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The Business Affairs Issue
Featuring a pro�le on the Canada’s Best Managed
Companies program, as well as articles on
succession planning, wealth management,
employee retention and more.
Pictured are Larry Wilson, Geoff Stephens and Jim Kelly of 
GVCA-member �rm Capital Paving, which earned 
Gold Level Best Managed status in 2013.
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So when I hear from our

members during these

weekly lunch clubs I’ve been

hosting that – on top of

everything they have to

manage as contractors and

business owners – these

companies also have to deal

with clients that can’t – or

won’t – pay for satisfactorily

completed work, I want to

tear out my hair.

I’m not talking about prompt

payment here – although

that’s certainly an aspect of

the discussion. I’m talking

about just plain getting

what’s rightfully owed 

to you.

Why does it take so long to

get paid? Remember not so

long ago when your receiv-

ables came in after 30 days?

Then somehow that got

Anyone who knows me knows that I want
to help. It’s hard enough in our business to
do good, complicated work for a fair price.
It’s even harder to keep up with changing
regulations, new trends and finding and
keeping good people. 

Martha George, GSC

This issue of the Journal

focuses on business affairs. 

I think each of us gets so

wrapped up in the day-to-

day issues and challenges of

running our businesses that

we get distracted from our

original goals. Like me, I’m

sure you sometimes feel

that at the end of the day,

you’ve spent more time put-

ting out fires – meeting

with others, following up on

their requests and answer-
ing their questions – than
you have on any aspect of
your work that actually gets
you further ahead. 

Everyday we need to be ad-
vancing our businesses by
growing, monitoring, resiz-
ing, projecting and rein-
venting them. Everything
has an expiry date, and your
business is no different. For
many people, that date is

There is a marvelous quote attributed to the

Roman philosopher Seneca the Younger that

says, “If a man does not know to what port he

is steering, no wind is favourable.” Attribute

that to anything you wish, but the point of it

remains: planning is everything.

Jeff Shantz, GSC

MESSAGE FROM THE CHAIR

MESSAGE FROM THE PRESIDENT

the day that you decide to
call it quits, when you as an
owner decide to hand over
control of everything to the
next keen entrepreneur with
stars in his or her eyes.

If that’s your goal – and it
should be – then you need
to plan for it. Start now. We
all know that, but few of us 
actually develop plans for 
the future. But if you take a
moment to climb above the
weeds, to actually focus on
the bigger picture, you’ll see
there are all kinds of re-
sources out there to help, to
make your business more
attractive to a potential
buyer. We look at one of
them – the Best Managed
Companies designation –
in this issue. 

But there are plenty more 
out there.

Take some time to think
about the big picture, and
do this sooner rather than
later. Shut your door, take
your phone off the hook
and quit your email app if
you have to. Spend a day
at home if you must. But
start thinking about that
plan that gets you to
where you need to be, and
start taking the steps to
get you there. 

pushed back to 45 or even 60

days. Now we’re seeing what

I can only call a corporate

disease of companies paying

90 and even as many as 120

days after receipt of invoice.

Imagine the nerve!

We live in a world of instant

everything: instant commu-

nications, instant payments,

instant bank transfers. So

why in the world hasn’t pay-

ment time from client to

service provider kept pace? 

If anything, it’s moving in

the opposite direction!

Payment is the number one

issue that our industry faces

today. We need to show soli-

darity on this to force

change. We’re contractors,
not bankers or lenders. This
summer, the Canadian Con-
struction Association is 
going to convene an industry
summit on payment and
cash flow in our industry. 
I’ll be there and I’ll share 
my thoughts, and I’ll look
forward to reporting back 
to you on this disease in 
our industry. 

May the winds befavourable

Out to lunch: payment terms
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Downey Road
Guelph, ON
Value
$898,800

Project Details
The City of Guelph has

sold a piece of property in

the Hanlon Creek Busi-

ness Park to Halwell Mu-

tual Insurance Company
for $898,800. The net sale
price after commission is
$853,860. Halwell is plan-
ning to build a 1,394
square metre building on
the site for its head office,
the report states. The new
building will replace its
current building on Wool-

wich Street. Halwell has

21 staff and hopes to grow. 

Once constructed, the new

building will generate 

between $80,000 and

$100,000 in property tax

and $138,300 in develop-

ment charges. Halwell

purchased almost two

acres of land on Hanlon

Creek Boulevard near the

intersection of Downey

Road. 

The city will help Halwell

with site plan and building

permit applications when

they are ready to build, the

report states. 

GVCA’s Crystal Ball Report is a unique and insightful member service. Updated daily by

GVCA staff, the report tracks planned projects during the pre-bidding phases, following

them from concept to design to prequalification, construction and completion.

Crystal Ball Report: 
Unmatched Construction Intelligence

Halwell Mutual Insurance Company

Building Canada’s Future Since 1923                                       519-742-5851        www.ballcon.com

Reputation and
Legacy

See what Trillium
Mutual Insurance,
President & CEO 
Joe Dietrich says
about our work by

scanning this QR code, or go to:
www.youtube.com/BallCon4Trillium Mutual Insurance Company, Listowell

LEED Gold certified, 24,400
square foot, on budget in
less than 10 months.
That’s how Ball rolls!
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majority of the estate’s value,
resulting in significant EAT.
These companies are usually
relatively small and closely-
held, and the other share-
holders will not require the
executor to obtain probate to
deal with the shares. If the
deceased shareholder has
only one will, however, and a
Certificate of Appointment
is required for that will, the
value of the shares must be
included in the calculation
to determine the EAT.

The solution: prepare one
will for other assets that are
likely to require probate, and
a second will for private
company shares, which will

not need to be probated.

Take the following scenario

as an example. The testator

creates one will to deal with

his assets, which include a

house worth $500,000, in-

vestments worth $100,000,

and shares in a private busi-

ness valued at $500,000.

Based on the above EAT

formula, upon his death,

there would be approxi-

mately in EAT $15,500 in

owing. If, however, the testa-

tor creates a secondary will

to deal with the private 

business shares, he saves 

approximately $7,000. 
The estate executor (also
known as an estate trustee) is
often required to obtain a
Certificate of Appointment
of Estate Trustee from the
Court in order to deal with
assets of a deceased person in
Ontario. Usually, the execu-
tor is required to obtain such
a certificate when the estate
assets exceed a certain value
or the estate contains certain
types of property, such as real
estate or publicly traded
stocks. While the executor
derives his authority from
the will, third parties (banks,
purchasers of real estate, etc.)
will often require a certificate
for various reasons: it pro-
vides proof of death, it pro-
vides comfort that the per-
son with whom they are
dealing does have authority

to deal with the assets, and it
protects them from liability
if a more recent will is later
found with a different execu-
tor and/or different 
beneficiaries.

EAT is payable upon apply-
ing to the Superior Court of
Justice for the Certificate,
and is based on the following
formula: $5.00 per $1,000 on
first $50,000, and $15.00 per
$1,000 thereafter. Ontario’s
estate administration taxes
are the highest in Canada. 

Most estates contain a mix
of assets: investments, bank
accounts, real estate, per-
sonal effects and, for some,
private company shares. The
values of private company
shares can be significant and
often will comprise the 
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LEGAL ISSUES

Dual wills (also known as primary and 

secondary wills) are a tool for significant

savings on estate administration tax (EAT),

formerly known as probate fees. 

The importance of dual wills
for corporate shareholders

Benefits of Primary & Secondary Wills

Primary Will Secondary Will

ASSETS
House: $500,000
Investments: $100,000

ASSETS
Shares: $500,000

Estate Administration 
Tax:
$8,500

Estate Administration 
Tax:
$0

Lisa Toner is a lawyer with Sorbara, Schumacher, McCann LLP,
specializing in wills, estate planning, estate administration and 
estate litigation. She can be reached at 519.741.8010 and
ltoner@sorbaralaw.com.

