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The Procurement issue
GVCA members, like Steve Stecho, speak about
the quality of construction documents and
whether to name subtrades at tender closing. 
Also featuring articles on public-private partnerships,
innovative procurement solutions and our profile lottery winner,
TNT Property Management—and more!
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Too often, people hold back

good ideas for fear of making

mistakes. Our industry is

plagued with that problem.

Time and again, we fall into

the trap of doing the same

things over and over. Why?

Because we’re too focused on

the everyday to worry about

the long term. And because

we fear change.

Maybe GVCA can help.
This fall, we’re inviting
members to attend a series of
sessions where we discuss the
business issues that affect us
all. We’re calling these the
“Elephants in the Room”
sessions, and we’re using
them as open forums for
frank discussions between
generals, subtrades, suppliers,
designers and owners to air

their grievances about com-

mon problems, and to help

think through useful, indus-

try-wide solutions.

We already held one earlier

this month—on the nature

of the working relationships

between generals and sub-

trades. Jeff referenced 

another in his remarks: the

joint GVCA-CCA session

on the quality of construc-

tion documents that we have

scheduled for November.

And in January, we’ll dig into

RFPs and owners’ evaluation

processes.

If our session on subs and

generals is anything to go 

by, the others promise to 

be lively and informative.

Join us! 

Too often, people hold back good ideas for fear of making 

mistakes. Our industry is plagued with that problem. Time and

again, we fall into the trap of doing the same things over and over. 

Why? Because we’re too focused on the everyday to worry about

the long term. And because we fear change.
Martha George, GSC

A few of the items we pres-

ent in this issue talk about

procurement-related prob-

lems. Whether it’s the per-

ceived poor (and worsening,

some say) quality of con-

struction drawings or the on-

going debate over whether a

general contractor should be

required to name its sub-

trades at the time of tender

closing, we are all affected by

procurement problems. And

we all respond to them in

different ways.

One of the goals I set out to

accomplish when I stepped

into the role of GVCA

Chair was to bring the in-

dustry together. It’s my firm

belief that if we all sat down

with one another to under-

stand our discrete situations,

we could create solutions to

these and other problems

This issue of the Journal, as you know, fo-

cuses on procurement. Buying construction

services is a difficult and highly nuanced

process. So it stands to reason that not

everything flows smoothly all of the time.

Jeff Shantz, GSC
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that actually make good,

long-term sense.

I’m encouraged to see a cou-

ple of opportunities for this

on the horizon. Last month,

I had the pleasure to sit

down with my peers at other

local associations across the

country to discuss the issue

of payment flow. The pre-

sentations we heard were in-

sightful and the solutions

that emerge from this will

doubtless be useful.

In November, GVCA will

co-host a special session on

the quality of construction

documents with the Cana-

dian Construction Associa-

tion. This is an opportunity

for everyone in our indus-

try – owners, designers, 

general contractors, sub-

trades and suppliers – to rise

above their everyday con-

cerns and discuss real solu-

tions to a problem that 

challenges us all.

Only by working together on

problems such as these can

we create real, lasting change

in our industry. Let’s get 

to work. 

Let’s work together 
to solve procurement problems

Join the Conversation
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Elephants in the Room Series
Session 1: You Don’t Get Me
A Frank Discussion between GCs and Subs

On October 7, general con-
tractors and subcontractors
attended the first event
which focused on tendering,
accountability and payment. 

Tendering
The tendering process is
complex. It involves many
players with various levels of
expertise. General contractors
and subtrades all get the
same drawings, specifications
and documents, so why do
prices vary so much? Both
parties struggle to get pricing
in on time and are bound by
the same general terms and
contract conditions. 

Although trade bid submis-

sions are usually much sim-

pler and less formal, trade

tenders often have a ridicu-

lous number of breakdowns

requested: alternate pricing,

unit pricing and separate

pricing that can create mis-

takes in the bids required at

closing. These could easily be

dealt with post tender.

A solution suggested was for

a lead letter to be submitted

from each of the subtrades so

that the general contractor

can confirm whether the

subtrade can comply with the

project requirements. If a lead

letter is not submitted, then
the subtrade should not be
allowed to bid. (GVCA is
working on developing a best
practice guide for tendering
that identifies scope of work
for bidding that should be 
released in early 2016). 

Major trades want to be
named by general contractors
at the time of tender closing.
This practice gives the sub-
trade time to plan, schedule
and allocate resources appro-
priately. It also helps to elimi-
nate bid shopping

Accountability
Performance and accounta-
bility on site and by all par-
ties makes or breaks a project
in terms of completion, 
payment and profit. 

Communication is key. Kick-
off meetings—held before
the subtrades mobilize on
site—between the general
contractor and its subtrades
are critical and must be 
attended by key decision

makers. Although these
meetings can be time con-
suming, the investment pays
great dividends in the end,
particularly with regard to
the success of the project.

There needs to be an under-
standing of the project’s con-
struction method and the
preferred installation process
so that trades can work pro-
ductively. If a subtrade is go-
ing to be part of the warranty
and disagrees with the build-
ing approach, it should have
the opportunity to communi-
cate its concerns to the con-
sultants directly. There needs
to be good dialogue between
the general contractor and
the subtrades before the gen-
eral contractor requests a
schedule change from the
owner. Proper change orders
need to be issued and author-
ized by the owner in every
case to avoid conflict and the
chance of not being paid for
completed work. 

During October, November 

and January, GVCA will host three 

roundtable events focusing on 

difficult subjects                  —elephants in

the room—in our industry

with the goal of bringing members

together to work towards possible solutions.

Continued on page 29

GVCA members present industry issues raised by their discussion groups.



The leading case as it applies

to subcontracts is Naylor

Group Inc. v. Ellis-Don

Construction Ltd. Although

it adopted the Contract

A/Contract B model, Con-

tract A works differently in

subcontract procurement. 

Naylor submitted a bid to El-

lis-Don for the electrical

work for an addition to the

Oakville Trafalgar Memorial

Hospital. Ellis-Don carried

Naylor’s price in its own bid

to the owner. While the

owner was still assessing bids,

the Ontario Labour Relations

Board ruled that Ellis-Don

was only permitted to use

subcontractors whose em-

ployees were affiliated with

the IBEW. Afterward, the

owner awarded the general

contract to Ellis-Don. Ellis-

Don did not award the elec-

trical subcontract to Naylor

because it was not affiliated

with the IBEW. Naylor sued

Ellis-Don. The Court ruled

in favour of Naylor. Contract

A came into being when 

Ellis-Don carried Naylor’s

price in its own bid to the

owner. Contract A required

Ellis-Don to award the elec-

trical subcontract to Naylor

if Ellis-Don's own bid to the

owner was successful. Ellis-

Don breached Contract A by

awarding the electrical sub-

contract to someone other

than Naylor. Naylor recov-

ered $365,000 representing

the profit that it would have

earned on the subcontract. 

The Naylor case shows that

the Contract A/Contract B 

model works differently for

subcontracts. In a bid for a

general contract, Contract A

typically does not require an

owner to award Contract B

to anyone. In a bid for a sub-

contract, Contract A typi-

cally requires a general 

contractor to award a sub-

contract to any subcontractor

whose price was carried in

their successful bid to the

owner. But the law cuts both

ways. If a subcontractor sub-

mits a bid to a general con-

tractor participating in a 

tender process, then, if the

general contractor carries

that price in its bid to the

owner and is successful, the

subcontractor has an obliga-

tion to perform the work at

that price.

R. v. Ron Engineering and
Construction (Eastern) Ltd.
enshrined the two stage

model for bidding and ten-

dering for general contracts.

Contract A arises when a

general contractor submits a

compliant bid to an owner in

a competitive bid process. 

The obligations created by
Contract A are typically lim-
ited. Contract A only re-
quires the general contractor
to keep its offer open during
the irrevocability period.
Contract A only requires the
owner to treat the general
contractor fairly in the bid
process. Contract A does not

require the owner to award

the general contract – Con-

tract B – to a general con-

tractor just because it sub-

mits a compliant bid. In fact,

Contract A typically reserves

to the owner the right not to

award the general contract to

anyone at all. 
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LEGAL ISSUES

The Law of 
Subcontract Procurement
The law of bidding and tendering for subcontracts is a little different. 

Bidding for general contracts

Bidding for subcontracts 

Once an owner has ac-
cepted a general contractor's
bid it is typically too late to
negotiate the other terms of
the subcontract with any
trade whose price was car-
ried by the general contrac-
tor in its bid to the owner. 

The obligation to enter into
a subcontract usually arises
when the owner accepts the
general contractor's bid. A
trade is not required to sign
a subcontract with new
terms that were not dis-
closed before it submitted
its price to the general 

contractor. 

Therefore, a general contrac-
tor should disclose all of the
terms of the future subcon-
tract to potential subcontrac-
tors when it invites them 
to bid. 

This article was written by 
Ted Dreyer and Chris Clemmer
who are construction lawyers 
at Madorin, Snyder LLP in
Kitchener. This article should
not be relied on as legal advice. 

A final word to 
the wise
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MARKETING & PROMOTION

START Blogging
Most construction compa-

nies don’t create or maintain

blogs. They should, but

when they’re asked to, or

why they don’t, almost all of

them say “my customers

don’t read blogs.” This

couldn't be more wrong, nor

could it miss the point by a

wider distance. Here’s why.

First off, anyone who says

people don’t read blogs is

likely self-referencing. That

is to say, just because you

don’t read blogs doesn’t

mean that everyone else

doesn’t as well. In fact, many

web users do read blogs

when they contain articles

that contain timely, well

written and intelligent in-

formation about ideas that

affect their worlds. (More

on that in a moment.)

