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rocurement is changing—and with it, contractors must also
change. Let me explain what I mean by that. Twenty or thirty
years ago, the market for construction services was largely
dominated by design-bid-build projects. We checked plans,

we calculated prices, we submitted bids and the lowest among us usu-
ally carried the job. Yes, design-build projects occasionally came up, as
did some early forms of construction and project management. But
largely, we all played by the rules of design-bid-build.

Fast forward to today, and the market
for our services is, I’d say, far more so-
phisticated. Of course, design-bid-build
still dominates (will it ever go away?),
but procurement methods are 
changing. They’re becoming more 
demanding, more sophisticated and in-
creasingly innovative. And I daresay
changes on all those fronts are due to
owners trying to squeeze as much value
out of their dollars as possible. Think
back to the late 1990s when the public-
private-partnership first appeared in
Ontario. Large and small contractors
were scrambling to understand what
effects this change would have on the

public procurement landscape. 
Today, the P3 is the method preferred
by the province’s infrastructure 
procurement agency.

Bundling, too has come to the fore-
front of the industry. And why not?
Surely it makes sense that owners wish-
ing to build a series of similar projects
across a relatively small geographic
footprint award those projects in a sin-
gle package to ensure their construc-
tion teams are properly assembled and
intimately familiar with the fine details
of assembling those buildings. The list
of changes goes on: joint ventures, inte-
grated project delivery and lean con-
struction all promise their own
particular benefits over other methods.
Too, the Canadian market is becoming
increasingly attractive to foreign con-
glomerates. For years, Canada has
shown itself to be well positioned to
weather global economic storms, while
offering a stable, predictable and rela-
tively easy environment in which to
build and do business. (It doesn’t hurt
that we also boast a wealth of natural
resources that countries everywhere are
falling over themselves to obtain.)

What does all this mean for you and
me? It means that the old days of earn-
ing a good living off passively receiving
plans and pricing jobs has passed us by.
It’s true that design-bid-build isn’t
going anywhere any time soon, but

more and more construction buyers are
moving away from that model to ones
that consider more than just price.
Such new procurement arrangements
require new thinking, and new ways of
rising to challenges. If your company
isn’t already, it should be thinking of
ways to break into the construction
management, joint venture or even 
P3 markets. The time has come.

By the way, on a final note, I for one
think it’s good that our industry is steer-
ing away from staid traditional procure-
ment methods. We are flooded with a
wealth of talent and ideas. Let’s stretch
those minds by asking more of them
and demanding that they respond in
new ways to the changing face of pro-
curement. 

The changing face of procurement

MESSAGE FROM THE CHAIR

P

Gary Hauck

www.winmarguelph.ca

For years, Canada has shown
itself to be well positioned to
weather global economic
storms, while offering a stable,
predictable and relatively easy
environment in which to build
and do business.
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Like Gary, I think that’s a good thing.
Our industry is blooming with great tal-
ent that is sometimes underserved by
the limitations of traditional contract-
ing methods. Being pushed to try new
things is the only way we grow our abil-
ities and strengthen our skills.

Happily, the other piece of good news
is that the GVCA is here to help. Our
education program is loaded with
courses that instruct business owners
and key employees on fundamental
ideas such as blueprint reading and
complex ideas such as advanced appli-
cations of building information model-
ing. Our programs are taught by
experts who understand these core is-
sues and can steer you on the path to

understanding highly complex issues.
What’s more, they’re set up to be di-
gestible. We understand that you likely
don’t have a free day or two in your cal-
endar to spend at our offices, so we
break the longer, more complicated
seminars into smaller chunks. That
way, you can dive deep in class, get
back to the job site and come back to
the seminar a few days later after you’ve
had a chance to think about the class
material.

One of the seminars I’d urge you to
consider is our Introduction to Lean
Construction. The idea of lean was
born in manufacturing and it has
helped improve outcomes in the auto-
motive industry in particular. Lean is

now working its way into construction
with surprising results. Our 2.5 hour
seminar on November 25 will intro-
duce you to lean and give you some
ideas about how to begin implement-
ing lean practices in your business.

Opportunities for growth and develop-
ment are everywhere. As our procure-
ment landscape changes, we must
adapt. The GVCA is here to help
members of all shapes, sizes and disci-
plines respond to new challenges and
be as successful as possible in all 
aspects of their businesses. 

MESSAGE FROM THE PRESIDENT

Martha George, GSC

f you’ve read Gary’s article, you’ll understand the extent to
which construction procurement is changing. Gone are the
days when design-bid-build ruled the roost. Contractors are
being called upon to think up new ways to respond to new

challenges from clients. Before you dismiss this as a trend that’s 
affecting only the largest contractors in town, let me tell you that the
market is changing for all of us. Now, more than ever, medium-sized
and even small contractors are being called on to wrap their heads
around new procurement methods such as P3s, bundling and 
construction management.

I
New ideas, new opportunities

http://www.battlefieldequipment.ca
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What happens when a contractor
makes a mistake in a competitive bid-
ding process? Can a contractor with-
draw a mistaken bid? Can an owner
accept a mistaken bid?  

As a general rule, a contractor cannot
withdraw a mistaken bid and an owner
cannot accept a mistaken bid where
the effect of the mistake is to make it
unclear what price the contractor in-
tended to bid.    

A mistake of math

In legal terms, The Queen (Ont.) v.
Ron Engineering is the leading case
serving as a guide for other decisions.
In Ron Engineering, the contractor
was prohibited from withdrawing a
mistaken bid.  

This is how the dispute arose: the
Crown called for tenders for construc-
tion of a sewage treatment plant. The
contractor, Ron Engineering, submit-
ted a bid. The contractor made an
error in addition, and the bid was too
low. Except for the low price, there
was no indication of the error. An em-
ployee of the contractor was present
when the bids were opened. She im-
mediately suspected that there was a
mistake because the bid was much
lower than the next lowest bid. The
contractor sent a letter to the Crown
that day advising it of the error and
asking to withdraw its bid.

The Crown accepted the contractor's
bid anyway.   The Supreme Court of
Canada ruled that the contractor
could not withdraw the bid, and the

Crown was at liberty to accept the bid
in spite of the error.

A different point of view

But the decision in Ron Engineering
doesn’t always apply. In Ottawa (City)
Non-Profit Housing Corp. v. Canvar
Construction (1991) Inc., the contrac-
tor was permitted to withdraw a 
mistaken bid.  

Here’s what transpired: Vying for a
City of Ottawa project, Canvar Con-
struction made an error in its bid. The
tender price and the five percent bid
bond did not match. It was unclear
whether the intended bid price was
the tender price as shown, or what the
price would have been based on the
five percent bid bond. The owner 
purported to accept the lower price.
The contractor refused to perform 
the work at that price. 

The Ontario Court of Appeal ruled
that the contractor was allowed to
withdraw its bid.  The Court distin-
guished Canvar’s situation from 
the Ron Engineering case because 

hat happens when a contractor makes a 
mistake in a competitive bidding process?
Can a contractor withdraw a mistaken bid?
Can an owner accept a mistaken bid?  

LEGAL ISSUES

W

How to handle 
bid errors
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Canvar’s error made it unclear on the
face of the bid what price the contrac-
tor intended to bid.  

Right information, wrong place

In Maystar General Contractors Inc. v.
The Corporation of the Town of New-
market, the same principle applied, al-
though in different circumstances. In
Maystar, a losing bidder objected
when the owner accepted another bid
with an allegedly unclear bid price.     

What happened: Newmarket held a
bid process for construction of a new
recreational facility. Maystar General
Contractors submitted a bid of
$35,524,000 including taxes. The
Bondfield Construction Company sub-
mitted a bid of $35,874,960 including
taxes.  

On its face, the Maystar bid was lower
than the Bondfield bid. However, an-
other line on the Bondfield bid showed

that its bid was $33,000,528 inclusive
of taxes.

Bondfield said the lower amount was
the correct one and pressed the Town
to accept the Bondfield bid. The town
permitted Bondfield to “correct” its bid
and then accepted that bid.

Maystar sued Newmarket. 

The Court of Appeal agreed with
Maystar. The town was only permitted
to accept compliant bids. An uncertain
bid is a non-compliant bid. The Bond-
field bid was non-compliant because it
was impossible to know what price the
company intended to bid. The town
was prohibited from accepting the
Bondfield bid.  

The Ron Engineering, Canvar, and
Maystar cases all illustrate the general
rule that a bid is non-compliant when
a mistake makes it unclear what price

the contractor intended to bid.  A con-
tractor can withdraw a non-compliant
bid, and an owner is prohibited from
accepting a non-compliant bid.  

The take-away is this: If you are going
to make a mistake in a bid, make it a
doozy. 

This article was written by Edward
Dreyer and Christopher Clemmer,
lawyers in the Construction Litigation
Group at Madorin, Snyder LLP. 
Contact them at edreyer@kw-law.com
and cclemmer@kw-law.com. 

The information contained in this arti-
cle is provided for general information
purposes only and does not constitute
legal or other professional advice. Read-
ing this article does not create a lawyer-
client relationship. Readers are advised
to seek specific legal advice in relation
to any decision or course of action 
contemplated. 

LEGAL ISSUES

Building Canada’s Future Since 1923

5 Shirley Ave.
Kitchener, ON  N2B 2E6
519-742-5851

www.ballcon.com

GAME ON!

Meridian Centre, St. Catharines

Ball Construction; proud design-builder of 
many of Ontario’s premier arenas 
and community centres.

Sleeman Centre, GuelphUpper Canada College, TorontoWayne Gretzky Centre, BrantfordKitchener Auditorium
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Networking and marketing that would
have taken weeks or months you can
now do within seconds through Twit-
ter, Facebook, Pinterest, Tumblr and
Instagram, quickly catapulting your
company’s brand into social relevance.

