
NEWS

Gincor is pleased to publish the 
release of our first official newletter.
What better image to use for our   
first cover than our Canadian symbol 
in brilliant fall colours. Together 
with the assistance and input 
from many individuals throughout 
the organization, the first issue 
of many more to come has been 
assembled. Each issue will provide 

important information about business 
updates personal stories about our 
employees, special calendar events, 
Human Resourses information and 
more. The Gincor Newsletter is for 
employees, about employees and  
the company quarterly updates in 
brief. We encourange you to read it 
and become a part of future issues by 
submitting articles and suggestions.
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PRESIDENT’S 
MESSAGE

We seek out 
new business 
opportunities 

that align with 
our 40 years 

of experience.
Luc Stang, 

President and CEO

“

” RESULTS
We are a couple of months away 
from wrapping up 2019 and setting 
the course for 2020 in the weeks 
ahead. For the fifth consecutive 
year, Canadian Business magazine 
has ranked Gincor Werx as one of 
Canada’s fastest-growing compa-
nies on the Growth 500.  The Globe 
and Mail’s Report on Business 
has also recognized us as one of 

Canada’s Top Growing Companies. 
These are both great honours that 
you made happen. We fell 2% short 
with our first attempt at being recog-
nized as one of this country’s Great 
Places to Work. I believe we will 
achieve this by taking action on the 
feedback you provided in our survey 
earlier this summer. 

DEAR WERX TEAM MEMBERS, 

I’m pleased to see a long overdue company newsletter that I hope you will 
enjoy and share with your family and friends. My goal is to keep you informed 
from my perspective on “RPI” – meaning results, progress, and issues.

Our truck equipment side of the 
business, Gin-Cor Industries and 
Durabody, has had a stellar year 
over previous years – beating many 
of my personal expectations. Our 
trailer side of the business has been 
hit with mixed outcomes and 
challenges. Gincor Trailer Werx 
came out of the gate much better 
year over year for the first 8 months, 
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followed by a significant drop due to 
market demand and a shortage of 
new dealers to get our products to 
market.  J.C. Trailers has witnessed 
far too many management and 
leadership changes in the past two 
years, which have negatively impact-
ed this business unit and for which 
I take responsibility. It is my belief 
that, with Julian appointed as GM of 
this group supported by Armando, 
Jordan and other functional areas, 
2020 will shape up to much better 
outcomes.

PROGRESS
Our GTW Blenheim facility continues 
progress on building a world-class 
facility on a shoe string budget.  The 
team has been pitching in with con-
tinuous improvement to the facilities, 
processes, and product lines.  These 
improvements have resulted in 
attracting some of America’s largest 
construction clients to our products 
and services, which will drive growth 
south of the border and across our 
country.

The Durabody team has had great 
success across the country with the 
help of DEL and our sister com-
panies who sell their products or 
participate in building them. I’m 
extremely proud of this team who 

helped me realize a dream and path 
that I started in 2014 to help build 
and commercialize the Schmitz Car-
go Bull line of products in Canada 
and beyond. This business develop-
ment is in partnership with Europe’s 
#1 truck and trailer builder in the 
cargo business and also the largest 
on a global scale. This will not be a 
fast rise to success, but it will help 
secure a long-term future for Dura-
body. 

J.C. trailers has made great progress 
in the last few months by develop-
ing and improving quality assurance 
measures.  With the support of the 
shop floor, engineering team and 
purchasing departments, these 
changes will help us deliver qual-
ity products on time, the first time 
out. My expectation going forward 
for both J.C. and GTW is to further 
equip our external salesforce with 
the tools and knowledge necessary 
to drive growth through direct rela-
tionships, much like what has trans-
pired in the past year at Durabody.

Gin-Cor Industries continues to 
make improvements at each of its 
locations with throughput and the 
overall level of service. I remain 
excited and pleased with the initia-
tives taken this year with our mobile 

service program, which should help 
drive greater client satisfaction and 
keep us front and center of our 
dump truck and snow and ice cus-
tomer base.

ISSUES 
The trailer industry is heading into 
a soft market across Canada & the 
USA due to political uncertainty and 
a weak oil market, which both drive 
the western economy. Our challenge 
is to buck this trend by expanding 
our dealer network in the USA as 
well as in Canada and push more 
direct-to-market product with our 
own sales teams from all companies. 
This will be further augmented with 
rigorous quality assurance process-
es as well as product innovation. We 
will use some of this quieter time to 
complete equipment installations in 
Blenheim as well.