This is a significant amount of tax savings, which also leaves
more in the estate to be distributed to beneficiaries, rather than
to the government! 
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MARKETING & PROMOTION

                                  If you’re like many contractors, you probably roll your eyes about the

                               idea of using social media. You might say it takes too much time to 

                            populate or that no one will follow or like the content you post, or you

might not be convinced of its benefits in the first place – especially if you’re a company 

that lives off lump-sum, low-bid work.

embrace 
social media?

The reality is, whether you like social media or not, it’s not 
going anywhere. These are the tools that more and more busi-
nesses – consumer businesses as well as those that serve other
companies – rely on to get their messages out to the crowd. 
It’s easy to do. It’s affordable to do. It’s popular, and best of all:
you control every minute aspect of your followers’ experiences.
No other medium brings together those components to quite
the same degree. Still not convinced? Here are three more 
reasons to take the plunge. 

Ask your peers if they’re into

social media and a few might

tell you that LinkedIn is

about as deep as they want to

go. They’ll tell you it’s a good

tool for making and strength-

ening personal and business

connections, which is true. It’s

also a great tool for fostering

professional connections with

other partner companies or

clients, and for sourcing new

hires. But LinkedIn isn’t the

only place people turn for

company information – and

it’s not nearly as well suited to

other kinds of information.

For example, Facebook gives

you a good opportunity to

share more photo- and video-

rich content in a less stodgy

environment, while Twitter 

is the platform most use to

make more immediate con-

nections with companies 

and people they like and 

who might be partners in 

the future.

Use social media to interact
with people and companies.
Share your thoughts and 
invite people to comment.
Start discussions about 
goings on at your company
and subjects of interest to
your industry. Make friends.
Interact with other people

and companies. Doing so
builds your social media
credibility and your follower
base as a result. The more 
effort you put into asking
questions and answering
other people’s questions, the
more you attract attention 
to yourself.

Your social media feed should
be about your company first
and foremost. So use it to
highlight the good work
you’re doing. Announce proj-
ect wins, congratulate em-
ployees for jobs well done,
post progress videos, and
share completed photos. Do
all these things to show the
world that you’re a company
that is keen to show off its

great work. And then do
more. Share your opinions
and ideas on trends and top-
ics that are – and this is criti-
cal – relevant to your industry.
By all means: comment on
why you think BIM works
for small contractors, but stay
away from updating us on
why you think the Leafs’
trading Phil Kessel was a 
bad idea. 

1. It’s a great networking tool.

2. It’s a forum for interactions.

Listen, social media is here to stay.Those
who say they don’t need it are in the same
boat as people 15 years ago who said they
didn’t need websites. You wouldn’t dream of
launching a business without a website today
and in a few years’ time, you’ll say exactly
the same about social media. 

Embrace it. Use it to your advantage and reap
the rewards. It’s one of the purest, most effec-
tive and most affordable tools you will ever
have at your disposal to build a strong brand.

3. Use it to share information.

Why
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TECHNOLOGY & INNOVATION

Let’s face it, when it comes to construction

technology there is a huge disparity in

terms of adoption across our industry.

While some companies are making the

front pages of magazines for their use of

hot new technologies like augmented real-

ity and drones, others are still struggling to

rollout solutions that seem like they’ve

been around for years. 

Tech-savvy 
construction 
teams:
it’s a mindset, 
not a skill

When talking about the
large technical divide in
construction, budget is typi-
cally excuse number one,
but frankly, technical ability
is a close second – if not a
contender for first. This is
because the lack of techni-
cal ability on a team can
make the idea of rolling out

new software seem far more

daunting and expensive

than it needs to be. Ques-

tions like, “what if we buy

software and no one uses

it?” and “who will manage

the rollout?” fill the halls

until ultimately a decision is

made: do nothing. 

Considering this situation,
many construction compa-
nies have come to realize that
a more technically savvy team
will lead to simpler and more
cost-effective change man-
agement. These companies
have begun seeking out new
hires that have good techni-
cal skills in addition to the
industry chops to make them
successful in their roles.
However, these tech-savvy
people with a background in

construction are very hard to

find. They are unicorns –

we’re not even sure they exist!

The truth is, when it comes

to technical ability, what you

should really be looking for

is a mindset, not a hard skill. 

Because of the rapid changes

taking place in construction

technology, skills can be

fleeting, whereas the ability

to learn will never falter. 

Why is the technical divide in construction so large?

What can we do about it?

Phil Yeo of Melloul-Blamey uses his tablet on site at the Solstice Condos project in Guelph. Photo by Marqui Dixon, Bridgit Inc.

GVCA-Journal_July-August_2015_V9.qxp_Layout 1  2015-08-10  10:38 AM  Page 8



GVCA Journal   July/August 2015    9

TECHNOLOGY & INNOVATION

Kevan Thompson 
Industry Leader, 

Vice President Construction

Phone: 519-650-6363 ext. 41552 
Toll free: 1-866-578-6030 

kevan.thompson@cowangroup.ca 
www.cowangroup.ca

CONSTRUCTION

Construction
Insurance &  
Surety Specialists

programs
 

surety solutions
 

management team

Here are three important traits to look for in
new hires when trying to build a technically
competent construction team.

1. The ability to learn
Most new technology being developed today is built
with the end-users in mind. This means that these tools
are purposely designed to be easy to use for people with
a range of technical experience. In addition, the steady
increase in online learning resources available means that
it’s possible to take introductory level courses on just
about every technology out there, many of which are 
offered free of cost. 

If an employee has the ability to learn new skills, and
your company promotes a culture of learning on the job,
then there is no limit to the technology that a new 
employee can master.

2. Openness to change
Learning once and becoming an expert is one thing, but
the ability to constantly evolve and learn at the pace of
industry changes is an extremely valuable skill in its own
right. Because of the rapid changes in construction tech-
nology, employees who are excited by the idea of change
and are encouraged to stay on top of new trends will be
valuable assets to any team. 

3. Patience
At the end of the day, learning any new skill takes time
and requires patience. Sometimes it will be the patience
to learn the skill and other times, the patience to help
coach and train fellow team members. Regardless of the
situation, a calm and collected attitude will go a long way
towards building an environment that is conducive to
constant learning. 

The next time it comes to hiring a new team

member and the idea of finding a “techni-

cally savvy industry expert” is raised, you’ll

know what to do. Remember these three 

important traits and try to determine if the

role being hired for really requires hard tech-

nical skills, or if simply having the right

mindset will do the trick. 

This article was written by Lauren Hasegawa, co-founder of
Bridgit. Bridgit focuses on developing mobile-first solutions for the
construction industry that help relieve on-site pain points, such as
punch list management. Lauren can be reached at 
lauren@gobridgit.com and 647-400-9948.
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SAFETY IN CONSTRUCTION

If you’ve been living under a rock lately, you’ve probably not heard

that the Ontario government is stepping up efforts to curb injuries

and deaths from falls on construction sites. The Chief Prevention

Office of the Ministry of Labour is the agency tasked with beefing

up safety practices across all industries, and has made safety in 

construction a target of its efforts. 

PROTECT YOURSELF FROM THE Beginning April 1, for 
example, it changed the 
requirements for working 
at heights training in the
province. By the second
quarter of 2017, every
worker who works at
heights in construction
must meet the new standard
of safety training. And
that’s just the thin end of
the wedge.

Which got us wondering,
for all the emphasis put on
falls on construction sites, is
it sometimes too easy to
overlook accidents in other
areas of the jobsite? This is
not to ignore the 
significance of falls in the
workplace – they caused
seven of the 20 deaths on
construction sites in 2014 –
but let’s not overlook the
dangers presented by other
major hazards on site.