Social media has better analytics than
any other communication platform out
there. You can use it to understand
how a targeted demographic responds
to your content immediately. Watch
how people share, like and spread your
content in real time. No one liked your
content? Accurately understand the
reasons why and adjust your approach
with future content. Your content went
viral? Keep a record of how and why.
Use that as a reference every time you
engage.

Social media is a place to talk, to listen,
to show your thinking in response to
real conversations and real events. It’s
not a soapbox. Not a PR wire. It’s a
worldwide sharing of knowledge and
ideas. A place where brands are built

and respect is earned. Hundreds or
thousands of people could be speaking
about your company right now. A cur-
rent, authentic, public conversation is
happening and if you’re not in it, it’ll
never be about you.

So how do you do it?

It depends entirely on you. How much
time do you have to devote to this?
How big is your organization? Be clear
and consistent; just make sure every-
thing you post shares the following
qualities.

It’s native

Content is king. But context is para-
mount. You have to create perfect and
distinct native content for every one of
the multiple platforms you now have to
use to cross-pollinate your brand and
message. You would never run your
static, outdoor billboard as a 30-second
TV spot, so why would you Tweet
something that should be pinned on
Pinterest or liked on Facebook?

It doesn’t interrupt

People visit social platforms for differ-
ent reasons. Maybe they use Instagram
to escape, Twitter to learn, and Pinter-
est to curate their interests. Your mes-
sage should not get in the way of those
individual experiences, but add to it.
Do this by creating content native to
each platform so that they will con-
sume and enjoy, then share and pro-
mote. If your target audience is on
Facebook to be entertained during a
30-minute lunch break, you should
aim to develop Facebook posts to enter-
tain them.

It doesn’t make demands

Make content for your audience, not
yourself. Be generous. Be informative.
Be funny. Be inspiring. Above all, be
human. Share wonderful moments and
interesting facts. Recognize brilliance
in others and celebrate your industry in
a palatable and shareable way. Don’t
ask people to read lengthy, boring re-
ports. Don’t link to government web-
sites and ask people to read further
somewhere else. Instead, post human-
interest stories, visually appealing info-
graphics and lots of video content.

MARKETING & PROMOTION

Build your brand with 

n many industries, social media still feels new, 
untested. But two out of three Canadians use it every 
day, so you can bet your clients and prospective 
customers do, too. It’s the absolute best platform to con-

nect, communicate and converse. It has become so prominent 
in recent years that not only would it be imprudent to ignore
such a valuable and wide-reaching resource, in certain circles,
it would imply a lack of credibility.

I
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It’s current

Learn what your audience is talking
about, what matters to them and
comment on it. Get into the conver-
sation. Build that comfort, that rap-
port. Is it weird for a construction
outfit to be talking about Justin
Bieber? It may seem strange, but that
level of engagement using pop cul-
ture is imperative. Don’t limit your-
self to your main area of expertise.
Have intelligent, funny, unorthodox
things to say about all sorts of topics,
regardless of the subject. If you have
opinions and care about the opinions
of your audience, they will listen to
you when it comes time to hear your
message.

It’s micro

Think of your content as micro-con-
tent: small, discrete nuggets of infor-
mation, humour, commentary or
inspiration that you reimagine every
day as you respond to today’s culture,
conversations and current events in
real time and in a platform’s native
language and format. Social media is
constant. It’s not a campaign. (Or if it
is, it’s a 365-day campaign.)

MARKETING & PROMOTION

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 BITUMEN •

• SINGLE-PLY MEMBRANES • 
• METAL SLOPED ROOFING •

Celebrating over 
32 years of quality service.

www.knells.ca

Who’s 
on social
media?

Age Percentage

18-29 83%

30-49 77%

50-64 52%

65+ 32%

Implementation

Implementation is the backbone of so-
cial media. Many companies want their
posts to “go viral,” but it is much more
challenging to remain current, active
and interesting. Many brands generate
one or two big surges of social-media in-
terest that usually die off shortly after the
flash. A social implementation strategy
ensures that your social media presence
isn’t executed as a campaign, but as a
critical, solid element of your organiza-
tion that has as much value and receives
as much attention as any other element
of your brand. 

This article was written by James 
Hanington, Managing Director of
STIFF, the communications
agency. He can be reached at
james@stiff.ca. 
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Every employment relationship is a
contract, whether it is written, verbal
or a combination of both. When an
employee is hired, the employer and
employee make an economic ex-
change, which is in effect a contract
regarding the employment terms and
conditions.

A thorough employment agreement
protects the employer and those acting
on the employer’s behalf. Seek legal
advice and specifically tailor agree-
ments to apply to your business and its
operations.

Look to the legislation

In an unwritten employment contract,
various laws such as employment stan-

dards and human rights legislation
cover the terms and conditions of em-
ployment. All contracts—written or
not—must meet the minimum stan-
dards set out in legislation. And the
contracts must be valid at common
law, which is the body of law that re-
sults from court decisions.

Over and above legislation, any prom-
ises an employer makes to an em-
ployee, such as the promise of a raise,
or incentives documented in an em-
ployee handbook, for instance, may
form part of the contract.

The power of the job offer

When you decide to hire a new em-
ployee, you make a verbal or written

offer of employment. A job-offer letter
serves as the legal basis for the employ-
ment relationship and is a valuable
document during a dispute. A formal-
ized offer letter confirms the details of
the job offer negotiated with the suc-
cessful candidate verbally, by email or
in formal letters, or established
through company policy, practices and
procedures. This offer letter will accu-
rately capture the intentions of the or-
ganization and clearly express them to
the prospective employee.

Any employer can use a written con-
tract for any non-union employee.
Unionized employees are covered by
the terms of a collective agreement ne-
gotiated between the union and the
employer. Negotiated collective agree-
ments, of course, are contracts be-
tween an employer and groups of
employees (bargaining units), and are
governed by the Labour Relations
Act of a province or territory.

oes your company require new employees to sign 
employment contracts with termination clauses? 
According to a survey of 271 respondents, 51 per-
cent do, 35 percent do not and 14 percent have 

employment contracts for certain employees.
D

HR MANAGEMENT

with employment contracts
and termination clauses

Protect your business 
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When to use written or 

unwritten contracts

In situations where the terms and con-
ditions of employment vary little from
legislated minimum employment stan-
dards, a written employment contract
is usually unnecessary. A job-offer 
letter under those circumstances is
sometimes a sufficient form of 
agreement. 

Written employment contracts are a
good idea, and in many cases, a neces-
sity for employees whose terms and
conditions of employment differ signif-
icantly from legislated minimums,
such as an employee who is offered a
senior or management position, or
who will have access to confidential
and/or proprietary information, which,
if disclosed, could have a detrimental
effect on the employer.

Five areas covered by contracts

Written employment contracts and
job offers are frequently used to do 
specific things. They:
1. ensure there are no misunderstand-

ings between the employer and 
employee about the terms and 
conditions of the employment 
relationship.

2. set a specific term of employment.
3. specify and detail the terms of 

separation.
4. protect an employer's confidential

and proprietary information and/or
establish non-competition or non-
solicitation restrictions on the em-
ployee in the event of termination.

5. detail pay structures including
salaries, commissions, bonuses,
profit sharing, and stock options.

The employer and employee must
agree to the contract. If an employee
signs a contract under coercion or
duress, the employee could success-
fully challenge it in court. A best prac-
tice: give the employee time to get
legal advice before he or she signs the
contract or job-offer letter, and in the
contract itself, reference the fact that
the worker consulted legal counsel.

Termination clauses

One of the most important clauses in
an employment contract is the one
dealing with termination of employ-
ment. A contract without a termina-
tion clause would be subject to
common law reasonable notice of 
termination if successfully challenged
in court. 

By clearly setting out termination 
provisions, the contract helps the 
employee understand behaviour ex-
pectations, the process of termination
and the method for calculating notice
and severance when that applies. 
Termination provisions also afford the
employer certainty should termination
be necessary.

It is advisable to include termination
language for both “just cause” and
other situations. The contract should
define just cause broadly or refer to
common law. Even with a contract,
employers carry the burden of proving
they had just cause to terminate the
employee if challenged in court. 

This article was written by Yosie Saint-
Cyr LLB, Managing Editor, HRin-
fodesk, an online publication and
database of payroll and employment
law news, compliance and case com-
mentaries for every jurisdiction in
Canada published by First Reference. 
This article should not be relied upon 
as legal advice or opinions. The reader
should always obtain legal advice from a
qualified lawyer or other qualified pro-
fessional, which will be responsive to the
case or circumstance of the individual.

HR MANAGEMENT

www.tcrconc.ca

info@nelcomech.com www.nelcomech.com
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TECHNOLOGY & INNOVATION

The drive toward e-procurement has
been underway for years. It began with
buyers allowing bidders to access docu-
mentation on websites. But contractors
still had to fill out and submit bids by
hand.

A boon to small businesses

True e-procurement such as the Best-
Bidz system (see “The long road…” for
details) is especially beneficial for small
and mid-sized contractors looking to ex-
pand their geographic reach. A com-
pany headquartered in, say, Elmira can
bid on jobs in Mississauga, Oshawa,
Kingston, or anywhere, via the web.
“The more opportunities they have to
bid, the more jobs they have a chance
at winning,” Bauld points out. He adds
that e-procurement also enables spe-
cialty shops to expand the marketplace
for their particular capabilities. 

Bauld sees electronic documentation
systems helping contractors ensure
their submissions are complete. In the
future, the technology will alert bidders
if any information in their submissions
is missing. Sometimes, information 
left out of a bid results in the buyer 
excluding the submitter’s offer. 
E-procurement could help reduce 
disqualifications.

uring his years as a buyer for the City of Hamilton,
Stephen Bauld heard all sorts of reasons why 
bidders missed deadlines. Flat tire. Traffic was 
terrible. But the head of Purchasing Consultants

International Inc. knows technology will put a stop to such
complaints. “All those excuses evaporate when submissions
require little more than a click of a mouse,” he says.

