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that I saw recently which speaks to the adop-
tion of technology by construction companies.   About half of the 800-plus companies sur-
veyed by Sage Construction & Real Estate, which is a provider of construction software
solutions to contractors across North America, said they spent less than one percent of their
total annual revenues on information technology.   What’s more, the survey also found that
35 percent of these firms don’t have a dedicated IT person on staff.  (If you want to learn
more, do a Google search on the Sage 2014 construction IT survey.  There’s a good infographic
out there that captures some of the survey’s major findings. )

Why does that matter? I think it matters for two reasons.  One, it shows that our industry is
stubborn about the way we work.  The technology exists for us to do our jobs better—to bid
more accurately, to design more precisely, to complete work more quickly—yet most of us
persist in doing what we’ve always done: marking up hard-copy drawings with old fashioned

pencil and ink.  Two, I think our industry’s refusal to embrace new tech-
nology stifles our productivity.  With just a few changes to our approach
to work, we could be getting so much more out of every hour of the
day. 

Take Building Information Modeling (BIM) for example.  We all
know it’s out there and we’ve all heard talk about what it can do and
how it promises to change the way our industry works.  Yet how many
of your colleagues are actually using it? Very few, I dare say.  All the
while, contractors across the United States, all over Europe and
throughout Asia are embracing this model—and others—as a way of
getting their jobs done faster and better than ever before. 

Technological changes don’t have to be as complex or involved as
implementing BIM.  They can be simple and relatively affordable.  For
example, it will cost you less than $1,000 to buy a state-of-the-art tablet
computer, a good monitor and a sturdy locking cabinet that will enable
your jobsite to go completely paperless.  What’s more, the GVCA’s new
electronic plansroom software allows you to use a source viewer to
mark up drawings and save annotations, meaning that you can share
documents and amendments at any time with any person you care to. 

Take a moment to think about how your office uses technology and what it can do to be-
come more efficient and more productive.  For example, if you’re using Microsoft Excel for
things like job cost reports, and customer information databases, find something better.  And
if you’re not yet backing up your company’s data to the cloud, now’s the time to get on board.
Construction is a huge industry worldwide.  Technology developers understand this and
many have developed exceptional products to help meet our industry’s precise needs.
(Check out the article on Bridgit on page 20.  It’s an industry-specific tool for tracking and
managing deficiencies. ) All you need to do is let go of doing things the old-fashioned way. 

With comparatively little investment and—here’s the key—a willingness to embrace new
ideas, our industry can leverage new technology to boost productivity.  And who doesn’t
want to do more with less?

MESSAGE FROM THE CHAIR

HERE’S AN INTERESTING STATISTIC 

Gary Hauck,
GVCA Chair

It’s time to re-think
office technology

GVCA Magazine_Winter 2014  2014-06-04  10:00 AM  Page 4



GVCA Journal – SPRING 2014 – 5

Building Canada’s Future Since 1923

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

www.ballcon.com

Exemplifying the Great One

Wayne Gretzky Sports Centre, Brantford, Ontario

Whether it’s a recreation centre, a university campus, a corporate office 
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professionals deliver excellence on every project we build.
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I mean, really and truly here. And after
the long cold winter that we had, I for one, could not be happier. Spring
means many things to different people, but for me it’s a time to get a fresh
start. It’s a time to cast off the mantle of a year ago and launch new projects
that hold promise and potential for the year ahead.

I love new beginnings. Even things as simple as a blank piece of paper
hold promise for me because they signal potential and opportunity. But
the act of making changes—of finding words to fill that paper—takes com-
mitment.

As your association manager, I can tell you that GVCA is
committed to making this association unique in the industry.
Many other local construction associations across Ontario
and around the country offer similar things to their members:
plansrooms, social gatherings and excellent advocacy work.
And these are all very important things, don’t get me wrong.
But we’ve been thinking deeper about what the GVCA means
to our members and how it can do more for all members.
The conclusion we’ve drawn—and this may sound simplistic
at first—is that one size doesn’t fit all. Our association com-
prises large employers and small. Family businesses and cor-
porations, partnerships and sole proprietorships. Our
membership is mixed, not only in the services each company
provides, but also in size, areas of expertise and diversity of
labour force. How can all these companies want the same
things from their construction association? Clearly they
can’t—and they don’t.

The members of the board of directors and I have some
ideas about how the GVCA can become more responsive to
its members. But we would never claim to take the associa-

tion in new directions without first consulting with you. So over the course
of the next two months, I’ll be reaching out to you with ideas and thoughts
about the GVCA. I want to hear about your company’s needs and priorities
and what our association can do to help you grow your business.

Think of our chat as my way of consulting with you to ensure that our
approach is good. Equally, think of it as an opportunity to re-focus my think-
ing if I’m wrong. However you choose to think about it, please consider it
important. The GVCA is valuable to you as a member on one level or an-
other. I want to make it as valuable as possible in every way possible.

Let’s get started!

6 – GVCA Journal – SPRING 2014

MESSAGE FROM THE PRESIDENT

SPRING IS FINALLY HERE! 

Martha George, GSC
GVCA President

A time for change
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www.architectureinc.ca
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Tel: (519) 747-2280 www.brianlshantz.com

brian.blshantz@golden.net

Brian L. Shantz
ltd

CONESTOGA ROOFING
INDUSTRIAL & COMMERCIAL FLAT ROOFING

Specializing in:
Roof Repair & Maintenance
Roof Replacement Programs

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

TOLL FREE 1-888-518-7663

www.conestogaroofing.com

• BUILT UP ROOFING •
• MODIFIED BITUMEN •

• SINGLE-PLY MEMBRANES • 
• METAL SLOPED ROOFING •

Celebrating over 
32 years of quality service.

MUNICIPAL, COMMERCIAL & 
INSTITUTIONAL ASPHALT PAVING

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

VISIT OUR WEBSITE
www.kwcornerstone.com

FREE ESTIMATES

519 743-6411
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Email: kwpaving@kwcornerstone.com
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www.ljbarton.comT: 905-304-1976   888-705-1055   F: 905-304-1607

1341 Osprey Drive, Unit 4, Ancaster, ON L9G 4V5

Reliable
Resourceful
Responsive

Multi-trade services proudly serving 
Ontario since 1990

Total Building Solutions – On time, on budget

Service & Maintenance Technicians available
24/7 for the best industry response times

Ontario’s Construction
Association Network

Having a strong standing EPR platform
is an integral part of the GVCA and the
services we provide to our members.

The GVCA, along with 11 other Ontario
Local Construction Assocations,

formed a consortium called BestBidz
and selected Infinite Source to 

supply our new platform.

The Grand Valley Construction 
Assocation has a new EPR provider!
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size enterprises constitute the
majority of firms in the Canadian construction industry.
Our Canadian construction clients are seeing strong de-
mand due to aging infrastructures, as well as newer regu-
latory requirements and stricter environmental standards.
The market is presenting challenges however that include
increased competition from international companies and
persistent scarcity of qualified labour which unfortunately
results in lower profit margins. This competitive environ-
ment has encouraged construction and engineering com-
panies to undertake research and development of
innovative construction solutions in an attempt to reduce
labour and material inputs as well as increase efficiencies
in the both the design and field stages.