THE FATAL FOUR
UL Workplace Health &
Safety, an independent
American safety science
company, recently created
an infographic for Construc-
tion Business Owner maga-
zine that illustrates where
the most fatal accidents on
construction jobsites in the
United States occur each
year. Although the statistics
don’t quite match ours in
Canada, they are no less
poignant. Falls are the 
industry’s biggest killer, fol-
lowed by struck-by-objects,
electrocutions and caught-
in or between objects.

Here in Ontario, falls are
the industry’s number-one
hazard, followed by, in
2014, deaths from crushed
or struck by objects, colli-
sions with vehicles and
cave-ins.

Construction’s “Fatal Four” are responsible for 
54% of construction workers deaths each year.

ULworkplace.com

ELECTROCUTIONS 

66

CAUGHT-IN/BETWEEN 

13

FALLS 

279

STRUCK BY OBJECT 

79

Source: OSHA.gov, bls.gov
UL and the UL logo are trademarks of UL LLC © 2014

•  Any time you are working 
at a height of 4’ or more, 
you are at risk

•  Roofers suffer the highest 
rate of fatal injuries— 
38.7 out of 100,000.

•  Excavation and trenching 
workers are more than  
twice as likely to be killed

Know The Facts

This infographic was originally published by Construction Business Owner magazine at www.constructionbusinessowner.com. 
Visit http://www.constructionbusinessowner.com/safety/fatal-4-construction-jobsites to read more.
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SAFETY IN CONSTRUCTION

Staying safe at work
doesn’t have to be a 
difficult thing to do, but 
it does require vigilance
and the willingness to
routinely prepare for,
and check and re-check
against hazards.

Good fall protection
practices start with get-
ting trained up on the
new working at heights

standard, always being
vigilant about wearing
personal protective
equipment, and always
checking to ensure fall
hazards are clearly iden-
tified and, where possi-
ble, remediated.

Staying safe on the
ground is a matter of 
always being aware of
your surroundings and

always wearing highly
visible clothing. If you’re
driving a vehicle onsite,
always check blind spots,
work with a spotter to
help avoid hazards, and
never ever depend on
only your mirrors to see
around you. Turn your
head instead.

Your best defence
against injury and safety

hazards on site is your

brain. Always be aware

of the potential for safety

hazards on site and al-

ways ask yourself if

there’s a safer way to

work. By staying aware

and vigilant, you can

help reduce the numbers

associated with con-

struction’s Fatal Four. 

Polished Concrete
Epoxy Coatings

Industrial Commercial
1 - 888 - 738 - 6606

bnecontractors.com

SIMPLE SOLUTIONS

It’s never too early to start thinking about 
business succession:

How can you maintain family harmony? 

Should you sell or pass the business 
on to your children?

How can you protect yourself from 
unexpected events?

RBC Dominion Securities Inc.* and Royal Bank of Canada are separate corporate entities which are affiliated. *Member-Canadian Investor Protection Fund. RBC 
Dominion Securities Inc. is a member company of RBC Wealth Management, a business segment of Royal Bank of Canada. ®Registered trademarks of Royal 
Bank of Canada. Used under licence. © RBC Dominion Securities Inc. 2014. All rights reserved.

RBC Dominion Securities Inc.

SET YOUR BUSINESS UP FOR LONG-TERM SUCCESS

A professional with 20 years of experience at 
RBC Dominion Securities, Erica can help you 
and your family answer these questions and more. 
To arrange a consultation, contact her today.

ERICA TENNENBAUM, CFP, FCSI
Vice President, Wealth Advisor 
and Associate Portfolio Manager
519-621-1307 
erica.tennenbaum@rbc.com 
www.ericatennenbaum.com

GVCA-Journal_July-August_2015_V9.qxp_Layout 1  2015-08-10  10:38 AM  Page 11



SUCCESSion

12 GVCA Journal   July/August 2015

Setting up your business for

FINANCIAL FOCUS

As a business owner, you expect your business to not only support your family but also to

fund your retirement. Those who get the most out of their businesses upon retirement 

prepare succession plans that line up with their business strategies, are driven by their goals

and are revisited over time. In order to have a successful succession plan, the key is time!

WHO should have a succession plan?
With baby boomers now in

their 50s and 60s, there will

be a surge of Canadians

looking to exit the workforce

soon. Those who also own

businesses need time to plan

their exit. Are you a business

owner who is five years away

from wanting to retire? Start

planning your exit today. Are

you a younger business

owner with 20 or so years
before retirement and a fam-
ily?  Then you may want to
consider setting the business
up for tax savings that can
help with your succession
plan in the future.

The message is clear: it is
never too early to plan to
ensure your business is 
your legacy.

WHEN should I start planning?
In general, it is never too
early to plan and the length
of time needed will increase
the more complicated the
corporate structure. “Time
buys opportunity!” says Katie
Cheesmond of RLB. By
planning early, you leave
yourself with more opportu-
nities to access strategies for
sizeable tax savings, to find
the right people to transition
the business to and for cash

to be generated to pay those
exiting the business. A good
general rule is to start plan-
ning your exit from your
business five years before you
want to retire. This ensures a
plan can be prepared that
minimizes tax by using some
tax planning strategies like
capital gain exemptions and
deferrals. Leaving the plan-
ning too late can drastically
reduce potential tax savings.

WHERE should I start?
A good place to start is to
think about what you want.
How much do you need to
retire? Who would you like
to take over the business?
Once you have an idea of
what you think will work
for you, the hard part
starts: gaining buy-in from
all those who will benefit
or be affected by your plan. 

It can be useful to meet
with professionals (lawyers
and accountants) early on
to help you draw out all the
details of the transition.
These professionals can

also be helpful in dis-

cussing the plan with those

affected by it.

Planning a business exit is

a time where emotions run

high for the owners, their

families and their employ-

ees. This means it is very

important to explain the

plan to those stakeholders

throughout the process.

Keeping lines of communi-

cation open – even bring-

ing in a third-party facili-

tator – can help ensure a

successful succession.

Most importantly, planning can provide you with

the most after-tax dollars for your retirement. 

Investing some time up front can drastically 

increase the amount of money in your pocket

when you retire.

WHY bother planning?
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Written by Kimberly Aitken, CPA, CA and Wayne Root, CPA,
CGA, Construction Team Leaders at RLB LLP. For further 
information, they can be reached at (519) 822-9933 or visit rlb.ca.
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FINANCIAL FOCUS

WHAT are my options?

The best option will be 
different for each business,
but there are several options
available to transition a busi-
ness. The most common are
transitioning the business to
the next generation of family,
a key employee or manage-
ment buy-out or a sale to a
third party. Each option 
has its own challenges and
benefits. Some items to 
consider are:

• Do your children have the
skills (together or individu-
ally) to run the business
successfully? Can they
learn the skills needed? Are
they interested in running
the business? What portion

of the business will be

bought by the children and

what portion inherited?

• Are the key employees

willing to become business

owners? Do the employees

have all the skills necessary

to run the business? How

will the buy-out be funded?

• Are you comfortable with

your business being sold to

a competitor? Should you

sell the assets? Or the

shares?

You must decide what strat-

egy is best for your piece of

mind and allows you to retire

comfortably.

If you are still early in your career and trying to build

a business or career, this time of large-scale retire-

ment is a great opportunity. If your goal is to become

a business owner, this could be a good time to look

at buying a business where you can be an entrepre-

neur while benefiting from the knowledge and suc-

cess of the baby boomers.

Planning is always the key to success in any en-

deavor. Exiting the workforce is no different. Planning

the transition of your business can benefit you finan-

cially while also providing you with piece of mind

that your business is your legacy. 

STILL GROWING your business or career?
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HR MANAGEMENT

Good record keeping is essential
Employers! Keep track of your workers’ hours
and wages – or an employment standards 
officer may intervene and determine what
you owe. A Northwest Territories employer
got off easy in a recent case of poor record
keeping, but the decision sends a clear mes-
sage to businesses across the country.