D

E-procurement 
promises better bidder experience
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Trust issues hold 

e-procurement back

Trust is a major stumbling block for 
e-procurement, says Bauld. Many con-
struction company owners and man-
agers question the security of electronic
information exchange. What happens
to bids if the purchaser’s location expe-
riences a power failure and computer
systems shut down? Will the bids make
their way to the recipient’s email
inbox? What’s to stop someone from
intercepting and tampering with the
bids, or from passing bid information
on to a competitor? 

“I don’t think I’ve talked to a contrac-
tor who has lost a bid and didn’t think
there was some skullduggery in-
volved,” Bauld says.

It will take time for contractors to trust
e-procurement. But that isn’t the only
challenge. Municipalities may be ideal
e-procurement users, since towns,
cities and other urban organizations
generate a steady stream of infrastruc-
ture projects. Yet many municipal buy-
ers are overburdened and have little
time to investigate, implement and
manage a new procurement platform.
“It’s on their list of 500 things to do,”
Bauld says.

He believes one landmark project
could help solidify e-procurement’s
place in construction. Defence Con-
struction Canada (DCC) is conduct-
ing an e-procurement trial. Bauld says
that if the outcome is positive, that test
might convince other owners to em-
brace the technology.

A DCC spokesperson said the organi-
zation has nothing to report at this
time.

Still, Bauld predicts a high-tech shift is
about to happen. “I would say that the
majority of government agencies, mu-
nicipalities and Crown corporations
will be doing true e-procurement in
next five years,” he says. 
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Construction associations across Ontario
aren’t waiting for e-procurement to hap-
pen—they’re making it happen. Organi-
zations including the Grand Valley
Construction Association have put their
high-tech heads together to create Best-
Bidz, an online data exchange system
where buyers, vendors and construction
specialists can share information and get
jobs tendered.

BestBidz’s Electronic Plans
Room enables owners and
contractors to disseminate
plans and specifications.
Contractors and subcontrac-
tors can also list their compa-
nies as bidders. 

A separate module, BestBidz On De-
mand, gives contractors access to invita-
tion-to-bid tools to reach potential
subcontractors. A built-in prequalifica-
tion system lets contractors check sub-
contractors’ credentials. Electronic
bonding affords access to a number of
bonding agents, all online. And the sys-
tem provides practical reports. “You can
tell right away whether you need addi-
tional bidders for masonry, carpentry, or
concrete,” says GVCA plans room man-

ager Mike Murray. “The system shows
you who’s bidding, who’s not bidding
and if you’ll have to go out and look for
more trades.” 

“What’s more, the trades-management
database contains all of the subtrades
listed in the system,” he says. “So if
you’re working in the north, you can find
masons there and invite them to bid.”

Access is free to general 
contractors. Subcontractors
normally pay $10 a month,
but until March, the GVCA
is offering access to subcon-
tractors for free.

Soon, owners will have access to 
SCAN 247, the BestBidz module for
purchasers. It provides features such as
online prequalification management, ad-
denda distribution and digital 
bid bonds. 

With BestBidz, true e-procurement is
here. “This is the only real online 
bidding system in Ontario right now 
that connects contractors, trades and
owners,” Murray says. 

MUNICIPAL, COMMERCIAL & 
INSTITUTIONAL ASPHALT PAVING

• Site Preparation
• Excavation & Grading
• Asphalt Paving
• Asphalt Maintenance & Repairs

VISIT OUR WEBSITE
www.kwcornerstone.com

FREE ESTIMATES

519 743-6411
Fax: 519 743-6386

Email: kwpaving@kwcornerstone.com

The long road to e-procurement turns a corner
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SAFETY IN CONSTRUCTION

Some construction associations, like
the GVCA, run safety groups under
the WSIB’s banner. Ellaline Davies,
president of Safety Works Consulting
Inc., facilitates the Grand Valley Con-
struction Association Safety Group.
Her company specializes in developing
and enhancing businesses’ safety 
programs. In an interview with the
Journal, Davies discussed the elements
of a successful safety group. If you plan
to join one, look for the following 
five features.

A tailored program

Make sure the safety group has the
wherewithal to understand your com-
pany’s needs and knows how to support
you in developing a program designed
for you. “Anybody can go out and buy
a manual, but it’s important that poli-
cies and procedures reflect the organi-
zation itself,” Davies says. The GVCA
Safety Group offers two one-on-one
sessions with the facilitator, giving
members direct advice that speaks to
their specific safety concerns.

Frequent meetings

Many groups meet just four times a
year. The GVCA’s Safety Group con-
venes nine times a year, which affords
members more opportunities to net-
work, share their insights and learn
from others.

Small gatherings

Large groups may well provide partici-
pants with the chance to benefit from a
wide range of safety ideas. But if too
many are involved, participants might
be overwhelmed. Seek safety groups
that offer participation in smaller num-
bers. “There’s more opportunity for
people to communicate and this cre-
ates a better atmosphere for exchang-
ing ideas,” Davies says. Although the
GVCA Safety Group includes up to 
90 participants, only 10 to 20 of them
meet at one time.

Value-added information

When Ontario’s Ministry of Labour in-
dicated that supervisors and workers in
companies had to take awareness train-

ing, the GVCA Safety Group informed
members about the new requirements
ahead of the ministry’s schedule. Look
for a group that provides such addi-
tional information to increase the re-
turn on your company’s commitment.

Help to pass the 

end-of-year audit

After the GVCA submits documenta-
tion to the WSIB, the board chooses
companies for validation audits,
wherein the businesses’ safety systems
are scrutinized. These audits are
“nerve wracking,” Davies says. “No one
likes to be audited.” She assists mem-
bers to prepare for the audits and at-
tends the meetings alongside the
companies. Find a safety group with a
hands-on facilitator who can help your
firm through safety audits. 

The GVCA’s safety-group program be-
gins each December. The association
is now accepting applications for 2015.
Contact admin@gvca.org or call 
519-622-4822 to register for an 
information session and learn more. 

Congratulations to the members of
the 2013 GVCA Safety Group! 
You were the highest scoring Safety
Group in construction and will share
a total rebate of more than $477,000!

Get a

onstruction companies that join the Workplace 
Safety and Insurance Board’s (WSIB) Safety Groups
Program win in two ways: they improve their safety
mechanisms and they earn a rebate for participa-

tion. The yearlong program helps businesses pinpoint safety
challenges and develop policies and procedures to make their 
workplaces safer.

C
group
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SAFETY IN CONSTRUCTION

Ontario government reviews

Safety Groups Program
According to a spokesperson for the Workplace Safety and
Insurance Board (WSIB), the Ministry of Labour’s chief
prevention officer (CPO) is reviewing prevention incentive
programs, including the WSIB’s Safety Groups Program.
This evaluation is meant to help inform development of
new prevention programs in the future. For now, however,
the CPO and the chair of the WSIB have committed to 
ensuring there are no gaps in prevention programming.
Therefore, the government has extended the Safety Groups
Program for 2015. 

Ellaline Davies, president of Safety Works Consulting Inc.,
says the current Safety Groups Program helps businesses re-
duce injury frequency and severity. “Why wouldn’t you
want to support something where workers experience fewer
and less-severe injuries? I always say that the Safety Groups
Program is the WSIB’s best kept secret.” 

Who can join a Safety Group?

Safety groups are not for everyone. The program is 
restricted to the following criteria: A participant must be:

• a Schedule 1 firm
• in good standing with the WSIB
• committed to participating in the group for one year
• committed at the ownership or executive level 

to participating
• not a member of the Safe Communities 

Incentive Program
• participating in only one safety group at a time 
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FINANCIAL FOCUS

Determining US residency status

In order to determine your US resi-
dency status, the Internal Revenue
Service (IRS) applies a test known as
the "substantial presence test". If you
meet the substantial presence test you
may be considered a US resident alien.
There are circumstances where Cana-
dian residents may be exempt from the
status of US resident alien under the
substantial presence test and may not
have to file a US resident tax return.
However, failure to understand the US
tax obligations imposed by the IRS
may result in costly penalties. 

The substantial presence test involves
calculating the average number of days
you spent in the US during the past
three-year period, beginning with the
current year. When counting the num-
ber of days present in the US, you
need to add those days that you are
present for part of the day, such as for
casual shopping or watching a hockey
game. Each short-term trips is consid-
ered to last a day. As a rule of thumb, if
you spend more than four months
every year in the US, you will meet the
substantial presence test after the third
year and annually thereafter, and may
be considered a US resident alien. 

Possible exemptions

If you meet the substantial presence
test but were present in the US less
than 183 days, you may be able to
claim a Closer Connection Exception
so that you are not considered a US
resident alien. In this case, if you do
not earn US source income and you
earn only US dividends the withhold-
ing tax is generally deducted at source,
and provided the correct amount is
withheld, you do not need to file US
non resident tax return. You must how-
ever, complete a US form 8840-Closer
Connection Exception Statement that
shows you have a closer connection
with Canada.

If you do meet the substantial presence
test and were present in the US for at
least 183 days or more as calculated by
the formula, you cannot claim the
closer connection exemption. How-
ever, you may be able to claim a treaty
exemption to be deemed a resident of
Canada. You will not have to file US
resident tax return and pay tax on
worldwide income if you claim exemp-
tion. You must file a US non-resident
tax return (1040NR) and attach a
treaty exemption statement—Form
8833—which indicates you are a resi-

dent of Canada under the treaty. If you
were present in the US for more than
183 days and meet the presence test
you may also need to file form 8938,
Statement of Foreign financial Assets
and Form TDF 90-22.1, report of For-
eign Bank and Financial Accounts.
Even if you receive the treaty exemp-
tion to be treated as non-resident alien
for income tax purposes, you may still
need to file these forms.

