
STRAIGHT FROM
THE COR 

I would like to thank 
every employee for all 
their work and dedication 
in 2020; it is truly 
appreciated.

The best thing that we can say 
about 2020 is that it is coming to 
a close.  For all of us, 2020 was a 
year of challenges, which forced us 
to adapt and change our lifestyle 
to a new reality.  How small our 
world is was really put on display in 
2020 as we saw how connected we 
really are globally. Challenges in our 
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PRESIDENT’S 
MESSAGE

personal lives were just a small part 
of the broader economic realities.  
Businesses were hit hard by closures 
and changes to the way people 
purchase goods and services.  Many 
businesses were forced to shut 
their doors permanently and others 
struggled to make ends meet and 
keep people employed.

Our Results

At Gin-Cor Industries, we had 
our challenges as well.  An 
overwhelming workload was the 
theme for Mattawa, Kingston, and 
Carleton Place.  Finding ways to get 
product out the door was a daily 
challenge given material back orders 
and having a full complement of our 
staff members at work everyday.  
For the first 6 months of the year, 
we were behind budget and off 
target for meeting promise dates for 
our client base. By June, the gap 

was beginning to close at a great 
rate, and by the end of August, 
we were back to being on budget.  
The flywheel is in motion to propel 
beyond budget and forecast to 
end this year with record-breaking 
months for all three locations and 
bringing the overall business division 
well above plan. Kudos to this entire 
group, internal and external, in 
making this happen.

The J.C. Trailers team navigated 
throughout the year with very 
favourable outcomes despite 
a spotty backlog of orders and 
challenges the previous year.  Hard 
pressed to have full staff at work 
during this pandemic period, the 
business unit came in very close to 
top line budget. Overall management 
of inventory levels, limited credit 
facility, and financial objectives 
yielded in creating a solid base to 
build upon. The local leadership 
and all efforts internally as well 
as externally have made a good 
impact. It has been great to see 
the Keswick team’s commitment to 
increase service activity year over 
year.  Building upon this element 
will continue to help weather storms 
based on economic cycles in the 
future.

Gincor Trailer Werx had a 
transformational year with its 
expansion into the USA.  This push 
into America minimizes seasonality 
and cyclicality aspects of this 
business and will create more 
stability for our workforce now and 

well into the future. On the Canadian 
front, live bottom sales have 
increased through a collective effort 
in Blenheim and the external sales 
team influencing and introducing 
clients to our dealer network. The 
financial results at GTW have also 
improved year over year by making 
difficult choices before the year 
kicked off and by tightly managing all 
elements that contribute to improved 
metrics.

Durabody had a bit rockier year.  
A plant move, equipment set 
up, a business re-focus, DEL/
Drive’s departure from Newmarket, 
and a rough patch in the market 
made it all very difficult for this 
business.  Hard work was put in to 
make the move successful and to 
gain some momentum in a tough 
economic time; however, we still fell 
significantly short of the forecasted 
budget.  We celebrate our wins, but 
we acknowledge our losses and 
learn from them.  The Newmarket 
facility is set up for production and 
Bond Head is a GTA service centre 
for all product lines in the Gincor 
Werx family. We are determined that 
2021 will see improvements at both 
locations and a steady climb back 
to previous levels that we can build 
upon month after month. 

Progress – Onward to 2021!

We have very high hopes for 2021 
at Gin-Cor Industries where we 
are already well ahead compared 
to previous years with bookings 
into the 3rd quarter of the year.  
The order volume is incredibly 
high due to the seeds sewn from 
the past through various federal, 
provincial, and municipal tenders, 
as well as a strong construction and 
infrastructure industry.  One of the 
leading contributors to the demand 
in fleet replacement is tied back to 

continued
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“

Luc Stang, 
President and CEO

SPIF regulations that come into full 
swing January 31, which makes any 
truck older than 10 years obsolete 
and no longer permitted to carry 
maximum pay loads. This element 
should yield heavy replacement 
levels for the next several years as 
there are several thousand vehicles 
that are greater than 10 years old on 
the construction sites in Ontario.

JC Trailers is trending in an upward 
momentum by securing orders 
through its existing direct client 
base, new dealers (such as Pierquip, 
Commercial Truck Centre, Trans 
East, and McKays on the east 
coast), and  new direct clients in 
Ontario. The Keswick team has 
developed a new lightweight 55-ton 
heavy haul float that will be going 
to market in 2021.  We believe the 
marketplace has been seeking this 
product, which should yield good 
outcomes. The upcoming year has 
some stretch goals for JC Trailers 
from the number of units to produce, 
the product mix, and an increase in 
service department levels. 

