
Local associations 
partner with Reed

Project bundling
—it's on its way

Construction 
marketing 101

Join us in Berlin

Call for Submissions: 
2012 Building 
Excellence Awards

Guelph OWPF 
goes Gold Seal

THE OFFICIAL PUBLICATION OF THE GRAND VALLEY CONSTRUCTION ASSOCIATION

Inaugural issue!

GVCA Magazine Online_Fall 2011  11-10-26  2:23 PM  Page 1



www.aclsteel.ca

GVCA Magazine Online_Fall 2011  11-10-26  2:23 PM  Page 2



GVCA Journal – FALL 2011 – 3

INSIDE

Subscription inquiries and letters to the editor 
can be directed to editor@gvca.org

Canadian Publications Mail Product 
Sales Agreement: 42259531

Return Undeliverable Canadian Addresses to: 
Grand Valley Construction Association, 
25 Sheldon Drive, Cambridge, Ontario  N1R 6R8

© 2011 Grand Valley Construction Association
All rights reserved. The contents of this publication may 
not be reproduced by any means, in whole or in part, 
without prior written consent of the publisher.

Publisher: Martha George

Editor: James Raiswell

Senior Contributor: Angela Pause

Contributors: Greg Hersen, Erica Tennebaum, 
Kevan Thompson

Layout and design: Raymond Leveille 
memoproductions.ca

Photography: Joseph Paul Bergel
www.jpbphotography.com

The Official Publication of the 
Grand Valley Construction Association

FALL 2011

LCAs partner with 
Reed Construction Data
Information sharing could mean new
opportunities for all parties

14

Langs
Building a community 
hub—at hyper speed

26

16

18

22

24

Q&A: Dave Walden
Control your own destiny—and other words of wisdom

Regular Columns
Message from the president  5
Message from the chair  7

FOR THE RECORD:  

Surety 8 Finance 10 Legal 12 36

MEMBER PROFILE

Construction Marketing
From the Basics to Game
Changers32

Taming a four-headed monster
Employers now must manage four generations of workers
that seemingly come from four different worlds.34

WSIB sets 2012 
employer premiums
This year, two percent 
really does mean two percent.

Guelph OWPF 
goes Gold Seal

What’s in 
a Bundle?

The devil in the details:
Why prompt-payment legislation
has been slow to emerge

Kraemer Woodcraft
Nailing down a 
human-resources strategy

30

MEMBER PROFILE

GVCA Magazine Online_Fall 2011  11-10-26  2:23 PM  Page 3



Up to 7' interior
standing height for
easy walk-in loading
and unloading

Class-leading 
fuel economy via 
the BlueTEC efficient
diesel engine 

600 cubic feet 
of cargo capacity 
can fit over 100 
sheets of drywall 

Works hard, even in park.
The 2011 Mercedes-Benz Sprinter. Starting from $45,895*

©2011 Mercedes-Benz Canada Inc. MSRP pricing is shown and is intended for information purposes only. Price does not include HST,
insurance and licence fees, as well as any other products or services not listed that may be available to you thorough your selected Mercedes-Benz
dealership. Vehicle price subject to change. Dealer may sell for less. Please contact your local dealership directly for exact pricing details. Vehicle
shown is a: 2011 Sprinter 170.3” Cargo Van, Base national MSRP $42,900, all-in pricing up to $46,516.25 dependent on region. 

mercedes-benz.ca/sprinter

Victoria Star Motors, Mercedes-Benz Kitchener
125 Centennial Road, Kitchener, ON  N2B 3E9       Tel: (519) 579-4460                                      www.VictoriaStar.com

GVCA Magazine Online_Fall 2011  11-10-26  2:23 PM  Page 4



GVCA Journal – FALL 2011 – 5

to success.  Not just in business, but in life.  You are doing
it right now.  You are doing what all successful people do.  You are learning.

That’s what the GVCA Journal is all about.  It’s a publication that will con-
tain local, relevant insight about construction and related industries in the
regions in which we do business.  

I have wanted to publish a magazine that met this need for several years
now.  During the recession I held back because a lot of our members were
treading water as fast as they could and the stimulus deadlines exhausted
everyone.  No one had time to read.  Of course, there is always a huge lack
of time.  But the mandate of the GVCA is to be the first, and most important,
resource to our members.  We want to create a publication that provides
members with insight, information and inspiration.  It has to reflect the wis-
dom of those who have gone before us (we all stand on the shoulders of gi-
ants) while garnering the fresh, new perspectives of the up-and-coming.  We
need points of view from all sides of our industry, not just the general con-
tractors or the big names in the business.  

The construction industry is interconnected.  GCs need subs.  Subs need
GCs.  The buyers of construction services need the GCs and the consultants
are integral to the process.  It may be too much to ask everyone to play nice
in the sandbox all of the time, but like in American politics, the failure to
compromise can stagnate an entire process.  Who hasn’t looked at our south-
ern neighbours and wondered why they can’t shift just slightly one step to-
wards each other in order to get a great nation back on track? It’s the same
with the construction world.  We all need to shift just a bit in order to protect
and nurture our industry, especially in the face of continuing economic un-
certainty and foreign competition.  We are all in this together.  

This magazine can help achieve more awareness of the “other guy” in
our industry.  Every aspect of the GVCA world will be covered (eventually)
in these pages.  Buyers of construction services will read it.  The education,
finance, high-tech, municipal and other private-sector buyers will also see a
local publication that highlights our strengths.  It will be chock-full of valu-
able knowledge you can use to build your business.

I read recently that NASA looks for “people with vision, decisiveness, at-
tention to detail, refusal to accept defeat and situational awareness” for their
space program.  I personally think those are the same qualities that make
up a great construction person.  I know you will enjoy this magazine as
much as I enjoyed putting it together.  Let me know what you think.

I KNOW THE SECRET 

MESSAGE FROM THE PRESIDENT

Martha George, P.GSC
President, GVCA 
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Paul Seibel
Chairman of the Board, GVCA 

been there for me.  You’ve heard me say this be-
fore, and you will hear me say it again, because it is true.  Being part of
a professionally run association that informs, supports and brings the
industry together is a vital asset to my business.  As a mixed-trade as-
sociation, the GVCA wears many hats and represents the interests of
many stakeholders, yet there is a common denominator.  Us.  It brings
us all together.

As a businessman, my company has benefited from the GVCA in
numerous ways, but perhaps the most significant is the GVCA Safety
Group.  Our association has, through sheer effort and vision, developed
one the nation’s top safety group programs.  This program is indicative
of the quality of services and resources that the GVCA provides all its
members.

This magazine is another initiative that will have a powerful effect
on our industry.  Providing knowledge and sharing insight is critical
to the success of our industry.  We need to better understand all the
forces at work in our industry, including the political decisions from
the federal, provincial and local levels as well as the nitty gritty of legal,
financial and marketing aspects of running a construction business.
While you may not find articles on welding steel, or the best way to
construct an ICF building, you will find the articles about the compa-
nies who are the experts and what their experience means to you.

I’ve been in the steel business for more than 30 years, and because
of this longevity, I have seen many ups and downs.  But there has al-
ways been more positive than negative experiences.  I joined the
GVCA board because I wanted to give back to this community and
make a difference.  I wanted to be able to help bring the buyers of
construction services into the mix so we can all have an open dia-
logue with all industry stakeholders.  Our November PACE event brings
these buyers to the table where everyone learns from one another.

I like to remind GVCA members that there are 35 separate services
offered by the association.  Education, safety, planning and celebra-
tions—everything to help you grow your business.  I urge you to send
your staff here for the training they need in all aspects of construction;
it’s cost effective and tailored to fit your needs.  The GVCA is yours.
Use it.   

THE GVCA HAS ALWAYS 
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projects can be won or lost by the
smallest of margins, it is important to understand all the
costs associated with bonding.  A bond premium is not sim-
ply calculated by multiplying the cost of the contract price
by the rate your broker or surety company provides.  There
are other potential costs that need to be considered that
will impact the bond premium at the tendering stage.  

Let’s consider some of the key factors that affect the cost
of bonds at the onset.

GST/HST
Is tax included in the contract price when calculating

the premium?
It seems as though every contractor questions why a

surety company calculates the bond premium on the con-
tract price inclusive of GST/HST.  Sureties for the most part
say they are responsible to pay the GST/HST on claims and
cannot recover it through tax credits.  The way in which the
surety chooses to resolve the claim determines if the surety
is required to pay taxes.  For the most part the answer is
“yes”, surety companies do include GST/HST in their pre-
mium calculation.  Therefore, GST/HST should be included
in your contact price when calculating your bond pre-
mium.

Non-standard bond forms 
In many cases owners will use their own bond forms in-

stead of standard industry documents such as CCDC 221–
2002 Performance Bond and CCDC 222–2002 Labour and
Material Payment Bond.  The issue with using non-standard
forms is that the surety company will impose a surcharge
for their use as they see a potential for added financial ex-
posure.  Consult with your broker or surety partner to con-
firm what forms are acceptable and what surcharges apply.

Maintenance period
A performance bond includes a 12-month maintenance

period after substantial completion.  Surety companies will
charge additional premiums for maintenance require-
ments beyond the standard 12 months.  These surcharges
should be outlined in your rate schedule, which forms part
of your terms & condition agreement with your surety.

Waiving of final bonds
As part of the tendering package, owners require the

contractors to prove they have the ability to bond their
work.  As a result the surety company will provide such
things as a pre-qualification letter, bid bond and an agree-
ment to bond.  Surety companies go to great length and
cost to underwrite their contractors and determine their
ability to perform the work they tender.  In some cases, to
save costs, owners are prepared to take the risk and wave
the final bonds.  As a result, surety companies are forced to
charge a fee—usually a fixed percentage of the premium—
that would have been charged had the final bonds been
issued.  This possibility needs to be considered when
preparing your tender price.

