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The Business Affairs issue
With stories on bonding and wealth management, and a preview 
of a software application that will change the way you look at 
your next contract.

Plus, MTE Consultants and other GVCA members talk about their
corporate social responsibility programs.
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GVCA 2016 Procurement Issue 
September/October 2016
Getting procurement right is a value proposition.  In the high-stakes building design and construction process, 
choosing the right procurement delivery method to match the project timelines and bringing all stakeholders 
to the table early is critical.
Book your advertising space now!
Contact Sandra Arthurs
519-622-4822 x129    sandra@gvca.org

The Complexities of
Procurement in Construction

GVCA-Journal_July_August_8.qxp_Layout 1  2016-07-19  1:46 PM  Page 2



GVCA Journal   July/August 2016    3

The official publication of the
Grand Valley Construction Association

JULY/AUGUST 2016
VOLUME 5, ISSUE 4

Publisher: Martha George

Editor: James Raiswell

Contributors: Kimberly Aitken
Sandra Arthurs
Frank Carere
Stefan Dubowski
Kevin Pulowski
Yosie Saint-Cyr
Kevan Thompson

Layout and design: Patrick Kilborn
MoreSALES

Photography: Joseph Paul Bergel
jpbphotography.com

Advertising sales: Sandra Arthurs
sandra@gvca.org 
519-622-4822 x129

Subscription inquiries  
and letters to the editor: editor@gvca.org

GVCA Journal is published six times yearly by the
Grand Valley Construction Association ©2016. 
All rights reserved. 

Canadian Publications Mail 
Product Sales Agreement #42259531; 
ISSN 2368-2930; in Canadian Periodical Index. 

GVCA Journal subscription is a benefit of Grand Valley
Construction Association membership and is included
in membership fees.

Magazine Subscription:
        Canada $28/yr 
        (incl. 13% HST).
        US/International 
        $32/yr (Cdn).

Return undeliverable addresses to:
Grand Valley Construction Association,
25 Sheldon Drive, Cambridge, Ontario N1R 6R8

© 2016 Grand Valley Construction Association
All rights reserved. The contents of this publication
may not be reproduced by any means, in whole or in
part, without prior written consent of the publisher.

4 MESSAGE FROM
THE CHAIR

4 MESSAGE FROM 
THE PRESIDENT

5 CRYSTAL BALL 
REPORT

6 FINANCIAL
FOCUS

7 LEGAL
ISSUES

8 SAFETY IN
CONSTRUCTION 

10 HR 
MANAGEMENT

12 TECHNOLOGY &
INNOVATION

14 GVCA
SIGHTINGS

30 GVCA EVENTS &
EDUCATION CALENDAR

30 ADVERTISERS’
INDEX

DEPARTMENTSFEATURE ARTICLES

16

Insert

Bonding industry
embraces change

20
Boost Your

Corporate Social
Responsibility

23
DM Millwork

24
Elephant in 

the 
Room 

Session: 3

Whose 
Fault is it?

26 MEET
BEAGLE

2016
Education
Supplement

28 Full Complement
of Professionals

GVCA-Journal_July_August_8.qxp_Layout 1  2016-07-19  1:47 PM  Page 3



MESSAGE FROM THE PRESIDENT
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Wes mentioned corporate
social responsibility, and
CCA’s webpage on that
very subject is a gold mine
of information. The associ-
ation is about to develop a
best practices guide to help
you develop your program
in a meaningful way. But
that’s not all CCA does. 
In conjunction with Build-
Force, for example, CCA
has just launched an online
ethics in construction
course that I think every

employee and manager
should take. The associa-
tion is also rich with re-
sources and insight on such
complex subjects as vio-
lence and harassment in
the workplace, drug and 
alcohol policies and pro-
grams, access for people
with disabilities—and
more.
Needless to say, CCA is
also front and centre in 
developing guides and
standard documents that

help us all in the work we
do every day. The newly
updated CCA 53 – A
Trade Contractor’s Guide
and Checklist to Construc-
tion Contracts is one of
many examples of docu-
ments that help you with
your business. This year
alone, CCA and the Cana-
dian Construction Docu-
ments Committee have
published new or updated
versions of agreements be-
tween owners and contrac-

GVCA has always been proud to be affiliated with the Canadian
Construction Association (CCA). In the spirit of promoting good
business practices, now is an ideal time to tell you about the great
work our national association does to support your business. 

Martha George, GSC

Some may think otherwise:
that construction works the
same old way it always has –
and always will. If you do,
some may say you’re at a very
real risk of losing ground.
Even in an industry as old-
fashioned as construction, 
doing business can sometimes
be like chasing a moving tar-
get. You have to be nimble to

adjust to demands, whether
they come from clients, part-
ners or employees. 
Take social media, for exam-
ple. Do you use it? You
might want to consider it!
It’s the cutting edge of where
business is being done. Social
licence is another example. A
corporate social responsibil-
ity program (as you’ll learn

in our article on page 20), 
is no longer perceived to be 
a nice-to-have bonus. It’s a
declaration of intent. It’s
proof that you’re more than
just a good employer with a
proud history. (It’s also, by
the way, a huge attracting
force for young employees.)
Corporate social responsibil-
ity is easy to do. Your com-

pany is probably already 
giving back to one charity or
community group or another.
Why not document this and
make the commitment to
volunteerism part of your
onboarding strategy?

That’s something you never
would have thought of doing
a decade ago. 

When trying to keep current in our industry, most of us find 
ourselves overwhelmed with an array of options, some of which 
require significant decisions be made. It demands that we keep up
with a staggering pace of change. Wes Quickfall, GSC 

MESSAGE FROM THE CHAIR

MESSAGE FROM THE PRESIDENT

Think fast. Be nimble.

Let CCA be your guide

tors, the cost-plus contract,
the guide to construction 
insurance, a guide to pre-
qualification, and a guide 
to construction manage-
ment—to name just a few.