Second, if you don’t have a

blog yourself, how on earth

do you know that no one

will read it? The fact of the

matter is that you’re assum-

ing no one will read your

blog (which is the first step

to creating a self-fulfilling

prophecy in which you don’t

maintain the blog you create,

which further reduces traffic

to your blog, which further

confirms your original belief

that no one reads blogs). 

Every one of your customers

uses the web. They use it to

search out information about

your company and about in-

dustry trends. A blog is an-

other tool you can use to

augment your company’s on-

line presence and to position

you or your business as a

thought leader in the field.

In other words, it’s a way to

bring more traffic to your

website and to distinguish

yourself from the pack.

Our industry is highly technical and people are 

always looking to partners to share advice and

ideas. Your blog is a platform to demonstrate to the

world how you understand contracting in different

or new ways, and for you to show your company’s

willingness to bring its knowledge to bear.

1. Demonstrate your technical expertise.

3. Provide thought leadership.
Offer more than just technical insight on your

blog. Use it to make informed commentary on

current or entrenched industry trends. Tell the

world why you think design-bid-build is a funda-

mentally flawed process, why you think even

small contractors should adopt BIM, or how your

company rose to meet the demands of a particu-

larly challenging project – and what others can

learn from that experience.

Yes, it’s been hard to find working at heights train-

ing in Ontario since the program came into effect

in April. But was the additional training worth it?

Tell us. And tell us why you think other legislative

changes will help or hurt contractors like you.

Heck, even give us your two cents on the federal

election. 

Anything’s fair game!

4. Comment on regulations.

2. Answer questions.
Part of the value of a blog is in engaging people.

Ask them to comment on your posts, and then

use those comments or questions to feed further

posts. Report on conversations you had else-

where and use these discussions to fuel 

conversations about the industry and how it 

can be improved.

Four things to say
The next big objection to blogging is that people will tell you they don’t have anything to say. Again,

this couldn’t be further from the truth. Here are four things you can use your blog for.

Sustain momentum
These ideas are just the tip of the iceberg. Suffice to say that blogs have tremendous potential to raise the

profile of your company – both online and in the real world. The key to good blogging, though, is to do it

regularly (two to three posts each week), stay on subject and do it well. When you deviate from these, 

people will start to lose interest. 

BLOG

BLOG

BLOG

BLOG
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SAFETY IN CONSTRUCTION

The Ontario General Contractors Association (OGCA) is taking a strong
stance against owners that insists that contractors register with third-party
safety verification companies. The association recently released a guide
that contractors may use to help when dealing with owners that support
the use of such systems, and with the companies that provide them.

SayNo
It is the OGCA’s position
that these third-party compa-
nies provide no added value to
procurement, construction or
health and safety. The services
provided by these companies
is limited. They generally con-
firm that the contractor has
submitted documentation of
policies and processes that
have been put in place, but
not that the contractor has
achieved a high standard of
health and safety performance
or that the written processes
and procedures have been im-
plemented.

The association therefore
does not support the re-

quirement that bidders be
prequalified on the basis of
membership in, or agree-
ment with, these third-party
companies. Such a require-
ment, says OGCA, does not
provide added value propor-
tionate to its costs. More-
over, the OGCA believes
that Ontario’s culture of
safety and focus on due dili-
gence best promotes the
kind of conduct expected
from everyone involved in
the construction industry.

In response to the rise of this
type of prequalification re-
quirement, the OGCA pre-
pared a recommendation to

be issued to all OGCA
members and which will be
promoted to owners, to 
deliver the view that the 
introduction of these third-
party companies will not
materially enhance safety in
Ontario, and will increase
the costs of construction.

“The GVCA supports
OGCA’s effort,” says GVCA
president Martha George.
“We will continue to promote
this message to local owners.
The cost burden to our
members to participate in
such programs is not a recov-
erable cost. All it does is in-
crease their overhead costs.”

The Ontario General Contractors Association is fighting back against a new
trend that costs contractors money and adds little or no value.

Happily, there is an alterna-

tive for owners that wish to

confirm that the contractors

they hire are performing to

the highest health and safety

standards: the Certificate of

Recognition (COR) pro-

gram. COR has been in

place in Ontario since 2011

and is rapidly becoming the

de facto standard for confir-

mation of excellence in the

field of health and safety

programming. Already, own-

ers such as Infrastructure

Ontario, the Toronto Transit

Commission and the

Greater Toronto Airports

Authority are phasing COR

as a condition of contract.

As more buyers require
COR, more firms are likely
to pursue certification in or-
der to be eligible for those
jobs. As a result, safety
should improve across the
province as more firms 
become certified. 

That’s just fine with the
OGCA.

COR: the next logical step

Get COR certified
As of now, more than

100 construction com-

panies across Ontario

have earned COR 

certification. 

Among them are such

GVCA member firms

as Ball Construction

Ltd., Maple Reinders

Constructors Ltd.,

Melloul-Blamey Con-

struction Inc, Suther-

land Schultz and

Sierra Construction.

Another 300 are work-

ing toward this impor-

tant certification.

GVCA is aware of the

importance of, and 

demand for, COR 

 certification, which is

why it will offer a pro-

gram called Navigat-

ing Your Health and

Safety Audits begin-

ning in January. 

The program aims to

help members

through the process

of working through

construction-related

audits, such as COR,

ISO certification and

Workwell.

Contact GVCA for

more information:

www.gvca.org.

TO THIRD-PARTY 
SAFETY
VERIFICATION 
COMPANIES
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SAFETY IN CONSTRUCTION
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surety solutions
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OGCA recommendation regarding third
party safety verification companies
The OGCA is recommending that its member com-

panies do not join, or enter into agreements with,

any third party safety verification companies. If a

member company chooses to follow this recom-

mendation, it should carefully follow the recom-

mendations set out below in paragraphs 2 and 3. 

1.  The rationale for the OGCA’s recommendation

is that, in OGCA’s view, third-party companies

do not provide added value to the procurement

or construction process, in light of (i) the limited

services they provide and their high charges,

and (ii) the fact that the OGCA member compa-

nies have achieved Certificate of Recognition

certification under the auspices of IHSA. As a

result, membership in, or agreement with these

third party companies would be likely to in-

crease the price of construction work, without a

proportional benefit.

2.  OGCA recommends that member companies

continue to respond to requests for bids as ap-

propriate, without regard for whether the party

requesting bids requires prequalification in the

form of membership in, or agreement with, a

third-party company. 

3.  OGCA recommends that when responding to a

request for bids containing a prequalification

requirement, if the member company chooses

to follow the OGCA’s recommendation not to

join or enter into an agreement with a third-

party company, it should inform the party re-

questing bids, at the time it submits its bid, of

the following “[name of member company] has

decided to follow the OGCA’s recommendation

not to join or enter into agreements with third-

party safety verification companies. One or

more other OGCA member companies may

also submit bids in a manner consistent with

this recommendation of the OGCA.”

4.  OGCA reminds its member companies that they

should have no understanding of the terms of a

competitor’s bid and reach no agreement re-

lated to such bidding without fully disclosing

such to the party requesting bids. 
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HR MANAGEMENT

Employment contracts 
and termination clauses
Does your organization require new employees to sign employment 
contracts with termination clauses? According to more than 50 percent
of the people we surveyed, their organizations do. Meanwhile, 35 percent
do not and 14 have employment contracts only for certain employees.

Every employment rela-
tionship is a contract,
whether it is written, verbal
or a combination of both.
When an employee is hired,
the employer and employee
make an economic ex-
change, which is in effect a
contract. Simply put, an

employment contract is an

agreement between an em-

ployer and employee re-

garding the terms and con-

ditions upon which the

employment is based.

It is extremely important to

draft a thorough employ-

ment agreement that pro-
tects the employer and
those acting on behalf of
the employer. This goal can
be accomplished by seeking
legal advice and specifically
tailoring agreements to ap-
ply to the employer and its
operations.

When you decide to hire a
new employee, you make an
offer of employment. This
offer can be verbal or writ-
ten. A job offer letter serves
as the legal basis for the em-
ployment relationship and is
a valuable document during
a dispute. A formalized offer
letter confirms the details of
the job, captures the inten-
tions of the organization and
expresses them to the
prospective employee.

In circumstances where the
terms and conditions of em-
ployment vary little from leg-
islated minimum employ-
ment standards, a written
employment contract is usu-
ally unnecessary. A job offer

letter under those circum-
stances is sometimes a suffi-
cient form of agreement. A
job offer is a binding contract
between the employer and
employee and regulates the
employment relationship be-
tween the employer and em-
ployee in the same way as an
employment contract. To en-
sure the job offer is enforce-
able, the job offer outlining
the essential terms of the
agreement must be estab-
lished prior to the employee
starting his or her position.

Written employment con-
tracts are a good idea, and in
many cases, are necessary for
employees whose terms and
conditions of employment

differ significantly from leg-
islated minimums, such as an
employee who is offered a
senior or management posi-
tion, or who will have access
to confidential and/or pro-
prietary information, which,
if disclosed, could have a
detrimental effect on the
employer.

A written job offer letter or
employment contract ideally
includes all of the terms and
conditions of employment,
as well as a process for
amending the contract by
mutual agreement. Clear and
unambiguous language is the
key to a written employment
contract/offer letter standing
up against a court challenge.