Once the project reaches its completion, the premium
is again affected by the final contract price and duration
of the project.  

Final project costs and duration
Once a project is complete, regardless of what the orig-

inal tender price was, the contractor will have to pay the
bond premium based on the final contract price.  In addi-
tion, if the project is not complete within a 12-month pe-
riod, an anniversary premium is assessed on the portion of
the contract that remains.

These are just a few crucial examples of additional cost
that can be incurred on a bonded project that you must be
familiar with to avoid any surprises.  In order to fully under-
stand your bonding facility you should review your terms
and conditions agreement with your broker or surety.

This article was written by Kevan Thompson, VP Industry Leader
Construction at Cowan Insurance Group Ltd.  As a construction 

specialist, Kevan has depth and experience in surety, insurance and
owner/contractor controlled programs.  Prior to joining Cowan, 

he was responsible for creating new business opportunities 
and managing major construction accounts for one of 

the world’s largest construction brokers.  

Kevan can be reached at 519-650-6363 or 
through www.cowangroup.ca.

IN AN INDUSTRY WHERE

Understanding 
the of bonding

FOR THE RECORD: SURETY

cost
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As an owner-manager of an
incorporated business, you have several opportunities to
minimize taxes.  The following is a list of just a few strategies
that can potentially reduce your tax bill if you own an in-
corporated, active, private Canadian business.  Be sure to
discuss these strategies with a qualified tax or legal advisor
before acting on them, so that your unique circumstances
are taken into account.

Minimize taxes with your family

• Employ lower-income family members and pay them
salaries that are reasonable based on the services they
perform.  The income received by the family member
will be taxed at a lower rate.

• Pay dividends from corporate earnings to spouses and
adult children shareholders.  Canadian dividends are
taxed lower than salary income (however they will not
create RSP contribution room or CPP/QPP pension-
able earnings).  Dividends paid out to benefit related
minor children are taxed at the highest marginal tax
rate under the “kiddie tax” rules.  

• Loan corporate funds to adult children for education
costs.  The loan is considered taxable income to the
adult child, however the tax payable on this income
may be very low or even nil due to the child’s basic, tu-
ition and education tax credits.  When the adult child
repays the loan to the corporation in a future year
when the adult child is working and earning income,
the adult child will receive a personal tax deduction.

• Consider an estate freeze so that the capital gain on
the future growth of your business is deferred and at-
tributed to the next generation, but control of the busi-
ness remains with you.  This may also allow for use of
the capital gains exemption by other family members.

Reduce taxes while planning for retirement

• Set up a retirement compensation arrangement or 
individual pension plan to increase your retirement
savings, while lowering your corporation’s tax burden.

• Use corporate funds to make contributions to your 
retirement savings plan (RSP).  The cash used to make
the RSP contribution will be considered employment

income (reported on the T4 and thus will create future
RSP contribution room) but the offsetting RSP deduc-
tion will avoid taxation on the increased salary.  Payroll
deductions may be required on the amounts used to
make the RSP contribution.  These amounts may result
in a lower tax owing or a larger refund when a per-
sonal tax return is filed.

Use insurance to shelter taxes

• Corporate-owned life insurance can help fund buy-sell
agreements, tax liabilities, and key person insurance, as
well as shelter tax on surplus investment income.

Purchase investments to reduce taxes

• If there is an impending capital tax liability, consider
purchasing eligible investments to reduce the capital
tax liability (investment merits and after-tax invest-
ment returns must be considered).

Pay bonuses to get into a lower tax rate

• If possible, pay bonuses to employees to reduce the
company’s taxable income to $400,000 since the first
$400,000 of small business active income (2007 value)
is taxed at low tax rates (between 17 and 22 percent).

• Consider deferring employee bonuses up to 179 days
after corporate year-end.  The company will get a tax
deduction in the current corporate tax year but does
not have to pay the bonus in the current year.  The em-
ployee will declare the bonus in the year of receipt,
which in certain cases may lower the tax liability for
the employee on the bonus (however withholding tax
will continue to apply on the bonus).

For more information about the strategies discussed in this 
article, please contact Erica Tennebaum, vice president 

and Investment Advisor with RBC Dominion Securities at 
519-621-1307 or Erica.Tennenbaum@rbc.com, 

or visit www.rbcds.com/erica.tennenbaum.  

HOW CAN I MINIMIZE TAXES?

every small business owner should answer
Questions
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times, ensuring the re-
ceipt of payment on a timely basis can be critical.  Where
payment for work done on, or materials supplied to, a con-
struction project has not been received, it may be appro-
priate to resort to the remedies provided under Ontario’s
Construction Lien Act.

The retainer of a lawyer who specializes in construction
law can greatly assist a lien claimant in successfully navi-
gating the complex procedures and time periods that are
contained in the act.  While the process of enforcing a lien
under the act is meant to be expeditious and cost effective,
the inefficient use of a lawyer’s time by lien claimants, how-
ever, often results in the erosion of any recovery the lien
claimant may otherwise have made.  

For a lawyer, the preservation of a claim for lien is an ex-
ercise that demands precision and which has a very slim
margin for error.  If incomplete or incorrect information is
provided to the lawyer at the outset, the claim for lien may
be declared invalid and the lien rights may be lost.  In order
to avoid this, a lawyer must ensure that the information set
out in a claim for lien is accurate and supported by evi-
dence.   

One of the simplest ways to reduce cost and streamline
the claim for lien process is for a lien claimant to compile
all of the information and documentation that will be re-
quired to prepare a claim for lien before meeting with a
lawyer.  In order to properly prepare a claim for lien, a
lawyer will require:

1. Confirmation of the correct legal name and proper
address for service of the party that completed the
work;

2. The name of the owner or owners (including mort-
gagees) of the premises upon which the work was
completed or materials supplied;

3. The addresses of each owner;
4. The complete legal name of the person to whom the

lien claimant supplied its services or materials;
5. The date the lien claimant first supplied services or

materials to the project;

6. The date of most recent supply of services or materi-
als to the project;

7. A short description of the services or materials that
have been supplied to the project by the lien
claimant;

8. The original contract or subcontract price, including
GST/HST; 

9. The amount claimed to be owing to the lien
claimant, including extras, holdbacks and GST/HST;

10. The complete legal description of the project prem-
ises.  If this is not available, the municipal address,
PIN number or such other information that will en-
able registration of the claim for lien against the
proper premises;

11. A copy of any contract or purchase order signed;
12. A statement of account showing a breakdown of the

amount owing in relation to the contract, including
holdback; 

13. Copies of all outstanding invoices;
14. A copy of any certificate of substantial performance

published in relation to the contract;
15. A copy of whatever document the legal description

of the property was taken from; and
16. The full name of the person or corporate representa-

tive with authority to sign the claim for lien.

Supplying as much of this information and documenta-
tion as possible to a lawyer in advance of a meeting can
greatly expedite the preparation of a lien and reduce the
legal expense incurred.  

Greg Hersen is a partner at Torkin Manes LLP, is chair of its

Construction Law Group, and is certified by the Law Society of

Upper Canada as a Specialist in Construction Law.   He can be

reached at (416) 777-5400, or ghersen@torkinmanes.com.

IN THESE CHALLENGING ECONOMIC

Streamlining 
the claim for lien process

FOR THE RECORD: LEGAL
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associations announced
a long-term partnership with Reed Construction Data this
summer that will see the entities share data and deliver new
products and services.

The terms
Faced with similar threats to their market shares—and,

until now, competing interests—Reed and the LCAs have
signed a 60-month agreement to share project data.  The
groups’ goal is to engage more industry stakeholders than ever
before.  Under the terms of the agreement, LCAs will share
their tender plans and specifications with Reed.  For its part,
Reed will share its private-sector plans and specifications, as
well as its database of pre-bid project information with the
LCAs.

The benefits for LCAs
At first glance, LCAs appear to surrender more data to Reed

than they receive.  Although that may prove to be the case, the
partnership’s chief benefit for LCAs is the access they obtain
to Reed’s private-sector projects and pre-bid data.

“The major advantage for local associations is access to
Reed’s project news service,” says GVCA president Martha
George.  “Our associations will be able to use the data we take
from Reed to get in front of project owners long before proj-
ects are issued for tender and explain all the benefits of using
local construction association plansrooms.”

Information sharing could mean 

new opportunities 
for all parties.

LCAs partner with Reed Construction Data

ONTARIO’S LOCAL CONSTRUCTION 

NEWS
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George hopes that down the road, the LCAs will be able to
leverage project data to help buyers plan their procurement
schedules.  For example, she says, it would be useful to the in-
dustry to be able to coordinate a region’s entire school-construc-
tion program to ensure that projects are issued on a timely and
continuous basis, as opposed to in bunches.

“I hope we at GVCA will be able to use Reed’s data to signif-
icantly enhance our Crystal Ball reports,” she says.

George adds that companies may be able to use the Reed
data to plan their bidding work in a similar fashion.  Contractors
could, for example, access the pre-bid data to understand when
those projects for which the firm is best suited to work are issued
for tender, and plan their other construction activity accordingly.

The benefits for Reed
Armed with access to LCAs’ project tenders and specifica-

tions, Reed aims to launch a new service, called Connect Plus.
The company will reprint and sell LCA project data, likely com-
bining that information with other Reed products, such as sub-
scriptions to the Daily Commercial News.  Reed will sell a
number of versions of Connect Plus: one that spans all of On-
tario, as well as a series of regionalized products for the GTA,
East, North and Southwest regions.  Local construction associa-
tions will receive a commission on each Connect Plus sale that
affects their regions.

