then got my diploma in entrep re n e u r-
ship from the New Bru n sw i ck
C o m munity College. I was re a dy.”

The opportunity represented more
than just a job – it offered a sense of
independence. Although he knew his
capabilities, getting the company off
the ground was a fairly significant
undertaking. “Atlantic Wheelchair was
re a l ly my fi rst true job,” he explains. “ I
had no personal savings to finance the
start of the business. Finding money
was a serious obstacle. Fortunately I
made contact with the New Brunswick
government’s entrepreneurial program

(Program Entrepreneurship) which
p rovides financial assistance and entre-
p re n e u rial training for entrep reneurs
with disabilities.”

Finding initial funding was one
thing, but Pierre soon learned that cash
flow is perhaps the most significant
challenge any business faces – and it’s
a daily concern. He agrees that it is
sometimes worrisome trying to bal-

ance your monthly receivables with
your payables. 

“On the plus side, t h e re ’s a gre at
deal of sat i s faction for anyone who is
s u c c e s s f u l ly self-employe d,” points out
P i e rre. “I know that I’m ve ry pro u d
eve ry time I stop to re a l ly look at wh at
I ’ve cre at e d. Sure there is a lot of
responsibility and hard wo rk – and yo u
n ever have a secure income – but it’s
wo rth the ri s k s .”

A dep e n d able circle of support is
c ritical for an entrep re n e u r, he con-
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t i nu e s , not just from a morale point
of view, but in being there to offer a
helping hand when you need it most.
P i e rre credits his employees and 
fa m i ly for helping him to build a 
successful ve n t u re.

“My advice to potential entrepre-
neurs is to open the business of your
dreams. But make sure you get some
experience in the same field of busi-

ness – it’s critical to know your cus-
tomers and your products. It is also
important to have good business man-
agement skills.”

Atlantic Wh e e l chair will continue to
roll along under Pierre ’s ex p e ri e n c e d
eye. His product line grows reg u l a rly as
he is able to finance new products that
will satisfy the ch a n ging needs of a
growing list of customers. He hopes to
expand into manu fa c t u ring at some
point in the future.
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“ S u re there is a lot of responsibility and hard wo rk – but it’s wo rth the ri s k s .”