GVCA is proud to stand
behind CCA in the devel-
opment and delivery of all
these contracts, guides and
resources. If you need help
with any of them, contact
me any time. 
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CRYSTAL BALL

Leading Canadian outdoor
activity retailer Mountain
Equipment Co-op (MEC)
plans to open its first store
in Waterloo Region next
spring. The retailer plans to
set up shop in a new,
18,000-square foot building
at 10 Manitou Dr. in Kitch-
ener. A wide range of prod-
ucts will be available to suit
the needs of hikers, runners,
camping enthusiasts, 
cyclists and fitness buffs,
from novices to experts.
"We are super-excited to be
coming to this area, and to
be able to realize this proj-
ect in fairly short order,”
said MEC CFO Sandy
Treagus. “We believe we're
significantly underrepre-
sented in the Ontario re-
gion. The whole tri-cities
area is one of the fastest-
growing regions in Ontario.
The area's millennials are
active and tech-savvy. They
are the kinds of people who
really fit into our sort of
wheelhouse.”
Founded in 1971 with
about 20 stores across
Canada, MEC operates as a
co-op in which customers
purchase a lifetime mem-
bership for $5. There are
more than four million

MEC members in Canada,
and in 2015, sales topped
$350 million for the first
time. The Kitchener store
will be the co-op's seventh
in Ontario, following the
opening of a new store in
North York this fall.
MEC hopes to break
ground at the Manitou
Drive site in July. The prop-
erty at the corner of Fair-
way Road is owned by First
Capital Realty, and housed
a small plaza with tenants
including Molly Bloom's
Irish Pub and the Stag
Shop. The single-storey
MEC store is expected to
feature a distinctive floating
canopy at the entrance and
will incorporate wood and
other natural materials in
the construction. It will
look similar to a location
that just opened in
Kelowna, B.C. 
Members will be able to ac-
cess a bike-repair and ski
tune-up shop and an equip-
ment rental program for
boats, skis and camping
gear. The store will also
have a community meeting
room. The store is expected
to employ between 35 and
50 full and part-time 
employees.

Mountain Equipment Co-op store  10 Manitou Drive, Kitchener, ON

Crystal Ball Report: 
Unmatched Construction Intelligence

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.

MEC’s arrival reflects the
ongoing intensification of
high-end retail in the Fair-
way Road corridor that's
part of a longer-term trend.
One of the region's light
rail transit stations will be
located nearby.

"That whole area's got 
considerable intensification
opportunity," said Traegus.
"It's a great location from
the point of view of the
evolving retail market."
Next update: 
August 2016. 
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Job analysis and working 
capital are two of the main
metrics insurance companies
use when issuing bonds. By
building a history of your
company’s performance on a
job-by-job basis, the insurer
can note trends and assess
risk. If a job’s projected mar-
gin is declining over time
(i.e., there is profit fade), this
is an indication of higher risk
and leads to higher premiums
or reduced access to bonds.  
Insurers also review normal-
ized or adjusted working
capital which is calculated as
current assets less current lia-
bilities (with adjustments as

needed). This value deter-
mines the base from which
bonds are issued (often a
multiple of working capital).
Items such as aged receiv-
ables and related party bal-
ances can all affect the ad-
justed working capital
calculation. Knowing your
balance sheet allows you to
secure the maximum bond.
Taking the time to use your
data, industry experience and
key metrics will help you
make better business deci-
sions, maximize your profits
and build sustainable growth.
Invest in analysis and reap
the rewards! 
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FINANCIAL FOCUS

Analyze Your Results.
Maximize Your Profits.

Intense market competition and shrinking margins are making it more difficult to 
generate profit. Knowing some of the key factors that drive your business’s efficiency and
profitability will help you make informed day-to-day decisions and improve your bottom
line. Here are a few areas to focus on when analyzing your results.

Accurate job costing

This article was written by Kimberly Aitken, CPA, CA, 
Construction Team Co-leader at RLB LLP. Contact her at 
519-822-9933 or visit rlb.ca

Allocate all direct costs to
the job. This provides a more
accurate picture of the actual
profit margin achieved on
each job, and allows you to
identify cost overruns, 
underperforming staff and
opportunities to subcontract

and create more accurate 
estimates on future jobs.
Most accounting packages
can assist in job costing. If
your bookkeeping is less 
sophisticated, try using a
simple Excel spreadsheet 
instead.

Industry benchmarks

How do you measure your
results? Without a “ruler” it
is hard to judge whether your
results are good or bad. Most
company owners will com-
pare business performance
against prior years and
budget. Although this prac-
tice is useful to chart trends
in your business, the practice

of measuring your results
against others in the industry
can be more useful. Profes-
sional advisors with experi-
ence in construction will
help benchmark your com-
pany against industry-spe-
cific data so you can identify
areas of overspending and
improve your bottom line.

Know your key metrics

Tracking and monitoring
key metrics provides quan-
tifiable data to make busi-
ness decisions that lead to
operating efficiencies and
long-term profitability. Thus
it is important to identify
your company’s key metrics.

For example, a key metric for
a contractor using heavy
equipment might be ma-
chine hours. If a machine
must run for 2,000 hours a
year to cover its costs, you
know that every hour over
2,000 that the machine runs

Securing the maximum bond

contributes to the bottom
line while any hour under
2,000 diminishes your profit.
You can then set plans for
maintenance and make
changes to planned machine
hours throughout the year to
ensure that machine 

contributes to the company’s
profit.
Without understanding the
key metrics of your company,
you may unintentionally
trigger losses, for example, by
leaving that machine idle for
too many hours. 
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LEGAL ISSUES

How much?
A non-union employee that
has been terminated without
cause may be entitled to two
sources of compensation. 
First, the employee is entitled
to the payment and benefits
required by the Employment
Standards Act (ESA). For of-
fice employees, the ESA pro-
vides one week's notice for
each full year of service up to
a maximum of eight weeks, or
compensation in lieu of 
notice. In addition, an em-
ployee with five or more years
of service is entitled to one
week's compensation for each
year and partial year of service
up to a maximum of 26
weeks. The maximum total is
34 weeks (termination pay
and severance pay) for an em-
ployee with 26 weeks of serv-
ice or more. On-site construc-

tion workers are not entitled
to notice of termination or
termination pay pursuant to
the ESA. However, they may
still be entitled to termination
pay pursuant to the common
law, as discussed below. 
Second, the common law re-
quires an employer to provide
an employee with "reasonable
notice” in advance of their
termination. An employer
who terminates an employee
without cause, and without
giving the employee reason-
able advance notice, must pay
the employee compensation
in lieu of notice. As an exam-
ple, in a recent case, a heating
technician with some super-
visory responsibilities was
terminated after 12 years of
employment. He was 52
years old. The trial judge de-
termined that the employee
would normally be entitled to

12 months' notice of the ter-
mination. He then reduced
the period of notice to eight
months because of the poor
economy at the time of the
termination. The employer
had to pay the employee all
the wages and benefits the
employee would have earned
during the notice period. 
The problem with the com-
mon law is that outcomes
vary widely. For example, the
amount of common law no-
tice awarded to three-year
employees after a trial can
range between two and 12
months, depending on the
circumstances and, of course,
the judge. Employers and
former employees often have
vastly differing views on the
amount of termination pay
that is due to the former em-
ployee. Such disagreements
often result in litigation.