However,  several industry groups estimate that less than
one percent of total industry revenues are spent on re-
search and innovation initiatives. The Canada Revenue
Agency’s Scientific Research and Experimental Develop-
ment (SR&ED) tax credit program aims to incentivize ef-
forts carried out in this direction. The current landscape
presents an excellent opportunity for construction com-
panies to invest in field level research and development
and consequently receive monetary benefits under these
funding programs.

Potential areas for R&D incentives in construction industry
The SR&ED program has primarily been used by tech-

nology and manufacturing businesses over the past 20
years. Unfortunately, many in the construction and engi-
neering sectors have undervalued their eligibility for the
program and do not file claims. As a result, many small and
medium-sized businesses miss the opportunity to benefit
from the SR&ED tax credit. In reality, environmental factors
such as site interference issues, site specific conditions
(such as custom formwork across novel parameters and
extreme dewatering issues), commissioning failures and
the development of new materials to solve complex prob-
lems are just few examples that could generate an SR&ED
claim. Additionally, several factors such as a large infra-
structure deficit developed over the past several decades,
and strong opportunities in the resources and commercial

sectors have created a need for larger and more complex
projects requiring investment in new technologies and in-
novative solutions. There are many areas in which system-
atic experimentation is leading to technological
advancements in the construction industry. 

If you have developed mechanisms or tools to increase
productivity, developed equipment to expand functional-
ity, improved structural integrity using new concepts and
non-traditional materials, or reduced environmental im-
pact of the building or construction process, then you may
qualify under the SR&ED program.

The benefits
SR&ED is Canada's largest program designed to help

private-sector research and development by giving out
more than $3.5 billion in tax credits annually to more than
21,000 applicants. The most important tax benefit of
SR&ED is the availability of generous investment tax cred-
its (ITCs), which can be used to decrease your income tax
liability dollar for dollar. For Canadian-controlled private
corporations (CCPCs) where credits exceed taxes, ITCs
may be fully refundable from the government. The benefits
are structured to favour smaller firms, so it is not surprising
that 75 percent of claims are from small and medium-sized
CCPCs.

For most taxpayers, the ITC rate is 15 percent but qual-
ifying CCPC’s are eligible to receive refundable SR&ED tax
credits at the enhanced rate of 35 percent and are typi-
cally eligible to recover costs incurred over the past two
fiscal years. Eligible expenses such as employee wages,
contractors and materials cost in support of an SR&ED
project can be claimed. The SR&ED tax incentive system
in Canada is among the most generous incentive pro-
grams in the world where companies can recoup SR&ED
labour costs by up to 64 percent.

So the question to ask yourself is: are you missing out
on potential tax credits?

This article was written by Martha Oner, a senior 
manager at Grant Thornton LLP. She can be reached 

at 416-777-7217 or Martha.Oner@ca.gt.com.

SMALL AND MEDIUM 

Are you taking advantage 

of SR&ED refunds?
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TOP STORIES

one-person opera-
tions, many construction businesses grow quickly. Unfor-
tunately, fast growth can leave a business and its owners
with a business structure that does not serve their interests.
A flaw in your business structure may become painfully
obvious, for example, if and when you get sued or circum-
stances make a change of ownership necessary. 

An ounce of prevention is worth a pound of cure. With
a little forethought, business owners can create a legal
structure to protect the interests of the business in the pres-
ent and to position the business to adapt to future change.
Professional advisors have a number of ways in which they
can protect their clients – before it is too late. Here is an
overview of a few basic (but essential) protections. 

Don't wait to incorporate! 
For most construction companies the optimal business

vehicle is a corporation. The first and most important ad-
vantage of incorporation is that it limits the personal lia-
bility of the owners of the business. As a general rule, the
shareholders of a corporation are not responsible for the
liabilities of the corporation. Corporations can also be
used to raise capital, reduce or avoid taxes, or plan for suc-
cession. 

Have a shareholders' agreement 
A shareholders' agreement is like a 'pre-

nup' for people in business. One of the risks
that corporations face is that a dispute will arise
between the shareholders. Resolving shareholder disputes
in court can be expensive, time consuming, and indirectly
disrupt the operations of the business. A good sharehold-
ers' agreement will minimize disputes from arising in the
first place and help resolve disputes when they do arise.

A shotgun clause is one way a shareholders' agreement
can help resolve disputes. When a dispute arises, a shotgun
clause allows one shareholder to buy out, or to be bought
out by, another shareholder. A party invoking a shotgun
clause sets a price for the shares of the company. The other
shareholders in the company have the option of being
bought out at that price or buying out the shareholder
who set the price. Any shareholder who invokes a shotgun
clause has an incentive to set a fair price for the shares be-
cause the other shareholders have the option of buying or
selling at that price. Therefore, a shotgun clause can help
shareholders to resolve disputes quickly by triggering a
share sale at a fair price. 

Minimize your exposure as an officer and director 
The officers and directors of a corporation may be re-

sponsible for various liabilities of the corporation. They
ought to understand those risks and take steps to minimize
their exposure. 

Perhaps the least understood risk facing officers and di-
rectors of construction companies is their liability for any
breach of the trust provisions of the Construction Lien Act
by the corporation. Section 8 of the act imposes a trust on
all funds received by a contractor or subcontractor in re-
spect of any project to which they supply labour and ma-
terials. The trust arises in favour of anyone who supplied
materials and services to the project as your material sup-
plier, subcontractor, sub-subcontractor, etc. For example, if
your company owes debts to its suppliers in respect of
project A, then it would be a breach of trust for your com-
pany to take a progress draw received in respect of project
A to pay off an outstanding debt to its suppliers to projects
B or C. Another example, if your company owes money to
its suppliers in respect of project A, then it is a breach of
trust for your company to take a progress draw received
in respect of project A to pay off overhead expenses such
as heat, hydro, gasoline, interest, etc. Every officer and di-

rector who assents to, or acquiesces in, a breach
of trust by the corporation is liable for breach of
trust. Yes, these rules get violated all the time. No,
that won't protect you if you get sued. 

The first step to protect yourself is to under-
stand and follow the trust rules. The next step is to

avoid over-extending your company. If your company
takes on too much work, then you are more likely to break
the trust rules. The last step is to make sure that you can
weather a storm should it happen. Officers and directors
of small companies should consider transferring assets to
their spouse or into investments that are immune from ex-
ecution by their creditors. Officers and directors of larger
corporations should consider getting a directors and offi-
cers liability insurance policy. If you wait for the storm to
hit, it will be too late to take these steps. 

Ted Dreyer and Christopher Clemmer are construction
lawyers at Madorin, Snyder LLP,  a full-service law firm 

in Kitchener. They can be reached at 519-744-4491.

OFTEN STARTING AS SMALL 

Structure matters! 
Protect your business
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Delta Elevator Co Ltd
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Service & Maintenance
Modernizations
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Design Consultation
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is a process that can hap-
pen extremely quickly, have an extraordinary impact on a
business, and, if not addressed lawfully, create significant
financial liability for a company.