Gincor Trailer Werx has completed 
many facility improvements this 
year and continues to optimize its 
production throughput while creating 
a safer working environment. With 
just one site visit year over year, 
one can see significant changes in 
and out of the plant. The ongoing 
product improvements and solutions 
being applied continue to increase 
the gap from where we started in 
2018 to differentiate and position us 
to compete across North America. 

A rebound year is what we are 
working towards for Durabody in 
2021.  With the move behind us and 
a fresh year in front of us, we are 
looking to push existing markets 
beyond what we have in the past 
and dive into new areas to capture 

more work.  Both the production 
and service facilities will embrace 
different products and services 
to offset weakness in traditional 
product or service offering. Progress 
is also being made with the addition 
of new hires for both operations 
and will be an ongoing theme well 
into the spring to meet the new 
challenges ahead of us

Issues/Opportunities 

Throughout the COVID-19 pandemic, 
some of the business units impacted 
by year over year revenue declines 
have benefited greatly through 
government funding.  All members 
on the local and corporate finance 
teams pulled together along with 
the general managers to mitigate 
business risk.  For this, I am very 
grateful as our outcomes this year 
could have been far worse. Going 
early into survival mode and shifting 
to thriving mode is what has set the 
stage for an improved 2021 even 
with the uncertainty and timing of a 
new normal post-vaccine.

Two areas we want every employee 
at all levels to focus on in 2021 are 
Employee Engagement and Client 
Experience.  Our employees and 
our clients are the foundation of our 
business.  On the employee side 
we want to achieve 8/10 on the 
employee survey and continue to 
improve the experience you all have 
working for Gincor.  The challenge 
we place in front of each of you 
and us is to take ownership of 
making this the best place to work 
by bringing your ideas forward and 
getting involved.  Remember that 
this company is ours.  We all work 
here, and we all want it to be great.

Without our clients, we have nothing.  
A happy customer is one that will 
return and one that will refer others 

to us.  We want that because it 
means great things for all of us.  
The challenge to each of you is to 
make your customer #1 whoever 
that might be.  Consider who your 
customer is and do your best to 
make their experience the best it can 
be, whether through the quality and 
pride of your work, the timeliness of 
your responses, or how you respond 
to difficult situations.  Our customers 
are made up of our truck and trailer 
dealers, end users of our products, 
and influencers both internal and 
external.

You will hear and see me beating 
the sound of the drums to keep the 
client experience at the forefront of 
what and how we do things in the 
future. I want to see us continue to 
make each experience better with 
the goal of creating raving fans 
of our products and services to 
help our economies.  If we put our 
employees and our clients first, we 
will succeed. If we help our clients 
succeed in their business, we can 
collectively enjoy the benefits along 
with our key stakeholder suppliers 
and lenders.

Thank you again for bringing your 
best in 2020, and I look forward to 
us all bringing our “better” in 2021! 

Take time to enjoy the blessings you 
have as we round out the year and 
have safe and relaxing holidays.

FALL 2020
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IN A SMALL SHOP BIG VOLUME
Many people often focus their 
efforts on large businesses to 
acquire employment. While Gincor 
Werx has grown throughout the 
years, it all started on a small and 
very humble scale. While other loca-
tions may have 50+ employees, our 
Kingston shop sits at 15 employees 
and 7100 ft2. Many services that 
our Kingston location provides are 
dump box and snow and ice instal-
lations, service work, and parts.

With managing such a big volume 
of work, comes the need for more 
skilled employees. This has always 
been an ongoing challenge. More 
so, it seems that the younger 

generation is steering away from the 
trades. Therefore, we must come 
up with new and innovative ways on 
how to get our younger generation 
psyched about the trades and what 
Gincor has to offer. 
#Checkoutourinstagram @gincorwerx

For the amount of work being done, 
none of this would be possible 
without our employees. We have 
parts specialists who provide 
expert knowledge to our customers 
on specific parts they are looking for. 
Administrative personnel who keep 
our excited customers happy while 
on the phone, direct calls, and let’s 
face it, keep us organized on the day 
to day. Quality welder fabricators who 
can drop a clean bead at the drop of 
a hat, wire a cab control on the side, 
and even install some hydraulic lines. 
I am honestly skimming the surface 
though. Most of our employees wear 
many different hats and in a small 
shop, this is key. They are able to 
gain knowledge and insight beyond 
their main role. With a smaller shop, 
many employees can gain multiple 
skills and areas of expertise which 
in turn furthers their career develop-
ment. Even more so, it isn’t unusual 
to see the General Manager throw on 
a pair of coveralls and go on a ser-
vice call. It’s really about teamwork. 