The adjudicator had to base
his decision on Ryan’s 
evidence that he worked 12
hours on February 6 (10 reg-
ular hours and two overtime),
and the employer’s evidence
of two hours worked on 
February 7. Thus, the adjudi-
cator found 12 regular hours
and two overtime hours were
unaccounted for, and the em-

ployer owed Ryan $530.40
for this time, rather than the
$954.72 the inspector and
officer had determined. Since
the employer had already
paid Ryan $448.80 as his 
final paycheque, the employer
only owed the remaining
$91.60. The adjudicator 
ordered the employer to pay
Ryan this amount.

For four months starting in
September 2011, Barry Ryan
installed sheet metal at the
Fort Smith Health Centre.
His employer, J.S.L. Me-
chanical, paid Ryan $34 per
hour and he worked 60 hours
per week (over six days). He
was paid time and a half for
occasional overtime. In early
February 2012, however, a
dispute caused Ryan to leave
the worksite during his shift.
He did not return.

Ryan made a claim with the
Employment Standards Of-
fice for 25 hours of unpaid
wages from February 5 to 8,
2012. The employer dis-
puted that it owed him 
anything, arguing that he
had not worked the days he
claimed. An employment
standards inspector repeat-
edly tried and failed to get
answers from the employer,
but eventually calculated
that the employer owed
Ryan $954.72. 

In May, the employer sent
the Employment Standards
Office Ryan’s final pay-
cheque in the amount of
$448.80. The inspector
sought Ryan’s employment

records in order to sort out
the difference between the
amounts, but the employer
was not forthcoming. The
employer eventually sent
Ryan’s timesheets to the
Employment Standards 
Office, but the inspector
found them incomplete and
couldn’t determine whether
the employer had paid Ryan
for the days in question.

An employment standards
officer took over the case
and, based on Ryan’s evi-
dence, also concluded that
the employer owed Ryan
$954.72, less the $448.80
paid in May. The officer 
ordered the employer to pay
Ryan the remaining amount,
$505.92. The employer 
appealed the order to the
Labour Standards Board, 
arguing that Ryan did not
work on February 5 because
it was a Sunday and that was
the one day of the week he
never worked; he only
worked two hours on 
February 7, because that was
the day he left the site pre-
maturely; and he didn’t work
at all on February 8, because
he didn’t return to the site
after he left the day before.

Facts of this case and ruling

Four key issues

The board adjudicator re-
duced the case to four issues:

•  Did the employer provide
the Employment Stan-
dards Office all the finan-
cial documentation that it
required in a timely 
manner? 

•  Did Ryan abandon his 
position without prior no-
tification to the employer? 

•  Did Ryan receive payment
of wages for all the hours
he worked during his last
days of employment with
the employer?

•  If Ryan did not receive 

full payment of wages,

what was the amount he

was owed?

The first issues were clear:

the employer had failed to

provide complete informa-

tion promptly and Ryan had

left his job without notice.

However, without the com-

plete employment records,

neither the officer nor the

adjudicator could determine

whether the employer had

paid Ryan for his final days:

February 6 and 7.

Keep good records!

Obviously, it’s important to document employee

records for compliance with the law, but an 

intelligent employer should recognize the value

of having this information in its hands and 

being able to access and understand it. When

disputes arise, it is crucial to have clear and 

verifiable information to ascertain when and

what an employee has been paid.

This article was written by Adam Gorley, Editor, HRinfodesk.
For questions or comments, please contact Yosie Saint-Cyr,
Managing Editor at editor@hrinfodesk.com.

Adjudicator finds for employer
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Annual Golf Tournament

LinC Golf Tournament
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Cosponsored by Deloitte, CIBC, the
National Post, Queen’s School of Busi-
ness and MacKay CEO Forums, the
program asks companies to explore and
express the particular characteristics that
make their operations, their people, their
strategy and their bottom line unique
and highly successful. Those that meet
the program’s rigorous criteria and finish
among the top 50 in the country earn
the right to say they provide best-in-
class services to their customers and sup-
ply-chain partners, and superior work
environments to their people. For their
efforts, they also earn the right to display
the Canada’s Best Managed Companies
logo on all their marketing materials –
something that helps build credibility for
their operations when dealing with
clients and partners here in Canada 
and abroad.

Not only winners win
What’s remarkable about the Canada’s
Best Managed Companies program is
that even those businesses that don’t win
– and there are dozens each year – bene-
fit. Participation alone in the program
gains them access to valuable insight

from professional coaches who can help
guide leaders’ thinking about four key
business-development issues: strategy,
capability, finance and commitment.

“Every company that passes the initial
application process and is accepted into
the Best Managed Companies program
is assigned coaches from Deloitte and
CIBC,” explains Dlane Gilpin, a partner
in Deloitte’s Kitchener office. “These
coaches are tasked with helping the

company study, develop and refine their
approaches to the four program corner-
stones.”

Out of the leaders’ minds
and onto the page
When running a business, it’s all too easy
for leaders to focus on the everyday tasks
of working in the business, rather than
working on the business. They build
strategies and plans that are fully devel-
oped in their own minds, but which are
seldom put on paper. The coaches in the
Best Managed program help pull those
strategies out of leaders’ minds and bring
them onto the page. In some cases, the
plans prove to be complete and well ar-
ticulated. In others, the harsh light of day
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E
ach year, the Canada’s Best Managed Companies

program recognizes business excellence in 50 

companies from across the country.

How you can learn from 
Canada’s Best Managed
Companies Program

Even those that don’t qualify as among the 50 best in the country gain by applying to the
program and learning from professional business coaches.

The Best Managed lab
If digging into the Best Managed pro-

gram sounds like a bit much for your

company to handle, Deloitte may have a

solution. The company has developed the

Best Managed Lab, an immersive, one-

day laboratory where company leaders

learn strategies to help them compare

their businesses to some of the Best Managed program winners. 

The lab experience dives into modules on leading practices, 

barriers and challenges, self-assessments and initiative planning.

At the end of the session, leaders will be able to employ the prac-

tices used by some of Canada’s Best Managed companies and

build a framework for continued growth and improvement.
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finds them lacking, or poorly expressed.
Professional coaching from Deloitte and
CIBC helps find and fill in any gaps.

“Of course, companies are disappointed
when they don’t win the Best Managed
designation,” says Gilpin. “But once that
initial feeling wears off, and the leaders
have time to reflect on just how far they
have taken their businesses, they under-
stand that they’ve gained in very valuable
ways, and they can’t believe how far
they’ve come.”

Not for everyone
Understandably, the Canada’s Best Man-
aged program is not for every company.
Applicants must be privately held, Cana-
dian-owned business with annual rev-
enues of at least $10 million. Once 
accepted, the hard work begins. Compa-
nies work with their coaches to develop
coherent and compelling statements
about their performances against the
four cornerstones.

Gilpin estimates that the average appli-
cant dedicates the equivalent of a full
week’s worth of work for one full-time
employee just to the task of writing the
program statements. This is to say noth-
ing of the time required to bring the
company leaders together to brainstorm
and align on the key points that need to
be expressed in the document. In short,
it can be a big commitment.

Apply today!
Applications for the Canada’s Best
Managed Companies program are now
open. Those new to the program will
have to complete their Phase I applica-
tions by September 18. Those selected
to move on to Phase II – in which they

work with coaches to develop strategy
statements – will be asked to submit fi-
nal documentation in October.

Good luck!
For more information, visit 
BestManagedCompanies.ca. 

The four cornerstones
For the past 15 years, evaluators from the Canada’s Best Man-

aged Companies program have used a framework for assessing

applicants’ business merits that is founded on four cornerstones:

strategy, capability, commitment and finance.

Strategy is about not only hav-

ing a sensible strategy in place,

but also making sure the plan

makes sense, is well expressed,

is properly articulated to staff,

and contains metrics against

which company performance

can be measured.