In summary

There is a lot of information to review,
and this article touches only on the ba-
sics. If you’re someone who likes to es-
cape our Canadian winters south of
the border, chance are that you will
have some type of filing responsibilities
under the substantial presence test. It
is extremely important to understand
how this affects you, and that you are
providing the information required.

Consult with your tax advisor if you 
require assistance. 

This article was written by 
Erica Tennenbaum an Investment 
Advisor with RBC Dominion 
Securities Inc. Member CIPF. 
She can be reached at (519) 621-1307
or erica.tennenbaum@rbc.com.

This article is for information purposes
only. Please consult with a professional
advisor before taking any action based
on information in this article.

f you are a Canadian resident who spends a considerable
amount of time in the US, you may be surprised to know
that your presence in the US, even if you are there only
on holidays, could create income tax and other reporting

obligations. This is especially true if your US residency status
becomes US resident alien.

I

Understanding

when on vacation
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SIGHTINGS

Melloul Blamey Construction,  Recreational Division Winners 

GVCA 40th Anniversary
September 11

GVCA hockey tournament
October 3 and 4

Oktoberfest
October 16
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Gosen Electric, Competitive Division Winners
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Robertson Simmons Architects' 
partners Laird Robertson, 

Patrick Simmons and Jason Martin.
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Getting Procurement 

– the Value Proposition 

Design-tender: a linear 

process best suited to 

municipal purchasing

Design-tender was the delivery
method chosen for the Waterloo
County Courthouse renovation. The

Region of Waterloo needed to trans-
form the well-known 1960s court-
house in downtown Kitchener into a
municipal office building. The name
of the game was to reclaim unusable
space, create modern and bright 

offices, and respect the original char-
acter of the facility through minimal
exterior renovations while still meet-
ing LEED Silver requirements. The
construction of the new space is still
ongoing, under the direction of 
Melloul-Blamey.

Ensuring project success started be-
fore the selection of the design team
even began. The region put together
an excellent request for proposals
(RFP) document. 

Design-tender is a traditional linear
process whereby nothing can begin
with respect to building until there 
is a complete set of design documents.
As the selected architect on the proj-
ect, Robertson Simmons was given a
construction budget within which to
work. They used the precise project
requirements from the client to 
provide detailed design and tender 
documents for public bidding. 

“The Region of Waterloo is very so-
phisticated and knowledgeable in the
design, consultation and construction
industry,” says Patrick Simmons.
“They have a purchasing department
and facilities staff that know what they
are doing. The Region prefers to go
out to a field of bidders with a fixed
price rather than going with the rela-
tive unknowns of the design-build and
construction management processes.”

n an interview with partners Laird Robertson, Patrick
Simmons and Jason Martin of Robertson Simmons 
Architects Inc., their message was clear: when it comes
to today’s increasingly complex and high-stakes building

design and construction process, choosing the right procure-
ment delivery method to match the project timelines is critical.
The partners went on to discuss three different delivery 
methods on three different projects.

I

RIGHT

Waterloo County Courthouse
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Simmons considered this to be a 
successful bidding process. The range
of bids was very tight; most came in
under the budget. This was a reflection
of a very good understanding of the
drawings.

“Stipulated sum is used to make sure
everything is sorted out ahead of time,”
says Jason Martin. “This is a 1960s
building with very low ceilings which is
being renovated and updated into a
modern building envelope. In a reno-
vation you are always going to run into
unforeseen things. The Region is very
careful so they gave us the time we
needed and there was a review process
happening on a regular basis.”

Stipulated sum demands an extremely
thorough set of contract documents, so
if there is a tight schedule, it is not the
ideal process to choose. This is in con-
trast to the construction management
process where they may be many bid
packages released in sequence that 
allows for significant changes during
construction.

Design-build: collaboration and

shared problem solving

Design-build was the delivery method
chosen for the Sustainable Skills,
Technology and Life Sciences Centre
at Loyalist College. This centre in
Belleville houses leading-edge pro-
grams in manufacturing, skilled trades,
biotechnology and environmental 
sciences. 

The facility accommodates 250 full-
time students in 20 teaching laborato-
ries and technical shops, three research
labs, six classrooms, administrative 
offices and storage areas.

In its design-build RFP, Loyalist 
College stipulated that its new building
should be an addition to an existing
building due to the common needs
and share spaces.

The Ball Construction and Robertson
Simmons design team worked with a
fixed budget based on secured funding
from sources such as the Government
of Canada’s Knowledge Infrastructure
Program. Their proposed design was a
two-storey building connected to the
existing facility through a link that
housed a student lounge and living
wall. The link optimizes traffic flow
and encourages student interaction.
The college appreciated this out-of-the-
box approach to problem solving and
the commitment to budget realities
and selected RS Architects and Ball
Construction as its building team.

In the design-build process, the client
hires a builder and the builder hires
the architect directly with the builder
developing the price and design intent.

Working at Heights Training 
New standard for

The Ministry of Labour’s Chief Prevention Officer has 
released a Working at Heights Training Standard. 
It lays out what each worker needs to learn when 
taking mandatory working at heights training. 
 

IHSA’s Working at Heights—Fundamentals 
of Fall Prevention is a robust program that 
meets the purpose of the new standard. 
 
Learn to teach IHSA’s Working at Heights 
course yourself. Take our Working at Heights 
Instructor Workshop to become an IHSA-
registered instructor.

Together we can stop falls from killing Ontario 
workers.

Are you 
ready?
We are.
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“The Region of Waterloo 
is very sophisticated and
knowledgeable in the design,
consultation and construction
industry,” says Patrick Simmons
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It’s never too early or too late to start asking the big questions:

How can you build employee loyalty and attract top talent?
How can you minimize taxes?
Will you sell your business or keep it in the family?

RBC Dominion Securities Inc.* and Royal Bank of Canada are separate corporate entities which are affiliated. *Member-Canadian Investor Protection Fund. RBC 
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PLAN FOR THE FUTURE OF YOUR BUSINESS TODAY

A professional with 20 years of experience at RBC Dominion Securities, Erica can help 
you answer these questions and more. To arrange a consultation, contact her today.
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During this process, the architect can
help by meeting with the client to bet-
ter understand its needs and desires. 

The architect can oversee the design
concept meetings to solicit feedback
and suggestions from all consultants
and stakeholders, and then lead the de-
sign and construction team to create
the best building possible. The archi-

tect can also ask sub-consultants and
trades for alternative solutions to prob-
lems to provide a menu of options for
the owner.

Construction management: 

consistency of teams yields 

best results

Construction management was the 
delivery method chosen for the North-

field Corporate Campus as this project
had an extraordinarily aggressive 
construction schedule. 

The largest and most significant new
commercial development in Waterloo
Region, the Blackberry campus on
Northfield Drive, provides the latest 
in high-tech office design. Four build-
ings and 500,000 square feet of office

Loyalist CollegeLoyalist College
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space on a 47-acre greenfield site was
needed to quickly accommodate 6,000
new staff. Through the construction
management process, Robertson 
Simmons was able to oversee the de-
sign, construction and occupation in
just 14 months for each building.
In traditional construction manage-
ment, the contractor steers the ship
and the architect supports. On this
project, RS Architects, Melloul-Blamey
Construction and Blackberry came to
the table as a team so participants
could continuously review every aspect
of the project to identify possible cost
and time savings.

The team was adaptive. If one element
of design fell behind schedule, changes
could be made on the fly to condense
upcoming phases. Unlike traditional

project plans, which lay out phases in a
multi-year sequence, the Northfield
Campus design and development
phase was handled in concert with the
site plan approval. Interior design
began even while construction was 
ongoing.

Since RS Architects developed a deep
relationship with the client, contractor
and consulting team over several years
on the project, the team was able to
learn lessons from the creation of each
building to improve and refine its
strategies and implementation. If each
building had a design-build or design-
tender process, there would be no
guarantee of the same team. Given a
choice, Laird Robertson says he would
always choose construction manage-
ment.

“It puts the architect on the same team
as the contractor who is involved from
the beginning as the project manager,”
he says. “They are involved in estimat-
ing, scheduling and reviewing design
documents to ensure everything makes
sense so the contractor is at the table
during the design stage.”

“When contractors are closing on a
stipulated sum job, it is a really difficult
process,” says Robertson. “Prices come
in at the very last moment because the
trades do not want to be shopped. Con-
struction management is the best of
both worlds where the contractors and
architects are working together with
the owner to build the project. Sequen-
tial tendering provides an opportunity
to adjust design and costs.” 

Northfield Corporate Campus
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Free for members, the Crystal Ball pro-
vides pre-bid details for projects in and
around Grand Valley. According to the
GVCA’s plansroom coordinator Rob
Agley, association staffers craft the re-
port by mining BestBidz, the online
bid-information exchange system.

“We follow projects right through to
the post-bid point, so members can
even learn which companies won the
contracts,” Agley says. He explains that
the association also updates Crystal
Ball data regularly so reports contain
the latest information.

Members can request customized
Crystal Ball reports to zero in on intel-
ligence important to them, categorized
according to project location and
stage, contract type, and by distinct
keywords. For instance, if you’re look-
ing for new road construction projects,
search Crystal Ball using the keyword
“road” and you’ll discover the latest
planned highway, byway and regional
road works.