The benefits for both
One of the principal benefits for both parties will be their

combined influence and reach.  Both are competing for market
share against third-party procurement websites such as MERX
and Biddingo.  The partnership gives them both a broader reach
and more influence than ever before, which they hope will en-
able them to retain more projects from private- and public-sector
buyers.

And that’s good news for association members.

“Our associations will be
able to use the data we
take from Reed to get in

front of project owners
long before projects are 

issued for tender and 
explain all the benefits of
using local construction

association plansrooms.”
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the cost of doing busi-
ness will rise again in 2012. That’s in part because the
Workplace Safety and Insurance Board (WSIB) will raise
employer premiums by two percent for the coming year.

Industry stakeholders say they expected the WSIB’s
decision. The board had promised slight premium in-
creases in 2011 as well as 2012. The good news is that, un-
like last year, the 2012 two-percent increase was applied
evenly to all employers. In 2011, the average WSIB pre-
mium rate rose by two percent. Some employers saw
their premiums rise by less than two percent, others saw
their premiums jump by more than two percent. Premi-
ums for construction firms, for example, increased by an
average of four percent and in some cases as much as
nine percent.

Ian Cunningham, president of the Council of Ontario
Construction Associations says the 2012 increase comes
as no surprise, particularly in light of the Arthurs Com-
mission’s review of the WSIB’s funding structure.

“No one likes to accept a two-percent increase, but it
was a necessary step as we wait for the funding review
to conclude,” he said.

WSIB sets 2012 employer premiums

This year, two percent 
really does mean 
two percent.

FOR CONSTRUCTION EMPLOYERS, 

NEWS
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Average construction premium up to $8.49
The average WSIB premium will rise in 2012 to

$2.40 per $100 of insurable earnings from $2.35. The
average construction-group premium will rise from
$8.31 to $8.49. Next year’s maximum insurable earn-
ings ceiling is $81,700—an increase of 2.6 percent
from 2011.

Among construction employers, form work and
demolition contractors will continue to pay the high-
est WSIB premiums. In 2012, those companies can ex-
pect to pay nearly 18 cents in premiums on every
dollar of insurable earnings. Roofing ($14.46 per $100
of insurable payroll), masonry ($12.41) and siding and
outside finishing ($10.01) contractors are the only
other firms that pay more than 10 percent in premi-
ums per insurable dollar. On the other hand, electrical
and incidental construction services, mechanical and

sheet metal work and industrial, commercial and in-
stitutional construction (the group into which most
general contractors fall) continue to pay the three
lowest premium rates.

“We drew upon input and advice from employer
and worker stakeholders in formalizing this fair and
balanced increase,” said WSIB chair Steven Mahoney.
“All stakeholders recognize that the long-term finan-
cial stability of the workplace insurance system is
vital.”

The WSIB’s rate-setting formula takes a number of
criteria into account: 43 percent of the average group’s
premium is derived from total expected claims costs
for the coming year, 28 percent goes to pay down the
board’s $12.2-billion operating deficit, and 19 percent
pays for administrative costs at the WSIB.

WSIB’s schedule of 2012 premiums for most construction employers

Rate Description 2012 2011 
Group Premium Rate ($) Premium Rate ($)

704 Electrical and Incidental Construction Services 3.60 3.53
707 Mechanical and Sheet Metal Work 4.06 3.98
711 Roadbuilding and Excavating 5.17 5.06
719 Inside Finishing 7.34 7.19
723 Industrial, Commercial & Institutional Construction 4.44 4.35
728 Roofing 14.46 14.16
732 Heavy Civil Construction 6.87 6.73
737 Millwrighting and Welding 6.74 6.60
741 Masonry 12.41 12.15
748 Form Work and Demolition 17.88 17.51
751 Siding and Outside Finishing 10.01 9.80
764 Homebuilding 8.89 8.71

The average WSIB premium will rise in 2012 to $2.40 per $100
of insurable earnings from $2.35. The average construction-group

premium will rise from $8.31 to $8.49. Next year’s maximum 
insurable earnings ceiling is $81,700—an increase of 

2.6 percent from 2011.
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A new composting facility in
Guelph became the latest of only a

handful of projects to achieve the
Gold Seal designation from the

Canadian Construction Association.

Gold Seal
G u e l p h  O W P F  g o e s  
NEWS

Photography: Joseph Paul Bergel
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that a construction project achieves
Gold Seal certification.  Indeed, across the country, fewer
than 20 projects have achieved this prestigious designa-
tion since 2002.  That’s why Maple Reinders Constructors
Ltd.  was so pleased to see its work on the Guelph Organic
Waste Processing Facility (OWPF) recognized with the
special honour.

“Maple Reinders has embraced all the best principles
of the Gold Seal program.  More than 30 of our project
managers and estimators are personally Gold Seal certi-
fied,” says Dusko Grambozov, project manager for the
Guelph OWPF.  “We were keen to show even more enthusi-
asm for the program by applying for the Gold Seal project
designation when we started the Guelph OWPF project in
early 2010.”

Launched in 2002, the intent of the Gold Seal designa-
tion for projects is to bring even more attention to the Gold
Seal program.  Throughout the life of the construction proj-
ect, information on site highlights the value of Gold Seal
certification and identifies those individuals on the project
team who carry the Gold Seal designation.

Stephanie Wallace, manager of the Gold Seal program
for the Canadian Construction Association, says there are
basic criteria to be met before a project can be Gold Seal
designated.

“The project team will have to have the strong support
of its local construction association to even apply for the
Gold Seal designation,” she says.  “The parties will also sign
a memorandum of understanding in which they agree to
goals such as promoting Gold Seal certification in con-
struction management, demonstrating excellence in con-
struction management, and showcasing the highest
standards of professionalism on the job site.”

According to Grambozov, although the tangible benefits
of the Gold Seal certification are difficult to measure, the
quality of the personnel on the job was undeniable.

“Our project manager was a Gold Seal member.  So was
our site super and our estimator, and so were the managers

from all our major subtrades,” he says.  “I can’t tell you for
certain that the job was completed any quicker or at a
lower cost because of the involvement of the Gold Seal
members, but I can say that we had an excellent group of
people on the job who understood their roles perfectly
and always acted with the highest professionalism.  In the
end, that meant the job ran smoothly, which is everyone’s
ideal outcome.”

On site at the Guelph OWPF
Located on Dunlop Drive, the Guelph OWPF officially

opened in September after a 15-month construction
schedule.  The building itself is a composting facility that
can accept as much as 30,000 tonnes of organic waste an-
nually from residents in Guelph and Waterloo, and will
process it into compost.

Led by Maple Reinders, the construction team broke
ground on the 10,000-square-metre facility in June 2010.
Although much of the building itself is designed simply—
administrative space and a pre-engineered building—its
most remarkable aspect is the composting tunnels housed
inside.  Made from more than 6,000 cubic metres of cast-
in-place concrete, the tunnels contain embedded PVC
pipes which return the leachate back into the process.  As
a result, the entire composting process is under negative
water demand.

“Although the building was not designed to the LEED
standard, we incorporated quite a number of features that
could have earned us points toward a LEED designation,”
says Grambozov.  “For example, when we demolished the
building that was previously on this site, we pulverized
more than 6,000 cubic metres of concrete and used it as
granular B on the new property site.”

By all accounts, the work on the Guelph Organic Waste
Processing Facility is a great study in environmentalism.
And a fine demonstration of the merits of the Gold Seal
program.

IT’S NOT EVERY DAY 

We had an excellent group of people on the job who understood their 
roles perfectly and always acted with the highest professionalism.  In the end, 

that meant the job ran smoothly, which is everyone’s ideal outcome.
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www.delta-elevator.com

Over 25 years specializing in

the overhead door sales & 

service for the commercial, 

institutional and 

industrial sectors.

K-W DOOR INSTALLATIONS INC.
8 Trillium Park Place, Kitchener, ON
T: 519-742-3667    F: 519-5701977

250 Trillium Drive, Unit 1, Kitchener, ON N2E 1X2
Office: 519-895-2572    Fax: 519-896-2525

Email: info@georgemasonry.com

www.georgemasonry.com

New Masonry Work
Brick

Concrete Masonry Units
Limestone / Terra Cotta

Glass Block
Cultured Stone
Natural Stone

Masonry Restoration
Tuckpointing

Brick Replacement
Vehicle Impact
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If you’re interested in marrying a love of travel with a passion for 
the built environment, then GVCA has the event for you.

The association has arranged a special architecture and construction tour of Berlin,
Germany in October 2012. Members and their guests are invited to see the city,
experience exclusive behind-the-scenes events, stay at luxurious accommodations and
enjoy world-class fine dining between October 13 and 19, 2012.

Architecturally, Berlin has undergone a massive transformation since the end of Second
World War, and particularly since Germany was re-united. As part of the GVCA’s Inaugural
Education Conference, you will experience the city in ways that tourists and even private
citizens cannot. You’ll get special tours of iconic architectural and construction projects,
such as Daniel Libeskin’s Jewish Museum, Sir Norman Foster’s Reichstag Dome and
Gehry Partners Pariser Platz 3. Highlights also include a tour of the Berlin Wall, UNESCO
World Heritage Site Museum Island, dinner at the Reichstag and more.