Commitment is about aligning

people and bringing each

around to pulling in the same

direction. It is also about in-

vesting in leadership – not just

at the top of the company, but

also in the middle, where fu-

ture leaders are cultured.

Capability is about execution.

It measures the kinds of tools

companies use to deliver on

their strategies, such as inno-

vation, project management

and motivating talent.

Finance is about having a

strong balance sheet and

demonstrating good reporting

and good controls.

Kitchener  | Burlington  Stratford|

MTE Consultants

www.mte85.com

Thank you for

30 years,
GVCA members
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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

Capital Paving Inc. didn’t initially set
out to become one of the Best Managed
companies in the country. In fact, the
company owners may have never even
applied for the designation were it not
for a gentle push from within.

“Some of our employees actually came
to me and suggested we apply for the
program,” recalls president and CEO
Geoff Stephens. “We knew we did good
work, we had enjoyed a great deal of
growth, and we had won a number of
industry awards, so we thought the time
was right to compare our performance
against companies in other industries.”

That was in 2009, and although Capital
Paving wasn’t successful on that first
foray, the group wasn’t deterred. They
realized how much they learned – about
their business and their processes – dur-
ing that initial application, and it made
them only hungrier to succeed the fol-
lowing year.

“The coaching and the mentoring we

received from Deloitte and CIBC was
beneficial,” says Stephens. “They
pointed out to us the areas of our busi-
ness where we were strong and where
we were lacking. More than that, they
helped our leadership group understand
and buy into the idea of what best man-
aged companies do. That idea resonated
with us and helped us understand how
ideas like strategic planning and com-
munications are things that you do
rather than things you talk about.”

Capital Paving reached the 50 Best
Managed Companies winners’ circle in
2010 – and they haven’t looked back
since. Indeed, in 2013 they earned the
Best Managed Gold Standard designa-
tion, an honour bestowed on companies
that maintain their Best Managed sta-
tus for at least four years.

Being acknowledged as one of the
country’s Best Managed companies has
made a tremendous difference in Capi-
tal Paving’s operations, says Stephens.

Of course, it’s a badge of pride for the
company and its current (and prospec-
tive) employees – proof positive of the
exceptional work environment the com-
pany offers. It’s also led to business rela-
tionships with other Best Managed
companies – names such as EllisDon
that are known as industry leaders.

More than these, it has opened doors to
new opportunities and even better rela-
tions with clients, suppliers, trade con-
tractors, bankers and bonding and in-
surance companies, all of whom
appreciate the value of working with a
company known to be among the best
managed in its field.

“It’s simply made us a more professional
company,” says Stephens. “Earning and
maintaining the Best Managed designa-
tion has been well worth the time and
energy we’ve put into the application
process year after year. I’d encourage any-
one thinking about applying to take the
plunge. This is an award that matters.” 

Capital
Paving
ONE OF CANADA’S BEST MANAGED COMPANIES

E
arning its designation in 2011 –

and maintaining it since – Capital

Paving has opened all kinds of doors

for the GVCA-member company.
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MTE Consultants Inc. celebrates its 30th anniversary

It’s All About Our People

Ted Rowe joined MTE in 2007. In
2010, he was named president of the
company, which is jointly owned by
more than half of its employees.

“We are based in Southern Ontario,”
says Rowe. “Our mandate since day one
has been to serve this region. Although
we do projects across Ontario, through-
out Canada and into the United States,
the largest focus of our work is in
Southern Ontario.”

MTE has grown over the last 30 years
mostly through mergers and acquisi-
tions. This approach has enabled the
company to diversify and expand its
service offerings into new markets –
and strengthened operations.

“Our strategic advantage is being an em-
ployee-owned company. It relates directly
to our people,” says Rowe. “We work
where we live, so our employees work in
their own backyards. Outside work, they
live and play in the same region so there
is a strong sense of community involve-
ment. This principle applies to all three
of the regions where we currently have
offices – it’s all about our people.”

When it came time to celebrate the
company’s 30th anniversary this year,
MTE asked staff how they would like
to recognize the occasion. Their answer
was loud and clear: they wanted to give
back to the community. Staff provided
suggestions of the charities and organi-
zations they would like to work with
and support. Over the next few
months, MTE personnel will give back
in 30 ways. By, for example, providing
in-kind services to the new Haven
House in Cambridge, participating in
build days with Habitat for Humanity,
donating at blood banks, and lending
their time and support to many other
local organizations – big and small.

Asked to comment on the major 
developments in the construction 
industry that have impacted the way 
in which MTE does business, Rowe
puts increased regulatory obligations 
at the forefront. 

“This continues to change, be it the
building code or government legisla-
tion,” he says. “It seems to be always
tightening up. So, from our perspective,
just being on top of these changes has

impacted on how we provide our serv-
ices and more importantly the services
that our clients require from MTE.”

The recent change to the Ontario
Building Code that allows for design
and construction of wood-framed
buildings up to six storeys has been an
important change for MTE. They are
at the leading edge of such design. The
change responded to advances in 
design technology as well as public
pressure for affordable housing. Taller
wood-framed structures are more easily
built and can have more favourable
price points.

Sustainability and green initiatives have
also changed how MTE delivers serv-
ices. Rowe says it is a big component
incorporated within the company’s 
design work and in nearly all its 
service offerings.

“As far as the future goes, MTE is 
excited to continue to be a trusted 
partner with all our industry peers and
stakeholders: owners, developers, con-
tractors, agency reviewers or consult-
ants,” says Rowe. “MTE will continue
to get stronger and we are in a strategic
part of the province from a construc-
tion perspective.”

As the local economy continues to 
improve, MTE will be well positioned
to ride Southern Ontario’s wave of 
economic growth. 

F
ounded in 1985 by Bruce Scheifele as a civil engi-

neering firm focused primarily on land development

projects within Waterloo Region, MTE Consultants

has grown into a multifaceted engineering, scientific

and surveying company with nearly 200 employees.

Giving blood was one of the ways the employees of MTE Consultants chose to give back to their community and celebrate the company’s anniversary.
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Modules in both the Construction
Best Practices programs include:

1. Injured Worker? Successful WSIB
Outcomes for Construction 
Workplace Injury Claims

   This course delivers information on

how to manage workplace injuries to

prevent negative financial impacts on

the company. It combines a review of

the WSIB protocols and a practical

component in the completion of

forms. You’ll also learn how to man-

age the case of the injured worker 

and how to use the WSIB help 

available to you.

2. Taking Care of ‘Bad Seeds’: 
Successful Outcomes for 
Construction Workplaces 
Experiencing Employee Issues

   Are you a nice guy that prefers not to

deal with conflict and hopes that dif-

ficult workplace problems will eventu-

ally just sort themselves out? If you

are, you know that’s not always the

best strategy.

   Dealing with workplace conflicts is

hard. This course gives you the tools

to do that. In it, you’ll look at who

are the bad seeds, what they do and

the impact that they have on other

workplace parties. You’ll also learn

how to identify these employees and

explore the consequences of just

plain looking the other way.

3. Handling Workplace Violence 
and Harassment in Construction: 
Preventing Escalation

   As an employer, you are obliged by

law to address workplace harassment

and violence. But do you know how

to respond to a complaint, or how to 

educate your staff about harassment? 
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Introducing

GVCA’s executive 
                 certificate
                 program

Training for company
executives and managers
that is specific to the
challenges of our industry.

W
hat’s the best way to make your business more

profitable, more efficient and more successful?

By making your team the best it can be and

making yourself the best leader you can be.

Beginning this fall, the GVCA will offer a tailor-made certificate program for con-
struction leaders. Entitled Construction Best Practices: Foundations of Employee
Management, the certificate program will be offered in two forms. A five-course 
program is designed for company managers, while the seven-course package is aimed
at executives. Each program will be run by Safety Works Consulting Inc., the same
company that leads, among other things, the GVCA’s Safety Groups program.