With many different tasks and jobs 
to be completed there is a neces-
sary need to prioritize to not become 
overwhelmed. Our number one pri-
ority in Kingston is our Service Work. 
Many businesses rely on quick and 
quality repairs to get them back up 
and running again and that is where 
we come in. While some employees 
rush out to get to service calls, we 
have other staff members in the shop 
completing production work. This 
would not be possible without a bit of 
delegating.  We want to continuously 

MANAGING

Kevin Veley, 
General Manager, 
Kingston & Carleton Place 

Blair Summers
Production Manager, Kingston

Bonnie Nadeau
Human Resources, Gin-Cor Industries
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empower our employees. Some-
times that means setting some of 
our employees loose to run the 
show. We want to promote a sense 
of leadership and give these em-
ployees the right responsibilities to 
tackle challenges and changes. We 
want them to also feel like they can 
build on a leader’s vision. We want 
to give them goals and ownership. 
By delegating and re-prioritizing, 
we’re able to get a lot more done. 

Inventory. That dreaded word every 
year. Throughout the years, we’ve 
gotten pretty good at forecasting 
our inventory needs. However, this 
year has thrown us all for a loop. 
With longer than usual lead times 
and delayed shipments, we have 
been trying to do our very best to 
keep all of our customers happy, 
production floor fed with parts for 
jobs, and enough parts for all the 
various service repairs we do. It has 
not been easy but with the help of 
our procurement team and parts 
specialists, we are managing. 

Another key point is to stay dis-
ciplined. Making sure there is a 
daily agenda set up and completely 
broken down. This isn’t to say that 
everything goes as planned all the 
time. Sometimes we need to accept 
the challenges and the things that 
go wrong, this is where a small shop 
can see growth. 

FALL 2020
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As the troubles of 2020 started in 
early spring and continue today, 
the daily struggle to get supplies 
has gotten a bit better but is far 
from perfect.  Certain components 
(electrical products as well as 
raw steel) seem to be a daily 
never-ending conversation with 
vendors on how to better the long 
lead times.  Some products take 
months to get.  We at Gin-Cor have, 
so far, been able to work around the 
disruption by sourcing from other 
suppliers.  Sometimes the price is 
a bit more, but our manufacturing 
operations were able to continue.  
Another downside to this was when 
we found a supplier who had the 

Barb Resmer,
Purchasing Manager, Gin-Cor Industries, Mattawa

supplies we needed at the time, 
we would order more all at once so 
we had it for further down the line.  
This ended up giving us a lot of 
inventory.

Shipping of product was also a big 
challenge for a while.  There was an 
instant when the virus hit that the 
Purolator depot in Toronto and 
Gin-Cor had many orders sitting 
there that could not be released.  
Thankfully, it did not last long but, 
“don’t expect to see orders next 
day” has become the norm. I have 
made some great friends as the 
ordering process has become 
more of a one on one talk instead 

of a quick email with many people 
working from home. Gin-Cor has 
been able to work with vendors and 
create blanket PO’s for items that 
we will be needing for the 2021 year.  
This is so they have product when 
we need it as they are seeing the 
backlog continuing for the next six 
months.  They will hold the product 
until I tell them to ship. Looking 
forward to things going back to 
normal unless this is the new 
normal ☹

MISERY
SUPPLY CHAIN
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FALL 2020

OPEN DOOR
OVERSEAS 

Did You Know We Opened An Office 
Overseas In 2020?

One of my personal goals, identi-
fied several years ago, was to find 
solutions to export product outside 
North America. My belief in overseas 
markets comes by means of my 
travels to over 40 countries around 
the world and observing different 
products and the methods to build 
them in these various regions. I was 
also asked to join a group called 
OG 100 “Ontario Global 100” by 
our bank president. This group is 
made up of members who export 
around the world and those who 
qualify and have the desire to do the 
same. It is meant as a peer to peer 
learning and support system that 
helps navigate the various hurdles 
and opportunities facilitated by our 
government. This group has made 
it absolutely evident to me that our 
government wants to see more 
export from Canada to help build a 
robust country.