Our truck equipment side of the 
business has challenges on vari-
ous fronts.  Durabody will begin the 
process of increasing its capacity 
with the addition of the Newmarket 
facility and will work side by side 
with the DEL team to drive continued 
growth and shorten delivery cycles. 
Gin-Cor Industries will be working 
through forthcoming industry chang-
es to grandfathered static lift axle 

laws, which will now deem these 
vehicles as obsolete and greatly 
reduce their allowable payloads. 
This will create a surge of changes 
and alterations for trucks to be fitted 
with steerable axles. These elements 
will drive significant growth on the 
service and alteration side while also 
driving greater dump truck replace-
ments for fleets with older vehicles. 
Capacity, in various forms, will be a 
challenge for Carleton Place, Kings-
ton and Mattawa in order to meet 
these needs.

The balance of overall issues will be 
the senior leadership team’s ability 
to work more effectively by support-
ing each general manager and their 
respective facility in order to achieve 
greater success for all. 

My last note is about the change in 
direction with DEL from a minority 
ownership position into a strategic 
independent partnership to help 
each other go to market with com-
plementary products. This change 
in direction did not come easy for 
either side considering we worked 
together for close to two years.  
However, it was in the best interest 
of both parties in order to mitigate 
risk with the various challenges that 
lie ahead. It goes without saying that 

we may revisit doing something of 
greater significance with the DEL 
team in the future.  We wish them 
continued success.



Today, JC Trailers is a well respected 
leading supplier of trailers 
and trailer equipment 
in Canada.

INDUSTRY LEADER
JC TRAILER

Peter Gould, 
Chief Commercial Officer

SO 
WHATS
IN A

FAME AND 
FORTUNE!

NAME?JC was established in 1965 by 
John Csiki as a small welding and 
repair shop. One day, in 1970, a 
customer asked if JC would make 
him a trailer, John, of course, said 
yes, and the rest as they would say, 
is history. Today, JC Trailers is a well 
respected leading supplier of trailers 
and trailer equipment in Canada. 
JC has an extensive product portfo-
lio ranging from smaller tag trailers 
up to 13 axle 100-ton float trailer 
monsters. In 2016, Gincor acquired 
JC to broaden its product portfolio 
and diversify our truck equipment 
offering to our clients.
 
 JC sells its products through direct 
customer relationships in Ontario 
and multiple dealers in the Maritimes 
and Quebec. We have recently taken 
on an initiative to expand our dealer 
base to include adding dealers in 
Ontario and branching out into the 
US. The goal of adding Ontario deal-
ers is to drive incremental volume 
beyond what we sell direct and start 
developing an export market into the 
US. In fact, our first Ontario dealer, 
TTSI, took delivery of a 50-ton float 
on Sept 16. Other strategic initiatives 

So it’s no secret that we are launch-
ing a new Newsletter because you 
are reading this but if you look at 
the cover something is definitely 
missing. I don’t know about you 
but NEWS is a pretty lame title for a 
corporate newsletter. Thats right, 
no name, just the word news.

To fix that, we are officially offering 
fame and fortune to anyone who 
can come up with a great new name 
for our great new newsletter. Think 
about it. If we select your entry for 
the name of our new newsletter, you 
will be company folklore. You will 
be famous. You will be the one 50 
years from now that will be on the          

underway at JC include: A new 
electronic pricing tool to make it 
much faster and easier for us to 
prepare quotes and capture bill of 
material costs. This application will 
continue to evolve and get more 
sophisticated over time.Feature 
sheets are being created for the top 
products for use by both JC and 
all Gincor sales reps to help sell JC 
products. This initiative will put some 
selling tools in the hands of the sales 
force and help promote the great 
JC products to existing and new 
customers.

Promoting service, parts, and repairs 
through a focused eblast marketing 
initiative in October. It’s critical that 
our customers receive what they 
need to keep them rolling. Parts, 
service, and repair are terrific busi-
ness, and we need to be promoting 
it as much as possible to make sure 
we are capturing the sales. We will 
be emailing our customers to drive 
awareness of the services.