Written employment contracts

Termination clauses

One of the most important

clauses in an employment

contract is the clause dealing

with the termination of the

employment relationship. An

employee's contract may

limit/stipulate the ability to

provide working notice, or

the extent of such notice. A

contract without a termina-

tion clause would be subject

to common law reasonable

notice of termination if suc-

cessful in court. Having ter-

mination provisions clearly

set out in the contract allows

the employee to understand

behaviour expectations, the

process of termination and

the method for calculating

notice and severance (if ap-

plicable). It also allows the

employer a sense of certainty

should termination of the

employment relationship 

be necessary.

It is advisable to include ter-

mination language for both

"just cause" and other situa-

tions. "Just cause" should be

defined broadly or refer to

common law. Even with a

contract, employers will carry

the burden of proving they

had "just cause" to terminate

the employee if challenged in

court. The amount of notice

to be given and severance (if

applicable) to be paid should

also be quantified. 

If there will be a possibility

of temporary layoffs due to

shortage of work, a clause

should be inserted in the

agreement. This is required if

you want to avail yourself of

the temporary layoff provi-

sions under employment/

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

Superior Safety & Skills
Ball is a proud Co-op partner of Conestoga College

Since the 70’s Conestoga College
has been graduating well qualified
graduates from the Architecture-
Const ruct ion  Eng ineer ing
Technology program.  Today many
of the graduates
are involved with
local Construction
companies in
leadership roles.
Ball Construction
has been a huge
supporter of the Co-op program and
hiring graduates.  Gary Hauck VP.
and partner at Ball Construction is
the current Chairman for the
Program Advisor Committee (PAC).
“As a past graduate from the
program I am pleased to be involved
in the guidance of the program.”

Polished Concrete
Epoxy Coatings

Industrial Commercial
1 - 888 - 738 - 6606

bnecontractors.com

Last words

It is essential that the 

employee is provided with

time to consider the

agreement, ask questions

and obtain legal advice.

The contract must be

signed and dated by both

parties and those signa-

tures should be witnessed

by someone who has no

interest in the agreement.

Recent case law sends a

clear message that if an

employer wants particular

terms of an employment

contract to be enforce-

able, the terms must be

clear and the employee

must sign the contract be-

fore his or her first day on

the job. This concept also

applies to oral employ-

ment agreements-the es-

sential terms of the oral

agreement must be estab-

lished prior to the 

employee starting his or

her position.

A signed contract can

limit termination notice to

the minimum standards

found in employment/

labour standards legisla-

tion. However, employers

must make sure to set out

the limits in a manner that

is clear and not ambigu-

ous. Thus, it makes good

sense to ask an employee

to sign a contract or at

best an offer of employ-

ment letter. 
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Managing Ca$h Flow 
Throughout the Procurement Cycle

FINANCIAL FOCUS

Cash is the lifeblood of every company. This truth seems magnified in the construction in-

dustry with tight margins due to heavy competition, expensive equipment and machinery

and the cyclical nature of work. Contractors should focus on cash flow management to re-

duce the stress caused by these pressures.

No company has infinite
cash resources, so purchase
decisions cannot be made
without consideration of the
impact on cash flow. Some
tips to maintain control 
over your company’s cash
outflows are:

•  Consider leasing versus
buying for large capital
purchases. Contemplate
the financial, tax and risk
implications and benefits
of each option.

•  Avoid using working capi-
tal for long term financing.
For example, when you
have excess cash on hand
it is easier to obtain long
term financing than to 
obtain a working capital
loan when cash is tight.

•  Negotiate vendor hold-
backs to be consistent with

the holdbacks on your 
receivables.

•  Take early payment 
discounts when possible, 
otherwise pay based on 
the terms.

•  Discuss payment options
with lenders to negotiate
making payments during
months when cash flow is
strong and no payments
during the tighter months.

•  Pay down your operating
line with excess cash first
to reduce interest costs
since short term invest-
ment rates are often low.

•  Plan for government 
remittances. Avoid using
collected sales tax funds to
temporarily fund working
capital.

•  Manage inventory levels.

Tips to manage outflows

Accurate estimates are key to

generating positive cash flow

and profit. To ensure you net

the profit you expect on each

job, make certain your cost-

ing includes an allocation of

overhead costs, interest and

bulk purchases as well as ac-

curate estimates of labour

and machine time. Failing to

include all costs in your 

estimate can result in the

erosion of the actual profit

on the job.

You should also be using

these estimates to determine

if you should bid on or 

accept each job. Avoid being

lured in by a high revenue

job. Given the choice to bid

on two jobs, tender on the

job that results in the highest

profit, not the highest 

revenue. Bigger is not 

always better.

Once you have accepted a

job, monitor actual costs

against estimates throughout.

This can act as an early

warning sign should the job

go off the rails giving you

time to adjust your strategy

and minimize the impact on

profit. Reviewing the annual

profit and loss statement by

job each year can then be

used to improve costing on

future jobs. Learning from

past jobs can help you im-

prove your job selection and

job costing and ultimately

your bottom line.

Ways to manage inflows
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FINANCIAL FOCUS

With many companies in

the industry affected by sea-

sonality and fluctuating cash

flows, preparing cash flow

forecasts can act as an early

warning sign. Ideally you

would prepare a 12-month

rolling cash flow so you can

project any cash shortfall

over the year and devise a

strategy to overcome it. This

can also highlight when

there are excess funds that 

can be invested, even if only

for a short period.

These projections can then

be used to determine

whether or not your com-

pany can finance the jobs 

being considered. Knowing

this in advance can provide

time to either get pre-ap-

proved for additional financ-

ing over the term of the job

or to find alternative jobs to

bid on instead. 

Using projections can also

help you to manage down

time as you are focused on

building up enough cash to

get you through the year. You

can then plan to have your

staff attend training courses

during slower months, re-

ducing the need to keep

them busy with non-billable

work. Staff can then remain

focused on profit generating

projects when you have con-

tracts in place. With labour

often being a large percent 

of annual expenses in the 

industry, managing labour

costs while not losing skilled

employees is necessary.

Cash is king! Investing

some time into preparing

cash flow projections and

working some of these cash

flow tips into your processes

can greatly reduce the stress

of a dip or shortfall in 

cash flow. 

Do your cash flow projections.

Written by Kimberly Aitken, CPA, CA and Wayne Root, CPA, CGA, Construction Team Leaders at RLB LLP. 
They can be reached at (519) 822-9933 or visit www.rlb.ca.
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2015 Chair’s Open House

Gold Seal Recipients

2015 Hockey Tournament

WinC Golf Tournament
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Capital Paving Miles for Memories Walk
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TECHNOLOGY & INNOVATION

By now you’ve proba-

bly heard of the shar-

ing economy. Or the

peer economy, if you

prefer. You’ve proba-

bly even participated

in it to some degree 

if you’ve ever taken a

ride using Uber,

rented an out-of-town

apartment using

Airbnb or even

dropped Fido off at

someone’s house for

the weekend using

DogVacay. (Seriously.)

The idea behind the sharing
economy is simple. It’s about
using the Internet to con-
nect people who need goods
or services with others who
have things or time to spare,
and who want to make a bit
of money on the side. Really,
it’s simple economics: supply
meets demand.

So should you be surprised
to see that the sharing econ-
omy is starting to make in-
roads into construction? En-
ter Kwipped: the equipment
rental marketplace. Kwipped
connects those who need
equipment—and here we
mean just about any type of
equipment: heavy construc-

tion machinery, audio visual
gear, farm equipment,
telecommunications equip-
ment, the list goes on—with
local suppliers who have
machines to spare. So far,
the company has more than
200 registered equipment
suppliers with more than
500 types of products across
17 industries.

The Kwipped platform fa-
cilitates and automates the
entire rental process, encom-
passing sourcing, quoting,
scheduling, insurance, secu-
rity deposits, contract execu-
tion and shipping. All
renters have to do is specify
the type of equipment they

need, the number of items
needed and on which dates.
Kwipped will then ping its
suppliers and return bids to
the customer within 24
hours. From there, Kwipped
manages the billing and
rental coordination and 
reduces risk by assuring a
quality marketplace com-
prised of trusted partners.

Kwipped also recently
launched a RentNow fea-
ture, through which suppli-
ers can list products already
priced and ready to order.
More than 1,000 products
across 100 product lines are
already available through
RentNOW, Kwipped says.

“RentNOW delivers un-
precedented efficiency to
the equipment rental pro-
curement process,” said
Robert Preville, founder and
CEO of Kwipped. “Compa-
nies need pricing to prepare
budgets and proposals, or to
decide on rent vs. buy deci-
sions. While Kwipped 

customers can continue to

request quotes using our

‘RFQ’ feature, RentNOW

offers real-time pricing and

inventory availability, which

significantly expedites the

sourcing and renting

processes.”

“Companies that need

rental equipment often face

roadblocks – many that can

hinder project turnaround

and even hurt profits,” he

adds. “From time wasted on

inefficient sourcing, to lim-

ited availability, to a lack of

trust between involved 

parties, the challenges of

renting equipment can be

overcome with a platform

like Kwipped.”

Expect to see more of such

sharing economy sites

emerging in the near future.

They’re the latest craze in

the Internet and they’re 

low-cost ways for online

businesses to link supply 

and demand. 

Construction’s sharing economy 

Need a piece of construction machinery 
on the cheap? Get Kwipped!
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EDUCATION IN CONSTRUCTION

The Value of.

Education in 
Construction

GVCA Special 
Educational 

Supplement 2015

Education programs have a

related responsibility of fore-

casting the necessary com-

petencies for successful fu-

ture construction

professionals and refining

academic curriculums and

training programs to best

prepare students for the con-

struction work of the future.