Many may wonder why go abroad 
when there is so much closer to 
home?  If we focus only close to 
our home base, we are subjected 
to seasonality and other cyclical 
elements.  In addition, our local or 
regional markets have competition 
driving our prices to lower levels 

and challenging the value of our 
products and services. Some may 
think that we should just focus south 
of the border as that market is 10x 
that of Canada. This is of course 
part of our current strategy; however, 
because of wide swings in curren-
cy exchange rates and changing 
political landscapes, it is important 
for us to diversify further. To take 
advantage of overseas markets, we 
recently opened a location in Spain 
and launched an Export Develop-
ment team to support this initiative.

The overseas office is located in 
Spain. The office will be a launching 
point for new international projects.  
This overseas office will also be 
utilised to source and find alternate 
suppliers to help ensure the 
availability of goods as well as 
competitive pricing while not 
compromising quality. This office 
will support our local buyers to help, 
where possible, to meet and exceed 
business unit objectives.  The new 
location is headed up by Sander 
Heijbroek, I’ve known and worked 
with him for close to 10 years, as 
one of our key suppliers when he 
was in North America.  Sander has 
facilitated introductions and provided 
learning opportunities to our 
management group at past European 

truck and trailer trade shows and 
conferences.  Sander has a great 
knowledge of our industry and the 
potential opportunities we can lever-
age.  On a personal side, Sander 
and his wife Bettie are blessed with 
three young children.  
The Export Development team is 
made up of Sander, Christian, Peter, 
Renzo, Paul, and myself. Together 
we meet once per week to keep 
each other informed on initiatives 
and opportunities that exist while 
doing the back-end work to bring 
viable projects to the table for the 
various business units.  
Initial work has been done to see 
what markets may have needs for 
the products we build.  We iden-
tified that live bottom trailers are 
being used overseas and that they 
predominantly come from our North 
American competitors. As a result of 
the market research, our near-term 
focus is on this product line. As we 
wrap up this calendar year, we can 
confirm we have our first overseas 
order with a purchase order in hand.
 
Please join me in welcoming Sander 
to the group.

Luc Stang, 
President and CEO
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You are soley 
accountable for 

getting the job done. 
If that means working 
through breaks to hit 

my targets I do it.

“

”

Darlene Hill,  
Human Resources Manager

Durabody

SHOP TALK
You may ask why would someone 
want to sandblast?  It is a very dirty 
and physically demanding job.  
Extreme stress occurs when the 
blaster goes down, trying to figure 
out what happened, and then waiting 
for parts needed to finish the repairs.  
The ripple effect on production 
creates huge issues.  Well, let’s see 
what Roshane has to say about that.
Roshane Ferron was hired by DEL 
3 years ago in Installation, which 
he found very repetitive and boring. 
With the move happening to 210 
Harry Walker, Darl Resmer helped 
persuade Roshane to make the 
transfer to sandblasting.  After being 
shown the basics from Darl, 
Roshane was able to spread his 
wings and fly on his own.  

Roshane then joined Durabody 
in June 2020. From Roshane’s 
perspective, who would not want to 
be a sandblaster.  You get to work 
on your own and are solely account-
able for getting the job done.  If that 
means working through your breaks 
to hit your targets and stay on task, 
Roshane will do it, showing his true 
company loyalty.  The buck stops 
with him to make sure that produc-
tion does not suffer when he needs 
to take time off, so planning ahead is 
a must.  The physical area of this job 

is not an issue as Roshane is a 
regular at the gym.  Oh, right with 
gyms now being closed due to 
COVID, sandblasting is now his 
workout and keeps him in great 
shape. 
 