Your home in Berlin will be the five-star Hotel Concorde Berlin in the heart of City West.
This boutique hotel features stylish contemporary décor complemented by sophisticated
amenities and outstanding service. Just steps away, Germany’s most visited avenue, the
famous Kurfürstendamm Boulevard is lined with upscale shops, restaurants and cafes.
You will also enjoy a behind the scenes tour by the Concorde’s architect Jan Kleihues. 

Included in your registration fee is economy air travel from Toronto, 5 nights
accommodation (based on double occupancy), ground transfers in Berlin, 
breakfast and dinner daily, excursions and gratuities. 

But please act now.  You must confirm your attendance by October 31st,  2011
to guarantee a spot at the Conference.  

Visit www.gvca.org for more information.
Martha George, President     519-622-4822 ext. 23
Grand Valley Construction Association

Guten tag, Berlin!

RESERVE NOW
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Like it or not, project bundling will be a key component of Infrastructure Ontario’s
long-term procurement plan.  Luckily, the industry has a golden opportunity to help
shape the way in which IO approaches this controversial method of procurement.

What’s in a 
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unveiled Building
Together, its new 10-year, multi-billion dollar plan for infra-
structure construction, the industry reacted with tempered
enthusiasm.  True, here was a document developed with
stakeholder input that described in broad strokes a long-
term strategy for investment in key public assets such as
roads, bridges, water systems, hospitals and courthouses.  In
other words, it was exactly the plan that the industry had re-
quested for many years.

The one fly in the ointment was the addition of the small-
est detail in the document’s third section.  Innocuous as can
be, the text promised that the government would work with
its industry partners to build on Ontario’s competitive ad-
vantage in procurement.  One of the ways it would do this
is by bundling together groups of smaller projects, or proj-
ects of a similar nature, either through traditional methods
of procurement or through the AFP model.

Suddenly, a perfect plan was no longer quite so ideal.

Not a new issue
Bundling isn’t a new idea for the provincial government.

It’s been on the agenda at Queen’s Park since at least 2008,
during the early days of the creation of the Public Infrastruc-
ture Ministry.  At that time, Jim Dougan, the then executive
vice-president of project delivery for IO, indicated that proj-
ect bundling was not a priority for Ontario government in-
frastructure projects.  He told the Queen’s Park Standing
Committee on Government Agencies in November 2008
that bundling would be considered “only for potential de-
sign and program efficiencies.”

“Ultimately we want to say to smaller firms in Ontario that
there are plenty of opportunities through the AFP program
and other delivery methods in years to come.”

Whether it was formally on the government’s radar or
not, the issue of bundling never went away.  As a result, a
number of industry groups such as the Ontario General Con-
tractors’ Association (OGCA), the Ontario Association of Ar-
chitects (OAA), the Surety Association of Canada (SAC) and
the Consulting Engineers of Ontario (CEO) launched regu-
lar consultations with IO to determine the extent to which
bundling would be used, how it would be enacted and its
effects on small and medium constructors and consultants.

Three years later, bundling’s shape and effects have yet
to be properly quantified.  The provincial government has
moved ahead with bundling in fits and starts.  To date, it has
bundled projects for OPP facilities as well as hospitals with
ill-defined and oft-debated success.

Bundling’s pros and cons
The industry’s biggest concern with bundling is its dele-

terious effect on small and medium-sized contractors.
Those who object to bundling argue that these firms will be
unable to compete for work on projects they previously may
have won.  The companies will likely not have the financial
and personnel resources to handle the greatly expanded
scope of work that bundled projects present.  Similarly, the
firms lack bonding capacity to partner with other similar
sized—or even larger—companies to pursue bundled proj-
ects.  In short, for the little guy, bundling causes more harm
than good.

But not all industry groups wholly oppose bundling.  The
OGCA, for example, supports bundling as and when the ap-
proach makes good sense.  That is, where the government
can realize efficiencies and save taxpayer dollars by
bundling similar projects, the OGCA supports the exercise.
On the other hand, OGCA president Clive Thurston says that
bundling simply for its own sake—to simply create larger
projects without consideration for economies of scale—is
not appropriate.

“At present, a lot of small and medium-sized guys have
been shut out by bundling, and that’s not good,” he says.  “But
if there is an upside, bundling has turned the attention of
some of the larger general contractors away from the jobs
on which they would compete with the smaller and
medium-sized companies.  So the news so far isn’t all bad.
As one opportunity has passed, another has presented it-
self.”

Bundling, going forward
The industry’s major concern with IO’s approach to

bundling today is that the corporation has yet to define the
criteria by which projects should be bundled.  The govern-
ment freely admits that the approach is ill-defined.  As such,
at a stakeholder meeting in August, it agreed to establish a
working group that comprises construction and consultant
representatives to draft and review the policies and guide-
lines by which bundling will be used.  A draft of those guide-
lines was expected for review by the committee in October.

No matter the shape it takes, bundling is here to stay.  Both
the Liberals and Progressive Conservatives have expressed
their preference for its use.  Industry now has a golden op-
portunity to shape the government’s approach to bundling
and, with luck, create a program that will benefit all contrac-
tors and consultants: small, medium and large.

WHEN INFRASTRUCTURE ONTARIO (IO) 

NEWS
“At present, a lot of small and medium-sized guys have

been shut out by bundling, and that’s not good.”
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business, steady cash
flow can mean the difference between success
and failure.  A company that can rely on a steady
flow of money is better able to pay its bills and
more apt to stay in business than one that must
borrow to make ends meet.

The problem of cash flow—specifically the
flow of cash from owner to prime contractor to
subtrades and suppliers—is an issue that has
dogged construction for some time.  Subtrades
say they suffer from poor cash flow as a result of
too-long periods of time during which progress
draws are processed.  Many of these firms rely on
lines of credit to pay their suppliers and employ-
ees, just to ensure they’re able to tackle their next
jobs.  On the other hand, general contractors say
their payment practices are fair.  They pay their
subs and suppliers in due time after they them-
selves are paid by project owners.

Although prompt payment has been a source
of debate in the industry for some time, it has
only recently spurred industry groups into for-
mal action.  The National Trade Contractors
Coalition of Canada (NTCCC) was created in
2005 with the goal of solving the problem of
prompt payment.  Although the group began by
targeting its efforts at the federal government, in
the past two years it has shifted its attention to
forcing change in Ontario.  NTCCC helped draft
a private member’s bill that MPP Dave Levac in-
troduced in Queen’s Park on June 1, the day the
provincial legislature prorogued for this fall’s
election.

Nearly everyone in the industry agrees that 
prompt-payment legislation is long overdue.  
Not everyone agrees on how it should 
be executed, however.

FOR ANY SMALL OR MEDIUM 

Why prompt-payment legislation 
has been slow to emerge

The devil in the details:
NEWS

“Nearly every state in the union has prompt-
payment laws in place for financing public-

sector jobs; one-third also have them in place for
private-sector work. The law works well and it

behooves us in Canada to consider that model.”
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Although the proposed law was killed last summer, its
proponents say it is an important step forward for an
issue that must be resolved.

“It’s an important piece of legislation that could re-
solve a major issue in our industry,” says Sandra Skivsky,
director of marketing and business development at the
Canada Masonry Centre.  “How can companies plan and
run their businesses when they don’t know when they
will get paid? This proposed legislation sets out 
the parameters by which that will happen.  
And that’s important for everyone.”

Controversy over the bill
Although it was drafted largely by legal experts acting

on behalf of the NTCCC and with the support of the three
major parties, Levac’s Protecting Contractors Through
Prompt Payment Act, 2011 attracted some debate among
industry stakeholders.

The law garnered support in principle from the Coun-
cil of Ontario Construction Associations (COCA), which
agrees with the notion that the payment process should
be guided by a clear methodology, agreed-upon time-
lines, rules for contesting problems, and a guarantee that
owners prove they hold required project financing.
David Zurawel, COCA’s vice-president of policy and gov-
ernment relations, says that forms of prompt-payment leg-
islation have been demonstrated to work well in the
United States.  As such, he says, there’s no reason why sim-
ilar models could not be applied successfully in Canada.

“Nearly every state in the union has prompt-payment
laws in place for financing public-sector jobs; one-third
also have them in place for private-sector work,” he says.
“The law works well and it behooves us in Canada to con-
sider that model.”

The Ontario General Contractors Association (OGCA),
however, is less convinced of a complete solution.  Presi-
dent Clive Thurston says his association—which repre-
sents the only agent in the contractual process that is
legally bound to the project owner—was not consulted
during the drafting of the Levac/NTCCC bill.  As such, he
says, there’s still work to be done.

“There’s no doubt that OGCA supports the premise
and the goal of what the NTCCC is seeking to achieve,”
he says, “but we think it’s unreasonable to expect to make
changes to the legal arrangement between prime con-
tractors and owners without the input of the prime con-
tractor.”

During the summer months, OGCA and NTCCC
agreed to refine the draft legislation to include references
to the use of standard industry contracts such as CCA1
and CCDC2 that clearly describe payment terms and
remedies for payment in the event that owners or other
parties fail to pay for services rendered.  It’s expected that
the two parties will be able to present refined legislation
to the new Ontario government sometime this fall.

Pay-when-paid clauses, and holding back money 
One of the main sticking points in the debate over

prompt-payment legislation is the use of pay-when-paid
clauses.  General contractors feel such clauses are impor-
tant tools that protect their cash flow in the event that an
owner refuses to pay for completed work.  Subtrades,
however, believe the clause causes bottlenecks.  They say
pay-when-paid clauses unduly delay payment, causing
them to either draw on cash reserves to ensure their sub-
trades and suppliers are paid in a timely fashion, or not
issue payment until they themselves are paid.