Visit the association’s www.gvca.org
and use your member login to view the
Crystal Ball report. To set up a mem-
ber login, email admin@gvca.org.  
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Economic Forecast
2015 Construction Spend

� � �

Wednesday 
November 12th, 2014 
4:00pm - 6:00pm 
Deer Ridge Golf Country Club
$25+HST per person

Register now for the Crystal Ball Economic Forecast!
Don’t miss this exciting opportunity to join industry experts for a look into the 
crystal ball for upcoming construction opportunities. Listen to a panel of local 
public buyers discuss their budgets and plans for construction spending in 2015.

This can't miss two-hour session will give us the highlights (and lowlights) 
of economy as it relates to construction. Keynote speaker Mark Caseletto, 
vice-president and general manager for Reed Construction Data, will be 
identifying areas of growth and demand, such as the growing need for 
convention space in Ontario and the Grand Valley Region.

This event will be held on November 12 between 4:00pm and 6:00pm at the Deer
Ridge Golf Country Club. Registration is $25 plus HST for members, and registration
information is available at www.gvca.org or by contacting the GVCA offices.

he Waterloo Region District School Board is investi-
gating a project to add 13 classrooms to Lexington
Public School by September 2018. The board also
plans to rebuild Riverside Public School for Septem-

ber 2016. These are just a couple of the projects that GVCA
members can learn about through the association’s Crystal
Ball project forecasting report.

T

� � �

Get a jump 
on projects 
with the Crystal Ball report

Mark Caseletto
vice-president and 

general manager for 
Reed Construction Data
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Instead of favouring the lowest-cost
bid, BVBM gives an advantage to ven-
dors that take the time to not only pre-
plan projects, but also to identify risks.
The system calls on contractors to use
their superior construction knowledge
to pinpoint challenges and provide so-
lutions well before shovels hit the
ground. 

“Our goal is to procure the greatest
value for buyers’ needs,” says John Sav-
icky, senior project/program manager
at ASU’s Performance Based Studies
Research Group. “In traditional pro-
curement, the goal is the lowest cost,
but in many cases that delivers a prod-
uct or service that isn’t what you need
or expect.”

Price cuts hurt productivity

Too often, the lowest bid results in
project delays, cost overruns and a lack
of accountability. Vendors are forced to
focus on cutting prices and on meeting
the buyer’s stated—sometimes too-nar-
row—requirements.

uyers are experimenting with a new procurement
method that prioritizes value over cost. Western 
University in London, Queen’s University in
Kingston and the University of Waterloo are just a

few of the institutions partnering with Arizona State Univer-
sity to implement the ASU-developed Best-Value Business
Model (BVBM) procurement system. 

B

New procurement 
model comes to Canada

In traditional procurement,

the goal is the lowest cost, but

in many cases that delivers a

product or service that isn’t

what you need or expect.
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Savicky says it’s the wrong tactic. For
one thing, the buyer often takes con-
trol over planning, even though the
buyer rarely has construction expertise.
“If you took that approach and applied
it to brain surgery, you would find the
cheapest brain surgeon, negotiate with
them to do the work cheaper and
faster, and tell them how to do the sur-
gery. You wouldn’t get the best out-
come.”

Like patients seeking top-tier brain sur-
geons, buyers should pay more atten-
tion to the expertise vendors bring,
such as the contractor’s ability to un-
cover risks in the project and to recom-
mend ways to reduce costs.

BVBM requires contractors to change
the way they approach procurement.
“Vendors must now understand that
[the details in the RFP] are the client’s
best attempt at identifying what they
need. The vendors must review and
identify what the client really needs,”
reads an ASU presentation on BVBM.

A win-win for buyers 

and contractors

The benefits for buyers are clear. Rely-
ing on vendors’ expertise, they avoid
additional expenses and delays. Sav-
icky points to one organization as an
example: building a research facility,
this institution ordered preliminary de-
signs. But the designs were off by a few
metres in several directions. Since the
buyer was using BVBM, the contrac-
tor caught the error early on, which
saved $8 million to $12 million and 
14 to 18 months—money and time
the buyer otherwise would have spent
to halt construction and change plans
mid-project.

Buyers definitely win, but so do con-
tractors. They get “to use their expert-
ise and they can complete the project
faster with fewer changes, which 
allows them to maximize their profits,”
Savicky says.

BVBM is the brainchild of Dean
Kashiwagi, professor at ASU’s Del E.

Web School of Construction, and di-
rector of the Performance Based Stud-
ies Research Group. Kashiwagi took
best procurement practices from many
different business areas and brought
them together for a procurement sys-
tem that highlights vendors’ value.

Kashiwagi introduced BVBM nearly
20 years ago in the U.S., but it’s only
now making its way into Canada. “The
majority of users are universities,” Sav-
icky says. “However, there are some
cities that are currently testing it, as
well as some government entities that
have expressed interest.”

Savicky doesn’t believe the ASU
process suits every project. “You may
have smaller, simpler projects where
you won’t need an expert contractor.
But if you’re building a hospital or a
high-tech facility, it makes sense to
have a process to maximize your ability
to find a high-performing vendor.”

www.petrela.com
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WWW.CONSTRUCTIONLAWYER.CA
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Stronger link between 

procurement and 

project management

Dalhousie University in Halifax has
used Arizona State University’s Best-
Value Business Model (BVBM) pro-
curement method for more than 10
projects. Dalhousie director of procure-
ment Mike Drane explains that the sys-
tem helps buyers and vendors see eye
to eye. “It provides a link between pro-
curement and project management,
which typically have been completed
in separate silos.”

The university is getting ready to use
BVBM to construct the Collaborative
Health Education Building, scheduled

for completion in 2015. Dalhousie will
call on contractors to conduct inten-
sive preplanning and evaluation of the
project to identify risks. This in-depth
evaluation will help the school pin-
point opportunities to reduce costs and
time to completion.

Dalhousie used to choose vendors that
offered the lowest bid, but that selec-
tion method discounted important fac-
tors such as time and quality. BVBM is
more comprehensive. “It forces us to
look at all three elements: finances, the
schedule and the quality of the prod-
ucts and services,” Drane says.

Procurement model lets 
experts prove their worth

Western University has found that Ari-
zona State University’s Best-Value
Business Model (BVBM) of procure-
ment has helped the London institu-
tion find higher-quality vendors of
products and services such as recycling
management and parking-lot entrance
systems. The contractors Western has
chosen are “thinking way ahead of us,”
identifying risks and solutions, and
helping the school shave time and
costs from projects, says procurement
services director Elizabeth Krische.

In her experience, vendors largely em-
brace BVBM as a way for them to capi-
talize on their capabilities. “They all
said, ‘It’s about time.’ The best vendors
see this as levelling the playing field.
They’re recognized for the skillsets
they bring.” 

wiegandsales@bellnet.ca
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Ackerley’s concern has to do with the
Ontario Court of Appeal’s decision in
Rankin Construction Inc. v. Ontario,
issued Sept. 16, 2014.

Trouble on the road

The case deals with a dispute arising
from a 2005 tendering process. On-
tario’s Ministry of Transportation re-
quested proposals for a job to widen
Highway 406 in Niagara. As the lowest
bidder, Rankin won. But another bid-
der, Hard Rock Paving, complained
that Rankin was not qualified, because
it didn’t meet requirements related to
use of Canadian steel. The ministry
took a second look at Rankin’s bid,

asked some questions and ultimately
agreed that the company hadn’t met
the Canadian steel content require-
ments after all. The ministry subse-
quently disqualified Rankin and
awarded the contract to Hard Rock. 

Rankin then sued the ministry for $5
million. The matter went to trial
wherein the judge dismissed the case.
Rankin filed an appeal and the court
dismissed that case, too.

Ackerley contends that the court’s latest
dismissal includes two interpretations
that could cause serious headaches for
vendors of construction services.

Clobbering clause

First, Ackerley points to the judge’s
analysis of one specific indemnity
clause in the ministry’s bid documenta-
tion. This clause effectively protects
the ministry from numerous potential
problems in stating that the ministry
“shall not be liable for any costs, ex-
penses, loss or damage incurred, sus-
tained or suffered by any bidder prior,
or subsequent to, or by reason of the
acceptance or the non-acceptance by
the ministry of any tender, or by reason
of any delay in acceptance of a tender,
except as provided in the tender 
documents.”

recent Ontario Court of Appeal decision has one
construction law expert scratching his head and
worrying that the judge’s analysis will hurt contrac-
tors. Glenn Ackerley at WeirFoulds LLP says the

decision grants owners substantial control over contracts and
vendors.

A

According to case law, non-
compliant bids do not establish
Contract A. But in Rankin, 
the judge deduced differently:
Rankin’s non-compliant bid 
did establish Contract A. 

benderTender 
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The appeal judge agreed with the trial
judge that the clause is valid. Bidders
are “sophisticated parties” that don’t
have to submit bids if they feel that the
clause is too broad. Also, if enough
contractors refuse to work within the
constraints of the clause, “market
forces will drive the owner to modify
the terms of its tender documents.” 

But Ackerley doubts that. For one
thing, the Ministry of Transportation is
the only game in town for provincial
highway projects. What contractor can
afford to refuse to work with the de-
partment? 

“If the market were such that there
were 100 entities out there offering op-
portunities to build roads, the ones
with the more favourable contract
terms would attract the best contrac-
tors,” Ackerley surmises. However,
when there’s only one highway owner,
contractors can’t boycott it. “It’s a prob-
lem,” says Ackerley. “And in any case,
it’s risky to gang up together on an or-
ganization. That would violate compe-
tition law.”

That’s the first conundrum he sees in
the Appeal Court’s decision. The sec-
ond has to do with the judge’s analysis
of certain bid obligations. In Ackerley’s
opinion, the court just closed contrac-
tors’ escape route from unfair con-
tracts.