Currently, Roshane spends about 
50% of his time blasting, which 
leaves some time to be a team 
player.  Learning new tasks is fun 
and adds variety and value to our 
company.  So far, he helps painter 
Edwin with taping, linseed oil, 

caulking, and painting.  He cuts 
foam and plywood, then helps to 
install this in the bodies.  The decks 
receive his help by him cutting the 
wood flooring.  Once install makes 
the move, there will be another 
option for learning and growth.
Ultimately Roshane’s goal is to 
continue increasing his knowledge, 
skills, and abilities so he can move 
up in the company, which he feels 
would provide a better life for his 
wife and children.
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BUSINESS
INTEREST

Trans East Trailers and Gincor 
became partners in December 2017 
when the Blenheim facility was 
acquired. Gincor had a tall task of 
mending relationships, developing 
partnerships, and rebuilding the 
overall reputation of the Blenheim 
facility and its product offerings. 
Immediately, Gincor’s leadership 
team recognized their key to suc-
cess was building trust with and 
through their dealer network. Trans 
East Trailers is Blenheim’s largest 
trailer dealer. Building this relation-
ship and improving communication 
with Trans East Trailers was crucial 
as Gincor required their involvement 
to connect with their current and 
lost customers.
 
It was through Trans East Trail-
ers’ experience in the live bottom 
market and valued feedback that 

Aaron Wiltsie
Business  Development Manager,

Gincor Trailer Werx

Gincor was able to hear the custom-
er’s voice and make the necessary 
changes to their product design and 
quality control processes. Products 
were quickly altered, tweaked, and 
revamped. Trust was slowly regained 
with customers who had poor experi-
ences in the past. Trans East Trailers 
operates out of two locations. One 
in Moncton, New Brunswick serving 
Eastern Canada and another in 
Burlington, Ontario serving Ontario 
and Quebec. They are quickly 
outgrowing their Burlington location 
and planning a relocation to 
Clappison Corners in Hamilton, 
Ontario in the spring of 2021. Trans 
East Trailers is Gincor’s exclusive 
dealer in Ontario and New Brunswick 
for all Gincor live bottom trailers. 
Both locations have a good selection 
of Gincor live bottoms, flat decks, 
drop decks, tags, and heavy haul 

trailers. Trans East Trailers’ 
exceptional representation has 
proven to be one of Gincor’s most 
invaluable relationships to date.
  
Now, together we grow with 
optimism and clear opportunities 
of markets where our product 
offerings can surpass our com-
petition. We pride ourselves in 
distributing quality products and 
our ability in guiding customers to 
make the “Right Choice” with our 
wide array of product offerings, 
available options, and unmatched 
quality.     

®
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BUSINESS
INTEREST

Whether you have stopped to 
recognize it or not, the pandemic 
has changed our world more than 
what we probably realize.  Terms 
like social or physical distancing 
were reserved for restraining orders, 
and you have probably looked at a 
graph more times in the last year 
than in your whole life.  Consider the 
simple example of wearing a mask.  
In 2019, you wouldn’t dare wear a 
mask when going to the store.  In 
fact, if you saw someone wearing 
one, you might think they were a 
little off.  Now it’s the opposite.

Brian Jagger
Director, Human Resources, 

People & Culture

The many restrictions, changes, and 
adaptations we have all made along 
with the constant social pressure and 
media presence around COVID-19 
have made it difficult for many not 
to become consumed by it.  It is 
important not to let what we can’t 
control take us into a negative frame 
of mind and have us potentially put 
ourselves or others at risk by relaxing 
on the basic things we should be do-
ing to stay safe.  If you find yourself 
in a funk, here are a few tips to avoid 
COVID fatigue.

Re-define Your Routine:  A lot of 
people are routine based and inter-
ruptions to routine can place great 
stress on those who require this 
order.  If your routine has been upset, 
it’s time to re-define your routine 
around what can be done.
Reach Out to Others:  There’s 
something powerful about hope, 
compassion, and caring for others.  
Just like anything, selfless behavior 
gets easier the more you do it.  What 
can you do in the next hour, or today, 
that’s going to be a selfless act to 
others? 
Get Outside:  Especially in the win-
ter, stay active and get out daily for 
even a walk.
Shut Down the News:  While it is 
important not to get out of touch, 
over-watching news feeds only 
repeats the same message dozens 
of ways.  Constantly speaking about FALL 2020

In our last newsletter, Bonnie wrote a great article about workplace stress.  This issue, we are continuing 
the theme of mental well-being by discussing the impact of COVID on us.  To start, let’s have a bit of fun.