TERMINATION
PAY IN BLACK
AND WHITE

The 2015 November/December issue of the GVCA Journal 
discussed termination for cause. As alluded to in the article, an 
employer can rarely terminate an employee for cause. In most cases
in the non-union environment, an employer who terminates an 
employee will do so without cause and must pay some measure of
compensation to the former employee. 

This article was written by Frank Carere, a lawyer at Madorin, Snyder LLP in Kitchener. The information contained in this article 
is provided for general information purposes only and does not constitute legal or other professional advice. Readers are advised to seek
specif ic legal advice in relation to any decision or course of action contemplated.

Put it in 
black and white
All employees

should have written

employment con-

tracts. Among other

terms, an employ-

ment agreement

should fix the

amount of termina-

tion pay payable to

employees if they

are terminated with-

out cause. Fixing 

termination pay can

avoid costly court

battles. 

A final word of cau-

tion: employment

contracts are not a

DIY project. An im-

properly drafted ter-

mination clause may

not be enforceable.

Furthermore, a good

employment con-

tract should address

other important is-

sues in the employ-

ment relationship. 
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SAFETY IN CONSTRUCTION

If Someone Falls,
Can Anyone Rescue Them?

What’s your fall-arrest rescue plan?
Put it another way: does anyone on your site know how to respond when a worker falls
from a height, but is saved from impact by his or her fall-arrest gear? What happens next?
It’s a very real question and, sadly, one that’s often overlooked during safety planning. 
And let’s be clear for a moment: the best time to develop a plan to get that worker 
down to the ground is not while he or she is dangling. The time is now: before the 
work at heights begins.

Time is of the essence
Whatever you do, plan to act quick. Just because that person
was saved from impact by their fall-arrest gear does not mean
they’re out of the woods. A new threat emerges. Suspension
trauma can occur in as little as 30 minutes. Its symptoms 
include faintness, breathlessness, sweating, increased heart rate,
nausea, dizziness, low blood pressure and loss of vision. It 
occurs when blood pools in the legs and should never, ever be
treated by lying the worker on the ground when he or she 
finally gets down. Doing so can send the pooled blood directly
back into the heart and cause cardiac arrest.

Plan and adapt
No two construction sites are identical. Your post-fall rescue
plan should therefore adapt as you change sites. What works
well on a high-rise building won’t work well for a much
smaller building, or even a large excavation job. Your plan also
needs to take into account what’s happening below the fall site.
If a concrete pad is being poured, for example, you’ll have to
take special measures.

Your fall-retrieval plan shouldn't be only site specific. It needs
to also be location and phase specific so that it takes all possi-
ble and likely circumstances into account.
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SAFETY IN CONSTRUCTION

VANCOUVER     CALGARY     EDMONTON     SASKATOON     REGINA     LONDON   
KITCHENER-WATERLOO     GUELPH     TORONTO     MARKHAM     MONTRÉAL

Miller Thomson LLP
millerthomson.com

Local Expertise. National Resources.

Timothy McGurrin, Partner
519.593.3221
tmcgurrin@millerthomson.com

Don’t count on the
victim to help
There are all kinds of prod-
ucts on the market that will
help a victim prolong the
amount of time before 
suspension trauma sets in,
but all rely on one critical 
assumption: the victim is
conscious. It’s entirely possi-
ble he or she isn’t in a condi-
tion to even begin to help
himself or herself. Your plan
can’t assume the victim will
assist in the rescue.

Get gear
The Internet is full of equipment and tools you can use to 
assist in a fall rescue. Look around and find those you think
best suit your needs. But be warned: some require specialized
training to use. Get to know exactly what’s out there and how
to use it – and make sure everyone on site does, too.

A life on the line
How your site crew reacts in those critical moments after a 
fall is vital to the victim’s health and wellbeing. A clearly built,
site and phase-specific plan that can be rolled out quickly could
mean the difference between life and death.

GVCA can
help
Whether for

training on

Working at

Heights or in

fall-arrest res-

cue, call GVCA.

We have the

tools and pro-

grams you

need to help

you succeed.. 

fabiodevilla / Shutterstock.com 
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HR MANAGEMENT

Gender Identity and Gender Expression Under the

Canadian Human
Rights Act

On May 17, the federal government tabled
Bill C-16, An Act to amend the Canadian
Human Rights Act and the Criminal Code 
to add gender identity and gender expres-
sion to the list of prohibited grounds of 
discrimination.

The bill does not define gen-
der identity or expression,
however, the government has
interpreted the bill to mean
that the terms “gender iden-
tity” and “gender expression”
include a wide range of gen-
der diversity.

Gender identity is each per-
son's internal and individual
experience of gender. It is
their sense of being a
woman, a man, both, neither,
or anywhere along the gen-
der spectrum. A person's
gender identity may be the
same as or different from the
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gender typically associated
with their sex assigned at
birth. When a person's gen-
der identity is different from
the gender typically associ-
ated with their sex assigned
at birth, this is often de-
scribed as transgender or
simply trans. Gender identity
is not the same as a person's
sexual orientation.
Gender expression is the way
in which people publicly
present their gender. It is the
presentation of gender
through such aspects as
dress, hair, make-up, body
language and voice.
The understanding of these
and other related terms is
evolving from tribunal and
court decisions, social sci-
ence research as well as self-
identity and common
everyday use.
Moreover, the government
has stated that, “gender di-
versity is not a type of gender
identity-rather, it is an um-
brella term that includes all
definitions of gender, includ-
ing gender identity, gender
expression, and transgender.
Transgender persons face
high levels of discrimination,
including employment bar-
riers: according to a study
conducted in 2010, 18 per-
cent of participants had been
refused employment because
they were transgender, and
the median income of all 
respondents was $15,000 per
year. In addition, transgender
persons face a high risk of 
violent crime: according to a
study conducted in 2010, 20
percent of respondents had
been physically or sexually

assaulted, though many had
not reported these assaults to
the police.”
The proposed amendments
are intended to affirm the
rights of transsexuals, trans-
genderists, intersexed per-
sons, cross-dressers and other
groups who routinely suffer
discrimination based on the
expression of their gender or
the gender identity they 
experience.
Federally regulated employ-
ers covered under the
Canada Human Rights Act
(the CHRA applies only to
matters that fall within 
federal jurisdiction) must 
remember that they will be
responsible for discrimina-
tory comments their em-
ployees make on their own
or at the employer's request.
They must make themselves
and their employees aware of
discrimination and human
rights responsibilities based
on gender identity and 
gender expression.
Organizations should learn
about the needs of trans peo-
ple, look for barriers, develop
or change policies and proce-
dures and undertake training.
This will help make sure
trans people and other gen-
der non-conforming individ-
uals are treated with dignity
and respect and enjoy equal
rights and freedom from 
discrimination.
Changes to human rights
legislation have already 
occurred in several provinces
and territories in Canada, 
including Ontario. 
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HR MANAGEMENT

This article was written by Yosie Saint-Cyr, Managing Editor at 
editor@hrinfodesk.com. This article is published on HRinfodesk,
Canadian Payroll and Employment Law at work® by First Reference.