What does it mean to be unionized?
It means a union has the right to represent employees

when it comes to the terms and conditions of their em-
ployment such as wages, hours of work and overtime.
Sometimes it means the company has to meet with the
union and negotiate a collective agreement. However,
when a company performs work in certain sectors of the
construction industry (such as the industrial, commercial
and institutional sectors) unionization means the com-
pany is automatically bound to the standard industry col-
lective agreement that covers the type of work it performs
– there is no negotiation. 

To better understand what unionization could mean for
your organization, consider the following: i. review com-
parable (or the standard) collective agreements in your
industry and understand how they would impact your

ability to manage your business and its bottom line; and
ii. proactively consult with labour counsel knowledgeable
of and experienced with the construction industry. In ad-
dition, you should know the following.

How does union certification work in Ontario?
A union files an Application with the Ontario Labour

Relations Board (OLRB) asking to be certified to represent
an identified group of workers working for a particular em-
ployer. If the union can show it has support of at least 55
percent of the designated group of employees on the day
the union files the Application, the OLRB will generally cer-
tify the union. This means that, provided the union has 55
percent support, there is not a vote. There is only a vote if
the union has support from at least 40 percent, but not 55
percent, of employees.

The day the Application is filed is critical. Only employ-
ees at work that day, performing work covered by the
union’s Application, are counted for purposes of determin-
ing if the union has met the 40 percent or 55 percent
threshold.

UNION CERTIFICATION 

Must-know 
facts about 

union certification 
in construction
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Once the union files the Application it must send a
copy to the company. The company then has two business
days to file its Response, including providing a list of em-
ployees in the relevant employee group and deciding what
legal positions the company wishes to take on the issues
raised in the Application. It is only under the most excep-
tional circumstances a company will permitted to file its
Response late, and the OLRB has repeatedly said that ig-
norance of the requirements, not having seen the Applica-
tion, being on vacation, or waiting to meet with a lawyer
will generally not be acceptable excuses.

What are an employer’s obligations?
In addition to filing a Response, if there is disagreement

about who was at work, performing work covered by the
Application on the Application date, there may be docu-
ments produced, and the employer may be required to file
written submissions or attend a hearing. If the company
decides not to participate in the process, the OLRB can,
and will, make decisions binding the company in its ab-
sence.

How can an employer get itself in trouble?
Whether to join a union is a decision to be made by

employees, not their employer. The Labour Relations Act
prohibits an employer from penalizing an employee be-
cause he or she supports being a member of a trade
union. Where an employer has disciplined, terminated or
laid off an employee (or taken other negative action) re-
lated to union organizing or an employee’s support for a
union, the OLRB can reverse the employer’s decision. For

instance, the OLRB can reinstate a terminated or laid off
employee and order payment of back-wages the employee
would have earned had they not been terminated or laid
off. Further, if the OLRB finds the employer’s actions
amounted to threats or intimidation, it can automatically
unionize that employer, even where no employees signed
union cards. 

Bottom line: the stakes are high. However, becoming
unionized is not inevitable. Establishing and maintaining
positive employee relations, including a competitive com-
pensation package, is fundamentally important. So, too, is
knowing your rights and obligations as an employer and
working with labour counsel knowledgeable of, and expe-
rienced with, construction labour relations.

For more information contact a member of the con-
struction team at Sherrard Kuzz LLP.

Erin Kuzz is a lawyer with Sherrard Kuzz LLP, one of
Canada’s leading management-side employment and

labour law firms with industry leading expertise in 
construction labour relations. Erin can be reached at

416.603.0700 (Main), 416.420.0738 (24 Hour) 
or by visiting www.sherrardkuzz.com. 

The information contained in this article is provided for
general information purposes only and does not consti-

tute legal or other professional advice. Reading this article
does not create a lawyer-client relationship. Readers are

advised to seek specific legal advice from Sherrard Kuzz
LLP (or other legal counsel) in relation to any decision or

course of action contemplated.

1-888-738-6606         bnecontractors.com 

            Specialists in Enhanced Concrete Floor Systems 

Over 20 years experience providing 
outstanding service and solutions 
 
  Polished Concrete Floor Systems 
  Epoxy & Polyurethanes Coating Systems 
  Concrete Floor Repairs 
  Moisture Vapour Control and  

    Waterproofing Systems 
  Sealers/Hardeners / Dust Proofing   

    and more.... 

GVCA will notarize
your construction 

documents at no charge. 
GVCA also sells CCA
and CCDC documents 

and seals at reduced
prices to members. 

Contact Barb
519-622-4822 x 124 

or e-mail staff@gvca.org
to purchase documents

and seals.

Did You Know?
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Winners Can Reprint 
Profile for Multiple Uses

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

LOTTERY
amazingThe
GREAT (AND EASY) 
publicity

Hassle Free 
Publicity!

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

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

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

Malcolm Matheson 
Steed and Evans Limited 

Imagine having your 
business or latest building being 

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

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

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

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

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

needs of the local construction industry.

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

Advanced Learning

The First-Ever 
Profile Lottery

With more than 700 members, the GVCA has a lot of
great stories to tell about individual businesses. With so

many  interesting companies, it’s difficult to choose who will be
featured in our Member Profiles in our quarterly Journal. But we

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

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

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

or highlight a particular project. 

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

Lottery tickets available by
contacting editor@gvca.org

“A Brilliant Addition
to Your Marketing.”

Martha George, 
President GVCA

All Lottery Proceeds 
Donated to Conestoga College 

Building Fund. 
It’s a win for everyone.
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Helping business owners sleep soundly
since 1873.

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

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

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

• Bonding

• Builders’ Risk

• Wrap-Ups

• Project Specific Insurance

• Contractors’ Pollution

• Property

• Liability

• Automobile

1.800.321.9187        info@staebler.com

STAEBLER.COM

johnl@baywoodinteriors.com

http://baywoodinteriors.com

http://www.battlefieldequipment.ca

THE GVCA 
DIRECTORY
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Women In 
Skilled Trades 

program
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By Angela Pause

in Skilled Trades (WIST) program at Con-
estoga College is the classic case of killing two birds with
one stone. The construction industry needs more people
entering the skilled trades and the construction industry
is continually looking for ways to encourage women to
enter the industry, which offers a solid financial future and
is steeped in professional pride. WIST is the answer to both.

Now in its 11th year at Conestoga College, WIST is
funded by the Province of Ontario-and provides women
of all ages with a pre-apprenticeship general carpentry
certificate upon graduation. The program gives women 28
weeks of in-class and workshop training and 10 weeks of
on the job work. Following graduation, women are quali-
fied to enter a variety of high-demand employment oppor-
tunities and apprenticeships - and many of them do, says
Kristen Goetz, liaison officer, School of Trades and Appren-
ticeship at Conestoga College. 

“The WIST program is not just one path for these
women, there are many opportunities for them to succeed
in the construction industry,” she says. “WIST does set them
on a path to making a nice living.”  