Training the entire Gincor sales team 
on JC products to help promote 
sales. We will be selling JC products 

across the salesforce of Durabody, 
Gin-Cor Industries, Gincor Trailer 
Werx, and JC to drive our 
sales-forward and better serve 
our collective customer base.
 
If you want to see a customer that 
is excited to do business with JC, 
please watch this video by Sergei 
Dratchev. Sergei is a Cambridge 
based owner/operator of a heavy 
haul equipment business. He just 
ordered a Jeep and Stinger from JC 
earlier in September and published 
this great video on YouTube. Check it 
out here https://www.youtube.com/
https://youtu.be/aVgNJI-kdgY
 
There are many fantastic initiatives 
and exciting changes at JC, and 
I look forward to sharing with you 
more customer successes!

hallowed walls of corporate Canada 
for naming the Gincor Newsletter.

Effective immediately, we want 
you to submit your best name for 
a chance to win great prizes and 
be famous. We will award a first, 
second and third place prize (to be 
announced) at the company Christ-
mas parties. There can only be one 
first place winner and it could be 
from any of our locations. Even if you 
are unable to attend the Christmas 
Party for your respective location, we 
certainly will make a bunch of noise 
to celebrate in our next newsletter. 
If you are in attendance and your 
submission is announced, you will 

definitely be the center of attention for 
the night. So please put your special 
thinking cap on, and submit your idea 
by December 1, 2019 for a chance to 
win. Here are the rules in brief:

Submissions will be accepted until 
December 1st 2019.

	 1 First place winner
	 1 Second place winner
	 1 Third place winner

Email: submissions please send to 
Nathalie Bester: 
	 nathaliebester@gincor.com

Printed Copies: Place your entry in 
any of the contest boxes located near 
or in the lunchroom of your location.

Your HR Representative can help you.

			       Good luck to all. 

Michael Caunter, 
National Brand and Marketing Manager 



Jordan Priddle, 
Shop Welder
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Quality is a 
reflection not only 
on the company 
but on yourself.

“

”Mark Verkail, 
Welder 
Gincor Trailer Werx

SHOP TALK

Mark Verkaik has been with Gincor 
Trailer Werx since November 2015. 
Mark is one of the most respected 
welder fitters on the shop floor, and 
a quick conversation with Mark is 
all you need to know why. Mark not 
only talks very passionately about 
quality, his work backs it up. 

Mark got into welding after spend-
ing twenty years in mold making/die 
finishing, and then another five years 

in the home renovation business. 
Mark explains that his experience in 
finishing taught him the value of high 
standards for quality. The finishing 
market was incredibly competitive, 
and he quickly learned that if it 
wasn’t perfect, it wasn’t really good 
enough. As a small business owner 
doing home renovations, Mark knew 
that quality was the key to referrals 
and repeat business. 

Mark got into welding while looking 
to change careers about 6 years 
ago. He knew he wanted to stay in 
the trades, and welding seemed a 
logical choice. He started in a local 
fab shop and honed his skill there. 
Once they experienced a downturn 
in business, he ended up in Blen-
heim. His attention to detail helped 
him tremendously as a welder. 
Mark says that paying attention to 
the details is key. Mark sheepishly 
admitted that on a few occasions he 
found himself grinding out his own 
work because he wasn’t happy with 
it. “Quality is a reflection not only on 
the company but on yourself. The 
biggest thing for me is what the user 
thinks of my work after I am done.” 



SHOP
SAFETY

December 7, 2017, was the day that 
Gincor Trailer Werx became a reality. 
The sale agreement was complete 
with a building, machinery, tools, a 
variety of different trailers to build, 
and most importantly, a group of 
dedicated employees.  Employee 
hopes were high that this change in 
ownership would provide them with 
the employer they would be proud 
to be a part of. Unfortunately, one of 
their major concerns was regarding 
safety.  Under the old company, the 
year 2017 had already presented 
them with over a dozen Ministry of 
Labour Inspections, and as a result, 
some 60 orders!