“I normally expect to receive a progress payment as
many as 45 days after I submit it to a general contractor,”
says Carl Harris, president of XDG Construction Limited.
“It’s almost become an accepted standard in the industry
to wait that long for payment.”

Accepted standard or not, generals say the clause pro-
tects them against financial crisis in the event of a dis-
pute.  Jeff Shantz, vice-president of project development
with Melloul-Blamey Construction Inc., says money is
often the only tool the general has at its disposal to en-
sure subtrades correct defects and resolve problems.  If
a general is unable to delay payments to ensure sub-
trades complete their work, the general could be held li-
able by the owner to correct all problems.

“I am a strong proponent to have guidelines for
prompt payment but strongly believe the risk of doing
business is shared by all suppliers and contractors on a
project,” he says.  “There needs to be a provision in any
type of legislation to address this.”

Shantz’s suggestion—a model that his company uses
in some cases—is to create a project charter that clearly
describes the project-funding model and the way in
which the payment-certification model is handled.  Such
an approach, he says, ensures that all parties understand
their obligations during the progress-payment process.
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health and wellness cen-
tre has taken 33 years.  But building the actual facility to house
this growing and dynamic organization took just about 12
months.  That’s what happens when stimulus-funding rules meets
fast-tracking construction management.  Everyone has to move
at hyper speed and in concert to get a 58,000-square foot building
ready for partial occupancy.  For Bill Davidson, executive director
of Langs, and Doug McIntosh, project manager at Robertson Sim-
mons Architects (RSai), the project became not just a year-long
frenzy of effort, but also a labour of love.

“We are building a community,” said Davidson.  “This experi-
ence has been intense, it’s been rewarding and fulfilling.  The
community is excited.  We are all excited.”

FOR LANGS, BUILDING A COMMUNITY

Building a community hub—at hyper speed

MEMBERPROFILE

Photography: Joseph Paul Bergel
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Langs, formerly known as Langs Farm Association, is
a neighbourhood-based organization that provides a
range of social, recreational and health services head-
quartered in Cambridge, Ontario.  Although Langs started
out as a small community development organization in
1978 that operated a community centre in a town house,
it has grown immensely in size and complexity.  In 1995,
when the organization received funding to establish a
community health centre, it leased 4,000 square feet in a
nearby plaza.  By 2007, it had grown substantially and
was operating out of a 20,000-square foot leased spaced,
along with four community partners.  As the scope of its
services grew, the organization realized the only way to
provide the level of integration the community and part-
ners required was to eventually have its own purpose-
built facility, which was consistent with the organization’s
vision in 1978.  Later in 2007, a 3.1-acre parcel of land in
its catchment area was purchased.  The next year, the City
of Cambridge approached Langs to propose a co-loca-
tion with the nearby Allan Reuter Seniors Centre.  Deter-
mined an ideal fit, both the City and Langs completed a
plan for the Ministry of Health and Long Term Care.  With
an eye to the future, the City and Langs hired RSai to pre-
pare a feasibility study.  

That’s when everything suddenly zoomed forward.  In
June 2010, with the study 90-percent complete, the organ-
ization was awarded $4.9 million in federal stimulus
funds for the project.  The City of Cambridge stepped in
with another $3 million.  What was once a feasibility
study suddenly transformed into a full-blown, $14-million
construction project.  It now had to meet a stringent, if
not impossible, March 2011 deadline.

It wasn’t a matter of how the team would adapt, but
how fast it could adapt.  

Hyper speed as a construction-management model
For the Langs project, the RSai team launched into

hyper speed.
Faced with the realization that deadlines were impos-

sible to meet in a traditional set up, RSai proposed that
to accelerate the pace of construction, it would move
from sign-off on schematic drawings right into contract
documents.  Design and development phases were han-
dled in parallel, and with the cooperation from the City
of Cambridge, one city department handled site plan ap-
proval, while another handled the project’s submission
for a building permit.  RSai became the construction
managers.

Melloul-Blamey Construction, already on board, pro-
vided the construction expertise, along with a full com-
plement of GVCA subtrades.

“The only way for this hyper speed model to work is
for the architect, owner and contractor to work in con-
cert with parallel activities occurring simultaneously,”
says McIntosh.
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Speed meant constraints in design
But if the team was to achieve a rapid speed of construc-

tion, design had to be constrained.  In order to move forward
rapidly, fixed conditions we established such as mechanical
shafts, elevator shafts and sill heights.  The owner accepted
these conditions in exchange for speed.  In the case of
Langs, speed and the end of a five-year lease in its current
space was the driving force behind the federal funding.
There was literally no other way to get it done.

The unusual coalition between all the parties worked.
With Langs, the City of Cambridge, RSai and Melloul-Blamey
working closely together, the $14-million facility broke
ground in October 2010.  It was a project that the community
was eager for: Langs is an invaluable provider of services
and has served as a proven community hub model in health
and wellness.  With four community partners, and working
with 15 more, Langs provides 18 social, health, recreational,
educational and vocational services on site.  They partner
with agencies such as Mosaic Counselling and Family Serv-
ices, Family and Children’s Services, Lutherwood, Cambridge
Career Connections, St.  Mary’s Counselling Services and Wa-
terloo Region Community Legal Services.  This hub model
gives community residents access to a wide spectrum of
services.  Consistent with the work of its interdisciplinary
team, Langs is all about meeting the needs of the residents
in an integrated setting.  

City of Cambridge shared vision
Davidson credits the expertise and concentrated effort

that the City of Cambridge brought to the project.  
Without the city staff to assist in the process to move the

required paperwork forward and to ensure the requirements
met, Davidson says the project may not have met the dead-
lines or gone as smoothly as it did.  The long-standing posi-
tive relationship that Langs and the city have forged over the
years was put to the test and came out stronger than ever.

“Quality didn’t suffer, we made compromises in design
order to meet deadlines, but we’re very happy,” says David-
son.

In construction, reality often trumps deadlines.  It is nearly
impossible to build a 58,000-square foot, multi-purpose com-
plex within a year, especially since “the weather was always
wrong” said McIntosh.  Record-setting spring rains and strong

summer winds challenged every trade.  However, the federal
stimulus funding would be at risk unless an agreement was
made to establish where stimulus dollars applied.  The gov-
ernment was fine with “completion” applying to the building
shell.  As with other stimulus-funded projects, the March 2011
deadline was extended to October 2011.  Currently, Langs is
partially occupied as the last of the interior work, green roof-
ing and landscaping is completed over the next few months.
At one point, 130 trades were on site in order to ensure the
partial occupancy dates were met.  Many of these trades
were GVCA members.  (See  page 29.) Melloul-Blamey’s stel-
lar performance throughout the entire project helped
achieve the impossible, said Davidson.  

Green friendly
The facility is green friendly according to McIntosh and

Davidson.  Neither the timeline nor the budget could be
stretched for LEED certification requirements, but since RSai
has significant experience designing LEED buildings in the
GVCA area, they were able to use their knowledge to “signif-
icantly green up” the process when feasible.  By incorporat-
ing natural daylight, a green roof, white roofing membrane
and a biofilter living wall—as well as a multitude of environ-
mentally friendly building materials—the design team was
able to introduce many green-construction features that will
benefit employees and visitors.

Because the Cambridge community’s needs are diverse,
the Langs facility is very much a multi-use building.  Besides
airy, light-filled meeting rooms and administration offices
with windows that actually open, it includes a community
health centre with a full complement of physicians, nurses
and nurse practitioners, a family and children’s services of-
fice, a community diabetes education program, an early
years satellite pre school, and a resource centre that includes
a computer lab, food security programs, employment coun-
seling as well as a toy and resource lending library.  There is
a community gym and walking track for the public, and the
new William E.  Pautler 50+ Centre (an extension of the Allan
Reuter Seniors Centre) will now be located in the new build-
ing, where it will continue to offer its day program for seniors
along with some older adult wellness programs.  At least 20
community groups have talked with Langs about renting
space in the new building.  
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Community first
It’s said that it takes a community to build a community

building.  Perhaps nowhere is that expression more evident
than in the Langs facility.  From legal and real estate services
to roofing materials and cash donations, community mem-
bers who believed in the organization amply supported con-
struction.  For $10, an individual could get his or her name
on a brick on the donor wall, allowing almost everyone in
the community to be able to afford to contribute and make
a difference.  Currently, Langs is working on a $1.5-million,
“Growing it Forward Capital Campaign” to retire the remain-
ing mortgage on the new complex, allowing them to use
their budget on programming and services instead.  As part
of this, Davidson says there are significant opportunities for
community leaders and businesses to name a meeting room
for as little as $3,000 or have the public walking track and
the gym named in their honour—albeit one that will cost
$250,000.  

On the day that the Langs staff moved from their old ad-
dress to the new building on Concession Road across from
St. Michael Catholic Elementary School, there were still
dozens of trades on site working together.  With an antici-
pated November grand opening and the relocation of the
senior’s centre expected around Thanksgiving, clearly a few
weeks more of interior work to be completed didn’t seem
to matter.  A community had come together to realize a vi-
sion.

GVCA members 
build the Langs 
community hub
General Contractor:
Melloul-Blamey Construction Inc.