COVID BLUES?
DO YOU HAVE THE

10. You yelled at your dog for violating 	
	 social distancing
9. You enjoyed the U.S. presidential 	
	 election
8. You named the trees in your yard
7. You refused to go hunting this season 	
	 for fear of a deer infecting you with 	
	 COVID-19
6. The springs in your couch needed 	
	 replacing 3 times this year
5. You made an oversized mask to put 	
	 on your car
4. Suddenly your crazy back neighbour 	
	 is a good buddy of yours
3. You are working on a vaccine in your 	
	 garage
2. You switched to re-usable toilet paper
1. You recently drain-poured a perfectly 	
	 good 12 pack of Corona

it will also fuel the fatigue, so give it 
a rest.
Take Up a New Hobby or Interest:  
Challenging your mind and body is 
critical to your well-being.  Even if it’s 
something you are afraid to fail at, try 
it, and get right into it.  

Keep Aware of Risks:  Goals like 
flattening the curve can be hard to 
stay fired up about.  Think about 
how your behavior directly affects 
your chances of getting sick, and 
thus your chances of spreading the 
virus to people around you.  If you 
have a gradual decline in your safety 
behaviors, your risk will increase 
over time.  Remembering that can 
prevent you from falling into “traps” 
like convincing yourself another trip 
to the grocery store is absolutely 
necessary, when it’s really just out of 
boredom.

Be aware of your own feelings and 
attitudes.  A little self reflection will 
go a long way.  Also, recognize 
fatigue in others and when you spot 
it, give a lending hand – we all need 
it sometimes.

Top 10 Signs You May Have 
The COVID Blues
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HEAVY HAUL 
FLOATS

THE CHALLENGES OF ENGINEERING CUSTOM

side, changing deck length involves 
validation of deck camber design, 
adjusting the gooseneck and rear 
bridge installation dimensions, 
revising deck/rear bridge connec-
tion style, etc. The process is more 
time-consuming compared to releas-
ing a regular float with already tested 
design for production, as related de-
sign features need to be validated or 
revised accordingly without affecting 
customer requirements. At JC, our 
knowledgeable team always makes 
sure design changes are communi-
cated to customers on time, which 
expedites the process.

The heavy haul float is basically an 
oversized leaf spring against the 
pressure from heavy loads, the pre-
vious rule of thumb is that when the 
deck is fully loaded with a static load, 
it should retain more than 1 to 
1 ½ inch camber considering factor 
of safety (FOS). In extreme cases, 
customer requires 0 camber with 
specific equipment loaded to the 
deck, to keep the overall height 
down during transportation. Normal-
ly, chassis beam stress and elastic 
deformation under given loading 

scenarios were calculated and 
compared to CAD simulation results 
based on Finite Element Analysis 
(FEA), to give camber design more 
certainty, Figure 2 shows sample 
deformation simulation result upon 
loading the chassis beam of our 
60 metric ton rated float. Lately at 
JC, we have started to study the 
complete deck structure (Figure 3) 
instead of only chassis beams, an 
external source has been used as 
reference, and a physical loading test 
has been added to the list as another 
option. All the effort we put down is 
to improve the design quality so our 
floats would behave in a controlled 
fashion as designed.

Although flattening the camber helps 
reduce overall height, sometimes it 
is not enough for moving taller, new 
equipment safely under the same 
bridges and as a result, lower deck 
depth is needed to give more clear-
ance on top. Due to the characteris-
tics of the I-beam, which is a typical 
design for float deck structures, 
height changes are more critical 
than other cross section dimensions 

Among JC Trailers’ glorious history 
in the industry, our long lasting 
well-built custom heavy haul floats 
have always been one of the most 
desirable and highly reputable 
products, enjoyed by customers 
from coast to coast, that conquer 
the toughest day to day hauling 
missions.  

To begin with, JC floats have a 
simple appearance consisting of 
major assemblies one hand can 
count, gooseneck, deck, and rear 
bridge. To tailor these assemblies 
according to customers’ requests 
and still achieve proper engineering 
specification are not always easy 
tasks. One major challenge is the 
growing size of the equipment. In 
today’s world, larger equipment 
has become common to increase 
job site efficiency (Figure 1), and on 
the contrary, the infrastructures are 
developing at a much slower pace. 
For this reason, making extra room 
to accommodate larger equipment 
and maintain clearance between the 
equipment and road structures is the 
key to success. 