Overcoming barriers
Conestoga College is not new to training women in the

skilled trades; it has offered some version of trades training
to women for 35 years. The all-female WIST program is
specifically designed to assist women overcome tradi-
tional barriers to success in the trades, says Goetz. For ex-
ample, because many students have chosen the program
to launch a second career, many are also balancing raising
children and running a household—not the common de-
nominator for most first-year college students. Some have
limited experience with employment, while others have
been in the working world for 30 years. One 18-year-old
student, Madeleine Lucke, came directly from the Interna-
tional Baccalaureate program at Cameron Heights Colle-
giate to learn these age-old building skills. 

“This experience has been amazing,” says Jess MacDon-
ald, 20, who signed up for the program at her mother’s urg-
ing. Having put in a year of engineering technology at
Conestoga, MacDonald realized she preferred the hands-
on aspect of building to the engineering aspect. “In WIST
they teach you everything, they start with the basics, and
by the end you know how to actually build a structure.” 

THE WOMEN 
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Starting on the construction career path
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MacDonald is one of 23 women who will finish the pro-
gram this spring. With 25 students starting the program,
Goetz knows that a few may drop out due to family com-
mitments or other circumstances, but for the remaining
students, they know attendance is mandatory and missing
a class may mean missing an essential skill that will be re-
quired in their next shop class. 

The WIST pre-apprenticeship program is thorough. No

short cuts are taken with 476 hours in construction prac-
tices (focused on carpentry) covered over 28 weeks. Six
hours a week is spent on theory and another 11 hours
each week spent building projects in the shop. The con-
struction-specific math course is another 70 hours. Stu-
dents also study print reading, employment strategies,
health and safety, multi trade training, computers and weld-
ing. 
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Passionate students
Rob Gilchrist is the academic coordinator for Con-

estoga’s apprenticeship program and the man responsible
for the WIST carpentry shop course. This is where the
hands-on building occurs, and where Gilchrist notices
some differences between men and women starting out
in a skilled trade. He notes that his female students invari-
ably prefer to have detailed instructions on how to do
something for the first time, whereas their male counter-
parts will often just wing it. Both styles of learning have ad-
vantages, but as the women gain confidence in their
building skills, they require less input and feedback. 

“These women are passionate, they want to be the best
employee,” he acknowledges. 

Bob Zehr, president of Nith Valley Construction in New
Hamburg, sits on Conestoga College’s Construction and
Renovation Program Advisory Council and has had great
success with a WIST graduate. After hiring a WIST student
for a 10-week job placement, the firm was delighted with
her performance and offered her a full-time position,
which she accepted.   

“There is a shortage of people enter-
ing the skilled trades and the WIST pro-
gram is great way to help address this
problem,” says Zehr. “When I hired a WIST
grad, I knew she would know all the ba-
sics. Plus, she was a great worker.”  

Finding a new career is why Saman-
tha Paethke signed up for WIST. “I’ve al-
ways liked working with my hands, and
my friends call me the Jackie of all
Trades. I was laid off in 2012 and finding
this program was the best thing that
could have happened to me,” she says.

Now, she and her classmates are seek-
ing their own 10-week placements to
complete their program requirements.
Some have already found work with
local contractors and roofers, while the
slow start to spring construction has
meant delayed hiring on all fronts. 

Conestoga College backs skilled trades
Martha George, president of the Grand Valley Construc-

tion Association, is a long-time supporter of WIST and
launched GVCA’s Women in Construction chapter five
years ago. Watching this latest cohort graduate delights
George immensely.

“Seeing young people, and women especially, learn a
skilled trade and enter into our industry is a boon to every-
one,” she says. “Conestoga College is committed to bringing
skilled trade education to our community and everyone
benefits.”

“I’ve learned valuable skills that few 18-year-old women
or men have,” says Madeleine Lucke. “Being able to prop-
erly build structures, read drawings, understand building
concepts and use power tools, including knowing how to
weld, is something that will help me in my career. The skills
and knowledge from this program will always be a part of
my life and my professional future. This is an excellent pro-
gram and I am happy that Conestoga College offers it to
the women in our community.” 

GVCA Magazine_Winter 2014  2014-06-04  10:01 AM  Page 19



20 – GVCA Journal – SPRING 2014

item on a
project’s profitability. Known as the “deficiency list”, this
process of making things right is an essential step that must
be done before substantial completion or any occupancy
takes place. 

Anything that can improve the process of com-
pleting the deficiency list is of interest
to the contractor. Time is money and
ensuring the consultant or owner is
satisfied earlier, rather than later,
frees up the contractor’s labour for
the next project and lets the final
payments flow. Taking the inefficien-
cies out of the deficiencies is where
Bridgit comes in. It’s a piece of soft-
ware that’s accessible via a mobile
phone app and a website, and that
allows contractors to communi-
cate deficiencies quickly and
accurately to those who will do
the work. Essentially, it’s a com-
munication tool to record, as-
sign and track deficiencies
while allowing everyone re-
sponsible to view all project de-
ficiencies in one place. 

Simple to use
“Bridgit’s biggest selling feature is its simplicity,” says

Lauren Hasegawa, the company’s co-founder. “Contractors
are delighted at how fast they can get Bridgit up and run-
ning. It takes a couple of minutes and they are using it.”

The beauty of Bridgit, according to Hasegawa, is that
deficiency lists are automatically created and
email notifications sent to those who will do
the work. Site supers or project managers
can track progress and keep detailed elec-

tronic and photographic records, eliminat-
ing tedious paperwork and repeated

visits to a site to check on progress. 
Bridgit is the brainchild of

Hasegawa, a civil structural engi-
neer, and entrepreneur Mallorie
Brodie. It is the partners’ answer to
one of construction’s most vexing
problems; how to streamline a
critical task using technology
yet make it simple enough that
anyone can use without train-
ing. As Hasegawa points out,
“if you use a mobile phone,
you can use Bridgit.” By
erasing the barriers to
entry and making it a se-
cure, cloud-based app, the
Bridgit founders have
tapped into the construc-

IT CAN BE THE MAKE-OR-BREAK

Removing 
inefficiencies 

from the 
deficiency list 

Mallorie Brodie and Lauren Hasegawa, co-founders of Bridgit

Screen shot of deficiency and information 
required to assign and track it. 

Bridgit is a new app that aims to streamline
the process of fixing deficiencies.
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tion industry’s desire to be innovative but not at the
cost of a steep learning curve or overly complicated
and costly software systems. 

Bridgit is device agnostic, meaning it can run on
any smart phone. Subcontractors don’t need to
download the app in order to receive a notification.
They simply get an email with a photo marked up
to show the deficiency and where it is on the job
site. These details have been uploaded prior by im-
porting contact lists and excel spreadsheets. 

Solves a pain point
Bridgit is software that solves a pain. Hasegawa

knows this pain because she knows construction.
Not only is she a civil engineer, but she has also
spent many hours working on job sites around
North America as a specialist in concrete restora-
tion. She knew she wanted to start a business that
serviced the needs of contractors and when she met
Brodie, who was also participating in The Next 36,
(Canada’s exclusive undergrad entrepreneurship
program), Hasegawa knew she found a business
partner that could help her bring innovation to the
construction industry. After spending countless
hours on job sites and asking workers and site su-
pers what their main pain points were, the partners
determined that the deficiency list was the most log-
ical place to begin with mobile innovation. 