Beginning this fall, the

GVCA will offer 

a tailor-made

certif icate program for

construction leaders. 
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   In this course, you’ll learn how to
identify your leadership style, whether
your style needs adjusting, and how
your attitude affects your bottom line.

7. Creating Successful Employee 
Engagement

   When everyone pulls in the same 
direction, everything’s possible. On
the other hand, when even just a few
people fall out of alignment, produc-
tivity and profits suffer. This course
explains the basis of employee 
engagement – how to keep people on
task and how to deal with excuses –

and what happens when expectations
are set too high or too low. You’ll
learn about what engagement is in
the construction workplace, how to
get employees back on track, and
what to do when employees can’t
meet their responsibilities.

Get to the next level
If you are serious about taking your
business to the next level, then the place
to start is on your own internal
processes. Ask about the GVCA man-
agement and executive certificate pro-
gram for construction leaders today! 
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   This course explains how simple acts 
of harassment can build into acts of 
violence. It covers what harassment
looks like and the different forms that
violence can take in construction
workplaces, as well as the rights of
workers and the legal obligations on
employers.

4. Mental Health and Your Construction
Workplace: Developing Good Mental
Health Practices

   Mental health is a hot topic and it
impacts all workplaces, even construc-
tion sites. Yet, all too often, people are
told to simply “get over” their prob-
lems, or keep them out of the work-
place. The reality is: it’s no easier to
get over depression than it is diabetes.
It’s a real problem that requires 
specialized help and resources.

   In this course, you’ll learn about how
to support someone with mental 
illnesses, how to identify psychologi-
cal hazards in the workplace, and how
to grow a culture of support.

5. Need To Know Basics When Taking
on Supervisory Roles

   Everyone remembers his or her first
boss. Good or ill, that person left an
impression. Now that you’re in a 
supervisory role, shouldn’t you learn a
bit about how to manage people? This
course is a refresher on the things that
make good managers and supervisors,
how the law has changed since you
were a green worker, and your 
accountability under the law.

Modules in only the executive 
program include:

6. The Impact of Your Attitude 
on Your Employees

   We all know that the way we conduct
ourselves says a lot about who we are.
The same is true at home, in public or
at the office. The thing is, our leader-
ship styles and attitudes can affect our
business outcomes. To be an effective
executive, you need to know what
you’re good at – and what you can 
do better.

CONSTRUCTION
SPECIALTY PRODUCTS

D. WAYNE WIEGAND SALES LIMITED
Wiegand Sales Ltd. has enjoyed serving the quality

contractors in the area for over 25 Years! We are proud
to be suppliers of top-quality brand name products used in the

ICI construction industry. Examples are:
Rigid Perimeter & Masonry Insulations
Air Barriers & Masonry & Reinforcement

Welded Wire Reinforcement & Poly Vapour Barriers
Waterproofing Membranes, Sealants & Coatings

Cementitious & Epoxy Grouts & Anchoring Resins
EIFS Exterior Stucco Systems & Mouldings

3 1 Sheldon Drive, Cambridge, Ontario N1T 1B1

Phone: 519-622-3422 E-mail: wiegandsales@bellnet.ca Fax: 519-621-0846
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3. Host a career event
Want a great way to stand apart from
the pack by showing off your brand to
prospective employees? Host your own
careers event. Invite job applicants to
come by your shop for an open house.
Show them the facility and introduce
some of the staff. See who looks promis-
ing and who might be a good fit – all
while showing off the uniqueness of
your space.

4. Remember that it’s all
about the employee
Woe betide the contractor that believes
a worker is lucky to have a job. That’s
just not the case anymore. In fact, quite
the opposite is true: the contractor is
lucky to have the great worker. So stop
thinking in terms of just offering jobs,
and start thinking in terms of building a
great place to work. Review your salary
structure, benefits and other perks, and
think about ways you can set your space
apart from your competitors’.

1. Always be
recruiting
Most companies fall
into the trap of hiring
only when they have

positions to fill. This makes sense on
one level: you keep operations as lean as
possible. Yet it also means that when
the time comes to hire, you’re picking
only from the crop of talent that’s cur-
rently available. In other words, the best
person for your job might have been on
the market a month before you needed
him, and now he’s been snapped up by
your competition.

The solution? Always be recruiting. 
Use your networks to reach out to good
workers as they become available. Don’t
poach from other contractors, but do
ask them to refer good people when
they become available. Also, offer hiring
incentives to encourage current employ-
ees to refer people they know.

2. Create a hiring
website
The web is the first place most people
turn when looking for jobs. The trouble
is, information online is unfocused and
wildly divergent. What’s more, company
websites focus too much on the
strengths of their businesses without
saying anything about the fantastic work
environments they offer. Set yourself
apart from the pack by building your
own careers webpage. It doesn’t have to
be something fancy, but it should ex-
plain – in sincere terms – the great work
experience you offer. Skip the part about
competitive benefits, and actually tell
people about the great ways your people
work and play together.
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Tips and tricks for finding
– and keeping – good workers

H
uman resources is a hard business. It’s difficult 

to find good people and, in today’s industry,

harder still to keep them. Skilled worker short-

ages mean that employees are even more mobile

today then they ever were. And this says nothing of the

shortages that exist for good management types: supervi-

sors, project managers and estimators. All of them are in

short supply, and won’t hesitate to haul up stakes for an-

other job if they feel your company isn’t a good fit.

We’ve come up with a few suggestions to help you find and keep good workers.
Tips and tricks to use today and long-term strategies to be implemented gradually.

Build a career website, make your culture about your people – and five other suggestions for making your company an employer of choice.
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5. Communicate
Most people quit jobs because they
feel like management doesn’t listen
to their concerns or give them
enough positive feedback. You can
change that by simply communicat-
ing with your people. This can be as
easy as praising people for accom-
plishments, or as involved as hosting
regular staff meetings to talk about
what works and what doesn’t. The
more you reach out and listen to your
people, the more engaged they will
be – and the more likely they are to
stick around. 

6. Innovate
If you think that
technology doesn’t
matter to new
workers, you’ve got
another thing
coming. It’s a key

differentiator. Graduates evaluate your
company based on your website and
your presence on social media (you do
have a social media presence, don’t you?).
They use that information before any-
thing else to decide if they want to work
for you. If you are lucky enough to hook
one of these workers and give them a
job, then they are also going to want to
see you commit to technological ad-
vancements in the workplace. And by
this we mean doing more than updating
Windows Explorer every now and
again. Show you’re on the leading edge
of technology by investing in hardware
that younger workers are going to want
to use – smartphones and tablets are at
the tip of that iceberg – as well as soft-
ware that helps them get those jobs
done and allows them to innovate.

7. Show them the path
If a worker can’t see opportunities for
advancement in your company, he or she
isn’t going to stick around. You have to
clearly explain to good workers where
the growth opportunities are in your
company, and what they can do to get
on these paths. 
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But if you’re like most construction
business owners, that’s about all you’ve
done. Because whenever you get down
to actually fleshing out your plan – in
your mind or on paper – the phone
rings, an email arrives, or there’s a knock
on the door, and it’s something urgent: a
missed site delivery, a grumpy client, a
call to pick up your sick kid at school.
And so ends your latest attempt to plan
how to hand off your legacy.

Advice abounds
To be fair, succession planning isn’t easy.
There are a host of books and articles
written on the subject and a crowd of
experts – from all manner of profes-
sional fields – that can give you sage ad-
vice on the logistical, social and financial
aspects of planning. “Start today,” some
say. “Start five years before you want to
leave,” others say. “Start the moment you
launch the business,” still more will tell
you. There are as many strategies out
there on how to go through the process
as there are experts in the field.