Get it done right 
the first time!

RAE & LIPSKIE INVESTMENT COUNSEL INC.   
WATERLOO  •  BURLINGTON  

1 888 578 7542 
www.raelipskie.com

The success of your project hinges on robust design 
and the dependability and accountability of your 

subcontractors and your crew. Your profitability depends 
on keeping costs down. Why would you approach your 

personal investment portfolio any differently? 
Integrity is the foundation of The RaeLipskie Partnership 
and the cornerstone of our relationships with our clients. 
For over 25 years we have been providing private wealth 
management solutions for individuals, corporations and 
charities. Our portfolios of stocks and bonds are crafted 
to your specific needs to achieve strength and reinforce 
your long-term objectives. Please call or visit us online 

to learn how we can perform for you.

Trust. Experience. Integrity.
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TECHNOLOGY & INNOVATION

Basic information technology has become 
a part of the DNA of running businesses,
everywhere. It’s almost universally true that
the fax machine has been replaced by email,
for example. Nearly every business you care
to name has a website, and voice-over IP is
becoming the norm in every industry.

Align Your IT Strategy
with Your Business Strategy

More and more businesses are taking IT beyond

the basics, however – and reaping in the re-

wards. IT reduces costs, improves communica-

tion and enhances productivity.

IT can also drive long-term growth – if you let it.

To do so, IT must be more than just a tool. It has

to be a major character in your business story,

not a stand-in extra. And the way you do this is

by synchronizing your IT and business strate-

gies. Doing so helps reveal new business oppor-

tunities, and positions your firm as a market

leader. 

Getting to the point where your IT and business

strategies align can be slow. This is a multi-

stage process. Success, however, comes in the

form of a robust and agile business that can

withstand threats and pursue opportunities.

Understand
your business

Clarify and document your
organizational design, the
roles of your employees and
your target market. Under-
stand where you are today so
you can plan for tomorrow.

Acknowledge
your culture

The way you do business 
determines the flow of infor-
mation and organizational
procedures. Acknowledge
your way of doing things to
ensure that IT systems suit
your business.  

Comprehend
your IT

Account for your hardware
and software systems as
you would any other asset.
Comprehend the costs,
benefits and lifecycles; 
assess capabilities and 
deficiencies. 

Discover
your value chains

IT permeates every activity
along your business’ value
chain. Discover which
processes along the chain can
be optimized through the
application of your existing
IT assets or by investing in
more efficient ones.

Interpret the context

Anticipate the internal and external factors that could affect
your business. Interpret the prevailing industry and economic
trends to ensure your business can manage change successfully. 
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907 Frederick St., Kitchener  . . . . . . T: 519-571-0101
299 Doon Valley Dr., Kitchener . . . . T: 519-748-5220
*265 Weber St. N., Waterloo . . . . . . T: 519-886-6800
21 Malcolm Rd., Guelph . . . . . . . . . T: 519-836-4441
*125 Sheldon Dr., Cambridge . . . . . T: 519-621-6611
*134 Shaver St., Brantford . . . . . . . . T: 519-759-0087

*797 York St., London . . . . . . . . . . . T: 519-963-4050
1074 Dearness Dr., London . . . . . . . T: 519-685-4144
392 Clarence St., London . . . . . . . . T: 519-672-6770
318 Neptune Cres., London  . . . . . . T: 519-455-6667
87 West Main Street, Welland . . . . . T: 905-734-3378

*denotes engineering drawing services

ENGINEERING
DRAWINGS
36” WIDE
See us for your

• operation manuals
• instruction sheets

• business cards
•  letterhead and  

envelopes
• complete signage

www.mtprint.com

Create your
change agenda

Analyze the trends as they
relate to your organization
and IT assets. Create an or-
ganization-wide agenda that
outlines your synchronization
plan for business strategy and
IT. Your change agenda
should be the laboratory in
which the impact of every
decision is modeled to deter-
mine the best path forward.

Chart your 
IT roadmap

Provide all of your employees
with a detailed description of
how the relevant IT changes
will be implemented. Chart
your IT roadmap to align
change with available human
resources and IT assets. The
use of a clear, well communi-
cated roadmap can encour-
age employee participation
in the change process. 

Plan the program

Develop your delivery framework

Use your IT roadmap to develop an implementation program
for each unit in your organization. Plan the program to ensure
each department understands the connection between its 
business activities and IT.

The final stage in the alignment process. Develop a frame-
work for scheduling work based on the capacity of each 
department. 
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BE Community Builder Award Winners

AGF Group Foundation Fort McMurray Donation
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Before touching upon those changes, it’s
worth talking a little about the changes
in the construction industry. The evolu-
tion of the industry and the demands
and needs that come of it are the driving
force for the recent changes in the
bonding industry. 

Construction projects today are larger,
longer and more complex than they
ever have been. There are more and
more alternative procurement models
like public-private partnerships (P3s)
(which are also known as alternative fi-

nancing and procurement projects).
These models are achieving widespread
acceptance as a method to deliver large
capital construction projects. They also
require expertise across development, fi-
nance, construction, operations and
maintenance. European contractors
with capabilities in the P3 space have
become a major factor in the Canadian
infrastructure marketplace. 

Even further, we’re seeing the globaliza-
tion of the industry as trade barriers 
collapse. More ambitious infrastructure

programs, and billion-dollar projects are
now becoming common.
Last but not least, there’s technology.
Companies are making significant in-
vestments in technologies like building
information modelling and LEED. Also
more tenders are being issued electroni-
cally in an effort to be more efficient
and streamline the process.
The bonding industry has adapted its
products, service commitments and
technology to meet the demands of the
industry. Consider these examples.

The bonding industry isn’t known for embracing change. In fact, you
could argue that it hasn’t changed its products or services in more than
70 years. Recently, however, there has been rapid transformation in
products, service commitments and technology. 

Bonding industry
embraces change
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built-in fast-track dispute resolution
and early response prior to subcontrac-
tor default. The language contained in
these bonds will vary from surety to
surety, but most contain provisions that
respond to the unique performance 
security needs of P3 projects.