Three main trends are rap-

idly changing the construc-

tion industry and the educa-

tion required by its workers

and leaders.

Technology
All construction profession-

als, in order to succeed in the

future, must consider them-

selves part of the IT depart-

ment. For example, Building

Information Modeling

(BIM) has become a com-

mon tool for coordination of

building systems and organi-

zation of construction site

laydown and storage areas.

Communication
and Leadership
The degree to which a con-

struction professional is able

to effectively communicate

information, integrate ideas

and lead teams of individu-

als is a critical factor to both

an individual’s professional
success and the success of
the project in which he or
she is involved.

Globalization
Many construction profes-
sionals will be called upon
to integrate project team
members who are geograph-
ically distributed around the
world. These members may
be engineering-related dis-
ciplines, owner representa-
tives or suppliers of material.
In many cases, the success of
the construction project will
be dependent upon the abil-
ity of the group of individu-
als to work together in an
environment of trust and
open communication. 

Construction is an ever evolving 

industry with many trends im-

pacting the methods with which

buildings are built and strategies

upon which construction companies are

managed. Construction professionals are

charged with understanding these industry

trends and converting emerging challenges

into capitalized opportunities. 
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The GVCA continues to

support the construction in-

dustry by offering extensive

training opportunities. Here

are two exciting initiatives

we have planned for 2016.

Cradle to Grave 
Planning for Owners
This interactive workshop views a 
project’s lifecycle from initial contem-
plation to contract close-out. Geared
toward an owner deciding to proceed
with a commercial, industrial, institu-
tional project of any scale, this work-
shop offers tools and tips to help you
manage your expectations and those of
the other members of the construction
team. The workshop will give you step-
by-step guidance to secure a consulting
team, ensure the performance of the
consultant, understand the role of vari-
ous municipal authorities—and more!
Our aim is to take you through the
process of awarding a contract that
meets your objectives and helps you
maintain budget and schedule.

Prequel and bid to Win!
This interactive single-day workshop
walks the attendee through the process
of completing a successful prequalifica-
tion statement using standard docu-
ments created by the Canadian 
Construction Documents Committee.
Attendees will also learn tips to ensure
that your bid stands out among the
many others an owner or prime 
contractor receives.

Part 1 of the workshop examines a 
traditional subtrade’s approach to mar-
keting its firm and selling its services
on a low-bid basis. Attendees learn
how to express ideas such as company
history, experience and added value in a
prequalification statement—as well as
how to prepare statements of their 
recent completed work.

Part 2 examines the bid requirements
for two sample projects. Attendees 
follow the head contract down to the
subcontract to ensure that the subtrade
adheres to the bid requirements—and
does not take steps that may lead to
disqualification. Scope analysis and
qualifying your bid will be examined,
along with the cause and effect of 
naming subcontractors. 

Register today
The courses listed here

were created and writ-

ten specifically for

GVCA by a nationally

renowned ICI construc-

tion-industry workshop

facilitator, licensed 

design professional and

former construction 

association executive.

Presented materials 

are not only current, 

but also candid. 

For more information,

visit gvca.org or call us

at 519-622-4822.
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Anne Mulcahy, former CEO of Xerox,
once said: “Employees are a company’s
greatest asset.  They are your competi-
tive advantage.”

At Conestoga College, we know how
much your business success depends on
the skills, training and attitude of your

workforce. That’s why we work closely
with employers and industry leaders to
determine your needs and ensure the
graduates of our construction trades pro-
grams are prepared for success and ready
to make a difference for your company.

We understand that students need more
than just a strong foundation in the tech-
nical skills of a trade. That’s why our full-
time construction programs also include
the development of communication and
interpersonal skills, as well as training in
document use and health and safety. 

When you need a new employee for your
business, consider a Conestoga graduate.
Our full-time construction programs in-
clude electrical, brick and stone, carpen-
try, renovation, powerline, heavy equip-
ment operation, plumbing, and heating,
refrigeration and air conditioning.

Looking to build the skills of existing
employees? Conestoga can help. Our
college is a leader in apprenticeship
training, providing the theoretical and

practical training that will strengthen
employee skills and the contribution
they can make to your business success.

We also like to promote awareness of
hiring incentives and tax credits.  Visit
our Trades and Apprenticeship website

to learn more about employer incentives
that can offset the costs of investing in
employee development: http:/www.con-
estogac.on.ca/trades/ 

Look to Conestoga to help you meet your
strategic human resources objectives. 

Working together to build 
a strong community
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DID YOU KNOW?  We’re one of the largest trainers  
of apprentices in Ontario
Join the conversation #FutureReady

Our faculty are regarded as leaders in
their industry. 
In our state-of-the-art workshops at our
Stoney Creek Campus, our students
build and upgrade their skills in an excit-
ing range of trade-based careers and im-
prove their opportunities for employ-
ment. Our hands-on approach works.
(And so do our grads.)

We also work with our industry partners to
look for specific training solutions to ad-
dress their workforce development needs.

Leader in Apprenticeships
Apprentices are in great demand in a
highly competitive global market that
has to meet the challenges of today’s
technology. Mohawk annually serves
4,500 apprenticeship students and is one
of the largest trainers of apprentices in
Ontario. We provide both in-class train-
ing and hands-on experience.

Pre-Apprenticeship Programs
For students looking to get started, a
pre-apprenticeship program introduces a
spectrum of in-demand skilled trades
that can lead to specialist programs in a
broad range of industries. The pre-ap-
prenticeship programs have been de-
signed to support the first level of in-
school training needed.

Postsecondary Skilled Trades Programs
Student pathways into a trade can begin
through a postsecondary trades-related
program. These Ontario college creden-
tial programs help our youth learn more
about a trade and often cover a large per-
centage of the in-school training needed.

Learn more at 
mohawkcollege.ca/apprenticeship
Continuing Education Opportunities
Whatever the size of the construction
firm, accurate estimating and careful
monitoring of costs are essential compo-
nents of ensuring a profit. For those cur-
rently employed in the construction in-
dustry and wishing to jump-start a
Building and Construction Sciences ca-
reer, the Construction Estimating Cer-
tificate program may be of great interest. 

Learn more at mohawkcollege.ca/ce 

Mohawk College: Building and
Supporting Your Future Ready Workforce

EDUCATION IN CONSTRUCTION ADVERTORIAL
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When it comes to safety training, it isn’t
enough just to focus on meeting mini-
mum standards. 

“Employers know that when they call us
to fill a position on a crew, it will be with
someone who is highly competent and
trained with safety in mind,” says Mike
Ropp, Training Director at LIUNA 
Local 1059 Training Centre. “They have
that reassurance with our members.”

The 32,000 square feet of space at the
LIUNA Local 1059 Training Centre in
London, Ontario provides state-of-the-
art training classrooms, a large meeting
space, cafeteria, computer lab, and shops
outfitted with the latest tools and con-
struction material and handling equip-
ment. 

The LIUNA Local 1059 Training Cen-
tre also operates a mobile training class-
room that can be set up quickly to expe-
dite safety training on the job site.

Each year, experienced trainers instruct
20 - 30 pre-apprentices, 100 first-, sec-
ond- and third-year apprentices, and
several hundred journey persons. Grad-
uates work in 15 different sectors with
more than 40 different trades. 

LIUNA 1059 has recently implemented
a Record of Training Card (ROT) sys-
tem that accesses training profiles elec-
tronically. It’s a green initiative that in-
stantly provides up-to-date and secure
confirmation of training certification to
our members on their mobile devices,
and helps assure Contractors and the 

Ministry of Labour that the required
training is in place.

“We do this because we want our mem-
bers to have a comprehensive level of
safety training and certification so they
are not only valuable in the labour mar-
ket, but return home safely at the end of
each work day,” says Ropp. 
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Trained for Safety and Ready to Work

YOU NEED WORK-
READY EMPLOYEES. 
WE’RE HERE TO 
TRAIN THEM.
Highly trained, safety-conscious and skilled, LIUNA Local 1059 
members are the right people for the job. Our 3,000 members 
work across Southwestern Ontario in construction, maintenance, 
light manufacturing and security positions. LIUNA members 
are also employed in janitorial, hospital housekeeping, precast 
manufacturing and parking. These are important jobs that we are 
proud and honoured to do, and we know that the best workers 
are often those who receive the best training. 

www.liunalocal1059.com
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We’ve come a long way since
the first mass-market per-
sonal computer and first
email system, back in the
70s. Fast-forward 40 years,
to what is now a virtual
world. As more Canadians
go online to stay connected
and get their news and 
information, BuildForce
Canada has embraced digital
technology as a means to
meet the increasing demand
for a highly skilled construc-
tion workforce. 

“BuildForce has been a
leader in innovative learning
for the past decade,” said
Rosemary Sparks, Executive
Director of BuildForce
Canada. “We’re enhancing
our online training courses
to ensure that workers
across the country have 
access to the latest educa-
tion and training, from 
anywhere, 24/7.”

Convenience and easy access
matter, especially for those
working in remote regions

of Canada. Unlike the stan-
dard classroom, where class
schedules are fixed, e-learn-
ing is allowing workers in
growing numbers to educate
themselves, at their own
pace, taking advantage of
downtime within or 
between projects.

Working with construction
industry experts, BuildForce
now offers 11 awareness-
level Gold Seal-certified
training courses through its
E-Learning Centre in the
areas of business, manage-
ment, supervision, safety
and innovation. Its courses
range from supervisor train-
ing and project management
to pipeline safety and work-
ing in confined spaces. To
satisfy the construction 
industry’s appetite for effi-
cient, flexible web-based
learning, BuildForce is ex-
panding its online training
with the introduction of a
new course next year. 