Subtrades and consultants:
ACL Steel Ltd.
Alex Paving (1993) Ltd.
Aves & Shaw Ltd.
Bulldog Fire and Security
Cable Assembly Systems Ltd.
Cambridge Drywall Services Ltd.
the CCW group of companies
CMT Engineering Inc.
CMT Plastering Inc.
Commercial Sheet Metal Inc.
Curb Appeal Landscaping & Design Incorporated
C & H Fire Suppression Systems
Devonshire Restoration & Building Services Inc.
Dufferin Concrete
Gander Building Specialties Inc.
George Masonry Ltd.
Grand Valley Tile Company Ltd.
Hanson Hardscape Products
Harold Stecho Electric Ltd.
Helmutz Landscape & Interlock
Knells Door & Hardware
MTE Consultants Inc.
Nedlaw Roofing Limited
Nice Iron Works Inc.
Otis Elevator
Percon Excavating Inc.
Prestressed Systems Incorporated
Robertson Simmons Architects Inc.
Rozell Inc.
Silvercreek Concrete Finishing Ltd.
Sousa Concrete – Div 410751 Ont. Ltd.
Winser Doors Inc.

GVCA Magazine Online_Fall 2011  11-10-26  2:24 PM  Page 29



30 – GVCA Journal – FALL 2011

for 60 years, you’ve
learned a thing or two about good business practices.  You
realize it’s not just building a superior product or providing
excellent customer service that keeps your doors open and
bank account in the black.  It’s how happy you keep your
employees that really makes the difference, says Terry Krae-
mer, vice president of Kraemer Woodcraft.  

That may sound obvious, but as the generations shift
from baby boomer to Generation X to millennials, Kraemer
Woodcraft has had to ensure its people-managing skills
kept pace.  According to Terry, “the challenge is to keep the
young guys here and the solution is to offer them flexibility
and consistency” on the job.  For a millennial this could
mean just needing a week’s notice to book time off, instead
of long term planning and to have a consistent paycheque
instead of feast or famine, which is often the case in custom
woodworking shops.

The company, at only 15 employees, is also unusual in
that it offers a benefit package, a small pension plan and
very competitive wages, says Kraemer, noting that even the
millennials like having the security of steady work and pre-
dictable paycheques.  

Sense of ownership
But what really keeps Kraemer employees committed to

the company over the long term is that fact that each
worker has a real sense of ownership because he or she is
solely responsible for a complete project from start to fin-
ish.  That feeling of accomplishment cannot be attained at
a production shop where guys are doing the same thing,
by rote, over and over every day.  

“In the end, we try to offer people respect.  If you don’t
show your young people respect, it will slow their progress,”
says Kraemer.  

What may be a surprise to some is that Kraemer has dis-
covered that the younger generation “are often more pli-
able, in a good way, than some of the older guys are.” That
eagerness to learn keeps Kraemer excited about today’s
youth.  It’s why his company prefers to hire youth rather
than older, more experienced workers who may be more
set in their ways.

“We like to grow them into their jobs,” admits Kraemer.
“That works best for us.”

WHEN YOU’VE BEEN IN BUSINESS 

Kraemer Woodcraft: 

Nailing down a 
human-resources strategy

MEMBERPROFILE

“In the end, we try to offer people
respect.  If you don’t show 

your young people respect, 
it will slow their progress” 

Photography: Joseph Paul Bergel
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www.tcrconc.ca

Experienced Planning, Design and
Consulting Services

&
architecture
incorporated

Architect

TEL (519) 746-1003
www.architectureinc.ca

BUILDING CONSULTANTS SITE PLANNERS
Tel: (519) 747-2280 www.brianlshantz.com
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ltd

CONESTOGA ROOFING
INDUSTRIAL & COMMERCIAL FLAT ROOFING

Specializing in:
Roof Repair & Maintenance
Roof Replacement Programs

331 Sheldon Dr., Cambridge, ON N1T 1B1
Tel: (519) 623-7411    Fax: (519) 621-0139

TOLL FREE 1-888-518-7663

www.conestogaroofing.com

• BUILT UP ROOFING •
• MODIFIED BITUMENT •
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Award from the Better Business Bureau

of Mid-Western Ontario
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The region’s largest and only full line 
GM dealer with complete sales, fleet, 
service, parts, and body shop services.

445 Hespeler Road, Cambridge, ON  N1R 6J2
1 866 892-8483     www.bennettchevroletcadillac.com

info@grandrivercontracting.com
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marketing, everyone knows us
and it’s lowest bid anyway.  We’ve got a great reputation, and
all our business is from word of mouth.” 

These are the last words spoken by a dying construction
firm.  Then they die.  Like the dinosaurs did.  Sometimes they
suffer a long, slow death; other times, they go belly up
quickly.  Either way, those companies that don’t believe in
the power and the value of marketing face the same threat
as the once-mighty T-Rex: extinction.  

The Internet has changed marketing fundamentally.  It
gives all of your competitors the ability to reach your cus-
tomers—current and new.  Given that challenge, it’s now up
to you to show customers just how strong your team is com-
pared to the competition.  You need to give them a unique
reason to do business with you—a value proposition, in
other words—that’s not simply lowest price.  Show them that
starting a business relationship with your company is a
smart move on their behalf as well as yours.  Marketing, after
all, is a systemic method of creating a relationship with cus-
tomers through thoughtful communications.  

Business-building material
“I don’t have any money for marketing,” says the gravely

ill construction firm.
Think of marketing as an essential building material.  Be-

cause it is.  It builds your business.  But like every successful
construction project, marketing must be composed of the
right materials and it has to follow the project specs.  Just as
masons can’t show up at a job site without bricks, mortar,
trowels and labourers, you can’t begin marketing without
some basic “essentials.” 

To make the marketing budget easier to understand, there
are three stages of marketing in the construction world.
Every GVCA member company should have at least basic
tools, and strive to augment its skill set.

The basics: make your first impressions count
As humans, we judge all future experiences with a com-

pany based on the first one.  That, along with the fact it takes
seven positive experiences to overcome a single negative
first impression, means you’d better get an initial interaction
right.  Here’s the way to do it.

Construction
Marketing

From the Basics to Game Changers

“MY COMPANY DOESN’T NEED 

RESOURCES

GVCA Magazine Online_Fall 2011  11-10-26  2:24 PM  Page 32



GVCA Journal – FALL 2011 – 33

Build a professional 
business-identity kit

A business-identity kit has professionally designed logos,
business cards and stationery.  A consistent look and feel in
your business communications is important to establishing
your brand.  Money spent here is an investment that lasts for
decades.  

Create a website
A website is a basic marketing tool.  Once thought to be

on the leading edge, it should now be a foundation of your
business marketing.  Think of your website as your 24/7 sales
rep that says exactly what you want it to say to your cus-
tomers.

Websites are now very affordable to create.  Use off-the-
shelf web templates such as Wordpress to create a site that
fits your company’s look and feel.  Post details about projects,
services, specializations and customer testimonials to the site.
And use lots of photos.

Writing your own content is possible, but not recom-
mended.  Search-engine friendly content has a certain format
and style.  A web design firm can recommend a good copy-
writer that will organize and write your content.  

Refine your elevator pitch
This is your 20-second summation of what your construc-

tion business does, how it does it better and for whom.  For
networking situations, this summation is as valuable as a re-
sume is to a recruiter.  

Level two: reinforce your brand
Level two marketing is where you build your organiza-

tion’s brand and create tools that enable you to reach an in-
creasingly information-overloaded audience.  Make your
business stand out by using precise messaging and com-
pelling images.

Create sophisticated marketing collateral
Such as RFP templates, ad templates, a business profile,

case studies and public relations/email campaigns.
Professionally executed business profiles, case studies and

RFP templates sets you apart from many competitors.  While
the guts of an RFP are customized for each project, there are
many common sections that get repurposed: project photos
and descriptions, business and individual profiles, key serv-
ices and testimonials.  Use these sections to present your
value proposition.

Use case studies to dissect a particularly challenging proj-
ect and show how you solved the problem through special-
ized skills or capabilities.  When you show a client how you
solved a problem that they can relate to, they begin to think
“they can do that for me, too.” Moreover, a carefully vetted, per-
mission-based email list enables you to send these types of
“wins” to clients (both present and potential).

Level three: embrace social media
Those construction companies with a desire to stay ahead

in modern marketing will begin to build a comprehensive
strategy that includes social media sites such as Facebook,
Twitter, LinkedIn and YouTube.

No other media have the quite the same immediacy, im-
pact and reach as these tools.  To use them to your advantage,
however, you must develop a social-media strategy.  Spend an
hour a day building your profile on these sites, and an under-
standing that they are two-way communication platforms.
Use them to build relationships and reach out to those who
may already be your clients, or could be shortly.

The power of social media is that your audience can mar-
ket your business for you through their online activities and
conversations.  

Marketing matters
Don’t make marketing an afterthought.  Make it a priority.

You’ll be surprised to see how much benefit you’ll realize
from a well constructed and well executed marketing cam-
paign.  Even in a business like construction where cost is king.

Angela Pause is the owner of W4R Marketing (w4r.ca) and a GVCA member. 
She specializes in helping construction companies improve their marketing.
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Employers now must manage four generations of workers
that seemingly come from four different worlds.
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a four-headed monster

NEWS
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a workforce was easy.  And that
statement is perhaps no truer today.  If your workplace is typi-
cal of that of the average Canadian company, your employees
fall into four distinct age brackets: some aged 64 and above,
many aged 45 to 63, a good number aged 30 to 44 and a hand-
ful aged 29 or younger.  For the first time in history, Canada’s
workforce comprises employees from four different and 
very distinct generations.  And the divide among the four
groups—their motivators, their expectations, their values 
and beliefs—couldn’t be any more different.

What does that mean for you as an employer? If you’re not
nimble and don’t push the right buttons to keep each group
engaged, it could mean real human-resources headaches.  On
the other hand, if you’re proactive, you could easily make your
company an employer of choice for seasoned professionals
as well as enthusiastic up and comers.

Here’s a look at the characteristics of each of today’s work-
force generations.