It’s not hard to get good advice about
succession planning. Once you get the
ball rolling, it gains momentum. The
plan grows and develops. The trick is
getting the ball started: getting past the
inertia of not wanting – or not having
the time – to get the plan done. 

Michael Mangum is a senior consultant
with FMI Corporation, a management
consulting firm that specializes in serv-
ing clients in the construction and engi-
neering industry. He is also the former
president and CEO of two construction
companies, and someone who has lived
the process of handing over a family
business from one generation to another.

Why you fail to plan
Mangum and his colleague Jake Appel-
man co-authored a paper entitled, But

They’ll Never Retire: Overcoming Man-

agement Succession Procrastination which
looks at the reasons why business own-
ers don’t or won’t or can’t get around to
the business of planning to hand off
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F
ace facts: if you’re like most construction business

owners, you’ve thought about succession planning. 

In the back of your mind somewhere, you’re aware 

that you’re not going to be around to run your com-

pany forever, and that you should probably take some time to

think – really sit down and think hard – about how you’ll

hand off this wonderful asset of yours to the next company

leader. Maybe you even have someone in mind to replace you:

a great project manager, a senior estimator or someone else

who really understands the company and has good seniority.

their companies to the next generation
of leaders. According to them, there are
a host of reasons why business owners
fail to plan for succession. Here are four.

1. It’s not urgent
In his widely cited booklet, The Tyranny
of the Urgent, author Charles Hummel
suggests that many of us have problems
with establishing and sticking to priori-
ties. We deal with what is urgent as and
when these matters develop and we
neglect those things that are important.

Imagine a conventional X/Y graph
where the X axis measures importance

and the Y axis tracks urgency. According
to Mangum, most business leaders are
good at dealing with tasks that are 
urgent and important: for example 
responding to a site accident or placat-
ing an angry client. A great deal of their
time, however, is spent responding to
tasks that are not terribly important, but
which are highly urgent, such as answer-
ing emails, making phone calls and 
attending meetings.

All but the best leaders tend to ignore
those tasks that are important, but
which are not urgent. That old adage
about spending more time working in

Why you fail at succession planning

and what you 
can do about it
What’s your biggest problem 
with succession planning? 
Frankly, it’s you.
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your business than working on your

business holds true, and succession plan-

ning very much falls in that quadrant 

of our graph.

“Time is money,” say Mangum and 

Appelman in But They’ll Never Retire.

“Given this world view, what can wait

until tomorrow will wait until tomor-

row; and sometimes, items of potentially

profound significance – including the

management succession process – fall

into that [not urgent but important]

category.”

Good planning and proper delegation –

abilities of any strong leader – are the

tools you can use to overcome the

Tyranny of the Urgent. Leaders should

lead. They must spend time developing

the vision of the business while those 

employed do their everyday jobs. That

doesn’t mean that you ignore a site acci-

dent for the sake of working on your suc-

cession plan, but it does mean your emails

and phone calls and meetings can wait.

2. You’re too emotionally
connected
If you’re the founder of a successfully
contracting business that’s made a good
name for itself, chances are you’ve
poured your heart and soul into the
company. You’ve put in long hours of
toil onsite and in the office – quite likely
a home office for most of the early years.
You’ve learned lessons about the right
and wrong ways to do your jobs. You’ve
had kids and grown them up in the
business. You’ve refused offers to sell 
and glowed with pride when you won
those first multi-million dollar jobs. 
So it’s understandable that you’re 
emotionally invested in the company.
Who wouldn’t be?

The problem is that your emotion
clouds your judgment. It restricts your
ability to think rationally about what’s
best for the company – and for yourself.
As a result, you can’t let go of the com-
pany, can’t conceive of someone else 
taking the reins and – heaven forbid –
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Fumbling the baton
“When construction execu-

tives speak of making an 

effective leadership and

ownership transition, they

often use the term passing

the baton, conjuring an im-

age of a tightly coordinated,

intensely practiced transi-

tion happening smoothly

and effortlessly at high

speed. However, if most 

actual transitions looked like

a relay race, the baton
would spend more time on
the track than in the hands

of the participants.”

Michael Mangum 
and Jake Appelman, 

FMI Corporation
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Succession isn’t easy, especially when you don’t take the

time to make or follow a plan. The experience of one

GVCA member firm, which asked to remain anonymous,

confirms this.

The business was founded by the family father and a

partner. About eight years ago, the partner sold his 

equity in the business to the father, who divided up the

remaining shares to his two sons. The dad held 50 

percent of the business equity; the sons 25 percent each.

Like many second-generation family business employ-

ees, the sons grew up in and around the company. The

elder son in particular showed drive to learn all the 

aspects of the trade and all the jobs needing to be done

in the office. His desire was nothing less than to take 

over his father’s role and his family’s legacy.

For this company, the business of succession began 18

months ago. By the elder son’s own admission, the

process wasn’t ideal. The family members never took the

time to build a formal succession plan. Nothing was put

on paper about changing roles, financial transactions,

client management, employee management, and transi-

tions from one generation to the other. As a result, 

although every sense of the business is very much now

controlled by the younger generation, the process of get-

ting to this point was bumpy. Even today, the retired par-

ents are still very much present in the office every day.

“Our parents don’t have strong social circles,” says the

elder son. “They don’t have hobbies or many good

friends or the desire to travel or do the sorts of things

that some retirees do. Their lives have always focused on

business and family. The idea of letting go of one of those

two things is beyond their comprehension.”

This business is lucky. Relations, although at times 

perhaps strained, are very much manageable between

the past and current generations of owners. And through

it all, employees, suppliers, jobsite partners and clients

all know to turn to the sons rather than the parents for

decisions on everyday work issues. Things could have

been worse.

Having now been through the process of succession

without a plan, the elder son advises anyone considering

transition to invest the time and money in creating a

clear, well documented, thorough plan.

“In hindsight, something more formal and more concrete

would have made the process so much easier for every-

one: family members, employees, clients and partners,”

he says. “In addition to that, there were so many other 

legal and financial implications associated with the trans-

fer that we didn’t consider and which are much better left

in the hands of professionals. Plus, it just helps to have a

plan that everyone agrees to.”

Call it a lesson learned the hard way.
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Lessons learned
How one GVCA member company transitioned its family business from one generation to the next – without a succession plan.

taking it in new directions. So you figure
the time’s not right to step away. You’ll
revisit succession planning another time.

“For most of these company founders,
their businesses are their lives,” says
Mangum. “Their companies carry their
family names. Asking them to leave that
behind is like asking someone else to cut
off their left arm. It’s unimaginable.
They don’t know how to let go, despite
the fact that they intuitively know they

have to one day.”

Letting go isn’t easy, but those who 

succeed do so in part because of the

strength of their social connections.

Friends, family members, other people

with emotional access to you are the

ones to help you break away from the

company and give you ideas on how to

occupy your newfound free time.

For some people, it takes a serious inci-

dent – a health scare or a fracturing of a

leader’s social connections – to wake them

up to the idea of succession planning.

“It’s terrible to say, but sometimes the

worst thing to happen to you turns out to

be the best thing,” says Mangum. “Sur-

viving a catastrophe like a heart attack

can put things into perspective and create

the kind of sober thinking that a leader

needs to plan for succession properly.”
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3. Not knowing 
where to start
When you don’t know how to start a job,
it becomes so much easier to put off the
task altogether. The problem is, that 
approach just isn’t productive. Succession
planning is a high-stakes game. It’s also
abstract and emotionally charged. We
humans tend to stay away from such is-
sues. They’re just too much for any of us
to handle. The problem is, business lead-
ers have to handle these kinds of things
– and they have to do so logically and 
incrementally. Treat succession planning
as you would any major business-devel-
opment issue: carefully and methodically.
And bring in help from outside the 
organization as and when you need it.