Enhanced performance
bond
General contractors and owners have
expressed a need for an improved 
responsiveness and flexibility from
bonding companies when submitting

P3 performance bond
A P3 is an approach to procuring public
infrastructure where the private sector
assumes a sizable share of the risks in
terms of financing, construction, per-
formance, design/planning and long-
term maintenance. As global competi-
tion increases, the P3 model has become
a routine method of financing in
Canada for building large infrastructure
and delivering public services.
P3s have unique risks. Protection
against the risk of contractor default
during construction is vital. A loss could
be catastrophic both financially and 
politically. One of the main initial chal-
lenges in the P3 process is financing.
Usually investors have required a liquid-
ity component or on-demand protection
in a form of a letter of credit to secure
potential delay damage. The letter of
credit does offer quick access to cash,
but it doesn’t provide complete protec-
tion against contractor default. 
In response, the bonding companies
and the Surety Association of Canada
have developed a bond wording to
meet the needs of the P3 model and all
parties involved. The P3 performance
bond is designed to respond to the
unique risks of P3 projects. It provides
a liquid/cash-on-demand protection,
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claims under the standard performance
bonds. Project delays pose a significant
risk in terms of costly delay damages
arising from subcontractor default. The
industry has responded with an 
enhanced performance bond that pro-
vides timely and responsive claims serv-
ice. An example of one of those bonds
would be the Headstart Performance
Bond. The bond delivers value to cus-
tomers by providing a prompt response,
transparency, and collaboration between
the surety and the general contractor to
get a project back on track as fast as 
possible after a subcontractor default.
To further expand, it allows the sureties
and owners to conduct pre-default
meetings to prevent problems from
turning into defaults. It sets out clear
timelines for the surety’s response: five

days to acknowledge a response and 
request information and 21 days from
receipt of information for the surety to
respond to the owner. It allows the
owner to conduct emergency remedial
work to address urgent issues, like safety,
under the bond. To further prevent
losses, a post-demand conference works
to minimize or eliminate work stop-
pages while the surety investigates.
The enhanced performance bond is an
effort by the surety industry to set stan-
dards for a surety’s response to perform-
ance bond claims. These standards pro-
vide owners with a better understanding
of what they can expect when claiming
under a performance bond.  

E-bonding technology
As the business world continues to look
for increased efficiencies and stream-

lined process opportunities, the use of
electronic procurement is becoming
mainstream for many business owners.
Popular buzzwords today include 
e-procurement, e-tendering and 
e-bonding. It’s about doing business
more effectively and efficiently with less
cost and waste. It’s about doing business
electronically. 

For contractors, the inability to respond
to an e-tender can result in being mar-
ginalized by those owners who have
chosen to award construction work
through e-procurement platforms. 
E-tendering involves receiving a tender
package electronically and submitting
the tender electronically back to 
the owner. 

Many tenders include a provision for 
security which can take the form of a bid

The bonding industry

has adapted their

products, service

commitments and

technology to meet 

the demands of the

industry. 

GVCA-Journal_July_August_8.qxp_Layout 1  2016-07-19  1:48 PM  Page 18



GVCA Journal   July/August 2016    19

RBC Dominion Securities Inc.

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. ©2016 RBC 
Dominion Securities Inc. All rights reserved. 16_90555_GS3_001

By choosing RBC Dominion Securities, you’ll benefit from more than 
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bond and/or an agreement to bond. The
ability to provide an electronic bond with
an electronic tender is crucial to ensuring
a compliant bid.

An e-bond is not a scanned copy of an
executed bond issued under the tradi-
tional paper method. It is an electronic
document created with security features
that allows the receiver to confirm it is
a valid bond. The digitization process,
which converts a Word document to 
an e-bond, is available in Canada
through a small number of third-party
service providers.

To obtain an e-bond, a contractor must
have a bonding facility currently in 

place. The set-up of a bonding facility
can take several weeks and generally 
requires a substantial amount of infor-
mation. The set-up of an e-bonding 
account can take less than 20 minutes
with a broker and bonding company
that’s set up to provide the service.

As more business owners, both public
and private, move away from conven-
tional tender document packages, the
use of electronic tender packages will
continue to grow, eventually becoming
the new standard. 

Is your organization ready
to successfully pursue
work through this new
tendering platform? 
Historically the bonding industry has 
resisted change. In a response to industry
need and demand, we’ve now seen over a
short period of time change in products,
service commitments and technology.
Bonding has been around for over 100
years in Canada. It has stood the test of
time but every product and industry must
adapt or it will cease to exist.  

This article was written by Kevan Thompson, industry leader, vice-president construction with the Cowan Insurance Group. Kevan can
be reached at 519-650-6363, ext. 41552 and kevan.thompson@cowangroup.ca.
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So what is CSR? The answer probably
lies in the common thread that runs
through all definitions: it’s a way for
companies to promote the social wellbe-
ing of their local community.

That’s a primary concern for many con-
struction businesses in the Grand Valley
area. They do what they can to support
their communities. And they say every
business should do the same. Leading
CSR-minded construction executives
say that by supporting organizations
close to home, they make their commu-

nities stronger. And that strength, in
turn, feeds into a healthy business envi-
ronment in which their corporations are
able to thrive. 

So what can you and your company do to
ensure your CSR efforts have the maxi-
mum positive effect? We asked a handful
of executives, including many whose
businesses have won GVCA Building
Excellence Awards for exceptional CSR
work. Their advice follows: six practical
tips by which your business can help your
community—and even help itself.

There’s something of a debate underway about what
people mean when they use the phrase “corporate
social responsibility” or CSR. Some say it involves
business philanthropy and charitable donations –

company employees working together to support a cause
and give back to their community. Others say CSR goes
much further, that it involves companies developing strict
policies and procedures that encompass efforts to sustain
not only their supply chains, but the environment, too.

Six Ways to Boost Your

Corporate Social 
Responsibility
Program

(Top) Patrick Dowling (L) and Andrew Bingeman
(R) help repair a structure for the Grand Valley
Trails Association. MTE staff volunteered time to
help improve the trail network by completing 
repairs and carrying out general maintenance.
(Middle) Kurt Ruhland cuts wood that will 
become framing at Habitat for Humanity Water-
loo Region’s build site on Kehl Street in Kitch-
ener. Staff from MTE participated in a Build Day
with Habitat as part of the good deeds they per-
formed to celebrate the company’s 30th anniver-
sary. (Bottom) Charles Carre carefully adds to
MTE’s structure during Canstruction at Conestoga
Mall in Waterloo. Each year, MTE participates in
Canstruction, which supports the Food Bank of
Waterloo Region. Staff help design and build a
structure made entirely of food items purchased
from local grocery stores that are donated to the
food bank at the end of the competition. 

Employees of Gateman Milloy – and their family members – took part in the Juvenile Diabetes 
Research Foundation Walk to Cure Diabetes in 2015. The company is a corporate sponsor of the event. 
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1Make a budget and
set a schedule.