Well, I am proud to say that we went 
the entire year of 2018 without a sin-
gle order. However, what I am more 
proud of is how this happened. 
A good guess about what happened 
would be that the company invest-
ed in a whack of newer and safer 
machinery and tools. While there is 
truth in that, I guess, the reason for 
this significant change was much 
more simple than that. Together, we 
made safety a priority. Together, we 
changed the culture. No longer was 
wearing your safety glasses ’op-
tional.’ No longer was it acceptable 
to have to navigate around broken 
empty skids or pieces of scrap metal 

while moving a trailer with a crane. 
We worked together, welders, paint-
ers, assemblers, supervisors and 
office staff to achieve a plant record 
of over 200 days without a lost time 
injury! We did this together, one 
issue, near miss, safety talk or MOL 
Inspection at a time.

The ‘old’ culture can be summed up 
in the following exchange between 
myself and four employees as I was 
posting a memo regarding us getting 
to 30 days without a lost time injury 
for the first time. The first employee 
read the memo as I was putting it up 
and said “Wow, this is awesome”. 

The second employee said that 
the old company never would have 
done this. The third employee added 
“Well, we never would have made it 
to 30 days without a lost time injury,” 
and the last employee replied “Thirty 
days? Did we ever go more than a 
week?”. This exchange will stay with 
me for a long time. 

We all deserve to be safe regardless 
of the job we do. No one should get 
welder’s flash – it doesn’t have to 
happen. No one should slip, trip, or 
fall simply because they work in a 
busy fab shop. Regardless of your 
location, you have the ability and the 

right to work safely. However, you 
have to do your part. When you have 
safety questions, ask your supervi-
sor. When you have concerns, talk 
them out and bring them forward 
so that they can be addressed and 
resolved.
 
It is very rewarding when I hear the 
people here at Gincor Trailer Werx 
call it the ‘Safest Place’ that they 
have ever worked. I hope you say 
that about your location, but if you 
don’t, please realize that you can 
be part of the “Safest Place” you’ve 
ever worked if you start today.

Greg Pavelich, 
H.R. Manager
Gincor Trailer Werx



When you look up volunteering 
online, there are different variations 
of what it means. Ultimately, volun-
teering is about giving your time and 
skills without pay for the benefit of 
others, your community or a good 
cause. It can be very rewarding. 

Neil O’Grady, head of shipping 
and receiving at Gin-Cor Industries’ 
Mattawa branch, has been a 
volunteer firefighter since he was 
18 years old. He thought it would 
be an exciting way to give back to 
the community. Now, he is the Fire 
Chief for the Papineau-Cameron Fire 
Department with 32 years of service. 

When Neil was asked what is 
involved in being part of the fire 
department, he responded, 
“Dedication, commitment to my 
team, and a willingness to learn new 
innovating technology as science 
has brought the fire service to a 

ON MY OWN

TIME
new level.”  Being a firefighter also 
requires a lot of training in order 
to provide a safe, effective and 
efficient response to emergency 
situations. You need to participate 
in three hours of weekly theory 
and practical exercises, have a DZ 
licence, and the physical ability to 
do the job. 

Neil said any community involve-
ment is great, but his favourite 
events are open houses, spreading 
fire safety messages, and partic-
ipating in the yearly Santa Claus 
parade. It should be noted that the 
Papineau-Cameron Fire Department 
is on a running streak of winning the 
first place float for a few years in a 
row now. We hear their floats are 
AMAZING!  

Keep up the great work, and thank 
you for volunteering your time and 
keeping the community safe.

FALL 2019

Gincor Werx, Mattawa Is Very Proud 
to Feature Volunteer Fire Fighters 
Within Our Own Ranks

PICTURED LEFT TO RIGHT: Mark Resmer, Neil O’Grady, Ward Resmer
Mark Resmer with 12 years of service on the fire department, Neil O’Grady [Middle] with 32 years of service 
on the fire department and Ward Resmer with 6 years of service on the fire department. Also taking the 
photo is Neil’s wife Mariel with 23 years of service on the fire department.

Bonnie Nadeau, Human Resources
Nathalie Bester, Executive Assistant
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Have you ever driven somewhere with 
someone who can’t follow a map or a GPS?  
If you didn’t throw them out of the car, you 
probably ended up lost and frustrated.  

Well, we want to make sure that you don’t feel 
lost or frustrated at work, and we think we might 
have found a way to help avoid that. 

You might have heard the news that we are 
very close to launching a brand new Employee 
Handbook. Maybe not the most exciting thing 
for everyone, but this is a great step in uniting 
us all as a team as we will have a consistent 
set of standards and policies for all.  