In partnership with the 

Canadian Construction 
Association, BuildForce is
developing a training course
on ethics for contractors,
managers and supervisors.
It’s especially relevant for
those new to the job. The
course was developed by in-
dustry, for industry, to ensure
companies and workers rec-
ognize the importance of ad-
hering to the highest ethical
standards. It offers practical,
construction-specific scenar-
ios and ethics training, that
will be delivered online, as
well as through blended
learning – a mix of classroom
and online instruction.
Watch for this course in the
spring of 2016.

To date, more than 60,000
workers have registered in
BuildForce’s E-Learning
Centre. Over the past year
more than 12,000 learners
have completed courses. 
To stay ahead of the curve, 
BuildForce has expanded its
network of course distributors.

That network has grown 
to 110 distributors across
Canada, including safety
and construction 
associations, labour groups,
large employers, private
trainers and colleges. 

Canada’s construction 
industry relies on education
and training. Whether it’s
building new homes,
schools and pipelines or
maintaining and renovating
existing infrastructure, com-
plex skills are required, 
including familiarity with
health and safety issues and
the regulatory environment.
As the construction work-
force ages, and retiring baby
boomers are replaced by a
new generation, technology
and online learning play an
even greater role. 

“We’re attracting and train-
ing a whole new generation
of skilled workers who grew
up in the digital world,”
added Sparks. “That makes
innovative, flexible ap-
proaches to education and
training more essential than
ever for our industry.” 

BuildForce Canada is con-
tinually updating its course
content to reflect the train-
ing requirements of today’s
workers. As technology ad-
vances, so does the quality
and appeal of its innovative
online training, bringing it
within easy reach of
Canada’s one million strong
construction and mainte-
nance workforce. 

For more information 
please visit 
www.elearning.buildforce.ca

Innovative Training: 
Accessible Anywhere, Anytime

© jackfrog, Fotolia.com
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• Front-runner in the wall-to-wall  
union model

• Public training programs, including  
Working at Heights, WHMIS 2015,  
pre-apprenticeship, and more

• Health insurance, pension, and collective 
agreement terms determined by 
workplace

• Strong, fair representation

Learn more at clac.ca

Building Better 
Workplaces

CLAC is Canada’s multi-
craft construction union, rep-
resenting skilled tradespeople
working in every sector of the
construction industry. Every
day, thousands of CLAC
members build bridges, roads,
schools, water and waste
treatment plants, and more.

Building Partnerships
We are a union built on the
values of respect, dignity,
and fairness. Our goal is to
establish a partnership be-
tween employers and em-
ployees—labour harmony—
for the benefit of everyone.

CLAC organizes employees
in all trades in a particular
company into a single bar-
gaining unit covered by a
comprehensive collective
agreement. The advantages
of this approach, known as
wall-to-wall organizing, in-
clude:
•   streamlined negotiations,
•   workplace policies inte-

grated between trades,
and

•   no union jurisdictional
disputes.

Public Education
CLAC provides education
support for workers and ap-
prentices to upgrade or keep
their skills current at our
Cambridge Member Centre
and training facility.
CLAC’s pre-apprenticeship
training programs provide
enhanced opportunities to
start a career in the skilled
trades. 

Workers can keep up-to-
date on provincial require-
ments and codes and get the
skills and safety training
they need, such as
•   Working at Heights, 
•   WHMIS 2015 (GHS), 

•   Elevating Work 
Platforms, 

•   and much more. 

Look for our new 60,000
square foot state-of-the-art
facility, located right off the
401 in Cambridge and
scheduled to open in fall
2016.

By being innovative and do-
ing things differently,
CLAC has experienced re-
markable growth since it
was founded in 1952. Our
members and their employ-
ers are leaders in the field,
finishing projects safely, on
time, and on budget.

Learn more about us at
clac.ca. 

Leaders in the Field
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The Grand Valley Construction 
Association is an 
approved sponsor 

of the WSIB Safety 
Group Program.

Improving safety and improving the bottom line. Through the Safety
Group program, the GVCA and the Workplace Safety and Insurance
Board (WSIB) are working together to help you do just that.

By joining the GVCA Safety Group, your business will gain access to a
network of firms all dedicated to improving workplace health and safety
by networking, sharing best practices and pooling their resources. Safety
Groups gives your company a competitive advantage by managing your
WSIB costs and provides an opportunity to earn a rebate of up to 6% of
your WSIB premiums. GVCA guarantees a minimum $3,000 rebate
(based on successful completion of the program).

The program runs for one calendar year, beginning in December, 
and includes:
• 9 monthly working meetings
• 2 hours of “one on one” consulting with safety group facilitator
• Templates (first year members only)
• Industry expert and guest presentations
• Year-end binder review to confirm completeness of work
• Audit ready

For more information, please contact admin@gvca.org or 
call 519-622-4822 x 120

GVCA Safety Group members consistently score high in audits. In 2013, GVCA was the highest scoring group among construction safety
groups in Ontario  and members received a total group rebate of $477,193!!

Get Training!
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 learn-
ing on the job, then there is no limit to the tech-
nology that a new employee can master. 

GVCA’s executive certificate program
Training for company executives and managers that is specific to the challenges of our industry.

What’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 your-
self the best leader you 
can be.

Beginning in the new year
the GVCA will offer a tai-
lor-made certificate pro-
gram for construction lead-
ers. Entitled Construction
Best Practices: Foundations

of Employee Management,

the certificate program will

be offered in two forms. A

five-course program is de-

signed for company man-

agers, 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. 

EDUCATION IN CONSTRUCTION
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“In 2010 we opened our salt yard called
Your Salt Connection,” says Rob. “That
decision helped keep us going over the
last couple of years. That’s because our
salt-inclusive contracts really hurt the
business. In a normal winter, we salt an
average of 40 to 50 times. Last year, we
were out salting about 100 times; the
year before that, about 114 times. Those
changes forced us to take a different
stance with our contracts. We are now
capping salt costs at certain levels – be-
yond that clients will have to pay extra.”

Most of TNT’s work is commercial in
the wintertime. In the summer it splits
almost evenly between commercial and
residential jobs. The company’s residen-
tial work comes from its design-build di-
vision, which keeps a staff of just less
than 20 people year round.

TNT began life 22 years ago with a 300-
square foot storage bay at 40 Spring 
Valley Road in Kitchener. It now has
2,800-square feet of enclosed space and
an outside area of 70,000 square feet for
equipment, inventory and salt yard.

Salt can be costly to buy, but the real ex-
pense is the equipment needed to man-
age the salt. Drawing on her economics
education from the University of Water-
loo, Linda felt that TNT should take a
commodity approach to its salt yard, and
negotiate directly with salt mines for best

pricing.  Salt is now delivered directly to
TNT’s yard from three different mines.

“This approach guarantees a salt inven-
tory for TNT’s winter work and a steady
supply for a strong retail business,” she
says, adding that demand is growing.
“One day, we sold 50 tons of salt in 
four hours.”

Diversification is also important to TNT.
In 2014, the company became an official
dealer for SaltDogg Salters and
SnoDogg Plows. Linda adds that TNT
is also evolving its retail side by, for 
example, becoming the Canadian dis-
tributor of such products as Driveway
Markers and The Ultimate Scraper.

On the design/build landscape side,
TNT receives most of its business from
referrals and word of mouth. Rob sits on
the RAIN/REEP Council for Storm
Water Management and does a lot of
consulting for businesses that wish to 
receive storm water credits.

Rob is certified by the Interlocking 
Concrete Paver Institute as a concrete
paver installer and a permeable pave-
ment installer specializing in interlock-
ing stone and retaining walls.

“We have done some really interesting
work in this area,” he says. “In 2009,
TNT built a retaining wall for Hydro
One at its Brampton Cogeneration

Plant to protect an access point to buried
600-volt cable lines.”

“TNT’s biggest strategic advantage is
that we perform a lot of time-service
work in the winter,” says Linda. “We
schedule and perform work by an exact
time for our clients, such as before and
during their operating hours so that
business is not interrupted. We are ded-
icated to our customers and our service
agreements with them. We know how
much we can manage and will not 
overbook.”

Both Linda and Rob agree that health
and safety is the biggest issue in the 
industry. Linda has been certified as 
a health and safety officer and has a 
system in place to continually maintain
implementation of health and 
safety standards.

In the Testers’ opinion, the future in
TNT’s line of work is in storm water
management and the installation of 
permeable pavement – a practice already
taking place across Europe and the
United States. It provides cost savings
for the property owner, storm water
management and greatly improves 
property aesthetics.

For more information, visit 
TNTPropertyMaintenance.com and 
YourSaltConnection.com. 

L
inda and Rob

Tester opened

TNT Property

Maintenance in

1993 as a business offering

interior and exterior reno-

vation services, including

landscaping, for residential

and commercial clients in

the rental market.

GVCA Member Profile Lottery Winner

TNT Property Maintenance

Has a Salty Twist

Rob and Linda Tester of TNT Property Maintenance.
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Talk to any builder you know—general
contractors, subtrades or suppliers—
and they’ll tell you that the quality of
the drawings they receive for tender 
today is significantly worse than those
they received five or ten years ago.
Documents are incomplete. They’re
poorly (if at all) coordinated. They’re
generally put together with a lower
standard of care than in the past. As a
result, builders now have to set aside

significant amounts of time during the
tender period to submit requests for in-
formation. Designers then have to take
additional time to sift through those
requests and work alongside their
clients to decide what should be 
included in an addendum, and what
should be rejected as out of scope.