Locked in Contract A, 

like it or not

When contractors submit bids, each
bidder enters a notional contract with
the owner: Contract A. It mutually
binds bidders and the owner to certain
obligations within the bid process and
is a necessary first step before the
owner awards an exclusive contract—
Contract B—to the winning bidder.

According to case law, non-compliant
bids do not establish Contract A. But
in Rankin, the judge deduced differ-
ently: Rankin’s non-compliant bid did
establish Contract A. 
Recall that the appeal judge sup-
ported the trial judge’s decision that
the ministry’s indemnity clause is
valid. What’s more, the Appeal Court
judge said the clause applies to

Rankin. But as Ackerley points out,
the clause only applies to bidders that
are bound by Contract A. Rankin’s
bid was non-compliant—nonetheless,
according to the courts, the ministry’s
clause applied to Rankin and its non-
compliant bid. Therefore, Ackerley
explains, a non-compliant bid can
now establish Contract A.

That conclusion conflicts with estab-
lished case law, which could make it
more difficult for courts to decide con-
tractor-owner disputes in the future.

It also means an owner can now force
a contractor to honour Contract B,
“like it or not,” Ackerley says. “Non-
compliance is no longer an excuse to
get away from your contract obliga-
tions.”

Most owners wouldn’t want to compel
a contractor to honour a contract it
isn’t interested in fulfilling. But in the
wake of this ruling, if an owner wanted
to do so, it would have the legal
grounds. 
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Check your math

Ackerley provides an example: Say a
bidder submits a bid that contains an
addition error. At the price in the bid,
the contractor would lose a substantial
amount of money on the job. In the
past, if the bid also happened to be in-
complete, the owner would have to dis-
miss the bid as non-compliant. Now,
Ackerley says, based on the Appeal
Court’s decision, the buyer may not

have to dismiss the bid even if the bid
is non-compliant. And what’s more,
the buyer can either force the contrac-
tor to meet the contract with the mis-
taken price, or extract funds from the
contractor’s bid bond to cover the dif-
ference between the lowest bid and the
next-lowest bid.

Ackerley explains what will happen
next in the Rankin-ministry court bat-

tle. By mid-November, the company
will have to decide if it wants to appeal
the decision to the Supreme Court of
Canada. At that time, the Supreme
Court may decide to hear the case—
“In my view, they definitely should,”
Ackerley says—or turn it down. 

“In which case, this becomes the law
of the province of Ontario.” 
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She often turns to Eric Lee, senior 
director of industry practices at the
Canadian Construction Association, 
to verify her responses before she gets
back to those concerned callers. In a
recent Q&A, George and Lee dis-
cussed the most-common subcontrac-
tor questions. Read on to learn about
specs versus scope, the importance of
insurance, and how to access crucial
prime-contract details—without annoy-
ing general contractors.

Should I bid on a project 
according to the project’s

plans and specs—or should I bid
by specifying my scope of work?
I’m worried that if I bid using
scope, the buyer might mark the
bid incomplete and exclude it.

The answer really depends on
whether the bid involves a for-

mal bid call. Owners usually issue for-
mal calls with plans and specs. In those
cases, contractors must base their bids

on those documents. Unless the owner
insists on a specific privilege clause
that gives the organization the right to
do something different, the owner has
to reject bids that don’t comply with
those requirements. 

But the situation is different between
prime and subcontractors. Most prime
contractors don’t issue formal bid calls,
so these companies may consider bids
based on scope of work. 

The CCA recommends that subcon-
tractors submit a letter to the prime
contractor explaining that the bid spec-
ifies scope of work. That way, everyone
understands where the subcontractor is
coming from and this open communi-
cation helps forestall disputes. The sub-
contractor should submit the letter at
least 24 hours before the bid closes, so
the prime contractor has time to con-
sider the information. The subcontrac-
tor may also want to use the letter to
specify omissions and additions.

Electronic bid systems may pose chal-
lenges for contractors that don’t want
to issue formal bid calls. Some of these
systems apply strict conditions on the
bid process, which means the issuer
might be bound to reject non-compli-
ant bids.

My subcontract agreement
binds my company to the terms

and conditions of the prime contract,
but I haven’t seen the prime contract.
I’m worried that conditions related to
payments, schedules and dispute
processes might affect my business.
Can I ask the prime contractor to
share the prime contract so I can 
verify the extent to which the docu-
ment concerns me? 

Thankfully, subcontractors are
entitled to request copies of

prime contracts from prime contrac-
tors. Sometimes, prime contractors are
reluctant to share the documents, be-
cause they don’t want to disclose com-
mercial terms. But prime contractors
could simply black out sensitive infor-
mation.

Subcontractors should insist on seeing
the prime contract. Usually via flow-
through clauses, subcontractors are
bound to meet requirements that
prime contracts spell out. Subcontrac-

ubcontractors often have questions about how to 
approach RFPs and contracts. As president of the
Grand Valley Construction Association, Martha 
George has fielded a number of such queries from 

Association members. 

S

nswers 
uestions

from subcontractors

to burning 
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tors should review prime contracts
carefully to make sure details such as
schedules, financing and dispute-reso-
lution processes correspond with the
details in the subcontract. Otherwise,
the subcontractor might not realize
until too late that it was supposed to
meet certain requirements. And if the
prime contract and subcontract differ,
it can be difficult to discern which doc-
ument takes precedence. 

I submitted the lowest bid on a
project and the general contrac-

tor has awarded me the project. The
GC wants me on site as soon as pos-
sible. I have requested the plans and
specifications to ensure they’re the
same as the ones I used to determine
my price. But the latest documents
are different and I’ll have to increase
my costs to meet the new require-
ments. The GC has said this is a de-
sign-build project and although the
plans and specs have changed, there
are no additional funds available for
my company. How do I handle this 
situation?

That happens. Sometimes, 
following negotiations between

the prime contractor and the buyer,
plans have to be amended. The prime
contractor isn’t allowed to hold sub-
contractors to the prices submitted
based on earlier information. The
prime and subcontractors should 
negotiate a new agreement based on
the new details. 

And those details should come as no
surprise to the subcontractors. Prime
contractors would be wise to involve
subcontractors in owner negotiations,
to make sure the subcontractors are 
informed as well.

I supplied and installed win-
dows and walls with proper

bracing, but two months later, the

contractor still hadn’t installed the
steel to tie the building together. 
A massive storm blew through,
breaking the glass and cracking
the masonry. Who owns the walls
and windows?

Theoretically, the prime con-
tractor has total control of the

work and the site, so the prime con-
tractor’s insurance would cover the re-
pair costs. This matter relates to a topic
mentioned earlier: the importance of
reviewing the prime contract, which
allows subcontractors to verify informa-
tion such as the prime contractor’s in-
surance coverage. Get your hands on
that contract early on so if something
like this storm happens and your work
is damaged, you’ll know how repair
costs will be covered. 
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Brian L. Shantz
ltd

Subcontractors should
insist on seeing the prime
contract. Usually via
flow-through clauses,
subcontractors are bound
to meet requirements that
prime contracts spell out. 

Seamless Floor Systems, Repairs and Restoration, Preparation, Moisture Mitigation, Dust Proofing, ESD Systems

Specializing in Polished Concrete and Polymer Floor Systems

www.bnecontractors.com  1-888-738-6606
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Many of those competitions involved a
prequalification process wherein the
college reviewed contractors’ creden-
tials before allowing them to bid. In an
interview with the Journal, 
Mullan offered six key truths about 
prequalification.

Sometimes buyers have to

bundle the qualification

process with the bid process. 

If a customer is on a fast track, the or-
ganization might consider qualifica-
tions and bid prices at the same time.
This streamlined method saves time,

but it can also hamper the buyer’s
search for the right contractor. “It’s a
fair bit of work for any general contrac-
tor to go through the estimate and bid,
so while you might have 25 firms inter-
ested in a project, without that prequal-
ification step, a fair number would
back out,” Mullan says. 

Prequalification helps buyers
avoid messy battles.  

If they don’t conduct a prequalifi-
cation process, buyers risk starting
fights with—and between—vendors. A
contractor that loses a job might argue

the winner isn’t capable of meeting the
project’s requirements. Using prequali-
fication, the buyer knows whether a
contractor is capable.

Prequalification calls 
on buyers to spread 
a wide net.  

Smart buyers not only use prequalifica-
tion, but also seek more than a handful
of bidders. If only a few bid on a proj-
ect, the buyer might wind up with too
few options. The prequalification
process will eliminate unqualified con-
tractors. And one or two of the quali-
fied companies could back out for
various reasons, such as bonding limi-
tations. Together, those eliminations
could leave the vendor with just one or
two companies to choose from, which
isn’t much of a choice at all. “This is
why you don’t go with a really low
number of bidders,” Mullan says. 

Six truths about 

evin Mullan knows a lot about tendering. As vice-
president, corporate services and secretary-treasurer
of Conestoga College, he has overseen numerous
bids for construction projects. K

prequalification

CLEANING SYSTEMS
®

PROFESSIONAL & DEPENDABLE

JANITORIAL SERVICES

Commercial • Industrial • Institutional

General Office Cleaning • Floor Stripping & Waxing • Carpet Cleaning • Window Cleaning  

Ultrasonic Blind Cleaning • Factory Cleaning • Construction Clean Up & More

Bonded & Insured • Member of the Better Business Bureau

Tel: (519) 884-9600 (Waterloo)   Fax: (519) 884-8699       www.jdicleaning.com
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Price still tops 
the evaluation list. 

“Short of something very unusual,
we will award to the lowest bidder,”
Mullan says. But he acknowledges 
the shift among contractors away from
competing on price and toward 
competing on value, capability and 
expertise, so…

Prequalification lets 
contractors highlight 
their value.  

Vendors that wish to be evaluated on
something more than price alone may
benefit from prequalification. In that
process, companies can spotlight their
aptitudes and achievements.