Call it your Gincor GPS. The new handbook will 
cover a variety of topics regarding working at 
Gincor and will help give you clear information 
about what is expected of you, and what you 
can expect from the company. Topics like time 
off, training, attendance, performance reviews, 
and more will all be included. Now that everyone 
is super pumped and looking forward to it –
when can you get your hands on a copy?  
Well, you can pre-order it on Amazon.ca on 
October 1 for 5 easy payments of $9.99 or 
wait to receive a free copy, which will be out 
the week of October 7.  

First Round of Quarterly Gincor Update Presentations
	
	 Tuesday, November 26 – Durabody & JC Trailers

	
	 Wednesday, November 27 – Gincor Trailer Werx

	
	 Tuesday, December 3 – Gin-Cor Industries (Kingston & Carleton Place branches)

	
	 Wednesday, December 4 – Gin-Cor Industries (Mattawa branch)

 

Local Christmas Parties
	 Friday, December 6—Gincor Trailer Werx—Deer Run Golf Course

	 Saturday, December 7—Durabody/JC Trailers —The Club at Bond Head 

	
	 Saturday, December 14—Gin-Cor Industries—Mattawa, Carleton Place and Kingston 
	 at the Mike Rodden Community Centre in Mattawa

NOVEMBER

26
NOVEMBER

27
DECEMBER

3
DECEMBER

4

DECEMBER

6

DECEMBER

7
DECEMBER

14

EVENT 
CALENDAR
SAVE THE DATE 
FOR IMPORTANT EVENTS AND 
BUSINESS MEETINGS

COMING UP

14

New Employee 
Handbook 
Draws Closer

Brian Jagger
Director, Human Resources, People & Culture



The Four Corners program will 
represent a foundation of 

principles to be embodied by 
every employee in an effort 

to unite and form a true 
organizational culture.

The goal will be to achieve a 
company-wide identity.

It will become our personality.
 

“

”Michael Caunter, 
National Brand and Marketing Manager 

the Gincor “WERX” corporate 
culture moving forward. 
The company will be launching a 
series of employee incentive-based 
initiatives in the following months 
and year as part of the initial rollout 
of the Four Corners Program. All 
the programs will be implemented 
to improve internal communication, 
empowerment, trust, ownership, 
leadership, self-worth and an overall 
sense of one company with a 
common foundation of principals.

“culture.” When we talk about 
culture in  reference to a company, 
group or organization we are speak-
ing to many different elements that 
all come together in some way to 
form the company’s identity or 
culture. Culture represents who 
we are as an organization, not 
just in the eyes of the customer 
but more importantly how we 
operate, communicate and exist 
daily amongst our peers. 

Forming a true corporate culture 
consists of many elements. 
A sense of purpose, leadership, 
trust performance, strategy, 
ownership, accountability, 
empowerment and at the lowest 
common denominator, “the way 
things are done around here.” 
We all have used that term at one 
time or another, and unfortunately, 
it usually comes out in a negative 
light. So we want to change that. 
We want the reference to “the way 
things are done around here” to be 
interpreted in a positive light in 
reference to Gincor going forward.

The primary purpose of developing 
the Four Corners Program will be to 
promote a new program of team 
culture and excellence throughout 
the organization. This will 
encompass all personnel. The Four 
Corners Program will represent 
a foundation of principles to be 
embodied by every employee to 
unite and form a true organizational 
culture. The goal will be to achieve 
a corporate-wide identity. It will 
become our personality.

As part of the program’s visual 
identity, we have created the 
Four Corners Logo that utilizes 
the word WERX to reflect a 
“foundation of principles” that will 
represent the identity for building 

It goes without saying that any 
object, structure or idea is built or 
begins with some sort of plan or 
foundation. Perhaps it’s a building, 
a fence, or a program of sorts, they 
all require a foundation or something 
that represents strength to build 
on. Four corners are an important 
feature of any foundation because 
they ultimately come together to 
form the base. As a structure is built 
with multiple layers on a foundation 
of strength, so too is a plan or 

program. It is from the base, 
foundation, or four corners that the 
rest of the structure, idea or program 
can be built on.

To that principle, we are very excited 
to introduce the Four Corners 
Program to Gincor Werx. In the 
past year since arriving on board to 
Gincor, I was tasked with assessing 
our overall marketing plan workflow 
and internal communications, and 
what I quickly found was an 

organization that is experiencing 
growing pains. Growing pains 
felt largely in part due to recent 
acquisitions, changes in workflows, 
responsibilities, and other factors 
that have left the organization 
as a whole searching for an 
overall identity. 