Born between 1925 and 1945, the mature generation is on
the wane in the workforce.  They draw their strong work ethic
and authoritarian style of leadership from the formative events

of their generation: the Great Depression and
the Second World War.  As a result, they’re

concerned with hierarchy and the
need for fellow employees to prove

their worth before moving up the
corporate ladder.  Disciplined
and pragmatic, however, the

mature generation is loyal.  They tend to think in terms of long-
term employment, preferring to move up within a company
than to switch jobs.

The interesting thing about the mature generation is that
some are returning to work, post-retirement.  A strong work
ethic, combined with acute jobs shortages across many indus-
tries and failing returns on stock-market investments, has
many older Canadians re-considering their roles in the work-
force.  Some are coming back to consulting and service-sector
work to fill their days.

Has there ever been a more talked-about generation in the
history of demographics than the baby boomers? Born in the
immediate post-war years through the early to middle part of
the 1960s, the baby boomers currently occupy about one in
three or one in four workers in every company.  They are the
products of prosperity, boundless enthusiasm and stiff com-
petition.

Because the boomers entered the workforce at much the
same time, they learned to compete or die in the workforce.
Today, they’re still highly motivated toward success.  They value
work over family and view work as a means to personal ful-
fillment.  The boomer understands that employees who don’t
produce in highly competitive work environments are easily
replaced—initially by someone of their own generation, but
today likely by someone younger than them.  

In return for his or her hard work and unfailing service, the
boomer expects reward and loyalty from his or her employer.
Title and advancement are seen as the best rewards for jobs
done well.

The Matures

The Baby Boomers
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NOBODY EVER SAID MANAGING 
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But the boomer’s loyalty to his or her workplace has not
come without cost.  The boomers were the first generation to
experience high rates of divorce, single-parent families and
low birth rates.  Such trends informed the attitudes of their
children’s generation.

While the boomers grew up and worked in an age of pros-
perity and optimism, their children experience far greater so-
cial and economic upheaval.  Born between 1965 and 1979,
generation X experienced far more fragmented family envi-
ronments than any prior generation.  They grew up amid fears
of nuclear war, the spectre of AIDS, economic recessions and
unemployment.  All of these social, economic and political
conditions contributed to make the children of generation X
distrustful, cynical and independent.

In the workplace, a generation Xer is often well educated
and, due to chronic underemployment, has worked for a va-
riety of companies in a variety of roles.  As such, she seeks
change and challenge.  And if she doesn’t find it at one com-
pany, she’ll happily go elsewhere.

What’s more, the gen Xer has seen the problems wrought
by poor work-life balance.  As a result, he’s not interested in
sacrificing himself for his job for long hours.  Although he
likely started a family later in life than his parents did, he’s
keen to set aside as much time as possible for his spouse and

children.  Work-life balance is king for the gen Xer, partly to
re-build the family environment he may have lost as a child,
and party because, for him, a job is simply a means to an end.

By far the workplace’s youngest generation, the millennials
are a source of no small amount of hand wringing for the
older generations.  Born between 1980 and the mid-1990s,
here is a generation that grew up with highly involved parents
who told them they could be anything they wanted and ac-
complish anything they saw fit.  Their acceptance of technol-
ogy is total.  Unlike any previous generation, the millennials
have always been surrounded by computers and other mod-
ern communication devices.  As such, they’re not shy about
multi-tasking.

One of the most interesting characteristics of the millen-
nials is the extent to which they are motivated by reward.  Mil-
lennials aren’t interested in advancing through a company in
the ways in which the matures or the boomers have.  They ex-
pect rewards for tasks well done and goals met.  (This is, after
all, the first generation to grow up under the influence of
video games, which are known for rewarding players with
new skills, items and abilities for levels completed.)

Two things frustrate the older generation about the millen-
nials: one is the younger generation’s need for close supervi-
sion.  Millennials like continual feedback from their
supervisors, something that irks the older, more independent
generations to no end.  The second source of frustration for
the older generations is the millennials’ continued insistence
on questioning established practices.  A millennial will always
ask “why” in an effort—as technology has—to improve upon
the old way of doing things.

Four completely different people
Although the people in today’s workplace generations dif-

fer considerably from one another in attitudes, beliefs and
motivators, a strong workplace benefits from the contribu-
tions of each.  As such, managers are faced with the challenge
of keeping each generation comfortable.  But once you un-
derstand how each group ticks, it’s a bit easier to keep them
engaged.

Generation X

The Millennials
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to leave.  Maybe not a good
fishing hole or a party with old friends, but he certainly knew
when to leave the roofing business.  For Dave, that time was
when he no longer woke up every morning passionate about
his company, Conestoga Roofing.  After 40 years in the busi-
ness, his abiding love for commercial roofing was gone.  He
sold his business in January 2010 and began the next phase
of his life plan: giving back to the community, friends and
family.

We caught up with Dave recently to talk to him about
what he has learned during his time in the commercial roof-
ing business and what,  advice he has for the next genera-
tion.

Journal: You’re only 57 years old.  What made you retire?
Dave: I always knew I wanted out at 60.  My dad died at 56,
still signing company paycheques from his deathbed.  You
have to control your own destiny.  You have to go out when
you’re at your best.  

Journal: Was that it? You were at the top, so you cashed out?
Dave: Nah, that wasn’t the whole reason, but it is about con-
trolling your destiny.  I also find it harder to relate today’s gen-
eration of doing business.  I felt I wasn’t adapting to the 21st
century workforce.  In the old days, you had a day to make a
critical decision.  Today you get about 15 minutes.

Journal: What do you want to do now?
Dave: What every guy at my stage in life should be doing:
giving back to the community.  You can only spend so much
money on yourself.  Do something for others.  I support the
Conestoga roofing school, I support charities, and I sit on sev-
eral boards to share my hard-earned experience and knowl-
edge.  

Journal: What would you tell a young man or woman just
entering the construction industry?
Dave: My advice is to learn all you can from the old guys,
and take it with a grain of salt.  This older generation is walk-
ing encyclopedia of your trade.  There is nothing new, just a
new twist.

Journal: If you were to plot out a person’s career path in con-
struction, what would it look like? 
Dave: From ages 25 to 35, you should be perfecting your
craft.  Learn as much as you can.  Become invaluable to the
company.  Start figuring out your personality: are you a
leader? If so, ask for leadership roles.  While you might think
you have paid your dues, you haven’t yet.  There are still baby
boomers hanging on to the jobs you want, but they will be
gone soon, and so will their knowledge.  Learn, learn, and
learn through watching and talking to the older guys and by
taking courses at GVCA.

Control your 
own destiny
—and other words 

of wisdom

Q&A

DAVE WALDEN KNOWS WHEN 
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info@tvanex.ca

MOULD & ASBESTOS REMOVAL
OIL SPILL REMEDIATION

TEMPERATURE/MOISTURE CONTROL
RADON MITIGATION
EQUIPMENT RENTAL

519-826-0000   
www.winmarguelph.ca

CONSTRUCTION
ENVIRONMENTAL

RESTORATION

Journal: Then what? Many of today’s
millennial generation are not fans of
paying their dues in the traditional
way.  They prefer to work in a more
collaborative structure.  What’s the in-
centive for paying their dues?
Dave: There is so much opportunity
as the baby boomers retire over the
next 10 years.  If you’re smart enough
and work hard enough, you can be
the person who takes over.  You have
to earn that role, though.  Through
old-fashioned hard work and by being trustworthy.  

Journal: Okay, so you’ve put 10 years into the trade, and
you’re 35 years old.  What is the next stage in the construc-
tion business?
Dave:You need to be in leadership positions and show peo-
ple you are the master at what you do.  Make sure you’re the
right person or company to do the job.  And then do it right.
If you’re a tradesperson, be the best at it.  Keep learning.
Keep getting better.  You’re establishing your trade expertise.  

If you want to be a business owner, you have to learn to
nurture the people around you, and help them grow.  Take
responsibility for your actions and your results.  The busi-
ness is more complex than just knowing your trade.  You
need to have someone who knows the business end and
you need to know the trade end.  It’s almost impossible to
know both and be successful.  It’s too complicated these
days.  So from 35 to 50-years-old, you’re building your busi-
ness.  As a tradesperson you are at the top of your game, if
you’ve been paying attention and learning all along.  

Journal: Then what? What happens at
ages 50 to 60 in this industry? 
Dave: You’ve got one foot on the banana
peel.  As a business owner, you should be
succession planning.  Adding value to
your business by having good people and
good business practices.  Mentoring, bring-
ing others along.  It’s not all about you at
this stage.  Tradespeople can think about
teaching others and sharing their knowl-
edge.  By now you’re great at delegating.

Journal: And after that? What’s a man around your age sup-
posed to be doing?
Dave:You should be on the sidelines offering support and
expertise, not part of the daily decision-making grind.  It’s a
young person’s game.  Get out before you run out of energy.
Age slows you down.  You still can contribute but from a
mentoring or a support point of view.  Let the next genera-
tion have a crack at success.  At that stage, step away from
your business, if you can, and help your family, or your
church or your community.

Journal: Any more words of wisdom?
Dave: Remember that from every failure that there is an op-
portunity.  You just have to find it.  The one drawback of this
industry is that it consumes workaholics.  Someone can al-
ways work 24/7 at this because there’s always a job to be
done.  If you have a problem at home you can always go
back to work and finish a project, but that decision will al-
ways come back to bite you in ass.  Pay attention to your
family.  Control your own destiny or someone will control it
for you.  