One trend from last year’s order 
book was that popular deck length 
gradually moved up from 24 ft. 
to 26 ft., orders for 28 ft. and up 
deck length started to appear more 
often as well. On the engineering 
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in terms of influencing strength. To 
keep the lowered deck at equivalent 
strength, extra material must be 
added, such as using thicker/wider 
flanges and thicker web plate, which 
results in adding more weight on 
top of an already heavy trailer tare 
weight. In the case where payload 
is also critical, the design process 
becomes challenging because prov-
en designs from the past are usually 
overbuilt and seeking a lightweight 
design is stepping outside of the 
comfort zone. To deal with this 
challenge, specifications need to be 
refined so scope of design becomes 
clear allowing for design optimization 
to take place. Simulation results from 
previous designs, along with design-
er’s knowledge and experience, and 
the fact that all new designs are re-
viewed with a cross functional team 
before production and 100% tested 
before delivery drives confidence in 
our design and processes. In clos-
ing the loop, we rely on customer 
feedback as an important source of 
continuous improvement. Moving 
forward, our redesigned lightweight 
float line is about to be released for 
production, an impressive weight 
reduction giving this new product a 
potential edge in a highly competi-
tive market.

As the saying goes, challenges and 
opportunities always go hand in 
hand. The further we push our limits, 
the more doors will open for us. 
Knowledge is the way of the future.

Figure 2. 60 Ton (metric) Float Chassis Beam Deformation Simulation Result Under 
Rated Static Load

Figure 3. 55 Ton (US) Lightweight Float Deck Structure FOS Simulation Result Under 
Max Static Load

Figure 1, Loaded JC Float at Job site

Zhenyu (Edison) Chen, 
Mechanical Engineering Technologist 
J.C. Trailers
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WINNER
CONTEST

Élan
We are pleased to announce 

the winner of our 
Name Our Moose Contest.

 Liesa van den Hurk, J.C. Trailers

Congratulations Liesa and thank you to everyone who shared their ideas.

Élan:  noun \ ā-län
The moose or elk, Alces alces, is a member of the New World deer subfamily and is the largest and heaviest 

extant species in the deer family.

Vigorous spirit or enthusiasm

A combination of style and vigour

ANNIVERSARIESYEARS OF SERVICE
5 YEARS COMPANY

Terry O’Halloran Durabody
10 YEARS COMPANY

Jacob Hodgson JC Trailers
Matt Spinks Gin-Cor Industries

15 YEARS COMPANY
Christian Stang Gin-Cor Industries

Richard Roy Gin-Cor Industries

35 YEARS COMPANY
Armando Janeiro JC Trailers
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FALL 2020

By Darlene Hill,
Human Resources Manager,

Durabody

ON MY OWN

TIME SCOUT LEADER, BRIAN METCALF
SHARES SOME INSIGHT TO HIS INVOLVEMENT 
WITH SCOUTS CANADA

Did you know that Scouts Canada 
was founded in 1914 to help develop 
well rounded youth, which would 
lead to increased success in life. 
At the beginning of the year, all of 
the Scouts need to create their own 
goals of what they want to achieve 
during the year, then plan how they 
will accomplish these goals, followed 
up by actually having to work hard to 
achieve their goals.  All the mon-
ey that is raised goes towards any 
crafts, games, hikes, and camping, 
including the tents for sleeping in.  
We have all purchased apples from 
Scouts when entering the grocery 
stores or hardware stores while get-
ting our little Scouts tag showing that 
we have made a purchase.  This is 
the main fundraiser for the Scouts.

Scouts meet once a week for 1½ 
hours and usually have five camping 
weekends per year covering all four 
seasons.  Through these weekly 
meetings they do crafts, games, 
hikes, and build friendships.  While 
on the camping weekends, some 
things they learn are how to: put 
up tents, use a compass, cook, 
clean, make a fire, make smores, 
and learn about astronomy. Through 
this learning, they also learn about 
teamwork and leadership qualities all 
while having fun.  Earning badges is 
a great way to show all the skills that 
children have learned creating more 
confident individuals. 

Being a Scout leader is a very 
rewarding experience seeing the 

children learn and grow.  Especially 
when they are learning things that 
parents do not have the time or 
knowledge to teach them.  When 
asked what the best camping week-
end for Brian was, he said that it was 
camping at Reptilia, which hosts 
more than 250 species of reptiles, 
amphibians, and arachnids.  A very 
different camping experience!
Unfortunately, due to COVID 19 they 
have been closed since March and 
are unsure when they will get to have 
another meeting.
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