When we think of a corporate 
identity, other than the logo, the 
next word that is often quickly 
tossed about or referred to is  

In order to succeed, It will be 
imperative for all of us to embrace 
both the ideals and ideas associated 
with the Four Corners Program. 
We encourage all employees to 
promote and participate with your 
ideas towards building a strong 
foundation to unite and form a true 
Gincor organizational culture.

INTRODUCING THE
4 CORNERS PROGRAM

W
WORKMANSHIP

RESPECT

ENGAGE

EXCELLENCE

E
R X



WERX PERX
INTRODUCING

On the heels of the recently 
announced Four Corners Program, 
we are very excited to announce a 
new employee initiative that will be 
known as WERX PERX. The program 
has been developed not only to align 
directly with the ideals of the Four 
Corners Program but also implement 
a general incentive program that will 
recognize employees for great ideas, 
suggestions, hard work, and 
accomplishments.

So how did we come up with the 
name WERX PERX? Well, that was 
a brilliant suggestion from Toby 
Anscombe, our Purchasing Officer at 
Gincor Trailer Werx. I first met Toby 
last October on my first visit to Gincor 
Werx. I was there to assist Greg 
Pavelich with a job fair open house 
they were hosting for the local high 
school. Toby and I were having a 
casual chat about one thing or 
another when she said she had a 

great name for employee “swag” or 
Gincor promotional items centered 
around employee accomplishment.

When she shared WERX PERX with 
me, I knew on the spot that it was 
the perfect name for an employee 
incentive program and assured 
Toby I would use it when we were 
ready to launch an employee incentive 
program. 

So here we are. We have a newly 
formed employee initiative program 
and a fantastic name, WERX PERX 
thanks to Toby Anscombe. As a 
direct result and in the spirit of the 
employee incentive program, Toby 
will be our official first recipient of the 
WERX PERX program for a great idea.

Thank you, Toby, for giving Gincor a 
great brand identity WERX PERX as 
part of our corporate image.

Tobey Anscombe, 
Purchasing Officer
Gincor Trailer Werx

Michael Caunter, 
National Brand and Marketing Manager 



Socially speaking, we are all too 
familiar with social media and the 
flurry of activity that has exploded 
over the network Internet airwaves in 
recent years. Many of us use social 
media to share photos and personal 
posts on a daily basis, sometimes 
with dizzying activity. 

Facebook, Instagram, and Twitter you 
could say are the “Big Three” of the 
social media industry, much like the 
auto industry embraced the term for 
Chrysler, GM and Ford. So with all of 
the social activity going on right now, 
who really cares?

EVERYONE!

Everyone in general is really the 
correct answer because even if we 
dont use a personal device to key 
in our latest text or twitter post we 
are all affected by the open commu-
nication out there whether it affects 

us directly or by way of water cooler 
chat. We are all touched by it in some 
manner.

Just about everyone is somewhat 
savvy using communication by way 
of a preferred social medial channel. 
So it didn’t take long for small busi-
ness and large corporations to jump 
on board and promote their wares 
using the relatively low cost, effective 
way of marketing.

To that point, I would like to share a 
few thoughts along those lines to 
promote the Gincor brand of 
products. Some of you may have 
seen the recent social media posts 
promoting our products and services 
through our Facebook, LinkedIn and 
Instagram channels. I am reaching 
out to all employees to encourage all 
of those who participate with social 
media to share our LinkedIn and Ins-
tagram posts or like us on Facebook.
 

Every “share” “like” or click passed 
on to someone you know either 
personally or professionally increases 
our customer reach and ultimatelly 
will trickle down to the right decision 
maker or buyer from or business 
partners. Social media marketing 
reach is all about nudging people at 
the right time to help touch and 
influence the individuals personna.

There is no hard rule as to whether or 
not sharing a post or liking a specific 
message will matter to the recipient, 
but the research speaks for itself.
The greater number of users reached 
will sooner or later result in customer 
attention and that’s all we could hope 
for when marketing our products.

SPEAKING
SOCIALLY GASSED!