GVCA Magazine Online_Fall 2011  11-10-26  2:24 PM  Page 39



a team to build a great build-
ing, but all too often, the praises of heroes go un-
sung.  This year, don’t let that happen.  Start
compiling your team’s entry into the 2012 GVCA
Building Excellence Awards.

Held every two years, the Building Excellence
Awards recognize outstanding construction proj-
ects built by GVCA members—subtrades, general
contractors and designers alike.  The event is your
opportunity to show your fellow association mem-
bers the excellent work completed by your firm and
its project team.

The theme of the 2012 Building Excellence
Awards is “Sing Your Praises”.  As such, the event
branding has been designed around good, old-fash-
ioned rock ‘n roll music.

Although the awards will take place on April 20,
2012, it’s never too early to start thinking about sub-
missions.  The GVCA has created 26 categories for
project excellence, as well as awards of distinction
for restorations/conversions and environmental
achievement.

To be eligible for the award, construction must
have started on a project after January 1, 2009 and
be substantially complete by December 31, 2011.  Of
course, entries must be submitted by GVCA mem-
bers, and the association’s judging panel will evalu-
ate each entry on criteria such as customer/trades
satisfaction, quality of work/complexity, GVCA loy-
alty and qualification, project management and ex-
ecution, and safety.

The deadline for submissions is February 3, 2012.
Look for more information about the 2012 Building
Excellence Awards on the GVCA website.
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Get ready for the 
2012 Building 
Excellence Awards

WE ALL KNOW IT TAKES 
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Building Excellence 2012: be a sponsor

Awards are a biennial celebration of
the best the local industry has to
offer.  The occasion is also the pre-
mier event on the GVCA’s calendar.

To help offset the cost of staging
such a grand event, the GVCA has
created a number of sponsorship op-
portunities.  In exchange for their
cash contributions, sponsors benefit
from recognition in all GVCA
newsletters, event-emails, and in
Plans on Display.  They will also re-
ceive tickets to the event, special re-
served seating, signage at the event,
and formal recognition during the
awards ceremony.  After the Building
Excellence gala, the association will
continue to recognize sponsors for
their contributions through media
such as the GVCA Journal, and via
special plaques.

In keeping with the “Sing Your
Praises” theme of the 2012 awards,
sponsorship levels have been named
after famous musicians.  For $5,000,
your firm can become a John Lee
Hooker sponsor; for $3,500, you be-
come a BB King Sponsor; and $2,500
buys a Muddy Waters sponsorship.

“When your company sponsor the
Building Excellence Awards, it de-
clares its commitment to honour the
best of the best in the GVCA con-
struction industry,” says GVCA presi-
dent Martha George.  “Without
sponsors, the Building Excellence
Awards could not exist.  Our sponsors
make this event a success every
time.”

The deadline to confirm sponsor-
ship is February 3, 2012.  The GVCA
will issue more information about
sponsorship in the coming months.
Keep an eye on the GVCA newsletter
and website.

THE GVCA’S BUILDING EXCELLENCE 
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GVCA Crystal
Ball report

In some ways, the construction industry is like
an iceberg.  The number of jobs visible on the
market today represents only a small share of the
potential business beneath the water’s surface.

The GVCA Crystal Ball report helps you see be-
neath the surface of the water.  To improve plan-
ning and resource allotment for members, the
GVCA produces the report daily.  In it, you’ll find
data and long-term predictions about planned
construction projects across Grand Valley.  GVCA
staff gather the data and information in the Crys-
tal Ball reports through the same techniques used
by leading research and intelligence firms.  They
then compile all data into a single pre-bid report
that tells members what’s on the horizon, what’s
real and what’s rumour.

In the coming months, GVCA hopes to expand
the scope of and information in the Crystal Ball
report through the information-sharing arrange-
ment it and the other local construction associa-
tions have forged with Reed Construction Data.

The GVCA Crystal Ball report is just another
unique, member-only service that your associa-
tion offers.  Check it out today!

AROUNDGVCA

GVCA Hall of 
Fame award 2012: 
submissions 
welcome

In advance of its February 21 annual general meeting, the
GVCA would like to encourage members to suggest candi-
dates for the association’s annual Hall of Fame award.

Presented each year, the award is a special recognition of
individuals who have made substantial contributions to the
betterment of the construction industry and the community
at large.  The recipient does not always have to be a current
industry practitioner.

Nominations for the Hall of Fame award must list and de-
scribe the individual’s activities in fewer than 300 words.  They
should also include current and historic photos that illustrate
the person’s current and past personal and professional lives.

The deadline for submissions is January 31, 2012.  Look for
more nomination details at www.gvca.org.

1.800.GRAYBAR     info@graybarcanada.com     www.graybarcanada.com
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wiegandsales@bellnet.ca

WinC: backpack
for success makes
a difference to
kitchener kids

The members of the GVCA
Women in Construction group like
to make a difference.  

For the last couple of years, the
group has purchased school back-
packs jam packed with essential
school supplies for kids and youth
who cannot afford to buy their own.
The backpacks are given to the Mill-
Courtland Community Outreach
worker in Kitchener, who distributes
them to families in need.

Starting a new school, or a new
grade, with all-new, awesome school
supplies makes a huge difference,
says Kristen Anderson, the commu-
nity outreach worker.

In 2011, the WinC members col-
lected more than 20 backpacks.  

info@nelcomech.com www.nelcomech.com

GVCA Magazine Online_Fall 2011  11-10-26  2:24 PM  Page 43



44 – GVCA Journal – FALL 2011

AROUNDGVCA

GVCA education calendar, 
fall/winter 2011
October 19
Occupational Health and Safety Act Training

October 25
CCA Trade Contractors Guide and 
Checklist Seminar

October 26
Time Management Workshop

October 27
Fall Arrest Training

November 9
Business Management Seminar: 
Get control of your business

November 16–17
Basics of Supervising

December 12
Case Management Seminar

December 13
General Contractor Firms’ Responsibilities 
for Health and Safety

GVCA social calendar
2011–2012

November 8, 2011
WinC gourmet dinner and wine paring
This is a dazzler of an evening with quick tips on holiday
entertaining, decorating, and glam for the girl in black.
Conestoga College Culinary Arts School, Waterloo.

November 18, 2011
Annual Pace Event
Education forum for our consultant, procurement, 
and facilities management members

December 8, 2011
Safety Group Ceremony
With rebate cheque presentation to participating firms
Holiday Inn, Fairway Road, Kitchener

December 8, 2011
GVCA Annual Christmas Lunch
For tickets, visit www.gvca.org
Holiday Inn, Fairway Road, Kitchener

January 20 and 21, 2012
First annual GVCA Hockey Tournament
To register your team, visit www.gvca.org

February 3, 2012
Deadline for submissions to the 
Building Excellence Awards

February 21, 2012
GVCA AGM
Hall of Fame inductee, and recognition of our member firms
that have been in business for 25 or more years.

February 22, 2012
Ski day at Olser Bluffs
Register now at www.gvca.org

April 20, 2012
Building Excellence Awards Gala
Bingeman Park, Kitchener
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Helping business owners sleep soundly
since 1873.

The Staebler Construction Practice Group provides peace of mind to
contractors. We specialize in bonding, builders’ risk and wrap ups,
project specific insurance policies, contractors’ pollution, as well as
property, liability, and automobile insurance.

Since 1873, Staebler has been helping contractors protect their 
assets from loss. We’re one of the largest brokerages in Ontario and
with our professional advice, you can rest assured we’ve got you
covered. We have worked with many of your fellow GVCA Members
and have the experience that you can benefit from.

Call us today to learn how we can give e you added peace of mind.

• Bonding

• Builders’ Risk

• Wrap-Ups

• Project Specific Insurance

• Contractors’ Pollution

• Property

• Liability

• Automobile

1.800.321.9187        info@staebler.com

STAEBLER.COM

Brantco Asphalt and Materials has quickly become one of the leading suppliers 
of quality hot and warm mix asphalt products in the Kitchener-Waterloo area.

With over 33 years of asphalt experience we can supply any size job.
We are confident that you will be impressed with the Brantco Asphalt experience

brantcoasphalt.ca
BRANTCO ASPHALT AND MATERIALS LTD.

35 Corydon Pl., Cambridge, Ontario N1R 7L5
Phone: 519-622-2800  Fax: 519-622-2443
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Sustainability

Building Canada’s Future Since 1923

Driving Innovation, Building Diversity

LEEDing a Vision

Pioneers in 
Sustainability

Upper Canada College Twin Pad Arena Complex, Toronto, ON
LEED Gold Certified

Stephen Hawking Centre at Perimeter Institute, Waterloo, ON
Perimeter Institute is the first Gold Seal certified project in Ontario

Tecumseh Twin Pad Arena, Tecumseh, ON
Essex Energy Corporation – Installation of one of 
the largest rooftop solar energy systems in Canada

5  Shirley Ave., Kitchener    519.742.5851
admin@ballcon.com    www.ballcon.com

If your firm hasn’t already
booked an advertisement

with GVCA Journal
what are you waiting for?

Industry news 
at your fingertips

As the region’s only full-colour,
construction news magazine,

each issue of the 
GVCA Journal brings you the 

industry news you need to
know, coupled with insightful 
commentary from some of the

best known names in 
the business.

BOOK TODAY!
Reserve your space
today for as little as
$300 per issue.

Tel: 519-622-4822 ext. 27

or download our media kit
here for more information

The Official Publication of the 
Grand Valley Construction Association

Employee Health Benefits
Employee Retirement Plans

Employee Training
Political Advocacy & Strategic Counsel

www.meritontario.com
416-483-3856           1-888-303-9878

refinedpainting@live.ca
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salescanada@reedbusiness.com
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www.tricountyfilms.com
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