Management at Melloul-Blamey wanted
a stronger grasp on when charities and
community groups would need the com-
pany’s support, and how much money
they would require. So company execu-
tives developed an annual budget and a
schedule to plan out how much would be
needed, when. Thus they forestalled what
president Joel Melloul describes as a 
potential problem with CSR: “If you
happen to get a request for help and it
happens to be a bad day for the company,
you might think you can’t afford it, when
in fact maybe you can.” With a budget
especially, you know whether or not you
can answer the request.

2Start small and 
build up.

Many businesses begin with relatively
limited CSR programs. Gateman Milloy,
for one, started building its bursary sys-
tem for students at Conestoga College,
Wilfred Laurier University and the 
Niagara Parks School of Horticulture
about 10 years ago. The company set
aside small amounts annually, says presi-
dent Mike Milloy. Now, the capital base
has grown big enough that the funds are
self-sustaining through interest. That
growth has enabled Gateman Milloy to
help students who show promise in
school and are likely to make meaningful
contributions to the construction indus-
try once they graduate. 

3Involve your
employees in the
decision-making
process.

Civil engineering firm MTE Consult-
ants devised a list of good deeds, which
the company called 30 Acts for 30 Years,
to celebrate its 30th anniversary. To 
develop that list, company managers
asked employees for their ideas. “Those
decisions were never made in insolation,”
says marketing manager Laurie Vanden-
hoff. As a result, employees feel a strong
connection to the company’s CSR activ-
ities. That link helps drive employee
dedication to the causes that the 
business supports.

(Left) S.G. Cunningham president Georgia Cunningham, Catherine Fife, MPP for Kitchener-Waterloo, and Alison DeMuy (wife of S.G. Cunningham
vice-president John Deans) at the St. Mary’s Hospital Foundation Gala on May 27. (Right) Georgia Cunningham (gala chair) thanks attendees of the
St. Mary’s Hospital Foundation Gala for their support.
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Partnering with
our local unions, 
Ball Construction
ensures the future
success of the
local construction
industry with our 
focus on trade
apprenticeships 
training and safety.

5 Shirley Ave.
Kitchener, ON  N2B 2E6

519-742-5851

www.ballcon.com

Training:
Our
Priority

4No money? No
problem. Time and
effort are important.

According to Beverley Cunningham,
vice-president of human resources and
communications at S.G. Cunningham,
businesses make a difference when em-
ployees volunteer their time to work on
charitable projects. In fact, she says time
and effort may be even more important
than money. By working to help the
community, employees feel proud about
their company and the good it can do.
That feeds back into the organization.
“They’re proud to work here,” Cunning-
ham says. “And it elevates their work.”

5Think of your needs
as a business.

Road building company Steed and
Evans has established a scholarship
through Conestoga College to provide
hardworking and dedicated students
with funds to help offset the financial
costs of their studies. “We have more
than 20 construction engineering tech-
nicians in our company and almost all of
them graduated from Conestoga,” says
Malcolm Matheson, the firm’s president.
CSR that ties into the business not only
helps the community, it also helps the
company – and the industry.

6Put the community
first and the rewards
will follow. 

Ball Construction supports a number of
groups including Conestoga College, 
local high schools, and fire and police.
According to vice-president Cameron
Ball, the returns on those community 
investments is significant. “Even though
they’re not paying jobs, they’re the most
rewarding and the most enjoyable,” he
says. “The gratitude you receive from 
organizations in the community and the
people you get to meet, it all makes it
very much worthwhile.” 

MB Truck: Melloul-
Blamey features the
Food Bank of Waterloo
Region’s logo on its
vehicles to promote
the company’s support
for the community 
organization.
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They felt they had the perfect partner
combination as Marco had a lot more
hands on experience in the shop and
with the onsite installation side, while
Adam’s experience had been in the 
office with estimating, purchasing and
project management.

“We felt it was a great mix,” stated
Kuntz, “Marco could take care of the
shop and I could look after the front
end of the business. There was just the
two of us in the beginning, but now we
have added five full time employees.
We also plan on hiring a co-op student
and would like to give them as many
learning opportunities as possible to
prepare them for their future careers. 

Business has been good – in the second
year sales were up 65 percent and as we
finish our third year we expect to be on
target with sales up another 50 percent.” 

As the business grows, the owners are 

trying to find a happy balance between
delivering great quality of work, and
keeping their employees happy and
busy. The goal is to get to a size with 
respect to staff and equipment which
will allow them to be able to respond
quicker to bigger job opportunities
than they are currently working on.
DM Millwork’s strategic advantage 
has always been their ability to deliver a
quality product on time with few or no
deficiencies. Doing so keeps the con-
tractors happy—and keeps them com-
ing back.
According to Kuntz, their biggest chal-
lenge is that lead times keep getting
shorter. They want to make sure they’re
able to keep up with the pace.
Most of DM Millwork’s work is public
tender, so their price has to be competi-
tive. That’s why Kuntz and Barmet
have already invested in automated
equipment. Although there are always

things that require hands-on custom
work, a lot of work can be automated
on the cabinet side of the business.
“The difference between our training
and what we are doing today is that we
learned on traditional wood,” says
Kuntz. “Today many less expensive 
materials are used as most offices are
replacing their office interiors every 10
years. They want to bring in new
colours and designs so things are now
being built to last 10 years.”
When discussing changes in the indus-
try, Kuntz says he and Barmet have
found that there are a lot more project
management design-builds happening.
This has given the partners the opportu-
nity to be more proactive and really go
after jobs with their ideas and designs.
The more proactive you are, the more
competitive you are in the marketplace.
It is all about building relationships with
the builders and this makes it a whole
lot easier to work with them.
“We were just used to being handed
drawings from the architects,” Kuntz
says. “Now we are meeting with clients
more and more and we are doing some
of the front end work with respect to
proposals and designs. With a design
build there is more work for us and we
really enjoy it.”  

Adam Kuntz and Marco Barmet, owners of DM
Millwork have known each other for over twenty
years. They are ambitious entrepreneurs with a 
vision for growth and success. Both are graduates of

Conestoga College and had seven years of commercial mill-
work experience prior to purchasing DM Millwork in 2014.

DM Millwork Ltd.
Perfect Partners – In the Office and on the Jobsite

GVCA Member Profile Lottery Winner
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Discussing current trends and issues,
Thornton noted that strategic plan-
ning is easy. Strategic doing, he said, is
the hard part. He advised that if peo-
ple in your organization use the word
“they” regularly, you’re in for trouble.
Referring to his hero Dale Carnegie,
he reminded the audience of two of
Carnegie’s key platitudes.
The first is, “I can teach you how to do
a job, but I can’t teach you attitude”;
the second, “You can base 15 percent
of your success on technical knowledge
and 85 percent of your financial suc-
cess will come from your ability to lead

and influence people.”