Fighting the urge to add superfluous features,
they pared Bridgit down to a sleek, intuitive inter-
face that addresses deficiencies only. This means the
user snaps a photo of the offending deficiency with
a smart phone camera, uses the simple editing tools
to mark up the problem area and notes its exact lo-
cation. Bridgit then takes this info and emails the
person responsible for correcting it. The contractor
can then keep track of who, what, when and where
the fixes were made and then return to the site for
final check off when notified of its completion. In-
stead of showing up at a job site repeatedly to check
the deficiency-list progress, contractors know when
to visit. 

When Bridgit launched in early March 2014, sev-
eral large contractors jumped on board eager to test
it out on a project. The smooth transition from com-
plicated paper and Excel-based list tracking made
it easy to track deficiencies, said Brodie. This initial
success is leading to greater adoption across multi-
ple projects. 

“We've fixed a pain point by using a technology
everyone is familiar with,” said Hasegawa.

Check out Bridgit at www.gobridgit.com.
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value
not on price

,

Compete on 
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yourself wondering
whether there’s more to the contracting business than
fighting for work on the basis of price alone, then this
piece is for you. The fact of the matter is that a number
of companies out there never compete for work on the
open tender market. They work by invite only for a hand-
ful of repeat clients that understand and appreciate the
value they bring to each project. Price of course still de-
fines the line between winning and losing projects, but
under these arrangements, these companies have more
leeway to demonstrate value for money than those who
compete only on the basis of the almighty dollar.

Schiedel Construction is a Cambridge-based design-
builder with more than 50 years experience. The com-
pany makes a habit out of not bidding for any work
posted to the open, public bid market. Why? Because for
Schiedel, price isn’t the most important aspect of its ap-
proach to construction—performance and value are far
more significant. In a hard-bid environment, there’s no
room for Schiedel to show its ability to deliver more than
the client asked for, or to quantify the little things the
company does on every job to make itself stand out from
the pack. In a by-invite only bid environment, clients usu-
ally know what to expect from Schiedel (whether they’ve
worked with the contractor before or were referred to
Schiedel by another happy customer), and they know
they can count on the company’s expertise to deliver a
project that leaves no loose ends.

Eric Freeman is Schiedel’s operations manager. He
says that getting a company to the point where it can
abandon the open tender market involves a great deal
of client management—not only on the job but also be-
fore it starts and after it’s completed. Of course all the ob-

vious adages apply: work has to be done on time, on
budget and to the correct specifications, but more than
that all facets of the work have to be done with a can-do
kind of attitude that convinces the client that your com-
pany should be their trusted construction partner.

“You have to realize that the key to building excep-
tional client relations begins the moment you first come
into contact with a prospect,” says Freeman. “It’s about sit-
ting down with the client to discuss their needs and ex-
pectations, to provide your input and expertise to ensure
that vision can be carried out, and even to speak with
the key people who use a building to understand what
they need from their spaces.”

Even the smallest details of the client engagement—
a friendly voice that answers the telephone, calls re-
turned quickly, questions answered courteously—matter.

When work starts, Freeman says Schiedel goes to great
lengths to ensure the client’s experience is as enjoyable
as possible. When Schiedel’s people see something that
doesn’t make sense or which might be problematic, they
say something. They think outside the box to accommo-
date a client’s needs, and they don’t mark up change or-
ders. After all, changes happen to even the best laid
plans.

“We try to engage with clients in a design-build rela-
tionship so the owner is directly involved in the construc-
tion process, and so we can bring the full value of our
expertise to bear on a project,” says Freeman. “You can’t
always take that approach in a lump-sum low-bid envi-
ronment, and you certainly don’t have the leeway to
show the client other ways of delivering the same thing
quicker, better or more efficiently.”

After the job ends, Freeman is mindful to ensure
Schiedel remains visible to past clients. Sometimes that
means coming back to a job months later to fix a leaky
roof or punch a door into a wall. Sometimes that means
pricing a job the company wouldn’t ordinarily do. And
every year, it means hand-delivering Christmas cards to
everyone the company has ever worked for. Whatever it
takes to stay top of mind.

Forget hard bid. 
Invite-only tenders give more room 

to demonstrate value for money.

IF YOU’VE EVER FOUND
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Subs, suppliers and employees help 
create the right experience

Schiedel’s commitment to outstanding work extends
beyond its clients. The company is also mindful to give the
same exceptional experiences to its subtrades, suppliers
and employees. After all, what general contractor succeeds
without the support of these groups?

The pool of subtrades and suppliers that Schiedel
draws from is deliberately small. The company wants to as-
sociate itself with companies that adopt like-minded serv-
ice principles, and which are keen to demonstrate good
value for money. Freeman says Schiedel keeps a list of
about three companies per subtrade. Although it asks
those companies to bid competitively against one another,
Schiedel knows that any of these companies will deliver
skillfully and competently under just about any circum-
stance.

Not to be overlooked in this discussion are Schiedel’s
employees. Not just because these are the people who
drive the company forward, but also because by offering

them exceptional work experiences, the company in re-
turn receives an exceptionally high standard of work. The
average Schiedel employee counts about 15 years on the
job and collectively, they live by a very particular code, “if
you don’t have time to do a job right the first time, when
will you find the time to do it right the second time?”

It’s worth the time to transform
It’s not easy to turn a contracting business from one that

competes in the open-tender market into one that com-
petes on by-invite work only. It takes a fair amount of time
and dedication to processes beyond the jobsite—the work
done after the first project ends and before the second
one begins. But for anyone who’s ever found themselves
cursing as they shave percentage points off their prices to
win that next project, that transformation may be long
overdue. Your subtrades, suppliers and employers will
thank you for creating better work environments, and your
clients will repay you in the form of repeat business.

Eric Freeman, 
Operations manager, 
Schiedel construction
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The average Schiedel employee counts about 15 years on the job and 
collectively, they live by a very particular code, “if you don’t have time to do a job

right the first time, when will you find the time to do it right the second time?”
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Introducing 
BestBidz!

SCAN 247 is a tool that owners may use to buy goods and serv-
ices (such as construction). Construction opportunities posted to
SCAN 247 are posted to the BestBidz plansroom.

Via On Demand, general contractors, design build teams and
prime subs may post bidding opportunities and invite prospective
team members to join projects. On Demand also allows for the
sharing of project documents among team members.
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the GVCA adopted BestBidz as the new platform for its electronic
plansroom. BestBidz is a one-stop source for bidding and procurement informa-
tion and activity in the construction industry.