Prequalification helps buyers
avoid unexpected costs.  

When a buyer skips prequalifica-
tion, the purchaser misses the chance

to learn important facts about ven-
dors—a mistake that could hit the
buyer in the pocketbook. “You might
save three or four percent by choosing
the lowest bidder, but you might also
have a firm that will go under halfway
through the project, in which case the
costs will be much greater than the sav-
ings,” Mullan points out. 

Be loud and clear in your RFPs 

Conestoga College is picky about com-
munication. During tenders, the insti-
tution uses MERX and contractors’
associations’ bid systems to share ques-
tions and answers so everyone knows
what’s been asked—and everyone gets
the answers.

“For example, if it seems we didn’t pro-
vide a particular drawing, or if we said
we need a material labour bond, but
we didn’t specify how much, we can

collect the questions over a couple of
days and then issue them with all the
answers,” Mullan says. “Everyone’s on
equal footing.”

Conestoga tempers this open commu-
nication, though, with a prudent meas-
ure: the college insists all discussions
must flow through the purchasing di-
rector. Otherwise a bidder might get
information—say from facilities man-
agement or from the architect—that
would give the contractor an unfair ad-
vantage. 

“You’re into what I would call insider
information,” Mullan says. “You defi-
nitely don’t want that in an RFP
process. A bidder could say, ‘If we’d
known we could bid an alternate roof
system, we could have reduced our
price by $300,000.’” 

STAEBLER.COM

1.800.321.9187 info@staebler.com

The Staebler Construction Practice Group provides peace 
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Trade-Mark Industrial Inc. is family-
owned industrial, commercial and in-
stitutional multi-trade contractor
specializing in millwrighting, rigging,
electrical, piping, fabrication, struc-
tural, sheet metal and HVAC installa-
tions and repairs, and 3D construction.

Founded in 1998 by Russ Straus,
Trade-Mark Industrial originally spe-
cialized in millwrighting, rigging, elec-
trical, and piping installations and
repair solutions. Over the next 16
years, while encountering different
project demands, they continued to

add new trade groups to their in-house
services.

When asked what has fuelled such
growth, Russ Straus’s answer is simply,
good people. “We are a fairly aggres-
sive group that is always looking for
new opportunities and challenges. We
address these opportunities and this
has resulted in automatic growth. We
have good people who do good work
for a fair price. In fact, most of our
growth is organic with 80 percent of
our business being repeat business.”

To address some of their clients’ needs,
Trade-Mark has invested heavily in
equipment as well as inventories. Its
work is primarily in the industrial 
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rade-Mark Industrial is all about growth. The com-
pany began moving into its new 365,000-square foot
facility on 24 acres at 250 Royal Oak Road in the
Cambridge Business Park in October. This planned

expansion is coming in a year where Trade-Mark has experienced
25 percent growth without even factoring in their new companies
TM3 which opened in October 2013 and United Electric which
was acquired in October 2013.

T

Trade-Mark Industrial moves

under one roof

Sitting are Founder & President Russ Straus and Linda Straus, Chief Administrative Officer. Standing from left to right are: Tom Straus,
VP Millwrighting & Rigging; Mark DePass, VP Mechanical; Terry Moore, VP Electrical; Dave Straus, VP Automotive; Connie Straus, 
VP Administration; Dan Straus, VP Finance and Ken Straus, Purchasing Manager.
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sector, which is basically factories, 
providing on call 24/7 services. Many
times Trade-Mark gets the call when
there is a breakdown because they
have all the equipment and certified
tradespeople who can react quickly.
This is part of Trade-Mark Industrial’s
competitive advantage: they have 
internal resources that they can 
mobilize quickly without relying 
on other companies.

Also commenting on their steady
growth over the years Terry Moore,
vice-president of electrical, stated
“when you look at the growth we have
accomplished, it is really because of
the fact that we are so diversified in so
many different market sectors. This
helps to promote growth and also sus-
tain the size that we are.”

The industrial sector is shrinking in
Ontario, so Trade-Mark has focused 
on work that is going to stay in the

country. That is what led them to 
open TM3 Inc., a traffic signal and
light construction and maintenance 
company.

Up until their move to the new facili-
ties Trade-Mark had been operating
out of six buildings located within one
block in Kitchener. It eventually made
more sense of the company to buy 

Mechanical Contractors Association Kitchener-Waterloo

206-420 Weber St N, Waterloo ON  N2L 4E7   Tel: 519.885.0431

www.mcakitchener-waterloo.com

For the Betterment of the
Mechanical Contracting Industry.
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another, larger building to accommo-
date growth.

The new facility will create office,
equipment and IT efficiencies. “We
think it is an excellent business loca-
tion,” says Dan Straus, vice-president
of finance. “We are now near the 401
corridor where we do a lot of business
with companies such as Toyota. With
respect to our planned expansion, we
are expanding every one of our shops
which are now under one roof. Ma-
chining, customer storage, short term
warehousing and hydro excavation
services are all areas of growth. We also
opened a yard in Toronto this month
where we will are going to operate
TM3 out of, as most of our customers
in this market sector are located in
Toronto.”

“While gaining many new efficien-
cies,” says Russ Straus, “we will also
now have a competitive advantage with
respect to central purchasing. Before
we had separate purchasing, where

people in different purchasing areas,
worked out of different buildings. Cen-
tral purchasing will provide us with
cost savings that we will be able to pass
on to our customers.” 

Although 90 percent of their work is 
in Canada—and most of that in On-
tario—Trade-Mark opened an office 
in Kentucky in 2009. Currently, the
company is doing work in Texas, 
Mississippi, Indiana and Kentucky.
This market sector will also be a
growth area for Trade-Mark. Their in-
tent is to grow with local talent in the
US. Supervisors used to travel back
and forth but basically all of Trade-
Mark’s operations in the United States
are US run. Some years have been 
very busy for Trade-Mark in the US
where as much as 10 percent of their
business is located. 
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HANEY TRADING
7 Grand Ave. Kitchener, ON
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Winners Can Reprint 
Profile for Multiple Uses

Reprint rights are available 
for the winning companies. 
For $150, a printer-ready 
digital file of story and 
photo will be available. 

LOTTERY
amazingThe
GREAT (AND EASY) 
publicity

Hassle Free 
Publicity!

“Steed and Evans was interviewed by
GVCA for an article about our company. 

It was a simple and easy process. 
Angela is a knowledgeable interviewer. 

We used reprints of the article for 
promotional material and marketing.”

Malcolm Matheson 
Steed and Evans Limited 

Imagine having your 
business or latest building being 

featured in the quarterly GVCA Journal. 
A full-page spread focusing on the unique value

your company brings to the construction industry and
read by the thousands of subscribers and readers. Profes-

sionally written by a veteran construction writer and beauti-
fully photographed by a top photographer, this profile becomes
an incredibly valuable marketing tool. It’s your chance to show

the industry what you’re all about – for the price of $10. 

Thank you for choosing Conestoga as the benefactor of this 
tremendous new initiative. We are very proud of our long-
standing partnership with GVCA to help prepare the next 
generation of skilled trades professionals to support the 

needs of the local construction industry.

— John Tibbits, President, Conestoga 
College Institute of Technology and 

Advanced Learning
With more than 700 members, the GVCA has a lot of

great stories to tell about individual businesses. With so
many  interesting companies, it’s difficult to choose who will be
featured in our Member Profiles in our quarterly Journal. But we

found a winning solution! We’re leaving it up to you!
To make this high-value opportunity available to everyone 

equally, the GVCA is launching its first-ever “Profile Lottery.”  
For a $10 ticket, GVCA members will get a chance 

to be featured in the Journal.   
As a further bonus, the winning company 
can choose either a company profile story 

or highlight a particular project. 

The value of this positive publicity 
is worth $5,000+ .
Now that’s a WIN!

Lottery tickets available by
contacting editor@gvca.org
Tickets for the next issue are
available until December 1. 

“A Brilliant Addition
to Your Marketing.”

Martha George, 
President GVCA

All Lottery 
Proceeds Donated to 

Conestoga College Building Fund. 
It’s a win for everyone.

The First-Ever 
Profile Lottery
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Lall is an employer representative at
the Office of the Employment Adviser
(OEA), an Ontario Ministry of Labour
agency that helps businesses with
workplace safety and insurance prob-
lems. He explains that some businesses
reason that injury reports will hurt
them financially.

For instance, if an RFP requests con-
tractors include workplace injury re-
ports in their bids, the issuer might
favour a contractor that has fewer
time-loss claims, believing it to have a
superior safety record. That’s what
some companies think might happen.
But Lall lists compelling reasons why
businesses should report worker ill-
nesses and injuries. For one thing, if a
company fails to submit a Form 7 to
the Workplace Safety and Insurance
Board (WSIB) within seven days, the
government could hit the firm with a

$250 penalty, or worse. In fact, failure
to comply with Form 7 requirements
counts as a provincial offence. If con-
victed, a company could be fined up
to $100,000.

The OEA is holding a webinar on 
December 4 all about Form 7. Regis-
ter by visiting employeradviser.ca;
hover over News & Information, 
scroll down and click Events. 

When is Form 7 required?

Employers must report work-related
accidents and illnesses if they find out
that a worker:
• seeks health care

• is absent from regular work

• earns less that regular pay for regu-
lar work (because the employee 
is only working partial hours, 
for example)

• requires modified work at less-
than-regular pay

• requires modified work at regular
pay for more than seven calendar
days following the date of the 
accident, or after the date when 
the employee reported difficulties
due to sickness

Start digging for details

Gather all available information about
the worker’s sickness or accident be-
fore you start to fill out the Form 7.
Find out when and where incidents
occurred. Collect witness statements
from the employee’s colleagues. Take
photos and note job descriptions. By
collecting these details beforehand,
you’ll be ready to complete the form
all at once, saving you time. 