We now need to communicate faster
than we ever have before and appreci-
ate that the most important part of
communication is not verbal – it is 
listening. Thornton’s main advice to
the group was that when someone
communicates to you, listen for what’s
possible, not probable.

Communication is the key to positive
collaboration. This session looked at
aspects of the communication under
five main questions presented to dis-
cussion groups.
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Leading the third session of the GVCA’s Elephants 
in the Room series, facilitator Neil Thornton 
emphasized that attendees needed to have open,
honest and respectful communication within 

their discussion groups.

Elephants in the Room Session 3: Question 1: 
What are ways in which we 
can better communicate
expectations throughout the
entire project process?
The group identified three needs: 
• for solid, well written contracts 
• for clear schedules with regular 

updates using critical paths identified
at the project start and which 
subtrades buy into

• for real conversations – in person 
or on the phone, and not email 
exchanges – when urgent issues arise,
and for follow ups that are kept in
written records

Several other suggestions were made.
The group felt that everyone needs to be
clear and honest with the owners up
front with respect to budgets, schedules
and other key items. They also said that
more work should be done to ensure
that the scopes of work are clear for
each trade and bring superintendents
and senior tech staff to the start-up
meetings. Finally, they indicated that the
industry needs to move toward realistic
design fees and schedules so that it can
allow for tighter specs and drawings that
do not have to be changed.

Question 2: 
What do we feel are the root
causes of communication
breakdown throughout a project?
The group listed three causes. 
The first was a lack of human interac-
tion. There needs to be a more open cul-
ture so that you can speak your mind and
listen to what challenges the different
trades may be facing.
The second was training and leadership.
Often there is weak leadership on the
part of the project managers. We need to
raise the level of professionalism among
the site staff by mentoring them with
training programs to help with problem
solving/communications.
The third was motivation. Sometimes
there is a lack of common interest, mu-
tual respect and goals. We need to reward
high performance and identify dissenters
early and remove them from the team.

Whose
Fault
is it?
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Question 3: 
What can we invent or 
develop to better anticipate
conflicts and delays?
There is always trouble with money if
bids are too low or cash flows inconsis-
tently. We need to have more collabora-
tion through the IPD and BIM
processes and use reasonable contract
terms. There also needs to be interpreta-
tion of unclear design documents.

Question 4:
How can we improve overall
project planning and scheduling
that involves multiple parties
and stakeholders?
Three main suggestions identified were:
• the need to identify a critical path.

All major trades need to have input
on the schedule to ensure a reliable
critical path. There needs to be a
check interaction on the timing with
trades before and after their work.

• the need to update schedules regu-

larly, and communicate these
changes – and their impacts – to all
stakeholders. Aerial photos of the
site on a regular basis can provide
snapshots of project progress.

• get all stakeholders together early in
the project and create a real incentive
through the IPD and BIM processes
for all team members to be concerned
about the problems and challenges
faced by other parties.

Question 5: 
How can the construction
association better serve you?
The number one suggestion was advo-
cacy for prompt payment. Other sugges-
tions included:
• forums to bring industry concerns to

owners
• more relationship-building events
• create a self-regulating rating system

for owners and members
• student recruitment – to throw a broad

net geographically and educationally
• provide feedback to apprenticeship

programs
• provide feedback to owners on new

ideas
• offer more courses on changes in 

the industry, updates to codes and
advances in technology

• electronic bid submission to control
bid shopping

• increase collaboration with other 
associations

• educate on the benefits of goodwill
and giving back

• encourage events that include more
field staff  
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We Make Safety a Priority.

Thanks to the vigilance of our site staff 
and the efforts of our internal Joint Health 
and Safety Committee, WalterFedy and 
AEC Developments have not had a lost 
time incident on our construction sites 
in over 10 years.

We are proud to be a member of the 
GVCA Safety Groups and look forward to 
promoting health and safety on our job 
sites, at our work, and in our industry.

Waterloo Region Museum, Kitchener, Ontario

675 Queen Street South, Suite 111  Kitchener, Ontario N2M 1A1 | www.walterfedy.com | www.aecdevelopments.com

Thornton’s main

advice to the group:

when someone

communicates to you,

listen for what’s

possible, not probable.
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Beagle is subscription based software
that reads contracts in seconds and
highlights who the parties are, their 
responsibilities, their liabilities and how
to get out of the contract. Your contract
is displayed visually with easy-to-read
graphs and charts. 

Simply put, it is a one-to-many model
as everyone starts to collaborate and use
it. The clause table lets you search key-
words, tag them, edit and organize
them, and then assign them to others on
your team for review.

With Beagle, a contract can be edited,
marked-up and tagged on a real-time,
secure collaborative platform. Collabo-
rating is easy with familiar @mentions
and simple one-click invites. Invitees 
receive an email with a link and can 
collaborate on a contract for free, with
full functionality. 
Beagle founder Cian O’Sullivan is very
familiar with construction documents
and the time-consuming RFP process.
He understands how difficult it can be
to go through all the terms and condi-
tions of a construction contract just to
decide whether you are going to go after
the job or not.
“I realized,” he says, “that there had to be
a way to automate contract reviews and

How would you like to have your contracts ana-
lyzed with the objective of bringing you from 
0 to 80 percent comprehension in less than 
20 minutes and providing you with a focus on

key issues that are important to you? Beagle software
(www.beagle.ai) can read faster than any human and this
puppy does not get tired.

MEET BEAGLE
The Contract Companion You’ll Always Want By Your Side
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provide a better way to communicate
with advisers such as lawyers, account-
ants and insurance professionals than
the traditional method.”
Time is money. On average, small to
medium sized businesses spend approxi-
mately $30,000 annually dealing with
contracts. In the construction industry,
margins are getting thinner and there is
a downward pressure on responsibilities.
O’Sullivan stressed that companies
need to adapt to technology in
thoughtful ways so that it does not turn
your business upside down. Adapting
to new technologies is also important
because it is about your organization
having the best tools to attract the best
talent—people who are now very tech-
nologically savvy. 
The Beagle approach to contracts is all
about comprehension. The only way you
can make good business decisions is if
you understand what you are reading. It
is a scientifically proven that if you take
like material that you group together,

you have a better comprehension, un-
derstanding and recall of the material.
Beagle takes all the like elements and
then groups them together so that you
are consuming the contract in like
chunks. It is about making better busi-
ness decisions in an efficient way.
You can set the system so that it looks 
at keywords that are important to you.
For example you could input the key-
words ‘bonding’ and ‘insurance’. It will
then isolate every clause in the contract
with these keywords so that you can 
review them in context.