What’s so great about the new system? Of course it offers all the regular fea-
tures users knew and loved, such as private plansrooms, customized notifications
and access to tenders in regions outside the Grand
River Valley. But it also includes a number of enhance-
ments to the system’s interface and its back-end func-
tionality. For example, using BestBidz, GVCA members
can build searches specific to their trades, set re-
minders, and plan their bidding schedules via the bid
calendar. The system also includes built in takeoff tools
to help with estimating, the ability to mark up drawings'
with notes and reminders, and options to either view
documents in BestBidz, or export those drawings to
their own estimating software packages.

Each time you log into BestBidz, a customized home-
page brings you up to date on the latest project infor-
mation, such as addenda and closing dates—and you
can call up detailed plans and specifications data with
just a couple of clicks of the mouse.

Electronic procurement is increasingly coming into
play in regions across Ontario, and via the SCAN 247
tool, owners can advertise bid opportunities, conduct prequalifications, distribute
documents, create bid forms, collect bid securities and bids, tabulate tender re-
sults and essentially award jobs.

"Moving to the BestBidz platform with its enhanced features leapfrogs the as-
sociation over the existing market participants," says Martha George, president
of GVCA. "It serves our members, as well as the broader
procurement community."

If you would like information on how to use BestBidz,
GVCA staff are standing by to help. You can arrange for a
free online or in-house demonstration of the software. Sim-
ply set up an appointment by email at epr@gvca.org.

Check out BestBidz today via www.gvca.org.

ON APRIL 1,

The GVCA’s new electronic plansroom platform is packed
with functionality for bidders and buyers of construction
services. Check it out today and do more online.
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At least 20 GVCA 
members have taken the 
plunge and obtained COR 
certification. We spoke to two 
companies that went about the 
process of getting certified in different 
ways, but which have realized similar 
post-certification benefits.

in 2011 by the Infra-
structure Health and Safety Association (IHSA), the 
Certificate of Recognition (COR) program is a nationally
recognized tool for the management of health and
safety systems. Many in the industry also believe that it
will one day become a minimum requirement for con-
tractors who want to work for various public- and private
sector buyers. Indeed, already two major buyers—the
Toronto Transit Commission (TTC) and Infrastructure
Ontario (IO)—have endorsed the program. The TTC will
begin making COR a condition of contract on some jobs
beginning this July, and plans to make it a minimum per-
formance standard on all jobs valued at more than
$5,000 by 2016. IO, meanwhile, has yet to confirm its COR
implementation details.

Locally, GVCA members are getting on board. Already
more than 20 companies have attained COR certifica-
tion and many more are weighing the decision to get on
board.

Jonathan Rowe is a health and
safety, environmental coordinator
with Woodstock’s Sierra Construc-
tion. He was part of the team that
led Sierra’s efforts to obtain COR
certification last November. As a
company that is committed to
continuous improvement, Sierra is
always on the lookout for new
ways of approaching the delivery
and management of its systems. In
2001, for example, the company
obtained ISO-9001 certification
for the management of quality in
its office administration and site
operations. In 2009, the company
obtained ISO-14001 certification
as a way of demonstrating its
commitment to minimizing the ef-
fects of its work on the environ-
ment. Rowe says that the ISO

INTRODUCED TO ONTARIO 

Jonathan Rowe, 
Sierra Construction

Achieving COR certification is a pat on the
back for everyone at Sierra Construction,

says health and safety, environmental 
coordinator Jonathan Rowe.
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certification and re-certification processes were complex
and involved. He credits experience with those audits as
helping with the COR certification and audit process.

“In many ways, the COR audit and certification process
is similar to ISO,” he says. “So we knew going into the audit
process what might be required and how we could adapt
our health and safety systems and processes to make a
smooth transition to COR.”

Although Sierra was fortunate enough to have experi-
ence with certification audits, staff and management knew
that obtaining COR certification wouldn’t be a walk in the
park. During the periods leading up to their own internal
audits and the ultimate audit by IHSA personnel, staff
spent considerable time preparing materials and ensuring
paperwork was organized and complete. In other words,
the audit process was anything but a rubber stamp.

With COR now in its back pocket, Sierra is well posi-
tioned to tackle new work that requires certification. In be-
tween such jobs, the company is actively using its
certification as a promotional tool as well as a tool for in-
ternal recognition.

“COR certification does two things for us right now,” says
Rowe. “It’s proof of the excellent work that everyone in our
group has done to commit to a higher standard of safety
management—and that’s a real pat on the back for every-
one here. It’s also a tool that we can use to show prospec-
tive clients and jobsite partners that we’re working toward
a higher standard of safety management and knowledge.”

Raising the grade: Sutherland-Schultz
Based out of Cambridge, Sutherland-Schultz took a

slightly different route to COR certification. Like Sierra, the
company’s commitment to the ongoing improvement of
its health-and-safety systems was unquestioned, and like
Sierra, it also had a sophisticated program already in
place. Yet Sutherland-Schultz’s move to COR was driven—
at least in part—by a request from a client.

“In the fall of 2011, a client of ours asked us to provide
some consulting services for a project they were working
on out west,” says Scott Kelly, vice-president of support serv-
ices with Sutherland-Schultz. “The request for consulting
work eventually turned into a request to perform the work
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itself, but we couldn’t do that because we didn’t have COR
certification.”

At the same time, word about COR’s arrival in Ontario
was gathering steam. So when the IHSA announced that it
would start offering COR certification in 2012, Sutherland-
Schultz jumped on board.

“We realized that COR was a logical step forward for us,
and one that would help us meet our corporate objective
of continual improvement of our safety systems and
processes,” says Kelly. “We also saw firsthand that COR was
a condition of contract for many owners out west and we
believed that many of our customers here in Ontario
would start to go the same route.”

Another driving force for Sutherland-Schultz’s adoption
of COR was an internal audit. In 2009, the company was
acquired by the Vollmer Group, a multi-trade contractor
based out of Windsor. During the immediate post-acquisi-
tion period, staff and management set about auditing
Sutherland-Schultz’s processes to ensure the company was
doing the best it could in every facet of its operations. No
company’s safety program is ever perfect, and Sutherland-

Schultz felt it could do more to improve its safety program
as a result of that corporate audit.

Management identified COR as one tool the company
could use to enhance its systems. It also judged that in-
volvement in a Workplace Safety and Insurance Board
(WSIB) Safety Group could also boost its program.

“When we studied the requirements of Safety Groups
and COR and mapped those onto our existing program,
we saw some potential for efficiencies,” says Kelly. “For ex-
ample, the Safety Groups requirements could get us most
of the way toward obtaining COR certification. Equally,
achieving COR would help us meet our own internal re-
quirements for improvement.”

As it was for Sierra Construction, the COR audit process
for Sutherland-Schultz was intensive. Although the com-
pany could draw on its own experience as an ISO-certified
entity, the COR audit process was no less detailed and in-
volved. Throughout, however, Sutherland-Schultz staff felt
well supported by the IHSA auditors.

“They worked with us and very much wanted us to suc-
ceed,” says Kerry Pembleton, a health and safety adminis-

Jim Thomas, vice-president of operations 
and Steve Loyer, heath and safety coordinator
both played key roles in bringing COR 
certification to Sutherland-Schultz. 
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COR certificate #22
Sutherland-Schultz was among the first group of

companies in Ontario to obtain COR certification.
The number 22 posted on their COR certificate
confirms as much. But for the Sutherland-Schultz
team, they’re number one.