But work quickly. Remember, compa-
nies have to complete the form within
three days of learning about the em-
ployee’s injury or sickness. Companies
also must submit the form to the
WSIB within seven business days after
learning that the worker is sick or hurt.

—or else!

atchman Julian Lall understands that some 
construction companies are reluctant to complete 
a Form 7, which is the document businesses 
have to fill out in certain cases when workers 

are sick or injured. 
L

Show good form
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Get your facts straight

Form 7 calls for particular details such
as whether the worker received health
care for the injury. Many people make
mistakes in that section of the docu-
ment, misunderstanding the WSIB’s
definition of “health care.”

If an employee gets a cut on the job,
he might go to the hospital where a
nurse washes the cut and sends worker
on his way. Some companies believe
that since the nurse provided a level of
care that the firm’s own on-site first-aid
team could have managed, no health
care was involved. But that isn’t true.
A health-care professional saw the em-
ployee, which means the worker re-
ceived health care. 

Fill out Form 7s with correct health-
care and other information, or the
WSIB might mark your document as
incomplete—which means the board
may issue your company a $250
penalty. 

WSIB rates stable for 2015
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The Workplace Safety and Insur-
ance Board’s (WSIB) premium rates
for most companies, including those
in the 700-series rate group, will stay
at current levels for 2015. The only
exception applies to organizations in
the Local Government Services
group. According to the Office of
the Employment Adviser (OEA),
rates for those organizations will in-
crease by 28.57%, from $2.24 to
$2.88 per $100 insurable earnings,
due to expanded coverage for fire-
fighters. 

The WSIB reports that it is well po-
sitioned to provide premium rate
stability. The board’s ratio of assets
to liabilities has improved from 56.9
percent in 2012 to 64.5 percent by
the first quarter of 2014. The WSIB

continues to consult ratepayers as it
reviews the rate-setting process to
improve fairness in the way the sys-
tem is funded. This work is de-
signed to help the board meet its
legislated funding requirements of
80 percent by 2022 and 100 percent
by 2027.

The Construction Employers
Council on WSIB, Health and
Safety Prevention (CEC) said the
rate freeze is good news. But since
the board’s financial position has
improved, “the time is fast ap-
proaching to reduce WSIB pre-
mium rates to bring them into line
with employer performance on lost-
time injury rates in the province,”
according to a CEC 
press release. 
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Land Surveying Services  
for Contractors:

 
 

 
 
 

MTE Consultants Inc. 
   
   

www.mte85.com

 

  

 
 

 
 
 

   
   

 

  

 
 

 
 
 

   
   

 

  

 
 

 
 
 

   
   

 

W I N G  O N  E X P E R I E N C ER AD

  

 
 

 
 
 

   
   

 

...W I N G  O N  E X P E R I E N C E

  

 
 

 
 
 

   
   

 

  

 
 

 
 
 

   
   

 

• Digital T
• A
• V

opogr• T
• L
• C

or f
and SurvL

orsacttronC
or s feServic

  

 
 

 
 
 

   
   

 

lingain Modelerr• Digital T
yse-Built Survs• A
yseolume Surv• V

yseaphical Survopogr
yseegal Boundary Surv

outytruction Laons

:orsacttronCor 
seying Serviceand Surv   

 
 

 
 
 

   
   

 

  

 
 

 
 
 

   
   

 

B U I L D I N G  O N  S...

743--519
chenerKit

  

 
 

 
 
 

   
   

 

T HT R E N GB U I L D I N G  O N  S

ome85.ct.mwww
7952-271-5192552-639905-6500743-
dorftatrSonBurlingtchener

. ts InconsultanTE CM

  

 
 

 
 
 

   
   

 

7952
d

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    www.kwdoor.com
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EDUCATION CALENDAR

NOV. 5 Construction Financial 3: Job Costing

NOV. 12 Occupational Health & Safety Act Awareness Training

NOV. 13 Risk Management for Construction

NOV. 18 Microsoft Excel for Construction (Advanced)

NOV. 20 & 27 Take Control with MS Outlook® Webinar

NOV. 25 Introduction to Lean Construction (B-Lean) 

NOV. 26 Construction Financial 4: Managing Changes and Extras

DEC. 3 & 5 Case Management 

EVENTS  CALENDAR
October 31 – November 7
Dubai Educational Meeting

November 7
Random Act of Kindness Day

November 12
Crystal Ball Session : Economic Overview 
of Construction spending in the future
Deer Ridge Golf Course – Registraton required

November 20
Women in Construction Holiday Sparkler 
Deer Ridge Golf Course

November 25
Safety Group Information meeting 
GVCA office registration required

December 8 & 9
Safety Group Meetings at GVCA

December 11
Safety Group Rebate Ceremony 
Holiday Inn, Kitchener

December 11
GVCA Christmas Party 
Holiday Inn, Kitchener – registration required

January 17
1st Annual GVCA Curling Bonspiel 
Westmount Golf and Country Club – registration required

ACL Steel Ltd.  . . . . . . . . . . . . . . . . . . . . . . . . . 2
Albrecht Reinforcing Inc.  . . . . . . . . . . . . . . . 17
AQ Group Solutions  . . . . . . . . . . . . . . . . . . . 43
Ball Construction Ltd.  . . . . . . . . . . . . . . . . . . . 7
Battlefield Equipment Rentals  . . . . . . . . . . . . 5
Baywood Interiors Ltd.  . . . . . . . . . . . . . . . . . 38
BNE Contractors  . . . . . . . . . . . . . . . . . . . . . . 33
Brian L Shantz Architect  . . . . . . . . . . . . . . . . 33
Conestoga Roofing  . . . . . . . . . . . . . . . . . . . . . 9
Cowan Insurance Group  . . . . . . . . . . . . . . . . 15
Delta Elevator Co Ltd.  . . . . . . . . . . . . . . . . . . 27

Grand River Contracting Inc. . . . . . . . . . . . . . 15
Haney Trading  . . . . . . . . . . . . . . . . . . . . . . . . 38
Heal & Co. LLP  . . . . . . . . . . . . . . . . . . . . . . . 28
Infrastructure Health & Safety Association  . 22
JDI Cleaning Systems Inc.  . . . . . . . . . . . . . . 34
Knell's Door & Hardware  . . . . . . . . . . . . . . . . 9
K-W Cornerstone Paving Ltd.  . . . . . . . . . . . . 13
K-W Door Installations Inc.  . . . . . . . . . . . . . 41
L.J Barton Mechanical Inc.  . . . . . . . . . . . . . . 12
MCA-KW 

(Mechanical Contractors Association)  . . . 37
Melloul-Blamey Construction Inc.  . . . . . . . . 31
Mister Transmission (International)  . . . . . . . 30

MTE Consultants Inc.  . . . . . . . . . . . . . . . . . . 41
Nelco Mechanical Ltd.  . . . . . . . . . . . . . . . . . 11
Petrala, Winter & Associates  . . . . . . . . . . . . 27
RBC Dominon Secruties  . . . . . . . . . . . . . . . . 23
Sittler Demolition  . . . . . . . . . . . . . . . . . . . . . 42
Staebler Insurance  . . . . . . . . . . . . . . . . . . . . 35
Strassburger Windows & Doors . . . . . . . . . . 30
TNT Property Maintenance Inc. . . . . . . . . Insert
Tri-City Readymix Ltd.  . . . . . . . . . . . . . . . . . . 11
Victora Star Motors  . . . . . . . . . . . . . . . . . . . 44
Wiegand Sales Ltd.  . . . . . . . . . . . . . . . . . . . 28
Winmar Property Restoration Specialists  . . . 4

To register, or request additional information please contact 
admin@gvca.org or call 519-622-4822 X120

ADVERTISERS’ INDEX

DEMOLITION         REMEDIATION      ASBESTOS REMOVAL

Tel: 519-581-1351    
Fax: 519-581-5658    info@sittler.ca

120 Randall Dr, Unit E, Waterloo N2V 1C6

DEMOLITION &  ENVIRONMENTAL
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Helping you mind your business.      

The traditional benefits management model leaves you up in the air.
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© 2014 Mercedes-Benz Canada Inc. 2015 Sprinter 2500 144" Cargo Van shown, national MSRP $41,300 including $3,000 cash discount. *Cash purchase
price of $41,596 includes total price of $44,596, after a $3,000 cash incentive. Taxes extra. Total price of $41,596 which includes MSRP of $41,300, 
discount of $3,000 and all applicable fees (Freight/PDI $2,695, admin fee $395, EHF tire fee $25, filters and batteries fee $0.50, air conditioning tax 
$100, OMVIC fee $5, PPSA $75.15). Licence, insurance, registration and taxes are extra. $3,000 discount is only available for 2015 Sprinter Cargo Vans. 
Dealer may sell for less. Offers may change without notice and cannot be combined with any other offers. 2Caution: Crosswind Assist can only act within 
the laws of physics. If the driver exceeds the physical limits, even Crosswind Assist will not be able to prevent an accident. Offer is non-transferable, 
non-refundable and has no cash value. Certain limitations apply. See your authorized Mercedes-Benz dealer for details or call the MB Customer Relations 
Centre at 1-800-387-0100. Offers end on December 31, 2014. Offers may be withdrawn without notice.

The All-New 2015 Sprinter. Retail Price $44,596*.

We don’t just measure efficiency in litres. We measure it in time saved. 
And thanks to the All-New 2015 Sprinter, you’ll get more out of both. 
Learn more about the Sprinter’s efficiencies at TheNewSprinter.ca.

Accommodate more. 
Consume less.

Victoria Star Motors, 125 Centennial Rd. Kitchener, 519 579-4460, www.VictoriaStarSprinter.com
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