The effects of poor quality documents
ripple up and down the construction
chain. Builders with incomplete docu-

ments must guess at design intent.

They inflate their prices to ensure

they’re protected from risks. They ex-

pect to have to request change orders

throughout the life of the project. Sub-

trades and suppliers must do the same.

As a result, owners receive wildly vary-

ing prices for their buildings, they pay

more in change orders, they spend

more time than ever discussing the

merits of change orders with their 

designers, and often their projects 

are delayed.

Does any of this sound familiar? It

should. These are problems facing just

about everyone in our industry today,

and they’re affecting the way in which

contractors build, the ways they make

money, and their good relations with

their peers.

W
hen a project starts with poor quality or

incomplete construction documents, con-

ditions will only worsen. The CCA is

looking into this significant and wide-

spread problem. We spoke to some GVCA members about

their experiences with poor quality construction documents.

POOR
DOCUMENTS?
POOR
PROJECTS.

Paul Seibel, president of ACL Steel and GVCA past chairman, says the worsening quality of construction documents leads to problems throughout the construction process.



GVCA members respond
We spoke to a handful of GVCA
members about their experiences with
poor quality construction documents.

Past-chairman and president of ACL
Steel Paul Seibel says the quality of
documents has become a major prob-
lem for the industry since about 2006.
Around that time, owners began asking
designers to compete for business based
on the lowest price for services. As a
result, the design community began as-
signing a fixed number of hours to the
preparation of construction documents.
Regardless of whether those drawings
were complete at the time the man
hours ran out, the designer issued the
documents for tender—with the full
expectation that contractors would ask

questions and issue requests for infor-
mation to help fill in gaps.

That’s not an effective solution, he says.

“The documents are so incomplete and
open for interpretation that it leads to
bids that are all over the map and a
whole lot of finger pointing,” he says. “I
think that if designers were given more
time to spend on their work, our work
would be a whole lot easier. We’d all see
fewer RFIs, owners would get better
pricing and jobs wouldn’t be bogged
down by nearly as many change orders.”

Steve Stecho, general manager of 
Stecho Electrical Services, is equally
frustrated.

“Our company philosophy has always
been to work with our partners as a

team to create the end goal: a building
that fits our client’s needs, and we do
whatever it takes to meet that goal,” he
says. “But nowadays, we find that the
post-tender award environment we en-
ter into is immediately confrontational.
The general contractor, the owner and
the consultant are at each other’s
throats complaining about design 
mistakes and site conditions. No one
wins under those kinds of conditions—
either financially or in making good 
future relationships.”

Wes Quickfall, vice president of opera-
tions with Conestogo Mechanical,
wonders if owners put too much strain
on designers to get work done on
tighter schedules and for less cost.

“I honestly believe that the consultants
do their best to make things simple for
us, but their customers are putting
them in positions that are just not 
sustainable,” he says.

Andrew Bousfield, principal with ABA
Architects Inc., believes the problem is
more deeply rooted. He says the per-
ception that construction drawings are
incomplete or poorly assembled is a
function of the industry’s need to have
every last detail of a project spelled
out. He points to a renovation project
his firm is currently working on. It’s an
industrial building in Waterloo—simi-
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GVCA TO HOLD QUALITY OF DOCUMENTS SESSION
Got something to say about the quality of construction 

documents? Join GVCA and the Canadian Construction 

Association on November 23 for a special open round-

table session. Anyone can participate. Just bring an

open mind and constructive ideas. 

For more information or to register contact

www.GVCA.org call 519-622-4822 ext. 120.

Kitchener  | Burlington  Stratford|

Civil & Structural Engineering

Land Surveying

Environmental Science

Toxicology
MTE Consultants

www.mte85.com
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lar to most in town—that is owned by
the same company that built the build-
ing 30 years ago. During the early
stages of the project, the client showed
Bousfield the original project draw-
ings. There were six. And yet, he says,
the project was built with no 
challenges or difficulties.

“If I were to issue just six drawings for
this renovation project that we’re work-
ing on today, people would howl,” he
says. “They’d expect to see 40 or more
drawings, plus a book of specifications
with at least six or seven individual 
disciplines identified. Why? When
we’ve already proven the job can be
done with just six a generation ago?”

The answer, he believes, is in part due
to a reluctance of anyone in the con-
struction process to carry risk, interpret
intent and take decisions on site that
could be challenged. They want docu-
ments that spell out—with no room
for interpretation—exactly what needs
to be done. 

STAEBLER.COM

1.800.321.9187 info@staebler.com

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

Since 1873 Staebler has been helping contractors protect 
their assets from loss. We‘re one of the largest brokerages in 
Ontario and with our professional advice you can be rest 
assured we’ve got you covered. We have worked with many 
of your fellow GVCA Members and have the experience 
that you can benefit from. Call us today to learn how we can 
give you added peace of mind.

Helping business owners sleep
soundly since 1873.

BONDING
BUILDERS’ RISK

WRAP-UPS
PROJECT SPECIFIC INSURANCE

CONTRACTORS’ POLLUTION
PROPERTY
LIABILITY

AUTOMOBILE

Competitive Rates, Hassle-Free Claims

Andrew Bousfield, ABA Architects Inc.



“The trust among people on site isn’t
present today to the same degree it was
back then,” he says. “Compared to 
descriptive documents, prescriptive
documents take away interpretation
and in turn reduce risk.”

Lump-sum, low-bid is
not the solution
As to solutions, Stecho says some own-
ers are beginning to rise above the fray.
He credits local school boards for 
re-using previous building designs that
have been refined by previous trial and
error. He also credits local universities
and colleges for moving more toward
design-build approaches that hand over
more responsibility for document qual-
ity to the construction team and which
are more descriptive rather than 
prescriptive in their approach to 
facility requirements.

“That kind of model brings more 
accountability and insulates the owner
from cost overruns—unless they some-

how made an error in their require-
ments statements or change the scope
of work,” he says. “Some of the buyers
that we’ve worked with have said this
is the construction method they want
to use for all jobs.”

Bousfield agrees that bid-spec work 
is a flawed process. His firm actively 
pursues more collaborative procure-
ment arrangements, such as construc-

tion management, to avoid potentially
confrontational situations. He also 
believes it’s inevitable that even 
small-scale public procurement—
the traditional domain of the design-
bid-build method—will move 
toward methods that demonstrate
greater value for money and which 
invite less conflict.

Let’s hope so. 
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“I think that if designers were given more time
to spend on their work, our work would be a
whole lot easier. We’d all see fewer RFIs, owners
would get better pricing and jobs wouldn’t be
bogged down by nearly as many change orders.”

Economic Forecast
2016 Construction Spend

Tuesday, 
November 17, 2015 
4:00pm - 6:00pm 
Deer Ridge Golf Country Club
$40+HST per person

Register now for the Crystal Ball Economic Forecast!
Don’t miss this exciting opportunity to join industry experts for a look into the 

crystal ball for upcoming construction opportunities. Listen to a panel of local 

public buyers discuss their budgets and plans for construction spending in 2016.

This can't miss two-hour session will give us the highlights (and lowlights) 

of economy as it relates to construction. Keynote speaker Mark Caseletto, 

vice-president and general manager for CMD Group, will be 

identifying areas of growth and demand, such as the growing need for 

convention space in Ontario and the Grand Valley Region.

This event will be held on November 17 between 4:00pm and 6:00pm at the Deer

Ridge Golf Country Club. Registration is $40 plus HST for members, and registra-

tion information is available at www.gvca.org or by contacting the GVCA office.

Mark Caseletto
vice-president and 

general manager for 
CMD Group



Of all the time-worn debates in our 

industry, none perhaps cuts a clearer line

between subtrades and general contrac-

tors as the question of whether generals

should be required to name their sub-

trades at the time of tender closing.

Generals say no, subs say yes.

The reasons each give are fair. Generals

prefer not to name subtrades to protect

themselves during the bidding process.

If a low bid comes in from a new or 

unproven—and major—subtrade in the

last few moments before a tender closes,

and there’s no time to negotiate further,

the general is faced with a dilemma.

Does it carry the sub’s bid and hope the

company has the horses to do the work

and finish on time? Or does it go with 

the higher-priced subtrade that it knows
a little better? The difference between
the two companies—to say nothing of
the completeness of their bids—may
mean the difference between success
and failure on the job, and sometimes
the situation doesn’t allow for careful
and considered thought.

On the other hand, subtrades say that
being named is an important part of do-
ing business. For one, it helps them un-
derstand exactly how much work is on
their plate, and what resources they have
available to devote to other tenders open
for bid. If they’re not named, but have
their bids carried at a later time, they
could be forced into difficult situations
where they don’t have the manpower

ready to work on a job. Naming creates

assurances. For another, naming protects

them from bid shopping. When they’re

named on a general’s bid form, subs

know that generals are tied to them, and

that they can’t be priced out of a job at

the last moment.

There’s no clear answer to the question
of which approach is best. Both have
merits and drawbacks.

OGCA responds
The Ontario General Contractors 
Association (OGCA) is a strong and
vocal advocate for its members on this
subject. For years, the association sup-
ported the notion that a handful of criti-
cal and major subtrades and suppliers be
named at tender closing time. But presi-
dent Clive Thurston says that time and
overeager owners have created abuses in
the system. It’s no longer just a few 
critical trades that need to be named. 
It’s 10 or 20 or even 30. As a result, the
association is now recommending that
its members take a much harder stance
against naming trades.
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S
hould general contractors be required to name their

major subtrades at tender closing? Such a practice

protects subtrades, but can it harm generals? 