You see, the first group of companies to obtain
COR certification in Ontario were among the
largest contractors in the country: the Aecons and
PCLs of the world that had already achieved COR
certification in other parts of the country. Clearly,
these companies had already experienced the
COR audit process and had a leg up on Sutherland-
Schultz which had never attempted the process.

“We didn’t have the luxury of falling back on
the experience of meeting the 14 elements of COR
that were required outside of Ontario,” says Kelly.
“We had to meet all 19 from scratch.”

And because Sutherland-Schultz was able to
meet all 19 elements alongside its more experi-
enced peers, it—unofficially—calls itself the first
Ontario company to achieve COR certification.

trator with Sutherland-Schultz. “They helped us see
any deficiencies and meet the requirements to ob-
tain certification. We also took a great deal of benefit
from watching the auditors ask questions of our peo-
ple and evaluate our systems.”

Although Sutherland-Schultz isn’t currently work-
ing on any projects that require COR as a condition
of contract, the company is nonetheless using COR
to its advantage. Kelly says the certification has given
the company a clear set of conditions to keep in
mind as it monitors its health and safety program. As
a result, personnel are constantly on the look out for
new equipment and techniques that may yield even
incremental improvements.

“The real benefit to us right now is that our COR
certification tells our customers and our partners
that we believe in health and safety to the same de-
gree they do,” says Kelly. “We’re glad to raise the grade
as far as health and safety is concerned and we look
forward to our customers and competitors doing the
same.”
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info@nelcomech.com www.nelcomech.com

info@tvanex.ca
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If your firm hasn’t already
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with GVCA Journal
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Industry news 
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each issue of the 
GVCA Journal brings you the 

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

best known names in 
the business.
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today for as little as
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Tel: 519-622-4822 ext. 127
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succession
Putting success in

Don Gosen, far right, will soon turn
over the reins of his family business 
to (left to right) Colin Hennige, Nick
Lazarevich and Chris Gavin. A strong
and detailed succession plan has
helped ease that transition immensely.
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If you’re like most company owners, you probably
don’t have one. Frankly, you’re probably too busy wor-
rying about the work that’s being done now and the
work that needs to come in the door in three months
to worry about long-range planning decisions. The re-
ality, however, is that succession planning is essential
and it needs to be done now. As they say, when you
fail to plan, you plan to fail.

Most company owners—contractors or other-
wise—don’t concern themselves with succession
planning until they’re faced with some kind of life-
changing moment that forces them to adopt an exit
strategy. In some cases, that change is health-related.
In other cases it’s financially based. Whatever the case,
the stresses associated with dealing with such
changes don’t exactly support clear-headed decision
making. This is just another reason why succession
planning is not the kind of exercise that’s best left
until the last minute.

Don Gosen, president of Waterloo’s Gosen Electric
almost fell into succession planning by accident. He
knew that he wanted his family business to survive
after he retired, but he had never really set his mind
to how that goal could be achieved. That is until one
day about four and a half years ago when three em-
ployees broached the idea of taking over ownership
and operations of the 58-year old business. For Gosen,
the idea made good sense.

“These were good employees that had six to eight
years experience in our business, so they knew the
company and were eager to keep it running,” he says.
“Plus, I worried that if I didn’t find a way to involve
these guys in the business in a more senior role, I
might end up competing against them.”

So Gosen and the partners Colin Hennige, Nick
Lazarevich and Chris Gavin set about drafting terms
of a memorandum of understanding that ensured the
smooth transition between ownership groups and
which spoke to all the meat and potatoes issues of
succession such as share purchase agreements, new
business structure and mentorship.

“We knew that for this succession to be successful,
it had to be smooth and gradual,” says Hennige. “So
we decided on a five-year transition period that al-
lowed everyone to get used to the idea of a new own-
ership group and for the three of us to learn the ins
and outs of the business from Don that we weren’t
quite as familiar with.”

It’s not easy to transfer control of a long-run-
ning business from one ownership group to 

another. Success depends on a well thought-
out and carefully executed succession plan.

Gosen Electric is about to complete such 
an exercise—and the transition process 

has gone off without a hitch.

HOW’S YOUR SUCCESSION PLAN?
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To pass along some of the knowledge he’d learned,
Gosen not only walked the three partners through every
facet of the business, but also met with them on weekends
where the four men discussed key business issues such as
financial reports and WSIB paperwork away from the hus-
tle and bustle of the day to day business affairs.

Experts say that one of the keys to securing a successful
transition between corporate ownership groups is to se-
cure the buy in of fellow employees and the support of
customers during and immediately after the transition pe-
riod. The five-year transition period helped in both cases.

“Not too many employees had been around longer
than Chris and Nick and me, and those who have been
around longer than us hadn’t shown much interest in tak-
ing over the operations, so I don’t think any of our co-work-
ers were concerned about us taking over the business,”
says Hennige. “And as far as our general contractor cus-
tomers were concerned, they were vary familiar with the
three of us, having worked with us as project managers
and site supervisors over the past few years. So we were

fortunate that buy-in was smooth from everyone’s point
of view.”

With a little less than six months remaining
in the transition period between the two

ownership groups, everyone is pleased
with how the arrangement has un-

folded. Hennige says he and his
partners have been fortu-

nate to work alongside
Gosen over the past four and a half years to learn about
the business and forge strong relationships with staff and
customers. For his part, Gosen says he’s enjoyed watching
the partners grow into the future leaders of the business
his father founded in 1956.

“All three of these guys showed great qualities in terms
of their ability to lead, their people skills and their com-
mitment to the company,” he says. “But over the past four-
plus years, it’s been a treat to see them step up and
become even better company leaders. And it’s gratifying
to me to know the business is on good hands after I leave.”

“We knew that for this 
succession to be successful, 
it had to be smooth and gradual,” 
says Hennige. 

Don Gosen, 
President, 

Gosen Electric
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Top           practices for succession planning

In 2012, ELECTRI International partnered with researchers at Arizona State University to study trends in executive transition
among electrical contractors. The published findings are available under the Research Reports tab of www.electri.org, and they
include a list of 10 best practices for succession planning. Briefly, the recommended practices are:

Prepare a succession plan.
Researchers recommend you begin informally and move
toward a formal document that describes the pre-transi-
tion, transition and post-transition phases. Your plan
should also include a timeline, how candidates will be se-
lected and trained, and how the succession will happen.

Analyze and select quality candidates.
Keep the organization’s needs top of mind. Ask candidates
to present their visions and goals for the company, and
don’t be concerned about whether the candidates skills
match those of the current leader.

Prepare a plan to develop the successor.
Give him or her training in special workshops, special
projects to accomplish, coaching with mentors, books to
read and other opportunities to learn about the craft of
running a business.

Prepare and communicate well defined responsibilities.
During the succession period, everyone must know who
holds which responsibilities.