Get started!
Succession planning isn’t just something
you should do. It’s something you have
to do, as a responsible business owner. So
go ahead. Get started. The only way
you’re going to wrestle a task as big and
as difficult as this is to face it head on.
Good luck!
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Identifying your successor
Your ideal successor is a family member who works in the

business and who holds equity in the company. Family

members, employees and equity holders each have unique

profiles of needs and concerns when it comes to succession

planning, says Mangum. Failure to pay attention to any one of

these groups can yield problems – with the group and for the

new CEO – down the road. 

EMPLOYEEFAMILY

SHAREHOLDER

CEO
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Wealth 
Management
it’s about more 
than money

Money is often the first thing people think
about when it comes to wealth management,

but should it be your only consideration?

Financial capital
Your financial capital is your collection

of tangible and intangible valuables.

Your home and your office, your stocks

and bonds, your cash, your boat, your

company car, the equipment your busi-

ness owns. The list goes on. Most people

and most wealth managers focus in on

this area of wealth management for one

obvious reason: when you increase the

value of the capital and reduce the debt

load, you create value for the client and

give them enough money to secure their

future and leave money for later genera-

tions. In other words, you’ve successfully

managed wealth.

There are as many strategies to do this

as there are wealth managers. Invest-

ment holding companies – corporations

created to invest in other businesses out-

side the main company – are a particu-

larly popular vehicle for construction

company owners, says Wayne Root, a

senior manager at RLB LLP Chartered

Accountants.

“Using after-tax corporate dollars to 

invest in things like real estate, rental

properties or speculative land deals is 

a common strategy for owners of con-

struction companies,” he says, adding

that no single approach to financial

wealth management meets everyone’s

needs, which is why you should always

consult an advisor.

28 GVCA Journal   July/August 2015

I
f you’re of a certain age, or are someone who’s had the

good fortune to earn a great deal of money early on in

your career, you’re doubtless looking at ways not only 

of putting your money to work for you, but also paying

as little as possible in taxes.

On a fundamental level, that’s what wealth management is all about (although you’ll
find hundreds of definitions of the term on the Internet). But there’s more to it than
that, particularly within the family business structure. Financial capital plays an
important role in the wealth management of the company and the family, but so too
do other intangible assets, such as your people, their ideas and your time.

Let’s look at each.

Human capital
If money is the end product our busi-
nesses are trying to achieve, then human
capital is the means to that end. All suc-
cessful businesses are blessed with good
human capital. The combined value of
the education, personalities, skills, abili-
ties and ideas of its people are what
brought it success in the first place, and
what continue to ensure success.

Smaller and family-run businesses are
perhaps even more dependent on human
capital than most. This is because larger
companies tend to have established
processes in place to create personnel 
redundancies. In other words, they have
finely honed systems that can introduce
new people into new roles almost seam-
lessly. Smaller and medium-sized com-
panies that haven’t developed their
processes to the same extent do not 
enjoy such luxuries. They are much more
dependent on the particular abilities of
discrete staff members. Whether that is a
good thing or not is a matter for another
discussion. The fact remains that human
capital is a critical asset of any business
and must be cultured and nurtured to
develop. In small family businesses in
particular, the next generation of leaders
has to build and enhance its skills and
knowledge to create a great enough mass
of human capital to allow a smooth 
transition between generations.
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Intellectual capital
Having good people with ideas is one
thing. Having people with good ideas
is another. The concept of your com-
pany’s intellectual capital dives deeper
than just the number and the skills of
the people in your business. It considers
their ability to think critically, to lead
and to develop new approaches.

A vital component of your business’s
wealth is understanding where the
company’s best ideas come from. Do
they come from the leader’s brain or
from the collective intelligence of the
group? Whatever the case, leverage this
and draw on it. It’s where the future of
your company will be developed.

Temporal capital
Time is a commodity many of us wish
we had more of. Using your time
wisely affords you more temporal 
capital: more time you can spend on
managing the other aspects of your
business’ wealth.

As a tool to use your time wisely, 
experts suggest valuing your time at a
certain number of dollars per hour, and
then focusing on only those tasks that
yield at least that much money per
hour. So if you value your time at $100
per hour, make sure the jobs you per-
form yield at least that much return.
Consider anything less an inefficient
use of your temporal capital.

Four tenets of wealth
management

Viewed at its most basic level, wealth

management is the process of moni-

toring and growing one’s financial

capital. But there’s more to just mak-

ing sure revenues are in the black and

investments performing well. Taken in

a broader sense, it’s about maintaining

the people, ideas and time in your

business. It’s about enhancing each

and positioning them so that your

company functions as well as possible

and is as well prepared for transition

as possible. 

When you increase the value of the capital and reduce the debt load, you

create value for the client and give them enough money to secure their future

and leave money for later generations. 
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EVENTS CALENDAR

August 25
WinC Golf Tournament
Whistle Bear Golf Course - registration required

September 10
GVCA Annual Chair’s Event/Open House
Registration required

October 2 & 3
5th Annual GVCA Hockey Tournament
The Kitchener Auditorium – registration required

October 15
GVCA & LinC Oktoberfest Corporate Night
Concordia Club - Tickets available for purchase at the GVCA

October 22 & 23
Safety Group Meetings

November 6
Random Act of Kindness Day
One day that creates a kinder place to work, live and play. Over 101
ideas of Random Acts that can be done on this day, can be found on
www.gvca.org. Contact GVCA to get involved!

December 10
GVCA Christmas Lunch
Holiday Inn, Kitchener - Registration required

EDUCATION CALENDAR
August 12
Approved Working at Heights training

August 20
Approved Working at Heights training

September 15
Approved Working at Heights training

October 26 – December 9
Construction Best Practices: 
Foundations of Employee Management Certificate Program.
A five module program including three 1-day courses and two 2-day
courses on managing injured workers, taking care of ‘bad seeds’ in
your company, handling workplace violence and harassment, mental
health, and construction management. See page 20 for details.

October 1 & 8
Construction 101 – Earn 2 Gold Seal Credits

October 15
Construction Financial Series Part 1: Making Sense of Financial
Information. Take the entire series and earn 2 Gold Seal credits

October 16
Gold Seal Examination

October 29
Construction Financial Series Part 2: Basic Budgeting
Take the entire series and earn 2 Gold Seal credits

November 12
Construction Financial Series Part 3: Job Costing
Take the entire series and earn 2 Gold Seal credits

November 17, 18, 24 & 25
Construction Project Management 201. Earn 5 Gold Seal credits

November 26
Construction Financial Series Part 4: Managing Changes and Extras
Take the entire series and earn 2 Gold Seal credits

2016
Navigating Your Health & Safety Audit Program
Monthly meetings beginning January 2016

TO REGISTER
To register, or request additional information 

please contact admin@gvca.org 

or call 519-622-4822 X120

Erratum
In the May/June issue ‘Raymond James’ was
listed incorrectly as ‘Raymond Jones’ in our 
advertisers’ index on page 38.
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†$5,000 cash incentive is valid for all 2015 Sprinter models, including Sprinter 4x4 models, valid for lease, finance, or cash purchase contracts and is to be deducted from
the negotiated total price before taxes. Lease and finance offers available only through Mercedes-Benz Financial Services on approved credit. Dealer may sell for less. 
Offers may change without notice and cannot be combined with any other offers. Offer expires September 30, 2015.

Introducing the Sprinter 4x4.
GVCA Members receive an exclusive $5,000 savings*

Sometimes getting to the job site is work itself. That’s why we’re introducing Canada’s only 4-wheel
drive commercial van — the Sprinter 4x4. Activated at the push of a button, the Sprinter 4x4 uses
the 4ETS feature to electronically control individual wheels, giving these cargo vans some serious
ground-gripping power when you need it. See what it’s made of at Sprinter4x4.ca.

Victoria Star Motors Inc. 125 Centennial Road, Kitchener • 519-579-4460 • www.VictoriaStarVans.com
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