Do construction buyers even have a role to play in

policing such industry matters?

Wes Quickfall of Conestogo Mechanical says that naming subs can help clear up unethical practices.

NAMING
NAMES
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GVCA members respond
You don’t have to look far among
GVCA members to find strong opin-
ions on the question of naming sub-
trades at tender closing. For example,
past chairman and president of ACL
Steel Paul Seibel says he wants his firm
named on tenders because it gives the
company certainty about its workflow
and protects it from bid shopping.

“The only time you’ll see subtrades walk
away from their bids is when the con-
tract they’re being offered by the general
is unfair, because of things like payment
terms or risk allocation,” he says. “But if
a general sees a subtrade come in with a
number that is significantly lower than
those of its competitors, it should know
that it’s taking a big risk in carrying 
that company.”

Wes Quickfall, vice-president of opera-
tions with Conestogo Mechanical, says
he sees both sides of the argument, and
appreciates that most owners ask for
major subs to be named on big jobs. 

“It’s the smaller jobs where people
want to see more of this kind of thing
enforced, and where you see more 
instances of bid shopping and other
unethical behaviour,” he adds.

Bob Zehr, one of the principals of Nith

Valley Construc-
tion, says he’s not
opposed to the idea
of naming sub-
trades. He’d just
prefer not to do so
at tender closing
time.

“It’s impossible to
check for mistakes
and exclusions on
every bid we receive
when 20 or 30 of
them come in dur-

ing the last 20 minutes before a tender
closes,” he says. “We prefer to see two-
envelope closings that allow us the time
to do the proper due diligence.”

Zehr says it’s not uncommon to see
some owners ask for as many as 20 or 25
trades to be named.

“And these are not just critical trades
like mechanical and electrical,” he says.
“It’s washroom partition suppliers.”

In a perfect world, he’d like to see more

owners require major trades to be pre-
qualified so that general contractors can
carry bids from trades with confidence.

Let the industry 
police itself
Thurston says the issue of naming 
subtrades ought to be one the industry
comes together to discuss, rather than
relying on the opinions of owners and
designers that don’t have nearly the
same stakes in the game.

“If subtrades don’t trust generals to be
honest, my advice is don’t bid them,” he
says. “But don’t ask owners and design-
ers to police our industry. That’s not
their role. In the meantime, if everyone
is serious about getting rid of bid shop-
ping and honouring contracts, then let’s
get generals and subtrades together in a
room to find a solution to these prob-
lems. For the good of the industry.”

No matter where you land on this 
debate, Thurston’s suggesting of bring-
ing the industry together to solve its
own problems has merit. 

Thurston says the issue of naming
subtrades ought to be one the
industry comes together to discuss
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Over the past 10 years, there has been a

major political commitment to educa-

tion and health care P3s across Canada

by federal and provincial governments.

Thanks to a pioneering approach and a

sustained track record, the municipali-

ties are now also showing a keen inter-

est in using the model to finance 

improvements in water, wastewater, and

transport services.

A positive political backdrop has clearly

made a massive contribution to the suc-

cess of P3s in Canada, but trust be-

tween the public and private sectors, a

strong legal framework, and a competi-

tive market have also driven best prac-

tices in infrastructure development.

Efficient procurement
Of the mature P3 markets around the

world, Canada is acknowledged to have

one of the most efficient procurement

processes with a median procurement

time, over the whole program period, of

approximately 18 months. There is also

evidence that the process is continuing

to increase in efficiency as familiarity

and experience grow in the public and

private sectors. A recent KPMG survey
revealed that, in projects procured since
2007, the time from release of tenders
to financial close had fallen to approxi-
mately 16 months, comparing
favourably to the average procurement
time for P3s in Australia (17 months)
and in the United Kingdom (34
months).

As a result, bid costs in Canada also
compare favourably with those in 
Australia and the United Kingdom. 
Bid costs for the winning bidder on a
P3 in Canada are on average lower than
those in Australia, at 0.5 to 1.5 percent
of capital value compared to one to two
percent; and substantially lower than
those in the United Kingdom, where
bid costs are five to six percent of 
capital value.

A diverse market for
project finance
Since the financial crisis, many of the
mature P3 markets have experienced a
rapid reduction in deal flow, largely 
owing to a reduction in the availability
of private finance alongside an increase

in cost. Recent changes in financial 
sector regulation have amplified these
effects. At the same time, a range of 
institutional and investment-specific
factors has limited demand for infra-
structure assets among alternative in-
vestors, such as pension funds, sovereign
wealth funds, and insurance companies.

However, such problems have been 
notably absent in the Canadian market,
where debt finance has continued to
flow to projects and deal flow has re-
mained stable. Both Canadian and for-
eign banks have continued to be active
in financing Canadian infrastructure,
and the P3 market has benefited in the
national banking sector from good per-
formance. Canada also has one of the
most developed P3 bond markets in the
world, with bonds that are often struc-
tured to investment grade.

Canada’s pension funds have spear-
headed direct investments in infrastruc-
ture since the early 2000s, and today,
Canada and Australia have the highest
asset allocation to infrastructure by
pension funds in the world: some five
percent compared to the global average
of around one percent. The majority of
Canadian pension fund investments are
made directly into infrastructure, giving
rise to a distinctive “Canadian model,”
which has attracted considerable 
attention worldwide.

However, the provincial governments
have also played a distinct role in shap-
ing a diverse project finance market that
is robust to macroeconomic shocks, by
addressing the barriers to institutional
investment in P3 projects and ensuring
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Waterloo Region Courthouse. Image courtesy EllisDon.

A
lthough the public-private partnership (P3) 

concept originated in the United Kingdom dur-

ing the 1990s, Canada quickly established itself

as a serious market player. With a new pedigree

of private-sector project finance leading its P3 model, it is

now considered to be one of the most successful in the

world, creating a strong market that is widely attractive to

investors and expertise that is highly exportable.

P3Leader

The



consistency of project documents and
key terms across asset classes. Alongside
a rapid and transparent bidding process,
the degree of standardization, promoted
by all Canadian jurisdictions, has helped
to reduce the information requirements
of senior lenders and has encouraged
their entry into the P3 market.

Some contractors have also enabled
healthy competition to emerge between
different sources of finance—both bank
and bond-finance, as well as hybrid
transactions involving both sources—by
providing robust security packages that
are passed through to the project com-
pany. This allows projects to obtain bet-
ter-rated debt from the ratings agencies
and enables projects to enter the bond
market for financing.

A supportive political
environment
In addition to the wide-scale support
for the P3 concept within government
at the federal, provincial and municipal
levels, there has been growing public ac-
ceptance of a greater role for the private
sector in the delivery of infrastructure
services across Canada. Polls conducted
for the Canadian Council for Public-
Private Partnerships have shown grow-
ing public support and, across the coun-
try, support for private sector delivery of
these services in partnership with gov-
ernment increased from 60 percent in
2004 to 70 percent in 2011.

The public is also becoming increas-
ingly aware of the possible benefits of
the P3 model, not just in terms of en-
hanced quality of the public infrastruc-
ture and services, but of the P3 market’s
capacity to drive Canadian employment
and economic growth. P3 creates 
opportunities for smaller, local compa-
nies to take on specialized components
of P3 projects by sub-contracting 
with larger firms.

A key factor of the Canadian approach
for attracting public support is that P3s
are pursued only when the procuring
authority can demonstrate economic
benefits and value for money over the
life of the contract through a robust 
appraisal process. Canada has estab-
lished credibility for P3s as an innova-
tive asset delivery model and stands

apart from many of its international
counterparts, where some countries that
rely on different accounting standards
may employ the P3 model as a means
of providing additional investment or
managing down debt-to-GDP ratios.

Canadian P3s are clearly spearheading
global good practice and, for anyone
who has so far made limited use of the
public-private partnerships model, there
is clearly much to learn from the 
Canadian example. 

This article was written by Gary Watkins,
CEO of Service Works Global (SWG).
This article is based on a new white paper
from SWG in collaboration with the
Canadian Council for Public-Private
Partnerships.

Editor’s note: This article was originally
posted to the ReNew Canada –
The Infrastructure Magazine on July 23.
The full text of the document appears at
www.renewcanada.net/2015/the-p3-leader
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Supply chain professionals can manage
all their procurement requirements
through SCAN 247 – whether they’re
buying pens, computers, or construc-
tion services. The system walks users
through all steps of the process, from
vendor registration and prequalification
through creation and publication of the
opportunity to the reception and 
analysis of the responses.

“SCAN 247 is really the tool that 
owners need to move their operations
fully into the e-procurement world,”
says Infinite Source’s Steve Sulpher.
“When compared to collecting bid
submissions on paper, the system is 
significantly more efficient. It increases
compliance with the bid form, elimi-
nates most tender irregularities, ensures
that bidders include bid securities and
offers countless other benefits to own-
ers and bidders.” 

For construction tenders, SCAN 247

seamlessly integrates with the BestBidz

online planroom and allows the buyer

to publish their construction opportu-

nities directly into BestBidz with the

click of a button. This gives the buyer

direct access to the extended network

of qualified contractors through

GVCA or, if they require broader cov-

erage by publishing to the provincial

BestBidz plan room, while maintaining

full control over the documents

throughout the process.
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I
f you are a buyer of construction services that is considering taking the leap into elec-

tronic procurement, then you need to look at SCAN 247.Created by Infinite Source

Systems Corporation, and endorsed by local construction associations in most provinces,

SCAN 247 is an easy-to-use, cloud-based system that meets nearly all of the construc-

tion industry’s exacting, nuanced and at-times arcane standards and requirements.