Another great feature is that the more
you use the Beagle system and interact
with it – it actually learns your behav-
iour and what you like or dislike in con-
tracts providing you with a personalized
assessment going forward.
From a knowledge transfer perspective,
having a system that learns what is im-
portant to you and that can preemp-
tively suggest gives you a lot of power to
drastically reduce your costs to train and
increases your consistency in terms of
how you analyze contracts and the deci-
sions you make. 

O’Sullivan stressed that companies need to adapt

to technology in thoughtful ways so that it does

not turn your business upside down.

WORKIN
TOGE
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everyday.
n every jobsite,
ealth & Safety

Committed to

www.mello @Moul.coom Melloul_Blamey
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Is it time to add another professional
whose acumen is likely to increase your
potential for ongoing success? If you
have significant savings—in a retire-
ment fund, perhaps—or if you are
thinking of selling your business, you
should consider hiring a professional to
help manage and protect your savings
and investments. When it comes to
wealth management, options abound
depending upon the size of your sav-
ings and investment portfolios and the
level of service you desire. 

Self-service: 
pros and cons
You could manage your portfolio on
your own using a discount brokerage.
However while you are spending the

majority of your time and expertise on
your own business, do you have the
time to research investments and 
ensure your savings are invested as well
as they should be? Wisdom suggests
you employ your lawyer and accountant
to perform very specialized roles. You’d
therefore be wise to employ a qualified
professional to manage your funds.
Investing in mutual funds—either at
your bank or through a mutual fund
representative—is another option. 
Mutual funds can provide good diversi-
fication if your funds are not large
enough to build a portfolio of individual
securities, but be warned: mutual funds
can also be relatively expensive. The av-
erage Canadian mutual fund charges
about 2.5 percent annually in manage-

ment fees. These fees are charged to the
fund itself and used to be somewhat
hidden from investors. As of July, how-
ever, all firms in the financial industry,
including mutual funds, must clearly
disclose their fees to investors. This
means you will be made aware of the 
actual dollar amount you are paying
within any specific mutual fund. You
may not apply these fees against your
income tax, however, as you can with
those charged by a portfolio manager.

Portfolio managers:
human… and otherwise
A portfolio manager will work with
you to determine your goals and derive
a personalized asset mix—a blend of
stocks and bonds—that suits you. After
that, your work is done. You can con-
centrate on your business (or your 
retirement) while your portfolio man-
ager handles all the research and secu-
rity transactions in your account. A
portfolio manager is educated and
trained (he or she holds either a Char-
tered Financial Analyst or Chartered
Investment Manager designation) and
is disciplined to buy and sell securities
based on research and well designed
plans. Because they have discretionary
authority over your investment 

Wealth Management Trends:

DO YOU HAVE THE 
Full Complement

of Professionals
WORKING FOR YOU?

When you established your business, you hired
lawyers and accountants to help you ensure you
laid the best foundation for success. As your
business grew and became successful, you con-

tinued to rely on that professional advice. Your lawyer helps you
with succession and estate planning; your accountant prepares
your financial statements, tax returns and audits; both provide
expert advice to guide you in your business. 
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accounts, they also have a fiduciary
duty to put your interests first. They
must act with honesty, care and in good
faith. Additionally, the fees you pay to
your portfolio manager are tax de-
ductible when levied on non-registered
accounts, and are based on the size of
your portfolio. (Fees paid on registered
accounts such as RRSPs, RRIFs or TF-
SAs may not be deducted but can be
withdrawn from the account tax free.)
If, however, you’re someone with a little
less time on their hands, and who is a
bit more comfortable trusting your
holdings to a machine, you might con-
sider working with a robo-advisor. 
Relatively new in Canada, robo-advi-
sors plan and execute your investment
strategies based on the answers you
provide to a series of introductory
questions. Some are fully automated;
others also offer human assistance. 
All should provide customer service
channels should you have concerns
with your online experience.
The robo-advisor uses computer algo-

rithms to determine your asset mix and
then buys and sells exchange-traded
funds (ETFs) in your account. An ETF
is like a mutual fund in that it holds a
group of individual securities. Unlike
mutual funds, these funds are traded on
the stock exchange. ETS, in general,
have low management fees—much
lower than mutual fund fees. (That
said, the robo-advisor will also tack on
a fee for its service.)
Unlike a portfolio manager, a robo-ad-
visor will not provide any extra services
such as cash flow management or dis-
cussions about estate, tax or retirement
planning. A robo-advisor cannot gauge
your emotions during volatile markets.
It does not know if you are okay or very
concerned. If you feel you have the for-
titude to stay the course in turbulent
markets, consider going with a robo-
advisor. If you need someone to assure
you in a downturn and help you from
making potentially costly mistakes such
as selling in a market downturn, you
might be better served by hiring a 
mutual fund representative or portfolio

manager. A robo-advisor could be a
good option if you want highly
processed, impersonal and automated
portfolio management and can weather
market volatility on your own.

Polished Concrete
Epoxy Coatings

Industrial Commercial
1 - 888 - 738 - 6606

bnecontractors.com

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

If you’re someone with

a little less free time,

consider working with

a robo-advisor.

CONCLUSION: 
GO WITH PROS
Regardless of which option

you choose, it is important 

to consider hiring a profes-

sional to manage your

wealth. They can provide 

you with their skills, dili-

gence and experience while

you use your skills, diligence

and experience to grow 

your business. 
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ADVERTISERS’ INDEX

EVENTS CALENDAR

July 21
LinC Golf Tournament, Conestoga Golf Club – Registration Required

September 1
WinC Golf Tournament, Galt Country Club – Registration Required 

September 30 and October 1
GVCA Hockey Tournament – Registration Required 

October 13
GVCA Oktoberfest Night – Tickets Required

EDUCATION CALENDAR

July 26
Working at Heights Training – Registration Required 

August 16
Working at Heights Training – Registration Required 

August 30
Working at Heights Training – Registration Required 

September 6
Working at Heights Training – Registration Required 

September 19
Breakfast Seminar – Fire & Life Safety – Registration Required 

September 27
Working at Heights Training – Registration Required 

TO REGISTER
To register, or request additional information 

please contact admin@gvca.org 

or call 519-622-4822 X120

Every 6 months GVCA will draw from names entered into
the Member Company Profile Lottery giving each entrant

3 draw chances to be profiled in one of the upcoming 
issues of the GVCA Journal. 

Cost to enter $50.00

To purchase a ticket please email:
admin@gvca.org

GVCA Member
Company Profile

Lottery
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PROMOTE  
EXCELLENCE  
in the management  

of construction Register
your next project
as a  Gold Seal 

Managed Project
Contact Martha George

519 622-4822
mgeorge@gvca.org
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