WE’RE 

Michael Caunter, 
National Brand and Marketing Manager 

Dave Torrance
Business Development Manager 

Linde (now known as Messer), 
Praxair and Air Liquide are the 
largest providers of industrial gases 
in North America. We have built a 
few specialized trailers for Linde 
Canada over the years, but in the 
last 5 years, we have taken on a 
significant volume of business, 
including curtainside straight trucks 
that are all across Canada and 
aluminum bodies for the US market.  
Linde/Messer is now a very large 
customer for Gincor. In the words 
of JR Reiman, North American 
Equipment Manager for Messer, 
“Messer Canada Inc. values 
Durabody/Gincor engineering and 
high quality manufacturing processes 
in the building of Messer Canada Inc. 
custom pallet truck bodies. These 
completed pallet trucks will operate 
at one of Messer Canada Inc.’s over 
50 retail welding gas and hardgoods 
branch locations throughout 
Canada.  These Messer Canada Inc. 
pallet trucks are critical in the distri-
bution of welding & specialty gases 
and hardgoods to our many Canadian 
customers, including Gincor.”

We have recently been given some 
refurbish work for Praxair Canada.  
We haven’t dealt with Praxair in the 
past so this represents good work for 
our repair shops and also opens the 

door for us to pursue orders for new 
gas distribution trucks and trailers.  
It’s a start!  The big news is we have 
recently been awarded an order from 
Ryder Canada for 11 distribution 
trucks going to Air Liquide!  We have 
a great relationship with Ryder Cana-
da, and they pushed hard to get this 
business for us and helped convince 
Air Liquide that Gincor was the only 
company to deal with.  They recog-
nize the quality of our work, 
our reliability as a supplier, and our 
expertise with these types of bodies.

Gas-distribution bodies and 
trailers are very complicated 
to build, and not many 
companies can do what 
we do. A lot of work 
goes on behind the 
scenes with designing 

this equipment and sourcing the 
materials we need, but the greatest 
effort is on the shop floor. Hard work 
and attention to detail is the reason 
we are successful, and the main 
reason why, in 5 short years, we have 
become a leading manufacturer of 
this equipment in Canada. 
Congratulations and thanks to all!



I would like to extend a sincere thank 
you to all of the recognized employees 
for their years of service. 
Your dedication and hard work are a great contributor 
and the foundation of our continued success.

ANNIVERSARIES
YEARS OF SERVICE

5 YEARS DATE COMPANY
Robert Breton January 13th Gincor Industries
Chad Ytsma February 10th Gincor Trailer Werx

Daniel Marchand February 11th Gincor Trailer Werx
Melissa Hua February 17th Gincor Trailer Werx

Shawn Osborne February 18th Durabody
Tim Bulley February 25th Gincor Trailer Werx

Tyler Pickering March 21st Gincor Trailer Werx
Ken Ramsden April 7th Gincor Trailer Werx

William Bechard April 28th Gincor Trailer Werx
Stuart Schaller May 12th Gincor Trailer Werx

Danielle Swackhammer June 4th Gincor Trailer Werx
Brian Blanchard June 16th Gincor Industries
Allan Kavaner July 2nd Gincor Industries
Blair Summers July 2nd Gincor Industries

Kevin Veley July 25th Gincor Industries
Alain Duhaime July 28th Gincor Industries

10 YEARS DATE COMPANY
Trevor Isaacs June 1st Durabody

15 YEARS DATE COMPANY
Emanuele Dicuia May 17th JC Trailers
Megan Resmer May 27th Gincor Industries

20 YEARS DATE COMPANY
Alain Levac January 25th Gincor Industries

Diane Archibald March 22nd Durabody
25 YEARS DATE COMPANY

Leonard Gauthier January 17th Gincor Industries
Quoc Tien Tran March 28th JC Trailers
Brian Metcalf April 22nd Durabody
Joao Raposo August 29th Durabody

30 YEARS DATE COMPANY
Julio Cunha January 3rd JC Trailers
Jozef Sepko April 18th Durabody

Glenn Downey June 19th Durabody

Luc Stang, 
President and CEO



Jordan Priddle, 
Shop Welder

CONTRIBUTORS
		

FALL 2019
Luc Stang

Peter Gould

Greg Pavelich

Bonnie Nadeau

Nathalie Bester

Brian Jagger

Michael Caunter

Dave Torrance

    

 