SCAN 247: 
streamlined e-procurement for buyers

SCAN 247 is really
the tool that owners
need to move their
operations fully into
the e-procurement
world

Bidding opportunities on display in the SCAN 247
system.



SCAN 247 also helps purchasing agents
cut down on paper wasted during the
bid-submission process. It helps all par-
ties – and bidders in particular – save
time driving to and from the owner’s 
offices to submit their documents. It

also increases accountability by prevent-
ing late submissions (thanks to the sys-
tem’s in-session submissions, once a bid-
der clicks submit, its bid information is
automatically captured on the purchas-
ing agent’s server—there’s no lag while

data uploads) and keeping all tender
data in long-term storage should there
ever be a later need to review the exact
details of a bid. Post submission, SCAN
247 helps with bid evaluations., It sorts
all bid results immediately and delivers
the results to the purchasing agent in a
customizable spreadsheet that users may
sort according to any field they choose.
Additionally, since bid information is
exported directly from bidders’ submis-
sions, the system eliminates any possi-
bility of data-transposition errors.

“One of the biggest concerns that pur-
chasing agents have with migrating to
any electronic-procurement system is
change management,” says Sulpher. 
“But every buyer that has implemented
SCAN 247 has told us how easy the
system is to learn and work with, and
how significantly it has helped stream-
line operations. The City of Prince
George, for example, now reports a 60-
percent savings in the time it spends on
tender calls and coordinating bid results
thanks to SCAN 247.”
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Solstice 2, Guelph, ON

Uploading documents in SCAN 247 is easy—and the system corrects errors as you go.
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Opportunity notification
Advertise your opportunity publicly on the Supply Chain
Access Network site or control access to it by invitation only.
Integrated fax and email tools allow you to automate the 
entire notification process for your opportunities. Easy to use
tools allow you to qualify and manage your vendors and 
contractors or you can draw from the pool of companies
listed in the directory.

Form creation
Create the exact form that matches your specific require-
ments and submission process using customizable templates.
If bid security is required use the integrated bid bond features
to receive valid, enforceable bid bonds with your submissions.

Managing the process
Real time activity reporting allows a high degree of visibility
into the level of interest and response to your opportunity.
An integrated question and answer board provides an 
efficient and effective means to manage responses during 
the process. Sophisticated communication tools allow for 
the fast and efficient distribution of notices and addenda.

Bid reception and analysis
A reverse countdown clock displays throughout the

process ensuring that everyone is aware of the exact time

until closing. The instant the closing time is reached, re-

spondents can no longer submit or edit submissions and

the recipients are able to immediately begin reviewing the

results of the process. All responses are presented in an

easy to review format. They can be viewed individually or

shared with a review team. As required they can be printed

out as individual submissions for sorting and analysis or

opened in a spreadsheet suitable for detailed comparisons.

Security and authorization
All parties in the process are restricted to seeing only the

information that relates to their specific role in the

process. Only the respondent has access to their submis-

sion details until it is submitted bid and the closing time is

reached. All activities are managed on highly secure server

infrastructure. All submissions are authenticated using a

secure process that guarantees the integrity of the 

submission and its contents. 

SCAN 247: FEATURE RICH
SCAN 247 is loaded with features that manage nearly all aspects of the procurement process.

1.      Late bids
        Automatic rejection,  
        return to bidder unopened

2.      Unsealed envelopes submitted
        Automatic rejection

3.      Proper envelope not used
        Acceptable if the envelope is properly sealed 
        and its contents are properly identified

4.      Insufficient financial security
        Automatic rejection

5.      Bids not completed in non-erasable medium
        (e.g. ink or typewriter) and signed in ink
        Automatic rejection

6.      Incomplete bids (part bids; all items not bid)
        Automatic rejection

7.      Qualified bids (bids qualified or restricted 
        by an attached statement)
        Automatic rejection

8.      Bids received on a bid form other than the 
        Stipulated Price Bid Form
        Automatic rejection

9.      Bids containing minor clerical errors
        Two business days to correct and initial errors

10.   Signature of bidder or bonding 
        company missing
        Automatic rejection

11.   Documents missing signature(s)
        Automatic rejection

12.   Erasures, overwriting or strike-outs which 
        are not initialed:
        (a)    Uninitialed changes to the bid documents 
                which are minor (example: the bidder’s 
                address is amended by over-writing but 
                not initialed)
                Two business days to correct
        (b)    Unit prices have been changed but not 
                initialed and the contract totals are 
                consistent with the price as amended
                Two business days to correct
        (c)    Unit prices which have been changed

but not initialed and the contract totals
are not consistent with the price as
amended

                Automatic rejection
        (d)    Other mathematical errors, which are not

consistent with the unit prices
                Two business days to initial corrections

as made by the bid calling authority

13.   Bid amount in writing is different than the 
        numerical amount
        The bid amount in writing shall take prece-

dence

14.   Mistakes in bidding (e.g., bidder demon-
strates error in calculation sheets)

        The owner is not obliged to permit 
withdrawal of the bid

15.   Addendum that have financial implication
        have not been acknowledged
        Automatic rejection

16.   Other minor irregularities in submitted 
        documents
        The owner may waive irregularities, 
        provided they are minor and do not 
        provide a bidder with a competitive 
        advantage.

17.   Faxed revisions to bid:
        a)     Arrive late
                Automatic rejection
        b)     Revision is not alteration to the price, 
                but states the final bid amount
                Automatic rejection

SCAN 247 reduces bidding irregularities
The British Columbia Documents Committee created this table of guidelines for administering bidding irregularities as an informa-
tion sheet for buyers of construction services who are faced with tender abnormalities. The items crossed out below are irregularities
that cannot occur when an owner uses the SCAN 247 bidding module as opposed to accepting traditional paper submissions.

SCAN 247 is in the suite of offer-

ings available through Bestbidz.

Learn more at: www.bestbidz.ca
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“Partnering to Provide 
  Quality Control”

Total Building Commissioning
Specialists since 2003 

1406 Osprey Drive, Unit 7, Ancaster ON Canada L9G 4V5      T 905-304-3644        F 905-304- 5024

www.cfmswest.ca       info@cfmswest.ca

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

Why do subtrades and gen-
eral contractors not have the
same lien rights? General
contractors hold lien rights
until the end of a job
whereas a subtrade’s lien
rights end 45 days after sub-
stantial completion. Some of
the subtrades that are first
off a site wait for their funds
to be released for as many as
120 days. This practice cre-
ates cash flow challenges.

All parties stated that there
should be a digital conflict
resolution library created so
that members can review
how similar issues that they
are facing have been 
resolved in the past.

Payment
Payment is often a problem.
Payment terms, payment
clauses, draws cut back,
payments delayed due to
deficiencies, and long hold-
back periods create cash
flow difficulties.

When it comes to back
charges, the trade needs the
opportunity to address the
back charge and decide
whether it is a legitimate
back charge or a deficiency
that must be fixed. They
want the opportunity to state

their cases. There needs to 
be a proper paper trail with
written notices. These cannot
be just issued blindly at the
end of the project.

Liquidated damages clauses
need to be identified at the
time of the tender. When
they are applied, they need to
be proven and substantiated
by the general contractor or
the owner.

Subtrades would like to cham-
pion the idea of bringing back
the early release of holdback
or extending their lien rights
to the end of the project.

There should be prompt pay-
ment mechanisms put in
place whereby an owner does
not submit payment to a
general contractor until the
owner sees proof of the gen-

eral contractor’s plan to pay

all parties in a timely fashion.

This prompt payment

process needs to be revised

for the benefit of all parties.

Subtrades would like to

know the terms of payment

they agree to as set out by the

owner to the general contrac-

tor. Conversely, general con-

tractors would like the sub-

trades to understand that the

certification process can be

painful, and is often time

sensitive. Payment applica-

tions, complete with all doc-

umentation, are required at

the time the general contrac-

tor puts its draw together.

Additional documentation

may be required before 

payment is issued. 

Elephants in the Room Series, Session 1: You Don’t Get Me. A Frank Discussion between GCs and Subs.                                            Continued from page 5.

GVCA members present industry is-
sues raised by their discussion groups.
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ADVERTISERS’ INDEX

EVENTS CALENDAR

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

November 17

Industry Outlook

Deer Ridge Golf Club – Registration Required 

November 18

WinC Holiday Sparkler 2015

Galt Country Club – Registration Required

November 23

Elephants in the Room Series – Session #2 – Quality of Documents

Deer Ridge Golf Club – Registration Required

December 10

GVCA Event - Lean Construction

Holiday Inn, Kitchener 

December 10

GVCA Christmas Lunch

Holiday Inn, Kitchener – Registration required

EDUCATION CALENDAR

October 20
Approved Working at Heights Training.

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

November 3 & 4
Microsoft Project for Construction. Earn 2 Gold Seal credits.

November 3 & 4
First Aid Training. Standard First Aid Level C with CPR and AED.

November 5 & 13
Construction 101. 2-Day Comprehensive Introduction to the Construction
Industry. This course is accredited for 2 Gold Seal credits.

November 11
Approved Working at Heights Training.

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.

November 23
Elephants in The Room Series session #2. Quality of Documents.

January - March 2016
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

January 2016
Elephants in The Room Series session #3. Owners RFP’s, 
bid evaluation, vendor pre-qualifications, third-party qualifiers.

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

TO REGISTER
To register, or request additional information 

please contact admin@gvca.org 

or call 519-622-4822 X120
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