Secure senior-level support.
Support from senior management is essential to ensure a
smooth transition. No succession plan succeeds if man-
agers don’t support the new leadership group.

Develop a talent-management process. 
Doing so helps employees understand their likely career
paths, and gives them opportunities for growth. This is a
way of developing a succession plan within the company.

Ensure a high level of communication. 
Ownership groups should always be talking with one an-
other, with employees and with clients to ensure a high
degree of transparency. Silence can sometimes breed
mistrust, so be open.

Measure performance before and after. 
Performance metrics can help identify potential candi-
dates for section. Post-transition, they can help assess
the effectiveness of a new owner.

Capture the vision of the company. 
Ensure the new owner aligns his or her goals with the
company vision and understands the vision of the prede-
cessor.

Agreed responsibilities of the predecessor after transition.
It’s hard to let go sometimes. That’s why everyone should
agree to the role played by the departing predecessor
after transition. It’s OK for him or her to retain some 
control over operations, but be clear about 
who does what.
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in Cambridge, chances
are you drive past the old Galt Post Office building on
Water Street South fairly regularly. It’s an impressive struc-
ture, standing three storeys tall, featuring large arched win-
dows and a grand clocktower, clad with two different types
of local stone and butting on the Grand River. The building
was designed by Thomas Fuller—who was then Canada’s
chief federal architect (and the man who designed the
Parliament Buildings in Ottawa)—and built in 1885 to
make a bold statement about Canada’s prosperity.

The post office stayed active for about 50 years, until
1936, before moving to its current location at the corner
of Water and Dickinson. In the post office’s absence, the
building variously served as home to—among other
things—a customs office, a handful of city operations, the
Galt Little Theatre, and a number of restaurants. It fell va-
cant in 2007 when the Irish pub that occupied the building
closed its doors for a final time.

Although little has been done with the building since
then, much about it has been discussed. A private group
had plans to renovate the building and again turn it into a
restaurant, but those plans fell through and the building
went up for sale. The City of Cambridge snapped up the
property in 2012 for $1 million, and recently announced
plans to turn the facility into a combined restaurant and
idea exchange space. Cambridge Mayor Doug Craig says
the opportunity to purchase an asset like the old post of-
fice building was too great to pass up.

Plans underway to 
restore Galt post office

Cambridge’s downtown is dotted with heritage
buildings, among them the old Galt Post Office.

Idle for seven years, the building is now 
scheduled for a massive makeover. 

Look for tender documents in the fall.

IF YOU SPEND MUCH TIME 

PHOTO COURTESY CITY OF CAMBRIDGE ARCHIVES
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“We reasoned that rather than spending $5 million on 
expanding our library, we would put that money toward
restoring the post office building and making it the home

of our new idea exchange space.”
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“Heritage restoration is a prime objective of our city coun-
cil, and Cambridge has a long history of refurbishing and re-
building old buildings. So when the Galt Post Office building
came up for sale, the decision to buy it fit within our corpo-
rate directive. We reasoned that rather than spending $5 mil-
lion on expanding our library, we would put that money
toward restoring the post office building and making it the
home of our new idea exchange space.”

Think of an idea exchange space as a library, but with
fewer books. Although the renovated post office building will
have some books in its collection, the space will feature dig-
ital learning labs and a creative writing centre in order to put
more emphasis on creativity and modern research tools,
rather than conventional book-based research. It’s a new
concept for libraries that the City of Cambridge is eager to
test. In addition, the building will house a restaurant space.

Plans to tender in 2014, build in 2015
Although the project is very much in its early phases, city

officials already have a schedule in mind for tendering and
construction. Design work by Toronto’s Rounthwaite Dick
and Hadley (RDH) Architects Inc. is underway and is ex-
pected to be completed this summer. Construction drawings
should be issued for tender in the fall and a construction
team selected by the end of the year. The city would like con-
struction to start in the winter or spring of 2015 with an 
occupancy date of December 2016 planned.

PHOTOS COURTESY CITY OF CAMBRIDGE ARCHIVES
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Having said all this, there’s a great
deal of work to be done inside and
out. The building currently spans
7,900 square feet. The city wants to
nearly double that space by expand-
ing upwards and outwards.

“Our early notion is to extend the
building out of the back and to pos-
sibly include some kind of can-
tilevered structure above the Grand
River,” says project architect Tyler
Sharp.

Inside, the building has been com-
pletely gutted and shows the kind of
wear that you’d expect to see in a 130-
year old building that has sat vacant
for seven years. In other words, signif-
icant work will be required to bring
mechanical and electrical systems
up to code, to repair the rot and water
damage that has crept in, to remove
the combustible construction materi-
als, to open up the basement for the
building’s new use, and to incorpo-
rate an elevator.

“The building is structurally in
very good condition,” says Bob Paul,
director of sustainable design and de-
velopment with the City of Cam-
bridge. “But the exterior masonry will
require some repointing work, the
slate roof is original and needs to be
repaired or replaced, the copper
dome will need extensive work, and
we will have to address the challenge
of bringing the building up to mod-
ern standards for accessibility.”

The city’s goal is to ensure the
newly restored building achieves
LEED Gold certification.

The total cost of the renovation
project is expected to be somewhere
around $11 million. A significant por-
tion of that cost—$5 million—was
money the city intended to spend on
a new library facility in any case.

“We are eager to move forward
with this ambitious project and cre-
ate a fantastic new place for public
participation in the downtown core,”
says Paul. “The Galt post office is a
treasure and a symbol of this city, and
this renovation project will once
again restore the building to glory.”
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AROUNDGVCAAROUNDGVCA
GVCA 
social 
calendar 
— Summer 2014

Thursday June 19 
GVCA’s Golf Tournament

Tuesday July 1 
GVCA Office Closed for Canada Day

Thursday July 10 
LinC’s Golf Tournament

Monday August 18 
WinC’s Golf Tournament

Thursday September 11 
40th Anniversary Celebration 
& Chair of the Board Open House

FREE 
Job opening 

advertisements 
to all GVCA 
members:

Have a job opening that
you'd like to advertise 

with the GVCA?

Send your job postings
to Danita at

admin@gvca.org 
and we will post 

them for you.

  
 

 
 

-
 

- -
 

GVCA Magazine_Winter 2014  2014-06-04  10:01 AM  Page 42



GVCA e-Journal – SUMMER 2012 – 43

Industry news 
at your fingertips

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

Tel: 519-622-4822 ext. 127

The Official Publication of the 
Grand Valley Construction Association

www.knells.ca

GVCA Magazine_Winter 2014  2014-06-04  10:01 AM  Page 43



V
ic

to
ri

a 
St

ar
 M

ot
or

s,
 M

er
ce

de
s-

Be
nz

 K
itc

he
ne

r
12

5 
C

en
te

nn
ia

l R
oa

d,
 K

itc
he

ne
r, 

O
N

  N
2B

 3
E9

       T
el

: (
51

9)
 5

79
-4

46
0                                                                                                                                             

w
w

w
.V

ic
to

ri
aS

ta
r.c

om

GVCA Magazine_Winter 2014  2014-06-04  10:01 AM  Page 44


